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Executive Summary 

The Atelier Club represents a next-generation members' club concept designed to challenge Soho 

House's market dominance through superior unit economics, enhanced member value, and strategic 

partnerships. By positioning mobility as an amenity, aviation as infrastructure, and culture as 

currency, we create a differentiated offering that serves the global creative professional market with 

greater efficiency and member satisfaction. 

Core Value Proposition: A travel-grade, partnership-driven members club that blends hospitality, 

workspace, culture, and mobility into one cohesive membership experience, delivering best-in-city 

spaces, seamless movement, and curated moments. 

 

Market Analysis & Competitive Landscape 

Soho House Market Position Assessment 

Strengths: 

●​ Strong brand recognition and member loyalty (90%+ retention) 

●​ Premium positioning with proven pricing power ($2,400-$4,800 annual dues) 

●​ Global footprint in key creative cities 

●​ Mature house EBITDA margins of 20-30% 

●​ Celebrity and influencer appeal driving exclusivity 

Vulnerabilities to Exploit: 

●​ High upfront capital requirements ($15-25M per house) with heavy lease liabilities 

●​ Limited integration with mobility and aviation services 

●​ Underutilized digital community platform relative to physical footprint 

●​ Event programming skews social rather than productive collaboration 

●​ Brand dilution risks from rapid scaling 

Market Opportunity: 

●​ Creative professional population: 50,000+ per target metro 

●​ Discretionary spend resilience in premium segments 

●​ Growing demand for integrated lifestyle services 

●​ Partnership monetization largely untapped in existing models 



 

Concept & Positioning: The Atelier Club 

Target Member Profile 

●​ Demographics: Ages 27-50, creative leaders, founders, investors, culture shapers 

●​ Psychographics: Global high-intent travelers seeking access, time savings, and serendipitous 

connections 

●​ Economic Profile: $200K+ household income, $50K+ annual travel spend 

Differentiated Service Architecture 

1. Mobility as Core Amenity 

●​ Premium Auto Integration: On-demand test drives, airport transfers, weekend escapes 

●​ EV Infrastructure: In-garage fast charging, valet, and detailing credits 

●​ Brand Experience Labs: Rotating automotive pavilions with interactive showcases 

2. Aviation Stack 

●​ Status & Miles: Airline status matches, mileage boosts, priority waitlists 

●​ Airport Infrastructure: Co-curated suites in key hubs with work pods and showers 

●​ Seasonal Programming: Member fly-ins anchoring club pop-ups and residencies 

3. Access Concierge Layer 

●​ Citywide Inventory: Private galleries, studios, rehearsal spaces, chef tables 

●​ 24/7 Response: Guaranteed doors-open access across partner grid 

●​ SLA Commitment: Sub-5 minute response during peak hours 

4. Culture Engine 

●​ Programming Mix: 70% small-format sessions, 30% headline moments 

●​ Patron Tier: Member-funded emerging artist, chef, and maker residencies 

●​ Outcome Tracking: Member-generated programming measured by collaborations, not just 

attendance 

5. Dynamic Workspace 

●​ Day/Night Programming: Quiet carriages by day, salon energy by night 

●​ Specialized Facilities: Project rooms with gear closets, podcast suites, mini edit bays 

●​ Booking Intelligence: Algorithmic space turnover with usage intent optimization 

6. Digital Matchmaking 

●​ Interest Graph: AI-powered matching for people, projects, and perks 



●​ Member Marketplace: Commission platform for pop-ups, collaborations, and creative 

services 

 

Physical Product Specifications 

House Architecture 

●​ Size: 35,000-60,000 sq ft 

●​ Core Amenities: Restaurant, library, studio, wellness, roof/garden space 

●​ Accommodation: 30-60 keys when viable 

●​ Family Integration: Select weekend blocks with clear flow management 

Wellness Integration 

●​ Recovery Lab: Heat/cold therapy, PT facilities 

●​ Programming: Sunrise and nightcap classes 

●​ Design Philosophy: Wellness as productivity enhancement 

Food & Beverage Strategy 

●​ Dual Outlet Model: All-day casual + chef-led seasonal concept 

●​ Revenue Target: 20-25% of total house revenue 

●​ Programming Integration: 12-18 weekly touchpoints, 50% member-generated 

 

Membership Structure & Pricing 

Tier Architecture 

1.​ Core Membership 

o​ Access to one city cluster 

o​ Basic concierge services 

o​ Standard event access 

2.​ Global Membership 

o​ All houses and travel perks 

o​ Enhanced concierge priority 

o​ Aviation benefits 

3.​ Patron Membership 

o​ Culture fund participation 

o​ Private dining inventory 



o​ Concierge premium tier 

Revenue Add-ons 

●​ Partner garage plans 

●​ Airline elite accelerator programs 

●​ Room credit packages 

Access Controls 

●​ Invite and referral gating 

●​ Trial access through hosted salons 

●​ Demand-based admission management 

 

Strategic Partnerships 

Premium Automotive 

●​ Integration Level: Co-branded mobility credits, member experience days 

●​ Revenue Share: Track experiences, performance labs, design showcases 

●​ Capital Participation: 50%+ mobility infrastructure funding 

Aviation Alliances 

●​ Service Layer: Fare upgrades, route launches, disruption support 

●​ Infrastructure: Joint airport suites and member services 

●​ Data Exchange: Travel pattern insights for mutual benefit 

Hospitality Network 

●​ Overflow Management: Boutique hotel room blocks 

●​ Venue Sharing: Private concert and screening access 

●​ Cross-marketing: Reciprocal member benefits 

Cultural Institutions 

●​ After-hours Access: Museum partnerships 

●​ Educational Programs: University lab access 

●​ Residency Programs: Studio and institutional collaborations 

 

Site Selection & Market Entry 

City Tier Strategy 

●​ Tier A: Global creative hubs (London, Austin, Singapore) 



●​ Tier B: Rising creative markets (Mexico City, Dubai, Berlin) 

●​ Resort Satellites: Seasonal programming anchors 

Location Criteria 

●​ Proximity: 10-minute walk to creative clusters 

●​ Infrastructure: Existing/convertible parking for mobility program 

●​ Physical Requirements: High ceilings, outdoor space, acoustic control, dual kitchen capability 

●​ Regulatory: Mixed-use zoning, extended hours licensing, <6 month approval timeline 

Phased Rollout Plan 

●​ Wave 1: London East, Austin South Central, Singapore Downtown Core 

●​ Wave 2: Mexico City Roma Norte, Dubai Design District, Berlin Kreuzberg 

 

Financial Model & Unit Economics 

Per-House Financial Targets 

Revenue Structure (Steady State): 

●​ Members: 6,500 at $2,900 blended annual dues = $18.9M 

●​ F&B Revenue: $8.0M (20-25% of total) 

●​ Experiences/Events: $4.0M (10-15% of total) 

●​ Partnerships: $2.5M (5-10% of total) 

●​ Total House Revenue: $33.4M 

●​ EBITDA @ 25%: $8.4M 

Investment Parameters 

●​ CapEx per House: $12-18M (including landlord contributions) 

●​ Member Base: 5,000-8,000 paying members per house 

●​ Break-even Timeline: Months 18-24 

●​ EBITDA Target: 22-28% by months 24-30 

●​ Cash Payback: 4-5 years per house 

Portfolio Economics 

●​ Corporate Overhead: <8% of revenue at 6 houses 

●​ Scalability Target: 300-1,200M enterprise value range 

 

Investment Criteria & Go/No-Go Gates 



Market Qualification Requirements 

●​ Creative Professional Density: 50,000+ in metro area 

●​ Air Connectivity: Direct long-haul links to 3+ priority hubs 

●​ Landlord Incentives: ≥30% of capex contribution 

●​ Regulatory Timeline: <6 months to full licensing 

Financial Thresholds 

●​ Presales: 3,500+ paid deposits before lease execution 

●​ Advance Bookings: 60%+ of year-one dues pre-sold 

●​ Retention: 85%+ net retention years 1-2 

●​ NPS Target: 55+ member satisfaction score 

●​ Utilization: 55%+ weekdays, 45%+ weekends 

Partnership Requirements 

●​ Auto Partnership: Signed LOI with premium brand 

●​ Aviation Partnership: Alliance agreement pre-opening 

●​ Partner Funding: 50%+ of mobility/airport infrastructure 

●​ Revenue Contribution: 5-10% of house revenue by month 24 

Real Estate Risk Management 

●​ Lease Structure: Break option by year 5 OR revenue share capping rent at 18-22% 

●​ Capital Structure: 30%+ landlord contribution/TI support 

●​ Working Capital: 6-month fixed cost coverage 

●​ Milestone Funding: Tied to site, presales, and partner LOIs 

 

Operating Model & Organizational Design 

House Leadership Structure 

GM Triad Model: 

●​ Hospitality Lead (operations, service, F&B) 

●​ Culture Lead (programming, events, community) 

●​ Partnerships Lead (brand activations, member benefits) 

Service Delivery Framework 

●​ Concierge Model: Hybrid human + AI with citywide inventory access 

●​ Programming Studio: 3-5 curators per region, outcome-focused metrics 



●​ Data Platform: Interest graph, privacy-by-design, member project boards 

●​ Safety Protocol: Digital incident logging, quarterly drills, clear guest policies 

Technology Infrastructure 

●​ CRM Integration: Member profiles, interaction history, preference learning 

●​ Booking System: Dynamic pricing, space optimization, waitlist management 

●​ POS/Payments: Seamless transaction flow, partner credit integration 

●​ Analytics Dashboard: Real-time KPIs, predictive member behavior, space utilization 

 

Risk Analysis & Mitigation Strategies 

Market Risks 

●​ Macro Slowdown: Pre-sold tiers, flexible dues structure, partner revenue offsets 

●​ Competition: Accelerated differentiation through partnership moats 

●​ Regulatory Changes: Compliance buffer, legal relationship management 

Operational Risks 

●​ Culture Dilution: Member councils, curator tenure protection, acceptance rate guardrails 

●​ Service Consistency: Standardized training, technology-assisted service delivery 

●​ Staff Retention: Equity participation, career advancement pathways 

Financial Risks 

●​ Lease Exposure: Break clauses, variable rent structures, ownership options 

●​ Capital Intensity: Modular fit-out, landlord partnerships, phased opening 

●​ Partner Dependence: Category exclusivity with performance gates, diversified partnership 

portfolio 

Regulatory & Community Risks 

●​ Noise/Traffic Management: Acoustic design, traffic flow planning, community engagement 

●​ Licensing Delays: Early engagement, regulatory consultants, contingency timelines 

●​ Neighborhood Relations: Local hiring, community access windows, impact reporting 

 

Key Performance Indicators 

Member Metrics 

●​ Paid member growth and retention rates 

●​ Average revenue per user (ARPU) and tier migration 



●​ Net Promoter Score and engagement frequency 

●​ Referral rates and member-generated content 

Operational Metrics 

●​ Space utilization by room type and time period 

●​ Event yield and member-to-guest ratios 

●​ Concierge response times and resolution rates 

●​ F&B margin and partner activation revenue 

Financial Metrics 

●​ Monthly recurring revenue and churn rates 

●​ Unit economics and path to profitability 

●​ Partnership revenue as percentage of total 

●​ Capital efficiency and return on investment 

Strategic Metrics 

●​ Market share in target cities 

●​ Brand recognition and media sentiment 

●​ Partnership ecosystem health and expansion 

●​ Innovation pipeline and member satisfaction with new services 

 

Implementation Roadmap 

Phase 0: Foundation (Months 1-6) 

●​ Shadow community building through pop-ups and supper clubs 

●​ Partner pipeline development and LOI negotiations 

●​ Site identification and preliminary deal structuring 

●​ Technology platform development and testing 

Phase 1: Launch (Months 7-18) 

●​ First house opening with full partner stack 

●​ 4,000+ pre-sold members target 

●​ Service delivery optimization and member feedback integration 

●​ Local partnership activation and community engagement 

Phase 2: Validation (Months 19-30) 

●​ Second house launch in complementary timezone 



●​ Airport suite pilot program launch 

●​ Cross-house member experience optimization 

●​ Partnership revenue scaling and expansion 

Phase 3: Scale (Months 31-48) 

●​ Six houses operational across three regions 

●​ Three airport suites active 

●​ Patron trip programming launch 

●​ Platform optimization for continued expansion 

 

Outstanding Work Items & Next Steps 

90-Day Priority Actions 

Investment Readiness: 

1.​ Complete three-statement financial model with sensitivity analysis 

2.​ Execute one-month popup program for demand validation 

3.​ Develop site scorecard for 10 candidates per launch city 

4.​ Secure partner LOIs with automotive and aviation partners 

Operational Preparation: 5. Document complete operating playbook and KPI dashboards 6. Select 

and implement core technology stack 7. Establish legal structure and prepare governing documents 

8. Recruit house leadership and programming talent 

Risk Mitigation: 9. Complete compliance and licensing mapping by city 10. Implement data privacy 

and governance framework 11. Establish ESG and community impact measurement systems 12. 

Secure appropriate insurance coverage and risk management protocols 

 

Conclusion 

The Atelier Club represents a compelling opportunity to reimagine the members' club category by 

addressing Soho House's structural limitations while delivering superior member value through 

strategic partnerships and operational efficiency. With disciplined capital allocation, 

partnership-driven growth, and member-centric service design, the concept positions for both strong 

unit economics and scalable differentiation in the luxury hospitality market. 

The pathway to success requires rigorous execution against the investment criteria outlined, with 

particular focus on partnership development, demand validation, and operational excellence. The 

next 90 days will be critical for moving from concept to fundable venture, with clear milestones and 

accountability measures guiding the transition from blueprint to business reality. 

 


