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The Indian seniors are a vulnerable group, prone to chronic health 
conditions, isolation leading to loneliness & financial dependence
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Mobility & Disability

Elders have at least 
1 form of physical 

or mental 
impairment 

11%
37% elderly 

have low 
visual acuity

Elderly use aids 
or supportive 

devices

43%

Awareness & Knowledge

Of elders are not aware 
of govt. schemes 

~45%
Of elders are not 
aware of senior 

citizen concessions

<28% 12%
Of elders are not aware of 

Maintenance and Welfare of 
Parents and Senior Citizens 

Act-2007

Living arrangements  

18%
Elders live alone 
or with spouse

20hrsper week
On an average is spent by an 

elderly on care giving for 
grandchildren

Financial

Elders are fully 
financially dependent 

on others 

43%
Female elders are 

fully financially 
dependent

67%
Elders neither 
receiving nor 

expected to receive 
any pension

78%
Emotional & Cognitive

20% elderly need 
psychological 
counselling 

Undiagnosed 
depression is at 8.3%, 
while reported cases 

are only 0.8%

10x 
elders suffer 

from 
loneliness
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Health Status

26% Elders covered 
by health insurance 

coverage

20.7%
~7%

RSBY
Others

Prevalence of falls & 
injuries is higher in elders

23% 19%

75% of elders suffer 
from chronic health 

conditions  

NATHEALTH PWC Senior Care Landscape Report 2021



Active Senior Citizens (60-75 years) in India are left to navigate the healthcare system on their own with no  
system participant taking accountability, COVID has made the problemworse

Misaligned incentives in the India HealthcareSystem
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GP/ Multi/ Single  
Specialty Clinics

Care for:  
Volume, Referrals

Nursing Homes/
Hospitals

Care for:  
Utilization,

Dx, Rx,Tx

Health Insurance  
Companies/ TPAs

Care for:
De-risking U/W  
Coverage

Pharmacies (Stores
and Online)

Care for:  
Volume, Margin

Pathology/
Radiology Dx

Care for:  
Utilization, VAS/P

Emotional Well-
being

Care for:  
Referrals, VAS/P

Physical Well-being  
(Fitness)

Care for:  
Utilization, VAS/P

New Age Chronic  
Disease Management  
(Health date digitization)  
Care for: LVAS/P,  
Pharma, Dx, Rx

Seniors: Who  
really cares about  
the health of my  
spouse and me?

Children: Who really  
cares about my  

parents who live far  
away from me?

Vision: SilverGenie would  
like to empower the  
senior citizens who seek  
a trusted partner helping  
them navigate the  
healthcare system for  
better results

Mission: We will be an enabler 
who combine technology,  
clinical expertise and human  
empathy to better understand  
the need of our customers and  
serve them uncompromisingly

Values: We will be passionate about quality and upholding the trust of those who believe in us.  
We will always be transparent and work in our customer’s best interest.

SILVERGENIE
Personalized Care for who cared for us



Health of the138 
million Elderly in India

3.7 million sufferdementia
50 million suffer from poor vision
1.6 million annual strokecases
1 in 3 suffer from arthritis
1 in 3 has hypertension
1 in 5 has diabetes
1 in 5 has auditory problems
1 in 4 suffer from depression
1 in 10 falls and sustains a fracture  
I in 3 boweldisorder
Cancer is 10 times morecommon.

7Source : NATIONAL HEALTH PORTAL. GOVT OF INDIA

Market Analysis: The Elderly InIndia
300+ Million by 2050  

20% of the population  
New ConsumingClass

Young Old Old Old Very Old



Milestones 2021-22

Launched the Beta service 3 months ahead of schedule as a social responsibility in response to Wave 2 Pandemic
– March 2021. Handled 20 critical cases during wave 2, 10 cases in Wave 3  till date, featured in ETPrime and
online customer testimonials  where life and death cases werewon

Built a senior community of 2000+ seniors primarily word of mouth in 3 months – Whatsapp Channel launched  
with pertinent information, curated information directory for seniors, doctor seminars and validated credible  
information for COVID response guidelines (free of cost). Created over 125+ PHR and facilitated. Doctorpatient  
interaction

Launched tele-wellness, COVID at home monitoring and post hospitalization packages followed by preventive
care packages- FY 21 TD revenue 12 lakhs with total paid customers served over 100 and many more over
free whatsapp channels, social media and targeted seminars . 80 percent customers are repeat and
continuing

Gen 1 Tech Platform launched with integrated CRM, analytics and PHR/EHR with integrated workflow  
management. Gen 2 platform conceptualization in progress based on predicitive analytics and decision support  
system

Launched a program on Active Type 2 diabetes management by partnering with a leading wearable company in  
the world (initial cohort 100, pilot program in progress). Modeling efforts in progress to triangulate data from  
wearables, diagnostics and concierge captured customer inputs (qualitiative and quantitative)

Raised angel funding of USD 100,000 coupled with promoter boot strapping of 25lakhs INR Built a team of 10
FT/PT  employees spread across Delhi/NCR, Kolkata, 90% are customer facing



Marketplace  
Diagnostics  
Hospitals  

Pharmacies  
Equipment  
providers

Human  
Concierge  
Relationship  
Management
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SILVERGENIE

• DedicatedOnline  
Concierge

• Personal HealthRecord
• Telemedicine
• Diagnosticsand  

Medicines
• Mental Health

Physical
Services
Through
Partners

Product Framework

ACTIVE CARE MONITORING REAL TIME MONITORING OF 
NCDs

DYNAMIC RISK 
IDENTIFICATION

GEN 2

MARKETPLACE
GEN 2

SILVERGENIETM

CUSTOMER

COMMUNITY

SERVICE

DIGITAL
PLATFORM

CONCEPT
PRODUCTS

&
SERVICES

DATA MINING DATA CLEANING DATA EXPLORATION FEATURE ENGG.

PREDICTIVE MODELLING VISUALIZTION RECOMMENDATIONS



PreventiveOfferings

v Active management of
NCDs (diabetes, cardio,
respiratory, etc.)

v SilverGenieConcierge  
support

v Personal HealthRecord
v Tele-wellness services
v Remote monitoring&  

updation
v Personalized health support

& regulartracking

RehabilitativeOfferings

v Post-operative care
v SilverGenie Concierge

Support
v Remote monitoring&  

updation
v Arrangingmanpower  

support
v Training of patientcare  

givers

CurativeOfferings

v Timely access to healthcare
v Dedicated Relationship

Manager
v Family counselling
v Family involvement to

design customizedcurative  
& post-rehabilitative care  
plans

v Regular remote bodyvitals  
monitoring

v Tele-consultations

CARE OFFERINGS 



PromotiveOfferings COVIDOfferings FlexibleOfferings

v Patientengagement  
activities

v Access toExclusive
Webinars

v Dedicated Web App&  
Whats AppPlatform

v Exclusive healthcarecontent
access

v Regular newsletters

v For those who wish to mix &  
match the offerings of  
multiple offerings,  
SilverGenie offers a Flexible  
Plan. A fully-customizedplan,  
as per requirements, can be  
created by the SGTeam.

v Corporate players, RWAs,  
Senior Residencies, areall  
candidates for the SG  
FlexiblePlan

v Post-COVID Dos &Don'ts  
guidance

v SilverGenie Concierge
support

v Tele-consultations
v Personal HealthRecord
v Regular remote bodyvitals  

monitoring &regular
updation

CARE OFFERINGS



THE NON COMMUNICABLE DISEASE JOURNEY

Aim : Reduction in Type 2 Diabetes Mellitus is Seniors and Pre-Seniors
Duration: 100 days
Personnel and Tools  :
Dedicated Health Coach and Tech Coach 
Domain Expert 
Fitbit Inspire2HR
SilverGenie Wellness Platform

Key Indicators Tracked
Glucose Markers  :   HbA1C, Fasting Glucose, Lipid Profile, KFT
Healthier Lifestyle : Wellness Quotient

PHASE 1 : INITIATION

• Orientation with Inspire2 
HR

• Diagnostic Tests
• Doctor Consultation
• Fitness Consultation
• Nutrition Consultation

PHASE 2 : MAINTENANCE

• Weekly Follow Up with Health 
Coach

• Awareness & Education
• Follow Up Fitness 

Consultation
• Follow Up Nutrition 

Consultation
• Wellness Quotient
• Contests

PHASE 3 : CLOSURE

• Weekly Follow Up with Health 
Coach

• Focus Group Discussions 
• Sharing of Best Practices
• Diagnostic Tests
• Doctor Consultation
• Documentation



SilverGenie WearablesProgram:  EarlyResults

• Averagedecrease in HbA1c :0.3%

• Averagedecreaseinfastingbloodsugar:11.2mg/dl

• Averagedecreasein lowdensitycholesterol:11.9mg/dl





KeyPartners:
•Pool of specialistdoctors
• Wearable Companies
•Pathology &Diagnostic  
centres
•Telemedicine Providers
•Insurance Companies

KeyActivities:
•Subscription process
•Target outcomes with baseline 
measurement
•Retention of subscribers
•Feedback andcontinuous
improvement

ValuePreposition
•24X7 dedicatedconcierge  
service
•Inbound & Outbounddialler
•Proactive,Preventive  
Healthcare
•Network ofcommunity  
champions
•Electronic HealthRecord
•AI/advanced data intelligence

OperationalScale-Up  
Model
•Phase-I Delhi, NCR,
Kolkata

•Phase-II North East & 
Bangalore

•Phase III PANIndia

Channels:
•Digital Platform

•Community Champions

•Customer Referrals

RevenueModel:

•Short, Medium and  
Long termsubscription  
plans forSeniors

• Customized B2B Solutions

• Market Place

Business Model: 
Build a Data Driven Solutions Model



Over 50+ Years Combined Experience Global Healthcare, Innovation, Business Excellence and Empathy

Investors, Advisors & Angels 

SiddharthaBhattacharya  
Secretary General,  
NATHEALTH

VarunGirilal
Co-Founder, MitrazFinancial  
Services

Bishnu Bhattacharyya
Google Inc

PriyaChittilappilly
Executive Director, Wonderla

Poulomi Bhattacharya,PhD
St. Stephen’s College  
Texas A&M University  
Innovation, Business
Development

FaisalAhmed  
BITS, Pilani
Product

CoreTeam

SupriyaBhattacharyya
U. British Columbia
Community Mobilization  
Channel Development

SudeeptaGanguli  
Delhi University  
Consumer Sales

Prasenjit Banerjee,PhD
NIT,Durgapur
Technology

Nandini Mascharak  
University ofCalifornia  
Santa Cruz

NeerajGupta
Wireless Solutions

Manish Agarwal
IITK, IIMA
Finance



CHUNAUTI 2.0

Featured in National Daily  
ETPrime

SilverGenie has been adjudged among the Top 75start-upsunder  
the honorable Government of India’s prestigious Next Generation  
Incubation Scheme, from 6700+ applications across the country.

M   E   I  T  Y ;   G  O  I  

STPI OctaNE2.0
Grant and IncubationSupport

In North East



Focus on sequential revenue growth, attain 1 Cr+ revenue velocity in 2-3 yrs

5-6x increase in Community; 2-3% conversion fromCommunity;

Expansion: Adding 2new cities

50-60% retention rate through expansion of service and productofferings

Capacity Building and New Hires: Emerging
Leaders

Channeldevelopment

Gen 2 platform digital marketplacebased on predictive analytics and decision supportsystem



THANK YOU


