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Business need Learning solution

The management wanted 
specific improvements in its 
client-facing capabilities:

1. Identifying with clients’ 
business concerns and 
handling priorities from 
different client 
stakeholders

2. Mature as business 
advisors who understood 
the clients’ business.

3. Identify opportunities to 
enhance value, up-sell 
and cross-sell solutions.

enParadigm designed a solution 
that would enable participants to 
literally step into their clients’ 
shoes and:

1. Run a simulated version of a 
client’s business as their own

2. Role-play various stakeholder 
roles, take-and-track decisions 
to identify with individual 
pressures and levers

3. Acquire tools and  techniques 
to deal with individual 
stakeholder concerns as well 
as company imperatives.

Pre-work At the workshop

Multiple meetings with 
business decision makers 
helped isolate precise 
business concerns

Individual participant calls 
and emails identified 
specific gaps and set the 
right expectations

Participants ran virtual 
companies to experience 
real business challenges in 
a customized simulation

Facilitator-led debriefs and 
concept sessions anchored 
the team-based program

Action items Action items

Principal Consultant, 
Banking

1. Start going through 
prospect's financial 
statements

2. Contribute to (client’s) 
strategic business 
discussions

Principal Consultant

1. Formulate solutions to 
maximise customer 
perceived benefit

2. Ensure even small solution 
elements are aligned to a 
winning theme / strategy

Regional Manager, 
Facilities

1. Deliver perceived benefits 
and value-adds that will 
influence customer to 
continue doing business

2. Target audience / customers

3. Work based on ROE

Client Operations Head

1. Understand the client’s 
perspective of what they 
value and give the best ROE

2. Build sustainable 
propositions for the client

We are a company of business experts and IIM 
Ahmedabad alumni, helping senior leaders 
transform themselves through simulation-based 
programs with measurable business impact.

enParadigm Knowledge Solutions, A-102, 
Sagar Tech Plaza A, Saki Naka Junction, 
Andheri (East), Mumbai – 400 072

+91 97 25769408

talktous@enparadigm.com

Infosys BPO, the business process outsourcing 
subsidiary of Infosys (NYSE: INFY), is an end-to-
end outsourcing services provider. The company 
focuses on delivering result-oriented benefits 
through reduced costs, ongoing productivity 
improvements, and process reengineering.

It operates in India, Poland, the Czech Republic, 
the Netherlands, South Africa, Brazil, Mexico, 
Costa Rica, the United States, Puerto Rico, China, 
the Philippines and Australia, and as of March 
31, 2014, employed 28,581 people.
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FEEDBACK

Ratings Testimonials

”
Senior Solution 
Design Head

“Enjoyed the adrenaline rush and 

the ownership. It was a connected, 

emotional ride that the workshop 

managed to build and sustain!”

”
Delivery Lead -
Customer Service

“This is a fantastic program. You 

experience running a company for 

8 quarters in three days! Roller 

Coaster.”

9.38 on 10
Overall Learning 

Experience

9.54 out of 10
Participants 

recommend the 
workshop to 

peers
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