Tech Start-ups
WinOver Big

Business with
Niche Products
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Start-ups making tailor-made technology products
are finding eager buyers in large Indian companies, a
measureof theirsophistication thatis puttingthemi in
aposition to aim for ambitious growth.

In recent months, a clutch of start-ups has won the
trustof finickyblue-chip clientssuch asBharti Airtel,
Steel Authority of India and State Bank of ‘India by
providing solutions that are specialised and service
that is personalised.

Amongthem is DeltecsInfoTech,afour-year-old com-
pany which has developed Drona a platform that
streams videos and other content to mobile phones

and provides instant analysis of usage patterns. Earli-

er this month it convinced the telecom-to-energy con-
glomerate Essar Group, which relies extensively on
video broadcasts over the Internet to connect with em:-
ployees, that Drona is what it was looking for.

“None of my senior management will go to the web- -

site to check a training video, but they might actually
see it if it is streamed on their phone,” said Jayantha
Prabhu, Essar Group’s chief technology officer, who
choseDrona after finding that even companies such as
Cisco and Oracle do not have amatching offering.

For Divyesh Kharade, the co-founder of the Mumbai--

based Deltecs, orders from large companies means
_ that ambitions for growth have soared. While earlier
Kharade was targetting revenue of %1 crore for Del-
tecs, itisnowz100 crore.
“Earlier, large companies would not opt for a product
from an unknown start-up, but that is changing now,”
said the Deltecs co-founder. e
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Kharade’s company Deltecs
worked closely with its first

. client Wipro Technologies to

fmﬁgﬁtune Drona, whichisnow

also. being used by telecom

Iﬁajor Airtel.

The technology products
sector; long overshadowed by
the country’s $76-billion (®5.7
lakh crore) IT services indus-
try,isgrowingrapidly. Indiais
home to 2,400 product compa-
nies that earned a combined
$2 billion, according to indus-
try body Nasscom. Around
1,100 product start-ups were
launchedinthepastfive years
and overall revenues jumped
22% in the same period. .

Apart from niche custom-
ised solutions, start-ups also
offer a high level of personal-

| ised service that is gaining
. plaudits from customers.

“When you are using the
product of a small company,
the CEO of thefirm isaccessi-

ble to you whenever needed.
This is not the case with large
companies,” said Shameek
Bhargava, managing director
and head of the Asia-Pacific
cards business for Deutsche
Bank. The German bank is a
customer’ of start-up firm
ElectraCard Services, which
offers tailor-made payment
solutions for the Indian mar-

ket and counts SBI, ICICI

Bank, Federal Bank, Indu-

sInd Bankand DeutscheBank

amongitsclients.
BR Bhatt of Corporation
Bank, which was the first to

. signup thestart-up, called the

ElectraCard platform flexible
becauseitallowsthe payment
of income tax and LIC pre-

‘mia, mobilerecharge and oth-

er such services through
ATMs. Thefive-year-old start-
up, in which MasterCardisan

“investor, istargetinga50% in-
crease in sales to %90 crore -
this year. Technology entre-

preneurs are also usmg prior

professional experience to
build products in areas of
their specialisation. Indy
Sarker; who co-founded Ana-
lec in 2003, has used invest-
ment banking ' and capital
markets experience to devel-
op ResearchWise, a platform
thatautomatesthe entire sup-
ply chain of investment re-
search, launching two new
products. With offices in Sin-
gapore and Gurgaon, the
start-up now has around 60
clients, including BNP Pari-
bas, Religare Capital Markets

and Bank of China. It expects

toearnrevenues of $30-40 mil-
lioninfiveyears. = -

John Norris, BNP Paribas’
executivedirector and head of
client and research manage-
ment solutions, equities & de-
rivatives, for Pan Asia, said
Analec’s ability to support
and execute additional re-
quirements was one of the
reasons for choosing its prod-
ucts. “A niche product compa-

ny can adapt products quick-

ly depending on market mummm

demand. This reduces the
time taken to get the product
tomarket,” he said.

The focus on large clients al-
so ensures larger deal sizes
for start-up firms.

“A product venture might be
able to sell to a number of
smallfirmsfaster,butasingle
enterprise deal could be
much larger than all the SMB
deals put together;” said Kar-
thik Ananth, director of advi-
soryfirmZinnov. =~

Essar has been seeking spe-
cialised software from start-
ups since 2008, when it first
bought disaster recovery
management packages from
Sanovi Technologies. The
Bangalore-based company of-
fers a product which auto-
mates the entire disaster re-
covery process and has a
portfolio of over 60 clients, in-
cluding YES Bank, HDFC and
ING Vysya.
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