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1. Executive Summary

This plan sets out an EPR & Plastic-Compliance Services business in India — acting as a Producer
Responsibility Organisation and compliance adviser for brand owners, importers and manufacturers who carry
Extended Producer Responsibility obligations, arranging collection and channelling of waste to registered
recyclers, procurement of EPR certificates, portal registration, annual returns, audit support and

traceability documentation.

Under the Plastic Waste Management, E-Waste, Battery Waste and Tyre Waste rules, producers must ensure that specified
quantities of the material they place on the market are collected and recycled, and must evidence it on the CPCB portal.

Most producers have no waste-handling capability and no wish to acquire one — so they buy the outcome.

This is the pure-intermediary model of the vertical: it monetises a compliance obligation rather than a physical
flow. There is no plant, no fleet and no material of its own — the business stands between obligated producers and
registered recyclers, converting a regulatory requirement into a service. That makes it the counterparty to the recycling and
e-waste businesses elsewhere in this vertical, where EPR certificate income was the load-bearing revenue line. Here we are

on the other side of that trade.

And the risk that must be stated before anything else: this entire business rests on a policy construct. EPR
targets, category definitions, certificate mechanics, portal rules and — decisively — certificate pricing are all set by
regulation and are all subject to revision. A business whose margin is the spread on a regulatory instrument is exposed
to the regulator changing that instrument, and there is no operational hedge against it. The mitigation is not to pretend
otherwise but to build the advisory, documentation and audit-support lines — which are needed regardless of how
certificates are priced — so that roughly 31% of revenue comes from work that survives a rule change. A promoter who

understands this is building a compliance practice; one who does not is running a position in a paper instrument.

This plan models a business requiring X75 lakh (X35 lakh promoter + X10 lakh term loan + %30 lakh working-capital
finance), moving from ¥3.25 crore revenue and an X11 lakh loss in Year 1 to X8 crore revenue and ¥82 lakh profit
by Year 3, fulfilling roughly 29,000 tonnes of producer obligation. (EPR services; tonnage x fee + advisory, policy-

dependent & verification-driven — figures illustrative.)

2. Business Description, Vision & Legal Structure

Concept: An EPR compliance services business - PRO-model fulfilment of producer obligations across plastic packaging, e-
waste, batteries and tyres, with registration and categorisation advisory, certificate procurement, traceability

documentation, annual returns and audit support.

Vision: To make a producer's compliance genuinely defensible - traceable to material that was actually collected and

actually recycled.

Mission: Verify before we certify, document what we arranged, and never sell a client a paper obligation we could not

stand behind at an audit.

Legal structure options

« Private Limited — effectively required: CPCB registration as a PRO or service provider, contracting with listed brand

owners, and handling client compliance liability all presume an audited company.

o LLP — workable for an advisory-only practice that does not take on fulfilment obligations.



Regulatory anchor: obligations arise under the Plastic Waste Management Rules and the EPR guidelines for
plastic packaging, together with the E-Waste, Battery Waste and Tyre Waste Management Rules, each with its own
categories, targets and portal. Producers, importers and brand owners must register, declare quantities placed on the
market, meet collection, recycling and — for plastics — recycled-content and reuse targets, and file returns;
certificates are generated by registered recyclers and transferred to producers through the portal. The
intermediary's own standing depends on being properly registered and on the recyclers it channels to being registered and
genuinely operating. Critically, the producer's obligation is non-delegable in substance: a producer may appoint a
PRO, but remains the party the regulator holds answerable, and environmental compensation for shortfall is levied on
the producer, not on the intermediary. That single fact defines what this business is actually selling — not certificates,

but compliance the producer can defend.

3. Promoter & Ownership

Led by a promoter with environmental regulation, waste-sector or compliance-advisory background. Two competences
decide outcomes: regulatory fluency, since the rules change often and a producer's obligation calculation depends on
correct categorisation, and recycler network verification — knowing which registered recyclers actually process the material
they certify. The team combines advisory consultants, fulfiiment operations and a field verification capability. Regulatory
currency, verification rigour, documentation quality & recycler network are the differentiators. Ownership, equity & any

partner are editable inputs.

4. Market Analysis — India

Demand is driven by the expansion of EPR to more waste streams, tightening targets, portal-based enforcement
making non-compliance visible, environmental compensation for shortfall, and brand-owner sustainability
commitments that run ahead of the rules. Demand is regulation-created and enforcement-sustained. The market
rewards regulatory currency, defensible documentation & recycler access; it is policy-dependent, verification-

differentiated and currently crowded with low-quality entrants.

Demand drivers

« Expanding EPR coverage — plastic packaging, e-waste, batteries and tyres, with more streams likely over time.
o Tightening targets — rising collection, recycling and recycled-content obligations year on year.

« Portal-based enforcement making shortfall visible to the regulator without inspection.

o Environmental compensation for non-fulfilment, which converts compliance from optional to financially rational.

+ Brand sustainability commitments and customer-facing claims requiring credible evidence rather than assertion.

Market sizing (illustrative framing)

TAM Indian producer obligations across regulated waste streams Large, expanding
SAM Addressable producers & categories served Serviceable
SOM (Yr 1-3) Obligation tonnage fulfilled & advisory clients retained Scaling with network

Target segments

e FMCG, food and beverage brand owners with substantial packaging obligations.



e Electronics producers and importers under e-waste rules.
o Battery, automotive and tyre producers.

e E-commerce platforms and marketplace sellers with packaging obligations.

Mid-size manufacturers and importers who lack in-house compliance capability entirely.

5. Competition & Competitive Advantage

Landscape: established PROs with scale and recycler networks, waste-management companies offering EPR alongside
collection, environmental consultancies adding EPR to their advisory practice, and a substantial number of low-cost
intermediaries competing purely on certificate price. That last group defines the market's central problem and,

handled correctly, its opportunity.

The business's edge

« Verification of the underlying recycling — physically checking that channelled material reaches registered recyclers
who actually process it, rather than buying the cheapest available paper.

Documentation that survives audit — traceable records from collection through to recycling, which is what protects

the producer.

Regulatory currency — rules and targets change frequently, and correct categorisation materially affects a producer's

obligation quantum.

Multi-stream capability — a producer with packaging, battery and e-waste obligations prefers one accountable
adviser.

Advisory depth beyond certificates — registration, returns, audit support and reporting, which retain the client

irrespective of certificate pricing.

6. Services & Revenue Model

EPR fulfilment — plastic packaging Per tonne of obligation fulfilled Core volume (~48%)
E-waste, battery & tyre EPR fulfiiment Per tonne / per unit Multi-stream growth
Registration, categorisation & advisory Project fee / retainer Entry point
Annual returns, audit support & documentation Annual retainer Recurring, rule-independent
ESG/BRSR packaging reporting & neutrality advisory Per report / retainer Adjacency

Revenue is obligation tonnage x fee, plus advisory retainers — and the composition matters more than the total.
Fulfilment is the volume, but its margin is a spread between what the producer pays and what the recycler is
paid, which regulation can compress at any time. Advisory, returns and audit support at roughly 31% of revenue
are the part that survives a rule change, because a producer will always need someone to categorise correctly, file
accurately and defend the filing. Growing that share deliberately is not diversification for its own sake — it is the only

protection available in a business built on a policy instrument.

7. Go-to-Market — Producers & Recycler Network

This is a two-sided business: obligations on one side, verified processing capacity on the other.



Producer side

« Advisory-led entry — registration, categorisation and obligation computation, which is where producers first discover
they need help.

o Compliance-anxiety selling — producers facing environmental compensation or a return deadline are urgent, well-
motivated clients.

« Multi-stream consolidation — winning packaging obligations and extending to battery and e-waste with the same
client.

e Sustainability-team relationships in larger brands, where EPR sits alongside ESG reporting.

Recycler side

« Verified recycler network — registered processors visited, assessed and monitored, not merely listed.
+ Long-term arrangements giving certificate availability and price stability across the year.

 Geographic spread matching where producers' material actually arises.

Sales approach

Enter through advisory and registration work, which is lower-risk and demonstrates competence — convert to fulfilment
mandates once the producer trusts the categorisation — build a verified recycler network before committing to volumes -
extend across streams within the same client - grow returns and audit-support retainers as the stable base. The
discipline that defines a durable practice is refusing to compete on certificate price alone. There is always a
cheaper certificate available, and its cheapness is usually explained by something the producer would not want to explain

to a regulator.

8. Operations Plan (obligation, channelling & verification)

« Obligation computation: product and packaging categorisation, quantity placed on market, applicable targets by
category and year, and the resulting tonnage obligation — errors here propagate into every subsequent filing.

+ Registration & portal management: producer registration, credentials, filings and reconciliation of declared against
fulfilled quantities.

« Channelling & fulfilment: arranging collection through waste aggregators and processors, directing material to
registered recyclers, and obtaining certificates against processed quantities.

o Verification: physical assessment of recyclers — capacity, authorisation, actual processing — and sample
verification that channelled material corresponds to certificates issued.

« Documentation: traceability records linking collection, transport, receipt and processing, retained in a form a
producer's auditor can follow.

o Returns & audit support: annual filings, response to portal queries, and support during regulatory or client audits.

Engagement cycle

m Activity m

Assess Categorisation & obligation computation Computation accuracy
Register Portal registration & declarations Filing timeliness
Channel Collection & direction to recyclers Tonnage channelled

Verify Recycler assessment & traceability check Verified vs. certificate tonnage



Certify Certificate transfer to producer Obligation fulfilled %

Defend Returns, queries & audit support Filings withstanding scrutiny

The integrity question in this industry is specific and unavoidable: certificates can be issued without
corresponding recycling actually having happened. Concerns about inflated or unsupported certificates are well
documented, and the commercial pressure toward them is obvious — the cheapest certificate wins the mandate, and
verification costs money. But an intermediary who does not verify the underlying recycling is selling a client a
compliance document that may not survive audit, and the consequence lands on the producer, who remains the
legally obligated party and faces environmental compensation for a shortfall they believed was covered. This is why the
deliverable must be understood as defensible compliance rather than paper: the producer is buying protection, and
protection that fails at the moment of audit was never worth what they paid for it. Verification is therefore not an ethical
flourish — it is the product.

9. Regulatory, Licences & Compliance (India)

o Applicable frameworks: Plastic Waste Management Rules and EPR guidelines for plastic packaging; E-Waste, Battery

Waste and Tyre Waste Management Rules — each with distinct categories, targets, timelines and portals.

« Registration: the intermediary's own registration status with CPCB, and the requirement thatrecyclers channelled

to are registered and genuinely operating.

+ Producer obligations: declaration of quantities placed on market, collection and recycling targets, recycled-content
and reuse requirements for plastics, and annual returns.

+ Non-delegable liability: a producer may appoint a PRO but remains answerable to the regulator, and
environmental compensation for shortfall is levied on the producer — the intermediary's contractual liability is a

separate and usually smaller matter, which clients should understand explicitly.

* Traceability & records: documentation linking obligation, channelled material and certificates, retained for audit;
reporting quantities not supported by underlying processing is a serious matter for all parties.

o Contracts: clear scope, verification standard, liability position and cooperation obligations during audit; professional-

indemnity cover.

10. Organisation & Manpower Plan

Promoter / managing director

EPR operations & fulfilment 14 23 32
Advisory & regulatory consultants 8 13 18
Field verification & audit 6 10 14
Client servicing & business development 5 8 11
Technology & data 4 6 8

Admin, accounts & credit



The field verification function is staffed as a distinct capability, not folded into operations. In a market where the
principal risk is certificates unsupported by physical recycling, an organisation whose verification reports to the people

selling the fulfilment has no verification at all.

11. Implementation Timeline & Milestones

Setup Month 0-4 Entity, CPCB registration, recycler network assessment, traceability platform
Ramp Month 4-12 Advisory clients & first fulfilment mandates; X3.25cr revenue, X11L loss
Grow Year 2 Multi-stream mandates & retainer base; X5.45cr, X34L profit

Scale Year 3 X8cr revenue, X82L profit; ~29,000 tonnes obligation fulfilled

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. Obligation tonnage, fulfiment spread, advisory share, verification cost &

certificate pricing are the levers — and the last of these is set by policy, not by the business.

12.1 Project cost & means of finance

capital reqUirement _

Working capital (certificate procurement float & receivables) 35,00,000
Technology platform, traceability system & portal tools 16,00,000
Office, IT & documentation setup 10,00,000
Field verification & audit capability 8,00,000
Legal, registration, certifications & launch 4,00,000
Brand, technical content & business development 2,00,000
Promoter contribution 35,00,000
Working-capital finance 30,00,000
Term loan 10,00,000

12.2 Projected Profit & Loss (3 years)

_

EPR fulfilment services (plastic packaging) 1,55,00,000 2,60,00,000 3,80,00,000
E-waste, battery & tyre EPR fulfiiment 65,00,000 1,15,00,000 1,75,00,000
Registration, categorisation & advisory 45,00,000 70,00,000 95,00,000

Annual returns, audit support & documentation 35,00,000 55,00,000 80,00,000



ESG/BRSR packaging reporting & neutrality advisory 25,00,000 45,00,000 70,00,000

3’25'00’000 5'45'00’000 8'00’00'000

Certificate procurement & recycler payments 1,72,00,000 2,83,00,000 4,08,00,000
Salaries (advisory, operations, verification, admin) 78,00,000 1,10,00,000 1,52,00,000
Field verification, audit & travel 24,00,000 34,00,000 46,00,000
Office, overheads, insurance & selling 22,00,000 30,00,000 40,00,000
Technology, platform & data costs 18,00,000 24,00,000 32,00,000
Bad debts & credit losses 12,00,000 18,00,000 26,00,000
Depreciation, interest & other 10,00,000 12,00,000 14,00,000

Total expenses 3,36,00,000 5,11,00,000 7,18,00,000
Net profit / (loss) before tax (11,00,000) 34,00,000 82,00,000

Net margin (3.4%) 6.2% 10.3%
Certificate procurement as % of revenue 52.9% 51.9% 51.0%
Advisory + returns + ESG share of revenue 32.3% 31.2% 30.6%
Obligation tonnage fulfilled (approx.) ~12,000 ~20,000 ~29,000

12.3 Unit economics & break-even

o The fulfilment spread is thin and policy-set: certificate procurement is roughly 51-53% of revenue, and the margin
between what a producer pays and what a recycler receives is influenced by regulatory pricing, target levels and the
supply of registered capacity. None of these are within the intermediary's control, which is why the spread should
never be assumed stable.

¢ Advisory revenue is the resilient third: at 31% of revenue, registration, returns, audit support and ESG reporting
are needed regardless of how certificates are priced or whether the mechanism changes. This is the portion of the
business that would survive a policy revision.

« Verification costs money and is not optional: field verification and audit at ¥24-46 lakh is what makes the
compliance defensible. Competitors who omit it can undercut, and their clients discover the difference only at audit.

o Multi-stream clients are worth disproportionately more: a producer with packaging, battery and e-waste
obligations served by one adviser costs little more to serve and is far harder to displace.

¢ Break-even: reached in Year 2 as advisory retainers and multi-stream mandates build. Margins expand with advisory

share and client retention rather than with certificate spread, which the business does not set.

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

PartiCUIars (¥) mmmm

Opening balance 35,00,000 21,00,000 11,00,000 5,00,000
Collections 68,00,000 74,00,000 80,00,000 84,00,000
Certificate procurement, salaries, verification & overheads 82,00,000 84,00,000 86,00,000 78,00,000

Closing balance 21,00,000 11,00,000 5,00,000 11,00,000



instrument, which is exactly the exposure this plan is designed to limit.

12.5 Key Performance Indicators to Monitor

« Integrity: verified tonnage vs. certificate tonnage; recyclers physically assessed vs. listed; traceability

completeness; client filings withstanding audit.

The working-capital pattern has a seasonal edge specific to compliance businesses. Recyclers and aggregators
expect payment quickly — they are largely small operators in the waste chain — while producers, who are typically
large corporates, pay on 60-90 day terms, so the intermediary funds the gap on its largest cost line. On top of that sits
a distinct compliance-deadline peak: obligations concentrate around filing dates, so a disproportionate share of certificate
procurement happens in a compressed window while client payment follows afterwards. Two disciplines follow: collect
advances or staged payments from producers before procuring on their behalf, which is reasonable given the
intermediary is buying with the client's obligation in mind; and avoid holding certificate inventory speculatively —

buying ahead of mandates in the expectation of price movement converts a service business into a position in a policy

¢ Mix & resilience: advisory and returns share of revenue; multi-stream clients as % of base; retainer renewal rate.

« Commercial: obligation tonnage fulfilled; fulfilment spread per tonne; client concentration; new registrations converted

to fulfilment.

« Finance: collection days — producer vs. recycler payment terms; advance received before procurement; certificate

inventory held (target minimal).

13. Funding Requirement & Bankability

Total ask: ¥30 lakh working-capital finance plus ¥10 lakh term loan against X35 lakh promoter contribution. This is

an asset-light services business with essentially nothing to hypothecate, so a lender should read the contracted client base,

retainer revenue and recycler network as the substance; MSME and CGTMSE routes suit the ticket. Three points deserve

stating candidly. The business is policy-dependent by construction — certificate mechanics and pricing are set by

regulation and can be revised, so the revenue mix rather than the growth rate is the credit question, and the advisory third

is what would survive a change. The working-capital requirement is a timing gap between paying small recyclers

quickly and collecting from large producers slowly, concentrated around compliance deadlines, so a revolving facility is the

right instrument. And the operational risk that matters is verification failure: an intermediary whose certificates

prove unsupported faces client claims, reputational loss and potential regulatory consequence simultaneously, which is why

verification capability belongs in a credit assessment rather than being treated as an internal quality matter.

13.1 Funding utilisation

Working capital (certificate procurement float & receivables) 35,00,000
Technology platform, traceability system & portal tools 16,00,000
Office, IT & documentation setup 10,00,000
Field verification & audit capability 8,00,000
Legal, registration, certifications & launch 4,00,000
Brand, technical content & business development 2,00,000

46.7%

21.3%

13.3%

10.7%

5.3%

2.7%

75'00'000



14. Risk Analysis & Mitigation

_ Mitigation

Policy change altering
certificate mechanics or

pricing

Certificates unsupported

by actual recycling

Client audit failure and

consequent claim

Price competition from non-

verifying intermediaries

Recycler network capacity

or registration lapse

Working-capital squeeze at

compliance deadlines

Obligation computation

error

Client concentration in a few

large producers

Reputational damage from

an industry scandal

Regulatory action against

the intermediary itself

15. SWOT Analysis

Build advisory, returns, audit-support and ESG revenue to ~31% and grow it; avoid speculative
certificate inventory; maintain regulatory tracking so changes are anticipated rather than discovered;

never model the spread as stable

Physical assessment of recyclers before use; sample verification of channelled material against
certificates; independent verification function; decline suspiciously cheap certificates — their
cheapness is usually explained by something the client would not want to explain to a

regulator

Traceable documentation retained in auditable form; verification records; clear contractual scope and
liability position; professional-indemnity cover; remind clients their obligation is non-delegable

so both parties treat evidence seriously

Sell defensible compliance rather than certificates; document the verification difference; target

producers with genuine audit exposure and brand risk

Multiple registered recyclers per stream and geography; monitor registration currency; long-term

arrangements for availability

Advances or staged payments from producers before procurement; revolving facility sized for the

deadline peak; avoid pre-buying certificates

Categorisation reviewed by a second consultant; documented basis for each computation; correction

protocol — an error here propagates into every subsequent filing

Diversify across streams and producer sizes; cap single-client share; grow mid-market base where

advisory need is greatest

Verification records as evidence of practice; transparency with clients and regulators; distance from

operators known for paper-only fulfilment

Maintain own registration currency; report accurately; refuse mandates that cannot be fulfilled

through genuine processing

Strengths

Asset-light with negligible capital; regulation-created demand
that expands as coverage widens; advisory and returns revenue
is recurring and rule-independent; multi-stream capability
creates client stickiness; verification rigour is a genuine

differentiator with audit-exposed producers.

Weaknesses

Entire fulfilment revenue rests on a policy construct the
business does not control; thin, policy-set spread; working
capital funds a timing gap concentrated at deadlines;
verification costs money competitors avoid; nothing to

hypothecate; client concentration risk.



Opportunities Threats

EPR extending to further waste streams; targets tightening year Certificate price collapse or mechanism revision; low-cost

on year; recycled-content mandates creating adjacent advisory intermediaries commoditising fulfilment; an industry-wide

work; ESG and BRSR reporting overlap; brand plastic-neutrality credibility scandal; regulator disintermediating through direct

claims requiring credible evidence; mid-market producers producer-recycler matching; producers building in-house

currently unserved. compliance capability; enforcement inconsistency reducing
urgency.

16. Recommended AiSevak Tools for This Business

This EPR compliance services business would use AiSevak's Environment vertical tools in operations:

+ Obligation management: categorisation & obligation-computation tools, portal filing calendar, declared-vs-fulfilled

reconciliation.

Integrity: verified-tonnage vs. certificate-tonnage tracking, recycler assessment register with registration

currency, traceability chain records.

Resilience: advisory-share-of-revenue monitoring, retainer renewal tracking, multi-stream client analysis.

Finance: producer-vs-recycler payment-term gap, deadline-peak working-capital planning, certificate-inventory

monitoring (with Finance vertical).

Practice: Business Plan, break-even and service-economics tools to model the practice.

17. Key Assumptions & Notes

e EPR & plastic-compliance services: PRO-model fulfilment of producer obligations across plastic packaging, e-waste,
batteries and tyres + registration/categorisation advisory, certificate procurement, traceability, annual returns and audit
support; revenue = obligation tonnage x fee + advisory retainers.

e THE PURE-INTERMEDIARY MODEL OF THIS VERTICAL — it monetises a COMPLIANCE OBLIGATION rather than
a physical flow. No plant, no fleet, no material of its own; it stands between obligated producers and registered
recyclers. It is the counterparty to the recycling-plant and e-waste-recycling plans, where EPR CERTIFICATE
INCOME was the load-bearing revenue line — here we are on the other side of that trade.

o THE RISK STATED BEFORE ANYTHING ELSE: THE ENTIRE BUSINESS RESTS ON A POLICY CONSTRUCT.EPR
targets, category definitions, certificate mechanics, portal rules and certificate PRICING are all set by regulation
and all subject to revision — a business whose margin is the spread on a regulatory instrument is exposed to the
regulator changing that instrument, and there is no operational hedge against it. The mitigation is not to pretend
otherwise but to build ADVISORY, DOCUMENTATION and AUDIT-SUPPORT lines needed regardless of certificate pricing,
so ~31% of revenue survives a rule change. A promoter who understands this is building a compliance
practice; one who does not is running a position in a paper instrument.

o THE PRODUCER'S OBLIGATION IS NON-DELEGABLE IN SUBSTANCE — a producer may appoint a PRO but remains
the party the regulator holds answerable, and environmental compensation for shortfall is levied on the
PRODUCER, not the intermediary. That single fact defines what is actually being sold: not certificates, but
compliance the producer can DEFEND.

e THE INTEGRITY QUESTION IS SPECIFIC AND UNAVOIDABLE: certificates can be issued without
corresponding recycling having happened. Concerns about inflated/unsupported certificates are well documented
and the commercial pressure toward them is obvious (the cheapest certificate wins the mandate; verification costs

money). But an intermediary who does not verify the underlying recycling is selling a client a compliance



document that may not survive audit — and the consequence lands on the PRODUCER, who faces
environmental compensation for a shortfall they believed was covered. Hence verification is not an ethical
flourish, it IS the product, and the field-verification function is staffed as a DISTINCT capability because an
organisation whose verification reports to the people selling the fulfilment has no verification at all Decline
suspiciously cheap certificates — their cheapness is usually explained by something the client would not want
to explain to a regulator.

Fulfilment spread is thin (procurement 51-53% of revenue) and POLICY-SET, so never model it as stable;
advisory/returns/ESG at ~31% is the resilient third; multi-stream clients (packaging + battery + e-waste under one
adviser) cost little more to serve and are far harder to displace; obligation-computation errors PROPAGATE into every
subsequent filing so categorisation gets a second review.

Cash: recyclers and aggregators (small waste-chain operators) expect payment QUICKLY while producers
(large corporates) pay at 60-90 days, so the intermediary funds the gap on its largest cost line — with a distinct
COMPLIANCE-DEADLINE PEAK as obligations concentrate around filing dates. Take advances/staged payments from
producers BEFORE procuring on their behalf, and avoid holding certificate inventory speculatively — buying
ahead of mandates on a price view converts a service business into a position in a policy instrument, which
is exactly the exposure the plan is designed to limit. 375L, ~12,000-29,000 t obligation fulfilled, rev 3.25-8cr.

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.


https://aisevak.in/verticals/environment
https://aisevak.in/verticals/environment

