
Strategy Manager interview questions
careertips.com.au: common questions and what they're really testing

What to expect
Strategy manager interviews focus on how you turn analysis into a plan that senior leaders will back and
operational teams can deliver. You will be tested on your structured thinking, your ability to influence
without direct authority, and your commercial judgement.

• Process: Questions about how you approach a strategic planning cycle, from analysis through to
sign-off and review.

• Behavioural: Questions that ask you to describe past situations, especially around stakeholder
alignment and overcoming resistance.

• Scenario: Hypothetical situations such as a competitor move or a missed target, where you need to
show judgement under pressure.

• Technical: Questions on financial modelling, data analysis, and the tools you use to test a
recommendation.

• Influence and communication: Questions about presenting to senior leadership and bringing
department heads along with a strategy.

The process usually starts with a phone or video screen with a recruiter or hiring manager. If you
progress, you may be asked to complete a case study or walk the panel through a strategic plan you
have developed. The final stage is often a panel interview with senior leaders, sometimes including a
short presentation and a chance to ask questions about the business direction.

1. Walk me through how you approach developing a multi-year strategic plan
from scratch.
Why they ask
This tests your process discipline and whether you can structure a complex piece of work end to end.

How to structure your answer
A walk-through: start with the objective, then outline each phase in order, and finish with how you
secure sign-off and track progress.

Example answer

“I start by clarifying the question the plan needs to answer, often with the executive sponsor. Then I
run market and competitor analysis to understand where the business could grow or should pull back.
I review internal performance data and financial models to test what is realistic. Next, I draft a set of
strategic options and work with finance to stress-test the numbers. I take those options to a workshop
with department heads to get their input and surface any operational constraints. After that, I write the
plan with clear KPIs and a roadmap. I present the recommendation to senior leadership for sign-off,
and then set up a quarterly review cycle to track results and adjust where targets are missed.”

2. Tell me about a time you had to align department heads with a strategy
they initially resisted.
Why they ask
Strategy managers rarely have direct authority, so this probes your influencing and stakeholder
management skills.

How to structure your answer
STAR: describe the situation, the task, the actions you took to bring people on board, and the result.

Example answer



“In a previous role, the executive team wanted to consolidate three product lines into one
go-to-market strategy, but the department heads whose teams owned those products were opposed
because they feared losing resources. My task was to get their agreement on a shared plan. I set up
one-on-one meetings to understand their concerns, then ran a workshop where we mapped each
product's performance against the wider strategy. I used data from Tableau and financial models to
show that consolidation would free up budget for a higher-growth area. I also proposed that each
department head would lead a workstream in the new plan, so they had ownership. The result was a
signed-off strategy and a smoother transition than anyone expected.”

3. A key competitor launches a product that directly threatens your core
market. How would you assess the situation and what would you
recommend?
Why they ask
This tests your ability to think on your feet and apply a structured approach to a commercial threat.

How to structure your answer
A judgement under pressure structure: pause to frame the problem, outline your assessment steps,
then give a provisional recommendation with caveats.

Example answer

“First, I would frame the problem: is this a short-term price move or a structural shift in the market? I
would pull together a rapid competitor analysis, looking at their pricing, target segments and
distribution. I would also check our own sales data in Salesforce to see if we are already losing deals.
Then I would model a few scenarios in Excel to understand the financial impact. Based on that, I
would recommend one of three responses: match the move, differentiate on service, or accelerate our
own roadmap in an adjacent area. I would present the options to the executive with a clear
recommendation, but I would flag that we need to monitor the next quarter's results before committing
to a full response.”

4. How do you use financial modelling and data analysis to test the viability
of a strategic recommendation?
Why they ask
This checks your technical ability to move beyond qualitative strategy into numbers that leaders can
trust.

How to structure your answer
A technical explanation: describe your modelling approach, the data you use, and how you validate
assumptions.

Example answer

“I start by building a base case model in Excel that reflects current performance and the existing cost
structure. Then I create scenarios for the strategic option, changing variables like market growth,
pricing, and investment levels. I use data analysis to check the sensitivity of the outcome to each
variable, so I know which assumptions matter most. I also pull in operational data from Tableau to
make sure the model is grounded in reality. Before presenting, I ask finance to review the model and I
document my assumptions clearly. The goal is not a perfect forecast but a robust range that shows
the upside and the risks.”

5. Describe a situation where you had to present a strategic recommendation
to senior leadership that was not well received initially. How did you handle
it?
Why they ask
This assesses your resilience, your ability to take feedback, and your skill in bringing executives around.



How to structure your answer
STAR: situation, task, action (how you responded and adapted), result.

Example answer

“I once recommended exiting a low-margin service line, but the CEO was concerned about the impact
on long-standing clients. My task was to either strengthen the case or adjust the recommendation. I
went back to the data and ran a more detailed profitability analysis by client segment. I also
interviewed a few account managers to understand the relationship risk. I then presented a revised
recommendation: instead of a full exit, we would gradually wind down the service for new clients and
transition existing clients to a partner. The CEO agreed, and over the next year we improved margin
without losing any major clients.”

6. What KPIs would you define for a strategy, and how would you review
quarterly results to know if adjustments are needed?
Why they ask
This tests your ability to turn a strategy into measurable action and your discipline in monitoring
performance.

How to structure your answer
A process answer: describe how you choose KPIs, set targets, and run a review cycle.

Example answer

“I define KPIs by starting with the strategic objectives and asking what evidence would show we are
on track. That usually means a mix of financial metrics like revenue growth or margin, and operational
metrics like customer retention or project milestones. I set targets that are ambitious but realistic, and
I make sure each KPI has a clear owner. For quarterly reviews, I pull the data into a dashboard, often
in Tableau, and compare actuals against the plan. If a target is missed, I look at whether the cause is
execution or a flawed assumption. Then I recommend either a corrective action or a revision to the
plan. The key is to keep the review focused on learning and adjustment, not blame.”


