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The Al Engine in Indian Education

Market Intelligence Dashboard

~2 Al Segment Explosion

CAGR: 33.5%

The Al niche is growing 2.2x faster than general
EdTech (~15%).
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The Problem

1:50
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The Al Solution

1:1

Personalized Al Tutor

TOTAL MARKET OUTLOOK

$30 Billion by 2032

(5 Adoption by Segment
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Insight: K-12 Schools dominate adoption, validating
the need for foundational tools.



Market Opportunity

Shifting Focus: From Elite Test-Prep to Mass Foundational Value

/N The "Test Prep" Trap

< 1% > 99%

Exam Success Rate Students "Filtered Out"

» Incumbents chase the top 1% "Creamy Layer" (IIT/NEET/AIIMS).
« Business models rely on selling the "1% Dream" to the 99%.

« Result: Majority of students exit the system with "Learning Debt" and no core skills.

Critical Failure: 571% of Grade 5 students cannot read Grade 2 text (ASER 2022).

The "Funnel™ Reality

I Filtered Out/ Ignored

Elite Success Stories

Strategic Rationale

@ While Test Prep monetizes the < 1% success probability, the intersection of 47.6% market growth and the massive need for foundational intervention positions General K-12 Al as the superior
opportunity. We prioritize mass structural value over elite monetization.

~” The High-Growth Opportunity

47.6%

India Al K-12 CAGR

Al tools can solve the Foundational Gap at scale.

38.1%

Global Avg.

Structural Shift: Serving the 99% ignored by the "Rank Game".

« Lower unit cost, but significantly higher Lifetime Value (LTV).
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Projected Market Growth (2025-2035)

Global Al-Ed Growth

India Al K-12 Growth

CASE STUDY: K-12 INDIA




Estimated Active User Share (Mindshare)

&

B FPhysicsWallah (Active)
I Byjus (Legacy Base)
I Unacademy

B \/edantu
B Others (Lead/Regional)

*Based on App Rankings (Education Category) & Search Volume 2024.
PW overtakes Byju's in daily active engagement despite lower revenue.

Competitor Fact Sheet

PhysicsWallah (PW)

Product: Live Classes + "Alakh Al" Doubt Solver.
Pricing: ~%4,000/yr ($50).
Status: The current volume leader.

Byju's

Product: Tablet Content + Tuition Centers + MathGPT.

Pricing: ~%15k-35k/yr ($180-$420).
Status: Losing market share; aggressive discounting.

Embibe

Product: Adaptive Al / Knowledge Graph.
Pricing: Freemium / B2B Integrated.
Status: Best-in-class tech, low brand visibility.

Profitable

Distressed

R&D Heavy



MARKET TREND

Digital User Base: Metro vs. Bharat

"Users" = Registered Free + Paid. The massive orange bar represents the specific opportunity for Low-
Cost Al.

100 Why "Bharat" is Exploding

%0 » Vernacular Al:Apps now solve doubts in Hindi, Tamil, & Hinglish.
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» The Pricing Sweet PW cracked the code at 34,000 ($50). Metro pricing ($500) is
Spot: dead here.

I Metro (Tier 1) - Saturated [l Bharat (Tier 2/3/4) - Exploding
» Hardware:95% Android penetration. "Mobile-First" is the only way.

The "Saturation" of Tier 1

Digital User Base (Millions)

In Metros (Delhi/Mumbai), every student already has 2-3 apps. Companies are burning
cash just to switchusers. In Tier 3, they are acquiring first-time users.




How to Win as a New Entrant?

You cannot fight the giants (PW, Allen) on price or brand. You must fight them on Specificity and

1. True Vernacular Al

DIFFERENTIATION: HIGH

The Gap: Giants translate English content to

Hindi. It loses logic and cultural context.

The Play: Build an Al trained natively on Tamil
or Telugu State Board logic. Target the 80M+
non-English students who are ignored by

"Hinglish" apps.

Distribution.

2. The "Tuition OS"

DISTRIBUTION: B2B

The Gap: 10M+ |ocal tuition teachers fear

EdTech. They need tools, not competitors.

The Play: Build an "Al Co-Pilot" for Tutors.
Let them grade homework via photo and send
branded reports to parents. Acquire the

teacher, get 50 students for free.

—

3. Niche Outcomes

PRICING POWER: HIGH

The Gap: "K-12" is too broad. "Pass 10th" is too

crowded.

The Play: Go Vertical. "Al for Olympiad
Math" or "Al for Dyslexia". Parents pay
premiums for specific problem-solving that

generalist apps can't handle.




If | were to build a product for this market...
...l would build "Sathi": An Integrated Student OS for Tier 2/3 India.

0

&= PRODUCT VISION

(

coreconcerT  Execution > Access

The market is saturated with "Content Libraries" (Videos), yet learning outcomes in Bharat

Operating System
are stagnant. My focus is on Execution. | would build an Al ecosystem that manages the _
entire lifecycle of a student's day. t] 4 sun

Differentiation: Voice Mentor vs Search Bar. C‘D Moat: Deep ERP Integration.

Key Product Pillars

& 1. Vernacular Voice B 2.School Sync Bl 3.BoardEngine
A "Didi/Bhaiya"” persona that listens and speaks The Wedge: Free ERP for schools to capture Exam Logic specific to State Boards (UP/MH). Grades on
local dialects. Dates automatically. marking schemes.

"Sathi, kal Maths ka exam hai. Kya plan hai?" Zero data entry for the student. Focuses on "How to write answers".



4. The "Exam Loop"  probucr Hook
Connecting the Digital App to the Physical Exam.

Pre-Exam: "Boss Battle"

3 days before exam: App enters "War Mode". Cancels tasks, builds strategic plan.

> Day 1: Algebra (Weakness)
> Day 2: Geometry (Review)

> Day 3: Mock Test

2 The Bottleneck

X Legacy Trap: 2010-era ERPs are clunky, slow, & hated by staff.

X Fatigue: Tech forces teachers into data entry. They resist "more work".

STRATEGY
Sell "Time", not "EdTech". Invisible Admin removes friction.

NG Post-Exam: "The Autopsy"

Killer Feature: Scan answer sheet. Al analyzes why marks were lost.

Al Analysis: "You lost 5 marks in Q3 not because of Math, but Silly Calculation Errors ."

STRATEGIC ANALYSIS

© The Moat

+  Workflow Lock: Operations depend on us for attendance & marks.

v Zero Churn: Removing Sathi = Manual entry on weekends. Teachers resist.

STRATEGY
High friction to enter becomes protection once inside.




lal Sa.l.hl AI Live Feedback Active Monitoring
LIVE EXAM STRATEGIST

|ﬂ| Sathi Al

Instant Correction Loop

"Maine tumhara Answer Sheet check kiya. Q3 mein

Students need immediate intervention, not delayed Negative Sign bhool diya.”

report cards. Sathi acts as a live mentor, catching "silly
mistakes" in real-time. "Oh shit. Phir se wahi galti."

"Koi baat nahi! Agle 20 min hum sirf 'Sign Conventions'

practice karenge."

Detects Sign Errors Instantly

9 Suggests Immediate Practice START SESSION -



Holistic Mentorship

BOARD PATTERNS & VERNACULAR VOICE

%3 Voice Companion

Replacing text search with a vernacular, empathetic voice persona (Hinglish).

¥, Board Pattern Analysis

Understanding that "formatting" is as important as "facts" for Tier 2/3 students.

Q Analysis Result MAHARASHTRA BOARD
History_Answer.jpg
Student
"Factually correct, lekin Pattern Violation hai. Exam mein '3 Causes' "Kal Maths exam hai, darr lag raha hail”
bullet points mein likhna padega. ot Al

"Tension mat le! & Calendar ke hisaab se Quadratic Equations aa raha
hai. Pehle wahi karte hain?"



