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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
There has always been an inability for 

customers to be able to express themselves 

through their shoes. Shoes have always 

had one look. Never were you able change 

your shoe design after you purchased them 

until now. 

 Custom Kicks provides the necessary tools 

that ignites the creative side of our customers, 

giving them the power to create the trends 

and designs that they love.  

 Custom Kicks will print lids using a 3-D 

printer that are interchangeable and give 

the shoes their design. We are providing 

the power to create unique designs for all 

our customers. 

Customers  Differentiators  Extras 

My business has equal attraction to both 

men and women, and focuses on an age 

group between 15-30 years old, people 

who follow trends, and people who want 

to express themselves through fashion. 

 We have a lid that has an exchangeable cover 

that gives the shoes their design and is 

interchangeable within a few seconds. With 

different lids, the customer is able to change 

the design as often as they like and really 

express their individuality through their 

footwear.  

 We will use 3D printers to print our shoes, 

only printing what has been ordered to 

keep our overhead very low. By giving the 

customer the control to design what they 

love, we take the guess work out of 

fashion. 

Marketing  Start-up Costs  Financials & Extras 
Custom Kicks communicates each shoe as 

customized and designed by the customer. 

Our tag line is “Imagine it…Design it”. 

We will utilize influential marketing 

campaigns, PPC display advertisement, 

social media, joint ventures, and email 

marketing. 

 Owner investment - cash 12,000$  

Owner investment - equipment -         

Vehicle and/or equipment loan 7,000      

Start up financing 1,000      

Total start up costs: 20,000$   

 Sales: 95,700$    100%

COGS 49,400      52%

Gross profit 46,200      48%

Overhead 34,700      36%

Pretax income 11,500      12%

Tax expense 2,800       3%

Owner withdrawals -           0%

Net income 8,600$      9%  

  Personal Fit   
My goals are to go back to school for digital marketing and advertising to build a solid foundation for Custom kicks. I have built other 

businesses, I have spent my life in custom service and retail. I know how to learn the tools I need to build my business. 
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PERSONAL FIT  

My name is Phillip Wayne S. I was born September 17, 1983 in Fort Worth, Texas. I am the 

oldest of three. The values my parents instilled in us were to love others like God loves us, have 

compassion for our fellow man, put family first, and know that you have to work for the things 

you want if life. My family has always shown me love and support. Even when I left home I was 

always welcome back with open arms. 

 

In middle school, I started to hang with a gang, skip school, and do drugs. In 2000, I met Dawn. 

At the young age of 15 we had our first child. I knew nothing of life, or how things worked. All I 

knew was I couldn’t get a full time job that paid enough to take care of the three of us so I used 

that as a justification to sell drugs. Soon, my drug sales were only to support my own addiction. 

My first arrest was at 18, another outcome of my addiction. These past years have been full of 

ups and downs. I tried to battle my addiction on my own, always being too prideful to accept any 

help. My current relapse has led to my incarceration for 10 years.  

 

During these four years of my incarceration, I have been given a chance to build up myself and 

become a better person. I have sought help through AA, working the 12-steps. I have also taken 

classes such as Changes, Cognitive Intervention, Voyagers, Quest for Authentic Manhood, 

Sleeping Giants, and a six month culinary arts vocational course. Strong family values have been 

reinstated in my life. I have also rediscovered myself, looking into my belief system and asking 

myself “why do I believe this?” and “is what I believe going to match my goals in life?” I have 

committed to strive with all my might to be a man my children can look up to, my parents can be 

proud of, and a man my community can trust. 

 

I am optimistic, I love working with others and love challenging problems; a team player who 

knows it will take some sacrifice to achieve greatness. I would love nothing more than to own 

my own business. It is something that I have wanted ever since I could remember. To be able to 

invest in and give back to my community will give me great joy. This will take being dedicated, 

setting goals, holding myself accountable, having integrity.  This, exercised with self-discipline, 

will prove my trustworthiness to others. I seek to open Custom Kicks within three years of my 

release to Fort Worth, in March 2020. 

 

Phillip S. is the owner and Chief Operating Officer (COO) of Custom Kicks. Mr. S. will 

assemble a team of leaders who will capitalize on a market that until now has not committed to 

custom needs of being unique. Mr. S.s specializes in creative ways to build the right team. His 

open-mindedness, self-motivation, and organizational skills will help Custom Kicks to soar great 

heights. Mr. S. has successfully launched other businesses, Square Business, a retail store, where 

he assembled a team of leaders who set goals, built budgets, drafted a sales team, and 

strengthened relationships with vendors.  

 

Phillip has earned certificates for Financial Literacy. Mr. S. is currently enrolled in the Prisoner 

Entrepreneurship Program (PEP), a program built to give him the skills and tools needed to 

operate Custom Kicks. In October of 2019, Mr. S. will earn his Certificate of Entrepreneurship 

through PEP from the Hankamer School of Business at Baylor University. 
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OPPORTUNITY   

Explanation: 

For years, customers have had many problems with their shoes design. For one, an inability to 

really express themselves, and two, never being able to change their shoe after they buy them. 

Always being stuck with the same old shoe for every outfit that they want to wear. It’s time that 

technology changes that.   

 

 Can I solve the problem given my skills and personality? 

 We will change the way people buy shoes. I have a strong desire to learn. I am very 

outgoing person who is results oriented. I will be able to build a Master mind team, 

putting people in the right spots giving them the right task to do. 

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

quality? 

 We will train, motivate, and organize a staff in various fields. We will build solid 

relationships with our patent lawyers, social media Influencer, web designers, joint 

ventures and other affiliated programs. We will also work with CPA and tax lawyers to 

file out earning. We will be outsourcing freelancers to build to web site, SEO, SEM, and 

our social media marketing. Our advertising will specifically target to our potential 

customers. 

 Will this venture require significant capital? 

 Our biggest non-fix cost is going to be Patent lawyers, filing lawyers, and the 3D printer 

itself. We will also have a high marketing budget because we will be focusing on 

building brand awareness and a solid brand name that speaks high quality and freedom of 

creativity for our extended family.  

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

 For the first few years I will open Custom Kicks as an e-commerce only site for two 

reason. One being that it keeps overhead really low, and secondly it allows me to place 

parole first. Being sure that 100% of all of my responsibility are taking care of. I cannot 

run a business if I am locked up. 

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

 Custom Kicks will be a part-time venture for the first few years. By having really low 

overhead, we will be able to place most of our capital and energy into marketing and 

building brand awareness. This will also give us time to do market research and build a 

development team for our products. 

 

SOLUTION   

Explanation: 

Custom kicks uses technology to design the shoes our customers so desperately want. We bring 

unique styles, and colors to our shoes. We make it easy for our customers to express themselves 

in any way they want to. With our custom lids that are interchangeable, the customer has the 

ability to change the style in seconds. 
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 What are the benefits that I am providing? 

 We are taking the guess work out of shoe design. We only print the lids that our 

customers wants. With Custom Kicks, our customer are able to choose the design 

they want and change them as many times as they like. No longer would will we be 

held down to our shoes only having one style or one color. 

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

 Our competitors do a great job with a specified shoe design. Our focus at custom 

kicks will be that unique color that they can’t do or that one style that one customer 

wants. We will focus our efforts on the ability to change the design with our lids. 

Giving the customer more control. 

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

 We will concentrate our efforts on building a digital brand first, driving traffic to our 

e-commerce site. The greatest way to do this is to attack the problems from all 

perspectives. Our plans consist of using data-driven marketing: PPC, SEO, SEM, 

social media SEO, and IP- specific online advertising. Our referrals from our 

affiliates programs, co-marketing, and sales joint ventures will be some of the key 

issues in our success.        

 Will my solution actually be profitable? 

 With online retail at an all-time high, and people wanting to express themselves, the 

two can add up to gigantic gains. Custom Kicks will lead the way. Our goals is to 

release a new design of lids every six months. Once for back to school sales and the 

next for the holiday season. By doing this we will optimize our selling potential and 

have great returns for our investments. 

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

 Custom kicks will start as only E-commerce. Our goals is to place emphasis on 

creating product awareness. As we grow, our five year goals are to have affiliate 

program who will be able to have our product in there storefronts. Such goals will 

build product awareness and give the advantage to our customers to really get a feel 

for our new products. 

 Do I offer a guaranty or return policy? 

 Custom Kicks believes in our having the highest quality product. If for any reason 

you don’t like our product you have a 14 day full return policy, with no questions 

asked. 

 

 

CUSTOMERS  

Explanation:  

Our customers that we target will be both male and females from the ages 15-30 years old. With 

our efforts to target social media sites, and bring creativity to everyone. With online retailing 

being at its highest right now, our main focus will be to gain the highest traffic to our web site. 
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Demographics: 

 Will my service have different appeal to men versus women? 

 Custom Kick will provide a way that both men and women can express their 

individuality through their shoes. The overall design might not be the same, but the 

idea is. We will have different products tailored to each sex.  

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

 Custom Kick is going to focus its advertisements for the young adults that like to 

express themselves through fashion. We will bring product awareness to everyone but 

focus our efforts of advertising on men and women from the age of 15-30, who love 

to express themselves with fashion, and trends setters. 

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

 Custom Kick welcomes everyone, married or single. We believe everyone has the 

right to dress in style. In fact we encourage married people to out create each other. 

One of our social media promotions is to see who has the most likes on their shoe 

design. Who can show their innovative side more? 

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

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

 We are appealing to the customer who wants to hold their personal image in a higher 

standard or manner. A person who wants to be creative and look good while doing so. 

A person who want to open up and be one with fashion. Someone who is not afraid to 

show their innovative side, and look good while they do it. 

 

 

Income: 

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

 Custom Kicks believes fashion should not cost an arm and a leg. We have priced our 

product where everyone can afford it. We will also have promotions and 

endorsements to help lower classes to afford the shoes they love. 

 

 

 

Location: 

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

store, an event like trades day)? 

 Custom Kicks will be at trade shows and e-commerce site, our products will be 

available online where you can get your shoes delivered to you. With fast shipping, 

our products will be on your feet in no time. 

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

 We will have an online store with goals of a brick and motor within five years. Online 

shopping will be available 24/7. We will have someone to contact you 24/7 if any 

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

suburb, or small rural community)? 

 Our customers will be in all aspect of life. Fashion is not only for the country person, 

or the city dweller it is for everyone. Everyone should be able to be artistic, and 

people like this inspire us. Our research says that search volume for online custom 

shoes range from are from every part of our community. 

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

over the city)? Time is money. 

 By being online we are able to reach a very broad and extensive group of people who 

are dying to express themselves with fashion. We believe that we need to bring 

product awareness on a digital stage with interactive marketing. The key is volume on 

a social share and to leverage social proof. 

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

 We believe by using trade shows, social media advertising, local business with cross 

promotional, sponsorship of local schools, boys and girls clubs, churches, youth 

events, and a mix-model promotion program we can build a strong local backing and 

loyal local brand support. By taking advantage of influencer marketing we can reach 

100,000 people within seconds by linking our product to their social media sites 

 

 

Other: 

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

individually? 

 We can reach both individuals customers and customers in groups. With social media 

marketing people will be able to share their idea with their friends and family. They 

will be able to see other people design and add and remove the thing they do and do 

not like. 

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

 We believe with our patent design lid that allows the customer to change the design 

of their shoes they will be repeat customers, not only for new lids but for new shoes 

as well. By seeing what others have created our customers will be able to compare 

others to their own. Buying new lids and designing new products. We also have other 

product lines like t-shits and polo shirts with our brand logo on it. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Nike 

 

 

 

 

 

Direct TV/Radio 

Signs 

Newspaper ads 

Sports clubs 

Ad words 

Internet banners 

Other brand 

clothing 

$49.99-

$225.00 

Brand loyalty. 

Many locations. 

Proven business 

model. Great 

quality. High 

capital. 

Everyone sells their 

product. Can’t easy 

change their S.O.P. 

The shoe design 

don’t interchange. 

Customer has little 

control. 

 

The shoe design can 

interchange 

Multi-shoe design. Customer 

is able to watch their shoe 

being made. We are selling an 

experience. Covers for the 

shoes interchangeable giving 

the shoes a different look. 

Adidas Direct TV/Radio 

Internet banners 

Sports club 

Social media 

Signs 

Pop up ads 

Word of mouth 

 

$49.99- 

$199.99 

Brand loyalty. 

Many locations. 

Great quality. 

Money to market. 

Able to flood the 

market with new 

ideas fast. Mega-

brand. 

No home store. No 

interaction with 

customers 

Their S.O.P can’t 

change easy. They 

don’t allow custom 

shoes to be made. 

The customer has total control 

of the design of the shoe. 

Covers for the shoes 

interchangeable giving the 

shoes a different look 

Brand name speaks high 

quality 

Total control is in customer’s 

hand. 

Payless Indirect Radio/TV 

Newspaper ads 

Signs 

Social media 

Word of mouth 

 

 

$19.99- 

$59.99 

Many locations.  

Sell many different 

brands 

Has many options 

Known for low 

cost. 

Don’t design their 

shoes. Poor custom 

service. Poor 

quality. Don’t focus 

on one brand. 

Brands known to be 

low quality. 

Customer is able to watch 

their shoe being made. Covers 

for the shoes interchangeable 

giving the shoes a different 

look. Great custom service.  

Wal-Mart Indirect TV/Radio 

Internet banners 

Social media 

Sign 

Walk in traffic 

 

$19.99- 

$99.99 

Many locations. 

Sell many different 

brands. Has many 

options. Known 

for lower cost. 

Poor custom service 

Poor quality. Don’t 

focus on one brand 

Have no custom 

design shoes. 

 

The customer has total control 

of the design of the shoe 

Covers for the shoes 

interchangeable giving the 

shoes a different look. Great 

quality of shoe.  



 

 

EXTRAS   

 

External Extras: 

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

 We will be using 40% non-virgin plastic by focusing on factories that use 

postconsumer or postindustrial non-virgin plastic we become ecofriendly. By using 

these synthetic plastic, it adds three months to deliver time, and 10% more expensive 

so it key to have these connection with our suppliers.    

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

 Our goals are to drive traffic and build our brand by using e-commerce. By using 

PPC, social media, email promotions, and working with influence marketing 

campaign and affiliate marketing, we can build brand awareness. With some of our 

sales joint venture affiliates having millions of followers on their social media site we 

have a system of driving high volume to our site with will be very favorable to us. We 

will also use ‘Facebook Boosted posts’ to drive in traffic on our landing page. We 

will also have Enewsletters and YouTube video for educational promotion and to 

reinforce our products and brand awareness. We will also give away free t-shirts that 

has our brand name and logo on it with purchase of shoes. 

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

 We are tapping into three trends that are driving consumer behavior: self-service, eco-

friendly, and giving our customers ways to express their individuality. Custom shoes 

has always been searched out, now with 3-D technology we have a way to create a 

shoe whose design can be swappable. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 For the first time, the design of a shoe can be interchangeable. Our lids snap on and 

off within seconds giving each shoe multiple looks. We provide the technology that 

inspires our customers to create the trends they love. As a manufacture there is no 

huge overhead and we do not need to try and guess what our customer will like. By 

letting them design and choose the color, everyone wins. 

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

match initially? 

 By going online our customers can create any design, any color, or even place a 

picture on their lids. They can view the shoe in a 3D software online and take their 

time. They can save their work and come back later or pick up a design already made. 

The choice is theirs. 

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

 I have over ten years in customer service. I have also started three other businesses. I 

know how to put the right people in the right spots. I believe by focusing on 

ecommerce and building brand awareness is the next step I need in education 

  



 

 

 

MARKETING  

 

Message: 

 

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

about your company? 

 We sell shoes that are custom made, custom made shoes with interchangeable lids 

that allow for the design of the shoes to be changed and you can design the shoes 

yourself. 

 What is your tagline? 

 “Imagine it…Design it” 

 Is your message effective across different demographics? 

 We will challenge every customer to show the world their creative side. Show the 

world what makes them unique, and give them the chance to express themselves. 

When our customers challenge each other to design a shoe that gets the most likes be 

are building brand and product awareness. 

 Is your pricing consistent with the market for similar offerings? 

 Our medium price will be $99, but we will have a products range from $49-$199. We 

will have a very competitive price range. With us using 40% non-virgin plastic, by 

focusing on factories that use postconsumer or postindustrial non-virgin plastic we 

become ecofriendly. By using these synthetic plastic, it adds three months to deliver 

time, and 10% more expensive to our COGS, but can you really place a price on the 

safety of our environment? 

 Is your pricing consistent with the degree of personalization? 

 The cost of different materials that we provide will shift the cost of our product. By 

using nonvirgin plastics we will have a higher cost of goods sold but the saving to our 

planet is well worth it.  

 

 

Media: 
 

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

 I will be advertising by the following: pay by click ads, Trade shows/flea 

markets/traders’ village, sponsorship of different school and local business. With 

Influence marketing campaign we will be able to reach a large following.  

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

using the types listed above? 

 I plan to reach 1000s customers per month with each advertising, reaching out to 

people in all walks of life. By building a social media following and having an 

operational marketing plan to target our advertising very specifically to the market we 

are pursuing we cut the percentage of expenses down and our promotion goals are 

still meet. 

 



 

 

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

 I am planning to do business with 5% of people who view my ads. With the other 

95% gaining product awareness and brand consciousness. Doing this will help us 

produce greater sales in the future. We will also provide free clothes with our brand 

on them with purchase of shoes. 

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

 Pay by click will run $300 a month with a total view of 3000 people view my site. I 

will have a booth at trader village with will cost $250 a month with around 1,000 

views. With our affiliate programs the price will range from a few hundreds to a few 

thousands of dollars.  

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

 Our products will range from $49.99-199.99 and we will accept payment as soon as 

the customer orders our products and submits the design they love. We will use an 

online third party payment platform to accept payments. We will also have an 

affiliated program for $3000 to allow retail shops to carry our products and to give 

customers a feel of the shoes before they buy them. 

 How will you collect customer reviews? 

 We will have on line blogs, surveys, and product surveys. We will have discount 

cards for filling out survey cards, online reviews submitted. We also be doing online 

contest to see what products can tally the most likes on social media. We will have an 

auto respond email system for birthday greeting, holiday greeting, abandoned 

shopping carts, and reviews after products have been shipped. 



 

 

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 350              

car/truck down payment, if leased

permits 250              

supplies, office & misc. 150              

Point of sales Platfrom 100              

Digicert (onlien security SSL) 600              

Cloud server 100              

Patten/filing lawyer 3,000           

Internet supplier 150              

Cash needed for start-up expenses 5,700           

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 500              500              

3D Printer (CIFANN) 4,000           6,000               10,000         
3D Printer (FUSION 3 410) 1,000           1,000               2,000           

Color Printer 800              -                   800              
building/office deposit N/A N/A

beginning cash balance 1,000           N/A N/A
Cash needed for start-up assets 7,300           7,000               13,300         

60                assumed life (months)

222              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 12,000         60%

Vehicle loan and other equipment debt (see 

note 7 for financing) 7,000           35%

Startup financing, if applicable (for example 

Kiva loan) 1,000           5%

Outside equity investment, if applicable -               0%

Total start up cost,

total sources 20,000         100%

Phillip W. S.

Custom Kicks

448: Clothing and Clothing Accessories Stores

_44_45_Retail_Trade

 



 

 

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 99.00          100% 12.00      100% 3,000.00  100%

Cost of one unit hours rate hours rate hours rate

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

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

cost 1 description 35.00          35% 4.00        33% 2,000.00  67%

cost 2 description 0.75            1% 1.50        13% 125.00     4%

cost 3 description 8.00            8% 2.00        17% 0%

cost 4 description 4.00            4% 0.75        6% 0%

Total variable costs 47.75          48% 8.25        69% 2,125.00  71%

Gross profit per unit - what you see on income statement 51.25          52% 3.75        31% 875.00     29%

 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 

KICK STANDS sold 30            35               45          60          65                  70           75           85           100          100          150          815           

LIDS sold 15            20               15          25          25                  50           60           65           75            75            80            505           

3D PRINTER sold -          -              1            -         -                 -          -          1             -           1              -           3               

total revenue 3,150$     3,705$        7,635$   6,240$   6,735$           7,530$    8,145$    12,195$  10,800$   13,800$   15,810$   95,745$    

total cost of sales 1,556$     1,836$        4,398$   3,071$   3,310$           3,755$    4,076$    6,720$    5,394$     7,519$     7,823$     49,458$    

total income statement gross profit (excludes owner labor) 1,594$     1,869$        3,238$   3,169$   3,425$           3,775$    4,069$    5,475$    5,406$     6,281$     7,988$     46,288$    

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 7,000$     principal, beginning 7,000       6,845          6,688     6,529     6,368             6,205      6,039      5,872      5,703       5,532       5,358       

Interest rate (example 8%) 15.0% interest expense 88            86               84          82          80                  78           75           73           71            69            67            852           

Loan term (# of months) 36            principal payment (155)        (157)            (159)       (161)       (163)               (165)        (167)        (169)        (171)         (174)         (176)         (1,818)       

Monthly payment 243          principal, ending 6,845       6,688          6,529     6,368     6,205             6,039      5,872      5,703      5,532       5,358       5,182       

Start-up financing, see Start-up Costs sheet

Amount borrowed 1,000$     principal, beginning 1,000       1,000          917        833        750                667         583         500         417          333          250          

Interest rate (example 8%) 0.0% interest expense -          -              -         -         -                 -          -          -          -           -           -           -            

Payback period (# of months) 12            principal payment -          (83)              (83)         (83)         (83)                 (83)          (83)          (83)          (83)           (83)           (83)           (833)          

Grace period (months pay delay) 2              principal, ending 1,000       917             833        750        667                583         500         417         333          250          167          

Monthly payment 83$          

Assumption 8 - Payroll, nondirect
 Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

# of employees -          -              1            1            1                    1             1             1             1              1              1              

avg hours each employee(s) worked per month, not in EOU above -          -              20          20          20                  20           25           25           30            30            25            

average per hour wage -          -              12.00     12.00     12.00             12.00      12.00      12.00      12.00       12.00       12.00       

salary expense, exclduing payroll taxes -          -              240        240        240                240         300         300         360          360          300          2,580        

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 

-          -              -         -         -                 -          -          -          -           -           -           

-          -              -         -         -                 -          -          -          -           -           -           

-          -              -         -         -                 -          -          -          -           -           -           

SHIPPING

Phillip W. S. dba Custom Kicks

KICK STANDS

SPOOL MATERIAL

ELECTRICITY USED

SPOOL MATERIAL

COLOR PRINTER BUDGET

3D PRINTER (CIFAAN)BUDGET

3D PRINTER

ONE PAIR OF CUSTOM SHOES AND TWO 

INTERCHANGE LIDS.

TWO PAIRS OF LIDS (COVERS FOR THE SHOES) 3D PRINTER AND SOFTWARE TO ALLOW LIDS 

TO BE PRINTED AT HOME.

PACKAGING

SHIPPING(IF NOT DROP SHIP)

SHIPPING

SHOE BOX ELECTRICITY

3D PRINTER

3D PRINTER(FUSION 3 410)BUDGET

LIDS

 



 

 

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

KICK STANDS 6 -         2,970     3,465     4,455      5,940     6,435     6,930     7,425     8,415     9,900      9,900      14,850    80,685       84%

LIDS 6 -         180        240        180        300        300        600        720        780        900        900        960        6,060         6%

3D PRINTER 6 -         -         -         3,000      -         -         -         -         3,000     -         3,000      -         9,000         9%

Total revenue -         3,150     3,705     7,635      6,240     6,735     7,530     8,145     12,195    10,800    13,800    15,810    95,745       100%

Cost of Goods Sold 2

KICK STANDS 6 -         1,433     1,671     2,149      2,865     3,104     3,343     3,581     4,059     4,775      4,775      7,163      38,916       41%

LIDS 6 -         124        165        124        206        206        413        495        536        619        619        660        4,166         4%

3D PRINTER 6 -         -         -         2,125      -         -         -         -         2,125     -         2,125      -         6,375         7%

Total COGS -         1,556     1,836     4,398      3,071     3,310     3,755     4,076     6,720     5,394      7,519      7,823      49,458       52%

Gross profit -         1,594     1,869     3,238      3,169     3,425     3,775     4,069     5,475     5,406      6,281      7,988      46,288       48%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         222        222        222        222        222        222        222        222        222        222        222        2,438         3%

Gasoline & fuels -         -            0%

Insurance - bonding -         -            0%

Insurance - vehicle -         -            0%

Interest - equip & start up 7 -         88          86          84          82          80          78          75          73          71          69          67          852           1%

Marketing 1,000     700        700        800        800        1,250     1,250     1,250     1,000     1,000      1,550      1,550      12,850       13%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         30          30          30          30          30          30          30          30          30          30          30          330           0%

Office - utilities -         100        100        100        100        100        100        100        100        100        100        100        1,100         1%

8 -         -         -         240        240        240        240        300        300        360        360        300        2,580         3%

Payroll taxes (9%) 6 & 8 -         -         -         22          22          22          22          27          27          32          32          27          232           0%

Permits 250        250           0%

Supplies 150        100        100        100        100        100        100        100        100        100        100        100        1,250         1%

Tax service -         -         300        -         -         -         -         -         -         -         -         -         300           0%

Telephone - cellular 350        75          75          75          75          75          75          75          75          75          75          75          1,175         1%

3,950     -         -         -         -         -         -         -         -         -         -         -         3,950         4%

-         50          50          50          50          50          50          50          50          50          50          50          550           1%

-         -         -         -         -         1,500     -         -         -         1,500      -         -         3,000         3%

-         75          75          75          75          75          75          75          75          75          75          75          825           1%

-         45          45          45          45          45          45          45          45          45          45          45          495           1%

-         100        100        100        100        100        100        100        100        100        100        100        1,100         1%

-         -         150        150        150        150        150        150        150        150        150        150        1,500         2%

-         -            0%

Total expenses 5,700     1,584     2,032     2,092      2,090     4,038     2,536     2,599     2,347     3,910      2,958      2,891      34,777       36%

Taxable profit (loss) 1 (5,700)    10          (163)       1,146      1,079     (613)       1,239     1,470     3,128     1,496      3,323      5,097      11,510       12%

Tax (expense) benefit 1 -         -         (399)       (2,479)     (2,878)        -3%

Owner's withdrawals 1 -         -            0%

Net profit (loss) (5,700)    10          (163)       1,146      1,079     (613)       1,239     1,470     2,729     1,496      3,323      2,618      8,633         9%

Depreciation 3 -         222        222        222        222        222        222        222        222        222        222        222        2,438         

Equipment purchases 3 (13,300)   -         -         -         -         -         -         -         -         -         -         -         (13,300)      

Principle, equipment loan 7 7,000     (155)       (157)       (159)       (161)       (163)       (165)       (167)       (169)       (171)       (174)       (176)       5,182         

Repay debt financing 7 1,000     -         (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         167           

Owner contribution 3 12,000    -         -         -         -         -         -         -         -         -         -         -         12,000       

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

Net cash flow 1,000     76          (182)       1,125      1,056     (638)       1,212     1,441     2,698     1,463      3,288      2,581      15,120       

Cash, period start -         1,000     1,076     894        2,019     3,075     2,437     3,650     5,090     7,789      9,252      12,540    -            

Cash, period end 1,000     1,076     894        2,019      3,075     2,437     3,650     5,090     7,789     9,252      12,540    15,120    15,120       

Phillip W. S. dba Custom Kicks

HOSTING SERVERS EQIP.

DOMAIN/HOSTING SERVICE

POS MONTHLY FEES

LAWYERS FEES

Start-up expenses

INTERNET SERVICE CO.

Product research

Payroll - not owner and not in 

COGS

 


