The Path to Profitability in T g Py
Boutique Furniture Retail = -

Financial strategy and execution roadmap for
securing a 14-month runway to break even by

- early 2027.
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The 10,000-Foot View:
Surviving the 14-Month Runway

T || 1%

Early 2027 | $768,000 | $912 AOV

Target profitability timeline. Minimum cash buffer required to The high-ticket retail model needed to
sustain the pre-revenue operational cover fixed operating expenses,
burn rate. supported by an aggressive 45% daily

conversion target for showroom traffic




Targeting High-Value Buyers to Support Showroom Economics

| : =3 =
ﬂ%ﬁ( B2B Small Businesses iﬁgf B2C Homeowners %ﬁ%{
- Focus: Comprehensive office setups for - Focus: Living Room and Dining Room
ages 30-50. aspirational room sets.
- Target AOV: >$2,500. - Target AOV: $850 (Living) and $920
- Context: Needs multiple higher-ticket (Dining).

items, easily clearing the threshold
needed to support a $30,000 monthly fixed
overhead (requiring $66,667 in sales).

Sales Lever: Mandate design consultation attachment to all quotes over

$1,500 and track secondary item attachments (lighting, rugs).
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The Break-Even Equation Requires Just One Order Per Day

Monthly Fixed Costs

—1.00
M 31.85  QOrders

— Monthly

$7 5 2 . 4 O Orders Daily

Contribution Margin per order ‘ If store traffic conversion is
\%

($912 AQV x 82.5%) 0.5%, we need just 212 daily
visitors to hit this target.




Transferring Inventory Risk Through Drop-Shipping

Day O

Customer pays - wait,
standard terms say DSO=30.

The Strategy

A 125% COGS structure points
toward minimal physical stock.

Inventory risk transfers to suppliers.

23-Day Float
*

=———— Y ——————

Day 7

Supplier payment
due (DPO=7).

The Savings

Eliminates warehousing (saving
15-25% of retail overhead) and

removes obsolescence risk entirely.

Day 30

Customer payment
received (DS0=30).

The Action

Requires a dedicated working capital
line to bridge the 23-day financing
gap, especially in the first 90 days.
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Initial Team Built for Consultative,

High-Ticket Sales

$167,000 Total Base Annual Payroll

Store Manager

$55,000/yr

Focus: Administrative oversight, inventory analysis, and
showroom operations.

Sales Associate 1

$32,000/yT

Focus: Daily transactions and comprehensive floor
coverage.

Sales Associate 2

$32,000/yr

Focus: Daily transactions and comprehensive floor coverage.

Design Consultant

$48,000/yr

Focus: Specialized expertise driving complex, high-ticket
sales conversions.

This lean structure ensures constant availability for personalized consultations—the key driver for high average order values.
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The 7-Step Operational Launch Roadmap

6

Establish
Procurement
& Logistics
Implement
Tech Stack

Staff Sales &
Management

Secure
Showroom &
Fixed Costs

Budget Initial
CAPEX

Model
Breakeven &
Funding
Define Market Needs

& Product Mix
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Step 1: Validating Revenue Through
High-Value Room Sets

I

ANe
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Primary Focus

Requires fewer units to generate
necessary cash flow against $19,000+
monthly fixed rent and payroll.

==

$850 A0V $920 A0V [7] -
Living Room Set Dining Room Set gr\ £

Merchandising Strategy

Display complete, aspirational room
sets rather than individual pieces to
encourage high-AQV purchases.

Sales KPI

Track conversion rates on $900+ items
versus smaller accessories to shorten
the 14-month breakeven period.
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Step 2: Securing the $768,000 Cash Runway
by January 2027

$7700
(Fixed Overhead:
Lease & Utilities)
Additional Setup Needs:
$2 1 ? 617 $103,000 required for Setup Costs
Total Monthly (CAPEX and Tech Stack).
Burn $13,917
(Initial Team Wages)

Failing to secure this full minimum cash amount means working capital will
evaporate before the curated furniture model gains traction.
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Step 3: Allocating $86,000 in
Foundational Capital Expenditures

$35,000

Showroom Fixtures

The physical proof point
for quality craftsmanship to

effectively showcase $850-
$920 pieces.

— Website / E-commerce
Reliable digital storefront
targeting style-conscious

$12.000 homeowners aged 25 to 55.

$39,000

$39,000 Startup Tools
Remaining pool for
required operational setup.

This Is not just
Inventory; it is the
customer-facing

infrastructure
required to build
trust from Day 1.
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Step 4: Locking Down the $7,700 Monthly

Real Estate Bedrock

Fixed Commitments

$6,500 monthly rent + $1,200
utilities/maintenance.

This total monthly outlay must be covered
by sales before generating a single dollar
of profit. Sunk cost regardless of volume.

Variable Risks

Review lease variables carefully. Triple
net (NNN) leases and common area
maintenance fees can cause costs to
creep up, rapidly shrinking the 14-month
runway.
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Step 5: Finalizing Contracts for
the $13,917 Monthly Wage Lock

Hiring Execution Checklist

Consultative Over @E}
Transactional: Team
must understand the
nuance between a
Living Room ($850
AQV) and Dining Room
(5920 AOV).

v

Prevent Turnover:
Hire for quality to avoid
costly retraining. Poorly
trained staff cannot sell
the curated value
proposition.

v/

Drive Initial Velocity: {35
Headcount directly
Impacts the critical pre-
opening customer
conversion rates.
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Step 6: Implementing the $17,000 Day-One

Tech Foundation

POS System

$8,000

Focus on rapid
transaction handling.

Inventory
Management

$5,000

Must track curated
pieces and talk directly to
POS to prevent selling

out-of-stock items.

CRM Tool

$4,000

Manages personalized
follow-ups for high-
ticket buyers.

Integration speed is critical. Vendor support must be scheduled the week prior to opening.

Smooth rollout requires testing every sales path beforehand.
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Step 7: Protecting Margins Through
Procurement and Logistics

©
125% COGS

Hitting 125% COGS means losing money on
every sale before overhead. Aggressively
negotiate volume tiers and better payment
terms to improve cash flow and manage
input costs.

s
/o Delivery
Varlable Cost

Map direct-to-customer routes vs.
centralized staging. Negotiate fixed-rate
contracts for last-mile delivery to control

the 50% delivery variable cost.
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Executing the Path Forward to
Early 2027 Profitability

e B g -

Phase 1: s Phase 2: s Phase 3: > E arly 2027:
Launch Operational Sales e
Foundations Burn Velocity Profitab 111ty
Lock in $103,000 Control the $23,967 Execute consultative 1

Setup (CAPEX + Tech) fixed monthly overhead selling to maintain AChleved
and finalize the and aggressively >$912 AQV and hit the Sustained by the
4-person team. manage supplier terms. 1.06 daily order break- $768,000 cash buffer.

even target.
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