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Young founders can build around problems outside the
Kathmandu Valley, from tourism and agricultural supply to
local services and digital delivery. The city comparisons
below are an editorial framework for examining those
opportunities, not a census of startups or a claim that new-
company formation has been measured in every place
discussed. The practical question is what a founder needs to

test demand and operate reliably from a chosen base.

This shift matters for more than regional pride. When every
ambitious graduate believes the only serious path is Kathmandu or
migration abroad, local economies lose talent before new firms
have a chance to form. A founder building in a secondary city

changes that calculation slightly: not by proving that every
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company can stay local, but by showing that growth does not

always need to begin in the capital.

Young founders regional business guide showing demand, delivery, finance a:

Guide illustration: Nepal Digest.
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Young founders face Kathmandu’s
network effects

The Valley remains Nepal’s dominant startup hub for obvious

reasons. Investors, ministries, national media, banks, universities,

major clients and professional services are concentrated there. A

founder in Kathmandu can attend a networking event in the
evening, meet a lawyer the next morning and visit a potential

enterprise customer without crossing the country.

These network effects compound. More startups attract more
employees, which attracts more investors and service providers,
which makes it easier for the next startup to begin. Secondary
cities are not competing with one company; they are competing

with an ecosystem accumulated over decades.

Why founders still choose to stay
elsewhere

Despite that imbalance, local founders often have advantages
outsiders underestimate. They understand customer behaviour

intimately, have family and community networks, know where

supply chains fail and can operate at lower cost than teams based

in the capital. A founder in Butwal may see a transport or
distribution problem more clearly than a Kathmandu company

designing from a spreadsheet.

5/24



This proximity to the problem is especially valuable in sectors
where trust and local relationships matter. Agriculture,
healthcare, education and small-business software rarely scale
only through advertising; they depend on knowing how users

actually behave.

Pokhara is more than tourism

Pokhara’s global identity is dominated by tourism, and that sector
remains a major source of business formation. But the city also
has universities, returning migrants, digital workers and a
growing professional class that creates demand for services
beyond hotels and trekking. Tourism can become a launch market

rather than the only market.

Young founders can test booking systems, food brands, mobility
services, adventure products, training businesses and digital tools
against a customer base that includes both local residents and
international visitors. The challenge is avoiding seasonality by

building products useful beyond peak travel months.

Chitwan and Bharatpur offer another kind
of base

Bharatpur sits at the intersection of agriculture, healthcare,
education and transport, creating a different entrepreneurial

environment from Pokhara or Kathmandu. Medical institutions
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generate demand for diagnostics, logistics, software and patient
services, while the surrounding agricultural economy creates
opportunities around cold chains, inputs, processing and market

aCcCess.

This mixture is useful because strong local companies often
emerge where several industries overlap. A founder does not need
to invent a completely new category; improving the connection

between existing systems can be valuable enough.

Biratnagar and the industrial tradition

Biratnagar has a longer industrial history than much of Nepal, and
that matters culturally. Families and institutions there already
understand manufacturing, trade and cross-border supply in ways
newer startup hubs may not. Young founders can therefore build
on an existing commercial vocabulary even when the technology

layer is new.

The opportunity is not limited to apps. Food processing, light
manufacturing, industrial services, warehousing and business
software can all benefit from founders who understand how

factories and traders actually operate.

Butwal and the corridor economy

Butwal’s location on major transport routes gives it another

advantage. Distribution, construction, education and regional
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commerce create demand that may not look glamorous to venture
investors but can support durable businesses. Founders there can
serve customers across Lumbini Province rather than treat one

municipality as the entire market.

This is a recurring pattern outside Kathmandu: the strongest
company may be the one that understands a regional corridor

rather than a single city.

Nepalgunj and western markets

Nepalgunj connects western Nepal with cross-border trade and
acts as a service centre for districts with very different geography
and income levels. Businesses dealing with transport, healthcare,
agricultural supply and retail distribution can use the city as a

regional base.

The difficulty is that investors and national networks often see
western markets as too far away. Young founders therefore spend
more time proving demand that local customers already

understand intuitively.

Dharan and education-led
entrepreneurship

Dharan’s educational and health institutions create a young
population and a steady flow of professional demand. Cities with

large student populations often produce small technology, food,
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creative and training businesses because young consumers are
willing to try new services and young founders can find

collaborators nearby.

The challenge is retention. Graduates frequently leave for
Kathmandu or abroad, draining the very talent pool that could

deepen the local ecosystem.

Digital infrastructure changed the
minimum viable city

Remote work, cloud software, digital payments and social media
have reduced the amount of physical infrastructure a founder
needs at the beginning. A small team can sell nationally,
communicate with suppliers and manage customers without
occupying a Kathmandu office. This does not eliminate geography,

but it lowers the penalty for being outside the capital.

Digital payments can help connect a customer and a business in
different places. Nepal Rastra Bank’s payment-systems
publications provide official context for the payment
infrastructure; they do not measure the success of any individual
startup. A customer no longer needs to be near the founder’s bank

branch or shop for the relationship to work.

9/24


https://www.nrb.org.np/departments/psd/
https://www.nrb.org.np/departments/psd/

Delivery networks matter just as much

E-commerce depends on physical logistics after the order is
placed. Secondary-city founders often discover that digital demand
is easier to create than reliable delivery. Address systems, last-
mile transport, returns and cash management remain uneven

outside the largest urban areas.

This creates both a problem and a business opportunity. The
companies that improve regional fulfilment infrastructure can
enable dozens of other businesses to sell beyond their immediate

neighbourhood.

The government is formalising startup
support

The Ministry of Industry, Commerce and Supplies publishes the
Startup Enterprise Loan Programme’s 2082 first-amendment
procedure, while IEDI’s notices document programme stages.
These are records of a support mechanism, not a guarantee that
an application is currently open or that a particular founder

qualifies. Check the current notice and procedure before acting.

The important question is implementation. Founders need clear
eligibility, predictable timelines and loan decisions based on

business viability rather than relationships or paperwork skills.
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Debt is not the same as venture capital

Startup loans can help companies that already understand their
revenue model, but debt is a difficult instrument for businesses
still searching for product-market fit. A founder who has not yet
found repeatable customers may be harmed by monthly

repayments before the company is ready.

Nepal therefore needs several kinds of capital: small grants for
experimentation, loans for businesses with cash flow, angel
investment for early growth and larger equity capital for

companies capable of scaling aggressively.

Local banks remain conservative for
understandable reasons

Banks are designed to protect deposits, not to gamble on

unproven young founders. They prefer collateral, established cash

flow and business histories that many young companies do not

possess. Complaining that banks are risk-averse does not solve the

mismatch.

Credit guarantees, specialised lending windows and better
financial reporting can help bridge the gap without asking banks

to abandon prudent lending altogether.
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Angel investors are still too concentrated

Many early-stage Nepali founders raise money through relatives,
diaspora contacts or a small circle of investors concentrated in
Kathmandu. Secondary-city founders may know fewer people who
understand startup risk, which means a company can stall before

anyone serious evaluates the business.

Regional angel networks would help, especially if successful local
business owners begin investing smaller amounts into new

ventures rather than only real estate or traditional trade.

The diaspora can become patient capital

Nepalis abroad often know their home districts well and may be
willing to invest where conventional funds see only a small
market. Diaspora investors can also provide technical advice,

customer introductions and export connections alongside money.

The risk is informal governance. Family trust is not a substitute for
shareholder agreements, reporting and clear decision rights once

a company starts growing.

Returning migrants bring more than
money

People returning from the Gulf, East Asia, Europe, Australia or

North America often bring process knowledge, service
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expectations and technical habits acquired abroad. Some of
Nepal’s strongest regional business opportunities may come from
people who understand both local customer behaviour and

another market’s operating standard.

Return should not be romanticised as easy entrepreneurship.
Savings can disappear quickly if the market is misunderstood, and

social prestige does not guarantee business competence.

Agriculture is one of the biggest local
opportunities

Outside Kathmandu, young founders are closer to farms, collection
centres and processing zones. This creates opportunities around
storage, grading, logistics, digital market information, farm inputs
and small-scale processing. The best businesses solve one
expensive friction rather than claiming to transform agriculture

broadly.

Farmers are cautious customers for good reason. A new product
must improve income or reduce risk clearly enough to justify

changing a practice that may already support the household.

Food processing can keep more value
locally

Raw agricultural products often leave a district with little

processing and return later as higher-value packaged goods.
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Regional founders can capture more value by drying, grading,

packaging or transforming local products closer to production.

This requires food safety, branding and distribution discipline. A
regional identity helps marketing only if quality remains

consistent.

Tourism businesses are becoming more
sophisticated

Outside the Valley, tourism founders are moving beyond
guesthouses into specialised guiding, adventure services, digital
booking, local experiences, food concepts and niche
accommodation. These businesses can create local employment
while encouraging visitors to stay longer and spend beyond the

obvious attractions.

Growth has to be managed carefully because tourism can raise
land prices, increase waste and reshape communities faster than

local infrastructure can adapt.

Healthcare creates durable local demand

Health services are one of the sectors where customers cannot
always travel to Kathmandu. Diagnostics, pharmacies,
telemedicine, rehabilitation and home care all have strong
regional demand. Young founders who understand regulation and

clinical responsibility can build businesses around access gaps
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without pretending technology replaces medical expertise.

Trust is the central asset. Healthcare startups fail quickly if
convenience becomes more important than accuracy or patient

safety.

Education remains a large regional
market

Families outside Kathmandu spend heavily on schooling, test
preparation, language training and digital learning. Founders can
build locally relevant education services around curriculum
support, vocational skills and teacher training rather than copying

generic online courses.

The stronger opportunity may be helping students succeed where
they already live instead of treating migration to the capital as the

default measure of ambition.

Local manufacturing deserves more
attention

Startup culture is often associated with software because software
scales cheaply, but Nepal also needs new manufacturers. Small
factories producing tools, furniture, food products, construction
materials or specialised components can create deeper local

employment than a small digital team.
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Manufacturing is harder because capital, electricity, quality
control and logistics matter immediately. It also creates
knowledge that compounds inside a region when suppliers and

skilled workers begin clustering.

Women founders face a different access
problem

Women entrepreneurs outside Kathmandu often confront barriers

around property ownership, collateral, mobility and social
expectations in addition to the ordinary difficulty of starting a
company. Family support can determine whether a woman has

time, capital and permission to travel or take business risk.

Programmes that celebrate women young founders without

addressing financing and care responsibilities remain symbolic.

Real inclusion requires access to assets and networks.

Young founders also need boring
professional services

A company can fail because contracts are weak, taxes are
misunderstood or financial records are chaotic. Secondary-city
founders often have less access to lawyers, accountants and

experienced managers who understand early-stage businesses.

These services are part of startup infrastructure even though they

attract little attention.
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Regional professional networks could improve survival rates as

much as another pitch competition.

Coworking spaces are useful, but not
enough

Coworking spaces can create community and lower office costs,
especially in cities where founders otherwise work alone. They
become valuable when they also host mentors, workshops and
introductions to customers. A room with desks and fast internet is

only the beginning.

The real product is network density: how quickly a founder can

find somebody who has already solved the next problem.

Universities should become startup
anchors

Secondary cities often contain campuses but weak links between
students and local industry. Universities can become startup
anchors by opening labs, supporting incubators, connecting
professors with businesses and making student projects visible to

employers.

This would also help retain graduates. Young people are more
likely to remain if they can see an ambitious professional

community around them.
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Municipalities can make entrepreneurship
easier without picking winners

Local governments do not need to become venture investors to
support young founders. Clear business registration, predictable
local fees, transparent procurement and reliable municipal data
can reduce friction substantially. Public spaces, internet access

and vocational partnerships also matter.

The strongest role for government is often creating a fair
environment rather than choosing which startup deserves to

become famous.

Public procurement could create first
customers

Many startups struggle less with technology than with finding an
early customer willing to take a risk. Municipalities and provincial
agencies could become test customers for local software, waste
solutions, mobility tools or data systems when procurement rules

allow responsible pilots.

Such programmes need transparency to avoid becoming disguised
favouritism. Small trials should be measured against clear

outcomes before expansion.
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Failure needs to become less socially
expensive

Entrepreneurship is difficult in cultures where business failure is
treated as personal irresponsibility rather than one possible
outcome of risk. Young founders may avoid experimentation
because family savings, social reputation and debt are all at stake

simultaneously.

Better bankruptcy norms, limited-liability understanding and
diversified financing can make productive failure less destructive

without excusing fraud or poor management.

Scaling from a secondary city is a
different problem

A company can start locally and still need Kathmandu later for
national sales, regulators or capital. This does not mean the
regional experiment failed. Headquarters, teams and markets do

not all need to be in the same place.

The useful question is which functions genuinely require the
capital and which can remain closer to customers or employees

elsewhere.
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Remote teams make hybrid geography
possible

Nepali startups increasingly use distributed teams, allowing a

founder in Pokhara to hire a developer in Dharan and work with a
designer in Kathmandu. This weakens the idea that one city must
contain every skill. It also expands employment access for people

unwilling or unable to relocate.

Distributed work requires strong management because
miscommunication becomes more expensive when informal office

coordination disappears.

Regional identity can become a brand
advantage

A founder outside Kathmandu can use place as part of the
company’s story when the product genuinely reflects local
expertise. Food, craft, tourism and agriculture are obvious
examples, but regional credibility can also matter in logistics,

language technology or education.

The brand works only when place contributes substance.
Customers eventually see through geographic storytelling

attached to generic products.
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What success should look like

The goal should not be to create a miniature Kathmandu startup
scene in every province. Different cities have different industries,
talent pools and market strengths. A healthy regional ecosystem

will look locally specific rather than copied.

Exports change the ceiling

Regional founders eventually encounter a simple limitation: local
markets are often too small to support rapid growth indefinitely.
Exporting services, software or specialised products can raise that
ceiling without requiring the company itself to move to
Kathmandu. Digital delivery makes this especially plausible for

design, software, education and business services.

Physical exports are harder because customs, logistics,
certification and scale matter immediately. Regional companies
need support understanding standards in destination markets
rather than being told vaguely to “go global.” Export readiness is

operational work, not motivational language.

Regulation should become predictable
before it becomes generous

Founders often ask government for incentives, but predictability
may be more valuable than another subsidy. Clear registration

rules, tax treatment, licensing and data requirements allow
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companies to plan, while sudden policy changes make investment

risky even when the nominal tax rate is low.

This is particularly important outside Kathmandu, where young
founders cannot visit ministries easily whenever a rule is unclear.
Digital government services and consistent interpretation across
offices can reduce a geographic disadvantage at relatively low

cost.

Founder wellbeing is part of business
resilience

Entrepreneurship is commonly marketed through energy and
optimism, which can make stress feel like personal weakness.
Founders carry payroll, debt, family expectations and the
possibility that years of work may fail. In smaller cities, the social
visibility of failure can make that pressure even stronger because

business and personal reputation overlap closely.

Mentor networks and peer communities are useful partly because

they normalise uncertainty. A founder who can discuss cash-flow

trouble or leadership mistakes early is more likely to address them

before the company reaches crisis.
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Local success should not mean permanent
locality

A company that begins in Pokhara or Biratnagar may eventually
open a Kathmandu office, hire abroad or sell internationally. That
does not invalidate the claim that regional entrepreneurship
matters. The point is not keeping every business geographically
fixed; it is ensuring strong ideas do not need to leave their place of

origin simply to be taken seriously.

Healthy regional ecosystems create companies with choices. Some
remain local, some become national and a few may become global,
but the first step no longer requires abandoning the city that

produced the founder.

That possibility matters because regional companies can create
more than founder wealth. They can retain skilled workers, create
local suppliers and give younger people a reason to imagine
ambitious careers without leaving immediately. One successful
firm will not transform a city, but several firms surviving for a
decade can begin changing what the local economy expects from

itself.

The shift is still early. Regional ecosystems remain thinner and
more fragile than Kathmandu’s. That is precisely why the

companies that survive there matter.
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Young founders should be able to examine more than two
choices: migrate abroad or move to Kathmandu. Building
beyond the Valley remains harder, but the infrastructure
around it is improving slowly. If finance, universities, local
government and digital networks continue catching up,
Nepal’s next important company may begin in a place the

national startup conversation barely notices today.

Related reading: Nepal Digest examines software work and client

delivery and businesses addressing everyday problems.
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