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FUNDING THE BUSINESS VS. FUNDING SURVIVAL

TOTAL CASH REQUIREMENT
(DAY 0 - JAN 20828)

~ $468,000 // WORKING CAPITAL BUFFER
(RUNWAY)

$64,760 // PRE-REVENUE BURN (3 MDNTHS

Z

$157,000 // PHYSICAL ASSETS & SETUP (CAPEX)

INSIGHT:

The $157k opens the
doors. The $468k keeps
them open. The biggest
unknown cost driver is the
26-month runway. Funding
must cover negative

cash flow, not just the
initial build-out.
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THE 26-MONTH VALLEY OF DEATH

I | BREAK-EVEN POINT
$0 (Break-Even)
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STRUCTURING FOR PATIENT CAPITAL

CAPITAL STRUCTURE

LONG-TERM DEBT
(NO SHORT-TERM
WORKING CAPITAL)

EQUITY
(PATIENT CAPITAL /
FOUNDER FUNDS)

EQUITY STRATEGY

Must cover the initial runway. Equity does
not demand monthly debt service when
EBITDA is negative. Founder capital must
cover the first $150,000 operational
deficit (approx. first 18 months).

RISK RADAR

Avoid standard 12-month working capital
loans. Default risk is critical in Years 1
& 2 due to negative EBITDA.

FINANCIAL
MODELS LAB



THE SEVEN PILLARS OF STARTUP SPENDING

PRE-OPENING OPS

INITIAL INVENTORY [ e i i s s

...............................................................................
B o B e e e Ko X XA n AR

LEASEHOLD IMPROVEMENTS

Observation: Operational Burn
FIXTURES & DISPLAYS and Inventory significantly
outweigh Marketing spend.
TECH STACK
MARKETING
FINANCIAL
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PILLAR 1: PRE-OPENING OPERATIONS

£\

3 MONTHS OF OVERHEAD HIDDEN
BURN 7

Monthly Burn Rate: $21,567
Includes: Rent, Utilities,

ONTH 1 /\ MONTH 2 /\ MONTH

$64,700 R

Initial Payroll

OPTIMIZATION STRATEGY

« Negotiate Rent Abatement (free rent) during build-out.

o Stagger Hiring: Bring staff on 30 days pre-launch only.

RISK PROFILE A

Failure to fund this buffer
results in insolvency in Q1.
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PILLAR 2: INITIAL INVENTORY STRATEGY

i
$50,000

OPENING STOCK BUDGET

[

=

I

payment upfront.

THE TRAP /N
Wholesalers demanding 100%

NET 30 / NET 60 TERMS

y

GOODS
RECEIVED

INVOICE
DUE

Sell goods before
payment 1s due

TACTICS

e Focus on core sellers and low MOQs.

e Use consignment terms for accessories.

e Map out size/color splits to avoid dead stock.

o}
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PILLAR 3: LEASEHOLD IMPROVEMENTS

3

$40,000

.

CAPITAL OUTLAY

" OPTIMIZATION: TENANT &
IMPROVEMENT ALLOWANCE
Push landlord to offset costs.
Example: $10k coverage reduces
cash requirement immediately.
_l

Flooring

b

i[H\Y/f1{ | Permits

e =l
L ,| |H Fitting Rooms
S I
Lighting
—

" GOLDEN RULE

Never fund build-out until lease
is signed and specs confirmed.

T
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PILLAR 4: FIXTURES & DISPLAYS

C1

$25,000

a

EXPERIENCE BUDGET

=
KEY CONCEPT

Durability = Brand Value.
Flimsy fixtures signal
low-quality product.

J
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BETTER VALUE
& PERCEPTION

>
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CHEAP NEW ($$$) USED HIGH-END

(20-40% SAVINGS)

BV

\V

=
SOURCING HACK

- Source gently used high-end fixtures.
- Prioritize modular systems.
- Avold cheap, single-use 1tems.

A\

=)
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PILLAR 5: THE TECH STACK

Cl .

$20,000

$8K HARDWARE / $12K SOFTWARE

d Ab,
CRITICAL REQUIREMENT

If a sweater sells in-store, it
must vanish from the web immedia-

tely to prevent overselling.
=

REAL-TIME INVENTORY
SYNC (< 5 MINS)

Cro R
(rEm===c])

2

L=

POS TERMINAL E-COMMERCE
(Store) (Web)

=
STRATEGY v

compatibility.

- Hardware: Buy certified refurbished terminals.
- Software: Use SaaS platforms. Ensure API

!
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PILLARS 6 & 7: SECURITY & MARKETING

SECURITY ($4,000)
s _

e Ttems: Cameras, Alarm Sensors.
e ROI: 5-15% discount on insurance

premiums.

e Action: Don't cheap out; inventory
shrinkage costs more than the o
system.

MARKETING ($5,000)
i 5|

o Items: Exterior Signage ($3k) +
Collateral ($2k).

e Insight: Exterior branding drives
initial foot traffic. &

e Tactic: Digital ads for reach; bulk
pricing on print runs.
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CASH FLOW PRESERVATION TACTICS
Methods to extend the 26-month runway.

HE
Papwdy |

o -
_ INVENTORY: Aggressively pursue consignment terms B
for accessories. & < ,

BUILD: Phase non-critical upgrades; install essential
fixtures now, upgrade later. @ 2

|"/' . VENDORS: Competitive bidding for all contractors

(Get 3 quotes). @

o TERMS: Push for Net 60 on all wholesale orders. 2 //
wanas | '1_' .
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THE RISK MANAGEMENT RADAR

—
CAC SPIKES INVENTORY STAGNATION SCOPE CREEP
If Customer Acquisition Initial $50k stuck on Construction changes after
Costs rise above projections, shelves ties up working start date will balloon
i runway shortens fast. capital. the $40k budget. ,//
: ;\L = : __'_- L 2
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FOUNDER’'S GO/NO-GO CHECKLIST

il

i R
Vol

fla-i Is the $468k Working Capital buffer secured? j

I i
A |

Do you have $157k CAPEX + $64.7k Pre-Opening Ops? j

YES

YES

YES

YES

PROCEED TO LAUNCH
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SURVIVAL IS THE STRATEGY

—

% y oo | \M x
The goal of the first 26 months is not profit;
it 1s stabilization. Secure the runway.
Control the burn. Survive until 2028.
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