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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
People who do not have the time to wash 

their cars. People who do not carry cash. 

There are people being overcharged. Some 

detailers do not have water recovery, 

which is needed. 

 The purpose is to save people time. I am 

going to give customers a flat rate. I will be 

making the cars on the lot look nice for the 

people passing by. I will keep parking lots 

clean. 

 You do not need cash to do business with 

me, you can pay me on CashApp. I will 

have water recovery and I will come to 

you. 

Customers  Differentiators  Extras 

My customers will be people who live or 

work in a parking garage. Those who 

work at car dealerships will also be my 

customers. Last but not least, the church I 

attend will be some of my customers as 

well. 

 My business will use eco-friendly soap. I will 

be giving free estimates. My prices may vary 

depending on customer’s location, but I will 

bring my service to them. 

 I will be working at Carl White Chevrolet 

dealership when released. 

Marketing  Start-up Costs  Financials & Extras 
We will use online, pass out fliers, word 

of mouth, go door-to-door in parking 

garages. I will ask every customer to 

please tell a friend. 

 Owner investment - cash 7,000$    

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing 1,100      

Total start up costs: 8,100$     

 Sales: 85,200$    100%

COGS 28,400      33%

Gross profit 56,700      67%

Overhead 13,100      15%

Pretax income 43,600      51%

Tax expense 10,900      13%

Owner withdrawals 30,300      36%

Net income 2,400$      3%  

  Personal Fit   
I have been detailing cars scene the age of twelve years old, so with 14 years of experience I will be delivering honest and quality work to my 

customers. I cannot wait to get my business started. We all know that when people do the thing they love, most likely you will get a good 

service. 
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PERSONAL FIT   

My name is Devonte S. I was born in Corsicana, Texas on October 12, 1992 to Brenda S. and H. 

Rush. I was raised in a household with my brother, Christopher S., whom I adored and wanted to 

be like. I went to Carroll Elementary made decent grades, but math was my best and favorite 

subject. I went on to junior high school where I played football and basketball. I attended High 

School but dropped out in the 12th grade, so the last grade I completed was the 11th grade.  

 

I left my mother’s house when I was 16. My mother was always at work and when she wasn’t 

working she was with friends. Now do not get me wrong she was there for me all of my life and 

is still there for me today financially. Later I met an older woman, fell in love with and moved in 

with her.  She took good care of me, bought my school clothes, shoes, paid my cell phone bill, 

and gave me a car to drive. She was a licensed vocational nurse and worked at the Navarro 

Regional Hospital. I started working for Golden Circle Tree Company making $10 an hour but 

that didn’t last long I made more money selling drugs and I liked having money in my pocket so 

I thought that I was doing good.  When I wanted something I just bought it. When I was 18 I 

received my first robbery case, sat in jail for 60 days and received probation.  I tried to do the 

right thing for a small period of time but couldn’t get a job anywhere so I started back doing 

what I knew best and making fast cash.  I soon returned to prison.  

 

During four years of incarnation I have had a lot of time to think rationally and examine the 

choices I have made in my life. From the time I was incarcerated until now I have seen a 

dramatic change in myself. I believe that maturity comes with age for some but not everybody. I 

am now a much more humble person, and “don’t sweat the small stuff” anymore.  Not long ago, 

my child’s mother told me “I know you have changed, I see it in you!” Even   the way I talk is 

different now, as I try to avoid cursing. I am now committed to making the right choices so that I 

can live a law abiding life. Incarceration triggered these changes--I now know that I do not ever 

want to leave my family again and enter into the legitimate business world. 

 

 I want to start a family business for all of my family. I would like to start my business three to 

six months after I am released. The morals that will be displayed by me will prove my 

trustworthiness to my investors so that I can be trusted with investment capital. 

 

Devonte S. is the owner and founder of 4 Brothers Detail & Power Wash and looks forward to 

putting this venture into action as soon as he is released. Devonte will provide and be responsible 

for the start-up costs. Devonte brings more than 12 years’ experience in the welding industry. 

Specifically, Devonte worked for Watkins Construction for two years as a welder. While at 

Watkins Construction, Devonte was on call anytime of night and day, and when our boss could 

not make it to work sometimes he would do the paper work and order our equipment needed to 

complete the job at hand. Devonte also learned how to read blue prints, as well. Devonte S. also 

worked for Golden Circle Tree Company for a year and went on to Freeman Construction 

 
 
  



 

4 Brothers Detail & Power Wash 
Devonte S. 

3 

OPPORTUNITY   

Explanation: 

Most people who take time off on weekends have to get up early in the morning to wash their 

cars, but if you call me, you do not have to do all of that!  I will be right there, and when it is 

time to go, just go, no worries. 

 

 Can I solve the problem given my skills and personality? 

  I have been washing and detailing cars since I was 12 years old and with my 

experience I have seen all types of people and I know people love their cars. Some do 

not have the time to wash their own car, but that is why I am here to solve the 

problem. 

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

quality? 

 I will be able to train every one of my workers to meet the requirements of the 

customers’ needs by teaching them my tricks to a full detail. 

 Will this venture require significant capital? 

 I will not need a lot of money to start my business. After about six months of hard 

work I will be started. 

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

 This would be good for my parole because I will only be local and it does not require 

going out of town. 

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

 This would be part time until I can build enough clients to the point where I can pay 

my bills and take care of my family by detailing alone. 

 
 

SOLUTION   

Explanation: 

I will be saving my customers time and money. Instead of having to go to somebody’s detail 

shop, I will be coming to your job or home, so if you are rushing to do something you will lose 

no time and you will save your gas to get to where you are going. 

 

 What are the benefits that I am providing? 

 I will be providing more time for my customers schedules, and you will save gas 

because I will be coming to you. If your car is dirty and you have somewhere to be, 

do not worry. Call 4 Brothers Mobile Detail, and we will be there for you. 

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

 Any car that I am called to service I will imagine it is my own. 

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

 I will be posting before and after pictures of the cars on Facebook and my family and 

friends will be wanting to know who detailed their car or SUV. 

 Will my solution actually be profitable? 

 According to the type of job that you are asking me to do, the prices will vary. We 

also have free estimates. 
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 Do I need a fixed location (Storefront) or is this a mobile business? 

 I will be a mobile business. 

 Do I offer a guaranty or return policy? 

 I will have a guarantee clean service on all cars and the owner of the car will decide 

whether or not it is clean inside and out. 

 
 

CUSTOMERS  

Explanation:  

The customers that I will be targeting are those that live in high risers and also those who work 

in skyscrapers with car garages. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 I really do not think that my service would seem different to men or women. I would 

like to have more couples than anything. 

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

 My age range will be 16 and older. When you receive a driver’s license you can call 

me to clean whatever car you’re driving. 

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

 It does not matter if my customers are single or married, but if they are married its 

better because I can do both cars. 

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

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

 I will be appealing to the people who love to keep their personal image up. 

 

Income: 

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

 I would like for my customers to be rich or middle class, but my prices will vary. 

 

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 going to parking garages of different businesses and to the homes of people 

who live in high-rise buildings with parking garages.  

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

 I am mobile so just give me your location. 

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

suburb, or small rural community)? 

 Most of my customers will either live or work downtown. 
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 How close are my customers geographically located (live close to each other or spread all 

over the city)? Time is money. 

 With me dealing mainly with parking garages, most likely all of my customers will 

live 3-5 miles apart. 

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

  All of my customers will be referrals at some point. 

 

 

Other: 

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

individually? 

 I would be going to the offices of these garages and trying to get all of my customers 

at once. 

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

 With my 14 year experience I haven’t had a customer who didn’t call back. 

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

 It does not matter. 

 What industry is my customer in? 

 The car lot customers that I have, love to drive in the cleanest car at work and off. 

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

 I will be going to multiple locations such as parking garages, car lots, etc. 

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

 My customers do not have to have special insurance for me to detail your car. 

 Does my customer require 24/7 service? 

 If the price is right, there is no limit to the time I will come out. 

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

 As long as I plan my days ahead I will always fulfill my customer’s needs. 

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

company? 

 I will know what is too much and what is enough for me, and if the price is right, one 

company can keep me hostage. 
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DIFFERENTIATORS 

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Downtown 

detail  

Indirect  Word of mouth High  Have a shop and 

are mobile. 

Not many people 

explore their 

location. 

My location are where the 

customers will be for an hour 

or more.  

 

Sparking 

detail  

Direct Word of mouth  High   Have been in 

business for over 

10 years so they 

are well known. 

You have to be a 

member of their 

church. 

We wash anyone’s car. 

One touch 

details  

Direct  Signs on the 

corners 

High  Started out as a car 

salesman and 

upgraded to having 

own business. 

Washes truck and 

SUV’s only. 

I will detail any car, truck, or 

SUV. 

Inside out 

detail  

Indirect Shirts 

Caps 

Ads 

High  They pass out their 

apparel for free.  

They only wash the 

car if you own it and 

have special 

insurance. 

No insurance needed. 
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EXTRAS 

External Extras: 

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

 At this moment, I do not have a supplier, but I will come to an agreement with some 

company. 

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

 Yes, I will be located at the Salvation Army/Parkland Hospital parking lot. Just give 

me a chance and I am on my way. 

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

 There are about three more businesses in the downtown Dallas area, but they are not 

mobile. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 You will be able to watch me wash your car from Facebook live and also none of the 

three businesses in my area using Eco-friendly soap and spot free rinse. 

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

match initially? 

 I am on call at any time, but after hours process will vary. 

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

 I have been detailing cars since I was 12 years old, so with 14 years’ experience, I 

have learned a few things about detailing cars. 

 
 

MARKETING  

Message: 

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

about your company? 

 My business is run by four brothers. 

 What is your tagline? 

 “Time is money, let me help you save both” 

 Is your message effective across different demographics? 

 There is no limit to the people that will hear my message, and they will know exactly 

what we do. 

 Is your pricing consistent with the market for similar offerings? 

 My pricing will be very competitive because we will compare prices. 

 Is your pricing consistent with the degree of personalization? 

 Pricing may be vary accordingly, but it will not affect the quality of work that you 

will receive. 
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Media: 

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

 Facebook will be my number one marketing strategy it has its own community. The 

newspaper will become my next plan. 

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

using the types listed above? 

 I will receive three customers from each customer. 

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

 When I reach my customer, at the least three people will purchase from me. 

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

 At the most each advertisement will cost $10 dollars. 

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

 Whatever the price was in the beginning, it will be in the end. 

 How will you collect customer reviews? 

 The comments will be viewable on Facebook. 

 
 
 



 

 

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 300              

cell phone purchase 200              

car/truck down payment, if leased 2,500           

permits 300              

supplies, office & misc. 1,500           

Cash needed for start-up expenses 4,800           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 300              300              

company trailer 2,000           
computer, printer, fax 1,000           1,000           

-               
-               

-               
building/office deposit N/A N/A

beginning cash balance N/A N/A
Cash needed for start-up assets 3,300           -                   1,300           

60                assumed life (months)

22                monthly depreciation

Total start up cost 8,100          

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 7,000           86%

Vehicle loan and other equipment debt (see 

note 7 for financing) -               0%

Startup financing, if applicable (for example 

Kiva loan) 1,100           14%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 8,100           100%

Devonte S.

4 BROTHERS MOBILE DETAIL & POWER WASH

811: Repair and Maintenance

_81_Other_Services_except_Public_Administration

 
 



 

 

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 $75 100% $100 100% $75.00 100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 1.00                       12.50       12.50          17% 1.00        12.50      12.50      13% 2.00        12.50       25.00       33%

Non-owner payroll tax 9.0% 1.13            2% 1.13        1% 2.00         3%

cost 1 description 3.00            4% 6.00        6% 8.00         11%

cost 2 description 2.00            3% 4.00        4% 7.00         9%

cost 3 description 2.00            3% 4.00        4% 0%

cost 4 description 2.00            3% 4.00        4% 0%

Total variable costs 22.63          30% 31.63      32% 42.00       56%

Gross profit per unit - what you see on income statement 52.37          70% 68.37      68% 33.00       44%

 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 

DETAILING CAR sold 20            24               24          120         120         120         120         120         34            34            34            770           

DETAILING TRUCK sold 8              8                 8            20           24           24           22           20           22            11            11            178           

POWERWASHING CONCRETE sold 9              9                 9            12           12           12           12           12           13            14            15            129           

total revenue 2,975$     3,275$        3,275$   11,900$  12,300$  12,300$  12,100$  11,900$  5,725$     4,700$     4,775$     85,225$    

total cost of sales 1,084$     1,174$        1,174$   3,852$    3,979$    3,979$    3,915$    3,852$    2,011$     1,705$     1,747$     28,473$    

total income statement gross profit (excludes owner labor) 1,891$     2,101$        2,101$   8,048$    8,321$    8,321$    8,185$    8,048$    3,714$     2,995$     3,028$     56,752$    

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) 6              principal payment -          -              -         -          -          -          -          -          -           -           -           -           

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

Start-up financing, see Start-up Costs sheet

Amount borrowed 1,100$     principal, beginning 1,100       920             738        555         372         186         -          (188)        (377)         (567)         (758)         

Interest rate (example 8%) 8.0% interest expense 7              6                 5            4             2             1             -          (1)            (3)             (4)             (5)             13             

Payback period (# of months) 6              principal payment (180)        (182)            (183)       (184)        (185)        (186)        (188)        (189)        (190)         (191)         (193)         (2,051)      

Grace period (months pay delay) principal, ending 920          738             555        372         186         -          (188)        (377)        (567)         (758)         (951)         

Monthly payment 188$        

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 

AMORALL\SMELL GOOD

Devonte S. dba 4 BROTHERS MOBILE DETAIL & POWER WASH

DETAILING CAR

ECO-FRIENDLY SOAP

TIRESHINE

ECO-FRIENDLY SOAP

POWERWASHING CONCRETE

CAR TRUCK STORE PARKING LOTS 

TIRESHINE

SPOT FREE RINSE

AMORALL\SMELL GOOD

SPOT FREE RINSE SPOT FREE RINSE

ECO-FRIENDLY SOAP

DETAILING TRUCK

 
 



 

 

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

DETAILING CAR 6 -         1,500     1,800     1,800      9,000     9,000     9,000     9,000     9,000     2,550      2,550      2,550      57,750       68%

DETAILING TRUCK 6 -         800        800        800        2,000     2,400     2,400     2,200     2,000     2,200      1,100      1,100      17,800       21%

POWERWASHING CONCRETE 6 -         675        675        675        900        900        900        900        900        975        1,050      1,125      9,675         11%

Total revenue -         2,975     3,275     3,275      11,900    12,300    12,300    12,100    11,900    5,725      4,700      4,775      85,225       100%

Cost of Goods Sold 2

DETAILING CAR 6 -         453        543        543        2,716     2,716     2,716     2,716     2,716     769        769        769        17,425       20%

DETAILING TRUCK 6 -         253        253        253        633        759        759        696        633        696        348        348        5,630         7%

POWERWASHING CONCRETE 6 -         378        378        378        504        504        504        504        504        546        588        630        5,418         6%

Total COGS -         1,084     1,174     1,174      3,852     3,979     3,979     3,915     3,852     2,011      1,705      1,747      28,473       33%

Gross profit -         1,891     2,101     2,101      8,048     8,321     8,321     8,185     8,048     3,714      2,995      3,028      56,752       67%

Expenses 2

Auto or truck lease 2,500     300        300        300        300        300        300        300        300        300        300        300        5,800         7%

Depreciation 3 -         22          22          22          22          22          22          22          22          22          22          22          238           0%

Gasoline & fuels -         200        200        200        200        200        200        200        200        200        200        200        2,200         3%

Insurance - bonding -         -            0%

Insurance - vehicle -         75          75          75          75          75          75          75          75          75          75          75          825           1%

Interest - equip & start up 7 -         7            6            5            4            2            1            -         (1)           (3)           (4)           (5)           13             0%

Marketing 300        50          50          50          50          50          50          50          50          50          50          50          850           1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits 300        300           0%

Supplies 1,500     60          60          60          60          60          60          60          60          60          60          60          2,160         3%

Tax service -         -            0%

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

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

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 4,800     764        763        762        760        759        758        757        755        754        753        752        13,137       15%

Taxable profit (loss) 1 (4,800)    1,127     1,338     1,339      7,287     7,562     7,563     7,428     7,292     2,960      2,242      2,276      43,615       51%

Tax (expense) benefit 1 -         (3,464)    (5,571)    (1,869)     (10,904)      -13%

Owner's withdrawals 1 -         (900)       (1,200)    (1,200)     (3,000)    (3,000)    (3,500)    (3,500)    (3,500)    (3,500)     (3,500)     (3,500)     (30,300)      -36%

Net profit (loss) (4,800)    227        138        139        4,287     1,099     4,063     3,928     (1,779)    (540)       (1,258)     (3,093)     2,411         3%

Depreciation 3 -         22          22          22          22          22          22          22          22          22          22          22          238           

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

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

Repay debt financing 7 1,100     (180)       (182)       (183)       (184)       (185)       (186)       (188)       (189)       (190)       (191)       (193)       (951)          

Owner contribution 3 7,000     -         -         -         -         -         -         -         -         -         -         -         7,000         

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

Net cash flow -         69          (22)         (22)         4,125     935        3,899     3,762     (1,946)    (709)       (1,428)     (3,264)     5,399         

Cash, period start -         -         69          47          25          4,150     5,085     8,984     12,746    10,800    10,091    8,663      -            

Cash, period end -         69          47          25          4,150     5,085     8,984     12,746    10,800    10,091    8,663      5,399      5,399         

Devonte S. dba 4 BROTHERS MOBILE DETAIL & POWER WASH

Start-up expenses

Payroll - not owner and not in 

COGS

 


