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MARKET PAIN POINT







SERVICE

Marketplace for Coaching Providers
(Formal & Informal)

Marketplace for Courses
Career Counselling

Test series for all competitive
exams

Detailed Comparison of
Tutors/Institutes



SOLUTION PROTOTYPE / MVP

nearbyEDU.com is a resourcefully designed one unique digital platform which aims to-

* Bridge the gap between teachers and students
* Enabling qualitative and holistic learning across demographics in a cost effective and efficient
manner.

MVP

Facilitates

nearbyEDW Approachable Education for

all
Affordable




Qﬁ Home  About  Services Register as a Coaching
nearbyEDU Register as a Tutor
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Search Nearby
Coachings

—

By Category @ | By w 9 J

Get Fl'ee Details about Competitive
Examinations

Signup




JEs Meet more Students near you

nearbyEDU
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Ambition Coaching
Delhi

Maths -
www.ambicoach.com

Music Coaching
Delhi

By Mr/Ms
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Confused?

Get Detailed Comparison of Tutors

| Maths Tutor 1 I

Distance
Ratings/ Reviews
Tutor Experience

Fees
Rs.2999/-

Discount 10%

Course Duration 3 Months

No. of Sessions 4 per week

Tutor Profile- Click here

Maths Tutor 2

&
4]

Distance

Ratings/ Reviews

Tutor Experience

Fees
Rs.3500/-

Discount 10%
Course Duration 3 Months
No. of Sessions 5 per week

Tutor Profile- Click here




MARKET AND PRODUCT POSITIONING

Early adopters

* B2B - Education Providers (Formal & Informal)

» B2C - Students

Projections on how market will evolve over time?

The market will be ACCELERATING

growing at a CAGR of nearly 2 0 %

The market is FAIRLY CONCENTRATED

with a few players occupying the market
share

ARl HRl —— >

INCREMENTAL
GROWTH »
$9.52 bn '

64%

of the market share
came from the
CONTENT SEGMENT
in 2017

The year-over-year growth rate
for 2018 is estimated at

L19.48%

one of the KEY DRIVERS for
this market will be the increased
penetration of internet and
smartphonesin India O

o)




Free Listing

GO TO MARKET STRATEGY

Field Executives ’ ol

L4

Genuine Leads

Booking Online Live Class




MARKET SIZE

Market size - 2021P

voperatios e The market size can be viewed under 2
categories:

o K12 Market: Students from Grade 1-12: $1.7
Billion market (approx.)

Language and o Post K12 Market: Consists of higher
s education, technical skilling, test preparation for

government jobs, test preparation for other jobs:
$1.8 Billion market (approx.)



INDUSTRY AND ECOSYSTEM POSITIONING

Key Players Key Resources Key Activities
*Yet5.com *Web development * Lobbying with
«UrbanPro agency _edm;_ct:attlonal
-eLearn (Sulekha) *Payment portal gs nes o

Agenc * Create analytics in
School Connects gency Al software
*Media Team
« Sales and targeted
- Sales and marketing
market_lng « Standalone type
executive website of listings

* Career Counselling

Recent in the Industry
Pandemic shifted the whole education market from offline to online, adding more to the education
industry.




FAVOURABLE

UNFAVOURAB
LE

POLITICAL (Govt.
Policy/ Regulatory)

Political Stability
and Importance of
Education Sector

in Indian Economy.

Intellectual
Property
Protection.

Transition of
Government and
changes in
policies.

ECONOMIC (Growth,

Inflation, interest

rates etc.)

+ GDPR

* Increase in
allocation of
Budget.

+ Stable Interest
rate

* High cost of
resources.

SOCIAL ( Behavior
changes, Buying
patterns)

* Integration with
local Tutors

* Integration of
students with
special needs

*  parental
preference

Lack of Human
Interaction.

TECHNICAL (R&D,
Automation,
Digitization)

« Easyand
affordable
access to
technical
requirements.

* Internet
penetration.

* Cyber Threat

*  Risk of selecting
the wrong
technology at times
of change

ENVIRONMENTAL
(Ecological &
Environmental
changes)

Decrease in
Paper waste.
Decrease in
carbon footprint.



Effective
material.
Easy with mobile, self
paced and personalised.

learning

Complex Ul

Categories not organized
decently.

Limited geographic
segmentation.

Selling K12 courses
Counselling

SchoolConnects is  self
discovery platform and a
social network of parents
with  shared interests,
helping easily find and
access quality educational

resources that improve
<tiident oritcome

Focuses on Training
Programmes for college
graduates to enhance their
professional skills.

Only limited to training and
professional courses.

Subscription  packages to
training providers.

Trusted training and
information portal one needs
anytime.

Live online courses.
by selected expert
instructors

High price courses

Subscription  packages
to online coaching
providers

Explore the best of live
coaching classes to
enjoy engaging & faster
learning experience.

Offering an amalgamation of
the best features and listing
of the Business Directory
website in a simple UL.
Comparison between
Tutors/institutes

Low brand awareness.

Selling
Gold/Silver/Platinum
subscription packages to
institutes and tutors.

Facilitates approachable &
affordable education for all
Dashboard for Institutes.



IMPLEMENTATION PLAN

* Onboarding of hundreds of institutes (2-3 months) (2020)
* Expecting 1000-1200 leads per month with 7-8% conversion rate

) )

~

«Initial marketing would be *Focus on subscription fee *Consolidating model of

done for brand awareness
& trial

*Major focus would be to
on-boarding major
institutes.

*Competitive Exams & Govt
Test prep

*Revenue Drivers would be
mainly be subscription &
selling courses

Build up & Selling of
courses

sIntroduction of Paid listings

sLaunching own Private
label of coaching &
Courses

Monetization of website

. _/

. J - J

Subscription, Paid listings,
courses & Monetization

*Focus on Private label and
venturing into off-line
space for launching
coaching for UPSC etc
with best faculty in place.

sLaunching vocational
courses- focussing on Job
Employability and Job
Portal all at one-place.
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RISk

PRIVACY

FIREWALL

Technological Risk - Data Privacy &
Data Security

Market Risk - Is there enough interest
in your service?

Financial Risk - Do you have a
sufficient margin to be profitable?

Intellectual Property
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“We are the right team who can deliver the commitment because

* We provide affordable education and assistance for all on a single platform”
* We are determined to grow 5 times within 4-5 years.

* Hybrid Model

e EdTech sector 1s a booming sector.

 We are expecting Break-even within a year.



PRICING

Features Fréc
Listing Page | v | v | v | v
No. of Categories you canlist yourself | 1 | 5 | 7 I 10
Average Fee Structure | v | v | v | v
Display Portfolio (Past Results) | 3 ‘ 10 | 25 | 50
Display Faculty Details | 1 | 3 | 5 | 7
No. of Institute Images | 1 | 3 | 5 | 7
Dashboard with insights | X | v | v | v
Course Management | X | v | v | v
List and Sell Offline Courses | X | 5 | 10 I unlimited
List and Sell Online Live Class Courses | X | 5 | 10 | unlimited
List and Sell Pre-Recorded Video Courses | X ‘ X | X | 5
No. of Leads per month | 1 | 5 | 12 | 20
Visibility Preference (Out of 1to 5 ; 1being the lowest- | 1 ‘ 3 ‘ 4 ‘ 5
5 highest)
Key Account Executive | X | X | v | v
Quarterly Subscription Plan | 0/ | % 2999/- | % 5999/- | % 8999/
Half-Yearly Subscription Plan | 2o | T 5499/ | ziogee- | z16299-
Yearly Subscription Plan 20/ % 10299/- % 20499/ - %.30999/-




BASIC FINANCIAL PLAN: YOUR BUSINESS IDEA

Fixed Costs [for a Rate
Startup Costs INR month) INR Variable Costs [per unit) Cost Unit {INR)
Web Developer 40,000 Salary 336000 Stationary 10 0.01 1000
License 40,000 Rent/Electricity 85,000 Refreshment 10
Equipment 2,50,000 Advertising 25,000
Medical Insurance 50,000 Cloud/Server Security 20,000
Furniture 1,50,000 Fuel 12,000
Total 530000 Total 488000 Total 20
No. of
Revenue [for 30 days) Team Salary Employee |Total SUMMARY
Number of customers 250 Content Expert 25000 2 50000 Revenue INR
Units per purchased 1 Counsellors 40000 2 80000 Sales 5,25,000
Price per unit (INR) 2100 Sales Team 20000 3 90000 Others
Purchase frequency it Marketing Team 35000 2 70000
Total sales in units [INR) 250 Web Developer 30000 1 30000 Total 525000
Total sales revenue [INR) 525000 Assistant Helper 8,000 2 16000
Total 336000 Profit 32000
Breakeven 234.6153846
[months)

Contribution




ASK

Ask from the investor - 60,00,000 ‘

Broad Usage of Funds
Q IT Infrastructure — 20%
@ Digital marketing — 30%
@ Human Resource —40%
O Miscellaneous — 10%

Stake do you offer in the company —

20%




Education

31 responses

® K12
@ Graduate
@ Post Graduate

What do you seek for while selecting a Coaching Institute?
31 responses

Quality Education

Affordability

Location

STUDENT SURVEY

According to you, Career Counselling is the need of hour?
31 responses

@ Yes
@ No

Ever faced difficulty in searching the right Coaching Institutes/ Private Tutors?
31 responses

@ Yes
@ No

A

Major Problem Faced during searching for coaching Institutes?

16 responses

28 (90.3%)

Quality Education
22 (71¢ Count: 28

30

1(6.3%)1 (6.3%)1(6.3%)1 (6.3%)1 (6.3%)1 (6.3%)1 (6.3%)

Clarity Exploring Various Options Nothing

Correctjudgement of institutes

2 (1!2 !5%) 2 (205%)

1(6.3%)1 (6.3%)1 (6.3%) 1(6.3%)1(6.3%)

Took long to search forn...

Never faced any problem Quality Education



INSTITUTE/TUTOR
SURVEY

Ever felt the need of online presence?
20 responses

@ Yes
® No : . .
Wish to be the first choice of the students
20 responses
By Quality Education 16 (80%)
By Affordability
How much would you like to invest for one relevant lead?
By Location
20 responses
@ 100-150
@ 150-200
@ 200-250

@ 250+




Interaction With Industry Experts

-

++ Priyam Verma-DM 20DM161 » Riya Malik-DM 20DM178

Meeting details A ° -~ () 8 EJ
Raise hand Turn on captions

Rupal Bharg:


https://drive.google.com/drive/folders/1DXRHUY5zylqPJoSVvKm9s1RNjDRkPwrG?usp=sharing
https://drive.google.com/drive/folders/1DXRHUY5zylqPJoSVvKm9s1RNjDRkPwrG?usp=sharing
https://drive.google.com/drive/folders/1DXRHUY5zylqPJoSVvKm9s1RNjDRkPwrG?usp=sharing

Lean Canvas

Key g Key ::Q Value e Customer " Customer o\
Partners & Activities 43 Proposition "\"i Relationships _.{ Segments ﬁ_’
Career Career
Il pales Counselling Engaging Easy to use Parents for
Counselling ; Tut
Tutars Slargeting Affordable ul website K-12 A
Marketing —_— students
: Education es———y
Lobk?ylng forall at one
d o I plattonn Retention
; educationa P ili
EduFatlF;nal Pt Listings p | Facilitator Educational
Institutions ~ Institutes
Approachable
Key I Channels 7
Resources ;‘) &,
weh =
e e website Students
Developers Offline/Online
Team
nearby tutors
Sales & Tahlet
hMarketing hased
executives
Cost S ] Revenue 2 at
Structure i Salaries for content '\ Streams \2
experts, :
Development Hybrid Fee per
wehsite expense E counsellors, huge Cloud/Server Advertising Subscriptions e
Expense 5 it Model ea
sales team ecurity
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