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Say Cheese! Online photo services
business moves into frame

Peerzada nbrar
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India is witnessing a frenzy of activ-

T HE vnline phoio services business in

ity, espedally among start-ups.as, |

_ the counfry’s interpet hase grows rapidly
and the market for digital camneras booms.
Photo studios with an online presence to
meet enstomer demand for photo prims
and persmialised merchandise such as T-
shirts, calendars or precting-cards are also
attracting a large NR] avndience and inter-
w4t from venmire capitalists.

"Tuday’s consumer is not just locking
fior a place to edit or store photos; they are
looking far a permanent online display for
theirmost coveled memories with the op-
tiom to customise and purchase prints,”
says LIT-Bombay atumnus Mamsh Agar-
wal, the MDD and co-founder of ooline
photo service provider Ficsquare.

Founded in Decernber 2005, Plosquare
currently has over 1.5 lakh users and owver
3 million photographs under manage-
ment with an aim to have 5 million asers
and revenues of $25 million by 20012,

The company received about $75,000
inange! funding in 2006 and is looking for
venture capital investiment of $2- 3 million
to increase its product portlolio. Picsquare,
which has a techinology tie-up with Bhola
Digital Lab, has added as its latest offering
ar imeractive editing 1ool which allows
users o author a persomalised photo bock
with their own images and sahiilles.

The Indian amateur phaography mar-
ket was abowt 400 million prints o 2006
and growing ai 33% annually. According
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Today's consumer is not just fooking for a place to edit or store
phatos; they are looking for a permanent online display for their most
coveted memories with the option to customise and purchase prints

CO-FOUNDER, PICSQUARE

o Gariner, the market for digital cammeras
was S 110 mifhor in 2006 and seen grow-
ing by 20%:22% through 2011, Hewleti-
Packard's Web-based photo sharing and
printservice Snapfish recently announced
a revenue- sharing arrangernent with In-
diaplaza in to launch a co-branded phato
centre, SnapFish has a customer base of 3
lakh usersafrer only 8 months of operation
i [ndia. “We are seeing tremendous
growth both i the number of users as
well as phintos, The only proven model in
ihe entire space of online photography
in printing photos and photo gifes - which
is our maodel, and Snaplish is profitable

world-wide,” observes Snapfish Asia pa-
citic MD Bala Parthasarthy.

Globally Snapfish has 600 emyployees,
of whom 400 are in India. Orders are cxe-
cuted in Mumbai and it take 3-7 days for
the product o reach customers.

The internet has turho-charged digital
photography by allowing the users to up-
load their pictures to the web and then
share, print or umderiake other creative
activities which they could never do with
traditional film photography. This is fore-
ing fraditional photo printing and photog-
raphy equipment retailers such as Banga-
lore-based G K Vale wo adapt. “Our advan-

20 hoglgrigs

tage is that we understand printing 1ech-
nolegy, coloatr signs, prinling skin tane
and everything is done in-hause We
don’t putsource anything,” says G K Vale
CEO Anand Sukumar.

Through its website, G K Vale getsabaag

MR FoGVer Dccasinns
as weddidgs and s & loyval cusioner
l‘}a\c estimated at about 50000, It recently
made offers to send persortalised merchan
dise like greeting cards, mugsand lranws o
the cve of Ganesh Chaturthi and Onane.

The vompany expects o have 5 fakh
customers, including onling clicuts, by
2002 My Sukumer says he has been ap-
proached by ventuee capiialists witlioffer
of hmding up to $20 million. Once a deal s
finalised, G K Vale will use the cash o en-
hanee its online presetice and expand our-
side its home base,

“We feel that the brick and mwrtar busi-
nesses and online photo sharing will coexise
and complement cachother, Therelore, the
customer wall have the best combination of
online phote services and traditional pro-
vessing and printing” says Picsquares Mr
Agarwal. SnapGalaxy, which has nfficesin
the US and in India, has bolh and oiffine and
online presence. 18 allows photographers o
generate cash by selling therr photos as
prints on personalised gifts online. “We
have scen demand from India as well as
oher regions of the world, mamly the UK,
the US and Australia. But considerug the
growth of internet in India, online salesand
services will go up dramatically over the
riext few years, We expect wsee the online
photo business 1o double i size by bawe
2010, says SnapGalaxy CEO Keval Desai.
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