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enParadigm leveraged its simulation based 
business intervention to help RCAM’s key 
functional managers look at a bigger business 
picture - by making them take on leadership 
positions in virtual companies, work on strategies 
and collaborate cross functionally to stay ahead of 
competition and sustain market share through 
multiple quarters.

Reliance Capital Asset Management Ltd (RCAM) wanted to 
reclaim market leadership by becoming the most preferred 
investment option for their customers. In a competitive 
market, it was critical for the company to work on attracting 
long-term customers and enhancing the customer 
experience to achieve growth. The challenge was to align 
their managers in the CEO club (high-potentials) to the new 
strategy and make them work towards long term goals.
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IMPACT

“It has helped me to prioritize the clients and get additional revenue from this group of customers”

“We launched a new product for increasing wallet share.”

“I could analyze competition and show my client that our product was much better due to which he 
accounted us with 75% of his fund”

“Made me realize how businesses and markets change, and hence how fast I need to adapt or set 
trends”

SOLUTION
Simulation-based intervention to bring about cross-functional 
thinking and holistic business acumen.

NEED
Enable high potential managers align with the organization’s long 
term business goals and take collective efforts to realize them. 
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TARGET AUDIENCE

- High-potentials (CEO club)

- Across multiple functions

- Average experience: 12 years
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A multi-dimensional approach

RCAM now wanted all their high-potential managers be aligned with the new approach, take ownership  and work collaboratively towards 
achieving revenue and brand equity.

Enhance commercial acumen
Don’t lose track of profitability

Say NO to non-profitable business

Build loyal customers
Move from a B2B-to-B2C mindset 

Make customer experience a priority

Work on long term business strategy
Go beyond daily firefighting to 
strategize for consistent profits
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Intervention structure

Meetings with the leadership 
helped identify typical concerns 

that their customers had

Inputs from every individual 
participant, as well as their reporting 

managers, helped identify specific 
strengths and gaps

3-day Simulation Workshop

4 weeks of gamified, online retention 
modules helped participants retain 

the insight gained

A 6-month implementation analysis 
helped ascertain the level of 

retention and implementation
(Summarized in this document)
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Experiencing the big picture

Played top-management roles and ran a 
simulated business

Took critical decisions and traced outcomes to their 
root causes

Acquired tools and techniques to align 
different functions to overall company goals, and deal 
with market / competitor concerns 
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Impact (1 of 3)

Cross-functional decision making

“Post the workshop, teamwork and inter-departmental and inter-
group synergies have improved tremendously and we try to take into 
account all kinds of possible perspectives to take better decisions.”

Pallavi Chauhan, Regional Manager - Key Clients Group

“This is an excellent simulation workshop for middle level managers to 
understand cross functional decision making that helps in strategy 
formulation.”

Aditi Kundu, Chief Manager- Banking Operations
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Impact (2 of 3)

Customer-centric market analysis

“Before the workshop we only used to focus on traditional products 
but after the workshop we take customer feedback seriously and try 
to get some ideas from them and it has helped us launch new 
products to increase wallet share.”

Shalin Shah, Area Manager

“I could analyse (microanalysis) competition and show my client that 
our product was much better due to which he accounted us with 
75% of his fund.My last quarter target was 1.5 crore and I have 
achieved 1.6 crores, it was fantastic quarter.”

Sanket Thakkar, Regional Manager – KCG Kolkata
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Impact (3 of 3)

Strategize for profitability

“I am now able to plan and research on why the ROI was low and 
explain it clearly to the customer.”

Shailender Bajwa, Cluster manager

“About 20 % of clients add more value to our business so it has 
helped me to prioritize the clients and get additional revenue from 
this group of customers.”

Nilesh Wade, Regional Manager

“I have also been able to implement the Value Equivalence model 
after the workshop and it has helped me to position my products 
much more accurately.”

Saurav Sahoo, Regional Manager - Key Clients Group
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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.

© 2015 enParadigm Knowledge Solutions LLP. All rights reserved . All client collateral is the property of the respective companies.

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.

Chola MS General 
Insurance prepared 
its high-potentials 
for the next level

Abbott’s sales 
managers grew to 
forecast, price and 

collect better

Häfele built 
business acumen 

and cross-functional 
collaboration
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