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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
People sometimes feel they need to keep 

an extra eye on their property, or they 

need to know who is around them. 

 The purpose is to keep people at ease by 

providing answers to their questions and by 

installing CCTV systems where it’s needed. 

 I am here to provide peace of mind by 

concealing you from harm and revealing to 

you the truth. 

Customers  Differentiators  Extras 

People who live in upper middle class 

neighborhoods. People who own 

businesses and people who own vacation 

homes. 

 The fact that I spent six years studying the 

internet and how it works, its purpose for 

existing, and I know a lot of tools that can be 

used that the average person will not know. 

 I know tools to find out what a lot of 

people try to hide. I have eight years of 

experience doing personal security for 

people. 

Marketing  Start-up Costs  Financials & Extras 
I will make flyers, buy radio time, and 

send out mass direct messages on 

Facebook. 

 Owner investment - cash 8,000$    

Owner investment - equipment -         

Vehicle and/or equipment loan 14,000    

Start up financing 10,000    

Total start up costs: 32,000$   

 Sales: 347,500$  100%

COGS 179,400    52%

Gross profit 168,000    48%

Overhead 13,000     4%

Pretax income 154,900    45%

Tax expense 38,700     11%

Owner withdrawals 55,000     16%

Net income 61,200$    18%  

  Personal Fit   
I have over six years studying the internet and how it works, and I have the tools needed to research people finding things people want to know. 

I also have eight years of experience doing personal security for club owners, entertainers and dancers. 
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PERSONAL FIT   

On October 23, 1986, I was born to Maria Irma S. and Espiridion S. Jr. I was the youngest of 

four children. We lived in Corpus Christi, Texas. My mother and father worked hard to provide 

us with all we needed. Around age of 11 my parents split up and for the most part I raised myself 

after that. My dad stopped by once and a while to pay bills and give money to me, then left in a 

matter of minutes. Divorce is hard on kids and parents.  I became a product of my environment. 

At the age of 11 I was drinking, smoking weed, and doing coke.  Because of people picking on 

him, I fought for my brother and after a while I got a chip on my shoulder and would pick fights 

with anyone. I had so much anger.  My siblings did their own things so I rarely saw them.  So I 

would fight to let it out. At the age of 16 I got caught with weed, and at 18 I got my first theft 

charge. Then at 21, I was charged with my first robbery. I thought it was cool since I came out 

on the news.   

 

At the age of 15, I met and soon moved in with a woman.  Six years later, we had our first 

daughter, Marisela S. The next year, Isabella was born, two years later came Vaida, and then 

Priscilla. We had four daughters and things were tough for two young parents, particularly as a 

result of my putting crime ahead of my family.  We separated because I kept getting locked up 

and was never free to be with them. At 22, I was charged with four counts of assault with intent 

to commit murder. I fought that and won after six months in county jail. Three days later, I 

received another count of assault with intent. At 23, I robbed a friend of my brother for cocaine 

and money. I got 10 years’ probation and kept getting revoked on my probation until I was 

sentenced to 5 years in TDC.   

 

At 32, I realize all the mistakes made due to a false belief that you are not a man unless you are 

willing to fight for something. I thought guts made a man. I know now that you can be the 

smallest, weakest, calmest person, but as long as you pay your bills, and provide for your 

children, wife, and family, you are more of a man than you think.  I had to lose everything to find 

myself.  Armed with new self-realization, I feel reborn with a right frame of mind.  My time in 

prison has served me well as it has given me a new mind, new goals, and new passions, drive, a 

will to live and the dreams, passions and skill to achieve success. 

 

Daniel S. is founder and owner of PSPI, he and oversees all functions of the business. As the 

founder and president of PSPI, Daniel will provide his customers with three years of tech skills, 

as well as top of the line home security systems, private security personnel for private or day to 

day functions. He offers penetration testing for your home or business and field testing for 

devices to detect if you are being monitored. With technical skills and physical readiness to 

tackle anything, he is skilled in data retrieval, tracking, and hiding your information and assets 

from anyone prying into your life.  Whenever your home or business is at risk of intruders, PSPI 

offers home security systems, with top-of-the-line locks, cameras.  PSPI will supply anything 

needed to protect and serve you.  It is our mission to find and fish out any breach of security. 

Daniel will dedicate his time to your safety, and peace of mind. Daniel looks forward to being 

released and getting this venture off the ground. 
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OPPORTUNITY   

Explanation: 

People sometimes have questions they need answers to, and I want to help solve the issue. I only 

work for the general public or any private organization/business. Some people are discredited by 

things on their personal history rap sheet they may want wiped clean in order to move on and go 

forward in life I want to provide them with the solution. 

 

 Can I solve the problem given my skills and personality? 

 Yes, I have knowledge in getting done what I say I can do. 

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

quality?  

 I can do most of it myself. There will be some things like setting up security systems 

and cameras that I may need help with. 

 Will this venture require significant capital? 

 I can start off with a computer, a car and a little bit of advertising.  

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

 I see nothing violating my parole. All I see is a person providing answers.  

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

 We will start as part time to see how the public responds. 

 

 
 

SOLUTION   

Explanation: 

For the people that need security, reputation defense from social media, and/or need security 

systems or staff. 

 

 What are the benefits that I am providing?  

 Safety and security and a chance for tarnished individuals to wipe their history clean 

and start over. 

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

 I take pride in my work I see these issues as very important and necessary to be done. 

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

  We will bring our service to market through the Internet, business cards, flyers and 

word of mouth.  

 Will my solution actually be profitable? 

 Yes, many people have questions they need answers to, many people need to feel safe 

in their homes and businesses, and many people need a fresh start in life. 

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

 It will be wise to be both. Some people want to be private about their issues so I will 

need to go to them. I would need an office so people can see what I actually do. 

 Do I offer a guaranty or return policy? 

 My work is not returnable. It is valuable and will speak for itself. How much would 

you pay for peace of mind? 
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CUSTOMERS  

Explanation:  

If there are questions you need answers to call me and I will find what you need to know and I 

will provide answers to you. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 I believe women will be more interested in the investigating. 

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

 Middle aged and mature people. Everyone wants to know answers and also feel safe. 

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

 My business will cater to,  and serve, all people 

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

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

 Personal concerns, personal image and the safety of their family. 

 

Income: 

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

 Every class of person wants answers and needs to feel safe. But, for the most part, 

middle- and upper-class people usually have more need to feel safe. 

 

Location: 

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

store, an event like trades day)? 

 I will be called to homes, businesses, and online. People want security everywhere.  

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

 We will meet at any desired place. If it is a location that needs to be wired with 

cameras and security system, then I will go there. 

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

suburb, or small rural community)?  

 Usually, people with more property want it protected, so I feel I will be called to the 

upscale neighborhoods. 

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

over the city)? Time is money. 

 They may be spread out all over the city and also in the outskirts where people have a 

lot of land they want wired for cameras to make sure thieves do not ransack their 

place. 

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

  With a little bit of advertising and word of mouth it will spread, and they will soon 

be finding me.  
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Other: 

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

individually? 

 In any case, if the person is in need of the services I provide, their ears will be open 

and I will execute a sale just by telling them what I do for a living.  

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

 Maintaining a security system will need fixing every once and a while. After being 

installed the investigating will be as seen fit or needed again. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Spymaster Direct Flying a sign  High 

 

They have the 

means to promote 

and serve 

customers in a 

better manner than 

I can. 

Too high in price to 

have everyone want 

to go to them.   

Software penetrating legal 

access to answers people are 

looking for.  

 

9mm Direct Flying a sign High They have a head 

start in the game. 

They have been in 

the game so long 

they can be 

forgotten. 

I am new to the field and I am 

sure people would want to see 

about me.  

 

Cheaters 

Stare Front 

Direct T.V. and radio  High They publicize 

better and are well 

known.  

Too high in price. Software penetrating to get 

the answer they need. 

Average PI 

Self 

Employed 

Indirect Internet radio Average Have a mark in the 

game. 

Not promoting like 

me. 

Willing to go the extra mile to 

get the answers. 
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EXTRAS   

External Extras: 

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

 I do not have a connection with a supplier in my industry. 

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

 No, I do not have access to a favorable location my business. 

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

 No, I am not going to be the first business of my type. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 I know many websites that gather data on people. I spent five years gathering all the 

info I can on the investigation side. 

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

match initially? 

 I can be a 24 hour hotline if that information helps any. 

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

 No, I do not have any additional information about myself.  

 
 

MARKETING  

Message:  

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

about your company? 

 P.S.P.I. Private Security Private Investigation says it all; the initials grab your 

attention, when you see abbreviations your brain automatically wants to figure it out.  

 What is your tagline? 

 “P.S.P.I Where we keep a P.S.P.I on you.” 

 Is your message effective across different demographics? 

 People hear private investigations and it expresses the root of what we do. 

 Is your pricing consistent with the market for similar offerings? 

 My pricing will vary based on the assignment at that current time. Therefore, each job 

will be slightly different. 

 Is your pricing consistent with the degree of personalization? 

 The work we put into each job will determine how much it costs. We are going on a 

job-to-job basis. 

 

Media: 

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

 I will be marketing through a variety of social media channels, specifically utilizing 

Facebook and Sneek.com. I will also build-out our website for customers to use and all 

information will be on a secured server.   
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 How many potential typical customers (not just total people) can you reach each month 

using the types listed above? 

 I can reach thousands due to how much ground and air I am covering. 

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

 Once we have established a core customer group I then hope to reach a minimum of 

20 people per month. 

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

 For each job the individual pricing will vary. 

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

 Initially there will be a one-time startup fee. Then it will kick into a reoccurring 

monthly charge. 

 How will you collect customer reviews? 

 I will gather reviews based on customer surveys, online reviews, and Yelp reviews. I 

will have a 1-800 line for 24 hour assistance. 

 
 
 



 

 

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 18                

cell phone purchase 100              

car/truck down payment, if leased 1,500           

permits 150              

supplies, office & misc. 300              

Cash needed for start-up expenses 2,068           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van 1,000           9,000               10,000         

company trailer 700              

computer, printer, fax 1,200           1,200           

3,000               3,000           

2,000               2,000           

-               

building/office deposit N/A N/A

beginning cash balance 13,032         N/A N/A
Cash needed for start-up assets 15,932         14,000             16,200         

60                assumed life (months)

270              monthly depreciation

Total start up cost 32,000        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 8,000           25%

Vehicle loan and other equipment debt (see 

note 7 for financing) 14,000         44%

Startup financing, if applicable (for example 

Kiva loan) 10,000         31%

Outside equity investment, if applicable -               0%

Total start up cost,

total sources 32,000         100%

Daniel S.

P.S.P.I

541: Professional, Scientific, and Technical Services

_54_Professional_Scientific_and_Technical_Services

 



 

 

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 300.00        100% 500.00        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 31.00          10% 130.00        26% 0%

cost 2 description 50.00          17% 35.00          7% 0%

cost 3 description 22.00          7% 100.00        20% 0%

cost 4 description 45.99          15% 0% 0%

Total variable costs 148.99        50% 265.00        53% -              0%

Gross profit per unit - what you see on income statement 151.01        50% 235.00        47% -              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 

INVESTGATION CONTRACT sold 40            40               40          40          45                  45               50          40          45                 45               45               475          

SECURITY CAMERAS sold 40            40               35          30          35                  35               35          40          40                 40               40               410          

 sold -           

total revenue 32,000$   32,000$      29,500$ 27,000$ 31,000$         31,000$      32,500$ 32,000$ 33,500$        33,500$      33,500$      347,500$ 

total cost of sales 16,560$   16,560$      15,235$ 13,910$ 15,980$         15,980$      16,725$ 16,560$ 17,305$        17,305$      17,305$      179,420$ 

total income statement gross profit (excludes owner labor) 15,440$   15,440$      14,265$ 13,090$ 15,020$         15,020$      15,776$ 15,440$ 16,195$        16,195$      16,195$      168,080$ 

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 14,000$   principal, beginning 14,000     13,655        13,307   12,957   12,605           12,250        11,893   11,533   11,172          10,807        10,441        

Interest rate (example 8%) 8.0% interest expense 93            91               89          86          84                  82               79          77          74                 72               70               897          

Loan term (# of months) 36            principal payment (345)        (348)            (350)       (352)       (355)               (357)            (359)       (362)       (364)              (367)            (369)            (3,928)      

Monthly payment 439          principal, ending 13,655     13,307        12,957   12,605   12,250           11,893        11,533   11,172   10,807          10,441        10,072        

Start-up financing, see Start-up Costs sheet

Amount borrowed 10,000$   principal, beginning 10,000     10,000        9,823     9,644     9,464             9,283          9,101     8,917     8,733            8,547          8,360          

Interest rate (example 8%) 8.0% interest expense -          67               65          64          63                  62               61          59          58                 57               56               612          

Payback period (# of months) 48            principal payment -          (177)            (179)       (180)       (181)               (182)            (183)       (185)       (186)              (187)            (188)            (1,829)      

Grace period (months pay delay) 2              principal, ending 10,000     9,823          9,644     9,464     9,283             9,101          8,917     8,733     8,547            8,360          8,171          

Monthly payment 244$        

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 

RUNDOWN ON ONE PERSONS NAME FOUR CAMERAS AND ONE DVR

signup fee

broad search image recorder

SECURITY CAMERAS

install fee

Daniel S. dba P.S.P.I

INVESTGATION CONTRACT

Internet software search

subscription

FOUR CAMERAS 

 



 

 

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

INVESTGATION CONTRACT 6 -         12,000    12,000    12,000    12,000    13,500    13,500    15,000    12,000    13,500    13,500    13,500    142,500     41%

SECURITY CAMERAS 6 -         20,000    20,000    17,500    15,000    17,500    17,500    17,500    20,000    20,000    20,000    20,000    205,000     59%

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

Total revenue -         32,000    32,000    29,500    27,000    31,000    31,000    32,500    32,000    33,500    33,500    33,500    347,500     100%

Cost of Goods Sold 2

INVESTGATION CONTRACT 6 -         5,960     5,960     5,960      5,960     6,705     6,705     7,450     5,960     6,705      6,705      6,705      70,770       20%

SECURITY CAMERAS 6 -         10,600    10,600    9,275      7,950     9,275     9,275     9,275     10,600    10,600    10,600    10,600    108,650     31%

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

Total COGS -         16,560    16,560    15,235    13,910    15,980    15,980    16,725    16,560    17,305    17,305    17,305    179,420     52%

Gross profit -         15,440    15,440    14,265    13,090    15,020    15,020    15,776    15,440    16,195    16,195    16,195    168,080     48%

Expenses 2

Auto or truck lease 1,500     1,500         0%

Depreciation 3 -         270        270        270        270        270        270        270        270        270        270        270        2,970         1%

Gasoline & fuels -         150        150        150        150        150        150        150        150        150        150        150        1,650         0%

Insurance - bonding -         -            0%

Insurance - vehicle -         120        120        120        120        120        120        120        120        120        120        120        1,320         0%

Interest - equip & start up 7 -         93          158        154        151        147        144        140        136        133        129        125        1,510         0%

Marketing 18          200        200        200        200        200        200        200        200        200        200        200        2,218         1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits 150        75          75          75          75          75          75          75          75          75          75          75          975           0%

Supplies 300        300           0%

Tax service -         -            0%

Telephone - cellular 100        50          50          50          50          50          50          50          50          50          50          50          650           0%

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

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 2,068     958        1,023     1,019      1,016     1,012     1,009     1,005     1,001     998        994        990        13,093       4%

Taxable profit (loss) 1 (2,068)    14,482    14,418    13,246    12,075    14,008    14,012    14,771    14,439    15,198    15,201    15,205    154,987     45%

Tax (expense) benefit 1 (6,708)    (9,832)    (10,805)   (11,401)   (38,747)      -11%

Owner's withdrawals 1 -         (5,000)    (5,000)    (5,000)     (5,000)    (5,000)    (5,000)    (5,000)    (5,000)    (5,000)     (5,000)     (5,000)     (55,000)      -16%

Net profit (loss) (2,068)    9,482     2,710     8,246      7,075     (824)       9,012     9,771     (1,366)    10,198    10,201    (1,196)     61,240       18%

Depreciation 3 -         270        270        270        270        270        270        270        270        270        270        270        2,970         

Equipment purchases 3 (16,900)   -         -         -         -         -         -         -         -         -         -         -         (16,900)      

Principle, equipment loan 7 14,000    (345)       (348)       (350)       (352)       (355)       (357)       (359)       (362)       (364)       (367)       (369)       10,072       

Repay debt financing 7 10,000    -         (177)       (179)       (180)       (181)       (182)       (183)       (185)       (186)       (187)       (188)       8,171         

Owner contribution 3 8,000     -         -         -         -         -         -         -         -         -         -         -         8,000         

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

Net cash flow 13,032    9,407     2,455     7,988      6,813     (1,090)    8,743     9,498     (1,643)    9,918      9,918      (1,483)     73,553       

Cash, period start -         13,032    22,439    24,893    32,881    39,693    38,604    47,346    56,844    55,201    65,119    75,036    -            

Cash, period end 13,032    22,439    24,893    32,881    39,693    38,604    47,346    56,844    55,201    65,119    75,036    73,553    73,553       

Payroll - not owner and not in 

COGS

Daniel S. dba P.S.P.I

Start-up expenses

 
 


