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Review Core 

Skills

45 minutes

CSAI

What to test & how

hIQ video review

Practice Giving 

Cases

5 minutes

Use SMART cases

Plan to practice

Answer Your 

Questions

10 minutes

Let’s build 
momentum and 
skills

Training Agenda



You’ll be giving mini cases

Market Sizing & 

Estimation

5-10 minutes

How many 
toothbrushes are 
sold each year?

Quick math

Estimating

Facing ambiguity

Communicating 
confidently 

Mini-Business 

Case

15-20 minutes

Help this company 
launch a new 
product

Quick math

Facing ambiguity

Communicating 
confidently

Chart or equation

Final decision

Full Business 

Case

30-40 minutes

Help this company 
expand and deal with 2 
other issues

Quick math

Facing ambiguity

Communicating 
confidently

Many charts, equations

More complex final 
decision 

Market sizing embedded in business case

✓ 



Cases test four key skills



Be Answer First!

Answer First

• Bring the main point to  
the front

• Use data to engage your 
interviewer

• Apply Answer First to 
speed up your case 
communication



Structure your thoughts with 
breadth and depth

Depth

Breadth

• Expect your interviewer 
to test your breadth, 
“What else, what else?”

• Practice showing your 
depth of thinking with 
Block, Break & Ask



Our client wants to open a bike shop on campus.

Bicycle Shop

Competitors

Direct  
(e.g., bike shops)

Alternatives
(Walmart, used)

What makes our 
product unique 

and will that 
advantage last?  

Distribution

Major Brands
(Trek)

Independents
(custom bikes)

Equipment

Which suppliers 
must we work 

with to be 
competitive?

Financial Goals

ROI
($, time to profit) 

Profit by product
(equip vs. bikes)

What’s our ROI 
goal and how 

does it compare 
to competitors?

Store 
Operations

Store location

Store hours
(normal, special)

Should we 
consider a 

traditional store 
format or a pop-

up?

Employees



Follow the Flow for Your 
Coaching



• You must have both 
elements to fully test 
the candidate

• Don’t stress about the 
math. You have an 
answer key!

Look for Qualitative & 
Quantitative skills



• First and foremost, are 
they engaged?

• Look for Answer First 
communication. Can 
they get to the point?

• Be sure to include a 
little behavioral test 
whenever possible.

• Client ready applies to 
internal and external 
clients

Step 1: 
Warm-up by testing client 
readiness



1. Warm-up



• This is the most 
important step in the 
case

• Turn on your logic ears:
 - “two parts”
 - “my priority”
 - “first, second, third”

• Remember breadth, 
depth and case specific 
thinking

Step 2-A:
Present clearly and expect a 
structured start



2. hIQ Concept



2. hIQ Question



2. Recap: Situation, 
Complication & Task



2. Clarify, Ask for Minute, Plan



The candidate should have a 
plan that lays out their thinking

Main Idea

Block A

• Break – be case specific

• Ask – what data matters? Be thoughtful.

Block B Block C Block D

Facts

Data

Plan



Presenting the Plan (Option A)



Presenting the Plan (Option B)



• Plan – push on breadth 
and depth to see the 
entirety of their thinking

• Words – are they saying 
anything that is unclear?

• Data – what data do they 
need to analyze to move 
forward?

Step 2-B: 
Actively test their plan



2. What about your PLAN?



2. What did your WORDS mean?



2. What about your DATA?



• What was the attitude 
towards the data?

• You need some kind of 
data test

• Have a planned 
beginning and end

• Don’t go down the 
slippery slide of math 
instruction

Step 3: 
Pressure test their data skills with 
specific analysis



3. Test for obvious insights



Handout A



3. Expect to also see deeper 
thinking



Handout B



• Make sure there are several 
insights in the solution

• Having depth to your 
answer key will make it 
easy to evaluate candidates

• “What jumps out to you?” is 
a simple way to see who is 
on point 

• Asking, “Do you see any 
connections to what we’ve 
discussed is another 
option.”

Step 4: 
Look for their ability to find 
insights



• Where does the candidate 
connect the dots?

• Implications should have 
some impact on business 
drivers (e.g. cost increases)

Step 5: 
So what? Integration & Creativity



4-5. Can they make the 
connections?



• Candidates who tie in all 
the data elements 
consistently do better

• Listen for Answer First 
prioritization

• They need to leverage the 
facts and not their 
experience

Step 6: 
End with Data



6.  Integrate and Wrap-up



Training Agenda

Review Core 

Skills

45 minutes

CSAI

What to test & how

hIQ video review

Practice Giving 

Cases

5 minutes

Use SMART cases

Plan to practice

Answer Your 

Questions

10 minutes

Let’s build 
momentum and 
skills



Cases test four key skills



Say specific things

Manage the discussion

Ask specific questions

Role play to build skills

Track the issues

Use clearly laid-out cases



• Organic t-shirt company
• Believes in a “pure” value chain
• Great for testing logic buckets
• Focus on costs and break-even

• Local college cafe
• Business is hitting profit issues
• Candidate needs to sort thru data
• Qualitative handout leads to insights

• Popular place for fun and quick food
• Want to invest in 1 of 3 areas
• Forces candidate to compare options
• Return on Investment (ROI) test

HonesTees

Casual Cafe

Junkyard
Arcade & 
Bowling

Use the case that works best



Scoring will give you specific 
feedback

#fefc

cb 

#fefccb 



Training Agenda

Review Core 

Skills

45 minutes

CSAI

What to test & how

hIQ video review

Practice Giving 

Cases

5 minutes

Use SMART cases

Plan to practice

Answer Your 

Questions

10 minutes

Let’s build 
momentum and 
skills



CEO, Zintervu

davidohrvall

20% Off!
Any Spring Workshop
March, April, May
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