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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
There is a gap in the plumbing industry, 

residential and commercial, between the 

demand for safe and reliable work and the 

supply of quality service. 

 At Titan Plumbing we are on a mission to be 

the future of plumbing. We specialize in new 

construction, renovation and offer 24/7 

service calls. 

 I will offer quality service at an affordable 

price. 

Customers  Differentiators  Extras 

My customers will be consumers looking 

to renovate their homes and commercial 

and residential customers in need of 

service to their plumbing systems.  

 I will warranty my work, offer 24/7 service 

calls and build personal relationships with my 

customers. 

 I know multiple suppliers in the Dallas, 

Fort Worth area. I have an apprentice 

license with over 8,000 hours of 

experience. 

Marketing  Start-up Costs  Financials & Extras 
I will use social media and online 

networking and also have business cards 

and flyers made to hand out locally. 

Additionally, I will use newspaper ads and 

buy a mail route. 

 Owner investment - cash 10,000$  

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing 40,600    

Total start up costs: 50,600$   

 Sales: 232,700$  100%

COGS 43,700      19%

Gross profit 189,000    81%

Overhead 37,100      16%

Pretax income 151,800    65%

Tax expense 37,900      16%

Owner withdrawals 55,000      24%

Net income 58,800$    25%  

  Personal Fit   
I am 35 years old and am a father of five children. I have four boys and one girl who passed away. I am a plumber by trade and I look to one 

day open a plumbing business. This experience has opened my eyes and made me aware to what is important in life. My purpose in life is my 

family and I thank the Prison Entrepreneurship Program for offering me the opportunity to better myself and get a fresh start. 
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PERSONAL FIT   

My name is Shane G. I was born on August 6, 1984, in Plano, Texas. I am currently married to a 

beautiful woman named Maria Vaca, with whom I have fathered three children: Saint, King and 

Justice Marie G. We are a blended family in which my wife’s three children, Yessina, Alyssa 

and Angel Mares, reside with my two children, Atlas and Roman G. We are a big family with a 

total of eight children. Maria is 40 years young and a caring and loving mother who values 

family and has a good head on her shoulders. We’ve been through a lot but are continuing to 

push forward. Atlas and Roman are currently in foster care, and it is one of my most important 

goals and responsibilities to bring them home. My mother and father are deceased. I lost mother 

in 2004 to cancer.  I should have been there for her more. I lost my father in 2012 while I was in 

county jail. He had a massive heart attack. He was my world. I lost my brother in 2009 due to a 

drunk driver hitting him. We lost our daughter Justice in February of 2018 and are still grieving 

over her to this day. Losing my daughter was, and still is, a pain I cannot describe. Those are 

some of my toughest challenges I have dealt with in my life. 

 

I was an above average student in high school. I graduated from Anna High School in 2002 with 

a 3.0 grade average. I have also attended some college. However, my entire life I have not lived 

as I should as drugs and alcohol have played too big part in my life, from high school until 

prison. I had no supervision when I was young and took advantage of it in the wrong ways. I 

have multiple DUIs, two family violence convictions and an aggravated assault with a deadly 

weapon, for which I am currently incarcerated.  

 

This time in prison has opened my eyes. I now accept all of my crimes as my fault and realize 

that I was raised to know what was right from wrong. I value my family and one of the hardest 

things I have had to deal with is being away from them. I have children that need me and in them 

I have found my true purpose. I want this change, because I cannot do the same things I have 

done in the past to get the results I want for my family’s future. I want to be there for them and 

lead them courageously. Accordingly, I am committed to staying clean and off drugs and will 

devote my life to my wife and kids. I have also learned to love myself, so that I can love others.  

 

My qualities are endurance, dedication and a hard working mentality. When I am driven I can 

accomplish anything. To persevere through adversity is my motto. I want to own a successful 

business and provide my family with a good life, put my kids through college and pamper my 

wife. The biggest change in me is the overwhelming desire to stay clean and sober and be an 

amazing father/husband. I know I can succeed if given the chance. 

 

As founder and owner of Titan Plumbing, Shane G. will be responsible for overseeing sales and 

production. Shane brings to Titan Plumbing more than seven years’ experience in the plumbing 

industry. He started in the Plumbers Union where he went to school for two years and worked for 

Brandt Engineers as a plumbing apprentice. He then worked for Polk Mechanical for three years, 

and then worked two years for Dyna-Ten Corp. He has always been a loyal and hard worker and 

can read and lay out prints, solder, braze, pipe fit, and is knowledgeable in most forms of piping.  

Shane is currently licensed as a Journeyman Plumber. 
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OPPORTUNITY   

Explanation: 

There is a demand for plumbing in new construction, remodel, and service. Plumbing is a 

necessity for living and there is always a need for it.  

 

 Can I solve the problem given my skills and personality? 

 I have 6 years’ experience in my trade. I have the 8,000 hours it takes to be a 

licensed journeyman plumber. I have various skills in new construction, service, 

and remodel. 

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

quality? 

 I plan to start my business by myself and look to hire 2 to 3 experienced 

employees. 

 Will this venture require significant capital? 

 It will require some capital. I will need to purchase some commercial grade tools. 

I will also need to rent or buy a warehouse to work out of and store material. 

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

 I will not be on parole. I go when I am needed, but work mostly in the daytime. 

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

 This will be a part-time business as I work my base job. As my business grows I 

plan to make it a full time business. 

 
 

SOLUTION   

Explanation: 

We specialize in new construction for the residential and the commercial industry. We offer 

remodel and renovation service with a 24/7 service division.  

 

 What are the benefits that I am providing? 

 The benefits are time and efficient production, competitive and honest prices, a 

safe work environment, and warrantied work. 

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

 We have experienced and licensed plumbers who do quality work. Plumbing is 

passion for us not just a job. 

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

 We aim to please our customers plumbing demands and build a connection from 

the plumbing we construct. We aim to build a reputation with our customers and 

let our work speak for itself. I will also use social networks, local businesses, 

family, advertising, and storefront. 

 Will my solution actually be profitable? 

 By property estimating each job correctly and doing the work in a time efficient 

manner, my solution is very profitable. 
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 Do I need a fixed location (Storefront) or is this a mobile business? 

 We will need a shop for tool and material storage, but most of the work will be 

done on-site. Storefront could help advertise our business.  

 Do I offer a guaranty or return policy? 

 I will offer a warranty with the time depending on the scale of each job and stamp 

it with a satisfaction guarantee. I will make sure the customer is 100% satisfied. 

 
 

CUSTOMERS  

Explanation:  

Our customers will be private consumers looking to renovate or remodel their homes and 

businesses, customers in need for service and repair and eventually residential/light commercial 

new construction.  

Demographics: 

 Will my service have different appeal to men versus women? 

 Customers both men and women will have plumbing needs and wants. There is no 

known difference in appeal according to gender. 

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

 My ideal customers range from 21-99 years of age. There is no discrepancy in age for 

plumbing. 

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

 It does not matter if our customers are married or single. If they need plumbing 

service, we will give it to them. 

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

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

 I am appealing to private consumers, home owners, single family homeowners, small 

businesses, and new construction for homeowners and small businesses. 

 

Income: 

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

 Income would be based on the scale of the job. For typical remodel/service work I 

estimate $30,000 to $60,000 per year. For new construction $100,000 to $250,000. 

 

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 start by advertising on social media, craigslist, Facebook, build a website etc...I 

will hand out business cards to local businesses and residents and put ads in the local 

papers. I will also send out mailers.    
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 Do I go to my customer (home service) or does my customer come to me?   

 Unless the job has to do with prefabrication, I will be going to the customer’s house 

or business to fulfill our service. 

 

 

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

suburb, or small rural community)? 

 My company can provide plumbing service to any home or business that has the 

need. As long as there is a need for our service in our radius, I can fulfill our service.  

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

all over the city)? Time is money. 

 I will be operating within a 50 to 60 mile radius. If I have multiple jobs, I will try to 

keep them close to me to save time. 

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

  I will start small by sending out mailers and handing out business cards to local 

residents and businesses. I will also be using social networking. 

 

Other: 

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

individually? 

 I can reach out to customers by social networking, business cards and mailers. When 

a customer calls me for a potential job, I can commute and meet them face to face. 

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

 I want repeat business. I aim to build a connection with my customers off the 

plumbing we construct. I want to earn the right to be each customer’s number one 

plumbing company. Based on these plans, the likelihood is very high that they will 

buy from me again.  

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

 I am selling my service to small businesses and homeowners. I can do service, 

remodel, and new construction for them. 

 What industry is my customer in? 

 Homeowners and small businesses that are mainly in the construction industry. 

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

 At first, I want to serve small single jobs in multiple locations. 

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

 The customer will not require any special insurance. Titan Plumbing is licensed and 

insured. We will have a one million dollar umbrella. 

 Does my customer require 24/7 service? 

 I am offering a 24/7 service for the service demand. 

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

 I will take a small work-load in the beginning of my business. I want to expand at an 

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

company? 

 I believe efficient production will allow me to develop relationships with multiple 

clients. I will always look for and want that large account. How I produce for one 

client can count for the next ones’ business.  
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages Their Disadvantages My Differentiators 

Rotor Rooter Direct They have online 

ads. Commercials 

on TV and they 

are well known. 

High They are a well- 

known company and 

household name. 

Certified plumbers. 

They are expensive, 

They are always busy. 

Their customers are just 

customers. Quantity 

over quality. 

I can offer a price match or 

better. Give a free estimate. 

Build a relationship with my 

customers. 

Bacon 

Plumbing 

Direct Their trucks are 

wrapped with 

their name, online 

ads, and 

established in 

DFW. 

Moderate Good standing 

relationships with 

customers. They are 

known in the DFW 

area. They do good 

work. 

They take on larger 

scale jobs. They don’t 

do much residential or 

service work. 

I can take the service they 

reject. I cannot take on the 

smaller scale work in 

residential for new 

construction, remodel and 

renovations.   

 

 

Polk 

Mechanical  

Indirect They are an 

established 

mechanical 

company in the 

DFW and 

recognized by all 

the GCs, on line 

ads and website. 

High They have been 

around for a long time. 

They do quality work 

and they have a 

relationship with their 

customers. 

They are a big scale 

company. They don’t 

just focus on plumbing. 

They don’t do small 

scale work or service. 

I can take on the service 

they reject. I can focus on 

plumbing and the 

relationships with my 

customers. I can take 

smaller scale work in the 

residential industry. 

Dyna-ten 

Corporation  

Indirect They are 

established in the 

DFW. They have 

online ads and 

website. Word of 

mouth known by 

G.C.’s 

Moderate They have been 

around for a long time. 

They do quality and 

time efficient work. 

They have a 

relationship with their 

customers. 

They are a big company 

and don’t just focus on 

plumbing. They don’t 

do small scale work or 

service. 

I can take on the service 

they reject. I can focus on 

the relationships with my 

customers and take on the 

smaller scale work. 
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EXTRAS   

External Extras: 

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

 I know various suppliers in the Dallas-Fort Worth area. There are Morrison and 

Ferguson supply houses frequently located in my area for my major needs. There are 

also Home Depos and Lowe’s frequently located in my area for quick fixes. 

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

 My location will start in Denton and Collin County. I will start out of a work 

van/truck and move to purchase a store front with a small warehouse.     

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

 There are numerous competitors in my area. Plumbing is a common service. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 My concept is modern plumbing at an affordable rate. Quality production backed 

with a warranty. 100% customer satisfaction and we will also check up on our 

customers.  

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

match initially? 

 We build relationships with the plumbing we construct. We will check up on our 

customers and waive service fees if hired for the job. We will give discounts for 

returning customers. 

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

 I have my apprentice license. I have my required 8000hrs to become a licensed 

journey plumber. I only need to take my test. I have one year of college credits at my 

local community college. I have over 6 years’ experience in my trade. I am forklift 

and scissor lift certified. I can solder and wield. I am also power tool savvy.   

 
 

MARKETING  

Message: 

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

about your company? 

 My company name says that we are a professional, strong, structured plumbing 

company. 

 What is your tagline? 

 We’re not just another plumbing company, we’re family. 

 Is your message effective across different demographics? 

 Titan plumbing name speaks for itself. It says we are a capable plumbing company 

that meets strong expectations.  

 Is your pricing consistent with the market for similar offerings? 

 We will compete with competitors. We will price match or beat the competition. We 

aim to help our customers and not take advantage of them.  
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 Is your pricing consistent with the degree of personalization? 

 Pricing will vary depending on the scale of the materials used. Each job will be done 

with quality production guarantying customer satisfaction.   

 

Media: 

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

 I will use a variety of online networks. I will hand out business cards to local 

homeowners and businesses. (Knock on doors.) I will use mailers, fliers, and ads as 

well.  

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

using the types listed above? 

 I plan to reach at least 150 people a month using these methods. 

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

 I plan to do business with at least 1/8 to 1/4 of these customers. 

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

 Social media is free. Knocking on doors and word of mouth is free. Business cards 

may run anywhere from 15-30 dollars a set ads and fliers can cost $100 a month. 

Mailers can cost $500-800 dollars a month on one mail out. 

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

 Social media, a website, and online networking is consistent daily. I can knock on 

doors on weekends, handing out business cards. I can also hand out cards whenever I 

go to any business or establishment I visit. Newspapers and mailers every 3-4 

months, word of mouth is free. 

 How will you collect customer reviews? 

 I plan to use a variety of online networks: Yelp, Facebook, and Thumbtack to name a 

few. I will also set up a survey system through phone calls and emails. 

 
 



 

 

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 100              

car/truck down payment, if leased 3,000           

permits

supplies, office & misc. 500              

labor and wages 15,000         

Cash needed for start-up expenses 19,600         

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van 1,000           1,000           

company trailer 3,000           

computer, printer, fax 2,000           2,000           

tools 15,000         15,000         

-               

-               

building/office deposit N/A N/A

beginning cash balance 10,000         N/A N/A
Cash needed for start-up assets 31,000         -                   18,000         

60                assumed life (months)

300              monthly depreciation

Total start up cost 50,600        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 10,000         20%

Vehicle loan and other equipment debt (see 

note 7 for financing) -               0%

Startup financing, if applicable (for example 

Kiva loan) 40,600         80%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 50,600         100%

Shane G.

Titan Plumbing

238: Specialty Trade Contractors

_23_Construction

 



 

 

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 85.00          100% 180.00        100% 5,000.00     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 0% 50.00          28% 1,000.00     20%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs -              0% 50.00          28% 1,000.00     20%

Gross profit per unit - what you see on income statement 85.00          100% 130.00        72% 4,000.00     80%

 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 

Service sold 16            16               16          28          28                  28               28          38          30                 24               24               276          

service and repair sold 8              8                 8            14          14                  14               14          16          15                 12               12               135          

reno./new construction sold 2              2                 2            4            4                    4                 4            5            4                   3                 3                 37            

total revenue 12,800$   12,800$      12,800$ 24,900$ 24,900$         24,900$      24,900$ 31,110$ 25,250$        19,200$      19,200$      232,760$ 

total cost of sales 2,400$     2,400$        2,400$   4,700$   4,700$           4,700$        4,700$   5,800$   4,750$          3,600$        3,600$        43,750$   

total income statement gross profit (excludes owner labor) 10,400$   10,400$      10,400$ 20,200$ 20,200$         20,200$      20,200$ 25,310$ 20,500$        15,600$      15,600$      189,010$ 

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%) interest expense -          -              -         -         -                 -              -         -         -                -              -              -           

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

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

Start-up financing, see Start-up Costs sheet

Amount borrowed 40,600$   principal, beginning 40,600     40,076        39,547   39,014   38,476           37,934        37,388   36,837   36,281          35,721        35,156        

Interest rate (example 8%) 10.0% interest expense 338          334             330        325        321                316             312        307        302               298             293             3,475       

Payback period (# of months) 60            principal payment (524)        (529)            (533)       (538)       (542)               (547)            (551)       (556)       (560)              (565)            (570)            (6,014)      

Grace period (months pay delay) principal, ending 40,076     39,547        39,014   38,476   37,934           37,388        36,837   36,281   35,721          35,156        34,586        

Monthly payment 863$        

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 

reno./new construction

service call slab leaks/ all leaks/ clogged drains/ stop ups/ 

relocation etc..

upgrades, fixtures, relocation, tear out and install, 

new construction, remodels, etc..

plumbing materials

service and repair

Shane G. dba Titan Plumbing

Service

plumbing material

 



 

 

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

Service 6 -         1,360     1,360     1,360      2,380     2,380     2,380     2,380     3,230     2,550      2,040      2,040      23,460       10%

service and repair 6 -         1,440     1,440     1,440      2,520     2,520     2,520     2,520     2,880     2,700      2,160      2,160      24,300       10%

reno./new construction 6 -         10,000    10,000    10,000    20,000    20,000    20,000    20,000    25,000    20,000    15,000    15,000    185,000     79%

Total revenue -         12,800    12,800    12,800    24,900    24,900    24,900    24,900    31,110    25,250    19,200    19,200    232,760     100%

Cost of Goods Sold 2

Service 6 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

service and repair 6 -         400        400        400        700        700        700        700        800        750        600        600        6,750         3%

reno./new construction 6 -         2,000     2,000     2,000      4,000     4,000     4,000     4,000     5,000     4,000      3,000      3,000      37,000       16%

Total COGS -         2,400     2,400     2,400      4,700     4,700     4,700     4,700     5,800     4,750      3,600      3,600      43,750       19%

Gross profit -         10,400    10,400    10,400    20,200    20,200    20,200    20,200    25,310    20,500    15,600    15,600    189,010     81%

Expenses 2

Auto or truck lease 3,000     3,000         1%

Depreciation 3 -         300        300        300        300        300        300        300        300        300        300        300        3,300         1%

Gasoline & fuels -         500        500        500        500        500        500        500        500        500        500        500        5,500         2%

Insurance - bonding -         -            0%

Insurance - vehicle -         200        200        200        200        200        200        200        200        200        200        200        2,200         1%

Interest - equip & start up 7 -         338        334        330        325        321        316        312        307        302        298        293        3,475         1%

Marketing 1,000     500        500        500        500        3,000         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        500           0%

Tax service -         -            0%

Telephone - cellular 100        100        100        100        100        100        100        100        100        100        100        100        1,200         1%

15,000    -         -         -         -         -         -         -         -         -         -         -         15,000       6%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 19,600    1,438     1,934     1,430      1,425     1,921     1,416     1,412     1,907     1,402      1,398      1,893      37,175       16%

Taxable profit (loss) 1 (19,600)   8,962     8,466     8,970      18,775    18,279    18,784    18,788    23,403    19,098    14,202    13,707    151,835     65%

Tax (expense) benefit 1 -         (10,963)   (15,244)   (11,752)   (37,959)      -16%

Owner's withdrawals 1 -         (5,000)    (5,000)    (5,000)     (5,000)    (5,000)    (5,000)    (5,000)    (5,000)    (5,000)     (5,000)     (5,000)     (55,000)      -24%

Net profit (loss) (19,600)   3,962     3,466     3,970      13,775    2,316     13,784    13,788    3,159     14,098    9,202      (3,045)     58,876       25%

Depreciation 3 -         300        300        300        300        300        300        300        300        300        300        300        3,300         

Equipment purchases 3 (21,000)   -         -         -         -         -         -         -         -         -         -         -         (21,000)      

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

Repay debt financing 7 40,600    (524)       (529)       (533)       (538)       (542)       (547)       (551)       (556)       (560)       (565)       (570)       34,586       

Owner contribution 3 10,000    -         -         -         -         -         -         -         -         -         -         -         10,000       

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

Net cash flow 10,000    3,737     3,237     3,737      13,537    2,074     13,537    13,537    2,904     13,837    8,937      (3,314)     85,762       

Cash, period start -         10,000    13,737    16,975    20,712    34,249    36,324    49,861    63,398    66,302    80,139    89,077    -            

Cash, period end 10,000    13,737    16,975    20,712    34,249    36,324    49,861    63,398    66,302    80,139    89,077    85,762    85,762       

Payroll - not owner and not in 

COGS

Shane G. dba Titan Plumbing

Start-up expenses

 


