










company was doing better than the industry average in terms of their key business metrics, it lagged the industry leaders on all these counts.

 

The company had been performing better than Competitor 4 
over the last 10 years, however Competitor 4 has had a strong 
bounce back in the last 3-4 years.

Competitor 3 has had lower than average business performance 
over the last 10 years, but has significantly improved in the last 3 
years.

has a slightly more conservative sales culture, it 

Competitor 1 has a combination of a strong sales culture along 
strong credit management, which was seen in its consistent 
book growth, low Non Performing Assets ( )

From a productivity per employee point-of-view, 
during 2019-21 the company had seen an increase 
in the employee headcount and a relative 
stagnation in employee productivity.









Simulations Mapped &
Key Frameworks Covered

E�ective Delegation

Competency Key TakeawaySimulation Mapped Framework Covered Mapped to module

• Skill-Will Matrix • Identify skill and motivation levels
of team members

• Module 1

• Module 1

Channel Management 
& Sales Planning

• Four critical levers of process
excellence

• Optimal Resource Management
• Hypothesis Formulation and

testing
• RCA Method, the 5-Why Method

• Hitting business targets of the
branch across sales, operations
and customer service

• Ensuring regulatory compliance
• Executing business plan with the

expected product mix, high CSAT
and low customer complaints

• Managing branch rhythm, building
the capability of the teams and
creating a culture of performance



Manager as a Coach • EAST Framework • Identify your teams' gaps and
devise solutions that can work
for them

• Enable them to implement the
solutions by making the process
of change amenable

Competency Key TakeawaySimulation Mapped Framework Covered

• Module 1

• Module 3

Growth Mindset •3A Triad (Aspire, Act, Adapt)
• Identify self-limiting beliefs and

patterns
• Move beyond comfort zone

Mapped to module





opportunities and threats, and 

submit decision within simulation

and explain concept and 
framworks to apply in the next 
round

factors in the market focuses 

and crunches data like a real business 

scenario

so that 
players can check their performance in 
business or behavioral situations

  Learning tools and insights

  Time bound action plans

to teams of 3-5 participants or 

Individual participants



Snapshot of the business simulation interfac



Snapshot of the  simulation interface







Journey Impact 
on Participants
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