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The DOT Doctor, LLC 
59 Glen Knoll Drive 

Wylie, TX  75098 
(214) 810-7597 

http://thedotdoctor.com 

Co-owners:  Andrea Sitler, Isabella Sanchez 

Introduction 

The DOT Doctor, located at 59 Glen Knoll in Wylie, TX  75098, has been in business since October 2008.  

Andrea Sitler and Isabella Sanchez, along with five others formed a partnership in this venture.  Due to 

organizational changes, The DOT Doctor will become The DOT Doctor, LLC by no later than year's end.  

Exclusively Ms. Sitler and Mrs. Sanchez will own the new venture in a partnership agreement.   

Communication with The DOT Doctor, LLC is available through the business phone at 214-810-7597.  The 

website for the business can be found at http://thedotdoctor.com.  Communication via email is 

available by contacting Andrea (asitler@thedotdoctor.com), Isabella (isanchez@thedotdoctor.com) or 

through the general mailbox (info@thedotdoctor.com). 

The DOT Doctor, LLC will service the trucking industry.  Our goal is to provide safety training and 

increase CSA 2010 scores for our clients.  We wish to make the roadways a little safer one truck at a 

time.  While the Federal Motor Carrier Safety Administration (FMCSA) creates the regulations that 

govern trucking, the Department of Transportation (DOT) enforces said rules.   These rules are 

constantly evolving and changing.  Remaining compliance with current regulations is a difficult and time-

consuming task.  The DOT Doctor, LLC is here to lessen this task.  Our experts remain current in all 

occurrences within the regulatory field.  This allows us to service our clients with confidence.   

The DOT Doctor, LLC will provide the same service offerings as The DOT Doctor.  We will continue to 

conduct mock audits to ready your company for a DOT inspection.  We will calculate your quarterly 

specialty fuel taxes such as IFTA and annual taxes such as the Form 2290, Highway Vehicle Heavy Use 

tax.  We can create safety programs, training sessions and monthly newsletters that help you remain in 

compliance with all FMCSA regulations.  We will even handle your Driver Qualification (DQ) files and 

maintenance reporting as well as the accident registry.  Our trained investigators are accustomed to 

accident investigation, first on the scene responder and handling the media to protect our clients. 

The DOT Doctor, LLC will teach you how to understand your CSA 2010 score.  We offer a unique program 

where we track your score as well as your data when you subscribe to our Presidential Plan.  The 

Presidential Plan combines IFTA calculation services with logbook auditing services.   This allows us to 

identify your weaknesses and customize a program to address them before they are detected by the 

DOT.   This unique program allows you to avoid mandatory Electronic Onboard Recorders (EOBR) 

installation and keeps your fleet rolling. 

http://thedotdoctor.com/
mailto:asitler@thedotdoctor.com
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Understanding CSA 2010 

December 2010 began the new mandate by the Federal Motor Carrier Safety Administration (FMCSA) 

entitled CSA 2010.  CSA 2010 is a new initiative to ensure highway safety. 

Compliance, Safety, Accountability (CSA) is a Federal Motor Carrier Safety Administration 

(FMCSA) initiative to improve large truck and bus safety and ultimately reduce crashes, injuries, 

and fatalities that are related to commercial motor vehicles.  It introduces a new enforcement 

and compliance model that allows FMCSA and its State Partners to contact a larger number of 

carriers earlier in order to address safety problems before crashes occur.  (FMCSA, 2011a) 

CSA 2010 introduces no new regulations. It is simply a means of quantifying and enforcing regulations 

that have been in place for over fifty years.  Until now, SAFER was the system used to capture and 

display the results.  SAFER allowed for companies to go undetected that were operating on the 

borderline of safety.  This was especially true for larger fleets like Schneider, Werner and JB Hunt.   

Through this new initiative, fleets are scored in multiple categories on very specific issues.  This allows 

for quantification and capturing of data on each fleet based on their strengths and weaknesses in each 

area.  No longer is there one number that allows for fleet averaging.  Under these new standards, a fleet 

that fails to obtain required operating standards in more than two areas will be shut down until the 

Department of Transportation (DOT) deems said fleet to be once again roadworthy.  Through repeat 

offenses, the fleet can lose their right to operation with no appeal.  Fleets are judged against their peers 

meaning that liked sized fleets are compared when scoring. (FMCSA, 2011b) 

In order for trucking companies to comply with this new method of measurement, data capture of the 

fleet's actions, accidents, hours of service (HOS) violations and cargo issues must be captured.  Fleets 

using electronic on-board recording (EOBR) systems are already capturing the data however; most fleets 

have no means of analyzing what has been captured.   

The DOT Doctor, LLC teaches its clients how to understand their CSA 2010 score.  We offer a unique 

program where we track your score as well as your data when you subscribe to our Presidential Plan.  

The Presidential Plan combines IFTA calculation services with logbook auditing services.   This allows us 

to identify your weaknesses and customize a program to address them before they are detected by the 

DOT.   This unique program allows you to avoid mandatory EOBR installation and keeps your fleet 

rolling.  It is not offered by any of our known competitors. 

 

Nature of Business 

This business will provide DOT Safety Training and regulatory services to trucking companies of varying 

sizes.  The target market is small fleets of 10-50 units of which there are thousands registered in the DOT 

database.  Our main offering is the Presidential Package, which consists of a hybrid offering of IFTA filing 

and logbook auditing.   We will calculate your IFTA fuel taxes for quarterly filing purposes, e-file your 



taxes, audit your driver's logs against fuel receipts and other documents, write the required letters of 

reprimand, provide targeted safety training for patterned offenders, provide fuel monitoring services 

and provide updated notifications for HOS and other regulatory changes.  Customized safety training is 

our secondary market along with a myriad of other related services. 

The DOT Doctor, LLC is targeting small fleet owners because they are the most overlooked segment of 

the trucking industry.  Small fleets tend to become lost in the shuffle.  They contract their trucks to 

larger fleets who promise protection and guidance but rarely delivery on that promise.  The DOT use to 

overlook these smaller fleets but in their recent hunger for revenue, they have become their target.   

Small fleet owners usually are still driving one of their rigs.  They are good at trucking but weak on 

paperwork and compliance.  Large firms like JJ Keller are price prohibited for their packages are geared 

towards the mega fleets.  We have geared our pricing and programs for the forgotten small fleet owner. 

 

Statement of Financing Needed 

Funding for these initial costs are coming from a mix of profit from the transitioning company, personal 

savings and the proposed business loan.  In order to present our business in the most professional light, 

rental of a small office location is desired.  There are small offices located on Hwy 544 heading into 

Murphy that have been built for this specific type of need.   Financing of $250,000 is being requested to 

cover the initial 5-year period of rental expenses, start up equipment and supplies, advertisement and 

marketing costs along with first year salaries for our anticipated employees.   This is to be repaid over 

the five-year period. 

 

Statement of Confidentiality of Report 

This report is confidential and is the property of the co-owners listed above.  Only the person to whom it 

is transmitted is allowed access to its contents.  Any reproduction or divulgence of any of its contents 

without the prior written consent of the company is prohibited. 

 

Business Design 

The DOT Doctor has been a home based business since inception.  These 2.5 years have allowed up to 

develop our marketing strategies and decide what direction we wish to take the company.  Originally we 

were created out of necessity of seven laid off workers.  Since then, three members have moved onto 

full retirement, two members found work in another field and Isabella and Andrea remain.  This year 

we, the remaining two partners, are dissolving the original company and recreating The DOT Doctor, 

LLC.  This transition is expected to be completed by year's end at latest. 



Transitioning from our home offices to a more public location will require a small initial investment of 

approximately $40,000.  The location off Hwy 544 offers us exposure to six lanes of heavy traffic each 

day including truck traffic.   

The office equipment will be purchased.  It will consist of five computers, a printer, copy/fax machine 

and a basic phone system.  This will break down to two-networked PC, 2 laptops for the partners and a 

laptop for sales.  IKEA type furnishings and an office style rug will furnish our new office space along 

with a signboard for the exterior.   The company website is maintained through a web service and is 

expected to remain outsourced. 

 

Description of Venture 

The DOT Doctor strives to make the roadways a safer place for all to travel.  We do this through training, 

guidance and communication.  Our experience and service offerings allow us to offer training to CDL 

drivers, guidance to management and communication of new regulations or regulatory changes to all 

those associated with the transportation industry.  We established a free DOT Help group in which all 

are welcome to participate.  This has allowed us to include members of the community that would 

otherwise have little interest in trucking.  In doing so, we can openly educate these individuals on safe 

operations around trucks such as watching out for blind zones.  The group shares their experiences and 

expertise for the good of all.  This is our way of giving back to the community.  Our pay services expand 

on these issues and aid companies in developing safer drivers.  "Safety First" is not just our motto, it is 

our goal. 

The DOT Doctor, LLC will offer a wide variety of safety related services from quarterly filings to audits to 

complete custom safety plans.  We are an organization of two with plans to expand to five.  The two 

partners will concentrate on larger contracts and complex consulting gigs while the data entry clerks can 

serve as receptionist/greeter in conjunction with entering the IFTA information into our prepared forms.  

A sales person is needed to help generate contacts and revenue.  Salaries are a combination of a base 

salary plus commission on sales or projects worked. 

 

Background of the Partners 
 

Ms. Sitler and Mrs. Sanchez both come from over two-decades of transportation safety experience.  

They worked together for the past decade at a global consulting firm.  Prior to that, each had gained 

additional experience in transportation through management roles at their former employers.   

Isabella Sanchez is a University of Texas graduate.  She was born and raised in the Lone Star State and 

currently calls Rockwall home where she resides with her husband and four children.  Mrs. Sanchez 



served on several safety councils and obtained the office of Director of Safety before moving into 

consulting. 

Andrea Sitler is originally from Baltimore, Maryland but relocated to Texas about ten-years ago.  Ms. 

Sitler is the former General Manger of BPAC Transportation where she helped develop the systems in 

place and grow the company into a multi-million dollar venture.  Moving into consulting, she worked the 

next 8-years as a Senior Global Project Manager for B.E.S.T. Consulting specializing in safety awareness 

and training as well as system design and creation for logistic analysis.  She created accident review 

boards for several of her clients and served on the GMTA Safety Council as well as the Transportation 

Board for the local Chamber of Commerce.  She has various certifications in Safety and Logistics 

Management, Leadership, Project Management and SMITH System training.  She is a graduate of the 

University of Maryland. 

 

Organization Plan 

The DOT Doctor is set up as a partnership at present.  There is consideration of changing that structure 

to an LLC as we redesign the company.  Moving to an LLC will afford the partners better protection again 

their own personal interests should the need arise.    

Isabella Sanchez and Andrea Sitler are the named partners, each with an equal stake in this business.  

Each member has a 50% ownership and equal say in all dealings.  Accordingly, each partner assumes 

equal risk.  At present, there are no plans for a Board of Directors.  The consideration of inviting some 

former senior colleagues, now retired, to said position still remains a viable option.  It is our belief that 

such a board will only become necessary with extreme growth or in the case of indecision.   



 

Organizational Structure  

 

 

Strengths and Weaknesses 

The DOT Doctor, LLC is created from a wealth of knowledge in safety and logistics management.   Both 

Isabella and Andrea have been referred to as Subject Matter Experts and have built their reputations in 

the field.  While both are skilled on the computer, in the boardroom and on the field, neither have 

experience in marketing, promotion or sales.  The same can be said of their former partners.  This factor 

is the leading cause in the stalled growth of the organization.  For The DOT Doctor, LLC to become a 

successful enterprise, a sales and marketing professional must be consulted. 

The current economy has been rough on small businesses and especially so on consulting firms.  Just like 

temporary agency workers or firms offering said workers, we are in a business where our type is the first 

cut.  On the flip side, we are generally the first to be contracted as the economy rebounds.  Consultants 

offer a client the flexibility of affordable expertise without the long-term commitment or expense of an 

employee relationship. 

 

Partners

Employees

Accounting/Payroll

Marketing

Webmaster/ IT

Sales Staff

Data Entry

Other revenue generating 
staff

Consultants

Field personnel

Project Managers

Top Line Service Providers



Marketing Plan 
 

The DOT Doctor, LLC is a unique service offering catering to the transportation industry and more 

specifically the niche of small fleet owners whose business is domiciled in the continental US.  We offer 

a unique data-tracking plan that enables our customers to proactively meet CSA 2010 standards and 

DOT regulatory compliance.  This saves our clients money that would have been spent on fines as well as 

downtime for equipment or driver non-compliance.  We are their partner in compliance, which allows 

our customers to focus on what they do best; drive truck.  We handle the paperwork and the 

government, which is what we do best.  This keeps the doors open for The DOT Doctor, LLC and our 

clients in the trucking business. 

Financing and financial costs have been completely out of pocket for The DOT Doctor.  This has limited 

our marketing and promotional abilities.  Through angel investors such as those available at Angel 

Capital Association (2011), loans and other outside financing options, we plan to improve these efforts 

with more direct contact campaigns and the hiring of a sales staff.  We have considered engaging the 

services of a marketing professional on a contractual basis to boost name recognition of our business 

and present our services in a more attractive light. 

Our current marketing plan has been 90% web based and 10% cold calling.  Our website offers a detailed 

description of all of our services.  It provides free samples in the order of training manuals and other 

useful items.  It discusses safety and the need for it in the workplace, on the highways and at home.  

Through search engine submission, blogs, keyword advertising, Facebook campaigns, LinkedIn group 

meetings and email marketing; potential clients are directed to The DOT Doctor's website.   Interested 

clients then fill out our forms, email or call the company for a free consultation and proposal.  This has 

been our most effective means of gaining new clients to date. 

Cold calling and mailing campaigns have yielded less than desirable results.  Averaging one client per 

100 mailers is not an acceptable return on our investment.  A more aggressive sales and marketing 

approach is needed if we are to succeed in our venture. 

 

Overall Objectives 

The DOT Doctor has been a home based business since inception.  These 2.5 years have allowed up to 

develop our marketing strategies and decide what direction we wish to take the company.  Originally we 

were created out of necessity of seven laid off workers.  Dealing with the shock of a sudden layoff, we 

pooled our strengths and created The DOT Doctor.  Since then, three members have moved onto full 

retirement, two members found work in another field and Isabella and Andrea remain.  This year we, 

the remaining two partners, will dissolve the original company and recreate The DOT Doctor, LLC.   

Once this is official, we are seeking to move from home offices to a small rental office space in the 

Wylie/Murphy area.  This will allow us to present a more professional presence.  We plan to hire a 



salesperson and data entry personnel as needed.  If we soar above our expectations, then we will hire 

additional consultants to handle the client load. 

In five years, we are hoping to have the need for at least five data entry clerks, three sales people and as 

many as ten consultants on staff.  This would mean The DOT Doctor, LLC was generating a minimum of a 

million dollars in revenue per year. 

 

Current Cliental 

The DOT Doctor currently services two long-term compliance contracts and subscription contracts for 

200 trucks.   The service offerings of The DOT Doctor, LLC are divided into two categories.  Subscription 

services are our core services slated to be performed by our data entry/clerical staff.  These include IFTA 

calculations and logbook auditing.  Currently Isabella or Andrea is performing these services and it is not 

cost productive since their time is more valuable creating proposals and making sales calls.  Either 

partner or a hired safety professional performs the contractual services.   These include CSA 2010 

training, mock DOT audits, onsite safety services, manual authorship and other similar services.   

Contractual terms range from three months to several years.  The average cost of a contractual service 

is equal to $2500 per month or $22,500 per contract.  The goal is to increase our cliental by 1 contract 

and 100 trucks per quarter for the first year.  Each year thereafter is increasingly aggressive.  We 

estimate our operation will be in the black by Year Two. 

 

Competitor Analysis  
 

There are a variety of other consulting firms offering similar services throughout the US.  None are as 

diversified as The DOT Doctor, LLC.  Few are located in the local, DFW area.  Retirees who work from 

home to supplement their income are common in this industry.  They generally offer training sessions 

and public speaking as their main venues.  JJ Keller is an industry staple.  While they offer all the "bells 

and whistles", they are cost prohibitive to smaller organizations.  IFTA calculations and filing services are 

available as a "do-it-yourself" software service, which most small fleets avoid due to lack of time and 

expertise in the subject.  The DOT Doctor, LLC is filling that gap by providing the needed services to 

smaller fleets at a cost they can afford. 

Many of the competitor firms are family based business. This is a popular pursuit once retired from the 

Federal Motor Carrier Safety Administration (FMCSA) or Department of Transportation (DOT).  The 

consulting venture is entered as a method of "keeping busy" and supplementing one's retirement 

income.  We are different in that this is a chosen for profit venture.  While we enjoy giving back to the 

community and believe in sustainability, we are offering a service designed to promote business growth. 

 



        

Company 

Name 

Location IFTA 

Filing 

Logbook 

Auditing 

Safety 

Training 

DOT 

Mock 

Audits 

Authorship Business 

Start-up 

/ BOC 3 

Permits Accident 
Investigations 
and Review 

DQ 
Files 

T&T Permit 

Service 

Norman, 

OK  (200 

miles north) 

x     x x   

RMR 

Consulting 

Carrollton, 

TX  (local) 

x x  x  x   x 

Coleman 

South  (new 

enterprise) 

Grand 

Prairie, TX 
(local) 

       x x 

JJ Keller 

 

Neenah, 

WI 

x x x x X (but not 

custom) 
x x  x 

The DOT 

Doctor, 

LLC* 

Wylie, TX x x x x x x x x x 

* Only local company with first page listings on Google and Yahoo 

 

Industry Analysis  
 

The trucking industry is one in which everyone can enter but few can afford to remain.  This industry is 

overrun with government rules and regulations.  The federal government, state governments and local 

governments can enforce rules upon the trucker, the equipment and the commodities that are hauled.  

Too often, an ambitious driver purchases his own truck only to end up in bankruptcy.  Few Owner-

Operators and small fleet owners take into consideration all of the regulations and competition that 

they will face as a new player in the world of trucking. 

Trucking was once a lucrative industry.  Loads paid $6/mile to the truck before deregulation occurred in 

the 1970s.  Today, those same loads pay less than a $1/mile to the Owner-Operator.  Consider how the 

cost of fuel and other operating costs have risen and it is amazing that any trucker is still on the road.   

Each year for the past five years, new or more strictly enforced regulations have come into play.  While 

this increased the opportunities for businesses like The DOT Doctor, LLC, it further reduces the profit 

margin for the trucker.  Today, most truckers are lucky to average $0.01/mile profit.  Even the large 



companies report profits of approximately a half cent a mile and that was prior to the recent economy 

fall.   

Keeping our prices low, enables us to offer services to those who need it and would otherwise be unable 

to afford said services.  This in turn opens doors to The DOT Doctor, LLC that are generally closed to 

competitive firms that are holding on to higher prices or that have a high overhead to be met.  By 

strategically targeting our cliental, we can offer localized services at below average rates and gain 

sufficient cliental to be profitable.  In this numbers game, it is possible to gain enough small fleet owners 

and Owner-Operators that to make us a profitable business venture.  Our break-even calculation is six 

contractual clients and between 600-1000 trucks.  We are already a third of the way to achieving this 

threshold point. 

 

Our Service Offerings 

Operating our DOT Help group over the past three years, the most frequent users where those who 

classify themselves as small fleet owners or Owner-Operators.   For this reason, the DOT Doctor is 

targeting the small fleet owner and the Owner-Operator while most firms target the larger trucking 

companies.  This overlooked niche group is in desperate need of compliance training and regulatory 

services due to the new scoring system by the FMCSA that is aimed at shutting down any fleet with low 

scores in two or more sections of their CSA 2010 report.  Fleets not shut down will be forced into 

mandatory EOBR compliance that is cost prohibited for smaller fleets.   

Our core product or service offering is IFTA calculation coupled with logbook auditing.  International fuel 

tax agreement (IFTA) is a quarterly filing where the miles run in each state has to be considered.  Each 

state has its own tax rate along with credit for toll miles ran.  Using the figures for the current quarter 

provided by the state and federal agencies, one must calculate the difference between fuels purchased 

in each state vs. mileages ran in said state.   Once each state is calculated, you then create a running 

total that will tell you if you owe money or have a credit.  When you file the paperwork for IFTA, the 

states receive funds from each other based on the calculations.  Monies due are paid to the federal 

government and then distributed thusly.  If you have a credit, due to balance fuel purchasing, as desired, 

then that credit rolls forward to the next quarter.  All credits have to be calculated into the formula each 

quarter.  The DOT Doctor provides this calculation service, as shall The DOT Doctor, LLC.   

Logbooks are being replaced by EOBR in larger fleets.  Small fleets still run paper books that record the 

actions of the driver in 24-hour periods.  Each time the truck stops, a duty status changes or other 

notable incident occurs (e.g. accident, DOT roadside inspection) a mark is made in the driver's log.  A 

logbook must be kept current up to the last change in duty status.  Acceptable duty statuses are On Duty 

not driving (e.g. loading, unloading, fueling, inspections), On Duty Driving, Sleeper Berth (to be used only 

when a driver is physically in the sleeper berth) and Off duty (used when home or otherwise not 

engaged with the rig).  The FMCSA has set regulations as to when a driver may drive, for how long and 

the length of break required before driving again.   



Each of these regulations must be proven daily by the driver and the log auditor.  In order to audit a 

logbook, the auditor make collect fuel receipts, toll receipts, bill of ladings and any other supporting 

documents such as fines, inspection receipts and so forth.  Each piece of data is then checked against 

the logbook for accuracy.   

Each change of duty is accompanied by the naming of where it occurs.  The distance between these two 

points are calculated to check for accuracy and to prevent what is known as "speeding on the logs".  This 

simply put is the driver short cutting the time it takes to get from point A to point B.  Since drivers are 

normally paid by the mile and not the hour, the quicker a job can be completed, the more miles he can 

turn thereby increasing his pay.  It is the job of the auditor to ensure the driver is operating under full 

compliance with all laws and regulations.   

When a driver is found in non-compliance, a letter of reprimand must be filed with the driver stating the 

error along with the violation by section reference. (i.e. CFR 49, Section 9.1a).  Drivers who are repeat 

offenders must be terminated in order to protect the company.  The owner of the DOT number 

(operating authority) risks losing their operating authority if they allow the operation of their drivers in 

such a manner that is in non-compliance with regulatory statues. 

We have designed a unique package that is a complementary service covering both logbook auditing 

and IFTA calculation.  Mileage calculations are required for both services and the theory is why have our 

clients pay to do this twice when we offer it as a packaged deal.  We have price shopped the 

competition and we are competitive in the local market and below cost for the extended market place.   

Our Presidential Service offering is available for $45/truck.  This is normally not a combined package 

when offered by our competitors.  They charge upwards of $35 just for IFTA filing and another $25-50 

for logbook auditing.  Coastal based competitors average $10 higher per offering.  These rates are 

offered on a tiered basis with an annual contract.  Most of our competitors require a 100-truck 

minimum.   We have no such stipulations or contractual traps. 

The staff author for the regulatory non-compliance letters has been a truck driver and knows the lingo 

needed to best communicate with the audience.   Additionally, we offer an analysis and tracking 

program, as part of the Presidential Package, where we track the offenses to establish trends or 

patterns.  Those patterns are then reviewed to establish if the issue(s) arise from the driver, dispatch or 

lack of training.  Once diagnosed, this is then shared with the company owner along with a 

recommended course of action.  None of our competitors offers this service.  This sets us apart and 

allows our client to improve their CSA 2010 scores proactively.  

Identifying these weaknesses also allows The DOT Doctor to up-sell our services.  This opens the door 

for offering additional safety training, monthly newsletters, greening your company, mock DOT audits 

and the wealth of other services offered by The DOT Doctor.  Our pricing allows the small fleet owner to 

afford our services.  We offer at least five-times more diversity in services than our competitors do, as 

shown in the comparison table above, with the exception of the industry giant, JJ Keller.   



Client Base 

Safety management is necessary in every hour of every day to keep a fleet operating within a Safety First 

culture.  The services of The DOT Doctor are used every day in the trucking industry.  Logbooks, where 

the driver's record their daily activities, need to be audited on a daily basis.  FMCSA Regulations require 

a 13-day turnaround time on these documents.  IFTA, highway usage taxes, are due quarterly along with 

a series of annual industry related taxes.  Industry Best Practices leans towards weekly or even daily 

entry of these events.  A good data entry clerk can handle up to 100 power units (e.g. trucks) for 

calculation per month.  At $45 per unit monthly, each clerk can generate $4500 in revenue just 

providing this basis service at a labor cost of approximately $1600 locally.  

Monthly safety meetings and newsletters are the industry norm.  Trainings are ad lib.  Manual and 

procedure authorship are required during start-up or transitional fleet times.  Driver monitoring is 

recommended and available at all times.  Accidents occur around the clock and we are ready to address 

them on a moment's notice.  Our accident investigation service is on call 24/7/365 offering onsite 

investigations, interviews, clean-up arrangements and media handling.  No matter the time of day or 

night, it is always time for a DOT Doctor's service. 

Initial target companies are those local to the Dallas/Ft Worth area such as SSI, Vertex Solutions, LLC, 

John Brahm's small fleet in Addison and GXE in Garland.  Due to the nature of our business and internet 

marketing efforts, we are equipped to service clients globally.   There is no limit to our client base except 

for the limits we place upon ourselves.  Through joint partnerships, with Charles Miller of ABC Third 

Party Testing in MI, Dianna Lambert in AL, John Garcia in Southern CA and a few firms throughout FL, we 

have created reciprocal agreements.  This allows for the targeting of larger clients while still offering 

"local" connections.  Additionally, we can retain our low pricing through this agreement since travel and 

considerations that raise contractual prices are reduced or eliminated. 

 

Example Clients 

The DOT Doctor has provided services to SSI of Ft. Worth.  Their 15-truck fleet benefited from our cargo 

securement and handling training by a 15% reduction in claims (OS&D) in the first week.  After six 

months of our services, their accident rate decreased by 35%.  Logbook compliance improved by 65% 

due to weekly auditing and HOS (Hours of Service) refresher courses.  Our Presidential Plan allowed for 

weekly tracking of IFTA compliance.  This allowed the company to adjust their fuel purchasing patterns 

to avoid a high quarterly tax outlay.  This is another unique offering of our firm.  Most IFTA calculation 

services simply figure what is owed at quarter's end.  We input our client's data weekly so that they can 

proactively adjust their purchasing to save money. 

Vertex Solutions, LLC is a start-up trucking company catering to the fracing industry (natural gas).  They 

are the primary sand hauler for Frac Tech Industries.  Their fleet required a full-service business start-up 

package.  We filed for their federal operating authority (DOT Number), TX DOT number and other 

related documents.  The DOT Doctor assisted in the obtaining of the correct base plate for each vehicle, 



equipping each vehicle properly, proper credentials on the side of the truck and trailer and other related 

services.  Ms. Sitler authored the 400-page HSE Manual.  She established the safety department, set-up 

the DQ file system, wrote a prospectus on Owner-Operators and helped with the integration of the 

EOBR system, Mixtelmatic.  The owner has plans on fleet expansion to over 200 units within the first 

year and steady growth thereafter.  After a complete critique of their current operating procedures in 

regards to safety, additional services were recommended.  We are currently in negotiations. 

It is important to understand that our programs are not cookie-cutter plans.  The DOT Doctor customize 

designs a strategy that best services the needs of each individual client.  While the concept is similar and 

the target market does not change, we view each client as a new and unique challenge.  The DOT 

Doctor, LLC will continue to provide like services affecting similar fleets. 

 

Promotion 

The DOT Doctor has created a logo and obtained our basic stationary package from the printers.  We 

secured our domain name, built a highly intensive and diverse web site listing all our service offerings in 

detail along with our free "help" offerings.  It can be found at http://thedotdoctor.com.(2010)  We have 

the normal promotional items such as business cards, banners, shirts, hats, totes, yard signs, etc.  All of 

these items have helped spread awareness of our company on a localized basis.  It allows us to present a 

professional and polished presence at industry trade shows and when calling on clients.  All these items, 

as well as current clients and call lists, will be passed onto The DOT Doctor, LLC. 

Our free monthly newsletter is our leading promotion.  We have been offering this service since we 

began in October 2008.  Our subscriber list tops 300 with new readers added each week.  Each month 

we offer different tips for safety based on industry happenings and season.  A coupon for percentage off 

or a free service is included in the newsletter.  Subscribers receive custom letters with additional safety 

tips on a periodic basis. 

The DOT Doctor has run several key word and coupon campaigns on Google, Yahoo and other sites.  We 

engage the monthly services of a search engine service as well as partake in link exchanges.  Through 

active blogging and other activities that create return URLs to our website and extensive SEO efforts, we 

have gained first page status for log auditing and IFTA filing services.  When these methods are actively 

pursued, other pages have been found within the top three pages on search engines.   

Additionally, we have placed yellow book ads, white pages ads (both virtually and in print), purchased 

targeted lists for cold calling and email marketing purposes, advertised in virtual markets such as Second 

Life (SL) and we even have a virtual office in SL.  We had a Blog Talk Radio Show and use to offer live 

chat via Yahoo messenger.   Both of these latter methods were very time consuming and required 

specialized equipment to be done appropriately.  The talk show has been discontinued and live chat is 

now offered on a rare basis. 

http://thedotdoctor.com/


These practices are slowly drawing attention to our brand.  We are gaining inquires from potential 

clients on an increasing basis based upon these efforts.  Additionally, we have been able to turn some of 

our followers in the free service categories such as The DOT Help Group into paying clients. Each 

marketing campaign produces inquires but of a minor nature.  Gaining a client or a small fleet of trucks 

is currently taking an average of six to nine months.  This needs to improve for The DOT Doctor, LLC to 

become profitable. 

The DOT Doctor conducted a postcard and brochure mail marketing campaign.  The ROI was statistically 

normal.  For every 100 cards sent, one potential client responded.  For every 10 responses, one new 

customer gained.  Neither campaign produced measurably better results.  We sent out 200 postcards 

and 100 brochures.  Brochures are three times more costly to produce and mail than postcards.  We 

initially gained five clients.  One went out of business within two months of signing with us due to the 

current economy.  The other decided not to follow through with the intended expansion of their fleet 

and dropped our services.  Retained cliental from these campaigns is three.  While we knew the 

statistics, we carefully targeted our audience hoping to gain a minimum of ten clients for our efforts. 

We are in the process of hiring a sales person to engage in cold calling, lead follow up, lead generation 

and B2B sales efforts.  We feel this is the most lucrative method of all our marketing plans to date.  Since 

the creation of this campaign, we have scrolled the DOT databases and created a new contact list that 

we ranked specifically by SAFER score thereby allowing us to target those companies in most need of 

our services.  The FMCSA are just publicly releasing CSA 2010 scores due to controversies with the 

system, the scoring algorithm and pending legal actions by the American Motor Truck Association (ATA) 

as well as the Owner-Operator Independent Driver Association (OOIDA). 

Competitors have used many of the same techniques.  Those who could afford late night TV 

commercials or radio ads have produced such targeting their local area.  During a visit to Southern MD a 

few years ago, I recall a local man advertising his safety services on late night TV.  This is the first time I 

had seen said services promoted in such a manner.  His efforts appeared to have gained him customers 

through becoming a "household" name.  Other firms have purchased newspaper or other print ads, 

attended networking events and engaged in direct solicitation with the later being the most productive.   

We priced inclusion in a trade show (GATS - Great American Truck Show) which is held annually here in 

Dallas during August.  While we attend this annual event, it has been cost prohibited for participation.  It 

is a big event for the industry and draws thousands of drivers, managers and other industry 

representatives.  If we can gain some financial backing, it may become a possibility this year.  The 

reported ROI on these event types is exceptionally high.   While others in the industry claim they can 

make their annual quota at these events, we are much more conservative and hope to gain 2 clients and 

100 trucks from our first trade show. 

Other industry connections include Andrea remaining active in the DFW Transportation Club, Women in 

Trucking Society and other industry groups.  We desire to join Texas Motor Truck Association (TXMTA) 

and ATA due to the marketing exposure but again cost prohibited at present.   

  



Financial Plan 

 

The DOT Doctor, LLC is a business selling hours (services) not boxes (inventory).  As such, our initial start-

up costs are relatively low.  Renting our offices, allow for monthly payments without the initial cash 

layout of a large down payment required if purchasing an office site.    

 

Start-Up Budget 

The table below outlines our Start-up Budget. 

Start-up Costs Budget 

Expense Cost 

DBA                                      25  

LLC fees (filing, legal fees)                                    350  

Domain 
Registration/Renewal 

                                     20  

Website Fees                                      20  

Deposit for Office                                1,500  

Deposit for Utilities                                    350  

Equipment (computers, 
printer, phones, etc…) 

                             20,000  

Supplies                                    850  

Printing/Advertising                                1,250  

Marquee / Outdoor Signage                                5,500  

Furniture                                8,500  

IT / IS installation                                1,500  

Petty Cash Fund                                    250  

GRAND TOTAL  $                          40,115  

 

 

Initial Funding 

Funding for these initial costs are coming from a mix of profit from the transitioning company, personal 

savings and the proposed business loan.  Financing of $250,000 is being requested to cover the initial 5-

year period of rental expenses, start up equipment and supplies, advertisement and marketing costs 

along with first year salaries.  This is to be repaid over a five-year period with payments being 

approximately $5,000 per month.   



Revenue 

The service offerings of The DOT Doctor, LLC are divided into two categories.  Subscription services are 

our core services performed by our data entry/clerical staff.  These include IFTA calculations and 

logbook auditing.  Either partner or a hired safety professional performs the contractual services.   These 

include CSA 2010 training, mock DOT audits, onsite safety services, manual authorship and other similar 

services.  Contractual terms range from three months to several years.  The average cost of a 

contractual service is equal to $2500 per month or $22,500 per contract. 

 

Break-even Analysis 

Reviewing the Pro forma income sheets and balance statement (below), the Break-even point can be 

calculated.  Fixed expenses total $14,691.  Variable expenses average $20,000.  This places the Break-

even point at $34,691.  Calculating the exact amount of services required to meet this point is a bit 

different than it would be in an inventory sales company.  The contractual services average $2500 per 

client.  Subscription services range from $10-$45/truck.  Dividing the offerings between the two 

categories, the estimated need is 600 to 1000 trucks and 6 contracts. 

 

Cash Flow Projections 

The DOT Doctor, LLC is anticipating operating in the black by Year 2.  Becoming profitable is estimated to 

begin by Q3 of Year 1 however; the year will still end in the red.   Year 2 is anticipated as generating both 

monthly and annual profits. 

Considering the Break-even analysis and based upon the patterns of business from the previous two and 

a half years, an anticipated sales schedule is reflected in the following tables.  We expect to begin our 

business with our current customer base of seven subscription clients (totaling 200 trucks) and two 

contractual service clients.  The initial goal is to increase our contractual clients by one each quarter and 

our subscription clients by 200 trucks.  To achieve the 200 truck goal, this may require our salesperson 

to sign one medium sized trucking company or twenty plus small fleet owners.   

The Great American Truck Show (GATS) is an annual event each August.  It is one of the largest trucking 

conventions in the US and it is held here in Dallas.  Being an exhibitor at the show requires 

approximately a $3500 commitment.   Based on conversations with contacts at C. R. Robinson, Dart 

Transit, Bio Diesel Consortium and other industry professionals who have displayed their businesses at 

this venue; return on investment was at least ten-fold.  We are modestly estimating the affect of this 

venue on our client base by estimating an immediate return of 1 contractual client and approximately 

50 trucks.  A longer term, approximately 3-5 month, return is the gain of up to 5 contractual clients and 

over 200 trucks thus rendering a 7-fold return.  Second year returns are estimated at a higher rate of 10-

fold. 



Pro Forma Income Sheet Year One 

 

 
The DOT Doctor, LLC Pro Forma Income Statement First Year by Month  

 

 
  Jan Feb Mar Apr May Jun July Aug Sep Oct Nov Dec TOTALS 

 

 

Sales of Contractual 
Services 

         
3,500  

         
3,500  

           
5,000  

           
5,000  

           
5,000  

           
7,500  

           
7,500  

           
7,500  

         
12,500  

         
12,500  

         
12,500  

         
15,000  

             
97,000  

 

 

Sales of Subscription 
Services 

         
9,000  

         
9,000  

         
13,500  

         
13,500  

         
13,500  

         
18,000  

         
18,000  

         
18,000  

         
22,500  

         
22,500  

         
22,500  

         
27,000  

          
207,000  

 

 
GROSS PROFIT 

 $    
12,500  

 $    
12,500  

 $     
18,500  

 $     
18,500  

 $     
18,500  

 $     
25,500  

 $     
25,500  

 $     
25,500  

 $     
35,000  

 $     
35,000  

 $     
35,000  

 $     
42,000  

 $       
304,000  

 

 
OPERATING EXPENSES     

 

 
Rent 

             
650  

             
650  

               
650  

               
650  

               
650  

               
650  

               
650  

               
650  

               
650  

               
650  

               
650  

               
650  

               
7,800  

 

 
Utilities 

             
200  

             
200  

               
200  

               
200  

               
200  

               
200  

               
200  

               
200  

               
200  

               
200  

               
200  

               
200  

               
2,400  

 

 
Phone/Internet 

             
150  

             
150  

               
150  

               
150  

               
150  

               
150  

               
150  

               
150  

               
150  

               
150  

               
150  

               
150  

               
1,800  

 

 
Supplies 

             
125  

             
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
1,500  

 

 
Web Site Fee 

               
20  

               
20  

                 
20  

                 
20  

                 
20  

                 
20  

                 
20  

                 
20  

                 
20  

                 
20  

                 
20  

                 
20  

                   
240  

 

 
Virtual Marketing 

               
75  

               
75  

                 
75  

                 
75  

                 
75  

                 
75  

                 
75  

                 
75  

                 
75  

                 
75  

                 
75  

                 
75  

                   
900  

 

 
Cell Phones  x3 

             
230  

             
230  

               
230  

               
230  

               
230  

               
230  

               
230  

               
230  

               
230  

               
230  

               
230  

               
230  

               
2,760  

 

 
Advertising 

             
500  

             
500  

               
500  

               
500  

               
500  

               
500  

               
500  

           
4,000  

               
500  

               
500  

               
500  

               
500  

               
9,500  

 

 
Insurance 

               
95  

               
95  

                 
95  

                 
95  

                 
95  

                 
95  

                 
95  

                 
95  

                 
95  

                 
95  

                 
95  

                 
95  

               
1,140  

 

 
Taxes 

         
3,000  

         
3,000  

           
3,000  

           
3,000  

           
3,000  

           
3,000  

           
3,000  

           
3,000  

           
3,000  

           
3,000  

           
3,000  

           
3,000  

             
36,000  

 

 
Salaries - Partners 

         
8,333  

         
8,333  

           
8,333  

           
8,333  

           
8,333  

           
8,333  

           
8,333  

           
8,333  

           
8,333  

           
8,333  

           
8,333  

           
8,333  

          
100,000  

 

 
Sales Salaries 

         
1,935  

         
1,935  

           
1,935  

           
1,935  

           
1,935  

           
1,935  

           
1,935  

           
1,935  

           
1,935  

           
1,935  

           
1,935  

           
1,935  

             
23,220  

 

 
Sales Commissions 

         
1,250  

         
1,250  

           
1,850  

           
1,850  

           
1,850  

           
2,550  

           
2,550  

           
2,550  

           
3,500  

           
3,500  

           
3,500  

           
4,200  

             
30,400  

 

 

Contractual Srv 
Provider Salary 

                
-    

                
-    

                  
-    

                  
-    

                  
-    

                  
-    

                  
-    

                  
-    

           
3,440  

           
3,440  

           
3,440  

           
3,440  

             
13,760  

 

 
Clerical Salaries 

         
3,440  

         
3,440  

           
5,160  

           
5,160  

           
5,160  

           
6,880  

           
6,880  

           
6,880  

           
8,600  

           
8,600  

           
8,600  

         
10,320  

             
79,120  

 

 
Travel/Entertainment 

         
1,500  

         
1,500  

           
1,500  

           
1,500  

           
1,500  

           
1,500  

           
1,500  

           
1,500  

           
1,500  

           
1,500  

           
1,500  

           
1,500  

             
18,000  

 

 

Memberships (DFW 
Trans Club / ATA) 

             
125  

             
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
1,500  

 

 

Subscriptions 
(Transport Topics) 

               
13  

               
13  

                 
13  

                 
13  

                 
13  

                 
13  

                 
13  

                 
13  

                 
13  

                 
13  

                 
13  

                 
13  

                   
150  

 

 

Loan Repayment  
(Estimate) 

         
5,000  

         
5,000  

           
5,000  

           
5,000  

           
5,000  

           
5,000  

           
5,000  

           
5,000  

           
5,000  

           
5,000  

           
5,000  

           
5,000  

             
60,000  

 

 

TOTAL OPERATING 
EXPENSES 

 $    
21,641  

 $    
21,641  

 $     
23,961  

 $     
23,961  

 $     
23,961  

 $     
26,381  

 $     
26,381  

 $     
29,881  

 $     
32,491  

 $     
32,491  

 $     
32,491  

 $     
34,911  

 $       
330,190  

 

 
NET PROFIT 

 $    
(9,141) 

 $    
(9,141) 

 $     
(5,461) 

 $     
(5,461) 

 $     
(5,461) 

 $         
(881) 

 $         
(881) 

 $     
(4,381) 

 $        
2,509  

 $        
2,509  

 $        
2,509  

 $        
7,089  

 $       
(26,190) 

 

 
  

       

Trade 
Show 

    
  

 

 

* ESTIMATED INCREASE OF 100 TRUCKS ON 
SUB. SRV PER QUARTER 

          
  

 

 

* CLERICAL INCREASE OF 1 PER 
100 TRUCKS ON SUB SRV 

           
  

 

 

* ESTIMATED INCREASE OF 1 CONTRACTUAL 
SRV PER QUARTER 

          
  

 

 

* CONTRACTUAL SRV PROVIDER 
INCREASE OF 1 PER $15K                         

 



Pro Forma Income Sheet Year Two 

 
The DOT Doctor, LLC Pro Forma Income Statement Second Year by Month  

 

 
  Jan Feb Mar Apr May Jun July Aug Sep Oct Nov Dec TOTALS 

 

 

Sales of Contractual 
Services 

       
15,000  

       
15,000  

         
20,000  

         
20,000  

         
20,000  

         
27,500  

         
27,500  

         
27,500  

         
37,500  

         
37,500  

         
37,500  

         
50,000  

          
335,000  

 

 

Sales of Subscription 
Services 

       
27,000  

       
27,000  

         
31,500  

         
31,500  

         
31,500  

         
36,000  

         
36,000  

         
36,000  

         
40,500  

         
40,500  

         
40,500  

         
45,000  

          
423,000  

 

 
GROSS PROFIT 

 $    
42,000  

 $    
42,000  

 $     
51,500  

 $     
51,500  

 $     
51,500  

 $     
63,500  

 $     
63,500  

 $     
63,500  

 $     
78,000  

 $     
78,000  

 $     
78,000  

 $     
95,000  

 $       
758,000  

 

 

OPERATING 
EXPENSES     

 

 
Rent 

             
650  

             
650  

               
650  

               
650  

               
650  

               
650  

               
650  

               
650  

               
650  

               
650  

               
650  

               
650  

               
7,800  

 

 
Utilities 

             
200  

             
200  

               
200  

               
200  

               
200  

               
200  

               
200  

               
200  

               
200  

               
200  

               
200  

               
200  

               
2,400  

 

 
Phone/Internet 

             
150  

             
150  

               
150  

               
150  

               
150  

               
150  

               
150  

               
150  

               
150  

               
150  

               
150  

               
150  

               
1,800  

 

 
Supplies 

             
125  

             
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
1,500  

 

 
Web Site Fee 

               
20  

               
20  

                 
20  

                 
20  

                 
20  

                 
20  

                 
20  

                 
20  

                 
20  

                 
20  

                 
20  

                 
20  

                   
240  

 

 
Virtual Marketing 

               
75  

               
75  

                 
75  

                 
75  

                 
75  

                 
75  

                 
75  

                 
75  

                 
75  

                 
75  

                 
75  

                 
75  

                   
900  

 

 
Cell Phones  x3 

             
230  

             
230  

               
230  

               
230  

               
230  

               
230  

               
230  

               
230  

               
230  

               
230  

               
230  

               
230  

               
2,760  

 

 
Advertising 

             
500  

             
500  

               
500  

               
500  

               
500  

               
500  

               
500  

               
500  

               
500  

               
500  

               
500  

               
500  

               
6,000  

 

 
Insurance 

               
95  

               
95  

                 
95  

                 
95  

                 
95  

                 
95  

                 
95  

                 
95  

                 
95  

                 
95  

                 
95  

                 
95  

               
1,140  

 

 
Taxes 

         
3,000  

         
3,000  

           
3,000  

           
3,000  

           
3,000  

           
3,000  

           
3,000  

           
3,000  

           
3,000  

           
3,000  

           
3,000  

           
3,000  

             
36,000  

 

 
Salaries - Partners 

         
8,333  

         
8,333  

           
8,333  

           
8,333  

           
8,333  

           
8,333  

           
8,333  

           
8,333  

           
8,333  

           
8,333  

           
8,333  

           
8,333  

          
100,000  

 

 
Sales Salaries 

         
1,935  

         
1,935  

           
1,935  

           
1,935  

           
1,935  

           
1,935  

           
1,935  

           
1,935  

           
1,935  

           
1,935  

           
1,935  

           
1,935  

             
23,220  

 

 
Sales Commissions 

         
4,200  

         
4,200  

           
5,150  

           
5,150  

           
5,150  

           
6,350  

           
6,350  

           
6,350  

           
7,800  

           
7,800  

           
7,800  

           
9,500  

             
75,800  

 

 

Contractual Srv 
Provider Salary 

         
3,440  

         
3,440  

           
3,440  

           
3,440  

           
3,440  

           
3,440  

           
3,440  

           
3,440  

           
6,880  

           
6,880  

           
6,880  

         
10,320  

             
58,480  

 

 
Clerical Salaries 

       
10,320  

       
10,320  

         
10,320  

         
12,040  

         
12,040  

         
13,760  

         
13,760  

         
13,760  

         
15,480  

         
15,480  

         
15,480  

         
17,200  

          
159,960  

 

 
Travel/Entertainment 

         
1,500  

         
1,501  

           
1,502  

           
1,503  

           
1,504  

           
1,505  

           
1,506  

           
1,507  

           
1,508  

           
1,509  

           
1,510  

           
1,511  

             
18,066  

 

 

Memberships (DFW 
Trans Club / ATA) 

             
125  

             
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
125  

               
1,500  

 

 

Subscriptions 
(Transport Topics) 

               
13  

               
13  

                 
13  

                 
13  

                 
13  

                 
13  

                 
13  

                 
13  

                 
13  

                 
13  

                 
13  

                 
13  

                   
150  

 

 

Loan Repayment  
(Estimate) 

         
5,000  

         
5,000  

           
5,000  

           
5,000  

           
5,000  

           
5,000  

           
5,000  

           
5,000  

           
5,000  

           
5,000  

           
5,000  

           
5,000  

             
60,000  

 

 

TOTAL OPERATING 
EXPENSES 

 $    
34,911  

 $    
34,912  

 $     
35,863  

 $     
37,584  

 $     
37,585  

 $     
40,506  

 $     
40,507  

 $     
40,508  

 $     
47,119  

 $     
47,120  

 $     
47,121  

 $     
53,982  

 $       
497,716  

 

 
NET PROFIT 

 $      
7,089  

 $      
7,088  

 $     
15,637  

 $     
13,916  

 $     
13,915  

 $     
22,994  

 $     
22,993  

 $     
22,992  

 $     
30,881  

 $     
30,880  

 $     
30,879  

 $     
41,018  

 $       
260,284  

 

 
  

       

Trade 
Show 

    
  

 

 

* ESTIMATED INCREASE OF 100 TRUCKS ON 
SUB. SRV PER QUARTER 

          
  

 

 

* CLERICAL INCREASE OF 1 PER 
100 TRUCKS ON SUB SRV 

           
  

 

 

* ESTIMATED INCREASE OF 3 CONTRACTUAL 
SRV PER QUARTER 

          
  

 

 

* CONTRACTUAL SRV PROVIDER 
INCREASE OF 1 PER $15K                         

 

                



Pro forma balance sheet 
 

The DOT Doctor, LLC  Pro Forma Balance Sheet, End of First Year 
Assets 

 
  

Current assets 
 

  

Cash  $           250    

Accounts receivable          64,545    

Total current assets 
 

 $        64,795  

Fixed assets 
 

  

Equipment          28,500    

Less depreciation            5,580    

Total fixed assets 
 

           22,920  

Intangible assets 
 

  

Long term contracts    1,140,000    

Copyrights (written work)            5,500    

Total intangible assets 
 

     1,134,500  

  
 

  

Total assets 
 

 $  1,222,215  

  
 

  

Liabilities and Owners' Equity 
 

  

Current liabilities 
 

  

Accounts payable  $   233,350    

Total liabilities 
 

 $     233,350  

Owner's equity 
 

  

A. Sitler          20,000    

I. Sanchez          20,000    

Retained earnings       (26,190)   

Total owners' equity 
 

           13,810  

Total liabilities and owner's equity 
 

 $     247,160  

      

 

  



Source and Application of Funds (First Year) 
 

The DOT Doctor, LLC  Pro Forma Sources and Applications of Funds, End of First Year  

  
 

  

Source of funds 
 

  

Personal funds of founders  $        40,000    

Net income (loss) from operations          (26,190)   

Add depreciation              5,580    

Total funds provided 
 

 $       19,390  

Application of funds 
 

  

Purchase of equipment  $        20,000    

Total funds expended 
 

 $       20,000  

Net increase in working capital 
 

              (610) 

  
 

 $       19,390  

      

 

Source and Application of Funds (Second Year) 
 

The DOT Doctor, LLC  Pro Forma Sources and Applications of Funds, End of Second Year 

  
 

  

Source of funds 
 

  

Personal funds of founders  $  40,000    

Net income (loss) from operations    260,284    

Add depreciation        5,580    

Total funds provided 
 

 $                     305,864  

Application of funds 
 

  

Purchase of equipment  $    5,000    

Total funds expended 
 

 $                          5,000  

Net increase in working capital 
 

                         300,864  

  
 

 $                     305,864  

      

 

  



Summary 

The proposed second year outlook from the Income Sheet, Financial Statement and Sources and 

Applications of Funds Statement show significant improvements over Year 1.  The DOT Doctor, LLC is 

expected to be self-sufficient and turning a profit by Year 2 despite the current economy and the 

redesign of the company.  The initial bank loan is to provide the company a cushion and allow us to 

compete within a larger market without having to limit our travel area due to shortness of funding.  If 

profitability meets with our expectations, the loan will be repaid in half the time. 
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