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Financial Performance Metrics & The Path to Breakeven
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The Immediate Cost Reality Check
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Revenue Drivers & Volume Targets
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Daily Visitors Target

Requires consistent
weekday footfall,
avoiding reliance on
weekend spikes.
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Planning Assumption

Conservative baseline
for financial modelling.
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Gift Boxes

» AQOV Lift Mechanism

Shift sales mix from
individual chocolates to
high-value bundles.
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Staffing & Operational Capacity

Capacity vs. Demand
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Financial Health & ’ |
Cash Flow Solvency $844,000

Minimum Cash Balance (Feb 20826) |

Cash Flow Projection

Initial CapEx 22-Month Payback Period
Outlay: $82,500 4

.
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Risk: Low inventory turnover ties up capital and increases spoilage.
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KPI 1: Daily Visitor Traffic

Top of Funnel Effectiveness

250

Target: 375+ Visitors/Day (2026 Goal)

Warning

Definition: The absolute starting point Zone 4
for revenue. Measures marketing reach.

Critical Actions:

1. Boost exterior lighting & displays.

2. Targeted ads (2-mile radius). 0

3. Stop-Loss: If <250 for 3 days, halt
non-essential spend. A

— 400

Gauge Status: On Target
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KPI 2: Visitor-to-Buyer Conversion Rate

Sales Effectiveness
Target: 150% Minimum . | 180%
Context: >100% rate implies high- 150% 2027

volume transaction counts (multiple Aspiration

items/baskets per footfall).

Critical Actions: o
1. Staff engagement within 30 seconds.
2. High-margin impulse items at 40%

register. Standard Retail
3. Review queue management. Benchmark

Baseline Target
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Transaction Efficiency

Target: $2,185+ (Baseline 2026)

Strategy: Shift mix toward Gift Boxes

(Target: 25% of sales).

Critical Actions:
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Curate bundles priced 20% above
target.

POS prompts for high-margin
add-ons.

Premium samples for high-value
carts.

KPI 3: Average Order Value (AOV)

(<$50)

Single ltem Curated Bundle

($2,185)
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KPI 4: Gross Margin Percentage

Profitability Core

Target: 86.0%
COGS
Context: Requlres premium
‘Destination’ positioning to exceed
standard 40-60% retail margins.

Formula: (Revenue - COGS) / Revenue

Critical Actions:

1. Bundle staples with artisanal
items.

2. Bulk pricing negotiation.

3. Strict spoilage control.

Retained
Revenue

FINANCIAL
MODELS LAB



KPI 5: Repeat Customer Rate

Loyalty & Lifetime Value

Target: 250% (2.5 Returns/Cohort)

Timeframe: Repeat Customer Lifetime
(6 Months).

Critical Actions:

1. Secure first repeat purchase
within 90 days.

2. Frequency-based loyalty rewards.

3. Monthly in-store events.

Return Visits

2.9X Frequency

Critical Window:
First 90 Days

1 2 3 4 S)
Time (Months 1-6)
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KPI 6: Inventory Turnover Ratio (ITR)
Asset Efficiency & Spoilage Risk

Target: 10x Velocity

Risk: Low turnover ties up cash

and kills margin via spoilage. 10x

Critical Actions:

1. Strict FIFO (First-In,
First-Out) policy.

2. Align stock levels to sales
velocity.

3. High frequency, smaller orders. Annual Turns
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KPI 7: Monthly Breakeven Revenue
The Survival Threshold

Waterline Graphic
| | |

Target: $15,788 / Month “ =
Definition: 2 M Profit Zone S :

Non-negotiable floor

covering fixed costs (Rent + $15,733

Labour). - =

Insight:

“If you are not tracking J,LossZoneX

variable costs closely,
you are flying blind.”
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The Customer Value Strategy

Transitioning to High-Value Patronage

Current Mix 2030 Target Mix

9 9

Gift Boxes
(15%)

Party
Favours

(5%)

Gift Boxes
(25%)

Party
Favours Standard
Standard (15%) Retail

Retail (60%)

Outcome: Product mix shift drives Customer Lifetime Value
(CLV) to support 250% retention target.
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Summary & Immediate Priorities

Validate the $15,788 monthly breakeven revenue floor
Scale conversion rates from 150% toward the 180% target

Maintain Gross Margin strictly at 86.0%

A 8

Ensure Inventory Turns at 10x to minimize spoilage

“Achieving the projected July 2026 breakeven requires
generating a minimum of $15,788 in monthly revenue.”
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