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Online sleep staft—up Sunday aims

to disruptt

Offers same day

delivery and 100-day

trial period

SANGEETHA CHENGAPPA
Bengaluru, January 1

A major chunk of time spent at
home is on our mattress, sleep-
ing. Despite that, very few spend
time or money to get themselves
the perfect mattress. This real-
isation dawned on Alphonse
Reddy when he quit a lucrative
job at a PE firm based in Dubai
and headed back to India to
start afresh as an entrepreneur.

‘He picked India’s start-up cap-
ital Bengaluru, found a house to
rent and bought himself a top-
of-the-line branded mattress. Six
months down the line, Reddy
had bought and sold three
branded mattresses as none of
the mattresses gave him a good
night’s sleep.

That's when he founded Fab-
Mart.com, an online market-
place that sells premium sleep

Alphogse Reddy, Founder & CEO,
Sunday

products such as mattresses, pil-
lows, recliners, mattress top-
pers and bed sheets, which gar-
nered X5 crore in sales last fiscal.

Simultaneously, he started re-
searching what goes into mak-
ing the perfect mattress.

After 12 months of deep re-
search, Reddy figured out the
formula for the perfect mattress
and founded Sunday, India’s
first online sleep start-up in Sep-
tember 2015.

Stating that the mattress buy-

ing experience is a very confus-
ing affair where customers are
ata complete loss as to which of

-the 20-50 mattress variants in-

cluding coir, foam, latex, spring,
they should buy, Reddy said:
“Sunday makes the buying expe-
rience simple and easy with just
two mattress variants and one
pillow variant at transparent
price points. More important,

our mattresses conform to in-‘

ternational health and safety
standards with certifications
from Euro Latex, Oeko Tex and
LGA.”

Reddy and his team devel-
oped 27 prototypes of mattress-
es. The two mattress variants —
Ortho plus priced at 18,000
and Latex Plus priced at 33,500
— and pillows made up of syn-
thetic fibre is priced at ¥2,000.

The mattresses are designed
by acclaimed Japanese designer,
Hiroko Shiratori, are made up of
foam sourced from Belgium, the
mattress fabric is sourced and
stitched into a covers in Coim-
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offline sleep market—

batore and finally assembled in
Hosur. Sunday has been notch-
ing sales of 500 mattresses a
month in Bengaluru through its
website www.sundayrest.com.

Interestingly, 50 per cent of
the demand comes from Hyde-
rabad, Mumbai and Chennai,
which the start-up cannot fulfil
at present. ’

“We are in talks with investors
to raise $2-4 million in funding,
to expand our presence” said
Reddy. Sunday’s business model
is similar to the US-based sleep
start-up Casper.com.

Customers get a free trial peri-
od of 100 days during which
they can return the mattress for
a full refund.

The $3-billion branded mat-
tress market in India is growing
at close to 10 per cent year-on-
year and is estimated to grow at
a much higher 20 per cent over

the next few years, as a whole

new customer segment of mille-
nials get ready to set up their
homes. :
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