- - NUS NUSINE
Redesigning the Case Study Method: ™ | BT

From Passive Reading to Active Stakeholder Inquiry through an Al C-Suite Simulation

We transform a static financial case study into a dynamic learning experience: MBA students interview three Al-simulated executives, adjust
their approach with formative feedback between interviews, and synthesise perspectives into a pitch deck.
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Teaching Context

BMAS008 Financial Management is an MBA course covering core financial concepts. Within the course, students complete a financial
analysis assignment. They take the role of an investment banking team advising a company preparing to go public, and develop a pitch deck.
Real-world prospectus are used for authenticity, but prospectuses are long and dense. As a workaround, instructors traditionally summarise
them for students to keep the task manageable, which makes the information-gathering stage passive. We redesigned that stage.

Same Deliverable. A Redesigned Learning Journey.

Students still develop the pitch deck. What changed is how they gather @_ Active Inquiry

information: from reading and extracting to questioning, following up, and Students decide what they need to know and ask for it, rather

synthesising across Al-simulated stakeholders. than getting information from pre-digested summaries.
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Pitch Deck Students review Al-generated feedback, reflect on their
approach, and adjust their strategy for the next stakeholder.

Prospectus
— MJ
Al C-Suite Feedback 47 Desirable Difficulty

Each executive offers a distinct professional perspective.
Students synthesize across all three to develop their deck.

How We Designed the Al Simulation

Built on ScholAlstic, a platform developed by AICET. The simulation is grounded in a real, anonymised IPO prospectus. Three Al executives
are powered by Gemini 2.5 Flash; formative feedback is generated by GPT-5.2. D hessamens > CEO > Sumicion > c50

You enter Michael Thornton's corner office. The CEO of Orion Digital Group is % Chat evaluation ~

behind his desk. He glances up as you walk in.

CEO Interview Debrief
'4 ™
H " This feedback was generated by Al based on your interview transcript. We
Sha red Prompt Des' g n c E o : ORION encourage you to read through and reflect on each section. If you have any
Parameteﬂsed per rofe 414 . questions, feel free to reach out to your instructor.
- . . 'r‘ | A
Vision, markets, IPO rationale : e - R —
H P OHShEd; p'f vots to ari OWth i H Key information areas you were expected to explore with the CEQC.
Document Shared Knowledge boundar'es CEO: (glances at watch) Thirty minutes. Make them count. 4 iy P fol :
Preparation Knowledge Base ~ selective disclosure O o
o : . . . Business artially  You nailed reserve income and customer segments (“how
Controls what each role shares CFO Thank you for your time, Michael. To start, could you walk me through Orion's el b Einod I ORUSD e Tt~ revenie, Wihe volr cors cuslomar= are s
business model — specifically, how ORUSD generates revenue, whoyour ~ (avenue opening question), plus d iversification (“any other revenue
. . . . core customers are, and what's driving adoption today? D drivers streams”). You did not cover other key preducts (e.g., euro
H L Same a nonymised H H H H FInanCIaISJ marglns! ”Sks U stablecoin / tokenized MMF offerings) or the platform model
- Anonymise a Epistemological orientation e f e ron 22 o, 095 e
: . . Data-driven; flags risks readily
323_page S-1 f|||ng information available - lnterpretlve rEframlng L ) CEO: (nods) Good questions. The business model is simple: reserve income. We ou dir
tO a” three executives COF’ITI’O|S hOW each role frames information hold the dollars that back ORUSD in safe, liquid assets, and we earn yield on those Lkal
'd Y  reserves . The more ORUSD in circulation, the more reserves we hold, and the more Competitive Partially You got the core differentiation vs. Tether (“What specifically
income we generate. positioning obtained differentiates ORUSD. ....' and he emphasized regulatory
cpTo ttttt ). You did not probe transparency mechanics
Embedded reference data ) Our core customers are financial institutions, payments companies, and technology fzf‘e:la;;"ida”_V‘;EPD';"'J) or emerging threats
Systems, infrastructure, scale firms that need dollars at internet speed. They use ORUSD for global payments, Rk e A A b
- r0|e-SpECIfIC expertlse ) . settlement, and as programmable money. What's driving adoption? Two things: the : ,
Technical; rewards precision e T . .
Provides each role with core domain values clear utility of a regulated digital dollar for instantaneous settlement, and our projected (2022/2023/2024 levels and 2023 causes) and then
decade-long focus on regulatory compliance. Trust is the moat here. growth explicitly asked revenue for 2022 -2024.

After each interview, Al evaluates students on five dimensions: information e s o s gt s s
coverage, stakeholder targeting, question depth, strategic sequencing, e o T—

and professional communication. A shared rubric and role-specific answer e

keys anchor consistency. Student interviewing an Al executive Al feedback after each interview
Results

36 students | 19 turns/interview | 28 mins/interview

All 108 transcripts reviewed against the source prospectus. No invented financial figures.
Each Al executive stayed within their boundaries.

What Students Valued Self-Efficacy Shift

Students are more prepared to interview company
management and more aware of where probing vague

It provided a realistic view of how investment bankers
gather information from company leadership when

m Feedback helped me improve during

the simulation answers remains difficult. PSPl felr el L0}
m Interviewing separately helped me Prepared to interview company management
see perspective differences 3.08 (pre)
I 358 (post) p = 0.007

| adjusted my approach based on
M earlier feedback Comfortable probing vague or overly optimistic answers
3.69 (pre)

Mean ratings. 1-5 scale.

Reflections, Limitations and Takeaways

This project shows how Al can turn a static case into an active, inquiry-based learning process. Evidence is exploratory: one cohort, no control
group, and no longitudinal tracking. Al-generated feedback was useful formatively, but should be verified before higher-stakes use. Future
iterations will better support students in comparing stakeholder responses, identifying tensions, and turning them into follow-up questions.
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F _l.].:| try the simulation!

r(D Redesign the process, not only the product r@ Scaffold the process, not just the final output |

Alongside “what should students produce?”, ask “how
should they produce it?” The process shapes what kinds
kof thinking and skills students practise.

Use feedback during the activity so students can reflect
and adjust before the next step.

J  \\

\.

(@ Make learning visible r@ Al enables new forms of active learning

The conversational format creates a trace of learning: Al can enable learning activities that were previously
what students asked, how they followed up, and how difficult to design or scale, inviting students into more
their thinking changed across interviews. active, participatory roles.




