
How HCL Infosystems reinvigorated
its distribution business in a rapidly changing market

HCL Infosystems, a Noida-based 

market leader in distribution, IT 

services and computer hardware, 

sought to empower its sales and 

distribution managers with commercial 

acumen, acute financial  awareness and 

the skills to optimally align distribution 

channels to its overall goals. As part of 

its employee development program 

PRIDE, enParadigm helped equip its 

managers to grow the distribution 

business despite falling revenues from 

major clients like Nokia.

COMPANY

HCL Infosystems Limited

INDUSTRY

Computer systems, internet services, 

distribution of telecom and office 

automation products

ENPARADIGM INTERVENTIONS

4 Distribution Simulation WorkshopsTM

(2 days each), between October ‘13 and 

March ‘14

PARTICIPANT FUNCTION/LEVEL

Sales & distribution/Mid-mgmt.

CONCERNS ADDRESSED

– Commercial acumen

– Financial impact of sales and 

distribution decisions

– Distribution channel alignment

BUSINESS CHALLENGE

In FY 2013-14, a convergence of many 

factors created some pressing 

profitability issues for this business. It 

was at this juncture that HCL’s Chief 

Human Resources Officer, Vivek 

Punekar, identified a critical 

development priority: HCL’s sales and 

distribution managers had to be re-

equipped with skills and the right mind-

set in selling, channel management

and sound financial management. 

INTERVENTION

Vivek wanted a targeted strike – an 

engaging intervention designed around 

HCL’s specific concerns, that would 

enthuse and equip his managers with not 

just the right tools but also the 

confidence to implement learning. One 

successful pilot program by enParadigm 

precipitated a series of interventions –

Distribution Simulation WorkshopsTM, 

offering a holistic view of their business,  

as well as specific tools and action-

items for immediate execution.

RESULTS

enParadigm went back to HCL in 

April 2014 to assess the business 

impact of its interventions:

Channel Optimization: Targeted 

initiatives like a 3-tier distribution 

structure (instead of 4), less territory 

per distributor and SKU-based 

investment, have resulted in a 

leaner, more responsive distribution.

Forecasting: Scientific forecasting, 

supported by processes like 

competitive benchmarking, led to 

zero stock-outs in 97% regions; and 

100% sales target achievement for 4 

months since the intervention.

Operational Effectiveness:

Targeted incentives achieved a 

shorter credit-cycle (15 days to 7 

days) and better procurement lead 

times (21 days to 7days).

“We now include competition effects in forecasting. We have achieved 

100% sales targets for the past 4 months.”

Satyendra Rathore, Regional Sales Manager

– Fewer partners, better margins: 4-tier to 3-tier distribution

– Zero stock-outs in 97% regions due to better forecasting

– Procurement lead time came down from 21 days to 7 days 

– Targeted incentives for shorter credit cycle (15 days to 7 days)

Business Results
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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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