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1. Executive Summary

This plan sets out an Interior Fit-out Contractor in India — a turnkey interior-execution firm that designs (or
executes to designers' drawings) & builds interiors for homes, offices, retail, hospitality & commercial spaces: civil &
carpentry, modular, false ceiling, flooring, electrical, painting, furnishing & finishing, on turnkey/design-plus-build or
item-rate contracts. It earns higher fit-out contracting margins on project execution, monetising India's booming
interiors, office-fit-out & home-renovation demand & turnkey convenience — a design/execution-, project- & working-

capital-driven contracting business funded by advances & milestones.

India's interior fit-out market is booming, driven by real-estate handovers, home renovation & aspiration, office/commercial
& retail fit-outs, hospitality & the rise of organised turnkey players. An interior contractor earns better margins than civil
(finishing/value-add) with the key levers being design/execution quality, estimation/bidding, project management
(timeline/quality/cost), vendor/material & skilled-labour management, working-capital & milestone billing, & designer/client
relationships. It is working-capital-intensive (material/labour ahead of billing) & execution-/design-driven; success rests on

execution, design, WC & relationships.

This is an MSME contracting business — funded by promoter equity plus bank finance (term for setup + CC/OD & project
finance; advances & milestone billing fund the cycle, under Mudra/CGTMSE). This plan models an interior contractor
requiring 55 lakh (319 lakh promoter + %36 lakh bank finance) working capital & setup, targeting ¥4 crore revenue in
Year 1 and X8.5 crore by Year 3. (Interior fit-out; turnkey/design+build, higher-margin finishing, WC-intensive,

advance/milestone-funded, design/relationship-driven.)

2. Business Description, Vision & Legal Structure

Concept: A turnkey interior fit-out contractor - design+build or execute-to-drawings - for homes, offices, retail &
hospitality; quality finishing, on-time turnkey execution.
Vision: To be a trusted turnkey interiors partner known for design & delivery.

Mission: Deliver beautiful, functional, on-time, on-budget interiors with quality & trust.

Legal structure options

¢ Proprietorship / Partnership — possible for a small firm.

e LLP / Private Limited — recommended for corporate/office fit-outs, scale & funding.

Regulatory anchor: an interior contractor is a fit-out/works business — company/GST, labour (BOCW/ESI/PF as applicable),
fire & safety (esp. commercial/office fit-out — fire NOC compliance), building/society fit-out approvals (client-side), electrical
safety, & contract/works agreements (retention, defect-liability). Design/execution quality, estimation, project management,
vendor/labour management, WC/milestone billing & designer/client relationships determine success; WC-intensive &

execution/design-driven with better margins than civil.

3. Promoter & Ownership

Led by a promoter with interior/fit-out, design or contracting experience & designer/client relationships. The team includes
designers/design-coordination (or partner architects), site engineers/supervisors, estimation, project management,
procurement & skilled-labour/vendor network (carpentry, electrical, painting, etc.). Design, execution, project management

& relationships are the differentiators. Ownership & stakes are editable inputs.



4. Market Analysis — India

India's interior fit-out market is booming, driven by real-estate handovers (unfurnished homes needing interiors),
home renovation & aspiration, office/commercial/co-working fit-outs, retail & hospitality, & the shift to organised
turnkey players. Demand spans residential (modular/turnkey homes) & commercial (offices/retail). The market
rewards design/execution, quality, timeline, turnkey convenience & relationships; it is execution-, WC- & competition-

sensitive (organised players, designers, local contractors), met with design, execution, WC discipline & relationships.

Demand drivers

+ Real-estate handovers & interiors demand.
o Home renovation & aspiration.

« Office/co-working & commercial fit-outs.

« Retail & hospitality fit-outs.

e Organised turnkey shift.

Market sizing (illustrative framing)

TAM Interior fit-out market in India Very large & growing
SAM Region & segment (res/comm) Substantial
SOM (Yr 1-3) Projects / order book Scaling

Target segments

e Residential (homes/villas/modular).
o Offices & co-working.

e Retail & showrooms.

Hospitality & commercial.

5. Competition & Competitive Advantage

Landscape: organised turnkey players (Livspace/Homelane-type for residential; commercial fit-out firms), interior
designers (who subcontract), local contractors & carpenters. The contractor competes on design/execution, quality,

timeline, turnkey convenience, price & relationships.

The contractor's edge

o Design + execution (turnkey).

¢ Quality finishing & timeline.

* Project management & single-point.
* Vendor/labour network.

+ Designer/client relationships & track record.
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6. Products & Revenue Model

Turnkey / design+build fit-out Contract margin (15-25%) Core (higher than civil)
Commercial/office fit-out Iltem-rate/turnkey margin Volume/margin
Modular (kitchen/wardrobe) Product + fitment margin Margin
Execute-to-drawings (for designers) Execution margin Volume/relationship
Renovation & AMC/maintenance Higher margin/recurring Margin/repeat

Interior fit-out earns better margins than civil (15-25% — finishing & value-add); turnkey/design+build & modular are higher-
margin; execute-to-drawings (for designers) brings volume & relationships. Design/execution quality, estimation, project
management, vendor/labour & WC/milestone billing drive economics — the decisive fit-out levers; design + execution +

turnkey convenience command premium.

7. Go-to-Market — Marketing & Sales

« Designer/architect & developer relationships (key channel).
« Portfolio, social & referrals.

o Corporate/office & retail tie-ups.

e Turnkey convenience & single-point.

o Renovation & repeat.

Sales approach

Win projects (designer/developer relationships, portfolio, referrals, corporate tie-ups) —» design/estimate & award (advance)
— execute with quality & timeline (project management) — bill milestones & manage WC — deliver & defect-liability - grow

via referrals & repeat. Design, execution, turnkey convenience & relationships build the order book.

8. Operations Plan

e Capability: design/coordination, site engineers/supervisors, estimation, project management, procurement & skilled-

labour/vendor network (carpentry, modular, electrical, painting, etc.).

e Process: design/estimate - award & contract (advance) - procurement & planning — execution (site/quality) —

milestone billing —» snagging/handover & defect-liability.

 Vendor & quality: vendor/material management (modular, hardware, finishes), skilled labour, quality & finishing,
timeline.

¢ WC & billing: advances, milestone billing, material/labour cash-flow, retention.

o Compliance: labour/safety, fire (commercial fit-out), building/society approvals (client-side), GST.

Fit-out workflow

_ Activity m

Design/estimate Design/BOQ/quote Win rate/margin



Award Contract/advance Order book

Execute Site/finishing Timeline/quality
Bill Milestone Cash flow/WC
Handover Snag/defect-liability Quality/repeat

9. Regulatory, Licences & Compliance (India)

Registration & tax: company/proprietorship; GST; Udyam; contractor registration (as relevant).

Labour & safety: labour (BOCWY/ESI/PF as applicable); site safety; electrical safety.

Fire & approvals: fire NOC compliance (commercial/office fit-out); building/society fit-out approvals (client-side).

Contract: works/fit-out agreements (retention, defect-liability, timelines, penalties).

10. Organisation & Manpower Plan (core; labour largely subcontracted)

Promoter & project leadership

Designers & design coordination 2 4 7
Site engineers & supervisors 4 8 13
Estimation, procurement & PM 3 5 8

Admin & accounts (billing)

core tOtaI (+ SchontraCt Iabour) _--

11. Implementation Timeline & Milestones

Setup Month 0-2 Team, design, vendor network, first projects, launch

Ramp Month 2-8 Execution, order book, designer/developer tie-ups, portfolio
Traction Month 8-12 Execution & WC; X4cr revenue

Grow Year 2 Commercial/office, modular, larger projects

Scale Year 3 %8.5cr revenue; order book & brand

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. Interior fit-out; better-than-civil margins, WC-intensive, advance/milestone-

funded, design/execution-driven.



12.1 Project cost & means of finance (setup + working capital)

Working capital (material/labour ahead of billing) 32,00,000
Tools, equipment & sample/experience setup 12,00,000
Office/design studio & pre-operative 6,00,000
Contingency 5,00,000
Promoter contribution 19,00,000
Bank finance (term + CC/project; Mudra/CGTMSE) 36,00,000

12.2 Projected Profit & Loss (3 years)

_

Turnkey / residential fit-out 2,40,00,000 3,80,00,000 4,80,00,000
Commercial/office & retail fit-out 1,30,00,000 2,60,00,000 3,20,00,000
Modular, execute-to-drawings & renovation 30,00,000 60,00,000 50,00,000
Material & subcontract/labour 3,08,00,000 5,39,00,000 6,50,00,000
Design, site staff & supervision 36,00,000 56,00,000 72,00,000
Overheads, tools & operations 22,00,000 35,00,000 44,00,000
Admin, interest & other 14,00,000 22,00,000 28,00,000

3'80'00'000 6'52'00'000 7'94'00'000

Net profit (before tax) 20,00,000 48,00,000 56,00,000

Net margin 5.0% 6.9% 6.6%

12.3 Unit economics & break-even

o Better margins than civil: fit-out earns 15-25% gross (~5-7% net) — finishing & value-add; turnkey/modular & design

lift it; estimation vs. actual & execution protect margins.

¢« Working capital & billing: material/labour ahead of milestone billing + retention tie up WC; advances & timely billing

are critical.

« Break-even: at an order-book/execution level covering design/site staff, overheads & interest; profit scales with order

book, design premium & execution discipline.

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

Particulars (f) mmmn

Opening balance 5,00,000 4,60,000 4,50,000 4,70,000

Collections (advances + milestones) 82,00,000 98,00,000 1,08,00,000 1,14,00,000



Material, labour, staff & operating 82,40,000 98,10,000 1,07,80,000 1,13,20,000
Closing balance 4,60,000 4,50,000 4,70,000 5,50,000

Advances & milestone billing fund the cycle (favourable when disciplined), but material/labour run ahead of billing &
retention is held till defect-liability. Advances, timely milestone billing, receivable/retention follow-up, CC & contingency
manage cash; estimation errors, delays & client-payment lags are the key risks — met with estimation, milestone billing &

WC control.

12.5 Key Performance Indicators to Monitor

« Order book: booked/backlog; win rate; designer/developer pipeline.
« Execution: timeline; cost vs. estimate; quality/snags; rework.
o Economics: gross & net margin/project; design/modular mix.

o WC: receivable/milestone days; retention; material/labour cash-flow; CC.

13. Funding Requirement & Bankability

Total ask: ¥36 lakh bank finance (term for tools/setup + CC/project finance for working capital — dominant) against
%19 lakh promoter contribution, under Mudra/CGTMSE. Bankability rests on order book, execution track record,
design/estimation & the advance/milestone billing structure; interiors is a booming, better-margin segment. Year-1 profit
~320 lakh & growing supports servicing; order book, designer relationships & billing de-risk; estimation & WC discipline are

key.

13.1 Funding utilisation

Working capital (material/labour ahead of billing) 32,00,000 58.2%
Tools, equipment & sample/experience setup 12,00,000 21.8%
Office/design studio & pre-operative 6,00,000 10.9%
Contingency 5,00,000 9.1%

55’00’000

14. Risk Analysis & Mitigation

Estimation errors / cost overruns Rigorous estimation; contingency; change-order management; execution control
Client-payment delays & retention Advances; milestone billing; credit checks; retention follow-up; CC

Execution delays / quality / snags Project management; vendor/labour management; quality & snagging
Working-capital strain Advances; billing discipline; execute-to-drawings mix; CC; contingency

Skilled-labour & vendor availability Vendor/labour network; relationships; scheduling



15. SWOT Analysis

Strengths Weaknesses

Booming interiors demand; better-than-civil margins; WC-intensive (billing/retention lag); execution/estimation risk;
advance/milestone funding; design + turnkey; relationships. labour/vendor-dependent; competition; cyclical.
Opportunities Threats

Real-estate handovers; office/co-working; modular; renovation; Cost overruns & payment delays; organised players &
corporate tie-ups; organised turnkey. competition; material/labour inflation; economic cycles.

16. Recommended AiSevak Tools for This Business

This interior contractor would use AiSevak's Construction vertical tools in delivery:
o Fit-out ops: design/estimation-BOQ, project-management/scheduling, milestone-billing & WC and vendor/procurement
tools.

o Compliance: labour/BOCW & safety, fire-NOC (commercial), fit-out-approval and works-contract/retention tools (with

Legal & Finance verticals).

o Practice: Business Plan, fit-out-margin/WC and Break-even tools to model the contractor.

17. Key Assumptions & Notes

o Interior fit-out contractor; turnkey/design+build + commercial/office + modular + execute-to-drawings + renovation;

residential & commercial.

e Better margins than civil (15-25% gross); design/execution, estimation & WC/milestone billing decisive; WC-intensive

(retention/billing lag).
e Term + CC/project finance (Mudra/CGTMSE) — WC dominant; labour/BOCW/safety, fire-NOC (commercial), fit-out

approvals, works contracts.

e Design, execution, turnkey convenience, relationships & WC discipline drive economics; figures illustrative, exclude GST.

» Use these tools now — free on AiSevak

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

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