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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
There are no food trucks operating in the 

location that I will be in. 

 My purpose is to offer customers the chance 

to enjoy family time in a family friendly 

environment. 

 Customers will not have to drive halfway 

across town to get something to eat. 

Customers  Differentiators  Extras 

Most of my customers will be Hispanic 

and African Americans, as well as college 

kids and local families. 

 I will be selling Mexican food and soul food.  I will work towards building a good 

relationship with Sam’s club. 

Marketing  Start-up Costs  Financials & Extras 
I will do most of my marketing on 

Instagram, Facebook, and other social 

media outlets. I will also do door-to-door 

flyers. 

 Owner investment - cash 14,000$  

Owner investment - equipment -         

Vehicle and/or equipment loan 32,000    

Start up financing 2,300      

Total start up costs: 48,300$   

 Sales: 151,600$  100%

COGS 26,100      17%

Gross profit 125,500    83%

Overhead 34,400      23%

Pretax income 91,100      60%

Tax expense 22,700      15%

Owner withdrawals 24,000      16%

Net income 44,300$    29%  

  Personal Fit   
I am a man of service. I love providing service to my fellow peers and putting a smile on the next person. I hold myself to a high standard and I 

will hold myself accountable for all mishaps. 
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PERSONAL FIT   

My name is Donald R. L.  I was born in Waco, Texas on August 20, 1984.  I am one of five 

children.  I was raised by my mother, Charlotte Marie L., and my stepfather.  Although my 

biological father was in and out of prison most of my life, he was still able to instill the 

importance of education in my life.  My father’s absence played a big role in my life.  I soon 

started to look toward my older brothers for a father figure.  I began doing the things they were 

doing, like smoking weed, gangbanging and partaking in criminal activities.   

 

I eventually dropped out of school at the age of 12 in the 6th grade, and my first arrest was at that 

time. Later I was sentenced to a 20 year sentence that I’m currently serving. My past is one of 

bad decision making, drug addiction and incarceration.  I have learned while in my incarceration 

that I cannot do it alone, that I have to have both God and people who want the best for me in my 

life.  During my incarceration I have obtained my GED and I am currently in PEP from which I 

will graduate in October 2019.  In my commitment to become a better person I have developed a 

strong relationship with God, and have been attending religious classes. I have made a decision 

to never use drugs or commit crimes again.  I realized that I have to get myself together before I 

can get anyone else better.  My family has been very supportive of me since I have been 

incarcerated.  They believe in me, so I am not only committed to changing for me, I am also 

committed to changing for my family.  I no longer want to come to prison or continue on the 

wrong path. 

 

I am a hard worker who works well alone or with other people.  If I start something then I will 

complete it.  I would love to own my own business because I can be my own boss and can set my 

schedule around my parenting duties.  I have a disabled son and will arrange my work to 

accommodate his schedule.  I am very self-disciplined and dedicated and I will demand the same 

from my co-workers.  Although I plan on being my own boss, I am very much willing to learn 

from my team members.  I have no problem accepting constructive criticism.  I will be willing 

and open to do whatever it takes to make my business grow and improve. Any capital invested in 

my business will be used as a wise steward. I plan to start my business within 2 years after my 

release.    I will be released to Houston in November 2021. 

 

Donald L. is the founder and owner of Best of Texas.  Donald will be responsible for the general 

management, will oversee the sales department and will be responsible for product orders, sales, 

and marketing. Donald brings more than 20 years of experience in the food business. He has also 

worked as a salesman, warehouse material handler, and as a cook at his mothers’ restaurant. He 

brings a serious dedication and a high level work ethic. Donald has graduated from a three month 

cognitive program and has participated in the PEP business program, where he successfully 

completed Leadership Academy and Quest for Authentic Manhood/Men’s Life. He earned his 

GED in 2001 and has attended college courses for culinary arts at McLennan Community 

College. 

 
 

OPPORTUNITY   

Explanation: 
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There is a need for some type of food venue in this community where apartments are being built 

and all types of events are being held. The new Baylor football stadium has brought a lot of 

business and money, along with a golden opportunity.  

 

 Can I solve the problem given my skills and personality? 

 I will be able to solve this problem because I have been cooking ever since I can 

remember and I know my mother just so happens to have the right property at the 

right time. 

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

quality? 

 I will do the majority of the work, but I will hire one or two workers because I will 

need a little help. 

 Will this venture require significant capital? 

 This venture will require at least $50,000 to initially start. 

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

 I plan on opening the food truck two years after I am released and I will be off parole. 

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

 The venture will be a full time job that will occupy the majority of my available time. 

 
 

SOLUTION   

Explanation: 

I will start a mobile food truck that will operate in and around the area of the new apartment 

complexes and the local park. It will also be minutes away from the Baylor Bear’s football 

stadium. 

 

 What are the benefits that I am providing? 

 I am providing food within walking distance from a group of apartment complexes 

that are being built on Elm St. in Waco, Texas. I will also be providing services 

within two to three minutes driving distance from the Baylor Bear’s football stadium. 

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

 I will outpace the competition because my cooking skills are unique, and I will be the 

only food truck in the area. 

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

 I will have a mobile food truck. By being mobile I will be able to target events in and 

around these locations to make my venue reachable by my targeted customers. 

 Will my solution actually be profitable? 

 There is a $21.7 million development of three and four star hotels midway between 

Bridge St. and Martin Luther King Jr. Blvd. by the hotel of Kenny Bhakta. My food 

truck will be on the same strip. It is also located minutes from the Brazos River, 

which holds events daily. 
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 Do I need a fixed location (Storefront) or is this a mobile business? 

 This will be a mobile business and I will also have a fixed location. I will cater 

private events as well, along with trail rides and any other event that might be 

interested in good food. 

 Do I offer a guaranty or return policy? 

 I will have a no return policy, but if you are unhappy with your service, you will 

receive a refund. 

 

CUSTOMERS  

Explanation:  

The background of our customers, where they are from, or what school you attend have no 

bearing on our sales. If they like Mexican and African-American food, then they will love Best 

of Texas. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 My service will appeal to both men and women. 

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

My ideal customers are ages 7 and up. 

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

 The marital status of our customers does not matter. 

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

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

 We are appealing to the type of person who spends more time outdoors than indoors. 

 

Income: 

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

 I will have affordable prices and will cater to all classes of people. 

 

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 have a mobile food truck located on 214 Elm St. in Waco, Texas. I will travel to 

my customers on college campuses, workplaces, events, and any other possible 

venues of operation. 

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

 I will travel to where my customers are, and they will have to come up to my food 

truck. 

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

suburb, or small rural community)? 

 Most of my customers will be located in a small rural community. 
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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. 

 The customers that I am mostly targeting are college kids that live within three to four 

miles of the Baylor football stadium. 

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

 I will advertise on the internet, using Facebook, Instagram, and Snapchat, along with 

word of mouth. 

 

Other: 

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

individually? 

 I will reach these individuals as a group and I will sell to them individually.  

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

 Not only am I offering a service in a family friendly environment, I am offering an 

authentic homemade taste. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Cow ship 

Hawaiian 

style shrimp 

plates 

Direct Open venue that 

cater; to seafood 

Average  Already have loyal 

customers 

Their location and 

they can serve  only 

one group 

I will be in a better location 

 

 

 

 

 

Authantiz 

Dutch 

Gourmet food 

Direct Cater only to 

people who like 

Mexican food  

Average  Already have loyal 

customers 

Their location and 

they  can serve only 

one group  

I will be serving two different 

groups 

 

 

 

 

Taco Bell Indirect Cater to 

customers who 

like Mexican 

food  

High Bigger & able to 

complete large 

orders. Have a 

bigger fan base 

Their location and 

they have high 

prices 

I will be cheaper and I have a 

more family friendly location 

Taco Bueno  Indirect Caters to 

customers who 

like Mexican 

food 

High Bigger &able to 

complete large 

orders 

Their location and 

they have high 

prices. 

I will be cheaper and I have 

Mexican food as well as soul 

food 
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EXTRAS   

External Extras: 

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

 I will be using Sam’s. 

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

 I will be operating on 714 Elm St. Waco TX 76704 it is a property that is owned by 

my mother. 

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

 I will be the only food truck operating in this area. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 I have added a new twist to an old concept. 

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

match initially? 

 I will be offering Mexican and soul food that no other competitors have been able to 

do. 

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

 I have been cooking for over 20 years’. Although I am not a Christian, I share all the 

values and principles that Christians live by. 

 
 

MARKETING  

Message: 

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

about your company? 

 We are a mobile food service. We serve more than one nationality. You will get full. 

 What is your tagline? 

 We serve the best of both worlds now let us rock your world. 

 Is your message effective across different demographics? 

 People will hear international feast and will understand that it serves more than one 

race. 

 Is your pricing consistent with the market for similar offerings? 

 Our pricing will be consistent with the market. We will not overcharge our customers 

and we will not sell our services for less than it’s worth. We will be fair and 

consistent. 

 Is your pricing consistent with the degree of personalization? 

 Our pricing will change as the market changes. But, the quality and the taste and are 

family friendly environment will never change.  
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Media: 

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

 I will be advertising on social media networks such as Facebook and Instagram. We 

will also be handing out flyers and business cards and doing door to door. 

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

using the types listed above? 

 I will be looking forward to reaching at least 5,000 customers each month. 

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

 I will be looking forward to doing business with 20%. 

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

 Facebook/Instagram and word of mouth is free. Flyers and business cards will cost 

$10-$20.  

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

 This will be monthly that I will be handing out flyers/business cards. 

 How will you collect customer reviews? 

  I will collect customer reviews from the internet. 

 



 

 

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 200              

cell phone purchase 200              

car/truck down payment, if leased 1,500           

permits 500              

supplies, office & misc. 700              

truck wrapping/logo 2,500           

LLC 450              

DBA 35                

Inventory 1,500           

Equipment 2,000           

Cash needed for start-up expenses 9,585           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 32,000             32,000         

company trailer
computer, printer, fax 300              300              

Generator 1,500           1,500           
-               

-               
building/office deposit N/A N/A

beginning cash balance 4,915           N/A N/A
Cash needed for start-up assets 6,715           32,000             33,800         

60                assumed life (months)

563              monthly depreciation

Total start up cost 48,300        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 14,000         29%

Vehicle loan and other equipment debt (see 

note 7 for financing) 32,000         66%

Startup financing, if applicable (for example 

Kiva loan) 2,300           5%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 48,300         100%

Donald L.

International Feast

722: Food Services and Drinking Places

_72_Accommodation_and_Food_Services

 
 



 

 

FINANCIALS 

EOU, Financing, and Payroll Assumptions

Year 1

Assumption 6 - Revenue Model (Economics of One Unit)

Product 1 Product 2 Product 3

Product name

Product description

Price per unit 15.00          100% 12.00          100% 5.00            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 1.00            7% 0.20            2% 0.30            6%

cost 2 description 0.50            3% 1.00            8% 0.30            6%

cost 3 description 0.75            5% 0.90            8% -              0%

cost 4 description 0.25            2% 0.25            2% 0%

Total variable costs 2.50            17% 2.35            20% 0.60            12%

Gross profit per unit - what you see on income statement 12.50          83% 9.65            80% 4.40            88%

 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 

Soul food combo plate sold 420          420             500           600         600                600             650         550         410               410             410             5,570        

Mexican Food combo plate sold 320          320             320           500         475                500             500         500         320               320             320             4,395        

Fried Oreos/fried chirro sold 280          280             280           280         280                280             280         280         280               280             280             3,080        

total revenue 11,540$   11,540$      12,740$    16,400$  16,100$         16,400$      17,150$  15,650$  11,390$        11,390$      11,390$      151,690$  

total cost of sales 1,970$     1,970$        2,170$      2,843$    2,784$           2,843$        2,968$    2,718$    1,945$          1,945$        1,945$        26,101$    

total income statement gross profit (excludes owner labor) 9,570$     9,570$        10,570$    13,557$  13,316$         13,557$      14,182$  12,932$  9,445$          9,445$        9,445$        125,589$  

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 32,000$   principal, beginning 32,000     31,211        30,416      29,616    28,811           28,000        27,184    26,362    25,535          24,703        23,865        

Interest rate (example 8%) 8.0% interest expense 213          208             203           197         192                187             181         176         170               165             159             2,051        

Loan term (# of months) 36            principal payment (789)        (795)            (800)          (805)        (811)               (816)            (822)        (827)        (833)              (838)            (844)            (8,979)       

Monthly payment 1,003       principal, ending 31,211     30,416        29,616      28,811    28,000           27,184        26,362    25,535    24,703          23,865        23,021        

Start-up financing, see Start-up Costs sheet

Amount borrowed 2,300$     principal, beginning 2,300       2,211          2,122        2,032      1,942             1,851          1,759      1,667      1,574            1,480          1,386          

Interest rate (example 8%) 8.0% interest expense 15            15               14             14           13                  12               12           11           10                 10               9                 135           

Payback period (# of months) 24            principal payment (89)          (89)              (90)            (90)          (91)                 (92)              (92)          (93)          (94)                (94)              (95)              (1,009)       

Grace period (months pay delay) principal, ending 2,211       2,122          2,032        1,942      1,851             1,759          1,667      1,574      1,480            1,386          1,291          

Monthly payment 104$        

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 1             1                    1                 1             1             1                   1                 

avg hours each employee(s) worked per month, not in EOU above 80           80                  80               80           80           80                 80               

average per hour wage 8.00        8.00               8.00            8.00        8.00        8.00              8.00            

salary expense, exclduing payroll taxes -          -              -            640         640                640             640         640         640               640             -              4,480        

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 

Shredded Chicken

Donald L. dba International Feast

Soul food combo plate

Chicken

beverage

Tortillas

Fried Oreos/fried chirro

Chicken,Mac N Cheese,Collin Greens,Beverage (2)Tacos, (6) Tamales,(2oz) Mexican rice,Beverage (3) fried oreos or (2)fried chirros

beverage

chirros

Mac N Cheese

Greens Shredded Beef

oreos

Mexican Food combo plate

 
 



 

 

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

Soul food combo plate 6 -         6,300     6,300     7,500      9,000     9,000     9,000     9,750     8,250     6,150      6,150      6,150      83,550       55%

Mexican Food combo plate 6 -         3,840     3,840     3,840      6,000     5,700     6,000     6,000     6,000     3,840      3,840      3,840      52,740       35%

Fried Oreos/fried chirro 6 -         1,400     1,400     1,400      1,400     1,400     1,400     1,400     1,400     1,400      1,400      1,400      15,400       10%

Total revenue -         11,540    11,540    12,740    16,400    16,100    16,400    17,150    15,650    11,390    11,390    11,390    151,690     100%

Cost of Goods Sold 2

Soul food combo plate 6 -         1,050     1,050     1,250      1,500     1,500     1,500     1,625     1,375     1,025      1,025      1,025      13,925       9%

Mexican Food combo plate 6 -         752        752        752        1,175     1,116     1,175     1,175     1,175     752        752        752        10,328       7%

Fried Oreos/fried chirro 6 -         168        168        168        168        168        168        168        168        168        168        168        1,848         1%

Total COGS -         1,970     1,970     2,170      2,843     2,784     2,843     2,968     2,718     1,945      1,945      1,945      26,101       17%

Gross profit -         9,570     9,570     10,570    13,557    13,316    13,557    14,182    12,932    9,445      9,445      9,445      125,589     83%

Expenses 2

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

Depreciation 3 -         563        563        563        563        563        563        563        563        563        563        563        6,197         4%

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

Insurance - bonding -         -            0%

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

Interest - equip & start up 7 -         229        223        217        211        205        199        193        187        181        175        168        2,187         1%

Marketing 200        100        100        100        100        100        100        100        100        100        100        100        1,300         1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         100        100        100        100        100        100        100        100        100        100        100        1,100         1%

Office - utilities -         -            0%

8 -         -         -         -         640        640        640        640        640        640        640        -         4,480         3%

Payroll taxes (9%) 6 & 8 -         -         -         -         58          58          58          58          58          58          58          -         403           0%

Permits 500        200        200        200        200        200        200        200        200        200        200        200        2,700         2%

Supplies 700        400        400        400        400        400        400        400        400        400        400        400        5,100         3%

Tax service -         -            0%

Telephone - cellular 200        200           0%

6,485     -         -         -         -         -         -         -         -         -         -         -         6,485         4%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 9,585     1,842     1,836     1,830      2,522     2,516     2,510     2,504     2,498     2,492      2,485      1,782      34,402       23%

Taxable profit (loss) 1 (9,585)    7,728     7,734     8,740      11,035    10,800    11,047    11,678    10,434    6,953      6,960      7,663      91,187       60%

Tax (expense) benefit 1 (1,469)    (7,644)    (8,290)    (5,394)     (22,797)      -15%

Owner's withdrawals 1 -         (1,500)    (1,500)    (1,500)     (2,000)    (2,500)    (2,500)    (2,500)    (2,500)    (2,500)     (2,500)     (2,500)     (24,000)      -16%

Net profit (loss) (9,585)    6,228     4,765     7,240      9,035     656        8,547     9,178     (356)       4,453      4,460      (231)       44,390       29%

Depreciation 3 -         563        563        563        563        563        563        563        563        563        563        563        6,197         

Equipment purchases 3 (33,800)   -         -         -         -         -         -         -         -         -         -         -         (33,800)      

Principle, equipment loan 7 32,000    (789)       (795)       (800)       (805)       (811)       (816)       (822)       (827)       (833)       (838)       (844)       23,021       

Repay debt financing 7 2,300     (89)         (89)         (90)         (90)         (91)         (92)         (92)         (93)         (94)         (94)         (95)         1,291         

Owner contribution 3 14,000    -         -         -         -         -         -         -         -         -         -         -         14,000       

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

Net cash flow 4,915     5,913     4,444     6,913      8,703     318        8,203     8,828     (712)       4,091      4,091      (606)       55,099       

Cash, period start -         4,915     10,828    15,272    22,185    30,888    31,206    39,408    48,236    47,524    51,614    55,705    -            

Cash, period end 4,915     10,828    15,272    22,185    30,888    31,206    39,408    48,236    47,524    51,614    55,705    55,099    55,099       

Donald L. dba International Feast

Start-up expenses

Payroll - not owner and not in 

COGS

 


