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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Every home or structure will eventually 

need a roof due to weather or 

deterioration of material.  

 Our purpose is to bring the quality and 

personal relations back to the roofing 

industry. 

  

 We will provide quality work at a fair 

service. 

Customers  Differentiators  Extras 

Our target customer will be homeowners 

in an established residential area.  

 Every customer is a potential personal 

relationship. 

 I bring 17 years of experience in the 

roofing and construction business. 

Marketing  Start-up Costs  Financials & Extras 
My marketing method will include Yelp, 

Facebook, flyers and business cards. 
 Owner investment - cash 4,582$    

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing 2,000      

Total start up costs: 6,582$     

 Sales: 286,600$  100%

COGS 145,200    51%

Gross profit 141,300    49%

Overhead 6,600       2%

Pretax income 134,700    47%

Tax expense 33,600      12%

Owner withdrawals 22,000      8%

Net income 79,000$    28%  

  Personal Fit   
I have my G.E.D and a 10 hour OSHA safety certificate. I also received a six-month carpentry vocational trade that is recognized in the state of 

Texas. 
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PERSONAL FIT   

My name is Bernardo V. I am 44 years old. I was born and raised in San Antonio, Texas. My 

grandparents, Lalo and Eva, raised me. I have never met my dad, and my mom married my 

stepfather Jaime and moved to Corpus Christi, Texas. The west side of San Antonio, where I 

grew up, was full of drugs and gang activity, but my grandparents did the best they could to raise 

my sister Monica and me, and to keep me away from that type of life. Despite everything I went 

through I still had an awesome childhood!  

 

My neighborhood was mainly Hispanic and a few African-Americans. We were outside all day 

every day, playing football, basketball or just hanging around. We got into trouble once in a 

while but nothing too serious. By the age of 13, I was smoking cigarettes and experimenting with 

marijuana.  My grandpa did his best to fill in as a father figure but by the age of 15 there was no 

way of telling me anything. While my friends went on to graduate from high school, I turned to a 

life of crime. By the age of sixteen my girlfriend was pregnant and scared. I decided not to keep 

the baby and paid for her to have an abortion. I know God has forgiven me and it does not haunt 

me anymore. But there was a time when I thought that I was the worst man on earth.  

 

By the age of eighteen, my girlfriend was pregnant again and graduating high school. I was not 

ready to settle down but I moved in with her. Her father Juan ran numbers and dealt drugs. I got 

more involved in the drug world. By the age of twenty six I was headed to TDCJ for possession 

of a controlled substance with intent to deliver.  

 

While incarcerated my wife divorced me.  I paroled to my sister’s house but things only got 

worse. By 2008, I was headed back to TDCJ on possession charges. I signed up for the faith 

based dorm and began to seek the truth. Eventually I was released in 2012 and was sent to a half-

way house in El Paso, TX. I remained sober and within three months I returned to San Antonio. I 

got high the first day there and started using meth on an everyday basis. Eventually, I returned to 

TDCJ on a six year sentence for family violence. This time I have finally given my life to God 

and seek change every day. I have a new way of thinking and a new heart, with a desire to help 

others. I still have the mentality to prosper but this time to do it the right way, using hard work 

and skills I have acquired.  I will be released to Houston, TX. In the month of DEC. 2019 

 

As the proud founder of All about Roofing, Bernardo V. will be responsible for work in both 

new construction and existing homes. Bernardo brings more than 10 years of experience in the 

roofing industry.  He has extensive experience with roofing companies such as San Antonio 

Roofing and TREX, eventually transitioning into sub-contracting work through his own 

company consisting of two trucks and eight employees. As a sub-contractor Bernardo learned to 

be a wise-steward of his own company. Bernardo is a God fearing man who wants to help others 

by being a good servant-leader. 
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OPPORTUNITY   

Explanation: 

Every homeowner will eventually need a roof replacement due to weather damage or shingle 

deterioration. 

 

 Can I solve the problem given my skills and personality? 

 With seven years in the roofing industry. I know what it takes to meet my customers’ 

needs and my integrity will do it in a fair manner. 

 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 others to help me but they must have some roofing experience. 

 Will this venture require significant capital? 

 I will not require a large investment to begin with, but will have some costs for trailer 

and tool purchases. 

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

 I will adjust my start date and any plans for marketing and such to accommodate 

parole requirements. 

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

 The availability of work will be the determining factor. We will be part time to begin 

with and full time if I have sufficient opportunity. 

 
 

SOLUTION   

Explanation: 

I will offer roof inspections and quality roofing work at a fair price to all customers. 

 

 What are the benefits that I am providing? 

 I will offer my customer the security of not having to worry about water damage or 

structural damage caused by bad weather or inferior roofing work. 

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

 I offer more than 12 years of experience in roofing and other aspects of home 

maintenance and will focus on customer’s satisfaction. 

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

 I will use business cards and flyers to begin with and will later rely on word of mouth 

and my established reputation for quality work. 

 Will my solution actually be profitable? 

 I will balance my pricing with industry norms, but will provide myself with a 

sustainable profit margin. 

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

 I can work from my home to start and will consider an office or shop when the level 

of work and clientele increases enough. 

 Do I offer a guaranty or return policy? 

 I guaranty all labor and I offer complete customer satisfaction. 
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CUSTOMERS  

Explanation:  

Our targeted customers are home owners and home building contractors. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 My service is for both men and women who own a home. 

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

 My ideal customers’ age group would range from ages 35 to 99. 

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

 It does not matter, but they must have a home that is in need of roofing work or other 

structural issues. Marital status is not a factor.  

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

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

 Mainly, I am seeking out customers who take into consideration preventative 

maintenance. One need not wait until a roof leaks to consider a new roof.  

 

Income: 

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

 My customers’ income will vary in range. Their income is not a critical factor, no job 

is too big or too small.  

 

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 start by sending out flyers and advertising on popular social media platforms. 

We will also market to and with local hardware stores such as: Home Depot, Lowes, 

and Ace Hardware. 

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

 I will go to the customers’ homes and inspect their roofs and give an estimate for the 

services needed. 

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

suburb, or small rural community)? 

 My services can be provided to anyone with a home at any location within San 

Antonio, Texas. 

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

over the city)? Time is money. 

 Most of my target customers are located in an area approximately 80 square miles. 

Consideration for travel distance will be job-to-job. 

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

  I will be able to locate some customers on an individual basis, but customer referrals 

will play an important part of 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 can reach many people at once and generate interest, but the final sale of each job 

will take place face to face with the individual. 

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

 With qualified work and focus on the customer’s satisfaction I believe that most jobs 

will result in being called back for other types of work and repairs. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

San Antonio 

Roofing  

Direct  Billboards  

T.V 

commercials  

High  They are well 

established  

Heavy work load  I can assist customers on a 

personal level. 

 

 

 

 

Bills 

Handyman 

Service 

 

Indirect 

Newspaper and 

flyers 

Low They also do other 

work. 

Do not specialize in 

roofing.  

I do specialize in roofing. 

All-Tex 

roofing  

Direct  Radio  

T.V  

Newspaper ads 

High  Well known  with 

general contractors  

Work all over Texas We only seek to work in San 

Antonio  

Honey do’s Indirect  Flyers and word 

of mouth 

Low  Well known for 

house maintenance  

May not have a 

roofer available  

I am equipped to do all roof 

inspection and repair 
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EXTRAS   

External Extras: 

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

 Yes, I plan on buying from a major supplier by the name of Mg Materials. I will also 

buy material from Lowes and Home Depot due to convenience. 

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

 My location will be my home which is very favorable to me and my family. 

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

 No I am not, but because of the demand for roofers there is plenty of work. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 All About Roofing will take personal interest in all customers. We will thrill our 

customers by providing more than what they paid for. 

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

match initially? 

 We will provide a scheduling that is convenient to our customer not to our work load. 

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

 I bring 17 years of experience in roofing and the construction industry. My customers 

are more to me than just an invoice. 

 

MARKETING  

Message: 

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

about your company? 

 We are certified professionals who specialize in roofing and quality work. 

 What is your tagline? 

 You do not have to do it, we will put the hammer to it. All about roofing. 

 Is your message effective across different demographics? 

 Yes, everyone who hears the name All About Roofing will know we specialize in 

roofing. 

 Is your pricing consistent with the market for similar offerings? 

 We will take into consideration industry norms and fairness to our customers. 

 Is your pricing consistent with the degree of personalization? 

 Type and size of roof will determine pricing, but our focus on quality service will not 

change. 

 

Media: 

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

 I will advertise on Facebook, Yelp, flyers, and some door to door contact. Eventually 

I will rely on a carefully built reputation. 
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 How many potential typical customers (not just total people) can you reach each month 

using the types listed above? 

 I can realistically hope to reach around 300 people. 

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

 I am hoping to have at least 7-8% return. 

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

 Facebook, Yelp, and door to door contacts will require only time. Flyers should cost 

me no more than $100 dollars per thousand. 

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

 I will need to determine how effective the flyers are and then determine as to whether 

to continue. 

 How will you collect customer reviews? 

 On each job I will ask customers to do online surveys as well.   

 



 

 

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 100                  

car/truck down payment, if leased

permits

supplies, office & misc. 32                    

LLC 450                  

Cash needed for start-up expenses 732                  

Depreciable Costs
Paid or 

contributed in 

Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van -                  
company trailer 2,500              
computer, printer, fax -                  
equiptment 800                  800                  

-                  
-                  

building/office deposit N/A N/A
beginning cash balance 2,550              N/A N/A
Cash needed for start-up assets 5,850              -                       800                  

60                    assumed life (months)

13                    monthly depreciation

Total start up cost 6,582          

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 4,582              70%

Vehicle loan and other equipment debt (see 

note 7 for financing) -                  0%

Startup financing, if applicable (for example Kiva 

loan) 2,000              30%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 6,582              100%

Bernardo V.

All about Roofing, LLC
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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 195.00    100% 0% 0%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. 0.50                       13.00                               6.50        3% -          0% -           0%

Non-owner payroll tax 9.0% 0.59        0% -          0% -           0%

cost 1 description 90.00      46% 0% 0%

cost 2 description 0.25        0% 0% 0%

cost 3 description 1.50        1% 0% 0%

cost 4 description 0% 0% 0%

Total variable costs 98.84      51% -          0% -           0%

Gross profit per unit - what you see on income statement 96.16      49% -          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 

composition 3 tab sold 90                                    120         120         150         150         150         150         150         150          120          120          1,470        

 sold -            

 sold -            

total revenue 17,550$                           23,400$  23,400$  29,250$  29,250$  29,250$  29,250$  29,250$  29,250$   23,400$   23,400$   286,650$  

total cost of sales 8,896$                             11,861$  11,861$  14,826$  14,826$  14,826$  14,826$  14,826$  14,826$   11,861$   11,861$   145,295$  

total income statement gross profit (excludes owner labor) 8,654$                             11,539$  11,539$  14,424$  14,424$  14,424$  14,424$  14,424$  14,424$   11,539$   11,539$   141,355$  

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 2,000$     principal, beginning 2,000                               1,917      1,833      1,750      1,667      1,583      1,500      1,417      1,333       1,250       1,167       

Interest rate (example 8%) 0.0% interest expense -                                   -          -          -          -          -          -          -          -           -           -           -            

Payback period (# of months) 24            principal payment (83)                                   (83)          (83)          (83)          (83)          (83)          (83)          (83)          (83)           (83)           (83)           (917)          

Grace period (months pay delay) principal, ending 1,917                               1,833      1,750      1,667      1,583      1,500      1,417      1,333      1,250       1,167       1,083       

Monthly payment 83$          

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 

Roofing 3 tab shingle

felt paper

nails

Bernardo V. dba All about Roofing, LLC

composition 3 tab

3 bundles

 



 

 

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

composition 3 tab 6 -         17,550    23,400    23,400    29,250    29,250    29,250    29,250    29,250    29,250    23,400    23,400    286,650     100%

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

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

Total revenue -         17,550    23,400    23,400    29,250    29,250    29,250    29,250    29,250    29,250    23,400    23,400    286,650     100%

Cost of Goods Sold 2

composition 3 tab 6 -         8,896     11,861    11,861    14,826    14,826    14,826    14,826    14,826    14,826    11,861    11,861    145,295     51%

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

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

Total COGS -         8,896     11,861    11,861    14,826    14,826    14,826    14,826    14,826    14,826    11,861    11,861    145,295     51%

Gross profit -         8,654     11,539    11,539    14,424    14,424    14,424    14,424    14,424    14,424    11,539    11,539    141,355     49%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         13          13          13          13          13          13          13          13          13          13          13          147           0%

Gasoline & fuels -         150        150        150        150        150        150        150        150        150        150        150        1,650         1%

Insurance - bonding -         105        105        105        105        105        105        105        105        105        105        105        1,155         0%

Insurance - vehicle -         87          87          87          87          87          87          87          87          87          87          87          957           0%

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

Marketing 150        50          50          50          50          50          50          50          50          50          50          50          700           0%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits -         -            0%

Supplies 32          32          32          32          32          32          32          32          32          32          32          32          384           0%

Tax service -         -            0%

Telephone - cellular 100        100        100        100        100        100        100        100        100        100        100        100        1,200         0%

450        -         -         -         -         -         -         -         -         -         -         -         450           0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 732        537        537        537        537        537        537        537        537        537        537        537        6,643         2%

Taxable profit (loss) 1 (732)       8,117     11,002    11,002    13,887    13,887    13,887    13,887    13,887    13,887    11,002    11,002    134,713     47%

Tax (expense) benefit 1 (4,597)    (9,694)    (10,415)   (8,973)     (33,678)      -12%

Owner's withdrawals 1 -         (2,000)    (2,000)    (2,000)     (2,000)    (2,000)    (2,000)    (2,000)    (2,000)    (2,000)     (2,000)     (2,000)     (22,000)      -8%

Net profit (loss) (732)       6,117     4,405     9,002      11,887    2,193     11,887    11,887    1,472     11,887    9,002      29          79,034       28%

Depreciation 3 -         13          13          13          13          13          13          13          13          13          13          13          147           

Equipment purchases 3 (3,300)    -         -         -         -         -         -         -         -         -         -         -         (3,300)        

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

Repay debt financing 7 2,000     (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         (83)         1,083         

Owner contribution 3 4,582     -         -         -         -         -         -         -         -         -         -         -         4,582         

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

Net cash flow 2,550     6,047     4,335     8,932      11,817    2,123     11,817    11,817    1,402     11,817    8,932      (41)         81,546       

Cash, period start -         2,550     8,597     12,932    21,864    33,681    35,804    47,620    59,437    60,839    72,655    81,587    -            

Cash, period end 2,550     8,597     12,932    21,864    33,681    35,804    47,620    59,437    60,839    72,655    81,587    81,546    81,546       

Payroll - not owner and not in 

COGS

Bernardo V. dba All about Roofing, LLC

Start-up expenses

 


