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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Real estate properties are in need of 

electrical contractors If there is a problem 

with your utilities we will find it. 

 We are certified electricians seeking to 

provide and install the essentials to help 

America reach its true potential. 

 We will offer maintenance to buildings or 

homes and we will inspect electrical 

circuits to identify problems and offer 

affordable solutions. 

Customers  Differentiators  Extras 

We will target commercial and home 

builders as well as established buildings 

that need maintenance/labor. 

 We will work in the customers’ time 

standards. We specialize in timely work. 

This means efficient service time to help the 

customers reach their pre-determined date. 

 I will be seeking to add additional service 

such as security systems, alarms, 

amplifiers and speakers. 

Marketing  Start-up Costs  Financials & Extras 
We will primarily focus on a YouTube 

channel making humorous videos that 

deal with electrical hazards to market and 

of course other ads as well. 

 Owner investment - cash 10,400$  

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing 2,000      

Total start up costs: 12,400$   

 Sales: 122,700$  100%

COGS 17,200      14%

Gross profit 105,400    86%

Overhead 41,500      34%

Pretax income 63,900      52%

Tax expense 15,900      13%

Owner withdrawals 31,000      25%

Net income 16,900$    14%  

  Personal Fit   
I received my GED in TDCJ and a trade in electrical. I also have trades in HVAC and an EPA licensed. 
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PERSONAL FIT   

My name is Antonio “Tony” M. I was born in Houston, Texas on June 26, 1995. I have two 

older sisters. I was raised by my grandmother until I was 13. At that time my mother took over 

raising us. Both of my parents have been incarcerated. My father served five years in prison then 

was deported after his release and never returned. My mother served two years. After she was 

released from prison, she chose to get her life on track.  

 

I’ve always received decent grades in school, but began running with the wrong crowd of people 

in middle school. My neighborhood was considered the “ghetto.” I dropped out in the 9th grade 

for a year, then enrolled back into the Houston Can Academy, an alternative school for students 

struggling with education. I made it through the 10th grade but dropped again before the start of 

the 11th grade. 

 

I started smoking marijuana at age 14 and eventually started taking prescription drugs. At age 16 

I began to mix the drugs and alcohol together to get a different kind of high. I became involved 

in a small street gang, in order to feel comfortable and get acceptance form my peers.  I 

committed aggravated robbery with a deadly weapon while under the influence of alcohol and 

drugs just before my 18th birthday and was sent to jail. 

 

When I came to prison at the age of 19, I realized that I would have to change for the better or I 

would end up back in prison. I chose to utilize this time as a learning experience and aspire to 

change for the greater good. I am now 24 years old and have served five and a half years of a six 

year sentence, during which I have changed mentally, physically, and even spiritually. I am done 

with foolish living and wicked lifestyles. I am committed to gaining knowledge, wisdom and 

understanding.  

 

Normally, I am an introverted person but I can also be very social at times. I can get outside of 

my comfort zone as well, which makes me extremely versatile when it comes to dealing with 

people. I know how to get everyone on the same page, am able to reason and make wise 

decisions. I am committed to PEP’s 10 Driving Values, which I will use as my guide in all 

aspects of my life. I will be released from prison in April 2020. 

 

As the owner of Electrical Age, Antonio will be responsible for the general management of the 

company. He will supervise and direct all employees in the performance of their services. 

Antonio plans to continue his education in the IEC Apprenticeship Program and upon 

completion, will receive his Journeyman’s license. During his incarceration, he has completed an 

Electrical Level One trade and gained skills in HVAC. Additionally, he has over 600 hours of 

experience in furniture assembly. Antonio earned his G.E.D from Windham School District in 

2015.  
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OPPORTUNITY   

Explanation: 

All businesses or homes, whether residential or commercial, require electricity and if something 

is troubled they will need proper maintenance. That’s where we come in. 

 

 Can I solve the problem given my skills and personality? 

 I am licensed in electrical and have a trade certification in it. I will be pursuing more 

on-the-job training hours and also more school hours as well. I have a certificate in 

workplace skills so I know how to deal with customers.  

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

quality? 

 I will have to start off alone until I can get a journeyman’s license and then apprentice 

workers can work under my supervision.    

 Will this venture require significant capital? 

 To start, this venture will not require substantial amounts of capital. I estimate 

approximately $10,000 to pay for vehicle and utilities. 

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

 This plan will not have an effect on parole due to the fact that it’ll be about four years 

after my release and parole will be terminated.  

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

 I will working part-time in the beginning until I gain traction in the industry and 

demand increases. I will then hire more employees and expand to full time 

operations. 

 
 

SOLUTION   

Explanation: 

Every home needs electricity so my solution is to get customers power by providing the proper 

electrical work and installing to make that happen.  

 

 What are the benefits that I am providing? 

 Primarily, I am providing a service to equip customers with electricity, and then a 

service of inspections and maintenance if any errors occur with their power. 

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

 We will practice good housekeeping to ensure everything is organized and try to meet 

customer’s time standards if reasonable. 

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

 On social media, we will have a Facebook page, postings on the Craigslist web page, 

and there will be a YouTube account showing basic solutions on how to fix common 

electrical problems. 

 Will my solution actually be profitable? 

 We analyze every project as far as how many workers will be needed how much 

material and hours spent on the job before taking the offer. 
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 Do I need a fixed location (Storefront) or is this a mobile business? 

 Both will be required, starting with a work truck and small crew of employees then 

opening a workshop with an office as well. 

 Do I offer a guaranty or return policy? 

 No, my service is to provide you with electricity and to make sure it works, that is a 

turn-key job on our part. We also do maintenance if there is problems with your 

service for any reasons. 

 
 

CUSTOMERS  

Explanation:  

We are looking for customers who seek to build business or houses and in addition we also do 

maintenance for customers who already have a building. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 It will have the same to both genders there. 

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

 My ideal customer’s age is 20-85. We are targeting consumers that own property. 

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

 Marital status is not a factor. 

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

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

 I will be targeting particular environmentally concerned customers who seek to build 

houses or businesses. 

 

Income: 

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

 There will be an estimated price evaluation before customers hire my company.  

 

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 answer service calls and can go to them, or they can come to me and we will 

establish the business terms. 

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

 I will always go to customer’s sites and homes to provide my service.  

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

suburb, or small rural community)? 

 We provide service to any environment needing to be established that has homes or 

commercial buildings.  
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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. 

 Customer locations can vary but the general target area will be the Houston metro 

area.   

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

  We will have new and repeat customers and indicative of the service we provide, 

they will give reference and referrals with business cards that we provide. 

 

Other: 

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

individually? 

 I will plan to meet with customers individually so we can discuss layout plans, 

materials needed and the time frame for completion. 

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

 We will provide above average services so it is very likely that they will contact me 

for future jobs. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Independent 

Electrical 

Contractors 

 

Direct 

 

Word of mouth 

Social 

Network 

Online 

 

Average 

 

More employees, 

more jobs and 

quicker contracts.  

Cannot offer 

industrial service or 

work with motors. 

We can troubleshoot motors 

and are trained to handle high 

voltage.  

 

 

 

Zachery 

 

Indirect 

 

Power plant 

industries  

Word of mouth 

High 

 

More industrial 

trained electricians 

and can deal with 

troubleshooting 

motors. 

Only located in the 

industrial sites and 

cannot offer 

commercial or 

residential service. 

We take jobs on all sites 

including commercial and 

residential. 

The  

Union 

Labor 

 

Indirect 

 

Workforce 

Solutions 

 

Traditional 

media 

Average 

 

Nationally 

recognized and can 

work all over the 

country. 

May take longer 

time to finish job 

due to constantly 

training new 

employees. 

We send most experienced 

workers if there is a time limit 

with a job. 

Milestone 

Electric 

 

Direct 

 

Mainstream 

advertisements 

Low 

 

Prices are known 

to be better than 

the average. 

Employees are 

unlicensed and not 

getting the school 

hours.  

All employees must be in an 

apprenticeship program we 

offer and we pay for school 

hours thus all employees are 

trained well. 
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EXTRAS   

External Extras: 

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

 This venture has a four year projected start date and I will have established 

connections by that time. 

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

 There will be an essential storefront/shop but we are a service company that deals 

with contracting electrical work in the field.  

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

 I will be in Houston, TX and Harris County where there demand is high as well as the 

competition. 

 

Internal Extras: 

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

 In the business I am pursing, I am still at the beginner stage as far as the knowledge 

for the craft. That being said, I have a projected four year span until actual start-up.  

 
 
 
 

MARKETING  

Message: 

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

about your company? 

 It creates an idea of effective time and also gives an introduction to our craft. 

 What is your tagline? 

 Lightning fast timing to keep customers smiling. 

 Is your message effective across different demographics? 

 The Electrical Age implies society as a whole in its current system of age.  

 Is your pricing consistent with the market for similar offerings? 

 It can vary into different levels due to the many aspects of voltages and services we 

can offer. 

 Is your pricing consistent with the degree of personalization? 

 Prices change for different fields and increase with the degree of personalization. 
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Media: 

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

 We will have a YouTube channel, an ad in the daily newspaper, and our own website. 

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

using the types listed above? 

 Through this marketing strategy, we can potentially reach thousands of customers.  

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

 We project a 5% conversion to actual sales. 

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

 A YouTube channel is free of charge, a website will charge an affordable fee and 

$100 an issue for the news ads.  

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

 The newspaper expense will recur monthly. 

 How will you collect customer reviews? 

 Our e-mail address is listed on all of our advertisements. We will also review the 

comments and videos we receive. 

 



 

 

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 100                 

car/truck down payment, if leased 1,000             

permits 500                 

supplies, office & misc.

tools 3,000             

website 100                 

Cash needed for start-up expenses 4,900             

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 500                 500                 

-                  
-                  
-                  

building/office deposit N/A N/A
beginning cash balance 7,000             N/A N/A
Cash needed for start-up assets 7,500             -                      500                 

60                   assumed life (months)
8                     monthly depreciation

Total start up cost 12,400        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 10,400           84%

Vehicle loan and other equipment debt (see 

note 7 for financing) -                  0%

Startup financing, if applicable (for example 

Kiva loan) 2,000             16%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 12,400           100%

Antonio M.

Electrical Age 

238: Specialty Trade Contractors

_23_Construction

 



 

 

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 110.00     100% 440.00     100% 800.00      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 5.00          5% 50.00        11% 150.00      19%

cost 2 description 2.00          2% 2.00          0% 2.00           0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 7.00          6% 52.00        12% 152.00      19%

Gross profit per unit - what you see on income statement 103.00     94% 388.00     88% 648.00      81%

 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 

Service Call sold 20                                          18             17             20             18             15             20             18             18              20              18              202             

Residental Installation sold 10                                          10             10             10             10             10             10             10             8                7                8                103             

Commercial Installation sold 5                                            7               5               7               5               8               5               7               5                7                8                69                

total revenue 10,600$                                11,980$   10,270$   12,200$   10,380$   12,450$   10,600$   11,980$   9,500$      10,880$    11,900$    122,740$   

total cost of sales 1,420$                                  1,710$     1,399$     1,724$     1,406$     1,841$     1,420$     1,710$     1,302$      1,568$      1,758$      17,258$      

total income statement gross profit (excludes owner labor) 9,180$                                  10,270$   8,871$     10,476$   8,974$     10,609$   9,180$     10,270$   8,198$      9,312$      10,142$    105,482$   

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 2,000$      principal, beginning 2,000                                    1,917        1,833        1,750        1,667        1,583        1,500        1,417        1,333         1,250         1,167         

Interest rate (example 8%) 0.0% interest expense -                                        -            -            -            -            -            -            -            -             -             -             -              

Payback period (# of months) 24              principal payment (83)                                        (83)            (83)            (83)            (83)            (83)            (83)            (83)            (83)             (83)             (83)             (917)            

Grace period (months pay delay) principal, ending 1,917                                    1,833        1,750        1,667        1,583        1,500        1,417        1,333        1,250         1,167         1,083         

Monthly payment 83$            

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 12.50                                    12.50        12.50        12.50        12.50        12.50        12.50        12.50        12.50         12.50         12.50         
salary expense, exclduing payroll taxes 2,000                                    2,000        2,000        2,000        2,000        2,000        2,000        2,000        2,000         2,000         2,000         22,000        

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 

Antonio M. dba Electrical Age 

Service Call

Materials Materials

Commercial Installation

Troubleshooting Electrical Problems installation of electrical componenets installation of electrical componenets 

FuelFuel Fuel

Materials

Residental Installation

 



 

 

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

Service Call 6 -         2,200     1,980     1,870      2,200     1,980     1,650     2,200     1,980     1,980      2,200      1,980      22,220       18%

Residental Installation 6 -         4,400     4,400     4,400      4,400     4,400     4,400     4,400     4,400     3,520      3,080      3,520      45,320       37%

Commercial Installation 6 -         4,000     5,600     4,000      5,600     4,000     6,400     4,000     5,600     4,000      5,600      6,400      55,200       45%

Total revenue -         10,600    11,980    10,270    12,200    10,380    12,450    10,600    11,980    9,500      10,880    11,900    122,740     100%

Cost of Goods Sold 2

Service Call 6 -         140        126        119        140        126        105        140        126        126        140        126        1,414         1%

Residental Installation 6 -         520        520        520        520        520        520        520        520        416        364        416        5,356         4%

Commercial Installation 6 -         760        1,064     760        1,064     760        1,216     760        1,064     760        1,064      1,216      10,488       9%

Total COGS -         1,420     1,710     1,399      1,724     1,406     1,841     1,420     1,710     1,302      1,568      1,758      17,258       14%

Gross profit -         9,180     10,270    8,871      10,476    8,974     10,609    9,180     10,270    8,198      9,312      10,142    105,482     86%

Expenses 2

Auto or truck lease 1,000     300        300        300        300        300        300        300        300        300        300        300        4,300         4%

Depreciation 3 -         8            8            8            8            8            8            8            8            8            8            8            92             0%

Gasoline & fuels -         400        400        400        400        400        400        400        400        400        400        400        4,400         4%

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

Insurance - vehicle -         100        100        100        100        100        100        100        100        100        100        100        1,100         1%

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

Marketing 200        200        200        300        300        1,200         1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

8 -         2,000     2,000     2,000      2,000     2,000     2,000     2,000     2,000     2,000      2,000      2,000      22,000       18%

Payroll taxes (9%) 6 & 8 -         180        180        180        180        180        180        180        180        180        180        180        1,980         2%

Permits 500        500           0%

Supplies -         -            0%

Tax service -         -            0%

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

3,100     -         -         -         -         -         -         -         -         -         -         -         3,100         3%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 4,900     3,438     3,238     3,238      3,438     3,238     3,238     3,238     3,538     3,238      3,238      3,538      41,522       34%

Taxable profit (loss) 1 (4,900)    5,742     7,032     5,633      7,038     5,736     7,371     5,942     6,732     4,960      6,074      6,604      63,960       52%

Tax (expense) benefit 1 (1,968)    (4,602)    (5,011)    (4,409)     (15,990)      -13%

Owner's withdrawals 1 -         (3,000)    (3,000)    (3,000)     (3,000)    (3,000)    (3,000)    (3,000)    (1,000)    (3,000)     (4,000)     (2,000)     (31,000)      -25%

Net profit (loss) (4,900)    2,742     2,063     2,633      4,038     (1,866)    4,371     2,942     721        1,960      2,074      194        16,970       14%

Depreciation 3 -         8            8            8            8            8            8            8            8            8            8            8            92             

Equipment purchases 3 (500)       -         -         -         -         -         -         -         -         -         -         -         (500)          

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

Repay debt financing 7 2,000     (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         1,083         

Owner contribution 3 10,400    -         -         -         -         -         -         -         -         -         -         -         10,400       

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

Net cash flow 7,000     2,667     1,988     2,558      3,963     (1,941)    4,296     2,867     646        1,885      1,999      119        28,045       

Cash, period start -         7,000     9,667     11,655    14,213    18,175    16,235    20,530    23,397    24,043    25,927    27,926    -            

Cash, period end 7,000     9,667     11,655    14,213    18,175    16,235    20,530    23,397    24,043    25,927    27,926    28,045    28,045       

Antonio M. dba Electrical Age 

Start-up expenses

Payroll - not owner and not in 

COGS

 


