SCALING A DUMPSTER
RENTAL BUSINESS: THE
FINANCIAL BLUEPRINT .

From $535Kk Initial Outlay to
$255M Projected EBITDA.

~ PROJECTED EBITDA:

$255M
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INVESTMENT (CAPEX) [/~ TIMELINE TO PAYBACK
$535,000 ——=0\ 9 Months Breakeven / 38 Months Full Payback
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OWNER INGUME TARGET STRATEGIC PIVOT
$100k Base_- + $348k EBITDA (Year 2) Shift 70% Residential to 50% Commercial J/
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Wages

J#"  FIXED BURDEN:
($325k) |

$441,800

O i
HI ;
- | - L e
v g // —,-""_.-'-"".r'"f.-’ -
f;...:--L,_L — I
Flraiy : | | | | |
\"'w..,_, 4 |
4 _i : ] |I |
| I . | | | | |
! | I
|y |
|

BREAKEVEN REVENUE$63I_143/YEAR
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Insight:

Marketing and
Owner Draw are
the primary drivers.
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TIPPING FEES

(Risk: <120% of Rev)
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\L The Golden Rule: Variable costs are volatile. Route density is the only defense against margin erosion. )
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Impact: Moving to 50/50 mix yields +$3,000 revenue per 100 jobs purely on AOV difference.
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ASSET UTILIZATIUN & PAYBACK VELU[}ITY
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e Impact: Lowering CAC flows direc’tly Into the 77% contribution'margin.
/ Targeting Commercial clients improves the LTV/CAC ratio.
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; ANGILLARY STREAMS:

IHE”‘LAYER CAKE' —
fg/ (e = | [riven by commercial
% recurring contracts.

Driven by strict time
limits & weight audits.
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PHASE I: LAUNCH

/0% Residential
Cash Flow Focus
9 Month Burn

PHASE 2

50% Commercial

Stability Focus ((‘ /| g
) Recurring Revenue/ //

Operational leverage
Increases against fixed costs.
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ISRIBUTIN ' ﬂ YEAR 2: $348,000 _
[“1 " YEAR 3: $812,000
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I.GNG-TERM HORIZON: EXPONENTIAL SGALING
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Tipping Fees >120% or
Fuel Spikes. Margin
erodes immediately.

Vendor terms <45 days.

Crunches working capital.

Subscription Revenue

>25%. Signals stability.
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4 . EXECUTION BHEGKI.IST THE PATH 10 PRUFITABILITY
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W CAPEX (Prioritize leasing).
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