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1. Executive Summary

This plan sets out a Waterproofing & Structural-Repair Firm in India — a specialised applicator/contractor
providing waterproofing (terrace, basement, bathroom, external walls), structural repair & retrofitting (crack repair,
concrete restoration, injection grouting), protective coatings & anti-corrosion, with warranties, for buildings, societies,
industrial & infrastructure clients. It earns higher-margin specialised service revenue (labour + branded
chemicals/materials) on India's large repair-and-maintenance & new-build waterproofing need, monetising expertise,
warranty & the recurring nature of leakage/repair — a niche, expertise-, warranty- & service-margin-driven specialised

contracting business.

Waterproofing & structural repair is a large, recurring & often-underserved need in India — buildings leak, crack &
deteriorate (monsoon, ageing, poor original work), creating steady repair/retrofit demand alongside new-build
waterproofing. A specialised firm earns higher margins than general civil (expertise + branded systems + warranty) with
the key levers being technical expertise/diagnosis, applicator skill & quality, brand-chemical tie-ups (Dr. Fixit/Fosroc/Sika
etc.) & warranty, service reputation & repeat/referral. It is moderate-capex (labour + materials) with warranty/quality risk;

success rests on diagnosis/quality, warranty/trust, brand tie-ups & reputation.

This is an MSME specialised-contracting business — funded partly by the promoter and partly through bank finance (term
for equipment + CC/OD for working capital, under Mudra/CGTMSE). This plan models a firm requiring 35 lakh (312 lakh
promoter + %23 lakh bank finance), targeting 1.8 crore revenue in Year 1 and 3.5 crore by Year 3. (Waterproofing &

structural repair; niche/expertise-driven, higher-margin service + branded materials, warranty/reputation-led.)

2. Business Description, Vision & Legal Structure

Concept: A specialised waterproofing & structural-repair firm - terrace/basement/bathroom/external waterproofing,

crack/concrete repair, retrofitting, coatings - with diagnosis, quality application & warranty.
Vision: To be the trusted solution for leakage & structural-repair problems.

Mission: Diagnose & solve waterproofing/repair problems with quality, warranty & trust.

Legal structure options

¢ Proprietorship / Partnership — simplest for a small firm.

e LLP / Private Limited — recommended for scale, B2B/institutional & funding.

Regulatory anchor: a waterproofing/repair firm is a specialised applicator/contracting business — company/GST, labour
(BOCW/ESI/PF as applicable), safety (height/chemical), brand-chemical applicator authorisation/warranty, & contract/works
agreements (warranty, defect-liability). Technical diagnosis/quality, applicator skill, brand tie-ups & warranty, service

reputation & repeat determine success; niche, expertise- & warranty-driven with higher margins than general civil.

3. Promoter & Ownership

Led by a promoter with waterproofing/structural-repair, civil or applicator experience & technical knowledge. The team
includes technical/diagnosis experts, applicator crews (trained), supervisors, sales/BD & a manager. Diagnosis/quality,

applicator skill, brand tie-ups & warranty/reputation are the differentiators. Ownership & stakes are editable inputs.



4. Market Analysis — India

India has a large, recurring & often-underserved waterproofing & structural-repair need - buildings leak & deteriorate
from monsoon, ageing, poor construction & neglect - alongside new-build waterproofing demand. Societies,
homeowners, commercial, industrial & infrastructure clients seek reliable, warrantied solutions. The market rewards
technical diagnosis/quality, applicator skill, brand systems/warranty, reputation & repeat; it is quality-, warranty- &

trust-sensitive & fragmented (many unreliable players), met with expertise, quality, warranty & reputation.

Demand drivers

+ Leakage & deterioration (monsoon/ageing).
e Large repair-and-maintenance need.
o New-build waterproofing.

Societies/institutional & industrial.

¢ Warranty & quality demand.

Market sizing (illustrative framing)

TAM Waterproofing/repair in India Large & recurring
SAM Region & segment Substantial
SOM (Yr 1-3) Projects / jobs Scaling

Target segments

e Homeowners & societies (repair).
e Commercial & industrial buildings.
e Developers/builders (new-build).

o Infrastructure & institutional.

5. Competition & Competitive Advantage

Landscape: local waterproofing contractors (often unreliable), brand-authorised applicators, general civil contractors &
unorganised labour. The firm competes on diagnosis/quality, warranty, brand systems, reputation & reliability — in a trust-

deficit market.

The firm's edge

o Technical diagnosis & quality.
e Warranty & brand systems.
o Applicator skill & reliability.
 Reputation & repeat/referral.

e Trust in a trust-deficit market.
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6. Products & Revenue Model

Waterproofing (terrace/basement/etc.) Service margin (labour + materials, 25-40%) Core
Structural repair & retrofitting Higher-value specialised Margin
Protective & anti-corrosion coatings Margin Attach/industrial
New-build waterproofing (developers) Contract margin (volume) Volume
AMC / warranty & maintenance Recurring Annuity/trust

Waterproofing/repair earns higher margins than general civil (25-40% — expertise + branded materials + warranty);
structural repair & retrofitting are higher-value specialised; new-build brings volume; AMC/warranty adds annuity & trust.
Diagnosis/quality, applicator skill, brand tie-ups/warranty & reputation drive economics — the decisive waterproofing levers;

quality & warranty command premium & repeat.

7. Go-to-Market — Marketing & Sales

o Local & digital (Google/reviews — leakage is searched).
* Societies, builders & facility-managers (B2B).
 Brand-applicator & consultant tie-ups.

« Warranty, quality & reputation.

o Referrals & repeat.

Sales approach

Attract (local/digital — leakage searches, societies, builders) - diagnose & quote (technical trust) -» execute with quality &
branded systems — back with warranty — build reputation, AMC & referral. Diagnosis/quality, warranty, brand systems &

reputation build a repeat/referral-driven order book in a trust-deficit market.

8. Operations Plan

o Team & equipment: technical/diagnosis experts, trained applicator crews, equipment (injection, spray, surface prep),

brand-chemical materials.

e Process: inspection/diagnosis —» quote & solution design — surface prep & application (quality) — testing/QC — warranty

& handover - AMC/follow-up.
+ Quality & warranty: correct diagnosis, quality application, branded systems, testing, warranty backing (brand + firm).
e Tech: CRM/leads, quotes/job management, warranty tracking.

o Compliance: labour/safety (height/chemical), brand-applicator authorisation, GST.

Waterproofing workflow

_ Activity m

Diagnose Inspection/solution Conversion/accuracy

Prep Surface preparation Quality base



Apply Branded system Quality/application
Test/warrant QC/warranty Leak-free/warranty

Retain AMC/referral Repeat/reputation

9. Regulatory, Licences & Compliance (India)

Registration & tax: company/proprietorship; GST; Udyam.
Labour & safety: labour (BOCWY/ESI/PF as applicable); height & chemical safety; PPE.

Brand & warranty: brand-chemical applicator authorisation & warranty terms.

Contract: works/warranty agreements (defect-liability, warranty period).

10. Organisation & Manpower Plan (core; applicator crews part-variable)

Promoter / technical head

Technical/diagnosis & supervisors 3 5 8
Applicator crews 8 14 22
Sales/BD & estimation 2 4 6

Admin & support

11. Implementation Timeline & Milestones

Setup Month 0-2 Team, brand tie-ups, equipment, first jobs, launch
Ramp Month 2-7 Jobs, quality/warranty, societies/builders, reviews
Traction Month 7-12 Reputation & repeat; X1.8cr revenue

Grow Year 2 Structural repair, industrial, AMC, brand

Scale Year 3 %3.5cr revenue; region & reputation

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. Waterproofing/repair; higher-margin specialised service,

warranty/reputation-driven, moderate-capex.

12.1 Project cost & means of finance

capital reqUirement _



Equipment (injection/spray/prep) & tools 12,00,000

Working capital (materials/labour ahead of billing) 14,00,000
Office/setup, brand tie-ups & pre-operative 5,00,000
Marketing/launch & contingency 4,00,000
Promoter contribution 12,00,000
Bank finance (term + CC, Mudra/CGTMSE) 23,00,000

12.2 Projected Profit & Loss (3 years)

_

Waterproofing (repair & new-build) 1,25,00,000 1,90,00,000 2,30,00,000
Structural repair & retrofitting 40,00,000 75,00,000 95,00,000
Coatings, AMC & other 15,00,000 30,00,000 25,00,000
Materials (branded chemicals) & labour 1,17,00,000 1,92,00,000 2,27,00,000
Technical/supervisors & staff 28,00,000 42,00,000 54,00,000
Equipment, overheads & operations 18,00,000 28,00,000 34,00,000
Marketing, interest & other 9,00,000 15,00,000 18,00,000

1’72'00'000 2'77'00'000 3’33'00'000
Net profit (before tax) 8,00,000 18,00,000 17,00,000

Net margin 4.4% 6.1% 4.9%

12.3 Unit economics & break-even

« Higher-margin service: waterproofing/repair earns 25-40% gross (expertise + branded materials + warranty) — well
above general civil; structural repair & industrial coatings higher; diagnosis/quality protect margin & avoid costly

warranty rework.

o Warranty & quality: correct diagnosis & quality application are critical — warranty callbacks/rework erode margin &
reputation; brand systems & skill mitigate.

« Break-even: at a jobs/volume threshold covering technical staff & overheads; reached within Year 1 given recurring

demand; reputation & repeat lift over time.

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

Particulars (i) n Qz (monsoon) mn

Opening balance 4,00,000 4,10,000 4,25,000 4,50,000
Collections 40,00,000 50,00,000 44,00,000 46,00,000

Materials, labour & operating 39,90,000 49,85,000 43,75,000 45,40,000



Closing balance 4,10,000 4,25,000 4,50,000 5,10,000

Repair jobs are largely advance/on-completion cash (favourable); demand peaks pre/post-monsoon (leakage); materials &
labour are the main outflows. Quality (avoiding warranty rework), advances, receivable & CC discipline, plus contingency,

manage cash; warranty callbacks/rework & seasonality are the key risks — met with diagnosis, quality & brand systems.

12.5 Key Performance Indicators to Monitor

e Jobs: leads/conversion; job value; repeat/referral.
¢ Quality: warranty callbacks/rework %; leak-free rate; reviews/NPS.
¢ Margin: gross margin; material vs. labour; structural/industrial mix.

e Growth: societies/builders/AMC; reputation; seasonality management.

13. Funding Requirement & Bankability

Total ask: ¥23 lakh bank finance against 312 lakh promoter contribution — term loan for equipment + CC for working
capital, under Mudra/CGTMSE. Bankability rests on higher-margin specialised service, recurring demand, warranty/quality &
reputation; largely advance/on-completion cash & moderate capex reduce risk. Year-1 profit ~X8 lakh & growing supports

servicing; expertise, brand tie-ups & quality de-risk; warranty/rework discipline is key.

13.1 Funding utilisation

Working capital (materials/labour ahead of billing) 14,00,000 40%
Equipment (injection/spray/prep) & tools 12,00,000 34.3%
Office/setup, brand tie-ups & pre-operative 5,00,000 14.3%
Marketing/launch & contingency 4,00,000 11.4%

35'00'000

14. Risk Analysis & Mitigation

_ Mitigation

Warranty callbacks / rework Correct diagnosis; quality application; branded systems; skilled crews; QC
Trust-deficit sector / reputation Warranty, quality, reviews, brand tie-ups & transparency

Seasonality (monsoon peaks/troughs) New-build & industrial; AMC; off-season structural repair; planning
Applicator skill & availability Training; brand certification; retention; crews

Material cost & quality Brand tie-ups; genuine materials; pricing; procurement



15. SWOT Analysis

Strengths Weaknesses

Higher-margin specialised service; large recurring demand; Warranty/rework risk; trust-deficit sector; seasonality;
warranty/brand differentiation; moderate capex; advance cash; applicator-skill-dependent; reputation-critical.

repeat.

Opportunities Threats

Repair-and-maintenance & ageing buildings; structural retrofit; Unreliable competition & price; warranty claims; monsoon
industrial coatings; societies/AMC; brand partnership. seasonality; material inflation.

16. Recommended AiSevak Tools for This Business

This waterproofing firm would use AiSevak's Construction vertical tools in delivery:

o Service ops: CRM/leads & quotes, job/warranty-management, diagnosis/estimation and AMC/repeat tools.

o Compliance: labour/BOCW & height/chemical-safety, brand-applicator-authorisation/warranty and GST tools (with Legal

& Finance verticals).

o Practice: Business Plan, service-margin/warranty-cost and Break-even tools to model the firm.

17. Key Assumptions & Notes

o Waterproofing & structural-repair firm; terrace/basement/bathroom/external waterproofing + structural repair/retrofit +
coatings + new-build + AMC; higher-margin specialised service.

o Diagnosis/quality, warranty, brand-chemical tie-ups & reputation decisive in a trust-deficit market; warranty

callbacks/rework are the key margin risk.

Moderate-capex; term + CC (Mudra/CGTMSE); labour/BOCW & height/chemical safety, brand-applicator

authorisation/warranty, GST.

Quality, warranty, brand systems, reputation & repeat 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 Construction toolkit to browse and use them all at

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