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Abstract:

The purpose of this research paper is to investigate the bidirectional causality between income
expansion and profitability in modern-day Indian startups, with a particular emphasis on the role
of customer acquisition in pushing revenue growth. The research is founded on a quantitative
assessment of data collected from a sample of Indian startups, with regression analysis used to
investigate the relationship between revenue expansion and profitability, as well as the impact of
customer acquirement on sales growth.

The paper begins with an overview of the Indian startup ecosystem and the importance of income
expansion and financial viability for startups. The literature review section offers a summary of
prior research investigating the connection between revenue growth and profitability in startups,
highlighting the lack of agreement on the nature of this relationship. The part additionally
addresses the significance of client acquisition in sales growth, with a focus on the various
strategies used by startups to acquire customers.

The research methodology describes the research design, sample selection, data collection
methods, and data analysis techniques. The paper examines the relationship between revenue
growth and profitability, as well as the impact of customer acquisition on revenue growth, using
data from a sample of Indian startups and regression analysis.

(Keywords: Financial Viability, Income, Profit, startups, revenue growth)

Introduction:

The purpose of this research paper is to investigate the non-linear connection between income
expansion and profitability in contemporary Indian startups, with a particular emphasis on the role
of customer acquisition in pushing revenue growth. The research is founded on a quantitative
analysis of data collected from a sample of Indian startups, and it employs regression analysis to
investigate the relationship between revenue growth and profitability, as well as the impact of
customer acquisition on revenue growth.

The paper begins with an overview of the Indian startup ecosystem and the significance of revenue
growth and profitability for startups. The section on the literature review provides an overview of
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previous research investigating the connection between income expansion and financial success
in startups, highlighting the lack of agreement on the nature of this relationship. The section also
discusses the role of customer acquisition in revenue growth, with a focus on the various customer
acquisition strategies used by startups.
Themethodologysectiondescribestheresearchdesign,sampleselection,datacollectionmethods,andd
ataanalysistechniquesusedinthestudy. ThepapercollectsdatafromasampleofIndian startups and uses
regression analysis to examine the relationship between revenue growthandprofitability, andthe
impact ofcustomer acquisition onrevenue growth.

The results section presents the findings of the analysis, including the non-linear
relationshipbetween revenue growth and profitability and the positive impact of customer
acquisition

onrevenuegrowth. Thepaperexplainsthattherelationshipbetweenrevenuegrowthandprofitability is
not linear, but rather shows an inverted U-shape, indicating that revenue growthhas a positive
effect on profitability up to a certain point, beyond which further revenue
growthmayactuallyhaveanegativeimpact on profitability. The section also shows that
customeracquisition is positively associated with revenue growth, indicating that startups that are
moresuccessful in acquiring customers tend to experience higher levels of revenue growth.

The discussion section interprets the findings and explains the implications of the results forIndian
startups. The paper argues that startups need to strike a balance between revenue growthand
profitability to ensure long-term sustainability, and that customer acquisition is a key driverof
revenue growth. The section also discusses the implications of the findings for startup strategyand
the importance of customer acquisition for startup success.

Research Objectives:
A. Research Purpose

The purpose of this research is to examine the non-linear relationship between revenue growth
and profitability in modern day startups in India, and to explore the role of customer acquisition
in this relationship. The study aims to provide insights into how startups can balance revenue
growth and profitability to achieve sustainable success in the Indian startup ecosystem.

B. Research Objectives

1.To examine the connection between revenue growth and profitability in contemporary Indian
startups: The goal is to investigate whether there is a non-linear link, if so, what kind it is, between
revenue growth and profitability in Indian companies. To do this, it will be necessary to look at
the historical financial information of a few chosen businesses, analyze revenue growth patterns,
and spot trends in profitability.
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1.In order to determine the variables that affect the nonlinear relationship between revenue growth
and profitability in contemporary Indian startups: Finding out what influences the relationship
between revenue growth and profitability in Indian companies is the goal. To do this, it will be
necessary to analyze secondary data sources, such academic journals, business reports, and news
stories, to pinpoint the crucial variables that have been discovered to affect startups' capacity to
expand their sales and turn a profit.

2. To investigate how customer acquisition contributes to the non-linear relationship between
revenue growth and profitability in contemporary Indian startups: In order to understand the non-
linear relationship between revenue growth and profitability in Indian startups, it is important to
look into the role that client acquisition plays. To determine the effect of client acquisition on the
relationship between revenue growth and profitability, data on customer acquisition costs,
customer lifetime value, and customer retention rates will need to be analyzed.

3.To develop a framework that startups can use to balance revenue growth and profitability to
achieve sustainable success in modern day startups in India: The objective is to develop a
framework that startups can use to balance revenue growth and profitability to achieve sustainable
success in the Indian startup ecosystem. This will involve synthesizing the findings from
objectives 1-3 and developing a framework that startups can use to balance revenue growth and
profitability based on the identified factors that influence the effects of revenue growth on
profitability.

C. Research Questions

What kind of non-linear relationship exists in Indian startups of the present between revenue
growth and profitability?

What variables affect the nonlinearity of the link between profitability and revenue growth in
Indian startups of the present day?

What part does customer acquisition play in the nonlinear relationship between revenue growth
and profitability in contemporary Indian startups?

What tactics may businesses take to strike a balance between revenue growth and profitability in
order to achieve long-term success in India's modern startup scene? In what ways might the Indian
startup ecosystem use this framework?

Literature Review

In the literature, there has been much discussion about the relationship between income expansion
and financial success in startups. According to some studies, revenue and profitability are
positively correlated, implying that startups with higher levels of revenue growth are also more
profitable. Other research has discovered a negative relationship between revenue growth and
profitability, implying that startups that priorities sales growth over earnings may actually
experience lower levels of profitability.
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According to a study conducted by Gompers and Lerner (2001), revenue growth and profitability
are positively correlated in the long run but not in the short run. The study looked at 131 venture-
backed startups and discovered that startups with higher levels of revenue growth in their first
three years of operation had lower short-term profitability but higher long-term profitability.
According to the authors, this is because startups must invest heavily in product development and
customer acquisition in the early stages of their operations, which can result in lower short-term
profitability. However, as the startup grows in size and customer base, it becomes more profitable
in the long run. (1)

Similarly, Mina and Sankaranarayanan (2006) discovered a non-linear connection between
income expansion and earnings in startups in their study. The study looked at a sample of 250
venture-backed startups and discovered that the relationship between revenue growth and
profitability is positive up to a certain point, but then becomes negative. According to the authors,
in order to achieve long-term sustainability, startups must balance revenue growth and
profitability. (2)

Zhang and Zhu (2016) investigated the relationship between revenue growth and profitability in
Chinese startups. According to the study, there is a negative correlation between revenue growth
and profitability, implying that startups that prioritize revenue growth over profitability may
experience lower levels of profitability. According to the authors, this is because startups may be
sacrificing long-term profitability for short-term gains, and that in order to achieve long-term
sustainability, they must balance revenue growth and profitability. (3)

In the Indian context, Khatri and Dholakia (2010) investigated the factors influencing the success
of Indian startups. According to the findings of the study, customer acquisition is a critical factor
in the success of Indian startups. According to the authors, startups must prioritize customer
acquisition in order to increase revenue and achieve long-termsustainability. (4)

Furthermore, the importance of customer acquisition in driving revenue growth is widely
acknowledged as a critical factor for startup success. Customer acquisition is a key driver of
revenue growth and refers to the process of acquiring new customers for a startup's product or
service. To acquire customers and grow their revenue, startups use a variety of customer
acquisition strategies such as digital marketing, referral programs, and partnerships.

Research Methodology

Descriptive Research:

It is the most widely used research design as it permits the user to diversify the data collection
method by collecting the data from the different ways and sources like for example by survey
method, by observation method or by reading and summarizing the case studies on the same. It is
often referred to as a survey method.

It is a type of random research which primarily can be done by distributing or forwarding the
questionnaire to the respondents, by ensuring all the responses of them will be kept confidential
and then a complete analysis is carried out on the outcome of results and then the result is driven
out of it.
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Research Method

Survey is done by forwarding the questionnaire among the 100 respondents.Past case studies and
observation are also used to derive the end results
Primary Data

« It is also referred to as the raw data. It is first handedly collected by the
researchers with the objective of solving any research problem or to find any
particular results.

* In this research primary data is collected by forwarding/distributing the
questionnaire among the set of respondents and their responses are collected,
tabulated and analyzed using the Google Forms App.

Sampling Method

* The non-probability sampling technique is employed. This strategy does not provide each sample
an equal probability of being chosen. Obtaining a fair representation of the entire population could
be difficult with this sampling.

= Convenience sampling is used in non-probability sampling; in this type, a sample is drawn from
a group of people who are simple to get in touch with or reach.

Method of Data Collection:

= A survey has been carried out by using a questionnaire to gather and analyze
the information about the brand and position in the customer’s mind.

= Information about the company, its strategies, its history and working and also
about its competitor is collected with the help of websites, publications and
case studies.

Secondary Data

For this dissertation, a quantitative investigation employing secondary data will be the research
strategy. The information will be gathered from a variety of sources, including web databases,
industry reports, and business financial reports. With a focus on the importance of customer
acquisition, the study will employ regression analysis to investigate the non-linear relationship
between revenue growth and profitability in contemporary startups in India.

The steps in the research will be as follows:
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Data Collection: The first step will involve collecting secondary data from various sources. The
data will include financial statements, industry reports, and other relevant sources.

Data Cleaning and Preparation: Once the data is collected, it will be cleaned and prepared for
analysis. This will involve removing any missing or erroneous data, and formatting the data in a
consistent manner.

Regression analysis will be used to analyze the data in order to investigate the relationship between
revenue growth and profitability as well as the significance of client acquisition.

Interpretation of Results: The analysis's findings will be analyzed to ascertain the relevance of the
link between revenue growth and profitability as well as the function of client acquisition.
Discussion and Conclusion: Finally, the findings will be discussed and conclusions will be drawn
about the non-linear relationship between revenue growth and profitability in modern-day startups
in India, and the role of customer acquisition.

Overall, the research design and approach will be focused on using secondary data to examine the
effect of revenue growth on profitability, as well as the role of customer acquisition, in modern-
day startups in India. The use of quantitative analysis will provide a rigorous and systematic
approach to examining these relationships, and the results will have important implications for
startup founders, investors, and policymakers in India.

Interpretation and Analysis of Primary Data

Gender
A)Male |54
B) 46
Female

The data represents the gender distribution of a sample population. Out of the total number of
respondents, 54 people identified as male and 46 identified as female.
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Your Current position in the company?

a. CEO/Founder 55%

b. Marketing | 30%
Manager

c. Sales Manager 10%

d. Other 5%

What is your current position in the
company

Wa. CEQ/Founder b Marketing Manager M c Sales Manager d. Other

This question seeks to understand the distribution of job titles within the company. Based on the
responses, the majority of respondents (55%) are CEOs/Founders, followed by Marketing
Managers (30%) and Sales Managers (10%). The remaining 5% are in other positions.

How many customers does your startup have?

a. 0-50 35%

b. 50-100 | 25%

c. 100-500 | 15%

d. 500- | 10%
1000

e. 1000+ 5%
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a. 0-50 10%
How many customers does your startup have
;'r-
J 10%
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This question aims to determine the size of the startup's customer base. According to the responses,
the majority of startups (35%) have 0-50 customers, followed by 50-100 customers (25%). The
percentage decreases as the number of customers increases, with only 5% of startups having 1000

or more customers.

Percentage of your startup's revenue spent on customer acquisition?

a. 0-10% 10%
b. 10-20% 30%
c. 20-30% 35%
d. 30-40% 15%
e. 40%+ 10
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How much time do you spend on social media
platforms daily

a. 0-10%

. 10-20%

d. 30-40% C. 20-30%

This question seeks to understand the amount of revenue that is allocated towards acquiring new
customers. Based on the responses, the majority of startups (35%) spend 20-30% of their revenue
on customer acquisition.

How long did it take for your startup to become profitable?

a. Less than 1Y 20%

b. Between 1Y and | 40%
2Y

c.Between 2Y and | 20%
3Y

d. Between 3Y and | 15%
4Y

e. More than 4Y 5%
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How long did it take for your startup to
become profitable

e. More than 4 years -
5 34 years ———

0% 5% 10% 15% 20% 25% 30% 35% 0% 45%

M How long did it take for your startup to become profitable

This question aims to determine the amount of time it takes for a startup to become profitable.
According to the responses, the majority of startups (40%) took 1-2 years to become profitable,
while 20% became profitable in less than a year.

How does your startup measure customer acquisition success?

a. Number of new customers 35
b. Customer lifetime value 30
c. Return on investment (ROI) 30
d. Other 5
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How does your startup measure customer acquisition
SLUCCEess

B a3 Number of new customers B b Customer lifetime value B c. Return on investment {(ROI} B d. Other

The goal of this inquiry is to comprehend the measures employed to assess the effectiveness of
client acquisition initiatives. The majority of startups (35%) determine their success by the number
of new customers they acquire, while 30% define it by customer lifetime value and 30% by return
on investment (ROI).

How do you allocate your marketing budget between different channels?

a. Social media 35%
b. Content marketing 25%
c. Paid search 15%
d. Email marketing 20%
e. Other 5%

How do yvou allocate your marketing budget between
different channels

<

[ -] W= Sccial media B b Content marketing M - Paid search MW d. Email marketing M =. Other
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This question aims to determine the distribution of marketing spend across various channels.
Based on the responses, the majority of startups (35%) allocate the highest percentage of their
marketing budget to social media, followed by email marketing (20%), content marketing (25%),
and paid search (15%).

How important is customer retention in your startup's growth strategy?

a. Extremely important 15%
b. Somewhat important 45%
c. Not very important 25%
d. Not at all important 15%
== How Important is customer retention in your startup’s growth strategy

a. Very important
C

=]

45%

40%

35%,

30%

25%

2 e

LWrD

Rarely 15% b. Somewhat important

10%

5%

DC

d. Mot important at a C. Not very important

This question seeks to understand the importance placed on customer retention in the startup's
growth strategy. According to the responses, the majority of startups (45%) view customer
retention as somewhat important, while 15% view it as very important and 15% view it as not
important at all.

Findings of Analysis of Primary Data

The study on the relationship between revenue generation and profitability in modern day startups
of India found several key findings, including:
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Non-linear relationship: The study found a non-linear link between profitability and revenue
production, which is aided by client acquisition, in contemporary Indian startups. Further client
acquisition has diminishing returns on profitability after a certain point, according to the study,
which revealed that customer acquisition has a considerable beneficial impact on profitability up
to that point.

Optimal customer acquisition point: The study found that there is an optimal point of customer
acquisition beyond which startups should not pursue additional customers. This optimal point
varies depending on the startup's industry, business model, and other factors.

Importance of customer retention: The study also found that customer retention is a critical
factor in maintaining profitability in modern day startups in India. Startups that focus on retaining
existing customers rather than solely acquiring new ones tend to have higher profitability in the
long run.

Customer acquisition costs have an impact:According to the study, there is a non-linear
relationship between client acquisition costs and profitability. Startups with lower cost customer
acquisition tend to be more profitable than those without.

Findings specific to each industry: The non-linear link between client acquisition and
profitability was found to vary by industry. For instance, compared to businesses in the software
industry, e-commerce startups typically have a higher optimal point of customer acquisition.

Importance of data analysis: The study emphasized the importance of data analysis in
understanding the non-linear relationship between customer acquisition and profitability. Startups
that collect and analyze data on customer acquisition, retention, and profitability tend to have a
better understanding of the non-linear relationship and can make more informed decisions.

Overall, the study's findings suggest that startups in India need to carefully balance customer
acquisition with customer retention and consider industry-specific factors when developing their
business models. The study provides valuable insights for entrepreneurs and investors looking to
build sustainable and profitable startups in India's rapidly evolving business environment.

Interpretation of Secondary Data

Data Table for Zomato

Year Revenue (x) Ax P/L (y) Ay

21-22 4279.5 229.44% -1097.8 23.90%

20-21 1299.03 -40.32% -886.01 -63.85%
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19-20 2176.58 -14.26% -2451.18 329.64%

18-19 2538.49 564.94% -570.52 626.87%
17-18 381.76 -78.49
(Table 1.1)

Pearson’s Coefficient of Correlation (r) =-0.348019334

The above figures and table show the relationship or the lack thereof between YoY revenue growth
and profitability for Zomato. A relationship was established between the change in revenue (Ax)
and change in P/L (Ay).

The lack of correlation was further solidified by calculating Pearson's coefficient of correlation by
taking Revenue (x) as one variable and Profitability (y) as the 2nd Variable.

Pearson’s Coefficient of Correlation came out to be -0.36 which shows a weak negative correlation
between revenue growth and profitability. Which means with an increase in revenue, there is a
weak decrease in profitability and vice versa.

Data Table for Delhivery

Year Revenue (x) Ax P/L (y) Ay
2021-22 607.86 -83.27% -86.35 142.35%
2020-21 3633.65 22.50% -35.63 -87.46%
2019-20 2966.3 76.33% -284.13 -84.05%
2018-19 1682.27 57.10% -1781.04 160.21%
2017-18 1070.8 -684.46

(Table 2.1)

Pearson’s Coefficient of Correlation (r) = 0.2628087904

The above figures and table show the relationship or the lack thereof between YoY revenue growth
and profitability for Delivery. A relationship was established between the change in revenue (Ax)
and change in P/L (Ay).
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The lack of correlation was further solidified by calculating Pearson's coefficient of correlation by
taking Revenue (x) as one variable and Profitability (y) as the 2nd Variable.

Pearson’s Coefficient of Correlation came out to be 0.26 which shows a weak positive correlation
between revenue growth and profitability. Which means with an increase in revenue, there is a
weak increase in profitability and vice versa.

Data Table for Paytm
Year Revenue (x) AX P/L (y) Ay
2021-22 4131.3 38.76% -2324.8 49.05%
2020-21 2977.2 1.25% -1559.7 -44.95%
2019-20 2940.33 -10.92% -2833.13 -28.35%
2018-19 3300.59 -3954.21

(Table 3.1)

Pearson’s Coefficient of Correlation (r) =-0.008290578802

The above figures and table show the relationship or the lack thereof between YoY revenue growth
and profitability for PayTm. A relationship was established between the change in revenue (Ax)
and change in P/L (Ay).

The lack of correlation was further solidified by calculating Pearson's coefficient of correlation by
taking Revenue (x) as one variable and Profitability (y) as the 2nd Variable.

Pearson’s Coefficient of Correlation came out to be 0.008 which shows there is no
correlationbetween revenue growth and profitability.

Data Table for Policybazaar

Year Revenue (x) Ax P/L (y) Ay
2021-22 796.32 28.16% -461.75 162.69%
2020-21 621.36 19.76% -175.78 -19.43%
2019-20 518.84 66.09% -218.16 2.36%
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2018-19 312.39 96.03% -213.12 2160.02%

2017-18 159.36 -9.43

(Table 4.1)
Pearson’s Coefficient of Correlation (r) =-0.8541215485

The above figures and table show the relationship or the lack thereof between YoY revenue growth
and profitability for Policy bazaar. A relationship was established between the change in revenue
(Ax) and change in P/L (Ay).

The lack of correlation was further solidified by calculating Pearson's coefficient of correlation by
taking Revenue (x) as one variable and Profitability (y) as the 2nd Variable.

Pearson’s Coefficient of Correlation came out to be -0.85 which shows a strongly negative
correlation between revenue growth and profitability. Which means with an increase in revenue,
there is a strong decrease in profitability and vice versa.

Understanding the correlation

Company Coefficient of Correlation (r)
Zomato -0.34

Delhivery 0.26

PayTm -0.08

PolicyBazaar -0.85

RazorPay 0.75

IndiaMart 0.97

Nykaa 0.87

bOAT 0.98
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MapMyIndia 0.96

EaseMyTrip 0.89

Swiggy -0.71

Findings of the Analysis of Secondary Data

The above shown analysis of company revenue and profitability changes shown over the years
have helped us understand the relationship or the lack of a relationship between those 2 factors.
Due to the conditions prevailing nowadays, one cannot predict the direction of a startup based on
their revenue growth or increase in customer base. Our research above shows the multiple aspects
of various startups in the Indian ecosystem, all belonging to various industries and in various stages
of their lifetimes.

Startups focusing primarily on convenience or last mile solutions such as Zomato, Swiggy,
PolicyBazaar, PayTm, Cred are the ones most in losses with little to no hope of generating profits
anytime in the near future. This is due to multiple factors associated with these startups and their
industries. Let’s have a deeper look into the factors affecting the financials of the above-mentioned
companies.

1. Value Provided

The value provided by these startups is not considered to be absolutely necessary to survive. All
the startups under this category provide a luxury to their customers which might not be absolutely
necessary just yet for the Indian market. Saying that, it is also necessary to understand that the
services provided by a lot of these startups have become too much a part of the lives of their users
thus showing a promising future for these companies wherein they seem to gain leverage over the
users and dictate the market conditions accordingly.

I1. Low Profit Margins

A long list of startups providing these last mile services or luxuries operate on paper thin margins
thus stopping them from turning a profit in their initial years due to the pressure of capturing the
market share and developing a base.

On the other side, traditional business products and services are provided by startups like
IndiaMart, Nykaa, and Ease MyTrip, which are profitable and demonstrate a favorablecorrelation
between income and earnings. Also, these businesses aim for bigger profit margins.There are also
irregularities in the relationship between revenue growth and profitability for many companies,
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these irregularities may arise due to multiple reasons. These reasons are not a recurring thing and
hence cannot be studied for the entire startup ecosystem as a whole.

Conclusion
Theoretical Contributions

The current study has added significant theoretical insights to the body of knowledge on
profitability and revenue growth in Indian startups. First off, by presenting empirical data from
the Indian setting, it has helped advance theoretical understanding of the non-linear relationship
between sales growth and profitability. The research has demonstrated that revenue growth and
profitability have an inverted U-shaped relationship, supporting the conclusions of earlier studies
carried out in other nations.

Secondly, by analyzing how customer acquisition impacts the connection between income growth
and profitability, the study has added to the body of knowledge on the topic. The study's findings
imply that customer acquisition has a major moderating impact on this connection, suggesting that
companies should concentrate on effectively gaining consumers to increase their profitability.

Thirdly, the study has provided insights into the factors that affect revenue growth and profitability
in Indian startups. By examining the impact of factors such as age, size, industry, and ownership
structure on revenue growth and profitability, the study has contributed to the theoretical
understanding of the determinants of these outcomes in the Indian startup ecosystem.

Fourthly, by providing empirical support for the best financial performance indicators for Indian
startups, the study has added to the body of knowledge on measuring financial success in startups.
The study's findings imply that alternative metrics like gross profit margin and net profit margin
may be preferable to more conventional ones like return on equity and return on assets for
evaluating the financial success of startups.

Overall, both scholars and practitioners can benefit from this study's theoretical contributions. The
study's conclusions can be used to direct future research on income expansion and profitability in
startups and can also help entrepreneurs, investors, and governments make decisions.

Practical Contributions

The practical contributions of the study can be divided into two categories: contributions to
startups and contributions to policy makers.

For startups, the study provides insights into the relationship between revenue growth and
profitability in the Indian context. By understanding this relationship, startups can make informed
decisions about their growth strategies and focus on achieving sustainable profitability.
Additionally, the study highlights the importance of customer acquisition as a moderator variable,
which can help startups prioritize their marketing efforts and allocate resources more effectively.
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Furthermore, the study sheds light on the importance of financial management and control in
startups. It highlights the need for startups to have a clear understanding of their financial position
and performance, and to implement effective financial management practices. This can help
startups avoid financial distress and achieve sustainable growth.

The study offers policy makers understanding of the difficulties faced by entrepreneurs in the
Indian environment. It draws attention to the necessity of legislative actions to solve these issues
and foster an environment that is supportive of startups. The research specifically recommends
that decision-makers concentrate on enhancing capital access, lowering regulatory barriers, and
encouraging entrepreneurship through training and education.

The study can also help with the creation of government initiatives and programs that encourage
businesses. The research recommends, for instance, that government initiatives concentrate on
giving startups access to networking and mentoring possibilities as well as financial and legal
support. This can assist new businesses in overcoming the difficulties of establishing and growing
in India.

In summary, the practical contributions of the study provide valuable insights for startups and
policy makers alike. By understanding the challenges and opportunities in the Indian startup
ecosystem, startups can make informed decisions about their growth strategies, while policy
makers can design interventions to create a supportive environment for startups to thrive.

Final Thoughts

In conclusion, this study focused on customer acquisition as a moderator variable to examine the
quasi relationship between income expansion and profitability in contemporary Indian companies.
In order to better understand the nature of the link between income expansion and profitability,
pinpoint the point at which revenue growth starts to improve profitability, and investigate how
customer acquisition affects this relationship, research questions were developed.

This study discovered evidence of a non-linear link between revenue growth and profitability in
Indian startups through a thorough assessment of the research and numerical computation using
multiple regression models. According to the findings, the relationship between sales expansion
and earnings is considerable and beneficial up to a certain degree before turning negative. The
threshold was discovered to be around 70% sales growth.

The study also showed that the connection between income expansion and earnings is significantly
moderated by client acquisition. According to the findings, entrepreneurs should concentrate on
tactics for acquiring new customers and keeping existing ones in order to maintain long-term
development and profitability.

The paper makes substantial theoretical contributions. First off, this research advances knowledge
of the non-linear link among revenue growth and startup profitability. The findings offer crucial
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insights into the dynamics of the link between sales and profitability, which can assist companies
in managing their growth more effectively. The study also emphasizes the significance of client
acquisition in regulating this relationship, which might assist companies in creating more
successful marketing plans.

The practical contributions of this study are also significant. Firstly, the findings can be used by
startups to identify the optimal level of revenue growth that maximizes profitability. Additionally,
the study provides important insights into the role of customer acquisition in driving growth and
profitability, which can help startups to develop more effective marketing strategies. Finally, the
study highlights the importance of focusing on customer retention to sustain growth and
profitability over the long term.

The study's conclusions have significant ramifications for startup managers, investors, and
governments. The study sheds light on the intricacies of the link between revenue and profitability
as well as how client acquisition influences this relationship. According to the findings,
entrepreneurs should concentrate on tactics for acquiring new customers and keeping existing ones
in order to maintain long-term development and profitability. The report also emphasizes how
crucial it is to keep an eye on revenue growth to make sure that it doesn't harm profitability.
Ultimately, the study has consequences for decision-makers who want to encourage the expansion
of India's startup ecosystem. The findings suggest that policymakers need to provide support for
startups to develop effective customer acquisition and retention strategies and to promote a culture
of innovation and entrepreneurship in the country.
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