
How Claris leveraged data analysis to boost 
sales performance

An enParadigm
TM

client story



Claris Lifesciences Limited is a multi-business enterprise and the 

Holding Company of Claris Injectables, a wholly-owned subsidiary 

dealing in Specialty Injectables.

Claris wanted to align their sales teams’ key result areas to drive

profitability & cash flow towards an organic growth in business. If 

they had to adapt without resistance  to the changed KRAs,  they 

needed to look beyond their sales role and think like business 

managers

enParadigm
TM

enParadigm leveraged a simulation based Sales 

Intervention program that demonstrated impact of 

gross margin, product mix, distributor margin, 

inventory or credit period on profitability
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IMPACT

"I have started forecasting and analysis - product-wise  & revenue-wise. After our 
initial analysis for budgeting, my team has now decided to focus on profitable 
products for better returns. What is motivating is the fact that we could see the gaps 
and are working on them.”

SOLUTION 
Managers to identify, analyze and experience impact of  key sales parameters on businesses run by them

NEED
Sales Managers to drive volume and value for profitability
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TARGET AUDIENCE

- Senior Managers 

- Sales

- Average experience: 14 yrs
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Drive  Product Mix for optimum 
profitabilty

enParadigm leveraged a simulation program that allowed participants to take sales decisions and experience impact of key 
parameters for profitability

Align sales for profitability

Understand financial impact of 
sales decisions

Data interpretation for logical decision 
making



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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Data driven decision-making

Strategized how to sell-for-profit

Analyze key data for effective forecasting and experience 
impact on business results

Long-term vs short-term goals and target planning  
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Impact (1 of 4) 

"I have started forecasting and analysis - product-wise  & revenue-wise. After our initial analysis for 

budgeting, my team has now decided to focus on profitable products for better returns. What is 

motivating is the fact that we could see the gaps and are working on them. Before the workshop I 

used to cut and paste data and send it to HQ but now I not only analyze it 100%, but also explain it 

better to my territory managers. 9 out of 10 manager headquarters I take care of have achieved 

100% targets.”

- Bhavesh Desai (Sr. D.B.M)
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Impact (2 of 4) 

“We have selected Electrolytes which yield high profits and we have achieved 10% increase in our sales in last 

3 months. My target for last quarter was 3.3 crore and I have achieved 95% of it."

“After the program I have started applying strategy in my work. I am also preparing budget for 2015 and things 

like extracting data or maintaining NVR come to me easily now,  thanks to concept sessions there. In the  4th 

quarter my target was 4.0 crore and I have achieved 98% of my target inspite of a few challenges.”

- P. Giridhar Babu (D.B.M)

- B.Srinivasa Rao (R.B.M)
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Impact (3 of 4) 

“Post workshop, I was mindful of selecting the right channel partner who can stay with us in 

long run, managing manpower and other things. Now our number of distributors (stockists) 

has increased and there is growth in pricing sectors as well. Last quarter, my target was 3.2 

crore and I see a growth from 40% to 60-65 % after the workshop. I gather data from my team 

on weekly basis now, which helps me identify gaps on time and work on them; well in advance.”

- Sudhir Ranjan Singh (D.B.M)
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Impact (4 of 4) 

“The program has helped me at team level as well as customer level. Now we not only focus on key 

margin products, but others as well to fulfill our target and eventually increase our total margin. The 

response is good. Changing methodology we see growth in various segments- like Electolytes (10-15%), 

diagnostic (15-20%) and Ringer Lactate (10-12%) . This workshop had also improved our relationship 

indirectly with our channel partners and distributors; as our secondary sales has increased. Overall, it 

has motivated and developed the team dynamics.”

- Samir Shah (D.B.M)
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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.

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

Abbott’s sales 
managers grew to 
forecast, price and 

collect better

Häfele built 
business acumen 

and cross-functional 
collaboration
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