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1. Executive Summary

This plan sets out a Digital Print & Copy Shop in India — an asset-light retail print business running digital
presses/copiers to deliver short-run printing, copying, documentation, variable-data & on-demand print to
walk-in customers & local businesses. It earns per-copy/per-job revenue on quick turnaround & footfall — a footfall-,

throughput-, turnaround- & service-driven business with lower capex than an offset press.

Every commercial area & institution has steady demand for quick digital printing, copying, documentation, ID/photo,
binding & on-demand short-run print — students, professionals, small businesses, offices & institutions. A digital print &
copy shop is an asset-light retail print business: modest capex (digital presses, copiers, finishing), driven by footfall,
throughput, quick turnaround & service. It handles short-run & variable-data (no plates), same-day/on-demand jobs & walk-
in + local-B2B work. It is footfall-, throughput-, turnaround- & service-driven: location, machine uptime, per-job realisation &
add-on services (binding/lamination/design) determine success. Revenue = jobs/copies X per-unit realisation +

services; economics rest on footfall, throughput, machine cost/uptime & service mix — asset-light retail.

This is an asset-light retail business — funded largely by promoter capital plus modest equipment finance. This plan models
a digital print & copy shop requiring ¥40 lakh (328 lakh promoter + X12 lakh equipment/WC), targeting ¥1.2 crore
revenue in Year 1 and 2.6 crore by Year 3 (with a second outlet). (Digital print/copy; jobs X realisation + services,

footfall/throughput/turnaround-driven, asset-light — figures illustrative.)

2. Business Description, Vision & Legal Structure

Concept: A digital print & copy shop - short-run printing, copying, documentation, variable-data & on-demand print for

walk-in customers & local businesses.
Vision: To be the go-to quick-print shop - fast, quality & convenient printing for all.

Mission: Deliver quick, quality digital print & copy with great service - short-run, on-demand & value-add.

Legal structure options

¢ Proprietorship / Partnership — common for a single shop; simple.

e Private Limited / LLP — for multi-outlet expansion, finance & B2B contracts.
Regulatory anchor: a print/copy shop is lightly-regulated retail — shops-&-establishment/MSME/Udyam registration, GST,

trade licence & local permissions; content is customer-held. Footfall, throughput, machine uptime, per-job realisation &

service mix determine success; it is footfall-, throughput-, turnaround- & service-driven, asset-light retail.

3. Promoter & Ownership

Led by a promoter with print/copy, retail or graphic expertise. The team includes machine operators, a designer/DTP, front-
desk/service & accounts. Location, machine uptime, turnaround, service & add-on mix are the differentiators. Ownership,

equity & any partner are editable inputs.

4. Market Analysis — India

India has ubiquitous, steady demand for digital print, copy & documentation — near colleges, offices, courts,
commercial areas & institutions — plus growing short-run/on-demand/variable-data & personalised print. Demand is

footfall-, education-, business- & on-demand-driven. The market rewards location, turnaround, quality, service & add-



ons; it is footfall-, price- & convenience-sensitive.

Demand drivers

o Students/education (notes/projects/copies).
o Offices/professionals (documentation).

o Small businesses (short-run marketing).

o On-demand/variable-data & personalisation.

¢ Institutions/courts (documentation).

Market sizing (illustrative framing)

TAM Digital print/copy in India Large/dispersed
SAM Local catchment/footfall Location-based
SOM (Yr 1-3) Shop(s) throughput Scaling

Target segments

e Students & education.
o Offices/professionals.
e Small businesses/local B2B.

e Walk-in/fon-demand & institutions.

5. Competition & Competitive Advantage

Landscape: other print/copy shops, online-print aggregators & office-supply chains. The shop competes on

location/footfall, turnaround, quality, price, service & add-ons.

The business's edge

e Location & footfall.

e Quick turnaround & uptime.

¢ Quality & service.

e Add-ons (binding/lamination/design/ID).

o Local-B2B relationships.

6. Products & Revenue Model

Copying & documentation Per-copy Volume/footfall
Digital short-run print Per-copy/job Core
Variable-data / on-demand / personalised Per-unit Value
Binding/lamination/finishing Per-job Add-on

Design/DTP & ID/photo Per-job/service Service margin



Revenue is jobs/copies x per-unit realisation + services (copy/short-run/variable-data + binding/lamination/design).

Economics = throughput x realisation — (paper/toner + machine + rent/labour); footfall, throughput, machine uptime, per-

job realisation & service mix drive it — the decisive shop levers (asset-light retail).

7. Go-to-Market — Footfall & B2B

o Location/footfall (near colleges/offices/institutions).
o Turnaround/quality reputation.

o Local-B2B tie-ups (offices/small businesses).

o Add-on services (binding/lamination/design).

o Online/WhatsApp orders & delivery.

Sales approach

Set up in a high-footfall location - serve walk-in copy/print + local-B2B

short-run - add services

(binding/lamination/design/ID) — build repeat & B2B accounts — expand to a second outlet. Location, footfall, turnaround &

service mix build an asset-light retail print business; B2B & add-ons lift realisation.

8. Operations Plan (retail print, asset-light)

Materials & WC: paper/toner/consumables (modest), low inventory.

Service: front-desk, design/DTP, quality, delivery/online orders.

Location: high-footfall retail space (rented).

Workflow

Equipment: digital press/production-copier, copiers, printers, finishing (binding/lamination), design station.

Throughput & uptime: machine uptime/maintenance, quick turnaround, queue management.

_ Activity m

Receive Walk-in/online order
Prepare Design/file/setup
Print/copy Digital output

Finish Bind/laminate/service
Deliver Hand-over/collect

9. Regulatory, Licences & Compliance (India)

Footfall/orders

Turnaround

Throughput/uptime

Add-on/realisation

Repeat/service

e Business: shops-&-establishment/MSME/Udyam; GST; trade licence.
e Local: municipal permissions; signage.
o Content: customer-held (copyright); no plate/pollution issues.

o General: labour (if staff); TDS.



10. Organisation & Manpower Plan

Promoter / owner-manager

Machine operators 2 3 5
Designer / DTP 1 2 3
Front-desk / service 1 2 4

Accounts (part-time/shared)

11. Implementation Timeline & Milestones

Setup Month 0-2 Location, equipment, fit-out, launch
Ramp Month 2-12 Footfall & B2B, X1.2cr (ramp)

Grow Year 2 Services/B2B/online, X1.8cr

Scale Year 3 Second outlet, 32.6¢cr

12. Financial Plan (lllustrative)

All figures are illustrative model assumptions for an Indian context, shown so the promoter can replace them with live rates.
They are not projections of guaranteed results. A digital print/copy shop is asset-light retail; revenue = jobs/copies X
realisation + services; equipment is modest; paper/toner, rent & labour are the main costs; footfall, throughput & service

mix are the levers.

12.1 Project cost & means of finance

capital reqUirement _

Digital press/copiers/printers & finishing 22,00,000
Fit-out, design station & setup 8,00,000
Working capital (paper/toner + runway) 7,00,000
Deposit, branding & pre-operative 3,00,000
Promoter contribution 28,00,000
Equipment / WC finance 12,00,000

12.2 Projected Profit & Loss (3 years)

_



Copy & short-run print 75,00,000 1,10,00,000 1,55,00,000

Variable-data/on-demand & B2B 30,00,000 50,00,000 75,00,000
Services (binding/lamination/design/ID) 15,00,000 20,00,000 30,00,000
Paper, toner & consumables 48,00,000 72,00,000 1,05,00,000
Rent, power & salaries 48,00,000 68,00,000 95,00,000
Marketing, overheads & other 10,00,000 16,00,000 24,00,000
Depreciation, interest & misc. 6,00,000 7,00,000 10,00,000

1’12’00’000 1'63’00'000 2'34’00'000

Net profit (before tax) 8,00,000 17,00,000 26,00,000

Net margin 6.7% 9.4% 10%

12.3 Unit economics & break-even

e Throughput x realisation: copies/jobs x per-unit price; paper/toner is the main variable cost; rent & labour are the

fixed base; services (binding/design) & B2B/variable-data lift realisation & margin.

« Footfall & uptime: location/footfall & machine uptime are the make-or-break; asset-light so break-even is low; a

second outlet scales revenue with modest incremental capex.

« Break-even: at a throughput covering paper/toner, rent, labour & finance; margins expand with footfall, service mix,

B2B & multi-outlet leverage.

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

PartiCUIars (?) nmmm

Opening balance 7,00,000 5,50,000 5,80,000 6,20,000
Sales collections 22,00,000 28,00,000 33,00,000 37,00,000
Paper/toner, rent, salaries & operating 23,50,000 27,70,000 32,60,000 36,20,000

Closing balance 5,50,000 5,80,000 6,20,000 7,00,000

The shop is asset-light & largely cash/UPI (low receivables), so cash follows footfall; a small WC buffer covers paper/toner &
rent. Footfall, service mix, uptime & cost control manage cash; the key risks are footfall/location, competition
(shops/online/office-supply), machine downtime, paper/toner cost & digital-substitution (less print) — met with location,

service/add-ons, uptime, B2B & multi-outlet.

12.5 Key Performance Indicators to Monitor

« Footfall & throughput: daily footfall/orders; copies/jobs; uptime.
o Realisation: per-job/copy; service/add-on share; B2B share.
e Cost: paper/toner cost; rent-to-sales; wastage.

« Finance: net margin; break-even; per-outlet economics.



13. Funding Requirement & Bankability

Total ask: 12 lakh equipment/WC finance against 28 lakh promoter contribution — modest, for equipment & working
capital on an asset-light retail base. Fundability rests on location/footfall, throughput, service mix & break-even; small
equipment/Mudra-type loans suit this. Year-1 profit X8 lakh growing to X26 lakh as footfall/services/second-outlet scale;
footfall, service mix & uptime are key. Low break-even & cash sales support the modest ask; footfall, realisation & cost

control underpin the model.

13.1 Funding utilisation

Digital press/copiers/printers & finishing 22,00,000 55%
Fit-out, design station & setup 8,00,000 20%
Working capital (paper/toner + runway) 7,00,000 17.5%
Deposit, branding & pre-operative 3,00,000 7.5%

40'00'000 100%

14. Risk Analysis & Mitigation

_ Mitigation

Footfall / location High-footfall siting, B2B accounts, online/WhatsApp orders
Competition (shops/online/chains) Service/add-ons, turnaround, quality, relationships
Machine downtime Maintenance/AMC, backup machines, uptime discipline
Paper/toner cost Pricing, sourcing, wastage control

Digital substitution (less print) On-demand/variable-data, personalisation, services, B2B

15. SWOT Analysis

Strengths Weaknesses

Asset-light/low break-even; steady footfall demand; quick- Location-/footfall-dependent; competition/commoditised;
turnaround; service add-ons; cash sales; multi-outlet scalable. machine-downtime; thin per-unit margin; digital-substitution.
Opportunities Threats

On-demand/variable-data/personalisation; local-B2B; online Online-print & office-supply chains; declining copy volumes;
orders; add-on services; multi-outlet/franchise. rent inflation; competition.

16. Recommended AiSevak Tools for This Business

This digital print/copy shop would use AiSevak's Printing vertical tools in operations:

e Throughput & realisation: footfall/throughput & per-job realisation, service-mix & paper-cost tools.



o Retail & B2B: per-outlet economics & B2B/online-orders, GST tools (with Retail vertical).

o Practice: Business Plan, break-even and multi-outlet tools to model the shop.

17. Key Assumptions & Notes

o Digital print/copy shop: asset-light retail print - short-run/copy/documentation/variable-data/on-demand; revenue =

jobs/copies x realisation + services.

e Throughput x realisation — (paper/toner + rent + labour) decisive; footfall, throughput, machine uptime, per-job

realisation & service mix are the levers; low break-even, multi-outlet scalable.

e Proprietorship/Pvt-Ltd + modest equipment/WC finance; shops-&-establishment/MSME/GST; content customer-held; no
plate/pollution.

o Footfall, realisation, service mix & cost control drive economics; figures illustrative, exclude GST; digital-substitution-

aware.

» Use these tools now — free on AiSevak

Every tool referenced in this plan is available on aisevak.in. Open the Printing toolkit to browse and use them all at

https://aisevak.in/verticals/printing — 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. Al-powered business services for India. This is Al-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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