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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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R E i T
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2.6 2015 pretalk~BJ~ s B8

AR KT R A BBS, KAl A]: 2015451 H 21 H
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office MM L B &E Ao BR T IH R AREIRIL 24 7 F cost
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PR 750 fE TR M & k. o UARIEIEIEIE AT BN SE T . o SRS M move on [l AT S E
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F8 KT — AR IV 46 8 o s i AR N R [ T 371 BT T AT VRN strategies /N RS, KRR T S AR
MRS flip chart T Je A SRl Hot T R S5 M EaRE e HER T S he Ar & R HE
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MUEEAT R finalists A HXLRATA L, i ATK S
2.9 0320 pre-talk 7%

AR TR JmA: BBS, KAMKE: 2014 4F 3 H 20 H
Hidik:  http:/bbs.yingjiesheng.com/thread-1844406-1-1.html
MRS R, Thi— T N %

I 18] EE3RAN T2 BT IR 1 5 73

¥ office Tk, —F—%, BWERN, L RITTAHEE.
Behavior questions =& & ¢ F 2 m s > .

minicase A& i1+ _LikEHL X 1] air purifiers £ & .

{HRAEIR ] T Ah R e A REAS g Hb[X O 11 air purifiers & it 2 FisfH4ESE U air purifiers $0E 2 F0E, i
FEARAE ] e i, 1 4 B R AE S £ /D air purifiers.

) AR AR T

A BARATRT AFAATAR AL BT, JCHGZ LT i3, BUAFI 5 A, TRt bk A mtis 2 Bif,
(EATRCERG o

Pk 7R Bt v BEATIE R o AN NIRRT e SN2 IS BE g A AT Al 55 . S I A Al 75 22

numbers.
T BRI structure YIS R Z T, TREMETHMEERE.

FEVL R RSN SR BERRE L — A HMEAR N, i EASWE? MR TS —EL D2 L, Az HERM M
BT AR RS R A R EIEM R R R, HE SEUR G S, KR T A R K
AT REAFABEE, SE AT, e, R mdbste 100 G, MBEEEAR.

TR VAN A [ IR T 04, Len g IR R — 2. IXANBHMEIROE TANME R . RIS T R 7 IR TS A
FRE XA TSR R RS, AR 23 N 23T 23million (K, AR B A SRR AR ? X
ARG IR B R BNE T2 R RAKT o FTUVREEANE 1 U, R EE B AR AR, AN, TSR
LUFRIEACT B TS, WA HARMP R, HERE,

iR, IXAEMIDLUEAIE, IFaATRR, st BIEBORTE KN EERT T .
anyway, 13— IXSRESR SRR RA BN, AR T EPRKEK, RTINS —Rml, ALtk

AR R B R 7 2 number 25, B H S RAKAEEXT structure (OFEEE,  HLANZ 5 X
DRRVT IR BIRPE S TR, AIERAREEA TN, A BRI, . o . .
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i 5 AR, A~ e~

2.10 2014 Q1 PTA HEEZ

ARJE TR BBS, KAGKE]: 201441 H 7 H
Hbidik:  http:/bbs.yingjiesheng.com/thread-1820339-1-1.html

Iz b3
WE R USRI, 154K 9am-10pm <47 Hi il 15min /) HL T
Z BB WA 55 08 i6 2 06 () PTATHIZ, AR IZWNAT . o . Lt BCG i PTA [Eiii& tough . . .

ik, .

HsC

THEBAH, HR B2 7 L et
SRGTESRA A mini case

ik 4t % advertising industry

A BB 45 T i

2 R 44T mini case, WA GG 5B 4R
2.11 11.03.12 ATK Pretalk @£
Foth sk — ML, RIS, FiLRRIETIR. L3, .

HIE R IA PN, EREFRZ A2 master, IR AFR . REHAIRNA, 1 7TRE A% HAE
ettt 4. & case 1, HAEZRBH PR E . KT RN ZEENIZIEZ BT 00 case,
AHE . 5 fa I FRA T A, Fn 7 ORME 3 AN, 845 T case [t feedback (positive). FRZEH T .

SRR, TR ER nice!

2.12 HE Pretalk

KIRI3EAT 58 FE G pretalk, _E¥#F office $Tid 5k /.

4, — bRk case, market size, 1] premiere beer {1

B AU nT U demand BT LA supply W1, FR#4E % M demand i/, ok 4~? approve T Jg#k4k
RV B L HSEL, £1 segment 45> comsume assumption, IR T

X BIEANTTEAAR R, EF idea g2

WULTT LAY area 73, R /NI T /NENRTIR, %At 7 42 A 21 premiere beer FIFLE A1, TH B
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TIHBAS—HE
X5 T A 1 2
UL AT AL N FE 0, e BRSO K6 AN —HE 1]

A ?
S STABE W, iy RO RTAN 5 g () A — ]
A ?

%7 end customer it &% retailer,wholesaler F1FELE bar f14 WL, 1x i 77 — 8 S22 /b3 a] DL S 4 0]
UF 7, case 45, ARMTERMYELRI B R 2

blablabla...

pretalk L& ...

P 515 case HIE I 1R A2 s 7 B ..

2.13 2012 £ AT B/RIBIERR I

—/NZ/NIETIRE] manager IR, MHIRAH S 7. ARG manager SE TS, G EITES
b B, Wy b A T IR AR, BAIE, anyway, BAAEEIRETERR B EX 4,
B J5 i presentation B K NEH R PEICEIL, SEOXEENTTE partner in) @, FONEREL T, B
PARTREIE AR 1 — & B0 AN A HEBR BT TH AR IR 22, s B R MR bk e 401

A R U RS2 WORHERTIR & A SR AT W BIRE— 2B @A, — PR =50 R AT

2.14 &HE HE, BERBRREESHRBRKT
e, AR, WEANIZm . BT PL AR H U T
MR E — e EZAZL, (HE case EmEA—F:.

%—~ case #FHIZE— ocean container A #E], fAIH CEO & FELIRIK T, A EBEIEIBIKZ ATk —ut
AR LR AT

A VRE M H 8T 2 7 FTEE AT\ k4081, custmer/product/competition/company, 2R J& R B AT,
XA ERA 2 explosive growth. TRt A8 #t /& new industries, T LLE G T ik — N IRATA FIHY
capabilities/expertise, 5 /& & I Lb B HE AR 19 0 A1 customization, ARMELEAT L 75 ZIX EElE 2 Bk
brainstorm —F, aviation/military/construction/aircraft carrier Jx iF H 2 & =K i #547 .

% /> case, profitability, & J5 1% — meat processor FJilE Ff&, WA LTk, 24 BERERIE? 4k
TR TR 1M case, [HA2& MR E I, HUE A K challenge 3%, ask why / what else, —& i3k
P R R HHE R, 1 HASER™N, Brili)s case #BBA MMt K.

HlZE = A case B &R T, REERPZE 2 Az Atk T AT E 2. 3 siaiie 4R,
SRS . N E4FE, 13 final round T . B3¢ final round, #f3i% be more creative, forget about
framework.......
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2.15 #ABEBHNAERSZ
AREM T, SFRE ATK SFEL M HEE— AN T . LBEES S AT,

AL LA =R, J5F 30 2040 paper case, JffifEs (FE—ikE4t B, ANEeH PPT) , &
Ja 25 WA~ partner fi presentation. &7 £ case & —~#L8¥) profitability improvement [7#, 5¢T
— MR A F AR TG, A RDES R, RSB, HAE B RIRE IR N, XA A =] H A
A AERR L, DA i SR i . Fo2 e H—1> 2x2 IHRE 53 # 1 customer (43 N4ERE, price sensitive
A1 quality sensitive) Fil competitor, #& J5 % 2 wlEAT € £ CHF SAIE B AEAUR SR 2.0, 2R 5 ) revenue
AT cost Ko #r BAKI profit.

PR RIEEAK, HA24 partner challenge L5 . LI E HMAE Revenue |, JeiiEH4f quality
sensitive [JBi%r, ZLARFMNAIR M) turnover 2, T2tk partner challenge...iii 2= turnover =%
MEG 55 5 REOB.. 4% AR LIS S P 25 crew #6BIE(S), SRR partner S RER A T W blahblah. 435
PR AR, @ ABIEe T, L1 price sensitive (175, THH INARFER AT &
AT JE A E A7 ARG IRk 2 IR A V& A quality sensitive 1 customer BT T #ZU 8 GF..0 .

RIEFZIZFET . o « HFEB. . « BT, . . EBHRRKESH

2.16 RRE—HEEEZ

— [HIWR, 5t A2 i case T, 2R —NHE LA TH 3, case & kT —AN 5 fifiE &5 T 113711 market entry analysis,
EANGUIRT R AR IIE T, Bl TR D, ANl e MBI, FEAF R BE, T 7T —1 4C
] Framework, #RXJG—&— S0, /a5 H X4 market entry i) advantages #1 disadvantages, %%
Ja ¢4 14 recommendation.

% A case & A1— principal T 19, FX R tough — &, iXA4> principal /& % avaition industry 1],
fir A case £ E 5t & A1 aviation A T . B2 — market sizing, A RIE S —HIHHTE, K
Mef 2R E, Raes B RER strategy, M competitors #1 clients NF-, S8J5 50 #r
Revenue and Cost 3 profitability. Competitor ] 4> #2%, O&D market A1 Transfer market, LK
subsititude, #t/& =gk, clients 73, Cost FiE#AT 4R Ui, #i& variable cost 1 fixed cost %
J7TH, Revenue [(Ji%th4r E# 2%, airplane operation related revenue i non-airplane operation related
revenue, H AUEEF, W RBUEW, BITW, PmEEE, & JE4H strategy.

PN B R iE] T — 4% behavioral question, FiA— %R T, &8N AT

2.17 2012.11.4 4L3E pretalk X EE

Iz 250K T o o

PR, ANHUE, RIS, SRR, — LHIRIGRRI, (HRAX

3
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ERFeR e HENA, UL R challeng fIEE, 2R A4 HSCr R RER™, 3K
HUHLEI T, (ERAATT B

HT3AA consulting s 2481, Z RBTARAE R G mA LA, Al i 34 % consulting. 2 J5 X
] #, three reasons why they should hire me

SR HE S market size 1) case. F i A SR E R BT, BT DAEATEE LA F— M F CBD Hu[X
(1 52 BE 5 8 1) revenue

|z BEKH, &3 RRmEHE. o o o FEAINTERIIRRZ R B e S o .

MARYEK, RS AGWEIIM, AR IERE—SEIE T REEEA R H, HEh2EARE
O 7 . — 72 case interview JL 15 IF B #E 2%, I IS0 0 BEVAR M 47, 22 /D FRAZIXAFE . o o il @assumption
IR — 5 B &, IR 2 /5 B AT DU assumption 7, flAI1E 410 why, B4R R HY
assumption # J5 S 4H 1) assumption. HSCILEEC 5 case interview it PR 4 flvSE Y TN revenue
fLLF

AR, SRREEL, K, ANEEE—FEZHEK. .
2.18 ATK By PTA %

ARIESTE T ATK, GERE— R THE R RE T CHREIE RIS, B ~
JefE HR GHAHFT R, 1 7 — NEFA],  SAF AN E e 16 3 4% 45 manager.

T —4> manager FTRHIE T, JoRIHEARNA, REIIHIRERE—NERAF LI MEE, REHIR—
f81 17 B ASRE R (P 7 — /N, AR5 ) FOC T3 32 B WA i A T ARR B RE, SR U5 R R A F 1 IT R4en]
PLAF AR LB 7 o o

i 7 —<=, manager FISREIE VR T — /N TR B FRIBH, ZLFRAL—A> desk research.

JARPFIAEE R, BB, 45 manger Bf 7 UK 7, 45 HX AR nice 1 manager 25 R XFT R HL1H K
EAR—ANE task, RIM— T EEEARE, WRRKTHRREMEE.

WERMEI+— mifi5e 7, &REGh. o o AESEAIRA R~

2.19 EEZ# RP, ATK B=% failed —t RIS AT IEEAER/NBE

HANMAZ HAlTfE N ATK UL HFEFAISHIE, i, BENAREHE. IUER FHECEmER =507, I
KUk % Director 22 H EW3E(E, 1RAl, ASid whatever I, FEASEFEM 9 AEH| FJE, FEAWE—4%
BRUONA R PRI, AR A B A .. L3Rt 58 2 1%  pre-talk X474,

1st round: K[ 1st round & HLT, AEARAME, KME 30 r8h A . THEUE /2 consultant, A2 HR X fUE HUELLE, AN
FERZZMIRI . HEAR 20 4B ER RIS, 10 A, —HIEMRN A NTACE s, UARMHIEW . A5
] ¥ /2 A4 consulting 2 J8 1), 2 J5 flugh A f&T 0 AR ILH 2368 % 52 1 (12 IR HIk A2 HR, Z 5 i it
HLif, FiAAZ consultant BF8F) . R FRZ R Sales and operations planning ) consultant 35 H ... % 77 &t 18] 1 %t
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XA BT, 20T, BARE T4, BRI, &z JEIEEAS mini case, X AN A T 1) L TR 56 4 AN AT
2, FURRTRIEH), WENR 7. 9 RS 1.

2nd round: 2nd round still HLTH, fRICIE, 55— consultant, 3Ll senior 55, 2 A email confirm T (8], K AR
Jent, JE, iRRGE LR A options. 55 G ARSI, KHE 50-60 . XEFE HRAHE MBS T, B
R A2 B AR ARTE 2 T, 2 19— 28 procurement, supply chain management 4R 0T, FRAEIA4, T HIEEZ
(1), XAHIETIRIRK. BEH D case, A2 /RAME, FRHIAH & how many personal computers in shanghai?{& #1
(%) market size # H B, THAAREAGLNE, ZEAFES KM MO EESEEEET A RIEEFXFEE
RE A& BOR AT EL T, REEE CRUENT R RGL, B RS — g BAR Sk, (H2 B4R 405 sihs
T CHOMIH R ESA VMBS, FEZRMASE L. &R EN ™ E, BEReE R H.

3rd round: XM, par Bif a5, & tough —%¢. ERPIE | 10 SE ATK A=, BTG, HR &
PRB|—A/NGlE, BIHE —G WM. AR—5%k, RicHE 35 7K, ST, A& —4 sourcing strategy
i) case, EAAAIEA T, HZEIFREA A steel forms [, ASAHT acquire T A Ab—"NAHE], WELEX 7 7
HEIH2I T Nz, BEZE improve profit. —3% 35 T SCHERE, — AP —F, JFRE. ZSFAERE, HNH
AFE R, g, BUER strategy, TigE M, A AER T, RIEMREBKRE, HFIRE, Pz L
case, L] Hra 2 askoril, ©F & MEK gdp < BEHIEIEF 2. ZRE 1 /PR NEF ORI, =5k ppt,—k
IEBRA 4, —5K/2 market FIl segments, — ik & @4, KIEEBSUERETR . —/ N E & R ppt 2/
W presentation 10 781, B HANSHEIZEIR. ZJEMATS AR Z o) 8,

XA case fi5e)E, BIEIECHKI/NE. B FRE—A excel Hik. ZATFEMETFHNHE..—IL 7 4 task, 51> task
THA 4-5 NMEEE. LN, X @RS 20 28 DM EEENE, HoiE i — email (U35, & base 7
H O SR L. B AR TR B A 2

excel A58 T B2 &G T ...face to face interview, 1 3L, I&HTLL, 15min AN @ HBR 21, 2 AT i) case 1 excel
LS atk final EFE. I, ARG ERIXD, EEET, FEASIMKEERIEFI— 8550

— i/ NEAE R R

LA NE AN, ARV, N EASR G &)\ m X EHETS, S EE 7L T BLEEAS atk A TR % ) )
face to face FIEE—5E e Ja 0Bl SC.. LB R R FE S0 AN NRFE A K AT RE B AL

2.excel 7 G, U2 TE3C1....

3. T atk WUASARANZR, /NG ARAT TR I o R ot 2. R K EE LY case interview JE N LS H AN ZF15
B CRFMERD , RIBK 2 LBk o BV AR fite SRS WAl T 8B & A I /N AT T 5
AN AR LL0E

U BT TR BT ATKL 1

2.20 A=/ PTA HNIWE| offer BE—THEZ

JA = TR PTA. o o & RIE] offer. o . o 02 HA1E CURBIREE T, RS AT S k. .« .
PIERSIEET - -

FI—F/F 5 S BRI, o o o RS FARER. o . ERA SRR, RS, a7
T LA 5 R 6 B4 T =

N A SRR http://www.yingjiesheng.com 017 O3 31 |



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

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

BPERE =F . o o HERE] T HEREmA 0 35 8, HO—nAZ—nAb. o o KEFENTO%T 5 0%, #if
NHRIEEA TR —HHIAE. .

RN ETANI BN o o WIGEIEERAR . o PR BRI pretalk, Z FI7EHEL F—E1E
Wr BBC, JESCEGLIEAHE B o o

EFEFes2 Self-introduction. o« o RE 4. o o HAJLNE, Why ATK. . What skill you have. . . #R/540k
e G 55 A v /i cold-call (TS SeABAtl. o o AP IR EIZHE ] T 1 /M. o #2FRH2 case study. o o o
&2 market size (ITH . o o FMBEAHE T —i8, —FFMEERITT MBS RGEAKLF, IR ZIR satisfy. o o
UL T AT A A — N T, o SRJE SR B, o FRAPRAEBRAM I TN, (E R AR S S K
HGME. o o Tl TR IR, o o BARELRAM U EE catch my pointe o o LEFR/AMEK T —TF. o o &
o E SRR T 2 T . o o SRUEAM UL T ARE AR B . o o o SR A SED. o o 0 R Lo . o
BRI . o o REBAEMRN T AN, o BT o o BREREENER. o o EiEPPRE, o
G o o MBFRIRMERL 1L ASBEEARE. o .

I LRSS KT 2 SARIFIRHEES T Big. o - o

PS: Hhiii2 L. .

UL AT AT 3] offer 12K B AMEIF~~~ K KBk REX R~~~

2.21 B/RESEI|EIR, ITEHT~

B KEE W, TG AR, WAKK, ArfE. —BEAERRTIAVH CERE R, Bl
B HEANSER K, K, ARHELE R AR

29 SAKRIZREAIE] IS IR BEGG — K, AR 28 55 7 ATK 7RI T 35 K
— MR M, BRI 0 2 ORI MM AR BN S S EA B, 0 B, e,
ROUKT . W Sherry, SCRPE, Beil, PRI, TERE, RE—HERBEEERAR T .

2 SRR b —IRE 2 7 ARTTHIER, A ES. EE AR B b, R
AL ML RO, BURUREGR KT, SRS, KT 10 o8 Rt AR A
Ry, ERERAE I TAF A 2 R AR N

LT I [a) 20 3 b, B R NS B R K AR E . — D RIFIHEERE 70
FPARAIAE IR Q2R AR AR 1, EARGISE, RBUb R FAT — L.  SCHRA RE dh E AS K AME R
AR, WA BCG Hd 4 intern. SROMEGES W Lo AR N fm AR T 2 TR 2 TR BIROE AT, ARtee
H O DUEDS T IR AR T RS AR RPTEE N, AR IR AT A . SRR — AL =
M54, LR ZREREN, BHAEEFESO, AR EEE S — B> — e . REE
IR ST o MRAT X E IR B U R T LRI A RSB E R F S, RIET 5B AR
PG E R,
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b A TR, AR, A E R AR A AR, I BORAS S LR
Ut 3 A AR R N 1. KB L gar i Tk e, A2 BERGEE T A
Bilalo N3 NABAE G G VD R, S 7 — MR ATK (7 AR5, WS T, %
PR SOOI A LE NN o B /R A 4 2 TR 228 R e SR J5 A 1T . A A
YA A SETE A P S B R MRS S5 PR T L o XN S AS B 5K 1, (B2 B
A YO R IR L2, LEAE LR AT R 1 LUGSIE L5 HR 484L4T H 2 28 S4B H N1k
RIS 43 i L o

A AR T 56 2 AR o A0 s [ALEAT BRI, FR Sk T3k, RE il EHE, 4
LR, EHEAS. RIRMFEE, HATKGIIERN, KGRI, FCm, HbgERkE
TArd. RS R R aeg s, Wan BRI R R E R A 2 AE, A
ATy bR RGOSR, MR EIL tHA office, RTDAKSEAEISIAMT. BRSO ARJE
a7 SRR T 5 ) A, BRS T — N IR ARE AR AL S ST A 5, YA X 2R AE WL AN L ] AR AR
SRIGIR BB T WA A B4 ATK 9522, 1A HAR LR A =455 . JRARSLAELFE AR SB it
EHAMMWEIR T, A KEERRK L, &Rk LR — T EE oo REEEE— MU
¥ case 1, HEEAERA IIAET mock I HL MK F T

AR BN, AR AR BT 10 Ui i case.. 3RS AH AH Ul T8 B PN A 1 Joft B 2 5
NE, HAMUEAZ I HEGE AT, WA B -Z8T, REREN, mERTUMHSY
HIARZE . W], AN, JABEEBIMANE 1. 7 REZE LSRR R TS, #% 7R A7 .
PR TE SR AR LK KR I B ) 53 LU, ZHAH v R WX N ERANE R 1R B SR e e
TRV THESS, A HORM R R A L B 2T Tk, W7 T 2F R EREL %, 2R
fif 2 e e R At TF ORI A LBl B8 7 — N oAl e, ABUERERIE T LLA E] 400, BiEA
FIAT, AMFEUE AT R 1 AR 2 SC PR, SRR SO A R R . RIS EIE TRE
BRI, HEBE IR EFEHEE, AR RIZ R REHIN T REI, 8
PIRAERIFAEZL, S B A B U, POLREIERF 1 a] DLE T R . JEORAEAE, XS R
MIEAR G AR T, —FBHE T ARAER X AR T ERNEFHIE > case. 54 BRI U
AR, R BRI, IR ST L, ORI B CRGZ R T A
KT case RIAEWN, i 7 — ARG A S BibL 2 o

FNRAEEN, U AR, WBOCEE R, — 28t . AFIOHE, HIFERE, B
A LTV IR ARNC — I e AR . TRIEFEMSAEHE 7. LKA, EEHEEA.
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HSRI AR, B H O s T HEY, X yy TlaZRmpil, WHEA B, a6k
W HORARENAZE, WRAILERE REAZECZENRE. ALK EXFAmHN
e, EHIERFEE. BARBESASEEM, KPS, REBRESY 1. B2,
RE I B B FE A I S — T AT R ReAE I H & B AR P, 2T 0. R 1.

FE_EHHE RIB e BRI, DRI R AR 2, BARRIZ.

2.22 BUREEAFRMEE R

BARE 1. W AEFEER AT ? A FERATA T ?

IS 2 2R A O H S AT B O T RIS 5 45 B3 MBI I . kAT DOXFEE:: “H a2
NG EAPRENE . & TARREEAA AT, AERRE M AR K 0~ TAR, feik B il . Hix,
WA ARy — 2 IR FH RN AN, A A8 TAE 3-5 /5 B MBA. MAHSCIRIE T3], 65t
AAPRI TAEZE, RE 5 HIHE MBA, IR A TS 5-7 4, 2A)5 FREFEE LB EIZ.
wJE, ERZERAFF, FEHNSINT A/ fEI s, W T AR KRS AR, JEFZR 57 Il
AN TAE N BRI R .

RME: LW R RLZHAFRREENMTL —, FIRZRKIPE LA FoR BRIt FER R, KA
AIRSS . WIRNESHAD AR, XAEIEAS A, EXT TERIR R A N s &
FIRYL, O SR R T RAVISEERI, SRR AR R E WA T, AEk. a2l aE.
HM TR L —, SR ELHERARGEH, CEO ZUl RN A NFTAZIE . X 75 # 2 AL 5 RS
9E, WIEAR AL B MR AR TAE R RIEL . Bk, AR TERHEARATRES. o2, ik
ANHLRIPERRFAE o 10 0 T X L 3K R A B R T ¥ AR Ayiinalrh, 25 5 Al ol s R A B — 3 A A
ERCIIER, BEWEEIEY, NGB U .

BAIRN 2. JRUCHIRNIA F 1] IER R ? JE AP A RIE . /R 2 AH E?

JE 3T R TR R 1 B KR R SR A B0 2 S R ), 3Tt 5 1 A b, L AR SR 45 AT
BYERELIVERR, DULMESRIAFE PURRE ). AN B E R DA RS, s BRIk — Ak, ek
WA RN FHENEGEATA R FSAAER?, “HREAFIRIT THEMER, AEEIATA 7B TR RS,
RME: 0 TR R, ARE/NOIE NI B RIS . 55, AR R TME, 200 8 SRRl
AEL, PUONERIEMS TIFAEE, HERREEAE AR A J R aE . )5, CmlE SRRk
TAFRIERI —DAEGER T, T80 s A QIR RIR, R E B BeA 45 F O PR, ORI —
AR BE R RITE AR o

AR H 3.Describe your greatest achievement in the past 4-5 years?

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

B AR 5] 6.Why are you applying for a position at Arthur Anderson?

L AIFR 5] 7. What are your expectations of our firm?

L RIBR 5] 8. Describe your hobbies and interests?
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2.23 BiRRREEZ

HWAFE B, ATKearney AT KU B ELEAR A —2, #rJLRNGH 4 sourcing T H PTA, K T %,
BAERURYURA T [H . MAEANER, R mE KA E—T.

EAZUTE B A 7 B, AW A LA FAGE S IR — T, H2E PTA M — FatRet2okil, ATK
1 PTA HRIEER,

R, B ORERELSE TN, S, WAAFERRANE, WA, Excel PPT IR
cold call A8 2 it — L& ] BN ] b HE, — A& [R] S ALFE IR LE 253K, B[R] e HESS B Ja i 7 — 1 a5 2¢ 4 face to face
interview, L& prefer IR TR] . AR BT ELEE tough, B i 77 TR A B

JANERIRIEE, TR, ILFEKRE 42 8%, AR 2 HAE T JA I ] A2 i It
JREE, FREZIRE] T 10 o8P T RN EZE A

—BE LA B AN, SR — G H, AR, & excel UREITZE, B A) 50 204, A5
HE 7T . Excel BIHSAHE 5/ task, FEREHE| SR %, LUK sort, filter Thfg, ASZRME, (HEHZEHLE,
5 Ja—A task IS ER AR E — 1 email Ik — FRIR B IS5 18 .

BIEEFE A, B8 RS R — e iais, B SEECE R, X T B RN 5
RPN case, BRI CEE TR E LK slides, WANKE, EAEEIX AR DRI T .

WU BERE, DU eh b, KBS ANKE T EFHRARR, ZIRITBIGE— KA/, BRI R|
(S B T X FAET BN RATE S LN R . mock 582 5 43458 2 43 Bhist [A] S 4 o Bk BT s 1 3 7
B BEWRE L, VISP g E. 20T 4 2% i HE R I RE A AR LT R R A R

=N LR A T, BTN, S A R 0 — L R 2 g, B kearney AN At firms ) — 22X 1,
FEARXTFE pta LXK Al HARN A Z AU T .

2.24 B/REEREH

ATK LG IR ARE — L B R R X e AR R 1) 5 h) A\ B8 1) 7 E CARKIE AR 7R B Z /T ik
RZJET) o ATK B Y RMEZETE MCK [ final 2 J5 A4 75, Al A8 &1~Pretalk S-4E1t 2S00 Pretalk I AAZ,
BIESEAET 50 4, ZRA RN AR .

Pretalk XA 30 Z3rh, [FIS ILIANTE Ui EERIE T, BRMNEZ G080 m A2 BA ot FH O sE 5]
B ? RS W SIZA 4T, R E i — Le IR I LAV SRR, WIRAR 0N — A 1a] R )
AR UEAFAEVRNIN A VIR 2L S T A, AR R AE XS R 5 5408 ? - — N Tt R58 1 - BB 38 i sk ki . BiTbA
ETRAWB R A — =, HE RIS HLAR case M. Case Bl 7 rFsC: FATHIZ 2 — AR RIS 1)
AT, RIMEEA S E SIRE, WA E R AT A o XA R AEERE R ARSI value chain 275 28, Hrla]
TR A AR L T Rt A4, ——FI SR, SNETHE S R UL R IR R IE A 19 A s S ] BE R R R 2 A4
XA F RIS N LR AT, BB N SR A WL R i 77 e o o o

A= MNRERE R RMRGAS RV AR RIeE? E T Wrmefta, REErE,
N A BRI

—H M — Az 52—, ZMAHRANTRE. #BREFTH.

B—/NEE 7S f{ L, SRS case WIFAE, BATEIIERIE PR — AN R T, REREERT,
T ELE 4 discover, B A, XA case e LT, BEGEHCOKEE, FERMBIBXAE A ESNCITTH

N A SRR http://www.yingjiesheng.com 21 W3 31 W



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

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

ALK, B ER RN R AT KA T A /N A EE A 2 3 T -+ i J5 case ST THIEY At cut
T WARLAUG ZEFE casebook FERNE...3X N KM TR T W i B ™ g O ERE 1+

T —2)L (FARRAERE A E A LIRA BB RS gy “8E” HRT) , MEEFAMNHE. kit
JE case, [IFEARFEHBMII—AIRTT, RRABESKRMTR], MAERE—/MRT RFREREAA, NMIZEAR
MAHX ANk . Case #8201 JLANHESY, B SGse generall Hi e /R A8 552 Stk ) {5, SR 5 24 XTI business B
LS improvement; 2 J& & ¥ BN S A WRLE v B8 B specificly i) 182 Ak v S Bk 24 1 1) 52 388 5 R (1Y) 52 0]
2 Model f15 A RLE 75 ZE 2 LRI RI 2 . AN AKX 5 TR AR 78 BL s I AR AT AR — 28, 1y FLs A5 1 B 21 S feiX
A case EITHRAHEL, MERL E—NF2 T &AW T —LH Py i@ ~~Final HHE—EZE, 55 0EA
principal. &2 W3, RIEHEIR, Wi & ZariEa. A A R AF - 53 I case

2.25 BUREmEA

12 2 Hig, IEAEREEK, FHLm, —AMERM L@ a4 H B 11 5125 BHRJE pre-talk, FRIEIEFIE 7]
TR firstround, WFEENHIUIA, REIER.

ARKFTEMES—T, 7£ google EA& T n £ pre—talk I/ 2H, 25H 04, 2T A2 R, sURMEIR 2R,
FrCLSGE, — KA gt £k 1.

4 H B4 10 £, FISE ppmm £ ST T RERIER, B jj 3R T 10 51 20 4R BAGE . fESNE T —
s AV, TR T AbrE o A AR AR I 6k, bR 2 Ja 72 Tl & waiting room, 28 J5 FITTHIAZ 9 ) interview room.
waiting room B[ F R EZRIERRJE R wr [F)%7, SRIAVEE — T e, REEMAFUR AR CHFid
BB H M NEGFXD o fifER: BINEE, Sei—N5 (RNETERANE, MNPEEED , A5 ERIHE
MEEH, EAFBHES 5 2%, SR8 interview room [k, TELNMHAHC GegT. FK. 8H, INE
B, SR URME S B A, XS .

BUNIRIEAH —AN/N, T RGN SR, U ESIMIRZ —m. 1. SEAAMEE, HElSBA—
M8, AFHT: 20 BEKEMAT RIS EH ROCR, AR dd 76 B IHR T iFRIE], ARk P 2H I [R] 2%
AKEL, JERIELHAEFTEL 7, wms 3. A AL 2, WEWR T T3 7 4. kKB mm B2, pp IR
% 5. WEFIATH lovelb [ ZRACAEH 2 58 wr &, YRNEGELFAR R, ZURMEZ RN HLr 1, i,

SRIGMHERE T, #1195, BHZ“please describe a situation where your work or idea was criticized?”. 7] LA
X2 H B E R — AT, BOXFCART essay BEIAFKHE M 1ZSid. ol T HMEEERA LS T —
BN, (HJE RAE BB E AR B criticize, FrLAXIELEMHR T — 1. EEMREER T, WA LT
K—4H, FHLEFEME L. BFL, S50 nice to meet u, FARJEHLFE T IBAN/NE T ABAT5E check 7 —20 4
KT A —NFEZRE R, RIEEE 7 URERA. AEEERVE, EAdEa S, Rt 7 — &R a50dn
WS, T AN, (R RFER, AR, KX TERE, Bodaids, §%. B 7Hhx—
A, BITAPAN, —Mes, —DIrBAR R, RN Hidg— a8, REMRFERM R 2L ARTE, 3K blabla.
R 3R B HE 3 team work,  FRIFREALET N team work, 224, WK EAFRES U, TREALETT,
B, BT, BERF T —RIBA . B KRR UTER, 55— ARl any more question, A, 8wt thank
KT, &G,

AN 1. JEEKTERER, ARG R 7 U0 — &, EECSkEAT 7, ICRRARRERERY, BT DAEEX
MK EZFE UL 2. QNEMEBEEARRA, WFAREEE T, JLSLmpet w S AR 5, il (E LR A e —
B el LA T, BR. 3. HBOZAERRE T A SR T, HIug e, EEFBEETIRALR. 1 HA N EA LT
B, FHETIRKRALE, IAEBBER. FHim AT RAX AWK, ARSI EE— T, Shs BiA
AT E

N A SRR http://www.yingjiesheng.com 22 T4 31 W



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

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

B=E. BUREZERRELRKIT &

3.1 B/REBEM IRC intern XX T2

ASCFE R TR JmAE BBS, KAGKE: 2017 47 H 25 H
HbJik:  http://bbs.yingjiesheng.com/thread-2109133-1-1.html

HR 335 [ +manager YU 45 2 9% i 1+ LA

PSR GE S ET 2RI SE T2 1, RERAET — X TRURBRI T = X8R R #aE

WA RERL, /N N ESER 5 8, SRR 5 B 10 IR E L SR R H

3.2 RERGImEA

MFAREM S, WHACKYE, Sl i) TAR R E PR BATEE W AR . RIS A ] D J— A
Ko [ 0L AR, &2 A% — iR, SUERT EFRTR RIS E B S A (HE, BAZR AL ER,
MSEI2E 5 fiDifdk pre-talk. —H Rk, REITHKE]E offer, WA MLARIIATH. Tzt
Xt undergraduate 7 = 2% MR BT 0 M. KFSEER, B b ZXANROIBRZIE T IXA LA EL—
NEESTERE T, RZAGW . i B 2R B CSE S m— mER, ANERERRBCEM, WOk 7 KR
RNl — — SR AU — RO R BOE . W7y EADRL B L 8% e R B T . )

PS. JLERIE B, AMEIMOE, B i S 5 #2551 .

CATREIR 2 N B 2, BMBIRIET, A BAH: )

Case setup (facts offered by interviewer):

g Your client is a manufacturer of bicycles

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?
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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 LR AR I SR S s A A A X BRI RN T cost-profit and 4P framework $2EE— &, LR
AR EE A TR, R RSB E A%, S B AE R o B A [l B At B T B 1) e 249K, T
FHELENX, — AR ERHT)

q 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

g 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

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:

=
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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
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, NHENEEARES%: )

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.

=
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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.

q 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
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

=
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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?

q 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?

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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