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“enParadigm interventions have brought about behavioural and thought-level changes 

in our managers - across functions. Their performance and engagement levels have 

gone up noticeably.”

For instance, they now emphasize more on margins and don't demand discounts. They 

focus on all the key drivers for business - like average selling price, product mix, gross 

margin, and expense management - and don't lose time working on the insignificant 

ones.” 

- Shyamakant Giri, Country Manager, Abbott PPD India



Abbott PPD wanted to be build an independent and self-sustainable 

revenue model after it spun-off into a separate unit, from parent 

company Abbott. When we met the country manager Mr. 

Shyamakant Giri, he expressed the need to emphasize and drill 

down the importance of profitability and cash-flow as two key 

parameters for sales; that everyone from the top-most level, right 

down to the field managers, should be mindful of.

enParadigm leveraged a three-level series of simulation-based 

business interventions for the team, to drive cohesive growth in 

sales performance.

(Details on the next slide)



Senior 
Management

Area Sales 
Managers

Field Sales 
Managers

Strategic clarity; the ability to track financial
implications of major decisions; customer centricity 

and cross-functional mind-set.

Effective and realistic forecasting; 
profitable product mix; optimal 

inventory, discounts, and 
margins

ASP*, discount, credit
and product mix

Drive profitability and cash-flow

*ASP = Average Selling Price

Comprehensive Intervention

- Three simulation workshops

- Three levels of participants

- Three sets of insights



enParadigm
TM

Meetings with HR leadership
(to isolate critical desired 

outcomes)

* A 6-month implementation 
analysis to ascertain the level 

of retention and 
implementation

Inputs from every individual 
participant + reporting managers
(to identify specific strengths and 

gaps)

*results in the impact section

2-day program for 
Senior Management

2-day program for
Area Sales Managers

2-day program for 
Field Sales Managers

Program structure
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The Participant’s Learning Journey
Participants teamed up to run companies or departments, and compete in a volatile environment. At the 
end of their respective 2-day, simulation-based, workshops, they: 

Got a larger perspective (that of a sales head, or a business head) 
on the impact of daily business decisions 

Experienced, first hand, the impact of product mix, margins, and 
discount schemes on cash-flow and profitability

Formulated and executed strategy to compete effectively, and 
achieve targets in a dynamic, simulated market
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2-day program for
Area Sales Managers

2-day program for 
Field Sales Managers

Program impact

Area Sales Managers

1. Optimized product mix for 
increased profitability 

2. Planning for improved 
margins and lower credit

3. Effective forecasting, 
improved product mix 

Field Sales Managers

1. Reduced discounts and 
credit period. Raised 
margins by increasing ASP 

2. Effective forecasting, 
target achievement, and 
increased profitability 

Senior Management

Developed strategic thinking. 
Understood financial impact
of business decisions 

2-day program for 
Senior Management
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Senior Management

“The workshop helped in better understanding of having clear strategy and it's positive implication on business. 

Similarly knowing customer's need well and having realistic forecasting; leads to better outcomes.”

- Dr. Arunkumar Maurya, Manager, Medical Affairs

Impact: Developed strategic thinking.
Understood financial impact of business decisions 
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Senior Management

“I have become aware of the financial implications  of decisions taken. Forecasting has two  sides - "right forecast" and 

"desired forecast“. It is challenging to get this part right all the time, but I'm getting better.”

- Rajesh Pandey, Business Manager - Nepal, Sri Lanka, and Bangladesh

Impact: Developed strategic thinking.
Understood financial impact of business decisions 
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Area Sales Managers

“The workshop has been really helpful. We have shifted our focus on two products which give us good 

margins”.

- P Ajay Kumar, Area Business Manager

“He has  improved ASP and performance of products, with good 

margins.”

- Ajay’s Reporting Manager

Impact: Optimized product mix for increased 
profitability 
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Area Sales Managers

“1. I sold profitable products like Apnicaf and Aluvia and have achieved 110%

2. Expanded my Suvanta base and have achieved 119%

3. I have also been able to bring down inventory drastically to 1 month“

- Amarjit Gangopadhyay, Regional Manager

Impact: Optimized product mix for increased 
profitability 
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Area Sales Managers

“Before the simulation also I used to do ROI, but after the workshop I have been able to do it with 

much more clarity and my understanding of the P&L has gone up.”

- Kausik Bhattacharyya, Regional Manager

“He has been able to cascade his understanding to the team for 

better outcome”

- Kausik’s Reporting Manager

Impact: Planning for improved margins and lower 
credit 
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Area Sales Managers

“Two aspects – ASP and credit are under control. For example: one of our products - Survanta comes in 

two sizes: 4ml and 8ml, and their prices are 5500 and 9500 respectively; and we have been able to 

maintain the ASP of this product; if we go below this we might incur loss.”

- Syed Ali, Area Business Manager

Impact: Planning for improved margins and lower 
credit 
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Area Sales Managers

"1. ASP - we have increased one of our major products price from Rs.5000 to Rs.5200 

2. Earlier we were not selling profitable products like Anabol and Xaneban but now we focus on these products as 

well

3. From 3 months, we have reduced our inventory to almost a month.“

- Viral Shah, Senior Area Business Manager

“He has been able to bring down inventory and improve the 

product mix.”

- Viral’s Reporting Manager

Impact: Effective forecasting, improved product 
mix 
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Area Sales Managers

“Yes, the workshop has been very helpful and we have become very effective with forecasting because we deal with 

imported goods and forecast plays an important role.”

- N Shanmuganand, Area Business Manager

Impact: Effective forecasting, improved product 
mix 
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Field Sales Managers

Impact: Brought down discounts and credit 
period. Raised margins through increased ASP 

“I am now focusing on forecasting, implementation and Average selling price (ASP). Earlier we use to sell 

at 5.5 k to the distributors; but now we sell it at our company's rate that is 5.9 k. Also, we give credit 

period only to limited few distributors. I am now achieving 110% of my monthly target .”

- C G Balasubramanian, Key Account Manager

“He understands the importance of minimum credit period and ASP 

after the workshop and is mindful of them now.”

- Balu’s Reporting Manager
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Field Sales Managers

“Last quarter my target was INR 31 lacs and I have achieved INR 37 lacs, which is more than 100%. I have 

been concentrating on market penetration as a strategy to beat challenges that I have been facing from 

last year. When there is a demand in the market, we no longer give discounts.“

- Ajith A, Key Account Manager

“Ajith barely comes to me now asking for discounts for customers. 

He has also got clarity on P&L, top line and bottom line.”

- Ajith’s Reporting Manager

Impact: Brought down discounts and credit 
period. Raised margins through increased ASP 
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Field Sales Managers

“As planned after the workshop, I have increased the ASP of the products by INR 100, and that too 

with no credit period. So it will automatically increase the revenue of the company.” 

- Dilipkumar Vora, Key Account Manager

“Dilip has managed to increase ASP and reduce the credit period. 

He has implemented 100% of his action items.”

- Dilip’s Reporting Manager

Impact: Effective forecasting, target achievement, 
and increased profitability 
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Field Sales Managers

“The most important challenge was to improve the margin. Soon after the workshop, we brought the 

credit period under control. We are also maintaining ASP for the past 2 months.”

- Rinku Gaba, Key Account Manager

“I am very positive about Rinku. Rinku got 4 new accounts plus is 

focusing on Survanta (High margin product). He has also been able 

to sell on ASP not only in Delhi but near by areas as well.“

- Rinku’s Reporting Manager

Impact: Effective forecasting, target achievement, 
and increased profitability 
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Field Sales Managers

“As after the workshop we understood discounting has a negative  impact on the company's profit and so 

we have denied huge discounts to distributors. To reduce credit period we have imposed a penalty, if 

the stockist pays after the credit period. The third quarter was very good and I surpassed my targets by 3 

lacs.”

- Hilal Ahmed, Key Account Manager

“Hilal is giving his 100% for implementation. He has focused 

completely on distribution and his forecasting for the last quarter 

has been on the dot - as a result of which we have been able to 

achieve the budgeted amount.”

- Hilal’s Reporting Manager

Impact: Effective forecasting, target achievement, 
and increased profitability 
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We are a company of business experts and IIM Ahmedabad alumni, 

helping senior leaders transform themselves through simulation-based 

programs with measurable business impact.

© 2015 enParadigm Knowledge Solutions LLP. All rights reserved . All client collateral is the property of the respective companies.

Companies like you
Discover more companies like yours, who have succeeded with enParadigm. We have helped these 

firms change mind-sets, develop critical competencies, and drive tangible business results.

Infosys BPO helped 
its managers 

mature as trusted 
customer advisors

Häfele built 
business acumen 

and cross-functional 
collaboration

Chola MS General 
Insurance prepared 
its high-potentials 
for the next level
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