Sample Business Plan for a Successful Dumpster
Rental Business in the US

EcoHaul Dumpster Solutions, LLC (Texas LLC, founded Q2 2024) provides 10-40 yard dumpster rentals to Central
Texas residential/commercial clients at $349-$799 per unit, targeting $730,000 Year 1 revenue with 38% gross
margins. Founder Marcus Rivera scaled Waste Management's Austin fleet to $4.2M revenue in 3 years.



1. Executive Summary

Central Texas generates 2.1M tons of construction debris annually (Texas Commission on Environmental Quality), yet
68% of homeowners report >24-hour dumpster delivery delays from incumbents (2023 Austin Home Renovation
Survey). EcoHaul solves this with 4-hour guaranteed delivery using GPS-optimized routing and strategically staged
dumpsters. We charge $349 for 10-yard units (vs. Waste Management's $425) with all-inclusive pricing covering 3 tons
of debris.

Revenue comes from 70% residential rentals (1,050 units Year 1), 20% contractor contracts (210 units), and 10%
add-ons ($150 recycling sort, $99/ton overage). Gross margin is 38% ($277/unit) after $68/ton landfill fees and
$18.50/mile fuel costs. We break even at 195 rentals/month in Month 8 and reach $200,000 net profit by Year 3.

We seek $350,000 SBA 7(a) loan (10-year term, 6.5% interest) for 4 roll-off trucks ($400,000), 40 dumpsters
($192,000), and 6 months operating buffer. This funds 85% of startup costs, achieving 12% Central Texas market
share by Year 3 and $1.2M revenue. Investor ROI: 3.2x by Year 5 exit at 5x revenue multiple.



2. Company Overview

EcoHaul operates as a Texas LLC (formation cost $300) for liability protection and pass-through taxation. We lease
15,000 sq. ft. facility at 4800 Metric Boulevard ($8,500/month) due to proximity to I-35 (cuts average delivery time to 22
minutes vs. competitors' 47 minutes). Ownership: Rivera 70%, Chen 20%, silent partner 10%.

Marcus Rivera (CEO) grew Waste Management's Austin fleet from 8 to 22 trucks (2019-2023), achieving 98.7%
on-time delivery. Diane Chen (COO) drove $1.8M annual revenue at BinThereDumpThat via HubSpot-optimized sales
(22% conversion rate).

Date Milestone Status Next Steps
Apr 2024 Texas Hauler's License Complete Secure 3 landfill tipping
#TXHL7781 agreements
Jun 2024 Facility lease signed Complete Install security system
by Jul 15
Aug 2024 First 4 trucks delivered Pending Complete driver CDL

training by Aug 30

Sep 2024 Launch operations Planned Achieve 75 rentals in
Month 1

Dec 2024 Break even Planned Add 2 trucks for Q1
2025

Jun 2025 Sign 15 contractor Planned Implement recycling sort

accounts service



3. Market Analysis

TAM: $12.3B US roll-off market (IBISWorld 2023). SAM: $380M Texas market (5.2% CAGR). SOM: $18.2M Central
Texas (Austin/Round Rock/Cedar Park), calculated as 4.8% of SAM based on 2023 Dodge Construction data showing
$2.1B in local construction starts requiring debris removal.

Residential segment (55% revenue): Homeowners aged 42-58 (62% married, $92K median income) spending
$350-$600 per renovation (Census Bureau 2023). Contractors (30%): 142 local firms averaging 8.3 jobs/month
needing 20-30 yard dumpsters. Commercial (15%): Property managers budgeting $1,200-$2,500/month for recurring
waste.

Segment Size ($) Growth Rate Our Share Target Rationale

Residential DIY $10.0M 6.1% 8.5% 70% homeowners
use rental services
for remodels (JLC
Online)

Roofing Contractors $3.2M 9.3% 12.0% Austin added 1,200
roofing permits in
2023 (City data)

Commercial Property $2.7M 4.8% 7.0% 28% of managers
outsource debris
removal (BOMA
Survey)

Municipal $2.3M 3.5% 5.0% City contracts require
30% landfill diversion

Category Total Addressable Serviceable Serviceable Methodology
Available Obtainable
US Market $12.3B - - IBISWorld NAICS
562920
Texas Market - $380M - Texas Comptroller

revenue data x 1.15
growth factor

Central Texas - - $18.2M (Austin construction
starts $2.1B x 0.87%
debris removal rate)
x 98% capture rate



4. Competitive Analysis

Waste Management (45% local share) charges $425 for 10-yard units with 24-hour delivery minimum. Republic
Services (30% share) requires 6-month contracts. Local independents (25% share) average 5 trucks but lack recycling
capabilities. No competitor offers sub-4-hour delivery or real-time tracking.

Our advantages: (1) 4-hour delivery SLA (vs. industry 24-hour standard) via 3 strategically placed staging yards, (2)
$0.00 hidden fees (competitors average $127 in add-ons per rental - BBB complaints), (3) 40% landfill diversion (vs.
15% industry average) through GreenCycle partnership paying $15/ton for sorted materials.

Competitor Revenue Est. Pricing (10-yd) Key Strength Key Weakness Our
Differentiation

Waste $1.7M $425 Brand 24+ hour 4-hour delivery

Management recognition delivery guarantee

Republic $1.1M $410 Long-term 6-month No contract

Services contracts minimum term required

Austin Dumpster $320K $395 Local presence 3-truck fleet 4x fleet capacity

Rentals

1-800-GOT-JUNK?  $210K $380 Marketing No 30+ yd Full size range
options

Self-haul N/A $85 avg. Cost Labor/time Time savings
intensive valued at $120

Strengths Weaknesses Opportunities Threats

4-hour delivery SLA

40% landfill diversion

Mobile app tracking

Flat-rate pricing

Limited brand
awareness

No weekend service
(Year 1)

6 truck fleet (Year 1)

Single facility location

Austin construction up

12% YoY

City storm debris
contracts

Contractor referral
program

Recycling revenue
stream

Waste Management
price cut

New landfill tipping fee
hike

DOT compliance audit

Economic slowdown



5. Products & Services

We rent 10-40 yard steel dumpsters with 7-day standard rental (extendable at $75/week). Each unit includes delivery,
3-ton debris allowance, and GPS tracking. Add-ons: $200 recycling sort (separates wood/metal/cardboard), $150
expedited pickup, $99/ton overage. Commercial contracts include monthly billing and priority scheduling.

Pricing is 12% below Waste Management based on 22% lower overhead (no national branding costs) and 18% higher
asset utilization (4.2 jobs/truck/day vs. industry 3.5). Margins fund landfill diversion without raising base prices.

Tier Price Features Target % Revenue Gross Margin
Customer

10-Yard $349 3 tons, 7 days Homeowners 42% 35.2%
20-Yard $499 5 tons, 7 days Contractors 33% 39.1%
30-Yard $649 7 tons, 7 days Roofers 18% 41.5%
40-Yard $799 9 tons, 7 days Commercial 7% 43.0%

Metric Value Calculation/Notes

Price per unit $480 Weighted average (42% x $349 +

33% X $499...)

COGS per unit $297 Fuel ($42) + Disposal ($168) +
Labor ($72) + Maintenance ($15)

Gross Profit/unit $183 $480 - $297
Gross Margin 38.1% $183/$480
CAC $82 ($5,000 Google Ads + $1,200 direct

mail) / 76 customers

LTV $1,152 ($480 x 4 rentals) x (1 /0.08 churn
rate)

LTV:CAC 14.0x $1,152 / $82



Payback Period 1.7 months $82 CAC / ($183 GP x 0.55 monthly
utilization)



6. Marketing & Sales

Google Ads (65% budget) targets "dumpster rental Austin” (1,900 searches/month, $4.20 CPC). $5,000/month spend
yields 1,190 clicks (3.2% CTR) converting at 4.1% to 49 customers. Direct mail (25% budget) targets 5,000
high-renovation ZIP codes ($0.22/unit) generating 18 customers/month at $67 CAC. Referral program (10%) delivers
$50 credit per acquisition.

Sales cycle: 5-minute online quote (72% conversion), same-day delivery booking (85% close rate), 7-day rental period.
Average cycle: 1.8 days. 68% of residential leads convert within 24 hours of inquiry.

Retention: Automated SMS updates reduce service complaints by 32%. Contractor portal with invoice history drives
4.2x repeat bookings. Target churn: 8% monthly (vs. industry 12%).

Channel Monthly Budget CAC Leads/Mo Conv. Rate Customers/Mo ROI
Google Ads $5,000 $102 1,190 4.1% 49 7.9x
Direct Mail $1,200 $67 180 10.0% 18 12.1x
Referrals $500 $50 20 100% 10 23.0x
Home Depot $300 $45 15 20.0% 3 15.3x
Co-op

Month Google Social SEO/Content  Events Other Total Leads Customers
1 5000 0 0 0 500 5500 135 7

2 5000 500 200 0 500 6200 210 15
3 5000 1000 500 0 500 7000 300 25
4 5000 1500 800 500 500 8300 420 35
5 5000 2000 1000 1000 500 9500 550 45
6 5000 2500 1200 1500 500 10700 680 55
7 5000 3000 1500 2000 500 12000 820 65
8 5000 3500 1800 2500 500 13300 950 75
9 5000 4000 2000 3000 500 14500 1080 85
10 5000 4500 2200 3500 500 15700 1200 95
11 5000 5000 2500 4000 500 17000 1320 105

12 5000 5500 2800 4500 500 18300 1450 115



7. Operations

Daily workflow: 7 AM dispatch meeting (Samsara route optimization), 8 AM-6 PM deliveries (12 jobs/day capacity), 6
PM fleet inspection. Drivers follow DOT-mandated 14-hour duty cycles. Each truck completes 4.2 jobs/day (vs.
industry 3.5) via clustered routing within 15-mile radius. Facility handles 40 dumpsters staged for immediate
deployment.

Disposal costs fixed at $68/ton via Republic Services contract (7% below market). Fuel locked at $3.80/gallon via
PetroChampion fleet card (10% discount). Samsara GPS reduces idle time by 18 minutes/job.

Vendor/Supplier

Service

Monthly Cost

Contract Terms

Backup Option

Republic Services Landfill disposal $1,850 12-mo, $68/ton Waste Connections
($72/ton)

PetroChampion Diesel fuel $3,200 Month-to-month Love's Travel Stops

Titan Machinery Dumpster parts $450 Open PO Roll-Off Direct

NAPA Commercial Truck parts $600 Open PO FleetPride

Tool Purpose Monthly Cost Users Alternatives
Considered

Samsara Fleet routing/safety $420 8 Verizon Connect
($580)

HubSpot CRM/Marketing $350 4 Salesforce ($1,200)

QuickBooks Online Accounting $80 2 Xero ($30)

Stripe Payments $95 1 Square ($110)



8. Management Team

7-person team: COO (100% time), Fleet Manager (100%), 4 Drivers (100%), 2 Customer Service (100%). Salaries:
Drivers $58,000/year (BLS 2023 avg + 5%), Fleet Manager $72,000. No equity grants; performance bonuses at 10%

of salary for hitting utilization targets.

Advisory board: Carlos Mendez (ex-WM Regional VP, waste logistics), Sarah Kim (CPA, construction accounting
specialist). Both compensated at $150/hour for quarterly reviews.

Month Role

1 Driver

1 Customer
Service

3 Driver

6 Fleet Manager

9 Driver

Salary

$4,833

$3,250

$4,833

$6,000

$4,833

Priority

High

High

Medium

High

Low

Source

Truckstop.com

Craigslist

Indeed

LinkedIn

Employee
referral

Onboarding

2 weeks

1 week

2 weeks

3 weeks

2 weeks



9. Financial Plan

Key assumptions: 75 rentals Month 1 growing to 115 by Month 12 (35% capacity utilization). Average revenue
$480/rental. Churn 8% monthly. COGS 61.9% of revenue ($297/unit). Fixed costs $42,500/month (rent, salaries,
software). Break-even at 195 rentals/month (87% capacity).

Revenue grows via contractor acquisition (15 accounts by Month 18 at $1,800/month avg). Add-ons contribute 8.2% of
revenue by Year 1 (recycling sort: 22% adoption at $200). Volume discounts for contractors increase rental frequency
by 30%.

COGS is 72% variable (fuel, disposal, driver wages). Fixed costs are 68% of OpEx (salaries, rent, software). Scaling to
20 trucks in Year 2 reduces fixed cost/revenue ratio from 22% to 17%.

$350,000 SBA loan covers 85% of startup costs, funding 4 trucks, 40 dumpsters, and 6 months operating buffer.
Provides 14.2 months runway to hit profitability at Month 8.

Category Item Cc Notes

Equipment 4 x International DuraStar trucks $408,000,000 each, 20% down
Equipment 40 x steel dumpsters $19340800/unit (Titan Machinery)
Facility Buildout/security $55000crete pads, fencing, cameras
Technology Samsara/HubSpot setup $18Hafdware + 6-mo subscriptions
Licenses Texas Hauler's License $1,28pplication + bond

Insurance Commercial auto/GL ($2M) $24 AAOual premium

Marketing Launch campaign $120B00gle Ads, mailers, signage
Working Capital 3 months operating buffer $12%4D600 x 3

Legal LLC formation/contracts $3,58f0rney fees

Contingency 10% of total $81 907,700 x 10%



Total

Category

Rent

Salaries

Benefits

Fuel

Disposal Fees

Driver Wages

Maintenance

Marketing

Software

Insurance

Total Fixed

Total Variable

$817,700

Type

Fixed

Fixed

Fixed

Variable

Variable

Variable

Variable

Fixed

Fixed

Fixed

$44,645

$30,980

Monthly Cost

$8,500

$28,500

$5,700

$3,200

$14,280

$12,000

$1,500

$7,000

$945

$2,000

$535,740

$371,760

A Notes
c.L.

$1(500m
sq.
ft.
industrial

$342,000
FTEs

$62000
of
payroll

$38.2(800
miles
@
$0.25/mil

$171, (FRD
rentals
X
2.8
tons
X
$68

$1441,000
drivers
X
$3,000

$18p002/mil

$84AB00
Table
6.1

$1.Sadsara
HubSpot

QB

$24,000



Combined
Line M1
Item

Revenue 33,600
COGS 20,784
Gross 12,816
Profit

Marketing 5,500
Salaries 28,500
Rent 8,500
Software 945
Insurancz 2,000
Other 7,055
OpEx

Total 52,500
OpEx

EBITDA -39,684

Depreciatior,514

EBIT

Interest

Taxes
(25%)

Net
Income

Line
Item

Beginning
Cash

Cash
In

Cash
Out

Net
Cash
Flow

Ending
Cash

-47,198

1,896

-49,094

M1

350,000

16,800

182,100

-165,300

167,906

M2

64,800

39,984

24,816

6,200

28,500

8,500

945

2,000

6,355

52,500

-27,684

7,514

-35,198

1,887

-37,085

M2

167,906

43,200

53,285

-10,085

130,821

M3

103,200

63,648

39,552

7,000

28,500

8,500

945

2,000

6,555

53,500

-13,948

7,514

-21,462

1,878

-23,340

M3

130,821

77,600

54,120

23,480

107,481

56,805

99,986

M6 M7

237,600 273,600

146,592 168,912

91,008 104,688

M8

10,700 12,000 13,300

28,500 28,500 28,500

8,500 8,500

945 945

2,000 2,000

8,500

945

2,000

10,155 11,055 11,755

60,800 63,000 65,000

30,208 41,688 54,760

7,514 7,514

7,514

22,694 34,174 47,246

1,851 1,842

5,208 8,083

1,833

11,353

15,635 24,249 34,060

M6

105,191

162,000 = 198,000

57,365

105,195 & 140,635

$75,625

M4 M5
151,200 194,400
93,312 119,952
57,888 74,448
8,300 9,500
28,500 28,500
8,500 8,500
945 945
2,000 2,000
7,755 8,955
56,000 58,400
1,888 16,048
7,514 7,514
-5,626 8,534
1,869 1,860
0 1,669
-7,495 5,205

M4 M5

107,481

126,000

58,112

67,888

99,986

105,191 120,826

M7

120,826

228,000

58,771

169,229

145,075

312,000

192,240

119,760

$907,500

M9

14,500

34,500

8,500

945

2,000

12,555

72,000

60,480

7,514

52,966

1,824

12,793

38,349

M8

145,075

260,000

60,940

199,060

179,135

M10

345,600 379,200

213,120 233,904

132,480 145,296

15,700

34,500

8,500

945

2,000

13,355

75,000

70,296

7,514

62,782

1,815

15,241

45,726

M9

179,135

288,000

67,651

220,349

217,484

M11

412,800

254,688

158,112

17,000

34,500

8,500

945

2,000

14,055

77,000

81,112

7,514

73,598

1,806

17,691

54,091

M10

217,484

316,000

70,274

245,726

263,210

M12

446,400

275,472

170,928

18,300

34,500

8,500

945

2,000

14,755

79,000

91,928

7,514

84,414

1,797

20,143

62,470

M11

263,210

344,000

71,909

272,091

317,301

Y1
Total

2,944,800

1,815,648

1,129,152

138,000

354,000

102,000

11,340

24,000

125,855

755,195

373,957

90,168

283,789

22,437

91,855

169,497

M12

317,301

372,000

73,530

298,470

375,771



Metric Y1 Y2 Q1
Revenue 730,000 225,000
COGS 449,000 138,000
Gross 281,000 87,000
Profit
OpEx 755,195 185,000
EBITDA 373,957 98,000
Net 169,497 38,000
Income
Ending 375,771 453,771
Cash

Metric

Monthly Fixed Costs

Variable Cost per Unit

Price per Unit

Contribution Margin

Contribution Margin %

Break-Even Units

Break-Even Revenue

Expected Break-Even

Safety Margin

Metric Y1

Y2 Q2

265,000

163,000

102,000

195,000

115,000

45,000

548,771

Y2 Q3

305,000

187,000

118,000

205,000

132,000

52,000

660,771

Y2 Q4

345,000

211,000

134,000

215,000

149,000

59,000

790,771

Y3 Q1

385,000

235,000

150,000

225,000

166,000

66,000

926,771

Value

$44,645

$297

$480

$183

38.1%

244

$116,832

Month 8

20.5%

Y2 Y3

Y3 Q2 Y3 Q3 Y3 Q4 Y3 Total
425,000 465,000 505,000 1,780,000
259,000 283,000 307,000 1,087,000
166,000 182,000 198,000 693,000
235,000 245,000 255,000 965,000
183,000 200,000 217,000 866,000
73,000 80,000 87,000 360,000
1,069,771 = 1,219,771 = 1,376,771 = 1,376,771

Calculation

As Table 9.2

COGS breakdown

Weighted average

$480 - $297

$183/ $480

$44,645 / $183

244 x $480

Per Cash Flow Table

(305 actual - 244 BE) / 305

Industry
Benchmark



Gross Margin %

Operating Margin %

Net Profit Margin %

Current Ratio

CAC Payback

LTV:CAC

Monthly Burn (Y1)

Runway (Y1)

38.1%

-3.1%

23.2%

1.8

1.7 mo

14.0x

$31,250

14.2 mo

38.5%

12.2%

14.5%

2.3

1.5 mo

16.2x

38.9%

20.2%

20.2%

2.9

1.3 mo

18.5x

35-40% (IBISWorld)

8-15%

10-18%

1.5+

6-18 mo

3x+



10. Risk Analysis

Top risks: (1) Tipping fee increase (40% probability, $15/ton impact = $22,050 annual loss), (2) Truck breakdown (25%
probability, 8-hour downtime = $1,920 lost revenue), (3) Contractor churn (15% probability, 5 accounts lost = $90,000

revenue impact), (4) Regulatory violation (10% probability, $5,000 fine + 30-day suspension).

Mitigation: Tipping fee risk reduced by locking $68/ton via 12-mo Republic contract. Breakdowns minimized by
$1,200/month maintenance retainer (cuts downtime 65%). Contractor churn addressed by 95% satisfaction target via

dedicated account managers. Compliance ensured by $1,200/month consultant retainer.

Risk Probability Impact Risk Score Mitigation Contingency
Strategy Plan

Tipping fee hike 4 4 16 12-mo fixed-price Pass 50% cost to
contract customers

Truck breakdown 3 3 9 $1,200/mo Rent replacement
maintenance truck ($250/day)
retainer

Contractor churn 2 5 10 Quarterly Offer 10%
business reviews volume discount

DOT violation 2 5 10 Monthly driver Hire compliance
training officer ($65k)

Recession 3 4 12 Focus on Reduce fleet size
residential (70%
revenue)

Fuel spike 4 3 12 Fleet card locks Implement fuel
$3.80/gal surcharge

Competitor price 2 4 8 Emphasize Match prices for

war 4-hour delivery 30 days
SLA

Data breach 1 5 5 Encrypted CRM Cyber liability
+ annual audit insurance ($10k

deductible)

Owner

COO

Fleet Mgr

COO

Fleet Mgr

CEO

COO

CEO

COO



11. Implementation Timeline

Critical path: Facility buildout (Month 1-2), fleet delivery (Month 2), contractor acquisition (Month 3-6). Key
dependency: Republic Services disposal agreement must be signed before launch to lock tipping fees. Month 7-12

focuses on scaling contractor base to 15 accounts.

Month Milestone Deliverables Resources Success Metric Owner
Needed
1 Facility buildout Security system, $55,000 budget OSHA CEO
concrete pads inspection
passed
2 Fleet acquisition 4 trucks, 40 $592,000 capital DOT registration Fleet Mgr
dumpsters complete

3 Launch Google Ads, $7,000 budget 75 rentals COO
marketing direct mail booked

4 First 3 roofing COO time $5,400 monthly COO
contractormm contracts revenue

5 Break even 195+ rentals Full team Positive EBITDA CEO

6 Recycling GreenCycle $200 setup 20% adoption COO
program partnership rate

7 10 contractor Service COO time $18,000 monthly COO
accounts agreements revenue

8 Cash flow Ending cash > Operating $34,060 net CEO
positive $175k discipline profit

9 Mobile app iOS/Android $15,000 dev 40% user COO
launch tracking cost adoption

10 15 contractor Service COO time $27,000 monthly COO
accounts agreements revenue

11 Referral HubSpot $500 setup 25% referral rate COO
program automation

12 Year 1 review Financial audit CPA ($2,500) $169,497 net CEO

profit



12. Appendix

Full financial model available with 5-year projections, disposal contracts, and driver training logs. Key assumptions
documented: 4.2 jobs/truck/day based on Waste Management's Austin operational data (2023), $68/ton tipping fee
from Republic Services quote #TX1142, 8% monthly churn from BinThereDumpThat's 2022 customer data.
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