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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
There is a lack of freight brokers who 

operate with integrity.  

 I will have a personal relationship with my 

drivers and keep open lines of 

communication. 

 I will offer owner/operators of semi-trucks 

quality loads at the best rate. 

Customers  Differentiators  Extras 

I serve shippers who need freight moved 

via flatbed trucks and owner operators of 

those trucks. 

 I will be more hands on in my dealings and 

approachable. 

 With my knowledge and experience in this 

field, I am a perfect fit. 

Marketing  Start-up Costs  Financials & Extras 

I reach my customers primarily through 

online avenues and word of mouth. 
 Owner investment - cash 7,126$    

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing -         

Total start up costs: 7,126$     

 Sales: 72,900$    100%

COGS 3,400       5%

Gross profit 69,500      95%

Overhead 11,200      15%

Pretax income 58,200      80%

Tax expense 14,500      20%

Owner withdrawals 35,800      49%

Net income 7,900$      11%  

  Personal Fit   
I strive to reach my goals whole heartedly. Therefore, my foundation is firmly planted on pursuing. 
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PERSONAL FIT   

My name is Rorry H. I was born in Athens, Texas on January 15, 1983 but raised in Dallas, 

Texas. I am one of two children from my mother Alice. I never knew my father, but was blessed 

to have a stepfather to help raise me. Growing up I was taught to respect others and always do 

my best. I started working at the age of 15 and throughout school I was a B and C student, but I 

managed to receive a high school diploma while at the same time becoming a father and raising 

my oldest son. 

 

Although my mom did her best, the environment I was in was very dysfunctional. I began to 

experiment with drugs and alcohol at an early age and started hanging around a crowd who I 

believed at the time could help me cope with my problems. Leaning on my own understanding, I 

began a life of crime around 17 and became addicted to the lifestyle of adultery, money, and 

drugs. I fell into a deep depression at this stage in my life and begin to act out aggressively. I am 

currently incarcerated for aggravated assault and aggravated perjury. I have served five years on 

a six year sentence. I am not a violent person nor do I like to commit any crimes, but due to my 

addiction I made these mistakes. 

 

My past has been clouded with a lot of bad decision making. I have learned during my 

incarceration that I cannot do it alone, must always seek wise counsel when I do not know things 

and have a forgiving spirit. During my incarceration I have completed vocational courses in 

network cabling for fiber optics, copper based systems, telecommunication technologies, and 

energy management for smart homes. As part of my efforts to change, I have made a 

commitment to my family and myself to stay away from people, places, and things that are 

harmful to my life and theirs. I am striving hard to be the man I need to be, a person of action 

moving toward a better future.  

 

I am a hard worker with great soft skills. I complete the things I start and never quit despite 

adversity. As a team player I listen to others and do my part to help the team reach its potential. I 

would love to own a business to share love and patience through my services. As a man of 

integrity, self-discipline, and loyalty, those with whom I come into contact will see that I am 

trustworthy. Upon my release date I seek to accomplish my goal to own my business within five 

years. Any capital that is invested in my business will be used wisely and in a manageable way 

to be stretched out as far as possible. I will be released to Dallas, Texas during April 2020. 

 

Rorry H. is founder and owner of Interstate Connections.  Rorry will be responsible for sales, 

marketing, general management and all products that will be transported. Rodney brings more 

than three years of responsibly driving products around the United States. Rorry has participated 

in the Prison Entrepreneurship Program for nine months and through it has learned how to be a 

true servant leader. While incarcerated Rorry has completed classes in life management, 

authentic manhood, winner’s circle, changes, and cognitive intervention. He is also a certified 

network cabling specialist in copper based systems, fiber optics, telecommunications and energy 

management. He has completed business computer classes for Windham and garnered several 

credit hours for business applied science from Lee College. 
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OPPORTUNITY   

Explanation: 

The trucking industry is a massive industry full of opportunity with limited barriers. 

 

 Can I solve the problem given my skills and personality? 

 I have over eight years of experience in shipping and receiving. I also have 

relationships with private and contract carriers for over 10 years. 

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

quality? 

 I will personally be able to coordinate all aspects of logistics. 

 Will this venture require significant capital? 

 This venture has a low startup cost. 

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

 This opportunity will hinder with any parole obligations. 

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

 My business will begin as a part-time venture and will eventually expand to full-time. 

 

 

 

SOLUTION   

Explanation: 

Offer services that are one of a kind to customers. 

 

 What are the benefits that I am providing? 

 I am providing services that are conducive to my customers’ needs. 

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

 I can guarantee the best rate for my customers. 

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

 I will deliver this idea to my customers, based solely on my experience and 

knowledge. 

 Will my solution actually be profitable? 

 My business will be profitable to all parties. 

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

 This will start as mobile business, but I will employ agents later. 

 Do I offer a guaranty or return policy? 

 I will offer a satisfaction guarantee. 
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CUSTOMERS  

Explanation:  

This company will be for customers whom are shippers from all industries and truckers that 

operate various semi-trucks. 

Demographics: 

 Will my service have different appeal to men versus women? 

 In this line of service, there is no certain type of appeal to different  genders 

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

 Age is not a factor in the service I will provide. 

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

 Marital status is insignificant. 

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

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

 This does not apply to my service. 

 

Income: 

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

 There is no needed income criteria. 

 

 

Location: 

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

store, an event like trades day)? 

All sales will be provided by paper work and online. 

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

 My customers will contact me via text or email. 

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

suburb, or small rural community)? 

 My company services other companies. 

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

over the city)? Time is money. 

 Location is not an issue in my field of service. 

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

  I will locate shippers via an online application, and I will acquire drivers via referrals 

or simply word of mouth. 

 

 

 

 

 

 



 

Interstate Connections 
Rorry H. 

5 

 

 

 

Other: 

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

individually? 

 I would have to find and serve them individually. 

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

 I will have contracts with some customers. 

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

 I will be coordinating logistics for both types. 

 What industry is my customer in? 

 Primarily, my customers are in the trucking industry. 

 

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

 Any and all will be sufficient. 

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

 The truck drivers will need insurance. 

 Does my customer require 24/7 service? 

 Not typically, but I will provide 24/7 customer service. 

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

 I am very capable to meet customers demand. 

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

company? 

 I will be dealing with hundreds of customers per month. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

TiKi 

Trucking 

Indirect Internet 

Flyers 

Low Drive company 

vehicles, paid 

hourly, health 

insurance plan. 

Drivers are set on 

hourly wages. 

Operators will be paid flat rate 

per shipment of load. 

 

Skinner 

Transportation 

Direct Word of Mouth Low Flexible Schedules 

for drivers. 

No open 

communication with 

drivers.  

I will keep open reliable line 

of communication with 

drivers. 

 

 

 

 

Three Way 

Logistics 

Direct Televisions 

Promotions 

Average Larger Company. No incentives 

offered. 

I will offer an extra incentive 

for referrals. 

Encore 

Logistics 

Indirect Radio 

Promotions 

Average Twenty years in 

service. 

No flexibility in 

schedules for 

drivers. 

Will offer drivers time off 

when requested. 
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EXTRAS   

External Extras: 

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

 I will pay for online service to locate shippers. 

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

 My service will be coordinated via online or on phone. 

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

 There are many companies within my market area. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 I will do my best to contracted drivers the best and most hassle free loads available. 

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

match initially? 

 I will offer my driver the weekend off and my shippers a free freight move after 

10,000 miles with our company.   

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

 I am an extremely approachable person and enjoys conversations towards selling my 

service.  

MARKETING  

Message: 

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

about your company? 

 We are efficient, we’re prompt and we’re speedy 

 What is your tagline? 

 Interstate Connection, we keep relationships going for miles and miles 

 Is your message effective across different demographics? 

 Displays the gist of my company’s concept. 

 Is your pricing consistent with the market for similar offerings? 

 Pricing is determined by distance carried or bidding 

 Is your pricing consistent with the degree of personalization? 

 Yes, we off quality service with quality personnel to accomplish that goal. 

 

Media: 

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

 Business cards, Flyers, and word of mouth. 

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

using the types listed above? 

 On average at least 50 prospected drivers will reach out to me. 



 

Interstate Connections 
Rorry H. 

8 

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

 Truck drivers on average will be at minimum 10 per month 

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

 Estimated cost is $150 for flyers and business cards together 

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

 This should be a bi-monthly expense at most 

 How will you collect customer reviews? 

 In this field there is no outlet for reviews. 

 

 

 
 



 

 

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 100                 

cell phone purchase 250                 

car/truck down payment, if leased

permits

supplies, office & misc. 100                 

Load Board App. 100                 

Broker Bond/UCR 2,076             

Internet Service/Cellphone Service 200                 

Tax ID/ Business registration/ DOT number 1,300             

Broker License 2,000             

Cash needed for start-up expenses 6,126             

Depreciable Costs
Paid or 

contributed in 

Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van -                  
company trailer
computer, printer, fax 800                 800                 
Software 200                 200                 

-                  
-                  

building/office deposit N/A N/A
beginning cash balance N/A N/A
Cash needed for start-up assets 1,000             -                      1,000             

60                   assumed life (months)

17                   monthly depreciation

Total start up cost 7,126          

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 7,126             100%

Vehicle loan and other equipment debt (see 

note 7 for financing) -                  0%

Startup financing, if applicable (for example 

Kiva loan) 0%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 7,126             100%

Rorry H.

Interstate Connection

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 97.50          100% 127.50        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 5.00            5% 5.00            4% 0%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 5.00            5% 5.00            4% -              0%

Gross profit per unit - what you see on income statement 92.50          95% 122.50        96% -              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 

Regular Load sold 20            25               30          32          30                  35               40          50          55                 65               78               460          

Special Load sold 12            12               16          18          20                  20               21          20          26                 25               30               220          

 sold -           

total revenue 3,480$     3,968$        4,965$   5,415$   5,475$           5,963$        6,578$   7,425$   8,678$          9,525$        11,430$      72,900$   

total cost of sales 160$        185$           230$      250$      250$              275$           305$      350$      405$             450$           540$           3,400$     

total income statement gross profit (excludes owner labor) 3,320$     3,783$        4,735$   5,165$   5,225$           5,688$        6,273$   7,075$   8,273$          9,075$        10,890$      69,500$   

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%) 8.0% interest expense -          -              -         -         -                 -              -         -         -                -              -              -           

Loan term (# of months) 36            principal payment -          -              -         -         -                 -              -         -         -                -              -              -           

Monthly payment -           principal, ending -          -              -         -         -                 -              -         -         -                -              -              

Start-up financing, see Start-up Costs sheet

Amount borrowed -$         principal, beginning -          -              -         -         -                 -              -         -         -                -              -              

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

Payback period (# of months) principal payment -          -              -         -         -                 -              -         -         -                -              -              -           

Grace period (months pay delay) principal, ending -          -              -         -         -                 -              -         -         -                -              -              

Monthly payment -$         

Assumption 8 - Payroll, nondirect
 Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

# of employees

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 

48' flat trailor load only strapped (minimum 200 miles 

for 650)fee 15%

48'load flatbed-needing tarp,chains,stakes,edge 

protector,ect min $850

Special Load

Rorry H. dba Interstate Connection

Regular Load

Mailing Supplies Mailing Supplies

 



 

  

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

Regular Load 6 -         1,950     2,438     2,925      3,120     2,925     3,413     3,900     4,875     5,363      6,338      7,605      44,850       62%

Special Load 6 -         1,530     1,530     2,040      2,295     2,550     2,550     2,678     2,550     3,315      3,188      3,825      28,050       38%

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

Total revenue -         3,480     3,968     4,965      5,415     5,475     5,963     6,578     7,425     8,678      9,525      11,430    72,900       100%

Cost of Goods Sold 2

Regular Load 6 -         100        125        150        160        150        175        200        250        275        325        390        2,300         3%

Special Load 6 -         60          60          80          90          100        100        105        100        130        125        150        1,100         2%

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

Total COGS -         160        185        230        250        250        275        305        350        405        450        540        3,400         5%

Gross profit -         3,320     3,783     4,735      5,165     5,225     5,688     6,273     7,075     8,273      9,075      10,890    69,500       95%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         17          17          17          17          17          17          17          17          17          17          17          183           0%

Gasoline & fuels -         -            0%

Insurance - bonding -         -            0%

Insurance - vehicle -         -            0%

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

Marketing 100        100           0%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits -         -            0%

Supplies 100        100        100        100        100        100        100        100        100        100        100        100        1,200         2%

Tax service -         500        500           1%

Telephone - cellular 250        100        100        100        100        100        100        100        100        100        100        100        1,350         2%

5,676     -         -         -         -         -         -         -         -         -         -         -         5,676         8%

-         100        100        100        100        100        100        100        100        100        100        100        1,100         2%

-         100        100        100        100        100        100        100        100        100        100        100        1,100         2%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 6,126     417        417        417        417        417        417        417        417        417        417        917        11,209       15%

Taxable profit (loss) 1 (6,126)    2,903     3,366     4,318      4,748     4,808     5,271     5,856     6,658     7,856      8,658      9,973      58,291       80%

Tax (expense) benefit 1 (36)         (3,469)    (4,446)    (6,622)     (14,573)      -20%

Owner's withdrawals 1 -         (2,800)    (2,800)    (2,800)     (2,800)    (2,800)    (2,800)    (3,800)    (3,800)    (3,800)     (3,800)     (3,800)     (35,800)      -49%

Net profit (loss) (6,126)    103        530        1,518      1,948     (1,460)    2,471     2,056     (1,588)    4,056      4,858      (449)       7,918         11%

Depreciation 3 -         17          17          17          17          17          17          17          17          17          17          17          183           

Equipment purchases 3 (1,000)    -         -         -         -         -         -         -         -         -         -         -         (1,000)        

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

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

Owner contribution 3 7,126     -         -         -         -         -         -         -         -         -         -         -         7,126         

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

Net cash flow -         120        547        1,535      1,965     (1,444)    2,488     2,073     (1,571)    4,073      4,875      (432)       14,227       

Cash, period start -         -         120        667        2,202     4,167     2,723     5,210     7,283     5,712      9,784      14,659    -            

Cash, period end -         120        667        2,202      4,167     2,723     5,210     7,283     5,712     9,784      14,659    14,227    14,227       

Payroll - not owner and not in 

COGS

Rorry H. dba Interstate Connection

Internet Service

Start-up expenses

Loadboard apps


