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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Many car dealers purchase vehicles from 

auto auctions in mass amounts and need 

transportation of those vehicles to their 

place of business. 

 My purpose is to build strong business 

relationships with car dealers to provide them 

with safe, on time, dependable and consistent 

deliveries. 

 BTS Express is the solution to getting 

deliveries on the date and time when 

others can’t. Our passion is to deliver our 

customers what they want when they want 

it. 

Customers  Differentiators  Extras 

I will cater to Pre-owned car dealerships, 

car rental companies and auto auctions. 

 Consistent driver so customer will have a 

personal relationship and contact with driver 

at all times. GPS tracking on all vehicles. All 

cars will be delivered with a complete detail 

upon request. 

 I graduated from Windham Vocational 

school of auto HVAC, with my EPA 

license for refrigeration. With over 10 

years working for different car dealerships 

and auto auction  

Marketing  Start-up Costs  Financials & Extras 
My marketing method will be social 

media, business cards and freight 

brokerage companies. 

 Owner investment - cash 31,500$  

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing -         

Total start up costs: 31,500$   

 Sales: 249,700$  100%

COGS 11,100      4%

Gross profit 238,600    96%

Overhead 39,200      16%

Pretax income 199,300    80%

Tax expense 49,800      20%

Owner withdrawals 44,000      18%

Net income 105,500$  42%  

  Personal Fit   
My name is Nathaniel B. Sr., owner operator of BTS Express. I have more than 10 years of experience in the car industry, customer service and 

sales. My purpose is to deliver customer satisfaction, through word of mouth that will deliver and yield BTS Express the best in the industry 

title. 

 



 

BTS B. Transportation Service  
Nathaniel B. 

2 

PERSONAL FIT   

My name is Nathaniel H. B. Sr. I was born in Boynton Beach, Florida, on June 2, 1976, and am 

the younger of two children. I was raised in Brunswick, Georgia, by my mother until I was nine, 

when my mother was sentenced to prison. My sister and I then moved in with relatives, but my 

uncles and aunts thought I was too much to handle. They kept my sister due to the fact that she 

was 14 years old and didn’t require as much attention as I did. At that point in time, my mother’s 

sister and her husband decided to take me in and raise me with their two children in San Antonio. 

I was then adopted at the age of 9 by my uncle and aunt, who today are whom I refer to as my 

parents. I also consider their children as my other brother and sister. I always had their love and 

support, and they raised me in the ways of our Lord and Savior, Jesus Christ. 

 

I graduated from a private Christian school and in 1995 and then joined the U.S. Army. I entered 

military service with the intention of making it a career, but in 1997 I found myself being 

discharged from the military due to misconduct. I received a general under honorable conditions 

discharge. At that point my life took a turn for the worst. I started hanging around the wrong 

crowd of people, as the thug life seemed appealing to me. This ultimately led to me being in and 

out a jail for the next 10 years.  

 

In 2007, I landed in TDCJ. At that time, I had two children and a wife. It was around this time I 

began to see myself for who I had become, and I didn’t like that person at all. That’s when I gave 

my life to the Lord. I struggled with the Christian walk until 2015 due to wanting the promises 

and blessings of God, but not willing to live obedient to the word of God. My father and I started 

a commercial cleaning business, but I backed out due to having to work and provide for my wife 

and kids as a cook. I worked as a cook for some years while working construction at the same 

time. After a number of years in drug addiction, I lost my wife and went to West Palm Beach, 

Florida, to a Christian faith-based drug rehab. Before I left, I was so lost in my addiction that my 

wife and I got into an argument which led to her saying I assaulted her.  Due to my past record I 

was found guilty of aggravated assault. I feel that I am paying for the times I’ve gotten away 

with doing bad things.  

 

In Florida, I was given the tools to live a productive life in Christ. This is where I found who I 

really am. I’m a hard worker who loves to help people in helpless situations. I love to give back 

for what God has given me, a hope and a new beginning. While incarcerated I’ve received two 

trades: one in commercial cleaning and the other in automotive HVAC. I will be paroling to San 

Antonio, Texas, where I will begin my business and ministry. 

 

As the founder and owner operator of BTS (B. Transport Service), Nathaniel will be responsible 

for the day-to-day transporting of cars, pipes, etc. Nathaniel will ensure all materials are 

delivered in a timely manner with the highest level of integrity and professionalism. Nathaniel B. 

brings to BTS more than 15 years of experience in the automotive transport industry. Nathaniel 

has worked at numerous car dealerships in San Antonio, as well as in Brunswick, Georgia, for 

Otto Johnson’s Motor Company. Nathaniel detailed and transported vehicles six days a week, 

ensuring safe delivery of detailed cars. Nathaniel has been to trade school for automotive HVAC 

and has an EPA certification. Nathaniel also has two years of experience in sales selling 

extended warranties for the vehicles he sells and details. 
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OPPORTUNITY   

Explanation: 

As technology advances with so many online car shopping companies such as Karvina and Car 

Guru I see the growing opportunity for BTS to capitalize in the growing market that will rely on 

the delivery services.  

 

 Can I solve the problem given my skills and personality? 

 I have more than 15 years of experience in the car industry, sales and customer 

service. 

 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 doing all the work myself, until I’m able to expand and acquire more trucks. 

At that point, I will be able to hire employees. 

 Will this venture require significant capital? 

 It will be a matter of working and saving the capital to purchase my own truck and 

trailer and becoming an owner/operator.  

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

  I truly believe that all will go as expected as long as the requirements of parole are 

met. I believe this is something they would want to see as a success story. 

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

 In order for it to be worth the investment and time, it would definitely be a full time 

venture.  

 
 

SOLUTION   

Explanation: 

I aim to provide on-site services for dealer that buy in mass quantity from auto auctions and need 

vehicles transported to their car lots.  

 

 What are the benefits that I am providing?  

 I will provide my customers with quick, fast and safe deliveries for their online 

purchases. 

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

 I will provide GPS tracking apps so customers can monitor their shipment and know 

the ETA. 

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

 I will market my business by word of mouth, being on-site, business cards and a 

dispatch service. 

 

 Will my solution actually be profitable? 

 Yes, I am projecting to earn $100k to $150k in my first year.  

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

 I will not need an office. My truck will be my office. 



 

BTS B. Transportation Service  
Nathaniel B. 

4 

 Do I offer a guaranty or return policy? 

 Yes, I will have insurance coverage on all deliveries. 

 
 

CUSTOMERS  

Explanation:  

My business will target online car buyers and car dealers that purchase mass quantities from auto 

auctions. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 No, my service is for all genders. 

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

 My ideal customer will be mainly 30 to 65. 

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

 Marital status has no bearing on my delivery service. 

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

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

 I will cater to car dealerships, online buyers, and auto auction customers. 

 

Income: 

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

 Around income tax time, all classes are optional, but I will mainly target those that 

purchase in mass quantity from auto auctions are upper class customers. 

 

Location: 

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

store, an event like trades day)? 

 Most of my customers will come from onsite setup at auto auctions and through 

contract work from car dealers and online shoppers. 

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

 My customers will come to me due to my truck being my advertisement. 

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

suburb, or small rural community)? 

 My customers will live in various places but for the most part they will be business 

owners that are well off. 

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

over the city)? Time is money. 

 My customers are spread out, but being able to deliver six vehicles at one time will 

make it worth the while, especially charging $450 per vehicle. 

 

 

 How easily can I find this customer (one at a time or they will provide referrals)? 
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  Just as simple as going to car lots and car auctions and making my services be 

known. 

 

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 reach my customers in a group setting by dealing with auto auctions. 

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

 By targeting auto auctions there will always be a high demand for auto deliveries. 

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

 No, it doesn’t matter, I am a delivery service. 

 What industry is my customer in? 

 My customer will be in the car industry, where they sell brand new or pre-owned cars 

and they are auto auction buyers. 

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

 My services will be provided on a large scale to the whole car industry. 

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

 As a delivery service, all insurance will be my responsibility. 

 Does my customer require 24/7 service? 

 Yes, I will provide all car transportation services at the desired times my customers 

request it. 

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

 Yes, I have the capacity to meet the needs of my customers by providing exponential 

amount of space and quick car detail services for the buyer. 

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

company? 

 No, my services will be required by other companies that will need car deliveries. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Avel Indirect  Billboards  High Price  Regional exposer.  Can’t provide 

consistent driver  

Build personal relationships 

with customer by being their 

consistent driver. 

 

 

Clayton 

Logistics  

Indirect  News paper  High Price  Been in business 

for years and has 

customer base. 

Can’t provide 

consistent Drivers. 

Relationship building and 

being a thorough and 

consistent driver.  

 

 

 

Morales 

Transport  

Direct  (Cheap) 

Word of mouth 

& 

Self-advertising  

Low price  Already in 

Business with a 

customer base. 

Only operate in 

Texas. 

Southern region of the U.S.A. 

Gusley  Direct  (Cheap) 

Word of mouth 

& 

Self-advertising 

Low price  Has a customer 

base.  

Not willing to 

expand out of the 

Texas region. 

Willing to go anywhere in the 

U.S.A. 



 

 

EXTRAS   

External Extras: 

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

 I use to work for the San Antonio Auto Auction and I know a lot of dealers also I’ve 

worked for numerous of dealerships that can give me the networking I need.  

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

 I will be operating out of San Antonio, but my business will be mobile. My truck will 

be my office. 

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

 There are so many companies doing hot shots that transport vehicles, but no one will 

be like mine, I will not only deliver but will make sure the vehicles are detailed and 

customer ready. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 So far I have not found any company that will do the vehicle details like we will at 

BTS express.  

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

match initially? 

 I will be operating 24/7 upon customer’s request. 

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

 I am a man that whole heartedly believes in helping others and loving my fellow man. 

I live by the Word of God and then apply principles of the kingdom to my day to day 

walk. I’m a surrendered vessel of my Lord and Savior Jesus Christ. My core values 

are trusting god and knowing He is in total control. I walk by faith not by sight.   

 
 

MARKETING  

Message: 

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

about your company? 

 We are a hot shot company that is built on trust. We not only deliver what you order, 

we also deliver excellence and consistency. 

 What is your tagline? 

 BTS delivers timely and consistent results let us let our services be your good 

experience. 

 Is your message effective across different demographics? 

 All car dealers in the South will know and recommend BTS for their great service and 

Southern hospitability.  

 Is your pricing consistent with the market for similar offerings? 

 We will not undersell ourselves, but we will match all prices, and may beat others. 

 

 

 



 

 

 Is your pricing consistent with the degree of personalization? 

 Every delivery will be on time and safely transported. Our prices depend on the 

mileage. 

 

Media: 

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

 I will advertise my business through social media, business cards, and freight 

brokerage companies. 

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

using the types listed above? 

 I plan on meeting 25 to 30 potential customers every month. 

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

 I plan on doing business with at least 10 to 20 percent of those clients. 

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

 Social media is free. The business cards will be about $20 and the Freight broker will 

get a percentage of each load. 

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

 I will only have to purchase business cards about every four months and the freight 

brokerage will be continual expense. 

 How will you collect customer reviews? 

 I will collect customer reviews through social media, word of mouth, and the freight 

brokerage company will keep posted all customer referrals. 

 
 



 

 

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 300                 

car/truck down payment, if leased

permits

supplies, office & misc. 1,000             

Cash needed for start-up expenses 1,500             

Depreciable Costs
Paid or 

contributed in 

Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 20,000           20,000           
company trailer
computer, printer, fax -                  
Trailer 10,000           10,000           

-                  
-                  

building/office deposit N/A N/A
beginning cash balance N/A N/A
Cash needed for start-up assets 30,000           -                      30,000           

60                   assumed life (months)
500                 monthly depreciation

Total start up cost 31,500        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 31,500           100%

Vehicle loan and other equipment debt (see 

note 7 for financing) -                  0%

Startup financing, if applicable (for example 

Kiva loan) 0%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 31,500           100%

Nathaniel B. Sr.

B T S Express

484: Truck 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 450.00      100% 0% 0%

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 20.00        4% 0% 0%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 20.00        4% -            0% -            0%

Gross profit per unit - what you see on income statement 430.00      96% -            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 

Vehicle Transport sold 30                                   30             30             35             40             45             45             60             60             90             90             555              

 sold -               

 sold -               

total revenue 13,500$                          13,500$    13,500$    15,750$    18,000$    20,250$    20,250$    27,000$    27,000$    40,500$    40,500$    249,750$     

total cost of sales 600$                               600$         600$         700$         800$         900$         900$         1,200$      1,200$      1,800$      1,800$      11,100$       

total income statement gross profit (excludes owner labor) 12,900$                          12,900$    12,900$    15,050$    17,200$    19,350$    19,350$    25,800$    25,800$    38,700$    38,700$    238,650$     

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 -$         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 

Nathaniel B. Sr. dba B T S Express

Vehicle Transport

Fuel

Transporting from auctions to dealerships (Charging per vehicle)

 
 



 

 

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

Vehicle Transport 6 -         13,500    13,500    13,500    15,750    18,000    20,250    20,250    27,000    27,000    40,500    40,500    249,750     100%

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

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

Total revenue -         13,500    13,500    13,500    15,750    18,000    20,250    20,250    27,000    27,000    40,500    40,500    249,750     100%

Cost of Goods Sold 2

Vehicle Transport 6 -         600        600        600        700        800        900        900        1,200     1,200      1,800      1,800      11,100       4%

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

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

Total COGS -         600        600        600        700        800        900        900        1,200     1,200      1,800      1,800      11,100       4%

Gross profit -         12,900    12,900    12,900    15,050    17,200    19,350    19,350    25,800    25,800    38,700    38,700    238,650     96%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         500        500        500        500        500        500        500        500        500        500        500        5,500         2%

Gasoline & fuels -         500        500        500        500        500        500        500        500        500        500        500        5,500         2%

Insurance - bonding -         3,000     250        250        250        250        250        250        250        250        250        250        5,500         2%

Insurance - vehicle -         500        500        500        500        500        500        500        500        500        500        500        5,500         2%

Interest - equip & start up 7 -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Marketing 200        200        200        200        200        200        200        200        200        200        200        200        2,400         1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits -         -            0%

Supplies 1,000     1,000     1,000     1,000      1,000     1,000     1,000     1,000     1,000     1,000      1,000      1,000      12,000       5%

Tax service -         1,200      1,200         0%

Telephone - cellular 300        125        125        125        125        125        125        125        125        125        125        125        1,675         1%

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

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 1,500     5,825     3,075     3,075      3,075     3,075     3,075     3,075     3,075     3,075      3,075      4,275      39,275       16%

Taxable profit (loss) 1 (1,500)    7,075     9,825     9,825      11,975    14,125    16,275    16,275    22,725    22,725    35,625    34,425    199,375     80%

Tax (expense) benefit 1 (3,850)    (8,981)    (13,819)   (23,194)   (49,844)      -20%

Owner's withdrawals 1 -         (4,000)    (4,000)    (4,000)     (4,000)    (4,000)    (4,000)    (4,000)    (4,000)    (4,000)     (4,000)     (4,000)     (44,000)      -18%

Net profit (loss) (1,500)    3,075     1,975     5,825      7,975     1,144     12,275    12,275    4,906     18,725    31,625    7,231      105,531     42%

Depreciation 3 -         500        500        500        500        500        500        500        500        500        500        500        5,500         

Equipment purchases 3 (30,000)   -         -         -         -         -         -         -         -         -         -         -         (30,000)      

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

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

Owner contribution 3 31,500    -         -         -         -         -         -         -         -         -         -         -         31,500       

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

Net cash flow -         3,575     2,475     6,325      8,475     1,644     12,775    12,775    5,406     19,225    32,125    7,731      112,531     

Cash, period start -         -         3,575     6,050      12,375    20,850    22,494    35,269    48,044    53,450    72,675    104,800  -            

Cash, period end -         3,575     6,050     12,375    20,850    22,494    35,269    48,044    53,450    72,675    104,800  112,531  112,531     

Nathaniel B. Sr. dba B T S Express

Start-up expenses

Payroll - not owner and not in 

COGS

 


