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How NIIT Technologies Transformed 
Its Senior Management Into Business Leaders  

With A 360 Degree Business Intervention 



I want to lead the next level of growth at NIIT. I had attended an International program for 

business excellence and wanted my team to have a similar transformational experience. We are 
set in that direction now with enParadigm driving the NGLP.

I can see that more than 50% of the participants have changed. They have stepped out of a day-to-
day execution mindset and have started engaging with customers at a higher level. Look forward 
to the next NGLP.

ARVIND THAKUR
CEO
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NIIT Technologies is a leading Indian IT solutions provider focused on the BFSI and the travel & 
transportation sectors. In FY 2013, the company had annual revenues of INR 2000 crore, with a 
client base of  200+ companies across 16 countries.  Mr. Arvind Thakur, the CEO, had a new vision 
for the company, and wanted to transform his leadership team to take the company to the next 
level. 

The need of the hour was to develop top leadership from within for CXO level roles, rather than 
hire from outside. They wanted their senior management to step out of their functional comfort 
zone, be innovative and think big. The managers needed to understand their customers and 
competitors better, and take strategic and cross functional business decisions to drive growth. To 
make this happen, Deepa Mukherjee, Head – L&D, wanted to offer a world-class learning 
experience to change the way they approached work. 

We met NIIT’s CXOs to understand existing business gaps and what their expectations from their 
direct reports’ learning outcomes were. Using these inputs, and keeping the CEO’s vision in mind, we 
designed a 2-month Intervention, which included two weeks of face-to-face programs, 8 weekly 
online retention modules, and a business impact analysis after 6 months.
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• Build strategic relationships with customers instead of managing only day to day operations

• Be able to step out of functional roles and be able to see a holistic picture of business

• Proactively build future resource and solution capability through enhanced talent management

• Get clarity on financial concepts and work on increasing gross margin and revenue

• Approach solutioning from a market and customer perspective, and differentiate from competitors 
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Thinking from 
a Customer’s 
Perspective

Driving
Growth

People 
Leadership

(Simulation and 
Activity based)

Being Business 
Leaders -
Summary & 
Action Items

(Online 
Modules)

3 Days 3 Days 1 Day 2 Days 3 Days 8 weeks

Module 1 Module 2 Module 3 Module 4 Module 5 Module 6

Intervention Overview

(Simulation Based) (Activity based) (Lego Serious Play)

Driving 
Performance, 
Change 
Leadership

(Simulation Based)

8 Retention 
modules
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70% participants drove outcomes in  

Strategy and Decision Making
50% participants demonstrated 

Change in Mindset and Approach

Impact Summary: Key Outcomes*

50% participants drove outcomes for 

Increasing Revenue
57% participants demonstrated

People Leadership

*Based on our impact analysis conversations with 14 participants 6 months after the intervention
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Module Details
& 

6 Months Impact Report
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Arvind  Thakur

“We did a comprehensive detailed 

competitive analysis of 3 main competitors 
including Mindtree and TCS and redid Go-To 
Market strategy for 5 of our core solutions.  We 
discussed which accounts needed to be focused 
on, and decided on 4 key accounts in the US 
and 4 key accounts in Europe.”

Umamaheshwaran Shastry
Head - Large Deals

I agree with his implementation feedback. He is now 
quite involved strategically and has started engaging 
much better within his geographies than in the past. 

“ For Media, we finalized project planning 

with the CEO, 2 weeks ago. We will focus on Large 
accounts in US, and not UK or Europe and build case 
studies around them. 
For Manufacturing, we decided not to focus on EU 
and US but APAC and Middle East. We invested in 
digitization of Shop floor,  e-commerce & SAP hybrid.”

Rajan Gupta
VP

His strategy on media and manufacturing is correct 
and absolutely aligned with company goals and 
strategy.

“ “

“ “

Strategy & Decision Making
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“
Dan has fully internalized the learnings – I have seen these 
translating into the kind of conversations we are having and 
proposals we are submitting to SEI. Almost all of them are  
non-linearly priced offerings based on business value add. 

There is an overall change in his approach. Specifically 
his sensitivity to profitability has definitely gone up. 

Satyakanta Samal
Reporting Manager ( Executive VP- Europe ) Arvind  Thakur

“We moved away from T&M price model to 

service based pricing. The customers are 
receiving it well. It is a win-win situation since 
it will lower cost for the client initially and 
definitely be profitable for us in the long run.”

Daniel Spaventa
VP- SEI Business Unit

“As a leader I am now focusing on strategy 

and creating a plan based on it. Earlier I was 
focusing on day to day firefighting rather than 
focusing on the long term strategy. With clarity 
on financials, instead of looking at each 
decision as a cost cutting measure. I now look 
at the larger picture, which was not so earlier.”

Rajan Gupta
VP

“ “

“

“

Change in Mindset & Approach
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“My main focus has been on growing 

accounts for the Insurance vertical. The 
vertical had not really accelerated in the last 
3 years, but has nearly doubled in the last 6 
months. The growth is 90% and run rate 
from April to October is very high.”

Baiju Joseph
Client Partner

“I was successful in implementing frameworks 

related to strategy and I am already seeing big 
changes in strategic alignment. We signed 2 
partnerships which resulted in winning deals. We 
have also bagged two big accounts.”

Umamaheshwaran Shastry
Head - Large Deals

He has been successful in putting in place the right 
partnerships that help in the go to market strategy.

Apart from the flow of new leads into his account, he 
has further been able turnaround and grow some old 
accounts. He is able to engage one level higher rather 
than being on the transactional mode.

“ “

“
“

Arvind  Thakur

Driving Revenue
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“It takes time to understand people 

management. The transition for team leader to 
manager is not smooth. Instead of suddenly 
handing over a large team of 40, we gradually 
increased the team size from 10 to 20 to 40, so 
that its smoother.
Individual Learning and competency plan (ILC) 
has been newly added and we come up with 
courses to fill performance gaps.”

“We are trying to strengthen the team by 

hiring people with different skillsets.
Earlier we were hiring only technical experts 
now going in for people with domain 
expertise such as an underwriter who bring in 
the requisite subject matter expertise. This 
has become major focus area now.”

Paul Robert Juniper

Head Of Acumen RFS

He is the one who has benefited from the program 
fully. Every module was relevant for his role and he 
has benefitted.

Cultural alignment with our team must have happened 
and it has greatly helped him in his performance. If we 
compare his first day, with the 15th day, we could 
clearly see the difference in his involvement with others.

Arvind  Thakur

“ “

“
“

Siddhartha Singh
Senior VP

People Leadership
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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

WNS built business 
and financial 
acumen for 

operations leaders

HCL helped its 
senior management 
to develop strategic 
thinking and cross-
functional acumen
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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 enable your team to create measurable impact.


