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Overview



The Oxford Strategy Group

Our History
The Oxford Strategy Group is the premier 
student-run consultancy at the University of 
Oxford. Since 2012, it has delivered 60 projects 
for a wide range of clients across the world, 
including FTSE 100 banks, global NGOs, and 
growing startups. Recruitment is highly 
selective and consultants who join are put 
through intensive training programmes. OSG’s 
alumni have gone on to secure consulting, 
finance and strategy roles at firms such as 
McKinsey, Bain, Goldman Sachs, and Morgan 
Stanley.
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Our Mission
To create extraordinary value

We are individuals who share a common goal 
of making a difference. For us, consulting is the 
business of value creation and we take our 
work very seriously, especially in a world where 
short-term gains are often pursued on the 
expense of long-term success. In essence, we 
seek to deliver above and beyond expectations 
in all that we do.

OSG brings together the brightest minds in Oxford to 
create real value for its clients, consultants and partners.



Male
71%

Female
29%

Business
42%

Humanities
9%

Science
24%

Social Science
25%

Highlights
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Projects
2016-2017

Projects
2015-2016

21 13

62%

Blue-chip 
projects

2016-2017

Blue-chip 
projects

2015-2016

6 0

-

Tech and media projects

Banking and finance projects

6

5

Applicants
2016-2017

Applicants
2015-2016

Acceptance 
rate

2016-2017

Acceptance 
rate

2015-2016

320 124

21% 30%

158%

(29%)

Undergraduate
52%

Visiting
4%

Master's
36%

DPhil
8%

Africa
2%

Europe
48%Asia Pacific

40%

Americas
10%

Client projects (p.9-13) Recruitment (p.14) Consultant profiles (p.15-17)

Revamped selection process and 
new marketing channels

Academy partners (p.18)



Highlights
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“We really appreciated the work done by 
the OSG team. The report has given us 
more insight on [the project scope]… It 

was a great experience to work 
with the OSG team.”

Technology and media industry leader

“Joining OSG was an absolutely 
remarkable experience; it was a 
milestone for my consulting 

career and life.”

Crystal Jiao
(Consultant, HT17-)

“OSG opened my eyes to the true 
nature of consulting - analytical, 

challenging and focused on delivering 
value.”

Dafydd Foster Davies
(Consultant, MT16-)

“OSG is unlike any other society 
you will join at uni.”

Nehal Gupta
(Consultant, MT16-HT17)



Message from our directors

The Oxford Strategy Group has experienced tremendous 
growth in 2016-2017.

This year, OSG delivered 21 client engagements, eight more 
projects than we did last year. We are securing more high 
impact and high quality projects than ever. Our 
clients now include some of the largest firms in the world, 
various fast-growing startups, and numerous industry 
leaders in their respective sectors. Many of them have 
collaborated with us on multiple projects and repeat 
engagements.

Our criteria for selecting new consultants is simple. 
Principally, they must have the capacity to deliver excellent 
work to our clients. But it is equally important is that OSG 
can offer something valuable to them in terms of training, 
development and community. We take as many consultants 
as we can that fulfil these criteria. We are proud that we 
received a record number of applications this year 
(320) and brought on 68 extremely bright consultants.

To aid the professional development of our consultants, we 
have revamped our academy programme and initiated 
fresh partnerships with external consultancies. This year, 
we hosted McKinsey, BCG and LMC for exclusive 
workshops, and enlisted QuintilesIMS for project 
mentorship support. We offer partners intimate access to 
OSG’s consultants and in return they grant us bespoke 

training sessions that teach our consultants new and 
beneficial skills.

A big area of future growth is in alumni engagement. 
OSG is now five years old – our current cohort of 
consultants have few organic connections with OSG’s 
pioneering leaders. Moving ahead, we hope to re-establish 
these links and draw upon the expertise of our alumni.

In working with our stakeholders (our clients, consultants, 
partners and alumni), our core mission remains the same: 
we aim to create extraordinary value in all that we do, 
and go that extra mile in delivering beyond expectations.

The key message is this: our fundamental strategy is 
unchanged. OSG seeks to be a lean, efficient and 
professional organisation that does one thing really 
well. We never want to grow for its own sake. Let us build 
upon this year’s achievements to keep bringing in
amazing projects and amazing people. That will be 
what defines success for OSG in 2017-2018.

Kwok Li Chen
(Managing Director, TT17)

With thanks to
Jakub Labun and Yoav Segev
(Managing Directors, MT16 & HT17)
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Our stakeholders



In 2016-2017, we completed 21 projects for diverse clients, 
with a focus on strategy work for large corporates and startups
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29%

24%
19%

19%

9%

Projects by client type, 2016-2017

Blue-chip

Startup

PE & investment

Mid-market

NGO

62%
19%

9%

10%

Projects by scope, 2016-2017

Strategy

M&A

Operations

Marketing

Projects by sector, 2016-2017

Europe: 43%

Africa: 14%

Asia Pacific: 43%

Projects by region, 2016-2017

Technology and media

Banking and finance

Retail and consumer goods

Social impact

Industrial services

29%

24%

19%

19%

9%

Clients



We are delivering more projects per term (7), including a 
greater number of blue-chip and international engagements
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2016-2017 2015-2016 Growth

Projects 21 13 62%

Blue-chip projects 6 0 -

International projects 12 4 200%

Key project metrics, 2015-2017

Clients



Our projects are executed over 7 weeks and are tailored to 
maximise impact for our clients (1/2)
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Case study: Market entry for tech disruptor in the cleaning services industry, MT16

Week 1 Week 2

Week 3 Week 4

Project leader structures the case approach; consultants 
are staffed according to their strengths and interests

The team develops their hypotheses and devises methods 
for assessing growth potential in new markets

The team collates its research, revises its assumptions, 
and groups potential markets by attractiveness

Based on sourced data and statistics, the team creates a 
ranked list of new markets and their characteristics



Our projects are executed over 7 weeks and are tailored to 
maximise impact for our clients (2/2)
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Case study: Market entry for tech disruptor in the cleaning services industry, MT16

Week 5 Week 6

Week 7 Impact

The team formulates a methodology for generating an 
expansion strategy for each city

Adapting client data to their findings, the team builds 
pricing, supply-demand balance and growth models

The team details their final recommendations in a deck 
and delivers it to the client

Our client gave our team overwhelmingly positive 
feedback

Our client expanded into all our recommended 
markets within six months

Our client has since secured significant funding from 
major investors



Our clients entrust us with multiple projects and return to us 
for new engagements
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Client 1
Multinational FMCG firm

Project 1: Go-to-market plan for reaching 18-
24 yo consumers

Project 2: Marketing strategy for repeat 
customers

Client 3
Startup incubator

Project 1: Technology investment strategy for 
London programme

Project 2: Identification of industry players 
for new programme in an Asian country

Client 2
Service aggregator startup

Project 1: Market entry roadmap for new 
verticals and markets

Project 2: Formulation of matching algorithm 
and digital marketing strategy

Client 4
FTSE 100 financial services firm

Project 1: Consumer-facing API strategy and 
API ecosystem model

Project 2: Scheduled for Michaelmas 2017

Clients with multiple engagements, 2016-2017

Clients



Our application volume grew 158% YoY as we recruited more 
widely and rigorously than ever
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Applicants
2016-2017

Number of applications and acceptances, 
2015-2017

Applicants
2015-2016

Acceptances
2016-2017

Acceptances
2015-2016

Acceptance rate
2016-2017

Acceptance rate
2015-2016

320 124

68 37

21% 30%

158%

84%

(29%)

Changes in interview structure, TT 2017

Combined fit and 
case interview with 

1-2 directors 
(30 mins)

Case interview with 
2 directors (30 mins)

Fit interview with 
2 directors (30 mins)

Independent/blind 
assessment with rubrics

Marketing strategy, MT 2016

Freshers’ Fair

Posters

Other mailing lists

Targeted advertising

Tripled our budget and 
introduced merchandise; signed 
up 1k+ people to mailing list

Reduced due to low exposure

Ramped up due to high hit rate

Introduced for the first time

Single evaluation

Consultants



At OSG, we recognise that intellectual diversity is essential for 
the generation of unique insights and the creation of real value
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Undergraduate
52%

Visiting
4%

Master's
36%

DPhil
8%

Consultants by degree type, 2016-2017

Business
42%

Humanities
9%

Science
24%

Social Science
25%

Consultants by course type, 2016-2017

Note: 1) Including MBA, MPP and MFE students, 2) Including 4-year courses (e.g. MEng in Engineering Science)

1

“I very much liked being on a team with people with 
different cultural and professional 

experiences.”
- Consultant (MPhil in Politics)

“It has been such a privilege to work with 
people from so many different backgrounds 

who have so many interesting points to make.”
- Consultant (BA/MBiochem in Biochemistry)

“OSG allowed me exposure to high-profile clients 
while working with some of the smartest people 

in Oxford.”
- Consultant (DPhil in Chemistry)

2

Consultants



Africa
2%

Europe
48%

Asia Pacific
40%

Americas
10%

Consultants by region, 2016-2017

However, we have to actively improve the gender diversity of 
our consultant pool and maintain its regional diversity
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Male
71%

Female
29%

Consultants by gender1, 2016-2017

Male
74%

Female
26%

Consultants by gender, 
MT16 & HT17

Male
67%

Female
33%

Consultants by gender, 
TT17

Note: 1) No statistical difference observed between female and male acceptance rates; our goal is to increase the number of female 
applicants through outreach to OxWIB and other women in business groups

Central & 
Eastern Europe

17%

Northern 
Europe

7%

UK & Ireland
54%

Western Europe
22%

European consultants by sub-region, 
2016-2017

Consultants



Our consultants undergo rigorous training sessions and 
subsequently move on to prolific career destinations
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“I study Economics and Management and have
learned as much about business in OSG as I 

have in lectures and tutorials”
- Consultant (TT17)

Typical academy schedule

W2 Introduction to problem structuring and 
consulting as a team

W3 Content workshop with external consultancy

W4 Consulting skills workshop with external 
consultancy

W6 Presentation skills workshop with external 
consultancy

W8 Final presentations

Example career destinations of recently 
graduated consultants, 2017

“…you learn skills such as public speaking and 
teamwork that are later indispensable in life 

but hardly taught at university.”
- Consultant (HT17)

“OSG was a great opportunity to apply and develop 
important skills that are transferable to each 

stage of your professional career.”
- Consultant (MT16)

“The exposure to real projects coupled with the 
friendly work environment make feel much more 

confident in my future career pursuits.”
- Consultant (MT16)

Consultants
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Exclusive workshops

Project mentorship

TT17

MT16

HT17, TT17 TT17

Impact

My “dream 
company” is 
McKinsey1

(before workshop)

My “dream 
company” is 
McKinsey1

(after workshop)

28% 40%

Note: 1) n=47

“Really enjoyed the training sessions 
organised by BCG and LMC.”

- Consultant (TT17)

“I was very happy with the quality of 
workshops run by invited companies...”

- Consultant (HT17)

“The McKinsey workshop… was the best 
part of my OSG experience this term!”

- Consultant (MT16)

We offer our partners intimate access to OSG consultants 
through exclusive workshops and mentorship programmes

Partners
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Alumni engagement metrics, 2016-2017

20
alumni reconnected

16
alumni mentors registered

1
alumni project

As a young society, our alumni engagement initiatives are still 
relatively undeveloped – this is a big area of growth for OSG.

While we have made progress in our engagement initiatives, 
we hope to innovate new ways of connecting with our alumni

Alumni



Enquiries:
info@oxfordstrategygroup.com
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