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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
There is a need for more convenient 

reliable road assistance that aids and 

assists, not only the typical vehicle 

problems, but any and all problems 

that derives from vehicle to vehicle. 

 There’s a dire need for more road side 

assistance in the Houston area. Our 

purpose is to serve our community. 

 Boss RSA is going to fill the need by making 

our service more available to those who need 

roadside assistance. 

Customers  Differentiators  Extras 

Out target customers will be any and 

everyone who has taken the proper 

procedure to be behind the wheel of 

their vehicle that may have 

experienced or is experiencing 

roadside distress. 

 We tend to eliminate the long duration 

time it takes to talk with a live service 

provider by creating an app that will link 

you to a direct provider. 

 I have a passion for this industry. My goal is to 

be a light to someone’s darkness. Helping 

people. 

Marketing  Start-up Costs  Financials & Extras 
Radio advertisement has been our 

best kind of promotion. Following 

behind that is social media as a 

marketing strategy. 

 Owner investment - cash 17,460$  

Owner investment - equipment -         

Vehicle and/or equipment loan 20,000    

Start up financing -         

Total start up costs: 37,460$  

 

 Sales: 114,600$  100%

COGS -           0%

Gross profit 114,600    100%

Overhead 30,300      26%

Pretax income 84,200      73%

Tax expense 21,000      18%

Owner withdrawals 38,500      34%

Net income 24,700$    22%  

  Personal Fit   
Being the number one go-to for roadside assistance is very important to us because we strive daily to meet our customer’s goals and needs. 

 



 

Boss Roadside Assistance 
Chauvon M. 

2 

PERSONAL FIT   

My name is Chauvon M. I was born in Little Rock, Arkansas on June 12, 1987. I have two 

brothers and three sisters. For the most part, my mother raised us as my biological father was 

completely absent in our lives. My brothers, sisters, mother and I faced a lot of abuse from her 

boyfriend, who was a drunk and a drug addict. A lot of the physical abuse happened while my 

mother was at work, but my mother always did the best she could to protect and provide for her 

children, loving us the best way she knew how. She had the softest kindest heart and I do not 

hold her responsible for the abuse we endured growing up.  

 

School was just a place for me to escape abuse. I could not behave like my mother and teachers 

wanted me to. After going to foster care and being separated from my mother, I totally rebelled.  

The Department of Human Services gave me a big brother. I had brothers and sisters, this totally 

embarrassed me. I was extremely humiliated when he would come to my school. DHS also 

wanted me to take medicine that calms you down. I did not need medicine, I needed my family 

back together. I never witnessed my mother being loved by her boyfriend, so I have struggled 

with relationships.  My mother helped us get a job with Arkansas workforce for a summer job at 

the age 14 and I participated with that for a few summers. Which opened up opportunities for 

employment. I had the privilege to coordinate events for the non-profit organization “Make a 

Child Smile, Back to School Event”. I also worked as a case manager for the Arkansas 

Workforce Youth Program. I have never had a problem with drugs or alcohol, but I did drink 

socially at parties. Eventually I graduated high school in North Little Rock, Ar.  Oak Grove High 

School. After graduating high school, I got into a long term relationship which kept me off the 

streets and brought me closer to God, by going to church together and participating in events.  

 

Unfortunately, I went to jail when I was 24 for aggravated assault. I am currently in prison 

because my probation was revoked. I am in prison for violence. It is not something that I am 

proud of, which has led me to change my life, attitude and vision. I am not who I used to be, and 

now I treat others how I want to be treated. I value others’ time and I believe all types of abuse is 

wrong, whether verbally, physical or mentally. By me coming to prison, I have utilized my time 

wisely. I think about ways I can contribute to society, and often times I take a look back at my 

failures and think about things I have broken. This led me to setting goals for myself. I am 

working on becoming an authentic man. I realize that growing up, I was deprived of good morals 

from my biological father.  I have made the conscience decision to no longer let it defined who I 

am. My soul objective is to be a voice, a voice that shuns domestic violence, and to be a 

rehabilitated man, one who walks in humility and integrity, someone who gives back gracefully. 

If I can help just one individual to change his or her life of domestic violence then I will feel that 

one of my goals has been accomplished. I could never open up about my life style of abuse. 

Different self-help programs has enable me to accept responsibilities for the damages I have 

caused in the past. I can now tell the world of the poor decisions I have made which led to 

domestic violence and put me in prison.  I have completed programs such as, anger management, 

Celebrate Recovery, AA (Alcohol Anonymous) and cognitive intervention. These classes have 

helped me find myself. 

  

Chauvon M. is Co-Founder of Boss Roadside Assistance. Chauvon will oversee the business 

operations such as ordering from vendors, marketing, and promotion. Chauvon brings more than 

three years’ experience in the Roadside Assistance industry. He has a variety of affordable 

packages that will meet any customer’s needs. Chauvon has completed and met all federal, state, 
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and local city requirements in regard to the laws, rules, and regulations. Chauvon has competed 

Leadership Academy, Peer Education, Somebody Cares, and Quest for Authentic Manhood and 

will soon graduate from PEP. Chauvon has always been involved in church and has participated 

in revivals and community outreach programs. Chauvon has attended the University of Central 

Arkansas and, at one time, held a basketball scholarship to play for Central Baptist College.  He 

plans to continue his studies. 

 

OPPORTUNITY   

Explanation: 

There is a need for a more convenient reliable roadside assistance that aids and assists not only 

the typical vehicle problems, but any and all problems that derives from vehicle malfunction.   

 

 Can I solve the problem given my skills and personality? 

 Although Boss RSA just recently got off the ground in 2017, our prior experiences in 

the workforce has made it possible for our company to be the bridge from problem to 

solution.   

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

quality? 

 As our company grows, we will need more reliable employees to help attack the 

issues (everyday roadside problems), to ensure quality and customer satisfaction.  

 Will this venture require significant capital? 

 As Boss RSA seeks for major changes and development for our services, we see fit 

that a large and significant amount of capital will be required for operation, so that 

there will not be any limitation towards the service and production end of our 

business. 

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

 We at Boss look to expand services according to our “2025 vision” to ensure there is 

no parole restriction.  

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

 This will be a full-time 24/7 operation.  

 

SOLUTION   

Explanation: 

Instead of spending hours on the side of the road with your vehicle broken down, wasting 

valuable time trying to speak with a live roadside assistance provider, we at Boss RSA will fill 

the need by making our services more accessible, quicker, and easier to those in need of roadside 

assistance.   

 

 What are the benefits that I am providing?  

 The benefit will be less time waiting for roadside assistance. We are providing a 

solution that enables a quicker response for those in need of roadside assistance.  

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

 In aiding and assisting, we provide a quality service which ensures that every 

customer is valued and treated like family.  
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 How will I deliver this solution to my customers (marketing)? 

 We plan to have all of our vehicles wrapped with our logos, t-shirts made that will 

inform customers who we are, as well as billboards, commercials, and advertising 

online.  

 Will my solution actually be profitable? 

 Yes, because drivers need roadside assistance just as bad as they need insurance. It is 

just as essential as driving to get weekly necessities. Drivers must pay their biweekly 

or monthly insurance fee, which will then enable them to use the benefit of roadside 

assistance.  

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

 We will need a building as well as a big enough parking space that will provide 

parking spaces for our employees and our fleet of trucks.  

 Do I offer a guaranty or return policy? 

 We guaranty quality and satisfaction from all services that we provide. To ensure we 

meet this goal, each customer will have access to our customer service survey that 

they will receive after each job is completed.  

  

 
 

CUSTOMERS  

Explanation:  

Our target customers will be any and everyone who has taken the proper procedures to be behind 

the wheel of their vehicle, and that may have experienced or is experiencing roadside distress. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 My business is not gender specific, but industry specific where men and woman alike, 

who have taken the proper precaution to add roadside assistance to their insurance 

plan, may benefit from my company’s services. Each will have the opportunity to use 

Boss Roadside Assistance in the near future, at either end of our services. 

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

 My customer base is not age specific, but we do plan on serving our community that 

has been involved in an auto collision, who is stranded due to vehicle malfunction, or 

who just want the comfort of knowing that they will be in good hands if their vehicle 

leaves them stranded on the side of the highway. 

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

 The relationship status of my core customer does not matter. We plan to serve all, 

married and single alike. 

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

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

 We plan on picking up the slack between our competitor’s losses and distrust in the 

community, and build a bridge of satisfaction that will allow us to gain new 

customers. 
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Income: 

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

 Because of the fact that any class is capable of falling victim to the inevitable, our 

service is quite affordable due to the many benefit packages that are available as 

drivers pay for their monthly insurance. The level of my customer’s income is not an 

absolute factor. 

Location: 

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

store, an event like trades day)? 

 My selling locations will be online, business-to-business, and cold calling. 

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

 We plan to go to all our customers throughout our relationship with our customers. 

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

suburb, or small rural community)? 

 Our customers will be based in major cities and suburbs. 

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

over the city)? Time is money. 

 Our customer’s location should not be more than 30 miles away from our office. 

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

 Due to the nature of my business, I can expect referrals to be made by word of mouth. 

I can expect to acquire each customer by cold calling and repeat business.  

 

 

 

 

 

Other: 

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

individually? 

 I plan to initially invite auto part managers, car dealership managers, and highway 

patrolman to attend a two hour seminar providing information about my services and 

a free lunch. 

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

 Due to the nature of my business, after the first deal is made, I would have already 

established a trust because of my scope of service (i.e., previous roadside assistance 

satisfaction). My customers will automatically think of us as a solution. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

AAA 

“Triple A” 

Direct Online 

adverting, Word 

of Mouth  

High They have been 

around for a long 

time,  

“Baby Boomer 

Era.” 

Their Employees are 

rude. “Personal 

experience.” 

Customers will have access to 

our app. We provide a photo 

of the technician as well as a 

brief background about him or 

her to ensure satisfaction.   

 

 

Jackrabbit  Indirect  Vehicle 

wrapping, Word 

of mouth, Fliers   

Low  They stick to a 

close radius when 

it comes to 

servicing their 

customers. 

They can’t keep 

reliable help. 

We keep an open line of 

communication between the 

customers and technician via 

apps, GPS, or phone line.  

 

A1-Towing Direct  Online 

Advertising, 

Fliers 

Average They are the 

cheapest during 

late hours. 

Their ETA is 

extremely high. 

To avoid the hassle and 

frustration on arrival time, we 

keep an open line of 

communication between the 

customer and technician. 

Master 

Towing  

Direct Mailing, 

Media, and 

Commercials  

High They have a fleet 

of tow trucks.  

They are 

outrageously 

expensive. 

We deal directly with the 

insurance provider. If drivers 

have legitimate insurance of 

any type that offers roadside 

assistance, they are eligible 

for our services.  



 

 

EXTRAS   

External Extras: 

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

 We order online to several suppliers who work in our district. 

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

 We will have several different brick and mortar locations that we will rate and do 

everyday business. 

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

 There are many roadside assistance companies available to the public, but when it 

comes to the concern of customers allowing them to have a voice is what makes us 

different. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 Our customers will utilize the app that was created for their purpose being able to 

have faster and reliable services is our cutting edge. 

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

match initially? 

 Although our operating business hours are 8am-5pm, we are always available 24/7. 

Someone will be available to answer the phone. 

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

 My faith is all about God. I love helping people. I am a certified expert driver with a 

CDL Class ‘A’ to prove it. I have experience in this profession. 

 
 
 
 

MARKETING  

Message: 

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

about your company? 

 Built upon faith, quality and satisfaction. 

 What is your tagline? 

 We will get you on the road fast because your insurance is built to last. 

 Is your message effective across different demographics? 

 We serve all customers with gratitude. Our message is simple: there is no need to be 

stranded for hours at a time. 

 Is your pricing consistent with the market for similar offerings? 

 Our pricing will be affordable. We guarantee that our customers are happy in all of 

our service. 

 Is your pricing consistent with the degree of personalization? 

 The history of our customer driving record may affect pricing but our quality is 

consistent, and satisfaction extends our customer needs. 

 



 

 

Media: 

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

 Boss RSA has a few popular byline marketing strategies, such as Facebook, twitter, 

YouTube, and Craigslist. 

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

using the types listed above? 

 Possibly 25-50%. Of the people we will try to reach. 

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

 Possibly 65% is our idea of people who will buy our product. 

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

 We take advantage of free advertisement, so there will be no charge with any of the 

advertisements. 

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

 This is a reoccurring monthly charge as our customers pay their insurance. 

 How will you collect customer reviews? 

 We have built a survey database that allows customers to share how their needs were 

met. 

  



 

 

 

START-UP COST 

Owner's name

Company name

NAICS Business Classification

Sector (general classification)

Sub-sector (more specific classification)

Start-up Costs

Year 1

Assumption 4 - Total Uses

Non-Depreciable Costs

Paid or 

contributed in 

Month 1

marketing, business cards, fliers 1,000             

cell phone purchase 160                 

car/truck down payment, if leased

permits 1,500             

supplies, office & misc. 1,500             

Cash needed for start-up expenses 4,160             

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 1,800             1,800             

-                  
-                  
-                  

building/office deposit 1,500             N/A N/A
beginning cash balance 10,000           N/A N/A
Cash needed for start-up assets 13,300           20,000                21,800           

60                   assumed life (months)

363                 monthly depreciation

Total start up cost 37,460        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 17,460           47%

Vehicle loan and other equipment debt (see 

note 7 for financing) 20,000           53%

Startup financing, if applicable (for example 

Kiva loan) 0%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 37,460           100%

Chauvon M.

Boss Roadside Assistance

488: Support Activities for Transportation

_48_49_Transportation_and_Warehousing



 

 

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 80.00      100% 225.00    100% 0%

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% 0% 0%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs -          0% -          0% -           0%

Gross profit per unit - what you see on income statement 80.00      100% 225.00    100% -           0%

 Start-up Month 1  Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

Service call sold 120          120         120         120         120         120         120         120         120          120          120          1,320        

Towing sold 4             4             4             4             4             4             4             4              4              4              40             

 sold -            

total revenue 9,600$     10,500$  10,500$  10,500$  10,500$  10,500$  10,500$  10,500$  10,500$   10,500$   10,500$   114,600$  

total cost of sales -$        -$        -$        -$        -$        -$        -$        -$        -$         -$         -$         -$          

total income statement gross profit (excludes owner labor) 9,600$     10,500$  10,500$  10,500$  10,500$  10,500$  10,500$  10,500$  10,500$   10,500$   10,500$   114,600$  

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 20,000$   principal, beginning 20,000     19,717    19,432    19,146    18,859    18,570    18,279    17,987    17,693     17,397     17,100     

Interest rate (example 8%) 6.5% interest expense 108          107         105         104         102         101         99           97           96            94            93            1,106        

Loan term (# of months) 60            principal payment (283)        (285)        (286)        (288)        (289)        (291)        (292)        (294)        (295)         (297)         (299)         (3,199)       

Monthly payment 391          principal, ending 19,717     19,432    19,146    18,859    18,570    18,279    17,987    17,693    17,397     17,100     16,801     

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 

Chauvon M. dba Boss Roadside Assistance

Service call

Responding to basic need/fuel Run, jump start, Tire 

change, pop-lock service

$75 call out plus $150 for the first 50 miles. 

$3.00 a mile after first 50 miles

Towing

 



 

 

Projected Income and Cash Flow Statements

Year 1
Assump-

tions

 Start-up 

Month 1 

 Month

2 

 Month

3 

 Month

4 

 Month

5 

 Month

6 

 Month

7 

 Month

8 

 Month

9 

 Month

10 

 Month

11 

 Month

12 

 First

Year 

 % of Total 

Revenue 

Revenue 2

Service call 6 -         9,600     9,600     9,600      9,600     9,600     9,600     9,600     9,600     9,600      9,600      9,600      105,600     92%

Towing 6 -         -         900        900        900        900        900        900        900        900        900        900        9,000         8%

line not used 6 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Total revenue -         9,600     10,500    10,500    10,500    10,500    10,500    10,500    10,500    10,500    10,500    10,500    114,600     100%

Cost of Goods Sold 2

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

Towing 6 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

line not used 6 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Total COGS -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Gross profit -         9,600     10,500    10,500    10,500    10,500    10,500    10,500    10,500    10,500    10,500    10,500    114,600     100%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         363        363        363        363        363        363        363        363        363        363        363        3,997         3%

Gasoline & fuels -         600        600        600        600        600        600        600        600        600        600        600        6,600         6%

Insurance - bonding -         -            0%

Insurance - vehicle -         125        125        125        125        125        125        125        125        125        125        125        1,375         1%

Interest - equip & start up 7 -         108        107        105        104        102        101        99          97          96          94          93          1,106         1%

Marketing 1,000     250        250        250        250        2,000         2%

Office - rent -         750        750        750        750        750        750        750        750        750        750        750        8,250         7%

Office - insurance -         100        100        100        100        100        100        100        100        100        100        100        1,100         1%

Office - telephone -         -            0%

Office - utilities -         65          65          65          65          65          65          65          65          65          65          65          715           1%

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

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

Permits 1,500     1,500         1%

Supplies 1,500     100        100        100        100        1,900         2%

Tax service -         500        500           0%

Telephone - cellular 160        100        100        100        100        100        100        100        100        100        100        100        1,260         1%

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

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 4,160     2,212     2,560     2,209      2,207     2,555     2,204     2,202     2,551     2,199      2,198      3,046      30,303       26%

Taxable profit (loss) 1 (4,160)    7,388     7,940     8,291      8,293     7,945     8,296     8,298     7,949     8,301      8,302      7,454      84,297       74%

Tax (expense) benefit 1 (2,792)    (6,132)    (6,136)    (6,014)     (21,074)      -18%

Owner's withdrawals 1 -         (3,500)    (3,500)    (3,500)     (3,500)    (3,500)    (3,500)    (3,500)    (3,500)    (3,500)     (3,500)     (3,500)     (38,500)      -34%

Net profit (loss) (4,160)    3,888     1,648     4,791      4,793     (1,688)    4,796     4,798     (1,687)    4,801      4,802      (2,060)     24,723       22%

Depreciation 3 -         363        363        363        363        363        363        363        363        363        363        363        3,997         

Equipment purchases 3 (23,300)   -         -         -         -         -         -         -         -         -         -         -         (23,300)      

Principle, equipment loan 7 20,000    (283)       (285)       (286)       (288)       (289)       (291)       (292)       (294)       (295)       (297)       (299)       16,801       

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

Owner contribution 3 17,460    -         -         -         -         -         -         -         -         -         -         -         17,460       

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

Net cash flow 10,000    3,969     1,727     4,869      4,869     (1,614)    4,869     4,869     (1,617)    4,869      4,869      (1,996)     39,681       

Cash, period start -         10,000    13,969    15,695    20,564    25,433    23,819    28,688    33,556    31,939    36,808    41,677    -            

Cash, period end 10,000    13,969    15,695    20,564    25,433    23,819    28,688    33,556    31,939    36,808    41,677    39,681    39,681       

Chauvon M. dba Boss Roadside Assistance

Start-up expenses

Payroll - not owner and not in 

COGS

 


