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1. Executive Summary

This plan sets out a Furniture Manufacturing Unit in India — wood and metal furniture production, covering
contract manufacturing for brands and retailers, own-brand residential furniture, institutional and office supply, export
orders built to CARB and E1 specification, panel processing and board conversion, and component supply, producing

roughly 186,000 units a year at 88% capacity utilisation by Year 3.

This plan is the anchor for the furniture vertical. It sets ten rules that the modular, retail-showroom, office-supply, D2C,
custom-carpentry, rental, outdoor and mattress plans all inherit. Its finding is not that anyone is cutting corners — it
is that this industry already knows how to do the thing properly, and does it only for people who live

somewhere else.

[I] THE SAME FACTORY MAKES A TESTED PANEL FOR A GERMAN BEDROOM AND AN UNTESTED ONE FOR AN
INDIAN BEDROOM, ON THE SAME LINE, IN THE SAME WEEK. Engineered panel — MDF, particleboard,
commercial plywood — is bonded with urea-formaldehyde resin and off-gasses formaldehyde continuously for
years, most heavily in the first two, at a rate that RISES SHARPLY WITH TEMPERATURE. An Indian bedroom in
May, closed overnight, with a wardrobe, a bed and a study unit in it, is the exposure case nobody models.
Formaldehyde is classified as carcinogenic to humans, and India HAS NO MANDATORY EMISSION-CLASS
LABELLING FOR DOMESTIC FURNITURE — so THE BUYER CANNOT TELL AND THE MAKER NEED NOT SAY. Yet the
capability is already installed: Indian manufacturers routinely build to E1 and CARB Phase 2 for export, using
the same presses, the same resin suppliers and the same technicians. THE ONLY DIFFERENCE BETWEEN THE
COMPLIANT PANEL AND THE UNTESTED ONE IS WHICH REGULATOR IS WATCHING. So this business TESTS
EVERY BATCH, PRINTS THE EMISSION CLASS ON THE PRODUCT, AND SELLS ONE SPECIFICATION TO EVERY
MARKET — measured emission of 0.036 mg/l against the E1 limit of 0.124. WHERE THE STANDARD EXISTS ONLY
FOR EXPORT, THE DOMESTIC BUYER IS SOLD THE UNTESTED VERSION — SO PRINT THE CLASS AND SELL ONE
PRODUCT.

[ AND THE TIMBER HAS NO NAME. A sawmill invoice that says "hardwood" identifies nothing, and the same
manufacturer who documents species and plot for a European buyer accepts undocumented lots for domestic
work. So SPECIES AND ORIGIN ARE NAMED ON EVERY PIECE, 100% of suppliers are audited to plot or
plantation level, NIL timber is accepted without documented chain of custody, and 34 supplier lots were

rejected on verification in Year 3.

[ AND HARDWOOD DUST IS A CARCINOGEN THAT THIS INDUSTRY TREATS AS SWEEPING-UP. So EXPOSURE IS
MONITORED AND PUBLISHED, extraction runs at source on 100% of dust-generating machines, NIL workers
now exceed the occupational exposure limit against 18.2% in Year 1, and health surveillance covers every

exposed worker.

This plan models an operator requiring ¥26.00 crore (3X9.00 crore investor + X8.60 crore term loan + 34.60 crore promoter
+ X3.80 crore working capital), moving from ¥16.00 crore revenue and a ¥1.15 crore loss to ¥64.00 crore revenue
and 5.10 crore profit by Year 3 — an 8.0% net margin and 29.2% return on capital. (Furniture manufacturing — figures

illustrative.)

2. Business Description, Vision & Legal Structure

Concept: A furniture factory that sells the domestic buyer the panel it already makes for export.



Vision: To make the emission class a printed number rather than an export document.

Mission: Test every batch and print what it measured; name the species and the plot; extract the dust at the machine and

measure what is left; publish how long the product actually lasts; and quote one specification whoever is buying.

Legal structure

o Private Limited — recommended. Brand contracts, export documentation, capital equipment finance and outside
capital all assume it.

¢ A single product specification with nil domestic derating — the structural precondition for the whole plan,
since a factory permitted to run two grades will always run the cheaper one for the buyer who cannot test.

« Emission testing and timber verification reporting to the board, independent of production — because the

batch that fails is always the batch a dispatch date depends on.

Regulatory anchor: the Factories Act 1948 and state rules on machine guarding, dust extraction and occupational health,
with wood dust recognised as a carcinogenic occupational exposure; BIS standards for panel products and furniture, and the
absence of any mandatory formaldehyde emission-class labelling for domestic furniture, against E1 and CARB
Phase 2 regimes that Indian manufacturers already meet for export; the Indian Forest Act and state transit rules,
CITES for listed species, and importer obligations on legality of source; deforestation-free supply-chain requirements
applying to export buyers but not to the domestic market, so traceability is built and then not used at home;
consent to operate under the Air and Water Acts for finishing lines and VOC abatement; the Legal Metrology Act and
Consumer Protection Act 2019 on product claims, under which a durability claim is an actionable representation; hazardous-
waste rules for solvent and finishing residues; and EPF, ESI and POSH for the factory workforce. The decisive structural
fact is that NOTHING REQUIRES AN INDIAN FURNITURE MAKER TO STATE WHAT ITS PANEL EMITS, AND THE
TESTING CAPABILITY IS ALREADY ON SITE FOR THE EXPORT LINE.

3. Promoter & Ownership

Led by a promoter with furniture manufacturing, panel processing or wood-products background, with a materials engineer
and a factory-safety professional in the leadership. Three competences decide outcomes. Resin and panel chemistry,
because emission performance is decided at the board and adhesive selection rather than at final inspection. Timber
sourcing depth, since species verification requires knowing suppliers well enough to reject them. And the willingness to hold
a dispatch, which is where this plan's proposition sits and which is tested every time a batch fails on the day a container is
booked. Ownership, equity & investor terms are editable inputs; emission testing and timber verification report to

the board independently of production, and no employee's pay is linked to dispatch volume.

4. Market Analysis — India

Large, fragmented and formalising, competed on price per piece and delivery date.

Demand drivers

¢« Housing completions and urban household formation driving residential furniture demand.
« Organised retail and D2C brands outsourcing manufacture at scale.

o Office and institutional fit-out as commercial real estate expands.

o Import substitution in panel-based furniture previously sourced from East Asia.

o« Export demand for Indian furniture at CARB and E1 specification.

¢ Rising consumer awareness of indoor air quality in closed, air-conditioned homes.



Market sizing (illustrative framing)

Indian furniture manufacturing across residential and ) .
TAM Large; fragmented; overwhelmingly price-competed
institutional

Bounded by BUYER SPECIFICATION, not by

SAM Orders deliverable at a single tested specification

demand
SOM (Yr
1-3) Units built to one emission-tested, species-named standard X16¢r - X64cr; 186k units; 61 orders refused

Revenue mix and share (Year 3)

22.0% — buyer writes the spec; where derating is

Contract manufacturing for brands & retailers 30.0%

requested
Own-brand residential furniture 24.0% 38.0% — we write the spec; the bedroom exposure case
Institutional & office furniture supply 18.0% 28.0% — tender-driven; lowest-cost board is the default
Export orders (CARB / E1 specification) 14.0% 32.0% — the standard that proves we can already do it
Panel processing & board conversion services 8.0% 24.0% — third-party board; incoming testing matters most

Component supply — hardware, finishes & sub- ) o
) 6.0% 26.0% — adhesives and lacquers are part of the emission
assemblies

The fourth row is the argument of this plan made as a revenue line: 14% of output already leaves this factory
tested, labelled and compliant, and the only reason the other 86% is not is that nobody asks. The first row is
where the pressure lands — a brand writing its own specification will sometimes ask for a cheaper board, and
61 such orders were refused in Year 3. The second row is the one that matters clinically, because own-brand
residential is wardrobes and beds, sold into closed bedrooms, which is precisely the exposure setting the

export standards were written for and the domestic market has never considered.

Constraints

« Buyer specification, which is the hard ceiling on selling one grade to everybody.
« Timber and panel cost, the largest and most volatile input in the model.
o Capacity utilisation, since the plant is capital-heavy and fixed cost is high.

e Seasonality, with demand concentrated around festive and construction cycles.

5. Competition & Position

competitor type _ \Weakness this plan eprOits

Organised furniture ) ) Export specification for export only;
Scale, machinery, brand contracts, export credentials

manufacturers domestic board untested

Unorganised workshops & No emission testing, no traceability, no dust

) Cheapest, flexible, low overhead, fast turnaround )
job shops extraction



Imported furniture & flat- . . . ) Emission class often declared abroad and not
Design, price at volume, established supply chains

pack in India

Modular and interior ) ) ) o o ) Board bought on price; specification passed
Client relationships, site fitting, design integration

contractors through unread

One tested specification, species named, dust ) ) )
This plan Higher price per piece; refuses derated orders
measured, life published

The positioning makes one claim a buyer can read on the product itself and one an institutional purchaser's
auditor can verify from a batch record: this is what this panel measured, and it is the same number whichever
country the order was going to. No domestic competitor prints it, and the reason is not capability — most of
the larger ones test routinely for export — but that the domestic buyer has never asked and no rule requires
it. The commercial difficulty is that our price per piece is visibly higher and the difference is invisible in a
showroom, since a wardrobe that emits 0.036 and one that has never been measured look, feel and

photograph identically.

The cost of the honest position is stated in rupees rather than implied. Testing every batch, printing the
emission class and holding one specification for both markets cost ¥2.68 crore of Year-3 margin — the largest
item and the entire structural difference between this factory and its competitors. Naming species and origin,
with chain of custody documented to the plot, cost ¥1.42 crore. Refusing 61 orders where the buyer specified
below our published standard cost X1.18 crore. Dust extraction at source, exposure monitoring and health
surveillance cost ¥86 lakh. Publishing measured service life and actual failure rates instead of a warranty
period cost ¥64 lakh. Total X6.78 crore against X5.10 crore of profit — so an operator with the same plant and

the same order book running trade-standard practice would earn X11.88 crore.

6. The Same Line, Two Standards

This is the finding, and it is a decision nobody had to make.

What the export order gets What the domestic order gets

Panel tested to E1 or CARB Phase 2 Untested. No rule requires it.
Emission class documented per batch No batch record kept
Species and origin declared Invoice says "hardwood"
Adhesive and finish VOC declared Not asked, not stated
Chain of custody to the plantation Chain ends at the sawmill
The same press, resin and technicians THE SAME PRESS, RESIN AND TECHNICIANS

The last row is the finding, and it is why this is not an ordinary quality problem. NOTHING HAS TO BE BUILT,
LEARNED OR BOUGHT TO MAKE THE DOMESTIC PANEL AS GOOD AS THE EXPORT ONE — the chamber is
installed, the resin supplier is qualified, the technicians are trained, and the procedure runs every week. It is
simply not applied to the boards that stay in the country. And the harm is exactly the kind that markets never
correct on their own: formaldehyde off-gassing is INVISIBLE, ODOURLESS AT LOW CONCENTRATION,
CUMULATIVE, AND SEPARATED FROM ITS CAUSE BY YEARS — a person who develops respiratory symptoms in a

new bedroom does not attribute them to a wardrobe, and could not prove it if he did. THE EMISSION RISES



WITH TEMPERATURE AND FALLS WITH VENTILATION, WHICH MEANS THE WORST CASE IN THIS COUNTRY IS THE
ORDINARY CASE: A CLOSED, AIR-CONDITIONED BEDROOM IN A HOT MONTH, OCCUPIED FOR EIGHT HOURS A
NIGHT BY SOMEBODY ASLEEP. Nobody in the chain is being careless. The retailer specifies a price point, the
manufacturer meets it with the board the price allows, the buyer chooses on finish and design, and the one
property that would distinguish the products is not printed on either of them. THE ENTIRE MARKET IS
OPERATING ON AN ATTRIBUTE NOBODY CAN OBSERVE, WHICH MEANS THE CHEAPER BOARD WINS EVERY TIME
AND KEEPS WINNING.

So the number is measured and printed, and one grade is made. EVERY BATCH IS TESTED AND THE EMISSION
CLASS IS PRINTED ON THE PRODUCT at 100%, with NIL batches released without a passing test — measured
emission falling from 0.062 to 0.036 mg/l against the E1 limit of 0.124, published per batch rather than as a
brochure claim. NIL UNITS ARE SOLD TO A LOWER DOMESTIC SPECIFICATION THAN OUR EXPORT
SPECIFICATION, which is the whole commitment stated as a single fact: there is one product, and the country
it is going to does not change it. THE VOC CONTENT OF ADHESIVES AND FINISHES IS DECLARED at 100%,
because a low-emission board finished with a high-solvent lacquer has moved the problem rather than solved
it. AND 61 ORDERS WERE REFUSED IN YEAR 3 where the buyer specified below our published standard, up
from 26 — published with the specification we refused, because a factory that quietly declines derating has
left the specification in every other quotation it appears in. Cost ¥3.86 crore across the two commitments.
WHERE THE STANDARD EXISTS ONLY FOR EXPORT, THE DOMESTIC BUYER IS SOLD THE UNTESTED VERSION —
SO PRINT THE CLASS AND SELL ONE PRODUCT.

7. The Timber With No Name and the Dust With No Record

Three further rules, and the ten this vertical inherits.

[l THE TIMBER HAS NO NAME. A sawmill invoice reading "hardwood" identifies nothing — not the species,
not the plot, not whether the tree was legally felled — and the same manufacturer who documents both for a
European buyer under deforestation-free sourcing rules accepts undocumented lots for domestic work without
a second thought. AGAIN THE CAPABILITY EXISTS AND IS SIMPLY NOT POINTED AT THE HOME MARKET. So
SPECIES AND ORIGIN ARE NAMED ON EVERY PIECE, chain of custody is documented to plot or plantation for
100% of suppliers by Year 3 from 68%, NIL timber is accepted without it, and 34 SUPPLIER LOTS WERE
REJECTED on verification — down from 142, which is the direction that shows the supply base changed rather

than the standard slipped.

[ AND HARDWOOD DUST IS A CARCINOGEN THAT THIS INDUSTRY TREATS AS SWEEPING-UP. Fine wood dust
is a recognised cause of nasal and sinonasal cancer, the exposure is highest at the saw, router and sander,
and in most Indian furniture workshops the control measure is a broom at the end of the shift. So EXTRACTION
RUNS AT SOURCE ON 100% OF DUST-GENERATING MACHINES, EXPOSURE IS MONITORED AND PUBLISHED,
workers above the occupational exposure limit fell from 18.2% to NIL, and HEALTH SURVEILLANCE COVERS
EVERY EXPOSED WORKER at 100% — including the ones who will leave before any of it shows.

[I1 AND A WARRANTY IS A PROMISE ABOUT A COMPANY, NOT A MEASUREMENT OF A PRODUCT. Furniture is
sold on ten-year warranties by businesses that may not exist in ten years, and the number describes a legal
undertaking rather than anything about the joint, the board or the hinge. So MEASURED SERVICE LIFE AND
ACTUAL FAILURE RATES ARE PUBLISHED INSTEAD — median 11.4 years to first structural failure, 1.6% of units

returned or failed within the published life, and NIL claims made that are not a measured quantity. A

published failure rate is worth more than a warranty precisely because it costs us something to be honest



about.

The ten rules this vertical inherits
Every furniture plan that follows applies these, adding its own where its structure differs.

e (a) Print the emission class on the product — tested per batch, published, never a brochure claim.
¢ (b) Name the species and the origin; chain of custody documented; nil undocumented timber.

¢ (c) Nil export/domestic specification split — one product, one standard, every market.

¢ (d) Wood dust is a carcinogen — extraction at source, exposure published, health surveillance.

+ (e) The workforce is on the register — nil piece-rate off-book carpentry at any volume.

o (f) Publish the failure, not the warranty — measured service life and actual failure rates.

¢ (g) The finish is part of the product — VOC content of adhesives and lacquers declared.

e (h) Publish what you refused — orders declined below the published standard, with the specification.
e (i) Every blended figure carries its 90th percentile, never the median alone.

¢ (j) The system refuses rather than warns — no batch releases without a passing emission test.

What a buyer can check in sixty seconds, in the showroom
Every commitment here is checkable before purchase, and the first two take one look at the label.

o Is there an emission class printed on the product? If there is no number, nothing was measured — and this piece
will be in your bedroom for a decade.

Does the label name the species, or just say "hardwood"? "Hardwood" is not a species; it is a word used when

nobody wrote one down.

o Ask what the same manufacturer sends abroad. If the export line is tested and yours is not, you are buying the
untested half of one factory.

¢ Is a warranty offered, or a failure rate published? A warranty is a promise about the company; a failure rate is a
fact about the furniture.

o What is in the finish? A low-emission board under a high-solvent lacquer has moved the problem into the same room.

o Ask how the dust is handled at the factory. It will not change your purchase, but somebody made this, and the

question is almost never asked.

The asymmetry in this business is the cleanest in the library, because the information gap is total and
permanent. A buyer can assess design, finish, price and, with effort, joinery — and CANNOT ASSESS THE ONE
PROPERTY THAT WILL AFFECT HIM MOST, at the point of sale, at home, or ever. He cannot smell it at the
concentrations that matter, cannot test it, will not connect it to a symptom years later, and has no document
that would tell him. MEANWHILE THE COST OF MEASURING IT IS 213 A UNIT. That figure is the whole shape of
the problem: it is not a barrier, it is not a technology gap, and it is not a capability the industry lacks — it is a
cost nobody is required to bear for information nobody is required to give, about a harm nobody will ever
trace back. AND THE COMPETITIVE LOGIC RUNS ONE WAY ONLY: a manufacturer who tests and prints must
charge for it and cannot show the difference; one who does not, cannot be caught. THE MARKET THEREFORE
SELECTS AGAINST TESTING, WHICH IS WHY IT HAS NOT HAPPENED ON ITS OWN AND WILL NOT. That is why the
commitments here are printed on the product rather than promised in a policy: a number on the back panel
travels with the wardrobe into the bedroom, survives the salesman, outlasts the brochure, and is the only

thing in this transaction that can still be checked in year eight.




8. Operations Plan (source, press, test, publish)

The board

o Every batch emission-tested before release — nil exceptions at any dispatch pressure.
o Emission class printed on the product, per batch, not per brochure.
+ Nil domestic derating — one specification for every market.

¢ Incoming third-party board tested on the same basis as our own.

The timber

e Species and origin named on every piece produced.
e Chain of custody to plot or plantation — 100% of suppliers audited.
¢ Nil undocumented lots accepted, at any price or lead time.

o Rejected lots published — 34 in Year 3, with the ground.

The workshop

« Extraction at source on 100% of dust-generating machines.
o Exposure monitored and published; nil workers above the limit.
o Health surveillance for every exposed worker, including short-tenure staff.

¢ Nil piece-rate off-book labour; the whole workforce on the register.

The claim

o Measured service life published — 11.4-year median to first structural failure.
o Actual failure rates published — 1.6% within the published life.
¢ VOC content of finishes and adhesives declared on every product.

e Orders refused below standard, published — 61 in Year 3, with the specification.

The operational hinge is a 14,000-unit wardrobe programme for a national retailer at 21% of revenue, whose
specification names a board grade two classes below ours and whose category manager is neither evasive nor
unusual — he is quoting the grade every other supplier has quoted him for nine years, at a price point his own
competitors have set, and he has never been shown an emission figure by anybody. Meeting the specification
is entirely lawful, harms no rule, and is what the tender expects. So THE BATCH-RELEASE SYSTEM CANNOT
DISPATCH A UNIT AGAINST A SPECIFICATION BELOW OUR PUBLISHED STANDARD: it is a hard constraint with
no account, seasonal or executive override, and the order is either re-specified or declined. We re-specify it,
absorbing part of the difference, and publish both the original specification and the outcome — because a
factory that upgrades one order quietly has left the same grade in every other tender in the market, and the

tender is the thing that has to change. No pay is linked to dispatch volume.

9. Product, Environmental & Factory Compliance (India)

o Factories Act 1948 and state rules — machine guarding, dust extraction and occupational health, with wood dust a
recognised carcinogenic exposure.
« BIS standards for panel products and furniture — and the absence of any mandatory formaldehyde

emission-class labelling for domestic furniture.



e E1 and CARB Phase 2 regimes for export, already met by Indian manufacturers on the same lines that serve

the domestic market.

« Indian Forest Act, state transit rules and CITES for listed species; importer obligations on legality of source.

+ Deforestation-free supply-chain requirements — applying to export buyers and not to the domestic market,

so traceability is built and then not used at home.

o Air and Water Acts — consent to operate for finishing lines, spray booths and VOC abatement; hazardous-waste rules

for solvent residues.

o Consumer Protection Act 2019 and Legal Metrology Act — a durability claim is an actionable

representation, not marketing copy.

o EPF, ESI and POSH for the factory workforce. Nothing requires an Indian furniture maker to state what its

panel emits, and the testing capability is already on site for the export line.

10. Organisation & Manpower Plan

Promoter / managing director 1
Production — machining, assembly & finishing 118
Factory supervision, planning & maintenance 18
Sales, distribution, brand & institutional accounts 14

Emission testing, batch release, dust monitoring &

occupational health /
Admin, finance, legal, technology & business development 10
Timber traceability & supplier verification 4
Total 172

11. Implementation Timeline & Milestones

290

42

34

18

14

11

410

Owns the single-specification rule

641 units per worker per year; all on the

register

Batch discipline and press scheduling

Nil pay linked to dispatch volume

Board-reporting; independent of

production

Consents, certifications, export documentation

Audits to plot; 34 lots rejected in Year 3

186,000 units at 88% utilisation

The production headcount is derived rather than assumed, and it reconciles three ways. By volume: 186,000
units at 641 units per production worker per year is 290 direct workers — roughly 2.7 units a worker a day
across 240 working days, which is a deliberately unhurried rate because the pieces that fail early are the ones
assembled fastest. By cost per unit: the ¥3.96 crore of emission testing, timber traceability and dust control
across 186,000 units is ¥213 per unit — and that single figure is the whole argument of this plan, because
X213 is not a barrier to anything; it is simply a cost nobody is required to bear, for information nobody is
required to give, about a harm nobody will ever trace back. By cost per head: the ¥51 lakh timber-traceability
salary line across eleven people is 4.6 lakh cost-to-company each, and median take-home sits below that
because of provident fund, ESI and gratuity. Emission testing reports to the board rather than to production,

because the batch that fails is always the batch a dispatch date depends on.




Land, building, consents & plant installation Month 0-14
Emission-testing laboratory & batch-release

Month 8-16
gate

Month
Dust extraction & occupational health

10-20

Month
Timber traceability to plot

12-26

Month
Service-life measurement & failure publication

18-30

Month
Scale & publication

28-36

Training and competence

Incorporation, consents to operate, press line and CNC

commissioned

Chamber commissioned; no batch releases without a

passing test

Source extraction 82% — 96%; exposure monitoring live

Supplier audit 68% — 88%; 142 - 76 lots rejected

Field returns tracked; median life and failure rate published

186k units; 0.036 mg/I published; 61 orders refused

+ Resin and board selection — where emission performance is actually decided.

« Chamber testing and batch discipline, including holding a dispatch on a failed result.

e Species identification taught to receiving staff, who are the only people who see the log.

+ Dust control at the machine, as an engineering task rather than a housekeeping one.

12. Financial Plan (lllustrative)

All figures are illustrative model assumptions, not forecasts or guarantees. They exist to show the drivers of a
furniture manufacturing P&L under a single-specification rule. Every input is editable. The defining economics are that
this is the most capital-intensive business in this vertical — 26 crore of plant against ¥64 crore of revenue —
so utilisation drives everything, and the commitments here cost ¥213 a unit against a fixed-cost base that

punishes any month the line runs slow.

12.1 Project cost & funding

Plant & machinery — panel saws, edge banders, CNC,
968 The same line that serves the export orders

press line

Working capital — timber and panel inventory, receivables 486 Timber is the largest and most volatile input
Dust extraction, air handling & workshop ventilation 312 Engineering control, not housekeeping
Factory building, land development & utilities 286  Two-shift capacity from commissioning
Emission-testing laboratory & batch-release capability 218 No batch releases without a passing test
Finishing line, spray booth & VOC abatement 168 The finish is part of the emission

Timber traceability system & supplier verification 96 Chain of custody to plot or plantation

Licences, consents, certifications & pre-operative 66  Air and Water consents, BIS, export certification



900L investor + X860L term loan + X460L promoter +

Total project cost 2,600
3380L WC

12.2 Operating metrics

_

EMISSION CLASS TESTED PER BATCH AND PRINTED ON THE PRODUCT /

batches released without a passing test / measured formaldehyde emission, 100% /NIL/ 100% /NIL/ 100% / NIL /
mg/l (E1 limit 0.124) / units sold to a LOWER DOMESTIC SPECIFICATION than 0.062 / NIL 0.048 / NIL 0.036 / NIL
our export specification

SPECIES AND ORIGIN NAMED ON EVERY PIECE / timber accepted without

94% / NIL / 99% /NIL/ 100% / NIL /
documented chain of custody / suppliers audited to plot or plantation level /

68% /142 88% /76 100% / 34
supplier lots REJECTED on species or origin verification
WOOD-DUST EXPOSURE MONITORED AND PUBLISHED / workers above the 100% / 100% / 100% / NIL /
occupational exposure limit / extraction at source on every dust-generating 18.2% / 82% 6.4% / 96% 100% /
machine / health surveillance for every exposed worker / 100% / 100% 100%

MEASURED SERVICE LIFE AND ACTUAL FAILURE RATES PUBLISHED / claims
100% /NIL/  100% /NIL/  100% / NIL /

made that are not a measured quantity / units returned or failed within the
3.8%/8.2 2.4% /9.6 1.6%/11.4

published life / median years to first structural failure

ORDERS REFUSED where the buyer specified below our published standard / 26/ NIL/ 48 / NIL / 61/ NIL/
orders accepted below standard / VOC content of finishes and adhesives declared 100% / 100% / 100% /
/ production workers on the register rather than piece-rate off-book 100% 100% 100%

46k / 62% / 112k / 78% 186k / 88%
14% / X448 /14% / /1 14% /
/ 38% 271 /26% X213 /17%

Units produced / capacity utilisation / export share of output / cost per unit of

testing, traceability and dust control / worker attrition

Row one's last column is the entire commitment reduced to a single fact: nil units are sold to a lower domestic
specification than our export specification, which means the country an order is going to does not change the
product. Row two's rejected lots falling from 142 to 34 is the direction that matters — a rising rejection count
would mean the standard was being applied to an unchanged supply base, and a falling one means the supply
base itself changed. Row three's workers above the exposure limit going from 18.2% to nil is the finding that
costs least and is skipped most, because wood dust is treated as mess rather than as the carcinogen it is. Row
six's cost per unit falling from ¥448 to X213 is scale doing what scale does — and X213 is the number an entire

industry has declined to spend.

12.3 Revenue build

e ——————

Contract manufacturing for brands & retailers 1,140 1,920 22.0%
Own-brand residential furniture 384 912 1,536 38.0%
Institutional & office furniture supply 288 684 1,152 28.0%
Export orders (CARB / E1 specification) 224 532 896 32.0%

Panel processing & board conversion services 128 304 512 24.0%



Component supply — hardware, finishes & sub-assemblies 96 228 384 26.0%

Total revenue 1,600 3,800 6,400 28.7% blended

12.4 P&L summary

T ]

Revenue 1,600 3,800 6,400
Cost of goods — timber, panel, hardware, finishes & production wages (1,140) (2,709) (4,562)
Gross profit 460 1,091 1,838
Factory operations, supervision & quality (108) (168) (216)
Emission testing, batch release & emission-class labelling (86) (128) (168)
Timber traceability — species verification & chain of custody (72) (108) (142)
Sales, distribution & brand (62) (96) (128)
Dust extraction, exposure monitoring & health surveillance (48) (68) (86)
Admin, finance, legal, technology & business development (42) (58) (72)
EBITDA 42 465 1,026
Depreciation & amortisation (146) (208) (268)
Finance cost (78) (124) (164)
Other income — panel conversion & testing services to third parties (disclosed) 28 54 86
PBT (154) 187 680
Tax 39 (47) (170)
PAT (115) 140 510
Net margin (7.2%) 3.7% 8.0%
ROCE (4.0%) 9.9% 29.2%

Cost of goods at ¥45.62 crore is 71.3% of revenue, and timber and panel are the largest and most volatile part
of it — a 25% movement in timber cost takes profit from ¥5.10 crore to ¥1.16 crore, which is a sharper
exposure than any commitment in this plan. Depreciation at ¥2.68 crore and finance cost at ¥1.64 crore
together are 6.8% of revenue, because this is a capital-heavy business where utilisation decides the year. The
three integrity lines — emission testing, timber traceability and dust control — total ¥3.96 crore, which is 6.2%
of revenue and %213 a unit. Other income of ¥86 lakh is panel conversion and testing services sold to third
parties, disclosed as a line and 1.3% of revenue — and it exists because the testing capability, once installed,
has capacity other manufacturers can buy. Commitments of ¥6.78 crore against ¥5.10 crore of profit mean an

operator with the same plant running trade-standard practice would earn ¥11.88 crore.

12.5 Break-even & sensitivity

Yr3 Yr3
Comment
revenue PAT



As modelled, one specification for every

Base X64.0cr X5.10cr

market
Trade-standard — export specification for export The trade's model, computed rather

X76.8cr  X12.95cr

only, no traceability than dismissed

The sharpest exposure in the model,
Timber cost +25% X64.0cr X1.16c¢r

by far
Capacity utilisation 20% below plan X51.2cr X2.34cr  X26¢r of plant does not idle cheaply
Own-brand residential halved X56.3cr X2.91cr The 38% line carries the commitments
Emission-testing cost doubles X64.0cr X3.84cr X213 becomes X303; still not a barrier

13. Funding Requirement & Bankability

_m Terms (indicative)

Investor equity 900 Plant and testing capability; single-specification covenant
Term loan 860 Machinery, building and extraction plant; 7 years
Promoter contribution 460 Cash, land contribution and manufacturing leadership
Working capital facility 380 Timber and panel inventory; receivables at 60-75 days
Total 2,600 lllustrative structure

An investor should read measured emission, utilisation, rejected supplier lots and the published failure rate,
and should understand that the single-specification rule is a deliberate ceiling on the orders this plant can
accept. The starkest figure is that reverting to export-only testing, dropping traceability and accepting
derated orders would take profit from ¥5.10 crore to ¥12.95 crore on the same plant, with the same people,
using the same presses — and the difference would be invisible in every showroom in the country. That is
precisely why it is a covenant. But the sharpest operating exposure is not a commitment at all: a 25%
movement in timber cost takes profit to ¥1.16 crore, which is more than any integrity line in this plan costs,
and it is the number a lender should size the working-capital facility against. Capital intensity compounds it —

26 crore of plant against ¥64 crore of revenue means utilisation, not margin, decides whether a year works.

e Use of funds — 37% plant and machinery, 19% working capital, 12% dust extraction and air handling, 11% building
and utilities, 8% emission-testing laboratory, 6% finishing and VOC abatement, 4% traceability system, 3% consents and

certification.

« Repayment — term loan over 7 years from Year 3 cash flow; working capital revolving against inventory and

receivables.

e Investor exit — sale to a furniture group, a panel manufacturer or a retail brand integrating backwards; or promoter

buyback. Single-specification, traceability and emission-publication commitments survive change of control.

14. Risk Analysis & Mitigation




The same
line, two

standards

The 14,000-
unit
wardrobe
programme
two classes

below

The timber
with no

name

Wood dust
treated as

sweeping-up

Engineered panel off-gasses FORMALDEHYDE —
CLASSIFIED AS CARCINOGENIC TO HUMANS —
continuously for years, MOST HEAVILY IN THE
FIRST TWO, AT A RATE THAT RISES SHARPLY WITH
TEMPERATURE. India has NO MANDATORY
EMISSION-CLASS LABELLING FOR DOMESTIC
FURNITURE, so THE BUYER CANNOT TELL AND THE
MAKER NEED NOT SAY. Yet the capability is
ALREADY INSTALLED for export: THE ONLY
DIFFERENCE BETWEEN THE COMPLIANT PANEL
AND THE UNTESTED ONE IS WHICH REGULATOR IS
WATCHING. The harm is INVISIBLE, ODOURLESS
AT LOW CONCENTRATION, CUMULATIVE AND
SEPARATED FROM ITS CAUSE BY YEARS, and THE
WORST CASE IS THE ORDINARY CASE — A
CLOSED, AIR-CONDITIONED BEDROOM IN A HOT
MONTH, OCCUPIED EIGHT HOURS A NIGHT BY
SOMEBODY ASLEEP

A national retailer at 21% OF REVENUE specifies a
board grade TWO CLASSES BELOW OURS, and the
category manager is NEITHER EVASIVE NOR
UNUSUAL — he is quoting THE GRADE EVERY
OTHER SUPPLIER HAS QUOTED HIM FOR NINE
YEARS, at a price point HIS OWN COMPETITORS
HAVE SET, AND HAS NEVER BEEN SHOWN AN
EMISSION FIGURE BY ANYBODY. Meeting it is
ENTIRELY LAWFUL AND IS WHAT THE TENDER
EXPECTS

A sawmill invoice reading "HARDWOOD"
IDENTIFIES NOTHING — not the species, not the
plot, not whether the tree was legally felled — and
the same manufacturer who documents both FOR
A EUROPEAN BUYER accepts undocumented lots
for domestic work WITHOUT A SECOND THOUGHT.
AGAIN THE CAPABILITY EXISTS AND IS SIMPLY NOT
POINTED AT THE HOME MARKET

Fine wood dust is A RECOGNISED CAUSE OF
NASAL AND SINONASAL CANCER, exposure is
highest AT THE SAW, ROUTER AND SANDER, and
in most Indian furniture workshops THE CONTROL
MEASURE IS A BROOM AT THE END OF THE SHIFT

MEASURE IT, PRINT IT, AND MAKE ONE GRADE. EVERY
BATCH TESTED AND THE EMISSION CLASS PRINTED ON
THE PRODUCT (100%), NIL batches released without a
passing test — measured emission 0.062 - 0.036 mg/I
AGAINST THE E1 LIMIT OF 0.124, PUBLISHED PER
BATCH RATHER THAN AS A BROCHURE CLAIM. NIL
UNITS SOLD TO A LOWER DOMESTIC SPECIFICATION
THAN OUR EXPORT SPECIFICATION — THE WHOLE
COMMITMENT AS A SINGLE FACT: THERE IS ONE
PRODUCT AND THE COUNTRY IT IS GOING TO DOES
NOT CHANGE IT. VOC CONTENT OF ADHESIVES AND
FINISHES DECLARED (100%), BECAUSE A LOW-
EMISSION BOARD UNDER A HIGH-SOLVENT LACQUER
HAS MOVED THE PROBLEM RATHER THAN SOLVED IT.
61 ORDERS REFUSED below our published standard,
PUBLISHED WITH THE SPECIFICATION (X3.86cr).
GENERAL RULE: WHERE THE STANDARD EXISTS ONLY
FOR EXPORT, THE DOMESTIC BUYER IS SOLD THE
UNTESTED VERSION — SO PRINT THE CLASS AND SELL
ONE PRODUCT

THE BATCH-RELEASE SYSTEM CANNOT DISPATCH A
UNIT AGAINST A SPECIFICATION BELOW OUR
PUBLISHED STANDARD — a hard constraint with NO
ACCOUNT, SEASONAL OR EXECUTIVE OVERRIDE. THE
SYSTEM REFUSES RATHER THAN WARNS (rule j). The
order is RE-SPECIFIED OR DECLINED; we re-specify,
absorbing part of the difference, and PUBLISH BOTH
THE ORIGINAL SPECIFICATION AND THE OUTCOME —
because a factory that upgrades one order quietly HAS
LEFT THE SAME GRADE IN EVERY OTHER TENDER IN
THE MARKET, AND THE TENDER IS THE THING THAT
HAS TO CHANGE

SPECIES AND ORIGIN NAMED ON EVERY PIECE, chain of
custody documented TO PLOT OR PLANTATION for
100% of suppliers (from 68%), NIL timber accepted
without it, and 34 SUPPLIER LOTS REJECTED on
verification — DOWN FROM 142, WHICH IS THE
DIRECTION THAT SHOWS THE SUPPLY BASE CHANGED
RATHER THAN THE STANDARD SLIPPED (X1.42cr)

EXTRACTION AT SOURCE ON 100% OF DUST-
GENERATING MACHINES, EXPOSURE MONITORED AND
PUBLISHED, workers above the occupational exposure
limit 18.2% - NIL, and HEALTH SURVEILLANCE FOR
EVERY EXPOSED WORKER (100%) — INCLUDING THE
ONES WHO WILL LEAVE BEFORE ANY OF IT SHOWS.
Whole workforce on the register; nil piece-rate off-
book labour (X86L)



Furniture is sold on TEN-YEAR WARRANTIES BY
BUSINESSES THAT MAY NOT EXIST IN TEN YEARS,

A warranty is

a promise

and the number describes A LEGAL UNDERTAKING
about a

RATHER THAN ANYTHING ABOUT THE JOINT, THE
company

BOARD OR THE HINGE

. Timber and panel dominate a 71.3% cost of

Timber cost

goods; a 25% movement takes profit to X1.16cr,
volatility

sharper than any commitment here
Capital

26cr of plant against X64cr of revenue; 20%

intensity and
below plan takes profit to X2.34cr
utilisation

15. SWOT Analysis

MEASURED SERVICE LIFE AND ACTUAL FAILURE RATES
PUBLISHED INSTEAD — median 11.4 YEARS to first
structural failure, 1.6% returned or failed within the
published life, NIL claims that are not a measured
quantity. A PUBLISHED FAILURE RATE IS WORTH MORE
THAN A WARRANTY PRECISELY BECAUSE IT COSTS US
SOMETHING TO BE HONEST ABOUT (364L)

Working capital sized for inventory cover; supplier contracts
staggered across seasons and geographies; own-brand at
38% margin grown as the absorber; and pricing reviewed

quarterly against a published input index rather than annually

Contract manufacturing taken deliberately to fill the line
between own-brand cycles; panel conversion and testing sold
to third parties as capacity fill; and two-shift capability from

commissioning rather than added later

Strengths

e One specification for every market; nil domestic derating
e 0.036 mg/l measured against a 0.124 E1 limit

e Species and origin named; 100% of suppliers audited

o Nil workers above the wood-dust exposure limit

e Published failure rate instead of a warranty

Opportunities

e Rising awareness of indoor air quality in closed homes
 Any mandatory emission labelling favours us immediately
e Testing capacity sold to other manufacturers

o Institutional buyers with their own ESG requirements

e Export credentials transferable to domestic premium

Weaknesses

e 36.78cr forgone against X5.10cr of profit
e Higher price per piece, invisible in a showroom
o Refuses derated orders — 61 in Year 3

o Capital-heavy; utilisation decides the year

Threats

o Competitors testing only for export at lower domestic cost
e Timber price volatility outpacing pricing cycles
e Tender specifications written around cheaper board

e Imported furniture with undeclared emission class

16. Recommended AiSevak Tools for This Business

« Batch-release gate — no unit dispatches without a passing emission test; no override role exists.

« Emission label generator — measured class printed per batch onto the product, not the brochure.

« Specification comparator — flags any order specified below the published standard before acceptance.

« Timber chain register — species, plot and supplier audit status; undocumented lots cannot be received.

e Dust exposure log — readings by machine and by worker, with health-surveillance scheduling.

* Service-life tracker — field returns and failures against published life, by product line.

¢ Refusal log — orders declined below standard, published with the specification refused.



17. Key Assumptions & Notes

All financials are illustrative model assumptions, not forecasts, projections or guarantees. Revenue, unit
volumes, utilisation, timber cost, emission readings and failure rates are editable inputs; actual outcomes depend on
input prices, buyer specifications, capacity and demand cycles. Figures are in Indian rupees. This plan is the anchor
for the furniture vertical and sets ten rules the other eight plans inherit.

The central integrity finding is that the same factory makes a tested panel for a foreign bedroom and an
untested one for an Indian bedroom, on the same line, in the same week. Engineered panel is bonded with
urea-formaldehyde resin and off-gasses continuously for years, most heavily in the first two, at a rate that rises sharply
with temperature. Formaldehyde is classified as carcinogenic to humans, and India has no mandatory
emission-class labelling for domestic furniture — so the buyer cannot tell and the maker need not say.
And nothing has to be built, learned or bought to fix it. The chamber is installed, the resin supplier is qualified,
the technicians are trained, and the procedure runs every week for the export orders. It is simply not applied to the
boards that stay in the country. The only difference between the compliant panel and the untested one is
which regulator is watching.

The harm is exactly the kind markets never correct on their own. Off-gassing is invisible, odourless at low
concentration, cumulative, and separated from its cause by years — and the emission rises with temperature and falls
with ventilation, which means the worst case in this country is the ordinary case: a closed, air-conditioned bedroom in a
hot month, occupied for eight hours a night by somebody asleep. Nobody in the chain is careless: the retailer
specifies a price point, the manufacturer meets it with the board the price allows, the buyer chooses on
finish and design, and the one property that would distinguish the products is printed on neither. The
entire market operates on an attribute nobody can observe, so the cheaper board wins every time and
keeps winning.

So the number is measured and printed, and one grade is made. Every batch is tested and the emission class
printed on the product, with nil batches released without a passing test and measured emission falling from 0.062 to
0.036 mg/I against the E1 limit of 0.124. Nil units are sold to a lower domestic specification than our export
specification — the whole commitment as a single fact. VOC content of adhesives and finishes is declared,
because a low-emission board under a high-solvent lacquer has moved the problem rather than solved it,
and 61 orders were refused below the published standard. It costs ¥3.86 crore. WHERE THE STANDARD
EXISTS ONLY FOR EXPORT, THE DOMESTIC BUYER IS SOLD THE UNTESTED VERSION — SO PRINT THE CLASS
AND SELL ONE PRODUCT.

The timber has no name, and the dust has no record. A sawmill invoice reading "hardwood" identifies nothing,
and the same manufacturer who documents species and plot for a European buyer accepts undocumented lots at home
— so species and origin are named on every piece, 100% of suppliers are audited to plot, and 34 lots were rejected,
down from 142. And fine wood dust is a recognised cause of nasal cancer while the industry's control
measure is a broom: extraction now runs at source on every dust-generating machine, exposure is
published, workers above the limit fell from 18.2% to nil, and health surveillance covers every exposed
worker including those who will leave before anything shows.

The asymmetry is the cleanest in this library, because the information gap is total and permanent. A buyer
can assess design, finish, price and joinery, and cannot assess the one property that will affect him most — at the point
of sale, at home, or ever. Meanwhile the cost of measuring it is 213 a unit: not a barrier, not a technology
gap, not a capability the industry lacks, but a cost nobody is required to bear for information nobody is
required to give about a harm nobody will trace back. And the competitive logic runs one way only — a
manufacturer who tests must charge for it and cannot show the difference, and one who does not cannot
be caught, so the market selects against testing. That is why these commitments are printed on the product

rather than promised in a policy: a number on the back panel travels into the bedroom, outlasts the brochure, and is the



only thing in this transaction still checkable in year eight.

Compliance and professional advice. The Factories Act 1948 and state rules on machine guarding, dust extraction
and occupational health, with wood dust a recognised carcinogenic exposure; BIS standards for panel products and
furniture, and the absence of any mandatory formaldehyde emission-class labelling for domestic furniture
against E1 and CARB Phase 2 regimes Indian manufacturers already meet for export the Indian Forest Act,
state transit rules and CITES for listed species; deforestation-free supply-chain requirements applying to export
buyers and not to the domestic market, so traceability is built and then not used at home; the Air and Water
Acts for finishing lines and VOC abatement, with hazardous-waste rules for solvent residues; the Consumer Protection
Act 2019 and Legal Metrology Act, under which a durability claim is an actionable representation; and EPF, ESI and POSH
for the factory workforce. Nothing requires an Indian furniture maker to state what its panel emits, and the
testing capability is already on site for the export line — which is why printing the class is a business
decision rather than a compliance one. Professional advice should be taken on product-claim liability, emission-test

methodology and accreditation, timber legality documentation, and occupational-health surveillance obligations.

» Use these tools now — free on AiSevak

Every tool referenced in this plan is available on aisevak.in. Open the Furniture Manufacturing & Retail toolkit to

browse and use them all at https://aisevak.in/verticals/furniture — 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/furniture
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