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Aim 
 Evaluate a recent case study of a failed SME in UK with critical analysis in detail of its failure.
Objectives
Reasons why karhoo failed in UK market and to over come these failure 
To recommendations to the company is right track
Introduction 
Karhoo was a transportation technology firm that planned to establish a global ride-hailing and taxi comparison platform that would allow customers to easily identify and book trips from a variety of providers in various cities. The company's objective was to provide a unified platform for traveler’s to access numerous modes of transportation, such as taxis, ride-hailing services, and private hire vehicles, all in one spot. Karhoo aimed to distinguish itself by providing transparent pricing, a diverse choice of service providers, and a streamlined booking process.
Unfortunately, despite its promising premise, Karhoo ran into financial difficulties and eventually shut down. The company's path and problems provide significant insights into the transportation technology industry's competitive landscape While Karhoo's tale demonstrates the possibilities and constraints of innovation in the ride-hailing and transportation industries (Gruendler, 2017)

Background history
                                      [image: Home - Karhoo]
                                             Source: karhoo official website 
Karhoo was a transportation technology business that was formed in 2014 with the intention of building a global ride-hailing and taxi comparison platform. The startup aspired to provide a uniform platform that gathered and analyzed numerous transportation options, allowing consumers to schedule rides from diverse service providers in an easy manner.
Daniel Ishag, a British entrepreneur, launched Karhoo, which was headquartered in London, United Kingdom. The startup earned notoriety for its audacious goal of building a marketplace that connected customers with numerous taxi and ride-hailing providers, providing better choice and transparency in transport booking.
Karhoo's guarantee of transparent pricing and options was one of its distinguishing features. The platform's goal was to give consumers with real-time information on transportation availability, predicted fares, and vehicle types from multiple service providers (karhoo official website, 2014)
Karhoo claimed to have a "aggregation advantage," which effectively meant that they had the unique capacity to provide transport services in any part of the world where current local, regional, or global suppliers already existed. This advantage enabled them to leverage the services of numerous transportation firms and effortlessly incorporate them into their platform.
In practise, if a specific place already has taxi or mobility services, Karhoo might aggregate those services into its network and make them available to consumers via their app. Furthermore, if an area did not currently have transport services, Karhoo stated that they might generate enough demand to persuade providers to establish services in those new territories or routes.
Advantages of Karhoo
This concept of aggregation advantage provided two major advantages:
Global Reach: 
Karhoo's platform has the ability to provide transportation solutions practically anyplace on the planet. They could swiftly expand their services to locations where respectable transport providers already existed, providing passengers with a variety of mobility options.
Market Expansion: 
Karhoo believed that by stimulating demand, they could generate prospects for new mobility services in places that were currently underserved. They hoped to attract transport providers to explore previously untapped markets by increasing demand from potential users.
This strategy aims to increase the reach and availability of transport services for users, whether in congested urban areas or isolated areas. Karhoo's goal was not merely to connect existing transportation systems.
The automotive industry is currently facing three major issues, all of which have far-reaching ramifications for both consumers and the environment. These difficulties include asset degradation, underutilization, and environmental damage. Let's take a closer look at each of these issues and how Mobilise, a mobility innovation, intends to address them through its services and solutions for more pleasurable, accessible, and sustainable mobility.




Asset Depreciation: 
The rapid depreciation of vehicle assets is one of the key concerns in the automotive industry. This term refers to the significant reduction in the value of a car within the first few years of ownership. This results in financial loss for consumers because their automobiles lose value quickly. Mobilize recognises this difficulty and strives to provide solutions that reduce the negative impact of Depreciation of assets. Mobilizer’s unique mobility services aim to provide clients with access to vehicles without the cost of ownership, potentially alleviating financial hardship caused by depreciation.
Lack of Utilization:
 A large percentage of cars are left unused for the most of their lives. Because vehicles remain parked and idle for the majority of the time, inefficient resource allocation results. Mobilize addresses this issue by focusing on vehicle utilization optimisation. Mobilizer’s unique mobility solutions strive to build a more efficient and dynamic transportation system in which vehicles are used to their full capacity. This could include shared mobility services, flexible usage options, and effective fleet management, which all contribute to better resource utilization and waste reduction.
Environmental Impact: 
The automotive sector contributes significantly to CO2 emissions and other environmental concerns. Fossil fuel combustion in internal combustion engine vehicles leads to air pollution and climate change. Recognizing the critical need for long-term solutions, Mobilize lays a heavy emphasis on decreasing mobility's environmental impact. Mobilize strives to reduce CO2 emissions and the environmental impact of the automotive sector by promoting electric and low-emission vehicles, fostering shared mobility options, and incorporating sustainable practices into its operations.
The overarching objective of Mobilize is to change the way people think about and participate with mobility. Mobilize aspires to make mobility more fun, accessible, and sustainable for individuals and businesses by offering a variety of mobility services and solutions.







Conclusion 
Finally, the conclusion  emergence and fall of Karhoo, a transportation technology startup, teaches entrepreneurs and businesses entering competitive marketplaces vital lessons. Karhoo's difficulties and eventual demise demonstrate the intricacies and considerations that go into founding and maintaining a successful enterprise in the ride-hailing and taxi comparison sector.
Karhoo's failure highlights the importance of numerous crucial aspects. To begin, the significance of distinctiveness and a distinct value proposition cannot be overstated. In the face of severe competition, Karhoo may have concentrated on properly expressing its distinguishing characteristics and benefits in order to attract both riders and drivers. Furthermore, an iterative approach to technology development and market growth could have enabled the company to test and enhance its platform in response to real-world customer input.
Collaboration with industry stakeholders like taxi companies and ride-hailing services may have assured a steady supply of drivers and a varied range of transportation options. Furthermore, addressing local regulatory compliance and forging good partnerships with authorities may have better positioned Karhoo for simpler operations in other areas.
Financial sustainability, diverse revenue streams, and good financial management are all important factors to consider. Karhoo's finance and financial stability difficulties highlight the need of building a realistic and sustainable business plan that accounts for many factors.
A complete marketing campaign emphasizing Karhoo's advantages over established competitors may have increased brand awareness and user acquisition. Transparency, competitive pricing, and a user-centric app layout might have improved the entire user experience, encouraging increased loyalty and adoption.
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