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1. Executive Summary

This plan sets out a Water Conservation & Recycling business in India — designing and installing rainwater
harvesting systems, wastewater recycling and reuse plants, water-efficiency retrofits and metering ,
supported by water audits, groundwater-compliance advisory and long-term operation & maintenance

contracts for residential societies, commercial buildings, institutions and industrial clients.

This is the resource-efficiency model of the vertical, and it differs from every plan around it in one respect: elsewhere
in environment services the client is discharging an obligation, whereas here the client is offered a mix of compliance —
mandatory rainwater harvesting in building bye-laws, groundwater extraction restrictions, zero-liquid-discharge pressure —
and genuine cost saving. That second motive is what makes the sector attractive. It is also where most proposals in this

field become dishonest.

The question that decides whether this business works is whether the payback is real at the client's actual
water tariff — and very often it is not. Municipal water in most Indian cities is heavily subsidised and, for many
residential consumers, effectively unmetered. A client paying a nominal flat charge saves almost nothing measurable
by recycling, so a proposal promising a three-year payback "from water savings" is describing arithmetic the
client's own bill will not support. The savings case is genuine in a narrower set of situations: where the client buys
tanker water, where groundwater extraction is restricted or the borewell has failed, where industrial water is
metered at commercial rates, or where discharge itself is regulated. Tanker rates — not the municipal tariff — are
the honest benchmark. This plan therefore sizes the market to where water is genuinely expensive or genuinely

scarce, and sells compliance where it is not, rather than promising savings that will not appear.

This plan models a business requiring 1.4 crore (355 lakh promoter + %45 lakh term loan + X40 lakh working-capital
finance), moving from 3.4 crore revenue and an X8 lakh loss in Year 1 to X8.2 crore revenue and X1 crore profit
by Year 3, across roughly 200 systems and 480 million litres of water saved or recharged annually. (Water services; project

+ AMC annuity, tariff-dependent & monsoon-dependent — figures illustrative.)

2. Business Description, Vision & Legal Structure

Concept: A water conservation and recycling business — rainwater harvesting design and installation, wastewater
recycling and reuse systems, efficiency retrofits, leak detection and metering, water audits, groundwater-compliance

advisory, and O&M/AMC contracts across residential, commercial, institutional and industrial clients.
Vision: To build water systems that are still working in their fifth monsoon — not structures that satisfied an inspection and

silted up.

Mission: Measure before we promise, size for the dry year rather than the average one, and contract to maintain whatever

we install.

Legal structure options

¢ Private Limited — suits institutional and industrial contracting, municipal or PSU empanelment, and the balance sheet

required for performance-linked work.
e LLP — workable for an audit-and-advisory-led practice that subcontracts installation.

o Proprietorship — only for a small residential-society installation business.



Regulatory anchor: rainwater harvesting is mandatory under municipal building bye-laws in most states above
defined plot or built-up-area thresholds, and is a condition of building-plan approval and occupancy certification.
Groundwater extraction requires NOC from the Central Ground Water Authority or the state authority in
notified areas, with recharge and conservation conditions frequently attached. Recycled water reuse and zero-liquid-
discharge requirements arise under Pollution Control Board consent conditions for industry, and treated-water
quality for reuse must meet the standard applicable to the intended use. Establishment matters — factory, labour, GST,

shops — apply as for any contracting business.

3. Promoter & Ownership

Led by a promoter with water/environmental engineering, plumbing-services or MEP-contracting background. Two
competences decide outcomes: hydrological and hydraulic design judgement — sizing to catchment, rainfall reliability and
actual demand rather than to a rule of thumb — and installation supervision, since these systems are built into existing
buildings where quality of workmanship, not equipment choice, determines whether they function. The team combines
design engineers, site supervision, water auditors and an O&M service capability. Design honesty, installation quality,
measurement discipline & maintained-system track record are the differentiators. Ownership, equity & any partner are

editable inputs.

4. Market Analysis — India

Demand is driven by mandatory rainwater harvesting in building bye-laws, groundwater depletion and extraction
restrictions, tanker dependence in water-stressed cities, industrial water cost and discharge regulation, ZLD
requirements in specified sectors, and green-building certification. Demand is part regulatory and part economic —
and the two segments behave completely differently. The market rewards design honesty, measurement &

maintenance capability; it is tariff-dependent, monsoon-dependent and geographically uneven.

Demand drivers

« Mandatory rainwater harvesting in municipal bye-laws, tied to plan approval and occupancy certification.

o Groundwater depletion and CGWA restrictions in notified and over-exploited blocks.

« Tanker dependence in water-stressed urban pockets — where the economic case is genuinely strong.

¢ Industrial water cost and ZLD requirements, where water is metered at commercial rates and discharge is
regulated.

o Green-building certification and corporate water-stewardship commitments.

Market sizing (illustrative framing)

TAM Indian water conservation, harvesting & reuse spend Large
SAM Clients in genuinely water-scarce or metered-tariff locations Materially narrower
SOM (Yr 1-3) Systems installed & AMC base retained Scaling with reference sites

The SAM line deserves attention rather than being read past. It is tempting to treat all of urban India as addressable
because water stress is a national issue — but a business is not sustained by a national issue, it is sustained by clients whose

own economics justify the spend. The addressable market is where water is expensive to the buyer, not where it is



scarce to the country. Those overlap far less than sector commentary suggests, because subsidy severs the link
between scarcity and price — the cities with the most acute groundwater depletion frequently have the lowest municipal

tariffs. A promoter who sizes on national water stress will build a sales team for a market that does not convert.

Target segments

¢ Industrial clients — metered water at commercial rates, discharge regulation, and often ZLD obligation: the strongest
economics in the market.
« Commercial buildings, IT parks and hotels — large roof and paved catchment, metered supply, sustainability

reporting.

Residential societies — bye-law compliance plus, where tanker-dependent, real savings.
 Educational and healthcare institutions — large campuses, captive demand, budgets for capital works.

o Builders and developers — compliance-driven at approval stage; high volume, low loyalty, price-led.

5. Competition & Competitive Advantage

Landscape: plumbing and MEP contractors offering rainwater harvesting as an add-on, specialist water-technology firms at
the industrial end, packaged-STP suppliers, environmental consultancies doing audits without execution, and a large tail
of small contractors installing bye-law-compliance structures at the lowest possible cost That tail defines the

residential market and is not worth competing with on its own terms.

The business's edge

Honest sizing and payback — modelled on the client's actual tariff or tanker spend and on rainfall reliability, not on

optimistic averages.

Metering and verification — the savings are measured, which is what makes them believable and repeat-

purchasable.

O&M capability — a maintained system keeps working, which is the single biggest differentiator in a market littered

with abandoned installations.

Design-plus-execution — auditors who do not install lack feedback; installers who do not audit lack judgement.

Industrial and reuse competence — tertiary treatment and reuse work commands better margin than residential

harvesting and links to effluent-treatment capability.

6. Services & Revenue Model

RWH design & installation (rooftop + recharge) Per-project contract Volume (~42%)
Wastewater recycling & reuse systems Per-project / turnkey Best margin
Water audits & efficiency consultancy Per-audit fee Entry product
O&M contracts & AMC Annual recurring Annuity, growing to 12%
Efficiency retrofits, leak detection & metering Per-project / per-point Follow-on

The audit is the entry product and should be sold as one. It is small, fast, low-risk for the client, and it establishes the

two facts everything else depends on: what the client actually pays for water, and how much they actually use.



Both are routinely unknown to the client — buildings frequently cannot say what proportion of supply is municipal versus
tanker versus borewell. An audit that produces a real baseline converts into installation work at a far higher rate
than a cold proposal, and it protects the business from designing a system whose promised savings the client's own

consumption cannot deliver.

7. Go-to-Market — Compliance Buyers vs. Economic Buyers

The two demand segments require entirely different selling, and conflating them is the commonest commercial error in this

business.

Compliance buyers (bye-law, approval, NOC)

e Buy because they must; the decision is made at approval stage and is price-led with no interest in performance.

Sell on speed, documentation and approval certainty — not on savings.
e Accept the margin for what it is, and use these projects for volume, references and geographic density.

e Do not build the business's economics on this segment, and do not promise savings to it.

Economic buyers (tanker-dependent, metered, industrial)

e Buy because the arithmetic works; the decision is made on payback and is performance-sensitive and repeat-
generating.

e Sell through the audit — baseline first, proposal second.

e Meter the outcome and report it; verified savings generate the next project and the referral.

e This is where AMC attaches, where reuse systems sell, and where the margin lives.

Sales approach

Lead with paid water audits for economic buyers - convert to design-build with metered baselines —» attach AMC at
handover rather than selling it later —» take compliance-driven residential and developer work for volume and density,
priced accordingly — build industrial reuse and ZLD-support capability as the margin engine = publish verified savings from
reference sites, since in a market full of unsupported claims, measured results are the only credible marketing

asset available.

8. Operations Plan (audit, design, install, maintain)

Water audit: source-wise consumption mapping, tariff and tanker-spend baseline, leak and loss assessment, end-use
breakdown, and reuse potential.
e Design: catchment area, runoff coefficient, rainfall reliability rather than mean rainfall, storage versus recharge

split, demand matching, filtration, first-flush diversion, and percolation testing for recharge structures.

Installation: civil works, plumbing modification, filtration and pumping, storage, metering — largely retrofit work in

occupied buildings.

« Commissioning: flow testing, water-quality testing for reuse applications, meter baselining and handover
documentation.

¢ O&M: pre-monsoon cleaning, filter media replacement, recharge-pit desilting, pump servicing, quality testing and

consumption reporting.

o Verification: metered savings or recharge volumes reported to the client on a defined cycle.



Project cycle

m Activity m

Audit Baseline consumption & tariff Audit-to-project conversion
Design Sizing on reliable rainfall & real demand Design margin held
Install Civil, plumbing, filtration, metering Schedule & rework
Commission Flow & quality testing, baselining Handover acceptance
Maintain Pre-monsoon service & desilting AMC attach & renewal
Verify Metered savings / recharge reported Systems operating vs. installed

Two operational realities govern this business, and both are usually understated in proposals. The first:
rainwater harvesting yield is rainfall x catchment area x runoff coefficient, and it is seasonal, variable and —
in the year it matters most — low. A system sized on average annual rainfall underperforms badly in a deficient
monsoon, which is precisely the year the client expected it to help; sizing should therefore use a reliable-rainfall figure and
the client should be told the dry-year number, not the average one. The second: a harvesting structure installed for an
occupancy certificate and never maintained stops working within about two monsoons — the filter clogs, the
recharge pit silts, the first-flush diverter jams, and what remains is a compliant drawing over a non-functioning asset. This is
the identical failure mode seen with composting machines sold and abandoned, and it has the same remedy: sell the

outcome with maintenance attached, and track systems OPERATING rather than systems INSTALLED.

9. Regulatory, Licences & Compliance (India)

¢ Municipal building bye-laws: mandatory rainwater harvesting above defined thresholds; a condition of plan sanction

and occupancy certification, with the specification varying by city.

o Groundwater: CGWA / state authority NOC for extraction in notified areas, commonly with recharge, metering

and reporting conditions attached.

 Reuse quality: treated water must meet the standard applicable to its intended use — flushing, landscaping, cooling or
process — and cross-connection between potable and reuse lines is a serious health hazard, not a plumbing

detail; dual plumbing must be physically distinct and clearly marked.
o Pollution Control Board consent conditions for industrial clients, including discharge limits and any ZLD requirement.
e Contracting compliance: GST, labour and contract-labour obligations, workmen's compensation, and safety for work

at height and in confined spaces — underground tanks and sumps are confined spaces and have killed workers

in this trade; entry procedure is not optional.

o Structural and safety diligence where storage is added to existing buildings — a full tank is a substantial load.

10. Organisation & Manpower Plan

Promoter / managing director

Design & water engineers 8 13 19

Site supervisors & installation technicians 22 36 52



Water auditors & monitoring 5 8 12
O&M / AMC service team 7 13 20
Sales & business development 4 7 10

Admin, accounts & procurement

The O&M team grows nearly threefold against a 2.4x revenue increase — deliberately faster than the business.
Every installed system is a maintenance obligation and a renewal opportunity, and a service team sized behind the installed

base is how a company acquires a reputation for systems that stopped working.

11. Implementation Timeline & Milestones

Setup Month 0-4 Entity, team, tools & metering instruments, empanelments, first audits
Ramp Month 4-12 ~85 systems; X3.4cr revenue, X8L loss; AMC base begun

Grow Year 2 Industrial reuse work & AMC annuity; 35.65cr, 45L profit

Scale Year 3 X8.2cr revenue, X1cr profit; ~200 systems, ~480 ML/yr saved or recharged

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. Client tariff/tanker rate, rainfall reliability, segment mix, AMC attach rate &

material cost are the levers.

12.1 Project cost & means of finance

capital reqUirement _

Working capital (materials, WIP & receivables) 50,00,000
Installation equipment, tools & testing instruments 34,00,000
Vehicles & site mobilisation 18,00,000
Water-audit & monitoring technology (meters, loggers, dashboard) 16,00,000
Office, IT & workshop setup 12,00,000
Legal, certifications, empanelment & launch 6,00,000
Brand, technical content & business development 4,00,000
Promoter contribution 55,00,000
Term loan 45,00,000

Working-capital finance 40,00,000



12.2 Projected Profit & Loss (3 years)

_

RWH design & installation (rooftop + recharge) 1,42,00,000 2,25,00,000 3,10,00,000
Wastewater recycling & reuse systems 96,00,000 1,68,00,000 2,50,00,000
Water audits & efficiency consultancy 38,00,000 58,00,000 82,00,000
O&M contracts & AMC 34,00,000 62,00,000 1,00,00,000
Efficiency retrofits, leak detection & metering 30,00,000 52,00,000 78,00,000
Materials, equipment & subcontracted civil 1,78,00,000 2,91,00,000 4,14,00,000
Salaries (engineering, site, audit, O&M, admin) 82,00,000 1,12,00,000 1,52,00,000
Site, installation, travel & vehicle costs 32,00,000 44,00,000 60,00,000
Office, overheads, insurance & selling 26,00,000 34,00,000 44,00,000
Rectification, warranty & performance provision 12,00,000 17,00,000 24,00,000
Depreciation, interest & other 18,00,000 22,00,000 26,00,000

Net profit / (loss) before tax (8,00,000) 45,00,000 1,00,00,000

Net margin (2.4%) 8.0% 12.2%
Materials as % of revenue 52.4% 51.5% 50.5%
AMC as % of revenue 10.0% 11.0% 12.2%
Systems installed (cumulative in year) ~85 ~140 ~200
Water saved / recharged (million litres p.a.) ~180 ~320 ~480

12.3 Unit economics & break-even

o Segment mix drives margin far more than volume does: compliance-driven residential and developer harvesting
is price-led and thin, while industrial reuse and ZLD-support work carries the margin. Reuse grows from 28% to 30% of
revenue deliberately.

¢ AMC is the annuity and the reputation protector simultaneously: growing from 10% to 12.2% of revenue, it
earns recurring margin and keeps installed systems functioning — the two are not separate benefits.

e The audit is a cheap, high-conversion lead: paid, fast and low-risk to the client, and it produces the baseline
without which any savings promise is guesswork.

« Rework is the silent margin loss: these are retrofits into occupied buildings, where a leak or a wrongly-routed line
means returning to a live site — the warranty provision at ¥12-24 lakh is real, not notional.

o Break-even: reached in Year 2 as reuse work and the AMC base build. Margins expand with segment mix and AMC

share rather than with installation volume.



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

PartiCUIars (?) nmmn

Opening balance 50,00,000 32,00,000 18,00,000 8,00,000
Collections 70,00,000 76,00,000 82,00,000 88,00,000
Materials, subcontract, salaries & overheads 88,00,000 90,00,000 92,00,000 76,00,000

Closing balance 32,00,000 18,00,000 8,00,000 20,00,000

The seasonality here is unusual and works against the business. Demand concentrates in the pre-monsoon
months — clients want harvesting systems commissioned before the rain, and bye-law compliance is chased ahead of
occupancy — so a large share of the year's material purchase and site labour falls in a compressed window,
while retention and final payment follow after commissioning. Then the monsoon itself is the low season: civil work is
impeded and installation slows, yet salaries and vehicle costs continue. Two disciplines follow: structure milestone billing
on mobilisation and material delivery rather than on commissioning alone, so the pre-monsoon build is part-funded
by the client; and use the monsoon period for audits, AMC servicing and industrial reuse work, which are not
weather-blocked. A business that sells only rainwater harvesting has a genuinely seasonal revenue line; one that sells audits,

reuse and maintenance alongside it does not.

12.5 Key Performance Indicators to Monitor

o Performance: systems operating vs. systems installed; metered savings or recharge volume verified; dry-year
yield vs. design; AMC attach rate at handover and renewal rate.

e Mix: reuse and industrial share of revenue; compliance vs. economic-buyer split; audit-to-project conversion.

o Delivery: schedule adherence in the pre-monsoon window; rework and warranty cost as % of project value;
commissioning acceptance first time.

o Finance: milestone billing vs. commissioning-linked billing; retention outstanding; receivable days by segment

(developers slowest).

13. Funding Requirement & Bankability

Total ask: ¥45 lakh term loan plus 40 lakh working-capital finance against X55 lakh promoter contribution.
Equipment, vehicles and instruments provide security; MSME and CGTMSE routes suit the ticket. Three points a lender
should weigh. The revenue is part compliance-driven and part economics-driven, and the credit quality differs
sharply between them — compliance work is reliable in volume but thin and price-led, while the economic segment is
where margin and repeat business sit, so segment mix rather than order book is the better read. Working capital funds a
pre-monsoon concentration in which material purchase and site labour peak months before final collection, which argues
for a facility sized to the seasonal peak rather than the annual average. And the AMC base is the asset that is easy to
overlook: at 12% of revenue by Year 3 it is recurring, high-retention income that also protects the installed base from the
abandonment failure that damages reputations in this trade — a lender assessing durability should look at AMC renewal

rate before installation growth.

13.1 Funding utilisation

Working capital (materials, WIP & receivables) 50,00,000 35.7%



Installation equipment, tools & testing instruments

Vehicles & site mobilisation

Water-audit & monitoring technology

Office, IT & workshop setup

Legal, certifications, empanelment & launch

Brand, technical content & business development

34,00,000 24.3%
18,00,000 12.9%
16,00,000 11.4%
12,00,000 8.6%
6,00,000 4.3%
4,00,000 2.8%

1'40'00'000

14. Risk Analysis & Mitigation

_ Mitigation

Payback does not
materialise because

water is subsidised

Deficient monsoon —

yield far below design

Installed systems
abandoned and non-

functional

Price-led competition in
compliance-driven residential

work

Pre-monsoon demand
concentration & monsoon

slowdown

Cross-connection
between potable and

reuse lines

Rework in occupied buildings

Confined-space and

working-at-height fatality

Developer receivables &

retention delay

Reuse water failing quality

standard for its use

Baseline the client's actual tariff and tanker spend in the audit before proposing; benchmark
against tanker rates, not municipal tariff; sell compliance where the savings case is absent
rather than manufacturing one; concentrate sales effort where water is genuinely expensive to the

buyer

Size on reliable rainfall rather than mean; state the dry-year yield to the client explicitly at
proposal stage; combine harvesting with reuse and efficiency so the client is not dependent on

rainfall alone

Attach AMC at handover, not later; pre-monsoon service cycle; track systems OPERATING vs.

INSTALLED as a headline metric; O&M team grown ahead of the installed base

Accept thin margin for volume and density; do not fund the business on this segment; differentiate

on documentation and approval certainty

Milestone billing on mobilisation and material delivery; use monsoon months for audits, AMC and

industrial reuse work; WC facility sized to seasonal peak

Physically distinct, clearly marked dual plumbing; commissioning test protocol; treated as a health

hazard, not a plumbing detail
Pre-installation survey and structural check; warranty provision funded at 3.5% of revenue;
experienced site supervision

Formal entry procedure for tanks and sumps, gas testing, standby attendant, height safety, training

and insurance — this trade has killed workers in exactly these situations

Cap developer share of order book; retention tracked as a separate asset; staged billing with

mobilisation advance

Design to the applicable end-use standard; commissioning quality testing; O&M contract covering

periodic testing



15. SWOT Analysis

Strengths

Dual demand — regulatory mandate plus genuine cost saving in
the right segments; AMC annuity growing to 12% of revenue;
audit as a cheap high-conversion entry product; design-plus-
execution gives judgement that audit-only firms lack; measured

savings are a credible differentiator in a claim-heavy market.

Opportunities

Tightening groundwater extraction restrictions and CGWA
conditions; ZLD requirements spreading across industrial
sectors; corporate water-stewardship and green-building
certification; tanker-dependent urban pockets where economics
are compelling; large installed base of abandoned systems

available for revival contracts.

Weaknesses

Savings case collapses where municipal water is
subsidised or unmetered; monsoon-dependent yield and pre-
monsoon demand concentration; retrofit rework risk in occupied
buildings; thin margin in the large compliance segment;

working capital peaks months before collection.

Threats

Continued water subsidy suppressing the savings case; low-cost
contractors commoditising bye-law compliance; a run of
deficient monsoons discrediting harvesting generally; client
disillusionment from earlier failed installations; regulatory

enforcement of RWH mandates remaining nominal.

16. Recommended AiSevak Tools for This Business

This water conservation business would use AiSevak's Environment vertical tools in operations:

o Audit & design: water-audit baseline templates, tariff and tanker-spend calculator, catchment and yield sizing with

reliable-rainfall input, payback modelling.

 Performance: systems-operating-vs-installed register, metered savings and recharge tracking, dry-year yield vs.

design comparison.

e Service: AMC attach and renewal tracking, pre-monsoon service scheduler, water-quality testing log.

¢ Finance: milestone billing and retention tracking, seasonal working-capital planning, segment-mix margin analysis (with

Finance vertical).

e Practice: Business Plan, break-even and project-costing tools to model the business.

17. Key Assumptions & Notes

o Water conservation & recycling: RWH design/installation, wastewater recycling & reuse, water audits, efficiency

retrofits/leak detection/metering, groundwater-compliance advisory and O&M/AMC; residential, commercial, institutional

and industrial clients.

THE RESOURCE-EFFICIENCY MODEL OF THE VERTICAL — the only plan here where the client's motive is

partly GENUINE COST SAVING rather than discharging an obligation. That is what makes it attractive and also

where most proposals in this field become dishonest.

THE QUESTION THAT DECIDES WHETHER THE BUSINESS WORKS: IS THE PAYBACK REAL AT THE CLIENT'S

ACTUAL WATER TARIFF — AND VERY OFTEN IT IS NOT. Municipal water is heavily subsidised and for many

residential consumers effectively unmetered, so a client paying a nominal flat charge saves almost nothing

measurable and a proposal promising a 3-year payback "from water savings" is describing arithmetic the

client's own bill will not support. The case is genuine in a NARROWER set: tanker-water buyers, restricted-

groundwater/failed-borewell sites, industrial water metered at commercial rates, and regulated discharge
TANKER RATES — NOT THE MUNICIPAL TARIFF — ARE THE HONEST BENCHMARK.



SIZE THE MARKET TO WHERE WATER IS EXPENSIVE TO THE BUYER, NOT WHERE IT IS SCARCE TO THE
COUNTRY — those overlap far less than sector commentary suggests because SUBSIDY SEVERS THE LINK
BETWEEN SCARCITY AND PRICE, and the cities with the most acute groundwater depletion frequently have the
lowest tariffs. A promoter who sizes on national water stress builds a sales team for a market that does not convert.
TWO DEMAND SEGMENTS THAT MUST NOT BE CONFLATED — COMPLIANCE BUYERS (bye-law/approval/NOC)
buy because they must, are price-led, care nothing for performance: take them for volume/density/references, price
accordingly, and do NOT promise them savings or build the economics on them; ECONOMIC BUYERS (tanker-
dependent, metered, industrial) buy on arithmetic, are performance-sensitive and repeat-generating — sell them
through the AUDIT (baseline first, proposal second), meter the outcome, and that is where AMC attaches and margin
lives.

YIELD IS RAINFALL x CATCHMENT x RUNOFF COEFFICIENT AND IS LOW IN THE YEAR IT MATTERS MOST— a
system sized on AVERAGE annual rainfall underperforms badly in a deficient monsoon, precisely when the client
expected help = size on RELIABLE rainfall and state the DRY-YEAR vyield explicitly at proposal stage.

A STRUCTURE INSTALLED FOR AN OCCUPANCY CERTIFICATE AND NEVER MAINTAINED STOPS WORKING
WITHIN ~TWO MONSOONS (filter clogs, recharge pit silts, first-flush diverter jams) leaving a compliant drawing over a
non-functioning asset — the identical failure mode to composting machines sold and abandoned, with the
same remedy: sell the OUTCOME with maintenance attached and track SYSTEMS OPERATING vs SYSTEMS
INSTALLED. O&M team grown ~3X against 2.4x revenue, deliberately faster than the business.

SEASONALITY WORKS AGAINST THE BUSINESS: demand concentrates PRE-MONSOON (systems wanted
commissioned before the rain) so material purchase and site labour peak in a compressed window while retention/final
payment follow commissioning — then the monsoon itself is the LOW season as civil work is impeded while salaries
continue. -» Milestone-bill on mobilisation and material delivery, not commissioning alone, and use monsoon
months for audits, AMC and industrial reuse work, which are not weather-blocked.

Safety and health are not incidental: cross-connection between potable and reuse lines is a HEALTH HAZARD
not a plumbing detail (physically distinct, clearly marked dual plumbing), and underground tanks/sumps are
CONFINED SPACES that have killed workers in this trade — formal entry procedure, gas testing, standby
attendant. X1.4cr, ~85-200 systems, ~180-480 ML/yr saved or recharged, rev 3.4-8.2cr. Figures illustrative, exclude
GST.

» Use these tools now — free on AiSevak

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

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

