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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
We will enable car owners to save 

money on the towing service that 

will no longer take place in the event 

of a minor mechanical failure. 

 Fast Lane Mobile Mechanic will get you and 

your loved ones back on the road in no time. 

 Fast Lane Mobile Mechanic is critical to car 

owners because we bring the car repair 

business to the place where the vehicle fails. 

Customers  Differentiators  Extras 

The customers I will focus on are 

hotels and motels, because out of 

town guests have no idea where to 

turn to for expert help. 

 We offer scheduled and preventative 

maintenance all done at the customer’s home or 

office. 

 I have been repairing vehicles for over 30 

years. I help people get on with their lives 

while their cars are being checked or repaired. 

Marketing  Start-up Costs  Financials & Extras 
I will reach my customers through 

social media and handing out 

business cards. I am sure my 

customers will refer me to their 

friends and loved ones. 

 

 

 

 

  Personal Fit   
I have been repairing vehicles for over 30 years while providing solutions for the car owner’s frustrations. The world does not stop when your 

car will not start. 

 

Owner investment - cash 2,020$    

Owner investment - equipment -         

Vehicle and/or equipment loan 10,000    

Start up financing -         

Total start up costs: 12,020$  

Sales: 124,500$  100%

COGS 46,500      37%

Gross profit 77,900      63%

Overhead 12,700      10%

Pretax income 65,200      52%

Tax expense 16,300      13%

Owner withdrawals 22,000      18%

Net income 26,900$    22%
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PERSONAL FIT   

My name is Daniel Y. I was born in Floresville, Texas on December 30, 1968, the youngest of 

seven children. I have one brother and five sisters. I was raised by both parents. They divorced 

during my senior year of high school. When I was in the seventh grade I went to live with my 

oldest sister and her boyfriend for the summer months. My sister’s boyfriend drank beer, smoked 

weed, and raced cars. So I began to drink beer, smoke weed and race cars. I was running with 

people who were growing up the same way. During high school my friends started dropping out 

of school. A lot of them went to prison. 

 

Three days after I graduated, I was hired to grind castings at Texalloy Foundry in Floresville, 

Texas. The first time I went to jail was for a public intoxication. I had several bad vehicle wrecks 

in my time. One night I sideswiped a telephone pole and spent a week in the hospital. The truck 

was totaled. I made my first payment on the truck in the hospital. Not long after that I rolled my 

van several times and I was thrown out of the windshield. When I woke up, my legs were pinned 

under the van until help arrived. A few years later I rolled another truck in someone’s front yard. 

Needless to say, I have made a lot of bad decisions in my life. I was about eighteen when I got my 

first of four DWI’s. Currently, I am serving a four year prison sentence for assaulting someone. 

 

This will be my first and last time to come to prison. I quit drinking and using drugs several times 

but I kept letting the devil back in my life. But this time I have a weapon-the Lord. John 15:5 says 

“without God I can do nothing”. During my incarceration I dove head first into the Bible. I had the 

privilege of being ministered to by many different people and came to realize what I was missing 

in my life. 

 

I have always worked hard all my life. I have always had the ability to get things done and have 

always helped people in need. Owning my own business will allow me to do it on a larger scale. I 

hope to start my business within one year after my release. A Bible verse that means much to me 

is John 5:14: “sin no more, lest a worse thing come unto thee.” I will be released to Austin in 

December, 2019.   

 

Daniel brings more than 27 years of experience in the foundry industry. After graduating high 

school Daniel began his foundry career grinding iron castings at Texalloy Foundry in Floresville 

Texas. Daniel is a longtime member of the American Foundrymans Society. Daniel also completed 

several high alloy iron workshops at American Foundry Society headquarters in Chicago. Daniel 

has extensive experience in all aspects of foundry work, from receiving raw materials through the 

back door to shipping high quality abrasive resistant concrete mixing parts out the front door. 

Daniel will graduate from PEP in October, 2019. 
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OPPORTUNITY  

Explanation: 

The inability for automobile owners to get where they are going is very frustrating. The world 

does not stop when your car will not start. This is when I step in. 

 

 Can I solve the problem given my skills and personality? 

 I have been repairing automobiles for 30 years and my personality is one of the tools I 

use for auto repair. 

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

quality? 

 To be on call 24-7 I will need people with experience. I will hire people willing to be 

on call 24-7 with a servant-leader mentality. 

 Will this venture require significant capital? 

 It will not take a lot of money to start my business. I already have a truck and the 

tools for auto repair. 

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

 An auto mechanic is an honorable profession. I have the tools and the know-how to 

hit the ground running. 

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

 I am sure my business will be part time until I gain recognition of prospective clients. 

 
 

SOLUTION  

Explanation: 

Fast Lane Mobile Mechanic is here to save your day. Have you ever had to be somewhere and 

your car will not start? Not only will we fix your car, we will get you to where you need to go.  

 

 What are the benefits that I am providing? 

 Fast Lane Mobile Mechanic will fix your car and get you back on the road in no time. 

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

 All our trucks are on call 24-7 and our mechanics are trained to fix your car like the 

day you drove it off the showroom floor.  

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

 All our trucks will have my custom logo and will ask every customers to tell a friend. 

 Will my solution actually be profitable? 

 By driving an economical vehicle and using funds intelligently we will achieve 

maximum benefits for the company.  

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

 I am a mobile mechanic. Minor repairs will be done at the location of vehicle. 

 

 Do I offer a guaranty or return policy? 

 Our parts have a manufacturer’s warranty and our labor is guaranteed.  
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CUSTOMERS  

Explanation:  

My customers will be people who drive to work, school, and the grocery store and have no idea 

how to maintain a vehicle. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

  Some men and women enjoy working on their own vehicle. Some do it themselves to 

save money, there is no difference in appeal according to gender. 

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

  My ideal customer age would be the legal age to drive. 

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

  It does not matter if my customers are married or single as long as they have a vehicle 

that needs to be fixed. 

 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 people who drive to work, school, and the grocery store. If you have 

a recreational vehicle and get stuck, we will get you unstuck. 

 

Income: 

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

  I will focus on the middle class because the rich buy new cars with warranties. 

 

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 sell my service to my customers wherever their cars break down. 

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

 My service is mobile. I will come to my customer. 

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

suburb, or small rural community)?  

 A lot of my customers call me from the grocery store, the highway, or the club. I will 

try and focus on college campuses. 

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

over the city)? Time is money. 

 My customers travel far and wide. Yes, time is money. 

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

 Cars break down all the time. Once I get a customer out of a jam he will remember me 

the next time he gets in a jam. 
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Other: 

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

 I can attract people in a group setting but my service as a mobile mechanic will be more 

one on one. 

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

 Cars break down all the time. Once I get a customer out of a jamb he will remember 

me. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price 

Their 

Advantages 

Their 

Disadvantages 
My Differentiators 

Triple A Direct Television that 

mimics a rescue. 

Logo 

 

High Large fleet of 

trucks. Leader in 

the industry. 

High cost, a 

monthly fee whether 

you use the service 

or not. 

Provide and promote 

preventative maintenance. 

Routine checks, oil change 

and tune-up services to 

prevent costly repairs.  

 

Ace 

Mechanic 

Shop  

Indirect Huge billboard 

in town sign on 

building. 

High  Well known in the 

area. 

Not mobile, towing 

fees and a waiting 

line. 

I bring the repair to the place 

where the vehicles fail. 

 

 

 

 

Austin’s 

Mobile 

Mechanic 

Direct Word of mouth 

and social 

media. 

Average Good prices. 

Good services. 

Sole proprietor. 

One mechanic 

works out of van, no 

tow truck. 

In the case of major repairs, 

our trucks are equipped to 

tow to your mechanic or ours. 

Brake Check Indirect  T.V 

commercials. 

Billboards. 

High Many locations. 

Huge brand. 

They specialize in 

one area of the 

industry, “brakes”.  

Their name reflects 

on one area of the 

industry. 

Experienced mechanics with 

the latest technology and 

training to get you and your 

loved ones back on the road 

in no time at all.  
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EXTRAS  

External Extras: 

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

 Not at the moment, but upon my release. I will obtain an estate reseller license which 

will allow me to purchase parts at whole sale cost.   

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

 I will be located in Austin, TX on a limited budget keeping my startup cost at a 

minimum by limiting my service to basic maintenance and smaller repairs. All done at 

the customer’s home or where ever their vehicle fails.   

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

 It’s not the first mobile mechanic business in Austin, TX but it will be the best. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 It’s not a new or cutting edge concept. Motor vehicle have been around a long time. A 

mobile mechanic is critical to car owners it brings the car repair business right at the 

place where the vehicle failed. 

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

match initially? 

 I will commit my time and availability to give customers the convenience the want. 

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

 I have been repairing vehicle for over 30 years helping people back on the road because 

the world doesn’t stop when your car will not start. 

 
 

MARKETING  

Message: 

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

your company? 

 We are mobile so we come to you. We are automobile mechanics whose work is second 

to none and our towing service is like no other. 

 What is your tagline? 

 “The world don’t stop when your car don’t start.” 

 Is your message effective across different demographics? 

 Drivers everywhere will remember the name and logo of Fast Lane Mobile Mechanic 

in their time of need. 

 Is your pricing consistent with the market for similar offerings? 

 Our prices are competitive but we guarantee that no other company will compete with 

our service 

 Is your pricing consistent with the degree of personalization? 

 We will charge by the hour. No person or situation will affect our guarantee of 

satisfaction. 
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Media: 

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

 I will deliver my business cards to managers of hotels and motels and explain the 

advantages of my services. I will pass out refrigerator magnets and pens emblazoned 

with my company name and logo. 

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

using the types listed above? 

 Using these strategies I believe I can reach 300 to 400 people each month 

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

 I believe out of all the people I reach 10% will use the preventative maintenance and 

5% will use the towing 

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

 Business cards-$20 a month, pens will be $250 and magnets are another $250  

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

 Business cards will be monthly. The pens and magnets will be bi-monthly 

 How will you collect customer reviews? 

 I will ask every customer to post a review on my Facebook page 

 
 
 



 

 

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 20                

cell phone purchase 200              

car/truck down payment, if leased

permits

supplies, office & misc.

tools 200              

gas 100              

insurance 200              

Cash needed for start-up expenses 720              

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van 1,000           10,000             11,000         

company trailer

computer, printer, fax -               

-               

-               

-               

building/office deposit N/A N/A

beginning cash balance 300              N/A N/A
Cash needed for start-up assets 1,300           10,000             11,000         

60                assumed life (months)

183              monthly depreciation

Total start up cost 12,020        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 2,020           17%

Vehicle loan and other equipment debt (see 

note 7 for financing) 10,000         83%

Startup financing, if applicable (for example 

Kiva loan) 0%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 12,020         100%

Daniel Y.

Fast Lane Mobile Mechanic

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 $60 100% $120.00 100% $60.00 100%

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 $18.00 30% $25.00 21% $25.00 42%

cost 2 description $7.00 12% $15.00 13% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 25.00       42% 40.00      33% 25.00       42%

Gross profit per unit - what you see on income statement 35.00       58% 80.00      67% 35.00       58%

 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 

Oil change sold 60                           60            60          80           80          60           90          60           60              45            30            685             

Tune-up sold 15                           45            20          100         20          80           15          100         60              45            30            530             

Replace serpentine belts sold 30                           30            30          30           30          30           30          30           30              30            30            330             

total revenue 7,200$                    10,800$   7,800$   18,600$  9,000$   15,000$  9,000$   17,400$  12,600$     9,900$     7,200$     124,500$    

total cost of sales 2,850$                    4,050$     3,050$   6,750$    3,550$   5,450$    3,600$   6,250$    4,650$       3,675$     2,700$     46,575$      

total income statement gross profit (excludes owner labor) 4,350$                    6,750$     4,750$   11,850$  5,450$   9,550$    5,400$   11,150$  7,950$       6,225$     4,500$     77,925$      

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 10,000$   principal, beginning 10,000                    9,746       9,490     9,234      8,975     8,716      8,455     8,194      7,930         7,666       7,400       

Interest rate (example 8%) 6.0% interest expense 50                           49            47          46           45          44           42          41           40              38            37            479             

Loan term (# of months) 36            principal payment (254)                       (255)        (257)       (258)        (259)       (261)        (262)       (263)        (265)           (266)         (267)         (2,867)         

Monthly payment 304          principal, ending 9,746                      9,490       9,234     8,975      8,716     8,455      8,194     7,930      7,666         7,400       7,133       

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 

150          

Daniel Y. dba Fast Lane Mobile Mechanic

Oil change

oil spark plugs

OBD 2 Scanner

Replace serpentine belts

Changing of oil and filter and visual inspection for leaks in 

surrounding areas 

Detailed inspection of fluids, spark plugs, 

belts, cap rotor assembly

Replace serpentine belt and inspect the 

integrity of all pullies.

filter cap & rotor

serpentine belt

Tune-up

 



 

 

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

Oil change 6 -         3,600     3,600     3,600      4,800     4,800     3,600     5,400     3,600     3,600      2,700      1,800      41,100       33%

Tune-up 6 -         1,800     5,400     2,400      12,000    2,400     9,600     1,800     12,000    7,200      5,400      3,600      63,600       51%

Replace serpentine belts 6 -         1,800     1,800     1,800      1,800     1,800     1,800     1,800     1,800     1,800      1,800      1,800      19,800       16%

Total revenue -         7,200     10,800    7,800      18,600    9,000     15,000    9,000     17,400    12,600    9,900      7,200      124,500     100%

Cost of Goods Sold 2

Oil change 6 -         1,500     1,500     1,500      2,000     2,000     1,500     2,250     1,500     1,500      1,125      750        17,125       14%

Tune-up 6 -         600        1,800     800        4,000     800        3,200     600        4,000     2,400      1,800      1,200      21,200       17%

Replace serpentine belts 6 -         750        750        750        750        750        750        750        750        750        750        750        8,250         7%

Total COGS -         2,850     4,050     3,050      6,750     3,550     5,450     3,600     6,250     4,650      3,675      2,700      46,575       37%

Gross profit -         4,350     6,750     4,750      11,850    5,450     9,550     5,400     11,150    7,950      6,225      4,500      77,925       63%

Expenses 2

Auto or truck lease -         300        300        300        300        300        300        300        300        300        300        300        3,300         3%

Depreciation 3 -         183        186        186        186        186        186        186        186        186        186        186        2,042         2%

Gasoline & fuels -         280        280        280        280        280        280        280        280        280        280        280        3,080         2%

Insurance - bonding -         100        100        100        100        100        100        100        100        100        100        100        1,100         1%

Insurance - vehicle -         100        100        100        100        100        100        100        100        100        100        100        1,100         1%

Interest - equip & start up 7 -         50          49          47          46          45          44          42          41          40          38          37          479           0%

Marketing 20          30          30          30          30          30          30          30          30          30          30          30          350           0%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits -         -            0%

Supplies -         -            0%

Tax service -         -            0%

Telephone - cellular 200        50          50          50          50          50          50          50          50          50          50          50          750           1%

500        -         -         -         -         -         -         -         -         -         -         -         500           0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 720        1,093     1,095     1,093      1,092     1,091     1,089     1,088     1,087     1,085      1,084      1,083      12,701       10%

Taxable profit (loss) 1 (720)       3,257     5,655     3,657      10,758    4,359     8,461     4,312     10,063    6,865      5,141      3,417      65,224       52%

Tax (expense) benefit 1 (2,048)    (4,694)    (5,709)    (3,856)     (16,306)      -13%

Owner's withdrawals 1 -         (2,000)    (2,000)    (2,000)     (2,000)    (2,000)    (2,000)    (2,000)    (2,000)    (2,000)     (2,000)     (2,000)     (22,000)      -18%

Net profit (loss) (720)       1,257     1,607     1,657      8,758     (2,334)    6,461     2,312     2,354     4,865      3,141      (2,438)     26,918       22%

Depreciation 3 -         183        186        186        186        186        186        186        186        186        186        186        2,042         

Equipment purchases 3 (11,000)   -         (150)       -         -         -         -         -         -         -         -         -         (11,150)      

Principle, equipment loan 7 10,000    (254)       (255)       (257)       (258)       (259)       (261)       (262)       (263)       (265)       (266)       (267)       7,133         

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

Owner contribution 3 2,020     -         -         -         -         -         -         -         -         -         -         -         2,020         

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

Net cash flow 300        1,186     1,388     1,586      8,686     (2,408)    6,386     2,236     2,277     4,786      3,061      (2,520)     26,963       

Cash, period start -         300        1,486     2,874      4,459     13,145    10,737    17,123    19,359    21,636    26,422    29,482    -            

Cash, period end 300        1,486     2,874     4,459      13,145    10,737    17,123    19,359    21,636    26,422    29,482    26,963    26,963       

Daniel Y. dba Fast Lane Mobile Mechanic

Start-up expenses

Payroll - not owner and not in 

COGS

 


