
 
 

 
 

  

 Business Plan Competition 
 October 25, 2019 
 
  
  
   
  
 
  
 

  
 
 
 Business Plan Competition 
 October 25, 2019 
 
 Joseph L. 
 Jo Lo's Heating and Cooling 
 
 
 Prison Entrepreneurship Program 
 P.O. Box 926274 
 Houston, TX 77292 
 (832) 767-0928 
 www.pep.org 
 

 

 

 



 
 

 
 



 
 

 
 

 

 

 

 

 

 

 

Jo Lo's Heating and Cooling 

 

 

 

 

 

 

“If you need air, call JoLo's, we'll be right there.” 
 

 

 

 

 

 

 

Business Plan 

October 2019 
 

 

 

 

 

 

 

Joseph L. 

Owner & Founder 
 



 

 

TABLE OF CONTENTS 

EXECUTIVE SUMMARY   ..................................................................................................................1 

PERSONAL FIT  ................................................................................................................................2 

OPPORTUNITY   ................................................................................................................................3 

SOLUTION   .......................................................................................................................................3 

CUSTOMERS   ...................................................................................................................................4 

DIFFERENTIATORS   .........................................................................................................................6 

EXTRAS  ...........................................................................................................................................7 

MARKETING   ..................................................................................................................................7 

RÉSUMÉ .......................................................................................................................... ATTACHED 

FINANCIAL PROJECTIONS .............................................................................................. ATTACHED 

 
 



 

 

EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Throughout the years a central air and 

heating system will take on wear and tear 

that may cause system failure. Many 

individuals may need to seek some expert 

advice on maintaining or repairing their 

central air and heating system.   

 A central air and heating system is a high 

valued necessity in South Texas. I believe 

there is a high demand for central air and 

heating repair services in my community. 

 We specialize in all your HVAC needs. 

We are very knowledgeable in trouble 

shooting, system diagnostics, minor or 

major repairs and new system change outs.  

Customers  Differentiators  Extras 

We aim to provide service to residential 

home owners, commercial property 

owners and small business owners. 

 We specialize in optimizing the efficiency of 

your system. We offer a yearly maintenance 

service to maintain the life of the system. We 

also offer a satisfaction guarantee on all 

service and repairs.   

 I have more than six years’ experience as a 

certified HVAC technician. Over the years 

I have become well knowledgeable in 

system repairs and all component 

installation. I am very passionate about the 

HVAC industry. I desire to bring great 

quality craftsmanship to all our customers. 

Marketing  Start-up Costs  Financials & Extras 
We will market and advertise our business 

within a 20 mile radius of our location. 

Where we will go door to door handing 

out flyers, business cards and meeting one 

on one with potential customers. We will 

also place business signs in busy 

intersections and business logos on all 

vehicles. 

 Owner investment - cash 4,500$    

Owner investment - equipment -         

Vehicle and/or equipment loan 10,000    

Start up financing 5,000      

Total start up costs: 19,500$   
 

  

 Sales: 258,700$  100%

COGS 119,300    46%

Gross profit 139,400    54%

Overhead 41,500      16%

Pretax income 97,800      38%

Tax expense 24,400      9%

Owner withdrawals 38,500      15%

Net income 34,800$    13%  

  Personal Fit   
I am Joseph L. owner and founder of Jo Lo’s Heating & Cooling Services. I have more than six years’ experience in the HVAC industry. 

Throughout the years I have grown to be knowledgeable in this industry. I know how important central air and heat can be for most South 

Texans. I am fully dedicated to bring service through honesty, loyalty and humility to my community and our customers.   
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PERSONAL FIT   

My name is Joseph L.. I was born on March 28, 1983, in San Antonio, Texas. I am the younger 

of two children. I was raised by my mother in a single parent home. Throughout my upbringing 

my mother taught my brother and I good moral values. I did well throughout elementary school, 

I did struggle a bit academically in middle school and at home. Where then I began to hang out 

with other adolescent kids which lead to my first arrest at the age of 11. From that point on, I 

struggled continuously with being in and out of institutions.  

 

At this point, my mother grew tired of my behavior and asked the authorities to get me help. I 

ended up in a foster home that worked with adolescent children. The foster parents helped build 

me back up and get my life back on track. Upon release, I was sent to live with my aunt. I did 

well there for a while but eventually dropped out of high school in the 11th grade. My girlfriend 

at the time was pregnant so I got a job to support us.  

 

I decided working was not for me and took on drug dealing full time. That did not last long as I 

was arrested and sent to prison. I lost everything while incarcerated. After my release, I tried to 

rebuild but life overwhelmed me with so much responsibility and stress that I found myself back 

dealing drugs. I was arrested again, and this time was sentenced to 12 years in prison. I served 

three and a half years and was placed on parole for the remainder. While I was incarcerated I 

obtained my GED and a vocational trade. I decided to stay away from all and everything that 

would send me back to prison. I truly wanted a better life for my children and me. Around this 

time I found my higher calling as a born again Christian and a member of University Baptist 

Church. I also earned my HVAC certifications at Lampson’s Institute. I managed to stay out of 

prison for six years but then I was arrested for a parole violation. I am now at the back end of my 

12 year sentence with only two and a half years left.  

 

I have taken this time to evaluate myself and make the necessary changes in my life. I have dug 

deep into my heart to rid myself of all the junk accumulated over the years. I now accept 

responsibility and hold myself accountable for all my actions. I will no longer allow negativity or 

passivity to control my mind, heart or spirit. I have regained my spirituality and truly believe I 

am becoming the authentic man the Lord has called me to be.  

 

I will take my life experience, both the negative and positive, and use it to become a productive, 

successful and legitimate business owner. As a business owner I can inspire and help men who 

are where I once was with regard to employment opportunities. I will give back to the 

community I once took from with my ministry outreach. I will strive to be a man of integrity and 

humility. I look forward to earning my trustworthiness by reestablishing myself in the HVAC 

field for a few years before starting my business venture. I will be released to San Antonio, 

Texas, in November 2021. 

 

As founder and owner of JoLo’s Heating and Cooling services, Joseph will be responsible for 

managing the service department and overseeing the quality of all services being offered. Joseph 

is knowledgeable and well skilled in the HVAC field.  Joseph brings to JoLo’s more than 6 

years’ experience as a HVAC technician. He worked for Country Boy’s Cooling and Heating for 

a number of years as a service technician after beginning as an installation helper. Joseph 

performed many different services while at Country Boys, including new systems, installation of 

variable components and system diagnostics. Joseph earned his EPA certifications and hands-on 
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training at Lamson Institute. He graduated with a 4.0 GPA in commercial refrigerant, heating 

and air conditioning. In 2009, he also received his General Equivalency Diploma from Windham 

School District.  He will graduate from PEP in October 2019. 

 
 

OPPORTUNITY   

Explanation: 

Throughout the years a residential home owner or a small business owner will come across 

mechanical issues with their central air and heating system. It can be very costly, timely and 

become extremely frustrating dealing with other companies in the industry.  

 

 Can I solve the problem given my skills and personality? 

 I have more than six years’ experience as a HVAC technician. Throughout the years I 

have become well knowledgeable and very skilled in servicing and repairing most 

make and model systems.  

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

quality? 

 I will begin this business venture operating as a one man team but expect to grow into 

a multi-employee team. I will hire and train employees as the growth of the business 

increases.  

 Will this venture require significant capital? 

 This venture will require some capital but not a whole lot. Part of my business plan is 

to accumulate most of the tools and equipment over a four to five year period while 

putting this plan in motion. I will also purchase a work vehicle within this time frame. 

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

 While on parole I will abide by all parole stipulations and obligations. I will be off of 

parole by the time this business venture begins. 

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

 This business venture will start as a part-time hobby and eventually become full-time 

employment as the growth of the business increases.   

 
 

SOLUTION   

Explanation: 

There are many HVAC Company’s in the industry but not enough time in a day to properly 

schedule a services call. So why wait days or weeks on someone to find the time. When JoLo’s 

Heating & Cooling Services can schedule an efficient and convenient time to provide the proper 

solution to your HVAC needs.          

 

 

 

 What are the benefits that I am providing? 

 We will use licensed certified HVAC technicians that will be honest, reliable and 

provide great quality craftsmanship. 
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 Why can I do this better than another business (competitor)? 

 Over the years I have seen many customers taken advantage of by unreliable and      

dishonest companies. Here at JoLo’s we can be defined from our competitors by our 

honesty, integrity and the desire to bring great customer service.     

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

 We will focus on marketing and advertising within a 30 mile radius of our location by 

going door to door handing out fliers, business cards and meeting one on one with 

potential customers. 

 Will my solution actually be profitable? 

 We believe by properly estimating each job, scheduling, and handling of mileage that 

we can turn a profit. 

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

 We will be a mobile service that can utilize an office from home and can rent one or 

two storage units for tools and parts.  

 Do I offer a guaranty or return policy? 

 We will offer a satisfaction guarantee with an extended warranty available on all 

service and repairs.  

 
 

CUSTOMERS  

Explanation:  

We will target residential home owners and small business owners as our customers. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 We believe that men and women will need assistance in servicing their central air and 

heating system. So there is no difference in appeal for male or female gender.  

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

 We would like to aim for customers between the ages of 25-100. 

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

 It does not matter whether our customers are married or single. 

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

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

 We plan to fit the needs of individuals who enjoy indoor heating and cooling. 

 

Income: 

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

 We will focus our services on households that bring in $30,000 per year. 
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Location: 

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

store, an event like trades day)? 

 We will sell to our customers at their homes, place of business, online and through 

social networking word of mouth. 

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

 Our services will be provided at the homes and place of businesses of our customers. 

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

suburb, or small rural community)? 

 We are looking to locate our business on the Northside of San Antonio with a 30 mile 

radius. 

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

over the city)? Time is money. 

 Our customers will be within a 30 mile radius of our location and their scheduled 

service call will be well organized to insure we arrive in a timely manner. 

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

  We will rely on different types of promotional advertisements and social networking 

referrals.  

 

Other: 

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

individually? 

 We will pass out flyers and business cards in a large area around our location and go 

door to door meeting one on one with our future customers. 

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

   We will offer our customers yearly maintenance agreements. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Breyer boys  Indirect  T.V 

commercials.  

Advertisements. 

Logos on work 

vehicles.  

High  They have a great 

reputation over the 

years. 

Many home owners 

and small businesses 

may feel intimidated 

by their reputation 

and feel they may be 

costly. 

Customers do not have to feel 

intimidated by us because we 

are a small company with 

reasonable rates. 

 

 

 

 

John Wayne  Indirect  T.V. 

commercials. 

Billboard 

advertisement. 

Logos on work 

vehicles.  

High  Well known to 

their customers for 

their services. 

They cover a wide 

area of town and 

may not have the 

availability that 

customers may need. 

We will focus on our coverage 

area which will be the 

Northwest side of San 

Antonio and be available to 

our customers 24/7. 

 

 

 

Rosenburge  Indirect  T.V. 

commercials. 

Logos on work 

vehicles.  

Average  They have been in 

the industry for 

numerous years. 

They only have 

enough man power 

to cover their service 

area. 

We will focus on keeping 

enough of our coverage area 

covered. 

On time 

Elmers 

Indirect  T.V. 

commercials. 

Logos on work 

vehicles. 

Average  Known for their 

on-time service. 

They may be on 

time but not have the 

time to fulfill all the 

customer’s needs. 

We will be on time and fulfill 

all the needs of our customers.  
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EXTRAS   

External Extras: 

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

 At this time, I do not have a direct relationship with any HVAC supplies but I do plan 

to establish a relationship with some part houses. 

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

 For the first couple of years I plan to work from home, until I can acquire a great 

location in the area I wish to focus on. 

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

 There are a couple other similar HVAC companies in my area. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 I do not have a new, cutting edge concept. 

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

match initially? 

 I will offer my services as a certified HVAC technician. Also, I will be available 24 

hours, 7 days a week. 

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

 I successfully completed an HVAC vocational course in 2015 where I earned my 

EPA certification. 

 
 

MARKETING  

Message: 

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

about your company? 

 Our name “JoLo’s Heating and Cooling” has a fun ring to it that customers may 

remember when faced with heating and cooling needs. 

 What is your tagline? 

 “We have fun, friendly, certified technicians that are ready to turn a hot sticky 

situation into a cool relaxing environment.” 

 Is your message effective across different demographics? 

 JoLo’s will be available in all areas of San Antonio. 

 Is your pricing consistent with the market for similar offerings? 

 We will match or beat our competitors pricing and back it with a satisfaction 

guarantee. 

 Is your pricing consistent with the degree of personalization? 

 We offer a variety of services, and prices will vary. All services will be great quality 

craftsmanship.  
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Media: 

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

 I will market and advertise through fliers, business cards, networking with local 

communities, and online social media. 

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

using the types listed above? 

 I believe we will reach anywhere from 50 to 100 people a month. 

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

 I believe one percent to three percent who receive our advertising will actually be 

potential customers. 

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

 Fliers $20, business cards $20, online social media free, networking through local 

community free. 

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

 A recurring bi-weekly charge. 

 How will you collect customer reviews? 

 I will have a webpage they can give online review and feedback. 

 
 
 



 

 

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 100              

cell phone purchase 200              

car/truck down payment, if leased

permits 1,500           

supplies, office & misc. 200              

Cash needed for start-up expenses 2,000           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van 5,000           10,000             15,000         

company trailer

computer, printer, fax 500              500              

-               

-               

-               

building/office deposit N/A N/A

beginning cash balance 2,000           N/A N/A
Cash needed for start-up assets 7,500           10,000             15,500         

60                assumed life (months)

258              monthly depreciation

Total start up cost 19,500        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 4,500           23%

Vehicle loan and other equipment debt (see 

note 7 for financing) 10,000         51%

Startup financing, if applicable (for example 

Kiva loan) 5,000           26%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 19,500         100%

Joseph L.

Jo Lo's Heating & Cooling Services

221: Utilities

_22_Utilities

 



 

 

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 75.00      100% 250.00    100% 299.00     100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 0.50                       10.00           5.00        7% 2.00        20.00      40.00      16% 0.50        10.00       5.00         2%

Non-owner payroll tax 9.0% 0.45        1% 3.60        1% -           0%

cost 1 description 10.00      13% 10.00      4% 10.00       3%

cost 2 description 5.00        7% 75.00      30% 125.00     42%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 20.45      27% 128.60    51% 140.00     47%

Gross profit per unit - what you see on income statement 54.55      73% 121.40    49% 159.00     53%

 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 

Diagnosis of AC system sold 30                30           40           50           50           50           50           70           70            70            70            580           

Repair  AC system   sold 30                30           40           50           50           50           50           70           70            70            70            580           

Yearly Maintenance sold 10                10           15           20           20           20           20           30           30            30            30            235           

total revenue 12,740$       12,740$  17,485$  22,230$  22,230$  22,230$  22,230$  31,720$  31,720$   31,720$   31,720$   258,765$  

total cost of sales 5,872$         5,872$    8,062$    10,253$  10,253$  10,253$  10,253$  14,634$  14,634$   14,634$   14,634$   119,349$  

total income statement gross profit (excludes owner labor) 6,869$         6,869$    9,423$    11,978$  11,978$  11,978$  11,978$  17,087$  17,087$   17,087$   17,087$   139,416$  

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 10,000$   principal, beginning 10,000         9,821      9,640      9,459      9,276      9,092      8,907      8,721      8,534       8,345       8,156       

Interest rate (example 8%) 7.5% interest expense 63                61           60           59           58           57           56           55           53            52            51            625           

Loan term (# of months) 48            principal payment (179)             (180)        (182)        (183)        (184)        (185)        (186)        (187)        (188)         (190)         (191)         (2,035)       

Monthly payment 242          principal, ending 9,821           9,640      9,459      9,276      9,092      8,907      8,721      8,534      8,345       8,156       7,965       

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 

Joseph L. dba Jo Lo's Heating & Cooling Services

Diagnosis of AC system

Fuel Fuel

Yearly Maintenance

Trouble shoot the AC system and diagnose the problem Monthly service maintenance 

MaterialsMaterials Materials

Fuel

Repair  AC system  

 



 

 

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

Diagnosis of AC system 6 -         2,250     2,250     3,000      3,750     3,750     3,750     3,750     5,250     5,250      5,250      5,250      43,500       17%

Repair  AC system  6 -         7,500     7,500     10,000    12,500    12,500    12,500    12,500    17,500    17,500    17,500    17,500    145,000     56%

Yearly Maintenance 6 -         2,990     2,990     4,485      5,980     5,980     5,980     5,980     8,970     8,970      8,970      8,970      70,265       27%

Total revenue -         12,740    12,740    17,485    22,230    22,230    22,230    22,230    31,720    31,720    31,720    31,720    258,765     100%

Cost of Goods Sold 2

Diagnosis of AC system 6 -         614        614        818        1,023     1,023     1,023     1,023     1,432     1,432      1,432      1,432      11,861       5%

Repair  AC system  6 -         3,858     3,858     5,144      6,430     6,430     6,430     6,430     9,002     9,002      9,002      9,002      74,588       29%

Yearly Maintenance 6 -         1,400     1,400     2,100      2,800     2,800     2,800     2,800     4,200     4,200      4,200      4,200      32,900       13%

Total COGS -         5,872     5,872     8,062      10,253    10,253    10,253    10,253    14,634    14,634    14,634    14,634    119,349     46%

Gross profit -         6,869     6,869     9,423      11,978    11,978    11,978    11,978    17,087    17,087    17,087    17,087    139,416     54%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         258        258        258        258        258        258        258        258        258        258        258        2,842         1%

Gasoline & fuels -         300        300        300        300        300        300        300        300        300        300        300        3,300         1%

Insurance - bonding -         250        250        250        250        250        250        250        250        250        250        250        2,750         1%

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

Interest - equip & start up 7 -         63          61          60          59          58          57          56          55          53          52          51          625           0%

Marketing 100        500        500        500        500        500        500        500        500        500        500        500        5,600         2%

Office - rent -         100        100        100        100        100        100        100        100        100        100        100        1,100         0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits 1,500     1,500     1,500     1,500      1,500     1,500     1,500     1,500     1,500     1,500      1,500      1,500      18,000       7%

Supplies 200        250        250        250        250        250        250        250        250        250        250        250        2,950         1%

Tax service -         1,200      1,200         0%

Telephone - cellular 200        125        125        125        125        125        125        125        125        125        125        125        1,575         1%

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

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 2,000     3,496     3,495     3,494      3,492     3,491     3,490     3,489     3,488     3,487      3,485      4,684      41,591       16%

Taxable profit (loss) 1 (2,000)    3,373     3,374     5,929      8,485     8,486     8,487     8,488     13,599    13,600    13,601    12,402    97,825       38%

Tax (expense) benefit 1 (1,187)    (5,725)    (7,644)    (9,901)     (24,456)      -9%

Owner's withdrawals 1 -         (3,500)    (3,500)    (3,500)     (3,500)    (3,500)    (3,500)    (3,500)    (3,500)    (3,500)     (3,500)     (3,500)     (38,500)      -15%

Net profit (loss) (2,000)    (127)       (1,313)    2,429      4,985     (739)       4,987     4,988     2,455     10,100    10,101    (999)       34,868       13%

Depreciation 3 -         258        258        258        258        258        258        258        258        258        258        258        2,842         

Equipment purchases 3 (15,500)   -         -         -         -         -         -         -         -         -         -         -         (15,500)      

Principle, equipment loan 7 10,000    (179)       (180)       (182)       (183)       (184)       (185)       (186)       (187)       (188)       (190)       (191)       7,965         

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

Owner contribution 3 4,500     -         -         -         -         -         -         -         -         -         -         -         4,500         

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

Net cash flow 2,000     (257)       (1,443)    2,298      4,852     (873)       4,852     4,852     2,318     9,961      9,961      (1,139)     37,383       

Cash, period start -         2,000     1,743     300        2,598     7,450     6,578     11,430    16,282    18,600    28,561    38,523    -            

Cash, period end 2,000     1,743     300        2,598      7,450     6,578     11,430    16,282    18,600    28,561    38,523    37,383    37,383       

Joseph L. dba Jo Lo's Heating & Cooling Services

Start-up expenses

Payroll - not owner and not in 

COGS

 


