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Introduction: 
Ola Cabs (stylised as OLΛ), is an Indian origin 
online transportation network company developed 
by ANI Technologies Pvt. Ltd. As of December 
2018, Ola was valued at about $5.7 billion.A 
variety of venture capitalists including Softbank 
have large stakes in the company. Ola Cabs was 
founded on 3 December 2010 as an online cab 
aggregator in Mumbai, and is now based in 
Bangalore. As of 2018, the company has expanded 
to a network of more than 10,00,000 vehicles 
across 169 cities. In November 2014, Ola 
diversified to incorporate autorickshaws on a trial 
basis in Bangalore.After the trial phase, Ola Auto 
expanded to other cities like Delhi, Pune, Chennai 
and Hyderabad starting in December 2014.  
January 2018, Ola extended into its first overseas 
market, Australia, and  in New Zealand in 
September 2018. 
 
 
Industry Transportation, Delivery 

(commerce) 
Founded 3 December 2010; 8 

years ago in Mumbai, 
Maharashtra, India 

Founder Bhavish Aggarwal  
Ankit Bhati 

Headquarters Bangalore, Karnataka, 
India[1] 

Area served India, Australia, New 
Zealand, UK (169+ 
cities) 

Key people Bhavish Aggarwal 
(CEO)  
Ankit Bhati (CTO) 

Products Mobile app, website 
Services Vehicle for hire 

Delivery (commerce) 
Revenue ₹758 crore (US$110 

million)[2] (FY 2016) 

 
History: 
In March 2014, Ola Cabs acquired Bengaluru 
based taxi service TaxiForSure for approximately 
1,394 crore (US$200 million).From 25 June 2015, 
Ola users gained access to TFS cabs via the Ola 
mobile application. In November 2015, Ola 
acquired Geotagg, a trip-planning applications 
company, for an undisclosed sum. In December 
2017, Ola acquired Foodpanda's business in India. 
In April 2018, Ola made its second acquisition 
with Ridlr (formerly Traffline), a public transport 
ticketing app. 
In August 2018 Ola financed Series A funding of 
the scooter rent startup Vogo, and in December, 
Ola invested another $100 million. In March 2019 
Ola raised another $56 million (₹400 crore) from 
Tiger Global and Matrix India. Later this month 
Ola raised another $300 million from Hyundai and 
Kia. 
 
Application: 

• Ola offers different levels of service, 
ranging from economic to luxury travel. 

• The cabs are reserved through a mobile app 
and also through their website and the 
service accepts both cash and cashless 
payments with Ola money. 

• You can make multiple stops and head to 
multiple destinations in the same cab 
without having to make another booking. 

• It provide services to more than 169 
countries. 

 
Benefits: 
 

• You can make multiple stops and head to 
multiple destinations in the same cab 
without having to make another booking. 

• To help navigate better, you can keep 
changing the drop location on your Ola app. 
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• Your driver can’t end the booking without 
the ride end OTP. Please ensure you don’t 
share that with the driver in advance. 

• You can retain the cab beyond the hourly 
package that you’ve selected. 

• Additional charges apply, once the package 
limits (hours or kilometers) have been 
exhausted. 

 
Market and business Strategy: 
Currently both Uber and Ola cabs are following 
the strategy of expanding their operations and 
gaining customer base in various cities in India. 
The motive is to gain market share and achieve 
economies of scale all the while providing a 
delightful customer experience to gain trust. They 
are not looking to be profitable but to be a 
household name in Taxi service in India. All the 
discounts/ referrals/ coupons offered are aimed at 
exposing the customers to a “new mode” of 
transport in cities at affordable prices. This kind of 
strategy is followed by many startups in their 
initial years, when they are still gaining traction 
with help from outside investors until they break 
even and become profitable by gaining a faithful 
customer base in the market. Ola has already 
received $676.8M through six rounds of funding 
beginning with in the past four years while Google 

Ventures backed Uber has received over $8.8B for 
its worldwide operations. The last funding rounds 
for Uber totaled $2.0B and were aimed for 
expansions in Indian and Chinese Markets. So to 

answer your question, they are not making money 

presently but are financed heavily by funding from 
various private players who see a huge potential in 
this market in future. 
 
Comparative analysis with other related 
providers: 
As previously mentioned Ola has a market share 
potential of 60% in India. The other contenders in 
the market which fall under the organized segment 
include Taxiforsure(14%), meru cabs(16%), 
uber(5%) and others(5%). Taxiforsure was 
acquired by Ola which further increases its market 
share to about 74%. Being a part of the organized 
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taxi market in the country which has the maximum 
potential for growth in near future, it then becomes 
a fact that Ola is indeed faced by many 
competitions in this sector. The major competitor 
of Ola is Uber. Meru and other are not well 
designated competitors as the price criteria offered 
by Ola and the range of car available for rent is far 
better and well accepted by the customer. Uber 
being at a position of 5% market share holds tough 
competition for Ola as the future prospects of Uber 
are to penetrate deep into the Indian market with 
an investment of over $400 million to take on Ola. 
 
How is Ola superior to other aggregator taxi 
service? 
Establishing a number 1 position in the taxi market 
and maintaining it indicates that Ola has services 
to offer to the market which are better than other 
service providers from the same segment. 
Ola is different from other aggregator service 
provider or other segments in the way that they 
themselves are the marketplace. This is because 
they list the rates and cars in their system. This 
leads to price transparency and enables them to 
achieve customer trust. Another feature that makes 
Ola superior is that they do not limit their services 
to the city boundary. They offer car rental facility 
for outstation trips as well. Also, the ride later 
option available with Ola makes it more customer 
friendly service. Ola also takes into account the  
safety of the customer and thus has a 24*7 
customer care service. The attractive price package 
and variety in the fleet of cars target the moderate 
income segment which increases their customer 
base. The GPs tracker in all the cabs to monitor the 
activity of the vehicle and high visibility in terms 
of logo contribute in the success of the cab 
company. 
 
Conclusion: 
Ola has seen a tremendous growth in the taxi 
market sector. There is surely no looking back for 
Ola as it is improving day by day in every prospect. 
Revenue of Ola has increased almost 10 folds over 
the past four years. Today, it is the largest cab 
service provider in the country. Ola has 
successfully achieved public support and has 
created a buzz about its brand in the market. 

Furthermore if some more technological 
advancement is done at Ola then the customer base 
can be increased by providing better experience to 
the customer. Ola now has shifted its focus on 
target markets and is focused on providing desired 
service to the people in the target market. The 
economic segregation depending upon the income 
group and requirement of the people is well 
appreciated. On one hand Ola promotes its brand 
by traditional methods and on the other hand it 
also uses the modern techniques of promotion. At 
the same time it does not forget to highlight its 
name in social safety, creating social awareness 
and promoting acts of humanity. The key element 
in making Ola a successful brand is the efficient 
and quick accessibility which is offered by the 
firm. The firm not only improves through its 
intense promotional activities but also due to the 
services and comfort offered to users and 
employees. 
Ola is making you sluggish. A single tick gets you 
a taxicab. Habits are less demanding to develop 
when the change required in conduct is minor. 
What's more, once a habit is shaped, it’s difficult 
to backtrack.So OLA has been and will be a great 
technology platform for transportation and 
offering flexible options of booking and payment 
to customers and flexible timings and facilities to 
drivers. And shortly, we are going to experience a 
big boom and great facility of getting our grocery 
delivered to us with ease. Kudos to the idea of the 
founders and something more to make us proud is 
that it has been started in India by two genius 
Indians. 
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