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BIZZIGO — Comprehensive Strategic, Market
& Investment Report

Research-Validated Business Plan & Strategic Reset | August 2026

Prepared from the Bizzigo Master Compendium supplied by the founder, supplemented with current public-source research. Claims are classified as
verified, founder-reported, proposed, or requiring validation.

Investment Readiness Scorecard
Dimension Assessment Implication

Market Strong Large, fragmented category; Goa provides a dense tourism-driven beachhead.

Problem Strong Reliability, repeat visits, property uptime and fragmented supply are credible problems.

Differentiation Promising Needs to be framed as maintenance infrastructure, not another generic marketplace.

Traction Early Founder-reported 500-professional pipeline and concierge validation require evidence packaging.

Technology Promising AI triage is useful if tied to first-visit resolution and parts preparedness.

Unit economics Unproven Must be validated through the pilot.

Regulatory Manageable with work Payments, worker rules, insurance and DPDP require deliberate design.

Fundraising Ready for pilot round ■40 lakh is better positioned as milestone capital than as a break-even round.

Executive Decision Summary
Bizzigo should be repositioned from a generic “home services app” into a Goa-first hyperlocal maintenance infrastructure
platform. The strongest initial wedge is B2B property maintenance for villas, homestays, boutique hospitality operators and
property managers, with B2C residential demand as a second growth engine.

The current dossier contains a strong underlying thesis but several investor-facing claims should be tightened. The
■15,000+ crore TAM is too narrow as a headline and should be replaced with a bottom-up service-category TAM; the
15–20% SOM should become an operating target rather than a market-share claim; the “40% second-trip” statistic should
not be used until independently verified; “Double-Escrow Token” should become “Mutual Commitment Deposit”; and “Edge
AI” should become “AI Pre-Arrival Triage” unless inference is actually performed on-device.

The ■40 lakh raise should be framed as a milestone-based pilot/de-risking round, not as a promise of immediate
break-even. The investment case is strongest if the capital proves technician density, B2B property acquisition, first-visit
resolution, response-time performance, contribution margin and repeat usage.

1. Company & Strategic Identity
Company: Bizzigo. Parent entity: Cubilogy Solutions. Founder-reported headquarters: Bastora, Goa. Stage: pre-seed / pilot
execution. Founder-reported programme affiliation: 2026 Goa Startup Accelerator, Milestone 1 / Phase 1 Pilot.

Leadership: Pratik Shirodkar — CEO, strategic vision, B2B acquisition, government/CSC integration and field operations.
Mayur Shirodkar — CTO, Go/Python backend, Flutter applications and AI/triage architecture.

Recommended category: “Hyperlocal maintenance infrastructure platform.” Recommended one-line description: “Bizzigo
connects independent technicians with households and hospitality properties using AI-assisted diagnosis, rapid-response
dispatch, commitment-based booking and digital service records.”

2. Problem & Customer Segments
The source dossier identifies four structural problems: centralized aggregator economics, repeat visits caused by poor
pre-arrival information, mutual cancellation/no-show risk, and weak rapid-response maintenance for hospitality properties.

Primary customer: property managers and operators controlling multiple properties. Secondary B2B customers: villa
operators, homestays, boutique hotels and hospitality networks. B2C customers: households needing transparent, verified,
scheduled repair and maintenance.
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Supply: verified adult technicians, tradespeople and micro-entrepreneurs. Avoid the previous “ages 15–44” wording.
Bizzigo should not recruit minors into repair categories where safety, labour or licensing issues can arise.

3. Market Opportunity
Current public research places the broader Indian home-services market at roughly ■5.1 lakh crore in FY25. This is a
broad industry number and should not be used as Bizzigo’s direct TAM because it includes categories outside the initial
product scope. The strategic implication is that the market is large, fragmented and still substantially offline.

Goa is an unusually attractive beachhead because the 2025 Goa Economic Survey reports 10,802,410 tourist arrivals,
including more than 10.2 million domestic visitors and 517,802 foreign visitors. Tourism creates a concentrated commercial
demand pool where property uptime has a direct revenue and guest-experience impact.

Recommended market-sizing architecture: (1) India broad market reference; (2) serviceable categories for
appliance/electrical/plumbing/property maintenance; (3) Goa commercial + residential service spend; (4) beachhead
demand in Bardez and Salcete; (5) Bizzigo capacity-based obtainable market based on technician density and booking
throughput.

4. Competitive Strategy
Urban Company is a scaled, standardized managed marketplace and is a serious competitor. Bizzigo should not position
itself as “better Urban Company” or claim that online home services are unsolved.

Recommended differentiation: Urban Company manages a standardized service marketplace; Bizzigo should provide
infrastructure for independent local service businesses and property operators. The defensible wedge is the combination of
local density, B2B maintenance workflows, service history, response-time enforcement, mutual commitment, AI-assisted
diagnosis and technician-owned reputation/storefronts.

Other competitive substitutes include Justdial/lead directories, Google/WhatsApp referrals, informal brokers, independent
technicians, property-management in-house teams and maintenance contractors. Bizzigo wins when reliability and
operational visibility matter more than simply obtaining a phone number.

5. Product & Technology
Core stack from the source dossier: Flutter applications; Go and Python backend; payment/settlement infrastructure;
AI-assisted vision/diagnostic layer; dispatch/time-track logic; professional digital storefronts.

Rename “Edge AI Pre-Arrival Triage” to “AI Pre-Arrival Triage” unless the production architecture actually performs
inference on-device. The feature should be measured by business outcomes rather than model novelty.

Primary AI KPI: First-Visit Resolution Rate (FVRR). Secondary metrics: diagnostic accuracy, parts correctly identified
before dispatch, technician preparation time, avoided repeat visits and customer resolution time.

The product should support B2B property accounts, recurring maintenance, service history, property-level asset registers,
emergency escalation, technician assignment, photo/video evidence, digital invoices, warranty/service records and SLA
reporting.

6. Booking Commitment & Payment Architecture
Replace “Double-Escrow Token” with “Mutual Commitment Deposit.” The product idea remains: customer commits to the
booking and the professional commits to the accepted job, creating an economic consequence for unjustified last-minute
cancellation.

Do not state that Bizzigo already has “RBI-compliant escrow.” The correct investor wording is: “Bizzigo will implement a
regulated payment/settlement architecture through an appropriately licensed provider, subject to legal and compliance
validation.” RBI materials distinguish payment aggregators and payment gateways and set requirements around payment
collection and settlement.

A flat 10% commitment may not work equally well across low- and high-value jobs. Test a dynamic structure: a minimum
rupee commitment plus a capped percentage, with category-specific rules and clear exemptions for legitimate
cancellations.
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7. Go-to-Market & CSC Strategy
B2B should be the first growth engine. One property manager can bring many properties, producing higher lifetime value
and lower customer-acquisition cost than acquiring individual households one by one.

Create Bizzigo Rapid Response Zones, beginning with dense Bardez corridors and expanding after technician density
supports service-level performance. A 2-hour target should be zone-specific, category-specific and subject to availability
rather than a universal Goa promise.

The Government of Goa maintains a public CSC directory containing operators across Bardez and Salcete among other
areas. This validates the existence of a potential distribution network. It does not establish a Bizzigo–CSC partnership.
Therefore the CSC strategy should be described as a proposed partnership/distribution channel until an MoU, pilot
approval or other institutional evidence exists.

CSC operators can become Bizzigo Verification/Onboarding Partners for document collection, onboarding assistance and
digital enablement. Avoid making Aadhaar handling the marketing centerpiece; minimize sensitive-data exposure and use
compliant verification workflows.

8. Operating Model & KPIs
Phase 1 should focus on AC, washing-machine and refrigerator repair/service. These categories share urgency, diagnostic
complexity, parts availability and measurable repeat-visit economics.

Core operational dashboard: active verified technicians; technicians available in each zone; jobs/day; acceptance rate;
cancellation rate; response time; first-visit resolution; average ticket; technician earnings; take-rate; contribution
margin/job; repeat booking rate; B2B properties live; revenue/property; and CAC/payback.

Do not define success as “500 professionals onboarded” alone. Separate expressions of interest, document-verified
professionals, active professionals, first-job professionals and repeat-active professionals.

9. Financial Strategy
The original ■40 lakh allocation (40% technology/AI, 40% acquisition/supply, 20% operations/legal/insurance) is
directionally useful, but the raise should be linked to measurable de-risking milestones rather than a claim of automatic
break-even.

Illustrative base-case pilot economics for planning only: average service value ■1,800; platform take-rate 12%; additional
professional SaaS/other revenue introduced only after marketplace liquidity; target variable contribution margin should be
validated in pilot rather than assumed.

Illustrative throughput: 750 completed jobs/month average during a scaled pilot at ■1,800 AOV produces ■13.5 lakh
monthly GMV and ■1.62 lakh monthly platform revenue at a 12% take-rate. This is not enough for a ■3.3 lakh monthly
burn, demonstrating why B2B contract density, higher throughput, ancillary revenue and disciplined operating costs are
essential.

A more mature operating case of 6,000 jobs/month at ■2,000 AOV produces ■1.2 crore monthly GMV; at a 12% take-rate
this is ■14.4 lakh monthly platform revenue before any SaaS or other revenue. This is an illustrative target scenario, not a
forecast or promise.

Recommendation: use the ■40 lakh round to reach evidence milestones: 250+ active technicians, 25–50 paying B2B
properties, repeatable demand, 90%+ job acceptance in core zones, measurable FVRR improvement, documented unit
economics and a credible expansion playbook.

10. Recommended ■40 Lakh Use of Funds
Technology & product — ■14 lakh: production app, backend, dispatch, B2B dashboard, payments integration, analytics
and controlled AI pilot.

B2B sales & demand — ■10 lakh: property-manager acquisition, field sales, onboarding material, pilot incentives and
account management.
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Supply onboarding & professional enablement — ■6 lakh: verification, training, onboarding operations, local partner
incentives and technician tools.

Operations, insurance & customer protection — ■5 lakh: service guarantee/insurance pilots, support, field operations and
incident management.

Legal, compliance & data protection — ■3 lakh: payment architecture review, contracts, DPDP implementation, worker
framework and insurance/legal review.

Contingency — ■2 lakh: unexpected infrastructure, operational and compliance costs.

This allocation is a recommended revision, not a committed budget. Actual deployment should be released against
monthly KPI gates.

11. Regulatory & Risk Framework
Gig/platform-worker regulation has materially evolved. Government communications state that gig and platform workers
are formally recognized under the labour framework, with social-security mechanisms and aggregator-related
responsibilities. Bizzigo therefore needs a formal worker-compliance workstream rather than assuming
independent-contractor status eliminates regulatory exposure.

The Digital Personal Data Protection Rules, 2025 were notified in November 2025 and provide a phased compliance
framework. Bizzigo should design privacy-by-default for customer addresses, location, videos/photos, technician identity
information, service histories, payment metadata and reviews.

Risk controls: clear professional agreements; safety standards; insurance; grievance handling; transparent cancellation
rules; data minimization; retention/deletion schedules; consent notices; incident response; payment-provider compliance;
category-specific licensing checks where applicable; and legal review before commercial launch.

12. 36-Month Roadmap
Months 0–6: concierge-to-product transition; focus on three appliance categories; build technician density in selected
Bardez zones; acquire first B2B property accounts; establish baseline FVRR and repeat-visit rates.

Months 7–12: expand core zones; launch B2B maintenance dashboard; implement AI triage in controlled categories;
formalize insurance/service guarantee; test mutual commitment deposit; document unit economics.

Months 13–24: expand into electrical and plumbing; add recurring maintenance plans; pursue institutional/CSC distribution
partnerships; expand across Salcete and additional Goa zones only when service density supports SLAs.

Months 25–36: statewide scale if economics are proven; expand into selected tourism-heavy Tier-2/Tier-3 markets; pursue
institutional seed financing based on demonstrated contribution margin and retention.

13. Investor Readiness Assessment
Strengths: large fragmented market; strong Goa tourism tailwind; focused beachhead; potential B2B aggregation
advantage; meaningful operational problem; AI feature linked to measurable economics; potential technician-network data
moat; and a clear initial geography.

Weaknesses: early-stage evidence; unverified market-specific TAM/SAM; unverified two-trip statistic; unproven 2-hour
economics; proposed rather than established CSC relationship; payment/regulatory complexity; and no demonstrated
repeatable unit economics in the supplied dossier.

Investor message: “We are not asking capital to prove that people need plumbers. We are asking capital to prove that a
dense, hyperlocal maintenance network can produce faster resolution, higher first-visit completion and superior economics
for property operators and independent technicians.”

14. Final Strategic Blueprint
Brand position: Bizzigo — Hyperlocal Maintenance Infrastructure.

Primary wedge: B2B property maintenance in Goa.

Secondary engine: B2C residential services.
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Initial categories: AC, washing machine, refrigerator.

Core product moat: local technician density + service history + dispatch data + AI-assisted diagnosis + commitment
mechanics.

Primary north-star metric: completed jobs resolved correctly on the first visit, while maintaining strong technician earnings
and contribution margin.

Funding thesis: ■40 lakh milestone-based pre-seed pilot round; raise more only after the business proves repeatable
demand, supply density, service reliability and unit economics.

Strategic conclusion: Bizzigo has a credible foundation, but the investor-grade version should be narrower, more
evidence-led and more operationally measurable than the original dossier. The strongest version is not a broad
marketplace; it is a Goa-first maintenance operating layer that can later expand geographically once the local operating
system works.

Appendix A — Claim Status
Founder-reported/source-derived: company identity, leadership, 500-professional waitlist, accelerator participation,
concierge MVP, proposed technology architecture and ■40 lakh ask.

Externally supported: Goa’s 2025 tourism scale; existence of the state CSC directory; notification of the DPDP Rules 2025;
current labour-policy recognition of gig/platform workers; existence of established national competition.

Requires primary validation before investor use: ■200–300 crore Goa SAM; 15–20% Bardez/Salcete SOM; 40%
second-trip rate; exact B2B property counts; exact technician density; 2-hour SLA feasibility; 10% deposit optimality; and
any formal CSC/government partnership.

Appendix B — Sources & Research Notes
Bizzigo Master Compendium supplied by the founder — primary source for the original business thesis and
founder-reported traction.

Government of Goa, Economic Survey 2025–26 — tourism chapter reports 10,802,410 total tourist arrivals in 2025.

Government of Goa, CSC Centers directory — public directory of Common Service Centre operators across Goa.

Ministry of Electronics & Information Technology — Digital Personal Data Protection Rules, 2025, notified in November
2025, with phased implementation.

Government of India / PIB and Ministry of Labour & Employment — current gig/platform worker and social-security
framework.

Reserve Bank of India — payment gateway/payment aggregator regulatory materials; use counsel and the licensed
payment provider to validate the final money-flow design.

Urban Company Investor Relations — public company filings, financial reports and business disclosures used to frame the
competitive landscape.

Selected Public Research Links
Government of Goa — Economic Survey 2025–26: https://www.dpse.goa.gov.in/economic-survey-2025-26.pdf

Government of Goa — CSC Centers: https://www.goa.gov.in/csc-centers/

MeitY — Digital Personal Data Protection Rules 2025:
https://www.meity.gov.in/documents/act-and-policies/digital-personal-data-protection-rules-2025-gDOxUjMtQWa

Urban Company — Investor Relations: https://investorrelations.urbancompany.com/

RBI — Payment Gateway / Payment Aggregator report: https://www.rbi.org.in/Scripts/PublicationReportDetails.aspx?ID=943&UrlPage;=

Ministry of Labour & Employment — Annual Report 2024–25: https://labour.gov.in/sites/default/files/arenglish2024-25_compressed.pdf

Research disclaimer: This report is a strategic and commercial planning document, not legal, tax, regulatory, accounting or investment advice. Financial
figures marked illustrative are planning assumptions and must be replaced with pilot data before being presented as forecasts.



