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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
The coffee industry employs 20 million 

people worldwide and ranks 2nd to 

petroleum in terms of dollars traded. 

Four hundred billion cups are consumed 

each year and is the world’s most 

popular beverage. 

 Our purpose is to provide the convenience of 

being mobile to serve gourmet coffee. 

 Seeing a need in the target area for a 

mobile coffee truck that provides gourmet 

beverages. 

Customers  Differentiators  Extras 

My customers will be the heavy foot 

traffic in the downtown business area. 

Also young adults, tourists and attendees 

at special events. 

 By us being mobile as opposed to chain stores 

we will be able to provide a unique experience 

and convenient service to our customers. 

 I have knowledge in the barista arts and 

also know the importance of having good 

relationships with the customers, 

wholesalers, and vendors. 

Marketing  Start-up Costs  Financials & Extras 
We will have an online presence through 

social media. We will also use 

partnerships in the community with 

word of mouth. 

 

 

 

 

  Personal Fit   
I have over 10 years in revenue cycle management and customer experience. With knowledge of the barista arts and accounts receivables, I 

plan to make this a profitable venture. 

 

Owner investment - cash -$        

Owner investment - equipment -         

Vehicle and/or equipment loan 70,000    

Start up financing 25,000    

Total start up costs: 95,000$  

Sales: 181,400$  100%

COGS 62,900      35%

Gross profit 118,500    65%

Overhead 61,000      34%

Pretax income 57,500      32%

Tax expense 14,300      8%

Owner withdrawals 33,000      18%

Net income 10,100$    6%
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PERSONAL FIT   

My name is Kevin W. I was born in Bavard, North Carolina on October 27, 1974. I am an only 

child to the parents of Jim and Debbie W. We moved to Terrell, TX when I was still a young child. 

My parents were small business owners. They owned a liquor store and convenience store. I 

graduated from Terrell High School in 1993. Afterwards I enlisted in the USMC. I was arrested 

for assault and assault with a deadly weapon. I was subsequently discharged with an Other Than 

Honorable Discharge. Afterwards I moved back to Texas, ashamed of my actions. 

 

It would be almost twenty years later when I first ran into the legal system and eventually a prison 

sentence. I was married in 2005 and had two sons. I owned my own home and worked in health 

care. But in 2012 I had an auto accident that resulted in multiple surgeries and prescribed multiple 

pain killers. Until now, I drank moderately and smoked marijuana. However, I became addicted 

to opioids.  In 2014 my marriage was suffering due to my addiction, but I was too blind to see this. 

December 24, 2015, my mother suddenly passed away. One week after that, my wife decided to 

begin the separation process. A fight occurred and I was charged with assault and a protective 

order was issued. I filed for divorce while I grieved for my mother. The charge that sent me to 

prison is Violation of a Protective order. I was sentenced to five years because I left a voice mail 

on my ex-wife’s phone, wanting to see my son. 

 

I had to grieve for my mother and divorce while in prison. Time eventually healed my wounds. 

While in prison I took vocational classes, Changes and worked as a peer educator. I have made 

myself stronger mentally and physically. I have sworn to myself that I will never allow myself to 

be weak again. I will strive to rebuild my life and support my sons. 

 

I had a normal life before even though I had my addiction. I enjoyed having a family, but due to 

my addiction I allowed myself to lose sight of what was important. I compare prison to boot camp, 

where you get torn down to be built back up. With this program I am willing to learn everything I 

can to apply to my new life after prison.  

 

Kevin W. is Founder and Owner of Karma Java. Kevin will be responsible for product orders, 

sales, customer satisfaction, and logistics. Kevin has over 10 years in project management 

experience. He has a proven level of confidence, adaptability, and work ethic.  

 

Kevin has completed his A+ Certification, several years of experience in customer service, 

inventory accountability, shipping, receiving, business operations and business skills. With over 

20 years of professional workplace experience, he will be able to produce and manage a successful 

company. 
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OPPORTUNITY   

Explanation: 

The coffee industry employs 20 million people worldwide and ranks second only to petroleum in 

terms of dollars traded. 400 billion cups are consumed each year, making coffee the world’s most 

popular beverage. There is an opportunity to target heavy foot traffic, breakfast and lunch crowds 

whom have limited time but crave gourmet coffee. 

 

 Can I solve the problem given my skills and personality? 

 I have extensive knowledge and experience in revenue cycle management, customer 

service and the Barista arts. I believe I can provide a convenient, affordable and unique 

approach to mobile specialty coffee. 

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

quality? 

 I will mainly be doing most of the work myself. Although I will need to hire a part time 

employee at first. As business grows, full time and more employees can be added. I 

will hire and train my staff personally to meet all the requirements for customer 

satisfaction. 

 Will this venture require significant capital? 

 To ensure a working and reliable vehicle, a considerable amount of money may be 

required. Depending on retro fitted equipment and appliances needed, the amount may 

be flexible. 

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

 Given the time to prepare and save for this venture, there will be no judicial constraints. 

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

 This will be a part time business until it is successful enough to become full time. 

 
 

SOLUTION   

Explanation: 

Many consumers must go out of their way or take extra time from their busy schedule or breaks to 

purchase their favorite beverage. With the business model of being a coffee truck, we are able to 

meet our customers or be in convenient locations for them. 

 

 What are the benefits that I am providing?   

 We are saving patrons time and money they would spend on gas going out of their way 

to purchase their favorite coffee beverage. By staying connected by social media, our 

patrons have an alternative to having specialty coffee 

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

 Chain stores are limited by location and their beverages must be approved by corporate. 

We have the freedom to offer mobile customized specialty coffee, espresso drinks, 

assorted teas and healthy fruit drinks to customers tailored to their request.  
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 How will I deliver this solution to my customers (marketing)? 

 Our truck will have a logo on it. We will be connected by social media and we also will 

be active volunteering in the community upholding our founding values of “giving 

back”. 

 Will my solution actually be profitable? 

 By being connected with the community, providing a service that sells itself, we will 

be profitable. 

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

 A fixed location is not required, this is a mobile business plan. 

 Do I offer a guaranty or return policy? 

 All beverages and food are guaranteed fresh and prepared in a clean and sanitized 

environment.  

 
 

CUSTOMERS  

Explanation:  

Our target customers will be young adults, tourists, business travelers and heavy foot traffic around 

corporate parks and business centers. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 Men and women enjoy their coffee equally. 

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

 Many students as young as 15 years old purchase coffee these days as well as pretty 

much anyone of adult age. 

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

 Single or married makes no difference. 

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

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

 We cater to mostly on-the-go breakfast and lunchtime crowds, though all customers are 

welcome. 

 

Income: 

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

 All incomes are accepted. 

 

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 on the street located mostly around their workplace and corporate parks. 
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 Do I go to my customer (home service) or does my customer come to me? 

 I will go to my customers near and around heavy foot traffic of business centers. 

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

suburb, or small rural community)? 

 This will mostly be in the downtown area of Dallas, Texas. 

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

over the city)? Time is money. 

 Customers will come from various locations and distances because work and 

entertainment are centered in the downtown area. 

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

 They will be built by word of mouth, social media and by being at certain locations at 

designated times.  

 

Other: 

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

 Individuals will most likely be the majority of my sales. 

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

 Most coffee drinkers are daily consumers. Once a customer is served a beverage they 

enjoy, they most likely will be a repeat customer. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price 

Their 

Advantages 

Their 

Disadvantages 
My Differentiators 

Starbucks Direct Word of mouth. 

TV 

commercials. 

High Widely and 

internationally 

known. 

Industry leader. 

Multiple locations. 

Generic 

establishment, too 

trendy, expensive 

confined by 

corporate approved 

beverages and 

eatables. 

Excellent prices, anti-trend, 

able to customize beverages 

pre request. 

Highly trained and 

knowledgeable.  

 

White Rock 

Coffee House 

Direct Word of mouth. 

Community 

based. 

Average Community based, 

excellent prices 

and services. 

Drive thru 

available. 

Fixed single 

location. 

Serves small area. 

Lacks marketing. 

Mobile, marketing on social 

media, partnership with 

community. 

 

Dunkin 

Donuts 

Indirect Word of mouth. 

Commercials 

advertising. 

Low Offers wide 

variety of pastries, 

baked goods and 

desserts. 

Excellent prices.   

Typical donut 

establishment, 

limited variety of 

coffee based drinks, 

poor quality of 

coffee.  

Offer special coffee and 

assortment of gourmet 

beverages. 

High quality.   

Quick Trip Indirect Word of mouth. 

Commercials 

advertising. 

Low Many locations 

convenient low 

prices. 

Well known. 

Poor quality, few 

choices, unable to 

customize 

beverages.  

High quality assortment of 

coffee and gourmet 

beverages. Ability to 

customize order.  
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EXTRAS   

External Extras: 

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

 Yes, we have a number of connections with wholesalers and vendors so I can say we 

will have a good start in this area once we get up and running.  

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

 We have several favorable locations in the city of Dallas such as: Klyde Warren Park, 

and Katy Trail Park. 

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

 No, we will be competing with other food trucks in a fragmented market. I do plan on 

expanding once my business becomes in more of a demand by getting more food trucks. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 To some degree, yes. We plan on bringing gourmet coffee and espresso drinks with 

fresh baked goods. 

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

match initially? 

 Yes, we will offer flexible scheduling as to be able to attract customers at various times 

of the day. It will also give my clients a better chance to work around their busy work 

days. 

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

 I have over 10 years in management Revenue Cycle and customer experience. This 

gives me an advantage with the way I communicate with my customers due to my 

experience in working with people.  

 
 

MARKETING  

Message: 

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

your company? 

 We want to create an image of a business that provides coffee while being mindful to 

our values of community and giving back. 

 What is your tagline? 

 Enlightenment one cup at a time. 

 Is your message effective across different demographics? 

 All demographics enjoy the feeling of a good cup of coffee. 

 Is your pricing consistent with the market for similar offerings? 

 It is consistent with quality and product offered. 

 Is your pricing consistent with the degree of personalization? 

 The beverage is always customized per request regardless of price. 
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Media: 

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

 We will use social media, word of mouth and community building. 

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

using the types listed above? 

 I hope to reach at least 100 per month. 

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

 I project 25% will buy from me. 

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

 All together I will spend $220 per month 

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

 Marketing will be a monthly expense.  

 How will you collect customer reviews? 

 We will survey our customers through social media and 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 250              

cell phone purchase 250              

car/truck down payment, if leased

permits 850              

supplies, office & misc.

Business Owner Insurance 1 yr 1,000           

Commerical Auto Insurance 1yr 1,700           

Cash needed for start-up expenses 4,050           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van 2,000           70,000             72,000         

company trailer

computer, printer, fax 600              600              

Coffee and Espresso Machines 12,000         12,000         

Coffee Grinders 750              750              

Hot water machine 5 gallon 600              600              

building/office deposit N/A N/A

beginning cash balance 5,000           N/A N/A
Cash needed for start-up assets 20,950         70,000             85,950         

60                assumed life (months)

1,433           monthly depreciation

Total start up cost 95,000        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 0%

Vehicle loan and other equipment debt (see 

note 7 for financing) 70,000         74%

Startup financing, if applicable (for example 

Kiva loan) 25,000         26%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 95,000         100%

Kevin W.

Karma Java

722: Food Services and Drinking Places

_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 4.78            100% 1.99            100% 3.25            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 0.25            5% 0.25            13% 1.60            49%

cost 2 description 1.25            26% 0.50            25% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 1.50            31% 0.75            38% 1.60            49%

Gross profit per unit - what you see on income statement 3.28            69% 1.24            62% 1.65            51%

 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 

Espresso Coffee sold 2,000       2,000          2,000       2,200       2,200             2,200          2,200        2,400      2,400            2,400          2,400          24,400      

Coffee sold 2,000       2,000          2,000       2,200       2,200             2,200          2,200        2,400      2,400            2,400          2,400          24,400      

Pastery sold 400          400             400          450          450                450             450           500         500               500             500             5,000        

total revenue 14,840$   14,840$      14,840$   16,357$   16,357$         16,357$      16,357$    17,873$  17,873$        17,873$      17,873$      181,438$  

total cost of sales 5,140$     5,140$        5,140$     5,670$     5,670$           5,670$        5,670$      6,200$    6,200$          6,200$        6,200$        62,900$    

total income statement gross profit (excludes owner labor) 9,700$     9,700$        9,700$     10,687$   10,687$         10,687$      10,687$    11,673$  11,673$        11,673$      11,673$      118,538$  

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 70,000$   principal, beginning 70,000     69,364        68,724     68,080     67,431           66,779        66,123      65,462    64,798          64,129        63,456        

Interest rate (example 8%) 7.5% interest expense 438          434             430          425          421                417             413           409         405               401             397             4,590        

Loan term (# of months) 84            principal payment (636)        (640)            (644)        (648)        (652)               (656)            (660)         (665)        (669)              (673)            (677)            (7,221)       

Monthly payment 1,074       principal, ending 69,364     68,724        68,080     67,431     66,779           66,123        65,462      64,798    64,129          63,456        62,779        

Start-up financing, see Start-up Costs sheet

Amount borrowed 25,000$   principal, beginning 25,000     24,592        24,179     23,763     23,342           22,917        22,488      22,054    21,617          21,174        20,728        

Interest rate (example 8%) 12.0% interest expense 250          246             242          238          233                229             225           221         216               212             207             2,519        

Payback period (# of months) 48            principal payment (408)        (412)            (417)        (421)        (425)               (429)            (433)         (438)        (442)              (447)            (451)            (4,723)       

Grace period (months pay delay) principal, ending 24,592     24,179        23,763     23,342     22,917           22,488        22,054      21,617    21,174          20,728        20,277        

Monthly payment 658$        

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 120          120             120          120          120                120             120           120         120               120             120             

average per hour wage 12.00       12.00          12.00       12.00       12.00             12.00          12.00        12.00      12.00            12.00          12.00          

salary expense, exclduing payroll taxes 1,440       1,440          1,440       1,440       1,440             1,440          1,440        1,440      1,440            1,440          1,440          15,840      

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 

Kevin W. dba Karma Java

Espresso Coffee

Cups Cups

Pastery

latter,cappuccinos and mochas traditional caffinated and decafe assorted sweet pasteries

Wax PaperIngredients Ingredients

Ingredients

Coffee

 



 

 

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

Espresso Coffee 6 -         9,560     9,560     9,560      10,516    10,516    10,516    10,516    11,472    11,472    11,472    11,472    116,632     64%

Coffee 6 -         3,980     3,980     3,980      4,378     4,378     4,378     4,378     4,776     4,776      4,776      4,776      48,556       27%

Pastery 6 -         1,300     1,300     1,300      1,463     1,463     1,463     1,463     1,625     1,625      1,625      1,625      16,250       9%

Total revenue -         14,840    14,840    14,840    16,357    16,357    16,357    16,357    17,873    17,873    17,873    17,873    181,438     100%

Cost of Goods Sold 2

Espresso Coffee 6 -         3,000     3,000     3,000      3,300     3,300     3,300     3,300     3,600     3,600      3,600      3,600      36,600       20%

Coffee 6 -         1,500     1,500     1,500      1,650     1,650     1,650     1,650     1,800     1,800      1,800      1,800      18,300       10%

Pastery 6 -         640        640        640        720        720        720        720        800        800        800        800        8,000         4%

Total COGS -         5,140     5,140     5,140      5,670     5,670     5,670     5,670     6,200     6,200      6,200      6,200      62,900       35%

Gross profit -         9,700     9,700     9,700      10,687    10,687    10,687    10,687    11,673    11,673    11,673    11,673    118,538     65%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         1,433     1,433     1,433      1,433     1,433     1,433     1,433     1,433     1,433      1,433      1,433      15,758       9%

Gasoline & fuels -         300        300        300        300        300        300        300        300        300        300        300        3,300         2%

Insurance - bonding -         -            0%

Insurance - vehicle -         145        145        145        145        145        145        145        145        145        145        145        1,595         1%

Interest - equip & start up 7 -         688        679        671        663        655        647        638        630        621        613        604        7,108         4%

Marketing 250        250        250        250        250        250        250        250        250        250        250        250        3,000         2%

Office - rent -         650        650        650        650        650        650        650        650        650        650        650        7,150         4%

Office - insurance -         -            0%

Office - telephone -         60          60          60          60          60          60          60          60          60          60          60          660           0%

Office - utilities -         -            0%

8 -         1,440     1,440     1,440      1,440     1,440     1,440     1,440     1,440     1,440      1,440      1,440      15,840       9%

Payroll taxes (9%) 6 & 8 -         130        130        130        130        130        130        130        130        130        130        130        1,426         1%

Permits 850        850           0%

Supplies -         -            0%

Tax service -         -            0%

Telephone - cellular 250        125        125        125        125        125        125        125        125        125        125        125        1,625         1%

2,700     -         -         -         -         -         -         -         -         -         -         -         2,700         1%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 4,050     5,220     5,212     5,203      5,195     5,187     5,179     5,170     5,162     5,153      5,145      5,136      61,011       34%

Taxable profit (loss) 1 (4,050)    4,480     4,488     4,497      5,491     5,500     5,508     5,516     6,511     6,520      6,528      6,537      57,527       32%

Tax (expense) benefit 1 (1,230)    (3,872)    (4,384)    (4,896)     (14,382)      -8%

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)      -18%

Net profit (loss) (4,050)    1,480     259        1,497      2,491     (1,372)    2,508     2,516     (873)       3,520      3,528      (1,359)     10,145       6%

Depreciation 3 -         1,433     1,433     1,433      1,433     1,433     1,433     1,433     1,433     1,433      1,433      1,433      15,758       

Equipment purchases 3 (85,950)   -         -         -         -         -         -         -         -         -         -         -         (85,950)      

Principle, equipment loan 7 70,000    (636)       (640)       (644)       (648)       (652)       (656)       (660)       (665)       (669)       (673)       (677)       62,779       

Repay debt financing 7 25,000    (408)       (412)       (417)       (421)       (425)       (429)       (433)       (438)       (442)       (447)       (451)       20,277       

Owner contribution 3 -         -         -         -         -         -         -         -         -         -         -         -         -            

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

Net cash flow 5,000     1,868     639        1,868      2,855     (1,017)    2,855     2,855     (542)       3,841      3,841      (1,055)     23,008       

Cash, period start -         5,000     6,868     7,507      9,375     12,230    11,213    14,068    16,923    16,381    20,222    24,063    -            

Cash, period end 5,000     6,868     7,507     9,375      12,230    11,213    14,068    16,923    16,381    20,222    24,063    23,008    23,008       

Kevin W. dba Karma Java

Start-up expenses

Payroll - not owner and not in 

COGS

 


