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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
People always need slightly used,          

pre- owned vehicles that are reliable and 

affordable. They also need some 

assistance selling their current vehicle.     

 Our purpose is to provide reliable and 

affordable pre-owned vehicles to my local 

area, and help them sell their current vehicles 

as well. 

 All of our vehicles are in good condition. 

We offer vehicle inspections, vehicle 

consignment, and different payment option 

customers. 

Customers  Differentiators  Extras 

Our ideal customers are first time car 

buyers of low to middle income within a 

10 mile radius. Parents looking for a 

teen’s first car are ideal customers as well. 

 Some of our differentiators include vehicle 

delivery options, special pricing options for 

PEP brothers, and our family-life 

relationships with all our customers.  

 My father has worked in our industry for 

over 30 years and has developed many 

connections that can be beneficial for our 

company 

Marketing  Start-up Costs  Financials & Extras 
Some of the things in our marketing 

arsenal include billboard advertisements, 

sponsored by television and radio 

broadcasting, advertisements in local 

college newspapers, and business cards, 

flyers and signs.    

 Owner investment - cash 25,000$  

Owner investment - equipment 75,000    

Vehicle and/or equipment loan 80,000    

Start up financing 20,000    

Total start up costs: 200,000$  

 Sales: 1,920,000$ 100%

COGS 1,277,200   67%

Gross profit 642,700      33%

Overhead 284,000      15%

Pretax income 358,600      19%

Tax expense 89,600       5%

Owner withdrawals 75,000       4%

Net income 194,000$    10%  

  Personal Fit   
I believe I possess the skills to be a successful car salesman and businessman. I am willing to commit the time and resources needed to 

successfully prepare myself to launch this business successfully.   
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PERSONAL FIT   

My name is Tamer Z. I was born in Katy, Texas on September 17, 1997. I am one of two 

children. My parents did a great job, raising us to be well-mannered, respectful, and thoughtful 

of others. I was a good student throughout grade school. In 2016, I received my high school 

diploma from James E. Taylor High School. I started working part time jobs at 15, working at 

various restaurants and food services. After graduating high school, I moved out of the house and 

began working full-time in the car industry.  

 

Even though I grew up in a good community, I began to act out around the age of 12 and that led 

me to experiment with drugs and alcohol. I believed that it was a way to “fit in” to the music 

culture to which I was exposed. I knew right from wrong, but when I was younger, I had the 

mentality that I would rather try something first before I decided whether or not it was right for 

me to do it. All of my criminal charges are due to the recreational use of marijuana and cocaine. 

This is my first time in prison; I am serving a two year sentence.  

 

Since coming to prison, I have changed the way I think about my life and my future. Before, I 

was living aimlessly with no direction, but now I have gained a clear understanding of my future 

goals. I realize that I allowed bad habits to develop and am committed to eliminate these from 

my life, replacing them with healthy habits and financial responsibility. I believe these 

commitments will help me not only to better myself, but also to help improve the lives of the 

people in my life. Prison has truly been a life changing experience for me, enabling me to 

recognize the serious consequences of continuing in a destructive lifestyle. 

 

I possess natural born qualities for leadership and entrepreneurship, of which I have yet to take 

full advantage. Previously, I used my skills for the wrong reasons, like selling drugs. However, I 

am now learning to use those skills to become a successful entrepreneur. Being a business owner 

would enable me to achieve my dream of being my own boss. I am honest, dedicated, and 

accountable. I will begin implementing my business plan immediately upon my release from 

prison and plan to have my business up and running within five years.  

 

As the Founder and Chief Executive Officer of Drop-Top Auto Sales, Tamer will be responsible 

for coordinating and planning all day-to-day activities. Tamer brings more than four years of 

experience in the restaurant/food service industry. He honed his skills working for Olive Garden 

for two years as a server, where Tamer gained valuable skills such as multi-tasking and problem 

solving. Tamer also worked at FreeBirds World Burrito for two and one half years, where he 

acquired valuable skills in customer service and communication.  

 

While in prison, Tamer participated in and will soon graduate from The Prison Entrepreneurship 

Program and has completed the Changes Program. Any money invested in his business will be 

applied as promised and managed wisely for the benefit of the company. 
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OPPORTUNITY   

Explanation: 

The price of a brand new car is usually beyond the reach of the average person. First-time car 

buyers almost always buy a used car. The opportunity is with first-time car buyers, the average 

person buying a car, and people trying to save money. 

 

 Can I solve the problem given my skills and personality? 

 I have plenty of customer service experience and I believe I have the ability to give 

every buyer a positive experience that they will want to share with their family and 

friends. 

 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 people and train them to be the best salesman they can be. I want 

only the best people for the job who are willing to put in the extra effort. 

 Will this venture require significant capital? 

 I will require a minimum of at least $200,000 to start a small-scale used car 

dealership. 

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

 I will be discharging my sentence.  

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

 This will start as a part-time venture until I have sufficient funds to take it full-time. 

 
 

SOLUTION   

Explanation: 

We offer reliable vehicles at honest prices combined with employees who go above and beyond 

to ensure a positive buying experience. 

 

 What are the benefits that I am providing? 

 We provide slightly-used vehicles that are reliable and affordable. We take the 

headache out of buying a car with vehicle delivery options. 

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

 Our family oriented, friendly service will inspire customer loyalty and separate us 

from the competition. 

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

 We will use a diverse method of marking such as billboards, sponsored TV and radio 

programs, online marketing strategies and referral marketing. 

 Will my solution actually be profitable? 

 It will take some time for this venture to begin to be profitable.  

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

 I will need some office space and a sufficient amount of vehicle storage space to 

operate this venture. 
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 Do I offer a guaranty or return policy? 

 I will guarantee vehicle reliability. 

 

CUSTOMERS  

Explanation:  

Our targeted customers will be first-time car buyers, people who cannot afford a new car, and 

people interested in selling their vehicle. 

Demographics: 

 Will my service have different appeal to men versus women? 

 Saving money on a used car appeals to both men and women. 

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

 Our ideal customer is a young or middle aged person, however, people of all ages buy 

cars. 

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

 It does not matter whether our customers are married or single. 

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

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

 We will appeal to the money consciousness of our customers. 

 

Income: 

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

 Depending on the make and model of the used vehicle, income levels will vary. 

 

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 have a fixed location for our used car dealership. 

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

 Our customers will come to us, but we will also have vehicle delivery options. 

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

suburb, or small rural community)? 

 Our customers can live anywhere.  

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

over the city)? Time is money. 

 People will travel to get a great deal on a car, however, majority of our customers will 

be within a 10-mile radius. 

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

  We will use a wide variety of marketing techniques to attract our customers. 
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Other: 

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

individually? 

 Places such as colleges will provide a group of possible first-time car buyers. 

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

 By inspiring customer loyalty, I believe customers will come back for their next car 

or a family member. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

CarMax Direct TV 

Commercials 

Radio Ads 

Billboards 

High Very large car lots 

with wide variety 

of cars. 

Widely popular. 

Large company that 

may intimidate the 

average buyer. 

Family owned and oriented to 

help ease the customers’ 

minds. 

 

 

 

BMW of 

West Houston 

Indirect Huge business 

with ads all over 

the radio. 

High They sell brand 

new vehicles and 

finance. A part of 

the BMW 

Company. 

They exclusively 

sell luxury vehicles 

that are expensive 

and new. 

We have older models at 

cheaper prices. Domestic 

vehicles as well. 

 

Mohammed 

Auto 

Company 

Direct Billboards 

Mass emails 

Door-to-Door 

fliers 

Average Great location with 

easy access from 

the main roads. 

They have poor 

customer service and 

are known for 

unreliable vehicles. 

We only put high quality used 

vehicles and we are known for 

our excellent customer 

service. 

Leija’s 

Cars and 

Trucks 

Indirect Word of mouth 

through the 

small city of 

Alvin, TX. 

Low Known by 

community and 

also delivers 

vehicles. 

They have no 

guarantees on their 

vehicles and has 

trouble with 

maintaining an 

inventory. 

We not only sell cars, but we 

also do vehicle consignment 

as well.  
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EXTRAS   

External Extras: 

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

 My father has worked in the car industry for over 30 years and has made many 

connections in the industry as well. My father has made such a good impression on 

the people he works with, they are more than willing to help me out.  

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

 There are a few locations I have in mind, but nothing is guaranteed. 

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

 I do not believe so. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 My idea for a used car dealership is anything but new. I plan on being the best in my 

industry. 

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

match initially? 

 I would have to do extensive research on the competitors in my area before I can 

come up with a conclusion to that. 

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

 I have a high school diploma and am highly motivated to further my education upon 

release. 

 

MARKETING  

Message: 

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

about your company? 

 We are an auto sales company, our vehicles are used, and we more than likely have a 

convertible on our lot. 

 What is your tagline? 

 We maintain the highest levels of professionalism and integrity. 

 Is your message effective across different demographics? 

 Used car dealerships appeal to all demographics, but the “drop-top” aspect may not 

appeal to older people.  

 Is your pricing consistent with the market for similar offerings? 

 We aim to have lower prices than competitors, however pricing may vary. 

 Is your pricing consistent with the degree of personalization? 

 People are willing to pay more for excellent service. If we can win our customers 

heart, we will have their business for life. 
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Media: 

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

 We will purchase billboard advertising, broadcast sponsored TV and radio ads, take 

out advertisement in local college newspapers, and social media. 

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

using the types listed above? 

 I believe we can reach upwards of 1000 potential ideal customers.  

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

 We aim to do business with at least 5% of potential ideal customers. 

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

 Around $300 per month for the billboard, $100 per month for the TV and radio ads, 

about $50 per month for the newspaper ads, and social media is free. 

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

 They are all recurring monthly charges. 

 How will you collect customer reviews? 

 We will be using post-purchase surveys to not only find out how our customers heard 

about us, but also how we did as a company whole. 

 



 

 

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 3,500           

cell phone purchase 300              

car/truck down payment, if leased

permits 1,300           

supplies, office & misc. 6,000           

website launch 600              

insurance 3,500           

Cash needed for start-up expenses 15,200         

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 4,000           4,000           

start up inventory -               80,000             80,000         

shop remodel 5,000           5,000           

-               

building/office deposit 52,800         N/A N/A

beginning cash balance 43,000         N/A N/A
Cash needed for start-up assets 104,800       80,000             89,000         

60                assumed life (months)

1,483           monthly depreciation

Total start up cost 200,000     

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 25,000         13%

Vehicle loan and other equipment debt (see 

note 7 for financing) 80,000         40%

Startup financing, if applicable (for example 

Kiva loan) 20,000         10%

Outside equity investment, if applicable 75,000         38%

Total start up cost,

total sources 200,000       100%

Tamer Zahran

Drop-Top Auto Sales

441: Motor Vehicle and Parts Dealers

_44_45_Retail_Trade

Tamer Z.

 



 

 

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 8,000.00         100% 0% 0%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 1.00                       20.00           20.00              0% -                 0% -                  0%

Non-owner payroll tax 9.0% 1.80                0% -                 0% -                  0%

cost 1 description 800.00            10% 0% 0%

cost 2 description 3,000.00         38% 0% 0%

cost 3 description 1,500.00         19% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 5,321.80         67% -                 0% -                  0%

Gross profit per unit - what you see on income statement 2,678.20         33% -                 0% -                  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 

Used Car sold 10                20                   15                15                20                  20                  25                 25                 30                 30                   30                  240                    

 sold -                    

 sold -                    

total revenue 80,000$       160,000$        120,000$     120,000$     160,000$       160,000$       200,000$      200,000$      240,000$      240,000$        240,000$       1,920,000$        

total cost of sales 53,218$       106,436$        79,827$       79,827$       106,436$       106,436$       133,045$      133,045$      159,654$      159,654$        159,654$       1,277,232$        

total income statement gross profit (excludes owner labor) 26,782$       53,564$          40,173$       40,173$       53,564$         53,564$         66,955$        66,955$        80,346$        80,346$          80,346$         642,768$           

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 80,000$     principal, beginning 80,000         76,915            73,810         70,684         67,537           64,369           61,180          57,969          54,738          51,484            48,209           

Interest rate (example 8%) 8.0% interest expense 533              513                 492              471              450                429                408               386               365               343                 321                4,713                 

Loan term (# of months) 24              principal payment (3,085)         (3,105)             (3,126)          (3,147)          (3,168)            (3,189)            (3,210)           (3,232)           (3,253)           (3,275)             (3,297)           (35,087)             

Monthly payment 3,618         principal, ending 76,915         73,810            70,684         67,537         64,369           61,180           57,969          54,738          51,484          48,209            44,913           

Start-up financing, see Start-up Costs sheet

Amount borrowed 20,000$     principal, beginning 20,000         19,229            18,452         17,671         16,884           16,092           15,295          14,492          13,684          12,871            12,052           

Interest rate (example 8%) 8.0% interest expense 133              128                 123              118              113                107                102               97                 91                 86                   80                  1,178                 

Payback period (# of months) 24              principal payment (771)            (776)                (782)             (787)             (792)               (797)               (803)              (808)              (813)              (819)                (824)              (8,772)               

Grace period (months pay delay) principal, ending 19,229         18,452            17,671         16,884         16,092           15,295           14,492          13,684          12,871          12,052            11,228           

Monthly payment 905$          

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 3                  3                     3                  3                  4                    5                    5                   5                   5                   5                     5                    

avg hours each employee(s) worked per month, not in EOU above 240              240                 240              240              240                240                240               240               240               240                 240                

average per hour wage 18.00           18.00              18.00           18.00           18.00             18.00             18.00            18.00            18.00            18.00              18.00             

salary expense, exclduing payroll taxes 12,960         12,960            12,960         12,960         17,280           21,600           21,600          21,600          21,600          21,600            21,600           198,720             

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 

35,000           Flat bed towtruck

Slightly Used preowned vehicle 

repair cost

auction price

Tamer Z. dba Drop-Top Auto Sales

Used Car

commisson

 



 

 

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

Used Car 6 -           80,000    160,000  120,000  120,000  160,000  160,000  200,000  200,000  240,000  240,000  240,000  1,920,000   100%

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

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

Total revenue -           80,000    160,000  120,000  120,000  160,000  160,000  200,000  200,000  240,000  240,000  240,000  1,920,000   100%

Cost of Goods Sold 2

Used Car 6 -           53,218    106,436  79,827    79,827    106,436  106,436  133,045  133,045  159,654  159,654  159,654  1,277,232   67%

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

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

Total COGS -           53,218    106,436  79,827    79,827    106,436  106,436  133,045  133,045  159,654  159,654  159,654  1,277,232   67%

Gross profit -           26,782    53,564    40,173    40,173    53,564    53,564    66,955    66,955    80,346    80,346    80,346    642,768      33%

Expenses 2

Auto or truck lease -           -             0%

Depreciation 3 -           1,483      1,483      1,483      1,483      2,067      2,067      2,067      2,067      2,067      2,067      2,067      20,400       1%

Gasoline & fuels -           -             0%

Insurance - bonding -           -             0%

Insurance - vehicle -           -             0%

Interest - equip & start up 7 -           667         641         615         589         563         536         510         483         456         429         402         5,891         0%

Marketing 3,500        1,500      1,500      1,500      1,500      1,500      1,500      1,500      1,500      1,500      1,500      1,500      20,000       1%

Office - rent -           -             0%

Office - insurance -           100         100         100         100         100         100         100         100         100         100         100         1,100         0%

Office - telephone -           100         100         100         100         100         100         100         100         100         100         100         1,100         0%

Office - utilities -           250         250         250         250         250         250         250         250         250         250         250         2,750         0%

8 -           12,960    12,960    12,960    12,960    17,280    21,600    21,600    21,600    21,600    21,600    21,600    198,720      10%

Payroll taxes (9%) 6 & 8 -           1,166      1,166      1,166      1,166      1,555      1,944      1,944      1,944      1,944      1,944      1,944      17,885       1%

Permits 1,300        1,300         0%

Supplies 6,000        1,000      1,000      1,000      1,000      10,000       1%

Tax service -           -             0%

Telephone - cellular 300           50           50           50           50           50           50           50           50           50           50           50           850            0%

4,100        -         -         -          -         -         -         -         -         -          -          -          4,100         0%

-           -             0%

-           -             0%

-           -             0%

-           -             0%

-           -             0%

-           -             0%

-           -             0%

Total expenses 15,200      18,276    19,251    18,225    18,199    24,465    28,147    28,120    29,094    28,067    28,040    29,012    284,096      15%

Taxable profit (loss) 1 (15,200)     8,506      34,313    21,948    21,974    29,099    25,417    38,835    37,861    52,279    52,306    51,334    358,672      19%

Tax (expense) benefit 1 (6,905)     (18,255)   (25,528)   (38,980)   (89,668)      -5%

Owner's withdrawals 1 -           (6,000)     (6,000)     (6,000)     (6,000)     (6,000)     (6,000)     (7,000)     (8,000)     (8,000)     (8,000)     (8,000)     (75,000)      -4%

Net profit (loss) (15,200)     2,506      21,409    15,948    15,974    4,844      19,417    31,835    4,333      44,279    44,306    4,354      194,004      10%

Depreciation 3 -           1,483      1,483      1,483      1,483      2,067      2,067      2,067      2,067      2,067      2,067      2,067      20,400       

Equipment purchases 3 (141,800)   -         -         -          -         (35,000)   -         -         -         -          -          -          (176,800)    

Principle, equipment loan 7 80,000      (3,085)     (3,105)     (3,126)     (3,147)     (3,168)     (3,189)     (3,210)     (3,232)     (3,253)     (3,275)     (3,297)     44,913       

Repay debt financing 7 20,000      (771)        (776)        (782)        (787)        (792)        (797)        (803)        (808)        (813)        (819)        (824)        11,228       

Owner contribution 3 25,000      -         -         -          -         -         -         -         -         -          -          -          25,000       

Equity investor 3 75,000      -         -         -          -         -         -         -         -         -          -          -          75,000       

Net cash flow 43,000      133         19,010    13,524    13,524    (32,049)   17,497    29,888    2,360      42,279    42,279    2,300      193,745      

Cash, period start -           43,000    43,133    62,143    75,667    89,191    57,141    74,639    104,527  106,887  149,166  191,446  -             

Cash, period end 43,000      43,133    62,143    75,667    89,191    57,141    74,639    104,527  106,887  149,166  191,446  193,745  193,745      

Payroll - not owner and not in 

COGS

Tamer Z. dba Drop-Top Auto Sales

Start-up expenses

 


