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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Every business needs a strong online 

presence in order to establish itself as a 

leader in its field.  

 Our purpose is to aid in the development of 

all online marketing endeavors. 

 I will offer Social media maintenance and 

SEO. 

Customers  Differentiators  Extras 

Our target customers will be local radio 

stations and broadcasting shows in the 

sports/entertainment industry. 

 I will be gathering marketing intelligence on 

my client’s behalf free of charge via social 

media. 

 I will be going to school to get my 

bachelor’s degree, and finding a job 

working as a market/sales manager to gain 

hands-on experience in this field. 

Marketing  Start-up Costs  Financials & Extras 
I will be utilizing speaking opportunities, 

hosting webinars, and speaking with 

business owners one-on-one asking for 

the opportunity to bid on their next 

project. 

 Owner investment - cash 24,000$  

Owner investment - equipment -         

Vehicle and/or equipment loan 3,000      

Start up financing 5,000      

Total start up costs: 32,000$   

 Sales: 341,500$  100%

COGS 62,500      18%

Gross profit 278,900    82%

Overhead 59,300      17%

Pretax income 219,500    64%

Tax expense 54,800      16%

Owner withdrawals 44,000      13%

Net income 120,600$  35%  

  Personal Fit   
I am very outgoing and open-minded by nature. I love connecting with and getting to know people. I am very inquisitive and always going out 

of my way to find solutions to problems that will help make people’s lives easier. 
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PERSONAL FIT   

My name is Avery W. I was born in Fort Wayne, Indiana on August 28, 1990. I have four sisters. 

My mother raised us on her own, and fell victim to drug abuse in my younger years which led 

me to the streets. At school, I focused all my energy on being “cool” which later led to being a 

criminal, because in my neighborhood, if you were not in a gang, you were nobody and a victim. 

I wanted to be a gangster.  

 

When I was 11, I was caught breaking into cars and stealing stereo equipment, and spent two 

weeks in juvenile for not giving up my friends. I came home on probation. I remember feeling so 

important, with everybody showing me love and praising me for taking my punishment like a 

man and not telling on my friends. I was convinced that the only way to get love, respect and 

approval in this world was to be the “bad guy,” an image reinforced in my mind by music, 

movies and interactions I had in life. I embraced the corruption. I was so angry and I did not 

know why. I came to the conclusion that the only way to overcome the anger was to be loved, 

and the only way to be loved was to be feared. Since then I have lived a life full of confusion, 

uncertainty, rage and pain. I have been to prison twice, first for unlawful possession of a firearm 

and now for aggravated assault.  

 

I have spent a total of eight years in prison. I now realize that my desire to be loved and to feel 

important stem from needs that were not met in my childhood, leaving a void in my heart that 

was the source of my anger and pain. I had embraced a belief system that had fueled the behavior 

I thought would meet my needs for so long that I had become a slave to it. I was trapped in a 

cycle of confusion but pain and my lack of self-awareness and knowledge kept me from seeing 

the problem. I am finally able to admit that everything I believed in was a lie. Understanding the 

truth about manhood and my childhood wounds was the key that set me free. I have renounced 

all forms of criminal activity. I am committed to establishing a positive reputation, increasing my 

competence and furthering my education. 

 

I know I have the drive and ambition it takes to succeed in business. I actively seek opportunities 

to gain trust and relish the idea of starting from the ground up to earn it. I have the courage to 

take bold steps and the drive to achieve goals. I am decisive, have strong organizational skills, 

set high standards and have a strong work ethic. I understand complex issues and can solve 

problems creatively, and I am a real go getter. I will be released by October 10, 2021, and intend 

to gain work experience and knowledge of my industry in the Houston area before starting my 

business.  

          

Avery W. is the founder and owner of Hyper-Active Marketing, overseeing all functions of the 

business including material ordering, sales and marketing, customer satisfaction and general 

management. Avery’s passion, sales and people skills will enable him to drive the company’s 

success. Avery brings more than two years of experience in sales, along with a high level of 

passion, confidence, enthusiasm and a strong work ethic to this part-time venture.  

 

Avery has completed classes and programs in cognitive intervention, brick laying/ stone masonry 

vocational, construction fundamentals, OSHA 10, Quest for Authentic Manhood, Peer Health 

Education class, and the Somebody Cares discharge program.       
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OPPORTUNITY   

Explanation: 

Most business owners and influential figures main focal point is on running their business and do 

not consider marketing to be a priority, even though marketing is essential to growing a business. 

Every business needs a strong online presence, and cultivating an online following and achieving 

explosive customer growth can be a major obstacle to overcome. 

 

 Can I solve the problem given my skills and personality? 

 I have over 12 years’ experience in managing social platforms, creating content, and 

stimulating online activity. I also have over four years’ experience in creative writing. 

I know exactly what it takes to connect with a target audience and build a loyal 

customer\fan base. 

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

quality? 

 At the start of this venture, I will be on my own. However, once I attain a minimum 

of six clients, I will need to hire a team of hourly employees to assist with marketing 

research, demographic studies, analytics, and managing accounts. We will maintain 

high quality at all costs. 

 Will this venture require significant capital? 

 The startup cost for this venture will be relatively low. The bulk of our capital will be 

commercial grade equipment to ensure that we provide the highest caliber of service 

for our clients. 

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

 The venture I am pursuing will not conflict with my parole restrictions. There are no 

moral or ethical reasons for me not to partake in this industry. 

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

 This will start out as a part-time venture until we gain sufficient traction and build a 

list off clientele large enough to warrant a transition into a full-time venture. 

 
 

SOLUTION   

Explanation: 

An inbound marketing service. We relieve the burden of managing an online marketing 

campaign and keeping track of the value of your marketing dollars via customer acquisition. We 

manage your website, all social media accounts influencer programs, ecommerce strategies, and 

customer engagement efforts leaving you time to focus on doing what you love most, running 

your business and spending time with your family. 

 

 What are the benefits that I am providing? 

 We alleviate the hassle of marketing research, demographic studies, and devising 

marketing strategies. We cultivate a strong online presence and develop a brand story 

your target audience can relate to, and we manage the frustrations of analytics, 

examining trends, and the logistics of the online world. 
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 Why can I do this better than another business (competitor)? 

 My passion will make all the difference. With the combination of our knowledge, 

prior experience, and the time and effort we are willing to put into helping your 

business grow and attain more success our competitors well have to revise their 

definition of “customer satisfaction.” 

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

 We will be networking extensively going business to business speaking with owners 

about their current marketing efforts, and explaining the benefits of them using our 

services. Also, we will be utilizing the same inbound marketing services that we offer 

our clients. One of our main focuses will be webinars designed to educate business 

owners and influencers on the importance of inbound marketing while simultaneously 

displaying our expertise on the subject. 

 Will my solution actually be profitable? 

 By properly evaluating the marketing needs of my clients, I can assure that the 

services I provide will be profitable. 

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

 Because the bulk of our work well be online, an actual storefront well not be 

necessary. However, once I begin to hire employees, I will need to acquire a suite for 

my staff to work from for the sake of communication and team building within our 

organization. 

 Do I offer a guaranty or return policy? 

 During our initial evaluation, if I do not see how the services we provide will be 

beneficial, I will not take them on as a client. If however, we do accept a client, I do 

guarantee to optimize their marketing dollar. 

 
 

CUSTOMERS  

Explanation:  

Our targeted clientele will be influential figures and mid-sized business owners that outsource 

their marketing. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 My services are designed to appeal to public\influential figures and entrepreneurs, 

gender makes no difference. 

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

 My ideal clients’ age is 18-55. 

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

 It makes no difference if my clients are single or married. 

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

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

 I am appealing to an entrepreneurial need to socialize and get the word out about their 

brand to their target audience. 
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Income: 

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

 The majority of my clients will be in the middle class. 

 

 

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 sell to my clients at their place of business and online. 

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

 I will be going business to business to pitch to prospective clients, while at the same 

time I expect clients to approach me via the internet due to my marketing efforts. 

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

suburb, or small rural community)? 

 Most of my clients will likely be living in the suburbs. 

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

over the city)? Time is money. 

 Due to my services being online, my clients can live all over the continent while still 

being able to benefit from our services. 

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

 My marketing efforts will be designed to bring in clients one at a time, but we will 

also encourage our clients to provide referrals on our behalf. 

 

 

Other: 

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

individually? 

 It will be easier to obtain my clients one at a time due to our evaluation process. 

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

 Marketing consists of an ongoing relationship with our clients. We will establish a 

monthly payment plan and aim for client relationships to last anywhere from one to 

four years. 

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

 I am selling my services to business owners. The structure of business they own 

makes no difference to me. 

 What industry is my customer in? 

 My clients are entrepreneurs and will be in many different industries. 

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

 I want to serve mid-sized companies with multiple locations. 

 Will my service require special insurance coverage (construction bonding, liability 

insurance)? 

 My service will not require special insurance.  
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 Does my customer require 24/7 service? 

 This will be on a case by case basis, depending on the type of businesses my clients 

run. 

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

 Our evaluation process will determine if we are suited to meet the needs of potential 

clients. 

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

company? 

 I will only be serving mid-sized companies leaving me the freedom to pursue 

multiple clients. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Over the Top 

SEO  

Direct Targeting blogs, 

and publicity. 

$50,000-

$150,000 

annually 

They have enough 

buying power to 

successfully 

marketing. 

They’re solely 

reliant on the size of 

the bud get and 

cannot adequately 

market without a lot 

of money.  

Bootstrap is my middle name 

and my focus is on businesses 

with smaller budgets because 

it allows us to keep our 

guerrilla style and creativity at 

all times.   

 

Fair 

Marketing 

Inc. 

Indirect SEC, publicity, 

media, pod 

casts. 

$1M-$2.5M 

annually 

Mega-brand, a lot 

of notoriety, a firm 

and secure position 

in the industry.  

Sole focus is on 

serving large 

corporations and 

celebrities. Too big 

to fill niche market.  

I am the perfect size company 

and will be able to pay 

attention to details and niche 

marketing.  

 

 

Regex SEO Direct Magazine 

articles, and 

Targeting blogs.  

$25,000-

$100,000 

annually  

They are an 

established and 

reputable firm that 

focus on multiple 

traction channels.  

Their methods are 

traditional and they 

tend to bombard 

target audiences 

with “buy now” 

pressure tactics 

which sometimes 

can rub an audience 

the wrong way. 

We create quality content that 

will catch the attention of your 

core audience, and shape your 

brand story in a way that 

builds relationships with 

customers and entices them to 

keep coming back to your site. 

Trail blazer 

SEO 

Indirect Existing 

platforms and 

unconventional 

PR. 

$250,000-

$1M 

annually 

They design web 

pages and 

specialize in 

search engine 

optimization.  

Their focus is 

primarily on SEO. 

They do not pay 

enough attention to 

other traction 

channels. 

I plan to broaden my focus in 

order to secure more clients 

and offer a wider scope of 

services. Thus satisfying the 

small business owners. 



 

Hyper-Active Marketing 
Avery W. 

8 

EXTRAS   

External Extras: 

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

 I do not have a connection with a supplier in my industry. 

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

 I do not have access to a favorable location, and due to the fact that I am offering 

online services. I will not need one. 

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

 We will be the first marketing firm to conduct marketing reason, manage social media 

accounts, and design advertising campaigns. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 We conduct your marketing research, design your advertising campaign, and manage 

your social media. 

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

match initially? 

 I will be able to cater to the time slots your schedule permits. 

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

 The energy, passion, focus, and ambition that I channel into my work is my 

differentiator. I am hungry for your success because your success equals my success 

and the quality of job I do for your company demonstrates the validity of my abilities. 

 
 

MARKETING  

Message: 

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

about your company? 

 We are a fun, positive, and very outgoing firm. We offer sales and marketing 

services, and we are very active, energetic, and engaging. 

 What is your tagline? 

 “Where there is success, there is hyper-active activity.” 

 Is your message effective across different demographics? 

 The name Hyper-Active Marketing rings the same bells in all walks of life. It sends 

off good vibes and communicates exactly what we stand for. 

 Is your pricing consistent with the market for similar offerings? 

 Our pricing may or may not be beat. However, the overall effectiveness of our 

execution at the prices we charge shall be second to none. 

 Is your pricing consistent with the degree of personalization? 

 It is not about the size of the dog in the fight. It is about the size of the fight in the 

dog, and the fight that we place at your disposal is priceless. So the bang that you get 

for your buck with us is something you will not get anywhere else. 
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Media: 

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

 I will be utilizing speaking opportunities, hosting webinars, and speaking with 

business owners one-on-one asking for the opportunity to bid on their next project or 

event. 

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

using the types listed above? 

 My goal will be to reach a minimum of 60 ideal customers a month. 

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

 I will be satisfied with a 3 percent conversion rate. 

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

 The most expensive part of our marketing strategy will be buying our business cards 

to hand out. $20 for a 1000 cards at vista print.  

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

 I estimate 1,000 business cards should last at least one year. 

 How will you collect customer reviews? 

 We will be collecting customer reviews through social media and thumbtack. 

 



 

 

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 3,000           

cell phone purchase 600              

car/truck down payment, if leased

permits 200              

supplies, office & misc. 1,400           

Cash needed for start-up expenses 5,200           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 1,000           3,000               4,000           

company trailer
computer, printer, fax 2,900           2,900           

-               
-               
-               

building/office deposit 1,600           N/A N/A
beginning cash balance 18,300         N/A N/A
Cash needed for start-up assets 23,800         3,000               6,900           

60                assumed life (months)

115              monthly depreciation

Total start up cost 32,000        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 24,000         75%

Vehicle loan and other equipment debt (see 

note 7 for financing) 3,000           9%

Startup financing, if applicable (for example 

Kiva loan) 5,000           16%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 32,000         100%

Avery W.

Hyper-Active Marketing

519: Other Information Services
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FINANCIALS 

EOU, Financing, and Payroll Assumptions

Year 1

Assumption 6 - Revenue Model (Economics of One Unit)

Product 1 Product 2 Product 3

Product name

Product description

Price per unit 5,000.00   100% 250.00     100% 1,000.00   100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. -           0% 5.00         30.00                   150.00     60% -           0%

Non-owner payroll tax 9.0% -           0% 13.50       5% -           0%

cost 1 description 1,000.00   20% 0% 0%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 1,000.00   20% 163.50     65% -           0%

Gross profit per unit - what you see on income statement 4,000.00   80% 86.50       35% 1,000.00   100%

 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 

website optimization sold 3                                       2               3              5              5                          5              6              7              7                        7               7               57              

Social Media Marketing sold 1                                       2               3              2              2                          2              2              5              5                        5               5               34              

Hosting and maintainance sold 2                                       3               3              5              5                          5              5              5              5                        5               5               48              

total revenue 17,250$                            13,500$    18,750$   30,500$   30,500$               30,500$   35,500$   41,250$   41,250$             41,250$    41,250$    341,500$   

total cost of sales 3,164$                              2,327$      3,491$     5,327$     5,327$                 5,327$     6,327$     7,818$     7,818$               7,818$      7,818$      62,559$     

total income statement gross profit (excludes owner labor) 14,087$                            11,173$    15,260$   25,173$   25,173$               25,173$   29,173$   33,433$   33,433$             33,433$    33,433$    278,941$   

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 3,000$     principal, beginning 3,000                                2,926        2,851       2,776       2,701                   2,625       2,548       2,471       2,394                 2,316        2,237        

Interest rate (example 8%) 8.0% interest expense 20                                     20             19            19            18                        17            17            16            16                      15             15             192            

Loan term (# of months) 36            principal payment (74)                                    (75)           (75)          (75)          (76)                       (77)          (77)          (78)          (78)                     (79)           (79)           (842)           

Monthly payment 94            principal, ending 2,926                                2,851        2,776       2,701       2,625                   2,548       2,471       2,394       2,316                 2,237        2,158        

Start-up financing, see Start-up Costs sheet

Amount borrowed 5,000$     principal, beginning 5,000                                4,807        4,613       4,418       4,221                   4,023       3,824       3,623       3,421                 3,218        3,013        

Interest rate (example 8%) 8.0% interest expense 33                                     32             31            29            28                        27            25            24            23                      21             20             295            

Payback period (# of months) 24            principal payment (193)                                  (194)         (195)        (197)        (198)                     (199)        (201)        (202)        (203)                   (205)         (206)         (2,193)        

Grace period (months pay delay) principal, ending 4,807                                4,613        4,418       4,221       4,023                   3,824       3,623       3,421       3,218                 3,013        2,807        

Monthly payment 226$        

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 80                                     80             80            80            80                        80            80            80            80                      80             80             

average per hour wage $12 $12 $12 $12 12.00                   12.00       12.00       12.00       12.00                 12.00        12.00        

salary expense, exclduing payroll taxes 960                                   960           960          960          960                      960          960          960          960                    960           960           10,560       

Assumption 9 - Equipment Purchases, after start-up
Description  Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

Avery W. dba Hyper-Active Marketing

website optimization

Direct Labor

Hosting and maintainance
We will  improve the digital awareness of  businesses by optimizing their website create an aggressive social media presence through facebook, 

instagram, google, and similar

provide websites access to the world wide web by providing 

space on a server and provide tech support and maintainance

Social Media Marketing

 



 

 

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

website optimization 6 -         15,000    10,000    15,000    25,000    25,000    25,000    30,000    35,000    35,000    35,000    35,000    285,000     83%

Social Media Marketing 6 -         250        500        750        500        500        500        500        1,250     1,250      1,250      1,250      8,500         2%

Hosting and maintainance 6 -         2,000     3,000     3,000      5,000     5,000     5,000     5,000     5,000     5,000      5,000      5,000      48,000       14%

Total revenue -         17,250    13,500    18,750    30,500    30,500    30,500    35,500    41,250    41,250    41,250    41,250    341,500     100%

Cost of Goods Sold 2

website optimization 6 -         3,000     2,000     3,000      5,000     5,000     5,000     6,000     7,000     7,000      7,000      7,000      57,000       17%

Social Media Marketing 6 -         164        327        491        327        327        327        327        818        818        818        818        5,559         2%

Hosting and maintainance 6 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Total COGS -         3,164     2,327     3,491      5,327     5,327     5,327     6,327     7,818     7,818      7,818      7,818      62,559       18%

Gross profit -         14,087    11,173    15,260    25,173    25,173    25,173    29,173    33,433    33,433    33,433    33,433    278,941     82%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         115        115        115        115        115        115        115        115        115        115        115        1,265         0%

Gasoline & fuels -         100        100        100        100        100        100        100        100        100        100        100        1,100         0%

Insurance - bonding -         -            0%

Insurance - vehicle -         120        120        120        120        120        120        120        120        120        120        120        1,320         0%

Interest - equip & start up 7 -         53          52          50          48          46          44          42          41          39          37          35          487           0%

Marketing 3,000     1,000     1,000     1,000     1,000      7,000         2%

Office - rent -         2,500     2,500     2,500      2,500     2,500     2,500     2,500     2,500     2,500      2,500      2,500      27,500       8%

Office - insurance -         150        150        150        150        150        150        150        150        150        150        150        1,650         0%

Office - telephone -         50          50          50          50          50          50          50          50          50          50          50          550           0%

Office - utilities -         200        200        200        200        200        200        200        200        200        200        200        2,200         1%

8 -         960        960        960        960        960        960        960        960        960        960        960        10,560       3%

Payroll taxes (9%) 6 & 8 -         86          86          86          86          86          86          86          86          86          86          86          950           0%

Permits 200        200           0%

Supplies 1,400     250        250        250        250        2,400         1%

Tax service -         500        500           0%

Telephone - cellular 600        100        100        100        100        100        100        100        100        100        100        100        1,700         0%

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

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 5,200     4,435     5,683     4,431      4,429     5,678     4,426     4,424     5,672     4,420      4,418      6,166      59,382       17%

Taxable profit (loss) 1 (5,200)    9,652     5,490     10,828    20,744    19,495    20,747    24,749    27,760    29,012    29,014    27,266    219,559     64%

Tax (expense) benefit 1 (2,485)    (12,767)   (18,314)   (21,323)   (54,890)      -16%

Owner's withdrawals 1 -         (4,000)    (4,000)    (4,000)     (4,000)    (4,000)    (4,000)    (4,000)    (4,000)    (4,000)     (4,000)     (4,000)     (44,000)      -13%

Net profit (loss) (5,200)    5,652     (995)       6,828      16,744    2,729     16,747    20,749    5,446     25,012    25,014    1,943      120,669     35%

Depreciation 3 -         115        115        115        115        115        115        115        115        115        115        115        1,265         

Equipment purchases 3 (8,500)    -         -         -         -         -         -         -         -         -         -         -         (8,500)        

Principle, equipment loan 7 3,000     (74)         (75)         (75)         (75)         (76)         (77)         (77)         (78)         (78)         (79)         (79)         2,158         

Repay debt financing 7 5,000     (193)       (194)       (195)       (197)       (198)       (199)       (201)       (202)       (203)       (205)       (206)       2,807         

Owner contribution 3 24,000    -         -         -         -         -         -         -         -         -         -         -         24,000       

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

Net cash flow 18,300    5,500     (1,149)    6,673      16,586    2,570     16,586    20,586    5,282     24,846    24,846    1,773      142,399     

Cash, period start -         18,300    23,800    22,651    29,324    45,910    48,480    65,066    85,653    90,935    115,781  140,627  -            

Cash, period end 18,300    23,800    22,651    29,324    45,910    48,480    65,066    85,653    90,935    115,781  140,627  142,399  142,399     

Avery W. dba Hyper-Active Marketing

Start-up expenses

Payroll - not owner and not in 
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