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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
My opportunity is in the oversize hauling/ 

trucking industry. Escort vehicles are 

required to move oversize freight. 

 My purpose is to simplify the hassle of trying 

to find reliable dependable pilot car operators. 

 My solution is to provide an all-inclusive 

pilot car service with in house brokers, 

vehicles, centralized dispatching, fully 

licensed and insured pilots and covering 

loads originating in most southern states 

and delivering nationwide. 

Customers  Differentiators  Extras 

My customers are the trucking companies 

that specialize in oversize and heavy 

hauling. 

 My differentiators are the fact that no other 

company does an all-inclusive service. Nor do 

they cover as many states as we do. Most 

trucking companies have to use multiple third 

parties to acquire pilots. And you never know 

what quality of pilot you will get. We build 

relationships with our pilots and clients. 

 My business has very minimal expenses as 

we are a safety service. We are a family 

owned business.  

Marketing  Start-up Costs  Financials & Extras 
My marketing plan is to utilize my pre-

existing working relationships with these 

companies as well as social media and 

business cards.  We utilize word of mouth 

advertising also. This is a very close nit 

industry so your reputation is known. 

 Owner investment - cash 3,210$    

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing -         

Total start up costs: 3,210$     

 Sales: 101,800$  100%

COGS 44,300      44%

Gross profit 57,400      56%

Overhead 10,700      11%

Pretax income 46,600      46%

Tax expense 11,600      11%

Owner withdrawals 20,700      20%

Net income 14,200$    14%  

  Personal Fit   
I am experienced, licensed, and fully insured to work in this industry. This is a preexisting business that I will be growing upon my release. I was 

able to see the problems in the industry and how to fix them due to years of working in the industry. I was willing to tackle this headache and 

become successful at what I do. Most people get complacent in this industry due to the easy money in it. They choose to not take on the challenge 

to better it and be more profitable also.  
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PERSONAL FIT   

My name is Brian P. I was born on January 1, 1984 in Arlington, Texas. I am an only child. My 

parents divorced when I was very young. I have no memory of them living in the same home, but 

both participated in raising me. I lived with my mom and stepdad. My dad was at every game and 

practice, never missing anything. My stepdad was very abusive, but my dad never knew about it. 

That created problems when I was a young child.  

 

I struggled in school, especially in reading and writing. I have ADHD and mild dyslexia, but these 

issues were not well recognized or understood at the time--you were just considered a “bad kid” 

or “a little slow.” I was mad at the world by then. I was doing well in school when I felt like 

applying myself, but soon it became apparent that was not what I wanted. At this time, my mom 

was out of my life due to her decision to continue to stay in bad relationships. So, I spent my 

teenage years running the streets of Fort Worth, which was not a good decision. Every time I tried 

to explain to my family what I was going through they would say it is just an excuse, so I turned 

to the streets and found a family in kids like myself. I learned respect, honor, trust, loyalty, courage, 

and integrity at its highest level, because back then that it was your life on the line and those things 

were the law that you lived by. I ran with a much older crowd of people ranging in ages between 

20- 40, the old school hustlers. I learned that I could still be a good person even in the streets and 

eventually make it out if I wanted to. I was always the big little brother to everyone; my friends 

were my family. Many have turned their lives around and are still friends today.  

 

I am currently incarcerated for possession of a gun. My daughters’ mother’s ex was murdered in a 

high-profile case and threats were made toward her and the kids. I reached out to people from my 

old life and acquired a gun for protection until it was resolved. In the process of all of that I got 

wrapped up in the old life to some extent. Favors and things are not free. I did what I had to in 

order to squash the issue. And I ended up here as a result. I also lost my son and my niece around 

the same time frame and was just not making good decisions to begin with they were both only 

days old and it impacted my way of thinking drastically. 

 

 I left home at 15 and started working odd jobs. I learned many skills. I have three successful 

business ventures under my belt and have started an outreach program for at-risk youth and 

juvenile delinquents. I mentored and paired kids with veterans as well as ex-offenders to give them 

positive influences and learn trade skills as an alternative to running the streets. These activities 

have helped me become the man I am today. Through all my obstacles I have always found 

something positive in my life.  

 

As the owner of U.S. Transportation Solutions, Brian will continue to be responsible for daily 

operations, logistics, and continuity of this pre-existing company. Brian is an experienced pilot car 

operator with three years on the road full-time and over five years in the industry. He has worked 

as an owner operator of his single truck pilot car company for three years. U.S. Transportation 

Solutions is a complete pilot/escort vehicle company with brokering, logistics, and dispatch 

departments. Brian is proficient with navigation, safety equipment, radio communications, and 

flagging regulations. He is also a certified mechanic and holds a college degree in computer 

science.  
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OPPORTUNITY   

Explanation: 

Oversize 18-wheelers require escort vehicles. The process a person must go through to locate one 

is often time consuming and difficult due to the vast amount of single vehicle pilot car companies. 

The opportunity is to have an all-inclusive pilot car company. 

 

 Can I solve the problem given my skills and personality? 

 With my experience in this industry I was able to see this problem and create the 

solution. I have researched the reasons no one has tried to address this problem and 

discovered that it is basically lack of drive and being content with the amount of money 

being made per pilot.   

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

quality? 

 At first I will do all the work myself. Eventually I will need to hire several office 

employees as well as dozens of pilots. 

 Will this venture require significant capital? 

 This venture will not require much capital at first. As it grows it will require more at 

each step. It will be a steady amount and it will not vary per vehicle added. Each truck 

added to the company will pay for itself in 90 days. This business will be mostly        

self-funded.  

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

 I have no restrictions that will affect my business. I will be starting it back up 

immediately upon release. 

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

 My business will be full time. 

 
 

SOLUTION   

Explanation: 

Instead of having to hunt for pilots via load boards and multiple load brokers, and deal with 

unknown and unreliable pilots, we are an all-inclusive pilot car company. 

 

 What are the benefits that I am providing? 

 My company provides our own logistics, load brokering, and all of the pilots we use 

are ours. They are certified, experienced, and totally insured as well as well equipped. 

We own all of our vehicles as well and maintain them in house. 

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

 There are no other businesses that do this. Most companies in this business are mom 

and pop pilots, freelance load brokers and so on. 

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

 I deliver this via social media in the oversize community chat groups and pages, as well 

as face to face. I have an extensive network in this industry that I will use also. 
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 Will my solution actually be profitable? 

 My solution is very profitable. The companies we pilot for have a working 

understanding with us and always call us first to find pilots. So we have a loyal 

customer base that provides us more work than we can ever cover. 

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

 I do use a fixed location as a base or hub for dispatch and logistics as well as 

maintenance. However, my business is a mobile business. 

 Do I offer a guaranty or return policy? 

 I carry the industry standard insurance of one million dollars per vehicle. 

 
 

CUSTOMERS  

Explanation:  

Our target market will be wind mill manufactures as well as the trucking companies that haul them. 

Also oil field companies, heavy equipment companies, road construction companies, and DOT’s 

for various states. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

  My business is business-to-business so gender is irrelevant. 

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

 This is not an issue for my business. We deal with freight hauling so there is no need 

to consider these things. 

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

 Marital status does not apply to my business or my customers. 

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

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

 My ideal customer would be businesses like G.E. They are one of the largest wind mill 

production companies in the U.S. I will do business with any trucking companies that 

haul oversize freight for them. 

 

Income: 

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

 This does not apply to my business because we are business to business and we get 

paid at the drop site electronically and the companies we haul for do as well. 

 

Location: 

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

store, an event like trades day)?   

 We are catering to trucking companies so we would provide a service, not sales. We 

provide pilots wherever they are needed by those companies. 

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

 My business is done over the phone and on the road. 



 

U.S. Transportation Solutions 
Brian P. 

5 

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

suburb, or small rural community)? 

 My customers are industries so their location varies. 

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

over the city)? Time is money. 

 My customers are nationwide as that is the nature of the business. 

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

  The customers are easy to reach via social media and they often come to us through 

apps and load sites. The customers seek us out via social media and web sites due to 

reputation. 

 

 

Other: 

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

 My industry requires both forms of contact. 

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

 Again, there are no sales in my business. However, they are usually repeat customers 

due to the quality of work and ease of use for the customer. 

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

 I am not selling anything. We are a service. 

 What industry is my customer in? 

 Oversize freight hauling. 

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

 I serve all size companies. The size does not matter.  

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

 My industry requires a million dollar policy per vehicle. 

 Does my customer require 24/7 service? 

 Yes, we are a twenty-four hour on-call business. 

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

 Yes, we can in most cases. The only problems would be if the load was to far from our 

load origin pick up coverage area. That is Texas, Oklahoma, Louisiana, New Mexico, 

Mississippi, and other neighboring states of Texas. 

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

company?  

 The size is of the customer business does not matter. The drivers we actually work with 

will usually result in more work for us. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price 

Their 

Advantages 

Their 

Disadvantages 
My Differentiators 

SS Services  Direct Social Media Industry 

standard 

$1.50 $2.10 

Per mile 

Small business. 

Able to pick and 

choose loads off 

of load sites. 

Cannot handle 

multiple businesses. 

Needs/single load at 

a time only.  

I can handle multiple 

business needs and multiple 

loads at one time. 

 

 

 

 

Charlies Pilot 

Car 

Direct Cards. Word of 

mouth. 

Industry 

standard 

$1.50 $2.10 

Per mile  

Works for one 

large trucking 

company and has 

plenty of work for 

his single vehicle.   

Locked into contract 

to one trucking 

company and not 

able to barrow much 

if at all. 

Free to work with multiple 

trucking companies. Not 

restricted in terms of growth. 

 

 

 

 

Ace Pilot Indirect Broker sites. 

Word of mouth. 

Industry 

Standard 

$1.50 $2.10 

Per mile 

Small-medium 

sized broker 

business making a 

percentage per 

load connection 

via 3rd party pilots. 

No in house pilots, 

losing money that 

way. Not able to 

guarantee good 

work.   

In house pilots and load 

brokering able to guarantee 

quality work. 

Highway 

69/75 Escort 

Cars 

Indirect Broker sites. 

Social media 

Industry 

Standard 

$1.50 $2.10 

Per mile 

Small medium 

size broker 

business making 

percentage per 

load. Connection 

via 3rd party pilot 

plus runs two in 

house pilot cars. 

Small number of in 

house pilots, must 

outsource most pilot 

jobs. Not able to 

promise quality 

service. 

Large number of in house 

pilots no out sourcing able to 

promise quality work. 
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EXTRAS   

External Extras: 

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

 My business does not really require any suppliers. I am a safety service. 

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

 My business currently is a home based/mobile business. I will be requiring a shop style 

location within a year. 

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

 I am pretty much the only company doing the pilot car service all in house. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 I am an all in one pilot car service. We have our own pilots, vehicles, in house brokers, 

logistics staff and maintenance crew. 

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

match initially? 

 This is a 24/7 on call industry. 

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

 I am a licensed pilot vehicle operator. I have a college degree in computer science, with 

an emphasis in applications and web design. I am also a mechanic by trade with 10 

years’ experience. 

 
 
 

MARKETING  

Message: 

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

your company? 

 My name says we are nationwide, that we are involved in the transportation industry 

and that we offer some form of related solution. 

 What is your tagline? 

 “From coast to coast, one call can solve it all.” 

 Is your message effective across different demographics? 

 My message if effective across the different demographics of oversize loads such as 

windmill blades, over weight and width loads, and excessively tall loads requiring 

escort vehicles. 

 Is your pricing consistent with the market for similar offerings? 

 My pricing is consistent with the established industry standard. 

 Is your pricing consistent with the degree of personalization? 

 Personalization does not exist in this industry because it is a set standard. 
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Media: 

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

 I will be using social media message groups in the pilot community, my existing 

network of trucking companies using face to face meetings, and cold calls. 

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

using the types listed above? 

 The customers reach out to me in whatever region I am in via an app. We will reach 

100 plus customers in a month. 

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

 The majority of trucking companies will use you at least once to see if you’re reliable. 

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

 I used these same forms of advertisement before incarceration and the only cost was 

time. 

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

 It will cost less than $100 a month for business calls and app source fees. 

 How will you collect customer reviews? 

 I will collect reviews via a section on the messenger boards in the online pilot 

community.   

 
 



 

 

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 25                    

cell phone purchase 100                  

car/truck down payment, if leased 350                  

permits 185                  

supplies, office & misc. 200                  

up todate navigation program 150                  

requred pilot vehcle  insurance 450                  

Cash needed for start-up expenses 1,460              

Depreciable Costs
Paid or 

contributed in 

Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 350                  -                       350                  
company trailer -                  -                       
computer, printer, fax 400                  -                       400                  

-                       -                  
-                       -                  
-                       -                  

building/office deposit -                  N/A N/A
beginning cash balance 1,000              N/A N/A
Cash needed for start-up assets 1,750              -                       750                  

60                    assumed life (months)

13                    monthly depreciation

Total start up cost 3,210          

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 3,210              100%

Vehicle loan and other equipment debt (see 

note 7 for financing) -                  0%

Startup financing, if applicable (for example Kiva 

loan) -                  0%

Outside equity investment, if applicable -                  0%

Total start up cost,

total sources 3,210              100%

Brian P.

U.S Transportation Solutions
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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 $1.50 100% $1.75 100% $350.00 100%

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 $0.12 8% $0.12 7% $50.00 14%

cost 2 description $0.03 2% $0.02 1% $1.00 0%

cost 3 description 0.50               33% 0.59               34% 110.00          31%

cost 4 description 0% 0% 0%

Total variable costs 0.65               43% 0.73               42% 161.00          46%

Gross profit per unit - what you see on income statement 0.85               57% 1.02               58% 189.00          54%

 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 

lead/chase  mile sold 3,000        6,000             1,500       2,500       5,000                4,500             1,000       6,000         2,000               1,500             1,500             34,500        

high pole mile sold 1,500        1,000             1,500       2,500       900                   1,000             3,000       500             1,000               1,000             500                14,400        

day rate sold 5                1                     10            5               10                      -                 5               10               10                     10                  5                     71                

total revenue 8,875$      11,100$        8,375$    9,875$    12,575$           8,500$          8,500$    13,375$     8,250$             7,500$          4,875$          101,800$    

total cost of sales 3,850$      4,791$          3,680$    4,255$    5,517$              3,655$          3,645$    5,875$       3,640$             3,315$          2,145$          44,368$      

total income statement gross profit (excludes owner labor) 5,025$      6,309$          4,695$    5,620$    7,058$              4,845$          4,855$    7,500$       4,610$             4,185$          2,730$          57,432$      

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%) 0.0% interest expense -             -                 -           -           -                    -                 -           -              -                    -                 -                 -               

Loan term (# of months) -             principal payment -             -                 -           -           -                    -                 -           -              -                    -                 -                 -               

Monthly payment -             principal, ending -             -                 -           -           -                    -                 -           -              -                    -                 -                 

Start-up financing, see Start-up Costs sheet

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

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

Payback period (# of months) -             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

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 

driver

Brian P. dba U.S Transportation Solutions

lead/chase  mile

gasoline gasoline

driver

day rate

basic idustry price per mile for lead and or chase pilot 

service

basic industry standard price for high pole pilot 

service

industry standard for pilot services that do not brake a  

mileage fee of $350.00

maintenance

driver

maintenance maintenance

gasoline

high pole mile

 



 

 

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

lead/chase  mile 6 -         4,500     9,000     2,250      3,750     7,500     6,750     1,500     9,000     3,000      2,250      2,250      51,750       51%

high pole mile 6 -         2,625     1,750     2,625      4,375     1,575     1,750     5,250     875        1,750      1,750      875        25,200       25%

day rate 6 -         1,750     350        3,500      1,750     3,500     -         1,750     3,500     3,500      3,500      1,750      24,850       24%

Total revenue -         8,875     11,100    8,375      9,875     12,575    8,500     8,500     13,375    8,250      7,500      4,875      101,800     100%

Cost of Goods Sold 2

lead/chase  mile 6 -         1,950     3,900     975        1,625     3,250     2,925     650        3,900     1,300      975        975        22,425       22%

high pole mile 6 -         1,095     730        1,095      1,825     657        730        2,190     365        730        730        365        10,512       10%

day rate 6 -         805        161        1,610      805        1,610     -         805        1,610     1,610      1,610      805        11,431       11%

Total COGS -         3,850     4,791     3,680      4,255     5,517     3,655     3,645     5,875     3,640      3,315      2,145      44,368       44%

Gross profit -         5,025     6,309     4,695      5,620     7,058     4,845     4,855     7,500     4,610      4,185      2,730      57,432       56%

Expenses 2

Auto or truck lease 350        300        300        300        300        300        300        300        300        300        300        300        3,650         4%

Depreciation 3 -         13          13          13          13          13          13          13          13          13          13          13          138           0%

Gasoline & fuels -         -            0%

Insurance - bonding -         -            0%

Insurance - vehicle -         450        450        450        450        450        450        450        450        450        450        450        4,950         5%

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

Marketing 25          25             0%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits 185        185           0%

Supplies 200        200           0%

Tax service -         100        100        100        100        400           0%

Telephone - cellular 100        50          50          50          50          50          50          50          50          50          50          50          650           1%

600        -         -         -         -         -         -         -         -         -         -         -         600           1%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 1,460     813        913        813        813        913        813        813        913        813        813        913        10,798       11%

Taxable profit (loss) 1 (1,460)    4,213     5,397     3,883      4,808     6,146     4,033     4,043     6,588     3,798      3,373      1,818      46,635       46%

Tax (expense) benefit 1 (2,037)    (3,709)    (3,666)    (2,247)     (11,659)      -11%

Owner's withdrawals 1 -         (1,000)    (1,200)    (2,000)     (3,000)    (1,500)    (3,000)    (3,000)    (1,500)    (2,500)     (2,000)     (20,700)      -20%

Net profit (loss) (1,460)    3,213     2,159     1,883      1,808     937        1,033     1,043     1,422     1,298      1,373      (429)       14,276       14%

Depreciation 3 -         13          13          13          13          13          13          13          13          13          13          13          138           

Equipment purchases 3 (750)       -         -         -         -         -         -         -         -         -         -         -         (750)          

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

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

Owner contribution 3 3,210     -         -         -         -         -         -         -         -         -         -         -         3,210         

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

Net cash flow 1,000     3,225     2,172     1,895      1,820     949        1,045     1,055     1,434     1,310      1,385      (417)       16,873       

Cash, period start -         1,000     4,225     6,397      8,292     10,112    11,061    12,106    13,161    14,595    15,905    17,290    -            

Cash, period end 1,000     4,225     6,397     8,292      10,112    11,061    12,106    13,161    14,595    15,905    17,290    16,873    16,873       

Brian P. dba U.S Transportation Solutions

Start-up expenses

Payroll - not owner and not in 

COGS

 


