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Abstract
Italian ices is a popular frozen dessert that is not yet offered in the town of New Paltz. This
document outlines a business plan to sell Italian ices by day and a frozen alcoholic treat by night.
This product will be distributed from a push cart located in the heart of New Paltz. Through data,
research, and my own personal findings, a complete breakdown of the company is discussed in
detail. This breakdown includes the company overview, the marketing and management plan, the
financial plan, and everything in between to realistically start this business venture. The purpose
of this establishment will be to accommodate a frozen dessert to customers with dietary restrictions
as well as bring an American staple to the Hudson Valley.
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Business, push cart, frozen dessert, New Paltz, Allergies, Alcohol
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Business Plan Summary
New Paltz has been the best place to call home for these last four years! The people, the
scenery, and the engaging school environment have all aided in my success. However, there has
always been a personal downside for me – no Italian ices. Coming from Staten Island where this
dessert is so popular, I was saddened to discover that it is not offered in New Paltz. As a first year
student, I requested this item in the dining hall serval times in order to accommodate students with
dietary restrictions. Not only would I write this request on the comment board in the dining hall, I
would also email several people and bring it up in meetings. I even approached the mangers of
food services directly during my sophomore year. After failing multiple times, I gave up. If I
couldn’t get the campus to provide this dessert, I guess I would have to bring it to New Paltz
myself. Thus, my thesis project was born.
I have struggled with a dairy and soy allergy for a long time. Most dairy substitutions
contain soy and therefore has made it extremely hard for me to eat certain foods. It’s hard watching
my friends go on ice cream runs in the evening and not being able to partake. With the
establishment of this push cart service, people like me will be able to join in on evening dessert
runs. This business plan outlines the exact steps and procedures that I will take to start this business
venture in the town of New Paltz. It details the company, the marketing and distribution plans, and
the financial aspect as well as references the competition and contingency plans. It also provides
examples of image and packaging for the company.
Jamie’s Italian ices are a delicious dessert by day and an enjoyable alcoholic treat by night
coming soon to the town of New Paltz! Below is a detailed plan to start this venture.
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Introductory Components:
Section 1: Company Overview
1) Describe your products and services.

My product will be seasonal Italian ices provided through a push cart service. It is my plan to
have this business serve the town of New Paltz during the day and select nights. This business will
be operational in spring, summer, and early fall. Along with regular Italian ices, there will be
alcoholic water ices for sale near the bars during the nightlife scene in the Town of New Paltz.

2) Describe the history of your business if it is an existing business, or how you developed
your idea to start a new business.
The town of New Paltz is well known for its Restaurants and Bars but its dessert offerings
are lacking. With options to eat ice cream and frozen yogurt, there are still very limited options
for people who are lactose intolerant, vegan, and gluten free. According to Food allergy.org, over
32 million Americans have food allergies. That equates to every 1 in 10 adults and 1 in 13
children. (FoodAllergy.org, 2020). The National Digestive Diseases Information Clearinghouse,
has reported that “30 million to 50 million Americans are lactose intolerant,” and “…20 million
Americans are vegan.” (National Digestive, 2020). This data shows that there is a large market
to serve vegan, gluten free, and lactose intolerant products. Since I struggle with a diary allergy
myself, it was hard for me when friends would organize an outing at the Huguenot Creamery or
to Delish. Through these frustrations, I came up with the idea to sell Italian ices that can be a
dessert enjoyed by all residents of New Paltz, including those who have dietary restrictions.

3) Describe the legal structure of your business- sole proprietorship, partnership, or
corporation.
My Business will be an S-corporation due to the taxation benefits it offers. An Scorporation is a pass through entity which means that income and loses are reported through the
owner’s personal tax return. This type of cooperation eliminates the chance of double taxation.
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4) Describe your experience in this business and how it will help you succeed.
My experience comes from working in a retail grocery store for over 3 years. Through this
experience, I understand safe food handling practices and have gained valuable knowledge about
how to properly interact with customers. I have also taken multiple business classes in
management, marketing, fiancé, statistics, and business planning over the past 4 years at New
Paltz. My determination with this new starting venture will help me succeed along with the
knowledge I gained in my classes and work experience.

5) Describe you reason for believing the business will succeed.
My business will succeed because the dessert market in New Paltz is severely lacking for
people with dietary restrictions. According to the U.S National Library of Medicine,
“approximately 65% of the human population has a reduced ability to digest lactose after infancy.”
(Lang, 2005). This data shows that over half of the population have some form of intolerance.
Therefore, this unmet market has huge potential to succeed in New Paltz for those looking for an
enjoyable alternative to ice cream and frozen yogurt. Besides people with a dairy allergy, Italian
ices are also safe for vegans and people who have a gluten allergy. It is markets well to young
children and by association, their parents. As shown, Italian ices are marketable to many different
groups of people.

Section 2: Mission Statement
“Our mission is to provide delicious Italian ices to the residents in the Town of New Paltz. We
also strive to provide this alternative dessert option in order to accommodate customers with
dietary restrictions.”
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Marketing Plan
Section 1: Products and Services
1) Products or Services
 In terms of product, we are going to start off with 15 water ice flavors. The initial order will
include 30 buckets of Italian ices (2.5 gallon buckets). That means our initial order will
contain 2 buckets of each flavor. The types of flavors include:
Lemon
Red Raspberry
Vanilla

Rainbow
Cherry
Strawberry

Blueberry
Mango
Orange

Chocolate
Pina Colada
Coconut

Watermelon
Cotton Candy
Pistachio

-Flavors may be swapped once we re-order to accommodate popular and unpopular flavors.
-This product will be supplied by a wholesaler named Philly’s Italian Ices
(http://www.famousitalianices.com/)

 There is also going to be 3 alcoholic flavors that will be offered at night when the cart is
stationed on Main Street during the night life activity. These alcoholic ice flavors include:
Vodka Lemonade (Vodka)

Blue Raspberry (Tequila)

Watermelon Cooler (Rum)

- In order to produce these flavors, existing Italian Ice flavors will be combined with alcohol and
other ingredients.
-See pages 44 to 46 for recipes of the alcoholic Italian ices.

-These existing Italian Ice flavors will be supplied by a wholesaler named Andy’s Italian Ices.
(https://www.andysitalianicesnyc.com/). The ices come in 2.5 gallon containers. 1container of
each flavor will be ordered to start. This equals 3 Italian Ice flavors in total. The 3 Ice flavors we
will order are as follows:
Lemon

Blue Raspberry

Watermelon

 A service to work private parties and events will also be offered upon request.
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2) What customer needs or wants is being filled?
The need and want that is being filled is a dessert that is not yet fully offered in New Paltz.
The push cart service makes the business mobile and therefore can change locations based on
population and show up in spots that the community wants. For example, the push cart may be
popular at Clear Water Field because there are no current vendors working there during Little
League baseball games.
The alcoholic ices at night will also fulfill a customer want. The bars in New Paltz gets
really crowded, hot, and lines are always so long! Having the push cart stationed near the bars
during the night life scene will allow people to cool down with a spiked Italian ice!

3) What are the features and benefits of your products or services?
One benefit of this business is that the push cart makes it possible to change locations based
on what areas of New Paltz are popular at certain times. It also allows customers to hire the cart
for their private party or for the business to be requested at a big town or college event. Another
benefit is that there are no current establishment in New Paltz marketed as an Italian ice business.
One ice cream shop in town sells a few flavors of Italian ice, but the variety is slim. Therefore,
there is room to introduce this dessert in New Paltz seeing as there are no other businesses doing
it yet.
Another benefit of Jamie’s Italian Ice business is that there will be spiked Italian ices
offered at night during the bar scene. Popular drinking nights in New Paltz when college is in
session include Tuesday’s, Friday’s, and Saturday’s. The push cart will be stationed near the 3
most popular bars on these nights. This unique product near the bars during late night hours is
predicted to be very popular, especially amongst the college students.

4) How will your product be made or how will your services be provided?
Most of the products will be purchased from a wholesaler. The main wholesaler’s name is
“Philly’s Famous Italian Ices.” They will supply the equipment and tubs of ices. The alcoholic
flavors will be combined with existing ingredients from a grocery store and a wholesaler named
“Andy’s Italian Ices.”

5) Who will supply the materials?
Products/
Company
Name
Philly’s
Famous
Italian Ices

Item




1 push cart,
1 Italian Ice umbrella
30 cans of assorted
flavor(2.5 Gallon buckets)
 Cups (1 case of 5oz, 1
case of 7oz, 1 case of 9oz)
 3 cases of spoons (3,000
total),
 4 dippers for scooping
 2 metal spades
signs and flavor charts for cart

Andy’s Italian
Ices NYC


New Paltz
Wine and
Spirits

ShopRite




3 buckets of Italian Ices.
(2.5 gallon buckets)



Rum- Castillo 1L
Vodka- Traveler’s Club
1.75L
Tequila- Torada Gold- 1L





Lemonade
Lime juice
Simple syrup
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Additional Information

Amount

$3,995
Philly’s Famous Italian Ices has a
starter kit that includes all of the listed
items

http://www.f
amousitaliani
ces.com/

This wholesaler will be used for the $100
alcoholic ices. The wholesaler is close
enough to drive and pick up the buckets
to save the 350$ shipping fee. They also
sell buckets individually which is why
we must use a second wholesaler. We do
not need a set of 30 buckets for the
spiked ices. This is the reason we are
buying ices from this wholesaler as
well. The flavors ordered will be 2
blueberry, 2 watermelon buckets, 2
lemon buckets, and 2 strawberry.
$36.97
Alcohol for the spiked Italian Ices
Rum-12.99
Vodka-$ 12.99
Tequila-10.99
Ingredients for the alcoholic ices
$7.07
$2.29 for Turkey hill 1G Lemonade
$1.49 for Lime Juice
$3.29 for Simple Syrup
$849

Storage
Freezer



Galaxy CF20Hc
Commercial Chest Freezer
(19.4 cubic feet)

Link/ Store

To store Inventory

https://www.
andysitalianic
esnyc.com/

Store
located on
Main street
in New
Paltz
Store
located in
New Paltz

https://www.w
ebstaurantstore
.com/galaxycf20hccommercialchest-freezer15-9-cuft/177CF20HC
.html1
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Products/
Company
Name
Napkins

Item

Additional
Information

Amount

Link/ Store



A case of 4,000
napkins

$11.99

https://www.webstaurantstore.com/choice-1-plywhite-beverage-cocktail-napkincase/5001BNAP.html

Cleaning
Products



Bleach Buckets
($2.38 per
bucket)

$2.38
per
bucket

https://www.hotelrestaurantsupply.com/WNCPPL-3R.html?gclid=CjwKCAj
YT1BRAFEiwAd2WRtu8F5bUaF9glDtQkMVIP
IC5YnuRa0UyUv0n_peWmCw2a5Bd3lt9gxoCNnAQAvD
_BwE

Cleaning
Products



Sanitizing
solution

To clean the tools/
push cart

$7.25

Cleaning
Products



Towels

Towels rented
monthly from Cintas
Cooperation to clean
and sanitize the push
cart. Clean towels
are delivered 100
towels at a time

$30
monthly



Disposable
Gloves

Cleaning
Products


Escail -4 to 122
Degrees F
Thermometer for
Refrigerators and
Freezers
Chlorine Test
Strips

Cleaning
Products

Cleaning
Products




Cleaning
Products

Cleaning
Products

5 Gallon White
bucket with Lid
1 Gallon Genuine
Joe Liquid Hand
Soap

$7.04
A box of 100

$11.49

A box of 100

$1.58

https://www.globeequipment.com/edwardscouncilor-ster-steramine-sanitizing-tablets-jarof-150-tablets-3138.html?gclid=Cj0KCQjwr71BRDuARIsAB7i_QO11Z5TBZe8YrWV3qSaEKIn
8aTNwgC2lSiTGsg0FflpW-JDN1ruTQsaAqdEALw_wcB

Cintas Cooperation. Towels delivered
monthly

https://www.amazon.com/AMMEX-VPF66100BX-Medical-GlovesDisposable/dp/B008RFQ96O/ref=sr_1_2?dchild=
1&keywords=disposable+gloves+box+of+100&q
id=1588575308&sr=8-2
https://www.equippers.com/escali--4-to-122degrees-f-thermometer-for-refrigerator-orfreezer/thdgrf.asp

https://www.webstaurantstore.com/noblechemical-cm-240-chlorine-test-strips-10200ppm-vial/373CHLORVIAL.html

$33.99
A 3 pack
$12

https://www.amazon.com/Living-Whole-FoodsGallon-Bucket/dp/B00A1LUFK8
https://www.globalindustrial.com/p/janitorialmaintenance/bathroom/soaps-and-lotions/liquidhand-soapwith-skin-conditioner-1-gallon
gjo02105?infoParam.campaignId=T9F&gclid=Cj
0KCQjwhZr1BRCLARIsALjRVQPhwPQpMpin
Czusahg1p1Y83F4dEmKYX_BOs_GM4jLeJHR5FPfKxkaAg4HEALw_wcB
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6) What future products/services will you offer, and when?
Future products include more variety in Italian Ice flavors. The wholesaler that is going to
be used has over 50 different Italian Ice flavors to choose from. More push carts are also a future
plan in order to grow the business. With more push carts, the business will be able to expand its
location to places such as Minnewaska Preserve, Mohonk Mountain, the Rail Trail, and other
places to accommodate tourists.
The overall goal of the business is to have a storefront. There are a few retail spaces up for
lease in New Paltz. I plan on growing the business into a retail space within the next 3 to 5 years
after starting the business. This will allow time to see the interest for Italian ices in New Paltz. It
will also allow the business to grow and make money before moving into a store front. Other ideas
for the future include a delivery service.

Section 2: Distribution
1) How will your products or services be distributed?
It will initially be distributed through a push cart service that will be stationed in the town
of New Paltz. There will be 1 cart to start. Through social media and an online website, customers
will be able to locate where the push cart will be stationed each day. Customers will also be able
to request or hire Jamie’s Italian Ices at their private party or event.

Section 3: Industry
1) What is happening in your industry (is it growing, stable or declining)?
According to gradnviewresearch.com, “The global frozen dessert market size was valued at
USD 93.7 billion in 2018 and is expected to expand at a CAGR of 5.4% over the forecast period.”
The market growth for frozen dessert treats across the globe is due to the societal changes in health
consciousness and taste. The demand for products like ice cream and Italian ices increases 50%
due to warm weather. (GrandViewResearch.com, 2020).
2) What do you believe the future hold for this industry?
The frozen dessert industry seems to be growing. The market does do better in warmer
months which is why the business will not be operating from November to February. I believe the
future for this industry has a lot of revenue potential. The frozen dessert market is a 93.7 billion
dollar industry as of 2019 and has an estimated growth potential of 5.4%.
(GrandViewResearch.com, 2020). This dessert that is a staple in other parts of New York and
America will succeed in New Paltz as well just like it has in other parts of the state.

12

Section 4: Customers
1) Who are your customers- what does your customer profile look like?
College students and people in the local area which includes kids and their families. Tourists will
also be a customer base because the Hudson valley is a popular place to tour in the summer.
2) How many customers will your business have?
According to DataUSA, the population size for permanent residents is 7,040 people. When
school is in session, the seasonal population count is 14,179 people. The median average age is
21.4 (DataUSA, 2019). During the summer, the tourist population to the Hudson Valley as a whole
is 200,000 people according to the New Paltz Chamber of Commerce. These numbers show that
there may be certain months that are busier than others due to population sizes drastically changing
during school intersessions. However, there is a large number who visit during the summer that
are sure to bring business. When school is in session, a forecast projection of 600 to 700 customers
per week will visit the push cart based on the population data. This equates to about 10,000
customers for the 16 weeks we are operating while students are in session. During the 12 weeks
of operation when the bulk of student population is gone, it is forecasted that there will be 400 to
500 customers per week and a total of 6000 customers for the season. This brings a total number
of 16,000 customers for the entire season. These numbers exclude the alcoholic Italian ices that
will be sold during the nightlife scene at New Paltz. It also excludes estimated customers from
private parties and events.
Additionally, the push cart will be stationed near the 3 most popular bars during the popular
bar nights in New Paltz. Therefore, it is predicted that about 50 to 70 customers will buy alcoholic
Italian ices per night. This is forecasted to be about 5,000 customers for the season added to the
number of customers for the season during the days. The nights we will provide late hours are
Tuesdays, Friday’s, and Saturdays because these are popular bar nights. There may be a decrease
in sales during night time hours when most college students are not in New Paltz. If this occurs,
then hours of operation at night will be evaluated and adjusted.
Private parties and events will also bring in revenue. Since the business is starting off with one
cart, there will not be many scheduled private events. However, one the company is able to expand
to two push carts, it will make it easier to book multiple parties and events.
Overall, it is predicted that 23,000 to 28,000 customers will buy Italian ices from Jamie’s
Italian Ice for the 28 weeks of operation. These numbers are forecasted based on data from
DataUSA and the New Paltz Chamber of Commerce.
3) What information do you have that supports your decisions about your customers?
The population of New Paltz can be found on the census.gov website or the DataUSA
website. More population numbers can be found from the New Paltz Chamber of Commerce. My
decision about customers comes from the population numbers provided in the above question.
With over 14,000 residence during the months of March, April, May, August, September, and
October, it can be forecasted that about 600 to 800customers per week will buy Italian ices. The
hotter the month, the higher the sales.
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4) What is the growth potential for this business? What is your plan for growth?
There is growth potential for this business because it is starting off small without a big
startup cost. Once the push cart reaches maximum serving capacity, the business can grow to
multiple carts in other areas. The business can slowly geographically expand to Mohonk Mountain
and Minnewaska Preserve where many tourists and residence go to hike and enjoy the scenery.
Once revenue increases, the business could grow into a store front on Main Street while still using
the push carts in popular areas as well as for private parties and events.
5) What information do you have support your decisions about growth?
The business is starting off small and therefore has much room to grow. In order to keep
the business growing, I will be putting any profits earned back into it. A current business in New
Paltz that supports the decision about growth for Jamie’s Italian Ice business is Professor Cookie.
The business Professor Cookie started out in a kitchen delivering homemade cookies to the town
of New Paltz and after gaining enough customer interest and revenue, the business opened a
storefront on Main Street. Their success is something that Jamie’s Italian Ice business could also
have. My business will be able to grow into a storefront and serve even more customers once
enough revenue is made.

Section 5: Competition
1) Who are your competitors?
Main Competitors:

Indirect Competition:

-Twistee Cone

-McDonalds

-Huguenot Creamery

-Burger King

-Stewarts

-B-side Grill

-Delish

- Other restaurants in New Paltz

2) What are their strengths and weaknesses?
Twistee Cone:
Strengths: Prime location, large variety of ice cream flavors, small non-diary selection
Weaknesses: Cash only, small parking lot, can only order through a window
Huguenot Creamery:
Strengths: Prime location, charming indoor atmosphere, large variety of ice cream flavors
Weaknesses: Only sells soft serve and hard serve ice cream, no non-dairy options
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Stewarts:
Strengths: Open until midnight, convenient store
Weaknesses: Location not optimal, more of a convenient store, only serves hard ice cream
Delish:
Strengths: Self-serve, good location, big parking lot, indoor seating
Weaknesses: Frozen yogurt is the only thing offered, only one non-dairy flavor.

Indirect competition: Both McDonalds and Burger King serve soft serve ice cream, milkshakes,
and sundaes. However, neither of these fast food restaurants in New Paltz offer dairy free dessert
options. B-Side Grill offers hard ice cream and milkshakes. Their strength is having indoor seating
and being a fully functioning restaurant. However, it is a small space that can often be too crowded
and loud. They also do not offer non-dairy ice cream options.

Section 6: Position
1) What will your market position be?
Our market position will be differentiation. Our product consists of multiple flavors of
Italian ices as well as spiked Italian ices that no other dessert competitor is providing in the frozen
dessert market offered in New Paltz. These Italian ices will be attractive to kids and their families
as well as college students during the nightlife scene.
2) What is your competitive advantage- why will customers buy from you instead of the
competition?
The competitive advantage of this company is that we are offering a product that can appeal
to people with dietary restrictions. Italian Ices are dairy free, gluten free, and vegan. Another
competitive advantage is that the push cart is mobile and can be stationed in populated areas at
certain times and is available for private parties and events. We will also be selling alcoholic ices
during select nights which will appeal to college students during the bar scene. This unique
alcoholic product gives our company a competitive edge.
Customers will buy from our push cart at night during the bar scene because we are a
refreshing dessert to customers who get too hot in the bars and need to cool off. Customers will
also buy from us during the day because we may be the only option at a specific location. For
example, if a customer is in the park and they are looking for a dessert, if our push cart is stationed
in the park, we are the closest and most delicious option instead of having to leave the park and
drive to a different location for ice cream. When the cart is stationed at the baseball field, it may
be popular amongst the children who just finished a sport and the adults who just sat through the
game in the heat. Those customers will most likely choose to have an Italian Ice from the push cart
instead of leave
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Section 7: Commissary
1) What business establishment will act as a commissary for the business?
P &G’s Restaurant has agreed to be the commissary location for the business. The restaurant
is located on Main Street, right in the town of New Paltz. Employees will pick up the product from
this location before shift and bring back the product to this location at the end of the day. This will
also be the location where the alcoholic Italian ices are made. The restaurant has agreed to store
all materials including the push cart for a small monthly fee of $50. This rent amount may increase
in the future depending on the amount of storage that will be needed. As owner, I have come to an
agreement with the restaurant owner that I will provide my own chest freezer to store the inventory.

Section 8: Image and Package
2) What will the image of your business be?
Our image makes it clear what we are selling. The name of the business is simplistic and gets
the point across. The image does the same exact thing. See picture below for the business logo!
This image will be used on all promotional things.

2) What will your packaging look like (attach samples)
We do not have packaging because we are a business that sells food product. However, our
push carts will have our logo on it that was shared above.
Below is samples of what our signs will look like.
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Flavor List Sign:
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Alcoholic Flavor List:
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3) What do your business cards and promotional material look like (attach samples)
Business Card:

Promotion Flyer:
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Promotion Flyer:
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4) Where will your business be located, and why did you choose this location?
There will be various locations for the push cart depending on the day, time, and population. There
will be a weekly calendar of where we will be located and at what times on our website and social
media. Locations include:







Main Street near the intersection where Chase, Starbucks, and P n G’s Restaurant is.
Main street on the sidewalk next to Water Street Market
Main street in between Flames and Gourmet
Hasbrouck Park
Clear Water Field (Field of Dreams)- During Little League games
Any party or event location requested

These locations were chosen based on their popularity and likelihood of high foot traffic. There
are multiple Main Street locations in order to test out these spots and see which one is most ideal.
The different spots also accommodate different times of the days. The push cart will be near the
bars or pizzerias on Main Street to accommodate the bar scene at night while the cart may be
stationed on Water Street Market during the sunny days in which that area is popular.
See page 42 for a sample breakdown of a monthly location chart… this chart is subject to change
once push cart is operational. There also may be a more finalized location list once the push cart
has been operational for at a few months and I can see what locations work and don’t work. In
addition, if the business grows to multiple carts, the location list will expand.

Section 9: Pricing
1) How did you determine your pricing strategy?
Small: $2.99

Medium: $3.50

Large: 3.99

Alcoholic Ice: $4

This pricing is based on calculations from cost of goods sold. A pack of 3,000 cups cost $75 and
a case of 3,000 spoons cost $44. There is 1 cup and 1 spoon used per customer. This equals a cost
of $0.025 per cup and a cost of $0.0147 per spoon. Additionally, each 2.5 gallon tub of Italian ice
has a serving size of 32 scoops. Since the cost of one tub of Italian ice is $16.66 and provides 32
scoops, each scoop costs $0.52 cents. The cost of goods to sell a small would be $0.5597. This
number comes from adding up the cost of 1 spoon, 1 cup, and 1 scoop of Italian ice. If a customer
orders a medium Italian ice, that would be 2 scoops of Italian ice. Therefore, the cost of goods
would be $1.0797. If a customer orders a large, the costs of goods would be $1.5997. This number
coms from adding the cost of 1 spoon, 1 cup, and 3 scoops. With these calculations, the business
will make a profit of $1.94 when selling a small, $2.42 when selling a medium, and $2.39 when
selling a large. The waste percentage was also taken in consideration when determining the prices
for a small, medium, and large. It is forecasted that this business will incur a 3% waster percentage.
This pricing also took into consideration if an employee over scoops on accident.
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A separate pricing was determined for the alcoholic Italian ice flavors. The alcoholic Italian
ices will only come in 1 size and will be sold for $4 each. This price was determined by adding up
the cost of 1 cup ($0.025), plus the cost of 1 spoon ($0.0147), plus the cost of ingredients. The cost
of ingredients are $144.04. Ingredients include alcohol, 3 buckets of Italian ice, and other flavor
ingredients from ShopRite. The cost of these ingredients is for 3 tubs of Italian ices. This equals
96 scoops that are able to be sold based off of 32 scoops per tub. Therefore, the total cost per unit
sold is $1.50. I will be selling the ices for $4 each in order to make a profit of $2.46 per unit. I will
make a total of $384 for every 3 tubs of alcoholic Italian ices sold. After subtracting the cost of
making this product, I will make a profit of $236.16 for 3 tubs of alcoholic ices sold.
A breakdown of all calculations are below

Costs of Goods sold
Costs:
3,000 Cups
 $75(0.025 per cup)
3,000 Spoons  $44(0.0147 per spoon)
4,000 Napkins  $11.99 (0.0029 per napkin)
1 bucket of Ice$16.66 (0.521 per scoop)

(Used to determine pricing)

*There are 32 scoops per 2.5 gallon tub of Italian ice.*

Cost to sell a small
$0.025 for 1 cup
$0.0147 for 1 spoon
$0.521 for 1 scoop of ice
$0.0029 for 1 napkin

Cost to sell a Medium
$0.025 for 1 cup
$0.0147 for 1 spoon
$1.042 for 2 scoops of ices
$0.0029 for 1 napkin

$0.56 is the total cost to sell 1
Small
Profit from 1 unit : $2.43

$1.08 is the total cost to sell 1
Medium
Profit from 1 unit : $2.42

Cost to sell a Large
$0.025 for 1 cup
$0.0147 for 1 spoon
$1.563 for 3 scoops of ices
$0.0029 for 1 napkin
$1.60 is the total cost to sell 1
Large
Profit rom 1 unit : $2.39

The cost to make 3 tubs of Alcoholic Italian Ices (96 scoops total)
$36.96 for Alcohol (Rum, Vodka, Tequila)
$7.07 for additional ingredients
$100 for 3 tubs of Italian Ice
Since there are 96 scoops total, each scoop costs $1.50
Cost to sell a small Alcoholic Italian Ice
$1.50 for 1 scoop
$0.025 for 1 cup
$0.0147 for 1 spoon
$0.0029 for 1 napkin

$1.54 is the total cost per unit sold
Profit from 1 unit: $2.46

(Each unit is sold for $4)
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2) How do your prices compare to the competition?
Compared to the competition, my prices are very similar. I determined prices based on the
costs of goods sold and waste percentage. My biggest competitor is Twistee Cone. They sell a
small ice cream for $3, a medium for $3.50 and a large for $4. They sell a small Italian ice for
$2.50 and a large for $3.50. These prices are very comparable to mine. Stewarts Ice Cream is
another competitor. They sell a single scoop of ice cream for $2.69 which is only 30 cents cheaper
than my 1 scoop Italian ice product. Stewarts sells two scoops of ice cream for $3.23 while I sell
two scoops of Italian ice for $3.50. That is only a 27 cent difference. Another big competitor,
Delish, does not have set prices because they charge by weight. Other competition include
restaurants, Huguenot Creamery, and fast food places. My prices are cheaper than restaurant
desserts and very similar in price to fast food dessert items.

Section 10: Marketing Goals
1) What is your dream-where do you see your business in the next 2 to 5 years?
I want to be a successful business and I want to be able to expand my product and services.
In order to do this, I see the business growing to a store front in the town of New Paltz with indoor
seating. I would also like to upgrade to more than one push cart. Once the business reaches
maximum occupancy with one cart, I will expand to two carts. Once both carts reach operational
capacity, I want to move into a store front that is in walking distance from campus. I will still use
the push carts for additional convenience for customers as well as for private parties and public
events.

Section 11: Marketing Strategy
1) What is your promotional plan?
The promotional plan includes social media as well as physical flyers. The business will
have its own website, Instagram, and Facebook. We will also have flyers hung around campus as
well as in town. I will also hand out flyers to people around New Paltz. Word of mouth will also
be important.
To view our Facebook Page, click the link below:
https://www.facebook.com/Jamies-Italian-Ice-105125401186313/
To view our Instagram Page, click the link below:
https://www.instagram.com/jamies_italian_ices/
To View our Website Page, Click the link below:
https://deb6167.wixsite.com/jamiesitalianices
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Management Description
1) Who will handle which functions in the business?
I, Jamie Ericksen, as the owner, will do most functions of the business. I will handle the
ordering of the products as well as selling the products. I will have the help of my sister, Julia
Ericksen, to help sell the products and do marketing. There will also be one employee hired to help
sell the ices as well.

2) What will their duties and qualifications be?
As the entrepreneur, my duties include ordering the product and equipment, making the
spiked menu items, and selling the product via push cart. I will use the online website, QuickBooks
in order to keep track of inventory, employee shifts, and financials. My qualifications include 3
years working in retail grocery. Therefore, I understand food safety. I also have extensive customer
service skills through my past campus job where I worked in the Office of Undergraduate
Admissions. It was my responsibility to talk to customers over the phone as well as in person when
I gave prospective students and their families a campus tour.
Julia Ericksen’s role will be to help sell the product via push cart. Julia will also make the
flyers and keep up with social media. Both Jamie and Julia will help promote the business and
equally hand out/ hang flyers. Julia’s qualifications include her Business Marketing Degree from
The University at Albany. She also worked over 3 years in retail grocery.
3) If employees, how many will you have and what will their duties be?
To start, there will be two paid employees including Julia Ericksen who will also have a
marketing role. As the business grows, we will need to hire more employees to work the push
carts. Especially during the summer months when traffic is hirer. One employee will be needed
for now to help out during the night time shifts and some daytime shifts if need be. An employee’s
duties will be selling the Italian ices from the push cart.
4) Who will hire, train and supervise them?
As the owner, I will be the head person in charge of hiring and training employees. I will also
be the direct supervisor to call if an employee is experiencing a problem or concern. If I am
unable to be reached, Julia Ericksen will be second in command.
 The hiring process for an employee is as follows:
An advertisement on social media and flyers around town will be posted to submit a resume to
JamiesItalianIces@gmail.com. Once a resume is submitted, I will contact them for a phone
interview. During the phone interview I will ask them a series of relevant questions to determine
if I should hire them. See page 37 for formal interview questions document
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 The training process for a new hire is as follows:
There will be a 2 step training process. First, a new hire will have sit through an orientation which
will go over all duties and expectations for the job. It will also go over how to handle the product
and how to clean up at the end of a shift. After this orientation, an on the job training/shadowing
is required. During this training, a new hire will see first- hand exactly how they are expected to
conduct business. Since it is a push cart service, the employee will be on their own without a direct
supervisor physically near them at all times. Therefore, it is important that the new hire is clear on
his or her responsibilities and understands that they must adhere to the rules and regulations. See
pages 38 to 40 for the training packet steps and procedures. See page 43 for the step by step
directions and regulations for an employee while on the job.
5) What will it cost your business for the first two years?
As owner, I will not be paid a salary for first two years. However, as owner, I will be giving
myself a stipend in order to pay for essentials in my personal life such as bills and groceries. For
working 40 hours a week, I will only give myself a stipend of $3,500 a year. This equates to $7,000
for the first two years. The rest of the money made from the business will be put right back into
the business in order for it to grow. I will pay Julia Ericksen and one additional employee an hourly
wage. I will also have another employee “on call.” This will mean that the shifts are not guaranteed
nor definite. They will be called if someone cannot make their shift. They will also be called if
they are needed for a private party or event. In order to employ 2 people seasonally, it will cost a
total of $25,872 for the first two years. ($12,936 for the first year). This number comes from the
$11 hourly wage times 28 weeks of work times 42 hours worked between two people. (Julia will
work 22 hours a week and a second employee will work 20 hours a week. See page 41 for a weekly
breakdown of estimated shift hours). Julia will earn a stipend of $50 a month for her marketing
and managerial work. This adds $350 a year since the seasonal business is only in operation for 7
months. This equates to $700 a year. This brings the total cost for both worker’s salaries for the
first two years to be $26,572. In terms of paying an employee for working private parties and
events, it is too hard to determine how many there will be. However, it is extremely likely that a
party will fall under someone’s assigned shift already, so the cost to pay a worker for that party is
most likely already accounted for. In total, salaries for employees plus the stipend of $7,000 I will
be taking as owner for the first two years will cost $33,572. These numbers are under the
impression that no other employees will be hired for the first two years. If more employees are
needed, this cost will be reflected in the profit and loss statement in the financials section.
The business will also pay $252 a year to use the online program called Quick Books in
order to keep records and track inventory. Therefore, it will cost the business $504 to pay all for
QuickBooks for the first two years.
6) What will your owner draw be for the first two years?
My owner draw will be a small stipend in order to pay for the cost of living. This includes
rent and groceries. The stipend will total $3,500 a year and $7,000 for the first two years. The rest
of the money earned will go directly back into the business.
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7) What will your employee salaries be for the first two years?
The salary for the first two years for one employee will be $6,160 per season plus any tips
they earn on their shift. An employee can also possibly work extra hours for a party or event. The
amount was calculated based on an $11 hourly wage and 20 hours a week for 28 weeks. Julia
Ericksen will be working 22 hours a week and earning $6,776 for the season. She will also be
earning an extra $350 for her marketing and managerial roles. This brings Julia’s seasonal salary
to $7126 per year. As the business grows, additional employees may need to be hired. If this
occurs, their salaries will be reflected in the pro-forma income statement. For more information,
see the financials section.
8) Who will your lawyer, accountant, insurance agent, and other advisory team members
be?
 Lawyer: Victoria Kossover at Kossover Law Offices will be my attorney. They are located
in New Paltz. It will cost $1,800 to hire a lawyer to create the documents needed to become
an S cooperation.
http://kossoverlaw.com/attorneys/victoria-kossover/

 Accountant: The Accounting Office of Tom Fucito CPA, P.C. will be my accountant for the
business. The office is located in the town of New Paltz. The cost to hire this firm is $750 to
help with the New Business Formation and the Business Tax Services.
http://www.tomfucitocpa.com/business-financial-services/

 Insurance Agent: Lisa Russo will be my insurance agent. She is a family friend and has
agreed to advise me as a favor and free of charge for the first 2 years.
9) How will you manage your record keeping, finances, and inventory?
The business owner, Jamie Ericksen will keep track of inventory and financing. The
owner’s sister, Julia Ericksen has agreed to manage the record keeping. The business will use the
online website called Quick Books. This will cost $21 a month or $252 a year. Quick Books will
make it easier for me to track inventory, keep records, organize finances, and more!

10) What licenses, permits or regulations will affect your business? (Attach copies of
licenses, permits or regulatory forms)
 Business License ($25 fee): Will give us the authorization to operate within a
particular geographic jurisdiction. Includes filling out a form and paying a fee.
 Employer Identification Number (EIN SS-4 Form): This is your federal tax ID.
You need it to pay federal taxes, hire employees, open a bank account, and apply
for business licenses and permits. It's free to apply for an EIN. It tells the
government that we are employers. (See attachments for form)
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 DBA Certificate: ($25 filing fee): Stands for Doing Business As. It is a certificate
filed at the County Clerk’s Office that states the operating name of the company.
 Mobile Commissary Permit to Operate ($60 fee for seasonal pushcart): File with
the Ulster County Health Department. A commissary is an establishment
operated under permit from the Health Department where food is stored,
prepared, portioned, or packaged, or any combination of these, where such food
is intended for consumption at another establishment or place. As a pushcart
owner, I can only store and prepare my product at this commissary location. (See
attachments for agreement). A mobile commissary permit will recognize this
business as a stationary and mobile unit. Therefore, it will allow the push cart to
duel operate. For example, the push cart will be stationed on Main Street for most
of the time but it will also be wheeled to other locations for private events/ parties.
 Liquor License: This will be needed in order to sell alcoholic Italian ices. This
cost varies anywhere from $5,000 to $40,000. However, since we are adding the
alcohol to food, it is unknown at the moment the proper procedures and cost for
this license. Due to Covid19, the New York State Liquor Authority Office is not
open for the next few months. Therefore, this license cost will have to be
calculated at a later date. For the purpose of this business plan, the cost used will
be $5,000.
 Application for Reservation of Name ($20 fee): A form in order to use the name
“Jamie’s Italian Ice” as the business name. (See attachments for form)
 Certificate of Authority ($250 filing fee): The Certificate of Authority gives you the
right to collect tax on your taxable sales and to issue and accept most New York State
sales tax exemption certificates. To apply for this, I must go to the New York State
website and register for a NY.Gov Business Account. There will then be an application
form to apply. (See attachments for form)

 Food Handlers Certificate ($99 exam fee): This certificate is for Food Safety
Management Training. You can train and take the exam online.

11) Will you have to collect and pay sales tax, and if so, how much and for which entity
(state or city)?
Sales tax is a percentage of selling prices. The seller collects sales tax from the buyer at the
time the bill is paid. It is then the seller's job to remit the collected taxes to the state. Sales tax is
4% in New York State. With local Ulster County taxes it is 8%. As owner, I am filing an EIN SS4 form and a Certificate of Authority form in order to collect sales tax.
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12) What types of insurance will you need?
 General Liability Insurance? ($39 per month): Commercial general liability insurance is a
broad type of insurance policy which provides liability insurance for general business risks.
It can protect you from a variety of claims including bodily injury, property damage,
personal injury and others that can arise from your business operations.
 Liquor liability Insurance: $75 per month): coverage for bodily injury or property damage
caused by an intoxicated person who was served liquor by the policyholder, according to
the Insurance Information Institute.
 Worker’s Compensation ($560 per year): Workers Comp is a form of insurance providing
wage replacement and medical benefits to employees injured in the course of employment
in exchange for mandatory relinquishment of the employee's right to sue his or her
employer for the tort of negligence
 Product Liability Insurance ($180 per month): Protects businesses against the cost of a
lawsuit if a customer claims a product the business sold or manufactured led to an injury
or property damage.
The insurance agent for this business, Lisa Russo, has drafted up the costs for the insurances listed
above. I have been advised by her that I will only need to pay for General Liability Insurance
during months of operation. I am able to cancel and restart that insurance during the operational
season. The Product Liability insurance cost is low because the wholesalers who supply the Italian
ice products already have Product Liability insurance. This redundancy in insurance creates a
cheaper premium rate. As owner, I will be taking the exam for a Food Handlers Certificate which
will also create a lower monthly insurance rate.
13) What types of payments will you accept (cash, check, credit cards, etc.)?
Cash and card will be accepted. Square will be used in order to accept credit cards. A square
magnet strip reader costs $9.99 at Best Buy. However, the first magnet strip reader is free,
compliments of the company. Square operates through an app on a cell phone. Venmo will also be
accepted. A company Venmo with Jamie Ericksen’s account information will be used.
14) Contingency Plans for Founder and Business
See below charts.
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Contingency Plan for Founder
Purpose: To be prepared in case of emergencies such as illness, injury, family
emergency, and transportation issues, etc. Business procedures will proceed as follows:

Possible
Issues
Illness or
sickness

Actions to be taken
A certain amount of sick days will be taken. Serious matters
must provide documentation. Family members can help
when needed. If founder is out for an extended time, a new
employee will need to be hired. If an employee needs to call
out do to a sickness, there will need to be a backup
employee to fill in, the founder will need to fill in, or the push
cart will not operate for that shift.

Family
Documentation needed and paperwork must be filled out.
Emergencies Owner can ask friends or family for help or can
temporarily stop selling for a certain amount of time.
Push Cart
There is a maintenance person that can be called for the
breaks down push cart as well as a warranty. Use Scott Arnold to repair
the push cart if need be. His company’s website is as
follows: https://www.rycorhvac.com/home
Injury
Documentation and paperwork on site will need to be filled
out. Family members have agreed to pick up
responsibilities where needed. Employees may need to
pick up an extra shift or the employee on call will need to
fill in.
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Contingency Plan for the Business
Purpose: To be prepared in case of low sales, high costs, cash flow stabilization,
competition’s pricing etc. Business procedures will proceed as follows:

Possible Issues

Actions to be taken

Lower Expected Sales Clarify vision. Brainstorm how to better appeal to college
students. Listen to what the customers what. Think about
switching out flavors
Costs higher than
Cut excess costs such as extra supplies. Think about
predicted
changing ice flavors
Competition lowers
Match competition prices and bring new deals to the table
prices/has better deals
Natural disaster/
uncontrollable
shutdown

Italian ices have a long shelf life and do not expire so the
product will be safe. Since the service is provided through a
push cart that is already paid for in full, the only action that
would need to be taken is a furlough of employees with the
intention of hiring them back once we can re-open.

Flat tire/ slashed tire

There will be a tire repair kit donated by a family member to
have on hand in case of a flat tire. There will also be a spare
tire if one of the wheels needs to be replaced entirely

Covid19
1) How does the pandemic effect this business?
Due to Covid19, it is not a good idea for Jamie’s Italian Ice business to start this year. It is
better to wait until 2021. A push cart service does well in high populated foot traffic areas. There
is currently no foot traffic in the town of New Paltz due to the current pandemic. Therefore, starting
this venture in 2021 is the best option at the moment. If this pandemic into 2021, than the start
month of this venture will need to be pushed back. It is important to start this business when New
York can come out of quarantine. It is also impossible to operate at this time due to all nonessential
businesses being closed. Documents are unable to be filed at this moment. Once New York is back
up and running, new preventative measures may need to be taken to insure the safety of employees
and customers. There also may be new guidelines and regulations once Covid19 is over to make
sure it never comes back. Therefore, this push cart service is estimated to be operational in 2021
or possibly 2022.
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Financial Plan
1) Include a month by-month cash flow projection for the first two years.
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It can be seen from the cash flow projections chart above that the business will have
fluctuating profits and loses month to month. This is because of the specific circumstances that
arise each month. The statement shows a beginning loss of $ 13,692.9 in the month of January
2021 due to the purchases of all materials and equipment before starting operation. However,
thanks to angel investors, the business is able to start operation debt free. The income for the first
month of operation is only $6053.80 due to the business being new and not yet well known. The
month of March also has cooler weather and there may not be as much foot traffic during the week
of spring break. The income is forecasted to increase significantly by May due to warmer weather
and more awareness of the business existing. There is a decrease in sales for the month of June
due to most college students leaving new Paltz for the summer. However, the business is projected
to make money from a private event in June. August 2021 shows to be the best month for the
business with an income of $13,792 plus $6,000 in private events. This is forecasted to be the best
profitable month due to the hot weather and many customers looking for a frozen dessert to cool
them off. It also projects that foot traffic on Main Street will be high due to the nice weather. The
months of September and October show a decline in sales due to many people going back to school
and the temperature not being as hot.
The business also incurred some large expenses during the first year. In the month of May,
a second freezer was purchased to accommodate inventory. The commissary rent also increased
that month since a second freezer will be stored at their location. The cost of capital expenditures
is $51 a month from the QuickBooks subscription and gas money. The product and Supplies
restock expenses include all Italian Ice products, cleaning products, paper cutlery, towel rental,
and shipping costs. This expense fluctuates every month based on how much inventory is left from
the previous month and how much needs to be re ordered. For example, cups and spoons will run
out faster than the chlorine strips or sanitizing solution will. The cost of salaries stays constant
during the first year due to no extra hiring. Although the season ends in October, certain expenses
are bring paid for the rest of the year. Insurance bills have decreased based on advisement from
the company insurance agent that some insurances can be cancelled while the business is
nonoperational.
The second year has a beginning projected balance of $58,552.19. A second push cart and
a restock of all products and materials was purchased before the season started which brought the
beginning total to $49,551.49 at the start of March. The months of May and July during the second
year of operation is projected to book more private events due to graduation parties, weddings, and
other events. Therefore, the cash from operations is a little lower while the cash from private events
is higher. August is again projected to be the best month for the company in year two due to the
hot weather, increased tourism, and parties before school and work starts again. The net cash
decreased in September and October due to the weather cooling down and foot traffic decreasing
due to people going back to work and school.
The expenses from year two include an increases in commissary rent, salaries, and towel
rental. These increases are due to purchasing a second push cart. Two more employees are hired
to operate the second push cart and the extra expense is reflected in year two. The commissary rent
increased to accommodate the storage of the second push cart and its materials. The ending balance
for year two is projected at $114,789.85.
All profits and losses were carefully calculated by keeping in mind permanent residential
population, seasonal population, weekly customer projections, and weather. Also taken into
consideration were expense factors such as inevitable maintenance fixes, bad weather, insurance,
and major school breaks such as spring break and summer recess.
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3) Include your personal financial data: A Monthly Income and Expense Statement (your personal
financial plan) and a Personal Financial Statement (Assets, Liabilities and Net Worth).

**Document available upon request**
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**Document available upon request**
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Attachments
The following pages include documents essential for this business to be fully operational.

Document
1) Interview Evaluation Questions and Answer Forms
2) Employee Training Packet
3) Employee shift breakdown
4) Push cart location calendar breakdown sample
5) Reference guide: Step by step procedure for on the job
6) Recipes for Alcoholic Italian Ices
7) Samples of social media (Facebook, Instagram, Website)
8) List of assets to be acquired and their cost
9) Ulster County Department of Health Commissary Letter
10) Push Cart Pre Operational Checklist
(Ulster County Department of Health)
11) NYS Workers Compensation Insurance/ CE- 200 Exemption Form
12) Application for Permit to Operate
13) Application for Reservation of Name
14) NY Business Contract and Responsible Person Questionnaire
15) Application for Employer Identification Number (SS-4 Form)
16) Resumes of Founder and others who will work in the business
17) Other company flyers/ signs/ pictures

Page
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38-40
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43
44-46
47-49
50
51
52
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55-58
59
60-61
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64-65
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Interview Evaluation Form
Name of Candidate_________________________
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Name of Evaluator_______________________

1. Tell me about yourself.

2. Why do you want to work for Jamie’s Italian Ice?

3. What prior experience do you have that qualifies you for this position?

4. What do you feel are your strengths and weaknesses?

5. Why should we hire you?

6. How do you feel about working nights?

For employers only: Check the box that most accurately applies
Criteria
Appropriately Dressed
Answered questions thoroughly
Prior Experience
Passion and responsibility
Chances you would hire
candidate
Comments:

Excellent

Good

Average

Poor
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Training Packet
2020
Page 1 of 3

Training Packet
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Section A: New Hire Information
Name____________________
Date_____________________
Address___________________________________________
City_____________________

State ___________ Code__________

Gender___________________

Birthdate_________________

Phone #______________________ Email Address_________________________________

Section B: Orientation
The first part of training will be a sit down orientation at the owner’s permanent residence. The
training will roughly take about 2 hours.

Agenda:
1. Duties and responsibilities
2. Expectations while on the job
3. Procedures to start and end the day
4. Break (30 minutes)
5. Food Handling safety
6. Customer Service
7. How to collect payment
8. Salary and shifts
9. Schedule shadow training
*A power point presentation will be created to go over all of the points on the Agenda*

Section C: On the Job Shadow Training
Before the new hire can operate the push cart alone, they must first go through a shadow training
to physically see what is expected of them during a shift. On the job training will be conducted by
the founder, Jamie Ericksen. If she is unable to, then the training will be conducted by Julia
Ericksen.
The new hire will be able to connect information they learned during orientation while they are
physically on the job and shadowing. The shadowing will last an entire shift. The new hire will be
paid for this shadowing.

Page 2 of 3
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Page 3 of 3
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Employee Shift Breakdown
Weekly Shift Log
Name
Jamie

Julia

Sunday
12:30pm
to
8:30pm
12:30pm
to
8:30pm

Monday
12:30pm
to
8:30pm

12:30pm
to
8:30pm

8pm
to
2am
*8:30pm
to
11:30pm*

*8:30pm
to
11:30pm*

Friday

Saturday

12pm
to
8pm
8 pm
to
2am

12:30pm
to
8:30pm

Employee
1
Employee
on call

Tuesday Wednesday Thursday

12:30pm
to
8:30pm
*8:30pm
to
11:30pm*

*The employee on call will fill in just in case an employee needs to call
out, if the founder cannot take a shift, or if an extra shift gets added. The
employee on call may also work a private event or party.
*Addition of shifts will depend on popularity. Beginning months may be
slower but traffic might pick up in later and hotter months.
 Weekly hours subject to change if there are private parties or events
booked.
 Exact locations and hours for each week will be advertised on social
media and our website to always keep customers updated

12pm
to
8pm

8pm
to
2am

Location for Push Cart
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Monthly Calendar (sample)

May
Water
Street
Market
12:30pm to
8:30pm
Clear Water
Field 2:30
to 4pm
Main Street
to 8:30pm
Clear Water
Field 2:30
to 4pm
Main Street
to 8:30pm
Hasbrouck
Park 12:30
to 4pm
Main Street
to 8:30pm
Hasbrouck
Park 12:30
to 4pm
Main Street
to 8:30pm

Main Street
12:30pm to
8:30pm

Main Street
12:30pm to
8:30pm

Main Street
12:30pm to
8:30pm

Main Street
12:30pm to
8:30pm

Main Street
12:30pm to
8:30pm

Main Street
12:30pm to
8:30pm

Water
Water
Street
Street
Market
Market
12:30pm to 12:30pm to
8:30pm
8:30pm
Water
Water
Street
Street
Market
Market
12:30pm to 12:30pm to
8:30pm
8:30pm
Water
Water
Street
Street
Market
Market
12:30pm to 12:30pm to
8:30pm
8:30pm
Hasbrouck
Water
Park 12:30
Street
to 4pm
Market
Main Street 12:30pm to
to 8:30pm
8:30pm

Main Street
12:30pm to
8:30pm

Main Street
12:30pm to
8:30pm

Main Street
12:30pm to
8:30pm

Water
Main Street
Street
12:30pm to
Market
8:30pm
12:30pm to
8:30pm

Clear Water
Field
2:30 to
Main Street
4pm
12:30pm to
Main
Street
8:30pm
to 8:30pm

Main Street
12:30pm to
8:30pm
Main Street
12:30pm to
8:30pm

Main Street
12:30pm to
8:30pm

Hasbrouck
Main Street
Park 12:30
12:30pm to
to 4pm
8:30pm
Main Street
to 8:30pm

Clear Water
Field 2:30
to 4pm
Main Street
to 8:30pm
Clear Water
Field 2:30
to 4pm
Main Street
to 8:30pm

Water
Street
Market
12:30pm to
8:30pm
Clear Water
Field 2:30
to 4pm
Main Street
to 8:30pm

Every day that has a blue square
in the corner, it means that the Italian Ice
cart will be on Main Street near the bars until 2am serving alcoholic Italian ices

Reference Guide:
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Step by Step Procedures for on the Job
Step 1: An employee must report to the Commissary location
At the Commissary location:
-

Pick up Italian Ice product
Retrieve Push cart and umbrella
Fill push cart with the Italian Ice product
Pick up materials in order to serve the product
Fill the 5 gallon bucket with water

Step 2: Report to location for the day.
Once leaving Commissary location:
-

Check the weekly schedule that was sent to your email to make sure you
are reporting to the correct location.
Set up cart at destination location
Put out signs
Put up umbrella
Wash hands

Step 3: Serve customers
To serve customers:
-

Wear gloves when serving
Have a friendly attitude and wear a smile
Pay attention to the cart
Clean cart and materials as it gets dirty
Wait patiently
Collect cash and put into lock box. Use Square or venom for credit payment
1 scoop = small, 2 scoops= medium, 3 scoops = Large
No eating the product on the job

Step 4: End of the day
Leaving for the day:
-

Pack up all materials
Head back to Commissary location
Clean and sanitize the push cart and all other materials used
Put product away in freezer and put away all other equipment
Dump out the 5 gallon bucket of water and clean/ sanitize bucket
Your shift has ended
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A) Facebook Page

B) Instagram Page
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C) Website
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**See website for more**
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Breakdown of Current Assets to be liquidated
List of assets I would currently sell:
 One MacBook Air- $1,000
 One iPad Pro- $800
Cash from selling assets such as computer, car, etc: = $1,800
Cash from the owners personal savings= $22,000
Cash from friends and family= $10,000
Total= $33,800
Total credit amount owner can withdraw= $18,000
Available to use for business
(owner$ + friends and family $ + asset $)

= $29,800
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Redacted information
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Redacted information
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