Feature concept: Dreamscape Theme Refresh
Subscription

Customers buy orrent a core modular room system, then pay to refresh, replace, or upgrade the
room’s theme over time without replacing the entire furniture set. The expensive base furniture
stays in use, while decorative modules, skins, panels, lighting, textiles, handles, fronts, decals,
accessories, and visual effects can be swapped out.

That connects perfectly to the “use and reuse” idea because:
e One base product can generate the original sale.
e The same product can generate refresh fees.
e Returned parts can be cleaned, refurbished, and reused.
e Rental inventory can rotate between customers.

e Theme kits can generate monthly or seasonal recurring revenue.
e Repossessed items can be re-themed and placed back into circulation.

How it interworks with rentals and financing

1. Purchase model
A customer buys the base room system, then pays separately for refreshes.
Example:

e Base modular bedroom system: $6,000-$12,000

e Theme refresh kit: $750-$3,500

e Installation fee: $250-$1,000

e Premium design session: $250-$500

This works best for customers who want ownership but still want the room to evolve.
2. Rental model

Dreamscape owns the furniture and rents the room system to the customer. Theme changes are
included or priced by tier.

Example:



e 3-month rental: higher monthly price

e 6-month rental: moderate monthly price

e 12-month rental: lower monthly price

e Optional theme swap every 3, 6, or 12 months

This supportsyour “one product brings in multipleincomes” idea because the same furniture can be
rented, recovered, re-themed, and rented again.

3. Financing model
The customer finances the base furniture, while theme refreshes can be handled separately.
Best structure:
e Finance the base system through BNPL or third-party lender.
e Require deposit before production.
e Sell theme refreshes as cash add-ons, subscription upgrades, or separately financed
accessories.
e Avoid tying too many future theme changes into one loan until the company has proven

default data.

This keeps Dreamscape from carrying too much credit risk.
Pricing by duration

A smart structure would be duration-based:

Duration Customer type Pricing logic
1-3 Events. stacine. temporary housin Highest monthly rate because turnover and
months » SLAEINg, porary g cleaning costs are high

Short-term renters, seasonal refresh

6 months
customers

Mid-rate with optional theme swap

Lower monthly rate with predictable cash

12 months Core rental/subscription customers flow

24+ Lease-to-own or premium

L Lower payment, higher lifetime value
months subscription wer pay > 18 vat

A simple formula could be:

Monthly rental price = base asset cost recovery + maintenancereserve + theme wear charge +
profit margin



For example, if a themed modular room costs Dreamscape $4,000 to build and the target is to
recover that cost over 18 months:

e Base recovery: about $222/month

e Maintenance reserve: $40-$75/month

e Theme refresh reserve: $50-$150/month
e Profit margin: $150-$300/month

That could support a rental price around $450-$750/month, depending on the product tier.

Penalties and repossessions

This needs to be written carefully and reviewed by an attorney before use, but conceptually:
Penalties

Penalties should not feel abusive. They should protect the company from real losses.
Possible fees:

e Late payment fee after grace period

e Missed appointment fee for delivery, pickup, or installation

e Damage fee beyond normal wear

e Early cancellation fee if the customer breaks a minimum term
e Missing parts fee

e Cleaning/refurbishing fee if returned in poor condition

Repossession

Repossession should be treated as a recovery process, not punishment.
Suggested workflow:

Missed payment notice

Grace period

Cure option/payment plan

Service pause/no new theme swaps

Final notice

Scheduled pickup/recovery

Inspection and condition report

Refurbish, re-theme, re-rent, resell, or use in exhibit
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The important business point is this:



Because Dreamscape furnitureis modular and re-themeable, repossession does not mean total
loss. The recovered asset can be turned back into income.

That is a major strength.

How to sell it

The customer-facing pitch:

“Your room does not have to stay the same forever. With Dreamscape, you can refresh the theme,
change the mood, and redesign the experience without starting over.”

For investors:

“Dreamscape’s modular theme renewal model turns furniture from a one-time sale into a recurring
revenue asset. One core product can produce income throughiinitial sale, financing, rentals, seasonal
refreshes, replacement modules, repossession recovery, refurbishment, and resale.”

Best name options

You could call the feature:

e Dreamscape Room Refresh

e Theme Renewal Program

e Dreamscape ReTheme

¢ Room Evolution Subscription

e Dreamscape Refresh Pass

e Living Theme Subscription

o Dreamscape Rotation Program

My recommendation: Dreamscape theme refresh subscription because it is easy to understand
and sounds customer-friendly.

Yes — this part should be executed after the core modular system proves demand, but before
the company scales rentals and financing aggressively.

In plain terms: do not launch the Theme Renewal / Room Refresh feature first. Build it into the
business plan now, but execute it in stages:

When to execute the room-theme-change feature

Best timing: Phase 7 to Phase 9 of the business plan rollout



First: prove Dreamscape furniture works as a modular physical product.

Second: prove people want the themed-room experience.

Third: prove customers will place deposits and buy or rent the base room system.
Then: introduce theme changes as an upgrade, subscription, rental refresh, or renewal
program.

Eal

The reason is simple: the customer cannot refresh, replace, or re-theme a room until Dreamscape
already has:

e A base modular furniture system
e Swappable decorative parts

e A delivery/installation process

e A way to track inventory

e A pricing system

e A return/refurbish process

e Customer contracts

e Financing/rental terms

e Storage for reused parts
o Staff or partners who can install replacement themes

Where this part belongs in the business plan
This feature should be woven into several sections:

1. Business Description

Explain it as a long-term customer relationship model, not a one-time sale.
2. Operating Plan

Explain how the theme swaps physically happen: pickup, delivery, installation, inspection, cleaning,
storage, and reuse.

3. Marketing and Sales Plan
Sell it as "your room can evolve with you.”
4. Financial Plan

Show it as recurring revenue: refresh fees, subscriptions, rentals, upgrade kits, late fees, damage fees,
and resale/re-rental income.



5. Risk Management

Explain penalties, repossession, condition checks, missed payments, damage, and recovery.

Detailed step-by-step execution for the whole business
plan, including this feature

Phase 0 — Decide what Dreamscape is and is not
Timing: Before spending serious money.

Goal: Keep the idea from becoming too wide too early.

Steps:

1. Decide the first customer type Dreamscape will target.
2. Decide the first room type, probably bedroom.

3. Decide the first 1-2 themes.

4. Decide the first modular furniture pieces.

5. Decide what products are not offered in year one.

6. Decide what the Al portal will not do at first.

7. Decide what counts as a successful prototype.

8. Decide the first deposit policy.
9. Decide the first pricing range.
10. Decide what features must wait until later.

Theme Renewal Program status:
Not launched yet. Only designed on paper.

Phase 1 — Legal, business, and ownership foundation
Timing: Months 0-2.
Goal: Make Dreamscape legally able to operate.
Steps:
1. Form the company.

2. Open a business bank account.
3. Set up accounting.



4. Start trademark review.

5. Prepare basic contracts.

6. Get insurance guidance.

7. Create product ownership language.

8. Create deposit language.

9. Create cancellation language.

10. Create vendor and contractor agreements.

Theme Renewal Program status:
Write future contract language for:

e Rentals

e Theme swaps

e Damage fees

e Missed appointments

e Late payments

e Repossession or asset recovery
o Refurbishment fees

Do not sell it yet.

Phase 2 — Build the first proof products
Timing: Months 1-6.

Goal: Prove the furniture concept physically.

Steps:

1. Build one statement piece.

2. Build one modular proof object.

3. Separate each product into structural parts and swappable parts.
4. Track material cost.

5. Track labor cost.

6. Track assembly time.

7. Track delivery weight and size.

8. Test whether parts can be removed and replaced.

9. Create a modular rulebook.

10. Photograph and record the products.



Theme Renewal Program status:
This is where the feature starts physically.

You should design products with three layers:

1. Core structure — bed frame, dresser body, wardrobe shell.
2. Theme layer — panels, skins, fronts, lighting, handles, decals, removable scenery, textiles.
3. Accessory layer — rugs, lamps, pillows, art, props, ottomans, décor.

The theme layer is what customers can change repeatedly.

Phase 3 — Build the delivery, installation, storage, and return system
Timing: Months 2-8.

Goal: Make sure Dreamscape can move and service products.

1. ldentify white-glove delivery partners.

2. ldentify storage space.

3. Create delivery checklists.

4. Create installation checklists.

5. Create damage inspection forms.

6. Create customer sign-off forms.

7. Create pickup procedures.

8. Create cleaning and repair procedures.

9. Create packaging standards.

10. Create inventory labels for each modular part.

Theme Renewal Program status:
This phase is required before theme changes are sold.

A theme swap needs:

e Scheduled pickup or removal
o Delivery of new theme pieces
e Installation

e Return inspection

e Cleaning/refurbishing

e Storage



e Reuse decision

Without this system, theme swaps become chaotic.

Phase 4 — Controlled demos, retail partners, and exhibits
Timing: Months 4-12.

Goal: Prove people react strongly to Dreamscape.

Steps:

1. Set up private demos.

2. Place one piece with a retail partner.

3. Host one small exhibit.

4. Offer design consultations.

5. Collect feedback.

6. Track who asks about price.

7. Track who asks about financing.

8. Track who asks about changing themes later.
9. Collect deposits from serious buyers.

10. Refine the offer.

Theme Renewal Program status:
Soft-test the idea verbally.

Ask customers:
e “"Would you want to change this room'’s theme later?”
e "Would you pay monthly for seasonal refreshes?”
e “"Would you prefer ownership or rental?”
e "How often would you want to change the look?”

e “Would 3 months, 6 months, or 12 months make sense?”

This validates pricing before launch.

Phase 5 — Al portal MVP

Timing: Months 4-12.



Goal: Build the simplest useful version of the portal.
Steps:

1. Create room templates.

2. Add limited product choices.
3. Add theme choices.

4. Add pricing ranges.

5. Add quote request.

6. Add design session booking.
7. Add deposit payment.

8. Add saved room designs.

9. Add customer account.

10. Add order handoff to production.

Theme Renewal Program status:
Add a future-facing feature called:

“Save My Room for Future Refreshes.”
This means the portal stores:

e Original room layout

e Furniture base system

e Installed theme

e Compatible theme options

e Customer measurements

e Future upgrade recommendations

This is necessary because theme changes depend on knowing what the customer already owns or
rents.

Phase 6 — First sales and custom orders
Timing: Months 6-18.

Goal: Sell the base room systems.

Steps:

1. Sell limited products only.



2. Require deposit before production.
3. Use order-based manufacturing.
4. Deliver and install carefully.
5. Collect final payment before or at delivery.
6. Get customer sign-off.
7. Offer add-ons.

8. Record installed components.
9. Track warranty issues.

10. Track customer satisfaction.

Theme Renewal Program status:
Offer it only as an optional future upgrade, not as a full subscription yet.

Example sales language:

“Because your furniture is modular, you will be able to update the room’s theme later without
replacing the entire system.”

At this stage, sell:
e Replacement panels
e New drawer fronts
e New lighting kits
e Décor upgrades

e Seasonal add-ons

Do not promise unlimited swaps yet.

Phase 7 — Launch the Theme Renewal / Room Refresh Program
Timing: Best after 10-25 completed orders or after several rented/exhibit pieces prove reuse works.

Goal: Turn one product into multiple income cycles.

Steps:
1. Identify which products are refresh-compatible.
2. Create 3-5 theme Kkits.
3. Price each theme kit.
4. Create installation pricing.
5. Create rental refresh pricing.



Create damage and missing-part fees.
Create pickup and return procedures.
Create cleaning/refurbishing standards.
Create storage bins and labels.

O Launch to existing customers first.
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Best name:
Dreamscape Room Refresh Program

How it works:

e Customer keeps or rents the base furniture.

e Dreamscape changes the theme layer.

e Returned theme parts are inspected.

e Good parts are cleaned and reused.

e Damaged parts are repaired, sold as refurbished, or discarded.
e New theme fees generate repeat income.

Phase 8 — Pricing by duration

Timing: At launch of rentals and refresh subscriptions.

Goal: Make pricing reflect time, wear, storage, delivery, and reuse.
Possible pricing structure:

Duration Best Customer Pricing Logic
1 month  Events, staging, short-term use Highest monthly rate

3 months Temporary housing, seasonal refresh High rate with limited flexibility

6 months Mid-term rental Balanced rate
12 months Main subscription Lower monthly rate, stable income
24 months Lease-to-own or premium plan Lower monthly rate, higher lifetime value

Example pricing categories:

Base room rental fee
Theme kit fee
Installation fee
Maintenance reserve
Damage deposit
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6. Early cancellation fee
7. Theme swap fee
8. Optional purchase credit

Example model:
e 3-month themed room rental: $750-$1,200/month
e 6-month themed room rental: $600-$950/month
e 12-month themed room rental: $450-$800/month
e Theme refresh kit: $750-$3,500
e Installation: $250-$1,000
e Premium design session: $250-$500

e Damage deposit: 10%-25% of asset value

The shorter the duration, the higher the monthly price because Dreamscape absorbs more delivery,
cleaning, storage, and turnover cost.

Phase 9 — Financing and rentals working together
Timing: After Dreamscape has real customers and real cost data.
Goal: Give customers multiple ways to access the product.

There should be four different customer paths:

Path 1: Buy

Customer pays for the base room system.
Dreamscape earns:

e Product sale

e Installation fee

e Future refresh fees

e Upgrade fees
o Design consultation fees

Path 2: Finance

Customer finances the base system through a partner.



Dreamscape earns:
e Sale proceeds
e Deposit
e Add-ons

e Possible referral fee
e Future refresh income

Best practice: use third-party financing first so Dreamscape does not carry the loan risk.

Path 3: Rent

Dreamscape owns the furniture and rents it.
Dreamscape earns:

e Monthly rental income

e Theme swap fees

e Deposits

e Damage fees
e Purchase conversion if customer buys later

Path 4: Subscribe

Customer pays monthly for room access plus occasional refreshes.
Dreamscape earns:

e Recurring monthly revenue

e Scheduled refresh income

e Premium upgrade fees

e Extension fees
e Reuse value after return

Phase 10 — Penalties, defaults, and repossessions
Timing: Contract language must exist before rentals and financing launch.

Important: This needs attorney review before use.



Penalty types:

1. Late payment fee

2. Missed delivery or pickup fee

3. Damage fee

4. Missing parts fee

5. Unauthorized modification fee

6. Early cancellation fee

7. Excessive wear fee

8. Cleaning/refurbishment fee

9. Non-return fee

10. Recovery fee if pickup is required after default

Default workflow:

1. Payment missed.

2. Automatic reminder sent.

3. Grace period begins.

4. Customer is offered cure options.

5. Theme swaps and upgrades are paused.

6. Final notice is sent.

7. Pickup or recovery is scheduled if allowed.

8. Furniture is inspected.

9. Customer receives condition report.

10. Asset is refurbished, re-rented, resold, or used in exhibits.

Repossession logic: Repossession should not be framed as punishment. It should be framed as
asset recovery.

Dreamscape'’s advantage is that recovered furniture still has value because:

e It can be re-themed.

e It can be rented again.

e It can be sold refurbished.

e It can be used in exhibits.

e It can be used as a partner-store display.
e It can be broken into reusable modules.

This makes default less damaging than it would be for a normal custom furniture company.

Phase 11 — How to sell the feature



Customer sales message:

“Your room does not have to stay the same forever. Dreamscape lets your space evolve with your
taste, your season, your mood, your life, and your imagination.”

Investor sales message:

“The Room Refresh Program turns Dreamscape from a one-time furniture sale into a recurring
revenue platform. One base product can generate the initial sale, rental income, refresh fees,
installation revenue, replacement module sales, refurbished resale, and re-rental income.”

Retail partner sales message:

“This gives customers a reason to come back. Dreamscape is not just a furniture purchase; it is a
long-term design relationship.”

Rental customer sales message:

“You can live in a themed room without committing forever. Rent the room, enjoy the experience,
and change the look when your term renews.”

Phase 12 — Year-by-year execution

Year 1: Prove the product

Focus on:

e Legal setup

e Prototypes

e Modular rulebook
e Photography

e Small exhibits

e First sales

e Portal MVP

e Delivery partners
e Deposit policy

Room Refresh status: design only, soft-test with customers.

Year 2: Prove repeatability



Focus on:

e More customer orders

o Standardized modules

e Partner placements

e Limited rentals

e First formal theme kits

e First paid room refreshes

e Better portal pricing

e Delivery and installation system

Room Refresh status: launch to existing customers.

Year 3: Build recurring revenue

Focus on:

e Rental subscriptions

e Seasonal refreshes

o Refurbished resale

e Better inventory tracking

e Financing partners

e Customer lifecycle management
e Repeat customer campaigns

Room Refresh status: expand as a major revenue line.

Year 4: Scale the system

Focus on:

e More cities or regions

e Better logistics

e Partner dashboards

e Larger catalog

e Theme exchange inventory

o Data-driven pricing

e Stronger financing/rental structure

Room Refresh status: become a core differentiator.

Year 5: Platform expansion



Focus on:

e National partnerships

e Licensing possibilities

e White-label or partner-store portal
e Commercial customers

e Hospitality/staging opportunities
e Large-scale subscription model

Room Refresh status: operate as a recurring revenue engine.

“when should you execute this part?”

Execute it in three stages:

1. Write it into the plan now.
2. Design products for it from the first prototype.
3. Sellit only after the base product, delivery system, and customer contracts are tested.

Best practical launch point:

After Dreamscape has completed several successful customer installations and can clearly
prove that the base furniture can be swapped, removed, cleaned, stored, and reused without
losing too much value.

That likely means late Year 1 or early Year 2, not day one.
My recommendation is to add this as a detailed section called:

Dreamscape Room Refresh Program: Theme Renewal, Rentals, Financing, Reuse, and Asset
Recovery

Signature Poly Bed Collection and Mobile Dreamscape Theme Room

The Signature Poly Bed Collection should be positioned as Dreamscape’s luxury bedroom
platform: a beautiful modular masterpiece designed to belong in world-class homes,
private estates, luxury penthouses, boutique hospitality suites, collector interiors, and
high-design décor publications. The bed is not a normal oversized bed. Itis a room-defining
architectural centerpiece that combines fine furniture, sculpture, comfort engineering,
theatrical design, and modular home décor into one immersive object. The customer is not



simply buying a mattress and frame; the customer is commissioning a personal dream
environment built around sleep, beauty, scale, comfort, and imagination.

Pricing should vary by size, finish level, engineering complexity, theme detail, mattress
configuration, stair design, headboard artistry, lighting, integrated storage, and installation
demands. Dreamscape can offer a tiered Signature Poly Bed line beginning around $30,000
for smaller luxury builds, increasing to approximately $50,000 for larger custom rooms with
dual stair access and richer theme detailing, and reaching $100,000 or more for mansion-
scale, exhibition-level, ultra-custom installations. The $100,000 version should feel
appropriate because itis built as a limited, commissioned interior experience rather than a
mass-produced product.

The largest Poly Bed concept may include a mattress surface approaching 700 square feet.
At that size, the mattress should be treated as a luxury modular sleep deck rather than a
single object. The mattress system should be custom-built in sections so it can be carried
through doors, elevators, hallways, and stairwells, then joined on-site into one seamless
comfort surface. Each mattress section should be engineered for luxury comfort,
consistent height, edge support, pressure relief, breathability, removable covers, and long-
term serviceability. The customer should experience the finished surface as one grand bed,
while Dreamscape benefits operationally from components that are easier to transport,
replace, clean, re-cover, and upgrade.

The bed should stand approximately two to three feet off the floor, giving it the presence of
a platform, stage, island, or ceremonial sleeping landscape. Standing at the foot of the bed
and facing the headboard, a staircase should rise on both the left and right sides. The
owner should be able to ascend one staircase, walk across the bed platform, and descend
the opposite staircase. The staircases should be safe, elegant, and theme-integrated, with
possible features such as hidden drawers, carved side panels, lighting strips, anti-slip
treads, sculptural rails, soft-edge transitions, and removable decorative skins. The stairs
should be designed as modular structures so they can be delivered separately, installed
on-site, serviced, re-themed, or replaced without rebuilding the entire bed.

The headboard should be one of the main reasons the bed can command premium pricing.
It should be massive, artistic, and worthy of being photographed as a design feature on its
own. Instead of a flat board, it should be a sculptural wall element with carved reliefs,
shaped panels, integrated lighting, mirrors, display niches, upholstered sections, hidden
storage, sound or projection surfaces, and interchangeable theme panels. In a beach
theme, the headboard could suggest carved driftwood, coral forms, shoreline textures, or
sunset tones. In a mythology theme, it could resemble temple stone, gold leaf, clouds,
columns, or celestial carvings. In a forest theme, it could use root-like forms, canopy



shapes, moss colors, and warm hidden lighting. Every version should feel custom,
collectible, and emotionally tied to the room’s story.

The bedding should also be custom. Standard sheets, comforters, and covers will not fita
luxury Poly Bed at this scale. Dreamscape should offer custom bedding packages that
match the size, shape, and theme of each build. These may include segmented fitted
sheets, oversized comfort layers, custom duvets, removable washable covers, luxury
pillows, bolsters, throws, bed skirts, edge textiles, washable protector systems, and
themed textile collections. Bedding should become part of the design language: ocean
tones for a beach room, velvet and metallics for a royal suite, linen and carved wood
textures for a natural retreat, or celestial fabrics for a fantasy room. This creates another
premium revenue stream while protecting the comfort standard of the product.

The Mobile Dreamscape Theme Room should be catalogued as a Dreamscape room
product, not as an ordinary trailer. Better names include Dreamscape Mobile Suite,
Dreamscape Rolling Room, Dreamscape Touring Suite, Dreamscape Mobile Roomscape,
Dreamscape Travel Room, and Dreamscape Exhibit Suite. The strongest recommendation
is Dreamscape Mobile Suite because it sounds premium, flexible, and design-driven
without reducing the concept to a vehicle. It should be described as a self-contained
mobile themed room that can travel to customers, exhibits, luxury events, retail partners,
investor presentations, design fairs, campgrounds, hospitality sites, and private
demonstrations.

The Dreamscape Mobile Suite should be designed differently from the reference trailer so it
is original, brand-owned, and visually recognizable as Dreamscape. The uploaded
reference shows the generalidea of a large towable tiny-home style unit with dark exterior
panels, wood-look siding, windows, stabilizers, steps, and an awning. Dreamscape should
use that only as inspiration for scale and mobility. Its own version should have a distinctive
exterior silhouette, custom color palette, original window placement, branded lighting,
hidden utility access, premium entry sequence, theme-ready interior walls, modular
furniture tie-down points, display lighting, integrated portal screens, storage for swappable
décor, and a designed guest pathway that makes visitors feel they are entering a complete
Dreamscape room rather than stepping into a camper.

The Mobile Suite should carry a minimum price of $100,000 because itis not being sold as
transportation alone. Itis a mobile showroom, traveling luxury room, immersive sales
studio, pop-up exhibit, event asset, and premium rental environment. It should include two
generators for redundancy, a battery system for quiet operation and backup power, a hot
water tank, air conditioning, heat, controlled lighting, electrical distribution, premium
insulation, ventilation, stabilizers, entry stairs, storage bays, safety systems, and secure



interior mounting points for Dreamscape furniture. The two-generator setup protects the
customer experience by allowing lighting, climate control, portal demonstrations, and
essential features to continue if one generator fails.

Before manufacturing or selling any Mobile Dreamscape Suite, Dreamscape should
complete an intellectual-property and compliance review. A reference image may be useful
for inspiration, but Dreamscape should not copy another company’s exact exterior design,
brand name, model name, logo, window layout, trade dress, interior configuration, or
unique ornamental features. In U.S. law, copyright generally protects photographs,
drawings, written materials, and separable artistic expression, but it usually does not
protect the functional aspects of useful articles such as furniture, vehicles, trailers,
machinery, and similar products. However, separable artistic elements may be
copyrightable, and product appearance may also be protected by design patents or trade
dress. The U.S. Copyright Office explains that useful articles can contain copyrightable
artistic features separable from function, while mechanical or utilitarian aspects are not
protected by copyright. The USPTO provides Patent Public Search tools to review issued
patents and published applications, including design patents that may cover ornamental
product appearance.

Legally, itis generally safer to create an original Dreamscape design rather than duplicate
the pictured unit. Dreamscape should conduct a preliminary patent search, a design
patent search, trademark and trade dress review, and attorney-led freedom-to-operate
review before selling a mobile room product. The company should also review
transportation, RV, electrical, plumbing, fire, weight, towing, insurance, zoning, and safety
rules before commercial use. The correct business-plan language is: the reference trailer is
inspiration only; Dreamscape will design an original Mobile Suite with its own exterior
identity, interior layout, utility configuration, branding, and modular room system. That
approach protects Dreamscape from copying risk while giving the company the
opportunity to develop its own protectable design patents, trademarks, copyrights for
artwork and drawings, and future trade dress as the product becomes recognizable in the
market.









¢ Full Signature Poly Bed room concept —shows the large elevated bed, dual staircases, massive
artistic headboard, and luxury Dreamscape room atmosphere.

e Modular construction breakdown — shows the bed broken into platform modules, mattress
sections, staircase modules, panels, lighting, and bedding components.

e Artistic sculptural headboard close-up — shows the headboard as a luxury carved modular
masterpiece.

e Custom bedding and modular mattress comfort concept — shows oversized sectional
mattress/bedding pieces designed for comfort, theme, and transportability.

e Dreamscape Mobile Suite exterior concept — shows the mobile room as a premium
Dreamscape product rather than a basic trailer.



