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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Every day, concrete is poured and every 

day, concrete is rejected for poor quality, 

whether for the lack of experience or for 

the lack of value for means and 

production. There is a demand that needs 

to be met.   

 

  

 To provide a quality product and to inform 

the client of what to expect, to provide 

knowledge, and to execute a step-by-step 

process that delivers on their demands. 

 We place an emphasis on value. We value 

our clients as well as our employees. 

Therefore, we will devote to being more 

innovative and resilient, to produce better 

quality, and better relationships amongst 

clients and employees.  

Customers  Differentiators  Extras 

My targeted market is new homes built in 

the last five years, newly built homes 

today, and upper-middle class established 

households. 

 I have 20 years in the industry. I plan to use 

different applications means to produce better 

FF and FLs, as well as the insurance of 

strength and endurance. I have a wall system 

that will provide better finish and reduce the 

need for patch guys.  

 In my experience, I have different 

certifications in application chemicals, 

products, mix designs and curing, as well 

as architecture, color, and design.     

Marketing  Start-up Costs  Financials & Extras 
I plan to sell to the builders and warranty 

companies. I am going to create blogs and 

how-to videos including info for 

uneducated consumers, as well as using 

company Facebook, linkedin accounts, 

and e-mail bidding.  

 Owner investment - cash 12,000$  

Owner investment - equipment -         

Vehicle and/or equipment loan 15,700    

Start up financing 2,000      

Total start up costs: 29,700$   

 Sales: 244,000$  100%

COGS 141,500    58%

Gross profit 102,400    42%

Overhead 49,100      20%

Pretax income 53,200      22%

Tax expense 13,300      5%

Owner withdrawals 23,000      9%

Net income 16,900$    7%  

  Personal Fit   
I have been in the concrete industry for 20 years. Prior to incarceration I was a working commercial superintendent. I have a strong background 

in structural concrete and it has allowed me to expand my experience into architectural concrete as well. Along my career I have experienced 

problems and issues that were everyday life for me and the owners of the product. It is my goal to incorporate my solution, ideas, and 

understanding to avoid these issues for better productivity. I also wish to be a familiar friend.     
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PERSONAL FIT   

My name is Joshua T. I was born and adopted in El Paso, Texas. My birthdate is July 31, 1983. I 

lived the first half of my childhood in San Antonio, Texas. At the age of nine, my family moved 

to Dallas, Texas. It was a typical household, consisting of Mom, dad, sister, me and a dog. My 

parents both worked. They were definitely good providers. They used no drugs or alcohol and 

were not a combative couple. I always watched the two of them work together. My dad came 

home every night and I watched him go to work every morning. I was never a great student 

academically, although I had a passion for football.  I did not graduate high school. I was 

suspended the first semester of 10th grade, and from that day on my young life changed. I never 

went back to school.  I began getting into trouble, smoking pot, drinking, and running around 

with guys that I knew were threats to my well-being. I started working with my dad at the age of 

15. My father owned a soft playground company. He ended up shattering his ankle, after which 

running the family business was difficult for him, so he decided to bring me on. From age 15 on, 

I was working, learning the value of hard work and productivity. 

 

I met my first son’s mom, Christina, at 16 and left home to move in with her at 17. At 18 we had 

Nathan. In 2004 while driving home I got pulled over and arrested for DWI with a child.  

Christina and I eventually got married. Then, devastatingly, she died in 2009 from a pill 

overdose. She left behind our son and her daughter from a prior relationship. I was a mess, hating 

the world and everyone in it. I took the kids and moved from Florida to Dallas, where I 

immediately met someone. My drinking ruined that relationship, too. Rachel and I had a son 

names Julius, and she had two daughters and a son that I fell in love with. I was arrested for my 

3rd DWI, which landed me in prison for two concurrent three year sentences. 

 

Since I have been incarcerated, being free from the bondage of alcohol has allowed me to grieve 

over some things I have never allowed myself to feel until now. It has also given me the ability 

to think past myself and rationalize, making my thoughts clear with empathy and understanding. 

Allowing the pain to work its course has made me stronger and given me a different outlook on 

life.  

 

For the last 20 years I have been in the concrete industry, shoveling dirt to running a 50 million 

dollar project. I have had a lot of failure and some success. The best qualities I possess are my 

experience in persevering through hardship, failure, and hard work. I want my own concrete 

company because I love what I do and I want to give back. I have hurt a lot of people in my past, 

including the ones I love most. I know that alcoholism is a real problem in this world and I hope 

to be able to help those who are suffering from it. Upon release, I plan to reside and work in San 

Antonio, Texas. 

 

As founder and owner of T. Concrete, Joshua T. brings a diverse and strategic expertise to the 

industry, specializing in structural concrete constructions, providing artistic resilience in the 

architectural field, and utilizing today’s most modern methods and means to provide a timely and 

cost efficient product. His duties and services include, but are not limited to, sales, marketing, 

budgeting, estimating, and production supervision.  
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Josh is backed by 20 years of experience in the commercial concrete industry. He is experienced 

as a previous commercial superintendent, and is knowledgeable in formwork, rebar, concrete 

placement and finish. Josh is OSHA certified and is an experienced crane rigger as well as 

flagger. He has numerous rough terrain equipment certifications. He is trained and certified in 

different chemical and concrete applications and uses. He is also a qualified, competent 

individual on site. Josh is currently enrolled in PEP and will graduate in October 2019. 

 
 

OPPORTUNITY   

Explanation: 

Every day, concrete is poured and every day concrete is rejected for poor quality, whether it is 

due to the lack of experience or the lack of value for means and production. There is a demand 

that must be met.   

 

 Can I solve the problem given my skills and personality? 

 I have 20 years in the business and I know the expectations of employees and clients. 

When you gain someone’s trust, whatever means necessary you should provide a 

quality product. We value relationships and we will take the extra steps to gain such. 

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

quality? 

 T. Concrete is a family business. My son and I will be doing most of the work. I will 

sub out and or start hiring when work scale progresses.  

 Will this venture require significant capital? 

 Getting started I will need about $30,000 in tools, and $10,000 to cover upfront 

material cost and labor.  

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

 By the time the company is up and running I should be discharged with parole. 

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

 I will be working full-time so starting my business will be a part-time venture doing 

small jobs. In the meanwhile, I will be networking, gathering references, and saving. 

 
 

SOLUTION   

Explanation: 

We place an emphasis on value. We value our clients as well as our employees. Therefore, we 

will devote to being more innovative and resilient. We will produce better quality relationships 

amongst clients and employees. 

 

 What are the benefits that I am providing? 

 We are providing more efficient methods for constructing a quality product without 

rejections and failures, saving time and money. 
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 Why can I do this better than another business (competitor)? 

 We have a value oriented management team executing quality at its best. In the field, 

we use the most innovative methods to produce greatness. 

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

 We will advertise. I will have company apparel with logos. I will have mock ups of 

work. Our credo “Tactical-Resilient-Innovative-Genuine-Greatness” will be attached 

to all our logos.  

 Will my solution actually be profitable? 

 With efficient estimating and bidding we will produce a quality product in a timely 

manner. This will cut cost on extra labor for repairs, productions, and materials. 

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

 Starting off, my truck and personal home will be the base of my operations. I will use 

a spare room in my home as my office and the garage to store my tools and needed 

equipment. However, as we grow I will then start to invest in a small office and yard. 

 Do I offer a guaranty or return policy? 

 All work from the company is warranted. The design determines the length of the 

warranty. All structural concrete will have a lifetime warranty.  

 
 

CUSTOMERS  

Explanation:  

In the beginning stages of our business we will be focusing on residential clients and home 

builders, honoring foundation warranties.  

 

Demographics: 

 Will my service have different appeal to men versus women? 

 Today’s economy is mixed with female and male entrepreneurs owning businesses 

and homes. We see no separation between the two in our industry. 

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

 Ideally men and women ranging from age 25-55 would be the potential clients. 

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

 There are many successful men and women today who are married, as well as 

independent. They both play a key role to our industry. 

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

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

 Families or individuals who enjoy time out back on the patio, and new home buyers 

looking to make a satisfying home. 
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Income: 

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

 Ideally, we will be focusing on new home builders and new home buyers who are 

high-end middle class folks with household incomes of $75,000 and up. 

 

Location: 

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

store, an event like trades day)?  

 I will start by passing out business cards to the public, homes, and as I meet 

individuals. I will use social media advertising and word of mouth. 

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

 We are a concrete construction business. We will go where our service is needed. 

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

suburb, or small rural community)? 

 We will be providing service to new homes and developments in San Antonio, Texas. 

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

over the city)? Time is money. 

 Potential clients can be anywhere in the city. 

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

 Social networking and word of mouth will be prime sources for business.  

 

Other: 

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

individually? 

 The needs and expectations of each client will differ, so reaching out one-on-one will 

be more beneficial.  

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

 Once our product has been sold and completed, I am confident that we will hear again 

from our client, or get a referral from them. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Potter 

Concrete 

Direct Word of mouth High  Man power 

supplier. 

Cannot take on 

smaller jobs. 

We can handle smaller scale 

work. Better organized watch 

on company value. 

 

 

 

Urban 

Contractors 

Direct Word of mouth High  Man power 

equipment and 

suppliers 

connections. 

Cannot spread to 

take on small jobs.  

Smaller contractor can handle 

smaller scale of work. 

 

 

 

 

Brasfield & 

Gorrie 

General 

Contractors  

Indirect Word of mouth High In-house 

contractor that has 

more capital.  

They are quality 

management group. 

We are an in-house concrete 

contractor.  We are smaller 

scale, which also makes it 

easier to ensure quality. 

Austin 

Commercial 

Indirect Word of mouth High In-house G.C. with 

tons of main 

power and tons of 

capital. 

They do not take 

small jobs. They are 

so big they cannot 

manage quality. 

We are an in-house concrete 

contractor that can maintain a 

quality performance. We take 

on smaller jobs. 
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EXTRAS   

External Extras: 

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

 As a superintendent I have accumulated many contracts with vendors and suppliers 

that I plan on using to my advantage in starting my new venture, such as concrete 

contract suppliers, pump companies, and building materials.   

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

 My plan is to operate out of the San Antonio, Texas area. At first I will be working 

out of my truck and the dining room table. However, in time I plan on leasing a small 

office and yard space when the business establishes enough revenue and client base.   

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

 No, I will not be the first and only. I am looking at some big time competitors. There 

are many of them. In fact, probably hundreds of small businesses like mine. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 For the most part we operate as other concrete companies do. However, our structure 

and application process will differ in various projects that will set us apart from other 

competitors. 

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

match initially? 

 In construction, scheduling is everything. I plan on executing our job time in the most 

efficient time and manner possible, providing a quality product.  

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

 I have been in the industry for 20 years. I am experienced in structural and 

architectural concrete. I was a commercial concrete superintendent. I am operating on 

a set of values that has driven me to incorporate new methods for concrete placement 

and construction. I am certified in different concrete applications, add mixture uses, 

and chemical applications. I am all about tactical resilience, innovation, and genuine 

greatness.    

 
 

MARKETING  

Message: 

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

about your company? 

 We are a professional, family owned, and value oriented concrete company. 

 What is your tagline? 

 “We are pouring values into concrete.” 

 Is your message effective across different demographics? 

 T. concrete is a diverse company. Our mission and values equip us for any job and 

distinguish us among the economic landscape.  
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 Is your pricing consistent with the market for similar offerings? 

 We are a competitively priced company. We stand behind our work. Therefore, we 

take the extra effort to produce quality. 

 Is your pricing consistent with the degree of personalization? 

 The methods and application process we use will affect pricing. 

 

Media: 

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

 We will use a company Facebook and website. Our main tool will to be network 

directly through the builder and insurance companies for contracting privileges.  

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

using the types listed above? 

 The work I am seeking is bid-based contracts for continuous projects in the same 

market. I am shooting to speak with five builders for the month and to follow up each 

month.   

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

 I am looking to produce at least 10 jobs a month from two to three builders. 

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

 I believe $100 would cover business cards and a website. My direct networking is 

priceless.  

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

 The business cards will be a recurring expense. 

 How will you collect customer reviews? 

 We will have the ability to collect reviews on Facebook, email, and website. At the 

end of each job the client will have the opportunity to fill out a small survey. 

 
 
 



 

 

 

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 500                 

car/truck down payment, if leased 1,000             

permits -                  

supplies, office & misc. 300                 

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 1,000             14,000                15,000           
company trailer 4,000             
computer, printer, fax 500                 1,700                  2,200             
Trowel machine 3,000             3,000             
Finishing tools 1,700             1,700             
power tools 1,000             1,000             
building/office deposit N/A N/A
beginning cash balance 500                 N/A N/A
Cash needed for start-up assets 11,700           15,700                22,900           

60                   assumed life (months)

382                 monthly depreciation

Total start up cost 29,700        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 12,000           40%

Vehicle loan and other equipment debt (see 

note 7 for financing) 15,700           53%

Startup financing, if applicable (for example 

Kiva loan) 2,000             7%

Outside equity investment, if applicable -                  0%

Total start up cost,

total sources 29,700           100%

Joshua T.

Trigg concrete

238: Specialty Trade Contractors

_23_Construction

 



 

 

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 7,000.00     100% 12,000.00   100% 0%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 96.00                     25.00       2,400.00     34% 96.00     32.00             3,072.00     26% -              0%

Non-owner payroll tax 9.0% 216.00        3% 276.48        2% -              0%

cost 1 description 70.00          1% 70.00          1% 0%

cost 2 description 260.00        4% 260.00        2% 0%

cost 3 description 1,287.00     18% 1,833.00     15% 0%

cost 4 description 0% 1,200.00     10% 0%

Total variable costs 4,233.00     60% 6,711.48     56% -              0%

Gross profit per unit - what you see on income statement 2,767.00     40% 5,288.52     44% -              0%

 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 

Residental Paving sold 4              1                 2            1            1                    -              2            1            2                   1                 1                 16            

R.Decorative concrete sold 1              2                 2            1            1                    2                 -         1            -                1                 -              11            

 sold -           

total revenue 40,000$   31,000$      38,000$ 19,000$ 19,000$         24,000$      14,000$ 19,000$ 14,000$        19,000$      7,000$        244,000$ 

total cost of sales 23,643$   17,656$      21,889$ 10,944$ 10,944$         13,423$      8,466$   10,944$ 8,466$          10,944$      4,233$        141,554$ 

total income statement gross profit (excludes owner labor) 16,357$   13,344$      16,111$ 8,056$   8,056$           10,577$      5,534$   8,056$   5,534$          8,056$        2,767$        102,446$ 

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 15,700$   principal, beginning 15,700     15,446        15,190   14,931   14,669           14,404        14,137   13,867   13,594          13,319        13,040        

Interest rate (example 8%) 12.5% interest expense 164          161             158        156        153                150             147        144        142               139             136             1,649       

Loan term (# of months) 48            principal payment (254)        (256)            (259)       (262)       (265)               (267)            (270)       (273)       (276)              (279)            (281)            (2,941)      

Monthly payment 417          principal, ending 15,446     15,190        14,931   14,669   14,404           14,137        13,867   13,594   13,319          13,040        12,759        

Start-up financing, see Start-up Costs sheet

Amount borrowed 2,000$     principal, beginning 2,000       1,841          1,680     1,519     1,355             1,191          1,025     858        689               519             347             

Interest rate (example 8%) 10.0% interest expense 17            15               14          13          11                  10               9            7            6                   4                 3                 109          

Payback period (# of months) 12            principal payment (159)        (160)            (162)       (163)       (165)               (166)            (167)       (169)       (170)              (172)            (173)            (1,826)      

Grace period (months pay delay) principal, ending 1,841       1,680          1,519     1,355     1,191             1,025          858        689        519               347             174             

Monthly payment 176$        

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 1              1                 1            1            1                    1                 1            1            1                   1                 1                 

avg hours each employee(s) worked per month, not in EOU above 120          120             120        120        120                120             120        120        120               120             120             

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 1,440       1,440          1,440     1,440     1,440             1,440          1,440     1,440     1,440            1,440          1,440          15,840     

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 

concrete material

Joshua T. dba T. concrete

Residental Paving

form form

1000 sqrft of broomed concrete paving. 1000 sqft. Patterned,color,and designed 

concrete.

color and stamps

concrete material

Reinforcement install Reinforcement install

R.Decorative concrete

 



 

 

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

Residental Paving 6 -         28,000    7,000     14,000    7,000     7,000     -         14,000    7,000     14,000    7,000      7,000      112,000     46%

R.Decorative concrete 6 -         12,000    24,000    24,000    12,000    12,000    24,000    -         12,000    -         12,000    -         132,000     54%

line not used 6 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Total revenue -         40,000    31,000    38,000    19,000    19,000    24,000    14,000    19,000    14,000    19,000    7,000      244,000     100%

Cost of Goods Sold 2

Residental Paving 6 -         16,932    4,233     8,466      4,233     4,233     -         8,466     4,233     8,466      4,233      4,233      67,728       28%

R.Decorative concrete 6 -         6,711     13,423    13,423    6,711     6,711     13,423    -         6,711     -         6,711      -         73,826       30%

line not used 6 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Total COGS -         23,643    17,656    21,889    10,944    10,944    13,423    8,466     10,944    8,466      10,944    4,233      141,554     58%

Gross profit -         16,357    13,344    16,111    8,056     8,056     10,577    5,534     8,056     5,534      8,056      2,767      102,446     42%

Expenses 2

Auto or truck lease 1,000     1,000         0%

Depreciation 3 -         382        382        382        382        382        382        382        382        382        382        382        4,198         2%

Gasoline & fuels -         200        200        200        200        200        200        200        200        200        200        200        2,200         1%

Insurance - bonding -         350        350        350        350        350        350        350        350        350        350        350        3,850         2%

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

Interest - equip & start up 7 -         180        176        172        168        164        160        156        152        147        143        139        1,757         1%

Marketing 500        500        500        500        500        500        500        500        500        500        500        500        6,000         2%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

8 -         1,440     1,440     1,440      1,440     1,440     1,440     1,440     1,440     1,440      1,440      1,440      15,840       6%

Payroll taxes (9%) 6 & 8 -         130        130        130        130        130        130        130        130        130        130        130        1,426         1%

Permits -         -            0%

Supplies 300        300        300        300        300        300        300        300        300        300        300        300        3,600         1%

Tax service -         -            0%

Telephone - cellular 500        150        150        150        150        150        150        150        150        150        150        150        2,150         1%

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

-         400        400        400        400        400        400        400        400        400        400        400        4,400         2%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 2,300     4,281     4,278     4,273      4,269     4,265     4,261     4,257     4,253     4,249      4,244      4,240      49,171       20%

Taxable profit (loss) 1 (2,300)    12,075    9,067     11,838    3,786     3,790     6,316     1,277     3,803     1,285      3,811      (1,473)     53,274       22%

Tax (expense) benefit 1 (4,710)    (4,853)    (2,849)    (906)       (13,319)      -5%

Owner's withdrawals 1 -         (3,000)    (3,000)    (5,000)     (3,000)    (3,000)    (1,200)    (800)       (1,000)     (3,000)     -         (23,000)      -9%

Net profit (loss) (2,300)    9,075     1,356     6,838      786        (1,063)    3,316     77          154        285        811        (2,379)     16,956       7%

Depreciation 3 -         382        382        382        382        382        382        382        382        382        382        382        4,198         

Equipment purchases 3 (26,900)   -         -         -         -         -         -         -         -         -         -         -         (26,900)      

Principle, equipment loan 7 15,700    (254)       (256)       (259)       (262)       (265)       (267)       (270)       (273)       (276)       (279)       (281)       12,759       

Repay debt financing 7 2,000     (159)       (160)       (162)       (163)       (165)       (166)       (167)       (169)       (170)       (172)       (173)       174           

Owner contribution 3 12,000    -         -         -         -         -         -         -         -         -         -         -         12,000       

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

Net cash flow 500        9,044     1,321     6,798      743        (1,111)    3,264     21          94          221        743        (2,452)     19,187       

Cash, period start -         500        9,544     10,865    17,663    18,406    17,295    20,559    20,581    20,675    20,896    21,639    -            

Cash, period end 500        9,544     10,865    17,663    18,406    17,295    20,559    20,581    20,675    20,896    21,639    19,187    19,187       

Joshua T. dba T. concrete

Start-up expenses

meals

Payroll - not owner and not in 

COGS

 


