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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
                                             

Customer needs are often 
misunderstood due to the time 

frame between when the customer 
notices a problem while on 

vacation and service is rendered 
after their vacation is over. 

  
Blue Sky, exists to extend the quality 

and life of RVs through cleanliness. We 
are dedicated to an outstanding 

service quality showing our concern 
for our customer’s vehicles. 

  
 

I will bring a service to the San Luis 
Valley area that is needed. I will be 

available while the problem exists to 
better understand my customers. 

 

Customers  Differentiators  Extras 

 
 

I will be targeting customers who 
are RV owners and those that 

have a RV dealership. 

 

  
 

Can handle flexible classes of RVs, 
offer mobile service, better pricing for 

quality to identify and handle customer 
needs.  

  
 

My concept is nothing new to the 
market. 

 

Marketing  Financials & Extras  Start-up Costs 
 

The RVs can range from $12,000 
to $ 1 million dollars. As my 

expertise and business grows I 
hope to begin to target sports 
organizations, universities and 

celebrities. 

 

 

 

 

  Personal Fit   
 
 

I know I can be a successful entrepreneur. I have a wonderful work ethic that has always enabled me to move up in my 
jobs. 

Sales: 181,300$  100%

COGS 20,700      11%

Gross profit 160,600    89%

Overhead 26,700      15%

Pretax income 133,800    74%

Tax expense 33,400      18%

Owner withdrawals 50,000      28%

Net income 50,300$    28%

Owner investment - cash 10,750$  

Owner investment - equipment -         

Vehicle and/or equipment loan 14,000    

Start up financing -         

Total start up costs: 24,750$  

Plan Purpose: Startup
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PERSONAL FIT   

My name is Gerald Ross, AKA “Squidbillie”. On July 5th, 1977 I was born in 
Houston, Texas to Alan Gary  and Kathy Ann , we actually lived in Riverton, Wyoming at 
the time but my mom’s family was in Houston and the hospitals were better. So I was 
born a Texan. 
  
We were your typical American nuclear family Dad, mom, sister, me, a dog, and a cat. 
We lived on an Indian reservation for a while but then my parents wanted to move to 
Texas. I did not like it. I spent my school years in Canyon, Texas and I was not a great 
student. It was not because I was not smart; I just did not fit in and was not very interested. 
This and other issues led me to dropping out in the ninth grade. 
  
When I was young and we first moved to Texas my dad went to the police academy and 
became a police officer. Since this was in the 80s in small town Texas I was able to ride 
along with him. My dad always did his best to teach me right from wrong. There was even 
a time when he was my hero and I wanted to be just like him. He had an alcohol problem 
though and he could be a bit over-zealous about punishment. Tough times eventually led 
him to commit suicide. I was only 16 and it had a lasting effect; I became angry and 
secluded myself. 
  
About 17 I started to move around on my own. My lack of education made it hard on me. 
It was moving back to Canyon and linking up with old friends that would be one of my 
biggest mistakes. This is when I started getting in trouble. I started doing drugs and began 
to act foolishly. Between the drugs and the anger I made the decision to murder a friend. 
It became a cold-case which I kept hidden for 13 years. During that time a lot about me 
changed. I stopped getting in trouble but I became more paranoid and eventually moved 
out of Texas. 
  
I had a daughter in 2004 and she has turned out to be awesome. But because of the 
things that I kept hidden my attitude toward fatherhood was skewed. This life was lonely. 
I was not only a dead beat dad but I was starting to think about suicide a lot. I was happier 
after I moved to Colorado but my crime was still destroying my heart and mind. 
  
While I was in Colorado I started working in the ski industry and fell in love with winter 
sports. The atmosphere and excitement brought me temporary joy. Deep down though, I 
was still depressed and suicide was always just on the horizon of my mind. 
  
Thirteen years after the murder two men came into my life and I would end up with great 
respect for them both. They helped me to tell the truth. I owe a lot to these two men. 
Because of their kindness and dedication, I confessed to my friends’ murder. Also, due 
to this whole situation I have grown a passion for helping with the understanding and 
solving of cold cases. I even have an idea for a TV show, but that is another story. It is in 
my plan to give back to these men and others like them.  
  
I know I can be a successful entrepreneur. I have a wonderful work ethic that has always 
enabled me to move up in my jobs. I am driven to be an example to my family and to the 
new generation of troubled youth. Financial stability has become important to me and I 
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believe owning my own businesses will help me care for my family’s needs. Trust will be 
something that I plan to earn by showing my ability to put into practice the things I have 
learned here in PEP. It is this trust that will be key to paving my path to success. 
  
I will be released to the Dallas transitional house in the month of November, 2021. 
 

OPPORTUNITY   

 Can I solve the problem given my skills and personality? 

 My close family ties to RV owners and 10 yrs. experience working in tourism 

helps me to better understand my customer. 

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

complaint? 

 My companies focus is the extension of RV quality and life through cleanliness, 

but we will commit ourselves to knowing all we can about RVs. 

 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 the principle operator working closely with my employees to understand   

their needs as well. 

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

 Yes. We will be doing our best to stay informed of trends. 

 How soon can I get my business up and running? 

 I can be up and running within six to nine months of my release. 

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

of hustle? 

 Start-up cost is low and I will need to personally seek out customers the first few 

summers. 

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

 Yes. There are no ethical issues. 

 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? 

 The business would only operate from April through October, and will require my 

full attention. 

 

SOLUTION   

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

 Yes, cleanliness is a valuable need in the extended life of an RV. 

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

 Customer comfort in knowing their RV is well taken care of. Cleanliness, 

extended life of RV and RV expertise. 
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 Why can I do this better than another business (competitor)? 

 I am available while the customer is on vacation when they want to show off their 

RVs. 

 How will I deliver this better idea to my customers? 

 Working closely with RV parks and dealerships dealing with RV owners 

personally. 

 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. RV owners are a part of my personal life and I care about their RVs as 

much as they do. 

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

 It is a necessary solution at a modest price. 

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

 Yes, it is a low operating cost with a good rate of return. 

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

 It is mobile with room for expansion. 

 Do I offer a guaranty or return policy? 

 Yes. Our customer’s satisfaction is out top priority. 

 

CUSTOMERS  

Demographics: 

 Will my service have different appeal to men versus women? 

 No. 

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

 My biggest customers will be retired couples. 

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

 It does not matter. 

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

customer? 

 No. 

 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 the customers, cleanliness, personal image and 

comfort. 

 
Income: 

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

 My customers will need to be in the upper class to utilize my services. 

 Does my customer need to own specific assets (car, house, boat)? 
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 An RV of some sort will be needed. 

 
Location: 

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

my store, an event like trades day)? 

 I will be targeting vacationers in the San Luis Valley area. 

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

 I will be a mobile service. 

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

suburb, or small rural community)? 

 Not a factor. 

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

spread all over the city)?  

 Not a factor as long as you’re vacationing in the San Luis Valley area. 

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

 I do not believe there will be a problem. 

 
Other: 

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

individually? 

 Individually. 

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

 The likelihood is good that they will be repeat customers each summer. 
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DIFFERENTIATORS   

 
 

My 

Competitors 

Direct or 

Indirect 
Promotion Price 

Their 

Advantages 

Their 

Disadvantages 

My 

Differentiators 

Rio Grande 
Valley 

Carwash 
Direct None $1.25/ Minute 

Do it yourself, no 
wait time 

Small capacity, 
and no room for 

RVs 

We are able to 
handle all classes 

of RVs 

Detail Kings Indirect 
Magazines 

RV websites 
Radio 

Exterior wash $2-$20 
per linear ft. 

Interior wash $5-$10 
per linear ft. 

Wax $5-$20 per ft. 

Established 
customer base 

Not mobile 
Long wait time 

We will be mobile 

Auto Fetish 
Detail 

Indirect 
Magazines 

Website 

Exterior wash $4-$22 
per ft. 

Interior wash $5-$15 
per ft. 

Wax $7-$25 per ft. 

Well established 

Large company 
with no personal 

interaction. 
Expensive 

Better price for 
quality work. 

 Understanding of 
customer’s needs. 
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EXTRAS   

External Extras: 

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

 No. 

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

 Yes. My mobility allows me access to the whole San Luis Valley area.  

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

 Yes. 

 
Internal Extras: 

 Do you have a new or cutting edge concept? 

 No, but we will provide service for our customers cars and trucks as well. 

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

cannot match initially? 

 No. 

 Are you an especially charming or personable person? 

 No, but I have 10 yrs. Experience working with tourists and have become adept 

at speaking with them. 

 

MARKETING  

Message: 

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

about your company? 

 That we detail RVs and that there are additions to our service and that we are 

outdoors. 

 What is your tagline? 

 Were here for you, so you can enjoy the view! 

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

 That we not only care about your RV, but we care about you and your vacation 

as well. 

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

 Yes. 

 Is your message effective across different demographics? 

 Yes. 

 Is your pricing consistent with the market for similar offerings? 

 Yes. 

 Is your pricing consistent with the degree of personalization? 

 Yes. 
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Media: 

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

 I will advertise using Trailer Life magazine and websites, Good Sam discounts 

and word of mouth. 

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

month using the types listed above? 

 100 people a month. 

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

 Approximately a third of those reached will purchase my service. 

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

 Trailer Life will be approximately $2000 annually. Good Sam will vary in traded 

advertising and word of mouth is free. 

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

charge? 

 A recurring monthly charge. 

 How will you collect customer reviews? 

 I will conduct reviews personally with each customer and provide an on-line 

avenue as well. 
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RESUME 
Gerald   

1100 Hwy 1807 
Venus, TX 76084 
Cell 999-999-999, myaccount@gmail.com 
 
Experience 
Lift Operator  October 2006- April 2011 

 Ski lift maintenance, ice removal and brake system operator 
 

White Water Rafting Tour Guide May 2005- September 2008 

Rio Grande river tours, photography and raft maintenance 
 

Ranch Maintenance  April 2008- September 2011 

Basic ranch work and ranch animal care 
 

Log Cabin Finisher April 2008- September 2009 

Sanding, washing and staining log cabins 
 

Skills 

 Machine Operator  

 Small Engine Mechanics  

  
  

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. 

 

Windham School District December 2016- May 2017 

Electrical certificate 
 

  

 
 

 
 



 

 

  

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 100              

cell phone purchase 300              

car/truck down payment, if leased

permits 150              

supplies, office & misc. 100              

Equipment 500              

Cash needed for start-up expenses 1,150           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van 5,000           5,000               10,000         

company trailer 2,000           9,000               
computer, printer, fax 600              600              

-               
-               

-               
building/office deposit N/A N/A

beginning cash balance 2,000           N/A N/A
Cash needed for start-up assets 9,600           14,000             10,600         

60                assumed life (months)

177              monthly depreciation

Total start up cost 24,750        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 10,750         43%

Vehicle loan and other equipment debt (see 

note 7 for financing) 14,000         57%

Startup financing, if applicable (for example 

Kiva loan) 0%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 24,750         100%

Gerald

Blue Sky RV Detailers

713: Amusement, Gambling, and Recreation Industries

_71_Arts_Entertainment_and_Recreation



 

 

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 3.00            100% 6.00            100% 10.00          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 0.11            4% 0.11            2% 0.11            1%

cost 2 description 0.16            5% 0.16            3% 0.16            2%

cost 3 description 0.10            3% 0.10            2% 0.31            3%

cost 4 description 0% 0.34            6% 0.34            3%

Total variable costs 0.37            12% 0.71            12% 0.92            9%

Gross profit per unit - what you see on income statement 2.63            88% 5.29            88% 9.08            91%

 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 

Silver Thread sold 1,050       1,680          3,150     3,360     1,470             315             -         -         -                -              -              11,025     

Gold Mine sold 741          1,482          7,410     7,904     988                419             -         -         -                -              -              18,944     

Amethyst Road sold 247          247             741        1,235     741                247             -         -         -                -              -              3,458       

total revenue 10,066$   16,402$      61,320$ 69,854$ 17,748$         5,929$        -$       -$       -$              -$            -$            181,319$ 

total cost of sales 1,142$     1,901$        7,108$   7,991$   1,927$           641$           -$       -$       -$              -$            -$            20,711$   

total income statement gross profit (excludes owner labor) 8,924$     14,501$      54,212$ 61,863$ 15,821$         5,288$        -$       -$       -$              -$            -$            160,608$ 

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 14,000$   principal, beginning 14,000     13,752        13,501   13,250   12,996           12,741        12,484   12,226   11,965          11,703        11,440        

Interest rate (example 8%) 8.0% interest expense 93            92               90          88          87                  85               83          82          80                 78               76               934          

Loan term (# of months) 48            principal payment (248)        (250)            (252)       (253)       (255)               (257)            (259)       (260)       (262)              (264)            (266)            (2,826)      

Monthly payment 342          principal, ending 13,752     13,501        13,250   12,996   12,741           12,484        12,226   11,965   11,703          11,440        11,174        

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 2              2                 2            2            2                    -              -         -         -                -              -              

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

average per hour wage 10.20       10.20          10.20     10.20     10.20             -              -         -         -                -              -              

salary expense, exclduing payroll taxes 3,264       3,264          3,264     3,264     3,264             -              -         -         -                -              -              16,320     

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 

100          100             100        100        100                

Wax & Polisher

Extra Supplies

Amethyst Road

Spray Wash & Wax Exterior Only Spray Wash & Wax (Exterior & Interior) Spray Wash & Hand Wax (Exterior & Interior

Interior Cleaners Interior Cleaners

Soap

Polish

Soap/Wax Soap/Wax

Bug Remover

Gold Mine

Polish

Gerald dba Blue Sky RV Detailers

Silver Thread

Bug Remover Bug Remover



 

 

 

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

Silver Thread 6 -         3,150     5,040     9,450      10,080    4,410     945        -         -         -         -         -         33,075       18%

Gold Mine 6 -         4,446     8,892     44,460    47,424    5,928     2,514     -         -         -         -         -         113,664     63%

Amethyst Road 6 -         2,470     2,470     7,410      12,350    7,410     2,470     -         -         -         -         -         34,580       19%

Total revenue -         10,066    16,402    61,320    69,854    17,748    5,929     -         -         -         -         -         181,319     100%

Cost of Goods Sold 2

Silver Thread 6 -         389        622        1,166      1,243     544        117        -         -         -         -         -         4,079         2%

Gold Mine 6 -         526        1,052     5,261      5,612     701        297        -         -         -         -         -         13,450       7%

Amethyst Road 6 -         227        227        682        1,136     682        227        -         -         -         -         -         3,181         2%

Total COGS -         1,142     1,901     7,108      7,991     1,927     641        -         -         -         -         -         20,711       11%

Gross profit -         8,924     14,501    54,212    61,863    15,821    5,288     -         -         -         -         -         160,608     89%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         178        180        182        183        185        185        185        185        185        185        185        2,018         1%

Gasoline & fuels -         160        160        160        160        160        160        40          40          40          40          40          1,160         1%

Insurance - bonding -         150        150        150        150        150        150        150        150        150        150        150        1,650         1%

Insurance - vehicle -         85          85          85          85          85          85          85          85          85          85          85          935           1%

Interest - equip & start up 7 -         93          92          90          88          87          85          83          82          80          78          76          934           1%

Marketing 100        170        150        170        150        20          -         -         -         -         -         -         760           0%

Office - rent -         -            0%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

8 -         3,264     3,264     3,264      3,264     3,264     -         -         -         -         -         -         16,320       9%

Payroll taxes (9%) 6 & 8 -         294        294        294        294        294        -         -         -         -         -         -         1,469         1%

Permits 150        150           0%

Supplies 100        100           0%

Tax service -         -            0%

Telephone - cellular 300        45          45          45          45          45          45          45          45          45          45          45          795           0%

500        -         -         -         -         -         -         -         -         -         -         -         500           0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 1,150     4,439     4,419     4,439      4,419     4,289     710        588        587        585        583        581        26,791       15%

Taxable profit (loss) 1 (1,150)    4,485     10,082    49,772    57,443    11,531    4,578     (588)       (587)       (585)       (583)       (581)       133,817     74%

Tax (expense) benefit 1 (3,354)    (29,687)   (851)       437        (33,454)      -18%

Owner's withdrawals 1 -         (2,000)    (2,000)    (2,000)     (2,000)    (2,000)    (40,000)   (50,000)      -28%

Net profit (loss) (1,150)    2,485     4,727     47,772    55,443    (20,155)   4,578     (588)       (41,437)   (585)       (583)       (144)       50,363       28%

Depreciation 3 -         178        180        182        183        185        185        185        185        185        185        185        2,018         

Equipment purchases 3 (21,600)   (100)       (100)       (100)       (100)       (100)       -         -         -         -         -         -         (22,100)      

Principle, equipment loan 7 14,000    (248)       (250)       (252)       (253)       (255)       (257)       (259)       (260)       (262)       (264)       (266)       11,174       

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

Owner contribution 3 10,750    -         -         -         -         -         -         -         -         -         -         -         10,750       

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

Net cash flow 2,000     2,315     4,557     47,602    55,273    (20,325)   4,506     (662)       (41,513)   (662)       (662)       (225)       52,205       

Cash, period start -         2,000     4,315     8,872      56,474    111,747  91,422    95,928    95,266    53,754    53,092    52,430    -            

Cash, period end 2,000     4,315     8,872     56,474    111,747  91,422    95,928    95,266    53,754    53,092    52,430    52,205    52,205       

Payroll - not owner and not in 

COGS

Gerald dba Blue Sky RV Detailers

Start-up expenses


