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The primary motivation for the driver partners is to improve their earnings on the platform
and this in turn will lead to more stickiness with the platform.
I have shared a few ways how Porter can increase it Driver partners earning.
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	1. Porter Challenge
You have  joined the Product team@Porter. The primary motivation for the driver partners
is to improve their earnings on the platform
and this in turn will lead to more stickiness with the platform. The Key result for you is to:
Prompt 1:
● What are the data points that we should look at to decide whether this is a problem that
needs to be solved? And, what is the target segment?
Prompt 2:
● What are the various levers that we have at our disposal to influence the KR?
Prompt 3:
● Choose a lever that has the maximum leverage to move the KRs and explain the rationale
Prompt 3:
● What feature can we build that aligns with your answer to Prompt #3 to influence the KR?
○ What would the scope of MVP and Version 2 of this feature look like?
○ What are the key risks, trade-offs and assumptions in your feature?
○ What are the success metrics of this feature? Please mention the input and output
metrics as well
 


	2. Porter
Mission
We combine advanced  technology with excellent delivery service, offering a fast, reliable,
and scalable intra-city and nationwide delivery for businesses of all sizes.
Vision
We're focused on building the technology and fleet of drivers.
Goal
The company strives to improve driver partner earnings on the platform, so that driver
partners will be encouraged to use the platform more, and this will have a positive effect
on Porter earnings.
What are the data points that we should look at to decide
whether this is a problem that needs to be solved? And,
what is the target segment?
Data Point to look at:
Drivers earning per Month. (Is it decreasing) - Compare from last year to this year. (Avg
yearly income) – To know if drivers are getting more.
Earnings per hour in the platform (Is it decreasing)
Number of Order requested Vs No of Order fulfilled- To know if any order we are not
fulfilling and why. To see if there can be any growth opportunity for partners to fulfil
demand.
Idle Time Vs Busy Time – How effect platform suggesting the demand to partners.
Total trip timing – Partners driving time= Time spent on loading and unloading ( Is it
increase)- To know if there is any gap in loading and unloading process.
Target Segment:
4 Wheel Tempo Driver partners.
Why don’t choose 2-wheeler?
 


	3. 2-Wheeler is already  a crowded marketplace, and much competition exists. Focusing on un-
penetrated areas such as 4Wheelers will give more opportunity.
Persona:
Role 4-Wheeler Driver Partner (Umeshji)
Job Today, Umeshji is the proud owner of a Tata 407 (FTR 3709) truck. He lives
with his wife and his three underage children. Porter has helped people like
Umeshji who are looking to make the switch to self-employment. Umeshji
is reaping the benefits of self- employment through Porter’s platform
Goal Today I am a successful business owner because of hard work, extensive
planning, and risk-taking. Remember that in business the customer is
always right. Same time wanted to increase his daily income so that he
could fulfill his children's dreams.
Frustration 1. I have not been able to secure more trips.
2. The rise in cost is making me less profitable.
3. Recently Porter has increase commission from 15% to 18%. It will
affect my profitability.
What are the various levers that we have at our disposal to
influence the KR?
Breaking the problem into smaller areas and brainstorming, I came up with the following
high level solutions ideas.
Mindmap_Improve
Driver Partners Income.pdf
(No of Delivery per day * Price per Delivery)- 18% Commission of
Porter -Cost (Day Cost/Maintenance Cost)
Increase the no of delivery
 Driver partners spend more time in platform and Take more delivery.
 Create incentive to move the driver to high density areas to get more
trip.
 


	4.  Use partners  tempo/ vehicle by other partners/drivers (nighttime
delivery, assume they don't work more than 10hr and don't have
driver)
 Decrease the journey TAT (Best route/Best Practice for loading and
unloading)
Increase price for each delivery
 Increase the delivery fee of few SKU (like Fragile/Cold Storage
transport)
 Encourage the customers to add tips above the job
 Add a social cause to add 1% extra as Partners Kids Education
Decrease Porter Commission
 Decrease the Porter's margin for <500 delivery charges.
 Changing the pricing from commission to subscription based 3000 per
month using platform. (18% till 3000 or 3000, whichever is lower)
Reduce the recurring cost
Software
 Gas/Oil Cost Saving- By not only showing the distance from place to
place, but we can also share the savings (in terms of rupees) if they
choose the shortest path.
 Update the algorithm to provide the partner closest to his home with
a ride at the end of his shift, thus reducing costs for the partner.
Hardware/Promotional
 Vehicle Maintenance - Create a partnership with local auto repair
shops and offer them discounts on maintenance. (As we have volume)
 Other insurance/ Health Care Assistance/ Fuel card for Savings/
Discount on Vehicle Purchase already available in porter platform
Other way for monetization
 Create an platform where company can advertise ads in tempo (
Example: Wrapify)
 Referral Program/ Incentivize for Driver Partners to Get Onboard New
Partners
 


	5. Choose a lever  that has the maximum leverage to move the
KRs and explain the rationale.
In the above solution, I wanted to do an experiment on the other source of monetization.
As other’s I guess Porter are already working and it is part of improvement in efficiency.
Bengaluru people spent 243 hours on average in traffic in 2019.
A Mumbai person spent "8 days 17 hours" per year in traffic.
Ref: https://www.businesstoday.in/latest/trends/story/bengaluru-people-spent-243-hours-
on-average-in-traffic-in-2019-time-they-could-use-to-watch-215-episodes-of-got-243012-
2020-01-30
The Advertisement on Vehicles and brands is not being used to its fullest potential. This can
be an early mover advantage for Porters Inc. Where we already have one side of the
platform established by partner drivers’ tempo., we just need to create platform for
marketers to onboard.
Similar concept is already existed in US for Cars. (https://wrapify.com/)
 


	6. Target Marketers: Local  Shop-owner/ New Shop in certain locality/ New Apartment
advertisement/ New Restaurant / New Gym/Sport Club.
On this platform, we can create a commission-based model in which drivers also earn
money and eventually increase its monthly income.
What feature can we build that aligns with your answer to
Prompt #3 to influence the KR?
○ What would the scope of MVP and Version 2 of this feature
look like?
○ What are the key risks, trade-offs and assumptions in your
feature?
○ What are the success metrics of this feature? Please
mention the input and output metrics as well
Hypothesis.
Goal Issue Strategy Hypothesis Test
Improve
earning of
driver partners
by 10%
Other than
delivering
goods, driver
partners have
no other way to
increase their
earnings.
Create a
platform for
marketers to
market through
existing partner
driver’s tempo.
H0: Marketers
looking for such
platform to
advertise.
H1: Driver
partner will be
agreeing to
advertise in his
tempo
Interview/
Landing page
for marketers
for CTA/ Use
Sales team to
approach new
shops
Interview with
driver/
Checking the
price point they
agree
MVP:
 


	7. Find one big  new shop/ New ready to occupy residential property in local area
(Mumbai/Bangalore).
Check if they wanted to advertise in tempo in local area and get one customer onboard.
Onboard Partner, who serve that location.
Partner with local Vehicle painting shop + Ad’s shop to install the advertisement in partners
tempo.
Charge customer and incentivize partners.
Continue till we have 10 customers.
After that create landing page and target respective segment of locality.
Once we have more inquiry, then do more experiment and build gradually.
Risk/Trade off
1. New Business unit and new challenges.
2. These advertisement board don’t impact much to driver partners.
3. It doesn’t violate any traffic law.
4. Finding who can install these advertisements.
5. Sales or Product lead growth
6. Can it be scalable.
Success Metrics:
Lagging metrics: Driver income per month. / Revenue from this business unit
Leading Metrics:
Earning per hour.
No of ads in partners vehicle per month.
Number of new ads inquiry.
Number of new ads installed.
No of driver partners approached for installing ads service.
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