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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
We have a vast amount of highways and 

vehicles in our area and limited towing 

companies with impound lots. 

 Our mission at Direct Towing is to provide 

our customers high quality towing with     top-

notch customer-service, professionally 

trained drivers, with state of the art 

equipment. 

 I will provide quality towing with an 

impound lot. 

Customers  Differentiators  Extras 

Our primary customers will be major 

insurance companies, Agero, Dallas 

County, and all local citizens of 

Dallas/Balch Springs area. 

 We have a 24-hour towing, road-side 

assistance and an impound lot. 

 Top-notch professionally trained drivers 

with high-quality customer service. 

Marketing  Start-up Costs  Financials & Extras 
We will use SEO, SEM, social and 

display ads along with professional 

business cards and brochures that we will 

place at auto parts stores and mechanic 

shops to guide new potential customers to 

our website and social media accounts 

such as Facebook, LinkedIn, and Twitter. 

 Owner investment - cash 33,650$  

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing -         

Total start up costs: 33,650$   

 Sales: 462,300$  100%

COGS 10,800      2%

Gross profit 451,500    98%

Overhead 40,200      9%

Pretax income 411,200    89%

Tax expense 102,800    22%

Owner withdrawals 27,500      6%

Net income 280,900$  61%  

  Personal Fit   
I have over 20 years of experience in the automotive industry and three years of experience as a tow truck driver and truck manager. During this 

time, I have come to realize that I enjoy helping people with their cars in times of need. 
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PERSONAL FIT   

My name is Charles E. I was born in Mexia, Texas in 1975, and am the younger of two children. 

I was raised primarily by my mother as my father was usually away working. My mother also 

worked while raising us children. I did pretty well in school.  
 

I stayed out of trouble until I was 27 years old. I have since served five years in federal prison and 

am now serving a four year sentence in TDCJ. All of my problems arise from my drug usage, 

although my current charge is not directly drug related. 

 

I have turned my life around and been drug free since 2015. I have always held jobs even while 

using drugs, but my work life certainly improved when I gave up drugs. I currently have a home 

repair and security business and, at the time I was incarcerated, was about to start up a towing 

business. 

 

I have been in the automotive industry most of my life. I have owned my own repair shop and have 

hauled freight with a semi tractor-trailer. I hold a Class A Commercial Driver’s License. I had 

worked as a tow truck driver for three years and was in the process of starting my own towing 

business at the time I was arrested for my current charge.    

    

Charles E. is the owner of “Direct towing deals” and handles day to day operations.  He is the 

primary driver and handles all maintenance on the tow trucks. He has over 20 years of experience 

in customer service and has a successful track record of obtaining repeat customers and positive 

word of mouth advertising. He worked for Carstar Dependable Collision for three years and 

handled all of its towing needs.   

 

Charles is an ASE Master Automotive Tech and holds certifications in heavy diesel repair.  He 

also has a degree in truck driving. 

 
 

OPPORTUNITY   

Explanation: 

There are a limited number of towing companies with impound lots in our area. We also have a 

vast amount of heavily traveled highways and interstates within our area. 

 

 Can I solve the problem given my skills and personality? 

 I have over 20 years of experience in the automotive industry and three years’ 

experience in towing and truck management. 

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

quality? 

 In the beginning stages I will conduct all services myself, but as my company grows I 

will hire a full staff of drivers and office personal. 

 Will this venture require significant capital? 

 This venture will cost approximately $150,000. 
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 Is the opportunity (Activity and Start Date) consistent with potential parole restrictions? 

 I will have one year or less on parole when released and this venture will have no 

conflicts with parole. 

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

 This will be a full time venture. 

 

 

SOLUTION 

Explanation: 

We will provide towing and impound services for our customers 24 hours a day/7 days a week. 

This will make our highways and interstates safer by removing stalled cars from the roads. 

 

 What are the benefits that I am providing? 

 We will arrive in a timely manner with great customer service and transport vehicles 

safely to their destination of choice. 

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

 We will provide an on time and efficient service. 

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

 We will use search engine optimization, and search engine marketing along with 

professional business cards and fliers, which we will strategically place at auto parts 

stores and mechanic shops, to guide new potential customers to our website and custom 

app at which they may contact us. 

 Will my solution actually be profitable? 

 Absolutely, with having one of the only impound lots in our area and millions of 

potential customers there is plenty of room for profit and growth. 

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

 This is a mobile business, however, we will be providing an impound lot that is at a 

fixed location. 

 Do I offer a guaranty or return policy? 

 We will provide top of the line training for our drivers and will guarantee that your 

vehicle is safely transported to your selected destination. 

 
 

CUSTOMERS  

Explanation:  

Our customer base will be focused toward Dallas County, and surrounding insurance agencies.  

 

Demographics: 

 Will my service have different appeal to men versus women? 

 Our service will appeal to men and women to same. 
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 What is my ideal customer’s age (young adult, middle aged, mature)? 

  My ideal customers will be those that have vehicles that will need a towing service 

due to motor vehicles accidents or that break down and are in need of a towing service.  

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

 It does not matter the relationship or marital status of my customers. 

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

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

 I am appealing to the customer that are on the go and require their vehicles to be in 

proper working order.  

 

Income: 

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

 Absolutely not. We will work with any income level. However, most of our customers 

will come from insurance companies. 

 

Location: 

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

store, an event like trades day)? 

 We will service our customers anywhere they are having vehicle problems. 

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

 Both. But most of the time we will go to our customers. 

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

suburb, or small rural community)? 

 I will try and target my customers within a 30 mile radius of the Mesquite/Dallas areas. 

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

over the city)? Time is money. 

 We will be servicing a geographically square radius of approximately 20 square miles, 

but not limited to that. 

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

 We will get customers through insurance companies and they will happily provide 

referrals.  

 

 

Other: 

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

 It will be an individual base. 

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

 I will get numerous repeat customers as well as referrals from other garages.  

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

 We will be conducting business with Dallas County and insurance agencies. 

 What industry is my customer in? 

 Insurance and automotive. 

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

 We will service multiple size customers. 
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 Will my customer require special insurance (construction bonding, liability insurance)? 

 No, but most will have liability insurance. 

 Does my customer require 24/7 service? 

 Yes, they do require anytime service. 

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

 Yes, we have the capacity to meet our customer’s demands. 

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

company? 

 I will be able to work with multiple clients. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price 

Their 

Advantages 

Their 

Disadvantages 
My Differentiators 

Tyler boys 

wrecking 

service 

Direct Local money. 

Many years in 

Balch Springs 

Mid Local and multiple 

trucks. 

No impound lot. We have 24/7 impound lot 

recovery. 

 

 

 

 

U-Haul Indirect Very well 

known for 

renting trailers 

Low Can haul your 

own car. 

Need truck to pull 

car hauler or dolly. 

You do not have to touch 

anything, we do that.  

 

 

 

 

 

Jennings 

Towing 

Direct Family owned  High Local Family 

owned. 

Very few trucks no 

impound lot. 

We have an impound lot. 

Budget 

rentals 

Indirect Franchise 

company. Rents 

car haulers  

Mid Haul your own 

vehicle. 

Need truck to pull 

car hauler. 

You do not have to touch 

anything, we do that. 
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EXTRAS   

External Extras: 

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

 No, because my service does not require a supplier. 

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

 Yes, we already have a location. 

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

 No. There are multiple tow companies, but only a few with impound lots. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 Not at this time. This is a cookie-cutter business with no special services. 

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

match initially? 

 Not initially. We will be striving to accomplish a specialized service in this industry 

within three to five years of operation. 

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

 I have over 20 years of experience in the automotive industry and three years of 

experience as a tow truck driver. 

 
 
 

MARKETING  

Message: 

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

your company? 

 We are a towing company. We are precise and confident.  

 What is your tagline? 

 “It will not cost you an arm and a leg for a tow.”  

 Is your message effective across different demographics? 

 People of all demographics will know exactly what we do at “Direct Towing” and the 

quality of work that we produce. 

 Is your pricing consistent with the market for similar offerings? 

 We will be offering competitive pricing.  

 Is your pricing consistent with the degree of personalization? 

 I think we are underpriced for the service that we offer. 

 

Media: 

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

 Professional business cards, brochures, and website and custom app. 

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

using the types listed above? 

 We should be able to reach at least 150-200 customers per month.  
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 Once you’ve reached your typical customer, how many will actually buy from you? 

 I think that about nine out of ten will end up using our services. 

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

 We are looking to spend $500 per month for all three total-$50-cards, $150-brochures, 

$300 website & app. 

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

 This will be a recurring monthly charge. 

 How will you collect customer reviews? 

 We will use online reviews on our website and app. We will also send out a follow-up 

thank you card to our customers with a review form.  

 
 
 



 

 

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 2,000           

cell phone purchase 50                

car/truck down payment, if leased

permits 1,400           

supplies, office & misc. 200              

Cash needed for start-up expenses 3,650           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 20,000         20,000         

company trailer
computer, printer, fax -               

-               
-               

-               
building/office deposit N/A N/A

beginning cash balance 10,000         N/A N/A
Cash needed for start-up assets 30,000         -                   20,000         

60                assumed life (months)

333              monthly depreciation

Total start up cost 33,650        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 33,650         100%

Vehicle loan and other equipment debt (see 

note 7 for financing) -               0%

Startup financing, if applicable (for example 

Kiva loan) 0%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 33,650         100%

Charles Eckhardt

Direct Towing

_48_49_Transportation_and_Warehousing

Charles E.

 



 

 

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 3.00        100% 40.00      100% 75.00       100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. -          0% -          0% -           0%

Non-owner payroll tax 9.0% -          0% -          0% -           0%

cost 1 description 0.29        10% 0% 0%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 0.29        10% -          0% -           0%

Gross profit per unit - what you see on income statement 2.71        90% 40.00      100% 75.00       100%

 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 

towing sold 2,000       2,500      3,000      3,000      3,000      3,500      3,500      4,000      4,000       4,500       4,500       37,500      

impound sold 150          150         300         300         450         450         600         600         750          750          750          5,250        

hook and drop sold 100          125         150         150         150         175         175         200         200          220          220          1,865        

total revenue 19,500$   22,875$  32,250$  32,250$  38,250$  41,625$  47,625$  51,000$  57,000$   60,000$   60,000$   462,375$  

total cost of sales 580$        725$       870$       870$       870$       1,015$    1,015$    1,160$    1,160$     1,305$     1,305$     10,875$    

total income statement gross profit (excludes owner labor) 18,920$   22,150$  31,380$  31,380$  37,380$  40,610$  46,610$  49,840$  55,840$   58,695$   58,695$   451,500$  

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

Equipment financing, see Start-up Costs sheet amortization schedule

Amount borrowed -$         principal, beginning -          -          -          -          -          -          -          -          -           -           -           

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

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

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

Start-up financing, see Start-up Costs sheet

Amount borrowed -$         principal, beginning -          -          -          -          -          -          -          -          -           -           -           

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

Payback period (# of months) principal payment -          -          -          -          -          -          -          -          -           -           -           -            

Grace period (months pay delay) principal, ending -          -          -          -          -          -          -          -          -           -           -           

Monthly payment -$         

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

# of employees

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

average per hour wage

salary expense, exclduing payroll taxes -          -          -          -          -          -          -          -          -           -           -           -            

Assumption 9 - Equipment Purchases, after start-up
Description  Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

60,000     

Charles E. dba Direct Towing

towing

fuel per mile 

fund for next truck

hook and drop

per mile daily storage pull vehicle on truck and unload

impound

 



 

 

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

towing 6 -         6,000     7,500     9,000      9,000     9,000     10,500    10,500    12,000    12,000    13,500    13,500    112,500     24%

impound 6 -         6,000     6,000     12,000    12,000    18,000    18,000    24,000    24,000    30,000    30,000    30,000    210,000     45%

hook and drop 6 -         7,500     9,375     11,250    11,250    11,250    13,125    13,125    15,000    15,000    16,500    16,500    139,875     30%

Total revenue -         19,500    22,875    32,250    32,250    38,250    41,625    47,625    51,000    57,000    60,000    60,000    462,375     100%

Cost of Goods Sold 2

towing 6 -         580        725        870        870        870        1,015     1,015     1,160     1,160      1,305      1,305      10,875       2%

impound 6 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

hook and drop 6 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Total COGS -         580        725        870        870        870        1,015     1,015     1,160     1,160      1,305      1,305      10,875       2%

Gross profit -         18,920    22,150    31,380    31,380    37,380    40,610    46,610    49,840    55,840    58,695    58,695    451,500     98%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         333        333        333        333        333        333        333        333        333        333        1,333      4,667         1%

Gasoline & fuels -         1,282     1,282     1,282      1,282     1,282     1,282     1,282     1,282     1,282      1,282      1,282      14,102       3%

Insurance - bonding -         -            0%

Insurance - vehicle -         500        500        500        500        500        500        500        500        500        500        500        5,500         1%

Interest - equip & start up 7 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Marketing 2,000     2,000         0%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         100        100        100        100        100        100        100        100        100        100        100        1,100         0%

Office - utilities -         -            0%

8 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

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

Permits 1,400     1,400         0%

Supplies 200        50          50          50          50          50          50          50          50          50          50          50          750           0%

Tax service -         50          50          50          50          50          50          50          50          50          50          50          550           0%

Telephone - cellular 50          50          50          50          50          50          50          50          50          50          50          50          600           0%

-         -         -         -         -         -         -         -         -         -         -         -         -            0%

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

-         75          75          75          75          75          75          75          75          75          75          75          825           0%

-         500        500        500        500        500        500        500        500        500        500        500        5,500         1%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 3,650     3,240     3,240     3,240      3,240     3,240     3,240     3,240     3,240     3,240      3,240      4,240      40,294       9%

Taxable profit (loss) 1 (3,650)    15,680    18,910    28,140    28,140    34,140    37,370    43,370    46,600    52,600    55,455    54,455    411,206     89%

Tax (expense) benefit 1 (7,735)    (22,605)   (31,835)   (40,627)   (102,802)    -22%

Owner's withdrawals 1 -         (2,500)    (2,500)    (2,500)     (2,500)    (2,500)    (2,500)    (2,500)    (2,500)    (2,500)     (2,500)     (2,500)     (27,500)      -6%

Net profit (loss) (3,650)    13,180    8,675     25,640    25,640    9,035     34,870    40,870    12,265    50,100    52,955    11,327    280,905     61%

Depreciation 3 -         333        333        333        333        333        333        333        333        333        333        1,333      4,667         

Equipment purchases 3 (20,000)   -         -         -         -         -         -         -         -         -         -         (60,000)   (80,000)      

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

Repay debt financing 7 -         -         -         -         -         -         -         -         -         -         -         -         -            

Owner contribution 3 33,650    -         -         -         -         -         -         -         -         -         -         -         33,650       

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

Net cash flow 10,000    13,513    9,008     25,973    25,973    9,368     35,203    41,203    12,598    50,433    53,288    (47,339)   239,221     

Cash, period start -         10,000    23,513    32,521    58,494    84,467    93,835    129,038  170,241  182,840  233,273  286,561  -            

Cash, period end 10,000    23,513    32,521    58,494    84,467    93,835    129,038  170,241  182,840  233,273  286,561  239,221  239,221     

Charles E. dba Direct Towing

repair bills

uniforms

Start-up expenses

damages fund

Payroll - not owner and not in 

COGS

 


