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EXECUTIVE SUMMARY  

Opportunity  Purpose  Solution 
Due to farmers and ranchers downsizing 

their pastures so they can manage their 

herds better and the bigger ranchers up 

grading to exotic game hunting resorts. 

We will also be doing maintenance and 

repairs to existing fences.  

 The mission of Texas Hold’em Fencing is to 

provide a great quality fencing service to the 

Robertson County area with outstanding 

service. We will be known for using high 

quality materials and professional craftsman 

manufacture and install custom built fences 

fabricated with today’s technologies. We aim 

to set a new standard of excellence. 

 Texas Hold’em Fencing, will offer and 

install high quality fencing for the farmers 

and ranchers of Robertson County. We 

will also do maintenance and repairs to 

existing fences. 

Customers  Differentiators  Extras 

At Texas Hold’em Fencing Co., we will 

target farmers and ranchers of the 

Robertson county. 

 At Texas Hold’em Fencing our main 

advantage over the larger companies will be 

custom building the fences to the customer’s 

satisfaction that will give us a more 

personalized relationship with our customers. 

We will instill confidence in our customers 

by having strong values and good work 

ethics.  

 I come with more than 25 years in the 

fencing industry. We will have a three year 

warranty on our services and have 24 hour 

emergency services for the farmers and 

ranchers of Robertson County. 

Marketing  Start-up Costs  Financials & Extras 
Texas Hold’em will be an aggressive self-

promoter. We will use every form of 

marketing that is available to us. We will 

network ourselves to becoming part of the 

chamber of commerce.  

 Owner investment - cash 10,000$  

Owner investment - equipment 12,000    

Vehicle and/or equipment loan 25,000    

Start up financing 3,000      

Total start up costs: 50,000$   
 

 Sales: 454,000$  100%

COGS 163,800    36%

Gross profit 290,200    64%

Overhead 108,200    24%

Pretax income 182,000    40%

Tax expense 45,500      10%

Owner withdrawals 44,000      10%

Net income 92,500$    20%  

  Personal Fit   
As the founder and owner of Texas Hold’em fencing, Daniel will be responsible for the general management of the company. He will oversee 

all work crews as well as order all materials. Daniel will also make sure the fences are to the customer satisfaction. If the customer is happy, 

we’re happy. 



 

Texas Hold’em Fencing Co. 
Daniel M. 

2 

PERSONAL FIT   

I was born on July 25, 1980 in Bryan, Texas. I am one of four children with an older brother and 

two younger sisters. My mother and father divorced when I was nine; consequently, I do not 

know my father very well. In school, I was an average student but due to difficult circumstances 

I ended up dropping out. By the age of 15, I was working. I didn’t think I was ever going to need 

my high school diploma, but later I realized one couldn’t get a job or into college without it, so I 

returned to school and obtained my GED diploma. 

 

Bad choices and poor judgment led me to prison. I started causing trouble in my late teens. I fell 

in with the wrong crowd because I felt the need to fit in. I was young and irresponsible and 

didn’t break away to become my own man; I wrongly believed that to get along I had to go 

along. My criminal history consists of simple assault and substance abuse issues. Sadly, I have 

spent ten years of my life in prison.  

 

In August 2008, I realized that I could lose my family. Seeing my children cry through the glass 

window in jail was the motivator that drove me to change my life. I really looked at myself and 

the negative life that I was living. My loving wife of eight years had tired of what I was doing 

and moved on, which made me want to change even more. From that day in 2008 I have been on 

my road to restoration. I have gone over and over my life and now understand fully where and 

how I went wrong. I am ashamed that I had to be taken away from my loved ones to realize and 

confront my faults and shortcomings. I now see prison as a blessing in disguise. Had I not been 

arrested, I believe in my heart that I would not be alive today. Without change, I would not be 

able to see that and use prison as a tool to help fix my broken life. I believe that to make a 

change in lifestyle you have to make a change in your heart. I have made that change and am 

now striving for success in all I do. I have made commitments to my kids, grandmother, other 

family members, and myself to never again cause the pain I have created in the past through my 

use and sale of drugs. I choose love and happiness, and plan to live a life far removed from the 

razor wire and prison visitation rooms. 

 

I understand sales, cost, profits, and capital. I would like to start my own business to help ensure 

my family’s future. I hope to one day turn it over to my son and watch him prosper and grow 

into a positive role model. During this process, I don’t expect to be given trust, I want to earn it. 

The changes I have undergone make me trustworthy because I now respect authority.  

I will be paroled to Franklin, Texas, in 2019. At that time I will put my dreams into realization 

and will do all I can to meet all my goals. I owe it all to my family, friends and myself. 

 

As the founder and owner of Texas Hold’em Fencing, Daniel will be responsible for general 

management of the company. He will oversee all work crews as well as ordering materials and 

daily operations. Daniel brings to Texas Hold’em Fencing, thirty years’ experience in the fencing 

industry. He worked for Corgey Fencing for 3 years as a fence crew supervisor. While at Corgey 

Fencing, Daniel gained valuable experience in welding, heavy equipment operation and different 

types of fence building. Daniel also has 27 years’ experience with Bar’s Ranch (his 

Grandfather’s spread), assisting with all fencing and ranch duties. Daniel has earned a 

certification in advanced welding from the Texas Department of Criminal Justice. Daniel is 

looking forward to making his dreams a reality and putting his talents to use with the launching 

of this new venture. 

 



 

Texas Hold’em Fencing Co. 
Daniel M. 

3 

 

OPPORTUNITY   

Explanation: 

Due to farmers and ranchers downsizing their pastures, allowing them to manage their herd 

better. Also there are a number of larger ranchers whose trying to convert into exotic game 

hunting resorts. 

 

 Can I solve the problem given my skills and personality? 

 I have over 25 years of experience in the fencing industry. I have 20 years of 

experience in welding, and 25 years in heavy equipment operations. I am a very open 

and outgoing person. 

 Do I need to do all of the work myself or can I hire others to help me and still maintain 

quality? 

 I will need to hire a couple of employees starting out that I know will strive to do 

quality work. 

 Will this venture require significant capital? 

 No, I can start this venture with $20,000 or less. 

 Is the opportunity (Activity and Start Date) consistent with potential parole restrictions? 

 It will be a day time job that will be consistent with all my potential parole 

restrictions. 

 Would my business start as a part-time venture or need to be full time? 

 My business when it starts will be a full time company due to high demands in the 

fencing industry. 

 
 

SOLUTION   

Explanation: 

We will do custom built entry ways, as well build all your fences. We are here for customer 

satisfaction. We will also repair all fences that need repairing. We will work with and for our 

customers. 

 

 What are the benefits that I am providing? 

 The benefits that I am providing are the warranties on the services that we do. We 

also provide a 24 hour service to the local farmers and ranchers in the Robertson Co. 

area. 

 Why can I do this better than another business (competitor)? 

 I will custom build our customers’ fences in a timely manner for customer 

satisfaction. We will build our fences with excellence at a reasonable price.  

 How will I deliver this solution to my customers (marketing)? 

 We will strive and focus on what the customers want to satisfy their needs and 

desires. I will help them design their dream fence. 

 Will my solution actually be profitable? 

 I believe my solution will be very profitable in my industry. 
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 Do I need a fixed location (Storefront) or is this a mobile business? 

 I will do most of my work on site. But we will also have a shop for fabrication on 

entryways and to store equipment in. 

 Do I offer a guaranty or return policy? 

 Yes, we will put a three year warranty on all of our fences as well as guarantee 

customer satisfaction. 

 
 

CUSTOMERS  

Explanation:  

Texas Hold’em Fencing will offer high quality livestock and exotic fences for farmers and 

ranchers with 20 acres or more.  

 

Demographics: 

 Will my service have different appeal to men versus women? 

 No, because men and women can both own land and need work done. 

 What is my ideal customer’s age (children, young adult, middle aged, mature)? 

 My ideal customer’s age would be mature, middle aged, between 30 and 99.  

 Does my customer need to be married, single or does it matter? 

 My customer could be married or single but it really does not matter, they are a 

potential customer. 

 What aspect of my ideal customer am I appealing to (outdoors person, health conscious, 

their personal image, environmental concerns, recreation, etc.)? 

 My ideal customer I am appealing to would be environmentally conscious and an   

all-around outdoors person. 

 

Income: 

 Does my customer need a certain income (rich, middle class, poor)? 

 My customers that I will be doing work for will be middle class to upper class. I will 

work with everybody. 

 

Location: 

 Where will I sell to my customers (their home, their workplace, on the street, online, my 

store, an event like trades day)? 

 I will sell to my customers at their homes, farms, ranches and some at special events 

 Do I go to my customer (home service) or does my customer come to me? 

 I will go to all my customers’ homes so I can get a better understanding of the work 

they are trying to get done and so I can get a layout of the land on which I will be 

working. 

 What neighborhood will my ideal customer live/work in (River Oaks/Highland park, a 

suburb, or small rural community)? 

 My ideal customers will live in the country and own their own places and property. 
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 How close are my customers geographically located (live close to each other or spread all 

over the city)? Time is money. 

 My customers will be within a 30 to 40 mile radius from where I am located. 

 How easily can I find this customer (one at a time or they will provide referrals)? 

 I will get some of my customers by referrals but I will also talk with a few of my 

customers, one at a time.  

 

Other: 

 Can I reach these individuals as a group or do I need to find and sell to them 

individually? 

 I could reach them as a group but it would be better to sell to them individually. 

 Once I sell to a customer, what is the likelihood that they will buy from me again? 

 When I sell to a customer I believe they will be satisfied and will keep calling for my 

service and will send their friends my way as well. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Titan Fence 

Co. 

Direct Newspapers, 

Fliers, business 

cards  

High  They are high 

quality. They work 

long hours and 

take pride in their 

work  

High prices. Not a 

24 hour service. 

They are not 

personal with their 

customers. 

I will have a 24 hour service. I 

will give a three year warranty 

on my service. I will keep 

everything more personal with 

my customers.  

 

 

Corgey 

Fencing Co. 

Direct Word of mouth 

Fliers 

Low Well established. 

Low prices  

They are not a 24 

hour service. They 

are not personal with 

their customers. 

I will have a 24 hour service 

and will give a three year 

warranty on my work. I keep 

everything on a more personal 

basis. 

 

 

Dependable 

Construction 

Indirect Newspaper 

commercial ad 

business cards 

High  A large company. 

More workers  

Higher prices. Not 

personal. They just 

want to get job done. 

I keep everything on a more 

personal basis. I have a 24 

hour service will give a three 

year warranty on my service. 

Hand K 

Construction 

Indirect Newspapers, 

Fliers and 

business cards 

Average A larger company 

with more 

workers. They 

average pricing  

They are not a 24 

hour service. They 

are not personal with 

the customers and 

they do not take 

their time. 

I keep everything on a more 

personal basis. I have a 24 

hour service. I will give a 

three year warranty on my 

service. 
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EXTRAS   

External Extras: 

 Do you have a connection with a supplier in your industry? 

 Starting out I will be using Lowes and Home Depot. I will soon find a supplier in the 

industry.  

 Do you have access to a favorable location for your business? 

 My location of my company will be my place of residence in Robertson County. 

 Are you going to be the first company of your type in your chosen area operations? 

 Yes, I will be the only company within 40 miles of my location. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 I will be installing fences but will also have fence maintenance and a 24 hour service. 

I will also give a three year warranty for my services.  

 Will you be able to offer specialized or flexible scheduling that your competitors cannot 

match initially? 

 Yes, that will vary due to the job. Being a smaller company we are versatile and can 

get things done on time. I will also be custom building our customer fences to 

customer satisfaction. 

 Do you have any additional information you would like to list about yourself? 

 I am very skilled in this this industry. I look and work for my customers. I have a 

welding certification. I grew up on the farm so I am down to earth and love hard 

work. I also live by integrity, excellence, and execution.  

 
 

MARKETING  

Message: 

 What are three things your company name (with no other information provided) says 

about your company? 

 We are a certified professional fencing service that delivers outstanding results and 

does it with integrity.  

 What is your tagline? 

 “Watch your dreams and desires come to life in our hands.”  

 Is your message effective across different demographics? 

 People in all areas will be able to hear the name Texas Hold’em Fencing, and know 

what we do and that we do it with high-quality and perfection. 

 Is your pricing consistent with the market for similar offerings? 

 Our pricing will be average. We guarantee that other companies will have a hard time 

competing with our prices. 

 Is your pricing consistent with the degree of personalization? 

 The size of the job will determine the prices of the job. It will always be quality work. 

We will be committed and assure that the job will be done to customer satisfaction.  
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Media: 

 What are three types of media you will use to reach your customers? 

 I will be advertising my business through aggressive, self-promotion, word of mouth, 

and newspaper, the local Facebook, business cards and referrals.   

 How many potential typical customers (not just total people) can you reach each month 

using the types listed above? 

 I will be seeking to reach a minimum of 50 to 75 people a month through these 

advertising methods.  

 Once you’ve reached your typical customer, how many will actually buy from you? 

 I will be looking to doing business with ½ the people who received the advertising.  

 For each of the three, what do you think the estimated cost will be? 

 Newspaper ads, $50 a month. The community Facebook will cost some. Business 

cards will run $10, and word of mouth will be priceless. 

 For each cost estimate, is this a one-time expense up front or a recurring monthly charge? 

 I will pay every month for newspaper ads and the business cards will be printed every 

three to six months.  

 How will you collect customer reviews? 

 I will have an account with thumbtack where customers can leave feedback. I will 

also have an online review that customers can fill out. 

 
 
 



 

 

START-UP COST 

Owner's name

Company name

NAICS Business Classification

Sector (general classification)

Sub-sector (more specific classification)

Start-up Costs

Year 1

Assumption 4 - Total Uses

Non-Depreciable Costs

Paid or 

contributed 

in Month 1

marketing, business cards, fliers 200              

cell phone purchase 150              

car/truck down payment, if leased

permits

supplies, office & misc. 100              

Wire strechers 80                

Insurance 200              

Misc.hand tools 285              

Tee Post Driver 80                

Welding Rods 200              

Cash needed for start-up expenses 1,295           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 2,000           7,000               9,000           

company trailer 3,000           
computer, printer, fax 500              500              

Welding machine 3,500           3,500           
Tractor 2,000           8,000               10,000         

Land & Building 2,000           10,000             12,000         
building/office deposit -               N/A N/A

beginning cash balance 10,705         N/A N/A
Cash needed for start-up assets 23,705         25,000             35,000         

60                assumed life (months)

583              monthly depreciation

Total start up cost 50,000        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 10,000         20%

Vehicle loan and other equipment debt (see 

note 7 for financing) 25,000         50%

Startup financing, if applicable (for example 

Kiva loan) 3,000           6%

Outside equity investment, if applicable 12,000         24%

Total start up cost,

total sources 50,000         100%

Daniel M.

TEXAS HOLD'EM FENCING CO.

238: Specialty Trade Contractors
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FINANCIALS 

EOU, Financing, and Payroll Assumptions

Year 1

Assumption 6 - Revenue Model (Economics of One Unit)

Product 1 Product 2 Product 3

Product name

Product description

Price per unit 5,280.00  100% 7,920.00  100% 2,640.00  100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 16.00                     18.00       288.00     5% 48.00      18.00      864.00     11% 8.00        18.00       144.00     5%

Non-owner payroll tax 9.0% 25.92       0% 77.76       1% 13.00       0%

cost 1 description 1,188.00  23% 2,508.00  32% 100.00     4%

cost 2 description 330.00     6% 132.00     2% 70.00       3%

cost 3 description 250.00     5% 650.00     8% 50.00       2%

cost 4 description 250.00     5% 324.00     4% 100.00     4%

Total variable costs 2,331.92  44% 4,555.76  58% 477.00     18%

Gross profit per unit - what you see on income statement 2,948.08  56% 3,364.24  42% 2,163.00  82%

 Start-up Month 1  Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

Live Stock Fences sold 4              4              4             5             5             5              5             4             4              4              4              48             

Game Fences sold 1              1             1              1             1              5               

Fence Repairs sold 4              4              4             5             6             6              6             7             7              6              6              61             

total revenue 31,680$   39,600$   31,680$  47,520$  42,240$  50,160$   42,240$  47,520$  39,600$   44,880$   36,960$   454,080$  

total cost of sales 11,236$   15,791$   11,236$  18,600$  14,522$  19,077$   14,522$  17,222$  12,667$   16,745$   12,190$   163,808$  

total income statement gross profit (excludes owner labor) 20,444$   23,809$   20,444$  28,920$  27,718$  31,083$   27,718$  30,298$  26,933$   28,135$   24,770$   290,272$  

Assumption 7 - Financing
 Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

Equipment financing, see Start-up Costs sheet amortization schedule

Amount borrowed 25,000$   principal, beginning 25,000     24,651     24,300    23,946    23,591    23,234     22,874    22,512    22,149     21,783     21,415     

Interest rate (example 8%) 7.0% interest expense 146          144          142         140         138         136          133         131         129          127          125          1,490        

Loan term (# of months) 60            principal payment (349)        (351)         (353)        (355)        (357)        (360)         (362)        (364)        (366)         (368)         (370)         (3,955)       

Monthly payment 495          principal, ending 24,651     24,300     23,946    23,591    23,234    22,874     22,512    22,149    21,783     21,415     21,045     

Start-up financing, see Start-up Costs sheet

Amount borrowed 3,000$     principal, beginning 3,000       3,000       3,000      2,949      2,897      2,845       2,793      2,740      2,687       2,633       2,579       

Interest rate (example 8%) 10.0% interest expense -          -           25           25           24           24            23           23           22            22            21            209           

Payback period (# of months) 48            principal payment -          -           (51)          (52)          (52)          (52)           (53)          (53)          (54)           (54)           (55)           (475)          

Grace period (months pay delay) 3              principal, ending 3,000       3,000       2,949      2,897      2,845      2,793       2,740      2,687      2,633       2,579       2,525       

Monthly payment 76$          

Assumption 8 - Payroll, nondirect
 Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

# of employees 2              2              2             2             2             2              2             2             2              2              2              

avg hours each employee(s) worked per month, not in EOU above 160          160          160         160         160         160          160         160         160          160          160          

average per hour wage 18.00       18.00       18.00      18.00      18.00      18.00       18.00      18.00      18.00       18.00       18.00       

salary expense, exclduing payroll taxes 5,760       5,760       5,760      5,760      5,760      5,760       5,760      5,760      5,760       5,760       5,760       63,360      

Assumption 9 - Equipment Purchases, after start-up
Description  Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

Tee Post W/Clips

Daniel M. dba TEXAS HOLD'EM FENCING CO.

Live Stock Fences

Net Wire

Wooden Post

Net Wire 8-11ft.

Tee Post W/Clips

Fence Repairs

Barbed Wire &Net Wire                                       

(assume 1320 FT. fence)

Net Wire &Barbed Wire 8-11 FT.             

(assume1320 FT. fences)

Fix Holes,Sagging or Falling Sections              

(assume 1320ft. Fence)

Wooden Post Wooden Post

Barbed Wire

Tee Post W/Clips

Barbed Wire Barbed Wire

Net Wire

Game Fences

 



 

 

Projected Income and Cash Flow Statements

Year 1
Assump-

tions

 Start-up 

Month 1 

 Month

2 

 Month

3 

 Month

4 

 Month

5 

 Month

6 

 Month

7 

 Month

8 

 Month

9 

 Month

10 

 Month

11 

 Month

12 

 First

Year 

 % of Total 

Revenue 

Revenue 2

Live Stock Fences 6 -         21,120   21,120   21,120   26,400     26,400     26,400     26,400     21,120     21,120     21,120     21,120     253,440    56%

Game Fences 6 -         -         7,920     -         7,920       -           7,920       -           7,920       -           7,920       -           39,600     9%

Fence Repairs 6 -         10,560   10,560   10,560   13,200     15,840     15,840     15,840     18,480     18,480     15,840     15,840     161,040    35%

Total revenue -         31,680   39,600   31,680   47,520     42,240     50,160     42,240     47,520     39,600     44,880     36,960     454,080    100%

Cost of Goods Sold 2

Live Stock Fences 6 -         9,328     9,328     9,328     11,660     11,660     11,660     11,660     9,328       9,328       9,328       9,328       111,932    25%

Game Fences 6 -         -         4,556     -         4,556       -           4,556       -           4,556       -           4,556       -           22,779     5%

Fence Repairs 6 -         1,908     1,908     1,908     2,385       2,862       2,862       2,862       3,339       3,339       2,862       2,862       29,097     6%

Total COGS -         11,236   15,791   11,236   18,600     14,522     19,077     14,522     17,222     12,667     16,745     12,190     163,808    36%

Gross profit -         20,444   23,809   20,444   28,920     27,718     31,083     27,718     30,298     26,933     28,135     24,770     290,272    64%

Expenses 2

Auto or truck lease -         100        100        100        100          100          100          100          100          100          100          100          1,100       0%

Depreciation 3 -         583        583        583        583          583          583          583          583          583          583          583          6,417       1%

Gasoline & fuels -         150        150        150        150          150          150          150          150          150          150          150          1,650       0%

Insurance - bonding -         125        125        125        125          125          125          125          125          125          125          125          1,375       0%

Insurance - vehicle -         200        200        200        200          200          200          200          200          200          200          200          2,200       0%

Interest - equip & start up 7 -         146        144        167        164          162          159          157          154          152          149          146          1,700       0%

Marketing 200        150        150        150        150          150          150          150          150          150          150          150          1,850       0%

Office - rent -         -         -         -         -           -           -           -           -           -           -           -           -           0%

Office - insurance -         -         -         -         -           -           -           -           -           -           -           -           -           0%

Office - telephone -         -         -         -         -           -           -           -           -           -           -           -           -           0%

Office - utilities -         200        200        200        200          200          200          200          200          200          200          200          2,200       0%

8 -         5,760     5,760     5,760     5,760       5,760       5,760       5,760       5,760       5,760       5,760       5,760       63,360     14%

Payroll taxes (9%) 6 & 8 -         518        518        518        518          518          518          518          518          518          518          518          5,702       1%

Permits -         -         -         -         -           -           -           -           -           -           -           -           -           0%

Supplies 100        175        175        175        175          175          175          175          175          175          175          175          2,025       0%

Tax service -         300        300        300        300          300          300          300          300          300          300          300          3,300       1%

Telephone - cellular 150        75          75          75          75            75            75            75            75            75            75            75            975          0%

845        -         -         -         -           -           -           -           -           -           -           -           845          0%

-         150        150        150        150          150          150          150          150          150          150          150          1,650       0%

-         1,080     1,080     1,080     1,080       1,080       1,080       1,080       1,080       1,080       1,080       1,080       11,880     3%

-         -           0%

-         -           0%

-         -           0%

-         -           0%

-         -           0%

Total expenses 1,295     9,713     9,711     9,733     9,731       9,728       9,726       9,723       9,721       9,718       9,716       9,713       108,229    24%

Taxable profit (loss) 1 (1,295)    10,732   14,098   10,711   19,189     17,990     21,357     17,995     20,577     17,215     18,419     15,057     182,043    40%

Tax (expense) benefit 1 (5,884)    (11,972)    (14,982)    (12,673)    (45,511)    -10%

Owner's withdrawals 1 -         (4,000)    (4,000)    (4,000)    (4,000)      (4,000)      (4,000)      (4,000)      (4,000)      (4,000)      (4,000)      (4,000)      (44,000)    -10%

Net profit (loss) (1,295)    6,732     4,214     6,711     15,189     2,018       17,357     13,995     1,595       13,215     14,419     (1,616)      92,533     20%

Depreciation 3 -         583        583        583        583          583          583          583          583          583          583          583          6,417       

Equipment purchases 3 (38,000)   -         -         -         -           -           -           -           -           -           -           -           (38,000)    

Principle, equipment loan 7 25,000    (349)       (351)       (353)       (355)         (357)         (360)         (362)         (364)         (366)         (368)         (370)         21,045     

Repay debt financing 7 3,000     -         -         (51)         (52)           (52)           (52)           (53)           (53)           (54)           (54)           (55)           2,525       

Owner contribution 3 10,000    -         -         -         -           -           -           -           -           -           -           -           10,000     

Equity investor 3 12,000    -         -         -         -           -           -           -           -           -           -           -           12,000     

Net cash flow 10,705    6,966     4,446     6,890     15,365     2,192       17,528     14,164     1,761       13,379     14,580     (1,457)      106,519    

Cash, period start -         10,705   17,671   22,117   29,007     44,372     46,564     64,092     78,256     80,017     93,396     107,976    -           

Cash, period end 10,705    17,671   22,117   29,007   44,372     46,564     64,092     78,256     80,017     93,396     107,976    106,519    106,519    

Daniel M. dba TEXAS HOLD'EM FENCING CO.

Emploee O/T 20 hr. $27.00

Start-up expenses

Maintance on Equipment

Payroll - not owner and not in 

COGS

 


