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The spotlight is now
shifting towards B2B
start-ups as they are seen
as ventures with
sustainable business
models thus creating a
wider impact

PP THIMMAYA
PP THIMMAYA

THE EUPHORIA OVER investing in busi-
ness-to-consumer (B2C) companies seems to
have died down and this has comeas a bless-
ing in disguise for business-to-business
(B2B) start-ups which can now seek their
rightful place as the country continues to
incubate newerventures.

The B2B start-ups in the country never
had the glamour quotient associated with
themand theywere not chasing any market-
share. The key ingredient of such ventures
was cutting-edge technologywhichwere out
tosolve business problems of enterprises.

Today, there isa growing interest among
the investment community to fund these
ventureswith manysuch firms sectorally de-
voted to funding B2B companies.

VBalakrishnan, former board member of
Infosysand founder of Exfinity Venture Part-
ners, said initially there was euphoria in the
B2C start-up spac&witha lot of investments
coming inwhich was not required.“Now the
realisation is coming up thatyou need toin-
vestin companies which have a sustainable
business model like that of B2B start-ups”

The B2C start-ups witnessed a funding
boom during the years between 2014 and
2015 but the subsequent dryingup of funds
in 2016 witnessed the closure of many firms.
It has also made it difficult for firms from
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The B2B start-up
ecosystem has become
much more vibrant and
maturing. There are many
more serious people
who are now starting
ventures.

— SUNILK GOYAL,
MD AND FUND MANAGER, YOURNEST
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this segment to raise any more fresh rounds
of funding.

According to Manish Singhal, founding
partner, PiVentures,an early-stage fundwhich
is focused on artificial intelligence, machine
learningand Internet of Things,all that money
which did not gointo B2C has actually meant
thattherearenowfundsavailable forB2Bstar-
tups.“Thereisa transistion happeningin India
from a market share led thesis of investment
toamore product,IPled type of companiesat-
tracting funds. This establishes the ground for
becomingaproductnation”

The space of B2B is quite vast and any
venture cannot be dovetailed to particular
sector or segment though the underlying

There s a transistion
happening, from a market
share led thesis of invest-
ment to a more product, IP
led share. This establishes
the ground for becoming a
product nation.

— MANISH SINGHAL,
FOUNDING PARTNER, PI VENTURES

themeis onthe use of technology. According
toBalakrishnan,a B2B start-up is not about
focusing on particularly industry but about
how to use technology which helps busi-
nesses in various areas like improving effi-
ciency or customer acquisition.

Today, there is a stronger platform for
B2B companies to thrive as the ecosystem
has strengthened with the government also
havinga dedicated focus on this segment.

- Sunil K Goyal, managing director and
fund manager, YourNest, said that the B2B
start-up ecosystem has become much more
vibrant and mature. “There are many mote
people who are now starting ventures.”
YourNest is an early stage venture capital

fund thatinvestsinaréas suchas Inter.net.of
Things, electronic system design, amﬁc.xal
intelligence, advanced robotics, enterprise
software and the mobile internet.

The scenario for the B2B start-ups has
changed with entry of more seasoned
professionals entering the segment.Accon:l»
ing to industry observers, the sluwdown in
the Indian IT industry has had a positive rub
off on the start-up community as the new
ventures are led by people who have the
much-required depth in technology and
also understand the requiremeats of the
enterprises.A case in point here is Y(.xuﬂtlest,
which receives over 7,000 apph?auons
every year though it invests only in four

0 six companies.
s For ﬁrrpx))asnllike Exfinity, Pi Ventures and
YourNest, it is about getting into the
action early so that they can be part of 1‘:he
exciting journey of these start-ups.“We like
to nurture them in the early stages and
believe that maximum value comes from
;' said Go!
th‘atI:I<:|wever, ZhaLiS would not mean that there
isaflood of good and cutting-edge start-ups
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However, thiswould not mean that there

isaflood of good and cutting-edge start-ups
in the B2B space. Singhal said that the depth
of companies in India is not anywhere near
thatof United States but it has been improv-
ing.“Weneed some success storiesand 1 feel
itis justaround the corner he added,

Today, the capital infusion scenario has
also improved for B2B start-ups with many
more funds focused on this segment, Even
venture capital firms which were skewed to-
wards the B2C segmentare allocating part of
their funds into this segment as they would
not like to let go of an opportunity which
might arise. The reason why the tide has
turned in favour of these start-ups is the
growing interest among large Indian enter-
prises toadopt theirsolutions. Goyal believes
itisdifficult for start-ups tosell to the enter-
prises but VC funds are able to guide these
entrepreneurs with strategy and also help
them through their networks.

Said Balakrishnan, “If you have to test the
product,then India s the best place because
ofits complexity. Butifyou have to getvalue
then youwill have to takeit to the West”The
idea hereis thatifa productworksin Indiait
will be much easier to ensure its success in
global markets.

The B2B segment is expected to see a
longerrun unlike the marketshare run of the
B2C companiesas theyare built on the plat-
form of amore sustainable business model,
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SCI-FI GETS REAL
Pat Gelsinger, CEO, VMware

n interesting moment in the

evolution of technology where science fictions ar
becoming the science facts for everyday use

Developing next-gen

ERP for Indian SMEs

SAP is making its ERP

a modern platform with

embedded analytics that
can be deployed on

cloud as well as on-premise
and can be also accessed
on mobile phones

ANKUSH KUMAR

" INDIAN MICRO, SMALL and medium enter-

prises (MSMESs) today are using all kinds of
technologies to improve every step in the
business process, from operatioqs to cus-
tomerengagement.Asa result,business sys-
tems such as ERP is helping various organi-
sations to gain new customers, grow
revenue, and improve productivity. Earl_ler
ERP was used for financial accounting, tn—
ventory management, sales invoicing, e c'.,
but togay its sgcope has broadened sig.niﬁ.-
cantly. Companies such as SAPare turning it
into a modern platform that has embedded
analytics that can be deployed on cloud as
well as on-premise and can be accessed on
e phones.
mogillxe%emlan enterprise software m;aleer
hasrecently partnered the ministry of micro,
small and medium enterprises to launch
Bharat ERP,a programme to digitally enable
nearly 30,000 MSMEs and youth in the next
three years. “We are starting with five tech-
nology centres and our plan is to reach
MSMESs in the most remote corners, wher-
ever these technology centres are present. We
want to achieve this in two ways—first, to en-
able and train them. Second, to give them af-
fordable and cloud ready packages that the
MSMESs can adopt at entry-level costs. Glob-
ally, we are adding over a 1000 new cus-
tomers every quarter; thatisan average of 10
new customers every day,’informs Deb Deep
identand ging director,
SAPIndian Subcontinent. e b
The company will provide using
One platform, the course curriculum anflthe
content; and will train the trainers _afﬁllated
with the ministry of MSME. The ministry of
MSME runs axtandardpx?gramn?eond:‘gﬁal
conwent; ana wili traim the trainers affiliated
with the ministry of MSME. The ministry of

MSME runsastandard programme on digital
technologies atall technology centresand the
ERPprogrammewill nowbeapart of that pe-
cialised programme. It is a one-month
programme in which, depending upon the
charter of the MSME council and the
technology centers, the candidates could be
entrepreneurs, professionals, educated indi-
viduals, etc.Theywill spend three tofourhours
everyday,learningatthe centreandat the end
of that programme, theywillgetajoint certifi-
cation from the ministry of MSME and SAP,
stating that they have been trained on the SAP
Business One platform. This certification will
help them with their businesses and careers
since SAP skills are quite in demand in the
market for employment, aswell as entrepre-
neurship opportunities.

The software maker is planning to make
its ERPinteractive for MSMEsand therefore
would be soon adding features such as chat-
botsand Internet of Things. “We areworking
on chatbots and IoT; because we think that
within the next 15-20 years, only a small
partof dataentrywill be done by human be-
ings on a keyboard. In 20 years, most of the
data entry will be done by sensors and de-
vices and the role of human beings in busi-
ness will be to analyse the data, monitor the
performance and make decisions. Even small
businesseswill move to complete digital for-
mats, So artificial intelligence, machine

We are starting with five
technology centres and
our plan is to reach MSMEs
in the most remote
corners, wherever these
technology centres are
present.

— DEB DEEP SENGUPTA, ;
PRESIDENT AND MANAGING DIRECTOR,
SAP INDIAN SUBCONTINENT

We are working on
chatbots and loT because
we think that within the
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we think that within the
next 15-20 years,onlya
small part of data entry will
be done by human beings
on a keyboard.

— LUIS MURGUIA, SENIOR VICE

PRESIDENT AND GENERAL MANAGER,
SAP BUSINESS ONE

learning, 10T, ete., will broadly use mobile
devices,” informs Luis Murguia, senior vice
president and general manager, SAP_
Business One. 0
He further explains that n a regular ERP
system, ifa person need to find aninvoice,he j
will have to do it manually by going through
account receivables, invoices, customer
numbers and s on. SAP HANA gives them
enterprise searchlike Google,s0 one can just
put keywords—perhaps a product, a date or
the name of the individual and itwill provide
alist of documents that HANA thinks that
person is looking for. For a local ERP
vendor to have an enterprise search feature,
isabighelp. So prettysoon, theyare going to
have SAP Business One with a chatbot that
willlet them interact with the system not by
usercommand, butusingasimple language.
The chatbot will respond directly, as it does
onsocial media, i




