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1. Executive Summary

This plan sets out a Relocation & Moving Service in India — household relocation local and intercity, corporate and
employee relocation contracts, office and commercial moves, storage and warehousing, and vehicle transportation

and specialised handling.

Every other plan in this vertical moves things inside a vehicle. This one has people carrying the customer's
possessions in their hands — wrapping, lifting, taking things down four flights of stairs, loading, unloading
and unpacking them. That difference changes what the business is. Across a full household move of several
hundred items handled repeatedly by tired people, damage is a near-certainty rather than an incident — which
means this is a claims-management business wearing a transport badge, and an operator who has not
understood that will manage the trucks and lose the money somewhere else. This plan takes consignments with at
least one damage claim from 34% to 11% — deliberately not to near-zero, because a promise of no damage across
two thousand household moves a year is exactly the sort of unfalsifiable claim this library keeps refusing to

make.

The second fact compounds the first: the customer is moving house, which is among the most stressful events
in an ordinary life, so they are at their least patient and most emotionally invested at precisely the moment
the operator is most likely to break something. And their possessions are not valued at replacement cost — they are
valued at what they mean, which is why a snapped X800 photo frame produces more anger than a scratched
40,000 sofa. A claims process designed around rupee value will therefore consistently mishandle the
complaints that actually destroy a reputation, and this plan settles on speed and acknowledgment rather than on

assessed value alone — claims settled within 21 days rise from 31% to 88%.

The industry's defining practice, and the reason the category carries the reputation it does in India, is the
quote-then-escalate: a low telephone estimate, a booking, and then — on loading day, with the customer's
possessions already in the truck and the flat handed over — a revised demand. It is a hostage negotiation
dressed as a service business, and it works because refusal at that moment is not a real option. This plan
surveys before quoting on 94% of moves, holds final invoices within 5% of quotation on 94% of jobs, and carries price
revisions demanded after loading has begun at NIL. The commercial cost is immediate and unavoidable: a surveyed
quote is almost always higher than a telephone estimate, so this operator loses the enquiry to whoever quotes
lowest on the phone — and the customer discovers the difference only on loading day, by which time they
have already chosen. The price competition in this category is not between prices; it is between an estimate

and a fiction.

Two further structural facts shape the model. The packing crew is the product, and in this industry it is
unskilled, temporary and paid by the job — which is precisely the wrong incentive, because the crew is paid to
finish and judged on what breaks two days later, by which time they are on somebody else's move. Trained core
crews rise from 42% to 86% of jobs. And household relocation is one of the very few businesses in this library with
essentially no repeat purchase: a person moves house every several years, so the lifetime value of a
household customer is one job plus whatever they say about it — which is why lead cost runs at 7% of revenue and

why corporate contracts, at 24% of revenue by Year 3, are the strategic line rather than the incidental one.

This plan models an operator requiring ¥92 lakh (%36 lakh promoter + X34 lakh term loan + X22 lakh working-capital
finance), moving from ¥2.24 crore revenue and X2 lakh profit to ¥4.34 crore revenue and %49 lakh profit by Year

3. (Handling-intensive, seasonal service business — figures illustrative.)



2. Business Description, Vision & Legal Structure

Concept: A relocation business built on the two things the category is worst at — an honest quote and a documented

handover — with storage and corporate contracts smoothing a violently seasonal household base.
Vision: To be the mover whose final invoice matches the quotation.

Mission: Survey before we quote; never revise a price once the loading has started; photograph and list every item at
origin; tell the customer what the insurance will not cover before they buy it; and settle small claims fast, because the small

ones are the ones people talk about.

Legal structure options

o Private Limited — recommended: corporate relocation contracting, goods liability, warehouse operations.
o LLP — workable for a regional operator.

o Proprietorship — common at small scale; exposes personal assets to goods and premises claims.

Regulatory anchor: lighter than freight but with two exposures that decide outcomes. The operator is a bailee of the
customer's goods, liable for loss and damage under the Carriage by Road Act and ordinary bailment principles — and
consumer-forum jurisdiction applies, which matters because a household customer has an accessible,
inexpensive remedy that a corporate consignor rarely bothers with. Second, transit insurance is the area where
this industry most often misleads without technically lying: policies are typically written on declared value, exclude
goods packed by the owner, mechanical or electrical failure without external damage, and scratching or
denting unless packaging is visibly breached — all reasonable terms, and all routinely unexplained at the point of sale.
Alongside these: goods-carriage permits, fitness and driver licensing as elsewhere in this vertical; e-way bill documentation
on intercity moves; labour obligations for crews who are frequently engaged as casual workers; warehouse fire

safety and municipal licensing for storage; and GST on relocation and storage services.

3. Promoter & Ownership

Led by a promoter with relocation, logistics or service-operations background. Three competences decide outcomes:
estimation accuracy, because the quote is the product and every rupee of variance is a dispute; crew development, since
the difference between a good move and a bad one is almost entirely the four people carrying the boxes; and claims
temperament, as this is a business where the promoter will personally handle upset customers who are correct. Ownership,

equity & investor terms are editable inputs.

4. Market Analysis — India

Demand is driven by urban migration, job mobility, rental churn and corporate transfers. It is large, intensely

fragmented, dominated by unbranded operators, and violently seasonal.

Demand drivers

o Urban rental churn, particularly in metros with eleven-month tenancy cycles.

« Corporate transfers and employee relocation, contracted and predictable.

« Rising expectations around documentation, tracking and insurance among urban customers.
« Office and commercial relocation, higher-value and weekday-weighted.

o Storage demand created by mismatched possession dates and smaller urban homes.



Market sizing (illustrative framing)

TAM Indian relocation & moving services Large; overwhelmingly unbranded
SAM Household, corporate & office moves in served cities City- and corridor-bounded
SOM (Yr 1-3) Moves x average value + storage annuity 1,180 — 2,300 moves a year

Seasonality in Indian household relocation is more extreme than most operators plan for, and it has three
overlapping causes that all point the same way. Families move between school years, tenancy agreements cluster
around common renewal months, and a substantial share of customers will not move on dates considered inauspicious. The
result is peak months carrying more than twice the volume of trough months, against a fixed cost base —
warehouse rent, core crew wages, vehicle instalments — that does not move at all. The peak is not a happy
problem either: demand that exceeds trained crew capacity is met by hiring day labour, which is exactly when
damage rates rise, which means the busiest months are also the months that generate the claims and the
reviews that determine the following year's enquiries. The corrective is structural rather than promotional.
Corporate relocation contracts run to transfer cycles rather than school terms; office moves happen on
weekends and quarter-ends; storage revenue is entirely aseasonal and in fact peaks when household moving
does not. This plan takes trough-month revenue from 18% to 29% of the annual total and non-household revenue to 58% —
and the point is not diversification for its own sake but that a business which cannot survive August cannot

afford to be good in May.

Target segments

o Urban household relocations, local and intercity — the volume base.
« Corporate employee relocation, contracted, invoiced and off-cycle.
« Office and commercial moves, weekend-weighted and higher value.
o Storage customers, including possession-gap and long-term.

e Specialised handling — pianos, art, laboratory and medical equipment, vehicles.

5. Competition & Competitive Advantage

Landscape: a very large unbranded segment of single-vehicle operators and local labour contractors, regional branded
movers, national relocation companies, and online aggregators who sell leads rather than moves. The price floor is set

by operators who quote on the telephone and correct the number on loading day.

The business's edge

Pre-quotation survey on almost every move, with the quote held.
« Item-level photographed inventory, signed at origin.

¢ Insurance exclusions explained in writing before purchase.
e Trained core crews rather than assembled day labour.

« Fast settlement of small claims, which is what reputation actually turns on.

The itemised inventory is the single most useful document in this business and almost nobody produces one
properly, which is why almost every damage dispute in this industry is unresolvable. Without a signed,

photographed, condition-noted list made at origin, a claim becomes one person's memory against another's — and



the customer's memory is the one that will be believed, correctly, because they were not being paid to
remember. The operator then faces a choice between paying a claim he suspects is inflated and refusing one that may be
entirely genuine, and both answers cost him: the first in money, the second in the review that follows. An
inventory made properly costs forty minutes at origin and converts that entire category of dispute into a factual question. It
also does something less obvious and more valuable: it changes crew behaviour, because a crew that knows
every item was photographed before they touched it handles the items differently — the inventory is a
damage-prevention control before it is ever a claims document. This plan takes signed photographed inventories

from 29% to 92% of moves, and treats the forty minutes as production time rather than as overhead.

6. Services, Pricing & the Quotation Problem

Household relocation (local & intercity) Surveyed fixed quote 48% - 42% of revenue
Corporate & employee relocation contracts Annual rate card, invoiced 20% - 24% — the strategic line
Office & commercial relocation Per project, weekend-weighted Higher value, off-cycle
Storage & warehousing Monthly per unit / per volume Aseasonal annuity; best margin
Vehicle transportation & specialised handling Per unit / per item Skill-differentiated
Price revisions demanded after loading has begun NIL — by policy The category's defining practice
Claims rejected on exclusions not disclosed at sale NIL — by policy Disclosure before premium

Transit insurance in this industry is sold in a way that is technically accurate and practically misleading, and
the gap between those two things is where customer trust is destroyed. A policy is issued on declared value — a
figure the customer produces in ten minutes while packing, under time pressure, with no idea what a decade-old wardrobe is
worth. It then carries exclusions that are entirely standard and almost never explained: goods packed by the owner
rather than the crew are typically excluded; mechanical or electrical failure without visible external damage is
excluded, which covers most televisions and refrigerators that stop working after a move; and scratches or
dents are excluded unless the packaging itself is visibly breached. None of those terms is unreasonable. What is
unreasonable is selling the premium without stating them, so that the customer learns the shape of their
policy at the exact moment they try to use it. A customer who paid a premium and cannot claim has not been
insured; they have been sold a receipt. This plan explains exclusions in writing before purchase on 91% of policies sold
and carries claims rejected on undisclosed exclusions at NIL — accepting that fewer customers buy the cover once

they understand it, which is the correct outcome and a smaller commission.

7. Go-to-Market — Competing Against a Lower Number That Is Not Real

Acquisition

« Corporate relocation contracts, which are the only recurring demand in this business.
« Referral and reviews, which in a zero-repeat category are the whole marketing engine.
o« Aggregator leads, used selectively — they sell the same enquiry to several operators.

o Storage customers, who frequently convert into the next move.



Retention

o Corporate account service, where a single HR relationship carries dozens of moves.
« Claims performance, which decides whether a corporate contract renews.
o Storage annuity, the only genuinely recurring household revenue.

« Referral quality, since a household customer's value is one job plus what they say.

Sales approach

Survey — quote and hold it = inventory at origin - trained crew — settle fast. The sales difficulty is stark and worth
stating without softening: this operator's quote will usually be higher than the one the customer received on
the phone from somebody else, and there is no way to demonstrate the difference before the job. The only
workable counter is to make the mechanism explicit at enquiry — explain that the survey exists so the number
does not change, state in writing that the quote is final unless the customer adds items, and invite the
customer to ask the cheaper operator for the same commitment. That question is the entire pitch, because
the operator who quoted low on the phone cannot answer it and the customer will hear the hesitation. It does

not win every enquiry. It wins the customers who have moved before.

8. Operations Plan (survey, quote, inventory, move, settle)

Survey: physical or video survey before quotation — volume, access, stairs, parking distance, special
items, packing scope.
¢ Quotation: fixed, itemised and written, with the conditions under which it can change stated in advance and

nowhere else.

Inventory: item-level list with condition notes and photographs, signed by the customer at origin.

Packing: trained core crew, material specified by item type, fragile and electronic items packed by the crew

rather than the owner because owner-packed goods are uninsured.

Loading & transit: load plan, securing, tracking, and a named coordinator the customer can reach.

Delivery: inventory checked against the origin list, damage noted at delivery rather than discovered later.
¢ Claims: acknowledged within 24 hours, settled within 21 days, small claims settled without adjustment.

e Storage: racked, labelled, insured and inventory-linked to the customer's move record.

Move control points

m Activity Control point

Survey Physical or video before quoting 38% - 94% of moves
Quote Fixed and held; no post-loading revision Variance over 5%: 41% - 6%; revisions NIL
Inventory Item-level, photographed, signed at origin 29% - 92%
Crew Trained core crew rather than day labour 42% — 86%; retention 38% - 74%
Insurance Exclusions explained in writing before sale 24% — 91%; undisclosed rejections NIL
Claims Acknowledged in 24 hrs, settled in 21 days 31% - 88%; claim incidence 34% - 11%

The crew is the product, and the industry's standard arrangement gets its incentives exactly backwards.

Packers and loaders are typically engaged as casual day labour, paid per job, and dispersed at the end of it. They are



therefore paid to finish quickly and judged on what breaks two days later — by which time they are on
somebody else's move and cannot be found, let alone corrected. Nothing in that structure rewards wrapping a mirror
properly. The corrections are ordinary and cost money in the first year: a trained core crew retained on salary rather
than assembled each morning; pay linked partly to damage-free completion rather than only to jobs finished;
and — the single cleanest accountability loop available in this business — the crew that packs a consignment
being the crew that unpacks it wherever geography allows, so the person who wrapped the item is present
when it is unwrapped. This plan takes core-crew execution from 42% to 86% of moves and core retention from 38% to
74%, and the claims line falls by more than the wage line rises — which is the same arithmetic the taxi plan

found with driver attrition, appearing again in a business that looks nothing like it.

9. Bailment, Insurance & Compliance (India)

« Bailee liability for loss and damage under the Carriage by Road Act and ordinary bailment principles.

o« Consumer-forum jurisdiction — a household customer has an accessible, inexpensive remedy that a
corporate consignor rarely bothers to use.

¢ Transit insurance disclosure — declared-value basis and standard exclusions (owner-packed goods,
mechanical or electrical failure without external damage, scratches and dents without visible packaging
breach) explained in writing before the premium is taken.

« Goods-carriage permits, fitness, driver licensing and e-way bill documentation on intercity moves.

« Labour obligations for crews frequently engaged as casual workers, including wage records and site safety.

« Manual-handling safety — the injury risk in this business sits with the crew, not the customer, and back
injuries end careers.

« Warehouse fire safety, municipal licensing and stored-goods insurance.

e GST on relocation and storage services; third-party vehicle liability as elsewhere in this vertical.

10. Organisation & Manpower Plan

Promoter / operations head

Packers & loaders (trained core crew) 34 48 66
Drivers 15 20 26
Move supervisors & crew leads 6 9 13
Sales, corporate accounts & admin 6 9 13
Survey & estimation 4 6 9
Warehouse & storage 4 6 9

Claims & customer service

A dedicated survey function of nine people by Year 3 is what makes the fixed quote possible — it is the cost of

not being the operator who renegotiates on loading day, and it is charged to nobody.



11. Implementation Timeline & Milestones

Setup Month 0-3 14 vehicles, warehouse fit-out, core crew recruited and trained, survey process live

Launch Month 3-12 1,180 moves; X2.24cr revenue, 2L profit; claims on 34% of consignments

Build Year 2 Surveys 71%, inventories 68%, core crew 64%, claims 21%; X3.16cr, X23L profit

Scale Year 3 2,300 moves; X4.34cr, X49L profit; surveys 94%, claims 11%, trough-month revenue 29%

12. Financial Plan (lllustrative)

All figures are illustrative model assumptions for an Indian context, shown so the promoter can replace them with live rates.
Claim incidence, crew quality and seasonal smoothing are the levers; household pricing is set by a market

quoting numbers it does not intend to honour.

12.1 Project cost & means of finance

Capital requirement _

Vehicle down-payment & registration (14 vehicles) 38,00,000
Working capital (crew wages, material vs corporate receivables) 18,00,000
Warehouse / storage facility deposit & fit-out 16,00,000
Packing material inventory & handling equipment 8,00,000
Crew recruitment & training 5,00,000
Technology (survey app, inventory, tracking) 4,00,000
Legal, permits, insurance & registrations 3,00,000
Promoter contribution 36,00,000
Term loan (vehicles & equipment) 34,00,000
Working-capital finance 22,00,000

12.2 Projected Profit & Loss (3 years)

_

Household relocation (local & intercity) 1,08,00,000 1,42,00,000 1,82,00,000
Corporate & employee relocation contracts 44,00,000 68,00,000 1,04,00,000
Office & commercial relocation 32,00,000 46,00,000 62,00,000
Storage & warehousing 22,00,000 36,00,000 56,00,000
Vehicle transportation & specialised handling 18,00,000 24,00,000 30,00,000

2'24’00'000 3’16'00’000 4'34’00'000



Crew wages, loaders & packers 68,00,000 92,00,000 1,22,00,000

Diesel & vehicle running 34,00,000 46,00,000 62,00,000
Packing material 26,00,000 34,00,000 44,00,000
Warehouse rent & operations 20,00,000 26,00,000 34,00,000
Depreciation on fleet & equipment 18,00,000 24,00,000 32,00,000
Claims, damage settlement & insurance 16,00,000 18,00,000 21,00,000
Sales, marketing & lead cost 16,00,000 22,00,000 30,00,000
Admin, technology & overheads 14,00,000 18,00,000 24,00,000
Vehicle finance cost (interest) 10,00,000 13,00,000 16,00,000

Total expenses 2,22,00,000 2,93,00,000 3,85,00,000
Net profit before tax 2,00,000 23,00,000 49,00,000

Net margin 0.9% 7.3% 11.3%
Moves completed 1,180 1,680 2,300
MOVES SURVEYED (PHYSICALLY OR BY VIDEO) BEFORE QUOTATION 38% 71% 94%
Final invoice exceeding quotation by more than 5% 41% 18% 6%
PRICE REVISIONS DEMANDED AFTER LOADING HAS BEGUN NIL NIL NIL
Moves with a signed, photographed item-level inventory at origin 29% 68% 92%
CONSIGNMENTS WITH AT LEAST ONE DAMAGE CLAIM 34% 21% 11%
Claims cost as % of revenue / Claims settled within 21 days 4.2% [ 31% 2.6% / 62% 1.6% / 88%
Customers given written policy exclusions before purchase 24% 63% 91%
Claims rejected on exclusions the customer was not told about NIL NIL NIL
Moves executed by trained core crew rather than day labour 42% 64% 86%
Core crew retention (annual) 38% 57% 74%
Revenue earned in the four trough months (share of annual) 18% 24% 29%
Non-household revenue share / Referral & repeat-corporate share of new work 52% / 21% 55% / 33% 58% / 44%
Corporate receivable days 62 54 48

12.3 Unit economics & break-even

e Claims cost falls from 4.2% to 1.6% of revenue — a 2.6-point swing against a Year-3 margin of 11.3%, which
means roughly a quarter of the eventual margin is simply damage that stopped happening.

o Crew wages rise faster than volume and that is the intended trade: the claims line falls by more than the
wage line rises, the same arithmetic the taxi plan found with driver attrition, in a business that looks
nothing like it.

o Lead cost runs at 7% of revenue and is structural, not inefficiency — household relocation has essentially

zero repeat purchase, so the lifetime value of a household customer is one job plus whatever they say



about it.
o Storage is the best margin in the plan and the only aseasonal line, which is why it grows from %22 lakh to X56
lakh; it also converts into the customer's next move.

« Break-even: effectively Year 1. Real profitability comes from claim reduction and seasonal smoothing rather

than from pricing, because pricing is set by competitors quoting numbers they do not intend to honour.

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

PartiCUIars (¥) mmmm

Opening balance 20,00,000 15,00,000 13,00,000 14,00,000
Collections 50,00,000 54,00,000 56,00,000 58,00,000
Crew wages, diesel, material, warehouse, EMI & overheads 55,00,000 56,00,000 55,00,000 56,00,000

Closing balance 15,00,000 13,00,000 14,00,000 16,00,000

Cash here is the most comfortable in the transport vertical, and the reason is worth naming because it runs
against the pattern every other plan in this section has described. Household customers pay on or before
delivery — in cash, by transfer or by card, at the door — so roughly half this business's revenue carries no
receivable at all. That is a structural advantage over the taxi fleet waiting sixty days for a corporate contract, the school
operator waiting for parents to pay a school, and the freight operator financing a journey out of his own pocket. The
offsetting exposure is seasonal rather than credit-based: the trough months bring household volume down
sharply while warehouse rent, core crew salaries and vehicle instalments continue at full rate — and the core
crew cannot be released, because the trained people who make the claims line fall are precisely the ones who
will not return in September if they are let go in August. Three controls follow: the working-capital facility sized
against the seasonal trough rather than against receivables; storage revenue built deliberately because it bills
monthly and does not care what month it is; and corporate contracts weighted for timing as much as for

margin — the same lesson the school-transport plan reached, arriving through a different door.

12.5 Key Performance Indicators to Monitor

« Quotation integrity: survey coverage; invoice-to-quote variance; post-loading revisions (must be nil);
enquiry-to-booking conversion.

« Handling quality: claim incidence per consignment; claims cost as % of revenue; inventory coverage; core-
crew execution share.

¢ Claims process: acknowledgment within 24 hours; settlement within 21 days; undisclosed-exclusion
rejections (must be nil).

o Commercials: trough-month revenue share; storage occupancy; corporate contract renewals; referral share; lead cost

per booked move.

13. Funding Requirement & Bankability

Total ask: ¥34 lakh term loan plus ¥22 lakh working-capital finance against X36 lakh promoter contribution. Four
points. First, this is the most cash-comfortable model in the transport vertical — around half of revenue is
collected at the door with no credit period, which no other plan in this section can say. Second, the working-
capital facility is for seasonality, not receivables: the trough months carry full fixed cost against sharply
reduced household volume, and the core crew must be retained through it or the following peak will be

staffed by day labour and will generate the claims that determine the year after. Third, the metric to



underwrite is claim incidence, not revenue. An operator who cannot state what proportion of consignments
generated a claim is not measuring the largest controllable cost in his business — and in a category with
near-zero repeat purchase, claim incidence is also the marketing budget, because the reviews it produces are
what buys next year's enquiries. Fourth, ask how quotations are made. An operator quoting on the telephone
without survey is either absorbing the variance or renegotiating on loading day, and the second is a business

built on a practice that consumer forums treat unsympathetically and customers describe publicly.

13.1 Funding utilisation

Vehicle down-payment & registration (14 vehicles) 38,00,000 41.3%
Working capital (crew wages, material vs corporate receivables) 18,00,000 19.6%
Warehouse / storage facility deposit & fit-out 16,00,000 17.4%
Packing material inventory & handling equipment 8,00,000 8.7%
Crew recruitment & training 5,00,000 5.4%
Technology (survey app, inventory, tracking) 4,00,000 4.3%
Legal, permits, insurance & registrations 3,00,000 3.3%

14. Risk Analysis & Mitigation

_ Mitigation

Every other plan in this vertical moves things inside a vehicle; HERE PEOPLE CARRY THE CUSTOMER'S
POSSESSIONS IN THEIR HANDS — WRAPPING, LIFTING, TAKING THINGS DOWN FOUR FLIGHTS OF
STAIRS, LOADING AND UNPACKING THEM: ACROSS SEVERAL HUNDRED ITEMS HANDLED REPEATEDLY
BY TIRED PEOPLE, DAMAGE IS A NEAR-CERTAINTY RATHER THAN AN INCIDENT, WHICH MAKES THIS A

Damage is a

il CLAIMS-MANAGEMENT BUSINESS WEARING A TRANSPORT BADGE — AND AN OPERATOR WHO HAS NOT
_nOt_ an UNDERSTOOD THAT WILL MANAGE THE TRUCKS AND LOSE THE MONEY SOMEWHERE ELSE (claim
incident incidence 34%—21%-11%, DELIBERATELY NOT NEAR-ZERO, BECAUSE A PROMISE OF NO DAMAGE ACROSS
TWO THOUSAND HOUSEHOLD MOVES A YEAR IS EXACTLY THE SORT OF UNFALSIFIABLE CLAIM THIS
LIBRARY KEEPS REFUSING TO MAKE)
THE CUSTOMER IS MOVING HOUSE — AMONG THE MOST STRESSFUL EVENTS IN AN ORDINARY LIFE —
SO THEY ARE AT THEIR LEAST PATIENT AND MOST EMOTIONALLY INVESTED AT PRECISELY THE
Maximum MOMENT THE OPERATOR IS MOST LIKELY TO BREAK SOMETHING. AND THEIR POSSESSIONS ARE NOT
stress meets VALUED AT REPLACEMENT COST — THEY ARE VALUED AT WHAT THEY MEAN, WHICH IS WHY A SNAPPED
maximum %800 PHOTO FRAME PRODUCES MORE ANGER THAN A SCRATCHED 40,000 SOFA: A CLAIMS PROCESS
risk DESIGNED AROUND RUPEE VALUE WILL CONSISTENTLY MISHANDLE THE COMPLAINTS THAT ACTUALLY

DESTROY A REPUTATION - settle on speed and acknowledgment rather than assessed value alone (24-hour

acknowledgment; settlement within 21 days 31%—-88%; small claims settled without adjustment)



The quote-
then-

escalate

Insurance
sold as a

receipt

No
inventory,

no defence

The crew
incentive is

backwards

THE INDUSTRY'S DEFINING PRACTICE AND THE REASON THE CATEGORY CARRIES ITS REPUTATION: A
LOW TELEPHONE ESTIMATE, A BOOKING, AND THEN — ON LOADING DAY, WITH THE CUSTOMER'S
POSSESSIONS ALREADY IN THE TRUCK AND THE FLAT HANDED OVER — A REVISED DEMAND. IT IS A
HOSTAGE NEGOTIATION DRESSED AS A SERVICE BUSINESS, AND IT WORKS BECAUSE REFUSAL AT THAT
MOMENT IS NOT A REAL OPTION - survey before quoting (38%—-71%-94%), variance over 5% down 41%—-6%,
POST-LOADING REVISIONS NIL. Cost is immediate: A SURVEYED QUOTE IS ALMOST ALWAYS HIGHER THAN
A TELEPHONE ESTIMATE, SO THIS OPERATOR LOSES THE ENQUIRY TO WHOEVER QUOTES LOWEST ON
THE PHONE — AND THE CUSTOMER DISCOVERS THE DIFFERENCE ONLY ON LOADING DAY, BY WHICH
TIME THEY HAVE ALREADY CHOSEN: THE PRICE COMPETITION IN THIS CATEGORY IS NOT BETWEEN
PRICES, IT IS BETWEEN AN ESTIMATE AND A FICTION - counter is to INVITE THE CUSTOMER TO ASK THE
CHEAPER OPERATOR FOR THE SAME WRITTEN COMMITMENT, BECAUSE THAT QUESTION IS THE ENTIRE
PITCH: THE OPERATOR WHO QUOTED LOW ON THE PHONE CANNOT ANSWER IT AND THE CUSTOMER
WILL HEAR THE HESITATION. IT DOES NOT WIN EVERY ENQUIRY — IT WINS THE CUSTOMERS WHO HAVE
MOVED BEFORE

Policies are written on DECLARED VALUE — A FIGURE THE CUSTOMER PRODUCES IN TEN MINUTES WHILE
PACKING, UNDER TIME PRESSURE, WITH NO IDEA WHAT A DECADE-OLD WARDROBE IS WORTH — and
carry standard, rarely-explained exclusions: GOODS PACKED BY THE OWNER; MECHANICAL OR ELECTRICAL
FAILURE WITHOUT VISIBLE EXTERNAL DAMAGE, WHICH COVERS MOST TELEVISIONS AND
REFRIGERATORS THAT STOP WORKING AFTER A MOVE; AND SCRATCHES OR DENTS UNLESS PACKAGING
IS VISIBLY BREACHED. NONE OF THOSE TERMS IS UNREASONABLE — WHAT IS UNREASONABLE IS
SELLING THE PREMIUM WITHOUT STATING THEM, SO THE CUSTOMER LEARNS THE SHAPE OF THEIR
POLICY AT THE EXACT MOMENT THEY TRY TO USE IT. A CUSTOMER WHO PAID A PREMIUM AND CANNOT
CLAIM HAS NOT BEEN INSURED; THEY HAVE BEEN SOLD A RECEIPT - written exclusions before purchase
24%-91%; undisclosed-exclusion rejections NIL, accepting that FEWER CUSTOMERS BUY THE COVER ONCE
THEY UNDERSTAND IT, WHICH IS THE CORRECT OUTCOME AND A SMALLER COMMISSION

WITHOUT A SIGNED, PHOTOGRAPHED, CONDITION-NOTED LIST MADE AT ORIGIN, A CLAIM BECOMES
ONE PERSON'S MEMORY AGAINST ANOTHER'S — AND THE CUSTOMER'S MEMORY IS THE ONE THAT WILL
BE BELIEVED, CORRECTLY, BECAUSE THEY WERE NOT BEING PAID TO REMEMBER ; the operator then
chooses between paying a claim he suspects is inflated and refusing one that may be genuine, AND BOTH
ANSWERS COST HIM: THE FIRST IN MONEY, THE SECOND IN THE REVIEW THAT FOLLOWS. Forty minutes
at origin (29%—-68%-92%), and it does something less obvious: IT CHANGES CREW BEHAVIOUR, BECAUSE A
CREW THAT KNOWS EVERY ITEM WAS PHOTOGRAPHED BEFORE THEY TOUCHED IT HANDLES THE ITEMS
DIFFERENTLY — THE INVENTORY IS A DAMAGE-PREVENTION CONTROL BEFORE IT IS EVER A CLAIMS
DOCUMENT

PACKERS AND LOADERS ARE TYPICALLY ENGAGED AS CASUAL DAY LABOUR, PAID PER JOB AND
DISPERSED AT THE END OF IT — SO THEY ARE PAID TO FINISH QUICKLY AND JUDGED ON WHAT BREAKS
TWO DAYS LATER, BY WHICH TIME THEY ARE ON SOMEBODY ELSE'S MOVE AND CANNOT BE FOUND, LET
ALONE CORRECTED. NOTHING IN THAT STRUCTURE REWARDS WRAPPING A MIRROR PROPERLY - trained
core crew on salary (42%—-64%-86%; retention 38%—74%), pay linked partly to damage-free completion, and THE
SINGLE CLEANEST ACCOUNTABILITY LOOP AVAILABLE: THE CREW THAT PACKS A CONSIGNMENT
UNPACKS IT WHEREVER GEOGRAPHY ALLOWS, SO THE PERSON WHO WRAPPED THE ITEM IS PRESENT
WHEN IT IS UNWRAPPED — and THE CLAIMS LINE FALLS BY MORE THAN THE WAGE LINE RISES, THE
SAME ARITHMETIC THE TAXI PLAN FOUND WITH DRIVER ATTRITION, IN A BUSINESS THAT LOOKS
NOTHING LIKE IT



Three overlapping causes point the same way — FAMILIES MOVE BETWEEN SCHOOL YEARS, TENANCY
AGREEMENTS CLUSTER AROUND COMMON RENEWAL MONTHS, AND A SUBSTANTIAL SHARE OF
CUSTOMERS WILL NOT MOVE ON DATES CONSIDERED INAUSPICIOUS — SO PEAK MONTHS CARRY MORE
THAN TWICE THE VOLUME OF TROUGH MONTHS AGAINST A FIXED COST BASE THAT DOES NOT MOVE AT
ALL. And the peak is not a happy problem: DEMAND EXCEEDING TRAINED CREW CAPACITY IS MET BY
HIRING DAY LABOUR, WHICH IS EXACTLY WHEN DAMAGE RATES RISE — SO THE BUSIEST MONTHS ARE
ALSO THE MONTHS THAT GENERATE THE CLAIMS AND THE REVIEWS THAT DETERMINE THE FOLLOWING

Violent

seasonality

YEAR'S ENQUIRIES - corporate contracts on transfer cycles, office moves on weekends and quarter-ends, and
STORAGE REVENUE WHICH IS ENTIRELY ASEASONAL AND IN FACT PEAKS WHEN HOUSEHOLD MOVING
DOES NOT (trough-month share 18%—24%-29%), because A BUSINESS WHICH CANNOT SURVIVE AUGUST
CANNOT AFFORD TO BE GOOD IN MAY

ONE OF THE VERY FEW BUSINESSES IN THIS LIBRARY WITH ESSENTIALLY NO REPEAT PURCHASE: A
PERSON MOVES HOUSE EVERY SEVERAL YEARS, SO THE LIFETIME VALUE OF A HOUSEHOLD CUSTOMER
IS ONE JOB PLUS WHATEVER THEY SAY ABOUT IT — which makes lead cost at 7% of revenue structural rather
than inefficiency, and makes CLAIM INCIDENCE ALSO THE MARKETING BUDGET, BECAUSE THE REVIEWS IT
PRODUCES ARE WHAT BUYS NEXT YEAR'S ENQUIRIES. Corporate contracts (20%—24% of revenue) are

Zero repeat

purchase

therefore the strategic line rather than the incidental one

c o & THE INJURY RISK IN THIS BUSINESS SITS WITH THE CREW, NOT THE CUSTOMER — BACK INJURIES END
rew injury
CAREERS, so manual-handling training, equipment and crew limits are welfare and continuity controls together.
And CONSUMER-FORUM JURISDICTION APPLIES, WHICH MATTERS BECAUSE A HOUSEHOLD CUSTOMER

HAS AN ACCESSIBLE, INEXPENSIVE REMEDY THAT A CORPORATE CONSIGNOR RARELY BOTHERS TO USE

consumer

forum

15. SWOT Analysis

Strengths

A quote that does not change — the one thing this
category systematically fails at; photographed inventories
that prevent damage before they settle claims; trained core
crews; storage as an aseasonal, high-margin annuity; the

most cash-comfortable model in the transport vertical.

Opportunities

Corporate employee-relocation contracts, predictable and off-
cycle; storage demand from mismatched possession

dates and smaller urban homes; office and commercial

moves; specialised handling at premium rates; customers who

have been burned once and will not book by telephone

again.

Weaknesses

Surveyed quotes lose enquiries to telephone estimates
that are not real; zero repeat purchase forcing 7% lead cost;
violent seasonality against fixed cost; damage cannot be

eliminated, only reduced; crew-dependent quality at every

point.

Threats

Unbranded operators quoting numbers they intend to
revise; aggregators selling the same lead to several movers;
peak-month day-labour dependence driving claims; a single
viral review in a category where reputation is the entire

marketing engine; consumer-forum awards.

16. Recommended AiSevak Tools for This Business

This relocation & moving service would use AiSevak's Transport vertical tools in operations:

 Quotation integrity: survey capture app (volume, access, stairs, parking, special items), fixed-quote

generator with stated change conditions, invoice-to-quote variance tracker.

o Handling & claims: item-level photographed inventory with customer signature, delivery reconciliation, claims

register with 24-hour acknowledgment and 21-day settlement clocks.



e Insurance: written exclusion disclosure before premium, declared-value guidance, rejection-reason audit.

o Crew: core-crew roster and retention tracking, damage-free completion linkage, pack-and-unpack crew pairing, manual-
handling training log.

« Commercials: seasonal load planner and trough-month revenue tracker, storage occupancy, corporate contract

renewals, lead cost per booked move.

17. Key Assumptions & Notes

o Relocation & moving service: household relocation local and intercity, corporate and employee relocation, office and

commercial moves, storage and warehousing, and vehicle transportation and specialised handling.

A EVERY OTHER PLAN IN THIS VERTICAL MOVES THINGS INSIDE A VEHICLE; THIS ONE HAS PEOPLE
CARRYING THE CUSTOMER'S POSSESSIONS IN THEIR HANDS — WRAPPING, LIFTING, TAKING THINGS DOWN
FOUR FLIGHTS OF STAIRS, LOADING, UNLOADING AND UNPACKING THEM. ACROSS A FULL HOUSEHOLD
MOVE OF SEVERAL HUNDRED ITEMS HANDLED REPEATEDLY BY TIRED PEOPLE, DAMAGE IS A NEAR-
CERTAINTY RATHER THAN AN INCIDENT — WHICH MEANS THIS IS A CLAIMS-MANAGEMENT BUSINESS
WEARING A TRANSPORT BADGE, AND AN OPERATOR WHO HAS NOT UNDERSTOOD THAT WILL MANAGE THE
TRUCKS AND LOSE THE MONEY SOMEWHERE ELSE (claim incidence 34%-21%-11%, deliberately not near-zero).
AND THE CUSTOMER IS MOVING HOUSE, AMONG THE MOST STRESSFUL EVENTS IN AN ORDINARY LIFE, SO
THEY ARE AT THEIR LEAST PATIENT AND MOST EMOTIONALLY INVESTED AT PRECISELY THE MOMENT THE
OPERATOR IS MOST LIKELY TO BREAK SOMETHING — AND THEIR POSSESSIONS ARE NOT VALUED AT
REPLACEMENT COST BUT AT WHAT THEY MEAN, WHICH IS WHY A SNAPPED X800 PHOTO FRAME PRODUCES
MORE ANGER THAN A SCRATCHED 40,000 SOFA: A CLAIMS PROCESS DESIGNED AROUND RUPEE VALUE
WILL CONSISTENTLY MISHANDLE THE COMPLAINTS THAT ACTUALLY DESTROY A REPUTATION - settle on

speed and acknowledgment (24-hour acknowledgment; 21-day settlement 31%—-62%—88%).

THE INDUSTRY'S DEFINING PRACTICE, AND THE REASON THE CATEGORY CARRIES THE REPUTATION IT DOES
IN INDIA, IS THE QUOTE-THEN-ESCALATE: A LOW TELEPHONE ESTIMATE, A BOOKING, AND THEN — ON
LOADING DAY, WITH THE CUSTOMER'S POSSESSIONS ALREADY IN THE TRUCK AND THE FLAT HANDED OVER
— A REVISED DEMAND. IT IS A HOSTAGE NEGOTIATION DRESSED AS A SERVICE BUSINESS, AND IT WORKS
BECAUSE REFUSAL AT THAT MOMENT IS NOT A REAL OPTION - surveys before quotation 38%—-71%—-94%,
invoice-to-quote variance over 5% down 41%—18%-6%, PRICE REVISIONS AFTER LOADING HAS BEGUN: NIL, with
the commercial cost stated plainly: A SURVEYED QUOTE IS ALMOST ALWAYS HIGHER THAN A TELEPHONE
ESTIMATE, SO THIS OPERATOR LOSES THE ENQUIRY TO WHOEVER QUOTES LOWEST ON THE PHONE — AND
THE CUSTOMER DISCOVERS THE DIFFERENCE ONLY ON LOADING DAY, BY WHICH TIME THEY HAVE ALREADY
CHOSEN. THE PRICE COMPETITION IN THIS CATEGORY IS NOT BETWEEN PRICES; IT IS BETWEEN AN
ESTIMATE AND A FICTION - counter is to explain the mechanism at enquiry and INVITE THE CUSTOMER TO ASK
THE CHEAPER OPERATOR FOR THE SAME WRITTEN COMMITMENT, BECAUSE THAT QUESTION IS THE ENTIRE
PITCH: THE OPERATOR WHO QUOTED LOW ON THE PHONE CANNOT ANSWER IT AND THE CUSTOMER WILL
HEAR THE HESITATION — IT DOES NOT WIN EVERY ENQUIRY, IT WINS THE CUSTOMERS WHO HAVE MOVED
BEFORE.

TRANSIT INSURANCE IS SOLD IN A WAY THAT IS TECHNICALLY ACCURATE AND PRACTICALLY MISLEADING: A
POLICY IS ISSUED ON DECLARED VALUE — A FIGURE THE CUSTOMER PRODUCES IN TEN MINUTES WHILE
PACKING, UNDER TIME PRESSURE, WITH NO IDEA WHAT A DECADE-OLD WARDROBE IS WORTH — AND
CARRIES EXCLUSIONS THAT ARE ENTIRELY STANDARD AND ALMOST NEVER EXPLAINED: GOODS PACKED BY
THE OWNER RATHER THAN THE CREW; MECHANICAL OR ELECTRICAL FAILURE WITHOUT VISIBLE EXTERNAL
DAMAGE, WHICH COVERS MOST TELEVISIONS AND REFRIGERATORS THAT STOP WORKING AFTER A MOVE;
AND SCRATCHES OR DENTS UNLESS THE PACKAGING IS VISIBLY BREACHED. NONE OF THOSE TERMS IS



UNREASONABLE — WHAT IS UNREASONABLE IS SELLING THE PREMIUM WITHOUT STATING THEM, SO THAT
THE CUSTOMER LEARNS THE SHAPE OF THEIR POLICY AT THE EXACT MOMENT THEY TRY TO USE IT: A
CUSTOMER WHO PAID A PREMIUM AND CANNOT CLAIM HAS NOT BEEN INSURED; THEY HAVE BEEN SOLD A
RECEIPT - written exclusions before purchase 24%—-63%—-91%; CLAIMS REJECTED ON EXCLUSIONS THE
CUSTOMER WAS NOT TOLD ABOUT: NIL, accepting that FEWER CUSTOMERS BUY THE COVER ONCE THEY
UNDERSTAND IT, WHICH IS THE CORRECT OUTCOME AND A SMALLER COMMISSION. Related: THE ITEMISED
INVENTORY IS THE SINGLE MOST USEFUL DOCUMENT IN THIS BUSINESS AND ALMOST NOBODY PRODUCES
ONE PROPERLY, WHICH IS WHY ALMOST EVERY DAMAGE DISPUTE IS UNRESOLVABLE — WITHOUT A
SIGNED, PHOTOGRAPHED, CONDITION-NOTED LIST MADE AT ORIGIN, A CLAIM BECOMES ONE PERSON'S
MEMORY AGAINST ANOTHER'S, AND THE CUSTOMER'S MEMORY IS THE ONE THAT WILL BE BELIEVED —
CORRECTLY, BECAUSE THEY WERE NOT BEING PAID TO REMEMBER; forty minutes at origin (29%-92%), and IT
CHANGES CREW BEHAVIOUR, BECAUSE A CREW THAT KNOWS EVERY ITEM WAS PHOTOGRAPHED BEFORE
THEY TOUCHED IT HANDLES THE ITEMS DIFFERENTLY — THE INVENTORY IS A DAMAGE-PREVENTION
CONTROL BEFORE IT IS EVER A CLAIMS DOCUMENT.

THE CREW IS THE PRODUCT AND THE INDUSTRY'S STANDARD ARRANGEMENT GETS ITS INCENTIVES
EXACTLY BACKWARDS: PACKERS AND LOADERS ARE TYPICALLY ENGAGED AS CASUAL DAY LABOUR, PAID
PER JOB AND DISPERSED AT THE END OF IT — SO THEY ARE PAID TO FINISH QUICKLY AND JUDGED ON
WHAT BREAKS TWO DAYS LATER, BY WHICH TIME THEY ARE ON SOMEBODY ELSE'S MOVE AND CANNOT BE
FOUND, LET ALONE CORRECTED; NOTHING IN THAT STRUCTURE REWARDS WRAPPING A MIRROR PROPERLY
- trained core crew retained on salary rather than assembled each morning (42%—-64%—-86%; retention
38%—-57%-74%), pay linked partly to damage-free completion, and THE SINGLE CLEANEST ACCOUNTABILITY LOOP
AVAILABLE IN THIS BUSINESS: THE CREW THAT PACKS A CONSIGNMENT BEING THE CREW THAT UNPACKS
IT WHEREVER GEOGRAPHY ALLOWS, SO THE PERSON WHO WRAPPED THE ITEM IS PRESENT WHEN IT IS
UNWRAPPED — with the arithmetic that THE CLAIMS LINE FALLS BY MORE THAN THE WAGE LINE RISES, THE
SAME TRADE THE TAXI PLAN FOUND WITH DRIVER ATTRITION, APPEARING AGAIN IN A BUSINESS THAT
LOOKS NOTHING LIKE IT (claims cost 4.2%—2.6%—1.6% of revenue — A 2.6-POINT SWING AGAINST A YEAR-3
MARGIN OF 11.3%, MEANING ROUGHLY A QUARTER OF THE EVENTUAL MARGIN IS SIMPLY DAMAGE THAT
STOPPED HAPPENING). Injury note: THE INJURY RISK IN THIS BUSINESS SITS WITH THE CREW, NOT THE
CUSTOMER — BACK INJURIES END CAREERS.

Seasonality & cash — THREE OVERLAPPING CAUSES POINT THE SAME WAY: FAMILIES MOVE BETWEEN
SCHOOL YEARS, TENANCY AGREEMENTS CLUSTER AROUND COMMON RENEWAL MONTHS, AND A
SUBSTANTIAL SHARE OF CUSTOMERS WILL NOT MOVE ON DATES CONSIDERED INAUSPICIOUS — SO PEAK
MONTHS CARRY MORE THAN TWICE THE VOLUME OF TROUGH MONTHS AGAINST A FIXED COST BASE
(WAREHOUSE RENT, CORE CREW WAGES, VEHICLE INSTALMENTS) THAT DOES NOT MOVE AT ALL; AND THE
PEAK IS NOT A HAPPY PROBLEM EITHER, BECAUSE DEMAND EXCEEDING TRAINED CREW CAPACITY IS MET
BY HIRING DAY LABOUR, WHICH IS EXACTLY WHEN DAMAGE RATES RISE — SO THE BUSIEST MONTHS ARE
ALSO THE MONTHS THAT GENERATE THE CLAIMS AND THE REVIEWS THAT DETERMINE THE FOLLOWING
YEAR'S ENQUIRIES - corporate relocation on transfer cycles, office moves on weekends and quarter-ends, and
STORAGE REVENUE WHICH IS ENTIRELY ASEASONAL AND IN FACT PEAKS WHEN HOUSEHOLD MOVING DOES
NOT (trough-month share 18%—-24%—-29%; non-household 52%—-58%), because A BUSINESS WHICH CANNOT
SURVIVE AUGUST CANNOT AFFORD TO BE GOOD IN MAY. Cash is THE MOST COMFORTABLE IN THE
TRANSPORT VERTICAL AND RUNS AGAINST THE PATTERN EVERY OTHER PLAN HERE DESCRIBES:
HOUSEHOLD CUSTOMERS PAY ON OR BEFORE DELIVERY, IN CASH, BY TRANSFER OR BY CARD, AT THE
DOOR — SO ROUGHLY HALF THIS BUSINESS'S REVENUE CARRIES NO RECEIVABLE AT ALL a structural
advantage over the taxi fleet waiting sixty days, the school operator waiting for parents to pay a school, and the freight
operator financing a journey out of his own pocket; THE OFFSETTING EXPOSURE IS SEASONAL RATHER THAN



CREDIT-BASED — TROUGH MONTHS BRING HOUSEHOLD VOLUME DOWN SHARPLY WHILE WAREHOUSE
RENT, CORE CREW SALARIES AND VEHICLE INSTALMENTS CONTINUE AT FULL RATE, AND THE CORE CREW
CANNOT BE RELEASED BECAUSE THE TRAINED PEOPLE WHO MAKE THE CLAIMS LINE FALL ARE PRECISELY
THE ONES WHO WILL NOT RETURN IN SEPTEMBER IF THEY ARE LET GO IN AUGUST - WC sized against the
seasonal trough rather than receivables; storage built deliberately BECAUSE IT BILLS MONTHLY AND DOES NOT
CARE WHAT MONTH IT IS; corporate contracts weighted for timing as much as margin. LEAD COST AT 7% OF
REVENUE IS STRUCTURAL, NOT INEFFICIENCY, BECAUSE HOUSEHOLD RELOCATION HAS ESSENTIALLY ZERO
REPEAT PURCHASE — THE LIFETIME VALUE OF A HOUSEHOLD CUSTOMER IS ONE JOB PLUS WHATEVER THEY
SAY ABOUT IT. Regulatory: bailee liability under the Carriage by Road Act, CONSUMER-FORUM JURISDICTION
WHICH MATTERS BECAUSE A HOUSEHOLD CUSTOMER HAS AN ACCESSIBLE, INEXPENSIVE REMEDY A
CORPORATE CONSIGNOR RARELY BOTHERS WITH, transit-insurance disclosure, goods-carriage permits and e-way
bill on intercity moves, labour obligations for casual crews, manual-handling safety, warehouse fire safety and licensing,
GST. Lender note: THE MOST CASH-COMFORTABLE MODEL IN THE TRANSPORT VERTICAL — AROUND HALF OF
REVENUE IS COLLECTED AT THE DOOR WITH NO CREDIT PERIOD, WHICH NO OTHER PLAN IN THIS SECTION
CAN SAY; THE WC FACILITY IS FOR SEASONALITY, NOT RECEIVABLES; UNDERWRITE CLAIM INCIDENCE
RATHER THAN REVENUE, BECAUSE AN OPERATOR WHO CANNOT STATE WHAT PROPORTION OF
CONSIGNMENTS GENERATED A CLAIM IS NOT MEASURING THE LARGEST CONTROLLABLE COST IN HIS
BUSINESS — AND IN A CATEGORY WITH NEAR-ZERO REPEAT PURCHASE, CLAIM INCIDENCE IS ALSO THE
MARKETING BUDGET, BECAUSE THE REVIEWS IT PRODUCES ARE WHAT BUYS NEXT YEAR'S ENQUIRIES; and
ASK HOW QUOTATIONS ARE MADE — AN OPERATOR QUOTING ON THE TELEPHONE WITHOUT SURVEY IS
EITHER ABSORBING THE VARIANCE OR RENEGOTIATING ON LOADING DAY, AND THE SECOND IS A BUSINESS
BUILT ON A PRACTICE THAT CONSUMER FORUMS TREAT UNSYMPATHETICALLY AND CUSTOMERS DESCRIBE
PUBLICLY. X92L, 14-18-24 vehicles, 73-145 staff, 1,180-2,300 moves, rev 2.24-4.34cr, Y1 X2L - Y3 X49L. Figures

illustrative, exclude GST.

» Use these tools now — free on AiSevak

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

https://aisevak.in/verticals/transport — 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.


https://aisevak.in/verticals/transport
https://aisevak.in/verticals/transport

