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S
Technology in context

OFTMAG explores the software, organisations and
ideas shaping a digital economy. We connect
technical concepts with the everyday decisions

facing founders, professionals, students and business
leaders. Our interest is in how a technology works, why
someone would adopt it and what it takes to deliver a useful
result reliably.

Our editorial vision
Our vision is to be a leading technology magazine that
empowers individuals, businesses and communities to
create a smarter, more inclusive and sustainable world. Our
mission is to inform, inspire and connect the global
technology community through high-quality content on
software, AI, innovation and the people shaping our digital
future. The September edition brings this purpose into focus
through India’s startup momentum.

E
How to read the issue

ach feature combines an explanatory article with
an original visual and a practical takeaway.
Named facts and product descriptions link to

primary sources. Illustrative examples explain a method
and are identified as such; they are not reports of actual
customer outcomes. The founder profile is based on
published material. Use the contents to jump between
sections, or read in order to follow the journey from
opportunity to execution.

Our focus areas
The editorial mix spans enterprise software, emerging
technologies, startup education, digital skills and the
people behind innovation. Regional reporting connects
these themes to places where new teams are forming.
We aim to give a reader enough context to ask a better
question, whether they are selecting a tool, preparing an
experiment or studying a new field. Clear boundaries
between analysis, documented facts and illustrative
examples help readers judge what a story can establish.

THIS EDITION

SOFTMAG • The Software Magazine. September
2026. Issue 1, Volume 1. A 65-page A4 digital
edition including covers. Designed for on-screen
reading and full-size printing.

FOCUS / Software · AI · startups · sustainability · leadership · regional innovation
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E D I T O R ’ S  N O T E  —  B U I L D I N G  I N D I A ’ S  D I G I TA L  F U T U R E

Building India’s Digital Future
Editor’s Note • Innovation begins by paying attention.

DIGITAL
INDIA

People Infrastructure

Enterprise Opportunity

Conceptual framework • stages and categories, not measured market data.

Dear readers,
A customer’s workaround can contain the beginning of

a company. So can a delayed medical result, an

unreliable delivery or a repetitive task that quietly

consumes a working day. Technology becomes

meaningful when a team understands that experience

deeply enough to make it better. This issue approaches

India’s startup momentum through those practical

moments.

We explore fields with enormous imaginative power:

artificial intelligence, advanced engineering and

sustainable technology. Their promise deserves serious

attention, and serious attention includes asking difficult

questions. Does the tool work outside the

demonstration? Can people use it confidently? Does the

business have a realistic way to support customers after

the first sale? Evidence strengthens ambition by

showing where the next effort should go.

We also look at regional networks and Odisha’s

emerging opportunities. Innovation can draw strength

from local knowledge while meeting demanding

standards of reliability and service. For founders, our

message is to learn with discipline. For leaders, it is to

make room for people to contribute and question. For

every reader, we hope these pages turn curiosity into a

useful next step. Thank you for reading SOFTMAG.

Digital infrastructure creates possibilities, but progress

is not equally accessible to everyone. Language,

affordability, connectivity and confidence influence

whether a new service becomes useful. Founders should

spend time with the people least well served by the

existing process, not only with early adopters who find

technology easy. Sustainable innovation also asks what

a solution consumes, how it is maintained and whether

its benefits endure after the pilot ends. These questions

make the startup conversation more demanding and

more worthwhile.

The pages that follow are designed to connect those

questions. We move from frontier research to product

discovery, from digital infrastructure to sector-specific

challenges, and from founder decisions to the networks

around them. Readers bring their own experience to

this conversation. We invite you to compare these ideas

with your work, challenge assumptions and share

lessons grounded in evidence. India’s digital future will

be shaped by many such contributions, including the

quiet improvements that rarely become headlines. A

thoughtful experiment, a well-supported colleague and

an honest account of a difficult lesson can each move

that future forward in a practical way.

Ms. Sasmita Shasini
Editor · SOFTMAG – The Software Magazine
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F R O M  T H E  E D I T O R I A L  T E A M

Ideas with Purpose
India’s startup momentum deserves a conversation grounded in people, evidence and lasting
value.

T
Innovation begins with attention

he most useful technology often starts with an
ordinary frustration: a task that takes too long,
information that arrives too late or a service that

leaves people uncertain. Understanding that experience is
the beginning of meaningful innovation. A promising idea
becomes stronger when its builders listen carefully and test
what they believe.

Beyond the announcement
Startup progress deserves to be examined after launch.
Can customers complete the intended task? Can the team
support the product reliably? Does the solution remain
useful when conditions change? These questions connect
ambition with the practical work that builds a durable
enterprise.

A wider innovation conversation
India’s technology story includes established centres
and emerging regional networks. Research, local
industry, education and entrepreneurial experience can
meet in many settings. This issue explores those
connections through emerging technologies, product
building, sector innovation and the opportunities around
Odisha’s growing ecosystem.

Our commitment to readers
SOFTMAG aims to explain technology clearly,
distinguish evidence from expectation and recognise the
people behind the work. We welcome curiosity and
ambitious ideas while asking how they translate into
dependable outcomes. We invite readers to explore
these pages, question assumptions and share lessons
that can help others make better decisions.

THE EDITORIAL PERSPECTIVE

Useful ideas become stronger through thoughtful questions, responsible experimentation and a willingness to learn.

E D I T O R - I N - C H I E F

Ms. Rashmita Panigrahi

E D I T O R

Ms. Sasmita Shasini

C O - E D I T O R

Liza Panda

S U B - E D I T O R

Ms. P Suchismita
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F R O M  T H E  P U B L I S H E R ’ S  D E S K

Technology, Entrepreneurship and
the Power of Ideas
A shared platform for informed technology conversations.

01

Readers

Explain clearly

02

Builders

Share evidence

03

Educators

Connect perspectives

04

Industry

Enable better decisions

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

Publishing for useful understanding

The pace of technology news can make every

announcement feel urgent. A magazine offers room to

pause, connect ideas and ask what they mean in

practice. SOFTMAG aims to make that space useful to

readers who build, buy, study or lead technology. Clear

explanation and practical context are central to that

purpose.

This edition brings entrepreneurship into conversation

with software engineering, skills, leadership and

regional opportunity. A startup does not grow through a

single discipline. It needs people who understand

customers, systems, operations and the way

organisations change. By placing these subjects

together, we hope to encourage conversations that

continue beyond the page.

Readers can contribute by sharing a well-evidenced

technical lesson, a product-building experience or a

local innovation story. A strong contribution explains

the setting, what changed and how the result was

assessed. Partnerships should support the reader’s

understanding and be clearly distinguished from

editorial work. As SOFTMAG develops, our publishing

ambition remains simple: create a dependable place for

ideas that help people make better decisions. —

Publisher’s Desk

Readers deserve to understand the assumptions behind

a claim. A new product may offer genuine value while

remaining unsuitable for a particular organisation. A

founder’s experience may be instructive without

becoming a formula that others should follow.

Technology journalism can make these distinctions

visible. Our responsibility is to explain the setting,

examine the evidence and leave readers better equipped

to decide. That approach gives room for enthusiasm

while keeping the work grounded in practical reality.

CONTRIBUTOR STANDARD

Useful stories include context, evidence and limitations. Describe the work clearly, credit collaborators and distinguish
what was observed from what is inferred.

Publisher’s Desk
SOFTMAG – The Software Magazine
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Original AI-generated conceptual illustration • SOFTMAG

T
A broader idea of innovation

he startup story is often told through funding
announcements. The more consequential story
happens after the announcement: a clinic changes

how it follows up patients, a manufacturer finds defects
earlier, or a small business replaces hours of duplicate
entry. These improvements are less dramatic than a
valuation headline, but they explain why technology
businesses can matter to an economy.

Scale has a human foundation
A large market does not automatically create an easy
market. Buyers differ in language, income, connectivity and
purchasing power. A founder who understands one specific
group can build a better starting product than a team
chasing everyone at once. Customer support, field training
and dependable distribution are part of the product,
especially when users are adopting a digital workflow for the
first time.

T
Read the numbers carefully

he Ministry of Commerce and Industry reported
more than 2.23 lakh recognised startups as of
31 March 2026. Recognition describes

participation in an administrative ecosystem; it does not
measure profitability or commercial survival. The useful
question is how more of these enterprises can turn
technical capability into repeat demand, productive
employment and durable customer value.

Infrastructure creates a starting point
Shared digital systems can lower the effort required to
identify users, move payments and exchange
information. They do not remove the need for a
business model or a dependable service. A startup still
has to understand consent, integration, support and the
customer’s ability to act. The most durable opportunities
connect these foundations with an unmet need, then
build enough operating discipline to deliver the same
benefit repeatedly as the customer base grows.

THE GROWTH ENGINE

Demand creates direction. Talent creates capability. Capital buys time. Trust turns a first transaction into a relationship.
These elements reinforce one another when a company delivers a measurable improvement.

SOURCES / PIB • startup recognition, 17 April 2026
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I N D I A ’ S  S TA R T U P  M O M E N T U M

India’s Startup
Momentum
The next growth revolution will be built
on useful products, trusted services and
the ability to learn.

https://www.pib.gov.in/PressReleasePage.aspx?PRID=2253019&lang=1&reg=3
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I N D I A ’ S  S TA R T U P  M O M E N T U M

India’s Changing Startup Landscape
Sector labels attract attention. Specific customer problems create businesses.

C
Follow the difficult handoff

onsider an illustrative food distributor serving
small retailers. Orders arrive by phone, stock
sits in a spreadsheet and delivery updates travel

through messages. The promising opportunity may be a
shared order record that prevents missed deliveries.
Adding advanced analytics before the basic record is
reliable would increase complexity without fixing the
main failure. Good discovery follows the work across
the boundaries between people and systems.

Technology should fit the setting

A field product may need offline capture and delayed
synchronisation. An enterprise product may need audit
trails and integration with existing software. An AI
assistant may need evidence links and a review step.
Each setting changes the architecture and the cost of
service. Founders should choose a technical approach
after understanding the workflow, rather than searching
for a problem that fits a fashionable tool.

H
The opportunity is also operational

ealthcare, agriculture, education and
industrial services all contain coordination
problems. Solving them may require

partnerships, training and patient implementation.
Interview the person who uses the tool, the manager
who pays for it and the team that supports it.
Agreement among these groups is a stronger signal
than enthusiastic feedback from only one of them.

From consumer reach to deeper
workflows

A changing ecosystem creates room for businesses
that work behind the scenes: software for clinics,
specialised manufacturing tools or coordination
systems for smaller firms. These products may
require longer discovery and implementation than a
simple consumer application. Study the person
approving a purchase as carefully as the person
using the interface. A product becomes
commercially credible when the buyer can connect
its benefit with a budget, an operational priority and
a manageable change process.

DISCOVERY

Observe a recurring problem

PROOF

Test a complete user task

REPEATABILITY

Deliver without heroic effort

EXPANSION

Reach a second customer group

Stages describe learning, not fixed dates or guaranteed growth.

Conceptual framework • stages and categories, not measured market
data.

A BETTER DISCOVERY QUESTION

Ask: “Tell me about the last time this happened.” Examine the actual documents, delays and workarounds. Recent
behaviour is stronger evidence than a promise to use a future product.
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I N D I A ’ S  S TA R T U P  M O M E N T U M

Funding, Infrastructure and Innovation
An ecosystem becomes productive when its connections help founders make better decisions.

01

Founders

Milestone plan

02

Customers

Suitable resources

03

Mentors

Test environment

04

Partners

Customer adoption

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

D
Capital is one ingredient

ifferent businesses consume cash in different
ways. A software service may test demand with
a small team, while an equipment business

may need prototypes, tooling and field trials before a
sale. Funding should match the sequence of risks.
Spending more before a critical assumption is tested
can make a weak business harder to change rather
than more likely to succeed.

Incubation should create access

A useful incubator can connect a team with technical
facilities, experienced mentors and potential buyers.
The quality of those connections matters more than an
impressive address. Arrive with a precise request:
access to a test rig, an introduction to a procurement
team or feedback on a pilot design. Leave with an
owner and an agreed next step.

S
Trust is built in small promises

tartups often win attention through speed.
They keep customers through reliability.
Publish realistic service expectations, explain

limitations and respond clearly when something
fails. A paid pilot should specify the result to be
tested, what the customer must provide and how
success leads to a commercial agreement. That
discipline protects both sides and makes learning
easier.

Make collaboration explicit

A university partner may seek research outputs, an
investor may seek growth and a customer may seek
a reliable service at a predictable price. These goals
can coexist, but they are not identical. Document the
contribution expected from each participant and how
progress will be reviewed. Clarify data access,
ownership of results and the next commercial
decision. Good collaboration reduces uncertainty; it
does not depend on every organisation sharing the
same incentives.

TAKEAWAY / Judge support by progress: a completed test, a qualified customer conversation, a resolved hiring gap or a better
product decision. Count outcomes alongside introductions and events.
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I N D I A ’ S  S TA R T U P  M O M E N T U M

Opportunities and Challenges Ahead
The next chapter depends on businesses that can deliver repeatedly without losing their sense of
purpose.

A
Growth needs a stable core

busy sales pipeline can conceal a weak
operating model. Track how long onboarding
takes, which customers return and how much

support each account needs. When every deployment
requires a founder to intervene, the business has
discovered demand but has not yet developed a
repeatable service. Documenting recurring work is an
investment in the next stage of growth.

Regional ambition, global standards

A product can begin with a local problem and still meet
demanding standards of security, accessibility and
service. Export readiness starts with clear contracts,
understandable documentation and control over
customer data. These habits help domestic customers
too. Global ambition becomes credible when the
everyday experience works reliably, including the
difficult cases that demonstrations rarely show.

C
A practical agenda for the year ahead

hoose one customer group to understand
deeply. Improve one important workflow and
prove the benefit with evidence. Build a team

that can challenge assumptions without losing
accountability. Preserve cash for the learning that
remains. India’s startup momentum will be most
valuable when it produces companies that continue
solving problems long after their launch stories have
faded.

Keep ambition connected to resilience

Demand can change, a key employee can leave
and a supplier can fail. A young company should
understand which dependencies could stop delivery
and what alternatives exist. Preserve enough cash
and operational knowledge to respond. Resilience is
not an argument for avoiding risk; it helps the team
take a worthwhile risk without making every setback
fatal. Companies that can recover, learn and keep
serving customers give momentum a more lasting
economic meaning.

01

Acquire

Find a suitable buyer

02

Activate

Reach useful value

03

Retain

Sustain service

04

Improve

Review results

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market
data.

THE FOUNDER’S DASHBOARD

Review repeat use, successful customer outcomes, support effort, cash runway and unresolved risks together. No single
metric can explain the health of a young business.
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D E E P T E C H  I N  F O C U S

DeepTech and India’s
Next Innovation
Wave
Turning scientific capability into products
that work beyond the laboratory.

Original AI-generated conceptual illustration • SOFTMAG

D
What makes the challenge different

eep technology businesses depend on scientific or
engineering advances that are difficult to
reproduce. The challenge may involve materials,

sensing, robotics, biotechnology or space systems. A
promising result is only the beginning. The team must show
that the result survives changes in temperature, input
quality, operator skill and the many other conditions found
outside a controlled experiment.

Design the evidence ladder
Separate scientific feasibility from engineering reliability and
commercial viability. A bench experiment may establish a
principle. A prototype tests whether components work
together. A field pilot reveals maintenance needs and user
behaviour. Each stage should answer a different question.
Repeating an impressive demonstration without advancing
the evidence can consume money while leaving the central
risk untouched.

R
Build across disciplines

esearchers, product engineers and customers
use different definitions of progress. Create a
shared milestone document that explains the

target, test method and acceptance criteria. Include
manufacturing and servicing expertise early. A device
that performs well but cannot be calibrated, repaired or
produced consistently remains an experiment rather
than a dependable business product.

Know the route to production
Advanced manufacturing introduces questions about
tolerances, materials and process control that a
software-only prototype may not reveal. A small change
to a component can affect reliability elsewhere. Maintain
a traceable relationship between the design, test
conditions and observed performance. Bring suppliers
into discussions early enough to learn what they can
reproduce consistently. A good commercialisation plan
connects scientific novelty with the ordinary discipline
required to make, deliver and support a product.

FRONTIER TO FIELD

Technical novelty must meet repeatability,
manufacturability and customer value. Plan for all
three before committing to an ambitious scale-up.
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D E E P T E C H  I N  F O C U S

Semiconductors, Space, Energy and Defence
A strong DeepTech pilot reduces uncertainty for the builder and the buyer.

1 SEMICONDUCTORS

Design • packaging • testing

2 SPACE

Systems • sensing • reliability

3 ENERGY

Storage • controls • service

4 DEFENCE

Requirements • assurance • procurement

Conceptual framework • stages and categories, not measured market data.

A
Semiconductors: design meets production

semiconductor venture can address a specialised
chip, design tool, embedded system or testing
requirement. Each opportunity sits within a chain of

suppliers, intellectual property and manufacturing partners.
Design success does not automatically establish production
readiness: packaging, thermal behaviour, test coverage and
yield all affect the final product. Early conversations with
manufacturing and validation specialists help teams
understand which assumptions can be tested locally and
which require a partner’s facilities.

Space and defence: dependable systems
Space systems combine electronics, software,
communications and demanding physical environments.
Defence applications may add mission-specific assurance
and procurement requirements. A component demonstration
is therefore only one stage of development. Teams need
traceable requirements, documented tests and an
understanding of the customer’s acceptance process.
Founders should assess the relevant permissions and
commercial route with specialist guidance rather than
assuming that technical performance alone provides access
to a market.

E
Energy: engineering for useful service

nergy innovation can involve storage, power
electronics, efficiency and equipment
monitoring. The product must fit the operating

site as well as the laboratory specification. Buyers need
to understand expected service life, maintenance, safety
and the cost of downtime. A promising pilot compares
performance under agreed conditions and records what
happens when the system encounters ordinary
disturbances. Clear evidence gives customers a
stronger basis for deciding whether to expand
deployment.

Shared requirement: assurance
Across these sectors, founders need evidence that
another team can inspect and reproduce. Keep
specifications, test methods and design changes
organised. Explain which conditions were tested and
which remain uncertain. Buyers can then distinguish a
promising prototype from a component ready for a
defined operating environment. Assurance takes work,
but it also makes collaboration easier because technical
confidence no longer depends solely on the inventor
being present to explain every detail.

TAKEAWAY / Include the baseline, site conditions, duration, decision owner, support responsibilities and exit criteria. A precise
agreement is often more valuable than a larger demonstration.
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D E E P T E C H  I N  F O C U S

Commercialisation, Research and Opportunities
Patient engineering needs a business model that can survive the journey.

01

Energy

Scientific result

02

Semiconductors

Repeatable process

03

Space

Operating support

04

Biotech

Viable economics

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

L
Fund the next proof point

ong development cycles require milestones tied
to evidence. A materials team might first
demonstrate stability, then repeatable production

and finally performance in a customer process. Budget
for failed iterations and the time between tests. Investor
updates become clearer when they explain which risk
has been reduced rather than listing activities
completed.

Protect knowledge and freedom to build

Maintain laboratory records, versioned designs and
agreements with collaborators. Intellectual property
strategy includes more than filing patents: it also
concerns access to critical know-how, supplier
dependence and the right to use underlying technology.
Specialist advice is useful when ownership or licensing
could determine whether a product can reach market.

I
Service is part of the invention

nstallation, calibration, consumables and
repair may shape the customer’s total cost
more than the initial hardware price. Consider

whether a service contract, equipment sale or usage
model fits the operating environment. A successful
commercial design gives the customer a
dependable outcome and gives the startup a
realistic way to support it over time.

Decide what to build internally

A young engineering business cannot develop every
component, tool and process itself. Identify the
knowledge that creates the product’s distinctive
value and the capabilities that a partner can provide
more effectively. Evaluate supplier continuity and the
ability to change providers. A sensible boundary lets
the startup focus scarce expertise while retaining
enough understanding to diagnose failures and
make informed design decisions. Outsourcing work
should not mean losing responsibility for the result.

TAKEAWAY / Energy • semiconductors • space • advanced manufacturing • biotechnology • agricultural sensing. Across these
fields, evidence must connect technical performance with real operating needs.
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A I  B E Y O N D  T H E  H Y P E

Real-World AI Applications
The most useful applications begin with a well-defined task and a measurable result.

A
Start where mistakes are visible

n internal document assistant can help staff
locate an approved procedure. A support tool
can draft an answer for review. A forecasting

model can help planners compare likely demand with
available stock. These applications differ, but each can
be evaluated against a concrete task. “Using AI” is not
an outcome; a faster, more accurate or less
burdensome workflow is.

Give the model useful boundaries

For a document assistant, restrict retrieval to approved
sources, preserve access permissions and show where
the answer came from. Ask the system to acknowledge
missing evidence. Retrieved information can improve
relevance, but it does not guarantee correctness. Users
still need a way to inspect the source and recognise
when a question is outside the system’s scope.

C
Keep the baseline honest

ompare the complete workflow with existing
practice, including review time, corrections
and support. If drafting is faster but checking

takes longer, the apparent gain may disappear.
Begin with a small set of representative tasks and
expand only when the result is dependable.
Practical AI earns its place through the work it
improves.

Choose the simplest useful baseline

A rules-based workflow, better search or a
redesigned form may solve part of the problem
before a model is needed. Compare these options
honestly. If AI remains the right choice, explain what
it adds and how the team will know that contribution
continues. This helps staff understand the tool’s role
and gives the company a way to review costs when
usage changes. Useful AI is part of product design,
not a substitute for it.

01

Request

Define the task

02

Retrieve

Use approved evidence

03

Draft

Compare the workflow

04

Review

Keep the simpler option

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market
data.

USE CASE FILTER

Is the task frequent? Is useful data available? Can an error be detected? Can a person intervene? A strong first
application has clear answers to these questions.

SOURCES / NIST • AI Risk Management Framework
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A I  B E Y O N D  T H E  H Y P E

AI in Healthcare, Education and Business
An evaluation set is a product tool, not a final examination.

A

Clinical admin

Healthcare: support a bounded
task

I can assist with organising
clinical documentation,
locating information or

prioritising administrative work, but
intended use determines the evidence
required. A tool summarising a record
must preserve relevant facts and
expose the source for review. Clinical
decisions require qualified oversight
and suitable validation. Start with a
bounded workflow, assess errors that
could matter to care and make
correction easier than accepting an
uncertain output.

Learning support

Education: feedback that helps
learning

An AI tutor can generate practice
questions or explain a concept in
another way. Its value depends on
whether the learner understands and
can apply the idea afterward. Incorrect
explanations, inappropriate difficulty
and confident answers to ambiguous
questions need attention. Educators
should examine examples, define the
system’s role and give learners a way
to challenge its output. Personalisation
should support learning objectives
rather than merely extend time spent in
an application.

Customer service

Business: connect intelligence
with action

Businesses can use AI to classify
requests, extract information and draft
responses. A support assistant should
respect account permissions and
distinguish an approved policy from an
inferred answer. A forecasting model
should be compared with a simple
baseline and reviewed when conditions
change. Evaluate the whole process,
including human checking, system
integration and support costs. A model
that performs well in isolation can still
create friction when placed inside a live
workflow.

Test the boundaries of assistance
For all three sectors, ask what the system should do when information
is missing, conflicting or outside its approved task. A clear
acknowledgement of uncertainty can be more useful than a polished
but unsupported answer. Preserve permission boundaries when
retrieving data and record the changes that affect behaviour.
Evaluation should include the people who review outputs and the
operational team that will receive complaints, not only the developers
selecting a model.

ILLUSTRATIVE TEST CARD

Task: locate a refund policy. Pass: correct
policy, current version and evidence link. Fail:
invented exception or advice from a document
the user cannot access.
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A I  B E Y O N D  T H E  H Y P E

Responsible AI and the Future of Work
Automation becomes dependable when authority and accountability stay clear.

01

Govern

Name an owner

02

Map

Understand context

03

Measure

Evaluate risk

04

Manage

Monitor outcomes

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

G
Match autonomy to consequence

enerating a draft and sending money are very
different actions. An AI system should receive
only the permissions necessary for its task.

High-consequence changes need explicit approval and
a record of what happened. When a tool combines
several services, test the entire action chain rather than
assuming a safe model response produces a safe
business outcome.

Design a useful handover

A human reviewer needs context: the request, relevant
evidence, proposed action and uncertainty. A vague
“please check” message creates work without
supporting judgement. Make rejection and correction
straightforward. The review interface should encourage
inspection rather than pushing people to approve a long
queue as quickly as possible.

N
Govern through everyday practice

IST’s AI Risk Management Framework
provides a voluntary structure organised
around Govern, Map, Measure and

Manage. Teams can translate that into ordinary
product habits: name an owner, define intended use,
test risks and monitor outcomes. Governance is
effective when these habits influence releases,
purchasing decisions and incident response
throughout the system’s life.

Work changes at the task level

Roles contain many activities, only some of which
suit automation. Map the tasks that disappear, the
new checking work and the skills people need to
remain effective. Involve employees before
redesigning the workflow. A transition plan should
include practice, feedback and clear responsibility
for errors. Productivity improves more credibly when
people understand the new process and have time
to develop judgement, rather than being expected to
supervise unfamiliar tools without support.

TAKEAWAY / Can the team explain the intended use, known limitations, approval rules and fallback process? If the answer is
unclear, the system is not ready for a wider role.

SOURCES / NIST • AI RMF
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G R E E N  T E C H  R I S E S

Technology for a
Sustainable Future
Better software can reduce waste when teams
measure the work it actually performs.

Original AI-generated conceptual illustration • SOFTMAG

E
Begin with a useful unit

nergy use means little without a boundary and a unit
of useful activity. A service team might examine
energy per completed transaction, while a factory

might track consumption per acceptable batch. Keep the
measurement method consistent. A lower total during a
quiet month is not necessarily an efficiency improvement,
and a busier system may use more energy while becoming
more efficient per task.

Remove waste before adding complexity
Idle resources, unnecessary transfers and repeated
computation are practical places to investigate. Cache
stable results where appropriate, right-size infrastructure
and stop abandoned environments. Measure the effect on
user experience as well as resource use. An optimisation
that causes more failed requests can shift work to retries,
support teams and customers.

D
Look beyond the application

evices, networks, buildings and equipment
manufacture all contribute to a digital service’s
footprint. A software change may reduce one

component while increasing another. Explain what has
been counted and what remains outside the estimate.
Transparent boundaries make environmental claims
more useful than confident numbers with unclear
assumptions.

Connect measurement with ownership
Assign an owner to each efficiency opportunity and
record the change made. If nobody is responsible for
switching off an unused environment or adjusting
equipment schedules, an attractive dashboard may
have little effect. Review the result after enough
operating time to capture normal variation. Publish the
assumptions alongside any claim. This gives engineers,
finance staff and sustainability teams a common basis
for deciding which improvements deserve further
investment.

MEASUREMENT NOTE

This article presents an efficiency method, not
quantified carbon savings. Emissions estimates
depend on workload, electricity mix, equipment and
the chosen accounting boundary.
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G R E E N  T E C H  R I S E S

Clean Energy and Climate Innovation
Adoption depends on maintenance, economics and the people who operate the system.

01

Sensors

Measure reliably

02

Operations

Assign an operator

03

Maintenance

Support field repairs

04

Results

Verify the benefit

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

A
Solve the operating problem

n illustrative building-energy platform can identify unusual consumption, but someone must decide what
to change. Connect alerts with equipment schedules, maintenance responsibilities and comfort
requirements. A dashboard that merely displays data may leave the underlying waste untouched. The

product should help an operator choose an action and see whether it worked.

S

Design for imperfect
infrastructure

ensors lose connectivity,
equipment ages and site
records become inaccurate.

A robust service detects missing
data and distinguishes it from a
genuine reduction in consumption.
Build a maintenance plan with spare
parts and a clear support route.
Field technicians should be able to
diagnose common problems without
depending on the original
development team.

Make the commercial case
understandable

A buyer needs to compare
installation, subscriptions,
maintenance and expected
useful life. Savings should be
explained against an agreed
baseline with realistic
assumptions. Shared-savings
contracts require especially clear
measurement rules. A good
proposal helps both parties
understand how weather,
occupancy or production
changes will affect the result.

Storage and demand need
coordination

Clean-energy systems can
include generation, storage,
control software and the
equipment that consumes power.
Their value depends on how
these parts work together. A
control strategy that shifts
demand needs to respect safety,
service requirements and the
actual flexibility of the site.
Operators should understand
why a system recommends an
action and how to intervene. Test
ordinary disruptions as well as
the ideal schedule before relying
on automated control.

BUYER’S QUESTIONS

Who maintains the equipment? What happens when data is missing? How are savings calculated? Can the system
operate safely if the software is unavailable?
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G R E E N  T E C H  R I S E S

Green Startups and Sustainable Business Models
Repairability and reuse deserve a place beside efficiency in the innovation agenda.

A

Design

The lifecycle starts at design

connected device may
become waste because a
battery cannot be replaced

or a cloud service is withdrawn.
Consider replaceable components,
accessible diagnostics and a
support period that matches
customer expectations. Document
how the device behaves without
connectivity. These decisions
influence environmental impact and
the customer’s confidence in
buying a young company’s product.

Use

Procurement can reward
durability

Buyers can ask for repair
procedures, spare-part availability
and data export options. Software
teams can reduce forced
obsolescence by supporting
sensible hardware requirements
and planning migrations carefully.
The cheapest initial purchase may
become expensive when a small
failure requires replacing the whole
system. Compare the service over
its expected life rather than on
acquisition cost alone.

Repair

Make circularity operational

Collection, refurbishment and
recycling need logistics and
accountable partners. Track where
returned equipment goes and what
condition allows reuse. Securely
remove stored customer
information before redeployment. A
circular model is credible when the
organisation can describe the path
of an actual returned item,
including the work and cost
required at every step.

Revenue should support maintenance
A green startup may sell equipment, charge for a service or
combine both. Whichever model it chooses, future maintenance
must be funded. Estimate the visits, replacement parts and
support required to keep customers receiving the promised
outcome. A low initial price can be unsustainable if every
installation consumes unplanned service effort. Transparent
lifecycle costs help buyers compare alternatives and help the
startup grow without weakening the quality of support.

LIFECYCLE CHECK

Choose components for repair. Document
support. Enable export. Plan collection. Verify
recovery. Durability is a set of operating
decisions, not a slogan on packaging.
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L E A D E R S H I P  I N  T H E  D I G I TA L  A G E

Leading Technology-Driven Organisations
Teams innovate more effectively when direction is clear and evidence can challenge authority.

A
Explain the problem, then create room

leader can define the outcome without
specifying every implementation detail. Explain
whose experience should improve, what

constraints matter and how progress will be judged.
Teams can then test approaches within a clear
boundary. Detailed task control often hides uncertainty;
a shared problem statement makes uncertainty
available for the whole team to investigate.

Make disagreement productive

People are more likely to raise a concern when leaders
respond with curiosity and specific follow-up. Ask what
evidence supports a recommendation and what would
change the team’s mind. Separate criticism of an idea
from judgement of a person. A decision record helps
colleagues understand the reasoning even when their
preferred approach was not selected.

W
Review the system around the mistake

hen a release fails, examine unclear
ownership, time pressure, missing
information and weak feedback loops.

Individual responsibility still matters, but blaming a
person rarely repairs a process. A useful review
ends with a few changes that have owners and
deadlines. Revisit them later so learning becomes
visible in the way work is done.

Decisions need a stopping rule

A team cannot investigate every possibility
indefinitely. Agree how much evidence is needed for
the decision and who is authorised to make it. Some
choices can be reversed cheaply; others require a
more careful review. Matching the process to the
consequence keeps work moving without treating
uncertainty casually. Afterward, communicate the
decision and the conditions that would justify
revisiting it so disagreement does not turn into
repeated, unstructured debate.

01

Direction

Explain the outcome

02

Autonomy

Create room to test

03

Evidence

Challenge assumptions

04

Accountability

Own the decision

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market
data.

MEETING RESET

Replace a long round of activity reports with three questions: What changed for the customer? What did we learn? What
decision needs attention?
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L E A D E R S H I P  I N  T H E  D I G I TA L  A G E

People, Culture and Innovation
Digital leadership depends on the everyday agreements between teams.

01

Sales

Set realistic promises

02

Delivery

Coordinate handoffs

03

Support

Resolve exceptions

04

Customer

Review the whole journey

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

A
Own the whole customer journey

n onboarding delay can involve sales promises, implementation capacity and unclear customer
requirements. If each function measures only its local target, the customer experiences the gaps. Assign
ownership for the end-to-end journey and review the handoffs together. Shared measures should reveal

whether work is moving, not simply whether each department is busy.

S
Build learning into delivery

et aside time for
documentation, peer review
and practice with unfamiliar

tools. Pair experienced staff with
colleagues who need context, while
giving both a concrete task. Training
transfers more easily when it solves
a current problem. Reward people
who improve the team’s capability
as well as those who deliver visible
individual results.

Keep remote decisions
accessible

A hybrid team needs a reliable
record of decisions,
responsibilities and changes.
Avoid making critical
commitments only in informal
conversations. Written context
helps colleagues contribute
across locations and reduces
repeated explanations. The aim
is enough documentation to
support action: a short decision
note often helps more than a
large repository nobody knows
how to navigate.

Make improvement visible

Culture changes when people
can see that feedback influences
work. Choose a recurring
frustration, agree on a small
improvement and report what
happened. Explain why a
suggestion could not be adopted
when constraints prevent it. This
encourages useful contributions
rather than creating a ritual of
consultation. Managers should
also notice when good local
performance shifts effort onto
another team; a healthy culture
rewards the improvement of the
whole journey, not only an
isolated target.

A TEAM AGREEMENT

Define response expectations, escalation routes, decision rights and how work becomes visible. Review the agreement
when the team changes rather than treating it as permanent policy.
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I N D I A ’ S  E M E R G I N G  S TA R T U P  H U B S

India’s Emerging Startup Hubs
Innovation travels through networks of customers, knowledge and practical support.

Bengaluru

Hyderabad
Pune

Chennai

Bhubaneswar

Delhi NCR

Bengaluru • established networks

Hyderabad • ecosystem connections

Pune • engineering & incubation

Chennai • research to enterprise

Bhubaneswar • regional innovation

Delhi NCR • broad market connections

Schematic locator: not a political boundary map.

India startup hubs • schematic city locator, not a boundary map.

A
Look beyond the office address

startup hub is useful because of what it connects.
Universities provide technical knowledge and future
employees. Established businesses create demand

and experienced operators. Mentors and peer founders help
teams avoid repeated mistakes. These relationships can
exist across several nearby institutions rather than inside a
single landmark building. Founders should map access to
the resources their next milestone requires. Bengaluru
provides an established reference point for technology
entrepreneurship; the challenge for a new founder is to find
the relevant network within a large ecosystem, rather than
assume that proximity alone creates access.

Hyderabad: an ecosystem connector
T-Hub describes its role in connecting startups with
corporate, academic, government and investor networks.
For a founder, the practical value is the possibility of
reaching people who understand a customer problem or can
support a pilot. Participation alone does not guarantee
market access. A clear use case and a specific request
make an introduction more likely to become useful work.

H
Choose a base for the business

iring cost matters, but so do travel, specialist
facilities and proximity to customers. A
hardware team may need a local supplier

network; a software team may serve customers
remotely while maintaining a smaller delivery centre.
The best location is the one that helps the company
learn and deliver, not necessarily the one with the most
startup headlines.

A map of complementary strengths
Bengaluru, Hyderabad, Chennai, Pune and
Bhubaneswar do not represent interchangeable
versions of one ecosystem. Their institutions, customer
networks and technical communities offer different
starting points. Compare these resources against the
company’s needs rather than assigning a simple
ranking. A team may build engineering capability in one
place, test with customers in another and sell nationally.
The important question is how those connections will
work reliably as the company grows.

TAKEAWAY / Map four needs: customer access, specialised talent, testing facilities and peer support. Compare actual
availability rather than relying on city reputation.

SOURCES / T-Hub • about
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I N D I A ’ S  E M E R G I N G  S TA R T U P  H U B S

Regional strengths, connected markets
Local knowledge can become a competitive advantage when it meets wider demand.

I

Local problem

Chennai and Pune: follow
institutional strengths

IT Madras describes its
Incubation Cell as connecting
research and industrial

interaction with entrepreneurship. In
Chennai, that relationship illustrates
the value of building near scientific and
engineering capability. STPI Pune also
documents incubation services. These
institutions are specific starting points
for a founder’s investigation, not
guarantees of support. Ask about the
facilities, current selection process and
domain expertise relevant to your
product.

First buyer

Build around a cluster

Industrial, agricultural and scientific
clusters concentrate knowledge that is
difficult to acquire from a distance. A
team near a manufacturing base can
observe production problems and meet
experienced technicians. A team linked
to research institutions may gain
access to specialised expertise. The
opportunity comes from understanding
the cluster’s workflow deeply enough to
build something customers will adopt.

Repeatable offer

Avoid the local-market ceiling

Early proximity helps discovery, but
founders should test whether demand
extends beyond familiar contacts.
Interview buyers in another region and
compare their procurement, language
and support needs. What appears to
be a universal product may rely on
local relationships. Document the parts
of delivery that can be repeated and
the parts that require a new partner or
adaptation.

Kerala and the wider network
Kerala Startup Mission adds another example of regional coordination
through an official entrepreneurship and incubation agency. Other
emerging centres can offer valuable connections to local industries
and universities. Investigate the specific programme, facility or mentor
rather than assuming every institution provides the same support. A
practical location decision combines access to people and equipment
with the ability to reach paying customers. Review that decision as the
business moves from discovery into repeatable delivery.

A REGIONAL GROWTH PATH

Start with close observation. Win a reference
customer. Document implementation. Test a
second market. Expand only after the delivery
process becomes understandable and
repeatable.

SOURCES / Kerala Startup Mission • about IIT Madras • Incubation Cell STPI Pune • incubation
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I N D I A ’ S  E M E R G I N G  S TA R T U P  H U B S

The talent bridge beyond metros
Regional innovation grows when people can contribute without leaving every local connection
behind.

C
Turn learning into real capability

olleges and startups can collaborate on
bounded projects with clear supervision. A
useful project produces something testable: a

working integration, a research summary or a validated
dataset. Students need context and feedback, while
companies need realistic expectations about time and
skill. Treat the relationship as capability building rather
than a source of unsupervised production work.

Make distributed work legible

A team spread across cities needs documented
decisions, accessible development environments and
clear review practices. New colleagues should be able
to understand how a task moves from request to
release. Reliable onboarding reduces dependence on
informal explanations from a few senior people. This
matters especially when the organisation is hiring from
several institutions and professional backgrounds.

E
Create a reason to stay connected

xperienced professionals can mentor
regional teams, advise on architecture or
help qualify a customer opportunity. Small,

recurring sessions focused on real decisions are
often more useful than occasional large events. A
network becomes durable when participants both
give and receive practical help. Over time, those
relationships can strengthen local ambition without
isolating it from larger markets.

Retain context while sharing expertise

A visiting mentor may know a technology well but
lack the customer context behind a product
decision. Prepare a short brief describing the
problem, evidence and constraints before asking for
advice. Record the reasoning after the conversation
and test the recommendation rather than accepting
it because of seniority. This makes specialist input
more useful and helps regional teams build their
own judgement instead of becoming permanently
dependent on external guidance.

01

Learn

Build foundations

02

Practise

Complete a project

03

Contribute

Review real work

04

Mentor

Share experience

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market
data.

COLLEGE–STARTUP PROJECT

Agree on the problem, mentor, learning goals, permitted data, review schedule and ownership of results. Finish with a
demonstration and an honest account of limitations.
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S TA R T U P  F U N D I N G

Startup Funding, Explained
Match the source of money with the uncertainty the business still needs to resolve.

01

Evidence

Founder resources

02

Milestone

Early evidence

03

Cash need

Repeatable offer

04

Capital fit

Expansion capital

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

A
Angels, seed investors and venture funds

ngel investors typically invest their own capital,
while venture funds manage capital under an
investment mandate. Seed describes an early

financing stage rather than one universal product.
Investors differ in cheque size, sector experience,
involvement and expectations. A founder should
understand the particular investor’s model instead of
assuming every source of funding supports the same
kind of company.

Begin with the milestone

An early software company may need enough time to
test repeat use; a device company may need to
complete a field trial. Estimate the people, infrastructure
and operating costs required to reach that result.
Include the time needed to secure the next source of
cash. A financing plan is stronger when it explains how
spending changes the evidence available to the
company.

A
Separate the pitch from the forecast

pitch describes the opportunity. A forecast
explains the assumptions behind the
operating plan. Show how revenue, hiring

and support costs behave under more than one
scenario. If sales arrive later than expected, identify
what the team can postpone. Understanding
downside choices helps founders negotiate from a
realistic view of the business rather than from a
single optimistic spreadsheet.

Bootstrapping is an operating choice

A bootstrapped company uses founder resources
and business receipts to support development. It
may preserve more control over pace and
ownership, but limited cash can constrain hiring and
experimentation. Customer-funded work can be a
useful bridge when it strengthens the product rather
than turning every engagement into unrelated
custom development. Compare this route with
grants and equity against the timing of costs, the
size of the opportunity and the founders’ tolerance
for obligations.

TAKEAWAY / Bootstrapping, customer revenue, grants, equity and debt carry different obligations. This is an educational
overview; financing terms and suitability require advice for the company’s circumstances.
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S TA R T U P  F U N D I N G

Read the relationship behind the cheque
A funding decision changes ownership, obligations and the way major decisions are made.

Lens A limited view A more useful test

Ownership Simple percentage calculation Review options, convertibles and rights

Runway Cash divided by monthly net use Model uneven receipts and one-off costs

Readiness A concise opportunity narrative Maintain records and substantiate claims

I
Valuation is only one term

n a simplified example, a company valued at ₹4 crore
before a ₹1 crore primary investment would have a ₹5
crore post-money value. The new investment

represents 20% of that simple post-money total. Actual
ownership can differ because of option pools, convertible
instruments and other terms. Work through the full
capitalisation table with qualified advisers before agreeing a
transaction.

Understand cash runway
Runway is commonly estimated by dividing available cash
by expected monthly net cash use. A company with ₹30 lakh
and a steady ₹5 lakh monthly net outflow has about six
months in this simplified calculation. Real cash flows vary.
Taxes, annual contracts, delayed customer payments and
one-off equipment purchases can make the bank balance
change unevenly.

D
Prepare for the ongoing partnership

iscuss board rights, information requirements,
follow-on expectations and how disagreements
are handled. Ask founders already backed by

the investor about communication during difficult
periods. Keep records organised for diligence, but avoid
treating fundraising as a substitute for customer work.
The best financing relationship gives the business room
to execute while making responsibilities clear.

Readiness is more than a deck
Investors need to understand the company’s records as
well as its ambition. Organise ownership information,
material contracts, financial records and evidence
supporting customer claims. Separate booked revenue
from expressions of interest and explain important
assumptions in the forecast. This preparation improves
internal decision making even if fundraising takes longer
than expected. It also reduces the risk that the team
discovers a disagreement about ownership or
obligations only when a transaction is close to
completion.

BEFORE SIGNING

Review dilution, governance, investor protections,
reporting and future financing effects with qualified
legal and financial advisers. Illustrative arithmetic
is not a valuation recommendation.
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F R O M  I D E A  T O  M V P

From Idea to MVP
Build the smallest complete experience that can answer the most important question.

01

Assumption

Observe a task

02

Prototype

Test the risk

03

User task

Complete a journey

04

Evidence

Learn from use

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

A
Find the risky assumption

new product contains several uncertainties:
whether the problem matters, whether the user
can operate the solution and whether someone

will pay. Building a large feature set does not test all of
them equally. Write the assumption that would most
seriously undermine the business if it were false.
Design the first experiment around that assumption
rather than around an attractive list of features.

Use the right kind of prototype

A clickable mock-up can reveal navigation problems. A
manually delivered service can test demand before
automation. A technical prototype can test whether a
difficult integration works. These are different tools.
Choose the one that produces the evidence you need,
and explain its limitations to participants so enthusiasm
for a demonstration is not mistaken for proof of a
working business.

F
Complete one useful journey

or an illustrative appointment product, a first
version might let a customer request a time,
receive confirmation and cancel reliably.

Analytics and loyalty features can wait. The MVP
should include the essential exception path,
because a broken cancellation experience can
overwhelm an otherwise simple service. Minimum
should describe scope, not an excuse for an
unreliable core task.

Discovery continues after the prototype

The first interviews rarely reveal every constraint.
Users may omit a step because it is familiar, or
describe the official process rather than the
workaround they actually use. Watch the task where
possible and compare accounts from different roles.
Revise the problem statement as evidence
improves. A good MVP process allows the team to
change its understanding without treating earlier
work as wasted, because each experiment should
leave a clearer picture of the customer’s real need.

TAKEAWAY / User: one clear group. Job: one recurring task. Test: one uncertainty. Outcome: observable behaviour. Boundary:
what the version deliberately leaves for later.
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F R O M  I D E A  T O  M V P

Launch to learn, then choose
A small release is valuable when its results can change the product plan.

I
Watch the first successful task

nvite a small cohort with the problem the product
is intended to solve. Observe setup and the first
useful action. Where do people hesitate, ask for

help or abandon the process? Separate usability
problems from a lack of demand. A user who cannot
complete the task provides a different signal from
someone who completes it easily but never returns.

Measure a meaningful return

Define repeat use according to the workflow. A payroll
tool may be used monthly, while a support system may
be used throughout a working day. Avoid comparing
these patterns as though they were the same. Combine
behaviour with short conversations that explain why
people return, what alternatives they use and which part
of the service still requires a workaround.

B
Make a decision after the experiment

efore launch, agree what would justify
improving, changing or stopping the
approach. Review results with the whole

team, including support observations. A weak signal
does not always mean abandoning the problem; it
may mean the wrong buyer, channel or workflow
was chosen. Preserve what the team learned in a
short decision note so the next experiment starts
from evidence.

Product-market fit is an evolving
judgement

A few enthusiastic users provide a useful signal, but
they do not establish that acquisition and delivery
can scale. Look for repeated demand from a defined
customer group, a credible reason to pay and a
service the team can sustain. Review retention
alongside qualitative feedback and implementation
effort. The aim is a pattern of evidence that
strengthens over time, not a single milestone that
permanently removes the need to keep learning
from customers.

01

Invite 20

Reach the right people

02

Activate 12

Complete the first task

03

Return 3

Observe the right interval

04

Investigate why

Learn before expanding

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market
data.

ILLUSTRATIVE COHORT

If 12 of 20 invited users complete setup, investigate the eight who do not. If only three return at the expected interval,
study value and timing before adding acquisition spend.
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S A A S  R E V O L U T I O N

The Indian SaaS Opportunity
A narrow workflow can become the foundation of a global software business.

Lens A limited view A more useful test

Acquisition Number of sign-ups Customers who reach value and stay

Onboarding Accounts created First useful outcome completed

Retention Renewal count Reasons to renew and service effort

S
Win a specific job first

oftware-as-a-service businesses deliver ongoing
access to software, commonly through a
subscription. The model rewards usefulness over

time because customers can reassess the value they
receive. A focused product for a well-understood role may
compete more effectively than a broad suite with shallow
functionality. Start by understanding the daily user and the
person who controls the budget.

Reduce the time to value
A customer should reach a useful result without an
extended implementation project. Provide sensible defaults,
understandable imports and a clear next step. Measure
where onboarding stalls and whether support requests
repeat. The product becomes easier to sell when the
company can explain the first result and show how quickly a
suitable customer can reach it.

C
Retention is a product conversation

ustomers leave for many reasons: poor fit, weak
adoption, organisational change or unreliable
service. Categorise departures rather than

treating all churn as one problem. Talk to accounts that
expand as well as those that cancel. Their behaviour
can reveal which capabilities create enduring value and
which features mainly help a sales demonstration.

Acquisition should teach the company
Different channels attract different customers. A founder-
led sale can reveal procurement needs that a self-
service trial never exposes, while a product-led route
can reveal where users reach value without assistance.
Track the quality of accounts gained through each route.
Avoid optimising only for lead volume when the resulting
customers need extensive support or leave quickly. A
repeatable acquisition model connects the message, the
buyer, onboarding and the reason to renew.

SAAS FOUNDATIONS

Define the ideal customer, first useful outcome,
onboarding path, service expectation and renewal
reason. Recurring billing needs recurring value
behind it.
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S A A S  R E V O L U T I O N

Going global without losing control
International growth adds operational work as well as market opportunity.

01

Market fit

Understand procurement

02

Commercial fit

Clarify contracts

03

Service fit

Support the customer

04

Repeatability

Control delivery effort

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

A
Localise the commercial journey

product may work in English and still face friction in a new market. Buyers can expect different invoice
details, contract terms, payment methods and support hours. Understand procurement before assuming
a self-service checkout will be enough. Start with one market where the company can provide a

dependable experience and learn from a manageable set of customers.

E
Build trust into the service

xplain data handling,
permissions, backup
arrangements and the

process for reporting an incident.
Customers may need evidence about
the way the service operates before
procurement can approve it. Keep
documentation accurate and avoid
promising controls the team has not
implemented. Security and service
maturity can become important
differentiators for a young supplier.

Watch expansion
economics
Customer acquisition,
implementation and support costs
can rise when entering a new
region. Compare the account’s
contribution with the work needed
to serve it. A large contract that
requires extensive customisation
may distract from the repeatable
product. Establish which requests
strengthen the core offer and
which should be declined or
handled as a clearly priced
service.

A recurring model has real
obligations
Subscription revenue can improve
planning, but customers expect
ongoing maintenance, security
and support. Track the work
needed to keep existing accounts
successful as carefully as new
sales. Document service limits and
escalation routes before entering a
larger market. If expansion
requires new integrations or
service hours, include those costs
in the plan. Sustainable software
growth means the company can
honour its promises without relying
on exceptional effort from a few
people.

EXPORT READINESS

Check currency and billing, contract review, support coverage, data requirements, onboarding and the customer’s exit
path. Specialist advice may be needed for the markets you serve.
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C Y B E R S E C U R I T Y  I N  2 0 2 6

Cybersecurity in 2026
Protect the business by understanding its most important services and the paths into them.

01

Identify

Identity & access

02

Protect

Application controls

03

Detect

Visible incidents

04

Recover

Tested restoration

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

A
Start with identity and ownership

n organisation needs to know which systems it runs,
who owns them and who can access them. Review
privileged accounts, protect administrator access

with strong authentication and remove access when roles
change. A technically sophisticated security stack cannot
compensate for accounts that nobody reviews or critical
services with no accountable owner. Phishing often targets
ordinary business decisions: a changed bank detail, an
urgent invoice or a request to reset access. Verify
consequential requests through a known channel and make
suspicious-message reporting simple.

Build security into delivery
The OWASP Top 10 offers a widely used awareness
reference for web application risks. Teams can use it to
guide discussion, but a list is not a complete security
programme. Review authentication, authorisation, input
handling and dependencies in the actual application. Test
whether a user can access another customer’s information,
including through APIs and background jobs.

D
Prepare for failure as well as prevention

ecide how a suspected incident reaches the
right people and how the team can restrict
access or isolate a service. Keep recovery

materials available even if normal collaboration systems
fail. A short rehearsal often exposes missing
permissions, outdated contact details and assumptions
about who will make urgent decisions. Fixing these gaps
early makes response more effective.

Zero trust changes the access question
NIST describes zero trust as moving away from
automatic confidence based on network location or
asset ownership. In practice, review who is asking to
access which resource and under what conditions.
Apply least privilege and examine device and identity
signals where appropriate. Buying a product labelled
zero trust does not complete the work: policies, account
lifecycle management and application authorisation still
need ownership and testing across the organisation.

TAKEAWAY / Critical systems inventory • named owners • privileged access • patch process • tested backups • incident
contacts. Prioritise the controls that reduce the most serious business exposure.

SOURCES / OWASP • Top 10:2025 NIST • Zero Trust Architecture
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The recovery rehearsal
A backup becomes a business capability only when restoration has been demonstrated.

Lens A limited view A more useful test

Backup Copy completed Clean restoration demonstrated

Access Normal administrator available Approved emergency route tested

Recovery Database starts Customer journey and integrations work

A
Define what must return first

sk business teams which activities cannot wait and
what information they need to resume them. A
marketing archive and an order system may have

very different recovery priorities. Agree the acceptable
interruption and acceptable data loss for each critical
service. These choices guide backup frequency, replication
and the resources reserved for recovery. Ransomware
planning also needs recoverable copies protected from
routine production access. Treat isolation, restoration and
validation as separate tasks with accountable owners.

Test a realistic disruption
In an illustrative exercise, assume a production account is
unavailable and the normal administrator cannot sign in.
Can another authorised person locate the recovery
instructions and restore a clean copy? Verify application
behaviour after restoration rather than stopping when a
database starts. Customer access, integrations and queued
work may still be broken.

R
Turn the rehearsal into improvements

ecord the time spent finding information,
obtaining access and validating service. Assign
owners to the gaps that delayed progress. Keep

sensitive recovery credentials protected while ensuring
they are accessible through an approved emergency
process. Repeat the exercise after major changes so
the documented plan continues to reflect the system the
business actually operates.

Cloud copies need access discipline
A backup reachable through the same compromised
administrator account may fail when it is needed most.
Review separation of duties, recovery permissions and
the protection of backup history. Test a restoration
without depending on normal production access. An
exercise should also check how the business
communicates with customers while service is
interrupted. Technical restoration and responsible
communication are related parts of recovery, and both
benefit from preparation before an emergency.

RECOVERY REPORT

Record the scenario, systems restored, time
required, data recovered, remaining defects and
follow-up owners. A successful exercise produces
evidence and better instructions.
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C L O U D  &  D I G I TA L  T R A N S F O R M AT I O N

Cloud & Digital Transformation
Modernisation works best when infrastructure change follows a business purpose.

A
Choose a workload with a reason

cloud migration should improve something the
business can explain: release speed, service
reliability, capacity management or the effort

required to operate a system. Map dependencies
before moving a workload. Authentication, file transfers
and reporting jobs can be easy to overlook because
they are not visible in the main application screen.

Modernise in manageable steps

Some systems can move with limited changes; others
benefit from redesign. Avoid turning every migration into
a complete rewrite. Start with a bounded workload,
establish monitoring and rehearse rollback. A staged
approach creates room to learn how the new
environment behaves before the company depends on
it for its most critical operations.

C
Change the operating model too

loud services do not remove responsibility
for access, configuration, data and cost.
Define who manages these areas and what

the provider handles. Give delivery teams approved
patterns that make the right choices easier. A useful
platform reduces repeated setup work while
preserving enough visibility for teams to understand
and support their own services.

SaaS adoption is a transformation project

Replacing an internal process with a hosted
application changes where data is stored and who
manages the service. Map permissions, imports,
integrations and the exit path before rollout. Give
teams time to agree on the new process rather than
reproducing every old workaround in configuration.
A limited deployment can reveal training and
ownership gaps early. Success should be measured
through better work and service, not only the
number of accounts created.

01

Assess

Map dependencies

02

Pilot

Test a bounded workload

03

Migrate

Preserve a rollback path

04

Operate

Name service owners

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market
data.

MIGRATION BRIEF

Business outcome, dependency map, data movement, ownership, recovery path, acceptance test and cost model. Write
the brief before choosing the migration sequence.
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Scalable should also mean understandable
Control grows from visible costs, repeatable delivery and useful operational signals.

Lens A limited view A more useful test

Cost Total monthly bill Cost per useful completed task

Automation Job runs Exceptions are visible and recoverable

Monitoring Many technical alerts Signals lead to an owned action

A
Allocate spending to useful work

total cloud bill tells the finance team how much was
spent, but not whether the spending created value.
Use consistent ownership labels and review major

cost drivers. Compare cost with a relevant unit, such as an
active account or completed transaction. Include data
transfer, storage growth and managed-service charges
rather than focusing only on compute.

Automate repeatable changes
Version infrastructure configuration and review it alongside
application changes. A documented deployment pipeline
reduces the risk of manual steps being forgotten. Keep
development and production permissions distinct.
Automation should make changes easier to inspect and
reverse, not create an opaque process that only one
engineer understands. Hybrid cloud adds another
coordination layer: teams need consistent identity,
monitoring and data ownership across hosted and on-
premises services. Choose that arrangement for a clear
operational reason and account for the extra integration
work.

T
Monitor the customer experience

echnical signals are useful when they explain
service health. Track successful task
completion, response time and errors for

important journeys. Combine these with capacity and
dependency signals so a team can diagnose problems.
Alerts should point toward action; repeated notifications
with no clear response train people to ignore the
monitoring system.

Automate the exception path carefully
Routine automation can fail when an input changes or a
dependency becomes unavailable. Make failure visible
and preserve enough context for a person to resume the
task safely. Repeated jobs should avoid unintended
duplicate actions. Review who can change an
automated workflow and how those changes are tested.
The objective is dependable execution that the
operating team can understand, rather than a growing
collection of scripts that only their original authors can
support.

UNIT COST EXAMPLE

For an illustrative service, divide the relevant
monthly operating cost by successfully completed
tasks. Investigate changes alongside volume,
failure rate and customer mix.
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HealthTech That Fits
the Care Journey
The best digital tools reduce coordination
work and help information reach the right
person.

Original AI-generated conceptual illustration • SOFTMAG

A
Observe the spaces between appointments

patient’s experience includes booking, arrival, tests,
consultation and follow-up. Information can be lost
at each handoff. A useful digital service makes

responsibilities visible and helps staff identify what remains
unfinished. Before designing a new screen, observe how
the clinic handles a late result, a rescheduled visit and a
patient who cannot use the app. Telemedicine and
electronic medical records add value when appointments,
identity checks, documentation and follow-up fit together.
Hospital management systems must also coordinate beds,
schedules, supplies and billing without confusing
administrative completion with clinical readiness.

Make information usable
Clinicians need context and confidence in the source of a
record. Separate patient-provided information from verified
observations and preserve the date and origin. Reduce
duplicate entry where possible, but avoid copying uncertain
information into every part of the system. Interface choices
should support professional judgement and allow
corrections without hiding the history.

A
Evaluate the complete workflow

tool that saves time during one appointment
may create more work for the reception or
nursing team. Include those roles in testing.

Measure completion, missing information and staff effort
alongside usability. This article concerns service design;
clinical claims and medical-device performance require
appropriate professional evaluation and applicable
regulatory review.

Responsible clinical AI needs a defined
use
A system intended to organise notes presents different
questions from one influencing diagnosis or treatment.
State the intended use, involve qualified professionals
and evaluate representative cases. Preserve source
information so a reviewer can inspect the basis of a
suggestion. A general-purpose model’s fluent response
is not evidence of clinical validity. Product teams should
understand the relevant professional, regulatory and
safety expectations before presenting a capability as
suitable for care decisions.

CARE JOURNEY

Book → prepare → consult → investigate → follow
up. Design for missing information and interrupted
journeys, including a supported route for patients
who need assistance.

SOURCES / National Health Authority • ABDM
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Digital health runs on trust
Patient control and careful access design are product requirements.

01

Purpose

Explain data use

02

Permission

Respect patient control

03

Access

Limit unnecessary access

04

Audit

Keep an accountable record

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

H
Collect with a clear purpose

ealth information is sensitive because it can reveal much more than the immediate task requires. Ask
what data is necessary and who needs to use it. Explain the purpose in language a patient can
understand. Design practical processes for correction and support rather than assuming a consent

screen resolves every concern about the service.

I
Connect records responsibly

ndia’s Ayushman Bharat
Digital Mission aims to
develop the digital health

ecosystem. For product teams,
participation in an ecosystem
requires attention to the relevant
technical specifications and consent
processes. A health identifier should
not be treated as permission for
unrestricted access. Verify
integration requirements directly
and test how permissions behave
across the full information journey.

Prepare for ordinary
exceptions

Patients change phones, staff
leave and caregivers may help
someone manage appointments.
The service needs a safe way to
handle these situations. Review
access when roles change and
maintain an appropriate audit
trail. Support staff should be able
to help without gaining
unnecessary visibility into
medical records. Trust depends
on what happens during these
ordinary problems as much as on
the normal sign-in flow.

Plan the assisted journey

Digital services should remain
usable when a patient needs
help. A caregiver may assist with
booking, but access to records
requires a clear and appropriate
process. Staff need guidance for
changed phone numbers,
mistaken identity and requests to
correct information. Test these
routes with the same care as the
normal flow. A service earns trust
when its recovery and support
processes protect people while
still allowing them to complete
necessary tasks.

DESIGN REVIEW

Can the patient understand what is shared? Can staff see only what their task requires? Can access be reviewed? Can a
mistaken record be corrected through an accountable process?

SOURCES / National Health Authority • ABDM
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FinTech & Digital Payments
The product is the entire transaction, including the moment something goes wrong.

01

Initiate

Clear recipient

02

Confirm

Authoritative status

03

Record

Stable reference

04

Reconcile

Exception handling

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

A
Clarity is a financial feature

payment interface needs to explain who is being
paid, how much is moving and what status the
transaction has reached. A quick animation is not a

substitute for a dependable result. When a customer cannot
tell whether a payment succeeded, they may repeat it or
leave a merchant waiting. Clear receipts and accessible
support belong in the core design.

Infrastructure creates room for services
NPCI’s Unified Payments Interface is part of India’s digital
payment infrastructure. Product teams build customer and
merchant experiences around such underlying networks.
The opportunity is not limited to initiating a payment:
businesses also need reconciliation, transaction records,
exception handling and connections to their operating
software. These less visible workflows can determine
whether digital payments save time in practice. Financial
inclusion also depends on language, accessibility, assisted
use and a trustworthy route for resolving problems. A
payment journey should be understandable to someone
using it for the first time.

G
Design the evidence trail

ive every transaction a stable reference and
preserve the information needed to investigate
it. Distinguish the app’s display state from the

authoritative status returned by the payment system.
Users should receive a consistent explanation across
the app, receipt and support channel. Reliable records
help customers and operations teams resolve
uncertainty without reconstructing events from
screenshots.

Inclusion extends beyond the payment
screen
A first-time user may need help recognising a recipient,
understanding a pending status or reporting a suspected
scam. Use plain language and avoid visual cues that
could be mistaken for confirmation before the
authoritative result is available. Merchants need equally
clear guidance about acceptance and reconciliation.
Improving comprehension can reduce avoidable support
work while making the service more accessible to
people with different levels of digital confidence.

TAKEAWAY / Initiated, pending, successful, failed and reversed represent different situations. Explain the current state and the
next step without encouraging unnecessary repeat attempts.

SOURCES / NPCI • UPI product statistics
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Build for the exceptions
Reconciliation and customer support are where payment trust is often won.

D

Order

Expect delayed and repeated
messages

istributed systems do not
always deliver events in the
order a user expects. A

response can be delayed even
when processing has occurred.
Use stable identifiers and design
retry behaviour so a repeated
request does not create an
unintended duplicate action.
Validate the behaviour with the
relevant provider’s specifications
and test failure scenarios before
release.

Payment

Close the books accurately

An illustrative merchant might
compare orders, payment records
and settlement information each
day. A mismatch should enter a
visible exception queue with an
owner. Do not silently mark an
order as unpaid because one
message is missing. The
reconciliation process needs to
preserve evidence, support
correction and explain the
difference between a customer
payment and the merchant’s
eventual settlement.

Settlement

Make support part of the
architecture

Support staff need the status and
history required to help, while
access to sensitive information
should remain limited. Provide
consistent categories for disputes
and clear escalation paths. Track
repeated causes rather than merely
counting closed tickets. Better
exception handling can reduce
customer anxiety and reveal
product defects that are invisible in
successful-transaction statistics.

Separate a refund from a reversal
Payment products can involve several different routes for
correcting a transaction. The terminology and process depend
on the provider and payment flow. Explain the relevant status
and next step using the authoritative record rather than a
generic promise that money will return immediately. Support
teams should know when to investigate, what reference to
request and when to escalate. Clear explanations reduce
uncertainty without inventing a completion time the business
cannot guarantee.

MERCHANT REVIEW

Compare order reference, payment reference,
amount, status and settlement record.
Investigate discrepancies through authorised
provider channels rather than relying on a
screenshot alone.
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AgriTech Starts in the Field
Useful agricultural technology respects seasons, local knowledge and the economics of adoption.

01

Field data

Local conditions

02

Local context

Qualified context

03

Useful advice

Decision window

04

Farmer action

Practical support

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

F
Observe the decision that matters

armers manage uncertainty about weather, inputs,
labour, pests and market access. An application
becomes useful when it helps with a decision they

can act on. Spend time understanding the crop cycle and
the local service network. A feature demonstrated in an
office may be difficult to use with poor connectivity, shared
devices or time pressure during field work.

Combine data with delivery
A sensor reading is not the same as reliable advice. Data
needs context about location, crop stage and the conditions
under which it was collected. Advice also needs a trusted
route to the farmer and a practical action. Work with
qualified agricultural specialists and test comprehension in
the local language. Keep uncertain information distinct from
a confident instruction. Precision agriculture combines these
observations with appropriate agronomic interpretation.
Weather intelligence and farm automation should be tested
against the timing, crop and equipment actually used at the
site.

A
Measure benefit over a full cycle

short pilot can show whether a tool operates,
but agricultural outcomes may take a season to
assess. Record the costs of equipment, training,

service and farmer time. Account for changing weather
and other factors before attributing improvements to the
product. Adoption is more likely when the service
remains dependable through ordinary difficulties,
including repairs and missed connectivity.

Weather intelligence needs a decision
window
A forecast or alert is useful only if it arrives early enough
for an action the farmer can take. Ask which decision is
affected, how frequently information changes and what
uncertainty should be communicated. Connect the
message with locally appropriate expertise. An irrigation
or equipment recommendation must also account for
available resources. The best interface may be a short
assisted message rather than a complex dashboard that
demands attention during busy field work.

TAKEAWAY / Can the farmer act on the information? Is support nearby? Does the tool work with available connectivity? Who
pays? Evaluate the complete service rather than the app alone.
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Connect the agricultural value chain
Digital coordination can help when every participant has a reason to keep records accurate.

A

Grow

Follow the produce after
harvest

n illustrative producer group
may need to aggregate
quantities, arrange

transport and confirm delivery to a
buyer. A shared digital record can
reduce repeated calls and disputes,
but only if someone is responsible
for updating it. Design around
existing work and make the benefit
visible to the people entering the
information. Data quality is an
operating relationship, not merely a
validation rule.

Aggregate

Understand the public
infrastructure context

The Digital Agriculture Mission,
approved in September 2024,
includes work on agricultural digital
public infrastructure such as
AgriStack. For startups, the
practical lesson is to examine the
relevant standards and permitted
integration routes directly. A public
infrastructure initiative does not
remove the need to explain data
use, obtain appropriate
permissions and build a service
that farmers find worthwhile.

Transport

Keep incentives aligned

A platform can become fragile if
one participant bears the work
while another receives the value.
Map who supplies information, who
pays and who carries the risk when
a delivery fails. Establish a
correction and dispute process
before expanding. Dependable
local partnerships can make a
digital tool useful where software
alone would struggle to create
trust.

A marketplace still needs fulfilment
A digital listing can connect a producer with a buyer, but quality
checks, transport, payment and dispute handling remain
essential. Define who confirms quantity and condition at each
handoff. Make changes visible rather than allowing different
participants to keep conflicting records. The platform’s value
depends on a transaction completing dependably, not merely on
generating enquiries. Build the service network and exception
process alongside the software before expanding into additional
regions or commodities.

VALUE CHAIN LENS

Production, aggregation, logistics and market
access are linked. A useful intervention
improves a specific handoff without hiding
new work or risk elsewhere.

SOURCES / PIB • Digital Agriculture Mission, 2 September 2024
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EdTech & Future Skills
Learning should leave people able to do something they could not do before.

A

Understand

Define performance before
content

course on data analysis
might aim to help learners
clean a dataset and explain

a finding. That outcome is more
useful than a promise to cover
many tools. Design exercises that
require the target skill and give
feedback on the work. Watching a
lesson can support learning, but it
does not establish that a learner
can apply the idea independently.

Practise

Make practice manageable

Working adults and students have
different time, device and
connectivity constraints. Break
practice into meaningful steps
without fragmenting the task
beyond recognition. Provide
sample inputs, examples of good
work and a way to ask for help. A
learner should understand why an
answer is weak and what to try
next rather than receiving only a
score.

Get feedback

Assess transfer to real work

Ask learners to complete a new
problem that differs from the
worked example. Explain
assessment criteria in advance. For
a programming course, review
readability, testing and reasoning
as well as whether the code runs.
Follow up after the course where
possible to understand which skills
are being used and which parts of
the learning experience need
revision.

AI assistance should reveal understanding
A learner may produce a correct answer with substantial
automated help while remaining unable to explain the
reasoning. Include tasks that require discussion, revision and
application to a new setting. Teach learners how to question
generated explanations and verify factual claims. Educators
need visibility into how the tool is being used and whether it
supports the intended skill. Assistance is most valuable when it
helps someone become more capable rather than conceal
uncertainty.

SKILL EVIDENCE

A portfolio item is strongest when it explains
the problem, constraints, decisions, result and
limitations. The learner should be able to
discuss the work without depending on a
memorised script.
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A practical learning roadmap
Combine foundations, projects and feedback to build a digital career.

01

Foundation

Understand principles

02

Project

Apply one useful skill

03

Review

Request specific feedback

04

Revision

Improve the artefact

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

A
Foundations make tools easier to learn

developer benefits from understanding data structures, networking, databases and version control. A
product analyst needs clear reasoning about measurement and uncertainty. Tool-specific tutorials
become more useful when connected to these foundations. Choose a small number of topics that support

your current work and revisit them through increasingly demanding projects.

N

Use structured resources
deliberately

PTEL provides online
courses and archived
learning resources across

technical disciplines. Course access
and certification arrangements are
distinct, so check the specific course
page before enrolling or paying for an
examination. Select a resource by the
skill you want to practise, the
available prerequisites and the time
you can commit.

Build a visible feedback
loop
Complete a small project, ask
someone experienced to review it
and revise the work. Write down
what changed and why. Peer
groups can help maintain
momentum when they discuss
actual artefacts rather than only
collecting links. Over time, a series
of improved projects provides a
clearer account of capability than
a long list of course completions.

Reskilling works with a
realistic transition
Someone changing roles needs
more than a list of trending tools.
Map existing skills against the
tasks in the target role, identify a
small number of gaps and practise
them through relevant work.
Employers can support the
transition with supervised
assignments and specific
feedback. A credible learning plan
makes time for revision and
recognises the constraints of
current responsibilities. Evidence
of improvement is more useful
than a rushed collection of
unrelated certificates.

FOUR-WEEK SPRINT

Week 1: learn the foundation. Week 2: build a small version. Week 3: request review. Week 4: revise and explain. Adjust
the pace to your starting point and available time.

SOURCES / NPTEL • online courses
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Women Building Technology
Scientific and entrepreneurial leadership expands what an industry believes is possible.

K

Science

A documented example

iran Mazumdar-Shaw’s
entrepreneurial journey
began with Biocon in 1978.

Biocon’s published history
describes its development from an
industrial-enzyme business into a
biopharmaceutical enterprise. The
trajectory is a reminder that
technology leadership can involve
patient capability building across
science, manufacturing and
business, rather than only the
launch of a digital application.

Enterprise

Read achievement with context

A founder’s success can inspire,
but a profile should also prompt
questions about the systems
around opportunity. Who receives
access to technical facilities, early
customers and experienced
advisers? Who is encouraged to
lead a difficult project?
Organisations make these
decisions every day. Transparent
criteria and visible responsibilities
help talent gain opportunities
beyond familiar networks.

Leadership

Build more than a recognition
moment

Awards and panels create visibility,
but lasting progress also requires
access to consequential work.
Sponsors can recommend
colleagues for customer meetings,
leadership roles and projects with
clear business impact. Mentors can
help people interpret feedback and
prepare for the next challenge. The
practical test is whether support
leads to responsibility, learning and
a stronger professional network.

Broaden the definition of a technology founder
Technology entrepreneurship includes scientific research,
industrial systems, services and products that may never
resemble a consumer app. Recognising this breadth can help
more people see a path into leadership. Profiles should explain
the work behind an achievement, including capability building
and sustained decisions, rather than relying on a celebratory
label. Accurate context makes a story more useful to the next
founder and gives proper weight to the colleagues and
institutions involved.

PROFILE NOTE

This is a desk-researched perspective based
on public company history, not an interview.
The broader discussion about opportunity is
SOFTMAG’s editorial analysis.

SOURCES / Biocon • our legacy WIPO • Biocon and intellectual property
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W O M E N  I N  T E C H N O L O G Y

Make opportunity part of the operating system
Inclusive innovation depends on the way organisations recruit, develop and reward people.

01

Recruit

Use relevant criteria

02

Develop

Offer meaningful work

03

Sponsor

Create real connections

04

Advance

Review access to roles

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

D
Widen entry without lowering clarity

escribe the skills a role actually requires and assess them through relevant evidence. Avoid relying
entirely on a narrow set of institutions or personal referrals. Structured interviews and work samples can
make comparisons more consistent when designed carefully. Explain the selection criteria so applicants

understand what the organisation values and hiring teams can examine their own decisions.

T

Review access to important
work

rack who receives stretch
assignments, customer
exposure and opportunities to

present technical decisions. A team
can appear inclusive while the most
consequential work remains
concentrated among a few people.
Managers should discuss
development goals explicitly and give
feedback tied to observable
behaviour. Flexible arrangements
work better when expectations and
promotion criteria remain clear.

Strengthen founder
networks
Networks for women founders can
connect peers with expertise,
customers and capital providers.
Evaluate the quality of those
connections rather than event
attendance alone. A useful
programme helps a founder solve
a live problem and follow through
afterward. Make participation
accessible, respect confidentiality
and create practical routes for
alumni to support the next cohort.

Measure whether support
changes access
A mentoring scheme should define
what participants can gain and
how progress will be reviewed.
Useful outcomes might include a
stronger technical plan, an
introduction to a qualified
customer or responsibility for a
consequential project. Ask
participants where barriers remain
and examine who leaves the
programme. This does not reduce
inclusion to a single score; it
makes the organisation
accountable for providing practical
opportunities alongside supportive
language and visible events.

MANAGER’S REVIEW

Who owns visible projects? Who gets specific feedback? Who has a sponsor? Who is missing from the customer
conversation? Use evidence to improve access and accountability.
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O D I S H A ’ S  G R O W I N G  S TA R T U P  E C O S Y S T E M

Odisha’s Startup Opportunity
Regional innovation becomes stronger when local knowledge meets a dependable support
network.

01

Local insight

Observe locally

02

Pilot partner

Use facilities

03

Evidence

Test with buyers

04

Expansion

Repeat elsewhere

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

F
Begin with the state’s real workflows

ounders in Odisha can explore problems linked to
agriculture, education, industrial operations and
public services. These broad areas are starting

points for discovery, not proof of demand. Visit users,
understand purchasing arrangements and test whether the
problem is important enough to change an existing process.
A strong local insight can create a product with relevance
beyond the state.

An institutional anchor
Startup Odisha’s official incubator directory describes O-
Hub as a state-operated incubation centre offering
workspace and support such as mentoring and investment
facilitation. For a young company, the useful question is
which facility or relationship can advance its next milestone.
Verify availability and programme requirements with the
relevant team rather than assuming every service is
automatic.

A
Turn proximity into evidence

founder close to a customer can observe
implementation problems quickly. Use that
advantage to test language, training,

connectivity and support needs. Record what changes
after the pilot and whether the customer continues using
the service. A regional startup story becomes more
compelling when it can demonstrate a practical result
rather than relying only on the promise of an emerging
ecosystem.

Talent needs a path into real projects
Regional founders can work with colleges and
experienced professionals to create supervised
assignments linked to current problems. A meaningful
project defines the user, available data and expected
output. It also provides time for feedback. This helps
students build capability while giving startups a more
informed view of potential colleagues. The relationship
becomes stronger when both sides value learning and
quality, rather than treating a project as a quick source
of inexpensive labour.

TAKEAWAY / A strong path combines a locally observed problem, a committed pilot partner, a measurable result and a delivery
method that can be repeated elsewhere.

SOURCES / Startup Odisha • incubator directory
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O D I S H A ’ S  G R O W I N G  S TA R T U P  E C O S Y S T E M

The connections Odisha needs next
Facilities matter most when they lead to testing, customers and capable teams.

01

Universities

Connect with expertise

02

Industry

Reach qualified buyers

03

Incubators

Use suitable facilities

04

Founders

Demonstrate progress

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

T
Match support to the technology

he Startup Odisha directory lists specialised incubation activity, including agricultural, life-science and
electronics support. Electropreneur Park Bhubaneswar is described as an electronics and ESDM
incubation centre established by STPI with government support. Such specialisation can help founders

find relevant expertise. The next step is to discuss the exact test, equipment or mentoring need with the
institution.

A

Build customer bridges
deliberately

startup may be technically
ready but unfamiliar with
procurement, contracting or

distribution. Industry partners can help
clarify the buyer’s acceptance criteria
and implementation expectations. A
well-scoped pilot is a practical bridge:
it limits the commitment while creating
evidence for a larger decision. Both
parties should agree who will evaluate
results and what happens if the pilot
succeeds.

Strengthen the execution
layer
Regional ecosystems benefit from
experienced operators who can
help teams recruit, sell and support
products. Universities can
contribute projects and research
links; established businesses can
contribute real operating problems.
Shared events are useful when
they produce follow-up work. A
small number of sustained
relationships can create more
value than a calendar full of
introductions with no next step.

Make the regional story
specific
A strong ecosystem account
should show how a founder found
a facility, completed a test or
reached a buyer. Programme
names and buildings provide
context, but they cannot establish
business outcomes alone.
Regional coverage becomes more
credible when it records the
connection between support and
execution. For a company seeking
help, the same principle applies:
describe the precise gap and the
evidence that would show the
support had made a useful
difference.

FOUNDER’S REQUEST

Ask an institution for a specific outcome: a test facility, domain review, pilot introduction or hiring connection. Explain the
milestone, required input and expected decision.

SOURCES / Startup Odisha • sectoral incubators and EP Bhubaneswar
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G O V E R N M E N T  S U P P O R T  F O R  E N T R E P R E N E U R S

Navigate Government Support
Recognition, incubation and finance are related services with different requirements.

01

Identify fit

Check the call

02

Prepare evidence

Substantiate claims

03

Apply

Meet requirements

04

Report progress

Track obligations

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

S
Start with the official route

tartup India brings information and support for
entrepreneurs into a national initiative. A founder
should distinguish company recognition from

acceptance into a particular funding or incubation
programme. Prepare an accurate business description
and the required company records. Use official portals
to check eligibility, application steps and the evidence
needed for the specific support being sought.

Understand the seed-fund mechanism

The Startup India Seed Fund Scheme describes
assistance for proof of concept, prototype development,
product trials, market entry and commercialisation
through eligible incubators. It is not an automatic
payment to every recognised company. Selection,
available funds and obligations must be checked with
the relevant scheme and incubator. A good application
connects the requested support to a clearly described
development milestone.

T
Keep an application record

rack the programme, official link, eligibility
check, documents submitted and next action.
Preserve copies of the actual application and

correspondence. Avoid assuming that an old call
remains open. Programme rules and deadlines can
change, so use the linked official information for
current decisions and obtain clarification directly
when a requirement is unclear.

Recognition is not a commercial
guarantee

An approved status or programme selection may
help a company access an ecosystem, but
customers still assess the product and the supplier’s
ability to deliver. Keep public-support claims
accurate and separate them from evidence of
revenue or performance. If a grant is tied to
milestones, budget for the timing and conditions of
disbursement. A business should remain clear about
its customer proposition even when programme
support plays an important role in development.

TAKEAWAY / Company details, founder information, problem statement, product evidence, milestone plan, budget assumptions
and relevant declarations. Submit only accurate claims the team can substantiate.

SOURCES / Startup India • Seed Fund Scheme FAQ
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G O V E R N M E N T  S U P P O R T  F O R  E N T R E P R E N E U R S

STPI and the incubation pathway
Choose support that helps the company move from an idea to an operating product.

S
Understand the programme’s purpose

TPI’s Next Generation Incubation Scheme is a
MeitY initiative implemented by STPI to support
the startup ecosystem. Its published description

includes incubation and access to supporting facilities.
Founders should review current calls and centre-
specific offerings because selection windows and
services vary. The existence of a scheme does not
establish that a particular application is open or that a
company qualifies.

Prepare a practical support plan

Write the next technical or commercial milestone and
identify the resource missing from the team. That may
be workspace, domain mentoring, laboratory access or
help reaching an early customer. Compare providers on
their ability to address the gap. A specialised centre
may be a better fit than a broader programme with a
more recognisable name.

A
Treat support as a working relationship

gree on responsibilities, review dates and
what progress will look like. Keep records of
tests, customer conversations and product

changes so mentors can give informed advice. If a
programme includes financial assistance,
understand the reporting and use-of-funds
requirements before committing. The goal is to
make the business more capable, not to organise its
entire strategy around applications.

Use the mentor relationship well

Prepare for reviews with a short account of the
decision, the evidence collected and the help
required. Discuss failures as well as achievements
so advice can address the real situation. Keep a
record of recommendations and the outcome of
trying them. This makes incubation more useful and
helps the startup build its own decision-making
capability. A support relationship should gradually
strengthen the team’s independence rather than
require a mentor to resolve every routine choice.

01

Incubation

Choose the right support

02

Facilities

Test the hard requirement

03

Mentoring

Discuss live decisions

04

Market readiness

Build independence

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market
data.

READ BEFORE APPLYING

Check the official call, eligibility, selection process, permitted support, reporting obligations and current closing date. Do
not infer live availability from a general programme description.

SOURCES / STPI • about NGIS
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O P E N  S O U R C E  &  D E V E L O P E R  T O O L S

Open Source: Choose for the Long Run
Evaluate the project you will operate, not only the demo you can build today.

Lens A limited view A more useful test

Framework Popular demonstration Hardest requirement works in your setting

Database Developer convenience Recovery, permissions and query behaviour

Dependency Feature available Maintenance and upgrade path understood

A
Look at maintenance and fit

n open-source dependency becomes part of the
product’s operating environment. Read the licence,
supported versions, release history and upgrade

guidance. Check whether the documentation covers the
way your team intends to deploy it. Popularity can indicate
community interest, but it does not establish compatibility
with your requirements or the availability of support when
something fails. Apply the same discipline to development
frameworks: assess deployment requirements, accessibility,
dependency updates and the team’s ability to maintain the
result after the first release.

A database example
PostgreSQL is an open-source object-relational database
with support for transactions, constraints and extensibility.
These capabilities can support many application patterns,
but a useful evaluation should test your own data model and
queries. Consider backup, restoration, permissions and
monitoring along with development convenience. Choosing
a database includes choosing the work required to operate
it.

M
Keep the dependency understandable

aintain a record of critical packages, their
purpose and who owns upgrades. Test
changes in a representative environment

before production. Avoid carrying unused libraries
simply because they were included in a starter project.
Reducing unnecessary dependencies can make security
review, troubleshooting and long-term maintenance
easier for the whole team.

Choose a framework for the team you
have
A development framework shapes how a product is built,
deployed and maintained. Evaluate documentation,
accessibility patterns, testing support and the skills
available to the team. A fashionable stack may add
hiring and operational costs that a simpler approach
avoids. Prototype the hardest requirement and practise
an upgrade before committing broadly. The right tool is
the one that supports the product’s needs and leaves
the organisation able to understand and maintain its
own system.

EVALUATION CARD

Licence • maintenance • compatibility •
documentation • upgrade path • operational effort.
Use a short proof of concept to test the hardest
requirement, not the easiest example.

SOURCES / PostgreSQL • about
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O P E N  S O U R C E  &  D E V E L O P E R  T O O L S

Developer Tools That Support Teamwork
A useful tool makes work easier to understand, review and reproduce.

Lens A limited view A more useful test

Version control Changes recorded Reason and review are understandable

Environment Works on one machine Colleagues can reproduce the setup

Collaboration Messages exchanged Decisions and ownership remain findable

G
Version the reasoning

it records changes, but useful collaboration also
depends on how the team explains them. Keep
commits focused and review descriptions

connected to the problem being solved. A reviewer should
understand the intended behaviour and how it was checked.
Avoid combining unrelated changes that make a regression
difficult to isolate or a decision difficult to revisit.

Make the environment reproducible
Document the supported setup, required configuration and
common commands. Keep secrets outside shared source
files. A new colleague should be able to run the project
without relying on a private sequence of instructions from
one developer. Reproducibility also helps incident response
because the team can recreate a problem in a controlled
environment.

A
Contribute something maintainers can use

good bug report includes expected behaviour,
actual behaviour and a minimal reproduction. A
useful contribution follows the project’s

guidance and explains why the change is needed.
Documentation, tests and careful issue triage can be
valuable alongside code. Open-source participation
works best when it reduces the work required for others
to understand and maintain the project.

Collaboration tools need working
agreements
A repository, issue tracker and chat service do not
automatically create a coherent workflow. Define where
requests are recorded, how priorities change and what
information a reviewer needs. Keep decisions close
enough to the work that future colleagues can find them.
Automation can support these agreements, but should
not create repetitive noise. The strongest toolchain
helps people notice important changes and complete a
task without repeatedly searching across several
disconnected systems.

READING ROUTE

Pro Git by Scott Chacon and Ben Straub is
available on the official Git website. Use it
alongside a small repository where you can
practise branching, reviewing and recovering
changes.

SOURCES / Git • Pro Git book
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P R O D U C T  S P O T L I G H T  —  B U S I N E S S  S O F T W A R E

Product Spotlight: Everyday Operations
Three software categories that can make essential business work easier to coordinate.

WORKSPACE

Healthcare

Retail POS

Inventory

Sample workflow / illustrative interface

Case / record Current stage Next action

Sample A Review Confirm details

Sample B In progress Assign owner

Sample C Awaiting input Request information

Original conceptual interface — sample records, no vendor or performance claim

Original illustrative interface • sample records, no live metrics or vendor claims.

Healthcare management
A healthcare management platform
coordinates registration, appointments,
records and administrative work. Its
usefulness depends on clear
responsibilities between reception,
clinicians and accounts. A
demonstration should include a
rescheduled appointment, an amended
record and a missing test result.
Review privacy controls, audit history
and the supported integration routes.
Administrative convenience must not
obscure clinical context or the need for
appropriate professional oversight.

Retail POS and billing
A point-of-sale system joins the
customer transaction with pricing,
payment and the store’s records.
Evaluate returns, discounts,
interrupted connectivity and the
correction of a mistaken bill. Staff need
understandable prompts and a
dependable recovery path when a
transaction is uncertain. Check current
invoicing and tax requirements with
qualified advisers before relying on a
configuration for business compliance.
The product should support the real
pace of the shop floor.

Inventory management
Inventory tools help teams understand
what is available, committed, received
and dispatched. A useful system
separates physical stock from
quantities already promised to
customers. Test partial receipts,
damaged goods, transfers and stock
adjustments. Barcode support is useful
only when item records and operating
procedures are consistent. Choose a
product that makes discrepancies
visible and traceable instead of
encouraging staff to hide them through
unexplained changes.

Compare the whole operating cost
Software selection involves migration, training, configuration, support and
the work of keeping records accurate. Ask a supplier to demonstrate an
exception with representative sample data instead of only presenting a
polished normal flow. Make data export and access review part of the
evaluation. A product that fits one organisation well may require
substantial change in another. Clear criteria help buyers distinguish a
useful implementation from an impressive demonstration with unresolved
operational work.

CATEGORY GUIDE
These are independent category
explanations, not endorsements of named
products. Screens are original illustrative
interfaces with sample records; they are
not vendor screenshots or claims about live
systems.
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P R O D U C T  S P O T L I G H T  —  B U S I N E S S  S O F T W A R E

Product Spotlight: Specialist Workflows
Recruitment, travel and education systems need to fit the decisions people make every day.

WORKSPACE

Recruitment

Travel ERP

Education

Sample workflow / illustrative interface

Case / record Current stage Next action

Sample A Review Confirm details

Sample B In progress Assign owner

Sample C Awaiting input Request information

Original conceptual interface — sample records, no vendor or performance claim

Original illustrative interface • sample records, no live metrics or vendor claims.

Recruitment management
Recruitment software can connect job
requirements, applications, interviews
and candidate communication. Review
who can see candidate information
and how decisions are recorded. A
useful test follows one applicant
through scheduling, feedback and a
final update. Automated ranking needs
careful examination: a score cannot
substitute for a clear, relevant
assessment process. Candidates also
need accurate messages and a
practical route to correct their
information.

Travel ERP
A travel ERP can coordinate enquiries,
itineraries, suppliers, booking records
and accounts. The difficult work
appears when a traveller changes a
plan, a supplier cancels or a refund
remains pending. Test those situations
across operations and finance.
Preserve the relationship between
quoted, confirmed and paid amounts. A
visually attractive itinerary is helpful,
but reliable status and a traceable
exception process are central to the
business.

Education management
Education systems can connect
admissions, timetables, attendance,
assessments and communication.
Include teachers, administrators and
learners in evaluation because a
shortcut for one role can create work
for another. Check accessibility, export,
permissions and the handling of
corrected results. Families and
students should receive clear
information about what is recorded and
why. A successful implementation
supports institutional routines while
leaving room for accountable human
judgement.

A specialist system needs shared definitions
Different teams may use the same word for different states: confirmed,
accepted, completed or paid. Resolve these meanings before
configuration. A travel operation, recruitment team or institution needs to
know who can change a record and what evidence is required. Good
software makes those agreements visible. If ownership remains unclear,
automation can accelerate the confusion rather than remove it. Review
terminology and handoffs with users before the implementation becomes
difficult to change.

PROCUREMENT TEST
Ask each supplier to demonstrate an
ordinary exception using representative
sample data. Compare implementation,
support, export and ongoing administration
alongside the feature list. Verify current
terms directly.
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F O U N D E R  S P O T L I G H T

Founder Spotlight: Sridhar Vembu
A software-product journey offers a perspective on patience, independence and capability
building.

FOUNDER NOTEBOOK

1990s
Origins of AdventNet, later
Zoho.

2009
The Zoho Corporation name.

QUESTIONS TO
EXPLORE
How does customer revenue
shape choices?

Which capabilities deserve
patient investment?

How can the team grow
beyond the founder?

Public-source profile and
editorial analysis. No
interview is implied.

Z
From AdventNet to Zoho

oho’s published history traces its beginnings to the mid-1990s and records
the change to the Zoho Corporation name in 2009. In a 2021 anniversary
reflection, co-founder Sridhar Vembu described the company’s early focus on

earning enough revenue to support its founders. The account offers a grounded
starting point for understanding a business often discussed through its later scale.

A different rhythm of growth
Zoho states that it has not taken investor money and describes a long-term emphasis
on product development. That is the company’s account of its approach, not a
universal prescription for founders. A business with early customer revenue faces
different choices from a research-intensive company that needs years of
development. The relevant question is which financing model fits the work and the
market.

The lesson beyond the biography
Independent growth requires decisions about scope, cash and the pace of expansion.
A founder can use this example to examine their own assumptions: what must be
built now, what can be funded by customers and what capability should stay inside
the company? Studying a journey is most useful when it prompts sharper questions
rather than an attempt to copy the visible outcome.

Team building changes with the stage
A founder initially fills gaps across product, sales and support. Growth requires
transferring context and authority to other people. Document recurring decisions and
build a review process that develops judgement rather than returning every question
to the founder. The challenge is to preserve a clear purpose while allowing colleagues
to improve the method. A company becomes more capable when knowledge can
move through the team instead of remaining concentrated in one individual.

PROFILE NOTE

Desk-researched from Zoho’s public history and Vembu’s anniversary essay. No interview or private conversation is
implied. The business lessons are editorial interpretation.

SOURCES / Zoho • 25 years, 2021 Zoho • about

57
S O F T M A G  |  T H E  S O F T W A R E  M A G A Z I N E

https://www.zoho.com/blog/general/25-years-of-zoho.html?src=wpwhatsnew
https://www.zoho.com/aboutus.html


SEP
2026 Founder Stories

F O U N D E R  S P O T L I G H T

What Founders Can Learn from the Journey
The transferable value of a founder story lies in the decisions it helps readers examine.

FOUNDER NOTEBOOK

1990s
Origins of AdventNet, later
Zoho.

2009
The Zoho Corporation name.

QUESTIONS TO
EXPLORE
How does customer revenue
shape choices?

Which capabilities deserve
patient investment?

How can the team grow
beyond the founder?

Public-source profile and
editorial analysis. No
interview is implied.

I
Capability takes deliberate investment

IT Madras’s profile of Vembu discusses his education, early engineering work
and the training initiative associated with Zoho University. Its historical account
highlights an interest in developing talent beyond conventional credentials. The

profile is a dated institutional record, so its old headcounts should not be read as
current company statistics. The enduring theme is capability building through
structured opportunity.

Apply the principle to a small team
A startup can create a modest version of that principle by defining a skill pathway,
assigning a mentor and giving learners supervised work. Assess progress through
what people can explain and deliver. Training requires time from experienced
colleagues, so plan it as real work. A programme becomes credible when learning
leads to growing responsibility and a clear standard of quality.

Choose the lesson, not the mythology
Founders operate under different conditions of timing, capital and customer access. A
successful company’s path cannot establish what would work for everyone else.
Instead, examine the choices behind the story: how revenue was earned, how
technical knowledge accumulated and how people developed. Then test one relevant
principle in your own setting and review the result honestly.

Customers are a source of discipline
Revenue does not answer every product question, but a paying customer creates an
important obligation to deliver. Examine which requests reflect a repeated need and
which would lead the company into unrelated work. Building capability means
choosing what not to pursue as well as investing in the core. A founder story becomes
more instructive when readers consider these tradeoffs, rather than treating
persistence as a reason to keep every original assumption unchanged.

REFLECTION EXERCISE

Write one decision from a founder story, the conditions that made it possible and the assumptions needed to apply it to
your company. This turns inspiration into a testable idea.

SOURCES / IIT Madras Heritage Centre • Sridhar Vembu
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T E C H  T R E N D S  &  I N D U S T R Y  I N S I G H T S

Tech Trends: From Signal to Strategy
A useful trend changes a decision; a noisy trend merely fills a presentation.

01

Observe

Workflow adoption

02

Validate

Digital trust

03

Prioritise

Resource efficiency

04

Act

Regional capability

CONCEPTUAL FRAMEWORK / sequence varies with the business and setting

Conceptual framework • stages and categories, not measured market data.

T
AI moves into workflows

he important question for a business is where AI
can improve a repeatable task with acceptable
quality and cost. Demonstrations are easy to

produce; dependable integration requires permissions,
evaluation and support. Watch for evidence of
sustained use rather than the number of announced
pilots. A smaller application with a clear owner can
teach more than a broad initiative with no measurable
outcome.

Trust becomes part of the buying decision

As services become more connected, customers need
to understand data access, reliability and recovery.
Teams that can explain these clearly may reduce
procurement friction and strengthen relationships. This
is an editorial perspective on product maturity, not a
forecast of market size. The practical action is to
document how the service behaves when something
goes wrong.

I
Efficiency gains a wider meaning

nfrastructure cost, resource use and developer
effort all influence product economics. A tool
that saves compute but adds maintenance

may not be an improvement overall. Compare the
complete workflow and review assumptions as
usage grows. The most useful efficiency work often
begins with visibility: knowing where time, money
and operational attention are being consumed.

The organisational constraint remains
important

A new tool may arrive faster than the organisation
can change its process, data or skills. Identify the
limiting factor before increasing technology
spending. If staff cannot access reliable information
or agree who owns an exception, a more capable
model or platform may add little value. Technology
strategy should therefore include the operating
changes needed for adoption. The strongest signal
is not novelty alone, but a practical path from
capability to dependable use.

TAKEAWAY / AI workflow adoption • digital trust • infrastructure efficiency • regional capability. Treat these as themes for
investigation, not guaranteed commercial opportunities.
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A Technology Watchlist That Leads to Action
Turn curiosity into a small set of evidence-based decisions.

F

Claim

Define the trigger

or each development, write
what would make it relevant
to the business. A new

database capability might matter
when a workload outgrows the
current design. A language model
might matter when it meets a
defined evaluation standard at an
acceptable cost. Without a trigger,
teams can spend months
discussing technology without
knowing when action would be
justified.

Documentation

Use an evidence ladder

An announcement establishes that
a claim has been made.
Documentation explains intended
behaviour. A prototype tests fit in
your environment. A limited
deployment reveals operational
consequences. These sources of
evidence answer different
questions. Record which stage
supports your conclusion and avoid
describing a vendor demonstration
as though it were a proven result in
your own business.

Prototype

Keep the portfolio small

Choose a few experiments with
owners, time limits and stopping
criteria. Review them alongside
work that already serves
customers. Retire ideas when the
evidence no longer supports them
and preserve the lesson for later. A
watchlist is valuable when it
improves resource allocation,
including the decision to wait until a
technology or the organisation is
ready.

Keep a record of decisions to wait
Waiting can be the right choice when costs, reliability or internal
readiness remain uncertain. Write down the evidence that would
justify revisiting the decision and set a sensible review point.
This prevents the same proposal returning without new
information while keeping the organisation open to change. A
useful watchlist is selective: it helps a team protect attention for
current responsibilities and invest in experiments when the
expected learning is worth the effort.

WATCHLIST ENTRY

Theme: one clear development. Trigger: the
condition for action. Evidence: what is known.
Experiment: the next affordable test. Owner
and review date: who decides and when.
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Events & Startup Opportunities
A calendar for this issue, with a current reading note.

17–19
NOV 2026

November: Bengaluru Tech Summit
The organiser lists Bengaluru Tech Summit for 17–19 November 2026 at the Bangalore International
Exhibition Centre, under the theme “AI & Beyond.” As of the 3 November production check, these
dates are upcoming. Review the official programme, registration conditions and travel arrangements
directly before making plans.

02–11
SEP 2026

September calendar: for the archive
Infosys listed its Technology Summit for 2–3 September 2026. The Eastern India IT Fair organiser
listed its Kolkata edition for 11 September 2026 at Hotel The Park. Those dates belong to this
September issue’s calendar and have passed at the time of this production update; they are included
as dated reference entries, not current invitations.

CHECK
LIVE CALLS

Make an opportunity useful
Monitor official Startup India, STPI, Startup Odisha and regional incubator pages for current calls.
Choose opportunities that support a specific milestone rather than applying indiscriminately. For an
event, identify two useful conversations, prepare a concise product explanation and follow up with an
agreed next step. For an application, verify eligibility, the closing date and reporting obligations on the
official notice.

Prepare for a useful conversation
Bring a concise description of the problem you solve, the customer group and the evidence collected so far. An event
conversation should lead to a clear next action, not an oversized presentation. For a technical session, write one question in
advance and record what would change in your work as a result. Review invitations and application notices directly; a listing in a
dated magazine is a starting point for research rather than confirmation of live availability.

DATE NOTE

Issue label: September 2026. Calendar verification: 3 November 2026. Event schedules and application windows can
change; linked organiser pages are the reference for current action.

SOURCES / Bengaluru Tech Summit • organiser Infosys • Technology Summit 2026 EIITF • organiser
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Read, Listen, Practise
A selected learning shelf for founders and technology professionals.

T

Read

Books for sharper questions

he Mom Test by Rob
Fitzpatrick focuses on
customer conversations;

use it to examine how you ask
about a problem. The Lean Startup
by Eric Ries offers a framework for
experimentation and learning.
Read either alongside a live
project, then write down one
assumption you can test. A
business book becomes more
useful when its ideas meet the
constraints of actual work.

Listen

Audio and founder
conversations

The Y Combinator library includes
founder talks and podcast material,
including Lightcone. Choose a
conversation relevant to your
present decision rather than
treating every founder’s experience
as a general rule. Note the
business stage and conditions
behind the advice. Ask what
evidence would be needed before
using the same approach in your
own company.

Build

Resources for practical skill

Pro Git, available on the official Git
site, supports hands-on learning
about version control. NPTEL offers
structured technical learning
resources, with course-specific
arrangements for certification.
Combine reading with a small
project and a review from someone
experienced. A sustainable routine
is to learn one idea, apply it, seek
feedback and revise the work
before collecting another set of
resources.

Read leadership through practice
Choose a leadership resource alongside a problem such as
unclear decisions, difficult feedback or an unreliable handoff.
Translate one idea into a small change and ask colleagues what
they observe. This makes learning accountable to the setting in
which it is applied. Keep a short record of the experiment and
revisit it later. A useful resource should improve the quality of
action, not merely provide new language for describing the
same unresolved problem.

YOUR LEARNING LOOP

Choose one resource and one project.
Schedule practice, keep a short decision
journal and finish with a demonstrable result.
Depth comes from use and feedback, not
from the number of saved links.

SOURCES / The Mom Test • author resources The Lean Startup • book YC • library and podcasts Pro Git NPTEL
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Our Editorial Team
Ideas, insight and a shared commitment to thoughtful technology journalism.

E D I T O R - I N - C H I E F

Ms. Rashmita Panigrahi
E D I T O R

Ms. Sasmita Shasini

C O - E D I T O R

Liza Panda
S U B - E D I T O R

Ms. P Suchismita

Our Mission
To inform, inspire and connect the global technology
community through high-quality content on software, AI,
innovation and the people shaping our digital future.

Our Vision
To be a leading technology magazine that empowers
individuals, businesses and communities to create a
smarter, more inclusive and sustainable world.
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design, technical, community and advisory contributions help connect ideas with the people who can put them to work.

Get in touch
info@softmag.in · www.softmag.in
Bhubaneswar, Odisha, India

READ · LEARN · SHARE · GROW
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Connect with India’s
Technology and Innovation
Community
Put useful ideas in front of people building the digital economy.

S
A relevant conversation

OFTMAG connects software professionals,
founders, students and technology leaders through
practical explanations and evidence-based stories.

A useful partnership begins with something readers can
learn: a clearly described product capability, an informed
industry perspective or an opportunity to build skills and
professional connections.

Ways to participate
Product briefings can explain a defined use case and its
limitations. Educational partnerships can support practical
learning and demonstrations. Event collaborations can
connect readers with relevant communities. Contributions
should provide enough context for a reader to understand
the offer and decide whether it fits their needs, without
relying on exaggerated claims.

C
Clear relationships, reader trust

ommercial placements should be labelled and
kept distinct from independent editorial
judgement. Product claims need supporting

information, and people or organisations mentioned
should be represented accurately. This page is
SOFTMAG’s own partnership invitation; it does not
imply that any company featured in the issue is an
advertiser. Get in touch at info@softmag.in or explore
www.softmag.in. SOFTMAG is based in Bhubaneswar,
Odisha, India.

Bring a story with evidence
A useful startup story identifies the customer problem,
the work completed and the limits of the result. A
technical contribution explains the concept well enough
for a reader to use it responsibly. An advertising or
education proposal should make the commercial
relationship clear and respect editorial judgement.
Contact info@softmag.in with a concise account of the
idea, the intended reader and the evidence or expertise
behind it. Clear context makes collaboration easier to
assess.

ADVERTISING · CONTRIBUTIONS · STARTUP STORIES · PARTNERSHIPS

info@softmag.in

www.softmag.in
Bhubaneswar, Odisha, India
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