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Consulting Prep Workshops 
Session 6: Get the Interview 
Symposium Readiness, Cover Letters 
 
July 8, 2017 
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Capture Consulting Offers – CCO Core Dates 

Session Date Topic / Outline 

1 
3/11 

TODAY 
Kickoff – Consulting Job Search Preparation 

2 April 1 Strategy – Positioning, Key Messages, Elevator Pitch 

3 May 6 Get the Interview: Resume Deep Dive 

4 May 27 Prep Check #1 
Get the Offer – Experience Interview Foundations 

5 June 10 Get the Offer – Experience Interview Deep Dive 

✪ June 24 BCC Symposium Training (Watch email for communication) 

6 July 8 Prep Check #2 – Completed today 
Get the Interview – Symposium Readiness, Cover Letters 

7 Aug 5 Prep Check #3 

8 Sep 9 Prep Check #4 

9 Sep 30 Prep Check #5 
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TO REGISTER FOR PROGRAMS AND 

ACCESS SESSION MATERIALS AND RESOURCES 

GO TO 

www.archcareerpartners.com/bcc-2017 
 



Today’s Agenda 

①  Symposium: Keys to Success 

②  Cover Letters (Yes, time is NOW!) 

③  Mindset, Pitfalls, and Priorities 

④  Gearing Up: The OCR Experience 

⑤  Wrap-up / Q&A 
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Overview – How Firms Assess 
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Networking 
Interaction 

Resume 

Cover Letter 

Essay 
Questions 
(other firm-

specific 
elements) 

To get an 
interview 

Case Study 

Experience 
Questions 

Fit 

Other Firm 
Specific 

To get an 
offer 

One word: 
RIGOROUS 

Contribute to 



Capture Consulting Offers 
Symposium: Keys to Success 
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What is a successful outcome of Symposium? 
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Extend your knowledge about your target consulting firm(s) 

Identify additional consulting firm(s) for your target list 

Assess your fit with consulting and key message readiness 

Develop relationships with consultants for further outreach 
and advocacy (a beginning place) 

1 

2 

3 

4 



Yes, the BASICS 
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HANDSHAKE 

VOICE CLARITY 

EYE-CONTACT 

POSTURE 



Building Advocacy: Initial Thoughts 

 

"You can make more friends in two 
months by becoming interested in other 

people than you can in two years by 
trying to get other people interested in 

you.”  

- Dale Carnegie 
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Building Advocacy: Advance Preparation 

Key Action Items 
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# Action Explanation 

1 Do your 
homework 

•  Review firm information (from online resources) 
•  Be clear about consulting/consultant role 

2 Prepare your 
messages 

•  30 second (OR LESS) background summary (e.g., 
Elevator Pitch) 
•  Companies worked for 
•  Roles/experience  
•  2-3 things connected to consulting you have done 

•  Why consulting? (…is of interest to you) 
•  Why firm? Something to convey from doing your 

homework 

3 Look the part •  Dress (executive-like), polished shoes 
•  No extra baggage 

4 Mindset 
position 

•  Go with confidence and energy 
•  Don’t expect “love at first sight” 

5 Presence prep •  Strong/clear voice, posture, hands, eye contact 
•  SMILE J 



Building Advocacy = Focus on Others 

¤  "Researchers at MIT have found that upbeat people 
who are sincerely interested in what other people 
have to say have natural charisma, and they’re 
successful in negotiations and presentations.  You 
have a serious handicap in conversation if you’re not 
curious about the other person.” 

¤ People hire people who are great team players and 
are likeable – “I want to work with you!” 

¤ Giving a sense of your loyalty – commitment to the 
cause and the person/team/firm – is key in hiring 
decisions 
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In consulting hiring decisions, personality is regularly the 
differentiator because there is no shortage of talent. 



  4 Actions to Build Advocacy 
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1. SHOW PERSONAL 

INTEREST 

 
2. GIVE BACK 

3. ASK QUESTIONS 4. DEMONSTRATE 
VALUE 

ADVOCACY 



    1. Show PERSONAL Interest 

People who talk about themselves (or focus only on themselves) all 
the time don’t get very far.  

¤  Listen to what people have to say and show a sincere interest in 
them.  
¤  Ask questions about their job and family.  

¤  Keep track of what someone has brought up and follow-up/ask about it.  

¤  Everyone is impressed when someone shows they’ve taken the time to 
remember their stories. 

¤  Work to find common ground: 
¤  Similar education and experience 

¤  Similar career paths 

¤  Similar hobbies and interests 

¤  Give compliments (sincerely): People like flattery 
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Advocacy 



    2. GIVE Back 
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Advocacy 

¤  Interactions must be a two-way street.  

¤  In networking, give and take should be equal. 

¤  In the interview process, give more, make the asks in an offer 
negotiation. 

¤  Ways that you can “give” in your interactions with a potential 
connection or hiring manager: 

¤  Share what you know 

¤  Share resources you are aware of 

¤  Offer insights, perspective, and feedback 

¤  Offer your skills and expertise via conversation 

¤  Make a suggestion: Movie, book, restaurant, etc. 

¤  Give appreciation and gratitude 

¤  This is beyond saying thank you 

¤  Give a compliment about someone to a superior/colleague 

¤  Giving “gifts” – does not have to be something purchased 
(could be a referral, time, an article, assistance) 



Over all engagements with a potential hiring consultant, you want to convey 
consciously your intent to obtain the best possible results for clients and the firm 

¤  When asking questions, maintain focus on value to the client and loyalty to 
the team/firm. 

¤  Ask questions such as: 
¤  How would you describe the interaction style of your consulting teams? 

¤  What are your goals and top priorities for a consulting team? 

¤  What is your definition of a “top performer”? 

¤  What does “success” for a consultant look like to you?  How do you expect consultants 
to help contribute to the goals of the firm? 

¤  What is the path that led you to this role and firm?  

¤  What are areas of growth the firm is pursuing and how are you engaging in that? 

¤  What are the characteristics of the best partner you have worked for and why?  

¤  What is your best/most interesting client project? What was your toughest client project? 

     3. Ask QUESTIONS 

15 

Advocacy 



     4. Demonstrate VALUE 
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Advocacy 

Constantly think: how can I add value to this firm and its 
clients. 

¤  In each interaction with consultants, seek to find 5 key 
needs/characteristics/issues. Build you value around these. 

¤  Look for opportunities to contribute information or 
knowledge that is not known.  

¤  Use pivot statements: The other individual discusses a 
challenge or project – you “pivot” from that to discuss your 
involvement with a similar issue/project AND your 
contribution to the solution. 

¤  Real-time problem solving: When discussing a business 
challenge, talk about it/take out paper and start outlining 
an approach to tackling. Begin jointly engaging in 
problem solving.  



Key Actions for Each Interaction 

1. Identify 2-3 professional insights 

2. Identify 2-3 personal interests/hobbies 

3. Deliver 1 compliment about someone 

4. Identify 1 real-time problem solving opportunity 

5. Identify 1 post-meeting “gift” you can give this person 

6. Add to inventory of business challenges/needs (Goal: 5-7) 
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Every interaction with a business colleague should focus on relationship building first, 
advancing your interest(s) second. Leverage these 6 goals to accomplish this.  



Areas of Caution 
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# Behavior / Action Impact 

1 Overstating opinions and knowledge Appear as a know-it-all 

2 Not learning about the person Miss building a relationship 

3 Not complimenting Miss chance to connect to someone’s ego 

4 Not being obsessively optimistic and 
positive 

It is hard to connect with people who have 
lukewarm energy 

5 Having strengths to excess 
Everything in moderation – over the top, even 

with strong, important qualities is a put-off 

6 Not being generous Demonstrates lack of social graces 

7 Not smiling or using humor Not seen as likeable or easy to work with 

8 Showing dissatisfaction with prior (or 
any) role or employer 

Red flag in hiring – may be concerned about 
attitude and motivation to take “any” role 

9 Showing lack of respect for the 
interviewer 

Demonstrates arrogance, not being a team 
player 

10 Talk to much Seems self absorbed 



Capture Consulting Offers 
Cover Letters (Yes, time is NOW!) 
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Purpose of Cover Letter 

¤ Concise synthesis of 
your interest 

¤ Highlight profile 
alignment 

¤ Ability to convey 
focused messages 

¤ Demonstration of your 
attention to detail 

¤ Demonstrate writing 
with impact 
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Keys to Success 

Content: 

¤  FOCUS 

¤  Structure: 
u  Beginning, middle, end 

¤  Leadership, teamwork, impact 

Process: 

¤ Write with pen/paper – then type 

¤ Have others (multiple) read and review 

¤  Format with high quality 
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Cover Letters: Introductory Editorial 

¤ 90% of cover letters (I read) are terrible! 
(admittedly, a possible exaggeration J) 

¤ The writing often lacks clarity around key messages 
and tends to ramble. 

¤ Poor cover letters demonstrate: 
¤  Low ability to synthesize key messages 

¤  Poor written communication skills 

¤ This is often a very hard element in a job search! 

¤ Take the time to write a reasonably good (at least not 
terrible) cover letter 
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Cover Letters 

Elements for Success 

¤ Always keep in mind: 
¤  It may be true little review is done of the cover letter 
¤  HOWEVER:  The thinking that goes into the cover letter is 

necessary for interview success! 

¤  Focus your content on these topics: 
¤  Why consulting 
¤  Why you want to work for X firm 
¤  Your strengths relevant to consulting AND to that firm 

¤ Guiding Principles: 
¤  Short better than long 
¤  Focused messages better than copious details 
¤  Clarity of information better than scavenger hunt 
¤  Highlights/facts that support your impacts 
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Cover Letters 
Letter Structure – Like a Sandwich 
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Opening 
“Top Bun” 

Middle 
“Filling” 

Closing 
“Bottom Bun” 



Cover Letters 

Letter Structure – Like a Sandwich (cont.) 

25 

Opening 
“Top Bun” 

Middle 
“Filling” 

Closing 
“Bottom Bun” 

Opening 
“Why Consulting”  
and/or “Why Firm” 

Middle 
“Why You” (Strengths) 

Align/firm-specific 

Closing 
“Why Firm” 

Ask for interview 



Cover Letters 

Best-in-Class Elements 
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Element Key Points 

�  Formatting •  High quality, professional look 
•  Mirror the look of your resume – Name/contact info, font 

� Addressing •  Include  recruiter first/last name, title, and firm/company address 
•  Re: not needed 
•  Dear Mr./Ms. Lastname (name of recruiter) 
•  DO NOT say Dear Recruiter or Dear Sir/Madame 

� Content •  The main body of your letter should be ¾ of a page 
•  The full cover letter with Addressing should be slightly less than 1 page 
•  Use concise, precise, and powerful language (don’t write like you speak) 
•  Give examples/be specific – but, don’t give exactly the same detail as your resume 
•  Use powerful language / support with facts 

� Introduction •  State clearly:  I am applying for the Associate Consulting position with Booz & 
Company, focused on the Healthcare practice.   

•  Convey this based on your positioning and the firms organization 

� Why consulting •  Be clear about your individual reasons for pursuing consulting 
•  Connect a personal experience 

� Why firm •  Be clear about your own reasons for targeting the firm 
•  If you have spoken to consultants from that firm, name them AND indicate what you 

learned from them – specifics, not generalities 

� Why you •  Highlight 3-4 key characteristics/strengths valuable to that firm 
•  Use the firms specific language (Personal Impact, Curiosity, Passion, etc.) 

� Closing •  Use a straightforward action statement:  “Thank you for your consideration and I 
would welcome a chance to interview when you are at [School Name] on X (date)” 



The best cover letters tell a story 
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Cover Letter Example 



Capture Consulting Offers 
Mindset, Pitfalls, and Priorities 
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Mindset: Attitude Drives Outcome 
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• You will have the best possible 
outcome  OPTIMISM 

• You can succeed   CONFIDENCE 

•  This is a career path you want  IMPORTANCE 

•  It takes a LOT of hard work, do not 
underestimate  PREPAREDNESS 



Mindset: S&$T Happens 
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People don’t 
return emails 

Event 
dates 

conflict 

Negativity 
towards PT 

student 

Don’t get 
invited to a 
recruiting 

event 

Don’t make 
a 

connection 
in a 

networking 
call 

Call 
someone the 
wrong name 

Expect it will happen and don’t over-
react when it does 



Pitfalls: In hindsight… 
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Pitfall Job Seeker Quote 

①  Resume 
“I have a (potentially very) serious concern with my 
resume.  As of yesterday, I've been "rejected" from 
three different things as a result of my resume missing 
whatever "it" is that it's supposed to have.” 

②  Networking 
“I think I'm going off course in my networking - trying to 
sell a little too hard. The good conversations I've had 
are when I've not sold myself too much and it's been 
organic. Will refocus on those.” 

③  Experience 
Interview Prep 

I received an offer from McKinsey! Thank you again for 
everything you did to get us ready; I know I probably 
wouldn't have worked on my fit stories as much [as 
needed to be successful]” 

④  Stress 
Anticipation 

“I made 1st round with BCG, Deloitte and McKinsey but 
did not advance into the 2nd round.  More than 
anything else, I think my own anxiety prevented me 
from performing at my best in the cases.” 



Priorities: Your checklist 
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# Categories Checklist – High Priority Items 

①    Research 
•  Firms online/reference material 
•  Firm target list – A, B, C priorities 

②    Networking 
•  Event participation 
•  Individual outreach – Goal: 2-3 advocates per firm 

③    Marketing Materials 
•  Resume (making it amazing!) – Finish by July 15 
•  LinkedIn 
•  Cover letters – Goal: Target Aug 1 for drafts 

④    Experience Interview 

•  Resume walkthrough (TMAY) and shorter Elevator Pitch 
•  Story inventory – 10 stories 
•  SOAR outlines 
•  Practice – Goal: 15 min per day 

⑤    Case Interview 

•  Industry reviews 
•  Fast Math 
•  Market Sizing 
•  Case Starts (Hypothesis/Structure) – Goal: 5 per week 
•  Partner Practice – Goal: 5 per week for 12 weeks 

⑥    General Reading •  3-4 publications – Goal: Read 1 hour per day 

⑦    Everything else! 
•  Class: Really process it 
•  Work: Excel 
•  Family/Friends: Find time 

•  Exercise/Health: Focus 
•  Sleep: Get plenty 
•  Project Mgmt: Do it! 



Capture Consulting Offers 
Gearing Up: The OCR Experience 
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Ready, Set, Go! 

¤ Visualize the experience 
you are about to have 

¤ Position yourself for peak 
performance 

¤ Prepare for curve balls that 
might come your way 
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Ready, Set, Go! 
Interview Week(s) Activities/Focus 
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In Advance Day-of Ongoing After OCR 

1.  In Advance of interviews: 
•  Pay attention to emails received – return promptly 
•  Make choices about events to attend – don’t try to do ALL 
•  Consider best interview times for your schedule 
•  Promptly update your GTS information (interview selection) 
•  Visit the Harper Center and Interview Center if not familiar 
•  Prepare your attire: 
-  Suit(s) 
-  Shoes 
-  Notebook 
-  Pens 
-  Other items needed on interview day 

 



Ready, Set, Go! 
Interview Week(s) Activities/Focus 
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In Advance Day-of Ongoing After OCR 

1.  In Advance of interviews: 
•  Pay attention to emails received – return promptly 
•  Make choices about events to attend – don’t try to do ALL 
•  Consider best interview times for your schedule 
•  Promptly update your GTS information (interview selection) 
•  Visit the Harper Center and Interview Center if not familiar 
•  Prepare your attire: 
-  Suit(s) 
-  Shoes 
-  Notebook 
-  Pens 
-  Other items needed on interview day 

 

2. Day of interviews: 
•  Prepare for the unexpected  
-  Unfriendly alarm 
-  Traffic 
-  Rain 
-  Spills 

•  Take advantage of same day sign-ups 
•  Be early to the Harper Center  (45-60 minutes)– consider parking! 
•  Be friendly to EVERYONE 
•  Find a way to be in your zone 
•  Be confident 
•  Take notes after interviews 
•  Send thank you notes same day 



Ready, Set, Go! 
Interview Week(s) Activities/Focus 
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In Advance Day-of Ongoing After OCR 

1.  In Advance of interviews: 
•  Pay attention to emails received – return promptly 
•  Make choices about events to attend – don’t try to do ALL 
•  Consider best interview times for your schedule 
•  Promptly update your GTS information (interview selection) 
•  Visit the Harper Center and Interview Center if not familiar 
•  Prepare your attire: 
-  Suit(s) 
-  Shoes 
-  Notebook 
-  Pens 
-  Other items needed on interview day 

 

2. Day of interviews: 
•  Prepare for the unexpected  
-  Unfriendly alarm 
-  Traffic 
-  Rain 
-  Spills 

•  Take advantage of same day sign-ups 
•  Be early to the Harper Center  (45-60 minutes)– consider the 

parking! 
•  Be friendly to EVERYONE 
•  Find a way to be in your zone 
•  Be confident 
•  Take notes after interviews 
•  Send thank you notes same day 

3. Ongoing interviews: 
•  Keep positive 
•  Build in mental downtime and relaxation/exercise 
•  Get plenty of rest 
•  Be in constant communication (but staring won’t make your 

phone ring) 
•  Follow the OCR policies for rescheduling/canceling interviews 
•  Be ready for conflicting interviews (for second rounds) 
-  Be upfront with the firm/recruiter 
-  Many firms have alternative dates 

•  Continue your practice routine until you have an offer 
•  Follow the best practices of the community (accepting offers, 

canceling interviews, declining offers) 
•  Leverage the Career Coaches for support/questions 



Ready, Set, Go! 
Interview Week(s) Activities/Focus 
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In Advance Day-of Ongoing After OCR 

1.  In Advance of interviews: 
•  Pay attention to emails received – return promptly 
•  Make choices about events to attend – don’t try to do ALL 
•  Consider best interview times for your schedule 
•  Promptly update your GTS information (interview selection) 
•  Visit the Harper Center and Interview Center if not familiar 
•  Prepare your attire: 
-  Suit(s) 
-  Shoes 
-  Notebook 
-  Pens 
-  Other items needed on interview day 

 

2. Day of interviews: 
•  Prepare for the unexpected  
-  Unfriendly alarm 
-  Traffic 
-  Rain 
-  Spills 

•  Take advantage of same day sign-ups 
•  Be early to the Harper Center  (45-60 minutes)– consider the 

parking! 
•  Be friendly to EVERYONE 
•  Find a way to be in your zone 
•  Be confident 
•  Take notes after interviews 
•  Send thank you notes same day 

3. Ongoing interviews: 
•  Keep positive 
•  Build in mental downtime and relaxation/exercise 
•  Get plenty of rest 
•  Be in constant communication (but staring won’t make your 

phone ring) 
•  Follow the OCR policies for rescheduling/canceling interviews 
•  Be ready for conflicting interviews (for second rounds) 
-  Be upfront with the firm/recruiter 
-  Many firms have alternative dates 

•  Continue your practice routine until you have an offer 
•  Follow the best practices of the community (accepting offers, 

canceling interviews, declining offers) 
•  Leverage the Career Coaches for support/questions 

4. After OCR 
•  Take stock in the challenge / competitiveness of the process 

•  Send thank you notes to people who helped you 

•  Report your outcome to Career Services 

•  Get involved with career events as someone with experience 

•  Help the colleagues who follow you 

•  If you do not get the desired outcome, consider your options 
going forward – and build on the OCR experience 

•  Share your notes/feedback with the BCC – interview experience, 
cases, etc. 



Capture Consulting Offers 

Wrap-Up / Q&A 
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Transition:  Preparation to Execution  

 

Activities – now to OCR start: 

① Continue research/reading 
about firms 

② Attend Networking Events 

③ Prepare  applications (resume, 
cover letters) 

④ Practice (TMAY, Big 3 Q’s, EQs, 
Cases) 

⑤ Read, review business literature 

⑥ Conduct Interviews 
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Mixture of 
Preparation 

and 
Execution 

HINT: Use a project plan 



Wrap-up 

¤  Getting on the Job Search Highway can be 
challenging! Especially for consulting. 

¤  Key:  Have a plan – work the plan 

 
¤  Define: Gain a deep understanding of what you 

offer and desire 

¤  Create: Assess the market and define your 
goals, focus, strengths, and plans 

¤  Do: Engage in the right preparation to exceed 
the consulting offer bar 
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Define Create Do 



Concluding Thoughts 

What I’ve learned after 15+ years working in/around consulting 

¤  Talented professionals get offers – and some don’t 

¤  The best prepared going in get offers – and some don’t’ 

¤  That person who looks disorganized gets an offer (or 2, or 3, or 4) 

¤  The person I thought NEVER would get an offer does 

¤  The firm you networked the most with does not invite you for a 
first round 

¤  Your “friends” may or may not help get you in the door…seldom 
can they help you secure an offer 
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With persistence and tenacity, the professional opportunity 
to advance your career is out there.  
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Capture Consulting Offers 

Thank you and I look forward to working together 
over the summer and seeing your success!

-- Pam Schilling 



Wrap-Up / Discussion 

“If I had eight hours to chop 
down a tree, I’d spend six 
sharpening my axe.” 

― Abraham Lincoln  
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Remember: Your End Goal 
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