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1. Executive Summary

This plan sets out a General Legal Practice / Law Firm in India — an advocate-led firm offering commercial and
civil legal services: contracts and transactions, corporate and business advisory, litigation and dispute resolution,
property and conveyancing, employment and regulatory matters, and general legal counsel to businesses and

individuals.

Every business and household needs legal services at various points — agreements, disputes, property, compliance, family
matters — yet quality, accessible legal help remains hard to find and opaque on cost. A well-run, service-oriented law firm
that combines sound legal work with responsiveness and transparent engagement can build a durable, referral-driven

practice with a mix of transactional, retainer and litigation revenue.

The promoter — a practising advocate enrolled with the Bar Council — seeks total funding of 6.5 lakh (2.5 lakh promoter
+ 4.0 lakh term loan, eligible under PMMY-Mudra / CGTMSE), targeting €32 lakh revenue in Year 1 and 82 lakh by Year
3.

2. Business Description, Vision & Legal Structure

Concept: A trusted legal partner for businesses and individuals — clear advice, sound documents and effective
representation, delivered with responsiveness and integrity.
Vision: To build a respected multi-practice law firm known for quality, ethics and client service.

Mission: Protect clients' interests through excellent legal work — from drafting to disputes — and make the law accessible

and understandable.

Legal structure

o Sole proprietorship (individual advocate) — the standard entry structure; the advocate practises under a firm
name.
o Partnership / LLP of advocates — recommended as partners are added, enabling broader practice areas and

continuity.
Regulatory anchor: legal practice is governed by the Advocates Act and Bar Council of India rules. Only enrolled advocates

may practise law and appear in courts. BCI rules restrict advertising and solicitation, so growth is reputation- and referral-

driven. Ethics, confidentiality and conflict management are core professional obligations.

3. Promoter & Ownership

The firm is led by a practising advocate enrolled with a State Bar Council, with litigation and/or transactional experience.
Delivery uses associate advocates, junior lawyers and paralegals under the principal's supervision. Year-one ownership
rests with the proprietor/founding partners; partner admission and profit-sharing are editable inputs governed by the

partnership deed and BCl norms.

4. Market Analysis — India

India's legal-services market is large, growing and highly fragmented across individual practitioners and small firms.
Rising commercial activity, contract intensity, disputes, property transactions and regulatory complexity all drive

demand — while clients increasingly value firms that are responsive, transparent and business-savvy, an opening for



a professionally run practice.

Demand drivers

« Commercial & contract activity: businesses need agreements, advice and dispute support.
o Litigation volume: civil, commercial, property and family disputes are pervasive.

* Property transactions: conveyancing, due diligence and documentation.

 Regulatory & compliance: growing statutory obligations for businesses.

« Personal legal needs: family, succession, consumer and employment matters.

Market sizing (illustrative framing)

TAM Businesses & individuals needing legal services in India Very large
SAM Reachable business & individual clients in the firm's city/region Large
SOM (Yr 1-3) Active clients & matters handled 150 - 450 matters

Target segments

e SMEs and startups needing contracts, advisory and compliance.
e Businesses and individuals in commercial or civil disputes.
e Property buyers/sellers and developers.

e Individuals with family, succession and employment matters.

5. Competition & Competitive Advantage

Landscape: individual advocates, small and large law firms, and online legal platforms (documents, not counsel). Within

BCI norms, differentiation is on expertise, responsiveness, transparency and outcomes.

The firm's edge

« Business-savvy legal advice — practical, commercial and clear.

Responsiveness & transparency — defined engagement terms and communication.

Multi-practice capability — one firm for contracts, disputes and property.

Technology-enabled delivery — document management and matter tracking.

Ethics & trust — a reputation that drives referrals.

6. Services & Pricing

__ Indicative fee (¥)

Contract drafting / review Per document 3,000-40,000
Business legal retainer Monthly 10,000-50,000/mo
Litigation / dispute (civil, commercial) Per matter + appearances 25,000-5,00,000+
Property due diligence & conveyancing Per transaction 10,000-1,00,000

Notices, replies & documentation Per item 2,000-25,000



Corporate/regulatory advisory Project/retainer 15,000-2,00,000

Family / succession matters Per matter 10,000-1,00,000

Business retainers provide recurring revenue; transactional documents and litigation provide project and appearance-based

income.

7. Go-to-Market — Marketing & Sales (within BCl norms)

o Referrals: clients, CAs, bankers, other advocates and professional networks — the primary, BCl-compliant channel.
o Reputation & expertise: quality work and thought leadership (permissible knowledge-sharing).

+ Business networks: trade associations and startup ecosystems for commercial clients.

* Property & real-estate networks for conveyancing referrals.

o Compliant online presence: an informational website within BCI advertising rules.

Practice growth

Convert one-off matters into standing retainers and repeat clients. Build practice-area depth and referral relationships.

Grow through reputation, not solicitation, per BCI norms.

8. Operations Plan

o Location: a professional office suitable for client meetings, ideally accessible to courts/registries.

« Delivery model: associates and paralegals execute under the principal's supervision; standardised templates, matter

files and court-calendar management.

o Technology: legal document management, matter/case tracker, cause-list and deadline tools, and secure client-data
storage.

¢ Quality & ethics: conflict checks, confidentiality, engagement letters, and diligent court/deadline management.

o Capacity: the principal supervises a team handling a portfolio of matters; scale by adding advocates and practice

areas.

Core practice areas

Typical work Revenue type

Commercial & contracts Drafting, advisory, retainers Recurring/project
Dispute resolution Litigation, arbitration Matter-based
Property & conveyancing Due diligence, deeds Transaction
Employment & regulatory Policies, notices, compliance Project/retainer
Family & succession Wills, disputes, documentation Matter-based

9. Regulatory, Licences & Compliance (India)

« Bar Council enrolment and valid practice standing for all practising advocates.



o Firm setup: proprietorship or partnership/LLP of advocates; PAN/TAN; GST registration (legal services have specific

GST treatment — advice; fees may attract GST/RCM depending on client).
o Professional conduct: Advocates Act, BCI rules (advertising restrictions, ethics, conflicts), confidentiality and privilege.

« Data protection aligned to the DPDP Act; secure custody of client records.

10. Organisation & Manpower Plan

Principal Advocate / Partner

Associate Advocate 1 3 4
Paralegal / Clerk 1 2 3
Admin / Office

11. Implementation Timeline & Milestones

Setup Month 0-1 Firm setup, office, systems, referral network

Launch Month 1-4 First retainers & matters; document workflow set
Traction Month 4-9 Growing matter book; break-even nears; first associate
Scale Year 2 Practice-area depth; second partner; larger clients
Growth Year 3 450 matters; multi-practice firm

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.

12.1 Project cost & means of finance

capital reqUirement _

Office furniture & fit-out 1,50,000
Computers, library & IT (3) 1,70,000
Legal software & subscriptions 60,000
Branding, website & setup 50,000
Deposits & pre-operative 70,000
Working-capital buffer 1,50,000

Total project cost 6,50,000



Promoter contribution 2,50,000

Term loan (Mudra / CGTMSE) 4,00,000

12.2 Projected Profit & Loss (3 years)

_

Retainers & advisory 12,00,000 24,00,000 34,00,000
Transactional (contracts, property) 10,00,000 20,00,000 26,00,000
Litigation & disputes 10,00,000 18,00,000 22,00,000
Salaries & wages 15,00,000 29,00,000 40,00,000
Rent & utilities 3,00,000 3,60,000 4,20,000
Library, software & subscriptions 1,60,000 2,40,000 3,20,000
Marketing & networking 1,40,000 2,20,000 2,80,000
Admin, travel, court & misc 3,00,000 4,40,000 5,80,000
Interest on term loan 44,000 32,000 18,000

Total expenses 24,44,000 41,922,000 56,18,000

Net profit (before tax) 7,56,000 20,08,000 25,82,000

Net margin 23.6% 32.4% 31.5%

12.3 Unit economics & break-even

o Revenue mix: a blend of recurring retainers, transactional documents and matter-based litigation smooths income.
o Leverage: associates and paralegals execute under supervision, keeping delivery cost efficient relative to billings.

o Break-even: a base of retainers plus steady matters — reached around month 9-11.

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

PartiCUIars (f) _———

Opening balance 1,50,000 1,05,000 1,60,000 2,85,000
Collections 5,50,000 7,40,000 9,30,000 10,60,000
Operating outflows 5,60,000 6,55,000 7,75,000 8,90,000
Loan EMI 35,000 30,000 30,000 30,000

Closing balance 1,05,000 1,60,000 2,85,000 4,25,000

Retainers steady the cash line while transactional and litigation fees add lumpier inflows; the buffer covers early-stage

timing.



12.5 Key Performance Indicators to Monitor

o Book: active matters; retainer clients; new-client additions.

o Delivery: matter turnaround; court-deadline adherence; client satisfaction.

« Economics: revenue per advocate; realisation rate; recovery days.

e Mix: recurring vs transactional vs litigation revenue.

13. Funding Requirement & Bankability

Total ask: 4.0 lakh term loan against 2.5 lakh promoter contribution — eligible under PMMY (Mudra) and coverable
under CGTMSE. Year-1 net profit ~X7.56 lakh against annual debt service of ~X1.4 lakh gives a DSCR above 3.0 —

comfortably bankable, supported by recurring retainers.

13.1 Funding utilisation

Office setup, furniture & deposits
IT, library & legal software
Branding & setup

Working-capital buffer

2,20,000

2,30,000

50,000

1,50,000

34%

35%

8%

23%

6’50'000 100%

14. Risk Analysis & Mitigation

_ Mitigation

Professional liability / negligence Diligent work, peer review, engagement letters, professional-indemnity cover
Conflict of interest Conflict checks; BCI ethics adherence

Revenue lumpiness (litigation) Retainers and transactional work for a steady base

Talent (associates) Training culture; competitive pay; documented processes

Marketing constraints (BCI) Referral-led growth; reputation and thought leadership

15. SWOT Analysis

Strengths

Protected profession; broad, recurring demand; multi-practice

revenue; low capex.

Opportunities

Commercial & startup growth; property & regulatory work;

retainer book; multi-partner scale.

Weaknesses

Advertising restrictions; litigation lumpiness; key-person

dependence early on.

Threats

Fee competition; online legal platforms; talent shortages.



16. Recommended AiSevak Tools for This Business

This firm would use AiSevak's Legal vertical tools across its practice areas:

o Contracts & commercial: Contract Review, MSA/SOW, NDA, Commercial Agreements, Clause Explainer.
« Disputes & notices: Demand Letter, Notices, Statement of Claim, Arbitration Clause, Litigation Estimator.

e Property, compliance & family: Lease/Deed tools, Compliance Checklist/Calendar, Family-Law docs; plus Business
Plan tools to model the firm.

17. Key Assumptions & Notes

e Promoter is an enrolled, practising advocate; associate leverage assumed per BCl norms.
e ~150 matters in Year 1 growing to ~450 by Year 3 across practice areas.
e Term-loan interest ~11% p.a., 5-year tenure; adjust to sanctioned terms.

e Legal-services GST treatment varies by client (RCM in some cases) — figures exclude GST; verify per engagement.

» Use these tools now — free on AiSevak

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

https://aisevak.in/verticals/legal — 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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