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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
 

Everyone needs a roof over their 
heads. Weather conditions such 

as tornadoes and hurricanes 
provide me with an ample amount 

of work. 

  
At 3 V’s roofing our main objective is 

customer satisfaction. We value all we 
come in contact with. We understand 

that success is not a one man job. 
Therefore people are important to our 

mission.  

  
 

Replace an old roof and lay a new 
roof or lay a new roof. Roofing is 

demanded worldwide for all types of 
structures. 

Customers  Differentiators  Extras 

 
Every business owner and 

apartment owners. Hospitals, 
Churches, Schools, Car 

Dealerships and Shopping 
Centers. 

 

 

  
 

Green roofs, installing solar panels for 
saving energy. Provide skylights for a 

view of the sky. 

  
My brothers and I combined have 
multiple years of experience. We 

produce quality in a timely manner. 
My brothers are working as 

subcontractors and we have proven 
to be more efficient working as a 

team. 

Marketing  Financials & Extras  Start-up Costs  
 

I can use virtually free promotion 
advertising my services thru 

Spanish radio stations. I will also 
use fliers and provide pictures and 

videos on my webpage. 

 

 

 

 

  Personal Fit   
 

My brothers and I have worked on multiple types of roves. We have 35 years of combined experience. Our main objective 
is to create a weather resistant leak proof roof. Customer satisfaction is what we thrive for. We understand that without 
our customers will not succeed. By installing solar panels we show that we care about our planet. We believe that clean 

energy is vital to our existence, therefore we offer and promote this added feature. 

Sales: 1,493,000$ 100%

COGS 854,900      57%

Gross profit 638,100      43%

Overhead 235,400      16%

Pretax income 402,600      27%

Tax expense 100,600      7%

Owner withdrawals 33,000       2%

Net income 268,900$    18%

Owner investment - cash 14,600$  

Owner investment - equipment -         

Vehicle and/or equipment loan 1,000      

Start up financing -         

Total start up costs: 15,600$  

Plan Purpose: Start-Up
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PERSONAL FIT   

In the year of 1985 in June the 3rd I was born in the city of Juarez Chihuahua. In 
1992 my mother brought us to El Paso TX. She was running from an alcoholic father. 
Ever since she raised us by herself a single mother who cleaned houses and sold jewelry. 
As I was in elementary I used to get A.B honors my worst subject was language arts till 
this day. I dropped out of the 9th grade I was temporarily on my own since I was at the 
age of 13, I started washing cars and doing illegal things. 

 
I grew up kind of on the streets hanging out with the alcoholics. That’s what caused me 
to rebel. That I didn’t have no father figure. My mom temporarily had to go a way for work 
duties. I started doing time because I was a citizen without a social security to track me 
down. So they send me back to my home country to the streets I didn’t even know anyone 
not even family. I was like a tumble weed without roots. 
 
I am trying to break the cycle, so I’m taking PEP serious and all other class available as 
well I already done 10 years of my life for being an undocumented human being. I was a 
loner I try to fellowship with people who is trying to change as well. Sometimes I go to 
Gateway church and I attend bridges to life I am more patient and can control my 
reactions. The commitment I made for myself is that I want to prove with actions that 
speak for them self’s and give hope to my mom that I am a transformed man. I want to 
be an authentic man and give back to the community and lead with example. It isn’t easy 
either. I wake up early each morning at 4:45 am to attend my morning class’s by 6:00 am 
I do it to self-educate myself because self-discipline is the key to success I want to be a 
better leader to my family and all those who look up to me and the generations to come. 
Part of my change is PEP I really never seen a program like this before were everybody 
loves each other as brothers the other part is for those who doubt me and thought I was 
never going to change I want to prove to those who doubted me they were wrong with 
actions that speak for themselves my intentions and commitment to change are for real. 
The qualities that I got are that everything I do I’m good at it. I give all my effort to the 
fullest on chess I plan 2 to 3 moves ahead. At a very early age I was a business man I 
buy stuff from garage sale’s to sell at a higher price at a swap meet market. Ever since I 
can remember I have been used to waking up early, even when I used to work in 
commercial roofing I drove every day 70 miles back and forth I had to wake up early for 
an hour drive and still be 15 minutes early at the shop before I go to the job site. I was a 
kind of employee who got things done. The reason I want to start my own business is 
because it’s my passion and I got a potential sponsor who will buy me the tools and pass 
me the jobs all I need is to register and have bond ensure. Also my brothers are working 
in subcontracting I want to be the contractor that hires the subcontractors to do the job. 
There is more than just to be a roofer you got to operate the machinery read the blue 
prints, math is my specialty. To earn trust it takes time if you’re responsible and do what 
you are supposed to do and put effort for production to make people happy. Therefore I 
want to start my business 5 years upon release so I could buy tools as I get more 
knowledge in the commercial roofing industry and build more credit. I don’t have an exact 
date for release. 
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OPPORTUNITY   

 Can I solve the problem given my skills and personality? 

 With my experience of 35 years with working with multiple types of roofs I will be 

able to solve the problem. 

 Is the customer looking for a more holistic solution than his or her immediate 

complaint? 

 We will do everything in our power to provide great quality with little to no 

problems. 

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

maintain quality? 

 I will be in a partnership with my brothers. 

 Is there growth potential to expand my business, or is this a dying market? 

 There is definitely a growth in this industry. 

 How soon can I get my business up and running? 

 I will open up this venture 5 years after being released. 

 Is this something that will take a lot of cash to get started or is it more of a question 

of hustle? 

 It will moderate startup cost  

 Is this something I would be proud to share with my family and parole officer? 

 I would be proud to grow with my family. 

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

restrictions? 

 Yes. 

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

 This will be a full time venture. 

 

SOLUTION   

 Is what I am offering filling the customer’s real need? 

 A roof is something everyone needs and we will be there to provide it. 

 What are the benefits (not features) that I am providing? 

 Affordable rates and great warranty I a timely manner  

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

 I am creative and always looking for new ways to improve quality. 

 How will I deliver this better idea to my customers? 

 I will deliver through word of mouth, pictures and webpages. 

 Is my delivery (retail store, home service, etc.) consistent with how I will produce the 

service (one-day delivery, hand-made products, etc.)? 

 Yes. 

 Is my solution consistent with my passion for selling? 

 Yes I love what I do. 



 

3-V’s Roofing and Sheet Metal Solar Panels Construction 
Ricardo  

4 

 Is the price of my solution equal to or less than the customer’s pain? 

 Rates are reasonable.  

 Is the approximate cost of my solution lower than the price? 

 Our price is reasonable. 

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

 Yes (storefront). 

 Do I offer a guaranty or return policy? 

 Yes we guarantee great quality. 

 

CUSTOMERS  

Demographics: 

 Will my service have different appeal to men versus women? 

 It will be equal to both genders. 

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

 18-75yrs of age are my ideal customers. 

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

 Does not matter. 

 Do language or ethnicity differences improve or limit my ability to sell to my ideal 

customer? 

 Does not apply I am bi lingual. 

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

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

 Personal image health conscious. 

 
Income: 

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

 Customers need to be in middle and rich class. 

 Does my customer need to own specific assets (car, house, boat)? 

 They just need to own a house. 

 
Location: 

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

my store, an event like trades day)? 

 Online service and trade days were I will provide pictures and details on my 

business. 

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

 I will go to my customers. 

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

suburb, or small rural community)? 

 Neighborhood does not matter we look for roofs needing repair. 
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 How close are my customers geographically located (live close to each other or 

spread all over the city)? Time is money. 

 My service will  be a 100 radius.  

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

 I will find my customers by referral. 

 
Other: 

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

individually? 

 I will target customers individually unless it’s a commercial job were I will seek 

them as a group. 

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

 I will try my best to establish great relationships with customers to gain referrals. 
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DIFFERENTIATORS   

 
 

My 

Competitors 

Direct or 

Indirect 
Promotion Price 

Their 

Advantages 

Their 

Disadvantages 
My Differentiators 

Premier 
Contractors 

Direct TV/signs Unknown 
Well 

known/multiple 
crews 

Limited selection of 
service 

Offer solar panel 
solution 

Shefford Direct  
Word of 

mouth/signs 
Unknown 

Cater to both 
residential and 

commercial 
properties 

Lack quality control 
Customer needs and 
wants are our priority 
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EXTRAS   

External Extras: 

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

 I have great relationship with supplier. 

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

 Ranging from Kansas City to Topeka, Kansas to fix any problem. 

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

 I will not be the first company in that area. 

 
Internal Extras: 

 Do you have a new or cutting edge concept? 

 We will be OSHA trained because our safety is our priority. 

 Will you be able to offer specialized or flexible scheduling that your competitors 

cannot match initially? 

 We will install solar panels with new green roofs which other companies do not 

offer. 

 Are you an especially charming or personable person? 

 I have charisma and I am very outgoing. 

 

MARKETING  

Message: 

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

about your company? 

 We are safety certified with OSHA certified experts experienced in what we do. 

 What is your tagline? 

 With 3V’s you are covered at no cost with the warranty, we also will provide great 

quality. 

 How does your name and tagline make you different than your competitors? 

 We give free valuation for your value by Virtuoso Roofing.  

 Can your message be effectively conveyed through multiple types of media? 

 Yes we will be on social media, signs and Spanish radio station. 

 Is your message effective across different demographics? 

 Yes. 

 Is your pricing consistent with the market for similar offerings? 

 Yes 3V’s will be well known and recognized in business we are in. 

 Is your pricing consistent with the degree of personalization? 

 Yes we will offer competitive prices. But are subject to fluctuate.  

 
Media: 

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

 Social media, flyers and business cards. 



 

3-V’s Roofing and Sheet Metal Solar Panels Construction 
Ricardo  

8 

 

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

month using the types listed above? 

 I hope to target 25-50 customers. 

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

 Hope at least 20 will buy my service. 

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

 With all combined it will be in the range of $500.  

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

charge? 

 This will be a monthly to a bi-monthly charge. 

 How will you collect customer reviews? 

 We will have a survey online, and they can also comment on Facebook as well. 
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RESUME 
Ricardo   
1100 Hwy 1807 
Venus, TX 76084 
Cell 999-999-999, myaccount@gmail.com 
 
Experience 
Residential Roofer  

 Perform various tasks associated with roofing. February 2011-September 2011 

 
Commercial Roofing 2013-2016 

Machine operator and everything else associated with roofing in the commercial 
industry. 

 
  

Skills 

 Construction  Sheet Metal Roofing 

 Demolition  Painting 

 Residential Roofing  Tile 

 Commercial Roofing  Sheet Rock 

 
Education/Certifications 
PEP May 2019-January 2020 

Values-based entrepreneurship program of intensive three-month leadership 
academy and six-month business plan competition with training in business, 
marketing, finance and competitive strategies. Participants are coached by top 
executives and MBA advisors from universities across the country culminating in a 
30-minute presentation to CEOs and investors. Graduates earn certificate in 
Entrepreneurship from Baylor University’s Hankamer School of Business. 

 
FCZ Oklahoma March 2013 

GED 
 
FCZ Oklahoma August 2012 

VT Soldering 
 

 
 
 



 

 

  
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 1,000           

cell phone purchase 500              

car/truck down payment, if leased 500              

permits 2,000           

supplies, office & misc. 100              

Cash needed for start-up expenses 4,100           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 7,000           1,000               8,000           

company trailer 2,000           
computer, printer, fax 1,500           1,500           

-               
-               

-               
building/office deposit N/A N/A

beginning cash balance N/A N/A
Cash needed for start-up assets 10,500         1,000               9,500           

60                assumed life (months)

158              monthly depreciation

Total start up cost 15,600        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 14,600         94%

Vehicle loan and other equipment debt (see 

note 7 for financing) 1,000           6%

Startup financing, if applicable (for example 

Kiva loan) 0%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 15,600         100%

Ricardo

3-V's Roofing and Solar Panel

238: Specialty Trade Contractors

_23_Construction



 

 

 

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 2,000.00     100% 10,000.00   100% 25,000.00   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 100.00        5% 4,000.00     40% 15,000.00   60%

cost 2 description 100.00        5% 1,500.00     15% 2,000.00     8%

cost 3 description 0% 100.00        1% 100.00        0%

cost 4 description 0% 0% 0%

Total variable costs 200.00        10% 5,600.00     56% 17,100.00   68%

Gross profit per unit - what you see on income statement 1,800.00     90% 4,400.00     44% 7,900.00     32%

 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 

Repair sold 3              4                 5               8               8                    8                 8               10            10                 10               10               84               

New Roof sold 2              4                 5               5               5                    5                 5               6              6                   6                 6                 55               

Tear Off Roof sold 2              2                 3               3               3                    3                 3               3              3                   3                 3                 31               

total revenue 76,000$   98,000$      135,000$  141,000$  141,000$       141,000$    141,000$  155,000$ 155,000$      155,000$    155,000$    1,493,000$ 

total cost of sales 46,000$   57,400$      80,300$    80,900$    80,900$         80,900$      80,900$    86,900$   86,900$        86,900$      86,900$      854,900$    

total income statement gross profit (excludes owner labor) 30,000$   40,600$      54,700$    60,100$    60,100$         60,100$      60,100$    68,100$   68,100$        68,100$      68,100$      638,100$    

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 1,000$     principal, beginning 1,000       961             923           884           844                805             765           725          684               644             603             

Interest rate (example 8%) 8.0% interest expense 7              6                 6               6               6                    5                 5               5              5                   4                 4                 59               

Loan term (# of months) 24            principal payment (39)          (39)              (39)            (39)            (40)                 (40)              (40)            (40)           (41)                (41)              (41)              (439)            

Monthly payment 45            principal, ending 961          923             884           844           805                765             725           684          644               603             561             

Start-up financing, see Start-up Costs sheet

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

Interest rate (example 8%) 8.0% interest expense -          -              -            -            -                 -              -            -           -                -              -              -              

Payback period (# of months) 60            principal payment -          -              -            -            -                 -              -            -           -                -              -              -              

Grace period (months pay delay) 3              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 6              6                 6               6               6                    6                 6               6              6                   6                 6                 

avg hours each employee(s) worked per month, not in EOU above 160          160             160           160           160                160             160           160          160               160             160             

average per hour wage 15.00       15.00          15.00        15.00        15.00             15.00          15.00        15.00       15.00            15.00          15.00          

salary expense, exclduing payroll taxes 14,400     14,400        14,400      14,400      14,400           14,400        14,400      14,400     14,400          14,400        14,400        158,400      

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 

800          800             800           800           800                800             800           800          800               800             800             

500          500             500           500           500                500             500           500          500               500             500             

1,000.00  1,000.00     1,000.00   1,000.00   1,000.00        1,000.00     1,000.00   1,000.00  1,000.00       1,000.00     1,000.00     

Trash

Roll Former

Machinery 

Tear Off Roof

Common leaks around unit 100 Sq. Ft. 100 Sq. Ft. tear off.

MachineryTrash Machinery

Material 

Cherry Picker Crane

New Roof

Trash

Ricardo dba 3-V's Roofing and Solar Panel

Repair

Material Material 



 

 

 

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

Repair 6 -         6,000     8,000     10,000    16,000    16,000    16,000    16,000    20,000    20,000    20,000    20,000    168,000     11%

New Roof 6 -         20,000    40,000    50,000    50,000    50,000    50,000    50,000    60,000    60,000    60,000    60,000    550,000     37%

Tear Off Roof 6 -         50,000    50,000    75,000    75,000    75,000    75,000    75,000    75,000    75,000    75,000    75,000    775,000     52%

Total revenue -         76,000    98,000    135,000  141,000  141,000  141,000  141,000  155,000  155,000  155,000  155,000  1,493,000  100%

Cost of Goods Sold 2

Repair 6 -         600        800        1,000      1,600     1,600     1,600     1,600     2,000     2,000      2,000      2,000      16,800       1%

New Roof 6 -         11,200    22,400    28,000    28,000    28,000    28,000    28,000    33,600    33,600    33,600    33,600    308,000     21%

Tear Off Roof 6 -         34,200    34,200    51,300    51,300    51,300    51,300    51,300    51,300    51,300    51,300    51,300    530,100     36%

Total COGS -         46,000    57,400    80,300    80,900    80,900    80,900    80,900    86,900    86,900    86,900    86,900    854,900     57%

Gross profit -         30,000    40,600    54,700    60,100    60,100    60,100    60,100    68,100    68,100    68,100    68,100    638,100     43%

Expenses 2

Auto or truck lease 500        350        350        350        350        350        350        350        350        350        350        350        4,350         0%

Depreciation 3 -         197        235        273        312        350        388        427        465        503        542        580        4,272         0%

Gasoline & fuels -         150        200        200        200        200        200        200        200        200        200        200        2,150         0%

Insurance - bonding -         200        200        200        200        200        200        200        200        200        200        200        2,200         0%

Insurance - vehicle -         150        150        150        150        150        150        150        150        150        150        150        1,650         0%

Interest - equip & start up 7 -         7            6            6            6            6            5            5            5            5            4            4            59             0%

Marketing 1,000     300        300        300        300        300        300        300        300        300        300        300        4,300         0%

Office - rent -         2,000     2,000     2,000      2,000     2,000     2,000     2,000     2,000     2,000      2,000      2,000      22,000       1%

Office - insurance -         100        100        100        100        100        100        100        100        100        100        100        1,100         0%

Office - telephone -         100        100        100        100        100        100        100        100        100        100        100        1,100         0%

Office - utilities -         200        200        200        200        200        200        200        200        200        200        200        2,200         0%

8 -         14,400    14,400    14,400    14,400    14,400    14,400    14,400    14,400    14,400    14,400    14,400    158,400     11%

Payroll taxes (9%) 6 & 8 -         1,296     1,296     1,296      1,296     1,296     1,296     1,296     1,296     1,296      1,296      1,296      14,256       1%

Permits 2,000     250        250        250        250        250        250        250        250        250        250        250        4,750         0%

Supplies 100        1,000     1,000     1,000      1,000     1,000     1,000     1,000     1,000     1,000      1,000      1,000      11,100       1%

Tax service -         -            0%

Telephone - cellular 500        100        100        100        100        100        100        100        100        100        100        100        1,600         0%

-         -         -         -         -         -         -         -         -         -         -         -         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 4,100     20,799    20,887    20,925    20,964    21,002    21,040    21,078    21,116    21,154    21,192    21,230    235,487     16%

Taxable profit (loss) 1 (4,100)    9,201     19,713    33,775    39,136    39,098    39,060    39,022    46,984    46,946    46,908    46,870    402,613     27%

Tax (expense) benefit 1 (6,203)    (28,002)   (31,267)   (35,181)   (100,653)    -7%

Owner's withdrawals 1 -         (3,000)    (3,000)    (3,000)     (3,000)    (3,000)    (3,000)    (3,000)    (3,000)    (3,000)     (3,000)     (3,000)     (33,000)      -2%

Net profit (loss) (4,100)    6,201     10,509    30,775    36,136    8,096     36,060    36,022    12,717    43,946    43,908    8,689      268,960     18%

Depreciation 3 -         197        235        273        312        350        388        427        465        503        542        580        4,272         

Equipment purchases 3 (11,500)   (2,300)    (2,300)    (2,300)     (2,300)    (2,300)    (2,300)    (2,300)    (2,300)    (2,300)     (2,300)     (2,300)     (36,800)      

Principle, equipment loan 7 1,000     (39)         (39)         (39)         (39)         (40)         (40)         (40)         (40)         (41)         (41)         (41)         561           

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

Owner contribution 3 14,600    -         -         -         -         -         -         -         -         -         -         -         14,600       

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

Net cash flow -         4,059     8,405     28,709    34,109    6,106     34,109    34,109    10,842    42,109    42,109    6,928      251,593     

Cash, period start -         -         4,059     12,464    41,173    75,282    81,388    115,497  149,606  160,448  202,557  244,665  -            

Cash, period end -         4,059     12,464    41,173    75,282    81,388    115,497  149,606  160,448  202,557  244,665  251,593  251,593     

Payroll - not owner and not in 

COGS

Ricardo dba 3-V's Roofing and Solar Panel

Start-up expenses


