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1. Executive Summary

This plan sets out a Self-Drive & Vehicle Rental Business in India — a fleet of cars (& optionally two-wheelers)
rented on self-drive short-term (hourly/daily/weekend) & long-term/subscription (monthly) basis to consumers &
corporates, via an app/website & aggregator platforms, with insurance, GPS/telematics & doorstep delivery. It earns
rental revenue on fleet utilisation, monetising India's mobility, travel & try-before-buy demand & the asset-light
preference to rent over own — an asset-heavy, utilisation-, fleet-financing- & damage/insurance-driven mobility

business.

India's self-drive & vehicle-rental market is growing with travel/leisure demand, urban mobility, weekend getaways, the try-
before-buy trend & a shift from owning to accessing vehicles, alongside vehicle-subscription growth. A rental business earns
per-day/monthly rentals on its fleet, with the key levers being fleet utilisation (rented days/total days), rental yield, fleet-
financing cost, damage/insurance & maintenance management, & residual value at fleet-refresh. It is asset-heavy &

utilisation-driven with damage & residual risk; success rests on utilisation, yield, cost/damage control & fleet financing.

This is an asset-heavy mobility business — funded by promoter equity plus vehicle/fleet finance (bank/NBFC against the
fleet) + CC for working capital. This plan models a rental fleet requiring ¥2 crore deployed (X55 lakh promoter + X1.45
crore fleet finance), targeting 1.6 crore revenue in Year 1 and 3.5 crore by Year 3 as the fleet & utilisation grow.

(Vehicle rental; self-drive short+long-term, asset-heavy, utilisation-/fleet-financing/damage-driven.)

2. Business Description, Vision & Legal Structure

Concept: A self-drive & vehicle rental business - short-term (hourly/daily/weekend) & long-term/subscription (monthly) - via
app + aggregators, with insurance, telematics & doorstep delivery.
Vision: To make convenient, affordable self-drive mobility accessible.

Mission: Deliver reliable, well-maintained, hassle-free rental vehicles with great service.

Legal structure options

¢ Private Limited / LLP — recommended (for fleet finance, app, insurance & scale).

e Proprietorship / Partnership — possible for a small fleet, limits finance/scale.

Regulatory anchor: self-drive rental operates under a Rent-a-Cab / self-drive scheme (permits vary by state;
commercial/rent-a-cab licence & often "black-plate self-drive" registration), RTO registration & permits, motor insurance
(commercial/rental), Shops & Establishments/company, GST, telematics/DPDP (data), & user KYC/agreements &
damage/security-deposit terms. Fleet utilisation, rental yield, fleet-financing cost, damage/insurance & maintenance,

residual value & distribution (app/aggregators) determine success; asset-heavy & utilisation-driven.

3. Promoter & Ownership

Led by a promoter with mobility/rental, fleet, tech or business experience. The team includes fleet operations &
maintenance, bookings/CX, damage/claims, tech (app/telematics) & delivery. Utilisation, fleet/damage management,

service & distribution are the differentiators. Ownership & stakes are editable inputs.



4. Market Analysis — India

India's self-drive & vehicle-rental market is growing, driven by travel/leisure & weekend getaways, urban mobility, the
try-before-buy trend, own-to-access shift, tourism & vehicle subscription. Consumers & corporates increasingly rent
over own for flexibility & cost. The market rewards fleet utilisation, yield, service/reliability, distribution (app +
aggregators) & damage/cost control; it is utilisation-, asset- & damage-sensitive & competitive (Zoomcar/Revv-type &

local), met with utilisation, service, distribution & cost discipline.

Demand drivers

o Travel/leisure & weekend getaways.

« Urban mobility & own-to-access shift.
o Try-before-buy & flexibility.

e Tourism & corporate mobility.

¢ Vehicle subscription growth.

Market sizing (illustrative framing)

TAM Self-drive/rental & subscription in India Large & growing
SAM City/tourism & corporate demand Substantial
SOM (Yr 1-3) Fleet & rental days Scaling

Target segments

o Leisure & weekend travellers.
o Urban mobility & try-before-buy.
e Tourists & outstation.

e Corporate & long-term/subscription.

5. Competition & Competitive Advantage

Landscape: self-drive platforms (Zoomcar/Revv/MyChoize), local rental operators, subscription players & taxi/ride-hail

(adjacent). The business competes on fleet quality/reliability, utilisation, service, distribution (app/aggregators) & pricing.

The business's edge

o Fleet quality & reliability.

o Utilisation & yield management.

e Service, delivery & app/telematics.

o Distribution (own app + aggregators).

« Damage/cost control.

6. Products & Revenue Model
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Short-term self-drive (hourly/daily/weekend) Per-day rental (higher yield) Core/utilisation

Long-term / subscription (monthly) Monthly rental (steady) Base utilisation
Corporate & outstation Contract/package Base/volume
Insurance, delivery & add-ons Fee Ancillary
Damage recovery / security deposit Recovery Risk offset

Short-term rentals give higher per-day yield but need demand/utilisation; long-term/subscription & corporate give steadier
base utilisation. The master metric is fleet utilisation (rented days =+ available days) x yield against fleet-
financing/depreciation. Utilisation, yield, damage/maintenance cost & residual value drive economics — the decisive rental

levers; utilisation & damage control are central.

7. Go-to-Market — Marketing & Sales

« Own app/website + aggregators (distribution).
« Digital & travel/leisure marketing.

o Corporate & subscription (base utilisation).

« Reviews, trust & service.

« Repeat & loyalty.

Sales approach

Drive bookings via own app + aggregators + digital (leisure/weekend) — build base utilisation with corporate/subscription -
deliver reliable, well-maintained vehicles & service - manage damage/deposits — retain via trust, service & loyalty.

Utilisation (short-term yield + long-term base) x cost/damage control builds returns on the fleet.

8. Operations Plan

o Fleet & finance: well-chosen fleet (financed), registration/permits, commercial insurance, telematics/GPS, maintenance

network.

e Process: book (app/aggregator) - KYC & agreement/deposit - deliver/handover (inspection) - rental - return &

inspection (damage) -» maintenance & turnaround.

o Utilisation & damage: yield/utilisation management, maintenance & turnaround (minimise downtime), damage

inspection/recovery, insurance/claims.

o Tech: booking app/website + aggregator integration, telematics/GPS, fleet & maintenance management,

KYC/payments.

o Compliance: rent-a-cab/self-drive permit, RTO/registration, commercial insurance, DPDP (telematics), KYC/agreements.

Rental workflow

N P By
Book App/aggregator/KYC Bookings/utilisation
Handover Deliver/inspect Condition/deposit

Rent Usage (telematics) Yield/rented days



Return Inspect/damage Damage recovery

Turnaround Clean/maintain Downtime/uptime

9. Regulatory, Licences & Compliance (India)

Permits & vehicle: Rent-a-Cab / self-drive scheme permit (state-varying; self-drive registration); RTO registration &

permits.

¢ Insurance & risk: commercial/rental motor insurance; user KYC, rental agreements, security deposits & damage terms.

Business & data: Pvt Ltd/LLP; Shops & Establishments; GST; PAN/TAN; telematics/DPDP (data).

Platform: aggregator terms; consumer-protection & disputes.

10. Organisation & Manpower Plan

Promoter & leadership

Fleet ops, delivery & handover 5 9 15
Maintenance & damage/claims 3 5 8
Bookings/CX & corporate sales 3 5 8
Tech & admin

11. Implementation Timeline & Milestones

Setup Month 0-3 Fleet, permits/insurance, app/aggregators, telematics, launch
Ramp Month 3-9 Utilisation, corporate/subscription, service, reviews

Traction Month 9-12 Utilisation & yield; X1.6cr revenue

Grow Year 2 Fleet, cities, subscription, damage/cost control

Scale Year 3 X3.5cr revenue; fleet & utilisation scale

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. Vehicle rental; asset-heavy, utilisation-/yield-driven, damage- & fleet-

financing-sensitive.

12.1 Project cost & means of finance

capital reqUirement _



Fleet vehicles (largely financed) 1,65,00,000

Telematics, app/tech & setup 15,00,000
Permits, insurance & pre-operative 10,00,000
Working-capital / maintenance buffer 10,00,000
Promoter contribution 55,00,000
Fleet / vehicle finance (bank/NBFC) + CC 1,45,00,000

12.2 Projected Profit & Loss (3 years)

_

Short-term self-drive 95,00,000 1,55,00,000 2,00,00,000
Long-term / subscription & corporate 55,00,000 95,00,000 1,35,00,000
Insurance, delivery, add-ons & damage recovery 10,00,000 20,00,000 15,00,000
Depreciation (fleet) 45,00,000 72,00,000 92,00,000
Interest (fleet finance) 17,00,000 26,00,000 32,00,000
Maintenance, insurance & fuel/ops 45,00,000 75,00,000 98,00,000
Salaries, tech & marketing/aggregator 45,00,000 72,00,000 95,00,000

1’52'00’000 2’45'00'000 3’17'00'000
Net profit (before tax) 8,00,000 25,00,000 33,00,000
9

Net margin 5.0% 9.3% 4%

12.3 Unit economics & break-even

o Utilisation x yield: the master lever — revenue = rented days (utilisation) x per-day yield; against fixed depreciation

+ interest + fixed ops, utilisation is decisive (short-term high-yield + long-term base).

« Damage & residual: damage/maintenance cost & downtime erode returns (deposits/insurance offset); residual value

at fleet-refresh affects lifecycle economics.

« Break-even: at a utilisation threshold (~50-60%) covering depreciation + interest + ops; above it incremental rentals

are profitable — utilisation, yield & damage control decisive.

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

Particulars (i) nmmn

Opening balance 10,00,000 9,20,000 9,10,000 9,30,000
Rental collections (+ deposits float) 34,00,000 40,00,000 44,00,000 48,00,000
Interest, maintenance, ops & operating 34,80,000 40,10,000 43,80,000 47,40,000

Closing balance 9,20,000 9,10,000 9,30,000 9,90,000



Rentals are prepaid/immediate (app/aggregator — favourable) with security-deposit float; fleet capex is financed &
interest/maintenance/depreciation are ongoing. Utilisation, yield, damage recovery/deposits, maintenance & the buffer
manage cash; low utilisation, damage/downtime & residual risk are the key exposures — met with distribution, corporate

base, damage control & fleet-refresh discipline.

12.5 Key Performance Indicators to Monitor

o Utilisation: fleet utilisation %; rented days; yield/day.
e Mix: short-term vs. long-term/subscription; corporate share.
e Cost/risk: maintenance/vehicle; downtime; damage recovery; insurance/claims.

o Lifecycle: residual value; fleet age/refresh; interest cost.

13. Funding Requirement & Bankability

Total ask: ¥1.45 crore fleet/vehicle finance (against the fleet) + CC, plus %55 lakh promoter contribution. Bankability
rests on utilisation, yield, damage/cost control & the fleet as collateral (vehicle finance is standard); corporate/subscription
base de-risks utilisation. Year-1 profit ~X8 lakh scaling to X33 lakh; utilisation, damage & residual are the key diligence

areas — distribution, corporate base & discipline de-risk. Prepaid rentals & deposit float aid cash.

13.1 Funding utilisation

Fleet vehicles (largely financed) 1,65,00,000 82.5%
Telematics, app/tech & setup 15,00,000 7.5%
Permits, insurance & pre-operative 10,00,000 5%
Working-capital / maintenance buffer 10,00,000 5%

2’00’00'000 100%

14. Risk Analysis & Mitigation

Low utilisation Own app + aggregators; corporate/subscription base; yield/pricing; distribution
Damage / theft / misuse KYC, deposits, insurance, telematics/GPS, inspection & recovery

Maintenance cost & downtime Maintenance network; turnaround; preventive; fleet quality

Residual value / fleet-refresh Fleet-refresh discipline; remarketing; asset mix

Cost of capital / interest Matched fleet finance; utilisation; yield; cost control



15. SWOT Analysis

Strengths Weaknesses

Growing self-drive/access demand; prepaid cash + deposit Asset-/finance-heavy; utilisation-dependent; damage/downtime
float; corporate/subscription base; telematics; asset-backed. & residual risk; competition; permit-varying.

Opportunities Threats

Own-to-access & subscription; tourism/leisure; corporate; EV Utilisation shortfalls; damage/theft; residual falls; competition &
rental; multi-city; aggregators. ride-hail; rate rises.

16. Recommended AiSevak Tools for This Business

This vehicle-rental business would use AiSevak's Automotive vertical tools in delivery:
« Rental ops: booking-app/aggregator & KYC, utilisation/yield-management, telematics/damage & fleet-maintenance
tools.

o Compliance: rent-a-cab/self-drive-permit & RTO, commercial-insurance & agreements/deposits, DPDP (telematics) and

GST tools (with Legal & Finance verticals).

o Practice: Business Plan, utilisation/yield-economics and Break-even tools to model the fleet.

17. Key Assumptions & Notes

Self-drive & vehicle rental; short-term (high-yield) + long-term/subscription + corporate; via own app + aggregators;

asset-heavy.

Fleet utilisation x yield is the master lever against depreciation + interest + ops; damage/maintenance & residual value

are key risks.

Largely fleet-financed (bank/NBFC) + CC; rent-a-cab/self-drive permit (state-varying), RTO, commercial insurance,
KYC/deposits, DPDP (telematics).

Utilisation, yield, damage/cost control & residual drive economics; figures illustrative, exclude GST.

» Use these tools now — free on AiSevak

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

https://aisevak.in/verticals/automotive — 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. Al-powered business services for India. This is Al-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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