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Concept

théaven
Contemporary, chic tea-themed spa and I
lounge offering accessible services for

relaxation and experience-sharing
between friends and family.
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théaVGIl divo *

o Zhou Fang
o 23 yrs. old student

o Freelance designer, studies at
Peking University

o Avid reader, enjoys wildlife
pho’rogroph}/ loves watching
movies with friends

o Active on Renren and SinaWeibo

théaven o

oCheng-Ju Yu
o 29 yrs. old professional
o Works at Ernst & Young

o Plays golf, likes swimming, tennis
and partying with friends, wine
connoisseur, listens to hard rock
music

o Active on Renren and SinaWeibo
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inspiration drawn from the unfurling of blossom tea and tea leaves.



théavcn FACILITIES AND LAYOUT

Diagrammatic layout plan:
2 retail shop fronts

retail shop size: 16m X 12m
- 2 . tea lounge:
® Reiail _ 5 | s \ : 12 single seaters

Tea lounge " g : 2 three seaters
® semi private treatment are 3 % semi private treatment area:

Private treatment rooms | 12
Back of house N ( private treatment rooms:

2 rooms
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single/ small groups
partitioning with curtains
swivel chairs allow for facing flexibility

o3dingle, couple
reservations

o Group reservations

s

@

big groups
formation of big groups through
partitioning and swivel chairs

private events
whole space can be partitioned
off for private parties




Customer Flow

circulation
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Pricing and Revenue Management

Competition Based Pricing Strategy

600
500 Loyalty Program
_ 400 ® Oriental Taipan
g 270 ® Dragonfly theaven 8
o 300 ° = Kocoon ar
£ # Bodhi <
200 ¥ ong Island ‘ 6
0 ®théaven \ @ _I
0
Foot Refloxology Head & Shoulder Facial Body Massage
Shareable Treatment Bundles Off-Peak Pricing
£ 80% 10:00 AM
Package of 10, 20 o |
Treatments 50% - .
> 40% -
30% - ®2:00 PM
20% - ©3:00 PM
10% - = 4:00 PM
0% - #5:00 PM
SOTV2EDS  mucorm
sTzxF 29 57:00 PM




Technology Integration

E-mail
4--------------------------_I
‘ $$$ Business o I
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théaven « Visit Reminders |
« Customer Profile Stores Chinese Social Media * Feedback Follow-Up 1
« Customer History — « Preference-based |
* Reward Poinfs Promotion & . :
« Treatment Crediits Store Check-in | Recommendations
-=7 w/ Friends I
ﬁ % |
Jepang.com |
iPuinsh Event :
| :
)
Website renren = >
. Spa Menu * Treatment Customization * Experience Sharing * Learn about Experience
- ; * Photo and Video Capture * Recommend Favorite * Receive Treatment
* Online Booking .
« Reward Redemption Treatments Recommendation
+ Give Gift to Friends » Upload Photos and Videos

« Feedback + Gift Giving Notifications




Total Area 192 sgm

0%

Income Contribution

38%

62% 4

HASpa ETea Lounge

Cash Flow Projection

Estimated Startup Cost $263,186
Stabilized Year Net Income  $413,579
Payback Period 1.8 years
Occupancy Projections
90% $500,000
80% $400,000
70%
5 60% . $300,000
§ 50% 2 $200,000
§ 40% E Spa E
© 30% Tea Lounge E $100,000
20% $0
10%
-$100,000
1 2 3 4 )

Year

-$200,000
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Startup
Open 2 stores: Beijing

National Expansion
Open 3 stores: Shanghai, Tianjin, Guangzhou

Franchise Growth

Product Diversification: Design théaven v2.0
featuring shared tea bathing pools, steam, and
sauna facilities. Admission pricing strategy. )




Basic Layout

Medium Layout

Area Dimension Lounge Spa Startup

(sgm) (mxm) Cost
Bassic 96 8x 12 12pax 9 $141,603
Medium 192 16 x 12 18pax 12+2 $263,186

Payback
Period

1.1 years
1.8 years




Competitive Edge
Upbeat
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