Strategic Growth &
Financial Performance

A ROADMAP TO PROFITABILITY

ACCELERATING THE 26-MONTH

BREAK-EVEN TIMELINE
Through Margin Control and Efficiency.

CURRENT REALITY: $24,800
Monthly Overhead Barrier

THE GOAL: Optimize the 'Holy Trinity’
— Margin, Conversion, Fixed Costs.

FINANCIAL
MODELS LAB



The Financial > N
Reality Check ' 4 N

A

CRITICAL

STRE \( lII

.'L :-. 1¥1

.a‘-f '..,‘:""i. ;
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2 Lf_-_:f:#q LN
% 45 24,800/mo "
42% GMm FTEs ,800/mo "
Current Profit Champion. Cost: $15,417/mo. Adequate Overhead is the primary barrier.

coverage, but risky if conversion dips. COGS at 185% of Revenue.

BOTTOM LINE: Target Blended Gross Margin: 80.3%. Current trajectory requires aggressive intervention in fixed costs and sales =g
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Makeup — o

Skincare

Workshop
Tickets

| 5% GM

38%

—

Not All Revenue Is Created Equal
Margin Mix Analy51s

42% GM

The Profit Engine

v 38% GM

it

The Volume Driver

44 The Drag

STRATEGY 1
REALITY CHECK

Workshops ($6,500 tickets)
are currently a loss leader.
Unless pricing changes,
they must be positioned
solely as customer
acquisition channels, not
profit centers.

Action: Prioritize Makeup
promotions to maximize
contribution to fixed costs.
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Testing Pricing Elasticity

Balancing AOV Growth vs. Retention Risk >

THE HYPOTHESIS

Action: Apply 5%
price hike to Skincare

THE RISK

Watch Metric:
Repeat Customer Rate
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AQOV increases:

$4,200 - $4,410

TRIGGER: If conversion
drops below 95% post-hike,
&) Immediate rollback required.

v 4 Insight: Customer loyalty is built on trust.
' Price increases test the perceived value of expert consultations.

r

\ BOTTOM LINE: Target Blended Gross Margin: 80.3%. Current trajectory requires aggressive intervention in fixed costs and sales “‘“;,N:ANC,M

—— MODELS LAB



y

From Retail Store to High-Ticket Destination

>$10,000

Target Average Order Value (AOV)

2030 Target

30 Units
Per Order

Strategy 4.
Aggressive Bundling

TACTIC: Staff must pair
High-Value Skincare ($4,200)
with Consultations.

2026 Projection
22 Units £h RISK: If UPO stalls at 25,
Per Order | AOV caps at ~$9,000,
- failing to justify future

overhead.
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The ‘Super-Conversion’ Anomaly

Standard Fietall Our Model e
180%
Visitor-to-Buyer
Rate (2026)
: %
- Target: |
240% by 2028 a
CONTEXT: A 180% rate implies repeat daily transactions or bundled family - ,Tj"’,..
sales—highly irregular for standard retail. g
REQUIREMENT: Achieving this requires heavy upfront investment in ‘Consultative r
Selling’ training and Visual Merchandising. Passive retail approaches will fail. b < '_' /__%,
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Statfing Discipline & Peak Load Management %

Monday Tuesday Wednesday

Thursday Saturday

Low Traffic Low Traffic Low Traffic

- - Peak Load:

2 75-95 Visitors

Low Traffic

Capacity: _ ~1 Employee per —

45 FTEs — 2 Visitors at Peak.

Current Labor Cost: $15,417/month

e ——
,
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DIRECTIVE: DO NOT HIRE

Role: 0.5 FTE Workshop Coordinator ﬂ ‘

Condition: Workshop revenue must prove it
can cover the cost before this role is added.

Risk: Burning cash before the workshop
segment scales.
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Attacking the $24,800 Monthly Overhead

/Targeting Fixed Costs to Accelerate Break-Even &,
$24,800 st ,

Amputation. g — 3

R;ntgil; I?e:]sne | l' I M PACT'

Negotiate 1%‘1’222’:{211 t?r ‘ CUttl ng/j USt
$3,00

switch to % of sales model.

1\, - \ 1
Amputation. o reauces
%é;* Marketing Spend -[! | ] ,: break-even
- $2,200/mo Lt = |
Cutany hamel witn POI | timeline -
i by 8 months.
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Negotiating Cost of Goods Sold (COGS)

185% of Revenue

Benefit: 200 Basis Point

165% of
Revenue

& % P | - 2030

o= Curent State WERSPNN G ‘\ Target State
(Bloated) A N N R
i ¢ “;- '“-:4 ‘ AT TR W -1.

increase in Gross Margin.

-

Use the projected
$10,000+ Average
Order Value to
squeeze better
terms from indie
suppliers.

THE LEVERAGE: l|

WARNING:
Current inventory '
costs suggest poor |
initial negotiation.
185% is unsustai-
nable.
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Building the Moat: Loyalty & Retention

Expert
Consultation

Repeat Rate Target:

/ Re igh-Ti
peat High-Ticket
Purchase 550% (2030) Purchase
Up from 350% in 2026 |
4
Loyalty
Reward
(Redeem <30 |
Days) Y,
Customer Lifetime Goal: Increase Tactic: Rewards must be redeemable _
from 8 months to 12 months. within the first 30 days to prevent churn. Y557

2

5 .'\-llll .I
TER4 7 FINANCIAL
"G

MODELS LAB




The Q2 Strategic Checklist

- IMMEDIATE ACTIONS OPERATIONAL RULES
 (Weeks 1-4) (Ongoing)

[ ] Hiring Freeze: No Workshop
Coordinator until revenue :
targets met.

[ ] Renegotiate Lease: Target
-10% on $4,500/mo cost.

[ ] Audit Marketing: Cut all
spend with ROl < 2:1.

[] Sales Focus: Prioritize
Makeup (42% Margin) over
Workshop Tickets.

[ ] Data Check: Define ‘180%
Conversion’ metric—items
vS. transactions?

+5% on Skincare (Monltor
Retention).
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