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This Business Plan (and any and all drafts and parts thereof) is/are based upon information supplied by the Company, its
managing executives and its stockholders or membership shareholders (collectively “the company” and/or “management”), and is
being furnished on a confidential basis, solely for use by prospective investors in and/or potential strategic business associates of
the company (collectively “recipient”). The use or distribution of this Business Plan to any other parties or for any other purposes is
not authorized.
Neither the company nor any of its employees, affiliates or representatives makes any representation or warranty, express
or implied, as to the accuracy or completeness of any of the information contained in this Business Plan or in any other written or
oral communication transmitted or made available to a recipient. Each of such parties expressly disclaims any and all liability
relating to or resulting from the use of this Business Plan or such communications by a recipient or any of its affiliates or
representatives. Only those specific, express representations and warranties, if any, which may be made to a recipient in one or
more definitive written agreements when, as and if executed, and subject to all such limitations and restrictions as may be specified
in such definitive written agreements, may be relied on by a recipient or have any legal effect whatsoever.
Material portions of the information presented in this Business Plan constitute “forward-looking statements” which can be
identified by the use of forward-looking terminology such as “may”, “will”, “expect”, “anticipate”, “estimate”, “plan”, or “continue” or
the negative form thereof or other variations thereon or comparable terminology. Such forward-looking statements represent the
subjective views of the management of the company, and management’s current estimates of future performance are based on
assumptions which management believes are reasonable but which may or may not prove to be correct. There can be no assurance
that management’s views are accurate or that management’s estimates will be realized, and nothing contained herein is or should
be relied on as a representation, warranty or promise as to the future performance or condition of the company. Industry experts
may disagree with these assumptions and with management’s view of the market and the prospects of the company.
The sole purpose of the Business Plan is to assist a recipient in deciding whether to proceed with further investigation but
this Business Plan does not purport to contain all material information that an interested party might consider in investigating the
company. A recipient should conduct his or her own independent analysis and investigation. This Business Plan shall not be
construed to indicate that there has not been any change in the financial condition, business, operations, plans or other affairs of the
company since the date of preparation. The company does not expect to update or otherwise revise this Plan to reflect any such
changes.
The recipient of this Business Plan acknowledges and agrees that: (a) all of the information contained herein or received
in written or oral form from the company will be kept confidential; (b) the recipient will not reproduce this Plan, in whole or in part; (c)
if the recipient does not wish to pursue this matter, it will return the Business Plan to the company as soon as practicable, together
with any other material relating to the company which the recipient may have received from the company; and (d) proposed actions
by the recipient which are inconsistent in any manner with the foregoing agreement will require the prior written consent of the
company.
THIS BUSINESS PLAN IS FOR INFORMATIONAL PURPOSES ONLY AND DOES NOT CONSTITUTE AN OFFER TO SELL OR
THE SOLICITATION OF AN OFFER TO BUY ANY SECURITIES.
The company reserves the right, in its sole discretion, to reject any and all proposals made by or on behalf of any
recipient, to accept any such proposal, to negotiate with one or more recipients at any time, and to enter into a definitive agreement
without prior notice to other recipients. The company also reserves the right to terminate, at any time, further participation in the
investigation and proposal process by, or discussions or negotiations with, any recipient without reason.

COMPANY OVERVIEW
Push Start Auto is a new peer-to-peer and month-to-month car leasing platform built to help car owners
monetize their assets. As it stands today, Americans have applied for and racked up $1.3 Trillion in auto
loans. This has left consumers with enormous debt and the perception that their vehicle is an added
expense rather than an asset that can be leveraged to generate monthly cash flow. Push Start Auto
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wants to empower car owners to act as a traditional dealer would by offering month-to-month leases to
interested consumers. Although other players in the car sharing market exist, none of them have yet to
offer a truly consistent revenue source for car owners. By offering month-to-month leases, sellers
generate predictable revenue while consumers can opt out of their contract after just one month.
In addition, Push Start is planning to change the landscape of the car leasing industry by building the
Push Start Auto app and website, allowing for sellers and consumers to immediately connect, sign a
contract, invest with crowdfunding, and get to driving. The most appealing thing about the crowdfunding
aspect is that not only will it bring in new investors but that they are then essentially brand ambassadors
for the company. Getting the word out about what we do and how people can earn money from their cars
is critical to our success as a company.
The Company is currently looking to raise $2.65M to be utilized towards the build out of the mobile app,
website, marketing, personnel, and operating expenses. Push Start’s goal is to give the power back to car
owners, while giving consumers flexible month-to-month leasing options without the hassle of going
through a traditional car dealership.
SERVICE OFFERING: THE PUSH START MARKETPLACE
Push Start will provide buyers and sellers with a fully comprehensive marketplace on their app, suited to
take sellers and consumers through a full transaction process. Sellers will have the ability to list their
vehicle on the platform for free, and consumers will have the ability to contact sellers directly through the
platform. Once a consumer is interested, the seller will have their month-to-month pricing listed on the car
profile. From there, the consumer and seller can enter a contract portal where the details of the month-tomonth lease reside. Once both parties sign the legal contract, the seller will either provide a location for
pick up or the car can be delivered directly to the consumer. The monthly payments will run through the
Push Start platform and once the consumer’s monthly payment is processed, the company will send the
seller their money via direct deposit.
Push Start will also provide on their website automobile crowdfunding by using social media and the
internet to connect investors to automobile investments. Automobile crowdfunding is like equity investing
since an investor can buy into an automobile and become a shareholder. To achieve this, there will be
LLCs for each car listed on the website and people will be able to become investors by becoming
members for different LLCs of their choice from $10-$1000 a month. This investment will provide them
revenue shares based on the membership they sign up for. The cars that are funded from the members
will be listed on the Push Start Auto App and each time the vehicles are leased out, the members will
receive revenue shares based on their membership. We will upload a detailed description of our business
idea on a crowdfunding platform. In the description, we will mention the goals of our business, plans for
making a profit, how much funding we need, and the equity formula to be adopted. We understand that
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crowdfunding is highly competitive, so our campaign will be well-articulated and convincing and will be
posted on any one of the popular crowdfunding platforms in the United States which include: Start
Engine, Indiegogo, WeFunder, and Crowdfunder.
Push Start Auto’s MarketPlace Features
Consumer Panel
 Social Signup/Login
 Book/Schedule Appointments
 Multiple Payment Options
 Rate and Review Services
 Order history & Repeat Order
 Chat/Call with the car owner
 Track vehicle
Investor Panel
 Social Signup/Login
 Choose preferred membership
plan
 Make payment
 Track Transactions
 In app Navigation

Car Owner Panel
 Social Signup/Login
 Accept/decline user’s request
 Manage catalog & price
 Track Earnings
 Track vehicles

Admin Panel
 Manage consumers, car owners and investors
 Approve/Reject consumer and car owner registration
request
 Real time Reports & Analytics
 Create offers & discounts
 Manage Payment & Earnings
 Marketing Activities

BUSINESS MODEL
Push Start Auto will generate revenue in three ways, both through a commission-based model. First,
when a buyer sends the starter payment to the seller, Push Start Auto will take 20% in commission.
Additionally, Push Start Auto will take 20% of the recurring monthly lease payment for the life of that
individual lease. Push Start Auto will also take a 1% commission from the crowdfunding once the
campaign is completed and fully funded. If the campaign does not reach its funded goal, Push Start Auto
will return all proceeds to the investors. All vehicles that are funded through the crowdfunded campaign
will be added to the Push Start Auto app marketplace for leasing. Push Start Auto’s economics are
heavily dependent on the lease consistency and lifetime value per lease. The Company will therefore
work to maximize the average lease lifetime value to bolster their monthly recurring revenue. In the future,
Push Start Auto will partner with a large insurance company to have buyers purchase individual month-tomonth insurance plans based on the specifications of each lease agreement.
Table 1: Push Start Business Model

Revenue Streams
Starter Payment Commission
Monthly Lease Commission
Crowdfunding Commission
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Push Start Commission
20%
20%
1%

VALUE PROPOSITION
Car Owners: The Push Start Auto marketplace will offer car owners a way to generate consistent and
predictable cash flow by offering month-to month leasing contracts on a peer-to-peer basis. Auto Sellers:
Sellers will also have the ability to verify a buyer’s income and basic demographic information, letting
them decide if the buyer is a good fit.
Lessee: For lessees the Push Start Auto Platform gives consumers the ability to engage in highly flexible
leasing options through verified lessors, without having to deal with the traditional dealership process.
Additionally, lessees can avoid the large upfront costs of insurance and car registration as this is a cost
that the lessee has already completed. Perhaps the most unique feature of the Push Start Auto platform
will be their lease-to-own option, where lessees can pay their normal monthly payment and after a
specific amount of time, will own the vehicle with a seamless transfer of title all through the marketplace.
Crowdfunding Investors: Equity-based crowdfunding is still quite new in the car leasing industry, making
this a unique selling point for us.

Flexible Leasing

Cash Flow For
Owners

Seamless
Transaction
Process

Avoid Insurance
& Registration
Costs

Lease-to-Own
Options

Push Start Auto also plans to launch their mobile app, which will create operational efficiencies and allow
for real-time execution of leasing contracts in matter of minutes. The Company wants to truly change the
way cars are leased by avoiding a cumbersome dealership process and empowering car owners to
leverage their costly assets.

PUSH START STRATEGY
Push Start Auto plans to launch its service in Atlanta, GA the management team’s closest metropolitan
hub. The Company will work to implement an aggressive marketing strategy and offer incentive programs
for early adopters such lower commission on the first month of payments and other initial discounts. By
limiting the initial regional presence, the Company can adapt their operations and gain a better
understanding of transactional processes and logistics of driver drop off and pick up.
Push Start Auto will also look to establish base requirements in order to post vehicles on the platform to
ensure quality control. Basic requirements will include cars that are no older than 15 years and have a
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verified inspection concluding zero to limited damage. One of the key success elements is providing
consumers with the peace of mind that the platform has the highest quality standards and diversified
supply of vehicles.
Eventually, Push Start Auto plans to expand to other adjacent regions, growing their vehicle supply, and
fueling demand through an expansive digital marketing strategy (see marketing plan).

KEY RESEARCH TAKEAWAYS
Favorable economic conditions will result in increases in disposable income, creating an
opportunity for Push Start Auto.
Fair leads the pack in funding, however Turo remains first regarding monthly website traffic
Although Car Sharing represents a small segment of the rental market, it is growing exponentially
year over year.
Car sharing users expected to double by 2025
Estimated 70% of car sharing users fall within 21-50 years of age
INDUSTRY: CAR RENTALS IN THE US
DEFINITION 1
Operators in the Car Rental industry rent or lease passenger cars to customers. Car rentals typically last
a short time (30 days or fewer) while leasing agreements last longer (12 months or more). The industry
excludes the rental or leasing of cars with drivers or trucks.
INDUSTRY AT A GLANCE 2

1
2

Car Rental in the US. IBISWorld
Car Rental in the US. IBISWorld

7|Page

Annual Growth,
2013-18:
2.1%

Revenue, 2018:
$41.8 billion

Employment:
149,013

Profit:
$4.4 billion

Projected
Annual Growth,
2018-23:
2.0%

Establishments:
22,851

Projected
Revenue, 2023:
$46.1 billion

INDUSTRY PERFORMANCE 3
The Car Rental industry has performed well over the past five years. Since 2013, external economic
conditions that stimulate industry revenue have expanded favorably: the national unemployment rate has
gradually improved, per capita disposable income has risen, and consumers have increased their level of
spending. Furthermore, the country has witnessed a rise in leisure activity expenditure, including
domestic trips by US residents, which are anticipated to rise an annualized 3.3% over the five years to
2018. Compounded by the effect of corporate profit increasing over the majority of the period, these
trends have constituted a significant driver of industry growth over the past five years. However, given
that air travelers represent this industry’s primary market (the majority of rental cars are picked up after
flights at airport locations), growth in air travel during the current period has been the most central aspect
in driving the industry’s revenue expansion. Overall, revenue for the industry is anticipated to grow at an
annualized rate of 2.1% over the five years to 2018 to reach $41.8 billion, including an expected 2.7%
jump in 2018 alone.

3

Car Rental in the US. IBISWorld
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Car Rental Industry Revenue, 2013-18, in $ million
$41,797.2
$40,836.5

$40,692.2

2016

2017

$39,995.1
$38,945.1
$37,641.4

2013

2014

2015

2018

Figure 1: Industry Revenue. IBISWorld

INDUSTRY OUTLOOK 4
The Car Rental industry is anticipated to continue expanding through 2023, driven by an increase in the
number of air travelers, rising per capita income and mounting corporate profit. Per capita disposable
income is forecast to grow at an annualized rate of 1.9% over the five years to 2023, while growth in the
number of domestic trips by US residents is projected to increase an annualized 1.6% during the same
period. As US airports experience more traffic, demand for car-rental services is also forecast to rise, to
the benefit of industry operators. The industry’s largest companies are expected to retain their competitive
advantage over smaller players by maintaining strategic alliances with airlines and hotels. Such
partnerships will provide rental car companies with a steady stream of referral business, with coordinated
rewards programs adding loyalty incentives for consumers. Overall, industry revenue is forecast to rise at
an annualized rate of 2.0% over the five years to 2023 to reach $46.1 billion, including a projected 2.5%
jump in 2019.

4

Car Rental in the US. IBISWorld

9|Page

Car Rental Industry Revenue Outlook, 2019-23, in $ million
$46,111.3
$45,275.6
$44,435.0
$43,589.7
$42,826.3

2019

2020

2021

2022

2023

Figure 2: Industry Revenue Outlook. IBISWorld

KEY EXTERNAL DRIVERS

DOMESTIC TRIPS BY US RESIDENTS
An increase in domestic trips by US residents, whether for business or leisure, will lead to greater
demand for car rental services. As a result, an expansion in the number of domestic trips by US residents’
boosts industry revenue. Domestic trips by US residents are expected to rise in 2018, representing a
potential opportunity for the industry.

DEMAND FROM TAXI AND LIMOUSINE SERVICES
Taxi and limousine services are a primary source of external competition for the Car Rental industry, as
taxis and limousines present an alternative form of transport for consumers. Demand from taxi and
limousine services is expected to rise in 2018, posing a potential threat to the industry.

PER CAPITA DISPOSABLE INCOME
As per capita disposable income rises, consumers are more likely to make discretionary purchases,
including car rentals for leisure trips. An expansion in per capita disposable income tends to lead to
growth in industry demand. Per capita disposable income is expected to increase in 2018.

INBOUND TRIPS BY NON-US RESIDENTS
10 | P a g e

Foreign nationals entering the United States will often rent cars for the duration of their trip. Accordingly,
an increase in the number of inbound trips by non-US residents will increase demand for car rental
services. Inbound trips by non-US residents are anticipated to increase in 2018.
PRODUCTS AND SERVICES SEGMENTATION 5
Sales in the Car Rental industry may be segmented as follows:
Other sales and
services,4.3% Car sharing,2.8%

Car leasing,22.9%

Leisure car
rental,44.8%

Business car
rental,25.2%
Figure 3: Products and services segmentation. IBISWorld

Cars are rented on a daily, weekly, or monthly basis, while car leases are typically renewed annually.
Rental charges can include limited or unlimited mileage rates, or a time rate plus a mileage charge, while
car sharing charges constitute a monthly or annual membership fee plus an hourly rental rate. Industry
rates vary by rental location and are affected by the local market, competitive factors and store-fixed
costs. Typically, all rental agreements specify that the customer pays for gas used during the rental. Car
sharing services, however, often include the cost of fuel with every reservation, subject to members
leaving the gas tank at least one-fourth full in between reservations. The major players in this industry
tend to prefer certain car models for their vehicle fleets. For example, Hertz Global Holdings Inc.'s fleet
composition for its US car rental segment contained 24.0% Nissan vehicles and 14.0% General Motors
vehicles, according to its 2017 annual report, while 15.0% and 14.0% of Avis Budget Group's vehicle fleet
in 2017 contained cars manufactured by Ford and Fiat Chrysler, respectively.

LEISURE AND BUSINESS CAR RENTALS

5

Car Rental in the US. IBISWorld
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Revenue generated from car rental agencies for both leisure and business purposes has expanded over
the past five years as consumer spending and corporate profit have simultaneously increased. In 2018,
leisure car rentals are expected to comprise 44.8% of annual industry revenue while business car rentals
account for an additional 25.2%, leading car rental services overall to collectively generate 70.0% of total
revenue for the industry. Overall, healthy business and consumer spending have led demand for both
leisure and business car rentals to rise, with a rise in air travel further bolstering an increase in demand
for car rental services. Indeed, domestic trips by US residents are expected to grow an annualized 3.3%
during the current period, lead to greater demand for car rental services for both the business and leisure
segments. Additionally, inbound trips by non-US residents have also risen over the past five years,
growing at an estimated annualized rate of 1.3%. Foreign nationals entering the United States will often
rent cars for the duration of their trip; accordingly, an increase in the number of inbound trips by non-US
residents precipitates an increase in demand for car rental services.

CAR LEASING
While the majority of industry revenue is generated through car rentals, the car leasing segment also
generates a significant portion of revenue for the industry. In 2018, car leasing services are expected to
account for 22.9% of annual industry revenue. Car leasing involves paying an up-front leasing fee plus a
fixed monthly payment in return for possession and use of a vehicle for 12 months or more. Lessees drive
these vehicles for personal or business use and return the car upon completion of the lease agreement.
This industry does not participate in leasing cars to purchase nor leasing to own. There are several fiscal
advantages to leasing a car as opposed to purchasing a car with a loan, as lease monthly payments are
typically lower than their auto loan equivalents as the lease payment only covers the vehicle's
depreciation during the lease term while the loan payment covers the entire purchase price of the vehicle.
Consequently, car leasing is anticipated to rise as a portion of industry revenue through 2018.

CAR SHARING
Car sharing has continued to provide a source of innovation for the industry over the past five years as
both traditional rental companies as well as new players both seek to gain market share in this growing
segment. Car sharing primarily targets customers in inner cities and around college campuses, enabling
those who typically only require car use for an hour or two to gain access to a vehicle for an hourly or
daily rental fee. Members of car share programs are able to book a car online and pick it up from a
designated parking spot, unlocking the vehicle via a uniquely assigned electronic key card. While car
sharing was originally pioneered by a few entrepreneurial start-ups, it has quickly become the domain of
the car rental giants; each of the three major car rental companies have acquired or formed their own inhouse car sharing division. Hertz Global Holdings Inc. launched Hertz 24/5 in 2008, while Enterprise
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Rent-A-Car Company absorbed Mint Cars-On-Demand in 2012 and Avis Budget Group purchased Zipcar
in 2013.
Each of these car-sharing programs maintain their own vehicle fleet for members to rent, but the industry
contends with growing competition from the emerging peer-to-peer (P2P) car sharing market. Pioneer
start-up companies like Getaround, JustShareIt and Turo operate similarly to traditional car sharing
companies but instead enable pre-existing car owners to rent their personal vehicles to other local drivers
who require transportation. P2P car sharing operators profit by retaining a fixed percentage of the rental
sale and experience much lower costs than those operating in the traditional car sharing market by
avoiding having to account for any fleet storage and maintenance costs. According to the Transportation
Sustainability Research Center (TSRC) at the University of California, Berkley, 1.2 million people
participated in a car sharing service, whether traditional or a P2P alternative, in 2014, more than tripling
over the five preceding years (latest data available). TRSC at UC Berkley further estimates that there are
17,000 vehicles used under 24 car sharing programs nationwide as of 2014 (latest data available). While
car sharing revenue has largely expanded over the past five years and shows lucrative potential moving
forward, it still generates a relatively low share of overall industry revenue at an expected 2.8% in 2018.

OTHER SALES AND SERVICES
Industry operators also earn revenue through the sale of ancillary services such as gas, GPS rentals, loss
or collision damage waivers and liability insurance sales to customers as part of the rental process. Over
the past five years, revenue earned through these services has increased as a share of the total as
operators have made a concerted effort to diversify their revenue streams. In 2018, these ancillary
services are expected to collectively comprise 4.3% of annual industry revenue.

MAJOR MARKET SEGMENTATION 6

6

Car Rental in the US. IBISWorld
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Car sharing,2.8%
Car leasing,22.2%

Airport
customers,52.4%

Off-airport
customers,22.6%

Figure 4: Market segmentation. IBISWorld

AIRPORT CUSTOMERS
The majority of industry revenue is generated through car rental services located at airports, as both
business and leisure travelers are more likely to rent a car at an airport upon arriving at their destination.
While businesses and consumers are likely to use their own vehicle for shorter distance business and
leisure trips, it is more convenient for businesses and individuals to rent cars at their airport of arrival on
longer trips as to travel conveniently in an area where their personal vehicles are inaccessible. Revenue
generated from both business and leisure airport rentals has expanded in absolute terms over the past
five years as the economy has grown and both businesses and individuals have increased their travel
expenditures. In 2018, airport customers are anticipated to generate 52.4% of total industry revenue.

OFF-AIRPORT CUSTOMERS
While the majority of industry revenue is generated through rentals at airport counters, off-airport markets
represent an important and growing source of revenue for the Car Rental industry. Aside from car rental
for business or leisure travel, almost all other industry services are rarely offered at airports. Car leasing,
which is becoming increasingly popular, is most often being carried out at car dealerships. Meanwhile, car
sharing, which is also growing in popularity, is offered at airports but can be found more often in city
centers. Insurance replacement rentals, such as those offered to customers when their vehicles are being
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repaired following an accident, are almost never done in airport facilities. Finally, while found much more
often at airports, car rentals for business or travel purposes are also done in other locations. In 2018, offairport car rental customers are anticipated to generate 22.6% of total industry revenue. Meanwhile, car
leasing and car sharing customers are expected to collectively account for an additional 25.0% of
revenue.
NICHE INDUSTRY: CAR SHARING SERVICES 7 , 8
Car sharing can be defined as being a model of car rental where people rent cars for short periods of
time. The organization renting the cars may be a commercial business or the users may be organized as
a company, public agency, cooperative, or ad hoc grouping.

Global Revenue,
2017:
$1.5 billion

Revenue
Projection, 2024:
$11 billion

Number of
Carsharing Users,
North America,
2016:
1.8 million

CAGR, 2018-2023:
23%

Carsharing Fleet,
Global, 2016:
157,416

Carsharing Fleet,
North America,
2016:
26,691 vehicles

Number of
Carsharing Users,
Global, 2016: 15.05
million

USER ADOPTION
Globally, car sharing adoption has grown rapidly since 2006, and is expected to reach 36 million users by
2025.

7 https://cloudfront.escholarship.org/dist/prd/content/qt49j961wb/qt49j961wb.pdf?t=pa6fa3
8 https://www.gminsights.com/pressrelease/carsharing-market
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Carsharing Users Worldwide, in millions

in millions

36

15.05

0.35

0.67

1.16

2006

2007

2010

2.34
2012

3.48
2013

4.94

2014

7

2015

2016

2025

Figure 5: Frost & Sullivan

In addition to user uptake, current users are also expected to increase their use of car sharing services. A
2017 survey conducted by McKinsey&Company found that 67% of current users plan to increase the use
of car sharing.

67%

29%
4%
Decrease or decrease a lot

Stay the same

Increase or increase a lot

Survey Question: If you use car-sharing services, how will your usage evolve in the
next 2 years?

Figure 6: https://www.mckinsey.com/industries/automotive-and-assembly/our-insights/how-shared-mobility-will-changethe-automotive-industry

CROWDFUNDING STATISTICS 9



9

$17.2 billion is generated yearly through crowdfunding in North America.
Funds raised through crowdfunding grew 33.7% last year.

https://blog.fundly.com/crowdfunding-statistics/
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There were 6,455,080 worldwide crowdfunding campaigns last year and there are projected to be
12,063,870 campaigns by 2023.
Successful crowdfunding campaigns have raised $28,656 on average while the average amount
raised by all crowdfunding campaigns last year was $824 and 22.4% is the average success rate
of crowdfunding campaigns.
Overall crowdfunding projects have an average of 47 backers while fully-funded crowdfunding
projects have an average of 300 backers.
The average pledge for fully funded projects is $96 whereas the average pledge for all
crowdfunding projects is $88.
The crowdfunding market is projected to grow to $300 billion by 2030.
Total crowdfunding raised in equity crowdfunding is $2.5 billion

CASE STUDY: EQUITY-BASED CROWDFUNDING BY FLEET
Fleet, a Co Wicklow-based start-up which sought to bring widespread disruption to the car rental market
in 2018 turned to an Irish equity crowdfunding provider to raise €275,000 to expand its team and bring
software development in-house.
The start-up developed a peer-to-peer software platform that allows motorists to earn extra money by
hiring out their private cars when they are not using them. As of August 2018, the company had about
2,850 monthly users and wanted to be to car rental what Airbnb is to holiday accommodation. It went live
with a fundraising campaign on the Spark crowdfunding platform to secure investment through the sale of
20% equity in the business.
By September 11,2018, Fleet had raised 275,000 euros ($319,543) on the country’s first-ever equity
crowdfunding platform – Spark, having the hope that the investment would increase before the stipulated
end date for the campaign.
KEY MARKET TRENDS – INDUSTRY DRIVERS10,11,12,13
The potential for reducing commuting costs is expected to propel car sharing market growth over the next
six years. According to the American Association of Automobiles (AAA), the average annual costs to own
and operate vehicles are about $8,698. According to the Transportation Sustainability Research Center,
the monthly transportation savings for round trip car sharing members in the U.S. ranges from $154 to
$435. Furthermore, car sharing addresses some of the traditional problems of owning a car including
arranging and paying for parking spaces and maintaining insurance.

TECHNOLOGY

10
https://globenewswire.com/news-release/2018/04/19/1481537/0/en/Car-Sharing-Market-to-surpass11bn-by-2024-Global-Market-Insights-Inc.html
11 https://www.itproportal.com/features/the-big-trends-shaping-the-future-of-the-car-sharing-industry-in2018-and-beyond/
12 http://movmi.net/carsharing-market-growth/
13 https://www.mckinsey.com/industries/automotive-and-assembly/our-insights/how-shared-mobility-willchange-the-automotive-industry
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The use of advanced technologies is creating lucrative opportunities for car sharing market growth.
Industry players are actively integrating technologically advanced systems such as vehicle access and
reservation systems into their vehicles.

AUTONOMOUS VEHICLES
Car sharing is rarely economically viable in cities with fewer than half a million inhabitants. However, selfdriving cars would allow smaller fleets to provide adequate coverage and reduce the fixed cost base.
Autonomy would also let companies target different user segments via smaller differentiated fleets of
vehicles.

INCENTIVES
Governments across the globe are implementing regulations and incentives to increase electric vehicle
usage overall to reduce GHG emissions. Car sharing fleets generally have high interest in adding electric
vehicles because it often allows them to gain access to special parking permits or special governmental
subsidies. In addition, car sharing consumers appreciate the positive impact their choices make on the
environment.

POPULATION DENSITY
Large parts of the US are sparsely populated and organizations (public transit and private shared mobility
operators) are experimenting with different setups of car sharing. Experiments currently include offering
the service through dealership networks, through peer-to-peer car sharing or by subsidizing existing
operators (ridehailing or car sharing) to provide service in more rural areas. This makes sense knowing
that smaller communities don’t receive the same amount of public transit funding yet still would like to
offer their residents the ability to move around easily.

INDUSTRY CONSOLIDATION
Customers do not want to register with several different providers and load multiple apps to find the
fastest way from A to B. The increase in competition will create more incentives to partner up and create
synergies. Good examples are the BMW/Daimler merger or Uber’s venturing into car sharing/bike sharing
in recent months.
CAR SHARING MODELS14

14
https://www2.deloitte.com/content/dam/Deloitte/de/Documents/consumer-industrial-products/CIPAutomotive-Car-Sharing-in-Europe.pdf
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Car sharing is characterized by a broad range of individual business models that cater to a diverse range
of customer experience, at differentiated price points. Apart from price, models are also based on the
flexibility offered to customers as well as the distance traveled. These models can be categorized as freefloating and stationary B2C and B2B car sharing. While free-floating models provide higher flexibility and
compete with taxis and new mobility providers such as Uber, stationary models are used for longer drives
and tend to substitute rental cars or car ownership. Moreover, corporate car sharing users are becoming
an inevitable source of additional business for stationary car sharing providers. B2B car sharing is
managed as a closed system in which employees can access vehicles on a sharing basis. Another model
is the more prominent peer-to-peer (P2P). This is a model where individuals provide their own car for
rental by private users via a platform. P2P provides a transportation mode for longer distances as
compared to traditional car sharing and corresponds more to an alternative to short-term car rental or
carpooling.

FREE-FLOATING CAR SHARING
Most free-floating providers have been in the market for less than five years, and the market is booming.
Free-floating allows customers to pick up and return the vehicle anywhere with a certain area and
demonstrates this model’s main advantage: flexibility. Free-floating cars are mainly used for short oneway (shopping or other leisure) trips. Compared to stationary car sharing, free-floating has higher prices
that are often based on time only. Most free-floating providers offer small to medium-sized cars, which
ensures relatively easy parking. Many free-floating providers are owned by OEMs and/or rental
companies.

STATIONARY CAR SHARING
Stationary car sharing has fixed stations and usually provides only round trips with the start and end
points being the same. This service is typically used more for longer trips and is likely to replace rental
cars or car ownership. What stationary providers may lack in flexibility; they make up for in fleet variety.
Stationary car sharing providers are typically located in small to medium-sized cities and rural regions.
Stationary providers are often locally organized and do not operate on a
large / global level.

PEER-TO-PEER CAR SHARING
While vehicles for free-floating and stationary car sharing are made available by providers, P2P car
sharing offers vehicles belonging to private individuals or to a specific user community. Players provide a
platform to handle the transaction, offer insurance, and equip the car with telematics devices. These cars
must be returned to the pick-up area.
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Table 2: Car Sharing Business Model Features

Business model features
Usage area of vehicle
FF

S

Vehicle type

P2P

FF

S

Pricing
P2P

FF

Parking co-operations

S

P2P

FF

S

P2P

City center

Small / city cars

By time

Parking permits

Broader city area

Compact cars

By distance

Commercial

Regional

SUVs

Fixed prices

Private

*FF=Free Floating; S=Stationary; P2P=Peer-to-Peer
KEY CUSTOMER SEGMENTS
Car sharing services are used most by customers aged 21 to 34.

Car sharing Services Users, by age
16-20 years,23%
,
35-49 years,30%

21-34 years,39%
Figure 7: Users by age. Statista
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Competitive Analysis

www.fair.com
Fair is a car leasing company that operates a car-as-a-service (CaaS) concept. It offers customers the
freedom to drive the car they want for as long as they want, and the flexibility to walk away at any time.
Fair allows customers to choose from a variety of pre-owned vehicles, all of which are under six years
old, and have fewer than 70,000 miles. All cars come from a dealership near the customer, and the
entire process is completed in-app. All vehicles come with a Limited Warranty, and Fair also offers
Roadside Assistance, Routine Maintenance, Extra Miles, and Excess Wear and Tear Protection. It
offers a Fair Price Guarantee, in which customers receive the lowest available monthly payments.
Eligibility is determined using advanced data and analytics, so that even customers without established
credit may use the service. The company also provides special offers for Uber drivers.
Service offering

Flexible car lease.

Number of users

500,000+ app installs (Google Play)

Number of

N/A

vehicles
Pricing
Revenue
Total Funding
Monthly Unique

One-time Start Payment per car, plus low monthly payment for as long as the
customer has the car. Monthly payments are based on the customer’s credit.
Undisclosed
$1.1 billion in 5 rounds, by 29 investors
535.6k

Website Visitors
14,188 Facebook likes
Social Media
Presence

5,309 Instagram followers
4,465 LinkedIn followers
1,046 Twitter followers
1,327 YouTube subscribers

Turo.com
Launched in 2012, Turo is a car sharing marketplace where travelers can rent any car they want,
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wherever they want it, from a community of local car owners. Travelers choose from a selection of
nearby cars, while car owners earn extra money. Since its inception, the company has had over 4
million owners and travelers. Vehicles are available at prices up to 40% lower than other car rental
options. Turo is currently available in 4500+ cities and 300+ airports throughout the United States. Turo
is the biggest of the six P2P providers in North America. Turo, originally operated as RelayRides,
allows owners to rent out their vehicles through an online portal or Turo’s app. Turo has been viewed
as one of the hottest transportation startups by Forbes in 2015 with a valuation of $311 million. Part of
Turo’s success comes from partnering with large car manufacturers such as GM or securing funding
from that industry. There is no hardware installation required, a smaller commission compared to the
competition (10-35%) that corresponds with the driver’s choice of the amount of Turo insurance
coverage they’d like and the ability of the owner to set their own rental prices.
Service offering

Car rental booked online or via app; insurance package options.
Platform for listing an owned car for rental; liability insurance for car owners;
roadside assistance.

Number of users

4 million+ (reported by Turo)
1 million+ app installs (Google Play)

Number

of

170,000

vehicles
Pricing

Up to 35% less than traditional car rental agencies

Revenue

$11 million

Total Funding

$187.4 million in 12 rounds, by 18 investors

Monthly

1.4 million

Unique

Website Visitors
Social
Presence

Media

133,177 Facebook likes
27.9k Twitter followers
66.7k Instagram followers
812 YouTube subscribers
5,144 LinkedIn followers

1177 Harrison St
San Francisco, CA 94103-4508
www.getaround.com
Getaround allows users to instantly rent and drive cars shared by people in their city. Cars can be
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rented by the hour, or the day, with a $1M insurance policy and 24/7 roadside assistance included.
Powered by Getaround Connect, Getaround offers a safe car sharing experience without the need to
meet the car owner, carry an access card, or coordinate picking up a car key. People share everything
from a Prius to a Tesla and earn thousands in extra income each year. Membership in Getaround is
free.
Getaround has thousands of cars available throughout major metropolitan areas across the United
States. Existing investors in Getaround include Menlo Ventures, Braemar Energy Ventures, Asset Plus,
Triangle Peak Partners, SPARX Group, Toyota Motor Corporation, Cox Automotive Inc., and SAIC
Capital.
Service offering

Hourly and daily car rentals

Number of users

100,000+ app installs (Google Play)

Number

Thousands

of

vehicles
Pricing

From $5/hour

Revenue

$21 million

Total Funding

$403 million in 11 rounds, from 45 investors

Monthly

200.1k

Unique

Website Visitors
Social

Media

Presence

59,032 Facebook likes
12.9k Twitter followers
2,583 Instagram followers
992 YouTube subscribers
4,674 LinkedIn followers

PUSH START SWOT ANALYSIS
STRENGTHS

WEAKNESSES



Offer consistent cash flow for car owners



New brand with little recognition in the space



Mobile application allows for immediate



Lack of initial marketing budget compared to

scalability


Diversified vehicle supply



Outstanding customer support



Offer Lease-to-own options
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Turo and Getaround



Offer consistent revenue stream for investors

OPPORTUNITIES

THREATS



Roll-out services to new regions



User growth for key competitors



Partner with insurance companies to create



Growing adoption for comparable services

rev sharing opportunities
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like Fair

MARKETING PLAN
POSITIONING
Push Start will utilize the following marketing channels and tactics to position the Company as the quality peer-topeer car leasing marketplace. The overall goal of Push Start ’s marketing plan is to create a platform to establish a
recognizable brand and a loyal customer base. Push Start will:
Establish brand identity in the marketplace
Create desire and demand for its recognized unique and diversified platform
Build a strong customer base and long-term sellers on the platform
Push Start will utilize the following marketing channels and tactics to position itself as go to marketplace to help car
owners monetize their assets. These strategies will help ensure the company’s long-term success.
MARKETING CHANNELS AND TACTICS
Push Start will implement the following marketing tactics to reach its target market of owners and buyers.

Marketing Strategy

Online Initiatives

Offline Initiatives

SEO/SEM

Social Media

Referrals

Print Advertising

Website/Direct EMail

Online Ads

Direct Mail

Conferences and
Trade Shows

PR
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SEO/SEM
Push Start will implement an aggressive SEM and SEO strategy to reach critical mass by acquiring members
through keyword optimization. Push Start will work to appear in the top results when a user searches for keywords
related to a business’ service offering. The Company will optimize content using keywords related to its business
(i.e. lease my car, car rentals) to organically aggregate higher on a variety of search engines.
The Company will use Google AdWords and other paid search campaigns to target their customers and drive
traffic to the website. Push Start will continue to analyze and opt for keywords that are the most cost effective in
terms of driving traffic to their site.

WEBSITE/DIRECT E-MAIL
Push Start will use its website (pushstartauto.com) to highlight its various product and service offerings. The
website will also provide a feedback mechanism for comments, questions, and will also provide useful general
information pertaining to new vehicles and lease specials on the platform. Customers may input their email to sign
up for Company newsletters and information, creating a database of buyers and sellers Push Start can approach.

SOCIAL MEDIA
Social media will play a significant role in establishing Push Start as the premier peer-to-peer car leasing
marketplace. The Company will develop a presence on Facebook, Twitter, and Instagram. Real-time updates on
these sites will keep customers in the loop regarding vehicles on the platform, customer testimonials and lease
specials from real sellers.

ONLINE ADVERTISING
Online advertising will play an important role in growing new vehicle listings and demand on the platform. The
Company will post display and banner ads to websites related to peer-to-peer car sharing. This also includes social
ads across Facebook, Twitter, and other social outlets.

OFFLINE INITIATIVES

REFERRAL/BUZZ MARKETING
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Push Start intends to utilize viral marketing, where people create brand awareness and pass along marketing
messages voluntarily through their own pre-existing social networks. Positive customer testimonials and reviews
are one of the strongest forms of advertising and can be a key decision point for many potential customers.
Satisfied customers are extremely inclined to discuss their experience with friends, family, and colleagues,
resulting in new business opportunities for Push Start. The Company will also look to explore incentive programs to
generate referrals from current buyers and sellers.

PRINT ADVERTISING & PR
Print advertising will also be an effective marketing campaign for Push Start. The Company will develop relations
over time with relevant newspaper outlets, magazine publishers, as well as generate their own marketing collateral
to create customer awareness. In addition, there will be a huge PR push for the launch of the Push Start app and
engaging with a tech PR firm to increase company exposure. Direct mail initiatives will also be implemented to
target car owners, which will include a brief overview of the Company, its service offering, and incentives for new
sellers.

CONFERENCES AND EVENTS
Push Start plans to attend industry conferences and events to introduce its new marketplace to the industry. This
will also be useful as a tool to show off the Push Start app and explore strategic partnerships.

KEY PERFORMANCE INDICATORS (KPIS) – MARKETING










Revenue growth: The total revenue generated, and its increase monthly is a good metric to determine the
effectiveness of our marketing/PR activities.
Number of app downloads and posted reviews: An increase in the number of app downloads and
customers’ reviews posted is a good indication that our marketing/PR activities are reaching the target
audience and effective.
Customer satisfaction and retention: The feedback, review, and rating system on the website and mobile
app will help us determine the level of customer satisfaction and the areas of opportunity. Improvements
will continuously be made on our offerings as deemed necessary. The number of active accounts will help
us measure the degree at which customers are retained.
Cost per lead: This calculates the cost of acquiring a customer through marketing activities. It helps to
analyse and ensure that we allocate the right amount of budget to productive campaigns.
Traffic-to-lead ratio: This indicator will help us understand where our website traffic is coming from; social
media, referrals, direct, etc.
Organic traffic: This is closely linked to SEO, and it shows that clients are finding the company through
searches; hence, this indicator will be appropriately monitored and refined accordingly.
Referral ratio: this will be monitored as well to show which of our clients were referred to us. This is
important as it shows that current customers are satisfied with our services.
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OPERATIONS PLAN
OPERATIONAL STRATEGY
The daily business operation involves ensuring optimal running of the marketplace, updating vehicle list, expanding
car owners’ databases, research and development, business management, control system, prompt response to
customer's request, and excellent customer service. The business strategic activities include:
Fundraising: This will include all activities geared towards the crowdfunding campaign. It will include content
creation, marketing, accounting and more. If the amount needed is raised within the stipulated time of the
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campaign, the campaign will be ended and investors become shareholders but if not, each investor’s fund will be
refunded.
Due Diligence/Inspection: This involves ensuring the vehicle is the acclaimed owner’s, all documents of the
vehicle are intact, and that the vehicle is in top shape. We will ensure vehicles older than 15 years or with
significant damage are not accepted. Another aspect of inspection will be conducted on the buyer/consumer to
ensure the vehicle is in safe hands.
Monitoring: We will daily and thoroughly monitor the performance of the marketplace to evaluate the reviews and
feedbacks written by the users. These will help us to create updates for the app as and when due. These updates
include enhancements, changes, performance improvements, and new features. We will monitor for crashes, user
data analytics, and performance.
Order Scheduling: Once all forms of inspection has been carried out, vehicle chosen, payment made, the vehicle
will be scheduled for pick up or drop off, depending on the customer’s preference.
App Store Management: This process is essential as it involves taking note of ratings and reviews. Rating and
reviews will help us to know which features of the app are offering value to the customer, and which ones are not
valuable. We will provide prompt response and an appreciation for every review made on the app, and theses
reviews will be promptly worked on for product improvement.
R&D: We have a comprehensive R&D policy that ensures that research is continuous on our app and its features.
The R&D activities could further initiate the development of new product features and capabilities. Market research
and surveys are also included in our R&D activities. This is to identify and understand customers’ preferences and
prevailing market conditions. Findings from these activities will enable continuous improvement of our processes
and operations for optimum productivity.
App Administration: Although the operations of the app are automated, there is a need for IT administration to
monitor the activities on the apps, to respond to users’ inquiries, and to manage users’ accounts. The IT admin will
be available 24/7 to ensure that operations are smooth and communications with users are real-time. The
automated system of the app will manage account registration, account access, profile management, content
management, privacy and control, financial transactions, etc.
Business Administration: Development and implementation of plans and strategies, monitoring and control of
resources, human capital development, accounting and finance management, operations management, and
maintenance of facilities are some of the activities and duties captured under business management. These
activities will be carried out daily by our competent workforce according to requirements and best practices to
ensure smooth and effective running of the business and the maximum satisfaction of customers as regards to
excellent service delivery.
Human Resources Management: Our team members are critical to the success of our business. Therefore, we
will ensure that our staffs, especially those with direct contact with customers, are highly trained. We will
ensure that all service providers on our platform upload accurate details to attest to their qualifications and
competency.
OPERATIONAL STRUCTURE
Push Start Auto is registered as an LLC in Lawrenceville, GA.
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PUSH START CAP TABLE
Figure 8: Push Start Cap Table

Push Start

Ownership

Andre Harris

80%

Tyeasha Harris

20%

Push Start Auto LLC
(609) 592-0077
pushstartauto@gmail.com

Owners:
Andre Harris & Tyeasha Harris

PROJECTED ORGANIZATIONAL STRUCTURE

Finance and Accounting

Accounting Manager

Operations

CS Team

CMO

Marketing Manager

Software Engineers
CTO
Web Developers

Table 3: Push Start Organizational Structure
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MANAGEMENT TEAM

ANDRE HARRIS, CO-FOUNDER & CEO
Andre R. Harris, Jr. is the CFO of SGS Solid Generation Services and the founder and
CEO of Push Start Auto. Andre was born in Champaign, IL and moved to Hamilton, NJ at
the age of thirteen. Andre worked for his mother’s daycare and summer camp when he
was a teenager and learned at an early age about running a business. After high school
Andre worked for a Security company while obtaining his BA in Business Administration.
Andre spent over 15 years in Corporate America and left to join his family business of
SGS Solid Generation as CFO. Andre has always been passionate about giving to
receive. He believes in helping people, so they can help themselves and others. In 2018,
Andre formed a Peer to Peer leasing company, Push Start Auto.

Andre’s goal is to offer non-traditional

alternatives to leasing/owning a vehicle in a shared economy.

TAYEASHA HARRIS, CO-FOUNDER
Tyeasha has over 20 years of corporate experience. She recently served as the
Regional Manager of CT Corporation, overseeing the daily functions for several regional
offices regarding corporate services and coordination of work assignments. Tyeasha
currently serves as a Senior Manager of collaboration services at Wolters Kluwer and
graduated with a Bachelor’s in Business Systems Analysis.

HEADCOUNT AND PERSONNEL PLANNING
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Founders Andre and Tyeasha Harris do not plan to take on a salary in year one to improve company cash flow
and catalyze the path to break-even. As the company scales, Push Start will bring on a Customer Service Reps
as well as software engineers, and web developers. By the end of year five, the company plans to have 40 fulltime employees, with a total payroll (inclusive of benefits) of $4M.
Figure 9: Push Start 5-year Headcount
Year 1
Headcount
Management Team
Andre Harris
Tyeasha Harris
CMO
CTO
Salary

Additional Staff
Marketing Manager
Customer Success Reps
Software Engineers
Web Developers
Accounting Manager
Customer Success Manager
Operations
Salary
Total Headcount
Total Personnel Expenses

Year 2

Year 3

Year 4

Year 5

1
1
$0

1
1
1
1
$492,000

1
1
1
1
$516,600

1
1
1
1
$542,430

1
1
1
1
$569,552

1
1
1
1
1
1
1
$510,000

1
2
3
2
1
1
1
$924,000

1
4
4
3
1
1
2
$1,361,588

1
8
5
4
1
2
4
$2,083,725

1
16
6
5
1
2
5
$2,911,137

9
$586,500

15
$1,628,400

20
$2,159,916

29
$3,020,078

40
$4,002,792

KEY OPERATIONAL MILESTONES

Year 1
Develop
business plan
and raise capital
Develop and
launch Push
Start app
/website
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Year 2
Optimize
operational
processes
Continue to test
marketing
channels

Year 3
Break-even
15K+ Vehicles
Reach
profitability

Year 4
Launch into new
regions
Generate over
$7M in revenue

Year 5
36K+ Vehicles
on the
marketplace
Reach $11M in
revenue

Figure 10: Push Start - 5-year milestones

FINANCIAL PLAN
FUNDING SOURCES AND ALLOCATIONS
Push Start is looking to raise $2.65M to be utilized towards software development, marketing, personnel, and
ongoing operating expenses. Funding allocation is displayed below.
Figure 11: Push Start Funding Allocation

$563,086

$431,933

$250,000

$1,400,700
Software Development

Marketing Budgetr (12 months)

Personnel (18 months)

OPEX

PROJECTION SUMMARY
In the first year of operations Push Start will look to grow their supply of vehicles on the marketplace through a
number of aggressive marketing initiatives. By the end of year one, Push Start plans to have to have over 4,000
vehicles listed as well as 1,200 out on lease. As the Company grows their marketing budget and diversifies their
portfolio of vehicles, the Company expects there to be a higher percentage of vehicles out on lease, generating
consistent monthly recurring revenue. By year 3 of operations, Push Start will break-even, generating an
estimated $4M in revenue. Each year thereafter, Push Start plans to launch in new regions, fueling marketplace
growth and vehicles out on lease. As the Company scales, both gross margins and EBITDA will rise due to
growth in vehicles and operational efficiencies. By year 5, Push Start will generate over $11M in revenue with a
profit margin of 32%.

Upfront Fees
Leasing Revenue
Total Revenues
Total Direct Cost
Gross profit
Gross Profit Margin (%)
Total Other Expenses
EBITDA
EBITDA %
Depreciation
Net Income
Net profit Margin (%)
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Year 1
$111,518
$461,905
$573,423
$0
$573,423
100%
($1,581,519)
($1,008,096)
-176%
$0
($1,008,096)
-176%

Year 2
$168,505
$1,743,159
$1,911,664
$0
$1,911,664
100%
($2,987,530)
($1,075,866)
-56%
$0
($1,075,866)
-56%

Year 3
$244,861
$3,754,452
$3,999,313
$0
$3,999,313
100%
($3,951,328)
$47,985
1%
$0
$47,985
1%

Year 4
$326,893
$6,741,704
$7,068,598
$0
$7,068,598
100%
($5,369,603)
$1,698,995
24%
$0
$1,698,995
24%

Year 5
$487,968
$11,166,354
$11,654,322
$0
$11,654,322
100%
($7,090,551)
$4,563,772
39%
$0
$3,718,414
32%

KEY FINANCIAL PERFORMANCE METRICS
One of the most significant KPI’s for Push Start is their total vehicles listed and number of vehicles out on lease at
any given time. Push start will work to minimize volatility in the number of cars leased to streamline their projected
monthly cash flow. From year one to year five, Push Start plans to grow from 4K to over 36K vehicles listed on the
platform. With that said, the Company also expects their vehicles out on lease to grow rapidly to over 18K at the
end of year 5.
Figure 12: Push Start Vehicles

Vehicle Listings / Vehicles Leased
40000
35000
30000
25000
20000
15000
10000
5000
0
Year 1

Year 2

Year 3

Year 4

Year 5

KEY FINANCIAL ASSUMPTIONS

UNIT ECONOMICS
Table 4: In House Economics per Reservation

Unit Economics
Average Down Payment
Average Lease Rate Per Month
Down Payment Revenue to Owner
Monthly Revenue to Owner
Down Payment Revenue to Push Start
Monthly Revenue to Push Start

PRICING ASSUMPTIONS
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$450
$300
$360
$240
$90
$60

Push Start will charge a consistent 20% fee for both the down payment and monthly lease payments to the car
owner.
Table 5: Push Stat Pricing
Year

% of Up Front Fees to Push Start

% of Monthly Payments to Push Start

Year 1

20%

20%

Year 2

20%

20%

Year 3

20%

20%

Year 4

20%

20%

Year 5

20%

20%

ADOPTION ASSUMPTIONS
The Company plans to have 30% of vehicles out on lease in year one. As Push Start gains more recognition, it is
expected that 50% of the vehicles on the platform will be out on lease at any given point.
Figure 13: Push Start Marketplace Adoption
Year

% of Vehicles Out on Lease

Year 1

30%

Year 2

35%

Year 3

40%

Year 4

45%

Year 5

50%

PROJECTED OPERATING EXPENSES
In the first year of operations, Push Start will primarily use proceeds for a strong marketing campaign as well as
begin app development to achieve scale. These two items alone will account for a large percentage of the total
expenditures in year one.
Table 6: Push Start Projected Operating Expenses

Total Non-Personnel General & Administrative
Year 1

$995,019

Year 2

$1,359,130

Year 3

$1,791,411

Year 4

$2,349,525

Year 5

$3,087,759

INCOME STATEMENT
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Year 1

Year 2

Year 3

Year 4

Year 5

Upfront Fees

$111,518

$168,505

$244,861

$326,893

$487,968

Leasing Revenue

$461,905

$1,743,159

$3,754,452

$6,741,704

$11,166,354

Total Revenue

$573,423

$1,911,664

$3,999,313

$7,068,598

$11,654,322

$573,423

$1,911,664

$3,999,313

$7,068,598

$11,654,322

-

-

-

-

-

$0

$0

$0

$0

$0

$573,423

$1,911,664

$3,999,313

$7,068,598

$11,654,322

100%

100%

100%

100%

100%

Total Non-Personnel General & Administrative

$(995,019)

$(1,359,130)

$(1,791,411)

$(2,349,525)

$(3,087,759)

Total Personnel Expenses

$(586,500)

$(1,628,400)

$(2,159,916)

$(3,020,078)

$(4,002,792)

Total Operating Expenses

$(1,581,519)

$(2,987,530)

$(3,951,328)

$(5,369,603)

$(7,090,551)

EBITDA

$(1,008,096)

$(1,075,866)

$47,985

$1,698,995

$4,563,772

-176%

-56%

1%

24%

39%

Depreciation

-

-

-

-

-

Amortization & Impairment

-

-

$(1,008,096)

$(1,075,866)

$47,985

$1,698,995

$4,563,772

Interest Expense

-

-

-

-

-

Interest Income

-

-

-

-

-

Revenues

Net Sales
Direct Costs
Cost of Goods Sold
GROSS PROFIT
Gross margin (%)
Operating Expenses

EBITDA %

EBIT

Other Income
NET INCOME
Net Profit Margin (%)

BALANCE SHEET
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-

-

-

-

-

($1,008,096)

($1,075,866)

$47,985

$1,698,995

$3,718,414

-176%

-56%

1%

24%

32%

Year 1

Year 2

Year 3

Year 4

Year 5

$1,487,658

$462,151

$491,458

$2,199,898

$5,863,009

$42,474

$107,445

$206,699

$294,525

$485,597

$1,699

$4,298

$8,268

$11,781

$19,424

$0

$0

$0

$0

$0

$1,699

$4,298

$8,268

$11,781

$19,424

$1,533,530

$578,192

$714,693

$2,517,985

$6,387,454

Property & Equipment

$0

$0

$0

$0

$0

Leased Asset

$0

$0

$0

$0

$0

Accumulated Depreciation

$0

$0

$0

$0

$0

Property & Equipment, net

$0

$0

$0

$0

$0

$250,000

$250,000

$250,000

$250,000

$250,000

$0

$0

$0

$0

$0

$1,783,530

$828,192

$964,693

$2,767,985

$6,637,454

ASSETS
Cash
Accounts Receivable
Prepaid Expenses
Inventory
Other Current Assets
Total Current Assets
Property & Equipment

Intangible & Other Assets
Intangible & Other Assets
Amortization & Impairment
TOTAL ASSETS
LIABILITIES & EQUITY
Accounts Payable
Accrued Expenses & Payroll Taxes Payable
Line of Credit

$0

$0

$0

$0

$0

$144,208

$262,137

$346,682

$447,467

$590,879

$0

$0

$0

$0

$0

$1,699

$4,298

$8,268

$11,781

$19,424

$0

$0

$0

$0

$0

$145,907

$266,435

$354,950

$459,248

$610,303

Long-Term Debt, net of Current

$0

$0

$0

$0

$0

Due to Related Parties

$0

$0

$0

$0

$0

$145,907

$266,435

$354,950

$459,248

$610,303

Other Current Liabilities
Current Portion of Long Term Debt
Total Current Liabilities

Total Liabilities
Shareholder's Equity
Paid in Capital

$2,645,719

$2,645,719

$2,645,719

$2,645,719

$2,645,719

($1,008,096)

($2,083,962)

($2,035,977)

($336,982)

$3,381,432

Total Equity

$1,637,623

$561,757

$609,743

$2,308,737

$6,027,151

TOTAL LIABILITIES & EQUITY

$1,783,530

$828,192

$964,693

$2,767,985

$6,637,454

Retained earnings

STATEMENT OF CASH FLOWS
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Year 1

Year 2

Year 3

Year 4

Year 5

CASH FLOW FROM OPERATIONS
Net Income (Loss)

($1,008,096)

($1,075,866)

$47,985

$1,698,995

$3,718,414

Plus Depreciation

$0

$0

$0

$0

$0

Plus Amortization & Impairment

$0

$0

$0

$0

$0

($42,474)

($64,971)

($99,254)

($87,826)

($191,072)

($1,699)

($2,599)

($3,970)

($3,513)

($7,643)

$0

$0

$0

$0

$0

($1,699)

($2,599)

($3,970)

($3,513)

($7,643)

Changes in Working Capital
Changes in A/R
Changes in Prepaid Expenses
Changes in Inventory
Changes in Other Current Assets
Changes in A/P
Changes in Accrued Expenses
Changes in Other Current Liabilities

$0

$0

$0

$0

$0

$144,208

$117,929

$84,545

$100,785

$143,412

$1,699

$2,599

$3,970

$3,513

$7,643

Net Change in Working Capital

$100,035

$50,359

($18,679)

$9,446

($55,303)

Net Cash Flow from Operations

($908,061)

($1,025,507)

$29,306

$1,708,441

$3,663,111

($250,000)

$0

$0

$0

$0

CASH FLOW FROM INVESTMENTS
Purchase of Intangibles & Other Assets
Fixed Assets

$0

$0

$0

$0

$0

($250,000)

$0

$0

$0

$0

$2,645,719

$0

$0

$0

$0

Line of Credit

$0

$0

$0

$0

$0

Debt

$0

$0

$0

$0

$0

Lease Payments

$0

$0

$0

$0

$0

Net Cash Flow from Financing

$2,645,719

$0

$0

$0

$0

Net Cash Flow

$1,487,658

($1,025,507)

$29,306

$1,708,441

$3,663,111

$0

$1,487,658

$462,151

$491,458

$2,199,898

$1,487,658

$462,151

$491,458

$2,199,898

$5,863,009

Net Cash Flow from Investments
CASH FLOW FROM FINANCING
Paid in Capital

Cash at Beginning of Period
Cash at End of Period
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