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EDITOR SPEAK

Nilotpal
Chakravarti

A few years ago, the Indian start-up ecosystem was not as vibrant as it is 
today due to poor infrastructure, lack of support from the government and 
unavailability of funds from investors. Earlier, Indian entrepreneurs were not 
used to receiving enough attention they deserved from other stakeholders, 
to sustain the start-up eco-system. However, today, that the scenario has 
changed dramatically and corporate giants and the government have come 
forward to boost the start-up ecosystem in India via mentoring, acquisition, 
funding, acceleration programmes and setting up of incubation centres. The 
IAMAI Mobile10X programme is also one such initiative.

This change in outlook is aided by the fact that today there are nearly 350 
million internet users in India. Also, Mobile Internet in India is also witnessing 
impressive growth. Besides, there is also a push from our Prime Minister to 
boost the startup ecosystem in India. The Prime Minister Shri Narendra 
Modi, has time and again stressed on the importance of digital in the 
changing economic dynamics in India. In fact, addressing the nation from the 
ramparts of the Red Fort on Aug 15 this year, the Prime Minister announced 
the “Start-Up India” initiative, which would encourage entrepreneurship 
among the youth of India. 

The Indian startup ecosystem is fast evolving, which is being driven by an 
extremely young, diverse and inclusive entrepreneurial landscape. This is 
leading to emergence of focused domain solutions for verticals like 
ecommerce, food delivery, healthcare, agriculture, and education etc. An 
additional driving force is a four-fold increase in access to capital through 
VCs, angel investment and seed funding, which is allowing Indian 
entrepreneurs to work on building tailor-made products for their customers. 

To promote entrepreneurship, this issue of Thinking Aloud is profiling few 
start-ups, which were selected during the Start-Up Summit, organized by 
IAMAI in September. Also, we have few exclusive interviews lined up for your 
reading pleasure. 

As usual, we look forward to your feedback.

Sincerely,
Nilotpal Chakravarti
nilotpal@iamai.in
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C. Banerjee
Kolkata

I read all the articles of the October issue of ’Thinking Aloud’ with great 
interest. The interviews and articles across all verticals we well represented 
and represented. The magazine is improving by leaps and bounds and I 
would like you to carry on the good work. 

V. Sharma
New Delhi

I love reading Thinking Aloud. The topics discussed are relevant likely to have 
a lasting impact on the outcome of the present debate – be it for or against 
Net Neutrality, Digital Advertising, Freedom of Speech etc. The magazine is 
now becoming a must for all people related to the digital industry. 

R. Chadha
New Delhi

Let me commend the editorial team for a great issue and design. The views were 
balanced and I am now more enriched about what the real issue is concerning 
the digital industry. Thanks for conceptualizing the issue based on some 
important topics. Keep up the good work. 

M. Subramanium
Mangalore

I found all the articles and interviews in the October issue interesting. It was 
a delight to opinions on digital marketing. All the articles were all argued and 
present a very neutral point of view. Keep up the good work. 

N. Mathur
Lucknow

The October issue was very relevant and it hit my desk at the right time. I was 
struggling to really comprehend the real issues concerning digital advertising 
and the set of expert articles greatly helped me clear my doubts. The articles 
were very well written, researched and presented a balanced point of view. 
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Hardik Kapoor
Founder of Jewelsify

Business transformation in
the digital age

By Hardik Kapoor, Founder of Jewelsify

In today's constantly innovating, evolving and technologically advanced age, corporate and entrepreneurs must 
do everything they can to keep pace with the improving efficiencies. Since the beginning of this century, big 
Corporations have disappeared. In their place, have emerged a generation of digitally-driven businesses such 
as Facebook, Twitter, and most recently the E-commerce era. Business transformation in the digital age refers 
to any transformation that brings about holistic changes to corporations – business models, strategy, marketing 
and operations, all enabled by new technology. The fresh breed of entrepreneurs today believe in taking a lot 
of risks and that is what sets them apart from the conventional businessmen and their traditional business 
models. And why not? The business landscape is evolving so rapidly that if the corporate don't keep up, their 
plans would soon become obsolete. And hence, they have to continuously bring in innovation to their product 
and service offerings in this dramatically changing technological environment. It is viewed in a recent study that 
84% of the transformation leaders view their transformation program as a critical part of their innovation 
strategy. 

India has seen a host of these transformation leaders in the recent past who have challenged stereotypes and 
have a dogged determination to deliver their vision in the face of all opposition. Their strategy run counter to 
conventional textbook style and are agile. They have a willingness to embrace risk in what they do. The recent 
start-up boom is an example to turn to. From e-commerce to analytics and big data, these new-age 
entrepreneurs have done it all. The Indian who posted the biggest gain in wealth over the past year is reported 
to be Dhiraj Rajaram, the 40-year-old founder of Bengaluru-based analytics firm Mu Sigma. There are 76 new 
faces among the 296 who made it to the Hurun India Rich List this year, with the cut-off level being personal 
wealth of Rs 1,600 crore. Apart from Ola's Bhati and Aggarwal, other prominent tech entrepreneurs on the list 
include Flipkart's Sachin Bansal, 34, and Binny Bansal, 34, whose estimated wealth of Rs 9,010 crore each puts 
them at the 85th spot, a rise of 58 positions. Snapdeal's Kunal Bahl, 32, is a new entrant, jumping straight to the 
243rd spot with a wealth of Rs 2,314 crore.  Despite the staggering stock market over the last few months, these 
numbers definitely go on to show the resilience and dynamism of the Indian Private Sector. 

Looking at the prospect of India’s digital transformation, Honourable Prime Minister, Shri Narendra Modi kick 
started the ‘Digital India’ movement with a vision to transform India into a digitally empowered society and 
knowledge economy. He stated –“We want to have one mission and one target: Take the nation forward – 
Digitally, and Economically”. He sees Digital Infrastructure as a Core Utility to Every Citizen of this country. This 
program covers several projects at the State and Central levels to integrate and deploy emerging technologies 
like Cloud and Mobile to enhance the delivery of Govt. services to citizens. The development of the hitherto 
ignored rural sector will be given primary importance as a part of the Digital India Program. One such thing 
which will prove to be most useful for Rural India is the setting up of an Online National Agriculture Trading 
market to help farmers of India and increase the agriculture. By 2019, the two way platform will be created 
between Farmers and Buyers. This will be done through the broadband connectivity across the rural India. Our 
farmers who were till now only entitled to sell their produce in nearby mandis will now have an opportunity to 
go online and fetch betters price for the same. Talks are also on to setup an Agency to monitor the smooth 
functioning in online trading, it will also look after the transportation facilities after the online purchase/sell. 
Villages and rural sectors will now have broadband connectivity and improved access to services through IT 
enabled platforms to ensure greater transparency in Government processes. Digital technologies have 
empowered urban customers like never before. And now, with this program, they will be soon transforming 
rural dreams into reality. The agility with which the Indian market has embraced these new touch-points is 
simply phenomenal. These brands have enhanced digital customer experience while driving competition and 
efficiency through digital operational excellence. While some argue that a more vibrant and mature venture 
capital eco-system in India is contributing to the trend, others believe that interesting business models that 
have developed over time has made all the difference. A brand worth mentioning here is OLACABS. They have 
ironed out the creases of India’s car rental market. Within a year of its launch, Olacabs has grown to become 
India's largest car rental brand. Its success lie in the myriad tech solutions it uses to navigate the chaos of India's 
urban commuter system. On the other hand, a traditional food supermarket that sells vegetables, fruits and 
dairy products had a particular business model which has now been transformed into an online interface where 
the same products are now delivered to customers through an online grocery, and while the customer is getting 
the products of his choice, the organisational architecture is significantly different from that of traditional retail. 
The customers' experience is also distinctly different because of the way the company communicates with 
them, from the way the orders are placed, to the manner in which the products are delivered. Big Basket, 
Grofers, Pepper tap etc. all are examples of this kind of business models which have been possible in today’s 
day and age because of the digital boom. 

Not only are our own entrepreneurs, even multi-national corporations are aggressively participating in several 
upcoming projects in India in the wake of the digitization. A South-Korea based Company called Cheil, which is 
also the marketing company of the Samsung Group is looking to build a strong digital capability in Mumbai 
soon. They rank India as a priority market, even ahead of China, according to a report in The Economic Times. 
Intel on the other hand has joined hands with Government of India to start the ‘Innovate for Digital India 
Challenge’, which is an accelerator Program and aims to short list ideas that encourage the creation of intuitive 
and easy to use products and solutions that enable and drive access to services that will in turn drive 
development. Such Ideas will then be then nurtured and facilitated with funding and grants to design and 
develop minimum-viable products.

Digital technologies have profoundly changed the way we do business, buy, work and live. They have altered 
societies and continue to impact virtually all business functions and industries. Digital technologies offer new 
and better ways to connect, collaborate, conduct business and build bridges between people. It touches the 
core of all business functions and even the ways in which organizations are managed. Digital technologies have 
also challenged existing business models. One of the key driving forces of this is the capacity of innovation and 
the consumerization of IT. Digital business is about that stage when technology goes beyond its traditional 
purview to touch concepts like cloud, Internet of things, mobile technology, Big Data, etc. With these concepts 
in place now, we are able to see the emergence of digital business strategy; which is nothing but the ability to 
leverage digital technologies to transform customer value and drive competitive advantage. And this is how we 
witness the convergence of Business and IT. Digital business has now blurred the thin line between digital and 
physical worlds. More and more people spending a majority of their time online either networking socially or 
professionally has ushered in an unprecedented convergence of people, business and societies. And all of this 
is aimed at just connecting technologies, people, information and processes in order to enable better customer 
experiences. Social media marketing, which is yet another spin off from the digital revolution has 
cost-effectively transformed businesses and catapulted themselves ahead of competition. Social media 
marketing is giving every organisation its due by reaching and creating awareness amongst millions of 
customers. An organization’s social media networks are the channels for the brand’s voice and content. This is 
important because it simultaneously makes you look flexible and more accessible for new customers, and 
makes you more familiar and recognizable for existing customers. Every post you make on a social media 
platform is an opportunity for leads to convert to customers and every blog post, image, video, or comment you 
share is a chance for someone to react, and every reaction could lead to a site visit, and eventually a conversion. 

Businesses today have become extremely people-centric, wherein digital technology is used to enable people 
to succeed and optimize all business functions and make businesses more relevant and profitable. A connected 
digital business approach, across all functions, and a connected interaction with the ecosystem of your business 
can only happen if they are connecting the value dots well, regardless of job function.
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Singapore-based eCommerce Company
Shopmatic Looking to Tap SMEs in India
By Rohit Pandey – Sr. Content Writer / Social Media Strategist

The need of the hour is a holistic solution that can cover the vast paradigm of eCommerce with ease and 
efficiency. A turnkey solution has gladly arrived. Get acquainted to Shopmatic as they enter the Indian shores. 

SMEs (Small and Medium Enterprises) segment is one of the lucrative segments of the Indian market. As SMEs 
continue to grow at a rapid pace, Singapore-based Shopmatic has launched its operations in India to tap its 
potential. The international eCommerce company has unveiled their plans to take the entire SME ecosystem 
online. For the ones unaware about Shopmatic, the company provides an integrated platform for merchants 
looking to take their business to the internet-based landscape. Since its incorporation in 2014, the company 
founded by Anurag Avula, Yen Lim and Kris Chen has garnered a considerable amount of attention. In terms of 
the volume, the SME segment amounts to more than 51 million in numbers. Upon launching their operations in 
India, Shopmatic is looking to tap the humungous volume of SMEs (Small and Medium Enterprises). The 
company helps the merchants to set up the shop, provide shipping and logistics insights and seamless 
integration and hassle-free management to take businesses to social media and internet marketplaces. 
Merchants can avail all this at a modest price of $20 per month. Other than these standard features, the 
company also helps the merchants with the development of webstores, online listings, and much more. Aimed 
at targeting and catering to the individuals and SMEs with almost zilch online presence, Shopmatic is looking to 
be the first turnkey & a holistic online service provider for both the merchants and individual entrepreneurs in 
the country. So how do they make it happen? The services are provided via partnerships with international and 
local companies. The key to Shopmatic has been creating a two-way communication channel between both the 
parties involved. Due to their extensive global footprint, Shopmatic also enables the merchants and 
entrepreneurs to gain international exposure. 

Speaking about their entry into the Indian markets, Anurag Avula, CEO of Shopmatic Group, said, “We believe 
we have the opportunity to change the lives of Individual Entrepreneurs and small businesses by providing 
them a platform to grow their businesses and to fulfill their aspirations.  India has the unique advantage of 
addressing their needs on a larger scale. There are over 51 Million (SMEs) Small and Medium Businesses in the 
country, and a significant base of untapped Individual Entrepreneurs. Our platform makes it easy for anyone to 
sell their products or services online, offer them an international eCommerce experience at a price point that is 
very affordable.” The company has also roped in former Head of Office for Soho South + Ogilvy Chennai's 
Shenaz Bapooji as their Chief Marketing Officer. The company has launched in India with offices in Gurgaon and 
Bengaluru with further plans to enter the Middle East, African and Australian markets.
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Peyush Bansal
Founder and CEO at 
Lenskart.com 

“We plan to have around 2000 stores
in the next 2- 3 years” – Peyush Bansal

In an exclusive interview to Nilotpal Chakravarti, Peyush Bansal, Founder and CEO at Lenskart.com talks at length 
about digital marketing and how it helps market a niche product in the e-commerce space and why an offline 
strategy is also important. 

TA: How big a role will innovative purchase experiences like virtual try-on tool or a home trial play in the 
coming years with regards to online eyewear industry? 
PB: In this highly competitive e-commerce space, innovation is the only way through which organizations can 
differentiate themselves and break the clutter. When we talk about a category like eyewear, along with the look 
and feel of the product, its fitment and reassurance on the quality to consumers also become imperative. To 
provide the customer with a seamless experience and drive them to buy a product like eyewear online, Lenskart 

introduced innovative and one of a kind services like Virtual 3D try on and Free Home Trial, to name a few. 
Home Trial service brings five chosen frames at ones doorstep instilling a sense of trust in customers while they 
purchase eyewear online. On the other hand Virtual 3D try on engages with potential customers by giving them 
an option to try all the frames online in an innovative manner, driving more people to buy eyewear online. 
Lenskart’s focused investment on cutting edge technology enables the company to increase the touch points 
and reach out to maximum number of people.

TA: Lenskart has a wide reach across the B2C market, what are your plans to churn out same results with 
the online B2B market and wholesale clients? 
PB: Lenskart wants to make eyewear a very accessible and affordable product for one and all in the country. To 
this effect and to reach out to maximum people via multiple touchpoints, we do co-branded marketing 
activities; give cash backs and special offers etc.  Some of our partners are Peppertap, Free culture, Healthkart, 
First Cry, Tata Sky, Reliance, Yatra.com, Go Ibibo, Feecharge and  SBI and through our partnership with them, 
we aim to givelucrative deals to customers. In this way, more and more people get to touch and feel our 
products, ultimately making Lenskart synonymous to eyewear in the country.

TA: The concept of bringing an existing assortment of fashion brands online has been around for quite a 
while now. Any plans to dish out private labels on the portal too? 
PB: Unlike other e-commerce players that follow a marketplace model, at Lenskart, we also manufacturer 
eyewear along with selling other brands. We bring to our customers high quality eyewear at surprising prices 
with no middle man cost involved. Lenskart is the only eye wear company in India to have invested in 3 German 
manufactured MEI machines that use high end technology to deliver micro-precision glasses with 0.00 degree 
power error.Vincent Chase, our in-house brand inspired from international designs from across the globe is 
doing extremely well mainly because of its high quality and low prices. On the other hand John Jacobs is a 
premium Italian brand extensively promoted by Lenskart, targets aspirational consumers who want to own the 
latest world class designs of eyewear.

TA: More and more companies are now looking to go the Hybrid Marketing way. Lenskart is also looking 
to aggressively expand offline. Can you kindly elaborate what's in the pipeline?
PB:Businesses have started to realize that it is imperative to have multiple platforms for customer interface to 
ensure success. Lenskart follows ‘Assisted E-Commerce’ way of doing business. This majorly refers to 
hand-holding the customers to buying online, via multiple mediums and touch-points that ultimately leads to 
addressing the issues of accessibility, affordability in an extremely niche and complex category of eyewear. To 
strengthen our offline presence, we introduced one of a kind services like Free Home Eye Check-up, Free Home 
Trial, Offline stores, etc. and all the services are doing very well. We will definitely scale up these services in the 
near future to penetrate further in the market. 

Currently, the Free Home Trial is present in 40+ cities. Talking of the offline stores, Lenskart currently has over 
100 stores (company owned and franchisee) spread across more than 66 India cities, some of them being New 
Delhi, Chandigarh, Pune, Agartala, Tirupathi, Siliguri, Raipur, Haridwar, Varanasi. We plan to have around 2000 
stores in the next 2- 3 years. We are adding approx. around 2-3 stores per week, including stores in smaller tier 
2 and tier 3 towns.
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In an exclusive interview to Nilotpal Chakravarti, Peyush Bansal, Founder and CEO at Lenskart.com talks at length 
about digital marketing and how it helps market a niche product in the e-commerce space and why an offline 
strategy is also important. 

TA: How big a role will innovative purchase experiences like virtual try-on tool or a home trial play in the 
coming years with regards to online eyewear industry? 
PB: In this highly competitive e-commerce space, innovation is the only way through which organizations can 
differentiate themselves and break the clutter. When we talk about a category like eyewear, along with the look 
and feel of the product, its fitment and reassurance on the quality to consumers also become imperative. To 
provide the customer with a seamless experience and drive them to buy a product like eyewear online, Lenskart 

introduced innovative and one of a kind services like Virtual 3D try on and Free Home Trial, to name a few. 
Home Trial service brings five chosen frames at ones doorstep instilling a sense of trust in customers while they 
purchase eyewear online. On the other hand Virtual 3D try on engages with potential customers by giving them 
an option to try all the frames online in an innovative manner, driving more people to buy eyewear online. 
Lenskart’s focused investment on cutting edge technology enables the company to increase the touch points 
and reach out to maximum number of people.

TA: Lenskart has a wide reach across the B2C market, what are your plans to churn out same results with 
the online B2B market and wholesale clients? 
PB: Lenskart wants to make eyewear a very accessible and affordable product for one and all in the country. To 
this effect and to reach out to maximum people via multiple touchpoints, we do co-branded marketing 
activities; give cash backs and special offers etc.  Some of our partners are Peppertap, Free culture, Healthkart, 
First Cry, Tata Sky, Reliance, Yatra.com, Go Ibibo, Feecharge and  SBI and through our partnership with them, 
we aim to givelucrative deals to customers. In this way, more and more people get to touch and feel our 
products, ultimately making Lenskart synonymous to eyewear in the country.

TA: The concept of bringing an existing assortment of fashion brands online has been around for quite a 
while now. Any plans to dish out private labels on the portal too? 
PB: Unlike other e-commerce players that follow a marketplace model, at Lenskart, we also manufacturer 
eyewear along with selling other brands. We bring to our customers high quality eyewear at surprising prices 
with no middle man cost involved. Lenskart is the only eye wear company in India to have invested in 3 German 
manufactured MEI machines that use high end technology to deliver micro-precision glasses with 0.00 degree 
power error.Vincent Chase, our in-house brand inspired from international designs from across the globe is 
doing extremely well mainly because of its high quality and low prices. On the other hand John Jacobs is a 
premium Italian brand extensively promoted by Lenskart, targets aspirational consumers who want to own the 
latest world class designs of eyewear.

TA: More and more companies are now looking to go the Hybrid Marketing way. Lenskart is also looking 
to aggressively expand offline. Can you kindly elaborate what's in the pipeline?
PB:Businesses have started to realize that it is imperative to have multiple platforms for customer interface to 
ensure success. Lenskart follows ‘Assisted E-Commerce’ way of doing business. This majorly refers to 
hand-holding the customers to buying online, via multiple mediums and touch-points that ultimately leads to 
addressing the issues of accessibility, affordability in an extremely niche and complex category of eyewear. To 
strengthen our offline presence, we introduced one of a kind services like Free Home Eye Check-up, Free Home 
Trial, Offline stores, etc. and all the services are doing very well. We will definitely scale up these services in the 
near future to penetrate further in the market. 

Currently, the Free Home Trial is present in 40+ cities. Talking of the offline stores, Lenskart currently has over 
100 stores (company owned and franchisee) spread across more than 66 India cities, some of them being New 
Delhi, Chandigarh, Pune, Agartala, Tirupathi, Siliguri, Raipur, Haridwar, Varanasi. We plan to have around 2000 
stores in the next 2- 3 years. We are adding approx. around 2-3 stores per week, including stores in smaller tier 
2 and tier 3 towns.
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Make Way for World's First Modular
Smartphone – Fairphone 2

By Staff Reporter

Along with incorporating new technologies and innovations in the mobile offerings, the need is to go ethical. 
Fairphone 2 - World's first modular smartphone is designed to do exactly that. 

The Amsterdam-based company had unveiled the Fairphone 1 way back in 2013. The first version was a 
benchmark in terms of ethically sourced smartphone. Taking things a notch higher, the company has unveiled 
the Fairphone 2. The new version is said to be the world's first modular smartphone to be designed entirely 
in-house. So, what is a modular phone? A modular phone is an open source model that aims at reducing 
e-waste. Users can upgrade the cellphone via attaching or replacing discrete components. For a long period, 
Google has been trying to develop such product of their own. Customers only need to pay for the features and 
easily upgrade to new technologies with passing time. So, how is a modular phone better than a normal 
smartphone? First of all, replacing components is way lighter on the pocket than replacing the entire phone. If a 
certain component of the phone is not working, the user only needs to change the broken module rather than 
changing the entirety. The Fairphone 2 was launched at the London Design Festival. The social enterprise 
initially opened a crowdfund for 5,000 buyers before V.1 went into production, removing the potential for 
over-production and meaning they didn’t have to take on external investment. The move has already worked 
wonders for the company with regards to the first phone. The Fairphone 1 ended up selling 60,000 pre-sale 
handsets. This has further instigated the company to adapt the same approach for Fairphone 2. The new 
version has been contrived with the help of London design firm Seymourpowell. Here's a glance at the build, 
design and features of the Fairphone 2. 

Featuring a 5-inch screen, the Fairphone 2 sits pretty on a full HD Gorilla Glass LCD display. Decked with 32GB of 
internal storage, the phone runs on Android 5.1 (Lollipop). As with the first device, Fairphone has partnered with 
The Phone Co-op, the UK’s only customer-owned mobile network, to offer the Fairphone 2 on a monthly 
contract, starting from £25 per month. Priced at EUR 529.38 (approx. Rs. 38,000), the phone will begin shipping 
from December. Speaking about the launch, Olivier Hebert, Chief Technology Officer, Fairphone said, “We first 
examined the key drivers that push people to replace their devices on a regular basis and examined the 
fundamental features of conventional smartphone architectures that trigger those drivers. After compiling a 
range of improved features, we selected a subset of items that could be addressed with clever engineering in a 
reasonable time frame, and explored the tradeoffs that were inherent with those various options." Powered by 
a quad-core Snapdragon 801 processor and 2GB RAM, the dual-SIM phone supports 2G, 3G, and 4G LTE. For the 
camera enthusiasts, the phone sports an 8-megapixel rear camera and 2-megapixel front camera. Vivian 
Woodell, Chief Executive, The Phone Co-op, also mentioned, “UK customers looking to combine the ethical 
credentials of the Fairphone 2 with fair pricing, low call rates and a commitment to building a different kind of 
economy based on human values and environmental sustainability will find the perfect fit at The Phone Co-op."
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Nihir Parikh, Chief Strategy Officer, www.nykaa.com, speaks exclusively to Thinking Aloud on how digital 
payments would be a key enabler for the future growth of e-Commerce in India.

TA: How can India move towards cashless society? What are the challenges and how can it be addressed?
NP: I believe that e-commerce or banking will not play a critical role to transform India into a cashless society, 
the value proposition is not strong enough to change a very old habit of using cash. The challenge is not in cities 
or towns but rather in the millions who make up the tail end.  To really make a radical shift we need to piggy 
back on a stronger value proposition, say guaranteed 10 year life extension using an implanted microchip, 
which also allows you to store money, or one of many other such ideas...

To be clear, even if the change is slow with the current model, we have to continue chipping at this day by day 1 cashless 
person at a time, we can’t stop, though I recommend looking at alternate/collaborative ways to make a big change. 

TA: With a dozen options available at disposable, how complicated can it be to choose the best 
payment gateway for e-Commerce businesses?
NP: There is no perfect payment gateway today. One is the best at desktop conversions, one is the best at 
android app, one is the best at IOS app, one is best at marketing strategy, one is best at commercials, one is best 
at customization, one is best at security. At this point e-commerce companies have now partnered with multiple 
payment gateways and wallets. With an explosion in these the question soon will change from selection of one 
‘best payment gateway’ & ‘one best wallet’ to ‘one best integrator.’ for this the answer will be easier – the one 
providing the best overall commercial package (rate + marketing), because by then the integrators will have 
made the payment gateway technology a commodity with 100’s of people capable of building this.

TA: How many checkout buttons does a merchant need? How big a role will single click checkout play 
in the future?
NP: Single click checkout is a no brainer, it is what the consumer wants! No two ways about it.  Today we worry 
about giving a consumer all the options and he has to select what he feels like, but we see an individual 
consumer normally has a preferred way of paying. In the near future once the consumer has told the ‘internet’ 
that a method is what he prefers to use then all sites will ‘personalize’ the checkout and use only this single 
checkout button!

TA: Apple Pay was the first one to use EMV payment tokenization. What's in store for card networks 
looking to don the role of (TSPs) token service providers in India?
NP: I don’t have a strong view on how this will evolve. 

TA: Central Bank has allowed E-payments for import & export transactions. How big a role will this 
development play in bringing digital currency in the center of all transactions?
NP: This is definitely a positive move, with the large Rupee Values involved in import and export transactions 
this will make a decent impact. It also allows Indians to provide new types of International services, this will 
bring many innovative models from the savvy individuals or the SME sector. The potential is big, but don’t think 
this will affect a lot of individuals. 

TA: In recent times, the growth of the middle class & the expansion of consumer activity has proved to be 
a vast untapped pools for digital payments. What role will e-Commerce play in tapping the potential? 
NP: Huge… the middle class defines the future of India and so also the future of e-commerce. They are large in 
number, and spread all over the country, and ecommerce is the best way for them to access anything and 
everything in terms of goods and services.

“There is no perfect payment gateway
today” - Nihir Parikh

Nihir Parikh
Chief Strategy Officer, 
Nykaa.com
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Nihir Parikh, Chief Strategy Officer, www.nykaa.com, speaks exclusively to Thinking Aloud on how digital 
payments would be a key enabler for the future growth of e-Commerce in India.

TA: How can India move towards cashless society? What are the challenges and how can it be addressed?
NP: I believe that e-commerce or banking will not play a critical role to transform India into a cashless society, 
the value proposition is not strong enough to change a very old habit of using cash. The challenge is not in cities 
or towns but rather in the millions who make up the tail end.  To really make a radical shift we need to piggy 
back on a stronger value proposition, say guaranteed 10 year life extension using an implanted microchip, 
which also allows you to store money, or one of many other such ideas...

To be clear, even if the change is slow with the current model, we have to continue chipping at this day by day 1 cashless 
person at a time, we can’t stop, though I recommend looking at alternate/collaborative ways to make a big change. 

TA: With a dozen options available at disposable, how complicated can it be to choose the best 
payment gateway for e-Commerce businesses?
NP: There is no perfect payment gateway today. One is the best at desktop conversions, one is the best at 
android app, one is the best at IOS app, one is best at marketing strategy, one is best at commercials, one is best 
at customization, one is best at security. At this point e-commerce companies have now partnered with multiple 
payment gateways and wallets. With an explosion in these the question soon will change from selection of one 
‘best payment gateway’ & ‘one best wallet’ to ‘one best integrator.’ for this the answer will be easier – the one 
providing the best overall commercial package (rate + marketing), because by then the integrators will have 
made the payment gateway technology a commodity with 100’s of people capable of building this.

TA: How many checkout buttons does a merchant need? How big a role will single click checkout play 
in the future?
NP: Single click checkout is a no brainer, it is what the consumer wants! No two ways about it.  Today we worry 
about giving a consumer all the options and he has to select what he feels like, but we see an individual 
consumer normally has a preferred way of paying. In the near future once the consumer has told the ‘internet’ 
that a method is what he prefers to use then all sites will ‘personalize’ the checkout and use only this single 
checkout button!

TA: Apple Pay was the first one to use EMV payment tokenization. What's in store for card networks 
looking to don the role of (TSPs) token service providers in India?
NP: I don’t have a strong view on how this will evolve. 

TA: Central Bank has allowed E-payments for import & export transactions. How big a role will this 
development play in bringing digital currency in the center of all transactions?
NP: This is definitely a positive move, with the large Rupee Values involved in import and export transactions 
this will make a decent impact. It also allows Indians to provide new types of International services, this will 
bring many innovative models from the savvy individuals or the SME sector. The potential is big, but don’t think 
this will affect a lot of individuals. 

TA: In recent times, the growth of the middle class & the expansion of consumer activity has proved to be 
a vast untapped pools for digital payments. What role will e-Commerce play in tapping the potential? 
NP: Huge… the middle class defines the future of India and so also the future of e-commerce. They are large in 
number, and spread all over the country, and ecommerce is the best way for them to access anything and 
everything in terms of goods and services.
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User-friendly and appealing consumer
products and interface are crucial
At the Mint Global Banking Conclave recently, RBI Deputy Governor SS Mundra highlighted the point that’s on 
top of everyone’s mind - India’s banking sector is set for disruption this year. The in-principle approvals for 21 
niche banks, Payments Banks and Small Finance Banks, have made waves already, with an imminent fillip to 
financial inclusion. As we embark on a new paradigm of differentiated banking for financial inclusion, it is a 
moot point to keep in mind that more has been done in a year via PMJDY than in several decades of traditional 
commercial banking. That one diktat can lead to the opening of about 180 million accounts covering 99% of 
Indian households within a year, and more importantly, energizing significant awareness within the masses, is 
something which needs to be reflected upon by policy makers and practitioners. That aside, the true test for 
disruptive banking will lie in sustaining the momentum and pace set in 2014 and there are a number of 
challenges for the new paradigm to make significant strides towards India’s goals of universal financial inclusion 
and less-cash economy.

Whilst the step-up given by the PMJDY is significant, the real inflexion will happen when the new banks migrate 
their existing customers from postal savings, micro-finance clients, pre-paid subscribers etc. into regular 
savings accounts. This has the potential to add another 100 million accounts within the next 18 months from 
currently unserved or missing markets. These new accounts are expected to be more active, with higher 
frequency and width of usage. Whilst transactions may be relatively small value, they will be high frequency 
since they will cater to daily payments, and over time, saving, expense and credit transactions. This covers retail 
payments for recharges, ticketing, utility payments, m-commerce etc. and on the deposit side from pensions, 
NREGA, insurance and in time all of Direct Benefit Transfers. It is the flow of fees from the latter plus cross selling 
of innovative third party financial products which will improve the new banks’ viability within a short time. 

While existing banks have expressed some concerns on cannibalization of their customers by new banks, given 
that some are partnering with the new banks, the argument is short of being ingenious. Rather than 
cannibalization by new banks, poaching by existing banks is likely to be the new challenge in the new 
hyper-competitive environment. The niche banks on the other hand will best be served by focusing on boarding 
new customers, those who have yet to engage with the formal banking system; competition here amongst these 
new banks should work to the advantage of the low income customers.

Interoperability of players is another key to a level playing field that will serve the financial needs of low income 
customers. For instance, the new banks can also work as business correspondents(BCs) for existing banks; 
crowding out existing BCs will further queer the economics and scaling abilities of the chequered BC model. 
Interoperability of BCs will help augment, rather than reduce, the network under the new framework.

Further, interoperability that allows funds transfer across bank and mobile wallets would boost linkages with 
the Pre-Paid Instrument Issuers network; NPCI platforms are already available to provide this frictionless 
consumer experience where wallets can interoperate across merchants seamlessly. The jump in transactions 
through PPIs since June 2014 shows the significant potential that will lead to increased adoption of digital 
transactions; there is tremendous scope for a dramatic rise in the number of such accounts that connect to the 
transaction needs of low income customers.

The ultimate test of the new framework will be in the deployment of technology. Much lip service has been paid 
to this element. Except for a few, most new entrants do not necessarily have an established record of nimble, 
innovative or even disruptive use of homegrown payments technology. Here new banks would be well served 
by partnering with existing tech innovators to acquire technology, platforms, product and services and then 
tweak those for differentiation.  

Finally, user friendly and appealing consumer products and interface are crucial, including use of the vernacular, 
SMS/IVR or USSD catering to local pain points of basic and easy access to formal financial services. Some 
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commercial banks have already realized this, re-jigging their offerings into more user friendly and innovative 
digital banking products and services via branded apps, tie ups with popular online brands and retailers and use 
of social media to drive adoption. 

While all modes of electronic transactions have been showing consistent growth over the past few years, the 
latest to zoom upwards sharply since mid-2014 are mobile banking and mobile wallets. KPMG’s Global Mobile 
Banking Report 2015 places India fifth worldwide in mobile banking penetration, while RBI data shows that 
annual mobile banking transactions value over INR 1272 billion. The IMPS ecosystem alone does 16 million 
transactions a month, up from one million a month in 2013. This is just the tip of the iceberg, and the upside is 
significant. Poised as we are for digitized payments being adopted on a scale not seen before, unless the 
aforementioned challenges are met, we are on a bumpy road towards a more inclusive and less-cash economy.

Figure 1 Mobile Banking Value Transactions INR Billion

Figure 2 PrePaid Instruments Value Transactions INR Billion

Source: RBI Payment System Indicators

Source: RBI Payment System Indicators

Jan-13

250

200

150

100

50

0

Apr-13 Jul-13 Oct-13 Jan-14 Apr-14 Jul-14 Oct-14 Jan-15 Apr-15

Ja
n-

13
Fe

b-
13

M
ar

-1
3

Ap
r-

13
M

ay
-1

3
Ju

n-
13

Ju
l-1

3
Au

g-
13

Se
p-

13
O

ct
-1

3
N

ov
-1

3
D

ec
-1

3
Ja

n-
14

Fe
b-

14
M

ar
-1

4
Ap

r-
14

M
ay

-1
4

Ju
n-

14
Ju

l-1
4

Au
g-

14
Se

p-
14

O
ct

-1
4

N
ov

-1
4

D
ec

-1
4

Ja
n-

15
Fe

b-
15

M
ar

-1
5

Ap
r-

15
M

ay
-1

5
Ju

n-
15

Ju
l-1

5

25.00

20.00

15.00

10.00

5.00

0.00

PPI Cards Value (Rupee Billion)M-wallet Value (Rupee Billion)



18 November 2015  |  THINKING ALOUD!

“Over a period of time most card networks will
don the role of TSPs” – Vivek Gaur

Vivek Gaur
Founder & CEO, 
Yepme

Vivek Gaur, Founder & CEO, Yepme talks exclusively to Thinking Aloud about digital money and how it is 
transforming the ecommerce industry in India.

TA: How can India move towards cashless society? What are the challenges and how can it be addressed?
VG: The initiative taken by the Prime Minister with regards to Jan Dhan Yojana is a game changer for making India 
a cashless society. Wallets being allowed will go one more step with lower KYC requirement for smaller transaction. 
It puts the power of Digital Money to buy products and services without being physically close to the supplier. It's 
a great equaliser and will bring access to entire India to products and services hitherto available in bigger cities.

TA: With a dozen options available at disposable, how complicated can it be to choose the best payment 
gateway for eCommerce businesses?
VG: It's all numerical. You can get analytics to tell you what's performing and what's not performing and decision 
rules can be set for switchover from to another.

TA: How many checkout buttons does a merchant need? How big a role will single click checkout play in 
the future?
VG: Only one checkout button and and a single click checkout but secure would get people to use more and can 
be a force multiplier much the same way 1 click buy did for Amazon many years back in US. 

TA: Apple Pay was the first one to use EMV payment tokenization. What's in store for card networks 
looking to don the role of (TSPs) token service providers in India?
VG: Tokenisation is a great leap in data security and hence very important for secure transactions. Over a period 
of time most card networks will don the role of TSPs.

TA: Central Bank has allowed E-payments for import & export transactions. How big a role will this 
development play in bringing digital currency in the center of all transactions?
VG: It's indeed cumbersome to do the import export without e payments, especially it transaction value is small 
and number of transactions are large. Hence a great move

TA: In recent times, the growth of the middle class & the expansion of consumer activity has proved to be 
a vast untapped pools for digital payments. What role will eCommerce play in tapping the potential? 
VG: E-commerce is one beat use case for middle class India to get access to products and services hitherto 
accessible only in bigger cities. This help them fulfill their aspirations and learn new stuff. 
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Validating ideas, concepts or
even business models just got easier

By Raja Hussain, Founder & CEO, Airloyal

The secret sauce to how this is done: ‘Instant’ insights

India has become a hot bed for start-ups with a sea of ideas flooding the market, and young blood riding on 
billion dollar dreams. Ranked third in global ecosystem after the USA and UK as per the recent industry report 
by NASSCOM and Zinnov, India gives life to three to four start-ups every single day; as on date there are over 
4200 startups housed in the country today. There has never been a better period for startups to flourish in India 
with global startups, corporates and investors eyeing the country, given the conducive environment, talent 
availability, innovative ideas and so much more!  

The report further delves into the fact of the 1200 odd new startups that have emerged in 2015, majority of 
them focus on the B2C segment with 13-15% in eCommerce which is the most competitive segment to be part 
of, 10-12% in consumer services and about 9-11% in aggregators i.e. businesses that fill the gap between 
demand and supply. 

Demand versus Supply versus Need 
Start-ups today address a number of problems for end-consumers at the click of a button. However, with the 
number of these ideas emerging to solve a particular problem is uncontrollable. How would an entrepreneur 
know, for example, that his/her idea would work in a market like India? Similar to these, there are a number of 
questions that might arise when working on a business model. Some more of these questions would include:

• Is there a real need for my product?
• How are people meeting this need today?
• Will people be willing to pay for my product?
• How much would they be willing to play?
• Does my product – catch the attention of the user?
• Does my product – communicate the key benefits and differentiation instantly to consumers?
• Do consumers understand why they need my product?
• What do consumers think of competitive products?
• What are the key factors consumers consider for switching from competition to our product etc.? 

These questions need answers at every step of the start-up journey. Before one writes a single line of code, 
there is a need for gathering of real data about all of the questions listed. A start-up can save several months of 
hard work and resources if it starts with real consumer data about these factors. It is also important to keep in 
mind that this is not a one-off exercise because startups change their positioning and value proposition quite 
frequently in order to appeal better to consumers and get validation. So they need to frequently test some of 
these factors regularly. For instance, start-ups have a crazy obsession with new features. Every app on a 
smartphone might get an upgrade every three weeks on an average, but do the end-consumers really need that 
upgrade or would they even notice the new feature at the first place? 

The bottom line here therefore is, every move today needs to be data driven. 

Decisions backed by ‘real data’
Start-ups spend several months or years to understand what end-consumers really want. This costs a lot of 
money and time, which are both precious for entrepreneurs. In the Indian scenario, this is all the more difficult 
of B2C startups given the size of our country and the presence of sub-cultures of various degrees. Therefore, a 
pilot study is conducted or this basic yet critical step is skipped and a business model is built based on 
assumptions and hunches. This will create a lot of issues in the long run as the startup would have invested a 
lot of time and effort in building the product. This is why more than 90% of the apps on Google Play Store never 
cross more than 50,000 downloads. 

Most of the decisions made on assumptions need a validation. Small business owners cannot venture into 
troubled waters without knowing the direction of the wind. Fighting against the tide might not be the ideal 
choice for aspiring business men who have a lot at stake. Thus testing the waters before taking the plunge is a 
wise choice. A business idea comes with a lot of uncertainty and complexities that need to be resolved before 
execution of the business. So running your business idea through your near and dear ones might not be the 
right choice as they may not be your real target audience and their advice/participation may be biased and 
misleading. The data or information received from friends and family can be far from relevant for the proposed 
business idea as the personal connection that they share might hinder the logical reasoning of the respondent. 
However, start-ups may often consider market research as a time consuming activity that they don’t have funds 
to support for; many new companies skip this step while building their business for two major reasons: funds 
and lack of human resources.

Decision making is a process that evaluates reasonable inputs that are unbiased and reliable pieces of 
information. The holy grail of marketing and product development is to “know” what consumers want. 
Entrepreneurs should thereby understand the need to take up market research as a founding principle to their 
new business development as it will help them in critically analysing the idea, will highlight the flaws and 
sometimes may also open new avenues to untapped potential areas. Market research is posed as an 
opportunity that should not be missed as it enables the entrepreneur to get an inside out view of its target 
audience and their behavioural patterns. Apart from knowing your customer market research will also equip 
you with information on potential markets, buying behaviour and patterns, set realistic targets and above all 
will give a forecast about the acceptance of the product.  

Having said that, conventional market research today is so passé; it is slow, expensive and most of the time 
meaningless and irrelevant. If a startup is able to validate their idea at every stage with different types of target 
consumers, it can save months of work and resources going down the drain. In a lot of cases it can help the 

company survive and skip the valley of death. How then should a business decide what the ideal tool will be to 
conduct market research? Companies usually have two options: primary and secondary tools. Survey, a primary 
survey tool, is the most widely used method of research. Even though surveys may sound a tedious process, 
technology has revolutionised the method of conducting and therefore taking these surveys. What a 
door-to-door job was a few years ago is now filled just by the click of a button. 

A quintessential solution for all marketers
If I asked you what the capital of Argentina is and if you did not know the answer, what would you do? You would 
just Google it. But if I asked you what do people in Delhi think of Starbucks or how would people in Cochin 
respond to online grocery ordering? How would you find that out?  This has not been possible so far. But with 
Airloyal’s GetInsights, one will be able to answer these questions in less than 15 minutes. For every business, it 
is important to understand their customers instantly. A three month conventional market research study is no 
longer relevant to any company and particularly, to startups.

With the aim to democratize the concept of market research, GetInsights is a platform that can help reach out to 
the right people, at the right time and most importantly – quickly in order to know what they think, all through 
their mobile phones. For instance, a business can get perceptions from consumers across India on a concept, 
product name or even an advertisement within minutes. This can help you with actionable insights about your 
business, which would have otherwise taken several months of work and a lot of marketing expenses to find out. 

A simple three-step approach can help businesses reach out to consumers from different parts of the country: 
create a survey for the right audience, pay for the survey and click ‘launch’ and finally, within minutes results can 
be seen coming in real-time which can be filtered as per the business’s needs. 

This is how GetInsights can help: 
•  Target the right audience for a survey – audience can be chosen based on gender, location, age, device owned etc. 
•  GetInsights gets you the right responses from the right audience – respondents are chosen based on a   
 psychometric test and responses are assessed to check if they are honest 
•  Refine the data of survey conducted – filter them based on gender, location, age, device owned etc. 

What are the advantages of using a product like GetInsights? It will be good to give examples here:  
•  GetInsights saves the business from building wrong products, wrong features that consumers don’t care about
•  The business can have solid conviction about its product and value proposition since it is backed by real-time  
 instant consumer feedback 
•  Deterministic reports by GetInsights help the business see real-time what consumers think; this helps make  
 changes to the business model in a more dynamic fashion
•  Targeted view of what different types of consumers from different parts of India think about the product or  
 company or app, for instance 
•  Affordable pricing for bootstrapped startups

Bringing ideas to reality – the power of GetInsights
How a delivery start-up identified its target audience and competitors 
•  The delivery start up wanted to know which the most preferred food ordering site was and their query was  
 addressed within a time span of an hour. This helped them identify their competitors and also gave them an  
 insight as to how many people order food online.

How an IIT Madras start-up got people’s opinions on its logo 
•  The startup that has an app that can help store loyalty cards of restaurants got its target audience’s opinion  
 on how receptive they were of the app’s logo 

How a business validated its idea of tailoring services at the customer’s doorstep 
•  The business conducted an instant survey with over 100 respondents to validate its business idea of offering  
 tailoring services of garments at the doorstep. The feedback from these respondents was in the business’s  
 favor which gave rise to the idea of quick, easy and hassle-free professional tailoring services at one’s doorstep 

Do visit www.getinsights.co for more details.

Raja Hussain
Founder & CEO, 
Airloyal
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The secret sauce to how this is done: ‘Instant’ insights

India has become a hot bed for start-ups with a sea of ideas flooding the market, and young blood riding on 
billion dollar dreams. Ranked third in global ecosystem after the USA and UK as per the recent industry report 
by NASSCOM and Zinnov, India gives life to three to four start-ups every single day; as on date there are over 
4200 startups housed in the country today. There has never been a better period for startups to flourish in India 
with global startups, corporates and investors eyeing the country, given the conducive environment, talent 
availability, innovative ideas and so much more!  

The report further delves into the fact of the 1200 odd new startups that have emerged in 2015, majority of 
them focus on the B2C segment with 13-15% in eCommerce which is the most competitive segment to be part 
of, 10-12% in consumer services and about 9-11% in aggregators i.e. businesses that fill the gap between 
demand and supply. 

Demand versus Supply versus Need 
Start-ups today address a number of problems for end-consumers at the click of a button. However, with the 
number of these ideas emerging to solve a particular problem is uncontrollable. How would an entrepreneur 
know, for example, that his/her idea would work in a market like India? Similar to these, there are a number of 
questions that might arise when working on a business model. Some more of these questions would include:

• Is there a real need for my product?
• How are people meeting this need today?
• Will people be willing to pay for my product?
• How much would they be willing to play?
• Does my product – catch the attention of the user?
• Does my product – communicate the key benefits and differentiation instantly to consumers?
• Do consumers understand why they need my product?
• What do consumers think of competitive products?
• What are the key factors consumers consider for switching from competition to our product etc.? 

These questions need answers at every step of the start-up journey. Before one writes a single line of code, 
there is a need for gathering of real data about all of the questions listed. A start-up can save several months of 
hard work and resources if it starts with real consumer data about these factors. It is also important to keep in 
mind that this is not a one-off exercise because startups change their positioning and value proposition quite 
frequently in order to appeal better to consumers and get validation. So they need to frequently test some of 
these factors regularly. For instance, start-ups have a crazy obsession with new features. Every app on a 
smartphone might get an upgrade every three weeks on an average, but do the end-consumers really need that 
upgrade or would they even notice the new feature at the first place? 

The bottom line here therefore is, every move today needs to be data driven. 

Decisions backed by ‘real data’
Start-ups spend several months or years to understand what end-consumers really want. This costs a lot of 
money and time, which are both precious for entrepreneurs. In the Indian scenario, this is all the more difficult 
of B2C startups given the size of our country and the presence of sub-cultures of various degrees. Therefore, a 
pilot study is conducted or this basic yet critical step is skipped and a business model is built based on 
assumptions and hunches. This will create a lot of issues in the long run as the startup would have invested a 
lot of time and effort in building the product. This is why more than 90% of the apps on Google Play Store never 
cross more than 50,000 downloads. 

Most of the decisions made on assumptions need a validation. Small business owners cannot venture into 
troubled waters without knowing the direction of the wind. Fighting against the tide might not be the ideal 
choice for aspiring business men who have a lot at stake. Thus testing the waters before taking the plunge is a 
wise choice. A business idea comes with a lot of uncertainty and complexities that need to be resolved before 
execution of the business. So running your business idea through your near and dear ones might not be the 
right choice as they may not be your real target audience and their advice/participation may be biased and 
misleading. The data or information received from friends and family can be far from relevant for the proposed 
business idea as the personal connection that they share might hinder the logical reasoning of the respondent. 
However, start-ups may often consider market research as a time consuming activity that they don’t have funds 
to support for; many new companies skip this step while building their business for two major reasons: funds 
and lack of human resources.

Decision making is a process that evaluates reasonable inputs that are unbiased and reliable pieces of 
information. The holy grail of marketing and product development is to “know” what consumers want. 
Entrepreneurs should thereby understand the need to take up market research as a founding principle to their 
new business development as it will help them in critically analysing the idea, will highlight the flaws and 
sometimes may also open new avenues to untapped potential areas. Market research is posed as an 
opportunity that should not be missed as it enables the entrepreneur to get an inside out view of its target 
audience and their behavioural patterns. Apart from knowing your customer market research will also equip 
you with information on potential markets, buying behaviour and patterns, set realistic targets and above all 
will give a forecast about the acceptance of the product.  

Having said that, conventional market research today is so passé; it is slow, expensive and most of the time 
meaningless and irrelevant. If a startup is able to validate their idea at every stage with different types of target 
consumers, it can save months of work and resources going down the drain. In a lot of cases it can help the 

company survive and skip the valley of death. How then should a business decide what the ideal tool will be to 
conduct market research? Companies usually have two options: primary and secondary tools. Survey, a primary 
survey tool, is the most widely used method of research. Even though surveys may sound a tedious process, 
technology has revolutionised the method of conducting and therefore taking these surveys. What a 
door-to-door job was a few years ago is now filled just by the click of a button. 

A quintessential solution for all marketers
If I asked you what the capital of Argentina is and if you did not know the answer, what would you do? You would 
just Google it. But if I asked you what do people in Delhi think of Starbucks or how would people in Cochin 
respond to online grocery ordering? How would you find that out?  This has not been possible so far. But with 
Airloyal’s GetInsights, one will be able to answer these questions in less than 15 minutes. For every business, it 
is important to understand their customers instantly. A three month conventional market research study is no 
longer relevant to any company and particularly, to startups.

With the aim to democratize the concept of market research, GetInsights is a platform that can help reach out to 
the right people, at the right time and most importantly – quickly in order to know what they think, all through 
their mobile phones. For instance, a business can get perceptions from consumers across India on a concept, 
product name or even an advertisement within minutes. This can help you with actionable insights about your 
business, which would have otherwise taken several months of work and a lot of marketing expenses to find out. 

A simple three-step approach can help businesses reach out to consumers from different parts of the country: 
create a survey for the right audience, pay for the survey and click ‘launch’ and finally, within minutes results can 
be seen coming in real-time which can be filtered as per the business’s needs. 

This is how GetInsights can help: 
•  Target the right audience for a survey – audience can be chosen based on gender, location, age, device owned etc. 
•  GetInsights gets you the right responses from the right audience – respondents are chosen based on a   
 psychometric test and responses are assessed to check if they are honest 
•  Refine the data of survey conducted – filter them based on gender, location, age, device owned etc. 

What are the advantages of using a product like GetInsights? It will be good to give examples here:  
•  GetInsights saves the business from building wrong products, wrong features that consumers don’t care about
•  The business can have solid conviction about its product and value proposition since it is backed by real-time  
 instant consumer feedback 
•  Deterministic reports by GetInsights help the business see real-time what consumers think; this helps make  
 changes to the business model in a more dynamic fashion
•  Targeted view of what different types of consumers from different parts of India think about the product or  
 company or app, for instance 
•  Affordable pricing for bootstrapped startups

Bringing ideas to reality – the power of GetInsights
How a delivery start-up identified its target audience and competitors 
•  The delivery start up wanted to know which the most preferred food ordering site was and their query was  
 addressed within a time span of an hour. This helped them identify their competitors and also gave them an  
 insight as to how many people order food online.

How an IIT Madras start-up got people’s opinions on its logo 
•  The startup that has an app that can help store loyalty cards of restaurants got its target audience’s opinion  
 on how receptive they were of the app’s logo 

How a business validated its idea of tailoring services at the customer’s doorstep 
•  The business conducted an instant survey with over 100 respondents to validate its business idea of offering  
 tailoring services of garments at the doorstep. The feedback from these respondents was in the business’s  
 favor which gave rise to the idea of quick, easy and hassle-free professional tailoring services at one’s doorstep 

Do visit www.getinsights.co for more details.
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The secret sauce to how this is done: ‘Instant’ insights

India has become a hot bed for start-ups with a sea of ideas flooding the market, and young blood riding on 
billion dollar dreams. Ranked third in global ecosystem after the USA and UK as per the recent industry report 
by NASSCOM and Zinnov, India gives life to three to four start-ups every single day; as on date there are over 
4200 startups housed in the country today. There has never been a better period for startups to flourish in India 
with global startups, corporates and investors eyeing the country, given the conducive environment, talent 
availability, innovative ideas and so much more!  

The report further delves into the fact of the 1200 odd new startups that have emerged in 2015, majority of 
them focus on the B2C segment with 13-15% in eCommerce which is the most competitive segment to be part 
of, 10-12% in consumer services and about 9-11% in aggregators i.e. businesses that fill the gap between 
demand and supply. 

Demand versus Supply versus Need 
Start-ups today address a number of problems for end-consumers at the click of a button. However, with the 
number of these ideas emerging to solve a particular problem is uncontrollable. How would an entrepreneur 
know, for example, that his/her idea would work in a market like India? Similar to these, there are a number of 
questions that might arise when working on a business model. Some more of these questions would include:

• Is there a real need for my product?
• How are people meeting this need today?
• Will people be willing to pay for my product?
• How much would they be willing to play?
• Does my product – catch the attention of the user?
• Does my product – communicate the key benefits and differentiation instantly to consumers?
• Do consumers understand why they need my product?
• What do consumers think of competitive products?
• What are the key factors consumers consider for switching from competition to our product etc.? 

These questions need answers at every step of the start-up journey. Before one writes a single line of code, 
there is a need for gathering of real data about all of the questions listed. A start-up can save several months of 
hard work and resources if it starts with real consumer data about these factors. It is also important to keep in 
mind that this is not a one-off exercise because startups change their positioning and value proposition quite 
frequently in order to appeal better to consumers and get validation. So they need to frequently test some of 
these factors regularly. For instance, start-ups have a crazy obsession with new features. Every app on a 
smartphone might get an upgrade every three weeks on an average, but do the end-consumers really need that 
upgrade or would they even notice the new feature at the first place? 

The bottom line here therefore is, every move today needs to be data driven. 

Decisions backed by ‘real data’
Start-ups spend several months or years to understand what end-consumers really want. This costs a lot of 
money and time, which are both precious for entrepreneurs. In the Indian scenario, this is all the more difficult 
of B2C startups given the size of our country and the presence of sub-cultures of various degrees. Therefore, a 
pilot study is conducted or this basic yet critical step is skipped and a business model is built based on 
assumptions and hunches. This will create a lot of issues in the long run as the startup would have invested a 
lot of time and effort in building the product. This is why more than 90% of the apps on Google Play Store never 
cross more than 50,000 downloads. 

Most of the decisions made on assumptions need a validation. Small business owners cannot venture into 
troubled waters without knowing the direction of the wind. Fighting against the tide might not be the ideal 
choice for aspiring business men who have a lot at stake. Thus testing the waters before taking the plunge is a 
wise choice. A business idea comes with a lot of uncertainty and complexities that need to be resolved before 
execution of the business. So running your business idea through your near and dear ones might not be the 
right choice as they may not be your real target audience and their advice/participation may be biased and 
misleading. The data or information received from friends and family can be far from relevant for the proposed 
business idea as the personal connection that they share might hinder the logical reasoning of the respondent. 
However, start-ups may often consider market research as a time consuming activity that they don’t have funds 
to support for; many new companies skip this step while building their business for two major reasons: funds 
and lack of human resources.

Decision making is a process that evaluates reasonable inputs that are unbiased and reliable pieces of 
information. The holy grail of marketing and product development is to “know” what consumers want. 
Entrepreneurs should thereby understand the need to take up market research as a founding principle to their 
new business development as it will help them in critically analysing the idea, will highlight the flaws and 
sometimes may also open new avenues to untapped potential areas. Market research is posed as an 
opportunity that should not be missed as it enables the entrepreneur to get an inside out view of its target 
audience and their behavioural patterns. Apart from knowing your customer market research will also equip 
you with information on potential markets, buying behaviour and patterns, set realistic targets and above all 
will give a forecast about the acceptance of the product.  

Having said that, conventional market research today is so passé; it is slow, expensive and most of the time 
meaningless and irrelevant. If a startup is able to validate their idea at every stage with different types of target 
consumers, it can save months of work and resources going down the drain. In a lot of cases it can help the 

company survive and skip the valley of death. How then should a business decide what the ideal tool will be to 
conduct market research? Companies usually have two options: primary and secondary tools. Survey, a primary 
survey tool, is the most widely used method of research. Even though surveys may sound a tedious process, 
technology has revolutionised the method of conducting and therefore taking these surveys. What a 
door-to-door job was a few years ago is now filled just by the click of a button. 

A quintessential solution for all marketers
If I asked you what the capital of Argentina is and if you did not know the answer, what would you do? You would 
just Google it. But if I asked you what do people in Delhi think of Starbucks or how would people in Cochin 
respond to online grocery ordering? How would you find that out?  This has not been possible so far. But with 
Airloyal’s GetInsights, one will be able to answer these questions in less than 15 minutes. For every business, it 
is important to understand their customers instantly. A three month conventional market research study is no 
longer relevant to any company and particularly, to startups.

With the aim to democratize the concept of market research, GetInsights is a platform that can help reach out to 
the right people, at the right time and most importantly – quickly in order to know what they think, all through 
their mobile phones. For instance, a business can get perceptions from consumers across India on a concept, 
product name or even an advertisement within minutes. This can help you with actionable insights about your 
business, which would have otherwise taken several months of work and a lot of marketing expenses to find out. 

A simple three-step approach can help businesses reach out to consumers from different parts of the country: 
create a survey for the right audience, pay for the survey and click ‘launch’ and finally, within minutes results can 
be seen coming in real-time which can be filtered as per the business’s needs. 

This is how GetInsights can help: 
•  Target the right audience for a survey – audience can be chosen based on gender, location, age, device owned etc. 
•  GetInsights gets you the right responses from the right audience – respondents are chosen based on a   
 psychometric test and responses are assessed to check if they are honest 
•  Refine the data of survey conducted – filter them based on gender, location, age, device owned etc. 

What are the advantages of using a product like GetInsights? It will be good to give examples here:  
•  GetInsights saves the business from building wrong products, wrong features that consumers don’t care about
•  The business can have solid conviction about its product and value proposition since it is backed by real-time  
 instant consumer feedback 
•  Deterministic reports by GetInsights help the business see real-time what consumers think; this helps make  
 changes to the business model in a more dynamic fashion
•  Targeted view of what different types of consumers from different parts of India think about the product or  
 company or app, for instance 
•  Affordable pricing for bootstrapped startups

Bringing ideas to reality – the power of GetInsights
How a delivery start-up identified its target audience and competitors 
•  The delivery start up wanted to know which the most preferred food ordering site was and their query was  
 addressed within a time span of an hour. This helped them identify their competitors and also gave them an  
 insight as to how many people order food online.

How an IIT Madras start-up got people’s opinions on its logo 
•  The startup that has an app that can help store loyalty cards of restaurants got its target audience’s opinion  
 on how receptive they were of the app’s logo 

How a business validated its idea of tailoring services at the customer’s doorstep 
•  The business conducted an instant survey with over 100 respondents to validate its business idea of offering  
 tailoring services of garments at the doorstep. The feedback from these respondents was in the business’s  
 favor which gave rise to the idea of quick, easy and hassle-free professional tailoring services at one’s doorstep 

Do visit www.getinsights.co for more details.
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“I would highly advise the founders to define
a mission for their startup”- Lalit Mangal

DIKY is a Reverse Social Network, where you can Discover your Crowd Sourced Personality. It is a unique app 
where you can have fun vouching for your friends and family, and vice versa, Anonymously and Authentically. 
These vouches bring out the most admired qualities in you, and you can showcase to the world, “What your 
friends think about You”. Now, if you want to buy a product from Quikr or right swipe on Tinder or get a shared 
roommate on Airbnb, and you and want to know your prospective peer better, you don’t have to be tensed 
anymore. Just see his DIKY score and badge on DIKY and rest be assured.

The Reverse Social Network

DIKY
do i know you
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Conceived by IIT and IIM Alumni, Instaproc (INSTAnt-PROCurement) is an intelligent business procurement 
application based in Noida which is working towards introducing a new procurement paradigm. An easy to use 
and intuitive application, it is designed to provide sellers access to an overwhelming industrial market of over 
$300 billion by enhancing the buyer and seller transaction experience. Buyers can post their requirements on 
the seamless platform and the sellers can quote for their products to fulfill published requirements. It further 
allows the buyer to make comparisons, evaluate across specific & non-standardized products, and enables 
them with hands-on quick  decision making information.

Instaproc’s mission is to make business commerce as easy as consumer commerce, to help Indian Companies 
thrive in the digital economy and in the process becoming a one-stop solution for all business interaction and 
transaction.

Buying and selling is so easy now !
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The Problem that KnoDues Solves
Today’s world is extremely social and we all love hanging out with our friends for movies, hang-outs, eat-outs, 
holidays and a lot more. Get-togethers are so much fun, but managing the shared expenses isn’t! Keeping a 
track of the expenses and calculating ‘who owes how much to whom’ is a pain.

Writing behind notepads, splitting on calculators and using spreadsheets have now become a passé! With 
KnoDues, this tiresome task becomes as easy as chatting!

A Brief About KnoDues
KnoDues is your Shared Expenses Buddy! Record your shared expenses, split them easily, keep a track of all 
your dues and share them with your buddies. It’s as simple as chatting!

KnoDues is a smart phone app designed to ease out the complications faced in tracking & splitting of shared 
expenses with friends. Essentially, KnoDues is your Shared Expenses Buddy! KnoDues, as the name suggests, 
helps you to know all your dues at any point in time and also encourages you to settle them in a timely fashion.

KnoDues allows you and your friends to keep a track of all your shared expenses on the go. The app 
automatically syncs contact list of the user and makes it very simple to add shared expenses for friends – they 
can easily be selected from the contact list. KnoDues instantly sends updates to friends for any new expenses 
added. Also, the app provides friends access to a common shared screen where all dues can be seen and 
expenses can be added or edited from either ends.

KnoDues keeps a track of all the expenses, and specifies how much you owe to your friends or in case you’re 
lucky – how much you get from your friends! 

KnoDues has an interesting feature called “Events” – users are allowed to create events and add their friends to 
this event. So next time around when you’re planning that exciting trip with friends, simply create a trip event 
on KnoDues & add your friends to this event, and then each one can record expenses paid by them. KnoDues 
would automatically provide an “Event Summary” of who owes how much to whom! 

With KnoDues, it gets very easy to avoid awkward situations of reminding friends for their dues. Users just need 
a simple click on the app to remind their friends for their dues. Users can also inform their friends as to how 
many days they intend to clear the outstanding dues. Such clever features can certainly help save some 
misunderstandings! 

KnoDues pitches itself forward with the tagline “More Friends, Less Dues” because we @ KnoDues truly value 
your friendships and sincerely strive to never let your dues spoil even a single one of them!

Split & track shared expenses with ease
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Mr. Dushyant Magu is a 1st generation entrepreneur; pass out from IMT Dubai (MBA- Marketing). Since 2011, 
he is running two business units which are self-funded- Travel Q Shop, a fully integrated travel company 
committed to provide quality travel services to individuals, groups and corporates in Delhi-NCR and MedSurge 
India which offers affordable medical treatments to international patients who wish to undergo any treatment 
or surgery in India. Mrs. Garima Bhatia Magu, founder’s wife joined him in this journey in 2014 with the rich 
experience in HR & marketing, giving full support and dedication towards medical tourism business. 

Now together with their entrepreneurial skills, passion & innovative thinking they have recently started off with 
Online Med Clinic. It facilitates Doctors and patients to remotely connect, interact & interchange relevant health 
information to allow medical consultation via email, phone or video call from the comfort of home or anywhere 
& at anytime. With the belief that primary affordable healthcare is a mandatory prerequisite for everyone, 
OMC’s mission is to build the world's most convenient, international platform to make primary health care easy, 
quickly accessible and cost effective by creating innovative consumer-driven health care solutions with the 
support of multi-specialty group of doctors on board through any device and at any time.

OMC’s Health Blog lists various health articles published by various health experts and specialized Doctors, 
sorted by health topics & medical conditions to keep users updated about how to take care of themselves and 
their family’s health. Also OMC have a Patient forum which allows users to share their medical experiences for 
the benefit of millions of people who suffer from medical ailment they have suffered, by directly posting a new 
topic or can search the existing relevant topic & add their comment on the same. Users can also read the 
discussions on various topics & learn from patients’ experiences. 

Now the team is working upon coalescing Online Med Clinic and Medsurge India under one online platform in 
order to provide a single platform for the users/ patients, where they can get online consultation/ advice from 
the experienced Doctors as well as get medical travel assistance for their treatment or surgery in India or across 
the globe. Also one can simultaneously plan and execute the medical travel at an affordable price. It will also 
help the medical travelers to find affordable and reliable medical treatments and surgeries at their nearest 
facility from the big pool of hospital, doctors and clinics available online globally with their complete profile, 
reviews & ratings. 

With reference to International Medical Tourism Journal, 6 million people travel for medical treatment from one 
country to another, and if you add in those who travel a distance within a country-it exceeds 10 million a year. 
The number of international patients visiting Indian hospitals has been increasing by 30 % every year. It is 
estimated that by the year end 2015, India will receive nearly a million medical tourists annually.

So keeping in mind the increasing demand in Health and Medical Tourism Industry, team is working hard to 
raise funds to achieve their goals and mission of providing most convenient and affordable online consultation 
plus medical travel assistance with innovate technology.

Online health care services
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The much talked about tech start-up Realbox have received many laurels and testimonies of industry experts. 
Based out of Delhi, Realbox is a Business Intelligence and Data Analytics start-up which in a very short span of 
their existence have bagged some impressive clients like PVR, Zo Rooms, Azure Hospitality. Currently disrupting 
their way through the flagship clients Realbox is soon about to launch One Click Payment App - CASHLESS.

There is a disconnect when we talk of bringing payment app facility to real world doing real life biddings. You 
shop online and pay online and that is a flow that everyone is comfortable with. Companies tried to solve offline 
payments with certain wallets, but where is the context? You need several services and apps to make that 
happen and not all of them can be trusted. Realbox bring context to the entire scenario, bringing connect to the 
user in offline, thus enabling them to pay while they dine and shop without involvement of a second soul.

CASHLESS - Just click and pay, make your payments smarter with technology never experienced before. It 
locates where you are sitting and extracts you itemized bill with taxes as soon as you open the app. When you 
are ready to leave, just tap on pay and you are free to go. You can connect it to your credit card, wallet, 
loyalty card or pay through net banking. You will never have to ask for a bill again. So no delays no 
human intervention and no stress.

Saurabh, a Microsoft Alumnus has more than 17 years of experience in engineering integration engine and 
utilizing data science. With successful exit from two previous start-ups, he started working on his third. 
Meanwhile, he published a patent in field of customer profiling. Together with his co-founders Arjun and 
Preksha, they have been working on this technology for more than 3 years, testing markets and 
validating products. Preksha who has a hospitality and market research background feels hospitality is 
in much need of a holy grail to effectively curate their customer’s experience which will define the 
success of the business. Arjun is a POS Integration and Data Mining expert with more than 8 years of 
experience says, ‘Indian market is quite fragmented, what problems have been solved were tip of the iceberg, 
we are aiming to the solve the rest under the water.

A one-stop solution for your
entire business
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Safely Home ranked 38 in Top 100 free apps on google play store: Health and Fitness was started 2 years back 
by Ishan Jindal, a student of IIT Delhi. With the support from government of Delhi, Gurgaon Police and various 
NGO’s and corporates, it was launched in September this year and was covered by over 30 newspapers and 
media houses combined. It was 2 years back during the Introduction to Engineering class that it struck the idea 
to Ishan. The major problem in its early days was to build a team and create the product. The idea of Safely 
Home was to create a mobile application that is fully automatic in detecting road accidents to provide early help 
to road accident victims and hence eliminating any 3rd party or bystander’s role. The app accident detection 
once installed works even without Internet or GPS running in the background. The key motive of ‘Safely Home’ 
is to provide help within minutes of an accident.

AUTOMATIC CRASH DETECTION
‘Safely Home’ app can AUTOMATICALLY detect road accidents if installed in your phone without any human 

Being safe on roads was never so easy

Safely Home
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intervention. On detection of any unfortunate event (like a road accident), the app immediately informs your 
loved ones for early help. You can also help an accident victim anonymously by clicking and sending us a 
photograph of the accident site and we will make sure that help is provided.

ROADSIDE ASSISTANCE 
Whether your car breaks down, or you're locked out, faced with a flat, or out of fuel, use the app to select all 
your issues and the GPS locator will log your location and will show the list of all cheapest, nearest and best 
mechanics available 24*7. Help will come in minutes. 

LIVE TRAFFIC NEWS FEED
Get live traffic updates on your phone to beat the rush. Get focused push notifications on surrounding road 
traffic situation and the ones that can come in your way to office or back home. 

Team

Ishan Jindal
Founder, third year Textile engineering student from IIT Delhi. Started alone in this 
journey 2 years back. Built a team and lead it to its current shape.

Ravitej Singh Rekhi
A third year electronics engineer from Amity University; you can find him busy writing 
or philosophising in the Delhi metro, where he spends most of his time. 

Ashoka Chandra Wardhan
A fourth year undergrad from IIIT Allahabad, he is addicted to coding. And food. And 
sleep. And a few other things as well. 

Rishabh Arora
A pass-out of IIT Delhi. Works at AT Kearney by day and mulls over Safely Home by 
night. 

Rishubh Singh
Second year computer science engineering student from IIT Delhi, passionate debater, 
football enthusiast and a manic coder. Not in that order though. Also, he is the youngest 
in the team

Simranjeet Singh
Third year computer science student from DTU, he loves spending sleepless nights on 
the computer or behind the wheel. And don't worry about his driving; he has got Safely 
Home installed in his phone!
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Sellbuybook.com is an Online Portal where people can sell their Old-books at good price and buy Second-hand 
Books at cheapest rate possible.

It is a classified plus an e-commerce website. 

Here Sellers can post a free advertisement and fix a price at which they want to sell their books, and then a 
Buyer from a neighbouring place will contact those regarding books. 

We also maintain a huge stock of Books, People can directly purchase a book from us. 

We will provide home delivery of books at Minimum price possible.

All books we provide are in good condition and at cheapest rate in the Market.

India's Largest Online Marketplace for
selling and buying books

By Ashutosh Nandan, Founder, SellBuyBook
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We also give Cash on Delivery facility, only make Payment if you like the Book.

By reusing books again and again, we are reducing the printing of new books, so #SavingPaper, #SavingTrees, 
#SavingNature, #SavingEarth.

We are also helping poor children by providing them books at Cheapest rate possible, so that their education 
cost reduces and they can Study and make our Country Proud.

The Eureka Moment
The idea originate from the problem which I and almost every student in this country faces, problem of buying 
and selling Books. I and my other team members come from a middle class background, so we don’t have 
enough money to buy new books every semester.

We go to traditional book markets like Daryaganj on Sundays for buying second-hand Books, but finding books 
there and then bargaining with them is a very painful job. So this is our pain-point and we want to solve this by 
bringing the whole ecosystem of Second-hand books Online.

The Solution
We are presently dealing with buying and selling of Second-hand books. Problem of buying books for new class, 
new Semester is the problem almost every student faces in this Country. Most of the students come from 
Middle-class family and poor family so they cannot afford to buy new books after every 6 months.

They choose to buy second-hand book but finding right book in the market and then bargaining with 
Shop-keeper is a very painful job. So we thought of solving this problem using Internet by bringing the whole 
ecosystem of Second-hand books Online.

In India despite of the presence of some big players in the Indian Online book selling market, there is no one big 
name which deals in selling and buying Second-hand books of a varied genre. There is a big gap and a great 
need to solve this problem.

Also due to time constraints, not many people are able to visit traditional old book markets (like Daryaganj in 
Delhi, Church Street in Bangalore). Even if they do, it involves a lot of hassles, and bargaining, which we believe 
the modern urban population would like to avoid.

This problem is larger in Tier-2 and Tier-3 cities where there is no traditional markets and people have to rely on 
some small shop far away from their home. The market is very large and problem is even lager which can be 
only solved by bringing all this business Online.

Main Features
We have 2 features on Our Portal:
Hyper-local Classified Portal
Here users can post a free ad, upload a pic and set his price. User can select 2 locations where books can be 
given, like he can select Home location and College location so that there is greater chance of book being sold. 
Buyer will directly contact seller by our inbuilt messaging system or can directly call him regarding books.

E-Commerce Portal
We also maintain our own Ware-house and delivery system. User can place order of books and we will deliver 
books at their home on 50-60% of MRP. We also purchase books directly from users at Rs.100/kg or 10% of MRP 
and store them in our Ware-houses and then deliver books to other customers who need that book.

Our Market
Books are a necessity of Today's India, almost every person need books. All section of society, all age-groups 
need and loves Books. So we can expand to whole India touching lives of every citizen.

But our main focus will be on College Students, Novel readers and book lovers, Students preparing for IIT-JEE, 
AIIMS, Medical, Engineering, GATE and other Competitive Exams. We also plan to introduce Books of all 
Category in next few Months.
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Have you ever organized any event in the past?  Wasn’t it difficult to get sponsors onboard? Well, in most cases, 
it is. Reaching out to sponsors is one hell of a task. Even if we get connected to the right person in the 
organization, chances that the organization will be interested in sponsoring events are low.  

Then came a phase when I launched my first startup called GetMyLooks. Now, I was on the other side of the 
coin. I was looking for events where I could provide sponsorship. There are 100’s of events happening every day 
and finding out the right event which matched my target audience was not easy.

While there is a problem of event organizers who want reach out to the sponsors, but on the other hand, 
sponsors are also finding it equally difficult to reach out to the prospective events. With this problem statement 
in my mind, Nitin Bajaj launched SponsifyMe- an online platform helping brands to connect with events 
matching their marketing needs.

Get connected with potential
sponsors and partners hassle free
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In short, they are trying to solve the basic problem of connecting the right event planner with the right brand for 
raising sponsorship and exploring barter partnerships so that the brands as well as the event organizers 
mutually benefit from each other.

Benefits that brands get from our platform are that they can save their event preferences and demographic 
audience preferences on our portal. Once they have saved those preferences, they will regularly get notified 
with a list of events matching their preferences into their inbox without any need of filtering them. And if they 
are interested in partnering with any event, we help them connect with the event organizers and finalize the 
deal. 

SponsifyMe’s role does not end here. They also help in MOU agreements, payment handling and provide 
brands with post sponsorship report services where they will get to know in detail if the things decided between 
them and the event organizers actually happened or not and if they should sponsor it next year or not.

Within 2 months of operations, approximately 400 brands have shown trust in the platform and around 250 
brands have already created their profiles on SponsifyMe.  UBER, OLA, EBay, TimeSaverz, Tata Housing, Urban 
Clap, Airtel are few examples of brands that are looking to raise sponsorship through the platform.

They have tied up with certain brands who are our exclusive partners and are working with them on CPA basis, 
handing their events; distributing their vouchers through events. They have shared basic demographic 
preferences of their target audience and if any event comes up matching their preferences the SponsifyMe’s 
team finalize it on their own and then work on with event planner on branding and user acquisition 
opportunities. They are doing this for exclusive partners like UBER. 

“Some brands were little apprehensive with this idea initially saying that what if event organizers reach out to 
them directly seeing their name on our platform and spamming their inbox with random events but soon were 
convinced when we told them that no event planner can directly reach out to them as their listings will not be 
public,” says Nitin Bajaj.

“What makes SponsifyMe different from our competitors is that we do not connect any random event with 
sponsors. We make sure and put all our efforts in connecting the right event organizer with the right brand for 
raising sponsorship. Unlike other platforms, brands need not to filter events every time they login into our 
platform. Once they have put their preferences, only filtered events will appear on their dashboard. However, 
they have an option of seeing all the events listed on our platform” adds Nitin.

There will be times when brands will change their marketing strategy and so their target group might change as 
well. They can change their TG on our portal as well and in no second, events matching their preferences will be 
shown on their dashboard. We also provide events which are interested in barter. So apart from monetary 
sponsorship, SponsifyMe will help them connect with events who are looking for partners where they can offer 
in kind sponsorship, venue, food, media or any other kind of association.

I have never seen such a platform that’s helping brands like us to identify events matching our needs. I am totally 
bought over by the concept. - Ms. Deepika, Brand Head, Myntra.com
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Divinehaat.com is the brainchild of two women entrepreneurs Neha Bansal & Cheenu Gupta who wished to 
bring change by capitalizing the emerging start up e-commerce culture. This venture was started with a vision 
to create a thriving business around handicrafts which will serve the society in an economical yet humanitarian 
way. The founders of Divinehaat.com researched exhaustively to understand the paradigms of this business. 
The fact that country-made handicrafts from India are exported to other countries while within our nation this 
art doesn’t enjoy a patronized status was the root idea for creating this start up. Through this venture we aim 
to bring more employment opportunities to the artisans and also promote the credibility of handicrafts. 

Perfect blend of antique
handicraft and home decor



Neha Bansal, an Engineering Graduate and with masters from IBS Mumbai, was a corporate employee holding 
a managerial position in banking sector chose to quit her job and follow her passion. Her experience and 
exposure to the world of business gave her the additional insight which further helped her in commencing a 
start up business.

Cheenu Gupta, completed her masters from GJU, Hisar and was involved in different assignments of Digital 
Marketing consulting. She takes keen interest in ecommerce business. 

These passionate ladies studied handicrafts from across India and then incorporated the research in the 
business plan which targeted profitability of buying and selling of handicrafts. Providing a sustained demand 
and supply chain for this business was of paramount importance. As incredible as this idea was, it needed deep 
understanding of the financial attributes pertaining to the production and consumption of handicrafts in India. 
Moreover, as a start up Divinehaat.com had to face initial challenges and gladly we scored and overcame them. 

The company opened its first Office Cum Product Display in Gurgaon. Interestingly, the response received was 
more positive than anticipated. This motivated the founders to further add more and more product range from 
every nook and corner of India. Today, Divinehaat.com provides a modern and efficient medium to sell and 
purchase handicrafts across India. 

With this venture our goal was also to promote the idea of Make in India. Handicrafts being one of the most 
appreciated indigenous craftsmen produce were the perfect choice to initiate such a campaign. Our exhaustive 
research indicated that we as a nation needed some serious efforts to push forward our native products on an 
international platform. Moreover, we realized that our society indeed has needs for handicrafts and as of now 
that need is being fulfilled by machine made products from China. Such products from China which are being 
used as souvenirs don’t have the divine touch a handmade product has. Also, the fact that the souvenirs are 
extensively utilized as a personalized item which serve a more social need than an economical one; the human 
touch attribute plays a more important role. Moreover, we can’t deny the economical loss to our nation’s 
economy when we serve our needs by products which are made in a different country. This fact motivated us 
to promote our country-made handicrafts on a scale which would elevate them to a higher pedestal and 
eventually replace the items made in China. Through Divinehaat.com we target to attract the section of the 
society which has been spending money on imported items from China and thus enhancing the economy of a 
foreign nation. 

Divinehaat.com is committed towards bridging the gap between artisans and consumers. While creating the 
bridge we also want to divert our people’s attention towards our own products rather than the products made 
across the border.  
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Studio Mosaic is a full service mobile app studio specialising in the 3 D's i.e Design, Development & Distribution 
(Marketing) of mobile apps on the iOS App Store and Android Play Store. 

Their 360 degree approach covers all stages of an app's lifecycle from ideation & development to launch and 
post-launch promotions to truly provide value and support to our customers. The idea is to enable the 
entrepreneurs of today to make a difference to this world with their mobile ideas!

Give Your App Some Mosaic Magic!
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Studio Mosaic is the brainchild of the husband and wife duo of Akhil and Chetna Chandra.

Akhil has over 8 years experience in the mobile ecosystem, having started his career as a Young Leader at Bharti 
Airtel before moving on to Affle, a leading mobile app marketing and advertising company where he worked on 
app marketing and product solutions. He finally went on to join Paytm, India's premier mobile recharge and 
e-commerce app where he headed their digital marketing and user acquisition team before starting Studio 
Mosaic.

Chetna has been working in the field of digital media for over 9 years, starting her career with www.afaqs.com, 
Asia-Pac’s largest website for advertising, media & marketing. Her last stint was with the Affle group, a 
Singapore headquartered leading mobile media company. She worked with them for almost 5 years in various 
roles including mobile ad and app sales, sales strategy & project management before joining Akhil at Studio 
Mosaic.

Studio Mosaic was started in 2012 as an app publishing unit. Their first app StickMe Notes was launched on the 
iTunes app store. It has received over 200,000 downloads till date and continues to rake in a few thousand users 
and a few hundred dollars every month. The success of the first app egged them on to make a few more and 
this is something they continue to do even today!

This end to end experience in the app business and early success in the app store gave Akhil and Chetna the 
confidence to swiftly transform Studio Mosaic from a publishing studio to an app servicing studio catering to 
the design, development and marketing needs of budding entrepreneurs and enterprises alike.

Today, the team comprises of a team of dreamers, believers and doers that are all united by a single passion - 
enabling fun and powerful mobile applications that consumers would love to use. Akhil says “Our skill lies first 
in creating world class mobile apps that consumers would love to use and then building the apps app store rank 
through genuine app downloads stemming from specialised description writing, localization, keyword 
optimization, genuine app reviews and other app store optimization (ASO) techniques along with PR, social 
media advertising and other user acquisition methods.”

They have over 2 years of experience in creating & marketing 250+ apps for over 100 clients from across North 
America, Europe, Asia and Australia. “In the process, we have built strong relationships with our clients who 
keep coming back to us for the quality of our service, the nature of our results or sometimes simply for our 
advice,” say Chetna.
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Why I started Rocket-Tutor?
I love teaching and I do it passionately. I teach because I want to share my knowledge, my methods of learning 
which I devised when I was a student myself. Online tutoring provided me a platform not only to teach local 
students but share my knowledge globally.

One day back in 2013, I was tutoring a student on an online tutoring company. I was helping student with some 
problems. During the course of teaching him I came to know that the student has huge gaps in his learning. I 
told the student to learn the related topics related and then solve the problems. I even taught the topics. After 
a few days, the company blocked me on their platform because I violated their rules.

Lots of anger and questions filled me inside. I started thinking how I can help students in a better way. After 

UBER for tutoring
By Anand Hunt, Founder, Rocket-Tutor



pondering a lot, I decided to setup my own company where rules don’t hinder the learning of the student.  I 
started saving money after that for the company. I worked more than what I was working then. After saving 
money I quit my job and started developing the platform. 

I saw many problems with the existing companies both from the student side and tutor side.

There was more needed to be done. The student needed to be tracked in a better way. 

50-70% of the student in a classroom of 50 is not able to score more than 50-70 % in their exams. These 
students have immense concept gaps which not only hamper short term score but as well long term results.

From the tutor side, companies were not harnessing full potential of the tutors. So at rocket-tutor I am trying to 
solve these problems.

The product 
Rocket-Tutor is an online tutoring platform where students can take after school education like tutoring, solve 
problems, and learn a topic. 

Rocket-Tutor is going to be the first real 24/7/365 online tutoring platform. Students can connect to a tutor 
anytime they want, be it 5 am in the morning or 12 at night.

Using rocket-tutor students and their parents can save a lot of money, time and energy. It’s a huge pain in 
finding a right tutor. 

Parents can save at least Rs. 30,000 and 500 hours of their life per year. These 500 hours can be used for 
studying.

Rocket-Tutor will be providing the best tutoring experience at an affordable rate.

It will start with US and India and within a year company has plans to expand to Canada, UK. 

The next big target of the company is to cut down cost of test preparation like IIT-JEE and Medical.

Product Differentiation
•  24/7 Service
•  Continuous student tracking system
•  Systematic student study plan
•  Responsive and friendly customer support
•  Respect for Tutor work
•  Study material
•  Better approach towards students problems
•  Better coordination among teams

Vision/mission of Rocket-Tutor
•  To improve score of students
•  Enhance long term learning
•  Fill concept gaps
•  Remove dependency on home tutors and coaching institutes
•  To become synonymous of online tutoring
•  Save time and money of parents and students
•  Provide better working environment for tutors and other employees in comparison to other companies
•  Export knowledge from India to other countries
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Launched in September 2014 by Co-Founders Dipesh Garg & Rajshekhar, New Delhi-based Truelancer is an on 
demand curated freelance marketplace. The startup helps employers hire skilled freelance professionals. It 
operates globally, but presently it is focussing on South East Asia and has a strong presence in India, Philippines, 
Bangladesh, USA, UK, Pakistan, and Indonesia.

Truelancer takes care of the entire process of hiring a freelancer, one can either post a project or buy pre-listed 
service Gigs (eCommerce for digital services). Anyone can hire Developers, Designers, Content Writers, App 
Developers, Virtual Assistant or any professional. It also provides safety for employers & freelancer by providing 
Safe Deposit payment like an Escrow System.

The startup currently has more than 150,000 freelancers with 5000+ curated service Gigs (eCommerce for 
services). The firm claims to have 300,000+ monthly unique visitors. It aims to get 30 million freelance skilled 
professionals in next 3 years.

Truelancer solves two major problem ‘Quality & Communication’. The startup has introduced ‘Compare & 
Hire’, which helps employers compare proposals & professionals on 15 different parameters to make sure they 
are the right fit for their project.  

The startup is in the process of integrating a strong collaboration tools inside the workstream which will be 
helpful to both employers & freelance professionals. 

Businesses can build their teams on Truelancer, a Cloud Team and access it whenever required. This solves a 
major need of high growing business who need to scale talent demand quickly. 

The company had closed an angel funding which included angel investors from India & US and currently is 
looking to raise another $1 million to fuel its growth and expand its tech team and community presence in India, 
Philippines, Bangladesh, USA and Indonesia. The firm will be launching its mobile app & enterprise solution in 
coming months.

The startup is growing rapidly and already the Largest Freelance platform in India and is looking to capture the 
increasing opportunity. The Freelance Industry has doubled in last year and is expected to be a $15B market in 
next 5 years. 

 Global Community of Trusted
Freelancers
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WeLoveHiring.com is a SaaS (software-as-a-service) based recruitment and training platform that works on 
pay-per-use model. It offers features including webinars, Live interactive forum, SMS alert, ongoing 
performance evaluation, ongoing certifications, among others, on various topics to promote continuous 
professional development.

Launched in January 2015, Welovehiring.com has been started with the intention of solving the key challenges 
faced by employers in hiring the best talent with required skill and then retaining them further. The platform is 

The SaaS based startup aims
at providing the Next Generation
Recruitment Experience !
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also for job seekers,  to whom it offers searching out their dream job by matching their existing skills with better 
jobs and suggesting what’s trending in the future in their respective field of expertise.

As on May 31 of 2014, there were 13.21 lakh companies registered with Ministry of Corporate Affairs which are 
growing at significant rate. To further add to this, as per LinkedIn survey, India has been adopting proactive 
recruitment/training methods and in this aspect the country ranks above the global average. According to 
another survey called Antal Global Snapshot performed by Antal International, a multi-national recruitment 
firm, where 10,000 firms worldwide were surveyed, the Indian job market is improving with an increase of 19% 
since the beginning of 2015 with 59% of companies hiring at the moment which caters to positive hiring outlook 
in companies 

WeLoveHiring.com is thus tapping this ever-growing job market by aiding organizations nurture their talent 
right from day one of on-boarding through its SAAS model, by combining psychology, gamification, algorithm 
that would help in hiring and training the right employees.   

WeLoveHiring platform is currently in Beta stage and is planning to use game mechanics to motivate employees 
by introducing elements like points, levels and goals to incentivize actions. Team at WeLoveHiring is also 
working towards exploring a framework between converting free users to customers and up-selling paid 
customers to more comprehensive packages.

WeLoveHiring is a platform both for employers as well as for employees, to boost revenue per employee of an 
organization by enabling the talent measurement in terms of competence, commitment and contribution 
towards the organization and real time performance analysis, which increase employees� productivity and thus 
company’s ROI.

Founded by Shrishti Choudhary, a Computer Science Engineering scholar and cofounded by Deepesh Singh, a 
tech geek by heart, WeLoveHring sees itself as Indian SaaS product competing other niche recruitment software 
products in Global market.

Shrishti spent five years in technology consulting, having entrepreneurial ambition and a drive for challenges 
she decided to become more than a functional expert. Deepesh Singh has more than five years of experience 
in Web Designing & development. Making facebook apps and learning new technologies excites him more than 
anything else. In Recruitment and training industry where companies are increasingly disillusioned by clunky 
unusable software, Shrishti went onto start something in recruitment industry and this is how WeLoveHiring 
came into existence. Notably, she’s been successfully running Youngaze as her first venture catering to soft 
skills development in youths.

As an online platform WeLoveHiring has many advantages such as Pay per use, anytime/anywhere accessibility, 
Pay as you go, Instant scalability, Security, reliability and more. Using the platform users or employees can get 
the certification by completing designated courses, learning plans, or approved external activities.

The platform aims to target employers and organizations globally, especially startups & SMEs
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Latika Chopra latika@iamai.in +91 98204 08033

Sneha Talreja sneha@iamai.in +91 9920164969 www.iamai.in

FOR SPONSORSHIP, SPEAKING OPPORTUNITIES & OTHER DETAILS, CONTACT:

Present

Build Conversation Amidst a Mobile Marketing Setting.

&

Mobile Marketing Summit 2015
18th December 2015  |  The Taj West End, Bengaluru
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