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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
I am offering a music and entertainment 

venue to those in an area where it’s not 

prevalent without a good distance to 

travel. 

 To satiate the appetites for entertainment 

craved by those who can never have enough 

of a good time. 

 I seek to provide ease of access to music 

and entertainment by opening locally and 

being closer for the ease of travel. 

Customers  Differentiators  Extras 

We will be marketing to millennials 

between the ages of 21-35; although 

anyone of legal age will be welcome.   

 What makes us different is our close 

proximity to the area as well as our menu of 

comfort foods and future venture “The Sonic 

University” music school.  

 Private parties, sports parties/events and 

holiday bashes are just some of the extras 

we offer.  My connections in the music 

industry allow for access to mainstream 

artistic performances with more ease. 

Marketing  Start-up Costs  Financials & Extras 
We will be utilizing all social media 

platforms such as Facebook, Instagram 

etc., as well as radio media channels 

through commercials and word of mouth 

advertising from previous patrons. 

 Owner investment - cash 150,000$ 

Owner investment - equipment 75,500     

Vehicle and/or equipment loan 85,500     

Start up financing 5,000       

Total start up costs: 316,000$  

 Sales: 526,800$  100%

COGS 73,900      14%

Gross profit 452,800    86%

Overhead 371,300    70%

Pretax income 81,400      15%

Tax expense 20,300      4%

Owner withdrawals 30,000      6%

Net income 31,100$    6%  

  Personal Fit   
My passion for music and entertaining others combined with my leadership skills, dedication, imagination, and focus give me distinct 

advantages in this industry to overcome obstacles and achieve my goals. 
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PERSONAL FIT   

I was born April 9, 1985 at Sparrow Hospital in Lansing, Michigan. At a year old my family 

moved to Arlington, Texas to live with my grandmother, which is where I was raised for the 

remainder of my childhood and young adulthood. I am the older of two children, having a sister 

four years younger than me. My education consisted of elementary school through the 3rd grade. 

My mother decided to homeschool my sister and I until the 10th grade at which time I was placed 

into high school to give my mom a break and allow me to receive a better social structure and to 

finish my education. Shortly after that my parents got divorced and I moved with my father back 

to Michigan where I was expelled from school before the 11th grade. I then moved forward and 

got my G.E.D. 

 

Due to the imaginative freedoms I was given as a child, I dabbled in artistic drawings, but 

predominantly spent my time learning and playing musical instruments and honing my vocal and 

singing talents, which in time blossomed and evolved my passion and drive for music in all of its 

spectrums.  

 

During my high school years I dove heavily into drugs to cope with my parents’ divorce as well 

as other things I conceived at the time to be too burdensome to deal with soberly or rationally, so 

I turned to hallucinogens and other heavy drugs. During this period of my life I committed 

multiple minor crimes such as shoplifting and possession of drugs. In 2002 I committed my first 

felony at the age of 17 years old. Luckily for me I only received felony probation, but 

unfortunately it didn’t change my mindset and I continued to stay in trouble. At age 29, when my 

life had almost found itself comfortable and seemingly better with two beautiful children and a 

fiancé who believed in me and kept me motivated, I stabbed a man who tried to carjack my 

fiancé and I was sentenced to six years in prison on a charge of aggravated assault. 

 

Since my incarceration it seems like I have caught up with all the growing up I chose to ignore 

when I was younger, although I still may have a lapse in judgment and do something stupid once 

in a while, every day is an uphill battle and a learning experience for me. I have realized all the 

damage I have caused and the people that I have hurt. I have realized that as a father my life is no 

longer just about me, but about my children and my family. Because of them I have started 

college for business management in order to have a foundation to build upon once I get out to 

provide for my family. 

 

I am a highly driven and motivated person who is looking to use my history as a musician to 

influence and inspire those who have the same dream and find success in it by paying it forward 

for others. 

 

I will be released to my family in Arlington, Texas in December of 2019, if the Lord willin’ and 

the creek don’t rise. 

 

As founder and owner of The Room of 13 Doors, Perry is the head facilitator and brainchild of 

the spiritual audio enterprise. He is responsible for the finances and general management, 

including food service management, event and talent booking, advertising, class structuring and 

registration. Perry’s connections, experience, and history in the music and club industry ranging 

from vocalist/musician to DJ and set up crewman for lights /sound with the Thunderhorse 

Karaoke, Club Spiral, and Club Xcel gives him a strategic foothold in this industry, allowing him 
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to open doors for others to expand on their strengths in their musical talents, and give others the 

opportunity to put those skills to action and follow their dreams. 

 

Perry was enrolled at Lee College for business management before putting it on hiatus in order to 

take the opportunity this program provides. He has had his G.E.D. since 2004, is OSHA and 

T.A.B.C. certified, and has also completed Cognitive Intervention and the Bridges to Life 

Program. He is participating in the Prison Entrepreneurship Program currently and is looking 

forward to graduating in October of 2019. 

     

 
 

OPPORTUNITY   

Explanation: 

There are no major music venues in the area that promote local bands with exclusivity without 

having to drive 45 minutes in any direction to go see your favorite local or mainstream artists, or 

if you are a local artist, to perform at. 

 

 Can I solve the problem given my skills and personality? 

 With my history in the music and the club industry along with my outgoing nature, 

yes, I believe I can. 

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

quality? 

 I will definitely have to hire staff to help run and maintain the business. This is not a 

single person venture. 

 Will this venture require significant capital? 

 Yes, this will require significant capital to get started and running; my assumed 

capital is targeted at no more than $500,000. 

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

 I will be completely off of parole before I get the venture started. 

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

 Starting out this venture will be full-time, and then some, until its structure and flow 

are completely fleshed out. 

 
 

SOLUTION   

Explanation: 

The Room of 13 Doors Entertainment venue and lounge provides a more accessible music venue 

for performers as well as for fans to see their favorite local and mainstream artists. 

 

 What are the benefits that I am providing? 

 I am providing local accessibility for local performers as well as for patrons/audience. 

 Why can I do this better than another business (competitor)? 
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 I can do this better than another business because my potential location is in a 

virtually untapped location. 

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

 I will be advertising through radio, and social media as well as word of mouth 

advertising as my marketing delivery. 

 Will my solution actually be profitable? 

 Music has always been a profitable avenue, and my venue will be able to fully 

acclimate to making a stable and growing profit within the first two years. 

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

 Yes, I will need a brick and mortar location for this business to function properly. 

 Do I offer a guarantee or return policy? 

 Yes, I guarantee awesome music and a memorably great time (60% of the time, it’s 

worth it every time). 

 
 

CUSTOMERS  

Explanation:  

My customers will be men and women between the ages of 18-35. We will attract those 

customers via social media and radio as well as word of mouth advertising and provide them 

with a fun and comfortable atmosphere in which to enjoy great food and awesome entertainment, 

whether it be their favorite band/group or a sport event party. 

Demographics: 

 Will my service have different appeal to men versus women? 

 Generally, no. Although depending on genres and/or performers, the shows might 

play to different appeals. 

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

 I will be appealing to customers ages 18-35. (Though students of the music school 

may be younger and any legal age group is welcome.) 

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

 Marital status in my business is not an issue and does not matter. Everyone is 

welcome. 

 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 my customers’ love of music and/or events as a recreational escape 

from the hum-drum of the everyday rat race. 

 

Income: 

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

 There are no specific income requirements for my company as long as you can buy a 

ticket, but the middle class will probably dominate. 
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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 the majority of tickets at the doors of the venues, although for mainstream 

shows with big artists, online ticket sales will definitely be a large factor. 

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

 My venue will be a brick and mortar that my customers will have to visit to enjoy. 

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

suburb, or small rural community)? 

 There is no specific region my ideal customer must live or work in. People can come 

from anywhere to enjoy the music I offer at my venue. 

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

over the city)? Time is money. 

 My customers live all over. However, my specific demographic is people within a 20 

mile radius. People can come from all over the city, state, or even the country; some 

people have been known to travel any length to enjoy their favorite band/music 

group. 

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

 I can find my customers relatively easy, either one at a time via walk-ins resulting in 

word of mouth advertising, throughout music circles in the immediate area or social 

media forums and radio and television. 

 

Other: 

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

individually? 

 I can reach my customers as individuals and as groups through word of mouth and 

through genre specific forums and circles. 

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

 I believe they will come back quite often since we will always provide music artists 

that customers can/will enjoy. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

House of 

Blues in 

Dallas 

Direct Radio, 

Newspaper ads, 

magazines, and 

word of mouth  

High Extremely well 

known, 

mainstream artists 

Location, Distance 

to travel 

Closer to residents,  

different food 

 

 

 

 

Trees in 

Dallas 

Direct Radio, 

magazines, and 

word of mouth 

Average Mainstream artists Location, distance to 

travel 

Food, closer to residents, 

better atmosphere 

 

 

Palladium 

ballroom in 

Dallas 

Indirect Radio, word of 

mouth 

Average Mainstream artists, 

comfortable 

atmosphere 

Distance to travel Closer to residents, food 

John B’s in 

Arlington 

Indirect Flyers, word of 

mouth 

Low Close proximity Lack of mainstream 

performers and/or 

consistent shows 

booked 

Food is better quality and 

choice, better atmosphere 
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EXTRAS   

External Extras: 

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

 I have some friends in the music industry who can help target my focus with 

musicians and media scouts/agents in the area and more. 

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

 I have a few capable locations in the area, just trying to figure out which is best 

demo-geographically. 

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

 Yes. I will be the first major venue in the area, although there are a couple bars that 

promote live music. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 I would not consider it cutting edge, but combining a “school of rock” concept with a 

music venue is my new main idea, along with a few “hush-hush” ideas I have yet to 

release for competitive advantage reasons. 

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

match initially? 

 Our flexible and specialized scheduling will be for our special events such as Super 

Bowls and other sports events and private parties. 

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

 I have quite a bit of knowledge in the music and club industry because of my work 

history and being a musician for the last 15 years. I have a very charming and 

personable personality which I plan to incorporate into running my company, 

influencing my employees and attracting my customers. 

 
 

MARKETING  

Message: 

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

about your company? 

 Well that is the mystery now isn’t it? It was created that way for its thought 

provocation and ambiguity. (Here’s a hint though, it speaks on the concept of when 

one door closes another door will always be open.) 

 What is your tagline? 

 Where we truly believe that music is universal, so let us help you place your star in 

the sky. 

 Is your message effective across different demographics? 

 Yes, I believe it will be conveyed through multiple demographics. 

 Is your pricing consistent with the market for similar offerings? 

 I believe it will be very competitive in a lot of aspects as well as consistent with 

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

 I am fairly sure that once my pricings are all figured out and finished, they will be 

consistent with my degree of personalization. 

 

Media: 

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

 Social media and radio will be a large percentage, but word-of-mouth will also have a 

big impact on how we reach our customers. 

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

using the types listed above? 

 My customer reach will be fairly broad and will connect with an average of 800 

typical customers a month. 

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

 Because of my market and service I believe at least 60% of my typical customers will 

visit my venue at least once. 

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

 Social media-$2000 give or take, T.V. & radio-$5000 +, word of mouth is free. 

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

 Dependent upon which advertising I’m using, could be weekly, monthly, or on call.  

 How will you collect customer reviews? 

 Through personal reviews, surveys and social media platforms. 

 
 



 

 

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 1,000              

cell phone purchase 500                  

car/truck down payment, if leased

permits 8,000              

supplies, office & misc. 500                  

car insurance 1,500              

equipment insurance 1,500              

website hosting/booking service 3,000              

Cash needed for start-up expenses 16,000            

Depreciable Costs
Paid or 

contributed in 

Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van -                  
company trailer
computer, printer, fax 5,000              10,000                 15,000            
sound/lighting/stage equipment 6,000              44,000                 50,000            
refrigeration/cooking equipment 6,000              19,000                 25,000            
furniture 2,500              12,500                 15,000            
building/office deposit 20,000            N/A N/A
beginning cash balance 175,000          N/A N/A
Cash needed for start-up assets 214,500          85,500                 105,000          

60                    assumed life (months)

1,750              monthly depreciation

Total start up cost 316,000      

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 150,000          47%

Vehicle loan and other equipment debt (see 

note 7 for financing) 85,500            27%

Startup financing, if applicable (for example Kiva 

loan) 5,000              2%

Outside equity investment, if applicable 75,500            24%

Total start up cost,

total sources 316,000          100%

Perry T.

The Room of 13 Doors

711: Performing Arts, Spectator Sports, and Related Industries

_71_Arts_Entertainment_and_Recreation

 



 

 

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 15.00          100% 8.25         100% 19.99        100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. -              0% -          0% -           0%

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

cost 1 description 0.15            1% 0.55         7% 2.25          11%

cost 2 description 0% 0.51         6% 1.75          9%

cost 3 description 0% 0.27         3% 1.25          6%

cost 4 description 0% 0.05         1% 0.45          2%

Total variable costs 0.15            1% 1.38         17% 5.70          29%

Gross profit per unit - what you see on income statement 14.85          99% 6.87         83% 14.29        71%

 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 

Door charge sold 300          300             600          425          700          700          700          700          800           700           1,000        6,925         

Aurora's Gaze sold 3,500       3,500          3,500       3,500       5,000       5,000       4,000       4,500       6,000        4,500        6,000        49,000       

Orion's platter sold 50            75               80            63            100          100          100          80            125           63             100           936            

total revenue 34,375$   34,874$      39,474$   36,509$   53,749$   53,749$   45,499$   49,224$   63,999$    48,884$    66,499$    526,836$   

total cost of sales 5,160$     5,303$        5,376$     5,253$     7,575$     7,575$     6,195$     6,771$     9,113$      6,674$      9,000$      73,994$     

total income statement gross profit (excludes owner labor) 29,215$   29,572$      34,098$   31,257$   46,174$   46,174$   39,304$   42,453$   54,886$    42,210$    57,499$    452,842$   

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 85,500$     principal, beginning 85,500     84,396        83,283     82,160     81,028     79,887     78,736     77,575     76,405      75,225      74,035      

Interest rate (example 8%) 10.0% interest expense 713          703             694          685          675          666          656          646          637           627           617           7,319         

Loan term (# of months) 60              principal payment (1,104)     (1,113)         (1,123)     (1,132)     (1,141)     (1,151)     (1,160)     (1,170)     (1,180)      (1,190)      (1,200)      (12,664)      

Monthly payment 1,817         principal, ending 84,396     83,283        82,160     81,028     79,887     78,736     77,575     76,405     75,225      74,035      72,836      

Start-up financing, see Start-up Costs sheet

Amount borrowed 5,000$       principal, beginning 5,000       5,000          5,000       5,000       5,000       5,000       4,935       4,870       4,805        4,738        4,672        

Interest rate (example 8%) 10.0% interest expense -          -              -          -          -          42            41            41            40             39             39             242            

Payback period (# of months) 60              principal payment -          -              -          -          -          (65)          (65)          (66)          (66)           (67)           (67)           (396)           

Grace period (months pay delay) 6                principal, ending 5,000       5,000          5,000       5,000       5,000       4,935       4,870       4,805       4,738        4,672        4,604        

Monthly payment 106$          

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 10            10               10            10            10            12            12            14            14             14             14             

avg hours each employee(s) worked per month, not in EOU above 160          160             160          160          160          160          160          160          160           160           160           

average per hour wage 9.00         9.00            9.00         9.00         9.00         9.00         9.00         9.00         9.00          9.00          9.00          

salary expense, exclduing payroll taxes 14,400     14,400        14,400     14,400     14,400     17,280     17,280     20,160     20,160      20,160      20,160      187,200     

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 

bacon/peppers/cheese

Orion's platter

cost per person to enter venue signified by a wrist band Colorful tropical fruit drink in a pint glass Sampler  of spare ribs, pulled pork sliders and 

rattlesnake eggs

garnish sides/fries

slidersjuice mix 2

spare ribs

Aurora's Gaze

juice mix 3

Perry T. dba The Room of 13 Doors

Door charge

wrist bracelet juice mix 1

 



 

 

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

Door charge 6 -            4,500     4,500     9,000      6,375     10,500    10,500    10,500    10,500    12,000    10,500    15,000    103,875     20%

Aurora's Gaze 6 -            28,875    28,875    28,875    28,875    41,250    41,250    33,000    37,125    49,500    37,125    49,500    404,250     77%

Orion's platter 6 -            1,000     1,499     1,599      1,259     1,999     1,999     1,999     1,599     2,499      1,259      1,999      18,711       4%

Total revenue -            34,375    34,874    39,474    36,509    53,749    53,749    45,499    49,224    63,999    48,884    66,499    526,836     100%

Cost of Goods Sold 2

Door charge 6 -            45          45          90          64          105        105        105        105        120        105        150        1,039         0%

Aurora's Gaze 6 -            4,830     4,830     4,830      4,830     6,900     6,900     5,520     6,210     8,280      6,210      8,280      67,620       13%

Orion's platter 6 -            285        428        456        359        570        570        570        456        713        359        570        5,335         1%

Total COGS -            5,160     5,303     5,376      5,253     7,575     7,575     6,195     6,771     9,113      6,674      9,000      73,994       14%

Gross profit -            29,215    29,572    34,098    31,257    46,174    46,174    39,304    42,453    54,886    42,210    57,499    452,842     86%

Expenses 2

Auto or truck lease -            -            0%

Depreciation 3 -            1,750     1,750     1,750      1,750     1,750     1,750     1,750     1,750     1,750      1,750      1,750      19,250       4%

Gasoline & fuels -            -            0%

Insurance - bonding -            500        500        500        500        500        500        500        500        500        500        500        5,500         1%

Insurance - vehicle -            -            0%

Interest - equip & start up 7 -            713        703        694        685        675        707        697        687        677        666        656        7,560         1%

Marketing 1,000        250        250        250        250        250        1,000     250        250        500        250        1,000      5,500         1%

Office - rent -            1,500     1,500     1,500      1,500     1,500     1,500     1,500     1,500     1,500      1,500      1,500      16,500       3%

Office - insurance -            1,000     1,000     1,000      1,000     1,000     1,000     1,000     1,000     1,000      1,000      1,000      11,000       2%

Office - telephone -            200        200        200        200        200        200        200        200        200        200        200        2,200         0%

Office - utilities -            1,000     1,000     1,000      1,000     1,000     1,000     1,000     1,000     1,000      1,000      1,000      11,000       2%

8 -            14,400    14,400    14,400    14,400    14,400    17,280    17,280    20,160    20,160    20,160    20,160    187,200     36%

Payroll taxes (9%) 6 & 8 -            1,296     1,296     1,296      1,296     1,296     1,555     1,555     1,814     1,814      1,814      1,814      16,848       3%

Permits 8,000        300        300        300        300        300        300        300        300        300        300        300        11,300       2%

Supplies 500           750        750        750        750        750        750        750        750        750        750        750        8,750         2%

Tax service -            10          10          10          10          10          10          10          10          10          10          10          110           0%

Telephone - cellular 500           150        150        150        150        150        150        150        150        150        150        150        2,150         0%

6,000        -         -         -         -         -         -         -         -         -         -         -         6,000         1%

-            1,000     1,000     1,000      1,000     1,000     1,000     1,000     1,000     1,000      1,000      1,000      11,000       2%

-            1,000     1,000     1,000      1,000     1,000     1,000     1,000     1,000     1,000      1,000      1,000      11,000       2%

-            3,500     3,500     3,500      3,500     3,500     3,500     3,500     3,500     3,500      3,500      3,500      38,500       7%

-            -            0%

-            -            0%

-            -            0%

-            -            0%

Total expenses 16,000       29,319    29,309    29,300    29,291    29,281    33,203    32,442    35,571    35,811    35,551    36,290    371,368     70%

Taxable profit (loss) 1 (16,000)      (104)       262        4,798      1,966     16,893    12,971    6,862     6,882     19,075    6,660      21,209    81,473       15%

Tax (expense) benefit 1 -         (1,954)    (6,679)    (11,736)   (20,368)      -4%

Owner's withdrawals 1 -            (2,000)    (2,000)    (2,000)     (3,000)    (3,000)    (3,000)    (3,000)    (3,000)    (3,000)     (3,000)     (3,000)     (30,000)      -6%

Net profit (loss) (16,000)      (2,104)    (1,738)    2,798      (1,034)    11,939    9,971     3,862     (2,797)    16,075    3,660      6,473      31,105       6%

Depreciation 3 -            1,750     1,750     1,750      1,750     1,750     1,750     1,750     1,750     1,750      1,750      1,750      19,250       

Equipment purchases 3 (125,000)    -         -         -         -         -         -         -         -         -         -         -         (125,000)    

Principle, equipment loan 7 85,500       (1,104)    (1,113)    (1,123)     (1,132)    (1,141)    (1,151)    (1,160)    (1,170)    (1,180)     (1,190)     (1,200)     72,836       

Repay debt financing 7 5,000        -         -         -         -         -         (65)         (65)         (66)         (66)         (67)         (67)         4,604         

Owner contribution 3 150,000     -         -         -         -         -         -         -         -         -         -         -         150,000     

Equity investor 3 75,500       -         -         -         -         -         -         -         -         -         -         -         75,500       

Net cash flow 175,000     (1,458)    (1,101)    3,426      (416)       12,548    10,506    4,386     (2,283)    16,579    4,153      6,956      228,295     

Cash, period start -            175,000  173,542  172,441  175,867  175,450  187,998  198,504  202,890  200,607  217,186  221,339  -            

Cash, period end 175,000     173,542  172,441  175,867  175,450  187,998  198,504  202,890  200,607  217,186  221,339  228,295  228,295     

Payroll - not owner and not in 

COGS

Perry T. dba The Room of 13 Doors

agent / booking fees

repairs

Start-up expenses

drink and food loss

 


