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You can work on an original idea or modify / alter/expand/re-create an existing idea . Idea 
should have significant use case, impact and must be feasible and scalable. Each group to 
come up with their own Company name, logo and tagline

Problems:
- Too expensive
- Not a lot of variety
- Product might be fake

INTRODUCTION

Improvised Idea:
- Proof of originality
- Get the cheaper Indian brands- make things affordable and accessible
- More of male grooming products
- Remove additional charge for COD
- 5% discount on online payment
- Talk about cruelty free etc. products and educate customers



Genesis of the Idea
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- Nykaa’s scandal
- Nykaa under heat after sustainability issues
- Only 1 prominent beauty and grooming brand
- Beauty and grooming mostly only catering to women
- People can buy products, no need to step out
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How can we promote Indie 
brands, decreasing prices, 

increasing options and exciting 
customers? Giving them a sense 

of *made in India*

Shopaholics, working women 
and men, college students

1 Dominant ecommerce 
dedicated- lots of potential Small scale market research

Describe the problem being solved. 
What's urgent/pressing about it? 
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• Product / Service Description
Grooming, skincare products and hygiene products, health supplements for men and women.

• Intended Benefits
Cheaper for customers, including men in grooming and beauty category, trail and return option is 
there and many more.

• Intellectual Properties
IT refer to proprietorship of  those properties which are not physically present, these are like names of 
the company, logos, design, there artwork and so on and so forth.



Solution Prototype / MVP 

Describe your Solution- Getting almost all the INDIAN brands of skincare products and health 
supplements for any gender under the same umbrella with a major option of trial and return. 
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What is so unique/special about it?

The target market space is very broad ,customer 
segment is even more large, variety of products are 
there at a affordable rates ,trial and return option is 
there ,pay later option is there and so on and so 
forth. 



Market and Product Positioning
Target Customer and Market Size

• Men & women who want personalized grooming products at cheaper rate.

• They get cruelty free Indian brand products at cheaper rate.

• It has achieved USD 50 million in gross merchandise value in 2019-20.

• Currently delivering in 420+ cities and receiving 2000 order per day, will expand to 1000+cities with 

10,000 order per day.

Go to Market Strategy

• Understand what they need, meet them in person and give them something they can use right 

away.

• Initial market potential-USD 100 million sales, out of USD 7 billion beauty industry in the country,

• Purchase Products directly from suppliers and resell them on website or via an app.
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Industry and Ecosystem Positioning

What is the recent in the Industry?
• Cruelty-free, locally made Indian grooming products

What are the key growth trends?
• Market size is estimated to reach USD 10 billion by 2024, and the market is 

expected to register a growth rate of 6.0% 

Who are the major players and key suppliers?
• Key suppliers- Good Vibes, NY Bae, Alps Goodness.
• These products are always on sale and have multiple offers, sometimes given as 

samples in order to increase sales of these.
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PESTE Analysis of Business Environment
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Competition Analysis
Competitor 1 Competitor 2 Competitor 3 You

Strengths

Weakness

Price Point

UVP



Pricing Strategy

• Purplle is present in an extremely competitive environment and hence has focuses on 
competitive pricing.

• Heavily discounted pricing model

• Organizes shopping festivals named End of Reason Sales in which goods are sold at 
60-80% discounted price.

• The pricing of in-house labels is done competitively, still it costs the consumer 
around 20-25% cheaper.

• Purplle should give a margin of 60% to the Indian brands, as compared to 35-40% 
offered by third party brands





Operational 
Plan
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Key Resources

• Hyper-personalization to 
attract more customers and use 
of Digital resources to retain 
them.

• Describe cloud and data 
warehouse as key resources, 
which helps the company to 
collect up to 40 million event 
data points a day,

Key Milestones
• Has over 6 million user base 

and 3 million monthly active 
visitors.

• It has over 700 brands with 
nearly 50,000 products 
available.

• Raised $45 million in 3 
rounds of funding.

Key Activities
• It gives an online space to 

beauty and wellness needs 
of both me and women.

• It leverages on data 
analytics and AR 
technology to improve 
workflow and enhance the 
customer experience.



Implementation Plan / Milestones
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• Purplle aims at $100 million sales in 2021
• Purplle is looking for acquisitions and is working on in house brands to implement this plan.
• Existing in-house brands generate 45 per cent of the total revenue
• Already achieved sales of $50 millions in 2020.



Organizational Plan - 
Team
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• The founders, co founders of Purplle are highly experienced and have worked with MNCs like 
Unilever in past.

• Raised $93.6M in total 10 rounds of funding.

• Ventures like Spring Marketing Capital, Sequoia Capital India as well as foreign investors like 
Goldman Sachs, Verlinvest are leading investors in Purplle.

https://www.crunchbase.com/search/funding_rounds/field/organizations/funding_total/purplle


Company Incorporation
• Legal process, i.e. registration of the Company in Registrar of Company (ROC), in order to form a company.

• It is a Public Company founded in 2012.

• The first thing to do is set up a current account in the name of your business. It offers you the advantage of collecting profits and paying the 

losses in the name of your company rather than your personal account. 

• It requires a number of documentation and legal compliances. But, they are necessary for the scaling of business later on, when your 

turnover is larger.

• Tax Registrations for GST, Service Tax, Corporate Tax, VAT etc. has to be done.

• Any online business wanting to accept online payments needs to be a registered company. This is needed so that, they can establish a 

secured payment gateway on the website. 

Legal 
Identity
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18Key Legal Compliances
• Legal compliances are an integral part of any business. It ensures that the 

business runs smoothly, avoids unnecessary penalties or legal actions that 

hamper operations and ensures the unceasing built-up of customer 

confidence.

• The privacy policy of the site is formulated in accordance with the 

Information Technology Act,2000 (“IT Act”) read along with the 

Information Technology (Reasonable Security Practices & Procedures & 

Sensitive Personal Data or Information) Rules, 2011 (“IT Rules”).



Risk 
Analysis
• Vulnerability to online security breaches (can include phishing, website hacking and unprotected 

web services) and cyber-attacks

• Client disputes and refunds

• Violation of Intellectual property

• Low SEO ranking

• Poor customer service

• Weak authentication methods

• Ensure information security

• Select the right acquiring bank and merchant services provider

• Create and display effective policies





MANAGER PROFILE

Mr. Parveen Chandar- Sales and Marketing



SURVEY

► Data set- 50 total (50-50 F/M)

► Non leading questions

► Purpose: To understand the priorities 
of a customer

► To find our certain biases and take 
advantage

► To check on brand awareness

► To understand reasons for non-users
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Thank you


