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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
With my experience in the landscaping 

industry, I know how to provide a quality 

and affordable service to my customers. 

 We have flexible scheduling that allows us 

meet our customers’ needs on time and at a 

price our competitors cannot match. 

 We strive to satisfy the customer’s every 

need no matter how big or small. 

Customers  Differentiators  Extras 

My customers will be new and existing 

homeowners and real estate agencies. 
 What sets JRS apart from the competition is 

that we work to satisfy our customers every 

need. 

 At JRS our mission is to progress in the 

lawn care service in Harlingen, Texas, 

beginning in the spring of 2023. 

Marketing  Start-up Costs  Financials & Extras 
I will be going door to door handing out 

business cards and will be posting fliers at 

all local shopping centers. 

 Owner investment - cash 12,000$  

Owner investment - equipment 2,000      

Vehicle and/or equipment loan -         

Start up financing 3,350      

Total start up costs: 17,350$   

 Sales: 225,400$  100%

COGS 111,100    49%

Gross profit 114,200    51%

Overhead 23,700      11%

Pretax income 90,400      40%

Tax expense 22,600      10%

Owner withdrawals 33,000      15%

Net income 34,800$    15%  

  Personal Fit   
I have five years’ experience in the lawn care industry. I look forward to opening and running a business that my customers and the whole 

community can benefit from. I can be trusted as an entrepreneur because I have a very strong work ethic. 
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PERSONAL FIT   

My name is Martin S. Jr. I was born on July 6, 1991 in Harlingen, Texas. I come from a family 

of four with two older sisters and one younger brother. I was raised in a single parent home by 

my mother. I was a good student, very smart, when I was attending school. I was an A-B Honor 

Roll Student, although I only made it to the 10th grade. At age 15, I decided to drop out of school 

and get a job. 

 

It was about a year after I dropped out that I started getting into trouble and doing illegal things. I 

was experimenting with heavy drugs and alcohol. I believe I began to rebel at this age due to a 

lack of discipline, as my mother was always working and I was looking for a way to cope with 

my problems. I was 17 the first time I got arrested. From that point on until age 21 I was in and 

out of the county jail for a number of offenses. I have been incarcerated for six and a half years 

on an eight year sentence for aggravated robbery.  

 

I am not a violent person, but due to an addiction to drugs and the people with whom I chose to 

associate, I have committed several crimes. My past is been full of bad decisions I made due to 

the lifestyle that I was living and my drug addiction. I have learned during my incarceration that 

it is impossible to do this alone. I have learned to be receptive to the things people say to help 

better myself. While being incarcerated, I have earned my G.E.D. and completed a vocational 

trade in screen printing. I have also attended various spiritual classes. I have made a commitment 

to my loved ones to never use drugs again. I will work extremely hard to achieve a better future 

for all of my loved ones. My family has the greatest impact on why I have changed because I no 

longer want to return to prison.  

 

I am a hard worker and love working with other people. I love to listen to other people’s ideas 

and I am always willing to try something new. I would love to own a business because it would 

allow me to provide a better future for all of my family and be my own boss. I am self-

disciplined, dedicated, and kind hearted to the people with whom I work and interact. I hope to 

have my business started up within three years of my release. Any funds invested in my business 

will be wisely managed. 

 

Martin S. Jr. is the founder and owner of JRS Lawn Care and Irrigation. Martin will be 

responsible for product orders, sales, marketing, and customer satisfaction as well as general 

management of the company. Martin brings more than five years of experience in the lawn care 

industry. He has also worked as a tree trimmer for Joe’s Tree Services for four years. Martin also 

has over a year of sales management experience in the lawn care industry. 

 

Martin has earned his GED through Windham School District and has earned credits with Alvin 

Community College. Martin has participated and completed Cognitive Intervention and various 

spiritual classes. He is currently enrolled in the Prison Entrepreneurship Program, where he is 

learning how to develop a business within the lawn care industry. Martin will graduate from PEP 

in October 2019. He will be released to the Rio Grande Valley area in March 2021 and looks 

forward to putting his plan into action. 

  



 

JRS Lawn Care and Irrigation 
Martin S. 

3 

OPPORTUNITY   

Explanation: 

My opportunity lies with home owners that like to have their lawns well maintained and to be 

attractive and have curb appeal. 

 

 Can I solve the problem given my skills and personality? 

 I have over five years of experience in the lawn care services, therefore I can offer a 

quality and dependable service to my customers. 

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

quality? 

 I will be able to hire workers and still provide affordable and quality service to my 

customers. 

 Will this venture require significant capital? 

 This business will not require a lot of capital to start. I will be purchasing quality 

equipment to avoid the hassle of equipment break-downs 

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

 This venture will be a full-time operation and will not interfere with any parole 

restrictions. 

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

 I plan on making this a full-time business. 

 
 

SOLUTION   

Explanation: 

Instead of spending your free time doing your own lawn care, we at JRS Lawn Care will fulfill 

all your landscaping needs. We will provide homeowners with lawn care that will be pleasing as 

well as affordable. 

 

 What are the benefits that I am providing? 

 We offer quality tree and plant placement and irrigation systems which are the 

solution to quality landscaping. 

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

 With the experience of my team and me, we will deliver quality work at a rate 

quicker than that of the competition. 

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

 We will focus on understanding our customers’ every desire. 

 Will my solution actually be profitable? 

 According to my estimations my solution will be profitable. 

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

 My business will be mobile, but I will need a location that serves as my base of 

operations 
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 Do I offer a guaranty or return policy? 

 I will make sure that all of my customers are satisfied with our work before leaving 

the property. I will also e-mail or text the homeowners a picture of the property if 

they are not at home at the time. 

 
 

CUSTOMERS  

Explanation:  

My team’s most targeted customers will be new home owners and people who work full-time 

jobs. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 Most people enjoy servicing their own lawns but have little or no time to do so. In 

this case there will be no difference according to gender. 

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

 My idea customer will be in the age range of 18-99. 

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

 It will not matter if my customer is single or married. 

 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 personal image since their lawn will be nice and tidy. I also 

appeal to environmental concerns and recreation since their lawns will be kept clean 

and lawns are used for extracurricular activities. 

 

Income: 

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

 We will service all paying customers, but will be focusing on middle-class and rich 

household incomes. 

 

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 start by giving out business cards and leaving flyers at all local shopping 

centers explaining the service that we provide.  

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

 Our services will take place at the customer’s home. 

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

suburb, or small rural community)? 

 My business will provide all lawn care and irrigation services to homes, apartments, 

condos as long as there is a lawn, trees, flower beds or need of an irrigation system. 
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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 servicing in a 25 mile radius and will have multiple crews servicing 

customers within that radius to make sure all lawns are serviced on the time and date 

scheduled. 

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

  I will be going door to door handing out business cards. 

 

Other: 

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

individually? 

 After I have reached out to the community and someone is interested in my services, I 

will then meet face-to-face with the customer. 

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

 I plan on putting my customers on a bi-weekly or weekly rotation depending on the 

service they want. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Wal-Mart  Indirect Televised 

promotion 

online 

papers/magazine 

ads 

Low to mid Unity of products. 

Large customer 

base  

Too broad of an 

inventory, sells more 

than just lawn care 

supplies  

They sell the tools, but we 

offer the service 

 

 

 

 

Top Cuts Direct Online, TV and 

fliers 

Mid Quality service, 

big name 

Limited service, 

only cuts, grass, 

weed eat, clean 

yards 

Variety of services offered 

 

 

 

 

JC Lawns Direct Fliers, business 

cards and paid 

advertisement 

Low Quality service Local only Larger area serviced 

Home Depot Indirect TV magazine 

and online 

Mid to High Large customer 

base, long standing 

customer 

satisfaction 

Offers product to 

people wanting more 

than lawn care. 

Smaller customer base will 

focus only on horticulture  
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EXTRAS   

External Extras: 

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

 No, I have yet to establish any personal connections in my industry. 

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

 It is a pre-existing business and will be located in Harlingen, Texas. 

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

 No, as of now, I know there are two other competitors in this area. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 We offer a one-year warranty for parts and labor. After the first year, we have a great 

irrigation maintenance package that is hard to say “no” to. We will make scheduled 

visits to ensure that your system is running at optimal performance. 

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

match initially? 

 At JRS we strive to satisfy the customer’s every need and guarantee quality service 

delivered more quickly than the competitor. 

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

 I have five years of experience in lawn care services and live up to servicing my 

customer’s every need when it comes to lawn care. 

 
 

MARKETING  

Message: 

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

about your company? 

 That we provide lawn care and installation of irrigation systems. It also says that I 

take pride in my work.  

 What is your tagline? 

 JRS—where all your lawn dreams come true. 

 Is your message effective across different demographics? 

 People all over will know what service we offer as soon as they see the business 

name. 

 Is your pricing consistent with the market for similar offerings? 

 No one will compete with our prices, but we will not undersell and we still guarantee 

top-quality. 

 Is your pricing consistent with the degree of personalization? 

 Sizes will vary depending on the size of the project, but will not affect the quality of 

our service. 
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Media: 

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

 I will be advertising my business through fliers, local community, business cards, 

word of mouth, and door knocking. 

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

using the types listed above? 

 I am looking to reach anywhere from 50 to 75 people each month. 

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

 I am looking forward to servicing three of every five people who receive my ads. 

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

 The fliers will be anywhere from $75 to $150, Facebook is free, the business cards 

will be $50 for 500 cards. 

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

 This cost will be for three months. 

 How will you collect customer reviews? 

 Our customers will be able to leave reviews on our webpage and we will also hand 

out ballots to each customer after the service is done. 



 

 

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 300                 

cell phone purchase 500                 

car/truck down payment, if leased 5,000             

permits

supplies, office & misc. 1,500             

riding lawn mower 2,800             

weed eater 200                 

blower 250                 

Hand tools and Misc. 300                 

tralier 1,000             

Cash needed for start-up expenses 11,850           

Depreciable Costs
Paid or 

contributed in 

Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van -                  
company trailer
computer, printer, fax -                  

-                  
-                  
-                  

building/office deposit N/A N/A
beginning cash balance 5,500             N/A N/A
Cash needed for start-up assets 5,500             -                      -                  

60                   assumed life (months)

-                  monthly depreciation

Total start up cost 17,350        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 12,000           69%

Vehicle loan and other equipment debt (see 

note 7 for financing) -                  0%

Startup financing, if applicable (for example 

Kiva loan) 3,350             19%

Outside equity investment, if applicable 2,000             12%

Total start up cost,

total sources 17,350           100%

Martin S. Jr

JRs lawn care and irrigation

811: Repair and Maintenance

_81_Other_Services_except_Public_Administration



 

 

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 60.00            100% 400.00          100% 400.00          100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 2.00                          13.50        27.00            45% 4.00         13.50               54.00            14% 4.00           13.50               54.00            14%

Non-owner payroll tax 9.0% 2.43              4% 4.86              1% 5.00              1%

cost 1 description 1.00              2% 150.00          38% 20.00            5%

cost 2 description 0.50              1% 0% 30.00            8%

cost 3 description 1.00              2% 0% 0%

cost 4 description 5.00              8% 0% 0%

Total variable costs 36.93            62% 208.86          52% 109.00          27%

Gross profit per unit - what you see on income statement 23.07            38% 191.14          48% 291.00          73%

 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 

Lawn care sold 30              80                  80             100          100                  100               100           80               80                    20                  20                  790             

Irrigation sold 20              20                  30             30             45                     45                  45              25               25                    25                  25                  335             

Power Wash sold 10              10                  10             10             10                     10                  10              10               10                    10                  10                  110             

total revenue 13,800$    16,800$        20,800$   22,000$   28,000$           28,000$        28,000$    18,800$     18,800$          15,200$        15,200$        225,400$   

total cost of sales 6,375$      8,222$          10,310$   11,049$   14,182$           14,182$        14,182$    9,266$       9,266$            7,050$          7,050$          111,133$   

total income statement gross profit (excludes owner labor) 7,425$      8,578$          10,490$   10,951$   13,818$           13,818$        13,818$    9,534$       9,534$            8,150$          8,150$          114,267$   

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 -$          principal, beginning -            -                -           -           -                   -                -            -             -                   -                -                

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

Loan term (# of months) principal payment -            -                -           -           -                   -                -            -             -                   -                -                -              

Monthly payment -            principal, ending -            -                -           -           -                   -                -            -             -                   -                -                

Start-up financing, see Start-up Costs sheet

Amount borrowed 3,350$      principal, beginning 3,350        3,226            3,102       2,975       2,848               2,719            2,589        2,457         2,325               2,190            2,055            

Interest rate (example 8%) 12.5% interest expense 35              34                  32             31             30                     28                  27              26               24                    23                  21                  311             

Payback period (# of months) 24              principal payment (124)          (125)              (126)         (127)         (129)                 (130)              (132)          (133)           (134)                 (136)              (137)              (1,432)         

Grace period (months pay delay) principal, ending 3,226        3,102            2,975       2,848       2,719               2,589            2,457        2,325         2,190               2,055            1,918            

Monthly payment 158$         

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 

Power Wash

Triming of Grass, Weed Eating, etc. Planting optional Installment of Irrigation System Clean Gutters and House/Driveway

Washer rent

supplies

bags

supplies

Irrigation

Martin S. Jr dba JRs lawn care and irrigation

Lawn care

gas

Flowers

supplies

 



 

 

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

Lawn care 6 -         1,800     4,800     4,800      6,000     6,000     6,000     6,000     4,800     4,800      1,200      1,200      47,400       21%

Irrigation 6 -         8,000     8,000     12,000    12,000    18,000    18,000    18,000    10,000    10,000    10,000    10,000    134,000     59%

Power Wash 6 -         4,000     4,000     4,000      4,000     4,000     4,000     4,000     4,000     4,000      4,000      4,000      44,000       20%

Total revenue -         13,800    16,800    20,800    22,000    28,000    28,000    28,000    18,800    18,800    15,200    15,200    225,400     100%

Cost of Goods Sold 2

Lawn care 6 -         1,108     2,954     2,954      3,693     3,693     3,693     3,693     2,954     2,954      739        739        29,175       13%

Irrigation 6 -         4,177     4,177     6,266      6,266     9,399     9,399     9,399     5,222     5,222      5,222      5,222      69,968       31%

Power Wash 6 -         1,090     1,090     1,090      1,090     1,090     1,090     1,090     1,090     1,090      1,090      1,090      11,990       5%

Total COGS -         6,375     8,222     10,310    11,049    14,182    14,182    14,182    9,266     9,266      7,050      7,050      111,133     49%

Gross profit -         7,425     8,578     10,490    10,951    13,818    13,818    13,818    9,534     9,534      8,150      8,150      114,267     51%

Expenses 2

Auto or truck lease 5,000     500        500        500        500        500        500        500        500        500        500        500        10,500       5%

Depreciation 3 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Gasoline & fuels -         100        100        100        100        100        100        100        100        100        100        100        1,100         0%

Insurance - bonding -         -            0%

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

Interest - equip & start up 7 -         35          34          32          31          30          28          27          26          24          23          21          311           0%

Marketing 300        100        100        100        100        100        100        100        100        100        100        100        1,400         1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits -         -            0%

Supplies 1,500     1,500         1%

Tax service -         -            0%

Telephone - cellular 500        45          45          45          45          45          45          45          45          45          45          45          995           0%

4,550     -         -         -         -         -         -         -         -         -         -         -         4,550         2%

-         500        500        1,000         0%

-         100        100        100        100        100        100        100        100        100        100        100        1,100         0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 11,850    1,000     999        1,497      996        995        993        992        1,491     989        988        986        23,776       11%

Taxable profit (loss) 1 (11,850)   6,425     7,580     8,992      9,955     12,824    12,825    12,826    8,044     8,545      7,162      7,163      90,491       40%

Tax (expense) benefit 1 (539)       (7,943)    (8,424)    (5,718)     (22,623)      -10%

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)      -15%

Net profit (loss) (11,850)   3,425     4,041     5,992      6,955     1,881     9,825     9,826     (3,380)    5,545      4,162      (1,554)     34,869       15%

Depreciation 3 -         -         -         -         -         -         -         -         -         -         -         -         -            

Equipment purchases 3 -         -         -         -         -         -         -         -         -         -         -         -         -            

Principle, equipment loan 7 -         -         -         -         -         -         -         -         -         -         -         -         -            

Repay debt financing 7 3,350     (124)       (125)       (126)       (127)       (129)       (130)       (132)       (133)       (134)       (136)       (137)       1,918         

Owner contribution 3 12,000    -         -         -         -         -         -         -         -         -         -         -         12,000       

Equity investor 3 2,000     -         -         -         -         -         -         -         -         -         -         -         2,000         

Net cash flow 5,500     3,301     3,916     5,866      6,828     1,752     9,695     9,695     (3,513)    5,411      4,026      (1,691)     50,786       

Cash, period start -         5,500     8,801     12,718    18,584    25,412    27,164    36,858    46,553    43,040    48,451    52,477    -            

Cash, period end 5,500     8,801     12,718    18,584    25,412    27,164    36,858    46,553    43,040    48,451    52,477    50,786    50,786       

Payroll - not owner and not in 

COGS

Martin S. Jr dba JRs lawn care and irrigation

maintenance

Start-up expenses

tires

 


