
Bajaj Finserv, a part of Bajaj Holdings & Investments Limited, is an 
Indian financial services company focused on lending, asset 
management, wealth management and insurance.

The company through its joint ventures and subsidiaries employs over 
20,000 employees and has a nationwide presence across over 1400 
locations. The company’s current business interests include consumer 
finance businesses, life insurance, and general insurance. It also has 
ambitious plans to expand its business by offering innovative, easy-to-
deliver financial products and services. 

A people development focused company, Bajaj Finserv sponsors a 
year long leadership development program (LDP) at IIM-Lucknow for 
its mid-level managers. enParadigm’s Aspire Simulation Workshop
was used at the beginning of the LDP to help participants understand 
their strengths and gaps, and fine-tune their learning outcomes.

For Bajaj Finserv, the Aspire Simulation was designed to provide a 
holistic view of business, develop cross functional decision making, 
and enhance financial and business acumen. This document captures 
results 6 months after the program.

How Bajaj Finserv empowered 
its mid-level managers

- “We grew 61%, and my territory has the best TRP pan India”

- “Productivity of FOS has increased from 60-70% to 90-100%” 

- “Planning is high priority – we now do a weekly review too”

- “Whatever I have learnt, I have also passed on to my team”
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*TRP: Total Revenue Product, FOS: Feet On Street
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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.
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CLIENT STORY
BAJAJ FINSERV: MID-LEVEL MANAGERS

“The workshop was excellent. 
My target was 20800 units, 
achieved 100%.”

- LVK Chunduri
Manager, Sales

“We have seen lots of 
improvement in his cross-
functional relationships.”

- Kalyan Bojaddala
Area Sales Manager

PARTICIPANT

REPORTING MANAGER

“Earlier, we used to go to 
senior mgmt. for all issues, 
but now, I validate it first.”

- Kushanchand M
Manager, Sales

“After the August workshop, 
there is a lot of improvement 
in Kushan's work.”

- Lakshmi Venkata
Area Sales Manager

PARTICIPANT

REPORTING MANAGER

“I am able to handle 
manpower much better -
productivity has gone from 
60-70% to 90-100%.”

- Prakash Ram
Area Manager

“He is doing an excellent job, 
should move to the next level.”

- Ram Kumar
Regional Manager

PARTICIPANT

REPORTING MANAGER

“I managed to retain good 
people in Pune and Kolhapur 
– and we have exceeded 
targets already.”

- Himanshu Manohar Reddy
Area Sales Manager

“He is a valuable resource 
for us and I have seen 
improvement in him.”

- Gaurav Goel
Regional Sales Manager

PARTICIPANT

REPORTING MANAGER

“My last quarter target was 
INR 10 crore and I have 
achieved 160%.”

- Mayank Nanda
Area Sales Manager

“Mayank disburses his files 
in the 1st week and in Week 
4, he plans the next month.”

- Tejas Lakdawala
Regional Sales Manager

PARTICIPANT

REPORTING MANAGER

“I now know how to allocate 
my resources, and which 
areas to invest in.”

- Gautam Gupta
Area Sales Manager

“He looks after sales 
managers, they achieved 
115% of target.”

- Chintan Sanan
Regional Sales Manager

PARTICIPANT

REPORTING MANAGER

BUSINESS IMPACT

This was a program for 
managers across multiple 
functions. While the 
participants group included 
professionals from finance, 
HR, and operations, the 
majority were sales 
managers. 

Participants committed to 
specific action items at the 
end of the workshop in 
August 2014. 6 months 
later, in February 2015, 
enParadigm spoke to 
individual participants (as 
well as their reporting 
managers), and reported 
results included:

Planning and forecasting
improvements helped the 
managers perform better, 
track their teams’ 
performances, and 
anticipate eventualities.

Cross-functional decisions 
across departments, 
including staffing, credit 
and operations, helped 
with tough assignments like 
hiring 100 people at one go.

Acute financial awareness 
and scientific data analysis 
has helped control costs, 
exploit opportunities, and 
reduce escalations.
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