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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
There is a growing demand for 

customized personal memorabilia. 

 We capture any event, holiday, accomplishment 

or faith based inspiration for eternity. 

 We create lasting memories through 

personal handcrafted memorabilia. 

Customers  Differentiators  Extras 

Our target customers are families, 

organizations and church sponsored 

groups. 

 We offer personal handcrafted memorabilia made to 

order. 

 We offer professional and personal 

interaction with love and commitment. 

Marketing  Start-up Costs  Financials & Extras 
We will use internet, flyers and word 

of mouth. 
 Owner investment - cash 10,000$         

Owner investment - equipment -                

Vehicle and/or equipment loan -                

Start up financing 1,000             

Total start up costs: 11,000$          

 Sales: 314,900$  100%

COGS 142,000    45%

Gross profit 172,800    55%

Overhead 12,000      4%

Pretax income 160,800    51%

Tax expense 40,200      13%

Owner withdrawals 44,000      14%

Net income 76,600$    24%  

  Personal Fit   
I am a passionate salesman with a valued belief in the product. I love to bring satisfaction with a smile. 
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PERSONAL FIT   

My name is William W. I was born in Nurnberg, Germany on July 2, 1961. My father was in the 

U.S Army and my mother was a German citizen. I was the oldest of three boys. We moved back 

to the United States when I was still young and settled in El Paso, TX. I grew up in a privileged 

but dysfunctional household. My father was a workaholic business owner.  He was a great 

provider, but it was not the father-son relationship I craved. My mother was strict but was gone 

many days working.  Consequently, my brothers and I grew up unsupervised and were 

negatively influenced by peers who were likewise lost and lacking affection. Succumbing to peer 

pressure as a teenager, I began using marijuana, then moved to other drugs and committing petty 

crimes.  As the result of several issues that I never addressed, I lost all sense of belonging and 

my life spiraled out of control.  I landed in prison at a young age but upon release returned to the 

same self-destructive path and soon found myself back in prison, carrying the same emotional 

baggage and with no real direction. 

 

The humiliation and pain I have felt over the years of my addictions, during which I was 

completely oblivious to the world around me and to my loved ones, led me to finally hit bottom 

at which point I sought help.  I joined Alcoholics Anonymous and Narcotics Anonymous and 

devoted the ensuing years to recovery. Despite some “slips” at first, this experience has 

impressed upon me a true awareness of my problems with addiction. 

 

An old Tibetan saying tells us “All suffering comes from cherishing ourselves. All happiness 

comes from cherishing others.” When everyone tries to become better off, nobody is better off, 

but when everybody tries to become better, everybody is better off.  I know now that I cannot 

move forward if I am stuck in the past. I recognize how important it is to confront my issues and 

stick with PEP in order to make a fresh start. I have set healthy boundaries and remain balanced. 

 

I have surrendered and given all to God and seek to model my life on Jesus. I understand now 

that God lets us suffer, although never more than we can handle, in order to remove the anchors 

that weigh us down and avoid making the same old mistakes.  I define myself as a Christian who 

takes responsibility for his sins.  I have quit blaming my troubles on my parents, peers or society. 

Whatever I lack, God fulfills in me. Taking a long, hard look at myself, my capabilities and 

interests, I have discovered that I am able to look at a situation and identify an opportunity, a 

solution to a problem, or a path around an obstacle.  

 

As founder and owner of Mini Mice, William is responsible for hiring, training, sales, and 

marketing. William brings more than 40 years of experience in sales and customer service in a 

wide variety of businesses, including food and beverage, direct sales, and telemarketing. As 

Marketing Director with Chase Financial, he helped the sales staff achieve the million dollar 

round table in his first year. Additionally, as a restaurant manager and assistant manager of 

several country clubs, William was responsible for hiring, training, banquets, and membership 

drives. 

 

William holds an Associate Degree in Academic Studies and Business Computer Applications, 

as well as Drug and Alcohol Counseling degrees, from Lamar University in Port Arthur, Texas.  
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OPPORTUNITY   

Explanation: 

People cherish special memories in many ways; photos, videos, and letters. We provide 

handcrafted sentimental figurines for every occasion to last a lifetime. 

 

 Can I solve the problem given my skills and personality? 

  I have already test marketed with great success and repeat business. I have extensive 

experience in sales, marketing, and customer service. 

 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 workers for assembly and production basis to meet demand while 

ensuring quality through quality assurance. 

 Will this venture require significant capital? 

 It does not require a lot of money to get started; $10,000-$20,000 with total return on 

investment in first year. We will require help to design webpage and set up shipping 

and receiving. 

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

  There are no limitations or restrictions to getting started. 

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

  This business would start as a full-time venture. 

 

SOLUTION   

Explanation: 

We provide lasting personalized memorabilia for all occasions, holidays, events, and a faith 

based line. 

 

 What are the benefits that I am providing? 

 Sentimental memory collectables that last a lifetime and inspirational teaching and 

motivation through our faith based line.  

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

 Not only are there no other competitors that I am aware of, but we personally interact 

with customer and communities to design and meet your request.  

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

 We will utilize a website and word of mouth through community based techniques to 

reduce selling and marketing costs. 

 Will my solution actually be profitable? 

 Yes, most definitely, as our product has already been test marketed and we could not 

keep up with demand. 

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

 I can work this business out of my house, online, and through word of mouth. 

 Do I offer a guaranty or return policy? 

 All of our figurines are guaranteed for full replacement due to faulty assembly. 
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CUSTOMERS  

Explanation:  

Our customers are from age four to 104, all races, nationalities, and genders. We also have a 

faith-based line that caters to the Christian population with other religions to be introduced in 

near future. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 Women are a huge segment of our customer base compared to men, but men do 

purchase as well. 

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

 Our customer’s ideal age is from four to 104. It is not a toy so we do not market to 

small children. 

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

 It does not matter. It is not defined by any class or group. 

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

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

 We appeal to a family orientation with a concern for community and spiritual growth. 

 

 

Income: 

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

 At a cost of four to five dollars per purchase, we serve all income levels. 

 

 

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 sell online, street, and through church community sponsored groups and 

organized youth sports. 

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

 My customer mainly shops online or through referral, and we interact through a 

customer service line and website, and solicit face to face.  

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

suburb, or small rural community)? 

 No neighborhood boundaries affect this business. 

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

over the city)? Time is money. 

 Everybody is a potential customer, we cater to all anywhere, anytime. 

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

  Every customer in the past we walked up to and always people approached through 

referrals and word of mouth. 
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Other: 

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

individually? 

 We will reach them online through our webpage, targeting youth groups and 

organized sports leagues, churches, and organizations. 

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

 Many customers are repeat customers and they are the best referrals for special 

orders. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Craft shops Direct Local crafters, 

word of mouth, 

less 

sophisticated 

advertising 

Average Cater to local 

industry, different 

products available 

Don’t cater to 

outside of industry, 

limited production 

Community based website 

with personal involvement 

with customers 

 

Tradeshows Indirect Media, 

newspaper, word 

of mouth 

Average Able to showcase 

products to large 

number of people 

at once 

Local exposure only, 

different concept, do 

not do special orders 

We create based on personal 

specifications, occasions and 

holidays, as well as faith 

based requests 

 

Precious 

moments 

Direct Name 

recognition, 

worldwide, 

quality product 

through chain 

store marketing 

High Well established 

name recognition, 

mass produced and 

marketed, 

shipping/inventory 

established  

Not handmade with 

personal touch, does 

not cater to special 

personalized orders 

Personally customized 

memorabilia, handmade to 

request for occasion, holiday, 

team or faith 

Michaels Indirect Mass marketing 

nationally 

through TV, 

circulars, store 

front  

Moderate Multi store chain, 

purchasing power, 

advertising, large 

inventory and 

showrooms 

Not personalized 

memorabilia, no 

special orders 

Personalized to your 

specification, handcrafted 

collectables 
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EXTRAS   

External Extras: 

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

 I was purchasing my materials from Michael’s, Hobby Lobby, and Walmart in the 

past. In the future, I would like to start purchasing in bulk from manufactures. 

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

 I will be working out of my house and doing street sales in the cities of Houston and 

El Paso. 

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

 I am the first and only business doing what I do with my concept. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 We are unique in what we do and original in our concept, what sets us apart is we do 

personalized memorabilia. 

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

match initially? 

 We can design your order specifically how you want it and all the extras. 

 Are you an especially charming or personable person? 

 My greatest joy is to bring a smile to someone and to be able to share God’s love with 

all our customers. Our faith based line allows us to spread/share God’s spiritual 

principles and foundations. 

 

MARKETING  

Message: 

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

about your company? 

 They are small, mice, figurines 

 What is your tagline? 

 Small in a big, big way 

 Is your message effective across different demographics? 

 As we test marketed Mini Mice memorabilia for several years people came to 

associate the name with the mouse lady of El Paso 

 Is your pricing consistent with the market for similar offerings? 

 We cannot be challenged in price for handcrafted personal memorabilia made to 

special order 

 Is your pricing consistent with the degree of personalization? 

 Our degree of personalization to personally meet each customer’s request is 

unchallenged as we focus on volume sales and not the big price  
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Media: 

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

 We will rely heavily on social media such as Facebook, YouTube and community 

based websites, our most effective marketing is word of mouth and direct sales 

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

using the types listed above? 

 Having sold 60 per day minimum, I will target at least 50,000 potential customers 

each month  

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

 From past experience, I will easily do business with 7-8% 

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

 Gas, time and our website 

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

 Daily time and gas, monthly internet 

 How will you collect customer reviews? 

 Social media and community based website, also church’s and local sponsored groups   

 
 



 

 

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 150              

cell phone purchase 150              

car/truck down payment, if leased

permits

supplies, office & misc. 50                

Wharehouse rent 300              

Cash needed for start-up expenses 650              

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 5,000           5,000           

company trailer
computer, printer, fax 500              500              

-               
-               

-               
building/office deposit N/A N/A

beginning cash balance 4,850           N/A N/A
Cash needed for start-up assets 10,350         -                   5,500           

60                assumed life (months)

92                monthly depreciation

Total start up cost 11,000        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 10,000         91%

Vehicle loan and other equipment debt (see 

note 7 for financing) -               0%

Startup financing, if applicable (for example 

Kiva loan) 1,000           9%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 11,000         100%

William W.

Mini Mice Memorabilia

339: Miscellaneous Manufacturing

_42_Wholesale_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 4.00        100% 5.00        100% 5.00         100%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 0.25                       0.25         0.06        2% 0.25        0.25        0.06        1% 0.25        0.25         0.06         1%

Non-owner payroll tax 9.0% 0.01        0% 0.01        0% -           0%

cost 1 description 0.50        13% 0.50        10% 0.50         10%

cost 2 description 0.25        6% 0.25        5% 0.25         5%

cost 3 description 1.00        25% 1.00        20% 1.00         20%

cost 4 description 0% 0% 0%

Total variable costs 1.82        46% 1.82        36% 1.81         36%

Gross profit per unit - what you see on income statement 2.18        54% 3.18        64% 3.19         64%

 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 

Custom Mice (Generic) sold 6,000       6,000      6,000      6,200      6,200      6,200      6,200      8,000      8,000       8,000       8,000       74,800      

Custom Mice (Holiday) sold 500         500          500          500          2,000        

Custom (Special Order) sold 50            50           50           100         100         100         100         150         150          150          150          1,150        

total revenue 24,250$   24,250$  24,250$  25,300$  25,300$  25,300$  25,300$  35,250$  35,250$   35,250$   35,250$   314,950$  

total cost of sales 11,026$   11,026$  11,026$  11,481$  11,481$  11,481$  11,481$  15,763$  15,763$   15,763$   15,763$   142,052$  

total income statement gross profit (excludes owner labor) 13,224$   13,224$  13,224$  13,819$  13,819$  13,819$  13,819$  19,487$  19,487$   19,487$   19,487$   172,898$  

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 1,000$     principal, beginning 1,000       920         839         758         677         594         511         428         343          258          173          

Interest rate (example 8%) 9.0% interest expense 8              7             6             6             5             4             4             3             3              2              1              49             

Payback period (# of months) 12            principal payment (80)          (81)          (81)          (82)          (82)          (83)          (84)          (84)          (85)           (86)           (86)           (913)          

Grace period (months pay delay) principal, ending 920          839         758         677         594         511         428         343         258          173          87            

Monthly payment 87$          

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 

State side sales

William W. dba Mini Mice Memorabilia

Custom Mice (Generic)

Material Material

State side sales

Custom (Special Order)

Labor

State side sales

Labor Labor

Material

Custom Mice (Holiday)

 



 

 

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

Custom Mice (Generic) 6 -         24,000    24,000    24,000    24,800    24,800    24,800    24,800    32,000    32,000    32,000    32,000    299,200     95%

Custom Mice (Holiday) 6 -         -         -         -         -         -         -         -         2,500     2,500      2,500      2,500      10,000       3%

Custom (Special Order) 6 -         250        250        250        500        500        500        500        750        750        750        750        5,750         2%

Total revenue -         24,250    24,250    24,250    25,300    25,300    25,300    25,300    35,250    35,250    35,250    35,250    314,950     100%

Cost of Goods Sold 2

Custom Mice (Generic) 6 -         10,935    10,935    10,935    11,300    11,300    11,300    11,300    14,580    14,580    14,580    14,580    136,323     43%

Custom Mice (Holiday) 6 -         -         -         -         -         -         -         -         911        911        911        911        3,645         1%

Custom (Special Order) 6 -         91          91          91          181        181        181        181        272        272        272        272        2,084         1%

Total COGS -         11,026    11,026    11,026    11,481    11,481    11,481    11,481    15,763    15,763    15,763    15,763    142,052     45%

Gross profit -         13,224    13,224    13,224    13,819    13,819    13,819    13,819    19,487    19,487    19,487    19,487    172,898     55%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         92          92          92          92          92          92          92          92          92          92          92          1,008         0%

Gasoline & fuels -         200        200        200        200        200        200        200        200        200        200        200        2,200         1%

Insurance - bonding -         -            0%

Insurance - vehicle -         70          70          70          70          70          70          70          70          70          70          70          770           0%

Interest - equip & start up 7 -         8            7            6            6            5            4            4            3            3            2            1            49             0%

Marketing 150        150           0%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         200        200        200        200        200        200        200        200        200        200        200        2,200         1%

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

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

Permits -         -            0%

Supplies 50          25          25          25          25          25          25          25          25          25          25          25          325           0%

Tax service -         500        500           0%

Telephone - cellular 150        100        100        100        100        100        100        100        100        100        100        100        1,250         0%

300        -         -         -         -         -         -         -         -         -         -         -         300           0%

-         300        300        300        300        300        300        300        300        300        300        300        3,300         1%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 650        994        994        993        992        992        991        991        990        989        989        1,488      12,052       4%

Taxable profit (loss) 1 (650)       12,230    12,231    12,231    12,827    12,828    12,828    12,829    18,497    18,498    18,498    17,999    160,846     51%

Tax (expense) benefit 1 (5,953)    (9,471)    (11,038)   (13,749)   (40,211)      -13%

Owner's withdrawals 1 -         (4,000)    (4,000)    (4,000)     (4,000)    (4,000)    (4,000)    (4,000)    (4,000)    (4,000)     (4,000)     (4,000)     (44,000)      -14%

Net profit (loss) (650)       8,230     2,278     8,231      8,827     (644)       8,828     8,829     3,459     14,498    14,498    250        76,634       24%

Depreciation 3 -         92          92          92          92          92          92          92          92          92          92          92          1,008         

Equipment purchases 3 (5,500)    -         -         -         -         -         -         -         -         -         -         -         (5,500)        

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

Repay debt financing 7 1,000     (80)         (81)         (81)         (82)         (82)         (83)         (84)         (84)         (85)         (86)         (86)         87             

Owner contribution 3 10,000    -         -         -         -         -         -         -         -         -         -         -         10,000       

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

Net cash flow 4,850     8,242     2,289     8,242      8,837     (635)       8,837     8,837     3,466     14,504    14,504    256        82,229       

Cash, period start -         4,850     13,092    15,381    23,623    32,460    31,825    40,662    49,499    52,965    67,469    81,974    -            

Cash, period end 4,850     13,092    15,381    23,623    32,460    31,825    40,662    49,499    52,965    67,469    81,974    82,229    82,229       

William W. dba Mini Mice Memorabilia

Start-up expenses

Whare house rent

Payroll - not owner and not in 

COGS

 


