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EXECUTIVE  

Opportunity  Purpose  Solution 
Nationwide, there is a shortage of 75,000 

long haul truckers. By 2023 the shortage 

of long haul truckers will have grown to 

180,000. 

 My purpose is to lessen this shortage by 

putting trucks on the road and ensure safe 

driving conditions for my drivers and 

everyone else on the road. 

 I plan to start a transport company that 

will safely deliver all of my customer’s 

products in a timely manner. 

Customers  Differentiators  Extras 

My customers will be companies needing 

goods transported by semi-trailers. My 

customers will be nationwide.  

 There is not much area for differentiation in 

hauling goods, but I will meet and exceed 

every standard in my industry. 

 I already have my CDL. I also have nine 

months driving experience. I also have 

my forklift license which I will need if I 

need to unload the cargo.   

Marketing  Start-up Costs  Financials & Extras 
Through freight brokers and my business 

cards. This how I will be doing my 

marketing. 

 Owner investment - cash 40,000$  

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing 25,000    

Total start up costs: 65,000$   

 Sales: 152,500$  100%

COGS 128,100    84%

Gross profit 24,400      16%

Overhead 22,200      15%

Pretax income 2,100       1%

Tax expense 500          0%

Owner withdrawals -           0%

Net income 1,600$      1%  

  Personal Fit   
I have my CDL and I have nine months experience in the truck driving industry. 
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PERSONAL FIT   

My name is Robert F. Jr., I was born in Rotan, Texas on February 23, 1973. My father is Robert 

F. Sr. and my mother is Sara Guel-F. I am the oldest of four children. I have a brother, Mark and 

two sisters Mona and Cynthia. I was raised by my grandmother and grandfather until the age of 

11. From the age of 12 until I graduated high school I was raised by my mom. I was a “C” 

student in high school, only doing enough to get by. After graduation, I joined the army and 

served a three year term. 

 

I started getting into trouble at an early age. I looked up to older friends and wanted to do 

everything they did. That is why I started drinking and drugging. I am currently in prison for an 

aggravated assault charge. I really do not have much of a criminal history. I made bad choices 

and am in prison as a result. This is my first and last time in prison. I have served two and a half 

years of a five year sentence. 

 

I have learned to be more patient since things in the prison system seem to move at a much 

slower pace, which I have learned to deal with over time. While locked up, I have committed to 

becoming a better family man as well as a better son. I have changed because I never want to 

come back to prison and for overall self-improvement. These commitments were triggered by 

having time to reflect. Being removed from my old life allowed me to come to a new 

perspective. 

 

I want to own my own business to be independent and make more money. Instead of making 

other people rich, I will invest in myself. I plan to work and save money for 18 months as an 

over the road trucker. This will allow me to live in my company vehicle, saving me about $1,500 

a month coupled with another $1,000 a month that I will deposit into my savings account. These 

sacrifices will enable me to accumulate approximately $45,000. Afterwards, I will be qualified to 

receive a V/A loan. With this money, I will buy a semi-truck in good working order. I am 

looking for a mentor/ business advisor. I will be released to Austin, Texas in November 2021. 

 

As the founder and sole proprietor of 4S Trucking, Robert F. will be responsible for driving, 

keeping the books and truck maintenance. Robert brings to 4S Trucking one year experience in 

the trucking industry. He has worked for Dumas Water Well Service, where he operated a 

backhoe and drove a water truck. He also did basic maintenance and compiled maintenance 

records. For two years Robert served his community by volunteering at his local food bank 

where he stocked, rotated and distributed food. Robert earned a CDL license from Amarillo 

College in 2015. 
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OPPORTUNITY   

Explanation: 

There is a shortage of 75,000 drivers across the United States. By 2025 the number will increase 

to about 175,000. 

 

 Can I solve the problem given my skills and personality? 

 Yes, I can solve this problem with my given skills and personality. I already have my 

CDL license and I do not mind being alone for long periods of time. 

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

quality? 

 I can hire others and maintain quality through extensive hiring process. 

 Will this venture require significant capital? 

 Yes, it will require about $80,000 for this venture. 

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

 I see no potential problems with parole restrictions.  

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

 I will start my business as a full-time venture. 

 

 
 

SOLUTION   

Explanation: 

I plan to start a truck driving company to help fill the shortage of truckers. 

 

 What are the benefits that I am providing? 

 The benefit I am providing is putting truckers on the road. This will help solve the 

shortage for truck drivers. 

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

 The current and future shortage of drivers in this industry is huge. I believe if I excel 

at industry standards my company will do well. 

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

 I will deliver this solution through freight brokers or through direct dealing with the 

shipper. 

 Will my solution actually be profitable? 

 With the research I have done, I believe this venture will be profitable. 

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

 I will not need a storefront, this is a mobile service. 

 Do I offer a guaranty or return policy? 

 Yes, I offer a guaranty for safe on time shipping. 
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CUSTOMERS  

Explanation:  

I will target a business that need goods transported.  

Demographics: 

 Will my service have different appeal to men versus women? 

 No, my service will be in the transportation industry.  

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

 My ideal customer is a business that needs goods transported. 

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

 It does not matter if my customer is married or not.  

 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 businesses who demand on time delivery of goods. 

 

Income: 

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

 My customers need to be middle to upper class. 

 

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 sell my service through a freight broker. 

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

 I go to my customer, pick up the goods, and then transport their merchandise to the 

desired location. 

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

suburb, or small rural community)? 

 My ideal customer will live wherever goods need to be picked up and delivered. 

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

over the city)? Time is money. 

 My customers will be located nationwide. 

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

 I will find customers through freight broker. 

 

Other: 

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

individually? 

 I will find them in groups with targeted ads through broker ads, but I will also find 

them individually by word of mouth. 

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

 With my commitment to excellent service, the likelihood of repeat business is great. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Swift 

Trucking 

Direct Newspapers, 

Internet, Side of 

their truck. 

$1.25 per 

mile. 

Large number of 

trucks nationwide 

and an established 

name. 

Swift trucking will 

not as flexible, as I 

am. 

I will be more Flexible than 

my larger competitors. I will 

work for smaller companies.   

Stevens 

Trucking 

Direct Newspapers, 

Internet, Side of 

their truck.  

$1.30 per 

mile. 

 Large number of 

trucks nationwide  

Established name  

Stevens trucking is 

not as flexible it 

services Midwest 

transportation only. 

I will be nationwide, this will 

make me more flexible, than 

Stevens trucking as they only 

serve the Midwest.  

England 

Trucking 

Indirect Newspapers, 

Internet, Side of 

their truck.  

$1.28 per 

mile 

Large number of 

trucks nationwide  

Established name 

England trucking is 

not as flexible. 

Provide east coast 

transportation only. 

I will be nationwide this will 

make me more flexible as 

England trucking only serves 

the east coast. 

Woods 

Trucking 

Indirect Word of mouth, 

Newspapers, 

Side of their 

truck. 

$1.30 per 

mile 

Established name  

Established routes 

Woods trucking 

does local 

transporting only. 

I will be nationwide this will 

make me more flexible as 

woods trucking is just local.   
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EXTRAS   

External Extras: 

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

 No, I do not have a connection with the supplier but I am armed now with the 

knowledge to attain one. 

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

 My business is mobile, therefore, a brick and mortar location will not be required at 

first. 

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

 No, I will not be the first company of my type in my chosen area. I am entering a very 

competitive market, but I can meet and exceed all industry standards. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 No, the trucking industry has been established for decades. I am not reinventing the 

wheel. 

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

match initially? 

 Flexibility within the trucking industry is a common standard that I will meet. 

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

 I have one year experience in the trucking industry. I have a safe and clean driving 

record that speaks of my responsibility.  

 

MARKETING  

Message: 

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

about your company? 

 My company name is 4-S trucking. The 4-S stands for safe, secure, and shipping 

solutions. 

 What is your tagline? 

 You can trust safe secure shipping solutions. 

 Is your message effective across different demographics? 

 Yes, because it tells customers exactly what to expect. 

 Is your pricing consistent with the market for similar offerings? 

 Yes, according to the market research I have done. 

 Is your pricing consistent with the degree of personalization? 

 Yes, according to the market research I have done. 

 

Media: 

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

 The three types of media I will use to reach my customers is our company webpage, 

internet promotions, freight brokers, and newspapers. 



 

4-S Trucking 
Robert F. 

7 

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

using the types listed above? 

 Potentially tens of thousands. 

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

 About two to eight percent of those customers. 

 

 

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

 About two thousand dollars for a webpage, 10% per load for freight brokers, and 

$50.00 a month for newspapers. 

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

 One time for the webpage, each time I get a load from freight brokers and monthly 

for newspapers. 

 How will you collect customer reviews? 

 We will collect reviews by asking them verbally and through on-line surveys.  

 
 



 

 

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 150              

cell phone purchase 300              

car/truck down payment, if leased

permits

supplies, office & misc.

Cash needed for start-up expenses 450              

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 40,000         40,000         

company trailer
computer, printer, fax -               

-               
-               

-               
building/office deposit N/A N/A

beginning cash balance 24,550         N/A N/A
Cash needed for start-up assets 64,550         -                   40,000         

60                assumed life (months)

667              monthly depreciation

Total start up cost 65,000        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 40,000         62%

Vehicle loan and other equipment debt (see 

note 7 for financing) -               0%

Startup financing, if applicable (for example 

Kiva loan) 25,000         38%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 65,000         100%

Robert F.

4-S Trucking

492: Couriers and Messengers

_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 1.56            100% 0% 0%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. -              0% -              0% -              0%

Non-owner payroll tax 9.0% -              0% -              0% -              0%

cost 1 description 0.54            35% 0% 0%

cost 2 description 0.12            8% 0% 0%

cost 3 description 0.15            10% 0% 0%

cost 4 description 0.50            32% 0% 0%

Total variable costs 1.31            84% -              0% -              0%

Gross profit per unit - what you see on income statement 0.25            16% -              0% -              0%

 Start-up Month 1  Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

transport freight sold 8,000       8,000          8,800      8,800      8,800             9,200          9,200       8,000      10,000          10,000        9,000          97,800      

 sold -            

 sold -            

total revenue 12,480$   12,480$      13,728$  13,728$  13,728$         14,352$      14,352$   12,480$  15,600$        15,600$      14,040$      152,568$  

total cost of sales 10,480$   10,480$      11,528$  11,528$  11,528$         12,052$      12,052$   10,480$  13,100$        13,100$      11,790$      128,118$  

total income statement gross profit (excludes owner labor) 2,000$     2,000$        2,200$    2,200$    2,200$           2,300$        2,300$     2,000$    2,500$          2,500$        2,250$        24,450$    

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 25,000$   principal, beginning 25,000     24,281        23,555    22,822    22,082           21,334        20,579     19,816    19,045          18,267        17,481        

Interest rate (example 8%) 12.0% interest expense 250          243             236         228         221                213             206          198         190               183             175             2,343        

Payback period (# of months) 30            principal payment (719)        (726)            (733)        (740)       (748)               (755)            (763)        (771)       (778)              (786)            (794)            (8,313)       

Grace period (months pay delay) principal, ending 24,281     23,555        22,822    22,082    21,334           20,579        19,816     19,045    18,267          17,481        16,687        

Monthly payment 969$        

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 

Robert F. dba 4-S Trucking

transport freight

fuel

driver

 price per mile $1.56

 semi trailer

repair and maintenance

 



 

 

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

transport freight 6 -         12,480    12,480    13,728    13,728    13,728    14,352    14,352    12,480    15,600    15,600    14,040    152,568     100%

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

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

Total revenue -         12,480    12,480    13,728    13,728    13,728    14,352    14,352    12,480    15,600    15,600    14,040    152,568     100%

Cost of Goods Sold 2

transport freight 6 -         10,480    10,480    11,528    11,528    11,528    12,052    12,052    10,480    13,100    13,100    11,790    128,118     84%

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

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

Total COGS -         10,480    10,480    11,528    11,528    11,528    12,052    12,052    10,480    13,100    13,100    11,790    128,118     84%

Gross profit -         2,000     2,000     2,200      2,200     2,200     2,300     2,300     2,000     2,500      2,500      2,250      24,450       16%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         667        667        667        667        667        667        667        667        667        667        667        7,333         5%

Gasoline & fuels -         -            0%

Insurance - bonding -         -            0%

Insurance - vehicle -         458        458        458        458        458        458        458        458        458        458        458        5,038         3%

Interest - equip & start up 7 -         250        243        236        228        221        213        206        198        190        183        175        2,343         2%

Marketing 150        100        100        100        100        100        100        100        100        100        100        100        1,250         1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits -         -            0%

Supplies -         -            0%

Tax service -         -            0%

Telephone - cellular 300        60          60          60          60          60          60          60          60          60          60          60          960           1%

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

-         2,000     2,000     4,000         3%

-         125        125        125        125        125        125        125        125        125        125        125        1,375         1%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 450        3,660     1,652     1,645      1,638     1,630     3,623     1,615     1,608     1,600      1,592      1,584      22,299       15%

Taxable profit (loss) 1 (450)       (1,660)    348        555        562        570        (1,323)    685        392        900        908        666        2,151         1%

Tax (expense) benefit 1 -         -         -         (538)       (538)          0%

Owner's withdrawals 1 -         -            0%

Net profit (loss) (450)       (1,660)    348        555        562        570        (1,323)    685        392        900        908        128        1,613         1%

Depreciation 3 -         667        667        667        667        667        667        667        667        667        667        667        7,333         

Equipment purchases 3 (40,000)   -         -         -         -         -         -         -         -         -         -         -         (40,000)      

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

Repay debt financing 7 25,000    (719)       (726)       (733)       (740)       (748)       (755)       (763)       (771)       (778)       (786)       (794)       16,687       

Owner contribution 3 40,000    -         -         -         -         -         -         -         -         -         -         -         40,000       

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

Net cash flow 24,550    (1,712)    288        488        488        488        (1,412)    588        288        788        788        1            25,634       

Cash, period start -         24,550    22,838    23,127    23,615    24,103    24,591    23,180    23,768    24,056    24,845    25,633    -            

Cash, period end 24,550    22,838    23,127    23,615    24,103    24,591    23,180    23,768    24,056    24,845    25,633    25,634    25,634       

Robert F. dba 4-S Trucking

tolls

Start-up expenses

tires

Payroll - not owner and not in 

COGS

 


