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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Grass will never stop growing. Therefore, 

the need to have lawns mowed and 

landscaped will forever exist. 

 Not only is landscaping a need, but it is also a 

want. Customers want to have the best 

looking lawns and gardens for the best curb 

appeal. 

 Our focus is on providing quality 

landscaping. We will meet the customers’ 

needs and desires. We will also present 

new and innovative ideas to owners that 

want to spend just a little more. 

Customers  Differentiators  Extras 

Our target customers are middle class 

home owners. We also target business 

owners and realtors 

 We operate on a friendly level. We provide 

owners and employee information to 

customers. Also, all employees will have 

OSHA safety training and will be bonded. 

We plan to use environmentally friendly 

products.   

 We work from sun-up to sun-down and we 

are also available on call. We will have a 

rapid response team for everyday cleanup 

for disaster areas.  

Marketing  Start-up Costs  Financials & Extras 
Our most effective way of marketing will 

be word of mouth and through social 

media. We will also pass out fliers, and 

business cards. Our vehicles, and uniforms 

will have our name and info on them. 

 Owner investment - cash 4,000$    

Owner investment - equipment -         

Vehicle and/or equipment loan 6,000      

Start up financing 2,000      

Total start up costs: 12,000$   

 Sales: 75,100$    100%

COGS 20,600      27%

Gross profit 54,400      72%

Overhead 3,300       4%

Pretax income 51,000      68%

Tax expense 12,700      17%

Owner withdrawals 19,500      26%

Net income 18,800$    25%  

  Personal Fit   
With the experience and attitude that I have, I will be able to provide a satisfactory service with a sociable line of communication. Attention to 

detail is one of my greatest strengths.  
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PERSONAL FIT   

I am Richard Tucker, born on the beach. Well, actually at the hospital 

overlooking the beach in Corpus Christi, Texas on October 16, 1981. 

My mother and father, who were childhood friends, played two roles 

in my upbringing. After separating when I was about three years old, 

my mother was the person who primarily raised me. At the age of six 

years old, my brother was born. As a young child I went to church on 

Sundays and was part of the choir and usher board. Through 

elementary and middle school I was part of the Athena program for 

gifted and talented students. I played baseball, basketball and was a 

member of the boy scouts. Another sport I participated in as a child 

was boxing, but my mother cut my boxing career short when I started fighting at school. Once I 

reached middle school I started playing football along with the other sports, continuing through 

high school. The 11th grade was the last grade I completed.  At 16 I had my first job at Bill 

Millers BBQ. Then I worked in telemarketing and at a car wash company. At 17, I left my 

mother’s home and ended up in prison.  

 

While in high school I took the PSAT. My scores were extremely high and brought me offers 

from some of the more prestigious universities. But, due to my financial lust and addiction for 

the fast life I did not pursue my education.  As a child, I was a good kid with big dreams and lots 

of ambition. My mother taught me morals, values and respect. However my craftiness got me 

into trouble. I started off small--in elementary I used to sell pens and pencils but to keep up with 

the demand I would steal them from stores. Around the age of 16, I started selling marijuana. 

This eventually escalated into selling crack cocaine.  I ended up in juvenile detention as the 

result of a fight at school, which got me expelled, after which I was full-time on the streets. At 17 

came a trip to T.D.C. for two years, followed by several more years in prison.  Currently, I am 

back on a parole violation with a total of four years done. Every case has been drug related, as I 

have never been a violent person or one to harm anyone. 

 

 

With time comes change. I am older, wiser and have learned from my mistakes. My current 

situation is only a technical parole violation. I accidently broke my ankle monitor and when I 

went to report I was detained. Thinking that nothing would be done to me I waived my 

revocation hearing and was sent back to T.D.C. For me the fast life is over with. I am now in 

pursuit of a family and a solid financial foundation. I am tired of doing time! 

 

Working has never been a problem for me.  I am a people person and have good work ethics. My 

determination and drive have always been strong. The entrepreneurial skills that I have been 

using all of my life will now be put into positive action.  I plan to start my own business within 

two years of my release. This is my goal because I enjoy creating my own work schedule and 

working for myself. An opportunity is all I need.  

 

As the founder of A.L.L. or Advanced Lawn and Landscaping, Richard will be responsible for 

overseeing daily operations and sales of the company. Richard brings to A.L.L. more than 20 

years of experience in the landscaping industry. Richard was first introduced to landscaping as a 

child by the simple chore of mowing the lawn at home. This eventually turned into a means of 

obtaining extra money during the school year. As an adult, Richard worked for Forrest Lawn 
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Cemetery for multiple years as a landscaper. While at Forrest Lawn, Richard performed the 

duties of mowing, edging, trimming and maintain the cemetery. For many of his years at TDC, 

Richard has worked for different field squads, both inside and outside yard squads. Through 

these jobs Richard has had numerous hours of on the job training, through which he has gained 

valuable skills and insight into residential and commercial landscaping. 

 

Richard earned his GED from Windham School District in the year 2000. Through LEE College, 

Richard also earned a certificate for desktop publishing along with many other college credit 

hours for base academics and electrics. Richard has also successfully completed cognitive 

intervention, financial planning contents, and anger management classes. While completing a six 

month Therapeutic Community Program, Richard held the position of dorm coordinator and was 

in charge of facilitating a 50 man group through daily activities. 

 

 
 

OPPORTUNITY   

Explanation: 

Most homeowners spend numerous hours each month mowing, trimming and edging their lawns. 

Additional time is spent trimming hedges, pulling weeds and fertilizing. The opportunity is with 

working families, single individuals or those who simply don’t want to do the work themselves.  

 

 Can I solve the problem given my skills and personality? 

 Due to the fact that I have years of experience in lawn maintenance and landscaping, I 

will provide an efficient, dependable and affordable service that will also be 

satisfactory.  

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

quality? 

 Starting out part-time, I will be on my own. As the workload increases, I will begin to 

hire accordingly.  

 Will this venture require significant capital? 

 Not a lot of money will be needed to start, as I already have the basic tools needed. I 

will upgrade my equipment as soon as possible, also adding more tools as work gets 

greater.  

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

 This will be a local and daytime job that will not interfere with my parole. I have no 

restrictions that will hinder me.  

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

 This will be a full time venture. I will spend half the time developing business and 

then working on secured jobs. 
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SOLUTION   

Explanation: 

Hiring a lawn service as myself, customers will not have to spend their leisure time doing their 

own lawns. A.L.L. will fulfill all landscaping needs as well as having a set schedule for 

customers.  

 

 What are the benefits that I am providing? 

 Less time in the yard means more time with family, friends and fun. Lawn 

maintenance will also make your property more appealing to the eye as well as value. 

In addition, owners will not have to own and maintain lawn equipment. 

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

 I treat customers as I want to be treated. Through hard work and dedication each 

customer will feel as if they have the nicest yard around. 

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

 Customers will see other lawns in the area and also flyers and business cards will be 

passed out, in addition to social media posts. 

 Will my solution actually be profitable? 

 Having a small overhead will allow the company to have great profit. Plus, I will do 

my own equipment maintenance.  

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

 I will be able to operate the office for securing jobs and billings from home until more 

space is needed. My tools and equipment will be transported in a closed trailer and 

stored in my yard.  

 Do I offer a guaranty or return policy? 

 Satisfaction is guaranteed or the job will be redone.  

 
 

CUSTOMERS  

Explanation:  

Our target customers will be those who are too busy to do their own lawn work. Some customers 

just don’t want to do it because of the size and amount of work to be done.   

Demographics: 

 Will my service have different appeal to men versus women? 

 This will be a case by case determination since some men and women prefer to do 

their own lawn. 

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

 Age is nothing but a number. 

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

 Marital status does not matter. 

 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 from all groups. My strategy will be to target those that 

want to use their time doing other things except yard work. 
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Income: 

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

 Middle class incomes will be my focus, at least. My customers should be able to 

budget my services at least once or twice a month. 

 

Location: 

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

store, an event like trades day)? 

 In the beginning, door to door will be my advertisement. Next will be fliers, cards, 

and online. 

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

 I will go to my customers. 

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

suburb, or small rural community)? 

 My company can fulfill the landscaping needs of any home or business.  

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

over the city)? Time is money. 

 I will try to keep a 20 to 30 minute radius for scheduling appointments. 

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

 Door to door and referrals will be most effective in finding new customers.    

 

Other: 

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

individually? 

 Sending out fliers will allow me to reach a larger market. Door to door will reach 

individuals. 

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

 Plans and schedules will be available to customers. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Home Depot Indirect Media  

Sales ads 

Varies Mass 

advertisement and 

many locations. 

Stores strictly sell 

products and don’t 

do the service. 

I do landscaping work. (Not 

just selling products). 

 

Lowes Indirect Media  

TV and Paper 

ads 

Varies Wide range of 

products sold. 

Focus on selling 

products and not 

services. 

I focus on completing a 

services for customers. 

 

CLC Premier 

Lawn 

Direct  Word of mouth 

Magazines 

Average Provide more 

services and the  

company has been 

running longer. 

Location. I will be on a more personal 

level with customers. 

City of 

Houston 

(Potential 

customer) 

Direct  TV 

Radio 

Newspapers 

Paid by tax 

dollars 

Operated by city 

workers. 

Not a business. I am a business.  
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EXTRAS   

External Extras: 

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

 I do not have a connection with any other landscapers. However, I will obtain credit 

card accounts at Home Depot and Lowes for supplies.    

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

 I will be located in Houston, TX to begin I will operate out of my own garage and 

eventually find a storage unit or small shop to use as a storage for tolls and 

equipment.  

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

 No, there are many landscapers everywhere. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 We do not have set hours of operation; we work from sun up to sun down. We also 

offer on-call services where we come out to perform individual services as needed, 

not just routinely. And we will be sensitive to the use of organic products.  

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

match initially? 

 Yes, we aim for a faster response time when scheduling. We will monitor yards so 

customers will not have to call us. Operational hours are sunup to sundown. 

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

 I work to satisfy the customer. 

 
 

MARKETING  

Message: 

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

about your company? 

 We are advanced when it comes to the type of work we do. We are a lawn and 

landscaping company. When it comes to landscaping we do it all. 

 What is your tagline? 

 Whether big or small, when it comes to landscaping we do it all. 

 Is your message effective across different demographics? 

 Anyone who hears, “A.L.L. (Advanced Land and Landscaping),” will know that we 

do it all. 

 Is your pricing consistent with the market for similar offerings? 

 Our prices are average, but our work is above average. 

 Is your pricing consistent with the degree of personalization? 

 Prices will vary because of different service, but we will establish a friendly personal 

relationship with customers. 
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Media: 

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

 The main types of media I will use for advertising are; “The Green Sheet”, 

newspapers, and the internet. 

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

using the types listed above? 

 Since the internet and newspaper are forever growing, I can reach a large amount of 

customers. We will reach at least 2000 people in each area on social media. 

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

 I am planning on doing business with 10-15% of those reached. 

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

 Newspaper will be $125 a month, the internet will be $75 a month, and door to door 

is free. 

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

 It will be a month to month charge. 

 How will you collect customer reviews? 

 I will receive online reviews and face to face conversation. Customers will also 

receive surveys after a job.  
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RESUME 
Richard Tucker   
901 E. 5th St.  
Cleveland, TX 77328  
Cell 281-896-1837, rickt1016@yahoo.com 
 
Experience 
Command Center – General Laborer                              2018    
Performed general labor at a variety of job sites; ranging from clean-up at major events, to construction, 
and merchandising.  
 
Forest Lawn Cemetery – Groundskeeper                2015 – 2016    
Responsible for all landscaping at cemetery; mowing all grass, cleaning around gravesites, preparing 
burial sites and funeral preparations. 
 
Coastal Service Group – Laborer/Operator              2011 – 2013    
Performed industrial labor at numerous chemical plants; hydro-blasting, sand-blasting, tank cleaning. 
Also, forklift operating and chemical clean up.  
 
Skills  

 Microsoft Word, Excel, and PowerPoint 

 Forklift operator 

 Landscaping equipment operator 

 Retail Salesman 

 Pressure/power washer- operator 

 
 
Education/Certifications 
PEP                                                                                                                       February 2019 – October 2019 
Values-based entrepreneurship program of intensive three-month leadership academy and six-month 
business plan competition with training in business, marketing, finance and competitive strategies. 
Participants are coached by top executives and MBA advisors from universities across the country 
culminating in a 30-minute presentation to CEOs and investors. Graduates earn certificate in 
Entrepreneurship from Baylor University’s Hankamer School of Business. 
 
Lee College                            2007   
Desktop Publishing 

 
 



 

 

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 100              

supplies, office & misc.

Misc. Supplies 200              

Cash needed for start-up expenses 800              

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

computer, printer, fax -               
Weed eater, blower, mower 500              500              

Misc. 700              700              
-               

building/office deposit 2,000           N/A N/A
beginning cash balance N/A N/A
Cash needed for start-up assets 5,200           6,000               9,200           

60                assumed life (months)

153              monthly depreciation

Total start up cost 12,000        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 4,000           33%

Vehicle loan and other equipment debt (see 

note 7 for financing) 6,000           50%

Startup financing, if applicable (for example 

Kiva loan) 2,000           17%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 12,000         100%

Richard Tucker

A.L.L. Advanced Lawn and Landscaping

811: Repair and Maintenance

_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% 100.00        100% 225.00        100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 0.75                       12.00       9.00            23% 1.00        12.00             12.00          12% 1.50        12.00            18.00          8%

Non-owner payroll tax 9.0% 0.81            2% 1.08            1% 2.00            1%

cost 1 description 1.00            3% 25.00          25% 0%

cost 2 description 0% 2.00            2% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 10.81          27% 40.08          40% 20.00          9%

Gross profit per unit - what you see on income statement 29.19          73% 59.92          60% 205.00        91%

 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 

Lawn care sold -          40               160        200         240                240             240         240         120               60               -              1,540       

Landscaping sold -          10               10          20           10                  10               20           10           -                -              -              90            

Holiday decorations sold -          -              -         -          -                 -              -          -         5                   15               -              20            

total revenue -$        2,600$        7,400$   10,000$  10,600$         10,600$      11,600$  10,600$  5,925$          5,775$        -$            75,100$   

total cost of sales -$        833$           2,130$   2,964$    2,995$           2,995$        3,396$    2,995$    1,397$          949$           -$            20,655$   

total income statement gross profit (excludes owner labor) -$        1,767$        5,270$   7,036$    7,605$           7,605$        8,204$    7,605$    4,528$          4,826$        -$            54,445$   

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 6,000$     principal, beginning 6,000       5,856          5,712     5,566      5,418             5,270          5,120      4,969      4,817            4,664          4,509          

Interest rate (example 8%) 10.0% interest expense 50            49               48          46           45                  44               43           41           40                 39               38               483          

Loan term (# of months) 36            principal payment (144)        (145)            (146)       (147)        (148)               (150)            (151)        (152)       (153)              (155)            (156)            (1,647)      

Monthly payment 194          principal, ending 5,856       5,712          5,566     5,418      5,270             5,120          4,969      4,817      4,664            4,509          4,353          

Start-up financing, see Start-up Costs sheet

Amount borrowed 2,000$     principal, beginning 2,000       1,917          1,833     1,750      1,667             1,583          1,500      1,417      1,333            1,250          1,167          

Interest rate (example 8%) 0.0% interest expense -          -              -         -          -                 -              -          -         -                -              -              -           

Payback period (# of months) 24            principal payment (83)          (83)              (83)         (83)          (83)                 (83)              (83)          (83)         (83)                (83)              (83)              (917)         

Grace period (months pay delay) principal, ending 1,917       1,833          1,750     1,667      1,583             1,500          1,417      1,333      1,250            1,167          1,083          

Monthly payment 83$          

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 

2,000             

1,500             

Trailer

Holiday decorations

Mowing, edging, trimming, blowing, cleaning   Flower planting, hedges Christmas lights, rake leaves

Fertilizer

Riding lawnmower

Landscaping

Richard Tucker dba A.L.L. Advanced Lawn and Landscaping

Lawn care

Gas Plants

 



 

 

 

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

Lawn care 6 -         -         1,600     6,400      8,000     9,600     9,600     9,600     9,600     4,800      2,400      -         61,600       82%

Landscaping 6 -         -         1,000     1,000      2,000     1,000     1,000     2,000     1,000     -         -         -         9,000         12%

Holiday decorations 6 -         -         -         -         -         -         -         -         -         1,125      3,375      -         4,500         6%

Total revenue -         -         2,600     7,400      10,000    10,600    10,600    11,600    10,600    5,925      5,775      -         75,100       100%

Cost of Goods Sold 2

Lawn care 6 -         -         432        1,730      2,162     2,594     2,594     2,594     2,594     1,297      649        -         16,647       22%

Landscaping 6 -         -         401        401        802        401        401        802        401        -         -         -         3,607         5%

Holiday decorations 6 -         -         -         -         -         -         -         -         -         100        300        -         400           1%

Total COGS -         -         833        2,130      2,964     2,995     2,995     3,396     2,995     1,397      949        -         20,655       28%

Gross profit -         -         1,767     5,270      7,036     7,605     7,605     8,204     7,605     4,528      4,826      -         54,445       72%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         153        153        153        153        212        212        212        212        212        212        212        2,095         3%

Gasoline & fuels -         -            0%

Insurance - bonding -         -            0%

Insurance - vehicle -         -            0%

Interest - equip & start up 7 -         50          49          48          46          45          44          43          41          40          39          38          483           1%

Marketing 200        200           0%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits 100        100           0%

Supplies -         -            0%

Tax service -         -            0%

Telephone - cellular 300        300           0%

200        -         -         -         -         -         -         -         -         -         -         -         200           0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 800        203        202        201        200        257        256        254        253        252        251        249        3,378         4%

Taxable profit (loss) 1 (800)       (203)       1,565     5,069      6,837     7,348     7,349     7,950     7,352     4,276      4,576      (249)       51,068       68%

Tax (expense) benefit 1 (140)       (4,813)    (5,663)    (2,151)     (12,767)      -17%

Owner's withdrawals 1 -         (500)       (1,000)    (2,000)     (2,000)    (2,000)    (2,000)    (2,000)    (2,000)    (2,000)     (2,000)     (2,000)     (19,500)      -26%

Net profit (loss) (800)       (703)       424        3,069      4,837     535        5,349     5,950     (311)       2,276      2,576      (4,400)     18,801       25%

Depreciation 3 -         153        153        153        153        212        212        212        212        212        212        212        2,095         

Equipment purchases 3 (11,200)   -         -         -         -         (3,500)    -         -         -         -         -         -         (14,700)      

Principle, equipment loan 7 6,000     (144)       (145)       (146)       (147)       (148)       (150)       (151)       (152)       (153)       (155)       (156)       4,353         

Repay debt financing 7 2,000     (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         1,083         

Owner contribution 3 4,000     -         -         -         -         -         -         -         -         -         -         -         4,000         

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

Net cash flow -         (777)       350        2,993      4,759     (2,985)    5,328     5,927     (335)       2,251      2,549      (4,428)     15,632       

Cash, period start -         -         (777)       (427)       2,565     7,325     4,339     9,667     15,594    15,259    17,510    20,060    -            

Cash, period end -         (777)       (427)       2,565      7,325     4,339     9,667     15,594    15,259    17,510    20,060    15,632    15,632       

Payroll - not owner and not in 

COGS

Richard Tucker dba A.L.L. Advanced Lawn and Landscaping

Start-up expenses

 


