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i AR TR, SR B i ool 55 Hh OB AE, B ARAATTR IS B, R SR At SE it R A SR 1A
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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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FoE. BREERERILE

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|51, il 50 KEZ offer, 75— FHALLK:
5%, W2 % Manager, J&TH 3 % principal, 5 5 % NN

—Ifi online, behavior LLALHE M (HINA, MTAEER, NtAEHE ATK, S maiss, FEmzEN
LR T ;5 case & E A RIBL T EL L oem AREHENRRIM T 04T, ERELHIME S . case LWIEM, L
ZATURI Insights M ESIIRE HIfE

T Onsite, case &> sizing, 115 E—FfliE — R EHETFIHEAM &,

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 =T IHFE A P A L 5

PR HAEE=THFEE T NEOEE NI FERE

N FE=—H 3 Wl x—4 365 K xffi FH — R MEHE T I S %

oA — MBI S L% 2 BIR 2 drivers S2M, WK Gk o FERk. DMAZLTRIR
BUAE, FLrRIT RS . SR TEARR R EL R T, e 14 42PN 4 AR RIS T %2, R RAE
W5, BAXEFREAFER G CaRERA R e, SRR , B —F— kR
TR RE, M EARMIERE.

3. JasEiE

i T E 3B () — P A AR o L Qi A MR LE drivers, 2F TAEPER AR P B Ml lr (R R 78
WA T B IR T

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 /&[F P Te4e /A7) M0 2 switch to 7%, 2hBA1T. MEAH TRZER, FEiESIEEZRTFEE
WATETF, (H2 case BEARLLERF L, W2FHEXTTAT ML insights F &5 wrap up 68 /75

VUi online, A7 2C MIATII7, HURRET (L b 5 NIE BT B AT T 68, LA 5K (20%) AN L (409%6) 22 51 LK
MR . ZiRIA R, drivers 209 APP A5 51 H R R AN ST 7 sURIRE R, X =35 R sUR 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,
BRSO T i T R G REE BRI BRI B, IR A . BEAARCAEIER, 2 E A Insights 1
B

BURZB AR LA, TLHRI Y case A ER/IMKAEA ILAFtL il ) 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

FmyARL, case MFIFAEH 80 M8, ZAifkit L atk, pretalk B —ANEFAEE A E S T — AN A AE NG EIE—
F£ 1) market sizing question, AJEIRIIAIIEE 1. X IR I E £ B BIX 550 k2% . ENRHRT L
BE, AdRWESZASH 2/ NE—NIE pretalk # 3o FIARIIZ (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 M) structure Al word formula, {HJ5 K welcome dinner B TR B P63 M4 IS IR T, INE T structure
PG S B B SN AT BE 2 oM BRI 1) B (B4R interviewer B¢ )5 2 FLAIIR harsh, PRFRHTF 78 84 A L AE
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. first round: —%& video conference, FAKARFH LA NI —BEIRAIE N L IE B skype [HK, AL4F7E VC 2
FAFIREWE, ML, 564 %Aa BRI, midE T =ei4 7 3 /> brain teaser, —4> market
sizing, —> normal case. Ak~ case & EHIFAMMIEN), JoasIK structuring £, T /2458 1 structure
T E it 1

4. final round: 8 ;i cracked the case, 20 7r#fidk ik, &5 —5ximm/iF]. yet another proper case
interview, structuring ¥ e . partner Ui 22 fih ILid % neat ¥) candidate, 1R/E#), {H.0H%01E 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 T IAE|—4r Bt ] structure, FIEREE 1, ARIEHREARAE . M AL pretalk #2 —L%
ARG, BT ZI R B 2 DRSS Kok AR 25 B ZE S B AR AR IX AN NIIE 1 B 2 B4
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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
ST A2 ALFEE, BT 7 HAE A T I H RIS TR 6L excel IRE 12 2. 5 HR £ 3T LT s AT
NIRFEE, AdHEb TN EEEES .

[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 JmAE BBS, KAGESEl: 2017 4F 7 H 25 H
Hidik:  http://bbs.yingjiesheng.com/thread-2109132-1-1.html

BHR e & ke s il g1, 2950, AR
pretalk, 4%, HILAN 4 +behavior questions+ case interview

] — MR UL AR 2 i market sizing, 455 1] T F AL E— AN R A T ERE N RNEE A, BEEMREE, JEoRARAN
A = A R

ZHRE 4P NEERE T

I 7 3 T AT AR DG, # A 7 IR RS ) £ TR D

Lo S, B, o o —iEEERE

2.5 Hi\ ATKearney HY& 16/ o]

AR KT JEAE BBS, KA Al 2017 4£7 A 25 H
Hhlik:  http://bbs.yingjiesheng.com/thread-2109135-1-1.html

1t 57 office % .
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office A K AT AN WHAE I H b o —ILPUEE I 155020 excel H2 581 RS 245 /R —HEBTRIHE/REL [
Zein i — gl N IR E R ppt A THIRA manager VAR 242 HLE presentation —3L:PU/N manager
SOEFEMENT . o BIRIR'E T ffa— a2 ok—1 real case APFl S4B H & BT [HR &

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 EFCERES BN IR K PPT
BRI R LA AE TR HE S G it

o7 AR BORETE BUNBTLTE T H 2 H AT UG R 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 S case fH i 2 12 <5 100 JEFEA ANV E, G alk? » X FiE AN NG

e

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

-

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

TR T B IE NP R B s T
BUa R J& L i

2.7 2015pretalk EZ A H P

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

REAEEI, Bt 15 B
1. why consulting/self-introduction

3
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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 4 surprise, AN, KK 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.

ANEF: wEE TR TER=, PMEBBUTHESE, —ADIREEN, —PREBHLS B %R
AU Rz A

S

Pre-talk (3 H 21 H): 3¢, J&& cv M@iRgY, FRI1/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 1] case interview guide JE##:, 5 T JL K case, 4% —TH M i% profit improvement 1 market expansion
FLEA T RERT LAE B & T IX k.

Case 1: Fbnt(1) Associate F 2T /M it nl T 7 g FH POk, G I b SR IS R0 A2 1R SR
YT . . . 264 cv, Why consulting etc..., case s&— FIEM LA ARG, E BV GA Jb R R 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 T3 ik ARl T T3 1) size MR (Bt i3t i Ja 0807 L
PR 750 fE TR M & k. o UARIEIEIEERAT 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
R —FERE DL R —FEIUE . o o BRI q&a BRI BEAE IR B LGRS A . X — IR S R A o

Final Round(4 H 2 H) : X —#EER . « WREINEIZMEEA, 1kEIACHN office Al LY video, FE—/)
IR /N e — > 15 4381 ) presentation i L2811 q&a FI-+43#1 i) fitness question. —~ partner
F—A principal fREHBEFFER LB o EMITEMFBIER nice EBTEIS A IESH AT LALERSA — 5. case
J2 T AR STV 46 8 o s i AR N R [ T3 B W T AT MERD strategies /N RS, TRIREE T S AR
ARG flip chart T Je/ i Bkl Bt Tl % Seq e B IRE e HIEH 7 mpue 5 EHE
JUHENE YRR P ANAR R T 2R B SN T A risk A cost (KT ARG R sum up T Herh A AT I T =
DAL MEESAS R IRME . 55 11 q&a 1] T AN R R AR IR AT DL, SRJG ST Aa IR, R partner t 2 UK TFEM
BRI T Ay a8 IR ST ov Al why consulting.  #RJE 3R] 1Al ] T LANE A R LA ) | A< 4RI R
B TAD IR BATERA B2 5 By DL AR BN
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AR PR 22 HoAth A R FESAT AT & A HAh B A R A EL, ATK B AI/2 5 challenge FI, —A~/h2 4 intern X4
Z#85)H partner...ik—A4~ intern30 2 & — 4~ 15 4001 presentation I gt LA MR AR TIE,
THAA TE = AN/ (B RTE TH] 23: 30) Wi 2 partner AL N FLIEHT I E FrKig SGBERNE Jb50F 1 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
MRS R, Th— T N %

IS TA] B BRATTZ T OHE T 5 70 e

i office Tk M. —B—2, BTN, AT TAHEIE.
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
FEARE ] e i, 1 4 B R AE S £ /D air purifiers.

EE1 A R 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 R RSN FKBERRE S — MBI, i EASWE? MR TS —EL D2 L, Az, HERM M
B 7 AR S R A R EIEM R R R, HE SEURAUE S, KBRS AR K
AT REAFAGEE, SEEAT W, e, R mdbste 100 G, MBEEELR,

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 IR, BB A SR IR 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.

iR, KEMITLULEFIE, WaA IR, AEENX L. FIEERG S EEERT T .
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anyway, A3 SRR SIIE R ARG E . B IR A E AR KK, IR — R, ARG
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 BBS, KAGKSE]: 201441 H 7 H
Hidik:  http:/bbs.yingjiesheng.com/thread-1820339-1-1.html

Iz At

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

Z R WA —Fs 08 i 06 [ PTATHZ:, " IzVFRT . . - bt BCG ) PTA THRIE tough M.
g,

25

TEHBAA, HR B A a1 75 L )

SR IE FARE S mini case

ik AH 5 advertising industry

NGRS (S R

Z BT HEA T mini case, AN ZNIE THI 15 B4 FE
2.11 11.03.12 ATK Pretalk @£
Foth sk — ML, RIS, FiLRRIETIR. L3, .

HIERTA AN, PR ZEAZ master, FRiiFEAFR. Ramt B RAH, 0 7IRE— ] B
AT A ). R case T, THAE ZRILH P CE . KT RNBLZ A ENIHIE R B 101 case,
AHE . 5 Ja M FRAE T AR, A 7 ORME 3 AN IR, 845 T case [t feedback (positive). FRZEH T .

SARBCORE AN, T E R nice!

2.12 HiF Pretalk

MIRIHEAT 56 HEL 16 pretalk, _EifE office 373 K.
4, — bRk case, market size, 1] premiere beer {11
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Pl S 1 v A demand AT LLA supply Wi, v M demand i, ok A~? approve T X )54k 4:
TS B Ll aoEL, #1 segment 45/ comsume assumption, FIEIEMIIN YT

XU FTEEA R, F idea 5?2

WULAT LAY area 73, R /NI T /NELNATIR, %A 47 2 Ak 21 premiere beer BNl A1, TH B
JIAHAS— ]

X 77 1) A T 2

Fvt o] DU FE 0], S NN S A — ]

AT 2
SO ST, RO RS 3 0B S —
AT 2

k%7 end customer i &% retailer,wholesaler AL bar f14 WL, 1x i 77 — 8 S22 /b a] DL S 4 0]
UF 7, case 45, ARMIERMYELRI B AR 2

blablabla...

pretalk L& ...

P 515 case HIE ) AR 2 7 K ..

2.13 2012 £ AT B/RBIERR I

—/NZ/NIETIRE] manager FIFRLE, IHERAHFESE 7. ARG 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
PARTREIE AR 1 — & B0 AN A HERR BT TH AR ISR 22, s 3 R MR bk e 501

A R A U RS2 WORHERTIR & A SR AT W BIRE— 2B I8 A, — PR =50 R AT

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

#—~ case #FHIZE— ocean container A #], fAIIH CEO & BRI T, A HEIEIBIKZ AI#k3|—ut
AR LR AT

P VRE M H BT 2 7 FTE AT\ k4041, custmer/product/competition/company, 2R J& iR B AT,
X AT ERAS /2 explosive growth. FR Ui A Ht 46 E new industries, Fir PAESG T/ — F AT A F
capabilities/expertise, /& & I Lb B HE AR 19 0 A1 customization, ARMELEAT L 75 ZIX EEWE 2 Bk
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
FrE MR = EE RS, T HSRRM™N, il case #E&A MK,
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HMZE A case HEeER T, REERNIZE 2 HzAatkT. MATFE 2. 3 Biaifie s,
SRIGIBHINE, NEE4RE, 3] final round T . J&3E final round, 5t 5% be more creative, forget about
framework.......

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

AL A =R, J5F 30 2040 paper case, JffifEs (FE—ikEa4t B, ANEeH PPT) , &
Ja 25 WA~ partner fi presentation. %4> £ case & —~#L8¥) profitability improvement [7] @, 5¢T
— MR A R AR TG, A RES R, RSB, HAE B RIRE IR N, XA A = H A
AU AERR L, DA AT SR i . o2 S H—1> 2x2 AR50 # 1 customer (43 N4ERE, price sensitive
A1 quality sensitive) fil competitor, #& J5 % 2 wlEAT & A7 CHF SE BRI AEUR BUR 2.0, 2R 5 A revenue
AT cost K AT BAK ) profit.

POk M BIANK, {H2 4% partner challenge #3545 . FRA& I E £UKTE Revenue |, J&itbn quality
sensitive i %, FAHIMEIR SRR turnover %, T2 5tk partner challenge...i$Z 5 turnover £x[%
R S5 o & .. AR TR e IS crew $eHE(R], SR/ partner X ULiX AL INEA T blahblah. & f5
PBXRH—DHE, E—Hnire i, LM price sensitive 1%/, HE INNIEESATFE
N T JE AR E A7 ARG TRk 2 IS A %A quality sensitive 1 customer BT T #ZU 8 GF..D .

RIEFZIZFET . o « HFEB. « « BT, . . EBHRRESH

2.16 RRE—HEEEZ

— [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—i— s Hr, 53X market entry (1) advantages il disadvantages, #X
Ja ¢ i recommendation.

A case & A1— principal T, FXT R tough — &, iXA4> principal /& % avaition industry 1],
FirbA case £ E 5t & A1 aviation A T . B2 — market sizing, i RIE S —HIHHTE, K
Mef 2R E, Raen B RER strategy, &M competitors #1 clients NF-, S8J5 50 #r
Revenue and Cost 73 profitability. Competitor {1 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 B# 2%, airplane operation related revenue i non-airplane operation related
revenue, HAUESEHE, W 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 @ L

Iz 2K T o o o
PRI, ANHBUE, — RIS, SRR, — LHIRIEARI, (HRAX

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

HT3AA consulting 2224817, AT AEAE R G mALAe, Al 3R 4 %k consulting. 2 J5 X
] #, three reasons why they should hire me

SR G A& market size ) case. FFi IR A SR ERBEFATI, BT UABA T LEFRAS S — AN T CBD #h[X
1 HL 52 Be 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 %, 1 By 46 B B AR MEHf 47, 22/ DIRAZ XL - « o fi assumption
RIS — 5 B &, IR 2 15 B AT DU assumption 7, AR AT 1E 410 why, B4R R HY
assumption # J5 B 4H 1) assumption. HSCILEEC 5 case interview it PR 4 flvS Y TN revenue
fBLir)

AR, HRREEL, K, AZEI—FEZHEK. .
2.18 ATK iy PTA HI£

ARAEFT B MR T ATK, G515 — R T KA RIE T CHN BRI N BRI, BD ~
Jose HR WHGHFTREY, ) 7 — FIE, 3B BT % P45 manager.

it 7<% manager fToRHLIE [, e RFEIEHRNA, REIFHIRERE N EH AR LI WHEN, REHR—1
181 7 R AN R IR At 7 — /N, SR A OG5 A TR AR il AR Bk, AR XM EIEA R IT RGnT
PLAr NI LEB 7o o o

7 —2, manager FTRAE TR T — TR BIFREEFE, Z3RAM—1 desk research.

JARPFAEFE R, WA, %4 manger #F 7 DURERR T, 455RX AR nice B manager 25 =Kk AT R HIH 13K
BAR—A/I task, RI— N EEEAFE, WHERKTHREENEEE.

WERME -+ ffiese 17, SR%A. o o AESEAEAA I~

2.19 EEEZ# RP, ATK =% failed —tZ IS4 /NBR

FA M2 H AN ATK L5 TISH, EEil], BOERAREIE. Jrodk EH Camyes =% 7, I
KY#| Director 55 H 'S I4E(E, R, Aid whatever I8, #EANIFEM 9 HIKE B, FARMH—%
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oA RN, AR ReANAL. LL an st 56 42 %A pre-talk iX AR E.....

1st round: FX 1) st round & FHLTHI, ASZRME, KME 30 8 E 4. HHE & consultant, /& HR X fUdk ELdy, 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 %6
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 HLTH, fRICIE, 55— consultant, 3Ll senior 55, 2 A email confirm T (8], K AR
Jent, JE, iRRGE LN E options. 55 G ARSI, KHE 50-60 ol . XEE AR HE MBS T, B
A2 B AR ARTE 2R T, 2 19— 28 procurement, supply chain management 4R 0T, FRAERIA-4 , [ HEEZ
(1), XAHIETRIRK. BEH D case, AR A, FRHIAH & how many personal computers in shanghai?{& #1
() market size @ H B, THAARTBAGELNE, ZEAFES KM MO EESEEEET A RIEEFXFEE
RE A& AT EL T, REEE CRUENT R SGL, BB — e ER B A4k, (2 B 4L a0 sl
7. B O R ESE LB, FEE 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)—ANEE, BEHAE—GHN. HR—S0R, FidEZL 35 9Kk, &I, M2 — sourcing strategy
i) case, EAAAIEA T, 1HIZEIFREA A steel forms 1), ASART acquire T A A4b—"NAH], WELEX 7 7
HEH2IT Nz, BAEE improve profit. —3% 35 T SCHERE, — AP —FE, JFRE. ZSFERE, HNH
AFE R, o, BER strategy, TIgE N, A AER T, RIEMRERKIREZ, WFAIRL, P HSL
case, L) Hrath sk, ©F & MEK gdp < BEHIEIEF 2. ZRE 1 /PR NEF ORI, =5k ppt,—k
EBRA 4, — 5K /2 market FIl segments, — ik & @4, KIEEBSUERER .. —/ N E & RN ppt 2/
W presentation 10 7341, A R NEIEISNR . 2 G 14 1R 22 v 8,

XA case fiise)a, [HIFE KNG BT KL A excel k. ZHIEHFEM FHNA...—IL 7 A task, FEA 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 B2 i 51 1 ...face to face interview, 1 SC I, IERTLL, 15min, A2 AR FE K. Z BT case Al excel
S atk final EFE. L, ARG ERIXD, EEAET, FEASIMKREERKEF1—S85F00

— /N AR+ R

LA NE AN, ARV, N EASR G &)\ s X EHESS, S EAE 1L T LLEEAS atk A TR % ) 0
face to face FIEE 4t e Ja 0Bl SC.. LB R R FE S0 AN NRFE A K AT RE BRI AL

2.excel 57 G, U2 T8 C1....

3. L atk WUISARANZR, /NG ARAT TR I o o 2. R K EE LY case interview JE /N LS H AN ZF15
B CRFMERD , RIBK 2 LBk B2 AR fite SRS WAl TR & A I /N AT T 5
AN AR LL0E

U BT TR BT ATKE 1

2
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2.20 A=/ PTA RIKE offer B—THEL

JA = R PTA. o o S RILE offer. o o o THIZAIATE SR EUIRTNE T, SR RAERARZS Bk, . .
DUERSEIMES T o o

J—F4 5 mAAERIMBIE. « o o IRAZ IR, o o BREZ ETER, ERES, M EEY T
FiIT DA 8 BF 1] £ HE R T e =~

B =T o o HERE] T HERE R0 35 8, HO—a A2 —nAb. o o KEFENTO%T 5 0%, #if
N RfERA TR — A=, .

HREA RN ETANI BN o o WIGZIEERAR . o PR BRI pretalk, Z BI7EHEL F—E1E
Wr BBC, JESCEGLIEAHE I o o

EFEFes2 Self-introduction. o o RE 4. o o HAJLNE, Why ATK. . What skill you have. . . /540
e G 55 A v /T cold-call (TS SeAB4bl . o o XEPKT IR EIZHE ] T 1 /N8 o #2FRH2 case study. o o o
&S market size (IH . o o FIMREIHE T —i8, —HEE M7 AU SE R AN KL, BT AN 2] satisfy. o .
UL T AT A A — MR . o RJE SR —BOHE. o FRAERAEERAMIL TN, (H R AR AR B Ee
HGME. o o hde TR IR, o o BEARELRAMUABAEE catch my point. o o IER/AMEK T —T. o o« &
o E AR T 2 T . o o SRIEAM UL T A ARE AR, . o o o SR IE A SED . o o o R4 o o
BRI . o o REBAEMRN T AN, o BT o o BREREENER. o o FiEPPRE, o
ZEW. o o SBTTIRMERE 1 AN BEEARE]. o .

I LRSS KT 2 SARIFIRHEES T Hig. o - o

PS: Hhii2 B, .

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

221 B/RESEI|EIR, ITEHT~

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

29 S A KN Z AW E_EHE IS IR B — K, FEE D 28 5 4 ATK TR #3817 HL 6 1 3 7 oK o
R R MR A, BRSSO B MMORR D A7 S8 s BE B, GO, T,
HICK T o W Sherry, SKARPE, bR, #AKMR, P2 K&, e SRR ERILAA T .

2 T E i s ki —HRE 2 AT AR, ARSI, SRERE AR, 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

ELTRZ I [a) 20 3 7, B IR NS B R K AR S . — N RIFIEER S 70
PR GEIR Qe B A 7, TARISE, RO IR AT — L. SR P RIE A e 5 KA R

2
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A, BAdE BCG it —4F intern. SRPRAEGES 1 Lo AE N Jm AR T 2 TR 2 H R BIROE AT, AR
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 BT R, AR, B SRR A B IR, IR BORAS S B LA
Ut 3 A AR R N 1. KM L ggar it Tk e, A2 BERGEE TR
Bilalo N3 NARFE R G VD R, w1 — MR ATK (AR5, WS TiE, %
PR SOOI A LE NN o B /R A TR 2 28 R b mEoR 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 2 AR T 53 A0 s ) EAT B BRI, FR Sk 7R A, RS e A, B
L, WEAR. WK, IAKIIEN, HREHRKT. 3Cm, #HbgEERkE
TArd. RS R aeg s, Wan A BRI . R R LR A 2 ANE, A
M Ee R R, MG IL R g office, T LAAREREI M. B, 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

GBI, AR AR BT A 17 B Ui i case.. 3RS AR AH 1 T8 B PN I 1S Joft B 22 it
NE, HAMUEAZ I BRGR AT, SR B & 8T, RERER, wERT UM
HIARZE . W], AN, JABEREBIMANE 1. 7 REZE AR R TS, #% 7R A7 .
PRV TE SR AR LK KSR I B ) 53 LU, ZHAH v R WX 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
BIRAERIFAEZL, S B A B U, POLREIERF 1A DLE# T IR . JEORAEAE, XS R
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RGN T, —BRR 5AMNAE R, MKALR TRAEPHE A case. MhSAMR
R, R R BRI, SRR, MBI AL, ORISR O — T
%T case RILMEEAT, HIL T —WREFHIR M 2.

RN, U AR, WBOCERE R, —Zlph. AFIOHE, HIFERE,
AL LAV DR I e AR . FRIE SRS AR HE 1. R4, EEEEA.

HEORIARF i, ARE QbR T HECY, WX yy FOR A BN, BHEA Rt JHiER
M HORNEERNREE, GRAIEE, REAZIECZENR@. HA KR EXFX a1
b, B MEE. HARREEASES, U A a%k, REBEESD 1. B2,
RE I B B8 FE i S — T LART R REAE I A B AR P, 3230 . WIRERLTS 1.

fE_BHFE R B R EER, 10 3RINERIE B EREE 2y, HAREIZ.

2.22 PUREARMEHG R

FRIRN 1. At A BEE AT ? Ak BFERAT AR ?

IS 2 LR R O B AR A R IO T RIR 5 5 45 B A BB IR . /R7T DORRES: “H a2
NG EAPRERNE . & TAERERAA AT, ZERRSE I R AR K 0 R AR, ek B Sl . Hik,
WK B bR 2 o — 2 RPN 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 EEN R RUTE Ao

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

BRI 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 [F] 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?

2.23 BiRRRHEEZ

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

AZULTE B A R B, AT A JGE S IS TR — T, 22 PTA M — Fatedt 2ok, ATK
1 PTA HRIEE,

AR, BEORBURRLE T N, S, AR RIRAEH, R — L, Excel PPT 168
cold call #3831 ) — L& o] @A fa] AbBE, — 4 & R N B FE MR R 25 3K, B TR) eSS B R A e T — 1 W SR 22 HE face to face
interview, LU#E prefer FIIFTH] . S ARIERSE LEEE tough, A7 AU 7 THR AR

JANERIRIEE, FRE R, ILFEKRE 42 8, AR e HAE T JA I ] Al i 2
JREE, FRESZEIRE] T 10 48P E: T oRITHR EZE A

— i RRARAR A B AN, SR — G H, AR, A& excel UREITRE, W) 50 205, A5
HE T . Excel MIHSAHE 5/ task, FEREHE| %, LUK sort, filter Thfg, ASRRME, (HEHZEHLE,
g —A task IS ER AR E — 4 email 1CH— NRILEII45 8.

FIEEFEHA S, B8 RS R idis, FHER B s R, X TR RN 5
RPN case, BER & F h ok E TR E LK slides, WANKE, EAEEIX AN OB E T .

W—oU Bkl DUaeh b, KBS ANKE R EFHRARR, ZIRITBIESE— KA 7, HEHE R
(S B T X RBETS N BRATE I BE RN T . mock 582 5 2340k 2 3 Bhist 1] 4 o B SRe 4T i ) i A
B BEMTRE L, VIS G E. AT 4 9% e I FE AR LT R R LA R

=N LR A T, B, S A R 0 — e R 2R g, B kearney A Ath firms ) — 22X H1,
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B TRAWE R HA— ==, EWIRIERMUE case M. Case Hiffefl 1o 3C: AR 2 —MER RN
AR, RO RRAIE TR H IR S, HATRERIER AT A o XA ERITHER R IR value chain 28754, (A
FIREF AR A I AT A, — Bk, SRR & VR DR DR AR IS AT AN s DA AT RE R R A4
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ALK, Bl ER R AN R AT KR T B /N A EE A 2 (3 T -+ B J5 case P SE THIEY At cut
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HRLE improvement; 2 J& A& 4 BN S A WRLE v B s B specificly i) 182 Ak T 5 Bk 2 1 1) 58 388 5 R (1) 52
2 Model f15 A WRLE 75 ZE 2 LRI RI 2R . AN AKX 5 TR AR VG BL s I AR AT AR — 2k, 1y LS A5 1 B 21 S feiX
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12 7 2 K, IEAEREEK, FHLm, —AMEM Lo a4 H B 11 5125 BHRJE pre-talk, FRIEIEFIE 7]
T &G firstround, WFEENHIUIAE, REIESR.

ARKFTEMES—T, 7£ google EA& T n £ pre—talk I/ 2H, 25504, #2242 RKib, sURMEIR 2R,
FrCLsE, —ikEgui £k 1.
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W, K¥, T2t 7 AR . ki s 2 A 4%, b2 J5 /2 F1ik 2 waiting room, 28 )5 A TH /2 P 4™ interview room.
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MBI HMNEGFXD) o fifER: BINEE, Sei—N5 (RS TAERANE, NS E) , A5 ERIE
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% 5. tWEFIATH lovelb [ ZRNACAEH 2 58 wr &, YEHEGELFAR R, ZLRMERA N HLr 1, Wi,
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BRI, HJERAE R EME AR T criticize, FrLA SRS T —F. BEIAEER T, £WHPRES LR
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BRI 3R B H2 3 team work, P FRE A LET T team work, 204, HRMIREABRE S, TRELILETT,
W, T T, BER T —RIBAR . B KRR UTER, 55— ARl fth any more question, i, #4JEHt thank
BT, &G,

ANNEGE: 1. JEEKCPEREL, DARTAIR 7 UEEi — al, IUEECREAT T, IERERERERETT, B A THIX
ADNEKLBEL T o 2« QIEMEBEIEARS, WFaReE 1, Hsompe v Suan /R i o, i (E AL R e —
AT AT, MR. 3. HMBOZAEA R E T AR T, HIug Ve, EAETFEETRALG . mHA A LT
#, FHETIRAER, WEBERIR. FmERRTFREX LK, FEHEIRAEE—T, Lk LEA
ENE P

F=F. BUREBEZERIFRELRILE
3.1 #/RE&E IRC intern EiX AR ARIE

AR R TR A BBS, KAmEA]: 2017 427 H 25 H
HbJik:  http://bbs.yingjiesheng.com/thread-2109133-1-1.html

HR H 1 [ +manager WA ] #8 A2& JeiE H + AR

PIA AR R E BT 2RSS 2, REAAET — M TRURBR THE = x4 2 m g

WA GRS/ N ESER 5 8, SRR 5 B 10 IR E LS R R H

3.2 M/RERGImEA

MFAREN S, WHACKHE, Sl TAR R E PR BATEE W AR RIS AR D J— A
Ko TFGE 01 ARHENY, #b A — A, SUEIRT E RIS A AR . B, BARIX A=,
M2z i fibiviik. pre-talk. —5& 5 —Fe IR SO EE offer, BATRSLARBA T, Tl 4
Xt¥ undergraduate 17 i R RPN 0T KFFEEFR, B — T EPROIFEGZRE TIXAZEA R —
MVEESTERE T, RZAGW . A B 2R B ChE E m— R ER, ANEERRBCEM, WOk 7 KRy
RNl — — SR AU — RO R OB . W7 EADRL B L 8% RE R B TE .
PS. JLERIE B, AMESMOE, B i s 5 #2255 .

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:

2
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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 I 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 BELARAE I8 SR S s R AR A X BRI T cost-profit and 4P framework $2BE— T, LR iA]
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— B, PHREAFIEARESE: )

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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