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Contestants can use the remaining time before the championship to

iIncrease their chances to win

Assemble a team

Define the target characteristics of the team members
Select the members you can trust whose skills complement
your own

Define the roles in the team (identify the leader)

é ‘Z‘ é Level up
your Power Point

~ 22 skills

Install PowerPoint (ThinkCell, if you want and can do it)
Prepare a team template, learn to work with it

Read "Say It With Charts"

Review the available presentations of consultancies (McKinsey
MGI reports) and past years’ contestants and understand the
principles of constructing good slides

Exercise in
ﬁﬁ structuring

Read the key papers on the topic (see McK Business Diving
group), e.g. "The Minto Pyramid Principle"

Exercise in structuring unusual tasks (e.g. "choosing a birthday
present”, "how to become happy", etc.)

] Hone your
|_| presentation skills

Watch the videos of public speaking of TED, Apple, McKinsey
presentations
Exercise in presentations within your team, university, etc.
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Championship mimics the key stages of a consulting project

Develop a proposal for a client using all of the information
o] = Developing a that is available from external sources

— proposal

= for a client

* Phone call with an expert, receive additional information

Preparing from the client and work out early recommendations on the
interim recom- basis of their data and comments
mendations

= Conduct a series of interviews with client employees and
experts, update the recommendations

* Present the interim deliverables to the project team —
heads of the key units of the client company

Interviews and
~| presentation of
0 0 O deliverables

:

S * Prepare a final presentation on the basis of the new data
o N andp resgentin and comments received
fihiad P g "= Make a presentation to the project steering committee,

o el Eee which consists of the client’s top management
mendations
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Championship mimics the key stages of a consulting project

Goal

* Demonstrate to the client your competencies to address
a certain issue and show the expediency of collaboration
to work on the issue

Developing a

proposal
for a client

Preparing Objectives | '
interim recom- * Point thg client to an issue t_hat arose in the company
mendations and the importance of working on it
* Suggest the potential solutions to the issue
________________ v oooeeeooo | = Show the skills of the consulting team for solving the

problem

Interviews and
~| presentation of
0 0 O deliverables

Key tools used by the team

= Search for publicly available information

Diagnostic of the current situation in the client company
Analysis of the practice of solving similar issues

= Team search for solutions

Structuring of early results to arrive at preliminary
conclusions

:

<

T Preparing
r?j,\/ and presenting

ﬁ final recom-
mendations

McKinsey & Company 5



MSW-ZWT462-20180126-LR1wm-r

Second round requires elaboration and definition of interim
recommendations

Goal
=[] Developing a = Demonstrate to the client the approach and impact of
=|(§ Proposal the solution to the issue for the process of approval and
= for a client updating
Objectives
* Remind the client of the issue that is being addressed
Preparing = Show the priority approach to the solution
interim recom- = Show the quantitative and qualitative impact to be
mendations obtained by implementing the approach

= Point to the key assumptions for estimating the impact
= List the questions to the client for finalizing the
Interviews and recommendations

~| presentation of
2 deliverables

Key tools used by the team
* Request the client's comments on the approaches

———————————————— v proposed in LoP

- = Structure and analyze the internal data
To—T Preparin
o ;

~’| and presenting provided by the client
%— final recom- * Team search for solutions

mendations * Model the potential impacts and risks

:
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Semi-final includes diagnostic and presentation of early deliverables

_ Goal
=[] Developing a = Present a detailed solution for the company considering
=|(§ Proposal the client’s vision of the issue
=1|§ for aclient

................ v - | Objectives

* Find out the client’s vision of the issue

Preparing * Adjust the interim solution on the basis of received
interim recom- information
mendations = Work through any additional questions that arose while

discussing the issue

Key tools used by the team

= Laying down and prioritizing the issues for discussion

* Conducting a meeting and finding an approach to
the client to discuss comments and suggestions

= Structuring the information provided by the client

Interviews and
presentation of

* Adjusting the modeled impacts on the basis of new
Preparing information
ifiﬂ'\/ and presenting
ﬁ_ final recom-
mendations
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Semi-final includes diagnostic and presentation of early deliverables

— : Goal
O=)  Peusiping & = Provide the final approach to solving the issue with a
— !‘Oor?g(zzsl'aelnt justification of the impacts and proposed steps for

= |

Implementation

Objectives
Preparing * Remind the client of the issue that is being addressed
interim recom- * Demonstrate the key elements of the approach to solve
mendations the issue

* Show the quantitative and qualitative impact to be

---------------- v obtained by implementing the approach
: = Comment on any questions that arose while discussing

Interviews and the issue

2~ | presentation of

0 00 -
HANAN te lyeiElsles Key tools used by the team

= Aggregation and analysis of all of the client's comments

................ v - | and suggestions

P : * Final adjustment of the modeled impacts and risks
reparing : .

o | and presenting = Development of a strategy implementation plan
(L]

final recom-

mendations
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Quality criteria
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At each stage, the quality criteria are elaboration and communication of the
solution

Content Presentation

~ . Coverage of the key
@ guestions and adequate

< . . P
«>*  choice of the priorities

Logical and clear
structure of the
presentation

Qj

Professional
visualization

@ Deep elaboration of the
Issue and quality

[]
Fv| v analysis

Logical :
. L Professional
and practicable insights o
communication in the E

from the analysis .
@ consulting team
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Key examples of mistakes in solving a case

* Solution is developed for a completely different issue
Q 0O * |ssues are not prioritized or the key blocks are missed
W Stage 1 = Analyses are superficial or not linked to recommendations
* Presentation is not a story

* Conclusion on a slide is missing / does not reflect the slide
content

= Slides are overloaded with information, contain more than one
idea

* Slide format is unprofessional

* Team did not adjust to the interviewer’s type of communication,
so the conversation turned out to be ineffective

* Team agreed to all of the client’s wishes and comments without
seeing whether the suggestions were reasonable

= Presentation did not cover the information and comments
received from the client nor integrate the client’'s expectations

* There were no implementation plan, assessment of the required
costs, impact, and the key indicators of program success

McKinsey & Company 11
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Bad example 1. Example of non-analyzed data does not justify solution to an
ISsue

COMPARING RAIL AND OTHER AIR TRANSPORT MEANS.

For example, let's imagine a trip from Moscow to Yekatirenburg on March 11th, 2015

TRAIN PLANE
PRICE DURATION campany DURATION

(in rubles) ( 5) | les) {in hours)
¢ 2H - 3H
tastest

Z2h10m

cheapest 2 397 - 4 402 3 URAL AIRLINES 775 2h 10m -2h 25

Obwiowsly, the train offers some advantages that plane At this example, Air
rannol Ofr These miy nclige: France - KLM would set
1. bomswod Buifop HENPaBENEHWA (MANEHLEME rOPoaa, 8 tha price ranging from
OTIMT4MK OT CEMONETE -
2 Het orpaswyeHui Ha sec Barama. around 2 000 to 3 200
3.Het gocmoTpa (nokas GuneTa u nacnopTa). RUB

McKinsey & Company 12
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Bad example 2: Narrow understanding of an issue

ITpo6 =
W\ = e ——

Pl

YonrrousocTs
rpazoobpasyomero 1
OCHOBHBIX IPeAPHATbHI
ropoza

IoBrImenne ypoBHS

bezpaboTHnEl

GCI]IH‘:]JIBHM HaANTpAHEHHOCTD
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Bad example 3: There is no analysis that led to the recommendations on the

slide

51 300POEBLE NMONMPAaBHTh, H CTOPOOOM MOSHAKOMHTBLCA.

* Hp e AIIoJiaraceMble

npoieayphl:

Juarnoctuka no cucreMe AMCAT (no menannto
OarHeHTa).

JpeHHDYIOLINA MACCAH.

JleueOHEIe HHTANALKH TPABAHBIE H
MeIHKAMeHTO3HEIE,

['pA3eBEle ANMIHKALHH.
HrnopeduaekcoTepanus, E T.4. JazepHan
OYHKTYpPA.

HeanenayantsHo NogodpaHHEIA KypC
$HEIHOTEPANSETHNECKHX OIPOLeIV]P HA CEeXeM
EO3IVXE.

HuaueHayATEHO N0400paHHEIA KOMILIEKT
NeyeDHOA PHEKYAETYPEL

OunIneHHe OprallaMa no cHcreMe Byga.

[loMuUMO Jle4eHUs, FOCTAM
MaHCUOHATA 3aX04YeTcsd NOCMOTPETh
ropo. 3To MO3BOJUT PA3BUBATHCA
MaJIOMy U CpeiHeMy GU3Hecy B
cepe ob6CcayKUBAHUA.

McKinsey & Company 14



MSW-ZWT462-20180126-LR1wm-r

Bad example 4. Headings do not create a single story

Texuuan oy S Puren > Arsrepranu S Mopepmaun_ STuan 3

T yCTapeBaHWE W YMEHbIIIEHME YMCAEHHOCTM HaceneHua Ha doHe oTToKa MuTenei pabotocnocobHoro Bo3pacra

EITETTD LT D YT YT i Y D
B mupe cnomMaach TEHOEHUMA K 3aKPLITHIO MWW CHaTHIO MOHOTOPOIOB

Tesyuas omyawn  JPursn D Amwrepsatves  JMopepmcapw  fnaw g

oy oy S P> Ao Wonepmn S )

g MUy dH dibBICOHAT W B Hid Y wiaielirs
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Bad example 5: There is no conclusion on the slide

> MpoGriesmo ropona JIPOOREMBIROMBRHATAD befiov MenBefs > MenoBarnas bymara » Fdgun > Wtorn s

-~ ﬁw@wmm$m$w
:% W Hadbone kowypenmob: L

‘ IpoayrT | Profit
Ieaamaoza O
Hasns Kopammua 224 25,1 WOTGEM‘H-
bR fasinrk) TEAATOAOSA
&;'}3&;};&5&;&;}&%@ LiBK-14% < 0 ompacu-22% || KapTom

@
&
Odprrcuan Q
&

KA
w‘

Ceremcenit [IBK 220 33,3

Bripy

Gymuara

+3arpysKa MolmHocTeH<70%

+Bricoxme AC ] %f’h[moﬂanaa
Gymara

#.:IUGIL‘&H. oT BaHka h.;o-c:rcam Hl:]

*K-1 sarpysen =100%

| *OOTHEMEIANNSE HITEPEEK _J

N\ /= _— o i e
* AC = cpeOHHM II0 orpa.CAHJ TJWEW “l‘ Heodxoguma -

. y P gonew i pecmpysmypuzayus :

Net Profit

TMoxynea Basronm Mocxser 2, Isorpm.

IoEpsITHE Ornnme-;l_ﬁ;
NPOIEeETOR moara E EBIT

peanpEaTHE Orcpouxa eamuar % Ha 2 Toga

Fpynma «Hamne

K yIaare

HOpMA = =4

IIpouenTEI I

Ceremcrui [[EK 1,63 9 Boeuiiara 8.3 mupa qonra
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Bad example 6: Excessive analyses

AQMWHWCTDaUMW FTODOAS PEKOMEHOYETCH NPUMEHEHWE OaNBHEMLLIMX MED MO
Yy YLIEHIO BNarococTOAHMA TOpOXaH

STEEPV-ananwz ropoge Cerexa NpweEn K cNeqy:owWM peaynstatam | EWOT aHanuz No3B0NAST YEMAETE CHNbHEIE W CNadkie CTOPOH:! NPOeKTE

BoSpaCT HACENEHHS HWenEHHOOTR NOCTORHHOND HECENEHIAR -Hanwue LBK kak rpanocfpaay e -JBoHOVBACCTE OT COCTOSHMA M NNaHoa
/MEM 2 |Npennps TR pa3eTHa LIEK
7011 -BimaHoe MeCTONCROWEHKE - KYTILEHIE KRYECTES YENCSSYECKITD KEMWTanS
-Hanwyne npsBneXaTENSHLK NEHPOLHDE -Hi=xzr neroyoTRoSHHOOTE ropass
CTapus TovssmEath i narnwsdTos -Hi3«2R 30hperTEaH0aT S MyRHMLMNENEHDTD
g -HanW4He MECTOPOXEEHHA HEDYOHALX NONESHbIX | YTPSENEHHA
008 HCHOM3eMbI s W
W7 SR -Toanep*KE ¥ PEZEHTIE MDSANDEHHMETEMCKHY | -J8aHCLIICCTE DocToRHKA LIBK o
- HHALMETHE KOHBHHKTYPE! MEDOBSEK DHIHKOE
Cosnarie Hogsi paGowi MecT -COS08HHE NPOMBILNEHHIND TEXHONAPKE Ha -HerarHaHos OTHOWSHKS #vmened K ropody
HESEHATES NOLBIRK MOCTORHHDTS NECHHEEHKA (BEXTOR0S DoSHEHNE]
JTlopbaueHHce HE0EPENkHOS BHUMEHHE K YyalEHie Konorideorni oboTaHoEkH (B TH
npofinesse MoHoroponca aEapi]
4] T

[MoTEHUHBNbHEE BO3MONHOCTH PE3SHTIER MoDoOe

#/n CankT-TeTenBypr-hiymaaHog
FesivHrpancrkas, MypmerHckas,
ApvaHrensowol ofinaoma

AaToroBinaHER TpE0oE «Honas
Banosopo-BanmHicE seHaR

oBeCisyIBEET NPOXNOD CYA0E OT St
CrexoKkorn oepa 0o Banoro mops. .
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Bad example 7: Creativity and jokes should be appropriate

McKinsey & Company 18
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Examples of skillfully composed

slides
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At the present time, Gett is represented in 7 of Top 10 Russian cities
Gett presence in the city

Metrics of top Russian cities

Rostov-on-Don

Population, 2014 Population growth rate Gett
000 people Mean percent, 2010-14 presence
12,108 1.3
s 13 7
Coasss | 12 7
B 17 S
T R 04 7 i
T 0 i
S| o1 s
T I 00 i
16| o i
im0 o5 =
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Development Director made preliminary estimates for some of the described
delivery market segments

First mile

Letters/
Documents?

B2C delivery
(mostly food
delivery)

Moscow market
size
RUB bn per year

Moscow market size
Million shipments per
year Requirements for Gett

No estimate

No estimate

* Guaranteed spare capacity in the delivery window

* Handling of returns
50.0 = Cash and bank check management
* Fraud combating

* Handling of returns
* Cash and bank check management

* Handling of returns
2.5 * Good Russian language and presentable appearance
of couriers

* Legal compliance and observance of the law
No estimate * Cash and bank money management

1 Estimated on the basis of current corporate customers of Gett

McKinsey & Company 21
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