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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
 

There are a great number of 
concept devices that never see 
the light of day. Clever seeks to 

operate a conceptual incubator to 
bring these innovations to light. 

  
 

Clever, INC. (Consciously Learning 
Every Valuable Experience 

Responsibly). 

  
All-In-One Entertainment Devices 

-E-Textile Fabrics 
-Enhanced Sense Devices 

+Hearing Aid 
+Observational Glasses 

Customers  Differentiators  Extras 

 
Clevers products are initially 
designed to market to family 

households seeking an alternative 
smart device to replace flat screen 

TV, laptops, etc. 

 

  
Eliminating E- waste. 

Giving unknown inventors a platform 
to introduce their products, idea, or 

solutions to existing issues. 
Family friendly and inclusive 

products. 

  
 

The product that will serve as 
Clevers flagship product is an 
innovative and never before 

available device. 

Marketing  Financials & Extras  Start-up Costs  
 

The technology industry is 
flooded with various concept 

devices, products and services so 
our customer base is literally 

worldwide. 

 

 

 

 

 

  Personal Fit   
 

A concept or idea will never be understood or used unless it is made known to the masses. As the owner of a company 
that will specialize in conceptual products, it is very important to mass market every innovation so that it will assist in 
mainstreaming each concept. The difficulty of achieving success will be met with a well-organized and constructive 

effort to assist each idea and concept exceptionally. 

Sales: 332,600$  100%

COGS 154,900    47%

Gross profit 177,600    53%

Overhead 121,600    37%

Pretax income 56,000      17%

Tax expense 14,000      4%

Owner withdrawals 5,500       2%

Net income 36,500$    11%

Owner investment - cash 16,200$  

Owner investment - equipment 5,000      

Vehicle and/or equipment loan 5,500      

Start up financing 5,000      

Total start up costs: 31,700$  

Plan Purpose: Startup
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PERSONAL FIT   

I was born on the beautiful island of Tutuila, which is one of the islands of Samoa 
under the protection of the United States and is the main island of American Samoa. My 
mother had me out of wedlock while she was still in high school and was ordered by her 
father to give me up for adoption. She had no choice but to obey the wishes of her parents 
and I was officially adopted by my grandparents. I grew up calling my biological mother 
my sister. Her three sisters became my sisters, and her brother became my brother. She 
later had three more sons, but that is another story. My biological father was forbidden to 
ever be part of my life, so I only saw him a few times. My biological grandparents who 
became my parents legally were very instrumental in my upbringing. From here on out, I 
shall refer to them as mom and dad.  
 
As a child, dad kept me buried in studies and by the age of four I was one of the most 
advanced amongst the children of my tribe. I say the word tribe because in my culture we 
are brought up in a chieftain system where every family or tribe is controlled by a council 
of chiefs. The hierarchy of chiefs is passed down through generations and every family 
falls under a main chief, who answers to a higher chief of all the extended families who in 
turn answers to a high talking chief. Dad was a high talking chief, and that is why his word 
in the family was law. He was also a much respected representative in politics and an 
honored and revered veteran of the U.S. Navy. There are so many good stories I have 
heard from people about my dad, and I wish he would have been around longer. 
Unfortunately, he passed away when I was only seven. Before he moved on to the next 
life, he made sure to teach me more about the world in seven years than I could have 
learned in school. This fact showed in how advanced in school I was at an early age and 
even though I skipped a grade, the passing of my dad had put a void in my life. I quickly 
started rebelling. We took a number of trips to the states and we visited Hawaii and 
California often. From my cousins abroad I learned how to lie, cheat and steal to get 
ahead in life. I also picked up a few terrible addictions. Drugs, alcohol, and gambling 
quickly took me from being a prodigy to being a well-known dealer on the island. By the 
age of 15, I managed to not only befriend my old foes from childhood, but also get caught 
up in a federal investigation. We were being investigated because of a rise in drug activity 
in our high school. None of us did any serious time, or got caught with anything. Feeling 
invincible, I continued my life in crime. Even after scoring third highest in the history of the 
ASVAB test, and aiming to join the Air Force, my lifestyle was riddled with lawlessness. I 
became the only person in my graduating class of 2000 to get expelled and still graduate. 
Family ties played a major role in that decision. I also blew my chances for the military by 
testing positive for a few drugs. I somehow managed to get the richest girl on the east 
side of the island pregnant and her parents flat out denied my proposal of marriage. I 
could not blame them, I would not want my daughter marrying a drug dealer either. She 
gave birth to a blessing of a daughter named Noelani.  
 
By this time, I had avoided a lengthy three year prison term and was attending San 
Francisco City College. The only way to avoid prison was to get accepted from a college 
in the mainland and the first to respond back was the Bay Area. I fell in love with the Bay 
Area immediately and quickly started hanging out with the wrong crowd. The biggest 
decision I made was to let my daughter Noelani go back with her mother and grandmother 
to the islands because I knew she would be well taken care of. There was no way I would 
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subject her to the projects I was living in with my aunt and cousins in San Francisco. Fast 
forward ten years, I was arrested multiple times on various charges. I ended up doing a 
stretch of four years in California Department of Corrections (CDC) as well as some 
random in-and-out minor sentences during the recent years of my life going through a 
hectic breakup with the mother of my other blessings, Navy and Nasa. Navy and Nasa 
became the reasons I slowed my criminal life down, yet the amount of money I was 
making legally was not able to please their mother. So by resorting to selling controlled 
substances again, my life spiraled downhill. I was heavily into gambling and restrained 
from my own kids and home. I was a wreck and I was forced to move far away from my 
loved ones, my children, both physically and emotionally. I do not blame anyone but 
myself. I was the main cause of my own downfall. I had dug myself deeper into despair. I 
knew the only way out would either locked up or dead. God intervened and locked me up 
in College Station, Texas. Ironically I was accepted to Texas A&M and was set to start 
that fall of 2017. At this point in life, I realize that there are not too many golden 
opportunities left to change. I feel that God has blessed me by putting me in a location 
where I can be part of a life changing process. I am truly honored to be a participant of 
the Prison Entrepreneurship Program and along with the various other positive 
reinforcement skills I have acquired, I feel I have what it takes to become a success. A 
success not just for my own well-being, but for the well-being and future of my children. I 
believe my children to be the greatest blessings bestowed to me from God and I also 
believe that by not following a righteous path, God took everything I loved away from me 
and kept me at bay. My children, my family and my dearest friends all know that I need 
to fix my life for the better. Until I prove to them I am worthy of being in their lives, it is 
best I continue to improve my state of mind, body and spirit. I lived my life with a Nike 
mentality. Thinking whatever I wanted to do, I would “just do it”. Unfortunately, most of 
my ideas were reckless and selfish. Now, I live my life with a verse from the Holy Bible as 
my main motto. Matthew 6:33-34 “But seek first his kingdom and His Righteousness, and 
all these things will be given to you as well. Therefore, do not worry about tomorrow, for 
tomorrow will worry about itself. Each day has enough trouble of its own. “I understand 
now that as long as I believe and follow God’s path, doing everything I can do right today, 
that everything will be alright in the days to come. 
 

OPPORTUNITY   

 Can I solve the problem given my skills and personality? 

 My marketing experience combined with various communication skills ensures 

that the problems will always have solutions.  

 Is the customer looking for a more holistic solution than his or her immediate 

complaint? 

 The customer will always be provided two to three solutions to any given 

complaint. 

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

maintain quality? 

 Clever’s approach will be a cooperative effort and hiring the most skilled 

engineers is a crucial part of its success. 
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 Is there growth potential to expand my business, or is this a dying market? 

 The technology industry is the most ever evolving industry known so the potential 

for growth is exponential. 

 How soon can I get my business up and running? 

 Clever will be up and running as soon as possible. 

 Is this something that will take a lot of cash to get started or is it more of a question 

of hustle? 

 Realistically Clever will need a substantial amount of funds to design and create 

its flagship product quickly. 

 Is this something I would be proud to share with my family and parole officer? 

 Without a doubt, the community, the parole officer, the private and government 

sector and especially my family will benefit from my positive efforts in the creation 

of Clever and its success. 

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

restrictions? 

 The opportunity definitely is. 

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

 The business will be a fulltime venture and will be given the utmost attention and 

focus. 

 

SOLUTION   

 Is what I am offering filling the customer’s real need? 

 I believe that a secure and monitored all-in-one entertainment device is much 

needed for families that remain segregated in their own households. 

 What are the benefits (not features) that I am providing? 

 A device able to cater to multiple people separately, yet still connected for 

supervision purposes. 

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

 The truth is I will never be able to beat the competition who are giants such as 

Google, Amazon, and Apple. The plan is to license the device to be connected to 

their smart systems already in place. 

 How will I deliver this better idea to my customers? 

 As mentioned, licensing with an established company like Google and Amazon is 

key to the product being successful. 

 Is my delivery (retail store, home service, etc.) consistent with how I will produce the 

service (one-day delivery, hand-made products, etc.)? 

 Being able to use Amazons successful delivery service will better position my 

device for success and I will be able to allocate more resources towards 

customer service. 

 Is my solution consistent with my passion for selling? 

 My passion for delivering a quality product is truly consistent with the solution 

offered. 
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 Is the price of my solution equal to or less than the customer’s pain? 

 Being that the device is still in its infant stage improvements will definitely lower 

the cost of the device to the customer. 

 Is the approximate cost of my solution lower than the price? 

 The initial time invested in developing a better device will cost more but the price 

will be approximated to compensate for this cost in the long run. 

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

 A fixed location for starters while working to acquire a large facility able to house 

a modernized and advanced site. 

 Do I offer a guaranty or return policy? 

 The success of Clever depends on the device’s quality, so the guaranty of a 

warranty and a return policy is available along with replacement of components 

or device covered by insurance. 

 

CUSTOMERS  

Demographics: 

 Will my service have different appeal to men versus women? 

 Demographically we are targeting those who are the heads of the household, in 

particular parents. 

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

 The device can also be used in business offices for better communication or 

presentations. 

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

 It also works well in a college setting among study groups. 

 Do language or ethnicity differences improve or limit my ability to sell to my ideal 

customer? 

 Because the device is Wi-Fi enabled each user will be able to synch to others 

and utilize Google translate to overcome language barriers. 

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

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

 Because the device is Wi-Fi enabled each user will be able to synch to others 

and utilize Google translate to overcome language barriers. 

 
Income: 

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

 Clever seeks to design and offer the device for a price tag of approximately 

$1,500-$3,000. This depends on Clevers ability to secure affordable suppliers 

that will sell us quality components. 

 Does my customer need to own specific assets (car, house, boat)? 

 Not really. 
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Location: 

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

my store, an event like trades day)? 

 Clever will utilize Amazon.com to reach every potential customer. 

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

 Selling on Amazon.com comes with the benefit of offering a quality service 

however every customer is more than welcome to come into the store. 

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

suburb, or small rural community)? 

 The customer can live or work in any neighborhood. 

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

spread all over the city)? Time is money. 

 The initial flagship store would be opened in the most favorable location. 

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

 Heavily advertising and marketing the device will be instrumental in finding 

customers and by offering a quality product they will refer others to either the 

store or to the website which will initially be Amazon.com until Clever has enough 

resources to expand. 

 
Other: 

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

individually? 

 Group and individually. 

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

 It is at a 100% that they will be back.  

 

EXTRAS   

External Extras: 

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

 I have classmates who work prominent positions in Apple, Amazon and Google. 

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

 Yes it will initially be located at a home location. 

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

 The tech industry is constantly evolving and has been for years, I am but one of 

many inventors with a new cutting edge device. 

 
Internal Extras: 

 Do you have a new or cutting edge concept? 

 The device offered is definitely one of a kind. 
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 Will you be able to offer specialized or flexible scheduling that your competitors 

cannot match initially? 

 The synch tile which is one of its kind and that is where our focus will be to 

internalize and protect its makeup. Only a few will be privy to the knowledge of 

how it’s made. Patenting this tech will be of the utmost importance. 

 Are you an especially charming or personable person? 

 I consider myself a very respectful person who’s able to communicate effortlessly 

with others. 

 

MARKETING  

Message: 

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

about your company? 

 It is innovative and ethical in being able to deliver a quality and valuable product. 

 What is your tagline? 

 There’s always a solution, we never say never our solution will make you say, 

now that’s Clever. 

 How does your name and tagline make you different than your competitors? 

 We will always have a solution for every problem. 

 Can your message be effectively conveyed through multiple types of media? 

 Without a doubt we will take advantage of all types of media. 

 Is your message effective across different demographics? 

 Yes a heavy marketing campaign will ensure that the name Clever will be 

synonymous with quality tech. 

 Is your pricing consistent with the market for similar offerings? 

 The pricing will definitely be adjusted based on other products in the market that 

are similar and high in quality. Also every individual device can be personalized 

based on the number of people that will be using it or simply to the customer’s 

request. 

 Is your pricing consistent with the degree of personalization? 

 Yes always. 

 
 
 
Media: 

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

 Social media and the internet, (Facebook, Twitter, Instagram, Snapshot, 

Thumbtack, Godaddy.com, YouTube) major local newspaper outlets, and 

networking word of mouth. 

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

month using the types listed above? 

 Clever plans to reach 1,000 customers potentially every month. 

 Once you’ve reached your typical customer, how many will actually buy from you? 
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 Being able to acquire 50-100 customers is ideal. 

 

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

 Social media and YouTube: $10 major local newspaper: $100/mo. networking 

word of mouth: free business cards: $50. 

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

charge? 

 Social media and internet (YouTube) setup will be a one-time expense, 

newspaper will be monthly, and word of mouth is all the time. 

 How will you collect customer reviews? 

 Online feedback questionnaire, customer service number, personal meetings. 
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DIFFERENTIATORS   

 
 

My 

Competitors 

Direct or 

Indirect 
Promotion Price 

Their 

Advantages 

Their 

Disadvantages 
My Differentiators 

Amazon indirect 

Free delivery 
one day 
delivery 
service 

$9.99 $19.99 
Established 

service 
Amazon.com 

None as far as 
speed of service 
but includes too 
many merchants 

Specific and concept device not 
even yet available to anyone 

Goggle indirect 
Monopoly in 

search 
queries 

Google nest 
hub $149-

$1,500 

Established 
network(s) 

google search 

Are not able to 
deal with 

customers on a 
personal level 

Able to deal with customer 
personally and offer5 a product 
that can connect to the google 

nest Hub 

Apple  Direct Quality phone 
I-phone $99-

$1,499 

Established 
product(s) I-

phone 
MacBook 

Products are very 
fragile and 
expensive 

Products are dupable and very 
versatile, able to connect to 
multiple software systems 

Samsung  Direct Quality phone 

Galaxy 
$599-1,199 
Note $7,99-

$1,499 
Tablet $ 149-

499 

Established 
product(s) 

Galaxy phone 
Note phone 

Galaxy Tablet 

Flagship head 
daggers is foreign 

American made and descend 
product 

Microsoft  Direct 
Quality laptop 
and software 

Surface 
laptop $700-

$2,100 

Established 
product 

Microsoft office 
surface pro 

Cannot deal with 
individual 

customers long. 

Offering the touch screen without 
all the unnecessary extract 

product can be used by multiple 
people simultaneously 
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RESUME 
Navy   
1100 Hwy 1807 
Venus, TX 76084 
Cell 999-999-999, myaccount@gmail.com 
 
Experience 
Owner/Operator of Zija International 2013-Present 

 Multi-level marketing/Selling nutritional supplement. 

 
Owner/Operator of Whatever’s Clever 2009-Present 

 Massage Therapist, Consultant and Handyman. 

 
Administrative Assistant 2008-2009 

 Mail clerk and print shop assistant. 

 
Office Clerk 2004-2008 

 Organizing and planning weekly events 

 
Skills 

 Marketing  Innovative 

 International Salesman  Organizer 

 Leader  Negotiator  

 Logistics  

 

Education/Certifications 
PEP May 2019–January 2020 

Values-based entrepreneurship program of intensive three-month leadership 
academy and six-month business plan competition with training in business, 
marketing, finance and competitive strategies. Participants are coached by top 
executives and MBA advisors from universities across the country culminating in a 30-
minute presentation to CEOs and investors. Graduates earn certificate in 
Entrepreneurship from Baylor University’s Hankamer School of Business. 

 
Foothill College 2008-2009 

Leadership Certificate 

 
Palo Verde College 2006-2008 

Ambassador 
 
 
 



 

 

 
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 1,100           

cell phone purchase 700              

car/truck down payment, if leased 400              

permits

supplies, office & misc. 9,000           

Office Lease Rent 3,000           

Web Domain/Site 1,000           

Cash needed for start-up expenses 15,200         

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 2,500           4,000               6,500           

company trailer 1,000           1,500               
computer, printer, fax 300              300              

-               
-               

-               
building/office deposit 7,200           N/A N/A

beginning cash balance N/A N/A
Cash needed for start-up assets 11,000         5,500               6,800           

60                assumed life (months)

113              monthly depreciation

Total start up cost 31,700        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 16,200         51%

Vehicle loan and other equipment debt (see 

note 7 for financing) 5,500           17%

Startup financing, if applicable (for example 

Kiva loan) 5,000           16%

Outside equity investment, if applicable 5,000           16%

Total start up cost,

total sources 31,700         100%

Navy

Clever

551: Management of Companies and Enterprises

_55_Management_of_Companies_and_Enterprises



 

 

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 1,500.00     100% 150.00        100% 500.00        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 600.00        40% 10.00          7% 150.00        30%

cost 2 description 100.00        7% 20.00          13% 50.00          10%

cost 3 description 0% 50.00          33% 0%

cost 4 description 0% 0% 0%

Total variable costs 700.00        47% 80.00          53% 200.00        40%

Gross profit per unit - what you see on income statement 800.00        53% 70.00          47% 300.00        60%

 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 

Boye 1000 sold 10            10               10          10          10                  15               15          25          25                 40               40               210          

Design US sold 4              4                 4            4            4                    4                 4            4            4                   4                 4                 44            

Sense A sold 2              2                 2            2            2                    2                 2            2            2                   2                 2                 22            

total revenue 16,600$   16,600$      16,600$ 16,600$ 16,600$         24,100$      24,100$ 39,100$ 39,100$        61,600$      61,600$      332,600$ 

total cost of sales 7,720$     7,720$        7,720$   7,720$   7,720$           11,220$      11,220$ 18,220$ 18,220$        28,720$      28,720$      154,920$ 

total income statement gross profit (excludes owner labor) 8,880$     8,880$        8,880$   8,880$   8,880$           12,880$      12,880$ 20,880$ 20,880$        32,880$      32,880$      177,680$ 

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 5,500$     principal, beginning 5,500       5,364          5,228     5,090     4,952             4,812          4,672     4,531     4,389            4,246          4,102          

Interest rate (example 8%) 8.0% interest expense 37            36               35          34          33                  32               31          30          29                 28               27               353          

Loan term (# of months) 36            principal payment (136)        (137)            (137)       (138)       (139)               (140)            (141)       (142)       (143)              (144)            (145)            (1,543)      

Monthly payment 172          principal, ending 5,364       5,228          5,090     4,952     4,812             4,672          4,531     4,389     4,246            4,102          3,957          

Start-up financing, see Start-up Costs sheet

Amount borrowed 5,000$     principal, beginning 5,000       5,000          5,000     4,807     4,613             4,418          4,221     4,023     3,824            3,623          3,421          

Interest rate (example 8%) 8.0% interest expense -          -              33          32          31                  29               28          27          25                 24               23               253          

Payback period (# of months) 24            principal payment -          -              (193)       (194)       (195)               (197)            (198)       (199)       (201)              (202)            (203)            (1,782)      

Grace period (months pay delay) 3              principal, ending 5,000       5,000          4,807     4,613     4,418             4,221          4,023     3,824     3,623            3,421          3,218          

Monthly payment 226$        

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                    2                 2            2            2                   2                 2                 

avg hours each employee(s) worked per month, not in EOU above 100          100             100        100        100                200             200        200        200               200             200             

average per hour wage 20.00       20.00          20.00     20.00     20.00             20.00          20.00     20.00     20.00            20.00          20.00          

salary expense, exclduing payroll taxes 2,000       2,000          2,000     2,000     2,000             8,000          8,000     8,000     8,000            8,000          8,000          58,000     

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 

Sense A

All in one entertainment device. Digitized Clothing Enhanced Sensing Products

SoftwareSoftware Digitizer

Material 

Design US

Processor

Navy dba Clever

Boye 1000

Components Fabric



 

 

 

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

Boye 1000 6 -         15,000    15,000    15,000    15,000    15,000    22,500    22,500    37,500    37,500    60,000    60,000    315,000     95%

Design US 6 -         600        600        600        600        600        600        600        600        600        600        600        6,600         2%

Sense A 6 -         1,000     1,000     1,000      1,000     1,000     1,000     1,000     1,000     1,000      1,000      1,000      11,000       3%

Total revenue -         16,600    16,600    16,600    16,600    16,600    24,100    24,100    39,100    39,100    61,600    61,600    332,600     100%

Cost of Goods Sold 2

Boye 1000 6 -         7,000     7,000     7,000      7,000     7,000     10,500    10,500    17,500    17,500    28,000    28,000    147,000     44%

Design US 6 -         320        320        320        320        320        320        320        320        320        320        320        3,520         1%

Sense A 6 -         400        400        400        400        400        400        400        400        400        400        400        4,400         1%

Total COGS -         7,720     7,720     7,720      7,720     7,720     11,220    11,220    18,220    18,220    28,720    28,720    154,920     47%

Gross profit -         8,880     8,880     8,880      8,880     8,880     12,880    12,880    20,880    20,880    32,880    32,880    177,680     53%

Expenses 2

Auto or truck lease 400        155        155        155        155        155        155        155        155        155        155        155        2,105         1%

Depreciation 3 -         113        113        113        113        113        113        113        113        113        113        113        1,247         0%

Gasoline & fuels -         -            0%

Insurance - bonding -         -            0%

Insurance - vehicle -         45          45          45          45          45          45          45          45          45          45          45          495           0%

Interest - equip & start up 7 -         37          36          68          66          64          62          59          57          55          52          50          606           0%

Marketing 1,100     25          250        250        1,625         0%

Office - rent -         3,000     3,000     3,000      3,000     3,000     3,000     3,000     3,000     3,000      3,000      3,000      33,000       10%

Office - insurance -         105        105        105        105        105        105        105        105        105        105        105        1,155         0%

Office - telephone -         20          20          20          20          20          20          20          20          20          20          20          220           0%

Office - utilities -         200        200        200        200        200        200        200        200        200        200        200        2,200         1%

8 -         2,000     2,000     2,000      2,000     2,000     8,000     8,000     8,000     8,000      8,000      8,000      58,000       17%

Payroll taxes (9%) 6 & 8 -         180        180        180        180        180        720        720        720        720        720        720        5,220         2%

Permits -         -            0%

Supplies 9,000     9,000         3%

Tax service -         -            0%

Telephone - cellular 700        50          50          50          50          50          50          50          50          50          50          50          1,250         0%

4,000     -         -         -         -         -         -         -         -         -         -         -         4,000         1%

-         1,000     1,000         0%

-         150        150        150        450           0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 15,200    7,080     5,904     5,937      5,934     6,332     12,470    12,468    12,465    12,863    12,461    12,458    121,572     37%

Taxable profit (loss) 1 (15,200)   1,800     2,976     2,943      2,946     2,548     410        412        8,415     8,017      20,419    20,422    56,108       17%

Tax (expense) benefit 1 -         -         (1,813)    (12,214)   (14,027)      -4%

Owner's withdrawals 1 -         (100)       (200)       (300)       (400)       (500)       (600)       (700)       (800)       (900)       (1,000)     (5,500)        -2%

Net profit (loss) (15,200)   1,800     2,876     2,743      2,646     2,148     (90)         (188)       5,902     7,217      19,519    7,207      36,581       11%

Depreciation 3 -         113        113        113        113        113        113        113        113        113        113        113        1,247         

Equipment purchases 3 (16,500)   -         -         -         -         -         -         -         -         -         -         -         (16,500)      

Principle, equipment loan 7 5,500     (136)       (137)       (137)       (138)       (139)       (140)       (141)       (142)       (143)       (144)       (145)       3,957         

Repay debt financing 7 5,000     -         -         (193)       (194)       (195)       (197)       (198)       (199)       (201)       (202)       (203)       3,218         

Owner contribution 3 16,200    -         -         -         -         -         -         -         -         -         -         -         16,200       

Equity investor 3 5,000     -         -         -         -         -         -         -         -         -         -         -         5,000         

Net cash flow -         1,778     2,853     2,527      2,427     1,927     (313)       (413)       5,674     6,987      19,287    6,972      49,702       

Cash, period start -         -         1,778     4,630      7,157     9,583     11,510    11,196    10,783    16,457    23,443    42,730    -            

Cash, period end -         1,778     4,630     7,157      9,583     11,510    11,196    10,783    16,457    23,443    42,730    49,702    49,702       

Payroll - not owner and not in 

COGS

Navy dba Clever

Software

Start-up expenses

Materials


