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Case 1 (Marks 20)
Virtual marketplace Okshan on Thursday said it has forayed into the used car segment with the launch of a B2B model.
As part of the initiative, the company would connect new car dealers and used car brokers to enable buying and selling of used cars on its platform from the assured inventory on a real-time basis. Unlike other auction websites and classified websites that are consumer to business (C2B) or business to consumer (B2C) driven, Okshan is one of its own kind of marketplace which facilitates transactions between business to business (B2B), the company said in a release. The main USP of Okshan is that sellers can see real-time bidding and get an update when any consumer, dealer or broker lists a particular car on the platform, which is unlike any other platform in the country, it said. Once the transaction is done, Okshan will charge a simple commission on it, it added.
“Being into both used car and new car business for over 27 years, I feel there is a huge opportunity in the used car market. But at the same time, it is having its own challenges. To solve this, we are bringing a technology-driven platform that is transparent, seamless, and trustworthy," Okshan Founder and Chief Executive Officer Ranjeev Dahuja said.
There is still a huge gap in the organised used car market for C2B and B2C business models as most of the time deals don't happen even after the auction because there was no real inventory, he added.
Currently, Okshan is operating in Chandigarh, Punjab, Haryana, Delhi, Noida, and Ghaziabad with over 150 employees. It has so far signed up over 3,000 brokers and 200 new car dealers on its platform.
"We are aiming to become the first go-to platform for any used car transaction that takes place in the market. Our initial target is to capture North India within the first quarter of the ongoing fiscal year and then achieve nationwide presence by the end of FY 2021-22," Okshan COO Anjani Mishra said. The platform is targeting to achieve 12,000-15,000 transactions every month nationally by the end of the first quarter of 2022, she added.
Q. 1 Critically evaluate the business model of Okshan                                                                                             
Q.2 Analyse the chances of success of Okshan in Indian Market 


Case 2 (Marks 20)

Electric vehicle (EV) sales declined by a quarter during the pandemic-stricken financial year ended 31 March despite a surge in sales in recent months.
About 237,000 EVs were sold during FY21 – a 25% decline over FY20. EVs accounted for just 1.2% of the overall vehicle sales in the country with about 18.8 million vehicles with combustion engines sold during the same period.
EV sales included about 143,800 electric two-wheelers, which is a decline of 6% over the previous year. Of these, 40,800 were in the high-speed category that requires registration with regional transport authorities. The remaining 103,000 were low-speed scooters.
Electric three-wheeler sales declined by 60% to just 88,400 units. Meanwhile, four-wheeler sales improved by 35% on a low base to 4,588 units.
The data were compiled by the Society of Manufacturers of Electric Vehicles (SMEV), a lobby of EV makers.
“We were anticipating a good growth before the start of FY21, but sales remained stagnant due to various reasons," said Sohinder Gill, director-general of SMEV.
Gill lobbied for better financing of EVs, which remain underserved by major lenders, unlike conventional vehicles. He also asked for better consumer-awareness drives from the state and central governments.
A recent report by Deloitte concluded: “The world outside Europe, China and the United States is lagging behind in terms of EV sales.” It noted that India, like many markets, was dominated by low-cost models which remained an area that EV makers haven’t been able to penetrate so far because of EVs’ comparative higher price.
Q. 1 How can EV manufacturer cater to the value segment in India
Q.2 Ola Electric plans to launch its electric scooter in the Indian market in July. You are part of the strategic planning team chalk out the launch plan for Ola electric scooters in India.
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