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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
The metal industry suffers from a 

demand for self-storage buildings that 

are made of good quality material and 

not damaged upon arriving on location. 

They also demand on time orders which 

are not happening. The customer wants 

ease of ordering. 

 We are committed to on-time delivery and 

high quality while putting the right material 

on location. Also, we will provide ease of 

ordering and a bigger section of colors. 

 We will train a shipping department and 

keep on site project managers for bigger 

jobs. We will keep off color options on site 

and in stock with consulting and have open 

lines of communications. 

Customers  Differentiators  Extras 

My customers will be self-storage 

owners and builders along with 

homeowners and roofing contractors. 

 We will have differentiators of a QC team 

with a 24/7 consulting team. We will also 

have a 100% on-time delivery and a website 

with up to date pricing and order forms. We 

will fully coat all of our sheared ends to fight 

the rust that is going on. We will also have a 

new style lock. 

 We will have a top trained production and 

shipping team with an owner who has 10 

years of experience the metal industry. 

Marketing  Start-up Costs  Financials & Extras 
We will be doing personal calls and 

meetings along with personal e-mails. 

We will also have a website and 

company T-shirts. We will be making 

personal Gift Baskets with our metal 

including a hand written letter (Coffee 

baskets with our logo on Coffee Mugs 

and a couple shirts, Butcher Boxes with 

our metal wrapping it, etc.) 

 Owner investment - cash 34,015$    

Owner investment - equipment -           

Vehicle and/or equipment loan 7,000       

Start up financing 145,100    

Total start up costs: 186,115$   

 Sales: 14,315,500$ 100%

COGS 8,977,400     63%

Gross profit 5,338,000     37%

Overhead 1,183,200     8%

Pretax income 4,154,800     29%

Tax expense 1,038,700     7%

Owner withdrawals 75,000         1%

Net income 3,041,100$   21%
 

  Personal Fit   
I have 4 ½ years in the metal self-storage manufacturing, with 10 years total in the metal industry. My passion is metal. I am also a blacksmith 

and a blade smith. I know metal. I also have three years as a trainer and supervisor in production and shipping of these products. I hold 

certifications on all of Cidans machines. 
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PERSONAL FIT   

My name is William J. I was born in Whiteville, North Carolina, on April 26, 1990. I was the 

second of four children. At age two, I was adopted for the first time. From age two through ten I 

was beaten every day. At age 13, I was adopted for the second time by my grandparents, who 

raised me to be well mannered and respectful and to strive for the best. I was always encouraged 

to finish grade school and go to college. I attended North Georgia College and State University 

for a year, but then left to join the United States Navy. After discharging from the Navy, I had a 

hard time adjusting. I began drinking heavily, stealing things, and listening to the wrong people, 

causing me to lose my sense of purpose and self-worth. I have committed many crimes. I was 

first arrested at 22 and am currently incarcerated for burglary of a habitation, serving a two year 

sentence.  

 

I am not a violent person, nor do I like to commit crimes, but my loss of purpose and self-worth 

had led to a life of crime. I am now a changed man. While in prison, I have completed peer 

education, CHANGES, anger management, and Someone Cares classes, and will soon graduate 

from PEP. I am a hard worker and enjoy both working with others and alone. I have been a 

leader in many aspects of my life. I do not quit. Although in the past I have had a hard time 

listening to others, I have now learned that a team knows more than just one. I want to own my 

own business because it will allow me to support my family while having time to lead it as a man 

should. Having integrity, being dedicated and trustworthy are the pillars in my life. I seek to start 

up my own business within one year of my release. Any and all capital that is invested in my 

business will be wisely managed. I will be released to Waycross, Georgia, in January of 2020. 

 

As the founder and proud owner of Down South Panels and Metal Systems, William will oversee 

all functions of the business including logistics, sales and operations. William brings to Down 

South Panels and Metal Systems more than 4 years in the metal fabricating industry. William’s 

proven success in logistics and operations in the metal business enable him to lead successfully. 

William’s many contacts in the construction field and supply chain also give him a competitive 

advantage. 

 

William worked for Steel and Metal Systems (SAMS) for two years as a logistics manager, and 

one and a half years as a production manager, where he acquired valuable leadership skills and 

learned how to perform under pressure.  William was in charge of ordering trucks, loading 

trucks, training, safety, manufacturing of parts and inventory, making sure everything got to 

where it needed to be. While at SAMS, William started a company-wide program to cross-train 

all employees in shipping and production. 

 

William previously worked at Clayton Homes of Waycross for two years as a cabinet builder/set 

lead man, where he was in charge of setting cabinets, building cabinets and ordering materials. 

William also has five years’ experience in the construction industry as a framer to site lead man, 

during which time he was in charge of code compliance, material ordering and bidding. For three 

years William served his community with Christmas in April and Habitat for Humanity. 
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OPPORTUNITY   

Explanation:  
The metal industry suffers from a demand for self-storage buildings that are made of good 

quality material and not damaged upon arriving on location. They also demand on time orders 

which are not happening. The customer wants ease of ordering. 

 

 Can I solve the problem given my skills and personality? 

 Yes, due to my work experience in the metal industry, we can deliver a great 

undamaged product on time with ease of ordering. 

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

quality? 

 We at Down South Panels and Metal Systems will have to hire and train people to 

produce orders and maintain a high quality. 

 Will this venture require significant capital? 

 To get into this venture, it will require significant capital due to machines and 

equipment. The return is well worth the risk. 

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

 This opportunity is consistent with parole as I will be off of parole. 

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

 This business will be a full time venture. 

 

SOLUTION   

Explanation:  
The metal Industry will get a quality product on time, undamaged on location with ease of 

ordering either through an app, on-line or in person. We, at Down South Panels and Metal 

Systems, will cross train everyone but each will be an expert at their machine or in shipping. We 

plan to hire and train people who install love into every aspect of the process. 

 

 What are the benefits that I am providing? 

 We offer on time orders and a one touch order platform. We also have a one call 

replacement of damaged parts with detail to quality in every part. 

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

 Down South Panels and Metal Systems can do this better than the industry due to a 

cross training program implemented within our company. We will also hire people 

with a love for working with metal. 

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

 We will stay in constant contact throughout the whole service and listen to feedback 

to better serve all customers. We will also do cold calls to all my contacts and offer a 

walkthrough of the shop so they can see our services and how we do things as a 

company. We will also send e-mails and get into associational productions. 

 Will my solution actually be profitable? 

 We have a passion for the metal industry and quality we will be profitable. With 

prices varying due to job sizes and need and options, our prices will vary but a profit 

margin of 25% to 30% is very doable. 
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 Do I need a fixed location (Storefront) or is this a mobile business? 

 Down South Panels and Metal Systems will be a fixed location due to machines 

needed and storage needed. 

 Do I offer a guaranty or return policy? 

 We will offer a guarantee of damaged replacement free of charge and a 10 year 

craftsmanship warrantee on all our doors. 

 

CUSTOMERS  

Explanation:  
My target customers are self-storage owners, builders and contractors. We at Down South Panels 

and Metal Systems will focus on self-storage owners, builders, contractors and people looking to 

get into self-storage (mom and pop storage) as a new venture. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 My service will have no more appeal to men than it would towards women. 

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

 My ideal customers’ age would be anyone 18-99 who are in need of storage space 

and are wanting to utilize self-storage. 

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

 It does not matter if my customer is married or single. 

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

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

 The aspect of my ideal customer I appeal to would be environmental concerns, time 

concerns, and even their health due to reliving stress. 

 

Income: 

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

 My ideal customer needs to be a business owner of self-storage with an income or 

worth of $500,000. 

 

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 cold calls to their workplace and trade shows. As business comes in I 

will move to an app and website along with trade shows and ads in self-storage 

magazines and with self-storage association publications. 

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

 Customers will have to come to me either in person or through phone calls and e-

mail. If needed I will go to their business office to finalize. 
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 What neighborhood will my ideal customer live/work in (River Oaks/Highland park, a 

suburb, or small rural community)? 

 As I will be focusing all my sales to companies, it would not matter what 

neighborhood they live in.  

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

over the city)? Time is money. 

 My customers will be located east of the Mississippi River. 

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

  To start off, it will be one at a time with e-mails and cold calls then they will provide 

referrals. 

 

Other: 

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

individually? 

 Down South Panels and Metal Systems will be reaching out to each one individually 

to find out what their fears and needs are and to make/keep it personal. 

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

 In the Metal Industry, when you make a sell and provide what you promised, they 

always buy from the same place. 

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

 Down South Panels and Metal Systems will be selling to construction companies or 

self-storage owners. 

 What industry is my customer in? 

 My customers are in the Self-Storage (Real Estate) and construction industry. 

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

 Most of my customers will be larger companies in self-storage (top 100 self-storage 

in the U.S.) and construction companies. 

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

 My customers require no special insurance that is not covered be the industry 

standards.  

 Does my customer require 24/7 service? 

 My customer does not require 24/7 service but it will be offered due to insights. It 

will be profitable in the long road. 

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

 With proper planning and putting the right people in the right place and proper 

financing I do have the capacity to meet all my customers’ demands. 

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

company? 

 The size of a customer will not hinder me from keeping and developing new clients 

while providing quality services and products. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Steel and 

Metal 

Systems 

Direct Word of mouth 

 

Association 

Promotional 

Material 

Low Set Customer Base 

Long Track 

Record 

Low Cost 

(Established 

Company) 

Hard to Order 

Always Behind 

Always damaged 

Material 

Hire anyone and do 

not train them 

Ease of Ordering 

Connections in Trucking 

Connections with Metal 

Suppliers 

Training Program 

Consulting 

 

Douglas 

Metals 

Indirect Commercials 

(T.V. and Radio) 

Word of Mouth 

Billboards 

Average Set Customer Base 

Long Track 

Record 

Only one in Area 

(Established 

Company) 

Small Orders only 

Set Colors 

Set Sizes 

Local orders only 

Only does Roofing 

Customer Orders 

Long-Haul Orders Welcome 

Connections with Suppliers 

 

Self-Storage 

Solutions 

Direct Word Of Mouth 

Association 

Promotional 

Material 

High Set Customer Base 

Great Shipping 

Experts in the 

Field working 

there 

Hard to Order 

Set Customers/No 

new Customers 

Ease of Ordering 

Greater Selection 

Consulting 

South 

Georgia 

Metals 

 

Indirect Truck Wrap 

Radio 

Billboard 

Word of Mouth 

Average Great Shipping 

and Drop off 

services 

Face to Face 

(Personal) 

In the Middle of 

Nowhere 

Only order in Person 

Hard to pay if not in 

Cash 

Only does roofing 

Ease of ordering 

Many Payment Options 
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EXTRAS   

External Extras: 

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

 I have connections with AA metals, ADM, Kaycan and other players in the Supply 

Chain. For colors I just cannot carry I have contacts with other metal companies that 

do carry them. 

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

 I have access to a few industrial areas (parks) which would be great to build in. As 

you need a building that has many needs when it comes to weight electrical location.   

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

 I will be the first in the area to focus on only self-storage in a 300 mile radius. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 I do have a way to secure it where you cannot get access the storage without it being 

yours. We are very similar in all other aspects.  

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

match initially? 

 No, all scheduling is based on order time but we will have a stock so we can ship 

faster when it comes to the smaller orders. 

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

 I have ten years of experience in the metal fab, with 4 ½ in the storage manufacturing. 

I was also a trainer and supervisor for 3 ½ years. I also hold credentials on all Cidan 

machines, forklift trainer and safety man.   

 

MARKETING  

Message: 

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

about your company? 

 We do Metal Systems. We provide Panels. We hold to down south Values. 

 What is your tagline? 

 Let Us Metal In Your Business 

 Is your message effective across different demographics? 

 Yes, my message is effective to my customers and they know what I offer. 

 Is your pricing consistent with the market for similar offerings? 

 Our pricing is within 10% of the market average. 

 Is your pricing consistent with the degree of personalization? 

 Prices differ with the size of the job but will not cause on time delivery or quality to 

decrease. 
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Media: 

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

 We will be using Association Promotional Material, Direct mail to headquarters and 

direct calls to contacts which will lead to word of mouth and Gift Baskets to the 

secretaries of the CEOs of Self-Storage companies. 

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

using the types listed above? 

 Using the strategies listed above we can reach six to eight companies a month. 

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

 We see three to four companies a month buying from us. 

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

 As direct mail, we are looking at $100 per quarter. Direct calls will be time. 

Promotional material is $1800 a year and word of mouth is priceless. Gift Baskets are 

$1000-$1500 a month. 

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

 Every three months we will have to pay for direct mail outs to the companies. Once a 

year we will have to pay for Association Promotional material. Gift Baskets will be 

monthly. 

 How will you collect customer reviews? 

 We will be collecting customer reviews through direct mail outs, e-mails and calling 

directly. We also plan to be listed with the BBB.  

 



 

 

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 1,500              

cell phone purchase 350                  

car/truck down payment, if leased -                  

permits 265                  

supplies, office & misc. 5,000              

Misc Tools 6,000              

Cash needed for start-up expenses 13,115            

Depreciable Costs
Paid or 

contributed in 

Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 3,000              7,000                   10,000            
company trailer -                  
computer, printer, fax 3,000              3,000              
20 foot folder (used) x2 60,000            60,000            
CTL machine with decoiler (Used) 25,000            25,000            
Panel Machine with Decoiler (Used) & Shear 45,000            45,000            
building/office deposit 5,000              N/A N/A
beginning cash balance 25,000            N/A N/A
Cash needed for start-up assets 166,000          7,000                   143,000          

60                    assumed life (months)

2,383              monthly depreciation

Total start up cost 186,115      

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 34,015            18%

Vehicle loan and other equipment debt (see 

note 7 for financing) 7,000              4%

Startup financing, if applicable (for example Kiva 

loan) 145,100          78%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 186,115          100%

William J.

Down South Panels and Metal Systems
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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 3,800.00   100% 50.00               100% 90.00            100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 16.00                     20.00          320.00      8% 0.10               20.00            2.00                 4% 0.10              20.00            2.00              2%

Non-owner payroll tax 9.0% 28.80        1% 0.18                 0% -                0%

cost 1 description 1,500.00   39% 14.00               28% 20.00            22%

cost 2 description 100.00      3% 2.00                 4% 4.00              4%

cost 3 description 75.00        2% 0% 0%

cost 4 description 450.00      12% 0% 0%

Total variable costs 2,473.80   65% 18.18               36% 26.00            29%

Gross profit per unit - what you see on income statement 1,326.20   35% 31.82               64% 64.00            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 

Self-Storage Locker sold 25               100           200           250                275               350                  350               400               450               500               600               3,500              

Stud sold 450             450           500           550                600               600                  650               700               750               800               850               6,900              

Panel sold 450             500           500           500                700               700                  700               800               800               900               900               7,450              

total revenue 158,000$    447,500$  830,000$  1,022,500$    1,138,000$   1,423,000$      1,425,500$   1,627,000$   1,819,500$   2,021,000$   2,403,500$   14,315,500$   

total cost of sales 81,726$      268,561$  516,850$  641,449$       709,403$      894,938$         895,847$      1,023,046$   1,147,645$   1,274,844$   1,523,133$   8,977,442$     

total income statement gross profit (excludes owner labor) 76,274$      178,939$  313,150$  381,051$       428,597$      528,062$         529,653$      603,954$      671,855$      746,156$      880,367$      5,338,058$     

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

Equipment financing, see Start-up Costs sheet amortization schedule

Amount borrowed 7,000$      principal, beginning 7,000          6,390        5,774        5,154             4,528            3,897               3,261            2,620            1,973            1,321            663               

Interest rate (example 8%) 10.0% interest expense 58               53             48             43                  38                 32                    27                 22                 16                 11                 6                   355                 

Loan term (# of months) 11             principal payment (610)            (615)          (621)          (626)               (631)              (636)                 (641)              (647)              (652)              (658)              (663)              (7,000)             

Monthly payment 669           principal, ending 6,390          5,774        5,154        4,528             3,897            3,261               2,620            1,973            1,321            663               (0)                  

Start-up financing, see Start-up Costs sheet

Amount borrowed 145,100$  principal, beginning 145,100      139,614    134,081    128,503         122,878        117,207           111,488        105,721        99,907          94,043          88,132          

Interest rate (example 8%) 10.0% interest expense 1,209          1,163        1,117        1,071             1,024            977                  929               881               833               784               734               10,722            

Payback period (# of months) 24             principal payment (5,486)         (5,532)       (5,578)       (5,625)            (5,672)           (5,719)              (5,767)           (5,815)           (5,863)           (5,912)           (5,961)           (62,930)           

Grace period (months pay delay) principal, ending 139,614      134,081    128,503    122,878         117,207        111,488           105,721        99,907          94,043          88,132          82,170          

Monthly payment 6,696$      

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 6                 8               10             12                  12                 14                    14                 16                 16                 18                 18                 

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

average per hour wage 22.00          22.00        22.00        22.00             22.00            22.00               22.00            22.00            22.00            22.00            22.00            

salary expense, exclduing payroll taxes 21,120        28,160      35,200      42,240           42,240          49,280             49,280          56,320          56,320          63,360          63,360          506,880          

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 

15,000      125,000    150,000         15,000          50,000             175,000        15,000          250,000        15,000          125,000        

75,000           15,000          15,000             90,000          90,000          90,000          60,000          

250,000.00      75,000.00     400,000.00   

William J. dba Down South Panels and Metal Systems

Self-Storage Locker

Metal Coils

Shipping Material

Metal Coils

New Bui lding with Warehouse (concrete pad month 10) Land (Month 7)

Machines New

Panel
Self-Storage Lockers (10'x10', 5'x10', 10'x20', 20'x20', 15'x20') 

Includes fasteners (screws, bolts), panels, studs, door, clips, 

bracing, double sided tape and anything else needed.  Exterior 

System (Unit= 1 Locker) (4 people)

8' and 10' metal studs (1 Unit being 10 studs) (2 people) Corrugated 8' and 10' panels (1 Unit being 10 panels) (2 

people)

Shipping Material

Misc Parts and pieces

Fasteners Shipping Material

Metal Coils

Trailers(months 5,8,11), New Truck (month 5, 9), ForkLifts (Month 6,8, 10, 11)

Stud

 



 

 

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

Self-Storage Locker 6 -          95,000     380,000   760,000   950,000     1,045,000   1,330,000   1,330,000   1,520,000   1,710,000   1,900,000   2,280,000   13,300,000   93%

Stud 6 -          22,500     22,500    25,000     27,500       30,000       30,000       32,500       35,000       37,500       40,000       42,500       345,000       2%

Panel 6 -          40,500     45,000    45,000     45,000       63,000       63,000       63,000       72,000       72,000       81,000       81,000       670,500       5%

Total revenue -          158,000   447,500   830,000   1,022,500  1,138,000   1,423,000   1,425,500   1,627,000   1,819,500   2,021,000   2,403,500   14,315,500   100%

Cost of Goods Sold 2

Self-Storage Locker 6 -          61,845     247,380   494,760   618,450     680,295     865,830     865,830     989,520     1,113,210   1,236,900   1,484,280   8,658,300    60%

Stud 6 -          8,181       8,181      9,090       9,999        10,908       10,908       11,817       12,726       13,635       14,544       15,453       125,442       1%

Panel 6 -          11,700     13,000    13,000     13,000       18,200       18,200       18,200       20,800       20,800       23,400       23,400       193,700       1%

Total COGS -          81,726     268,561   516,850   641,449     709,403     894,938     895,847     1,023,046   1,147,645   1,274,844   1,523,133   8,977,442    63%

Gross profit -          76,274     178,939   313,150   381,051     428,597     528,062     529,653     603,954     671,855     746,156     880,367     5,338,058    37%

Expenses 2

Auto or truck lease -          -              0%

Depreciation 3 -          2,383       2,633      4,717       8,467        8,967         14,217       18,633       20,383       27,300       35,217       37,300       180,217       1%

Gasoline & fuels -          1,000       2,500      2,500       2,500        3,000         3,000         3,500         3,500         4,000         4,500         5,000         35,000         0%

Insurance - bonding -          2,000       2,000      2,000       2,000        2,000         2,000         2,000         2,000         2,000         2,000         2,000         22,000         0%

Insurance - vehicle -          500          500         500          500           500            500            1,000         1,000         1,000         1,000         1,000         8,000           0%

Interest - equip & start up 7 -          1,268       1,217      1,165       1,114        1,062         1,009         956            903            849            795            740            11,077         0%

Marketing 1,500       500          1,000      1,000       1,000        1,500         1,500         1,500         1,500         1,000         500            500            13,000         0%

Office - rent -          1,000         1,000         1,000         1,000         1,000         1,000         6,000           0%

Office - insurance -          600            600            600            600            600            600            3,600           0%

Office - telephone -          300            300            300            300            300            300            1,800           0%

Office - utilities -          800            800            800            800            800            800            4,800           0%

8 -          21,120     28,160    35,200     42,240       42,240       49,280       49,280       56,320       56,320       63,360       63,360       506,880       4%

Payroll taxes (9%) 6 & 8 -          1,901       2,534      3,168       3,802        3,802         4,435         4,435         5,069         5,069         5,702         5,702         45,619         0%

Permits 265         250          500         500          500           500            500            500            500            500            750            750            6,015           0%

Supplies 5,000       1,500       1,500      2,000       3,000        3,000         3,000         4,000         4,000         4,000         6,000         6,000         43,000         0%

Tax service -          500            500            500            1,500           0%

Telephone - cellular 350         350          350         350          350           350            350            350            350            350            350            350            4,200           0%

6,000       -          -          -          -            -            -            -            -            -            -            -            6,000           0%

-          500          500         500          500           500            500            500            500            500            500            500            5,500           0%

-          2,000       2,000      2,000       2,000        2,000         3,000         3,500         3,500         4,000         4,000         5,000         33,000         0%

-          200          200         300          300           350            350            400            400            500            500            500            4,000           0%

-          4,000       6,000      6,000       6,000        8,000         8,000         8,000         8,000         8,000         8,000         8,000         78,000         1%

-          3,000       6,000      6,000       6,000        6,000         6,000         6,000         6,000         6,000         6,000         6,000         63,000         0%

-          3,000       3,000      4,000       4,000        4,000         4,000         4,000         5,000         5,000         4,000         4,000         44,000         0%

-          3,000       4,000      4,500       4,500        5,000         5,000         5,500         5,500         6,000         7,000         7,000         57,000         0%

Total expenses 13,115     48,472     64,594    76,400     88,772       92,770       109,341     116,755     127,125     135,588     153,374     156,902     1,183,208    8%

Taxable profit (loss) 1 (13,115)    27,802     114,345   236,750   292,279     335,827     418,721     412,898     476,829     536,267     592,782     723,465     4,154,850    29%

Tax (expense) benefit 1 (32,258)   (216,214)    (327,112)    (463,129)    (1,038,713)   -7%

Owner's withdrawals 1 -          (4,000)      (4,500)     (5,500)      (5,500)       (5,500)        (6,500)        (6,500)        (8,000)        (9,000)        (10,000)      (10,000)      (75,000)        -1%

Net profit (loss) (13,115)    23,802     77,587    231,250   286,779     114,113     412,221     406,398     141,717     527,267     582,782     250,336     3,041,138    21%

Depreciation 3 -          2,383       2,633      4,717       8,467        8,967         14,217       18,633       20,383       27,300       35,217       37,300       180,217       

Equipment purchases 3 (148,000)  -          (15,000)   (125,000)  (225,000)    (30,000)      (315,000)    (265,000)    (105,000)    (415,000)    (475,000)    (125,000)    (2,243,000)   

Principle, equipment loan 7 7,000       (610)         (615)        (621)         (626)          (631)           (636)           (641)           (647)           (652)           (658)           (663)           (0)                

Repay debt financing 7 145,100   (5,486)      (5,532)     (5,578)      (5,625)       (5,672)        (5,719)        (5,767)        (5,815)        (5,863)        (5,912)        (5,961)        82,170         

Owner contribution 3 34,015     -          -          -          -            -            -            -            -            -            -            -            34,015         

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

Net cash flow 25,000     20,089     59,072    104,768   63,995       86,777       105,083     153,624     50,639       133,052     136,429     156,012     1,094,540    

Cash, period start -          25,000     45,089    104,161   208,929     272,924     359,701     464,784     618,408     669,046     802,098     938,528     -              

Cash, period end 25,000     45,089     104,161   208,929   272,924     359,701     464,784     618,408     669,046     802,098     938,528     1,094,540   1,094,540    

William J. dba Down South Panels and Metal Systems

Rainy Day Fund/Safety Fund

Equpiment Mainitance Fund

Spray Paint (Shipping)

Misc.

Start-up expenses

PPE

Travel Fund (Sales)

Training Fund

Payroll - not owner and not in COGS

 


