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Velocity at Tech Mahindra:
Turning Sales Capability
into a USS1B Growth Engine



Executive Summary

The Challenge

Tech Mahindra (TechM) faced a strategic
commercial inflection point. Revenue was
concentrated in a limited number of large
accounts, with sales engagement largely anchored
at the CIO level. As enterprise buying models
evolved and multi-stakeholder, transformation-

led deals became the norm, this approach risked
plateauing growth. Client Partners needed to move
beyond technical solution positioning to strategic
commercial engagement, capable of influencing
CEOQOs, CFOs, and business unit leaders in high-
stakes, multi-year transformation decisions.

The Commitment

Velocity is a custom leadership development
programme positioned as a growth lever
embedded directly into corporate strategy.
Sponsored by the CEO and CPQ, incorporated
into leadership scorecards, and supported by a
dedicated Sales HR function, Velocity targeted
senior sales executives responsible for marquee
accounts. The ambition was explicit: strengthen
commercial capability, accelerate revenue,

Al creates

transparency

and build a succession-ready bench. After a
competitive pilot, INSEAD was selected to deliver
successive cohorts based on participant feedback
and deep co-creation with TechM.

The L&D Initiative

Velocity integrates Al diagnostics with revenue-
critical application. Participants begin with an Al-
enabled assessment covering 39 competencies,
generating individual and cohort-level skill
visibility across 12 areas previously unavailable

to leadership. Learning is anchored to live, multi-
million-dollar deals expected to close within two
quarters. In small cohorts, coaches - former CXOs
- role-play sceptical C-suite executives, challenging
participants to move from architecture-led
pitches to enterprise value dialogues. Top-
performing teams present in a Shark Tank-style
finale, converting live deals into scalable Industry
Playbooks.
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The Impact

Over 24 months, Tech Mahindra secured

more than USS1 billion in large, multi-year
transformation deals across global markets,

with Velocity participants directly shaping the
narratives. Individual deals typically ranged
between USS75-150 million. Participants report
stronger executive presence, disciplined discovery,
and greater enterprise-level engagement.
Organisationally, the company has gained
structured talent intelligence and strengthened
succession depth across its most revenue-critical
accounts. Velocity demonstrates that when
learning operates inside live commercial pressure -
measured, embedded, and strategically aligned - it
becomes a driver of growth.



Velocity: Driving Measurable Commercial Impact

(o] (o] (o] (o] (o] (o] o) (o] o) (o] (o] (o) (o) (o] (o] (o] 8
nononono nononono nononono nononono
RARAASAS BARAAAAS RASCASAY ASAAASAN Qa0 ok ok kY
n n n n n n n n n n n n n n n n
156 participants 800+ ‘
p p sales executives trained overall

(4 cohorts) - i ; i
through cascade learning programme rating Increasing

‘share of wallet’

Q ke
USS1+ billion Qﬁ us$750M
N

'

‘Game Changing 7 Shark Tank winners : :
P FY25' / top teams presenting II"ICI'GQS!I‘IQ
rogramd O Industry Playbooks deal pipeline
awar

to CXO panels



