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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
The demand in the oil and pipe-line 

industries are at an all-time high for 

water, and dirt fracking, mud for drilling 

and dirt for excavation. Sources are 

spread out and limited.  

 Our purpose is to do more than move natural 

resources. Our concern is quality, quickness 

and customer satisfaction.  

 We will render hauling of water, sand, 

mud, dirt, and gravel and caliche rock.  

Customers  Differentiators  Extras 

My targeted customers are the oil 

companies, pipe-lines companies, private 

ranchers, city agencies and contractors 

and existing natural resources delivers.   

 What makes us different is “consolidated” 

our customers can call and order numerous 

natural resources and have then delivered 

simultaneously? 

 We stand on fair and balanced pricing on 

every load. 

Marketing  Start-up Costs  Financials & Extras 
I plan on marketing by attending oil 

shows and to corporate offices to 

introduce my business. 

 Owner investment - cash 34,750$  

Owner investment - equipment -         

Vehicle and/or equipment loan 113,300  

Start up financing 5,000      

Total start up costs: 153,050$  

 Sales: 581,700$  100%

COGS 373,900    64%

Gross profit 207,700    36%

Overhead 62,800      11%

Pretax income 144,800    25%

Tax expense 36,200      6%

Owner withdrawals 33,000      6%

Net income 75,600$    13%  

  Personal Fit   
More than 10 years of experience in natural resource transportation for the state of Texas. I have hands-on experience in agricultural design and 

maintenance.  
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PERSONAL FIT   

My name is Ta’Mundray W. I was born in Dallas, Texas, on March 28, 1981. I am one of four 

siblings but was raised in a six child household. Unfortunately, my mother was caught up in her 

own vices and my father was absent while serving time in prison. Thank God that my 

grandmother is a courageous woman of God who raised my sisters, brothers and me to take care 

of each other, to work hard and to provide for the family.   

 

Although, I loved and enjoyed school, I made it only to the 10th grade. I left the house at 14 years 

old because my young mind thought that I was helping my grandmother by providing one less 

mouth to feed.  I also thought that I was grown up and craved the freedom I did not deserve. I 

made bad choices that were not in my best interests, and this regrettably caused me to go down 

the wrong path, ultimately leading to my being convicted of robbery.   

 

I woke up 13½ years into a fifteen year sentence and realized I was tired of my old way of living. 

While I did not have any positive male role models, I don’t dwell on what I did not have or 

engage in “should have/could have” hand-wringing analysis. I can never take back my past 

mistakes, but with the tools I have been blessed to acquire through PEP, my future is now bright.  

I have always had a keen eye for marketing, supply and demand, and possess a self-motivated 

drive. I have changed in so many ways including my way of thinking and who I associate with as 

well as who I call my friends.  

 

One of the main reasons for my change is my commitment to God and my family. I used to act 

like and think like a drug dealer, but now I think and act as an authentic man of God. I am 

changing the way I think and more importantly my actions. I love my family enough to change 

and improve not only my life, but theirs as well. As a child I thought as a child, just surviving, 

but as a man I want to live righteously and leave a legacy that will be noble and worthy of 

remembrance. 

 

Why should I be trusted as an entrepreneur? As a wise steward, I am now a man with integrity, 

honor and with love toward my fellow man, as God intended. My strong qualities include my 

personality and positive energy.  I know these traits will help me in the business world. I want to 

be my own boss, contribute to society and help make this world a better place. My actions will 

show I have changed and build trust and assurance in the businesspersons with whom I come 

into contact.  

 

As the founder and owner of Geological Solutions, Ta’Mundray will be responsible for day to 

day activities. Ta’Mundray brings to GEO Solutions more than 12 years of experience in 

cultivating and solving any problems with the grounds of more than 10 properties working for 

the State of Texas in over a dozen positions ranging from sharecropper to waste management 

removal. While working for the State of Texas, Ta’Mundray led crews of 10 to 50 men, 

performed difficult tasks and learned how to train, organize and motivate crews of inexperienced 

workers.   
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OPPORTUNITY   

Explanation: 

City agencies are stretched beyond sustainable limits during winter storms. Customers that are 

requiring multiple natural resources must deal with multiple agencies. 

 

 Can I solve the problem given my skills and personality? 

 City agencies are over-extended and overworked during bad weathers periods and 

customers desiring resources may deal with numerous companies. 

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

quality? 

 I will personally be available in most cases but will have a rotating crew of drivers 

prepared at all times. 

 Will this venture require significant capital? 

 This will take a combination of capital and hard work. There will be much footwork 

but I will also need substantial financial banking to acquire my primary vehicles. 

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

 My specific time-line is undecided but I will make any adjustments necessary to 

comply with all requirements. 

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

 This will be a full time venture and I intend to engage all of my effort 

 

SOLUTION   

Explanation: 

I will consolidate the hauling of the following natural resources: mud for drilling, water for 

fracking and dirt and sand exploration. All of these services coming from one company will save 

the company’s time and money. 

 

 What are the benefits that I am providing? 

 I am giving the oil and gas pipeline companies a chance to receive delivery of drilling 

mud, water for fracking, dirt and sand from one company. Saving time and money all 

at the same time. 

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

 My company is smaller and can act quickly. My attention to customer relations will 

also create a better working relationship with all agencies. 

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

 I will personally go to the companies I wish to do business with. 

 Will my solution actually be profitable? 

 I will of course be constrained by industry norms but I will balance this with my 

solution and we will realize profit. 

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

 To begin I will require at least a one acre lot and office trailer. Expansion will be 

considered later. 

 Do I offer a guaranty or return policy? 

 Customer satisfaction will not only be guaranteed, it will be my standard. 
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CUSTOMERS  

Explanation:  

Our targeted customers are the oil and pipe-line companies who are tired of having to go through 

multiple companies to receive natural resources. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 My service will most likely appeal to men more because mostly men work in the 

industry doing the driving, but some women will be affected. 

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

 My ideal customers are 21 and older. 

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

 I have no preference concerning marital status. Any customer counts. 

 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 individuals and businesses who require large amounts of natural 

resources and who would like to save money and time. 

 

Income: 

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

 I will be dealing mainly with established businesses so income should not be a factor 

outside of these parameters. 

 

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 market online and strategically advertise to others in the same industry. 

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

 My business will be delivering resources, but I will have a fixed location to handle 

business meetings and such. 

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

suburb, or small rural community)? 

 I will be stationed in Dallas, Texas but I will service the entire Metroplex area.  

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

over the city)? Time is money. 

 For the most part my target customers will be within 50 or so miles, but I will 

consider more distance as is required. 

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

  I will find some one-on-one, but referrals will play a big part in my success.  
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Other: 

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

individually? 

 I will be focused on gaining loyal customers and keeping them for long term business 

relations. 

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

 I will mass market but some customers will need to be persuaded on an individual 

level. 

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

 My target customers are the pipe-line companies, oil companies, etc. 

 What industry is my customer in? 

 My customers are in the oil, pipe-line industries and private ranchers. 

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

 I want to serve large companies with multiple locations. 

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

 I will have bonding insurance. 

 Does my customer require 24/7 service? 

 Yes, and if need be I would sub-contract any extra help. 

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

 Yes, and if need be I would sub-contract any extra help. 

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

company? 

 Yes, the size of customers will allow me to develop other clients. But I would love to 

be held hostage to one company. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Lunas 

Trucking 

Direct Well known in 

area. Social 

media and word 

of mouth. 

Average Established name 

industry contacts 

and well financed.  

Broad focus, 

complacency in 

customer relations. 

One stop shop that 

consolidates all natural 

resources through one 

company. 

H 2 Zachary 

Trucking 

Indirect TV, signs and 

reputation. 

High Large fleet 

unlimited 

financing, 

reputation and 

name respected.  

High volume take 

away from customer 

relations. No focus 

on small contracts. 

 Smaller and more flexible. 

Able to focus on small 

contracts.  

 

Redland 

worth moving 

and 

excavating 

Indirect TV, radio and 

professional 

marketing. 

High Large fleet, well 

financed and 

industry 

reputation. 

High turnover focus 

on big contacts. Poor 

personal relations 

with customers. 

Flexible focus on niche 

market available. Great 

personal relationship with 

customers. Able to be hostage 

to a company. 

Rodriguez 

Trucking  

Direct Word of mouth, 

local registry, 

and local radio. 

Average Decent fleet, 

known name and 

local contacts. 

Focused on few 

materials. Moved 

away from building 

relationships with 

contacts. 

Cater to client’s desire for 

consolidation of all natural 

resources through and from 

one company.  
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EXTRAS   

External Extras: 

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

  I will investigate as to who the main suppliers of resources are in my target area and 

then meet with representatives from each to discuss the possibility of working with or 

under them. 

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

 I will be seeking at first to rent or lease a lot, 1-to-2 acres in size, in the Dallas area. I 

will then be moving a leased or rented mobile office on to the property. 

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

 I know of at least one other business in my target area offering similar services. I 

intend to set myself apart by focusing on customer relations and fair pricing. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 My main differentiator will be the fact that I will be offering to haul numerous 

resources in a timely manner. I am relying on consolidation of water and sand for 

fracking, mud for drilling and dirt from one company to set me apart. 

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

match initially? 

 As I will be just starting up, and will be smaller than the competition, I will not be 

locked into numerous different contracts and constrained by scheduling. I will be able 

to offer immediate deliveries and will focus on even small jobs that big companies 

may overlook. 

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

 I am a loving Christian who puts God first. If what I am doing is not in line with 

God’s word, then I am not doing it.  

 

MARKETING  

Message: 

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

about your company? 

 It says that we have to answer to an existing problem. We care about the world. We 

are involved in transportation. 

 What is your tagline? 

 If you have a problem, we have the solution. 

 Is your message effective across different demographics? 

 Every demographic should hear the name Geological Solutions and know that our 

concern is for the good of the world. 

 Is your pricing consistent with the market for similar offerings? 

 Our pricing will not only be consistent with the market, our focus on “fair” pricing 

will help separate us from other agencies. 
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 Is your pricing consistent with the degree of personalization? 

 Size of order and distance will determine pricing, but focus on customer satisfaction 

will remain. 

 

Media: 

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

 I will be using social media advertisements, personal introductions and listings in 

industry journals.  

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

using the types listed above? 

 My hope is that between two and three hundred possible customers will become 

aware of us each month.  

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

 Realistically, we can hope to sell to just below 5% of possible customers reached. 

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

 Social media advertisements and personal introductions will only cost time. Industry 

journal advertisements should be in the neighborhood of $1,000 annually. 

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

 I will determine after the first year if the industry journal advertisements are working 

and consider changes at that time. 

 How will you collect customer reviews? 

 I will collect surveys and conduct personal meetings with all customers.  

 
 
 



 

 

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 200              

cell phone purchase 300              

car/truck down payment, if leased

permits 2,000           

supplies, office & misc.

Office & Misc. 250              

3" Hoses with filters 2,000           

4" Hoses with filters 2,500           

Cash needed for start-up expenses 7,250           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van 10,000         40,000             50,000         

company trailer 10,000         70,000             

computer, printer, fax 2,000           2,500               4,500           

Office furnature 500              500              

Office Building 5,000           5,000           

Lot 1,000           800                  1,800           

building/office deposit N/A N/A

beginning cash balance 4,000           N/A N/A
Cash needed for start-up assets 32,500         113,300           61,800         

60                assumed life (months)

1,030           monthly depreciation

Total start up cost 153,050     

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 34,750         23%

Vehicle loan and other equipment debt (see 

note 7 for financing) 113,300       74%

Startup financing, if applicable (for example 

Kiva loan) 5,000           3%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 153,050       100%

Tamundray W.

Geological Solutions

484: Truck Transportation

_48_49_Transportation_and_Warehousing

 



 

 

FINANCIALS 

EOU, Financing, and Payroll Assumptions

Year 1

Assumption 6 - Revenue Model (Economics of One Unit)

Product 1 Product 2 Product 3

Product name

Product description

Price per unit 350.00    100% 0% 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 125.00    36% 0% 0%

cost 2 description 100.00    29% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 225.00    64% -          0% -           0%

Gross profit per unit - what you see on income statement 125.00    36% -          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 

Load -  Average distance sold 30                                    45           75           85           95           128         256         500           256          128          64            1,662        

 sold -            

 sold -            

total revenue 10,500$                           15,750$  26,250$  29,750$  33,250$  44,800$  89,600$  175,000$  89,600$   44,800$   22,400$   581,700$  

total cost of sales 6,750$                             10,125$  16,875$  19,125$  21,375$  28,800$  57,600$  112,500$  57,600$   28,800$   14,400$   373,950$  

total income statement gross profit (excludes owner labor) 3,750$                             5,625$    9,375$    10,625$  11,875$  16,000$  32,000$  62,500$    32,000$   16,000$   8,000$     207,750$  

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 113,300$  principal, beginning 113,300                           112,433  111,557  110,673  109,779  108,877  107,966  107,045    106,116   105,177   104,229   

Interest rate (example 8%) 12.0% interest expense 1,133                               1,124      1,116      1,107      1,098      1,089      1,080      1,070        1,061       1,052       1,042       11,972      

Loan term (# of months) 84             principal payment (867)                                 (876)        (884)        (893)        (902)        (911)        (920)        (930)          (939)         (948)         (958)         (10,029)     

Monthly payment 2,000        principal, ending 112,433                           111,557  110,673  109,779  108,877  107,966  107,045  106,116    105,177   104,229   103,271   

Start-up financing, see Start-up Costs sheet

Amount borrowed 5,000$      principal, beginning 5,000                               4,811      4,620      4,428      4,234      4,039      3,842      3,643        3,443       3,241       3,037       

Interest rate (example 8%) 10.0% interest expense 42                                    40           39           37           35           34           32           30             29            27            25            369           

Payback period (# of months) 24             principal payment (189)                                 (191)        (192)        (194)        (195)        (197)        (199)        (200)          (202)         (204)         (205)         (2,168)       

Grace period (months pay delay) principal, ending 4,811                               4,620      4,428      4,234      4,039      3,842      3,643      3,443        3,241       3,037       2,832       

Monthly payment 231$         

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

# of employees

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

average per hour wage

salary expense, exclduing payroll taxes -                                   -          -          -          -          -          -          -            -           -           -           -            

Assumption 9 - Equipment Purchases, after start-up
Description  Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

Tamundray W. dba Geological Solutions

Load -  Average distance

Fuel

Disposal Fee

 



 

 

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

Load -  Average distance 6 -           10,500    15,750    26,250    29,750    33,250    44,800    89,600    175,000  89,600    44,800    22,400    581,700     100%

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

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

Total revenue -           10,500    15,750    26,250    29,750    33,250    44,800    89,600    175,000  89,600    44,800    22,400    581,700     100%

Cost of Goods Sold 2

Load -  Average distance 6 -           6,750     10,125    16,875    19,125    21,375    28,800    57,600    112,500  57,600    28,800    14,400    373,950     64%

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

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

Total COGS -           6,750     10,125    16,875    19,125    21,375    28,800    57,600    112,500  57,600    28,800    14,400    373,950     64%

Gross profit -           3,750     5,625     9,375      10,625    11,875    16,000    32,000    62,500    32,000    16,000    8,000      207,750     36%

Expenses 2

Auto or truck lease -           -            0%

Depreciation 3 -           1,030     1,030     1,030      1,030     1,030     1,030     1,030     1,030     1,030      1,030      1,030      11,330       2%

Gasoline & fuels -           400        400        400        400        400        400        400        400        400        400        400        4,400         1%

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

Insurance - vehicle -           200        200        200        200        200        200        200        200        200        200        200        2,200         0%

Interest - equip & start up 7 -           1,175     1,164     1,154      1,144     1,133     1,122     1,112     1,101     1,090      1,079      1,068      12,341       2%

Marketing 200          200        200        200        200        200        200        200        200        200        200        200        2,400         0%

Office - rent -           -            0%

Office - insurance -           -            0%

Office - telephone -           -            0%

Office - utilities -           -            0%

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

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

Permits 2,000       2,000         0%

Supplies -           -            0%

Tax service -           -            0%

Telephone - cellular 300          150        150        150        150        150        150        150        150        150        150        150        1,950         0%

4,750       -         -         -         -         -         -         -         -         -         -         -         4,750         1%

-           4,000      4,000     4,000      12,000       2%

-           400        400        400        400        400        400        400        400        400        400        4,000         1%

-           -            0%

-           -            0%

-           -            0%

-           -            0%

-           -            0%

Total expenses 7,250       3,655     4,044     8,034      4,024     4,013     4,002     7,992     3,981     3,970      3,959      7,948      62,871       11%

Taxable profit (loss) 1 (7,250)      95          1,581     1,341      6,601     7,862     11,998    24,008    58,519    28,030    12,041    52          144,879     25%

Tax (expense) benefit 1 -         (2,558)    (23,631)   (10,031)   (36,220)      -6%

Owner's withdrawals 1 -           (1,500)    (1,500)    (2,000)     (2,000)    (2,000)    (2,000)    (2,000)    (5,000)    (5,000)     (5,000)     (5,000)     (33,000)      -6%

Net profit (loss) (7,250)      (1,405)    81          (659)       4,601     3,304     9,998     22,008    29,888    23,030    7,041      (14,979)   75,659       13%

Depreciation 3 -           1,030     1,030     1,030      1,030     1,030     1,030     1,030     1,030     1,030      1,030      1,030      11,330       

Equipment purchases 3 (141,800)   -         -         -         -         -         -         -         -         -         -         -         (141,800)    

Principle, equipment loan 7 113,300    (867)       (876)       (884)       (893)       (902)       (911)       (920)       (930)       (939)       (948)       (958)       103,271     

Repay debt financing 7 5,000       (189)       (191)       (192)       (194)       (195)       (197)       (199)       (200)       (202)       (204)       (205)       2,832         

Owner contribution 3 34,750     -         -         -         -         -         -         -         -         -         -         -         34,750       

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

Net cash flow 4,000       (1,431)    44          (706)       4,544     3,237     9,919     21,919    29,788    22,919    6,919      (15,112)   86,042       

Cash, period start -           4,000     2,569     2,613      1,908     6,452     9,689     19,608    41,527    71,315    94,234    101,153  -            

Cash, period end 4,000       2,569     2,613     1,908      6,452     9,689     19,608    41,527    71,315    94,234    101,153  86,042    86,042       

Tamundray W. dba Geological Solutions

Maintenance

Start-up expenses

Tires

Payroll - not owner and not in 

COGS

 


