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THE VISION: FROM LAUNCH TO EXPONENTIAL SCALE

YEAR 1: REALITY YEAR 5: VISION

Total Revenue Target:
$173 Million
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$166,000

Base Salary: / 1

$1860,000
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Understanding the distinction between fixed compensation and retained operating gains is the first

step in financial planning. Growth is not linear; specific levers create an exponential curve.
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YEAR 1 FOUNDATION: CAPEX & BREAK-EVEN HORIZON

JAN 2026, : : | : JUNE 2026 :
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Profitability requires
navigating an initial capital
expenditure of $76,500.
Operational break-even
must be achieved within

siX months.

NOTE: If client onboarding
A >14 days, cash reserves
must cover gap.
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REVENUE SCALE: THE GOLDEN RATIO OF PROJECT MIX

FULL - SERVICE

DESIGN (>70%) -
The Growth Engine K//
4
: """.\\-

OTHER /
HOURLY

Scaling from $810k to
$173M is

mathematically impossible
on hourly work alone.

High-value Full-Service Design smooths cash flow between
construction phases. Hourly consultations create revenue gaps.



YIELD OPTIMIZATION: PRICING POWER & UTILIZATION

V/\ eiled LAtbE] Strategy: Deepen

HE roe e (pctaized  Srogorth
YIELD EXPANSION e e il increase billable

'_'i" volume while

= raising the rate
ceiling. Rate
increases are
justified by
speclialized expertise

in Sustainable Design
and Adaptive Reuse.

CURRENT STATE

$250/hr Rate
80 Billﬂble_Hrstlient
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TECHNOLOGY AS A MONETIZATION LEVER

VISUALIZATION BIM INTEGRATION CHURN MITIGATION

Accelerates sign-offs. Justifies fixed-fees. | Bridges the 14-day
| | | | | | | | onboarding gap.

VR and BIM are not just tools; they are the financial justification for premium
fee structures. They reduce revision cycles and create ‘viral’ marketing assets.
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OPERATIONAL EFFICIENCY: DEFENDING THE MARGIN

The Rule of 50
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CONSULTANTS: Reduce MARKETING: Reduce —A 1 ,'r,#’
from 66% -> 50% from 70% -> 50% NS
(Internalize Expertise) (Leverage Referrals) \

s ’
A ;
& o d
#

e
il
/

.-'__. i
i
P
17
e -
YA e
P e
[ ;
i
.:.-.-_

e
S

= I
- o
.
- .-'
i o
e

-
l‘--

=
f.-'-:

=

- =
Y P, N, B
", o 5 3, R oy
. " ey , ", L, o - T
'\-\.1 .'. " : .-\..H"'\-\.""\-\. S ‘. by b vl ", D b ? e e

o
Lt

N
SO
L,
|
1
A

MARGIN DEFENSE LINE: VARIABLE COSTS @ 20% OF REVENUE
— A e
K A

“Revenue is vanity; margin is sanity. Don’t let project complexity eat your profit.”
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LABOR LEVERAGE: EXECUTION VS. STRATEGY

AT

2026 / 35 FTEs

Owner caught 1n
$250/hr execution

RE FERMETTING INYOECTRS leﬂ-l'l’.[ﬂﬂ"
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The Principal Architect must shift focus from
doing the work to designing the business.

2030 / 80 FTEs

OWNER
(STRATEGY)

MANAGEMENT

EXECUTION STAFF

| Owner focused on

High-Margin Strategy
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FIXED OVERHEAD DISCIPLINE
I

OPERATING
LEVERAGE
" if Fixed costs (Rent, Software,
Admin) drop to 0.86% of
sales at scale.
NN A

FIXED OVERHEAD ~S$102,600/YR
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START SCALE PEAK
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| ACQUISITION
EFFICIENCY (CAC)

MARKETING SPEND ‘

=

“ IYEAR 1
CAC: $1,500
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. YEAR 5
»> TARGET :

$850

Efficiency in marketing determines
long-term viability. Leverage
referrals to dilute cost.

E -

NEW CLIENTS

b 4
B |
@ FINANCIAL
MODELS LAB



STRUCTURAL RISKS & MITIGATION PROTOCOLS

RISK: REVENUE
LUMPINESS

Main >70%
Full-Service
Design Mix.
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RISK: SLOW
ONBOARDING

Keep onboarding
<14 days to stop
churn.

RISK: MARGIN
EROSION

Internalize staff
to reduce Consultant
reliance.
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Architectural Editorial

5-YEAR STRATEGIC ROADMAP (2026-2030)

2026: LAUNCH

Invest $76.5k CapEx.
Break-even June.
35 FTEs.

2027-2029: SCALE

Adopt VR/BIM.
Reduce CAC.

Internalize Consultants.

2030: PEAK

80 FTEs.
$173M Revenue.

Owner Rate $275/hr.



Architectural Editorial

SUMMARY OF KEY FINANCIAL LEVERS

| REVENUE

Design Mix

>70% Full-Service

PRICING

Consulting Rate

$275 / Hour

EFFICIENCY

Variable Costs

20% of Revenue

LABOR

Staff Scale

80 FTEs

ENGAGEMENT

Utilization

120 Hours/Client

OVERHEAD

Fixed Cost

Cap at ~$102k/yr

ACQUISITION

CAC

Reduce to $850
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DESIGN YOUR PROFITABILITY.

Scaling success relies heavily on labor
leverage... freeing the Principal Architect for
high-margin strategic work.

NEXT STEPS: REVIEW THE 7 FACTORS & AUDIT UTILIZATION. END OF BLUEPRINT.



