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Brightwater Mobile Grooming LLC - Business Plan (SAMPLE, fictional business)

Notice: Brightwater Mobile Grooming LLC is a fictional business. Trade Intelligence Studio prepared this sample to
show the format and depth of a lender-ready plan. Every figure that isn't a cited market fact is a labelled
assumption.

1. Executive Summary

1.1 The Financing Request

Brightwater Mobile Grooming LLC (the "Company") is seeking an SBA 7(a) small business term loan of $85,000 to
launch a full-service, single-van mobile pet grooming operation based in Mason, Ohio (Warren County). The
borrower will contribute $15,000 in unencumbered cash equity, establishing total initial capitalization of
$100,000.

The proposed loan structure carries a 10-year term at an interest rate of 10.50% per annum. The resulting
monthly principal and interest payment is $1,146.95, generating an annual debt service obligation of $13,763.

1.2 Use of Funds
Project capital will be allocated exclusively toward revenue-generating equipment, essential pre-opening launch
costs, and cash reserves:

. Turnkey Mobile Grooming Van: $72,000 (fully converted vehicle with high-capacity freshwater/graywater
tanks, generator, climate control, grooming table, and tub).

o Commercial Grooming Equipment & Tools: $9,000 (high-velocity dryers, professional clippers, blades,
shears, and initial grooming assets).

. Licensing, Deposits, Branding, and Website Development: $4,000 (local business filings, commercial
branding, payment gateway integrations, and online scheduling portal).

o Working Capital Reserve: $15,000 (unencumbered liquidity to support operations during the initial
utilization ramp).

1.3 Financial Trajectory & Debt Service Coverage

The Company operates under an owner-operator model in Years 1 and 2, adding a second leased van and a full-
time W-2 groomer in Month 25 (Year 3). Financial projections demonstrate substantial debt-service capacity and
progressive cash accumulation:

Metric Year 1 Year 2 Year 3
Gross Revenue $104,458 $137,719 $244,139
Gross Profit $95,161 $125,462 $222,410
Operating Expenses (OPEX) $69,780 $68,280 $129,960
EBITDA $25,381 $57,182 $92,450
Pre-Tax Net Income $496 $32,857 $68,746
Cash Flow After Debt Service | $11,618 $43,419 $78,687
(CFADS)

Ending Cash Balance $26,618 $70,037 $148,724
Debt Service Coverage Ratio 1.84x 4.15x 6.72x
(DSCR)




SAMPLE: fictional business, prepared by Trade Intelligence Studio

1.4 Break-Even Analysis
The operation reaches cash break-even at modest operating volumes relative to capacity:

o Break-Even Grooms per Month: 79 appointments
o Break-Even Grooms per Day: 3.6 appointments (based on 22 operating days per month)
. Break-Even Single-Van Capacity Utilization: 60.0%

With a maximum single-van capacity of 6 grooms per day (132 per month) and a projected month-1 utilization of
35% ramping to 85% by month 10, the Company enters positive operating cash flow during its initial ramp-up
period, maintaining an ending cash reserve of no less than $26,618 at the close of Year 1.

2. Company Overview

2.1 Corporate Structure & Legal Organization

Brightwater Mobile Grooming LLC is established as an Ohio limited liability company (Assumption: registered as
an Ohio LLC in Warren County for commercial liability protection and pass-through taxation). The business is
wholly owned and operated by a single principal.

2.2 Operational Base and Service Territory

The Company is physically domiciled in Mason, Ohio, located within Warren County. All administrative,
maintenance, supply management, and dispatch operations will run from this primary base. Field operations will
serve residential neighborhoods throughout Mason and adjacent high-income enclaves across Warren County.

The mobile business model relies on a fully self-contained grooming conversion van that travels directly to the
client's home or office. By eliminating a brick-and-mortar storefront, the Company eliminates commercial facility
lease exposure, retail buildout depreciation, property tax pass-throughs, and fixed facility utility bills.

2.3 Management Model and Principal Background

Brightwater operates under an active owner-operator framework. The founder performs all grooming services,
route scheduling, inventory management, customer service, and daily sanitization through the first two years of
operations.

. Principal Profile: [Owner profile to be provided]

o Core Operating Philosophy: Provide calm, one-on-one, stress-free grooming environments for domestic
dogs without crate containment or multi-animal cross-contamination, delivering high convenience to high-
income, time-constrained households.

3. Services and Pricing

3.1 Service Menu & Ticket Economics

The Company focuses exclusively on full-service canine grooming. Every package includes a warm-water hydro-
massage bath, breed-specific shampoo and conditioning, blow-dry, ear cleaning, sanitary trim, nail
clipping/grinding, paw pad shave, and full haircut or de-shedding treatment.

To achieve the modeled Year 1 average ticket of $95.00, base pricing and supplemental add-ons are structured
as explicit operating assumptions:
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Service Classification Description (Assumption) Base Price (Assumption) Projected Share of
Appointments (Assumption)

Small Breed Groom (< 25 Ibs) | Complete wash, hygiene care, | $80.00 35%
haircut/brush out (e.g., Shih
Tzu, Maltese, Toy Poodle).

Medium Breed Groom (25- Complete wash, hygiene care, | $95.00 40%
55 Ibs) haircut/brush out (e.g.,
Cocker Spaniel, Doodle cross,
Australian Shepherd).

Large Breed Groom (> 55 Ibs) | Complete wash, hygiene care, | $120.00 25%
full haircut or heavy de-shed
(e.g., Golden Retriever,
Standard Doodle).

Weighted Average Base Service Ticket Calculation (Assumption):
($80.00 x 0.35) + ($95.00 x 0.40) + ($120.00 x 0.25) = $28.00 + $38.00 + $29.00 = $95.00.

3.2 Premium Add-On Services (Menu Enhancements)
To increase customer lifetime value and support average ticket targets across varying dog coats, the Company
offers specialized add-on items (Assumptions):

o Teeth Brushing & Breath Spray: $12.00

o Hypoallergenic / Medicated Skin Soak: $15.00
. Flea & Tick Botanical Wash: $20.00

. De-matting Protocol (per 15 minutes): $20.00

Across all operational tiers, individual transactions blend to the validated Year 1 average ticket benchmark of
$95.00.

3.3 Annual Price Escalation
To protect operating margins against inflation, consumables costs, and fleet depreciation, base pricing escalates
at 4.0% per annum starting in Year 2:

. Year 1 Average Ticket: $95.00
e  Year 2 Average Ticket: $98.80
o Year 3 Average Ticket: $102.75

4. Market Analysis

4.1 Macro Pet Industry Data
The mobile pet care industry is supported by sustained, resilient national spending patterns:

. U.S. pet industry expenditures reached $158 billion in 2025 (+3.7% year-over-year) and are projected to
reach $165 billion in 2026 [APPA 2026 State of the Industry, https://americanpetproducts.org/2026-state-of-
the-industry].

o The APPA "Other Services" category—which encompasses boarding, grooming, insurance, training, pet
sitting, and walking—was $14.3 billion in 2025 (+8% year-over-year) and is projected to expand to $14.9
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billion in 2026 [APPA via Pet Food Processing, https://www.petfoodprocessing.net/articles/20315-us-pet-
food-treats-generate-683-billion-in-sales].

o Dog ownership represents the primary driver of service volume, with 53% of U.S. households (71 million)
owning a dog in 2025 [APPA press release May 11, 2026, https://americanpetproducts.org/news/u.s.-pet-
industry-reaches-158-billion-in-2025-poised-for-continued-growth-in-2026].

o Industry expansion occurs alongside consumer selectivity: 22% of pet owners reported spending less on
their pets in 2025 [APPA via Pet Food Processing, https://www.petfoodprocessing.net/articles/20315-us-pet-
food-treats-generate-683-billion-in-sales].

4.2 Local Geographic & Demographic Target: Warren County, OH
Mobile pet grooming represents a premium service requiring strong household discretionary cash flow. Warren
County provides an exceptional demographic foundation:

. Warren County, Ohio had an estimated population of 257,181 as of July 1, 2025 [U.S. Census QuickFacts,
https://www.census.gov/quickfacts/warrencountyohio].

. The median household income in Warren County stands at $110,132 (2020-2024 ACS, in 2024 dollars),
which exceeds the national median household income of $80,734 by 36.4% [U.S. Census QuickFacts,
https://www.census.gov/quickfacts/warrencountyohio].

4.3 Quantified Local Market Demand Estimate
To evaluate local demand for mobile pet grooming, the following model is constructed combining verified census

data, APPA ownership benchmarks, and conservative local operating assumptions:

Metric / Step

Value

Derivation & Source Reference

Warren County Population (2025)

257,181

U.S. Census QuickFacts
[https://www.census.gov/quickfacts/wa
rrencountyohio]

Average Household Size (Assumption)

2.60 persons

Assumption: standard suburban
household size benchmark

Total Households in Warren County 98,916 Population (257,181) + Household Size

(Calculated) (2.60)

Dog Ownership Rate 53.0% APPA Press Release May 11, 2026
[https://americanpetproducts.org/news/
u.s.-pet-industry-reaches-158-billion-
in-2025-poised-for-continued-growth-
in-2026]

Dog-Owning Households in County 52,425 Total Households (98,916) x 53%

Primary Target Market Share: Mason 25.0% Assumption: Mason and directly

Sub-Market (Assumption) adjacent northern Cincinnati suburbs
represent ~25% of county base

Target Dog-Owning Households 13,106 52,425 x 25%

Premium Service Target Rate (Income 20.0% Assumption: proportion of households

Qualification) (Assumption) willing to pay premium mobile rates,
aligned with median income ($110,132)

Viable Customer Household Base 2,621 13,106 x 20%

Annual Grooming Demand per Dog
Household (Assumption)

6 appointments

Assumption: standard 6- to 8-week
grooming cycle yields 6 visits/year

Total Annual Addressable 15,726 2,621 households x 6 annual
Appointments appointments
Year 1 Brightwater Volume 1,100 Annual grooms projected at Year 1

utilization ramp
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Year 1 Target Market Share Required 7.0% 1,100 Year 1 grooms + 15,726 target
market appointments

Capturing only 7.0% of the qualified premium appointment base in the immediate Mason sub-market fully
supports the Year 1 volume required for plan feasibility.

5. Competition

5.1 Competitive Landscape
The grooming industry in Warren County comprises four distinct business models:

PREMIUM / CONVENIENCE

A
|
| * Brightwater Mobile Grooming
(1-on-1, Doorstep, Zero Cages)
Independent Mobile Groomers |
LOW EFFORT HIGH EFFORT
(Client Stays Home) (Drop-off / Pickup)

Independent Salons
|  (Brick & Mortar)

Big-Box Pet Stores
|  (Corporate Retail Salons)

DIY Dog Washes
v (Self-Service Facilities)
PRICE CONSCIOUS

1. Independent Brick-and-Mortar Grooming Salons: Traditional retail shops that require clients to transport
dogs twice per appointment. Dogs are frequently held in cages for 3 to 6 hours amid barking and environmental
stress. While their pricing is slightly lower, they demand significant customer time.

2. Corporate Big-Box Retail Salons: National corporate pet store chains that combine grooming with high-
volume retail. These facilities handle significant volume but face persistent staff turnover, standardized
corporate timelines, and chaotic environments that deter owners seeking individual care.

3. Existing Independent Mobile Groomers: Direct competitors operating mobile vans. Most operate as single-
van sole proprietors who frequently face capacity constraints and booked-out schedules, resulting in unreturned
customer inquiries and long wait times.

4. Do-It-Yourself (DIY) Dog Washes: Self-service stations located within retail outlets. These appeal to highly
price-sensitive owners willing to expend physical effort to wash and dry their pets, representing minimal
competitive overlap with a luxury convenience service.

5.2 Strategic Positioning
Brightwater addresses the segment of pet parents who prioritize convenience, individualized attention, and
reduced animal stress over bottom-tier pricing.
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. Doorstep Execution: Zero travel time, vehicle drop-offs, or secondary pickup trips for the owner.

o Low-Stress Environment: One groomer, one animal at a time inside a sanitized, quiet mobile facility. No
holding cages, no contact with other dogs, and no multi-hour turnaround periods.

o Sanitary Containment: Vehicles are cleaned between appointments, preventing parasite transfer or kennel
cough exposure.

o Predictability: Guaranteed arrival windows and recurring 4-, 6-, or 8-week automated re-booking
schedules.

6. Marketing and Sales Plan

6.1 Acquisition Channels
To reach target capacity during the ramp period, the Company deploys targeted direct-to-consumer marketing
channels designed for dense suburban routes:

1. Vehicle Wrap & Mobile Billboard: The primary conversion van features professional commercial branding,
contact details, and web domain information. Because the vehicle operates daily within Mason neighborhoods,
it acts as continuous local outdoor advertising.

2. Hyper-Local Paid Search and Social Advertising: Pay-per-click digital campaigns targeting Mason and Warren
County postal codes for high-intent search terms ("mobile dog grooming near me", "dog groomer Mason OH").

3. Targeted Direct Mail (USPS Every Door Direct Mail - EDDM): Route-specific direct mail postcards distributed
exclusively to neighborhoods with median incomes matching or exceeding the county median ($110,132).

4. Local Veterinary & Pet Professional Networking: Informational introductions to independent veterinary
practices, pet rehabilitation centers, and specialty pet retailers that do not offer grooming.

6.2 Marketing Budget Allocation
Marketing expenditure is intentionally weighted toward initial customer acquisition:

. Months 1 through 6: $600 per month ($3,600 total) to drive customer acquisition during route
densification.

. Months 7 through 12 (and ongoing): $350 per month ($2,100 total for remainder of Year 1; $4,200
annually thereafter) focused on re-targeting, local search optimization, and community sponsorships.

o Total Year 1 Marketing Spend: $5,700.

6.3 Booking, Retention, and Re-Booking Strategy
Customer acquisition economics in mobile grooming depend heavily on retention and geographic density:

. Standing Recurring Schedules: At the conclusion of each appointment, clients are booked into a recurring
4-, 6-, or 8-week cycle. The target is an 80% repeat booking rate by Month 6 (Assumption).

. Neighborhood Cluster Dispatching: To minimize drive time and fuel burn, customer appointments are
scheduled into daily neighborhood clusters (e.g., Northwest Mason on Tuesdays, Southeast Mason on
Wednesdays).

o Automated Communication: Automated SMS appointment confirmations, pre-arrival notifications, and
payment receipts minimize administrative overhead.
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6.4 Key Measurable Milestones

End of Month 3: 55% average capacity utilization achieved (73 grooms/month).

End of Month 6: 73% average capacity utilization achieved (96 grooms/month).

End of Month 10: 85% steady-state single-van utilization achieved (112 grooms/month).
End of Year 1: 1,100 total completed grooming appointments.

7. Operations

7.1 Single-Van Daily Workflow and Operating Rhythm
The Company operates 22 business days per month. The daily workflow is structured to optimize time on site
while maintaining safe transit buffers:

07:
08:
08:

10

17

30 - 08:00 | Pre-trip vehicle inspection, water tank filling, tool sterilization
00 - 08:30 | Transit to Appointment 1
30 - 10:00 | Groom 1 (90 mins: consultation, bath, dry, styling, sanitize)

:00 - 10:20 | Transit to Appointment 2
10:
11:
12:
14:
14:
15:
16:

20 - 11:50 Groom 2

50 - 12:30 | Rest break, administrative logging, transit to Appointment 3
30 - 14:00 | Groom 3

00 - 14:20 | Transit to Appointment 4

20 - 15:50 | Groom 4

50 - 16:10 | Transit to Appointment 5

10 - 17:40 | Groom 5 (as booked per capacity ramp)

140 - 18:15 | Return to base, graywater disposal, deep sanitization, shore power plug-in

The sample day shows five 90-minute appointments. The model's 6-groom maximum assumes small-breed
appointments of 60-75 minutes on mixed-size days. If real days run at five grooms, steady-state revenue falls by

about one-sixth (see Risk 1).

7.2 Capacity Modeling

Maximum Daily Capacity (Van 1): 6 grooms per day.

Operating Days: 22 days per month.

Maximum Monthly Capacity: 132 grooms per month.

Ramp Trajectory (Year 1): Monthly capacity utilization scales systematically across the first 12 months:

. Month 1: 35% (46 grooms)

o Month 2: 45% (59 grooms)

. Month 3: 55% (73 grooms)

. Month 4: 62% (82 grooms)

. Month 5: 68% (90 grooms)

o Month 6: 73% (96 grooms)

. Month 7: 77% (102 grooms)

. Month 8: 80% (106 grooms)

. Month 9: 83% (110 grooms)

. Months 10-12: 85% steady state (112 grooms/month)

Year 2 Capacity: Averages 88% utilization across 12 months (116 grooms/month; 1,394 total grooms).



SAMPLE: fictional business, prepared by Trade Intelligence Studio

. Year 3 Capacity Expansion: With Van 2 added in Month 25 (4 grooms/day maximum, 3.6/day at 90%
utilization) alongside Van 1 at 90% utilization (5.4 grooms/day), Year 3 volume reaches approximately 2,376
grooms.

7.3 Environmental, Water, and Waste Management

. Freshwater Management: The van is equipped with a 50-gallon insulated freshwater holding tank, filled
daily from base water connections.

o Graywater Containment: Graywater is captured in a sealed under-chassis tank. Graywater is emptied daily
into an approved commercial sanitary sewer cleanout in strict compliance with Warren County and Ohio EPA
environmental regulations. Zero curbside or storm-drain dumping is permitted.

. Power Delivery: Grooming equipment runs on an integrated commercial-grade generator paired with an
auxiliary inverter battery bank, keeping fuel consumption to modeled parameters while maintaining quiet
operation in residential zones.

7.4 Safety, Sanitization, and Local Regulatory Compliance

. Animal Safety: Van interiors include safety loop restraints on the grooming table and inside the tub, slip-
resistant flooring, and climate-controlled ambient temperature management to protect against heat stress
or hypothermia.

o Sanitization Protocols: High-touch surfaces, clipper blades, shears, and bathing tubs are disinfected
between appointments using non-toxic veterinary-grade disinfectants.

o Local Licensing Verification: Prior to initial commercial service, management will verify and obtain all
required operational filings:

. Warren County vendor license and business registration.

o City of Mason local zoning compliance and home-occupation permits for base-property commercial
vehicle parking.

o Commercial vehicle inspection and registration through the Ohio BMV.

8. Management and Staffing

8.1 Current Owner-Operator Profile
Brightwater Mobile Grooming operates under the direct leadership of its principal owner-operator during Years
1and 2.

. Principal Groomer & Executive Manager: [Owner profile to be provided]

o Responsibilities: Delivery of all daily grooming services, vehicle driving and maintenance coordination,
client intake, schedule optimization, and financial bookkeeping.

o Owner Compensation Structure: To preserve operating liquidity and protect debt service coverage, the
owner receives a fixed compensation draw of $3,500 per month ($42,000 annually). This amount is modeled
as an overhead operating expense.

8.2 Year 3 Scale Plan: Second Groomer and Fleet Expansion
At Month 25 (the start of Year 3), the business executes an expansion plan to capture excess market demand:

. Second Groomer Addition: The Company hires a full-time, experienced W-2 professional groomer at a fixed
compensation rate of $3,200 per month ($38,400 annually).
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. Vehicle Addition: A second converted grooming van is acquired via an operational commercial lease of
$1,400 per month ($16,800 annually), avoiding additional long-term balance-sheet leverage.

. Productivity Target: Groomer 2 is modeled at a conservative capacity benchmark of 4 grooms per day
across 22 operating days per month (88 grooms/month), supporting the scaling of Year 3 revenue to
$244,139.

8.3 Professional Advisors
To ensure strict regulatory and fiscal compliance, the owner maintains professional relationships with local
advisors:

. Certified Public Accountant (CPA): [Local Accounting Firm / Advisor Placeholder] - Provides quarterly tax
preparation, payroll oversight, and annual corporate filings. Budgeted at $150 per month.

. Commercial Insurance Agent: [Local Commercial Insurance Broker Placeholder] - Oversees specialized
mobile pet grooming liability, inland marine, and commercial vehicle policies. Budgeted at $350 per month.

o Legal Counsel: [Ohio Small Business Legal Counsel Placeholder] - Advises on commercial contracts,
employment practices, and municipal zoning compliance.

9. Financial Plan

9.1 Sources and Uses of Funds
The launch is funded through an SBA 7(a) guaranteed bank loan combined with founder cash equity:

SOURCES OF FUNDS:

| T T
| Source | Amount | Percentage |

| | | |

| | l |

| SBA 7(a) Term Loan | $85,000 | 85.0% |

| Owner Cash Equity | $15,000 | 15.0% |

| | | |

| T T |

| TOTAL SOURCES | $100,000 | 100.0% |

| I I |

USES OF FUNDS:

| T T |
| Use Category | Amount | Percentage

| | | |
| 1 1 |
| Grooming Van (Turnkey Conversion) | $72,000 | 72.0% |
| Grooming Equipment & Tools | $9,000 | 9.0% |
| Licenses, Deposits, Branding, Website | $4,000 | 4.0% |
| Working Capital Reserve | $15,000 | 15.0% |
| | | |
| 1 1 |
| TOTAL USES | $100,000 | 100.0% |
| | | |

9.2 Three-Year Income and Cash Flow Summary

The following table summarizes projected operational performance. Financial results reflect direct inputs,
straight-line depreciation over 5 years on primary capital assets ($16,200 annually), and loan amortization

schedules:

Line Item Year 1 Year 2 Year 3
Gross Revenue $104,458 $137,719 $244,139
Cost of Goods Sold (Supplies: | $6,267 $8,263 $14,648
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6.0%)

Merchant Processing Fees $3,029 $3,994 $7,080
(2.9%)

Gross Profit $95,161 $125,462 $222,410
Gross Margin % 91.1% 91.1% 91.1%
Operating Expenses (OPEX):

Owner Draw (Base $42,000 $42,000 $42,000
Compensation)

Groomer 2 Compensation $0 $0 $38,400
(Starts M25)

Van 2 Commercial Lease $0 $0 $16,800
(Starts M25)

Fuel & Generator Operations $10,800 $10,800 $17,280
($900/mo; x1.6 once Van 2

runs)

Commercial Insurance $4,200 $4,200 $4,200
($350/mo)

Vehicle & Equipment $3,000 $3,000 $3,000
Maintenance ($250/mo)

Marketing & Client $5,700 $4,200 $4,200
Acquisition

Software & Field Scheduling $960 $960 $960
($80/mo)

Business Phone & Mobile $720 $720 $720
Data ($60/mo)

Accounting & Legal Retainers | $1,800 $1,800 $1,800
($150/mo)

Municipal Filings & Licensing $600 $600 $600
($50/mo)

Total Operating Expenses $69,780 $68,280 $129,960
EBITDA $25,381 $57,182 $92,450
Depreciation (Van $14,400 + $16,200 $16,200 $16,200
Tools $1,800)

Operating Income (EBIT) $9,181 $40,982 $76,250
Term Loan Interest Expense $8,685 $8,126 $7,504
Pre-Tax Net Income $496 $32,857 $68,746
Term Loan Principal $5,078 $5,638 $6,259
Repayment

Cash Flow After Debt Service | $11,618 $43,419 $78,687
(CFADS)

Beginning Cash Balance $15,000 $26,618 $70,037
(Working Capital)

Ending Cash Balance $26,618 $70,037 $148,724

Note: The complete monthly operating model, loan amortization schedules, and detailed cash flows are provided
in the accompanying financial workbook.

9.3 Debt Service Coverage Analysis
The business demonstrates strong debt service capacity across all three projection years:

DEBT SERVICE COVERAGE RATIO (DSCR) PROFILE:

Year 1: 1.84x (Minimum Target: 1.25x)

Year 2: 4.15x

Year 3: 6.72x




° Year 1 DSCR: 1.84x
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Calculated as: (EBITDA $25,381) + (Annual Debt Service $13,763). This provides an initial margin of safety
above typical commercial underwriting minimums (1.20x-1.25x).

. Year 2 DSCR: 4.15x

Calculated as: (EBITDA $57,182) + (Annual Debt Service $13,763). Reflects steady-state route maturity with a

single van.

° Year 3 DSCR: 6.72x

Calculated as: (EBITDA $92,450) + (Annual Debt Service $13,763). Expansion cash flows absorb the leased van
and second groomer while generating strong surplus coverage.

9.4 Break-Even Analysis

Break-even volume confirms the operational stability of the single-van model:

. Monthly Fixed Operating Cost Structure (Year 1): $5,690 (owner draw plus fixed operating costs at the

post-launch marketing level) + $1,146.95 (debt service) = approximately $6,837.
Variable Contribution Margin per Groom: Average ticket ($95.00) less supplies (6.0% = $5.70) and card

fees (2.9% = $2.76) = $86.54 net contribution per groom (91.1%).
o Break-Even Grooms per Month: 79 grooms.

Break-Even Grooms per Operating Day: 3.6 grooms (based on 22 operating days per month).
Break-Even Utilization: 60.0% of single-van capacity.

By Month 5, the Company's projected ramp (68% utilization / 90 grooms) exceeds this break-even threshold.

10. Risks and Mitigations

The Company has developed operational plans to manage principal business risks:

#

Risk Event

Impact

Mitigation Strategy

1

Slower Client Ramp-Up

Reduced short-term liquidity;
delayed cash break-even.

The Company maintains a
dedicated $15,000 working
capital reserve at launch.
With a Year 1 ending cash
balance of $26,618, the
business can sustain slower
conversion rates.
Discretionary marketing can
be increased from Year 2
budgets if early conversion
warrants.

Consumer Price Sensitivity

Lower discretionary spend;
resistance to premium rates
(APPA reports 22% of pet
owners spent less in 2025).

Service positioning targets
households with median
incomes of $110,132 (36.4%
above U.S. average) [U.S.
Census QuickFacts].
Marketing emphasizes time
savings, crate-free
environments, and
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individualized care, mitigating
direct competition with
budget brick-and-mortar
storefronts.

Primary Grooming Van
Downtime

Revenue interruption due to
mechanical or conversion
equipment failure.

Budget includes $250 per
month ($3,000/year) for
preventative maintenance.
Van conversion includes
commercial-grade
components backed by
manufacturer warranties.
Critical spare components
(auxiliary clipper sets, backup
dryers, spare generator parts)
are maintained on site.

Owner-Operator Injury or
lliness

Immediate stoppage of
single-van service delivery.

Owner maintains personal
disability insurance
(Assumption). Strict
ergonomic grooming
practices, hydraulic lifting
grooming tables, and ramp-
assisted large dog access
reduce manual lifting.

Staffing Friction on Second
Groomer (Month 25)

Inability to source qualified
groomer, delaying Year 3
volume.

Recruitment begins in Month
22. Base pay of $3,200 per
month ($38,400 annually)
offers competitive local
compensation for groomers
seeking to transition out of
loud, high-stress commercial
salons.

Fuel and Energy Cost
Volatility

Compression of contribution
margins due to fuel and
generator costs.

Operating territory is limited
to a focused operational
radius within Mason and
surrounding Warren County
neighborhoods. Software
optimizes daily routing to
minimize deadhead travel
miles. Fuel budget is
conservative at $900 per
month.

Local Regulatory & Zoning
Non-Compliance

Municipal fines or operating
restrictions regarding
commercial vehicle parking.

Before launch, the owner will
confirm Mason, OH
ordinances on parking
commercial vehicles in
residential areas. The van is
fully self-contained, and
graywater disposal occurs
exclusively via compliant
commercial connections.

11. Assumptions

All financial and operational figures outside the verified market facts are explicit operating assumptions:

| Category

| Assumption Description

| Assigned Value

| Operational Basis
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Corporate Structure Legal entity registration type Ohio LLC Standard liability and
operational protection for
single-member entity.

Revenue / Service Small breed groom base $80.00 Aligned with blended average

pricing ticket of $95.00 in Year 1.

Revenue / Service Medium breed groom base $95.00 Aligned with blended average

pricing ticket of $95.00 in Year 1.
Revenue / Service Large breed groom base $120.00 Aligned with blended average

pricing

ticket of $95.00 in Year 1.

Revenue / Service

Annual price escalation

4.0% per year

Standard inflationary cost-
pass-through applied in Years
2 and 3.

Demographics

Average household size in
Warren County

2.60 persons

Benchmark for suburban
Midwestern households used
to derive total household
counts.

Market Share Mason geographic share of 25.0% Target market sub-area for
county base initial service routes.
Market Share Income-qualified premium 20.0% Target subset of dog owners

pet owner rate

willing to pay premium
mobile service rates.

Customer Behavior

Annual grooming frequency
per dog

6 appointments

Standard 6- to 8-week
maintenance cycle for
domestic breeds.

Retention Re-booking rate target 80.0% Operational target for
recurring schedule retention
by Month 6.
Capital Recovery Depreciation period for 5 years Straight-line depreciation
primary van ($14,400/year) based on
expected useful life.
Capital Recovery Depreciation period for 5years Straight-line depreciation
grooming tools ($1,800/year) based on
expected useful life.
Expansion Assets Commercial lease cost for $1,400 per month Market operating lease rate

Van 2 (Month 25)

for fully outfitted secondary
conversion vehicle.

Labor

Full-time W-2 Groomer 2
compensation

$3,200 per month

Competitive base wage for
trained secondary groomer
beginning Month 25.

Personal Risk

Owner personal disability
coverage

Yes

Standard operational
safeguard for owner-
dependent business.

Appendix: Sources

1. American Pet Products Association (APPA)

2026 State of the Industry

URL: “https://americanpetproducts.org/2026-state-of-the-industry”

(Referenced for: Total U.S. pet industry spending of $158 billion in 2025 and $165 billion projection for 2026).

2. Pet Food Processing (Reporting on APPA Industry Data)




SAMPLE: fictional business, prepared by Trade Intelligence Studio

U.S. pet food, treats generate $68.3 billion in sales
URL: “https://www.petfoodprocessing.net/articles/20315-us-pet-food-treats-generate-683-billion-in-sales’

(Referenced for: APPA "Other Services" category data of $14.3B in 2025 and $14.9B projected for 2026; 22% of
pet owners reporting reduced spending).

3. American Pet Products Association (APPA)

Press Release: U.S. Pet Industry Reaches $158 Billion in 2025, Poised for Continued Growth in 2026 (May 11,
2026)

URL: “https://americanpetproducts.org/news/u.s.-pet-industry-reaches-158-billion-in-2025-poised-for-
continued-growth-in-2026°

(Referenced for: National dog ownership rate of 53% of U.S. households / 71 million households).
4. U.S. Census Bureau

QuickFacts: Warren County, Ohio

URL: “https://www.census.gov/quickfacts/warrencountyohio®

(Referenced for: Warren County population estimate of 257,181 as of July 1, 2025; median household income
of $110,132 from 2020-2024 ACS vs. $80,734 U.S. median).
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