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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
People are becoming aware of their 

health and therefore are now eating 

healthier. My business will be a first of 

its kind. 

 Everything Tuna wants to provide a healthy 

eating choice by offering quality food. We 

will also have a well trained staff to give 

customers the best service. 

 I will provide food that will help people in 

achieving a healthier way of eating. 

Customers  Differentiators  Extras 

My customers will be people that are 

health conscious. Other customers will 

be people with a desire to lose weight. 

 A business that focuses on preparing tuna 

with your choice of ingredients is a first of its 

kind. 

 I will personally oversee everyday service 

to customers. I will personally select 

quality products for a better tasting 

product. 

Marketing  Start-up Costs  Financials & Extras 
A popular mall will help, by providing 

walk traffic as well as word of mouth. I 

will also be giving flyers to customers.  

 Owner investment - cash 52,400$  

Owner investment - equipment -         

Vehicle and/or equipment loan 6,000      

Start up financing -         

Total start up costs: 58,400$   

 Sales: 282,300$  100%

COGS 53,100      19%

Gross profit 229,200    81%

Overhead 127,900    45%

Pretax income 101,200    36%

Tax expense 25,300      9%

Owner withdrawals 39,600      14%

Net income 36,300$    13%  

  Personal Fit   
By being health conscious myself, I have passion for my business. I want to help people with health issues and those overweight. With my 

knowledge and experience I know I can help. 
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PERSONAL FIT   

My name is Juan A. G. I was born in Weatherford, Texas on August 14, 1976. I am one of two 

children. I was raised in Houston, Texas by my mother. She worked to get my sister and me 

through school and she also taught us to be respectful and honest. I dropped out of high school in 

the 10th grade, my mother was highly disappointed with me. In order to make her happy I had to 

obtain my G.E.D.   

 

As a teenager growing up I wanted things other kids had at school, even though my mother 

worked hard she barely made enough to support us. I had to quit school and decided to work to 

make money so that I could by the things I wanted. At first, I was doing well for myself. I was 

buying what I wanted. In the act of feeling independent I began to want more. I wanted a car so 

that I could go out on dates and I wanted to buy expensive clothes. My job was not giving me 

enough to allow me to buy the things I craved since I was only making minimum wages. That is 

when I started making wrong decisions.  I started hanging around guys that liked to steal cars and 

that is how I ended up in jail for the first time at the age of 18. I have been in and out of jails 

throughout my life for varies reasons. The last time that I was in jail I told myself that would be 

the “last time” because I had lacked the maturity in my thinking decisions. 

 

Some people blame their problems on drugs and alcohol. I do not have these problems. My 

problems were not taking the right counseling for the failure in my marriage. I was not thinking 

or acting in the way that God wanted me. So to help with my personal issues I decided to enroll 

in the Prison Entrepreneurship Program. The program has great leadership and it really has 

opened my eyes. I am now understanding the things I did wrong. Every day I am learning 

different ways in how to live my life the way God has intended. I am now 42 years old. At this 

age one would think you should know all there is to know but I am learning things I really did 

not know. I would encourage other inmates to take this program if it was offered to them, simply 

because it really works. I will take the things that I have learned in the program and use them to 

live a new way, a better way. I have always been good in business and have had success in my 

past ventures. Now with my leadership mentality, I know that will bring me more success than 

before. I will not take life for granted. I know I will be a good boss and my employees will enjoy 

working for me. I am also willing to work with partners in business and I know that with my 

knowledge I will be able to grow. My mind is more focused now. I am able to understand 

problems and manage them in different areas in my life in the proper ways. Now I know I will be 

a better father that will show love to my kids as well and be the man that they need in their lives. 

So, with these tools I look forward to the rewards life has to offer me. I will be released on 

October 23rd, 2021. 

 

 As the founder and owner of Everything Tuna, Juan will be responsible for product orders, 

sales, marketing, customer satisfaction, and general management of the restaurant. Juan brings 

more than 5 years of experience in the food industry. He worked at Prince’s Food Services for 3 

years as a server, in addition, he has 2 years of experience in food preparation from Mi Casa 

Mexican Café, where he was a cook. He is very familiar with customer service and food quality 

control. Juan has completed Leadership Academy and he is now ready to be a leader that will 

contribute to his community and company as an entrepreneur. 
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OPPORTUNITY   

Explanation: 

People tend to fall short in trying to achieve their goals when changing eating habits because of 

so many different unhealthy fast food places available. Everything Tuna’s opportunity comes in 

play when giving customers an alternative to making a healthy choice. 

 

 Can I solve the problem given my skills and personality? 

 My five years’ experience in the food industry gives me an advantage in providing 

quality food and service to my 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 need to hire four to five employees to maintain a good working rotation. 

 Will this venture require significant capital? 

 My start-up cost will need significant funding for the location. 

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

 The business opening date would be after the completion of my parole. 

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

 I will have to be a full-time venture to gain profit and recognition. 

 
 

SOLUTION   

Explanation: 

For people looking to change their eating habits, Everything Tuna will have a variety of tuna to 

satisfy every customer’s needs. That could be for people with health issues, starting a diet or just 

like tuna. 

 

 What are the benefits that I am providing? 

 I will personally oversee preparation of food and service for customers to meet their 

satisfaction and approval. 

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

 I will provide quality and satisfying tuna that will help with healthy eating habits. 

Customers will taste the difference. 

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

 We will advertise through radio commercials, social media and web site to attract as 

many customers as possible.  

 Will my solution actually be profitable? 

 Yes, by purchasing in bulk and then selling at standard prices. As well as being 

vigilant and not make unnecessary expenses.  

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

 I will need an adequate location, Mall (food court) or small space at Shopping Center. 

 Do I offer a guaranty or return policy? 

 We will offer a customer satisfaction guaranty at time of service to all customers. 
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CUSTOMERS  

Explanation:  

The targeted customers will be those with health issues such as chronic diseases and weight 

problems. We would help them with their issues. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 Men and women are both able to benefit and enjoy the product. The product is not 

intended for one specific gender. 

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

 Customers vary from 17-80 years of age. They would be appropriate for consuming 

this product. 

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

 Being married or single does not matter, our product is suitable for both. 

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

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

 Our ideal customers would be health conscious and concerned with personal image. 

 

Income: 

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

 Rich, middle class or poor would be able to afford my product. 

 

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 need a space at a Mall (food court) or Shopping Center. We would advertise 

through radio commercial, social media and a web site. 

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

 Customers would need to come to our location and purchase our product. 

 

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

suburb, or small rural community)? 

 The preferred location would be where there is a high volume of traffic in a popular 

Mall. 

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

over the city)? Time is money. 

 Our customers are spread throughout city. The customer will decide on the time and 

distance they are willing to travel to obtain our product. 

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

 We will try and get the attention of multiple customers at one time by giving away 

samples of the product. 
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Other: 

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

individually? 

 This product can be available for either group settings or one individual at a time. 

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

 When providing our product to customers, we will make our best efforts in satisfying 

their appetite to ensure their return. 

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

 No, this doesn’t matter, I am operating a walk-in diner. 

 What industry is my customer in? 

 Customers can be from various industries. Our business offers food service, and we 

would not assist in their business operations.  

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

 We want a large customer attendance, but would only be able to have one location at 

time of start-up. 

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

 Our business will need to have insurance for any accident that may occur, but no 

special insurance. 

 Does my customer require 24/7 service? 

 No, our hours would be from 10:00 a.m. to 9:00 p.m. Monday-Sunday. 

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

 Yes, I believe we will be capable to meet customers’ demands. 

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

company? 

 The business will be set up to serve a large group of clients. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Subway Direct T.V. advertising, 

word of mouth  

Average Established, many 

locations, variety 

of sub sandwich 

option 

Only focus on sub 

sandwich, 

inexperience staff 

Have more variety of product 

for customers’ demands, have 

a better trained staff 

Schlotzsky’s Direct T.V. advertising, 

word of mouth  

High Offers a quality 

product, middle to 

high income 

customers 

Not well recognize, 

prices for poor 

income customers to 

high, not enough 

advertising 

Affordable product for all 

customers, advertise more to 

attract more customers, gain 

recognition  

 

McDonald’s Indirect Billboards, T.V. 

advertising, web 

Average Mega brand, 

sufficient funds for 

high volume 

advertising   

No healthy meal 

options, staff not 

adequate trained 

One on one service to meet 

customers’ demands, variety 

of healthy meals 

Jack in the 

Box 

Indirect T.V. advertising, 

web,  

Average Many locations, 

good prices,  

Low quality of 

product, no healthy 

choices, 

inexperience staff 

Higher quality of product, 

healthy options for customers, 

trained staff 
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EXTRAS   

External Extras: 

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

 My supplier would be Sysco. I would ask a friend that owns their restaurant for their 

suppliers’ information. 

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

 I am going to lease a space at a mall food court. I will be located in the Houston, TX 

area. 

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

 There would be competitors that will sell a similar product but not exactly in the same 

way I would.  

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 It is a new concept with the producing. It is unique. I have not seen it done before. 

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

match initially? 

 Yes, my time of operation would allow customers to have access to the product. We 

also provide a well trained staff. 

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

 I have five years of experience in the food industry. I also have knowledge in the 

weight loss programs that customers use and what type of food and ingredients they 

consume. So I stand by my value of helping others to be better.   

 

MARKETING  

Message: 

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

about your company? 

 We offer a healthy food product that has everything to satisfy our customer with 

quality in mind. 

 What is your tagline? 

 We make our health a priority by providing quality products. 

 Is your message effective across different demographics? 

 In all areas that our name is heard, it will let customers know we offer a healthy 

product with quality.  

 Is your pricing consistent with the market for similar offerings? 

 We will not beat out our competitors without underselling our product. Customers 

will benefit from the price.  

 Is your pricing consistent with the degree of personalization? 

 Yes, our prices are adequate for the product and service customer will receive. 
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Media: 

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

 The business will be advertised by web, flyers, word of mouth and T.V commercials. 

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

using the types listed above? 

 Our mission is to gain 600 to 950 customers monthly. 

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

 Our business seeks to get 20% to 30% of its customers through advertising. 

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

 Flyers will be $60.00, T.V commercials at 2500.00, and community Facebook and 

word of mouth free. 

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

 The cost for flyers are monthly and for T.V commercials every 3 months. 

 How will you collect customer reviews? 

 Our reviews will be completed online and by paper ballots at our location. 

 

 



 

 

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 1,200             

cell phone purchase 500                 

car/truck down payment, if leased

permits 800                 

supplies, office & misc.

Remodeling store front 6,000             

restaurant supplies 3,000             

Cash needed for start-up expenses 11,500           

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 900                 900                 
appliances 2,000             6,000                  8,000             
inventory 8,000             8,000             

-                  
building/office deposit 5,000             N/A N/A
beginning cash balance 25,000           N/A N/A
Cash needed for start-up assets 40,900           6,000                  16,900           

60                   assumed life (months)

282                 monthly depreciation

Total start up cost 58,400        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 52,400           90%

Vehicle loan and other equipment debt (see 

note 7 for financing) 6,000             10%

Startup financing, if applicable (for example 

Kiva loan) 0%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 58,400           100%

Juan G.

Everything Tuna

445: Food and Beverage Stores

_44_45_Retail_Trade

 



 

 

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 8.99            100% 8.99            100% 8.99            100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. -              0% -              0% -              0%

Non-owner payroll tax 9.0% -              0% -              0% -              0%

cost 1 description 0.20            2% 0.20            2% 0.20            2%

cost 2 description 0.70            8% 1.00            11% 1.00            11%

cost 3 description 1.00            11% 0.25            3% 0.25            3%

cost 4 description 0% 0.25            3% 0%

Total variable costs 1.90            21% 1.70            19% 1.45            16%

Gross profit per unit - what you see on income statement 7.09            79% 7.29            81% 7.54            84%

 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 

meal 1 sold 900          800             1,000      800         1,000             900             1,200      900         1,000            1,200          1,500          11,200       

meal 2 sold 900          1,000          400         900         900                853             1,000      1,000      1,200            1,000          1,000          10,153       

meal 3 sold 900          1,000          900         700         900                900             753         1,000      1,000            1,000          1,000          10,053       

total revenue 24,273$   25,172$      20,677$  21,576$  25,172$         23,850$      26,547$  26,071$  28,768$        28,768$      31,465$      282,340$   

total cost of sales 4,545$     4,670$        3,885$    4,065$    4,735$           4,465$        5,072$    4,860$    5,390$          5,430$        6,000$        53,117$     

total income statement gross profit (excludes owner labor) 19,728$   20,502$      16,792$  17,511$  20,437$         19,385$      21,476$  21,211$  23,378$        23,338$      25,465$      229,223$   

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 6,000$     principal, beginning 6,000       5,774          5,547      5,317      5,085             4,851          4,615      4,378      4,138            3,896          3,651          

Interest rate (example 8%) 10.5% interest expense 53            51               49           47           44                  42               40           38           36                 34               32               466            

Loan term (# of months) 24            principal payment (226)        (228)            (230)        (232)        (234)               (236)            (238)        (240)        (242)              (244)            (246)            (2,595)       

Monthly payment 278          principal, ending 5,774       5,547          5,317      5,085      4,851             4,615          4,378      4,138      3,896            3,651          3,405          

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 5              5                 5             5             5                    5                 5             6             6                   6                 6                 

avg hours each employee(s) worked per month, not in EOU above 128          128             128         128         128                128             128         128         128               128             128             

average per hour wage 8.00         8.00            8.00        8.00        8.00               8.00            8.00        8.00        8.00              8.00            8.00            

salary expense, exclduing payroll taxes 5,120       5,120          5,120      5,120      5,120             5,120          5,120      6,144      6,144            6,144          6,144          60,416       

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 

produce

meal 3

salad with drink sandwich with drink 2 lettuce wraps with drink

bread

meat

meat

salad meat

drink

meal 2

produce

Juan G. dba Everything Tuna

meal 1

drink drink

 



 

 

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

meal 1 6 -         8,091     7,192     8,990      7,192     8,990     8,091     10,788    8,091     8,990      10,788    13,485    100,688     36%

meal 2 6 -         8,091     8,990     3,596      8,091     8,091     7,668     8,990     8,990     10,788    8,990      8,990      91,275       32%

meal 3 6 -         8,091     8,990     8,091      6,293     8,091     8,091     6,769     8,990     8,990      8,990      8,990      90,376       32%

Total revenue -         24,273    25,172    20,677    21,576    25,172    23,850    26,547    26,071    28,768    28,768    31,465    282,340     100%

Cost of Goods Sold 2

meal 1 6 -         1,710     1,520     1,900      1,520     1,900     1,710     2,280     1,710     1,900      2,280      2,850      21,280       8%

meal 2 6 -         1,530     1,700     680        1,530     1,530     1,450     1,700     1,700     2,040      1,700      1,700      17,260       6%

meal 3 6 -         1,305     1,450     1,305      1,015     1,305     1,305     1,092     1,450     1,450      1,450      1,450      14,577       5%

Total COGS -         4,545     4,670     3,885      4,065     4,735     4,465     5,072     4,860     5,390      5,430      6,000      53,117       19%

Gross profit -         19,728    20,502    16,792    17,511    20,437    19,385    21,476    21,211    23,378    23,338    25,465    229,223     81%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         282        282        282        282        282        282        282        282        282        282        282        3,098         1%

Gasoline & fuels -         -            0%

Insurance - bonding -         -            0%

Insurance - vehicle -         -            0%

Interest - equip & start up 7 -         53          51          49          47          44          42          40          38          36          34          32          466           0%

Marketing 1,200     500        500        500        500        500        500        500        500        500        500        500        6,700         2%

Office - rent -         2,500     2,500     2,500      2,500     2,500     2,500     2,500     2,500     2,500      2,500      2,500      27,500       10%

Office - insurance -         1,200      1,200     1,200      3,600         1%

Office - telephone -         50          50          50          50          50          50          50          50          50          50          50          550           0%

Office - utilities -         900        900        900        900        900        900        900        900        900        900        900        9,900         4%

8 -         5,120     5,120     5,120      5,120     5,120     5,120     5,120     6,144     6,144      6,144      6,144      60,416       21%

Payroll taxes (9%) 6 & 8 -         461        461        461        461        461        461        461        553        553        553        553        5,437         2%

Permits 800        800           0%

Supplies -         -            0%

Tax service -         -            0%

Telephone - cellular 500        500           0%

9,000     -         -         -         -         -         -         -         -         -         -         -         9,000         3%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 11,500    9,865     9,863     11,061    9,859     9,857     11,055    9,853     10,967    12,165    10,963    10,961    127,968     45%

Taxable profit (loss) 1 (11,500)   9,863     10,639    5,731      7,652     10,580    8,330     11,623    10,244    11,213    12,375    14,504    101,255     36%

Tax (expense) benefit 1 (2,251)    (5,991)    (7,549)    (9,523)     (25,314)      -9%

Owner's withdrawals 1 -         (3,600)    (3,600)    (3,600)     (3,600)    (3,600)    (3,600)    (3,600)    (3,600)    (3,600)     (3,600)     (3,600)     (39,600)      -14%

Net profit (loss) (11,500)   6,263     4,788     2,131      4,052     989        4,730     8,023     (905)       7,613      8,775      1,381      36,341       13%

Depreciation 3 -         282        282        282        282        282        282        282        282        282        282        282        3,098         

Equipment purchases 3 (21,900)   -         -         -         -         -         -         -         -         -         -         -         (21,900)      

Principle, equipment loan 7 6,000     (226)       (228)       (230)       (232)       (234)       (236)       (238)       (240)       (242)       (244)       (246)       3,405         

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

Owner contribution 3 52,400    -         -         -         -         -         -         -         -         -         -         -         52,400       

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

Net cash flow 25,000    6,319     4,842     2,183      4,102     1,037     4,776     8,067     (864)       7,653      8,813      1,417      73,345       

Cash, period start -         25,000    31,319    36,161    38,344    42,446    43,483    48,260    56,326    55,463    63,116    71,928    -            

Cash, period end 25,000    31,319    36,161    38,344    42,446    43,483    48,260    56,326    55,463    63,116    71,928    73,345    73,345       

Payroll - not owner and not in 

COGS

Juan G. dba Everything Tuna

Start-up expenses

 


