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BIG ROCK

Type: Interviewer-led | Difficulty: Medium | Function: Product Launch | Sector: Leisure & Tourism | Stretch area: Judgement & Insights | Author: ex-Arthur D. Little

Since climbing was introduced as an Olympic discipline, public interest in the sport has surged, and indoor climbing gyms
have seen a boom in popularity. Indoor climbing has evolved into a highly social experience, where climbers often gather
at the gym’s café or bar to relax, share stories, and enjoy food together after their training sessions.
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BIG ROCK - QUESTION 1

Dimension: Structuring

‘ How would you structure your approach to this problem?

INTERVIEWER « The structure should address the bank’s questions about venue, pricing and marketing, and demonstrate to the bank that the
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BIG ROCK - QUESTION 2

Dimension: Judgement & Insights

Your client has researched some location options and has identified one potential building in a suburban area and another
in the city center. Exhibit 1 summarizes the characteristics of each.

How would you decide between these two locations, and which would you choose?
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BIG ROCK - EXHIBIT 1

LOCATION OPTIONS

T o T

Average size (ground surface) 10m x 15m 15m x 40m
Averag 26m

Popula 500 inhabitants / km?
Buildin Industrial
Month $4/m?
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BIG ROCK - QUESTION 2 o

Dimension: Judgement & Insights

* To select a location, we need to understand both its cost and its ability to drive traffic and revenue. Overall, the suburban location
seems a superior option, but might require bigger initial investment

« In terms of cost, the suburban location is 20% cheaper ($2,400 vs $3,000 per month). However, it is much bigger, so might require a
larger initial investment to equip
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BIG ROCK - QUESTION 3

Dimension: Math

Your client has learned from a customer survey that people have a high tendency to start climbing after they’ve tried it
once. To leverage this finding, and attract a bigger audience, your client is considering implementing a marketing

campaign. The idea is to rent a portable climbing wall to allow the general public to try wall climbing. The campaign will
run on Saturdav and Sundav and the details are in Exhibit 2.
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BIG ROCK - EXHIBIT 2

PORTABLE WALL CAMPAIGN DATA
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Rent / day ($)

Operating hours

250%
10AM - 6PM
10min
2
$30
50%

75%
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BIG ROCK - QUESTION 3

Dimension: Math

* Return = Additional Profit - Investment * The return on investment of this marketing campaign is
o Additional Profit = # new climbers * average gross profit ~30%, suggesting it would be an effective campaign.
per new climber
=  #new climbers = # tried * % start climbing * % your *  We could consider alternative campaigns, or improve this
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BIG ROCK - QUESTION 4

Dimension: Creativity

Your client asks how they can improve the return on investment for the climbing wall marketing campaign.

What ideas do you have to help increase the return on investment?
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BIG ROCK - QUESTION 5

Dimension: Synthesis

‘ What recommendation would you put forward to your client on how best to implement their Big Rock business idea?
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