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1. Executive Summary

This plan sets out a Machinery & Capital-Goods Manufacturing unit in India — an engineering firm that designs &

builds industrial machines, special-purpose machines (SPMs), tooling & capital equipment (for packaging, food-

processing, textiles, plastics, printing, material-handling or automation) to customer requirements, on a project / per-

machine, engineer-to-order basis. It earns high per-machine engineering margins on high-value, long-cycle orders,

monetising design/engineering capability, build quality & after-sales, with advance & milestone payments funding

working capital — an engineering-, design- & project-cycle-driven capital-goods business.

India's capital-goods & machinery sector is strategic & growing, driven by manufacturing expansion, Make-in-India, import
substitution (replacing costly imported machines), automation & MSME modernisation. A machine-building unit earns
healthy per-machine margins on engineered, high-value equipment, with the key levers being design/engineering
capability, build quality & reliability, project execution/lead-time, after-sales/spares & the order book. Orders are large, long-
cycle & lumpy, typically with advance + milestone payments (favourable for WC); success rests on engineering, execution,
after-sales & a healthy order pipeline.

This is a capital- & engineering-intensive MSME manufacturing business — funded by promoter equity plus bank finance
(term loan for machinery/shop + CC/OD & project finance for working capital, under CGTMSE/SIDBI & capital-goods
schemes). This plan models a unit requiring ¥1.8 crore (366 lakh promoter + X1.14 crore bank finance), targeting ¥3.5
crore revenue in Year 1 and 6.5 crore by Year 3. (Machinery/capital goods; engineer-to-order, high-value/long-cycle,

advance/milestone-funded, after-sales-led.)

2. Business Description, Vision & Legal Structure

Concept: An engineering firm designing & building industrial machines/SPMs & capital equipment to customer needs -
quality, reliable, import-substituting machinery with strong after-sales.
Vision: To be a trusted Indian machine builder & import-substitute for industry.

Mission: Engineer, build & support reliable, productive machines for customers.

Legal structure options

¢ Private Limited — recommended (for contracts, warranties, finance & scale).

e LLP — possible, but capital-goods contracts & scale favour a company.

Regulatory anchor: a machine-building unit is a factory + capital-goods engineering firm — Factories Act & factory licence,
GST, pollution CTE/CTO, fire & labour/safety, electrical, & machine-safety/CE-or-BIS conformity (as relevant), quality (ISO
9001), plus contract/warranty & IP for designs. Design/engineering capability, build quality/reliability, project execution/lead-
time, after-sales & order book determine success; capital- & engineering-intensive with lumpy, long-cycle orders funded by

advances/milestones.

3. Promoter & Ownership

Led by a promoter with mechanical/production engineering, machine-building or industry experience & design capability.
The team includes design/R&D engineers, machinists/fitters/assemblers, electrical/automation, quality & after-sales/service,
with project management & sales. Design/engineering, execution, reliability & after-sales are the differentiators. Ownership

& stakes are editable inputs.



4. Market Analysis — India

India's machinery & capital-goods market is large & strategic, driven by manufacturing growth, Make-in-India, import
substitution (Indian machines at lower cost than imports), automation, MSME modernisation & sector expansion (food,
packaging, plastics, textiles). Buyers seek reliable, cost-effective, well-supported machines. The market rewards
engineering/design, build quality, execution/lead-time, after-sales & price-value vs. imports; it is order-cycle-,
execution- & capability-sensitive & relationship-driven, met with engineering, quality, after-sales & niche

specialisation.

Demand drivers

« Manufacturing growth & capex.

o Make-in-India & import substitution.
o Automation & SPMs.

« MSME modernisation.

o Sector expansion (food/packaging/plastics).

Market sizing (illustrative framing)

TAM Machinery/capital-goods in India Very large
SAM Machine type/sector & region Substantial
SOM (Yr 1-3) Machines built / order book Scaling

Target segments

e Manufacturers (food/packaging/plastics/textiles).
¢ MSMEs modernising/automating.
e Import-substitution buyers.

e Exporters & institutional buyers.

5. Competition & Competitive Advantage

Landscape: imported machines, large domestic machine builders & other engineering firms. The unit competes on

engineering/design, quality/reliability, price-value vs. imports, execution & after-sales.

The unit's edge

+ Design/engineering capability.
o Build quality & reliability.

¢ Price-value vs. imports.

o After-sales & spares (local).

o Customisation & niche SPMs.
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6. Products & Revenue Model

Standard machines Per-machine (catalogue) Core
Special-purpose machines (SPMs) Engineer-to-order (high margin) Margin/differentiation
Automation & integration Project margin Value-add
Spares & consumables High-margin recurring Annuity
AMC / service & retrofits Recurring service fee Stickiness/margin

Machines earn healthy per-unit engineering margins (SPMs/customisation higher); spares, AMC & service are high-margin
recurring annuities that build stickiness & smooth lumpy machine sales. Design/engineering, execution/lead-time, after-sales

& order book drive economics — the decisive capital-goods levers; advance + milestone payments fund the long build cycle.

7. Go-to-Market — Marketing & Sales

o Direct B2B & industry business development.

« Engineering credentials & references as proof.
o Import-substitution value positioning.

o Trade fairs, demos & referrals.

o After-sales & spares as differentiator.

Sales approach

Win orders (engineering, references, price-value vs. imports, demos) - execute & deliver reliably (advance + milestones) -
support with after-sales/spares — convert to repeat & referrals + AMC annuity — build order pipeline & niche specialisation.

Engineering, execution, after-sales & pipeline build the business.

8. Operations Plan

Shop & capability: design/engineering (CAD/CAM), machining/fabrication, assembly & testing bays,

electrical/automation, QC; after-sales/service setup.

Process: enquiry/design/quote — order (advance) - engineering/design = procurement = build & assembly -
testing/FAT — dispatch/installation (milestones) — after-sales.

+ Project management: per-machine project planning, lead-time, milestone billing, quality & testing.

o After-sales: installation, commissioning, spares, AMC, service.

e Tech: CAD/CAM/PLM, ERP/project-costing, quality & service systems.

Machine-building workflow

_ Activity m

Design Engineering/quote Win rate/margin

Procure Components/bought-outs Cost/lead-time



Build Machine/assembly Lead-time/quality
Test FAT/commission Reliability

Support After-sales/AMC Annuity/repeat

9. Regulatory, Licences & Compliance (India)

Factory & safety: Factories Act & factory licence; fire NOC; labour/ESI/PF; electrical & machine safety.

Product & quality: machine-safety/BIS conformity (as relevant); ISO 9001; contract & warranty terms; design IP.

Environment: pollution CTE/CTO; scrap/waste; welding/painting emissions.

+ Business & schemes: Pvt Ltd; GST; PAN/TAN; Udyam; capital-goods/technology-upgradation schemes (as eligible).

10. Organisation & Manpower Plan

Promoter & engineering head

Design / R&D engineers 4 7 11
Machinists, fitters & assemblers 14 22 32
Electrical/automation & QC 4 6 10

After-sales, project mgmt & admin/sales

11. Implementation Timeline & Milestones

Setup Month 0-5 Shop, machines, design capability, licences, first orders
Ramp Month 5-11 Machine builds, FAT, after-sales, references

Traction Month 11-12 Order book & execution; X3.5cr revenue

Deepen Year 2 SPMs, automation, spares/AMC annuity

Scale Year 3 %X6.5cr revenue; pipeline & capacity growth

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. Machinery/capital goods; engineer-to-order, high-value/long-cycle,

advance/milestone-funded.

12.1 Project cost & means of finance

capital reqUirement _



Machine shop, machinery & assembly/test bays 85,00,000

Design/CAD, electrical & QC setup 20,00,000
Factory setup & utilities 25,00,000
Working capital (WIP, components, receivables) 40,00,000
Licences, pre-operative & contingency 10,00,000
Promoter contribution 66,00,000
Bank finance (term + CC/project; CGTMSE/SIDBI) 1,14,00,000

12.2 Projected Profit & Loss (3 years)

_

Machines & SPMs 2,90,00,000 4,60,00,000 5,20,00,000
Automation & integration 40,00,000 70,00,000 80,00,000
Spares, AMC & service 20,00,000 50,00,000 50,00,000
Material & bought-outs 1,96,00,000 3,19,00,000 3,52,00,000
Engineering & direct labour 55,00,000 82,00,000 96,00,000
Overheads & maintenance 35,00,000 50,00,000 58,00,000
Admin, after-sales & selling 28,00,000 42,00,000 48,00,000
Interest & depreciation 24,00,000 26,00,000 27,00,000

Net profit (before tax) 12,00,000 61,00,000 69,00,000

Net margin 3.4% 10.5% 10.6%

12.3 Unit economics & break-even

« Per-machine margins: engineered machines earn healthy margins (SPMs/customisation higher); material & bought-

outs are the bulk of cost; design/engineering value & execution protect margin.

e Order cycle & annuity: orders are lumpy & long-cycle (advance + milestones fund WC); spares/AMC/service annuity

smooths revenue & lifts blended margin.

« Break-even: at an order-book/throughput threshold covering fixed costs; after-sales annuity aids stability —

engineering, execution & pipeline decisive.

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

PartiCUIars (f) nmmn

Opening balance 10,00,000 9,20,000 8,90,000 9,10,000

Collections (advances + milestones) 70,00,000 85,00,000 95,00,000 1,05,00,000



Material, labour, overheads & interest 70,80,000 85,30,000 94,80,000

1,04,00,000

Closing balance 9,20,000 8,90,000 9,10,000 10,10,000

Advance + milestone payments fund the long build cycle (favourable WC), but orders are lumpy & WIP is heavy; delayed

final payments & order gaps strain cash. Advances/milestones, WIP & receivable discipline, spares/AMC annuity, CC &

contingency manage cash; lumpy order flow, execution delays & final-payment risk are the key exposures.

12.5 Key Performance Indicators to Monitor

o Order book: booked/backlog; win rate; pipeline; SPM mix.
o Execution: lead-time; on-time delivery; FAT/quality; rework.
e Annuity: spares/AMC/service revenue & margin.

o WC: advances %; WIP; receivable days; CC utilisation.

13. Funding Requirement & Bankability

Total ask: ¥1.14 crore bank finance against 66 lakh promoter contribution — term loan for shop & machinery +

CC/project finance for working capital (WIP), under CGTMSE/SIDBI & capital-goods schemes. Bankability rests on order book,

engineering capability, execution track record & the advance/milestone payment structure (which funds WC); import

substitution & Make-in-India support the sector. Year-1 profit ~X12 lakh scaling to X69 lakh & after-sales annuity support

servicing; a firm order book de-risks lending.

13.1 Funding utilisation

Machine shop, machinery & assembly/test bays 85,00,000
Working capital (WIP, components, receivables) 40,00,000
Factory setup & utilities 25,00,000
Design/CAD, electrical & QC setup 20,00,000
Licences, pre-operative & contingency 10,00,000

47.2%

22.2%

13.9%

11.1%

5.6%

1’80'00’000 100%

14. Risk Analysis & Mitigation

Lumpy / gapped order flow Pipeline; spares/AMC annuity; standard + SPM mix; diversify sectors
Execution delays / cost overruns Project management; design freeze; procurement; milestone billing
Final-payment / receivable risk Advances + milestones; retention terms; credit control; CC

Import competition / price Engineering value, quality, after-sales & price-value; niche SPMs

Skilled-engineer availability Design team; training; retention; documentation/IP



15. SWOT Analysis

Strengths

High per-machine margins; import-substitution demand;

advance/milestone WC; after-sales annuity; engineering moat.

Opportunities

Make-in-India/import substitution; automation/SPMs;

spares/AMC; exports; niche specialisation.

Weaknesses

Lumpy long-cycle orders; execution-/engineering-dependent;

capital-intensive; skilled-talent-reliant; WIP-heavy.

Threats

Import competition; order gaps & cycles; execution risk;

material inflation; talent scarcity.

16. Recommended AiSevak Tools for This Business

This machine-building unit would use AiSevak's Manufacturing vertical tools in delivery:

« Engineering ops: CAD/PLM, project-costing/ERP, order-book/lead-time and after-sales/AMC tools.

o Compliance: factory-licence, machine-safety/BIS & 1SO-9001, pollution/CTE-CTO and warranty/IP tools (with Legal &

Finance verticals).

o Practice: Business Plan, per-machine-margin/order-book and Break-even tools to model the unit.

17. Key Assumptions & Notes

e Machinery/capital-goods; engineer-to-order standard machines + SPMs + automation; spares/AMC/service annuity

smooths lumpy sales.

e Design/engineering, execution/lead-time, after-sales & order book decisive; advance + milestone payments fund the

long build cycle.

o Capital-/engineering-intensive, WIP-heavy; term + CC/project finance (CGTMSE/SIDBI; capital-goods schemes); Factories

Act, machine-safety/BIS, 1SO.

e Engineering, execution, after-sales & pipeline 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 Manufacturing toolkit to browse and use them all

at https://aisevak.in/verticals/manufacturing — 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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