Growth strategy for an Ed-Tech Saas Product

-Aaditya Thacker

Objective: Develop a comprehensive growth strategy for a SaaS product targeting the
education technology (EdTech) market.

Tasks :
1. Market Analysis and Competitive Landscape:

e Global EdTech Market: Valued at ~$200B in 2024, expected to grow at ~15% CAGR till
2030.

e Growth Drivers:
o Remote/hybrid learning demand post-COVID.
o Increase ininternet and smartphone usage.

e Target: B2B (small-to-mid educational institutions) + B2C (independent
instructors/course creators).

Competitors:



Player

Teachable

Thinkific

Moodle

Classplus
(India)

Others(Udemy,
Canvas,Kajabi)

USP

Easy course
creation, good
UXx

Community &
monetization
tools

Open-source,
customizable

Mobile-first,
marketing
tools

Jobaaj Learning's USP:

2. Customer Segmentation and Persona Development:

Segments:

Weakness
Limited LMS

features

Lacks strong
analytics

Clunky Ul, dev-
heavy

Less course
depth

e Individual Instructors (solopreneurs, exam tutors)
e Coaching Institutes (2-20 teachers)

e Schools/Colleges (using hybrid learning)

e EdTech Startups (content delivery platforms)

User Personas:

Ishita:

e Demographic: 32, math tutor, Individual instructor

e Pain Points: No tech skills, poor student retention

Pricing

Freemium -
$119/mo

Freemium -
$149/mo

Free

Freemium -
T75K/yr

User-friendly interface, with high customization as needed.
Student engagement analytics.

Special mode for advertisement.

Affordable pricing.

Marketshare

~8%

~10%

~45%

~2%

~35%



e Motivation: Grow online brand, keep students engaged
e Preferred Tool: Mobile-friendly Interface

Rohit :

Demographic: 35, Chemistry Professor, Coaching institute

Pain Points: Less time for customizing tools and syllabus

Motivation: Easy student access, online lectures

Preferred Tool: Al-generated summary, auto-customization of the platform

Prakash :

Demographic: 45, private school principal

Pain Points: Managing digital classes, parental pressure

Motivation: Improve academic results, go digital without IT investment
Preferred Tool: Customizable, insights for parents

Siddharth :

Demographic: 27, running a POD upskilling platform
Pain Points: Scaling content, analytics

Motivation: Speed, integrations, monetization

Preferred Tool: APIs, white-labeled, engagement reports

Focus Segment: Individual Instructors & Coaching Institutes

e Fastadoption
e High retention via community features
e Friendly Ul

3. Growth Opportunities and Channel Strategy:
Growth Paths:

e Organic:
o Teacher success stories
o Passed students result
e Inorganic:
o Acquiring niche course creators
o Referral programs

Partnerships:

e Collaborate with:
o Government schemes
o Big Companies for segment-focused courses
o Highly reputable colleges for short certification courses
o NGOs for underprivileged schools onboarding



Channel Strategy:

Channel Tactics Resource Allocation
YouTube Tutorials, teacher High
testimonials, influencer
collabs
Social Media FB Groups, Telegram Medium
communities, Twitter,
Instagram
Paid Ads Google/Meta for Insta and High
FB adds
Webinars Free workshops on “How to Low

Launch a Course”

4. Product Roadmap and Feature Development:

Feedback:

e Pain: Manual assessment, boring UX, low completion rates, no auto customization
e Ask: Al quiz creation, gamification, student progress reports, points reward system

Key Initiatives:



Priority (1-10) Feature

9 Al quiz/assignment
generator
8 Course completion

certificates

8 Leaderboards & badges

6 White-label branding

7 WhatsApp/email progress
alerts

Roadmap (Next 12-18 Months):
Q3-2025:

e Al content tools
Q4 2025:

e Gamified learning
e leaderboards and certificates

Q1 2026:

e Advanced analytics
e Alerts for parents

Q2-Q3 2026:

e Professional UI/UX
e LMS integrations (Canvas, Google Classroom)

5. Pricing Strategy and Revenue Model:

Models Compared:

Value

Saves instructor time

Boosts student
engagement

Gamified learning

Professional look

Keeps parents updated



Model

Subscription
(monthly/yearly)

Freemium

Pay-per-student/usage

Recommended Hybrid Model:

Pros Cons

Predictable revenue Requires high retention

Fast adoption Low average revenue per
user

Scales with users Hard to predict billing

e Freemium for up to 10 students

e Starter plan: ¥499/mo (core features)

e Pro plan: ¥1499/mo (Al tools, branding)

e Custom pricing for institutions (>100 users)

6. Metrics and Reporting:

KPIs:

Metric

Website traffic, social reach

Free sign-ups

Users publishing 21 course

DAU/MAU ratio

MRR, ARPU, churn rate

Goal

125% QoQ

1 15% MoM

>40% of signups

>30%

<5% churn



