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1. Executive Summary

This plan sets out an ETP / STP Operations & Services  business in India — operating and maintaining effluent and
sewage treatment plants for industrial clients, common effluent treatment plants in industrial estates, municipal
facilities and commercial buildings, with chemicals supply, sludge handling, troubleshooting and plant
revamp as attached services.

Almost every industrial unit and large building in India is required to treat its effluent before discharge, and a large
proportion of them cannot operate the plant they were required to build. Treatment is a process-operations discipline
requiring chemists, trained operators and continuous attention — capabilities a textile processor or a hotel has no reason to
possess in-house. That gap is the business.

The commercial core of this business is not operations — it is the contract, because an O&M operator who
guarantees outlet parameters has accepted a share of the client's regulatory exposure. If treated effluent
exceeds consent limits, the client faces show-cause notices, penalties and potentially closure directions; and if the operator
undertook to meet those parameters, they are squarely in the frame. That is a legitimate service to sell — clients want
exactly that transfer of risk — but it must be sold with defined inlet-quality assumptions, a scope that matches what
the plant can actually achieve, and liability caps that bear some relationship to the fee. A monthly O&M fee of a
few lakh rupees cannot rationally carry unlimited liability for a factory's continued operation.

And the specific trap that catches operators in this trade: inheriting a plant that was built to obtain consent
rather than to treat the effluent. A great many Indian ETPs are undersized for the actual load, use the wrong technology
for the effluent stream, or lack equalisation — built to satisfy an inspection at commissioning and never capable of sustained
compliance. An operator who takes over such a plant on a performance guarantee has accepted responsibility
for a problem they did not create and cannot fix within an O&M fee. The single most important commercial act in
this business is therefore the pre-takeover audit, and the willingness to either decline the contract, caveat the guarantee
explicitly, or price a revamp before accepting performance obligations. This plan models a business requiring ₹1.6 crore
(₹60 lakh promoter + ₹35 lakh term loan + ₹65 lakh working-capital finance), moving from ₹5.6 crore revenue and a
marginal ₹2 lakh loss in Year 1 to ₹12.4 crore revenue and ₹1.27 crore profit by Year 3, across roughly 60 plants
under contract. (ETP/STP operations; plants × monthly fee, contract- & compliance-driven — figures illustrative.)

2. Business Description, Vision & Legal Structure

Concept: An ETP/STP operations & services company - contracted operation and maintenance of effluent and sewage
treatment plants, with chemicals supply, laboratory monitoring, sludge management, troubleshooting and revamp services.

Vision: To keep our clients' discharge inside consent every day of the year - and to say so honestly when a plant cannot.

Mission: Audit before we commit, operate to the process rather than to the logbook, report what the meters actually show,
and fix causes rather than symptoms.

Legal structure options

Private Limited — recommended: industrial and municipal O&M contracts, performance guarantees, professional-
indemnity cover and tender participation all assess the entity.
LLP — workable for a small operations-only practice without performance guarantees or municipal work.
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Regulatory anchor — and a change that has altered this business fundamentally. Client plants operate under
SPCB consent to operate with defined outlet parameters, and for specified highly-polluting categories the CPCB requires
Online Continuous Effluent Monitoring Systems (OCEMS) transmitting data directly to the regulator's server.
The practical consequence is that the regulator now sees plant performance in real time — an operator can no
longer manage a bad day quietly and reconcile the logbook afterwards. That raises the standard of genuine operation and,
helpfully, makes competent operators demonstrably more valuable. Add Hazardous & Other Wastes authorisation for
ETP sludge, which is frequently classified hazardous and must go to authorised TSDF; Water (Prevention and Control of
Pollution) Act obligations sitting with the occupier; laboratory recognition where the operator issues analysis reports;
safety obligations for confined-space entry, chlorine and chemical handling; and — because the operator's staff work on the
client's premises — contract-labour compliance with the client as principal employer.

3. Promoter & Ownership

Led by a promoter with environmental engineering, plant-operations or water-treatment background. Two competences
determine outcomes: process diagnosis — the ability to work out why a plant is failing, which is usually design, load or
operating practice rather than chemistry — and contract discipline, since the difference between a profitable O&M portfolio
and a liability portfolio is written into the scope before the first shift. The workforce is distributed across client sites, making
supervision and reporting central. Process capability, compliance record, contract scoping & site supervision are the
differentiators. Ownership, equity & any partner are editable inputs.

4. Market Analysis — India

Demand is driven by tightening discharge enforcement, OCEMS visibility making non-compliance harder to conceal,
ZLD requirements in specified sectors, water scarcity forcing reuse, and the simple fact that most plant owners lack
operating capability. Demand is compliance-, enforcement- & capability-gap-driven. The market rewards genuine
process competence, reporting credibility & reliability; it is compliance-anchored and increasingly transparent .

Demand drivers

Enforcement and closure risk — non-compliance carries real consequences, making competent operation non-
discretionary.
OCEMS transparency — real-time regulator visibility raising the value of operators who can actually hold parameters.
ZLD mandates in specified polluting sectors, requiring far more complex operation than conventional treatment.
Water scarcity and reuse — treated-water recovery becoming an economic driver alongside compliance.
Capability gap — plant owners across textiles, food, pharma, hospitality and real estate having no reason to employ
process chemists.

Market sizing (illustrative framing)

Layer Definition Indicative scale

TAM Indian ETP/STP operations & maintenance services Large, growing

SAM Regional industrial clusters, estates & institutional plants Serviceable

SOM (Yr 1–3) Plants under contract & service capacity Scaling with trained staff
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Target segments

Process industries — textiles, dyeing, food processing, pharmaceuticals, chemicals, tanneries.
Common effluent treatment plants in industrial estates, operated on contract for the estate association.
Municipal sewage treatment plants and their ULB owners.
Commercial real estate, IT parks, hotels and hospitals with in-building STPs.
EPC contractors handing over new plants and seeking an O&M partner.

5. Competition & Competitive Advantage

Landscape: large water and environment companies holding municipal and marquee industrial contracts, regional O&M
operators, EPC firms offering O&M on plants they built, and small manpower suppliers who provide operators without
process capability. The last group is the pricing problem — they quote a fraction of a genuine O&M fee because they
are selling labour, not treatment, and clients frequently cannot tell the difference until a notice arrives.

The business's edge

Process capability rather than manpower supply — chemists and engineers who diagnose, not just operators who
follow a logbook.
Honest pre-takeover audit — telling a client what their plant can and cannot achieve before signing, which builds the
credibility that wins the next contract.
Reporting integrity — analysis and performance data that match what OCEMS shows, which in a transparent regime is
now verifiable.
Troubleshooting and revamp capability — the ability to fix a failing plant rather than merely operate a working one.
Portfolio supervision — area managers and remote monitoring across many sites, giving small clients access to
expertise they could never employ directly.

6. Services & Revenue Model

Service Model Basis

ETP/STP O&M contracts (industrial) Monthly fee per plant Core annuity (~41%)

Municipal & CETP operation contracts Monthly / per-MLD, tendered Volume, slower payment

Commercial building STP O&M Monthly fee per plant Dense, small-ticket

Chemicals supply & consumables Consumption-based Attached margin

Sludge handling, revamp & troubleshooting Per project High-margin, entry point

Revenue is plants under contract × monthly fee, plus attached chemicals and project work — one of the cleanest
annuity structures in this library, because a client who has outsourced plant operation almost never brings it back in-
house. Two structural notes. Chemicals supply attaches naturally and is worth holding, since the operator specifies the
dose and knowing the actual consumption is itself an operating advantage. And troubleshooting and revamp projects
are the best entry point: a client with a failing plant and a notice on the wall will pay for a fix, and the operator who
solves it is the obvious candidate for the O&M contract that follows.
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7. Go-to-Market — Contracts & Portfolio

Troubleshooting-led entry — solve an immediate compliance problem and convert to O&M, which is far easier than
displacing an incumbent operator cold.
Industrial cluster density — winning several plants in one estate so supervision and chemist visits are efficient.
CETP and estate association contracts, which bring scale and visibility within a cluster.
EPC handover partnerships — contractors commissioning new plants who need an O&M operator for the client.
Consultant and SPCB-adjacent referral — units under notice need a credible operator quickly.

Sales approach

Lead with a diagnostic audit rather than a rate → win troubleshooting work that demonstrates capability → convert to O&M
with a properly scoped contract → build cluster density so a chemist can cover several plants in a day → grow revamp and
upgrade projects within the existing portfolio, where the relationship and the plant knowledge already exist. The discipline
that defines a durable operator is refusing performance guarantees on plants that cannot deliver them. There
is always a competitor willing to sign, and they will hold the contract until the first notice — at which point the client, having
learned the difference, tends to call the firm that told them the truth.

8. Operations Plan (process operation & monitoring)

Pre-takeover audit: design review against actual load, unit-by-unit condition assessment, inlet characterisation,
achievable-outlet assessment, and a written statement of what the plant can meet — before any guarantee is
offered.
Daily operation: shift operation of screening, equalisation, dosing, aeration, clarification, filtration and disinfection;
MLSS, DO, pH and flow control; sludge wasting and return.
Laboratory: COD, BOD, TSS, pH, oil and grease, MLSS and settleability testing; trend tracking rather than one-off
sampling.
OCEMS & reporting: monitoring instrument calibration and uptime, data review, and prompt response to excursions —
because the regulator sees the same data.
Sludge management: dewatering, storage and disposal to authorised TSDF where classified hazardous, with
manifests retained.
Maintenance: preventive schedules for blowers, pumps, dosing systems and membranes; spares management;
breakdown response.

Contract cycle

Stage Activity Metric

Audit Design, load & condition assessment Achievable-outlet statement issued

Scope Inlet assumptions, guarantee, liability cap Contracts declined on undeliverable scope

Mobilise Staffing, training, spares, baseline Mobilisation on schedule

Operate Shift operation & process control Parameters within consent %

Monitor Lab & OCEMS review Excursion response time

Report Client & statutory reporting Reporting accuracy vs. OCEMS
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Inlet quality is the variable the operator does not control, and it is where O&M contracts go wrong. A dyeing
unit changing its shade programme, a food plant running a cleaning cycle, or a hotel at full occupancy can double the load
arriving at a plant designed for something gentler — and no amount of skilled operation makes an overloaded plant comply.
A guarantee on outlet parameters without a corresponding specification on inlet is an unbounded obligation,
and it is routinely signed because the client asks for it and the competitor offers it. The correct contract states assumed inlet
characteristics and flow, provides for review when they are exceeded, and makes clear that treatment beyond design
capacity is a revamp question rather than an operating failure. Operators who skip this end up funding their clients'
production growth out of an O&M fee.

9. Regulatory, Licences & Compliance (India)

Client consent obligations: plants operate under SPCB consent to operate with defined outlet parameters; the
statutory obligation sits with the occupier, but a guaranteeing operator assumes contractual exposure for meeting it.
OCEMS: online continuous effluent monitoring transmitting to the regulator's server for specified categories
— instrument calibration and uptime become operational obligations, and reported performance must match
transmitted data.
Sludge: ETP sludge is frequently hazardous waste requiring authorisation, authorised TSDF disposal and manifest
records — never on-site burial or general disposal.
Laboratory: recognition or accreditation where the operator issues analysis reports relied upon for compliance.
Site safety: confined-space entry protocols for tanks and sumps, gas detection, chlorine and chemical handling,
electrical safety — confined-space fatalities in Indian treatment plants are a documented and recurring
failure, and no entry should occur without permit, testing and standby.
Labour: PF, ESI, minimum wages and contract-labour compliance for staff deployed on client premises, with the client
as principal employer.
Contracts: inlet-quality assumptions, scope boundaries, liability caps, force-majeure and revamp provisions;
professional-indemnity and public-liability insurance.

10. Organisation & Manpower Plan

Role Yr 1 Yr 2 Yr 3

Promoter / managing director 1 1 2

Plant operators & shift staff 82 128 175

Chemists & laboratory analysts 22 34 46

Site & area managers 10 16 22

Maintenance specialists 6 9 12

Process engineers & troubleshooting 6 10 14

Admin, accounts & credit 5 8 10

Compliance & reporting 4 6 8

Business development 4 6 8

Total 140 218 297
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Plants under contract (approx.) ~28 ~44 ~60

The chemist and process-engineer complement is what distinguishes this business from a manpower supplier.
Operators keep a plant running; chemists and engineers keep it complying. Under-staffing these roles to win on price
produces exactly the outcome the client was trying to avoid.

11. Implementation Timeline & Milestones

Phase Timeline Milestone

Setup Month 0–4 Entity, laboratory, process team, first audits & troubleshooting work

Ramp Month 4–12 ~28 plants under contract; ₹5.6cr revenue, ₹2L loss

Grow Year 2 Cluster density & CETP contracts; ₹8.9cr, ₹62L profit

Scale Year 3 ₹12.4cr revenue, ₹1.27cr profit; ~60 plants

12. Financial Plan (Illustrative)

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. Plants under contract, fee realisation, site manpower cost, cluster density &

project mix are the levers.

12.1 Project cost & means of finance

Capital requirement ₹

Working capital (payroll float against receivables) 65,00,000

Laboratory, monitoring & analytical equipment 32,00,000

Vehicles, tools & mobile service kit 22,00,000

Spares inventory & consumables float 18,00,000

Office, control room, IT & remote monitoring 15,00,000

Certifications, training, deposits & launch 8,00,000

Total project cost 1,60,00,000

Working-capital finance 65,00,000

Promoter contribution 60,00,000

Term loan 35,00,000

12.2 Projected Profit & Loss (3 years)

Particulars Year 1 Year 2 Year 3

ETP/STP O&M contracts (industrial) 2,30,00,000 3,60,00,000 4,90,00,000

Municipal & CETP operation contracts 1,20,00,000 2,00,00,000 2,80,00,000
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Commercial building STP O&M 85,00,000 1,35,00,000 1,90,00,000

Chemicals supply & consumables 70,00,000 1,10,00,000 1,55,00,000

Sludge handling, revamp & troubleshooting projects 55,00,000 85,00,000 1,25,00,000

Total revenue 5,60,00,000 8,90,00,000 12,40,00,000

Site manpower wages & statutory 2,52,00,000 3,92,00,000 5,33,00,000

Chemicals & consumables 62,00,000 96,00,000 1,34,00,000

Salaries (management, technical, compliance, admin) 68,00,000 92,00,000 1,22,00,000

Sludge disposal & hazardous handling 38,00,000 56,00,000 76,00,000

Travel, site mobility & logistics 32,00,000 46,00,000 62,00,000

Spares, maintenance & repairs 30,00,000 42,00,000 56,00,000

Office, overheads, insurance & selling 28,00,000 38,00,000 50,00,000

Bad debts & credit losses 26,00,000 36,00,000 48,00,000

Depreciation, interest & other 26,00,000 30,00,000 32,00,000

Total expenses 5,62,00,000 8,28,00,000 11,13,00,000

Net profit / (loss) before tax (2,00,000) 62,00,000 1,27,00,000

Net margin (0.4%) 7.0% 10.2%

Site manpower as % of revenue 45.0% 44.0% 43.0%

Plants under contract ~28 ~44 ~60

12.3 Unit economics & break-even

Per-plant economics: monthly fee less site manpower, chemicals and supervision share. Site manpower at 43–45% is
the dominant cost, and a plant staffed for three shifts cannot be run profitably on a fee priced for one — which is exactly
how manpower-supplier competitors quote.
Cluster density is the margin lever: a chemist and an area manager can cover several plants in one industrial estate
but only one plant across a district. Winning the second and third plant in an estate is worth far more than the
first plant in a new one — the same route-density logic that governs cash-in-transit and waste collection.
Annuity quality is unusually high: a client who has outsourced plant operation rarely reinsources it, so contracts
renew and the portfolio compounds. This is among the cleanest recurring-revenue structures in the library.
Project work carries the best margin and opens doors: troubleshooting and revamp at ₹55 lakh to ₹1.25 crore is
priced on scarcity of capability, and it is the most reliable route into an O&M contract.
Break-even: essentially achieved in Year 1 and cleared in Year 2 as portfolio density builds. Margins expand with
cluster density and project mix rather than with fee increases, which competition constrains.

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

Particulars (₹) Q1 Q2 Q3 Q4

Opening balance 65,00,000 48,00,000 33,00,000 21,00,000

Collections 1,18,00,000 1,30,00,000 1,38,00,000 1,45,00,000
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Site wages, chemicals, sludge, salaries, overheads & loan servicing 1,35,00,000 1,45,00,000 1,50,00,000 1,38,00,000

Closing balance 48,00,000 33,00,000 21,00,000 28,00,000

The cash structure is the familiar people-business squeeze, with two client-specific complications. Site staff are
paid monthly while industrial clients settle at 45–75 days and municipal clients considerably slower — so the operator funds
two to three months of a distributed payroll. The first complication is that a client under financial stress is
disproportionately likely to be a client under environmental stress: units facing closure notices or working-capital
difficulty are exactly those that both need the service most and pay for it last. The second is that municipal and CETP
contracts, while attractive for scale, carry the slowest payment cycles in this client base and should be sized to
what the balance sheet can carry rather than to available tonnage. Practical mitigations: credit limits by client type, a stop-
service protocol that is actually exercised, and chemicals supplied on advance terms to stressed accounts.

12.5 Key Performance Indicators to Monitor

Compliance: percentage of plant-days with parameters within consent; excursion count and response time;
reported data matching OCEMS transmission; notices received at client sites.
Portfolio: plants under contract; renewal rate; plants per chemist; cluster density; contracts declined on undeliverable
scope.
Cost: site manpower per plant; chemicals cost per plant; sludge disposal per plant; spares and breakdown incidence.
Safety & finance: zero confined-space incidents; permit compliance; collection days by client type; overdue
ageing.

13. Funding Requirement & Bankability

Total ask: ₹65 lakh working-capital finance plus ₹35 lakh term loan against ₹60 lakh promoter contribution. This is
an asset-light service business, so a lender should read the contracted O&M portfolio, renewal history and client quality as
the substance rather than looking for security; MSME and CGTMSE routes suit the ticket. Three points. The contracted
portfolio is genuinely good security in substance — O&M contracts renew at high rates because clients rarely
reinsource plant operation, giving revenue visibility better than most service businesses of this size. The working-capital
requirement is a distributed payroll float against slow industrial and municipal payment, so a revolving facility against
book debts is the right instrument, sized to payroll rather than turnover. And a lender should understand that the principal
risk here is contractual rather than operational: an operator carrying performance guarantees on under-designed
plants has accepted liabilities disproportionate to its fees, so the quality of contract scoping — inlet assumptions, liability
caps, revamp provisions — is a legitimate matter for credit review.

13.1 Funding utilisation

Use of funds ₹ % of total

Working capital (payroll float against receivables) 65,00,000 40.5%

Laboratory, monitoring & analytical equipment 32,00,000 20.0%

Vehicles, tools & mobile service kit 22,00,000 13.8%

Spares inventory & consumables float 18,00,000 11.3%

Office, control room, IT & remote monitoring 15,00,000 9.4%

Certifications, training, deposits & launch 8,00,000 5.0%
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Total 1,60,00,000 100%

14. Risk Analysis & Mitigation

Risk Mitigation

Performance guarantee
on an under-designed
plant

Pre-takeover audit with a written achievable-outlet statement ; decline the guarantee, caveat
it explicitly, or price a revamp first; never accept performance obligations on a plant that cannot
meet them however attractive the fee

Inlet quality beyond
design assumptions

Contractual inlet characterisation and flow assumptions; review mechanism when exceeded; treat
beyond-design load as a revamp question, not an operating failure — otherwise the operator
funds the client's production growth from an O&M fee

Confined-space or
chemical incident

Permit-to-work, gas testing, standby personnel, rescue provision, chlorine handling protocol, training
— confined-space fatalities in treatment plants are a documented recurring failure and
are entirely preventable

Reported data diverging from
OCEMS

Report what the instruments show; calibrate and maintain monitoring equipment; investigate
excursions rather than smoothing them — the regulator sees the same data in real time

Client credit risk
concentrated in stressed
units

Credit limits by client type; advance terms for chemicals to stressed accounts; stop-service protocol
actually exercised; diversify across industries and building clients

Municipal payment delay
Size municipal and CETP exposure to balance-sheet capacity; documented measurement and
certification; commercial contracts as liquidity base

Price competition from
manpower suppliers

Sell process capability and compliance outcomes, not headcount; decline fees that cannot fund
proper staffing; let clients learn the difference through troubleshooting engagements

Sludge mishandling
Classification, authorised TSDF disposal, manifests retained, no on-site burial — a disposal shortcut
transfers a serious liability to the operator

Chemist and process-
engineer attrition

Retention through role quality and progression; documented process knowledge per plant; area-
manager depth so no plant depends on one individual

Client insourcing after
stabilisation

Retain process knowledge and reporting value; expand scope into chemicals, sludge and upgrades;
renewal rates are high but should not be assumed

15. SWOT Analysis

Strengths

Among the cleanest annuity structures in the library  —
clients rarely reinsource plant operation; compliance-anchored
non-discretionary demand; asset-light with modest capital;
troubleshooting work opens O&M doors at good margins; cluster
density creates local moats; OCEMS transparency rewards
genuine capability.

Weaknesses

Contractual liability can far exceed fee income; inlet quality
outside the operator's control; distributed payroll float against
slow payment; client base skewed toward financially stressed
units; manpower-supplier price competition; chemist scarcity.
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Opportunities

ZLD mandates requiring far more complex operation at higher
fees; water reuse and recovery as an economic driver; CETP
and estate-wide contracts; remote monitoring across a
portfolio; revamp and upgrade projects within the installed
base; municipal STP outsourcing.

Threats

Large water companies competing for marquee contracts;
manpower suppliers undercutting on price; client closures
removing contracts entirely; enforcement inconsistency
reducing urgency; liability crystallising on a guaranteed plant;
wage inflation in a manpower-heavy model.

16. Recommended AiSevak Tools for This Business

This ETP/STP operations business would use AiSevak's Environment vertical tools in operations:

Compliance: parameter-within-consent tracking by plant-day, excursion logging & response time, OCEMS-vs-
report reconciliation, notice register.

Portfolio: plants-under-contract register, renewal tracking & plants-per-chemist, cluster-density planning,
declined-scope log.

Contracts: pre-takeover audit & achievable-outlet statement templates, inlet-assumption records, liability-cap
tracking (with Legal vertical).

Cost & safety: per-plant manpower/chemicals/sludge cost, confined-space permit records, collection-days by client
type (with Finance vertical).

Practice: Business Plan, break-even and per-plant economics tools to model the business.

17. Key Assumptions & Notes

ETP/STP operations & services: contracted O&M of effluent and sewage treatment plants for industrial clients, CETPs,
municipal facilities and commercial buildings, with chemicals supply, lab monitoring, sludge management,
troubleshooting and revamp; revenue = plants × monthly fee + attached services.
THE COMMERCIAL CORE IS NOT OPERATIONS BUT THE CONTRACT — an O&M operator guaranteeing outlet
parameters has accepted a share of the client's REGULATORY exposure. If discharge exceeds consent the client
faces notices, penalties and closure directions, and a guaranteeing operator is in the frame. That is a legitimate service
to sell — clients want exactly that risk transfer — but it needs defined inlet-quality assumptions, scope matched
to what the plant can actually achieve, and liability caps bearing some relationship to the fee: a monthly fee
of a few lakh cannot rationally carry unlimited liability for a factory's continued operation.
THE SPECIFIC TRAP: inheriting a plant BUILT TO OBTAIN CONSENT RATHER THAN TO TREAT THE EFFLUENT.
Many Indian ETPs are undersized for actual load, use the wrong technology, or lack equalisation — built to satisfy an
inspection at commissioning and never capable of sustained compliance. An operator taking such a plant on a
performance guarantee has accepted responsibility for a problem they did not create and cannot fix within
an O&M fee. The single most important commercial act is the PRE-TAKEOVER AUDIT with a written achievable-outlet
statement, and the willingness to decline, caveat, or price a revamp first. There is always a competitor willing to sign —
and they hold the contract until the first notice, after which the client tends to call the firm that told them the truth.
INLET QUALITY IS THE VARIABLE THE OPERATOR DOES NOT CONTROL and it is where O&M contracts go
wrong — a dyeing unit changing shade programme, a food plant running a cleaning cycle, a hotel at full occupancy can
double the load, and no amount of skilled operation makes an overloaded plant comply. A guarantee on outlet
WITHOUT a specification on inlet is an unbounded obligation, routinely signed because the client asks and the
competitor offers. Operators who skip this end up funding their clients' production growth out of an O&M
fee.
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OCEMS HAS CHANGED THIS BUSINESS FUNDAMENTALLY — online continuous effluent monitoring transmits to the
regulator's server for specified categories, so the regulator sees plant performance in REAL TIME and an
operator can no longer manage a bad day quietly and reconcile the logbook afterwards. That raises the
standard of genuine operation and makes competent operators demonstrably more valuable. Report what the
instruments show.
Among the cleanest ANNUITY structures in the library — a client who has outsourced plant operation almost
never brings it back in-house, so contracts renew and the portfolio compounds. Troubleshooting/revamp is the best
ENTRY POINT (a client with a failing plant and a notice on the wall will pay for a fix, and whoever solves it is the
obvious O&M candidate) and carries the best margins. CLUSTER DENSITY is the margin lever — a chemist covers
several plants in one estate but only one across a district, so the second and third plant in an estate is worth far more
than the first in a new one (same route-density logic as cash-in-transit and waste collection).
Site manpower is 43-45% of revenue and the chemist/process-engineer complement is what distinguishes this
from a MANPOWER SUPPLIER — operators keep a plant running, chemists keep it complying; under-staffing these to
win on price produces exactly what the client was trying to avoid. Cash: a client under FINANCIAL stress is
disproportionately likely to be under ENVIRONMENTAL stress — units facing closure notices both need the
service most and pay last; municipal/CETP contracts carry the slowest cycles and should be sized to balance-sheet
capacity. ETP sludge is frequently HAZARDOUS → authorised TSDF with manifests, never on-site burial. Confined-space
fatalities in treatment plants are a documented recurring failure — permit-to-work, gas testing, standby, rescue
provision, without exception. ₹1.6cr, ~28→60 plants, rev 5.6→12.4cr. Figures illustrative, exclude GST.

▶ Use these tools now — free on AiSevak

Every tool referenced in this plan is available on aisevak.in. Open the Environment toolkit to browse and use them all at
https://aisevak.in/verticals/environment — 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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