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t's a company that made waves after in-

troducing the world’s cheapest tablets in

India in 2011 a time when tabs were just

getting noticed. It introduced a better
one a year later, after the first series was
panned. And before anyone could anticipate
its next move, it rolled out an ultra low-cost
five-inch-screen smartphone. For its disrup-
tive technology, Datawind has now made it to
2014's 50 Smartest Companies in MIT Technolo-
£y Review’s annual list of the world's most in-
novative technology companies.

So far, the biggest strength of the Canada-
based Datawind, almost synonymous with Aa-
kash tablets, has been its ability to keep costs
low. And that has helped it take the number
three slot in the Indian tablet market behind
Samsung (15 per cent) and Lenovo (13.3 per
cent), according to research firm IDC. Data-
wind had 12.4 per cent of the market (in the
September 2013 quarter) excluding sales to
the government as part of the Aakash project.

Datawind CEO and co-founder, Suneet Tuli,
says the company has managed to keep a tab
on cost by focusing on every cost head — hard-
ware, software, marketing and distribution.
“Because we manufacture our own screens (in
Amritsar and Montreal), we are able to cut a
substantial part of hardware costs,” he says. A
touch screen is about 25 to 30 per cent of the
cost of a device (tablet or smartphone) and
due to high demand, manufacturers charge a
premium. Datawind has eliminated the sup-
pliers’ margin, cutting costs to one-fourth of
the market price. “We have a number of pat-
ents around this technology,” Tuli adds.

Another reason behind high prices is what
he calls “features overkill". Since most users
don't end up using all the features in a smart-
phone, Datawind is focusing on specific needs
for a customer segment. “The most important

Tabon costs

How Datawind leveraged its disruptive
technology to enter the hall of fame

feature while making a decision is affordabili-
ty. Designing products as per the price is a
good enough disruption,” he says. 3
Vishal Tripathi, principal analyst at Gartner
India, agrees that affordability is a big consid-
eration. “The crux is that India is a price con-
scious market. That's why you don't see
premium tabs resonating well here,” he says.
Around 80 per cent of tab users are consum-

with much fanfare in 2011
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ers while 20 per cent are enterprises, which

prefer top-end features in tablets. Due to the

sheer size of the consumer segment, low-cost

tablets will always find buyers.

However, Alok Shende, principal analyst at
Ascentius Consulting has a word of caution:

“Low price is certainly an advan-

tage in a market like India. But as

consumers educate themselves, —S—
they will realise the trade-offs on

the usability thatcome withalow e cray
price are not worth it.” ch b Sesilaaia
For now, Tuli continues to be- with profit
lieve that customers should not tations at the
be burdened with profit expecta- nte Sl e
tions at the time of purchase. “We

realised that a significant R

amount of revenue comes in after

customers have bought the prod-

uct. We realised that apps, network services
and advertising create significant sources of
revenues.” So he is relying on offsetting lower
hardware margins by higher recurring reve-
nues. Datawind has relationships with part-
ners, who provide content for devices and
customers pay for that. It also sells ad space on
pre-loaded apps on its tabs, where it splits the
revenue with app developers.

For long, Datawind managed to keep distri-
bution and marketing expenses negligible by
only selling online. It has now partnered with
Flipkart and Snapdeal as well. “Even though a

down to 70 per cent in 20
the current year, only about half of our
nues will come from India,” he says.

While Tuli is happy with increasl
Shende believes the low-cost st

wind will give up its ultra lo
tion and move to devices that
user experience,” says Shende.
disagrees. He says he wants to tal
cost “India revolution global®. O
tell who is right.
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Alumnus Bharat Desai donates $1 million to 11 T-B for dynamic
entrepreneurship centre

Saturday, 1 March 2014 - 6:00am IST | Place: Mumbai | Agency: DNA
http://www.dnaindia.com/mumbai/report-alumnus-bharat-desai-donates-1-million-to-iit-b-for-dynamic-
entrepreneurship-centre-1965809

The financial help from US-based Syntel founder Bharat Desai will help produce more entrepreneurs.

Bharat Desai is a Kenya-born Indian-
American entrepreneur, who graduated in electrical engineering from 1IT-B in 1975

The Indian Institute of Technology in Powai received quite a windfall recently when billionaire alumnus Bharat
Desai, chairman of US-based company Syntel, donated $1 million to his alma mater. The money will go toward
starting a robust entrepreneurship centre so that many more technicians come out as entrepreneurs rather than
just as degree-holders.

Prof Ravi Sinha, dean of Alumni and Corporate Relations at I1T-B, told dna, "Mr Desai gave us $1million to
start an entrepreneurship centre; all modalities have been finalised. A robust training programme under the
guidance of experts and innovators will start this July. It will be open to all except the first year students.” Over
8,000 students are currently studying at the institute in various courses.

Desai, a Kenya-born Indian-American entrepreneur, graduated in electrical engineering from 1IT-B in 1975.

Syntel, based in Troy, Michigan, is a multinational provider of integrated technology, KPO and business
services, with over 23,652 employees across the world, including India.
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Desai co-founded the company in 1980 with Neerja Sethi (now his wife) with an initial investment of $2,000.
Originally named Systems International, the company earned $30,000 in its first year. The net worth of the
company at present is said to be $2 billion.

Anand Kusre, a professor at Shailesh J Mehta School of Management at 11T-B, will head the ambitious project.
Ecstatic with the development, Kusre said, “We have designed the programmes to cater to the needs of every
student on campus. This will be offered for free."”

The institute is currently in the process of hiring experts/trainers for the centre, which will require over $1.8
million in the first phase. "The remaining funds will be generated from alumni and corporates,” said Sinha.

Long-term

A three-year programme for all BTech second year students, which will be optional, will be offered for free.
Experts, innovators and businessmen will train students for three-four hours a week. Training will be to identify
the need of the society and industry, lab facilities to innovate and test the products, marketing strategy, costing
etc. At the end, every candidate will receive a BTech minor degree (entrepreneurship) along with the major
degree

Short-term
Several entrepreneurship courses have been designed to cater to the need of all UG, PG, research, management
and humanities students on campus.

We have an incubator cell but it's not as robust as it should have been. With the big financial help from Mr
Desai, we will be able to streamline the entrepreneurship training, making it dynamic and result-oriented. We
hope to see many more entrepreneurs in the next few years

—FProf Ravi Sinha, dean, Alumni and Corporate Relations, IIT-B

CBSE bans coaching for JEE, schools look to dodge rule

M Ramya, TNN | Feb 28, 2014, 03.00AM IST

CHENNAI: Schools affiliated to the Central Board of Secondary Education (CBSE) will have to stop conducting courses
that integrate the regular syllabus and coaching for competitive exams like the Joint Entrance Examination for admission
to the IITs, the board has said.

In a circular criticizing schools for commercializing education, CBSE directed principals of all institutions affiliated to the
board to immediately stop offering such coaching programmes as part of the regular workday or otherwise.

"It has been reported that some of the schools are running coaching institutions on the school premises under the
pretext of providing preparations for entrance examinations. This is not approved by the board and schools need to stop
such malpractices immediately," said the CBSE circular from CBSE secretary Joseph Immanuel to principals. It said the
board is liable to take "appropriate action" against schools that do not adhere to conditions stipulated in CBSE's
affiliation bylaws.
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