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CLARIFICATION APPROACH SEGMENTATION ESTIMATION VALIDATION

WHAT ARE GUESSTIMATES?
Guesstimates are questions which involve estimation of a number based on very limited
information using a combination of guess work and reasonable assumptions.

STRUCTURE & APPROACH

INTRODUCTION TO A GUESSTIMATE

The first step in the guesstimate solving process is to ensure that you understand the question in its
true essence. Hence it is quintessential to clarify any ambiguous terms in the question.

CLARIFICATION

DECIDING THE RIGHT APPROACH

Although there are a multitude of approaches to solve such problems, they can broadly be
classified into 2 types: Demand side approach & Supply side approach

SEGMENTATION

Having decided to embark upon a demand-side approach, the next step is to build an issue tree
and divide the problem into MECE (Mutually Exclusive and Collectively Exhaustive) segments.

After deciding on the approach and identifying filters, the next step is to assume appropriate
values using key demographic factors like age, gender, and income distribution.

ESTIMATION

The penultimate step is to compile the estimates into a final figure, followed by validation using
another approach or a ballpark benchmark.

VALIDATION

WHAT PURPOSE DO THEY SERVE IN AN INTERVIEW?
Guesstimates are used to gauge a candidate’s number crunching skills, ability to think on their feet and
approach problems in a systematic and structured manner.
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PRO TIPS/FRAMEWORKS

Start with small, measurable components and
aggregate them to form a larger estimate.
Example: Estimating the total number of cars in a city
by calculating the number of cars per household and
multiplying by the number of households.

Start with a high-level estimate and break it down
into smaller components. 
Example: Estimating the total revenue of the coffee
industry by starting with global coffee consumption
and working down to per-cup pricing.

TOP DOWN APPROACH BOTTOM UP APPROACH

PARETO PRINCIPLE MECE

The 80/20 rule states that 20% of activities drive 80%
of results, enabling efficient estimation with accuracy.
Example: In a city's restaurant revenue, 80% likely
comes from the top 20% of restaurants, as suggested
by the Pareto Principle.

A method for breaking down problems into mutually
exclusive, collectively exhaustive categories to ensure
completeness and prevent overlap.
Example: Estimating the effectiveness of marketing
campaigns as total impressions × conversion rate.

ASK QUESTIONS
"Are we estimating the global or local market?" or "Is this annual or monthly?"

LEVERAGE BENCHMARKS
Use known stats (e.g., India's population = 140Cr, global population = 8B).

ANALOGIES
Compare to similar problems (e.g., "If the US has X cars, India might have Y based on population and
income").

ROUND OFF NUMBERS
Use 100M instead of 103M for quick math.

THINK IN LAYERS
Primary Drivers: Identify the biggest factors (e.g., population, income, usage frequency).
Secondary Factors: Adjust for nuances (e.g., seasonality, regional differences).
Sanity Test: Does your answer make sense? (e.g., "Are there really 1B cars in a city? Probably not.")

PRO TIPS

FRAMEWORKS

UNIT ECONOMICS

Break down the problem into individual units (e.g., per
customer, per product) and scale up. 
Example: Estimating the total cost of running a
delivery service by calculating the cost per delivery
and multiplying by the number of deliveries.

Use existing data trends to project future estimates,
when variable grow at a percentage rate.
Formula: Y = Y’ x (1 + r)^t
Y = Estimated future value, Y’ = Current known value, 
r = Growth rate, t = time period

EXTRAPOLATION
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APPROACH WHEN TO USE?

When estimating market size,
revenue, or consumption
patterns.

EXAMPLES

Break down demand by
identifying the target
population, usage frequency,
and average consumption.

Market Size for Sanitary
Pads in India
Estimate daily metro
passengers in Delhi.

PARAMETERS TO CONSIDER

X
TOTAL VEHICLES 

21.6 MILLION
=TOTAL NUMBER OF

LICENSE PLATES 2

HIGH INCOME
HOUSEHOLDS (10%)

3 MILLION

MIDDLE INCOME
HOUSEHOLDS (60%)

18 MILLION

% VEHICLE OWNERSHIP
(90%)

2.7 MILLION

% VEHICLE OWNERSHIP
(50%)

9 MILLION

NUMBER OF VEHICLES 
(5.4 MILLION)

NUMBER OF VEHICLES 
(13.5 MILLION)

x1.5

LOW INCOME
 HOUSEHOLDS (30%)

9 MILLION

% VEHICLE OWNERSHIP
(30%)

2.7 MILLION

/4 = 30 MILLION

NUMBER OF VEHICLES 
(2.7 MILLION)

x1

THE NUMBER OF LICENSE PLATES IN MAHARASHTRA IS 43.2 MILLION

x2

 POPULATION OF MAHARASHTRA
120 MILLION

DEMAND SIDE APPROACH

GENDER OCCUPATION COUNTRY

AGE INCOME LOCATION

INTERNET PENETRATIONLITERACY RATE MOBILE PENETRATION

EXAMPLE:  GUESSTIMATE THE NUMBER OF LICENSE PLATES IN THE STATE
OF MAHARASHTRA

ASSUMPTIONS Average people per household - 4 # of license plates per vehicle - 2
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APPROACH WHEN TO USE? EXAMPLES

# OF OPERATIONAL
HOURS

CAPACITY (# OF
SEATS

# OF ITEMS PER
PERSON

AVERAGE
OCCUPANCY

/AVG TIME SEAT IS
OCCUPIED

TAM-SAM-SOM is a framework used in business that helps businesses understand the size of their
market and identify their revenue potential.

When there are supply
constraints, including fixed
production capacity, delivery lead
times, regulatory restrictions, and
transportation limitations.

It estimates market size based
on the production capacity,
supply constraints, or
distribution reach, of a business
rather than customer demand.

Number of parcels
delivered by Amazon in
India in a day. 
 Number of limited edition
sneakers resold each year.

SUPPLY SIDE APPROACH

EXAMPLE: ESTIMATE DAILY REVENUE OF A FAST FOOD CHAIN IN NEW DELHI

TAM-SAM-SOM  FRAMEWORK

TAM (Total Addressable Market) – It represents the maximum market opportunity.

SAM (Serviceable Available Market) – It denotes that portion of TAM that a company can
serve based on its capabilities and the demographics it operates in.

SOM (Serviceable Obtainable Market) – It denotes that portion of SAM that a company can
capture given its current resources, competition, etc.

TOTAL REVENUE

     AVERAGE PRICE 
 ₹100

# OF ITEMS SOLD

TAKEAWAY DINE-IN DELIVERY

# OF ITEMS SOLD IN
DINE-IN

TOTAL DAILY REVENUE

ASSUMPTIONS Focus on Dine-in orders only

X X X X
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DEMOGRAPHIC VARIABLES

DELHI
33.80 MILLION

CHENNAI
12.05 MILLION

          HYDERABAD
      11.07 MILLION

BENGALURU
14 MILLION

MUMBAI
21.67 MILLION

POPULATION OF MAJOR CITIES

30%

70% 30%

4

50%

70%90% 70%

77% 5

Smart Phone 
Penetration

Internet 
PenetrationLiteracy Rate

Average 
Family SizeDivision

Urban

Rural

AGE DIVIDE

0-15
(30%)

15-35
(40%)

35-60
(25%)

60+
(5%);

70 Years

LIFE EXPECTANCY

50%50%

16/1000 
PEOPLE

BIRTH RATE

BIRTH & DEATH RATE

DEATH RATE
7/1000
PEOPLE

260 Million 50 Million

PRIVATELY OWNED
88%

COMMERCIALLY OWNED
12%

MARITAL STATUS

45%
MARRIED

55%
UNMARRIED

VEGETARIAN/NON-VEGETARIAN

MALE FEMALE 

GUESSTIMATES CHEAT SHEET

VEHICULAR DISTRIBUTION

RURAL URBAN

60%40%

VEGETARIAN/NON-VEGETARIAN

KOLKATA
15.57 MILLION

POPULATION

GLOBAL: 8 billion INDIA: 1.40 billion
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INDIA’S SECTOR WISE DISTRIBUTION

AGRICULTURE

20%
INDUSTRY

26%
SERVICE

54%

OTT SUBSCRIBERS 100MN

SOCIAL MEDIA PENETRATION

E-COMMERCE PENETRATION

460MN

120BN

DIGITAL INSIGHTS

FORMULAE

MARKET SIZE*MARKET SHARE = REVENUE = 
PROFIT + FIXED COST+ VARIABLE COST

PROFIT = REVENUE – COGS –
(SGA+LISCENCING) – (INTEREST+TAX+A&D)

TIER 1: 

TIER 3: 

POPULATION- 1,00,000+
EXAMPLE- BENGALURU, DELHI, CHENNAI,

HYDERABAD, MUMBAIPOPULATION- 50,000 TO 99,999

POPULATION- 10,000 TO 49,999

EXAMPLE- BHADRESWAR, DATIA, 
GANGTOK, KALYANI

1 hectare = 10,000 m²

1 mile = 1.6 kilometres

1 foot = 0.3 meters

1 cubic meter = 1,000 liters

1 gallon (US) = 3.8 liters

°C to °F = (°C × 9/5) + 32

1 m/s = 3.6 km/h

CONVERSION FACTORS

25%

25%

15%

10%

10%

5%

10%

UTILITIES

TRANSPORTATION

EDUCATION

MISCELLANEOUS

SAVINGS

FOOD & GROCERIES

HOUSING

HOUSEHOLD EXPENDITURE

ECONOMIC VARIABLES

Lower Middle
40%

Lower
30%

Upper Middle
20%

High
10%

INCOME BRACKETS 

MISCELLANEOUS

VEHICLES OWNED

FOR EVERY 1000 PEOPLE, 185 OWN 
2-WHEELERS.

FOR EVERY 1000 PEOPLE, 34 OWN 
4-WHEELERS.

GDP OF INDIA

REAL
184.88 lakh 

crores

NOMINAL
324.11 lakh 

crores
6.40%

GDP GROWTH RATE

TIER 2: 

EXAMPLE- AMRITSAR, BHOPAL,
BHUBANESWAR, CHANDIGARH

TIER DIVISION

AREA OF INDIA

RELIGION WISE SPLIT

CHRISTIAN
(2%)

OTHERS
(3%)

MUSLIM
(15%)

HINDU
(80%)

BRAND DIVISION OF CELL PHONE USERS

APPLE ANDROID OTHERS
29% 70% 1%

3.287 MN
SQ. KM
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MARKET SIZE OF HEALTHY BISCUIT
INDUSTRY

Market size or Revenue of healthy biscuit industry is equal to ₹231,525,000,000.

ASSUMPTIONS

Accenture

NUMBER OF
CONSUMERS

BISCUIT CONSUMED
PER YEAR

PRICE PER
BISCUIT

MARKET SIZE OF
HEALTHY BISCUIT

INDUSTRY
X =X

17,150,000 540 RS. 25

0-25 (40%)
19.6 MILLION

 17,150,000

UPPER (10%)
49 MILLION

LOWER (50%)
245 MILLION

MIDDLE (40%)
196 MILLION

25-40 (25%) 
12.25 MILLION 

40+ (35%)
17.15 MILLION

POPULATION OF INDIA
1.4 BILLION

RURAL (65%)
910 MILLION

URBAN (35%)
490 MILLION

AGE GROUP

Click here to view
detailed spreadsheet

1

3

1

2

2
Older individuals (40+ years) are more likely
to consume such biscuits due to health
concerns and preferences.

5

India's population is approximately 1.4
Billion.

Healthy biscuits primarily appeal to urban
consumers due to awareness and
affordability.

Consumption is skewed towards upper-
income groups since healthy biscuits are
relatively expensive.

On an average, a person consumes 1.5
biscuit a day which makes it 3 in every 2
days and for easier calculation we take 180
days in a year. Healthy biscuits are priced at ₹25 per

biscuit (based on market estimates of ₹50
per 2-pack).

6

4

10
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NUMBER OF OLA AND UBER CABS
RUNNING IN DELHI NCR  IN A DAY  

=
NO. OF CABS

USED IN A DAY
718 THOUSAND

NO. OF RIDES PER
CAB IN A DAY

10

NO OF CABS
RUNNING IN DELHI

71.8 THOUSAND

X

10%
198 THOUSAND

10%
594 THOUSAND

20%
792 THOUSAND

10%
660 THOUSAND

X

2.24 MILLION

PEAK HOURS (40%)
897 THOUSAND

448 THOUSAND

1

2

Since Ola and Uber are the primary cab
service providers so the demand of cabs in
general  is estimated and no company wise
split is made.

To estimate the market share of cabs, the  
types of transportation can be categorised
as—public, personal, and commercial, with
cabs coming under the category of
commercial vehicles.Since cabs run full fay, demand will be

calculated for all 24 hours.

3

Accenture

The number of cabs running in Delhi is  equal to 71.8 thousand

POPULATION OF DELHI
33 MILLION

RURAL
19.8 MILLION

URBAN
13.2 MILLION

UPPER
1.98 MILLION

MIDDLE
.594 MILLION

LOWER
118 MILLION

LOWER
2.64 MILLION

MIDDLE
6.6 MILLION

UPPER
3.96 MILLION

50% OCCUPANCY

X

20% OCCUPANCY

NON PEAK HOURS (60%)
1.34 MILLION

269 THOUSAND

718 THOUSAND

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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https://docs.google.com/spreadsheets/d/1TxL8M7eoshuaBrtBt2rg4QdMs6Tyfx_O/edit?gid=1536588277#gid=1536588277
https://docs.google.com/spreadsheets/d/1TxL8M7eoshuaBrtBt2rg4QdMs6Tyfx_O/edit?gid=1536588277#gid=1536588277
https://docs.google.com/spreadsheets/d/1TxL8M7eoshuaBrtBt2rg4QdMs6Tyfx_O/edit?gid=1536588277#gid=1536588277
https://docs.google.com/spreadsheets/d/1TxL8M7eoshuaBrtBt2rg4QdMs6Tyfx_O/edit?gid=1536588277#gid=1536588277
https://docs.google.com/spreadsheets/d/1TxL8M7eoshuaBrtBt2rg4QdMs6Tyfx_O/edit?gid=1536588277#gid=1536588277
https://docs.google.com/spreadsheets/d/1TxL8M7eoshuaBrtBt2rg4QdMs6Tyfx_O/edit?gid=1536588277#gid=1536588277
https://docs.google.com/spreadsheets/d/1TxL8M7eoshuaBrtBt2rg4QdMs6Tyfx_O/edit?gid=1536588277#gid=1536588277


cKinsey & Company

1

1

2 From Saturday - Sunday, the Peak and
Non-Peak hours are of 10 and 6 hours
respectively

During the non-peak hours, 1 plane takes
off every 10 minutes

4

There are 6 terminals at Delhi Airport

From Monday - Friday, the Peak hours and
Non-Peak hours are of 8 and 6 hours
respectively

During the peak hours, 1 plane takes off
every 5 minutes

3

No. of planes taking off per day =
Peak/Non-Peak hour time X Planes per
hour

6

12 planes take-off during peak and 6
during non-peak hours

7

5

NUMBER OF FLIGHTS TAKING-OFF FROM
DELHI IN A WEEK

NUMBER OF FLIGHTS
FROM DELHI IN ONE WEEK

SATURDAY-SUNDAYMONDAY-FRIDAY

PEAK HRS
10 A.M. - 2 P.M.
5 P.M. - 9 P.M.

NON-PEAK HRS
2 P.M. - 5 P.M.
9 P.M. - 12 A.M.

PEAK HRS
10 A.M. - 2 P.M.
5 P.M. - 11 P.M.

NON-PEAK HRS
2 P.M. - 5 P.M.
9 P.M. - 12 A.M.

PER TERMINAL
8 X 12 =96

PER TERMINAL
6 X 6 =36

PER TERMINAL
10 X 12 =120

PER TERMINAL
6 X 6 =36

TAKE-OFFS PER DAY
(96 + 36)X6 = 792 ≈ 800

TAKE-OFFS PER DAY
(120 + 36)X6 = 936 ≈ 940

TAKE-OFFS(MON-FRI)
800 X 5 = 4000

TAKE-OFFS(SAT-SUN)
940 X 2 = 1880

TAKE-OFFS IN A WEEK
4000 + 1880 = 5880

The number of flights that take-off from Delhi in a week is equal to 5880.

NO. OF TAKE-OFFS
IN A DAY

NUMBER OF
TERMINALS

FLIGHT TAKE-OFFS
PER WEEKX =X

MON-FRI (X5)
SAT-SUN(X2)

Accenture

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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https://docs.google.com/spreadsheets/d/1XjQfVfR8F0CdKtfhfNal3LEcp61Fod1Z/edit?gid=1341465572#gid=1341465572
https://docs.google.com/spreadsheets/d/1XjQfVfR8F0CdKtfhfNal3LEcp61Fod1Z/edit?gid=1341465572#gid=1341465572
https://docs.google.com/spreadsheets/d/1XjQfVfR8F0CdKtfhfNal3LEcp61Fod1Z/edit?gid=1341465572#gid=1341465572
https://docs.google.com/spreadsheets/d/1XjQfVfR8F0CdKtfhfNal3LEcp61Fod1Z/edit?gid=1341465572#gid=1341465572
https://docs.google.com/spreadsheets/d/1XjQfVfR8F0CdKtfhfNal3LEcp61Fod1Z/edit?gid=1341465572#gid=1341465572
https://docs.google.com/spreadsheets/d/1XjQfVfR8F0CdKtfhfNal3LEcp61Fod1Z/edit?gid=1341465572#gid=1341465572
https://docs.google.com/spreadsheets/d/1XjQfVfR8F0CdKtfhfNal3LEcp61Fod1Z/edit?gid=1341465572#gid=1341465572


NUMBER OF TEACUPS CONSUMED IN
DELHI IN ONE DAY

URBAN
12.8 MILLION (40%)

RURAL
19.2 MILLION (60%)

NON DRINKERS
         40%

OFFICE GOERS
          30% 

6,33,60,000 CUPS

=

Total Number of Cups Consumed per day is 6,33,60,000

Population of Delhi is 40 million.

70% of rural people who drink tea have an
average consumption of 3 cups/day per
person and  60% of urban people drink tea
have an average consumption of 2
cups/day per person, plus 2 additional
cup/day for office-goers.

Office Goers from Urban Delhi is assumed
to be 30% of the urban population. Office-
goers consume 4 cups/day (2 regular + 2
office cup)

Exclude Young children (0–15 years),
assumed to be 20% of the population, will
not consume tea.

1

2

3

4

Accenture

POPULATION TO CONSIDER
              32 MILLION

NORMAL DRINKERS
             30%

DRINKERS
70%

   NON DRINKERS
             30%

X X X

==

2 CUPS A DAY 3 CUPS A DAY4 CUPS A DAY

4,03,20,000 CUPS1,53,60,000 CUPS76,80,000 CUPS

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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https://docs.google.com/spreadsheets/d/1u0ySGi4lUjC_K09E-3yNaFzeKzVlqr9JX2_QxhfYMNc/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1u0ySGi4lUjC_K09E-3yNaFzeKzVlqr9JX2_QxhfYMNc/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1u0ySGi4lUjC_K09E-3yNaFzeKzVlqr9JX2_QxhfYMNc/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1u0ySGi4lUjC_K09E-3yNaFzeKzVlqr9JX2_QxhfYMNc/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1u0ySGi4lUjC_K09E-3yNaFzeKzVlqr9JX2_QxhfYMNc/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1u0ySGi4lUjC_K09E-3yNaFzeKzVlqr9JX2_QxhfYMNc/edit?gid=0#gid=0
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Bain Capability Network

TYPES OF
CUSTOMERS

MALE FEMALE 

Total revenue of the salon is estimated to be Rs. 3,55,08,000 

Weekday’s occupancy 70% and weekends’
occupancy 85%.

After subtracting national holidays, there
are 362 revenue days in  which 104
weekends and 258 are weekdays.

Female customers spend 2 hours in the
salon and pay ₹ 2000.

The salon opens for 11 hours and has 20
chairs. This means it hosts 220 hours worth
of customers in a single day.

1

3

Occupancy is calculated as a percentage
of maximum capacity, 220.

Average order value is total revenue divide
by total customers.

5

7

6

4 8

Male customers spend around 30 minutes
and pay ₹ 250.

Revenue = Occupancy * Average order
value * number of days

2

TIME SPENT 
0.5 HOURS 

MEN IN DAY
22

REVENUE
RS. 5500

TOTAL CUSTOMERS
IN DAY = 11

AVERAGE ORDER VALUE
RS. 600

WEEKDAY OCCUPANCY 
70% OF 220 RS. 600 NUMBER OF

WEEKDAYS 258  RS.  2,38,39,200X =X

TIME SPENT 
2 HOURS 

WOMEN IN DAY
5.5

REVENUE
RS. 11,000

DAILY REVENUE 
RS. 5600 

WEEKEND OCCUPANCY 
85% OF 220 RS. 600 NUMBER OF

WEEKENDS 104 X =X

TOTAL

RS. 1,16,68,800 

RS. 3,55,08,000 

ESTIMATING THE REVENUE OF A SALON
Click here to view

detailed spreadsheet

ASSUMPTIONS 

=
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 MARKET SIZE OF FANTASY SPORTS 
Bain Capability Network

TOTAL POPULATION
         1.4 BILLION

MALE
700 MILLION

140 MILLON

MOBILE PENETRATION
     112 MILLION (80%)

INTERNET PENETRATION
        56 MILLION (50%)

Current Market Size of Fantasy Sports in India is 22.4 Million people 

FANTASY SPORTS USERS
      22.4 MILLION (50%)

PEOPLE INTERESTED
  44.8 MILLION (80%)

FEMALE
700 MILLION

0-18 (AGE)
     30%

18-25 (AGE)
     20%

26-60 (AGE)
     40%

60+ (AGE)
     10%

Only men will be using fantasy sports apps.

Assume that age group of 18-25 (20%)  will
be majorly using these apps as they have
access to payment services and are also
most active in watching sports

80% of men aged 18-25 will be interested
in sports.

50% of the above number would be using
fantasy sports apps.

1

2

3

4

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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https://docs.google.com/spreadsheets/d/1KUY1QLj68V2-GhxSk_B_-pHoKqQZiAgI5YxKpFWK4YI/edit?gid=0#gid=0
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NUMBER OF ORDERS PLACED ON
SWIGGY IN DELHI IN A DAY
Bain Capability Network

DELHI POPULATION
         40 MILLION

URBAN
16 MILLION (40%)

MOBILE PENETRATION
5.44 MILLION (85%)

INTERNET PENETRATION
4.35 MILLION (80%)

Number of orders placed on Swiggy in Delhi in a day is 24,83,200

SWIGGY’S MKT. SHARE
        8,70,400 (40%)

ADOPTION RATE
2.16 MILLION (50%)

RURAL
24 MILLION (60%)

BELOW POVERTY LINE
6.4 MILLION (40%)

MIDDLE INCOME
6.4 MILLION (40%)

HIGH INCOME
  3.2 MILLION (20%)

MOBILE PENETRATION
3.2 MILLION (100%)

INTERNET PENETRATION
2.88 MILLION (90%)

X

SWIGGY’S MKT.SHARE
        8,06,400 (40%)

ADOPTION RATE
   20.16 MILLION (70%)

ASSUMPTIO
NS

X 1 ORDER PER DAY

2 ORDERS PER DAY

= 870,400 ORDERS

1,612,800 ORDERS

Rural part of Delhi population will not
prefer food delivery platforms

BPL population in the urban areas will not
use food delivery platforms

Middle Income class population will place
only 1 order and High Income class
population will place 2 orders in a day.

Market Share of Swiggy is 40%

1

2

3

4

=HIGH INCOME
MARKET SHARE

MIDDLE INCOME
MARKET SHARE

X

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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https://docs.google.com/spreadsheets/d/1eni3tXT1RzEbpQR5usm88kFqqA4_Kiq8oe5ZiwAtvKI/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1eni3tXT1RzEbpQR5usm88kFqqA4_Kiq8oe5ZiwAtvKI/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1eni3tXT1RzEbpQR5usm88kFqqA4_Kiq8oe5ZiwAtvKI/edit?gid=0#gid=0


LOW FREQUENCY

REVENUE OF A DELHI-GURGAON TOLL
PLAZA IN A DAY

MEDIUM FREQUENCY

Bain Capability Network

Toll is operational 24 hours a day. Assume there are 15 booths for Delhi-
Gurgaon and 15 booths for Gurgaon-Delhi.

Assume Low, Medium & High frequency
hours as 10, 6, 8 respectively.

A vehicle passes by every 10 minutes, 5
minutes, and every minute through one of
the booths in low, medium and high
frequency hours respectively

1

2

3

4

6 HOURS

12 VEHICLES

10 HOURS

6 VEHICLES

30 BOOTHS

1800 VEHICLES 2160 VEHICLES

18360 VEHICLES

TWO-WHEELER
         10%

FOUR-WHEELER
          60%

HEAVY VEHICLES
           30%

50 RS. 100 RS. 300 RS.

91,800 RS. 11,01,600 RS. 16,52,400 RS.

Revenue of a Delhi-Gurgaon toll plaza in a day (in rupees) is  28,45,800

X

30 BOOTHS

HIGH FREQUENCY

8 HOURS

60 VEHICLES

14400 VEHICLES

30 BOOTHS

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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https://docs.google.com/spreadsheets/d/1ewL8di-eTKP-RCyTcsVAwXWokQdvNEqs3ERXm80yrHc/edit?gid=0#gid=0
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HIGH-INCOME- 10%
140 MILLION

LOW-INCOME- 30%
420 MILLION

MEDIUM-INCOME- 60%
840 MILLION

NUMBER OF CREDIT CARDS IN INDIA
Bain Capability Network

TOTAL POPULATION
1.4 BILLION

HIGH-INCOME- 100%
140 MILLION

LOW-INCOME- 100%
420 MILLION

MEDIUM-INCOME- 50%
420 MILLION

PEOPLE EARNING

WILLINGNESS FOR CREDIT/LOAN

HIGH-INCOME- 50%
70 MILLION

LOW-INCOME- 10%
42 MILLION

MEDIUM-INCOME- 30%
126 MILLION

ACTUALLY APPLYING FOR LOANS

HIGH-INCOME- 70%
50 MILLION

LOW-INCOME- 20%
10 MILLION

MEDIUM-INCOME- 40%
50 MILLION

Low-income earners would prefer informal
loans over credit cards.

Middle-income earners are a growing
population with growing credit needs.

Includes all the credit cards taken by
Indians, not just the active ones.

India is a low to middle-income earning
country and hence the low percentage of
high-income earners.

1

The percentage of working women in the
high and low-income categories is higher
compared to the middle-income category.

3

2

1

3

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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5

https://docs.google.com/spreadsheets/d/1QASqSfwIGe1NLtVu3IJZMH3H6ncZFUfrqqpzWpND__g/edit?usp=sharing
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Total number of credit cards in India is 160 Million.

CREDIT CARDS AFFORDABLE

HIGH-INCOME
2

LOW-INCOME
1

MEDIUM-INCOME 
1

NUMBER OF CREDIT CARDS 

HIGH-INCOME
100 MILLION

LOW-INCOME
 10 MILLION

MEDIUM-INCOME 
50 MILLION

100 MILLION 50 MILLION 10 MILLION 160 MILLION=+ +

20



1 The car is assumed to be a standard
hatchback car.

2 The amount of paint required to paint a
standard door has been taken as a proxy
to estimate the amount of paint needed to
paint the car.

To estimate the surface area of the car, we
have divided it into 2 cuboids.

3

54

AMOUNT OF PAINT REQUIRED TO PAINT
YOUR CAR

McKinsey & Company

Total amount of paint required to paint a steel car = 20 gallons

Bain Capability Network

LENGTH 
1.5M

HEIGHT 
O.8M

AMOUNT OF PAINT

UPPER CUBOID

AMOUNT OF PAINT
NEEDED FOR A DOOR
OF 2M^2 =  1 GALLON

TOTAL SURFACE
AREA = 20M^2

20
GALLONS=X

LOWER CUBOID

7.5 M

TOTAL SURFACE AREA =
LOWER + UPPER - WINDOW

7.5M + 15.8M - 2.7M

LENGTH 
1.8M

BREADTH
 1.8M

BREADTH 
1.5M

HEIGHT
 1.3M

SURFACE AREA

2 x (LENGTH +
BREADTH + HEIGHT)  

15.8  M

20.6  M

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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https://docs.google.com/spreadsheets/d/1w15IToNECav4XtetjegwPuYOAjY3gewO/edit?gid=987550128#gid=987550128
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BOLLYWOOD MOVIES  RELEASED IN
INDIA IN A YEAR
Bain Capability Network                             

HIGH BUDGET MEDIUM BUDGET LOW BUDGET 

1

2

Movies are also released on national
holidays like republic day. 

NO OF MOVIES
PER FRIDAY

1

NO. OF FRIDAYS
48

Number of bollywood movies that are released in India in a year is 340.

=MOVIES RELEASED
ON FRIDAYS

MOVIES RELEASED ON
NATIONAL HOLIDAYS

340 MOVIES
PER YEAR

NO. OF FRIDAYS
48

NO. OF FRIDAYS
48

MOVIES

NO OF MOVIES
PER FRIDAY

2

NO OF MOVIES
PER FRIDAY

4

TOTAL NO. OF
MOVIES

48

TOTAL NO. OF
MOVIES

96

TOTAL NO. OF
MOVIES

192

An average of 4 movies are specially
released by media houses on National
Holidays.

3

Movies in India are released on Fridays.

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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MARKET SIZE OF THE TYRE INDUSTY IN INDIA IN A
PARTICULAR YEAR IN TERMS OF REVENUE

The approach has to be based on the
residential aspect.

Only four wheelers are to be taken into
consideration.

The population of India is 1.4 Billion.

70% of the population of India resides
in Rural India. 30% of the population of
India resides in Urban India.

1

2

3

4

POPULATION OF INDIA

RURAL POPULATION 
70%

The market size of the tyre industy in India in a particular year in terms of revenue is Rs. 410 Billion.

POPULATION USING 4
WHEELERS 

30%

TOTAL NUMBER OF
TYRES

103.48 MILLION

AVERAGE PRICE OF
A TYRE

RS. 4000

REVENUE
RS. 413.91 BILLION

(APPROX.)
=X

NUMBER OF HOUSEHOLDS
(AFFORD 4 WHEELERS)

0.426

TOTAL NUMBER OF CARS 
4.26 MILLION

NUMBER OF HOUSEHOLDS
(AFFORD 4 WHEELERS)

0.548

AVERAGE SIZE OF A FAMILY
(NUMBER OF MEMBERS)

4

AVERAGE SIZE OF A FAMILY
(NUMBER OF MEMBERS)

5

POPULATION USING 4
WHEELERS 

90%

TOTAL NUMBER OF TYRES
21.30 MILLION

TOTAL NUMBER OF CARS 
16.44 MILLION

TOTAL NUMBER OF TYRES
82.17  MILLION

AVERAGE NUMBER OF CARS
WITH EACH HOUSEHOLD

3

AVERAGE NUMBER OF CARS
WITH EACH HOUSEHOLD

1

URBAN POPULATION
30%

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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GUESSTIMATES
BOSTON CONSULTING GROUP



25.2M * 40%
=  10.08 MILLION

37.8M * 20%
=  7.56 MILLION

Boston Consulting Group

Outstanding loans are being calculated in
the context of domestic education.

Outstanding loans include those loans that
have been outstanding for 7 years or more.

People below poverty line will not be
pursuing undergrad education due to lack
of affordability.

UPPER MIDDLE
CLASS 25%

ELITE CLASS
10%

INDIA’S 18-25 AGE POPULATION (20%)
 280 MILLION

TOTAL OUTSTANDING LOANS
= 46.76 MILLION

63M * 60%
= 37.8 MILLION

63M * 40%
= 25.2 MILLION

49M * 80%
= 39.2 MILLION

49M * 20%
=  9.8 MILLION

28M * 40%
= 11.2 MILLION

28M * 60%
= 16.8 MILLION

98M * 50%
= 49 MILLION

70M * 90%
= 63 MILLION

28M * 100%
= 28 MILLION

%AGE PURSUING
UNDERGRADUATION

PUBLIC
INSTITUTIONS

PRIVATE
INSTITUTIONS

7.56M + 10.08M
= 17.64 MILLION

19.6M + 7.84M
= 27.44 MILLION

0 + 1.68M
1.68 MILLION

NUMBER OF OUTSTANDING EDUCATION
LOANS IN INDIA

POPULATION CLASS PUBLIC/PRIVATE 46.76 MILLIONX =X

Total number of outstanding loans in India is equal to 46,760,000.

Outstanding loans are being considered
for only under-graduation level, thus only
age group 18-25 is considered.

1

1

2

3

4

Click here to view
detailed spreadsheet

ASSUMPTIONS 

LOWER MIDDLE
CLASS 35%

280M * 35%
= 98 MILLION

280M * 25%
= 70 MILLION

28M * 10%
= 28 MILLION

39.2M * 50%
=  19.6 MILLION

9.8M * 80%
=  7.8 MILLION

NO. OF PEOPLE
TAKING LOANS

NO. OF PEOPLE
TAKING LOANS

11.2M * 0%
=  0

16.8M * 10%
= 1.68 MILLION
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GUESSTIMATES
INDUS INSIGHTS



PEAK
6 X 3 = 18

NON-PEAK
3 X 1.5 = 4.5

PEAK
3 X 3 = 9

NON-PEAK
6 X 1.5 = 9

OPERATING HOURS
9 HOURS

WEEKDAY WEEKEND

COMPLICATED PROCEDURES
50%

SIMPLE PROCEDURES
30%

40.5*50%*2500
= ₹50,625

TOTAL REVENUE IN A DAY
76,950/7 = ₹10,993

40.5*30%*1500
= ₹18,225

40.5*20%*1000
= ₹8,100

ONLY CONSULTANCY
20%

9+9+18+4.5 
= 40.5 PATIENTS

REVENUE OF A DENTIST IN A DAY
Indus Insights

The dentist is based in Delhi and only
gives consultations. 

Average turnover time for 1 customer is 5
minutes for introduction, 10 minutes for the
diagnosis/treatment and 5 minutes for the
payment/feedback.

OCCUPANCY RATE COMPLEXITY FEES ₹10,993X =X

The average revenue of a Dentist in Delhi is ₹10,993.

1

They operate 7 days a week and their
operational hours are 11 A.M. to 8 P.M.

Occupancy rate is 100% for peak hours and
50% for non-peak hours.

The consultancy fee is 1000 rupees.

The fee will be 1500 for a complicated
procedure and 500 for a simple procedure.

1

12

4

15

3

6

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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ANNUAL REVENUE OF A LAUNDRY
SERVICE IN DELHI

REVENUE STREAMS

7 CLOTHES PER
DAY

PRIMARY REVENUE STREAMS SECONDARY REVENUE STREAMS

WASH AND FOLD
SERVICES

OPERATIONAL HOURS

SAME DAY SERVICE PICKUP & DELIVERY
SERVICESDRY CLEANING

SUM OF THE REVENUE GENERATED (PER DAY) = RS. 2020

100 CLOTHES PER
DAY

Estimate the annual revenue of a laundry service in Delhi= Rs 337929.1667

Indus Insights

10 CLOTHES PER
DAY

10 CLOTHES PER
DAY

9 RS PER CLOTH 60RS PER CLOTH 40RS PER CLOTH 30RS PER CLOTH

PEAK HOURS NON PEAK HOURS

1460 HOURS PER YEAR 2555 HOURS PER YEAR

TOTAL 

4015 HOURS PER YEAR

1

1

2

The general areas have been taken into
consideration, the extremes (posh or
backward) areas have been ignored.

People come to drop off their clothes and
pick up and drop facility for clothes is also
provided.

Number of washing machines and Number
of clothes washed have been assumed.

It is a non-leap year.

Year wise seasonality factor has been
ignored.

3

4

5

ASSUMPTIONS 

Click here to view
detailed spreadsheet
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WEEKLY REVENUE FROM THE FOOD STALLS
IN A FOOD COURT IN A MALL IN DELHI
Indus  Insights

NO. OF RESTAURANTS IN A FOOD
COURT OF A MALL = 30

OPERATIONAL COST TYPES

HIGH COST= 6

LOW COST=9

QUICK FOODS

TOTAL FOOTFALL
OF ALL THE FOOD
STALLS IN A MALL

(IN A WEEK)
 = 23460

 The weekly revenue from the food stalls in a food court in a mall in Delhi is Rs. 1,56,400. 

MEDIUM COST
=15

X

WEEKDAYS WEEKENDS

PEAK HOURS = 5

NON PEAK HOURS = 5

DETAILED
RESTAURANTS

NUMBER OF
FOOD STALLS

IN A MALL
= 30

TOTAL FOOTFALL
OF ONE FOOD

STALL IN A MALL
(IN A WEEK) 

= 782

AVERAGE ORDER
VALUE OF A

FOOD STALL IN A
MALL 

= RS 200

FOOTFALL

PEAK HOURS = 5

NON PEAK HOURS = 5

No. of people in the vicinity of the malls is
60-70k.

There are 30 restaurants in the food court
of that particular mall.

Average footfall of a mall on weekend is
24,000.

Average footfall on weekends is higher
than on weekdays.

Average order value of a food stall in a
mall in Delhi Rs. 400.

Average footfall of a mall on a weekday is
22k.

3

1

1

22

3

4

5

6

ASSUMPTIONS 

Click here to view
detailed spreadsheet
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Indus Insights

All types of books - all languages and
including school/academic books.

The literacy rate of India is 70% and
minimum reading age of a child is 7 years.

The total number of books read by Indians during their lifetime is 127.

1 2

2

AGE GROUPS

7-18 (10 YRS) 18-35 (17 YRS) 35-60 (30 YRS)

AVID READERS

50%
10 BOOKS/YEAR

30%
3 BOOKS/YEAR

30%
4 BOOKS/YEAR

NON-AVID READERS

50%
5 BOOKS/YEAR

70%
1 BOOKS/YEAR

70%
2 BOOKS/YEAR

7.5 3

AVERAGE BOOKS 

2 * 25 = 507.5 * 10 = 75 3 * 17 = 51

TOTAL BOOKS DURING EACH AGE

X80 =+ 51 + 50 181

TOTAL BOOKS 

181 =X 0.7 127

TOTAL BOOKS * LITERACY RATE 

2

NUMBER OF BOOKS READ BY AN INDIAN
DURING THEIR LIFETIME

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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OTHER SERVICE
SECTOR EMPLOYEES

SECONDARY SECTOR
38%

TERTIARY SECTOR
60%

COMMUTING OUTSIDE
DELHI - 20 %

RURAL
3%

TOTAL WORKFORCE IN DELHI
14.5 MILLION

POPULATION OF DELHI
30 MILLION

50 +
22%

20-35 YEARS 
35%

0-20 YEARS
28%

35-50 YEARS
15%

PUBLIC SECTOR 
10%

CORPORATE WORKERS
COMMUTING WITHIN

DELHI - 20%

AVERAGE TIME FOR
COMMUTE PER DAY (HOURS)

NO. OF WORK-FROM-
OFFICE DAYS PER WEEK

1.5 3 1.5

6 3.5 5

URBAN
97%

SELF EMPLOYED
20%

PRIMARY SECTOR
2%

1

6

1 Time taken in one way commute from Delhi
to the satellite towns of Faridabad,
Gurugram or Noida = 1.5 hours (3 hours per
day).

Many offices in Gurugram and Noida have
3-day work from office. Taking average
work-from-office to be 3.5 days.

50% of the workforce commutes outside
Delhi and 50% commutes within Delhi.

NUMBER OF WORKERS
AVERAGE TIME FOR
COMMUTE PER DAY 

NO. OF WORK-FROM-
OFFICE DAYS PER WEEK 4,97,61,000 HOURSX =X

Office goers in Delhi spend 4,97,61,000 hours in commute during an entire week.

Indus Insights

WEEKLY COMMUTE TIME FOR
OFFICE-GOERS IN DELHI

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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EXPENDITURE INCURRED BY THE GOVERNMENT OF
INDIA IN THE LOK SABHA ELECTIONS 2024

Reference from past data - Expenditure in
2014 Lok Sabha elections was Rs 3780 Cr
and in ependiture in 2014 Lok Sabha
elections was Rs 8000 Cr (approximately
2x increase from 2014). 

India’s population has been increasing
annually by approximately 1%, the voter
base has expanded since 2019.

Growth trend: expenditure grew at nearly
100% from 2014 to 2019. 

2019 voter base: approximately 910 million
Estimate for 2024: approximately 960 million

If COVID-related health protocols remain,
it may add ~5–10% to costs.

TOTAL POPULATION

POPULATION/VOTER BASE
INCREASE 

 5%

INFLATION  ADJUSTMENT
30%

Final Projected Expenditure in Crores (including the buffer)= 12180

Indus Insights

The voter turnout is taken to be 50-60% of
the remaining population. India's
Population is approximately 1.5 billion
people.

EVM expenditure for voters is taken to be
Rs 5000.

BELOW 18 YEARS 
30% 

BELOW 18 YEARS & ABOVE
70% 

VOTER TURNOUT
40%

ESTIMATED GROWTH (2019–2024)

ADDITIONAL FACTORS
(TECHNOLOGY, SECURITY)

 10%

TOTAL ESTIMATED GROWTH
45%

BUFFER FOR CONTINGENCIES
5%

Projected Expenditure in Crores= 11600

1

2

3

4

5

6

7

Click here to view
detailed spreadsheet

ASSUMPTIONS 

11

32

https://docs.google.com/spreadsheets/d/1tmvxRtcay68Yw2nC5yYI-vEfAhZuZt6ObZkP8-afGdA/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1tmvxRtcay68Yw2nC5yYI-vEfAhZuZt6ObZkP8-afGdA/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1tmvxRtcay68Yw2nC5yYI-vEfAhZuZt6ObZkP8-afGdA/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1tmvxRtcay68Yw2nC5yYI-vEfAhZuZt6ObZkP8-afGdA/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1tmvxRtcay68Yw2nC5yYI-vEfAhZuZt6ObZkP8-afGdA/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1tmvxRtcay68Yw2nC5yYI-vEfAhZuZt6ObZkP8-afGdA/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1tmvxRtcay68Yw2nC5yYI-vEfAhZuZt6ObZkP8-afGdA/edit?gid=0#gid=0


GUESSTIMATES
KEPLER CANNON



MARKET SIZE FOR AN ALCO-BEVERAGE
FIRM IN MUMBAI
Kepler Cannon

People in the age group 0-18 are exempted
since the firm does not wish to unethically
target them or promote underage drinking.

Slum population consists of 0% people who
would be interested in alco-beverages
products due to lack of accessibility and
setting.

People below the poverty line would not be
interested in alco-beverages due to lack of
affordability.

MUMBAI’S POPULATION
20 MILLION

POPULATION AREA CLASS 2.5 MILLIONX =X

Total market size of Alco beverages in Mumbai is equal to 25,00,000.

URBAN (60%)
= 12 MILLION

30-50 (30%) * 50%
= 1.8 MILLION

SLUM (40%)
= 8 MILLION

50+ (30%) * 20% 
= 0.72 MILLION

18-30 (20%) * 80%
= 1.92 MILLION

TOTAL INTERESTED POPULATION
= 4 MILLION

UPPER MIDDLE 
CLASS 

40%
UPPER CLASS

15%
LOWER MIDDLE 

CLASS 
35%

TOTAL MARKET SIZE
= 2.5 MILLION

1.6 MILLION * 75%
= 1.2 MILLION

0.6 MILLION * 90% 
= 0.54 MILLION

1.4 MILLION * 50%
= 0.7 MILLION

1

1

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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GUESSTIMATES
NATION WITH NAMO



NUMBER OF RED CARS IN DELHI
Nation with NaMo

TOTAL POPULATION
33 MILLION

LOWER MIDDLE CLASS
75%

UPPER MIDDLE CLASS
15%

33M*75%*1 CAR
= 6.19 MILLION

33M*10%*2 CAR
= 1.65 MILLION

TOTAL CARS
2.89 MILLION

POPULATION INCOME CLASS RED COLOUR 433,125X =X

The Total Number of Red Cars in Delhi are 433,125 Cars.

UPPER CLASS
10%

33M*15%*1 CAR
= 1.24 MILLION

RED CARS
15%

OTHER CARS
85%

2.89M*15%
=433,125

Only cars that are used for personal use
shall be considered.

1

An average family consists of 4 members.12

15% of all cars are red cars.3

Lower middle class do not own cars.
1
4

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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1 Average family size in Delhi is 5.2Average Number of chairs in a low income,
lower middle, upper middle, and high
income family are 2, 5, 10, and 20
respectively.

=POPULATION OF
DELHI

AVERAGE FAMILY
SIZE

AVERAGE NO. OF
CHAIRS/ FAMILY

TOTAL CHAIRS IN
DELHI HOUSEHOLDSX

LOWER MIDDLE
INCOME (30%)

60,00,000

UPPER MIDDLE
INCOME (30%)

60,00,000

12,00,000 FAMILIES 12,00,000 FAMILIES 12,00,000 FAMILIES 4,00,000 FAMILIES

POPULATION OF
DELHI 

20 MILLION

LOW INCOME (30%)
60,00,000

x 2 = 24,00,000 x 5 = 60,00,000 x 10 = 1,20,00,000

TOTAL = 
28.4 MILLION

HIGH INCOME (10%)
20,00,000

Total Number of Chairs in the Households of Delhi is equal to 28.4 Million.

x 20 = 80,00,000

McKinsey & CompanyNation with NaMo

NUMBER OF CHAIRS IN HOUSEHOLDS OF
DELHI

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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1 100% students are present.
3

NUMBER OF STUDENTS IN SRCC WHO
TRAVEL BY METRO EVERYDAY
Nation with NaMo

We are considering students from all three
undergraduate years, as well as post-
graduate students.

TOTAL STUDENTS
3500

NOT FROM DEHI(60%)
0.60*3500=2100

PEOPLE NOT FROM
DELHI TAKE

ACOOMODATIONS
NEARBY COLLEGE &
DONT USE METRO

FROM DELHI(40%)
0.40*3500=1400

LOW INCOME (40%)
0.4*1400=560

BUS(70%)
0.7*560=392

METRO(40%)
0.4*140=56

CABS(30%)
0.3*140=42

METRO(40%)
0.4*700=280

CABS(20%)
0.2*700=140

MIDDLE INCOME (50%)
0.5*1400=700

HIGH INCOME (10%)
0.1*1400=140

METRO(30%)
0.3*560=168

PRIVATE VEHICLE(30%)
0.3*140=42

PRIVATE VEHICLE(10%)
0.1*700=70

BUS(30%)
0.3*700=210

LOW INCOME
METRO USERS

=

 Total number of students in SRCC who travel by metro everyday is 504. 

MIDDLE INCOME
METRO USERS

HIGH INCOME
METRO USERS

504 STUDENTS
PER DAY

It is a regular day.2

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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NUMBER OF WINE BOTTLES SOLD IN INDIA
Nation with NaMo

India's population is approximately 1.43
billion.

No one in the age group of 0-21 drinks
alcohol.

Wine is a luxury alcoholic beverage which
will be preferred more by those belonging
to the high income group. 

Those belonging to the low income group
do not consume wine.

On an average, a person consumes 40
bottles of wine in an year.

Wine is also sold in cans and barrels. It is
assumed that 20% of all wine consumed is
not in bottles.

POPULATION OF INDIA

INCOME GROUPS TYPES OF DRINKERS AGE GROUPS

0-21 : 35%

22-35 : 27% 

36-50 : 23%

51 & ABOVE : 15%

HIGH INCOME
30.25 MILLION

LOW INCOME
363 MILLION

NON-DRINKERS
325 MILLION

REGULAR DRINKERS
280 MILLION

TOTAL WINE
DRINKERS

NUMBER OF
CONTAINERS PER

PERSON

PERCENTAGE OF
BOTTLES IN ALL

CONTAINERS

NUMBER OF WINE
BOTTLES SOLD IN

INDIA IN 1 YEAR
X =X

Total number of wine bottles sold in India in 1 year is equal to 3.13 Billion.

MIDDLE INCOME
211.75 MILLION

OCCASIONAL DRINKERS
325 MILLION

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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PEOPLE IN DELHI

NUMBER OF PEOPLE THAT VISIT 
INDIA GATE 
Nation with NaMo

It is a normal working day.

Population of Delhi is around 20 million.

There are 10 popular places in Delhi that a
person may choose from for the purpose of
visiting, one of these places is India Gate.

TOTAL PEOPLE
IN DELHI

PERCENTAGE OF
PEOPLE VISITING

PLACES FOR
LEISURE

PERCENTAGE OF
LIKELINESS OF
VISITING INDIA

GATE

NUMBER OF
PEOPLE THAT

VISIT INDIA GATE
ON A GIVEN DAY

X =X

The total number of people that visit India Gate on a given day is  116,500.

4

INCOME GROUPS

LOW INCOME
10,000,000

HIGH INCOME
2,000,000

MIDDLE INCOME
8,000,000

POPULATION
20 MILLION

ABILITY TO VISIT PLACES FOR LEISURE

TOURISTS
100 THOUSAND

PERCENTAGE LIKELY TO
VISIT INDIA GATE OUT OF

ALL TOURIST SPOTS

There are approximately 1 lakh tourists in
Delhi on a given day. 

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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Nation with NaMo

There are 10 colleges in North Campus of
DU and 5000 students are enrolled in each
college on an average.

Students living in Hostels and PGs won't be
using metro for daily commute to colleges.

Those from the high income group do not
use the metro as they prefer private
transportation. 

Middle class mostly uses metro for
commuting. (90%)

A large proportion of the lower income
group prefers cheaper modes of
transporation like DTC Buses. (70%)

INCOME GROUPS

HIGH INCOME
680

LOW INCOME
5,440

DAY SCHOLARS
17,000

PAYING GUESTS
30,000

TOTAL
STUDENTS IN

NORTH
CAMPUS

PERCENTAGE OF
DAY SCHOLARS
THAT NEED TO

COMMUTE LONG
DISTANCES

PERCENTAGE OF
COMMUTERS
THAT PREFER

METRO AS THEIR
MODE OF

TRANSPORTATION

NUMBER OF
STUDENTS THAT
USE THE METRO

TO COMMUTE TO
NORTH CAMPUS

X =X

The number of students that use the metro to commute to North Campus Colleges of Delhi
University is 10,540.

1

MIDDLE INCOME
7,480

HOSTELS
3,000

NUMBER OF STUDENTS USING METRO TO COMMUTE
TO NORTH CAMPUS OF DELHI UNIVERSITY

ACCOMODATION

TOTAL STUDENTS IN NORTH CAMPUS

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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Both domestic and international flights are
to be included.

Taken the assumption that there is only 1
airport, having 3 terminals.

Nation with NaMo

NUMBER OF FLIGHTS AT DELHI
AIRPORT IN A DAY

NON-PEAK HOURS
(12)

PEAK HOURS
(12)

OPERATING HOURS

10 MINUTES

WEIGHTED AVERAGE
4 FLIGHTS PER HOUR

X 24 (NUMBER OF HOURS)

Taken the assumption that there are 2
runways per terminal.

Operating hours are divided into peak
(8:00 AM - 8:00 PM) and non-peak (8:00
PM- 8:00 AM) periods.

30 MINUTESTIME GAP BETWEEN
LANDING OF 2 FLIGHTS

X

6  (60÷10) 2  (60÷30)
NUMBER OF FLIGHTS IN

AN HOUR

FLIGHTS LANDING ON A RUNWAY IN A DAY
96

X 2 (NUMBER OF RUNWAYS)

FLIGHTS LANDING ON A TERMINAL IN A DAY
192

X 3 (NUMBER OF TERMINALS)

FLIGHTS LANDING ON DELHI AIRPORT IN A DAY
576

The total number of Flights that arrive at Delhi Airport in a day is 576.

2

3

4

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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MONTHLY REVENUE OF SARVANA 
BHAVANA
Nation with NaMo 

No. of people visiting on weekends is 1.5
times more compared to weekdays.

People will spend more during peak hours.

They can service 120 people in 1 hour.

Occupancy will be 100% in peak hours and
50% in non-peak hours.

Three main dishes ordered are dosa (200
Rs.), special dosa(300 Rs.) & coffee(100 Rs.).

30% customer order coffee, 20% order
special dosa and 50% order dosa.

PEAK HOURS NON- PEAK HOURS

 11:00 A.M. - 12:00 P.M.
3:00 P.M. - 5:00 P.M
8:00 P.M. - 9:00 P.M

(4 HOURS)

There are 22 weekdays and 8 weekends.

Only dine-in orders are being considered. 

It is a regular month.

WEEKDAYS
(MONDAY - FRIDAY)

 10:00 A.M. - 11:00 A.M.
12:00 P.M. - 3:00 P.M.
5:00 P.M. - 8:00 P.M.
9:00 P.M. - 11:00 P.M.

(7 HOURS)

CAPACITY PER MONTH DURING WEEKDAYS
(TOTAL HOURS PER DAY*NO. OF WEEKDAYS

PER MONTH*CAPACITY PER HOUR)
4*22*120=10560

CAPACITY PER MONTH DURING WEEKDAYS
(TOTAL HOURS PER DAY*NO. OF WEEKDAYS

PER MONTH*CAPACITY PER HOUR)
7*22*120=18480

OCCUPANCY RATE
100% OCCUPANCY RATE

50%

CUSTOMERS PER MONTH DURING WEEKDAYS
(CAPACITY PER MONTH*OCCUPANCY RATE)

10560*1.00=10560 CUSTOMERS PER MONTH DURING WEEKDAYS
(CAPACITY PER MONTH*OCCUPANCY RATE)

18480*0.50=9240

TOTAL CUSTOMERS PER MONTH DURING WEEKDAYS
(CUSTOMERS ON PEAK HOURS+CUSTOMERS ON NON-PEAK HOURS)

10560+9240=19800

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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TOTAL CUSTOMERS PER MONTH DURING WEEKENDS
(1.5*TOTAL CUSTOMERS PER WEEKDAY*NO. OF WEEKENDS)

1.5*900*8=10800

TOTAL CUSTOMERS PER MONTH
(TOTAL CUSTOMERS PER MONTH DURIING WEEKDAYS+TOTAL CUSTOMERS PER MONTH DURING

WEEKENDS)
19800+10800=30600

AVG REVENUE GENERATED PER CUSTOMER
(WEIGHTED AVG OF 3 MAIN DISHES)
(100*0.3)+(200*0.5)+(300*0.2)/1=190

TOTAL REVENUE PER MONTH
(AVG REVENUE GENERATED PER CUSTOMER*TOTAL CUSTOMERS PER MONTH)

190*30600=5814000

Total Monthly revenue of Sarvana Bhavana is Rs 5,814,000.
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AGE GROUP

0-30 (40%)

30-50 (30%)

50+ (30%)

80 M*70%
= 56 M 

60 M*50%
= 30 M

8O M*0%
= 0

TOTAL
= 25.2 M

1.2 CR*20%
= 2.4 M 

12 M*70%
= 8.4 M

16 M*90%
= 14.4 M 

TOTAL
= 86 M

TOTAL
= 111.2 M

MARKET SIZE OF QUICK COMMERCE
IN INDIA
Redseer Strategy Consultants 

People from rural parts and tier 2 or 3
cities of India do not have access quick
commerce.

Approximately 70% of India's population
resides in rural areas.

Approximately 30% of India's population
resides in urban areas.

India’s population is 1.4 billion.

INDIA’S URBAN POPULATION
1.4 BILLION

METRO CITIES
10%

TIER 1 CITIES
50%

TIER 2/3 CITIES
40%

POPULATION AREA AGE GROUP 111.2 MILLIONX =X

Total market size of Quick Commerce in India is equal to 111,200,000.

1

1

2

3

4

ASSUMPTIONS 

Click here to view
detailed spreadsheet
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SIZE OF ADVERTISING MARKET ON PLATFORMS OTHER
THAN TRADITIONAL ADVERTISING PLATFORMS

RedSeer Strategy Consultants

The population of India is 1.4 billion.

Total percentage of population using OTTs
is 60%.

Total percentage of population using
Apps is 90%.

Total percentage of population using
social media is 50%.

Total percentage of population using e-
commerce is 40%.

70% of the users are subscribers to the
platfoms.

DISTRIBUTION ACROSS DIFFERENT PLATFORMS

OTT PLATFORMS
60%

TOTAL NUMBER OF ADS ENCOUNTERED
PER HOUR= 26

E- COMMERCE
40%

PERCENTAGE OF POPULATION

PERCENTAGE OF POPULATION WITH
INTERNET ACCESS =  75%

SUBSCRIBERS TO THE PLATFORMS
(IN MILLIONS)= 735TOTAL TIME SPENT PER DAY (IN HOURS) = 11

NO. OF ADS DISPLAYED PER HOUR

TIME SPENT ON EACH PLATFORM PER DAY
(IN HOURS)

TOTAL NUMBER USERS= 882 MILLION
X

Total size of the advertising market on platforms other than the traditional advertising platforms (in
Billions) = 25225.2 (No. of adds x Time spent x No. of users)

Total number of users= Total population *
%of subscribers * % of active users.

Total size of the market= Total no. of
users* time spent * no. of adds
encountered.

APPS
90%

SOCIAL MEDIA
50%

TOTAL POPULATION HAVING ACCESS TO
INTERNET (IN BILLIONS)= 1.05

PERCENTAGE OF SUBSCRIBERS TO THE
PLATFOMS= 70%

NUMBER OF ACTIVE USERS (IN MILLIONS)=
945

1

2

4
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ASSUMPTIONS 

Click here to view
detailed spreadsheet
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SIZE OF ANIMATION/VFX MARKET IN
INDIA

Movies, TV shows and games are being
taken into consideration.

The population of India is 1.4 billion.

70% of the population of India resides in Rural
India.

30% of the population of India resides in
Urban India.

INTERNET PENETRATION

5-15 YEARS

The size for Animation/ VFX market in India = 4.18 Billion

1

2

RedSeer Strategy Consultants

3

4

15-40 YEARS

45+ YEARS

RURAL
(MILLIONS)

MOVIES

TV SHOWS

CARTOONS

MOVIES

TV SHOWS

CARTOONS

MOVIES

TV SHOWS

CARTOONS

196

196

588

490

392

98

441

490

49

84

84

252

210

168

42

189

189

21

URBAN
(MILLIONS)USAGE

TOTAL = 4.18 BILLION

1

ASSUMPTIONS 

Click here to view
detailed spreadsheet

48

https://docs.google.com/spreadsheets/d/1psFlM8BoW-JCyiIvVNzSb13ev3DSqsppJ9exfzfoV3w/edit?gid=0#gid=0
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GUESSTIMATES
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There are 20 rows of economy class
seats and 5 rows of business class
seats.

The gap between 2 rows of economy
class seats is taken to be 3ft and
between 2 rows of business class seats
is taken to be 5ft.

There is 2ft of storage space above a
6ft person.

The total surface area of the plane's
wings and tail has been taken equal to
that of the plane's body.

5Lt of paint is sufficient to cover an
area of 500sq ft.

The plane has been coated in 3 layers
of paint.

HEIGHT (IN FT)
80 OTHER DIMENTIONS (IN FT)

STORAGE = 2

LENGTH OF KITCHEN
10

AREA

CYCLINDRICAL BODY
3454 +

Estimate the Volume of paint required to paint an Airbus 620 = 207.24 Ltr (Total paint x 3)

VOLUME OF PAINT REQUIRED TO PAINT
AN AIRBUS 620
Trinity Life Sciences

ECONOMY CLASS 

60

25 CHECKED IN
LUGGAGE = 2

LENGTH OF COCKPIT
10

TOTAL LENGTH OF THE PLANE (IN FT) = 110

DIAMETER(IN FT)

CENTRAL LENGTH
= 6

PAINT REQUIRED(IN LTR)
69.08

TOTAL AREA TO BE
PAINTED 

6908

WINGS AND TAIL
3454 =

1

2

3

4

5

6
1
1

ASSUMPTIONS 

Click here to view
detailed spreadsheet

BUSINESS CLASS 
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Trinity Life Sciences 

MILK REQUIRED BY EACH COFFEE
SHOP IN CONNAUGHT PLACE

Preparation time for a coffee is 5-10
minutes  (average = 7 minutes).

The day is segmented into different slots
with varying occupancy rates: 
Weekdays:
8 am-12 pm, 70% occupancy
12 pm-4 pm, 50% occupancy
4 pm-10 pm, 80% occupancy
Weekends:
8 am-12 pm, 60% occupancy
12 pm-4 pm, 80% occupancy
4 pm-10 pm, 90% occupancy

Coffees are segmented as follows along
with proportions of total coffee orders:
Black Coffee (no milk), 20%
Latte/Cappucino (50-100ml milk), 50%
Regular Coffee (250 ml milk), 30%

Weighted average is calculated by
multiplying the weekday value by 5, and
weekend value by 2 and dividing by 7. 

1 3

4

2

X X

NO. OF COFFEES
(WEEKDAY)

8AM-12PM
4 HOURS       60 MINS

X X X

OCCUPANCY
70%

OCCUPANCY
50%

OCCUPANCY
80%

PREPARATION TIME
7 MINUTES

X
12PM-4PM

4 HOURS       60 MINSX
4PM-10PM

6 HOURS       60 MINSX

= = =

24 COFFEES 17 COFFEES 41 COFFEES

82 COFFEES X 5 DAYS

= 410 COFFEES

PREPARATION TIME
7 MINUTES

PREPARATION TIME
7 MINUTES

÷

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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NO. OF COFFEES
(WEEKEND)

8AM-12PM
4 HOURS       60 MINS

X X X

OCCUPANCY
60%

OCCUPANCY
80%

OCCUPANCY
90%

=
PREPARATION TIME

7 MINUTES

X
12PM-4PM

4 HOURS       60 MINSX
4PM-10PM

6 HOURS       60 MINSX

÷ ÷ ÷

=

PREPARATION TIME
7 MINUTES

PREPARATION TIME
7 MINUTES

20 COFFEES 27 COFFEES 46 COFFEES

94 COFFEES X 2 DAYS

= 188 COFFEES

= =

DAILY AVERAGE
NUMBER OF COFFEES

TOTAL WEEKDAY
COUNT: 410

TOTAL WEEKEND
COUNT: 188

598 COFFEES ÷ 7 DAYS

= 85 COFFEES
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ASSUMPTIO
NS

MILK CONSUMPTION
PER DAY

BLACK COFFEE

X
MILK CONSUMPTION 

0 ML
MILK CONSUMPTION

250 ML

PROPORTION OF
ORDERS: 20%

LATTE/CAPPUCINO REGULAR COFFEE

PROPORTION OF
ORDERS: 50%

PROPORTION OF
ORDERS: 30%

X X

= = =

0 ML 3187 ML 6375 ML

MILK CONSUMPTION
 75 ML

X X X

DAILY AVERAGE
COFFEES: 85

DAILY AVERAGE
COFFEES: 85

DAILY AVERAGE
COFFEES: 85

X X X

9.56 L/DAY

.Milk required by each coffee shop in Connaught Place is 9.56 litres a day.
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NUMBER OF PENS BOUGHT IN A DAY
IN INDIA

The population of India is 1.4 billion.

Age-Based Segmentation: 
Children (ages 6–18) are 20% of the
population (28 crores).
Adults (ages 19–60) are 50% of the
population (70 crores). 
Senior Citizens (60+ years) are 20% of
the population (28 crores).

Children buy 4 pens/month due to
school-related needs. Adults buy 2
pens/month for professional and personal
use. Seniors have minimal usage, they buy
1 pen every 2 months (0.50 pens/month).  

Assume 80% of students, 70% of working
adults, and 40% of seniors are active pen
buyers. 

Total number of Pens bought in a day in India is equal to 6,44,00,000.

1

2

3

4

TOTAL POPULATION
1.4 BILLION

CHILDREN (AGES 6-18)
280 MILLION(20%)

ADULTS (AGES 19-60)
700 MILLION(50%)

SENIOR CITIZENS (60+)
280 MILLION(20%)

ACTIVE PEN BUYERS
224 MILLION(80%)

ACTIVE PEN BUYERS
490 MILLION(70%)

ACTIVE PEN BUYERS
112 MILLION(40%)

X X X

PENS BOUGHT PER
MONTH PER PERSON = 4

PENS BOUGHT PER
MONTH PER PERSON = 2

PENS BOUGHT PER
MONTH PER PERSON = .5

= = =

896 MILLION 980 MILLION 56 MILLION

1.93 BILLION

÷

30 DAYS = 64.4 MILLION

Click here to view
detailed spreadsheet

ASSUMPTIONS 

54

https://docs.google.com/spreadsheets/d/1tQkJahaq8HtU6tCqdLh3ctEKSjMRSxrqDX-ezdXYq2c/edit?gid=0#gid=0
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https://docs.google.com/spreadsheets/d/1tQkJahaq8HtU6tCqdLh3ctEKSjMRSxrqDX-ezdXYq2c/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1tQkJahaq8HtU6tCqdLh3ctEKSjMRSxrqDX-ezdXYq2c/edit?gid=0#gid=0
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https://docs.google.com/spreadsheets/d/1tQkJahaq8HtU6tCqdLh3ctEKSjMRSxrqDX-ezdXYq2c/edit?gid=0#gid=0


Premium subscription preferences are more
likely to be adopted by younger age
groups. They tend to decrease with age
due to lower tech adoption and less utility
of the service.

Taken a blanket assumption that 30% of all
music listeners use Spotify.

Internet penetration directly correlates with
income levels, assuming higher income
groups have greater internet access.

NUMBER OF MUSIC
LISTENERS

PERCENTAGE OF 
SPOTIFY USERS

PERCENTAGE OF
PREMIUM SUBSCRIBERS 19,955,744 PEOPLEX =X

Total number of Spotify Premium Subscribers in India amounts to 19,955,744 (approx 20 Million).

NUMBER OF SPOTIFY PREMIUM
SUBSCRIBERS IN INDIA

URBAN
35%

RURAL
65%

POPULATION OF INDIA
1.4 BILLION

MIDDLE INCOME
40%

HIGH INCOME
20%

LOW INCOME
40%

INTERNET PENETRATION
100%

INTERNET PENETRATION
70%

INTERNET PENETRATION
30%

MIDDLE INCOME
40%

HIGH INCOME
10%

LOW INCOME
50%

INTERNET PENETRATION
50%

INTERNET PENETRATION
20%

INTERNET PENETRATION
5%

TOTAL POPULATION WITH INTERNET CONNECTIVITY
435 MILLION

0-14 YRS
26%

15-24 YRS
18%

25-34 YRS
16%

35-44 YRS
24%

45+ YRS
26%

MUSIC LISTENERS
50%

MUSIC LISTENERS
90%

MUSIC LISTENERS
85%

MUSIC LISTENERS
60%

MUSIC LISTENERS
40%

NUMBER OF SPOTIFY USERS (30%)

PREMIUM SUBSCRIBERS
5%

PREMIUM SUBSCRIBERS
40%

PREMIUM SUBSCRIBERS
40%

PREMIUM SUBSCRIBERS
20%

PREMIUM SUBSCRIBERS
10%

Trinity Life Sciences

1 2

3

Click here to view
detailed spreadsheet

ASSUMPTIONS 
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https://docs.google.com/spreadsheets/d/1mOWJNDeT_3n21LkTm3rhFaxc1LexrZDZN3lMW0jdAZ0/edit?usp=sharing
https://docs.google.com/spreadsheets/d/1mOWJNDeT_3n21LkTm3rhFaxc1LexrZDZN3lMW0jdAZ0/edit?usp=sharing
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https://docs.google.com/spreadsheets/d/1mOWJNDeT_3n21LkTm3rhFaxc1LexrZDZN3lMW0jdAZ0/edit?usp=sharing
https://docs.google.com/spreadsheets/d/1mOWJNDeT_3n21LkTm3rhFaxc1LexrZDZN3lMW0jdAZ0/edit?usp=sharing


To all the aspiring consultants who made it through our Guesstimate Book -
CONGRATULATIONS! 

As we reflect on the journey of creating the First Edition of our Guesstimate
Book, we are reminded of the incredible community that has supported us every
step of the way. To each and every one of you who took the time to explore our
book, we want to express our sincerest gratitude. Your interest and engagement
mean the world to us, and we are honored that you chose to invest your time in
our resource.

When we first started creating this book, we dreamed of connecting with readers
like you who value growth and learning. We poured our hearts into crafting a
resource that would not only educate but also inspire.

Your support is what drives us to continue creating valuable resources that help
you grow and learn. 

Additionally, we would be incredibly grateful if you could take a few minutes to
fill out a short feedback form. We’d love to hear your thoughts on what did you
find most helpful? What would you like to see more of in the future? Your insights
will help us identify areas for improvement and enhance the quality of our
content for future learners. Let’s keep the conversation going!

Please click here to access the feedback form.

Your honest opinions and suggestions are invaluable to us. We are committed to
continuously refining our resources to provide the best possible learning
experience.

Thank you once again for your participation and support. We wish you the
very best in your consulting journey.

THANK YOU!
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