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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
Screen printing uses plastisol ink that is 

environmentally damaging and a health 

hazard. Screen printing is limited by the 

color printing process which requires 

individual colors to be printed at one 

time. 

 I am concerned about the effects of plastisol 

screen printing ink on the health of people. I 

have a drive to empower those who feel have 

no voice through self-expression on their T-

shirts.  

 Direct-to-garment printing uses water-

based ink that poses no health hazard. All 

colors are printed at the same time using 

process color. 

Customers  Differentiators  Extras 

Target customers will be local city 

athletic teams, educational institutions, 

churches, sporting events, and retail 

businesses. 

 Direct printing on garments uses up to 15 

million full colors, NO color separation 

needed. Our printing process is digital and 

simple. What you see is what you get 

(WYSIWYG). Our process requires no clean 

up, is a cost effective production of short runs, 

micro runs, or single pieces. 

 Digital printing can compete with screen 

printing for multicolor or complex 

graphics printing. Digital printing has NO 

film and screen preparation.  

Marketing  Start-up Costs  Financials & Extras 
I plan to attend networking meetings B2B 

conferences in the community. Utilizing 

custom business cards, I will pass them 

out in specified targeted areas. There will 

be social media uploads of finished 

projects using Facebook, Instagram, and 

You Tube. Promotional wear will be 

available to students. 

 Owner investment - cash 13,550$  

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing -         

Total start up costs: 13,550$   

 Sales: 120,300$  100%

COGS 16,000      13%

Gross profit 104,200    87%

Overhead 8,200       7%

Pretax income 96,000      80%

Tax expense 24,000      20%

Owner withdrawals 27,000      22%

Net income 45,000$    37%  

  Personal Fit   
Artistic creativeness and helping others is a fulfilling passion that drives me to desire to serve my community. Nurturing people’s ideas, 

emotions, and expressions through the form of art is personal and meaningful. I hope to be of service for a bigger cause one day using my 

artistic skills and over 10 years of customer service experience. 
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PERSONAL FIT   

My name is Brian R. I was born in Riverside, California on August 15, 1989, the oldest of four 

boys. I was raised by my mother, Maria and stepfather, Javier. Growing up I enjoyed creating art 

by which I could express myself. I liked to draw and play the violin. I scored highly on the states 

test in creative writing and was awarded a limo ride to Planet Hollywood. I sought every 

opportunity given to create, illustrate, and write a world different than the one present.  

 

Involvement in afterschool programs instilled positive character qualities in my life. Outside of 

school functions, I served my community at a young age with projects such as painting over 

vandalized city property by graffiti and getting to wear custom T-shirts as a team was rewarding! 

During my teens, I warred with my self-image and became very introspective. Worrying about 

the remarks and opinions of others adversely affected my boldness, and I became uncomfortable 

in my own skin, reclusive and began to make decisions based on distorted observations.  I turned 

to alcohol and drugs and began to spiral downward. Breaking the law became my method to fund 

addiction and habits. I am currently serving a five year sentence for aggravated robbery. 

 

My inability to comprehend my selfish and destructive patterns has come to an end. I have 

grieved over losses in life and the poor choices I have made. Participating in programs such as 

New Life, Bridges to Life, Overcomers, PEP and Men’s Fraternity have given me clarity and a 

strong desire to live purposefully. I accept responsibility for my life and problems and have 

begun to discover the truth about myself. I seek to do what God has called me to do, to operate 

on a higher frequency and isolate my focus on the power words hold.  

 

Brian R. is founder and owner of X-Press-T. Brian oversees all functions of the business 

including material ordering, graphic design, sales, and marketing. By the age of 20 he was a 

Certified Dental Assistant and subsequently branched off into different areas in the dental field, 

including office skills such as scheduling, records filing, and reception responsibilities. Brian 

also has experience in product sales, marketing, shipping and receiving at a clothing department 

store. Brian has participated in the New Life and Overcomers faith based programs and has 

completed Bridges to Life, a victim reconciliation program, and completed the Cognitive 

Intervention program.  He will graduate from PEP in October 2019. 
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OPPORTUNITY   

Explanation: 

Shirts are mass produced and lack personally designed and customer created ideas in the T-shirt 

industry.  

 

 Can I solve the problem given my skills and personality? 

 I intend to employ my experience in design and creativity combined with my desire to 

help others self-express. 

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

quality? 

 I look forward to adding a team member with artistic skills and graphic design 

experience to help our customers articulate their ideas with authenticity.  

 Will this venture require significant capital? 

 This venture requires a low capital investment of $13,850 for total operation 

equipment start up and has a high potential. 

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

 This venture will be initiated as a home based business with flexible hours and will 

not interfere with parole obligations.  

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

 This is a highly flexible business venture that is a compatible with a normal life 

schedule. Productivity can fluctuate depending on demand. 

 

 
 

SOLUTION   

Explanation: 

I intend to encourage customer involvement in the creative process by mainly using their own 

imaginative ideas, expressions, and designs. 

 

 What are the benefits that I am providing? 

 Our T-shirts are created with water based inks that are health and environmentally 

conscious. We do not use plastisol ink which contains highly carcinogenic materials.   

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

 We solely rely on our customer’s unique creative expressions. We do not sell mass 

produced products. Our customers have the ability to view their desired project come 

to life promptly digitally.    

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

 I intend to create social media accounts for our customers displaying recent customer 

created shirts. 

 Will my solution actually be profitable? 

 Pricing of course will be fair and industry normal will be considered.  I will also 

consider the customer needs.  
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 Do I need a fixed location (Storefront) or is this a mobile business? 

 Our equipment is compact, quiet and ideal for home based use. We require little to no 

inventory space. 

 Do I offer a guaranty or return policy? 

 Our customer’s personalized T-shirts will not be printed without final approval. Their 

project will be printed on high-quality fabric with very durable wash resistance. 

Satisfaction guaranteed. 

 

CUSTOMERS  

Explanation:  

Our target customers will be those who seek apparels that are authentically created by idea, 

emotion, creativity, and loud with self- expression. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 The content on our shirts are authentic and provide for men and women. Style and 

variety of color provides equal canvas for self-expression. 

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

 I intend to reach out for the high school students and college campuses, ages 13-24.  

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

 Our customer’s relationship status is not important. 

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

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

 Our customer will have the freedom to create their desired project relating to their 

personal motive, agenda, or organization.  

 

Income: 

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

 Level of income should not be a factor. All transactions will be done in cash for the 

most part. If credit or pay-on-installment is used, I will decide these contracts on a job 

by job basis.  

 

Location: 

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

store, an event like trades day)?  

 We initially intend to promote existing sample projects on social media and provide 

the youth in our family with shirts to wear at their schools to gain recognition and 

sales leads. 

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

 Our customer will have the option to visit my home based business, email their 

desired projects, or request to meet at a desired location to present their project. 
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 What neighborhood will my ideal customer live/work in (River Oaks/Highland park, a 

suburb, or small rural community)? 

 Irving, Texas, is relatively small and is surrounded by several high schools. Las 

Colinas is as well, and ideal because of the local college. 

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

over the city)?  

 My target customers are within a five mile radius. 

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

 To initially have my relatives wear our products at their school. This should propel 

recognition of our business. Our company logo and info will be on our shirts. 

 

 

Other: 

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

individually? 

 We will be using Facebook as a public forum to promote. I will be allowed to 

individually nurture projects by transferring requests through e-mail. 

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

 Our customers desire to own an authentic T-shirt no one else owns along with 

limitless creative possibilities.   
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

T-shirt Guys Direct  Signage  

Social media 

Yellow pages 

Average  Local reputation. 

Focus on t-shirts. 

Lacking customer’s 

relationships. 

Low customer 

involvement.  

 

Highly focused on customer 

relations and customer 

involvement. 

Academy 

Sports and 

Outdoors 

Indirect  Signage 

Television  

Radio 

Sales ad 

Average Nationally 

recognized. 

Broad customer 

base.  

High volume. 

Wide focused.  

Impersonal sales 

reps. 

Total focus on t-shirts 

industry. 

Good customer relations. 

Finish line 

Print  

Direct Signage 

Flyers 

Radio 

Word of mouth  

Low Local reputation. 

Focused on           

t-shirts. 

Low customer 

involvement. 

Involvement in the 

silk screen printing 

process. 

High customer involvement. 

Chemical free printing 

process.  

Dick’s 

Sporting 

Goods 

Indirect  Television  

Radio 

Sales ads 

Billboards 

High Nationally 

recognized. 

Broad customer 

base.  

High profit 

margin. 

 

Broadly focused. 

No customer 

involvement.  

Excessively priced. 

Narrow focus on t-shirt 

industry. 

Reasonably priced. 
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EXTRAS  

External Extras: 

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

 Large units of t-shirts will be available at wholesale value as well as retagging for my 

company logo for branding. 

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

 Production will take place from the comfort of my home. The creative brain storming, 

consulting, drawing board will take place in casual setting like Starbucks.  

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

 The level of commitment applied to each client’s desired project will provide 

authentication to each client’s ideas and expensive creativity. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 Our t-shirts will be created with water based inks that are health and environmentally 

conscious.  

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

match initially? 

 The initial cost will consist of personal construction experience that will feel tailored 

to each client.  

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

 I have more than ten years of experience of combined customer service, sales, 

drawing, and photo editing skills. Most importantly, a high cover of empathy to 

empower those who feel they have no voice!  

 
 
 
 

MARKETING  

Message: 

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

about your company? 

 We provide T-shirts for your custom expressions and print them in timely manner. 

 What is your tagline? 

 “Creating lasting impressions on our T-shirts”. 

 Is your message effective across different demographics? 

 Our intent to completely involve our customers in the designing and creative process 

will welcome everyone who would like to wear their own expression. 

 Is your pricing consistent with the market for similar offerings? 

 No one will beat our price. We will not undersell ourselves but we believe our 

customer relations and the safety that we are selling will keep our customers loyal.  
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 Is your pricing consistent with the degree of personalization? 

 Our pricing will fluctuate depending on detail, but will not affect quality. Effort and 

commitment goes into the creation of their T-shirt. 

 

Media: 

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

 We will be promoting our service and product through local community Facebook, 

customized business cards, professional photo media uploads and most importantly, 

word of mouth. 

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

using the types listed above? 

 We will seek 20 people a month through these promoting strategies. 

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

 We look forward to creating customs shirts for every person who comes to us for 

their unique projects. 

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

 Our customized business cards will be $50, community Facebook is free, promotion 

by our logo shirts worn will be free and word of mouth. 

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

 Consistent uploads of new creative designs can be made on Facebook, our business 

cards will cost us $50 to $100 quarterly. 

 How will you collect customer reviews? 

 We will have high quality photography of paid models wearing our variety of created 

shirts on Facebook. We will also have at this site a section for voting interactions and 

suggestions.  



 

 

START-UP COST 

Owner's name

Company name

NAICS Business Classification

Sector (general classification)

Sub-sector (more specific classification)

Start-up Costs

Year 1

Assumption 4 - Total Uses

Non-Depreciable Costs

Paid or 

contributed 

in Month 1

marketing, business cards, fliers 200              

cell phone purchase 600              

car/truck down payment, if leased

permits

supplies, office & misc. 1,000           

advertising 500              

graphic design software 250              

packaging materials 500              

Cash needed for start-up expenses 3,050           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van -               
company trailer

computer, printer, fax 850              850              
direct-to-garment digital printer 5,000           5,000           

heat presser 1,500           1,500           
-               

building/office deposit N/A N/A
beginning cash balance 3,150           N/A N/A
Cash needed for start-up assets 10,500         -                   7,350           

60                assumed life (months)

123              monthly depreciation

Total start up cost 13,550        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 13,550         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 13,550         100%

Brian R.

X-PRESS-T

448: Clothing and Clothing Accessories Stores

_44_45_Retail_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 360.00        100% 20.00          100% 0%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. -              0% -              0% -              0%

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

cost 1 description 25.00          7% 1.25            6% 0%

cost 2 description 10.00          3% 0.50            3% 0%

cost 3 description 15.00          4% 0.75            4% 0%

cost 4 description 0% 0% 0%

Total variable costs 50.00          14% 2.50            13% -              0%

Gross profit per unit - what you see on income statement 310.00        86% 17.50          88% -              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 

Team Package sold 2              10               20          10            10                  20               20             10           20                 40               40               202           

Single Package sold 80            100             200        300          100                300             200           300         300               200             300             2,380        

 sold -            

total revenue 2,320$     5,600$        11,200$ 9,600$     5,600$           13,200$      11,200$    9,600$    13,200$        18,400$      20,400$      120,320$  

total cost of sales 300$        750$           1,500$   1,250$     750$              1,750$        1,500$      1,250$    1,750$          2,500$        2,750$        16,050$    

total income statement gross profit (excludes owner labor) 2,020$     4,850$        9,700$   8,350$     4,850$           11,450$      9,700$      8,350$    11,450$        15,900$      17,650$      104,270$  

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%) 8.0% interest expense -          -              -         -           -                 -              -           -          -                -              -              -            

Loan term (# of months) 12            principal payment -          -              -         -           -                 -              -           -          -                -              -              -            

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

Start-up financing, see Start-up Costs sheet

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

Interest rate (example 8%) 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 

Labor

Brian R. dba X-PRESS-T

Team Package

T-shirts T-shirt

20 T-shirts 1 T-shirt

Labor

Ink Ink

Single Package

 



 

 

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

Team Package 6 -         720        3,600     7,200      3,600     3,600     7,200     7,200     3,600     7,200      14,400    14,400    72,720       60%

Single Package 6 -         1,600     2,000     4,000      6,000     2,000     6,000     4,000     6,000     6,000      4,000      6,000      47,600       40%

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

Total revenue -         2,320     5,600     11,200    9,600     5,600     13,200    11,200    9,600     13,200    18,400    20,400    120,320     100%

Cost of Goods Sold 2

Team Package 6 -         100        500        1,000      500        500        1,000     1,000     500        1,000      2,000      2,000      10,100       8%

Single Package 6 -         200        250        500        750        250        750        500        750        750        500        750        5,950         5%

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

Total COGS -         300        750        1,500      1,250     750        1,750     1,500     1,250     1,750      2,500      2,750      16,050       13%

Gross profit -         2,020     4,850     9,700      8,350     4,850     11,450    9,700     8,350     11,450    15,900    17,650    104,270     87%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         123        123        123        123        123        123        123        123        123        123        123        1,348         1%

Gasoline & fuels -         50          50          50          50          50          50          50          50          50          50          50          550           0%

Insurance - bonding -         -            0%

Insurance - vehicle -         -            0%

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

Marketing 200        -         -         300        -         -         500        -         -         -         200        -         1,200         1%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits -         -            0%

Supplies 1,000     -         -         300        -         -         500        -         -         -         200        -         2,000         2%

Tax service -         -            0%

Telephone - cellular 600        120        120        120        120        120        120        120        120        120        120        120        1,920         2%

1,250     -         -         -         -         -         -         -         -         -         -         -         1,250         1%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 3,050     293        293        893        293        293        1,293     293        293        293        693        293        8,268         7%

Taxable profit (loss) 1 (3,050)    1,728     4,558     8,808      8,058     4,558     10,158    9,408     8,058     11,158    15,208    17,358    96,003       80%

Tax (expense) benefit 1 (809)       (5,356)    (6,906)    (10,931)   (24,001)      -20%

Owner's withdrawals 1 -         (2,000)    (2,000)    (2,500)    (3,500)    (3,500)    (4,500)     (4,500)     (4,500)     (27,000)      -22%

Net profit (loss) (3,050)    1,728     3,749     8,808      6,058     (2,798)    7,658     5,908     (2,348)    6,658      10,708    1,927      45,002       37%

Depreciation 3 -         123        123        123        123        123        123        123        123        123        123        123        1,348         

Equipment purchases 3 (7,350)    -         -         -         -         -         -         -         -         -         -         -         (7,350)        

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

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

Owner contribution 3 13,550    -         -         -         -         -         -         -         -         -         -         -         13,550       

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

Net cash flow 3,150     1,850     3,871     8,930      6,180     (2,676)    7,780     6,030     (2,226)    6,780      10,830    2,049      52,549       

Cash, period start -         3,150     5,000     8,871      17,801    23,981    21,306    29,086    35,116    32,890    39,670    50,500    -            

Cash, period end 3,150     5,000     8,871     17,801    23,981    21,306    29,086    35,116    32,890    39,670    50,500    52,549    52,549       

Brian R. dba X-PRESS-T

Start-up expenses

Payroll - not owner and not in 

COGS

 


