
OYO Market Case Study (2025)

OYO’s Journey from Blitzscaling to Sustainable Growth
Rebuilding Trust in India’s Budget Hospitality Market



1. Executive Summary

• Founded in 2013 by Ritesh Agarwal, OYO evolved from a budget hotel aggregator 
to one of India’s largest hospitality tech platforms. After overexpansion and trust 
issues, OYO refocused on profitability and technology.

• OYO now positions itself as a tech-first company enabling small hotels and 
homestays to compete using pricing intelligence, standardized service, and digital 
tools.



2. Market Overview

• • Indian hospitality market (2024): $32B

• • Budget & mid-scale segment: ~65% of market

• • Growth Drivers: Domestic travel, digital adoption, Tier 2–3 expansion

• OYO bridges hotel chain standardization and OTA aggregation, combining supply 
control and platform scalability.



3. Business Model Evolution

• Pre-2020: Hypergrowth – asset-light aggregation, global expansion.

• Post-2020: Turnaround – focus on SaaS (OYO OS), revenue-share, transparency.

• Revenue Streams:

• • Commissions & subscriptions

• • Premium listings & ads

• • OYO OS licensing



4. User Insights & Behavior

• • 70% of bookings from repeat users

• • 60% growth from Tier 2–3 cities

• • 80%+ bookings via OYO app

• Pain Points (earlier): inconsistent service, refund delays, distrust.

• Post-reform: verified stays, fast refunds, improved consistency.



5. Product & Technology Strategy

• OYO repositioned as a hospitality tech company:

• OYO OS – Pricing engine, audits, dashboards, AI feedback tools.

• OYO App – Verified photos, loyalty, instant refunds.

• AI-Powered Automation – Dynamic pricing and smart support.



6. Competitive Landscape

• OYO stands apart with standardized supply and advanced partner tech.

• Treebo – Reliable mid-scale, smaller reach.

• Airbnb – Experiential, niche audience.

• MakeMyTrip – Aggregator, limited supply control.



7. Key Challenges

• • Brand perception recovery

• • Partner retention & satisfaction

• • Ensuring consistent service audits

• • Competition from OTAs and alternative stays



8. Opportunities

• • Tier 2–3 city expansion

• • Corporate travel integrations

• • Licensing OYO OS as SaaS

• • Eco-stay and sustainability positioning



9. Key Metrics (FY 2024–25)

• • Revenue: $740M (+22% YoY)

• • Occupancy Rate: 70%

• • Repeat Users: 72%

• • EBITDA Margin: +14%

• • NPS (Customer): +44 | NPS (Partner): +38



10. Future Outlook (2025–2027)

• Focus Areas:

• • Profitability & AI-driven personalization

• • Expansion of OYO Homes & Townhouse

• • Selective SEA market re-entry

• OYO aims to be India’s first profitable hospitality tech unicorn through sustainable, 
data-led growth.


