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1. Executive Summary

This plan sets out a Commercial Office Fit-out Firm  in India — delivering workplace design-and-build and fit-
out execution for corporate offices, global capability centres, technology campuses, BFSI premises and co-working
operators: partitions and ceilings, flooring, workstations and joinery, and the MEP, data, AV and fire packages
that dominate a modern office , delivered to a fixed occupation date.

This is the vertical's second contracting model, and it shares the fundamentals set out in the turnkey plan — variations
must be signed before they are built, delays must be notified when they occur, retention must be actively closed out.
Those disciplines are assumed here rather than repeated. What follows is what makes corporate fit-out a
different business.

First: the client has a procurement department, and the commercial terms are written by someone whose full-
time job is to write them against you. Master service agreements, rate contracts, liquidated damages, performance
guarantees, indemnity and insurance schedules, and formal prequalification arrive as a package that is, in practice, non-
negotiable. The consequence is not that the terms are unfair — they are usually reasonable — but that the price
must reflect them. A firm that accepts an LD clause, a 90-day payment term and a two-year rate contract, and then prices
the work as though none of those existed, has agreed to a set of costs it has not charged for. In this segment you price
the contract, not the drawings.

Second, and the largest hidden cost in the sector: the work happens in occupied, live buildings. Night and
weekend working, noise windows, restricted lift bookings, building-management rules, security clearance for every worker,
and a duty of care to the client's own staff who are still at their desks. The arithmetic is unforgiving: a night shift
yields perhaps six or seven productive hours, five nights a week, with setup and clearing consuming close to
ninety minutes of each session — effective productivity of 55–70% of an equivalent day-shift site. A firm that
bids a live-building fit-out at vacant-site productivity has underpriced by roughly a third before it starts, and
will spend the project explaining why it is behind. This plan carries the live-building premium as an explicit cost line at
4.0–5.1% of revenue.

Third, and the strategic point: corporate fit-out is a repeat-client business, which changes what the firm
should optimise for. Leases turn on cycles, teams reorganise, portfolios roll out across cities, and a client with fourteen
offices generates work continuously for years. Repeat-client revenue therefore rises here from 38% to 64% — and it
means winning a first project at a modest margin to enter an account is rational in this segment in a way it
never is in residential. The firm is buying a position on an approved-vendor list, not a job.

This plan models a business requiring ₹3.6 crore (₹1.2 crore promoter + ₹60 lakh term loan + ₹1.8 crore working-capital
finance), moving from ₹19 crore revenue and a ₹47 lakh loss in Year 1 to ₹48.5 crore revenue and ₹3.16 crore
profit by Year 3, across roughly 12.5 lakh sq ft delivered. (Office fit-out; live-building execution, contract- and account-

driven — figures illustrative.)

2. Business Description, Vision & Legal Structure

Concept: A commercial office fit-out contractor — workplace design-and-build and pure execution, covering civil and
interior works plus MEP, data, AV, fire and BMS integration, with in-house project management, BIM coordination, quantity
surveying, EHS and procurement, delivering to fixed occupation dates in live and shell buildings.

Vision: To be the contractor a corporate real-estate team puts on the list without being asked to.
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Mission: Price the contract as well as the drawings; plan the night shift honestly; protect the client's staff as carefully as
our own workers; and finish on the date the lease starts.

Legal structure options

Private Limited — effectively mandatory: prequalification, MSAs, bank guarantees, insurance schedules and
multinational client onboarding all require an audited company with a balance sheet.
LLP / Proprietorship — will not clear corporate prequalification, which excludes the entire segment.

Regulatory anchor: execution requires building-management fit-out approvals and landlord consent, municipal
permissions where applicable, and — critically — fire NOC and compliance sign-off for the completed workplace
, since a corporate occupier cannot take possession without it. Contract-labour compliance is unavoidable and is
audited by corporate clients themselves: the firm is principal employer for contract labour on its sites, with
PF, ESI and wage obligations that survive a subcontractor's default, and multinational clients routinely inspect these
records. EHS obligations are enforced far more seriously here than in residential work — work at height, temporary
electrical, hot work, permit-to-work systems and, in occupied premises, a duty to third parties. Green-building
certification (IGBC, LEED, WELL) is increasingly specified, bringing low-VOC material documentation, waste-diversion
records and commissioning evidence — a genuine capability barrier, not a badge. Commercially: liquidated damages,
performance bank guarantees, defect liability periods and retention are standard, alongside works-contract GST
and contractors' all-risk and third-party insurance.

3. Promoter & Ownership

Led by a promoter with fit-out contracting, MEP or corporate project-delivery background. Three competences decide
outcomes: contract and tender literacy, because the terms are set before the work starts and cannot be renegotiated
afterwards; MEP and services coordination, since a modern office is more services than joinery and the interfaces are where
programmes fail; and account management, because the second, fifth and twelfth projects from a client are worth far more
than the margin sacrificed on the first. Prequalification standing, live-building capability, EHS record & account retention are
the differentiators. Ownership, equity & any partner are editable inputs.

4. Market Analysis — India

Demand is driven by global capability centres expanding in India, technology and BFSI office growth, hybrid-work
redesign of existing floorplates, lease-cycle churn, co-working operator expansion, and corporate consolidation into
fewer, better-fitted premises. Demand is strong, institutional and geographically concentrated in major office markets.
The market rewards prequalification standing, delivery certainty & EHS record; it is tender-driven, terms-heavy
and relationship-retained.

Demand drivers

Global capability centres — sustained expansion by multinationals building large India delivery centres; the segment
with the biggest tickets and the most demanding standards.
Hybrid-work redesign — existing floorplates reconfigured for collaboration rather than density, generating churn work
in occupied buildings.
Lease-cycle turnover, which makes demand recurring and account-based rather than one-off.
Co-working and flexible workspace operators fitting out at speed and scale.
Green and wellness certification requirements pulling work toward contractors who can document compliance.

AiSevak.in  ·  by ABL Digital Technologies Business Plan  ·  Page 3 of 14



Market sizing (illustrative framing)

Layer Definition Indicative scale

TAM Indian commercial fit-out market Very large, concentrated in metros

SAM Clients whose prequalification the firm can clear Credential-bounded

SOM (Yr 1–3) Accounts entered & sq ft delivered ~4.8 → ~12.5 lakh sq ft

The SAM constraint here is a credential gate rather than a geographic or funding one, and it is worth
understanding as an entry barrier that cuts both ways. Corporate clients prequalify contractors on turnover, net
worth, completed-project references, EHS statistics, insurance limits and compliance records — and a firm cannot
demonstrate a safety record or a reference project it has not yet been allowed to do. That circularity keeps new
entrants out and is genuinely difficult in the first two years. But once cleared, it works in the firm's favour
permanently: the same gate that excluded you now excludes the low-cost operators who would otherwise compete away
the margin, which is why investment in prequalification, certification and EHS systems is best read as buying a
place in a smaller, better market rather than as overhead.

Target segments

Global capability centres & technology campuses — largest tickets, highest standards, strongest repeat potential.
Corporate offices on new leases — the volume base, tied to fixed occupation dates.
Refurbishment and churn for existing clients — smaller, frequent, almost always in live buildings.
BFSI premises, with additional security and compliance requirements.
Co-working operators — speed-critical, standardised, rollout-driven.

5. Competition & Competitive Advantage

Landscape: large national and international fit-out contractors at the top of the market, design-and-build firms, regional
contractors, and project-management consultants who tender the work on the client's behalf. Competition happens
through formal tender, where price is visible and comparable — which makes the terms attached to the price
the real battleground.

The business's edge

Honest live-building pricing — bidding night and restricted-access work at its actual productivity, which is why the
firm can hold its programme when others slip.
MEP and services coordination depth, since a modern office is more services than surfaces and this is where
programmes are won or lost.
EHS record, which is a prequalification asset and, in occupied buildings, a client-relationship asset.
Green-certification capability — material documentation and waste diversion managed as a process rather than
assembled at the end.
Account continuity — the same team returning for the client's next floor, city or refurbishment.

One commercial exposure specific to this segment deserves stating: rate contracts and MSAs typically fix
rates for one to three years while material prices move freely. A firm that signs a two-year rate card in a period of
steel, aluminium, glass or copper inflation has taken a position it cannot hedge and did not intend to take. The protections
are ordinary and must be asked for at signing, because they cannot be introduced later: a price-variation clause
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tied to a published index, a validity period on the rate card with scheduled review, or exclusions for named volatile items
quoted at order stage. Clients accept these routinely when raised during negotiation and almost never when
raised during a project — which makes the moment of signature, not the moment of pain, the only useful time to think
about it.

6. Services & Revenue Model

Segment Model Basis

Corporate office fit-out (new leases) Tendered BOQ / design-build ~44% — volume base

GCC & technology campus fit-out Large-format contract Biggest tickets, best repeat

Refurbishment & churn (existing clients) Rate contract / MSA call-off Live-building, high frequency

Co-working & flexible workspace Per sq ft, rollout Speed-critical, standardised

MEP, AV & specialist packages Package contract Technical differentiation

The churn-and-refurbishment line is small in revenue and disproportionately valuable, and most contractors
treat it as a nuisance. These are the jobs a client's facilities team calls about with three weeks' notice — reconfiguring two
floors, adding meeting rooms, relocating a department — and they are almost entirely in occupied buildings, at night,
at short notice, with the client's staff returning to their desks on Monday morning. They are also the work that
keeps the firm present in the account between major projects, and the facilities manager who calls about a two-week
churn job is frequently the person consulted when the next full-floor fit-out is awarded. Servicing churn well is not a low-
margin distraction; it is how a contractor stays on the list.

7. Go-to-Market — Prequalify, Enter, Retain

Getting on the list

Prequalification and empanelment — financial standing, references, EHS statistics, insurance, compliance records;
the entry gate to the whole segment.
Project-management consultants and workplace consultants, who often shortlist contractors on the client's
behalf.
Real-estate advisors and landlords, whose recommendations carry weight with incoming tenants.
Reference projects documented and photographed to prequalification standard, not just for marketing.

Entering and retaining an account

Deliver the first project visibly well — on date, incident-free, clean handover — because the account is the prize,
not the project.
Service churn requests promptly, which keeps the relationship warm between capital projects.
Bring value into the next tender — knowledge of the client's standards, systems and buildings is a genuine
advantage the incumbent has.
Maintain the EHS record, since a single serious incident in a client's building can end an account regardless of past
performance.
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Sales approach

Invest in prequalification credentials early and treat them as an asset → target accounts rather than projects → accept a
modest margin on a first project where the account has multi-year potential, and only where that potential is real
rather than assumed → service churn work reliably to hold the relationship → grow within the client's portfolio across
floors and cities. The failure mode to avoid is bidding thin on every project in the hope that each becomes an
account. That is not account strategy, it is simply underpricing — and a firm that discounts everywhere finds that its
reference clients expect the discounted rate forever, which is the opposite of what entering an account was
meant to achieve.

8. Operations Plan (mobilise, coordinate, work nights, commission, hand
over)

Pre-construction: BIM coordination of services, method statements, programme, and a documented access
strategy agreed with building management before mobilisation.
Permits & clearances: landlord approvals, worker security clearances, lift and hoist bookings, and permit-to-work
systems.
Live-building execution: night and weekend shifts within noise and access windows, daily setup and clearing, and
separation from occupied areas.
MEP & services: HVAC, electrical, data cabling, fire suppression, access control and BMS — coordinated with the
landlord's base-build systems and the client's own IT vendors.
Green compliance: low-VOC material documentation, waste diversion records and commissioning evidence collected
during the works.
EHS: permit-to-work, height and electrical controls, and third-party protection for the client's occupying staff.
Commissioning & handover: systems testing, fire compliance sign-off, snagging and as-built documentation.
Closeout: final account, LD position resolved, retention release scheduled.

Project cycle

Stage Activity Control point

Tender Price the contract, not just the works Terms costed into the bid

Mobilise Access strategy & clearances Permits secured before start

Execute Night/weekend within windows Effective productivity vs. day shift

Coordinate MEP, IT & landlord interfaces Interface delays logged

Commission Testing & fire sign-off On-time handover; LDs incurred

Retain Churn service & next tender Repeat-client revenue share

Two interface risks decide programmes in this segment, and neither is within the contractor's control. The first
is the landlord's building management, which is a third party controlling your site. Access hours, lift availability,
permitted noise, material movement routes and even which vendors may touch the fire and HVAC systems are set by
someone with no interest in your programme. A fit-out programme that assumes unrestricted access has been built
on an assumption the contractor cannot enforce — and the mitigation is to agree the access strategy in writing before
mobilisation and to build the constraints into the programme rather than discovering them in week three. The second is the
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client's own IT and AV vendors, who install after the contractor's cabling and containment and before final handover.
This is the classic interface failure of office fit-out: two suppliers with different contracts, different reporting
lines and the same completion date, where a delay by either is visible to the client only as a building that is not ready.
The remedy is to insist on a single integrated programme covering all workstreams, with the client's own vendors named on
it and their dependencies logged like any other.

9. Regulatory, Licences & Compliance (India)

Approvals: landlord and building-management fit-out consent, municipal permissions where applicable, and fire NOC
and compliance sign-off, without which the occupier cannot take possession.
Contract labour: the firm is principal employer on its sites — PF, ESI and wage compliance are its liability
and survive a subcontractor's default — and multinational clients audit these records directly.

EHS: permit-to-work systems, work at height, temporary electrical, hot work; in occupied premises a duty of care
extends to the client's own staff, and corporate clients apply their global safety standards to your site.
Green certification: IGBC, LEED or WELL requirements — low-VOC material documentation, waste diversion and
commissioning evidence must be collected during the works, because they cannot be reconstructed
afterwards.

Contract obligations: liquidated damages, performance bank guarantees, defect liability, retention, indemnity and
insurance limits — all fixed at signature.
Security: worker background verification and access control, particularly in BFSI and GCC premises.
Works-contract GST, e-way bills, contractors' all-risk, third-party and workmen's compensation insurance.

10. Organisation & Manpower Plan

Role Yr 1 Yr 2 Yr 3

Promoter / managing director 1 2 2

Site engineers & supervisors 34 56 84

MEP & services coordination 10 17 26

Design, BIM & drawing coordination 10 17 26

Project managers 8 14 22

QS, billing, variation & contracts 7 12 19

Procurement & materials 6 10 16

Admin, accounts & MIS 6 10 15

EHS / safety (live-building) 5 9 14

Sales, tendering & prequalification 5 9 14

Total 92 156 238

Two functions distinguish this from general interior contracting. MEP and services coordination is staffed at roughly
11% of headcount, because a modern office is more services than surfaces. And EHS is a dedicated function rather
than a site-engineer duty — corporate clients audit it, prequalification depends on it, and in an occupied building a single
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incident affecting the client's staff can end an account irrespective of every project delivered before it.

11. Implementation Timeline & Milestones

Phase Timeline Milestone

Setup Month 0–4 Entity, WC & BG facilities, EHS systems, prequalification dossiers, subcontractor base

Entry Month 4–12 ~4.8 lakh sq ft; ₹19cr revenue, ₹47L loss; first accounts entered

Grow Year 2 Repeat share 52%, on-time 84%; ₹32cr, ₹83L profit

Scale Year 3 ₹48.5cr revenue, ₹3.16cr profit; repeat-client revenue 64%, on-time 92%

12. Financial Plan (Illustrative)

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

Live-building productivity, repeat-client share, LD exposure, retention release and rate-contract price

movement are the levers — and the live-building premium is carried as a visible line because pricing it as a

vacant site is the sector's characteristic error.

12.1 Project cost & means of finance

Capital requirement ₹

Working capital (site funding, WIP, receivables & retention) 2,25,00,000

Tools, plant, access equipment & site establishment 48,00,000

Bank guarantee margin, performance security & insurance 32,00,000

Office, design/BIM studio & IT 25,00,000

Vehicles & site mobility 16,00,000

Empanelment, prequalification & green-building certification systems 10,00,000

Legal, registrations & launch 4,00,000

Total project cost 3,60,00,000

Working-capital finance / cash credit 1,80,00,000

Promoter contribution 1,20,00,000

Term loan 60,00,000

12.2 Projected Profit & Loss (3 years)

Particulars Year 1 Year 2 Year 3

Corporate office fit-out (new leases) 8,40,00,000 13,20,00,000 18,60,00,000

GCC & technology campus fit-out 4,60,00,000 8,40,00,000 13,80,00,000

Refurbishment & churn (existing clients) 2,80,00,000 5,20,00,000 8,40,00,000

Co-working & flexible workspace fit-out 1,90,00,000 3,10,00,000 4,60,00,000
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MEP, AV & specialist packages 1,30,00,000 2,10,00,000 3,10,00,000

Total revenue 19,00,00,000 32,00,00,000 48,50,00,000

Material & subcontracted trades 12,92,00,000 21,28,00,000 31,77,00,000

Site salaries, supervision & project management 1,42,00,000 2,18,00,000 3,15,00,000

Depreciation, interest, BG charges & finance cost 1,05,00,000 1,48,00,000 1,82,00,000

Live-building premium (night/weekend & productivity loss) 96,00,000 1,48,00,000 1,95,00,000

Office, overheads, insurance & admin 72,00,000 1,08,00,000 1,48,00,000

Design, BIM, drawing & coordination 68,00,000 1,05,00,000 1,52,00,000

Site establishment, tools, plant & consumables 62,00,000 98,00,000 1,38,00,000

Defect rectification, snagging & DLP provision 58,00,000 88,00,000 1,25,00,000

Selling, tendering, prequalification & BD 52,00,000 76,00,000 1,02,00,000

Total expenses 19,47,00,000 31,17,00,000 45,34,00,000

Net profit / (loss) before tax (47,00,000) 83,00,000 3,16,00,000

Net margin (2.5%) 2.6% 6.5%

Effective site productivity vs. day shift 58% 66% 72%

Live-building premium as % of revenue 5.1% 4.6% 4.0%

Repeat-client revenue share — the strategic metric 38% 52% 64%

On-time handover 72% 84% 92%

Liquidated damages incurred 18,00,000 14,00,000 9,00,000

Retention outstanding at year end 1,42,00,000 2,30,00,000 3,35,00,000

Area delivered (lakh sq ft) / Projects ~4.8 / ~22 ~8.2 / ~34 ~12.5 / ~48

12.3 Unit economics & break-even

Repeat-client share is the strategic metric, not margin per project. Rising from 38% to 64%, it lowers tendering
cost, shortens mobilisation, improves programme certainty through familiarity with the client's standards, and reduces
the discount needed to win. An account is worth many projects; a project is worth one.

Live-building productivity is the largest controllable cost. Moving effective productivity from 58% to 72% of day-
shift output is worth roughly ₹75 lakh at Year 3 — achieved through better access negotiation, sequencing and
prefabrication rather than through working people harder.
On-time handover has a direct price here that it does not have in residential. LDs fall from ₹18 lakh to ₹9 lakh
as on-time delivery rises from 72% to 92% — in this segment lateness is not a reputational cost, it is an invoice.

Retention exceeds annual profit until Year 3 — ₹3.35 crore held against ₹3.16 crore earned — carrying forward the
pattern set out in the turnkey plan.
Break-even: Year 2. Year 1's loss reflects prequalification investment before revenue, learning true live-
building productivity, and first projects priced to enter accounts.
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12.4 Projected Cash Flow — Year 1 (quarterly, illustrative)

Particulars (₹) Q1 Q2 Q3 Q4

Opening balance 1,15,00,000 52,00,000 22,00,000 7,00,000

Collections 4,05,00,000 4,25,00,000 4,40,00,000 4,62,00,000

Material, subcontractors, salaries, night premium & site costs 4,68,00,000 4,55,00,000 4,55,00,000 4,42,00,000

Closing balance 52,00,000 22,00,000 7,00,000 27,00,000

The cash cycle carries everything the turnkey plan described, with two corporate-specific additions that a
promoter should size for at the outset. Performance bank guarantees tie up margin money on every contract
— typically 5–10% of contract value, secured against the firm's own limits — which means the working-capital facility is
doing two jobs at once: funding sites and supporting guarantees, and a firm that sizes only for the first will find it
cannot bid for the next project because its limits are committed to the last one. The second is that corporate payment
is reliable but slow and process-bound: bills require certification by the client's PMC, then processing through a
procurement and finance chain that adds weeks nobody can shortcut. The consolation is real — corporate clients pay,
which residential clients sometimes do not — but the cost of that certainty is a longer, less flexible cycle. Chase
certification rather than payment, keep BG limits separated from working-capital limits where the bank
permits, and never let the final 5% of a contract remain uninvoiced while a snag list is argued about — the
amount is small, but it is precisely the sum that ages into a dispute.

12.5 Key Performance Indicators to Monitor

Delivery: on-time handover %; LDs incurred; effective productivity vs. day shift; interface delays attributable to
landlord or client vendors.
Account: repeat-client revenue share; accounts entered and retained; churn requests serviced; tender win rate by
client type.
Risk & compliance: EHS incidents and near misses (client-audited); subcontractor PF/ESI verification; green-
certification documentation completeness; permit compliance.
Cash: BG limits utilised vs. available; certification-to-payment days; retention outstanding and ageing; rate-contract
exposure to material price movement.

13. Funding Requirement & Bankability

Total ask: ₹1.8 crore working-capital finance plus ₹60 lakh term loan against ₹1.2 crore promoter contribution. Four
points frame this credit. First, the facility must cover both site funding and bank-guarantee support, and a lender
should structure them so that guarantees committed on completed projects do not block bidding capacity on new ones — in
this segment, exhausted BG limits stop a growing contractor more often than cash does. Second, the
counterparty quality is genuinely strong: multinational and large-corporate clients pay, which materially distinguishes
this receivable book from residential contracting and should be reflected in drawing power. Third, the credit question is
prequalification standing and account retention rather than order book — a contractor empanelled with six
large clients has a far more durable business than one with a similar order book won through open tender, so
repeat-client share is the more informative metric. Fourth, rate-contract exposure deserves specific diligence: a firm
with multi-year fixed rate cards and no price-variation clause is carrying an unhedged input-cost position that will not
appear anywhere in its financial statements until it damages them.
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13.1 Funding utilisation

Use of funds ₹ % of total

Working capital (site funding, WIP, receivables & retention) 2,25,00,000 62.6%

Tools, plant, access equipment & site establishment 48,00,000 13.3%

Bank guarantee margin, performance security & insurance 32,00,000 8.9%

Office, design/BIM studio & IT 25,00,000 6.9%

Vehicles & site mobility 16,00,000 4.4%

Empanelment, prequalification & green-building certification systems 10,00,000 2.8%

Legal, registrations & launch 4,00,000 1.1%

Total 3,60,00,000 100%

14. Risk Analysis & Mitigation

Risk Mitigation

Pricing live-building
work at vacant-site
productivity

The sector's characteristic error — a night shift yields 6–7 productive hours with ~90
minutes lost to setup and clearing, giving 55–70% of day-shift output.  Price at actual
productivity; carry the premium as a visible line (4.0–5.1% of revenue); a firm bidding at vacant-site
rates has underpriced by roughly a third before it starts

Contract terms
accepted but not priced

Procurement writes the terms and they are effectively non-negotiable — so price them.  LDs,
90-day payment, retention, indemnity and insurance limits all carry cost; in this segment you price
the CONTRACT, not the drawings

Rate contracts fixing
prices while materials
move

Ask at signature, because it cannot be introduced later:  price-variation clause tied to a
published index, rate-card validity with scheduled review, or exclusions for named volatile items —
clients accept these routinely during negotiation and almost never during a project

Landlord / building
management
controlling site access

A third party with no interest in your programme sets access hours, lift availability, noise
windows and permitted vendors. Agree the access strategy in writing before mobilisation and build
constraints into the programme rather than discovering them in week three

Client's IT/AV vendor
interface failure

The classic interface failure: two suppliers, different contracts, same completion date —
and a delay by either is visible to the client only as a building that is not ready.  Single
integrated programme naming the client's own vendors, with their dependencies logged like any other

Liquidated damages on
a date the client cannot
move

The lease starts, staff relocate, the old office is surrendered — lateness here is not a reputational
cost, it is an invoice. Realistic programmes, float protected, early notice of client-caused delay to
preserve the EOT position

EHS incident in an
occupied building

Dedicated EHS function, permit-to-work, third-party protection for the client's staff; a single serious
incident can end an account regardless of every project delivered before it

Bank guarantee limits
exhausted

Separate BG and WC limits where the bank permits; release guarantees promptly at DLP expiry;
exhausted BG limits stop a growing contractor more often than cash does

Green-certification
documentation missing

Collect low-VOC, waste-diversion and commissioning evidence during the works — it cannot be
reconstructed afterwards
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Discounting everywhere in
the name of account entry

Enter accounts selectively and only where multi-year potential is real; a firm that discounts
everywhere finds its reference clients expect the discounted rate forever

15. SWOT Analysis

Strengths

Repeat-client economics — 64% of revenue from existing
accounts by Year 3; corporate counterparties genuinely pay;
prequalification is a barrier that protects margin once cleared;
MEP depth is a real technical differentiator; churn work keeps
accounts warm cheaply; green capability opens specified work.

Weaknesses

Terms written by professional procurement and
effectively non-negotiable; live-building productivity at
58–72% of day-shift; BG limits compete with working capital;
retention exceeds profit until Year 3; dependent on third parties
(landlord, client IT) for programme; entry gate is genuinely hard
in the first two years.

Opportunities

GCC expansion in India; hybrid-work redesign generating churn
in occupied buildings; co-working rollouts; portfolio contracts
across a client's cities; green and wellness certification
favouring documented contractors; MEP and AV packages as
higher-margin adjacencies.

Threats

Large national and international contractors on major tenders;
multi-year rate cards in an inflationary input market ; LD
exposure on immovable dates; a safety incident ending an
account; office-demand slowdown; PMC-driven tendering
compressing margins across the segment.

16. Recommended AiSevak Tools for This Business

This office fit-out firm would use AiSevak's Interior and Construction vertical tools in operations:

Live-building delivery: effective-productivity-vs-day-shift tracker, access-window and lift-booking planner, night-
shift cost register, interface-delay log by responsible party.

Contract: terms-costed-into-bid checklist, LD exposure and incurred tracker, rate-card validity and price-
variation register, EOT notice log.

Account: repeat-client revenue-share dashboard, prequalification and empanelment register, churn-request
response tracking, tender win rate by client.

Compliance: EHS incident and near-miss log to client-audit standard, subcontractor PF/ESI verification, green-
certification documentation collected during works, permit compliance.

Cash: BG limits utilised vs. available, certification-to-payment days, retention ageing and release owners (with Finance
vertical).

17. Key Assumptions & Notes

Commercial office fit-out: workplace design-and-build and execution for corporate offices, GCCs/technology campuses,
BFSI premises and co-working operators — partitions, ceilings, flooring, workstations, joinery plus MEP, data, AV, fire and
BMS packages — delivered to a fixed occupation date; in-house PM, BIM, QS, EHS and procurement, trades
subcontracted.
⚠ THE VERTICAL'S SECOND CONTRACTING MODEL — it SHARES the fundamentals of turnkey-interior-
contractor (variations signed before built, delays notified when they occur, retention actively closed out)
and those are ASSUMED rather than repeated. THIS PLAN IS ABOUT WHAT MAKES CORPORATE FIT-OUT
DIFFERENT.
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(1) THE CLIENT HAS A PROCUREMENT DEPARTMENT, AND THE COMMERCIAL TERMS ARE WRITTEN BY
SOMEONE WHOSE FULL-TIME JOB IS TO WRITE THEM AGAINST YOU. MSAs, rate contracts, LDs, performance
guarantees, indemnity and insurance schedules, formal prequalification — arriving as a package that is in practice NON-
NEGOTIABLE. The consequence is not that the terms are unfair (they are usually reasonable) but THAT THE
PRICE MUST REFLECT THEM: a firm accepting an LD clause, 90-day payment and a two-year rate contract and then
pricing as though none existed has agreed to a set of costs it has not charged for. IN THIS SEGMENT YOU
PRICE THE CONTRACT, NOT THE DRAWINGS. Specific exposure: RATE CONTRACTS/MSAs FIX RATES FOR 1-3
YEARS WHILE MATERIAL PRICES MOVE FREELY — an unhedged position the firm did not intend to take → ask at
SIGNATURE for a price-variation clause tied to a published index, a rate-card validity with scheduled review, or
exclusions for named volatile items, because clients accept these routinely during NEGOTIATION and almost
never during a PROJECT — making the moment of signature, not the moment of pain, the only useful time
to think about it.

(2) THE LARGEST HIDDEN COST IN THE SECTOR: THE WORK HAPPENS IN OCCUPIED, LIVE BUILDINGS.
Night/weekend working, noise windows, restricted lift bookings, building-management rules, security clearance for every
worker, and a duty of care to the client's staff still at their desks. THE ARITHMETIC IS UNFORGIVING: a night shift
yields ~6-7 productive hours, five nights a week, with setup and clearing consuming close to 90 MINUTES
of each session — EFFECTIVE PRODUCTIVITY OF 55-70% OF AN EQUIVALENT DAY-SHIFT SITE. A FIRM THAT
BIDS A LIVE-BUILDING FIT-OUT AT VACANT-SITE PRODUCTIVITY HAS UNDERPRICED BY ROUGHLY A THIRD
BEFORE IT STARTS and will spend the project explaining why it is behind → carried as an EXPLICIT cost line at 4.0-5.1%
of revenue, with effective productivity tracked 58%→72% (worth ~₹75L at Y3, achieved through better access
negotiation, sequencing and prefabrication rather than through working people harder).
(3) THE STRATEGIC POINT: CORPORATE FIT-OUT IS A REPEAT-CLIENT BUSINESS, WHICH CHANGES WHAT
THE FIRM SHOULD OPTIMISE FOR. Leases turn, teams reorganise, portfolios roll out across cities, and a client with
fourteen offices generates work for years → repeat-client revenue 38%→64%, and WINNING A FIRST PROJECT AT
A MODEST MARGIN TO ENTER AN ACCOUNT IS RATIONAL HERE IN A WAY IT NEVER IS IN RESIDENTIAL — the
firm is buying a position on an approved-vendor list, not a job; AN ACCOUNT IS WORTH MANY PROJECTS; A
PROJECT IS WORTH ONE. Failure mode: bidding thin on EVERY project in the hope each becomes an account
is not account strategy, it is simply underpricing — and a firm that discounts everywhere finds its
reference clients expect the discounted rate FOREVER, the opposite of what entering an account was
meant to achieve. The CHURN/REFURBISHMENT line is small in revenue and disproportionately valuable and
most contractors treat it as a nuisance — three weeks' notice, occupied floors, at night, staff back on Monday — but
it is the work that keeps the firm present in the account BETWEEN major projects, and the facilities
manager who calls about a two-week churn job is frequently the person consulted when the next full-floor
fit-out is awarded. Servicing churn well is not a low-margin distraction; it is how a contractor stays on the
list.

TWO INTERFACE RISKS DECIDE PROGRAMMES AND NEITHER IS WITHIN THE CONTRACTOR'S CONTROL. (a)
The landlord's building management is a THIRD PARTY CONTROLLING YOUR SITE — access hours, lift
availability, permitted noise, material routes, even which vendors may touch fire/HVAC — set by someone with no
interest in your programme, so a fit-out programme assuming unrestricted access has been built on an
assumption the contractor cannot enforce → agree the access strategy IN WRITING before mobilisation. (b) The
client's own IT/AV vendors, who install after your cabling and before handover — the classic interface
failure of office fit-out: TWO SUPPLIERS WITH DIFFERENT CONTRACTS, DIFFERENT REPORTING LINES AND
THE SAME COMPLETION DATE, where a delay by either is visible to the client only as A BUILDING THAT IS
NOT READY → single integrated programme naming the client's vendors with their dependencies logged like any other.
ON-TIME HANDOVER HAS A DIRECT PRICE HERE THAT IT DOES NOT HAVE IN RESIDENTIAL — the lease
starts, staff relocate, the old office is surrendered, so THE CLIENT GENUINELY CANNOT ABSORB A DELAY
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and LATENESS IS NOT A REPUTATIONAL COST, IT IS AN INVOICE (LDs ₹18L→₹9L as on-time rises 72%→92%).
THE PREQUALIFICATION GATE CUTS BOTH WAYS: a firm cannot demonstrate a safety record or reference
project it has not been allowed to do — genuinely hard for two years — but once cleared the same gate
excludes the low-cost operators who would compete the margin away, so investment in prequalification,
certification and EHS is best read as BUYING A PLACE IN A SMALLER, BETTER MARKET rather than as
overhead. EHS is a DEDICATED function (client-audited), because a single serious incident affecting the client's
staff can end an account irrespective of every project delivered before it.

Cash carries everything the turnkey plan described, plus two corporate additions: PERFORMANCE BANK
GUARANTEES tie up margin money on every contract (5-10% of value), so THE FACILITY IS DOING TWO
JOBS AT ONCE — funding sites AND supporting guarantees — and a firm sizing only for the first finds it
cannot bid for the next project because its limits are committed to the last one (exhausted BG limits stop a
growing contractor more often than cash does); and corporate payment is RELIABLE BUT SLOW AND
PROCESS-BOUND (PMC certification then a procurement/finance chain nobody can shortcut) — the consolation is
real, corporate clients PAY, which residential clients sometimes do not, but the cost of that certainty is a
longer, less flexible cycle → chase CERTIFICATION not payment, separate BG from WC limits where the bank permits,
and never leave the final 5% uninvoiced while a snag list is argued about — the amount is small but it is
precisely the sum that ages into a dispute. Also: green-certification evidence (low-VOC, waste diversion,
commissioning) must be collected DURING the works because it cannot be reconstructed afterwards;
principal-employer PF/ESI liability is audited directly by multinational clients. ₹3.6cr, ~4.8→12.5 lakh sq ft, ~22→48
projects, rev 19→48.5cr, Y1 −₹47L → Y3 ₹3.16cr; retention ₹3.35cr at Y3 still exceeds the ₹3.16cr earned. Y1 loss
reflects prequalification investment before revenue, learning TRUE live-building productivity, and first
projects priced to enter accounts. Figures illustrative, exclude GST.

▶ Use these tools now — free on AiSevak

Every tool referenced in this plan is available on aisevak.in. Open the Interior Design & Furnishing toolkit to browse
and use them all at https://aisevak.in/verticals/interior — 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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