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B.E. (IT)-B.V.P.C.O.E | Pune (2003-07)

7 years in the Tech & Product Industry

aballabh@theextraaedge.com

oW
Web Developer Business Analyst Consultant
Data Architect Product Manager Operations

Sales

Co-Founder



2%, Startu
1"7-; Leade'?ship

RRRRRRR

Companies |

HSBC <> MindTickle?

Companies |

eftraaedge.con

Share. Progress. Achieve.

Copyright ExtraAEdge.com 4



About ExtraaEdge
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| S001al Student Llfecycle Management Platform |

\X/e help progressive mstltutes
- _acquire, serve, manage &
connect with their students
..cyear on year.

INTERESTING. TELL ME MORE.



CO"EDGE is a =

Social Student Lifecycle
Management Platform
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Lessons Learnt
in Education Business
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Build relationship in community Focus on GROWTH + SALES
Charge your customers

The Most Devastating
Detective Story Of This Century.

K USER first
Follow the money eep Irs

Think ROI
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Passion Build a great Team

H ti
Deliver VALUE ave patience
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Consumer
Attitudes & Buying
Behavior
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Sales happen through a channel of TRUST.

Are you selling: Vitamins or Antibiotics

Customers get it: Value vs Commodity

Technology - Mobile, SaaS, MooC etc.

One size fits all — never works

They WANT a Comprehensive Solution

Copyright © extraaedge.com

[
\%'aa edge.com



Education
Categories that will
grow & shrink
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CORE EDUCATION

K-12 EDUCATION

+ Special education

HIGHER EDUCATION

PARALLEL EDUCATION

VOCATIONAL TRAINING

+ Languages
« Hospitality training
« Distance learning

CORPORATE TRAINING
« Outsourced training

TEST PREPARATION

TUTORING

ANCILLARY SERVICES

ICT /TECHNOLOGY
+ Hardware
« Software

ERP SOFTWARE

LEARNING MANAGEMENT
SYSTEMS

CURRICULUM
DEVELOPMENT

DURABLES

TRANSPORTATION
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Franchising &
JVs
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A
v" Sell yourself first and then PARTNER.
v JV’'s with complimentray service providers help
to reach the decision makers.
v" Customers buy in a cycle & great to have right

resellers & partners as timing matters.

v' Information is critical for business
development.

o
eltraaedge cm
18 Copyright © extraaedge.com Share. Progress. Achieve.



Business
Models
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v" Repeatable, Scalable, Sales Play, Low Cost,
Recurring Revenue, License based SaaS models.

v e.g. Products
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Keep Hustling
All the Best
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