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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
My opportunity is the demand for new or 

updated homes. Another opportunity is 

people who lost their home or don’t have 

a home. 

 I will frame new houses for those who don’t 

have a home or want a new updated home. 

 I will be framing new homes. I will also be 

doing the frame work for those who want 

to update or customize their home. 

Customers  Differentiators  Extras 

I will be targeting residential home 

owners. I will be targeting customers 

within a 100 mile radius.  

 I  will be as faithful and loyal as I can to all 

my customers. I will be on time and work my 

hardest every day. 

 I will build custom decks for my 

customers who want nice decks. I will also 

build custom sheds for my customers who 

would  like sheds. 

Marketing  Start-up Costs  Financials & Extras 
    I will place business cards and 

brochures at supply stores and lumber 

yards to draw in customers. I will 

advertise online with Facebook and 

Angie’s List to find new customers. 

 Owner investment - cash 4,000$    

Owner investment - equipment -         

Vehicle and/or equipment loan 4,000      

Start up financing 6,600      

Total start up costs: 14,600$   

 Sales: 813,000$  100%

COGS 374,400    46%

Gross profit 438,600    54%

Overhead 154,700    19%

Pretax income 283,800    35%

Tax expense 70,900      9%

Owner withdrawals 35,000      4%

Net income 177,800$  22%  

  Personal Fit   
I am a hard worker. I love to build things. It feels great to build a person’s dream and make it a reality. 

 



 

JCB Framing 
Benjamin S. 

2 

PERSONAL FIT   

My name is Benjamin S. I was born on April 18, 1986 in Paris, TX to David and Susie S. I have 

four brothers. My parents’ marriage was really rocky. My dad was not around much, as he was 

often partying and getting into trouble. The times he was home he was usually drunk and 

abusive.  

 

I attended and graduated from a private school. I had a hard time reading, and had to take a 

special reading class. This school was small. It consisted of average 25 students in eight grades. I 

was the only student in the special reading class. At the time that I graduated my mom and dad 

were undergoing a divorce. I took it really hard. After I graduated I moved in with my dad.  
 

I believe that my Grandfather’s death set me off to try the life of drugs and crime. I started 

smoking weed and drinking beer when I was 13. By the time I was 14, I did whatever I wanted to 

regardless of what I was told. I started shooting meth at 16 years old. I lost control of myself at 

that point in my life. I started rebelling against everyone, especially the law, and was first 

arrested when I was 16, for assault, but the charges were dropped. I have a DWI, a weapons 

charge, two assault charges, two burglary charges and both misdemeanor and felony drug 

possession charges. This is my first time in TDC. I have a four year sentence, with a little over a 

year and a half done on it. I get out September 2021. 

 

Since coming to TDC, I have had a lot to think about and find that I have matured in many ways. 

Before all I cared about was drugs and women. I was wasting my life with these things. I realize 

that if I continue to live my life focused on drugs, I will continue to come back to prison, so I 

have made a commitment to myself and my family to leave drugs alone. I want to better myself, 

be a good role model for my kids and stay sober. My kids are the best thing in my life and they 

need the best dad that I can be. 

 

I am a very hard worker and love to work. Even after work when I’m at home I would rather be 

doing something that needs to be done around the house than watching TV. I want to open my 

own business within two years of my release so that I can take care of and support my family. I 

can be trusted with investment capital because I am an honest and loyal person. I will be released 

to Paris, Texas in September 2021. 

 

Benjamin S. is the founder of JCB Framing. He oversees all functions of the business, including 

material ordering and sales. Benjamin’s construction, carpentry, and framing skills will help him 

run his business successfully. Benjamin has almost 20 years of experience in the construction 

business, including over 3 years of frame work.  

 

While at TDC, Benjamin has earned his GED and will soon graduate from the Prison 

Entrepreneurship Program. Benjamin also plans to take vocational classes in electricity and 

painting to further enhance his business. 
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OPPORTUNITY   

Explanation:  
Customers need or want new homes. Customized and new homes can be built at the customer’s 

desire in a timely manner that satisfies them.  

 

 Can I solve the problem given my skills and personality? 

 I have close to 20 years’ experience in the carpentry construction industry. Not only 

do I have a lot of experience in this trade, but I love what I do. 

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

quality? 

 I will have to hire  a crew, even if it is a small crew so I can complete the job in a 

timely manner that satisfies the customer. 

 Will this venture require significant capital? 

 It should not take a lot of money to start my business. I will purchase reliable tools so 

I can stay busy without my tools breaking down on me.  

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

 I have to discharge my sentence, so parole will not be an issue for me. 

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

 I believe it will start off as a part-time, but I will work as hard as I can to make it full 

time as soon as possible. 

 
 

SOLUTION   

Explanation:  
People that need homes or simply want to update their homes. They can call me and I will be 

more than happy to help them. 

 

 What are the benefits that I am providing? 

 The benefits I am providing is the perfect home for families. This home will allow 

them to be comfortable and bring them closer together. 

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

 My crew and I are professionals and our main focus is on the customer’s wants and 

needs. We will be perfect on the job in a timely manner that completely satisfies the 

customer. 

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

 I will have logos on my work truck and trailer. Not only the customer’s word of 

mouth will help, but I will also post advertisements on social media and hand out 

business cards. 

 Will my solution actually be profitable? 

 I will be a wise-steward with the financial part of my business so that it will be 

profitable. 

 

 



 

JCB Framing 
Benjamin S. 

4 

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

 I can store my tools and supplies in my garage or preferably a shop. I will be going 

from jobsite to jobsite so my advertisement will help my business.  

 Do I offer a guaranty or return policy? 

 I do offer a complete satisfaction guaranty on all jobs I do. I will have the owner 

make sure everything is done exactly as they want. 

 
 

CUSTOMERS  

Explanation:  
Our target customers are private home owners and corporations looking to expand or looking for 

a new or updated home. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 My service will help both male and female. It all depends on the situation at the time. 

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

 My customers will vary from ages 18-99 years old. 

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

 It does not matter if my customers are married or not. 

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

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

 I would like to appeal private home owners and small business corporations that are 

building new subdivisions and/or expanding on their homes. 

 

Income: 

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

 My customer has to bring in, at the very least, $40,000-$50,000 a year. 

 

Location: 

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

store, an event like trades day)? 

 I would like to try online advertising and business cards. I will print brochures and 

put them at supply stores along with business cards. 

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

 The customer will call me. At that point, I will set an appointment to meet up with 

them to talk about business they want to do with me. 

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

suburb, or small rural community)? 

 I do not have a specific neighborhood. I will work within a 100 mile radius. 
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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. 

 I will be willing to do work within a 100 mile radius, but the job will have to bring in 

enough money that I do not dig myself into a hole with my business. 

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

  I will rely on a few methods to find my customer, such as business cards, brochures 

and word of mouth. 

 

 

Other: 

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

individually? 

 I can reach these customers as a group with brochures and cards. Once I reach them, I 

can sit down with them one-on-one to better meet their desire. 

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

 They will be happy with the service that I provided them. Yes, they will use me 

again. Not only will they use me again, but they will tell others about me and the 

work I do.  
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

CB2 Framing Direct  Word of mouth 

and business 

cards 

Average Have been 

building houses for 

years so already 

has a good name 

about his work. 

Has a very 

unreliable crew and 

sometimes takes 

longer to finish the 

job. 

I will be on time and make 

sure that I can finish the job in 

tie for the customer. 

 

 

 

 

 

Tim Gates 

Construction 

Indirect Word of mouth 

and social media 

High They do more than 

just framing 

houses such as: 

roofing, sheetrock, 

flouring, siding.  

Doesn’t value the 

work they do to 

perfect the job for 

the customer. 

I will have the home owner 

walk through the job site to 

make sure that everything is 

done exactly as they want. 

 

 

 

Direct 

Framing 

Direct Word of mouth 

brochures 

Low They have lower 

prices so they can 

get more jobs. 

They have a lot of 

jobs, so they hurry 

through the job to 

move on to the next 

one. Which makes 

home owner 

unhappy. 

I will complete the job in a 

high quality manner, so the 

owner feels like they get a 

better quality house than what 

they paid for.   

Sanchez 

Sheetrock 

Indirect Word of mouth 

and logos on  

company trucks 

High They are a larger 

company and can 

afford to work at 

multiple job site. 

They focus mainly 

on sheetrock. 

I will focus only on frame 

work. Without the perfect 

frame work nothing will line 

up right in the rest of the 

house. 
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EXTRAS   

External Extras: 

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

 I do have a connection with a few lumber yards and supply stores that are located in 

the Paris, TX area. I do have a few friends that will help me get acquainted with these 

places.  

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

 I will be operating out of a shop. I do have to build this shop. The headquarters will 

be located in Paris, TX. 

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

 There are other framing companies pre-existing in the Paris, TX area. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 In a lot of ways, I am sure we will be similar to our competition, but I will be able to 

find ways to differentiate, once my business is up and running. 

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

match initially? 

 I will have a flexible schedule. Yes, my company needs daylight to operate, but if I 

have to stay later to get a piece of the project done or if the customer needs me to start 

later for any reason, I will be willing to do that. 

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

 I have been doing carpentry construction for 20 years. I am currently in an 

entrepreneurship class. I try my best to live a Christian life and to be the best person I 

can be.  

 
 
 
 

MARKETING  

Message: 

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

about your company? 

 We are professionals and work in a professional manner. We strive to finish project in 

a timely manner that satisfies the customer.   

 What is your tagline? 

 We put excellence in our work, so let us perfect your home. 

 Is your message effective across different demographics? 

 When people hear the name “JCB Farming”, they know we are a professional framing 

company. 
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 Is your pricing consistent with the market for similar offerings? 

 It would be hard to beat our pricing. We will work with the customer to give the best 

price for them at the same time not to undersell ourselves.  

 Is your pricing consistent with the degree of personalization? 

 The pricing is determined by the size of the job. Our professional work will be 

included in the price without effecting the price. 

 

Media: 

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

 I will be advertising my business through different resources, such as business cards, 

brochures, and social media such as Facebook and Angie’s list. I do believe that my 

biggest advertising will be word of mouth.     

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

using the types listed above? 

 Using the advertisement strategies I listed above, I will be able to reach up to 3000 

potential customers a month.  

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

 I will look forward to doing business with 5% of everybody that I will pull in from 

my advertising strategies. 

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

  Facebook will be free, business cards will be around $15-$20 for bulk, and brochures 

will be around $50. Of course word of mouth is the best advertising, and it is free.  

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

 I believe I will have to purchase business cards and brochures about once every one 

to three months. 

 How will you collect customer reviews? 

 Not only will I send surveys via e-mail to customers that I have finished projects for, 

but I will also set up an account on thumbtack for customers to give their feedback 

about my work.  

 
 
 



 

 

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 500                 

cell phone purchase 600                 

car/truck down payment, if leased

permits

supplies, office & misc.

Cash needed for start-up expenses 1,100             

Depreciable Costs
Paid or 

contributed in 

Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 2,000             4,000                  6,000             
company trailer
computer, printer, fax -                  
Nailguns, Skill saws, Air Compressor, Etc 5,000             5,000             
Misc. 500                 500                 

-                  
building/office deposit N/A N/A
beginning cash balance 2,000             N/A N/A
Cash needed for start-up assets 9,500             4,000                  11,500           

60                   assumed life (months)

192                 monthly depreciation

Total start up cost 14,600        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 4,000             27%

Vehicle loan and other equipment debt (see 

note 7 for financing) 4,000             27%

Startup financing, if applicable (for example 

Kiva loan) 6,600             45%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 14,600           100%

Benjamin S.

JCB Framing

454: Nonstore Retailers

_44_45_Retail_Trade



 

 

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 25,000.00    100% 8,000.00      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 10,000.00    40% 2,000.00      25% 0%

cost 2 description 2,000.00      8% 400.00          5% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 12,000.00    48% 2,400.00      30% -                0%

Gross profit per unit - what you see on income statement 13,000.00    52% 5,600.00      70% -                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 

New Frame Homes sold 2                2                    3              3              3                       3                    3              3              3                      2                    2                    29              

Custom Decks sold 1                1                    1              1              1                       1                    1              1              1                      1                    1                    11              

 sold -             

total revenue 58,000$    58,000$        83,000$  83,000$  83,000$           83,000$        83,000$  83,000$  83,000$          58,000$        58,000$        813,000$  

total cost of sales 26,400$    26,400$        38,400$  38,400$  38,400$           38,400$        38,400$  38,400$  38,400$          26,400$        26,400$        374,400$  

total income statement gross profit (excludes owner labor) 31,600$    31,600$        44,600$  44,600$  44,600$           44,600$        44,600$  44,600$  44,600$          31,600$        31,600$        438,600$  

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 4,000$      principal, beginning 4,000        3,901            3,802      3,702      3,601               3,500            3,398      3,295      3,192               3,088            2,983            

Interest rate (example 8%) 8.0% interest expense 27              26                  25            25            24                     23                  23            22            21                    21                  20                  256            

Loan term (# of months) 36              principal payment (99)            (99)                (100)        (101)        (101)                 (102)              (103)        (103)        (104)                 (105)              (105)              (1,122)       

Monthly payment 125            principal, ending 3,901        3,802            3,702      3,601      3,500               3,398            3,295      3,192      3,088               2,983            2,878            

Start-up financing, see Start-up Costs sheet

Amount borrowed 6,600$      principal, beginning 6,600        6,437            6,273      6,108      5,942               5,775            5,607      5,437      5,267               5,095            4,922            

Interest rate (example 8%) 8.0% interest expense 44              43                  42            41            40                     38                  37            36            35                    34                  33                  423            

Payback period (# of months) 36              principal payment (163)          (164)              (165)        (166)        (167)                 (168)              (169)        (171)        (172)                 (173)              (174)              (1,852)       

Grace period (months pay delay) principal, ending 6,437        6,273            6,108      5,942      5,775               5,607            5,437      5,267      5,095               4,922            4,748            

Monthly payment 207$         

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 5                5                    5              5              5                       5                    5              5              5                      5                    5                    

avg hours each employee(s) worked per month, not in EOU above 120           120               160          200          200                  200               200          160          160                  120               120               

average per hour wage $14.00 $14.00 $14.00 $14.00 $14.00 $14.00 $14.00 $14.00 $14.00 $14.00 $14.00

salary expense, exclduing payroll taxes 8,400        8,400            11,200    14,000    14,000             14,000          14,000    11,200    11,200            8,400            8,400            123,200    

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 

Avg. home 2,000sq.ft., 3 bed room 2 bathroom Avg. Deck 400sq.ft

Nails, Screws Nails, Screws

Custom Decks

Benjamin S. dba JCB Framing

New Frame Homes

Lumber Lumber

 



 

 

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

New Frame Homes 6 -          50,000    50,000    75,000    75,000    75,000    75,000    75,000    75,000    75,000    50,000    50,000    725,000      89%

Custom Decks 6 -          8,000      8,000      8,000      8,000      8,000      8,000      8,000      8,000      8,000      8,000      8,000      88,000        11%

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

Total revenue -          58,000    58,000    83,000    83,000    83,000    83,000    83,000    83,000    83,000    58,000    58,000    813,000      100%

Cost of Goods Sold 2

New Frame Homes 6 -          24,000    24,000    36,000    36,000    36,000    36,000    36,000    36,000    36,000    24,000    24,000    348,000      43%

Custom Decks 6 -          2,400      2,400      2,400      2,400      2,400      2,400      2,400      2,400      2,400      2,400      2,400      26,400        3%

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

Total COGS -          26,400    26,400    38,400    38,400    38,400    38,400    38,400    38,400    38,400    26,400    26,400    374,400      46%

Gross profit -          31,600    31,600    44,600    44,600    44,600    44,600    44,600    44,600    44,600    31,600    31,600    438,600      54%

Expenses 2

Auto or truck lease -          -              0%

Depreciation 3 -          192         192         192         192         192         192         192         192         192         192         192         2,108          0%

Gasoline & fuels -          500         500         500         500         500         500         500         500         500         500         500         5,500          1%

Insurance - bonding -          500         500         500         500         500         500         500         500         500         500         500         5,500          1%

Insurance - vehicle -          120         120         120         120         120         120         120         120         120         120         120         1,320          0%

Interest - equip & start up 7 -          71           69           67           65           64           62           60           58           56           55           53           680             0%

Marketing 500         500         500         500         2,000          0%

Office - rent -          -              0%

Office - insurance -          -              0%

Office - telephone -          -              0%

Office - utilities -          -              0%

8 -          8,400      8,400      11,200    14,000    14,000    14,000    14,000    11,200    11,200    8,400      8,400      123,200      15%

Payroll taxes (9%) 6 & 8 -          756         756         1,008      1,260      1,260      1,260      1,260      1,008      1,008      756         756         11,088        1%

Permits -          -              0%

Supplies -          200         200         200         200         200         200         200         200         200         200         200         2,200          0%

Tax service -          -              0%

Telephone - cellular 600         50           50           50           50           50           50           50           50           50           50           50           1,150          0%

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

-          -              0%

-          -              0%

-          -              0%

-          -              0%

-          -              0%

-          -              0%

-          -              0%

Total expenses 1,100      10,788    10,787    14,337    16,887    16,885    17,383    16,882    13,828    14,326    10,772    10,770    154,746      19%

Taxable profit (loss) 1 (1,100)     20,812    20,813    30,263    27,713    27,715    27,217    27,718    30,772    30,274    20,828    20,830    283,854      35%

Tax (expense) benefit 1 (10,131)   (21,423)   (21,427)   (17,983)   (70,964)       -9%

Owner's withdrawals 1 -          (3,000)     (3,000)     (3,000)     (3,000)     (3,000)     (3,000)     (3,000)     (3,000)     (3,000)     (4,000)     (4,000)     (35,000)       -4%

Net profit (loss) (1,100)     17,812    7,682      27,263    24,713    3,292      24,217    24,718    6,345      27,274    16,828    (1,153)     177,891      22%

Depreciation 3 -          192         192         192         192         192         192         192         192         192         192         192         2,108          

Equipment purchases 3 (11,500)   -          -          -          -          -          -          -          -          -          -          -          (11,500)       

Principle, equipment loan 7 4,000      (99)          (99)          (100)        (101)        (101)        (102)        (103)        (103)        (104)        (105)        (105)        2,878          

Repay debt financing 7 6,600      (163)        (164)        (165)        (166)        (167)        (168)        (169)        (171)        (172)        (173)        (174)        4,748          

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

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

Net cash flow 2,000      17,742    7,611      27,190    24,638    3,215      24,138    24,638    6,263      27,190    16,742    (1,241)     180,125      

Cash, period start -          2,000      19,742    27,352    54,542    79,180    82,395    106,533  131,171  137,434  164,624  181,366  -              

Cash, period end 2,000      19,742    27,352    54,542    79,180    82,395    106,533  131,171  137,434  164,624  181,366  180,125  180,125      

Payroll - not owner and not in 

COGS

Benjamin S. dba JCB Framing

Start-up expenses

 


