
Enterprise

A STUDY OF WHAT MAKES AN ENTREPRENEUR  

State/

Study of 2019

A deep-dive in to the life and mind of an

entrepreneur, the journeys that made him/ her

and insights on what to do when things don’t

go as planned.



why & what
the big

The journey of entrepreneurship is seldom easy &

often lonely. Most entrepreneurs tend to have no one

to turn to for advice.1
Let’s face it, most media loves success stories but

seldom wants to talk about the grit and challenges of

building a business.2
But we sat across the room wondering if and how we could

create a simple playbook using stories, lessons & initiatives

the ones who made it undertook on their journey to

enterprise.

This playbook is the State/ Enterprise Study of 2019.



the report
inside



I’m convinced that about half of

what separates the successful

entrepreneurs from the non -

successful entrepreneurs is pure

perseverance.

- Steve Jobs

Co-founder, Apple



up
starting

1
▪ Are entrepreneurs born or made?

▪ How did they realise their dreams of becoming an

entrepreneur?

▪ What instigated them to become an entrepreneur?

▪ What convinced them that this was the right thing for

them?

▪ What prompted them that this was the next big thing?
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Entrepreneurs aspired to start their

own business early on in their lives

itself. They waited for that big idea,

which often came from something

they encountered personally and

relied largely on their personal

competence for confidence. Once

they circled in on the big idea, they

jumped all in quite quickly.

Most founders know much

before they turn 25 that they

want to start their own

venture (some as early as 15!).Founders usually get

their big idea from

opportunities that

come in from their

experiences.

Founders on an average took

less than 12 months to jump in

to their idea full-time.

The biggest confidence

that an entrepreneur

starts a business is based

on his personal belief in

his competence followed

by the size of the

market/ problem.



Ideas are a 

commodity. Execution

of them is not.
- Michael Dell

Founder, Dell



when did you realise 

you wanted to be an 

entrepreneur?

The urge to become an entrepreneur

always existed among the entrepreneurs.

71% knew they wanted to own a business

since they were very young, while 14%

had somewhat of an idea. Over 95% of the

entrepreneurs knew early (before they

turned 25) that this would be their calling.

4% realised in the course of their

professional lives.

71

%

14

%

15

%

Always knew

I wanted to be 

in my own 

venture

Kind of 

knew, but 

wasn’t sure

Nope.

No idea

42

%

54

%

4%

Before they 

turned 15

Before they 

turned 25

Before they 

turned 35
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5%

how did you come up 

with the idea?

30

%
30

%
27

%

12

%
12

%

12

%

Something I 

came across in 

my workplace

Something I 

faced 

personally
In discussions 

with friends/ 

family

A chance 

opportunity

Dedicated 

research on it

Something 

else apart from 

this

An

epiphany

Most entrepreneurs (over 59%) came up with their start-up idea from something they faced personally or came

across in their workplace. 17% attributed it to a chance. Only 12% from dedicated research on a subject matter that

they found of interest to them personally. 27% attributed it to conversations with their circles of influence.
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and what convinced you that this was 

worth putting all your eggs behind?

My personal 

competency

55%

Sheer size of 

the problem

42%

Sheer size of 

the market 

45%

My past 

experiences

27%

Beauty of the 

idea

15%
My research 

told me to

27%

Something else 

or gut feel

9%

Entrepreneurs trusted

themselves and their

capabilities more than

the world around

them - almost twice as

many as many as

those who relied on

research. The second

consideration was size

of the problem and

the market in solving

it, at 42% & 45%

respectively.
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how long did you take to move in to your idea full time 

from when you had the idea?

35

%

32

%

67%

27% 6%

In less than 6 

months

6 months to 

1 year

2 to 

3 years

5 to 

10 years

> 10 years12

%

15

%

On the other hand, almost a third of

entrepreneurs preferred to think through the

decision well enough and let it simmer in their

minds before making the jump.

A majority of entrepreneurs (67%) jumped in to

the execution full-time in under 12 months

from when they had it. This is also a signal of

the state of mind of an entrepreneur who

believes in the value of focus and commitment

to his vision.
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how long did it take, once you moved in full time to get to 

making it in to an actual business?

47%

32%

20%

< 6 months 6 - 12 months 2 – 3 years1 – 2 years

Not surprisingly, most entrepreneurs took less than 12 months to bring

their idea to fruition by moving in on their idea full-time. It shows that

entrepreneurs who made it made a commitment to do it early on itself.

Less than 1 in 5 waited for more

than a year before they jumped

in full-time.
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so what were the biggest challenges you 

faced during this phase?

Lack of 

adequate 

capital

44%
Getting to the 

right customer

53%

Lack of a 

proper 

advisor

26%

Finding 

the right 

partner

21%

Lack of 

talent 

in-house

18%

Extraneous 

problems

Internal

problems

A large part of the initial

challenge that founders

faced were related to the

getting access to sufficient

capital and access to the

right customer.

But internally, the place

they faced challenges

were in accessing a good

advisor who could advise

them on an ongoing basis

or an advisory to take on

some important roles.

Another major challenge

was in finding the right

partner to share the load

of working together.
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and speaking about

co-founders

The challenge with

single founders

was mostly lack of

support to get

things moving and

quickly.

44

%

56

%
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60%
It did not affect me 

all that much

was it harder being a

single founder?

Lack of 

time

My 

limitations

Speed of 

execution

Second 

opinion

Mental 

support

Something 

else

what made you say that?

where did you meet

your co-founders?
32

%

68

%

Friends & 

Family

External 

sources

Networking

32%

Workplace

16%

University

20% S
T
A
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and speaking about

funding

Savings

56%

Friends & Family

24%

Early Investor

11%

Did not need 

it

6%

Strategic 

Partner

2%

was accessing this

particularly hard or

challenging?

56

%

Y
e
s

44

%

N
o

why do you think

that was?

50%Lack of help with negotiations

44%Lack of guidance

39%Lack of options

33%Lack of professional help

28%Lack of Biz plan

12%Regulations

6%Others
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what would you say your strength 

in this stage was?

50%

42%

35%

31%

15%

I was very 

fortunate

I had a 

business plan 

ready

I am a fairly 

good 

salesman

I only needed 

to make the 

courage to ask

Something 

else 

completely
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some softer aspects of what it takes to 

build a successful business

What is the value of execution

in building a successful business?
on a scale of 1-10

What is the value of luck

in building a successful business?
on a scale of 1-10

Everything

Mean 9.91/10

Median 10/10

Not important Everything

Mean 4.76/10

Median 4.5/10

Not important
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2

▪ How did they get the first sale and what got

them that sale?

▪ What challenges did they face while building

a brand and how they overcame them?

▪ What were the key lessons they learnt during

this phase?

▪ How did they build their initial team and keep

them motivated?

▪ What did they do in this stage that helped

them achieve their plans?

growth
early



What do you need to start a

business? Three simple things:

know your product better than

anyone, know your customer,

and have a burning desire to

succeed.

- Dave Thomas 

Founder, Wendy’s
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Entrepreneurs tend to find their first

customers from the relationships

gathered over the years. They focus

on the product/ service and keep

their teams light, while slowly

investing in the brand. They maintain

a sharp focus on customer’s needs

and continually innovate internally

but many suffer from the problems

stemming from the lack of proper

planning.

Product is the key sale

point for the founder

before building the trust

of the market.

Founders choose to

outsource a large

number of their

functions early on.

Lack of a plan, planning

systems, tracking progress

and measurements is a

problem that affects most.

Even though a

product/ service,

founders are not shy

of going back to the

drawing board and

figuring things out

from scratch.

Earlier workplace

relationships and

friends & family are

where most founders

found customer 1.



how long did you take to get from the starting up stage to 

the early growth stage?

28%

48%

< 12 months 1 - 2 years

24%

2 – 3 years

Starting 

off

Early

Growth

28% of entrepreneurs said

that the rapid growth phase

lasted for less than 12

months.

Most entrepreneurs (64%) felt that this early growth phase could have lasted

them between 18-33 months. It is clear that the rapid scaling stage is not a

very long period in the business journeys of most start-ups though it helps

them establish the foundation for their sustainable future.
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at what milestone would you say

you were entering the growth phase?

4%

32%

shipped my first product

added our first customer

28% added our first big project

40%

40%

the team started to expand rapidly

hit an internal user/ customer milestone

12% some other time in this journey
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how did you get 

your first sale?
Relationships 

from earlier 

workplace

64%

Referrals from 

friends & 

family

60%

Marketing

effort

28%

Cold-calling

16%
Used some 

other means

12%

Bidding/ 

Tenders

4%

More number of

founders found their

first few customers

from referrals from

their earlier

workplace, friends &

family than from all

other channels

combined in the

early stages.

Friends & family are

potent channels that

commonly form the

backbone for a

founder, be it to get

sales or get financial

assistance.
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what helped you close deals

in the initial stages?

56

%

16

%

16

%

Pricing & 

terms

Features & 

functionality

Look & 

feel

48

%

36

%
28

%

Customer

service

Focus on 

specific segment

Completely 

new approach

changing the approach to

the product
changing the approach to

the customer
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what were your challenges

in building a brand at this stage?

64%Financial constraints

60%Creating a new product or service

56%Reaching the right audience with our message

44%High competition in the market

44%Lack of awareness of solutions

12%Others

20%Lack of support systems

#1

#2

#3

#4

#4

#6

Building a brand is

often an expensive

affair, especially in

a consumer facing

business. Founders

often play a

continuous tough

balancing act of

resources initially.

Most ideas to

disrupt are often

less understood in

the early days.

Further, with

limited capital,

getting to right

customer is often

difficult.
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and how did you overcome these challenges in 

building your brand early on?

Chose a 

strong 

sales push 

approach 

60%

Invested early 

on in brand 

creation

68%

Got some 

financial 

assistance

24% Developed 

referral 

channels

60%

Added a 

strong 

partner

28%

Added new 

strong 

talent

32%

Brought 

in 

external 

support

28%

changed the approach 

to sales

increased financial 

focus on branding

brought in 

more help

sought 

financial help
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what were the key lessons you

learnt in this stage?

60

%

68

%

56

%

44

%

8

%

4

%the problem of under-estimation

the problem of over-estimation

24

%

44

%

Chose channel 

wisely

Get professional 

help

Don’t underestimate the 

cost of doing business

Don’t underestimate the 

customer’s needs

Don’t overestimate the 

demand

Don’t 

overcommit

Don’t underestimate

yourself

Don’t overestimate the 

supply
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what functions did you choose to

outsource?

HUMAN 
RESOURCES

28%

HUMAN 

RESOURCES
TECHNOLOGY

TALENT

ACQUISITION

32%

FINANCE

40%

20%

MARKETING

20%

SALES

12%

% of founders who chose 

to outsource the function
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what were your key business challenges

at this stage?

56% 48%

44%

40%

36%

36%

32%

24%
20%

4%

Managing customer expectations

Finding customers

Cash flow issues

Manpower issues

Managing costs

Marketing the right way

Finding an investor

Sales cycle times

Managing supply well

Something else

Managing customer expectations

is one of the largest challenges

that founders face early on,

especially when they have limited

resources at their disposal and

often use pricing/ discounting to

get into a customer relationship.

The second key challenge is the

availability of channels to find the

right customer at the affordability

of a bootstrapped start-up.

Constant balancing act on

finances and their allocation add

a lot of pressure on the founder/s

at this stage too.

Businesses are also not

able to afford the best

talent early on and usually

settle for affordability over

top talent. Add to this, the

constant feeling of flux in

their minds is unavoidable

as the business has its ups

and downs. This causes a

drain on the rationale and

attrition even for the best.

Keeping costs low,

especially when the order

volumes are low and your

suppliers are aware of

your buying power further

raises costs.
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how did you manage these challenges

at this stage?

44

%

20

%

28

%

Enrolled customer 

to support

Hired some 

great talent

Got professionals 

to help

36

%

28

%

Went back to the 

drawing board

Just 

winged it

brought in help 

from outside

worked on it

from the inside

32

%

Got some 

investments in
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what according to you were the most 

important things you did at this stage?

from a Sales POV from a Finance POV

priced it well 68%

44% marketed it well

added some large accounts 32%

32% built out strong sales process

added some large accounts 24%

8% built out strong sales process

spending on right things 80%

68% keeping costs low

bringing in an investor 24%

16% hiring some good talent

got in some professional help 8%

20% I should have handled this better
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what challenges did you mostly face in 

implementing your plan?

56%Availability of resources

Ineffective

planning & 

measurement

Lack of follow 

through

Lack of formal planning 

process

Lack of 

communication

Insufficient/ ineffective 

training

16% Technology disruption

Weak strategy

4% Something else

Everything else

A large number of businesses do not

realise their true potential as they do

not institute the right operating

systems for their businesses. With less

planning, they become more

vulnerable and prone to failure.
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scale
managing

3
▪ What consumed your focus during the scaling period of

the business?

▪ What strategic agenda did you lay out to manage this

stage well?

▪ What hurdles did you need to surpass at this stage that

helped you become a stable business?

▪ What did you focus on at a finance level at this stage?

▪ Are there some management techniques you deployed

during this phase of the journey?

▪ How did you know you had reached a stability phase?

▪ How operationally involved were you during this phase?
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Entrepreneurs when scaling, focus on

their marketing while constantly

developing their infrastructure while

parallelly also adding new capabilities.

A key challenge that most encounter is

people management. They are ready to

sacrifice margins for better customer

satisfaction. They focus their energy on

instituting strong financial controls

and introducing new management

techniques at an organizational level.

Great founders don’t

take their current state

of affairs for granted.

They are always

looking at how they

can do more.

An upheaval in

talent becomes

necessary as the

business matures.

They start to become

conscious about

bringing in a planned &

system driven approach.

As they grow, great

founders continue

to love their

customers and

appreciate their

needs.

Actively look to

penetrate deeper

into their markets

and take their

offering international.



Growth is never by mere

chance; it is the result of

forces working together.

- James Cash Penney

Founder, JC Penney



what were the top few things you focused 

on at this stage?

Focusing on 

sales & 

marketing

#1

Marketing

54%

Promoting 

talent

23%

Sales, Sales, 

Sales

54%

Intl.

Expansion

19%

Better talent 

& 

management

#3

Hiring right

54%Improving 

Infrastructure

#2

Better 

financial 

controls

46%

Instituting 

processes 

35%

Improved 

Tech Infra

46%
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what were the top strategic agenda 

points for this phase?

53%

46%

69%

39%

11%

Introduce 

new products 

rapidly

Increase 

penetration in 

current markets

Add more 

capabilities 

quickly

Create new 

product 

variants

Something 

else

39%

Increase 

marketing 

firepower

35%

Enter new 

geos

Enter new 

geos

23%

The roadmap to scaling quickly and sustainably is a

combination of both growing internally (adding more

capabilities) as well as externally (increasing market share).

Most founders agreed that both were necessary.
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what were the key hurdles you overcame 

in this stage?

Managing 

People

58%

Lack of 

resources

42%

Lack of review 

mechanisms

39%

Changing

environs

39%

Competition

31%

Tech disruption

19%

Ineffective planning processes

15%

Regulatory issues

8%

As a business scales rapidly, the skills and

contribution people are hired for changes

significantly as well. Old employees make way

for more talented ones and new employees

need to be tuned in to the ways of the

company – which sets up for a key challenge.

Absence of proper

management frameworks

begin to cost the company

more and more over a

period of time as the

cracks begin to show in

these stages.

Lack of resources when

required is often a

challenge that businesses

face irrespective of their

size. But in the rapid scale

stages, this becomes more

pronounced as the level of

urgency is often higher.
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what was the focus level on financial aspects 

during the managing growth phase?
73%

73%

69%58%

23%

Better financial controls

Increasing customer

satisfaction

Increasing revenueIncreasing profitability

Something else

A significant portion of the

group concentrated on

revenue maximization/ profit

maximization as a key

initiative during this phase.

But instituting better

financial controls and

increasing customer

satisfaction was the popular

initiatives they all had in

common as a priority.
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During the stability phase

of their journey, one of

the key initiatives that an

entrepreneur consciously

took up was to increase

the overall accountability

within the organization.

Introducing a framework

for linked performance

measurement was their

second biggest focus.

did you employ any new management tools/ techniques 

during this phase?
Increased 

accountability 

indexes

81%
Introducing 

SMART goal 

framework

60%

KPI/ OKR

frameworks

50%

Structured 

team upskilling

54%

Open-door/ 

360 feedback

42%

Fostering new 

management

27%
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what would you say your conscious focus level 

was on the following functions at this stage?

People Management
on a scale of 1-10

High focus

8.1/10

Low focus

Finance Processes
on a scale of 1-10

High focus

8.3/10

Low focus

Marketing
on a scale of 1-10

High focus

8.3/10

Low focus

Financial Planning
on a scale of 1-10

High focus

8.7/10

Low focus
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what signalled to you that the sustained growth stage was 

coming up shortly?

50

%

34

%
31

%

23

%

23

%

12

%

Repeat 

customers/ 

orders growing

Something 

else heralded it

My time 

involvement 

decreased Cash flows 

became 

predictable

New 

management 

stepped up
Growth rate 

started 

declining

The largest indicators were the number of orders or business transacted from repeat customers. Over 50% chose

this an indicator that they had reached a stability phase. Personally, the reduction of their requirement on day-to-

day operations was also a factor for 31% of them that they had/ were about to reach a stable phase of their

journey. M
A
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how operationally 

involved were you at this 

phase?

Successful entrepreneurs begin to reduce the

amount of time they spend on operations as the

company begins to grow. 70% were spending 80%

of their time or less on operations. 22% had

brought their time on operations to less than 40%

of their work-day.

The length of an average work-week was less than

60 hours a week or less, which is very different from

stories we are brought to hear of entrepreneurs

who work 100 hour work weeks (true for less than

8% of the total group).

30

%

15

%

7%

All the 

time

20% or less

19

%

35

%

8%

40 hours

a week

60 hours

a week

100 hours

a week

23

%

80% of 

the time

27

%

60% of 

the time

40% of 

the time

39

%

80 hours

a week
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did you get some external help during this 

phase?

A Mentor/ 

Business Coach

69%

A good 

Financial Advisor

40%

A Spiritual 

Guru

15%

A Business 

Plan 

Advisor

11%

A 

Marketing 

Agency

11%

A BD 

Agency

7%

A lot of successful founders mentioned the impact of a mentor or business coach on their businesses. Surprisingly,

during this phase, one of the first outsiders they chose to bring on board was them. Often founders feel that they may

have figured it all out, but over 2/3rd of the most successful ones had the guidance of mentor and 1/3rd had the

guidance of a good financial advisor who they brought on board during the scaling up period.

Surprisingly, about 1 in 6 founders found a spiritual guru for themselves during this phase. Equally surprisingly, 1 in 10

got a business plan advisor at this phase, especially when the business was taking off. It shows the mentality of a

successful founder to be one of constant learner and indicates a personality trait of openness and faith.
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4

▪ What did you focus on during this phase of the

journey?

▪ How did you deal with competition and entry of

new market participants?

▪ What measures did you take to continue increasing

business value during this phase?

▪ Did you seriously consider M&A opportunities &

how did you go about it?

▪ Did you consider bringing on external financial

expertise during this phase?

growth
sustaining



The best use of life is to

spend it for something that

outlasts you.

- William James

widely regarded as the Father of American psychology



how long did you take to get from the managed scale 

stage to the sustained growth stage?

28% of entrepreneurs said

that the rapid growth phase

lasted for less than 12

months.

Most entrepreneurs (64%) felt that this early growth phase could have lasted

them between 18-33 months. It is clear that the rapid scaling stage is not a

very long period in the business journeys of most start-ups though it helps

them establish the foundation for their sustainable future.

28%

40%

< 12 months 1 - 2 years

32%

2 – 3 years

Early

Growth
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how did you deal with new entrants and growing 

competition in a stabilizing growth phase?

55

%

10

%

5

%

Did 

nothing

Improving 

the product 

Reducing 

prices

70

%

35

%

10

%

Something 

else

Improving 

customer service

Increasing 

marketing

change in approach to

the product

change in approach to

the customer
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what one single function did you focus on during the 

sustaining growth phase internally?

HUMAN 
RESOURCES

SALES FINANCE

MARKETING PUBLIC RELATIONS

PRODUCT/ SERVICE
DEVELOPMENT

DELIVERY

MANAGEMENT

ADMIN

16%

26%

13%

10% 3%

22%

10%

Human resources, the

management team and

finance function were

the most focused

divisions of the

company during the

growth maintenance

phase. Successful

entrepreneurs often

choose to maintain an

efficient steady ship as

they reach a certain

size and stability.
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what measures did you take to increase your business 

value in the sustaining growth phase?
Increasing planning 

focus

60%

Promoting 

talent

37%
Adding new 

talent

33%

Increasing 

measurements

37%Bringing in 

professional 

help 

23%
A complete 

revamp

13%

Focus on planning &

measurement takes up

the majority of the time

spent on initiatives during

the stability phases.

Talent management and

allowing new talent to

crop up was the second

priority item.

23% chose to bring in

professional help at this

stage to help manage

things better.
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did you seriously consider an M&A during 

this phase?

55

%

N
o

45

%

Y
e
s

36%
But we didn’t know what to 

do next.

what happened then?

Not sure why 

we didn’t 

consider

No 

management 

buy-in

Didn't 

know we 

qualified

Didn't 

know an 

advisor

Didn't 

know who 

to ask

why did you

not proceed?

why did you

not consider it

though?

21%We did an M&A.

21%
We wanted to acquire 

other companies.

21%
We wanted to be 

acquired.

how did that

happen?
1/3

We were 

approached
1/3

We knew 

them from 

earlier

1/3

We were 

referred to 

them

While a lot of entrepreneurs

at this stage did consider

M&A as a viable option, there

exists a large gap in knowing

what to do next which could

have led to the deferral of the

decision itself – till it

becomes a lower priority.

On the other hand, a large

majority did not consider

M&A itself. When read with

above graph, the knowledge

problem affected nearly 45%

of the entrepreneurs.

Management buy-in affected

less than 15% of the group.
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how big of a problem were the following during 

this phase of your journey?

Receivables management
on a scale of 1-10

HardEasy

6.3/10

Average

7/10

Median

Budgeting & planning quality
on a scale of 1-10

HardEasy

5.6/10

Average

5/10

Median

Cost control
on a scale of 1-10

HardEasy

6.2/10

Average

7/10

Median

Maintaining employee morale
on a scale of 1-10

HardEasy

6.7/10

Average

7/10

Median

Sustaining growth
on a scale of 1-10

HardEasy

7/10

Average/ Median

Financial reporting quality
on a scale of 1-10

HardEasy

5.9/10

Average

6/10

Median
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what would you say the traits of an exceptional 

financial advisor are?

Strong business 

understanding

25%

did you work with a

financial consulting

advisory?

71

%

N
o

29

%

Y
e
s

would you be open

to considering one?

Proactive

approach

21%

Technical

expertise

18%

Creative

thinking

16%

Problem 

solving

11%
Accountability

9%

58

%

Y
e
s

42

%

N
o

when?

A good financial advisor is one who understands your business in a very deep way. A lot of founders who built large

established businesses felt that understanding of business, proactive approach to finance & technical expertise were the

most important traits they expected followed by creative thinking.



at what stage do you feel founders 

should seek external professional help?

68%

53%

30%

27%

21%



how
the

Over the months of April & May 2019, Prequate’s team conducted

interviews and surveys with interviewees, who are CEOs/ Founders/ Co-

founders/ Managing Directors of businesses that are indicative of a

successful business in commercial terms. Interviews covered more than 35

entrepreneurs from across the world and 10% of interviews were

conducted by face-to-face, 15% by telephone and 75% were online forms

that were circulated. All interviews were conducted on a confidential basis

and only the internal teams of Prequate, their interns & their extended

staff had access to this data.

Some interviews/ surveys conducted & their results may have been

excluded for the following reasons - incompleteness, profile of the

interviewee not matching target group, inability to verify the profile,

responses that were not conclusive or forming less than 5% of the total

responses.

Further, none of the results are meant to be conclusive or precise or

predictive. Discretion is requested. Please see how to use later herein.
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E Setup in 2010, Prequate is a management ^ strategic finance

advisory. Prequate acts and manages as a Management Assist

group / CXO bridge on matters ranging from business strategy

to planning and execution.

Over the last 8 years, we has worked with 350+ businesses

(ranging from Fortune 500 companies to award-winning start-

ups) across 20+ countries in capacities ranging from crafting

their international expansion strategy to managing investor

relations. During this time, Prequate has been featured on

various publications for their breakthrough approach to

advisory.

Prequate‘s DNA is made of a team with experiences spanning

international business management, business consulting, risk

advisory, assurance, corporate finance, investment banking and

entrepreneurship and work as partners for growth to SMBs

across the world.

management ^ finance 

© Prequate 2010 - 2019
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REQUEST A CALL BACK KNOW US A LITTLE BETTERor
I know of something that I need help on. I want to know Prequate a little better. 

website > chatbot > email > sign-up >

http://bit.ly/call-with-prequate
http://bit.ly/PrequateContactProfile
https://www.prequateadvisory.com/
http://bit.ly/PrequateContactProfile
mailto:connect@prequate.in?subject=[Profile]%20Team%20at%20Prequate,%20I%20would%20like%20to%20know%20you%20better.
mailto:connect@prequate.in?subject=[Profile]%20Team%20at%20Prequate,%20I%20would%20like%20to%20know%20you%20better.
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State/ Enterprise, read as ‘State of Enterprise’ is an

initiative of Prequate to make available this research

to the young entrepreneurs and established

businesses alike. This annual report has been

completely funded & sponsored by Prequate and is

the effort of over 1,000 hours of research, speaking

with founders, interviews and hundreds of coffees

over April & May 2019. The first of it’s kind, these

few Mb of data are with the dream of bringing

together perspectives of entrepreneurs, their

journeys, the opportunities they saw, the challenges

they overcame and the lessons they learn as they

went on to build their enterprises.

Hope you loved it as much as we loved making it.



At Prequate, our purpose is to partner with businesses and achieve their true potential, wherever they may be. We are committed to providing the highest quality of information,

analysis and more importantly interpretation of the numbers that define their world.

This study & the report ensuing has been prepared for the general guidance on matters of interest only, and does not constitute professional advice from Prequate or any of it’s

affiliate organizations. As a reader of this content, you should exercise due caution while employing or deploying analysis and results from this publication. You should refrain from

acting solely upon the information contained herein without obtaining specific professional advice on any matter whatsoever. There is a specific reason that consultants &

practitioners have existed, are existing and will continue to exist. No representation or warranty (express or implied) is given as to the accuracy or completeness of the information

contained in this publication, and, Prequate does not accept or assume any liability, responsibility or duty of care for any consequences of you or anyone else acting, or refraining to

act, in reliance on the information contained in this publication or for any decision based on it.

management ^ finance 
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All the information and analysis is free to use and quote subject to the condition that you quote the source in any of the following formats:

“ according to The State of Enterprises Report 2019 by Prequate ” or “ according to The State of Enterprises Report 2019, a Prequate Initiative ”

“ as per The State of Enterprises Report 2019 by Prequate ” or “ as per The State of Enterprises Report 2019, a Prequate Initiative “

“ The State of Enterprises Report 2019 by Prequate ” or “ The State of Enterprises Report 2019, a Prequate Initiative ”

“ Source: State / Enterprise Report, a Prequate Initiative “

Please do try to provide a reference to our website [ www.prequateadvisory.com ] so that we can also share the recognition that your report features. If you have any questions,

please feel free to drop us a line at connect [at] prequate.in and we will get back.

Our privacy policy can be seen here: [ Privacy Policy ].

© Prequate 2010 - 2019

www.prequateadvisory.comwww.stateofenterprises.comcan use it
how you

https://www.prequateadvisory.com/privacy-policy
https://www.prequateadvisory.com/
https://stateofenterprises.com/


This world is a better place thanks to people who are ready to commit to missions far beyond themselves – especially giving a part of their

lives by spending time on a mission to positively influence the leaders of tomorrow.

These may be a few Mb of data, but it has taken thousands of hours to host and compile. Every question was sieved through with a fine

comb to ensure that every answer can help another entrepreneur. A team of dedicated, gifted individuals contributed to it with their time,

reputations & hearts to make this document – Aarzoo Saiyyad, Amogh Giridhar, Karan Kumar G, Nidhi Nair, Pradyumna Nag, Priyanka Saraf,

Protick Kar Purkayastha, Rakesh Bordia & Sandeep Kannan - to them, a heartfelt thank you.

All our efforts would be impossible without the participation of the entrepreneurs. They gave us hours of their valuable time, simply because

we asked them and they identified with the vision of this exercise. You know who you are – a BIG THANK YOU.

A special thanks to Srinivasan Vittobi (who was the first person we mentioned this initiative to last year & is also an interviewee in the Study

of 2019).

For all the aspiring entrepreneurs:

“Don't worry about failure; you only have to be right once.”
Drew Houston, co-founder & CEO, Dropbox

www.prequateadvisory.com

© Prequate 2010 - 2019

thanks
A big

www.stateofenterprises.com

https://www.prequateadvisory.com/
https://www.stateofenterprises.com/


website > chatbot > email > sign-up >

If you want access to 

more of our thought leadership

If you want to 

write to us

If you want us to

reach you

If you want to

see what else we do

book time >

If you want to book 

a quick call with the team

https://www.prequateadvisory.com/
http://bit.ly/PrequateContactProfile
mailto:connect@prequate.in?subject=[Profile]%20Team%20at%20Prequate,%20I%20would%20like%20to%20know%20you%20better.
mailto:connect@prequate.in?subject=[Profile]%20Team%20at%20Prequate,%20I%20would%20like%20to%20know%20you%20better.
http://bit.ly/call-with-prequate

