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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
The oil field has a constant demand for 

drill bit replacement, due to wear and tear. 
 We are a subcontracting company that 

provides those services. 
 I will provide the oil field industry with a 

variety of services on a 24 hour basis. 

Customers  Differentiators  Extras 

Our customers are Nabors drilling 

services, and Helmerich and Payne 

drilling services. 

 That we also provide a 24 hour pressure 

washing service. 
 We will additionally provide lubricant for 

thread heads pipe joints.  We also provide 

24 hour pressure washing and welding 

service. 

Marketing  Start-up Costs  Financials & Extras 
I am knocking on doors of companies 

within this industry to explain our 

services. 

 Owner investment - cash 20,000$  

Owner investment - equipment 14,500    

Vehicle and/or equipment loan 6,000      

Start up financing 75,000    

Total start up costs: 115,500$  

 Sales: 211,400$  100%

COGS 45,900      22%

Gross profit 165,400    78%

Overhead 52,900      25%

Pretax income 112,400    53%

Tax expense 28,100      13%

Owner withdrawals 33,000      16%

Net income 51,300$    24%  

  Personal Fit   
I have 11 years of experience in the oil field industry and am very capable of meeting and exceeding all of the current standards. 
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PERSONAL FIT   

My name is Larry S. I was born in February 1975 in Cotulla, Texas. I am the parents of Jose and 

Guadalupe S. When I was 15, my parents divorced and my mother received full custody. I spent 

weekends and two weeks in the summer with my father. 

 

During this time, my father was employed with Diamond-M Offshore, a Houston based oilfield 

Service Company. It was demanding work, and I did not get to see my father that much.  

However, every chance he had on his days off he tried to teach my brothers and me about 

responsibilities, skills, values, hard work, and the importance of caring for my mother and 

sisters. 

 

I did well in elementary school, but things went downhill when I got to middle school and high 

school. I was more focused on hanging around with the wrong crowd and working than 

education and my family responsibilities. I also began working at a convenience store as a stock 

boy which was secured through a summer teen job program. 

 

In October 1999, my mother began having heart problems. The following year, the doctors told 

her she was going to need open heart surgery; it was difficult for me to witness my mother’s 

failing health. 

My life began to spiral out of control.  On August 12, 2000, I was indicted on possession of a 

controlled substance. I became depressed and lost hope for the future.  

 

On April 21, 2004, I was sentenced to seventeen years in TDCJ for intoxicated manslaughter. In 

my LaSalle county cell, I prayed to my heavenly father (the only true living god of Jacob) to 

change my life and use it for his purpose; to be a lamb unto my feet and guide me. Since that 

moment, he has protected me and has been teaching me that I have a purpose in life that I could 

never have imagined. It is by his will that I am here in PEP. I believe I have been called to be a 

leader not only in business, but within my family and community as well. PEP has given me a 

newfound hope and vision of a better life.  

 

I am now in the family of PEP and armed for success. I will be released to Cotulla, Texas in the 

month of April 2021.  

 

Larry S. is the founder and owner of LS Drilling Bits. He will be responsible for all advertising, 

marketing, planning, and sales of drill bits. 

Larry brings more than eleven years of experience in the oil field industry to this venture. He is 

competent in all phases of advertising, marketing, and selling. 

 

Larry worked for Lewis Energy group and basic energy service as a derrick man and a 

motorman. On the platform he was responsible for all functions of operations and he worked 

with all kinds of different equipment. 

 

Larry has earned his GED and has graduated from a six-month vocational plumbing trade. He 

has taken a correspondence course for paralegal and legal assistant with a career institute, and 

has participated in the Therapon Theological Seminary and Bible College Associate Degree in 

Biblical Studies Program. Larry looks forward to putting this venture into action as soon as he is 

released. 
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OPPORTUNITY   

Explanation: 

Providers of oilfield services are in constant demand for drill bits, jet replacement, and ancillary 

services. With my experience and skills, I will be able to provide superior customer service to 

providers of drilling services. 

 

 Can I solve the problem given my skills and personality? 

 I believe that with 11 years of experience, applicable industry skills, and an outgoing 

personality, I can solve the problem and let our customers rest assured that the job 

will be done right. 

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

quality? 

 In the beginning, I will be starting as a single “man unit” consisting of a family 

member and me.  When I reach positive cash flow, I plan to hire an hourly employee 

to assist me.  I will grow slowly to maintain quality. 

 Will this venture require significant capital? 

 This venture will require significant capital to get started, but having experience and 

family members in the field, I can get my business up and running quickly and 

efficiently. 

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

 The opportunity is consistent with parole restrictions. I am discharging my sentence 

in twenty-two months, and within the first three years of my release I can get my 

business up and running. 

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

 This would start off as a part-time venture and it will transition into a full-time 

operation as I bring in reoccurring revenue. 

 
 

SOLUTION   

Explanation: 

I plan to provide a variety of 24 hour services for the oilfield industry in a geographic radius of 

approximately 50 miles from active development drilling. 

 

 

 What are the benefits that I am providing? 

 The benefits that I am providing are that the oilfield production will not slow down 

because I will be within a forty to sixty-mile radius, and on a 24-hour basis around 

their busy schedules. 

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

 We are committed to focusing our efforts and quality on our customer’s satisfaction. 

We will also provide 24-hour onsite welding and pressure washing for our customers. 
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 How will I deliver this solution to my customers (marketing)? 

 I will deliver this solution to my customers by my marketing strategy: door to door, 

logos on business cards, flyers, and social media sites such as Facebook, Google, and 

Twitter. 

 Will my solution actually be profitable? 

 Yes.  I will be able to leverage my family connections and historical experience to 

acquire equipment and provide services.  We will grow slowly, relying primarily on 

my work effort to generate revenue to manage profits early in the venture. 

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

 I will begin my operation at a limited fixed location and eventually acquire a branded 

brick and mortar location as business expands. 

 Do I offer a guaranty or return policy? 

 I will offer a guarantee or return on certain services and make sure that our customers 

are satisfied. 

 
 

CUSTOMERS  

Explanation:  

Our customers are the oilfield industry. Drilling rigs are in a constant demand for drill bits and 

jet replacement. I am targeting operators with significant activity: H&P, Nabors, Greywolf, and 

Patterson UTI drilling. 

Demographics: 

 Will my service have different appeal to men versus women? 

 No. I am targeting platforms and drilling rigs in the oilfield industry. 

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

 My ideal customers are outdoors persons, ages 18-75, working in the oilfield industry 

with environmental concerns. 

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

 It does not matter if my customers are married or single. 

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

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

 My ideal customers are outdoors persons working in the oilfield industry with some 

environmental concerns. 

 

 

 

Income: 

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

 I am focusing on the oilfield industry drilling rigs and will be marketing to corporate 

customers. 
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Location: 

 Where will I sell to my customers (their home, their workplace, on the street, online, my 

store, an event like trades day)? 

 My marketing will be done by focusing on going from company to company to 

locations, due to the fact that I have a lot of friends and family members in the 

industry with different companies. I will also have business cards flyers and social 

media. 

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

 I will begin my operation at a fixed location and will be going to my customer’s 

location to deliver my product and services. 

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

suburb, or small rural community)? 

 My company will provide services to companies in the oilfield industry because we 

specialize in drill bits and jets replacements. 

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

over the city)? Time is money. 

 I will be staying in a 40 to 60 mile radius where they do a lot of drilling for oil and 

gas production. I will be staying and providing my services to the oilfield industry. 

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

 I will go from company to company talking to them one-on-one, explaining my 

services and sending them mail, flyers, and business cards.  I anticipate business will 

spread through word of mouth and referrals since I am targeting a very small 

community of industry professionals.  

 

Other: 

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

individually? 

 I can reach my customers in a group by targeting companies in the oilfield industry 

that specialize in drilling for gas and oil. I will send flyers to them, and meet with 

them face to face to explain our services. 

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

 My customers will see that I am committed to focusing our efforts on quality, and I 

believe I will build a pipeline of repeat customers  

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

 I will be selling my services directly. 

 What industry is my customer in? 

 My customers will be in the oil field services industry. 

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

 I will provide my services to companies that are active in a specific geographical 

location in the oilfield services industry.  It will be a combination of large & small 

companies that drill for oil and gas. 

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

 We will be dealing with heavy equipment and welding.  Liability and workers 

compensation insurance will be necessary in addition to professional licensing. 
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 Does my customer require 24/7 service? 

 I will provide my services for the oilfield industry on a 24-hour basis. 

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

 I am targeting a radius of forty to sixty miles. I will start off as a part-time venture 

and will transition into a full-time operation. 

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

company? 

 I will provide my services to multiple drilling companies in the oilfield industry that 

need drills and jet replacements. Developing a long-term relationship with a single 

company with significant volume would not be a detriment to my success. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Baker 

Hughes 

Direct Open venires. 

Cater to oilfield 

Industry. 

 

High Meara brand in the 

oilfield industry.  

Location of industry 

is anywhere from  

4 or 5 hours away 

from my location. 

Promote efficiency through 

smaller, faster pairs. 

Location provides 24-hour 

onsite welding, pressure 

washing, and lubricant for 

pipe joints. 

 

 

Knight 

Tools 

Direct Open venires. 

Cater to oilfield 

Industry.  

High Well known top 

brand in oilfield 

industry. 

Location of industry 

is anywhere from 

 4 or 5 hours away 

from my location. 

24 hour onsite welding. 

Provide rig pressure washing, 

and lubricant for thread heads 

joints. 

 

Weatherford 

Retail 

Tools 

Direct Open venires. 

Cater to oilfield 

Industry.  

High Well known in the 

oilfield industry. 

Their locations are 

too far away. 

Timely delivery 

Hertz 

Retail 

Indirect Television adds. 

Billboards. 

High Been in business 

for a while. 

Can supply 

everybody. 

Timely delivery 
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EXTRAS   

External Extras: 

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

 At this time, I do not have a connection or access with any supplier, but I have a lot of 

connections in the industry. I do not believe it will take long to get a supplier. 

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

 In the beginning, this venture will be operating from a house in Cotulla, Texas which 

is near active oil and gas development. 

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

 I am going to be the first company of this type doing this kind of business in my 

chosen area of operations. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 I will be the only company providing this service in this unique location with similar 

products. 

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

match initially? 

 What makes us different is that our company is we will be more flexible and we will 

concentrate on the quality of services we provide our customers.  We will also 

provide the following ancillary services: 24 hour welding, rig pressure washing, and 

lubricant for thread heads or “pipe joints”.  

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

 I earned my GED. Also, I completed a paralegal and legal assistant program and have 

a degree from Thereupon Seminary Bible College. 

 
 

MARKETING  

Message:   

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

about your company? 

 That if they get in a bind, our company will be there on time. We will concentrate on 

the quality of services and providing customer satisfaction. They could rest assured 

that the job will be done right. 

 What is your tagline? 

 “When your bit is in a bind, L.S. is on time.” 

 Is your message effective across different demographics? 

 Companies in the South Texas areas will know about L.S. drilling bits, the quality of 

services we provide, and that we are committed to making sure our job will be done 

right.  

 Is your pricing consistent with the market for similar offerings? 

 The cost of my solution is expected to be lower in price that my competitors that have 

significantly higher overhead. 
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 Is your pricing consistent with the degree of personalization? 

 Yes, my pricing is consistent. 

 

Media: 

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

 We will be advertising our business by knocking door to door with this company to 

explain our services. Direct marketing will include word of mouth, business cards, 

sending direct mail, flyers, and newspaper ads. 

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

using the types listed above? 

 I am targeting all the drilling companies in the industry and developing a strategic 

alliance with other companies in the drill bit business.   

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

 We will be looking forward to doing business with as many drilling companies 

operating in my targeted South Texas area. 

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

 Business cards will be $30, direct mail $1000, and newspaper ads $1000. 

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

 This will be a monthly charge for newspaper ads, and every six months for direct 

mail. 

 How will you collect customer reviews? 

 I will call our customers personally to thank them for their services and ask them for 

their feedback. I will ask them what our company can do different to provide a better 

quality product or service. We will constantly re-evaluate our strategy. 

 
 



 

 

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 1,000           

cell phone purchase 150              

car/truck down payment, if leased

permits 200              

supplies, office & misc. 500              

Drill Bits 28,000         

Vehicle insurance 300              

Cash needed for start-up expenses 30,150         

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 500              4,000               4,500           

company trailer 425              2,000               
computer, printer, fax 500              500              

Office&misc. 500              500              
-               

-               
building/office deposit N/A N/A

beginning cash balance 77,425         N/A N/A
Cash needed for start-up assets 79,350         6,000               5,500           

60                assumed life (months)

92                monthly depreciation

Total start up cost 115,500     

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 20,000         17%

Vehicle loan and other equipment debt (see 

note 7 for financing) 6,000           5%

Startup financing, if applicable (for example 

Kiva loan) 75,000         65%

Outside equity investment, if applicable 14,500         13%

Total start up cost,

total sources 115,500       100%

Larry S.

L.S Drilling Bits

211: Oil and Gas Extraction

_21_Mining_Quarrying_and_Oil_and_Gas_Extraction

 



 

 

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 700.00        100% 600.00        100% 200.00        100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 550.00     -              0% 1,500.00        -              0% 65.00            -              0%

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

cost 1 description 12.00          2% 60.00          10% 60.00          30%

cost 2 description 12.00          2% 15.00          3% 40.00          20%

cost 3 description 40.00          6% 12.00          2% 60.00          30%

cost 4 description 0% 40.00          7% 0%

Total variable costs 64.00          9% 127.00        21% 160.00        80%

Gross profit per unit - what you see on income statement 636.00        91% 473.00        79% 40.00          20%

 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 

Rig wash sold 15            15               20          15          15                  15               15          15          15                 15               15               170          

Lubricant sold 10            10               10          10          10                  10               10          10          10                 10               10               110          

Welding,serv. sold 12            12               12          12          12                  12               12          12          12                 12               12               132          

total revenue 18,900$   18,900$      22,400$ 18,900$ 18,900$         18,900$      18,900$ 18,900$ 18,900$        18,900$      18,900$      211,400$ 

total cost of sales 4,150$     4,150$        4,470$   4,150$   4,150$           4,150$        4,150$   4,150$   4,150$          4,150$        4,150$        45,970$   

total income statement gross profit (excludes owner labor) 14,750$   14,750$      17,930$ 14,750$ 14,750$         14,750$      14,750$ 14,750$ 14,750$        14,750$      14,750$      165,430$ 

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       5,769          5,536     5,301     5,065             4,828          4,588     4,348     4,105            3,861          3,616          

Interest rate (example 8%) 8.0% interest expense 40            38               37          35          34                  32               31          29          27                 26               24               353          

Loan term (# of months) 24            principal payment (231)        (233)            (234)       (236)       (238)               (239)            (241)       (242)       (244)              (246)            (247)            (2,632)      

Monthly payment 271          principal, ending 5,769       5,536          5,301     5,065     4,828             4,588          4,348     4,105     3,861            3,616          3,368          

Start-up financing, see Start-up Costs sheet

Amount borrowed 75,000$   principal, beginning 75,000     75,000        75,000   74,236   73,465           72,688        71,904   71,114   70,317          69,513        68,703        

Interest rate (example 8%) 10.0% interest expense -          -              625        619        612                606             599        593        586               579             573             5,391       

Payback period (# of months) 72            principal payment -          -              (764)       (771)       (777)               (784)            (790)       (797)       (803)              (810)            (817)            (7,114)      

Grace period (months pay delay) 3              principal, ending 75,000     75,000        74,236   73,465   72,688           71,904        71,114   70,317   69,513          68,703        67,886        

Monthly payment 1,389$     

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 

Oxy/Gas

Welding,serv.

Pressure washing ,Degreaser &Rig wash Detergent For shut off values,gauges pipe joints thread 

heads.

Rig repairs welding

Degreaser

welding rods

Degreaser

Detergent Fuel

Diesal

Lubricant

Soap chemical

Larry S. dba L.S Drilling Bits

Rig wash

Diesal fuel Lubricant

 
 



 

 

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

Rig wash 6 -         10,500    10,500    14,000    10,500    10,500    10,500    10,500    10,500    10,500    10,500    10,500    119,000     56%

Lubricant 6 -         6,000     6,000     6,000      6,000     6,000     6,000     6,000     6,000     6,000      6,000      6,000      66,000       31%

Welding,serv. 6 -         2,400     2,400     2,400      2,400     2,400     2,400     2,400     2,400     2,400      2,400      2,400      26,400       12%

Total revenue -         18,900    18,900    22,400    18,900    18,900    18,900    18,900    18,900    18,900    18,900    18,900    211,400     100%

Cost of Goods Sold 2

Rig wash 6 -         960        960        1,280      960        960        960        960        960        960        960        960        10,880       5%

Lubricant 6 -         1,270     1,270     1,270      1,270     1,270     1,270     1,270     1,270     1,270      1,270      1,270      13,970       7%

Welding,serv. 6 -         1,920     1,920     1,920      1,920     1,920     1,920     1,920     1,920     1,920      1,920      1,920      21,120       10%

Total COGS -         4,150     4,150     4,470      4,150     4,150     4,150     4,150     4,150     4,150      4,150      4,150      45,970       22%

Gross profit -         14,750    14,750    17,930    14,750    14,750    14,750    14,750    14,750    14,750    14,750    14,750    165,430     78%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         92          92          92          92          92          92          92          92          92          92          92          1,008         0%

Gasoline & fuels -         650        650        650        650        650        650        650        650        650        650        650        7,150         3%

Insurance - bonding -         -            0%

Insurance - vehicle -         140        140        140        140        140        140        140        140        140        140        140        1,540         1%

Interest - equip & start up 7 -         40          38          662        654        646        638        630        622        613        605        597        5,745         3%

Marketing 1,000     1,000         0%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits 200        200        400           0%

Supplies 500        500        500        500        500        500        500        500        500        500        500        500        6,000         3%

Tax service -         -            0%

Telephone - cellular 150        50          50          50          50          50          50          50          50          50          50          50          700           0%

28,300    -         -         -         -         -         -         -         -         -         -         -         28,300       13%

-         280        280        280        280        1,120         1%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 30,150    1,472     1,750     2,094      2,086     2,358     2,070     2,061     2,333     2,045      2,037      2,508      52,963       25%

Taxable profit (loss) 1 (30,150)   13,278    13,000    15,836    12,664    12,392    12,680    12,689    12,417    12,705    12,713    12,242    112,467     53%

Tax (expense) benefit 1 -         (9,255)    (9,446)    (9,415)     (28,117)      -13%

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)      -16%

Net profit (loss) (30,150)   10,278    10,000    12,836    9,664     137        9,680     9,689     (30)         9,705      9,713      (173)       51,350       24%

Depreciation 3 -         92          92          92          92          92          92          92          92          92          92          92          1,008         

Equipment purchases 3 (7,925)    -         -         -         -         -         -         -         -         -         -         -         (7,925)        

Principle, equipment loan 7 6,000     (231)       (233)       (234)       (236)       (238)       (239)       (241)       (242)       (244)       (246)       (247)       3,368         

Repay debt financing 7 75,000    -         -         (764)       (771)       (777)       (784)       (790)       (797)       (803)       (810)       (817)       67,886       

Owner contribution 3 20,000    -         -         -         -         -         -         -         -         -         -         -         20,000       

Equity investor 3 14,500    -         -         -         -         -         -         -         -         -         -         -         14,500       

Net cash flow 77,425    10,139    9,859     11,929    8,749     (786)       8,749     8,749     (977)       8,749      8,749      (1,146)     150,188     

Cash, period start -         77,425    87,564    97,422    109,351  118,101  117,315  126,064  134,813  133,836  142,585  151,334  -            

Cash, period end 77,425    87,564    97,422    109,351  118,101  117,315  126,064  134,813  133,836  142,585  151,334  150,188  150,188     

Payroll - not owner and not in 

COGS

Larry S. dba L.S Drilling Bits

Start-up expenses

maintenance

 


