
Unit Economics WORKSHEET

Tests whether a business makes money on each unit sold and each customer acquired, tracing revenue through variable costs to contribution and

comparing the cost of acquiring a customer with the lifetime value they return. If the unit loses money, scale multiplies the loss.

PREPARED  BY DATE

WHAT  YOU  PUT  IN VALUE

Revenue per customer (per month) (£)

Variable cost per customer (per month) (£)

Customer acquisition cost (£)

Monthly churn (%)

WHAT  IT  TELLS  YOU RESULT

Contribution per customer / month (£)

Expected lifetime (months)

Lifetime value (LTV) (£)

LTV to CAC (:1)

CAC payback (months)
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