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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
We are filling the need to secure and 

recover investments and prevent further 

financial loss for major auto financing 

corporations.   

 Our mission is to locate and recover client’s 

collateral on delinquent loans. 

 We will locate and recover clients’ 

collateral on delinquent auto loans, fast 

and efficiently.  

Customers  Differentiators  Extras 

This is a business to business and our 

target customers will be banks, car loan 

companies, new and used car dealerships, 

and vehicle customization shops. 

 We will use state of the art technology to 

assist debtor with obtaining personal 

belongings.  

 I will help the debtor obtain their personal 

property, free of charge. 

Marketing  Start-up Costs  Financials & Extras 
I plan on reaching my clients through 

mass e-mail, business cards/fliers, and 

from personal referrals. 

 Owner investment - cash 33,500$  

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing -         

Total start up costs: 33,500$   

 Sales: 135,800$  100%

COGS 15,300      11%

Gross profit 120,500    89%

Overhead 22,600      17%

Pretax income 97,800      72%

Tax expense 24,400      18%

Owner withdrawals 30,000      22%

Net income 43,400$    32%  

  Personal Fit   
I have over four years of experience repossessing a wide variety cars, trucks, SUVs, boats, motorcycles, and RVs. I am certified through RSIG 

as a specialist that knows all the local, state, and federal laws, rules, and regulations that govern asset recovery. 
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PERSONAL FIT   

My name is Dennis M. I was born in Port of Spain, Trinidad & Tobago on July19, 1988. I am the 

youngest of three children. My two older sisters are very productive members of society. My 

parents raised us to be respectful and well mannered. Growing up I was always encouraged by 

my parents to finish school. We moved to Houston, Texas in 1995, when I was seven and in the 

second grade. Throughout elementary school and middle school I always had a passion for math, 

my favorite subject, but struggled with reading, which I was ridiculed by other students.  I made 

it to the 10th grade before dropping out, at which time I was already working at Walgreens as a 

service clerk.  
 

Growing up in Houston we lived in a bad neighborhood and I started hanging around the wrong 

crowds. At the age of 18 I was charged with my first felony for aggravated robbery. I was 

sentenced to 10 years and made parole after serving five and half years. I was released on parole 

for the remainder of my sentence and completed four years and two months successfully before 

my parole was revoked for being at a night club where a shooting had occurred. Denied any 

credit for the time I had spent out of prison on parole, I’ve currently been incarcerated for three 

years on my remaining four-and-half year sentence. 

 

The first time I came to prison I was childish and immature, thinking that the world revolved 

around me. I soon realized nobody owed me anything, and it was time for me to grow up, take 

responsibility for my actions, and become a real man. I became more receptive to things people 

had to say that would help me. During my incarceration I was able to obtain my G.E.D., 

complete programs in Cognitive intervention, CHANGES, parenting, a six month college 

carpentry course, and other programs and classes that helped me better myself and become a 

productive member of society. My family and my mentor are the most important things to me 

and they have the greatest impact on why I chose to change my life. I have no desire to return to 

prison or continue on the wrong path. 

 

I am a hard worker and enjoy working with others. I complete the things I start and never quit 

when things get hard. I listen willing to the ideas of others and am always willing to help. I 

would love to own my own business because it will allow me be flexible with my time and be 

able to interact with my family. It also allows me to be my own boss. Being dedicated, having 

integrity, being accountable and exercising self-discipline will prove my trustworthiness to those 

with whom I work with and encounter. I plan to start my own business within three years after 

my release. Any capital invested in my business will be wisely used and in a manageable way to 

be stretched out as far as possible. 

 

As founder and owner of Vehicle Recovery Bureau, Dennis will be responsible for the general 

management of the company and will oversee all company operations. Dennis brings to Vehicle 

Recovery Bureau more than three years of experience in the asset recovery industry. While 

working for DTEC as an asset recovery specialist, Dennis performed various duties such as skip 

tracing, spotting recovery, inventory, and condition reports. Dennis will utilize good character, 

loyalty, honesty, and dedication in the operation of his business.  He is a hardworking and 

possesses exceptional interpersonal skills and has the ability to calm the most intense situations.  

 

Dennis has a current TDLR consent tow license and he is certified through RSIG as a specialist.  

He is well versed in all rules, regulations, and laws governing asset recovery.  
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OPPORTUNITY   

Explanation: 

Fulfilling the need to secure and recover investments and prevent further financial loss for major 

auto financing corporations and title loan agencies. 

 

 Can I solve the problem given my skills and personality? 

 I have over four years of experience in the asset recovery industry and I am also 

certified through RSIG as a professional asset recovery agent. 

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

quality? 

 I will need a collection of employees trained in various fields to help locate and 

secure collateral. 

 Will this venture require significant capital? 

 This venture will not require a significant amount of capital however it will require a 

lot of the entrepreneur’s time and energy. 

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

 This will not interfere with my parole obligations. 

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

 This will be a full time venture. 

 
 

SOLUTION   

Explanation: 

Locate and recover clients’ collateral on delinquent auto loans fast and efficiently. 

 

 What are the benefits that I am providing? 

 I will be using top of the line technology to locate collateral faster and prevent further 

financial loss. 

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

 I will try my best to assist the debtors in obtaining their personal belongings. 

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

 We will focus on understanding our client’s desires and will work them hand in hand 

through each step of the process. 

 Will my solution actually be profitable? 

 My solution will be very profitable with the strategies I plan on using to locate and 

recover collateral. 

 

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

 As my business increases I will need a vehicle storage facility. 

 Do I offer a guaranty or return policy? 

 No, I do not offer a guaranty or return policy. 
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CUSTOMERS  

Explanation:  

Our target clients will be major auto financing corporations and title loan agencies whose 

customers have not fulfilled his or her obligations under a contract. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 No, this industry does not pertain to gender because this is a business to business 

venture. 

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

 Age will not play a factor in the industry because this is a business to business 

venture. 

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

 The marital status of my client will not matter because this is a business to business 

venture. 

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

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

 My ideal clients are those who are in the auto financing, title loan, and car rental 

industry. 

Income: 

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

 The services that I am providing are for major lending corporations. 

 

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 start by going business to business selling my services to the lending agencies 

and car dealerships. 

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

 I will be receiving work assignments via e-mail. 

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

suburb, or small rural community)? 

 My company will be a business to business venture. 

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

over the city)? Time is money. 

 I will be serving a 50 mile radius however if my client needs my services out of this 

radius, I will discuss a mileage fee. 

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

  I will create a website and e-mail potential clients. 

 

Other: 

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

individually? 

 I can reach out to my potential clients in a large setting via e-mail, however, I prefer 

to reach to reach out to my local clients in person. 
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 Once I sell to a customer, what is the likelihood that they will buy from me again? 

 My clients will need my services routinely, assignments in this industry usually come 

in by the dozen. 

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

 I am providing my services to every bank, auto dealership and loan agency in my 

area. 

 What industry is my customer in? 

 My clients are in the auto financing, and title loan industry. 

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

 I will be able to handle a large number of assignments. 

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

 I will insure my client’s asset while it is in my possession. 

 Does my customer require 24/7 service? 

 The majority of my field operations will be done overnight and the office operations 

will be throughout the daytime hours. 

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

 I believe with my expertise in this field I can maintain a high capacity of work 

assignments. 

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

company? 

 I plan on accepting assignments from multiple lending agencies. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

IR Services Direct Word of mouth Average Well stabled, 

covers a lot of area 

 

Charges debtors to 

obtain their personal 

belongings 

 I will assist debtor with 

obtaining their personal 

belongings and with 

redemption of the vehicle 

 

American 

Lenders  

Direct Word of mouth Average Mega-company 

locations all over 

the US. 

 

Charges debtors to 

obtain their personal 

belongings 

 I will assist debtor with 

obtaining their personal 

belongings and with 

redemption of the vehicle 

 

GTA Indirect Word of mouth Average Low price, well 

known locally with 

auto parts retailers 

and repair shops 

 

Does not focus on 

repossession 

services 

I will focus mainly on locating 

and recovering clients 

collateral on delinquent auto 

loans 

AAA Indirect Word of mouth High One of the biggest 

and well known 

towing and 

roadside assistance 

company in the 

US. 

 

Does not provide 

repossession 

services focus 

mainly on jobs 

covered through 

insurance. 

 

I will focus mainly on locating 

and recovering clients 

collateral on delinquent auto 

loans 
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EXTRAS   

External Extras: 

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

 Yes, my mentor has a wonderful relationship with the equipment suppliers within the 

industry and he is willing to help me get acquainted. 

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

 Yes, I do have a very favorable location in mind to start this endeavor. 

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

 This is a business to business venture and the closest direct competitor to my desire 

location is about 20 miles away. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 Yes, I do have a few ideas to do things differently. My main competitive advantage 

will be video surveillance.   

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

match initially? 

 My competitors in this industry all operate around the clock. 

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

 I have two nationally accredited certifications. One through Recovery Specialist 

Insurance Group (RSIG) and certified asset Recovery Specialist (CARS). 
 
 

MARKETING  

Message: 

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

about your company? 

 We are professionals that will locate and recover our clients’ assets fast and 

efficiently. 

 What is your tagline? 

 We save our clients’ time and money by recovering their investments, so let us save 

you time and money. 

 Is your message effective across different demographics? 

 Lending institutions in all areas will know exactly what we do and we do it to 

perfection. 

 Is your pricing consistent with the market for similar offerings? 

 We will not undersell ourselves however we do guarantee that our services are going 

to be worth every dollar. 

 Is your pricing consistent with the degree of personalization? 

 Our services will be done at a flat rate but this will not affect the quality, effort and 

commitment that goes into assuring a job well done. 
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Media: 

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

 I will be advertising my business venture through business cards, direct mail out, and 

most of importantly word of mouth. 

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

using the types listed above? 

 I will be seeking to reach a minimum of 30 lending institutions a month through these 

adverting methods. 

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

 I will be looking forward to doing business with at least 10 percent of those who 

receive the advertising. 

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

 Direct mail outs can be in the upward of $250 to $500, business cards and brochures 

$50, door knocking is free and word of mouth in my eyes is priceless. 

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

 I am going to purchase enough mail out material and business cards for at least three 

months’ worth of advertising. 

 How will you collect customer reviews? 

 I will have my business on BBB webpage for my clients to place reviews and 

comments. 

 
 
 



 

 

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 150              

cell phone purchase 100              

car/truck down payment, if leased

permits

supplies, office & misc.

Insurance 750              

Cash needed for start-up expenses 1,000           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van 25,000         25,000         

company trailer

computer, printer, fax 500              500              

LPR camera system 7,000           7,000           

-               

-               

building/office deposit N/A N/A

beginning cash balance N/A N/A
Cash needed for start-up assets 32,500         -                   32,500         

60                assumed life (months)

542              monthly depreciation

Total start up cost 33,500        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 33,500         100%

Vehicle loan and other equipment debt (see 

note 7 for financing) -               0%

Startup financing, if applicable (for example 

Kiva loan) 0%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 33,500         100%

Dennis M.

VRB Vehicle Recovery Bureau

484: Truck 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 350.00   100% 90.00     100% 110.00     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 30.00     9% 25.00     28% 20.00       18%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 30.00     9% 25.00     28% 20.00       18%

Gross profit per unit - what you see on income statement 320.00   91% 65.00     72% 90.00       82%

 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 

Auto Repossession sold 20             20          22          22           25          27          27          32           32            35            40            302           

Transportion  sold 7               7            7            7             7            9            9            9             9              10            10            91             

Consensual Tow sold 20             20          20          20           20          20          20          15           15            15            15            200           

total revenue 9,830$      9,830$   10,530$ 10,530$  11,580$ 12,460$ 12,460$ 13,660$  13,660$   14,800$   16,550$   135,890$  

total cost of sales 1,175$      1,175$   1,235$   1,235$    1,325$   1,435$   1,435$   1,485$    1,485$     1,600$     1,750$     15,335$    

total income statement gross profit (excludes owner labor) 8,655$      8,655$   9,295$   9,295$    10,255$ 11,025$ 11,025$ 12,175$  12,175$   13,200$   14,800$   120,555$  

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

Equipment financing, see Start-up Costs sheet amortization schedule

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

Interest rate (example 8%) 8.0% interest expense -            -         -         -          -         -         -         -          -           -           -           -            

Loan term (# of months) 24            principal payment -            -         -         -          -         -         -         -          -           -           -           -            

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

Start-up financing, see Start-up Costs sheet

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

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

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

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

Monthly payment -$         

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

# of employees

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

average per hour wage

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

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

Consensual Tow

Locate and recover clients’ collateral on delinquent 

auto loans fast and efficiently

Transport clients collateral to auto 

auction for resale.

Consensual Tow

Fuel

Transportion 

Dennis M. dba VRB Vehicle Recovery Bureau

Auto Repossession

Fuel 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

Auto Repossession 6 -         7,000     7,000     7,700      7,700     8,750     9,450     9,450     11,200    11,200    12,250    14,000    105,700     78%

Transportion 6 -         630        630        630        630        630        810        810        810        810        900        900        8,190         6%

Consensual Tow 6 -         2,200     2,200     2,200      2,200     2,200     2,200     2,200     1,650     1,650      1,650      1,650      22,000       16%

Total revenue -         9,830     9,830     10,530    10,530    11,580    12,460    12,460    13,660    13,660    14,800    16,550    135,890     100%

Cost of Goods Sold 2

Auto Repossession 6 -         600        600        660        660        750        810        810        960        960        1,050      1,200      9,060         7%

Transportion 6 -         175        175        175        175        175        225        225        225        225        250        250        2,275         2%

Consensual Tow 6 -         400        400        400        400        400        400        400        300        300        300        300        4,000         3%

Total COGS -         1,175     1,175     1,235      1,235     1,325     1,435     1,435     1,485     1,485      1,600      1,750      15,335       11%

Gross profit -         8,655     8,655     9,295      9,295     10,255    11,025    11,025    12,175    12,175    13,200    14,800    120,555     89%

Expenses 2

Auto or truck lease -         400        400        400        400        400        400        400        400        400        400        400        4,400         3%

Depreciation 3 -         542        542        542        542        542        542        542        542        542        542        542        5,958         4%

Gasoline & fuels -         -            0%

Insurance - bonding -         -            0%

Insurance - vehicle -         750        750        750        750        750        750        750        750        750        750        750        8,250         6%

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

Marketing 150        100        100        100        450           0%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits -         -            0%

Supplies -         150        150        150        150        150        150        150        150        150        150        150        1,650         1%

Tax service -         -            0%

Telephone - cellular 100        100        100        100        100        100        100        100        100        100        100        100        1,200         1%

750        -         -         -         -         -         -         -         -         -         -         -         750           1%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 1,000     1,942     2,042     1,942      1,942     2,042     1,942     1,942     2,042     1,942      1,942      1,942      22,658       17%

Taxable profit (loss) 1 (1,000)    6,713     6,613     7,353      7,353     8,213     9,083     9,083     10,133    10,233    11,258    12,858    97,897       72%

Tax (expense) benefit 1 (3,082)    (5,730)    (7,075)    (8,588)     (24,474)      -18%

Owner's withdrawals 1 -         (2,727)    (2,727)    (2,727)     (2,727)    (2,727)    (2,727)    (2,727)    (2,727)    (2,728)     (2,728)     (2,728)     (30,000)      -22%

Net profit (loss) (1,000)    3,986     805        4,626      4,626     (244)       6,356     6,356     331        7,505      8,530      1,543      43,423       32%

Depreciation 3 -         542        542        542        542        542        542        542        542        542        542        542        5,958         

Equipment purchases 3 (32,500)   -         -         -         -         -         -         -         -         -         -         -         (32,500)      

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

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

Owner contribution 3 33,500    -         -         -         -         -         -         -         -         -         -         -         33,500       

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

Net cash flow -         4,528     1,346     5,168      5,168     298        6,898     6,898     873        8,047      9,072      2,085      50,381       

Cash, period start -         -         4,528     5,874      11,042    16,210    16,508    23,406    30,304    31,177    39,224    48,296    -            

Cash, period end -         4,528     5,874     11,042    16,210    16,508    23,406    30,304    31,177    39,224    48,296    50,381    50,381       

Payroll - not owner and not in 

COGS

Dennis M. dba VRB Vehicle Recovery Bureau

Start-up expenses

 


