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In 2007, two young IIT graduates, Sachin and Binny Bansal, found themselves in the 
busy offices of Amazon India. Their confidence in the potential of e-commerce was 
unquestionable. They thought there was a chance back home in India, a market that 
had not yet fully benefited from the online revolution, because they had seen firsthand 
how Amazon revolutionised buying worldwide.

However, this was not an instant decision. The Indian and Western markets were 
quite different.

Starting an e-commerce company was risky because the public is known for its 
careful purchasing patterns and general doubt of online payments. Yet, the Bansals 
accepted a risk since they had a common goal of making internet purchasing reliable 
and accessible. After leaving their positions at Amazon and combining their savings, 
they launched Flipkart inside of a cheap two-bedroom Bangalore apartment.

The Humble Beginning: Books, Books, and More Books

At first, Flipkart wasn’t a massive online retailer. It began with something quite basic, 
actually: books. Books-why? They were easy to source, and there was an evident 
demand for them with the large number of students and avid readers in India. Besides, 
books were a low-risk product to help gain the buyers’ trust. In the early days, Sachin 
and Binny used to deliver the books themselves, packing the orders, fighting 
Bangalore traffic on motorcycles, and knocking on doors to ensure that the customers 
got their orders on time. But selling books wasn’t the real magic. By addressing a 
genuine issue—Indians’ fear to make payments online—Flipkart was able to succeed. 
Individuals were still hesitant to pay for things before seeing the product or to share 
credit card information. Thus, Flipkart implemented Cash on Delivery (COD), which 
was revolutionary at  the  time.  The idea  was straightforward:  after  receiving their 
orders,  buyers  could  pay.  Flipkart  was  immediately  separated  from  other  online 
retailers by this game-changing innovation.

CASE  5
The Flipkart Journey: From Two Young Dreamers 

to a Billion-Dollar Empire
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Scaling         Up:         The         Second         Phase         of         Growth                        

With increasing self-assurance, Flipkart started adding items other than books to its 
stocks. They gradually branched out into other areas, from fashion to electronics. The 
company’s early-stage venture investors provided the second round of funding. An 
important milestone that allowed Flipkart to grow was obtaining its first round of 
funding  from Accel  India.  With  this  funding,  Flipkart  improved  its  technological 
infrastructure, created a more reliable website, and started spending money on 
marketing to draw in more clients.

Flipkart’s business approach was equally creative as their marketing. The business 
initially concentrated on digital marketing, which consisted of young, tech-savvy 
Indians who were addicted to their cellphones. Flipkart’s striking online ads and steep 
prices drew in millions of customers. They provided more than simply goods; they 
also offered the excitement of amazing discounts, convenience, and confidence.

Around 2011, Flipkart had become the nation’s top e-commerce site. Somehow, 
growth has a lot of heartedness. Taking the example of India as a big and varied 
nation, logistics is a headache. Predictability of delivery service in isolated locations 
and places by third-party services was undetectable. Considering this brink, Flipkart 
chose again a non-benevolent decision by investing in its own logistics network called 
Ekart.

Exploring the Empire with the Growth Stage

Additional  funding is  necessary for  the growth of  Flipkart.  For that,  International 
investors invested a new round of funding for its next stage of expansion. Tiger 
Global funded millions, thus it allows Flipkart to enhance its technology as a close 
mentor and supporter.

During this timeframe, Flipkart became the leading player in the Indian e-commerce 
market, outperforming the growth of Myntra & Amazon(India). Also, Flipkart Big 
Billion Days (2014), an annual shopping event, became the favourite product-selling 
celebration for Indian customers, paving the way for holding the position of a trusted 
shopping partner.

But the more the company grew, the more it ran into the problem facing every 
e-commerce firm: though sales went up, profitability remained elusive. Even as 
Flipkart  was gaining significant market share, its heavy discounting was hurting its 
bottom  line. It was getting tougher to compete with Amazon, with substantial 
financial heft
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and global expertise.  Expand its  operations further.  With this investment,  Flipkart 
expanded its product line and improved customer service.

A Fork in Road: Big Decision of Flipkart

Fast-forward by 2017, Flipkart was struggling. It had become the largest e-commerce 
player in India, enjoying a huge market share but at an unsustainable rate in terms of 
losses. A change was required. One pivotal step that Flipkart took was when it sold 
77% Walmart interest for $16 billion back in 2018 - one of the largest online deals 
to be ever sealed, and rightly so, symbolizing a changing of the guard.

Dejection of Sachin Bansal with the flipkart journey pointed the company’s authority 
into one owner,  Binny Bansal.  He was there  for  progressing and maintaining the 
business with new phased mindset. This also allowed Walmart to take on Amazon 
domestically, since the deliberate move into the fast-growing Indian market and 
enabled Flipkart to tap into the deep retail and supply chain expertise of Walmart that 
eventually will make it more competitive.

The Flipkart We Knew Today: Possibilities and Hazards

Flipkart a multi-billion-dollar company that we utilise today, has been providing the 
mix  of  innovation  through  commitment  and  loyalty  to  the  customers,  which  has 
ephiphanically paved the way to its success. Still, the company was facing aggressive 
competition from its rivals like Amazon and Jiomart of Reliance. However, Flipkart 
stood straight in front of these storms like a backbone leader with massive advantages 
to explore the market like new bounces from customers, and changing these into leads 
are comparatively higher in the Tier 2 and Tier 3 cities because of their urge to follow 
new trends.  Moreover it  branched out  into another field such as PhonePe and E-
payments with the help of Supermart.

But more than that, there was competitiveness. The Indian government had laid down 
a  set  of  rules  and  regulations  concerning  foreign  investment  in  e-commerce,  and 
Flipkart had to constantly align itself with the new guidelines and limitations. The 
business was also facing growing pressure to turn in a profit, a problem that persists 
to this date.

Conclusion: The Legacy of Two IIT Graduates

But the Flipkart story is not about just two young IIT grads building a billion-dollar
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business;  this  is  about  the  pinnacle  of  Indian  entrepreneurship.  Audacious  ideas, 
innovations put to work for customers, and relentless pursuit of growth transformed 
how Indians bought things online. In spite of all the challenges on its path, Flipkart’s 
story could be a source of inspiration for companies across India.

Flipkart, now part of Walmart, is still growing and innovating today, always striving 
to be ahead of its  competition in an increasingly digital  world.  But as big as the 
business can get, its humble beginnings in that two-bedroom Bangalore flat, where 
two friends wanted to revolutionize the way Indian people shop, will always stand 
out.


