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Booking Tool

A vertical-specific booking + reminder + payment SaaS for Indian salons, clinics, tutors,
and fitness studios — not a generic Calendly.

Category Set 1 - Global SaaS

Customer Solo-operator and small-team service businesses: salons, dental clinics, tutors,
physiotherapists, fithess studios

Monetisation m599/mo Starter — m1,499/mo Pro - m2,999/mo Multi-location
Build effort Med
Plan version v1.0 — 2026-05

Executive Summary

Booking Tool is a vertical-aware appointment-and-payments system for the long tail of Indian service
businesses that today run on paper diaries, WhatsApp messages, and missed appointments. The global
market is dominated by Calendly (built for B2B knowledge workers) and Acuity (broader but still
Western-tuned). Neither fits the operational reality of a 3-chair salon in Pune, a solo dental practice in
Coimbatore, or a private home tutor in Indore — each of whom needs vertical-specific intake fields,
WhatsApp-first communication, UPI-native pre-payment, and pricing that respects m500-2,500/month spend
ceilings.

The product is built around four vertical configurations — Salon, Clinic, Tutor, Fithess — each shipped with
industry-tuned defaults: salon includes service durations and stylist assignments and tip handling; clinic
includes patient history and prescription notes and follow-up logic; tutor includes class packs and parent
communication; fitness includes class schedules and credit-pack management. Each vertical onboards in
under 15 minutes versus the multi-hour configuration that Calendly or Acuity require from a non-technical
owner.

Year-1 target: 4,500 paying businesses generating m4.3 crore revenue on m80 lakh costs. The wedge is
vertical-specific operational fit, WhatsApp-first customer communication (which Western incumbents cannot
replicate at India's volume economics), and a pricing structure that ladders the customer from m599/month at
single-location through m2,999/month at multi-location with payments and analytics.
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The Problem

A typical neighbourhood salon in Bengaluru takes 35-80 appointments per week. Today this is managed via
a physical diary, WhatsApp conversations with regulars, and walk-ins. The owner manually phones
customers the day before to confirm — a process that takes 30-60 minutes per evening and still produces a
18-25% no-show rate. Cash flow is unpredictable because there is no pre-payment; the owner cannot offer
package deals without complex manual tracking; and there is no record of customer history (preferences,
allergies, last service) beyond what the stylist remembers.

The same operational pattern repeats across the long tail of Indian service businesses. A solo dental
practice handles 80-150 patient visits per month — recall management, appointment reminders,
post-procedure follow-up are all manual or absent. A home tutor manages 8-25 students across multiple
subjects and parents — fee collection, missed-class makeup, parent communication are all
WhatsApp-thread chaos. A single-location yoga studio handling 8 classes a day across 4 instructors has no
clean way to manage credit packs, class rotations, or instructor payouts.

Existing solutions fail in three ways. Calendly and Acuity (the dominant global SaaS) are built for B2B
knowledge workers — meeting scheduling against a calendar — and require setup that a non-technical
service-business owner cannot navigate, plus pricing at $12-50/month feels wrong against the operational
pain. Vertical-specific Indian players like Fresha (salons) and Practo Ray (clinics) exist but are either
expensive enterprise tools or commission-based marketplaces that the owner does not want to be on. The
market gap is a single, vertical-aware SaaS that costs m 600-3,000/month and onboards in 15 minutes.

The Solution

The product begins with a vertical selector: the owner chooses Salon, Clinic, Tutor, or Fitness, and the
system pre-configures intake fields, default services, scheduling rules, communication templates, and
analytics dashboard accordingly. A salon sees 'service', 'stylist', 'duration’, 'tip suggestion’; a clinic sees
'patient’, 'doctor’, 'duration’, 'next-follow-up’; a tutor sees 'student’, 'subject’, 'class type', 'parent contact’; a
fithess studio sees 'class’, 'instructor’, ‘capacity’, 'credit cost'.

Three structural differences from incumbents define the wedge. First, vertical-specific intake and workflows:
not a one-size-fits-all calendar but a purpose-built workflow per vertical. Second, WhatsApp-first
communication: booking confirmations, reminders, follow-ups all go out via WhatsApp Business API as
styled cards (not SMS or email which Indian customers ignore), with one-tap reschedule and confirm. Third,
integrated UPI pre-payment: every booking can require a partial or full UPI pre-payment, eliminating the
no-show problem that destroys service-business unit economics.

The Pro tier adds: customer-history database with notes and photo records, package and credit-pack
management, marketing campaigns (re-engage customers who haven't visited in 60 days), staff payout
tracking, and basic financial reports. The Multi-location tier adds central management of 2-10 locations with
consolidated reporting, location-level pricing variants, and central marketing campaigns.
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Market Opportunity

The serviceable Indian market for booking + appointment management software across the four target
verticals is approximately 1.3 million service businesses: 480,000 salons and beauty parlours, 280,000
dental practices and small clinics, 220,000 organised tutors, 110,000 yoga and fitness studios, and 220,000
adjacent service businesses (spas, physio centres, child-development services). Current penetration of any
paid booking tool is below 6%, dominated by enterprise tools and a long tail of WhatsApp-based ad-hoc
solutions.

At a blended ARPU of m14,000 per business per year (across the three tiers), the SAM is approximately
m 1,800 crore growing at ~18% per year. Capturing 0.5% of this in year 2 is a m9 crore ARR business; 2% in
year 4 is a m 36 crore ARR business. The fragmentation of the market (no single dominant player serving all
four verticals) is structurally favourable.

Adjacent expansion opportunities include physiotherapy and chiropractic practices (90,000 in India),
professional pet-grooming services (35,000), child-development and special-needs therapy (45,000), and the
rapidly growing wellness and alternative-medicine practitioner segment (180,000+).

Target Customer

Primary persona: a 36-year-old owner of a 3-chair unisex salon in Pune, currently using a paper diary and
his WhatsApp Business account. He takes ~60 appointments per week, has a 22% no-show rate, manually
phones regulars the day before, has no record of which customer is due for a follow-up service, and loses an
estimated m 35,000 per month to no-shows. Will pay m 1,499/month for Pro tier if no-show rate drops to 10%
(Recovery ROI within 30 days).

Secondary persona: a 44-year-old dentist running a solo practice in Indore, handling 100 patient visits per
month. Recall management is fully manual; ~30% of patients who should return for 6-month check-ups do
not. Will pay m1,499/month for Pro tier if the system automates patient recall communications and increases
the return-visit rate by 15+ percentage points.

Tertiary persona: a 33-year-old home tutor in Lucknow teaching mathematics to 18 students across grades
8-12. Currently manages everything via WhatsApp; spends 6+ hours per week on fee tracking, parent
communication, and missed-class makeups. Will pay m599/month Starter for clean scheduling + automated
parent communication, can be upsold to Pro for the package management features.
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Product

Core booking flow: customer-facing booking page (lightweight, mobile-first, custom-branded), accessible via
shareable link or embedded QR code at the business location. Customer selects service / stylist / doctor /
class, chooses time slot, enters basic info, optionally pre-pays via UPI, receives WhatsApp confirmation.

Owner dashboard: today's schedule view with drag-to-reschedule, weekly calendar with capacity heat-map,
customer history with notes and previous-service records, financial summary (collected vs. pending), and
one-click manual booking entry for walk-ins or phone bookings.

Communication engine: automated WhatsApp messages on confirmation, day-before reminder (configurable
timing), day-of reminder, post-service follow-up, and re-engagement messages for inactive customers. Tone
presets: friendly / professional / formal. Multi-language: English, Hindi, plus the user's choice of one regional
language.

Payments and packages: UPI pre-payment on booking (configurable: optional, partial, mandatory),
package/credit-pack sales with automatic deduction per booking, full payment history per customer, daily
settlement reports.

Analytics: utilisation rate by day-of-week and time-of-day, no-show rate tracking, customer-retention cohorts,
revenue per service category, staff/instructor performance ranking.

Technical Architecture

Frontend: Next.js 14 + Tailwind (admin), separate lightweight HTML+Alpine.js customer-facing booking
pages for sub-200ms load on 3G connections.

Backend: Go on Hetzner cloud. Postgres on Neon for OLTP. Redis for scheduling locks and rate-limiting.

WhatsApp: official Meta Business Cloud API; templates pre-approved for booking confirmation, reminder,
follow-up, re-engagement. Estimated ~m 0.40/template message.

Payments: Razorpay (UPI primary), with bank transfer and cash logging as fallback.

Mobile: Progressive web app for owner dashboard (functional on Android budget phones); native Android
app from Month 7 for faster reschedule workflow.

Data residency: AWS Mumbai. DPDP-aligned data handling from launch. Customer PII encrypted at rest.
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Business Model & Unit Economics

Three tiers. Starter (m599/month): single user, up to 150 bookings/month, basic WhatsApp confirmations
and reminders, manual payment logging, customer-facing booking page. Pro (m 1,499/month): up to 5 users,
unlimited bookings, UPI pre-payment, customer-history database, package/credit-pack management,
re-engagement campaigns, full analytics. Multi-location (m2,999/month): up to 10 locations, consolidated
dashboard, location-level pricing, central marketing campaigns, priority support.

Conversion economics: 14% of free trial users convert to paid within 14 days. Distribution: 55% Starter, 40%
Pro, 5% Multi-location. Monthly churn target under 4% — driven down to 2.5% by Year-2 with stickier
features (customer history, packages create switching cost).

Gross margin: 84% blended. Largest cost lines are WhatsApp messaging (~m 95/customer/month at average
usage) and payment processing on UPI (zero direct cost but Razorpay enterprise tier costs apply at scale).

Unit Economics (Year-1 base case)

Year-1 paying businesses (target) 4,500

Blended ARPU m 11,400/year (~m 950/month)
Year-1 revenue m 4.3 crore

Gross margin 84%

Customer acquisition cost (CAC) m 680

Payback period 1.8 months

Year-1 all-in costs m 80 lakh

Year-1 net contribution ~m 2.8 crore

Go-to-Market

Channel 1 — Field sales in 12 tier-1/2 cities (35%): hire 8 city-level field reps walking high-density
salon/clinic streets, demoing the product on a tablet, converting on-the-spot. Average rep target: 15 paying
signups/month. Highest-conversion channel for the operationally complex vertical.

Channel 2 — SEO + content (25%): 150 articles in months 1-9 targeting buying queries by vertical ('salon
booking software India’, 'dental clinic appointment system’, 'tutor class scheduling app’).

Channel 3 — Vertical association partnerships (25%): partnerships with industry associations (FAITH for
salons, IDA for dentists, NSDC for tutors, IHRSA-India for fithess) for member discounts + co-branded
onboarding.

Channel 4 — Owner-referral programme (15%): pay 2 months free for each successful referral.
Service-business owners cluster geographically and refer well.

Roadmap (first 12 months)

e Month 1-3: MVP — salon vertical only (highest unit-economics + lowest customisation depth needed),
Starter and Pro tiers, WhatsApp confirmations and reminders, basic booking page. Goal: 400 paying
salons.

* Month 4-5: Clinic vertical with patient history + prescription notes + recall automation. Goal: 1,000 paying
businesses cumulative.

e Month 6-8: Tutor vertical with class packs + parent communication; Fitness vertical with credit-pack
management + class rotation. Goal: 2,200 paying businesses cumulative.
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e Month 9-10: Multi-location tier launch, native Android app, marketing-campaign module. Goal: 3,500
paying businesses cumulative.

e« Month 11-12: API for partner integrations (POS, accounting), expansion to adjacent verticals (spa,
physio), referral programme launch. Goal: 4,500 paying businesses, m 35 lakh MRR.

Key Risks

* WhatsApp Business API cost escalation — same risk as for Invoice SaaS; mitigated by SMS fallback
channel, intelligent reminder batching, and direct Meta API relationship rather than reseller.

¢ Vertical-specific incumbents (Fresha, Practo Ray) responding with simplified Indian-tier products —
mitigated by speed-to-market, vertical breadth (we serve four verticals to their one), and pricing 60-70%
below incumbents.

e Field-sales unit economics: at m680 CAC and m 950 monthly ARPU, field-sales reps must achieve 15+
conversions/month for the model to work — mitigated by territory-rotation and rep performance
management, plus shift to lower-cost digital channels at scale.

¢ Owner adoption friction: even with vertical-specific defaults, some owners will not transition from paper —
mitigated by free white-glove onboarding for the first 1,000 customers and by recruiting customer-success
contractors paid per successful first-month activation.

* Festival and wedding season demand spikes (Oct-Feb) that strain capacity then collapse — mitigated by
encouraging package/credit-pack pre-sales which smooth revenue, and by emphasising customer
retention metrics over single-event volume.
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