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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
To build an empire of great service to a 

city near you. Satisfying customer’s 

around the world 

 Our purpose is to strive and meet our 

customer’s needs one house at a time. 

 We provide cleaning services to 

buildings, offices, houses, and many other 

major corrections. 

Customers  Differentiators  Extras 

Our customers are predominantly high 

class males and females anywhere from 

the ages of 21-90, we will be located on 

the north side of Houston, Texas, 

suburban area such as Richmond and 

Conroe. 

 Difference between (P.C.S.) and other 

organizations is we strive to establish a 

healthy, professional relationship with our 

customers and bring outstanding timely 

results. 

 I have over eight years’ experience in the 

cleaning industry. At the age of 9-10 I 

watched my father clean major 

corporations such as Bank’s, AMECO, 

chemical plant offices etc.… 

Marketing  Start-up Costs  Financials & Extras 
My marketing will be on social media 

platforms such as Facebook, Instagram, 

Twitter, Yelp, flyers, newspaper, signs, 

and tradeshows. 

 Owner investment - cash 2,000$    

Owner investment - equipment -         

Vehicle and/or equipment loan 15,000    

Start up financing 3,500      

Total start up costs: 20,500$   

 
Sales: 89,000$    100%

COGS 20,700      23%

Gross profit 68,200      77%

Overhead 14,300      16%

Pretax income 53,800      60%

Tax expense 13,400      15%

Owner withdrawals 33,000      37%

Net income 7,300$      8%  

  Personal Fit   
We will show our flexibility and adjustability to fit our customer’s schedule, timeframe and environmental circumstances. You should choose 

the business/service of Joseph C.’s company because he has a genuine passion for helping other’s in times of despair and turn that into a 

delightful experience at Purity Cleaning Services. 
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PERSONAL FIT   

My name is Joseph C. I was born in Texas City, Texas on July 1, 1990. I was raised with a 

Christian background. When I was young all I remember was going to church all the time. On 

Wednesday nights we had Bible study and there was Sunday school and then Sunday service. 

My mother, Judy Simpson, grew closer to God, was saved and later became an ordained pastor. 

My father, Stephen C., seeing how God changed my mother’s life, became a deacon. Through 

my parents’ church involvement I felt that I belonged there as well.  I developed a strong passion 

for the drums and became the drummer for our church band.  

 

In school I was not a straight A+ student but I passed all my subjects except math, with which I 

always struggled. After I graduated from high school I got my first job working at a restaurant 

called Bases Hamburgers. I also picked up a job working at the dog track as a food runner. 

Shortly after that I enrolled at ITT Technical for computer technology and engineering (C.T.E). 

The class I was taking was for two years, but after I was there for a year, my parents divorced. 

That turned my world upside down, because I always envisioned my parents sharing their 50th 

and 60th anniversaries. I was devastated and went into a deep depression. I started smoking and 

drinking to the point I didn’t know who I was.  I burned all bridges with my family and friends, 

turning to the streets and illegal activities for survival.  

 

Not surprisingly, that eventually landed me in prison. Since my incarceration I have strived to 

rise above all the negative images society holds about incarcerated people. I have received a 

number of certificates such as World Bible School Discipleship, earned my High School 

Diploma, and completed Peer Health Education, Somebody Cares Discharging Program, Kairos, 

Inside Weekend Program, Core Curriculum, Construction Site Safety Orientation, Core 

Curriculum Introductory Craft Skills, Risk Baptism Construction, and Carpentry classes and 

vocational courses. I also play drums for the church choir band at the Cleveland Correctional 

Center. I realize how much I have really changed when the guards talk to me kind of rough and I 

am able to simply reply to them with kindness. I made a vow to myself and God that I will never 

let my family down again. I will lead courageously and look and work for the greater reward, 

Gods reward. 

 

As the proud founder and operator of Purity Cleaning Services (P.C.S.), Joseph will be 

responsible for carpet steamers, buffers, carpet cleaning chemicals, floor dryers, mops, mop 

buckets, buffer pads, floor scrapers, wax, bleach and other cleaning activities and materials. 

Joseph brings to this venture more than 10 years of experience in the cleaning industry, working 

for his father from age of 10 through 18 and at S&W for 3 years, assisting in the daily operations 

of the businesses. He is a consistent and hard worker with a strong work ethic. Joseph strives for 

100% customer satisfaction. Joseph will contribute long hours of dedication and determination 

so that he can carry his father’s legacy forward and take it all the way to the top of the industry. 
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OPPORTUNITY   

Explanation: 

Many family and business lack the proper material to maintain their living and business 

opportunity.  

 

 Can I solve the problem given my skills and personality? 

 I have over six years’ experience in cleaning carpet, buffing and waxing a variety of 

surface area flooring I believe that with my positive work ethics and upbeat 

personality that I can accomplish anything I set before me.  

 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 of this venture I will be the sole operator of this company. As the 

opportunity grows I plan to hire a small crew, a minimum of three employees, that 

will be highly trained and that will adhere to high standards of quality. 

 Will this venture require significant capital? 

  This business will take a minimum startup cost of $20,500. I will need to finance 

$15,000 for a company vehicle.  I also plan to not only be personally invested, but 

financially as well by investing from my personal savings. 

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

 This will not affect my parole restrictions. This business will be my opportunity to 

give back to society, my community, and most importantly, my family. 

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

 Starting off this will be a part time venture and later it will progress into a full time 

venture. I believe with hard work and dedication this venture will grow. 

 
 

SOLUTION   

Explanation: 

We provide cleaning and services to buildings, resident and commercial.  

 

 What are the benefits that I am providing? 

 We provide cleansing of any flooring surface areas to establishment such as houses, 

schools, offices restaurants, and other major corporations. 

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

 We execute the time it takes to reach our customers in a timely matter. We will 

provide the potential customer with a free estimation of the job before we attempt to 

do the work. This will ensure that our customers know what it will take to get the job 

done. We will also offer to pretreat areas that are in need of serious treatment. 

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

 I will deliver this idea to my customer’s not only by advertising but, by action 

because seeing is believing. 

 Will my solution actually be profitable? 

 My solution will be profitable because of my past experience. Due to this work in the 

field, I am confident that I will make profit within the first quarter of operations.  
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 Do I need a fixed location (Storefront) or is this a mobile business? 

 We will need to acquire a building for generic purposes such as storage of materials, 

but most of our work will come from the main office.  

 Do I offer a guaranty or return policy? 

 Yes, we will give all of our customers a three year warranty policy. 

 
 

CUSTOMERS  

Explanation:  

Predominately I am seeking high class males and females, ages 30 to 90 in the area Houston, 

Texas area, The Woodlands, and Conroe.  

 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 My Services will be non-gender specific because I believe both women and men are 

going need their carpet and floors cleaned. 

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

 My idea customers are between the ages of 30 to 90. I picked this age rage for the 

sole purpose that people that fit this range are apartment renters or home owners, and 

are also those that own or operate a business. 

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

 It does not matter if they are married or single. As long as I am able to provide my 

services to execute them to satisfactory.  

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

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

 In order to appeal to my customer base I will be Earth conscious and eco-friendly; by 

being environmental concerned of their living situations and health concerns of not 

only themselves, but of their children and pets. 

 

Income: 

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

 I would like to categorize most of my customer’s income on the middle class and 

high class. Meaning that my customer base will need to have a minimum income of 

$30K and up. 

 

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 sell to my customers in their homes, work places, and online through our 

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

 Either I can go to them or they can come to me. I will offer free estimations to the 

customer online and over the phone. If the customer is getting free quote and then 

wants the services based off the estimation then a discounted rate will be applied to 

those that get same day service. 

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

suburb, or small rural community)? 

 My customer will live in the neighborhood of the Woodlands and Conroe Area. I will 

be available to do work outside of those areas. 

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

over the city)? Time is money. 

 My customer will be located to a 20-40 mile radius.  

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

  We will have advertisements online, flyers, and from personal referrals. Word of 

mouth is the key to success in any field and we value what our customers have to say. 

 

 

Other: 

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

individually? 

 I can reach out to my customers in a group setting once we get in contact with them.  

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

 We will make sure that every customer is 100% satisfied with our services. 

 Am I selling to a wholesaler, retailer or does it matter? 

 We will do business to business with wholesaler. 

 What industry is my customer in? 

 They are in the cleaning industry.  

 What size customer do I want to serve (large/small, single/multiple locations)? 

 I want to do service with multiple locations in Houston, Texas.  

 Will my customer require special insurance (construction bonding, liability insurance)? 

 My customer will require liability insurance.  

 Does my customer require 24/7 service? 

 I do not think anyone will want their carpet or floor cleaned at 3:00am in the morning 

so no 24\7. 

 Do I have the capacity to meet the customer’s demands? 

 We strive to meet our customer’s every need.  

 Will the size of a customer allow me to develop other clients or will I be hostage to one 

company? 

  We want to build and grow, into a major corporation’s and branch off to other 

companies.  
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Stanley 

Steamer 

Direct Commercial 

networking on 

television. 

High There are 

broadcasted 

worldwide. 

Hard to get in 

contact with. 

More convenient and get to 

customers in a reasonable 

time. 

 

Zero Rez Indirect Social media. 

(Facebook 

twitter, 

Instagram etc.) 

Average Specialized in 

custodian since 

1977. 

Too old fashion. We are an up to date fairly 

new business with new ways 

to be innovative and fresh 

with ideas to satisfy our 

customer. 

 

Heavens Best Direct Billboards. 

City buses. 

Flyers. 

High They are skillful in 

buffing floors. 

They do not do 

carpets as well as 

floors. 

We clean carpets like our life 

depends on it. 

Dalworth Indirect Internet. 

Word of mouth. 

Low They are 

explicating good at 

cleaning carpet. 

They do not do 

floors as well as 

carpets. 

We clean, buff and wax tile 

floors so well you can see 

your reflection. 
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EXTRAS   

External Extras: 

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

 We have a connection with vendors in the industry to help provide us with the much 

needed chemicals, buffer pads bucket’s mops, wax solution & other entities.  

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

 My business is going to be in the location of Houston TX, particularly on the 

Northside, woodlands & Conroe area. 

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

 From my researching there two other cleaning companies in the same area but purity, 

cleaning service is the best of the best looking for potential customer’s to satisfy. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 Most cleaning service when cleaning your floor carpet. It usually takes several hours 

for it dry, but your floor/carpet will be dry in no time. 

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

match initially? 

 Our scheduling will work around our customer’s. A lot of times when dealing with 

major corporations, they pretty much lack in the customer’s service area and can’t 

deliver on time and outstanding results. That is what makes us unique  

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

 I have over 10 years’ experience working with my father at a very young age learning 

all of the fundamentals about the cleaning industry.  

 
 

MARKETING  

Message: 

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

about your company? 

 We are the best of the best when it comes to custodian professionalism, proficient in 

understanding, knowledge and insight about our foundation. 

 What is your tagline? 

 What is cleaner than? Exactly. Feel a comforting sensation in the hands of Purity 

Cleaning Services 

 Is your message effective across different demographics? 

 Our message is effective worldwide, touching the hearts of people around the globe. 

 Is your pricing consistent with the market for similar offerings? 

 Our pricing is convenient and we our willing to help/work with anyone in need. 

 Is your pricing consistent with the degree of personalization? 

 Our pricing differ depending on our commercial customer’s depending on the size of 

their building is requires more work, so unfortunately we will charge more. 
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Media: 

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

 Social media; word of mouth, and flyers 

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

using the types listed above? 

 We will be able to reach a substantial amount of customers hypothetically speaking 

(50-100) per month. 

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

 Out of the (50-100) we reached out to 25-30 will buy from us. 

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

 Social media (Facebook, Instagram, Twitter) “Free”. The flyers will cost anywhere 

from $15 to $20. Word of mouth (free) 

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

 Recurring monthly charge, we plan on have holiday season, and duplex packages thur 

out the year. 

 How will you collect customer reviews? 

 In order to collect customer revives I will use data collecting sites like Yelp and 

Google Reviews. I will also have it set on our website to that customers are instanly 

linked to those sites as well as being able to leave customer reviews on our website.    



 

 

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 300              

cell phone purchase 100              

car/truck down payment, if leased 800              

permits 150              

supplies, office & misc. 1,000           

working capital

LLC 450              

Cash needed for start-up expenses 2,800           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 15,000             15,000         

company trailer 1,500           
computer, printer, fax 1,000           1,000           

-               
-               

-               
building/office deposit N/A N/A

beginning cash balance 200              N/A N/A
Cash needed for start-up assets 2,700           15,000             16,000         

60                assumed life (months)

267              monthly depreciation

Total start up cost 20,500        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 2,000           10%

Vehicle loan and other equipment debt (see 

note 7 for financing) 15,000         73%

Startup financing, if applicable (for example 

Kiva loan) 3,500           17%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 20,500         100%

Joseph C.

Purtiy, Cleaning, Service

814: Private Households

_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 300.00        100% 100.00        100% 200.00        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 30.00          10% 20.00          20% 20.00          10%

cost 2 description 40.00          13% 15.00          15% 15.00          8%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 70.00          23% 35.00          35% 35.00          18%

Gross profit per unit - what you see on income statement 230.00        77% 65.00          65% 165.00        83%

 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 

Area cleaning sold 10            16               18          20            6                    16               12          10          12                 18               12               150          

home cleaning sold 12            16               10          12            18                  12               18          12          18                 10               10               148          

office cleaning sold 16            16               12          16            10                  10               10          10          18                 10               18               146          

total revenue 7,400$     9,600$        8,800$   10,400$   5,600$           8,000$        7,400$   6,200$   9,000$          8,400$        8,200$        89,000$   

total cost of sales 1,680$     2,240$        2,030$   2,380$     1,400$           1,890$        1,820$   1,470$   2,100$          1,960$        1,820$        20,790$   

total income statement gross profit (excludes owner labor) 5,720$     7,360$        6,770$   8,020$     4,200$           6,110$        5,580$   4,730$   6,900$          6,440$        6,380$        68,210$   

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

Equipment financing, see Start-up Costs sheet amortization schedule

Amount borrowed 15,000$   principal, beginning 15,000     14,755        14,508   14,258     14,005           13,750        13,493   13,233   12,970          12,705        12,437        

Interest rate (example 8%) 12.0% interest expense 150          148             145        143          140                138             135        132        130               127             124             1,511       

Loan term (# of months) 48            principal payment (245)        (247)            (250)       (252)         (255)               (258)            (260)       (263)       (265)              (268)            (271)            (2,834)      

Monthly payment 395          principal, ending 14,755     14,508        14,258   14,005     13,750           13,493        13,233   12,970   12,705          12,437        12,166        

Start-up financing, see Start-up Costs sheet

Amount borrowed 3,500$     principal, beginning 3,500       3,414          3,327     3,239       3,151             3,062          2,973     2,883     2,793            2,702          2,610          

Interest rate (example 8%) 8.0% interest expense 23            23               22          22            21                  20               20          19          19                 18               17               224          

Payback period (# of months) 36            principal payment (86)          (87)              (87)         (88)           (89)                 (89)              (90)         (90)         (91)                (92)              (92)              (982)         

Grace period (months pay delay) principal, ending 3,414       3,327          3,239     3,151       3,062             2,973          2,883     2,793     2,702            2,610          2,518          

Monthly payment 110$        

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 

Joseph C. dba Purtiy, Cleaning, Service

Area cleaning

cleaning supplies cleaning supplies

office cleaning

carpet cleaning, floor buffing/waxing, stain removal carpet cleaing/dryer service

clemicals(eco friendly)clemicals(eco friendly) clemicals(eco friendly)

cleaning supplies

home cleaning

 



 

 

 

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

Area cleaning 6 -         3,000     4,800     5,400      6,000     1,800     4,800     3,600     3,000     3,600      5,400      3,600      45,000       51%

home cleaning 6 -         1,200     1,600     1,000      1,200     1,800     1,200     1,800     1,200     1,800      1,000      1,000      14,800       17%

office cleaning 6 -         3,200     3,200     2,400      3,200     2,000     2,000     2,000     2,000     3,600      2,000      3,600      29,200       33%

Total revenue -         7,400     9,600     8,800      10,400    5,600     8,000     7,400     6,200     9,000      8,400      8,200      89,000       100%

Cost of Goods Sold 2

Area cleaning 6 -         700        1,120     1,260      1,400     420        1,120     840        700        840        1,260      840        10,500       12%

home cleaning 6 -         420        560        350        420        630        420        630        420        630        350        350        5,180         6%

office cleaning 6 -         560        560        420        560        350        350        350        350        630        350        630        5,110         6%

Total COGS -         1,680     2,240     2,030      2,380     1,400     1,890     1,820     1,470     2,100      1,960      1,820      20,790       23%

Gross profit -         5,720     7,360     6,770      8,020     4,200     6,110     5,580     4,730     6,900      6,440      6,380      68,210       77%

Expenses 2

Auto or truck lease 800        800           1%

Depreciation 3 -         267        267        267        267        267        267        267        267        267        267        267        2,933         3%

Gasoline & fuels -         150        150        150        150        150        150        150        150        150        150        150        1,650         2%

Insurance - bonding -         150        150        150        150        150        150        150        150        150        150        150        1,650         2%

Insurance - vehicle -         150        150        150        150        150        150        150        150        150        150        150        1,650         2%

Interest - equip & start up 7 -         173        170        167        164        161        158        155        152        148        145        142        1,735         2%

Marketing 300        75          75          75          75          75          75          75          75          75          75          75          1,125         1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits 150        150           0%

Supplies 1,000     1,000         1%

Tax service -         -            0%

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

450        -         -         -         -         -         -         -         -         -         -         -         450           1%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 2,800     1,065     1,062     1,059      1,056     1,053     1,050     1,046     1,043     1,040      1,037      1,033      14,344       16%

Taxable profit (loss) 1 (2,800)    4,655     6,298     5,711      6,964     3,147     5,060     4,534     3,687     5,860      5,403      5,347      53,866       61%

Tax (expense) benefit 1 (2,038)    (3,956)    (3,320)    (4,152)     (13,467)      -15%

Owner's withdrawals 1 -         (3,000)    (3,000)    (3,000)     (3,000)    (3,000)    (3,000)    (3,000)    (3,000)    (3,000)     (3,000)     (3,000)     (33,000)      -37%

Net profit (loss) (2,800)    1,655     1,260     2,711      3,964     (3,808)    2,060     1,534     (2,633)    2,860      2,403      (1,806)     7,400         8%

Depreciation 3 -         267        267        267        267        267        267        267        267        267        267        267        2,933         

Equipment purchases 3 (17,500)   -         -         -         -         -         -         -         -         -         -         -         (17,500)      

Principle, equipment loan 7 15,000    (245)       (247)       (250)       (252)       (255)       (258)       (260)       (263)       (265)       (268)       (271)       12,166       

Repay debt financing 7 3,500     (86)         (87)         (87)         (88)         (89)         (89)         (90)         (90)         (91)         (92)         (92)         2,518         

Owner contribution 3 2,000     -         -         -         -         -         -         -         -         -         -         -         2,000         

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

Net cash flow 200        1,590     1,192     2,640      3,890     (3,885)    1,980     1,450     (2,720)    2,770      2,310      (1,902)     9,517         

Cash, period start -         200        1,790     2,982      5,623     9,513     5,628     7,608     9,058     6,338      9,109      11,419    -            

Cash, period end 200        1,790     2,982     5,623      9,513     5,628     7,608     9,058     6,338     9,109      11,419    9,517      9,517         

Joseph C. dba Purtiy, Cleaning, Service

Start-up expenses

Payroll - not owner and not in 

COGS

 


