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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
There is a lack of financial education in 

our schools and homes. This void leaves 

a demand and a gap to fill for our youth 

in today’s society. 

 Develop a digital platform that is designed to 

work together with parents and their children 

to educate them on the purpose of financial 

responsibilities. 

 Take lessons that are in books along with 

original content and create in a digital video 

format that is easy and fun to learn. 

Customers  Differentiators  Extras 

Lower socioeconomic families that desire 

parents or guardians around the world 

that want the best education for their 

children when it comes to money. 

 My product is a digital program that helps the 

parent’s and child create a partnership in 

learning hands on financial literacy. Also it 

comers with an online banking system. 

 I will have mentors and schoolteachers that 

will help me create curriculums. 

Marketing  Start-up Costs  Financials & Extras 
I will use internet marketing such as 

banners. I will also use social media and 

webinars to campaign. 

 

 Owner investment - cash 5,250$    

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing -         

Total start up costs: 5,250$     

 

 

  Personal Fit   
I believe our children are our future. I have two young children that I want the very best for. Plus, my children are very interested in learning how 

to make their own money and I want to assure their success.  

 

 

Sales: 270,000$  100%

COGS 27,000      10%

Gross profit 243,000    90%

Overhead 20,100      7%

Pretax income 222,900    83%

Tax expense 55,700      21%

Owner withdrawals 64,500      24%

Net income 102,600$  38%
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PERSONAL FIT   

My name is Jerome H. Jr. I am the proud father of four, two boys and two girls. I was born in San 

Antonio, Texas on October 29, 1976, the second of four from my mother, and the first of six from 

my dad. Being optimistic I was fortunate to have two sets of family. My mother married a military 

man. We never shared a good bond. My dad married a school teacher. We built a great relationship. 

Being raised by my mother and step father, growing up was a roller coaster ride. My mother was 

very strict, but my stepfather could care less. Traveling around the world, I was quickly identified 

as a military brat, and become a young rebel. My stepdad was kicked out of the military when I 

was 10 and struggled to make ends meet.  

My mother did her best to feed us but often came up short. I witnessed the hurt that weighed 

heavily on her heart. The few dollars that I was contributing seem like it didn’t help at all. I 

remember my cousin pulling up in his fancy car, nice clothes, and beautiful girlfriend. Intrigued 

with his new lifestyle, he told me that he created his own world by selling drugs. While in school 

I was a B student until my senior year, when my grades started to slip due to selling drugs and 

drinking alcohol. I graduated High School only by the grace of God.  

 

While working at a fast food restaurant, I realized that I wanted more for myself and family, so I 

started selling drugs. I dove in blindly and head first, thinking that I could make a difference for 

my family and me. My mom often questioned my change in behavior. I would lie and tell her that 

I received a raise at my job. A year out of High School my world was completely changed. Life 

seemed grand…until I was shot three times in an attempted robbery. Soon after, I was caught on 

school grounds with guns and drugs. Since then I have been to prison twice. I am currently 

incarcerated on a drug charge and have served two and a half years. 

 

The path I had chosen in my life was all wrong. Desperate as I was to change my world, I never 

considered the consequences that came with it. I’m 43 years old now, with two sons stepping into 

adulthood without their father’s guidance, and two young daughters growing up without a father 

figure.  It is devastating to see and hear my children cry because of my absence.  This has motivated 

me to make a commitment to myself and to my family that I will never let drugs or alcohol dictate 

my life. Since that commitment, I have completed Changes 3 class, I am now OSHA certified and 

I am an authentic man. But most importantly, I am much closer to God. 

 

The way I perceive life is so clear now. I am a born leader, hard worker, and fast learner. I owned 

and ran three companies when I was free. One company did well but the others quickly failed. 

When the business that did well ultimately failed, I went back to my selfish ways. I was lacking 

direction. I didn’t have a map or goal. I love the idea of having financial independence, being able 

to spend time with my family and help them financially. That, plus helping others reach their goals, 

is my dream and mission. With the tools I have received from PEP my mission and dream will 

come true. I plan to start my business within one year after my release. Any investment of money, 

time, wisdom or labor will be used wisely and managed with full appreciation. I have the focus, 

dedication and discipline to become successful once I am released to Austin, TX in November 

2019. 

 

Jerome H. is the founder and proud owner of Digi Max. Jerome will handle all aspects of 

administration, marketing, sales, branding and general management of the company.  
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Jerome brings more than 20 years of experience to Digi Max. As a former owner of a recording 

label and T-shirt printing company, and housekeeping & make ready service, branding, marketing 

and sales are his specialty. He sold products online and additionally Jerome has eight years of 

customer service experience gained selling cars in the auto industry.  

 

Jerome is OSHA certified, has completed the Changes 3 program, and will soon graduate from 

Prison Entrepreneurship Program. He looks forward to using all of his talents by putting this 

venture into action. 

 
 

OPPORTUNITY   

Explanation: 

Working families of today relying on our schools and peers to teach our children the tools for 

success and financial literacy is a recipe for disaster. Especially when most families are lacking 

the proper guidance to help create a better future for their children. 

 

 Can I solve the problem given my skills and personality? 

 Absolutely, I have two adult sons that are successful by learning my methods. Also, I 

have over six years of being an entrepreneur, selling tangible and intangible products 

online.  

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

quality? 

 I will hire a handpicked team to create a quality product.  

 Will this venture require significant capital? 

 This venture will require a modest amount of capital that will be used with wise 

stewardship. I will purchase quality equipment to assure that I can create quality 

products with no problems. 

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

 This opportunity will not have any interference with parole restrictions. 

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

 This will be a full-time venture. Once up and running it will become part-time. I will 

be able to generate income 24 hours a day on auto pilot, leaving me time to do other 

ventures. 

 
 

SOLUTION   

Explanation: 

Stop wrecking your brain trying to figure out if your child is going to have a bright future or not. 

“Allowance to Entrepreneurship” is a digital product design to work together with parents and 

their children to help coach financial responsibility. With our elite team of educators and our 

unique style of curriculums, we deliver the best product to educate our children. We start with 

home responsibilities to financial education. Then we offer an exciting trade. For example, an e-

commerce. We build today to have an advantage tomorrow. 
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 What are the benefits that I am providing? 

 Our customers will rest assure knowing that their child as an adult will have the 

financial tools for success.   

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

 I am taking digital products to the next level, by teaming the product with a financial 

information.  

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

 We will campaign in various cities doing seminars, webinars and create an online 

presence though all social media outlets.  

 Will my solution actually be profitable? 

 With the marking strategies and promotion campaign, we will show keen perceptive of 

being very profitable.   

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

 I will start my business from home or rent out office space hourly from companies such 

as Geekdom. 

 Do I offer a guaranty or return policy? 

 We have faith in our products. So we will offer a 30 day money back guaranty. Even 

though it will take longer than 30 days in most cases, for your child to become an 

entrepreneur, you will see the difference right away.   

 
 

CUSTOMERS  

Explanation: Our target will vary from working families, the stay home spouse, the young adult 

who seeks a better life, to financial advisors who want to help their clients have financial freedom.     

 

Demographics: 

 Will my service have different appeal to men versus women? 

 Our product is an educational product. 

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

 Our average customers will fall into the 18-65 year age group. 

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

 Customer marital status will not play a part in the demographics.  

 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 concern parents or guardian. Also to the finance professionals 

and the inspiring young adult eager to become entrepreneurs.  

 

Income: 

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

 Our target customers will not need an excessive income. Our product will teach our 

customers how to create, build and maintain wealth. 

 

 

 



 

Digi Max 
Jerome H. 

5 

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 have seminars and webinars that is going to lead into our email marketing 

campaign.  

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

 Our customers will come to us online. 

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

suburb, or small rural community)? 

 The neighborhoods and households will be diverse. 

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

over the city)? Time is money. 

 Our customers geographic will be the United States. Once the product becomes 

bilingual, we will go global.   

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

 Our customers will come from the finance and entrepreneur niche and will gain more 

customers using affiliate marketing.   

 

Other: 

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

 I will reach out to a group by displaying a webinar. 

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

 We will have a series of curriculums that we will charge for per series.  
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price 

Their 

Advantages 

Their 

Disadvantages 
My Differentiators 

Smart Chat Indirect Magazines High Big Following 

Published Book 

No Social Media 

Only Caters to 

adults 

Hard Copy Books 

Digital 

Cater to Children and adults 

Have an App 

 

Digital 

Creation 

Direct Internet Average Have a variety of 

products Available 

Product has poor 

quality 

Only caters to adults 

High quality product 

Cater to children and adults 

Have an App 

 

Proctor and 

Gallagher 

Institute 

Direct Internet High Household name 

Published book 

Don’t teach 

Financial literacy 

Only Cater to adults 

High quality product 

Cater to children and adults 

Have an App 

 

Business Pro Indirect T.V. 

Commercial 

High Have a variety of 

products available 

Poor Quality 

Only caters to adults 

Hard copy books 

High quality product 

Cater to children and adults 

Have an App 
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EXTRAS   

External Extras: 

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

 I am selling a digital product, so in my industry I will not need any suppliers. 

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

 I will be operating from the office in my house located in Austin, Texas. 

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

 My company is an internet-based company. I am the only one in my area doing this 

type of business. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 Our product is similar to other products out there but very unique. 

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

match initially? 

 We are different from our competitors because we offer the first digital product that 

works hand to hand with parents, guardian, and fiduciary with children. Also, we are 

the first to work with an online banking system disturbing debit cards. 

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

 I do have some college credits in business management. I am OSHA certified. I have 

over six years in selling tangible and intangible products online. What I am most proud 

of and value the most is our future, and I believe our children are our future. 

 
 

MARKETING  

Message: 

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

your company? 

 We create digital products to the maximum potential. We are professional that create 

quality product and we love what we do. 

 What is your tagline? 

 Digital products that you can trust. 

 Is your message effective across different demographics? 

 Digi Max will ring bells in the digital market. People will know that we deliver nothing 

but quality product.  

 Is your pricing consistent with the market for similar offerings? 

 Our prices are right on target. We are not the highest, and definitely not the lowest. 

 Is your pricing consistent with the degree of personalization? 

 Our prices are the same all the time unless we have a promotional deal or coupon. Or 

if we change our product. 
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Media: 

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

 We will advertise our business using web banners, e-mail marking, social media and 

affiliate marking. 

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

using the types listed above? 

 We seek to reach a minimum of 5,000 potential ideal customers per month using our 

strategies.   

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

 At least five percent of people who review our ads will buy our product, or use our 

service. 

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

 Web banners are $150.00 per month. Social media is free and affiliate marketing is 

free. 

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

 It will be recurring monthly until we get some traction. 

 How will you collect customer reviews? 

 We will have recorded testimonies with clients and post them on our web site, YouTube 

and sale page. 

 
 
 



 

 

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 500              

cell phone purchase 150              

car/truck down payment, if leased

permits

supplies, office & misc. 50                

DBA 50                

Cash needed for start-up expenses 750              

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 2,500           2,500           

Camera 2,000           2,000           

-               

-               

building/office deposit N/A N/A

beginning cash balance N/A N/A
Cash needed for start-up assets 4,500           -                   4,500           

60                assumed life (months)

75                monthly depreciation

Total start up cost 5,250          

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 5,250           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 5,250           100%

Jerome H.

Digimax

519: Other Information Services

_51_Information

 



 

 

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 500.00        100% 0% 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 50.00          10% 0% 0%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 50.00          10% -              0% -              0%

Gross profit per unit - what you see on income statement 450.00        90% -              0% -              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 

Allowance to Entrepreneurship sold 20            20               20          40          40                  40               40          80          80                 80               80               540          

 sold -           

 sold -           

total revenue 10,000$   10,000$      10,000$ 20,000$ 20,000$         20,000$      20,000$ 40,000$ 40,000$        40,000$      40,000$      270,000$ 

total cost of sales 1,000$     1,000$        1,000$   2,000$   2,000$           2,000$        2,000$   4,000$   4,000$          4,000$        4,000$        27,000$   

total income statement gross profit (excludes owner labor) 9,000$     9,000$        9,000$   18,000$ 18,000$         18,000$      18,000$ 36,000$ 36,000$        36,000$      36,000$      243,000$ 

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 

Financial literacy for children in a digital form

Jerome H. dba Digimax

Allowance to Entrepreneurship

Internet Sales

 
 



 

 

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

Allowance to Entrepreneurship 6 -         10,000    10,000    10,000    20,000    20,000    20,000    20,000    40,000    40,000    40,000    40,000    270,000     100%

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

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

Total revenue -         10,000    10,000    10,000    20,000    20,000    20,000    20,000    40,000    40,000    40,000    40,000    270,000     100%

Cost of Goods Sold 2

Allowance to Entrepreneurship 6 -         1,000     1,000     1,000      2,000     2,000     2,000     2,000     4,000     4,000      4,000      4,000      27,000       10%

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

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

Total COGS -         1,000     1,000     1,000      2,000     2,000     2,000     2,000     4,000     4,000      4,000      4,000      27,000       10%

Gross profit -         9,000     9,000     9,000      18,000    18,000    18,000    18,000    36,000    36,000    36,000    36,000    243,000     90%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         75          75          75          75          75          75          75          75          75          75          75          825           0%

Gasoline & fuels -         250        250        250        250        250        250        250        250        250        250        250        2,750         1%

Insurance - bonding -         -            0%

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

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

Marketing 500        1,000     1,000     1,000      1,000     1,000     1,000     1,000     1,000     1,000      1,000      1,000      11,500       4%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits -         -            0%

Supplies 50          50          50          50          50          50          50          50          50          50          50          50          600           0%

Tax service -         1,200      1,200         0%

Telephone - cellular 150        125        125        125        125        125        125        125        125        125        125        125        1,525         1%

50          -         -         -         -         -         -         -         -         -         -         -         50             0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 750        1,650     1,650     1,650      1,650     1,650     1,650     1,650     1,650     1,650      1,650      2,850      20,100       7%

Taxable profit (loss) 1 (750)       7,350     7,350     7,350      16,350    16,350    16,350    16,350    34,350    34,350    34,350    33,150    222,900     83%

Tax (expense) benefit 1 (3,488)    (10,013)   (16,763)   (25,463)   (55,725)      -21%

Owner's withdrawals 1 -         (6,000)    (4,500)    (6,000)     (6,000)    (6,000)    (6,000)    (6,000)    (6,000)    (6,000)     (6,000)     (6,000)     (64,500)      -24%

Net profit (loss) (750)       1,350     (638)       1,350      10,350    338        10,350    10,350    11,588    28,350    28,350    1,688      102,675     38%

Depreciation 3 -         75          75          75          75          75          75          75          75          75          75          75          825           

Equipment purchases 3 (4,500)    -         -         -         -         -         -         -         -         -         -         -         (4,500)        

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

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

Owner contribution 3 5,250     -         -         -         -         -         -         -         -         -         -         -         5,250         

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

Net cash flow -         1,425     (563)       1,425      10,425    413        10,425    10,425    11,663    28,425    28,425    1,763      104,250     

Cash, period start -         -         1,425     863        2,288     12,713    13,125    23,550    33,975    45,638    74,063    102,488  -            

Cash, period end -         1,425     863        2,288      12,713    13,125    23,550    33,975    45,638    74,063    102,488  104,250  104,250     

Payroll - not owner and not in 

COGS

Jerome H. dba Digimax

Start-up expenses

 


