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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Humans have been grilling and 

barbecuing for millennia and while 

people from all over the world continue 

the tradition today, Americans are 

particularly fond of it. In 2016, about 1.47 

billion in U.S. dollars of grills and 

barbecues were sold in the United States 

 

 The purpose of Holy Smokes is to offer the 

customer a high quality personalized smoker 

pit that will last a lifetime. 

 Holy Smokes is going to solve the problem 

of inferior BBQ pits that don’t last long.  

We will do this by using higher quality 

metal.  Additionally, our customers will be 

able to personalize their smoker, and we 

will offer the option of counter weights for 

easy lifting doors. 

Customers  Differentiators  Extras 

Customers who want high quality 

personalized competition smokers and 

patio smokers that will last a lifetime.  

The competitive BBQ cook offs are 

legendary in the Lone Star State and our 

product will appeal to professionals as 

well as home BBQ enthusiasts.   

 Holy Smokes is different because we will 

show keen attention to detail, work with 

clients on personalized orders, and offer a 

lifetime warranty.  Our design includes 

counter weights on smoker doors, which are 

an elite feature for our quality product.  

 We will obtain high quality steel for the 

fraction of the cost. 

Marketing  Start-up Costs  Financials & Extras 

Holy Smokes will market a product by 

attending trade shows and barbeque 

competitions. Additionally, we will be 

involved in community activities such as 

church organizations, high school sports, 

and fairs. Finally, we will use traditional 

printed fliers and business cards, social 

media and word of mouth. 

 

 

 

 

  Personal Fit   
Holy Smokes is an organization whose passion is bringing people outdoors who like to cook together, whether you like to compete in a BBQ 

cook off or your family likes to get together to eat good food and make great memories. As the owner of Holy Smokes, I guarantee you will love 

our product. I have a certificate in welding from Trinity Valley Community College and several years of experience in the welding industry. 

 

 

Owner investment - cash 10,000$  

Owner investment - equipment 6,850      

Vehicle and/or equipment loan 17,000    

Start up financing 2,000      

Total start up costs: 35,850$  

Sales: 179,000$  100%

COGS 54,500      30%

Gross profit 124,500    70%

Overhead 43,600      24%

Pretax income 80,800      45%

Tax expense 20,200      11%

Owner withdrawals 35,500      20%

Net income 25,100$    14%

https://www.statista.com/statistics/662230/us-grill-and-barbecue-sales/
https://www.statista.com/statistics/662230/us-grill-and-barbecue-sales/
https://www.statista.com/statistics/662230/us-grill-and-barbecue-sales/
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PERSONAL FIT   

My name is Michael I. I was born in Longview, Texas on February 5, 1996. I am one of four 

children born to Michelle I. and Bobby G. I was raised by my mother and my stepfather, Curtis R. 

My parents pushed me to strive to the best of my ability in school and sports. I was an honor roll 

student and received commended performance on all my state finals. 

 

At age 14, my father was diagnosed with cancer and passed away six months later. During that 

time I was in a deep depression and turned to drugs and partying to cope with my loss. I committed 

a felony of aggravated robbery and did six months in JDC until I was released with five years’ 

probation. Three years later I turned to drugs again, violated my probation with a new charge and 

was sentenced to five years. 

 

My past is full of mistakes.  I have committed crimes and wronged people. During my 

incarceration, I have realized that I need to change. I signed up for college welding and Narcotics 

Anonymous (NA). I have learned the vocational trade of welding and fabrication. Additionally, I 

volunteered to work for TCI to gain experience. I have also started to follow Christ again. I have 

dedicated myself to change and will no longer allow drugs to influence my life choices. I have 

promised my family that I will turn from my old ways and walk into the light. 

 

I am a servant-leader. I work hard and tackle any task, no matter how big or small. I can take 

constructive criticism and apply feedback, which allows me to grow in integrity.  I am not a quitter 

and always see projects through to the end.  To own my own business presents challenges that I 

believe I can manage including trustworthiness and accountability.   I am passionate about Holy 

Smokes and would love to have my own business as I desire to be my own boss, have flexibility 

in hours, and for the challenges that I am prepared to take on.   Any investment capital will be used 

wisely and will be well managed. I will be released to Dallas TX, in November, 2021. 

 

Michael I. is owner and founder of Holy Smokes. Michael will oversee fabrication, marketing, 

sales, and distribution of all products. Michael brings more than three years of management and 

marketing experience to Holy Smokes. Additionally, Michael also has over two years of 

fabrication and wielding experience. Michael has received a welding certificate from Trinity 

Valley Community College, maintaining a 4.0 GPA, and is a journeyman welder with more than 

1,000 hours of welding experience. While incarcerated Michael has participated in a 10-week 

Financial Conduits class, and will graduate from the Prison Entrepreneurship Program in October 

of 2019. Additionally, he has worked for TCI to gain experience in the wielding trade. Prior to his 

incarceration, Michael worked as a support manager for Walmart where he gained valuable 

experience in marketing, and managing. 
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OPPORTUNITY   

Explanation:  
Barbecuing is a traditional way that friendly competitors, friends, and families are brought 

together.  Friends and families love to come together for birthdays, holidays and reunions. An 

average family barbeques several times a year. The opportunity lies with fabricating a smoker pit 

that a family will love to use,  will last due to its durability, and can be passed down to future 

generations. The Lone Star State is a mecca for competitive barbecue opportunities.  This market 

needs a sturdy BBQ pit that can be easily moved around… 

 

 Can I solve the problem given my skills and personality? 

 With prior experience in the fabricating and welding industry, I can provide a 

dependable, affordable, and a personalized smoker pit that families will love to use. 

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

quality? 

 I will be starting out on my own. I will fabricate smokers personally and market them 

at trades day events, barbeque competitions, and online. After the business begins to 

flourish, I will hire extra hands to meet the customer’s needs. 

 Will this venture require significant capital? 

 This business will require significant capital, but I believe the business plan is sound 

and it is a reasonable amount of investment. It will involve purchasing commercial 

grade equipment to prevent machine malfunction or breakdown.  

 Is the opportunity (activity and start date) consistent with potential parole restrictions? 

 As a business owner/operator, I will have the time and flexibility to meet the rigors of 

parole and do not believe parole restrictions will have any effect on my business. 

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

 I will start my business as a part-time venture on weekends. After fabricating a couple 

of smokers, I will then take them to trade3s day events and barbeque cook offs as a 

vendor. As the business starts to flourish, I will then transition the business to a full 

time ordeal. 

 

SOLUTION   

Explanation:  
We will offer barbecue aficionados a smoker pit that is durable, and if the customer wants, a 

custom smoker pit made to specifications. We will also offer a friendlier way to operate the smoker 

by using counter weights on the doors.  Our designs will appeal to families, barbecue competitors, 

and others that enjoy cooking outdoors on quality equipment. 

 

 What are the benefits that I am providing? 

 The quality of the work we will provide will amaze the customer. We will treat every 

order as if it was our own.  Our goal is to make sure that we execute according to the 

specific requests and details of the customers’ personalized order.  Every customer will 

take their smoker home with a smile on their face and feel that their barbecue dreams 

have been answered. 
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 Why can I do this better than another business (competitor)? 

 I will outdo my competition by offering a high quality customizable product. Holy 

Smokes will make sure that any order will be fabricated and delivered to the customer 

in a timely manner. We will pay close attention to detail so that our customers will 

always be satisfied with their Holy Smokes product. 

 

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

 I will deliver my products at trades day events and barbeque competitions as a vendor. 

I will also have logos on my vehicles, placed ads in the local paper, pass out flyers and 

have an online site. 

 Will my solution actually be profitable? 

 I will be a wise steward with our resources. The cost of a typical smoker is anywhere 

from $1500 to $4500 depending on certain aspects such as trailer, warmer box, gadgets, 

size, and more. The cost of material to fabricate a smoker is usually a third of the price 

it is sold for resulting in a nice profit. 

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

 I will begin my business in my shop at my house and take the products to trade day 

events and competitions as a vendor. As the business starts to expand, I will then open 

a store front. 

 Do I offer a guaranty or return policy? 

 I will offer a 100% satisfaction guarantee on all products with a lifetime warranty and 

return policy that offers a full refund. 

 

 

CUSTOMERS  

Explanation:  

Our targeted customers are middle class to upper class families who celebrate holidays, birthdays, 

and reunions; and spend their summers by bringing the family together for a barbeque.  

Additionally, barbecue competitors who see the value in a custom, well made product that can be 

easily moved around to events. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 Men and women alike barbeque. In addition, both men and women celebrate birthdays, 

holidays and many other things that bring families together.  Additionally, families and 

friends of all genders enjoy working together for competition barbecue events.  

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

 My idea customer’s age is approximately 25 to 60 years of age. 
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 Does my customer need to be married, single or does it matter? 

 Relationship status is irrelevant to the business, as single and married folks like to 

barbecue as well. However, middle-aged adults with children will be my primary target 

market. 

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

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

 Our products at Holy Smokes will appeal to a broad segment of the market.  

 

 

 

 

Income: 

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

 Smoker prices can vary anywhere from $1500 to $4500. That being said, I believe my 

targeted customers will be anywhere from middle-class to upper-class families who 

value quality workmanship and are willing to make an investment in a smoker that will 

last for generations. 

 

 

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 to market my product at trades day events, barbeque competitions and 

online. As the company flourishes, I will then open a storefront. 

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

 I will offer free delivery of products to my customers. They will have to seek the 

company online, through ads, or at events to place an order. 

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

suburb, or small rural community)? 

 My product will be able to be used in any suburb or rural neighborhood that has a yard 

for the smoker. 

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

over the city)? Time is money. 

 I will travel to trades day events and competitions to be a vendor in the East Texas 

region. My company will be stationed in Upshur County, but I will deliver anywhere. 

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

 I can find this customer easily because we will place ads in the paper, send out mailers, 

set up a website and social media and rely on word of mouth for our product. We will 

also display products at trade day events. 
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Other: 

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

 I can reach individuals and groups at trade show events and by placing ads in the 

newspaper. 

 

 

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

 Our company places strong attention to detail and perfection on the quality of our 

products. The customers will always be happy to return and to recommend Holy 

Smokes to their friends and family. 

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

 Once my company flourishes and I acquire a sponsor, I will then develop products to 

sell to retailers that will appeal to the public and can be marketed in a retail 

environment.   

 What industry is my customer in? 

 The outdoor industry.  Although Holy Smokes custom smoker’s main appeal is that they 

can be customized, I plan to eventually develop and sell a standard product to Academy 

Sporting Goods, Cabela’s, Bass Pro Shops, and Dicks’ Sporting Goods. 

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

 I would like to serve large sized businesses by the middle of the second year. 

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

 My customers will not require any special insurance. 

 Does my customer require 24/7 service? 

 My customers do not require 24/7 service.  

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

 Yes, I do have this capacity. 

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

company? 

 No, initially I will try to develop a contract with one company. As Holy Smokes begins 

to grow, I will sell to others as well. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price 

Their 

Advantages 

Their 

Disadvantages 
My Differentiators 

Lone star 

Grills 

Direct  Online  

Word of mouth  

Relationship 

with major 

chains 

High  Custom designed  

High durable  

Family oriented  

High price 

Low variety  

Custom smoker pit  

Ability to create a large 

selection of custom smokers 

and promote more efficiently 

through events. 

 

 

Home depot  Indirect  Ads 

Online 

Commercial 

Word of mouth 

Low Low price  

Marketing 

advantages 

low quality  

non-customized 

no variety 

Higher quality and custom 

designed smokers. Larger 

variety.  

Lang BBQ Direct  Online  

Word of mouth 

Average Custom design 

Average price 

Factory direct  

Variety of 

smokers  

Low marketing due 

to only being able to 

order online  

Promote more efficiently 

through trade day’s events 

and online. Locally oriented. 

Academy Indirect Ads 

Online  

Commercials 

Word of mouth  

Low  Low price  

Marketing 

advantages  

Low quality and 

durability  

No custom  

No variety  

Larger variety of customized 

smokers that are more 

durable and of a better 

quality. 
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EXTRAS   

External Extras: 

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

 Holy Smokes will establish a connection with a metal supplier in the area of our 

choosing. We will seek a wholesaler that can provide metal so that we save on costly 

retail fees.  

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

 I have access to a shop to manufacture the product. To market the smokers, I will attend 

trade day events, barbeque cook-offs, local rodeos, and high school sport games. We 

will also have a website and various social media marketing strategies. 

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

 We will not be the first to manufacture smokers in our area but we will be the first to 

formulate customized competition smokers in the East Texas region.   

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 We have several niches we are going to fill such as counter weights on smoker doors. 

We will also offer our customers the opportunity to order customized smokers.  

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

match initially? 

 We will construct each smoker in a timely manner maintaining high quality production 

of custom smokers and our customers will be happy with the end product. We will also 

offer free delivery on orders placed over $1,500.00. 

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

 I have a college vocation certificate in welding from Trinity Valley Community 

College. I also have several years in the welding industry and have fabricated several 

smokers in the past. We are a Christian organization and believe that we should give 

back to our community in various ways.  

 

 

MARKETING  

Message: 

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

your company? 

 We are certified welders dedicated to providing a quality product for barbecue 

aficionados. We are a company that will show a keen eye to detail and we are a 

Christian organization. 

 



 

Holy Smokes 
Michael I. 

9 

 What is your tag line? 

 Your BBQ prayers have been answered! 

 Is your message effective across different demographics? 

 Our message will be effective across many demographics. People will hear “Holy 

Smokes” and know they can rely on a high quality, durable product with amazing 

customer service. 

 Is your pricing consistent with the market for similar offerings? 

 Our prices are average in the industry.  We will offer smokers that will appeal to the 

general public as well as custom products. 

 Is your pricing consistent with the degree of personalization? 

 The type of product customers want will determine the price, but will not affect the 

quality.   Personalization options will be priced competitively. 

 

Media: 

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

 I will attend trade events and barbequing competitions where I will pass fliers and 

business cards. I will also set up a number of social media profiles for the business. 

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

using the types listed above? 

 I hope to interest at least 150 customers during the first year. 

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

 I hope to attain at least 5% of the customers we target. 

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

 Attending events cost time, fliers and business cards are relatively cheap, and social 

media and word of mouth are free.  

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

 Trade day events are where we will pass out business cards, fliers will be purchased 

monthly and designed to appeal to the potential customers at each event. 

 How will you collect customer reviews? 

 We will give every customer a paper ballot to review us, will request reviews on our 

social media, and will set up an email that will offer potential discounts.   

 
 
 



 

 

START-UP COST 

Owner's name

Company name

NAICS Business Classification

Sector (general classification)

Sub-sector (more specific classification)

Start-up Costs

Year 1

Assumption 4 - Total Uses

Non-Depreciable Costs

Paid or 

contributed 

in Month 1

marketing, business cards, fliers 200              

cell phone purchase 500              

car/truck down payment, if leased

permits

supplies, office & misc.

Welder 1,500           

Plasma cutter 3,000           

Gas 150              

Grinder 250              

Cash needed for start-up expenses 5,600           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 3,000           17,000             20,000         

company trailer 3,000           
computer, printer, fax 1,500           1,500           

-               
-               

-               

building/office deposit 750              N/A N/A
beginning cash balance 5,000           N/A N/A
Cash needed for start-up assets 13,250         17,000             21,500         

60                assumed life (months)

358              monthly depreciation

Total start up cost 35,850        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 10,000         28%

Vehicle loan and other equipment debt (see 

note 7 for financing) 17,000         47%

Startup financing, if applicable (for example 

Kiva loan) 2,000           6%

Outside equity investment, if applicable 6,850           19%

Total start up cost,

total sources 35,850         100%

Michael I.

Holy Smokes

332: Fabricated Metal Product Manufacturing

_31_33_Manufacturing

 
 



 

 

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 2,000.00     100% 4,000.00     100% 21,000.00   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 300.00        15% 800.00        20% 800.00        4%

cost 2 description 200.00        10% 400.00        10% 600.00        3%

cost 3 description 150.00        8% 200.00        5% 800.00        4%

cost 4 description 150.00        8% 200.00        5% 500.00        2%

Total variable costs 800.00        40% 1,600.00     40% 2,700.00     13%

Gross profit per unit - what you see on income statement 1,200.00     60% 2,400.00     60% 18,300.00   87%

 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 

Patio Smoker sold 3              3                 3            4            3                    2                 2            2            2                 2                 26            

Trailer Smoker sold 1                 2            2            1                    1                 2            2            1                   2                 2                 16            

Concession Smoker sold 1            1                 1                   3              

total revenue 6,000$     10,000$      14,000$ 37,000$ 10,000$         29,000$      12,000$ 12,000$ 25,000$        12,000$      12,000$      179,000$ 

total cost of sales 2,400$     4,000$        5,600$   9,100$   4,000$           5,900$        4,800$   4,800$   4,300$          4,800$        4,800$        54,500$   

total income statement gross profit (excludes owner labor) 3,600$     6,000$        8,400$   27,900$ 6,000$           23,100$      7,200$   7,200$   20,700$        7,200$        7,200$        124,500$ 

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 17,000$   principal, beginning 17,000     16,800        16,599   16,398   16,195           15,992        15,787   15,582   15,375          15,168        14,960        

Interest rate (example 8%) 5.5% interest expense 78            77               76          75          74                  73               72          71          70                 70               69               806          

Loan term (# of months) 72            principal payment (200)        (201)            (202)       (203)       (204)               (204)            (205)       (206)       (207)              (208)            (209)            (2,249)      

Monthly payment 278          principal, ending 16,800     16,599        16,398   16,195   15,992           15,787        15,582   15,375   15,168          14,960        14,751        

Start-up financing, see Start-up Costs sheet

Amount borrowed 2,000$     principal, beginning 2,000       1,923          1,845     1,767     1,688             1,609          1,529     1,449     1,368            1,287          1,205          

Interest rate (example 8%) 8.0% interest expense 13            13               12          12          11                  11               10          10          9                   9                 8                 118          

Payback period (# of months) 24            principal payment (77)          (78)              (78)         (79)         (79)                 (80)              (80)         (81)         (81)                (82)              (82)              (877)         

Grace period (months pay delay) principal, ending 1,923       1,845          1,767     1,688     1,609             1,529          1,449     1,368     1,287            1,205          1,123          

Monthly payment 90$          

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                 

avg hours each employee(s) worked per month, not in EOU above 105        105        105                105             105        105        105               105             105             

average per hour wage 14.00     14.00     14.00             14.00          14.00     14.00     14.00            14.00          14.00          

salary expense, exclduing payroll taxes -          -              1,470     1,470     1,470             1,470          1,470     1,470     1,470            1,470          1,470          13,230     

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 

2,000     

500        

2,000.00     

Pipe/Steel Plate

Track Torch

Gas Pipe Cutter

Concession Smoker

Standard Patio Smoker for residentual back yards. Custom Trailer Smoker for competetions Smoker and Concession Stand For fairs, events and 

etc.

Misc. Materials Misc. Materials

Concession Stand

2 3/8" Pipe

1/4" Steel Plate 26"Pipe

Trailer Materials

Cutting Saw

Trailer Smoker

1/4" Steel Plate

Michael I. dba Holy Smokes

Patio Smoker

26" Pipe 1/4" thickness

Misc.

Trailer materials

 



 

 

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

Patio Smoker 6 -         6,000     6,000     6,000      8,000     6,000     4,000     4,000     4,000     -         4,000      4,000      52,000       29%

Trailer Smoker 6 -         -         4,000     8,000      8,000     4,000     4,000     8,000     8,000     4,000      8,000      8,000      64,000       36%

Concession Smoker 6 -         -         -         -         21,000    -         21,000    -         -         21,000    -         -         63,000       35%

Total revenue -         6,000     10,000    14,000    37,000    10,000    29,000    12,000    12,000    25,000    12,000    12,000    179,000     100%

Cost of Goods Sold 2

Patio Smoker 6 -         2,400     2,400     2,400      3,200     2,400     1,600     1,600     1,600     -         1,600      1,600      20,800       12%

Trailer Smoker 6 -         -         1,600     3,200      3,200     1,600     1,600     3,200     3,200     1,600      3,200      3,200      25,600       14%

Concession Smoker 6 -         -         -         -         2,700     -         2,700     -         -         2,700      -         -         8,100         5%

Total COGS -         2,400     4,000     5,600      9,100     4,000     5,900     4,800     4,800     4,300      4,800      4,800      54,500       30%

Gross profit -         3,600     6,000     8,400      27,900    6,000     23,100    7,200     7,200     20,700    7,200      7,200      124,500     70%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         358        358        358        400        400        433        433        433        433        433        433        4,475         3%

Gasoline & fuels -         400        400        400        400        400        400        400        400        400        400        400        4,400         2%

Insurance - bonding -         -            0%

Insurance - vehicle -         200        200        200        200        200        200        200        200        200        200        200        2,200         1%

Interest - equip & start up 7 -         91          90          88          87          85          84          83          81          80          78          77          924           1%

Marketing 200        200        200        200        800           0%

Office - rent -         600        600        600        600        600        600        600        600        600        600        600        6,600         4%

Office - insurance -         150        150        150        150        150        150        150        150        150        150        150        1,650         1%

Office - telephone -         -            0%

Office - utilities -         -            0%

8 -         -         -         1,470      1,470     1,470     1,470     1,470     1,470     1,470      1,470      1,470      13,230       7%

Payroll taxes (9%) 6 & 8 -         -         -         132        132        132        132        132        132        132        132        132        1,191         1%

Permits -         -            0%

Supplies -         150        150        150        150        150        150        150        150        150        150        150        1,650         1%

Tax service -         -            0%

Telephone - cellular 500        100        100        100        100        100        100        100        100        100        100        100        1,600         1%

4,900     -         -         -         -         -         -         -         -         -         -         -         4,900         3%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 5,600     2,050     2,248     3,649      3,689     3,888     3,720     3,718     3,917     3,715      3,714      3,712      43,620       24%

Taxable profit (loss) 1 (5,600)    1,550     3,752     4,751      24,211    2,112     19,380    3,482     3,283     16,985    3,486      3,488      80,880       45%

Tax (expense) benefit 1 -         (7,694)    (6,536)    (5,990)     (20,220)      -11%

Owner's withdrawals 1 -         (1,500)    (2,000)    (3,000)     (6,000)    (2,000)    (6,000)    (3,000)    (2,000)    (4,000)     (3,000)     (3,000)     (35,500)      -20%

Net profit (loss) (5,600)    50          1,752     1,751      18,211    (7,582)    13,380    482        (5,253)    12,985    486        (5,502)     25,160       14%

Depreciation 3 -         358        358        358        400        400        433        433        433        433        433        433        4,475         

Equipment purchases 3 (25,250)   -         -         -         (2,500)    -         (2,000)    -         -         -         -         -         (29,750)      

Principle, equipment loan 7 17,000    (200)       (201)       (202)       (203)       (204)       (204)       (205)       (206)       (207)       (208)       (209)       14,751       

Repay debt financing 7 2,000     (77)         (78)         (78)         (79)         (79)         (80)         (80)         (81)         (81)         (82)         (82)         1,123         

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

Equity investor 3 6,850     -         -         -         -         -         -         -         -         -         -         -         6,850         

Net cash flow 5,000     132        1,832     1,830      15,830    (7,465)    11,530    630        (5,107)    13,130    630        (5,360)     32,609       

Cash, period start -         5,000     5,132     6,964      8,793     24,623    17,158    28,688    29,317    24,210    37,340    37,969    -            

Cash, period end 5,000     5,132     6,964     8,793      24,623    17,158    28,688    29,317    24,210    37,340    37,969    32,609    32,609       

Payroll - not owner and not in 

COGS

Michael I. dba Holy Smokes

Start-up expenses

 


