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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Due to collisions of all sorts, most 

vehicles will need body work and paint if 

they’re not totaled out. 

 Our purpose is to reconstruct all vehicles to 

OEM specs for our customers. 

 I plan to provide body restoration and 

paint service to those involved in 

accidents across the city. 

Customers  Differentiators  Extras 

We plan to serve weekend builders and 

insurance claims in the San Antonio area. 

 What sets us apart from my competition is the 

fact that we will strategically partner with 

insurance agents to acquire most of our work. 

 We will sell DIY products for those who 

want to get the work done themselves. 

Marketing  Start-up Costs  Financials & Extras 
We will do mail-out marketing and get 

referrals from personal injury lawyers. 
 Owner investment - cash 15,000$  

Owner investment - equipment 5,000      

Vehicle and/or equipment loan 6,000      

Start up financing 30,000    

Total start up costs: 56,000$   

 Sales: 542,800$  100%

COGS 146,600    27%

Gross profit 396,200    73%

Overhead 303,300    56%

Pretax income 92,900      17%

Tax expense 23,200      4%

Owner withdrawals 39,600      7%

Net income 30,000$    6%  

  Personal Fit   
I have been working on motor vehicles for over 10 years. I am able to perform services such as: bodywork, paint, simple lube service, motor 

swaps, as well as suspension and brake replacement. I have a passion for working on motor vehicles and helping people in need. 
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PERSONAL FIT   

My name is Donavan J. I was born on June 10, 1994, in Levelland, Texas. My mom’s name is 

Angelica M. My dad’s name is Ruben J. Jr. My dad re-married and had three kids with his new 

wife. He is an entrepreneur who owns two businesses, and he is also a former felon. My mom 

moved to San Antonio when I was a child. She also re-married and had two children with her 

new husband. I attended school in San Antonio, but left my mom’s house at the age of 17 and 

dropped out in the 11th grade to start working, as I was soon to be a father and wanted to live on 

my own with my family.  
 

At the age of 13 I started to roam the streets of the Southside with local kids from my school. I 

was the oldest child in my family, so I picked up most of my bad habits from my friends and 

their older brothers. We vandalized and stole from our community. Once I was introduced to 

marijuana and alcohol, my participation in illegal activities increased. I have been detained six 

times in my life for violations such as possession of a controlled substance/marijuana, assault, 

conspiracy and robbery. I have served two years on my current four-year sentence. 

 

Due to the fast pace of life outside of prison, I wasn’t able to stop and think about what I was 

doing or where my life was going. Being incarcerated has given me time to stop and think about 

what direction my life was going. And for the first time in my life I realized that my decision 

making process was flawed. I have reprogramed my decision making process to avoid decisions 

based on personal greed or pleasure. I have made a commitment to being selfless and serving 

others around me, such as my family and my community. I am also committed to being a better 

husband, father and brother for my beloved family. I’ve been sober for two years. I have also 

completed my GED. Being sober and pursuing an education are just a few of many changes I’ve 

made and will continue to make. I believe these changes play a big role in my life, helping me 

think straight and strive to become the man I want to be for my family as well as myself. 

 

I learned about supply and demand, cost/benefit analysis, time and money management and 

execution at a young age from my dad. I want to start my own business so that I can build a 

legacy for my children. I want to create more jobs and opportunities in my community and give 

back to it as a productive member of society. 

 

Donavan is the founder and owner of Mission Collision Repair. Donavan will be responsible for 

marketing, sales, product orders, quality control and the general management of the company. 

Donavan brings more than eight years of experience in the automotive industry. He worked for 

Chacon Autos as a porter and he also worked with the Master Mechanic in the shop on full 

restoration projects. 

 

Donavan has completed the Quest for Authentic Manhood program and earned his General 

Equivalency Diploma from the Windham School District in 2019. He is looking forward to 

graduating from the Prison Entrepreneurship Program in October of 2019 and will receive a 

certificate in entrepreneurship from the Hankamer School of Business at Baylor University. 
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OPPORTUNITY   

Explanation: 

It takes time to find and collect parts needed for reconstructing a damaged vehicle. It also takes 

experience to perform the service we provide. Our opportunity as a business lies within the 

everyday American citizen and the aftermarket community. 

 

 Can I solve the problem given my skills and personality? 

 I have more than eight years of experience in the automotive industry. I know what is 

required to complete a project in this business. I also have the passion and vision to 

help my business prosper into creating extra avenues of revenue. 

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

quality? 

 I can perform most of the services my business has to offer myself but I cannot single 

handedly solve the problem in a timely manner. I will need a team to produce this 

work in order to effectively make a difference and a profit.  

 Will this venture require significant capital? 

 Most of the capital will be invested into brand new equipment and tools which will 

become assets to the business. I plan to get a loan from my grandfather as well as put 

up extra capital from my wife and me.     

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

 This will be a nine to five business venture and it will not interfere with my parole 

restrictions. 

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

 This business will be a full time nine to five operation.  

 
 

SOLUTION   

Explanation: 

If you get into an accident, allow us to use our skills to get you back on the road. At Mission 

Collision Repair with careful preparation and reconstruction we will complete our work to fulfil 

the desires of our customer. Our specialist will be certified and experienced in their fields in 

order to complete all projects as a team.    

 

 What are the benefits that I am providing? 

 We will provide the benefit of a quick return service. Giving the customer satisfaction 

and the convenience of returning to their normal; life and schedule.  

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

 We will focus on time management allowing us to return the customers vehicle faster 

than the competitor.  

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

 I will vinyl wrap my company vehicle with my business logo to grab the eye of the 

public as we commute to our daily destinations. I will also promote myself at mixers 

and other social events. 
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 Will my solution actually be profitable? 

 With the ability to buy in bulk and use my credit to purchase supplies. I can see this 

business becoming very profitable and successful in the near future. 

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

 I will be looking for a building to rent for the time being until I can generate enough 

capital to purchase a building in more accessible area for the customer. 

 Do I offer a guaranty or return policy? 

 We don’t offer a return policy but we guarantee the quality of our services will meet 

the customers’ expectations.  

 
 

CUSTOMERS  

Explanation:  

Our target customers will be those involved in everyday automotive collisions. We will also 

target weekend builders who are looking to add a personal touch to their custom builds. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 Our service will appeal to both men and women that do not have the time or 

equipment to perform the service we provide.  

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

 The ideal age of the customer will usually be 18 and older. 

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

 We don’t perform our services based on relationship status. 

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

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

 We will provide a service that appeals to those in need of a specialized team to restore 

their vehicle after an accident. We will also appeal to the aftermarket community, 

those in need of a finishing touch on their project. 

 

Income: 

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

 No, the customer does not need a certain income to shop with us. Although, assuming 

that the customer has insurance, we will work with their insurance company and help 

the customer with the cost of our service.   

 

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 strategically form a partnership with a personal injury lawyer and get referrals 

from their office to mine. I also plan on introducing my services to local dealerships 

to fix minor scratches and dents that occur during shipping or a test drive.  
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 Do I go to my customer (home service) or does my customer come to me? 

 We will have a specific location for the convenience of our customers to come in and 

ask questions and inspect the quality of our work. We will be able to transport their 

vehicle from any location for them when they choose us to work for them. 

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

suburb, or small rural community)? 

 We will be catering our service to the citizens of San Antonio, Texas, and the local 

surrounding areas.  

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

over the city)? Time is money. 

 Our customers will be geographically spread out due to the fact that accidents can 

happen to anyone, anywhere.    

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

 We will start to accumulate ours customers one at a time and we will get more by 

word of mouth. 

 

Other: 

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

individually? 

 I can advertise my business to a group of people and I can recommend my services to 

people individually at social events. 

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

 Once I successfully sell to a customer, I hope they only come back for repair of minor 

damage. We believe that with a successful sale, the customer will confidently refer us 

to their friends and family which will result in more business.  
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Alamo 

Collision 

Center  

Direct  Location, word 

of mouth and 

referrals.  

Average  Well-known 

brand, long history 

in business.  

Old equipment, 

traditional resources. 

State of the art equipment, 

new tools, passionate 

employees. 

 

 

 

X-Tream  

Collision  

Repair  

Direct Word of mouth 

and online 

marketing.  

Average Consistent work 

through referrals. 

  

Distant location, 

over flow of work. 

We will not be out of the 

customer’s reach. 

 

Pro  

Collision  

Repair 

Direct  Radio 

commercials, 

word of mouth 

and location.  

High Strong connections 

in automotive 

industry, many 

locations. 

Poor customer 

service, high pricing. 

One location to focus on each 

project one by one for the best 

results.  

Get It Done  Direct Multimedia 

marketing. 

Low Reasonable prices 

and they allow a 

payment plan.  

They cater to low 

income customers,  

Poor quality/service. 

Excellent customer service 

and quality work.   
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EXTRAS   

External Extras: 

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

 Yes, I’ve used Certify and Dealership as a source of OEM part used on complicated 

projects.   

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

 We will be located right outside of the San Antonio, TX area for easy access to those 

in the city.  

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

 There are multiple competitors scattered across San Antonio, TX. Our closest 

competitors will be from five to ten miles away.  

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 We will sell preparation equipment and paint for customers who are passionate 

enough to do the work themselves. 

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

match initially? 

 We will offer a pickup service for those in need of a ride to our location to pick up 

their vehicle after restoration. 

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

 I have a passion for working on motor vehicles and have over ten years of experience 

doing this. I have met a lot of good people as well in this industry. My experience 

involves me doing bodywork, paint/preparation, simple lube service, window tint, 

detailing, changing breaks and suspension, and motor swapping. 
 
 

MARKETING  

Message: 

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

about your company? 

 We perform a specific service, we are located in San Antonio, Texas like the mission 

and we are here to stay.   

 What is your tagline? 

 It’s our mission to show you’re vision. 

 Is your message effective across different demographics? 

 People will hear our name and know we are locally owned and we provide a valuable 

service.   

 Is your pricing consistent with the market for similar offerings? 

 We offer a $500.00 dollar deductible charge with insurance (insurance is required by 

law). Customers without insurance will have to pay full price for our service.   
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 Is your pricing consistent with the degree of personalization? 

 Our pricing will be determined by the amount of damage a vehicle has. We will put 

maximum effort in all of our work to provide the highest quality for you to enjoy. 

 

Media: 

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

 We will partner with personal injury lawyers to get business referrals. We will use 

social media and we will create a podcast for our shop activity. 

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

using the types listed above? 

 We are projected to reach 10-15 customers a month. 

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

 Those in need of a vehicle as soon as possible after an accident.  

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

 Social media will be free, we will give the personal injury lawyer $100.00 for each 

referral. The podcast fee would be the price of what the camera is. 

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

 The referrals will be a reoccurring fee but the podcast is a onetime fee.  

 How will you collect customer reviews? 

 We will have a service available for customer after our service is completed to get 

feedback from our customers. 

 
 
 



 

 

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 1,000             

cell phone purchase 200                 

car/truck down payment, if leased 1,500             

permits 2,000             

supplies, office & misc. 500                 

Cash needed for start-up expenses 5,200             

Depreciable Costs
Paid or 

contributed in 

Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 1,500             3,000                  4,500             
company trailer 2,000             3,000                  
computer, printer, fax 2,000             2,000             
Tools, Machinery, etc. 15,000           15,000           

-                  
-                  

building/office deposit N/A N/A
beginning cash balance 24,300           N/A N/A
Cash needed for start-up assets 44,800           6,000                  21,500           

60                   assumed life (months)

358                 monthly depreciation

Total start up cost 56,000        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 15,000           27%

Vehicle loan and other equipment debt (see 

note 7 for financing) 6,000             11%

Startup financing, if applicable (for example 

Kiva loan) 30,000           54%

Outside equity investment, if applicable 5,000             9%

Total start up cost,

total sources 56,000           100%

Donavan J.

 Mission Collision Repair

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 2,850.00     100% 500.00        100% 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 100.00        4% 195.00        39% 0%

cost 2 description 200.00        7% 0% 0%

cost 3 description 50.00          2% 0% 0%

cost 4 description 300.00        11% 0% 0%

Total variable costs 650.00        23% 195.00        39% -              0%

Gross profit per unit - what you see on income statement 2,200.00     77% 305.00        61% -              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 

paint sold 6                 8                 10               12               15               15               15               15               15               15               15               141          

body parts sold 12               16               20               24               30               30               30               30               30               30               30               282          

 sold -           

total revenue 23,100$      30,800$      38,500$      46,200$      57,750$      57,750$      57,750$      57,750$      57,750$      57,750$      57,750$      542,850$ 

total cost of sales 6,240$        8,320$        10,400$      12,480$      15,600$      15,600$      15,600$      15,600$      15,600$      15,600$      15,600$      146,640$ 

total income statement gross profit (excludes owner labor) 16,860$      22,480$      28,100$      33,720$      42,150$      42,150$      42,150$      42,150$      42,150$      42,150$      42,150$      396,210$ 

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 6,000$     principal, beginning 6,000          5,779          5,555          5,329          5,101          4,870          4,637          4,401          4,163          3,923          3,680          

Interest rate (example 8%) 12.5% interest expense 63               60               58               56               53               51               48               46               43               41               38               557          

Loan term (# of months) 24            principal payment (221)            (224)            (226)            (228)            (231)            (233)            (236)            (238)            (240)            (243)            (246)            (2,566)      

Monthly payment 284          principal, ending 5,779          5,555          5,329          5,101          4,870          4,637          4,401          4,163          3,923          3,680          3,434          

Start-up financing, see Start-up Costs sheet

Amount borrowed 30,000$   principal, beginning30,000        30,000        30,000        30,000        30,000        30,000        30,000        30,000        30,000        30,000        30,000        

Interest rate (example 8%) 12.5% interest expense -              -              -              -              -              -              -              -              -              -              -              -           

Payback period (# of months) 36            principal payment -              -              -              -              -              -              -              -              -              -              -              -           

Grace period (months pay delay) 750          principal, ending 30,000        30,000        30,000        30,000        30,000        30,000        30,000        30,000        30,000        30,000        30,000        

Monthly payment 1,004$     

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 5                 5                 5                 6                 6                 6                 6                 6                 6                 6                 6                 

avg hours each employee(s) worked per month, not in EOU above 160             160             160             160             160             160             160             160             160             160             160             

average per hour wage 15.00          15.00          15.00          15.00          15.00          15.00          15.00          15.00          15.00          15.00          15.00          

salary expense, exclduing payroll taxes 12,000        12,000        12,000        14,400        14,400        14,400        14,400        14,400        14,400        14,400        14,400        151,200   

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 

Donavan J. dba  Mission Collision Repair

paint

bondo/sand paper

paint

body part replacement

painting vehicles fenders,bumpers, hoods and trunks

paper/tape

clear coat

body parts

 



 

 

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

paint 6 -         17,100    22,800    28,500    34,200    42,750    42,750    42,750    42,750    42,750    42,750    42,750    401,850     74%

body parts 6 -         6,000     8,000     10,000    12,000    15,000    15,000    15,000    15,000    15,000    15,000    15,000    141,000     26%

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

Total revenue -         23,100    30,800    38,500    46,200    57,750    57,750    57,750    57,750    57,750    57,750    57,750    542,850     100%

Cost of Goods Sold 2

paint 6 -         3,900     5,200     6,500      7,800     9,750     9,750     9,750     9,750     9,750      9,750      9,750      91,650       17%

body parts 6 -         2,340     3,120     3,900      4,680     5,850     5,850     5,850     5,850     5,850      5,850      5,850      54,990       10%

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

Total COGS -         6,240     8,320     10,400    12,480    15,600    15,600    15,600    15,600    15,600    15,600    15,600    146,640     27%

Gross profit -         16,860    22,480    28,100    33,720    42,150    42,150    42,150    42,150    42,150    42,150    42,150    396,210     73%

Expenses 2

Auto or truck lease 1,500     250        250        250        250        250        250        250        250        250        250        250        4,250         1%

Depreciation 3 -         358        358        358        358        358        358        358        358        358        358        358        3,942         1%

Gasoline & fuels -         125        125        125        125        125        125        125        125        125        125        125        1,375         0%

Insurance - bonding -         2,000     2,000     2,000      2,000     2,000     2,000     2,000     2,000     2,000      2,000      2,000      22,000       4%

Insurance - vehicle -         150        150        150        150        150        150        150        150        150        150        150        1,650         0%

Interest - equip & start up 7 -         63          60          58          56          53          51          48          46          43          41          38          557           0%

Marketing 1,000     1,000     1,000     1,000      1,000     1,000     1,000     1,000     1,000     1,000      1,000      1,000      12,000       2%

Office - rent -         3,500     3,500     3,500      3,500     3,500     3,500     3,500     3,500     3,500      3,500      3,500      38,500       7%

Office - insurance -         150        150        150        150        150        150        150        150        150        150        150        1,650         0%

Office - telephone -         60          60          60          60          60          60          60          60          60          60          60          660           0%

Office - utilities -         300        300        300        300        300        300        300        300        300        300        300        3,300         1%

8 -         12,000    12,000    12,000    14,400    14,400    14,400    14,400    14,400    14,400    14,400    14,400    151,200     28%

Payroll taxes (9%) 6 & 8 -         1,080     1,080     1,080      1,296     1,296     1,296     1,296     1,296     1,296      1,296      1,296      13,608       3%

Permits 2,000     2,000      2,000     2,000      8,000         1%

Supplies 500        2,000     2,000     2,000      2,000     2,000     2,000     2,000     2,000     2,000      2,000      2,000      22,500       4%

Tax service -         -            0%

Telephone - cellular 200        65          65          65          65          65          65          65          65          65          65          65          915           0%

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

-         200        200        200        200        200        200        200        200        200        200        200        2,200         0%

-         5,000      5,000     5,000      15,000       3%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 5,200     23,301    23,299    30,296    25,910    25,907    30,905    27,903    25,900    25,898    30,895    27,893    303,306     56%

Taxable profit (loss) 1 (5,200)    (6,441)    (819)       (2,196)     7,810     16,243    11,245    14,247    16,250    16,252    11,255    14,257    92,904       17%

Tax (expense) benefit 1 -         (2,349)    (10,436)   (10,441)   (23,226)      -4%

Owner's withdrawals 1 -         (2,800)    (2,800)    (3,500)     (3,500)    (3,500)    (3,500)    (4,000)    (4,000)    (4,000)     (4,000)     (4,000)     (39,600)      -7%

Net profit (loss) (5,200)    (9,241)    (3,619)    (5,696)     4,310     10,393    7,745     10,247    1,814     12,252    7,255      (184)       30,078       6%

Depreciation 3 -         358        358        358        358        358        358        358        358        358        358        358        3,942         

Equipment purchases 3 (26,500)   -         -         -         -         -         -         -         -         -         -         -         (26,500)      

Principle, equipment loan 7 6,000     (221)       (224)       (226)       (228)       (231)       (233)       (236)       (238)       (240)       (243)       (246)       3,434         

Repay debt financing 7 30,000    -         -         -         -         -         -         -         -         -         -         -         30,000       

Owner contribution 3 15,000    -         -         -         -         -         -         -         -         -         -         -         15,000       

Equity investor 3 5,000     -         -         -         -         -         -         -         -         -         -         -         5,000         

Net cash flow 24,300    (9,104)    (3,484)    (5,564)     4,440     10,521    7,870     10,370    1,935     12,370    7,370      (71)         60,954       

Cash, period start -         24,300    15,196    11,712    6,148     10,589    21,109    28,980    39,350    41,284    53,655    61,025    -            

Cash, period end 24,300    15,196    11,712    6,148      10,589    21,109    28,980    39,350    41,284    53,655    61,025    60,954    60,954       

Donavan J. dba  Mission Collision Repair

Replacement machinery

Start-up expenses

maintenance 

Payroll - not owner and not in 

COGS

 


