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Indian Startup Landscape Q2’ 17

This Quarter has been fruitful for the startups as $ 3.18 B in 304 deals has been invested in the 
Indian ecosystem. Biggest deal in this quarter was struck by Paytm which raised $ 1.4 B from 
Japanese technology conglomerate Softbank, this is also the largest investment by any VC in a 
single round in India. For Paytm which is riding high ever since the demonetization and launching 
their payments bank, this is the second fund raise this year as it had earlier raised $ 200 M 
from Alibaba and SAIF Partners for expanding their eCommerce space. Another Unicorn of the 
ecosystem, Ola has raised over $ 400 M from Softbank, Ratan Tata, Falcon Fund and Tekne 
Capital to gear up for their fight with world most valuable startup Uber. Softbank also raised their 
stake in Oyo rooms with an investment of $ 250 M and Naspers made added Foodtech startup 
Swiggy in their portfolio with an investment of $ 80 M.  

This quarter has witnessed a 25% increase in deals and a 13% increase in funding amount 
compared to previous quarter. Deals in the ecosystem fell by 80% between Q3’16 and Q4’16 
but later picked up in Q4’16 and Q1’17 and reached their maximum in Q2’17. Rise in the no. of 
deals in past two quarters indicates growth in confidence among investors about Indian startups 
which was low throughout last year, also it offers an evidence against reports which suggest that 
the entire ecosystem in under a huge bubble. In comparison to deals, amount has grown at a 
much higher pace which is because of many big players in the Indian ecosystem has been raising 
heavily this year to fuel their expansion plans and fight of their foreign counterparts. 

In comparison to Q2’16, the difference in deals in not significant but there is a stark difference 
in terms of amount. In Q2’16 total amount raised was $ 1.435 B in 296 deals, while $ 1.4 B was 
raised by Paytm alone this quarter, even total amount raised without Paytm deals amounts to $ 
1.78 B which is still greater than Q2’16. This suggest that this quarter has been much better for 
the ecosystem as compared to last year.
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2015 was a boom year for Indian startups where over $7 B where invested in the Indian ecosystem, 
but 2016 was not so great for the startups as it was full of falling valuations, layoffs, high profile 
exits and shutdown. But so far 2017 has been good for the ecosystem, already in first half of the 
year over $6 B has been invested which can be attributed to record deals struck by Flipkart and 
Paytm, which might have helped in getting back the investor confidence back about the Indian 
startup ecosystem. 
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After trailing behind Delhi-NCR for past four 
quarters, Bangalore has captured the Top 
City title this quarter with 100 deals; a 47% 
rise from last quarter. Delhi-NCR saw a fall of 
nearly 6.5% and could only manage 72 deals 
whereas Mumbai once again claimed third 
spot with 61 deals; however, this was nearly a 
79% rise from last time.
A year’s review into these numbers throws 
up some interesting observations. Bangalore 
and Mumbai both having seen a continuous 
decline in deal numbers till the first quarter of 
2017, have again caught the eye of investors in 
this quarter. Delhi-NCR on the other hand has 
witnessed decreasing numbers since Q3’16, 
even though it maintained the top spot till last 
quarter. 

Delhi has dethroned Bangalore in terms of 
funding amount this time around with $1.91 
B funding, which accounts for nearly 60% of 
total funding this quarter. However, this amount 
is mostly thanks to PayTm’s $1.4 B funding 
round this quarter. Bangalore trails behind at 
$737.8 M with Mumbai as the second-runner 
up at $388.7 M. After the great slump in 
funding amount witnessed in the last quarter 

City-wise Funding

of 2016, there has been some recovery this 
year; however, Bangalore has not been able to 
maintain its high funding amount status which 
it had achieved during the first quarter of this 
year. 

Other major city which houses some of 
the prominent startups Chennai has been 
witnessing continuous decline in deal since 
Q1’17 in both no. of deals and amount. 
Hyderabad which also has emerged as a 
tech hub in India has remained steady in no. 
of deals but has grown close to five times in 
terms of amount raised.

A look at the Tier-II city funding scenario 
brings forward a unique drift in startup deals. 
Funding in these areas has always been little, 
however the last quarter of 2016 brought in 
some optimism with a slight increase in total 
funding amount. Even though the amount of 
funds dealt since then has seen a continuous 
fall, the volume of deals has seen a sharp rise 
this quarter. Thus, indicating that investors are 
finally warming up to startups from smaller 
cities, even though the ticket size remains 
limited.
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Industry wise healthtech has claimed the top-spot with 52 deals this quarter an increase of almost 
92% compared to last quarter. In terms of amount it has steadily risen by only 4% between 
Q1’17-Q2’17, far less compared to 171% increase between Q4’16-Q1’17. Fintech grabbed the 
second place in the number of deals list with 44 deals, but occupied the first-place terms of 
amount because of Paytm’s $1.4 B funding round.  

Enterprise application leader in terms of deal last quarter witnessed a 16.27% fall and counted 
only 36 deals. Whilst nearly the same number of deals have been witnessed in e-commerce, it’s 
total funding has seen a steep fall compared to last quarter which was dominated by Flipkart 
fundraise. All this indicated that eCommerce is no longer the favourite destination for investors 
and are looking for other Industries with huge market size.

Comparing the past few quarters, Healthtech and Fintech have shown similar growth patterns 
with e-commerce slowly losing steam after peaking in the third quarter of 2016. An akin pattern 
is seen when it comes to the funding amount with healthtech and fintech slowly climbing the 
charts. Enterprise application has shown stability over the quarters with little turbulence charted 
and consumer service segment has also recovered after its slump in the last quarter of 2016.

Hardware is the surprise entrant in the list this quarter, witnessing a 92.3% increase in deals but 
the amount has fallen by 42% compared to last quarter. Online travel too made waves in the 
investment scenario with $312 M funding witnessed this quarter, which can be attributed mainly 
to Oyo Rooms fundraising. Additionally, similar trends were witnessed in consumer services 
with Swiggy and the transport segment with Ola driving forward their respective total segment 
amounts. 

Hence, late-stage funding of established startups has helped improve deal amount across 
segments. One interesting pattern which can be witnessed is that deals are increasing in new 
areas which can be termed as underexplored while deal size is still high in famous industries due 
to larger ticket size in late stage funding.

Segment-wise Funding
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After having faced a slump since the third 
quarter of 2016, early-stage deals have again 
caught the fancy of investors; witnessing a 
five-quarter high in this time. There has been 
a downfall in mid-stage deals by 25% this 
quarter, but late-stage deals have again risen 
this quarter by 36%. 

This quarter marks the worst performance 
of mid-stage deals in the past four quarters 
whereas the amount dealt in late-stage shows 
a growing trend since the major funding 
crunch of Q4’16. After witnessing their lowest 
point last quarter, it seems that the amount 
investment in early-stage startups is finally on 
the road to recovery now. 

There has been a growing trend emerging in 
the startup ecosystem with most ventures 
struggling to move ahead after securing their 
Series A funding. This mid-stage funding 
crunch can be attributed to the lack of 
investment firms willing to lead Series B and 
C rounds. The void created with the exit of 
most hedge funds in the country along with 
the unwillingness of early-stage investors 
to take the mid-stage plunge due to lack of 
knowledge in this area; startups are in a fix.

Stage-wise Funding

In contrast to this, early-stage funding witnessed a field day this quarter. This sharp rise can 
be attributed to the establishment of multiple seed-funds along with accelerator programs like 
Microsoft and Bosch DNA. Initiatives by state governments like Gujarat and Karnataka along with 
early-stage funding in Tier 2 and Tier 3 city startups has further helped the cause for early stage 
funding. 

Angel Investments in the startup ecosystem have seen a downfall over the quarters since the 
second half of 2016, furthermore a sharp fall has been recorded this quarter. 
A similar pattern has been seen with respect to the amount pumped in by angel investors. After 
a sharp reduction witnessed in Q3’16, the numbers have been falling ever since.

Early Stage
$340.17 M

$2787.57 M

$164.57 M

Mid Stage

Late Stage

251
deals

25
deals

27
deals
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Mergers and
Acquisitions
Consolidations in Indian Startup Environment  

M&A’s Quarter-wise comparison

Consumer services tops M&A chart, Enterprise Services 
follow 

 

Delhi- NCR wins the top city badge

Deals by Type

Top Acquisitions

Flipkart’s Road to consolidation
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Consolidations in Indian Startup 
Environment
Mergers and acquisitions are quickly becoming a favoured way of growth for many Indian 
Startups. In the wake of limited late-stage funding and piling losses, many startups are taking the 
M&A route for further growth. While on one hand, startups are trying to cut losses and are willing 
to sell their ventures; late-stage startups on the other hand are looking for buyouts to justify their 
high valuations.

1. Growth is quickly becoming a favoured proposition over profits in the startup environment. 
 Managers are either looking to improve performance of their current business model  
 or to bring in radical redesign to fundamentally transform businesses. Mergers and  
 acquisitions hence becomes a tool for inorganic growth goals.
 
2. Threat of foreign unicorns is looming large over the startup sphere. Home-grown  
 ventures are turning towards M&As to utilise synergies and tackle the big guns.   
 Moreover, capturing of a larger market share acts as an added benefit.
 
3. Another catalyst for M&A in the country is the attractiveness of it for the target   
 company. They hope to get fairly valued in the process; something that an IPO can  
 seldom deliver.
 
4. For the acquirer, M&A can spell out easier forward or backward integration hence  
 reducing dependence. By acquiring key customers or suppliers, a company can greatly  
 increase revenue with marginal efforts.
 
5. Talent acquisition, especially in the tech field is driving M&As in the country. Reaping  
 in the benefits of experienced personnel, startups are further able to expand their  
 presence. 
6. In a bid to get returns on their past investments, VCs and other investors are quickly  
 becoming a driving force for M&As in the startup community. M&As are ensuring that  
 backers of a venture get an assured price for their investment than what is offered  
 under IPO, which is riddled with uncertainty. 

Type

Horizontal

Vertical

Concentric

Conglomerate

Description

Similar product line (competing 
ventures )

Same value chian but different 
operating stages

Same Industry but no mutual 
relationship

Different Industries

Example

Ola acquired TaxiforSure (both cab 
aggregators)

Myntra (e-commerce) acquired Inlogg 
(Logistics)

Practo (Healthcare aggregator) acquired 
Enlightiks (Heathcare Technology)

Cisco (mutinational conglomerate) acquired 
Appdynamics (Analytics)

Factors leading to M&As and their benefits
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1. Rise in the valuation expectations thanks to a booming stock market has threatened 
 M&As in the country.

2. The fight between cost controls and quality maintenance, especially in vertical   
 integration can spell doom for a venture. Inefficiencies can creep in over time, thereby  
 acting as a hindrance to growth.
 
3. In horizontal integration, managing competing brands can become a difficult task. With  
 both products fighting for the same customers, pulling the plug on one of them seems  
 like a natural decision for most startups.
 
4. Clashing ideologies and cultural differences can act as a major hindrance to successful  
 integration. This is most commonly seen in conglomerate M&As where benefits derived 
  from synergies is lost. 

Apprehensions and hindrances to successful M&As

M&A’s Quarter-wise comparison
The not-so-optimistic consolidation sentiment, prevailing since the last three quarters seems to 
continue. A total of 29 acquisitions and no mergers at all were observed this quarter. This number 
has fallen slightly by 9% from 32 in the erstwhile quarter. But comparing it with the second 
quarter of last year, it is a drastic fall of 39.5%. Only one of these was an Aqcui-hire of InLogg 
(logistics-tech) by Myntra. Quickr has made two acquisitions – Babajobs (Online recruitment for 
blue collared workers) and Zimmber (Consumer and Home services). 

Quarter wise M&A activity
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One trend to take note of, is that the overall M&A activity increases in an ecosystem when there 
is a funding crunch, while the converse is also true. Times that saw a great influx of funds, also 
observed slow down in the M&A activity. This too can be substantiated with data. In the year 
2015,  gross $8.56 B was invested, whereas only 117 M&A’s were observed in the same year. 
Likewise, the first half of 2017, wherein investment has picked up impressive pace, receiving a 
whopping $6.118, and we have witnessed only 61 M&A deals.

While 2016, that marked the dry spell in terms of funding for Indian startups ($5.06 B), was the 
year when they went for a consolidation spree (182 M&A’s, which is a 58% increase from the 
previous year). These changing market dynamics in 2016, with funds drying up and inability to 
acquire customers, probably prompted several niche startups, mostly in the pre-Series A and 
some that have raised series A round of funding, to actively seek buyers. 
At the same time, companies in the early growth stage are able to cash in on the opportunity 
presented by low startup valuations (acquiree) which implies a greater ROI for the acquirer. 

Consumer services tops M&A chart, 
Enterprise Services follows
Consumer Services space has been consistent with its lead since the last two quarters- the 
largest chunk of the pie -27%  can be attributed to it. While the second position is bagged by 
Enterprise Services domain, having 5 deals. 3 of the 5 deals here, have occurred in the online 
Recruitment Segment. Enterprise Applications enjoys 4 deals, the sector has been appearing 
among the top ones.

8
Consumer
Services

5
Enterprise
Services

4
Enterprise

Applications

3
Entertainment

Tech

3
FinTech
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Delhi- NCR wins the top city badge
In the battle for the top city, Delhi NCR emerges the winner with a gross of 10 deals, replacing 
Mumbai in Q2. This is closely followed by Bangalore, which has managed to retain its number 
two spot. The city contributed with 9 deals. 

Deals by Type 
Outbound deals represent a foreign 
company acquiring a domestic one. 
While Inbound ones are a phenomenon 
just converse of this. Domestic deals 
are characterised by home-grown 
nature of both firms involved.

Outbound - 3

Inbound - 3

Domestic
23
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Top Acquisitions

This quarter, the top acquisitions have been steered by the accession of trained personnel and 
established services by noted conglomerates and startups. The SVG Media-Dentsu Aegis deal 
will see 280 media specialists spread across four offices moving base to Dentsu and similarly, 
Adroit Inspection’s 300 field inspectors will now provide their auto inspection services to CarTrade.
Another point to be noted is that the acquirers in the top deals have had successful M&As in 
the past with SVG Media marking Dentsu’s 10th acquisition in the country since 2012 and Quikr 
having acquired 11 startups in quick succession since 2015.

Lastly, segment leaders have been preferred when it comes to selecting startups for acquisition 
with all three target firms having created a niche for themselves in their respective industries.
However, the motivating factor for all the acquirees was quite diverse in nature. Babajob had 
been struggling to raise additional funds and the SVG Media founders were looking for their 
second successful exit after their earlier venture Quasar Media was acquired by WPP in 2008. 
Adroit Inspection too was looking for growth options. The opportunity for getting acquired came 
at the right time for these startups.

Flipkart’s road to consolidation
Flipkart- eBay Scenario
Flipkart recently raised $ 1.4 B in one of the largest funding rounds by any startup in India. 
Additionally, eBay pumped in $500 M while surrendering its India operations to Flipkart and gaining 
a stake in the company in return. Furthermore, the two companies entered into an exclusive 
agreement to jointly pursue cross-border trade opportunities. This will result in Flipkart gaining 
access to eBay’s global inventory, along with eBay buyers attaining access to the inventory 
provided by Flipkart.

eBay ventured in India with its acquisition of Bazee.com from Newscorp in 2004 and is one of the 
oldest players in the Indian eCommerce space. However, it failed to make any meaningful impact 
in the eCommerce market and soon lost out to their American rival Amazon as well as Indian 
players such as Flipkart and Snapdeal. Even though it is a giant across the world, one of the main 
reasons why eBay lost out in India is due to their business model. eBay was primarily an auction 
site where any individual or institution could post their goods for sale and get the highest bid for 
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Snapdeal’s acquisition for nothing
Many of Snapdeal’s acquisitions have turned out poorly. The exception is of logistics firm 
GoJavas; however, Snapdeal failed to capitalise it long term as it fell into the hands of Pigeon 
Express despite Snapdeal’s 20 million investment in it. Snapdeal’s own logistics arm Vulcan 
Express is also rumoured to be in talks for sale.

On one hand as Flipkart acquired Jabong and eBay India on their deathbeds, on the other, every 
company that Snapdeal acquired was at its peak. But as fate (or bad administration) would have 
it, Snapdeal’s acquisition of FreeCharge also failed to make waves for the company; as Paytm 
continued to be the leader in digital payments. FreeCharge failed to capitalise on demonetisation 
unlike Paytm and is now rumoured to be close to acquisition by its formidable rival.

Snapdeal could have had the upper hand in fashion, a high-margin category, had it acquired 
Jabong. In fact, after Flipkart-owned Myntra acquired it, Snapdeal tried acquiring affordable 
fashion marketplace Voonik and luxury e-commerce platform Zapyle according to internal 
sources. However, it failed to take the talks to a serious level. (Snapdeal had denied this when 
asked for a comment.) Snapdeal’s earlier acquisition of Exclusively.com, for luxury fashion, 
bombed in less than a year and was shut down a few months ago.

Now, the Indian e-commerce sector may be gearing up for a major consolidation and reshuffle 
that Snapdeal is exploring with rival Flipkart. Cash-strapped Snapdeal which has gone through 

it. This model failed to succeed in India. 
Furthermore, poor customer service 
hampered growth potential, something 
which is very important in a consumer-
driven economy such as India.

eBay chose to exit from its operations in 
India after it realized that they would not 
able to compete in the Indian market 
and opted to invest in Flipkart instead. 
With the acquisition of eBay’s India arm, 
Flipkart would now be aiming to expand 
their operations outside India as well; as 
they gain access to eBay’s worldwide 
inventory. This plan was further 
consolidated when Flipkart closed their 
global platform.
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The upper hand to flipkart

Investor’s Sentiments

Softbank coming on board after the expected merger would be beneficial to Flipkart in their fight 
against the deep-pocket Amazon.

Though both the VC firms are looking for a lucrative exit, Flipkart’s biggest investor Tiger Global 
could both recover its investment and still have a stake in the merger.

Acquiring Snapdeal’s Vulcan Express in the merger could strengthen Flipkart’ s logistics arm 
Ekart and help it penetrate deeper into cities by harnessing Vulcan’s infrastructure.

Additionally, Flipkart would be able to increase its market share and improve its seller associations. 
Furthermore, data analytic capabilities could be improved by harnessing Snapdeal’s San Carlos 
based talent pool, which was established to predict consumer behaviour.

Tiger Global and Softbank are aggressively looking for returns after investing exorbitant amounts 
in Indian start-ups. New York based Tiger Global has pumped a whopping $2BN in new ventures 
and is now looking for some handsome returns in a more consolidated market; whereas Softbank 
is trying to manoeuvre its investment strategy by investing in Flipkart via secondary and/or 
primary methods.

Softbank is now eying to gain secondary shares in Flipkart after the merger from Tiger Global; 
which can be a win-win situation for both the parties. This will be a big impetus to Flipkart and 
equip it with the right arsenal to fight in the country against its biggest rival Amazon.

a tumultuous journey has reportedly tipped Softbank to push for a potential acquisition of the 
company by Flipkart, one of its closest and oldest rivals in the Indian markets. SoftBank, the 
largest investor in Snapdeal is also more interested consolidating its losses within the e-commerce 
sector and has initiated the process to sell the beleaguered online marketplace.

This development has been in news since last year, engineered by Snapdeal’s and Flipkart’s 
largest stakeholders- Masayoshi Son-owned Softbank and Tiger Global respectively. Both top-
notch investors have become legendary in Indian start-up ecosystem because of the kind of 
influence they have created through their investment strategies. While Snapdeal and Flipkart 
are yet to officially confirm these developments, Snapdeal has seen an exodus of top-level 
executives.
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Top Venture Capitalists
With only one home-grown VC firm in 
the mix, it’s the foreign investors that 
take top-stage when it comes to startup 
funding carried out this quarter. California-
based Accel Partners made a total of 7 
investments with two healthtech startups 
added this time to their already extensive 
list. Sequoia Capital and Naspers made 5 
investments each, choosing to fund mostly 
their existing portfolio ventures. Lastly, 
home-grown Nexus Venture Partners also 
made 5 investments, the most significant 
of which was in Snapdeal.

Mech, Mocha Game Studios, 
Ninjacart, Sepalika, UiPath, 
4tigo, Good Methods, Acko 
General

Flipkart, MakeMyTrip, 
PaySense, Foodpanda, 

Swiggy

MoneyTap, OneAssist, 
Faasos, Oyo Rooms, 
Awfis

HyperTrack, Goodera, Goodbox, 
PaySense, Snapdeal
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Accel has invested money in 7 startups in the 2nd quarter of 2017. 
It’s diversified portfolio of companies covers industries in the field of 
agriculture, healthtech, gaming, logistics, robotics and insurance. 
Health has been one of the major focus areas this quarter with 
investment in 2 such companies. On a global level Accel has 
invested in gaming companies like Supercell (Clash of Clans) and 
Rovio (Angry Birds) and is looking at the growing gaming market 
in India. In the agri-market place, they have invested in Ninjacart. 

Accel believes, with the proposed GST coming up and growing 
importance of electronic payments in business transactions, there 
is a significant role to be played in transforming the unorganised 
and fragmented transport industry. They focus on seed and early 
stage investments and are looking at sectors such as consumer 
services, enterprise software, financial technology and healthcare. 
Their new fund launch gives them the resources to participate in 
later stage funding rounds of their portfolio companies that it sees 
as potentially big winners.

The South African internet firm entered India in the year 2009 
with investments in Ibibo. They have made several big bets in the 
Indian startup ecosystem - selling Ibibo to Makemytrip, buying 
stake in Flipkart during its growth phase (Series D) and buying 
Citrus Pay through PayU. 

Naspers forayed into the foodtech sector in India by investing 
$80M in online food delivery startup Swiggy. They also recently 
invested $430M in the parent company of the recently shutdown 
food delivery startup Foodpanda. By backing Deliveryhero’s India 
arm, Naspers is deepening its play in the world’s third largest 
startup base. 

Unlike Tiger Global and Softbank who are financial investors, 
Naspers doesn’t invest, but simply buys companies it likes and 
then backs them to emerge as leaders in their categories. They 
bought travel portal goibibo.com, which brought redbus - while 
the latter is the undisputed leader in bus ticketing, the travel portal 
has emerged a close number 2 in the online travel space. Naspers-
owned PayU bought Citrus Pay for $130 million, its fourth major 
investment in India. The only exception to this approach has been 
Flipkart, where Naspers came in early as a strategic investor in 
2012.
The Indian e-commerce market, and the online travel segment 
have been Nasper’s area of interest. Naspers has been successful 
with certain models and brought them to India. Travel marketplace 
Ibibo is one, where they have shown the commitment and seen an 
opportunity to create a unique and differentiated business.
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Since January 2016, the venture capital firm has put money into 
41-odd deals against the blistering 50-plus deals it closed in 2015.
In terms of stages of investment, the firm shows a preference for 
Series A deals, a strategy that helps to get into companies at the 
earliest stages of their development in the quest for better entry 
valuations. Sequoia took to aggressively investing at the seed 
stage last year as entry valuations in later-stage rounds became 
more and more unrealistic. Seed investments are done with the 
aspiration of converting them into Series A in a short time

Over the years, Sequoia India’s investments have ranged from 
healthcare, financial services, personal care to kitchen appliances. 
But technology has been their sweet spot. Sequoia has invested 
in 5 startups this quarter with diversified domains like fintech, 
foodtech, office space rentals and hotel marketplace. Sequoia 
believes that online lending in India is highly fragmented and is 
one complex problem to solve, which is why they have put their 
money in the online credit space with investment in Moneytap. 
They invested in Faasos this quarter and have previously invested 
in Runnr, Zomato in the foodtech space. 

The South African internet firm entered India in the year 2009 
with investments in Ibibo. They have made several big bets in the 
Indian startup ecosystem - selling Ibibo to Makemytrip, buying 
stake in Flipkart during its growth phase (Series D) and buying 
Citrus Pay through PayU. 

Naspers forayed into the foodtech sector in India by investing 
$80M in online food delivery startup Swiggy. They also recently 
invested $430M in the parent company of the recently shutdown 
food delivery startup Foodpanda. By backing Deliveryhero’s India 
arm, Naspers is deepening its play in the world’s third largest 
startup base. 

Unlike Tiger Global and Softbank wh’o are financial investors, 
Naspers doesn’t invest, but simply buys companies it likes and 
then backs them to emerge as leaders in their categories. They 
bought travel portal goibibo.com, which brought redbus - while 
the latter is the undisputed leader in bus ticketing, the travel portal 
has emerged a close number 2 in the online travel space. Naspers-
owned PayU bought Citrus Pay for $130 million, its fourth major 
investment in India. The only exception to this approach has been 
Flipkart, where Naspers came in early as a strategic investor in 
2012.

The Indian e-commerce market, and the online travel segment 
have been Nasper’s area of interest. Naspers has been successful 
with certain models and brought them to India. Travel marketplace 
Ibibo is one, where they have shown the commitment and seen an 
opportunity to create a unique and differentiated business.
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Top Angel Investors
Rajan Anandan

Managing Director of Google India. An active angel investor who has 
invested in over 45 technology startups in the field of internet, mobile 
and software.

Gokul Rajaram

Product engineering lead at Square. Former product management 
director for Google AdSense who played a key role in its launch and 
growth. He has Indian investments in Curefit, Livspace and Squad 
(formerly Squadrun)

Girish Mathrabootham

Founder and CEO of Freshdesk. Has been a very active angel investor, 
investing in 17 startups including the likes of Unacademy, Vista Rooms 
and Whatfix.

Varsha Rao

Former Head of Global Operations at Airbnb, she is also a mentor for 
the KStart Catalyst, an incubator for early stage startups in India, and 
has also invested in several startups in fields of e-commerce, finance 
and renewable energy.

Govind Rajan

Former CEO FreeCharge, has been active as an angel investor with 
his recent investments in Lucideus and Healthtech startup Redcliffe 
Hygiene.
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Nomura Venture
Fund

Fintech Startups

Agritech

Mid to Late Stage 
startups

Fintech, Cybersecurity 
and Block Chain

State SMEs

Infrastructure, Lifestyle 
and Retail Segment

Heathcare, Education, 
Agriculture

Heathtech, Saas, Fintech, 
Big Data, AI

Fireside Ventures

White Unicorn
Ventures

Ventureland Asia

Indian Angel
Network

Iron Pillar

Madhya Pradesh
Venture Fin. Ltd.

Menterra Social 
Impact Fund

$100 M
Target

$54.5 M
Target

$20 M
Target

$15.4 M
Target

$7.74 M
Target

$27.9 M
Target

$20 M
Target

$10 M
Target

New VC Funds Launched
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Events that matter
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Future Outlook

What will improve the Investor sentiments in forthcoming 
quarters?

AI : The new building block of 
Early Stage Ventures
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India has shown a tremendous growth in new-age ventures which are solving the problems 
in society by means of advanced technology, rising number of entrepreneurs, incubators, 
international and local VCs. Major driving forces for this burgeoning demand of startups were large 
domestic market, easy access to capital & mentors and increased M&A activities. Emerged as 
third largest startup ecosystem is poised to grow in sectors like IoT, AI, AR, Big Data & Analytics.
 
In first quarter of 2017, deal-making slipped 37% from the same period a year ago, whereas this 
quarter has picked up the pace and deals were stood at 305. Where in Q1’17 Flipkart bagged 
$1.4 B Series J, second quarter of 2017 has seen a number of large deals including PayTm 
and Olacabs. Both the quarter has seen funding activity inclined towards early-stage ventures, 
though there were substantial late-stage funding; investors has shown interest in new startups 
catering to mass market. The record funding in 2015 was followed by M&As which serves as so 
called ‘Exit Route’ for investors.

The next quarter will likely be continuing with this growing trend of investments in new startups 
with early-stage deals seeing a rise. Establishment of new seed funds along with multiple 
accelerator programs and government initiatives would extend this shift of course.

Mid-stage as well as late-stage deals would see marginal increases with the startups who raised 
Series A and Series B/C funding early last year likely to respectively jump the bandwagon to 
succeeding stages. Fintech, Healthtech and logistics segments will prospectively see multiple 
deals this time around too. An estimate of the numbers puts up a figure of 31 deals in mid-stage 
and 26 deals in late-stage during the third quarter of 2017. 

Seeing the potential of the Indian startup ecosystem, many foreign investors are setting up India-
focused funds with the aim of investing in startups in diverse segments across stages. Silicon 
Valley VC firm Sequoia Capital topped up its fourth India-focused fund this quarter, adding $125 
M to take the total corpus over $850 M. Existing portfolio companies like Zomato and Practo 
are likely to reap the benefits. IDG Ventures India, a part of IDG Ventures- the global network of 
technology funds marked the final close of its third India-focused fund with a corpus of $200 M 
in Q1’17.

Other foreign investors are indirectly pumping sums in India -focused funds. Examples include 
American VC firm Accel partners investing in pi Ventures’ maiden VC fund and former PIMCO 
Japan MD Makoto Takano committing to invest about $4.62 M in the GHV Accelerator. During the 
second half of 2017, reports suggest that 500 Startups may launch its India-focused fund ‘Kulfi’, 

What will improve the investor’s 
sentiments in forthcoming 
quarters?

What may happen in the next Quarter

India focused funds by foreign investors
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More domestic Venture Capital Firms

Exit benefits

New Unicorns

which was put on hold in January due to regulatory conditions. Additionally, VC firm Inventus 
Capital plans to separate its India and US units to raise an independent fund for investing in 
Indian startups.

The Indian startup environment is currently in the growth stage with high potential for accelerated 
expansion. Foreign investors thus see it as a lucrative deal with opportunity to reap great benefits 
in the future. Hence, this trend of India-focused funds is not likely to die down soon.

Upcoming Domestic Venture Capital firms aim to invest in early-stage start-ups, at the seed 
and Series A stages with small amounts, primarily in the technology sector as most of the larger 
firms have vacated that space over the past 18 months and the new firms think they have an 
uncontested opportunity to catch the next generation of start-ups early. Fintech has been the 
primary focus of all upcoming VC firms suggesting a boom in funding in this sector. 

An important development in the Indian startup ecosystem is the large number of angel investors 
and successful entrepreneurs that are now moving to the next level with their own venture capital 
firms this includes the likes of Equanimity Investments, founded by angel investor Rajesh Sehgal; 
and Unicorn India Ventures, which was started by former Mumbai Angels president Anil Joshi 
and entrepreneur Bhaskar Majumdar. Rise in number of VC firms in India can mainly be attributed 
to increase in unicorn startups, there are startups like Oyo, BookmyShow and Urban Ladder 
predicted to be a unicorn. Also, there is a continuous rise in number of startups which makes 
India a very exciting prospect.

VC firms need companies in their portfolio to “exit” through an IPO or by being acquired. IPOs 
represent a small minority of exits. So, VCs do focus on a sale and as an investment ages the VC 
will be looking for the right time to exit. But if they analyse Unicorn Potential then bigger VC firms 
mostly never want to sell unless the offer is very large or the company is doing well but never will 
be big and is burning a lot of cash or the company is truly failing.

 Board may decide to explore a sale because the company will take a lot of capital to grow and 
it might be better to turn over the capital needs to a large strategic acquirer. But VCs usually try 
to maximize their investment return and aren’t in a rush to sell if there is a prospect to sell the 
company for significantly more later. One of the most prominent example for a profitable exit is 
tiger global’s and sequoia capital’s exit from justdial, seqouia capital partly exited from justdial 
a year back generating around 30x in gross returns and tiger global exited by generating 20x 
in gross returns. Looking at the financial performance of justdial reveals a downward trend in 
profitability which led to continuous fall in share price since Jan 2015, this might have led to an 
exit by tiger global and sequoia capital.    

The startup environment is gearing up for a radical change with several established players in 
diverse segments nearing unicorn status. Ventures like Mobikwik, Oyo and Freshworks along 
with Practo, Delhivery and Byju’s are all on the cusp of the billion-dollar club. This spells good 
news for the entire startup ecosystem with a boost in investor confidence. New-age startups will 
find it easier to raise funds in the country and foreign investors would be incentivized to gamble 
more. All in all, the mythical creature that is the unicorn will bring in a new wave of investments 
in India.  
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AI: The new building block of Early 
Stage Ventures
Artificial Intelligence (AI) is a half-century-old idea but investors across the globe have warmed 
up to it only now. While the world’s largest tech companies such as Google parent Alphabet, 
Facebook, Microsoft and IBM are investing heavily in the field, hordes of other investors have 
also jumped on the bandwagon in the hope that AI will be the next big idea that will lead the tech 
driven startups.

And while it’s hard to pinpoint the exact path that it will take, with global tech giants making huge 
strides in this sector, AI startups are arguably the most sought-after in today’s global economy.
The trend is catching on in India as well. Driven by evolving technology and a flourishing domestic 
market, Indian entrepreneurs are increasingly attracted toward new opportunities in AI and 
machine learning in real-time and advanced analytics.

It’s presence in every industry makes it a most promising technology to be adopted in near 
future which serves the closest resemblance to how the human brain works. With limitless 
applications across a variety of industries, AI-based applications are being incorporated in a 
range of fields, including commerce, manufacturing, retail, fintech, health-tech, Edu-tech, CRM, 
Social eCommerce etc. 

Indian startups are initiating development of conversational bots, speech recognition tools, 
intelligent digital assistants and conversational services in pursuit of leveraging the AI capabilities. 
Indian startups are working across numerous problems under the sphere of AI few are listed 
below:

How Indian Startups are harnessing the power of AI

Cross-channel discovery platform  
 
Solving multilinguistic issues    
 
Understanding consumer behavior   
 
Building conversational services 

Finding insights out of big data   
 
Better consumer experience for online shopping 
 
Developing better diagnostic services 

Money lending Fin-tech companies

Fashionscoop

Verrnacular.ai

Stylumia

Niki.ai

Edge Networks

Mad Street Den

Sigtuple

AnyTimeLoan
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Case Studies

Startup India Plan: A Government Initiative

Didi-Ola-Uber: A brief comparison    

Startups and IPO   

Biggest Investors in Indian Startups and their 
Strategies
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Startup India is the flagship initiative of the Government of India, launched on January 16, 
2016. It is aimed at building a strong eco-system for nurturing innovation and Startups in the 
country. The Government through this initiative intends to empower Startups to grow multi-field 
through continuous innovation and design. A multi-benefit scheme; Startups can get themselves 
recognised, self-comply with DIPP specified 9 labour & environmental laws and get tax benefits 
on income. The central government in addition has set up a fund managed by SIDBI, planned 
to develop research parks & incubators and proposed disbursement of $ 776,000 collateral-free 
loan to startups

Under this initiative, startups can get themselves recognised by DIPP and can avail tax benefits 
as approved by the inter-ministerial board. The Startup India hub is also equipped to handle all 
types of queries. Initially, limited tax benefits could be availed due to the slow & complicated 
procedure and restrictive criteria like applicability only to tech-driven startups incorporated after 
April 1, 2016 and not having exceeded turnover of $ 3.88 Mn for any of the financial years. 
Moreover, many startups didn’t have the required documents for availing tax benefits. Revision 
in government requirements and greater knowledge regarding procedures due to extensive 
marketing has sped up the entire process over time.

Startup India Plan: A Government 
Initiative

106 12,290 7
Startups getting 

Tax benefits
Startups 

Recognised
Queries
Handled

July 2016

502 25,000 8
Startups getting 

Tax benefits
Startups 

Recognised
Queries
Handled

December 2016

636 32,587 10
Startups getting 

Tax benefits
Startups 

Recognised
Queries
Handled

February 2017

1006 48,000 23
Startups getting 

Tax benefits
Startups 

Recognised
Queries
Handled

May 2017

1333 52,000 39
Startups getting 

Tax benefits
Startups 

Recognised
Queries
Handled

June 2017

Online Learning Program 
launched on anniversary

January 
2017

Additional $15.5 M released to 
SIDBI under FFS

March
2017

Self-certify compliance ex-
tended to 5 years from earlier 
3 years

April
2017

Revision in startup definition 
to include non-tech and those 
incorporated up to 7 years

MAY
2017

Startup India Virtual Hub 
launched

JUNE
2017
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Funding of $36.71 M to 65 startups
including Innerchef, Kaaryah & Inc42 has

taken place.

17 VCs including Unicorn India, Kae Capital & Saha 
Fund withdrew $5.47 M. VC contribution to startups 

must be double of this fund.

SIDBI has committed $96.7 M to SEBI registered 
Venture Funds

Government has released $96.9 M to SIDBI till now.

Government had announced a fund with a Total Corpus of $1.55 B to be 
managed by SIDBI

Fund of Funds for Startups (FFS)

Creating a conducive environment: Government Initiatives
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Most of the states have startup policies focusing on their inherent advantages like southern 
states focusing on IT and western region states focusing on manufacturing. Rest of the states 
are focusing on upcoming sectors which can drive their growth and development including 
education and cleantech.

State Government Initiatives

Unique three-fold strategy 
involving innovators, 
institutions and 
government

Gujrat1
Madhya Pradesh

Establishing VC Networks 
and Innovation Incubation 
Centre

2
Karnataka

Separate Biotech 
policy3

Telangana

Separate seed fund4
Jharkhand

Establishing innovation 
lab5
Uttar Pradesh

Separate IT policy6

1

3

2

4

5

10

13

12

14

15

11

6

Orissa

Planning an 
International startup 
exchange program

7

Chattisgarh

Promoting public-private 
partnership8
West Bengal

Separate incentives 
for IT startups9
Bihar

Inclusive policy which 
embarks groups like 
SC/ ST,
and differently- abled.

10

7

9

8
Uttarakhand

Government will 
match incubator 
funding 1:1

11
Andra Pradesh

Reimbursement of 
VAT/CST12
Rajasthan

Establishing Incubation 
centre- Startup Oasis13
Kerala

Separate technology 
startup policy14
goa

Earmarked land for 
startups; incentives for 
employing locals

15

Manufacturing

Cleantech

Education

Social

IT
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A unique public/private partnership between the 
government of Telangana, 3 of India’s premier 
academic institutes and key private sector 
leaders. Located at the IIIT-H campus it will 
serve as the catalyst for the startups looking to 
proliferate their targets by means of providing 
co-working spaces, meetings, mentoring, 
networking sessions and conferences. 

It currently runs five programs which help 
startups to build their models to serve 
communities in spheres such as Fintech, 
Agritech and Smartcities.
Comprises of 70,000 sq. feet building, having 
benefitted 400+ startups.
Currently the biggest incubator hub in India, it is 
planning a 5-fold expansion in the future.

Startup speaks

Launched in June 2017, it is a unique virtual 
platform for all stakeholders of the startup 
ecosystem to engage and share ideas. The 
hub gives access to a curated learning and 
development program along with information 
regarding government schemes, latest news, 
blogs and list of startup enablers as well. 

It aims to create an interactive platform where 
Indian startups can learn from other ecosystems.
The India-Portugal International Startup Hub 
(IPISH) platform was also launched on similar 
lines to strengthen and foster the connection 
between the startup ecosystem of the two 
countries.

There are some general changes everyone 
wishes to see. Most startups are in favour 
of reducing involvement of incubators 
and inter-ministerial board. All concur 
that there is scope for making the startup 
ecosystem healthier. Suggestions include 
carefully studying the experiences of startup 
shutdowns or struggling entities and then 
designing appropriate actions to reduce 
roadblocks in their path.

“Platforms like Startup India Hub will certainly help 
us reach the remotest corners we have not been 
able to reach yet.”

Geetika Dayal, TiE Delhi

“Startup India has been a very motivating event that 
has brought to the fore the power of India’s startup 
ecosystem. It has also highlighted the ability of 
Indians to innovate and solve the unique problems 
that we face in our country.”

Nidhi Agarwal, CEO & Founder, KAARYAH.
com

Startup India Virtual Hub

T Hub
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Didi-Ola-Uber
A brief comparison
Company Profiles 
 
Market Capitalisation

Government rules and regulations

Expansion Strategies

Analysis

Product Comparison

Marketing Strategy Comparison
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Uber

Acquisitions

Founded in 2009 by Travis Kalanick, Thuan 
Pham, Ryan Graves and Emil Michael, 
‘Uber’ is the most valued startup in the 
world. It provides a location-based mobile 
application that allows passengers to 
request a variety of personal transportation 
options that are fulfilled by a network of 
contract drivers; enabling users to have 
access to a convenient, fast and affordable 
mode of transportation.

70+ $6.5 B

Started its operation in San Francisco by 
the name ‘UberCab’

Raised funding from Goldman Sachs, 
Benchmark Capital and Menlo ventures to 
expand internationally

Expansion to India, South Africa and 
Taiwan; Series-C investors Google 
Ventures, and TPG growth

Raised $1.6 B from Goldman Sachs (Debt) 
at $62.5 B valuation. Tata Opportunities 
Fund invested $100 M 

New product launch ‘Uber X’ and 
expanded its operations in London

Expansion to China, Western Africa; new 
product launch ‘UberPool’. Raised $1.2 B 
from BlackRock, Google Ventures, Sherpa 
Ventures and others in Series D round

Expansion to Ukraine; Launched new 
app with focus on UberPool users. Didi 
Chuxing acquired Uber China

2011

2013

2015

2009

2012

2014

2016

Uber Eats launched in Gurgaon, Travis 
Kalanick resigns as CEO. 2017

countries revenue 

6 M
daily rides

TAXI

0.8 M
daily rides

india

TAXI

1200
employees

2 M 0.4 M
drivers

November
2016

August
2016

March
2015

drivers
india
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Product Strategy

Marketing Strategy

Pricing Strategy

Apart from revamping its logo, Uber has updated their driver-facing app to provide optimal driving 
experience along with latest features in the user app like calendar connection, cost transparency 
along with shortcuts for the latest visits. In the future, the app will be enabled with interactive 
tools to enhance the en-route experience.

Uber has added another feather in their cap by launching UberMOTO and UberAuto, to help 
solve the transportation and congestion problems. Launched last year December, their Bengaluru 
technology center will have a team of 50-odd engineers to introduce new products around 
payments, vehicle intelligence and mapping. Among other initiatives, the team in India is working 
on three-dimensional maps, a key component in Uber’s quest to launch self-driving cars; apart 
from perfecting maps to improve last mile connectivity.

Uber’s marketing strategy in India was a little unorthodox with methods like TV, Print and OOH 
avoided in favor of focusing on building a simple and user-friendly product and floating it out in 
the market to expand and capture the market share.

A campaign called ‘Rider Zero’ was their Influencer marketing strategy when they entered in 
India. Under it, they roped in key influencers from various cities. To gain more customers, Uber 
launched ‘Referral and Festival Marketing’ program under which they targeted customers with 
heavy discounts and free rides. Uber’s first brand campaign used real life stories of customers 
and Uber drivers to show how the service is impacting people’s lives.

Uber did not create any differentiation in its pricing strategy during their initial days. They changed 
from surge pricing to upfront pricing in the wake of government intervention to curb down the 
exorbitant pricing. Presently, Uber shows approximate price range based on the duration, 
distance covered, traffic and toll tax. Also, extra charges are levied during peak hours when 
the demand is high. Though initially prepaid payment mode was offered however soon cash 
payment option was also rolled out in a phased manner. For simplified payment options and to 
comply with RBI regulations for credit card payments, they tied-up with PayTm for the fare to be 
automatically deducted from the wallet. 

Under the new Uber Incentive Plan 2017, incentives will be paid to drivers for each trip and 
not according to number of rides or total earnings. The incentives are around 50-70% of the 
fare amount or single ride amount. In addition to this, drivers are paid additional incentives on 
completion of stipulated number of trips. This has made the earnings from incentives of Uber 
drivers reduce drastically.
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Ola

Acquisitions

ANI Technologies Pvt. Ltd., operating 
under the trade name Ola, was found on 
3 December 2010 by Bhavish Aggarwal 
(current CEO) and Ankit Bhati. It was 
established as an online cab aggregator 
in Mumbai and has its headquarter in 
Bangalore. The vision behind Ola cabs 
is to provide hassle-free, reliable and 
technology-efficient car rental service.

110 $117.9 M

Operations started in Mumbai under the 
name ANI Technologies

Mobile App Launched

Launches ride-sharing; acquires minority 
stake in Zipcash

Launches new leasing subsidiary Ola 
fleet Technologies

Joins Billion Dollar club valuation (Indian 
Unicorn)

Joins hands with Didi Kuaidi, Lyft and 
GrabTaxi to form anti-Uber alliance

Launches offline booking facility

Invests $ 7.5 M in Ola fleet Technologies

2015

2012

2014

2016

2010

2015

2016

2017

Introduces Ola Play and Ola credit offering 
credit for 7 days

2016

cities revenue 
October

June

October

November

December

1.3 M
daily rides

TAXI

6000
employees

600 K
drivers

Qarth
November

2015
March
2016

March
2015
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Product Strategy

Marketing Strategy

Pricing Strategy

The app supports nine regional languages for cab and auto drivers. However, it has faced criticism 
for its glitch-susceptible technology. Since October 2016, Ola has allowed users to book cabs 
through text messages also. Ola launched a lightweight mobile website recently for users with 
limited data and limited RAM space on phones.

To cater to their target audience, Ola offers micro, ridesharing, mini, bikes, sedans, autos, 
e-rickshaws, shuttles, outstation rentals and kaali peelis under their umbrella services. It offers 
many additional perks to consumers including free wi-fi in cabs, emergency alert buttons and Ola 
Select membership program providing peak-pricing free experiences. In November 2016, Ola 
Play was launched providing advanced car controls and personalized content. Also, Ola credit 
was introduced providing post-paid service to let citizens pay later for rides. Ola is currently 
leveraging on machine learning and data science to create supply and demand predictions.  

Ola has adopted an extensive marketing strategy to create high and positive brand awareness 
amongst consumers using social media platforms Facebook and Twitter. Location based 
targeting and age- segmenting were used while rolling out ad campaigns. Ola’s main strategy is 
to focus on the current environment in the society and accordingly design ad campaigns. Some 
examples of this include promoting cashless rides during demonetization and ‘Don’t drink and 
drive’ campaign during New Years.

Ola is also known to use unconventional marketing techniques. Some prominent ones are Ola 
boats for rescuing people during Chennai floods, tie-ups with TVF for product placement in their 
web-series and ‘Chalo Niklo’ hashtag campaign on Facebook. In addition, frequent incentives 
like free rides, discounts, promo codes and invite codes are used extensively to increase usage 
of the app.

Ola runs on a pay-per performance or earnings model and charges a commission on the actual 
sales made. Bonuses are also offered to drivers from time-to-time during peak hours or on 
completing stipulated number of trips. Ola charges its customers a fixed base fare, additional 
per km charges, waiting charges and peak-pricing if applicable. A cancellation fee is also levied 
on customers and drivers if they cancel rides respectively.

Realizing the limited use of credit and debit cards by Indians especially in small towns and 
cities, Ola could drive up its revenue by offering cash payment option early on in addition. Ola 
money introduced in November 2015 is a prepaid instrument powered by Zipcash which allows 
cashless payments for rides and other services. The Ola app also has a provision for rate card 
under which the user can see the estimated fare for a trip before they book a ride. 
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Didi Chuxing

Acquisitions

Didi, formerly Didi Kuaidi, is a major ride-
sharing company, providing transportation 
services for close to 400 M users across 
over 400 cities in China. It was found in 
2012 by Cheng Wei (current CEO) and its 
headquarters are in Beijing. Formed from 
the merger of rival firms Didi Dache and 
Kuaidi Dache back in 2015, it provides 
multiple services to users in China via a 
smartphone application.

400 $3 B

Operations started as Didi Dache

Merger with Kuaidi Dache

Rebranded as Didi Chuxing; Partnership 
with Linkedin

Partnership formed with GrabTaxi, Lyft 
and Ola

Invested in Lyft

Invested in Ola

Acquires Uber China

Invested in 99

2015

2015

2015

2015

2012

2015

2016

2017

Invested in Ofo

Invested in Omni

2016

2017

cities revenue 
September

February

March

December

August

September

March

January

November

16 M
daily rides

TAXI

7000
employees

10.5 M
drivers

August
2016

February
2015
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Product Strategy

Marketing Strategy

Pricing Strategy

Didi offers many options to users under its fleet. This includes Hitch for social ridesharing, 
Private for chauffeured cars, Designated service for providing drivers to car-owners and separate 
platforms for taxi-hailing and enterprise requirements. Additional benefits such as child car seats 
are offered in Premium vehicles, customized experiences under Didi Ace, limousine renting and 
option to test drive a car from a local car dealer. 

In 2015, through its carpooling products, Didi helped take over a million car trips off the road, 
saving hundreds of millions of liters of gas, and over 10 million tons in carbon emissions annually. 
Recently, Didi launched an English app for international visitors in China which can translate 
what one says to Chinese drivers.

Didi under its promotional campaigns, partnered with 7-Eleven in Hong Kong to announce a 
promotional giveaway offer. 

The slogan of Didi which is ‘Make your Journey Wonderful’ has succeeded in becoming a familiar 
lifestyle in China. In addition to creating campaigns targeting customers, Didi designed ‘Who 
said only superhero can save the world’ ad campaign which focused on Didi drivers. 

Didi Chuxing has recently launched a time-of-use pricing system in Beijing to encourage people 
to shift their travel from peak to off-peak periods. Didi also plans to curb surge pricing model by 
using predictive algorithms. People ordering conventional cars through Didi’s platform will be 
charged per km as a mileage fee. The time fee will be charged according to different periods. In 
addition, the initial price and mileage fee have been adjusted to encourage long distance travel. 
Didi also encourages people to share cars during their travels and gives a 38 percent discount 
for car-sharing orders. 

Didi’s unique drive-to-own program provides a new car to the successful applicant for free if the 
driver puts down a specified deposit. The Didi deal involves signing up to work as a full-time 
driver under a revenue-sharing arrangement with the company. Under the program, a new owner 
doesn’t need to pay anything to have the car but only needs to meet a certain number of gross 
bookings over a two to three-year period.
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The Indian Cab aggregator market is in the nascent stage, with a higher competitive 
intensity as compared to USA and China markets.

Valuation Valuation Valuation

Market Capitalisation

A look at the Investors

$3.6 B $50 B $70 B

DIDI

TAXI

UBER

TAXI

OLA

TAXI

Invested in 
OLA (2015)

Stake 
Exchange
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China has certain laws restricting where its citizens can work. Specifically, drivers who reside 
in rural areas cannot work in big cities. This has caused a shortage of drivers in big cities since 
people do not wish to risk paying fines if caught violating rules. July 2016 saw the Chinese 
government requiring cab-hailing services to obtain formal accreditation and operating licenses. 
While the national government later announced plans to formally allow ride-sharing services, 
administrators at the provincial level could set different rules to protect vested interests. 

Didi is now forced to acquire licenses from all city governments, hence acting as a hindrance 
to its growth plans. Also, some city-specific rules require drivers having no criminal records, 
operating cars not older than 4 years and having at least 2.0 l engine capacity. Didi has generally 
taken a softer stand on government rules and regulations, having complied to them in the past.

Uber and Ola have faced several setbacks related to driver vetting, surge pricing and safety, 
among other issues in the past. In 2015, Uber faced problems with the RBI because of lack of 
provision for two-step authentication of card transactions which Uber later had to comply with. 
Other issues including limited background checks for drivers and no permanent GPS tracking 
system spelt trouble for cab aggregators. 

Independent issues with state governments began in December 2014 when Delhi government 
banned Ola Cabs and other app-based taxis until they obtained a license from the Transport 
Department. Ola was then forced to stop plying diesel vehicles in Delhi and had to shift to CNG 
when their license was not approved by the transport department and their appeal against it was 
dismissed. In August 2016, surge pricing in the state was banned by the government.

In December 2016, under the new guidelines issued by the Central Government for taxi 
operators, peak fare pricing was now capped at three times the minimum fare and they were also 
asked to submit a ‘minimum fare’ to state transport department for approval. However, many 
states including Maharashtra and Karnataka are planning to implement new transport rules with 
minimized peak fare pricing, mandatory local permits and ban on ride-sharing. 

Despite all the setbacks, the future does seem bright for them. The Motor Vehicles (Amendment) 
Bill if passed, will recognize these cab aggregators as separate business entities and not taxi 
operators needing different licenses to operate. Furthermore, state governments would issue 
licenses to them based on central government guideline. This move would surely make the 
operation of Ola and Uber in the country easier.

How Government Rules 
and Regulations affect Cab 
Aggregators:

China

India
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Expansion Strategies
Uber

Ola

Didi

Under their Uber Shaan program, Uber is planning to lease as many as 200,000 passenger 
vehicles over the next two years to drivers who want to join its cab-hailing platform; 1 in every 
5-driver partner will now be on Uber. The company recently launched its bike-taxi service 
UberMOTO, which currently is present in Gurgaon, Faridabad and Hyderabad. Company now 
has plans to focus more on UberPool as this segment has shown a tremendous growth in six 
cities where it operates for now.

Uber has identified India as the next battleground after it sold its operations in China to Didi 
Chuxing Technology. The country has emerged as the second-largest market for the company 
with local operations here accounting for 12% of its global market share. However, competition 
is tough with rival Ola, backed by SoftBank and a host of other foreign investors, aggressively 
expanding across the country. To design offerings that suit the Indian market, ‘localization’ is the 
key thing they are keeping in mind. They are currently ramping up the R&D centre in Bangalore 
(its only R&D centre in Asia) and the Centre of Excellence in Hyderabad.

The company is also planning to revamp its app considering women safety and easy-to-use 
features in mind. ‘Share Your ETA’ is one the features will be added using which one can share 
their location in real-time with friends and family. There is also an ‘SOS’ option in the app via 
which a rider can reach either a PCR or the 24×7 help centre in case of an emergency.

Ola expects to increase its driver-base to three to four million by 2022.The startup plans to 
promote electric vehicles in partnership with Mahindra and government of India. The recently 
launched facility in Nagpur will act as a pilot project for electric taxis. A similar partnership with 
the Telangana government is in the pipeline.

Ola will soon set up booking kiosks at Chennai Metro and Bangalore railway stations. The move 
is said to help commuters with last mile connectivity.

Didi is looking to expand its presence globally. In April 2016, Didi launched a roaming service 
in the United States to allow the Didi app to access Lyft drivers for the convenience of Chinese 
users traveling in US. 

Didi Chuxing and Hong Kong transport firms Kwoon Chung Bus and Sun Bus are seeking to 
enter Hong Kong’s premium taxi market. Didi also has recently launched a Silicon Valley-based 
research institute, as part of its latest effort to attract top talent to advance intelligent driving 
technologies. The lab will focus mainly on AI and self-driving technologies. This might be an 
indicator of Didi’s plans to enter the US in the future.
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Analysis
As the most valuable startup globally, Uber possesses a fearsome reputation of taking on 
competitors in every market it has entered. After spending nearly $1 B in China, it hopes to 
recover its reputation by achieving market leadership in the second-most populated nation in the 
world. However, catering to the Indian subcontinent is very different for Uber where home-grown 
player Ola, backed by Softbank and Tiger global is planning to thwart competition through its 
extensive expansion strategies.

In the year 2013, Uber started out as a Luxury car service in India but the demographics were 
unalike Uber had face in its other markets. Low levels of disposable income with poor credit card 
and smart-phone penetration indicated impending failure, so soon they revamped their strategies 
to tackle the stiff competition from Ola and to meet the government rules and regulations.

The strategic steps taken by Uber changed the ride hailing industry in India. However, Ola retained 
the leadership position having understood the nerve of Indian consumers. Unique product 
offerings like Ola Auto, E-Rickshaw and Kaali peelis have further eaten into Uber’s market. A new 
selling point is also now in picture for Ola, having introduced electric cabs in Nagpur to reduce 
carbon footprint. Continuing with its global policy, Uber restructured their Driver and User facing 
app to make it more user-friendly with accurate navigation systems and easy payment solutions. 
This was in stark contrast to Ola, which was criticized for their glitch-prone technology and poor 
app interface. To counter these allegations, Ola tried to make its presence count by launching an 
offline service where users can book cabs via text messages.
The ongoing battle between Ola and Uber has encouraged them to render ad-hoc product 
services that targets the value-conscious consumers.

How the two players have competed with their product offerings is shown below:

Didi although has similar product offerings, it has tried to distinguish itself by introducing 
services like providing chauffeurs for car owners, limousine renting and test-driving of cars 
from local dealers.

To ensure product penetration, 
Uber launched low-fare ride 
services UberGo which was 
soon followed by the Ola Micro 
claiming to provide further 
slashed fares and hence 
capturing 70% market share 
in this domain. A similar fight 
was seen between Ola Bike and 
UberMoto, both having been 
launched in 2016.

With shared rides accounting 
for 25-30% of total trips, 
Uber enjoyed the first-mover 
advantage by introducing ‘Uber 
Pool’ and hence gaining a large 
chunk of the market with office-
goers and young consumers as 
the target. Aiming to replicate its 
success, Ola commenced with 
Ola Share which was a replica of 
Uber’s global model.

Uber is attempting to replicate 
the global success of UberEats 
in India with its official launch 
in March 2017. However, it was 
Ola which first introduced such 
a product in the country by the 
name of ‘Ola Café’ in 2015. Stiff 
competition in the hyperlocal 
delivery space from players like 
Swiggy and Zomato led to its 
withdrawal in 2016.

Uber GO vs Ola Micro Uber Pool vs Ola Share Uber Eats vs Ola Cafe
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Product Comparison

Marketing Strategy Comparison:

To retain its leading position, Ola has kept cost differentiation as its priority. The major target 
audience for both the players was price-sensitive in nature and hence in a war to gain the 
maximum market share, both rivals indulged in heavy discounting and promotional offers.

With government intervention to curb surge pricing; Uber took a strategic decision to move 
to upfront pricing. This brought transparency into the system and users now were given an 
estimated ride cost before booking. Comparisons having been drawn Uber came out as being 
more cost-effective than Ola.

When it came to driver incentives, Ola and Uber followed different policies. While Ola chose an 
earnings model, Uber on the other hand preferred per trip incentives.
However, drivers were miffed due to ever decreasing earnings. As a result, this driver- dependent 
sector was forced to change its ways. Uber now had to introduce an earnings-based models with 
provision for intermittent bonuses. 

Although Didi Chuxing enjoys a monopolistic position in the country currently, Uber’s entrance 
back in 2015 had led to a price war between the big brands. Heavy discounting and large 
incentives to drivers spelt out major cash burning for both startups. However, with the acquisition 
of Uber China, Didi now dictates prices in the cab-hailing sector. Promotions have slowly been 
weaned out and charges have steadily increased.

Uber, Ola and Didi have followed highly diverse marketing 
strategies, all of which have been successful in further 
helping their cause in respective markets.

Uber took the unorthodox route by introducing 
campaigns such as ‘Rider Zero’ to effectively carry out 
the integrated marketing solutions through respective 
influencers in various cities. Uber was focused more 
towards their inherent capabilities and on the idea of 
consistent delivery at appropriate prices for Indian 
consumers. Ad campaigns depicting the impact of 
Uber’s service on people’s lives took center stage. 

Ola on the other hand effectively wielded the power 
of social media with campaigns targeting different 
demographics. Unconventional promotion techniques 
like product placement in web-series and deploying Ola 
boats during floods helped in spreading positive word-
of-mouth for the brand ‘Ola’.

Didi in addition to wooing customers, designed special 
ad campaigns targeting drivers for their recruitment. 
Their campaigns have been focused on creating 
emotional resonance with the people and enhancing the 
pride of Didi drivers. 

The battle amongst the cab 
aggregators will become fiercer with 
the goal to capture greater market 
share. India being the second largest 
market for Uber, Ola will have to pull 
up its socks as Uber plans to invest 
large amounts of funds to gain a 
majority in the market.

In addition to this local battle, Uber 
will now have to tackle Didi on the 
global stage with the latter’s plan to 
enter USA. Historically always the 
foreign entity, Uber will now have to 
upgrade its defense mechanism while 
playing the role of a home-grown 
startup.

Moving Forward
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Startups and IPO
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An IPO for a startup is like the quest for Holy Grail; something that everyone hopes to achieve. 
Listing provides the opportunity to raise large amounts of public funds without giving up much 
control. It also offers a healthy exit for investors, who have patiently waited for their bets to 
pay off. India’s relatively new startup ecosystem is yet to witness an IPO equivalent to that of 
Alibaba or Google. Stringent SEBI regulations till 2015 along with long-drawn and expensive 
listing processes have historically kept startups vary of the IPO option.  Also, existing Unicorns 
such as Flipkart, Paytm, Hike and Shopclues are busy fighting off their foreign counterparts and 
hence, have not indicated any plans for IPOs. 

However, there are a few Indian internet companies who have successfully managed an IPO. 
The most famous among them is Makemytrip, which currently holds over 70% of the Indian OTA 
space. Some others who have had the privilege of being listed are Yatra, Quickheal, Justdial and 
Infibeam. An interesting thing about Indian startups is that they have longer gestation periods 

in floating IPOs as compared 
to their global counterparts. 
An average of 10 years is what 
Indian startups take before 
going public, wherein sometimes 
even a 15-year period has been 
seen. While in the US, startups 
feel confident about raising 
public money in about 7 years, 
in China it stands even shorter 
at 5 years. In some instances, 
Chinese startups have opted 
for an IPO within 2 years post 
establishment.

Some cases in point

IPO

Makemytrip launched its IPO on NASDAQ in 2010 and raised $70m. Currently, its stock is valued 
at $ 30.4, hence delivering a year-to-date return of 67.8%. The stock has performed especially 
well in the past 1 year due to multiple reasons. Makemytrip merger with Ibibo has helped boost 
investor confidence. The combined entity is estimated to break-even in FY19. Furthermore, the 
Indian government has recently launched some pro-tourism measures which would soon lead 
to an explosion of both domestic and foreign tourists in the country. Under the special project 
UDAN, five airlines will operate on routes connecting 31 previously unserved and 12 under-
served airports. These measures along with capped prices would lead to a windfall gain for all 
OTA platforms, chief of which is market leader Makemytrip. Moreover, MMT’s recent additions 
in homestays and domestic hotel properties in tier 2 cities has added to its growth. Their market 
cap has increased from $860m (pre-IPO) to $2.74B (present) in a span of 7 years.

Justdial was one of the first Indian internet companies to be listed, and launched its IPO in 2013 
on the NSE. The issue price was fixed at Rs. 530 per share and 17.5 million-shares were offered.  
While listing, the market cap of Justdial was Rs. 3700 Crore and it managed to gain 19% on its 
debut. The market price peaked in Aug’14 at Rs. 1792 but has since seen a continuous downfall 
and is currently valued at Rs. 407. The rise of competitors such as Zomato and Practo along with 
Google’s launch of its listing venture Areo can be blamed for Justdial’s mediocre performance 
on the NSE. Justdial did try to redeem itself through its new products Search plus and JD Omni 
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Investors, Returns and other Issues
Investors have also been instrumental in pushing startups to launch their IPOs. Going public 
offers a chance of high returns for backers. SAIF partners invested $ 25 M in Makemytrip 
between 2005-2008 and reaped in $ 400 M when they sold their complete stake in it. Tiger 
Global derived 20x returns, whereas Sequoia realised 2.5x returns when both part-exited from 
Justdial. However, not all IPO’s have minted money for investors. Infibeam, which was the first 
ecommerce company to launch an IPO received a lukewarm response from the stock market.

Most Indian startups currently lack the readiness to go for an IPO. Going public may not guarantee 
effective solutions to the problems startups face regarding profitability and competition; only a 
quick infusion of capital is what an IPO can offer. Moreover, a trend has emerged in the US 
where several tech companies have underperformed on the market with public interest and 
institutional investors favouring only big names like Google, Facebook and Apple. Therefore, 
the case in India may be that startups are waiting to win over their foreign counterparts before 
going public.  Also, for mid-sized companies, acquisition seems like a more lucrative deal. An 
IPO invites unnecessary public scrutiny and increases exposure to volatility due to market trends. 
The Indian startup ecosystem is still in the nascent stage and startups going public need to have 
their fundamentals strong to survive this mature stock market.

Zoho presents an interesting case in the Indian startup ecosystem. The company which is known 
for its office suites and CRM tool has emerged as one the biggest tech giants in the country. 
Competing with the likes of Microsoft, Salesforce and Google; it claims to have over 100000 
customers in 100 countries along with an estimated revenue of over $ 300 M. The unique part 
about this company is that it has been able to scale up its business without any VC funding. 
Statements by the company refute any plans for a future IPO. Zoho wishes to remain private 
and enjoy freedom with no interference from investors in their internal working. Zoho serves as a 
perfect example for tech startups to channelize all their energies on building an amazing product, 
rather than focusing on fund raise and IPOs.

last year but both received a soft response. Concentrated shareholding along with signs of 
overselling have worsened the situation for Justdial. 

Infibeam went public on the NSE in 2016 and raised Rs450 cr. Their shares have been performing 
well and debuted at Rs448. The highest share price was achieved on Feb 23, 2017 at Rs1412.95. 
Currently stock is valued at Rs. 1030 with a market cap of Rs. 5616 Cr. During the period Apr’16 
-Mar’17, the Infibeam stock witnessed steady increase in value which was due to positive cash 
inflows in Q1-Q4. However, this was followed by a 20% fall in a week’s span, which probably 
can be attributed to losses suffered in Q1’17. Moreover, Flipkart raised $1.4B during the same 
period, something which would have influenced investor sentiments. Since Mar’17, share price 
has been relatively stable with 11% growth due to increase in consolidated revenue in Q4’17 
along with the company’s planned investment in supply chain capabilities.  

Quick Heal Technologies Ltd. launched its IPO on Feb 8, 2016, raising Rs. 450 Cr. Launch price 
was Rs 321 and as of June 19, 2017, stock is valued at Rs. 215.70. After a steep fall in value 
right after launch, some recovery was seen till Aug 5, 2016. Highest price was achieved on July 
8, 2016 at Rs 287.50, however it was a continuous fall soon after. Currently, Quikr heal enjoys 
market cap of Rs 1507.20 Cr. The mediocre performance of its shares can be attributed to the 
disclosure-related allegations against the company and questions on its governance practices. 
Large service-tax liability along with decline in year-on-year profit for FY17 has only deteriorated 
the company’s market situation.
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Biggest Investors
in Indian Startups and 
their Strategies
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Naspers

Naspers is a South African internet and media conglomerate, offering services in over 130 
countries. The largest company in Africa, Naspers is the 7th largest Internet company in the 
world. The firm grew famous with its investment in Tencent, where they invested $ 34 M to own 
about a third of the company. Currently, their stake is valued at $ 88 B. Apart from Tencent, 
Naspers has also invested in internet companies such as Mail.ru, Delivery Hero and Abril.

The conglomerate has prominent presence in India; having invested about $800m in Indian 
startups, of which $585m worth of investment occurred in the last 3 years. In 2009, Naspers 
bought a majority stake in e-commerce and travel organization startup Ibibo group. An additional 
investment of $ 250 m (Series G) was carried out in Feb’16, leading to a massive stake of 91.3% 
in the venture. In March 2017, Ibibo was formally merged with Makemytrip, giving Naspers a 40% 

Interesting Fact

In 2001 Naspers invested $34m 
in an obscure Chinese Developer 
Tencent to own about a third of 
the company, today that stake is 
worth $114b which is 20% more 
than naspers itself.

Invested in India of 
which $656m occured 
in last 3 years.

stake in ibibo 
group after 
investments in 
2009 and 2016

stake acquired in 
merged entity of 
ibibo group and 
makemytrip in 
March 2017.

stake in Flipkart after 
massive investment 
of $531m in 5 funding 
rounds.

paid in cash to 
acquire Citrus Pay 
through PayU.

Invested in 
paysense along 
with Jungle 
Ventures and 
Nexus Venture 
Partners.

Invested in 
Delivery Hero, 
parent company 
of FoodPanda 
to boost its 
operation in 
India.

invested in Swiggy 
(Series E) a food 
delivery startup.

$871m

91.3%

40%

16.5%$130 M

$5.3 M

$431 M

$80 M
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stake in the joint entity. The firm is also one of the biggest investors in Flipkart, having invested 
$102.3m (Series D) for 10% stake back in 2012. It followed up its investment for an additional 
8.6% stake with a funding of $107 M in 2013, $43m in May 2014 and $208m in August 2014. It 
again pumped in $ 71 M in June 2017 and currently owns 16.5 % stake in Flipkart.
In 2016, Naspers entered the fintech space with PayU, which acquired digital wallet service 
Citrus pay for $130m in cash. Additionally, they invested in another fintech startup Paysense, 
a digital consumer credit platform, along with Jungle Ventures and Nexus Venture Partners for 
a total of $5.3m. 2017 marked Naspers’ entry into the crowded Foodtech space, with a $ 80m 
Series E investment in food delivery startup Swiggy. Swiggy is currently valued at $ 320 m and 
has through its own delivery channel, disrupted the online food and delivery sphere by providing 
the lowest average delivery time. 

Naspers has targeted the emerging Indian market primarily because of its deep understanding of 
it, having had a similar experience ‘growing up’ in Africa. The firm prefers to invest in late-stage 
funding rounds; having made 26 investments in or after Series B and only 8 investments in series 
A. Thanks to a booming e-commerce industry in India, Naspers saw potential in Flipkart. While 
competitors like Snapdeal were still in the nascent stages, Flipkart had already achieved unicorn 
status and needed funds to expand; thus, making it the safest bet for Naspers. In India, Naspers 
has preferred consumer internet and invested in startups having founders from premier institutes. 
Naspers’ recent investments in Germany’s Delivery Hero, Food panda (through delivery hero), 
Swiggy, Philippine’s coins.ph, Brazil’s Creditas and Paysense shows their inclination towards 
Foodtech and fintech. Last year, Naspers opened its office in India and started scouting for deals 
in the market. Their focus is on early to mid-stage transactions ranging from $10 million to $50 
million for a minority stake. The firm is also looking to invest in technology-focused startups in 
areas like healthcare, education and logistics, besides consumer internet and online retail plays 
in the future.
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Tiger Global is a New York based hedge fund which has played a key role in the development of 
the Indian startup ecosystem. Led by the enigmatic Lee Fixel who is infamous for never giving 
interviews; Tiger Global has backed some of the biggest Indian startups. In its portfolio, it holds 
equity in 5 Indian unicorns. Having set foot in the country back in 2005, the hedge fund has so 
far invested over $ 2.5 B in the Indian internet space by way of 103 deals. 
Tiger Global has always shown special interest in the ecommerce sector and was one of the 
early backers of Flipkart, the poster boy of the Indian start-up sphere. Having participated in 8 
of Flipkart’s funding rounds till date, Tiger Global continued its ecommerce funding spree with 
investments in Myntra, Roposo, Grofers, Shopclues and Babyoye. Some other major startups 
in their portfolio are Hike, Quickr, Ola, freshdesk and Delhivery. In addition to late stage deals, 
the hedge fund has also backed early-age startups such as localoye, Holiday IQ, Inshorts and 
Roposo. 

After establishing base in the country in 2005, Tiger Global carried out around 5-6 investments 
each year in the 2011-2013 period. They started gaining confidence with the beginning of 2014 
where they invested in 14 startups and continued with this investment-spree in 2015 by backing 
38 startups. This year also marked the all-time funding high for the startup ecosystem with 
Flipkart’s evaluation crossing $ 15 billion. However, this confidence of expanding aggressively 
saw a quick slowdown in 2016 with Tiger Global choosing to invest in only 4 startups. 

Interesting Fact

Tiger Global is a global investment firm 
founded in 2001 by Julian Robertson in New 
York, they manage hedge funds and private 
equity funds by investing in local and global 
public and private equity markets. As of now 
they manage assets worth $23.6B. Some 
of their most prominent investments were in 
Facebook, Linkedin, Glassdoor, Uber, AirBnb, 
Survey Monkey and Flipkart.

Tiger Global
Tiger Global made its 

first investment in India 
by investing $10m in 
Flipkart in 2010 and 

since then has invested 
$2.5b, with $1.3b 

coming in the last two 
years.

Tiger global holds 
majority stake in 16 
out of the 45 startups 
in which they have 
funded till date. They 
are lead investor in 
saavn, freshdesk, 
nestaway, chaayos etc.

13 startups overlap in 
the portfolio of Tiger 
Global and Accel 
partners, making 
accel partners their 
favourite investment 
partner.

23 unicorn startups 
are their in the port-
folio of Tiger Global, 
joint highest with 
Sequoia Capital and 
SV angel.

Tiger global is the 
leading investor in 

online fashion retail 
in India with 13 deals 

which includes the 
likes of myntra and 

jabong.

Out of their $2.5b 
investment in Indian 
startup ecosystem, 
a massive figure of 

around $1b has been 
in Flipkart.
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Historically, Tiger Global has chosen to participate in the follow-up funding rounds of their 
portfolio startups. Rather than being the single investor, they prefer to invest in later stages along 
with a clutch of other backers. Moreover, some reports suggest that Tiger Global shows special 
interest in startups with IIT- alumni founders. This is backed by the fact that majority of their 
investments are in ventures founded by IIT grads.  

Even though they have invested nearly $ 2.5 billion till now; Tiger Global has not seen any major 
exit from its investment so far. They invested $ 52.33 M in Caratlane by way of multiple rounds 
but sold their entire stake to Titan Group for a mere $ 53 M. Money was also lost in Babyoye 
when it was acquired by Mahindra Group in 2015. Grofers was another investment which turned 
sour with the startup shutting shop in many cities and laying off staff in 2016. However, not 
all investments have proved futile. Tiger Global secured 13x returns on their partial exit from 
JustDial in 2015.

Unable to secure healthy exits despite heavy investments; Tiger Global was now forced to look 
out for consolidations. January 2016 saw Commonfloor getting acquired by Quickr in an all stock 
deal, which was stitched by Tiger Global. In addition to this, Tiger global was instrumental in the 
merger Flipkart and Myntra and later Jabong after the entry of Amazon in India. This was done to 
prevent Amazon from gaining a majority share in Fashion segment. Lastly, there have been recent 
reports indicating the acquisition of rival Snapdeal by Flipkart. This deal engineered by their 
respective investors Softbank and Tiger Global would help generate a $ 1 billion exit for latter. 
This could mark the biggest exit in the Indian startup ecosystem and offer Tiger Global access to 
hard cash instead of just paper valuations.
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Softbank

SoftBank is the largest private investor in Indian startup ecosystem that has pumped in $3.4Bn till 
date. It entered India in 2011 with after acquiring 35% stake in ad-tech startup InMobi for which 
it shelled out $200 million. It later backed Snapdeal with a $75 Million investment in August 2013 
and again placed a follow-on bet in Snapdeal for $627 M in October 2014. It also poured money 
in soon to be unicorn OLA which was valued at $790 M when investment was made. But both 
bets have been proven to be futile as of April 2017, the company has stated that it incurred a loss 
of $1.4 B through these investments. 

It later invested $100 Million in Housing.com which was started in 2012 by Rahul Yadav along 
with nine other co-founders as a property listing portal. It has earlier raised $38 million over two 
tranches in 2014, before SoftBank investment. Softbank acquired 30 percent in the firm which 
was valued at $250 Million at the time of funding. In Jan 2017 PropTiger merged with Housing.
com in an all stock deal valuing Housing.com that has raised north of $120 million since 2012, 

Interesting Fact

Total amount of funding 
amount Softbank participated 
in approx. $5Bn out of which 
approx. $3.4Bn shelled out 
from Softbank pockets

$200 M

$1440 M $200 M

$1400 M

$240 M

$1200 M

18
Total Funding

Round

9
Sole Investor
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2011 2015
2012

$200 M

$1 B

$1.4 B

$395 M

$1785 M
$75 
M$0 M

2016
2013 2017

2014

at about $70-$75 million. On the other hand, PropTiger which was valued at $200-$210 million 
took the stock swap ratio to about 3:1. This takes the valuation of PropTiger after the merger to 
close to $270-$285 million with SoftBank coming on board and pumping another $5 Million in 
the joint entity.

SoftBank also added Oyo in their portfolio after investing $162 M in July 2015 and in April 2016, 
oyo again raised $200 million funding with SoftBank leading the round with $90 Million at a 
valuation of $650 Million. In this quarter SoftBank pumped in $225 Million in OYO Rooms taking 
its valuation to $850 M raising its stake from 27 to 42 percent. The hyper-local grocery startup 
Grofers got funding from SoftBank of $120 Million from SoftBank in November 2015 and last year 
shuts its operation in several cities. It is also speculated that the Grofers might merge with its 
rival BigBasket, in a deal orchestrated by Softbank to preventing their investment from salvage. 
This year they made their biggest investment in India in Paytm pouring in $1.4 B to own about a 
fifth of the company, post investment Paytm is valued at $7 B. This investment has cemented the 
position of Softbank as the largest single investor in India’s digital commerce sector.  

Noticeably out of 18 rounds that SoftBank took part in 8 rounds have seen Japanese conglomerate 
as sole investor that rounds close to $2.5 B in cash. Recently Masayoshi Son cashed out its own 
investment from Alibaba to acquire ARM Holdings, showcasing his sheer interest in building a 
technological empire that includes company like Nvidia, Sprint, Boston Dynamics, Schaft etc. 
There are also rumours prevalent in the market which suggest that Ola might be pivoting into an 
electric car manufacturer to align with the goal of its major investor. The short-term goals remain 
uncertain as it is currently engineering a deal which involves its biggest investment Snapdeal 
being acquired by Flipkart. Through this deal Softbank is attempting to enter flipkart and is also 
willing to invest about $1 B to became a notable player in the Indian eCommerce sphere.

SoftBank is one of the biggest investor in technology with a track record of ROI exceeding 40% 
in past two decades. But not all the exits from their investment have been that fruitful, out of 82 
exits only 17 startups have been listed which include giants like Yahoo, Alibaba and FitBit. Out 
of these 17 companies 4 were listed before 2000; 5 in next decade and 8 so far from year 2010. 
India remains a strategically important market to SoftBank Capital since, enjoying the privilege of 
being one of the biggest internet investor in the world and with the new Vision Fund, Masayoshi 
Son publicly spoke to spend $10 Billion in the next decade that is $1 Billion investment per year 
in India. In terms of plan SoftBank priority is to nurture startup in its portfolio and are looking for 
investment in disruptive model and massive addressable markets. It is also it is looking to invest 
in Fintech startup that are majorly focused on lending and insurance space.
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