BARBERSHOP
FINANCIAL
OPTIMIZATION

THE PATH TO PROHITABILITY

A strategic roadmap to bridge the breakeven
gap, rationalizing the $34,792 monthly fixed
cost base and maximizing unit economics.

INTERMAL STRATEGY DECK | FINANCIAL OPTIMIZATION GUIDE
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- GURRENT REALITY (DIAGNOSIS)

'Y, The Hurdle: 41 Daily

Visits required to break
even.

ﬁ‘i The Burden: $34,792

Monthly Fixed Cost load.

A The Inefficiency: 55 FTE
Barbers resulting in
>80% excess capacity.

EXECUTIVE SUMMARY: THE TURNAROUND AT
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STRATEGIC LEVERS (CORRECTION) THE TARGET (OPTIMIZATION)

Q Labor: Shift junior staff to @’ Volume: Stabilize at 45+
commission to reduce the Daily Visits.

$297,500 wage bill risk.

Fo Retail: Drive mix shift to ,Ji' Value: Increase ARPV
15% attachment (95% A1 £rom $39.25 to $45.00.
margin).
,./i' Profit: Achieve
d" Revenue: Implement $6 ¥ sustainable 15-20%

membership fee to EBITDA margin.
stabilize cash flow.
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URVIV L LINE 41 VISITS [$1 199 Dally Revenue]

HE!MHEE'.I-FJM

,-*’f'}’ o,

— o~ ™ =t
- - ——
m m m )
e Y el

Day 5
Day 6
Day 7
Day 8
Day 10

Daily Visit Volume
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_ 'THE GAP: 10 VISITS/DAY
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MONTHLY FIXED
COSTS: $34,792

To cover these costs:

e Required Daily
Revenue: $1,159.73

e Current ARPV:
$39.25

e Required Volume:
41 Visits/Day
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L UNIT ECONOMIGS: THE CHALLENGE OF ARPV @

Target: $45.00

~ DATA GORREGTIUN

. While theor etical modelssuggesta $3, :
G une mnal *'-f- ctat r- 2L 3‘? 25 pe‘r isit. m
We must nptlmlz ervice mix t oe he gaptn$4f 00.
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Logic: At a single-service price point, we cannot rely on volume alone.
,) KEY I NS' G HT We must increase the value capture of every client.



STRATEGY 1: OPTIMIZE PRICING & SERVICE MIX

Shift focus from the commodity ($35 Haircut) to the experience ($45 Shave).
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THE UPSELL PATH

L —

Hot Towel Shave: $45.00
Beard Sculpt Add-on: $25.00

. Status: =8
HIGH MARGIN

| ” Action: Incentivize staff to upsell premium services. Shifting volume to the $45
.. serviceisolates the exact volume shift needed to bridge the revenue gap.
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SIRATEGY 2: THE RETAIL PROFIT LEVER
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| Service Profit {g =
Margin (Variable) § ==

Retail Profit _ il
Margin (95%)
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~ COGS (5%)
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THE TARGET: Lift retail mix from 10% to 15% of visits.
W THE IMPACT: $150 aggregate daily revenue lift.

L "~ THERULE: 1in 5. Every 5th client must leave with a product. e N
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# STRATEGY 3: MEMBERSHIP & RECURRING REVENUE * |~

—3a} Processing Fees: Why It Works:

5150 unlike service
_ revenue, member- 1
) Net Profit: 3450 ship fees carry

negligible variable
costs. This revenue
flows almost entire-

75 Impact at 150 Visits: # | 1Y {0 covering the

" 13900 Daily Pure Profit | 534792 monthly
fixed overhead.




| THE EFFICIENCY BOTTLENECK: LABOR UTILIZATION

Demand:
45 Visits/Day
=~169 Hours
Needed/Week

Supply:
55 FTE Barbers
= 2,200 Hours/Week

>80% Excess Capacity

1 : | \ : :}
r 1 Utilization Gap:
5\

ie TH EMCHOR: Annual Wage Bill: $297,500 ($24,800 Monthly). -

Stisands of idle hours ’ 1
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- Junior Barber: $35,000/Year

- Risk: Business assumes

100% of downtime cost.

- Requirement.
- Requirement: Needs 15

extra daily appointments

to justify.

~ COMMISSION MODEL _| “|'f
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f THE FIX: Stop paying for empty chairs. Move junior staff

. E}“commission immediately to preserve liquidity.
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- Pay for Performance
- Risk: Shared with

employee.

- Benefit: Labor costs
scale down when traffic

is slow.
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® Target: 45 Visits/Day
(Year 2 Goal).

® Marketing Spend:

Maintain 5% of Revenue. \

® Strategy: Direct spend
specifically to fill Dead
Zones.

WEDNESDAY | THURSDAY

TUESDAY

FRIDAY I SATURDAY

AD ZON

11 9AM-

11 AM

FFF-PEAK

Physical capacity is not the bottleneck (<85% utilization). The issue is demand
generation. We must buy customers for the empty hours, not the busy ones.




\75 /o\ NON-LABOR |

. OVERHEAD /.
LEASE: S$7,500 '" A

ACTION:
ELIMINATE.
' Movetoin-house
L staffcleaning. |
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—J STRATEGY 7: CONTROLLING VARIABLE EXPENSES *

Leak Indicator Leak Indicator

BACKBAR COSTS MARKETING SPEND

—il.'—l

% $200

_per visit

Action: Reduce variable

Analysis: Alarmingly high. tansall |
NZ2 2 0\, spend as retention improves.

Requires immediate vendor.

Action: Consolidate vendors
to standard industry rates.
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' Protectthe Spend.
Cutting the core 5%
marketing risks stalling

the pipeline needed
to justify staff. |

Raise Prices First.
The $35 haircut
price is too low
for the fixed
cost base.

RO R WL [0 0|

Do not starve the funnel to save cash.
Raise prices to fund the acquisition engine.
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IMPLEMENTATION TIMELINE: THE 90-DAY TURNAROUND
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- Cut cleaning cost
($500).

- Audit backbar
vendors.

- Raise base haircut

price >$35.

- Implement - Renegotiate Lease
commission terms.
structu re. - Hit steady state of
- Laun.ch 1in5 45 visits/day.
Retail training.
- Standardize
membership pitch.
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_JJ THE DESTINATION: SUSTAINABLE UNIT ECONOMICS 2
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Retail Attach Rate EBITDA Margin
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Target ARPV

Daily Visits

“Sustainable profitability depends heavily on controlling the largest
expense—the $297,500 wage bill—while maximizing the value of
every chair sit.”



