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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 disrupted the consumer durable finance space by offering on-the-spot 

0% interest EMIs to consumers with minimal documentation, and making money 

through commissions from manufacturers. It differentiates from its competitors 

through its sharp focus on technology and analytics, enabling it to lend efficiently to 

consumers with high credit scores, and cross-sell relevant products to them in the 

future. The company has now extended this model to other industries like furniture, 

mobile phones, apparel, shoes and accessories. 

The company’s approach towards people is to make them take ownership of the 

business as if they were entrepreneurs, and it provides various development 

opportunities to its employees to build capability in this direction.
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Bajaj Finserv sponsors a year long leadership development program in collaboration 

with enParadigm & IIM Lucknow for a batch of about 50 mid-level managers every 

year. 

The journey kicks off with an enParadigm simulation experience on the IIM Lucknow 

Noida campus, for participants to benchmark where they stand on various business 

concepts. 

Participants then undergo multiple online courses taught by IIM Lucknow professors 

on the NIIT Imperia online platform, through the next 1 year.

At the end of the program, participants go through a second, more advanced 

simulation experience from enParadigm on campus to compare their current 

understanding of business concepts with where they were at the beginning of the 

program.
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Financial impact
Tracing financial impact of 

everyday decisions

Executing strategy
Translating and 

implementing company 
strategy

Understanding market dynamics
Understand the impact of competitor 

pricing and customer requirements on your 
function

Holistic view
Taking a holistic view 
of running a business 
for major decisions

Collaborating across 
functions

Tools to work with 
managers from other 

functions and units for 
overall goals
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Financial impact
Tracing financial impact of 

everyday decisions

Risk Vs Return
Understanding risk and 

balancing risk-return 
priorities

Competitive Positioning
Differentiated positioning in                 

regulated markets

Customer Retention
Role of relationships and 
sales force capability in 

customer retention

Collaborating across 
functions

Tools to work with 
managers from other 

functions and units for 
overall goals
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Timeline View
Aug 2014 to Aug 2016

Batch 1

Batch 3

Batch 2

Level - 1

Level - 2Level - 1

Level - 2Level - 1

Level - 2

August 2014

July 2017 (expected)

August 2016August - 2015

July 2014

July - 2016



Each team of 3-4 
participants take 

decisions for a virtual 
business

Dynamic 
Environment

 Mutually decide each team 
member’s functional role

 Formulate a business plan

 Take cross functional decisions

 Discuss functional conflicts

 Analyze results every quarter

Team Dynamics 
Tools and 

Frameworks

Competition 
Decisions

Debrief with 
Facilitator

Concept 
Sessions

Business
Insights

 Strategy Diamond 

 Customer Centricity

 Value Equivalence Model

 Financial Statement Analysis

 Competition Analysis

 Pestel Analysis

 Risk Return Analysis

Customer    
Decisions

Sharp Business Insights

Takeaway:

Time-Bound Action Plan
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No. of Participants : 170

Middle Management 
Across Functions

P&L complexities

The Simulation Experience



Post 6 months Implementation Outcomes
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“The program has helped me 100% and I have been able to read financial statements better than before. I 
refer to past data and analyse it better to increase my sales. I am handling self employed home loans and so 
risk analysis is a must for me, as I need to look at the ratios, the customers profile, etc. so it has helped me do 
that efficiently.”

Himanshu Manohar Reddy, Regional Sales Manager - Home Loans

“Post the program, Himanshu has started doing excellent data analysis. He has become a very 
good team player & more participative in decision making. I was surprised with his new business 
insights and improvement in his performance.”

Winifred Rayan, National Head Sales - Home Loans Self Employed
Himanshu’s Reporting Manager

“When the program was conducted, I was handling the Kolkata region and we were doing a business of about 
Rs. 4 crores. After the program, we made few changes to our day to day operations and we could see that in a 
matter of few months we were getting a business of Rs. 8.5 crores. This was almost more than double for my 
business. This basically happened because I got a better understanding of the financials during the program 
and it became really easy for me on how to grant and sanction more loans and give proper reasons to the 
higher authority.”

Rajkumar Banerjee, Deputy Regional Sales Manager - Business Loans
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“The program has helped me a lot and the most important change that I could notice was the better 
understanding of financials. I had a holistic approach to the business. After the program, I became more pro-
active and time management has also improved. Earlier if I was stuck in a problem, I would just think from one 
aspect and if it does not solve the problem, then I would leave it. Now I think from different perspectives and 
look for alternative solutions.”

Ashish Goel, Area Credit Manager - PSBL

“I am from the collection team and the program has helped me in terms of improving my strategic planning, 
resource planning and man power planning. The allocation of available resources is now more strategic. Now 
we go through the P&L and balance sheet and understand clearly where our role makes an impact. Earlier I 
was performing 150% of my targets as a manager but now I look after 6 regions and am doing great at 230% 
presently. The program was great and very helpful.”

Vijay Vikranth Rai, Manager Collections - Flow

Vijay is now promoted to the position of Area Credit Manager. He is doing extremely good at his 
work & now he is very strategic in his approach. He is now able to achieve 230% of his target and 
we are very happy with his performance and the learning which he derived from the program.

Rajeev A N, 
Area Collections Manager-Flow
Vijays’s Reporting Manager
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“I have been able to implement the action items. I was not doing market analysis earlier. Now since I have 
started doing, I have been able to get penetration in stores. I have over-achieved my targets to about 115% 
from the last years 85-90%. 

Sivakumar Chunduri, Area Sales Manager - Consumer Durable Finance

“He is doing great at his work. He is achieving the full market potential and is co-ordinating very 
well with the customer base (manufacturers). He is very well able to find gaps and new 
opportunities in the market and we can see a clear improvement in his performance.”

Samidurai A, Regional Sales Manager - Consumer Durable Finance
Shivkumars Reporting Manager

“I am a CA by profession, but the way entire program was conducted was of great value to me, and even people 
from other verticals who were not aware about the fundamentals of finance had great comfort in learning 
about it. The learning was on an exceptional level for me as well as other people. The business insights 
provided were excellent and expanded my horizon of doing different new things which are more feasible & 
profitable in my current role. I look up after the region of UP & MP and I am very delighted to express that our 
business saw 120% growth after the program. I would recommend this program to every business manager 
and if given a chance, I would love to attend further upcoming programs conducted by enParadigm.”

Jeetesh Kumar Singh, Regional Sales Manager - PSBL
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We partner with businesses to bridge performance gaps within the leadership team or below. 

Using R-E-I as a methodology and customized simulations as tools, we help you drive valuable 

and actionable insights to help your team perform better with measurable impact.

© 2015 enParadigm Performance Solutions Pvt Ltd. 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.

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

How IL&FS Financial 
Services Leveraged 
Strategic Thinking 

For Structuring 
Profitable Deals

How NJ Invest 
prepared its senior 
management for 
imminent growth
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