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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Many business that need their inventory 

and goods delivered to a location are not 

satisfied with the quality and late arrival 

time of their deliver. 

 At Quality Trucking we construct customized 

delivery plans to ensure that our customers’ 

needs are always met. 

 To ensure our customers satisfaction, 

Quality Trucking will provide a unique 

loyalty program as well as a rewards plan 

for all of our customers that continue to do 

business with us. 

Customers  Differentiators  Extras 

Our primary target customers are 

manufacturing companies and retail 

companies that need a high quantity of 

goods delivered. 

 Our one of a kind rewards plan as well as our 

loyalty program will set us apart from our 

competition in a major way. 

 I have multiple family members that are 

experienced veterans in the industry of 

trucking that can assist me in obtaining 

customers and ensure top quality service. 

Marketing  Start-up Costs  Financials & Extras 
Our marketing will consist of flyers, 

business cards, and a strong social media 

presence and webpage. 

 Owner investment - cash 15,300$  

Owner investment - equipment 7,250      

Vehicle and/or equipment loan 82,300    

Start up financing -         

Total start up costs: 104,850$  

 Sales: 258,300$  100%

COGS 39,600      15%

Gross profit 218,600    85%

Overhead 64,800      25%

Pretax income 153,800    60%

Tax expense 38,400      15%

Owner withdrawals 55,000      21%

Net income 60,300$    23%  

  Personal Fit   
I hold trades in cabinet making, business computer information systems, and desk top publishing. I am OSHA (construction) certified and 

NCCER (electrical) certified. I will personally assure that all of my customers are satisfied with our service. 
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PERSONAL FIT   

My name is Daryl L. and I was born Oct. 29, 1984 to Daryl L. Sr. and Bobbie F. L.  My parents 

were never married to one another.  I am the youngest of four siblings, and the only sibling with 

a different father.  My mother taught me just about everything growing up, from my ABC’s, to 

sewing clothes, staying neat and clean at all times, to driving a stick shift at eight years old.  I 

never really knew my dad, I can count on one hand how many times I have seen him in my life.  

Yet, I still honor him as my father and bear him no ill will because of my faith as a Christian and 

also because of those handful of times I have seen him in my life is better than none.  I was 

always a smart student in school, but my conduct was bad.  The last grade I completed was 11th 

grade.  I left home at age 13 due to selling and using drugs and being sent to juvenile detention 

centers and boot camps across Texas.  
 

My first time going to juvenile detention was at eight years old, and my troubles just escalated 

from there.  By 11 years old I was using and selling drugs.  At that time I thought that was the 

answer to all my worries and problems.  Little did I know, I was wrecking my life and creating 

more future problems. By the age of 15, I was placed in TYC (Texas Youth Commission) which 

is the equivalent of a prison for minors.  By the age of 29, I was heading to prison for the fifth 

time.  This time I was sentenced to seven years for non-aggravated assault and family violence, 

which I truly regret and wish I can take back every second of the day. 

 

Since coming to prison, my thought process and view of the world as well as life’s situations has 

changed dramatically.  I know and understand now that I have choices and I am committed to 

making the right choices by not hurting others, using or selling drugs and by not always looking 

to take the so called “easy way out.”  It is through my dedication to my God, myself, my three 

kids, and the privilege of helping others succeed in the future, that I have chosen to change.  I 

was tired of always being ashamed of my past, so I decided to take charge in being committed to 

the changes I need to make so that I can be proud of my future. 

 

The qualities that I have which will make me a successful entrepreneur are my strong work 

ethics, my ambition, my morals to never give up, and my burning desire to help others achieve 

their goals and reach their peaks.  These characteristics also bears witness to my trustworthiness 

with investment capital and in life in general.  This is also the reason why I want to start my own 

company and brand, which I plan to have up and running within 18 months of my release. 

 

As the founder and owner of Quality Trucking, Daryl will be responsible for the up keep and 

proper operation of the vehicle and also the on time delivery and security of the freight. 

 

Daryl brings to Quality Trucking a number of years’ experience in customer service. 

Specifically, he worked for Popeye’s as a cook and a food preparation specialist, gaining 

valuable skills in food prepping, cross contamination prevention, and time management.  Daryl 

previously served at J-Cody’s for less than one year as a service assistant.  While at J-Cody’s, 

Daryl contributed to the company by keeping the kitchen, restroom and overall restaurant 

sanitized and organized. 

 

While in prison, he also completed cabinet making, Changes, and anger management classes.  He 

has obtained on-the-job training with more than 900 hours experience in food service skills and 

janitorial skills.  For several years, Daryl served his community by volunteering his services for 
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community betterment. He was also involved with the Goodwill Organization.  Daryl also earned 

a certificate in Business Computer Information Systems from Windham School District in 2015. 

 

Daryl looks forward to making his dreams a reality upon his release. 

 
 

OPPORTUNITY   

Explanation: 

Many businesses that need their inventory and products delivered to a location are not satisfied 

with the quality and late arrival time of their deliveries. This in turns causes their company to 

lose out on profits from sales.  

 

 

 Can I solve the problem given my skills and personality? 

 Yes, I have over 14 years’ experience in giving satisfactory service, and organizing 

problem solving solutions. 

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

quality? 

 I will initially do all the deliveries myself and as my company grows I will then hire 

more drivers which will enable me to grow my business. 

 Will this venture require significant capital? 

 Yes, a trucking service such as mine requires a relatively high initial investment to 

get started due to the need to purchase a truck.  

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

 This venture will be up and running when I will not be on parole. 

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

 My business will initially start as a full time venture and as my business grows, I will 

then invest in more vehicles and hire more drivers, at which time I will switch to 

working part-time. 

 
 

SOLUTION   

Explanation: 

To ensure our customers satisfaction, Quality Trucking will provide a unique Loyalty Program, 

as well as a Rewards Program for all our customers that continue to do business with us. 

 

 What are the benefits that I am providing? 

 We are offering peace of mind with or product tracking GPS app, knowing that all of 

your deliveries will arrive undamaged and on time. Also you will receive the benefit 

of our Rewards Program for your continued use of our service. 

 

 

 



 

Quality Trucking 
Daryl L. 

4 

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

 We will interview our customers to develop a customized schedule that allows us to 

fill the customer’s needs like no other business can. 

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

 We will deliver our ideas by way of the Internet, business cards, logos and flyers. We 

will not only tell our customers, but show them how superior our methods are.  

 Will my solution actually be profitable? 

 My solution will be very profitable on both ends because our service will focus on the 

customized schedule we have created with our customer. 

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

 My business will begin as a home based business, and as we expand we will upgrade 

to an office front. 

 Do I offer a guaranty or return policy? 

 We will offer a guaranteed top grade quality service and satisfaction through our 

amazing customer Loyalty Program and Rewards Program. 

 
 

CUSTOMERS  

Explanation:  

Our primary target customers are manufacturing companies, retail companies, and all businesses 

that need a high quantity of goods delivered. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 My service will appeal to men and women the same. 

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

 Our ideal customer’s age will range from 24 to 70 years of age. 

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

 My customer’s relationship status will not matter. 

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

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

 This particular business will appeal to our customer business image. 

 

Income: 

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

 Our customers will need an income that places them in the rich or middle class 

categories. 

 

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 to customers mainly online and at their workplace. 
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 Do I go to my customer (home service) or does my customer come to me? 

 I will begin this venture seeking out my customer’s personally, then my customers 

shall come to me. 

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

suburb, or small rural community)? 

 Our ideal target customer will live in the suburbs such as Pflugerville, Round Rock, 

and Cedar Park. 

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

over the city)? Time is money. 

 Our ideal customers will live within a 50 mile radius. 

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

 Our customer will begin by coming one at a time, and due to the nature of our very 

personalized service we will have a great referral strategy. 

 

Other: 

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

individually? 

 I can reach my customers as a group online or find them individually. 

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

 The likelihood of repeat business from our customers is extremely high due to the top 

quality of our service. 

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

 I am delivering to both wholesalers and retailers. 

 What industry is my customer in? 

 My customers’ industries are diversified. 

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

 I want to serve small and large size customers with multiple locations. 

 Will my customer require special insurance (construction bonding, liability insurance)? 

 My customers will not require special insurance. 

 Does my customer require 24/7 service? 

 My customers will require 24/7 service. 

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

 I do have the capacity to meet all the customers’ 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 develop other clients, no matter the size of my customers. 

 
 
 



 

Quality Trucking 
Daryl L. 

6 

DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

C&E Fast 

Freight 

Direct In-person 

meeting 

Medium Locally located  Small company  Willing to deliver out of town 

freight. 

 

Schneider Indirect T.V 

Newspaper  

Radio 

High Nationally known Deals with large 

loads only. 

Willing to transport small and 

large freight.  

 

J.B. Hunt  Indirect 

 

Internet 

T.V 

Newspaper  

Low Household name  Does not deal with 

certain commercial 

products. 

Willing to transport all      

non-hazardous materials. 

Swift Direct  Web site  

Newspaper  

In-person  

High  Deals with 

warehouses, and 

distribution 

companies and is 

well known. 

Deals with large 

loads only.  

Mobile app tracking of all 

deliveries, and rewards and 

loyalty programs.  
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EXTRAS   

External Extras: 

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

 We have no connection with suppliers in the industry, although the nature of our 

business is not something that requires it. 

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

 We will start off as a home based business located in Austin, TX. 

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

 There are many businesses that offer deliveries of freight loads, but few that will offer 

rewards and loyalty plans as incentives. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 We offer customized delivery plans as well as rewards plans to our customers. 

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

match initially? 

 Our competitors cannot match our personalized transport plans or our motivating 

incentives. 

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

 I have over 14 years’ experience in customer satisfaction. I hold trades in cabinet 

making, business computer information systems, desk top publishing, and I also hold 

certifications in OSHA construction and NCCER electrical. 

 
 

MARKETING  

Message: 

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

about your company? 

 We will provide quality customer service from beginning to the end. We stand with 

integrity and respect. We tailor our services to our customers’ needs. 

 What is your tagline? 

 Quality Trucking where “Quality Guaranteed” is what you need.  

 Is your message effective across different demographics? 

 People everywhere will hear the name Quality Trucking and know that we put their 

satisfaction and best interest first.  

 Is your pricing consistent with the market for similar offerings? 

 Our pricing will be competitive with the current market, however we offer incentives 

that other companies do not. 

 Is your pricing consistent with the degree of personalization? 

 Our pricing will be consistent but will vary with degree of personalization.  

 

 

 



 

Quality Trucking 
Daryl L. 

8 

Media: 

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

 We will be advertising through a strong social media presence, business cards, and 

flyers. 

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

using the types listed above? 

 We estimate to reach a minimum of 200 potential customers each month. 

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

 We estimate that we will acquire a minimum of 12 new customers a month. 

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

 The social media is virtually free, business cards and flyers will cost no more than 

$100.00. 

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

 We will only have to pay for business cards and flyers quarterly. 

 How will you collect customer reviews? 

 We will ask customers to rate our Top Quality services at online reviews, such as 

Yelp, Facebook, and Thumbtack.com. 



 

 

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 500              

cell phone purchase 600              

car/truck down payment, if leased

permits 100              

supplies, office & misc.

Tires 6,000           

Maintenace 1,500           

Misc. 650              

Cash needed for start-up expenses 9,350           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 8,000           72,000             80,000         

company trailer 5,000           10,000             
computer, printer, fax 200              300                  500              

-               
-               

-               
building/office deposit N/A N/A

beginning cash balance N/A N/A
Cash needed for start-up assets 13,200         82,300             80,500         

60                assumed life (months)

1,342           monthly depreciation

Total start up cost 104,850     

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 15,300         15%

Vehicle loan and other equipment debt (see 

note 7 for financing) 82,300         78%

Startup financing, if applicable (for example 

Kiva loan) 0%

Outside equity investment, if applicable 7,250           7%

Total start up cost,

total sources 104,850       100%

Daryl Lockridge

Quality Trucking

484: Truck Transportation

_48_49_Transportation_and_Warehousing

Daryl L.



 

 

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 2.80        100% 0% 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 0.43        15% 0% 0%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 0.43        15% -          0% -           0%

Gross profit per unit - what you see on income statement 2.37        85% -          0% -           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 

Freight Hauling sold 7,272                               8,000      9,000      9,000      9,000      9,000      9,000      9,000      9,000       9,000       5,000       92,272      

 sold -            

 sold -            

total revenue 20,362$                           22,400$  25,200$  25,200$  25,200$  25,200$  25,200$  25,200$  25,200$   25,200$   14,000$   258,362$  

total cost of sales 3,127$                             3,440$    3,870$    3,870$    3,870$    3,870$    3,870$    3,870$    3,870$     3,870$     2,150$     39,677$    

total income statement gross profit (excludes owner labor) 17,235$                           18,960$  21,330$  21,330$  21,330$  21,330$  21,330$  21,330$  21,330$   21,330$   11,850$   218,685$  

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 82,300$  principal, beginning 82,300                             81,737    81,169    80,597    80,020    79,438    78,851    78,259    77,662     77,061     76,454     

Interest rate (example 8%) 10.0% interest expense 686                                  681         676         672         667         662         657         652         647          642          637          7,280        

Loan term (# of months) 96           principal payment (563)                                 (568)        (572)        (577)        (582)        (587)        (592)        (597)        (602)         (607)         (612)         (6,458)       

Monthly payment 1,249      principal, ending 81,737                             81,169    80,597    80,020    79,438    78,851    78,259    77,662    77,061     76,454     75,842     

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 

Freight Hauling charged per mile

Daryl L. dba Quality Trucking

Freight Hauling

Fuel

 



 

 

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

Freight Hauling 6 -         20,362    22,400    25,200    25,200    25,200    25,200    25,200    25,200    25,200    25,200    14,000    258,362     100%

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

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

Total revenue -         20,362    22,400    25,200    25,200    25,200    25,200    25,200    25,200    25,200    25,200    14,000    258,362     100%

Cost of Goods Sold 2

Freight Hauling 6 -         3,127     3,440     3,870      3,870     3,870     3,870     3,870     3,870     3,870      3,870      2,150      39,677       15%

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

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

Total COGS -         3,127     3,440     3,870      3,870     3,870     3,870     3,870     3,870     3,870      3,870      2,150      39,677       15%

Gross profit -         17,235    18,960    21,330    21,330    21,330    21,330    21,330    21,330    21,330    21,330    11,850    218,685     85%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         1,342     1,342     1,342      1,342     1,342     1,342     1,342     1,342     1,342      1,342      1,342      14,758       6%

Gasoline & fuels -         -            0%

Insurance - bonding -         -            0%

Insurance - vehicle -         1,500     1,500     1,500      1,500     1,500     1,500     1,500     1,500     1,500      1,500      1,500      16,500       6%

Interest - equip & start up 7 -         686        681        676        672        667        662        657        652        647        642        637        7,280         3%

Marketing 500        500        500        500        500        2,500         1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits 100        100        200           0%

Supplies -         -            0%

Tax service -         -            0%

Telephone - cellular 600        100        100        100        100        100        100        100        100        100        100        100        1,700         1%

8,150     -         -         -         -         -         -         -         -         -         -         -         8,150         3%

-         1,250     1,250     1,250      1,250     1,250     1,250     1,250     1,250     1,250      1,250      1,250      13,750       5%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 9,350     4,878     5,373     4,868      4,863     5,358     4,954     4,849     5,344     4,839      4,834      5,329      64,838       25%

Taxable profit (loss) 1 (9,350)    12,357    13,587    16,462    16,467    15,972    16,376    16,481    15,986    16,491    16,496    6,521      153,847     60%

Tax (expense) benefit 1 (4,149)    (12,225)   (12,211)   (9,877)     (38,462)      -15%

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)      -21%

Net profit (loss) (9,350)    7,357     4,439     11,462    11,467    (1,254)    11,376    11,481    (1,225)    11,491    11,496    (8,356)     60,385       23%

Depreciation 3 -         1,342     1,342     1,342      1,342     1,342     1,342     1,342     1,342     1,342      1,342      1,342      14,758       

Equipment purchases 3 (95,500)   -         -         -         -         -         -         -         -         -         -         -         (95,500)      

Principle, equipment loan 7 82,300    (563)       (568)       (572)       (577)       (582)       (587)       (592)       (597)       (602)       (607)       (612)       75,842       

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

Owner contribution 3 15,300    -         -         -         -         -         -         -         -         -         -         -         15,300       

Equity investor 3 7,250     -         -         -         -         -         -         -         -         -         -         -         7,250         

Net cash flow -         8,136     5,213     12,231    12,231    (494)       12,131    12,231    (480)       12,231    12,231    (7,626)     78,036       

Cash, period start -         -         8,136     13,348    25,580    37,811    37,317    49,448    61,679    61,199    73,431    85,662    -            

Cash, period end -         8,136     13,348    25,580    37,811    37,317    49,448    61,679    61,199    73,431    85,662    78,036    78,036       

Payroll - not owner and not in 

COGS

Daryl L. dba Quality Trucking

Start-up expenses

maintenance

 


