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TODAY’S AGENDA

INTRO TO 
MCA

CONSULTING 101
Kayla Bradley

INTRO TO 
CASING



THE MANAGEMENT CONSULTING 
ASSOCIATION’S MISSION IS…

“…to provide a platform for recruiting success with 
the top management consulting firms through (1) 
training, (2) mentorship, and (3) recruiting 
assistance by connecting students who will enter 
consulting with students who seek to gain 
internships in the industry.”



TRAINING

• Weekly workshops
• Resume crash course

• Case interviewing 101, advanced casing, etc.

• Behavioral interviews

• Mental math



MENTORSHIP

• Each MCA admit is assigned a personal, 1-on-1 
mentor
• Weekly check-ins

• Support through recruiting process



RECRUITING 
ASSISTANCE

• Relationships with recruiters and resume 
reviewers at top firms

• Historically great placement

• Alumni network



DO YOU QUALIFY?

• People who qualify for Summer 2024 internships
• Current sophomores
• Freshmen who qualify for diversity programs
• Diversity applicants identify as Black, African American, Hispanic, 

Latino, and/or a part of Indigenous groups in North America
• Third-year students in 5-year programs



WHAT ARE WE LOOKING FOR?

People of any academic 
background

Fairer application and interview focusing 
on universal problem-solving skills

Logical, structured thinking in 
the application/interview

Your unique thought process, not 
prewritten frameworks

Well-crafted resumes that 
highlight your potential

Achievements over responsibilities



CONSULTING 
101

With Kayla Bradley
Bain & Co.



WHAT IS 
MANAGEMENT 
CONSULTING?

“Management consulting is the 
practice of helping 
organizations improve their 
performance primarily through 
the analysis of existing 
organizational problems and 
development of plans for 
improvement” 



FUNCTIONS

• Business unit strategy
• Pricing
• Marketing/sales
• Financial restructuring
• M&A advisory
• Due diligence

• Consumer goods
• Energy
• Healthcare
• Private equity
• Retail
• Technology
• Travel
• Non-profit

INDUSTRIES

WHAT KINDS OF PROJECTS?



7 – 8AM

8 – 9AM

9 – 10AM

10 – 11AM

11AM – 12PM

12 – 1PM

1 – 2PM

2 – 3PM

3 – 4PM

4 – 5PM

5 – 6PM

6 – 7PM

7 – 8PM

8 – 9PM

9 – 10PM

Monday Tuesday Wednesday Thursday Friday

Team meeting with partner 
on financial model
Client meeting with CFO + 
finance organization

Internal meeting with expert 
on product development

Team meeting with partner

Team meeting with senior 
partner on financial model
Client meeting with CFO + 
finance organization

Team check-out

Client meeting with product 
team / check-in
Team meeting with partner 
on product development

Team meeting with senior 
partner on product dev
Client meeting with CFO + 
finance organization
Client meeting with product 
SVP
Internal meeting with expert 
on product development

Team meeting with senior 
partner on product dev

Client meeting with product 
SVP

Team check-in

Internal meeting with expert 
on product development

Client meeting with CEO on 
product development

Team meeting with partner 
about project close-out 

Team dinner

Team check-in

Team meeting with partner

Cross-team meeting

Team meeting with partner 
about project close-out 
Team meeting with partner 
about project close-out 

Team check-out

Client meeting with all SVPs

Office meeting for upcoming 
staffing opportunities

Team meeting with partner

Client meeting with sales SVP
Office lunch
Coffee chat with office 
colleague

Team meeting with partner 
about project close-out
Team meeting with senior 
partner for financial model

1 hour meeting

30 minute meeting

Project details:
▪ Growth strategy for healthcare IT client—goal to double revenue in 3-5 years
▪ Workstream – financial modeling and sales “go-to-market” strategy
▪ Key stakeholders—CEO, CFO, SVP sales and product
▪ Key meetings for the week—CEO read-out about entry into an adjacent market

WEEK IN THE LIFE



INTRO TO 
CASING



WHAT IS CASING?

• Consulting firms ask you to solve a “case,” or a mock business problem

• Based on real projects, often that the interviewer has worked on (BCG/Bain)

• Business background not required, but knowledge of business terms is

• Start by presenting a “framework” to solve the problem
• Most important part!

• ex) Should Company X acquire Company Y?

• Frameworks: “I want to look at 3 issues. First, what is the stand-alone valuation 
of Company Y? Second, is there synergy between our two companies? Third, 
what’s the feasibility of initiating this merger?”



MECE

Mutually exclusive (items can 
fit into only one category at a 
time)

1
Collectively exhaustive (~all 
items can fit into one of your 
categories)

2



WHY IS IT IMPORTANT?

Is it collectively exhaustive?
Is it mutually exclusive?

Which macronutrient (i.e., carbohydrates, protein, or fat) is the most 
conducive toward growth of this newly discovered bacterium?



WHY IS IT IMPORTANT?

Much better…



SAME CONCEPTS IN BUSINESS!

• Your client’s lemonade stand is losing money quickly. What factors would you 
consider in solving this problem?

• My Framework:
• Revenues

• Pricing

• Expenditures

Is it collectively exhaustive?
Is it mutually exclusive?



SAME CONCEPTS IN BUSINESS!

Profit

Revenues

Number of 
customers

Revenue per 
customer

Cost
Fixed Costs

Variable 
Costs

Much better…



NOW IT’S YOUR TURN…

Our client, Coffee Kingdom, is Italy’s leading coffee brand. Coffee 
Kingdom does not have significant international presence. 
The client has always spent heavily on marketing and is known as a 
trendsetter in the coffee market. 
Given the saturation of the Italian market and fierce competition from 
other domestic brands, the client is currently considering entering new 
markets (i.e., new geographies). 
How would you determine which new market (if any) Coffee 
Kingdom should enter?



POTENTIAL ANSWER

• “I want to consider three factors…”
• Opportunity size

• Market size and growth for each alternative

• Margins we could expect to earn

• Potential share

• Competitive landscape

• Customer tastes

• What percent of people would like our product in each alternative?

• Ability to serve

• Distance from our factories

• Taxes, regulation, etc.

• Manufacturing capacity


