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1. Executive Summary

This plan sets out a Telecom VAS / Content Provider in India — an asset-light digital business delivering value-
added services & content (entertainment, info, utility, games, tones, short-video, communication/CPaaS-adjacent,
DLT/enterprise-messaging) to consumers via telecom operator revenue-share and/or direct-to-consumer (D2C)
subscription. It earns operator revenue-share + subscription/D2C revenue on content/tech, monetising India's
huge digital-content & VAS consumption — a content-, tech-, distribution-, CAC/retention- & compliance-driven digital

business.

India's digital-content & VAS market is large — driven by data/smartphone growth, entertainment, regional content, utility
services & enterprise messaging — delivered via operator channels (revenue-share) & increasingly D2C. A VAS/content
provider is an asset-light content & technology business: little physical capex, driven by content/product,

technology/platform, distribution (operator tie-ups & D2C), CAC/retention & regulatory compliance (TRAI/DLT for messaging,
consent/UCC norms, content rules). Revenue is operator revenue-share + subscription/D2C (+ enterprise
messaging/CPaaSs); success rests on content/product, distribution, CAC/LTV/retention, tech & compliance — it is content-,
distribution-, retention- & compliance-driven, asset-light.

This is an asset-light digital business — funded by promoter/angel equity plus working capital (content/tech & CAC). This
plan models a VAS/content provider requiring X1 crore (65 lakh promoter/angel + X35 lakh WC/finance), targeting X5
crore revenue in Year 1 and X15 crore by Year 3. (Telecom VAS/content; operator revenue-share + subscription/D2C,

content/tech/distribution/retention-driven, asset-light — figures illustrative.)

2. Business Description, Vision & Legal Structure

Concept: A telecom VAS/content provider - value-added services & content (entertainment/info/utility/games/messaging)

via operator revenue-share & D2C subscription, earning content/tech revenue.
Vision: To delight users with great digital content & services, at scale.

Mission: Deliver engaging, compliant, well-distributed content & VAS - via operators & direct - profitably & ethically.

Legal structure options

¢ Private Limited — recommended for operator tie-ups, tech, D2C & funding.

e LLP — possible for a focused content/VAS firm.

Regulatory anchor: a VAS/content provider is a digital business regulated per activity — TRAIl/telecom VAS norms, DLT
registration & UCC/consent (for enterprise/A2P messaging), content/IP & certification (where applicable), data-
privacy/DPDP, consent-based billing (no unauthorised charging — a past sector issue), GST. Content/product, distribution
(operator/D2C), CAC/LTV/retention, tech & compliance determine success; it is content-, distribution-, retention- &

compliance-driven, asset-light.

3. Promoter & Ownership

Led by a promoter with VAS/content, digital, media or telecom-partnership expertise. The team includes content/product,
technology/platform, operator partnerships & D2C growth/marketing, & compliance. Content/product, distribution,

CAC/retention & tech are the differentiators. Ownership, equity & any angels are editable inputs.



4. Market Analysis — India

India's digital-content & VAS market is large & growing — data/smartphone growth, entertainment,
regional/vernacular content, utility services, gaming & enterprise (A2P/DLT) messaging — via operator channels &
D2C. Demand is content-/data-/digital-consumption-driven. The market rewards content/product, distribution,
CAC/LTV/retention, tech & compliance; it is content-, distribution-, retention- & regulation-sensitive (consent/DLT), met

with content, distribution, retention & compliance.

Demand drivers

« Data/smartphone & digital consumption.
 Entertainment/regional/vernacular content.
« Utility/info/gaming VAS.

o Enterprise A2P/DLT messaging & CPaaS.

e D2C subscription growth.

Market sizing (illustrative framing)

TAM Digital VAS/content in India Large & growing
SAM Content/service category & channel Substantial
SOM (Yr 1-3) Subscribers / revenue Scaling

Target segments

e Consumers (via operator revenue-share).
e D2C subscribers (direct).
e Enterprises (A2P/DLT messaging/CPaaSs).

e Regional/vernacular audiences.

5. Competition & Competitive Advantage

Landscape: other VAS/content providers, OTT/large content platforms, D2C apps & CPaaS/messaging players. The provider

competes on content/product quality, distribution (operator/D2C), retention, tech, compliance & niche/regional focus.

The business's edge

« Content/product quality & niche/regional.
o Distribution (operator tie-ups + D2C).

e CAC/LTV & retention.

o Technology/platform & scale.

o Compliance (consent/DLT) & trust.

6. Products & Revenue Model
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Operator revenue-share VAS Revenue-share (per sub/usage) Core (scale)

D2C subscription Subscription (higher margin) Margin/data
Enterprise A2P/DLT messaging (CPaaS) Per-message/volume B2B volume
Content licensing / syndication Licence/fee Margin
Ads / sponsorship Ad revenue Monetisation

Operator revenue-share gives scale (per subscriber/usage); D2C subscription is higher-margin & data-rich; enterprise
A2P/DLT messaging/CPaaS is B2B volume; licensing & ads add monetisation. Economics = subscribers/volume x revenue
(share or subscription) — content/tech — CAC; content/product, distribution, CAC/retention, tech & compliance drive it — the

decisive VAS levers (asset-light, digital).

7. Go-to-Market — Distribution & Growth

« Operator tie-ups (revenue-share, scale distribution).
o D2C growth (app/web/performance marketing).
o Enterprise messaging (A2P/DLT/CPaa$S BD).

Content/product & retention (engagement).

 Regional/niche & scale.

Sales approach

Distribute via operator tie-ups (scale) + D2C (margin/data) + enterprise messaging (B2B) — engage & retain
(content/product) — optimise CAC/LTV - scale subscribers/volume —= monetise (subscription/share/ads/licensing). Content,

distribution, retention & compliance build the business; the asset-light model scales digitally.

8. Operations Plan (content + tech, asset-light)

o Content/product: content creation/curation/licensing, product/UX, regional/vernacular.

e Technology: platform/delivery, billing (consent-based), analytics, integrations (operator/CPaaS).

o Distribution: operator integrations/revenue-share, D2C app/web, enterprise messaging.

o Compliance: TRAI/DLT/UCC/consent, content/IP, DPDP/data — consent-based billing (no unauthorised charging).

o Growth & retention: CAC/marketing, engagement, churn management.

Workflow

S P B
Create Content/product Quality/engagement
Distribute Operator/D2C/enterprise Reach/subscribers
Monetise Share/subscription/ads Revenue/ARPU
Retain Engagement/churn Retention/LTV

Comply DLT/consent/DPDP Compliance



9. Regulatory, Licences & Compliance (India)

o TRAIl/telecom VAS: VAS norms; consent-based billing (no unauthorised charging).
e Messaging: DLT registration; UCC/consent (A2P/enterprise).
o Content/data: content/IP & certification (where applicable); DPDP/data-privacy.

o General: company; GST; operator agreements.

10. Organisation & Manpower Plan

Founders / leadership

Content / product 5 10 17
Technology / platform 4 9 16
Partnerships (operator/enterprise) & growth 4 8 14

Compliance, finance & admin

11. Implementation Timeline & Milestones

Setup Month 0-3 Entity, content/platform, operator/DLT tie-ups, launch
Ramp Month 3-8 Distribution, subscribers/volume, retention, X5cr (ramp)
Traction Month 8-12 Subscribers & enterprise; monetisation

Expand Year 2 D2C/enterprise/regional, X10cr

Scale Year 3 X15cr revenue; content/subscriber base

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. VAS/content is asset-light (content/tech, low capex); operator revenue-share
+ subscription/D2C + enterprise messaging; content/tech & CAC are the costs; consent-compliance is essential (sector had

unauthorised-charging issues).

12.1 Project cost & means of finance

capital reqUirement _

Content development & licensing 30,00,000
Technology/platform & integrations 30,00,000

Working capital + CAC/marketing runway 30,00,000



Compliance (DLT), office & pre-operative 10,00,000

Total project cost 1,00,00,000

Promoter / angel contribution 65,00,000

Bank / WC finance (services) 35,00,000

12.2 Projected Profit & Loss (3 years)

_

Operator revenue-share VAS 2,50,00,000 4,50,00,000 6,50,00,000
D2C subscription 1,50,00,000 3,20,00,000 5,00,00,000
Enterprise messaging (A2P/DLT), licensing & ads 1,00,00,000 2,30,00,000 3,50,00,000
Content, licensing & delivery cost 1,50,00,000 2,90,00,000 4,20,00,000
Technology, platform & salaries 1,60,00,000 3,10,00,000 4,40,00,000
CAC/marketing & operator/partner cost 1,20,00,000 2,30,00,000 3,30,00,000
Overheads, compliance & interest 40,00,000 75,00,000 1,05,00,000

Total expenses 9,05,00,000 12,95,00,000

Net profit (before tax) 00,000 95,00,000 2,05,00,000

Net margin 6% 9.5% 13.7%

12.3 Unit economics & break-even

e Subscribers/volume x revenue — content/tech — CAC: operator revenue-share scales (per sub/usage, share to
operator); D2C subscription is higher-margin & data-rich; enterprise messaging is volume; content/tech are largely fixed,
so scale lifts margin.

o CAC/LTV & retention: D2C CAC vs. LTV/retention & operator-channel efficiency are the levers; content/product quality
& engagement drive retention; compliance (consent) protects trust & avoids penalties.

o Break-even: at a subscriber/volume threshold covering content/tech & CAC; margins expand with scale, D2C mix,

enterprise & retention.

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

PartiCUIars (¥) m‘mn

Opening balance 10,00,000 8,80,000 9,00,000 9,40,000
Revenue collections 95,00,000 1,20,00,000 1,38,00,000 1,47,00,000
Content/tech, CAC & operating 96,20,000 1,19,80,000 1,37,60,000 1,46,20,000

Closing balance 8,80,000 9,00,000 9,40,000 10,20,000

VAS/content is asset-light but content/tech- & CAC-led early; operator revenue-share has settlement lags. D2C retention/LTV,

operator-channel scale, enterprise-messaging volume, CAC efficiency & a WC line manage cash; the key risks are



consent/DLT-compliance (unauthorised-charging is a sector red flag), operator-dependence/revenue-share terms, CAC/churn

& content/competition — met with compliance, D2C/enterprise diversification, content & retention.

12.5 Key Performance Indicators to Monitor

e Scale: subscribers; enterprise volume; operator vs. D2C mix.
o Economics: ARPU; CAC/LTV; retention/churn; revenue-share/take.
o Content/product: engagement; content ROI; new launches.

o Compliance & finance: consent/DLT; net margin; content/tech cost.

13. Funding Requirement & Bankability

Total ask: 35 lakh bank/WC finance against 65 lakh promoter/angel contribution — for content/tech & CAC on an asset-
light base (D2C VAS often raises angel/VC). Fundability rests on content/product, distribution (operator + D2C + enterprise),
CAC/LTV/retention & compliance; India's digital-content/VAS growth supports demand. Year-1 profit ~X30 lakh growing to
X2.05 crore as scale & D2C/enterprise build; CAC/retention, distribution & content are key. Content, distribution, retention &

compliance underpin the model.

13.1 Funding utilisation

Content development & licensing 30,00,000 30%
Technology/platform & integrations 30,00,000 30%
Working capital + CAC/marketing runway 30,00,000 30%
Compliance (DLT), office & pre-operative 10,00,000 10%

1’00'00’000 100%

14. Risk Analysis & Mitigation

Consent/DLT compliance (unauthorised-charging red flag) Consent-based billing, DLT/UCC, transparency, no auto-charging
Operator dependence / revenue-share terms Diversify (D2C/enterprise), multiple operators, own audience
CAC / churn (D2C) Content/engagement, retention, LTV focus, efficient marketing
Content / competition (OTT/platforms) Niche/regional, quality, differentiation, enterprise

Technology / scale Platform, reliability, integrations, analytics

15. SWOT Analysis

Strengths Weaknesses

Asset-light & scalable; digital-content/VAS growth; operator Operator-dependence/revenue-share; CAC/churn (D2C);

scale + D2C margin + enterprise; content/tech; regional niche. compliance-sensitive (consent/DLT); content/competition.



Opportunities Threats

Regional/vernacular; D2C subscription; enterprise Regulatory (consent/DLT) tightening; operator/OTT competition;
A2P/DLT/CPaaS; data/5G; licensing/ads. CAC inflation; content cycles.

16. Recommended AiSevak Tools for This Business

This VAS/content provider would use AiSevak's Telecom vertical tools in delivery:
« Content & growth ops: content/product & distribution (operator/D2C), CAC/LTV/retention & ARPU, enterprise-
messaging/CPaas tools.

o Compliance & tech: DLT/UCC/consent-billing & DPDP, operator-integration & analytics tools (with Media & Legal

verticals).

o Practice: Business Plan, subscriber/ARPU/CAC-LTV and Break-even tools to model the business.

17. Key Assumptions & Notes

e Telecom VAS/content: value-added services & content via operator revenue-share + D2C subscription + enterprise

A2P/DLT messaging; asset-light digital; content/tech/distribution/retention-driven.

e Subscribers/volume x revenue — content/tech — CAC decisive; content/product, distribution (operator/D2C/enterprise),

CAC/LTV/retention, tech & compliance are the levers; scale lifts margin.

e Equity/angel + WC (content/tech/CAC); TRAIl/telecom-VAS, DLT/UCC/consent-billing (no unauthorised charging),
content/IP, DPDP.

e Content, distribution, CAC/retention, scale & compliance drive economics; figures illustrative, exclude GST; consent-

compliance is essential.

» Use these tools now — free on AiSevak

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

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