BUSINESS PLAN - INDIA

IT Hardware & Networking Integrator

Hardware supply, network & security setup, and AMC support - one-stop IT infrastructure

IT & TECH
AISEVAK.IN - BY ABL DIGITAL TECHNOLOGIES

August 2026



1. Executive Summary

This plan sets out an IT Hardware & Networking Integrator in India — a business that procures & supplies IT
hardware (computers, servers, storage, peripherals), sets up networks (LAN/WiFi/firewall/CCTV/structured cabling),
and provides annual maintenance contracts (AMC) & support to businesses, institutions & government. It earns
hardware-resale margins, network-project fees, and recurring AMC/support income, serving the ongoing IT-

infrastructure needs of every organisation.

Every business, school, hospital & office needs IT hardware, networks & upkeep, and demand is steady & recurring — with
refresh cycles, expansions & AMC renewals. While hardware resale is lower-margin & working-capital-heavy (inventory +
credit), network projects & AMC add better margins & recurring revenue. A well-run integrator with vendor tie-ups, project

capability & AMC book earns steady, relationship-driven revenue.

The promoter — an IT-infrastructure entrepreneur — seeks total funding of ¥25 lakh (X8 lakh promoter + X17 lakh working-
capital/term finance, eligible under Mudra/CGTMSE), targeting 1.2 crore revenue in Year 1 and X3 crore by Year 3.

(Hardware-resale (WC-heavy) + higher-margin networking & AMC model.)

2. Business Description, Vision & Legal Structure

Concept: A one-stop IT hardware & networking integrator - supply, setup & support - for businesses & institutions.
Vision: To be a trusted IT-infrastructure partner for organisations in the region.

Mission: Supply reliable hardware, build robust networks & keep IT running with responsive AMC & support.

Legal structure options

e Proprietorship / LLP — LLP recommended as volumes & contracts grow.

¢ Private Limited — for scaling, larger tenders & vendor tie-ups.

Regulatory anchor: a hardware/networking integrator is a trading + services business — GST on hardware & services,
vendor/OEM authorisations & warranties, e-waste (EPR) compliance, and (for government) tender/GeM registration. The core
dynamic is working capital: hardware inventory & client credit tie up cash, while AMC & networking add better, recurring

margins. Vendor tie-ups, project capability, AMC book & WC discipline determine success.

3. Promoter & Ownership

Led by a promoter with IT-hardware, networking or systems-integration experience. Delivery uses network/systems
engineers, technicians, a procurement/sales person, and support/AMC staff, with OEM/distributor tie-ups. Year-one

ownership rests with the promoter; ownership and profit-sharing are editable inputs.

4. Market Analysis — India

IT-infrastructure demand is universal & steady — businesses, schools, hospitals, offices & government need hardware,
networks, security (CCTV/firewall) & upkeep, with recurring refresh & AMC. Digitisation, expansions & government
(Digital India, GeM) drive demand. The market is relationship- & service-driven; it rewards vendor tie-ups, reliable

projects, responsive AMC & local presence.
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Demand drivers

« Universal IT-infrastructure need.

+ Refresh cycles & expansions.

+ Networking, WiFi & security (CCTV/firewall).
¢ AMC & support (recurring).

o Government/GeM & institutions.

Market sizing (illustrative framing)

TAM IT-hardware & networking demand in India Very large
SAM Reachable clients in the catchment Substantial
SOM (Yr 1-3) Clients + AMC contracts Scaling

Target segments

e SMEs & offices.
e Schools, colleges & hospitals.
e Government & institutions (GeM).

e Retail & multi-branch.

5. Competition & Competitive Advantage

Landscape: other integrators & dealers, online hardware sellers, OEM direct, and large Sls. The firm competes on vendor

tie-ups, project capability, responsive AMC/service, price & relationships.

The firm's edge

o Vendor/OEM tie-ups & pricing.
« Networking & security project capability.

Responsive AMC & support.

Local presence & relationships.

One-stop supply + setup + support.

6. Services & Revenue Model

__

Hardware supply (resale) Resale margin 5-12% (WC-heavy)
Networking & cabling projects Project (materials + labour) Better margin
CCTV/security & WiFi setup Project Better margin
AMC & support Annual contract Recurring (high margin)

Managed services / rentals Recurring Add-on



Hardware resale gives volume but low margin & ties up working capital; networking/security projects & especially AMC give

better, recurring margins. Building the AMC book & project mix (over pure hardware) is the key to profitability & stability.

7. Go-to-Market — Marketing & Sales

e B2B & institutional sales; relationships.
o Government/GeM registration & tenders.
o Vendor/OEM leads & tie-ups.

e AMC & refresh conversion.

« Reliability & service reputation.

Sales approach

Win hardware & project deals via relationships & vendor tie-ups — deliver & set up reliably = convert to AMC & refresh —»

grow accounts & institutions. AMC book & project mix drive margin & recurring stability over low-margin hardware.

8. Operations Plan

Base: an office/store with stock & a service/support setup; field teams for projects & AMC.

Process: enquiry & quote —» procurement = supply/setup (network/security) - commissioning - AMC & support;

inventory & RMA management.
e Vendor & inventory: OEM/distributor tie-ups, warranty/RMA, inventory & credit management.
e Service: AMC scheduling, ticketing, SLAs; e-waste compliance.

o Capacity: engineers & stock capacity; scale by clients, AMC & projects.

Integrator workflow

_ Activity m

Quote Enquiry & BOM Win rate
Procure OEM/distributor Margin/terms
Deliver Supply/setup On-time
Commission Network/security Quality
AMC Support Recurring

9. Regulatory, Licences & Compliance (India)

e Business & tax: proprietorship/LLP or Pvt Ltd; PAN/TAN; GST (hardware & services); Udyam (MSME).
¢ Vendor & warranty: OEM/distributor authorisations, warranty & RMA; genuine-product compliance.
o Government: GeM registration & tender compliance for government business.

o E-waste & data: e-waste (EPR) compliance; secure data-wipe/disposal; DPDP-aligned client data.



10. Organisation & Manpower Plan

Promoter / Head

Network/systems engineers 2 4 6
Technicians (AMC/support) 2 4 7
Procurement & sales 2 3 4

Accounts & admin

11. Implementation Timeline & Milestones

Setup Month 0-2 Office/store, vendor tie-ups, GeM, team, first clients
Launch Month 2-4 First supply & network projects

Traction Month 4-9 AMC book & projects build; break-even nears

Scale Year 2 More clients/institutions; AMC growth; tenders
Growth Year 3 Strong AMC book & project mix

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. Hardware resale is low-margin & WC-heavy; networking & AMC add margin.

12.1 Project cost & means of finance

capital reqUirement _

Office/store & service setup 4,00,000
Tools, demo & IT 3,00,000
Inventory (opening stock) 10,00,000
Branding, GeM & setup 2,00,000
Working-capital buffer 6,00,000
Promoter contribution 8,00,000

WC/term loan (Mudra / CGTMSE) 17,00,000



12.2 Projected Profit & Loss (3 years)

_

Hardware supply 80,00,000 1,45,00,000 1,95,00,000
Networking & security projects 28,00,000 52,00,000 72,00,000
AMC & support 12,00,000 28,00,000 43,00,000
Hardware & materials COGS 88,00,000 1,60,00,000 2,15,00,000
Salaries & field staff 15,00,000 28,00,000 40,00,000
Office, logistics & overheads 6,00,000 10,00,000 14,00,000
Marketing & admin 4,00,000 7,00,000 10,00,000
Interest on WC/loan 1,90,000 2,40,000 2,80,000

Total expenses 1,14,90,000 2,07,40,000 2,81,80,000

Net profit (before tax) 5,10,000 17,60,000 28,20,000

Net margin 4.3% 7.8% 9.1%

12.3 Unit economics & break-even

+ Blended margin: low on hardware (5-12%), better on networking & AMC (higher, recurring); AMC/project mix lifts

blended margin.
 Working capital & turns: inventory & client-credit tie up cash; stock turns & collections drive returns.

o Break-even: reached around month 6-9 as AMC book & projects build.

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

Particulars (¥) nmmn

Opening balance 6,00,000 4,50,000 4,40,000 4,80,000
Collections 24,00,000 30,00,000 34,00,000 36,00,000
Purchases & operating outflows 25,10,000 29,70,000 33,20,000 35,10,000
Loan/interest 40,000 40,000 40,000 40,000

Closing balance 4,50,000 4,40,000 4,80,000 5,30,000

Hardware ties up cash (inventory + client credit, often against vendor credit terms); AMC gives steady recurring cash.
Managing stock turns, vendor credit & collections is essential; the WC line funds the cycle. Margin is thin on hardware — the

AMC/project mix carries profit.

12.5 Key Performance Indicators to Monitor

e Mix: hardware vs. networking vs. AMC revenue & margin.

o AMC book: contracts; renewal rate; recurring revenue.



o Working capital: inventory turns; receivable & payable days.

e Service: SLA adherence; ticket resolution; client retention.

13. Funding Requirement & Bankability

Total ask: ¥17 lakh WC/term finance against X8 lakh promoter contribution — the core need is a working-capital/cash-
credit line for inventory & receivables; eligible under Mudra/CGTMSE, aided by vendor credit terms. Year-2 net profit
~X17.6 lakh gives a sound DSCR; AMC book, project mix & vendor tie-ups underpin bankability; the recurring AMC de-risks

the thin-margin hardware.

13.1 Funding utilisation

Inventory (opening stock) 10,00,000 40%
Working-capital buffer 6,00,000 24%
Office/store & service setup 4,00,000 16%
Tools, demo & IT 3,00,000 12%
Branding, GeM & setup 2,00,000 8%

14. Risk Analysis & Mitigation

_ Mitigation

Shift mix to networking & AMC; vendor terms; value-add

Thin hardware margins

Working-capital / inventory risk Stock turns; vendor credit; WC line; collections; low dead-stock
Payment/credit delays (institutions) Credit checks; advances; WC buffer; GeM terms
Price/tech obsolescence Just-in-time stocking; vendor support; refresh selling

Competition & online sellers Projects, AMC, service & relationships (not pure box-selling)

15. SWOT Analysis

Strengths Weaknesses

Universal steady demand; recurring AMC; project margins;

relationships & one-stop.

Opportunities

Digitisation & refresh; networking/security/CCTV; AMC book;

government/GeM.

Thin hardware margins; working-capital & inventory heavy;

payment delays; competition.

Threats

Online sellers & OEM direct; price pressure; obsolescence;

credit delays.



16. Recommended AiSevak Tools for This Business

This integrator would use AiSevak's IT & Tech vertical tools in delivery:

« Integrator ops: quotation/BOM, inventory, AMC/ticketing and project-tracking tools.
o Procurement & compliance: vendor/warranty, GeM/tender, e-waste and GST tools (with Finance & Legal verticals).

e Practice: Business Plan, mix/margin and Break-even tools to model the integrator.

17. Key Assumptions & Notes

e Hardware resale (low-margin, WC-heavy) + networking/security projects + recurring AMC; mix lifts blended margin.

o AMC book & project mix grow over Years 1-3; vendor credit terms ease working capital.
¢ WC/term finance ~11% p.a.; hardware & services attract GST; GeM & e-waste compliance assumed.

e Vendor tie-ups, AMC/project mix, working-capital discipline & service are decisive; figures exclude GST.

» Use these tools now — free on AiSevak

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

https://aisevak.in/verticals/ittech — 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. Al-powered business services for India. This is Al-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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