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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
The oil and farming industries are in need 

of time efficient, safe, and reliable hot 

shot services in the West Texas area. 

 My purpose is to provide fast, efficient, safe, 

and reliable transportation services to oil and 

farming companies.   

 My solution is to outdo the competition 

and remain consistent and willing to 

satisfy customer needs while maintaining a 

business friendly approach. 

Customers  Differentiators  Extras 

My target customers are medium-sized 

companies that are in the oil and farming 

industries mainly in the West Texas area. 

 Being a smaller company, we are able to 

target individual’s needs. We will offer 

competitive pricing, full logistical 

management, shipment tracking, and driving 

profiles that include driving records. 

 We will develop personal relationships 

with drillers and farmers as well as 

company owners. This will help to 

establish our company in the transportation 

industry.   

Marketing  Start-up Costs  Financials & Extras 
We will aggressively market and gain PR 

using various social media, face to face 

meetings, load boards, and brokerage 

firms.    

 Owner investment - cash 4,450$     

Owner investment - equipment -          

Vehicle and/or equipment loan 39,500     

Start up financing 5,000       

Total start up costs: 48,950$    

 Sales: 319,900$  100%

COGS 197,500    62%

Gross profit 122,400    38%

Overhead 30,100      9%

Pretax income 92,300      29%

Tax expense 23,000      7%

Owner withdrawals -            0%

Net income 69,200$    22%  

  Personal Fit   
I have over five years’ experience in the transportation industry, along with many endorsements on my licenses. I have gone to school for 

business management and have both vision and drive to accomplish my goals.   
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PERSONAL FIT   

My name is Lorenzo T. I was born in Pueblo, Colorado on August 3 1987. I was raised by my 

awesome parents and step mother. I have two brothers and three sisters. My parents separated 

when my older brother and I were very young. I spent most of my time growing up living with 

my mother and staying at my father’s house whenever I wanted to. My parents did their absolute 

best to raise me right and have been working hard all their lives to provide for me and the rest of 

the family.  

 

Since my parents were always at work that opened up a door that left me with a lot of time to do 

whatever it was that I wanted to do. I was never a good student in school and I gave my parents 

the hardest time trying to get me there. Once I got to the 10th grade I was kicked out of school 

and the court ordered me to get my GED. That is when my friends and I started to see how much 

trouble we could actually get into. A lot of the bad things I did was just to prove my loyalty to a 

group of friends that I bonded so well with and still to this day consider them my brothers.  

 

Ever since I can remember I have always lived a life of self-destruction, but in the year 2011 

something happened that I still have a hard time believing. My older brother was shot and killed 

by the Amarillo Police Department. They shot his truck 40 times and he was shot five times, one 

of which was in the head. When that happened I stopped caring about life. I was mad, confused 

and heart broken and I used that as an excuse to become even worse than I already was. I isolated 

myself from everyone who loved me and became really involved in drugs and the dope game.  

 

A year after my brother’s death I was facing a six year aggravated sentence for manufacture and 

delivery of a controlled substance with the finding of a deadly weapon. I did three and a half 

years. Three months after being released from prison I found myself back in the dope game. 

After almost a year of being released from prison I was back in county jail facing a four year 

sentence for evading arrest in a motor vehicle. I now have 34 months done on this sentence. 

During my incarceration I have used this time to rebuild my relationship with my heavenly father 

and family. I have a drive to be successful and started to further my education by obtaining my 

GED and also learning from classes like Kairos, Celebrate Recovery and Changes.  

 

I now see that drugs, crime and negative influences are what have been holding me back in life. I 

have made a commitment to myself as well as to my family to not return to being the same 

person I was. Upon my release I will be taking the steps needed to become a successful 

entrepreneur. A quality that will help me succeed is my drive and positive attitude. I am very 

persistent when it comes to my passions and will not let my past or failures in life stop me from 

having the life I vision for my future. I want to own my own business because it will give me 

financial independence as well as a chance to give back to my community. When I am released 

in 2019 I will use everything I have learned here in prison and from PEP and implement it 

together into a thriving successful company. 

 

Lorenzo T. is the owner and operator of New Life Trucking. Lorenzo will be responsible for all 

aspects of the company, he will oversee sales, equipment and every other function to make sure 

that New Life Trucking will succeed.  
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Lorenzo will bring to this company five years of Class A CDL truck driving experience. He will 

know all federal and state rules and regulations for the transportation of any type of freight that 

New Life Trucking will be hauling. 

 

Lorenzo has received his GED and has graduated from a six-month therapeutic community and 

has participated in Cognitive Intervention, Kairos, Changes and Celebrate Recovery. 

 
 

OPPORTUNITY   

Explanation: 

The trucking industry continues to grow daily with a very promising future. The problem is lack 

of consistent transportation. 

 

 Can I solve the problem given my skills and personality? 

 Yes, I have always been a hard worker, and a fast learner with a very energetic and 

motivated personality.  

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

quality? 

 I will have the ability to either scale up or down my staff as business dictates and 

maintain quality through measurements such as staff ratings. 

 Will this venture require significant capital? 

 It will take moderate cash influx to launch operations. 

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

 Yes, I will discharge this sentence in December 2020 and I will have no parole 

restrictions. 

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

 As with most business ventures, it will need my full-time attention. 

 
 

SOLUTION   

Explanation: 

The solution is to always be reliable, dependable, and consistent and understanding to all 

customer needs. 

 

 What are the benefits that I am providing? 

 I am providing fast, safe and effective transportation for the hot shot industry. 

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

 I possess a strong work ethic and a strong desire to succeed in this business. 

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

 We have an understanding of what our customers need and how fast it needs to be 

taken care of. I will deliver this solution through advertising, logos on delivery trucks, 

social media, and face to face business meetings. 

 



 

New Life Trucking 
Lorenzo T. 

4 

 Will my solution actually be profitable? 

 Yes, the need for transportation is a growing industry market showing a customer’s 

willingness to pay well to have a job done correctly. 

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

 I will be able to start this business from home and be able to process paper work in 

my truck. 

 Do I offer a guaranty or return policy? 

 I will guarantee safe and effective service as well as reliable time tables. 

 
 

CUSTOMERS  

Explanation:  

My target customers are oil exploration companies and farmers in the West Texas area. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 My service will appeal to both men and women. 

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

 My ideal customers are companies that have been in business for at least a year. 

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

 This question does not apply to my business. 

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

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

 I am appealing to their need of convenience. 

 

Income: 

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

 My customer’s income does not matter as long as there is need for a hot shot service. 

 

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 be doing business with my customers at their work place. 

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

 I would go to my customers or they can come to me. 

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

suburb, or small rural community)? 

 My target customers are either in West Texas or the surrounding areas. 

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

over the city)? Time is money. 

 The companies I will be serving will be spread throughout West Texas. 

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

  At first it will be one person or company then they will start to send referrals. 
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Other: 

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

individually? 

 I can reach groups of people and companies or I can reach them individually. 

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

 Once I sell to a customer, there is a high likelihood that they will buy from me again. 

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

 I will be selling a service to other companies. 

 What industry is my customer in? 

 My customers are in the oil and farming industries. 

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

 I want to serve medium and large sized businesses. 

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

 My company will have general liability insurance. 

 Does my customer require 24/7 service? 

 My customers will require 24/7 on call service. 

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

 I will have the right equipment to meet their demands and schedule such that I do not 

miss any pickups or deliveries. 

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

company? 

 By targeting medium sized companies, I will be able to meet the needs of my 

customers and acquire more business. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

West Texas 

Trucking 

Indirect Internet Trade 

shows  

Word of mouth 

High Well known 

regional company 

Less flexible cost Cost effective GPS tracking 

 

 

Amarillo 

Trucking 

Indirect Internet, 

Newspaper word 

of mouth 

High Large fleet of 

trucks 

Cost Less flexible  Flexible GPS tracking, more 

cost effective 

 

 

Belly Dump 

Trucking 

Direct Internet, TV, 

Radio 

High Established 

customer base  

Limited Service  GPS tracking, more cost 

effective, more flexible  

Romero 

Trucking  

Direct  Internet, TV, 

Radio, 

Newspaper  

High  Established large 

fleet of trucks 

Limited service cost. Flexible GPS tracking  
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EXTRAS   

External Extras: 

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

 Yes, I have connections with truck and trailer dealers as well as companies that will 

be using my service. 

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

 No, I don’t have access to a favorable location, but I will be looking for one. 

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

 No, there are many hot shot companies in the area. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 The service I will be offering is not a new concept, but the market is growing. 

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

match initially? 

 I will offer a flexible schedule, but so do my competitors. 

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

 Yes, I am a very personable person and enjoy meeting people. 

 
 

MARKETING  

Message: 

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

about your company? 

  We are a professional, transformational company who can meet all your needs.  

 What is your tagline? 

  “Success Driven”. 

 Is your message effective across different demographics? 

  Yes, when people hear New Life Trucking they will know we are a transporting 

company.  

 Is your pricing consistent with the market for similar offerings? 

  Yes, we will offer a fair market price for our services. 

 Is your pricing consistent with the degree of personalization? 

  Yes, our price will be vary depending on things like distance, weight and time given 

for delivery and we will have our best effort and quality no matter what the job is. 

 

Media: 

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

  I will use word of mouth, targeted ads online and search engine optimization. 

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

using the types listed above? 

  I will be striving to reach at least 50 clients through the media. 
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 Once you’ve reached your typical customer, how many will actually buy from you? 

  I will be looking to do business with at least 10-15 clients. 

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

 Word of mouth has no cost but a high return, targeted ads $500-$1000 and SEO 

$100-$2000. 

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

  Word of mouth will be costless. SEO’s and targeted ads will be a recurring cost. 

 How will you collect customer reviews? 

  I will have online reviews and offer a comment box on all of our receipts to see how 

we can better meet our client’s needs.  

 
 
 



 

 

START-UP COST 

Owner's name

Company name

NAICS Business Classification

Sector (general classification)

Sub-sector (more specific classification)

Start-up Costs

Year 1

Assumption 4 - Total Uses

Non-Depreciable Costs

Paid or 

contributed 

in Month 1

marketing, business cards, fliers 200              

cell phone purchase 250              

car/truck down payment, if leased

permits

supplies, office & misc. 200              

safety equipment 300              

Cash needed for start-up expenses 950              

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 2,000           33,000             35,000         

company trailer 500              6,500               
computer, printer, fax 1,000           1,000           

-               
-               

-               
building/office deposit N/A N/A

beginning cash balance 5,000           N/A N/A
Cash needed for start-up assets 8,500           39,500             36,000         

60                assumed life (months)

600              monthly depreciation

Total start up cost 48,950        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 4,450           9%

Vehicle loan and other equipment debt (see 

note 7 for financing) 39,500         81%

Startup financing, if applicable (for example 

Kiva loan) 5,000           10%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 48,950         100%

Lorenzo T.

New Life Trucking

486: Pipeline Transportation

_48_49_Transportation_and_Warehousing



 

 

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 2.30            100% 0% 0%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 1.00                       1.30                               1.30            57% -              0% -              0%

Non-owner payroll tax 9.0% 0.12            5% -              0% -              0%

cost 1 description 0% 0% 0%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 1.42            62% -              0% -              0%

Gross profit per unit - what you see on income statement 0.88            38% -              0% -              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 

Delivery sold 10,400                           11,700        13,000   13,000   13,000           13,000        13,000   13,000   13,000          13,000        13,000        139,100   

 sold -           

 sold -           

total revenue 23,920$                         26,910$      29,900$ 29,900$ 29,900$         29,900$      29,900$ 29,900$ 29,900$        29,900$      29,900$      319,930$ 

total cost of sales 14,768$                         16,614$      18,460$ 18,460$ 18,460$         18,460$      18,460$ 18,460$ 18,460$        18,460$      18,460$      197,522$ 

total income statement gross profit (excludes owner labor) 9,152$                           10,296$      11,440$ 11,440$ 11,440$         11,440$      11,440$ 11,440$ 11,440$        11,440$      11,440$      122,408$ 

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 39,500$   principal, beginning 39,500                           38,962        38,421   37,876   37,328           36,776        36,220   35,661   35,098          34,531        33,960        

Interest rate (example 8%) 8.0% interest expense 263                                260             256        253        249                245             241        238        234               230             226             2,696       

Loan term (# of months) 60            principal payment (538)                               (541)            (545)       (548)       (552)               (556)            (559)       (563)       (567)              (571)            (575)            (6,115)      

Monthly payment 801          principal, ending 38,962                           38,421        37,876   37,328   36,776           36,220        35,661   35,098   34,531          33,960        33,385        

Start-up financing, see Start-up Costs sheet

Amount borrowed 5,000$     principal, beginning 5,000                             4,861          4,722     4,583     4,444             4,306          4,167     4,028     3,889            3,750          3,611          

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

Payback period (# of months) 36            principal payment (139)                               (139)            (139)       (139)       (139)               (139)            (139)       (139)       (139)              (139)            (139)            (1,528)      

Grace period (months pay delay) principal, ending 4,861                             4,722          4,583     4,444     4,306             4,167          4,028     3,889     3,750            3,611          3,472          

Monthly payment 139$        

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 

Lorenzo T. dba New Life Trucking

Delivery

Fuel

Covering West Texas, Panhandle, and Central Texas

 



 

 

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

Delivery 6 -         23,920      26,910       29,900    29,900    29,900    29,900    29,900    29,900    29,900    29,900    29,900    319,930     100%

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

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

Total revenue -         23,920      26,910       29,900    29,900    29,900    29,900    29,900    29,900    29,900    29,900    29,900    319,930     100%

Cost of Goods Sold 2

Delivery 6 -         14,768      16,614       18,460    18,460    18,460    18,460    18,460    18,460    18,460    18,460    18,460    197,522     62%

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

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

Total COGS -         14,768      16,614       18,460    18,460    18,460    18,460    18,460    18,460    18,460    18,460    18,460    197,522     62%

Gross profit -         9,152        10,296       11,440    11,440    11,440    11,440    11,440    11,440    11,440    11,440    11,440    122,408     38%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         600          600            600        600        600        600        600        600        600        600        600        6,600         2%

Gasoline & fuels -         -            0%

Insurance - bonding -         100          100            100        100        100        100        100        100        100        100        100        1,100         0%

Insurance - vehicle -         900          900            900        900        900        900        900        900        900        900        900        9,900         3%

Interest - equip & start up 7 -         263          260            256        253        249        245        241        238        234        230        226        2,696         1%

Marketing 200        100          100            100        100        100        100        100        100        100        100        100        1,300         0%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits -         50            50             50          50          50          50          50          50          50          50          50          550           0%

Supplies 200        200          200            200        200        200        200        200        200        200        200        200        2,400         1%

Tax service -         500        500           0%

Telephone - cellular 250        60            60             60          60          60          60          60          60          60          60          60          910           0%

300        -           -            -         -         -         -         -         -         -         -         -         300           0%

-         350          350            350        350        350        350        350        350        350        350        350        3,850         1%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 950        2,623        2,620         2,616      2,613     2,609     2,605     2,601     2,598     2,594      2,590      3,086      30,106       9%

Taxable profit (loss) 1 (950)       6,529        7,676         8,824      8,827     8,831     8,835     8,839     8,842     8,846      8,850      8,354      92,302       29%

Tax (expense) benefit 1 (3,314)        (6,621)    (6,629)    (6,512)     (23,076)      -7%

Owner's withdrawals 1 -         -            0%

Net profit (loss) (950)       6,529        4,363         8,824      8,827     2,211     8,835     8,839     2,213     8,846      8,850      1,841      69,227       22%

Depreciation 3 -         600          600            600        600        600        600        600        600        600        600        600        6,600         

Equipment purchases 3 (43,000)   -           -            -         -         -         -         -         -         -         -         -         (43,000)      

Principle, equipment loan 7 39,500    (538)         (541)           (545)       (548)       (552)       (556)       (559)       (563)       (567)       (571)       (575)       33,385       

Repay debt financing 7 5,000     (139)         (139)           (139)       (139)       (139)       (139)       (139)       (139)       (139)       (139)       (139)       3,472         

Owner contribution 3 4,450     -           -            -         -         -         -         -         -         -         -         -         4,450         

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

Net cash flow 5,000     6,452        4,282         8,740      8,740     2,120     8,740     8,740     2,111     8,740      8,740      1,728      74,135       

Cash, period start -         5,000        11,452       15,735    24,475    33,215    35,335    44,075    52,815    54,926    63,666    72,407    -            

Cash, period end 5,000     11,452      15,735       24,475    33,215    35,335    44,075    52,815    54,926    63,666    72,407    74,135    74,135       

Lorenzo T. dba New Life Trucking

Start-up expenses

Maintenance

Payroll - not owner and not in 

COGS

 


