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Metso is a leading services provider for the mining and construction industries, with an ever growing 
global network of service centers. With the goal to bring best quality products to all its customers, Metso is 
committed towards indigenous manufacturing and investments in emerging markets. 

Metso India is one of the largest manufacturing hubs for Metso with over 3,73,712 sq.m of footprint area. 
Metso India was moving away from transactional to consultative selling. In that direction, they wanted 
their Senior and Middle managers across functions to collaborate towards providing best suitable 
solutions to their clients. The Sales team needed to balance the high quality standards and cost for clients 
to ensure sustainable growth and profitability. The company also wanted the managers to acquire a 
holistic view of business, step out of their functional silos and think like business leaders. L&D Head Shruti
Roy contacted us for an intervention.

As a first step towards making the intervention relevant to their managers, we met business leaders K.C. 
Navin Kumar (VP, Manufacturing), Pavan Seth (VP, Services Operational Hub), Bhaskar Nayak (VP, 
Processing), Vijay Dhar( VP, SBL Sales) and C.M.Purohit (VP, Mining Sales). 

Following the REITM methodology, we identified specific challenges that each of their teams faced and 
designed a simulation intervention around those challenges for desired outcomes.
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6 Challenges Identified
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1Understanding 
customer needs 
and pain points 

1

1

Sales managers needed to adapt to a big transition of Metso moving from 

transactional to consultative selling. They now needed to understand the 

complete customer value chain and processes to suggest the right solution 

or decide when to upsell, cross sell, etc.

Clients demanded international quality on services at very low prices 

leaving minimal margin for Metso. Sales team needed to maintain the 

balance between cost and quality aspect while selling to the client. They 

also needed to communicate the future implication of compromising 

quality for price.

The Sales team needed to consult with all other functions – legal, 

services operations, etc and understand constraints before committing 

to a client. Over commitment of processes might lead to liability issues 

as sales deals were contractual by nature.

UNDERSTANDING 
CUSTOMER NEEDS1

2

3

BALANCING COST vs 
QUALITY

COORDINATION
ACROSS FUNCTIONS 
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1Understanding 
customer needs 
and pain points 

1

1
SERVICES

UNDERSTANDING  
FINANCIAL IMPACT 

OF DECISIONS 

4

5

6

PRODUCTION
UNDERSTANDING  

FINANCIAL IMPACT 
OF DECISIONS 

SALES
UNDERSTANDING  

FINANCIAL IMPACT 
OF DECISIONS 

Production Managers needed to understand impact of excessive 

inventory in the system, over production and optimizing costs without 

compromising on quality of international standards.

Sales Managers needed to get clarity on DSO( days sales outstanding), 

P&L statements, bottom line parameters, margins, etc to take informed 

sales decisions.

The Services and Foundry team needed to compare financial implications of  

procuring from external vendors vs developing components from within and 

take decisions for the customer accordingly, based on delivery timelines.  
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Program Objectives
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STRATEGIC ORIENTATION - Provide tools and framework to formulate and 
execute business strategy, analyze market and competition to accomplish goals

FINANCIAL AWARENESS - Offer P&L responsibility to get familiarised with 
each component and their interlinkages. Provide clarity on levers that 
impact bottomline, margins and topline

CROSS FUNCTIONAL ACUMEN - Provide an opportunity to step into 
the shoes of different functional heads, take decisions and experience 
how they impact business

HOLISTIC VIEW OF BUSINESS - Provide opportunity to run a virtual business in 
a simulated market environment for a 360 degree perspective of a business 
leader
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About The InterventionPlanning And Execution Of Interventions
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6 Month Intervention
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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 
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2nd Follow-up on 
implementation 
of action items1st Follow-up on 

implementation 
of action items

Weekly Online 
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Modules
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REITM Road Map



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
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The Simulation Experience

No. of Participants : 25

Senior and Middle 
Management

P&L complexities



About The InterventionImpact analysis: After 6 Months
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54% participants drove outcomes due to  

Better Planning & Decision Making 
54% participants demonstrated 

Cross Functional Orientation
81% participants drove 

Positive Financial Impact

*Based on our impact analysis conversations with 22/ 25 participants and their Reporting Managers
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Driving Positive 
Financial Impact

Where The Needle Moved: Participant Quotes

Forecasting  was an eye opener. We now see the underwork that gets started immediately after forecast and the 
cost implications due to additional inventory, man hours, etc which associated with it. Now we do not merely 
forecast on the customer face value. We are investing a lot of effort to ensure accurate forecasts- background 
checks in terms of capacity to pay, land clearances, actual requirements at client side, etc.  We  are also checking 
with banks to see if projects like these can be actually funded.

I realised that reducing the lead time saves a lot of money. Earlier if there were two components of machine that 
needed to be fabricated, we used to fabricate one at a time due to space constraints. But now, I have changed the 
footprints of the shop floor, removed a couple of unused machines to create more space, for simultaneous 
fabrication. This has brought down lead time to half- 3 weeks to 10 days. 
I am also outsourcing some components which is reducing the cost by 30-40%.

We now look at quality control as cost center and not a profit center. Our focus should be to optimise the cost 
and to achieve that we are concentrating on 2-3 things– identify wrong vendors and strong ones for sales and 
service team. Manage cost per unit so that we can impact bottom line. Focus on driving quality. When quality 
delights the customer, sales would go up and that’s our contribution to topline.

“

“

“

Brijesh Sinha
Dy. General Manager - Fabrication

Shommet P
DGM Sales/ Pelletisation

Balram Tyagi 
General Manager , Quality 
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Better Planning 
& 

Decision Making 

Where The Needle Moved: Participant Quotes

As an initiative after the workshop, we are reducing the criticality levels of OSMI (outstanding material inventory) 
materials which means we do not stock it unnecessarily and we just order the material when needed. This has 
brought down OSMI by 2-3%.

My strategy is to offer products which have superior quality with better services. Major portfolio of business 
comes from services and time is very critical in service. We are focusing on trying to reduce time of delivery to our 
internal services by reducing quality inspection time.

I instructed my team not to cut any extra part, because anyhow the remaining plate is a scrap. There is no point in 
saving them to be used for future orders. We have realised that actually piling up these small parts creates unwanted 
inventory. 

As an immediate step, I have extended the roles of my direct reports to larger responsibilities. Production has 
three units which is foundry, production and finishing. Now each reportee handles responsibilities in each function 
for cross- functional as well as leadership development. 

“

“

“

“

Ranjan Sinha
Sr. Manager - Services

Balram Tyagi 
General Manager- Quality 

Brijesh Sinha
Dy. General Manager - Fabrication

Pranav Srivastava
General Manager- Production

enParadigm
TM



Improved 
Cross Functional Acumen

Where The Needle Moved: Participant Quotes

As finance people we tend to be focused only on numbers and hence we do not see the holistic picture. Through the 
workshop, we got an understanding of how things like quality, productivity, manpower, sales effectiveness, etc
impact finance. 

During the workshop we messed up in forecasting. That was an eye opener and we need to closely work with all 
teams to ensure proper decision making. Whenever factory asks me for forecasts, I now monitor and look at 
previous years trends, get industry data and trends, check with others in the team and only then give a forecast.

After the workshop I am now working closely with the sales team. I am also now working directly with the customers. 
I had never seen how the bulk machines work and the complexity of work involved there. I now understand the 
customer, their work, where the equipment fits into their work, what sort of budgets they set for it, etc.

One thing we realized is that holding inventory is an additional cost. Earlier we used to urge after market team to 
stock inventory. Now we have realised the cost implication and have put control measures. Apart from some 
critical items that are needed for services, we look at the trend of other items. If it has not been used for close to a 
year, we don’t stock. 

“

“

“

“

Amit Mishra
Manager- Mining Sales

Sunil Maheshwari
Site Controller - Finance

C Venkatesan
Sr Manager- SBL Sales & Service
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Anuj Garg Manager
Finance 



This workshop has complimented the mentoring activities we do and it has clearly increased my reportees’ business 
awareness – especially from a top line and a bottom line perspective. They clearly know what impact can be created 
by them. This exposure will help us build a second line. 

Balram’s initiative of synergizing vendors that match with Metso’s quality system will definitely bring down 
inspection time in the times to come. He is also able to visualize business gaps clearly. Similarly Umesh’s action plan 
for commitment to stakeholders has brought in a lot of focus on planning within the function. I agree with Ashutosh
that if sales pushes it, we can bring down the DSO( days sales outstanding) further below our current number of 60.

“

“ I wanted Shailendra to be focused on data and use it as a strength before the intervention and I can see that he is 
progressing very well and leading the team on this. He has been able to bring up margins by 4.5%. 
Souvik Pal is now able to understand products from a more operational and a financial stand point. Business 
acumen at a holistic level has improved and he is looking at the bigger picture.
Pranav S was the most enthusiastic guy after the work shop. He had been in operations for the last 20 years and had 
a view of the company only from an operations point of view. I wanted him to be adaptable to new ideas.  I can see 
that he has changed- He is flexible and is talking to people from other functions with the gained financial and sales 
perspective.

Pavan Seth
VP- Services Operational Hub 

Bhaskar Nayak
VP- Mineral Processing
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REPORTING MANAGER FEEDBACK
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We are a mixed team of industry experts and tech-savvy business 

consultants who help you bridge business performance gaps within your 

leadership team or below.
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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.

How RPG Group 
Enabled Their High 

Potentials Across Bus 
To Broaden Business 

Horizons

How Tube Investment Of 
India Made Their High 
Potentials Take Steps 
Towards Improving Bottom 
Line

How GMR Energy used 
business acumen to

drive strategic thinking 
and long-term 

financial planning 
among plant heads

I N D I A


