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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
I am providing a more reliant service on 

pick-up and deliveries in the Dallas-Fort 

Worth area. 

 We are willing to go the extra mile, and 

some, to make sure you are satisfied with our 

services at all times.  

 All of the services we provide will have 

different options that will make you more 

comfortable with our services. 

Customers  Differentiators  Extras 

Becoming a regular customer will help 

you gain discounts and keep you satisfied 

on all pick-ups and deliveries. 

 I will offer real time reviews to see your 

loads on the road, make sure that they get 

there on time, and remain determined at all 

times. 

 I will begin as a freelance trucker, but will 

remain independent until I find a satisfying 

company or partner. 

Marketing  Start-up Costs  Financials & Extras 
We will have our own website, flyers, 

business cards, word of mouth, and door-

to-door services as well. 

 Owner investment - cash 19,500$  

Owner investment - equipment -         

Vehicle and/or equipment loan 8,000      

Start up financing -         

Total start up costs: 27,500$   

 Sales: 144,600$  100%

COGS 30,800      21%

Gross profit 113,700    79%

Overhead 23,500      16%

Pretax income 90,100      62%

Tax expense 22,500      16%

Owner withdrawals 44,000      30%

Net income 23,600$    16%  

  Personal Fit   
I have three years’ experience on shipping and receiving, loading and unloading trucks, traveling the Dallas-Fort Worth Metroplex area, and 

pick-up and deliveries as well.   
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PERSONAL FIT   

My name is Raul V. Jr. I was born on March 19, 1985 in Dallas, Texas. Until adolescence, I 

made good grades and followed rules. Around the time I was in the 6th grade, I became rebellious 

and aggressive. At that time I was already a father, which is why I left my parents’ house at an 

early age and began to support the family I created. I was too young to work so I began to steal 

cars and sell drugs to provide for my family. Once I saw how fast I was receiving money for 

selling drugs that became my main focus. I always believed that I was doing this to support my 

family and it was the right thing to do, but in fact I was always looking for the easy way out and 

thought that I was able to get away with all that negativity. 

 

As I continued this behavior I ended up going to the Texas Youth Commission at the age of 16. 

From then on, I have been in and out of prison. I am now 34 years old, and incarcerated for 

aggravated assault causing serious bodily injury with a deadly weapon, and family violence. I 

have served six years on a seven year sentence.  

 

Today I realize how I was doing wrong all along. While I have been incarcerated I have sought 

to better myself, earning an HVAC vocational trade certification and taking numerous classes to 

help better myself. I have committed my life to God, my family and children. I refuse to ever 

step foot into another prison and plan to live righteously. As I am able to open my eyes and 

realize that change is the only way out, I will never look back and continue to strive for the best 

outcome in life.  

 

I firmly believe that everybody needs a second chance to demonstrate their potential in life. I 

learn fast and am a very hard worker. I do my best to communicate with my co-workers and 

people in general. I remain determined and focused on whatever I put my mind to, refusing to 

quit or lose. I am willing to help anybody that needs help and am good at understanding others. 

Now, I know how to turn negativity into something positive. As I dedicate myself to being 

productive, I know that I can make a difference in my family’s life now that my priorities are 

straight.  I will become a positive role model for my children and a better father. Excellence and 

integrity is what I strive for. I believe that I will be ready to start my business within five years of 

my release. Anybody that is willing to invest in my business will have the opportunity to 

experience and work with the best of the best. I will be released to Dallas, in the month of 

September 2020. It will be a dream come true to be able to own and operate my own business. I 

know that I have the qualities that are needed. 

 

Raul V. Jr is the proud founder and owner of Certified Hotshots. Raul has completed courses in 

HVAC, construction carpentry, OSHA, Changes, Cognitive Intervention, Anger Management, 

and Quest for Authentic Manhood. In 2008, he earned his general equivalency diploma. Raul has 

three years of experience in shipping and receiving, running local deliveries, and truck loading. 

With his experience, drive, and passion, he plans to lead his company with the utmost respect, 

love, and integrity. Raul will be responsible for general management, customer satisfaction, 

pickup and delivery, providing reliable, fast and on-time service.  Raul is bonded and insured, 

and offers real time reviews enabling customers to “see their loads on the road.” 
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OPPORTUNITY   

Explanation: 

An average company or business needs to have their goods delivered quickly to specific 

destinations. Many companies or businesses hire a contract driver, such as myself, to handle 

these deliveries. 

 

 Can I solve the problem given my skills and personality? 

 Yes, I am well experienced with deliveries and all shipping and receiving services.   

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

quality? 

 I am more of a do-it-yourself type of person, but once my business begins to receive 

more opportunities then I will consider hiring help. 

 Will this venture require significant capital? 

 It can be helpful as a long-term decision on becoming more than one location and 

making a partnership decision. 

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

 I will only have five to six months left if I make parole, but, if not, I will be 

discharging my time and will not have to worry about parole restrictions. 

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

 Yes, it will be a part-time venture while I save up enough money for another truck 

and trailer. When business starts picking up, I will consider hiring some help or 

forming a partnership.  

 
 

SOLUTION   

Explanation: 

Instead of doing the deliveries themselves, surfing the internet or classified ads for contract 

drivers, customers can contact Certified Hotshots to fulfill all deliveries and pick-ups.  

 

 What are the benefits that I am providing? 

 Customers become one of our satisfied customers and we offer credit points for each 

delivery or pick-up, and these points will turn into discounts. 

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

 Customers will be more satisfied with their deliveries and pick-ups knowing the more 

they call for our services, it helps them earn credit points for the future deliveries and 

pick-ups. 

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

 We will focus on our customers understanding and requests in order to work with 

them hand-in-hand on each step of our process to make sure they are completely 

satisfied. 

 Will my solution actually be profitable? 

 Of course. The more deliveries and pick-ups done here at Certified Hotshots will keep 

our customers satisfied and will do what it takes to keep them coming back to us. 
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 Do I need a fixed location (Storefront) or is this a mobile business? 

 I will start off as a mobile business, but once I get myself settled in, I will need more 

room for all my equipment, extra trucks, and trailers. At this point, I will need a 

storefront. 

 Do I offer a guaranty or return policy? 

 Yes, all deliveries and pick-ups will be receiving insurance coverage and will 

guarantee your deliveries and pick-ups are up to standards. 

 
 

CUSTOMERS  

Explanation:  

We aim to keep our customers satisfied and will look forward to working with small, large, and 

independent companies to provide service. 

Demographics: 

 Will my service have different appeal to men versus women? 

 All genders are treated the same and my services will continue to remain satisfaction 

guaranteed.  

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

 I believe the millennial and baby boomer generations will be more attentive to 

business decisions. 

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

 At Certified Hot Shots, we do not discriminate on anything, especially relationships. 

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

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

 A person in need of my services that I can be able to help with my services. 

 

Income: 

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

 All customers are welcomed, as long as a payment is received for my services.   

 

Location: 

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

store, an event like trades day)? 

 We will sell on social media, make a Facebook page for my company, pass out fliers, 

business cards, and place some ads in the classifieds. 

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

 I go to my customer, load up my trailer, and go to the destination to deliver. 

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

suburb, or small rural community)? 

 Where ever they want to live or work at. I will provide my services anywhere that it 

needs to be done. 
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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. 

 I will be traveling around the Dallas- Fort Worth area and we will strategize to keep 

our deliveries and pick-ups close by. 

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

  I will use social media, a company Facebook account, as well as fliers and business 

cards. 

 

 

Other: 

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

individually? 

 I can do both, but I do prefer to offer my services to them individually and get 

referred to other people. 

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

 They are going to be satisfied and will want more of my services because I do such a 

good job on all deliveries and pick-ups 

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

 I am more of a retailer, but will provide my services to all consumers that need my 

services. 

 What industry is my customer in? 

 Consumers in various industries need contract drivers to make their deliveries and 

pick-ups on time. 

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

 I will start off with small companies before I go on to a large company and build 

multiple locations.  

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

 At Certified Hotshots we have a process agent and have the limited liability company 

as protection for our business.  

 Does my customer require 24/7 service? 

 Your orders can be placed anytime online, but we are open from early morning to late 

night. 

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

 All customers will remain satisfied and will be more than willing to continue services 

with Certified Hotshots.  

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

company? 

 Yes, all satisfied customers will have one of my business cards and will refer 

Certified Hotshots to continue with or without a company. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Hotshot 

delivery 

Dallas.  

Indirect  Venue that is 

available local 

and more.   

High Willing to do both 

local hauls and 

long distance as 

well. 

Inexperienced 

workers and has no 

cookie cutter 

establishments. 

Experienced staff that is going 

through an all extensive, 

incremental learning process. 

 

Hotshot 

deliver and 

moving. 

Indirect Open venue 

local and state to 

state. 

High  Able to load and 

haul from state to 

state mostly, but 

local moves are 

available too. 

Customers are of no 

variety. Turnovers. 

My establishment is working 

to promote efficiency in the 

Metroplex area.  

 

Hazel 

Hotspots. 

Direct Word of mouth 

and traditional 

advertising. 

Average Have reasonable 

prices and are very 

similar to our 

services. 

Small offering and 

unable to handle 

customers as needed.  

Fun and exciting culture with 

all customers and staff. 

Candela 

Transport 

Hotshots. 

Direct Word of mouth 

and traditional 

media. 

Average Good offers and 

able to make 

reasonable prices 

as a new company.  

Small establishment 

that is focused on 

keeping certain 

customers. 

Consistent platform and 

established in a brick and 

mortar area. 
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EXTRAS   

External Extras: 

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

 I will be independent at first and have the opportunity to look into online freight 

providers that need truck drivers to haul their loads. I will start off as a freelance truck 

driver at first then as time goes by, I can either sign with a trucking company or 

remain independent. 

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

 My location will be in the Dallas-Fort Worth area and I will start off at home, but will 

eventually look for a location to build a brick and mortar company. 

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

 There are several hotshot companies doing things similar to what I am providing. 

Different companies are doing different hauls or only haul specific things. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 It will seem my new hotshot service does things similar to any other one, but I am 

offering a point system that will help my customers receive discounts while 

continuously doing business with Certified Hotshots. 

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

match initially? 

 I am able to provide specials like priority, one day to the next deliveries, and will be 

willing to work weekends if needed. 

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

 I am experienced in shipping and receiving, and the loading and unloading of trucks 

and trailers. I am living my life as a Christian and have my life morals for me and my 

family.  

 
 
 

MARKETING  

Message: 

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

about your company? 

 It says that we are determined and qualified to be Certified Hotshots. We are the 

greatest at what we do. 

 What is your tagline? 

 “You call, we haul.” Our plan is to look for solutions to meet each particular 

customer’s needs and expectations.  

 Is your message effective across different demographics? 

 I do firmly believe that the Metroplex will get to know me really well once business 

begins demonstrating what we stand for.  
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 Is your pricing consistent with the market for similar offerings? 

 Of course. With our services we offer credit points as a continuing customer amongst 

our behalf and begin the discounts. 

 Is your pricing consistent with the degree of personalization? 

 Regardless of what the job is at hand, we will execute it to the fullest and make sure 

satisfaction is guaranteed. 

 

Media: 

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

  I would like to start off with word of mouth, then get a Facebook page for my 

business. As production picks up we will mail out fliers, and go door to door.  

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

using the types listed above? 

 I can say that a good 100 to 150 people each month will either call for a consultation 

or have services for us to comply with and demonstrate what we are about.  

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

 We anticipate that 5% of these customers will buy from our company. 

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

 My word of mouth will start me off, then my Facebook page will be a good 

investment, but once I start with fliers and business cards, I will be looking at about 

$500 to $1,000 a month. 

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

 I believe that fliers and business cards will be done every other month. Word of 

mouth and my Facebook has its own networking going on our behalf.  

 How will you collect customer reviews? 

 With our credit points, you become a certified customer. Then you get other job 

opportunities as well.  Most of all, we have a suggestion back-up available for them.   

 
 
 



 

 

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 100                 

car/truck down payment, if leased 1,500             

permits 2,400             

supplies, office & misc.

Chains 200                 

Binders 200                 

Tie-downs 200                 

Bungees 200                 

Straps 200                 
Cash needed for start-up expenses 5,500             

Depreciable Costs
Paid or 

contributed in 

Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 2,000             6,000                  8,000             
company trailer 1,500             2,000                  
computer, printer, fax 500                 500                 

-                  
-                  
-                  

building/office deposit N/A N/A
beginning cash balance 10,000           N/A N/A
Cash needed for start-up assets 14,000           8,000                  8,500             

60                   assumed life (months)
142                 monthly depreciation

Total start up cost 27,500        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 19,500           71%

Vehicle loan and other equipment debt (see 

note 7 for financing) 8,000             29%

Startup financing, if applicable (for example 

Kiva loan) 0%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 27,500           100%

Raul V. Jr

CERTIFIED HOTSHOTS

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% 2.00            100% 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 100.00        22% 0.25            13% 0%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 100.00        22% 0.25            13% -              0%

Gross profit per unit - what you see on income statement 350.00        78% 1.75            88% -              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 

LOCAL HOTSHOT sold 18            24               24          26          26                  28               24          28          30                 34               30               292          

DISTANCE sold 500          1,000          400        800        1,200             600        1,600     500               6,600       

 sold -           

total revenue 9,100$     12,800$      11,600$ 13,300$ 14,100$         12,600$      12,000$ 15,800$ 14,500$        15,300$      13,500$      144,600$ 

total cost of sales 1,925$     2,650$        2,500$   2,800$   2,900$           2,800$        2,550$   3,200$   3,125$          3,400$        3,000$        30,850$   

total income statement gross profit (excludes owner labor) 7,175$     10,150$      9,100$   10,500$ 11,200$         9,800$        9,450$   12,600$ 11,375$        11,900$      10,500$      113,750$ 

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 8,000$     principal, beginning 8,000       7,780          7,561     7,341     7,121             6,900          6,680     6,459     6,239            6,018          5,797          

Interest rate (example 8%) 0.8% interest expense 5              5                 5            5            5                    5                 4            4            4                   4                 4                 51            

Loan term (# of months) 36            principal payment (220)        (220)            (220)       (220)       (220)               (220)            (221)       (221)       (221)              (221)            (221)            (2,424)      

Monthly payment 225          principal, ending 7,780       7,561          7,341     7,121     6,900             6,680          6,459     6,239     6,018            5,797          5,576          

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 

Raul V. Jr dba CERTIFIED HOTSHOTS

LOCAL HOTSHOT

FUEL FUEL

FREIGHT TRANSPORT LESS THAN 300 ROUND-TRIP PER MILE
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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

LOCAL HOTSHOT 6 -         8,100     10,800    10,800    11,700    11,700    12,600    10,800    12,600    13,500    15,300    13,500    131,400     91%

DISTANCE 6 -         1,000     2,000     800        1,600     2,400     -         1,200     3,200     1,000      -         -         13,200       9%

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

Total revenue -         9,100     12,800    11,600    13,300    14,100    12,600    12,000    15,800    14,500    15,300    13,500    144,600     100%

Cost of Goods Sold 2

LOCAL HOTSHOT 6 -         1,800     2,400     2,400      2,600     2,600     2,800     2,400     2,800     3,000      3,400      3,000      29,200       20%

DISTANCE 6 -         125        250        100        200        300        -         150        400        125        -         -         1,650         1%

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

Total COGS -         1,925     2,650     2,500      2,800     2,900     2,800     2,550     3,200     3,125      3,400      3,000      30,850       21%

Gross profit -         7,175     10,150    9,100      10,500    11,200    9,800     9,450     12,600    11,375    11,900    10,500    113,750     79%

Expenses 2

Auto or truck lease 1,500     1,500         1%

Depreciation 3 -         142        142        142        142        142        142        142        142        142        142        142        1,558         1%

Gasoline & fuels -         50          50          50          50          50          50          50          50          50          50          50          550           0%

Insurance - bonding -         500        500        500        500        500        500        500        500        500        500        500        5,500         4%

Insurance - vehicle -         120        120        120        120        120        120        120        120        120        120        120        1,320         1%

Interest - equip & start up 7 -         5            5            5            5            5            5            4            4            4            4            4            51             0%

Marketing 500        150        150        150        150        150        150        150        150        150        150        150        2,150         1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits 2,400     2,400         2%

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

Tax service -         -            0%

Telephone - cellular 100        50          50          50          50          50          50          50          50          50          50          50          650           0%

1,000     -         -         -         -         -         -         -         -         -         -         -         1,000         1%

-         500        500        500        500        500        2,500         2%

-         300        300        300        300        300        300        300        300        300        300        300        3,300         2%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 5,500     1,417     1,417     1,917      1,917     1,416     1,916     1,416     1,416     1,916      1,916      1,416      23,579       16%

Taxable profit (loss) 1 (5,500)    5,758     8,733     7,183      8,583     9,784     7,884     8,034     11,184    9,459      9,984      9,084      90,171       62%

Tax (expense) benefit 1 (2,248)    (6,388)    (6,775)    (7,132)     (22,543)      -16%

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)      -30%

Net profit (loss) (5,500)    1,758     2,485     3,183      4,583     (604)       3,884     4,034     409        5,459      5,984      (2,048)     23,628       16%

Depreciation 3 -         142        142        142        142        142        142        142        142        142        142        142        1,558         

Equipment purchases 3 (12,000)   -         -         -         -         -         -         -         -         -         -         -         (12,000)      

Principle, equipment loan 7 8,000     (220)       (220)       (220)       (220)       (220)       (220)       (221)       (221)       (221)       (221)       (221)       5,576         

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

Owner contribution 3 19,500    -         -         -         -         -         -         -         -         -         -         -         19,500       

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

Net cash flow 10,000    1,680     2,407     3,105      4,505     (683)       3,805     3,955     330        5,380      5,905      (2,127)     38,263       

Cash, period start -         10,000    11,680    14,087    17,192    21,697    21,015    24,820    28,775    29,104    34,484    40,389    -            

Cash, period end 10,000    11,680    14,087    17,192    21,697    21,015    24,820    28,775    29,104    34,484    40,389    38,263    38,263       

Raul V. Jr dba CERTIFIED HOTSHOTS

MAINTANANCE

Start-up expenses

TIRES

Payroll - not owner and not in 

COGS

 


