IMMERSION EXERCISE -2

PAINTS



STRATEGY PITCH opus.®

PAINTS

Equipping the Salesforce to Navigate a
Multi-Stakeholder Ecosystem

Birla Opus is building a position in the competitive paints
industry, where success depends not just on product quality or
pricing but on managing complex stakeholder dynamics—
channel partners, contractors/painters, and end-customers.
Many in the salesforce come from outside the paint industry and
lack nuanced stakeholder understanding.

Key Challenge

How do we equip a relatively inexperienced salesforce to
effectively engage and influence multiple stakeholders who play
very different roles in the buying process?

Strategic Question

What capabilities, tools, and mindsets must we build in our
frontlines to increase effectiveness and drive conversion in this
multi-layered sales environment?

ﬁ Q_|-° Map Purchase Journeys

Understand customer paths to
tailor strategies

/H ';6; Define Stakeholder Roles

/ Clarify responsibilities for better
How to enhance sales \ coordination
effectiveness? ‘

Improve sales skills through
targeted interventions

“—— ¥ Build Playbooks

Provide tools for consistent
sales interactions
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