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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
There is a great opportunity for party 

equipment rental, catering and event 

planning services in Eastern Houston. 

There are underserved people eager to 

enjoy planned events. 

 My business purpose is to reach to the 

economically underserved population. 

 My solution is the fill the void by 

providing a full service event organizing 

and catering service. We will also provide 

equipment rentals to those who 

specifically want this part of the service. 

Customers  Differentiators  Extras 

Our customers are people who work in the 

construction or chemical refineries of 

Houston’s ship channel area, who earn 

$60K to $80K per year. 

 We are different because we will be able to 

handle any type of event or celebration with 

party equipment specifically targeted for 

whatever theme our customer requests. We 

will provide a personal event. 

 We will also be renting spaces in local flea 

markets, and placing our bounce houses 

and swing wrestling bounce outfits in 

those spaces, keeping us and our 

equipment occupied and always servicing 

our market. 

Marketing  Start-up Costs  Financials & Extras 
We will market ourselves by including a 

free family photo with our logo and 

contact info and we will send it to our 

customers email address with coupons and 

promotional advertising. We will also 

purchase mail route advertising. 

 Owner investment - cash 10,000$  

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing 3,500      

Total start up costs: 13,500$   

 Sales: 251,900$  100%

COGS 39,300      16%

Gross profit 212,500    84%

Overhead 84,000      33%

Pretax income 128,500    51%

Tax expense 32,100      13%

Owner withdrawals 44,000      17%

Net income 52,400$    21%  

  Personal Fit   
Gregg C. is uniquely qualified to operate Space City Party Rentals, because he has seven years’ experience in the equipment rental industry. He 

is also familiar with this particular niche of business, because he has rented his own equipment in the past. Gregg is qualified because he has 

built relationships with other businesses in the past, and plans to utilize those relationships for future business.  
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PERSONAL FIT   

My name is Gregg Oscar C. I was born April 18, 1974, the youngest of four siblings. I was 

raised by my parents, who raised me in a decent atmosphere, and raised me to be a decent 

person.    

  

 Nevertheless, I was a troubled person and was constantly in and out of TYC for small crimes. In 

1991 I was sent to Texas Department of Corrections at the age of seventeen, and Texas 

Department of Corrections would be my home for the next twenty years.   

 

Upon my release in 2011 I began working in the oil and petrochemical refineries on the Houston 

ship channel, and life took a wonderful turn for me. I had a beautiful son with the mother of my 

child, and was making a good income. However, it was at that job that I was introduced to 

prescribed pain killer medications and became addicted. I functioned for a few years, but as time 

progressed so did the severity of my addiction. After five years, I lost my job, and so did my 

significant other. I became anxious and highly stressed. I decided to rob a bank because I needed 

the money, which shows my flawed thinking at the time. After several months on the run I was 

arrested and was sentenced to seven years in prison.  Considering the alternatives, I feel blessed 

with only seven years. Upon arrival back into the Texas Department of Corrections I was placed 

back into segregation immediately after stepping off the bus, because I was a confirmed member 

of a prison family when I left prison in 2011 spending 17 years in administrative segregation 

because of that affiliation. I was given the opportunity to attend   the G.R.A.D Program (Gang 

Renunciation after Disassociation Program) which I completed after 9 months. It has been the 

most beneficial program I have taken up until the point of getting accepted into PEP. I 

disassociated myself with the gang life and was released into the general population.  I have 

since completed a welding course and received a certificate and completed Changes, Cognitive 

Intervention, Day with Dad, and Kairos, and was baptized, all within two years of coming back 

into general population.  I will soon be graduating from PEP and I am extremely grateful to have 

been allowed this opportunity, and given the tools that will make a difference in my life and my 

family’s lives. I do not take this opportunity lightly, because I feel like I am a pioneer for people 

who have been through the same type of journey. I believe in God’s greater plan for my life and 

for the lives of anyone who will let his will be done. 

 

Gregg C. is the owner and founder of Space City Party Rentals. Gregg brings seven years of 

scaffolding experience within an industrial setting. Gregg has held several different positions 

within the scaffolding industry, starting as a helper, to carpenter 1st class, scaffold lead man with 

an NCCER+ Certification, which is recognized nationwide. Gregg has held positions with 

several of the leading scaffold companies in America, mostly on the Houston ship channel. He is 

familiar with three leading designs and materials used in the industrial class, and has served as a 

crew foreman.  Gregg is qualified and certified as a professional scaffold builder through his 

NCCER+ Certification. Gregg holds several certifications, including job safety analysis at 

several different refineries.  Gregg will oversee the daily operations of his company, for which 

he will utilize his valuable skills to create and operate a prosperous business. 
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OPPORTUNITY   

Explanation: 

In Houston there is a great opportunity to set up shop inside the local flea markets for play areas 

for children the opportunity is that the parents need a place to take a break while shopping and a 

way to appease their children’s boredom when shopping.  There are not any places that are air 

conditioned where the parent and child can buy a snack or beverage or even an ice cream cone 

and also be able to burn off a little energy while the parent is able to relax and watch their child 

play. There is not a business that provides advertising equipment to small businesses solely for 

their advertising needs. There is a big opportunity on the east side of Houston for a full blown 

party rental/event planner that is capable to book DJs and mariachi bands and provide more than 

just a bounce house for a birthday party for instance.  

 

 Can I solve the problem given my skills and personality? 

 I am fully capable of solving these problems with my skills and personality, because I 

understand what is lacking in this particular market. I am able to communicate 

verbally with much of this clientele because I am bi-lingual and understand this 

demographic of people and their wants and needs. I am also familiar with certain 

holidays and celebrations that are common to this demographic, event like bodas, 

quince eras, dia de los muertos, Celebration de Vida, as well as Fourth of July 

celebrations and birthdays.    

 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 few people to run the business at the flea market location and 

will need a person to help set up and take down the equipment. 

 Will this venture require significant capital? 

 This venture will, in the beginning, not require much capital because I am already an 

owner of most of this equipment. The capital needed would be for rent and wages.  

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

 Yes, this business would be in compliance with parole stipulations. However, I have 

not been made aware of whether I will even make parole, so this is speculation.   

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

 This will start as a part time venture on the weekends enabling me to work at a 

regular job throughout the week, until the company grows large enough to start a 

storefront, and then it will become a full time venture. 

 
 

SOLUTION   

Explanation: 

The solution is to rent out a large space within the air conditioned area of the local flea market 

and provide an area for parents to rest and buy a snack, I will also place bounce houses, large 

slides, and even sumo style bounce wars for the family to participate in for a low price. I will 

also provide advertising equipment to local small businesses that want to advertise with wind 

socks bounce houses and even big gorillas that grab attention. We will provide a party 

planner/catering and party rental equipment to customers for any type of event.   
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 What are the benefits that I am providing? 

 I am providing the benefits of bringing in business to the local flea market and 

residual business to other businesses, we are providing an area that a tired parent can 

rest at during their shopping experience and where the child is able to burn off some 

energy while the parents are able to interact. We provide equipment to businesses and 

give them the advantage of drawing business to their businesses, we provide in depth 

and personal events to our customers. 

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

 We can outdo our competitors on the east side of Houston because the party rentals 

on east Houston provide bounce houses and piñatas. We provide all that, plus 

concessionary machines, music, tents, special lighting, dance floor, Mariachi bands, 

DJ’s clowns, face painters, and we are bilingual. We will eventually be able to 

provide pony rides. We provide all your needs and we come to you. 

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

 We will advertise through the community bulletin boards, churches, website, social 

media, brochures, business cards, flyers and through word of mouth. 

 Will my solution actually be profitable? 

 This solution will be profitable because I already own much of this equipment and a 

box truck to deliver. This is an investment I have already made before I come to 

prison. The equipment such as bounce houses are reusable and have a long life span. 

Most of my overhead will be gas, time, and paying an employee to help set up and 

take down. 

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

 This is a mobile business. Because part of our competitive advantage is that we bring 

the party to you. In the comfort of your own home as your own yard. At many of 

these parties the men like to drink beer. At our competitors, like Chuck E. Cheese, 

that is not allowed. Sometimes customers want to party until 2:00am. We are able to 

accommodate that. 

 Do I offer a guaranty or return policy? 

 I do offer a guarantee on all of the equipment, and I guarantee that this party will be 

worth the price I am charging and that you will be totally catered to. 

 
 

CUSTOMERS  

Explanation:  

Our customers will be working class individuals, primarily homeowners or renting and have a 

little bit of disposable income. Our customers are family oriented and have an income of between 

$40 thousand and $60 thousand per year. Many of our customers are refinery workers or work in 

the construction industry, and are looking to have an event and wanting to be catered to. The 

customer wants a quality event that has been planned carefully because these are private and 

personal events, and the customer prefers something different as well as intimate.         
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Demographics: 

 Will my service have different appeal to men versus women?  

  My customers will be parents, because most common is a birthday party or 

quincineras.  

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

 The ideal customer’s age is 30 to 60 years old, and have enough disposable income to 

be able to afford my services. 

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

 Marital status is not a factor in this business, we are equipped to cater to even a 

separation party if it was requested.  

 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 the parent who is willing to pay to be catered to. The parent who 

lacks time to plan an event. We are also appealing to the customer who likes to have 

weekend backyard parties for no particular reason, and who wants to just have a get 

together. 

 

Income: 

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

 Our customer’s income is not a major factor, because we will be able to offer our 

services to even the most cash strapped families. We offer simple rates and will have 

the liberty of flexibility in pricing, as we are providing a service. 

 

Location: 

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

initial 

 We will initially be selling at our locations at the local flea market. We will be 

located in a place of high foot traffic, and we will be having a space rented out for 

bounce houses. We will be providing a free instant photo after each bounce session is 

finished, and on those instant photos we will put our company logo and services that 

we offer on that photo. Additionally, we will have brochures available explaining our 

services and capabilities as party organizers/event planners and party equipment 

rentals.  

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

 Initially, while were located in the flea market our customers will come to us, through 

our advertising we will be getting customers interest and we also will be going to the  

customer further into the business. We will have the capability to service our 

customer either way. 

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

suburb, or small rural community)? 

 Most of our business will be in the east side of Houston Texas, in the neighborhoods 

of Denver Harbor, Jacinto City, Galena Park, Cloverleaf, The Highlands, and 

Pasadena. 
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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 are located within a twenty minute drive of my home, this is where we 

have the equipment stored. 

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

 The customer will be easy to find because of our initial location inside the flea 

market. There is a lot of foot traffic inside a flea market and the bounce zone that we 

have rented out will give us plenty of exposure and opportunity to advertise. 

 

Other: 

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

individually? 

  I will be able to reach my customers individually, it is possible to reach to a group if 

we book for instance a church gathering, or an event like that. 

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

 It is highly likely that we will have repeat customers because we will offer a good 

value and a reasonable price.  

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

 I am not selling to a wholesaler. 

 What industry is my customer in? 

 My customer would be in both the service and product industry. 

 What size customer do I want to serve (large/small, single/multiple locations)? 

 I would appeal to the smaller business owner who needs equipment rental for 

advertising purposes. 

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

 My customer would require liability insurance in case of injury on their property. I 

will carry my own insurance for liability, theft damage, and injury.  

 Does my customer require 24/7 service? 

 No, once we deliver the equipment it would be up to the customer to run the 

equipment, unless we provide a person to man the equipment on certain occasions. 

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

  I do have the capability because I actually own most of this equipment already and 

have experience in this industry. 

 Will the size of a customer allow me to develop other clients or will I be hostage to one 

company? 

 I would only be hostage if I was booked every weekend, and in that case my business 

would be good. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

MDC 

Y 

SOL 

Direct  

 

Word of mouth High They are an 

established 

competitor.  

They do not offer 

the variety of 

equipment that I 

have. 

I am able to offer DJs and 

even Mariachi Music groups.  

 

 

 

 

Main Event  Indirect Television and 

brochures  

High  They are well 

established and 

offer some very 

good indoor games 

like bowling and 

laser tag. 

They are located in a 

structure we can 

bring the party to 

you we are mobile. 

We are a party event planner 

and can cater directly to the 

customer and be mobile. 

 

 

 

 

Arnies Party 

Store  

& 

Rentals  

Indirect  Same Television 

Ads 

High They are well 

established for 

decades.  

They only cater to 

high end clients or 

rather they have a 

high end client base 

primarily. 

We are targeting the average 

working class neighborhoods 

and are flexible in pricing. 

Fun Plex Indirect  Word of mouth  High  They appear to be 

well funded and 

have high end 

rides even an air 

conditioned venue. 

They only have an 

indoor and 

impersonal venue 

it’s not focused on 

our particular party 

guest. 

I am more personal and in 

depth and I can offer a 

personal event that even a 

high that even a high end 

venue cannot. 
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EXTRAS   

External Extras: 

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

 I do not have connections with a supplier, for the concessionary part of my business. 

But I will be using Sam’s Club probably. If not, the suppliers are rather easy to find, 

as they are abundant. 

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

 I do have access to this location, it’s a matter of being able to pay for the rent. The 

location is highly favorable to my business, and the location is most of my 

competitive edge. 

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

 My company won’t be the first, nor is it extremely unique, but what is unique is the 

location we are at. Because we are in an area of high foot traffic, making it easier to 

appeal to a larger crowd, instead of looking for customers.  

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 No, this concept is not cutting edge, it is nothing new. However it is the location that 

makes the difference. 

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

match initially? 

 Yes, my schedule will be specialized and flexible. Because to do so will make me 

more profitable. Whatever the customer needs, I will be flexible enough to fill that to 

the best of my capability. 

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

 Not at this time I do not. 
 
 

MARKETING  

Message: 

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

about your company? 

 The name of my company specifically says where we operate, what we do, and 

service we provide. Space City Party Rental and event planning.  

 What is your tagline? 

 Come to Space City, and let us thrill you. 

 Is your message effective across different demographics? 

 Yes, because as an event planning provider, there are different events different 

demographics, such quince eras and bodas for Hispanics, and birthday parties for 

young adults. 

 Is your pricing consistent with the market for similar offerings? 

 Our pricing is consistent with our market, and competitive with our competition. Our 

pricing is reasonable as well as flexible. 
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 Is your pricing consistent with the degree of personalization?  

 Yes absolutely, we have a flexible scheme of event planning and are able to charge 

accordingly. 

 

Media: 

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

 Free photos with our contact info at the flea market locations. We will buy mail 

routes. We will hype ourselves up through word of mouth on social media.  

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

using the types listed above? 

 We would possibly be able to reach three to four thousand people a month.  

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

 Our target is 12 per week. 

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

 Our advertising will hover around $1.20 per customer. 

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

 This will be a recurring cost, possibly by the month.  

 How will you collect customer reviews? 

 We will collect customer reviews on coupons that we provide that will have a very 

brief questionnaire, and would make the coupon valid.  

 
 
 



 

 

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 1,000             

cell phone purchase 800                 

car/truck down payment, if leased -                  

permits -                  

supplies, office & misc. 500                 

Cash needed for start-up expenses 2,300             

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 2,500             -                      2,500             

-                      -                  
-                  

-                      -                  
building/office deposit 700                 N/A N/A
beginning cash balance 8,000             N/A N/A
Cash needed for start-up assets 11,200           -                      2,500             

60                   assumed life (months)

42                   monthly depreciation

Total start up cost 13,500        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 10,000           74%

Vehicle loan and other equipment debt (see 

note 7 for financing) -                  0%

Startup financing, if applicable (for example 

Kiva loan) 3,500             26%

Outside equity investment, if applicable -                  0%

Total start up cost,

total sources 13,500           100%

Gregg C.

SPACE CITY PARTY RENTALS

713: Amusement, Gambling, and Recreation Industries

_71_Arts_Entertainment_and_Recreation

 
 



 

 

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 5.00            100% 8.00            100% 500.00        100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. -              0% -              0% -              0%

Non-owner payroll tax 9.0% -              0% -              0% -              0%

cost 1 description 0.80            16% 0.80            10% 100.00        20%

cost 2 description 0.10            2% 0.10            1% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 0.90            18% 0.90            11% 100.00        20%

Gross profit per unit - what you see on income statement 4.10            82% 7.10            89% 400.00        80%

 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 

BOUNCE SESSION sold 800          800             800          1,200       1,200             1,200          1,400       1,600       1,600            1,600          1,600          13,800       

BOUNCE SESSION sold 800          800             800          1,200       1,200             1,200          1,400       1,600       1,600            1,600          1,600          13,800       

PARTY EQUIPMENT RENTAL sold 12            12               12            13            13                  13               14            14            14                 14               14               145            

total revenue 16,400$   16,400$      16,400$   22,100$   22,100$         22,100$      25,200$   27,800$   27,800$        27,800$      27,800$      251,900$   

total cost of sales 2,640$     2,640$        2,640$     3,460$     3,460$           3,460$        3,920$     4,280$     4,280$          4,280$        4,280$        39,340$     

total income statement gross profit (excludes owner labor) 13,760$   13,760$      13,760$   18,640$   18,640$         18,640$      21,280$   23,520$   23,520$        23,520$      23,520$      212,560$   

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%) 0.0% interest expense -          -              -           -           -                 -              -           -           -                -              -              -             

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

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

Start-up financing, see Start-up Costs sheet

Amount borrowed 3,500$     principal, beginning 3,500       3,366          3,232       3,096       2,959             2,822          2,683       2,543       2,402            2,260          2,118          

Interest rate (example 8%) 9.0% interest expense 26            25               24            23            22                  21               20            19            18                 17               16               232            

Payback period (# of months) 24            principal payment (134)        (135)            (136)         (137)         (138)               (139)            (140)         (141)         (142)              (143)            (144)            (1,527)        

Grace period (months pay delay) -           principal, ending 3,366       3,232          3,096       2,959       2,822             2,683          2,543       2,402       2,260            2,118          1,973          

Monthly payment 160$        

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              3              3                    4                 4              4              4                   4                 4                 

avg hours each employee(s) worked per month, not in EOU above 80            80               80            80            80                  80               80            80            80                 80               80               

average per hour wage 12.00       12.00          12.00       12.00       12.00             12.00          12.00       12.00       12.00            12.00          12.00          

salary expense, exclduing payroll taxes 1,920       1,920          1,920       2,880       2,880             3,840          3,840       3,840       3,840            3,840          3,840          34,560       

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 

500          500             500          500          500                500             500          500          500               500             500             

150          150             150          150          150                150             150          150          150               150             150             

-          -              -           -           -                 -              -           -           -                -              -              

NEW EQUIPMENT 

PARTY EQUIPMENT RENTAL

1 HOUR—RED BAND ALL DAY—BLUE BAND PROVIDE PARTY EQUIPMENT RENTALS TO 

RESIDENTIAL OR COMMERCIAL VENUES

ARM BAND ARM BAND

CONCESSIONARY SUPPLIES

REPAIR OF EQUIPMENT

BOUNCE SESSION

Gregg C. dba SPACE CITY PARTY RENTALS

BOUNCE SESSION

PHOTO PHOTO

 
 



 

 

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

BOUNCE SESSION 6 -         4,000     4,000     4,000      6,000     6,000     6,000     7,000     8,000     8,000      8,000      8,000      69,000       27%

BOUNCE SESSION 6 -         6,400     6,400     6,400      9,600     9,600     9,600     11,200    12,800    12,800    12,800    12,800    110,400     44%

PARTY EQUIPMENT RENTAL 6 -         6,000     6,000     6,000      6,500     6,500     6,500     7,000     7,000     7,000      7,000      7,000      72,500       29%

Total revenue -         16,400    16,400    16,400    22,100    22,100    22,100    25,200    27,800    27,800    27,800    27,800    251,900     100%

Cost of Goods Sold 2

BOUNCE SESSION 6 -         720        720        720        1,080     1,080     1,080     1,260     1,440     1,440      1,440      1,440      12,420       5%

BOUNCE SESSION 6 -         720        720        720        1,080     1,080     1,080     1,260     1,440     1,440      1,440      1,440      12,420       5%

PARTY EQUIPMENT RENTAL 6 -         1,200     1,200     1,200      1,300     1,300     1,300     1,400     1,400     1,400      1,400      1,400      14,500       6%

Total COGS -         2,640     2,640     2,640      3,460     3,460     3,460     3,920     4,280     4,280      4,280      4,280      39,340       16%

Gross profit -         13,760    13,760    13,760    18,640    18,640    18,640    21,280    23,520    23,520    23,520    23,520    212,560     84%

Expenses 2

Auto or truck lease -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Depreciation 3 -         53          63          74          85          96          107        118        128        139        150        161        1,173         0%

Gasoline & fuels -         175        175        175        175        175        175        175        175        175        175        175        1,925         1%

Insurance - bonding -         1,000     1,000     1,000      1,000     1,000     1,000     1,000     1,000     1,000      1,000      1,000      11,000       4%

Insurance - vehicle -         100        100        100        100        100        100        100        100        100        100        100        1,100         0%

Interest - equip & start up 7 -         26          25          24          23          22          21          20          19          18          17          16          232           0%

Marketing 1,000     400        400        400        400        400        400        400        400        400        400        400        5,400         2%

Office - rent -         1,200     1,200     1,200      1,200     1,200     1,200     1,200     1,200     1,200      1,200      1,200      13,200       5%

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

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

Office - utilities -         -         -         -         -         -         -         -         -         -         -         -         -            0%

8 -         1,920     1,920     1,920      2,880     2,880     3,840     3,840     3,840     3,840      3,840      3,840      34,560       14%

Payroll taxes (9%) 6 & 8 -         173        173        173        259        259        346        346        346        346        346        346        3,110         1%

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

Supplies 500        100        100        100        100        100        100        100        100        100        100        100        1,600         1%

Tax service -         800        800        800        800        800        800        800        800        800        800        800        8,800         3%

Telephone - cellular 800        100        100        100        100        100        100        100        100        100        100        100        1,900         1%

-         -         -         -         -         -         -         -         -         -         -         -         -            0%

-         -         -         -         -         -         -         -         -         -         -         -         -            0%

-         -         -         -         -         -         -         -         -         -         -         -         -            0%

-         -         -         -         -         -         -         -         -         -         -         -         -            0%

-         -         -         -         -         -         -         -         -         -         -         -         -            0%

-         -         -         -         -         -         -         -         -         -         -         -         -            0%

-         -         -         -         -         -         -         -         -         -         -         -         -            0%

-         -         -         -         -         -         -         -         -         -         -         -         -            0%

Total expenses 2,300     6,047     6,056     6,066      7,122     7,132     8,188     8,198     8,208     8,218      8,228      8,237      84,001       33%

Taxable profit (loss) 1 (2,300)    7,713     7,704     7,694      11,518    11,508    10,452    13,082    15,312    15,302    15,292    15,283    128,559     51%

Tax (expense) benefit 1 (3,279)    (7,680)    (9,711)    (11,469)   (32,140)      -13%

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)      -17%

Net profit (loss) (2,300)    3,713     424        3,694      7,518     (172)       6,452     9,082     1,601     11,302    11,292    (187)       52,419       21%

Depreciation 3 -         53          63          74          85          96          107        118        128        139        150        161        1,173         

Equipment purchases 3 (3,200)    (650)       (650)       (650)       (650)       (650)       (650)       (650)       (650)       (650)       (650)       (650)       (10,350)      

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

Repay debt financing 7 3,500     (134)       (135)       (136)       (137)       (138)       (139)       (140)       (141)       (142)       (143)       (144)       1,973         

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

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

Net cash flow 8,000     2,982     (297)       2,982      6,816     (864)       5,770     8,410     938        10,650    10,650    (820)       55,216       

Cash, period start -         8,000     10,982    10,685    13,668    20,484    19,620    25,389    33,799    34,737    45,386    56,036    -            

Cash, period end 8,000     10,982    10,685    13,668    20,484    19,620    25,389    33,799    34,737    45,386    56,036    55,216    55,216       

Payroll - not owner and not in 

COGS

Gregg C. dba SPACE CITY PARTY RENTALS

Start-up expenses

 


