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The Mission: Converting a Premium
Concept into a Viable Business

Objective: Operational
Breakeven by March 2027 (15-
month runway).

(

The Gap: Bridging the period
between setup and profitability. <

Core Challenge: Converting $45
CAC into sustainable LTV.
Success hinges on achieving an
8.1x LTV:CAC ratio.

$68,000 CAPEX
(Asset Building)

$692,000
Operational

Burn
(Runway)

\

.$760,000

Total Capital Requirement

Strategic
Mandate: We
are launching a
premium brand
for US shoppers
aged 25-45. We
have 15 months
to fix the cost
structure.
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Market Validation: The Impatient Digital Native
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PROFILE: US Shoppers, 25-45.

VALUES: Authenticity, Craftsmanship, Sustainability.

THE PAIN: Generic, low-quality fast fashion.

RISK INDICATOR: Churn risk rises significantly if
onboarding/delivery exceeds 14 days. '

Action Iltem: Validate pricing elasticity by running A/B tests against premium DTC competitors
immediately. Do not assume premium pricing is automatic.
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Product Mix vs. Revenue Targets: The AOV Paradox

35%
To be defined

25% Hoodies
(@ $65)

40% T-Shirts
(@ $35)

CRITICAL ANALYSIS

Metric in Question: $7,260 Average
Order Value (AOV).

Diagnostic: With entry-level pricing
($35-$65), a $7k cart is statistically
improbable. This figure likely
represents Lifetime Value (LTV).

Correction: If $7,260 is the LTV target,
acquisition strategy must pivot entirely
to high-retention channels.
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Unit Economics: Confronting the Operational Deficit

Revenue
100% -120%

-70%
Variable OPEX

Revenue COGS

-70%

Result:
190% Variable Cost

Strategic Requirement: Immediate renegotiation of supplier contracts is required to
flip the Gross Margin from negative to the target 810%.

Source: Current model projects 810% margin, but cost structure (120% COGS + 70% Var) contradicts this.
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Customer Dynamics: The Mathematics of Survival

$4.5 Requirement 81x

> : >
CAC Ratio
Retention Criticality
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Current Repeat Rate: 25% Target Rate (Year 5): 55%

Volume without positive unit economics is how good businesses die. If the $150k
marketing budget yields only 3,333 customers, retention is the only path to solvency.
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Supply Chain Protocol: Stabilizing Quality and Cost

PROTOCOL CHECKLIST |

OUTCOME:

M 1. Partner Selection: Identify 2 primary

manufacturers within 90 days.

2. Quality Standard: Target defect rate < 1.5% Reduce
for premium goods. defect—relai(:ied
3. Verification: 3rd party inspection reports bEiSt%?)nGS
. & 3 g
M required before 80% of bulk shipments leave dor 50%
factory_ | under 0.

@ 4, Sourcing: Establish material verification

protocols. \d.ﬂ

|
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Inventory & Fulfillment: Protecting Cash Flow

Acquisition

Safety Stock:
Cap at 45 Days

N demand.

ﬂ mvé-ntwy Lifecycle K

Logistics:
Negotiate 3PL rates on
projected volume.

Liquidation Trigger:
Markdown if

inventory > 180 days.

Inventory rules prevent tying up capital in slow-moving stock.
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Fixed Cost Structure: The Monthly Floor

_A\N Office Rent: $2,500/mo

‘\‘ii Software Stack: $300/mo

The Missing Delta - -- Y (4> |/ Total Projected
~%1.600/mo A\ /
A \| . : Overhead:

Likely Insurance/Utilities -~ A $4,400/ mao

Takeaway: This baseline dictates the minimum gross profit required just to keep the lights on.




CAPEX: Building the Digital Storefront
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/ $2o 000 2 $12,000 Balance
‘ / ‘Website Development B Photography (Styling, Assets, Setup) l

/ (Perfermanee Securlty) Eqmpment

| l \ﬁl Cruelal for premium p051tlen ng. !

This is infrastructure, not marketing. High-fidelity visual assets are the
only way to justify premium pricing against fast fashion competitors.
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Human Capital: The Hiring Gantt Chart
i Critical Hire Date 2
2026 :

QL Q@ Q3 Q4

2027

|
|
|
CEO & Head of Design [ s
|

Marketing Manager

Operations Manager
|| i

Ql Q2 |l @ | Q 2 | Q4
July 1, 2026

Warning: Delaying the Marketing Manager hire past July 1 risks the
Q4 revenue push, but hiring too early burns runway.
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The Ask: Funding the Bridge to Profitability

e $68,000 CAPEX

(Asset Setup)
' 7 $692 000
Operational Burn
& Reserve
Total Funding Requ1rement r ZZE S

Runway through March 2027
(Breakeven)




Execution Matrix: Critical Success Factors

FINANCE: Raise $760k
to cover 15-month burn

EEEB
'

OPS: Renegotiate COGS
from 120% to <50%

PRODUCT: Validate $7k
LTV assumption

TEAM: Hire Marketing
Manager by July 1, 2026
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The Path to March 2027

Month 15:
Month 0: Month 9: Operational
Fund & Build Q4 Push Breakeven
O ® O S O
Month 0: Month 6: Month 9: Month 12: Month 15:
Fund & Build  Marketing Hire Q4 Push Ops Manager Operational
Hire Breakeven

Let’s build the future of sustainable fashion.
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