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IRJE RN — ZMALNFVE E SR A R, IERNEAREHRZERE. 5K, FURBAEEEK 30 MEKIME
2500 4 i1 T

TATM S EFIFNE N GRS, WA B RIRATR RS VG, R 2 i 2 R 5 BRI R4
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LANREESRENEZR
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GRNS . T NEREE . HUREEA. SIS RE. SRS, BEIT S0 MRS aa. BEEESHEEN
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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.

retail and consumer products industry group.

Kearney's

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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BE. BURERRERILES

2.1 2020 MENZE

AR TR JmA BBS, KAMKE: 2020 4 1 H 30 H
HbJik:  https://bbs.yingjiesheng.com/thread-2253659-1-1.html

M3 sh 5t 985 A, TAE—4Y:, 2019 4 12 H 2|1, Jiit 50 REZ| offer, 75— FHALLK:
5%, W2 % Manager, J&TH 3 % principal, 5 5 % NN .

—Ifi online, behavior LLALH M (HTRNA, TAEFER, Nk ATK, S dme %, EEmzERN
LR T ;5 case A E AR+ oem AEHENERIM TSI T, SRELEFHIMEE. case LLEH M, HZE
ZATURI Insights M ESIIRE HIfE

T Onsite, case &> sizing, 115 E—FfliE —REFETFIHFEAM &,

1. MWBERISAS A EERE, — RIS AL 9 [ oy AR P2 Rt 1, T A 50 20 i) Bl e DA B30 CANn
T E WA R EAE =8, RN A DG 5 MR AT SR AR, R B — IR
— MR AR R TR, BPPITFEORMEFE R, Wuk+E demand .

R FE B =T IH R A P 1R L 5

PR HAEE=TH R T NEORE NI FERE

NHEFE=—"H 3 Wl x—4 365 K xffi H — R IEHE T I S %

oA — MR M S LR %2 BIIR 2 drivers 520, WK Gk o FERE. DNSALTRIR
BUAE, LRI RS . SR TEARR R EL R T, e 14 ACHR BN A AR RIS T 2, R RAE
W5, BAXEFREAFER G CaRERA R e, SRR , B —F— kR
TR RE, M EARMIERE.

3. JasEiE

i T B 3B [ — P A A o L QiR A R LE drivers, 25 TAEPEF AT R B M LF (RERITE
WA T B IR MERET)

LT IR A 2 AT (T et , B R RE — R 8L, S AECT ok, Risfe LU R EE 51

B AN BT A R A BEME, BT DUNESS M B KBRS, B — IR E N A=, A&
rrE=] FEE R R, RIn R, BCEH E N gt B 1T sense check
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=Tf online, case /&[E P Te4e /A7) A0 E switch to 7%, 2HmA1T. MEAH TRZER, BEiESIEEZFRTFEE
WATEF, {H72 case BARLAEHEFL, WAFZAXT TAT LR insights Fl &5 wrap up [FEEJT;

VUi online, A7 2C MIETII7, HURRET (L b 5 WNIE BT B AT T 68, LA 5K (20%) AN HL(409%6) 22 51 EL K
MR . ZiRIA R, drivers 209 APP A5 RIS  H BH R AN ST T AR, X =& R nUR AN i B H,
RN ATy . AR EEAR 2, HRMREMAZ , T HL s e R B AR5 B e s, A8
TR MK RERT AR E 2 2 5H8 T

2 JJ5 hr FZoR i T 500482 no, JniE—%& online, 2012 4F—KEFE @R WA R CGERLURFIRAD i+ 7eH =
RTS8 NMHIREYIN, WHE T ISR R SR TE 3 S DU ik, AR BRXT* benchmark 22 J ) solution,
DR R SR T i T R L REE BRI SR B, IR A . A RCAEIER, EE2E A Insights
B

BURZB R, TLERI Y case A1 SR /MKAEA ILAFt Wil o) 527 5.

2.2 Nk full-time offer @&

ASCFE R TR JmA BBS, KAl H]: 2018 411 H 5 H
Hidik:  http:/bbs.yingjiesheng.com/thread-2175306-1-1.html

HmY AR, case MBI AEH 80 M8, ZAikit L atk, pretalk i —ANEFAEE A E S T — AN ARG EE—
F£ (1) market sizing question, A IRIAIIEE T o X BEEHLRI TS £ 40 B IX D 550 21k 2% . BN ] DL
BE, AEREBNZASH 2D NEE—AIE pretalk &S M AMEEZ P

S Pu%s, online test, presentation case, first round, final round

1. online test: =T E], W TUAIRE count down, (HEA A email ZRAG AT T e 5 100%%: 1

2. presentation case: X R 1 B HE 19— . R4 NDA BT LUt AN 2 3% 85 B AR I f T, A N3 15 1% 42 %F candidate
PHINREAE B 5. BRI IR S — AN —2 %R, B8 3 A8, RS 56 iEaE it HES
T 5EZE MY structure Al word formula, 1HJ5 K welcome dinner I I E P 3R 4 IS IR I, INE T structure
PG S B B AN AT BE 2 oM BRI 1) B (B4R interviewer 5% )5 2 FLAIIR harsh, PRI 78 84 A L fE
254t —~> clean recommendation. iX & — Nl B 4 M (1) /1 (a4 BT, F candidate B A TN RUIE G 15341
AT LB BRI K T

3. firstround: —%& video conference, FLAKARFH.CPEI NI —EARAIE N g B skype Tk, AN iFfE VC A&
HAFIRESWE, MEBL, 5eCafA BRI, w8 s ER04 17 3 /> brain teaser, —4™ market
sizing, —~ normal case. Ak case & EHIFAMIEN), JoasFK structuring I, T4 5E 1 structure
A E vl

4. final round: 8 7r%f cracked the case, 20 Zr#fiFk iR, &5 —%xifiH/iF]. yet another proper case
interview, structuring ¥ e . partner Ui 2 fih ILid % neat ¥) candidate, 1R/E#), {H.0H%0E i worked my
ass off and i deserve it

A B e 45 FR 1 pretalk market sizing: market penetration rate growth of electric car from 2020 to
2025, 25 7 IAE|—4r Bt ] structure, FIERERE 7, ARIEHREARAE . MA AL pretalk #B2 L%
ARG, BT ZI RS B 2 DRSS Kok an R 25 B ZE S R AR AR IR AN NIIE 1 B A2 B A
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181, no hard feelings tho Avid il & A8 ki i SR A X P25 LUE R A RITHAM N, BE M2 E 4 A8

AR ) 2 S A R AE R W ) WAL S

2.3 BRREE - EIEEREHR

ASCE R TR JmAE BBS, KAGKE: 2017 47 H 25 H
HbJik:  http://bbs.yingjiesheng.com/thread-2109131-1-1.html

W R, A1 HR #3847 7 5-10 b RS, SR BRAH, O, [ 7RG G DL B TR A R A L
R T — A2 ALHE, BT T RIS 4E T I E T E O UL A excel 1IRE T2 5. B E HR 24T L8 176
NIRFLE, AdHb TN AR RS

[REWEE ] E) -

1. A A ARG ? SRR B4 T

2. ZHIMEE &, AR AM T A FERA AR VEE?

3. HEAHIT cold call?

2.4 HiIAEZLW

AR TR JmA: BBS, KAmKTE: 2017 47 H 25 H
Hidik:  http://bbs.yingjiesheng.com/thread-2109132-1-1.html

BURJE &R b HE A s T, Asesr, AR
pretalk, 4%, HILAN 4 +behavior questions+ case interview

] — JBOR UL AL R market sizing, &5 R A 1A LE AN FIAE PN A AEE 3, BEEE S, R RARAE N
U = L R

%A BE 4P 4R R IEE T

[7] 7] MV AE WA, AR T IRLESS Fy K yp b

B aBotis, B, o o —EEEE

2.5 mEif ATKearney BY&i6)/m|o)

AR KT JEAE BBS, KA Al 2017 4£7 A 25 H
Hhlik:  http://bbs.yingjiesheng.com/thread-2109135-1-1.html
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office MK AT AN BLEEAN I H b o — LD 15 502 excel BiRe) SRS R4 R—HEBTRIERE: [
Eel i — IR N B — ppt ZTHIAR manager VLR 42 HLiE presentation —3: PN manager
SOEHEXER . o BIERE T Ffa—ia 2 isk— real case AIFP B ARBGE B 2& I (R 1R .

2.6 Consultant Assistant Program_2015Q2 HiF pretalk

ASCFE R TR JmAE BBS, KAGKE: 201545 H 12 H
Hbidik:  http:/bbs.yingjiesheng.com/thread-1965546-1-1.html

ARANK= AdRIb

WER RARIC 14 R EE L TR R

SR EFCERE S TN IR PPT

BRI A A 5E TR HL T T

o T FRGEEOR A DUONBOILSE Tt B B B ST AR AT

BOEBIN s R T L 2 LR AR S
RG] KT L2

1. Fgescrie

2. BIEAAMZ P, why consulting #2583
3. JR LAy & & market sizing FSFf case {H PRI R )42 <5 100 kB4 NI E, G alk? » X FiE AN N5

a@%ﬂQ

4y BUR NFLALSHEAN HEATH AR B &S RIOTERER BERDS (LERZR Te )

-

1
5. DAIZHE PTATIH A2 sk S S50t A i EoR AN ﬁ)

IR 7 R R MIVERE iR B i T
BUERAE J& L i

2.7 2015pretalk @& X HP

AR TR Az BBS, KAfRE: 2014 £ 11 H 1 H
Hudik:  http://bbs.yingjiesheng.com/thread-1899992-1-1.html

WREAEEL, w15 8-
1. why consulting/self-introduction
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b
R
b=l

N JE A SRR http://www.yingjiesheng.com 11



http://yingjiesheng.com/
http://www.yingjiesheng.com/
http://bbs.yingjiesheng.com/thread-1965546-1-1.html
http://bbs.yingjiesheng.com/thread-1899992-1-1.html

e A SR ER R AL AL A R ERF YinglieSheng.COM

2.market sizing: how many luxury cars are sold a year in BJ? / how many taxis are there in BJ? XM &2 RFIHENT R 1D
WA A4 surprise, AN, K H good luck ME !

2.8 2014 Summer Intern HZ

AR TR R4 BBS, KART(H]: 2014 -4 H 3 H
Hbidik:  http:/bbs.yingjiesheng.com/thread-1850998-1-1.html

BV RFE RS, A R IRA R, R3EEs] T offer B LUX EAUAR 70 ZH AT I K.

v

AN W EE TR CRER=, PMEBBUTHESTLN, —DIRREN, —DREZLS EH s -bo
J\HAE R

Pre-talk (3 H 21 H): 3¢, J&& cv M@iREY, FRI/Z Greatest challenge during your banking internship? 7 |
LT, whikFk estimate the weight of Boeing 747. {RA7#E guesstimate [ #, (HIK— LA NETKA T 14
HmMARZRIR . o o BFHRIEEIENE 7 RS B EEFRAMAYE. « o ZEEE T FHLE
I EE R, i 1o B an S48 1k BF £ ) () /R 2= E A% improve.

1-stRound (3 H 26 H): AK# T4 moveon |, FARIREIEFHL, 25— R MREMIT case interview,
He 7.

ATK [t case interview guide 54, ZIH T JLKE case, FJE— M 1Z profit improvement F1 market expansion
FLEA T RERT LAE Bl & T IX k.

Case 1: Fb 5t () Associate & FIFIMF /M ik inl T 15 e FH Hh SCI ik, FRA I g o BRI R I 2 AR S i
U7 . . . 264 cv, Why consulting etc..., case & — FIEM LA ARG, E RIS bR RN
A LR 5K A 2 e re-phrase 7 —amth 1) 1n) R CREQ R BRAR BEAS SRR UF T R BRORE M B %, market,
competitor, customer ——7#fr | —i. N R A BIWRLEHh T IE AT, B E ik IR ) [ SR AhAT]
office HiTMF R I& & . i T IH R ABFRIE 4T T T cost

Case 2: ASRFIZE ) manager (B it 7E -2 m B ok 1 i — operation manager. it/ cv = EES & 2 R/l
(P52~ . case H&— % 3 Bl 1 AR P p B op B T b Al T E T3 1) size MR (Bt i Ja 0807 e
PR 150 fE TR M & k. o UARIEIEIEIERAT BN E T . o SRS M move on [l AT S E
WA Cafr RS , RIER] T A AN R LR RERFT G, T2 3R AR 7E s AR AL ] 2 T
Je X —BERE DL R —FEUR . o o AT q&a FUNIBSEARIR BT LLSURIE A . X — IR AR R . .

Final Round(4 H 2 ) : X —#ER .  WREIREIZIEA, 1k IHeZHN office A1 EifE{ video, FL—/)N
AR /N ERE— AN 15 20810 presentation B Fo4r 811 q&a 4344 1] fitness question. —™ partner
Fl—A~ principal (1) pE# BRI IR T 0 o AT AERIER nice JE BTS2 E A7 15 AR o] LALEFRIBA — £ case
B R T AN TR ] 26 VG o i o AR R N [l 7T 37 L3R A W T A7 1A strategies -/NHAESS, RO EE T SR
ARG flip chart T Je/v i Bkl Bt 7 il % Seq A B IRE e HIEH 7 et 5 EHE
JUIRNE B IRIE P ANER RS I TR SN T A risk A cost (AT SRS sum up 1 A ARATTAT W T =
RAE M EHARARAME . 5 q&a il 7 AN [ AR nT DL SR s Aa ok, K2 partner tH2 MUK CAERH
BEATLUIN T b4y 8@ A2 kT ev Al why consulting. 2R JE 31 7 A4 T L/NESS & L e @ <5t A
BT R BATIHA B2 5 A LS AR BRI AN o
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AR VF 22 HoAl A A RS RAT R & A Bl A F A LG, ATK B2 B challenge 11, —AN/NEH intern X4
Z#05)H partner...ik—A4~ intern30 2 & — 4~ 15 4001 presentation I gt LA MR AR TIE,
THHR 5 = AN/ (B BT TH] 23: 30) e 2 partner FHAA N FLTEHT I E FrKig SGBERNE Jb50F L office 4Tk, - .

MEIEH IR % finalists A5 EXHRATAE M, il ATK W
2.9 0320 pre-talk 7%

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

IS TA] B BRATTZ T OHE T 5 70 e

i office Tk —B—2, BER, AT T AR,
Behavior questions =& & ¢ F 2 m s > /.

minicase A& i1+ LR X [ air purifiers £ .

{HRAEIR ] T Ab SR Fe AEREAS g Hb[X O 1) air purifiers & it 2 FigfH4ESE U air purifiers &2 J50E, i
TR AR R T A [ AR SE 2 /b air purifiers.

EE4 A TR N

HABEAREATRT A AATAR AL BT, JCHGZ LT I3, USRI A, TR0t bk AL mtia2 Bl
il 1 B e

Pk 7Ast. Bt v BEATIE AR o AN NHIFI 2T e AN N FIHZ IS BE g S AT Al 55 S I A Al 75 22

numbers.
T g TR structure HHE R Z T, TREMETHMEERE.

FEVL NI SRR L — R, il EARWE? IRR P X2 R, Ao, HRRERARE
BT AR AR R A R EIEM R R R, B SBUR UG S, KBRS AR K
AILARRLP SR AR, BEEATWIRU, B4, R CRAERE 100 /16, BEREE LS.

ALV AN 4 [ AR 20 4%, Hetng 3T e — e AR SOE VAR . RIEID T BT RIS G A
PR XA TSR R L. IR 23 N 23T 23million I, BB A SR IO AR ? X
AN B IR B RGBSR BT LA EET AN R T U, oI RS AR AR e, N VSRR
LU RN B S, WREA HARMR R, HERE.

R, IXAEMIDLWAFIE, BFaARR, RN L. BILBRME K EERT T .
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anyway, B3 SRR SIE R AR F . 1S I A E AR KK, IR — R, A RBOR
ARFFRIRG. H— AR el 7 number 25, E CWA SARIEEXS structure FIFEEE,  HLINZ Ja X4k
PRV BIRBRE S TR, A E RGN, A S B R o o o .

i SRR, A~ e~

2.10 2014 Q1 PTA HEEZ

AR TR mA BBS, KARH: 20141 H 7 H
Hidik:  http:/bbs.yingjiesheng.com/thread-1820339-1-1.html

Iz At

WERWEIIRE, ¥4k 9am-10pm 47 Hiik 15min 1) LT

ZHIE WA —5 08 if/2 06 i PTATHZ, W IzMFA T . o o L BCG ) PTA [fiidi& tough ., . .
g,

25

TEHFAH, HR ELH% W a7 L )

SRIG 53R A mini case

iR AE 5 advertising industry

ANH BARE 25771

Z WA A mini case, HAHEIETS/E AR

2.11 11.03.12 ATK Pretalk EmZ

Pk R —ANHAEE., FARIIZEAE, FrPUREETR. P, —Fh 3

HIERIAERNN, ERAEEANZE master, R ZEAR. REHERNA, W 7RE—AL] B4
R A, HE case T, HHAE ERBH P SCHZ . KT aHLSAZ B IENLIZIE 2 B T 0§ case,
AHE . B IRAE A m B, KA T ORRE 3 N REIE, iR45 T case 1) feedback (positive). BLAEHR 1.

SRR, TR R nice!

2.12 HiF Pretalk

WINI3E4T 58 B i pretalk, i office 37332k /).
4, — bRk case, market size, |1 premiere beer 1%
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e 1 v A demand AT LU supply Wi, v M demand i, ok A~? approve T X )54k 4:
TV B LHSEL, %1 segment 45 comsume assumption, RN T

X UIRAN T EAEAR L, EF idea 'g?

Tt v DA% area 43, I /N T ANBL/N AT, &St 7 B2l 1] premiere beer ML A —FE, TH 9k
FIEA—FE ]

X 77 1) A T 2

BT AN T 0T, S ARSI 3K 73 AN — FE il

A ?

FEA SR, e ) RAS 5 Wl P A — R

A ?

k%7 end customer i &% retailer,wholesaler F1FELE bar f14 WL, ix Bt 7 — 8 S22 /b3 ] DL S 0]
UF 7, case 25, ARIVERNFLKNE 2 R 2

blablabla...

pretalk mi&fiR ...

P 515 case HIE ) AR 2 7 K ..

2.13 2012 £ AT B/RBIERR I

—/NZ/NIETIE] manager FIRLE, IHERAHHSE 7. AREGE manager S E TS, G EITES
b L, Wy b A T IR AR, BAIE, anyway, BAAEEIRETERR B EX 4,
B J5 i presentation B K NEH R PEICEIL, SEOXEENTTS partner Bin) @, FONEREL T, Fr
DA REIE R T — 4057 A AMEANHERR BT TR IR 22, LSt B 2R R

A R A U RS2 WO HERTIR & A SR AT BIRE— B8R, — P PR =50 AT o

2.14 &H HE, BRBRRERBRKRT
e, BSZAEER, WEANIZIm . BT PL AR H U A
R — e E=EAZL, (HE case EmEA—F:.

F— case HFZ&— ocean container A w], A1) CEO & FEIBIK |, A EAEIBIRZ Ariks)—uLk
AR LR AT

A PRE M H BT 2 7 FTEE AT\ k4381, custmer/product/competition/company, 2R Ja R E AT,
XL AT ML EBAN /2 explosive growth. R A5t 46 A new industries, Fir PAESE T/ — F AT A F
capabilities/expertise, & & I ELETE K AR AN T F1 customization, FBMRLLAT L 7 ZIX LLlg 2 Hh
brainstorm —F, aviation/military/construction/aircraft carrier jziF R 2w K #8417

% A case, profitability, 7% J5 1t —> meat processor FJiF FF&, UL ETF, R4 BERIERE? Ak
TR T BLFY case, fH & & MRV R TR, THE A K challenge 3%, ask why / what else, —E ik
FrA IR R HE R, 1 HASER™N, Brili)s case #BBA MK .

N JE A SRR http://www.yingjiesheng.com 15 73 32 W



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

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

HMZE A case B T, RELRNIZE 2 HzAaSdkT. MATFE 2. 3 5iaiie &5,
SRIGIBHINE, NEE 4R, 3] final round T . J&3E final round, 5t M1% be more creative, forget about
framework.......

2.15 HEBENARRSZ
AREM T, SFRE ATK LM HEE— AN T LBEES S AT,

AL A =R, J5F 30 040 paper case, JffifEs (FE—ikE4gt B, ANEeH PPT) , &
Ja 25 WA~ partner fi presentation. %4> £ case & —~#L8¥) profitability improvement [7] @, 5¢T
— MR A m RIS, A RES R, IRFARGE, HAE B RIRE IR N, XA A E H A
A AERR L, DA el B i i . FRAZSCH — > 2x2 BIAERE 3 HT T customer (43 B/N4ERE, price sensitive
A1 quality sensitive) fil competitor, 4R J5 % 2 wlEAT € A7 CHF SE BRI AR R SR 2.0, 2R 5 A revenue
AT cost K AT BAK ) profit.

YR IEAK, (HiE4 partner challenge 75 HL#1S . IEIL H AURAE Revenue b, S5 4T% quality
sensitive (1%, FAJMNESL AT turnover 2, T-25i#% partner challenge... i turnover 3%
AR SS o & ... AR 5 TR I crew $6HE(R], SR/ partner X ULiX AL INECA T blahblah. %A f5
PR — %, &Sm0 75 g, LI price sensitive I P, THEIMNNIXFES A&
N T JE AR E A7 ARG TRk 2 IS A %A quality sensitive 1 customer BT T #ZU 8 GF..D .

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

2.16 R/RE—HEEZ

— [HIWR, 5t A2 i case T, 2 — M E L TH 3 , case & kT —A 5 hifiE & T 113711 market entry analysis,
AR A AR T, Frbh T RREAR D, A il B NRGF, HEAH g, e 7—14 4C
ff] Framework, #RJ5—ii— s Hr, 53X market entry 1) advantages il disadvantages, #X
Ja ¢ i recommendation.

A case & A1— principal TH K, AXT R tough — &, iXA4> principal +& % i avaition industry 1],
FirLL case = g2 Ml aviation AHICHT 7. B Ste —A> market sizing, RIS ALETESE ZHIAMIE, K
WMea 2/ bRinE, RGN AREK strategy, F/& M competitors #l clients NF, SRJE0H7
Revenue and Cost 15 i} profitability. Competitor 1)1 %25, O&D market 1 Transfer market, L&
subsititude, it m M, clients h[F# . Cost [F1&E AT 4P ULHT, #i& variable cost il fixed cost
J718, Revenue [i% 43 HiZE, airplane operation related revenue #1 non-airplane operation related
revenue, FHAUESEHE, T RBUEW, ZTW, PHBESE. &4 H strategy.

PN B AR ) T — 2% behavioral question, miA——#5R T, L85 R
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2.17 2012.11.4 43R pretalk MR EEZ

lz 20K 1. o o
PRI, ANHBUE, — RIS, SRR, — LHIRIEARI, (HRAX

kSR BN, A i challeng 15, M 223] A4 . FLSCERCE RIMR™, K
HUHLEI T, (ERAAT B

HT3HA consulting S22 4811, Z ATAEAE R G mALAe, Al 34 % consulting. 2 J5 X
i) ¥ three reasons why they should hire me

SR G A& market size ) case. Wi SR ERBEATI, BT UABA T LERAS H — AN T CBD Hh[X
[T 2 B5E 5 B 1) revenue

|z BKH), B/ BEREMA. . o o EMITERKIERZ RIS R, . .

SARULR, [RARVEIS W, AR IMERE—SLI L RIRBRE A R H, H2ibSEARE
CLHITR] BT« — /2 case interview FL 145 55 4 #E %, I B 46 B B AR MEHf 47, 22/ DIRAZIXAE - - o fi assumption
RIS — 5 B &, IR 2 /5 B AT DU assumption 7, flAT1E S 10 why, B4R R HY
assumption # J5 B 4H 1) assumption. HSCILEEC 5 case interview it PR 4 flvS Y TN revenue
LA IR

WSS RN, SRR, Ko, AEGR—HELEK.
2.18 ATK By PTA @4

AR FT ML T ATK, ERE—RBETHERRARE T CHR R RHE IR, D ~
Jose HR WA REY, W 7 — FEE, W3R8 BT % P45 manager.

o7 —4x manager 1SRG T, SoRUE HIRNA, R IIRIRECRE — /MR AR SEMEE, REHiR—
T8 13 B AN LR (R 7 — AN, AR5 in) B T3 32 A A g4 mT ARR WL, SR UG R A F 1 IT RGen]
DL (N7 S

o %>, manager ITRHITEULA T — MBI BIFREBAE, 24K desk research.

JARPFAETE R, BRI, 4 manger HF 7 UK 7, SiHIX AR nice B manager 25— R AT R L1 K
BAR—N/INE task, IR— TEBREAR, WAERXTHRREIEIE.

WERMEB T mifie 7, SRS, o o FESEMERA R~

2.19 EEEZ# RP, ATK =% failed —Lt RIS 4A TR FE LR /NBR

BHAHE HAfE N ATK UEE TAIZSHE, §hi, BENAERHE.IUR A CEmTE =% 7T, IE
KW 3| Director 3£ A B 3E/E, 1RRl, ASid whatever I, AT FEM 9 AEE| FJE, FEAWE 4%
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AR E N, AR Re AN AL LL an st 56 42 %A pre-talk iX AR ...

1st round: FX 1) st round & LTI, ASZRME, KME30 8 E 4. HHE & consultant, A& HR X fUdk ELE 4, A
SERZZMIRN . HEAR 20 /3B ER RIS, 10 AL, —HIEMEN A THCCE s, URMHIER . AR5
] (P52 A4 consulting 2 2811, 2 JE ARt AN TET 7 FRARIG I H 256542 7 (2 A e A A2 HR, 2 J kil i
Hi%, A consultant BF5F) . KNI RS Sales and operations planning ) consultant 35 H ... % J5 5l ie] 7 %
XA AR, R0, BARE T A4, RCRIT, &z 2 JEIEA S mini case, XSS A LRk 58 4 AN B AT
2, BRKTRIAM), BEHRT. 9 ANFEHET.

2nd round: 2nd round still LTI, RICiE, %5— consultant,5i{EL senior /5. 2 A email confirm T B [a], K AMhE
Jent, dEEAT, iEIRE JLANKT A options. B AT LA, KA 50-60 e, XA HIRANHEW RS T, A
A2 B AR ARE 2R T, W2 19 —LE procurement, supply chain management (4008, FRAEIA4, 2L
1), XNHIEFTRRK . BaH—A0 case, N2 IRAME, T H 2 how many personal computers in shanghai?{##x
() market size @ H B, THAARTEAGRNE, ZEAFES KM MO EESEEET 0. RIEFXFEE
REMREE MBS L T, R 1R A CRUERTHE NG, BB —E EIRE %, (B2 B4 2% iy
7. B O R ESE LB, FEEE AR e ), R E R .

3rd round: X /& W par Bifm %6, tAEH tough F—%. LJEPUE E 10 S57E ATK KA %, B T)E, HR &
RE)—ANGEE, BEHAE—GHN. H—S0R, FidEZ 35 9k, &I, M2 — sourcing strategy
i) case, EAAAIEA T, 1HIZEIFREA A steel forms 1), ASART acquire T A A4b—"NAH], WELEX 7 7
HEH2I T Nz, BEZE improve profit. —J% 35 TIZESCHERE, — AP —FE, SFRE. SFEIRE, B3
AFE R, o, BER strategy, TIgE N, A AER T, RIEMRERKIREZ, WFAIRL, P HSL
case, L) Hath2d ek, ©f & MEK gdp < BEHIEIEF 2. ERE 1 /PR NEF ORI, =5k ppt,—k
I HIARA 4, — 5K 2 market F1 segments, — ik @& # A4, RIEEBSUEER . —/ NG R ppt 2/
W= presentation 10 73 8h, A HANEIREILENR . 2GBTS AR 22 1) .,

XA case fise ), EIEIECKI/NEE. B FRAE A excel Zik. ZATFEMWTFHNHE..—IL 7 4 task, 51> task
THH 4-5 NMEE.ERE N, XEE RS 2D 28 NMEEER, HAiR R — email (945, /& base 7£
H O R B B AR TR B A2

excel 58 1 A2 i 51 T ...face to face interview,F SCHT, JERTLL, 15min, A2 AR R FE K. Z BT case Al excel
S atk final EFE. L, ARG ERIXD, EEAET, FEASIMKREERKEF1—S85F00

— R/NBAE+BE TR

LA NE VNG, AESEEYIT, I EASR G L)\ XSS, SR EIE 7 5 LA atk TRl i 1)
face to face F155 — 4 5o 40 opor . B R TE0 AN N AS K TT RE FR X RE .

2.excel 723 G, BUF 2o ...

3. B atk RASARANZE, /N IRAT T AR A A i 26 R E S LY case interview J& N & B .. A T
IR CRFERD , FRIBK 23 HBk i O s RS A AR fite SRJ5 M T3 52 A .. /N B AT ] 57
AP AR A LT,

U BT TR BT ATKE 1

=
b
R
b=l
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220 A= PTA RIBE offer BE—THEZE

JA = R PTA. o « S RILE] offer. o o o 2 AT CRIEWEREE T, $tiBpEAER AN S H K. . .
BRI S 7o o o

JA—TF 5 mAAEEINEE. o o o RAZTTEmR. o o EEFAZEFER, BRES, SirEEY T
It AR ) o £ i 21 7 =~

B2 = R o o #ERTE] T IREREA 0 35 8, HO—a A2 A4, o o KETTEZET 5408, A
NSRS TR — A E.

R RNEEETAHM BN o« o UIHH AR, o RS EEM I pretalk, Z AT7EHEL E—HTE
Wr BBC, JESCEGLIEAHE B o o

ZRETSE Self-introduction. « o RE4. o o BLAEJLANEE, Why ATK. . What skill you have. . . #RJ54%k
SR 2 AN A ) cold-call P SEAL. o o XEMXTMIFRMEIZLE R T 1 AMA . o B2 F R 2 case study. - . -
W& & market size IH . o o FUMBEIRE T —i8, —FFUREMTT USRI KEF, HESEMA IR satisfy. o o
UL T AN AN o RIESGE BT, o RIERAEBRAMY T N, (HR MRS e
HehE. o o PEBA TR IR, o o BAEMAMUBARE catch my point. o o IERAMEKRT —T. « « A
i E KRR R T 2 T . o o ARJEABYE T A ARVERURER . o o o WSSER AT HE B o o o RF4e o o
BALRM A S, o o BRI T N8 o il T. o o REHEENER. o o TEERREIE. .
iR o o RBTIEOREEL L NNEAR]. .

G AR R T 2 MBI EE S T Bif. « - o

PS: Hhri @ LM, .

T UL A 23 offer R B NMEIF~~~ KK B REX R~~~

2.21 M/RESEI|EIR, ITEHT~

B KM, SR AR, WAKK, AR, —BEAERRTIANHCERE R, B
LB, HEANSRWA WK, K, AR S R R .

29 S AR Z AW B _EHE IS IR B — K, FEE DY 28 5 4 ATK TR #3837 HL 6 1 < 7 oK o
R R R A, BRSSO B MMORR . A7 S S BE B, GO, T,
WK T . W Sherry, IRV, Wi, HKAR, WK%, RE B IERMEZEEERAF T .

2 Ll W i — IR 2 7 AT AR, ARSI, SRERE R g B, ORI
AL ML RGN, BORMOREGR KT, S ARSI, KT 10 a8 R, A TR AE
Rl Ly, ERERAE I TAF A 2 R e AR N

LT I [A) 20 3 7, B R NS B R K LIRS . — D RIFIEER S 70
FPRAGE IR QI LA 7, EARISE, DU IR AT — L. SR TP RRIE A R 5 KA R

=
b
R
b=l
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AR, WAdE BCG it 4 intern. SRIREGES 1 Lo B N Jm AR T 2 TR 2 H R BIROE AT, ARsee
LM T BRI FR T A RKE R AR BIESN, —ARBZEIR AT M. R KA
WA, TRLREREN, HATEFESI, AR RS 9> — e s, R
I 1o AR BRI R LIRS, AR B R IR F S, RIETT BN
R E A

E AR B S ok, AR, B SRR AR IR, B BORSS K B LRI
Ut 3 A AR R N 1. KM L ggar it Tk e, A2 BERGEE TR
Bilalo N3 NABRFE R G VD R, S AL 1 — MR ATK (AR5, WIS, IR
PR 2 O ALE NSNS o A8 /RA 4 2 TR 228 R b e SR J5 A 1T . A A
YA A SETE A S U R IR SRR ML o IX G ANBIEGK 1, (BESE
A YO R ML 2, LLAE LR AT R 1 LUGEIE L5 HR 4843 H 2 28 S4B H N1k
RIS 43 i L o

At AR T 56 M AR T 53 A0 s ) EAT B BRI, FR Sk 7R . R e A, B
L, WEAR. WK, IAKIIEN, HREHRKT. 3Cm, #HbgEERkE
LA, RS R Aeg s, Wan A BT REERE R~ A 2 HE, A
i Ee R R, MG IL R g office, FTLAAREREI M. IEEEM . ARG
a7 B T 5 1) A, BRS T — RN AE AR AL S ST 7, YA X R AE WL AN 2 T AR AR
SRIGIRE B 1 I AT 2GR P8 ATK 152 3], 10 ol A 7 2% . FRARSLAE 171% SUAR SB Hiit
EHARR R T, ARG R, &K LBRR—TEEs s, BEAEMEZ—/MEUT
[y case 1, REEAEBA AR mock HIfENL FREE L T

EGEE RN, RAE BEE AR REITAEAT 17 U5 B case. oA AH 1t T8 B 3 BILAT D Jod e 22 5t
NE, HAMBUEA LI HEGEIFA T, WAEEMNEE 8T, FEREL, mERTLMSY
HIARZE . W], AN, JABEEBIMANE 1. 7 REZE AR R T, #% 7R E 7.
PRV TE SR AR LK KSR Iz B 53 LU, GHAH v B N ERANE R 1R B SR E e
TRBIIGE TS, Al HOREEA RIS 2T ik, Rl 7 — T &F R amEd %, 2E
2 e R T LRI B AL, 57— T Al e, RIEERENIE A LUAS] 400, BiEA
FAT, ANFEUGE AT RERIR 1 AR 2 BRI, SRS RO ZIE RGBTk . &I EID TRE
BRI RS, HEBE IR EFEHEE, AR Z R REHIA T RIEIRL, 8
PIRAERIFAEEL, S B A R U, POLREIERF 1 a LA # T AR, JEORAEAE, XS R
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ARG AAE T, —BARET AR, SR AR T RIS case, WAH IR
WA, AR SN, JHRIT T, BRI, ORI S E DRI R
%T case RILMEEAT, HIL T —WREFHIR M 2.

BPRIGEEN, U, PWEBCCBIERE, —ZIBl. AFRME, ERERE,
AL LAV DR I e AR . FRIE SRS AR HE 1. R4, EEEEA.

HEORIARF i, ARE Q2R T HE, Xt yy #0240 E BN, HEA Ehit. THE&R
W HODRNERENREE, GRAIERE, REAZIECZENR@. HA KR EXFXAalH
b, B MEE. HARREEASEFI, U Aadk, REBEESD 7. B2,
RE I B B8 FE i S — T LART R REAE I A B AR P, 3230 . WIRERLTS 1.

£ _EHEE R B BREER, (0 IRINERIE B EE 2y, HAREIZ.

2.22 PUREARMEHG R

BAIRN 1. At Ak BEE AT Ak BRI AR ?

IS 2 SR R T O AR A RO T RIR 5 5 45 B A B IR . JRAT OR R “H a2
NG E AP W TARRERAA AT, ZERRE A R AR K 0 R AR, ek B Sl . Hik,
WK B bR o — 2R H BN AN, A HEREE TAE 3-5 45 B MBA. MAHSCIRIE T M3, #45%
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TARE R — D AEJER T, FE0 s 2 IR, A B B 45 T O PR, R —
AP BENRIA RUTE A o

#7317 3.Describe your greatest achievement in the past 4-5 years?

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

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

BLFYHR ] 8. Describe your hobbies and interests?

2.23 BiRRREHE
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HbJik:  http://bbs.yingjiesheng.com/thread-2109133-1-1.html
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CATREIR 2 NSt S8, BMBIRIE T, A BEAH: )

Case setup (facts offered by interviewer):

q 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:
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@ 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 B AR . — R TR — ), B A S8 AE .
SRAR 2 0 et i AR N T IR 5 AR MBA R )

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 BELARAE I SR S s A A, X BRI T cost-profit and 4P framework $2BE— &, LR
AR AR E A AR, oREIZER . RSB E AR, S RS R 7 B A Rl At B T ) ). 249K, TR
FHELEN, — At RS ERST)

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

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

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
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(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

g 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
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serve as your client’s sales force.

PAENEE — i, NERENFIEARESE: )

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
the life of their equipment and have generally doubled OEM recommendations.
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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?

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,
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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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