Strategic Briefing

Battlefield:

Siemens is executing its ONE Tech Company transformation through €14.6B in acquisitions (Altair, Dotmatics)
while positioning as global industrial Al leader with NVIDIA partnerships and nine industrial copilots. The
battlefield: translating cutting-edge Al capabilities into shop-floor ROI while navigating IT-OT convergence
challenges that stall 70% of industrial Al pilots.

Your Mandate:

Scale the AL & New Technologies practice by deploying consultants who can bridge the pilot-to-production
chasm, monetize massive software acquisitions through tangible client delivery, and navigate legacy industrial
constraints with C-level credibility.

The Trap (Avoid!):

Leading with internal Al team-building credentials without demonstrating client-facing consulting delivery,
external stakeholder management, or ability to sell and scope transformation programs in competitive
situations.

Probe Themes:

(Consulting delivery vs. internal capability building) (CIient acquisition and business development track record)

(Siemens Xcelerator ecosystem knowledge gaps) (Handling organizational resistance in client environments)

(Monetizing newly acquired technologies (Altair, Dotmatics)) (IT-OT convergence in air-gapped industrial environments)

|-} STRATEGIC Questions (4)

. N

( HIGH )

Siemens has invested €14.6 billion in Altair and Dotmatics acquisitions as part of the ONE Tech
Company program. How would you approach building consulting offerings that monetize these
newly acquired simulation and Al capabilities for industrial clients within your first 90 days?

Assessing: Strategic thinking, business development acumen, ability to rapidly develop expertise in unfamiliar technologies, and
understanding of how consulting bridges product capabilities to client value.

S T A R B

S: At Knorr-Bremse, executive board questioned €8.5M Al investment ROI amid competing priorities
T: Develop compelling business cases linking Al capabilities to tangible business outcomes across 12 diverse business units

A: Conducted rapid assessment of each BU's pain points, mapped Al capabilities to specific use cases, created financial models
with conservative assumptions, and presented portfolio approach balancing quick wins with strategic bets

R: Secured full budget approval and established quarterly value tracking methodology adopted enterprise-wide

B: Would apply same rapid assessment methodology to map Altair simulation and Dotmatics R&D capabilities to Siemens
Advanta's industrial client pain points, creating packaged offerings with clear ROI frameworks

Sample Answer:

Bei Knorr-Bremse stand ich vor einer ahnlichen Herausforderung: €8,5M Budget-Rechtfertigung fur neue
Al-Capabilities gegentiber dem Vorstand. Ich fuhrte eine 6-wdchige Schnellbewertung durch, kartierte AI-
Fahigkeiten auf konkrete Business-Unit-Schmerzpunkte, entwickelte konservative Finanzmodelle und
prasentierte einen Portfolio-Ansatz mit Quick Wins und strategischen Wetten. Das Ergebnis: volle Budget-
Genehmigung und ein quartalsweises Value-Tracking-System. Fur Altair und Dotmatics wiirde ich dieselbe
Methodik anwenden: Rapid Client Pain Point Assessment in Woche 1-3, Capability-Mapping zu Siemens
Xcelerator-Plattform in Woche 4-6, Entwicklung von 3-5 packaged Consulting-Offerings mit klaren ROI-
Frameworks in Woche 7-9, und Pilotierung mit 2 strategischen Kunden in Woche 10-12.

Landmines to avoid:




A\ Admitting unfamiliarity with Altair/Dotmatics without recovery plan
/\ Suggesting 'learning phase' longer than 90 days

/\ Focusing on internal capability building vs. client-facing delivery
/\ Generic consulting frameworks without Siemens-specific context

P
Most industrial Al initiatives stall at the pilot stage. Walk me through your approach to bridging
the pilot-to-production chasm for a manufacturing client with 20+ year-old OT infrastructure, air-
gapped security requirements, and skeptical plant managers.

Assessing: Practical industrial Al implementation experience, understanding of OT constraints, change management
capabilities, and ability to navigate technical and organizational complexity simultaneously.

S T A R B

S: At Continental, 45+ manufacturing plants had legacy OT systems with 15-25 year lifecycles and strong resistance to cloud
connectivity

T: Scale predictive maintenance AI from 3 pilot plants to enterprise-wide deployment without compromising OT security or
reliability

A: Developed hybrid edge-cloud architecture respecting air-gap requirements, created plant manager engagement program
with co-creation workshops, established tiered rollout with early adopter plants as internal references, and built ROI
dashboards showing tangible downtime reduction

R: Achieved deployment across 28 plants within 18 months with 94% plant manager satisfaction and documented €3.2M annual
savings

B: This experience directly translates to Siemens Advanta clients facing identical IT-OT convergence challenges, leveraging
Industrial Edge capabilities to address air-gap requirements while demonstrating tangible shop-floor value

Sample Answer:

Bei Continental hatte ich genau diese Herausforderung: 45+ Werke mit 15-25 Jahre alten OT-Systemen und
starkem Widerstand gegen Cloud-Konnektivitat. Mein Ansatz: Hybrid Edge-Cloud-Architektur entwickelt,
die Air-Gap-Anforderungen respektiert. Plant-Manager-Engagement-Programm mit Co-Creation-
Workshops etabliert, nicht Top-Down-Mandate. Gestaffelter Rollout mit Early-Adopter-Werken als interne
Referenzen. ROI-Dashboards gebaut, die konkrete Downtime-Reduktion zeigten. Ergebnis: Deployment in
28 Werken innerhalb 18 Monaten, 94% Plant-Manager-Zufriedenheit, dokumentierte €3,2M jahrliche
Einsparungen. Fir Siemens Advanta-Kunden wurde ich dieselbe Methodik anwenden, verstarkt durch
Industrial Edge-Capabilities, die genau fur diese Air-Gap-Szenarien entwickelt wurden, kombiniert mit
Change-Management-Frameworks, die Shop-Floor-Realitaten respektieren.

Landmines to avoid:

A\ Suggesting 'just convince them' without structured change management
/\ Ignoring OT security and air-gap requirements

A\ Purely technical solution without addressing organizational resistance

A\ No mention of tangible business metrics or ROI

&

You'll be leading a practice with 40+ digitally native professionals. How would you balance
maintaining technical credibility with this team while also developing the commercial and client
relationship skills needed to grow the consulting business?

Assessing: Leadership philosophy, ability to delegate technical work while maintaining credibility, commercial acumen
development plan, and realistic self-assessment of strengths and development areas.

S T A R B

S: At Knorr-Bremse, grew team from 5 to 62 data scientists and ML engineers across three locations while maintaining
technical leadership credibility

T: Scale organization without becoming bottleneck, maintain technical credibility with senior engineers, and develop strategic
leadership capabilities simultaneously

A: Established technical leadership council of 5 senior engineers for architecture decisions, maintained hands-on involvement in
2-3 strategic technical reviews monthly, delegated day-to-day technical decisions, invested 20% time in business stakeholder
relationships and commercial skills development, and created transparent communication cadence

R: Team grew 12x with 91% retention rate, maintained technical respect (evidenced by successful senior hires), and secured
€8.5M annual budget through business stakeholder relationships

B: Would apply similar model at Siemens Advanta: leverage team's technical depth for delivery excellence while focusing my
energy on client relationships, business development, and strategic positioning—with structured technical engagement to
maintain credibility




Sample Answer:

Bei Knorr-Bremse wuchs mein Team von 5 auf 62 Data Scientists und ML Engineers tber drei Standorte—
ich musste technische Glaubwurdigkeit bewahren wahrend ich strategische Leadership entwickelte. Mein
Ansatz: Technical Leadership Council von 5 Senior Engineers fur Architektur-Entscheidungen etabliert.
Hands-on-Involvement in 2-3 strategischen Technical Reviews monatlich beibehalten. Day-to-day
technische Entscheidungen delegiert. 20% Zeit in Business-Stakeholder-Beziehungen und Commercial-
Skills-Entwicklung investiert. Transparente Kommunikations-Kadenz geschaffen. Ergebnis: Team wuchs 12x
mit 91% Retention-Rate, technischer Respekt bewahrt (evidenced durch erfolgreiche Senior-Hires), €8,5M
jahrliches Budget durch Business-Stakeholder-Beziehungen gesichert. Bei Siemens Advanta: Team's
technische Tiefe fur Delivery Excellence nutzen, meine Energie auf Client-Beziehungen, Business
Development und strategische Positionierung fokussieren—mit strukturiertem Technical Engagement fir
Glaubwdurdigkeit.

Landmines to avoid:

A\ Claiming you'll stay deeply technical in all projects (not scalable)
A\ Dismissing technical credibility as unimportant for AVP role

/\ No concrete delegation or team empowerment strategy

/\ Ignoring the commercial skill development need

-
( MEDIUM )

Siemens Advanta operates as a hybrid between established industrial corporation and digital
consulting boutique. How would you leverage Siemens' industrial credibility while maintaining
the agility and innovation culture expected by digitally native professionals and clients?

Assessing: Cultural intelligence, understanding of organizational dynamics, ability to leverage corporate assets while
maintaining agility, and leadership approach for digitally native teams.

S T A R B

S: At Knorr-Bremse, built AI organization within 150-year-old industrial company while competing for talent with Munich's
startup scene and consulting firms

T: Attract and retain digitally native data scientists while leveraging industrial credibility, navigating corporate processes without
losing agility

A: Created 'startup within corporation' model: autonomous team structure with fast decision-making, modern tech stack and
tooling freedom, direct access to real industrial problems as differentiator vs. pure consulting, transparent communication
about corporate constraints, and established 'innovation budget' for experimental projects outside formal processes

R: Grew team from 5 to 62 with 91% retention rate, successfully recruited from Google, McKinsey, and local startups, and
maintained team satisfaction scores above 4.2/5.0

B: This experience directly applies to Siemens Advanta's hybrid model—Ileveraging industrial depth and real-world problems as
talent differentiator while maintaining consulting agility and innovation culture

Sample Answer:

Bei Knorr-Bremse baute ich AI-Organisation innerhalb eines 150-Jahre-alten Industrieunternehmens auf,
wahrend ich mit Miinchens Startup-Szene und Consulting-Firmen um Talent konkurrierte. Mein Ansatz:
'Startup within Corporation'-Modell geschaffen. Autonome Team-Struktur mit schneller
Entscheidungsfindung. Modern Tech Stack und Tooling-Freiheit. Direct Access zu echten industriellen
Problemen als Differentiator vs. pure Consulting. Transparente Kommunikation Gber Corporate-
Constraints. 'Innovation Budget' fir experimentelle Projekte auRerhalb formaler Prozesse etabliert.
Ergebnis: Team wuchs von 5 auf 62 mit 91% Retention-Rate, erfolgreich rekrutiert von Google, McKinsey
und lokalen Startups, Team-Satisfaction-Scores Uber 4,2/5,0 gehalten. Diese Erfahrung applied direkt auf
Siemens Advanta's Hybrid-Modell—industrielle Tiefe und Real-World-Probleme als Talent-Differentiator
nutzen, wahrend Consulting-Agility und Innovation-Culture bewahrt werden.

Landmines to avoid:

A\ Suggesting you'll ignore corporate processes and 'just move fast'
/\ Dismissing the value of Siemens' industrial credibility

/\ No concrete examples of balancing structure and agjility

A\ Claiming corporate and startup cultures are incompatible

|- DEFENSIVE Questions (2)



(\ HIGH )

Your CV shows impressive internal Al team building at Knorr-Bremse and Continental, but
limited external client-facing consulting delivery. How do you plan to transition from internal
capability building to selling and delivering transformation programs for external clients in
competitive consulting situations?

Assessing: Self-awareness, learning agility, transferable skills identification, and realistic transition planning. Also tests whether
candidate becomes defensive or demonstrates growth mindset.

S T A R B

S: Transitioning from Siemens AG internal role to Continental required shift from technology development to business-driven
analytics delivery

T: Rapidly develop business stakeholder management and commercial acumen while maintaining technical credibility

A: Shadowed experienced business unit leaders for 3 months, took formal training in business case development and financial
modeling, established structured stakeholder engagement cadence with monthly business reviews, and deliberately took on
P&L responsibility for €4.2M budget

R: Successfully managed 45+ plant relationships with 89% stakeholder satisfaction scores and delivered projects 15% under
budget

B: Would apply accelerated learning approach: shadow experienced Siemens Advanta Partners on client engagements in
months 1-2, pursue formal consulting methodology training, leverage 15 years of industrial Al credibility as foundation, and co-
deliver initial projects before leading independently

Sample Answer:

Sie haben Recht—meine Starke liegt im Aufbau interner AI-Organisationen. Aber ich habe einen ahnlichen
Ubergang bereits gemeistert: von Siemens AG interner Technologie-Entwicklung zu Continental's
business-getriebener Analytics-Delivery. Mein Ansatz: 3 Monate Shadowing erfahrener Business-Unit-
Leader, formales Training in Business-Case-Entwicklung und Financial Modeling, strukturierte Stakeholder-
Engagement-Kadenz mit monatlichen Business-Reviews etabliert, und bewusst P&L-Verantwortung fur
€4,2M Budget Ubernommen. Ergebnis: 45+ Werksbeziehungen mit 89% Stakeholder-Zufriedenheit,
Projekte 15% unter Budget. Fur Siemens Advanta: Monate 1-2 erfahrene Partners bei Client-Engagements
begleiten, formales Consulting-Methodik-Training absolvieren, meine 15 Jahre industrielle AI-
Glaubwdurdigkeit als Fundament nutzen, und initial co-delivern bevor ich eigenstandig fuhre.

Landmines to avoid:

/\ Becoming defensive or dismissing the gap

A\ Claiming 'internal is the same as external consulting'

A\ No concrete transition plan or timeline

/\ Overconfidence without acknowledging learning curve

(e

You have deep experience with Siemens AG's Digital Industries division, but the Siemens
Xcelerator platform and ecosystem have evolved significantly since your time there. How
familiar are you with the current Xcelerator architecture, and how would you rapidly develop
expertise in this area?

Assessing: Preparation quality, learning agility, humility combined with confidence, and concrete upskilling plan. Also tests
whether candidate has researched current Siemens strategy.

S T A R B

S: My Siemens experience ended before Xcelerator's full evolution into the integrated digital business platform it is today

T: Rapidly develop deep expertise in Xcelerator architecture, marketplace dynamics, and partner ecosystem to credibly consult
clients

A: Have already begun research: reviewed Xcelerator platform documentation, analyzed the Altair and Dotmatics integration
strategy, and studied the NVIDIA Industrial AI Operating System partnership. Would pursue: Week 1-2 intensive Xcelerator
technical training with Siemens product teams, Week 3-4 shadow 3-5 active client engagements using Xcelerator components,
Week 5-8 co-deliver Xcelerator-based project with experienced consultant, and establish ongoing learning partnership with
Siemens product organization

R: Leveraging my deep industrial AI and Siemens cultural knowledge as foundation, expect to reach consulting-level Xcelerator
proficiency within 8 weeks

B: My industrial Al expertise and existing Siemens relationships provide accelerated learning foundation—I'm not starting from
zero, but closing a specific platform knowledge gap

Sample Answer:



Transparenz ist wichtig: Meine Siemens-Erfahrung endete bevor Xcelerator's volle Evolution zur
integrierten Digital-Business-Plattform. Aber ich habe bereits begonnen: Xcelerator-Platform-
Dokumentation reviewed, Altair- und Dotmatics-Integrationsstrategie analysiert, NVIDIA Industrial Al
Operating System-Partnership studiert. Mein Plan: Woche 1-2 intensive Xcelerator-Technical-Training mit
Siemens Product-Teams. Woche 3-4 shadowing von 3-5 aktiven Client-Engagements mit Xcelerator-
Komponenten. Woche 5-8 co-delivery eines Xcelerator-basierten Projekts mit erfahrenem Consultant.
Ongoing Learning-Partnership mit Siemens Product-Organisation etablieren. Meine tiefe industrielle Al-
Expertise und existierende Siemens-Beziehungen bieten beschleunigte Lern-Foundation—ich starte nicht
bei Null, sondern schliel3e eine spezifische Platform-Knowledge-Gap. Erwarte Consulting-Level Xcelerator-
Proficiency innerhalb 8 Wochen.

Landmines to avoid:

/\ Claiming deep Xcelerator expertise you don't have

/\ Dismissing Xcelerator as 'just marketing' or unimportant

/A No evidence of having researched current Siemens strategy
A\ Vague Tl learn on the job' without structured plan

[) BEHAVIORAL Questions (2)

@

Tell me about a time when you had to navigate significant organizational resistance to an Al
initiative from senior stakeholders who controlled budget and resources. How did you approach
the situation and what was the outcome?

Assessing: Political acumen, stakeholder management, resilience, influence without authority, and ability to build coalitions in
complex organizational environments.

S T A R B

S: At Knorr-Bremse, three business unit heads (representing 40% of potential AI budget) actively opposed centralized Al Center
of Excellence, preferring local control

T: Secure their buy-in and participation without executive mandate, as CEO wanted voluntary adoption to ensure sustainable
engagement

A: Conducted individual listening sessions to understand their concerns (loss of control, misaligned priorities), co-created
customized governance model giving BUs veto power over their projects, established dedicated Al resources embedded in
their teams, and delivered quick-win pilot in most skeptical BU first to build credibility

R: All three BUs joined within 6 months, became strongest advocates, and contributed 45% of Al Center's project portfolio by
year two

B: This experience directly applies to client environments where Siemens Advanta consultants must influence without authority,
building coalitions among skeptical stakeholders to drive AI transformation

Sample Answer:

Bei Knorr-Bremse opponierten drei Business-Unit-Heads (40% des potenziellen Al-Budgets) aktiv gegen
das zentrale AI Center of Excellence—sie wollten lokale Kontrolle. Der CEO wollte freiwillige Adoption, kein
Mandat. Mein Ansatz: Individuelle Listening-Sessions durchgefiihrt, um Bedenken zu verstehen
(Kontrollverlust, falsch ausgerichtete Prioritaten). Co-created customized Governance-Modell, das BUs
Veto-Recht Uber ihre Projekte gab. Dedizierte AI-Ressourcen in ihre Teams eingebettet. Quick-Win-Pilot in
der skeptischsten BU zuerst geliefert, um Glaubwiurdigkeit aufzubauen. Ergebnis: Alle drei BUs traten
innerhalb 6 Monaten bei, wurden starkste Beflrworter, und trugen 45% des AI-Center-Projektportfolios
bis Jahr zwei bei. Diese Fahigkeit, ohne formale Autoritat zu beeinflussen, ist direkt Gbertragbar auf Client-
Umgebungen.

Landmines to avoid:

/\ Blaming resistant stakeholders or calling them difficult'

A\ Suggesting you escalated to senior executives immediately

A\ No evidence of listening or understanding their perspective

A\ Claiming 'I convinced them with data' without relationship building




Describe a situation where you had to make a difficult trade-off between technical excellence
and business pragmatism—where the technically superior solution wasn't viable given budget,
timeline, or organizational constraints. How did you navigate this?

Assessing: Business judgment, pragmatism, stakeholder communication during difficult trade-offs, and ability to maintain
team morale when compromising on technical excellence.

S T A R B

S: At Continental, analytics team designed sophisticated deep learning solution for predictive maintenance requiring €800K GPU
infrastructure investment and 9-month development timeline

T: Deliver predictive maintenance capability within €200K budget and 4-month timeline mandated by business stakeholder
facing competitive pressure

A: Conducted rapid cost-benefit analysis showing 80% of business value achievable with classical ML approach requiring 25%
of investment. Presented transparent trade-off analysis to stakeholder: sophisticated solution vs. pragmatic solution with clear
capability differences. Recommended pragmatic approach with roadmap for future enhancement. Managed team
disappointment by framing as Phase 1 with committed Phase 2 for advanced capabilities

R: Delivered on time and budget, achieved 78% of projected business value, secured stakeholder trust leading to Phase 2
approval 8 months later with full €800K investment

B: This pragmatic approach aligns with consulting reality where clients need tangible value within constrained budgets and
timelines, not perfect solutions that never deploy

Sample Answer:

Bei Continental designte mein Analytics-Team eine sophisticated Deep-Learning-Lésung fur Predictive
Maintenance: €800K GPU-Infrastruktur-Investment, 9-Monate Entwicklung. Business-Stakeholder
mandatierte aber €200K Budget und 4-Monate Timeline wegen Competitive Pressure. Mein Ansatz: Rapid
Cost-Benefit-Analyse durchgefliihrt—=80% Business-Value erreichbar mit klassischem ML-Approach, 25%
Investment. Transparente Trade-off-Analyse prasentiert: sophisticated vs. pragmatic Solution mit klaren
Capability-Unterschieden. Pragmatic Approach mit Roadmap fiir Future Enhancement empfohlen. Team-
Enttauschung gemanagt durch Framing als Phase 1 mit committed Phase 2 fiir Advanced Capabilities.
Ergebnis: On-time und on-budget geliefert, 78% projected Business-Value erreicht, Stakeholder-Trust
gesichert—fihrte zu Phase-2-Approval 8 Monate spater mit vollem €800K Investment. Dieser pragmatische
Ansatz aligned mit Consulting-Realitat.

Landmines to avoid:

A\ Suggesting you always fight for technical perfection regardless of constraints
/\ Blaming business stakeholders for 'not understanding' technical requirements
A\ No evidence of transparent trade-off communication

A\ Claiming you've never had to compromise on technical excellence

| TECHNICAL Questions (2)

HIGH

Siemens Advanta's differentiation lies in bridging IT and OT domains. Walk me through a
specific technical architecture you designed that addressed the fundamental tension between
modern Al requirements (cloud connectivity, real-time data pipelines) and industrial OT
constraints (air-gapped security, deterministic performance, 20+ year lifecycles).

Assessing: Technical depth in IT-OT convergence, practical architecture design experience, understanding of industrial
constraints, and ability to communicate complex technical concepts clearly.

S T A R B

S: At Continental, manufacturing plants required real-time quality prediction AI but had strict air-gap policies prohibiting cloud
connectivity for production systems

T: Design architecture enabling Al model training on cloud-scale data while respecting OT air-gap requirements and sub-100ms
inference latency for production decisions

A: Implemented three-tier architecture: Tier 1 edge devices on shop floor for real-time inference with containerized models, Tier
2 plant-level data historians with one-way data diodes for secure data extraction, Tier 3 cloud environment for model training
and validation. Established automated model deployment pipeline with OT security review gates and rollback capabilities

R: Deployed across 28 plants with zero OT security incidents, achieved 45ms average inference latency, and maintained 99.7%
model availability

B: This architecture pattern aligns perfectly with Siemens Industrial Edge capabilities and addresses the exact IT-OT
convergence challenges Siemens Advanta clients face



Sample Answer:

Bei Continental bendétigten Werke Echtzeit-Qualitatsvorhersage-Al, hatten aber strikte Air-Gap-Policies
gegen Cloud-Konnektivitat fir Produktionssysteme. Meine Losung: Drei-Tier-Architektur implementiert.
Tier 1: Edge-Devices am Shop Floor fiir Echtzeit-Inferenz mit containerisierten Modellen. Tier 2: Plant-Level
Data Historians mit One-Way Data Diodes fur sichere Datenextraktion. Tier 3: Cloud-Umgebung fur Model-
Training und Validierung. Automatisierte Model-Deployment-Pipeline mit OT-Security-Review-Gates und
Rollback-Fahigkeiten etabliert. Ergebnis: Deployment in 28 Werken mit null OT-Security-Incidents, 45ms
durchschnittliche Inferenz-Latenz, 99,7% Model-Verfluigbarkeit. Dieses Architektur-Pattern aligned perfekt
mit Siemens Industrial Edge-Capabilities und adressiert exakt die IT-OT-Convergence-Herausforderungen,
die Siemens Advanta-Kunden haben.

Landmines to avoid:

A\ Vague architecture descriptions without specific technical details

A\ Suggesting 'just use cloud' without addressing air-gap requirements

/\ No mention of security, latency, or reliability metrics

/\ Ignoring operational constraints like model deployment and maintenance

(" HIGH

Walk me through how you would approach a client situation where their Al pilot showed
promising technical results but the business case falls apart when you factor in the full
production infrastructure costs, data quality investments, and organizational change
management required for scaling.

Assessing: Holistic business thinking, ability to have difficult conversations with clients, creative problem-solving when initial
approach fails, and understanding of total cost of ownership for Al systems.

S T A R B

S: At Knorr-Bremse, promising predictive maintenance pilot showed 40% downtime reduction potential, but scaling analysis
revealed €2.8M infrastructure investment with 4.5-year payback—unacceptable for business unit

T: Find viable path forward without abandoning promising Al capability or damaging stakeholder relationships

A: Conducted value engineering workshop: identified 3 high-value asset classes representing 60% of potential savings but
requiring only 30% of infrastructure investment, redesigned solution as targeted deployment vs. enterprise-wide, renegotiated
vendor contracts for modular licensing, and developed phased rollout with self-funding model where Phase 1 savings fund
Phase 2 expansion

R: Reduced initial investment to €850K with 1.8-year payback, secured approval, and delivered Phase 1 achieving 65% of original
business case value with path to full deployment

B: This value engineering approach is exactly what Siemens Advanta clients need when facing pilot-to-production economics
challenges—finding creative paths to tangible value within real-world constraints

Sample Answer:

Bei Knorr-Bremse zeigte ein vielversprechender Predictive-Maintenance-Pilot 40% Downtime-Reduktion-
Potenzial, aber Scaling-Analyse revealed €2,8M Infrastruktur-Investment mit 4,5-Jahre Payback—
inakzeptabel fur Business Unit. Mein Ansatz: Value-Engineering-Workshop durchgefiihrt. 3 High-Value
Asset-Classes identifiziert: 60% potenzielle Savings, nur 30% Infrastruktur-Investment. Solution redesigned
als targeted Deployment vs. enterprise-wide. Vendor-Contracts fir modulares Licensing neu verhandelt.
Phased Rollout mit Self-Funding-Model entwickelt—Phase-1-Savings finanzieren Phase-2-Expansion.
Ergebnis: Initial Investment auf €850K reduziert mit 1,8-Jahre Payback, Approval gesichert, Phase 1
delivered mit 65% original Business-Case-Value und Path zu Full Deployment. Dieser Value-Engineering-
Approach ist exakt was Siemens Advanta-Clients bei Pilot-to-Production-Economics-Challenges brauchen—
kreative Paths zu tangible Value innerhalb Real-World-Constraints finden.

Landmines to avoid:

A\ Suggesting you'd abandon the pilot without exploring alternatives

A Blaming the client for 'not understanding Al value'

/\ Purely technical solution without addressing business case fundamentals
/\ No evidence of creative problem-solving or value engineering

U Gap Defenses (4)



Client-facing consulting experience delivering Al transformation programs

Hostile Probe: "Your background is impressive in building internal Al teams, but consulting is fundamentally different
—you're selling, scoping, and delivering for external clients who can fire you. You've never had to win a competitive
RFP or manage a difficult client threatening to pull a contract. How do I know you can make this transition?"

Acknowledge:
You're right that my experience has been primarily internal capability building rather than external consulting delivery. I
haven't led competitive RFPs or managed clients with contract termination leverage.

Pivot:

However, I've operated in environments with similar dynamics: at Knorr-Bremse, I served 12 business units who voluntarily
chose to use the Al Center of Excellence—they could opt out anytime. I had to continuously earn their business through
delivery quality, responsiveness, and tangible ROIL Three BUs initially opposed the model, and I won them over through
listening, co-creation, and delivering quick wins. This 'internal consulting' model required many of the same skills:
stakeholder influence without authority, business case development, managing expectations, and delivering tangible value
on time and budget.

Velocity:

I've already begun preparing for this transition: researching consulting methodologies, studying Siemens Advanta's client
case studies, and I'm committed to shadowing experienced Partners on client engagements in my first 60 days before
leading independently. My 15 years of industrial Al credibility provides a strong foundation—I'm closing a delivery model
gap, not a domain expertise gap.

Script:

Sie haben Recht—meine Erfahrung war primar internes Capability-Building, nicht externes Consulting-
Delivery. Ich habe keine competitive RFPs geleitet oder Clients mit Contract-Termination-Leverage
gemanagt. Aber ich operierte in ahnlichen Dynamiken: Bei Knorr-Bremse bediente ich 12 Business Units,
die freiwillig das AI Center of Excellence nutzten—sie konnten jederzeit opt-out. Ich musste kontinuierlich
ihr Business durch Delivery-Quality, Responsiveness und tangible ROI verdienen. Drei BUs opponierten
initial, ich gewann sie durch Listening, Co-Creation und Quick-Win-Delivery. Dieses 'Internal Consulting'-
Model erforderte viele gleiche Skills: Stakeholder-Influence ohne Authority, Business-Case-Development,
Expectation-Management, tangible Value on-time und on-budget liefern. Ich habe bereits begonnen, mich
vorzubereiten: Consulting-Methodologies recherchiert, Siemens Advanta Client-Case-Studies studiert. Ich
bin committed, erfahrene Partners bei Client-Engagements in ersten 60 Tagen zu begleiten bevor ich
eigenstandig fuhre. Meine 15 Jahre industrielle AlI-Glaubwurdigkeit bieten starke Foundation—ich schlieRe
eine Delivery-Model-Gap, keine Domain-Expertise-Gap.

Experience with Siemens Xcelerator platform and ecosystem

Hostile Probe: "Siemens Xcelerator is central to our consulting value proposition—it's how we differentiate from
Accenture and McKinsey. You worked at Siemens years ago, but Xcelerator has evolved dramatically with the Altair
and Dotmatics acquisitions. You're essentially starting from scratch on our core platform. How is that acceptable for
an AVP role?"

Acknowledge:

You're correct that my Siemens experience predates Xcelerator's evolution into the integrated digital business platform it is
today, especially with the recent Altair and Dotmatics integrations. I don't have hands-on Xcelerator consulting delivery
experience.

Pivot:

However, I have deep expertise in the underlying industrial Al and IT-OT convergence challenges that Xcelerator addresses.
At Continental and Knorr-Bremse, I solved the exact problems Xcelerator is designed for: integrating Al capabilities with
legacy industrial systems, bridging IT and OT domains, and scaling pilots to production. I understand the client pain points
intimately. Additionally, my previous Siemens experience gives me cultural fluency and existing relationships with product
organizations that will accelerate learning.

Velocity:

I've aIZady begun researching Xcelerator architecture, the Altair simulation integration strategy, and the NVIDIA Industrial Al
Operating System partnership. My learning plan: Week 1-2 intensive technical training with Siemens product teams, Week 3-
4 shadow active Xcelerator client engagements, Week 5-8 co-deliver a project with an experienced consultant. Given my
industrial Al foundation, I expect to reach consulting-level proficiency within 8 weeks—fast enough to add value while the
practice continues growing.

Script:



Korrekt—meine Siemens-Erfahrung predates Xcelerator's Evolution zur integrierten Digital-Business-
Platform, besonders mit den recent Altair- und Dotmatics-Integrationen. Ich habe keine hands-on
Xcelerator Consulting-Delivery-Erfahrung. Aber ich habe tiefe Expertise in den underlying industriellen Al-
und IT-OT-Convergence-Herausforderungen, die Xcelerator adressiert. Bei Continental und Knorr-Bremse
|6ste ich exakt die Probleme, fur die Xcelerator designed ist: Al-Capabilities mit Legacy-Industrial-Systems
integrieren, IT- und OT-Domains bridgen, Pilots zu Production skalieren. Ich verstehe Client-Pain-Points
intimately. Zusatzlich gibt mir meine previous Siemens-Erfahrung cultural Fluency und existierende
Relationships mit Product-Organizations, die Learning beschleunigen. Ich habe bereits begonnen:
Xcelerator-Architecture recherchiert, Altair-Simulation-Integration-Strategy und NVIDIA Industrial Al
Operating System-Partnership studiert. Mein Learning-Plan: Woche 1-2 intensive Technical Training mit
Siemens Product-Teams, Woche 3-4 active Xcelerator Client-Engagements begleiten, Woche 5-8 Projekt mit
erfahrenem Consultant co-delivern. Given meine industrielle Al-Foundation erwarte ich Consulting-Level-
Proficiency innerhalb 8 Wochen—schnell genug um Value zu adden.

Digital Twin development and simulation expertise

Hostile Probe: "Digital Twins are central to Siemens' industrial Al strategy, and with the €9.5 billion Altair acquisition,
simulation and digital twin capabilities are core to what we're selling. Your CV shows no digital twin experience. How
can you lead consulting engagements when you don't understand one of our primary offerings?"

Acknowledge:
You're right that I don't have direct digital twin development experience, and I recognize this is increasingly central to
Siemens' industrial Al strategy, especially with the Altair acquisition bringing advanced simulation capabilities.

Pivot:

However, I have extensive experience with the underlying data infrastructure, Al modeling, and industrial integration
challenges that enable digital twins. At Continental, I built real-time data pipelines from 45+ manufacturing plants, developed
predictive models for industrial assets, and integrated AI with OT systems—all foundational capabilities for digital twin
implementations. I understand the business value proposition: using virtual replicas for simulation, optimization, and
predictive analytics. My gap is specific digital twin tooling and methodology, not the industrial Al and data engineering
fundamentals.

Velocity:

I'm committed to rapidly closing this gap through structured learning: formal training on Siemens' digital twin platforms and
the newly acquired Altair simulation tools, partnering with technical specialists on initial digital twin engagements, and
leveraging my industrial Al expertise to focus on the business value and implementation challenges rather than pure
technical development. Many successful consulting leaders don't personally develop every technology—they understand
the business application and orchestrate specialist teams.

Script:

Richtig—ich habe keine direkte Digital-Twin-Development-Erfahrung, und ich erkenne, dass dies
zunehmend zentral fur Siemens' industrielle Al-Strategy ist, besonders mit der Altair-Acquisition, die
advanced Simulation-Capabilities bringt. Aber ich habe extensive Erfahrung mit den underlying Data-
Infrastructure-, AI-Modeling- und Industrial-Integration-Challenges, die Digital Twins enablen. Bei
Continental baute ich Real-Time Data-Pipelines von 45+ Manufacturing-Plants, entwickelte Predictive
Models fur Industrial Assets, integrierte AI mit OT-Systems—alles foundational Capabilities fur Digital-
Twin-Implementations. Ich verstehe die Business-Value-Proposition: Virtual Replicas fur Simulation,
Optimization und Predictive Analytics nutzen. Meine Gap ist spezifisches Digital-Twin-Tooling und
Methodology, nicht die industriellen Al- und Data-Engineering-Fundamentals. Ich bin committed, diese
Gap rapid zu schlieBen: formales Training auf Siemens' Digital-Twin-Platforms und newly acquired Altair-
Simulation-Tools, Partnering mit Technical Specialists bei initial Digital-Twin-Engagements, meine
industrielle AI-Expertise nutzen um auf Business-Value und Implementation-Challenges zu fokussieren.
Viele erfolgreiche Consulting-Leaders entwickeln nicht persénlich jede Technology—sie verstehen
Business-Application und orchestrieren Specialist-Teams.

Experience with recently acquired Siemens technologies (Altair, Dotmatics)

Hostile Probe: "Siemens just spent €14.6 billion on Altair and Dotmatics—the largest acquisitions in company
history. Our consulting practice needs to rapidly monetize these investments by creating client offerings. You have
zero experience with either technology. How can you lead this effort when you're starting from scratch on our biggest
strategic bet?"



Acknowledge:
You're absolutely right that I have no direct experience with Altair's simulation and optimization tools or Dotmatics' R&D
software. These are new to Siemens' portfolio, and I'm starting from zero on these specific platforms.

Pivot:

However, I have deep experience in exactly the challenge you're describing: rapidly translating new Al capabilities into
tangible client value and building delivery methodologies. At Knorr-Bremse, I secured €8.5M in funding by developing
compelling business cases that mapped AI capabilities to specific business unit pain points across 12 diverse organizations.
I'm expert at the meta-skill: understanding client problems, assessing technology capabilities, and creating the bridge
between them. Additionally, these acquisitions are new to everyone at Siemens Advanta—we're all learning together. My
advantage is 15 years of industrial Al implementation experience that helps me quickly identify viable use cases.

Velocity:

My 90-day plan specifically addresses this: Week 1-3 rapid assessment of Altair and Dotmatics capabilities through product
team partnerships and documentation review, Week 4-6 map capabilities to existing Siemens Advanta client pain points from
case study analysis, Week 7-9 develop 3-5 packaged consulting offerings with clear ROI frameworks, Week 10-12 pilot with 2
strategic clients. I've executed this exact playbook before—translating new capabilities into business value is a repeatable
skill.

Script:

Absolut richtig—ich habe keine direkte Erfahrung mit Altair's Simulation- und Optimization-Tools oder
Dotmatics' R&D-Software. Diese sind neu in Siemens' Portfolio, ich starte bei Null auf diesen spezifischen
Platforms. Aber ich habe tiefe Erfahrung in exakt der Challenge, die Sie beschreiben: rapid neue Al-
Capabilities in tangible Client-Value Ubersetzen und Delivery-Methodologies bauen. Bei Knorr-Bremse
sicherte ich €8,5M Funding durch Entwicklung compelling Business-Cases, die Al-Capabilities auf
spezifische Business-Unit-Pain-Points Gber 12 diverse Organizations mappten. Ich bin Expert im Meta-Skill:
Client-Probleme verstehen, Technology-Capabilities assessen, die Bridge zwischen ihnen schaffen.
Zusatzlich sind diese Acquisitions neu fur alle bei Siemens Advanta—wir lernen alle zusammen. Mein
Advantage: 15 Jahre industrielle Al-Implementation-Erfahrung, die mir hilft, viable Use-Cases schnell zu
identifizieren. Mein 90-Day-Plan adressiert dies spezifisch: Woche 1-3 rapid Assessment von Altair- und
Dotmatics-Capabilities durch Product-Team-Partnerships und Documentation-Review, Woche 4-6
Capabilities auf existierende Siemens Advanta Client-Pain-Points mappen, Woche 7-9 3-5 packaged
Consulting-Offerings mit klaren ROI-Frameworks entwickeln, Woche 10-12 mit 2 strategischen Clients
pilotieren.

() Reverse Questions (7)

STRATEGIC

Given the €14.6 billion investment in Altair and Dotmatics, what's the internal expectation for how quickly the
Al & New Technologies practice should develop monetizable consulting offerings around these platforms? Are
we talking quarters or years, and what does success look like in Year 1?

Ask to: CEO
Signal: Strategic thinking about business priorities, understanding of realistic timelines, and focus on tangible value delivery
rather than vague transformation talk.

OPERATIONAL

You mentioned the practice has 40+ digitally native professionals. What's the current balance between
technical delivery specialists and client-facing consultants, and where do you see the biggest capability gaps as
we scale?

Ask to: HM
Signal: Operational focus, team composition understanding, and identifying where you can add immediate value vs. where you
need to build capabilities.

STRATEGIC

How does Siemens Advanta navigate the tension between leveraging Siemens product portfolio (Xcelerator,
Industrial Edge, newly acquired Altair/Dotmatics) versus maintaining technology-agnostic consulting
credibility when clients might benefit from non-Siemens solutions?



Ask to: CEO
Signal: Strategic sophistication, understanding of consulting business model tensions, and ability to navigate complex
stakeholder dynamics between consulting arm and product divisions.

CULTURAL

The company describes itself as a hybrid between established industrial corporation and digital consulting
boutique. In practice, where do you see this tension most acutely—is it in talent retention, decision-making
speed, client expectations, or somewhere else?

Ask to: HM
Signal: Cultural intelligence, realistic understanding of organizational challenges, and focus on practical implementation rather
than theoretical ideals.

What would make this AVP role a definitive success in your eyes 18 months from now? Beyond revenue
targets, what are the 2-3 strategic outcomes that would make you say 'this was the right hire'?

Ask to: CEO
Signal: Results orientation, desire for clear success criteria, and focus on strategic outcomes rather than just activity metrics.

Siemens is positioning as 'global market leader in industrial AI' with the NVIDIA partnership and nine
industrial copilots. How do you see the consulting practice's role evolving as these Al capabilities become
more productized and potentially commoditized?

Ask to: CEO
Signal: Forward-thinking, understanding of market dynamics, and ability to anticipate strategic shifts rather than just executing
current strategy.

OPERATIONAL

Can you walk me through a recent client engagement where the practice successfully bridged the pilot-to-
production gap? I'd love to understand the methodology, team composition, timeline, and what made it
successful versus the many pilots that stall.

Ask to: HM

Signal: Learning orientation, desire to understand proven methodologies, and focus on practical implementation details rather
than theoretical frameworks.

<* Soundbites (6)

Team Building at Scale

"Built AI organization from 5 to 62 professionals across three countries with 91% retention rate"
Metric: 5 to 62 team members, 91% retention

IT-OT Convergence Expertise

"Deployed edge Al architecture across 28 manufacturing plants with zero OT security incidents and 45ms latency”
Metric: 28 plants, 0 security incidents, 45ms latency

Business Value Delivery

"Secured €8.5M annual Al budget through business case development serving 12 global business units"
Metric: €8.5M annual budget, 12 business units



Pilot-to-Production Success

"Scaled predictive maintenance from pilot to 28-plant deployment achieving documented €3.2M annual savings"
Metric: 28 plants, €3.2M annual savings

Stakeholder Influence

"Converted three opposing business unit heads into strongest Al Center advocates contributing 45% of project
portfolio”
Metric: 3 skeptical stakeholders, 45% portfolio contribution

Industrial AI Depth

"15 years building production Al systems for 40+ global manufacturing sites across automotive and rail industries”
Metric: 15 years experience, 40+ manufacturing sites

Format Tactics

CEO/Board

Strategic vision and business impact over technical details. CEOs and board members care about: Can you grow the practice
revenue? Can you monetize the €14.6B acquisitions? Can you win against McKinsey and Accenture? Lead with business
outcomes, use technical credibility as supporting evidence, and demonstrate understanding of Siemens' strategic
transformation.

« I've built and scaled AI organizations from 5 to 62 professionals with proven ability to secure executive buy-in and €8.5M
budgets

* My 15 years in industrial Al at Siemens, Continental, and Knorr-Bremse gives me deep credibility with manufacturing clients
facing IT-OT convergence challenges

« I've successfully bridged the pilot-to-production gap across 28 manufacturing plants—the exact challenge Siemens Advanta
clients face

* I'm committed to rapidly developing Xcelerator and consulting delivery expertise through structured 90-day onboarding with
experienced Partners

Panel Interview

Dynamics: Panel interviews test how you handle multiple stakeholder perspectives simultaneously—exactly like client
environments. Expect technical specialists to probe IT-OT depth, HR to assess cultural fit with digitally native team, and senior
consultants to test client-facing readiness. Make eye contact with the questioner but periodically scan the panel. When
answering technical questions, bridge to business value so non-technical panelists stay engaged. If two panelists disagree,
acknowledge both perspectives rather than taking sides.

Recovery: If you stumble: Pause, acknowledge the gap honestly (‘That's a fair challenge—my experience there is limited'), then
pivot to related strength and learning plan. Example: 'T don't have direct Digital Twin development experience, but I've built the

underlying data infrastructure and Al models that enable them. Here's my 60-day plan to close that gap...' Panels respect self-
awareness and recovery more than fake expertise.

Case Study

Likely: Expect a scenario like: 'A major automotive manufacturer piloted an Al-based quality inspection system with 95% accuracy.
They want to scale to 12 plants globally, but IT security won't approve cloud connectivity, plant managers are skeptical, and the
business case shows 5-year payback. What's your approach?' This tests pilot-to-production thinking, IT-OT convergence,
stakeholder management, and business pragmatism simultaneously.

Context: Structure your response using Siemens-specific assets: 'I'd leverage Industrial Edge for air-gapped deployment,
reference Siemens' TUV-certified virtual PLC safety credentials to address security concerns, use Xcelerator's digital twin
capabilities for virtual validation before physical deployment, and apply value engineering to identify high-ROI plant subset for
Phase 1."' Show you've researched Siemens' capabilities and can translate them into client solutions. Always end with clear next
steps and success metrics.



