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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Busy and stressed-out parents and 

grandparents who want to do something 

special for their children or grandchildren 

with time sensitivity creates a demand for 

event planning for children. 

 Giving adults extra time for daily duties. We 

have a passion for fun. 
 Doing all the leg work in putting together 

birthday parties and events for children, 

also freeing up some of your time giving 

you a chance to share the moment with 

your child. 

Customers  Differentiators  Extras 

Our customers are parents, corporate 

parties and church events. 
 We supply our customers with custom cakes, 

cupcakes, party favors, invitations and 

themes. 

 We have a strong relationship with a 

variety of reliable vendors we operate with 

to put together a magical event.  

Marketing  Start-up Costs  Financials & Extras 
We will reach our customers with Google 

Ads, business cards, brochures, social 

media advertisement, and referrals. 

 Owner investment - cash 8,980$    

Owner investment - equipment -         

Vehicle and/or equipment loan 10,000    

Start up financing 5,000      

Total start up costs: 23,980$   

 Sales: 41,400$    100%

COGS 1,300       3%

Gross profit 40,000      97%

Overhead 17,600      43%

Pretax income 22,300      54%

Tax expense 5,500       13%

Owner withdrawals 13,200      32%

Net income 3,500$      8%  

  Personal Fit   
I have eight years of experience planning children’s birthday parties and events. Not only that, it helps that I have a creative imagination to 

make every event unique. 
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PERSONAL FIT   

Hello, my name is Justin T. R. I was born on May 28, 1989, in West Covina, California. I grew 

up with my sister and three brothers. My father was incarcerated most of my childhood so I 

didn’t really have any connection with him until later on in life. My mother was a religious 

woman, and she did her best with limited resources to raise five kids. School was fun for me.  I 

enjoyed playing sports but the learning part was difficult. When I got kicked out of school my 

mom sent me to live with dad. Eventually I quit school all together when I had my first child.  At 

that point I was on my own because my father was sent back to prison.  

 

My older brother was my super hero growing up.  He was what was cool to me but he did a lot of 

illegal things. I was around 12 when I started smoking pot, fighting at school and trying to hang 

out with the gangs on my block. I was 15 when I was sent to live with my father. With him there 

were no boundaries, and I started to sell drugs when my father went back to prison. I thought 

selling drugs was my only option to survive on my own at age 16 with a baby on the way. I 

wanted to go back home to mom and back to school but I ended up in Texas charged with a 

felony. 

  

Since I have been incarcerated, I really reflected on my life and my kids and now I am trying to 

do positive things with my time. My GED was number one on my list and I obtained that in less 

than six months. Then I took all the classes that were available for me. To date I have completed 

Voyager, Cognitive Intervention, OSHA, 10 and 30, and Construction Fundamentals. I am self-

teaching myself about finance through books and classes. I am doing everything to prepare 

myself to live a productive life and be a law abiding citizen upon release. 

 

I have had management positions handling money and deposit drop-offs for my boss. As I have 

run my own business previously, I have what it takes to start again with the tools I have acquired 

from my participation in the Prisoner Entrepreneurship Program (PEP). My best characteristics 

are honesty, dedication, and a strong drive to succeed. My plan is to open and run a small 

business on the side as I work and/or go to school. I hope to do this within two years of release. 

Owning my business has always been a dream of mine, one I would be proud to share with 

friends and family. If I were able to receive investment capital to get started, I would apply all 

such funds properly and manage every aspect of the business with excellence. 

 

As the owner of Tailor Made Parties, Justin will handle general management of the company, 

daily operations and marketing. Justin brings more than five years of personal experience in the 

party planning industry, and ten years’ worth of BBQ experience.  Justin has extensive 

experience gained from events he hosted in the West Texas area, including children’s parties 

with decoration themes, bouncy houses, music and karaoke. Refreshments will also be included. 

Justin R. is a rising star in the personal party planning industry.  He knows how to deal with 

customers based on his ten years of experience in management. 
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OPPORTUNITY   

Explanation: 

Planning an event or birthday party for children can be a hassle, stressful, and time consuming. 

For some adults, there’s just not enough hours in a day to get things done. Most of the time 

adults plan things at the last minute.  

 

 Can I solve the problem given my skills and personality? 

 I am coming to this industry with eight years personal experience putting together 

events and birthday parties for children. I excel in performing in high intensity 

situations and delivering in a timely manner. I also bring a creative imagination to 

help with customer’s ideas. 

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

quality? 

 This will start off as a one man team unless the work load gets too overwhelming. I 

am mostly using other networks of venues to entertain and provide equipment. 

 Will this venture require significant capital? 

 To start my business it will take very low overhead. Our duties mainly consist of 

promoting, planning, and orchestrating events and parties. The only equipment 

needed well be a mobile phone, laptop, brochures, and business cards. 

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

 Starting this business will not get in the way of parole at all because it can all be run 

from home. 

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

 It will start off as a part time until it starts to grow. 

 
 

SOLUTION   

Explanation: 

We’re here to service the busy and stressed out parents, grandparents, and godparents alike. 

Helping them plan their events and birthday parties for their child/grandchild/godchild. Bringing 

your most creative idea to life for a lavish celebration is our goal. 

 

 What are the benefits that I am providing? 

 We break the bounds so that you’ll have more time to enjoy the function with your 

child, family, and friends. 

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

 We have a passion for fun, and being authentic and unique is our goal. Working 

closely with our customers is a must to capture their imagination. 

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

 We will make our presence known through social media, website, brochures, and 

business cards. Also on our website and social media pages there will be pictures of 

past events. 
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 Will my solution actually be profitable? 

 We are getting paid to execute so our biggest cost will only be time. Once we get 

started we will be very profitable. 

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

 I can start my service over a mobile phone, we will only have to meet with customers 

once or twice.  

 Do I offer a guaranty or return policy? 

 Yes, we guarantee a good time or the next event is free. 

 
 

CUSTOMERS  

Explanation:    

Our customers will be middle-to-upper class households, and corporate business to business 

events. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 No, because both genders want to see their child happy and show them love and 

affection. 

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

 All ages but we specialize in children parties and events. 

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

 There marital status does not matter. 

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

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

 Personal image customers are the ones we would like to focus on because they like to 

express themselves. 

 

Income: 

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

 We are targeting the $80,000 to $100,000 a year households. (separate or combined) 

 

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 send out advertisements through mail and email with examples of what we do. 

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

 We can work over the phone or meet in person to discuss business. Wherever the 

event will take place is up to the customer. 

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

suburb, or small rural community)? 

 It does not matter where you live. If you purchase our service we will provide the 

entertainment. 
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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. 

 We will be available Northwest Houston. Setting appointments will keep us 

organized. 

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

  Having a deep connection and relationship with the community helps us to be more 

credible and helps build a bigger, better loyal customer base. 

 

Other: 

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

individually? 

 When we book a face to face meeting or over the phone this will best help us get the 

details on what the customer wants. 

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

 By giving the customer individual attention and easing the burden of planning their 

event or party, it is way more likely they will use our service again. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Chuck E 

cheese 

Indirect Traditional  Varies  Nationally 

recognized brick 

mortar 

Not customizable 

 

Not exclusive to 

individual party 

patrons 

Mobile, customizable to 

budgets and number of 

attenders. 

Safer for kids due to 

controlled environment 

Main Event  Indirect Traditional Varies  Wider variety of 

activities  

It is not 

customizable  

Mobile customizable to 

budgets and number of 

attenders. 

Safer for kids due to 

controlled environment 

Coastal 

Amusements 

Direct Word of mouth  Varies  In house 

equipment 

A wider range of 

customers  

Specialize in children parties 

and customization. 

Party Boy Direct Word of mouth Varies  Brick mortar  

 

In house 

equipment  

Does not work with 

the customers 

directly. 

Specialize in children parties 

and customization. 
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EXTRAS   

External Extras: 

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

 We are currently establishing relationships with local vendors that are relevant with 

my service.  

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

 We do not have a specific area for business, but will target the upper class suburban 

areas. 

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

 There will be other competition in the industry that I am stepping into. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 The concept that separates us from the rest is that we specialize in custom cakes or 

cupcakes, invitations, party favors and special themes for birthday parties or events.  

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

match initially? 

 We prefer to operate specialized and flexible scheduling due to the time sensitivity of 

the busy customers we plan to target.  

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

 We are committed to working closely with our customers, visualizing their ideas to 

make it a reality. I am a people person and enjoy my life of work. I have just about 

eight years of experience. Personally in this industry, it is like doing it for free.  

 
 

MARKETING  

Message: 

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

about your company? 

 Everything we do is tailor made to fit your personality, convenience for adults, and 

we are unique. 

 What is your tagline? 

 Let us make your next party the talk of the neighborhood. 

 Is your message effective across different demographics? 

 Tailor Made services can virtually serve any demographic and our message sticks out 

from the rest. 

 Is your pricing consistent with the market for similar offerings? 

 We go above and beyond at a similar price as our competitors. 

 Is your pricing consistent with the degree of personalization? 

 Our prices are very appropriate for our expertise. Very few companies are flexible 

like us. 

 

 



 

Tailor Made Parties 
Justin R. 

8 

Media: 

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

 Will reach our customers through e-mail, word of mouth, Google Ad Words, and 

business cards and brochures. 

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

using the types listed above? 

 At the start, we can reach fifty people a month. We expect it to double every month 

due to growth and word of mouth. 

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

 At least one out of five people will use us after learning about our service. 

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

 E-mail advertisements cost $150-$250, Google ad words $50-$100, Business cards 

and brochures $100, word of mouth ….priceless. 

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

 E-mail and Google will only be a one-time fee. The business cards and brochures will 

be printed again when needed. 

 How will you collect customer reviews? 

 I will have reviews on my website and blogs. I will also have feedback on thumbtack.  

 
 
 



 

 

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 250              

cell phone purchase 50                

car/truck down payment, if leased

permits

supplies, office & misc.

Wifi services 60                

Auto insurance 120              

Website 1,200           

Cash needed for start-up expenses 1,680           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van 1,000           10,000             11,000         

company trailer

computer, printer, fax 500              500              

-               

-               

-               

building/office deposit 800              N/A N/A

beginning cash balance 10,000         N/A N/A
Cash needed for start-up assets 12,300         10,000             11,500         

60                assumed life (months)

192              monthly depreciation

Total start up cost 23,980        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 8,980           37%

Vehicle loan and other equipment debt (see 

note 7 for financing) 10,000         42%

Startup financing, if applicable (for example 

Kiva loan) 5,000           21%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 23,980         100%

Justin R.

Tailored Made Partys 

721: Accommodation

_72_Accommodation_and_Food_Services

 
 



 

 

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 200.00        100% 100.00        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 5.00            3% 5.00            5% 0%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 5.00            3% 5.00            5% -              0%

Gross profit per unit - what you see on income statement 195.00        98% 95.00          95% -              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 

event planning sold 10            10               10          12          12                  12               12          15          15                 15               15               138          

promoting  sold 10            10               10          12          12                  12               12          15          15                 15               15               138          

 sold -           

total revenue 3,000$     3,000$        3,000$   3,600$   3,600$           3,600$        3,600$   4,500$   4,500$          4,500$        4,500$        41,400$   

total cost of sales 100$        100$           100$      120$      120$              120$           120$      150$      150$             150$           150$           1,380$     

total income statement gross profit (excludes owner labor) 2,900$     2,900$        2,900$   3,480$   3,480$           3,480$        3,480$   4,350$   4,350$          4,350$        4,350$        40,020$   

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 10,000$   principal, beginning 10,000     9,843          9,685     9,525     9,363             9,199          9,033     8,865     8,695            8,523          8,349          

Interest rate (example 8%) 14.0% interest expense 117          115             113        111        109                107             105        103        101               99               97               1,179       

Loan term (# of months) 48            principal payment (157)        (158)            (160)       (162)       (164)               (166)            (168)       (170)       (172)              (174)            (176)            (1,827)      

Monthly payment 273          principal, ending 9,843       9,685          9,525     9,363     9,199             9,033          8,865     8,695     8,523            8,349          8,173          

Start-up financing, see Start-up Costs sheet

Amount borrowed 5,000$     principal, beginning 5,000       4,811          4,620     4,428     4,234             4,039          3,842     3,643     3,443            3,241          3,037          

Interest rate (example 8%) 10.0% interest expense 42            40               39          37          35                  34               32          30          29                 27               25               369          

Payback period (# of months) 24            principal payment (189)        (191)            (192)       (194)       (195)               (197)            (199)       (200)       (202)              (204)            (205)            (2,168)      

Grace period (months pay delay) principal, ending 4,811       4,620          4,428     4,234     4,039             3,842          3,643     3,443     3,241            3,037          2,832          

Monthly payment 231$        

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 

birthday parties and events invitations to events

promoting 

Justin R. dba Tailored Made Partys 

event planning

Fuel Fuel

 



 

 

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

event planning 6 -         2,000     2,000     2,000      2,400     2,400     2,400     2,400     3,000     3,000      3,000      3,000      27,600       67%

promoting 6 -         1,000     1,000     1,000      1,200     1,200     1,200     1,200     1,500     1,500      1,500      1,500      13,800       33%

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

Total revenue -         3,000     3,000     3,000      3,600     3,600     3,600     3,600     4,500     4,500      4,500      4,500      41,400       100%

Cost of Goods Sold 2

event planning 6 -         50          50          50          60          60          60          60          75          75          75          75          690           2%

promoting 6 -         50          50          50          60          60          60          60          75          75          75          75          690           2%

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

Total COGS -         100        100        100        120        120        120        120        150        150        150        150        1,380         3%

Gross profit -         2,900     2,900     2,900      3,480     3,480     3,480     3,480     4,350     4,350      4,350      4,350      40,020       97%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         192        192        192        192        192        192        192        192        192        192        192        2,108         5%

Gasoline & fuels -         100        100        100        100        100        100        100        100        100        100        100        1,100         3%

Insurance - bonding -         -            0%

Insurance - vehicle -         120        120        120        120        120        120        120        120        120        120        120        1,320         3%

Interest - equip & start up 7 -         158        155        151        148        145        141        137        134        130        126        123        1,549         4%

Marketing 250        250           1%

Office - rent -         800        800        800        800        800        800        800        800        800        800        800        8,800         21%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits -         -            0%

Supplies -         50          50          50          50          50          50          50          50          50          50          50          550           1%

Tax service -         -            0%

Telephone - cellular 50          50          50          50          50          50          50          50          50          50          50          50          600           1%

1,380     -         -         -         -         -         -         -         -         -         -         -         1,380         3%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 1,680     1,470     1,467     1,463      1,460     1,456     1,453     1,449     1,445     1,442      1,438      1,434      17,657       43%

Taxable profit (loss) 1 (1,680)    1,430     1,433     1,437      2,020     2,024     2,027     2,031     2,905     2,908      2,912      2,916      22,363       54%

Tax (expense) benefit 1 (296)       (1,370)    (1,741)    (2,184)     (5,591)        -14%

Owner's withdrawals 1 -         (1,200)    (1,200)    (1,200)     (1,200)    (1,200)    (1,200)    (1,200)    (1,200)    (1,200)     (1,200)     (1,200)     (13,200)      -32%

Net profit (loss) (1,680)    230        (62)         237        820        (546)       827        831        (36)         1,708      1,712      (468)       3,572         9%

Depreciation 3 -         192        192        192        192        192        192        192        192        192        192        192        2,108         

Equipment purchases 3 (12,300)   -         -         -         -         -         -         -         -         -         -         -         (12,300)      

Principle, equipment loan 7 10,000    (157)       (158)       (160)       (162)       (164)       (166)       (168)       (170)       (172)       (174)       (176)       8,173         

Repay debt financing 7 5,000     (189)       (191)       (192)       (194)       (195)       (197)       (199)       (200)       (202)       (204)       (205)       2,832         

Owner contribution 3 8,980     -         -         -         -         -         -         -         -         -         -         -         8,980         

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

Net cash flow 10,000    76          (220)       76          656        (714)       656        656        (215)       1,526      1,526      (658)       13,365       

Cash, period start -         10,000    10,076    9,856      9,932     10,588    9,874     10,530    11,186    10,971    12,497    14,023    -            

Cash, period end 10,000    10,076    9,856     9,932      10,588    9,874     10,530    11,186    10,971    12,497    14,023    13,365    13,365       

Payroll - not owner and not in 

COGS

Justin R. dba Tailored Made Partys 

Start-up expenses

 


