
 
 

 
 

 

 Business Plan Competition 
 October 25, 2019 
 
  
 Quentin B. 
 Yooda Best Carpet Cleaning 
 
 
 Prison Entrepreneurship Program 
 P.O. Box 926274 
 Houston, TX 77292 
 (832) 767-0928 
 www.pep.org 

 

 

 

 



 
 

 
 



 
 

 
 

 

 

 

 

 

 

 

Yooda Best Carpet Cleaning 
 

 

 

 

 

 

 

“When your carpet looks a mess, don't stress, contact Yooda Best.” 
 

 
 

 

 

 

 

 

 

Business Plan 

October 2019 
 

 

 

 

 

 

 

Quentin B. 

Owner & Founder 
 



 

 

TABLE OF CONTENTS 

EXECUTIVE SUMMARY   .............................................................................................................. 1 

PERSONAL FIT  ........................................................................................................................... 2 

OPPORTUNITY   ........................................................................................................................... 3 

SOLUTION   ................................................................................................................................. 3 

CUSTOMERS   .............................................................................................................................. 4 

DIFFERENTIATORS   .................................................................................................................... 5 

EXTRAS  ...................................................................................................................................... 7 

MARKETING   ............................................................................................................................. 7 

RÉSUMÉ ...................................................................................................................... ATTACHED 

FINANCIAL PROJECTIONS ........................................................................................... ATTACHED 

 
 



 

 

EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Providing the best carpet cleaning 

services required to get the job done in a 

timely and efficient manner. 

 Our purpose is to help our customers avoid 

the embarrassment of dirty carpet with 

affordable, quick, and easy carpet cleaning. 

 My solution is to offer high quality steam 

cleaning services for carpets, furniture, 

and car interiors, making the world a 

better place one carpet at a time. 

Customers  Differentiators  Extras 

My target customers are homeowners, 

apartment buildings, restaurants, banks, 

schools, hotels, retirement homes, 

arcades, games rooms, casinos, college 

dorms, and government establishments. 

Customers within a five to ten mile 

radius of my fixed location. 

 To differentiate myself, I will offer prices and 

services that my competitors will not provide, 

such as blood removal services. To be more 

specific, crime scene clean ups and faster 

response times to calls for property damage 

purposes. 

 I will establish a personal relationship 

with property owners and customers to 

confront their needs of quality service. 

Also offering eco-friendly chemicals that 

are compatible with the environment with 

our service. 

Marketing  Start-up Costs  Financials & Extras 
I will advertise through word of mouth, 

going door-to-door, passing out business 

cards and flyers. I will also utilize Social 

media sites, such as Facebook, 

Instagram, Bing, Offer Up, Google 

Maps, Better Business Bureau, Craig’s 

List, and Angie’s List. 

 Owner investment - cash 5,450$    

Owner investment - equipment 10,000    

Vehicle and/or equipment loan -         

Start up financing 5,000      

Total start up costs: 20,450$   

 Sales: 111,600$  100%

COGS 26,000      23%

Gross profit 85,600      77%

Overhead 10,400      9%

Pretax income 75,100      67%

Tax expense 18,700      17%

Owner withdrawals 38,500      34%

Net income 17,800$    16%  

  Personal Fit   
I have 11 years of experience in commercial and residential carpet cleaning. I have a vast knowledge of virtually every type of stain removal 

technique such as red stain and wax removal, degreasers, and blood removal. I also specialize in patching, stitching, tucking, stretching and tack 

stripping, water extractions, microbial mold treatments, and A/C duct cleaning. 
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PERSONAL FIT   

My name is Quentin B., I was born in Corpus Christi, Texas on July 2, 1987. I am one of three 

children raised by my mother and stepfather. While experimenting with drugs, my stepfather was 

shot and killed. My mother did the best she could to raise my siblings and me on her own, 

encouraging us to stay focused on completing school. My mother always pushed me to become 

someone she wanted me to be but I began to rebel against her wishes.   

  

When my stepfather was killed I experienced a serious change in my life because I had idolized 

and wanted to be like him. Thereafter I took to the streets for guidance, started hanging with the 

wrong crowd at eight years old. I began selling drugs at 11. At 15 my mother told me if I could 

not live by her rules, I needed to get out of her house, so I left and got my first job. Influenced by 

drugs and violence, I experienced my first arrest at the age of 19, after which it became 

continuous, like an addiction. I am currently incarcerated for a violation of parole for possession 

of a controlled substance. I have served 18 months on this violation, with a total of four and a 

half years served on a six-year sentence.  

 

I have made many wrong decisions in my past due to trafficking and selling drugs. I wanted to 

change after my first release, but I continued to fall into the temptations of leading the fast life. 

During my current incarceration I have done everything in my power to become a changed man. 

I have read several self-help books, taken Cognitive Intervention Prevention Program, 

CHANGES and financial literacy courses. Through the Prison Entrepreneurship Program, I have 

come to realize why I do the things that I do and how I can change. I am fully committed to my 

personal growth. I want to be a role model to my family, leading by example and becoming a 

better man. My family depends on me to walk strongly on the path of righteousness. I will not 

continue to fail by coming to prison and abandoning them. 

 

I am a hard worker who enjoys working with others and does not mind getting my hands dirty. I 

work hard at everything I do in life and do not believe in quitting. I love creating music and 

carpet cleaning. I would love to own my own record label and have my own carpet cleaning 

company, because that is what I love doing in life. I want to be able to spend time with my 

family and teach them the business. PEP has given me the knowledge and discipline to apply 

what I have learned to my life. I seek to start up my own business within the three to five years 

of my release. Any capital that will be invested into my companies will be used wisely and paid 

back as soon as possible. I will be released to Houston in February 2021. 

 

Quentin B. is the founder and owner of Yooda Best Carpet Cleaning. Quentin is responsible for 

all functions of the business including marketing and product sales. Quentin brings 11 years’ 

experience in hands-on carpet restoration to Yooda Best Carpet Cleaning. Quentin specializes in 

tile grout cleaning, hardwood floor cleaning and upholstery cleaning. Quentin has participated in 

the Cognitive Intervention Prevention Program for three months and completed the CHANGES 

program. Quentin has completed financial literacy from Conduits. He has completed the 

Leadership Academy and Quest for Authentic Manhood and will graduate in October 2019 from 

the Prison Entrepreneurship Program at the MTC Cleveland Unit. He is truly prepared to carry 

out the tasks required to successfully run his own company. 
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OPPORTUNITY   

Explanation: 

Yooda Best Carpet Cleaning provides the best carpet cleaning service required to get the job 

done in a timely and efficient manner. 

 

 Can I solve the problem given my skills and personality? 

 Yes, I have 11 years of hands-on-experience in the carpet cleaning business. Also, I 

have sales experience. 

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

quality? 

 As long as I train the technician properly, they will perform at the level that is 

required. 

 Will this venture require significant capital? 

 Yes, it will require at least a $50,000 initial investment. 

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

 I will be off parole by the time I start my business. 

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

 It will quickly become a full time venture with a proper marketing strategy. 

 

 

SOLUTION   

Explanation: 

We clean carpets with a hydro-force solution and allow it to properly work itself into the carpet 

before sucking it out with a high powered steam cleaner.  

 

 What are the benefits that I am providing? 

 I am providing an eco-friendly solution to carpet restoration. 

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

 I am locally owned and operated. 

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

 Through social media, television networks, and promotion through my musical fan 

base. 

 Will my solution actually be profitable? 

 Yes, I expect to profit approximately $1,000 or more daily, per van. 

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

 This is an operation that I can easily start from my home until growth and demand of 

my services require me to expand. 

 Do I offer a guaranty or return policy? 

 I cannot guaranty that the customer will not stain the carpet again. 
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CUSTOMERS  

Explanation:  

My targeted customers will be homeowners, apartment buildings, restaurants, and corporate 

buildings.  

Demographics: 

 Will my service have different appeal to men versus women? 

 I market to both men and women equally. 

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

 Young adults, middle aged, and mature. 

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

 It is not required. 

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

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

 I appealing to their environment and homecare concerns. 

 

Income: 

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

 I do not discriminate. Customers of all classes are welcome. 

 

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 service my customers at their home and workplace. 

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

 I go to them and provide my service. 

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

suburb, or small rural community)? 

 I am willing to clean anywhere. 

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

over the city)? Time is money. 

 I will focus in a 25 mile radius. 

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

 They will provide referrals for future business.  

 

Other: 

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

individually? 

 Both, I will use social media sites such as Pinterest, Instagram, or Facebook to 

advertise my services.  

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

 It is guaranteed that they will buy from me again because their carpet will get dirty 

again in the future. 

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

 I would rather sell to a retailer. 
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 What industry is my customer in? 

 My customers are home owners and business owners. Their industry is irrelevant. 

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

 I aim to serve multiple larger locations. 

 Will my customer require special insurance (construction bonding, liability insurance)? 

 I will require damage insurance and bonding to protect my customers. 

 Does my customer require 24/7 service? 

 No, but there will always be a technician on call for emergency purposes. 

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

 Yes, unless the carpet needs to be replaced. 

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

company? 

 I will operate off of a word of mouth system. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Stanley 

Steamer 

Direct Mobile 

advertising 

along with 

commercials 

High They are a 

franchise. They 

offer to move 

furniture. Tile 

grout cleaning and 

wood flooring. 

They are too 

expensive. They do 

not have on-call 

emergency services. 

We offer red stain removal. 

 

Texas Finest Direct Mobile 

Advertising 

Average There is always a 

technician on-call 

for water 

restoration 

purposes. 

They are not a 

franchise. They lack 

advertising as 

commercial 

networking, and they 

do not offer tile 

grout cleaning 

services. 

We have chemicals that 

rejuvenate the carpet. 

 

Namco Indirect Mobile 

advertising 

Average They have 

reasonable prices 

and are well 

known in the city. 

Not a franchise. 

Lack advertising. No 

on-call emergency 

services. 

We leave deodorized when 

through and offer a/c duct 

cleaning services. 

Excel Indirect Mobile 

adverting 

High They offer the tile 

grout cleaning. 

Not a franchise. Do 

not offer pet 

treatment services. 

We offer pet treatment 

services. 
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EXTRAS   

External Extras: 

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

 I will be seeking out suppliers in the carpet cleaning industry such as Lowe’s Hobby 

lobby, and carpet padding suppliers. 

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

 My business will start off being run from my local residence in San Antonio Texas, 

serving consumers within a 10-to-20 mile radius of my fixed location. 

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

 I will be in competition with any local Stanley Steamer in my fixed location. I wil be 

the only company providing services in that area which would be to the consumer’s 

convenience. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 I offer specialized cleaning service which would be a differentiator to other 

companies  

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

match initially? 

 I have on-call services for water extractions and blood removal services. 

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

 I have 11 years in commercial and residential carpet cleaning. I also have a vast 

knowledge in virtually every type of stain, rust and blood removal. 

 
 

MARKETING  

Message: 

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

about your company? 

 It says that we are the best. Also, that we are a carpet cleaning service. We are trained 

professionals in the cleaning industry.  

 What is your tagline? 

 “If your carpet looks a mess, do not stress, contact Yooda Best.” 

 Is your message effective across different demographics? 

 Customers will know that Yooda Best Carpet Cleaning is one of the best carpet 

cleaning services that focuses on efficiency and professionalism. 

 Is your pricing consistent with the market for similar offerings? 

 I do not compete on pricing, but if the customer is concerned with high quality 

services of a certain skill set, I can provide that to them on a reasonable pricing range. 

 Is your pricing consistent with the degree of personalization? 

 The size of the property and amount of damage done would dictate the pricing range 

required to get the job done correctly. 
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Media: 

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

 I will use a word of mouth experience by going door to door, passing out business 

cards and fliers, newspaper ads, and social media sites, such as Facebook, Instagram, 

Pinterest, and Offer up. 

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

using the types listed above? 

 I will be expecting to reach at least 100 or more customers on a monthly basis. 

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

 I look forward to reaching 50% of my required amount of individuals. 

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

 Business cards will cost $15 to $20 a month. Most social media sites are free 

advertising avenues, and going door to door is free also. 

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

 I would have to invest in business cards on the monthly basis. 

 How will you collect customer reviews? 

 I will accept referral and progress reports on my social media sites for all potential 

consumers to review.  

 
 



 

 

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 600              

cell phone purchase 200              

car/truck down payment, if leased

permits

supplies, office & misc. 500              

LLC 450              

Cash needed for start-up expenses 1,750           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van 10,000         10,000         

company trailer 500              

computer, printer, fax 1,200           1,200           

1,500           1,500           

500              500              

1,500           1,500           

building/office deposit N/A N/A

beginning cash balance 3,500           N/A N/A
Cash needed for start-up assets 18,700         -                   14,700         

60                assumed life (months)

245              monthly depreciation

Total start up cost 20,450        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 5,450           27%

Vehicle loan and other equipment debt (see 

note 7 for financing) -               0%

Startup financing, if applicable (for example 

Kiva loan) 5,000           24%

Outside equity investment, if applicable 10,000         49%

Total start up cost,

total sources 20,450         100%

Quentin B.

Yooda Best Carpet Cleaning Co.

814: Private Households

_81_Other_Services_except_Public_Administration

 



 

 

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 150.00        100% 600.00        100% 250.00        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 20.00          13% 27.00          5% 40.00          16%

cost 2 description 12.00          8% 30.00          5% 20.00          8%

cost 3 description 0% 25.00          4% 12.00          5%

cost 4 description 0% 60.00          10% 0%

Total variable costs 32.00          21% 142.00        24% 72.00          29%

Gross profit per unit - what you see on income statement 118.00        79% 458.00        76% 178.00        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 

Carpet Clean sold 4              7                 13          18          20                  22               17          18          18                 22               24               183          

Water Extraction sold 3              5                 8            15          15                  15               12          10          14                 17               18               132          

Pet Treatment sold 1              2                 2            1            1                    3                 2            2            2                   1                 3                 20            

total revenue 2,650$     4,550$        7,250$   11,950$ 12,250$         13,050$      10,250$ 9,200$   11,600$        13,750$      15,150$      111,650$ 

total cost of sales 626$        1,078$        1,696$   2,778$   2,842$           3,050$        2,392$   2,140$   2,708$          3,190$        3,540$        26,040$   

total income statement gross profit (excludes owner labor) 2,024$     3,472$        5,554$   9,172$   9,408$           10,000$      7,858$   7,060$   8,892$          10,560$      11,610$      85,610$   

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 -$         principal, beginning -          -              -         -         -                 -              -         -         -                -              -              

Interest rate (example 8%) 15.0% interest expense -          -              -         -         -                 -              -         -         -                -              -              -           

Loan term (# of months) 24            principal payment -          -              -         -         -                 -              -         -         -                -              -              -           

Monthly payment -           principal, ending -          -              -         -         -                 -              -         -         -                -              -              

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          4,869     4,738     4,606            4,474          4,341          

Interest rate (example 8%) 4.0% interest expense -          -              -         -         -                 17               16          16          15                 15               14               93            

Payback period (# of months) 36            principal payment -          -              -         -         -                 (131)            (131)       (132)       (132)              (133)            (133)            (792)         

Grace period (months pay delay) 6              principal, ending 5,000       5,000          5,000     5,000     5,000             4,869          4,738     4,606     4,474            4,341          4,208          

Monthly payment 148$        

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

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

average per hour wage

salary expense, exclduing payroll taxes -          -              -         -         -                 -              -         -         -                -              -              -           

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 

Furniture Blocks

Quentin B. dba Yooda Best Carpet Cleaning Co.

Carpet Clean

Chemicals Chemicals

Gas

Pet Treatment

Steam clean carpet or shampoo carpet. Depends on 

size of room assuming a two man crew and a 1000 sq. 

feet room that will take two hours to clean.

Removing of water, removing carpet pads, 

disinfecting the damaged area and drying all 

areas and structures that are wet.

Apply pet treatment chemicals, steam clean and 

deodorize carpet. Depends on size of room 

assuming a two man crew and a 1000 sq. feet that 

will take two hours.

Carpet pad roll

Deodorizer Gas Gas/nails and misc.

Pet Treatment Chemicals

Water Extraction

 



 

 

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

Carpet Clean 6 -         600        1,050     1,950      2,700     3,000     3,300     2,550     2,700     2,700      3,300      3,600      27,450       25%

Water Extraction 6 -         1,800     3,000     4,800      9,000     9,000     9,000     7,200     6,000     8,400      10,200    10,800    79,200       71%

Pet Treatment 6 -         250        500        500        250        250        750        500        500        500        250        750        5,000         4%

Total revenue -         2,650     4,550     7,250      11,950    12,250    13,050    10,250    9,200     11,600    13,750    15,150    111,650     100%

Cost of Goods Sold 2

Carpet Clean 6 -         128        224        416        576        640        704        544        576        576        704        768        5,856         5%

Water Extraction 6 -         426        710        1,136      2,130     2,130     2,130     1,704     1,420     1,988      2,414      2,556      18,744       17%

Pet Treatment 6 -         72          144        144        72          72          216        144        144        144        72          216        1,440         1%

Total COGS -         626        1,078     1,696      2,778     2,842     3,050     2,392     2,140     2,708      3,190      3,540      26,040       23%

Gross profit -         2,024     3,472     5,554      9,172     9,408     10,000    7,858     7,060     8,892      10,560    11,610    85,610       77%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         245        245        245        245        245        245        245        245        245        245        245        2,695         2%

Gasoline & fuels -         50          50          50          50          50          50          50          50          50          50          50          550           0%

Insurance - bonding -         100        100        100        100        100        100        100        100        100        100        100        1,100         1%

Insurance - vehicle -         200        200        200        200        200        200        200        200        200        200        200        2,200         2%

Interest - equip & start up 7 -         -         -         -         -         -         17          16          16          15          15          14          93             0%

Marketing 600        300        900           1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

8 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

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

Permits -         -            0%

Supplies 500        100        100        100        100        200        75          100        100        100        100        100        1,675         2%

Tax service -         -            0%

Telephone - cellular 200        50          50          50          50          50          50          50          50          50          50          50          750           1%

450        -         -         -         -         -         -         -         -         -         -         -         450           0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 1,750     745        745        745        745        845        1,037     761        761        760        760        759        10,413       9%

Taxable profit (loss) 1 (1,750)    1,279     2,727     4,809      8,427     8,563     8,963     7,097     6,299     8,132      9,800      10,851    75,197       67%

Tax (expense) benefit 1 (564)       (5,450)    (5,590)    (7,196)     (18,799)      -17%

Owner's withdrawals 1 -         (2,000)    (2,000)    (3,500)     (3,500)    (3,500)    (3,500)    (3,500)    (3,500)    (5,000)     (5,000)     (3,500)     (38,500)      -34%

Net profit (loss) (1,750)    (721)       163        1,309      4,927     (387)       5,463     3,597     (2,791)    3,132      4,800      155        17,897       16%

Depreciation 3 -         245        245        245        245        245        245        245        245        245        245        245        2,695         

Equipment purchases 3 (15,200)   -         -         -         -         -         -         -         -         -         -         -         (15,200)      

Principle, equipment loan 7 -         -         -         -         -         -         -         -         -         -         -         -         -            

Repay debt financing 7 5,000     -         -         -         -         -         (131)       (131)       (132)       (132)       (133)       (133)       4,208         

Owner contribution 3 5,450     -         -         -         -         -         -         -         -         -         -         -         5,450         

Equity investor 3 10,000    -         -         -         -         -         -         -         -         -         -         -         10,000       

Net cash flow 3,500     (476)       408        1,554      5,172     (142)       5,577     3,710     (2,677)    3,244      4,912      267        25,050       

Cash, period start -         3,500     3,024     3,432      4,986     10,158    10,016    15,594    19,304    16,627    19,871    24,783    -            

Cash, period end 3,500     3,024     3,432     4,986      10,158    10,016    15,594    19,304    16,627    19,871    24,783    25,050    25,050       

Quentin B. dba Yooda Best Carpet Cleaning Co.

Start-up expenses

Payroll - not owner and not in 

COGS

 


