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1. Executive Summary

This plan sets out a Fleet Leasing & Management business in India — a company that owns/finances & leases
vehicles (cars, commercial vehicles, EVs) to corporates & businesses on operating/finance leases, plus full fleet
management (maintenance, insurance, telematics, driver & replacement), and self-drive/subscription options. It earns
lease rentals plus fleet-management fees over multi-year contracts, monetising corporates' shift from owning to
leasing vehicles & the value of residual-value & utilisation management — an asset-heavy, leasing-finance-, residual-

value- & utilisation-driven mobility business.

Corporate & business fleet leasing is growing in India as companies shift from owning to leasing vehicles (employee cars,
commercial fleets, EVs) for tax efficiency, cash-flow, hassle-free management & flexibility, alongside vehicle subscription. A
leasing business earns lease rentals + management fees over 3-5-year contracts, with the key levers being cost of
capital/leasing finance, residual value management (resale at lease-end), utilisation, maintenance/cost control & contract
book. It is asset-heavy & finance-intensive with residual-value risk; success rests on funding cost, residual management,

utilisation & corporate contracts.

This is an asset- & finance-heavy business — funded by promoter/company equity plus substantial leasing/vehicle finance
(NBFC/bank; the fleet is largely debt-financed against lease receivables & assets). This plan models a fleet business
requiring ¥6 crore capital deployed (X1.5 crore promoter/equity + 4.5 crore vehicle/lease finance), targeting ¥3 crore
revenue (lease + fees) in Year 1 and X7 crore by Year 3 as the fleet & contract book grow. (Fleet leasing; asset-heavy,

leasing-finance/residual-value/utilisation-driven, corporate-contract-based.)

2. Business Description, Vision & Legal Structure

Concept: A fleet leasing & management company - operating/finance leases + full fleet management

(maintenance/insurance/telematics/replacement) - for corporates & businesses; plus self-drive/subscription.
Vision: To be the trusted fleet & mobility partner for businesses.

Mission: Deliver hassle-free, cost-efficient fleet & mobility with strong service & uptime.

Legal structure options

¢ Private Limited — recommended (for leasing, finance, assets & scale).

« NBFC (if finance-lease-led) — finance leasing at scale may need NBFC registration; operating-lease/management can

be non-NBFC.

Regulatory anchor: fleet leasing is an asset/finance + mobility business — company & GST, vehicle registration/RTO
(commercial/lease norms), motor insurance, leasing structure (operating vs. finance lease; accounting/tax — Ind AS
116/lease taxation), NBFC registration if finance-leasing at scale, telematics/data (DPDP) & permits for commercial/self-drive
(as applicable). Cost of capital, residual-value management, utilisation, maintenance/cost control & corporate contracts

determine success; asset-heavy & finance-intensive with residual-value risk.

3. Promoter & Ownership

Led by a promoter with fleet/leasing, finance or mobility experience & corporate relationships. The team includes
leasing/finance & sales (corporate), fleet operations/maintenance, remarketing (residual/resale), telematics & account
management. Cost of capital, residual management, utilisation & service are the differentiators. Ownership & stakes are

editable inputs.



4. Market Analysis — India

India's corporate vehicle-leasing & fleet-management market is growing as companies shift from owning to leasing
(employee & commercial vehicles, EVs) for tax/cash-flow efficiency, flexibility & hassle-free management, alongside
rising vehicle subscription. Demand spans employee-car leasing, commercial fleets & EV fleets (last-mile/logistics).
The market rewards cost of capital, residual management, utilisation, service/uptime & corporate contracts; it is
finance-, residual- & utilisation-sensitive & contract-driven, met with funding cost, residual discipline, service &

contract book.

Demand drivers

¢ Own-to-lease shift (corporates).
o Tax/cash-flow & flexibility.

o Hassle-free fleet management.
o EV fleets & last-mile logistics.

¢ Vehicle subscription growth.

Market sizing (illustrative framing)

TAM Vehicle leasing/fleet in India Large & growing
SAM Corporate/fleet segment Substantial
SOM (Yr 1-3) Fleet size & contracts Scaling

Target segments

o Corporates (employee cars).
o Commercial & logistics fleets.
o EV fleets (last-mile/delivery).

e Self-drive/subscription (optional).

5. Competition & Competitive Advantage

Landscape: established leasing companies (ALD/Leaseplan/ORIX/Mahindra), OEM leasing arms, banks/NBFCs &
subscription players. The business competes on cost of capital, residual management, service/uptime, flexibility & corporate

relationships.

The business's edge

o Cost of capital & leasing structure.

¢ Residual-value management (remarketing).
o Utilisation & fleet-management service.

o Telematics & cost control.

o Corporate relationships & flexibility.
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6. Products & Revenue Model

Operating lease rentals Monthly rental (over 3-5 yrs) Core recurring
Finance lease Rental + interest spread Finance income
Fleet management fees Per-vehicle/service fee Margin/annuity
Residual / resale (remarketing) Sale at lease-end Residual value (key)
Self-drive / subscription Rental/subscription Utilisation/alt.

Operating-lease rentals & management fees are recurring over multi-year contracts; the economics hinge on residual
value (resale at lease-end vs. assumed) & cost of capital — a lease priced with an over-optimistic residual erodes profit.
Cost of capital, residual management, utilisation, maintenance-cost control & contract book drive economics — the decisive

fleet-leasing levers; residual & funding-cost discipline are central.

7. Go-to-Market — Marketing & Sales

o Corporate B2B sales & HR/admin relationships.
¢ OEM/dealer & finance tie-ups.

o Total-cost & hassle-free value proposition.

o EV-fleet & ESG positioning.

¢ Service/uptime & account management.

Sales approach

Win corporate contracts (B2B sales, HR/admin, total-cost/hassle-free pitch, EV/ESG) — structure leases with disciplined
residual & funding cost - deliver service/uptime (fleet management) - manage residual via remarketing — retain & expand

contract book. Contract book, residual discipline, utilisation & funding cost build recurring, asset-backed income.

8. Operations Plan

¢ Fleet & finance: vehicle acquisition (OEM/dealer), leasing/vehicle finance (NBFC/bank), registration/insurance,
telematics.

e Process: corporate deal = lease structuring (residual/funding) = vehicle acquisition & delivery - fleet management
(maintenance/insurance/replacement) = lease-end remarketing/residual.

+ Fleet management: maintenance/service networks, insurance/claims, telematics/uptime, driver/replacement (as
contracted).

+ Residual & remarketing: lease-end vehicle resale (used-car channels) — residual management is critical.

o Compliance: RTO/lease norms, insurance, lease accounting/tax (Ind AS 116), NBFC (if finance-lease at scale), DPDP

(telematics).

Fleet-leasing workflow

_ Activity m



Win Corporate contract Contract book

Structure Lease (residual/funding) Residual/cost of capital
Deploy Acquire/deliver Utilisation
Manage Maintenance/telematics Uptime/cost
Remarket Lease-end resale Residual realised

9. Regulatory, Licences & Compliance (India)

o Company & leasing: Pvt Ltd; GST; lease structure (operating vs. finance); lease accounting/tax (Ind AS 116); NBFC
registration if finance-leasing at scale.

e Vehicle & insurance: RTO registration & commercial/lease norms; motor insurance & claims; permits (commercial/self-
drive as applicable).

o Data & telematics: DPDP-aligned telematics/driver data.

o Business & tax: PAN/TAN; Udyam; corporate contracts & SLAs.

10. Organisation & Manpower Plan

Promoter & leadership

Corporate sales & leasing/finance 3 6 10
Fleet operations & maintenance 4 7 12
Remarketing, telematics & account mgmt 2 4 6

Admin, finance & support

11. Implementation Timeline & Milestones

Setup Month 0-4 Company, leasing finance, OEM/service tie-ups, first contracts, launch
Ramp Month 4-12 Contract book, fleet, utilisation, service; X3cr revenue

Grow Year 2 Contract book, EV fleets, residual discipline, cost

Scale Year 3 X7cr revenue; fleet & book scale

Cycle Year 3+ First lease-end remarketing; residual realisation

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. Fleet leasing; asset-heavy, leasing-finance/residual/utilisation-driven,



contract-based.

12.1 Project cost & means of finance

capital reqUirement _

Fleet vehicles (largely debt-financed) 5,20,00,000
Telematics, systems & setup 30,00,000
Working capital (maintenance, insurance float) 30,00,000
Launch, tie-ups & pre-operative 20,00,000
Promoter / equity 1,50,00,000
Vehicle / lease finance (NBFC/bank) 4,50,00,000

12.2 Projected Profit & Loss (3 years)

_

Lease rentals (operating/finance) 2,50,00,000 4,20,00,000 5,60,00,000
Fleet-management fees 40,00,000 75,00,000 1,10,00,000
Self-drive/subscription & other 10,00,000 25,00,000 30,00,000
Depreciation (fleet) 1,10,00,000 1,85,00,000 2,45,00,000
Interest (lease finance) 54,00,000 88,00,000 1,10,00,000
Maintenance, insurance & operations 80,00,000 1,40,00,000 1,90,00,000
Salaries & overheads 42,00,000 62,00,000 85,00,000

Total expenses 2,86,00,000 4,75,00,000 6,30,00,000
Net profit (before tax) 14,00,000 45,00,000 70,00,000

Net margin 4.7% 8.7% 10.0%

Note: depreciation assumes disciplined residual estimates; realised residual at lease-end (Year 3+) will adjust actual

profitability — residual management is the key swing factor.

12.3 Unit economics & break-even

o Lease economics & residual: lease rental must cover depreciation (net of residual) + interest + management cost +
margin; residual value (resale at lease-end) is the key assumption — accurate/conservative residual protects profit.

o Cost of capital & utilisation: funding cost & fleet utilisation against fixed depreciation/interest drive margins;
corporate contracts anchor utilisation.

 Break-even: at a contract-book/utilisation level covering depreciation + interest + operations; recurring rentals build to

profitability from Year 1, improving as book scales & residuals realise.



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

PartiCUIars (?) -m‘n

Opening balance 30,00,000 28,00,000 27,50,000 28,00,000
Lease & fee collections 62,00,000 70,00,000 78,00,000 86,00,000
Interest, maintenance & operating 64,00,000 70,50,000 77,50,000 85,00,000

Closing balance 28,00,000 27,50,000 28,00,000 29,00,000

Lease rentals are steady recurring cash (favourable, contract-locked); fleet capex is debt-financed & interest/maintenance
are ongoing; residual is realised at lease-end (a future cash event). Contract book, utilisation, residual discipline, funding-
cost & maintenance control manage cash; residual-value shortfall & funding-cost rises are the key risks — met with

conservative residuals & remarketing.

12.5 Key Performance Indicators to Monitor

e Book: contract book; fleet size; utilisation; renewals.
o Economics: lease yield; cost of capital; management-fee margin; residual realised vs. assumed.
e Ops: maintenance cost/vehicle; uptime; insurance/claims.

o Risk: residual gap; delinquency; asset age/mix.

13. Funding Requirement & Bankability

Total ask: X4.5 crore vehicle/lease finance (against lease receivables & assets) plus X1.5 crore promoter/equity.
Bankability rests on the contract book (locked lease receivables), residual-value discipline, funding cost & fleet quality;
leasing is asset-backed (vehicles + receivables) & financeable via NBFC/bank vehicle-finance. Recurring rentals support
servicing; residual-value assumptions & corporate-contract quality are the key diligence areas — conservative residuals &

strong contracts de-risk. (NBFC registration may be needed if finance-leasing at scale.)

13.1 Funding utilisation

Fleet vehicles (largely debt-financed) 5,20,00,000 86.7%
Telematics, systems & setup 30,00,000 5%
Working capital (maintenance/insurance float) 30,00,000 5%
Launch, tie-ups & pre-operative 20,00,000 3.3%

14. Risk Analysis & Mitigation

_ Mitigation

Residual-value shortfall Conservative residuals; remarketing capability; asset/mix discipline

Cost of capital / rate rises Matched funding; fixed-rate lease pricing; funding diversification



Low utilisation / contract loss
Maintenance cost overruns

Regulatory (NBFC/lease/tax)

15. SWOT Analysis

Corporate contracts; service/uptime; renewals; self-drive/subscription
Service networks, telematics, preventive maintenance; cost control

Lease structuring, NBFC (if needed), Ind AS 116 & tax compliance

Strengths

Recurring contracted rentals; asset-backed; own-to-lease shift;

fleet-management annuity; EV-fleet & ESG upside.

Opportunities

Corporate leasing growth; EV fleets; subscription/self-drive;

fleet-management fees; contract book.

Weaknesses

Asset-/finance-heavy; residual-value risk; cost-of-capital-

sensitive; utilisation-dependent; regulatory (NBFC/lease).

Threats

Residual/used-price falls; rate rises; competition & OEM leasing;

contract loss; EV residual uncertainty.

16. Recommended AiSevak Tools for This Business

This fleet-leasing business would use AiSevak's Automotive vertical tools in delivery:

o Leasing ops: lease-structuring/residual-modelling, contract/CRM & utilisation, fleet-management/telematics and

remarketing tools.

o Compliance: lease-accounting (Ind AS 116)/tax, NBFC/RTO & insurance, DPDP (telematics) and corporate-contract/SLA

tools (with Legal & Finance verticals).

e Practice: Business Plan, residual/lease-yield-economics and Break-even tools to model the fleet.

17. Key Assumptions & Notes

drive/subscription; asset-heavy.

contract book decisive.

116)/tax, DPDP (telematics).

» Use these tools now — free on AiSevak

Fleet leasing & management; operating/finance leases + fleet-management fees over 3-5-yr contracts + self-

Residual value (resale at lease-end) & cost of capital are the key swing factors; utilisation, maintenance-cost control &

Largely debt-financed (vehicle/lease finance; NBFC if finance-leasing at scale); RTO/insurance, lease accounting (Ind AS

Contract book, residual discipline, utilisation & funding cost drive economics; figures illustrative, exclude GST.

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

https://aisevak.in/verticals/automotive — 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.
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