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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
With the “Multi-Family” industry on the 

rise and their need to keep that 

competitive edge due to the competition, 

renovations are enviable. We will 

specialize and cater to all their needs and 

wants, bringing over 10 years’ experience 

in the industry. . 

 We strive to build relationships with all are 

customers, with understanding the nature of 

their business, and delivering superior 

workmanship that will excel their 

expectations while staying on schedule and 

within your budget. 

 While we cater and specialize to your 

industry, our expertise and knowledge in 

our business allows us to stand strong and 

confident in our ability’s to achieve your 

company goals. No longer will you have to 

schedule different vendors to complete a 

single unit’s renovation. We can do it all 

from cleaning, painting, asphalt to roofing 

and everything in between. 

Customers  Differentiators  Extras 

We look to work closely to the multi-

family industry by building our brand as a 

reliable company not just another 

contractor. We look to excel, not only in 

our performance but in our relationships 

with each property owners and 

management teams. 

 We will offer an initial free computer draft 

design with in mind of making just small 

changes. Such as wall and counter top color 

changes as well as different flooring styles, 

so they can keep their competitive edge in 

their industry. 

 We will be offering a free quality 

assurance service that will handle any 

complaints or concerns or just unsatisfied 

with our service it will be available 24/7. 

Marketing  Start-up Costs  Financials & Extras 
I will be paying for advertisement with a 

company called the Vendors Guide, who 

specialize in marketing to the multi-family 

industry. I also will be using the door- to- 

door method by introducing myself and 

services to local apartment managers. 

 Owner investment - cash 1,580$    

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing 5,000      

Total start up costs: 6,580$     

 Sales: 168,000$  100%

COGS 93,500      56%

Gross profit 74,400      44%

Overhead 19,400      12%

Pretax income 54,900      33%

Tax expense 13,700      8%

Owner withdrawals 27,500      16%

Net income 13,700$    8%  

  Personal Fit   
I bring over 10 years’ experience in the multi-family industry. I am well aware of their needs, wants and the nature of their business. I have 

strong confidence in my ability to perform and cater to their business. I have established relationships that show a consistent track record of 

loyalty, dependability and will utilize strong Christian morals in all of my endeavors, both on and off the job. 
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PERSONAL FIT   

My name is David P. Jr. I was born in San Antonio, Texas, on April 20, 1983. I grew up living 

with both parents, four sisters and two brothers. I always took great pride and appreciation in 

coming from a big family. My dad was a hardworking man who raised us to believe that the man 

should work while the woman stayed home to attend to family matters, I always showed respect 

and love to my family.  

 

Now as an adult I told myself my parents never had it easy having to raise seven kids, my father 

not having much of an education working low end jobs and that must have been the reason for 

the lack of discipline and attention to my behavior they had a lot on their plate at the time. My 

parents did tend to turn a blind eye to my criminal ways. I remember in the third grade I took 

another classmate’s shoes and that ultimately became a way of life and habit. Seeing my father 

having to work so hard and be away from home, I embraced an ignorant mentality, thinking “I 

never want to be like that and work myself to death.” By my late teenage years I was a full 

blown criminal and drug dealer, driving a brand new BMW M3 and living in a large apartment 

by myself, while still helping my parents financially. I loved the life style and felt I was 

contributing to my family instead of seeing the harm being done. At 17 I was put on probation, 

and at age 20 I was facing trial. After three weeks of trial I was reinstated on probation, but only 

a day after trial I was arrested on four new charges. I was sentenced to 18 months in state jail. 

Upon release I did not feel the need for change, and picked up right where I had left off. I started 

having children at the age of 27 while still continuing in my criminal activities.  

 

I did develop a moving company through which I owned two box trucks and obtained a big 

contract job, at nearly $280,000 that year. The job consisted of moving an entire apartment 

complex of 240 units off of the property, then back after the major renovations project was 

completed.  

Three years after that, I then developed a painting and cleaning company, establishing working 

relationships with apartment management companies, which provided me with painting, cleaning 

and make-ready repair work. However, I was arrested for failure to render aid and two years after 

the crime I was sentenced to three years in prison.  

 

Two years before incarceration I had started living in a new found faith and relationship with 

Christ due to a life changing experience. I was attending church and bible study weekly with my 

wife and children. While incarcerated I continued to seek God and grow in His will. I truly 

believe I am a reformed and new creature through Christ, filled with the Holy Spirit. Not only 

has my faith in Christ grown, but my household faith as well. I thank God for our new faith and 

how His mighty hand has shown His presence in our life and continues to do so. I am thankful to 

be a part of PEP while in prison and look forward to obtaining further knowledge through this 

experience. 

 

David P. Jr., is the owner and operator of Excel Renovation & Construction. David has been in 

the business for nearly 10 years.  David’s well established relationships show his track record of 

loyalty, dependability and he will utilize his strong Christian morals in all of his endeavors, both 

on and off the job. David is trained and certified by the NCCER. David intends to further his 

education by working to be a general contractor. David is an active member of his church and a 

well-established family man with a wife and four children. David looks forward to building 

relationships and friendships. Thank you very much and may God bless you always. 
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OPPORTUNITY   

Explanation: 

The multi-family industry targets the renters market, which includes a high turn-over rate. They 

have a constant need to renovate their vacant unit as well as renovations and construction to keep 

up the property curb appeal increasing their competitive edge in their industry.  

 

 Can I solve the problem given my skills and personality? 

 My understanding of their business is the reason for my business. I will lighten their 

work load and ease their stress with my skills of preforming and excel and relieve 

their stresses of hiring, paying and dealing with numerous other companies. 

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

quality? 

 As owner and operator, I can perform and fulfill all duties myself, but do plan to add 

skilled professionals to my team. I will train others who show the same desire to excel 

in all areas of performance that are related to the job specifics.  

 Will this venture require significant capital? 

 The venture will have a startup cost of $6,580. I will be able to perform most of the 

duties with basic tools and equipment that I already have. I can sub contract out other 

major renovations and construction projects until I obtain a full inventory of 

equipment and tools. 

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

 Yes, my hours of operation are mainly in normal business working hours. With 

exceptions needed to meet deadlines on schedule move-ins, or resident emergency 

needs, I do not foresee any issues related to parole restrictions or requirements. This 

business is something that allows me to give back to society and my communities. I 

plan to leave a healthy legacy behind and a strong brand. 

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

 It is a full time venture with promising financial rewards that will require my full 

dedication to the high demand of workloads and the fast pace environment in the 

multi-family industry.  

 
 

SOLUTION   

Explanation: 

In the multi-family industry, the property manager usually hires different vendors such as a 

cleaning company, a painting company, carpet and flooring company and so forth. Now, instead 

of hiring separate companies and having to deal with many calls for scheduling and 

appointments, they can attend to their residents and other work duties. 

                       

 

 



 

Excel Renovation & Construction 
David P.    

4 

 What are the benefits that I am providing?  

 I can be trusted with all their most common and basic renovation needs which will 

allow them to dedicate more time to their residents and employees.   

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

 With over 10 years’ experience specializing to the multi-family industry. We come to 

understand the nature of the business and aim to work around and through their 

obstacles. Rather it be meeting their last minute needs for a fast turn over or working 

in their budget range.    

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

 I will advertise with a marketing services called “The Vendors Guide”, which will 

market my company to the multi-family industry. I also plan to perform a meet and 

greet with property managers in the surrounding apartment complexes.  

 Will my solution actually be profitable? 

 Yes, I will be operating in a market with a high turnover rate ensuring a high volume 

of business and capital.  

 Do I need a fixed location (Storefront) or is this a mobile business? 

 I will be operating out of a nice clean work vehicle while maintaining a professional 

appearances.    

 Do I offer a guaranty or return policy? 

 I will offer a free quality assurance service that will allow the management to contact 

me if anything does not meet or exceed their expectations.  

 
 

CUSTOMERS  

Explanation:  

My target customers are property managers and property owners in the multi-family industry 

also known as apartment home community. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 Property management and property owners range in both male and females. My 

company appeal is to businesses that will require professional services such as 

myself.  

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

 My ideal customer is mature and established in their career. 

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

 The customer’s relationship status does not affect their need of a professional. My 

marketing strategy is aimed for a service by professionals.  
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 What aspect of my ideal customer am I appealing to (outdoors person, health conscious, 

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

 I am appealing to my customer’s personal and business image. The multi-family 

industry is a competitive industry that has to maintain a curb appeal to existing and 

future residents. It is imperative that they maintain an attractive property for 

comfortable living with stylish appeal.   

 

Income: 

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

 My target customers are rich to middle class. Renovation and construction can be 

costly, but to the multi-family industry, it is a necessity and will essentially be an 

investment to their asset.  

 

Location: 

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

store, an event like trades day)?  

 I plan to market my company through a service company called “The Vendors 

Guide” who market to all apartment homes. I will also visit their work place to 

introduce my service. 

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

 My customers are extremely busy so I will go to my customers for the initial meet 

and greet while at their places of employment. 

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

suburb, or small rural community)? 

 There are apartment homes everywhere, but I will approach the nearby apartments 

where I have already established working relationships. 

 How close are my customers geographically located (live close to each other or spread all 

over the city)? Time is money. 

 They’re within a few miles or less from each other. 

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

 Referrals will produce big business for me because property management usually 

have sister properties that will need the same services they are receiving from my 

company.   

 

Other: 

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

individually? 

 I can meet with property management singularly or as a group with their maintenance 

team, property owner and management teams.  

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

 The likelihood that they will buy from me again is very high because I will always 

meet and perform at my highest degree to keep their loyalty and trust. 

 Am I selling to a wholesaler, retailer or does it matter? 

 I am selling to property management companies. 
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 What size customer do I want to serve (large/small, single/multiple locations)? 

 My customers will vary in size and stature. I will target apartment complexes with at 

least 200 units. 

 Will my customer require special insurance (construction bonding, liability insurance)? 

 Yes, I will be required to hold and maintain general liability insurance, workman’s 

comp. as well being registered to a third party services called compliance depot.  

 Does my customer require 24/7 service? 

 Yes, I will be providing 24/7 service for all special and emergency situations. 

 Do I have the capacity to meet the customer’s demands? 

 Yes, I will be able to meet and fulfill all of their needs and be contribution to their 

business. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Global Indirect Word of mouth Average They specialize 

and cater to the 

same industry with 

many years of 

experience. 

They do not offer 

construction service. 

I will offer all minor to major 

renovation & construction 

needs. 

Raza Indirect They have a 

very well and 

recognizable 

work van’s that 

advertise their 

service. 

 

 

Average Well established 

and recognizable 

company with 

many years in the 

industry. 

They do not offer 

construction service 

either. 

I will offer a free initial 

computer draft design and 

create a new look through 

small changes in paint color 

and floor styles. 

M&M 

Painting & 

Construction 

Direct They market 

your company to 

the multifamily 

industry. 

 

Average They specialize to 

the multifamily 

industry and 

market saying 

“proudly sewing 

the multifamily 

industry since 

2002” 

They are not a BBB 

accredited business. 

I will register with the BBB 

accredited businesses as well 

as other credentials such as 

San Antonio Apartment 

Association. 

Alfred’s 

Construction 

& 

Renovation. 

Direct They also use 

“The vendors 

guide” To 

market their 

company. 

High Well establish and 

registered with 

BBB, TAA, 

apartment 

association, and 

much more. 

They do not have a 

direct number 

operating in San 

Antonio, only 

Austin, Houston, 

and Beaumont, TX. 

I will offer a free initial 

computer design and new 

ideas. 



 

 

EXTRAS   

External Extras: 

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

 Home depot offers a contractor bulk discount and I will be buying in bulk most of the 

time.  

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

 I don’t necessarily have a favorable location, but this isn’t an issue because I am a 

mobile business. 

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

 It is a very competitive industry with a large variety of competitors in all areas of 

town, especially in the urban areas. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 This is an old and established market with solid procedures and I will always meet 

and exceed all these standards. 

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

match initially? 

 I will be offering a 24 hour energy line. Sunday will be our only day off of work for 

family time and worship. 

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

 I stand on Christ’s foundation and will operate, manage, build our mission statement 

with that intact in our hearts and mind. I will lead with servant leadership out of love 

and integrity. 

 
 

MARKETING  

Message: 

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

about your company? 

 “Excel”, surpassing the compassion, to do better than good because doing just good is 

not good enough, to exceed while moving forward.  

 What is your tagline? 

 “With every hammer and every nail we aim to Excel” 

 Is your message effective across different demographics? 

 Yes, my company offers a service of need to my target customer where, in the multi-

family industry, they need fast turn because time is money. 

 Is your pricing consistent with the market for similar offerings? 

 Yes, my prices are projected to fit the property owner’s management budget and 

show professional and quality work.  

 

 



 

 

 Is your pricing consistent with the degree of personalization? 

 My prices are competitive so that I can match or beat my competition. 

 

Media: 

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

 I will join a Facebook community in the multi-family industry and post video skits to 

bring comedy, up-lifting spiritual words of encouragement to promote awareness of 

my service.  

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

using the types listed above? 

 I estimate two to five new properties in the first year of operation. Once our 

projections are met, then it will be feasible to acquire more properties throughout the 

city. 

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

 Our goal is to build a relationship, not just a new customer. We will hear their 

problems and show concern while coming up with a solution. 

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

 I estimate it being anywhere from $500-$1000. These costs will cover the 

maintenance fee for a website, the use of an Internet subscription, and additionally the 

use of business cards and other pure promotions. 

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

 I am estimating a bi-annual fee every six months. The remainder of the cost will vary 

based on the size of the units and the property cost.  

 How will you collect customer reviews? 

 Having the Facebook page open to the multi-family community will allow open 

conversation and push my team to know that we have no room for error. Exceling and 

perfection is a must to satisfy our working relationships. 

 
 
 



 

 

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 500              

cell phone purchase 80                

car/truck down payment, if leased

permits

supplies, office & misc. 500              

Insurance 450              

Cash needed for start-up expenses 1,530           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van -               

company trailer
computer, printer, fax -               

-               
-               

-               
building/office deposit N/A N/A

beginning cash balance 5,050           N/A N/A
Cash needed for start-up assets 5,050           -                   -               

60                assumed life (months)

-               monthly depreciation

Total start up cost 6,580          

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 1,580           24%

Vehicle loan and other equipment debt (see 

note 7 for financing) -               0%

Startup financing, if applicable (for example 

Kiva loan) 5,000           76%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 6,580           100%

David P.
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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 200.00        100% $250.00 100% $150.00 100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 6.00                       $15.00 90.00          45% 6.00        $15.00 90.00      36% 6.00        15.00       90.00       60%

Non-owner payroll tax 9.0% 8.10            4% 8.10        3% 8.00         5%

cost 1 description 20.00          10% 20.00      8% 0%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 118.10        59% 118.10    47% 98.00       65%

Gross profit per unit - what you see on income statement 81.90          41% 131.90    53% 52.00       35%

 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 

painting sold 20            20               20           25           25           25           25           30           30            30            30            280           

refurbish & paint cabinets sold 20            20               20           25           25           25           25           30           30            30            30            280           

make ready service sold 20            20               20           25           25           25           25           30           30            30            30            280           

total revenue 12,000$   12,000$      12,000$  15,000$  15,000$  15,000$  15,000$  18,000$  18,000$   18,000$   18,000$   168,000$  

total cost of sales 6,684$     6,684$        6,684$    8,355$    8,355$    8,355$    8,355$    10,026$  10,026$   10,026$   10,026$   93,576$    

total income statement gross profit (excludes owner labor) 5,316$     5,316$        5,316$    6,645$    6,645$    6,645$    6,645$    7,974$    7,974$     7,974$     7,974$     74,424$    

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 -$         principal, beginning -          -              -          -          -          -          -          -          -           -           -           

Interest rate (example 8%) interest expense -          -              -          -          -          -          -          -          -           -           -           -            

Loan term (# of months) principal payment -          -              -          -          -          -          -          -          -           -           -           -            

Monthly payment -           principal, ending -          -              -          -          -          -          -          -          -           -           -           

Start-up financing, see Start-up Costs sheet

Amount borrowed 5,000$     principal, beginning 5,000       4,792          4,583      4,375      4,167      3,958      3,750      3,542      3,333       3,125       2,917       

Interest rate (example 8%) 0.0% interest expense -          -              -          -          -          -          -          -          -           -           -           -            

Payback period (# of months) 24            principal payment (208)        (208)            (208)        (208)        (208)        (208)        (208)        (208)        (208)         (208)         (208)         (2,292)       

Grace period (months pay delay) principal, ending 4,792       4,583          4,375      4,167      3,958      3,750      3,542      3,333      3,125       2,917       2,708       

Monthly payment 208$        

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

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

average per hour wage

salary expense, exclduing payroll taxes -          -              -          -          -          -          -          -          -           -           -           -            

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 

David P. dba EXCEL RENOVATIONS & CONSTRUCTION

painting

Materials Materials

make ready service

full interior painting @ 600. sqft, with water base paint. paint all cabinets with oil-base paint. replace & repair all damage and old items. Ex. 

door knob, light fixtures, vents, ect…

refurbish & paint cabinets

 



 

 

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

painting 6 -         4,000     4,000     4,000      5,000     5,000     5,000     5,000     6,000     6,000      6,000      6,000      56,000       33%

refurbish & paint cabinets 6 -         5,000     5,000     5,000      6,250     6,250     6,250     6,250     7,500     7,500      7,500      7,500      70,000       42%

make ready service 6 -         3,000     3,000     3,000      3,750     3,750     3,750     3,750     4,500     4,500      4,500      4,500      42,000       25%

Total revenue -         12,000    12,000    12,000    15,000    15,000    15,000    15,000    18,000    18,000    18,000    18,000    168,000     100%

Cost of Goods Sold 2

painting 6 -         2,362     2,362     2,362      2,953     2,953     2,953     2,953     3,543     3,543      3,543      3,543      33,068       20%

refurbish & paint cabinets 6 -         2,362     2,362     2,362      2,953     2,953     2,953     2,953     3,543     3,543      3,543      3,543      33,068       20%

make ready service 6 -         1,960     1,960     1,960      2,450     2,450     2,450     2,450     2,940     2,940      2,940      2,940      27,440       16%

Total COGS -         6,684     6,684     6,684      8,355     8,355     8,355     8,355     10,026    10,026    10,026    10,026    93,576       56%

Gross profit -         5,316     5,316     5,316      6,645     6,645     6,645     6,645     7,974     7,974      7,974      7,974      74,424       44%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Gasoline & fuels -         450        450        450        450        450        450        450        450        450        450        450        4,950         3%

Insurance - bonding -         -            0%

Insurance - vehicle -         150        150        150        150        150        150        150        150        150        150        150        1,650         1%

Interest - equip & start up 7 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Marketing 500        250        250        250        250        250        250        250        250        250        250        250        3,250         2%

Office - rent -         -            0%

Office - insurance -         450        450        450        450        450        450        450        450        450        450        450        4,950         3%

Office - telephone -         -            0%

Office - utilities -         -            0%

8 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Payroll taxes (9%) 6 & 8 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Permits -         -            0%

Supplies 500        250        250        250        250        250        250        250        250        250        250        250        3,250         2%

Tax service -         -            0%

Telephone - cellular 80          80          80          80          80          80          80          80          80          80          80          80          960           1%

450        -         -         -         -         -         -         -         -         -         -         -         450           0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 1,530     1,630     1,630     1,630      1,630     1,630     1,630     1,630     1,630     1,630      1,630      1,630      19,460       12%

Taxable profit (loss) 1 (1,530)    3,686     3,686     3,686      5,015     5,015     5,015     5,015     6,344     6,344      6,344      6,344      54,964       33%

Tax (expense) benefit 1 (1,461)    (3,429)    (4,094)    (4,758)     (13,741)      -8%

Owner's withdrawals 1 -         (2,500)    (2,500)    (2,500)     (2,500)    (2,500)    (2,500)    (2,500)    (2,500)    (2,500)     (2,500)     (2,500)     (27,500)      -16%

Net profit (loss) (1,530)    1,186     (275)       1,186      2,515     (914)       2,515     2,515     (250)       3,844      3,844      (914)       13,723       8%

Depreciation 3 -         -         -         -         -         -         -         -         -         -         -         -         -            

Equipment purchases 3 -         -         -         -         -         -         -         -         -         -         -         -         -            

Principle, equipment loan 7 -         -         -         -         -         -         -         -         -         -         -         -         -            

Repay debt financing 7 5,000     (208)       (208)       (208)       (208)       (208)       (208)       (208)       (208)       (208)       (208)       (208)       2,708         

Owner contribution 3 1,580     -         -         -         -         -         -         -         -         -         -         -         1,580         

Equity investor 3 -         -         -         -         -         -         -         -         -         -         -         -         -            

Net cash flow 5,050     978        (483)       978        2,307     (1,122)    2,307     2,307     (458)       3,636      3,636      (1,122)     18,011       

Cash, period start -         5,050     6,028     5,545      6,523     8,829     7,707     10,014    12,320    11,862    15,498    19,134    -            

Cash, period end 5,050     6,028     5,545     6,523      8,829     7,707     10,014    12,320    11,862    15,498    19,134    18,011    18,011       
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Start-up expenses

Payroll - not owner and not in 
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