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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Homeowners who want to remodel their 

homes, and investors who are looking to 

fix and resale properties. 

 To give the customer dependable quality and 

a peace of mind. We will work hard and safety 

will be our top priority so the customer does 

not have to stress we will finish the job on 

time. 

 Offer remodeling services that can meet the 

remodeling needs of homeowners and 

investors. 

Customers  Differentiators  Extras 

My ideal customers will be homeowners, 

apartment complexes and investors who 

buy homes and resale them. 

 I will be an all in one company. I will also 

build personal relationships with my 

customers. Listen to the customer’s needs and 

wants. 

 I am willing to work hard so that I can meet 

the customer’s needs and will finish the job 

on time. 

Marketing  Start-up Costs  Financials & Extras 
I will be marketing using social media, 

flyers, going door to door and most 

importantly word of mouth. I will work 

on family and friends who need small 

repairs or work done at their home to get 

my business started. 

 

 Owner investment - cash 6,000$    

Owner investment - equipment -         

Vehicle and/or equipment loan 5,000      

Start up financing 7,000      

Total start up costs: 18,000$   

 Sales: 428,000$  100%

COGS 194,900    46%

Gross profit 233,100    54%

Overhead 45,200      11%

Pretax income 187,800    44%

Tax expense 46,900      11%

Owner withdrawals 44,000      10%

Net income 96,800$    23%  

  Personal Fit   
I am a hard worker and will give my customers 100% of my time to ensure they get quality work. I believe that with my experience I can achieve 

success. I come from a background of hard work and respect that I can give my customer’s. 
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PERSONAL FIT   

My Name is Jose G. I was born in San Antonio, Texas.  I am the youngest in my family. I have 

two brothers and three sisters. My mother was a stay-at-home mom. My father was always working 

during the week and on the weekends, and was never home with the family.  

 

I grew up in a poor neighborhood. Being the youngest, I was always left alone and had no one to 

look to for guidance. As I grew older, I started skipping school. My grades dropped and I started 

hanging out with the older neighborhood kids. They taught me how to sell drugs and make money. 

Coming from a poor family it felt good to make money and to be able to buy nice clothes, shoes, 

jewelry, and cars--things which I did not have as a child. My world turned upside down when I 

got hooked on drugs. Because I had a wife and two daughters, I had to get a job. I was making 

good money but I was still doing drugs. After several years, I got hurt on a jobsite, went to the 

hospital and my blood work showed I was using drugs. This caused me to get fired. Not knowing 

how I was going to pay the bills and support my drug habit, I started a robbery spree, which landed 

me in prison with a 10-year sentence. 

 

Prison has given me a lot of time to think about what I can do to better myself. I am now enrolled 

in the Prison Entrepreneurial Program, where I am acquiring the life skills to help me succeed 

upon release from prison. 

 

Jose G. is the owner and project manager of J&D Quality Fence and Remodeling. He will be 

personally dealing with customers and contractors in regards to questions or concerns about the 

project. Jose will overlook all projects to ensure they are done on schedule and within budget. Jose 

brings three years of experience in remodeling and private fencing. Mr. G. also has 10 years as a 

sheet metal roofing foreman and is skilled at reading blue prints. 

 

Mr. G. will tackle all projects and finish all tasks with leadership, determination and dedication. 

Jose earned his General Equivalency Diploma, obtained an EPA HVAC certificate from Windham 

School District and graduated from a nine-month Therapeutic Community Program.  
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OPPORTUNITY   

Explanation: 

Home owners are always looking for a reliable company to make repairs or renovations to their 

homes and contractors need dependable subcontractors on major projects. There are also 

companies and contractors that buy homes for less than market rate then flip them and sell for 

higher capital. My goal is for J&D Quality Fence and Remodeling to be people’s go to company 

for repairs, renovations and subcontracting.  

 

 Can I solve the problem given my skills and personality? 

 In order to succeed you need to have a good relationship with the customer. Also, you 

need a good personality and my skills with remodeling will show the customer they 

hired the right person for the job. 

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

quality? 

 In the beginning, I will be doing most of the work myself. Eventually, I will hire more 

workers as I become more successful. As I expand, I will oversee the projects to ensure 

the quality of work remains constant and to the high standards that J&D expects. 

 Will this venture require significant capital? 

 I will not need much capital. I will need to buy a truck and tools. 

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

 When I get out, I will discuss my plans with my parole officer so the business does not 

conflict with my parole restrictions. 

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

 This business will start off as a part time and as more work starts developing it will turn 

to full time.  

 

SOLUTION   

Explanation: 

Given the opportunity, I can make your home a comfortable and beautiful place by restoring your 

home with a fresh coat of paint, new tile flooring, remodeling the kitchen or bathrooms to meet 

the customer’s specified needs and wants. 

 

 What are the benefits that I am providing? 

 Customers can add value to their property with maintenance and updates. This in turn 

will attract buyers if they want to sell. 

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

 The difference that I plan on making is to build strong relationships with the customer 

which will ensure customer satisfaction. 

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

 We will use social media, flyers, business cards and word of mouth to reach our 

customers. 

 Will my solution actually be profitable? 

 Yes, there are a lot of home owners that need some kind of work or repair to their 

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

 When I first start off, I will be working from my mobile phone and home front. 

 Do I offer a guaranty or return policy? 

 Yes, I will guaranty that the job gets done right and upon the agreed completion date. 

I will also walk the project to make sure customer is satisfied. 

 

CUSTOMERS  

Explanation:   
My target customer will be homeowners who want to upgrade their home and contractors. I will 

also target customers that want to sell their home and need to make a few repairs prior to putting 

their house on the market.  

 

Demographics: 

 Will my service have different appeal to men versus women? 

 No, my services will not pinpoint a man or women. There are men and women that are 

homeowners that need minor repairs or major home remodeling. 

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

 My ideal customers would be young to middle aged adults. 

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

 Marital status does not apply.  

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

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

 I am appealing to customers who are looking to add value to their property. 

 

Income: 

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

 I will target middle class homeowners. 

 

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 advertise using social media, business cards, and word of mouth. 

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

 I will go to my customers at their property. 

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

suburb, or small rural community)?  

 I will be concentrating on suburbs and small rural communities. 

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

over the city)? Time is money. 

 I will start at a location close to where I live then eventually expand to other parts of 

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

 It will not be easy, I will work on a daily basis to get customers by going door to door 

passing out business cards and flyers. Once I develop a steady group of customers, I 

hope they refer me to friends, family and neighbors.  

 

 

 

Other: 

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

 I will be selling on an individual basis. 

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

 I will provide quality work and establish a good relationship with the customer so when 

they need additional remodeling, they will think of me. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price 

Their 

Advantages 

Their 

Disadvantages 
My Differentiators 

R.N.J Muniz 

Remodeling  

Direct Has Logos on 

work trucks 

business cards 

Average 

affordable  

Have a 10-year 

contract with 

government 

housing.  

Mostly does 

government 

housing.  

Will be working in residential 

areas and apartments. 

 

 

 

 

 

Guido 

Contractors  

Direct Bill Boards, TV 

ads  

Expensive  Been in Business 

for over 30 years.  

They do high class 

residential work 

only.  

Willing to work with low 

income and middle wage 

home owners.  

 

 

 

 

Reliable 

Remodeling 

and Pantry  

Indirect  Business cards Average 

affordable  

They cover less 

ground, but a 

high-density area. 

They only 

concentrate on a 

five-mile radius.  

I will be working all over the 

city not just one area. 

Sanchez Tile 

and Painting  

Indirect  Business cards,  

home 

advertising 

Average  They specialize in 

tile floor and 

painting only.  

They only work on 

tile work and 

painting. 

I provide more services in all 

aspects of the job. 
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EXTRAS   

External Extras: 

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

 Most of my material will come from Home Depot or other hardware stores. I have a 

friend that gets materials for a discount.  

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

 When I first start my business, I will work out of my house and from my mobile phone. 

As the business expands, I will rent a small building. 

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

 No, there are other companies that will be competition. 

 

Internal Extras: 

 Do you have a new or cutting-edge concept? 

 The concept is not new due to the nature of the industry, but I am unique in the fact that 

I will maintain a strong relationship with the customer to make it a positive experience. 

This way they use J&D for future projects and refer me to other potential customers. 

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

match initially? 

 I will work around the customer’s schedule. I will work on weekends or even at night. 

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

 I have obtained a GED. I also worked in sheet metal roofing for 10 years and have 

experience in remodeling. I am a good listener, have great ideas and am a quick learner.  

 

MARKETING  

Message: 

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

your company? 

  My company name says we do quality work, and that we are family oriented and 

honest. 

 What is your tagline? 

 Let us remodel your home, call J&D on the phone.  

 Is your message effective across different demographics? 

 When you see and hear our name you know we provide quality and perfection. 

 Is your pricing consistent with the market for similar offerings? 

 Yes, our pricing is consistent and competitive with the market, we also are willing to 

work with our customer’s budget. 

 Is your pricing consistent with the degree of personalization? 

 Every project will be different, but we will give every customer the same respect, 

honesty and quality work. 

Media: 

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

 The marketing strategy I will use is social media, business cards/flyers and logos on 

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

using the types listed above? 

 I calculate about 10 ideal customers every two or three months. 

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

 Once I reached my ideal customer about 60% will want my services. 

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

 For the marketing strategy I will be using, I estimate I will spend around $300 a month. 

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

 It will be a monthly charge I will be re-ordering business cards and flyers. 

 How will you collect customer reviews? 

 I will have my own company website and will also be listed on Angie’s List, Yelp and 

Google Reviews. On these different platforms, customers can leave a review and grade 

our job performance. 

 

 
 



 

9 
 

START-UP COST 

Owner's name

Company name

NAICS Business Classification

Sector (general classification)

Sub-sector (more specific classification)

Start-up Costs

Year 1

Assumption 4 - Total Uses

Non-Depreciable Costs

Paid or 

contributed 

in Month 1

marketing, business cards, fliers 200              

cell phone purchase 200              

car/truck down payment, if leased

permits

supplies, office & misc.

licence,insured, 2,000           

Cash needed for start-up expenses 2,400           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van 1,000           5,000               6,000           
company trailer 1,000           

computer, printer, fax -               
tools 1,000           1,000           

-               
-               

building/office deposit N/A N/A
beginning cash balance 7,600           N/A N/A
Cash needed for start-up assets 10,600         5,000               7,000           

60                assumed life (months)

117              monthly depreciation

Total start up cost 18,000        

Assumption 5 - Total Sources
Cash owner will contribute and the value of 

owner's assets contributed to company 6,000           33%

Vehicle loan and other equipment debt (see 

note 7 for financing) 5,000           28%

Startup financing, if applicable (for example 

Kiva loan) 7,000           39%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 18,000         100%

Jose G.

J&D Quality Fence n Remodeling

238: Specialty Trade Contractors

_23_Construction
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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 6,000.00     100% 2,000.00  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 1,500.00     25% 800.00     40% 0%

cost 2 description 300.00        5% 300.00     15% 0%

cost 3 description 400.00        7% 0% 0%

cost 4 description 200.00        3% 0% 0%

Total variable costs 2,400.00     40% 1,100.00  55% -           0%

Gross profit per unit - what you see on income statement 3,600.00     60% 900.00     45% -           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 

Remodeling sold 3              3                 3             4             4             4              4             5             5              5              5              45             

Fences sold 5              5                 5             6             6             6              6             10           10            10            10            79             

 sold -            

total revenue 28,000$   28,000$      28,000$  36,000$  36,000$  36,000$   36,000$  50,000$  50,000$   50,000$   50,000$   428,000$  

total cost of sales 12,700$   12,700$      12,700$  16,200$  16,200$  16,200$   16,200$  23,000$  23,000$   23,000$   23,000$   194,900$  

total income statement gross profit (excludes owner labor) 15,300$   15,300$      15,300$  19,800$  19,800$  19,800$   19,800$  27,000$  27,000$   27,000$   27,000$   233,100$  

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 5,000$     principal, beginning 5,000       4,807          4,613      4,418      4,221      4,023       3,824      3,623      3,421       3,218       3,013       

Interest rate (example 8%) 8.0% interest expense 33            32               31           29           28           27            25           24           23            21            20            295           

Loan term (# of months) 24            principal payment (193)        (194)            (195)        (197)        (198)        (199)         (201)        (202)        (203)         (205)         (206)         (2,193)       

Monthly payment 226          principal, ending 4,807       4,613          4,418      4,221      4,023      3,824       3,623      3,421      3,218       3,013       2,807       

Start-up financing, see Start-up Costs sheet

Amount borrowed 7,000$     principal, beginning 7,000       6,527          6,049      5,568      5,082      4,593       4,099      3,602      3,100       2,594       2,084       

Interest rate (example 8%) 10.0% interest expense 58            54               50           46           42           38            34           30           26            22            17            419           

Payback period (# of months) 14            principal payment (473)        (477)            (481)        (485)        (489)        (494)         (498)        (502)        (506)         (510)         (514)         (5,431)       

Grace period (months pay delay) -           principal, ending 6,527       6,049          5,568      5,082      4,593      4,099       3,602      3,100      2,594       2,084       1,569       

Monthly payment 532$        

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

# of employees 1              1                 1             1             1             1              1             1             1              1              1              

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 12.00       12.00          12.00      12.00      12.00      12.00       12.00      12.00      12.00       12.00       12.00       

salary expense, exclduing payroll taxes 1,920       1,920          1,920      1,920      1,920      1,920       1,920      1,920      1,920       1,920       1,920       21,120      

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 

2,000      2,000      5,000       Tools

Install tile sheetrock paintingkitchen remodel rebaths fix and install private fences

sheetrock

paint cement

Fences

Jose G. dba J&D Quality Fence n Remodeling

Remodeling

tile

misc

wood
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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

Remodeling 6 -         18,000    18,000    18,000    24,000    24,000    24,000    24,000    30,000    30,000    30,000    30,000    270,000     63%

Fences 6 -         10,000    10,000    10,000    12,000    12,000    12,000    12,000    20,000    20,000    20,000    20,000    158,000     37%

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

Total revenue -         28,000    28,000    28,000    36,000    36,000    36,000    36,000    50,000    50,000    50,000    50,000    428,000     100%

Cost of Goods Sold 2

Remodeling 6 -         7,200     7,200     7,200      9,600     9,600     9,600     9,600     12,000    12,000    12,000    12,000    108,000     25%

Fences 6 -         5,500     5,500     5,500      6,600     6,600     6,600     6,600     11,000    11,000    11,000    11,000    86,900       20%

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

Total COGS -         12,700    12,700    12,700    16,200    16,200    16,200    16,200    23,000    23,000    23,000    23,000    194,900     46%

Gross profit -         15,300    15,300    15,300    19,800    19,800    19,800    19,800    27,000    27,000    27,000    27,000    233,100     54%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         117        117        150        150        150        150        183        183        183        183        267        1,833         0%

Gasoline & fuels -         500        500        500        500        500        500        500        500        500        500        500        5,500         1%

Insurance - bonding -         500        500        500        500        500        500        500        500        500        500        500        5,500         1%

Insurance - vehicle -         125        125        125        125        125        125        125        125        125        125        125        1,375         0%

Interest - equip & start up 7 -         92          86          81          76          70          65          60          54          49          43          37          714           0%

Marketing 200        250        250        250        250        250        250        250        250        250        250        250        2,950         1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

8 -         1,920     1,920     1,920      1,920     1,920     1,920     1,920     1,920     1,920      1,920      1,920      21,120       5%

Payroll taxes (9%) 6 & 8 -         173        173        173        173        173        173        173        173        173        173        173        1,901         0%

Permits -         -            0%

Supplies -         -            0%

Tax service -         -            0%

Telephone - cellular 200        100        100        100        100        100        100        100        100        100        100        100        1,300         0%

2,000     -         -         -         -         -         -         -         -         -         -         -         2,000         0%

-         100        100        100        100        100        100        100        100        100        100        100        1,100         0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 2,400     3,876     3,871     3,899      3,894     3,888     3,883     3,911     3,905     3,900      3,894      3,972      45,293       11%

Taxable profit (loss) 1 (2,400)    11,424    11,429    11,401    15,906    15,912    15,917    15,889    23,095    23,100    23,106    23,028    187,807     44%

Tax (expense) benefit 1 (5,113)    (10,805)   (13,725)   (17,309)   (46,952)      -11%

Owner's withdrawals 1 -         (4,000)    (4,000)    (4,000)     (4,000)    (4,000)    (4,000)    (4,000)    (4,000)    (4,000)     (4,000)     (4,000)     (44,000)      -10%

Net profit (loss) (2,400)    7,424     2,316     7,401      11,906    1,107     11,917    11,889    5,369     19,100    19,106    1,720      96,855       23%

Depreciation 3 -         117        117        150        150        150        150        183        183        183        183        267        1,833         

Equipment purchases 3 (8,000)    -         -         (2,000)     -         -         -         (2,000)    -         -         -         (5,000)     (17,000)      

Principle, equipment loan 7 5,000     (193)       (194)       (195)       (197)       (198)       (199)       (201)       (202)       (203)       (205)       (206)       2,807         

Repay debt financing 7 7,000     (473)       (477)       (481)       (485)       (489)       (494)       (498)       (502)       (506)       (510)       (514)       1,569         

Owner contribution 3 6,000     -         -         -         -         -         -         -         -         -         -         -         6,000         

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

Net cash flow 7,600     6,874     1,761     4,874      11,374    569        11,374    9,374     4,849     18,574    18,574    (3,734)     92,065       

Cash, period start -         7,600     14,474    16,235    21,110    32,484    33,053    44,427    53,802    58,651    77,225    95,799    -            

Cash, period end 7,600     14,474    16,235    21,110    32,484    33,053    44,427    53,802    58,651    77,225    95,799    92,065    92,065       

Payroll - not owner and not in 

COGS

Jose G. dba J&D Quality Fence n Remodeling

Start-up expenses

Answering Service

 


