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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
In the midst of the chaos of life we 

struggle to balance daily tasks with 

personal growth and well-being. 

 To assist the populace in evolving an elite 

existence by taking the time to provide for 

other’s needs.  

 Assisted living and gopher services as well 

as customized training and diet programs. 

Customers  Differentiators  Extras 

Ages 27-45 up might be most 

interested in the fitness aspects while 

50-75 will benefit most from our 

physical therapy and assisted living 

services. 

 Our trainers and assistants are highly 

accommodating with clients’ schedules and 

provide a traditional atmosphere of respect.  

 We have ties to local gyms, inside and 

outside obstacle courses, and wilderness 

survival guides.  

Marketing  Start-up Costs  Financials & Extras 
Billboards, business cards, fliers, 

brochures, Facebook Community, 

and word of mouth.  

 Owner investment - cash 5,800$    

Owner investment - equipment -         

Vehicle and/or equipment loan 6,000      

Start up financing 3,650      

Total start up costs: 15,450$   

 Sales: 283,800$  100%

COGS 81,700      29%

Gross profit 202,000    71%

Overhead 65,200      23%

Pretax income 136,700    48%

Tax expense 34,100      12%

Owner withdrawals 55,000      19%

Net income 47,500$    17%  

  Personal Fit   
I have studied physical fitness and nutrition for three years. I have assisted in raising a family member with special needs and understand how 

to care for these particular individuals. 
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PERSONAL FIT   

My name is Michael P. I was born on February 20, 1987. We all have different journeys; that 

day began mine. Without presuming to know the details of everyone’s background, I do know 

about being a child looking at the world and the stars beyond and the dreams this may entail. I 

started out like everyone else did. I remember praying for the lost and how confounding it all 

seemed. My mother’s courage made me proud and protective and want to be a good man and 

father. My kids should never have to ask, “Where is our dad? Why doesn’t he love us, and why 

would he hurt our mom?” 

 

I never dreamed of being a failure as a father, a son, or a man. I never dreamed of being locked 

up or hurting anyone. But I did all these things. It hurts to know that there are moments in my 

life and pain that I have caused. So much pain, that I wish there was something I could do to take 

it all back. I would give my life to do so. This is however, the reason I know victory in being a 

man I did not know how to be. How far I have come from frustration and hopelessness to 

learning to live and love, to properly care for mother and sons as well as leave positive lasting 

impressions on those I do or will know. I know this is a lifelong battle to be better today than I 

was yesterday. 

 

With the opportunity given, I promise to remain conscious of the moments that brought me to 

this day, and where I am going from here. I promise to help those struggling in the midst of their 

own discovery. Values and integrity mean everything to me. I am committed to being the person 

I could have looked up to as a child and giving mother and sons the opportunity to be proud to 

know me. There is so much more, but trying to describe loss and victory and the meaning I have 

assigned simply comes down to the questions: “What do you want in life? What do you need to 

leave behind? How do you want to affect those that know you?” If you are not asking yourself 

these questions, chances are you don’t know how or are not ready. In the chaos of the day it only 

takes one of thousands of decisions to find yourself among the lost. Who knows when or if you 

will ever escape? As I have become more reflective and aware, I desire not only to leave every 

situation without causing harm to others or myself but to actually plant the seeds of faith and 

hope. On November 17, 2021, I will be prepared to take on this mission and I will be ready to 

build.   

 

As the owner and founder of Fearless Fitness, Michael P. will perform management duties and 

oversee sales and membership as well as training fitness instructors and leading elite class 

sessions for clients. Michael has been training intensively for three years and has been 

corresponding with fitness trainers and studied High Intensity Circuit training, weight training, 

cardio and core specializations varying from intermediate to elite intensities and all aspects of 

diet and healthy living. Michael is firmly committed to the belief that fitness is crucial and vital 

to achieving and maintaining balance and that in doing so, the maximum thresholds of life will 

be within reach as will the ability to provide emotionally healthy environments to those around 

you. 
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OPPORTUNITY   

Explanation: 

It’s easy while caring for others and keeping up with the routine of life to neglect what is holding 

it all together limiting potential found in life including what you offer others. 

 

 Can I solve the problem given my skills and personality? 

 I raised my sister with special needs and understand love required to serve. I have 

achieved highest Eagle and Vigil ranks of the Order of the Arrow, the honor society 

of the Boy Scouts, for dedication to service and hard work. I am a felon who has 

squeezed maximum potential from an environment where it’s easy to lose hope, have 

a compassion for the lost, and desire to inspire those seeking to make the most of life. 

As kindred spirits, we will realize at different points of existence we are sharing a 

journey to reach all flames and ignite the world. That is why we are here. 

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

quality? 

 My performance and drive will come naturally as service is my will and few can be 

trusted to carry this brand when working with others. Any of us could be in the 

others’ place. Patience, consideration, love, and providing a friendly, fun, comfortable 

environment with efficient services is required and non-negotiable. Our process of 

hiring will be a hand selection of only those called and recognized to serve in this 

way. 

 Will this venture require significant capital? 

 Our services require an ability to schedule and stay in contact with clients and 

servants, as well as a means of transportation for each of the assistants, trainers and 

marketing. Eventually a central location will be desired. 

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

 As far as parole is concerned, I will only be available during daylight hours. However 

I plan to have a team of qualified and concerned individuals who will ensure that our 

clients are properly tended.    

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

 Our services will need to be available fulltime in order to move in accordance with 

needs of our clients. 

 

SOLUTION   

Explanation: 

We assist those who have difficulty helping themselves and also serve those searching for the 

challenge of healthy living. We cover both aspects to ensure all are able to achieve full potential 

of life. 
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 What are the benefits that I am providing?  

 My clients will be assisted by those with genuine desire to serve in maximizing the 

benefits of life. We are providing assisted living services covering instrumental 

activities of daily living (IADL) for the mentally and physically handicapped, the 

elderly, and those attempting to balance a chaotic life. We have personal trainers 

devoted to challenging those willing to step into physically, mentally and spiritually 

healthier lives.     

 Why can I do this better than another business (competitor)? 

 Assistants and trainers are servants who believe the purpose of living is not only to 

succeed in evolving on elite existence but to courageously step back into the shadows, 

finding the fallen and offering a better way. We were all lost once, and being able to 

help a man to his feet while providing inspiration and guidance is our desire and will 

be matched only by those that understand you cannot truly enjoy a promised land if 

others are still struggling to get there. We enjoy nothing more than finding them. 

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

 The best way to reach my clients will be through visiting offices, gyms, relatives, our 

websites and vehicle wraps. 

 Will my solution actually be profitable? 

 My solution will not only benefit the firm monetarily, but spiritual and physical 

bounties will be reaped. 

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

 Most interactions in relationships with clients will be in the comfort of their own 

home. Certain programs and challenges offer optional parks, trails, gyms and sites for 

wilderness treks such as hiking, overnight survival, kayaking, and marathons for 

individuals seeking this level of commitment.  

 Do I offer a guarantee or return policy? 

 If clients do not feel rewarded beyond expectancy, I will have no joy in withholding 

funds entrusted and it will be my duty to reimburse these individuals. We guarantee 

results in minimum 15 sessions every 5 weeks. 

 
 

CUSTOMERS  

Explanation:  

We will provide assistance to the elderly, the physically or mentally handicapped, their families, 

and others who need help to organize their chaotic lives. On the other end of our service 

spectrum we are looking to assist those looking to take steps in healthier living or in need of 

challenges and adventure. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 Our services will appeal to men and women. However, there is reason to anticipate 

what may appeal to each in preference of assistant/trainer gender. 

 



 

Fearless Fitness 
Michael P. 

5 

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

 Our assisted living services will benefit all special needs and elderly clients, and the 

families that love them. Our challenge and adventure services have few limits, with 

programs to fit an array of ages, weight, and health concerns. 

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

 Our client’s marital status is not typically a factor in making a decision to take steps 

in reaching for assistance in living and fitness, though spouses have been known to 

provide motivation and encouragement towards such. We love those devoted to love, 

especially our elderly couples, as love is our purpose, and special benefits/discounts 

are provided to those in need of our services or willing to take a challenge together. 

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

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

 We are seeking those looking to maximize their ability to enjoy life. We seek clients 

in need of a helping hand to complete daily tasks or who desire a positive 

transformation in becoming physically capable and healthy, who may also be seeking 

adventure and challenge. In all aspects, we deliver a means of satisfaction and pride 

by balancing spirit, mind and body. 

 

Income: 

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

 Everyone deserves an opportunity to live happier, healthier lives through physical and 

spiritual fulfillment. For clients diligently seeking to make this transformation we will 

make sure that it does with payment plans. Will focus to attract upper middle class 

homeowners. They will need our flexible program to fit their program. 

 

Location: 

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

store, an event like trades day)?  

 To find our clients we will set up a website, visit office buildings, churches, malls and 

door-to-door within a radius of local gyms. 

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

 Some will not have to go any further than their front door. Those seeking the 

challenge will be trained at their homes, local gyms, and parks. Occasional wilderness 

treks and adventures will take place. Bus or personal vehicle options. 

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

suburb, or small rural community)? 

 There will be no discrimination to those searching for guidance in progress toward a 

better life, as this is the ideal customer. But will focus on direct location radius of 

north, northwest Austin. 

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

over the city)? Time is money. 

 A complex schedule will be invoked to ensure all clients are categorized based on 

needs and location. Activity will be organized to maximize our productivity and the 

client’s convenience. We will serve within a 15 mile radius from our central location. 
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 How easily can I find this customer (one at a time or they will provide referrals)? 

  If people are not excited enough to tell anyone, we are not doing our job, in the 

elderly community this is crucial. These clients will be easily reached through social 

media groups, large office buildings, churches, colleges and gyms. 

Other: 

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

individually? 

 Fitness easily lights fires in various social networks, large offices, and churches. 

There are also ours who need specialized individual attention. 

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

 Acquiring a client is just the beginning. When it comes to challenge healthy living we 

want to stay in contact even when services are no longer needed travelling to a 

brighter destination together. These are not just club meetings. We are not just 

friends. We are your extended family. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Planet Fitness Indirect Commercials, 

online, stickers 

on vehicles, and 

billboards 

$10-$25.00 

a month 

Music gym plenty 

of equipment, 

shower 24 hours 

mostly. 

Little access to the 

trainers limited to 

certain times. Stuck 

in the gym. 

Go to clients most preferred 

location. Park, home, gym. 

One on one basis with variety 

of instruction and variety of 

equipment in mobile fitness 

center. Outdoor events. 

 

Personal 

Trainers 

Direct Brochures, 

phonebook  

online  

Gym ads 

$30-$50.00 

an hour 

One on one time 

will go where you 

are at. 

Limited scheduling 

and flexibility  

I will be able to meet where 

they are at and provide 

unlimited flexibility with 

scheduling. Outdoor events. 

 

Guides Indirect Phonebook, 

vehicle decals, 

brochures 

website 

$200 a day 

and up 

Familiar with the 

region and 

knowledgeable in 

survival skills 

They do not train the 

people for these 

outings or know 

them beyond this 

single experience 

We will be training the 

individuals to prepare them 

for such events and know 

them on a personal level our 

experience is about a total 

balance and wellness. 

Cross Fit Direct Online 

nationwide 

advertising 

popular word of 

mouth 

$25.00-

$50.00 a 

month 

Well known 

Available in more 

than 60 cities. 

Good network new 

trend 

Strictly working out 

at an elite level   

We adopt a beyond club 

policy. We want to get to 

know you and keep you as a 

client and friend Have 

program specific to your 

ability and goals. 
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EXTRAS   

External Extras: 

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

 Fearless Fitness has affiliations with a variety of organization who provide access to 

many beneficial amenities. 

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

 We have access to local gyms, wilderness trail, parks, riverside locations, firemen 

training obstacle courses, climbing towers and experienced guides who have the 

ability to provide satisfying adventures. 

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

 We will be the first to combine a fitness training club with outdoor adventure and we 

will begin with passion and drive exclusive to those meeting the challenge of 

entrepreneurship from within prison. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 We specialize in motivating individuals to create a cutting edge self through 

wilderness survival and fitness programs. 

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

match initially? 

 Our job is to motivate, inform and provide customized fitness programs to fit there 

schedule. That’s the definition. 

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

 I am a graduate of the Prison Entrepreneurship Program. I am an Eagle Scout. I am 

dedicated to hard work, and service in commitments to God and Country. First in 

business math, economics, e-business management, and vocational welding Lee 

College (2017). 

 
 

MARKETING  

Message: 

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

about your company? 

 Fearless Fitness 1. Boldly challenging atmosphere of potential clients, 2. Considers 

health and wellness 3. Helps you be create a better existence. 

 What is your tagline? 

 Evolve an Elite Existence at Fearless Fitness. Afraid? 

 Is your message effective across different demographics? 

 There is an innate desire to change life for the better. What’s holding you back from 

ideal existence is interpreted as a fear of excelling. 

 Is your pricing consistent with the market for similar offerings? 

 Our confidence, experience and competitive/justifiable pricing guarantees customer 

satisfaction. 
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 Is your pricing consistent with the degree of personalization? 

 Customized challenges/assistance available based on personal desires and health 

concerns. Special levels of commitment/membership appealing to particularly 

adventurous individuals including wilderness survival. Pricing will be consistent and 

justifiable with degrees of personalization ensuring merit with the customer. 

 

Media: 

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

 Radio broadcasts, flyers/brochures/business cards left at local gyms, offices and sent 

door to door, as well as Facebook/YouTube/web site and word of mouth. 

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

using the types listed above? 

 Our goal is to reach at least 300-500 potential customers a month with belief that the 

instinctual draw of healthier and more constructive living may increase this margin 

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

 The Fearless endeavor expects to maximize potential to serve 20 to 30 clients in the 

first months and increasing with abilities as the venture ages. 

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

 Marketing efforts include a month of radio advertisements budgeted at $200 with $50 

in fees for brochures, flyers and business cards for an average. Our Facebook and 

word of mouth costs reputable diligence while website and search engine utilization 

tactics will require significant time and initial investment. 

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

 These expenses require monthly expenditures varying with each method including 

maintenance and deposit with website development. 

 How will you collect customer reviews? 

 Clients will have option to fill out surveys and online reviews with updates forwarded 

to services which will track the business as another form of marketing. We desire 

these responses. If they are not excited enough to talk, we are not doing our job. 

 
 



 

 

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 300                 

cell phone purchase 150                 

car/truck down payment, if leased -                  

permits

supplies, office & misc. 1,000             

Cash needed for start-up expenses 1,450             

Depreciable Costs
Paid or 

contributed in 

Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 3,000             6,000                  9,000             
company trailer
computer, printer, fax -                  

-                  
-                  
-                  

building/office deposit N/A N/A
beginning cash balance 5,000             N/A N/A
Cash needed for start-up assets 8,000             6,000                  9,000             

60                   assumed life (months)
150                 monthly depreciation

Total start up cost 15,450        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 5,800             38%

Vehicle loan and other equipment debt (see 

note 7 for financing) 6,000             39%

Startup financing, if applicable (for example 

Kiva loan) 3,650             24%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 15,450           100%

Michael C. P.

Fearless Fitness

624: Social Assistance

_62_Health_Care_and_Social_Assistance

 



 

 

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 50.00          100% 10.00          100% 1,350.00     100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. -              0% -              0% 40.00     15.00            600.00        44%

Non-owner payroll tax 9.0% -              0% -              0% 54.00          4%

cost 1 description 0% 0% 0%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs -              0% -              0% 654.00        48%

Gross profit per unit - what you see on income statement 50.00          100% 10.00          100% 696.00        52%

 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 

Fitness Regime sold 75            90               120        135        150                175             190        205        220               235             250             1,845        

1hr weekday Class sold 144          192             200        210        210                215             215        215        220               230             230             2,281        

Wilderness Survival sold 8              10               10          11          11                  12               12          12          13                 13               13               125           

total revenue 15,990$   19,920$      21,500$ 23,700$ 24,450$         27,100$      27,850$ 28,600$ 30,750$        31,600$      32,350$      283,810$  

total cost of sales 5,232$     6,540$        6,540$   7,194$   7,194$           7,848$        7,848$   7,848$   8,502$          8,502$        8,502$        81,750$    

total income statement gross profit (excludes owner labor) 10,758$   13,380$      14,960$ 16,506$ 17,256$         19,252$      20,002$ 20,752$ 22,248$        23,098$      23,848$      202,060$  

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 3,650$     principal, beginning 3,650       3,560          3,469     3,378     3,286             3,194          3,101     3,007     2,913            2,818          2,722          

Interest rate (example 8%) 8.0% interest expense 24            24               23          23          22                  21               21          20          19                 19               18               234           

Payback period (# of months) 36            principal payment (90)          (91)              (91)         (92)         (92)                 (93)              (94)         (94)         (95)                (96)              (96)              (1,024)       

Grace period (months pay delay) principal, ending 3,560       3,469          3,378     3,286     3,194             3,101          3,007     2,913     2,818            2,722          2,626          

Monthly payment 114$        

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                    2                 2            2            2                   2                 2                 

avg hours each employee(s) worked per month, not in EOU above 50            75               120        120        120                240             240        240        240               240             240             

average per hour wage 15.00       15.00          15.00     15.00     15.00             15.00          15.00     15.00     15.00            15.00          15.00          

salary expense, exclduing payroll taxes 750          1,125          1,800     1,800     1,800             7,200          7,200     7,200     7,200            7,200          7,200          50,475      

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 

Wilderness Survival

One Hour Of Fitness Training High Intensity Circuit Style Class 1 hour Weekend adventure treks Rafting, Backpacking

1hr weekday Class

Michael C. P. dba Fearless Fitness

Fitness Regime

 
 



 

 

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

Fitness Regime 6 -         3,750     4,500     6,000      6,750     7,500     8,750     9,500     10,250    11,000    11,750    12,500    92,250       33%

1hr weekday Class 6 -         1,440     1,920     2,000      2,100     2,100     2,150     2,150     2,150     2,200      2,300      2,300      22,810       8%

Wilderness Survival 6 -         10,800    13,500    13,500    14,850    14,850    16,200    16,200    16,200    17,550    17,550    17,550    168,750     59%

Total revenue -         15,990    19,920    21,500    23,700    24,450    27,100    27,850    28,600    30,750    31,600    32,350    283,810     100%

Cost of Goods Sold 2

Fitness Regime 6 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

1hr weekday Class 6 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Wilderness Survival 6 -         5,232     6,540     6,540      7,194     7,194     7,848     7,848     7,848     8,502      8,502      8,502      81,750       29%

Total COGS -         5,232     6,540     6,540      7,194     7,194     7,848     7,848     7,848     8,502      8,502      8,502      81,750       29%

Gross profit -         10,758    13,380    14,960    16,506    17,256    19,252    20,002    20,752    22,248    23,098    23,848    202,060     71%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         150        150        150        150        150        150        150        150        150        150        150        1,650         1%

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

Insurance - bonding -         30          30          30          30          30          30          30          30          30          30          30          330           0%

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

Interest - equip & start up 7 -         64          63          61          60          58          56          55          53          51          50          48          619           0%

Marketing 300        150        150        150        150        150        150        150        150        150        150        150        1,950         1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

8 -         750        1,125     1,800      1,800     1,800     7,200     7,200     7,200     7,200      7,200      7,200      50,475       18%

Payroll taxes (9%) 6 & 8 -         68          101        162        162        162        648        648        648        648        648        648        4,543         2%

Permits -         -            0%

Supplies 1,000     50          100        50          50          100        50          50          100        50          50          100        1,750         1%

Tax service -         500        500           0%

Telephone - cellular 150        50          50          50          50          50          50          50          50          50          50          50          700           0%

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

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 1,450     1,562     2,019     2,703      2,702     2,750     8,584     8,583     8,631     8,579      8,578      9,126      65,266       23%

Taxable profit (loss) 1 (1,450)    9,196     11,361    12,257    13,804    14,506    10,668    11,419    12,121    13,669    14,520    14,722    136,794     48%

Tax (expense) benefit 1 (4,777)    (10,142)   (8,552)    (10,728)   (34,198)      -12%

Owner's withdrawals 1 -         (5,000)    (5,000)    (5,000)     (5,000)    (5,000)    (5,000)    (5,000)    (5,000)    (5,000)     (5,000)     (5,000)     (55,000)      -19%

Net profit (loss) (1,450)    4,196     1,584     7,257      8,804     (636)       5,668     6,419     (1,431)    8,669      9,520      (1,006)     47,595       17%

Depreciation 3 -         150        150        150        150        150        150        150        150        150        150        150        1,650         

Equipment purchases 3 (9,000)    -         -         -         -         -         -         -         -         -         -         -         (9,000)        

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

Repay debt financing 7 3,650     (90)         (91)         (91)         (92)         (92)         (93)         (94)         (94)         (95)         (96)         (96)         2,626         

Owner contribution 3 5,800     -         -         -         -         -         -         -         -         -         -         -         5,800         

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

Net cash flow 5,000     4,108     1,495     7,166      8,712     (730)       5,572     6,322     (1,530)    8,568      9,418      (1,110)     52,987       

Cash, period start -         5,000     9,108     10,603    17,768    26,480    25,750    31,321    37,643    36,112    44,680    54,098    -            

Cash, period end 5,000     9,108     10,603    17,768    26,480    25,750    31,321    37,643    36,112    44,680    54,098    52,987    52,987       

Payroll - not owner and not in 

COGS
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Start-up expenses

 


