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‘Start-ups must focus on fundamentals’

Rajeev Banduni, CEO, GrowthEnabler, says
ventures must build world-class products
even if they serve just the Indian market

SANGEETHA CHENGAPPA

Béngaiuru,Januaws
India has the third-largest number
of unicorns (start-ups valued at $1
billion and above)— eight. The US
ranks first with 99, followed by
Chinawith 39, according to data
from tech market intelligence
platform CB Insights.
Rajeev Banduni, co-
founder and CEO of
GrowthEnabler, a London-
based company that A
delivers data, intelligence
and independent advice on
disruptive technologies and digital
innovations from the global start-
up ecosystem, says India has made
afantastic debut into the start-up
world, despite having the youngest

~ founders.

He told BusinessLine that the
country is well positioned to create
trailblazing start-ups, provided the
ventures get their business
fundamentals right, ensure a
complementary founder-team and
create a work culture that attracts
the best talent to realise their vision
and mission. Edited excerpts:

What can start-ups do to ensure
they succeed from the idea
stage itself?

Start-ups must focus on getting
the fundamentals of their busi-
ness right and ensure that they

build world-class products des-
pite the fact that they are serving
the Indian market.

Before converting their idea
into a product, they must ask
themselves if that product is
something that people ‘need’ or
would ‘want’ to buy. Potential cus-
tomers need to knowwhy
their product is unique
and why they should buy
it.

I ask entrepreneurs if
their product is cheaper,
betteror faster than whatexistsin
the market today; whether their
ideaisascalable business ora life-
style business that caters to a
niche market; if they have taken
feedback or guidance on their
idea from experts who have been
onthatjourney.

If start-ups fail to get these fun-
damentals right, a start-up from
another part of the world will
enter the Indian market with a
world-class product that is intuit-
ive,easytouseand providesa fant-
astic user experience. The num-
beronereason forstart-ups to fold
up is that nobody wanted to buy
the product that they so painstak-
ingly built.

What should they focus on
next?
Start-ups must havea7-8 yearview

india’s unicorns
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of their business and not a short
termview for3-4 years. Everystart-
up that I have interacted with be-
gins with the vision of getting ac-
quired and making millions of
dollars.

Successful global start-ups
didn’t startout thatway; theystar=
ted with a vision and mission of
making a difference to people by
solving problems, which re-

F

quired alotof sweat, toiland com-
mitment. The founding team
must have complementary skills,
Nine out of 10 start-ups | meet,
consist of 2-3 -three techies who
team up to conceive a product
idea that they then proceed to
build, but end up not being able
to sell. A founding team should
have sales, technology and fin-
ance skills.

Next, they must build a great
work culture that inspires the
right kind of talent to join the
team, helping realise their vision
and mission. People leave start-
ups because they are not suffi-
ciently inspired and motivated to
workin pure sweatshops.

Many start-ups that start off
with ‘billion-dollar’ business
ideas shutshop in 18-24
months. Does this mean they do
not have the DNA of an
entrepreneur?

Not at all. The biggest challenge
facing global start-ups is the high
rate of failure. According to Har-
vard Business Review, over 80 per
cent of global start-ups fail in
the first 18 months; in India

this figure is close to an
alarming 90 per cent.

If the idea is not workable and is going to fail,
entrepreneurs must let it fail fast and leverage
that knowledge and experience to better the
next idea and make a stronger comeback

RAJEEV BANDUNI :
Co-founder, CEO of Growthénabler

Havingsaid that,Isubmitthata
start-up's first idea does not have
to be its best idea.

The average age of a start-up
founder is 37 in the US, and 47 in
the UK — they have a few failed
ideas|ventures behind them. But
in India, the average age is 27, The
start-up world has seen onlya few
successful outliers who are 27
years old.

If the idea is not workable and
is going to fail, Indian entrepren-
eurs must let it fail fast and lever-
agje that knowledge and experi-
ence to better the next idea and
make a stronger comeback.

It is unfair forus to compare In-
) dian start-ups that
_ are at the 1.0

4 stage to ma-
ture
ups in the
Western

are at the
3.0 stage.
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