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Despite having all the necessary traits, such as a willingness to take risks, creativity, 

perseverance, flexibility, and self-motivation, they nevertheless fail! why? 

Start-up failure can be a frustrating and disappointing experience for entrepreneurs, despite 

having all the qualities such as risk-taking, innovation, resilience, persistence, flexibility, and 

self-motivation. Despite having all the necessary traits for success, start-ups can still fail for a 

variety of reasons. 

One reason is that entrepreneurs may have a great product or service, but they may not fully 

understand their target market or customers. This can lead to a lack of traction, and ultimately, 

a lack of revenue. Entrepreneurs need to make sure they are solving a real problem for their 

customers and that there is a real demand for their product or service. 

Another reason is that the entrepreneur may not have the right team in place. A start-up is only 

as good as the team behind it, and if the team isn't strong, it can be difficult to execute the 

business plan. A strong team should have a balance of different skills and experience and should 

be able to work well together. 



Additionally, start-ups can fail because of poor financial management. Many entrepreneurs 

burn through their funding too quickly, without a clear plan for how to generate revenue. This 

can lead to cash flow problems and difficulty in securing additional funding. 

Moreover, start-ups can fail because of the intense competition in the market. With so many 

start-ups vying for attention and funding, it can be difficult for any single start-up to stand out. 

Entrepreneurs need to have a clear and unique value proposition and a solid go-to-market 

strategy. 

Even if an entrepreneur has all the qualities of a successful start-up founder, they can still fail 

due to a lack of understanding of the market, poor team, poor financial management, and 

intense competition. Entrepreneurs should conduct thorough market research, assemble a 

strong team, manage finances wisely, and have a clear and unique value proposition and go-to-

market strategy to increase their chances of success. 

In the Indian context, start-up failure can be attributed to a variety of factors. Here are 
a few statistics and facts that highlight some of the main reasons for start-up  failure in 

India: 

According to a study by NASSCOM, 90% of Indian start-ups fail within the first five years of 

operation. 

A lack of market validation is a major reason for start-up failure in India. A survey by Zone 

Start-up India found that 42% of start-ups failed due to a lack of market validation, while only 

14% failed due to a lack of funding. 

Poor financial management is another major reason for start-up failure in India. According to 

a report by KPMG, Indian start-ups tend to burn through their funding too quickly, with only 

9% of start-ups reaching the break-even point. 

Intense competition is also a significant challenge for Indian start-ups. According to a report 

by Google, KPMG India, the number of start-ups in India increased by 40% between 2014 and 

2019, leading to increased competition for funding and customers. 

The lack of a strong team is another major reason for start-up failure in India. A report by Zone 

Start-ups India found that 46% of start-ups failed due to a lack of a suitable team, while only 

14% failed due to a lack of funding. 



Limited access to funding is also a major challenge for Indian start-ups. According to a report 

by NASSCOM, Indian start-ups received only $3.9 billion in funding in 2019, compared to 

$16.5 billion in China. 

Here are some more specific reasons why start-ups may fail: 

No market need: One of the most common reasons start-ups fail is because they do not solve a 

real problem or meet a genuine customer need. This can happen if the founders are too focused 

on their ideas, rather than on what the market wants. 

Poor financial management: Start-ups often have limited resources, so it is important for them 

to manage their finances carefully. However, many start-ups run out of money before they have 

a chance to become profitable. This can be due to poor budgeting, inadequate pricing strategy, 

or unrealistic revenue projections. 

Inadequate marketing and sales efforts: Even if a start-up has a great product, it will not be 

successful if it cannot generate enough sales. This can happen if the start-up does not have a 

clear value proposition, if its target market is not well-defined, or if it does not have a strong 

sales team. 

Lack of experienced leadership: Start-ups are often led by individuals who are not experienced 

in running a business, which can lead to poor decision-making and a lack of strategic direction. 

Intense competition: Start-ups often face intense competition, especially in crowded markets. 

If a start-up cannot differentiate itself from its competitors, it may struggle to attract customers. 

Unexpected market changes: The market can change rapidly, and start-ups may not be able to 

adapt quickly enough. For example, the rise of new technologies can make a start-up's product 

or service obsolete. 

No clear business model: Some start-ups may not have a clear business model, or may not have 

a way to generate revenue that is sustainable in the long term. This can make it difficult for 

them to attract investment and achieve profitability. 

Poor execution: A great idea and a solid plan can be undone by poor execution. A start-up might 

have a great product but if it's not delivered in a timely fashion or at the right price, it may not 

succeed. 

Lack of focus: Start-ups can get bogged down in too many projects or initiatives at once, which 

can dilute their resources and efforts and make it difficult for them to achieve their goals. 



Here are a few examples of Indian start-ups that have failed due to these reasons: 

One example is Stayzilla, a home-sharing platform that failed due to a lack of market need. 

Despite raising $34 million in funding, the company struggled to gain traction in the Indian 

market due to a lack of demand for home-sharing services and a lack of trust in the platform 

from homeowners. 

Another example is TinyOwl, a food delivery start-up that failed due to poor financial 

management. Despite raising $28 million in funding, the company struggled to generate 

revenue and eventually had to shut down operations. 

Another example of an Indian start-up that failed due to not having a strong enough team is 

Askmebazaar.com. The company, which was an online marketplace, faced a lot of competition 

from larger players like Amazon and Flipkart and was unable to execute its plans as effectively 

as it wanted to. The leadership was criticized for its lack of experience and for not having the 

right people in the right positions. 

Another example of an Indian start-up that failed due to a lack of market need is Dazo, which 

was a food-tech start-up that was focused on providing a mobile-based food ordering platform 

for the office-going crowd. Despite raising $1.5 million in funding, the company was unable 

to attract customers and was forced to shut down due to a lack of market demand. 

These examples show that Indian start-ups can fail for a variety of reasons, including lack of 

market need, poor financial management, and not having a strong enough team. Entrepreneurs 

in India should keep these factors in mind as they build their companies, and make sure to 

validate their products or service, manage their finances carefully, and assemble a strong team. 

Conclusion 

In conclusion, start-up failure in India can be caused by a variety of factors, including lack of 

market need, poor financial management, not having a strong enough team, intense 

competition, and limited access to funding. To increase their chances of success, entrepreneurs 

in India need to focus on validating their products or service, managing their finances carefully, 

assembling a strong team, having a clear and unique value proposition, and a solid go-to-market 

strategy. 

 


