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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
The futures of our youth are being 

pressured and misdirected. They tend to 

act out in violence and turn to drugs due to 

feeling alone, unloved and abandoned. 

 The purpose of Brighter Futures is to provide 

a path for a positive life transformation. 

 Instead of waiting until our youth self-

destruct Brighter Futures will lead our 

youth to live a positive life. By providing 

authentic skills both physically and 

mentally our world would be a better 

place. 

Customers  Differentiators  Extras 

We will be targeting those families with 

young adults and children who have social 

and behavior problems in need of 

guidance and mentoring.  

 Not only do we understand what is happening 

to our children we have also lived the life and 

have the personal experience to help break 

the negative life cycle.  

 I was once a gang member and have spent 

the majority of my adult life in prison. I 

can relate to the troubled youth as I was at 

one point in my life 

Marketing  Start-up Costs  Financials & Extras 
We will use social media, word of mouth 

and public speaking to market our 

business. 

 Owner investment - cash 3,800$    

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing 4,000      

Total start up costs: 7,800$     

 Sales: 171,900$  100%

COGS 13,900      8%

Gross profit 157,900    92%

Overhead 25,100      15%

Pretax income 132,800    77%

Tax expense 33,200      19%

Owner withdrawals 20,500      12%

Net income 79,100$    46%  

  Personal Fit   
I have lived a very troubled lifestyle always blaming others for my action. I now know that I have wasted a large amount of my life living in 

denial. I truly understand what can lead a youth to self-destruct and I believe I can create a positive change in the futures of our children. 
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PERSONAL FIT   

My name is Edward S. I was born on November 11, 1991 in El Paso. I am one of four children. 

My parents separated when I was four years old. I was raised by my father and forced to live 

with an abusive step-mother. I didn’t really know my biological mother as a mom. As far back as 

I can remember I always caused trouble in school, seeking the attention I was lacking from my 

father. Upon completing the 8th grade I was able to obtain my G.E.D. At 16, I got my first job. A 

year and a half later, I was forced to move out on my own because I was getting into trouble and 

felt unwelcomed at home. 

 

I was arrested the first time at age 14, and was sent to boot camp. Ten days after completing the 

program, I was sent to the Texas Youth Commission for committing another crime. Upon 

release, I completed parole and was doing well until the summer of 2010, when I was arrested 

and sent to ISF.  Once again I failed by committing a robbery while on work release, and this is 

why I am currently incarcerated. 

 

My past life has been nothing but failure, always blaming others for my mistakes and never 

wanting to own up for my actions. I finally realized that in order for me to live a righteous life, I 

need to accept responsibility for my past and ask for forgiveness. I also need to forgive those 

who have caused me pain. During my incarceration I have completed a 450 hour automotive 

engine performance course, as well as an electrical course. I’ve also learned welding and 

barbering. I am committed to never put my family through the pain I have caused ever again. 

Family is what I value most in life; I cannot risk losing them forever. 

 

I am a hard worker who loves nothing more than to help people. I believe anyone can change for 

the better. I strive to do my best in whatever I do and never give up.  No matter how many times 

I fall, I always get up.  I learn from my past mistakes, love to listen and try to understand people 

so that I can gain a different perspective, as that will help me as a business owner. I want to own 

my own business because it will allow me to do what I love and achieve a sense of success in my 

life. I believe that by showing integrity, self-discipline and dedication in all I do will establish 

my trustworthiness. I expect to have my business up and running within three years of my 

release. Any capital invested will be wisely managed. I will be released in the Dallas area in 

June, 2021. 

 

As the founder and proud owner of Brighter Futures, Edward will be responsible for all day-to-

day operations. Edward has completed CHANGES and Leadership Academy courses and will 

graduate from the Prison Entrepreneurship Program in October, 2019. Edward understands the 

importance of our children, which is why he will devote his life to brightening their futures. 

Edward will be contributing to public schools and communities, including recreational centers 

where he will be speaking to youth. In addition, Edward will also be teaching life skills classes to 

single parents who are struggling to make ends meet.  
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OPPORTUNITY   

Explanation: 

The futures of our youth are being pressured, neglected and misdirected. They tend to out in 

violence and turn to drugs due to feeling alone and unloved. 

 

 

 Can I solve the problem given my skills and personality? 

 Due to my personal experiences in life, I know I can help lead our youth in a positive 

direction. 

 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 starting my business as a one person team until I can build a successful 

reputation and clientele. Then with the help I will be hiring our understanding of the 

youth will be greater. 

 Will this venture require significant capital? 

 It may or may not require significant capital depending on the curriculum.  

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

 At the moment I don’t know of any restriction. 

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

 My business will be starting out as a part time venture but will grow to be full time. 

 

 
 

SOLUTION   

Explanation: 

Instead of waiting until our youth self-destruct Brighter Futures will lead our youth to live a 

positive life, by providing authentic skills both physically and mentally making our world a 

better place. 

 

 

 What are the benefits that I am providing? 

 The benefit will be having a child who has self-discipline and the basic life skills to 

succeed in life. 

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

 With the personal history as a troublesome youth I can relate and have a different 

understanding in what is happening with our youth today.  

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

 I will deliver my solution by speaking at schools and recreational centers. I will also 

be handing out cards and fliers 

 Will my solution actually be profitable? 

 By showing truth to what I am speaking in due time my solution can be very 

profitable. 

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

 My business will mobile until I can obtain the proper cash flow locate to a building 
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 Do I offer a guaranty or return policy? 

 I can guaranty a positive change in the lives of our youth. Depending on the customer 

they will get what they put in. 

 
 

CUSTOMERS  

My target customers will be those families with young adults and children who have social and 

behavior problems in need of guidance and mentoring. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 We will be service men and woman due to both being misguided. 

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

 My ideal customers are in the age group of 10-17. 

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

 I will be targeting married, single and recently divorced couples. 

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

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

 My ideal customers are parents with troubled youth that are looking for a positive 

transformation in their children and themselves through mentorship and healthy 

activities. 

 

Income: 

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

 We will be working with families of all financial standards from the working middle 

class and above. We will also have a sliding scale for those that are financially 

struggling. 

 

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 out on the street introducing what my program will be offering. I will 

also be working with the juvenile probation department, selling online and at 

community events. 

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

 My customers can come to me or I can go to them, if necessary we will provide 

transportation. 

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

suburb, or small rural community)? 

 Regardless of what neighborhood my customers come from we will work with them. 

 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 within a 25 mile radius of our location. 
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 How easily can I find this customer (one at a time or they will provide referrals)? 

 Personal referrals work best, but I will also find our customers through public 

speaking. 
 

Other: 

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

individually? 

 I can reach our customers in groups, but I would like to have a one-on-one to get a 

better understanding of the situation. 

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

 Due to the satisfaction of seeking a change in our youth’s behavior they will want to 

continue in the process of brightening their futures. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Kids for 

peace  

Direct Social media 

Radio 

TV 

Yellow pages 

Affordable 

price based 

on income 

Certified place of 

business  

May not offer any 

athletic skills of 

services. 

We will offer authentic 

leadership skills and athletic 

activities. 

 

 

 

 

The Y.M.C.A Direct  Internet  

Yellow pages  

Radio and TV 

 

Moderate 

price based 

on scale  

All equipment 

facilities  

Not a specific target 

to youth  

We are targeting young men 

and women ages 9-17 

 

 

 

 

Church Youth 

Group  

Indirect  Word of mouth  

TV 

Radio 

Family and 

friends  

Very low 

cost or free 

Presentable place 

of operation such 

as a facility 

May not offer skills 

or activities for 

youth they are more 

of a daycare to keep 

youth occupied  

We offer social skills and 

basic self-defense.  

Assistance of 

family and 

friends  

Indirect  Word of mouth  

Family and 

friends  

Free or low 

cost  

Positive place of 

operation  

May not offer any 

activities or special 

skills they keep 

youth occupied for 

the time being. 

We offer life skills and 

character development. 
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EXTRAS   

External Extras: 

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

 I plan to establish a relationship with multiple organizations in my industry by 

bridging the gap.  

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

 My favorable location will be in the Houston, TX area but will be willing to travel to 

social events such as seminars, private sessions with my clients, and conferences.  

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

 I will not be the first company in my area of operation but with personal experiences 

our company will have a different understanding.  

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 Brighter Connection believes that with connection our community can offer an 

experience that will affect our youth in a positive way. 

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

match initially? 

 We will offer specialized and flexible scheduling do to traveling appointments that 

need special attention and specific times my clients are available. 

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

 I am bilingual so my program will work with not only English speaking youth but 

also Spanish speaking youth. I will be majoring in child sociology to get a better 

understanding of our children’s minds. I will also be working with a church to begin 

to build a relationship with those individuals in my industry. 

 
 
 

MARKETING  

Message: 

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

about your company? 

 We understand the importance of our youth’s futures and we are an outreach program 

that provides mentoring and guidance to help lead our youth to live a positive life. 

 What is your tagline? 

 “We strive to do our best and will never give up on our children’s future.” 

 Is your message effective across different demographics? 

 By people hearing the name brighter futures they will know that we will create a 

positive change in the youth that are lost. 

 Is your pricing consistent with the market for similar offerings? 

 My pricing is consistent. We will try our best to work out pricing with everyone. 
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 Is your pricing consistent with the degree of personalization? 

 My pricing is consistent with personalization. The quality and commitment we will 

use will make sure we create a positive change in children. 

 

Media: 

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

 I will be advertising my business through social media, newspaper ads and word of 

mouth. 

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

using the types listed above? 

 Through my advertising methods I will be able to reach up to 100 people. 

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

 I am estimating to be doing business with 40% of those I reach. 

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

 Newspaper ads will be $150, Social media $50 and word of mouth is free. 

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

 It will be a recurring monthly charge for newspaper ads while social media and word 

of mouth is priceless. 

 How will you collect customer reviews? 

 I will collect paper ballots of each customer and we will also have online reviews 

each month.  

 
 
 

 
 



 

 

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 150              

car/truck down payment, if leased

permits

supplies, office & misc.

LLC. 450              

Cash needed for start-up expenses 800              

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 5,500           5,500           

company trailer
computer, printer, fax 1,500           1,500           

-               
-               

-               
building/office deposit N/A N/A

beginning cash balance N/A N/A
Cash needed for start-up assets 7,000           -                   7,000           

60                assumed life (months)

117              monthly depreciation

Total start up cost 7,800          

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 3,800           49%

Vehicle loan and other equipment debt (see 

note 7 for financing) -               0%

Startup financing, if applicable (for example 

Kiva loan) 4,000           51%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 7,800           100%

Edward S.

Brighter Futures

813: Religious, Grantmaking, Civic, Professional, and Similar Organizations

_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 450.00        100% 450.00        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 25.00          6% 0.25            0% 0%

cost 2 description 15.00          3% 0.40            0% 0%

cost 3 description 4.00            1% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 44.00          10% 0.65            0% -              0%

Gross profit per unit - what you see on income statement 406.00        90% 449.35        100% -              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 

Curriculum sold 10            12               13          20            25                  25               30            30            40                 50               60               315            

Public Speech sold 5              5                 5            5              5                    5                 5              8              8                   8                 8                 67              

 sold -             

total revenue 6,750$     7,650$        8,100$   11,250$   13,500$         13,500$      15,750$   17,100$   21,600$        26,100$      30,600$      171,900$   

total cost of sales 443$        531$           575$      883$        1,103$           1,103$        1,323$     1,325$     1,765$          2,205$        2,645$        13,904$     

total income statement gross profit (excludes owner labor) 6,307$     7,119$        7,525$   10,367$   12,397$         12,397$      14,427$   15,775$   19,835$        23,895$      27,955$      157,996$   

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%) interest expense -          -              -         -          -                 -              -          -          -                -              -              -             

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

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

Start-up financing, see Start-up Costs sheet

Amount borrowed 4,000$     principal, beginning 4,000       3,796          3,590     3,382       3,172             2,960          2,745       2,529       2,310            2,089          1,866          

Interest rate (example 8%) 12.0% interest expense 40            38               36          34            32                  30               27            25            23                 21               19               324            

Payback period (# of months) 18            principal payment (204)        (206)            (208)       (210)        (212)               (214)            (216)        (219)        (221)              (223)            (225)            (2,359)        

Grace period (months pay delay) principal, ending 3,796       3,590          3,382     3,172       2,960             2,745          2,529       2,310       2,089            1,866          1,641          

Monthly payment 244$        

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                    2                 2              3              3                   3                 4                 

avg hours each employee(s) worked per month, not in EOU above 40            40                  40               40            40            40                 40               40               

average per hour wage 20.00       20.00             20.00          20.00       20.00       20.00            20.00          20.00          

salary expense, exclduing payroll taxes -          -              -         800          800                1,600          1,600       2,400       2,400            2,400          3,200          15,200       

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 

Educational Package:Commiunication skills, character 

delveopment, life skills, financial literacy, self defence

Public speaking/life coaching

T Shirt

Informative Videos Notebook

Public Speech

Edward S. dba Brighter Futures

Curriculum

Text Books  Inspirational Armband

 



 

 

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

Curriculum 6 -         4,500     5,400     5,850      9,000     11,250    11,250    13,500    13,500    18,000    22,500    27,000    141,750     82%

Public Speech 6 -         2,250     2,250     2,250      2,250     2,250     2,250     2,250     3,600     3,600      3,600      3,600      30,150       18%

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

Total revenue -         6,750     7,650     8,100      11,250    13,500    13,500    15,750    17,100    21,600    26,100    30,600    171,900     100%

Cost of Goods Sold 2

Curriculum 6 -         440        528        572        880        1,100     1,100     1,320     1,320     1,760      2,200      2,640      13,860       8%

Public Speech 6 -         3            3            3            3            3            3            3            5            5            5            5            44             0%

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

Total COGS -         443        531        575        883        1,103     1,103     1,323     1,325     1,765      2,205      2,645      13,904       8%

Gross profit -         6,307     7,119     7,525      10,367    12,397    12,397    14,427    15,775    19,835    23,895    27,955    157,996     92%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         117        117        117        117        117        117        117        117        117        117        117        1,283         1%

Gasoline & fuels -         250        250        250        250        250        250        250        250        250        250        250        2,750         2%

Insurance - bonding -         -            0%

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

Interest - equip & start up 7 -         40          38          36          34          32          30          27          25          23          21          19          324           0%

Marketing 200        250        250        250        250        250        1,450         1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

8 -         -         -         -         800        800        1,600     1,600     2,400     2,400      2,400      3,200      15,200       9%

Payroll taxes (9%) 6 & 8 -         -         -         -         72          72          144        144        216        216        216        288        1,368         1%

Permits -         -            0%

Supplies -         -            0%

Tax service -         -            0%

Telephone - cellular 150        50          50          50          50          50          50          50          50          50          50          50          700           0%

450        -         -         -         -         -         -         -         -         -         -         -         450           0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 800        857        605        603        1,722     1,470     2,340     2,588     3,208     3,456      3,204      4,323      25,176       15%

Taxable profit (loss) 1 (800)       5,450     6,514     6,922      8,644     10,926    10,056    11,839    12,567    16,379    20,691    23,631    132,821     77%

Tax (expense) benefit 1 (2,791)    (6,623)    (8,615)    (15,175)   (33,205)      -19%

Owner's withdrawals 1 -         (1,000)    (1,500)    (1,500)     (1,500)    (1,500)    (2,000)    (2,000)    (2,000)    (2,500)     (2,500)     (2,500)     (20,500)      -12%

Net profit (loss) (800)       4,450     2,223     5,422      7,144     2,803     8,056     9,839     1,951     13,879    18,191    5,956      79,116       46%

Depreciation 3 -         117        117        117        117        117        117        117        117        117        117        117        1,283         

Equipment purchases 3 (7,000)    -         -         -         -         -         -         -         -         -         -         -         (7,000)        

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

Repay debt financing 7 4,000     (204)       (206)       (208)       (210)       (212)       (214)       (216)       (219)       (221)       (223)       (225)       1,641         

Owner contribution 3 3,800     -         -         -         -         -         -         -         -         -         -         -         3,800         

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

Net cash flow -         4,363     2,134     5,331      7,051     2,708     7,959     9,739     1,849     13,775    18,085    5,847      78,840       

Cash, period start -         -         4,363     6,497      11,827    18,878    21,586    29,545    39,283    41,133    54,908    72,993    -            

Cash, period end -         4,363     6,497     11,827    18,878    21,586    29,545    39,283    41,133    54,908    72,993    78,840    78,840       

Payroll - not owner and not in 

COGS

Edward S. dba Brighter Futures

Start-up expenses

 


