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Participants found the program highly impactful for three reasons. This was not just a concept 
session on strategy, but a practical hands-on one. They not only worked out a business strategy 
but also implemented it. They got to experience its impact during the course of the simulation 
and this made a lot of difference. They also got to apply cross functional understanding while 
taking decisions. 

All this coupled with their team dynamics made the whole learning experiential.

Deepa Narayan
Senior Manager - HR
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Novartis is a Switzerland based global healthcare company that provides 
pharmaceutical solutions to the evolving needs of patients worldwide. Following a 
corporate transformation Novartis is now focused on three divisions with global 
scale and innovation power – pharmaceuticals, eye care and generic medicines

L&D leader Deepa Narayan wanted to offer an experiential 5 day MDP at IIM 
Ahmedabad for their high potential area managers. A batch of 15 participants were 
chosen from 78 and were being considered for bigger roles and responsibilities. 

IIM Ahmedabad partnered with enParadigm to deliver an integrated business 
simulation experience for the participants. The objective was to enable them to apply 
all takeaways from other modules in a virtual business environment.
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Challenges
Identified

 Sales Managers needed to understand financial impact of decisions taken and be 
mindful of the same 

 They needed to see the bigger picture of business

 They needed to access and gauge market conditions in terms of competition and 
customer expectations

 They needed to add value to products in the form of better service and engagement 
with customers

enParadigm
TM



Program 
Objective 

Strategic orientation
Provide tools and framework to understand business strategy, improve market 
understanding and become more competitive

Financial acumen
Make them take P&L responsibility to understand commercial implications 
from an overall business perspective

Cross functional acumen
Provide an understanding of how decisions taken in function impact 
other functions

Business head’s perspective
Provide an opportunity to step into the shoes of a business head to make 
long term plans and take decisions
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6 Month Intervention
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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
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The Simulation Experience

P&L complexities

Sharp Business Insights

Takeaway:

Time-Bound Action Plan

No.of Participants : 15
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Participants’ Immediate Reaction: Key Takeaways and Action Items 

KEY TAKEAWAYS
I now understand strategy in relation to interplay of different 
business parameters. One needs focus on goals and be flexible at 
strategies while responding to market changes without losing track 
of the financial impact. 

ACTION ITEMS
1. I will look at my current operations from a strategic long term 

view
2. I will develop a model to implement the learning from the 

program in day to day business.

“ “

ACTION ITEMS
1. Implementing the right strategy (as per market dynamics) to 

improve the business in my territory
2. Customer segmentation & product focus in all my key accounts
3. Setting long term plans for a sustained growth"

I understood how to think strategically, the impact of financial 
decisions on business, and how to do long term planning

KEY TAKEAWAYS

Rajesh Sharma
Area Business Manager

Vishnu Cheruvannikode
Key Account Manager
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Participants’ Immediate Reaction: Key Takeaways and Action Items 

KEY TAKEAWAYS
I learnt long term decision making with a focused approach. I now 
have clarity on analysis of the P&L statement.

ACTION ITEMS
1. Analyze and select a focus segment
2. Keep profit as priority
3. I will use diamond model to create strategy and base my decisions 

on it. 

“ “KEY TAKEAWAYS
Never get into price war but understand customer needs to beat 
competition. 

ACTION ITEMS
1. I will look at my current operations from strategic long term view
2. Develop a model to implement the learning during the workshop   

in day to day business.

Shashank Singh Chauhan
Area Business Manager

Surabhi Nandi 
Area Business Manager 

enParadigm
TM



enParadigmTM

© 2015 enParadigm Performance Solutions Pvt Ltd. All rights reserved . All client collateral is the property of the respective companies.

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.

How Abbott PPD 
aligned managers to

profitability and cash-
flow across three levels

How Claris leveraged 
data analysis to boost

sales performance

How Asian Paints 
developed their
high-potentials for 
leadership roles

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

http://enparadigm.com/downloads/abbott-ppd-sales-transformation/
http://enparadigm.com/downloads/abbott-ppd-sales-transformation/

