
 

 

 

April 7, 2023 

 
National Stock Exchange of India Limited 

Exchange Plaza, Plot No. C/1, G Block, 

Bandra Kurla Complex, Bandra (E), 

Mumbai – 400 051. 

Symbol: RAINBOW 

BSE Limited 

Corporate Relationship Department, 

Phiroze Jeejeebhoy Towers, 

Dalal Street, Mumbai – 400001. 

Scrip Code: 543524 

 
Sub: Newspaper Publication(s). 
 
Ref:  Disclosure pursuant to Regulation 30 and 47 of the SEBI (Listing Obligations and 

Disclosure Requirements) Regulations 2015 (" SEBI Listing Regulations"). 
 
Dear Sir/ Madam, 

 
Please find enclosed herewith copies of newspaper advertisement published today                          

i.e., April 7, 2023 in Business Standard (English Edition) and Surya (Telugu Edition) with 

respect to completion of dispatch of Postal Ballot Notice dated March 18, 2023, electronically, 

to the Shareholders of the Company.  

 
We request you to kindly take the same on record. 

 
Thanking You, 

 
Yours Faithfully, 

 
For Rainbow Children’s Medicare Limited 
 
 
 
Ashish Kapil 
Company Secretary and Compliance Officer 
 
Encl.: As above 
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New Delhi, 6 April 

The once-thriving Indian educa-
tion technology (edtech) sector 
bears the brunt of blows among 

Indian unicorns from the funding 
winter in the start-up world. 
Investments have slowed, especially for 
large companies, and the edtech tides 
are not expected to turn anytime soon. 
In short, industry stakeholders expect 
layoffs to continue in the near term. 

The year 2022 was a tumultuous 
period for the Indian start-up ecosys-
tem. Budding companies across the 
board faced job cuts as the funding 
winter sent chills down the spines of 
capital-starved start-ups. 

According to industry estimates, of 
the more than 22,000 layoffs that took 
place in 2022, over 8,000 were in the 
edtech space. Since inception, the 
edtech sector has cumulatively laid off 
more than 10,158 people, according to 
data from Layoffs.fyi, a tracking plat-
form for layoffs. 

The New Year has not been kind to 
edtech companies either. Since the start 
of 2023, edtech start-ups have laid off 
more than 2,000 employees amid a 
funding crunch that has hit early-stage 
firms and unicorns — companies 
valued over $1 billion — alike. 

“Edtech companies over-hired in 
many ways. A lot of firms hired in antici-
pation of strong growth, demand and 
funding,” said Anirudh A Damani, man-
aging partner, Artha Venture Fund, an 
early-stage micro VC that has taken bets 
in start-ups such as Leverage Edu, 
HobSpace and PiggyRide. “Funding 
has, however, dried up.” 

Easing Covid-19 restrictions and a 
return to physical classes by students 
was another nail in the coffin. Further -
more, investors are shifting focus 
towards start-ups that are prioritising 
unit economics. 

This pivot from a “growth at all cost 
mentality” towards profitability has led 
to rationalisation and restructuring 
among many firms. The most recent 
entrant into the layoff club was edtech 
major Unacademy, which fired 12 per 
cent of its workforce last week, as the 

company chases profitability. Including 
this round of job cuts, the total number 
of employees shown the door by 
Unacademy Group companies crossed 
the 1,900 mark. 

Earlier in March, fellow unicorn 
UpGrad laid off 120 people at one of its 
subsidiary companies, Impartus Inno -
vations. The layoffs affected 30 per cent 
of the company’s 300-strong workforce. 

Before that, in February, India’s most 
highly valued edtech firm, Byju’s, let go 
of 1,500 employees citing cost optimis-
ation. DUX Education, a K-12-focused 
start-up, also shut shop due to funding 
challenges in February. 

Edtech companies were especially 
hit hard in January this year. The month 
saw job cuts across several firms. Edtech 
major Vedantu laid off around 100 
employees. LEAD, another unicorn, also 
cut a similar number of employees at 
the time. During the same month, 
Unacademy-owned Relevel dropped 40 
employees. Before that, upGrad-owned 
edtech start-up Harappa let go of 30 per 
cent of its workforce. CampK12 was 
another such start-up that cut 70 per 
cent of its workforce of around 433. 

December 2022 saw another round 
of layoffs from Vedantu, which cut  
385 employees. 

A month before that, SoftBank-back -
ed Unacademy said it was laying off 350 
people or 10 per cent of its 3,500 work-
force, joining the likes of Teach mint, a 
Series B-funded company val ued at aro -
und $500 million, which laid off 45 em -
ployees. November also saw Pra    ct ically, 
a K-12 STEM start-up, shut its doors. 

In October, edtech leader Byju’s laid 
off nearly 2,500 people, or 5 per cent of 
its workforce of 50,000, as part of an 
“optimisation” plan amid steep losses. 
Lightspeed-backed FrontRow let go of 
75 per cent of its workforce, around 130 
employees, around the same time. 

Moreover, coding start-up Qin1 ceased 
operations during the same month. 

“Companies are okay with having 
flat growth in the interest of better mar-
gins, which is going to become the 
norm,” Damani said. 

According to Vinay Bansal, founder 
and CEO, Inflection Point Ventures 
(IPV), edtech models are contingent 
upon building content. “Content, once 
created, can be reused multiple times. 
At the moment, companies are burning 
cash to build this content, after which 
the model might prove to be a cash 
cow,” he said. 

IPV is an angel investing platform 
that has invested in edtech start-ups like 
Toppersnotes, ixamBee and Edvizo. 

“Unless companies keep prices and 
costs in control, edtech is a perenni a lly 
losing game. When done right, these 
models should become 70-80 per cent 
gross margin businesses,” Bansal said. 

Although many early-stage edtech 
firms have managed to become profit-
able, unicorns in the sector that have 
managed to build scale have not been 
able to showcase profitability. 

One exception to this trend is Alakh 
Pandey-led PW, which has been profit-
able for the past two financial years con-
secutively and is on track to remain so 
this year as well owing to what investors 
call strong fundamentals. 

PW is, however, an outlier among 
many firms struggling to stay afloat. Ris -
ing customer acquisition costs are also 
proving to be a barrier for such firms. 

“The model can be profitable at 
scale. However, many edtech models 
today are inherently cash-burning. 
Firms can make money but not the way 
edtech unicorns are currently doing it,” 
Damani said. 

Edtech firms, he said, are making in -
cr  emental changes and not fundam en -
tal ones. “Companies today have similar 
business models with not much d i f f er -
entiation. Edtech firms need to build a 
strong content-led strategy, with stro ng 
branding, referrals and repeat cu s tom -
ers. They must aim to increase the aver-
age revenue per customer,” he added. 

Going forward, funding among late-
stage companies is expected to remain 
an impediment for edtech firms. “2023 
has been a difficult year and will remain 
so. Late-stage companies that have over-
hired and sold the wrong products or 
have not managed their costs will con-
tinue to face challenges,” Bansal said. 

Despite headwinds, industry watch -
ers say there is investor interest for com-
panies with provable business mo d els 
and good unit economics. Since educat -
ion is a huge market in India, ed tech 
has a lot of market potential. 

The next 6-12 months are expected 
to be difficult for the sector. Once the 
dust settles, however, profitable edtech 
models are predicted to emerge.

Why edtech start-ups  
are in deep freeze
They will continue to tread on thin ice amid a long funding winter 
unless they fundamentally revise their business models

“No. I don’t think we will be 
launching toothpaste. Nathi,” 
said Karsanbhai Patel. 

Our agency team had work -
ed on the corporate brand cam -
p aign for Nirma and “Better 
Product. Better Value. Better 
Living” was the tag line that the 
company carried for many yea -
rs. After the IPO was comp le t -
ed, our team was keen on ex p -
loring other opportunities with 
Nirma Ltd. In the process of a 
discussion with Patel, we di s c -
o vered that Nirma was looking 
at other products like shamp -
oos and toothpaste (Nir ma 
was hing powder, Nirma de t e r -
gent cake and Nirma beauty 
soap were all best sellers then). 
We were asked to evaluate their 
toothpaste. Armed with a few 
do zen tubes of toothpaste we 
got back to Mumbai wondering 
if consumers would be ready 
to buy toothpaste with the 
same brand name as an econo -
mical yellow washing powder. 

The agency account plann -
ing team got into action in full 
earnest. They decided to avoid 
big cities but focused their con-
sumer immersion on semi-ur -
ban areas. They even met co n -
s umers early morning in many 
villages. What they pla y ed back 
to us was interesting. Not only 
were consumers rea dy to try 
Nirma toothpaste, but they 
also felt it would be “str o ng” 
and “good value for money”. 

We excitedly headed back 
to Ahmedabad to share our fin -
dings with Patel and his team. 
We were confident that Nirma 
toothpaste will have enough 
takers. Patel, too, felt that his 
product was of good quality, 
but he would not be launching 
it. But why, we asked. 

And it was then that Patel 

unveiled his product pricing 
philosophy. His understanding 
was that Colgate toothpaste, 
which was being retailed at 
around ~10 (50 gm), had the 
largest base of consumers. He 
wanted to price Nirma (50 gm) 
at ~5. He had a keen sense of 
appreciation of who his con-
sumer was and felt that Nirma 
consumers will not be willing 
to pay anything more than ~5 
for a 50 gm tube of toothpaste 
(the prices are just indicative of 
what were the prevailing prices 
in the mid-1990s). And if he 
had to have an MRP of ~5 on 
the pack, given the healthy 
retail margin he offered to 
retailers, his net realisation 
may be as low as ~3.50; at that 
price the product was unviable. 

In the discussion that follo -
wed we understood how stron -
gly Patel knew his core consu -
mers and the brand power of 
Nirma (this has been presented 
in my book Sponge: Lead er ship 
Lessons I Learnt from My Clie -
nts). He knew that if he had to 
take on an image leader, he had 
to make the value proposi tion 
unbelievable. That was the sec -
ret behi nd Nirma washing po -
wder and the other products 
that Nirma had launched. He 
knew that his brand wouldn’t 
be able to command a price an -
y where near what the image 
lea  ders offered. Hence, the ne -
ed for value pricing or, sho uld I 
say, unbelievable value pricing. 

I was reminded of this story 
when I read that Reliance Con -
s umer Products Ltd was launc -
hing a range of products in the 
FMCG space priced lower than 
the market leaders. The report 
(March 24, Business Stan dard) 
said they will be pricing their 
new range of products, Glim -
m er beauty soaps, Get Real 
natural soaps, Puric hygiene 
soaps, Dozo dish wash bars and 
liquids, HomeGuard toilet and 
floor cleaners, and Enzo laund -
ry detergent powder highly co -
mpetitively. From what was re -
ported, all these products will 
be priced 30 per cent cheaper 
than the market leaders. In 
other news, HUL an nounced it 
will cut prices of its detergents 
thanks to reduction in raw 

material prices (March 31, 
Business Standard). 

The question remains, will 
just a lower price do the trick? 
It is not as if low priced options 
are not available in the market. 
Consumers know that they can 
trade down to a lower priced 
product, and they do that 
when in a pinch. But they also 
know that using a reputable 
brand gives them something 
more — better quality, better 
packaging or better value. 

Naomi Klein, in No Logo 
(1999), had proclaimed that 
with more and more informat -
ion available in the hands of 
consumers, brand marketers 
will not be able to charge a pre-
mium. A few years after the pu -
blication of the book, the Econ -
omist carried a front-page story 
titled “Pro Logo” saying that 
logos (and brands) will survive 
beca use co nsumers love 
brands, for a variety of reasons. 
So even if Wal mart sells a shoe 
for $15 made probably in the 
same factory as the Nike that 
is priced at $45, consumers 
may still pick the Nike shoe. 
However, there have been dis-
ruptors like Dollar Shave Club 
riding a price and a very differ-
ent distribution bandwagon. 

In that sense, Reliance has 
one interesting weapon in its 
ar moury: its own retail stores 
numbering 15,000+ in over 
7,000 cities. These outlets cou -
ld act as brand image builders 
for the new range of consumer 
products from Reliance. 
Secondly, the new offerings 
can benefit from a rub-off from 
the Reliance’s brand image 
that is today strongly identified 
with its mobile service — excel-
lent service at great value. And 
I think it will be important that 
Reliance invests significant 
money on some good old-fash-
ioned brand building advertis-
ing. If we factor all these elem -
ents, the new offerings from 
Reliance could disrupt the 
mar ket and in the end con-
sumers will have a good time. 

Ambi Parameswaran is a best 
selling author and an independent 
brand coach. He can be reached at 
ambimgp@brand-building.com

Pricing weapon in 
FMCG marketing

AMBI PARAMESWARAN

SHRINK TO FIT 
Layoffs in edtech sector in last six 
months (Oct 1-April 5)

Company        No. of          Date 

employees  

laid off         

Unacademy    12% of  
workforce      

UpGrad           120 Mar-06 
Byju's 1,500           Feb-02 
CampK12        70% of  

workforce     Jan-23 
LEAD 60 Jan-10 
Harappa         60 Jan-03 
Vedantu         385 Dec-07 
Teachmint      45 Nov-30 
Unacademy    350 Nov-07 
Byju's 2,500           Oct-12 
Frontrow        130 Oct-12 
Source: Layoffs.fyi

TIERRA AGROTECH  LIMITED
CIN: L01119TG2013PLC090004

Registered Office: 1st  Floor, Sravana Complex, Kamalapuri Colony Lane,

Next  to L V Prasad Hospital,  Road No.2, Banjara Hills, Hyderabad, Telangana-500034.

Email: cs@tierraagrotech.com
NOTICE OF EXTRA-ORDINARY GENERAL MEETING (“EGM”),

E VOTING

Notice is hereby given that the Extra-Ordinary General Meeting (“EGM”) of themembers of Tierra Agrotech Limited (the “Company”) will be held on Tuesday, May2, 2023 at 11.00 a.m. at the Registered Office of the Company at 1st Floor, SravanaComplex, Kamalapuri Colony Lane Next to LV Prasad Hospital, Road.No.2, BanjaraHills, Hyderabad, 500034, Telangana, India. Notice of the said EGM, e-votinginstructions etc, have been sent to the members of the Company electronically.  Thee-mail transmission of the Notice to EGM has been completed on 6th Day of April,

2023. The copies of aforesaid documents are available on the website of the Companyand BSE Ltd . The copies of the same are available for inspection at the RegisteredOffice of the Company during office hours.
Pursuant to the provisions of Section 108 of the Companies Act, 2013, read with Rule20 of the Companies (Management and Administration) Rules, 2014, as amended,and Regulation 44 of SEBI (Listing Obligations and Disclosure Requirements)Regulations, 2015, the Company is offering e-voting facility to its Members in respectof all the items of business to be transacted at the EGM. The members may transactthe said business through voting by electronic means. The Company has engagedCentral Depository Service (India) Limited (CDSL) as the authorized agency to providethe e-voting facility.
The remote e-voting facility will commence on From Saturday 29th April, 2023 at 9.00

AM and ends on Monday, 01st  May, 2023 at 5.00 PM. (both days inclusive) and shallnot be available thereafter.  The remote e-voting shall not be allowed after the saiddate and time and the e-voting module shall be disabled for voting thereafter. Duringthis period, only a person whose name is recorded in the Register of members or inthe Register of beneficial owners maintained by the Depositories as on the cut–offdate, i.e. 25th day of April, 2023, shall be entitled to avail the facility of remote e-votingas well as voting in the EGM.  The voting right of the members for physical voting atthe meeting shall be in proportionate to their shareholding in the Paid-up EquityShare Capital of the Company as on the said cut-off date.
Any person who acquires shares of the Company and becomes its member after thedispatch of Notice and holding shares as on cut-off date may cast their vote by remotee-voting or at the Meeting. However, if you are already registered with CDSL forremote e-voting then you can use existing User ID and Password for casting yourvote. You may also approach the Company for required assistance in connection withgeneration of the User ID / Password in order to exercise your right to vote.
Facility of voting through Physical Ballot shall be available at the EGM. Membersattending the Meeting, who have not already cast their vote by remote e-voting shallbe able to exercise their right at the Meeting. The members who have cast their voteby remote e-voting may participate in the EGM even after exercising his right to votethrough remote e-voting but shall not be allowed to vote again in the meeting.
The Notice of the Extra-ordinary General Meeting along with e-voting instructionsare available on the Company’s website, http https://www.tierraagrotech.com/wp-content/uploads/2023/04/Notice-of-EGM.pdf
Members are requested to refer to e-voting instructions in the Notice of Extra OrdinaryGeneral Meeting of the Company, regarding the process and manner for e-voting byelectronic means.  Any member having query in connection with e-voting may contactMr. E S K Prasad, Venture capital and corporate investments private limited, phoneno. 040-23818475 Unit: Tierra Agrotech Limited Ph: 040-48506656, email ID:cs@tierraagrotech.com.

Place: Hyderabad

Date:   06.04.2023

By Order of the Board of Directors

For TIERRA AGROTECH LIMITED

Sd/-

Vijay Deekonda

Wholetime

Director

DIN:06991267
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