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“We are now able to appreciate the vendor’s standpoint and negotiate better.”

“There is better synergy between teams, and collaborative decisions.”

“For many of us, even individual productivity has gone up after the workshop.”

“I have learnt to push our core competency rather than just focus on market share.”

Build leadership pipelineNEED

Simulation-based intervention to build 
implementation-ready business acumen
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Cholamandalam MS General Insurance Company Ltd. is a joint venture between the 

Murugappa Group and Mitsui Sumitomo Insurance Group of Japan. The company 

offers a wide range of products covering Accident, Engineering, Health, Liability, 

Marine, Motor, Property, Travel and Rural insurance for individual and corporate 

customers. 

With total premiums of INR 1855 crores (2013-14), they have over 105 branches and 

9000 agents across the country.
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For its high-potential leadership pipeline, Chola MS planned 

out three aspects: assessment, personal effectiveness and 

managerial effectiveness. The company wanted to leverage 

business simulations, particularly for the third aspect 

(managerial effectiveness). 

Leadership Pipeline

Evaluations

Personal Effectiveness

Managerial Effectiveness

Business context
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Intervention structure

Meetings with HR leadership 
helped isolate critical desired 

outcomes

Inputs from every individual 
participant, as well as their reporting 

managers, helped identify specific 
strengths and gaps

2-day Simulation Workshop

A 6-month implementation analysis 
helped ascertain the level of 

retention and implementation
(Summarized in this document)
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Business impact (1 of 3)

Methodology

Participants were individually asked to list out the actions and improvements they had executed in the 6 months after the program, with 

insight gained from the program.

Wherever available, this data was also vetted and approved by the participants’ reporting managers.

Cross functional decision making 
with a deeper understanding of each 

other’s challenges

Improved execution of strategic 
initiatives particularly with product 

positioning and go-to-market 
activities

Enhanced budgeting and revenue 
forecasting, with clarity on their 

direct impact on profitability
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Business impact (2 of 3)

“Being a sales specialist, I lacked technical know-how. 

At the workshop, I realized the importance of 

overcoming this gap. And now, I understand the 

problems of the technical teams.”

- Srinivas Kommu

GM and State Business Head

“Cash inflow has become better and a rise in premium 

of 2-3 crores has been recorded.”

- Rajkumar J, DGM

Product Development & Underwriting

“I can now draw insights from P&L statements and use 

them for business planning.” 

- Suryakant Sharma

Senior GM and State Business Head
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Business impact (3 of 3)

“Can see thought level changes in the entire 

organization along with increased interdepartmental 

synergy. Claim ratios are looked upon much more 

seriously leading to higher profits.”

- Sachin Kaskar

Branch Manager, Goa

“Individual productivity has also gone up substantially 

after the workshop with many participants.”

- D. Martin Dayalraj

State Business Head

“Post the workshop, I have been heading a new vertical: office 

operations. I am now able to analyze financials which avoids 

ambiguity at a later stage. Beginning to see benefits after “value 

versus price curve model“ was applied to the budget.“

- Saravanan Y

AGM, Operations
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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

Abbott’s sales 
managers grew to 
forecast, price and 

collect better

Häfele built 
business acumen 

and cross-functional 
collaboration
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