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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Home and business owners are looking to 

build new homes and businesses or 

renovate and repair existing foundations, 

sidewalks, and driveways. 

 Precision Construction uses only skilled and 

professional workers as well as the best 

materials to ensure that our commercial and 

residential customers receive the highest 

quality of work to fit their budget. 

 We offer residential and commercial 

concrete services, such as foundations, 

sidewalks, driveways, invert ramps, truck 

ramps, repair, and cut and removal. 

Customers  Differentiators  Extras 

I will be targeting home and business 

owners with an income of $50,000 + 

annually. We will also be targeting 

individuals between the ages 25 and 

above. 

 The quality and type of concrete finish as in 

stain, polish, stamped, rock salt, and broom 

will be differentiators.  

 I have done previous work for major 

companies in Texas such as, Haliburton, 

Cinemark, Pepsi Corporation and Coca 

Cola. 

Marketing  Start-up Costs  Financials & Extras 
I will be marketing on social media sites 

such as Facebook, Instagram, Tumbler 

etc., and post business flyers at Home 

Depot, Lowes, and Barnsco. 

 

 Owner investment - cash 8,250$    

Owner investment - equipment -         

Vehicle and/or equipment loan 10,000    

Start up financing 5,000      

Total start up costs: 23,250$   

 Sales: 358,500$  100%

COGS 173,400    48%

Gross profit 185,000    52%

Overhead 18,500      5%

Pretax income 166,500    46%

Tax expense 41,600      12%

Owner withdrawals 49,000      14%

Net income 75,900$    21%  

  Personal Fit   
I bring eight years of experience in concrete work to my business, and I have previous contracts with general contractors. I believe concrete 

work is the true foundation of homes and businesses and it should be built with care and with the best quality of materials. 
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PERSONAL FIT   

My name is Miguel M.  I was born in Dallas, Texas on June 7, 1991. I am one of three children. 

We were raised by both of our parents to be respectful and open-minded children. They also 

embedded in our minds the ideal that through hard work and perseverance we can get succeed in 

life. Growing up I was encouraged to be a hard worker and to excel in school. I graduated from 

West Mesquite High School in 2009. 

 

I was 16 years old when I started to skip school and experiment with drugs. It was around this 

time that I was drawn to the seemingly affluent lifestyle that selling drugs brought. But with it 

came trouble. At 18 I caught my first felony, and served three years. Without a changed mindset 

when I was released, I continued down the same path. This time I was incarcerated for robbery 

and have served four years on a five-year sentence.   

 

In my past I’ve made bad decisions, but with those decisions and the time I’ve served, I have 

learned many things about myself, and about my faults. I have learned to be receptive of others. 

During my incarceration, I have completed a Cognitive Intervention class. I am close to 

completing the electrical vocation course. In effort to change the direction of my future I have 

started attending AA meetings and anger management classes. I have also made a commitment 

to God and my family to never use or sell drugs. I will strive for a better future for my family and 

myself. I do not ever want to return to prison or continue down the wrong path. 

 

The business world will be a new challenge for me. In order to conquer it, I plan on working 

harder than ever before to achieve my goals. I plan on building a team of professionals that will 

get the job done and become leaders in their own right. Building leaders will serve as a testimony 

to my personal leadership skills.  I will be released to Dallas in the month of September 2020. 

 

Miguel M. is founder and owner of Precision Construction. Miguel will oversee all functions of 

the business including sales, material ordering, day-to-day operations, and general management. 

Miguel brings more than eight years of construction experience. He worked at Premier Concrete 

for five years as an apprentice. While at Premier Concrete, Miguel assisted with the removal, 

forming and finishing of concrete, as well as clean-up and tool man services.  Miguel 

additionally served at Precision Demolition for one year, assisting in the removal of trash, 

remodeling of the interior of building, and was a foreman of a team of six individuals.  

 

Miguel has participated in the Cognitive Intervention, Conduits, and Changes programs. Miguel 

has over 530 hours of Electrical Vocation classroom hours. Miguel looks forward to putting this 

venture into action upon his release.  
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OPPORTUNITY   

Explanation: 

With the growth and expansion of residential and commercial building markets, there is an 

almost unlimited need for builders and contractors. We will meet that need. 

 

 Can I solve the problem given my skills and personality? 

 I have over eight years of experience in the concrete/construction industry.  

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

quality? 

 I will need a group of skilled workers. With that I will be able to get the job done 

faster and up to par with customer’s request and maintain quality. 

 Will this venture require significant capital? 

 I have most of the tools and equipment at hand to be able to start a job so this will not 

require a capital. 

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

 This will be a daytime employment that will meet parole requirements so there won’t 

be a problem there. 

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

 It would start as a part-time venture at first till the demand makes it a full time 

venture. 

 
 

SOLUTION   

Explanation: 

Big companies do not have the time to focus on small residential jobs. We will have a work force 

large enough to focus on the small jobs and accomplish major projects, as well. 

 

 What are the benefits that I am providing? 

 Raising the values of the customer’s property with quality work that will last a 

lifetime a save money for them as well. 

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

 We will have skilled workers and concrete finishers that specialize in only concrete 

work. 

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

 I will deliver with the work that I do as well a marketing on social media, flyers, 

brochures, and signs. 

 Will my solution actually be profitable? 

 Yes, after the initial first couple of jobs and expenses are taken care of the rest would 

be profit. 

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

 I will have a fixed office and will have a company vehicle(s) to get to the jobs. 
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 Do I offer a guaranty or return policy? 

 Once the job is done I do a walk through with the customer to make sure he/she is 

satisfied with the work done, but because of the vast circumstances available a 100% 

guaranty cannot be given. 

 
 

CUSTOMERS  

Explanation:  
Our target customers would be home and business owners looking to customize their homes and 

businesses. 

Demographics: 

 Will my service have different appeal to men versus women? 

 It would have the same appeal to both men and women. 

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

 My ideal customer’s age would be from age 25-85. 

 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.)? 

 I would appeal to individuals who are looking at ways to expand or make 

improvements to their homes and businesses. 

 

Income: 

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

 I will focus on individuals of the middle class. 

 

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 focusing on Social media and leave cards and marketing signs in 

constructions stores like Home Dept., Lowes, and Home for Humanity. 

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

 I will go to my customer’s homes and businesses. 

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

suburb, or small rural community)? 

 My company would focus in the DFW area as long as there is need for my services. 

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

over the city)? Time is money. 

 I will be focusing in the DFW area. 

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

  We will go business to business, and a lot or marketing will be needed. 
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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 them as individuals or as a group as needed.  

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

 If they are general contractors they can hire me as much as needed. Homeowners as 

well. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Yates 

Construction 

Direct Word of mouth 

and traditional 

media 

advertising 

Average Established 

work/jobs 

 

Small Company, 

focus’s in east 

Dallas area. 

Small work force. 

Large Work force and the 

ability to get contracts don in 

a timely manner. 

 

Austin 

Commercial 

Construction 

Indirect Online 

marketing and 

traditional media 

advertising 

High A well-known 

company in the 

commercial 

industry. Large 

work force 

Inability to focus on 

smaller jobs.  

Inexperienced crew 

members. 

A large enough work for to 

complete both smaller and 

larger jobs. 

OSHA trained employees. 

 

 

Premier 

Concrete 

Direct Word of mouth 

and Referral’s 

Average Excellent prices, 

well known 

company in the 

Dallas area. 

The inability to 

complete jobs in a 

timely manner. 

Ability to get jobs done on a 

timely manner. 

Skilled employees. 

Coastal 

Construction 

Indirect Word of mouth, 

referrals and 

traditional media 

High Have established 

general contractors  

Only focuses on 

pavements and small 

scale work.  

Small work force. 

Ability to focus on different 

aspects of concrete work. 

Large work force with the 

ability to complete job on 

timely manner. 
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EXTRAS   

External Extras: 

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

 I do have a connection with the construction suppliers in the Dallas area. My father 

and I have been doing business with the same suppliers for years. 

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

 I believe the location that I will have in Mesquite, Texas will be adequate. 

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

 There are many companies of my type in the Dallas-Fort/Worth area. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 I believe that lava rock will bring my company the edge over my competition.  

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

match initially? 

 Yes, we will be flexible, accommodating our clients’ schedule and special needs.  

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

 I have no additional comments. 

 
 

MARKETING  

Message: 

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

about your company? 

 We are professionals that specialize in the construction field and we are precise with 

concrete. 

 What is your tagline? 

 We offer unique and reliable concrete work and at a quality price. 

 Is your message effective across different demographics? 

 People will know that we specialize in concrete work in the DFW Metroplex. 

 Is your pricing consistent with the market for similar offerings? 

 We will not under sell ourselves. We provide reliable and quality work at a great 

price. 

 Is your pricing consistent with the degree of personalization? 

 The size of the job and type of concrete finish will determine the price. Quality work 

at a quality price. 

 

Media: 

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

 I will be advertising through social media, word of mouth, and at local construction 

warehouses such as Home depot, Lowes, and Barnsco. 

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

using the types listed above? 
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 I will reach a minimum of 25 customers a month through these methods.  

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

 I believe the 5% will actually contact me. 

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

 I will be using my own time to market. 

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

 It will be a onetime cost. 

 How will you collect customer reviews? 

 I will collect customer reviews through are social media sites.  

 



 

 

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 150                 

cell phone purchase 600                 

car/truck down payment, if leased

permits

supplies, office & misc.

Cash needed for start-up expenses 750                 

Depreciable Costs
Paid or 

contributed in 

Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 2,000             10,000                12,000           
company trailer
computer, printer, fax 200                 200                 

-                  
-                  
-                  

building/office deposit N/A N/A
beginning cash balance 10,300           N/A N/A
Cash needed for start-up assets 12,500           10,000                12,200           

60                   assumed life (months)

203                 monthly depreciation

Total start up cost 23,250        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 8,250             35%

Vehicle loan and other equipment debt (see 

note 7 for financing) 10,000           43%

Startup financing, if applicable (for example 

Kiva loan) 5,000             22%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 23,250           100%

Miguel M.

Precision Construction

238: Specialty Trade Contractors

_23_Construction



 

 

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 4,200.00     100% 7,200.00     100% 3,850.00     100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 30.00                     45.00       1,350.00     32% 30.00          45.00             1,350.00     19% 8.00            30.00            240.00        6%

Non-owner payroll tax 9.0% 121.50        3% 121.50        2% 22.00          1%

cost 1 description 200.00        5% 200.00        3% 0%

cost 2 description 200.00        5% 200.00        3% 0%

cost 3 description 925.25        22% 925.25        13% 0%

cost 4 description 0% 0% 0%

Total variable costs 2,796.75     67% 2,796.75     39% 262.00        7%

Gross profit per unit - what you see on income statement 1,403.25     33% 4,403.25     61% 3,588.00     93%

 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 

Average job  sold 4              4                 4                 4                 4                    4                 4                 4                 4                   3                 2                 41                 

Designer concrete sold 2              2                 2                 2                 2                    2                 2                 2                 2                   1                 1                 20                 

Concrete Removal sold 1              1                 1                 1                 1                    1                 1                 1                 1                   1                 1                 11                 

total revenue 35,050$   35,050$      35,050$      35,050$      35,050$         35,050$      35,050$      35,050$      35,050$        23,650$      19,450$      358,550$      

total cost of sales 17,043$   17,043$      17,043$      17,043$      17,043$         17,043$      17,043$      17,043$      17,043$        11,449$      8,652$        173,484$      

total income statement gross profit (excludes owner labor) 18,008$   18,008$      18,008$      18,008$      18,008$         18,008$      18,008$      18,008$      18,008$        12,201$      10,798$      185,066$      

Assumption 7 - Financing
 Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

Equipment financing, see Start-up Costs sheet amortization schedule

Amount borrowed 10,000$   principal, beginning 10,000     5,011          -              (5,034)         (10,092)          (15,173)       (20,276)       (25,404)       (30,555)         (35,729)       (40,927)       

Interest rate (example 8%) 5.5% interest expense 46            23               -              (23)              (46)                 (70)              (93)              (116)            (140)              (164)            (188)            (771)              

Loan term (# of months) 2              principal payment (4,989)     (5,011)         (5,034)         (5,057)         (5,081)            (5,104)         (5,127)         (5,151)         (5,174)           (5,198)         (5,222)         (56,149)         

Monthly payment 5,034       principal, ending 5,011       -              (5,034)         (10,092)       (15,173)          (20,276)       (25,404)       (30,555)       (35,729)         (40,927)       (46,149)       

Start-up financing, see Start-up Costs sheet

Amount borrowed 5,000$     principal, beginning 5,000       4,802          4,604          4,405          4,204             4,003          3,801          3,598          3,394            3,189          2,983          

Interest rate (example 8%) 5.5% interest expense 23            22               21               20               19                  18               17               16               16                 15               14               202               

Payback period (# of months) 24            principal payment (198)        (198)            (199)            (200)            (201)               (202)            (203)            (204)            (205)              (206)            (207)            (2,224)           

Grace period (months pay delay) principal, ending 4,802       4,604          4,405          4,204          4,003             3,801          3,598          3,394          3,189            2,983          2,776          

Monthly payment 220$        

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 

15,000        Skid Steer (Bobcat)

Concrete Removal

600 sq ft slab broom finish; Foundation, sidewalk, 

driveway, etc..

600 sq ft slab, stained and stamped ; Foundation, 

Sidewalk, driveways, etc..

600 sq concrete removal and diposal 

Concrete

Reinforcment Reinforcement

Designer concrete

Concrete

Miguel M. dba Precision Construction

Average job 

Forms Forms 

 



 

 

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

Average job 6 -         16,800    16,800    16,800    16,800    16,800    16,800    16,800    16,800    16,800    12,600    8,400      172,200     48%

Designer concrete 6 -         14,400    14,400    14,400    14,400    14,400    14,400    14,400    14,400    14,400    7,200      7,200      144,000     40%

Concrete Removal 6 -         3,850     3,850     3,850      3,850     3,850     3,850     3,850     3,850     3,850      3,850      3,850      42,350       12%

Total revenue -         35,050    35,050    35,050    35,050    35,050    35,050    35,050    35,050    35,050    23,650    19,450    358,550     100%

Cost of Goods Sold 2

Average job 6 -         11,187    11,187    11,187    11,187    11,187    11,187    11,187    11,187    11,187    8,390      5,594      114,667     32%

Designer concrete 6 -         5,594     5,594     5,594      5,594     5,594     5,594     5,594     5,594     5,594      2,797      2,797      55,935       16%

Concrete Removal 6 -         262        262        262        262        262        262        262        262        262        262        262        2,882         1%

Total COGS -         17,043    17,043    17,043    17,043    17,043    17,043    17,043    17,043    17,043    11,449    8,652      173,484     48%

Gross profit -         18,008    18,008    18,008    18,008    18,008    18,008    18,008    18,008    18,008    12,201    10,798    185,066     52%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         203        203        203        203        203        453        453        453        453        453        453        3,737         1%

Gasoline & fuels -         500        700        700        700        700        1,000     1,000     1,000     1,000      1,000      300        8,600         2%

Insurance - bonding -         50          50          50          50          50          50          50          50          50          50          50          550           0%

Insurance - vehicle -         100        100        100        100        100        100        100        100        100        100        100        1,100         0%

Interest - equip & start up 7 -         69          45          21          (3)           (27)         (51)         (76)         (100)       (124)       (149)       (174)       (569)          0%

Marketing 150        150        150        150        150        150        900           0%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits -         -            0%

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

Tax service -         -            0%

Telephone - cellular 600        100        100        100        100        100        100        100        100        100        100        100        1,700         0%

-         -         -         -         -         -         -         -         -         -         -         -         -            0%

-         200        200        200        200        200        400        1,400         0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 750        1,322     1,448     1,474      1,400     1,426     1,902     1,928     1,853     1,879      1,804      1,329      18,517       5%

Taxable profit (loss) 1 (750)       16,685    16,559    16,533    16,607    16,581    16,105    16,080    16,154    16,129    10,397    9,468      166,549     46%

Tax (expense) benefit 1 (8,124)    (12,430)   (12,085)   (8,998)     (41,637)      -12%

Owner's withdrawals 1 -         (3,000)    (3,500)    (3,500)     (5,000)    (5,000)    (4,000)    (5,000)    (5,000)    (5,000)     (6,500)     (3,500)     (49,000)      -14%

Net profit (loss) (750)       13,685    4,936     13,033    11,607    (849)       12,105    11,080    (931)       11,129    3,897      (3,030)     75,912       21%

Depreciation 3 -         203        203        203        203        203        453        453        453        453        453        453        3,737         

Equipment purchases 3 (12,200)   -         -         -         -         -         (15,000)   -         -         -         -         -         (27,200)      

Principle, equipment loan 7 10,000    (4,989)    (5,011)    (5,034)     (5,057)    (5,081)    (5,104)    (5,127)    (5,151)    (5,174)     (5,198)     (5,222)     (46,149)      

Repay debt financing 7 5,000     (198)       (198)       (199)       (200)       (201)       (202)       (203)       (204)       (205)       (206)       (207)       2,776         

Owner contribution 3 8,250     -         -         -         -         -         -         -         -         -         -         -         8,250         

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

Net cash flow 10,300    8,703     (71)         8,003      6,553     (5,928)    (7,747)    6,203     (5,832)    6,203      (1,054)     (8,006)     17,325       

Cash, period start -         10,300    19,003    18,932    26,934    33,487    27,559    19,812    26,014    20,182    26,385    25,331    -            

Cash, period end 10,300    19,003    18,932    26,934    33,487    27,559    19,812    26,014    20,182    26,385    25,331    17,325    17,325       

Payroll - not owner and not in 

COGS

Miguel M. dba Precision Construction

Start-up expenses

Misc Tools, Bits and Blades



 

 

 


