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About
Abstract
Astha Sharma established Technomentis in 2015 to o�er STEM based programs. Over a period of three years, they had o�ered STEM based programs in
schools as well as at their own centre. The company o�ered innovative, educational solutions to foster innovation among young students. B2C was
delivery model at their own centre while B2B was the model at schools for STEM promotion. Over past three years, Technomentis had made considerable
progress in terms of revenue and number of enrolments but despite very positive feedback, Astha was facing challenges to scale up the business. To
maintain quality, she was engaged in all aspects of running her business including marketing, business acquisition, and o�ering the program despite
developing a team. She was standing at crossroads; she had to choose a clear path for growth. She wondered whether to adapt to B2C or B2B model of
business for future growth. She needed to re-evaluate the programs o�ered, assess the demographics, business environment for STEM, marketing
strategy and importantly the �nancial performance of the programs run during last three ears to make a decision for future.
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