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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 

There is a need for reliable contractors to 

do quality work.  

 I will provide the reliability that customers 

are looking for with the promise of quality 

installation with a guarantee on quality. 

 My solution is to be the most reliable, 

dependable contractor offering high 

quality work.  

 

Customers  Differentiators  Extras 

My customers will be businesses, home 

owners, and home builders. 

 My differentiators are my reliability, 

guarantee of my work, and the quality of my 

installation. 

 I am a U.S. Army veteran with 8 years’ 

experience in the construction field. 

Marketing  Start-up Costs  Financials & Extras 

I will advertise door to door, online, and 

with on-sight advertisement (signs). I 

intend to utilize social media advertising 

to its fullest extent. 

 Owner investment - cash 5,000$    

Owner investment - equipment -         

Vehicle and/or equipment loan 9,000      

Start up financing 40,000    

Total start up costs: 54,000$   

 Sales: 422,700$  100%

COGS 190,300    45%

Gross profit 232,300    55%

Overhead 87,400      21%

Pretax income 144,900    34%

Tax expense 36,200      9%

Owner withdrawals 41,800      10%

Net income 66,800$    16%  

  Personal Fit   
I am dedicated to quality, hard work, and perseverance. My time in the military has given me an eye for detail and the ability to prioritize and 

delegate responsibility while supervising it. My experience in this field has shown me time and again what the other contractors do and ways 

that I can improve it. 
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PERSONAL FIT   

My name is Scottie E. B. I was born on June 11, 1973 in Clifton, TX. I am the oldest of three 

children. My parents were divorced when I was seven. My mother remarried when I was 10 and 

shortly thereafter, my sister was born. My father was absent, no calls or letters, and no child 

support. I achieved decent grades and played sports. My parents had no interest in my activities.  

Despite the fact that my mother kicked me out at 17, I still finished high school. I then joined the 

U.S. Army. 

 

When I discharged from the Army, I moved in with my step brother. At this time I went through 

a period of rebellion, drinking and drug use. I was charged with DWI and evading detention. The 

DWI was dismissed. At this time I met my future wife and moved in with her. After a few years I 

settled down and became less rebellious. I married my wife and became the proud father of a 

son, Andrew S. Brown. Still, I ended up getting into trouble for driving with a suspended license 

and received three days in jail. I was a headstrong, prideful man. I was verbally abusive and 

neglected my wife. My actions drove my wife into the arms of another man. I found out and did 

not respond well. My actions directly caused the death of the man with whom my wife was 

having an affair. This led to my conviction of manslaughter for which I received a 20 year 

sentence in 2001. 

 

In prison I have taken the opportunity to come to terms with what I had done by taking a long 

look at what happened and the events leading up to it. I have critically evaluated my own 

behavior and started taking steps to curtail my problems with pride and anger.  I have committed 

myself to maintaining a calm demeanor and I evaluate the situation before acting. I have 

discovered that I no longer need drugs or alcohol to cope with my problems. All in all, I have 

learned and now practice what it takes to be a better person. Further, I now share my discoveries 

and experiences with those struggling with similar issues, in the hope that I can help the people 

around me. 

 

I have always been a hard and dependable worker, taking pride in a job well done. I seek better 

and more efficient ways to accomplish tasks.  I enjoy learning new things and teaching my 

fellow workers. I have a clear image about my goals and future for my family and me. Once I am 

financially stable, I plan to start my own business, creating a household name that will be 

identified with quality and integrity. 

 

Scottie E. B. is the founder of E.E.B. & Sons Quality Exteriors. Scottie is responsible for the 

general management of the company. He will handle customer relations and oversee 

installations. Scottie brings more than eight years of experience in the construction business, 

with expertise in the installation of siding, sheet metal roofing, and gutter systems. Scottie also 

has five years’ experience as a draftsman. 

 

Scottie is a U.S. Army Veteran. He graduated with Honors from Lee College with an Associates 

of Applied Science in Microcomputer Application. His studies have included business computer 

repair and web page design. Scottie will be released to Austin in October 2021.  He is looking 

forward to putting his dreams into action with this new business venture. 
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OPPORTUNITY   

Explanation: 

Exteriors of homes and businesses are constantly in need of being repainted every few years. 

Roofs are subject to storm damage. Finally, older homes are often in need of a “facelift.” 

 

 Can I solve the problem given my skills and personality? 

 I have more than eight years of experience in improving residential and commercial 

exteriors. Thus, I understand how a customer feels when it comes to beautifying their 

exterior, and eliminating the need to worry about painting. 

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

quality? 

 I will need to hire a handful of employees at first, with plans to expand to multiple 

crews as business improves. 

 Will this venture require significant capital? 

 I believe that I would be able to start with under $55,000. That would take care of 

vehicle, trailer, gutter machine, and equipment and tools. 

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

 This would be a daytime endeavor that should not interfere with any parole 

restrictions that may be placed on me. 

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

 I would hope to begin part-time and move to full-time as business improved. 

 
 

SOLUTION   

Explanation: 

Exteriors of homes and businesses are constantly in need of being repainted every few years. 

Roofs are subject to storm damage. Finally, older homes are often in need of a “facelift.” 

 

 Can I solve the problem given my skills and personality? 

 I have more than eight years of experience in improving residential and commercial 

exteriors. Thus, I understand how a customer feels when it comes to beautifying their 

exterior, and eliminating the need to worry about painting. 

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

quality? 

 I will need to hire a handful of employees at first, with plans to expand to multiple 

crews as business improves. 

 Will this venture require significant capital? 

 I believe that I would be able to start with under $55,000. That would take care of 

vehicle, trailer, gutter machine, and equipment and tools. 

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

 This would be a daytime endeavor that should not interfere with any parole 

restrictions that may be placed on me. 
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 Would my business start as a part-time venture or need to be full time?                                                                         

 E.E.B & Son would hope to begin part-time and move to full time as business 

improved. 

 

 
 

CUSTOMERS  

Explanation:  

Our targeted customers will be home owners, business owners, and builders. 

Demographics: 

 Will my service have different appeal to men versus women? 

 We will have no gender restrictions on my services. 

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

 Our ideal customer age is anyone old enough to own a home or business, 18-99. 

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

 The marital status of our customers has no bearing. 

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

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

 We are appealing to the aspect of beautifying the existing structure, as well as the 

neighborhood with less upkeep. 

 

Income: 

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

 Our customers only need to be able to own a home or business, afford to improve it, 

or maintain insurance for replacing roofs. 

 

Location: 

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

store, an event like trades day)? 

 We will sale to our customer door to door and have a web site available. Then as we 

develop our shop, we will have a walk-in display area for customer. 

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

 We will provide our services on site. That way it will be easier to contact me. 

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

suburb, or small rural community)? 

 There is no limitation on the neighborhood, or business district, to which we will 

make our services available, as long as it is within a 60 mile radius of our base of 

operations. 

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

over the city)? Time is money, so I would prefer to have my customers in a five mile 

radius.  

 Our customers will be relatively spread out due to the nature of our services. 
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 How easily can I find this customer (one at a time or they will provide referrals)? 

  It will be house to house sales to start, then as our business reputation grows, people 

will begin to seek us out. 

 

Other: 

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

individually? 

 Mostly, we could sell to them individually, but we could hold a seminar to attract 

customers. 

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

 It depends on their needs over time. More likely, our services will only be needed 

once. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price 

Their 

Advantages 

Their 

Disadvantages 
My Differentiators 

Home Depot 

Siding 

Direct Caters to all 

Home Depot 

Customers. 

Cheap 

installation with 

low grade 

material. 

Cheap, and 

better 

advantage at 

targeting walk 

in customers. 

Hastily installed 

with no attention to 

detail on Trim. 

We will focus on making the 

trim seem to look like wood. 

An overall better quality of 

vinyl siding product. 

 

 

 

 

Mel’s 

Roofing Co. 

Direct 

 

 

 

Works to replace 

storm damaged 

roofs. 

Composite-ion 

shingles pricing. 

Fast Mostly focus on 

composition roofing. 

Limited in look and 

color. 

We will only be installing 

metal roofs with a wide 

variety of colors and looks. 

 

Dennis 

Construction 

Indirect A well-known 

local company. 

Fair Focus on all 

types of 

construction 

projects. 

Focus on all types of 

construction 

projects. 

We will only focus on the 

exterior of your home by 

installing metal roofing, vinyl 

siding, windows and shutters, 

and seamless gutters. 

David’s 

Remodeling 

Indirect Budding new 

business. 

Fair Focus mainly 

on remodeling 

projects. 

Focus mainly on 

remodeling projects. 

We will only work to improve 

and beautify the exterior of 

your home. 
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EXTRAS   

External Extras: 

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

 I plan to use ALSIDE Siding Co. and various sheet metal companies to supply my 

metal roofing material and gutter material. I do not have any previous connections in 

the industry, but with construction, I plan to pay for my materials as I go. 

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

 At first I will be storing my excess in a storage unit. After a year or two, I will seek 

out a large shop in a favorable location. 

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

 I will not be the first business of my type in Austin, but the market is so large I will 

be able to carve out a piece of my own. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 We have a distinctive style which sets us apart from the competition.  

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

match initially? 

 We are reliable. We are always able to be reached, return calls in a timely manner and 

arrive on time to all jobsites.  

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

 I am a U.S. Army veteran. I have 8 years’ experience in the construction industry. I 

have an Associates of Applied Science degree in Microcomputer Applications. I am a 

religious person and practice Roman Catholicism.  

 
 

MARKETING  

Message: 

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

about your company? 

 EEB & Son Quality exteriors says family, quality, and we do exteriors. 

 What is your tagline? 

 “The best is quality exteriors.” I am a US Army veteran prepared to bring my 

standards of excellence to my customer’s home or business. 

 Is your message effective across different demographics? 

 Anyone who sees our name will understand that this is a family business targeting 

quality service. 

 Is your pricing consistent with the market for similar offerings? 

 My pricing will be a little higher than the average competition, but once my work is 

seen, people will appreciate it. 

 Is your pricing consistent with the degree of personalization? 

 My pricing is consistent with the custom changes in the installation of our product. 
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Media: 

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

 I will advertise door to door with business cards. The use of onsite advertisement 

(signs) will be my most effective strategy. Also, we will post online. 

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

using the types listed above? 

 I will reach approximately 100 people a week. 

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

 I believe that I will gain 3-5 customers a month. 

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

 Business cards will cost $20, Face book is no charge, and on-sight advertisement 

(signs) will be $500. 

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

 Business cards will be my only recurring expense. 

 How will you collect customer reviews? 

 I will allow for feedback from my customers on social media. 

 
 
 



 

 

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 2,000           

cell phone purchase 75                

car/truck down payment, if leased

permits 100              

supplies, office & misc. 100              

Cash needed for start-up expenses 2,275           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van 1,000           9,000               10,000         

company trailer 2,500           

computer, printer, fax 800              800              

Seamless Gutter Machine 8,000           8,000           

Tools (ladders, walkboards, etc.) 5,100           5,100           

Aluminum Break 1,200           1,200           

building/office deposit N/A N/A

beginning cash balance 24,125         N/A N/A
Cash needed for start-up assets 42,725         9,000               25,100         

60                assumed life (months)

418              monthly depreciation

Total start up cost 54,000        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 5,000           9%

Vehicle loan and other equipment debt (see 

note 7 for financing) 9,000           17%

Startup financing, if applicable (for example 

Kiva loan) 40,000         74%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 54,000         100%

Scottie E. Brown

E.E.B. & Son Quality Exteriors

238: Specialty Trade Contractors

_23_Construction

Scottie E. B.

 



 

 

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 4,250.00     100% 6.75            100% 9,000.00     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          2% 1.25            19% 2,250.00     25%

cost 2 description 1,400.00     33% 0% 2,250.00     25%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 1,475.00     35% 1.25            19% 4,500.00     50%

Gross profit per unit - what you see on income statement 2,775.00     65% 5.50            81% 4,500.00     50%

 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 

Metal Roofing sold 1              3                 3            2            3                    3                 1            2            3                   3                 3                 27            

Seamless Gutter sold 50            50               300        110        80                  125             300        330        125               60               100             1,630       

Vinyl Siding sold 3              3                 1            3            4                    2                 4            3            4                   4                 2                 33            

total revenue 31,588$   40,088$      23,775$ 36,243$ 49,290$         31,594$      42,275$ 37,728$ 49,594$        49,155$      31,425$      422,753$ 

total cost of sales 15,038$   17,988$      9,300$   16,588$ 22,525$         13,581$      19,850$ 16,863$ 22,581$        22,500$      13,550$      190,363$ 

total income statement gross profit (excludes owner labor) 16,550$   22,100$      14,475$ 19,655$ 26,765$         18,013$      22,425$ 20,865$ 27,013$        26,655$      17,875$      232,390$ 

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 9,000$     principal, beginning 9,000       8,793          8,583     8,372     8,158             7,942          7,723     7,503     7,280            7,054          6,827          

Interest rate (example 8%) 12.5% interest expense 94            92               89          87          85                  83               80          78          76                 73               71               909          

Loan term (# of months) 36            principal payment (207)        (209)            (212)       (214)       (216)               (218)            (221)       (223)       (225)              (228)            (230)            (2,403)      

Monthly payment 301          principal, ending 8,793       8,583          8,372     8,158     7,942             7,723          7,503     7,280     7,054            6,827          6,597          

Start-up financing, see Start-up Costs sheet

Amount borrowed 40,000$   principal, beginning 40,000     39,079        38,147   37,207   36,256           35,296        34,325   33,345   32,354          31,353        30,341        

Interest rate (example 8%) 12.5% interest expense 417          407             397        388        378                368             358        347        337               327             316             4,039       

Payback period (# of months) 36            principal payment (921)        (931)            (941)       (951)       (960)               (970)            (981)       (991)       (1,001)           (1,012)         (1,022)         (10,681)    

Grace period (months pay delay) principal, ending 39,079     38,147        37,207   36,256   35,296           34,325        33,345   32,354   31,353          30,341        29,319        

Monthly payment 1,338$     

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 2              2                 2            2            2                    2                 2            2            2                   2                 2                 

avg hours each employee(s) worked per month, not in EOU above 200          200             200        200        200                200             200        200        200               200             200             

average per hour wage 15.00       15.00          15.00     15.00     15.00             15.00          15.00     15.00     15.00            15.00          15.00          

salary expense, exclduing payroll taxes 6,000       6,000          6,000     6,000     6,000             6,000          6,000     6,000     6,000            6,000          6,000          66,000     

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 

100          100             100        200        100                100             200        100        100               100             200             

500        500             500               500             

2,000.00       2,000.00     

Scottie E. B. dba E.E.B. & Son Quality Exteriors

Metal Roofing

Screws, Trims, Fillers Linear foot of gutter

Additional temporary labor

Misc Equipment/Tools

Vinyl Siding

Average Job 50 Square Installed by linear foot Average job 1500 square foot

Additional MaterialsPanels

Siding Material

Equipment maintenance/repair

Seamless Gutter

 



 

 

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

Metal Roofing 6 -         4,250     12,750    12,750    8,500     12,750    12,750    4,250     8,500     12,750    12,750    12,750    114,750     27%

Seamless Gutter 6 -         338        338        2,025      743        540        844        2,025     2,228     844        405        675        11,003       3%

Vinyl Siding 6 -         27,000    27,000    9,000      27,000    36,000    18,000    36,000    27,000    36,000    36,000    18,000    297,000     70%

Total revenue -         31,588    40,088    23,775    36,243    49,290    31,594    42,275    37,728    49,594    49,155    31,425    422,753     100%

Cost of Goods Sold 2

Metal Roofing 6 -         1,475     4,425     4,425      2,950     4,425     4,425     1,475     2,950     4,425      4,425      4,425      39,825       9%

Seamless Gutter 6 -         63          63          375        138        100        156        375        413        156        75          125        2,038         0%

Vinyl Siding 6 -         13,500    13,500    4,500      13,500    18,000    9,000     18,000    13,500    18,000    18,000    9,000      148,500     35%

Total COGS -         15,038    17,988    9,300      16,588    22,525    13,581    19,850    16,863    22,581    22,500    13,550    190,363     45%

Gross profit -         16,550    22,100    14,475    19,655    26,765    18,013    22,425    20,865    27,013    26,655    17,875    232,390     55%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         420        422        432        435        437        447        450        452        495        530        542        5,060         1%

Gasoline & fuels -         150        150        150        150        150        150        150        150        150        150        150        1,650         0%

Insurance - bonding -         -            0%

Insurance - vehicle -         100        100        100        100        100        100        100        100        100        100        100        1,100         0%

Interest - equip & start up 7 -         510        499        487        475        463        450        438        425        413        400        387        4,947         1%

Marketing 2,000     500        2,500         1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

8 -         6,000     6,000     6,000      6,000     6,000     6,000     6,000     6,000     6,000      6,000      6,000      66,000       16%

Payroll taxes (9%) 6 & 8 -         540        540        540        540        540        540        540        540        540        540        540        5,940         1%

Permits 100        100           0%

Supplies 100        100           0%

Tax service -         -            0%

Telephone - cellular 75          75             0%

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

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 2,275     8,220     7,710     7,708      7,700     7,689     7,687     7,678     7,667     7,698      7,720      7,719      87,472       21%

Taxable profit (loss) 1 (2,275)    8,330     14,390    6,767      11,955    19,076    10,325    14,747    13,198    19,315    18,935    10,156    144,918     34%

Tax (expense) benefit 1 (5,111)    (9,449)    (9,568)    (12,101)   (36,229)      -9%

Owner's withdrawals 1 -         (3,800)    (3,800)    (3,800)     (3,800)    (3,800)    (3,800)    (3,800)    (3,800)    (3,800)     (3,800)     (3,800)     (41,800)      -10%

Net profit (loss) (2,275)    4,530     5,479     2,967      8,155     5,826     6,525     10,947    (170)       15,515    15,135    (5,745)     66,888       16%

Depreciation 3 -         420        422        432        435        437        447        450        452        495        530        542        5,060         

Equipment purchases 3 (27,600)   (100)       (100)       (600)       (200)       (100)       (600)       (200)       (100)       (2,600)     (2,100)     (700)       (35,000)      

Principle, equipment loan 7 9,000     (207)       (209)       (212)       (214)       (216)       (218)       (221)       (223)       (225)       (228)       (230)       6,597         

Repay debt financing 7 40,000    (921)       (931)       (941)       (951)       (960)       (970)       (981)       (991)       (1,001)     (1,012)     (1,022)     29,319       

Owner contribution 3 5,000     -         -         -         -         -         -         -         -         -         -         -         5,000         

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

Net cash flow 24,125    3,721     4,660     1,646      7,226     4,986     5,183     9,996     (1,032)    12,183    12,326    (7,156)     77,864       

Cash, period start -         24,125    27,846    32,505    34,151    41,377    46,363    51,547    61,542    60,511    72,694    85,020    -            

Cash, period end 24,125    27,846    32,505    34,151    41,377    46,363    51,547    61,542    60,511    72,694    85,020    77,864    77,864       

Scottie E. B. dba E.E.B. & Son Quality Exteriors

Start-up expenses

Payroll - not owner and not in 

COGS

 


