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Presentation Notes
I’m Tekiah Tunstall, founder of Preferred Solutions Transport. We are a last-mile delivery company based here in Indianapolis.



Scaling Indiana's 
Trusted Last-Mile 
Partner
• Healthcare
• Foodservice
• Senior Services
• Institutional Contracts
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We provide logistics for industries where timing and trust are critical

We are scaling to become Indiana’s most trusted delivery partner by providing Dependable delivery, right when you need it.”



Traction
Company 
Launch
Q3  20 23

First 
Client
Q2 
20 24

Strategic 
Certifications & 
Cohorts
20 24 -
20 25

INTAP 
Grant

First Major 
Trade 
Show
Q2 20 25

Advisory 
Board
Q2 20 25

GovCon 
Pipeline
Q3  20 25
Pre - a wa rd  
$ .6 M VHI 
Subc ontra c t 

3

Presenter
Presentation Notes
I launched Preferred Solutions Transport in 2023 to close gaps in reliable local delivery.

Since then, we’ve secured our first recurring client, earned HIPAA and supplier certifications, and joined programs like PitchFeast, Startup Ladies BoardUp, and gBETA Main Street.

This summer we exhibited at the Indiana Black Expo. And last month, we finalized our advisory board to help guide our growth.




Our Founder
I’m a proud Hoosier and Purdue grad — I started in 
logistics at FedEx, hauling boxes and learning firsthand 
what it takes to move things on time. 

Afterwards, I spent over a decade as a business analyst, 
working on supply chain and government systems. But 
no matter how many systems I optimized, I saw the same 
problem over and over again — businesses losing 
money and trust because their deliveries weren’t 
reliable.

So I returned to what I know best and launched Preferred 
Solutions Transport. The idea was simple: build the 
delivery company that I wish existed — one that 
combines service, technology, and care, and gives 
Indiana businesses a partner they can actually depend 
on.
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I’m a proud Hoosier and Purdue grad — I started in logistics at FedEx. 

Then spent over a decade as a business analyst, optimizing supply chains. But I kept seeing the same problem — businesses losing money and trust because their deliveries were unreliable.

Preferred Solutions Transport is my answer. The idea was simple: become a delivery partner that Indiana businesses CAN rely on.




The Problem

53%
La s t mile  d e live ry

85%
De live ry e xpe rie nc e  Los s
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Last-mile delivery is broken. It accounts for 53% of all delivery costs and yet remains the most inefficient link of the supply chain.

Worse, 60% to 85% of customer loss is due to bad delivery experiences.



The Problem
• Delayed medical specimen 

pickups impact patient care

• Legal document 
mishandling disrupts court 
processes

• Small businesses can’t 
compete with Amazon’s 
speed
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In Indiana, small businesses, clinics, and institutions are stuck with patchwork solutions that don’t scale
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We fix that with 3 pillars:

Dependable Delivery 
Compliant Operations 
Tech-enabled Visibility 

Together, they form the foundation for reliable, scalable service




How it Works
Request Quote

Approve & Pay

Dispatch

Proof of Delivery

•
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Here’s How It Works:

1. You request a quote online  
2. Approve and pay securely
3. We dispatch to the driver
4. We live track your order and send proof of delivery
 
FAST. TRANSPARENT. EASY




• Usage-based and block-rate 
pricing to accommodate 
consumers and businesses

• Revenue from 
foodservice, legal, 
medical, senior care, and 
e-commerce clients

• Expanding to government 
contracts

Business Model
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Our model combines both USAGE-BASED pricing and BLOCK RATE pricing so we can serve individuals, small businesses, and enterprise clients. 

Revenue comes from foodservice, legal, medical, senior care, and e-commerce deliveries — we serve any industry.

WITH government contracting as the next growth driver.



TAM: 
$42B

SAM: 
$6.7B

SOM: 
$460K

TAM 
US Last-mile Market: $42B

SAM
Midwest Market: $6.7B
Indiana Market: $460M

SOM
.1% Indiana Market: $460K
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The U.S. last-mile delivery market is $42 billion. The Midwest regional market we’re targeting is $6.7 billion, with Indiana representing about $460 million.

Our Serviceable Obtainable Market is $460K in annual revenue within 18 months, based on capturing 0.1% of Indiana demand — about 40–50 daily deliveries.

** If we secure the VA Medical subcontract currently under review, that alone is nearly $600K — above our original goal. **




Financing & Milestones
3) 2025: $50K 
LoC1) 2024: $40K 

Founder 
Bootstrapped

4) 2025: Target 
raise $100K –
$150K

5) 2025: Launch 
referral campaign & 
enterprise 
contracts

6) 2025: Deploy 
delivery 
platform

7) 2026: Expand to 
Muncie, Lafayette & 
Bloomington

8) 2026: 
Secure 
Institutional 
Contracts

2) 2025: $15K 
INTAP Grant
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So far, we’ve financed PST through $40K of founder capital, a $15K INTAP grant, and a $50K line of credit. 

Now we’re targeting a $100–150K pre-seed raise to accelerate sales, automation, and win enterprise contracts. 

By 2026, we’ll expand into university hubs and secure institutional clients – furthering our growth with each milestone.



Projections
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We project $300K in revenue by 2026 and $1M in revenue by 2027 driven by government contracting, B2B agreements, and recurring delivery plans. 

These numbers are conservative and based on contracts already in our pipeline.



Sales & 
Contract 

Conversions

Capital & 
Scaling 

Readiness

GovCon & 
Procurement 

Strategy

Support Needed
1.Healthcare, Senior 

Facilities, Foodservice 
orgs

1.Procurement Officers & 
Primes

1.Pre-seed Raise 
Advisors
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As we scale, we’re seeking:

Warm introductions to healthcare, senior care, and institutional partners.
Mentors in sales leadership and logistics scaling.
Connections to GOVCON  & Supplier Development programs
Funding partners aligned with tech-enabled startups.

With our Advisory Board engaged and pipeline in motion, we’re ready for growth.




Let’s Build the 
Future of Local 

Delivery—Together

Tekiah Tunstall
Founder & CEO

Phone: (317) 653-0915
Email: tekiah@preferredst.com

Website: www.preferredst.com
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“Preferred Solutions Transport isn’t just moving packages — we’re 

1. Creating jobs, 
2. Strengthening businesses, 
3. Building Indiana’s trusted delivery network. 

If you’d like to help us grow, let’s connect.



Questions?

Thank You!
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Thank you. I would love your questions.



Appendices
1. Appendix A: Opportunities In Motion
2. Appendix B: Advisory Board
3. Appendix C: Go-To-Market Plan
4. Appendix D: Current Team
5. Appendix E: Future Team
6. Appendix F: Community Outreach
7. Appendix G: Use of Funds
8. Appendix H: Growth & Expansion Plan



Appendix A: Opportunities in Motion
– Reverse Trade Show follow-ups with healthcare systems and senior 
facilities.

• Federal Medical Courier Subcontract – Pre-award, 

~$600K annual potential.

• Major Senior Healthcare Institution – Engaged for senior 

home and clinic delivery collaboration.

• Institutional Leads - Reverse Trade Show follow-ups with 

healthcare systems and senior facilities.
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We have a few key opportunities developing:
The VA Medical Courier subcontract, currently in pre-award, represents nearly $600K in potential annual revenue.
We’re also in discussions with Oak Street Health around senior home and clinic deliveries, which would expand our footprint in healthcare logistics.
And from the Reverse Trade Show, we’ve identified new institutional leads with healthcare  contracts, and longer-term enterprise growth.




Appendix B: Advisory 
Board

Objectives :
• Provide strategic guidance in finance, technology, and 

logistics operations.
• Open doors to corporate and institutional partnerships.
• Support fundraising strategy and growth planning.
• Hold leadership accountable to milestones in sales and 

operations.
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We’ve finalized our advisory board — including leaders in finance, logistics, and entrepreneurship — and their role is to guide strategy, open doors, and keep us accountable. The board is already reviewing our six-month expansion plan.



Appendix C: Go-To-Market Plan
• Customer Acquisition Engines for 

• GovCon
• Foodservice
• Medical
• Legal industries

• Direct outreach to local businesses and institutions
• Industry and Advocacy associations
• Corporate-sponsored Cohort participation
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Our go-to-market strategy is structured around four targeted Customer Acquisition Engines: government contracting, foodservice, medical, and legal industries.

We combine those engines with direct outreach to local businesses and institutions, and engagement through industry and advocacy associations.

Finally, we leverage corporate-sponsored cohorts like gBETA, Startup Ladies, and PitchFeast to build visibility, credibility, and pipelines.

This layered approach ensures we’re not relying on a single channel — but building repeatable, scalable growth across multiple industries




Appendix D: Current Team
• Tekiah, Founder & CEO: Supply chain optimization, 

analyst expertise
• Virtual Assistants: Admin, Marketing, Customer 

Acquisition,  and Operations support
• Grant-funded dev team: Website + Driver App
• Contracted drivers ready for order deliveries
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Our team is intentionally lean and scalable.

I lead as Founder and CEO, bringing over a decade of experience in supply chain optimization and business analysis.

I’m supported by a team of virtual assistants who handle admin, marketing, customer acquisition, and day-to-day operations — giving us the ability to punch above our size.

And through grant funding, we’ve engaged a development team to build our website and driver app. This approach allows us to stay capital efficient while building out the infrastructure we need to scale.





Appendix E: Future Team
• Sales Manager
• Operations Manager
• Driver Coordinator
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Future Team Plan 
Our next key hire is a Sales Manager. This role will start commission-only, focused on lead generation, cold outreach, and closing deals in foodservice and medical courier sectors.
As revenue scales, we’ll transition that role to include a base pay and performance bonuses.

Following that, our priority hires are an Operations Manager to oversee dispatch and driver onboarding, and a Driver Coordinator as we expand into new markets.
These additions will free me up to focus on strategic growth and partnerships, while ensuring day-to-day operations and sales execution run smoothly







Appendix F: Community Outreach
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Community impact is central to our mission.

For example, at the Joy & Wellness Fair last week, we partnered with Oak Street Health and local organizers to connect directly with seniors, caregivers, and residents.

We showcased how our delivery services bring prescriptions, wellness items, and essentials right to their doorstep — supporting aging in place and peace of mind for caregivers.

We launched our Route Builder Challenge, ran raffles, and answered questions about how logistics can strengthen the quality of life in senior communities.

Events like these help us both build brand trust and expand into the senior care delivery market, one of our fastest-growing verticals.




Appendix G: Use of Funds
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Funding accelerates client acquisition, tech buildout, and operational readiness for institutional contracts.



Appendix H: Growth & Expansion Plan

Months 1 -2 
Objectives

Months 3 -4 
Objectives

• Expand to two new 
Indiana markets

• Add five institutional 
contracts.

Months 5 -6 
Objectives

24

• Secure major 
GovCon subcontract

• Complete delivery 
management 
platform

• Break out of the 
pre-revenue phase 
while 

• Maintain 95%+ 
satisfaction rate
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Over the next six months:
Months 1–2: Secure a major GovCon subcontract and complete our delivery management platform.
Months 3–4: Expand to two new Indiana markets and add five institutional contracts.
Months 5–6: Break out of pre-revenue phase while maintaining an above 95% satisfaction rate.

We’re positioned to capture share in the fastest-growing segment of logistics.
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