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When we met senior leaders at General 

Motors, we found that compared to the global 

market, they faced tougher challenges to 

sustain market share in the competitive 

Indian market. They also had challenges due 

to cost overruns.

To win over the competition, the different 

functional teams needed to focus on 

planning and forecasting, take quicker 

strategic decisions, and collaborate cross 

functionally.
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We analyzed that most of the performance 

gaps could be bridged by leveraging our 

simulation based interventions for functional 

heads and high potential managers. We 

designed and delivered a learning program  

which helped participants get a holistic 

business perspective. They took decisions in 

a dynamic market environment and 

experienced real time business impact of 

decisions taken. 

Business Context
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Challenges Identified

“Sales and Marketing found it difficult to take 
timely decisions in prioritizing the relevant 
features a vehicle needed. Managers had 
developed a “play safe mind-set.

“Functional teams were not working in 
collaboration. They did not trust each 
other’s decisions because they failed to 
see the constraints and challenges people 
in different roles had.”

“Most of the teams were doing lower volumes 
than planned. This hampered their negotiation 
capacity with suppliers, due to which there 
were steep cost overruns.”
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Strategic Agility

Understand Financial Impact of 
Decisions

Long-Term Planning

Cross-Functional Synergy

`

`

`

`

Managers needed to take timely decisions to drive positive outcomes

They had to be mindful of the commercial implications their day-to-day decisions 
had on the business 

They needed to think futuristic. Using information and data available they needed 
to forecast accurately, in the face of uncertainties

They needed to understand the importance of taking cross-functional decisions 
and work in collaboration with other functional teams

Expected Outcomes
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6 Month Intervention

Field and site 
visits to 
understand  
performance 
gaps

Connect with 
participants 
and reporting 
managers to 
identify 
challenges

RELEVANT 
SOLUTION

Meet with 
business 
leaders to 
understand 
business 
model

Deliver
Business 
Simulation 
Program

ACTION 
ITEMS

IMPACT 
ANALYSIS 
REPORT

2nd Follow-up on 
implementation 
of action items1st Follow-up on 

implementation 
of action items

Weekly Online 
gamified 
Retention 
Modules
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33

200

16-20

120-127
180-187

0-15 

40-68
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REITM Road Map
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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

Learning 
Inputs

 Strategy Diamond 

 Customer Centricity

 Value Equivalence Model

 Financial Statement Analysis

 Competition Analysis

Customer    
Decisions

Sharp Business Insights

Takeaway:

Time-Bound Action Plan

The Simulation Experience

No. of Participants : 20

Senior Management

P&L complexities
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Reaction Stage Testimonials
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Action Items

Muruganand Ramalingam
Engineering Group 
Manager - Regional Lead

1. Understanding & Contributing to P&L and Balance Sheet action: Provide suggestions 
and recommendations during the project planning and estimation phase that will 
reduce capital investment for the project or will phase out the investment into multiple 
years. Measure the number of suggestions given and the impact on investment. This is 
already tracked as a CAP goal & will be tracked as per my self assessments

2. Value Equivalence : Contribute to Customer requirements Action : Collect details 
about all the Improvements and modifications that our customers ( plants ) would 
have done to products (M&E) supplied by to us to meet their requirements. Consider 
modification of our standards to include those requirements as standard feature for 
future. Measure the numbers of ideas collected and reviewed and actually accepted. 
This is already tracked as a CAP goal & will be tracked as per my self-assessments

“
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Action Items

Anand Purandhare
Engineering Group Manager- Powertrain CAE

1. Increase operational effectiveness. Focused on time and quality execution - measure 
and track the right metrics and remove road-blocks (Develop and track scorecard for 
team).Simplify complex process and tasks

2. Improve productivity: Automate day-to-day repetitive tasks. Measure through 
number of tasks automated. Cross-train my team for increased flexibility. Measure 
through number of people cross-trained. Share best practices across team for 
increased flexibility and share best practices across teams.

“
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Cyril George
HR Site Lead, TCI

More data driven approach to people issues - The 2016 HRM calendar to have more 
talent analytics based agenda. HRM members feedback. A- Leadership support, 
support from people services function. Speaking about this goal and getting the data 
sources activated. This will help to take the right people decisions By Q2 2016 there 
should be significant difference

“

Action Items
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1. Effective Time management. - Ensure that I prioritize and focus on tasks which are 
business critical .Develop a "To Do list " everyday and review the progress on a daily 
basis.
2. Identify and execute one cross-functional project which can generate operational 
savings for the company .Target by Quarter 1 of 2016 .
3. Improve the relationship with Suppliers. Identify business critical Suppliers .Freeze 
calendar for the meeting schedule & send out the invitations for face to face meeting

Manish Rana,
Director- GPSC

“

Action Items



Post 6 months intervention impact
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*Based on our impact analysis conversations with 14 out of the 20 participants

11/14 participants improved

Strategic Planning and Decision 
Making

6/14 participants developed

Financial Acumen

5/14 participants enhanced

Cross Functional Sensitivity
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“

Strategic Planning & 
Decision Making

We were able to make some changes and bring in new USP's. We looked into our sales 
promotion process and cash discounts and we understood that we were not differentiating 
much from our competitors. So we introduced a 5 year warranty under maintenance 
which no other company was doing in the industry and we received some really good 
output.

Hardeep Brar,
Vice President- Sales

The program definitely helped in my overall outlook & decision-making process. I am now 
able to understand GM’s business results much better & more importantly share them with 
my team. Also, I am now able to analyse the total enterprise cost for Value Added 
Assemblers (VAA) & Lean Material Strategies (LMS) in the region to determine optimum 
strategy,

Muruganand Ramalingam,
EGM- Regional Lead

“
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I and my team have started doing a detailed analysis of what the estimations for each 
project and also started reviewing other alternatives in depth. We try to understand the 
financial health of the company and work closely with the financial leaders of the 
company to make the right estimations.

A Unnikrishnan,
EGM- ME

enParadigmTM

Time management and prioritization have definitely improved. I have started maintaining 
a diary and before I start a day I try to list down the activities planned for that day. Now 
this entire process has been made on a daily basis and it becomes easy to review the tasks. 

We have also started meeting suppliers often and these are very structured meetings which 
reviews the suppliers performance and help us coordinate better. The main idea of such 
meetings is not to wait until a problem crops up and its always better to be in touch with 
the suppliers and know what is happening at their end.

Manish Rana
Director- GPSC

“

Strategic Planning & 
Decision Making “
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“
Earlier it was extremely easy to complain about other departments. But now I try to 
understand the scenarios faced by other functions and it has changed the way I make 
decisions drastically. I learnt about how to sustain long term ideas and both these are 
behavioural changes that has helped me to become a better manager. 

Cyril George,
HR Site Lead

Cyril has made a change within himself and he has been interacting with other functions 
and people from across functions much more after the intervention. I can definitely see 
some change in him in this aspect and it has definitely widened his horizon.

Pritpal Kular (Cyril’s reporting manager)
Vice President HR

Cross Functional 
Sensitivity “
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The workshop was definitely useful because we worked on a simulated environment and 
understood quite well how the companies work. Analysing financial statements and 
understanding how different financial terms mean and affect the organisation was very 
helpful. 
Earlier we used to do some part of financials as we are responsible for purchasing so we 
naturally deal with a lot of suppliers and for high level of finance we used to seek help from 
the finance department. But now we are able to analyse the statements little better. There is 
definitely a change in my thought process and the importance of right strategies has been 
understood. I'm able to pinpoint the mistakes in the decisions to an extent.

Piyush Bhartiya
Director- Purchase

“

We get our business results every quarter and now me and my team are able to 
comprehend the results much better than before. Understanding the decisions made and 
the impact and the results is very important and the entire team has that mind set now. I 
have been able to bring in the importance of financial metrics while making decisions.

Amit Patel
EGM- ME

Financial Acumen

“
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Companies like yours
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

Tata Autocomp built 
business and financial 

acumen for leaders 
across business units 

HCL helped its 
senior management 
to develop strategic 
thinking and cross-
functional acumen

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 and 

your team perform better with measurable impact


