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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
 Staffing at major labels are down 60% in 

the last decade, and as a result, labels 

outsource many of the tasks they use to do 

in house and they hire the same services 

and firms that independent artist have 

access to themselves. Simultaneously 

leveling the playing field between all 

musicians regardless of corporate backing. 

 Being able to profit from something I have a 

passion for and enjoy doing, while promoting 

education and having a positive attitude and 

motivating impact on others. 

 Consistently produce quality music and 

make content available at all outlets to all 

services major label (our competitors) 

use. Promote music effectively with no 

corporate backing, utilizing funds 

efficiently to maximize profit. 

Customers  Differentiators  Extras 

Our targeted customers will mostly be of 

the millennial generation; ages 13-35. 

 We are selling more than music. We are not 

in the music sales business, we are in the 

relationship business. What fans really want 

from musicians is a connection. An advocate. 

Someone they can relate to. We provide these 

connections through personal contact, special 

experiences, and most importantly good 

music that effects them emotionally. 

 I have solid connections with established 

promoters and social media influencers 

that will allow me to quickly adopt their 

massive followings. 

Marketing  Start-up Costs  Financials & Extras 
Online marketing will consist of the most 

popular social sites (Facebook, Twitter, 

Instagram, etc.) Music social sites such as 

SoundCloud, Spotify, YouTube, iTunes, 

etc. Also utilizing Search Engine 

Optimization maximizing search results 

making product easier to find. 

 Owner investment - cash 800$       

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing -         

Total start up costs: 800$        

 Sales: 88,100$    100%

COGS -           0%

Gross profit 88,100      100%

Overhead 4,700       5%

Pretax income 83,400      95%

Tax expense 20,800      24%

Owner withdrawals 10,800      12%

Net income 51,700$    59%  

  Personal Fit   
With over 15 years of experience in recording and over 10 years of experience in production, not only do I possess the necessary education 

and talent, but I also bear a fire as the representation of my passion that the great flood itself could not put out.  
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PERSONAL FIT   

I grew up angry and sad and I filled that void with my addictions. I ended up going to prison 

when I was only 19. I made the decision to commit a robbery. Although I regret committing the 

crime profoundly, I believe that decision ultimately saved my life.  

 

I had a beautiful daughter during my incarceration which changed my outlook on many of things. 

I have worked to grow spiritually and accepted Jesus Christ as my Lord and Savior. I realized I 

could not live life on my own accord, and through Christ I have learned to be a leader and the 

man that God intended me to be. I have found purpose in my life and a desire to succeed. I have 

made the commitment to my family to be the son and father that they deserve. I want to be happy 

and give back to the community. I want the people around me to be happy. This life on earth is 

just temporary and I know that life in heaven is eternal and it only takes one step to change. 

 

After being restored to my family I will work toward becoming an entrepreneur. One of the 

qualities that I posses is a drive to accomplish anything in which I set my mind to. I am persistent 

and not easily discouraged by failure, I would like to own my own business because I believe it 

will benefit the community and help me grow professionally. By doing what I love and striving 

to find new ways to improve. I believe by staying connected to my goals and true to my values I 

will prove my trustworthiness. Being respectful to those helping me, seeking and implementing 

good advice from mentors and being personally accountable will drive my success.  I plan to 

open my own business within six months after my release to Dallas, Texas in November 2019. 

 

Gianté W. is the proud founder and owner of Gianté Eat Greedy Entertainment. He will be 

responsible for the operations and marketing of the company. He will also oversee all sales and 

customer relations. 

 

Gianté brings more than ten years of recording and production experience in the music industry 

that will contribute to the success of Gianté Eat Greedy Entertainment. He has worked for a 

barber shop as a professional barber where he learned many skills such as trending styles and 

customer service which will help him in running his company. He is a hard worker and has many 

excellent management skills. 

 

After attaining his GED in 2009, Gianté earned a trade certificate in building maintenance at 

Gulf Coast Trade Center. Gianté has participated in many self-help and faith based programs 

such as Cognitive Intervention, Changes and Authentic Manhood. He also worked for Youth 

Build, a non-profit organization, building homes for those in need. Gianté is also OSHA certified 

in construction. He looks forward to being released and putting his plans into action. 
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OPPORTUNITY   

Explanation: 

Staffing at major labels are down 60% in the last decade and as a result labels outsource many of 

the task they used to do in-house and they hire the same services and firms independent artist 

have access to themselves. The opportunity lies in the platform provided that allows independent 

artists access to the same paying customers as the major label without expensive marketing 

budgets and corporate backing. 

 

 Can I solve the problem given my skills and personality? 

 I have undeniable talent as a recording artist with over 15 years of experience, key 

knowledge about the industry and its new evolving playing field, and an authentic 

personality that our customers will gravitate toward and relate to. 

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

quality? 

 Initially, all work can be achieved by myself. However, it would be wise to expand 

once dramatic growth begins.  

 Will this venture require significant capital? 

 Significant capital would be useful but not necessary. In this industry, hustle and 

consistency are more effective strategies. 

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

 This employment will allow me to be flexible ensuring never to interfere with my 

parole obligations. 

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

 This venture will be full-time. 

 
 

SOLUTION   

Explanation: 

We will consistently produce quality product and make music available at all outlets and on all 

services that major labels use. Promote music effectively with no corporate backing, and utilize 

funds efficiently to maximize profit. 

 

 What are the benefits that I am providing? 

 A voice music our customers can relate to that encourages people to embrace love 

and be themselves instead of someone else. Honest dialogue from a real person 

instead of a stranger/machine.  

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

 We offer more such as, better music than our competitors and out the listener first by 

cultivating relationships instead of focusing on sales. 

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

 We will diversify our promotions leaving no stone unturned. We will mount a local 

sticker campaign and develop a strong network presence. 

 Will my solution actually be profitable? 

 Absolutely. Cost effective strategy will reduce startup costs and maximize profit. 
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 Do I need a fixed location (Storefront) or is this a mobile business? 

 We may have a fixed location in terms of recording but most work will be done 

offsite and online. 

 Do I offer a guaranty or return policy? 

 Our guarantee policy allows customers a 15 second sample/preview before purchase. 

 
 

CUSTOMERS  

Explanation:  

Our targeted customers will be those who enjoy rap/hip hop and R&B music in any capacity, 

tastemakers who critically evaluate music for a living, and people associated with businesses 

who provide music as part of their service. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 Product will be universal. No single gender will be targeted or left out. 

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

 My ideal customer will be of the millennial generation. 

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

 It does not matter if my customer is married or not. 

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

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

 With music being a form of expression, we will appeal to various aspects of our 

listeners (personal image, environmental concerns, self-improvement, social 

injustices, etc.). 

 

Income: 

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

 No certain income will be targeted. All people enjoy music regardless of background 

or tax bracket. 

 

Location: 

 Where will I sell to my customers (their home, their workplace, on the street, online, my 

store, an event like trades day)? 

 We will diversify our promotions leaving no stone unturned. We will mount a local 

sicker campaign and develop a strong social network presence. 

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

 Our customers will mostly come to us via online. Location will vary according to 

event, show, or concert site. From physical promotions locally to online marketing 

campaigns that engage fans around the country. 

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

suburb, or small rural community)? 

 No certain neighborhood is targeted specifically. All people enjoy music regardless of 

background or environment. 
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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. 

 Our business will not require us to visit the customer’s home making this a non-

factor. 

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

 In this industry the most loyal and profitable customers are generated from peer to 

peer referrals through word of mouth. Marketing strategy will not be limited to those 

previously mentioned. 

 

Other: 

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

individually? 

 What we offer will attract more people in a group setting. We will flood the streets 

with flyers to potential customers in large settings, post posters in customer targeted 

locations, and develop heavy online presence. 

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

 Converting a one-time listener into a lifelong paying customer is the main challenge 

and goal in this industry. Once customer purchases or expresses interest. We 

introduce more additional content that was unknown to the customer. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Atlantic 

Records  

Indirect Heavily 

promoted on all 

platforms, 

physical and 

digital.  

High Mega brand, 

leader in the 

industry. 

Varity of artist, no 

specific target genre. 

Embrace and promote self-

captioning on experience and 

background that fans identify 

with and appreciate.   

 

Travis Scott Direct Heavily 

promoted on all 

platforms, 

physical and 

digital. 

High Mass media 

machine, large 

promotional 

budget 

Inability to 

organically nurture 

relationships with 

fans.  

Grass root promotions.  

Nurturing relationships with 

fans by providing content they 

can relate to and feedback 

they are involved in.   

 

360 Music Indirect Word of mouth 

Traditional 

advertising. 

Low Durable label, 

established fan 

base.  

Stagnant and out of 

date marketing 

approach. 

Diversified promotions, and 

client/customer service.  

Tum Tum Direct Word of mouth 

less 

conventional 

advertising 

Low Loyal fan base. Lack talent that 

trends in today’s 

music scene. 

Universal appeal that will 

thrive in current era; 

versatility.  
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EXTRAS   

External Extras: 

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

 As the music industry continues to evolve, physically a supplier is no longer needed 

with everything being electronically transmitted. Solid connections with established 

promoters and social media influencers that will allow me to quickly adopt their 

massive followings. 

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

 My recording studio will be operated out of my house making it a favorable location 

with flexible scheduling.   

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

 There are similar business attempting to do what we do but lack quality and 

consistency. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 Unique as an individual artist but concept will be a combination of existing 

approaches maximized the right way.  

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

match initially? 

 We will always be available in all major cities and platforms. 

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

 I have over 15 years of experience as a recording artist and over 10 years of 

experience in music production.  

 
 

MARKETING  

Message: 

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

about your company? 

 My company name says that we are unique, personal in terms of paying attention to 

detail and authentic being transparent providing the listener with a more relatable 

experience. 

 What is your tagline? 

 The quality of your mind dictates the quality of your life. 

 Is your message effective across different demographics? 

 Our message will be most effective for our target customers, but will also be 

convincing across other demographics. 

 Is your pricing consistent with the market for similar offerings? 

 The pricing will begin lower because of obscurity reasons, but will adjust to market 

as following increases. 

 Is your pricing consistent with the degree of personalization? 

 Pricing will vary according to platform or online medium being utilized. 
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Media: 

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

 I will be advertising my business venture through various social media platforms, 

search engine optimization, fliers, and e-mail marketing. 

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

using the types listed above? 

 I will be seeking to reach a minimum of 250 people a month through these 

advertising methods. 

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

 With streaming virtually being considered as a buy, almost 100% is guaranteed. 

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

 Community Facebook and other music social sites will be free, fliers will be less than 

$10 and most effectively peer to peer word of mouth will be priceless but very 

rewarding. 

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

 This will be a minimum charge paid every trimester. 

 How will you collect customer reviews? 

 I will utilize a site titled Music Metric which records all statistics in terms of sales and 

overall fan activity when referring to the desired musician. I will also monitor the 

comment section on all connected social sites for organic and immediate feedback. 

 
 



 

 

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 50                

cell phone purchase

car/truck down payment, if leased

permits

supplies, office & misc.

DAW(Digital Audio Workshop) 300              

Create Music Publishing Company 200              

American Federation of Musicians 250              

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 -               

company trailer

computer, printer, fax -               

-               

-               

-               

building/office deposit N/A N/A

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

60                assumed life (months)

-               monthly depreciation

Total start up cost 800             

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 800              100%

Vehicle loan and other equipment debt (see 

note 7 for financing) -               0%

Startup financing, if applicable (for example 

Kiva loan) 0%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 800              100%

Giante' W.

Giante'

711: Performing Arts, Spectator Sports, and Related Industries

_71_Arts_Entertainment_and_Recreation

 
 



 

 

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 0.80            100% 1,000.00     100% 3,500.00     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 0% 0% 0%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs -              0% -              0% -              0%

Gross profit per unit - what you see on income statement 0.80            100% 1,000.00     100% 3,500.00     100%

 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 

Music Stream sold 300          600             900        925        950                975             1,000     1,025     1,050            1,100          1,400          10,225     

Live Performance sold 1            1            1                    3              

Live Performance Pro sold 2                    3                 3            3            3                   4                 4                 22            

total revenue 240$        480$           1,720$   1,740$   8,760$           11,280$      11,300$ 11,320$ 11,340$        14,880$      15,120$      88,180$   

total cost of sales -$        -$            -$       -$       -$               -$            -$       -$       -$              -$            -$            -$         

total income statement gross profit (excludes owner labor) 240$        480$           1,720$   1,740$   8,760$           11,280$      11,300$ 11,320$ 11,340$        14,880$      15,120$      88,180$   

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 -$         principal, beginning -          -              -         -         -                 -              -         -         -                -              -              

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

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

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

Monthly payment -$         

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

# of employees

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

average per hour wage

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

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

Live Performance Pro

When a track is played by interactive (Spotify) and 

noninteractive(Pandora) webcasters

Performing live in front of audience.Artist due mechanical 

and performance royalties for music itself and separate 

payment from venue/promoter

Performing live in front of audience.Artist due mechanical 

and performance royalties for music itself and separate 

payment from venue/promoter

Live Performance

Giante' W. dba Giante'

Music Stream

 



 

 

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

Music Stream 6 -         240        480        720        740        760        780        800        820        840        880        1,120      8,180         9%

Live Performance 6 -         -         -         1,000      1,000     1,000     -         -         -         -         -         -         3,000         3%

Live Performance Pro 6 -         -         -         -         -         7,000     10,500    10,500    10,500    10,500    14,000    14,000    77,000       87%

Total revenue -         240        480        1,720      1,740     8,760     11,280    11,300    11,320    11,340    14,880    15,120    88,180       100%

Cost of Goods Sold 2

Music Stream 6 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Live Performance 6 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Live Performance Pro 6 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Total COGS -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Gross profit -         240        480        1,720      1,740     8,760     11,280    11,300    11,320    11,340    14,880    15,120    88,180       100%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Gasoline & fuels -         250        250        250        250        250        250        250        250        250        2,250         3%

Insurance - bonding -         -            0%

Insurance - vehicle -         -            0%

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

Marketing 50          50          50          50          50          50          50          50          50          50          50          50          600           1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits -         -            0%

Supplies -         25          25          25          25          25          25          25          25          25          25          25          275           0%

Tax service -         -            0%

Telephone - cellular -         80          80          80          80          80          80          80          80          80          80          80          880           1%

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

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 800        155        155        405        405        405        405        405        405        405        405        405        4,755         5%

Taxable profit (loss) 1 (800)       85          325        1,315      1,335     8,355     10,875    10,895    10,915    10,935    14,475    14,715    83,425       95%

Tax (expense) benefit 1 -         (2,654)    (8,171)    (10,031)   (20,856)      -24%

Owner's withdrawals 1 -         (1,000)    (1,400)    (1,400)    (1,400)    (1,400)    (1,400)     (1,400)     (1,400)     (10,800)      -12%

Net profit (loss) (800)       85          325        1,315      335        4,301     9,475     9,495     1,344     9,535      13,075    3,284      51,769       59%

Depreciation 3 -         -         -         -         -         -         -         -         -         -         -         -         -            

Equipment purchases 3 -         -         -         -         -         -         -         -         -         -         -         -         -            

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

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

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

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

Net cash flow -         85          325        1,315      335        4,301     9,475     9,495     1,344     9,535      13,075    3,284      52,569       

Cash, period start -         -         85          410        1,725     2,060     6,361     15,836    25,331    26,675    36,210    49,285    -            

Cash, period end -         85          410        1,725      2,060     6,361     15,836    25,331    26,675    36,210    49,285    52,569    52,569       

Payroll - not owner and not in 

COGS

Giante' W. dba Giante'

Start-up expenses

 


