Executing the 34-Month Playbook
to Premium Retail Profitability

Primary focus: Navigating the $452,000 working capital requirement.

$452.000

A strategic financial and operational roadmap detailing the 7-step
sequence to achieve operational breakeven by early 2029.
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Four critical pillars define the survival and scale

of this retail operation

7" $142.000

CAPEX: Total initial capital expenditure

($112,000 for space improvements/fixtures
+ $30,000 for initial inventory).

34 Months

Timeline: The lengthy timeline to

operational breakeven (expected October
2028).

$452,000

Cash Reserve: The absolute minimum

working capital required by January 2029 to
sustain negative cash flow.

¥ 185 Orders

Breakeven Floor: The daily operational

baseline required to cover the fixed monthly
overhead.
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Maximising core unit economics relies on
strategic high-margin category bundling

The Target AOV:

$2,892

Execution Strategy: Bundle a $100
Stationery item with a $500 Home
Decor item to build momentum
towards the target.

The Add-On
(Stationery)

The Anchor
(Home Decor)

Represents 25% of the
product mix. Acts as a
consistent, lower-cost add-on.
Operating at a 45% margin, it
pulls overall AOV up.

Drives 30% of the current
sales mix. Carries the best
unit economics over volume
and anchors the high-
value transactions.
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Aggressive future-state targets demand
immediate scaling of service capacity

Growth Targets (2028)

Achieve a Convert 250%

120% visitor of new

conversion customers into

rate. repeat buyers
within Year 1.

Achieve a 120% visitor
conversion rate. Budgeting 25
stores to handle expected
transaction throughput.

Convert 250% of new
customers into repeat buyers
within Year 1. ires.um since
detal courters.

Required Infrastructure (2026)

Staffing for Volume

Budgeting for 25 new hires (10 Store Managers
and 15 Sales Associates) to handle expected
transaction throughput.

Tech Investment

An initial $7 000 allocated for the core website
platform to ensure the digital infrastructure can
manage traffic load without killing conversion
potential.
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Crossing the cash flow valley requires
securing a massive working capital runway

Funding Bridge

Launch Year 1 Year 2 Year 3 Januar y 2029
. 1

34 total months of

operational losses. The Burn Rate:

$13,875 fixed overhead
required every single month
before revenue covers costs.
Every month of delay adds

K ) directly to this burn.

N\

The Target: $452,000 in committed working capital.
Securing this runway is the primary financial task to
ensure survival until the projected profitability crossover.
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Seven sequential steps form the
operational roadmap to profitability

OO OmOmOm0

Define Calculate Forecast Establish Determine  Structure Project

Niche & Initial Traffic & Cost Operational Team & Profitability
Target CAPEX Conversion Structures Breakeven Wages & Cash
Market Needs



Step One dictates building an inventory mix
that hits the volume target

Velocity

7

L

RS

5

Personal Accessories

The Challenge:

. Testing early product performance against the
projected 143 average daily visitors.

The Goal: Hit a 55% initial | Value
volume target based on |
specific category mixes. Cr\
i : / —
7 i 9 p,
O ©
Home Decor
{ i
E = 'IEBalance: _____

Personal accessories may sell faster, but Home
Decor lifts the AOV toward the modelled $2,892.
The initial SKU assortment must precisely reflect

this balance for the financial model to hold.
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Step Two requires substantial upfront cash
for physical space and inventory

$142,000

Total Hard CAPEX
required for launch
readiness.

. premium atmosphere and curated

. Retail Build-Out ($112,000)

Dedicated to leasehold improvements
and fixtures. This establishes the

o

experience; you cannot sell until the
lights are on. Any contractor bids
exceeding this must be addressed
immediately.

shelves with unique, high-quality gifts.

Initial Inventory ($30,000) ‘

The immediate allocation required to stock
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Step Three models aggressive traffic acquisition
to hit initial sales ceilings

The Assumption: 143
average daily visitors

Risk Scenario

The Reality: The model hides the
ramp-up time. Opening day will not
see 143 visitors.

80% Conversion Rate

The Ceiling: 114 Daily The Risk: If local marketing
Transactions. outreach only drives 70 visitors
At 2 $2.892 AOV, this daily, projected revenue msft:s_mtly
lands near £8:9 million drops by half. Traffic acquisition is
in monthly revenue the immediate operational priority.
under perfect L y

conditions.
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Step Four exposes a critical vulnerability in the
current variable cost structure

Fixed Overhead Reality

$13,875

monthly cash burn before sales pick up.
Includes $3,500 for physical space rent
and $9,375 for initial core team wages.

O

=D

S

& Variable Cost Shock

145%

Cost of Goods Sold plus transaction fees
currently run at 145% of revenue.

AL

The Warning: For every dollar sold, $1.45 is spent on direct costs. This structure is definitively unsustainable.

Aggressive supplier negotiation or immediate average transaction value increases are required just to break even

on the product itself.
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Step Five sets the absolute minimum sales volume

required to survive

Bleeding Cash 18 5

The Operational Breakeven Point:
185 daily orders.

The Math: This specific sales pace is
required to cover the $13,875 in
monthly fixed overhead, factoring in
the reported 855% contribution
margin.

The Rule: This volume target is
non-negotiable. If sales dip below
185 orders per day, the business
iIncurs immediate losses regardless
of product quality.
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Step Six plans for steady payroll expansion ahead of the
profitability crossover

2026
| .
® ® 0 0 .
oxeY®. S 2026 Payroll Planning:
Mwm Total annual wage
Strategic Expansion: Incorporates commitment reaches
Initial baseline: bringing on one new 0.5 FTE Sales
$9,375/month Associate halfway through the year, $112,'500 to aqcount for
signalling confidence in hitting scaling operations.

volume targets.

True Cost of a Hire

Budgeting Reality: Fixed wages expand beyond the initial baseline. A $40,000 salary for the new hire
carries an estimated $10,000 in associated overhead (payroll taxes, benefits, training).
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Step Seven finalises the capital raise to prevent a fatal
funding gap

34-Month Lock

Timeline Lock: The 34-month cumulative cash
burn period until fixed and variable costs are
consistently covered. Any delay in hitting the
185 daily order target pushes profitability
further out.

The Funding Bridge $4 52,000

in committed capital is strictly required to
manage negative cash flow through to 2029.

he Fatal Error: Raising anything less forces an
emergency eepltel raise when the business is at its
weakest, jeopardising the entire growth plan.
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Engineering highly profitable long-term customer LTV
mitigates acquisition costs

- N = Y ¥ N
Purchase Frequency Loyalty Mechanics Churn Mitigation
Future 14 Da
Target I
0.9 ‘
State
Targeting an increase in average orders Tying loyalty tiers directly to monthly Warning: Customer onboarding exceeding
per repeat customer from 0.6 to 0.9 spend thresholds. 14 days definitively raises churn risk. Use
monthly by 2030. personalised outreach based on artisanal
category interest.
. =, b A \ ¥,
| | | | Reward the crucial third purchase
within 60 days with a high-value perk.
Day 1 Day 60

Acquisition Focus:

Initial marketing spend must target high-potential corporate gifting leads to justify the cost of servicing repeat customers.

> FINANCIAL
MODELS LAB




Immediate action focuses on securing capital and
restructuring supplier costs

Imperative 1: / [Imperative 2: /
Secure the Fix the Unit
Runway Economics
Focus all immmediate fundraising e Aggressively renegotiate supplier @@:
efforts on committing the full pricing to correct the unsustainable
$ 452 OOO 145% variable cost structure before
° scaling traffic acquisition.

minimum reserve to guarantee |
survival through * Optimise the 55% niche mix 5
T crcecaeeer DOIO target to ensure AOV remains l

alludlyV 42U LY anchored near $2,892.
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