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Employs between 5 to 250 
people

Moderate growth 
and scale potential

Generally backed by 
debt financing

Targeting niche 
markets or customer 

segments

Innovative profile
Disruptive 
business 
model

High scale 
potential

Incorporates 
technology

Market 
growth 

potential

Figure 1: Operational definitions/ characteristics of Startups and SGBs
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Figure 2: Amount raised by Startups in later stages i.e. Series A, Series B and Series C rounds, (i2i DFT).



 



 

 



Figure 5: Founders who perceive debt finance as a challenge in relation 
to investment raising outcomes (KPSER,2021).                                              

Figure 4: Founders who perceive debt finance as a challenge in relation 
to investment raising outcomes (PSER,2021).                                              

 

 



 
 

 

Figure 6: Founder perception of their lack of knowledge regarding when and how to 
raise investment (KPSER, 2021) 

Figure 7: Perceived Difficulty of Raising Investment for KP Based Founders. 



 

 
 

 

Figure 8: Founder perception of their lack of knowledge regarding when and 
how to raise investment (PSER, 2021) 

Figure 9: Perceived Usefulness of Services provided by Incubation/Accelerator Centers in 
Pakistan. 



 
 

 



 



 



 
RICULT 

20%

40%

75%

12.5 acres 

30% or less

54
 

RICULT'S POWER CARD

APPROACH

 

 



RESULTS 

40% – 50% 
year-on-year revenue 

growth124 

Around 120,000 farmers 
utilize the Ricult solution125 

17 Tehsils in Punjab 
Ricults current area of 

operation126 

LOOKING FORWARD 
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ROOMY 

3%

5.4%

50 million

122 million 

130 million

 

ROOMY'S POWER CARD

APPROACH

 
 

 



RESULTS 

 
73% lower 

price point vs top-tier hotels in 
the country136   

1.5x – 2x 
reported increase in partner 

landlords’ income137  

70% 
occupancy rate across 
Roomy’s properties138  

LOOKING FORWARD 

 



 



 



 



 





RIDER 

21.7%

78.9%

22.3%

6% 

 

RIDER'S POWER CARD

APPROACH

 



RESULTS 

 
3 million 

parcels successfully 
delivered159 

60 cities 
in Pakistan serviced through 

Riders delivery160  

110% 
reported increase in monthly 

revenues since September 
2021161  

650 online retailers 
form Rider’s customer base - a 2x increase since September 2021162 

LOOKING FORWARD 

 





 



 

5

19

32 31

2
5 4

26
30

1

Ideation Development & Launch Early-stage Growth & Expansion Maturity & Possible
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Have you ever participated in a business incubation or 
acceleration program?

No Yes

Figure 12: Distribution of incubated/accelerated Startups by stage of business life cycle, (PSER,2021)



 



 



 



 



 



 



 

30 million tons

9%

50%

2% 

45% 

 

GREENOVATION'S POWER CARD

APPROACH

 

 
GREENOVATION 



 

Results  

At PKR 4800/kg 
Greenovation has reduced the cost of 

recycling waste for the Government of KP. 207 

Looking forward 

 



 

 

 

 

 



  

 



 

 

 

365

USD 3 billion  

USD 1 billion

498% 

 

DAWAAI'S POWER CARD

APPROACH

 

 

 
DAWAAI 



RESULTS 

 
11 million 

customers served since 
2014224 

98 cities 
across Pakistan are serviced 

with Dawaai’s pharmaceutical 
delivery225 

150+ 
doctors are available for 

teleconsultations226   

1000s  
of teleconsultations are successfully conducted 

every month227 

2x 
increase in the income of doctors who offer 

their services through the Dawaai platform228 

LOOKING FORWARD 

  

 



 

 

 

 

 

 

 

 

 

 

 

 
 





 

 



 

 

Figure 18: Investment Raised by Network Cluster and Non Network 
Cluster Startups | 2015-2021



 

 

 

Figure 21: Investment raising outcomes of KP based entrepreneurs in 
relation to their educational background

Figure 20: Investment raising outcomes of founders 
based on their education background.



 

Figure 22: Founder perception of KP universities’ aptitude in preparing 
students for entrepreneurship



  

 

 



 

 



 

 



 

 



 
83/117

2022  
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YAK GRILL'S POWER CARD

APPROACH

 

 

YAK GRILL 



LOOKING FORWARD  

  

“It would be a great achievement for us, we can 
connect people to their roots through our business.”



 
22 million 
children

76  

356

 

EDKASA'S POWER CARD

APPROACH

 

 
EDKASA 



 

RESULTS 

3000
engaging on-line learning 

videos per concept269

 
15,000

practice questions270
All 20  

board examinations of Pakistan 
covered271 

 
55,000 

Edkasa reported student user base272 

 
40 schools  

across Pakistan utilize Edkasa’s digital 
solution273 

LOOKING FORWARD 

 



HUMAN CAPITAL | KEY ACTION ITEMS 



 



 

Figure 24: Perceived difficulty among founders of Finding a suitable investor 
demarcated along founder Gender. 



 



 

Microfinance is the provision of basic financial 
services to the poor. Evidence suggests that 
women who opt for microcredit tend to reinvest 
more of their business earnings into their 
families, which also positively impacts the 
community at large. Studies from India and 
Pakistan show that whereas women struggle to 
obtain capital from commercial banks, they are 
able to so through micro-loans.

However, the microfinance industry is criticized 
for creating ‘a vortex of debt’, which generates 
returns for banks and does not benefit the poor 
beyond sustaining their consumption. Evidence 
suggests that microcredit enables clients to 
withstand shocks (due to illness, natural 
disasters, crop failure) but rarely enables them to 
escape poverty. 

What is clear is that the microfinance industry is 
now an undeniable part of Pakistan’s financial 
sector, with reported 8.4 million borrowers. 
Evidence from U Microfinance Bank’s impact 
assessment report shows that women customers 
tend to borrow small loan amounts more than 
men, which leads into the broader point of a need 
for investigating woman focused product design, 
and bank’s perception of women in general.

Figure 26: Founders which were successful at raising finance 
demarcated by their gender. 



 

 

 

 



 



 

 



 



 

 



 
 
 

 
140 million 
people

70 million  

4%

1.16%

ECOENERGY’S POWER CARD

 

ECOENERGY 



‘We're not just selling a bottle of water,  we're selling every single sip in that 
bottle of water’. 

RESULTS 

LOOKING FORWARD 

 

APPROACH

 

 
12,000  

clean energy products sold 
till date331 

 

 
22,000  

customers served332 

 

 
Over 85%  

repayment rate on solar 
system monthly instalments 

333 





 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 



 



GLOSSARY 

 



 



● 
● 
● 
● 

● 
● 
● 
● 
● 



ANNEXURE 1: LIST OF PARTICIPANTS FOR PRIMARY DATA 
COLLECTION  



ANNEXURE 2: THE ANALYTICAL HIERARCHY PROCESS: 
CASE STUDY SELECTION METHODOLOGY

 



ANNEXURE 3: CASE STUDY OUTLINE  

ACCELERATE PROSPERITY | ECOSYSTEM STUDY| CASE STUDY OUTLINE 

Case study outline/framework 

Note: The purpose of this outline is to organize the incoming case study data into distinct thematic areas as well as to help guide areas of inquiry during the case study interviews. We are using this outline to draft interview Qs for the case studies. The case study interview Qs would be finalized once the case 
study sample is decided upon as the questions would vary vastly depending on the company being interviewed and factors that make them successful. Sections such as market dynamics, business classification, business profile will not form part of the actual interview, rather, we will collect and compile 
findings for these sections through secondary research before interviews are set. 

Market 
dynamics 

Overview / Business 
Profile 

What are the key metrics that determine companies leaning 
towards success? 

What factors enabled the company? What factors stifled the companies? 
[Roadblocks to success] 

Untapped sectors and barriers 
to entry 

(Only for companies 
working in untapped 
sectors) 

Future opportunities and/or Industry 
Trends 

Factors to 
consider: 

- Customer 
demand 

- Sales 
trends 

-
Competition 

- Inflation 

Brief description of 
what the company's 
core value proposition 
is 

Facts that support the narrative that the company in question is in 
fact leaning towards success 

Qualifiers for startups leaning towards success: 

- Financial performance 
- High potential for market growth and scalability 
-Develop high quality products/solve for an actual problem 
- High potential for IPO and/or acquisition 

Our qualifiers for SGBs leaning towards success: 

- Financial performance 
- High quality products 
- Employment creation 

Sample Question(s): 

What are some of the key areas within the business where 
the company has been thriving? 

- Traction 
- Quality of products, services etc. 
- Entering an untapped market 
- Access to new markets/new partnerships 
- Scalability 
- Access to finance 

What were some of the core enabling 
factors that helped them to thrive in the 
areas (preferably limit these to 2) 
pointed out earlier? 

 

Sample Questions: 

- Did you incorporate/integrate technology 
solutions into your business to make more 
efficient? 
- Did any business support programs help you 
in this area? 
- Any specific business decisions you made 
that helped you increase your company's 
traction? 
- Did you make any partnerships in the 
industry either locally or internationally that 
helped you access new markets and 
customers? 
- If you have been able to scale your business 
locally or internationally, what were the 
contributing factors that helped? 

Were there any key roadblocks that your 
company faced during this process? 

 

Sample Questions: 

 

- Did you face any challenges in terms of raising 
investment? Or in finding good/founder centric 
investors? 
- Did you face any challenges while entering a new 
market (geographically) or sector-wise? 
- Did you run into any problems while looking for 
business support services suitable to your unique 
needs? 
- Did you face any roadblocks in terms of building 
and retaining a qualified and skilled team? 
- Do female founders face more roadblocks than 
their male counterparts? 

If you are working in an 
untapped market, what are 
the barriers to entry that you 
have faced or that exist in 
general? 

 

Sample Questions: 

 

- How did you overcome these 
barriers? 

Sample Questions 

 

- Are there any future opportunities for 
business growth? 
- Are industry trends expected to change? 
- How will changing industry trends 
impact current businesses as well as 
businesses looking to establish themselves 
in the sector? 

 




