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Ability and Capacity

Types of Capacities in Business
Building Capacities

Capacity Building Metrics
Timeline for Capacity Building
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ACHIEVEMENTS

MDP Faculty of IIM Kolkota
Mentors brands like ICICI, Godrej, Amway, LG
Electronics, Nestle, Lemken, Stewols

CORE COMPETENCY

Business Development and Growth Strategies
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T ABILITY + CAPACITY) =
Abl'lty & CAPABILITY )

Ca pa bi I ity Perfect practice will make your perfect.

Only practice may lead you to mastery of
imperfection.

YOUR
MORE

Why build capacity?

BUSINESS WILL DO MORE ONLY WHEN IT CAN DO
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10%

GROWTH IN EXISTING BUSINESS WILL HAPPEN

Only when your capacity to do business will grow by at least 25%.

INTROSPECTING SELF

What are the enterpreneurial capacities (Y i
that Ineed to develop? ” [ \‘
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Are you stuck
up with
today?

WHO TAKES CARE OF
TODAY?

WHO TAKES CARE OF
TOMORROW?

WHO TAKES CARE OF DAY
AFTER TOMORROW?

Do you
decide first
time, every
time?

a) Yes

b) No

c) Maybe. Will Think.
d) Later

e) Requires discussion
f) Pass the Parcel

g) Need Time

gather facts

DECISION

MAKING
PROCESS
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Do you thlnk DOING SAME THINGS

DIFFERENTLY

fres h ) th i n k In last 68 months, what is it that you have

started doing differently.

big & think DOING DIFFERENT THINGS

futu re? In last 1 year , have you done anything

different in your business?

;"'[HINI(B]G DO YOU THINK ABOUT

' AC]‘ ¥ FUTURE?
b )
% Nowl' Give a 3 minutes presentation on your

business 20 years down the line.

=t

URGENCY

High
1 2 Have you
3 Urgent Imponant mastered time
P | MOUvIEE edtee management?
< | oownow | Dedasgen
-
(14
o 4 3 Importance Vs Urgency
o Urgent Not important Authority and Delegation
g not important not urgent Change Adaptability
X Durel Time for work, family, society and self
Low
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Do you believe
that you need a
team?

ARE YOU A TEAM MAN?

SELF ASSESSMENT

Are you working on your business or are you
working in your business?

WHO WILL MAKE YOU WIN?

You or Your Team?

Leadership Quality?

EXAMPLE EMPOWER ERDUCATE ESCHEW

Do as | do? Everyone gets an Training your downline Always think about the
opp ortunity to exhibit is a an important part growth of your team in
leadership skills. It has of your leadership your organisation
as | say?" nothting to do with quality .
your designation.

Itis never "Do
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THINK AHEAD DECISION MAKING

TIME MANAGEMENT

Invest in things which are important
but not yet urgent.

Pull the business with your thinking.
You are the engine and not the
coach

Deal in "Yes" or "No" only.
Ask all to discuss "problem” with
"proposed solution only”

LEADERSHIP TEAMWORK INNOVATION

Do as | Do? Every Team member is important. Think Fresh. Think New. Think
Future.

CAPACITY TO PRODUCE

Consistently, Cost Effective, Customer

Centric, Lean Manufacturing
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CUSTOMER FEEDBACK?

How do you take customer feedback?

Do you assume that you know?

=
. w’%i'm

o

Z. 4

s N

FEEDBACK e
= | &1\

B o

e

~

CUSTOMER CENTRICITY

How do you ensure that your
processes are customer centric?

ENABLE SIX SIGMA

This is no rocket science. Go for it!

LEAN MANUFACTURING

How much of Lean Manufacturing do
you understand and implement?

Transport Motion Waiting

RC C §

Over- Over Def Unutilized
Producticn Processing elects Talent
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Process Average Upper Limit

G0 S0 40 30 -20 -0 Mean 10 20 30 40 50
|

The 5 Step
Process of Six
Sigma
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What Is Lean Six Sigma?

-
=

=+@ -

Lean Six Sigma Lean Slx Sigma
Create value for customers Reduces defects Lean accelerates Six Sigma -
by minimizing waste. by effectively solving problems. Solving problems and improving

processes is faster and more efficient.

The 8 Wastes of Lean Manufacturing

_= Iy S | X

Transport Inventory Waiting

Dver- Over- Unutilized

Production Processing Defects Talent

¥ TULIP
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Great customer experience doesn't

“justhappen.” It's planned. Qx

1=
O (

X ¥

Exceptions
Expaience

oo

L ¥ )

CAPACITY TO RETAIN
CUSTOMERS

Customer Satisfaction, Customer
Loyalty,Customer Experience,
Customer Centricity

CX=CS

Exceptonsl G o s
Expeorience Success
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Great customer experience doesn’t
“just happen.” It’s planned.

XXX
=
000

THE SCIENCE OF

CUSTOMER
LOYALTY
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REPURCHASE
& ADVOCACY AWARENESS

CUSTOMER
el EXPERIENCE RV
CYCLE e

PUMHGHASE INTEREST

YOUR MOST UNHAPPY CUSTOMERS
ARE YOUR GREATEST SOURCE
OF LEARNING.

- BILL GATES
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TRACT CONVERT CLOSE

oy -

P Catn 0 Acton CAPACITY TO ACQUIRE
i e— CUSTOMERS
UP-SELLING New Customer Acquisition

Budlds w11 onger
relibonstips

Iareisas UP-SE
ik st e -
Protore £ b vk

CROSS-SELLING

Brosdens <toiet
of products and

WIN-WIN! e

Irrman

www.consult4sales.com




Reference

Selling

Vintage of Customer
Customer Satisfaction Index

KEY BENEFITS OF KEY BENEFITS OF
UP-SELLING CROSS-SELLING
Builds stronger 01 Improves your
relationships. bottom line.
Increases the UP-SELLING
value that the Improves patient
patients receives. AND loyalty.
CROSS-SELLING
Increases the ARE A Broadens choices
patient's lifetime WEW of products and
value. WIN-WIN! services.
HribEovEEN G Improves patient
i y 048 service from rela-

bottom line.

tionship marketing.
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Don't face
the competition...

Jump over it!

Debtors

Working Working capital

Capital  JESECNCIS
Cy
CAPACITY TO MANAGE
FINANCE

Working Capital Management

EOUPRISTINE

g Prrten e
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Working capital overview

Working capital

Accounts Accounts
ivabl + Inventory -
receivable payable

Operating activities

corporatefinancainstitute.com i CFl

Cash

Working
Debtors Capital Creditors

Cycle

Inventory
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Business anoent
nees Bdesign

CAPACITY TO MANAGE
CHANGE

The Science of Change ohat there ore six woys of
prce to chonge
wrgency
n
Create 3 guiging Empieer & reward “"‘""’"‘. B Fuciation & Support
e R0 rr—

| | | | 1

Orviopavivon, W e
ey & Phobed i )
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Awareness

Desire Knowledge Ability Rein

forcement

Business Concept thaish taiti Post-
need & design TR iSHENEANEn implementation
SUCCEss

v!lmy
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Steps to Change Management

Prepare for Change Manage Change Reinforce Change

Estabéish 3 sense of N Consoldate gairs &
:‘"lf"'ﬂ & E:::em short-term produce more
mportance o ° crange o

n [ | m

ARCROr Pew
Create 3 guiding Empower & reward
coaltion broad-based acticn Sipecaches i
o ° oulture & hiring o

o |
Oevelop : vison, — (Rejcommunicate the
tietabie (3 - ()

i o i ey dpmning o
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Overcoming Resistance to Change

Kotter & Schlesinger suggest that there are six ways of
overcoming resistance to change

ation & Communication

CL Facilitation & Support

=

w;/ 3 Manipulation & Co-option

T

] Negotiation & Bargaining

. Explicit & Implicit Coercion

tutor2u
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CAPACITY TO
MANAGE SELF

Self Discipline

CAPACITY TO
ACQUIRE
CUSTOMERS

Market Outreach

CAPACITY TO
MANAGE
PRODUCTION

Lean Management

CAPACITY TO
MANAGE FINANCE

Working Capital Management

CAPACITY TO
RETAIN

ClesEQRMERS

CAPACITY TO
MANAGE CHANGE

The Science of Change

Management
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HOW TO REACH US

CONTACT DETAILS

105, Gokul
Building,Coffee House Square
WH C Road, Dharampeth,Nagpur 440010

0712-2544708, 2970506000

hello@consult4sales.com
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