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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 

Home owners with busy work schedules 

often find that they do not have time to tend 

to their lawns, yards, or landscapes. Their 

inabilities to maintain their lawns create an 

eyesore. We provide services that fix that 

eyesore. 

 An essential part of life consists of providing, 

servicing, and helping. Green Culture 

implements and provides all this to our 

customers. 

 Cultivating and manicuring landscapes 

are needs that are met as requested by 

our customers. Our employees 

specialize in aromatic shrubs and 

flowers that provide uniqueness to 

lawns and landscapes. 

Customers  Differentiators  Extras 

Our customers are middle to upper class 

residential homeowners who are at the age of 

30 and up. 

 We provide regular lawn services, but we 

specialize in cultivating the area around your 

home. This provides artistic splendor and an 

aromatic environment. For every shrub, plant, 

or flower that is cultivated we will provide 

our customers with the science or medicinal 

properties they have.  

 I will build a relationship with a local 

nursery to acquire my supplies.  

Marketing  Start-up Costs  Financials & Extras 

We will have an aggressive social media 

campaign, fliers, door to door and direct 

mailing list. T-shirts for every customer we 

succeed with and company stakes for every 

customer’s lawn. A neighborhood referrals 

program as well as neighborhood group 

discount program will be implemented as 

well.  

 Owner investment - cash 4,020$    

Owner investment - equipment -         

Vehicle and/or equipment loan 9,000      

Start up financing -         

Total start up costs: 13,020$   

 Sales: 64,900$    100%

COGS 3,600       6%

Gross profit 61,200      94%

Overhead 10,300      16%

Pretax income 50,900      78%

Tax expense 12,700      20%

Owner withdrawals 27,000      42%

Net income 11,200$    17%  
  Personal Fit   

As the founder and owner of Green Culture, I will manage the business operations including sales and marketing. 
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PERSONAL FIT   

My name is Moses A. Jr., and I was born in San Antonio, Texas, on January 17, 1982. I am the 

oldest of three children. I was raised by my parents, who were both quite young, so I was back 

and forth between my parents and grandparents. During my nurturing and growing years my 

parents began having problems, so they divorced. My mom always did her best to get us to 

school and taught us the importance of school. I only made it to the 9th grade and then dropped 

out. My mother was not happy about that, so she told me “you’re going to have to get a job.” At 

the age of 18 I got my first job. 

 

During this part of my life I had no vision and no plan. I started selling and using drugs. I had not 

been in much trouble other than a possession of marijuana charge and criminal mischief, which 

lead me to juvenile detention. Hanging out with the older and wrong crowd I started dealing a 

large amount of drugs, but that didn’t last long. On October 31, 2001, I shot and killed someone. 

I had never been arrested as an adult, but at the age of 20 I was arrested on a murder charge. I am 

currently serving a 19 year sentence and have been incarcerated since 2002. 

 

Throughout my incarceration I have endured a lot of trials and tribulations. I have had plenty of 

time to think and make a change. I made a commitment to educate myself and not be the same 

person I was in the past. I understand responsibilities and the importance of family. I have been 

able to obtain my G.E.D. I have taken a college-level Horticulture Landscape Management 

Design vocational course, and I am 15 college credits shy of an associate degree. Most 

importantly, I now have a relationship with God. 

 

I am a hard working individual who is dedicated and has good communication skills. When 

faced with a task or challenge, I must complete and conquer it. I am always willing to help and 

go the extra mile. I would love to own a business because it would allow me to pursue my dream 

of providing for my family while having the flexibility to make up for the 19 years I lost with 

them. I also love to share knowledge and skills and talents to those who want to learn. I am loyal 

and committed. Managing my business will be based on loyalty to my staffs, employees and 

customers. I will be released to San Antonio, Texas in May of 2020. 

 

Moses A. Jr. is the owner and founder of Green Culture. Moses is responsible of management of 

operations inside the company. Moses offers to Green Culture more than a year of experience 

and a passion and desire to work in the horticulture and landscape design industry. 

  

Moses has taken several hours of college courses from West Texas College in Horticulture 

Landscape Management and Design. Moses has completed greenhouse management, plant 

propagation, and landscaping design courses. Moses will further his education and experience in 

this field upon release. 
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OPPORTUNITY   

Explanation: 

Homeowners with busy work schedules often find that they do not have time to tend their lawns 

and landscapes. In turn this creates an eyesore to homes that require maintenance. Green Culture 

provides services that satisfy our customer’s frustrations by executing with appealing results. 

 

 Can I solve the problem given my skills and personality? 

 Propagating and cultivating are essential to manicure landscapes and lawns. My 

experience in the landscape industry is over a year in horticulture and landscape 

design. 

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

quality? 

 I will start off alone and save for a year until I generate enough income to acquire a 

crew of individuals who specialize in landscape maintenance. 

 Will this venture require significant capital? 

 The equipment I will purchase will be state of the art and good quality, however the 

industry I specialize in doesn’t require a high end startup cost. 

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

 I will have to start this business full time and it will not interfere with parole. 

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

 This will be a full time venture. 

 
 

SOLUTION   

Explanation: 

Cultivating and manicuring landscapes are needs that are met as requested by our customers. Our 

employees specialize in aromatic shrubs, plants, and flowers that provide uniqueness to lawns 

and landscapes.  

 

 What are the benefits that I am providing? 

 What we provide is the ability to execute our customer’s inabilities and rid them of 

their frustrations. Well-trimmed lawns, aromatic shrubs, and a whole new appearance 

will transpire upon completion.   

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

 I am a horticulturalist that specializes in consulting our customers in their customized 

ideas and wants. I will manicure their lawns and provide an aromatic environment 

with shrubs, plants, and flowers. 

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

 We will have a company logo on our company vehicle. We will also Photoshop our 

customers’ homes and lawns to give them a visual of what it will look like.    

 Will my solution actually be profitable? 

 We will always conduct ourselves in a professional manner and give our customers 

the proper estimates for our services. We will make sure we earn our customers and 

have them continue with our services due to our quality of service. 
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 Do I need a fixed location (Storefront) or is this a mobile business? 

 We will need a storage facility to store equipment and a greenhouse to propagate and 

germinate our aromatic shrubs, plants, and flowers. 

 Do I offer a guaranty or return policy? 

 We will guarantee our customers outstanding results from the services we provide.  

 
 

CUSTOMERS  

Explanation:  

Our core customers are individuals with busy and hectic work schedules, who have no time to 

attend to their lawns. We target neighborhoods with HOA and the elderly who do not have the 

physical ability to perform such tasks. 

 

Demographics: 

 Will my service have a different appeal to men versus women? 

 Both men and women have jobs to maintain and families to provide for. Both genders 

also have lawns that have to be maintained. 

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

 My customers include that age range of 30-85. 

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

 Our customers can be 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 include people with health conscious concerns. We provide 

herbs, shrubs, plants, and flowers with aromatic properties and/or medicinal 

properties. 

 

Income: 

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

 My customers need to make at least $80k per year.  

 

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 go door to door and use direct mail. I will buy a mailing list and will post flyers. 

Both will have detailed explanations of my service(s).We will also Photoshop our 

customer’s lawns to provide them a visual of what it will look like. 

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

 Our services require us to go to our customers’ home. 

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

suburb, or small rural community)? 

 All homes have a lawn that requires maintenance. 
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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. 

 Our offices will be located on the north side of San Antonio and within a 15 mile 

radius of our customers. 

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

 I will attract my customers in a group setting by mailing lists and flyers as mentioned 

before.  I will the meet customers and discuss my services and negotiations. 

 

Other: 

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

individually? 

 I will be able to find our customers either one at a time or in a group. I will use 

business cards and flyers and go door to door. 

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

 Our customers will be on a weekly basis plan that consist of maintaining all needs. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Wolf Nursery Direct Social media 

magazine 

columns 

High Large nursery that 

allows customers 

to have a wide 

variety of services. 

Traditional and 

common selection of 

plants and shrubs. 

We promote a wide variety of 

aromatic shrubs, plants, and 

flowers that are exotic with a 

diverse selection. 

 

 

Hill 

Horticulture 

Direct Radio 

advertising and 

T.V 

commercials 

High Deal business to 

business 

commercially. 

Do not provide 

services to 

residential 

customers. 

Our services will include 

mostly residential and some 

commercial based customers.  

 

Home 

Depot 

Indirect Billboards and 

T.V 

commercials 

Average Established 

customer based. 

They do not 

specialize in this 

industry. 

Our services will be met at 

customers’ homes and I 

specialize in this service. 

Judith’s floral 

Shop  

Indirect Word of mouth 

Flyers 

Low Loyal based 

customers. 

Small offering and 

common products. 

We will be meeting specific 

needs, going to location, and 

cultivating products.   
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EXTRAS   

External Extras: 

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

 A local nursey will be my supplier, until I find an industry supplier. 

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

 I will have to build a storefront and green house. Green Culture will be located in San 

Antonio, Texas.  

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

 As of now there is only one business in the area I am at. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 We specialize in cultivating aromatic shrubs, flowers, and plants that provide an 

aromatic environment.   

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

match initially? 

 Our specialist will provide our customers with in-depth knowledge/science of every 

plant, shrub, or flower we cultivate allowing customers to know the medicinal 

properties they provide.  

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

 I have completed a trade in horticulture and landscaping management and have two 

years of experience. 

 
 

MARKETING  

Message: 

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

about your company? 

 We are ecofriendly in our services. Our professionals specialize in cultivating and 

maintaining lawns and alleviating our customer’s frustrations. 

 What is your tagline? 

 “We ensure that your lawn frustrations are met through green culture.” 

 Is your message effective across different demographics? 

 With our quality of service and work, green culture will be known to all who have a 

lawn. 

 Is your pricing consistent with the market for similar offerings? 

 Our pricing is consistent with this market, but it is our quality of service that will 

draw customers to us. 

 Is your pricing consistent with the degree of personalization? 

 In this industry the size of your lawn indicates a set pricing. However, our 

professionals ensure that our customers get the best quality of service. 
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Media: 

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

 Our marketing strategy consist of an aggressive social media campaign, mailing list, 

flyers, business cards, and word of mouth. 

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

using the types listed above? 

 We are seeking to reach 80 to 100 customers a month through our different marketing 

methods. 

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

 Through our advertising we look forward to providing service to at least 1 to 3 % who 

respond to our advertisements. 

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

 A mailing list goes for $200. Door to door knocking is of no charge. As well as a 

word of mouth. Business cards range from $15 to $35. 

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

 A mailing list will be a fee once every 3 months. Door to door will be every time we 

have a new customer in a new neighborhood or subdivision. 

 How will you collect customer reviews? 

 My own personal phone number will be given to our customers for reviews and an 

on-line review site will be available for feedback.  

 
 
 



 

 

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 500              

cell phone purchase 250              

car/truck down payment, if leased

permits 400              

supplies, office & misc. 150              

Hand tools misc. 200              

gas hedge trimmer 220              

misc equipment (bags, gloves) 100              

Cash needed for start-up expenses 1,820           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van 1,000           9,000               10,000         

company trailer

computer, printer, fax -               

Toro 30 inch walk behind 450              450              

Weedeater/edger 450              450              

Blower Backpack 300              300              

building/office deposit N/A N/A

beginning cash balance N/A N/A
Cash needed for start-up assets 2,200           9,000               11,200         

60                assumed life (months)

187              monthly depreciation

Total start up cost 13,020        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 4,020           31%

Vehicle loan and other equipment debt (see 

note 7 for financing) 9,000           69%

Startup financing, if applicable (for example 

Kiva loan) 0%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 13,020         100%

Moses Anguiano Jr.

Green Culture

454: Nonstore Retailers

_44_45_Retail_Trade

Moses A. Jr.

 
 



 

 

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 45.00          100% 75.00          100% 120.00        100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. -              0% -              0% -              0%

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

cost 1 description 0.50            1% 0.50            1% 3.00            3%

cost 2 description 0% 3.33            4% 3.33            3%

cost 3 description 0% 0% 18.00          15%

cost 4 description 0% 0% 4.00            3%

Total variable costs 0.50            1% 3.83            5% 28.33          24%

Gross profit per unit - what you see on income statement 44.50          99% 71.17          95% 91.67          76%

 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 

Basic Cut sold 30               120        120        120            120             120        120        30            780          

Mid-Grade Service sold 10               40          40          40              40               40          40          10            10               270          

The works sold 4                 12          12          12              12               12          12          4              80            

total revenue -$        2,580$        9,840$   9,840$   9,840$       9,840$        9,840$   9,840$   2,580$     750$           -$            64,950$   

total cost of sales -$        167$           553$      553$      553$          553$           553$      553$      167$        38$             -$            3,691$     

total income statement gross profit (excludes owner labor) -$        2,413$        9,287$   9,287$   9,287$       9,287$        9,287$   9,287$   2,413$     712$           -$            61,260$   

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 9,000$     principal, beginning 9,000       8,785          8,567     8,348     8,128         7,905          7,680     7,454     7,226       6,995          6,763          

Interest rate (example 8%) 10.0% interest expense 75            73               71          70          68              66               64          62          60            58               56               724          

Loan term (# of months) 36            principal payment (215)        (217)            (219)       (221)       (223)           (225)            (226)       (228)       (230)         (232)            (234)            (2,471)      

Monthly payment 290          principal, ending 8,785       8,567          8,348     8,128     7,905         7,680          7,454     7,226     6,995       6,763          6,529          

Start-up financing, see Start-up Costs sheet

Amount borrowed -$         principal, beginning -          -              -         -         -             -              -         -         -           -              -              

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

Payback period (# of months) principal payment -          -              -         -         -             -              -         -         -           -              -              -           

Grace period (months pay delay) principal, ending -          -              -         -         -             -              -         -         -           -              -              

Monthly payment -$         

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 

1,500          

Multch

Trailer

The works

Cut, trim, blow off concrete Cut, trim, blow off, quarterly fertilizer and up 

keep of flower beds.

Cut, trim, blow off, quarterly fert, keep flower 

beds cleaned, hedges trimmed. Full lawn service

Grow

FertilzerFertilizer

Gas

Mid-Grade Service

Moses A. Jr. dba Green Culture

Basic Cut

Gas Gas

 
 



 

 

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

Basic Cut 6 -         -         1,350     5,400      5,400     5,400     5,400     5,400     5,400     1,350      -         -         35,100       54%

Mid-Grade Service 6 -         -         750        3,000      3,000     3,000     3,000     3,000     3,000     750        750        -         20,250       31%

The works 6 -         -         480        1,440      1,440     1,440     1,440     1,440     1,440     480        -         -         9,600         15%

Total revenue -         -         2,580     9,840      9,840     9,840     9,840     9,840     9,840     2,580      750        -         64,950       100%

Cost of Goods Sold 2

Basic Cut 6 -         -         15          60          60          60          60          60          60          15          -         -         390           1%

Mid-Grade Service 6 -         -         38          153        153        153        153        153        153        38          38          -         1,034         2%

The works 6 -         -         113        340        340        340        340        340        340        113        -         -         2,266         3%

Total COGS -         -         167        553        553        553        553        553        553        167        38          -         3,691         6%

Gross profit -         -         2,413     9,287      9,287     9,287     9,287     9,287     9,287     2,413      712        -         61,260       94%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         187        187        187        187        187        212        212        212        212        212        212        2,203         3%

Gasoline & fuels -         188        256        256        256        256        256        256        256        188        2,168         3%

Insurance - bonding -         55          55          55          55          55          55          55          55          55          55          55          605           1%

Insurance - vehicle -         140        140        140        140        140        140        140        140        140        140        140        1,540         2%

Interest - equip & start up 7 -         75          73          71          70          68          66          64          62          60          58          56          724           1%

Marketing 500        125        125        125        125        1,000         2%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits 400        400           1%

Supplies 150        200        350           1%

Tax service -         50          50          50          50          50          50          50          50          50          50          50          550           1%

Telephone - cellular 250        250           0%

520        -         -         -         -         -         -         -         -         -         -         -         520           1%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 1,820     695        886        759        757        1,080     779        777        900        705        515        638        10,310       16%

Taxable profit (loss) 1 (1,820)    (695)       1,528     8,528      8,530     8,206     8,508     8,510     8,387     1,708      197        (638)       50,949       78%

Tax (expense) benefit 1 -         (6,069)    (6,351)    (317)       (12,737)      -20%

Owner's withdrawals 1 -         (3,000)    (3,000)     (3,000)    (3,000)    (3,000)    (3,000)    (3,000)    (3,000)     (3,000)     (27,000)      -42%

Net profit (loss) (1,820)    (695)       (1,472)    5,528      5,530     (863)       5,508     5,510     (964)       (1,292)     (2,803)     (955)       11,212       17%

Depreciation 3 -         187        187        187        187        187        212        212        212        212        212        212        2,203         

Equipment purchases 3 (11,200)   -         -         -         -         -         (1,500)    -         -         -         -         -         (12,700)      

Principle, equipment loan 7 9,000     (215)       (217)       (219)       (221)       (223)       (225)       (226)       (228)       (230)       (232)       (234)       6,529         

Repay debt financing 7 -         -         -         -         -         -         -         -         -         -         -         -         -            

Owner contribution 3 4,020     -         -         -         -         -         -         -         -         -         -         -         4,020         

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

Net cash flow -         (723)       (1,503)    5,495      5,495     (899)       3,995     5,495     (981)       (1,310)     (2,824)     (977)       11,265       

Cash, period start -         -         (723)       (2,226)     3,269     8,764     7,866     11,861    17,357    16,376    15,066    12,242    -            

Cash, period end -         (723)       (2,226)    3,269      8,764     7,866     11,861    17,357    16,376    15,066    12,242    11,265    11,265       

Payroll - not owner and not in 

COGS

Moses A. Jr. dba Green Culture

Start-up expenses

 


