
CASE STUDY 

Interviewer 

The head of an aluminum producer asks you if there is an opportunity to invest in additional production 

capacity in Mexico. Their work consists of producing alloys used in aeronautic construction. At the 

moment, we have collected the following information on the local competitors for this alloy: 

Client 

Competitor 1 

Competitor 2 

Candidate: 

Capacity 

300 

1500 

1500 

Price per ton 

2000 

1800 

1800 

1 suggest looking at the three following factors: 

· Local and international market dynamics

· Client ability to position in these markets

· Assessment of the different scenarios

Interviewer :Great! What should we start with? 

Candidate: 

Local sales 

300 

1000 

900 

International sales 

500 

600 

Local price per ton ($) 2300 

International price per ton ($) 1850 

1 noticed a substantial gap between the international and local prices. 1 can imagine that there are significant 

trade barri ers for this product. 

Interviewer: Correct! 

Candidate: 

We can assume that demand is fully met by local production. The market thus has surplus production 

capacity, creating potential for export. Regarding the export market, what is the level of demand? 

Interviewer: Demand for this product is very strong: the market faces significant shortfalls in production. 

Candidate: 

Noted. Let's move on to the ability of the client to position in these markets. 

There are two key areas to consider: 

· increasing local market share by differentiating from our competitors

· lowering the costs of production to position a new unit for profitable export

ln the local market I imagine price is critical, given the commoditization of the product. Perhaps certain 

non-price factors like responsiveness and on time delivery cou Id allow us to differentiate. 






