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A PERFECT IDEA CAN CHANGE
EVERYTHING IN YOUR BUSINESS



I nd ia  has  a  d ivers i f ied  f inanc ia l  sector  undergo ing  rap id
expans ion ,  both  in  te rms of  s t rong growth  of  ex is t ing  f inanc ia l
serv ices  f i rms and new ent i t ies  enter ing  the  market .  The  sector
compr ises  commerc ia l  banks ,  i nsurance compan ies ,  non-bank ing
f inanc ia l  compan ies ,  co-operat i ves ,  pens ion  funds ,  mutua l  funds ,
and  other  smal le r  f i nanc ia l  ent i t ies .  The  bank ing  regu la tor  has
a l lowed new ent i t ies  such  as  payment  banks  to  be  created
recent ly ,  thereby  add ing  to  the  type of  ent i t ies  operat ing  in  the
sector .  However ,  the  f inanc ia l  sector  in  Ind ia  i s  p redominant ly  a
bank ing  sector  w i th  commerc ia l  banks  account ing  for  more  than
64% of  the  tota l  assets  he ld  by  the  f inanc ia l  system.

The Government  o f  Ind ia  has  in t roduced severa l  re forms to
l ibera l i ze ,  regu la te  and  enhance th is  indust ry .  The  Government
and Reserve  Bank  of  Ind ia  (RB I )  have  taken  var ious  measures  to
fac i l i ta te  easy  access  to  f inance for  M icro ,  Smal l ,  and  Medium
Enterpr ises  (MSMEs) .  These measures  inc lude launch ing  Cred i t
Guarantee  Fund Scheme for  MSMEs,  i ssu ing  gu ide l ines  to  banks
regard ing  co l la tera l  requ i rements ,  and  set t ing  up  a  Micro  Un i ts
Development  and  Ref inance Agency  (MUDRA) .  Wi th  a  combined
push  by  Government  and  pr i va te  sector ,  I nd ia  i s  undoubtedly
one of  the  wor ld 's  most  v ib rant  cap i ta l  markets .

Today 's  f inanc ia l  serv ices  organ isat ions  a re  concent ra t ing  on
d ig i ta l  t ransformat ion ,  convergence,  and  d is rupt ion  f rom a
var ie ty  o f  nont rad i t iona l  r i va ls  wh i le  a lso  sat is fy ing  increased
demands for  t rust  and  t ransparency  amid  broad regu la tory
reform.

Our  in ternat iona l  team of  bus iness  s t ra teg is ts ,  technolog is ts ,
and  thought  leaders  br ings  f resh  perspect ives  and  sector
exper t ise  across  bank ing  and  cap i ta l  markets ,  i nsurance,  and
weal th  and  asset  management  to  handle  th is  de l icate  ba lance of
concerns .  The  outcomes inc lude seamless  cooperat ion ,  c reat i ve
problem-solv ing ,  g round-break ing  per formance improvements ,
and  long- term weal th  deve lopment .

INTRODUCTION
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About Our
Company

MH BUSINESS CAPITAL  F INANCIAL  SERVICES PR IVATE
L IMITED is  a  Pr i va te  incorporated  on  09 November  2021 .  I t
i s  c lass i f ied  as  Non-govt  company  and is  reg is tered  a t
Reg is t ra r  o f  Compan ies ,  Mumba i .  I ts  author ized  share
cap i ta l  i s  Rs .  100 ,000 and i ts  pa id  up  cap i ta l  i s  Rs .  30 ,000.
I t  i s  i no lved in  Act i v i t ies  aux i l i a ry  to  f inanc ia l
in termedia t ion ,  except  insurance and pens ion  fund ing . [Th is
Group inc ludes  act i v i t ies  invo lved in  o r  c lose ly  re la ted  to
f inanc ia l  i n ter -med ia t ion  other  than  insurance and pens ion
fund ing  but  not  themselves  invo lv ing  f inanc ia l  i n ter -
med ia t ion] .

They  car ry  on  the  bus iness  of  p rov id ing  consu l tancy  or
adv isory  serv ices .  To  estab l ish  and  ma in ta in  agenc ies  or
appo in t  representat i ves ,  agents ,  canvassers ,  se l l i ng  and
purchase ,  exchange,  h i re ,  d is t r ibut ion  or  fo r  any  one or
more  of  the  ob jects  of  the  Company  and to  regu la te  and
d iscont inue  the  same.

A Brief Story About The Company
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By of fer ing  h igh-qua l i ty  yet
reasonably  pr iced sa les  and
serv ice  exper iences ,  we
hope to  earn  the  loya l ty  o f
our  c l ients .  We car ry  out  our
work  w i th  in tegr i ty ,  zea l ,  and
honesty .  We th ink  that  by
cont inuous ly  innovat ing  and
generat ing  va lue  for  a l l
s takeholders ,  bus inesses
may be  estab l ished at
breakneck  speed .

Our  miss ion  is  to  s impl i fy
l i festy le  by  of fer ing
except iona l  and  seamless
serv ice  suppor ted  by  the
most  cut t ing-edge techn ica l
in f rast ructure  ava i lab le .
Wi th in  the  next  f i ve  years ,  we
want  to  take  8% of  the  Ind ian
f inanc ia l  loan  market ,  w i th
the  potent ia l  to  grow much
more  based on  h is tor ica l
t rends  in  loan  growth .

Vision

Mission



THE PROBLEM

Feel ing  uncerta in  about  the  market  wi th  the  COVID-19
s i tuat ion

The fo l lowing  issues  ar ise  wi th  the  Pro ject  and  Personal  loan :

1 .

Today 's  uncer ta in  t imes  have  many  people  fee l ing  confused .
Th is  i s  why  people  have  h i red  Carneg ie  as  your  investment
adv isor ,  to  shepherd  your  assets  th rough  d i f f icu l t  t imes .  People
concern  themselves  w i th  the  economic  impact ,  so  people  don ' t
have  to .  By  u t i l i z ing  the i r  combined exper ience,  people  s t r i ve
to  make sure  every  c l ient  has  the  cor rect  ba lance th rough  th is
uncer ta in  per iod .  Reach  out  to  a  f inanc ia l  adv isor  to  d iscuss  the
concerns  or  par t icu la r  c i rcumstances  a t  th is  t ime .

2.  Mov ing  to  ass isted  l i v ing  or  a  ret i rement  home

After  people  a re  ret i red  for  a  few years ,  they  may  fee l  l i ke  they
have the i r  f i nances  down pat .  They  may  know the i r  month ly
expenses  and maybe even  have  pa id  of f  the i r  house .  When they
move to  an  ass is ted  l i v ing  fac i l i ty ,  emot ions  and  costs  tend to
change dramat ica l ly .  Sk i l led  care  can  be  very  expens ive .  So  a
f inanc ia l  adv isor  can  he lp  you  determine  ways  to  preserve  your
nest  egg for  as  long  as  poss ib le  dur ing  a  t rans i t ion  such  as  th is

3.  Star t ing  ret i rement
Many people  spend years  sav ing  for  re t i rement .  When
ret i rement  f ina l ly  comes,  i t  i s  a  more  s ign i f icant  t rans i t ion  than
many  people  rea l i ze .  People  may  be  mov ing  f rom the
accumulat ion  to  the  decumulat ion  phase .  A lso ,  the  safety  net  o f
a  paycheck  is  gone .  Ta lk ing  w i th  an  adv isor  a t  th is  t ime can
help  you  nav igate  the  cha l lenges  of  spend ing  too  much or
insecure  fee l ings  of  not  hav ing  enough .
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THE SOLUTION

MH BUSINESS CAPITAL FINANCIAL SERVICES PRIVATE LIMITED acts as a
consultancy service and acts as an advisor for Project Finance, Personal Finance,
and Loan Syndication. They also act as Marketing Agents for Banks.  

They do business as marketing representatives for banks, financial institutions,
and financial service providers. They provide consulting or advisory services
connected to project finance and personal finance.

The firm assists individuals and small businesses to handle and increasing their
wealth and assets. They perform several tasks for their clients ranging from
giving financial information and assisting in investing their money by looking at
their long and short-term goals.
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The s t ra tegy  consu l t ing  market  share  shou ld  r i se  by  USD 57 .76
bi l l ion  f rom 2022 to  2026 at  a  CAGR of  17 .40%

The g loba l  management  consu l t ing  serv ices  market  i s  expected
to  grow f rom $891 .88  b i l l ion  in  2021  to  $973.67  b i l l ion  in  2022
at  a  compound annua l  g rowth  ra te  (CAGR)  o f  9 .2%.  The  growth  is
ma in ly  due  to  the  compan ies  rear rang ing  the i r  operat ions  and
recover ing  f rom the  COVID-19  impact ,  wh ich  had  ear l ie r  led  to
rest r ic t i ve  conta inment  measures  invo lv ing  soc ia l  d is tanc ing ,
remote  work ing ,  and  the  c losure  of  commerc ia l  act i v i t ies  that
resu l ted  in  operat iona l  cha l lenges .  The  market  i s  expected to
reach  $1320.94 b i l l ion  i n  2026 at  a  CAGR of  7 .9%.

The management  consu l t ing  (MCS)  market  cons is ts  o f  the  sa les
of  MCS and re la ted  goods by  ent i t ies  (o rgan izat ions ,  so le
t raders ,  and  par tnersh ips )  that  p rov ide  a  range of  serv ices
prov id ing  adv ice  and  ass is tance on  organ izat iona l  p lann ing ,
f inanc ia l  budget ing ,  market ing  s t ra teg ies ,  human resource
pract ices ,  admin is t ra t ion  po l ic ies  and  product ion  and  log is t ics
schedul ing .  Such  serv ices  inc lude so lu t ions  for  admin is t ra t i ve
management  i ssues ,  s t ra teg ic  and  organ izat iona l  p lann ing ,
bus iness  process  improvement ,  human resource ,  and  personnel
po l ic ies ,  deve lop ing  market ing  p lann ing  and  s t ra tegy ,
product iv i ty  improvement ,  qua l i ty  assurance,  and  qua l i ty  cont ro l .

MARKET POTENTIAL
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OUR SERVICES

Pro ject  F inance .
Persona l  F inance .
Loan  Synd icat ion .
Market ing  Agents  Of  Banks .
F inanc ia l  Ins t i tu t ion .
F inanc ia l  Serv ice  Prov iders .

In  add i t ion  to  serv ing  as  an  adv iser  fo r  p ro ject  f inance,  persona l
f inance,  and  loan  synd icat ion ,  MH BUSINESS CAPITAL  F INANCIAL
SERVICES PR IVATE L IMITED a lso  prov ides  consu l t ing  serv ices .
They  a lso  serve  as  bank  market ing  representat i ves .

They  work  for  banks ,  f i nanc ia l  i ns t i tu t ions ,  and  f inanc ia l  serv ice
prov iders  as  market ing  agents .  They  of fer  adv is ing  or
consu l tancy  serv ices  re la ted  to  persona l  f i nance and pro ject
f inance .

The company  he lps  people  and  smal l  compan ies  manage and
grow the i r  wea l th  and  assets .  They  car ry  out  a  var ie ty  o f
serv ices  for  the i r  c l ients ,  f rom prov id ing  f inanc ia l  adv ice  to
a id ing  w i th  money  management  by  cons ider ing  both  long-  and
shor t - te rm ob ject i ves .

MH BUSINESS CAPITAL  F INANCIAL  SERVICES PR IVATE L IMITED
acts  as  an  adv isor  and  media tor  on  the  fo l lowing  top ics :

1 .
2 .
3 .
4 .
5 .
6 .
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KEY COMPETITORS

EXL Serv ice ,  a lso  known as  EXL  Serv ices  (NASDAQ:  EXLS) ,  i s  a
company  that  p rov ides  bus iness  process  outsourc ing  serv ices  to
g loba l  corporat ions .  The  company  prov ides  outsourc ing  serv ices
in  the  fo l lowing  a reas :  f i nance and account ing ,  lega l  p rocesses ,
t ransact ions ,  b i l l  co l lect ions  and  customer  serv ices .

EXL Data  and  Analyt ics  Serv ices

Tata  Consul tancy  Serv ices

TCS of fers  a  consu l t ing- led ,  cogn i t i ve -powered,  in tegrated
por t fo l io  o f  bus iness ,  technology ,  and  eng ineer ing  serv ices  and
solut ions .  Th is  i s  de l i vered  th rough  i ts  un ique  Locat ion
Independent  Ag i le™ de l i very  model ,  recogn ized as  a  benchmark  of
excel lence in  sof tware  deve lopment .

In fosys  is  a  g loba l  leader  in  next -generat ion  d ig i ta l  serv ices  and
consu l t ing .  We enable  c l ients  in  more  than  50 count r ies  to
nav igate  the i r  d ig i ta l  t ransformat ion

In fosys .

Page-1
M H  B U S I N E S S  C A P I T A L  F I N A N C I A L  S E R V I C E S
P R I V A T E  L I M I T E D

P A G E  0 7



REVENUE MODEL

Commissions from financial or insurance products you purchase through them are
paid to financial advisors. They get a commission for the product sold when the
clients invest money in a policy through a planner. Usually, as financial advisors
handle the money of clients, they charge 1% of the assets per annum
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Who is  th is  p roduct  fo r?

Target Audience

1 .  Companies  or  Employees in  Speci f ic  Industr ies
At  the  s ta r t ,  you  cou ld  of fer  f ree  counsel ing  to  people  ret i r i ng  in
the  next  few years  and  then  book  appo in tments .

When you  speak  w i th  potent ia l  customers ,  ask  about  the i r  wants
and needs .  By  tak ing  an  in terest  in  them,  you  w i l l  be  ab le  to
f igure  out  how to  bet ter  market  to  these ind iv idua ls .

Of  course ,  you  shou ld  use  th is  in format ion  to  market  to  those in
the  f ie ld  and  fo l low th rough  by  prov id ing  usefu l  and
knowledgeable  so lu t ions .  When you  do  so ,  you  w i l l  f i nd  that
your  c l ients  w i l l  te l l  o thers  about  the  serv ices  spec ia l i zed  for
employees  in  the i r  f ie ld  that  you  prov ide .

2.  Couples  With  Double  Income
Couples  w i thout  ch i ld ren  usua l ly  have  s ign i f icant ly  fewer
expenses  than  fami l ies .  That  means  they  have  more  money  to
indu lge  in  the i r  hobb ies .  However ,  many  couples  rea l i ze  that
they  a re  overspend ing  and  look  for  so lu t ions .
Of ten ,  the  best  t ime for  couples  to  save  is  before  they  have
ch i ld ren ,  hea l th  prob lems w i th  age ,  o r  o ther  unexpected
respons ib i l i t ies .
Couples  who want  to  have  ch i ld ren  shou ld  pr imar i l y  focus  on
sav ing  s ince  i t  w i l l  be  more  cha l leng ing  to  save  money  la ter  on .
As  a  f inanc ia l  adv isor ,  you  can  he lp  these couples  create
sav ings  for  the i r  ch i ld ren  or  re t i rement  wh i le  s t i l l  hav ing  the
c i rcumstances .
L ike ly ,  these couples  w i l l  cont inue  to  use  your  serv ices  even
af ter  the i r  c i rcumstances  change .  S ince  most  o f  these couples
are  young,  that  can  mean recur r ing  c l ients  for  years  to  come.
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Who is  th is  p roduct  fo r?

Target Audience

3.  Fami l ies  With  K ids
Once couples  have  ch i ld ren ,  they  qu ick ly  rea l i ze  that  they  have
less  money  to  save .  I ron ica l ly ,  i t  i s  p robably  one of  the  most
cruc ia l  t imes  for  couples  to  s ta r t  sav ing  i f  they  haven ’ t  a l ready .
Ra is ing  a  ch i ld  can  be  expens ive ,  w i th  the  cur rent  est imate
be ing  about  $233,610 ,  not  inc lud ing  co l lege tu i t ion .
Wi th  good reason ,  new parents  s ta r t  th ink ing  about  ch i ldcare
and hea l th  care  costs ,  l i fe  insurance,  emergency  sav ings ,  and
col lege tu i t ion .  I t  can  be  overwhelming  for  them to  do  th is
a lone ,  so  your  job  is  to  make th is  p rocess  eas ier  so  your  c l ients
can  focus  on  the i r  g rowing  fami ly .
I t ’ s  a lso  a  s ign i f icant  ta rget  market  because your  sat is f ied
c l ients  a re  bound to  recommend you  to  fami ly  members ,  f r iends ,
or  any  other  parents  they  meet

4.  Money in  Mot ion
There  a re  t imes  when c l ients  rece ive  money  in  a  w indfa l l ,  such
as  se l l i ng  a  bus iness  or  rece iv ing  an  inher i tance .  S ince  they
usua l ly  don ’ t  have  th is  amount  o f  money  to  manage,  they  fee l
overwhelmed and unsure  what  to  do  w i th  i t .
Many  t imes ,  i nd iv idua ls  who come in to  a  la rge  sum of  money
react  impuls ive ly  and  spend i t  e laborate ly .  As  a  f inanc ia l
adv isor ,  i t  i s  your  job  to  adv ise  people  on  in te l l igent ly  us ing  th is
money .  You  can  he lp  them weigh  the i r  opt ions ,  wh ich  may
inc lude buy ing  a  home,  open ing  a  bus iness ,  o r  pay ing  of f  loans .
Once you  he lp  these c l ients  make smar t  dec is ions ,  they  w i l l
l i ke ly  keep coming  back  to  you  for  adv ice  and  re ly  on  your
in te l l igence .  That  makes  i t  an  excel lent  market  fo r  obta in ing  a
steady  f low of  long- term c l ients .
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Value Proposition

In addition to serving as an adviser for project finance, personal
finance, and loan syndication, MH BUSINESS CAPITAL FINANCIAL
SERVICES PRIVATE LIMITED also provides consulting services. They
also serve as bank marketing representatives.

They work for banks, financial institutions, and financial service
providers as marketing agents. They offer advising or consultancy
services related to personal finance and project finance.

The company helps people and small companies manage and grow
their wealth and assets. They carry out a variety of services for their
clients, from providing financial advice to aiding with money
management by considering both long- and short-term objectives.
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Distinctive Notch
Through its sustainable Delivery Model, MH BUSINESS CAPITAL FINANCIAL
SERVICES PRIVATE LIMITED is renowned for providing quality to its clients. MH
BUSINESS CAPITAL FINANCIAL SERVICES PRIVATE LIMITED has a solid price to
value offering and is able to integrate technology with business goals as client
demands for value and return on investment in IT grow.

The firm provides extensive end-to-end business services in IT services,
software-based services, business consulting, and business process
management, among other consulting services. This makes it possible for MH
BUSINESS CAPITAL FINANCIAL SERVICES PRIVATE LIMITED to draw in businesses
from different sectors.
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Business Model
K E Y  P A R T N E R S

We  maintain positive relationship with Third Party Merchants, Payment
Providers, and traditional financial instotutions.

KEY ACTIVITIES

Our primary objective is to act as a mediator between Third party
Merchants, Payment Providers, and Financial Institutions and the client who
want to avail loan from them. We also act as the financial advisor or a
portfolio manager for people.

KEY RESOURCES

Clients can avail our service through our website. Our positive relationship
with the Third Party Merchants, Payment Providers, and traditional financial
institutions helps us in client acquisitions.

V A L U E  P R O P O S I T I O N S

In addition to serving as an advisor for project finance, personal
finance, and loan syndication. MH BUSINESS CAPITAL FINANCIAL
SERVICES PRIVATE LIMITED also provides consulting services. They
also serve as bank marketing representatives.
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Business Model
CUSTOMER
RELATIONSHIPS

We have strong working contacts with Third-Party Merchants,
Payment Providers, and traditional financial , which aids us in
acquiring new clients. We also keep in touch with each other via
social media channels.

CHANNELS

Our products are sold through our website.

C U S T O M E R  S E G M E N T S

Our target audience are Companies or Employees in Specific Industries,
Couples With Double Income, Families With Kids, and people who get a
huge amount of money by selling some big asset.

COST STRUCTURE

Our cost includes the cost for Business Operations and the cost given
to our partners.

REVENUE STREAMS

We earn revenue by online sales of our services through our website. 
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AIM TO SCALE UP 
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FUND UTILISATION
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FUND UTILISATION
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OUR TEAM

KIRTI DIGAMBAR
BHARAMBE

JOHNY UMRAOSINGH
PAWAR

NILESH MURLIDHAR
TONDALEKAR
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FB 134,  1ST FLOOR,  ABOVE
BIGBAZAAR,  H IGHSTREET MALL ,

KAPURBAUDI ,  THANE WEST –  400607



+91  9699979629
022 40131158



Businesscapi ta l f inance2205@gmai l .com

G E T  I N  T O U C H

P R O J E C T  R E P O R T  2 0 2 2

M H  B U S I N E S S  C A P I T A L
F I N A N C I A L  S E R V I C E S

P R I V A T E  L I M I T E D
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