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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
The food truck industry continues to 

grow rapidly. The opportunity lies within 

the inability of convenience for a quality 

menu as well as undervalued customer 

satisfaction. 

 I have a passion for cooking well prepared 

meals. I want to be unique in my own way 

giving my customers the taste and atmosphere 

they desire. 

 Instead of pulling up to your average food 

truck in your city, where they show no 

enthusiasm, Rollin’ Hot Spot will cater to 

your wants. We will fulfill your taste buds 

with unique flavors and offer you a great 

atmosphere. 

Customers  Differentiators  Extras 

Our customers will be those who 

commute through their everyday routine. 

We will generally be attracting the larger 

crowds, Social gatherings, groups and 

events.  

 Our ability to make our atmosphere unique in 

its own way with amazing customer service 

like no other is what makes us different. 

 I have been in the food industry for over 3 

years and have a unique sense of humor 

when it comes to making our customers feel 

comfortable in our establishment. 

Marketing  Start-up Costs  Financials & Extras 
We will have our own social media page 

revealing our location and business 

hours. We will also hand out fliers, use 

ads and most important word of mouth 

referrals 

 

 

 Sales: 128,900$  100%

COGS 42,700      33%

Gross profit 86,200      67%

Overhead 34,600      27%

Pretax income 51,600      40%

Tax expense 12,900      10%

Owner withdrawals 19,800      15%

Net income 18,900$    15%
 

  Personal Fit   
I am 25 years old with the desire to be successful in my future and be unique in my own ways with anything I put my mind to. I was born and 

raised in San Antonio, TX. Over the years growing up, I loved opening up the kitchen pantry to see what I can make. I enjoy making delicious 

meals and being creative. I have always wanted to open my own restaurant. I believe I can start a new exciting venture and trend in the food 

industry that will help me prepare to later open the dream restaurant I visualize. 

 

Owner investment - cash 15,000$  

Owner investment - equipment -         

Vehicle and/or equipment loan 45,000    

Start up financing 2,000      

Total start up costs: 62,000$  
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PERSONAL FIT   

My name is Robert E. I was born and raised in San Antonio, Texas, on March 26th, 1994. Growing 

up, I was the oldest of four. My father wasn’t in the picture during my childhood. I was raised by 

my mother up until the age of 12. My mother had an abusive boyfriend, so she was beaten often. 

She wouldn’t leave the guy though. I did well in school up until the sixth grade. 

 

My mom was killed July 5th, 2006. I took the loss of my mom very hard and refused help from 

anyone. I just wanted to do my own thing and cope with my pain on my terms. My second year in 

junior high was the last year I put any effort in school. My grandparents took custody of me and 

my siblings after my mom passed away. I went through a depression phase that turned into hate 

and anger. At 13 was when the trouble really started for me. I hung around some guys who 

introduced me to drugs. I started smoking weed and selling coke. At 14, I was sent to a juvenile 

placement for a year. Six months after my release I was on my way to TYC for another year. Both 

times were due to selling drugs. I got out at 17, and went right back to the same lifestyle of hustling. 

 

When I got turned out to selling drugs, I had a passion for hustling. The money, power, and respect 

got to my head. I thought I was doing well for myself at the age of 18, until I picked up more 

charges for dope. My girlfriend was pregnant and had two kids of her own that I was raising at that 

time. A month after my birthday and my son’s birth, I was handed an 8-year sentence. I served 3 

½ years on it before making parole. I was able to stay out for nine months, trying to be productive 

and be a father as well. I love my kids. I did what I could for them, so leaving them again really 

hurt my heart this time. I was accused of three charges that were later dismissed. Parole decided 

to revoke me. I now have 5 ½ years on my 8-year sentence. I have finally realized that this isn’t 

the life I want to live. I am tired of the cycle that this game has to offer. My number one motivation 

is my baby boy. I have made a commitment to find God and put my trust in him. 

 

I have promised my three rascals that when I am released this time, I will be home for good. I want 

to be a family man. The reasons I want to own my business are to show my potential, be my own 

boss, and show those around me that they can do the same. I enjoy working with others and 

accepting feedback that is beneficial towards my goal. Failure lets me know it’s time to analyze 

and improvise. I do not give up. When I put my mind on something, I complete the task. My 

mentality has changed in an amazing way and has given me a positive attitude towards life. I 

believe my integrity and actions will show I have changed and allow me to build trust in my future 

business. I look forward to starting my business within two years of my release. Any capital 

invested will be used wisely and in a manageable way. I will be released to San Antonio in the 

month of April 2020. 

 

As the founder and owner of Rollin’ Hot Spot, Robert will be responsible for overseeing inside 

operations of the company, product orders, marketing, and guaranteeing great customer 

satisfaction. Robert brings to Rollin’ Hot Spot more than two years in the business and has had 

experience as a food prep and cook while experimenting with unique flavors under his 

grandmother’s house hold. He was brought up around cooking. 

 

While incarcerated Robert has successfully been able to complete the NCCER Core Construction, 

Fiber Optics and Computer Maintenance vocational programs. Robert has obtained his OSHA 

certification as well as obtained his GED from the Windham School District in 2011. Robert brings 
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all of his positive energy and success to the future of this new business venture. Robert is currently 

enrolled in the PEP Program and will be graduation in the month of October 2019. 

 

 
 

OPPORTUNITY   

Explanation: 

The food truck industry is growing at an enormous rate and continues to soar to new heights. When 

there is a food truck around, people know there’s tasty food to be found. The opportunity lies 

within the inability of convenience for a quality menu as well as undervalued customer satisfaction. 

 

 Can I solve the problem given my skills and personality? 

 With prior experience as a cook and food prep, I know how to grab the customers 

attention with a satisfying and quality menu accompanied by an energetic vibe and 

exciting personality.  

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

quality? 

 I will start out on my own until my small business gains traction and demand increases. 

Once this is achieved, I will hire one employee to assist with orders and food 

preparation. 

 Will this venture require significant capital? 

 It will not take a ton of money, but the amount of investment needed will vary due to 

the size of truck needed and equipment costs. Costs of food merchandise will be 

relatively low due to storage capacity. 

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

 By the time I am ready to get my business up and running I will be just about done with 

parole so there will be no restrictions.  

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

 This business would be a full-time venture. 

 
 

SOLUTION   

Explanation: 

Instead of pulling up to the average food truck in your city where the owner and employee show 

no enthusiasm in what they do, we at Rollin’ Hot Spot, will cater to your wants. We will fulfill 

your taste buds with exploding flavors and offer you a great experience and energetic atmosphere. 

 

 What are the benefits that I am providing? 

 The benefits are that we cater to your wants providing fast and convenient service in a 

hip environment and improving our patrons’ moods. 

 

 

 



 

Rollin' Hot Spot 
Robert E. 

4 

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

 We will treat every customer as if they were family. I will be dedicated in providing 

unique and tasty flavors to their satisfaction. I will grab my customer’s attention by 

being a respectable establishment and trendy environment. 

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

 We will advertise by word of mouth, social media page revealing our location, and 

flyers. Also, as we set up at different locations, our number and logo will be easily 

noticed on our truck. 

 Will my solution actually be profitable? 

 Once we reach our break-even point in month twelve, everything after that will be 

profit. 

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

 We are a mobile business that sets up at different locations. Once growth potential has 

been reached, we will have an additional truck for catering purposes. 

 Do I offer a guaranty or return policy? 

 With the unique and exploding flavors I have to offer, I guarantee your taste buds with 

mouthwatering satisfaction.    

 
 

CUSTOMERS  

Explanation:  

Our targeted customers will be those who commute through their everyday routine, job sites, 

events, parties and social gatherings. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 Being in the food truck industry, there is no difference in who we provide service to. 

We welcome all. 

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

My ideal customers is in the age group of 5-55. 

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

 Relationship status is irrelevant for my product and services. 

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

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

 We will be appealing to our customer’s interest of inquiring new flavors and 

experiencing trend setting environments.  

 

Income: 

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

 We deal with a variety of backgrounds and serve to all classes of people.  

 

 

 

 



 

Rollin' Hot Spot 
Robert E. 

5 

 

Location: 

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

store, an event like trades day)?  

 We will be able to reach my customers on the streets. Our logo and number will be 

easily visible on our truck. We will have a social media page revealing our location for 

the day, and word of mouth. 

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

 They will come to me. As I reach growth potential and add another truck, we will go 

to our customers for catering and delivery purposes. 

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

suburb, or small rural community)? 

 The neighborhood of my customers will be irrelevant due to me setting up at different 

locations. 

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

over the city)? Time is money. 

 From the location I will be set up at, my customers will be within a 10-15 minute radius. 

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

  As I will be set up, I will have a social media page revealing my location for the day 

as well as word of mouth referrals. Once I start getting around, the customers will start 

pouring in. 

 

 

Other: 

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

 I will be providing service to customers individually as well as group settings. 

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

 Once my customer receives my product, it is very likely that they will be returning for 

mouthwatering satisfaction. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price 

Their 

Advantages 

Their 

Disadvantages 
My Differentiators 

Panchito’s 

Taco Truck 

Direct Facebook 

Newspaper 

AD’s 

$7-$12 

Average  

Loaded mini tacos 

and quesadillas. 

They have been 

established for a 

few years. 

Limited space and 

same location every 

day. 

I have uniquely flavored food 

and shaved ice. 

 

 

Papa’s Burger 

Joint 

Indirect Facebook 

Classic car 

events 

$5-$14 

Average 

Nice set up, mini 

seating area with 

T.V. variety.  

Their location is 

stationary. 

I am mobile and have shaved 

ice. 

 

 

 

 

Tasty’s Truck Direct Facebook word 

of mouth Fliers 

$4-$12 

Average 

Also have a well-

known restaurant 

and established 

repeat customers. 

The truck is only 

open late on 

weekends. 

Different locations and open 

six days a week. 

McDonalds Indirect Commercials 

Social media 

Bill Boards 

$1-$12 Low 

to Average 

Worldwide known 

fast service drive-

thru. 

Burgers are not 

100% meat products 

are not prepared 

with quality and 

love. 

I am on a face to face basis 

with my customers and take 

pride in the quality of my 

meals. 
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EXTRAS  

External Extras: 

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

 We will be buying our products from a wholesale distributor. We will also be going 

through Cisco, Sam’s club, and Farmers Market for additional products.   

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

 We will be a mobile business located in San Antonio, TX. However we will have 

favored spots throughout the city.  

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

 There are many other competitors in my industry, however each truck has their own 

way of being unique.  

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 Our concept will be somewhat the same as other food trucks, however our service will 

be better than others. 

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

match initially? 

 You can order online or by phone and we will be rolling in in hot with quality meals.  

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

I have over three years’ experience as a cook and I know how to give my customers 

the satisfaction they desire.  

 
 

MARKETING  

Message: 

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

your company? 

 We are professionals on a mission to satisfy our customers. We are a trending mobile 

business rolling in hot. 

 What is your tagline? 

 We are the hottest new spot rolling around, so let us make you a part of our impact. 

 Is your message effective across different demographics? 

 Once we hit the streets, we will be part of everyone’s needs. 

 Is your pricing consistent with the market for similar offerings? 

 Our pricing is consistent with similar offerings in the market, however our service is 

extraordinary. 

 Is your pricing consistent with the degree of personalization? 

 Our services are built and modeled around personalization and that is something that is 

reflected in our prices. 
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Media: 

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

 We will have a social media page, we will passing out flyers, and word of mouth 

referrals.  

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

using the types listed above? 

 I plan on reaching at least 2000 people a month using these strategies. 

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

 I believe once I reach them, half will buy from me.  

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

 Each of the following will be about $300.00 apiece. 

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

 It will be a monthly expense but I will upgrade each month as well. 

 How will you collect customer reviews? 

 I will ask customers to complete surveys once they have experienced our services, as 

well as having online reviews. 

 
 



 

 

START-UP COST 

Owner's name

Company name

NAICS Business Classification

Sector (general classification)

Sub-sector (more specific classification)

Start-up Costs

Year 1

Assumption 4 - Total Uses

Non-Depreciable Costs

Paid or 

contributed 

in Month 1
marketing, business cards, fliers 500              

cell phone purchase 200              

car/truck down payment, if leased

permits 750              

supplies, office & misc.

Inventory 1,500           

Vinly Wrap 2,000           

Insurance 400              

LLC 450              

Operating costs

Cash needed for start-up expenses 5,800           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van 5,000           45,000             50,000         

company trailer

computer, printer, fax 1,500           1,500           

Generator 1,200           1,200           

Kitchen Equipment 3,500           3,500           

-               

building/office deposit N/A N/A

beginning cash balance N/A N/A
Cash needed for start-up assets 11,200         45,000             56,200         

60                assumed life (months)

937              monthly depreciation

Total start up cost 62,000        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 15,000         24%

Vehicle loan and other equipment debt (see 

note 7 for financing) 45,000         73%

Startup financing, if applicable (for example 

Kiva loan) 2,000           3%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 62,000         100%

Robert E.

Rollin' Hot Spot

722: Food Services and Drinking Places

_72_Accommodation_and_Food_Services

 



 

 

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 7.50            100% 9.50            100% 5.00            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 1.00            13% 1.00            11% 1.00            20%

cost 2 description 0.25            3% 0.50            5% 0.75            15%

cost 3 description 0.50            7% 0.50            5% 0.50            10%

cost 4 description 0.50            7% 0.50            5% 0.50            10%

Total variable costs 2.25            30% 2.50            26% 2.75            55%

Gross profit per unit - what you see on income statement 5.25            70% 7.00            74% 2.25            45%

 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 

Juicy Burger Combo sold 500          550             500        500        800                800             625        550        450               400             400             6,075       

Mini Asada Taco Combo sold 425          600             575        525        700                700             650        675        425               425             475             6,175       

Super Waffle Fries sold 325          500             400        500        500                500             550        500        450               350             375             4,950       

total revenue 9,413$     12,325$      11,213$ 11,238$ 15,150$         15,150$      13,613$ 13,038$ 9,663$          8,788$        9,388$        128,975$ 

total cost of sales 3,081$     4,113$        3,663$   3,813$   4,925$           4,925$        4,544$   4,300$   3,313$          2,925$        3,119$        42,719$   

total income statement gross profit (excludes owner labor) 6,331$     8,213$        7,550$   7,425$   10,225$         10,225$      9,069$   8,738$   6,350$          5,863$        6,269$        86,256$   

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 45,000$   principal, beginning 45,000     44,388        43,771   43,150   42,526           41,897        41,264   40,626   39,985          39,339        38,689        

Interest rate (example 8%) 8.0% interest expense 300          296             292        288        284                279             275        271        267               262             258             3,071       

Loan term (# of months) 60            principal payment (612)        (617)            (621)       (625)       (629)               (633)            (637)       (642)       (646)              (650)            (655)            (6,966)      

Monthly payment 912          principal, ending 44,388     43,771        43,150   42,526   41,897           41,264        40,626   39,985   39,339          38,689        38,034        

Start-up financing, see Start-up Costs sheet

Amount borrowed 2,000$     principal, beginning 2,000       1,917          1,833     1,750     1,667             1,583          1,500     1,417     1,333            1,250          1,167          

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

Payback period (# of months) 24            principal payment (83)          (83)              (83)         (83)         (83)                 (83)              (83)         (83)         (83)                (83)              (83)              (917)         

Grace period (months pay delay) -           principal, ending 1,917       1,833          1,750     1,667     1,583             1,500          1,417     1,333     1,250            1,167          1,083          

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                   1                 1                 

avg hours each employee(s) worked per month, not in EOU above 4              4                 4            4            4                    4                 4            4            4                   4                 4                 

average per hour wage 9.50         9.50            9.50       9.50       9.50               9.50            9.50       9.50       9.50              9.50            9.50            

salary expense, exclduing payroll taxes 38            38               38          38          38                  38               38          38          38                 38               38               418          

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 

Other Condiments

Super Waffle Fries

1 Burger, 1 Fries, 1 Drink 4 Tacos, 1 Fries, 1 Drink 1 Large Basket Loaded up Chili Cheese Fries

Drink Drink

Chili and Cheese

French Fries

Condiments Condiments

Waffle Fries

Mini Asada Taco Combo

French Fries

Robert E. dba Rollin' Hot Spot

Juicy Burger Combo

Meat and Buns

Drink

Asada Meat and Tortillas

 



 

 

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

Juicy Burger Combo 6 -         3,750     4,125     3,750      3,750     6,000     6,000     4,688     4,125     3,375      3,000      3,000      45,563       35%

Mini Asada Taco Combo 6 -         4,038     5,700     5,463      4,988     6,650     6,650     6,175     6,413     4,038      4,038      4,513      58,663       45%

Super Waffle Fries 6 -         1,625     2,500     2,000      2,500     2,500     2,500     2,750     2,500     2,250      1,750      1,875      24,750       19%

Total revenue -         9,413     12,325    11,213    11,238    15,150    15,150    13,613    13,038    9,663      8,788      9,388      128,975     100%

Cost of Goods Sold 2

Juicy Burger Combo 6 -         1,125     1,238     1,125      1,125     1,800     1,800     1,406     1,238     1,013      900        900        13,669       11%

Mini Asada Taco Combo 6 -         1,063     1,500     1,438      1,313     1,750     1,750     1,625     1,688     1,063      1,063      1,188      15,438       12%

Super Waffle Fries 6 -         894        1,375     1,100      1,375     1,375     1,375     1,513     1,375     1,238      963        1,031      13,613       11%

Total COGS -         3,081     4,113     3,663      3,813     4,925     4,925     4,544     4,300     3,313      2,925      3,119      42,719       33%

Gross profit -         6,331     8,213     7,550      7,425     10,225    10,225    9,069     8,738     6,350      5,863      6,269      86,256       67%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         937        937        937        937        937        937        937        937        937        937        937        10,303       8%

Gasoline & fuels -         150        150        150        200        200        150        200        150        150        100        100        1,700         1%

Insurance - bonding -         -            0%

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

Interest - equip & start up 7 -         300        296        292        288        284        279        275        271        267        262        258        3,071         2%

Marketing 500        100        150        100        200        150        200        200        150        125        100        100        2,075         2%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

8 -         38          38          38          38          38          38          38          38          38          38          38          418           0%

Payroll taxes (9%) 6 & 8 -         3            3            3            3            3            3            3            3            3            3            3            38             0%

Permits 750        400        400        400        400        400        400        400        400        400        400        400        5,150         4%

Supplies -         400        500        500        500        550        550        550        500        400        350        350        5,150         4%

Tax service -         -            0%

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

4,350     -         -         -         -         -         -         -         -         -         -         -         4,350         3%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 5,800     2,528     2,674     2,620      2,766     2,762     2,757     2,803     2,649     2,520      2,390      2,386      34,655       27%

Taxable profit (loss) 1 (5,800)    3,803     5,538     4,930      4,659     7,463     7,468     6,266     6,089     3,830      3,472      3,883      51,601       40%

Tax (expense) benefit 1 (885)       (4,263)    (4,955)    (2,796)     (12,900)      -10%

Owner's withdrawals 1 -         (1,800)    (1,800)    (1,800)     (1,800)    (1,800)    (1,800)    (1,800)    (1,800)    (1,800)     (1,800)     (1,800)     (19,800)      -15%

Net profit (loss) (5,800)    2,003     2,853     3,130      2,859     1,400     5,668     4,466     (667)       2,030      1,672      (714)       18,901       15%

Depreciation 3 -         937        937        937        937        937        937        937        937        937        937        937        10,303       

Equipment purchases 3 (56,200)   -         -         -         -         -         -         -         -         -         -         -         (56,200)      

Principle, equipment loan 7 45,000    (612)       (617)       (621)       (625)       (629)       (633)       (637)       (642)       (646)       (650)       (655)       38,034       

Repay debt financing 7 2,000     (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         1,083         

Owner contribution 3 15,000    -         -         -         -         -         -         -         -         -         -         -         15,000       

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

Net cash flow -         2,244     3,090     3,363      3,088     1,625     5,888     4,682     (455)       2,238      1,875      (515)       27,122       

Cash, period start -         -         2,244     5,334      8,697     11,785    13,409    19,297    23,979    23,523    25,761    27,637    -            

Cash, period end -         2,244     5,334     8,697      11,785    13,409    19,297    23,979    23,523    25,761    27,637    27,122    27,122       

Payroll - not owner and not in 

COGS

Robert E. dba Rollin' Hot Spot

Start-up expenses

 


