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1. Executive Summary

This plan sets out a SaaS Product Startup in India — a technology venture building a subscription software product
(e.g. vertical/horizontal B2B SaaS) that customers pay for monthly/annually, delivered over the cloud. It earns
recurring subscription revenue (MRR/ARR) plus onboarding & usage fees, building a scalable, high-margin,
compounding software business with global reach from an India cost base.

SaaS is one of the most attractive business models — high gross margins, recurring revenue, and near-zero marginal cost to
serve additional customers — and India has a strong SaaS ecosystem, talent, and growing global SaaS success. A focused
SaaS product solving a real, painful problem for a defined customer segment, with good product-market fit & efficient go-to-
market, can scale rapidly and command strong valuations.

This is a technology startup with an equity-funding profile: it needs product-development & growth capital and typically
raises angel/seed equity (with DPIIT startup benefits), not a term loan. This plan models a seed round of ₹2 crore to build
the product, reach product-market fit & scale early ARR, targeting ₹50 lakh ARR in Year 1 and ₹3.5 crore ARR by Year 3
on a path to Series-A. (Illustrative SaaS model — figures are indicative.)

2. Business Description, Vision & Legal Structure

Concept: A subscription software product that solves a sharp, recurring problem for a defined customer segment —
scalable, high-margin & sticky.

Vision: To build a category-leading SaaS product with strong retention & global reach.

Mission: Solve a real customer problem with great software & support — building recurring revenue & net-negative churn.

Legal structure options

Private Limited — strongly recommended (required for angel/VC funding, ESOPs, scale).
DPIIT Startup recognition — tax benefits, easier fundraising & compliance; consider US/Delaware flip only if targeting
US VCs.

Regulatory anchor: a SaaS startup must handle GST on subscriptions (export of services zero-rated with LUT), data
protection (DPDP; GDPR if EU customers), IP & SaaS/subscription contracts, payment-gateway & billing compliance, ESOP &
FEMA (for fundraising), and info-security (ISO 27001/SOC 2 for enterprise). Product-market fit, unit economics (CAC, LTV,
churn, payback), and efficient scaling determine success.

3. Promoter & Ownership

Led by a founder (or founding team) with product, engineering & domain/go-to-market experience. The team includes
engineering, product, and growth/sales. A Private Limited holds the IP; a founder-plus-ESOP cap table with angel/seed
investors is typical. Ownership, ESOP pool & investor stakes are editable inputs.

4. Market Analysis — India & Global

The global SaaS market is huge & growing, and India is a rising SaaS hub building for domestic & global customers
from a cost-efficient base. B2B SaaS across verticals (fintech, healthtech, retail, HR, ops) & horizontals is in strong
demand. Success depends on solving a real problem for a defined segment with strong PMF, retention & efficient GTM.
The best SaaS companies compound via low churn & expansion revenue.
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Demand drivers

Cloud & SaaS adoption (global + India).
Recurring, low-friction software buying.
India cost base + global reach.
Vertical & SME SaaS whitespace.
Automation & AI demand.

Market sizing (illustrative framing)

Layer Definition Indicative scale

TAM Global market for the product category Very large

SAM Reachable segment/geographies Substantial

SOM (Yr 1–3) Paying customers / ARR ₹50L → ₹3.5cr ARR

Target segments

Defined ICP (ideal customer profile).
SMEs / mid-market (or enterprise).
Vertical/industry niche.
Domestic + global (export).

5. Competition & Competitive Advantage

Landscape: incumbent software, other SaaS players, in-house/manual solutions, and global competitors. The firm
competes on a focused, superior product, UX, unit economics & go-to-market fit for its niche.

The firm's edge

Sharp PMF for a niche.

Great product & UX.

Strong retention (low churn).

Efficient GTM & unit economics.

India cost base + global pricing.

6. Product & Pricing

Element Model Basis

Subscription tiers Monthly/annual (per seat/usage) Recurring MRR/ARR

Onboarding / implementation One-time Setup fee

Usage / add-ons Metered / upsell Expansion revenue

Enterprise / annual contracts Annual (higher ACV) Committed

Support / success tiers Included / premium Retention
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Recurring subscriptions (MRR/ARR) are the core; onboarding & usage/add-ons add revenue & expansion. High gross margins
(software) + low churn + expansion (net-negative churn) drive compounding value — the essence of SaaS economics.

7. Go-to-Market — Marketing & Sales

Product-led growth (freemium/trial) and/or sales-led.
Content, SEO & inbound; demand gen.
Niche/community & partnerships.

Outbound & ICP-targeted sales.
Retention & expansion (customer success).

Approach

Nail PMF with the ICP → acquire efficiently (PLG/sales) → onboard & retain (low churn) → expand accounts (upsell) → scale
ARR toward Series-A. Retention & efficient CAC-payback are the growth engine; raise capital against ARR & unit economics.

8. Operations Plan

Product & engineering: agile development, cloud infra, reliability, security (ISO 27001/SOC 2).
Growth & success: marketing, sales, onboarding & customer success (retention/expansion).
Data & security: DPDP/GDPR, uptime/SLA, data protection.
Metrics-driven: instrument MRR, churn, CAC, LTV, activation, NRR.
Capacity: cloud-scalable; scale via product, engineering & GTM spend.

SaaS build-scale workflow

Stage Focus Metric

Build Product/MVP PMF

Acquire GTM CAC/payback

Onboard Activation Time-to-value

Retain Success Churn/NRR

Expand Upsell ARR growth

9. Regulatory, Licences & Compliance (India)

Corporate: Private Limited; DPIIT startup recognition; ESOP & FEMA compliance for fundraising; IP protection.
Tax: GST on subscriptions (export of services zero-rated with LUT/refund); TDS; transfer pricing if entities abroad.
Data & security: DPDP (India), GDPR (EU customers); ISO 27001/SOC 2 for enterprise; payment-gateway & billing
compliance.
Contracts: SaaS/subscription terms, SLAs, DPAs, IP ownership.
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10. Organisation & Manpower Plan

Role Yr 1 Yr 2 Yr 3

Founder(s) 2 2 2

Engineering & product 5 11 20

Growth & marketing 2 5 9

Sales & customer success 2 6 12

Ops & admin 1 3 5

Total 12 27 48

11. Implementation Timeline & Milestones

Phase Timeline Milestone

Build Month 0–5 MVP; first paying customers; seed raised

PMF Month 5–12 Product-market fit; retention validated; ₹50L ARR

Scale GTM Year 2 Efficient acquisition; ARR & NRR growth

Series-A Year 2–3 Metrics & ARR to raise Series-A

Growth Year 3 ₹3.5cr ARR; strong retention & expansion

12. Financial Plan (Illustrative — SaaS, ARR-based)

All figures are illustrative model assumptions, shown so the founders can replace them with the venture's real plan. They

are not projections of guaranteed results; SaaS startups typically run at a loss while investing in growth, funded by equity,

with value in ARR & retention.

12.1 Funding & means of finance (seed)

Use of seed capital ₹

Product & engineering (team + infra) 90,00,000

Growth, marketing & sales 65,00,000

Customer success & ops 25,00,000

Compliance, legal & buffer 20,00,000

Total seed requirement 2,00,00,000

Founder / promoter equity 40,00,000

Angel / seed investors 1,60,00,000

12.2 Projected P&L (3 years, growth-stage)

Particulars Year 1 Year 2 Year 3
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Subscription revenue (ARR realised) 40,00,000 1,30,00,000 2,80,00,000

Onboarding, usage & add-ons 10,00,000 25,00,000 45,00,000

Total revenue 50,00,000 1,55,00,000 3,25,00,000

Engineering & product 70,00,000 1,15,00,000 1,70,00,000

Growth, marketing & sales 55,00,000 90,00,000 1,25,00,000

Success, ops & overheads 30,00,000 50,00,000 75,00,000

Total expenses 1,55,00,000 2,55,00,000 3,70,00,000

EBITDA (before tax) −1,05,00,000 −1,00,00,000 −45,00,000

Path Invest / PMF Scale Toward profit

12.3 SaaS metrics & path to profitability

Core metrics: MRR/ARR growth, gross margin (high, ~75–85%), churn, NRR (>100% target), CAC, LTV:CAC (>3), CAC-
payback (<12–18 mo).
Compounding: low churn + expansion (net-negative churn) makes ARR compound; deliberate losses fund growth.
Path: equity-funded losses in Years 1–2; profitability follows scale & retention; Series-A typically bridges Year 2–3.

12.4 Runway / cash — Year 1 (quarterly, illustrative)

Particulars (₹) Q1 Q2 Q3 Q4

Opening cash 2,00,00,000 1,66,00,000 1,34,00,000 1,04,00,000

Revenue in 6,00,000 10,00,000 15,00,000 19,00,000

Cash burn (opex) 40,00,000 42,00,000 45,00,000 47,00,000

Closing cash (runway) 1,66,00,000 1,34,00,000 1,04,00,000 76,00,000

Like all startups, a SaaS company manages runway — seed capital funds ~18–24 months of net burn while building ARR &
retention toward a Series-A. Milestones (PMF, ARR, NRR, CAC-payback) unlock the next raise; value is in ARR & retention, not
near-term profit.

12.5 Key Performance Indicators to Monitor

Growth: MRR/ARR; MoM growth; new logos.
Retention: gross & net churn; NRR; logo retention.
Economics: CAC; LTV; LTV:CAC; CAC-payback; gross margin.
Runway: burn; months of runway; Series-A readiness.

13. Funding Requirement & Investability

This venture raises ₹2 crore seed equity (₹40 lakh founders + ₹1.6 crore angels/seed) — not debt — to fund product &
growth to a Series-A. Investability rests on a large market, sharp PMF, strong SaaS metrics (NRR, LTV:CAC, CAC-payback), a
capable team, and a credible path to scale. DPIIT recognition & clean cap-table/compliance strengthen the raise. Term

loans/Mudra do not fit an equity-funded, pre-profit SaaS startup; the path is angel/seed → Series-A → growth rounds.
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13.1 Funding utilisation

Use of funds ₹ % of total

Product & engineering 90,00,000 45%

Growth, marketing & sales 65,00,000 32.5%

Customer success & ops 25,00,000 12.5%

Compliance, legal & buffer 20,00,000 10%

Total 2,00,00,000 100%

14. Risk Analysis & Mitigation

Risk Mitigation

No product-market fit Sharp ICP; iterate fast; validate retention before scaling spend

High churn / weak NRR Customer success; product depth; expansion; onboarding

High CAC / poor payback PLG; efficient GTM; niche focus; pricing

Runway / funding risk Milestone-based spend; raise ahead of need; capital efficiency

Competition / security Differentiation; ISO 27001/SOC 2; DPDP/GDPR compliance

15. SWOT Analysis

Strengths

High-margin recurring revenue; scalable; compounding via
retention; India cost base + global reach.

Weaknesses

Pre-profit & burn-funded; PMF & churn risk; funding-dependent;
execution-intensive.

Opportunities

SaaS & cloud growth; vertical/SME whitespace; global
expansion; AI features.

Threats

Incumbents & competition; funding-market cycles; CAC
inflation; security/compliance.

16. Recommended AiSevak Tools for This Business

This SaaS startup would use AiSevak's IT & Tech & startup-oriented tools:

Build & GTM: product-roadmap, SaaS-metrics (MRR/churn/NRR), CAC-LTV and pricing tools.

Fundraising & compliance: pitch-deck, cap-table, DPIIT/startup, ESOP, DPDP/ISO and GST(LUT) tools (with Finance &
Legal verticals).

Practice: Business Plan, ARR/runway and unit-economics tools to model the venture.

17. Key Assumptions & Notes

Equity-funded SaaS (₹2cr seed); deliberate pre-profit losses fund growth toward Series-A; not a Mudra/term-loan fit.
Value in ARR & retention (NRR >100%); high gross margins (~75–85%); LTV:CAC > 3, payback < 12–18 mo.
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GST on subscriptions (export zero-rated/LUT); DPDP/GDPR & ISO 27001/SOC 2 for enterprise; DPIIT recognition.
PMF, retention, unit economics & efficient scaling are decisive; figures illustrative, exclude GST.

▶ Use these tools now — free on AiSevak

Every tool referenced in this plan is available on aisevak.in. Open the IT & Tech toolkit to browse and use them all at
https://aisevak.in/verticals/ittech — or go straight to any specific tool at https://aisevak.in/service/<tool-name>. No
signup needed to explore; each tool guides you step by step.

Prepared by AiSevak.in — a product of ABL Digital Technologies. 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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