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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
 
 

There is a lack of authentic Creole 
restaurants and cooks that put 

pressure on others to produce a 
lesser quality product. 

  
 

Gourmet Creole cuisines with a dash of 
convenience and a sprinkle of 

southern hospitality. 

 

  
 

To bring the taste of New Orleans 
right to the front yard of Texas 

connecting two states with cuisines. 

Customers  Differentiators  Extras 

 
 

Creole cuisine consumers and 
those that enjoy the spices and 

flavors of Louisiana. 

  
We have a long-term commitment to 
create and produce the best quality 

Creole cuisines.my 16yrs in the 
culinary industry has given me the 

experience and contacts to satisfy our 
customer’s needs. 

  
We have connections with vendors 
and suppliers in New Orleans, LA. 
Our plan is to build relationships 

with local farmers to supply us with 
fresh organic produce. 

Marketing  Start-up Costs  Financials & Extras 
 
 

Social Media and an effectively 
designed website along with 

establishing a progressive word 
of mouth customer base. 

 

 

 

 

  Personal Fit   
 

As Founder, Chef and Manager of So New Awlins I am excited to present my idea of real Creole cuisines. I am looking 
forward to delivering true southern hospitality as well as the essence of New Orleans through taste. The 16yrs that I have 

worked in the culinary industry has been the most rewarding through knowledge and experience. My passion and 
dedication for my craft will be shown through the quality of service. 

Sales: 225,500$  100%

COGS 67,300      30%

Gross profit 158,200    70%

Overhead 35,200      16%

Pretax income 122,900    55%

Tax expense 30,700      14%

Owner withdrawals 22,000      10%

Net income 70,200$    31%

Owner investment - cash 31,000$  

Owner investment - equipment -         

Vehicle and/or equipment loan 40,000    

Start up financing -         

Total start up costs: 71,000$  

Plan Purpose: Startup
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PERSONAL FIT   

I am from New Orleans, Louisiana; born LaShawn June 3, 1985, at the Charity 
Hospital. My mother’s name is Catherine Filch and my father is Wendell. They were both 
from Reserve, LA, and were only together for a short while before conceiving my two 
sisters and me. My dad had fidelity issues and that eventually drove my parents apart 
after the birth of my sister.  
  
My dad was not around too much and after a few years passed away. My mother did the 
best she could raising the three of us; with help from my grandmother, aunts, and uncle. 
Being the oldest boy in my family awarded me many privileges, as well as responsibilities. 
My mom pressed receiving a good education into the mind of my sister and I, while my 
uncle pressed for financial security from me! 
 
I was a good student and made good grades, but outside of the school house I made 
some not so good choices in making money. I eventually decided to leave school in the 
12th grade to attend Job Corp. and pursue culinary arts. At 15 I began selling marijuana 
to receive the latest material things for my younger sister and myself. My mother had a 
lot on her plate to deal with and, I just wanted to alleviate some of the financial burden 
she was carrying. 
 
When my mom found out that I was dealing drugs she was very unhappy and 
disappointed in my actions. I however, was so engrossed in the fast money I was making 
that, I was not going to stop; our relationship then went downhill from there. I left home at 
the age of 18 and, moved into an apartment with my cousin Tyrone.  We were both 
working in the culinary arts industry but, was not making the kind of money we wanted to 
accommodate our life style.  
 
Every once in a while, I would break into someone’s home, or rob somebody to attain the 
cash we needed. I was so caught up in the fast life of partying, women, and drugs; I 
completely disregarded all that my mom taught me growing up. I was blessed to escape 
prison for so many years, until now; this is my first time in being imprisoned, I have a three 
year sentence. 
 
After all that has happened in my life, I have finally realized that what is more important, 
is not money and my wants in life. It is God, family, and the joy of living according to God’s 
plan. That is the essential reason for me wanting to be better than I used to be. I made a 
commitment to my children to become the man they can count on; to not only be there 
for them but, to also teach them the right things in life. 
 
Over the years, I believe I have become loyal, ambitious, devoted and dedicated to being 
a success story. I am devoted to bringing those qualities to my place of business to ensure 
that, not only my family be financially secure but, that people/employees could have such 
an environment to work in and not have to experience what I have. I will be released in 
January of 2020.      
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OPPORTUNITY   

 Can I solve the problem given my skills and personality? 

 Yes. My 16 years in the culinary industry has given me the ability to create 

gourmet dishes. 

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

complaint? 

 Yes. Our focus is to bring convenience to our customers by bringing the 

experience of being in New Orleans without actually traveling there. 

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

maintain quality? 

 Initially I will carry the burden of establishing this business but I will eventually 

hire a few people. 

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

 There is definitely a market for my type of business. 

 How soon can I get my business up and running? 

 I will be able to get this venture off the ground within 2 years 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? 

 This business will take a substantial amount of cash to get this venture off of the 

ground. 

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

 This will definitely be something to be proud of considering my Louisiana root. 

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

restrictions? 

 I will be off parole by the time I start this venture. 

 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? 

 Yes. 

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

 Experiencing a different culture will help you understand the people around you 

and if you are a native of New Orleans it will give you a taste of home. 

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

 I will be bringing a new cuisine to the area. 

 How will I deliver this better idea to my customers? 

 I will cater and this will be a mobile business. 

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

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

 Yes. 
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 Is my solution consistent with my passion for selling? 

 Yes. My passion for selling and my passion for the city of New Orleans. 

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

 Less. I am saving my customer a trip to New Orleans. 

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

 Yes. 

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

 I will need a commissary kitchen to prepare my meals. This will be a mobile unit 

although I will be located at fixed locations through contractual agreements. 

 Do I offer a guaranty or return policy? 

 I will guarantee the ultimate New Orleans experience by preparing a quality 

product. 

 

CUSTOMERS  

Demographics: 

 Will my service have different appeal to men versus women? 

 My service will appeal to women alike. 

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

 I will accommodate all ages but my target customers will be 21-80. 

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

 Marital status 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 ideal customers will be people passionate about Creole dishes. 

 

Income: 

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

 No. 

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

 No. 

 

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 sell to my customers at parks neighborhood. 

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

 My customer will come to the location I am at during various times of the day. I 

will post my location on my webpage so my loyal customers will know where I am 

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

suburb, or small rural community)? 

 My customers will live in various areas and come from different backgrounds. 

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

spread all over the city)? Time is money. 

 My customers will be spread out throughout the city. 

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

 It will be easy to find my customers word of mouth will be my biggest promotional 

tool. 

 

Other: 

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

individually? 

 I will be able to reach my customers as a group through social media but I will 

sell to individual customers. 

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

 Once I sell to a customer they will definitely buy from me again. 

 

If Doing Business to Business Operations (Optional): 
 Am I selling to a wholesaler, retailer or does it matter? 

 No. 

 What industry is my customer in? 

 Food and beverage. 

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

 I would like to sell at multiple locations. 

 Will my customer require special insurance (construction bonding, liability 

insurance)? 

 No. 

 Does my customer require 24/7 service? 

 No. 

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

 Yes. 

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

one company? 

 I will be able to develop other clients and expand my business. 
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DIFFERENTIATORS   

 
 

My 

Competitors 

Direct or 

Indirect 
Promotion Price 

Their 

Advantages 

Their 

Disadvantages 
My Differentiators 

Cajun On The 
Go 

Direct 
TV/ billboards/ 
newspapers 

Varies First mover 
Focus on one 

location 

Multiple 
locations/relationships 

with local vendors 

House of Blues Direct 
TV/ billboards/ 
newspapers/ 

radio 
Varies 

Corporation/ ability 
to receive mass 

produce for cheap 

Inability to focus on 
customer needs/ 

lack of experience 

I will be building 
relationships with my 

customers 

McDonald Indirect  
TV/ billboards/ 
newspapers/ 

radio 
Varies 

Corporation/ 
cheaper product/ 

prime location 

Long lines/ shortage 
of variety for a large 

menu 

Serve more unique 
product/ fresh cook 

cuisines 
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EXTRAS   

External Extras: 

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

 Yes i do have a relationship with suppliers in my industry. 

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

 I will be researching for prime locations in the Dallas area. 

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

 I am not the first but I do believe I will be the most unique in my industry. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 No it is not but I do believe it is the most unique in this industry in my area. 

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

cannot match initially? 

 I offer special knowledge that is not easily duplicated. 

 Are you an especially charming or personable person? 

 I have a southern charm that is warming and attractive to others. 

 

MARKETING  

Message: 

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

about your company? 

 We provide creole cuisine, we bring New Orleans to you and everything we do 

we bring the city to you. 

 What is your tagline? 

 Here is where your taste buds travel. 

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

 It shows the commitment we have to bring New Orleans to you. 

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

 Most certainly. 

 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? 

 Absolutely. 

 

Media: 

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

 Social media, pod cast, radio station, business cards and word of mouth. 
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 How many potential typical customers (not just total people) can you reach each 

month using the types listed above? 

 I hope to reach 250-350 customers. 

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

 Hopefully 150-200 customers will buy my service. 

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

 Social media ads ($200), pod cast (vary), radio ads ($275), business cards ($12) 

and word of mouth (priceless). 

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

charge? 

 Every form will be recurring except word of mouth. 

 How will you collect customer reviews? 

 I plan to have online reviews and review ballots from each customer. 
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RESUME 
LaShawn   
1100 Hwy 1807 
Venus, TX 76084 
Cell 999-999-999, myaccount@gmail.com 
 
Experience 
Lead Cook/ODR cook May 2018-March 2019 

 Responsible for preparation of the meals for inmates and officers and consult with 
captain about weekly menu. 

 
Overnight Manager at McDonalds November 2016-August 2017 

Maintain policies and standards for staff as well as customers, organize and take 
count of inventory and issue duties and task to employees. 

 
Supervisor at Aramark (SMU) August 2015-August 2016 

Handle relationships with vendors and suppliers for events and production needed, 
creating positive and professional atmospheres between staff and customers. 

 
 

Skills 

 Menu/ Meal planning 

preparation 

 Effective training  

 Recipe structuring    Moderate Microsoft word/excel 

 Expert knife handling  

 Customer relation  

 
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. 

 
Le Gordon Bleu Culinary College February 2014-May 2017 

Associates Degree 

 



 

 

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 1,200           

cell phone purchase 600              

car/truck down payment, if leased

permits 400              

supplies, office & misc. 150              

Starting Inventory 5,000           

Vehicle Insurance 450              

Utensils 200              

Cookware 600              

Business Insurance 1,200           

Cash needed for start-up expenses 9,800           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 

company car, truck or van 20,000         40,000             60,000         

company trailer

computer, printer, fax -               

Generator 1,200           1,200           

-               

-               

building/office deposit N/A N/A

beginning cash balance N/A N/A
Cash needed for start-up assets 21,200         40,000             61,200         

60                assumed life (months)

1,020           monthly depreciation

Total start up cost 71,000        

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 31,000         44%

Vehicle loan and other equipment debt (see 

note 7 for financing) 40,000         56%

Startup financing, if applicable (for example 

Kiva loan) 0%

Outside equity investment, if applicable 0%

Total start up cost,

total sources 71,000         100%

LaShawn

So New Awlins

722: Food Services and Drinking Places

_72_Accommodation_and_Food_Services



 

 

 

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 6.50            100% 10.00          100% 12.50          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 1.75            27% 2.50            25% 3.50            28%

cost 2 description 0.20            3% 0.20            2% 0.20            2%

cost 3 description 0.10            2% 0.10            1% 0.10            1%

cost 4 description 0% 0% 0%

Total variable costs 2.05            32% 2.80            28% 3.80            30%

Gross profit per unit - what you see on income statement 4.45            68% 7.20            72% 8.70            70%

 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 

Gumbo sold 625          645             665        685        600                615             620        800        820               825             850             7,750       

Shrimp Poboy sold 600          620             640        660        700                725             725        700        740               760             780             7,650       

Shrimp & Grits sold 675          620             640        660        700                735             745        760        765               770             825             7,895       

total revenue 18,500$   18,143$      18,723$ 19,303$ 19,650$         20,435$      20,593$ 21,700$ 22,293$        22,588$      23,638$      225,563$ 

total cost of sales 5,526$     5,414$        5,587$   5,760$   5,850$           6,084$        6,132$   6,488$   6,660$          6,745$        7,062$        67,309$   

total income statement gross profit (excludes owner labor) 12,974$   12,728$      13,135$ 13,542$ 13,800$         14,351$      14,461$ 15,212$ 15,633$        15,842$      16,576$      158,254$ 

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 40,000$   principal, beginning 40,000     39,456        38,908   38,356   37,801           37,242        36,679   36,112   35,542          34,968        34,390        

Interest rate (example 8%) 8.0% interest expense 267          263             259        256        252                248             245        241        237               233             229             2,730       

Loan term (# of months) 60            principal payment (544)        (548)            (552)       (555)       (559)               (563)            (567)       (570)       (574)              (578)            (582)            (6,192)      

Monthly payment 811          principal, ending 39,456     38,908        38,356   37,801   37,242           36,679        36,112   35,542   34,968          34,390        33,808        

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 

Cutlery

Shrimp & Grits

1 Bowl of gumbo with rice. 8" Shrimp sandwich & fries or fruits. Bowl of grits with 8 jumbo shrimp.

Containers

Cutlery

Containers Containers

Ingredients

Shrimp Poboy

Cutlery

LaShawn dba So New Awlins

Gumbo

Ingredients Ingredients



 

 

 

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

Gumbo 6 -         4,063     4,193     4,323      4,453     3,900     3,998     4,030     5,200     5,330      5,363      5,525      50,375       22%

Shrimp Poboy 6 -         6,000     6,200     6,400      6,600     7,000     7,250     7,250     7,000     7,400      7,600      7,800      76,500       34%

Shrimp & Grits 6 -         8,438     7,750     8,000      8,250     8,750     9,188     9,313     9,500     9,563      9,625      10,313    98,688       44%

Total revenue -         18,500    18,143    18,723    19,303    19,650    20,435    20,593    21,700    22,293    22,588    23,638    225,563     100%

Cost of Goods Sold 2

Gumbo 6 -         1,281     1,322     1,363      1,404     1,230     1,261     1,271     1,640     1,681      1,691      1,743      15,888       7%

Shrimp Poboy 6 -         1,680     1,736     1,792      1,848     1,960     2,030     2,030     1,960     2,072      2,128      2,184      21,420       9%

Shrimp & Grits 6 -         2,565     2,356     2,432      2,508     2,660     2,793     2,831     2,888     2,907      2,926      3,135      30,001       13%

Total COGS -         5,526     5,414     5,587      5,760     5,850     6,084     6,132     6,488     6,660      6,745      7,062      67,309       30%

Gross profit -         12,974    12,728    13,135    13,542    13,800    14,351    14,461    15,212    15,633    15,842    16,576    158,254     70%

Expenses 2

Auto or truck lease -         -            0%

Depreciation 3 -         1,020     1,020     1,020      1,020     1,020     1,020     1,020     1,020     1,020      1,020      1,020      11,220       5%

Gasoline & fuels -         75          75          100        125        125        150        200        225        275        275        275        1,900         1%

Insurance - bonding -         -            0%

Insurance - vehicle -         200        200        200        200        200        200        200        200        200        200        200        2,200         1%

Interest - equip & start up 7 -         267        263        259        256        252        248        245        241        237        233        229        2,730         1%

Marketing 1,200     1,200      1,200     600        600        4,800         2%

Office - rent -         300        300        300        300        300        300        300        300        300        300        300        3,300         1%

Office - insurance -         -            0%

Office - telephone -         -            0%

Office - utilities -         -            0%

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

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

Permits 400        400           0%

Supplies 150        150           0%

Tax service -         -            0%

Telephone - cellular 600        50          50          50          50          50          50          50          50          50          50          50          1,150         1%

7,450     -         -         -         -         -         -         -         -         -         -         -         7,450         3%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

-         -            0%

Total expenses 9,800     1,912     1,908     3,129      1,951     1,947     3,168     2,015     2,036     2,682      2,678      2,074      35,300       16%

Taxable profit (loss) 1 (9,800)    11,062    10,820    10,006    11,592    11,853    11,183    12,446    13,176    12,951    13,164    14,502    122,954     55%

Tax (expense) benefit 1 (3,021)    (8,363)    (9,201)    (10,154)   (30,739)      -14%

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)      -10%

Net profit (loss) (9,800)    9,062     5,800     8,006      9,592     1,490     9,183     10,446    1,975     10,951    11,164    2,348      70,216       31%

Depreciation 3 -         1,020     1,020     1,020      1,020     1,020     1,020     1,020     1,020     1,020      1,020      1,020      11,220       

Equipment purchases 3 (61,200)   -         -         -         -         -         -         -         -         -         -         -         (61,200)      

Principle, equipment loan 7 40,000    (544)       (548)       (552)       (555)       (559)       (563)       (567)       (570)       (574)       (578)       (582)       33,808       

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

Owner contribution 3 31,000    -         -         -         -         -         -         -         -         -         -         -         31,000       

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

Net cash flow -         9,538     6,272     8,474      10,056    1,951     9,640     10,899    2,425     11,396    11,606    2,786      85,044       

Cash, period start -         -         9,538     15,809    24,284    34,340    36,291    45,931    56,831    59,255    70,652    82,258    -            

Cash, period end -         9,538     15,809    24,284    34,340    36,291    45,931    56,831    59,255    70,652    82,258    85,044    85,044       

Payroll - not owner and not in 

COGS

LaShawn dba So New Awlins

Start-up expenses


