
 
 

 
 

 

 Business Plan Competition 
 January 23-24, 2020 
 
  
 Jeremiah  
 Kike’s Tires II 
 
 Prison Entrepreneurship Program 
 P.O. Box 926274 
 Houston, TX 77292 
 (832) 767-0928 
 www.pep.org 



 
 

 
 

 

 

 

 

 

 

 

Kike’s Tire II 
 

 

 

 

 

 

 

“Boom, pssstt got a slash, got a gash, and low on cash, come to Kike’s 

Tire where we get you rolling” 
 

 

 

 

 

 

 

Business Plan 

January 2020 
 

 

 

 

 

 

 

Jeremiah  

Owner & Founder 
 



 

 

TABLE OF CONTENTS 

EXECUTIVE SUMMARY ....................................................................................................................1 

PERSONAL FIT .................................................................................................................................2 

OPPORTUNITY .................................................................................................................................2 

SOLUTION ........................................................................................................................................3 

CUSTOMERS .....................................................................................................................................4 

DIFFERENTIATORS ..........................................................................................................................6 

EXTRAS ............................................................................................................................................7 

MARKETING.....................................................................................................................................7 

RÉSUMÉ .......................................................................................................................... ATTACHED 

FINANCIAL PROJECTIONS .............................................................................................. ATTACHED 

 
 



 

 

EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
 
 

I help people by fixing any tire 
problems they may have. 

  
 

At Kike’s Tire II our mission is to sell, 
balance, rotate, inspect flat repair on 

tires and 24 hour road service for 
anything that has a tire on it. 

  
 

I provide a service that is needed to 
fix the flat or any problem with the 

tire. 

Customers  Differentiators  Extras 

 
 

My customers will be anyone who 
has an automobile including 

trucking and agricultural 
industries. 

  
 

My 16yrs of experience, and multiple 
industry connections. I believe I can 

set apart myself from the others in the 
industry. 

  
 

Doing what I can to help everyone 
and seeing a satisfied customer 

leave my shop. 

Marketing  Financials & Extras  Start-up Costs 
 
 

I will market through the quality 
work we will provide, our local 
newspapers and social media. 

 

 

 

 

  Personal Fit   
 
 

I do not like where I am at today. I thank the lord that he placed me here. I can honestly say that prison changed me in 
many ways. I now have a better understanding of how to better my life. 

Sales: 100,100$  100%

COGS 16,400      16%

Gross profit 83,700      84%

Overhead 44,900      45%

Pretax income 38,700      39%

Tax expense 9,600       10%

Owner withdrawals 22,000      22%

Net income 7,000$      7%

Owner investment - cash 36,330$  

Owner investment - equipment -         

Vehicle and/or equipment loan 26,300    

Start up financing -         

Total start up costs: 62,630$  

Plan Purpose: Startup
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PERSONAL FIT   

My name is Jeremiah. I was born on November 6, 1980 in Dimmitt, Texas but 
raised in Hereford, Texas. My parents are Henry and Linda. I have three sisters and a 
brother. I am the oldest of five kids. I have four kids of my own, three sons and a daughter. 
I was raised in Hereford out in the country. Graduated high school 1999, I was a good 
student “A’s and B’s” were the common grades i made in High School. As I went through 
high school I started doing drugs and drinking alcohol, then in my Junior and Senior year 
i met the mother of my three oldest kids. I ended up getting her pregnant and was forced 
to get married so at about 16 maybe 17 I moved out. I was 17 years old when I started 
working at a steak house called Sirloin Stockades. 

 
During my marriage everything was good until I started to stray away. The age of 23 was 
the first time in my life that I went to jail. Now as far as doing illegal things at a young age 
there were times when i would steal things and two of the times i got caught. Man did i 
get in to some big trouble those days. I did these things to see how much i could get away 
with. As far as being a rebel I really was not. I knew what would happen if I had chosen 
to be a rebel especially still living under my parents roof.  
  
I have been incarcerated two different times, the first for two years and this time for 10 
years. All together I have about 10 years total incarceration. The nature of my crimes are 
Assaults and drug offenses. I am not glorifying my past at all and not proud of what I did 
but most of all I am embarrassed about what I did because my parents did not raise me 
that way. That was the old me.  
  
I have saw many changes in my life and i am going to list a few of the more noticeable 
changes that i have seen. First, I got into the word about two years ago and I myself was 
surprised I did it because if you were to have known me my fist five years of incarceration 
you would not have suspected me of being in possession of a bible. Secondly, believe it 
or not i used to run with a prison gang. I always thought and would tell myself that I was 
going to be one forever but reality hit me and I got some bad news. So I prayed and asked 
God what I should do and he sent me the answered prayer loud and clear. On September 
29, 2017 I chose to get away from the gang life. Lastly, I know i have changed because I 
carry myself way different. My family has seen it when they have come to visit me. I have 
made a commitment to change and never come back to prison. I want to be that father, 
son, brother, and uncle to my family that my father raised me to be. I have changed for 
my kids especially and my family. I know that if i do not change all this support that I get 
now will not be here if i were to come back, so I have to change.  
 
I plan to be released to Austin, Texas in the month of February 2022.         

 

OPPORTUNITY   

 Can I solve the problem given my skills and personality? 

 My 16 yrs. experience, skills and personality will solve their problems. 

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

complaint? 
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 Yes if it is tire related concerns 

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

maintain quality? 

 Yes I will hire a crew of 3-4 employees. 

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

 Yes there is potential for growth. 

 How soon can I get my business up and running? 

 I plan to get my business up and running 3yrs 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? 

 This will be a high startup cost. 

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

 I am more than excited to share with everyone. 

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

restrictions? 

 I do not see how it would affect my parole. 

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

 This venture will be a full time venture. 

 

SOLUTION   

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

 Yes the customer’s automobile is needed daily.  

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

 The benefit is seeing the customer happy leaving my tire shop. 

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

 I am better than my competitor on taking care of customer needs. 

 How will I deliver this better idea to my customers? 

 I will deliver better idea through customer referral. 

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

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

 Yes it will be consistent. 

 Is my solution consistent with my passion for selling? 

 Yes I want to have a successful business. 

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

 The price is both equal and less than the customer’s pain. 

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

 The price is lower than my competitors. 

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

 I have a fixed location with 24hr road service. 

 Do I offer a guaranty or return policy? 

 Yes I offer both policies. 
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CUSTOMERS  

Demographics: 

 Will my service have different appeal to men versus women? 

 Yes it appeals to more men than women. 

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

 My ideal customer age is 18yrs-65yrs old. 

 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 affect my business. 

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

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

 My service will appeal to everyone with a vehicle. 

 
Income: 

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

 I am willing to work with everyone. 

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

 Yes a car, truck or anything with tires. 

 
Location: 

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

my store, an event like trades day)? 

 I have a fixed location and I will go to customer location. 

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

 I offer both home service or come to my shop. 

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

suburb, or small rural community)? 

 Neighborhood does not apply to my business. 

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

spread all over the city)? Time is money. 

 My geographic area will spread all over the city. 

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

 Social media will make it easy to find my customers and being filed in my data 

base at the shop. 
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Other: 

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

individually? 

 Yes I can reach them as individuals and as a group. 

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

 I am a 100% that they will buy from me again. 
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DIFFERENTIATORS   

 
 

My 

Competitors 

Direct or 

Indirect 
Promotion Price 

Their 

Advantages 

Their 

Disadvantages 
My Differentiators 

A to Z tire Direct  
Billboard/radio/ 

TV 
Varies Well-known brand Long waiting time  

Family oriented/cost 
effectiveness/24hr 

service call 

Tireworks Direct 
Billboard/radio/ 

Newspaper 
Varies  Well-known brand Long waiting time 

Family oriented/cost 
effectiveness/24hr 

service call 

Wal-Mart Indirect 
In-store 

catalogs/ads 
Varies Well-known brand Limited to tire sales 

Family oriented/cost 
effectiveness/24hr 

service call 

AutoZone Indirect 
Billboard/radio/ 

Newspaper 
Varies Well-known brand Limited to tire sales 

Family oriented/cost 
effectiveness/24hr 

service call 
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EXTRAS   

External Extras: 

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

 Yes I have established a relationship with a local distributor. 

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

 Yes we are located just as you drive into the city. 

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

 No there are several tire businesses around town. 

 
Internal Extras: 

 Do you have a new or cutting edge concept? 

 I will serve Deaf Smith county and surrounding areas. 

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

cannot match initially? 

 Yes due to me having a 24hr road service and customers having both cell and 

personal number. 

 Are you an especially charming or personable person? 

 Yes I am both charming and a personable person. 

 

MARKETING  

Message: 

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

about your company? 

 Family oriented, targeting the tire industry. 

 What is your tagline? 

 Boom have a gash have a slash low on cash. Call Kike’s tire where we all 

answer your call and get you back on the road. 

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

 Knowing that we are going to do everything to get you back on the road. 

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

 Most definitely through all social media. 

 Is your message effective across different demographics? 

 Yes with our family legacy name. 

 Is your pricing consistent with the market for similar offerings? 

 Yes. 

 Is your pricing consistent with the degree of personalization? 

 Yes. 

 
Media: 

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

 Referrals, social media and newspaper. 
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 How many potential typical customers (not just total people) can you reach each 

month using the types listed above? 

 I looking to gain 75+ customers. 

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

 All customers will be returning customers. 

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

 Social media($50-$100),business cards($25) and customer referrals (free) 

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

charge? 

 None just as needed. 

 How will you collect customer reviews? 

 Our website and word of mouth. 

 
 



 

Kike’s Tire II 
Jeremiah  

9 

RESUME 
Jeremiah  
1100 Hwy 1807 
Venus, TX 76084 
Cell 999-999-999, myaccount@gmail.com 
 
Experience 
Kike’s Tire Repair January 1998-October 2000 

 Flat tire repair, tire balance & rotation and 24hr road service 
 

US Army October 2000- October 2004 

Air Defense Artillery 
 

A to Z Tire January 2003-September 2006 

Flat tire repair, tire balance & rotation and 24hr road service 
 

The Tire Shop June 2008- January 2011 

Flat tire repair, tire balance & rotation and 24hr road service 
 

Skills 

 OSHA Certified  Fork lift operator 

 HVAC certified  HVAC maintenance technician  

 Electrical trade level one  Effective communication skills 
  

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. 

 

Hereford High School  August 1995- May 1999 

High School Diploma 
 

  

 
 

 
 



 

 

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 250              

cell phone purchase 300              

car/truck down payment, if leased

permits 100              

supplies, office & misc. 50                

Cash needed for start-up expenses 700              

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 5,000           25,000             30,000         

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

Shop & Service Truck Equipment 9,480           1,300               10,780         
Shop & Service Truck Tools 3,450           3,450           

Tire Stock 5,000           5,000           
building/office deposit 1,200           N/A N/A

beginning cash balance 10,000         N/A N/A
Cash needed for start-up assets 35,630         26,300             50,730         

60                assumed life (months)

846              monthly depreciation

Total start up cost 62,630        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 36,330         58%

Vehicle loan and other equipment debt (see 

note 7 for financing) 26,300         42%

Startup financing, if applicable (for example 

Kiva loan) 0%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 62,630         100%

Jeremiah 
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541: Professional, Scientific, and Technical Services
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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 7.50            100% 180.00        100% 75.00          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 0.30            4% 0.18            0% 5.00            7%

cost 2 description 0.12            2% 0.21            0% 0.07            0%

cost 3 description 0.14            2% 50.00          28% 0.84            1%

cost 4 description 0% 0% 0%

Total variable costs 0.56            7% 50.39          28% 5.91            8%

Gross profit per unit - what you see on income statement 6.94            93% 129.61        72% 69.09          92%

 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 

Flat Repair  sold 336          384             432        432        576                624             576        480        480               432             384             5,136       

New Tires sold 12            16               20          24          30                  32               28          24          22                 20               12               240          

Service Calls sold 18            20               20          22          24                  26               26          25          23                 21               21               246          

total revenue 6,030$     7,260$        8,340$   9,210$   11,520$         12,390$      11,310$ 9,795$   9,285$          8,415$        6,615$        100,170$ 

total cost of sales 899$        1,139$        1,368$   1,581$   1,976$           2,116$        1,887$   1,626$   1,513$          1,374$        944$           16,424$   

total income statement gross profit (excludes owner labor) 5,131$     6,121$        6,972$   7,629$   9,544$           10,274$      9,423$   8,169$   7,772$          7,041$        5,671$        83,746$   

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 26,300$   principal, beginning 26,300     25,923        25,544   25,163   24,781           24,396        24,010   23,621   23,231          22,839        22,445        

Interest rate (example 8%) 6.0% interest expense 132          130             128        126        124                122             120        118        116               114             112             1,341       

Loan term (# of months) 60            principal payment (377)        (379)            (381)       (383)       (385)               (386)            (388)       (390)       (392)              (394)            (396)            (4,252)      

Monthly payment 508          principal, ending 25,923     25,544        25,163   24,781   24,396           24,010        23,621   23,231   22,839          22,445        22,048        

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 1                    1                 1            1            1                   1                 2                 

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

average per hour wage 7.50               7.50            7.50       7.50       7.50              7.50            7.50            

salary expense, exclduing payroll taxes -          -              -         -         1,200             1,200          1,200     1,200     1,200            1,200          2,400          9,600       

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 

Insurance

Service Calls

Basic flat with one puncture per tire. Replacing old tire with new tire. Mounting and 

balancing.

24 Road side service inside city limits

Truck Cost

Building

Utilities Building 

Gas

New Tires

Tire Cost

Jeremiah  dba Kike's Tire II

Flat Repair 

Patch & Glue Utilities



 

 

 

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

Flat Repair 6 -         2,520     2,880     3,240      3,240     4,320     4,680     4,320     3,600     3,600      3,240      2,880      38,520       38%

New Tires 6 -         2,160     2,880     3,600      4,320     5,400     5,760     5,040     4,320     3,960      3,600      2,160      43,200       43%

Service Calls 6 -         1,350     1,500     1,500      1,650     1,800     1,950     1,950     1,875     1,725      1,575      1,575      18,450       18%

Total revenue -         6,030     7,260     8,340      9,210     11,520    12,390    11,310    9,795     9,285      8,415      6,615      100,170     100%

Cost of Goods Sold 2

Flat Repair 6 -         188        215        242        242        323        349        323        269        269        242        215        2,876         3%

New Tires 6 -         605        806        1,008      1,209     1,512     1,612     1,411     1,209     1,109      1,008      605        12,094       12%

Service Calls 6 -         106        118        118        130        142        154        154        148        136        124        124        1,454         1%

Total COGS -         899        1,139     1,368      1,581     1,976     2,116     1,887     1,626     1,513      1,374      944        16,424       16%

Gross profit -         5,131     6,121     6,972      7,629     9,544     10,274    9,423     8,169     7,772      7,041      5,671      83,746       84%

Expenses 2

Auto or truck lease -         450        450        450        450        450        450        450        450        450        450        450        4,950         5%

Depreciation 3 -         846        846        846        846        846        846        846        846        846        846        846        9,301         9%

Gasoline & fuels -         50          60          60          70          90          90          80          70          60          50          50          730           1%

Insurance - bonding -         -            0%

Insurance - vehicle -         250        250        250        250        250        250        250        250        250        250        250        2,750         3%

Interest - equip & start up 7 -         132        130        128        126        124        122        120        118        116        114        112        1,341         1%

Marketing 250        250           0%

Office - rent -         600        600        600        600        600        600        600        600        600        600        600        6,600         7%

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

Office - telephone -         10          10          10          10          10          10          10          10          10          10          10          110           0%

Office - utilities -         500        500        500        500        500        500        500        500        500        500        500        5,500         5%

8 -         -         -         -         -         1,200     1,200     1,200     1,200     1,200      1,200      2,400      9,600         10%

Payroll taxes (9%) 6 & 8 -         -         -         -         -         108        108        108        108        108        108        216        864           1%

Permits 100        100        200           0%

Supplies 50          100        100        100        100        100        100        100        100        100        100        100        1,150         1%

Tax service -         -            0%

Telephone - cellular 300        300           0%

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

-         50          50          50          50          50          250           0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 700        3,037     3,095     3,043      3,101     4,377     4,525     4,364     4,402     4,340      4,378      5,634      44,996       45%

Taxable profit (loss) 1 (700)       2,094     3,025     3,929      4,527     5,166     5,749     5,059     3,767     3,432      2,663      37          38,751       39%

Tax (expense) benefit 1 (1,105)    (3,406)    (3,644)    (1,533)     (9,688)        -10%

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)      -22%

Net profit (loss) (700)       94          (79)         1,929      2,527     (239)       3,749     3,059     (1,876)    1,432      663        (3,496)     7,063         7%

Depreciation 3 -         846        846        846        846        846        846        846        846        846        846        846        9,301         

Equipment purchases 3 (51,930)   -         -         -         -         -         -         -         -         -         -         -         (51,930)      

Principle, equipment loan 7 26,300    (377)       (379)       (381)       (383)       (385)       (386)       (388)       (390)       (392)       (394)       (396)       22,048       

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

Owner contribution 3 36,330    -         -         -         -         -         -         -         -         -         -         -         36,330       

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

Net cash flow 10,000    562        387        2,394      2,990     222        4,208     3,516     (1,421)    1,885      1,115      (3,047)     22,812       

Cash, period start -         10,000    10,562    10,950    13,343    16,333    16,555    20,763    24,280    22,858    24,744    25,858    -            

Cash, period end 10,000    10,562    10,950    13,343    16,333    16,555    20,763    24,280    22,858    24,744    25,858    22,812    22,812       

Payroll - not owner and not in 

COGS

Jeremiah  dba Kike's Tire II

Start-up expenses

Shop Equipment


