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07Penetrate + Replicate + 

Retain + Mitigate Risk

STRATEGY

0175+ years of Industry 

Experience & Passion in 

Building Businesses

TEAM

Our Ikigai : Creating Value for our Partners

2

Ikigai

Passion Mission

Traction
Growth

Plan

Cracking the $225 billion B2B Building Materials Market is well within our grasp!

02Only Tech-Driven E-Commerce 

Aggregator solving real world 

challenges in Construction

WHAT WE DO?

05Committed to solving Material & 

Cashflow Problem 

through technological solutions

SOLUTION

06TAM – 225 Bn $

SOM – 1% Penetration

MARKET OPPORTUNITY

08100 -> 5000 + Crores 

Sales by 2029

VALUE CREATION

031 to 100 Years Sales in 5 years 

with EBITDA +ve & 

5 Crs. bootstrapped capital  

100 CR GROWTH STORY 

04Low Cost Omnichannel Multi-

brand player covering entire 

customer spectrum

BUSINESS MODEL 

What We Like to do

Our 
Strength

Customer 
Need

Value Creation
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Meet the Team

2

75+ years Collective Experience in the Real estate and Construction, bringing expertise and insights to our endeavour

Ganesh Kumar, R – Founder & MD
20+ Years Exp, Architect & MBA, Ex-JLL

Founder – Metaskapes – Turnkey Design to Build
50+ prestigious projects  - 10 Lakhs Sq.ft 

Strategy & Growth

Karthikeyan GN, Co-Founder & CEO

18+ Years Exp, Mech Engineer & MBA (IIM Lucknow)

Built Business segments from Scratch, 

Ex Emerson, Ex Birla Group

Strategy, Sales & Business Operations

NAMBI A, Co-Founder

20+ Years Exp, Architect & Project Management 

Serial Entrepreneur, Ex-CBRE, Ex-Turner 
International & Ex-Hiranandani 

HR , IT Process & Driving Strategic Projects 

Founding Team

Gobichandar
Regional Head – 
Rest of Chennai 

Abhishek
Retail Head

Pradeep
Business Development
& Sourcing Head

Prashik
Marketing & 
Analytics

Saravanan
Finance

10 Member Core Team (Avg. 3+ years Exp with L1 Supply)

Harish
Category Head, 
Chennai

Joel
Key Accounts Head
Chennai 

Rajalakshmi
E-Commerce Head

Team of 45+ | Average Team Age – 27 Years 
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L1 Supply-What We Do?

BEST 
PRICE

DIRECT 
FROM 

FACTORY

EASE 
OF USE

TRACK 
DELIVERY

CREDIT

ALL 
CIVIL 

MATERIALS

Procure 

on Order

Retail

800+ Suppliers Network
100+ Manufacturers 

10+ Tie up, No Warehouses

Drop Shipment

• 50+ Infra/Big Builders

• 500+ Customer Reach

• 10+ Manufacturers

• 100+ Hardware Stores 
in Chennai

• 500+ Retailers Reach

• 300+ Customers - SME 
Builders &Contractors

• 10000+ Customer Reach

E-Commerce

Key Accounts

3000+ CIVIL Related Products 
End to End Automated 

Technology (Lead to Delivery)

Dedicated Freight Provider Tie-ups

PAN South India Reach – 
Chennai, Coimbatore, Bangalore, 

Hyderabad, Cochin

24x7 Delivery

A True Value Partner

Deliver 

On Time  

3
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Achieved 100 Crore + Grown @ 100% CAGR

2019 2020 2021 2022 2023 20242018 2025

EBITDA +ve

EBITDA –ve, 3% GM

Expansion in 5 other cities 
& focus on Top line – 90 

Cr. Sales – FY 23

9.3 Crore Sales – FY 21

Recovery from COVID impact
EBITDA -ve

Monthly 1 Cr. Sales – Mar 
2020

Focus on Civil Structural 
Materials

EBITDA -ve

Bangalore, 

Hyderabad, 

Vizag, Cochin 

& Madurai

Coimbatore

Retail 
Operations

E-Commerce

Yearly 7.6 Cr. 

Sales – FY 2020

EBITDA +ve, 4.5% GM

INCEPTION

Yearly  40.2 Cr. 

Sales – FY 22

Yearly  100 Cr. 

Sales – FY 24

4

1.2 Cr Sales 

in FY 2019

EBITDA +ve in FY 24 : 4.5% Gross Profit
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Customer’s Problem

For SME builders and contractors, who make up ~ 50% of the market by Value, 
sourcing building materials is often both costly and time-consuming, 
compounded by the hidden cost associated with credit purchases.

2-5% Cost

Lack of one stop solution + 

Lack of Back to Back rate Contract

Lack of Easy Formal Credit +

Unreliable Quality & Delivery 

Mismanagement of Received Funds + 

Bill Verification Delay / Delay from Client 

Buying Materials in 
Credit <= 30 Days 

3-10% Cost

Buying Materials in 
Credit >= 30 Days 

7-15% Cost

Delayed 
Payment 

History

Material - Cost Escalation Money - Sourcing & Managing Cash Flow

Search + Transaction + Volatility Cost Hidden Credit Cost + Quality Cost Hidden Premium – Delay + Default Risk

Segment 1 - Advance/Immediate Payment Segment 2 – Credit & Reliable payment Segment 3 – Credit & Delayed payment

Buying Multiple 
Materials from 

Multiple 
Intermediaries 

Rate 
Escalation

Unreliable 
Quality & 
Delivery
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Solution to the Material + Cash Flow

A tech-enabled B2B platform offering SME builders and contractors with seamless 
access to quality building materials at the best prices, with timely delivery, fixed 
pricing through contracts, and tailored credit solutions, reducing costs by up to 8%.

Save Up to 4% One-Stop 
Source

Reliable Delivery &
< 30s Response

Save up to 8% 
Cost of Capital

5%  Escalation 
Protection

+ Multi Brand E-Commerce

+ All Civil Materials

+ 3 Quote Options

+ Formal Credit - NBFC

+ Digital Contract & Payment 

__against Work progress

+ Secured Repayment using      
__Digital Escrow

+ Quick Price Discovery

+ Assured Quality

+ Instant Quote

+ 24 X 7 Delivery

+ Material Rate Contract

+ Back to Back Rate Contract 

+ Direct from Factory

COST CATALOGUE CONVENIENCE CONTRACT

+ No multiple Intermediary

+ Delivery Tracking

+ Timely Payment & Work 

Material Cashflow

+ Retail/Whole Sale Qty

+ Material Management

CREDIT
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Competition Moat – Where we will be

Leader delegates and 
overseas

Leaders mediates and 
focuses

Leader facilities

Switching Cost 
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L1 Supply (2024)

L1 SupplyOFB

Infra.Market

Aris Infra

Zipp Mat

Metal Book
JSW One

Birla Pivot

Higher Network EffectLess Network Effect

Moglix

Scale up by Increasing Switching cost with Contracts and Increasing Capital Efficiency with Financial Solution 

2026

-ve EBITDA

Detailed Comparison - Click
Detailed Comparison - Click

Competitors

OFB

Moglix

JSW One

Infra.Market

Net Sales 
(INR)

114966 M

41283 M

3221 M

46921 M

Aris Infra

Metal Book

6122 M

4530 M

Zipp Mat 998 M

Financials – FY 23/24

GP /
EBITDA%

2.3 / 2.8%

5.6 / -3.2%

0.88 / -2.45%

15.8 / 5%

7.3 / 3.6 %

1.6 / -0.96%

4.7 / -0.43%

DSO /
DPO

48 / 6

55 / 28

19 / 18

98 / 44

154 / 13

30 / 5

65 / 13

Funding 
($)

$ 758 M

$ 471 M

$ 25 M

$ 556 M

$ 25 M

$ 20 M

$ 11 M

L1 Supply 863 M 4.43 / 0.5% 25 / 7
Boot

Strapped

Switching Cost 
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Market Opportunities – TAM – 225 Bn $
SAM – 67.5 Bn $ | Target 1% of SAM by 2029 – Penetrate + Replicate + Facilitate + Mitigate Risk  

TMT, 63.8

Cement, 
31.7

Sand & 
Aggregates, 

42.5

RMC, 17.1

Structural Steel, 16

Bricks & Blocks, 8

Paints, 5.8 

Construction 
Chemicals, 2.6 

Electricals, 6.8 

Tiles & Flooring, 6.5 

Plumbing & 
Sanitaryware, 5.6 

Plywoods, 4.9 

Doors & Windows, 4.7 Roofing Solutions, 3.9 Others, 5.6

BUILDING 
MATERIALS

225 Bn $
(75%)

Delhi/NCR, 16.23

Mumbai, 8.12

Bangalore, 5.41

Chennai, 4.73

Kolkata, 4.06

Hyderabad, 4.06

Pune, 3.38

Ahmedabad, 2.71

17 Tier 2, 18.77

BN  $

Targeted Geographies – 67.5 Bn $ (8 Tier 1 + 17 Tier 2)  Present Geographies – 17.2 Bn $ 

3

14 Bn $

40 Bn $

14 Bn $
Current Market – Penetrate

New Market – Replicate 

New Products – Facilitate 

SOM – Current Market – 2.4% Penetration  

SOM – Total – 1 % Penetration  

SOM – New Market – 0.5% Penetration

SOM – New Products – 0.6% Penetration
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Business Model – LOW Cost + HIGH Capital Efficiency
Aggregating Profits from Vendor Partnerships & Selling More to Customers through Omni-Channel

Business 

Model

50%

Revenue Share

Purchase 
RMC, Blocks

Sell Raw Material

20% of KA Sales – 10+ Manufacturers 

20%

Advance min 1%

1 Turn Sales 
Collection

> 500 
Customer 

Reach

Channel

30% Justo 
Reniam &

Dummy

SME Builder/Contractor

Sell All Materials

Min 4-7%

1.2 turns 
sales 

collection Retail Shop

Sell Bulk & Purchase 
Retail QTY

Average Sales 
per Customer

Gross Margin

Manufacturers

From Shared 
Space

30+ Loyal customers 

40% of Retail Sales – 10+ Retailers

USP

Advance min 2%

2 turns sales 
collection

10 Lakhs Sales

30 Customers
12 Active

2 Lakh Sales

40 New + 150  
Loyal 

Customers

1 Lakh Sales

200+ 
Customers
100 Active

1000+ new 
Inbound 

leads per 
month

10000+ 
Customer 

reach

1000+ 
Customer 

reach

Medium - Big 
Builders/ 

Contractors
>

6 Crs. Turnover 

SME Builder/Contractor

Sell All MaterialsSME Builders/ 
Contractors

1- 6 Cr. 
Turnover 

Retail 
Hardware 

Stores

Chennai

Offline 
Channel

Online 
Channel

Offline 
Channel

2 Lakh Sales

40 New + 250 
Customers
100 Active

Advance min 2%

2 turns sales 
collection

KEY 
ACCOUNTS

E-
COMMERCE

RETAIL

Build Volume & 
Relationship 

Grow By 
Automation 

Reach Last mile 

5250+ Monthly 
Customers

5% Margin &  > 1.5 Turns 
Working Capital

500+ Orders
800+ Deliveries

1000+ Monthly 
Enquires

10000+ 
Reach
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E-Commerce – Growth by Automation & Optimization
Penetrate 700+ Customers & Increase CLV by ~ 3X through Material Contracts + Loyalty Schemes

Strategy

Increase Online leads through Paid + Content Promotion (SEO)

Offline Promotions - Meets / Exhibition, Bus Ads & Referral Scheme

Implement AI Enabled Order Negotiation – Whatsapp

Growth Per City

Marketing / CRM Automation – Customized Discounts / Price alerts

Instant Quote to Improve Response & options

Material Contracts + Financial Support + 5% Rate Escalation

Drive All High risk/High payment terms customers (100%) to Material Contracts 

Lead Generation

Customer Retention

Reduce Risk & Do More Per Customer

Introduce Direct Brand Loyalty + Targeted Customized Loyalty Scheme 

Offer Complete Solutions – Multi Category / Multi Brands / Any quantity 

Offer Project wise Material Management Portal – Purchase + Inventory Tracking

Customer Acquisition

70000
300000

2025 2029

Rs. 80 per Lead

Rs. 100 per lead

Digital Marketing Spend per Tier 1 City

Employee 
Count

7 L

10

12 L

Year 2025 2029

5
Per Employee 
Monthly Sales

Employee 
Count

35 L 

25

100 L

Year 2025 2029

5
Per Employee 
Monthly Sales

Customer Acquisition Sales Team
35 - > 120 Customers

CLV 0.82 L0.24 L

Customer Retention  Sales Team

0 85 Mn

2025 2029

20 Mn 250 Mn

0 170 No’s

100 No’s 700 No’s

Material 
Contract

Total 
Customers

Monthly
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Offline Go to Market Strategy – Growth by Volume & Reach  

Key Accounts : Achieve 100 Customers per city & increase Volume in Focus segments & Risk Free

Strategy

Increase with RMC/Blocks & Start Doing supply of Scraps/Ingots to TMT

2X Sales / Reduce Working Capital by 50%

Growth Per City

Material Contracts + Finance  -> 5% Rate Escalation Coverage  

Move High Risk Segment - 3 to Material Contract & Focus on Segment 1 & 2

Attached Experience Counter + Smart Kiosk + Sales men + Shared warehouse

No additional Storage Space & No Working Capital

Supply To Manufacturers

L1 Partner Stores

Conversion Franchise

Secondary Sales Support – Online order buy back | Tier 2 Distribution

Partner Loyalty Scheme – Bundle Discount + Finance Support

Material Contracts

10 No’s 30 No’s

Manufacturer’s Penetration per City

0 30 Mn

2025 2029

8.9 Mn 100 Mn

0 60 No’s

100 No’s 500 No’s

Smart 
Stores

Total 
Customers

Purchase RMC, 
Blocks

Sell Raw Material

Manufacturers

Retail : Achieve Supply to 500+ Stores -> 80+ L1 Partner Stores -> 60+ L1 Smart Partner Franchise

135 1,440 

2025 2029

Mn INR

0 121 Mn

2025 2029

19.5 Mn 300 Mn

0 34 No’s

30 No’s 100 No’s

Material 
Contract

Total 
Customers

Secondary 
Sales

Sell Material

Retailers

2 Way Relationship

12 No’s 80 No’s

Secondary Sales in Partner Stores

22 202 

2025 2029

Mn INR

Monthly

Type 1: 
Cement -> All materials selling store

Type 2: 
Fitting/Finish Stores -> All materials 

selling store

Monthly
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Growth Strategy
REPLICATE in New Markets + Choose High Margin / Future Potential New Products

New Markets

Market Place Model Exports

3 5 5

4 10 14

• Replicate TN Success
• Key Accounts First (Build Volume first) 

followed by E-Commerce + Retail

✓ Mumbai

✓ NCR

✓ Pune

✓ Ahmedabad

✓ 10-16 Tier 2 Cities

• Aggregate High Margin, Eco-Friendly (Future 
Potential), Less Variants category

• Precast ready made Items + Custom Made 
(Container, Cabinet, Water tank)

• Prefab Buildings

REPLICATE

AGGREGATENew Products

✓ Wires/Cables

✓ Paints

✓ Tiles/Granites/Stones

✓ Construction Chemicals

✓ Plywood

• Facilitate Products with High variants for discovering best 
prices 

• Leverage Customer Network & Vendor Network
• 5% Sales Commission

AGGREGATE

✓ Electrical Fittings

✓ Plumbing Fittings

✓ Kitchen Accessories

✓ Bathroom Accessories

✓ Lightings

• Aggregate New Products like 
Stones/Granites/Tiles

• To countries in Middle East, Singapore & east 
European countries

5%5%

12%

0 31 102 206
329

-   1.5 
5.1 

10.3 

16.5 

 -

 10.0

 20.0

0

200

400

2025 2026 2027 2028 2029

Sales & Commission Charges (Crores)

0 -   

78 
158 

252 

2025 2026 2027 2028 2029

Export Sales (Crs.)

FACILITATE

61 
203 412 

658 

2025 2026 2027 2028 2029

New Product Sales (Crs)

111 
420 

1,038 

61 

255 

514 

2025 2026 2027 2028 2029

New Market (Crs.)

Metro
Tier 2

30%
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Gross Margin 4.8% 7.8% 8.4% 9% 9.1%

DSO (Days) 22 29 28 27 28

DPO (Days) 6 7 6 6 6

WC (Crs) 3.47 41.04 97.63 202.9 301.6

EBIT% 1.6% 4.5% 5.2% 5.8% 5.9%

PAT% 0.65% 3.28% 3.81% 4.27% 4.37%

PAT 0.58 19.21 54.23 123.3 201.5

5 Year Growth Projections 
100 Crores to 5300 Crores in 5 years with the Working capital of 300 Crores generating 200 Crores PAT

All values are in Crs.

192024 - 1 Crore -> 100 Crores in 5 Years with 5 crore Working capital
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Value Creation Through Growth – 5 Bn$ Sales Roadmap  

Phase 1

SMART 
CONTRACTS

MODULE

SMART 
BIDDING 
MODULE

PROJECT 
DISCOVERY
MODULE 

SMART 
CONTRACTS

MODULE

FINANCIERS
MARKET 
PLACE

MODULE

API Layer
A platform to 
connect End 

Users-Builders 
and Builders-
Contractors

APP – Work Progress + Bill Upload 
+ Payment Status 

AI Enabled Bidding  & 
negotiation system – To 

secure Private Contracts

Utility of the platform 
to discover Under 

Construction Projects 
& its Progress

Digital Trust Ecosystem

Future Plans

L1 SUPPLY

Smart Contracts enabled 

Platform – Increases Trust 
& Transparency for More 
Financiers to Participate

Digital Trust Ecosystem - Vision

2025 2027 2028

Smart Contracts  
-> Material 

Selling + Finance 
+ MMS

SaaS Subscription 
Model for Leads + 

Bid + PMS & 
Service Fees for 
Design + PMC

Direct Contract 
Works (Design to 

Build in Cloud)

3 Bn $

3.5 Bn $

5 Bn $

Phase 1 Growth
3 Bn $ Sales + 

6% EBITDA

Phase 2 Growth
0.5 Bn $ Sales +
20% EBITDA 

Phase 3 Growth
1.5 Bn $ Sales + 
15% EBITDA

2032

0.012Bn $
2029

1 Bn $ 
(2030)

20302026 2031

Round 1 SME IPO Mainboard IPO

Timeline for Major 
Rounds & Events

SALES

Roadmap to 5 Bn $ Sales & 10% EBITDA

Leads

Bids

Materials
+

Finance

Design & PMC
Services

PMS

Funding Rounds
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Fund Needed & its Usage

20

2

3

Need 
25 Crs. 

(3 Mn $)

ASK: 25 Crores (3 Mn $) @ Equity Dilution of 20% 
to Grow 6X with EBITDA – 4.5% in 2026. 

Working Capital - 20 Cr 

16 Crs – 20X rotation to bring 6X growth in 3 
tier 1 & 2 Tier - 2 Cities 

2 Crs - Market Entry in 2 Tier 1 Cities & 4 Tier 2 
Cities 

Sourcing Strategy – 2 Crs to Attain 5% Cost Savings 
in Bulk Materials & RMC (GP – 7%)

Resource – 3 Cr

Qualified Industry Experts – Product Heads

Young MBA’s – Product Managers & Build Inhouse 
IT Team

IT/Technology– 2 Crs

Vendor Module + Market Place

Smart Contracts + Work Progress Tracking Module

Attain 600+ Crores Sales in 2026 from 4 
Tier 1 & 6 Tier 2 Cities + 2% Margin Addition

Add 100+ Resources (3X) -> 6X Growth

Enable Market Place & 50+ Material 
Contracts

Add CXO – Procurement, Finance & Sales

Launch Retail in 3 Tier 1 & add 10+ Convert 
Franchise
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Thank You For Your 
Attention

This presentation is the copyrighted property of L1 Supply 

Networks Pvt Ltd. It is strictly prohibited to share via email or 

in print without the explicit consent of L1 Supply Networks

Please Maintain Confidentiality of this Document

22
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