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1. Executive Summary

This plan sets out a Caravan / RV Tourism Business  in India — a small fleet of self-contained motorhomes and
caravans rented with or without a driver on curated drive routes, supported by a contracted network of overnight halts
with power, water and waste facilities.

This plan closes the travel vertical, and it should open with the observation that most Indian caravan
proposals avoid: everywhere else in the world, RV tourism rides on infrastructure that already exists. The
United States and Europe have tens of thousands of campgrounds with electrical hookups, potable water, and
— critically — sanitary dump stations, plus a settled legal and cultural position on where a motorhome may
park overnight. India has almost none of this. There is no campground network, no accepted overnight parking
regime, and essentially no black-water disposal infrastructure. A plan that imports American RV economics
into an Indian model is not being optimistic; it is describing a different country. The honest consequence is
that this business is not primarily a vehicle-rental company at all — the fleet is the visible asset, and the
network of places the vehicle is permitted to stop is the actual one.

The second point follows directly and is where the real work sits: the operator must build the halt network,
resort by resort, farm by farm. Tie-ups with resorts willing to sell a parking bay with a power point, farmstays
with land and water, petrol pumps on highway routes, and private landowners near destinations — each
negotiated individually, each requiring a relationship, and none of it purchasable with capital. This plan grows
the contracted network from 24 halts to 142, and measures the thing that determines whether a customer's trip actually
works: trips completed entirely within the contracted network, rising from 71% to 97%. A caravan business
whose customers are improvising where to sleep is not selling an experience; it is selling a problem with a bed
in it.

The third is the subject the category does not discuss and should: black water. A self-contained motorhome
generates sewage, and India has no meaningful network of authorised dump stations. The practical result
across the nascent Indian caravan industry is that waste is discharged where it should not be — at a roadside,
into a drain, on a hillside — and this is both an environmental offence and precisely the behaviour that will get
caravans banned from the destinations the category depends on. One widely circulated video of a motorhome
emptying its tank near a Himalayan stream would do more damage to this industry than any competitor. This
plan contracts disposal at authorised facilities into its halt network as a condition of every partnership, takes compliant
disposal from 62% to 100%, and reports environmental incidents openly.

And the fourth, stated plainly because a promoter should not be misled by enthusiasm: the addressable
market in India is currently narrow, and this plan models it that way. Demand is real, growing and genuinely
novel — but it is weekend-weighted, holiday-concentrated, drive-market bounded, and constrained by the fact
that many of the destinations customers most want are on hill roads a large vehicle cannot safely use.
Utilisation of 33% in Year 1 against a break-even of 46% is the entire Year-1 loss, and this business does not
become viable through better marketing; it becomes viable by filling midweek and shoulder-season days, which is
slow, unglamorous work.

This plan models a fleet requiring ₹5.00 crore (₹1.60 crore promoter + ₹2.60 crore vehicle finance + ₹80 lakh working
capital), moving from 8 vehicles, ₹1.52 crore revenue and a ₹51 lakh loss to 22 vehicles, ₹7.80 crore revenue
and ₹1.65 crore profit by Year 3. (Small-fleet Indian caravan operator — figures illustrative.)
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2. Business Description, Vision & Legal Structure

Concept: A caravan-tourism business built around a contracted halt network rather than around a fleet, operating only on
assessed-suitable routes, with waste disposal solved by contract rather than left to the customer.

Vision: To make the road usable for people who want to sleep on it — without leaving anything behind.

Mission: Build the halts before the fleet; assess every route before we offer it; contract authorised disposal at every stop;
never send a vehicle where it cannot safely turn; and fill the midweek days, because that is where this business lives or
dies.

Legal structure options

Private Limited — recommended: vehicle financing, commercial permits, partner contracting and passenger liability all
sit better in a company.
LLP — workable for a very small owner-operated fleet.
Proprietorship — unsuitable given ₹2.60 crore of vehicle finance and a passenger-carrying liability profile.

Regulatory anchor: the position is unsettled in ways that matter commercially, and a promoter should establish each item
locally before committing capital rather than assuming a national answer exists. Vehicle registration and classification
is the first question — whether a converted motorhome is registered as a private vehicle, a commercial
passenger vehicle or a caravan under the applicable state rules determines permits, road tax, insurance and
whether it may be rented at all. Several states have issued caravan or caravan-tourism policies with defined
vehicle standards and registration categories; several have not, and the difference is material to the model.
Then: commercial vehicle permits including interstate and national permits where routes cross state lines,
fitness certification, and drivers holding appropriate commercial licences with heavy-vehicle endorsement
where the vehicle's weight requires it; passenger and public liability insurance written for a rented living
space rather than a passenger vehicle; state tourism registration where a caravan scheme exists, which in
some states carries genuine benefits; FSSAI registration where food is provided; LPG safety compliance for on-
board cooking installations, which is a real fire risk in a confined moving space and is frequently uninspected;
and waste discharge, where the operator's exposure runs to environmental law and local pollution-control
rules — and where the absence of infrastructure is not a defence.

3. Promoter & Ownership

Led by a promoter with automotive, hospitality or destination-travel background. Three competences decide outcomes:
network patience, because the halt network is built one conversation at a time with resort owners and farmers who have
never been asked this before; utilisation discipline, since this is an asset business whose entire result is decided by how
many days the vehicle earns; and a willingness to say no to a route, which is difficult when a customer specifically wants
the hill destination the vehicle cannot safely reach. Ownership, equity & investor terms are editable inputs.

4. Market Analysis — India

Indian caravan tourism is at an early stage — visible, growing, generating disproportionate media attention relative to
its size, and supported by state tourism policies in several states. It is a real category with a narrow current base, and
this plan sizes it accordingly.

Demand drivers

Drive-market weekend travel from metros to destinations within six to eight hours — the volume base.
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Privacy and self-containment, which acquired durable appeal after the pandemic and has not fully receded.
Families with young children and elderly members, for whom hotel logistics are genuinely harder than a vehicle
they control.
State caravan policies in several states offering registration clarity and, in some cases, promotion.
Novelty and social visibility — real demand, and this plan treats it as a first-trip driver rather than as a retention
mechanism.

Market sizing (illustrative framing)

Layer Definition Indicative scale

TAM Indian drive-market leisure travel
Large — but caravan share of it is very small

today

SAM
Routes assessed RV-suitable with a contracted halt
network

Halt-network bounded, not demand
bounded

SOM (Yr
1–3)

Vehicles × 365 × utilisation × ADR 8 → 22 vehicles; utilisation 33% → 51%

The honest sizing of this market requires separating three things that Indian caravan enthusiasm tends to
merge: interest, intent and repeat. Interest is enormous — a caravan photographs well, the idea is appealing,
and enquiry volumes are flattering. Intent is much smaller: the price of a caravan night is comparable to a
good hotel room, the customer must drive or accept a driver in their space, and the practical questions about
bathrooms, power and where to stop deter a large proportion of enquirers once they are answered honestly.
Repeat is smaller still and is where the category's real size will eventually be settled. A first caravan trip is
bought as a novelty; a second is bought only if the first one worked — if the halts were where they were
promised, the vehicle was clean, the power held, and nobody spent an evening looking for somewhere to park.
This plan therefore treats repeat and referral, rising from 14% to 38%, as the number that will tell the promoter
whether this is a business or a phase — and 14% in Year 1 is deliberately modest, because a category with high
novelty appeal and thin infrastructure should be expected to convert poorly on repeat until the operational
experience is genuinely good. The strategic implication is that this business should not chase the interest, which
is cheap and abundant, but should over-invest in the first trip working, since the only durable demand in a
novelty category is the demand that survives the novelty wearing off.

5. Competition & Competitive Advantage

Landscape: a small number of organised caravan operators in a handful of states, individual owners renting privately
through listings, tempo-traveller and luxury-coach operators offering adjacent products, resorts adding a caravan or two as
an experience, and — the real competitor for most trips — a good hotel with a car, which is cheaper, simpler and has
a working bathroom.

The business's edge

A contracted halt network, which is the asset and cannot be replicated with capital alone.
Routes assessed for suitability before they are offered, not discovered by a customer on a hairpin.
Authorised waste disposal contracted into every halt, protecting both the environment and the category.
Turnaround discipline, since a caravan is a hotel room that must be fully reset between guests.
Utilisation management, which in an asset business is the whole result.
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The halt network is this business's only defensible asset, and understanding why takes a moment because the
fleet is what everybody looks at. Anybody with capital can buy a motorhome — the vehicles are available, the
conversions are outsourced, and a competitor with funding can match a fleet within months. What cannot be
bought quickly is a hundred and forty-two individually negotiated arrangements with resorts, farmstays, fuel
stations and landowners who have agreed to accept a caravan overnight, provide a power point and water,
and permit waste disposal at an authorised facility. Each of those agreements required somebody to visit,
explain a concept the partner had never encountered, negotiate a fee, resolve their concerns about noise and
mess, and then sustain the relationship after the first guest behaves badly. It is slow, it does not scale with
money, and it is what determines whether a customer's trip is a holiday or an ordeal. Three consequences shape
this plan. First, network before fleet — vehicles are added only where the halts to support them already exist,
which is why the fleet grows 8 to 22 rather than faster. Second, the network is a revenue line as well as a cost,
since halts can be sold to other operators and to private caravan owners once density justifies it — ancillary
revenue reaches ₹1.04 crore by Year 3. Third, partner relationships must be protected actively: a single guest who
leaves waste, plays music at midnight or damages a partner's property can end an arrangement that took
three visits to secure, which is why guest conduct briefing and a partner-complaint log are operational
disciplines rather than courtesies, and environmental incidents fall from seven to one.

6. Fleet, Routes & the Vehicle-Size Question

Element Position Why

Vehicle size
Constrained by route, not by
ambition

Hill roads customers want cannot take a large
RV

Driver-provided trips 84% → 68% of trips
Most Indian customers cannot drive one; self-

drive grows slowly

Self-drive with orientation Growing minority Higher margin; requires screening and training

Curated route packages Halt network pre-booked The product — not the vehicle

Halt network access sold to third parties Ancillary revenue Monetises the asset beyond own fleet

Routes offered without suitability
assessment

NIL — by policy
A vehicle that cannot turn is a stranded

customer

Waste discharge outside an
authorised facility

NIL — by policy It would get the category banned

Vehicle size is the decision that most often goes wrong in Indian caravan ventures, and it goes wrong because
the impressive answer and the correct answer point in opposite directions. A large American-style motorhome
is what customers picture, photographs beautifully, and justifies a higher rate. It also cannot negotiate the
roads to most of the destinations Indian customers actually want. Hill routes to Himachal, Uttarakhand, the
Nilgiris and the Western Ghats — which is where the demand is — involve gradients, hairpins, narrow single-
lane sections, low overhangs and village streets where a long-wheelbase vehicle simply cannot turn. An
operator who buys the impressive vehicle discovers that half the routes in the brochure are unusable, that a
driver has to reverse three kilometres on a mountain road with guests aboard, and that recovery of a stuck
vehicle in a hill district is expensive and slow. The correct approach is unglamorous: vehicle specification derived
from route survey rather than from aspiration, meaning smaller and more manoeuvrable units for hill circuits
and larger units reserved for highway and plains routes where they can actually operate. Every route is
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physically driven and assessed before it is offered — 100% of routes, without exception — including turning
points, overnight halt access, gradient, overhead clearance and monsoon condition. And a route the fleet
cannot safely serve is declined rather than attempted with a caveat, because the customer who was warned is
still the customer whose holiday ended at a turning circle.

7. Go-to-Market — Filling the Midweek

Acquisition

Drive-market digital targeting metros within range of the assessed routes.
Visual and social content, which this category generates naturally and cheaply.
Resort and destination partnerships, where the halt partner also becomes a referral source.
Corporate offsites and small-group travel, which use midweek capacity leisure demand does not.

The utilisation problem

Midweek and shoulder-season pricing designed as a different product rather than as a discount.
Long-duration rentals — a week-long trip fills days a weekend cannot.
Film, production and event hire, which is genuinely midweek and pays well.
Static placement at partner resorts during the deepest lean weeks, earning something rather than standing idle.

Weekend and holiday travel accounts for 68% of rental days in Year 1, and reducing that to 54% is the single
most valuable commercial movement in this plan. A vehicle that only earns on weekends and holidays cannot
service its own finance — the arithmetic is not close — and no amount of rate increase substitutes for the
days it stands still. Every midweek initiative in this plan is worth more than an equivalent effort on peak-
season pricing.

8. Operations Plan (assess, contract, dispatch, turn around, dispose)

Route assessment: every route physically driven before offering — gradient, hairpins, overhead clearance,
turning points, halt access and monsoon condition.

Halt contracting: partners signed with power, water and authorised waste-disposal arrangements as a
condition rather than an afterthought.

Vehicle preparation: full reset between guests — a caravan is a hotel room that has been driven, and
turnaround quality drives the review.

Driver deployment: commercially licensed drivers with route familiarity and hill experience, with driver hours
enforced because the vehicle is heavy and the roads are unforgiving.

Guest orientation: systems briefing on power, water, waste and gas — including what must not be done with the
waste tank, stated explicitly rather than implied.

Waste management: disposal only at authorised facilities contracted into the halt network, verified by log
rather than assumed.

Maintenance: chassis, habitation systems, LPG installation and electrical checked on a schedule; damage assessed
and recorded per rental.

Utilisation management: midweek, long-duration, production hire and static placement worked
deliberately, because idle days are the entire risk.
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Control points

Area Activity Control point

The whole result Utilisation vs break-even utilisation 33% vs 46% → 51% vs 37%

The real asset Contracted overnight halts in the network 24 → 68 → 142

Whether the trip works Trips completed entirely within the network 71% → 89% → 97%

The subject nobody discusses Black-water disposal at an authorised facility 62% → 91% → 100%

Protecting the network Environmental incidents / partner complaints 7 → 3 → 1

The utilisation problem Weekend & holiday share of rental days 68% → 61% → 54%

Asset condition Damage cost per rental day / routes assessed ₹1,180 → ₹610 / 100%

Waste disposal deserves the most direct treatment in this plan because it is the risk that could remove the
category's operating environment entirely, and because the industry's current practice is not defensible. A
self-contained motorhome produces grey water and black water. Grey water is a nuisance; black water is
sewage. India has effectively no network of authorised dump stations, and the practical consequence — widely
understood within the nascent industry and rarely stated — is that tanks are emptied where they should not
be: at roadsides, into storm drains, onto agricultural land, and in the worst cases near watercourses at exactly
the hill destinations the category depends on. This is an offence under environmental and pollution-control
rules, and the absence of infrastructure is not a defence. It is also, commercially, the single largest threat to
this business — not because of the fine, but because one widely shared video of a caravan discharging near a
Himalayan stream would produce local bans, hostile district administrations and a reputational position from
which the whole category would struggle to recover. The operators cutting this corner are not merely risking
their own licences; they are spending an industry's future. This plan's response is contractual and verified. Every
halt partnership includes an authorised disposal arrangement as a condition of the tie-up, whether that is a
connection to the partner's own septic system with their written consent, a municipal facility, or a contracted
tanker service. Disposal is logged per trip and reconciled against tank capacity and trip duration, so a
discharge that did not happen at an authorised point is visible rather than assumed. Guests are briefed
explicitly on what must not be done, in plain language rather than in a manual. And compliant disposal is
reported as a headline operating metric — 62% to 100% — rather than buried, because a category this young
is judged collectively and this business's interest is in the standard rising everywhere.

9. Registration, Permits & Compliance (India)

Vehicle registration and classification established locally before capital is committed — whether a
converted motorhome registers as private, commercial passenger or caravan under the applicable state
rules determines permits, road tax, insurance and whether it may be rented at all; several states have
caravan policies and several do not.

Commercial vehicle permits including interstate and national permits where routes cross state lines; fitness
certification; drivers with appropriate commercial licences and heavy-vehicle endorsement where weight
requires it.

Passenger and public liability insurance written for a rented living space, not merely as a passenger vehicle
policy.
State tourism registration where a caravan scheme exists, which in some states carries real benefits.
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LPG safety compliance for on-board cooking — a genuine fire risk in a confined moving space, and
frequently uninspected in this industry.

Waste discharge compliance under environmental and pollution-control rules — the absence of
infrastructure is not a defence.

FSSAI registration where food is provided; potable-water sourcing verified at halts.
Written guest terms covering damage, waste obligations, permitted routes and driver conditions.

10. Organisation & Manpower Plan

Role Yr 1 Yr 2 Yr 3

Promoter / managing director 1 1 2

Drivers (commercially licensed, hill-experienced) 12 20 30

Turnaround, cleaning & preparation 6 10 15

Maintenance & workshop 4 6 9

Bookings & customer service 4 6 9

Finance & admin 3 4 6

Halt network & partnerships 2 3 4

Marketing 2 3 4

Total 34 53 79

Two of thirty-four people in Year 1 build the halt network, and they are the most important hires in the plan.
Their work is not sales — it is persuading resort owners, farmers and fuel-station proprietors to accept
something they have never accommodated, negotiating a fee, addressing concerns about noise, mess and
liability, and then maintaining the relationship through the first guest who behaves badly. A hundred and
forty-two halts is a hundred and forty-two of those conversations, and it is the only part of this business a
funded competitor cannot compress. Note also the driver ratio: twelve drivers to eight vehicles reflects that
most trips are driver-provided, that hill routes require rested drivers, and that driver hours cannot be
stretched on roads where the consequence of fatigue is not a delay.

11. Implementation Timeline & Milestones

Phase Timeline Milestone

Setup Month 0–6
Registration category established with the RTO, first 24 halts contracted with authorised disposal, routes
physically assessed, fleet acquired and converted, LPG and safety certification, drivers recruited

Launch
Month
6–12

8 vehicles; ₹1.52cr revenue, ₹51L loss; utilisation 33% against break-even 46%; network trips 71%; compliant
disposal 62%

Build Year 2
14 vehicles, 68 halts; utilisation 43% against break-even 41%; weekend share down to 61%; compliant
disposal 91%; ₹3.82cr revenue, ₹34L profit

Scale Year 3
22 vehicles, 142 halts; ₹7.80cr revenue, ₹1.65cr profit; utilisation 51% against break-even 37%;
network trips 97%; compliant disposal 100%; environmental incidents down to 1; repeat 38%
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12. Financial Plan (Illustrative)

All figures are illustrative model assumptions for an Indian context, shown so the promoter can replace them with live rates.

Utilisation and the halt network are the levers; fleet size is not one, because an idle vehicle costs the same as

a busy one.

12.1 Project cost & means of finance

Capital requirement ₹

RV fleet acquisition & conversion (8 vehicles) 3,20,00,000

Initial operating losses 40,00,000

Base depot, servicing bay & turnaround facility 34,00,000

Launch marketing & brand 28,00,000

Halt network development & partner retainers 26,00,000

Working capital & pre-operative 22,00,000

Permits, insurance, registrations & legal 16,00,000

Technology (booking, telematics, route planning) 14,00,000

Total project cost 5,00,00,000

Promoter contribution 1,60,00,000

Vehicle finance / term loan 2,60,00,000

Working-capital facility 80,00,000

12.2 Projected Profit & Loss (3 years)

Particulars Year 1 Year 2 Year 3

Fleet (vehicles) / contracted halts 8 / 24 14 / 68 22 / 142

Rental revenue 1,30,00,000 3,30,00,000 6,76,00,000

Curated routes, experiences & halt-network access 22,00,000 52,00,000 1,04,00,000

Total revenue 1,52,00,000 3,82,00,000 7,80,00,000

Salaries (drivers, turnaround, workshop, ops) 46,00,000 82,00,000 1,58,00,000

Depreciation (fleet) 36,00,000 58,00,000 1,12,00,000

Finance cost (vehicle finance interest) 24,00,000 38,00,000 52,00,000

Maintenance, damage & refurbishment 22,00,000 42,00,000 82,00,000

Marketing & bookings 20,00,000 34,00,000 56,00,000

Vehicle running (fuel, tolls, consumables) 18,00,000 32,00,000 58,00,000

Halt network (site fees, retainers, disposal contracts) 14,00,000 24,00,000 38,00,000

Insurance (vehicle, passenger, liability) 9,00,000 16,00,000 26,00,000
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Admin, permits & compliance 8,00,000 13,00,000 20,00,000

Depot rent & utilities 6,00,000 9,00,000 13,00,000

Total expenses 2,03,00,000 3,48,00,000 6,15,00,000

Net profit / (loss) before tax (51,00,000) 34,00,000 1,65,00,000

Net margin (33.6%) 8.9% 21.2%

FLEET UTILISATION 33% 43% 51%

— BREAK-EVEN UTILISATION (the comparison that explains
Year 1)

46% 41% 37%

Average daily rate / revenue per available vehicle-day
₹13,500 /

₹4,455
₹15,000 /

₹6,450
₹16,500 /

₹8,415

WEEKEND & HOLIDAY SHARE OF RENTAL DAYS 68% 61% 54%

CONTRACTED OVERNIGHT HALTS (the real asset) 24 68 142

Trips completed entirely within the contracted network 71% 89% 97%

BLACK-WATER DISPOSAL AT AN AUTHORISED FACILITY 62% 91% 100%

Environmental incidents / halt-partner complaints 7 3 1

Routes assessed for suitability before being offered 100% 100% 100%

Driver-provided trips / damage cost per rental day 84% / ₹1,180 76% / ₹840 68% / ₹610

Repeat & referral share of bookings (does the novelty
survive?)

14% 26% 38%

12.3 Unit economics & break-even

Utilisation of 33% against a break-even of 46% is the entire Year-1 loss, expressed in one comparison. This
business does not become viable through better marketing or higher rates; it becomes viable by earning
on days the vehicle currently stands still.

Weekend and holiday concentration at 68% is the structural problem — a vehicle earning only on weekends
cannot service its own finance, and no rate increase substitutes for idle days.

Depreciation and finance together are 39% of Year-1 revenue, which is what an asset business looks like at low
utilisation: the fleet costs the same whether it moves or not.

The halt network is a cost that becomes a revenue line — ₹14 lakh of spend in Year 1 against ₹1.04 crore of route
and network revenue by Year 3, once density allows access to be sold beyond the own fleet.

Break-even: Year 2. The binding constraint is halt-network coverage rather than capital — vehicles added
ahead of halts simply lower utilisation.

12.4 Projected Cash Flow — Year 1 (quarterly, illustrative, seasonal)

Particulars (₹) Q1 PEAK Q2 Q3 monsoon lean Q4 PEAK

Opening balance 46,00,000 38,00,000 26,00,000 12,00,000

Collections 52,00,000 44,00,000 24,00,000 48,00,000

Salaries, EMI, running, maintenance, halts & overheads 60,00,000 56,00,000 38,00,000 46,00,000
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Closing balance 38,00,000 26,00,000 12,00,000 14,00,000

The cash structure is the harshest of the three asset-owning positions in this library's travel and hospitality
plans, and the reason is that the asset moves. A homestay in a lean quarter earns little but sits still and costs
relatively little to hold. A caravan in a lean quarter earns little, and its EMI, insurance, depreciation, parking,
and — critically — its drivers continue regardless. Q3 collects ₹24 lakh against ₹38 lakh of outgoings, and the
monsoon lean is not a soft patch but a period when hill routes are genuinely unsafe and the fleet should not
be running. Three exposures follow. First, vehicle finance EMIs are fixed and monthly while revenue is seasonal
and weekend-weighted, which is a mismatch a flat repayment schedule makes worse. Second, the fleet
depreciates on a thin resale market: a converted motorhome is a specialised asset with few buyers in India, so
the security value a lender assumes may not be realisable at the speed a default would require. Third, damage
is a real and recurring line — ₹1,180 per rental day in Year 1 — because guests are living in the asset, and a
caravan returns in a condition a car never does. The controls: vehicle finance structured with seasonally
weighted repayment where the lender will accept it; static placement and production hire pursued specifically
to earn something in the lean quarter; damage deposits and documented pre-and-post inspection on every
rental; and — the discipline that matters most — fleet expansion paced strictly behind halt-network coverage
and demonstrated utilisation, because a vehicle bought ahead of the demand to fill it is an EMI with wheels.

12.5 Key Performance Indicators to Monitor

The whole result: utilisation against break-even utilisation; revenue per available vehicle-day; weekend
versus midweek day mix; idle days by vehicle.

The real asset: contracted halts; trips completed within network; halt-partner retention; network access
sold to third parties.

Licence to operate: compliant black-water disposal; environmental incidents; halt-partner complaints;
routes assessed before offering.

Asset condition & demand quality: damage cost per rental day; maintenance downtime; repeat and referral share;
driver-provided versus self-drive mix.

13. Funding Requirement & Bankability

Total ask: ₹2.60 crore vehicle finance plus an ₹80 lakh working-capital facility against ₹1.60 crore promoter
contribution. Four points, and a lender should weigh the second carefully. First, this is asset-backed lending in form —
the fleet is real, registered and insurable, and vehicle-finance structures apply straightforwardly. Second, and
importantly: the resale market for converted motorhomes in India is thin, so the security is less liquid than a
standard commercial-vehicle exposure. A repossessed caravan is a specialised asset with few buyers, and
recovery values should be assumed conservatively rather than benchmarked against light commercial
vehicles. Third, the most useful diagnostic in this category: ask for utilisation against break-even utilisation,
and ask how many contracted overnight halts exist. Fleet size tells a lender nothing — an operator with
twenty vehicles and eleven halts has bought depreciation, while one with eight vehicles and a real network
has built a business. Utilisation below break-even is not a start-up phase in this model; it is the model failing.
Fourth, structure repayment around the season: revenue is weekend-weighted and monsoon-suppressed, and
a flat monthly EMI against a seasonally concentrated income stream creates default risk unrelated to whether
the business is sound. A final note in fairness to the borrower: this is a nascent category in India, and a
lender should read the plan's own modesty — 33% utilisation, 14% repeat in Year 1 — as candour rather than
weakness, since proposals in this space more often assume American utilisation rates that the Indian
infrastructure cannot yet support.
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13.1 Funding utilisation

Use of funds ₹ % of total

RV fleet acquisition & conversion (8 vehicles) 3,20,00,000 64.0%

Initial operating losses 40,00,000 8.0%

Base depot, servicing bay & turnaround facility 34,00,000 6.8%

Launch marketing & brand 28,00,000 5.6%

Halt network development & partner retainers 26,00,000 5.2%

Working capital & pre-operative 22,00,000 4.4%

Permits, insurance, registrations & legal 16,00,000 3.2%

Technology (booking, telematics, route planning) 14,00,000 2.8%

Total 5,00,00,000 100%

14. Risk Analysis & Mitigation

Risk Mitigation

The
infrastructure
does not exist

SETS THIS PLAN'S GOVERNING CONVENTION AND CLOSES THE TRAVEL VERTICAL WITH THE
OBSERVATION MOST INDIAN CARAVAN PROPOSALS AVOID: EVERYWHERE ELSE, RV TOURISM RIDES
ON INFRASTRUCTURE THAT ALREADY EXISTS — TENS OF THOUSANDS OF CAMPGROUNDS WITH
HOOKUPS, POTABLE WATER AND SANITARY DUMP STATIONS, PLUS A SETTLED POSITION ON
WHERE A MOTORHOME MAY PARK OVERNIGHT. INDIA HAS ALMOST NONE OF THIS. A PLAN THAT
IMPORTS AMERICAN RV ECONOMICS IS NOT BEING OPTIMISTIC; IT IS DESCRIBING A DIFFERENT
COUNTRY — SO THIS IS NOT PRIMARILY A VEHICLE-RENTAL COMPANY: THE FLEET IS THE VISIBLE
ASSET AND THE NETWORK OF PLACES THE VEHICLE MAY STOP IS THE ACTUAL ONE  → halts
contracted before vehicles are added (24→68→142; trips completed within network 71%→97%), because A
CARAVAN BUSINESS WHOSE CUSTOMERS ARE IMPROVISING WHERE TO SLEEP IS NOT SELLING AN
EXPERIENCE; IT IS SELLING A PROBLEM WITH A BED IN IT
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Black water —
the subject the
category does
not discuss

A SELF-CONTAINED MOTORHOME PRODUCES SEWAGE, AND INDIA HAS EFFECTIVELY NO
AUTHORISED DUMP-STATION NETWORK. THE PRACTICAL CONSEQUENCE, WIDELY UNDERSTOOD
WITHIN THE INDUSTRY AND RARELY STATED, IS THAT TANKS ARE EMPTIED WHERE THEY SHOULD
NOT BE — ROADSIDES, STORM DRAINS, AGRICULTURAL LAND, AND IN THE WORST CASES NEAR
WATERCOURSES AT EXACTLY THE HILL DESTINATIONS THE CATEGORY DEPENDS ON. IT IS AN
OFFENCE UNDER ENVIRONMENTAL AND POLLUTION-CONTROL RULES AND THE ABSENCE OF
INFRASTRUCTURE IS NOT A DEFENCE. COMMERCIALLY IT IS THE SINGLE LARGEST THREAT — NOT
THE FINE, BUT THAT ONE WIDELY SHARED VIDEO OF A CARAVAN DISCHARGING NEAR A
HIMALAYAN STREAM WOULD PRODUCE LOCAL BANS, HOSTILE DISTRICT ADMINISTRATIONS AND A
POSITION FROM WHICH THE WHOLE CATEGORY WOULD STRUGGLE TO RECOVER. THE OPERATORS
CUTTING THIS CORNER ARE NOT MERELY RISKING THEIR OWN LICENCES; THEY ARE SPENDING AN
INDUSTRY'S FUTURE → authorised disposal contracted into EVERY halt partnership as a condition; disposal
logged per trip and RECONCILED AGAINST TANK CAPACITY AND TRIP DURATION SO A DISCHARGE
THAT DID NOT HAPPEN AT AN AUTHORISED POINT IS VISIBLE RATHER THAN ASSUMED ; guests
briefed explicitly in plain language; and compliance reported as a headline metric (62%→91%→100%),
BECAUSE A CATEGORY THIS YOUNG IS JUDGED COLLECTIVELY AND THIS BUSINESS'S INTEREST IS IN
THE STANDARD RISING EVERYWHERE

The halt network
is the only
defensible asset

ANYBODY WITH CAPITAL CAN BUY A MOTORHOME — VEHICLES ARE AVAILABLE, CONVERSIONS ARE
OUTSOURCED, AND A FUNDED COMPETITOR CAN MATCH A FLEET WITHIN MONTHS. WHAT CANNOT
BE BOUGHT QUICKLY IS A HUNDRED AND FORTY-TWO INDIVIDUALLY NEGOTIATED ARRANGEMENTS
WITH RESORTS, FARMSTAYS, FUEL STATIONS AND LANDOWNERS WHO HAVE AGREED TO ACCEPT A
CARAVAN OVERNIGHT, PROVIDE POWER AND WATER, AND PERMIT AUTHORISED DISPOSAL — EACH
REQUIRING SOMEBODY TO VISIT, EXPLAIN A CONCEPT THE PARTNER HAS NEVER ENCOUNTERED,
NEGOTIATE A FEE, RESOLVE CONCERNS ABOUT NOISE AND MESS, AND SUSTAIN THE RELATIONSHIP
AFTER THE FIRST GUEST BEHAVES BADLY → network before fleet (which is why vehicles grow 8→22 rather
than faster); network monetised beyond own fleet (₹1.04cr by Y3); and partner relationships protected actively,
since A SINGLE GUEST WHO LEAVES WASTE, PLAYS MUSIC AT MIDNIGHT OR DAMAGES PROPERTY
CAN END AN ARRANGEMENT THAT TOOK THREE VISITS TO SECURE  (incidents 7→1)

Vehicle size —
the impressive
answer and the
correct one point
opposite ways

A LARGE AMERICAN-STYLE MOTORHOME IS WHAT CUSTOMERS PICTURE, PHOTOGRAPHS
BEAUTIFULLY AND JUSTIFIES A HIGHER RATE — AND CANNOT NEGOTIATE THE ROADS TO MOST
DESTINATIONS INDIAN CUSTOMERS ACTUALLY WANT. HILL ROUTES TO HIMACHAL, UTTARAKHAND,
THE NILGIRIS AND THE WESTERN GHATS INVOLVE GRADIENTS, HAIRPINS, NARROW SINGLE-LANE
SECTIONS, LOW OVERHANGS AND VILLAGE STREETS WHERE A LONG-WHEELBASE VEHICLE CANNOT
TURN. THE OPERATOR WHO BUYS THE IMPRESSIVE VEHICLE DISCOVERS THAT HALF THE
BROCHURE IS UNUSABLE, THAT A DRIVER MUST REVERSE THREE KILOMETRES ON A MOUNTAIN
ROAD WITH GUESTS ABOARD, AND THAT RECOVERY IN A HILL DISTRICT IS EXPENSIVE AND SLOW  →
specification derived from route survey rather than aspiration; every route physically driven and assessed
before offering (100%), covering turning points, halt access, gradient, overhead clearance and monsoon
condition; and unsuitable routes DECLINED rather than attempted with a caveat, because THE CUSTOMER
WHO WAS WARNED IS STILL THE CUSTOMER WHOSE HOLIDAY ENDED AT A TURNING CIRCLE

Utilisation is the
whole result

33% AGAINST A BREAK-EVEN OF 46% IS THE ENTIRE YEAR-1 LOSS EXPRESSED IN ONE
COMPARISON, AND THIS BUSINESS DOES NOT BECOME VIABLE THROUGH BETTER MARKETING OR
HIGHER RATES — IT BECOMES VIABLE BY EARNING ON DAYS THE VEHICLE CURRENTLY STANDS
STILL. WEEKEND AND HOLIDAY CONCENTRATION AT 68% IS THE STRUCTURAL PROBLEM: A VEHICLE
EARNING ONLY ON WEEKENDS CANNOT SERVICE ITS OWN FINANCE, AND NO RATE INCREASE
SUBSTITUTES FOR IDLE DAYS → midweek priced as a different product rather than discounted; long-
duration rentals; film and production hire (genuinely midweek and pays well); static placement at partner
resorts in the deepest lean weeks; weekend share 68%→54%, EVERY MIDWEEK INITIATIVE BEING WORTH
MORE THAN AN EQUIVALENT EFFORT ON PEAK PRICING
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Interest, intent
and repeat are
three different
things

INTEREST IS ENORMOUS — A CARAVAN PHOTOGRAPHS WELL AND ENQUIRY VOLUMES ARE
FLATTERING. INTENT IS MUCH SMALLER, SINCE A CARAVAN NIGHT COSTS ABOUT WHAT A GOOD
HOTEL ROOM DOES, THE CUSTOMER MUST DRIVE OR ACCEPT A DRIVER IN THEIR SPACE, AND
PRACTICAL QUESTIONS ABOUT BATHROOMS, POWER AND WHERE TO STOP DETER MANY
ENQUIRERS ONCE ANSWERED HONESTLY. REPEAT IS SMALLER STILL AND IS WHERE THE
CATEGORY'S REAL SIZE WILL BE SETTLED — A FIRST TRIP IS BOUGHT AS A NOVELTY; A SECOND
ONLY IF THE FIRST WORKED → repeat and referral 14%→38% treated as THE NUMBER THAT WILL TELL
THE PROMOTER WHETHER THIS IS A BUSINESS OR A PHASE , with 14% deliberately modest in Year 1;
and the strategy is to OVER-INVEST IN THE FIRST TRIP WORKING RATHER THAN CHASE THE INTEREST,
SINCE THE ONLY DURABLE DEMAND IN A NOVELTY CATEGORY IS THE DEMAND THAT SURVIVES THE
NOVELTY WEARING OFF

Regulatory
uncertainty &
safety

VEHICLE REGISTRATION AND CLASSIFICATION MUST BE ESTABLISHED LOCALLY BEFORE CAPITAL IS
COMMITTED — WHETHER A CONVERTED MOTORHOME REGISTERS AS PRIVATE, COMMERCIAL
PASSENGER OR CARAVAN DETERMINES PERMITS, ROAD TAX, INSURANCE AND WHETHER IT MAY BE
RENTED AT ALL, AND SEVERAL STATES HAVE CARAVAN POLICIES WHILE SEVERAL DO NOT  →
established per state before deployment; interstate and national permits; commercial licences with heavy-
vehicle endorsement where weight requires; LPG SAFETY COMPLIANCE FOR ON-BOARD COOKING, A
GENUINE FIRE RISK IN A CONFINED MOVING SPACE AND FREQUENTLY UNINSPECTED IN THIS
INDUSTRY; passenger and public liability written for a rented LIVING SPACE rather than a passenger vehicle;
driver hours enforced, BECAUSE THE VEHICLE IS HEAVY AND THE ROADS ARE UNFORGIVING

Thin resale market
& damage

A CONVERTED MOTORHOME IS A SPECIALISED ASSET WITH FEW BUYERS IN INDIA, SO THE
SECURITY VALUE A LENDER ASSUMES MAY NOT BE REALISABLE AT THE SPEED A DEFAULT WOULD
REQUIRE → conservative depreciation modelled (39% of Y1 revenue in depreciation and finance combined);
and DAMAGE IS A REAL RECURRING LINE AT ₹1,180 PER RENTAL DAY BECAUSE GUESTS ARE LIVING
IN THE ASSET, AND A CARAVAN RETURNS IN A CONDITION A CAR NEVER DOES  → deposits,
documented pre-and-post inspection every rental, damage cost tracked to ₹610

15. SWOT Analysis

Strengths

A contracted halt network that capital alone cannot
replicate; routes assessed before they are offered;
authorised waste disposal contracted into every
partnership, protecting both the business and the
category; vehicle specification derived from route survey;
network monetised beyond the own fleet.

Weaknesses

Utilisation of 33% against a 46% break-even — the entire
Year-1 loss; 68% of days concentrated in weekends and
holidays; depreciation and finance at 39% of Year-1
revenue on an asset that costs the same idle; thin resale
market; repeat unproven at 14%.

Opportunities

Drive-market weekend demand from metros within range;
state caravan policies offering registration clarity and
promotion; privacy and self-containment retaining post-
pandemic appeal; midweek film, production and corporate
hire; halt-network access saleable to other operators and
private owners.

Threats

A category-wide reputational event over waste
discharge producing local bans; a good hotel with a car —
cheaper, simpler, working bathroom; hill-route restrictions
or district-level prohibitions; funded competitors matching
the fleet; monsoon and seasonal suppression against fixed
EMIs.

16. Recommended AiSevak Tools for This Business

This caravan operator would use AiSevak's Travel vertical tools in operations:
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The whole result: utilisation-versus-break-even dashboard by vehicle, revenue per available vehicle-day,
weekend-versus-midweek day mix, idle-day analysis.

The real asset: halt-network register with power, water and authorised-disposal status per partner, trips-
completed-within-network tracking, partner complaint and retention log, network-access sales to third
parties.

Licence to operate: black-water disposal log reconciled against tank capacity and trip duration,
environmental incident register, route suitability assessment record with turning points and clearances.

Fleet: telematics and driver-hour monitoring, maintenance schedule by system (chassis, habitation, LPG, electrical),
damage cost per rental day with pre-and-post inspection capture.

Demand quality: repeat and referral tracking, enquiry-to-booking conversion after honest disclosure, midweek
initiative performance, static-placement and production-hire pipeline.

17. Key Assumptions & Notes

Caravan / RV tourism business: small fleet of self-contained motorhomes and caravans rented with or without driver on
curated drive routes, supported by a contracted network of overnight halts with power, water and authorised waste
facilities. ⭐  ELEVENTH PLAN IN THE TRAVEL VERTICAL — ASSET-OWNING SUB-MODEL, AND CLOSES THE
VERTICAL AT 11/11.

⚠ GOVERNING CONVENTION FOR THE CARAVAN SUB-MODEL, SET HERE: (a) THE INFRASTRUCTURE DOES
NOT EXIST — EVERYWHERE ELSE RV TOURISM RIDES ON CAMPGROUNDS, HOOKUPS AND DUMP STATIONS
THAT INDIA LACKS, SO IMPORTING AMERICAN RV ECONOMICS DESCRIBES A DIFFERENT COUNTRY. (b) THE
HALT NETWORK IS THE ONLY DEFENSIBLE ASSET; THE FLEET IS THE VISIBLE ONE AND CAN BE MATCHED
WITH CAPITAL IN MONTHS. (c) BLACK WATER IS THE SUBJECT THE CATEGORY DOES NOT DISCUSS AND THE
RISK MOST CAPABLE OF REMOVING ITS OPERATING ENVIRONMENT. (d) VEHICLE SIZE IS CONSTRAINED BY
ROUTE, NOT BY AMBITION — THE IMPRESSIVE ANSWER AND THE CORRECT ONE POINT IN OPPOSITE
DIRECTIONS. (e) UTILISATION IS THE WHOLE RESULT, AND INTEREST, INTENT AND REPEAT ARE THREE
DIFFERENT THINGS.

ON HONEST SIZING: THIS PLAN DELIBERATELY MODELS A NARROW ADDRESSABLE MARKET — 33%
UTILISATION AND 14% REPEAT IN YEAR 1 — BECAUSE PROPOSALS IN THIS SPACE MORE OFTEN ASSUME
UTILISATION RATES THE INDIAN INFRASTRUCTURE CANNOT YET SUPPORT. DEMAND IS REAL, GROWING
AND GENUINELY NOVEL, BUT IT IS WEEKEND-WEIGHTED, HOLIDAY-CONCENTRATED, DRIVE-MARKET
BOUNDED, AND CONSTRAINED BY HILL ROADS A LARGE VEHICLE CANNOT SAFELY USE. THE CATEGORY'S
REAL SIZE WILL BE SETTLED BY REPEAT, NOT BY ENQUIRY VOLUME — A FIRST TRIP IS BOUGHT AS A
NOVELTY AND A SECOND ONLY IF THE FIRST ONE WORKED → over-invest in the first trip working rather than
chasing interest, since THE ONLY DURABLE DEMAND IN A NOVELTY CATEGORY IS THE DEMAND THAT
SURVIVES THE NOVELTY WEARING OFF.

ON WASTE, STATED DIRECTLY BECAUSE THE INDUSTRY'S CURRENT PRACTICE IS NOT DEFENSIBLE: TANKS
ARE EMPTIED WHERE THEY SHOULD NOT BE, THIS IS AN OFFENCE, THE ABSENCE OF INFRASTRUCTURE IS
NOT A DEFENCE, AND ONE WIDELY SHARED VIDEO OF A CARAVAN DISCHARGING NEAR A HIMALAYAN
STREAM WOULD DO MORE DAMAGE TO THIS INDUSTRY THAN ANY COMPETITOR — THE OPERATORS
CUTTING THIS CORNER ARE SPENDING AN INDUSTRY'S FUTURE → authorised disposal contracted into every halt,
logged and reconciled against tank capacity and trip duration, guests briefed explicitly, and compliance reported as a
headline metric (62%→100%; environmental incidents 7→1).
Economics & cash — THE HARSHEST CASH STRUCTURE OF THE ASSET-OWNING POSITIONS IN THIS LIBRARY,
BECAUSE THE ASSET MOVES: A HOMESTAY IN A LEAN QUARTER SITS STILL AND COSTS RELATIVELY LITTLE

AiSevak.in  ·  by ABL Digital Technologies Business Plan  ·  Page 15 of 16



TO HOLD, WHILE A CARAVAN'S EMI, INSURANCE, DEPRECIATION, PARKING AND DRIVERS CONTINUE
REGARDLESS — Q3 COLLECTS ₹24 LAKH AGAINST ₹38 LAKH OF OUTGOINGS, AND THE MONSOON LEAN IS
NOT A SOFT PATCH BUT A PERIOD WHEN HILL ROUTES ARE GENUINELY UNSAFE AND THE FLEET SHOULD
NOT BE RUNNING. FIXED MONTHLY EMIs AGAINST SEASONAL WEEKEND-WEIGHTED REVENUE ARE A
MISMATCH A FLAT SCHEDULE MAKES WORSE; THE RESALE MARKET IS THIN SO SECURITY MAY NOT BE
REALISABLE AT DEFAULT SPEED; AND DAMAGE IS RECURRING BECAUSE GUESTS LIVE IN THE ASSET AND A
CARAVAN RETURNS IN A CONDITION A CAR NEVER DOES (Y1 −₹51L → Y3 ₹1.65cr; net margin
−33.6%→8.9%→21.2%; utilisation 33%→51% against break-even 46%→37%; RevPAV ₹4,455→₹8,415; break-even Year
2; THE BINDING CONSTRAINT IS HALT-NETWORK COVERAGE RATHER THAN CAPITAL — VEHICLES ADDED
AHEAD OF HALTS SIMPLY LOWER UTILISATION, AND A VEHICLE BOUGHT AHEAD OF THE DEMAND TO FILL IT
IS AN EMI WITH WHEELS). Regulatory: REGISTRATION CATEGORY ESTABLISHED LOCALLY BEFORE CAPITAL IS
COMMITTED, SINCE SEVERAL STATES HAVE CARAVAN POLICIES AND SEVERAL DO NOT; interstate and national
permits; commercial licences with heavy-vehicle endorsement; passenger and public liability written for a rented living
space; state tourism registration where a scheme exists; LPG SAFETY COMPLIANCE, A GENUINE FIRE RISK IN A
CONFINED MOVING SPACE AND FREQUENTLY UNINSPECTED; FSSAI where food is provided; WASTE DISCHARGE
COMPLIANCE WHERE ABSENCE OF INFRASTRUCTURE IS NOT A DEFENCE. Lender note: ASSET-BACKED IN
FORM, BUT THE RESALE MARKET FOR CONVERTED MOTORHOMES IN INDIA IS THIN AND RECOVERY VALUES
SHOULD BE ASSUMED CONSERVATIVELY RATHER THAN BENCHMARKED AGAINST LIGHT COMMERCIAL
VEHICLES; ASK FOR UTILISATION AGAINST BREAK-EVEN UTILISATION AND THE NUMBER OF CONTRACTED
OVERNIGHT HALTS — FLEET SIZE TELLS YOU NOTHING, SINCE AN OPERATOR WITH TWENTY VEHICLES AND
ELEVEN HALTS HAS BOUGHT DEPRECIATION WHILE ONE WITH EIGHT VEHICLES AND A REAL NETWORK HAS
BUILT A BUSINESS, AND UTILISATION BELOW BREAK-EVEN IS NOT A START-UP PHASE IN THIS MODEL BUT
THE MODEL FAILING; STRUCTURE REPAYMENT AROUND THE SEASON; and IN FAIRNESS TO THE BORROWER,
READ THIS PLAN'S MODESTY AS CANDOUR RATHER THAN WEAKNESS, SINCE PROPOSALS IN THIS SPACE
MORE OFTEN ASSUME AMERICAN UTILISATION RATES THE INDIAN INFRASTRUCTURE CANNOT YET
SUPPORT. ₹5.00cr, 8→22 vehicles, 24→142 halts, revenue 1.52→7.80cr, 34→79 staff, utilisation 33%→51%. Figures
illustrative, exclude GST.

▶ Use these tools now — free on AiSevak

Every tool referenced in this plan is available on aisevak.in. Open the Travel toolkit to browse and use them all at
https://aisevak.in/verticals/travel — or go straight to any specific tool at https://aisevak.in/service/<tool-name>. No
signup needed to explore; each tool guides you step by step.

Prepared by AiSevak.in — a product of ABL Digital Technologies. AI-powered business services for India. This is AI-assisted guidance; figures are
illustrative and not a guarantee of results. Verify all numbers, licences and regulatory requirements with a qualified professional before relying on this
plan for binding decisions. © 2026 ABL Digital Technologies Private Limited.
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