





This flywheel momentum extends beyond Saa$S unicorns to the wider Indian ecosystem cl-d-atae zinnov,c

VENTURES

. . Krish Subramanian
Ankit Sobti =)
LEGACY SOFTWARE P Adobe @rosmnn — GLOBAL IT SERVICES Ex-Cognizant, Sa‘“’b gebes . t
' - ubscription billing and revenue managemen
Founder & CTO, Cloud API development and collaboration platform gﬁ fourt\)der &CEQ, platformp d J
Postman for developers argebee
777777777777777777777777777777777777777777777777777777777777 - Ankur Handa [ vsBA |
Manisha Raisinaghani [ vsBA | Ex- Capgemini,
Exa_rllllssMa aisinghant LOGINEXT — Co-founder, Al-enabled loan life cycle management solution
' _— Lentra for banks and lenders

Co-founder & CTO, Cloud and Al-based logistics management

Loginext software company

Vinay Jaasti [ HBA |

Ex- Oracle,

Co-founder & CTO, Cloud-based virtual event management

Airmeet software provider INDIAN IT SERVICES :)?_n_lc_lgg b Gupta
Co_foun’der & COO, Offers a Cloud-based healthcare data activation
Innovacer platform
Raghav Viswanathan
Ex- HCL,
Founder & CEO Offers freight rate & quotations management

Sunil Thomas s ' i i

GLOBAL BIG TECH o | HBA Freightify and tracking solutions

Ex-Microsoft,

Co-founder, Al-based customer engagement platform with

CleverTap real-time app analytics

Satej Sirur . [ HBA |

Ex- Amazon, F: Rocketium Somnath Chatterjee

Ex- Microsoft, Creative production, operations and analytics BIG 3 &BIG 4 Ex-Mc Kinsey,

s« Founder, platform for faster marketing Co-founder & CEOQ, Al-based talent supply chain management

Rocketium Prismforce platform for tech services

Guru Hariharan Chaitanya Peddi

Ex- Amazon, CommercelQ Ex- Ernst & Young,

G ~ I Founder & CEOQ, Omnichannel management platform to maximize Co-founder & Provider of cloud-based disruptive end-to-end,
o‘ st g e CommercelQ e-Commerce performance Product Head, agile HRMS suite

Darwinbox

Source: LinkedIn, Zinnov CoNXT Analysis
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Mature Indian SaaS companies have strong global presence and are leaders across product categories cL\‘?"rv“(:’a’ N ZINNOV,~

VENTURES

MATURE INDIAN SaaS START-UPS' RECEIVE HIGH TRACTION? FROM ..AND ARE GLOBAL LEADERS ACROSS CATEGORIES

ACROSS THE GLOBE...

Enterprise contract management platform that has handled over 10 Mn

B Icertls contracts across 90+ countries

NORTH AMERICA

ﬁ#

Vertical Specific Business Applications

_____

q ure a| Al-based diagnostic imaging tool deployed globally at over 1,400 health
v : centers across 75+ countries

sinnovaccer  Zenoll O Vueai' pando

Horizontal Infrastructure Solutions

Cloud-based application testing for developers with 50,000+ customers
© BrowserStack  gychas Amazon, Spotify, Adidas

Of the traction for mature Of mature Indian SaaS start-ups
V3 SaaS start-ups in Indiais <1V/3 are headquartered outside India;

from outside the country 62% are in the US alone 0 oS TMAN @ HASURA CIthI A 4 HEVO

Note: (1) SaaS unicorns and potential unicorns are collectively referred as mature SaaS start-ups. (2) Geographical traction is calculated basis revenue analysis, primary interviews and triangulation from website traffic of 40 Indian SaaS unicorns & potential unicorns.
(3) APAC excludes India.

Source: Primary research, Zinnov CoNXT Analysis
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India’s core strengths position it perfectly to build and scale best-in-class Saa$S products for the globe cl-Satae Zinnov,/

VENTURES

INDIA HAS A STRONG MACRO OUTLOOK A STRONG TECH ECOSYSTEM AT ITS CORE PROVEN SUCCESS IN SCALING SaaS PRODUCTS GLOBALLY

7% 3Mn 1.55 Mn+ 50 50,000+

GDP growth rate for FY23 Software Engineering Talent GCC talent SaaS unicorns and potential Emplovees in SaaS unicorns &

unicorns potential unicorns

2X 3X

Real GDP growth rate Lower R&D team's cost than in the US 1390+ ER&D GCCs with 3X

compared to the world for FY23 600K+ Growth in Saa$ funding 3rd Highest
employees since 2019 Number of SaaS unicorns in the world

28 years 1820+ BpM GCCs with

+ .
Population median age 546K+ employees 1480+ cecswith 185+
401K+ employees # SaaS start-ups founded by former employees of SaaS unicorns

INDIA IS A GLOBAL HOTSPOT FOR TECHNOLOGY AND INNOVATION THAT ENABLE GLOBAL SaaS

~32% 20,000+ 66%

2“d L_arQESt . India's share of total STEM graduates in Product managers 0.75M . . .
English speaking population the world . n Of Saa$S unicorns & potential unicorns

Indian Developers headquartered outside India
using GitHub

~700 Mn 25,000-27,000 3rd Largest

) Start-up ecosystem globall
' Active tech start-ups p ecosystem globally
internet users

Asia's largest
SaaS community in India- SaaSBOOMi
USD18.2 Bn 25%

2nd fastest growing Equity investments in tech Growthin f;lrgorl:gct)ez?lh start-ups

Digital economy start-ups in 2022 88%

of traction is global for SaaS
500+ unicorns & potential unicorns

USD1Tn 89 73 tech events tentatively planned

Digital economy by 2026 Active tech Unicorns Global Unicorns' GCCs for 2023

Source: Please see "Notes for Reader” section for the sources of the above data points
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DevOps, Cybersecurity, and Vertical SaaS: Thriving SaaS categories with promising future potential cl-datae

VENTURES

CURRENT ATTRACTIVENESS INDEX

ZINNOV,¢

SaaS Trends Assessment and Rating Matrix (STAR Matrix'): For Categories

Customer awareness and adoption:

High Awareness and adoption among B2B customers
""""""""" T Competition intensity:
i Vertical SaaS adoption to grow significantly Cavel et vl srreE See® previlEre
i with increased demand for customized y g P
i functionality and faster time-to-value
et Market dynamics:
o Market size, historical growth, and niche characteristics
2 of the market
=
S ; Google search volumes:
cC H . .
[ ! Popularity and interest based on Google searches
o N N
a s % ________ ,
< i i i
5 . ‘ Sales, Marketing & CRM i DevOps and Cybersecurity !
= i gain momentum as the need |
LL Governance, Risk & Sroductivit i for strengthened software i FUTURE POTENTIAL INDEX
. \' & 1 0 . 1
Compliance C . i delivery and protection i
ollaboration i . . . i
‘ ‘ ! against evolving threatsrises |
, Cloud Infrastructure L J .
Real Estate & Constructon @ &  Stomomomommmommomsmsmsosmsmsoeoeoes B Growth potential [ future growth of the trend:
Potential for future growth and expansion
‘ ‘ ‘ ‘ Data Analytics & Bl
Supply Chain Management Human Capital Finance & Disruption potential:
Management Accounting . .
Potential to disrupt and transform SaaS market
Low Current Attractiveness Index High Nascency of the idea:

Degree of novelty and potential for groundbreaking
@ HBA VSBA @ HIA * Key Opportunity Areas innovation

Note: (1) In the STAR Matrix, scores for the 16 category trends are relative to one another. All 16 trends exhibit high levels of attractiveness and potential compared with other topics not shown in the matrix above.

Source: Primary interviews, Zinnov Digital Transformation 2.0 Report, Google trends, Chiratae & Zinnov CoNXT Analysis 47



Generative Al and Web 3: Immense potential to transform industries and markets CL\"."m“CEE/

VENTURES

CURRENT ATTRACTIVENESS INDEX

ZINNOV,¢

SaaS Trends Assessment and Rating Matrix (STAR Matrix"): For Technologies

Customer awareness and adoption:
Awareness and adoption among B2B customers

High

N W \ Competition intensity:

* CERERITTE A Level of rivalry among Saa$S providers
Market dynamics:
Market size, historical growth, and niche characteristics
of the market

——————————————————

Edge Computing

Quantum Computing

Google search volumes:
Popularity and interest based on Google searches

———————————————————————————————————————————————————————————————

AR/VR

i Generative Al and Web 3 rapidly gaining traction,
i to revolutionize the digital landscape, empowering
i decentralized and intelligent applications

Future Potential Index

FUTURE POTENTIAL INDEX

(Y ——

----------------------------------------------------------------

Growth potential / future growth of the trend:
Potential for future growth and expansion

Disruption potential:
Potential to disrupt and transform SaaS market

Low Current Attractiveness Index High Nascency of the idea:

Degree of novelty and potential for groundbreaking
@ Technology Yx Key Opportunity Areas innovation

Note: (1) In the STAR Matrix, scores for the 5 technology trends are relative to one another. All 5 trends exhibit high levels of attractiveness and potential compared with other topics not shown in the matrix above.

Source: Primary interviews, Zinnov Digital Transformation 2.0 Report, Google Trends, Chiratae & Zinnov CoNXT Analysis 48



DevOps tools to streamline operations in a USD 600 Mn global software development market by 2026 cL\‘?"rf(:’a’c/ ZinnoVv./

VENTURES

CURRENT ATTRACTIVENESS FUTURE POTENTIAL INDUSTRY LEADERS ON DEVOPS

o : - @ . . : . @ -

Low=1 High= 5 Low=1 High=5 ‘ ‘

Despite hurdles presented by the ongoing
pandemic, including cultural shifts, all
. remote and hybrid team collaboration, and
development that will leverage : . :
Low Code/No Code by 2025 challenges surrounding hiring and retention,
(vs <25% in 2020) teams are releasing new applications faster
than ever. We'll see an ongoing focus on
speed, security, and compliance as
organizations continue to consolidate their

CAGR of global DevOps market DevOps toolchains and processes.
till 2030

Global market size for Share of new application

developer platforms and
data infrastructure products

Number of new developers
who joined GitHub in 2022
(27% Y-0-Y growth)

David DeSanto
Number of new projects that Chief Product Officer
were started globally on GitLab

GitHub in 2022

Source: Bessemer Venture Partners; GitHub Octoverse 2022 Report; Gartner; Intelligent process automation and the emergence of digital automation platforms, Red Hat, February 2018; NASSCOM; GitHub; Publication by GlobeNewswire dated August 23, 2022;
Chiratae & Zinnov CoNXT Analysis 49



India is disrupting DevOps globally; #1 contributor to global Al-related GitHub repositories CL\lr‘&—‘ta’C/ zinnov./
KEY DRIVERS OF DEVOPS MARKET GROWTH INDUSTRY LEADERS ON DEVOPS
Augmented Proficiencies Security Concerns
» Faster development: Up to 90% reduction in development time due to Low Code/No Code » A GitHub survey of 5000
applications. professionals reveals that
security is the #1 benefit . . . N .
» Faster deployment: ~2X increase in deployment speed reported by ~60% of developers and reason to implement a Ind.la. s potential for DevOps. Is further arT\pllfled by its
according to an industry survey DevOps platform. Hence, thriving developer community and growing demand
DevSecOps emerges as a for open-source technologies. With proven success
» Reduced resolution time: <1 day to fix configuration issues reported by ~75% of key theme. stories, India has all the ingredients to become a global
companies with automated infrastructure as-code security testing according to a survey by Sync. leader in DevOps.

- Partner, Early-stage investment firm

WHY INDIA FOR DEVOPS?
CONCERNS IN SCALING DEVOPS
Of India’s Internet runs

o Of the global developer Contributor to global o
1 o /0 bftshe i? intlnc:ia, tgrowing #1 AI-reIiteq GitHub 8 5 /0 onfiree Or open-source » Incompatibility between legacy systems and
at e fastestiate FEPOSITONES SOTHware infrastructure still used by some organizations and
DevOps
» Over-reliance on automated testing/reviews when this
1 [
KEY INVESTORS' IN INDIA'S DEVOPS LANDSCAPE tech scales

International investors Domestic investors > Misalignment between security and development

teams
NTLER INSIGHT ACCQI nexys C‘L-\?r‘a_‘ta‘/t/ Stel l ar I S » Job security concerns for employees with highly

PARTNERS venture partners } VENTURES = VENTURE PARTNERS

| automatable workflows
\ | )

Note: (1) The list of key investors is illustrative and not exhaustive.
Source: Bessemer Venture Partners; A maturing DevSecOps landscape, GitLab, May 4, 2021; Forrester Analytics Business Technographics Developer Survey, 2020; Infrastructure as code security insights, Snyk, 2021; Primary interviews; Chiratae & Zinnov CoNXT Analysis 50



These top trends are shaping the Indian DevOps market in 2023 cl-iatae Zinnov.¢
DEV TOOLS DAY JAV/AY SECURITY & PRIVACY CASE-IN-POINT: HEVO DATA
appsmith_ (‘) devtron "- HEVO @ truefoundry privado "\ deepfence
: Project Management/Collaboration : : MLOps : Z Privacy : .. ..
- A\ - N s A\ o
_ Code Development/Management ) _ DataInfra/Data Ops ) \ Cloud Security ) ... P H EV 0
i Productivity/Enablement ) i Database j Z Authorization/Access Control : B
i Cl/CD ) i Large Language Models ) i Compliance )
h o B H B ’ Core Solution: No-code data
. aliWEE y pipeline platform

Offers an automated data pipeline

INFRASTRUCTURE TESTING OBSERVABILITY platform enabling users to collect and

transfer data from multiple sources to

5 _ 5 their preferred data warehouse, run

opslyft € space cloud v Keploy @ BrowserStack () SuperOps.ai vUne! transformations for analytics, and

p N p : N > N deliver operational intelligence to

N SleLie e R ) L Autonomous Testing ) Application Performance business tools. Hevo is serving

4 R 4 ) FAri :

 Deployment ) | Test Automation ) . Monitoring (APM ) thousands of customers in more than

p g p 5 p S 40 countries and across 5+ sectors.
Productivity/Enablement Test Execution Reliability Engineering

\_ 4 \_ J \_ 4

Note: The above does not cover all the use cases that are part of this study, it is only an illustrative representation of key use cases.

Source: Stellaris Venture Partners, Chiratae & Zinnov CoNXT Analysis 51



VC funding in Cybersecurity surges to USD 18 Bn amidst rising cybercrime expenses cl-datae Zinnov,¢/

VENTURES

CURRENT ATTRACTIVENESS FUTURE POTENTIAL INDUSTRY LEADERS ON CYBERSECURITY

o : - @ . . : . @ .

Low=1 High= 5 Low=1 High= 5 ‘ ‘

Every industry has an ongoing focus on
Cybersecurity, understanding the threat

Global VC funding in the Expected Cybersecurity actors, their motivations and methods they
Cybersecurity sector in 2022 market size in 2030, growing use to ensure we are adequately prepared
across 1000+ total deals ata ~12.5% CAGR and protected, and we continue to invest in

security and tools as well as in education
for our customers.

Number of Cybersecurity
unicorns and ‘soon’icorns
minted in 2022 globally

Estimated cost of cybercrime
to the world in 2025

Shemara Wikramanayake
MD & CEO

Reduction in incident cost for Macquarie Group

companies adopting security
infrastructure by 2024

Number of unfilled Cybersecurity
jobs worldwide as of Q12023

Source: Industry reports; News articles; Publication by Australian Financial Review dated January 3, 2023; Chiratae & Zinnov CoNXT Analysis =5



With 900 Mn+ estimated internet users in India by 2025, the need for Cybersecurity in the cl-iatae Zinnov,¢
country Is increasing
KEY DRIVERS OF CYBERSECURITY MARKET GROWTH INDUSTRY LEADERS ON CYBERSECURITY
Digital Transformation Regulatory Push Increasing Awareness
» The Digital Transformation market is » The Indian Government's Reasonable » As more and more businesses in
growing at a CAGR of ~24%, but is Security Practices and Procedures and India become aware of the risks
creating new vulnerabilities and Sensitive Personal Data or Information associated with cyber attacks o . .
threats, that are driving the growth of Rules, RBI Cyber Security Framework, and data breaches, they are Start.—ups are developing mnovapve Cybersecurity
innovative Cybersecurity solutions National Cyber Security Policy, PCI taking proactive steps to protect solutions that address the evolving threat landscape.
DSS, etc. emphasise Cybersecurity themselves The demand for effective Cybersecurity measures is

only set to grow, providing ample opportunities for
Cybersecurity start-ups in the country.

-Founder, Late-stage start-up

WHY INDIA FOR CYBERSECURITY?
9 0 O Estimated number of Internet users in India in 2025 U S D Amount allocated in the Union

M (vs ~700 Mn in 2022) directly impacting the need

CONCERNS IN SCALING CYBERSECURITY

Budget 2023 to improve India’s

L As the threat landscape continues to evolve, it
for Cybersecurity infrastructure 76 M n + Cybersecurity infrastructure > e ' . . :
becomes more difficult to find skilled Cybersecurity

professionals

KEY INVESTORS' IN INDIA'S CYBERSECURITY LANDSCAPE » Adapting to the new threats that evolve in the industry

will always require heavy investments into R&D
International Investors Domestic Investors » The Cybersecurity industry is subject to a variety of
Q. | regulations and compliance requirements, which can
: : 30NE4 - . ,
%)F SAlF?artners SEQUOIAE C‘L-\?r‘a_‘ta’t/ '|'|' ‘ CAPITAL be difficult for businesses to navigate
SORENSON VENTURES
N | Y,

Note: (1) The list of key investors is illustrative and not exhaustive.

53
Source: Primary interviews, News articles, Chiratae & Zinnov CoNXT Analysis



Essential components of a Cybersecurity tech stack: Indian companies are offering solutions for
customer’s security layer

appknox druva’

CUSTOMER'S Checkmarx SEQRITE Acronis
SECURITY LAYER

Responsible for security in the Cloud
Risk Management Identity Management Threat Management

H W
“} Eﬁ%gil:'nation llantus \ SIS e
\J LACEWORK % CYBERARK' S CloudSEK

M

Edge Locations

Note: The above does not cover all the use cases that are part of this study, it is only an illustrative representation of key use cases..

CLOUD PROVIDER'S
SECURITY LAYER

Responsible for the security of the Cloud

(managed by Hyperscalers)
Hardware

Source: Chiratae & Zinnov CoNXT Analysis

datze

VENTURES

\Vdeepfence

Core Solution: Cloud Security
Observability

A security observability platform for
Cloud and container environments
offering open source and enterprise

solutions to protect modern applications.

It can identify vulnerabilities in container
images, Kubernetes manifests and can
also in third-party libraries and
dependencies. It reduces non-critical
security alerts by 90% and has over 10K
stars on GitHub.

y
i
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Vertical SaaS start-ups are expected to gain 80% investor favor, driving growth in 2023 cL\‘?"rv“(:’a’ N ZinNOV,/

VENTURES

CURRENT ATTRACTIVENESS FUTURE POTENTIAL INDUSTRY LEADERS ON VERTICAL SaaS

Low=1 High= 5 Low=1 High= 5 ‘ ‘

What [investors] missed is that you can
capture significant market share in [a]

Increase in global market size Ot the 30+ Indian investors vertical much more so than in any horizontal
: . . surveyed, are more likely to : : -
for vertical SaaS solutions in . . . . industry....| think the opportunities and the
invest in vertical SaaS solutions o .
the last decade ) 0B A iR o 2022 breadth of opportunities for vertical software

companies is just as large as it is for any
horizontal SaaS company today. There's no

Of the 383 global executives real difference.
and IT leaders surveyed,
agree that vertical SaaS is
the way of the future

Lesser decline in median valuation
multiples’ and efficiency score?
amidst market downturn as
compared to horizontal SaaS

10%-15%

Talia Goldberg
Partner

Increase in the number of vertical Bessemer Venture Partners

SaaS unicorns globally from
Oct 2021 to Oct 2022

Note: (1) Valuation multiples is a measure of EV/annualized revenue. (2) Efficiency score measure of Annual Recurring Revenue growth plus Free Cash Flow (FCF) margin.
Source: Fractal State of Vertical SaaS Report 2022; Forrester Consulting ‘Vertical SaaS For Professional Services Is Driving Material Benefits’ study, 2022; Chiratae-Zinnov Investor Survey (30+ Investors); Industry reports; Publication by Bloomberg-Protocol dated 55
October 14, 2022; Chiratae & Zinnov CoNXT Analysis



With 70 Mn+ SMBs in India, Vertical SaaS players have a lucrative opportunity in the Indian market cA-datae Zinnov,¢/
KEY DRIVERS OF VERTICAL SaaS MARKET GROWTH INDUSTRY LEADERS ON VERTICAL SaaS
Perks over Horizontal SaaS Increased Digitalization SMB Adoption
» Lower cost and higher capital » Major industries such as Construction, » 400 Mn SMBs worldwide to drive
efficiency: 8X lower CAC' and 45% Hospitality, Healthcare are still low on demand for vertical SaaS as they
less cash to IPO than horizontal peers digitalization, creating numerous lack integration capabilities and . L o . .
opportunities for verticalized solutions are more likely to adopt an “all in Vertical SaaS is gaining popularity in Indla.due tolts
» | ower competitor volume and higher one” solution ability to provide targeted, industry-specific software
retention solutions that offer scalability and agility. In India, it will

grow rapidly in the coming years, driven by increasing
demand from SMEs and start-ups.

- Managing Partner, Global VC Fund

WHY INDIA FOR VERTICAL SaaS ?

CONCERNS IN SCALING VERTICAL SaaS

Of Vertical SaaS unicorns from India are building

o Number of SMBs in India, of
80 /0 products for global markets (Ex: CommercelQ, 70 Mn+ which 75% are digitalized

Zenoti, etc.) » Smaller lead pool for niche industries and consequent

customer acquisitions

» Transforming legacy/old business processes and
KEY INVESTORS?IN INDIA'S VERTICAL SaaS LANDSCAPE navigating industry regulations

International Investors Domestic Investors

H(B:apital TIGERGLOBAL  cl~iratae #BLUME @koe capital

/ Bessemer
Venture |
Partners Group | VENTURES

_ i Y,

Note: (1) CAC: Customer Acquisition Cost, (2) The list of key investors is illustrative and not exhaustive.

Source: Blume Vertical SaaS thesis, 2021; SaaSTr; Saastitute; Primary interviews, Chiratae & Zinnov CoNXT Analysis 56



Certain industries are more likely to be impacted by Indian Vertical SaaS companies than others cl-iatae Zinnov,/

VENTURES

TOP INDUSTRIES FOR VERTICAL SaaS CASE-IN-POINT: INNOVACER
s § Rew

'y fego () FinBox XX @ it @ HealthPlix qQure.al o
ace lurlle y\ 4 Inncvaccer

4 N N N N 4 N [ N
Wealth Management Digital Banking Build Marketplace e-Commerce Fulfilment Telemedicine Record Management .
r lution: CI -ba Data
\ L )L L )L L ) Core Solution: Cloud-based Dat
‘ N ( N N ( N [ N ( ) Activation Platform
Fraud Management Document Digitization Sales Enablement Customer Management Preventive Diagnosis Compliance Security Provides a holistic healthcare technol ogy
o AN N\ AN ) o N\ )

suite featuring a Data Activation Platform
for unified patient records, developer

EMERGING INDUSTRIES FOR VERTICAL SaaS tools, and an Intelligent Application Suite

empowering healthcare organizations to
integrate and analyze data from diverse
sources, enhancing decision-making,
@ForEye ope.rationa.l efficiency, and patient care.
Their solutions are used by over 96,000
providers across 1600+ locations,

TEKION  autorox O GreyOrange [ 22 pando

HUVIAIR

. N [ N N [ N N A\ - - :
generating over USD 1 Bn in cost savings.
Dealer Management Inventory Management Production Management Material Management Order Management Inventory Management
\ AN AN AN J J J
4 N [ N 7 N [ N\ 4 N [ N\
Financial Management Claim Management Maintenance Planning Device Monitoring Vehicle & Route Load management
Management

Notes: The above does not cover all the use cases that are part of this study, it is only an illustrative representation of key use cases.
Source: Chiratae & Zinnov CoNXT Analysis 57



Generative Al for SaaS is a transformative market, with 10X growth in VC funding since 2020 and a clatae Zinnov,/
projected market size of USD 110 Bn by 2030 venTuRes

CURRENT ATTRACTIVENESS FUTURE POTENTIAL INDUSTRY LEADERS ON GENERATIVE Al

Low=1 High= 5 Low=1 High= 5 ‘ ‘

If you think of many markets and
professions, Generative Al is going to make

Growth in global VC funding for CAGR of the global things more efficient. At the same time, it's
Generative Al start-ups in the last Generative Al market till 2030 going to present many cases of additional
2 years, reaching USD 50 Bn in reaching USD 110 Bn+ value being created through those. | do

2022 think this part would suggest that this is not

a three-year or a five-year phenomenon.
This is a generation-wide phenomenon that

Of India’s target USD 5 Tn GDP we will all be living through for the next 20,
to be added by Al by 2025 30 years.

Of the 250+ new patents filed
in the Generative Al domain
since 2021 were granted

Rahul Kapoor
David W. Hauck Professor
Wharton

Of internal marketing will be
managed by Generative Al
by 2024

Number of companies building
Generative Al specific-applications
worldwide

Source: Zinnov Tech Trends Report 2023; Zinnov ‘Unlocking Business Value for Enterprises with Generative Al' Report; Industry reports; Podcast by Wharton School of the University of Pennsylvania dated May 20, 2023; Chiratae & Zinnov CoNXT Analysis
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India leads in Al product development with ~16% of the global Al workforce housed in the country cl-datae Zinnov,/
KEY DRIVERS OF GENERATIVE Al MARKET GROWTH INDUSTRY LEADERS ON GENERATIVE Al

Rise in Content Creation Regulatory Push Focus on Customer Experience

» As content creation and » The Indian government's National Al » Start-ups are increasingly focusing
personalization rises, it will be Strategy aims to create aUSD 1 Tn on providing superior assistants to
harder for humans to produce Al industry in the country by 2035. generate descriptions, marketing . .
content at the required scale and This includes the establishment of campaigns, etc., to enhance With a growmg.pool of talented researc.hers and .
speed. 10%-12% of all data will be a National Al Research Institute customer experience developers, India can become a leader in developing
produced by Generative Al in the and the creation of a regulatory and deploying Generative Al. It can transform
next 2 years framework for Al industries like Healthcare, Education, Entertainment,

etc., creating economic growth and job opportunities.

- Founder, Late-stage start-up

WHY INDIA FOR GENERATIVE AI?

CONCERNS IN SCALING GENERATIVE Al

1 6 o/ Of the global Al talent is in India, showing high focus 8 o 0 Number of Indian start-ups focusing
O on Al product development in the country + on Generative Al » Could perpetuate or amplify existing biases, leading to

unfair treatment of certain groups or individuals

» Risk of job displacement is very high, particularly in

KEY INVESTORS' IN INDIA'S GENERATIVE Al LANDSCAPE Industries that are susceptible to automation
» Vulnerable to data breaches and privacy violations,

International Investors Domestic Investors and there is a risk that Generative Al could be used to
manipulate or exploit individuals
GENERAL
TIGERGLOBAL As~atze.  matrix
ATLANTIC VENTURES PARTNERS
\ | J

Note: (1) The list of key investors is illustrative and not exhaustive.

Source: Zinnov Tech Trends Report 2023, Zinnov ‘Unlocking Business Value for Enterprises with Generative Al' Report, Industry reports, Primary interviews, Chiratae & Zinnov CoNXT Analysis 59



Global SaaS start-ups aim to expand Generative Al capabilities for driving growth cL\‘?‘rﬁC’a’c/ Zinnov,/

VENTURES

CASE-IN-POINT: PIXIS
AlphaSense [,)Dhilise O Listnr.fm

Z LONGSHOT Fluid Al MURFA
END-USER AR P. .
APPLICATIONS g FIXIS
HEX<O -—— & Pixis
9 o L v 0 Core Solution: Codeless Al
_ ’ infrastructure for marketing
p® Instoried kroop Al -wPhrase P

A Generative Al infrastructure

API2 ERAMEWORKS S ———— company that.prowdes predlct!ve
analytics, audience segmentation,

1
LLM N . - _ consumer behavior analysis,
DEVELOPMENT S FIXIE ad HumanFirsta campaign performance
management, and personalized
TOOLS (00 Humanloop Q snorlkel content recommendations, thereby

enabling marketers to reduce CAC
by 30% with 70% faster creative

TAT leading to a 28% average
FOUNDAT'ON boost in ROI.

MODELS AND
HUBS

& openAI ® cohere Al2llabs

Note: (1) LLM stands for Large Language Model. (2) API stands for Application Programming Interface.; The above does not cover all the use cases that are part of this study;, it is only an illustrative representation of key use cases.

Source: Zinnov Unlocking Business Value for Enterprises with Generative Al Report- 2023, Industry reports, Chiratae & Zinnov CoNXT Analysis 60



With a potential for a 43% market CAGR and a 15X increase in VC funding, Web 3 will present datze Zinnov./#
attractive opportunities for SaaS

CURRENT ATTRACTIVENESS FUTURE POTENTIAL INDUSTRY LEADERS ON WEB 3

o : - @ . . : . @

Low=1 High= 5 Low=1 High= 5 ‘ ‘

The values of self-custody, transparency
through open-source code, and access to
financial opportunity are uniquely enabled
by decentralization. While there is still much
more to build and need for broader
education/exposure, the future is bright for
our industry.

Growth in VC funding for Web 3
start-ups since 2017/, that
reached USD 21.5 Bnin 2022

CAGR of global Web 3
market till 2030

Of the 1280 global senior
executives surveyed fear losing
competitive advantage by not
adopting Blockchain and digital
assets

Reports covering niche topics
10,000+ |piesgvpme

Nathan Cha
Marketing Lead

Total number of Web 3 start-ups dYdX

in India as of H1 2022, of which
49% have a B2B model

Web 3's economic value-add to
India’s GDP by 2032

Source: NASSCOM India Web 3 Startup Landscape Report 2022, Deloitte's 2021 Global Blockchain Survey of 1280 senior executives, News articles, Publication by Blockster dated May 3, 2023; Chiratae & Zinnov CoNXT Analysis
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India has emerged as a leading global player in the Web 3 market, with a competitive talent pool and clatze ZiNNOV.¢
high rates of decentralized solutions adoption

KEY DRIVERS OF WEB 3 MARKET GROWTH

VENTURES

INDUSTRY LEADERS ON WEB 3

Demography Regulatory Push Tech Adoption
» ~50% of the global 425 Mn+ » RFIA — USA, Virtual Asset, Regulation » A NASSCOM survey of global
cryptocurrency users are 18-34 Law — UAE, MICA —Europe, Payment enterprises reveals that 90%+
years old Services Act 2021 - Singapore are of the most mature digital
positive on digital assets enterprises expect to increase India’s rapid adoption of newage technologies, its
» Early interest in Web 3 is being led their investments across growing start-up ecosystem, and the large-scale
by decentralized finance (DeFi) and Blockchain, Al/ML, loT, AR/VR, digitally skilled talent potential are all the right building
non-fungible tokens (NFTs) and Edge blocks for India to emerge as a key player in the global

Web 3 landscape.
-Sangeeta Gupta, Sr. VP, NASSCOM

WHY INDIA FOR WEB 3?
CONCERNS IN SCALING WEB 3

1 1 o/ Of the global Web 3 talent is in India, growing at # Global adopter of DeFi in terms of value
O thefastestrate received on-chain, adjusted for PPP’ » Absence of regulatory clarity and comprehensive

regulatory framework

» Absence of institutional upskilling resources and

KEY INVESTORS?IN INDIA'S WEB 3 LANDSCAPE centers
| » Negative social image created by focus on

International Investors Domestic Investors cryptocurrency trading
» Absence of awareness about the benefits of Web 3

anim¥ca . . )
:rw \[» coinbase | Ventures h Lightspeed C‘L-\?r‘c‘f‘ta"t/ A} ELEVATION o
VENTURES WOODSTOCK
5 | /

Note: (1) PPP- Purchasing Power Parity, (2) The list of key investors is illustrative and not exhaustive.
Source: NASSCOM India Web 3 Startup Landscape Report, 2022; Publication by The Times of India dated October 19, 2022; Chiratae & Zinnov CoNXT Analysis 62



India Web 3 Market Map: Start-ups are serving the industry with solutions across the stack cl-iatae zinnov,

VENTURES

e CASE-IN-POINT: ARCANA

E [redictRAM ©3bewte

APPLICATIONS LAYER

User interface that combines business logic U GUARDIANLINK

and customer interactions o Olive 2W¥ superteam
Formerly polysynth &
L

Identification

Core Solution: Decentralized
Storage, Data Sovereignty &
Privacy for dApps

INFRASTRUCTURE
LAYER

Communication Developer Tools Data Analytics

A Web 3 infrastructure solution that
Interoperable building blocks that are highly offers user onboarding options and
reliable at doing one task; can be combined decentralized data storage for
to create applications z developers. Its user authentication
. & ’ Spheron framework supports traditional and
Biconomy  arcana Zeeve Web 3 user credential methods,
while its decentralized data storage
protects against
single-point-of-failure or

geography-specific threats. The

network has 1000+ SDKs
PROTOCOL LAYER | (Software Development Kits)
Underlying main Blockchain architecture A Shqrdeum b po ygon down’lgladdstand has onboarded 40+
apps till date.

Notes: (1) DeFi: Decentralized Finance; (2) DAQO: Decentralized Autonomous Organizations; Other Web 3 applications such as Metaverse, Wallets/Exchanges, Gaming & Entertainment have not been considered due to their B2C orientation;
The above does not cover all the use cases that are part of this study, it is only an illustrative representation of key use cases. 63

Source: NASSCOM India Web 3 Startup Landscape Report, 2022, Chiratae & Zinnov CoNXT Analysis
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Saas start-ups today need to double down on growth while ensuring efficiency cdatae

VENTURES

CHALLENGES RECOMMENDED ACTION ITEMS

T T T 0 Adopt customer-centric strategies that directly drive renewals and retention
reserve existing revenue streams - L
X J e Develop an account-by-account pricing strategy for existing customers
|:I—: e Define and relentlessly focus on your Ideal Customer Profile (ICP)
=
8:) Overcome the impact of a customer demand @) Find and invest in your best-fit GTM strategy
0 slowdown and delayed sales cycles to generate
new revenue streams 6 Devise strategies to expand existing accounts through upselling and cross-selling
6 Invest in Research & Development or strategic partnerships to drive value-driven product
innovation for customers
0 Streamline and optimize General & Administrative (G&A) expenses to improve cash flows
E_) e Continuously monitor, improve and iterate Sales & Marketing spends for better returns
p . . : L
LLI Downward pressures on cash flows and margins e Optimize major technology spends, primarily Cloud
O caused by macro-economic headwinds, adding
& concerns about runway @ Improve the productivity of your customer success teams
LL]
m Modify the pricing strategy to improve the volume of cash flows
@ Diversify the financing strategy by exploring non-equity funding options

Source: Primary interviews, Chiratae & Zinnov CoNXT Analysis
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Address customer churn and non-renewal through customer centricity and tailored pricing

1 Adopt customer-centric strategies that directly drive

renewals and retention

cAdataze  ETTTEE

VENTURES

2 Develop an account-by-account pricing strategy

for existing customers

RECOMMENDED STRATEGIES

» Start renewal process early; typically, 90 days before a customer’s subscription is due to expire
» |dentify customers with high risk of churn
» Look for signs such as unresolved support tickets, decreased number of logins, fewer
referrals, product underutilization, etc.
» Map customer journey across different touchpoints like social media, ads, website, trial
phase, onboarding and support. Address their pain points across all these
» Build robust customer success teams and equip them with sufficient data
» Leverage Customer Analytics platforms to monitor customer behavior and key KPls

TIMETO

LEss GEEEEEEEEEEE—— O & S MORE

IMPACT

By monitoring touchpoints, identifying red flags (e.g., unresolved
VOICES issues, decreased activity, underutilization), and intervening
OF THE early, businesses can address customer pain points, improve

ECOSYSTEM

their experience, and reduce churn.
-Founder, Late-stage start-up

Source Primary interviews, Chiratae & Zinnov CoNXT Analysis

RECOMMENDED STRATEGIES

» Opit for tiered pricing by segmenting customers based on demographics, behavior, usage, or
outcomes to gauge their perceived product value and willingness to pay
» Choose right value metrics to understand customer’s value perception such as number of

users, projects, storage, transactions, or results for specific customers

» Offer discounted pricing for those who reach certain usage thresholds or refer new customers
to the business

» Evaluate impact of price changes on revenue, churn, NPS & referrals for different customers
 Be cautious of increasing prices for customers with a high churn-risk

» Ensure clear and timely communication and justification of any price change

TIMETO

tess € @ B IS MORE

IMPACT

By tailoring pricing plans to each customer’s usage patterns,
VOICES businesses can provide a value-based experience that

OF THE encourages customer loyalty. Additionally, offer them incentives
and build long-term partnerships for even better retention.

- Founder, Early-stage start-up

ECOSYSTEM
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Invest and focus on your Ideal Customer Profile (ICP) and best-fit GTM strategy to drive revenues cA-datae Zinnov,Z

VENTURES

3 Define and relentlessly focus on your Ideal Customer Profile (ICP)

/]l Find and invest in your best-fit GTM strategy

RECOMMENDED STRATEGIES

» Upon reaching product-market fit, closely analyze the existing customer base
e Create buyer personas by identifying common traits such as industry, company size, location,
job title, and purchasing behavior
» |dentify patterns with deals that were successes (or losses)
* Find out what prospects have/do not have high conversion rate
» Once crystallized, ICP should shape the GTM strategy to improve lead qualification
e Make the best sales representatives pick up tier-1ICP opportunities and deprioritize
low-converting prospects
» Refine the ICP by accounting for factors such as your offerings, company goals, competition,
and emerging market trends

TIMETO

C
IMPACT LESS @ ImE» vore

While it's tempting to pursue every lead at the earliest stages of
VOICES your start-up, improving lead qualification requires you to align
OF THE your GTM rhythm around ICP and saying 'no' to leads that don't

ECOSYSTEM

align with your target audience.
- Founder, Late-stage start-up

Note: (1) ACV — Average Contract Value

Source Primary interviews, Chiratae & Zinnov CoNXT Analysis

RECOMMENDED STRATEGIES

» Once product-market fit is achieved, discover and start investing in your primary GTM motion
as early as possible to achieve repeat sales
» Let the ICP dictate the GTM motion

e For horizontal business/infra-SaasS, use a Product-Led Growth (PLG) approach with some
sales-led elements while opt for Sales-Led Growth (SLG) approach for vertical SaaS
solutions as they sell best through field sales

» Be flexible with the GTM strategy, as a particular strategy may have limitations as a company
scales, necessitating newer channel exploration

» Quickly acquire the first 100 customers without worrying much about price or ACV" as these
will help the company to refine its product and get referrals to scale further

TIMETO

LEss G O & IS MORE

IMPACT

Product-market fit is just the beginning. To truly scale a SaaS
VOICES business, one must invest in their GTM strategy early on. Repeat
OF THE sales are the lifeblood of a successful SaaS company, so don't

ECOSYSTEM

wait too long to start building your sales and marketing engine.
- Managing Partner, Enterprise SaaS VC
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Expand accounts through upsell and cross-sell and invest in value-driven driving product innovation stz ZinnoV,/

VENTURES

5 Devise strategies to expand existing accounts through upselling 6 Invest in Research & Development or strategic partnerships to

and cross-selling drive value-driven product innovation for customers

RECOMMENDED STRATEGIES RECOMMENDED STRATEGIES

> Put systemsjtools in place to measure customer expansion readiness » Adjust R&D investment in a slow-growth environment while remaining competitive
e Account for factors like usage intent, contract consumption, market conditions, interest in e Analyze evolving customer purchase behavior, reassess product priorities, and shift
higher-tier features, customers reaching license limits, etc. investment towards more profitable growth opportunities
» Tailor the offering and marketing efforts such as promotions, discounts, add-ons, access to e Focus spending on high value and low complexity R&D projects and defer spending on
exclusive content to meet specific customers' need experimental projects which have low value and high complexity

» Evaluate 'build vs buy’ decisions and strategic partnership opportunities

» Timing is key- Don't aggressively go after your customers; let them realize they need additional , ,
e Make sure the buyer persona and the ICP overlap between the SaaS company’s and their

features/products through current plan limitation warnings oartners’ business to ensure mutual growth

» Train the customer success team to leverage customer data and relationships when going « Leverage feedback from partners’ customers to identify areas of improvement, both for the
after upsell and cross-sell opportunities SaaS company and their partners

TIMETO

TIMETO

1
IMPACT LESS @® B vore

IMPACT Less GEEEEEEEEE O & I  MORE

Having a dedicated strategy for upselling and cross-selling is In current recessionary times, mapping R&D to strategic priorities
VOICES crucial because it ensures that we are not just pushing more VOICES is crucial. Start-ups should prioritize investing into customer

OF THE products or services onto our customers, but instead, we are OF THE driven product enhancements and products add-ons to ensure
ECOSYSTEM offering them solutions that meet their specific needs. ECOSYSTEM regulatory compliance and to remain competitive and relevant.

- Founder, Early- stage start-up - Partner, Early-stage investment firm

Source Primary interviews, Chiratae & Zinnov CoNXT Analysis
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Monitor and optimize General & Administrative and Sales & Marketing spends

7 Streamline and optimize General & Administrative (G&A)

cAdataze  ETTTEE

VENTURES

8 Continuously monitor,improve and iterate Sales &

expenses to improve cash flows

RECOMMENDED STRATEGIES

» Reduce subscription licence wastage
e Gain visibility into usage metrics that enables redistribution of current licenses and make
informed decisions about future licensing requirements
e Eliminate redundant functions and duplicate applications to establish a process for future
purchases
» Use industry benchmarking to renegotiate subscriptions and optimize vendor spends
» Optimize office space and reduce costs through remote work, downsizing, subleasing or lease
negotiation
» Consider outsourcing recruitment and work with the agencies on contingency basis

TIMETO

kss @ @ B IS MORE

IMPACT

During this economic slowdown, start-ups are facing
VOICES challenges in covering their expenses. Hence, optimizing G&A
OF THE costs can help start-ups reduce their cash burn rate and extend

ECOSYSTEM

runway, giving them more time to weather the economic storm.
- Co-Founder, Late-stage start-up

Source Primary interviews, Chiratae & Zinnov CoNXT Analysis

Marketing spends for better returns

RECOMMENDED STRATEGIES

» Prioritize sales efforts for driving revenues through upsell and cross-sell opportunities for
quick wins before targeting new leads/accounts

» Implement a standardized process-driven sales approach to align outreach efforts by
different sales representatives with the company's overall strategic positioning
* Do not rely on the efforts of individual sales representatives

» As average cost-per-click for advertising on Google, Facebook and other social channels
have decreased by ~30% compared to 2021, accelerate marketing efforts

» Reconsider marketing spend where it is difficult to calculate the ROI, such as, PR, brand
marketing, and in-person marketing

TIMETO

LEss I @ & IS MORE

IMPACT

Relying on individual sales representatives won't bring uniformity
Vo] [e] X in critical aspects of the sales process. A standardized framework
OF THE can reduce errors, streamline operations, and ease performance
measurement.

- CMO, Late-stage start-up

ECOSYSTEM
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Improve cash flows by optimizing technology spends and increasing productivity of the

customer success team

O  Optimize major technology spends, primarily Cloud

RECOMMENDED STRATEGIES

» Negotiate better pricing and terms with the hosting providers

e Consider opting for models such as reserved instances, pre-purchase programs, and
multi-year contracts to avail discounts

» Supervise and fine-tune Cloud utilization patterns & adjust subscriptions accordingly
e Appoint dedicated stakeholders to monitor spend, redundancy, access control, and usage
e Consider using Cloud cost management tools such as Datadog, nOps, Zesty, etc.

» Review code to identify the most resource-intensive components (in terms of compute,
network, or storage)
e Explore code refactoring and utilize suitable instance and strategic caching

TIMETO

LEss GEEEEEEE— @ & P MORE

IMPACT

It's important to engage in timely negotiations with hosting pro-
VOICES viders for better pricing and favorable terms. Be sure to research
OF THE your options, compare prices and features, and clearly commu-
nicate your needs and budget to secure the best deal.

- Founder, Late-stage start-up

ECOSYSTEM

Source Primary interviews, Chiratae & Zinnov CoNXT Analysis

cAdataze  ETTTEE

VENTURES

1 O Improve the productivity of your customer success teams

RECOMMENDED STRATEGIES

» Assess the performance of Customer Success Managers (CSM) based on their
contribution to Annual Recurring Revenue (ARR)
e Benchmark ARR per CSM based on the company'’s target customer segments: high for

enterprise customers, low for SMBs

e Reconsider existing CSM headcount and hiring plans based on the assessment

» Reduce customer support load through timely and contextual self-serve support
e Leverage self-serve motions like Al chatbots, user forums, in-app toolkits, etc.

» Invest in right automation tools, platforms, and recommendation engines to boost
representative productivity and sales effectiveness

TIMETO

]
IMPACT LESS @ IE» vore

By providing customers with self-service options such as

Vo] [e] X comprehensive knowledge bases, FAQs, and user forums, you
OF THE can empower them to find answers to common questions and
issues on their own, without having to contact support.

- Founder, Early-stage start-up

ECOSYSTEM
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Extend runways by modifying pricing and diversifying financing strategy

11 Modify the pricing strategy to improve the volume of cash flows

cAdataze  ETTTEE

VENTURES

1 2 Diversify the financing strategy by exploring non-equity funding options

RECOMMENDED STRATEGIES

» Experiment with paid-trials to offset the costs of acquiring and supporting new customers
» Implement prepaid plans and/or offer discounts to customers for upfront payments
» Promote annual or multi-year contracts through discounts and premium support, ensuring
higher Customer Lifetime Value and improve cash flow predictability
» Carefully consider price increase decisions aimed at improving cash flows
o |[f ARR is growing more than 60% Y-0-Y, risk of losing customers and referrals owing to price
increase will be higher than the additional revenue to the company

TIMETO

LEss IS O & D MORE

IMPACT

Providing discounts for upfront payments incentivizes early
VOICES payment and boosts cash flow. Prepaid plans and long-term
OF THE contracts reduce late payment risk, ensuring a steady revenue
stream and aiding income forecasting for future growth.

- Founder, Seed-stage start-up

ECOSYSTEM

Source Primary interviews, Chiratae & Zinnov CoNXT Analysis

RECOMMENDED STRATEGIES

» Consider raising debt as it provides quick and dilution-free access to funding

» |Leverage crowdfunding as it provides a platform to pitch the business to a wider network
of potential investors, including angel investors and venture capitalists

» Apply for grants that are provided by governmental agencies, non-profit organizations,
corporate foundations, and venture philanthropy organizations as they also serve as
validation and credibility boosters for the start-up

» Participate in pitch competitions, accelerator programs, hackathons, and start-up
challenges which often provide access to investors, mentors, networking opportunities,
and can offer cash prizes and different types of funding as rewards

TIMETO

c |
IMPACT LESS O MORE

With the current funding winter scenario, diversifying the

Vo] [e] X financing strategy is the key to reduce reliance on traditional

OF THE equity funding. Exploring options like debt financing can be viable
for companies with a solid credit history and steady cash flow

- Managing Partner, Seed-stage investment firm

ECOSYSTEM
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To succeed in the current times, start-ups must prioritize and enhance the right business metrics cl-datae

VENTURES

Our survey data indicates a recent shift in the priorities of investors and founders, with a heightened focus on the following metrics

CROWTHMETRICS qulor 40 pre—— aovioownrae | MR

Operational Efficiency Capital Efficiency Customer Acquisition Efficiency

: : . :
EFFICIENCY METRICS m SaaS Magic Number Burn Multiple CAC?* Payback Period

Pipeline Conversion Rate (Sales, trials, etc.) ARR/FTE* CLTVe/CAC®
VOICES OF THE ECOSYSTEM

In recent times, the focus has shifted from growth to profitability and customer We have always been focused on Burn Multiples, Gross Margins and CAC Payback
retention metrics. This shift has affected the valuation multiples, as start-ups are periods among other SaaS metrics. Given market dynamics and heightened

now being evaluated based on solid business fundamentals. Emphasizing these competition in the SaaS landscape, we believe that these have become even more
metrics enables us to identify SaaS start-ups with sustainable growth models and important now. Together, they offer a holistic view of a SaaS start-up's financial
strong market positioning. health, operational efficiency, and growth potential.

- Assistant Vice President, Tech-focused PE firm - General Partner, Enterprise SaaS VC firm

Notes: (1) ARR: Annual Recurring Revenue, (2) ACV: Average Contract Valug, (3) NRR: Net Revenue Retention, (4) FTE: Full-Time Employeg, (5) CAC: Customer Acquisition Cost, (6) CLTV: Customer Lifetime Value. Please see “Notes for Reader” section for definitions/formulas of the above metrics.
Source: Chiratae-Zinnov SaaS Founder Survey (100+ founders) & Investor Survey (30+ investors), March 2023; Primary interviews, Chiratae & Zinnov CoNXT Analysis 72
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VENTURES

Dear reader,

The India SaaSonomics: Navigating Growth and Efficiency report offers a blueprint for investors, start-ups, corporates, incubators, accelerators, and the government. It
provides insights on the performance of the Indian B2B SaaS ecosystem in 2022 and discusses the country's cautious but optimistic approach towards becoming a
global SaaS powerhouse.

To ensure clarity, we would like to provide some important notes for your reference:

» Our definition of start-ups encompasses entities founded in the last ten years, with their origins or core product development in India, and those that are at least at a
prototype stage.

» This report solely focuses on B2B SaaS start-ups in India.

» Our SaaS$ start-up database only comprises entities that derive a significant portion of their revenue by selling software. Therefore, entities operating in e-Commerce,
marketplace, social platforms, payments, software/game development, and services domains have not been classified as SaaS in the report.

» The report’s analysis is based on Zinnov's database of start-ups, pulse surveys from over 130+ founders and investors, in-depth conversations with 50+ ecosystem
players, and various secondary sources.

We hope that this report will provide you with valuable insights into the Indian B2B SaaS ecosystem.

Warm regards,
The Report Authors
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Methodology clatae

VENTURES

This report has been co-developed by ZINNOV and CHIRATAE VENTURES through a comprehensive study to understand the state of
B2B SaaS start-ups in India.

This report analyzes the following -

» Current scenario and emerging trends that define the SaaS start-up ecosystem and broader SaaS landscape in India
» SaaS founders and investors' outlook for 2023

» Key drivers and opportunity areas for Indian SaaS

» Playbook for success of SaaS start-ups

Data aggregation Interviews |/ Discussions

» 120+ start-up founders (20+ unfunded founders, 60+ Seed-stage
founders, 40+ Early and Late-stage founders)

» 60+ SaaS investors across stages and industry experts

Secondary Sources

» CBInsights » Venture Intelligence » YourStory » Livemint » Bessemer Venture Partners Cloud Index
» Crunchbase » LinkedIn » Economic Times » Forbes » Investor blogs (Investor websites)
» Pitchbook » Inc42 » Financial Times » Medium

75



Definition of a start-up clstze ZiNNOV,Z
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B2B Saa$S Start-up
START-UP: An entity working towards innovation, development, deployment, and commercialization

of new products, processes, or services, driven or enabled by technology or intellectual property. o _ , ,
Start-ups deriving major portions of their

The start-up must meet the following criteria - revenue by selling software to businesses
have been considered B2B SaaS.

Age: <10 Years

Active technology or technology-enabled product/platform company incepted in the last 10 years The fO”OW'”Q f:fategorles have been excludea
(in 2012 or later) from the definition of SaaS-

» e-Commerce start-ups

» Social Platforms
Origin: India » Software/Game Development start-ups
Founders of Indian origin, with HQ or core product development in India » Start-ups offering only services

» Marketplaces

» Payment Platforms

Funding: PE/VC Ecosystem
Are PE/VC-funded or can be considered for PE/VC funding in the future

Stage: Prototype+
The start-up must have at least a prototype or MVP; Idea-stage start-ups are not considered
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Other Definitions CL{fm’TZZ?/
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Unicorns are entities with a valuation of over USD 1 Bn and incepted in or after
Software products catering to multiple industries. 2000 (Zoho founded in 1996, is excluded), analysis as on date 31-Mar-2023.

Examples include Customer Relationship
Management (CRM), Enterprise Resource Planning

(ERP), and Human Capital Management (HCM).

Potential unicorns are start-ups founded between 2012-22, with a total funding of
more than USD 50 Mn+. This does not include start-ups that became unicorns on
Vertical-specific Software products catering to a particular market or or before 31-Mar-2023.

Business industry. Examples include Healthcare and Financial
Funding Rounds

Applications Services applications.
Seed and Angel funding rounds raised by an Indian
SaaS company

Horizontal
Business
Applications

Seed-stage

Includes essential infrastructure and components
Horizontal for enterprise application development, deployment,
Infrastructure and management. Examples include DevTlools Early-stage
Applications (Application Development, APl Management, and
Testing Tools), and Cybersecurity.

Series A and B funding rounds raised by an Indian
SaaS company

Series C and beyond funding rounds raised by an
Indian SaaS company

Late-stage
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List of B2B SaaS Unicorns

Source: Zinnov proprietary database

Amagi Media Labs

BrowserStack

Icertis

datze

VENTURES

Chargebee

InMobi

CommercelQ

Innovaccer

Darwinbox

LeadSquared

Druva

Mindtickle

Fractal

Postman

Freshworks

Tekion

Gupshup

Turing

Hasura

Uniphore Software Systems

Highradius

Zenoti

I\

e
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7% GDP growth rate for FY23 Zinnov-NASSCOM Tech Start-up Report 2022

Sources for data points used under “From India for the Globe" section

Ministry of Statistics and Programme Implementation USD 18.2 Bn equity investments in tech start-ups in 2022

2X real GDP growth rate compared to the world for FY23

28 years population median age

2nd largest English-speaking population

~700 Mn internet users (as of December 2022)

2nd fastest-growing digital economy

USD 1 Tn digital economy by 2026

3 Mn Software Engineering Talent

1.55 Mn+ GCC talent

3X Lower R&D team cost than USA

1390+ ER&D GCCs with 600K+ employees

1820+ BPM GCCs with 546K+ employees

1480+ IT GCCs with 401K+ employees

~32% India’s share of total STEM graduates in the world

20,000+ Product Managers (as of 2020)

3rd Largest Start-up ecosystem globally

25,000-27,000 active tech start-ups

International Monetary Fund (IMF)

Zinnov CoE Hotspots of the World Report 2023
Zinnov CoE Hotspots of the World Report 2023
Nielsen's India Internet Report 2023

India Brand Equity Foundation (IBEF)

News articles

Zinnov's COE Hotspots of the World Report 2023
Zinnov's GCoE India Landscape Report 2022
Zinnov's COE Hotspots of the World Report 2023
Zinnov's GCoE India Landscape Report 2022
Zinnov's GCoE India Landscape Report 2022
Zinnov's GCoE India Landscape Report 2022
News articles

News articles

Zinnov-NASSCOM Tech Start-up Report 2022

Zinnov-NASSCOM Tech Start-up Report 2022

25% growth in funded tech start-ups from 2021

89 active tech unicorns

/3 Global unicorns’ GCCs

50 SaaS unicorns and potential unicorns

50,000+ employees in SaaS unicorns and potential unicorns
3X Growth in SaaS funding since 2019

3rd Highest Number of SaaS unicorns

185+ SaaS start-ups founded by former employees of
SaaS unicorns

9.75 Mn Indian developers using GitHub

66% Of SaaS unicorns and potential unicorns
headquartered outside India

Asia's largest SaaS community in India- SaaSBOOMi
500+ tech events tentatively planned for 2023

88% of traction is global for SaaS unicorns and potential
unicorns (analysis done on a sample of 40 unicorns and
potential unicorns)

Zinnov-NASSCOM Tech Start-up Report 2022

Zinnov-NASSCOM Tech Start-up Report 2022

Zinnov CoNXT Analysis

Zinnov CoNXT Analysis

Zinnov CoNXT Analysis

Zinnov CoNXT Analysis

Zinnov CoNXT Analysis
LinkedIn, Zinnov CoNXT Analysis
GitHub

Zinnov CoNXT Analysis
SaaSBOOMI

Eventbrite

Zinnov CoNXT Analysis
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Definitions of key SaaS metrics clatze
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__

: . , )
Rule of 40 When the growth. rate + profit margin of a business exceeds 40%,
it is a healthy business

Y-0-Y Revenue growth + EBITDA

Percentage change in Annual Recurring Revenue over a given (Sum(ARR end of period) - Sum(ARR beginning of period))/
ARR Growth Rate time period Sum(ARR beginning of period)
ACV Growth Rate Percentage change in Annual Contract Value over a given time period (Sum(ACV eno.l Of, period) B Sum(ACV beginning of period))/
Sum(ACV beginning of period)
NRR Measures the ability to retain and expand customers ([(MRR" + expansion revenue) - Revenue lost from downgrades and churn]/ MRR') * 100

Amount of money a company retains after incurring direct costs

Gross Profit / Revenue
associated with producing the product /

Gross Margin

A ratio showing yearly recurring revenue growth gained for every

sales and marketing dollar spent (Current Quarter ARR - Last Quarter ARR) / Last Quarter Sales & Marketing Spend

SaaS Magic Number
Percentage of potential and existing buyers that moved from one

Pipeline Conversion Rate stage of the sales pipeline to the next one

(Total Conversions [ Total Leads in funnel ) *100

Measures how much a startup is burning in order to generate each

Burn Multiple incremental dollar of ARR Net Burn [ Net New ARR
ARR/FTE Average revenue per employee ARR [ Number of Full-Time Employees
10 CAC Payback Period fime perigd " WhICh the customer.generates revente equalto the Sales & Marketing Expense [ (New MRR X Gross Margin)
cost of their acquisition for the business
1 CLTV/CAC Ratio of the total revenue generated by a customer to the cost Total Amount a Customers pays [ Cost of Acquiring them

of their acqusition

Note: (1) MRR: Monthly Recurring Revenue
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About Chiratae Ventures

~USD 165 Mn

Total capital invested (in SaaS)

38

Total number of SaaS companies

C[/\"i"rv e

VENTURES

Major SaaS Investments
Chiratae Ventures is a 16-year-old Indian technology

venture capital fund advisor, having advised funds that -/ .. . Al e ;
| - T
collectively (across 6 funds) have USD 1.1 Bn AUM, y Pixis un| phore o HEVO @ HealthPlix

130+ investments, 48 exits, 8 Unicorns, 3 IPOs and, a
track record of having returned capital to LPs in each
of the last 12 years. The funds advised by Chiratae &: © uNBXD MANTHAN Cropf'n
Ventures have investments across sectors such as CLoUberERRY

Consumer-Tech, SaaS, Fintech, and Healthtech and

have been early backers of companies such as NOTABLE SaaS EXITS

Bizongo, Fibe, FirstCry, Flipkart, Hevo Data, Lenskart,

Myntra, Pixis, PolicyBazaar, and Uniphore, amongst MANTHAN ('.?Z: 2% hewgen QQ hansel.io ©® unBXD

CLOUDCHERRY INFISECURE
many others.

i ion, visi i rEMASEK LUt PO (Muci0s DONetcore [INetcore
For more information, visit: https://www.chiratae.com/ Cisco

® SquadStack )V deepfence @) squadcast pando
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About Zinnov

Founded in 2002, Zinnov is a global management and strategy consulting firm, with presence in New York, Santa Clara, Houston, Seattle, Bangalore,
Gurgaon, Pune, Japan, and Paris. Over the past 21 years, Zinnov has successfully consulted with over 250+ Fortune 500 enterprises to develop
actionable insights to help them accelerate their technology journeys to create value — across dimensions of revenue, transformation, and optimization.
With core expertise in Digital Engineering Talent, Digital Transformation, Innovation, and Outsourcing Advisory, Zinnov assists clients by:

e Enabling global companies to develop and optimize a global engineering talent footprint through center setups and accelerators - in an as-a-service
model, as well as optimizing their global portfolios, to achieve higher R&D efficiencies, innovation, and productivity;

e Advising global PE firms in asset shortlisting and target evaluation, commercial due diligence, and value creation;
e Growing revenue for companies' products and services in newer markets through account intelligence, market entry, and market expansion advisory;

e Helping global companies outline and drive their open innovation programs, design and operate accelerator programs, and enable collaboration with
start-ups across specific use cases and predefined outcomes;

e Structuring and implementing Digital Transformation levers enabled by technologies like Al/ML, Intelligent Automation, Cloud, 10T, etc.

With their team of experienced consultants, subject matter experts, and research professionals, Zinnov serves clients from across multiple industry
verticals including Enterprise Software, BFSI, Healthcare, Automotive, Retail, and Telecom in the US, Europe, Japan, and India.

For more information, visit http://[www.zinnov.com
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