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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
With the Olympics recognizing 

skateboarding as a sport, retail stores still do 

not provide much for this industry. In 

addition, their workers lack the experience 

and expertise in this industry as well. 

 Skateboarding is not just a sport to us, it is a 

passion and way of life. Our goal is to create a 

cultural impact in our community through our 

custom designed products.  

 We are committed to our involvement 

in the community, while also providing 

a wide variety of skate brand products. 

Customers  Differentiators  Extras 

Our target customers range from ages 10-25. 

We will focus on providing for local middle 

school, high school, and college students. 

We hope to achieve around 20% of this 

population. 

 Unlike any other skate shop, we provide a 

personalized design for our customers. These 

custom design products consist of skateboards, 

longboards, helmets, and skate ramps. 

 We will have a storefront location to 

display our custom designed skate 

ramps. We will also be attending skate 

events to extend our customer base. 

Promoting and sponsoring upcoming 

skates is one of our unique 

involvements with the community. 

Marketing  Start-up Costs  Financials & Extras 

We will be attending events in San Antonio 

and Austin. While there, we will be 

promoting our products, handing out 

business cards, and giving away t-shirts and 

stickers with our logo. Social media will be 

used as a tool to stimulate interest in our 

products. 

   

 

  Personal Fit   

By setting positive trends and embracing artistic creativity, we will elevate the outlook on skateboarding. Skateboarding is a way of life. We 

take risk and make bold moves, and we hope to channel that energy in a positive way. I have 12 years of experience in this industry and know 

the ins and outs of a skate shop and its culture. 

Sales: 257,600$  100%

COGS 96,500      37%

Gross profit 161,000    63%

Overhead 61,500      24%

Pretax income 99,500      39%

Tax expense 24,800      10%

Owner withdrawals 49,000      19%

Net income 25,600$    10%

Owner investment - cash 5,181$      

Owner investment - equipment 3,000        

Vehicle and/or equipment loan 8,000        

Start up financing -            

Total start up costs: 16,181$     
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PERSONAL FIT   

My name is Tiddus Lee A. I was born in Harlingen, Texas on March 6, 1996, the middle child of 

three boys raised by a single mother. My mother worked frequently but taught us to look out for 

one another as well as cooking, cleaning, and the virtue of hard work. I stayed with my father 

during school breaks. Although we spent only a few days together, my father had an amazing 

impact on me. He taught me values that will always be a part of me, such as humility and 

leadership. Through high school I maintained an A/B grade average. School work became easier 

for me as I was a fast learner. I was on the track team, participating in triple jump and pole vaulting.   

 

Unfortunately, the last grade I attended was my junior year of high school. The trouble started 

when I was a freshman. My mother was never home, so on the weekends I had friends come over, 

and we experimented with drugs and alcohol. I had two types of friends: the ones from school, 

who generally avoided trouble, and the ones from my neighborhood, who wanted to steal, 

vandalize, and do drugs. I was sent to county jail three times, for an average of three to six months 

each, starting at age 17. After two years of staying out of trouble, just before my 20th birthday I 

was charged with aggravated assault with a deadly weapon, which occurred after the victim 

stabbed my friend, and I just reacted, taking the law into my own hands, to my everlasting regret. 

 

The day I was arrested, reality kicked in. My family was shocked as they had raised me to have 

good morals, work hard, and always care for others. Before incarceration, I had been care-free, 

rebellious, and lacked any sense of direction. I knew I had to make a change, so I studied the Bible 

as well as various types of philosophy, and financial theory. Whereas before I always tried to be 

the “cool kid,” I have now stopped worrying what others think and to avoid people with no sense 

of purpose or direction. What matters most is my family. My daughter was born four days after I 

pled guilty, and today she is my main motivation. 

 

I started working at Church’s Chicken at 16. I became so proficient that the manager had me train 

new employees. I am an analytical person, and I have a strong leadership mentality. I am 

innovative, trustworthy, and open to new ideas, and I always show initiative. I know that I have 

the right characteristics and skills to own and operate my own business.   

 

Tiddus Lee A. is the founder and owner of Gold Grinds Skate Shop. Tiddus is responsible for all 

material ordering, manufacturing, inventory, sales and marketing. Tiddus brings more than 12 

years of experience in the skateboarding industry. He also possesses excellent carpentry skills and 

has more than 2 years of experience in customer service. Tiddus has participated in skateboarding 

events and has placed in many longboarding events.  In 2016, he earned his General Equivalency 

Diploma and NCCER Certification. Tiddus has shown his growth and progression by completing 

programs such as the Cognitive Intervention Program, Financial Literacy, Art Show, and spiritual 

growth programs. Tiddus will be released to a Transitional house in Houston, Texas during 

November 2019. He anticipates putting his plans into action with this new venture soon after his 

release. 
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OPPORTUNITY   

Explanation: 

This year the Olympics has finally recognized skateboarding as an official sport. However, retail 

stores do not provide much for this particular industry. 

 

 Can I solve the problem given my skills and personality? 

 I have over 12 years of experience in skateboarding and one year of experience in 

carpentry. I am also very artistic and will work to provide a satisfying design for our 

customers. 

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

quality? 

 I will start by running the business on my own. Once I have reached a sustainable profit, 

I will hire an employee trained in customer service and has basic knowledge of the 

skateboarding industry.  

 Will this venture require significant capital? 

 This particular business has a relatively low start-up cost, I am estimating about 

$10,000-$20,000. Price includes location, machinery, art equipment, and inventory. 

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

 My target start-up day will be after I have discharged my parole. However, if the 

opportunity arises before I have discharged, this industry still has no effect on my 

parole restriction.   

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

 It will begin as a part-time operation and will progressively advance to a full-time 

venture. 

 

SOLUTION   

Explanation: 

We will provide custom designed boards, helmets, and skateboarding ramps that are personalized 

to a customer’s desire. Our products are uniquely designed using an airbrush technique, while also 

providing a variety of products. 

 

 What are the benefits that I am providing? 

 We give our customers the satisfaction of knowing their design was crafting a 

personalized product to their desire. 

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

 We will treat every product as a personal art piece. We are also dedicated to creating a 

unique design for each individual customer. 

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

 We will promote our products at skateboarding events and skate parks. Social media 

will be one of our biggest sources of advertisement. 

 Will my solution actually be profitable? 

 I have projected three months until I have reached my breakeven point. Based off of 

start-up cost, marketing strategy, and predicted sales I hope to achieve this target. 
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 Do I need a fixed location (Storefront) or is this a mobile business? 

 I will acquire a shop to display our sample products and other inventory items as well. 

 Do I offer a guaranty or return policy? 

 We provide satisfaction guaranteed on all product designs. Additionally, we offer 30 

day warranty on helmets and boards and a three month warranty on all skateboard 

ramps.  

 

CUSTOMERS  

Explanation:  

Our target customers will be kids to adults in their mid-twenties. Kids that attend skate parks or 

boys and girls clubs and college students that need on campus transportation.  

 
Demographics: 

 Will my service have different appeal to men versus women? 

 This industry has no difference in appeal according to gender. Skateboarding is a sport 

enjoyed by a variety of back grounds.  

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

 My ideal customer’s will range from ages 10 to 25. 

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

 Whether my customer is single or married is irrelevant. 

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

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

 We will be appealing to our customer’s sense of adventure, interest in extreme sports, 

and personal image.  

 
Income: 

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

 We deal with variety of backgrounds and serve all classes of people. 

 

Location: 

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

store, an event like trades day)?  

 Our main location will be a stationary store front. However, we will provide online 

purchases and will also be attending events for additional sales opportunities.  

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

 Our customers will come to our store location, but we will also provide delivery 

services. 

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

suburb, or small rural community)? 

 We will strive to provide service to our customers whether they are from the suburbs 

or urban areas. 
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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. 

 We will provide to our local community within a 30-40 mile radius. For customers 

that place orders from events, their deliveries will be sent via mail order. 

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

  We will market our product at skate events and skate parks. Social media will also be 

one of our main factors in stimulating interest and creating a brand. 

 
Other: 

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

 I will approach customers in a group setting to create a culture trend while marketing 

my product. 

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

 I will keep my customers updated on all new products through emails and text 

messages. Our goal is to set trends and build a family-oriented community. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price 

Their 

Advantages 

Their 

Disadvantages 
My Differentiators 

Hastings Indirect Word of mouth 

and traditional 

media 

advertisement. 

High Well known by 

locals and has a 

convenient 

location. 

Focus on other 

product irrelevant to 

the skateboarding 

Industry, no variety. 

Cater directly to skaters. 

Large variety and give 

skating lessons with 

membership. 

 

Tilly’s Direct Word of mouth 

TV and social 

media 

advertisement.  

Average  Great prices, well-

funded and known 

to same 

demographics.  

Do not custom 

design products 

such as skateboards, 

helmets, and/or 

longboards.  

Work hand-in-hand with 

customers to custom design 

products using an airbrush 

technique. 

 

Zumie’s Indirect TV, 

Social media, 

and magazine 

advertisement.  

High  Proven business 

model and large 

variety.  

Worker are 

inexperienced to the 

industry and focus 

more on clothing 

lines. 

Experts in our industry and 

proactive with our 

community. 

Texas 

Skateboard 

and Apparels  

Direct Social media 

advertisement 

and cater to 

local skate 

events. 

Low  Is proactive with 

the skateboarding 

community, 

sponsors local 

skateboarders.  

Do not build skate 

ramps or grinding 

rails for skates. 

Provide a small skate area for 

customers and sell custom 

designed skate ramps. 
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EXTRAS   

External Extras: 

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

 We will be looking into buying from a wholesale distribution skateboarding company. 

Additionally, we will be buying woodwork material and equipment from Home Depot.  

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

 We are going to be located in San Marcos, Texas with a store front location. We will 

also look for a building with a well sized parking lot to display our skate ramp product. 

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

 There are two other companies that cater to our direct customers. We will be competing 

with Zumies and Texas skateboard and apparel. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 We offer some of the same products as our competitors. However, we custom design 

products such as helmets, skateboards, longboards, and skate ramps.  

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

match initially? 

 Unlike our competitors we are experts in our industry and due to our custom designed 

products, we are unique from any competition.  

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

 I have 12 years of experience in the skateboarding industry and have an amazing artistic 

talent to bring our customers chosen design to life. I also have 2 years of experience in 

carpentry. 

 

MARKETING  

Message: 

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

your company? 

 We are dedicated to providing unique and valuable products to our customers. 

Additionally, we work hard to make a bold statement in our community. 

 What is your tagline? 

 “We are trendsetters on a mission, now let us make you a part of our culture.” 

 Is your message effective across different demographics? 

 Despite our specific range of customers, our designed products have a profound 

uniqueness that will impact the community as a whole. 

 Is your pricing consistent with the market for similar offerings? 

 Based off potential indirect competitors our prices will be at an efficient rate. We offer 

a personal aspect to our services without the chance of under selling ourselves.  

 Is your pricing consistent with the degree of personalization? 

 Our services are built around personalization, and that plays a major role in our pricing. 
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Media: 

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

 We will attend events in the San Antonio and Austin areas. While there, we will be 

handing out business cards, stickers with our logo, and t-shirts promoting our cause. 

Social media will be one of our biggest sources of marketing. 

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

using the types listed above? 

 With our advertising methods we hope to reach a minimum of 250 customers per 

month. 

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

 We estimate about 20% of those customers will be repeat and will bring in 80% of the 

profit. 

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

 Social media is virtually free. However, we pay popular Instagram users $100 to post 

our products. Business cards and stickers will be no more than $100. T-shirts will be 

around $300. 

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

 T-shirts will be our biggest cost of advertisement and will be quarterly. Business cards 

and stickers will be monthly to inform our customers of new products. 

 How will you collect customer reviews? 

 Customers will be surveyed at all events. We will ask them to follow us on social media 

to keep up on reviews and streams. 

 



 

 

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 120              

cell phone purchase 200              

car/truck down payment, if leased

permits

supplies, office & misc.

Woodwork equipment 1,150           

Art supplies 651              

sSafetly gear 24                

Glass case shelve/ Wall-mounting rack 536              

Cash needed for start-up expenses 2,681           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 2,000           8,000               10,000         

company trailer 1,000           
computer, printer, fax -               

-               
-               

-               
building/office deposit 2,500           N/A N/A

beginning cash balance N/A N/A
Cash needed for start-up assets 5,500           8,000               10,000         

60                assumed life (months)

167              monthly depreciation

Total start up cost 16,181        

Assumption 5 - Total Sources

Cash owner will contribute and the value of owner's 

assets contributed to company 5,181           32%

Vehicle loan and other equipment debt (see note 7 

for financing) 8,000           49%

Startup financing, if applicable (for example Kiva 

loan) 0%

Outside equity investment, if applicable 3,000           19%

Total start up cost,

total sources 16,181         100%

Tiddus Lee Alvarez

Gold Grinds Skateshop 

451: Sporting Goods, Hobby, Musical Instrument, and Book Stores

_44_45_Retail_Trade

Tiddus Lee A.

 



 

 

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 150.00           100% 75.00          100% 400.00        100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 1.00                       12.00             12.00             8% 1.00               12.00             12.00          16% 5.00          12.00        60.00          15%

Non-owner payroll tax 9.0% 1.08               1% 1.08            1% 5.00            1%

cost 1 description 15.00             10% 11.00          15% 100.00        25%

cost 2 description 10.00             7% 10.00          13% 10.00          3%

cost 3 description 0% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 38.08             25% 34.08          45% 175.00        44%

Gross profit per unit - what you see on income statement 111.92           75% 40.92          55% 225.00        56%

 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 

Skateboards sold 45                  45                  65                  55                  50                  50               55             55             60             60               65               605               

Helmets  sold 30                  30                  50                  25                  30                  30               30             35             35             40               50               385               

Skate Ramps sold 20                  20                  35                  25                  25                  30               35             35             35             40               45               345               

total revenue 17,000$         17,000$         27,500$         20,125$         19,750$         21,750$      24,500$    24,875$    25,625$    28,000$      31,500$      257,625$      

total cost of sales 6,236$           6,236$           10,304$         7,321$           7,301$           8,176$        9,242$      9,412$      9,603$      10,648$      12,054$      96,534$        

total income statement gross profit (excludes owner labor) 10,764$         10,764$         17,196$         12,804$         12,449$         13,574$      15,258$    15,463$    16,022$    17,352$      19,446$      161,091$      

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 8,000$     principal, beginning 8,000             7,803             7,604             7,404             7,203             7,000          6,796        6,591        6,384        6,176          5,966          

Interest rate (example 8%) 8.0% interest expense 53                  52                  51                  49                  48                  47               45             44             43             41               40               513               

Loan term (# of months) 36            principal payment (197)               (199)               (200)               (201)               (203)               (204)            (205)          (207)          (208)          (210)            (211)            (2,245)           

Monthly payment 251          principal, ending 7,803             7,604             7,404             7,203             7,000             6,796          6,591        6,384        6,176        5,966          5,755          

Start-up financing, see Start-up Costs sheet

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

Interest rate (example 8%) 12.0% interest expense -                 -                 -                 -                 -                 -              -            -            -            -              -              -                

Payback period (# of months) 24            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 1                    1                    1                    1                    1                    1                 1               1               1               1                 1                 

avg hours each employee(s) worked per month, not in EOU above 260                260                260                260                260                260             260           260           260           260             260             

average per hour wage 12.00             12.00             12.00             12.00             12.00             12.00          12.00        12.00        12.00        12.00          12.00          

salary expense, exclduing payroll taxes 3,120             3,120             3,120             3,120             3,120             3,120          3,120        3,120        3,120        3,120          3,120          34,320          

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 

Tiddus Lee A. dba Gold Grinds Skateshop 

Skateboards

Skateboard Helmets

Skate Ramps

Custom designed to the customers desire Custom designed to the customers desire Custom designed shape and graphics

PaintPaint Paint

Wood Material 

Helmets 

 



 

 

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

Skateboards 6 -         6,750     6,750     9,750      8,250     7,500     7,500     8,250     8,250        9,000        9,000       9,750       90,750        35%

Helmets 6 -         2,250     2,250     3,750      1,875     2,250     2,250     2,250     2,625        2,625        3,000       3,750       28,875        11%

Skate Ramps 6 -         8,000     8,000     14,000    10,000    10,000    12,000    14,000    14,000      14,000      16,000     18,000     138,000       54%

Total revenue -         17,000    17,000    27,500    20,125    19,750    21,750    24,500    24,875      25,625      28,000     31,500     257,625       100%

Cost of Goods Sold 2

Skateboards 6 -         1,714     1,714     2,475      2,094     1,904     1,904     2,094     2,094        2,285        2,285       2,475       23,038        9%

Helmets 6 -         1,022     1,022     1,704      852        1,022     1,022     1,022     1,193        1,193        1,363       1,704       13,121        5%

Skate Ramps 6 -         3,500     3,500     6,125      4,375     4,375     5,250     6,125     6,125        6,125        7,000       7,875       60,375        23%

Total COGS -         6,236     6,236     10,304    7,321     7,301     8,176     9,242     9,412        9,603        10,648     12,054     96,534        37%

Gross profit -         10,764    10,764    17,196    12,804    12,449    13,574    15,258    15,463      16,022      17,352     19,446     161,091       63%

Expenses 2

Auto or truck lease -         -              0%

Depreciation 3 -         167        167        167        167        167        167        167        167           167          167          167          1,833          1%

Gasoline & fuels -         500        500        500        500        500        500        500        500           500          500          500          5,500          2%

Insurance - bonding -         -              0%

Insurance - vehicle -         125        125        125        125        125        125        125        125           125          125          125          1,375          1%

Interest - equip & start up 7 -         53          52          51          49          48          47          45          44            43            41            40            513             0%

Marketing 120        120        120        120          -           -           480             0%

Office - rent -         600        600        600        600        600        600        600        600           600          600          600          6,600          3%

Office - insurance -         200        200        200        200        200        200        200        200           200          200          200          2,200          1%

Office - telephone -         -              0%

Office - utilities -         -              0%

8 -         3,120     3,120     3,120      3,120     3,120     3,120     3,120     3,120        3,120        3,120       3,120       34,320        13%

Payroll taxes (9%) 6 & 8 -         281        281        281        281        281        281        281        281           281          281          281          3,089          1%

Permits -         -              0%

Supplies -         -              0%

Tax service -         -              0%

Telephone - cellular 200        80          80          80          80          80          80          80          80            80            80            80            1,080          0%

2,361     -         -         -         -         -         -         -         -           -           -           -           2,361          1%

-         -              0%

-         200        200        200        200        200        200        200        200           200          200          200          2,200          1%

-         -              0%

-         -              0%

-         -              0%

-         -              0%

-         -              0%

Total expenses 2,681     5,326     5,324     5,443      5,322     5,320     5,439     5,318     5,316        5,435        5,314       5,312       61,551        24%

Taxable profit (loss) 1 (2,681)    5,438     5,440     11,753    7,482     7,128     8,134     9,940     10,146      10,587      12,038     14,134     99,540        39%

Tax (expense) benefit 1 (2,049)    (6,591)    (7,055)       (9,190)      (24,885)       -10%

Owner's withdrawals 1 -         (2,000)    (2,000)    (5,000)     (5,000)    (5,000)    (5,000)    (5,000)    (5,000)       (5,000)       (5,000)      (5,000)      (49,000)       -19%

Net profit (loss) (2,681)    3,438     1,390     6,753      2,482     (4,463)    3,134     4,940     (1,909)       5,587        7,038       (56)           25,655        10%

Depreciation 3 -         167        167        167        167        167        167        167        167           167          167          167          1,833          

Equipment purchases 3 (13,500)   -         -         -         -         -         -         -         -           -           -           -           (13,500)       

Principle, equipment loan 7 8,000     (197)       (199)       (200)       (201)       (203)       (204)       (205)       (207)          (208)         (210)         (211)         5,755          

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

Owner contribution 3 5,181     -         -         -         -         -         -         -         -           -           -           -           5,181          

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

Net cash flow -         3,408     1,358     6,719      2,447     (4,499)    3,097     4,902     (1,949)       5,546        6,996       (101)         27,924        

Cash, period start -         -         3,408     4,766      11,485    13,932    9,434     12,531    17,433      15,484      21,029     28,025     -              

Cash, period end -         3,408     4,766     11,485    13,932    9,434     12,531    17,433    15,484      21,029      28,025     27,924     27,924        

Tiddus Lee A. dba Gold Grinds Skateshop 

Internet / Cable / Bundle

Start-up expenses

Payroll - not owner and not in 

COGS

 


