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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
The cabinetmaking industry has a great 

potential profit margin and a large 

potential customer base. There is a strong 

market for consumers who want 

customized products that are original and 

have exceptional quality.  

 Our products and services are based around 

the cabinet making and woodworking trade. 

We offer kitchen cabinets, other case 

construction, various tables, nightstands, 

shelving, decks, and crown molding. 

 Our strengths are rooted in offering an 

ability to purchase quality custom products 

at a fair market value. 

Customers  Differentiators  Extras 

The market is filled with people who are 

looking to remodel their kitchens, new 

home construction looking for new 

custom cabinetry, and individuals looking 

for personal functional cabinets and other 

originally designed specialty items. 

 Our innovative and artistic ideas of using a 

blend of wood, glass, metal, leather, and 

lighting to create an original design, not being 

used by other competitors, will help establish 

our name as a premium brand. 

 I have a degree in cabinetmaking and a 

degree in business management. I also 

have connections with industry 

professionals. 

Marketing  Start-up Costs  Financials & Extras 
Our key to success will be getting our 

name out there and creating a positive 

association with that name. We will use 

social media sites such as Facebook, 

Nextdoor, Instagram, and Etsy. 

 Owner investment - cash 4,000$    

Owner investment - equipment -         

Vehicle and/or equipment loan 6,000      

Start up financing 10,000    

Total start up costs: 20,000$   

 Sales: 269,400$  100%

COGS 59,800      22%

Gross profit 209,600    78%

Overhead 41,100      15%

Pretax income 168,400    63%

Tax expense 42,100      16%

Owner withdrawals 41,000      15%

Net income 85,300$    32%  

  Personal Fit   
I have the desire to transform vision into reality. I create products that balance function with design, and necessity with art. I not only think 

outside the box but believe there is no box. I have a strong sense of protecting our community and our environment, as well as providing safe 

products for our customers, made in a manner that is safe to our employees. I have a desire and willingness to take my vision and create 

something profitable and positive. 
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PERSONAL FIT   

My name is Michael M. I was born May 14, 1977 in Dallas, Texas. I was raised by a mother and 

father who tried their hardest to provide a good life for my sister and me. I tried to impress my 

parents throughout school with good grades, but the unstable household created due to alcohol 

and drugs played a huge factor. The last grade I attended was the 11th grade due to my 

experimentation with drugs. I would later start working at Subway and finally buy a car that 

would result in more rebellious acts that would later have consequences.  

 

I began hanging around the wrong crowd, feeling that these “friends” were like me and 

understood my pain. I attempted to ease this pain with excessive drug and alcohol use. This 

resulted in me going in and out of jail. I am currently incarcerated for the charge of manslaughter 

that resulted from being involved in a tragic car accident that lead to the death of another person. 

I was sentenced to 10 years in TCDJ and currently have less than two years remaining. 

 

All of my arrest and crimes have been drug and alcohol related. I have been sober now for more 

than eight years and I can now see clearly that the bad choices and decisions that I made were 

because of my addictions. Now I have become a man who despises drugs and the destruction 

they cause. The things that I have learned from my incarceration are expansive. I have used this 

time to do everything possible to better myself. I have learned that in such a dark, bleak place, 

such as prison hope is almost essential to survival. Hope is fueled by optimism. So I try to see 

the optimistic perspective in everything. God granted me a little understanding when he revealed 

the meaning of Romans 8:28, that all of this works for my good because I love Him and am 

called according to His purpose. Through my incarceration I have also learned that change is 

possible, because I have truly changed. I have gone from an impulsive and irresponsible person 

who chose to follow the wrong friends to a responsible, hardworking, reliable and moral person 

who no longer follows negative influences, but instead leads others to change their negative 

ways. 

 

I was a person who was unlearned and lacked understanding and concern for others. Now I have 

the knowledge, wisdom, and understanding to foresee problems and do something about them. I 

have developed a strong sense of empathy and a strong desire to help others. I went from a 

person who thought he knew it all to a person who wants to learn everything I can. 

 

I am an innovative and creative person with a strong artistic sense. I have the desire to create 

vision into reality. To create products that balance function with design and necessity with art I 

not only think outside the box, but I believe there is no box. I am able to overcome adversity 

when faced with hard situations. I value hard work, and work hard myself. I am dedicated to 

achieving goals and cannot rest until they are satisfied. I have a desire and willingness to take my 

vision and create something profitable and positive. I will be released to Dallas during the month 

of August, 2021. 

 

Michael M. is founder and owner of WoodWerks. Michael will be responsible for overseeing all 

functions of the business including sales, marketing, production, quality assurance and general 

management of the company. Michael brings more than 10 years of construction and carpentry 

experience.  
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Michael recently graduated from Lee College in 2018, obtaining two associate degrees, one in 

business management and the other in cabinetmaking. He has also received his NCCER 

Construction Certification. In the last few years, Michael has earned on-the-job training 

certificates for warehouseman, forklift operator, shipping and receiving clerk, and quality 

assurance technician.     

  

 
 

OPPORTUNITY   

Explanation: 

The market is filled with people who are looking to better their homes, new homes construction 

needing new custom cabinetry, and people needing new cabinets while remodeling their 

kitchens.  

 

 Can I solve the problem given my skills and personality? 

 I have five years of experience in carpentry and cabinet making. I also have an 

associate degree in cabinet making and another degree in business management.     

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

quality? 

 I will design the cabinets myself, but I will need a few well trained employees to help 

build and install our products. 

 Will this venture require significant capital? 

 It will take a year to save the start-up capital and acquire the tools I need to do quality 

work. I plan to have everything in order before I launch the business in order to help 

ensure its success. 

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

 This will not interfere with my parole obligations. 

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

 This will begin as a part-time operation and will later become a full-time venture. 

Start-up capital will be slowly raised by working under other experienced cabinet 

makers. I will be saving sweat equity while learning the ropes of the industry and 

contacts in the business.  

 
 

SOLUTION   

Explanation: 

We offer custom designed, built, and installed cabinets. My employees and I are well trained and 

have the creative ability to turn your dream kitchen into a reality. 

 

 What are the benefits that I am providing? 

 We offer our customers the opportunity to add value to their homes, yards, and 

businesses and they will love the blend and function and design we offer. 
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 Why can I do this better than another business (competitor)? 

 Our competitive edge comes from providing products that will be built to customers’ 

wants and needs with options of other customizations such as glass, leather and 

lighting. 

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

 We will focus on understanding our customers desires and work with them through 

each step of the process to ensure they are satisfied with the finished products. 

 Will my solution actually be profitable? 

 Yes, our cost is around three times less than our selling price. The average pricing of 

a large contract will be $6,000-$20,000 at an average of $13,000 with a raw material 

cost of around $3,000. 

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

 I will use my garage as a workshop to perform basic manufacturing and storage of 

materials. 

 Do I offer a guaranty or return policy? 

 We will offer a five-year warranty on all of our products.  

 
 

CUSTOMERS  

Explanation:  

My market analysis consists of a variety of demographics. In the beginning of our growth, after 

we gain a solid foothold in the variety of market segments we operate in, we expect our 

percentage of sales to be largely based on: 

 Contracts with new housing developments                                  25% 

 Specialty items for high-level income                                          25% 

 Remodeling projects for middle aged mid-level income              20% 

 Businesses remodeling, adding value to business                        15% 

 Remodeling projects for seniors retired, adding value to home   15% 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 The variety of our products allows us to appeal to a large amount of different market 

segments. This will give us a wide range of various different customers who are both 

men and women. 

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

 Many people of all different ages will buy our products and the services we offer with 

them. Our ideal customers are in the age group of 25-65. 

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

 It does not matter if my customers are married or single. 
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 What aspect of my ideal customer am I appealing to (outdoors person, health conscious, 

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

 Our customers will be educated consumers who seek to find quality products that 

meet their needs and artistic appeal. They know what they are looking for and want a 

customized original design. Many will be aware of the impact business can have on 

the environment and seek products from businesses that are environmentally 

conscious. 

 

Income: 

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

 We strive to appeal to artistic minded, creative customers with mid- to high-level 

income. 

 

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 getting our name out there, and create a positive association with that 

name. 

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

 We will go to the customer’s home to fulfill most of our services. 

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

suburb, or small rural community)? 

 My company will provide its products and services to anyone in need, but we focus 

on where new housing is being built and where remodeling is occurring. 

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

over the city)? Time is money. 

 We will usually try to stay within a 50-mile radius. We will also seek to expand to 

other locations with new housing growth in Texas as we continue to mature. 

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

 The new housing industry is the hardest market to enter because most niches are 

already being filled. We will have to enter that segment by strategic relationships with 

industry leaders.  

 

Other: 

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

individually? 

 We will use flyers and pamphlets and will also keep a strong E-commerce and Web 

presence using social media marketing to gain product awareness. We will also rely 

on word-of-mouth and referrals to gain new business. 

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

 Because we provide a long lasting, beautiful product with artistic appeal and function, 

our customers will refer us to their friends and family members. This will allow us to 

gain new prospective customers based on prior customer satisfaction. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Home Depot Indirect Traditional 

Media.  

Low Many locations. 

Well known. 

Low Prices.  

Cheap, standardized, 

do-it-yourself 

cabinetry.  

Wide variety of customized 

products using original 

designs and creative function. 

Excellent product at a fair 

price.   

 

Lowes Indirect Traditional 

Media.  

Low Many Locations. 

Household name. 

Low prices. 

Cheap, standardized, 

do-it-yourself 

cabinetry. 

Wide variety of customized 

products using original 

designs and creative function. 

Excellent product at a fair 

price. 

 

Precision 

Cabinetmaking 

Direct  Traditional word 

of mouth. 

Average Well known in our 

area. Caters to our 

same target 

customer. 

Poor customer 

service. 

Poor reviews and 

ratings.  

Strong Web Presence. 

Web Page Photo Gallery. 

Great reviews on ratings 

Websites allows us to gain a 

competitive edge based on 

customer satisfaction.  

Cabrini’s Fine 

Custom 

Cabinetry. 

Direct Traditional 

media. 

Word of mouth. 

High Excellent Work. 

Caters to our same 

demographic. 

High prices. 

No website. 

With our personalized 

ordering process we will 

allow customers to gain 

insight and information on the 

products and easily convey 

their wants and needs to our 

web page.  
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EXTRAS   

External Extras: 

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

 We will establish an excellent strategic business relationship with all suppliers. We 

will find vendors that are willing to offer quality materials at reasonable prices, and 

we will pay them promptly seeking to remain low on liabilities.  

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

 I plan to open business in north Dallas. I have a house that has a detached garage 

which I plan to use as a work shop while slowly buying all my tools and equipment.  

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

 The main competition is centered on cabinetry only. Our innovative and artistic ideas 

of using a blend of wood, leather, glass, metal, and lighting will help establish our 

name as a premium brand.  

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 We plan to compete by using a wide variety of customized products using original 

designs and creative function not found in other businesses.  

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

match initially? 

 Our custom designs will range from intricate hand-tooled leather overlays, glass 

shelving and tabletops, artistic carving, and built in lighting to provide ambience. We 

seek to blend the customer’s needs and function of the product with design and 

artistic beauty. 

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

 I am an innovative and creative owner with a strong artistic sense. I have a good 

grasp on the business concepts of marketing and financing. I also have experience in 

accounting and office management, as well as experience in construction and 

warehouse inventory management. I have obtained two associate degrees. One of 

them in cabinetmaking and the other in business management. I am empathetic and 

constantly remaining aware of any opportunities to make a positive impact on the 

community.   

 
 

MARKETING  

Message: 

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

about your company? 

 Our company name says that we work with wood, make cabinets, and do custom 

work. 

 What is your tagline? 

 Our tagline is “Good works comin’ out the WoodWerks.”  
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 Is your message effective across different demographics? 

 A wide range of different customers will recognize our name that is known for 

quality, innovation, originality, and beauty. 

 Is your pricing consistent with the market for similar offerings? 

 The pricing strategy we provide will be set on providing an excellent product at a fair 

price appealing to a wide range of customer income levels. 

 Is your pricing consistent with the degree of personalization? 

 We never want to sacrifice quality for profit. We strive to find a balance of using 

quality raw materials without increasing overhead so much that our prices are too 

high. 

 

Media: 

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

 We will be advertising our business through Facebook, fliers, and word of mouth. 

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

using the types listed above? 

 We will strive to reach a minimum of 200 people each month using these methods. 

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

 We look forward to doing business with at least 2% of people who we have reached 

through the advertising. 

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

 Community Facebook is free, fliers will cost $150, and word of mouth is priceless.  

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

 Printing the fliers will be a recurring cost that will be every three months. 

 How will you collect customer reviews? 

 We will direct our customers to review sites such as Yelp, Angie’s list, and 

Thumbtack. We will also offer incentives to complete the reviews and give us 

referrals.  

 

 
 
 



 

 

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 200              

car/truck down payment, if leased

permits

supplies, office & misc. 200              

Website 600              

Cash needed for start-up expenses 1,500           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 2,000           6,000               8,000           

company trailer
computer, printer, fax 500              500              

equipment/tools 5,000           5,000           
-               

-               
building/office deposit N/A N/A

beginning cash balance 5,000           N/A N/A
Cash needed for start-up assets 12,500         6,000               13,500         

60                assumed life (months)

225              monthly depreciation

Total start up cost 20,000        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 4,000           20%

Vehicle loan and other equipment debt (see 

note 7 for financing) 6,000           30%

Startup financing, if applicable (for example 

Kiva loan) 10,000         50%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 20,000         100%

Michael P. M.

WoodWerks

321: Wood 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 13,000.00   100% 400.00    100% 0%

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 3,000.00     23% 50.00      13% 0%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 3,000.00     23% 50.00      13% -           0%

Gross profit per unit - what you see on income statement 10,000.00   77% 350.00    88% -           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 

kitchen cabinets sold 1              1                 2             2             2                     2             1             2             2              2              2              19             

specialty item sold 2              4                 4             5             6                     5             6             7             7              5              5              56             

 sold -            

total revenue 13,800$   14,600$      27,600$  28,000$  28,400$          28,000$  15,400$  28,800$  28,800$   28,000$   28,000$   269,400$  

total cost of sales 3,100$     3,200$        6,200$    6,250$    6,300$            6,250$    3,300$    6,350$    6,350$     6,250$     6,250$     59,800$    

total income statement gross profit (excludes owner labor) 10,700$   11,400$      21,400$  21,750$  22,100$          21,750$  12,100$  22,450$  22,450$   21,750$   21,750$   209,600$  

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 6,000$     principal, beginning 6,000       5,852          5,703      5,553      5,402              5,250      5,097      4,943      4,788       4,632       4,475       

Interest rate (example 8%) 8.0% interest expense 40            39               38           37           36                   35           34           33           32            31            30            385           

Loan term (# of months) 36            principal payment (148)        (149)            (150)        (151)        (152)                (153)        (154)        (155)        (156)         (157)         (158)         (1,684)       

Monthly payment 188          principal, ending 5,852       5,703          5,553      5,402      5,250              5,097      4,943      4,788      4,632       4,475       4,316       

Start-up financing, see Start-up Costs sheet

Amount borrowed 10,000$   principal, beginning 10,000     9,753          9,505      9,255      9,003              8,750      8,495      8,238      7,980       7,720       7,458       

Interest rate (example 8%) 8.0% interest expense 67            65               63           62           60                   58           57           55           53            51            50            641           

Payback period (# of months) 36            principal payment (247)        (248)            (250)        (252)        (253)                (255)        (257)        (258)        (260)         (262)         (264)         (2,806)       

Grace period (months pay delay) -           principal, ending 9,753       9,505          9,255      9,003      8,750              8,495      8,238      7,980      7,720       7,458       7,194       

Monthly payment 313$        

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 180          180             180         180         180                 180         180         180         180          180          180          

average per hour wage 10.00       10.00          10.00      10.00      10.00              10.00      10.00      10.00      10.00       10.00       10.00       

salary expense, exclduing payroll taxes 1,800       1,800          1,800      1,800      1,800              1,800      1,800      1,800      1,800       1,800       1,800       19,800      

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 

2,500      

Michael P. M. dba WoodWerks

kitchen cabinets

materials and hardware materials and hardware

flatbed trailer

A full set of upper cabinets and base cabinets 

(including hardware)

tables, nightstands, individual personal cabinets

specialty item

 



 

 

 

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

kitchen cabinets 6 -         13,000    13,000    26,000    26,000    26,000    26,000    13,000    26,000    26,000    26,000    26,000    247,000     92%

specialty item 6 -         800        1,600     1,600      2,000     2,400     2,000     2,400     2,800     2,800      2,000      2,000      22,400       8%

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

Total revenue -         13,800    14,600    27,600    28,000    28,400    28,000    15,400    28,800    28,800    28,000    28,000    269,400     100%

Cost of Goods Sold 2

kitchen cabinets 6 -         3,000     3,000     6,000      6,000     6,000     6,000     3,000     6,000     6,000      6,000      6,000      57,000       21%

specialty item 6 -         100        200        200        250        300        250        300        350        350        250        250        2,800         1%

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

Total COGS -         3,100     3,200     6,200      6,250     6,300     6,250     3,300     6,350     6,350      6,250      6,250      59,800       22%

Gross profit -         10,700    11,400    21,400    21,750    22,100    21,750    12,100    22,450    22,450    21,750    21,750    209,600     78%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         225        225        225        225        225        267        267        267        267        267        267        2,725         1%

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

Insurance - bonding -         500        500        500        500        500        500        500        500        500        500        500        5,500         2%

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

Interest - equip & start up 7 -         107        104        101        99          96          93          91          88          85          82          80          1,026         0%

Marketing 500        500        500        500        500        500        3,000         1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -         -            0%

Office - utilities -         -            0%

8 -         1,800     1,800     1,800      1,800     1,800     1,800     1,800     1,800     1,800      1,800      1,800      19,800       7%

Payroll taxes (9%) 6 & 8 -         162        162        162        162        162        162        162        162        162        162        162        1,782         1%

Permits -         -            0%

Supplies 200        150        150        150        150        150        200        100        150        150        150        150        1,850         1%

Tax service -         -            0%

Telephone - cellular 200        100        100        100        100        100        100        100        100        100        100        100        1,300         0%

600        -         -         -         -         -         -         -         -         -         -         -         600           0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 1,500     3,364     3,861     3,358      3,856     3,353     3,942     3,339     3,887     3,384      3,881      3,378      41,103       15%

Taxable profit (loss) 1 (1,500)    7,336     7,539     18,042    17,894    18,747    17,808    8,761     18,563    19,066    17,869    18,372    168,497     63%

Tax (expense) benefit 1 (3,344)    (13,671)   (11,283)   (13,827)   (42,124)      -16%

Owner's withdrawals 1 -         (3,000)    (3,000)    (3,500)     (3,500)    (4,000)    (4,000)    (4,000)    (4,000)    (4,000)     (4,000)     (4,000)     (41,000)      -15%

Net profit (loss) (1,500)    4,336     1,195     14,542    14,394    1,076     13,808    4,761     3,280     15,066    13,869    545        85,373       32%

Depreciation 3 -         225        225        225        225        225        267        267        267        267        267        267        2,725         

Equipment purchases 3 (13,500)   -         -         -         -         -         (2,500)    -         -         -         -         -         (16,000)      

Principle, equipment loan 7 6,000     (148)       (149)       (150)       (151)       (152)       (153)       (154)       (155)       (156)       (157)       (158)       4,316         

Repay debt financing 7 10,000    (247)       (248)       (250)       (252)       (253)       (255)       (257)       (258)       (260)       (262)       (264)       7,194         

Owner contribution 3 4,000     -         -         -         -         -         -         -         -         -         -         -         4,000         

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

Net cash flow 5,000     4,167     1,023     14,367    14,217    896        11,167    4,617     3,134     14,917    13,717    390        87,608       

Cash, period start -         5,000     9,167     10,189    24,556    38,773    39,669    50,835    55,452    58,585    73,502    87,219    -            

Cash, period end 5,000     9,167     10,189    24,556    38,773    39,669    50,835    55,452    58,585    73,502    87,219    87,608    87,608       

Michael P. M. dba WoodWerks

Start-up expenses

Payroll - not owner and not in 

COGS

 


