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Paul Laudicina
Managing Officer and Chairman of the Board
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Paul was elected managing officer of A.T. Kearney and took office in September 2006. Paul is the seventh person to
lead the firm in its 80-year history.

He joined the firm in 1991 and was the founder and chairman of A.T. Kearney’s Global Business Policy Council,
which is among the consulting industry’s longest-standing strategic services for CEOs. He has more than 25 years of
global consulting and management experience in industry, government and research institutions.

Paul is the author of numerous articles and books, including World Out of Balance (McGraw-Hill, 2005), and was
named one of the “Top 25 Most Influential Consultants” by Consulting Magazine in 2005.

Mike Tower, Managing Director, North America
Mike Tower was appointed leader of A.T. Kearney’s North American region
2005. He serves as a member of A.T. Kearney’s executive team.

in September

Mike joined A.T. Kearney in 1987 and became an officer of the firm in 1994, He led the
Midwest group from 1995 to 1996. In 1997, he joined Sears, Roebuck & Co as president of
the home improvement services division and later became VP of strategy for Sears. In 2003,
Mike returned to A.T. Kearney. The firm’s officer group elected Mike as a member of the Officer
Leadership Council in 2005.

Mike is an expert in corporate and business unit strategy, especially for A.T. Kearney's

retail and consumer products industry group.

John Yoshimura, Managing Director, Asia Pacific

John Yoshimura is Managing Director, Asia Pacific and a member of the Global Operating
Committee.

In addition to his current role, John has served as the Chairman of the Officer Leadership
Council, Unit Leader for the MidWest Group in North America, Unit Leader South East
Asia/lndia and Operations Practice Leader Asia.

John joined A.T.Kearney in 1987 and has over 20 years of industry and consulting experience
in operations, strategy, cost reduction and growth.

In particular, John is focused on large-scale change, as well as major transformation programs,
corporate strategy, restructuring, and post merger integration.
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2.1 MRREW - SEIEREIAEH

ASCFE R TR JmAE BBS, KAGKE: 2017 47 H 25 H
HbJik:  http://bbs.yingjiesheng.com/thread-2109131-1-1.html
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[REWEE ] E) -

1. N AMEEXANERAL? SR RIEB AT fi#

2. ZHIMSE AT, SEIRAM T A BERA AR VA8 ?
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1t 57 office %1 .
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AR TR JmA BBS, KAGKIE: 201545 H 12 H
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FRAER TR, B 15 e

1. why consulting/self-introduction

2.market sizing: how many luxury cars are sold a year in BJ? / how many taxis are there in BJ? (iX/™ & &5 45 e K 1))
WA A4 surprise, AN, KK #H good luck ME !

2.7 2014 Summer Intern HZ
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PR AT REFT LA RS TR
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office HITMF R FIE & . Fi 19 ABFIRIC 4T T T cost
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P 150 fE TR BT M & Fhdk . o WARZIZIEE AT IS AE 1. o SRS move on (Al AT B E
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2.8 0320 pre-talk 7k
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i office Tk —B—2, BTN, AT T AR,
Behavior questions =& % & ¢ F 2 mi s > .

minicase s i 1T _FiFEHL X [ air purifiers £ & .

{HRAEFR ) T AR IR i X CF 1 air purifiers ¥k & FigaR4ESE 11 air purifiers $E2 J5We, i
TR AR R T A [ AR SE 2 /b air purifiers.

EE4 A T N
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anyway, B3 SRR SIIE R AR F . B A E RIS KK, I AR — N, ARG
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Hidik:  http://bbs.yingjiesheng.com/thread-1820339-1-1.html

Iz b3
WERWEIIRE, ¥4 9am-10pm 47 Hiik 15min 1) LT
ZHIE WA 5 08 if2 06 1 PTATHZ, W IzTFAT . o o L BCG ) PTA [fiidik tough ., . .

. .

L1D'E

THBAH, HR BEE W P b
S5 SR mini case

ik A4 5 advertising industry

AN ELAR B 45 7772

Z WA A mini case, HAEIETHSE AR

2.10 11.03.12 ATK Pretalk m£

BTk R—ANHAEE., FARIIZEAE, FrPREETR. PR, —FPh 3

HIERIAERNN, LR EANZE master, R AE. REHERNA, W 7RE—AL] BA4E
R A, HE case T, HIAE ZERBH P SCWZ . KT aHLSAZ BN IE &2 R T 0§ case,
AHE . B IRAE AR B, AT ORRE 3 N AEIE, 3845 T case 1) feedback (positive). BLAER 1.

RIS, TR R nice!

3
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2.11 HiFE Pretalk

NIMI3EAT 58 B 1 pretalk, |- office 373 K.

4y, — bRl case, market size, [v] premiere beer {11137

Ml e 1 v A demand R LLA supply i, 4% M demand i/, ok A~? approve T X Jg#4k4E
RSN B LHoEL, &1 segment 45> comsume assumption, IR NN

XU EEA R, 1 idea 5?2

T v DA% area 43, I /N T ANEL/N AT, &St 7 B2l 1] premiere beer ML A —FE, TH Tk
JIAHEAS— ]

X 77 1) A T 2

Fvt o] DA T3, S NN S A — ]

A ?
TR SIAG T, P P R AN BBy (R AN — AT
A ?

k%7 end customer it & retailer,wholesaler AL bar f14 KWL, ix it 7 — 8 S22 /b7 n] DL S 0]
U7, case 45, ARMTERMELRI B AR 2

blablabla...

pretalk mi&fiR ...

P 515 case W& ) AR 2 s 7 B ..

2.12 2012 £ AT B/RBIERRYLE]

—/NZ /NI RETYCE] manager HHETE, THERAR A 1. AR EGS manager SEE AT HTE, HIERIESR
PR b B, Wr B AME R AT IXA R BRGNS, anyway, WA AEBIREERHREEIX A,
x5 i presentation B KR A R E1d, FELRENTIE partner [1n) 8, KONERES 17—, Fr
PARTRRIE R 1 — & B0 0. A AMBAHEBR BT T R ISR 22, s | R MR E ok e 0

Fes2 A R U I 2 WO HE R & A S A BIRE— P B R, — B TR =50 R AT

213 &H HE, BARBREBHREKRT
TN, FRAZAETR, AN . BT DO B TR
HREAME R ZEAL, (HE case BB A—F

%—> case PFHIZE—> ocean container A#], MAIH CEO & FELRIR T, A EIEIBKZ Briks)—Lit
AR LR AAT L

A ULAE I H BT 2 5 FTE ATV SR 2047, custmer/product/competition/company, SR )5 B AT,
X AT #ARN % explosive growth., ki AS w56 E new industries, FT LE G T — FERATA 7K

S Ji A2 SR BRI http://maww.yingjiesheng.com 013 i 3 30 ;|



http://yingjiesheng.com/
http://www.yingjiesheng.com/

e A SR ER R AL AL N f A SR BRI YingJieSheng.COM

capabilities/expertise, & & I ELEE K AR AN A1 customization, ABWMRLLAT L 7 ZIX LLlg 2 Bl
brainstorm —F, aviation/military/construction/aircraft carrier j¢iF 22 m K 1 #847

% A~ case, profitability, #8 5 15—~ meat processor FiE T, N EFF, R4 JRKERE? Ak
TR TR HL1Y) case, fH A2 &AW E I, THUE A K challenge 3%, ask why / what else, —@& ik
A IR R HE R, 1 HSER™N, Brili)s case #BBA MMt K.

HIZE A case Haeibf 1, REERNIZE 2 M2tk . AT E 2. 3 Biaifie s,
SRIGIBHIE, NEEARE, 3] final round T . /&4 final round, 5% be more creative, forget about
framework.......

2.14 HEENARRSZ
A REM T, SFRE ATK SFEL M HEE — AN T .LBEES S AT,

AL &8, SeF 30 08 paper case, JEES (EE—ikE4t M, AREF PPT) , 4R
Ja 25 WA partner fi presentation. &4 £ case & —~#L8¥) profitability improvement 1@, 5¢T
— MR A R ARG, A RES R, ISR, HAE B RIRE IR N, XA A E H A
A AERR L, DA el B i i . FRAZSEH — N 2x2 BIAEFE 3 HT T customer (43 B/N4ERE, price sensitive
A1 quality sensitive) fil competitor, #& J5 % 2 wlEAT & A7 CHF SE BRI AR R SR 2., , 2R 5 A revenue
A1 cost >k #ir BAKR [ profit.

R AR, (H2% partner challenge 75 Lb1S . AN E fULAE Revenue |, Jeiii%r Xt quality
sensitive (1%, EAHIMEIRENA turnover X, T2t partner challenge...ififié 5 turnover £ f%
IR S5 o LR s Rt P crew BRI, SRS partner UL IXFEHE IELAS 11 blahblah. 225
BB —NHE, @l 7, T m price sensitive &5, HE INAXFESATFA
N RS E AL ARG B B %A quality sensitive [ customer JEJT T #EUITHE GTF...)

RAEFRZFE T . o « HFHE. « « BFT. . . ERAKSH

2.15 R/RE—HEEZ

— [HIWR, 5t A2 i case T, 2 — M E L TH 3 , case & kT A F hifiE & T 113711 market entry analysis,
XA A AR T, Frbh TRREAR D, A il E NRLF, HEAF R 0BE, e 7 —4 4C
ff] Framework, #RJ5—i—m0Hr, 53X market entry 1) advantages Al disadvantages, #X
Ja ¢ i recommendation.

% A case & A1— principal TH 1, AXTkE tough — &, iXA4> principal +& % f# avaition industry 1],
FirLA case =gt 2& Ml aviation AHICHT 7. B Ste —A> market sizing, RIS ALEESE ZHIAMIE, K
WMeh 2/ bRinE, RGN AREK strategy, /&M competitors #l clients NF, SRJE0HT
Revenue and Cost 15 i} profitability. Competitor 1)1 %25, O&D market 1 Transfer market, L&
subsititude, it/ E 8, clients H[FHE. Cost i EAT 4 UL, Hi/& variable cost i fixed cost
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J7TH, Revenue [ifit 4335, airplane operation related revenue #1 non-airplane operation related
revenue, HpUEEF, L RBUEW, EITW, YRS, &E4H strategy.

AN B # ) 7 — 2% behavioral question, mtA——#5AR T, L8 B

2.16 2012.11.4 Jt3 pretalk MIREE

lz 250K T o o s
SR, WAHEE, — B, SERE, —ZWERBEAAN, EEAX

kSR BN, LA i challeng 15, WA 223] A4 . FHSCERCE RIOMR™,
HUHLREI T, ER ATt B

T 3EA consulting s 22481, Z RBIAZRAE R I mALAe, Al i A4 %k consulting. 2 J5 X
] ¥ three reasons why they should hire me

SR G A& market size ) case. Wi A SR ERBEATI, BT UABA T LERAS H — AN T CBD X
[T 2 BE 2 B 1) revenue

IE

Lo o o

|z BKH), B/ BRI, o o o EMITERIRRZ RS E] RU

J
S|

SRR, TR ST, A —E R IUERE—SLIL D R EREARSE, HEREEARH
L] 7 . — /2 case interview L 75 B HE 2%, I IS 6 9 BEAR M 47, 22 /D FRAZIXAFE o o il @assumption
(R i — 2 B &, R 2 R /9 BB AT LU assumption HIHL TS, ABAIT#ESSs i why, 4% R U0 H
assumption % J5 S 411 assumption. SR case interview ST FR 4 Al Y T revenue
A

WSS RN, SRR, K, AEGR—HLEK.
2.17 ATK By PTA @%

ARAAEFTE M P REEL 7 ATK, G5 — R T KA RIE T CHN BRI g IEERE, BD ~
Jose HR WHGHATREY, 1) 7 — FEE, 3B A8 AT % 45 manager.

it 7<% manager fToRHLIE [, e RFEIEHRNA, REIHIRERE —NEH AR LI WHEN, REHR—1
11 7 R AR R At 7 — /N, SR R R OC T 5 A TR AR il AR Bk, AR XM IR A R IT RGnT
PLr NI LEB 7o o o

it 7 —4%, manager FTRHIEULR T — AN BERIBIFRHIAE, A desk research.

JARBERTEE A, AR, 25 manger PF T DIORERR T, S5 RIXA21R nice 1 manager 28 — K X AT R G I,
BAR—A/INE task, RI— N EREEAFE, WHERKTIHREENEEE.

FERMEI A 7, SRR o o AREGHEAmA B~

3
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2.18 EHEZ#H RP, ATK 88=% failed — £ Z W4T LN /INRE

HANMLL HATfE AN ATK UL FEFAISHIE, i, RENARRAE. R EECEmEE =457,
KU F| Director 3£ A5 13E(E, 1RRAI, ASid whatever ME, AT FEM 9 AJEE) FE, FEAWE 4%
RN AR R, R r] A A.. EL an IRt 58 45V A pre-talk XK A 4.,

1st round: FX (1) st round & FLTHI, ASZRME, KME30 8 E 4. HHE & consultant, /& HR X fUdk ELE 4, A
SRR . HEAR 20 /3B ER RIS, 10 AL, —HIEMEN A THCCE s, UARMHIER . AR5
] (P42 A4 consulting 2 2511, 2 JE ARt A& 7 FRAR G I H 256552 7 (2 A e A A2 HR, 2 JE il i
Hi%, A consultant BF5F) . KNI RiTiGE Sales and operations planning £ consultant 35 H ... % 5 5l ie] 1 %
XA AR, R0, BARE T A4, R, &5 2 JEIEA S mini case, XSS T A LRk 58 4 AN B AT
2, LR RTRIEM), BHRT. 9 ANFEHET.

2nd round: 2nd round still HTf, RTCiE, 5— consultant,5i{bL senior s Z AT email confirm T B [a], K AMhTE
Jent, BT, iEIRE JLANKT A options. S AT, KR 50-60 g, XA BIRANHW RS T, A
A2 B AR ATE 2R T, W2 19 —LE procurement, supply chain management (40 0T, FRAEIA4, [ HIEEZ
1), XANHIEFTARRK . Ba A —A0 case, N & 1RAME, T H 2 how many personal computers in shanghai?{##x
() market size @ H B, THAARTEAGRNE, ZEAFES KM MO EESEEET A RIESFXFEE
REMREE MBS L T, R 1R CRUEMTHE SO, BB — 2R E %, (B2 B4 2% iy
7. B O R ESE LB, FEFE AR e R, R E R .

3rd round: X par Bif e —45, & tough FI—%¢. LEPYRE L 10 S7E ATK A=, BT )5, HR &7
RE)—ANEE, BEHAE—GHN. HR—S0R, FidEZ& 35 9Kk, &I, M2 — sourcing strategy
i) case, BRI T, HIZEIFREA A steel forms 1), ASART acquire T A Ab—"NAH], WELEX 7 7
HEIH2IT Nz, BEZE improve profit. —3% 35 T SCHERE, — AR —FE, JFRE. ZSFAERE, HNH
AFE R, P, BER strategy, TIgE N, A AER T, RIEIREHKRE, HAIRE, Pz
case, L) Hrath ek, ©f & NMEK gdp < BEHIEIEF 2. ZRE 1 /DR NEF TR, =5k ppt,—k
IHIARA 4, — K2 market F1 segments, — 7K @& B4, RIEEBMSUERER . —/ NG R ppt 2/
W= presentation 10 20 8h, A HANEIREILENR . 2 G ATE AR 22 1)

XA case fise)a, EIEIE KNG B FRAE—A excel Zik. ZATFEMTFHNHE..—I 7 4 task, 51> task
THH 4-5 NEEE.EE N, XEE RS Z D 28 NMEER, HAiE R — email (945, & base 7£
H O ORI B B AR TR B A2

excel 58 1 B2 i E 1 1 ...face to face interview, 1 SC i, IERTLL, 15min, A2 AR R FE K. Z BT case Al excel
S atk final EFE. L, ARG ERIXD, EEAET, FEASIMKREERKEF1— 8550

— R/NBAE+BE TR

LANESVNG, HEREEYIR, I EASREA %)\ X EE R, WS S T B LA atk (1 TRk 55 1
face to face F155 — 4 5o 40 op e B B R T AN N A K TT RE FR X RE .

2.excel 723 I, BUF 2o ...

3. B atk RASARANZR, /NG IRAT T R A Ak 26 R B S E Y case interview J& AN & BHEAA N 5 43 L
IR ORI , FRIBK 23 HBe i O s RS A AR fite SR 5 M T B 52 A .. /N B AT ] 5
AP AR A LT,

2
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UK B AT B ATKY L

2.19 A= PTA MIB offer B—TMHEZE

JA = R4 PTA. o « S RILE] offer. o o o 2 AT E CORIEWEREE T, $iBpEAER AN S H K. . .
BRI S 7o o o
JA—TF4 5 mAAERIMEE. o« o o RAZTTEmR. o o EEFAZETER, BRES, Sy T
It AR ) o £ i e 21 7 =~
B2 =R o o HERTE] T IRERGEA 0 35 8, HO—a A2 A4, o o KETTEZET 5408, A
NSRRI TR — A E.
TR T 2 AW%E? GIBM. o o BEZBSIEAIRAE . o FORBUE B Y pretalk, Z ATTERIER E—H7E
WF BBC, JECRIEAFE YIS, o .
ZFETSE Self-introduction. « o RE4. o o BLAEJLAEE, Why ATK. . What skill you have. . . ZRJ54%k
JENE 2 AN A ) cold-call P SEAL. o o XEMXTMIRMEIZLE R T 1AM A, o 2 F R 2 case study. - o -
7% market size FIIH . o o AMhEAHE T — L,*ﬁ%ﬁmﬁﬁ%mm KA, G A 2R satisfy. o
%%TTHM%*&%E%%ﬁOO%Flmgﬁﬁﬂoo&%&mE%@%%T?,@m%tﬁ@ﬁ*%ﬁﬁ
HeE. o o PERA TR IR, o o BAEMRMUAARE catch my point. o o IERAMEKRT —T. « « A
Tf%ﬁ&ﬂ&&%ﬁmeO%E@%T@%ﬁ%ﬂﬁﬁmoo%iﬁﬁ4ﬁﬁﬁﬁ%®moO%EZMO
BALRM A S, o o BRI T N8 o il T. o o REHEENER. o o TR, .
S o o RBTTEMEEE 1 AN/ NEFEAE]
%FZ%% %F@ZﬁTﬁ%ﬁﬁEﬁT%ﬁ

MR R
ﬁ% ?Mﬁ%ﬁomﬂﬂkaﬁﬁﬁmﬁk%ﬁgﬁgmw

2.20 M/RESEI|EIR, ITEMHT~

B EW, BARATR AR, WARK, AFEE. —BEAESRP A NECERER, AL
LB, HEAPSRWA K, K, AR S IR R .

29 S A RPN Z AW E_EHE IS IR W) — K, FEE D 28 5 4 ATK TR (3817 HL 6 1 3 7 oK o
— IR R, BR 55 LR i MM AR, A7 R BE B, DB, T
KT . W Sherry, IRV, Wi, Bk, WK%, RE B IERMEREERAF T .

2 Ll W i — IR 2 7 AT AR, ARSI, RERE IR g B, ORI
A AL R, BUR RS K, S EES. R T 10 PR T, A TR
Rl Ly, ERERAE I TAF A 2 R e AR N
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ELTRZ I [a] 20 3 70, B R NS B R K EREIRE . — N RIFIHEER S+
R UG IR Qe B AR 1, EARSE, RO R AT L. SR TP RTE A AR A KA AR
TR, WAt BCG it —4F intern. SROMEGE W Lo AE N AR T 2 TP 2 A BIROE AT, iRdes
H O DUEDS T IR AR T RS AR KPR RN, RAZMRR AT M. BRI — AL mE
M54, TR ZREREN, HATESFERO, AR FEES— 0> —a e, RsE
FIF ST o MR EER B BRI LRI, A RSB E R F S, RIS B AR
PG FIE R,

E A EH A T R, AR, BE A E R AR A IR, BSOS Kk B LA
ST 53 b AR RN 1o SR L ger it il hE e, A BAEREE T A
Bilalo N B— A NAFE R G VD R, Sl 1 — MR ATK U AR, WS TiF, IR
SR S OOFALE N o B /R A 7 2 TR 2 28 Rt e SR Jm W . A A
VLRSI ) A A S R B S 5 PR T o XN R B GEAN B 5K 1, (Bl i
A YO R IR &, LEAE LR AT EIN 8 7 LUGR T L5 5 HR 4R4L4T HL 3 28 53BNk
RO AR A7 T oL o

AR T 56t g R 3 53 A0 s T EAT BRI, FRt Sk TR, RERRT e HE, B
LR, CHEAR. RIRMFE, HAKGIIERN, HREFHRKT. FCm, wibgzERkE
BAH ARG Raeg s, WARAEKAETR. REEIRE R RA 2 ARE, A
i T b RGOSR, MR G L AT office, TTLAZKSEAEASIAMR. EHENG L. ARJE
7 S PR 7 D3 I 8, B T — R IR AE AR LA S I &7, B X S A ML AN L o] DL A
SRIGIRE BN T I AT 2GR P38 ATK 1952 3], 1A Hophlr A 7 %% . FAR SLAE IS AR SB Huijt
EHARM W T, AEAKEERRK L, &K BB — T EE s s BEEEZ—MEUT
¥ case 1, HEEAEHRA IIATAT mock BTG HL MK F T

B E RN, A FEE A REATATAT 7] B B case. T AHUH 1 TE B P BILA 505 ot 8 7 o
B, BAMRUEAZ I BRI ATTE, WRAEMNER -X8/T, REREL, mERTUMZY
HIZREE . W, XA, HABERBBIRANR 7. 7 HEE LSRR R T AL, #g 7 R8T
P R0 TE JERDRE A LR R M AR B3 T LE IS, QA4 % B AN EANTE 2 1 1R B CREE e e
TR TS, Al HORIEM RIS 2 ke, R 7 —T&F R JamELE, 25
fif 2 e e SRR A T ORISR LB . B8 7 — N A, RBUERBRNE A LLAE] 400, BiA
FIAT, AhTEULE AT e 1 HARAR 2 SCPR R, AR A SO A R R R D TR E
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BB RS, HIH U E QIR 2 H B2, T AR E 2 K01 SOE A TIRIEN, 48
PIAE RIFAEEL, S B A R U, PO IERF 1A DU d T AR, JEORAEAE, XS R
MR AR GRS TS, —FBa T ANER, X AR T RANETRE > case. M5 IRV
AR, AR RN, IFRRITT] . U L, ORI B DRI A
KT case RILHJEIWLM, L 17— ARG Bl o

BNORMBIENNA, U AR B, WBOCEEE, — 28 AFRHE, ERERE,
A LTV IRV ARNC — I a AR . TRIEEM S AEHE 7. LKA, EEHEA.

HORIERT#E, BECICRRT HE, Xt yy FIRAEXRI TN, BHEA ERL. TFaEk
W HORARENAZE, WRAILERE, R AZECZENA@. A K. EXFRAmHN
i, EERFEE. BARBRESASEEM, PR AaE, REBREEY 1. B2,
REIL PR Sl T Sk — N DLAT R AR I 22 vh oA BRI RV, B RS0, RTRERLYS 1.

R

FE_FHEHE RIBC BRI, DRI R g 2, BARRIZ.

2.21 MREAFRERIXE

BARE 1. At AEFEE R AT ? A FERATA ] ?

SRS BLZRE A MY H AR A ML T RIR 25 &, 25 B/ BB RO . AR AT LR RS “ESER T
NG EAPRENE . & TAERERAAFAT W, FERRE (I AR K 7~ TAE, ek B il . Hik,
WK H bRy — 2 IR F BN AN, A REE TIE 3-5 /5 B MBA. MAHSCIRIE T3], 45t
NA PRI TAEZE, RE S HIER MBA, FUILER S N AFIMS 5-7 4, )5 FREFAEE LB EIZ.
wJa, ERZHERAFT, FEHSN T A fEY S, W T AT RSN E, A% SR TA R Rl
AT AR N R H RIS

RME: S RARZHAFRREENMTL—, FIRZRINEFELADR D RoRER ML FEA R, KA
AR SS . WARNESHAR A F], XA EIE A, BT IERR TRl N RsimErEmka
FIRYL, O SR R T RAVISERRI,  RMEZ RS RXT E WA T, ASEk. A elBrERE.
B TR R —, SR EEERARGEH, CEO ZU RN A NFTATIE . X 77 # 2 ALV 5 (R AS
I, WIERLAA L B MERA R DA R R . B, AR REH#ARATRRES. FoTt2. g
AL PR AFAE o T Hs 0 T X £ 3K B R B R T ¥ AR iy, 25 5 Al ol s R A B — 3 A A
ERCIIER, BEWEEIEY, RGBT .

AR 2: ARVCHIRNIA F IR IEFR S ? BT AKIER . 7RI AEE?

JE AT R TR R RS 1 B KR R SR I A B2 S R ), 3Tt 5 1 A oL, A AR SR 45 AT
BYERELIVERR, DULESRIRE MPURRE ). AN B E SR DA R, B8 BRIk, Wk
WA R FHENEETATA RS ER, “HAEAFIRIT THEAMER, ARG EIATA 7B TR RS,
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WREE: [ BREERI S, ARENOIE NI I . 5, AR A TME, 5 B O A AT R
AfEL, POVERIEHS GIFAER, EER RN B R RARE . R, T E SE2 Rk
TAEP BRI — DML R T, SRR E C IR FIRS, Xl R TPk A 45 T O OIS, ORI —
AP BENRIA RUTE AV o

#1732 17 3.Describe your greatest achievement in the past 4-5 years?

AR A 4. What are your short-term and long-term career objectives? What do you think is the most ideal job for you?
AR H] 5. Why do you want to join A.T kearney? What do you think you can contribute to A. T kearney?

g AIER 5] 6.Why are you applying for a position at Arthur Anderson?

BLFYHRE] 7. What are your expectations of our firm?

BLFYHR ] 8. Describe your hobbies and interests?

2.22 BRREE

H A E B, ATKearney AHX K BA BRI —2K, BT JLRM 47 sourcing T H PTA, Kk 7 r#iid %,
BAEBURYURA T [H . MIEANER, R mE RSN E—T.

AZULTE B A R BLH, AW A A JGE S IS TR — T, H2E PTA M — R et 2ok, ATK
1 PTA HRIEE

AR, BEORBURRSE T /N, i, ARAFEAIRAEH, R — L, Excel PPT [16E
cold call #3831 () — L& o] @A fa] AbBE, — & R N B FE MR R 25 3K, B TR) eSS B R A e T — 1 W SR 22 HF face to face
interview, LU#E prefer FIRFIA] . SRR GE LEEE tough, A7 AU 7 THR AR

JANEEIRIEE, FRE R, ILFEKRE 42 8, AR T8 2 HAE T B I ] Al i 2
JREE, FREZIRE] T 10 48P 8 TR EZE AR

—BE LA B AN, SR — G H, AR, & excel UFEITEE, WA 50 204, A5
H 2T . Excel I SEHE 54> task, FE B —Spi%L, DL sort, filter ThAE, A2IRME, (HE A ZEIUE,
B E A task I ERAREE — 4 email 1EHRk— MR B 4518

FIEEFEA S, B8 R R — e iais, FHER B R, X T B RN A 5
RPN/ case, BR& A Hh ok E TR E LK slides, WANKE, EAEEIX AN OB E T .

WU Bk, Uaeh b, KBS ANKE R EFHRARR, ZIRITHIGSE— KA 7, a3
(s s T X RBETS RN BRATE S I BE RN T . mock 582 5 23408 2 3 Bhisk 1] 4 o ARSI 4T i i A
B BEMTRE L, VIS G E. AT 4 % e I FE AR LT B R R LA R

=N LR A T, BN, S A D — e R 2 g, B kearney AN Ath firms ) — 22X H1,
FEA XS FF pta B XA, HARN A Z 0 T .

2.23 B/REAEREZH

ATK (IS E LELE R AR — 28 EpR PR IXEEAN BT W o 7] AR 1 T8 (AN RKIERIEE R E Z ATk
RZIET) o ATK FIETFABEZESE MCK |1 final ZJa 4 701, RIAE I K1~Pretalk A 4EIb 520 Pretalk FIAAZ,
PIRGEAHEL 50 4>, PR H R AHBIR D

Pretalk KMt 30 7084, [RIIS WL AN o i SE AT P, B 34125 it I BT A BEA O AR S 52 3]
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FBCE W ? REAF S RNAZ AT AR, AR )EH i — SR I EANER 0 Ok U, WIRAREIR — il AUl 2 1)
AR GEAFAEARNIA VLI LE S B R, ARAREEART A 555 ? J— N Tt 528 1 - MU HE IR . BT

B TRARE R HA— ==, EWIRIEEMUE case M. Case Hi#fef 1 i 3C: TATHIR & —MER KRR
AR, KRB AR H IR S, MTTRERIE R AT A o XA ITHER R IR value chain 28754, (A
FIREF AR A I AT A, — Bk, SRR & VR DR DL AE IS AT AN s DL AT RE R R A4
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Case setup (facts offered by interviewer):
q Your client is a manufacturer of bicycles

2

S Ji A2 SR BRI http://maww.yingjiesheng.com 022 U1 30 |

\|



http://yingjiesheng.com/
http://www.yingjiesheng.com/
http://bbs.yingjiesheng.com/thread-2109133-1-1.html

A SR IR AL N fa A SR BRI YingJieSheng.COM

g They have been in business for 25 years

g They manufacturer and sell three categories of bicycles:

@ Racing bikes: High end, high performance bikes for sophisticated cyclists

@ Mainstream bikes: Durable, but not overly complicated bikes for everyday riders
@ Children’s bikes: Smaller, simpler versions of their mainstream bikes for children
g Profits at your client have decreased over the past five years

Question:
g What is driving the decline in overall profits?
g What recommendations might correct the situation?

(A EX R e 4 AR AR SR DA BATRR A . — R TR — ), B2 S 27 ANE T .
SRAR 2 0 et i WA AR 7 T IR 5 AR MBA IR )

Suggested solutions:

The first question is to determine what has caused overall profits to decrease. To accomplish this the candidate must first
understand what has transpired in each of the three product categories over the past five years during which profitability
has slipped. The following are questions and answers that would be provided in an interview scenario.

GG AT 5 ELARAE I SR S s A R AR A X BTN T cost-profit and 4P framework $2BE— &, LR iA]
PR ARE AR, oREIZE R AR B E AR, S RS R 7 B A Rl B At B T B ). 249K, TR
FHELEN, — At RS ERST)

g What are the client’s margins for a bicycle in each of the three segments?

Racing: Cost = $600/unit, Profit=$300/unit 33%

Mainstream: Cost = $250/unit, Profit = $75/unit 23%

Children’s: Cost = $ 200/unit, Profit = $50/unit 20%

g What has happened to the market size of each of the three segments over the past five years?
Racing: Has remained constant at its present size of $300MM

Mainstream: Has increased at 2% growth rate per year to its present size of $1.0B

Children’s: Has increased at 3% growth rate per year to its present size of $400MM

q What has happened to our client’s market share in each of these segments?
Racing: Market share has decreased from 60% to 30%

Mainstream: Market share has increased from 0% to 5%

Children’s: Market share has increased from 0% to 3%

q Who are the client’s major competitors in each market segment? What has happened to their market share in each
segment over the past five years?

Racing: There is one main competitor and a host of small firms. Your main competitor has increased market share from
30% to 50%

Mainstream: There exist many, large competitors, none of which holds more than 10% of the market

Children’s: As in the mainstream segment, there are many competitors, none with more than 10% of the market
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The above information provides enough information to put together a picture of why profits have decreased over the past
five years : Your client, with a commanding position in a flat market segment (racing), expanded into new segments
(mainstream and children’s). As this occurred, market share decreased dramatically in the most lucrative segment (racing),
creating an unfavorable mix.

The extent to which profits have decreased can be deduced from some quick math : profits have slipped from $60MM five
years ago (=60% x $300MM x 33% racing margin) to $44MM today ( = (30% x $300MM x 33% racing margin) + (5% X
$1B x 23% mainstream margin) + (3% x $400MM x 20% children’s margin)).

The dramatic decrease in market share in the racing segment is at this point still unexplained. Questions that would help
formulate an explanation include:

q Have there been any major changes in product quality in your client’s racing product? Or in its main competitor’s racing
product?
No

q Have there been any major price changes in your client’s racing product? Or in its main competitor’s racing product?
No

q Have there been any major changes in distribution outlets for your client’s racing product? Or for its main competitor’s
racing product?

Yes. Previously your client and its main competitor in the racing segment sold exclusively through small, specialty dealers.
This remains unchanged for the competition. Your client, however, began to sell its racing bikes through mass distributors
and discount stores (the distribution outlets for mainstream and children’s bikes) as it entered the mainstream and

children’s segment.

g How do the mass distributors and discount stores price the racing bikes relative to the specialty stores?
Prices at these stores tend to be 15 to 20% less.

q What percent of your client’s racing sales occur in mass distributors and discount stores?
Effectively none. This attempt to sell through these distributors has failed

q How has the decision to sell through mass distributor’s and discount stores affected the image of the client’s racing
product?
No studies have been done.

q How has the decision to sell through mass distributor’s and discount stores affected your client’s relationship with the
specialty outlets?

Again, no formal analysis has been performed.

Although some analysis and/or survey should be performed to answer more conclusively the last two questions, a possible
story can be put together. There has been no appreciable change in either quality or price (or any other tangible factor) of
your client’ s racing product relative to its competition. It is not the product that is the problem, but rather its image. As
your client came out with lower end, mainstream and children’s products and began to push their racing segment through
mass distributors and discount outlets, their reputation was compromised. Additionally, the presence of the racing
products in the discount outlets has put your historic racing distributor (the specialty shops) in a precarious position. The
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specialty shops must now lower price to compete, thereby cutting their own profits. Instead, they are likely to push the
competition’s product. Remember, your client has no direct salesforce at the retail outlets. The specialty shops essentially
serve as your client’s sales force.

PAENEE — i, NEREANFIEARESE: )

The above analysis offers an explanation of what has affected the top side of the profitability problem. Still to be
examined is the cost, or bottom side, of the profitability issue. Questions to uncover cost issues would include:

g How does the client account for its costs?

The client has a single manufacturing and assembly plant. They have separate lines in this facility to produce racing,
mainstream and children’s products. They divide their costs into the following categories: labor, material and overhead.
Overall costs have been increasing at a fairly hefty rate of 10% per year.

g What is the current breakdown of costs along these categories for each product segment?
Racing: Labor = 30%, Material = 40%, Overhead = 30%

Mainstream: Labor = 25%, Material = 40%, Overhead = 35%

Children’s: Labor = 25%, Material = 40%, Overhead = 35%

g How has this mix of expenses changed over the past five years?
In all segments, labor is an increasing percentage of the costs.

g Does the basic approach to manufacturing (i.e. the mix of labor and technology) reflect that of its competition?

Your client tells you that there is a continuing movement to automate and utilize technology to improve efficiency
throughout the industry, but it is his/her opinion that their approach, maintaining the “human touch”, is what differentiates
them from the competition. (Unfortunately, he’s right!!)

g Is the workforce unionized?
Yes

g What is the average age of the workforce?
52 and climbing. There is very little turnover in the workforce.

g What is the present throughput rating? How has it changed over the past five years?
Presently the plant is producing at about 80% of capacity. This has been decreasing steadily over the last several years.

g What is the typical reason for equipment shutdown?
Emergency repair

q Describe the preventive maintenance program in effect at the client’s facility?
Preventive maintenance is performed informally based on the knowledge of senior technicians.

g How often has equipment been replaced? Is this consistent with the original equipment manufacturer’s
recommendations?
The client feels that most OEM recommendations are very conservative. They have followed a philosophy of maximizing
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the life of their equipment and have generally doubled OEM recommendations.

The above information is sufficient to add some understanding to the cost side of the equation. Your client has an aging
workforce and plant that is behind the times in terms of technology and innovation. This has contributed to excessive
breakdowns, decreased throughput, increased labor rates (wages increase with seniority) and greater labor hours (overtime
to fix broken machines).

In proposing recommendations to improve the client’s situation, there is no single correct approach. There are a number of
approaches that might be explored and recommended. The following are some possibilities:

q Abandon the mainstream and children’s segment to recover leadership in the racing segment
Issues to consider in this approach:

@ How much of the racing segment is “recoverable”?

@ What are the expected growth rates of each segment?

@ How badly damaged is the relationship with the specialty outlets?

@ Are there alternative outlets to the specialty shops such as internet sales?

@ How will this move affect overall utilization of the operating facilities?

g Maintain the mainstream and children’s segment, but sell under a different name

Issues to consider in this approach:

@ Is there demand among the mass and discount distributors for bicycles under their name?
@ What additional advertising and promotions costs might be incurred?

@ What are the expected growth rates of each segment?

@ What is driving the buying habits of the mainstream and children’s market?

g Reduce costs through automation and innovation

Issues to be considered:

@ What technological improvements are to be made?

@ What are the required investments?

@ What are the expected returns on those investments?

@ How will these investments affect throughput?

@ To which lines are these investments appropriate?

@ Are the mainstream and children’s segments potentially “over-engineered”?

@ What impact will this have on the required workforce levels?

@ If layoffs are required to achieve the benefits, what impact will this have on labor relations?

g Reduce costs through establishing a formal preventive maintenance program
Issues to be considered:

@ What organizational changes will be required?

@ What analysis will be performed to determine the appropriate amount of PM?
@ What training is required of the workforce?

@ What technical or system changes are required?

@ How will the unionized workforce respond?
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Key takeaways:

This case can prove to be lengthy and very involved. It is not expected that a candidate would cover all of the above topics,
but rather work through selected topics in a logical fashion. It is important that the candidate pursue a solution that
considers both revenue and cost issues to impact profit. Additionally, a conadidate’s ability to work comfortably with the
quantitative side of this case is important. The above recommendations for improving profitability are just a few among
many. The candidate may come with their own ideas.
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