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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Many bars and restaurants in Houston 

and surrounding areas are receiving bad 

reviews fines and possible shutdowns for 

not properly cleaning and maintaining a 

pest-free environment. 

 We seek to help provide a clean healthy and 

pest-free environment so the fines and bad 

reviews are no longer a problem. 

 We will properly clean and help maintain a 

clean, healthy, and pest-free environment. 

Customers  Differentiators  Extras 

Our targeted customers are all bars and 

restaurants on the southwest side of 

Houston Texas. 

 We provide our service to all bars and 

restaurants in need of our services. 
 We bring more than 600 hours of HVAC 

vocation. We have more than two years of 

pest control service and we are EPA and 

OSHA certified. 

Marketing  Start-up Costs  Financials & Extras 
We will meet with multiple bar and 

restaurant owners to demonstrate our 

services. We will also pass out business 

cards and set up a webpage our 

customers can refer to for any additional 

questions about our services. 

 Owner investment - cash 8,110$    

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing -         

Total start up costs: 8,110$     

 Sales: 202,000$  100%

COGS 109,900    54%

Gross profit 92,100      46%

Overhead 40,000      20%

Pretax income 52,000      26%

Tax expense 13,000      6%

Owner withdrawals 11,000      5%

Net income 28,000$    14%  

  Personal Fit   
I am one of many consumers of food and beverages and billions of consumers and myself included want our food and beverages served in a 

clean, healthy and pest-free environment, and we at I C CLEAN aim to provide just that. 
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PERSONAL FIT   

My name is Quinntin Willie H. I was born in Chicago, Illinois on January 11, 1989. I am one of 

eight children, three stepchildren, one brother, and two sisters. I have four brothers between my 

mother and father. I was raised by my mother and father. I was brought up in a Christian 

household to be well-mannered, respectful, and honest. In my household it was mandatory to 

attend school. Growing up I was encouraged to be the best me and to always strive for more. 

Although I received love and support at a young age, I only made it to the 11th grade. I decided 

to drop out of school, with the disapproval of my mother. 

 

My father passed away when I was six years old from a brain aneurism. From this point on in my 

life, there was a lack of discipline in our household. A year later, my stepbrother and his mother 

were murdered in their home in Mississippi. Two years before my father’s death, my 

grandmother passed away from cancer. From the age of six to 11, I feel like there was a 

disconnection between my mother and me, while she was trying to cope with all the deaths. I 

grew up wanting better for my family, to make my mom proud and rich, like most boys. By the 

time I got to high school, it was a distant dream. I started hanging with the wrong crowd and 

began drinking and smoking. 

 

From the age of 15 to 17 I was on juvenile probation for assault. I was sent to prison at 18 for 

burglary of a habitation. I was sentenced to 12 years but released at the age of 21. I was out on 

parole for 11 months before I was charged with another felony for aggravated assault, for which 

I received a 10 year sentence. I have now been incarcerated for eight years. I am not who my 

criminal history says I am, but due to a lack of good decision and positive male role models I 

continued down the wrong path. 

 

Although my past is full of bad decision-making and anger, I wanted to be better. While 

incarcerated, I received one visit from my mother and right before the visit ended she told me not 

to let this situation define me. While in the county jail, I obtained my GED and took an anger 

resolution seminar. Once I got to prison I was on a mission. I completed a six month HVAC 

course, obtained my EPA certification and OJT as an animal caretaker. In my efforts to change 

my future, I joined the faith-based dorm and attended spiritual classes. God and family are most 

important in my life and the reason I have changed my life. I no longer wanted to live a lie and 

continue down that dark path. 

 

While working as an animal caretaker, I learned the value of hard work, time management, how 

to be flexible and how to finish what I started. Growing up with a large family, I have always 

been a people person and I love being around people. The reason I want to own my own business 

is to help my family and others. I would also be my own boss. My dedication, loyalty, honesty, 

and love of God will establish my trustworthiness to those with whom I come in contact. I seek 

to start my business within two years of my release. Any capital invested in my business will be 

used righteously, wisely, and managed to accomplish our mission. I will be released to Houston 

in June 2021. 

 

Quinntin H. is founder and owner of IC CLEAN. Quinntin will be responsible for the general 

management of the company. Quinntin’s proven leadership as head animal caretaker will enable 

him to drive the company’s success. Quinntin brings more than five years of EPA experience. He 

is also OSHA certified and has worked as an HVAC technician for more than two years. 
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Quinntin has completed a six month HVAC course and has participated in Cognitive 

Intervention, Voyager and Kingdom Man. In 2012 he earned his General Equivalency Diploma 

at Central Texas College.  He graduates from PEP in October 2019. 

 
 

OPPORTUNITY   

Explanation: 

Due to improper cleaning restaurants and bars are receiving bad reviews and fines leading to 

temporary or even permanent shutdowns, causing stress and frustrations to owners.  

 

 Can I solve the problem given my skills and personality? 

 I have over four years’ experience in HVAC I also have two years’ experience in 

janitorial and fast food services which helps me understand customer’s needs.   

 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 multiple employees trained in janitorial services to properly get the job 

done. I will hire four to five employees and when the job grows I will hire as needed. 

 Will this venture require significant capital? 

 It will take $40k to $50k to start, run and maintain top quality. This is a restaurant 

cleaning service, so I will start with one van until the business grows, then I will add 

as needed. 

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

 I will be finished with parole before I seek to start IC CLEAN. Yes, I will be 

consistent with parole regulation. 

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

 This will start as a part-time venture until we build a clientele big enough to become a 

full-time venture.  

 

 

SOLUTION   

Explanation: 

Do not battle with health inspectors and fines. We at IC CLEAN are dedicated to keeping our 

customers stress and worry free by properly cleaning and maintaining a clean and pest-free 

establishment. 

 

 What are the benefits that I am providing? 

 The benefits we will be providing is a clean and pest-free establishment and ice that 

will satisfy their customers.  

 

 

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

 I am a wise-steward and a servant-leader. As a wise-steward, I am entrusted to care 

for your establishment as my own and I will. Also, as a servant-leader, I am dedicated 

to making your establishment the cleanest in town.   
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 How will I deliver this solution to my customers (marketing)? 

 We will have logos on every van. We will also clean there ice machines free the first 

time to prove our quality of work. 

 Will my solution actually be profitable? 

 We will estimate each job by time, supplies and gas to construct a profitable job 

without sacrificing quality. 

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

 I will start IC CLEAN out of my garage and will relocate to a storefront to separate 

work from home once the business grows. 

 Do I offer a guaranty or return policy? 

 We guarantee our customer’s satisfaction and a clean and pest-free establishment. 

 
 

CUSTOMERS  

Explanation:  

Our targeted customers will be fast-food franchises such as McDonalds, Burger King, Subway 

and restaurants of the same caliber.  

Demographics: 

 Will my service have different appeal to men versus women? 

 My service will apply to any gender of avid franchise owners. 

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

 My ideal customer age is approximately 30 years of age and up. 

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

 No, the customer relationship status does not matter. We are dedicated to working 

with all franchise owners. 

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

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

 We will appeal to health conscious and those with a personal image to uphold. 

 

Income: 

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

 My ideal customer will be considered higher class with substantial disposable 

income. 

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 be selling to customers at their workplace and online. 

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

 We will go to our customer and provide a website that our customer can go to. 

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

suburb, or small rural community)? 

 Our customers will come from the southwest area in Houston, TX and will expand to 

other areas once our business grows. 
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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. 

 IC CLEAN is a restaurant cleaning service so it is not uncommon for there to be 

substantial distance between customers. 

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

  We will go from franchise to franchise and have our customers refer IC CLEAN to 

other franchises. 

 

Other: 

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

individually? 

 I can reach these customers in a large group depending on how many of the same 

franchises are located on the southwest side of Houston using email and fliers. 

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

 We will set up a maintenance plan and rotate on a monthly basis.  
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Majestic USA Direct Social media 

page 

Word of mouth 

Van with logo 

on them 

Average Well known and 

established. 

Only accepts five 

star restaurants. 

Accepts all restaurants and 

provide ice machine cleaning. 

 

 

 

 

Bar Rescue Indirect Television show 

Social media 

and celebrity co-

workers 

High Well known has a 

television show 

and celebrity      

co-workers. 

Focused on 

television rating and 

not customer need. 

Focused on meeting 

customers’ needs. 

 

 

 

Pam’s  Hands Direct Word of mouth 

and business 

cards, also van 

with logo on it 

Average Excellent prices 

and well 

established. 

No experiences in 

ice machine 

cleaning. 

Provide ice machine cleaning. 

Clean Icicle Indirect Business cards 

and word of 

mouth 

Low Only cleans ice 

machine and 

coolers. 

Only cleans ice 

machine and coolers. 

Provides restaurants cleaning 

and ice machine clean more 

variety. 



 

 

EXTRAS   

External Extras: 

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

 Our suppliers will be Wal-Mart and Lowe’s. 

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

 IC CLEAN will be operated out of my garage or the southwest of Houston, TX.  

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

 No, our top competitor well be Majestic, operating on the southwest side of Houston, 

TX. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 Yes, we have combined three types of services which make us different from our 

competitors. 

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

match initially? 

 Yes, we are dedicated to operating on our customers’ terms. 

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

 IC CLEAN has certification in HVAC with over 650 hours in the classroom and two 

years in the field. We also have over two years of experience in pest control. We are 

EPA certified, loveable, joyful, and peaceful people looking to serve as Christ has 

taught us. 

 
 

MARKETING  

Message: 

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

about your company? 

 We are the best cleaning service. We will also deliver outstanding results and we 

satisfy our customers. 

 What is your tagline? 

 We serve our community one establishment at a time. 

 Is your message effective across different demographics? 

 Absolutely, franchise owners in Houston and surrounding areas will know we are a 

cleaning service.  

 Is your pricing consistent with the market for similar offerings? 

 Our prices are higher because we provide more then janitorial services. 

 Is your pricing consistent with the degree of personalization? 

 The size of the establishment and the condition will determine some prices, but will 

not affect the quality and effort. We will ensure a job well done. 

 

 

 

 



 

 

Media: 

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

 I will be advertising my business venture through Facebook, business cards and by 

word of mouth. 

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

using the types listed above? 

 I will be looking to reach 200 customers a month through these advertising methods. 

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

 I will be looking to do business with at least 1% of those who receive advertisements. 

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

 Facebook and word of mouth will cost nothing. I will spend $15 on business cards. 

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

 This will be a one-time expense for the business cards. 

 How will you collect customer reviews? 

 I will have online reviews from customers and an account on thumbtack that will 

allow customers to leave 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 260              

cell phone purchase 250              

car/truck down payment, if leased

permits

supplies, office & misc. 350              

DBA 50                

Cash needed for start-up expenses 910              

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 3,500           3,500           

company trailer
computer, printer, fax 1,000           1,000           

FLOOR BUFFER 1,500           1,500           
POWER WASHER 1,200           1,200           

-               
building/office deposit N/A N/A

beginning cash balance N/A N/A
Cash needed for start-up assets 7,200           -                   7,200           

60                assumed life (months)

120              monthly depreciation

Total start up cost 8,110          

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 8,110           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 8,110           100%

QUINNTIN HOWARD

I C CLEAN

722: Food Services and Drinking Places

_72_Accommodation_and_Food_Services

QUINNTIN H.

 



 

 

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 95.00      100% 300.00    100% 110.00     100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 3.00                       9.50                  28.50      30% 16.00      9.50        152.00    51% 1.00        9.50         9.50         9%

Non-owner payroll tax 9.0% 2.57        3% 13.68      5% 1.00         1%

cost 1 description 2.20        2% 2.50        1% 2.00         2%

cost 2 description 15.00      16% 1.80        1% 2.00         2%

cost 3 description 0% 2.00        1% 10.00       9%

cost 4 description 0% 0% 30.00       27%

Total variable costs 48.27      51% 171.98    57% 54.50       50%

Gross profit per unit - what you see on income statement 46.73      49% 128.02    43% 55.50       50%

 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 

ICE MACHINE CLEANING sold 20                     20           30           30           30           40           40           40           50            50            50            400           

JANITORIAL SERVICES sold 30                     30           30           35           35           40           40           40           40            40            40            400           

PEST CONTROL sold 30                     30           30           35           35           40           40           40           40            40            40            400           

total revenue 14,200$            14,200$  15,150$  17,200$  17,200$  20,200$  20,200$  20,200$  21,150$   21,150$   21,150$   202,000$  

total cost of sales 7,760$              7,760$    8,243$    9,375$    9,375$    10,990$  10,990$  10,990$  11,473$   11,473$   11,473$   109,900$  

total income statement gross profit (excludes owner labor) 6,440$              6,440$    6,908$    7,825$    7,825$    9,210$    9,210$    9,210$    9,677$     9,677$     9,677$     92,100$    

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 1                       1             1             1             1             1             1             2             2              2              3              

avg hours each employee(s) worked per month, not in EOU above 120                   120         120         120         120         120         120         120         120          120          120          

average per hour wage 9.50                  9.50        9.50        9.50        9.50        9.50        9.50        9.50        9.50         9.50         9.50         

salary expense, exclduing payroll taxes 1,140                1,140      1,140      1,140      1,140      1,140      1,140      2,280      2,280       2,280       3,420       18,240      

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 

RAT TRAP

PEST CONTROL

ICE MACHINE CLEANING JANITORIAL SERVICES PEST CONTROL

SUPPLIES

NAT SPRAY SUPPLIES SOAP

RAID

JANITORIAL SERVICES

PINE OIL

QUINNTIN H. dba I C CLEAN

ICE MACHINE CLEANING

VINEGAR BLEACH

 



 

 

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

ICE MACHINE CLEANING 6 -         1,900     1,900     2,850      2,850     2,850     3,800     3,800     3,800     4,750      4,750      4,750      38,000       19%

JANITORIAL SERVICES 6 -         9,000     9,000     9,000      10,500    10,500    12,000    12,000    12,000    12,000    12,000    12,000    120,000     59%

PEST CONTROL 6 -         3,300     3,300     3,300      3,850     3,850     4,400     4,400     4,400     4,400      4,400      4,400      44,000       22%

Total revenue -         14,200    14,200    15,150    17,200    17,200    20,200    20,200    20,200    21,150    21,150    21,150    202,000     100%

Cost of Goods Sold 2

ICE MACHINE CLEANING 6 -         965        965        1,448      1,448     1,448     1,931     1,931     1,931     2,414      2,414      2,414      19,308       10%

JANITORIAL SERVICES 6 -         5,159     5,159     5,159      6,019     6,019     6,879     6,879     6,879     6,879      6,879      6,879      68,792       34%

PEST CONTROL 6 -         1,635     1,635     1,635      1,908     1,908     2,180     2,180     2,180     2,180      2,180      2,180      21,800       11%

Total COGS -         7,760     7,760     8,243      9,375     9,375     10,990    10,990    10,990    11,473    11,473    11,473    109,900     54%

Gross profit -         6,440     6,440     6,908      7,825     7,825     9,210     9,210     9,210     9,677      9,677      9,677      92,100       46%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         120        120        120        120        120        120        120        120        120        120        120        1,320         1%

Gasoline & fuels -         400        400        400        400        400        400        400        400        400        400        400        4,400         2%

Insurance - bonding -         150        150        150        150        150        150        150        150        150        150        150        1,650         1%

Insurance - vehicle -         150        150        150        150        150        150        150        150        150        150        150        1,650         1%

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

Marketing 260        260        260        260        260        260        260        260        260        260        260        260        3,120         2%

Office - rent -         -            0%

Office - insurance -         200        200        200        200        200        200        200        200        200        200        200        2,200         1%

Office - telephone -         -            0%

Office - utilities -         -            0%

8 -         1,140     1,140     1,140      1,140     1,140     1,140     1,140     2,280     2,280      2,280      3,420      18,240       9%

Payroll taxes (9%) 6 & 8 -         103        103        103        103        103        103        103        205        205        205        308        1,642         1%

Permits -         -            0%

Supplies 350        350        350        350        350        350        350        350        350        350        350        350        4,200         2%

Tax service -         -            0%

Telephone - cellular 250        125        125        125        125        125        125        125        125        125        125        125        1,625         1%

50          -         -         -         -         -         -         -         -         -         -         -         50             0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 910        2,998     2,998     2,998      2,998     2,998     2,998     2,998     4,240     4,240      4,240      5,483      40,097       20%

Taxable profit (loss) 1 (910)       3,443     3,443     3,910      4,828     4,828     6,212     6,212     4,970     5,437      5,437      4,195      52,003       26%

Tax (expense) benefit 1 (1,494)    (3,391)    (4,349)    (3,767)     (13,001)      -6%

Owner's withdrawals 1 -         (1,000)    (1,000)    (1,000)     (1,000)    (1,000)    (1,000)    (1,000)    (1,000)    (1,000)     (1,000)     (1,000)     (11,000)      -5%

Net profit (loss) (910)       2,443     949        2,910      3,828     436        5,212     5,212     (379)       4,437      4,437      (573)       28,003       14%

Depreciation 3 -         120        120        120        120        120        120        120        120        120        120        120        1,320         

Equipment purchases 3 (7,200)    -         -         -         -         -         -         -         -         -         -         -         (7,200)        

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

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

Owner contribution 3 8,110     -         -         -         -         -         -         -         -         -         -         -         8,110         

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

Net cash flow -         2,563     1,069     3,030      3,948     556        5,332     5,332     (259)       4,557      4,557      (453)       30,233       

Cash, period start -         -         2,563     3,631      6,661     10,609    11,165    16,497    21,830    21,571    26,128    30,685    -            

Cash, period end -         2,563     3,631     6,661      10,609    11,165    16,497    21,830    21,571    26,128    30,685    30,233    30,233       

Payroll - not owner and not in 

COGS

QUINNTIN H. dba I C CLEAN

Start-up expenses

 


