BUSINESS PLAN - INDIA

Specialty Chemicals Manufacturer

High-value specialty intermediates and performance chemicals to customer specification

CHEMICALS
AISEVAK.IN - BY ABL DIGITAL TECHNOLOGIES

August 2026



1. Executive Summary

This plan sets out a Specialty Chemicals Manufacturing business in India — a multi-product batch plant producing
high-value specialty intermediates and performance chemicals to customer specification for pharmaceutical,
agrochemical, coatings, polymer, personal-care and industrial buyers, with toll/job-work manufacturing filling capacity

alongside.

Specialty chemicals are not commodities. They are bought for what they do — a performance property in a customer's
formulation or process — not for a published price per tonne. That distinction drives everything: volumes are smaller,
margins are considerably better, relationships are stickier, and the customer cares intensely about consistency,
documentation and supply reliability. India is well placed here, with an established process-chemistry skill base, cost

advantage, and a structural tailwind from global buyers diversifying supply away from single-country dependence.

The single most important commercial fact about this business — and the one most plans understate. You
cannot simply make a specialty chemical and sell it. A serious buyer will put a new supplier through a qualification cycle
of roughly 12 to 24 months: sample evaluation, analytical comparison, pilot trials, plant audits, quality-system review,
regulatory documentation, and finally small commercial volumes before meaningful orders. This cuts both ways, and both
matter. It is a real moat once you are through it — qualified suppliers are not switched casually, which is why specialty
margins persist. But it is also the dominant revenue-ramp risk: the plant is built, financed and depreciating from day one
while approvals are still in progress. This plan handles that honestly by modelling toll/job-work manufacturing to fill
capacity during qualification — at thin margins, which is precisely why Year 1 shows a X66 lakh loss despite

respectable capacity utilisation.

This plan models a specialty chemicals unit requiring ¥6.5 crore (32.3 crore promoter + X3.2 crore term loan + X1 crore
working-capital finance), moving from ¥7.2 crore revenue and a ¥66 lakh loss in Year 1 to ¥17 crore revenue and
X2.1 crore profit by Year 3 as the product mix shifts from toll work to qualified specialty sales. (Specialty chemicals;

capacity x utilisation x realisation, qualification- & process-driven, capital-intensive — figures illustrative.)

2. Business Description, Vision & Legal Structure

Concept: A multi-product specialty chemicals plant - batch manufacture of specialty intermediates and performance
chemicals to customer specification, with toll/job-work manufacturing, supported by in-house QC and process-development
capability.

Vision: To be a qualified, dependable specialty supplier - consistent chemistry, complete documentation, and supply our

customers can build their own products on.

Mission: Run safe, clean, well-documented chemistry - stable quality batch after batch, honest environmental compliance,

and process improvement that shows up in the customer's cost.

Legal structure options

¢ Private Limited — effectively required. Term lending at this scale, statutory licences, customer audits, environmental
liability and any future partner or investor all presume a properly governed company.
e LLP — not recommended for a manufacturing unit of this profile; it constrains lending and sits awkwardly with customer

qualification expectations.



Regulatory anchor — the compliance stack here is heavy, sequential and non-optional, and the timeline is the
project's biggest risk. Required before operation: Consent to Establish (CTE) and subsequently Consent to
Operate (CTO) from the State Pollution Control Board; Environmental Clearance from SEIAA/MoEFCC where the
product category and scale attract it; authorisation under the Hazardous & Other Wastes (Management &
Transboundary Movement) Rules; PESO/CCOE licence for solvent and flammable storage and for pressure vessels;
Factory licence under the Factories Act with attendant safety, and where thresholds are crossed, MSIHC Rules obligations
including on-site emergency planning; boiler registration; fire NOC; and hazardous-goods transport compliance including
TREM cards and trained drivers. Product stewardship adds MSDS and GHS-compliant labelling, and export markets may
require REACH registration. Realistically these approvals take six to eighteen months — a plan assuming a six-month

setup is fiction, and the promoter should begin the CTE process before ordering equipment.

3. Promoter & Ownership

Led by a promoter with process chemistry, chemical engineering or specialty-chemicals industry background. Two
competences are decisive and neither is substitutable: process development — the ability to take a target molecule to a
safe, reproducible, cost-competitive route at scale — and customer qualification management, which is a patient,
documentation-heavy sales discipline unlike any other. The team includes production and shift chemists, QC/QA analysts,
R&D/process development, maintenance and utilities, a dedicated EHS function, technical sales, and administration.
Chemistry capability, batch consistency, safety record & documentation quality are the differentiators. Ownership, equity &

any technical or financial partner are editable inputs.

4. Market Analysis — India

India's specialty chemicals sector is growing well above GDP, driven by domestic downstream demand, import
substitution, global supply-chain diversification, and a manufacturing skill base built over decades in Gujarat,
Maharashtra, Tamil Nadu and Andhra Pradesh. Demand is application-, customer-specification- & substitution-driven.
The market rewards consistency, documentation, technical service & supply reliability; it is qualification-gated,

raw-material-price-exposed & compliance-intensive.

Demand drivers

« Supply-chain diversification by global buyers seeking alternatives to single-country sourcing — the most significant

structural tailwind of the decade for Indian specialty chemistry.
o Import substitution — India still imports a substantial value of specialty intermediates that can be made domestically.
« Downstream growth in pharmaceuticals, agrochemicals, coatings, polymers, personal care & construction chemicals.
o Policy support — PLI schemes, chemical-park infrastructure & state industrial incentives.
o Customers consolidating suppliers — fewer, better-qualified vendors receiving larger shares, which rewards those

who get qualified.

Market sizing (illustrative framing)

TAM Indian specialty chemicals consumption & exports Very large, growing
SAM Target product families & customer industries served Serviceable

SOM (Yr 1-3) Qualified customers & plant capacity utilised Scaling with qualification



Target segments

Pharmaceutical & agrochemical formulators requiring specialty intermediates.
o Coatings, adhesives, polymer & construction-chemical manufacturers.
e Personal-care & home-care formulators.

e Toll/contract manufacturing customers with their own chemistry (capacity utilisation during qualification, and a durable

line thereafter).

5. Competition & Competitive Advantage

Landscape: established Indian specialty chemical companies, multinational producers, Chinese suppliers competing on
price and scale, and other mid-size units in the same industrial clusters. Competition is genuinely on capability rather than
price alone — a customer will not switch a qualified supplier to save a few percent, which is the central commercial fact of

the sector.

The business's edge

Process development capability — better routes, better yields, fewer steps; this is the durable moat and the source

of real cost advantage.

Batch-to-batch consistency — the property customers actually buy, and the reason qualification is granted or

withdrawn.

« Documentation & audit readiness — batch records, analytical data, change control, traceability; weak
documentation fails audits regardless of good chemistry.

« Safety & environmental record — increasingly a customer screening criterion, particularly for multinational buyers

who audit their supply chain.

Multi-product flexibility — a plant configurable across product families keeps capacity earning between campaigns.

6. Products & Revenue Model

Specialty intermediates (qualified customers) Per-kg / per-MT contract price Core — highest margin
Performance chemicals (own products) Per-kg, application-priced Margin & differentiation
Toll / job-work manufacturing Conversion charge per batch/MT Capacity fill — thin margin
Solvent recovery & recoverable by-products Per-unit / recovery credit Cost offset
Process development & scale-up services Project fee / route licensing Capability monetisation

Revenue is capacity x utilisation x realisation, and the mix within that determines profitability far more than the volume
does. Toll manufacturing earns only a conversion charge — the customer supplies or pays for raw material and takes the
margin on the molecule — so it fills reactors without earning much. Qualified specialty sales earn on the full value of the
product. The entire strategic arc of this plan is the shift from toll to qualified specialty: toll work falls from 36% of
Year-1 revenue to 13% by Year 3, and that shift alone drives raw-material cost from 53.5% down to 50.0% of revenue and

net margin from negative to 12.4%.




7. Go-to-Market — Qualification & Customers

o Target product selection — choose molecules where the promoter's chemistry is genuinely differentiated and an

import-substitution or capacity gap exists.

Sampling & analytical engagement — the entry point; supply samples with complete analytical data before being

asked.

Pilot & scale-up trials at the customer's end, supported by technical service.

Plant & system audits — the stage that eliminates most aspirants; safety, environment and documentation are

examined as closely as chemistry.

Toll manufacturing relationships — often the fastest route to a customer's trust, and a bridge to specialty supply
with the same buyer.

Export development — distributors, trade fairs & regulatory registrations for overseas markets.

Sales approach

Start qualification conversations before the plant is commissioned, since the clock is long and runs in parallel with
construction - fill early capacity with toll and job-work to cover fixed cost —» convert toll customers into specialty buyers
where the chemistry allows — build a portfolio of three or four qualified products with different customers rather than
depending on one - invest continuously in process improvement so that yields and costs improve on products already sold.
The discipline that matters most is patience with the funnel: a qualification abandoned at month fourteen wastes everything

spent on it.

8. Operations Plan (multi-product batch manufacturing)

+ Plant configuration: glass-lined and stainless reactors across sizes, distillation, filtration, drying, blending; configured

for campaign changeovers between product families.

Process & batch management: batch sheets, in-process controls, yield tracking per batch, changeover cleaning &

cross-contamination prevention.

Quality: QC laboratory with wet chemistry and instrumentation, raw-material and finished-goods release, retained

samples, stability where required, full traceability.

Utilities: boiler/thermic fluid, chilling, vacuum, compressed air, DG backup — a significant and often underestimated
cost centre.
o EHS: effluent treatment plant, emission control, hazardous waste storage & authorised disposal, solvent recovery,

safety interlocks, PPE, emergency response & mock drills.

Materials: solvent and raw-material storage to PESO norms, inventory planning against volatile prices, hazardous-

goods dispatch documentation.

Production cycle

m Activity m

Plan Campaign scheduling & RM indent Capacity utilisation %
Charge RM release & reactor charging RM cost per batch
React Reaction, control & in-process checks Yield %
Isolate Work-up, distillation, filtration, drying Cycle time

Release QC analysis & batch release First-pass release %



Dispatch Packing, documentation, hazardous transport On-time dispatch

Yield is the quiet determinant of competitiveness. With raw materials at roughly half of revenue, a two-percentage-
point improvement in yield on a major product is worth more than most cost-cutting exercises across the rest of the plant
combined, and it compounds on every batch thereafter. This is why in-house process development is treated in this plan as
core capability rather than overhead — it is the mechanism by which a specialty manufacturer improves margins on

products it has already sold, without renegotiating a single price.

9. Regulatory, Licences & Compliance (India)

« Environmental (the long pole): SPCB Consent to Establish then Consent to Operate; Environmental
Clearance via SEIAA/MoEFCC where category and scale require it; Hazardous & Other Wastes Rules
authorisation for generation, storage & authorised disposal; effluent standards and, where mandated, Zero Liquid
Discharge; air-emission consents & stack monitoring.

« Safety & storage: PESO/CCOE licence for flammable solvent storage & pressure vessels; Factory licence under the
Factories Act; MSIHC Rules where hazardous-chemical thresholds are crossed, with on-site emergency plans; boiler
registration & certification; fire NOC.

¢ Product stewardship: MSDS and GHS-compliant labelling; BIS standards where applicable; REACH or equivalent
registration for regulated export markets; customer-specific regulatory dossiers.

e Transport: hazardous-goods packaging & placarding, TREM cards, trained drivers, licensed transporters.

Labour & general: shift working, occupational health checks for exposed workers, PF/ESI, GST, factory returns.

Records: batch manufacturing records, effluent & waste manifests, and safety documentation — these are what

customer and regulatory audits actually examine.

10. Organisation & Manpower Plan

Promoter / managing director

Production & shift chemists 8 14 18
QC / QA analysts 4 7 9
R&D / process development 2 4 6
Maintenance & utilities 3 5 7
EHS (safety & environment) 2 3 4
Technical sales & service 2 4 6

Admin, stores & accounts

Note the dedicated EHS function from day one. In a chemical plant this is not an overhead to be deferred until the
business can afford it — it is a licence condition, a customer-audit requirement, and the difference between a near-miss and

a closure.



11. Implementation Timeline & Milestones

Approvals Month 0-9
Build Month 6-14
Commission Month 14-16
Year 1 Months 1-12 of
(operations) operation

Year 2

Year 3

CTE, EC where applicable, PESO & factory licence — begin before ordering

equipment
Civil, plant erection, utilities, ETP, lab; qualification conversations started in parallel

CTO, trial batches, validation, first toll orders

Toll-led utilisation, early qualifications; X7.2cr revenue, I66L loss

Qualifications convert, specialty mix rises; X12.5cr, X74L profit

X17cr revenue, X2.1cr profit; specialty-led mix established

12. Financial Plan (lllustrative)

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

They are not projections of guaranteed results. Revenue is gross manufacturing turnover. Capacity utilisation, product mix

(toll vs. specialty), yield, raw-material cost & compliance discipline are the levers. Note that the operating years below

begin after commissioning — the approval and construction period precedes them.

12.1 Project cost & means of finance

capital reqUirement _

Plant & machinery (reactors, distillation, dryers, process equipment) 2,30,00,000
Land, building & civil works 1,20,00,000
Working capital (raw materials, WIP & receivables) 1,00,00,000
ETP & environmental infrastructure 60,00,000
QC laboratory, R&D & pilot facility 45,00,000
Storage (solvent/RM/FG), safety & fire systems 40,00,000
Electrical, utilities & DG 35,00,000
Preliminary, pre-operative & licensing 20,00,000

Total project cost 6,50,00,000

Promoter contribution

Term loan

Working-capital finance

2,30,00,000

3,20,00,000

1,00,00,000

12.2 Projected Profit & Loss (3 years)

_

Specialty intermediates (qualified customers)

2,40,00,000 5,60,00,000 8,40,00,000



Performance chemicals (own products) 1,80,00,000 3,80,00,000 5,50,00,000

Toll / job-work manufacturing 2,60,00,000 2,40,00,000 2,20,00,000
Solvent recovery & by-products 40,00,000 70,00,000 90,00,000
Raw materials, solvents & consumables 3,85,00,000 6,45,00,000 8,50,00,000
Power, fuel & utilities 68,00,000 1,05,00,000 1,35,00,000
Direct labour & plant operations 58,00,000 78,00,000 95,00,000
Salaries (technical, QC, R&D, EHS, sales, admin) 70,00,000 88,00,000 1,08,00,000
Effluent treatment, disposal & environmental compliance 36,00,000 48,00,000 58,00,000
Repairs, maintenance & spares 26,00,000 34,00,000 42,00,000
Overheads, insurance, freight & selling 48,00,000 78,00,000 1,00,00,000
Depreciation, interest & other 95,00,000 1,00,00,000 1,02,00,000

Net profit / (loss) before tax (66,00,000) 74,00,000 2,10,00,000

Net margin (9.2%) 5.9% 12.4%
Raw material as % of revenue 53.5% 51.6% 50.0%
Toll work as % of revenue 36.1% 19.2% 12.9%
Asset turn (revenue + gross fixed assets of X5.5cr) 1.31x 2.27x 3.09x

Read the Year-1 loss correctly: it is a mix problem, not a utilisation problem. Asset turn of 1.31x in the first
operating year is respectable — the plant is genuinely busy. But 36% of that revenue is toll work earning only a conversion
charge, while the full burden of depreciation, interest, EHS, QC and a skilled technical team is carried from day one. This is
the honest shape of a specialty chemicals start-up, and a plan that showed first-year profits while claiming a normal
qualification timeline would be internally inconsistent. What a lender should test is not the Year-1 number but the credibility

of the qualification pipeline that turns it around.

12.3 Unit economics & break-even

« Mix is the profit driver: moving a tonne of capacity from toll work to qualified specialty sales multiplies the revenue
earned on the same reactor hours and the same fixed cost. This single shift accounts for most of the swing from a X66
lakh loss to a X2.1 crore profit.

¢ Yield compounds: at raw materials near half of revenue, two points of yield on a major product outweighs most other

cost initiatives, and it improves margins on products already priced and sold.

Raw-material pass-through works, but with a lag: specialty contracts generally permit price revision against input
movements — however, revisions are negotiated quarterly or on notice while purchases happen continuously. A sharp
upward move in petrochemical feedstock compresses margin for a quarter before it can be recovered, and

a sharp fall can leave high-cost inventory. Inventory policy is therefore a margin decision, not just a logistics one.

Fixed cost is high and largely non-discretionary: depreciation, interest, EHS, QC and utilities do not scale down

with idle capacity. Break-even is a function of utilisation and mix together.



 Break-even: reached in Year 2 as qualified volumes replace toll work; margins then expand with specialty share, yield

improvement & capacity debottlenecking, which is typically far cheaper than new capacity.

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

Particulars (i) nmmn

Opening balance 1,00,00,000 65,00,000 45,00,000 35,00,000
Collections 1,30,00,000 1,55,00,000 1,75,00,000 1,95,00,000
RM, utilities, wages, compliance, overheads & loan servicing 1,65,00,000 1,75,00,000 1,85,00,000 1,90,00,000

Closing balance 65,00,000 45,00,000 35,00,000 40,00,000

Working capital in specialty chemicals is structurally heavy and frequently underestimated. Raw materials and
solvents must be stocked ahead, work-in-progress sits through multi-day batch cycles, finished goods await QC release, and
industrial customers pay on 60-90 day terms. The cycle can comfortably run 90-120 days, which is why X1 crore — 15% of
project cost — is allocated to it and why the facility should be a revolving line sized against the order book rather than a
fixed amount. Two additional pressures belong in the plan: term-loan servicing begins while the plant is still
qualification-constrained, making a moratorium aligned to commissioning genuinely important; and environmental
compliance costs are ongoing and rising — ETP operation, hazardous-waste disposal charges and monitoring are

recurring cash costs, not a one-time capex line.

12.5 Key Performance Indicators to Monitor

o Production: capacity utilisation %; yield % by product; batch cycle time; first-pass QC release rate; changeover time.

o Mix & margin: specialty vs. toll revenue share; raw material as % of revenue; realisation per kg by product;
contribution per reactor-hour.

« Customer: qualifications in progress and stage reached (the leading indicator of everything); qualified customers
added; audit outcomes; on-time-in-full delivery.

o Compliance & safety: zero reportable safety incidents; effluent parameters within consent limits; hazardous-
waste disposal compliance; consent & licence currency.

o Finance: working-capital days; receivable days; inventory holding vs. price movement; debt service coverage.

13. Funding Requirement & Bankability

Total ask: ¥3.2 crore term loan plus X1 crore working-capital finance against X2.3 crore promoter contribution — for
plant, civil works, environmental infrastructure, laboratory, storage & working capital. Plant, machinery, land and building
are tangible and hypothecable, so this is a conventionally bankable manufacturing proposition, and MSME, state industrial-
incentive and chemical-sector schemes are relevant. Three points should be put to a lender plainly rather than glossed.
First, Year 1 is a planned loss of ¥66 lakh driven by product mix during the customer-qualification period, not by weak
demand or poor utilisation. Second, the approval timeline is the principal project risk — CTE, Environmental
Clearance where applicable, PESO and factory licensing realistically take six to eighteen months, and disbursement
scheduling should follow approvals rather than assume them; a moratorium aligned to actual commissioning is essential
rather than desirable. Third, the working-capital facility must be revolving and scale with the order book, given a
90-120 day cycle inherent to the business. The credit story from Year 2 is a plant with qualified customers, high switching

costs and expanding margins — but the first year requires a lender who understands why it looks the way it does.



13.1 Funding utilisation

Plant & machinery (reactors, distillation, dryers, process equipment)

Land, building & civil works

Working capital (raw materials, WIP & receivables)

ETP & environmental infrastructure

QC laboratory, R&D & pilot facility

Storage (solvent/RM/FG), safety & fire systems

Electrical, utilities & DG

Preliminary, pre-operative & licensing

2,30,00,000 35.3%
1,20,00,000 18.5%
1,00,00,000 15.4%
60,00,000 9.2%
45,00,000 6.9%
40,00,000 6.2%
35,00,000 5.4%
20,00,000 3.1%

6'50'00’000 100%

14. Risk Analysis & Mitigation

Environmental approval
delay (CTE/EC/CTO)

Customer qualification

taking 12-24 months

Safety incident — fire,

release or explosion

Raw-material price volatility

& pass-through lag

Effluent/emission non-

compliance

Yield shortfall or process

failure at scale

Customer concentration

Chinese price competition

on maturing products

Working-capital squeeze at
90-120 day cycle

Skilled chemist attrition to

larger employers

Begin CTE before ordering equipment; site in a notified chemical park or estate with existing
clearances; experienced consultant; phase disbursement against approvals; build timeline

contingency into the project schedule

Start qualification in parallel with construction; fill capacity with toll/job work meanwhile; run several

qualifications concurrently so one failure is not fatal; convert toll customers into specialty buyers

Existential risk carrying criminal liability and plant closure: HAZOP studies, interlocks & relief systems,
PESO-compliant storage, trained operators, mock drills, on-site emergency plan, adequate insurance.

Managed as a first-order priority, never as paperwork

Price-revision clauses with defined triggers, inventory policy managed as a margin decision, multiple

suppliers, forward buying on stable items

Adequately sized ETP with margin, continuous monitoring, ZLD where mandated, authorised disposal
only, internal audits ahead of regulatory inspection — closure orders are issued and are commercially
fatal

Pilot validation before commercial batches, process development capability in house, conservative

scale-up factors

Portfolio of three to four qualified products across different customers and industries; cap single-

customer share

Compete on qualified status, reliability & technical service; keep moving up the value chain; avoid

products drifting toward commodity

Revolving facility sized to the order book, receivable discipline, inventory turns monitoring,

advance/LC terms with new customers

Retention through role quality & growth, documented processes so knowledge is institutional, depth

in each function



15. SWOT Analysis

Strengths

Qualification creates high switching costs and durable margins;
tangible hypothecable assets; multi-product flexibility keeps
capacity earning; process-development capability compounds
into cost advantage; toll work provides a revenue floor; strong

India cost & skill position.

Opportunities

Global supply-chain diversification away from single-country
sourcing; import substitution of specialty intermediates; PLI &
state incentives; export markets with REACH registration;
contract manufacturing for multinationals; debottlenecking

capacity cheaply; moving into higher-value chemistry.

Weaknesses

Capital-intensive with high non-discretionary fixed cost; long
approval and qualification timelines before revenue matures;
heavy 90-120 day working-capital cycle; raw-material price
exposure with pass-through lag; safety & environmental

liability; skilled-manpower dependence.

Threats

Chinese price competition as products mature; tightening
environmental norms raising compliance cost; feedstock price
shocks; customer in-sourcing or supplier consolidation; a single
safety or pollution incident ending operations; technology or

route obsolescence.

16. Recommended AiSevak Tools for This Business

This specialty chemicals unit would use AiSevak's Chemicals vertical tools in operations:

o Production & yield: batch yield & cycle-time tracking, capacity-utilisation, contribution-per-reactor-hour & RM-cost-

per-batch tools.

o Customers & qualification: qualification-pipeline stage tracking, audit-readiness checklists, OTIF & customer-

concentration tools.

o Compliance: consent/licence currency (CTE-CTO, PESO, factory), hazardous-waste manifest & effluent-parameter

logging, MSDS/GHS document tools.

o Finance: working-capital-days & receivables, RM price-pass-through modelling, DSCR & term-loan servicing tools (with

Finance vertical).

o Practice: Business Plan, break-even and process-economics tools to model the unit.

17. Key Assumptions & Notes

e Specialty chemicals: multi-product BATCH process manufacturing - specialty intermediates & performance chemicals to

customer specification, plus toll/job-work; revenue = capacity x utilisation x realisation, gross.

o THE defining commercial fact: CUSTOMER QUALIFICATION TAKES 12-24 MONTHS (samples - analytical

comparison - pilot trials = plant audits - quality-system review — regulatory dossiers - small commercial volumes). It
cuts both ways and both matter: a REAL MOAT once through (qualified suppliers aren't switched casually — this is why
specialty margins persist) but the DOMINANT revenue-ramp risk, since the plant is built, financed and depreciating from
day one while approvals proceed.

¢ Y1 = X66L LOSS is a MIX problem, not a utilisation problem — asset turn 1.31x means the plant is genuinely
busy, but 36% of revenue is TOLL work earning only a conversion charge while full dep/interest/EHS/QC/technical-team
cost is carried. Toll falls 36%—13% of revenue by Y3, and that single shift drives RM from 53.5%-50.0% and margin
from —9.2% to +12.4%. A plan showing Y1 profit while claiming a normal qualification timeline would be internally

inconsistent.

ENVIRONMENTAL APPROVAL TIMELINE IS THE PRINCIPAL PROJECT RISK- SPCB CTE-CTO, SEIAA/MoEFCC

Environmental Clearance where category/scale require, Hazardous & Other Wastes authorisation, PESO/CCOE for solvent



storage & pressure vessels, Factory licence, MSIHC where thresholds crossed, boiler registration, fire NOC. Realistically
6-18 months — a plan assuming a 6-month setup is fiction. Begin CTE BEFORE ordering equipment; phase
disbursement against approvals; siting in a notified chemical park with existing clearances materially de-risks this.
YIELD is the quiet determinant of competitiveness - with RM at ~half of revenue, 2 points of yield on a major
product outweighs most other cost initiatives combined AND compounds on every subsequent batch. This is why in-
house process development is CORE CAPABILITY, not overhead — it improves margin on products ALREADY sold without
renegotiating a price.

RM pass-through works but WITH A LAG - contracts permit revision but revisions are quarterly/on-notice while purchases
are continuous, so a sharp feedstock rise compresses margin for a quarter before recovery, and a sharp fall strands
high-cost inventory. Inventory policy is a MARGIN decision, not just logistics.

Safety is existential and carries CRIMINAL liability & plant closure (like catering's food safety) — HAZOP,
interlocks & relief systems, PESO-compliant storage, mock drills, on-site emergency plan. Effluent non-compliance draws
closure orders that are commercially fatal. A dedicated EHS function from day one is a licence condition and customer-
audit requirement, not a cost to defer.

WC is structurally heavy & routinely underestimated: RM stocked ahead + multi-day WIP + FG awaiting QC release +
60-90 day industrial receivables = 90-120 day cycle; needs a REVOLVING line sized to the order book, not a fixed
amount. Term-loan servicing begins while still qualification-constrained - commissioning-aligned moratorium is
essential. Environmental compliance is RECURRING cash cost (ETP operation, disposal charges, monitoring), not one-

time capex. Figures illustrative, exclude GST.

» Use these tools now — free on AiSevak

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

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

