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“If your car needs cleaning and you just don’t have the time, don’t fuss! 

Just call Gold Rush. Mobile Detailing that is…” 
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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Bringing a full quality vehicle detail 

service to the common person who does 

not have the time or energy. 

 I am going to be consistent in quality service 

for my customers at all costs. 

 I will be mobile providing fast and 

efficient vehicle detailing work to keep my 

customers satisfied, saving time from their 

busy schedules. 

Customers  Differentiators  Extras 

My customers will be anyone who owns a 

vehicle in need of detailing including car 

lots and company vehicles. 

 I will be a 24/7 call out service to include 

customers who work graveyard shifts. 

 I have family members who are currently 

in the same industry who can help me with 

the specifics of my business.  

Marketing  Start-up Costs  Financials & Extras 
I will be advertising by word of mouth, 

business cards, flyers, and most 

importantly, I will have a very active 

social media account. 

 Owner investment - cash 5,000$    

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing 7,760      

Total start up costs: 12,760$   

 Sales: 108,800$  100%

COGS 17,400      16%

Gross profit 91,400      84%

Overhead 13,400      12%

Pretax income 77,900      72%

Tax expense 19,400      18%

Owner withdrawals 35,200      32%

Net income 23,200$    21%  

  Personal Fit   
Although I have two years’ experience in the industry, I have been washing my own vehicle as well as family members for 15 years. I will treat 

every customer’s vehicle as if it were my own. I take pride in taking someone’s dirty vehicle and making it look brand new again. 
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PERSONAL FIT   

My name is Oscar B. I was born in Houston, Texas on July 24, 1989. I am the youngest of three 

siblings. I have one brother, and one sister, who I love dearly. I was raised by my mother who 

encouraged me to get through a lot of things when I was a young man, such as finishing school 

and getting my first job. Things a young man is supposed to do and I am grateful for that. 

 

Being that my biological father was not around as much to teach me how to be a man, there was 

a big lack of discipline in our household. I looked up to all the wrong people, the hustlers and 

gang members, which lead me to start doing the same things that I felt had power at the time.  

I started hustling when I was 15 years old. Doing illegal things day in and day out led me to 

catching my first felony at the age of 18. Only serving 13 months on a two year sentence I came 

home with the same mentality I had before. Not learning anything from my first trip down it only 

took me a little bit over a half a year before I landed myself back in the Harris County Jail facing 

a new charge while on parole for my first charge. While I was sitting in jail, with nothing but my 

thoughts, I actually started thinking about the road I was heading down. It was not the road I 

wanted to head down because it was a dead end road. So, I started to change my way of thinking. 

My past has been full of wrong decision making due to being young and naïve.  

 

Since I have been incarcerated I have learned that there is more than the street side of life. I have 

made changes in my life that I can use for the rest of my life, like getting closer to God. Before 

my incarceration I was never the type to give my faith to God. I see now that it is the only way to 

make it through life. I have also picked up an electrical trade since I have been incarcerated that I 

can use upon my release. I can honestly say that I changed for myself and my family. I made a 

true commitment to myself to never sell drugs again. Once I get released I know that there will 

be things out there that can lead me back to my old ways, but I have faith that my new way of 

thinking will not allow me to fall short. 

 

I am a good salesman, who loves to interact with people. I have always went into business 

situations with a leading mind frame. I have also had these skills growing up, just was not using 

them the right way. I would love to own my own business one day, it will allow me to get the 

things that I need done. Any investments that I receive will be spread out so that the business can 

grow as fast as possible 

 

Oscar B. is the owner and founder of Gold Rush Detail Shop. Oscar B. will be responsible for 

ordering products, sales, and for general management of the company. Oscar brings more than 

11 years of experience to this detailing business. Starting from the bottom, he detailed cars for 

Mr. Car Wash for four years. Working his way up through the ranks, he then got a promotion to 

sales and material ordering. While doing that for three years he then got promoted to general 

management. All of these skills will be useful in the daily operations of Gold Rush Detail Shop. 

 

Oscar has completed a plethora of trades while incarcerated including an electrical certificate in 

2016 at the Windham School District. Also, Oscar has recently finished the Authentic Manhood 

Program. He brings a leadership mind frame to the business and he also shows incredible work 

ethic. 
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OPPORTUNITY   

Explanation: 

The opportunity is to give my customers more free time in their daily routines by eliminating 

travel time to have their vehicles cleaned and detailed. 

 

 Can I solve the problem given my skills and personality? 

 With more than 15 years of experience in mobile detailing, I will be able to deal with 

any problems that are going to come my way. 

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

quality? 

 It can be done by others as well, once they have been properly trained on each station. 

 Will this venture require significant capital? 

 It will not take significant capital, it is more a matter of gaining customers on a day to 

day basis and letting everything else come to you.  

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

 I believe my business will not pose any issues with parole, being that it is a daytime 

operation. 

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

 It would start off as a part time business, until am able to get everything off the 

ground. 

 
 

SOLUTION   

Explanation: 

Instead of spending hours on a busy day trying to detail your vehicle.  We at Gold Rush 

Detailing will come to you at any location to detail your vehicles inside/out leaving you with 

more leisure time to rest and relax from their daily routines.  

 

 What are the benefits that I am providing? 

 My business will offer convenience for the customer by coming to their location to 

detail their vehicles. 

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

 I feel that my business will flourish because we offer a 24/7 service and we are able 

to come to your location and detail your vehicle with no problems. 

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

 I will be delivering my solution to my customers by coming to their location and 

giving them some top of the line detail service. 

 Will my solution actually be profitable? 

 My business will be profitable because I am providing a service that basically pays 

for itself, and am also giving myself a 15 mile radius so that I will not be driving all 

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

 I will not need a storefront, my business is built off of being a mobile service so that I 

can make things more convenient for my customers. 

 Do I offer a guaranty or return policy? 

 I will offer a satisfaction guaranteed section in all of my business cards to let the 

customers know we do stand behind our work. 

 
 

CUSTOMERS  

Explanation:  

Gold Rush’s target customers will come in different genders, and different ages, but our overall 

sum up will be anyone who has a vehicle. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 My services will be viewed the same when it comes to gender. 

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

 My customers’ age will vary, but they will be owners of vehicles. 

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

 My customers can be in any relationship status. We do not pass judgment at Gold 

Rush Detail. 

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

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

 My ideal customers will be the persons who love to have a clean vehicle, whether it 

be for business purposes or for recreation. 

 

Income: 

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

 My customers do not have to be in a certain income bracket if they like getting their 

vehicle pampered and are willing to pay for a service that we happily provide them. 

 

Location: 

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

store, an event like trades day)?  

 My company will build around mobile detailing so I will be able to bring my service 

where the customer pleases.  

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

 I will arrive wherever my service is needed. 

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

suburb, or small rural community)? 

 My ideal customer will be in the suburban areas, and the business district. 
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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. 

 Time is money, so geographically, I would love to keep my business on the north side 

of Houston, Texas within a 20 mile radius. 

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

  My customer will be brought by demand, word of mouth and social media. 

 

Other: 

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

individually? 

 I can service my customer individually or by group.  

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

 It will be almost guaranteed that my customer will come back every time because I 

will be providing excellent detailed work.  

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

 I can sell to either one, I find myself one day being contracted with car lots. 

 What industry is my customer in? 

 My customers would be anyone who needs a vehicle detailed. 

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

 I would love to serve all, but multiple locations is where I will be serving. 

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

 No special insurance will be needed on their part. 

 Does my customer require 24/7 service? 

 Maybe my service will be needed 24/7 due to their hours of work or availability. 

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

 I will be flexible for special needs of the customers. 

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

company? 

 I will have multiple customers with plans of expanding. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Mr. Car Wash Direct Newspaper, ads, 

flyers 

$20-50 Great location.  Limited service 

offerings. 

Professional grade results. 

 

Willies Detail Direct  Business card, 

flyers 

$15-25 Commercial 

business area. 

Poorly trained staff. Professional grade results. 

 

 

 

Quick 

Pressure 

Wash 

Indirect Business cards, 

ads, flyers 

$20-45 Well-known local 

company.  

They do not do full 

detailing.  

Professional grade results. 

 

Old Detail 

Shop  

Indirect Radio, Flyers $20-50 Established local 

business with a 

great location. 

Poorly trained staff. Professional grade results. 



 

Gold Rush Mobile Detailing 
Oscar B. 

7 

EXTRAS   

External Extras: 

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

 I have family members who will give me access through their sources.  

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

 By having a mobile business I will be able to relocate easily to find busy areas. 

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

 I know there will be many competitors spread about so I will do pop-ups until I gather 

clientele. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 I have over 15 years of experience. 

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

match initially? 

 Yes, I will have 24/7 call in operations for emergency purposes. 

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

 I believe I have a warm approach in personality with a welcoming smile.  

 
 

MARKETING  

Message: 

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

about your company? 

 The company name Gold Rush describes the work put into each and every job. 

 What is your tagline? 

 We specialize in making your vehicle shine like gold. 

 Is your message effective across different demographics? 

 Yes, I believe people will hear Gold Rush and see the company logo and will know 

the business. 

 Is your pricing consistent with the market for similar offerings? 

 I believe so, plus we will be offering discounts for being liked on social media. 

 Is your pricing consistent with the degree of personalization? 

 Professionalism will remain intact with every job, plus we will have three different 

packages that vary in price range.  

 

Media: 

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

 I will be reaching customers through flyers, business cards and most importantly 

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

using the types listed above? 

 I will seek to reach at least 150 people every month through these advertising 

methods. 

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

 I will be working towards having 15 to 20 customers daily. 

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

 Flyers will be around $85, business cards $20 and social media fee. 

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

 It will be a monthly cost for flyers and every three months for business cards and fees 

on social media.  

 How will you collect customer reviews? 

 I will have online reviews and word of mouth through social interactions. 



 

 

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 60                   

car/truck down payment, if leased

permits

supplies, office & misc. 150                 

Cash needed for start-up expenses 410                 

Depreciable Costs
Paid or 

contributed in 

Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 8,000             8,000             
company trailer
computer, printer, fax -                  
500g water tank 1,000             1,000             
Scrub brushes & Towels 150                 150                 
50g tubs of soap &degreaser 200                 200                 
building/office deposit N/A N/A
beginning cash balance 3,000             N/A N/A
Cash needed for start-up assets 12,350           -                      9,350             

60                   assumed life (months)
156                 monthly depreciation

Total start up cost 12,760        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 5,000             39%

Vehicle loan and other equipment debt (see 

note 7 for financing) -                  0%

Startup financing, if applicable (for example 

Kiva loan) 7,760             61%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 12,760           100%

Oscar B.

Gold Rush Mobile Detailing

814: Private Households

_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 40.00          100% 60.00          100% 150.00        100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 1.00                       7.00         7.00            18% 1.00       7.00               7.00            12% 1.00       7.00              7.00            5%

Non-owner payroll tax 9.0% 0.63            2% 0.63            1% 1.00            1%

cost 1 description 0.75            2% 0.75            1% 0.90            1%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 8.38            21% 8.38            14% 8.90            6%

Gross profit per unit - what you see on income statement 31.62          79% 51.62          86% 141.10        94%

 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 

Car Washing  sold 100          120             130        144        144                144             144        144        144               144             144             1,502       

Delux Car Washing  sold 30            32               38          48          55                  55               55          30          25                 15               20               403          

Super Car Washing sold 10            15               17          18          18                  16               20          10          10                 10               20               164          

total revenue 7,300$     8,970$        10,030$ 11,340$ 11,760$         11,460$      12,060$ 9,060$   8,760$          8,160$        9,960$        108,860$ 

total cost of sales 1,178$     1,407$        1,559$   1,769$   1,828$           1,810$        1,846$   1,547$   1,505$          1,421$        1,552$        17,424$   

total income statement gross profit (excludes owner labor) 6,122$     7,563$        8,471$   9,571$   9,932$           9,650$        10,214$ 7,513$   7,255$          6,739$        8,408$        91,437$   

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 7,760$     principal, beginning 7,760       7,137          6,509     5,878     5,242             4,602          3,957     3,309     2,656            1,998          1,337          

Interest rate (example 8%) 8.0% interest expense 52            48               43          39          35                  31               26          22          18                 13               9                 336          

Payback period (# of months) 12            principal payment (623)        (627)            (632)       (636)       (640)               (644)            (649)       (653)       (657)              (662)            (666)            (7,089)      

Grace period (months pay delay) principal, ending 7,137       6,509          5,878     5,242     4,602             3,957          3,309     2,656     1,998            1,337          671             

Monthly payment 675$        

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 

Oscar B. dba Gold Rush Mobile Detailing

Car Washing 

Materials Materials

Super Car Washing

Your basic detail cleaning consist of just the outside. 

One wash

Your full detail cleaning consist of outside/inside 

cleaning.

Suprem detail will consist of a full detail plus a buff 

& wax

Materials

Delux Car Washing 

 



 

 

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

Car Washing 6 -         4,000     4,800     5,200      5,760     5,760     5,760     5,760     5,760     5,760      5,760      5,760      60,080       55%

Delux Car Washing 6 -         1,800     1,920     2,280      2,880     3,300     3,300     3,300     1,800     1,500      900        1,200      24,180       22%

Super Car Washing 6 -         1,500     2,250     2,550      2,700     2,700     2,400     3,000     1,500     1,500      1,500      3,000      24,600       23%

Total revenue -         7,300     8,970     10,030    11,340    11,760    11,460    12,060    9,060     8,760      8,160      9,960      108,860     100%

Cost of Goods Sold 2

Car Washing 6 -         838        1,006     1,089      1,207     1,207     1,207     1,207     1,207     1,207      1,207      1,207      12,587       12%

Delux Car Washing 6 -         251        268        318        402        461        461        461        251        210        126        168        3,377         3%

Super Car Washing 6 -         89          134        151        160        160        142        178        89          89          89          178        1,460         1%

Total COGS -         1,178     1,407     1,559      1,769     1,828     1,810     1,846     1,547     1,505      1,421      1,552      17,424       16%

Gross profit -         6,122     7,563     8,471      9,571     9,932     9,650     10,214    7,513     7,255      6,739      8,408      91,437       84%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         156        156        156        156        156        156        156        156        156        156        156        1,714         2%

Gasoline & fuels -         500        500        500        500        600        600        600        600        700        500        400        6,000         6%

Insurance - bonding -         -            0%

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

Interest - equip & start up 7 -         52          48          43          39          35          31          26          22          18          13          9            336           0%

Marketing 200        60          60          60          60          60          200        700           1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits -         -            0%

Supplies 150        500        125        350        125        350        125        350        125        250        75          500        3,025         3%

Tax service -         -            0%

Telephone - cellular 60          50          50          50          50          50          50          50          50          50          50          50          610           1%

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

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 410        1,358     1,038     1,199      1,030     1,291     1,122     1,282     1,113     1,274      954        1,415      13,485       12%

Taxable profit (loss) 1 (410)       4,764     6,524     7,272      8,541     8,641     8,528     8,932     6,400     5,981      5,784      6,993      77,951       72%

Tax (expense) benefit 1 (2,720)    (6,113)    (5,965)    (4,690)     (19,488)      -18%

Owner's withdrawals 1 -         (3,200)    (3,200)    (3,200)     (3,200)    (3,200)    (3,200)    (3,200)    (3,200)    (3,200)     (3,200)     (3,200)     (35,200)      -32%

Net profit (loss) (410)       1,564     605        4,072      5,341     (672)       5,328     5,732     (2,765)    2,781      2,584      (897)       23,264       21%

Depreciation 3 -         156        156        156        156        156        156        156        156        156        156        156        1,714         

Equipment purchases 3 (9,350)    -         -         -         -         -         -         -         -         -         -         -         (9,350)        

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

Repay debt financing 7 7,760     (623)       (627)       (632)       (636)       (640)       (644)       (649)       (653)       (657)       (662)       (666)       671           

Owner contribution 3 5,000     -         -         -         -         -         -         -         -         -         -         -         5,000         

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

Net cash flow 3,000     1,097     133        3,596      4,861     (1,156)    4,840     5,239     (3,262)    2,280      2,079      (1,407)     21,298       

Cash, period start -         3,000     4,097     4,230      7,826     12,686    11,530    16,370    21,609    18,347    20,627    22,705    -            

Cash, period end 3,000     4,097     4,230     7,826      12,686    11,530    16,370    21,609    18,347    20,627    22,705    21,298    21,298       

Oscar B. dba Gold Rush Mobile Detailing

Start-up expenses

Payroll - not owner and not in 

COGS

 


