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“Star art-ups warmup to cm;nomte bzggzes for fresh

From home services to recruitment, firms
get everything from a single prowder

VIRENDRA PANDIT
Ahmedabad, January 13
Many Indian start-ups, en-
gaged in fierce competition

and consolidation, are now -

increasingly ~ collaborating
with corporate majors to
provide them services that
different vendors used to
provide them previously,

~ thus creating new sources oi.,

revenue.
Barlicr, the corporate m

one year. Although our focus

remains on B2C, the new ver-

tical, B2B, now accounts for

some 30 per cent of our total
revenue from 20-25 major cli-
ents,” Debadutta Upadhyaya,
Founder of Ilmesaverz, told
BusinessLine. =~ s
Mumbai-based l'ﬁnesaverz
provﬂlés servtm ﬁe elec-
, furniture
ing jobs etc,

to wdiﬁﬂuais as well as big
€O ates, she saxd whnle

'lhesavetz raised its seed-
round of_ fundmg in October
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home services platform. The

 last couple of years have wit-

nessed an emergence of a
whole new category of on-de-
mand  service providing
start-ups.

These include secunty,
home maintenance, electri-

~cal fittings and plumbing,

fire séfety, and event photog-
raphy,etc.

Their gradual ‘moyement’

from B2C to B2B has now ma-
tured and is seen as ‘invad-
ing’ the space these corpo-

rates had for time-tested
vendors of various services. '

In these start-ups, they find

various se under one
roof, witho sles. :
OneTime] om, a Ben-
galuru- ource aggre-
gator, has ti with major
players like MTS, DHL, Mudra

Lifestyle, Moto
fer a bouquet

pest control, demarcation of
areas, one-time cleaning,
one-time security, event or-
ganising and guarding ser-

vices, legal se
tomation, -
services, and |
verification. “Th
rate biggies are
with start-ups f¢

vices, office au-
~  biometric

Rai, founder a

la etc, to of-
services in-
- cluding civil engineering,

venues

outsource 70 per cent of the

~ work order they get, and fin-

ish 30 per cent from their
own resources and teams,

- particularly in one-time jobs.

Intrusion?
Siddhartha Das, Head of In-

-vestors’ Relations and Corpo-

rate Development, Asaan-
jobs, said his start-up is

facilitating recruitment ser-

vices to companies like Uber,
Shoppers’ Stop and a Tata
subsidiary. “Big corporates

are taking start-ups seﬁously
: and positively.”

~ Shaifali Holani, Founder ¥
.and CEO of EasyFix.com,

agreed that some of the start-
ups are ‘intruding’ the ven-
- dors’ space. “We are provid-
~ing post-sales services for -
many consumer durable
brands. Pan-India, 55 brands
are associated with us.”
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