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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 travellers 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, M. (2017). The rise and fall of Karhoo, the taxi app backed by $250m and a who’s who of investors. Business Insider. Link

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 analysed 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 
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. Mobilise recognises this difficulty and strives to provide solutions that reduce the negative impact of Depreciation of assets. Mobilize'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 Utilisation:
 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. Mobilise addresses this issue by focusing on vehicle utilisation optimisation. Mobilize'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 utilisation 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. Recognising the critical need for long-term solutions, Mobilise lays a heavy emphasis on decreasing mobility's environmental impact. Mobilise 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 practises into its operations.
The overarching objective of Mobilise is to change the way people think about and participate with mobility. Mobilise 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 emphasising 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.

References 
Gruendler, M. (2017). The rise and fall of Karhoo, the taxi app backed by $250m and a who’s who of investors. Business Insider. Link
(Ref karhoo official website).
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Abstract
The landscape of digital transportation platforms is constantly changing, ushering in new ride-hailing technologies. Karhoo emerges as a role model and an advocate of an original strategy. This analysis of Karhoo's operations highlights the company's distinct business strategy, international aspirations, and business partnerships.
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[bookmark: _Toc143047526]Introduction
The transport industry has been significantly impacted by digital disruption in recent years. In this setting, Karhoo has taken a standout position and offered a novel take on ride-hailing. The operational techniques used by Karhoo are explained in this study, along with how they affect the larger mobility paradigm.
[bookmark: _Toc143047527]The Mobility Platform: An Inclusive Approach
Karhoo is a unique mobility platform that incorporates a wider viewpoint in contrast to traditional ride-hailing frameworks. Karhoo serves as a dynamic middleman, connecting customers with a wide range of transport options rather than restricting consumers to a small number of cars. This innovative approach creates a comprehensive and all-encompassing ride-hailing environment that successfully accommodates a variety of customer preferences and regional differences. Integral to Karhoo's philosophy is inclusion (Niemietz and Zuluaga, 2016). The platform recognises the varied choices of passengers by going beyond the constraints of traditional ride-hailing. It recognises the vast range of transportation requirements, from private trips to shared shuttles to environmentally friendly solutions like electric cars or bicycles. 
The platform from Karhoo acts as a facilitator, giving consumers the power to choose modes of travel that suit their needs and ideals. Karhoo's inclusive philosophy also goes across geographical boundaries. Given the enormous differences between urban and rural transport environments, the platform makes sure that users in diverse areas have access to travel options that are suitable for their circumstances. To close gaps in mobility services, this entails providing solutions that are tailored for both more distant and heavily populated metropolitan areas (Tong et al. 2017). The shift towards a more inclusive mobility platform is shown by Karhoo's departure from traditional ride-hailing paradigms. Karhoo positions itself as a leader in developing a thorough and fair approach to contemporary transport by embracing multiple travel preferences and meeting distinct regional demands.
[bookmark: _Toc143047528]The Aggregator Model: Capitalizing on Existing Infrastructure
The aggregator model adopted by Karhoo is a unique trait that demands notice. By using the existing infrastructure of taxi and private rental services, the platform departs from the typical strategy of owning fleets. This tactical move improves the breadth of services offered on the platform and lessens the complexity of fleet maintenance and driver monitoring (Cameron and Rahman,  2022). This paradigm offers smooth digital absorption for existing transport businesses, expanding their market reach. Customers also have access to a wider variety of alternatives, guaranteeing that their preferences for rides may be precisely matched depending on certain requirements. Both service providers and consumers benefit from this symbiotic connection, which produces a win-win situation.
The aggregator model used by Karhoo aids in resource optimisation. The platform supports efficiency and encourages a more sustainable approach to urban mobility by using the capabilities of local transport systems. By giving local service companies a digital forum to advertise their products, this strategy also promotes economic development within those sectors. Karhoo's focus on the aggregator model exemplifies the company's creative approach to mobility solutions (Skinner, 2020). The platform leverages existing transportation infrastructure to enhance user experiences while streamlining operations, demonstrating the potential of collaborative approaches in the dynamic world of urban transportation.
[bookmark: _Toc143047529]Global Outreach: A Comprehensive Expansion Strategy
Karhoo has displayed a distinct and expansive global view since its founding in 2016. The organisation aspires to meet the complex mobility demands of people throughout the globe via the broad service growth into various geographic landscapes. This extensive worldwide presence denotes more than just a straightforward user acquisition strategy (Vieira et al. 2019). It demonstrates Karhoo's commitment to comprehending and adapting to the distinctive transportation dynamics found in diverse places. This posture demonstrates Karhoo's dedication to improving the whole transportation experience on a worldwide scale as well as establishing it as a leading player in the global mobility industry.
The strategy used by Karhoo demonstrates its readiness to change and develop in response to market needs. The platform can successfully customise its services to match the varied expectations of customers throughout the world by acknowledging the unique preferences, infrastructure issues, and cultural considerations that impact transportation choices (Monahan and Lamb, 2022). The purposeful worldwide expansion strategy of Karhoo, goes beyond numerical growth. It represents the platform's commitment to provide individualised and relevant transportation solutions globally. Karhoo is positioned as a forward-thinking competitor in the global mobility environment because to its dedication to comprehending and meeting the distinctive mobility needs of each location.
[bookmark: _Toc143047530]Corporate Alliances: Expanding the Service Horizon
Karhoo has a huge influence on the transport scene that extends beyond individual travel alternatives due to the platform's strategic business alliances. Karhoo reaches a larger population through working with companies, travel agencies, and other organisational structures (Skinner, 2020). This strategy not only broadens the company's user base, but also increases the value of its corporate brand. These partnerships demonstrate Karhoo's all-encompassing strategy for mobility solutions. Karhoo becomes an essential component of many ecosystems by integrating its services with those of partner companies, making it possible for consumers, clients, and workers to book trips with ease. This meets contemporary expectations for seamless, user-friendly experiences while also saving time and money.
The idea of creating business relationships has reverberations across several industries. It represents Karhoo's dedication to enabling effective and environmentally friendly mobility solutions that profit not just its end customers but also the companies and organisations with whom it partners. These agreements provide benefits that go beyond simple operational effectiveness. By connecting Karhoo with well-known and reputable organisations, they enhance the company's brand equity. This enhances Karhoo's standing as a trustworthy and cutting-edge mobility solution supplier in the eyes of clients and collaborators alike.
[bookmark: _Toc143047531]Conclusion
In the mobility sector, Karhoo is a shining example of innovation, teamwork, and forward-thinking thinking. Its innovative aggregation strategy, as opposed to traditional competition, demonstrates its forward-thinking approach to ride-hailing. Karhoo sets the path for a complete and integrated future for mobility solutions with a global perspective and smart business alliances, creating a model for the development of transport services.
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Introduction 
The rise and fall of businesses can provide insightful information about the complex forces that determine success and failure in the quick-moving field of transportation technology, where innovation meets customer demand. Karhoo, a promising participant in the taxi-hailing sector, set out on a mission to upend the existing quo and transform urban mobility. Even having cutting-edge ideas at their core, the company's brief existence serves as a sharp reminder of the numerous difficulties that entrepreneurs might run across.
This assignment dives into the complex web of elements that contributed to Karhoo's demise, providing light on a number of significant difficulties that eventually resulted in its collapse. Through a thorough analysis of these elements, which range from ferocious rivalry and operational challenges to leadership problems and a defective company model, we want to elucidate the underlying lessons and ramifications for aspiring businesspeople and the larger commercial environment.
Aim and objectives :
Evaluate a recent case study of a failed SME  karhoo in UK with critical analysis in detail of its failure. Reasons why karhoo failed in uk market and to over come these failure .To recommendations to the company for the right track

Reasons for failures 
Karhoo, a promising transportation technology business, had a series of obstacles that eventually led to its downfall and closure. Among the primary reasons for Karhoo's failure are:
Fierce Competition: Karhoo joined a very competitive market dominated by established firms such as Uber and Lyft. These companies already had a sizable market share and brand recognition, making it difficult for Karhoo to compete and recruit both riders and drivers.
Difficulties in Operations and Finance: Karhoo's aggressive expansion goals necessitated significant financial resources. According to reports, the company struggled to get more investment and had financial difficulties that hampered its capacity to develop and operate successfully.
Lack of Consumer Adoption: Karhoo may have struggled to acquire a critical mass of customers despite its innovative strategy and emphasis on transparent pricing. Karhoo's adoption was hampered by changing consumer behaviour and habits in favour of existing ride-hailing platforms.
Karhoo's business model: it was complex because it entailed aggregating and integrating with numerous taxi and ride-hailing service providers. This complexity may have contributed to operational obstacles, such as technical integration concerns and potential partner conflicts.
Leadership and Management issues: Karhoo, like many startups, had leadership and management issues. Changes in leadership and the departure of key executives can have an impact on a company's strategic direction and execution.
Market Timing: Karhoo's introduction into the market was possibly not well-timed. Market dynamics, legislative changes, or alterations in customer tastes could all have had an impact on the company's ability to achieve traction.
Finance Dependence: Karhoo's expansion and operations were largely reliant on receiving consistent finance. The company's capacity to sustain operations and invest in growth projects may have been hampered by a lack of sufficient finance.
Industry landscape : ride-hailing and transportation technology is dynamic and ever-changing. Changes in regulations, rising technologies, and variations in consumer behaviour can all have an impact on the success of new entrants like Karhoo.
Financial Mismanagement and a Lack of cash:
 Karhoo was experiencing serious financial difficulties and was unable to get the necessary cash to continue operations. According to reports, the corporation raised a significant amount of capital, with estimations ranging from $250 million to undisclosed amounts. Poor financial management, especially wasteful spending on personal costs by the CEO, stretched the company's resources. The inability to get emergency money, despite prospective investor interest, indicates a breakdown in the leadership's financial management and strategic decision-making. (joint techcrunch, 2019)

Flawed Business Model and Execution:
Karhoo attempted to compete with industry leader Uber by combining competing car services under a single app. While the concept was novel and potentially valuable to consumers, Karhoo experienced operational issues. The user experience was impeded by technical flaws such as app code faults and payment processing issues. Furthermore, the company's business model, which included a 10% commission on rides vs Uber's 20-25%, necessitated large economies of scale in order to create decent margins. However, Karhoo's limited reach and inability to achieve the necessary size made this technique unviable.  (joint techcrunch, 2019)
Lack of Consumer Adoption and Market momentum: 
Despite its novel offering, Karhoo has trouble gaining meaningful market momentum. In comparison to its rivals, the company's app had comparatively few downloads, which suggests a lack of user uptake. Karhoo's inability to draw a sizable user base and establish itself as a respectable alternative in a highly competitive market dominated by Uber's global presence and large funding contributed to its demise.


Consolidation of the industry and the competitive environment:
 Karhoo's downfall is an example of the difficulties experienced by smaller regional competitors in the ride-hailing sector. Smaller businesses found it challenging to compete successfully and reach the necessary size for sustainable operations as Uber's dominance grew. The competitive environment in the ride-hailing sector favoured well-funded and internationally recognised platforms, which resulted in consolidation and the purchase of smaller firms by more powerful strategic sponsors. (joint techcrunch, 2019)
Karhoo, a potential taxi-hailing app, had a relatively brief existence, ceasing operations after only six months despite having a unique and valued offering. The company's demise appears to have been caused mostly by poor management and poor implementation of a promising concept.
Karhoo launched an aggressive marketing push to entice customers to its platform in order to gain additional investment. As a promotional approach, they provided free trips to passengers in order to demonstrate the app's popularity to potential investors. However, a crucial weakness arose when the app's promotional codes would not expire, allowing users to exploit the situation and accrue huge amounts in free trips. Furthermore, technical flaws, such as issues processing credit card payments, weakened the case. 

The company's problem was aggravated by the leadership's poor financial management and extravagant spending habits. The CEO's exorbitant personal spending, such as luxury shopping sprees, costly pet treatments, opulent flat rents and lavish parties, were in stark contrast to Karhoo's employees' financial troubles. While employees were instructed to forego wages until the company's financial position improved, the CEO continued to live lavishly.
Employees and the general public were both taken aback by the ultimate blow. Karhoo abruptly shut down due to a lack of money, leaving employees unpaid for their labour and previous month's salary. The discovery that the corporation had only $10,000 in its bank account underlined the serious financial mismanagement that had plagued its operations.
Karhoo's voyage then took an unexpected turn. RCI Bank and Services purchased the troubled company in January 2017, renaming it Flit Technologies. This acquisition signalled the beginning of a new chapter for the once-promising taxi-hailing app, prompting concerns about its ability to resurrect under new ownership and direction.
Finally, Karhoo's quick demise was caused by a confluence of circumstances, including mismanagement, technical difficulties, and a striking imbalance between CEO indulgence and employee struggles. This cautionary story emphasises the crucial importance of great leadership, effective execution, and prudent financial practises in navigating the current business world's complex landscape (failory , 2021)

It's crucial to remember that startups and new businesses frequently confront a variety of problems, and the failure of any specific firm is frequently the consequence of a complicated interaction of numerous elements. Lessons acquired from Karhoo's collapse can help entrepreneurs and firms join competitive marketplaces.(financial times https://www.ft.com/content/0bb3cba0-a69b-11e6-8898-79a99e2a4de6) 

 Conclusion 
Karhoo's quick demise offers crucial lessons for the ride-hailing sector. Despite having an original concept, it was shut down due to intense competition, logistical challenges, poor implementation, and financial mismanagement. The need of strong leadership, strategic execution, and responsible financial choices in businesses is highlighted by this cautionary tale. In a dynamic corporate environment, Karhoo's legacy serves as a catalyst for improving methods, promoting resilience, and creating balanced growth plans. Karhoo's journey can serve as an example for entrepreneurs of how to strike a careful balance between innovation and sensible management, and how to construct more successful and sustainable paths.
Reference 
failory . (2021, july 6). Retrieved from karhoo : https://www.failory.com/cemetery/karhoo#:~:text=Karhoo%20was%20out%20of%20business,execution%20of%20a%20good%20concept.
joint techcrunch. (2019, september). Retrieved from https://techcrunch.com/pages/contact-us/
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Introduction 
Businesses in the transport sector must continuously adapt and innovate to remain relevant and sustainable in a fast changing and fiercely competitive environment. Karhoo, one of these players, sought to revolutionise the ride-hailing industry by combining different car services onto a single platform. Its brief life and subsequent closure, however, highlight the difficulties even cutting-edge innovations can have in the face of subpar execution and shifting market conditions. This assignment investigates a number of strategic suggestions for Karhoo, based on learnings from its struggles and experiences.
The recommendations presented here concentrate on important topics including website improvement, variety of pricing models, fiscal responsibility, cooperative ride sharing, focused marketing, and strategic expansion. These recommendations are intended to solve the core problems that led to Karhoo's demise while also supporting more general objectives of boosting customer engagement, maximising resource utilisation, and boosting overall competitiveness. Karhoo has the opportunity to address past issues and set itself up for further growth and success in the competitive ride-hailing market by putting these strategic changes into practise.

Recommendations 
While Karhoo has already discontinued operations, focusing on its struggles and failures might teach entrepreneurs and firms in the transportation technology sector significant insights. Here are some suggestions that Karhoo or similar initiatives may have taken into account to boost their chances of success:
Website Enhancement and Maintenance:
Maintaining a website that is user-friendly, responsive, and effective in meeting client needs requires constant updating and improvement. To offer a seamless booking experience, real-time tracking, and correct pricing information, regularly update and improve your system. Improve the website's responsiveness across various platforms and devices to improve usability and accessibility.
Reevaluate Free Ride Promotions:
To avoid abuse and overuse of the offer, which could put a strain on the company's finances, think about lowering the frequency and scope of free ride promotions. To attract and keep customers, consider other promotional methods such as discounts, loyalty programmes, or referral incentives in addition to free trips.
Create a range of pricing options to accommodate various consumer preferences and needs.


Diversify Your Price Points:
Create a range of pricing options to accommodate various consumer preferences and needs.
Consider novel services like family packages that give groups flexibility and cost-effectiveness by charging based on the distance travelled rather than the number of passengers.
Transparency and financial prudence:
To win over the trust of stakeholders like employees and investors, adopt a responsible financial strategy and honest financial reporting. In order to preserve trust and concentrate on the company's primary goals, make sure that finances are distributed sensibly, avoiding unnecessary costs during hard times.
Collaborative Ride Sharing:
Create a ride-sharing business model that works similarly to Uber's driver-partner model by allowing members of the public to sign up as drivers. Encourage people to use the Karhoo platform to offer rides to clients in order to earn money and extend the fleet available without having to acquire company-owned vehicles.
Targeting and market segmentation:
Market segmentation and service customization for certain clientele, such as commuters, families, or business travellers, are important. Enhance customer happiness and loyalty by developing specialised offerings and features that respond to the distinct preferences and requirements of each group.
Global Partnerships and Expansion:
Targeting places where there is a significant demand for transport services, strategically extend operations to new cities and regions. To swiftly create a presence and take advantage of existing networks, form agreements with regional transport providers. This will lower operational costs and hurdles.
Creative Marketing Techniques:
Investigate innovative marketing initiatives and partnerships to boost brand recognition and draw in a larger audience. Make use of digital and social media channels to interact with potential clients, highlight the company's distinctive value offer, and spark curiosity.
Focused Market Entry: Instead of attempting a global rollout, consider initially focusing on a certain geographic area. This enables a more tailored approach to growing user and driver bases, responding to local preferences, and establishing a solid presence before expanding.
Uniqueness and differentiation Proposition: Clearly articulate what distinguishes your platform from competitors. Highlight distinct features, advantages, or services that solve market pain areas and attract both riders and drivers.
User-Centric Design: Create an app design that is intuitive and user-friendly, with a focus on ease of use, transparency, and a seamless booking experience. User ratings and feedback can help to improve the platform's usefulness.

Collaboration with Industry Stakeholders: Form relationships with taxi firms, ride-hailing services, and other transportation providers to assure a consistent supply of drivers and a varied choice of transportation options on your platform.

Gradual Scaling and Iteration: Begin with a small-scale launch to evaluate the platform's functionality, collect user input, and make improvements before extending to other markets. Continuous improvement based on real-world usage is possible with iterative development.
Top of Form
Effective Marketing and Branding: Create a solid marketing strategy to raise brand awareness, attract users, and distinguish the platform. Emphasise the advantages of adopting your platform over competitors, and create a clear value offer.

Adaptive Pricing Strategies: Offer competitive and transparent pricing that is in line with market standards and consumer expectations. Consider flexible pricing methods that appeal to both budget-conscious and high-end users.

Invest in technology and infrastructure : ensure a strong technical infrastructure capable of handling growing demand, real-time data synchronisation, and pleasant user experiences. Continuous technological investment is essential for scalability.
Financial Sustainability and Diversification: Create a realistic and long-term business model that includes revenue streams other than ride commissions. Consider advertising, collaborations, or value-added services.

Talent and Leadership: Assemble a talented and experienced team with expertise in technology, transportation, marketing, and operations. Effective leadership is essential for directing the growth and decision-making of the firm.

Continuous Innovation : entails staying on top of industry trends, developing technology, and shifting consumer tastes. Continuously innovate and adjust the platform to meet the changing needs of users.

While these guidelines can help future transportation technology enterprises, it's vital to remember that the success of any startup or firm is determined by a number of factors, including market circumstances, competition, execution, and strategic decision-making.

Conclusion 
These suggestions could assist Karhoo in overcoming its difficulties, improving its business strategy, and establishing itself as a contender in the ride-hailing market. Karhoo can strive towards achieving sustainability, growth, and increased client pleasure by concentrating on website optimisation, pricing diversification, prudent financial management, cooperative ride sharing, targeted marketing, and strategic expansion. 
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» Co-founders Daniel Ishag, Nicolas Andine, and Boris Pilichowski
established Karhoo.

» Innovative concept brought together existing fleets of cabs and
private car services.
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                                                            Background History  Founded in 2014 to address the fragmented ride - hailing industry.  Co - founder Daniel Ishag's travel experiences highlighted the need for a reliable and transparent ride - hailing service.  Aimed to create a unified platform connecting users with licensed taxis and private cars.  Co - founders Daniel Ishag, Nicolas Andine, and Boris Pilichowski established Karhoo.  Innovative concept brought together existing fleets of cabs and private car services.
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Company background

» Offered users a transparent price comparison tool for informed
decision-making.

» Mission: Create a seamless and efficient riddnailing experience by
promoting fair competition and collaboration among transportation
providers.

» Goal: Transform the way users discover and book rides in urban
areaqs.
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                                                            Company background  Offered users a transparent price comparison tool for informed decision - making.  Mission: Create a seamless and efficient ride - hailing experience by promoting fair competition and collaboration among transportation providers.  Goal: Transform the way users discover and book rides in urban areas.


image13.png
Operations of karhoo

» Mobility Platform
» Aggregator Model
» Global Presence

» Corporate Partnerships
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                                                            Operations of karhoo  Mobility Platform  Aggregator Model  Global Presence  Corporate Partnerships


image15.png
Operations

» Mobility Plafform: As a mobility platform,Karhoo matched
passengers with different ridehailing services, cabs, and private hire
cars. The platform promised to give consumers a wide selection of
options to pick from when it came to their transportation
requirements.

» Aggregator Model: Karhoo adhered to an aggregator model, unlike
conventional ride-hailing businesses that run their own fleet of
vehicles. It collaborated with alreadgstablished taxi and private
hire businesses to enable them to advertise their services on the
Karhoo platform. This strategy sought to make advantage of current
transport networks and give users a broad selection.
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                                                            Operations  Mobility Platform: As a mobility platform, Karhoo matched passengers with different ride - hailing services, cabs, and private hire cars. The platform promised to give consumers a wide selection of options to pick from when it came to their transportation requirements.  Aggregator Model: Karhoo adhered to an aggregator model, unlike conventional ride - hailing businesses that run their own fleet of vehicles. It collaborated with already - established taxi and private hire businesses to enable them to advertise their services on the Karhoo platform. This strategy sought to make advantage of current transport networks and give users a broad selection.
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Operations

» Global Presence:Karhoo initially launched in 2016 and expanded its
operations to several cities and regions globally. The platform aimed
to establish a presence in multiple markets and become a leading
player in the mobility sector.

» Corporate Parinerships: Karhoo also sought to collaborate with
corporate partners and travel providers to offer its services to their
customers, including businesses, travel agencies, and other
organizations.
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                                                            Operations  Global Presence: Karhoo initially launched in 2016 and expanded its operations to several cities and regions globally. The platform aimed to establish a presence in multiple markets and become a leading player in the mobility sector.  Corporate Partnerships: Karhoo also sought to collaborate with corporate partners and travel providers to offer its services to their customers, including businesses, travel agencies, and other organizations.
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Reasons of Failures
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Marketing Campaign and Promofional Offer:

a ful-fledged marketing strategy to draw customers and investment.
provided free trips to customers as a marketing strategy.

Issue of Unlimited Free Rides:

Free ride app vouchers never ran out.

Users took advantage of the flaw, resulting in an excessivemount
of free rides costing £100.

Technical Difficullies: Credit card payments were barred by an app
bug.

negative effects on platform trust and useexperience.CEO's
Luxurious Way of Life
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                                                            Reasons of Failures  Marketing Campaign and Promotional Offer:  a full - fledged marketing strategy to draw customers and investment.  provided free trips to customers as a marketing strategy.  Issue of Unlimited Free Rides:  Free ride app vouchers never ran out.  Users took advantage of the flaw, resulting in an excessive amount of free rides costing £100.  Technical Difficulties: Credit card payments were barred by an app bug.  negative effects on platform trust and user experience.CEO's Luxurious Way of Life
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Reasons contfinuation

» CEO's Lavish lifestyle: Expensive personal bills, lavish parties, and
expensive shopping.

» Financial Management Errors: Karhoo sought additional investors
despite having financial problems.

» While the CEO continued to make expensive purchases, employees
requested to miss wages.
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                                                            Reasons continuation  CEO's Lavish Lifestyle: Expensive personal bills, lavish parties, and expensive shopping.  Financial Management Errors: Karhoo sought additional investors despite having financial problems.  While the CEO continued to make expensive purchases, employees requested to miss wages.
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Reasons for faillure confinuation

» Unexpected failure:

Karhoo made an abrupt announcement about closing owing to
financial difficulties.Only $10,000 was in the company's account at the
time of closure

» Lessons Learned
Transparency and careful financial management are crucial

It's critical to establish trust with customers, employees, and investors.
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                                                            Reasons for failure continuation  Unexpected failure: Karhoo made an abrupt announcement about closing owing to financial difficulties.Only $10,000 was in the company's account at the time of closure  Lessons Learned : Transparency and careful financial management are crucial It's critical to establish trust with customers, employees, and investors.
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instead of using own venhicles its better to make public register with
the company and they doriding as uber
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                                                            Recommendations for the company  For Karhoo website is the main source for entair business  Maintain update upgradation of website  Decreasing the number of free rides  Instead of giving free rides they can try with other plans  Family package ride , pay for distanc not for members  Don’t use lavish life with company is in struggling stage  instead of using own vehicles its better to make public register with the company and they do riding as uber
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                                                            Recommendations continuation  Focused Market Entry  Tailored geographic approach for growthBuilding  user and driver bases locallyResponding to regional preferences  Uniqueness and Differentiation:  Clearly defining unique selling points  Highlighting distinct features and advantages  Adaptive Pricing Strategies:  Competitive and transparent pricing  Aligning with market standards  Offering flexible pricing options
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conclusion

» The conclusion of karhoo The emergence and demise ofKarhoo
exemplify the problems and opportunities inherent in the
transportation technology business. Its grandiose ambition of
providing a comprehensive platform was met with intense
competition, operational complexity, and market realities, resulting
in its demise. WhileKarhoo's adventure came to an end, the lessons
learned highlight the crucial importance of differentiation, strategic
relationships, financial stability, and continual innov ation for any
organisationseeking to succeed in a dynamic and competitive
market context.
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                                                            conclusion  The conclusion of karhoo The emergence and demise of Karhoo exemplify the problems and opportunities inherent in the transportation technology business. Its grandiose ambition of providing a comprehensive platform was met with intense competition, operational complexity, and market realities, resulting in its demise. While Karhoo's adventure came to an end, the lessons learned highlight the crucial importance of differentiation, strategic relationships, financial stability, and continual innovation for any organisation seeking to succeed in a dynamic and competitive market context.
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