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K12 techno services Ltd, which 
runs orchids – the Interna-
tional school (oIs), a leading 

school chain -- is betting big on the 
rapidly growing domestic K-12 school 
space. the sequoia capital-backed 
school management company, K12, 
which started its journey way back in 
2010, by operating low-cost schools 
in Andhra pradesh, is looking to 
expand its network of schools to about  
150 schools (teaching over 100,000 
students)  across 16 cities by 2025. K12 
has got 60 schools (50,000 students) in 
its network, covering 11 cities, includ-
ing seven metro cities, as also Guru-
gram, Nashik. Aurangabad and Indore.

buoyed by the success of oIs 
schools,  K12 has recently also begun 
another initiative called eDUVAte. An 
education service business that began 
in 2021, it is helping more than 300 
across India today. most of them are 
present in tiers II and III cities as well 
as in rural areas. eDUVAte provides 
these schools access to books, curric-
ulum and technology that is provided 
in oIs.  It  charges R2,500 per school 
every year.  K12 plans to expand these 
services to more than 4,000 schools in 
the next three years. this way, it aims 
to reach more than 1 million students 
across India through eDUVAte 

Apart from sequoia capital, which 
is holding over 50 per cent stake in 
the company, there are other inves-
tors like sofina, Navneet  Learning LLp, 
and Unacademy, which are  holding  
stakes  in K12. When edtech company 
Unacademy picked up 7.5 per cent in 
the company in 2021, K12 received a 
valuation of R2,500 crore. In 2021-22, 
the school chain earned a revenue of 
about R600 crore.

All these oIs schools, primarily 
catering to mid and upper mid seg-
ment, with fees ranging from R75,000  
to R1,00,000 per year, follow national 
curriculum of cbse/Icse and offer stu-
dents the upgraded teaching method-
ologies, blended with effective use of 
technology. the chain operates these 
schools (providing academic support, 

services and technology solu-
tions) on an asset-light model, where 
it doesn’t own any physical assets but 
keeps them on long-term lease. this 
unique model has helped the school 
chain put up a stronger financial 
wherewithal, to scale up its operations 
and offer quality education at reason-
able pricing.

Lessons learnt
“the idea of starting oIs schools was 
to provide the best in academic and 
education excellence at a reasonable 
cost and low investment. We have 
devised a strategy where we don’t 
own any physical asset, but we take 
everything on lease. this was one of 
the lessons we learned from our past. 
We take the land for lease for 50 years 
from the owners. It could also be an 
existing school or college, wherein we 
then build our school. We provide the 
owners with some form of compen-
sation, but it also takes care of any 
infrastructure related issues,” says  Jai 

Decosta, managing director & ceo,  
K12 techno services. 

Decosta has built K12 from scratch 
to where it is at present as one of the 
leading education service providers in 
India, offering a dynamic suite of sup-
port services and solutions to schools 
and colleges. His vision to take the 
Indian education system to a differ-
ent horizon has motivated and guided 
him to continuously research and con-
ceptualise innovative teaching tech-
niques and products. prior to joining 
K12 in 2010, he had worked with Next 
education; he was also associated with 
many renowned brands like tata sky, 
Itc, times group and smart cc in lead-
ership positions. A chartered accoun-
tant by profession, he is an alumnus of 
IIm bangalore and has an experience 
of over two decades.

It was Decosta who played an 
instrumental role in devising new 
strategy for K12 which, during the ini-
tial five years, focussed on running 
low-cost schools in rural areas. the 

company was running 83 schools 
that were teaching more than 
90,000 students, had a staff of 
2,500 and was affiliated with 
the state board. running these 
schools in rural areas, catering 

to low income group, did not 
prove to be viable and the com-

pany incurred huge losses. In 2015, 
K12 decided to completely alter its 
approach and moved to urban areas, 
catering to mid and upper mid seg-
ment of the K-12 schools space.  

“We noticed that there were sev-
eral schools across cities like mum-
bai, bengaluru and Hyderabad, which 
were badly managed,” says Decosta. 
“While they had good infrastructure 
and potential, they were incurring 
losses. We decided to focus on these 
assets, with our new approach. With 
the lessons we had learned from the 
past and new observations, the K12 
team took over a school in Hyderabad, 
with 187 students  in 2015. the school 
was called ‘orchids – the Interna-
tional school’ (oIs), and was under a 
different management before we took 
it over. thereafter, we never looked 
back and, today, we are one of the 
fastest-growing school chains in the  
country,” adds Decosta.  .       u
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spreading wings
K12 is all geared up to expand its chain of Orchids schools across cities

Decosta:  
Devising a new 

strategy


