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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Video game enthusiasts need a place to 

relax, play and train with other gamers 

face to face. 

 A-Game Video Game Lounge will provide 

young adults who love playing video games a 

fun and relaxing place to do just that. 

 We will rent out lounge areas that include 

access to video game consoles with 

controllers and games by the hour or 

multiple hour segments. 

Customers  Differentiators  Extras 

My customers will include young adults 

who live within 25 miles of my store 

front. They will most likely be middle 

class consumers. 

 I will have a first mover advantage so I will 

have customer loyalty. As an avid gamer 

myself, I will be able to predict trends and set 

them. 

 I will attract influencers to my store and 

will therefore be able to attract more 

customers. I will host tournaments with 

cash and gear prizes. 

Marketing  Start-up Costs  Financials & Extras 
I will strategically place advertisements on 

and around local college campuses. I will 

livestream from my place of business to 

attract more customers. 

 Owner investment - cash 100,000$ 

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing -         

Total start up costs: 100,000$ 
 

 Sales: 365,700$  100%

COGS 95,600      26%

Gross profit 270,100    74%

Overhead 115,000    31%

Pretax income 155,000    42%

Tax expense 38,700      11%

Owner withdrawals 33,000      9%

Net income 83,200$    23%  

  Personal Fit   
I have nearly 20 years of experience in this industry as a consumer and one year working in retail. I am an avid gamer and am passionate about 

helping people to enjoy this great pastime. 
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PERSONAL FIT   

I was born March 3, 1995 in Albuquerque, New Mexico to a single mother who had the disease 

of addiction that inevitably manifested in my life. We moved around a lot as my mother bounced 

from one toxic relationship to the next. I have seen my mother abused physically and 

emotionally and have likewise suffered abuse myself. When I was nine years old I was 

committed to a psychiatric hospital until I was adopted at the age of 11.  Adoption changed my 

life dramatically; I was enrolled in private school and given love and all of the things I needed.  

 

Unfortunately, the patterns instilled in me at a young age still controlled me and I started 

committing crimes and doing drugs at the age of 14.  Spending time in juvenile jail did not 

implant into my thick head the lessons I needed to learn. Despite the negative factors in my life, 

the man I came to know as “Dad” pushed me to graduate high school early, but my hard-

headedness and addiction still controlled me. After countless run-ins with the law, failed 

relationships, and close calls with death, I wound up in prison. I thank God that nobody died due 

to my selfishness. I am in prison for the first, and last time, serving a three year sentence for 

aggravated assault with a deadly weapon.   

 

As an ill-adjusted, violent and inconsiderate boy in a man’s body I needed to be forced to look at 

the person I had become and deal with the consequences of my actions. Since being incarcerated, 

I have taken a long hard look at myself and decided to reshape the things I do not like. 

Thankfully I am in a place with the time and resources to change into the man I want to be. I 

know I can lead a healthy and successful life. I now attend A.A. meetings regularly and take the 

time to consider the consequences of my actions before acting. I am truly sorry for the damage I 

have done and the pain inflicted on others. My goal is to have a positive impact on the world 

around me. I have made the commitment to myself to abstain from using drugs or alcohol. In 

PEP I have completed Robert Lewis’ “Quest for Authentic Manhood” and “Leadership 

Academy,” which have helped me to better understand my place in the world. 

 

In my old life I learned to manipulate people by reading between the lines of what was being said 

and understanding their motives. As an entrepreneur I can use this experience in a positive 

manner by taking the time to understand a customer’s needs and wants and providing the 

appropriate services or goods. I have learned to manage my time and resources while 

simultaneously weighing the potential risks and rewards of any transaction. I have replaced my 

old values with new, better ones and will use these skills and values to lead a legal, successful 

life and have a productive post-incarceration career as an entrepreneur. 

  

Steven is the founder and CEO of A-Game Video Game Lounge and is responsible for daily 

operations, bookkeeping, sales, marketing, public relations, and human resources. After 

graduating from Del Norte High School in 2011 (two years early), Steven worked in a work-

study position at a women and children’s shelter while attending El Paso Community College. 

Steven brings his “A-game” to the business after several years of customer service experience, 

including working as an employee in the video game industry. He has the interpersonal skills and 

ability to wisely manage his time and other resources that he will use to succeed in this business 

venture.  
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OPPORTUNITY   

Explanation: 

An average video game enthusiast spends nearly thirty hours a week playing video games and 

can spend hundreds of dollars annually on games, accessories, online memberships and consoles. 

The opportunity lies within gamers who want to play consoles and games they do not own with 

their friends in a fun, relaxing environment. 

 

 Can I solve the problem given my skills and personality? 

 I have years of experience as a consumer in this industry and have the interpersonal 

skills to attract and keep customers. I understand and enjoy working with fellow 

gamers. 

 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 small team of trustworthy individuals to help me with day to day 

operations. 

 Will this venture require significant capital? 

 This business is going to require a lot of start-up cash. 

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

 By the time I am able to start this business, I will be free of parole. 

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

 This business will take a large time commitment and will therefore be a full-time 

venture. 

 
 

SOLUTION   

Explanation: 

Instead of only being able to play with friends that own the same console, customers can come 

into A-Game to play and compete in a fun and relaxing environment whether they own the same 

gear or not. 

 

 What are the benefits that I am providing? 

 What we are providing is fun and easy way to access one of the world’s most popular 

hobbies. You will not have to buy all of the newest consoles or games to try them out. 

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

 This type of storefront is extremely popular overseas and my intent is to capitalize on 

the popularization of it here in the U.S. I plan on making my company a household 

name and cementing A-Game in consumers’ minds as the best place to play. I will 

stock cutting edge tech and adapt to the market before my competitors. 

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

 My marketing strategy will be to place advertisements on and around local college 

campuses and spread using referral incentives and social media. 

 Will my solution actually be profitable? 

 With multiple streams of revenue coming in, (rentals, sales, tournament entry fees, 

and snacks and drinks) my company will be very profitable. 
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 Do I need a fixed location (Storefront) or is this a mobile business? 

 My business will be run out of a storefront location. 

 Do I offer a guaranty or return policy? 

 I will offer a return policy on defective items purchased within the past 14 days with a 

receipt. On unopened items, I will offer a no questions asked return policy within 7 

days of purchase with a receipt. 

 
 

CUSTOMERS  

Explanation:  

Our target customers will be young adults who play video games as a hobby or competitively. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 Women as well as men enjoy this pastime but the majority of my customers will be 

young men. 

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

 My ideal customers’ age is 21-35(young adults). 

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

 My products and services will appeal to both married and single customers. 

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

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

 I am appealing to consumers who spend their recreation time playing video games. 

 

Income: 

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

 I will focus on a minimum household income of $20,000 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 will sell to my customers in my storefront location. 

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

 Customers will come into my store to purchase services and products but will also be 

able to reserve and preorder products and services online. 

 

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

suburb, or small rural community)? 

 My storefront will be located in a densely populated area near a local university. 

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

over the city)? Time is money. 

 My customers will likely live within a 20 mile radius of my storefront. 
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 How easily can I find this customer (one at a time or they will provide referrals)? 

  My marketing strategy will be to place advertisements on and around the local 

campus and encourage my customers to bring friends with referral incentive 

programs. 

 

 

Other: 

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

individually? 

 I can reach these individuals by utilizing local advertising outlets and social media in 

mass. 

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

 I will provide excellent customer service in a fun laidback environment that 

customers will gladly return to again and again. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Game Trade Indirect Word of mouth 

and traditional 

advertising 

Great value First-mover 

advantage and 

proven business 

model 

Different region  First mover advantage in my 

region 

 

Dave And 

Busters 

Indirect Word of mouth, 

traditional 

advertising and 

online 

High Megabrand and 

proven business 

model 

Restaurant/bar with 

arcade games(not 

focused on same 

services or 

product)price 

Console games vs. arcade 

style and competitive prices 

 

 

 

 

GameStop Indirect Word of mouth, 

traditional 

advertising and 

online 

High Megabrand and 

proven business 

model 

Small number of 

offerings, cookie 

cutter, inexperienced 

staff, slow to 

respond to industry 

trends 

Experienced staff, competitive 

prices, relaxing environment 

and focus on services vs. 

products 

Gamers 

Anonymous 

Indirect Word of mouth Great value Quick to respond 

to trends and 

customer loyalty 

Small amount of 

offerings, no 

organizational slack 

Focus on services vs. products 

 
 



 

 

EXTRAS   

External Extras: 

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

 I will make contact with party supply outlets to get insider deals on food warmers, 

soda fountains and vending machines. I will buy my TVs, game counsels, and gear 

directly from a wholesaler.  

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

 I will need to shop around real estate markets for an ideal location in Colorado, 

California, Oregon, or Washington. This will be determined at a later date when I 

have all the necessary resources for thorough research.   

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

 I do not know if I will have a first mover’s advantage. If not will be able to learn from 

my competitors and will anticipate the needs of our customers.  

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 When I last had the ability to do research, my business competitors had not yet 

existed. It is not yet popular, as far as I know. 

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

match initially? 

 I will monitor customer visit hours and adjust my hours of operation accordingly so 

as to be most available to those who would like to do business with me.     

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

 My passion for this industry gives me great advantage over any would be competitors 

that are only in the industry for money. 

 
 

MARKETING  

Message: 

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

about your company? 

 “A-Game” signifies that we are focused on superior performance. “Video Game 

Lounge” signifies that our specialty is video games and that we provide a comfortable 

and relaxing environment to play them. 

 What is your tagline? 

 “A-Game: Video Game Lounge- this isn’t a game!” 

 Is your message effective across different demographics? 

 Yes, because people of all races, ethnicities and genders play video games. 

 Is your pricing consistent with the market for similar offerings? 

 We have a competitive pricing model. 

 Is your pricing consistent with the degree of personalization? 

 We will offer different pricing options and the value will go up as the customer 

spends more. For example, the Day Pass will include one free snack and beverage and 

discounts on the rental of additional gear. 



 

 

 

Media: 

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

 Viral marketing, offline and online advertisements, offline and online events.  

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

using the types listed above? 

 10,000, best case scenario and no fewer than 5,000. 

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

 I expect to have at least 500 customers visit monthly. 

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

 Offline events will cost about $500 to host and my other marketing strategies will 

require dedicated man hours. 

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

 The charge will recur as often as I use that method. 

 How will you collect customer reviews? 

 I will collect customer reviews by conducting in-store surveys, monitoring social 

media and Yelp and Google 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 5,000           

cell phone purchase 200              

car/truck down payment, if leased

permits 500              

supplies, office & misc. 1,000           

Cash needed for start-up expenses 6,700           

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 1,500           1,500           

Video game consoles, games, accessories 3,000           3,000           

Furniture, Televisions,Remodel 20,000         20,000         

Merchandise 17,500         17,500         

building/office deposit 9,000           N/A N/A

beginning cash balance 42,300         N/A N/A
Cash needed for start-up assets 93,300         -                   42,000         

60                assumed life (months)

700              monthly depreciation

Total start up cost 100,000     

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 100,000       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 100,000       100%

Steven D.

A-Game, Video Game Lounge

713: Amusement, Gambling, and Recreation Industries

_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 20.00          100% 75.00      100% 10.00       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 5.00            25% 20.00      27% 2.50         25%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 5.00            25% 20.00      27% 2.50         25%

Gross profit per unit - what you see on income statement 15.00          75% 55.00      73% 7.50         75%

 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 

1 Hour Rental sold 300          300             300         400         400         400         400         500         500          500          500          4,500        

4 Hour Rental sold 250          250             250         300         300         300         300         350         350          350          350          3,350        

Snack Pack sold 150          150             150         200         200         200         200         300         300          300          300          2,450        

total revenue 26,250$   26,250$      26,250$  32,500$  32,500$  32,500$  32,500$  39,250$  39,250$   39,250$   39,250$   365,750$  

total cost of sales 6,875$     6,875$        6,875$    8,500$    8,500$    8,500$    8,500$    10,250$  10,250$   10,250$   10,250$   95,625$    

total income statement gross profit (excludes owner labor) 19,375$   19,375$      19,375$  24,000$  24,000$  24,000$  24,000$  29,000$  29,000$   29,000$   29,000$   270,125$  

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

Equipment financing, see Start-up Costs sheet amortization schedule

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

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

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

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

Start-up financing, see Start-up Costs sheet

Amount borrowed -$         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 2              2                 2             3             3             3             3             4             4              4              4              

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

average per hour wage 10.00       10.00          10.00      10.00      10.00      10.00      10.00      10.00      10.00       10.00       10.00       

salary expense, exclduing payroll taxes 2,400       2,400          2,400      3,600      3,600      3,600      3,600      4,800      4,800       4,800       4,800       40,800      

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 

Steven D. dba A-Game, Video Game Lounge

1 Hour Rental

Direct Direct

Snack Pack

Customers will rent a tv, console and game Customers will rent a tv, console and game Combination of various snacks and drinks

Snacks

4 Hour Rental

 



 

 

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

1 Hour Rental 6 -         6,000     6,000     6,000      8,000     8,000     8,000     8,000     10,000    10,000    10,000    10,000    90,000       25%

4 Hour Rental 6 -         18,750    18,750    18,750    22,500    22,500    22,500    22,500    26,250    26,250    26,250    26,250    251,250     69%

Snack Pack 6 -         1,500     1,500     1,500      2,000     2,000     2,000     2,000     3,000     3,000      3,000      3,000      24,500       7%

Total revenue -         26,250    26,250    26,250    32,500    32,500    32,500    32,500    39,250    39,250    39,250    39,250    365,750     100%

Cost of Goods Sold 2

1 Hour Rental 6 -         1,500     1,500     1,500      2,000     2,000     2,000     2,000     2,500     2,500      2,500      2,500      22,500       6%

4 Hour Rental 6 -         5,000     5,000     5,000      6,000     6,000     6,000     6,000     7,000     7,000      7,000      7,000      67,000       18%

Snack Pack 6 -         375        375        375        500        500        500        500        750        750        750        750        6,125         2%

Total COGS -         6,875     6,875     6,875      8,500     8,500     8,500     8,500     10,250    10,250    10,250    10,250    95,625       26%

Gross profit -         19,375    19,375    19,375    24,000    24,000    24,000    24,000    29,000    29,000    29,000    29,000    270,125     74%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         700        700        700        700        700        700        700        700        700        700        700        7,700         2%

Gasoline & fuels -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Insurance - bonding -         500        500        500        500        500        500        500        500        500        500        500        5,500         2%

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

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

Marketing 5,000     2,500     2,500     2,500      2,500     2,500     2,500     2,500     2,500     2,500      2,500      2,500      32,500       9%

Office - rent -         1,200     1,200     1,200      1,200     1,200     1,200     1,200     1,200     1,200      1,200      1,200      13,200       4%

Office - insurance -         250        250        250        250        250        250        250        250        250        250        250        2,750         1%

Office - telephone -         -         -         -         -         -         -         -         -         -         -         -         -            0%

Office - utilities -         250        250        250        250        250        250        250        250        250        250        250        2,750         1%

8 -         2,400     2,400     2,400      3,600     3,600     3,600     3,600     4,800     4,800      4,800      4,800      40,800       11%

Payroll taxes (9%) 6 & 8 -         216        216        216        324        324        324        324        432        432        432        432        3,672         1%

Permits 500        500           0%

Supplies 1,000     250        250        250        250        250        250        250        250        250        250        250        3,750         1%

Tax service -         -            0%

Telephone - cellular 200        60          60          60          60          60          60          60          60          60          60          60          860           0%

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

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 6,700     8,426     8,426     8,426      9,734     9,734     9,734     9,734     11,042    11,042    11,042    11,042    115,082     31%

Taxable profit (loss) 1 (6,700)    10,949    10,949    10,949    14,266    14,266    14,266    14,266    17,958    17,958    17,958    17,958    155,043     42%

Tax (expense) benefit 1 (3,800)    (9,870)    (11,623)   (13,469)   (38,761)      -11%

Owner's withdrawals 1 -         (3,000)    (3,000)    (3,000)     (3,000)    (3,000)    (3,000)    (3,000)    (3,000)    (3,000)     (3,000)     (3,000)     (33,000)      -9%

Net profit (loss) (6,700)    7,949     4,150     7,949      11,266    1,396     11,266    11,266    3,336     14,958    14,958    1,490      83,282       23%

Depreciation 3 -         700        700        700        700        700        700        700        700        700        700        700        7,700         

Equipment purchases 3 (51,000)   -         -         -         -         -         -         -         -         -         -         -         (51,000)      

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

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

Owner contribution 3 100,000  -         -         -         -         -         -         -         -         -         -         -         100,000     

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

Net cash flow 42,300    8,649     4,850     8,649      11,966    2,096     11,966    11,966    4,036     15,658    15,658    2,190      139,982     

Cash, period start -         42,300    50,949    55,799    64,448    76,414    78,509    90,475    102,441  106,477  122,135  137,793  -            

Cash, period end 42,300    50,949    55,799    64,448    76,414    78,509    90,475    102,441  106,477  122,135  137,793  139,982  139,982     

Steven D. dba A-Game, Video Game Lounge

Start-up expenses

Payroll - not owner and not in 

COGS

 


