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	Project summary 

Business start-up 
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	Promoter
	     

	
	

	Project
	     

	
	

	File No. 
	     

	
	Reserved for the CLD of Vadureuil-Soulanges


INTRODUCTION

APPLICATION FOR PROGRAMS 

 FORMCHECKBOX 
 Self-Employment measure

 FORMCHECKBOX 
 FLI/Solide

 FORMCHECKBOX 
 Young Promoters
Taking the first step that you are now taking will help you to stand out from the majority of the population. Congratulations!

We encourage you to pursue your path of development.

Almost every initiative you will ever undertake, whether it involves bankers, government agencies, venture capital firms, or organizations dedicated to assisting young entrepreneurs, will require one common task on your part. This task involves the presentation of a written document that describes your project: YOUR BUSINESS PLAN.

The Vaudreuil-Soulanges Local Development Centre (CLD) is a front-line stakeholder that can help to guide you in terms of creating your business plan and starting-up your company. However, before asking you to commit to this lengthy process, we encourage you to fill out the following pages.

This project summary is a basic document that will be used in the future to develop a comprehensive business plan. Please do not include useless information, but only true and verifiable facts that may influence the decisions made by financiers and analysts. Our decision will not be influenced in any way if you use the services of a consultant. We understand that you are not an expert in this field. Our role is to assist you, and our desire is to help you to adjust your project in the future. 

Once you have completed the questionnaire, simply drop it off at the reception desk of the CLD of Vaudreuil-Soulanges, along with all of the documents pertaining to your project (see next page). An economic development advisor will review it, and will contact you in order to make an appointment for a face-to-face meeting.

Objectives of the Questionnaire:

For you:

· To allow you to fine-tune your project;

· To help you to further explore certain avenues that you may not have considered.

For us:

· To gain a better understanding of your project with a view to providing you with the best possible assistance.

Once you have analyzed your situation with the help of an advisor, you will be in a better position to make an informed decision.

RELEVANT DOCUMENTS TO be APPENDed 

(those listed in bold are mandatory)

1. Curriculum vitae for each of the promoters;

2. Certificate of discharge from bankruptcy, if applicable;

3. Any other document that may help us to analyze your project more efficiently. We have provided several examples below, but you may add any documents that you deem to be relevant.

· Your business plan (or a draft), if one has been prepared (in this case, only complete the sections of the project summary that are not included in your business plan);
· Confirmation of financing (bank loan), if one has been obtained;

· Portfolio;

· Letters of intent: A letter of intent does not constitute a commitment from a client, but attests to a certain level of interest on behalf of the latter in the product or service that you would like to offer. Such letters can, to a certain extent, give your project more validity with respect to the potential for success;

· Letters of agreement (with suppliers, distributors, clients, municipalities, etc.);

· Diplomas;

· Quotes;

· Partnership or shareholder agreement;

· Municipal assessment or lease;

· Price list;

· List of suppliers;

· Contracts;

· Notarial deeds;

· Advertisements or preparatory documents;

· Action plan;

· Sketches or photos;

· Operating permits or proof of zoning conformity;

· Permits specific to the field of activity;

· For projects involving the acquisition of existing businesses:

· Brief history 

· Actual financial statements from the past three years in business.

The more information we have, the better we will be able to evaluate your project as a whole.

This project summary must be sent to our offices in order for an advisor to arrange an appointment with you.

CLD of VAUDREUIL-SOULANGES
346 Aimé-Vincent

Vaudreuil-Dorion QC  J7V 5V5

info@cldvs.com 

Telephone: 450-424-2262

Fax: 450-424-1901


NON-LIABILITY CLAUSES AND APPLICATION FOR INTERVENTION 

Read the entire document and sign 

1.
The undersigned is consulting with the CLD of Vaudreuil-Soulanges for the development of a business project, and acknowledges that the services of the CLD of Vaudreuil-Soulanges are limited to providing technical support and serving as an intermediary in the progress of the business project, as applicable.

2.
The undersigned declares that all of the information and conclusions contained in the business plan constitute his own information, and he guarantees its authenticity and assumes full responsibility. In addition, any delays incurred for the collection of information shall remain the responsibility of the undersigned. 

3.
The undersigned specifically waives all legal recourse against the CLD of Vaudreuil-Soulanges, and more specifically, indemnifies and holds harmless the CLD of Vaudreuil-Soulanges, its employees, consultants, and advisors against all loss, damage, or loss of income following the implementation of the business project.

4. The undersigned acknowledges that the CLD of Vaudreuil-Soulanges, its employees, consultants, and advisors are working solely as resource persons in the development of a business project. The undersigned shall remain the sole developer and decision-maker for the project, and assumes full responsibility.

5. The undersigned authorizes the CLD of Vaudreuil-Soulanges and the members of the selection committee to discuss the situation and the business project with any person, company, or organization they deem to be appropriate.

6. The use of the services of the CLD of Vaudreuil-Soulanges will not in any way affect the final decision with respect to granting the request for financial assistance or the authority of the advisory committee or the board of directors.

7. The undersigned also acknowledges that the CLD of Vaudreuil-Soulanges cannot guarantee the acceptance of the project, its progress, or its profitability.

8. Finally, the undersigned hereby submits an official application for admission to one of the programs offered by the CLD of Vaudreuil-Soulanges.

	
	
	     
	
	     

	Applicant's signature 
	
	Name in block letters 
	
	Date




PART 1

PERSONAL INFORMATION 

(complete one form for each promoter – include appendices if necessary)

personAL identification

	
	
	
	
	
	

	First name:
	     
	
	Telephone:
	     
	

	Last name:
	     
	
	Other tel.:
	     
	

	Address:
	     
	
	Date of birth: 
	     
	

	Town:
	     
	
	
	Day/month/year 
	

	Postal Code:
	     
	
	
	
	

	
	
	
	
	
	
	
	

	E-mail:
	     
	

	
	
	
	
	
	


Characteristics 

	
	
	

	Gender:
	F:   FORMCHECKBOX 

M:   FORMCHECKBOX 

	

	Preferred language:
	
	

	
	     
	

	Language(s) spoken and written: 
	
	

	
	     
	

	
	
	


civil STATUS

	
	
	

	Married or equivalent:   FORMCHECKBOX 

	Divorced/separated:   FORMCHECKBOX 

	Single parent:   FORMCHECKBOX 


	Single:
 FORMCHECKBOX 

	Child(ren):    FORMCHECKBOX 
   Number:      

	
	
	
	


 STATUS of promoter

	
	
	
	

	 FORMCHECKBOX 

	Student 
	
	

	 FORMCHECKBOX 

	Working 
	
	

	 FORMCHECKBOX 

	Receiving Unemployment Insurance 
	Date benefits end:
	     

	 FORMCHECKBOX 

	Has received benefits within the past 36 months, or the past 60 months in the case of parental leave 
	Date benefits end:
	     

	 FORMCHECKBOX 

	Receiving Social Security (Welfare) 
	Start date:
	     

	 FORMCHECKBOX 

	Not currently receiving any assistance (unemployed and not receiving government support)
	
	

	
	
	
	


LINE OF BUSINESS 

	
	
	
	
	
	

	Service (consultant, accountant, …)
	  FORMCHECKBOX 

	
	Manufacturer (transformation, production, …)
	 FORMCHECKBOX 

	

	Store (retail sales, …)
	  FORMCHECKBOX 

	
	Farming and livestock 
	 FORMCHECKBOX 

	

	
	
	
	
	
	


EDUCATION 

	

	Highest level of education completed (diploma earned):

	High school 
	 FORMCHECKBOX 

	
	University certificate
	 FORMCHECKBOX 

	
	Master’s Degree (graduate)
	 FORMCHECKBOX 

	

	College
	 FORMCHECKBOX 

	
	Bachelor’s Degree 
	 FORMCHECKBOX 

	
	Doctorate (post-graduate)
	 FORMCHECKBOX 

	

	

	Year earned:
	     
	

	Institution:
	     

	Discipline:
	     

	


Training

	

	Other training and skills:
	     

	
	     

	

	Competency card or certificate:
	     

	
	     

	

	Professional affiliation:
	     

	


EmploYMENT 

	

	Last job title:
	     

	

	
	From:
	     
	To:
	     
	

	
	
	Day / Month / Year 
	
	Day / Month / Year
	

	Employer:
	     

	
	Mandatory 
	
	
	

	Most recent gross employment income:
	

	$0 to $15,000 
	 FORMCHECKBOX 

	
	$25 to $35,000 
	 FORMCHECKBOX 

	
	$50 to $75,000 
	 FORMCHECKBOX 


	$15 to $25,000 
	 FORMCHECKBOX 

	
	$35 to $50,000 
	 FORMCHECKBOX 

	
	$75,000 and +
	 FORMCHECKBOX 


	

	Reason for leaving:
	

	Shortage of work 
	 FORMCHECKBOX 

	
	Project completed 
	 FORMCHECKBOX 

	
	Illness 
	 FORMCHECKBOX 


	Dismissed 
	 FORMCHECKBOX 

	
	Conflict of interest 
	 FORMCHECKBOX 

	
	Pregnancy 
	 FORMCHECKBOX 


	Accepted another job 
	 FORMCHECKBOX 

	
	Other (specify)
	 FORMCHECKBOX 

	
	

	


The information requested above is mandatory, and is needed by your Centre local d'emploi for the purposes of applying for Support for Self-Employed Workers.



PART 2

IDENTIFICATION OF THE PROJECT 

(if contact information is known)

Identification

	

	Company name:
	     
	

	Address:
	     
	

	Town:
	     
	

	Postal Code:
	     
	

	Telephone:
	     
	

	Fax:
	     
	

	Cell./Pager:
	     
	

	E-mail:
	     
	

	Website:
	     
	

	

	Anticipated start date:
	     
	

	

	Number of jobs anticipated at start-up:
	Full time:
	     
	
	Part time:
	     

	
	
	
	

	

	Place of business:

(municipality)
	     
	

	

	Legal framework:
	Sole proprietor (registered)
	 FORMCHECKBOX 

	
	 Company (SNC)
	 FORMCHECKBOX 

	

	
	Partnership 
	 FORMCHECKBOX 

	
	 Corporation (Inc.)
	 FORMCHECKBOX 

	

	
	

	
	Note: If you have not made a decision with respect to the legal framework for your business, your CLD advisor will discuss this with you.




PART 3

PRESENTATION OF THE PROJECT 

3.1
DESCRIPTION of the projeCt 

You must provide the information requested below in order to effectively present your business project:

Project description, characteristics, and strengths;

· Technical description of the project;

· Other.

Please be as precise as possible in order for us to fully understand your project.

	     


3.2
Description OF PRODUCTS AND/OR SERVICES 

a) For a business dealing with products: 

If you are interested in starting up a manufacturing business or other complex business, please include all information that may lead to a comprehensive understanding of your project and the context within which the business will evolve.

b) For a business dealing with services: 

If necessary, please include all information that you deem to be relevant.

	     


3.3 identification OF proMOTERS and description of tasks 

(Names, responsibilities, time spent, % of shares, amount invested)

A. (promoter)

	     


B. (promoter)

	     


C. (promoter)

	     


3.4
Development of the business CONCEPT 

How did you come up with your business idea? How long have you been considering it? Please explain.

· Hobby or particular interest;

· Shortage of products or services on the market;

· Social changes;

· Economic and environmental conditions;

· Other.

	     


3.5
objectives 

Where do you see your business in one year, two years, and five years? Specify your short-term (less than one year), medium-term (two to five years), and long-term (more than five years) objectives.

	     



PART 4

ENTREPRENEURIAL PROFILE OF THE PROMOTER(S) 

4.1
Motivations

What factors are driving you to start a business? What attracts you to the idea of working for yourself? Check the three MOST IMPORTANT aspects, and number them in order of priority (1, 2. and 3). 

	Be your own boss and run your own company 
	 FORMCHECKBOX 


	Be able to get off Unemployment Insurance 
	 FORMCHECKBOX 


	Be able to work regular hours 
	 FORMCHECKBOX 


	Become wealthy 
	 FORMCHECKBOX 


	Work in a field you like 
	 FORMCHECKBOX 


	Run a family business 
	 FORMCHECKBOX 


	Improve your financial situation (higher income)
	 FORMCHECKBOX 


	Be able to work from home 
	 FORMCHECKBOX 


	Balance work and family 
	 FORMCHECKBOX 


	Embrace a challenge 
	 FORMCHECKBOX 


	Be able to get off Welfare 
	 FORMCHECKBOX 


	Explore a new career option 
	 FORMCHECKBOX 


	Be independent 
	 FORMCHECKBOX 


	Other reasons:
	     
	

	     
	

	     
	


4.2
strengths 

What are your strengths, professional competencies, and experience relating to your business project? Why are you the right person for this project?

	     


4.3
weaknesses, concerns 

What are your weaknesses, and how do you plan to overcome these? What are your biggest concerns with respect to starting up your business?

Identifying your weaknesses and concerns will enable you to find ways to minimize their impact on your success, and will help us to personalize the support that we offer you.

	     


4.4
PAST EXPERIENCE AS AN ENTREPRENEUR 

Have you ever owned a business? If yes, what type of business was it, and how long did you own it for? What was it called? If you no longer own the business, please explain why.

	     


4.5
support 

Have you received support from your family (including your spouse and/or parents)? Are any of the members of your entourage in business? Is your family situation conducive to you being in business (freedom in terms of time and money)? 

	     


You must include your curriculum vitae and that of each of your partners (if applicable).


PART 5

MARKET ANALYSIS – CLIENTELE 

5.1
Identification of the clientele 

Identify the type of clientele that are likely to purchase your products or services (individuals, merchants, wholesalers, industry, governments, etc.). Try to list them: this may help you to establish your sales forecasts. If potential clients have already expressed an interest, identify them and include their comments.

	     


5.2
SALES 

Do you believe that you will have sufficient sales to achieve an acceptable level of profitability? Explain your forecasts to the best of your ability.

E.g.: 
Number of clients per day or per month. Include your calculations.

E.g.:
Clients already guaranteed, contracts signed, memoranda of understanding, letters of intent, etc.

	     


5.3
pricing strategy 

How will you establish your prices? If your prices are below those of the competition, how will you be profitable? If your prices are higher, how will you entice clients to accept your product or service?

	     


5.4
advertising and promotional strategy 

How will you attract your clientele? How will you promote your products or services?

	     



PART 6

MARKET ANALYSIS – COMPETITION 

Use the table below to identify the competitors in your industry. Do not forget indirect competitors, meaning those who offer a product or service that is different from yours but that could replace it. Identify their strengths and weaknesses, based on your knowledge of the market. You may refer to the telephone book and business directories that are available on the Internet.

COMPETITION Table 

	Names and addresses 
	Strengths 
	Weaknesses 

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     



PART 7

PROJECT COSTS 

Make a list of your start-up costs. These costs are generally incurred to start up a business that has little or no income. Consequently, these costs represent funds that will have to be invested in the business. 

7.1
COST OF CAPITAL ASSETS (ASSETS)

	
	
	Amounts 

	
	
	Owned by the promoters
	To be acquired 

	Equipment and tools (for production):

     
	
	     
	     

	     
	
	
	

	     
	
	
	

	Furniture and office equipment:

     
	
	     
	     

	     
	
	
	

	     
	
	
	

	Computer equipment:

     
	
	     
	     

	     
	
	
	

	     
	
	
	

	Vehicles (used exclusively by the business – if your personal vehicle will be used for business purposes, do not include it here).
	
	     
	     

	Land 
	
	     
	     

	Building 
	
	     
	     

	Leasehold improvements (office set-up, materials, and labour)
	
	     
	     

	Liquidation sale (purchase of a business)
	
	     
	     

	Other:
	     
	
	     
	     

	
	     
	
	     
	     

	Sub-total for capital assets 
	
	A      
	B      

	Total capital assets = A+B
	
	C      


Carry over C to Section 9.1, Capital Assets 

7.2
START-UP COSTS 

	
	
	Amounts 

	
	
	Owned by the promoters
	To be acquired 

	Incorporation, registration fees 
	
	     
	     

	Permits/licenses (business and signage taxes, restaurant permit, RBQ, etc.)
	
	     
	     

	Rent (deposit charged by the lessor)
	
	     
	     

	Insurance (fire, theft, liability, vehicle, salary, etc.)
	
	     
	     

	Telephone (deposit, installation, fax)
	
	     
	     

	Electricity (security deposit often charged by Hydro-Québec)
	
	     
	     

	Office supplies (envelopes, stamps, stationery, etc.)
	
	     
	     

	Advertising and promotion (business cards, brochures, advertising, etc.)
	
	     
	     

	Professional fees (accountant, lawyer, notary, etc.)
	
	     
	     

	Subscriptions, associations
	
	     
	     

	Sales material (catalogue, product catalogue, etc.)
	
	     
	     

	Samples, prototypes
	
	     
	     

	Others:
	     
	
	     
	     

	
	     
	
	     
	     

	Sub-total for start-up costs 
	
	D      
	E      

	Total start-up costs = D + E
	
	F      


Carry F to Section 9.1, Start-Up Costs 


PART 8

PROJECT FINANCING 

Now that you have defined your project cost, you will have to find the financing required for it to come to fruition. Financial institutions are not and should not be the only sources of financing for your project. You must be able to inject cash into your project in order to ensure proper capitalization. The general rule for structuring the financing of a project is to have capital (cash, assets, or equity) equivalent to at least 25% of the total cost. Therefore, a project should never be financed at more than 75% of its cost.

8.1
funding (“support”, “assets”, “equity”, and “capital” are synonyms for equity)

Funding is considered to be the money that you can leave in the business, or in other words, money that you do not have to pay back over the short term and according to strict terms. 

The total equity/funding should represent approximately 25% of the total project cost.

	
	
	Amounts 

	
	
	Owned or in the process of being obtained by the promoters 
	To be raised 

	Personal funds invested 
	
	     
	     

	Loans from friends or relatives “love money” (considered as investments if not repayable over the very short term)
	
	     
	     

	External investors 
	
	     
	     

	Assets invested in the project (these assets are not generally included in the required 25% minimum) – SECTIONS A + D
	
	A + D      
	n/a

	Other:
	     
	
	     
	     

	
	     
	
	     
	     

	Investment sub-total 
	
	G      
	H      

	Total investments = G + H
	
	I      


Carry I to Section 9.1, Investments 

8.2
Loans 

We understand that you are not an expert when it comes to defining the available sources of financing. The CLD can help you. We would like to begin by determining what you perceive as being the “financing” aspect of your project. Don’t forget that there are sources of financing available other than financial institutions, including suppliers.
Term loans are generally used to finance assets (capital assets). The general rule applied by conventional financial institutions is that this type of good can be financed up to a maximum of 75% of its before-tax value. A line of credit cannot be used to finance capital assets, but is intended to satisfy a short-term need for cash flow (working capital) for current expenses. The calculation of the authorized amount generally takes into consideration the need for working capital, sales, accounts receivable, and/or inventory.

	
	
	Amounts 

	
	
	Confirmed by a creditor 
	To be obtained or already applied for 

	Line of credit 
	
	     
	     

	Supplier financing (inventory)
	
	     
	     

	Loan for equipment and tools (bank or supplier) 
	
	     
	     

	Loan for office furniture and equipment (bank or supplier)
	
	     
	     

	Loan for computer equipment (bank or supplier)
	
	     
	     

	Loan for vehicles (bank or supplier)
	
	     
	     

	Loan for leasehold improvements (bank or supplier)
	
	     
	     

	Mortgage (land and building)
	
	     
	     

	Other:
	     
	
	     
	     

	
	     
	
	     
	     

	Sub-total for loans 
	
	J      
	K      

	Total loans = J + K
	
	L      


Carry L to Section 9.1, Financing 

8.3
grants 

It is important to be aware that grants are relatively rare, especially when it comes to business start-ups. Grant programs are generally intended for specific activities within an existing company that meets a minimum sales requirement. At the start-up phase, the Young Promoters grant is virtually the only one available for entrepreneurs aged 18 to 35 years. Obviously, the CLD will be able to advise you if there are other grants available to you once it has read your project.

	
	
	Amounts 

	
	
	Confirmed by the funding party 
	To be sought or already applied for 

	Young Promoters grant 
	
	     
	     

	Other:
	     
	
	     
	     

	
	     
	
	     
	     

	Grant sub-total 
	
	M      
	N      

	Grant total = M + N
	
	O      


Carry these totals to Section 9.1, Grants 


PART 9

FINANCIAL FORECASTS 

9.1
financial set-up for the project 

Enter the total amounts calculated in Sections 7 and 8 here in order to present an overall picture of your project.

	
	
	Amounts

	Working capital (short-term)

	
	Required cash flow (to cover expenses before income is adequate to cover them)
	
	     

	
	Starting inventory (products that will be re-sold or raw materials that will be acquired before the business opens)
	
	     

	
	Total start-up costs (amount carried over from Section 7.2)
	
	F      

	Capital assets (long-term)
	
	

	
	Total capital assets (amount carried over from Section 7.1)
	
	C      

	Total (1) PROJECT COST 
	
	1      


	Financing (liabilities)
	
	

	
	Total loans (amount carried over from Section 8.2)
	
	L      

	Investment 
	
	

	
	Total investments (amount carried over from Section 8.1)
	
	I      

	Grants 
	
	

	
	Total grants (amount carried over from Section 8.3)
	
	O      

	Total (2) FINANCING 
	
	2      


Note: Total 2 must be equal to or higher than Total 1

9.2
proJECTED sales forecasts for the first year 

Present an assessment of revenues (according to Section 5.2) and an assessment of expenses related to sales and operations in order to determine the net profit.

PROJECTED SALES FORECASTS 

	Revenues (sales, fees, …) according to Section 5.2
	
	     

	
	
	
	

	
	MINUS: *Cost of products sold (suppliers, …)
	
	     

	
	
	

	Gross profit (revenues – cost of products sold)
	
	     

	
	
	
	

	
	MINUS: Operating expenses 
	
	

	
	Business lease 
	
	     

	
	Electricity, heating 
	
	     

	
	Telephone
	
	     

	
	Office supplies 
	
	     

	
	Salaries (excluding the promoter(s))
	
	     

	
	Benefits (15% of salaries)
	
	     

	
	Travel expenses 
	
	     

	
	Maintenance and repairs to vehicles stock 
	
	     

	
	Representation fees 
	
	     

	
	Advertising and promotion
	
	     

	
	Equipment rental 
	
	     

	
	Equipment maintenance and repair 
	
	     

	
	Taxes and permits 
	
	     

	
	Insurance (liability, building, vehicle)
	
	     

	
	Professional fees (accounting, lawyer, notary, …)
	
	     

	
	Interest on loans (do not include repayment of principal)
	
	     

	
	Bank fees
	
	     

	
	Other expenses specific to your business. Specify:
	
	

	
	     
	
	     

	
	     
	
	     

	
	
	
	

	
	Total operating expenses 
	
	     

	
	
	
	

	Net profit (gross profit – operating expenses)
	
	     


*Include your calculations in the appendix


PART 10

PROJECT PRODUCTION STEPS 

10.1
SCHEDULE 

List the various steps involved in producing the project (already carried out and to be carried out).

	Date
	Description
	Due date 

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     


10.2
REQUIRED SUPPORT

Specify the type of assistance that is expected, and why, and indicate the steps taken to obtain it (training, technical assistance, financial support). This information may lead us to the best means to use to adequately support you in your efforts.

	     

	     

	     

	     


10.3
WHO TOLD YOU ABOUT THE BUSINESS START-UP ASSISTANCE PROGRAM OFFERED BY THE CLD of Vaudreuil-Soulanges?

	An Emploi Québec (CLE) worker 
	 FORMCHECKBOX 

	An Unemployment Insurance (DRHC) worker
	 FORMCHECKBOX 


	A job search agency
	 FORMCHECKBOX 

	By internet
	 FORMCHECKBOX 


	An advertisement, newspaper, etc. 
	 FORMCHECKBOX 

	An acquaintance or friend 
	 FORMCHECKBOX 


	A program participant 
	 FORMCHECKBOX 

	Other 
	
	 FORMCHECKBOX 




PART 11

PERSONAL FINANCIAL INFORMATION 

(The promoter must submit a personal balance sheet)

Personal balance sheet 

	Date:
	     


What I own 

	Savings (current accounts, savings account, RRSP, savings bonds)
	
	

	     
	
	     

	
	
	

	Total 1:
	
	     

	
	
	

	Capital assets (house, cottage, land,…)
	
	

	     
	
	     

	
	
	

	Total 2:
	
	     

	
	
	

	Other assets (vehicles, boat, valuable items, …)
	
	

	(Do not include furniture or household appliances)
	
	

	     
	
	     

	
	
	

	Total 3:
	
	     

	
	
	

	Sub-total (1+2+3):
	
	     


What I owe 

	Short term (invoices, taxes, credit cards, loans, …)
	
	

	     
	
	     

	
	
	

	Total 4:
	
	     

	
	
	

	Long-term (mortgage loan,…)
	
	

	     
	
	     

	
	
	

	Total 5:
	
	     

	
	
	

	Sub-total (4+5):
	
	     

	
	
	

	Calculation of my net assets 
	
	     

	Total of what I own (sub-total: 1+2+3)
	
	     

	Minus total of what I owe (sub-total: 4+5)
	
	     

	
	
	

	Net assets:
	
	     


	Name:
	     
	Signature:
	








	
	
	

	Self-Employment measure
Young Promoters
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