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Purpose of Business Plan

The purpose of this business plan is to outline the strategic fouhdation and growth trajectory
of "Company Name XYZ", a flatbed trucking company located in Okfuskee Celinty, Oklahoma.
company’s potential
e United States. The co-

sé of operations. This business plan also details a phased staffing strategy,
the owners as drivers and scaling to include hired drivers, a dispatch assistant,

service and operational reliability. Ultimately, this plan serves to guide the business toward
sustainable growth while fulfilling E2 visa criteria, including substantial investment, active
involvement, and meaningful job creation in the U.S. economy.



Executive Summary

The Market

The Local Freight Trucking industry in the US has grown steadily, with
revenue reaching $99.4 billion in 2025, driven by digital transformation,
intermodal transport integration, and rising e-commerce demand.
Companies are adopting technologies like sensors and cloud analytics to
optimize routes and improve efficiency. Despite strong revenue growth
(6.1% CAGR from 2020-2025), profit margins have declined due to high
fuel costs, driver shortages, and stricter EPA and FMCSA regulations,
which increase vehicle and compliance costs. Competition from rail
transport and the vertical integration of major retailers like Walmart
also pressures traditional operators. Nonetheless, local freight truckers
benefit from their essential role in short-haul and last-mile deliveries.
The industry is expected to grow more modestly through 2030 at a 1.4%
CAGR, reaching $106.5 billion. Success will depend on continued
innovation, strategic intermodal partnerships, and adapting to
regulatory and market changes in a fragmented and highly competitive
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Business Model

"Company Name XYZ" will be a flatbed trucking co ppa
"Owner Name 1" and "Owner Name 2", who
ownership stake. The company will provide |g
regional and national routes, specjalizin
construction materials, agricultura equm@ nd pranufactured goods.
Its revenue model will incldde three main-~Streams: direct freight
contracts, spot market lodds, and brokered-freight. Initially, both owners
will serve as driver-operators to minimize labor costs and reinvest
earnings into buSiness growth. Operating from a 20-acre property with an
on-site maintenance shop, thé company will reduce third-party servicing
costs §nd centralize dispatch operations. As profits grow, the business
will expand its fleet"from two to four trucks over a five-year period and
will hire additional drivers, a dispatcher, and a mechanic. With a focus on
safety, customer satisfaction, and timely delivery, "Company Name XYZ"
will aim to build lasting client relationships and establish a competitive,
sustainable presence in the U.S. trucking industry.

Strengths and Benefits to the Economy

@

Job Creation: The company will create new employment gpportunities,
including roles for truck drivers, a dispatcher, and a maintefiance \nechanic
within five years.

Local Economic Growth: Operating from Okfuskee County, Oklahoma, the
business will support local suppliers, fuel stations, repair shops;and service
providers.
Infrastructure Investment: The use”and maintenanceof a 20-acre property
with a shop facility adds valu€ to rural infrastructure and encourages local
development.
Support for Key IndUstri
the company-hel
manufactdrin )
Tax€ontri ¥ As aregistered corporation, "Company Name XYZ" will
contri ederal, state, and local taxes, supporting public services and

rovidihg essential transportation services,
growth in the construction, agriculture, and

Goals

Start Operations with Two Trucks: Launch the company with both co-
owners operating trucks to establish immediate revenue and build industry
presence.

Expand Fleet to Four Trucks in Five Years: Gradually grow the fleet by
reinvesting profits and purchasing additional trucks as the customer base
increases.

Create Local Employment Opportunities: Hire qualified drivers, a dispatch
assistant, and a maintenance mechanic as the company scales.

Build Long-Term Customer Relationships: Secure repeat contracts by
providing reliable, personalized service that exceeds industry standards.
Achieve Financial Sustainability and Profitability: Reach break-even in the
first year and generate increasing net profits through efficient operations
and strong market positioning.



Executive Summary

The Management

"Company Name XYZ" is co-owned and managed by "Owner Name 1" and "Owner Name 2",
who bring extensive experience in trucking, operations, and logistics. Both owners have worked
as owner-operators, hauling grain and fertilizer across Western Canada, and possess hands-on
expertise in truck maintenance, dispatching, and customer service.

"Owner Name 1" will serve as the Operations Manager, overseeing day-to-day logistics, truck
maintenance scheduling, and compliance with safety regulations. With over 25 years of
experience in agriculture and long-haul trucking, he brings deep industry knowledge and
operational discipline to the company.

Their combined experience, commitment to service, and strategic v

@©@



Executive Summary

Particulars Year 1 Year 2 Year 3 Year 4 Year 5

Total Trucks 5

Average Price Per Mile

Average Miles Driven per Month
per Truck

8,000 8,240 8,570 9,255 E

Revenue Per Mile ($) 2.15 2.26 2.37 2.59

Average Miles Driven per Truck -

Annually

Freight Contracts 48,000 49,440
Spot Market Loads 28,800 29,664
Brokered Freight 19,200 19,776

Revenue Type — Breakdown ($)
Revenue from Freight Contracts 206,400
Revenue from Spot Market Loads
Revenue from Brokered Freight

65,637 575,483 771,184
219,382 345,290 462,710
146,255 230,193 308,473

Financials ($)

Revenue 446,443 731,274 1,150,967 1,542,367
OE 363,976 562,297 854,364 1,146,557
Gross Profit 61,060 82,467 168,977 296,603 395,811
SGA 56,447 118,683 214,675 236,957

Net Profi

26,020 50,294 81,928 158,854

Assets 507,830 533,850 584,144 625,108 704,535
Liability - - - - -
Equity 507,830 533,850 584,144 625,108 704,535

Closing Cash 121,032 197,052 197,346 213,310 292,737




Market Research

Sources:

revenue increasing at a compound annual growth rate (CAGR) o
$99.4 billion by the end of 2025. In 2025 alone, the in

S
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Market Research

Profit Margin
Total profit margin (%) and annual change from 2012 - 2030
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advances, the industry continues to face several structural challenges. Chief
is the persistent driver shortage, compounded by high turnover rates,
cularty among large fleets. Recruiting and retaining younger drivers has proven difficult,
leadinhg to labor capacity constraints and increased operating pressure on existing personnel.
According to industry data, high fleet turnover remains a costly issue, impacting service
continuity and increasing recruitment and training expenses.

The industry also felt the impact of elevated interest rates in 2023 and 2024, which affected
freight volumes—particularly for trucks servicing the construction and mining sectors. High
borrowing costs slowed industrial investment, leading to reduced manufacturing output and
fewer shipments of raw materials and finished goods. Despite this dip in revenue in 2023,
local freight trucking still fared better than many long-distance freight segments, largely due
to its essential role in short-haul and last-mile logistics within growing e-commerce
ecosystems.

Sources:

Local Freight Trucking in the US - Market Research Report (2015-2030) https://www.ibisworld.com/united-states/industry/local-freight-trucking/1149/




Market Research

Technology is set to play a central role in shaping the future of local freight trucking. Companies are
investing heavily in digital tools such as cloud-based route optimization, telematics, predictive
maintenance, and Al-driven fleet management systems. These technologies not only enhance
delivery efficiency but also reduce fuel consumption and vehicle downtime. In parallel, industry
leaders like Aurora and JB Hunt are piloting Level 4 autonomous trucks, aiming to eventually
eliminate the need for drivers on long-haul routes. While full automation may take years to scale, its
gradual adoption is expected to alleviate labor shortages and improve operational reliability in the
long term.

Stricter emissions regulations are a defining factor in the industry’s outlook. The Enwi onm%

Protection Agency (EPA) and National Highway Traffic Safety Administration-{N T@h e

introduced new greenhouse gas standards for heavy-duty vehicles beginning wi 027,
s be“zero-

extending through 2032. Meanwhile, states like California mandate that alt"dr
sﬁbed ehicles and

emission by 2035. These policies will force operators to phase out-die
invest in electric or hydrogen-powered alternatives. Although-this i regdires significant

S

upfront capital, it opens up new opportunities for grants,
for early adopters committed to sustainability.

Fuel cost volatility continues to influence opera@% argins, with global factors such as oil supply
disruptions and increased travel demand driving prices upward. To mitigate these impacts, more
trucking firms are exploring alternative enérgy sources. In Asia, for example, the shift toward
liguefied natural gas (LNG)-powered-trucking is already under way. In the US, companies are
beginning to explore both LNG andbattery-electric vehicles. The adoption of these energy solutions
depends on supporting infrastructure, such as charging or refueling stations, which remains limited
but is expanding due topuUblic and private investment.

artnerships, particularly

Sources:
Local Freight Trucking in the US - Market Research Report (2015-2030) https://www.ibisworld.com/united-states/industry/local-freight-trucking/1149/




Market Research

The U.S. federal, state, and local governments play a crucial role in driving demanefar Al-powered
economic intelligence and financial analytics. Government agencies utilizé Al fox economic
forecasting, tax fraud detection, and policy analysis, while regulatory” bodies leverage Al for
compliance monitoring and financial risk assessment.

The federal government is projected to account for a significant share of Al-refated industry revenue
in 2024, driven by investments in cybersecurity, finapeial monitoring, and economic planning tools.
The increasing use of Al in public finance managenient and economie’policy formulation highlights its

critical role in shaping national and global eco om'@%tegies.
NN

N

Institutional investors and” cor ntitieS continue to adopt Al-powered financial intelligence

solutions to optimize-por agentent, mitigate risks, and enhance predictive analytics. In 2024,

institutional fuads ed t6 comprise a significant portion of Al-driven financial analytics

revenue, ri mg%t e inctreased adoption of Al in wealth management, fintech solutions, and
ystenis.

automdted

Flm%w e, major financial institutions, hedge funds, and multinational corporations are investing in
. @p ered economic intelligence platforms to gain competitive market insights, assess geopolitical
' risks,and optimize investment strategies.

The academic and research sectors are key contributors to the advancement of Al and financial
analytics. Universities and research institutions are investing in Al research for economic modeling,
guantitative finance, and behavioral analytics, supporting breakthroughs in Al-driven economic
theories and financial intelligence frameworks.

Nonprofit organizations and think tanks also utilize Al-driven analytics to research economic trends,
analyze financial policies, and provide insights into global economic stability. These institutions play a
vital role in expanding the knowledge base and enhancing the practical applications of Al in financial
intelligence.

Sources:

Local Freight Trucking in the US - Market Research Report (2015-2030) https://www.ibisworld.com/united-states/industry/local-freight-trucking/1149/




Market Research

LTL freight services make up the largest segment in the local freight trucking industry. These services
are used when shipments do not require a full truckload and are consolidatee”with otker cargo to
optimize space and reduce shipping costs. LTL is especially important e-commerce, Xetail, and
small manufacturers, where frequent deliveries of smaller loads are néeded. The rise ofjust-in-time

@ Intermodal transportation ($30.6bn) 30.8%

@ Truckload transportation ($28.6bn) 2a.8%

@ Dry-bulk transportation ($15.1bn) 15.2%

@ Less-than-truckload transportation ($14.8bn) 14.9%
Other ($10.2bn) 10.3%

Sources:

Local Freight Trucking in the US - Market Research Report (2015-2030) https://www.ibisworld.com/united-states/industry/local-freight-trucking/1149/




Market Research

Wholesalers act as intermediaries between manufacturers and retailers, requiring trucking services
to move large quantities of goods efficiently. Many rely on less-than-truckload (LTL) carriers for
regional distribution to retail outlets and commercial customers.

This category includes sectors such as agriculture, healthcare, government agencies, and
households. These clients use local freight trucking for a variety of niche or one-time delivery needs,
including medical supplies, farming inputs, and specialized equipment.

Major Markets Segmentation
Industry revenue in 2025 broken down by key markets

@ Lumber and constyuctién lers/retailer ($21.9bn)  z2.0%
@ Miscellaneous durable goods wholesalers/retailers ($19.3bn)  19.4%
@ Food manufacturers ($12.4bn) 12.5%
@ Beverage and tobacco manufacturers ($6.9bn) 9%
@ Other manufacturing ($29.7bn) 29.9%
Other wholesalers and retailers ($9.2bn) 9.3%



Business Model

"Company Name XYZ" will be a privately held trucking company incorporated in Okfuskee County,
Oklahoma, specializing in flatbed freight transportation services. The business will operate from a
strategically located 20-acre property at 368179 US Highway 62, Boley, Oklahoma 74829. This
property will serve as the company’s operational hub, housing a dispatch center, weekend parking
facility, and a fully equipped maintenance shop to reduce third-party costs and downtime.

The company will be co-owned and operated by "Owner Name 1" and "Owner Name 2", who will
each hold a 50% ownership stake. With over 40 years of combined experience in trucking, dispatch
coordination, and equipment maintenance, they will bring deep industry knowledge and a
commitment to high service standards. Both owners will initially operate their own trucks under the
business, ensuring hands-on leadership and operational oversight from day one.

customer-first mindset,
through substantial inv



Business Model

To provide safe, reliable, and efficient flatbed transportation services while building lasting relationships
with our customers through personalized service, operational excellence, and a commitment to integrity
and professionalism.

To become a respected and trusted flatbed trucking company in the U.S., recognized for-€xc
service, strong customer loyalty, and sustainable growth—built on a foundation of h n
safety-first operations, and community-driven values.

K2
o 9

= Expand Fleet to Four Trucks
purchasing additional tr

@;\“\

%

in Five Years: Gfadually grow the fleet by reinvesting profits and

s as the customer'base increases.

= (Create Local Employment Opportunities® Hire qualified drivers, a dispatch assistant, and a maintenance
mechanic as the’company scales

= Build Long=Term Customer _Relationships: Secure repeat contracts by providing reliable, personalized
service\that exceeds industry standards.

= Achieve Tinancial Sustainability and Profitability: Reach break-even in the first year and generate
increasing netprofits through efficient operations and strong market positioning.




Business Model

Freight Contracts

The company’s core focus is to develop long-term contracts with clients in construction
and agricultural sectors who need ongoing transport solutions. By delivering dependable
service with safety and efficiency, "Company Name XYZ" aims to become a trusted
flatbed transport provider for these recurring and high-value shipments.

Spot Market Loads

To ensure consistent operations and maximize truck utilization, the company will also
secure short-term, high-volume jobs through spot market load boards like DAT and
123Loadboard. These loads provide flexibility and fast-paced revenue opportunities,
helping stabilize cash flow between longer-term contracts. @
S

Brokered Freight

"Company Name XYZ" will partner with freight brokers to acces
flatbed shipments. While these loads typically yield a Iower ma
work and expand route variety—especially valuable d

contract periods. This channel supports continuity d k expansion as the
business scales.

Flatbed Freight Transportatlon
e’
"Company Name XYZ" specializes in flatbed trueKing services, ideal for hauling oversized,
heavy, or irregularly shap€éd cargo. Flatbe ffer versatility and are essential for industries
like construction, agriculture, and ufacturing that require open-deck transport for
items such as stéel beams, lumber; farm equipment, and machinery.




Business Model

Kg@@ Experienced Ownership and Management

Customer-Centric Approach

"Owner Name 1" and "Owner
Name 2" bring extensive hands-on
experience in trucking, dispatch,
and logistics, which ensures
knowledgeable  decision-making,
operational efficiency, and strong
leadership from day one.

Iong term loyal

Success
Factors

@ Cost Efficiency Through Owner-Operation

By initially operating their own
trucks, the owners reduce labor costs
and reinvest profits directly into
business growth, ensuring financial
sustainability and efficient use of
capital.

NGB  Strategic Use of Flatbed Services

Specializing in flatbed transportation
allows the company to serve high-
demand sectors like construction and
agriculture, offering versatilit
hauling large or irregularl
cargo that general freig

cannot accommodat (g@‘)ég Multi-Channel Revenue Model

The combination of freight contracts,
spot market loads, and brokered
freight ensures diversified income
streams, enhancing cash flow
stability and adaptability in a
fluctuating market.




Business Model

g Operational Strategies

Start with Owner-Operated Trucks to reduce initial labor costs and
maintain full control over early operations.

Use a Centralized Dispatch Hub from the on-site shop to
coordinate routes, manage logistics, and communicate with
clients efficiently.

Prioritize Driver and Cargo Safety by maintaining strict compliance
with DOT and FMCSA regulations and performing regular vehicle
inspections.

Implement Preventive Maintenance using the in-house shop to
reduce downtime and extend the lifespan of each truck.

Build a Core Client Base by focusing on customer satisfactiom;
punctual delivery, and personalized service.

Utilize Load Boards and Broker Networks to mntaximi
utilization and secure consistent work in between @@Ioad y
Track Expenses and Profits Closely t %in a~lean cost
structure and reinvest earnings-into ere@ stafféxpansion.

Develop a Scalable~Staffing Plan that” grows with the fleet,
including phasediring of drivers, adispatcher, and a mechanic.

Adopt~"Efficient Route~ Planning Tools to minimize fuel
coAsumption, optimize load schedules, and reduce travel time.

Focus @n_Btilding Emergency and Expansion Funds before scaling
operations to ensure long-term financial stability and controlled
growth.

E Business Strategies

Establish a Strong Market Presence by delivering

g~ exceptional
flatbed freight services tailored to constructjeri and agriculture
clients.

Build Long-Term Customer Relationships through refiable service,
clear communication, and a_small-business persefalized approach.

Focus on Niche ~Spegci jon in~"flatbed transportation to
differentiate from r ightCompanies and attract high-value
clients. %

Vaiptai petitive Pricing by aligning with industry rates while

izing gQality and safety over underbidding.

%@9\%' est Profits Into Growth by avoiding dividends and allocating

%@©

earnings toward truck acquisition, staffing, and emergency
reserves.

Utilize In-House Maintenance Capabilities to reduce external costs
and increase control over truck performance and safety.

Leverage Load Boards and Brokers to ensure continuous workflow
and route diversity when direct contracts are unavailable.

Develop Strategic Partnerships with brokers, fuel suppliers, and
service vendors to reduce costs and expand reach.



Business Model

Partnership Type

Purpose of Partnership Strategic Benefit to "Company Name XYZ"

Freight Brokers

Load Board Platforms

Fuel Card & Truck Stop Networks

Local Maintenance & Parts Suppliers

Construction & Agri Su

Insurance

iers (Clients)

iance Advisors

Ensures a steady volume of work, especially in
early stages and during sleWw seasons; reduce
downtime and increases load availability

To secure consistent freight loads through third-
party intermediaries

edule gaps, helps

Access to real-time spot market freight .
new shippers, and

opportunities

expense tracking, improves driver experience
with access to showers, parking, and route
planning tools

Complements the in-house maintenance shop;
ensures access to replacement parts and expert
services for minimizing operational delays

Enables long-term, high-value partnerships,
Develop recurring freight contracts with builds brand reputation, and stabilizes revenue
businesses needing flatbed transport through repeat business from trusted industry
partners

Keeps the business audit-ready, legally
Maintain compliance with DOT, FMCSA, and compliant, and protected from liability; supports
insurance requirements credibility during E2 visa processing and
operational audits



Business Model

Regulatory Compliance

"Company Name XYZ" is fully committed to
meeting all federal and state transportation
regulations as outlined by the Department of
Transportation (DOT) and the Federal Motor
Carrier Safety Administration (FMCSA). The
company will obtain and maintain all required
registrations, including USDOT and MC
numbers, and ensure that all drivers participate
in federally mandated drug and alcohol testing
programs. Accurate driver qualification files,
maintenance records, and electronic logging
device (ELD) reports will be kept to comply with
Hours of Service (HOS) and safety
requirements.

Preventive Maintenance

The company will operate a dedicated on-site
maintenance shop, allowing for regular
inspections and timely repairs. This proactive
approach reduces the risk of mechanical failure,
improves vehicle lifespan, and ensures trucks
meet all safety standards before hitting the
road.

PN\

Insurance and Risk Management

"Company Name XYZ" will maintain
comprehensive insurance coverage, including
liability, cargo protection, and
damage insurance. This ensures

commercial
physical
financial protection for the business, its clients,
and its drivers in the event of an accident or
unforeseen event.

\ 07\

Driver Safety and Training

All drivers, including the co-owners during the
startup phase, will undergo regular safety
training focused on defensive driving, cargo
securement, emergency procedures, and
regulatory updates. Safety briefings will be part
of ongoing operations to promote a strong
safety culture within the team.




Business Model

Year 1 Year 2 Year 3
* Begin with 2 Trucks: Both = Continue Owner-Operated ® Add 3rd Truck to Fleet: Purchase and
"Owner Name 1" and "Owner Model: Maintain lean structure ~ €duip a third truck, expanding
Name 2" operate their while increasing revenue hauling capacity by 50%.
personal trucks under the through repeat business and ™ Increase Direct Contracts: Focus s
company, minimizing labor route optimization. marketing on securing more _
costs and ensuring full control ® Deepen Client Contracts: agricultural and construction clients
over service quality. Transition from spot market with regular freight needs.
= Set Up Operations at the 20- loads to more direct and
Acre Site: Use the Okfuskee repeat freight contracts with
County property as a base for reliable clients.
dispatching, parking, and light ® Reinvest in Equipment:
maintenance. Strengthen in-house tools and
* Ensure Full Compliance: systems to improve truck Year4 & 5
Obtain USDOT and MC servicing, record-keeping, and = Purchase 4th Truck: Invest
numbers, set up insurance, dispatch processes. in an additional truck to

and implement FMCSA- = Plan for 3rd Truck Acquisition; further grow hauling
compliant systems including Allocate funds and prep capacity.
ELDs and maintenance logs. documentation for

= Build Customer Relationships: a third truck b
Focus on reliability and
professionalism to begin
forming long-term client
relationships, especially in
construction and agricul
sectors.

Streamline Maintenance: Use
savings and scale to purchase
better tools, possibly hire part-time
mechanic support if needed.

= Explore Diversification: Consider
new markets or services such as
cross-border transport, refrigerated
loads, or brokerage services.



Business Model

. Strength

= Highly experienced co-owners with over 20 years of
trucking and dispatch experience.

= Owner-operated model minimizes labor costs and
enhances service control.

= Strategically located 20-acre property with an on-site
shop for dispatch and maintenance.

= Strong work ethic and customer-first values build trust
and client loyalty.

= Personalized service differentiates from larger,
impersonal carriers.

. Opportunities

Leveraging load boards and broker ne or
consistent freight flow.

Expansion into cross-border f'gh@aliz

services such as oversized load handli
Opportunity to build ocused on

ization software and
dispatchtechnology to improve efficiency.

. Weakness

‘ Threats

Limited access to large capital re
expansion.

Rising fuel prices and vehicle maintenance
costs reducing profit margins.

= Truck driver shortages and increased labor

costs industry-wide.

= Regulatory changes (DOT, FMCSA) increasing

compliance costs and paperwork burden.

= Risk of mechanical breakdowns or delays

without proper contingency planning



Business Model

Flatbed Specialization

While competitors such as Western Flyer
Xpress and Palms Transport handle multiple
freight types, "Company Name XYZ" focuses
exclusively on flatbed freight, giving it a
competitive edge in sectors like construction
and agriculture. This specialization allows for
greater attention to safety, load handling, and
industry-specific needs.

Strategic Cost Control

"Company Name XYZ" operates from a
privately owned 20-acre facility in Okfuskee
County, which houses an on-site maintenance
shop. This reduces reliance on third-party
service providers, lowers maintenance costs,
and improves turnaround time—advantages
not commonly available to similar-sized
competitors.

Relationship-Driven Growth Strategy

Rather than underbidding competitors or
relying solely on high-volume freight,
"Company Name XYZ" emphasizes building
long-term relationships with a few key clients.
This quality-over-quantity approach fosters
loyalty and ensures consistent revenue,
especially valuable during market fluctuations.

Flexible and Scalable Model

With a phased 5-year growth plan, the
company scales its fleet and staffing
responsibly—ensuring operational stability and
customer satisfaction at every stage. Unlike
larger carriers focused on rapid expansion,
"Company Name XYZ'"'s lean model allows for
more agile decision-making and personalized
client engagement.

Owner-Operated and Customer-Focused

"Company Name XYZ" is directly managed and

operated by its co-founders, "Owner Name 1"
and "Owner Name 2", who each bring years of
hands-on trucking and dispatch experience.

Unlike large carriers with layers of
management, "Company Name XYZ" offers
clients direct access to decision-makers,
ensuring responsive service, transparency, and
personalized support.




Sales & Marketing

e Pricing

Product e Promotion

"Company Name XYZ" offers specialized flatbed
freight transportation services, focused on hauling = Marketing efforts wi
oversized, heavy, and irregular cargo such as rather than tradi
construction materials, agricultural equipment, includes o
steel, and lumber. The service is reliable, safety- %

A

ocus on relation
onal advertising
each through

ip-building
nitial promotion
broker networks, local

focused, and tailored to meet the needs of clients
in construction, manufacturing, and agriculture. ompany Name XYZ" will expand its
The company also offers dispatch coordination, \ , including a company website and
real-time updates, and customer-first service ‘ \ inedoad board profiles.

backed by experienced owner-operators.

Place

= QOperations are based in Okfuskee County, Oklahoma,
serving both regional and national markets. The 20-
acre base includes a shop for dispatch, maintenance,
and truck parking. Loads are secured through direct
client contracts, brokered freight, and spot market
platforms like DAT and 123Loadboard, ensuring wide
geographic coverage.

"Company Name XYZ
competitors but jn
personalized _s

alde through
and safety.



Management

"Owner Name 1"
Co-Owner
xxx@gmail.com| R¢ xxx-xxx-xxxx| ® RR1 Ferintosh, AB TOB 1M0

Experienced and dependable professional truck driver with over 25 years in the transportation and agricultural-ifidustries. Provep-€xpertise in hauling bulk
agricultural commodities, operating and maintaining heavy equipment, and managing livestock operations,-Strong mechanicakaptitude, self-motivated, and

committed to safety and customer satisfaction. @

. éul ard agricultural freight transport
@ ventive truck and trailer maintenance
ivéstock management and fencing

Owner-Operator Truck Driver - Bulk Transport — Taber, AB 2024 - Present
= Operate Super B hopper trailers transporting grain and fertilizer

= Conduct regular truck maintenance and inspections @@

= Ensure timely delivery and adherence to safety protocols Flatbed and hopper trailer operation

@% = Strong work ethic and time management

Owner-Operator Truck Driver Lee Transport — Camrose, AB2016 —

= Hauled agricultural products using Super B trailers «
= Maintained truck and trailer units ©

= Built strong relationships with clients and disp tchgbk
Ranch Hand Prairie Animal Health Center — Es@g K2014 - 2016
= Managed 70 cow-calf pairs and50 roping steers

= Trained horses and maintained steel fencing
= Qversaw hay crop and feeding schedule

Farmer / Owner-Operator Self-Employed — Ojinaga, Chihuahua, Mexico1997 — 2014
= QOperatéed a cotton and alfalfa farm with 250 cow-calf pairs

= Transported grain, bales, and machinery

= Managed gay-to-day operations and land development



Management

"Owner Name 2"
Co-Owner
xyz@gmail.com| R xxx-xxx-xxxx | ® RR1 Ferintosh, AB TOB 1M0

Skilled and motivated truck driver and logistics coordinator with extensive experience in flatbed and agricultural transportation. Proven ability to manage
dispatch operations, coordinate multi-truck fleets, and maintain trucks to high safety standards. Brings a stroag work ethic, teamrleadership, and client service

mindset. @9@

g opetations and long-haul transport.

= QOperate Super B hopper trailers hauling grain and fertilizer. @ pateh coordination and fleet scheduling.

= Perform mechanical inspections and regular truck maintenance. %@ Preventive maintenance and minor mechanical repairs.
= Ensure load safety and timely delivery. @ Agricultural load handling and flatbed hauling.

@% = Strong communication and customer service.
Owner-Operator Truck Driver Lee Transport — Camrose, AB2021 — 2@

= Delivered agricultural loads across Western Canada
= Maintained consistent service records and customet sa@n

Owner-Operator Truck Driver - Bulk Transport — Taber, AB 2024 - Present =

= Conducted minor mechanical repairs

Dispatcher Lee Transport — Camrose, AB2019

= Dispatched 25—-30 Super B trueks.
= Scheduled drivers and optimized routes for grain and fertilizer delivery.
= Maintained load documentation and resolved logistics issues.

Truck Driver Lee Transport — Camrose, AB2017 — 2018
= Hauledfertilizer and grairloads using Super B trailers
= Maintained trucks and trailers to company standards

Ranch Hand Prairie Animal Health Center — Estevan, SK2014 — 2016
= Assisted with cow-calf operations and hay production
= Built steel fences and helped train horses



Sources and Uses of Funds

Capital Structure Amount ($) %
1 Mr. "Owner Name 1" 250,899 50%
2 Mr. "Owner Name 2" 250,899 50%
Total Business Value 501,798 100%
Sources
S. No Description Amount ($) %
1 Equity 501,798 100%
Total 501,798 100%

Initial Investment

S. No Description Amount ($) %
1 Truck Acquisition 250,000 50%
2  20-Acrelot 101,076 20%
3  Shop facility 85,722 17%
4  Regulatory & Legal Compliance Fee 5,000 1%
5  Marketing & Branding 5,000 1%
6 Permits & Licensing 4,800 1%
7  Admin Supplies & Dispatch Tools 1,000 0%
8  Staff Salaries 10,450 2%
9 Insurance Cost 24,000 5%
< 10 Working Capital 14,750 3%
Total Startup Cost 501,798 100%




Financial Plan

Assumptions
Number of Months

Total Trucks
Growth

Growth
Revenue Per Mile
Growth Rate

Revenue from Freight Contracts
Allocation % for total Miles Driven
Average Miles Driven per Truck - Annual
Revenue per Truck - Annual

Total Revenue from Freight Contracts

Revenue from Spot Market Loads
Allocation % for total Miles Driven
Average Miles Driven per Truck - Annual
Revenue per Truck - Annual

Total Revenue from Spot Market Loads

Revenue from Brokefred Freight
Allocation % fef total Miles Driven
Average Nliles Driven per Teuck - Annual
Revenue per Truck - Arinual

Total Revenue from Brokered Freight

Total Revenue

Average Miles Driven per Month per Truck

uom

@@b ,800

Year 1

12

8,000

2.15

50%
48,000

Year 2

12

0%

8,240
3.0%
2.26
5.0%

50%
49,44(Q

Year 3

12

30%

8,570
4.0%
2.37
5.0%

%

103,200 87
206,400 %@@

@@

61,920
123,840

20%
19,200
41,280
82,560

412,800

30%
29,664
66,966

133,933

20%
19,776
44,644
89,289

446,443

30%
30,851
73,127

219,382

20%
20,567
48,752

146,255

731,274

Year 4
12

4
30%

9,255
8.0%
2.59

@@@

50%

55,531
143,871
575,483

30%
33,319
86,323

345,290

20%
22,212
57,548

230,193

1,150,967

Year 5
12

5
30%

9,450

@%%

50%
56,697
154,237
771,184

30%
34,018
92,542

462,710

20%
22,679
61,695

308,473

1,542,367




Financial Plan

Particulars Year 1 Year 2 Year 3
Revenue 412,800 446,443 731,274
OE (351,740) (363,976) (562,297)
Gross Profit 61,060 82,467 168,977
SG&A (55,028) (56,447) (118,683)

Net Profit 6,032 26,020

Year 4
1,150,967
(854,364)

296,603

Year 5

1,542,367

158,854

Net Profit %’age With Revenue NP % to Revenue

1,800,000
1,600,000
1,400,000
1,200,000
1,000,000

800,000 .
600,000 6% 7% 7% _

200,000

- 0% 0%
\U/v-z Y3 Y4 Y5 v-1 Y-2 Y-3 v-4

I Revenue e NP% e GP% = @ = NP%

26%

26%

10%

”‘

COS and SGA %’age With Revenue

120.00%
100.00%
80.00%
60.00%
40.00%
20.00%
0.00%

Y-1 Y-2 Y-3 Y-4 Y-5

mCOS mSGA



Financial Plan

Projected Balance Sheet Year 1 Year 2 Year 3 Year 4 Year 5

Net FA 386,798 336,798 386,798 411,798
Cash 121,032 197,052 197,346 213,310
Total Assets 507,830 533,850 584,144 625,108

Current Liabilities - - -

Capital 501,798 501,798 501,798

Retained Earnings 6,032 32,052 82,346 23,128
Drawings - - (120,391)
Total Equity & Liabilities 507,830 533,850 704,535
Projected Cash Flow Year 1 Year 2 ~ Year3 Year 4 Year 5
Revenue 31,274 1,150,967 1,542,367
Capital - - -
Total Inflow 731,274 1,150,967 1,542,367

Capital Expenditure - 125,000 125,000 125,000
Costs of Services 182,920 281,848 396,505 502,970
Salaries and Wages 131,056 253,508 485,135 651,603
Marketing & Adverti 4,128 4,464 7,313 11,510 15,424
5,000 5,250 5,513 5,788 6,078

24000 24000 34200 45600 57000

21,900 22,733 23,600 24,501 25,439

- - - 40,964 79,427

793,566 370,423 730,980 1,135,003 1,462,940

ash In Hand 121,032 76,020 294 15,964 79,427
Opening Cash 0 121,032 197,052 197,346 213,310

Closing Cash 121,032 197,052 197,346 213,310 292,737



Financial Plan

Total Employee Count
Designation

Co-Founder ("Owner Name 1")
Co-Founder ("Owner Name 2")
Operations Manager

Dispatch Coordinator

Truck Drivers

Mechanic

Total Counts

Annual Wage

Designation

Co-Founder ("Owner Name 1")
Co-Founder ("Owner Name 2")
Operations Manager

Dispatch Coordinator

Truck Drivers

Mechanic

Total Outflow - Wages
Designation
Co-Founder ("Owner Name

Dispatch Coordinator
Truck Driver
Mechanic

Total Outflow - Wages

Year 1 Year 2 Year 3
1 1 1
1 1 1
0 0 0
0 0 1
0 0 1
0 0 0
2 2 4

Year 1 Year 2 Year 3

62,700 65,528

62,700 65,528

67,500 70,544

44,000

62,700 65,5

58,500

Year 3

65,528 68,483

00 65,528 68,483

0 0 0

0 0 48,058

0 0 68,483

0 0 0
125,400 131,056 253,508

Year 4

N O W R B Rk R

Year 4
71,572
71,572
77,051
50,226
214,715
0
485,135

Year 5

Year 5
74,800
74,800
80,526
52,491
299,198
69,789
651,603

,400,000
1,200,000
1,000,000
800,000
600,000
400,000
200,000

Staff Cost %’age With Revenue

42% 42%

30% 29% ....' I

Yearl Year2 Year3 Year4 Year5

I Revenue ¢ ¢ - e Staffing Cost %

45%
40%
35%
30%
25%
20%
15%
10%
5%

0%



Financial Plan

Fixed Asset Schedule

Opening

Trucks

20-Acre lot

Shop facility

Total Assets - Opening

Depreciation
Trucks
20-Acre lot
Shop facility

Total Depreciation

Closing Balance

Purchases:
Trucks
20-Acre lot
Shop facility

Year 1

250,000
101,076

85,722
436,798

(50,000)

(50,000)

386,798

25 0

101,076
85,722

Year 2

386,798

386,798

(50,000)

(50,000)

336,798

Year 3

336,798
125,000

461,798

(75,000)

(75,000)

125,000

Year 4

386,798
125,000

511,798

(100,000)

125,000

125,000

Year 5

411,798
125,000

536,798

(125,000)

125,000

125,000

Key Performance Indicators
Total Investment

Cash Flows (Year 1-5)

Net Present Value

Internal Rate of Return

Accounting Rate of Return (avg of 5-year profits)

Revenue CAGR

Profit CAGR

Cash CAGR

10%

Amountin $




Financial Plan

COS — Breakdown

Depreciation - Operations
Salaries & Wages - Operation
Tolls & Permits

Permits & Licensing

Tires & Consumables

Maintenance Cost

Fuel Cost

0% 20% 40% 60% 80% 100%

mY-1 mY-2 mY-3 nY-4 Y5

SGA - Breakdown

Salaries & Wages - Admin
Insurance Cost

Professional S

Office/Admin Supplies 9

Shop Repairs aintenance Supplies

oad Board & Dispa ools
Utilities
Regulatory

[

—
Legal Compliance Fee -

-

Marketing & Advertising

0.0% 1.0% 2.0% 3.0% 4.0% 5.0% 6.0% 7.0% 8.0%

Services Wise Revenue Breakdown

60%

50%

40%

30%



"Company Name
XYZ"

Thank You




