: THE FINANGIAL BI.UEPRINT
‘OF A PROHITABLE BREWERY

Operational levers, capital requirements, and

| the roadmap to S600k+ owner income.
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CRAFT BREWING
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INCOME SCALE
é Start Maturity:
| $75,000 > >$Bﬁij udﬂ

THE GRINI]

14 Months m
: to Breakeven
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” REQUIREMENT

~$620, 000

Initial CapEx




b e o

TN

$259,BBB
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+S75, 000 - $225,000 INSIGHT:

The $75,000 Head
Brewer salary is an :
operational expense, °

-swa 000 not a profit -
distribution. True
financial i
independence comes || |
from the residual
income after debt

EBITDA Debt Add Back: True Owner
Service Operational Income
Salary ($75k) $225,000
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e Brewhouse:

$150, 000 \ I ,-/

Canning Line: | . .
$120, ege Debt service claims

b cash flow first. The

~, strategy is to minimize :
the impact of debt by i
generating aggressive
early revenue to service
the principal without
starving operations.

>$620,000




OPERATIONAL
BREAKEVEN

Roboto Mono

| Month ©
Rubutu Mono
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CHURN RISK: If onboarding takes longer than expected, cash | FULL CAPITAL
flow executes a "churn," increasing risk of failure. Reserves L PAYBM:K
must account for delays beyond the 14-month target. | Roboto Mono
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600 BBLSs 2,900 BBLs

Fixed costs don’t change, but efficiency does.
You must spread overhead across more barrels.
Revenue must grow 383% to realize operating leverage.
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Annual Fixed
Overhead:

S$177,600

Monthly Nut:
$14,8600
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Insight: At low
volume, rent eats
your margin. At
2,900 BBLs, rent
becomes a
manageable line item.

2z ] FINANCIA
MODELS LA




THE MARGIN PER BARREL
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~ FRUITPUREE ~ PACKAGING

| Target S55/unit o— Target ~S$34/unit

Aggressively negotiate volume purchasing for core ingredients and strictly
track waste. Small shifts in input pricing swing monthly results significantly.




| PRIBING STRATEGY I]IGTATES THE T(lP I.INE

Seasonal/Sour $1 100
H e e—————— Price Per Barrel

§ HighP/BBLis |}
2| the primary
Bl profit driver.

$359

Price Per Barrel

Gnre / Golden Ale ]
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PI’lOI‘ltlze hlgh margin seasonal offerings. Every dollar. above
the breakeven P/BBL ﬂows eff1c1ently to 8ross proflt
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DIRECT-TO-CONSUMER WINS THE MARGIN WAR

THE $100 SALE
Wholesale Jp— Tapruum/DTE

Processing
Fee
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Distribution

Net
Revenue.

= -

A large chunk (20%) is cut off | A sliver is cut off labeled |
labeled "Distribution Fee". "Processing Fee". Resulting
Resulting: "$80 Net Revenue”. text: "S97 Net Revenue”.
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Desp1te processmg fees DTC ylelds SIgmflcantly higher
effectwe margms by ellmmatmg the mlddleman
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SMART I.ABUR GRI]WTH
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T e Brﬁlwer - Dual Roles | WS Dedicated
aproom Manager ' (Manager handles '~
($165k Base) | Sales) Sales Rep
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THE TRAP I—Ilrmg Sales Rep before
volume justifies it. Ensure new hires
generate more revenue than their fully
loaded cost within 6 months
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THE OWNER'S OPERATIONAL CHECKLIST

; V(Secure $620k+ CapEx; anticipate 14mo breakeven.

._ —
- .l N 3 e Rl ':r
-
L e

. 7 Scale to 2,900 BBLs to drop rent cost to $31/BBL.

N re——

Shift volume to Taproom (+$17 margin per $100). | |
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, 7( Target $34 packaging costs & negotiate inputs.

: 7 Delay Sales Rep hire until revenue milestones met.

. Z Track Unit Economics (Cost per BBL) monthly.
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™| Systematic Execution for Operational [
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(] Yuur pmﬁtabrhty is not determined by the quahty of the beer alone, but by ynur d.'scfplme in
&=« managing the spread between Price per Barrel and Fixed Cost per Barrel. The levers are in your hands. f‘“
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