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1. Executive Summary

This plan sets out an IoT / M2M Connectivity Business  in India — a technology business providing machine-to-
machine (M2M) connectivity (M2M SIMs/eSIM), a device-management & connectivity-management platform , &
vertical solutions for connected devices (fleet/telematics, utilities/smart-metering, industrial/IIoT, asset-tracking). It
earns recurring subscription (per-device/per-SIM) + platform revenue , monetising India's IoT/connected-
device growth — an asset-light-ish, recurring, platform-, scale- & telco-partnership-driven business (SaaS-like
connectivity).

India's IoT/M2M market is growing fast — fleet/telematics, smart metering/utilities, industrial IoT, asset-tracking, connected
products — needing reliable managed connectivity & device management. An IoT-connectivity business is a connectivity
+ platform business: it aggregates telco M2M connectivity (as an MVNO-aggregator/partner), adds a
connectivity/device-management platform (provisioning, monitoring, billing, control), & sells to enterprises per-
device/per-SIM on subscription. It is asset-light-ish (tech/platform + connectivity resale), driven by device base, ARPU/per-
device revenue, retention, platform value & telco partnerships. Revenue is recurring connectivity/platform
subscription + solutions; success rests on device base, retention/NRR, platform, telco partnerships, verticals & scale — it
is recurring-, scale-, platform- & partnership-driven.

This is a tech + connectivity business — funded by promoter/VC equity plus working capital. This plan models an IoT-
connectivity business requiring ₹1.5 crore (₹90 lakh promoter/angel + ₹60 lakh WC/finance), targeting ₹4 crore revenue
in Year 1 and ₹14 crore by Year 3, on a growing connected-device base. (IoT/M2M connectivity; recurring per-device

subscription + platform, device-base/retention/platform/scale-driven, asset-light-ish — figures illustrative.)

2. Business Description, Vision & Legal Structure

Concept: An IoT/M2M connectivity business - M2M SIMs/connectivity + device-/connectivity-management platform +
vertical solutions for connected devices, earning recurring per-device subscription + platform revenue.

Vision: To connect & manage India's devices, reliably & at scale.

Mission: Deliver dependable managed IoT connectivity & a great platform - provisioning, control & insight - per device,
recurring.

Legal structure options

Private Limited — recommended for telco partnerships, platform/tech, enterprise clients & funding.

Regulatory anchor: IoT/M2M connectivity operates within DoT M2M/telecom norms (M2M-SP registration, KYC for M2M
SIMs, telco-partnership/MVNO-aggregator arrangements), data-privacy/DPDP, & vertical-specific norms. Device base,
ARPU/per-device, retention/NRR, platform, telco partnerships & scale determine success; it is recurring-, scale-, platform- &
partnership-driven, asset-light-ish (tech + connectivity resale).

3. Promoter & Ownership

Led by a promoter with IoT, telecom, tech/platform or enterprise-solutions expertise & telco/enterprise relationships. The
team includes platform/engineering, connectivity/telco partnerships, enterprise sales/BD (verticals), solutions/support &
finance. Device base, platform, retention & partnerships are the differentiators. Ownership, equity & any VC are editable
inputs.
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4. Market Analysis — India

India's IoT/M2M market is growing rapidly — fleet/telematics, smart metering/utilities, industrial IoT, asset-tracking,
connected products & government smart-infra — needing managed connectivity & device management. Demand is
IoT-adoption-/digitisation-/connected-device-driven. The market rewards device base, platform value, retention/NRR,
telco partnerships, vertical focus & scale; it is recurring-, scale-, platform- & adoption-sensitive, met with device base,
platform, retention & partnerships.

Demand drivers

IoT/connected-device growth.
Fleet/telematics & asset-tracking.

Smart metering/utilities & industrial IoT.

Managed connectivity & device management.

Government smart-infra & enterprises.

Market sizing (illustrative framing)

Layer Definition Indicative scale

TAM IoT/M2M connectivity in India Large & fast-growing

SAM Vertical/segment & region Substantial

SOM (Yr 1–3) Connected devices / clients Scaling

Target segments

Fleet/telematics & logistics.
Utilities/smart-metering.
Industrial/IIoT & manufacturing.
Asset-tracking, OEMs & connected products.

5. Competition & Competitive Advantage

Landscape: telcos' own M2M/IoT, other IoT-connectivity/platform players, global IoT-connectivity providers & system
integrators. The business competes on platform value, reliability/coverage (telco partnerships), per-device economics,
vertical solutions, support & scale.

The business's edge

Platform (provisioning/control/insight).

Connectivity reliability/coverage (telco tie-ups).

Per-device economics & retention/NRR.

Vertical solutions & support.

Scale & device base.
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6. Products & Revenue Model

Stream Model Basis

M2M connectivity (SIM/data) Per-device/per-SIM subscription Core recurring

Platform (device/connectivity mgmt) Platform subscription (SaaS) Recurring/margin

Vertical solutions (telematics/metering) Solution + subscription Value/stickiness

Hardware/devices (optional resale) Margin (thin) Enablement

Value-added (analytics/APIs) Subscription/usage ARPU uplift

Revenue is recurring per-device connectivity subscription + platform (SaaS), with vertical solutions & VAS lifting
ARPU/stickiness & optional hardware resale enabling. Economics = connected devices × ARPU × retention (NRR) −
connectivity (telco) cost − platform/opex; device base, ARPU, retention, platform & partnerships drive it — the decisive IoT-
connectivity levers (recurring, scale, asset-light-ish).

7. Go-to-Market — Devices & Verticals

Vertical enterprise BD (fleet/utilities/industrial/OEM).
Telco partnerships (connectivity/coverage).
Platform & solutions (value/differentiation).
Retention/NRR & expansion (device growth).
Scale device base (recurring).

Sales approach

Partner with telcos (connectivity) & build platform → win vertical enterprises (fleet/utilities/industrial/OEM) → onboard
connected devices (per-device subscription) → retain & expand (NRR) → add verticals/VAS → scale device base. Device
base, platform, retention & partnerships build a recurring, scalable connectivity business.

8. Operations Plan (platform + connectivity)

Platform & tech: connectivity/device-management platform (provisioning, monitoring, billing, control), APIs,
integrations.
Connectivity: telco/MVNO-aggregator partnerships, M2M SIM/eSIM, coverage, redundancy.
Solutions & onboarding: vertical solutions, device onboarding, support.
Retention: reliability, support, expansion (NRR), churn management.
Compliance: DoT M2M/KYC, DPDP/data, telco arrangements.

Workflow

Stage Activity Metric

Partner Telco/connectivity Coverage/cost

Win Vertical enterprise Clients/devices

AiSevak.in  ·  by ABL Digital Technologies Business Plan  ·  Page 4 of 8



Onboard Devices/SIMs/platform Device base

Operate Platform/connectivity Uptime/reliability

Retain/expand Support/NRR Retention/ARPU

9. Regulatory, Licences & Compliance (India)

DoT M2M: M2M-SP registration; M2M-SIM KYC; telco/MVNO-aggregator arrangements.
Data: DPDP/data-privacy; device/connectivity data.
Vertical: sector-specific norms (utilities/fleet/industrial).
General: company; GST; telco agreements.

10. Organisation & Manpower Plan

Role Yr 1 Yr 2 Yr 3

Founders / leadership 2 3 4

Platform / engineering 5 11 19

Enterprise sales/BD (verticals) & partnerships 4 9 16

Solutions, onboarding & support 3 7 13

Finance, compliance & admin 2 3 5

Total 16 33 57

11. Implementation Timeline & Milestones

Phase Timeline Milestone

Setup Month 0–4 Entity, platform, telco partnerships, M2M-SP, first clients

Ramp Month 4–12 Device onboarding, verticals, retention, ₹4cr (ramp)

Grow Year 2 Scale device base/verticals/VAS, ₹9cr

Scale Year 3 ₹14cr revenue; device base & NRR

12. Financial Plan (Illustrative)

All figures are illustrative model assumptions for an Indian context, shown so the promoter can replace them with live rates.

They are not projections of guaranteed results. IoT-connectivity is asset-light-ish (platform/tech + connectivity resale);

recurring per-device subscription + platform; device base, ARPU, retention/NRR, connectivity cost & scale drive economics.

12.1 Project cost & means of finance

Capital requirement ₹

Platform/tech build & integrations 55,00,000
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Working capital (connectivity + salaries runway) 50,00,000

Sales/BD, onboarding & partnerships 30,00,000

Compliance (M2M-SP), office & pre-operative 15,00,000

Total project cost 1,50,00,000

Promoter / angel contribution 90,00,000

Bank / WC finance (services) 60,00,000

12.2 Projected Profit & Loss (3 years)

Particulars Year 1 Year 2 Year 3

Connectivity subscription (per-device) 2,60,00,000 5,80,00,000 9,00,00,000

Platform & VAS (SaaS) 1,00,00,000 2,40,00,000 4,00,00,000

Solutions / hardware & other 40,00,000 80,00,000 1,00,00,000

Total revenue 4,00,00,000 9,00,00,000 14,00,00,000

Connectivity (telco) cost 1,60,00,000 3,50,00,000 5,30,00,000

Platform, engineering & salaries 1,50,00,000 2,90,00,000 4,20,00,000

Sales/onboarding, overheads & support 70,00,000 1,50,00,000 2,20,00,000

Interest & other 10,00,000 18,00,000 25,00,000

Total expenses 3,90,00,000 8,08,00,000 11,95,00,000

Net profit (before tax) 10,00,000 92,00,000 2,05,00,000

Net margin 2.5% 10.2% 14.6%

12.3 Unit economics & break-even

Devices × ARPU × retention (NRR): recurring per-device connectivity + platform; ARPU (per device), retention/NRR
& connectivity (telco) cost are the levers; platform/VAS lift ARPU & margin; device base scales the annuity.
Platform & scale: the platform is largely fixed cost — device base scale lifts margin (SaaS-like operating leverage);
telco partnerships determine connectivity cost/coverage; retention/NRR compounds the base.
Break-even: at a device-base/ARPU threshold covering platform, connectivity & opex; margins expand with scale,
platform/VAS mix & retention.

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

Particulars (₹) Q1 Q2 Q3 Q4

Opening balance 12,00,000 10,80,000 11,00,000 11,40,000

Subscription & solution collections 80,00,000 98,00,000 1,10,00,000 1,18,00,000

Connectivity, platform & operating 81,20,000 97,80,000 1,09,60,000 1,17,20,000

Closing balance 10,80,000 11,00,000 11,40,000 12,20,000
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IoT-connectivity is asset-light-ish but platform/tech- & onboarding-cost-led early, with recurring subscription smoothing cash
as the device base grows. Device-base growth, ARPU, retention/NRR, connectivity-cost management & a WC line manage
cash; the key risks are device-base ramp/churn, connectivity-cost/telco terms, platform/tech & competition (telcos/global) —
met with platform value, verticals, retention & partnerships.

12.5 Key Performance Indicators to Monitor

Devices: connected devices; net adds; churn; NRR.
Economics: ARPU/device; connectivity cost; gross margin; platform mix.
Verticals: clients; vertical mix; expansion.
Finance: recurring share; net margin; scale/operating leverage.

13. Funding Requirement & Bankability

Total ask: ₹60 lakh bank/WC finance against ₹90 lakh promoter/angel contribution — for platform/tech, connectivity WC
& onboarding on an asset-light-ish base (IoT often raises angel/VC for growth). Fundability rests on device base, ARPU,
retention/NRR, platform value & telco partnerships; India's IoT growth supports demand. Year-1 profit thin (build-up)
growing to ₹2.05 crore as device base & platform scale; device base, retention & platform are key. Device base, platform,
retention & partnerships underpin the model.

13.1 Funding utilisation

Use of funds ₹ % of total

Platform/tech build & integrations 55,00,000 36.7%

Working capital (connectivity + salaries runway) 50,00,000 33.3%

Sales/BD, onboarding & partnerships 30,00,000 20%

Compliance (M2M-SP), office & pre-operative 15,00,000 10%

Total 1,50,00,000 100%

14. Risk Analysis & Mitigation

Risk Mitigation

Device-base ramp / churn Verticals, platform value, retention/NRR, expansion

Connectivity cost / telco terms Multiple telco partnerships, aggregation, scale, negotiation

Platform / technology Engineering, reliability, integrations, roadmap

Competition (telcos/global) Platform/vertical value, support, niche, partnerships

Compliance (M2M/KYC/DPDP) M2M-SP, KYC, data-privacy, telco agreements
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15. SWOT Analysis

Strengths

IoT-growth tailwind; recurring per-device annuity; asset-light-ish
+ operating leverage; platform/vertical value; scalable.

Weaknesses

Device-ramp/churn-dependent; connectivity-cost/telco-terms;
platform/tech investment; competition (telcos/global).

Opportunities

Fleet/utilities/industrial IoT; smart-metering/infra; verticals/VAS;
scale; government smart-infra.

Threats

Telco/global competition; connectivity-cost; technology shifts;
churn; regulatory (M2M/data).

16. Recommended AiSevak Tools for This Business

This IoT-connectivity business would use AiSevak's Telecom vertical tools in delivery:

Platform & ops: device/connectivity-management & provisioning/billing, device-base/ARPU/NRR & vertical-solutions,
telco-partnership tools.

Compliance & growth: M2M-SP/KYC/DPDP & enterprise-CRM, connectivity-cost & GST tools (with Ittech & Finance
verticals).

Practice: Business Plan, device-base/ARPU/NRR and Break-even tools to model the business.

17. Key Assumptions & Notes

IoT/M2M connectivity: M2M SIM/connectivity + device-management platform + vertical solutions; recurring per-device
subscription + platform; asset-light-ish (tech + connectivity resale).
Devices × ARPU × retention (NRR) − connectivity cost − platform/opex decisive; device base, ARPU, retention/NRR,
platform, telco partnerships & scale are the levers; platform gives SaaS-like operating leverage.
Equity/angel + WC (connectivity/platform); DoT M2M-SP/KYC, DPDP, telco/MVNO-aggregator arrangements.
Device base, retention, platform, partnerships & scale 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 Telecom toolkit to browse and use them all at
https://aisevak.in/verticals/telecom — or go straight to any specific tool at https://aisevak.in/service/<tool-name>.
No signup needed to explore; each tool guides you step by step.

Prepared by AiSevak.in — a product of ABL Digital Technologies. AI-powered business services for India. This is AI-assisted guidance; figures are
illustrative and not a guarantee of results. Verify all numbers, licences and regulatory requirements with a qualified professional before relying on this
plan for binding decisions. © 2026 ABL Digital Technologies Private Limited.
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