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The Beauty Salon
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Operationalizing a High-Performance
Service Model
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Investment Profile: Capital Efficiency & Projected Returns

Executive Summary

@) $800,000 34%

é Capital Requirement Projected ROE

Covers CAPEX, Year 1 Losses, & Working Capital Return on Equity over 5-year forecast

Month 13 20 = 40

Breakeven Horizon Volume Scale
Profitability target: January 2027 Daily visit growth trajectory (2026-2030)

Investment Thesis: A high-margin premium service engine targeting a 48-month payback period
with a minimum 2% Internal Rate of Return (IRR).
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Step 1: Defining the Niche

The “Serene Sanctuary” Market Positioning

Target Demographic Competitive Benchmarking

Requires superior
Skin Services $80 $75 product lines &
guaranteed times.

Style-conscious professionals
and busy parents (Aged 25-55).

Value proposition is consistent, Justify via speed
high-quality self-care, not Nalils $45 $35 and premium finish.

transactional services.
9 Hair Services Premium Standard Core differentiator.

RISK CHECK: Churn Risk. If onboarding new stylists takes >14 days, operational risk climbs
iImmediately due to lost booking capacity.
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Step 4: Revenue Architecture

Demand Verification & The North Star Metric

$73 x 20 x 30 = ~$43,800

ARPV (Average Daily Visits Operating Days Monthly Revenue (Year 1)
Revenue Per Visit)

Mix Requirement Strategic Stress Test
» Must maintain 50% Hair Services Mix. « Sensitivity Analysis: The $73 ARPV is highly
« Target: 3-4 high-value color appointments per sensitive.
stylist weekly. e If price drops 10%, volume must increase 25% to
» Target: Retail sales >10% of total revenue. maintain revenue parity.
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Step 2: Location Strategy
Facility Footprint & Capacity Planning

Fixed Cost
Anchor Bl

Operational Designed for 20 Daily Visits (Launch)
. i'frlx, \ esigneda ror dily VISILS (Launc
Capacity &) —> 40 Daily Visits (2030)

Facility build-out is
designed to handle 20 6 O OO
daily visits immediately. Monthly Rent

Layout logic prioritizes
workflow to prevent
bottlenecks from Day 1.

Insight: This cost is
immovable. The footprint
must support the 2030
vision of 40 daily visits.
Relocation is capital
inefficient and disrupts
client retention.
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Step 2 (Cont.): Mitigating Startup Costs
Converting CAPEX to OpEx

Total Equipment Needs: $90,000 Strategy:

Build-out, Reception, POS, Lease vs. Buy
r Retail Shelving. By leasing $40k of major
assets, we preserve
upfront cash for critical
working capital

$40,000 - Leased Assets $50,000 - Cash Outlay (marketing, inventory).

Note: High-quality

I_ equipment reduces
Major Assets (Styling Chairs, Build-out, Reception, —— '””Qt'team m:’“te“‘ﬂ"ﬂe
Processing Units). Converted POS, Retail Shelving. CERL P

to Monthly OpEx. under-allocate on the

build-out.
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Step 3: Organizational Structure

Scale & Labor Efficiency
2026 2030
| | '
Launch Phase S ‘ ~ Scale Phase
6 FTES Efficiency Melrics 10 Service Providers
(1 Manager, Stylists, Techs) — W
e Target service utilization >75% across all billable hours. Objective: Double Capacity
Wage Budget: L _ »
$215,000 Annually e Monitor 'FTE per visit monthly to benchmark productivity.

¢ Constraint: Growth must occur without bloating support
staff ratios.
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Talent Retention & Compensation

Balancing Fixed Base vs. Variable Reward

Base Salary

Compensation Stack

Performance
Driver.

Competitive
anchor to
prevent turnover.

The Logic:

A stylist billing $100k
generates only $5k in
commission.

The Base Salary is the
primary retention tool.

Risk Alert

Operational Risk: If
hiring takes >14 days,
churn risk spikes.

Tactical Insight:
Stagger hiring based on
volume targets, not
calendar dates, to
protect cash flow.
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Step 5: Cost Structure Analysis

Fixed Hurdles vs. Variable Drivers

> Variable Costs
(17% of Revenue)

Product Usage, Commissions

Fixed Overhead -
($10,000/mo)
Rent, Utilities, Marketing

Immovable Hurdle Rate

Contribution ~m Requirement: ~168 Monthly Services

Breakeven Unit ‘ Average Ticket:
Margin: ~70% to cover Fixed Overhead (excl. wages).

Economics ~$85
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Step 6: Financial Forecast
The ‘Burn’ & The Turn

Cumulative Cash Flow

+800 Critical Constraint
Breakeven Month 13 Cash reserves must bridge
. +400 (Jan 2027) the gap between initial
2 | spend ($90k CAPEX + $215k
E 0 | Wages) and revenue
- stabilization.
a0
g 200 1\
Metric to Watch: Gross
-6,000 Year 1 EBITDA Loss: prnﬁt must cover fixed
(569,000) costs monthly. Small dips
-9,000 in daily visits delay the

Month 1 Month 6 Month 12 Month 18 Month 24 breakeven date.
Time (Month 1 to Month 24)
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Step 7: Funding Requirements $800,000

Use of Funds & Capital Allocation Total Ask

Initial CAPEX

($90,000)
Equipment/POS

Operating Losses
TOtaI ASK Covering Year 1
$800,000 EBITDA Loss (S89K)

Working Capital

Reserves for
Ramp-up Period

®

@ Return Profile Payback Period: 48 Months IRR Target: Minimum 2% (Viability Floor)
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Strategic Growth (2026-2030)

Scaling Volume without Breaking the Model

20

Daily Visits

Visits/Day

2026

30

Visits/Day

2028
Year

&

40

Visits/Day

2030

Key Drivers

Service Mix Discipline;: Must
maintain 50% Hair Services
mix. If low-margin services
dominate, model fails.

Customer Acquisition: Tight
runway to double volume.
Monitor CAC vs LTV.

Labor Efficiency: Monitor FTE
per visit ratios during scaling.
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Risk Management

Sensitivity Analysis & Scenario Planning

Scenario Matrix .

e e

Scenario A - ARPV Erosion
ARPV drops to $65 (from $73).

——

Impact

Daily visit requirements increase i\lll\'
significantly to cover fixed costs.

‘AR - : Impact :
Sceng I‘FO B Onboardmg Lag IRR target at risk; Revenue capacity @
Seat fill time >14 days. fias L)
Impact

Scenario C - Price Elasticity
10% Price Cut.

Mitigation Strategy

Requires 25% volume gain to offset
revenue loss.

s

Lease equipment to preserve cash; Lock in product supplier pricing to protect 1/% variable cost cap.
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The Strategic Roadmap

From Concept to Capital Efficiency

1. | &/ Concept & Niche Defined
Final Investment

2. | /' CAPEX & Location Secured :

' Thesis
3. Org & Comp Structured

| ‘/ & SR A high-touch, r_'uigh-margin
4. | «/ Volume & Revenue Modeled ($43.8k/mo) model generating 34+ ROE,

secured by rigorous financial

lanning and a 48-month
J Costs AﬂﬂlYZEd ($10|( Fixed) anbacg schedule.

I
6. ‘ +/ Forecast Integrated (Breakeven Jan 27) SoranCanitaTALlGEaton

7. | Funding Quantified ($800k)

O
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