KPI
3 1 MONTH

TARGET TIMELINE TO
PROFITABILITY

Financial Strategy and
Operational Playbook

“"Month 0: Month 18: Month 34:

Seed Funding Growth Acceleration Profitability &

FU N d N g th > 34' M on t h Pat h tO : & Initial Setup & Market Penetration Sustainable
Operations

Boutique Profitability

CAPITAL ALLOCATION

PRIORITIES

B /0% 25X

Product Marketing  Operations Talent PROJECTED EXPECTED ROI

Development & Brand &Infra-  Acquisition GROSE MARGIN ON INITIAL

& RED Building structure & Team BY MONTH 34 INVESTMENT

40% 30% 20% 10%

FINANCIAL
MODELS LAB



545 34Months  $112,000

Minimum Runway Capital Timeline to Breakeven Initial CapEx Requirement

« Sustain monthly cash burn below an * Fund operations seamlessly through to
absolute maximum of $13,300. the October 2028 profitability milestone.
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Act II: The Revenue Engine
Defining Niche & Sales Density

Target Customer

Professionals aged 25-60 valuing high-end
craftsmanship.

Foot Traffic Requirement

(Baseline 2026 projection). ® @

Location Strategy

* Focus on proximity to high-end coffee
shops and boutique fitness centres.

* Objective: Maximise sales density (revenue
per square foot) by ensuring traffic quality
over raw quantity.

Validation Trigger: Do not commit to a lease without verifying local foot traffic patterns for a minimum of
three weeks. Misaligned locations cripple first-year conversion rates.
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Act II: The Revenue Engine

Product Mix & Gross Margin Architecture

Premium Home Decor Stationery
$3,500 $1,500
Average Order Value Average Order Value

e 30% of total sales volume. e 25% of total sales volume.
* Yields 43% higher revenue per transaction; e Lower AOV necessitates higher inventory

the primary driver of the business model. turnover rates.




Act I1: The Revenue Engine

Engineering Customer Behaviour

Conversion Efficiency Repeat Order Frequency
Trajectory: 80% (2026) to 160% (2030) Trajectory: 6 to 9 orders per month (50% Lift)
160%
6

120% -
80% [ | | | | |

2026 2027 2028 2029 2030
Tactic: Flawless inventory presentation and staff articulation of artisan Tactic: Launch CRM-integrated loyalty programme by Q3 2025.

stories to achieve more than one transaction per entry point.

Strategic Takeaway: Achieving a 400% repeat rate dictates that every four initial purchases
are offset by one subsequent purchase from the same cohort, radically improving cash flow.
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Act III: Operational & Capital Efficiency
Structuring the $112,000 Initial CapEx

- $40,000

Leasehold Improvements (Store build-out)

- $30,000

Initial Inventory (Launch stock)

- $42,000

Operational Runway & Cash Buffer (37.5%)

e 62.5% of total initial CapEx ($70,000) is locked up

prior to the first sale.
e Founders historically underestimate build-out costs;

strict adherence to this breakdown prevents early
cash drain.
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Act III: Operational & Capital Efficiency
Protecting Capital Through Inventory Velocity

Pillar 1: Supplier Pillar 2: Performance Pillar 3:

Renegotiation Pruning Velocity Caps

e Force initial 120% e Regularly review purchase e |mplement strict purchase
acquisition costs down to orders across the four order caps on any SKU
the 50% baseline. product groups. exhibiting less than a 30-

day sell-through velocity.

e Treat high-cost inventory e Ruthlessly cut volume on Y J b

as a ticking clock. the bottom 20% of
performers.

Supply Chain Risk: If vendor onboarding or lead times stretch beyond 14 days,

stockout risk spikes, directly damaging repeat business and conversion targets.
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Act III: Operational & Capital Efficiency
Modelling Cost Floors & Variable Leakage

Fixed Overhead Variable Leakage

(The Minimum Burn) (Margin Erosion)

$4,500 / month 259,

Baseline facility costs (Rent and Utilities). Credit card processing fees on all sales volume.

Impact Example:
. : . A $50,000 month in sales results in $12,500 in
Critical operational staffing (Store Manager). processing fees before fixed costs are even applied.

Takeaway: Variable leakage is not negotiable; it must be aggressively tracked
against actual processor statements monthly to protect gross profit.
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Act III: Operational & Capital Efficiency
Phasing Headcount to Protect Runway

Phase 1: Immediate Execution
Role: Store Manager ($60,000 annual salary).

Rationale: Required before opening to establish systems. Delaying this compromises conversion rates and operational setup.

Q1 2025 Phase 2: Demand-Triggered Scaling

Role: Sales Associate 2 (0.5 FTE).
Timeline: Delayed strictly until mid-2026.

Mid-2026

Cash Flow Protection: If initial sales projections look soft, push the 0.5 FTE start date
back 1-2 quarters. This flexibility is critical to surviving the 34-month breakeven window.

Also, if staffing onboarding exceeds 14 days, churn risk immediately rises.
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Act IV: The Path to Profitability
Securing the Runway to October 2028

» Secures continuous operation through to
January 2029.

* Provides a necessary operational bridge beyond
the exact breakeven month.

Octobeér 2028

The Breakeven Target
(34 Months from launch)

A minimum 15% cash safety buffer must be layered
onto the $452,000 requirement to absorb construction
overruns and early sales lag. This buffer is the definitive
difference between business survival and failure.
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