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The case interview is not an exercise in guessing the correct financial number; it is an evaluation of
structured, hypothesis-driven problem-solving under ambiguity.

✔

Candidates must immediately clarify the mandate, frame the challenge using a clean MECE
framework, state an initial hypothesis, and methodically test core drivers.

✔

Top firms evaluate whether an applicant demonstrates structured composure, logical clarity, and
intellectual flexibility when presented with unexpected data.

✔

Elite consultancies look for 'T-shaped' professionals: possessing deep quantitative analytical rigor (the
vertical bar) alongside broad interpersonal polish and empathy (the horizontal bar).

✔

Brilliant mathematicians who lack executive presence cannot present findings to boardrooms;
charismatic communicators without analytical depth cannot build robust models.

✔

Recruiters evaluate candidates across both dimensions, assessing whether they can disarm a hostile
client executive and defend a complex financial model in the same afternoon.

✔

Interviewers deliberately apply pressure, introducing contradictory data or challenging assumptions to
test how candidates handle intellectual pushback.

✔

Defensiveness, stubbornness, or attempts to bluff through unknown data points are disqualifying red
flags indicating toxic ego.

✔

Successful candidates acknowledge uncertainty openly ('I do not know, but here is how I would test
it'), demonstrating intellectual honesty, coachability, and grace under fire.

✔


