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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
The inability of people with busy 

schedules, disabilities or those who are in 

need of help to find the time to complete 

their chores/errands or dirty work, 

especially those who have a lot to do and 

are overwhelmed. 

 To help those who are in need of a helping 

hand by providing the services they are in 

need of. 

 Personal assistance dedicated to helping 

our clients with their needs and desired 

wants. 

Customers  Differentiators  Extras 

We are focused on clients with a full 

household, careers and who are busy, 

elderly or like to have help at their 

fingertips. 

 We provide package deals with our service 

along with different levels of work and 

service. 

 We are always open to helping anybody at 

any location all the time. 

Marketing  Start-up Costs  Financials & Extras 
We will promote our services through 

social media, door to door, business cards, 

and brochures along with personal 

connection. 

 Owner investment - cash 3,470$    

Owner investment - equipment -         

Vehicle and/or equipment loan 25,000    

Start up financing 30,000    

Total start up costs: 58,470$   

 Sales: 135,900$  100%

COGS 40,700      30%

Gross profit 95,100      70%

Overhead 48,200      35%

Pretax income 46,900      35%

Tax expense 11,700      9%

Owner withdrawals 11,000      8%

Net income 24,100$    18%  

  Personal Fit   
Our service is all about the customer and what they want. The personal and customized experience we provide can compete at the highest 

levels. 
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PERSONAL FIT   

My name is Rodney H., I’m 24 years old and I was born March 22, 1995 in Warren, Ohio.  I 

have two sisters, the oldest 29 and the youngest 14 old. I am the middle child.  Growing up, my 

mother was a single parent, as my parents divorced when I was 3 and my dad passed away when 

I was 12.  I lived in Minnesota for nine years before we moved to Texas.  I was a fairly good 

student in school, I excelled at English and history and thrived at basketball and football.  In 

2013 I graduated high school and received my diploma along with technical training in the 

electric trade. 

 

Around the age of 17 my grades started to slip, meaning I could no longer play sports.  As I 

could no longer play sports I had idle time during which I started to smoke, do drugs and hang 

around the streets.  I would not consider myself a bad kid but I did do a lot of bad things that I 

regret.  Sports had been my life and when I did not have it anymore, I really didn’t care for 

anything else and stopped caring about life in general.  My criminal history is thankfully short, 

consisting of only the case for which I am now incarcerated, aggravated robbery.  I have served 2 

½ years on a five-year sentence. 

 

Having time to think, observe, learn and meet different types of people, I regret the pain I have 

caused people, including loved ones, and the fact that I missed out on the birth of my son.  Prison 

has molded me into a new person.  I never want to harm or put anybody through pain again, 

including myself.  I have learned to focus on moving forward and using the positive energy 

around me.  You get out of life what you put into it and I only look to put good things into the 

world.  I have the power to relate to people and go deep into their feelings, to touch hearts and 

connect with minds, which is one of my best qualities.  I want to provide for my family long 

term, and help them achieve their goals and dreams.   

 

I have always been a trusting individual, as that is the way I was raised and why I can get along 

with so many people.  You do not burn bridges, you build them.  You never know when you are 

going to need someone’s help. I am a leader by nature and do not like working for people--I 

would rather work with them.  I am creative, unique and like to set trends, walk in my own lane 

and call the shots. I can be trusted by anyone who provides investment capital for my business.   

 

Rodney H. is founder and owner of Jeffery Services.  Rodney will oversee all functions of the 

business and be responsible for the general management of the company.  Rodney’s sales and 

leadership skills will contribute to the company’s success. Rodney brings more than two years of 

experience in sales.  He has also worked as a floor manager, warehouse stocker and in 

construction.  He excels in customer service, business operations and physical labor.  He is 

knowledgeable and possesses strong, consistent work ethics. Rodney has participated in the 

Cognitive Intervention Program along with the Overcomers 12-step faith based program.  He has 

earned his trades in Fiber Optics, Copper Cabling, and Energy Management. Rodney has 

achieved Journeyman Electrician status. He graduated from Job Corps in McKinney, Texas and 

completed the Upward Bound Program at Texas Wesleyan University in Fort Worth.  He has 

participated in the AVID program and is OSHA certified. In October 2019 he will graduate from 

the Prison Entrepreneurial Program. 
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OPPORTUNITY   

Explanation: 

The inability of people with busy schedules, disabilities or those who are in need of help to find 

the time to complete their chores/errands or dirty work. Especially those who have a lot to do and 

are overwhelmed.  

 

 Can I solve the problem given my skills and personality? 

 I have over 4 years’ experience in customer service and labor. I also have served my 

community by volunteering at local hospitals and nursing homes. 

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

quality? 

 A group of dedicated employees trained and experienced in various fields will be 

needed to help and serve our clients. 

 Will this venture require significant capital? 

 This will be left more to proper networking and promotion. Some funds will be 

needed for quality service. It will take about 12 months to save the start-up funds and 

another 12 months to develop the tools needed for our service. 

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

 Everything coincides with my parole requirements and obligations. 

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

 This will be a full time operation. 

 
 

SOLUTION   

Explanation: 

Personal assistance dedicated to helping our clients with their needs and desired wants. Our team 

is well trained, experienced and excels in serving others while creating an environment of 

comfort and respect in order to provide quality assistance. 

 

 What are the benefits that I am providing? 

 Chores and errands are handled and completed with care and finished in an 

acceptable amount of time. 

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

 We will have an on-demand service and be willing to do the things you do not want 

to do, for up to 12 hours a day, seven days a week. 

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

 We will have a personal relationship with our clients and understand what they need 

from us while following their direction step by step to get things done by their 

standards. 

 Will my solution actually be profitable? 

 Knowing that service is the highest commodity we are sure to see a profit, and 

depending on the service needed and how much time it takes, prices will vary. 

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

 All of our work will be done at our client’s location. We will come to you. 
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 Do I offer a guaranty or return policy? 

 If you are unsatisfied with our service, you will receive your money back, guaranteed. 

 
 

CUSTOMERS  

Explanation:  

We are focused on clients with a full household, with careers, and those who are busy, elderly or 

would like to have help at their fingertips. But our main customers are everybody and anybody in 

need of help. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 My service pertains to all genders and ethnicities, anybody who is in need of a 

helping hand. 

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

 My ideal customer’s age will be 18-99 years old, because everybody needs help. 

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

 It does not matter if you are married or single, our help is open to you. 

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

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

 Every customer is our ideal customer, whether you are an outdoor person, elderly or 

wanting our service based on an image. 

Income: 

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

 A specific income bracket will not matter, as long as you can pay for the service our 

hands will be stretched out and our arms will be open. 

 

 

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 start by posting advertisements online and flyers/brochures in neighborhoods, 

stores and work areas along with my business card. 

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

Our service will be brought and completed in our clients homes. 

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

suburb, or small rural community)? 

 All neighborhoods and communities will be accepted and catered to. Suburban or 

rural areas, houses, apartments, duplexes or condos. Our services will be provided to 

you. 
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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. 

 My clients will be located everywhere and so will my employees. We will send the 

closest employee to your location. 

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

 We will be promoted and advertised online, while also going from house to house 

with brochures, pamphlets and business cards. There will not be any problem 

reaching out to customers/clients.  

 

 

Other: 

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

individually? 

 I can reach different people as a group through social media and online 

advertisement, while connecting with certain individuals one on one through 

brochures and business cards. 

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

 Everybody is always in need of help, no matter what. Service is a high commodity 

around the world and we are ready and willing to provide that service at all times. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

TAKL Direct Commercial 

advertising, 

 Social media 

High Mainstream brand, 

Well known 

business, 

Caters to same 

demographic. 

Trendy, 

Expensive, 

No personal 

connection. 

Personal connection with 

clients, 

Affordable and willing to 

work with clients. 

 

 

 

 

 

Task Rabbit Direct Traditional 

media, 

Word of mouth, 

Average Known 

establishment, 

Great prices, 

Different businesses 

for different 

services, 

Not connected to 

customers. 

One business with a variety of 

workers so you do not have to 

deal with different 

establishments. 

 

 

 

Craigslist’s Indirect Word of mouth, 

Online 

advertisement, 

Low Highly used and 

visited, 

Large variety, 

Too large of a 

variety, 

Not focused on 

home service. 

We only focus on home help 

service and nothing else. 

The Guide 

Service 

Indirect Word of mouth, 

Social media 

Average Good prices, 

Large 

demographic 

Not focused on 

certain categories, 

Variety based 

(Broad). 

Focused on all home 

categories and variety will be 

domestic only. 

Consistency. 
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EXTRAS   

External Extras: 

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

  All of our suppliers are personal and come from within our employees. 

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

 Our business is nationwide and will be used in any/every location. 

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

 Our company is unique and will be an upgrade from our competitors. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 We will be similar to other companies, but will be separated by our packaging deals.  

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

match initially? 

 Our service will be 12 hours a day, seven days a week and based around our 

customers standards.  

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

 I am focus on helping others and strive to create positivity where it is needed. 

 
 

MARKETING  

Message: 

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

about your company? 

 We are here to listen, serve and provide quality work according to our customer’s 

standards. 

 What is your tagline? 

 “We all need help, we all need service. Let us focus on both.” 

 Is your message effective across different demographics? 

 Everybody understands the fact that people need help, service is something needed 

everywhere at all times and Jeffery is solely based on that. 

 Is your pricing consistent with the market for similar offerings? 

 We have great prices, although we might not always have the lowest rate, we will 

have competitive prices. 

 Is your pricing consistent with the degree of personalization? 

 Prices will vary depending on the service needed, but our job is to always provide 

quality service while giving our best effort toward every job we do. 

 

Media: 

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

 I will promote my business with advertisements through social media (Twitter, 

Instagram, and Facebook), business cards and word of mouth. 
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 How many potential typical customers (not just total people) can you reach each month 

using the types listed above? 

 I plan to reach over 150 customers a month through the promotion of my 

advertisements. 

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

 I would like to serve at least 25 out of 150 people who received my advertising. 

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

 Social media is free but will help promote for around $50, business cards will be $20 

for 1,000 and word of mouth is a plus. 

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

 It will be a monthly fee for social media help and business cards. Word of mouth is 

free. 

 How will you collect customer reviews? 

 I will have a review section on the Jeffery platform (app), along with social media 

accounts for my business where customers will be able to comment and review. 

 
 
 



 

 

 

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 170              

cell phone purchase 800              

car/truck down payment, if leased

permits

supplies, office & misc. 1,000           

Application 30,000         

Cash needed for start-up expenses 31,970         

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van 25,000             25,000         

company trailer

computer, printer, fax 1,500           1,500           

-               

-               

-               

building/office deposit N/A N/A

beginning cash balance N/A N/A
Cash needed for start-up assets 1,500           25,000             26,500         

60                assumed life (months)

442              monthly depreciation

Total start up cost 58,470        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 3,470           6%

Vehicle loan and other equipment debt (see 

note 7 for financing) 25,000         43%

Startup financing, if applicable (for example 

Kiva loan) 30,000         51%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 58,470         100%

Rodney H.

JEFFERY

624: Social Assistance

_62_Health_Care_and_Social_Assistance

 



 

 

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 250.00     100% 500.00      100% 900.00      100%

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 75.00       30% 150.00      30% 270.00      30%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 75.00       30% 150.00      30% 270.00      30%

Gross profit per unit - what you see on income statement 175.00     70% 350.00      70% 630.00      70%

 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 

Silver Package sold 10                   10            10            20            20            20             20            25            25            25             25            210             

Gold Package sold 4                     4              4              8              8              8               8              10            10            10             10            84               

Diamond Package sold 2                     2              2              4              4              4               4              6              6              6               6              46               

total revenue 6,300$            6,300$     6,300$     12,600$   12,600$   12,600$    12,600$   16,650$   16,650$   16,650$    16,650$   135,900$    

total cost of sales 1,890$            1,890$     1,890$     3,780$     3,780$     3,780$      3,780$     4,995$     4,995$     4,995$      4,995$     40,770$      

total income statement gross profit (excludes owner labor) 4,410$            4,410$     4,410$     8,820$     8,820$     8,820$      8,820$     11,655$   11,655$   11,655$    11,655$   95,130$      

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 25,000$   principal, beginning 25,000            24,655     24,308     23,959     23,608     23,255      22,899     22,541     22,181     21,819      21,454     

Interest rate (example 8%) 7.5% interest expense 156                 154          152          150          148          145           143          141          139          136           134          1,598          

Loan term (# of months) 60            principal payment (345)               (347)         (349)         (351)         (353)         (356)          (358)         (360)         (362)         (365)          (367)         (3,912)        

Monthly payment 501          principal, ending 24,655            24,308     23,959     23,608     23,255     22,899      22,541     22,181     21,819     21,454      21,088     

Start-up financing, see Start-up Costs sheet

Amount borrowed 30,000$   principal, beginning 30,000            29,633     29,262     28,887     28,508     28,126      27,740     27,350     26,956     26,559      26,157     

Interest rate (example 8%) 12.0% interest expense 300                 296          293          289          285          281           277          274          270          266           262          3,092          

Payback period (# of months) 60            principal payment (367)               (371)         (375)         (378)         (382)         (386)          (390)         (394)         (398)         (402)          (406)         (4,249)        

Grace period (months pay delay) principal, ending 29,633            29,262     28,887     28,508     28,126     27,740      27,350     26,956     26,559     26,157      25,751     

Monthly payment 667$        

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 

Diamond Package

Basic needs: House cleaning, Organizing, Junk 

removal. (4hrs)

Needs/Wants: House cleaning, Organizing, 

Cooking, Lawn care, Pets. (6hrs)

Needs/Wants/Desires: Anything you need 

done, House cleaning, Cooking, Lawn care, 

Organizing, Pets, Sorting, Grocerey Shopping, 

Moving, Delivery, Handyman or Miscellaneous 

work. (8hrs)

Commission

Gold Package

Rodney H. dba JEFFERY

Silver Package

Commission Commission

 



 

 

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

Silver Package 6 -         2,500     2,500     2,500      5,000     5,000     5,000     5,000     6,250     6,250      6,250      6,250      52,500       39%

Gold Package 6 -         2,000     2,000     2,000      4,000     4,000     4,000     4,000     5,000     5,000      5,000      5,000      42,000       31%

Diamond Package 6 -         1,800     1,800     1,800      3,600     3,600     3,600     3,600     5,400     5,400      5,400      5,400      41,400       30%

Total revenue -         6,300     6,300     6,300      12,600    12,600    12,600    12,600    16,650    16,650    16,650    16,650    135,900     100%

Cost of Goods Sold 2

Silver Package 6 -         750        750        750        1,500     1,500     1,500     1,500     1,875     1,875      1,875      1,875      15,750       12%

Gold Package 6 -         600        600        600        1,200     1,200     1,200     1,200     1,500     1,500      1,500      1,500      12,600       9%

Diamond Package 6 -         540        540        540        1,080     1,080     1,080     1,080     1,620     1,620      1,620      1,620      12,420       9%

Total COGS -         1,890     1,890     1,890      3,780     3,780     3,780     3,780     4,995     4,995      4,995      4,995      40,770       30%

Gross profit -         4,410     4,410     4,410      8,820     8,820     8,820     8,820     11,655    11,655    11,655    11,655    95,130       70%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         442        442        442        442        442        442        442        442        442        442        442        4,858         4%

Gasoline & fuels -         100        100        100        100        100        100        100        100        100        80          80          1,060         1%

Insurance - bonding -         -            0%

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

Interest - equip & start up 7 -         456        450        445        439        433        427        421        414        408        402        396        4,690         3%

Marketing 170        200        200        200        300        500        500        300        200        200        170        170        3,110         2%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits -         -            0%

Supplies 1,000     1,000         1%

Tax service -         500        500           0%

Telephone - cellular 800        50          50          50          50          50          50          50          50          50          50          50          1,350         1%

30,000    -         -         -         -         -         -         -         -         -         -         -         30,000       22%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 31,970    1,398     1,392     1,386      1,480     1,674     1,668     1,462     1,356     1,350      1,294      1,787      48,218       35%

Taxable profit (loss) 1 (31,970)   3,012     3,018     3,024      7,340     7,146     7,152     7,358     10,299    10,305    10,361    9,868      46,912       35%

Tax (expense) benefit 1 -         -         (4,094)    (7,634)     (11,728)      -9%

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)      -8%

Net profit (loss) (31,970)   2,012     2,018     2,024      6,340     6,146     6,152     6,358     5,205     9,305      9,361      1,234      24,184       18%

Depreciation 3 -         442        442        442        442        442        442        442        442        442        442        442        4,858         

Equipment purchases 3 (26,500)   -         -         -         -         -         -         -         -         -         -         -         (26,500)      

Principle, equipment loan 7 25,000    (345)       (347)       (349)       (351)       (353)       (356)       (358)       (360)       (362)       (365)       (367)       21,088       

Repay debt financing 7 30,000    (367)       (371)       (375)       (378)       (382)       (386)       (390)       (394)       (398)       (402)       (406)       25,751       

Owner contribution 3 3,470     -         -         -         -         -         -         -         -         -         -         -         3,470         

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

Net cash flow -         1,742     1,742     1,742      6,052     5,852     5,852     6,052     4,892     8,987      9,037      903        52,851       

Cash, period start -         -         1,742     3,483      5,225     11,277    17,129    22,980    29,032    33,924    42,911    51,948    -            

Cash, period end -         1,742     3,483     5,225      11,277    17,129    22,980    29,032    33,924    42,911    51,948    52,851    52,851       

Payroll - not owner and not in 

COGS

Rodney H. dba JEFFERY

Start-up expenses

 


