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Invoice SaaS

A GST-native, WhatsApp-first invoicing and receivables tool for the 17 million Indian
micro-businesses still working from Excel and paper.

Category Set 1 - Global SaaS

Customer Indian micro-businesses (m 0-5 crore turnover): freelancers, consultants, agencies, traders,
professional services

Monetisation Freemium - m399/mo Starter -~ m999/mo Pro - m2,499/mo Agency
Build effort Low
Plan version v1.0 — 2026-05

Executive Summary

Invoice SaaS is a focused billing, GST-filing-friendly, and receivables tool built for the ~17 million Indian
micro-businesses (turnover below m5 crore) who currently invoice through Excel templates, Word
documents, WhatsApp PDFs, and the occasional handwritten bill. The global invoicing market is dominated
by Zoho Books, QuickBooks, FreshBooks, and Xero — none of which fit the workflow of a freelance designer
in Bengaluru chasing a m45,000 payment from a client who pays in 90 days, or a two-person consulting firm
in Mumbai trying to file quarterly GST without hiring a chartered accountant.

The product is intentionally narrow: send a beautiful invoice in under 60 seconds; share it via WhatsApp with
a one-tap UPI payment button embedded; track who has paid, who is late, and chase the late ones
automatically through a polite-then-firm WhatsApp + email sequence; produce a GST-compliant export at
quarter end. It is not a full accounting platform, and that focus is the wedge.

Pricing is structured for India: a free tier for users sending under 5 invoices a month, m 399/month for the
active freelancer, m999/month for the small agency or consulting firm with multiple invoicers, and
m 2,499/month for a multi-user agency tier. Year-1 target: 6,000 paying users generating m 3.6 crore ARR at
month 12 on a cost base of m70 lakh. The wedge against Zoho Books (the closest competitor at
m 749/month) is a ruthlessly simpler product, a true WhatsApp-first send-and-collect flow, and a price 50%
lower at the entry tier.

Confidential business plan — for evaluation only



Invoice SaaS — Business Plan Page 2 of 5
The Problem

An Indian freelance graphic designer or independent consultant invoices, on average, eight to twenty times a
month. The act of creating an invoice today consists of: opening a Word template inherited from a senior,
manually changing the date and amount, exporting to PDF, attaching to a WhatsApp message, and then
beginning the awkward and indefinite process of asking the client when the payment will arrive. The median
Indian B2B payment cycle for freelancers and small services firms is 47 days; the long tail is 90-180 days. A
material fraction of invoices are simply never paid.

The receivables problem is the single largest financial pain point in the Indian micro-business segment,
larger than tax compliance, larger than marketing, larger than hiring. A freelancer earning m6 lakh a year
typically has m80,000-1.5 lakh outstanding at any moment, and the emotional and time cost of chasing it is
significant.

Existing tools fail in three ways. Excel and Word templates produce invoices but do nothing about collection.
Zoho Books, the dominant player, is built for businesses that already think of themselves as 'real' companies
with accountants and chart-of-accounts knowledge; its onboarding is too heavy for a one-person operation.
QuickBooks, Xero, and FreshBooks are Western products that mishandle GST and have no native UPI or
WhatsApp integration. The result is a market of 17 million micro-businesses paying nothing today for a
problem that is materially hurting their cash flow.

The Solution

The product is a web and mobile app organised around a single primary flow: create invoice - send via
WhatsApp with embedded UPI link — track payment — auto-chase if late. The first invoice can be created in
under a minute by a first-time user who has never seen the product before. There is no chart of accounts to
set up, no client onboarding flow, no journal entries.

Three features define the wedge. First, WhatsApp-native sending: the invoice goes out as a styled card
preview in WhatsApp with a one-tap 'Pay now' button that launches the client's UPI app pre-filled with
amount and reference — collection rates on tested pilots are 40% higher than PDF-attachment invoices
because the friction is so much lower. Second, auto-chase: if the invoice is not paid by due date, a polite
WhatsApp message goes out automatically on day +1, a firmer one on day +7, and an escalation template
on day +21. The user does not have to remember or write any of these. Third, GST-export: a one-click
export at quarter end produces the exact GSTR-1 and GSTR-3B-ready files that a CA can file directly,
eliminating the need for parallel bookkeeping.

The Pro tier adds recurring-invoice automation (for retainer clients), client portals (where a client can see all
past invoices and pay any unpaid ones), team multi-user access, and the ability to share a single 'pay link'
for any custom amount (useful for advance payments and one-off charges).
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Market Opportunity

There are approximately 63 million MSMEs registered in India under Udyam, of which roughly 28 million are
non-agricultural and at least minimally formalised. Of these, an estimated 17 million regularly send invoices
to other businesses or to consumers and would benefit from a billing tool. The current penetration of any paid
billing software in this segment is below 8%, dominated by Zoho Books, Tally (more an accounting product),
and Vyapar.

The serviceable addressable market at a blended ARPU of m6,000/year is therefore roughly m 1,000 crore in
annual recurring revenue, growing at ~12% per year as more micro-businesses formalise under GST.
Capturing 1% of this is a m10 crore ARR business; 3% is a m30 crore ARR business. These are achievable
targets over a 3-5 year horizon given the structural product and pricing wedge.

Beyond the core Indian market, the same product with minor localisation addresses a similar opportunity in
Indonesia, Vietnam, Philippines, and several African markets, where the same combination of
micro-businesses, WhatsApp dominance, and UPI-equivalent local payment rails (GoPay, MoMo, M-Pesa) is
emerging. International expansion is plausible from year 3.

Target Customer

Primary persona: a 31-year-old freelance Ul designer in Pune earning m 85,000 per month from a mix of 4-6
active clients. She currently uses a Word template, follows up on payments via WhatsApp 'Hi sir, when will
the invoice be cleared?' messages, has roughly m1.2 lakh outstanding at any time, and lost approximately
m 40,000 in 2024 to invoices that were never paid. She will pay m399/month if it gets her paid 15 days faster
on average and prevents the bad-debt cases.

Secondary persona: a four-person digital marketing agency in Indore billing 12-30 clients per month at
m 15,000-2.5 lakh each. Currently uses Zoho Books but finds it overkill and slow; one person spends 8 hours
a week on invoicing and collections alone. Will pay m999/month if the team can collectively do the same
work in 2 hours a week.

Tertiary persona: a part-time chartered accountant who manages bookkeeping for 35 small clients. Would
adopt our tool for clients who don't need full Zoho Books and recommend it; we offer a 30% lifetime
commission via a CA partner programme.
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Product

Core flow (first 90 seconds): the user signs in, fills in three fields (business name, GSTIN if applicable,
default payment terms), and creates their first invoice. Client name and amount; line items optional. The
invoice is generated as a clean, branded PDF with embedded UPI QR and pay-link. One-tap to send via
WhatsApp Web/Business API; the client receives the invoice as a styled card.

Payments: UPI (via Razorpay, Cashfree, or direct NPCI integration), bank transfer (with auto-reconciliation
via account aggregator), and international cards (Stripe + RBI compliance for export invoices). Payment
confirmation is automatic — the user does not have to mark anything as paid.

Auto-chase: configurable sequences. Defaults: polite reminder day +1 after due date, firm reminder day +7,
escalation template day +21 (which the user can copy to their phone or send through the app). All chase
messages can be customised; tone presets include ‘friendly’, ‘professional’, ‘firm'.

Reports: outstanding receivables (aged 0-30, 30-60, 60+, 90+), client-wise revenue and outstanding,
GST-ready exports (GSTR-1, GSTR-3B summary, e-invoice JSON for m5cr+ users), bank reconciliation,
year-end income statement.

Multi-channel: web app (primary), responsive mobile web, native Android app from month 6, native iOS from
month 9.

Technical Architecture

Frontend: Next.js 14 + Tailwind, deployed on Vercel. React-PDF for invoice generation; preview is live.

Backend: Node.js + Hono framework on Hetzner cloud (€40/month box scales to ~10,000 users). Postgres
on Neon for OLTP; small Redis instance for WhatsApp message queue.

Payments: Razorpay primary (best India support), Cashfree secondary (better rates at scale). Webhooks
reconcile payment events automatically.

WhatsApp: official WhatsApp Business Cloud API via Meta directly (not via reseller — saves 40% on
per-message cost). Templates pre-approved for invoice, reminder, escalation, payment confirmation.

GST infrastructure: GSTN sandbox integration for e-invoice generation (required for users >m5cr turnover).
For others, simple GSTR-1 schedule export as JSON/Excel that any CA tool can ingest. ClearTax/IRIS API
integration for users who want one-click filing.

Mobile: Android via React Native (shared codebase with web), iOS to follow.

Compliance: 1ISO 27001-aligned controls from day one. Data residency: AWS Mumbai region. No customer
data leaves India.
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Business Model & Unit Economics

Four tiers. Free: up to 5 invoices/month, watermarked, no auto-chase, no GST export. Starter (m 399/month
or m 3,999/year): unlimited invoices, WhatsApp send, UPI collection, basic auto-chase. Pro (m999/month or
m 9,999/year): recurring invoices, client portal, multi-user (up to 3 seats), full GST export, advanced reports.
Agency (m2,499/month): up to 10 seats, white-label client portal, API access, priority support.

Conversion economics: 8% of free users convert to paid within 60 days (compared to 2-4% benchmark for
global SaaS — Indian conversion is higher because the pain is sharper and the price is lower). Of those,
70% land on Starter, 25% on Pro, 5% on Agency. Monthly churn target: under 3% (Indian SMB SaaS
benchmark; high-quality products with embedded payments can hit 1.8%).

Gross margin: ~89% blended. Major cost line is WhatsApp messaging at ~m0.40 per template message —
~m 12/user/month at average usage. Payment processing absorbed by Razorpay/Cashfree (charged to the
payer, not the user, on UPI).

Unit Economics (Year-1 base case)

Year-1 paying users (target) 6,000

Blended ARPU m 6,000/year (~m500/month)

Year-1 revenue m 3.6 crore

Gross margin 89%

Customer acquisition cost (CAC) m 420 (mix of SEO + CA partnerships + paid)
Payback period 2.1 months

Year-1 all-in costs m 70 lakh (2 eng + 1 marketing + WhatsApp + ads)
Year-1 net contribution ~m 2.5 crore

Go-to-Market

Channel 1 — Chartered accountant partner programme (40% of acquisition target): India has roughly
350,000 practising CAs, many of whom serve 20-80 small clients each. We offer 30% lifetime commission
for any client onboarded. A focused outreach to 5,000 small-practice CAs in tier-2 cities (Indore, Coimbatore,
Jaipur, Lucknow, Visakhapatnam) yields disproportionate reach into the target segment because clients trust
their CA's tool recommendation.

Channel 2 — SEO (30%): publish 150 long-form articles in months 1-9 targeting practical queries (‘how to
send invoice for freelance work India’, ‘GST invoice format for service exports', ‘how to follow up on unpaid
invoices without sounding rude'). Indian SEO for invoice-related queries has lower competition than the
global English market.

Channel 3 — Freelancer community partnerships (15%): integration partnerships with Upwork-India, Frapp,
Internshala for freelance segment; with Toolkit, Awfis, WeWork for co-working freelancer base. Offer 3
months Pro free for community members.

Channel 4 — Paid acquisition (15%): Google Search Ads on high-intent commercial queries (~m 15-40 CPC),
and Meta Lookalike audiences off our existing paid users. Targeted carefully — Indian SaaS CACs blow up
quickly on broad targeting.

Roadmap (first 12 months)
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¢ Month 1-2: MVP — invoice creation, WhatsApp send, UPI pay link, payment tracking, free tier launch.
Goal: 1,000 free signups via Product Hunt + IndieHackers + r/IndianStartups.

e Month 3-4: Starter tier paid launch (m399/mo), auto-chase sequences, basic GST export. CA partner
programme outreach begins. Goal: 200 paying users.

e Month 5-7: Pro tier launch with recurring invoices + multi-user + client portal, Android app beta. Goal:
1,500 paying users, m7 lakh MRR.

¢ Month 8-10: Agency tier launch, GSTN e-invoice integration, account aggregator for auto bank
reconciliation. Goal: 3,500 paying users, m 17 lakh MRR.

e Month 11-12: API for the Agency tier, white-label client portal, year-end financial-statements feature.
Goal: 6,000 paying users, m 30 lakh MRR (m 3.6 crore ARR run-rate).

Key Risks

e Zoho aggressively cuts price or launches a lite product targeting our segment — mitigated by
speed-to-market, WhatsApp-native flow that Zoho's architecture cannot easily replicate without
rebuilding, and CA-channel lock-in built early.

¢ WhatsApp Business API cost changes (Meta has raised template-message prices three times since
2023) — mitigated by SMS + email fallback channels and by progressively shifting non-critical chase
messages to free in-app natifications.

e GST regime changes (the government changes thresholds, forms, and rules every 6-9 months) —
mitigated by treating GST compliance as a tracked product surface with a small dedicated engineer
responsible for keeping the export module current.

e UPI economics — if NPCI introduces a charge for UPI merchant collections (currently free), it changes
the freemium math — mitigated by passing any such cost to users transparently; competitors face the
same shift.

e Customer support load — a tool used to chase payments will receive a high volume of 'why hasn't this
been paid?' queries from confused users — mitigated by an in-app help layer, a small support team (1
person at 200 paying users, 3 by year end), and clear escalation playbooks.
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