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Charles Aris, Inc. is a boutique executive search firm that was founded in 1969.  The Strategy 

division at Charles Aris is led by Chad Oakley, a former Bain & Company consultant and Wharton 

MBA. Since its inception in 2003 the Strategy & Business Development division has placed over 

two-hundred and fifty candidates, at multiple levels, including Vice President, Director, Manager 

and Analyst.  

 

The division's client base falls into three categories:  the Corporate Strategy teams of industry 

leading Fortune 500 companies, the investment and portfolio management teams of leading 

Private Equity firms, and professional services firms, including consultancies and the like.  The 

candidates that we place typically work for top tier strategy consulting firms and possess 

undergraduate and graduate degrees from the world's leading educational institutions. 

 

For more information about the Charles Aris Strategy practice please visit 

http://www.charlesaris.com/strategy or contact any of our team members below: 

Chad Oakley 
President & Chief Operating Officer 

336-378-1818 ext. 9101 
chad.oakley@charlesaris.com  

Jody Karavanic 
Sr. Practice Leader 

336-378-1818 ext. 9104 
jody.karavanic@charlesaris.com  

Caroline Wilson 
Sr. Practice Leader 

336-378-1818 ext. 9120 
caroline.wilson@charlesaris.com  
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Steven Stewart 
Practice Leader 

336-378-1818 ext. 9114 
steven.stewart@charlesaris.com  
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 All compensation data points for this study were collected between January 1, 2013 and 
December 31, 2013.  It’s important to note that most firms raise the base salary of their 
consultants in the December-January timeframe, meaning that 2014 raises will NOT be 
reflected in this study. 

 Most firms pay year-end bonuses in the December-January timeframe as well.  The average 
bonus targets indicated at the top of each bar in slide seven reflect what consultants 
expected to receive at year end and are NOT verified after the fact. 

 Compensation data points are self-reported by consultants and are NOT verified through any 
other means.  While this implies that consultants have the opportunity to be less than 
honest about their compensation, we feel extremely confident that the data is accurate 
given the consistency in responses we received across consultants and firms. 

 We eliminated a small percentage of outlier data points that would have adversely skewed 
the data.  

 We also excluded Partner compensation data points from this study.  During the course of 
2013 we spoke with many Partners with graduation dates in the range of our study, but 
their higher compensation dramatically skewed the data to a point where it would no longer 
be useful for our clients. 

 

Charles Aris, Inc. is pleased to present our 2014 Strategy Consulting Compensation 
Study.  Key facts about the data compiled for the study are as follows: 
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 During the course of 2013, Charles Aris recruiters spoke with over 3,200 strategy 
candidates.  Over 99% of these individuals were actively employed with industry leading 
consulting firms, corporations and private equity firms.  As you might imagine, detailed 
discussions around compensation happen only on an as needed basis (once a candidate 
expresses interest in an opportunity and moves forward in the qualifying process).  For the 
purpose of this study, we have distilled only those compensation data points from 
candidates that were actively employed by leading consulting firms (see slide 6 for a 
breakdown of data points by firm).  The total number of data points for this study 
equals 366. 

 2013 was another strong year for consulting.  Most top firms experienced growth in terms of 
total revenues.  As such, retaining talent continued to be a top priority for consulting firms, 
and thus annual increases in consultant compensation were strong (although not quite as 
strong as in years past for post-MBA consultants): 

 For MBA years 2006-2010, the average increase in consultant compensation from 
2012 to 2013 (base salary plus target annual bonus only) was 9.23%, as compared 
to 10.37% the year prior and 17.96% the year before that.  The most likely reason for 
the smaller increase in year over year compensation for post-MBA consultants is 
consulting firms better aligning their volume of campus hires with demand.  Due to 
the recession in 2009 and 2010, consulting firms hired relatively small classes of MBA 
graduates during those years.  When the market rebounded most firms did not have 
enough staff to fulfill demand, and thus had to pay more to retain talent in 2011 as 
compared to 2012 and 2013. 

 For undergraduates, the average increase in consultant compensation (base salary 
plus target annual bonus) was 23.92%, as compared to 24.09% last year and 
17.89% the year prior.   
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During the course of 2013 Charles Aris, Inc. noticed the continuation of a trend in the marketplace:  
consultants are expecting slightly more in total compensation from Corporate America than what they are 
currently making in consulting (although expectations are slightly less than those seen in 2011). 
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Consultant compensation 
expectations when joining  
Corporate America*: 

 Most consulting firms remain effectively “at capacity” and therefore are paying strong salaries and 
bonuses to retain talent. 

 Knowing that they are stepping off the steep compensation curve that consulting provides, 
consultants strive to “get out ahead of the curve” so as not to lose their strong compensation 
position after only one year of service in Corporate America. 

 With so many Corporate America opportunities competing for their services, consultants know that 
they have the luxury of saying “no” to any one opportunity with the expectation that another, higher 
paying opportunity is right around the corner. 

 

The continuation of multiple factors are behind this trend: 

Potential solutions for Corporate America include the following: 

 When recruiting consultants who have formally made the decision to leave consulting, recognize that 
your competition for these individuals is NOT the consulting firms themselves, but is in fact other 
corporations (i.e. “work/life balance” is a benefit that all corporations provide). 

 Lower your expectations for how much consulting experience you can attract given your budget 
constraints. 

 Get creative with offers.  Perhaps augment your offer with a multi-year sign-on bonus or a strong 
equity program to make up the difference in base salary and annual bonus. 

 

10-20% LESS 
than consulting 

in 2009 

Breakeven 
with consulting 

in 2010 

10-20% MORE 
than consulting 

in 2011 

5-10% MORE 
than consulting 

in 2012 

*Source:  Charles Aris, Inc. anecdotal data. 

5-10% MORE 
than consulting 

in 2013 
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366 Total Data Points 

Input Data By 
Consulting Firm 

 Our 2014 Strategy Consulting 
Compensation Study is driven 
by 366 data points from 
consultants across nine firms. 

 

 60.1% of the data points come 
from “The Big Three” firms:  
McKinsey & Company, The 
Boston Consulting Group and 
Bain & Company. 

 

 Of the 366 total data points, 
232 come from post-MBA 
consultants and 134 come from 
pre-MBA/undergraduate 
consultants. 
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Bain & Company 

Booz & Company 

Oliver Wyman 

A.T. Kearney 

L.E.K. Consulting 

The Boston Consulting Group 

Monitor Deloitte 
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Average Total Compensation* for Strategy Consultants by Graduation Year 
-  The number at the top of each column = base salary plus target annual bonus* 

$300,000 

$50,000 

$100,000 

$150,000 

$200,000 

$250,000 

2010 
Undergrad 

$113,883 

2010 
MBA 

$203,034 

2009 
MBA 

$226,317 

2008 
MBA 

$257,092 

2007^ 
MBA 

$267,788 

2006^ 
MBA 

$308,096 

N =  13 86 35 99 44 38 25 12 14  
Std Dev.** =  $7.9k $16.7k $36.3k $18.8k $26.1k $33.2k $38.5k $43.4k $59.9k 
Median** = $83.0k $85.6k $100.0k $180.0k $199.5k $224.0k $248.4k $261.8k $311.3k 
% Change† =  N/A 21.5% 25.9% N/A 11.4% 12.4% 8.1% 2.4% 13.0% 

2011 
Undergrad 

$89,743 
$81,222 

2012 
Undergrad 

$0 

Copyright 2014 Charles Aris, Incorporated. All rights reserved.  Not to be utilized by any third party without the prior consent of Charles Aris, Incorporated. 

 
*Base salary plus target annual bonus only.  Does not include retirement contribution, profit sharing, sign-on, car allowance or other such cash equivalents. 
**Standard Deviation and Median numbers are calculated for base salary plus target annual bonus, i.e. the number at the top of each column 
^Pre-Partner data points only, i.e. we excluded compensation data points from anyone at Partner level or equivalent as it skewed the data significantly. 
†% Change equals the percentage change in total annual compensation (base salary plus target annual bonus only), from 2012 to 2013, for that graduation year. 

2011 
MBA 

$180,467 

$80,064 
Salary 

$19,865 

$94,586 
Salary 

$73,615 
Salary 

$144,610 
Salary 

$35,857 
Bonus 

$154,159 
Salary 

$48,875 
Bonus 

$168,079 
Salary 

$58,238 
Bonus 

$181,200 
Salary 

$75,892 
Bonus 

$190,417 
Salary 

$77,371 
Bonus 

$206,593 
Salary 

$101,503 
Bonus 

$7,607 
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Below you will find a subset of 2013 accepted offers for Charles Aris, Inc. candidates from Tier 1 
Strategy Firms. 

Education 
Consulting 

Firm 
Consulting $$ 

(Base + Bonus%) 
Industry Offer* Offer Title 

Company 
Description 

 B.S. 2011 Big 3 $91k + 0% $110k+75% Associate Private Equity 

 B.S. 2011 Top 9 $75k + 6% $90k+7.5%+$5kS Analyst  Online Media 

 B.S. 2010 Top 9 $74k + 0% $85k+14% Analyst Industrial Products 

 B.S. 2010 Big 3 $90k + 25% $115k+74% Associate Private Equity 

 MBA 2011 Top 9 $145k+17%+$5kE  $145k+20%+$10kS Sr. Manager  Large Media Firm 

 MBA 2011 Big 3 $145k + 27% $150k+20%+$20kS Manager Industrial Products 

 MBA 2011 Big 3 $145k + 27% $150k+20%+$20kS+$15kE Sr. Manager Fortune 500 CPG 

 MBA 2011 Top 9 $145k + 25% $170k+15%+$20kS Manager Healthcare Payer 

 MBA 2010 Top 9 $145k + 25% $145k+15%+$40kS Sr. Manager Fortune 100 CPG 

 MBA 2010 Big 3 $165k + 30% $155k+20%+$20kS+$20kE Sr. Manager Fortune 500 CPG 

 MBA 2010 Big 3 $170k + 40% $160k+25%+$40kS+$25kE Director Fortune 100 CPG 

 MBA 2009 Big 3 $150k + 30% $155k+35%+$25kS Director Industrial Products 

 MBA 2008 Top 9 $210k + 100% $210k+40%+$105kE Vice President Industrial Products 

 MBA 2007 Top 9 $210k + 19% $160k+25%+$15kS+$40kE Director Fortune 100 Retail 

 MBA 2006 Top 9 $222k + 54% $250k+40%+$150kE Vice President Fortune 500 CPG 

  *First two numbers equal base salary plus target annual bonus (%).  S=Sign-On bonus.  E=Annual Equity Grant.  Does not include other cash equivalents. 
EXAMPLE: “$160k+25%+$15kS+$40kE “= Base Salary of $160k, Target Annual Bonus of 25%, Sign-On of $15k, Annual Equity Grant of $40k 

Post 
MBA 

Pre 
MBA 

2013 Sample Industry Offers 
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The matrix below defines the expected competencies for consultants at each level for the 2013 recruiting year   

Years of 
Experience 

Current 
Education 

Consultant Competencies Breakdown by Position 

Current 
Base Salary 
Range† 

1-3 yrs 
Pre-MBA 

2010-2012 
undergraduate 

degree 

$70k - $95k 
Base Salary 

1-2 yrs 
Post-MBA 

3-4 yrs 
Post-MBA 

5-7 yrs 
Post-MBA 

8+ yrs 
Post-MBA 

2012-2013 
MBA 

2010-2011 
MBA 

2007-2009 
MBA 

2006 and 
earlier MBA 

$130 - $150k 
Base Salary 

$150 - $175k 
Base Salary 

$175 - $250k 
Base Salary 

$250k+ 
Base Salary 

25% 

50% 

75% 

100% 

(The competencies, by percentage, that you should expect at each level – see definitions on next slide) 

Project Mgmt. 

Case Cracking 

Analytics/ 
Slide Building 

Analyst Manager 

Influencing/ 
Leading 

Case Cracking 

Project Mgmt. 

Analytics/Slides 

Senior Manager 

Selling/ 
Influencing/ 

Leading 

Case Cracking 

Project Mgmt. 

Partner 

Selling/ 
Influencing/ 

Leading 

Case Cracking 

Project Mgmt. 

Associate 

Analytics/ 
Slide Building 

Project Mgmt. 

Case Cracking 

Influence/Lead 

Analyst Associate Manager 
Senior 

Manager 
Partner 

Title at 
Consulting 

Firm* 

*Note that titles differ significantly by firm.  These are 
meant to serve as generic titles that work across all firms. 
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†”Current” = in consulting.  Outliers always exist.     
Feel free to call us to discuss the most common     
outlier scenarios. 
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Analytics/        
Slide Building 

 Conduct quantitative analyses in a defect-free 
manner.  Possess mastery of Microsoft Excel. 

 Leverage Microsoft PowerPoint to create 
impactful, concise, and defect-free slide loops.  

Selling/ 
Influencing/ 

Leading 

 Generate revenue by selling consulting services. 

 Establish vision, frame key issues and set high 
level strategy.   

 Influence key executives and stakeholders to 
support significant change. 

Project 
Management 

 Understand strategic direction as set by the 
hypothesis driven approach, set milestones, scope 
analysis, assign resources, manage execution and 
report findings. 

 Serve as quality control lead. 

Case Cracking 

 Understand the problem at a more granular level 
and establish a hypothesis driven approach 
through which a solution can be derived. 

 Effectively, solve the problem. 

 Write the storyline. 

Senior 
Level  

Competencies 

Junior 
Level  

Competencies 
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