2005 Business Plan Outline

Jennifer White & Associates

1) Sales Goal $7-$10 million

2) Team/LLC
a) Realtor

b) Assistant

c) Realtor Associates

3) Sales Plans

a) Traditional Listings

b) Traditional Buyers

c) FSBO Program

i) Conversions to listings

ii) Conversions to buyers

iii) Lead generation converts into listings/buyers

4) Other Income Generators

a) Guaranteed Buyout Program

b) Property Management

c) Land Development

5) Marketing Plan

a) Classic advertising routes

i) Direct Mail/Farming

ii) Distinctive Homes

iii) Homes Illustrated

iv) Fliers Inside/Outside

v) Newspaper

vi) Business Cards

vii) Signs

b) New advertising vehicles

i) Website

ii) Realtor.com

iii) IVR system

iv) IBJ Internet Directory/AHQ

v) Indpls Monthly Internet Directory

vi) Outdoor Advertising

6) Budget Planning

a) Company Income Statement

b) Marketing Budget

2005 Operating Budget Comparison

	
	Re/Max Ability Plus
	Sycamore Group Assoc.

	Monthly Fee
	$520.00
	$395.00

	Tech Fee (pd mthly)
	$20.00
	

	E & O Insurance (pd mthly)
	$30.00
	

	Regional Fee (pd mthly)
	$277.00
	

	Re/Max Magazine (pd mthly)
	$55.00
	

	
	
	

	Associate Fees
	
	

	Monthly Fee (pd mthly)
	$250.00
	$250.00

	Regional Fee (pd mthly)
	$277.00
	

	
	
	

	Office Expenses
	
	

	Office Rent
	$1,300.00
	$325.00

	Phone
	
	$50.00

	Internet
	
	$45.00

	Top Producer
	$37.95
	$37.95

	
	
	

	Yearly Fees
	
	

	International (pd yrly)
	$324.00
	

	Mibor Tech Fee (pd 2x/yr)
	$460.00
	$460.00

	Mibor Board Fees(pd yrly)
	$424.00
	$424.00

	Yearly Associate Fees
	
	

	International (pd yrly)
	$324.00
	

	Mibor Tech Fee (pd 2x/yr)
	$460.00
	$460.00

	Mibor Board Fees(pd yrly)
	$424.00
	$424.00

	
	
	

	
	
	

	Monthly Total
	$2,766.95
	$1,102.95

	Yearly Fees Total
	$2,416.00
	$1,768.00

	Yearly Total
	$35,619.40
	$15,003.40

	w/ 2 associates (add)
	$7,496.00
	$3,848.00


Advertising Budget
	
	Yearly Budgeted Amount

	IBJ
	$2,500.00

	Distinctive Homes
	$2,500.00

	Homes Illustrated
	$1,000.00

	Direct Mail
	$6,000.00

	Internet
	$1,500.00

	Indianapolis Mthly or Radio
	$3,000.00

	Bus Cards/Signage
	$750.00

	Bill Board
	$5,000.00

	Misc.
	$1,500.00

	Yearly Total
	$23,750.00
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Executive Summary
This business plan outlines the idea for expansion and growth of Jennifer White & Associates dba myindyhomes.com. 

The mission of the company is to offer no nonsense, right priced real estate services to all segments of the real estate market.

The company will expand from a singular traditional realtor, to that of a small company within the Re/max brand that will offer traditional real estate services as well as non-traditional real estate services to a broader target market allowing for larger profit from expanded growth.
The financial investment sought will help to expand and grow the business in several areas, resulting in a profitable, organized, systematically run company.
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The Plan

Mission Statement

Our company’s mission is to offer no nonsense, right-priced real estate services to all segments of the real estate market. 

Company

Jennifer has been helping clients in the Central Indiana real estate market for several years after a successful career in project management, space planning and marketing. Having grown up in the real estate business, Jennifer is very knowledgeable and experienced in working with both buyers and sellers. Her vast knowledge and background will enable her to negotiate and achieve the best sales terms and price throughout the entire real estate process.

Myindyhomes.com, a website serving all segments of the real estate consumer market will launch in January of 2005, filling the needs of Central Indiana real estate customers. 
The company, Jennifer White & Associates dba Myindyhomes.com would enter into LLC status during the first quarter of 2005.
Business

Over the last four and a half years Jennifer has consistently achieved gross real estate sales of between $4 – 5 million each year. During this timeframe as well, an opportunity and need has been recognized within the Central Indiana real estate market for “right- priced” and fee for service real estate services. Expanding the company to offer these services would set the company up for growth. 
Services offered by the expanded company would include traditional real estate services for home buyers, sellers and builders; services for owners wanting to sell their homes for-sale-by-owner (FSBO); property management and rental facilitation for homeowners; virtual tours for our clients; guaranteed buyouts (GBO’s); land acquisition for potential development; and marketing and website services for all of our potential clients.
The financing contemplated herein will allow us to structure a new type of real estate sales team using innovative marketing along with right-priced fee and commission schedules to grow our sales volume, thus growing our profits. The goal is to increase sales from $4.5 million to $7 million in 2005, to $10 million in 2006, $15 million in 2007 and $20 million in 2008. The funds will allow for growth in the areas of marketing and development, office rental and equipment and staff additions to accommodate growth.
Products & Services

Traditional Real Estate Services
Traditional real estate services will be offered to potential home buyers and sellers including builders. The difference would be in using a “right-priced” sliding commission scale that would be lower than traditional realtor commissions, while still providing all traditional services, professionalism and competence, along with the backing of Re/max company branding. The “right-pricing” of services will allow an edge when competing with traditional realtors allowing us to grow our profits through greater sales volume. We will also be able to offer add-on services to clients for a fee allowing individualization of client marketing plans.
Real Estate Services for FSBO (For Sale By Owner) clients
Our company will offer buying and selling services that will assist clients in selling their own homes. These services would be offered at a fee for service as well as free listings on myindyhomes.com allowing for substantial lead generation and exposure both to the client and the company. Since statistics show that the most recognized reason for selling a home FSBO is to avoid large realtor commissions, the goal would be to convert FSBO clients to “right-priced” clients over the course of  the client relationship.
 Property Management & Rental Facilitation

Our company will provide buying and selling services as well as project management and rental facilitation to investors. 

Guaranteed Buy-outs

Guaranteed buy-outs would be targeted to homeowners wanting to build a new home, and new home builders. This product would allow for a homeowner/builder to contract for the construction of a new home with the guarantee that the homeowners existing home would be sold. This program would follow a contracted system needing strict adherence from homeowner in order to maximize the opportunity to sell the house and minimize the company’s risk of buying it.
Virtual Tours - spaceview™

Using our exclusive pictureplan™ technology we will be able to do our own in-house virtual tours for clients. This product would be available to clients who choose the traditional selling approach, or for a fee to FSBO and “right-priced” product clients. This product offers an additional opportunity for company growth as it has the potential for expansion to outside realtors and other companies.
Marketing & Website Services
Myindyhomes.com is in development and will be an all encompassing website featuring information for real estate consumers. Not only will it feature our products and services, but it will be a comprehensive real estate information site—a “one stop shop” for all real estate needs.
The Market

We define our market as all Central Indiana consumers, investors and builders that have real estate buying, selling or rental needs.

The Competition

We would be in direct competition with other Realtors in Central Indiana as well as other discount real estate companies such as Assist t-to-Sell and Home Yeah. Our company would be unique and competitive because of the strategic systems in place for success, the product line we offer, that is, we would be offering more than just the traditional real estate service to clients and welcome the FSBO market as clients. We would also be unique in that we would be the only associated real estate team/company offering these services with the Re/max name behind the service.

Risk/Opportunity

The greatest risks we have in our industry have to do with economic and market trends in Central Indiana. The lesser risk is that making known our product and drawing the consumer in to learn more about what we offer. The potential to overcome these risks comes from:
1.) The expanded product line which opens up the opportunity to consumers who do not want the traditional real estate services and associated fees
2.) The offering of “right-priced” no nonsense real estate fees to consumers
3.) The opportunity to offer services to potential investors

4.) Consistent strategic operational systems

5.) The association with Re/max
The Organizational Strategy 
The company would potentially grow into an organizational structure that would include 1-3 shareholders, 1 Chief Operating Officer, 1 Office/Contract Manager, 1 Marketing Manager, 1 Sales Manager and 2-3 Sales Associates. As the company grows, sales associates would be promoted to an Associate Sales Manager Position with the potential of managing and profiting from additional Sales Associates.
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Capital Requirements

We seek an additional $30,000 of financing capital to enter into the outlined growth of this company and expansion of its product lines. A potential exit for the investor/s would be within 1-2 years based on reaching or exceeding sales goals. This would be paid as a dividend of profits to the shareholders and/or lender.
Financials
First Year Operating Budget

	
	

	Monthly Fee
	$6,240.00

	Tech Fee (pd mthly)
	$240.00

	E & O Insurance (pd mthly)
	$360.00

	Regional Fee (pd mthly)
	$3,324.00

	Re/Max Magazine (pd mthly)
	$660.00

	International (pd yrly)
	$324.00

	Mibor Tech Fee (pd 2x/yr)
	$460.00

	Mibor Board Fees(pd yrly)
	$424.00

	
	

	Associate Fees
	

	Monthly Fee (pd mthly)
	$3,000.00

	Regional Fee (pd mthly)
	$3,324.00

	International (pd yrly)
	$324.00

	Mibor Tech Fee (pd 2x/yr)
	$460.00

	Mibor Board Fees(pd yrly)
	$424.00

	
	

	Office Expenses
	

	Office Rent (Incl. phone & Internet)
	$12,000.00

	Misc. Office Expenses
	$2,400.00

	Top Producer Database Mgmt
	$455.40

	Advertising
	$20,000.00

	
	

	Yearly Total
	$54,419.40

	additional associates (add)
	$7,496.00


First Year Projected Income Statement (does not include misc. income from rentals and fees for service)
	
	Income
	Expenses

	$7 million in sales
	$210,000.00
	

	
	
	

	Operating Expenses
	
	$54,419.40

	Salary and Commisions 
	
	$100,000.00

	
	
	

	Pre-Tax Profit
	$55,580.60
	


Second Year Projected Income Statement (does not include misc. income from rentals and fees for service)

	
	Income
	Expenses

	$10 million in Sales
	$300,000.00
	

	
	
	

	Operating Expenses
	
	$61,915.40

	Salary and Commisions 
	
	$140,000

	
	
	

	Pre-Tax Profit
	$98,084.60
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Research & Statistical Information

The Forecast for Housing Remains Strong 

1.) According to the 2004 Central Indiana Housing Summit, the projected forecast totals 70,000 homes needing to be constructed over the next five years to meet the demands of a growing population in central Indiana. To an area already facing a shortage of developed lots in many counties, this presents an ongoing challenge for (government officials) and developers. 

2.) Central Indiana is going to continue to grow and change. Demographers at the Indiana Business Research Center estimate that there will be over 560,000 additional residents in the 12 counties that comprise the central Indiana area by 2040.

3.) According to the Metropolitan Board of Realtors, home sales increased by 7.8% from 2002 to 2003 and 10% from 2003 to 2004.
Information Sources used in Home Search

According to the National Association of Realtors (NAR), 2003 marked a milestone for technology in the real estate industry. For the first time more homebuyers used the internet as an information source than used the newspaper. (Statistics represent percentage of homebuyer respondents)
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Real estate agent 86%
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Yard sign 69%
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Internet 65%
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Newspaper 49%
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Home book/magazine 35%
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Open house 48 %
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Builders 37%
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Television 22%
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Relocation company 14%
Additionally 71 % of buyers rated real estate agents the most useful source of information with the internet coming in second at 57%.
FSBO Information

Source: 2003 National Association of Realtors Profile of Homebuyers & Sellers

The typical FSBO home sold for 145,000, compared to $175,000 for agent-assisted home sales. 
Most Important Reason for Selling Home as FSBO

	Did not want to pay commission fee
	46%

	Sold it to a realative/friend/neighbor
	25%

	Buyers contacted seller directly
	10%

	Did not want to deal with an agent
	8%

	Agent was unable to sell home
	4%

	Seller has real estate license
	4%

	Other
	4%


FSBO Methods Used to Market 

	Home Yard sign
	72% 

	Friends/neighbors
	27% 

	Newspaper ad
	61% 

	Open House
	41% 

	Internet
	20% 


Most Difficult Tasks for FSBO Sellers 

	Getting the right price
	19% 

	Understanding paperwork
	30% 

	Preparing / fixing up home for sale 
	26%  

	Attracting potential buyers
	7% 

	Having enough time to devote to all aspects of the sale
	14%

	
	


Internet Statistics
Source: 2003 National Association of Realtors Profile of Homebuyers & Sellers
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78% of homebuyers who searched on the Internet purchased their homes through real estate professionals.
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nearly 70% of all Internet-using homebuyers visited a home with a real estate agent as a result of their use of a real estate Web site.

What Buyers want most from Real Estate Professionals
Source: 2003 National Association of Realtors Profile of Homebuyers & Sellers
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Help you find the right house to purchase - 57%
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Help with price negotiations - 11%
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Help with paperwork - 11%
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Tell you what comparable homes are selling for - 10%
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Tell you how much buyer could afford - 7%
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Help find and arrange financing - 4%
Benefits Provided by Real Estate Agent During Home Purchase Process

Source: 2003 National Association of Realtors Profile of Homebuyers & Sellers

	Helped buyer understand the process
	56%

	Pointed out unnoticed features/faults
	48%

	Shortened buyers home search
	39%

	Negotiated better contract terms
	34%

	Improved buyers knowledge of search areas
	34%

	Negotiated a better closing date
	26%

	Narrowed buyers search area
	17%

	Provided better list of mortgage lenders
	17%

	Provided better list of service resources
	14%

	Expanded buyers search area
	13%

	Nome of the above
	9%


Investment Options/Opportunities

Shareholder Investor Option A - $30,000 
· Investor to provide $30,000 investment. 

· Investor to receive dividends of 50% of after tax profit.

· Investor to receive 20% commission referral on personal transactions.

Shareholder Investor Option B  - $15,000

· Investor to provide $15,000 investment. 

· Investor to receive dividends of 25% of after tax profit.

· Investor to receive 10% commission referral on personal transactions.

Shareholder Investor Option C - $15,000 initially & $15,000 in 6 months
· Investor to provide $30,000 investment. 

· Investor to receive dividends of 50% of after tax profit.

· Investor to receive 20% commission referral on personal transactions.

Guaranteed Buyout Investor

· Investor to provide/establish line of credit to company large enough to purchase 3 to 4 homes per year (approx. $600,000)
· Strict Contractual guidelines will be adhered to regarding the contractual obligations of homeowner and company.

· Investor will be paid 50% of profit on each GBO Transaction

Example:

	GBO $100,000 home
	Income
	Expenses

	Buyers side of new home
	$6,000.00
	

	Sellers side of GBO home
	$7,000.00
	

	GBO Transaction Fee
	$295.00
	

	Total Income
	$13,295.00
	

	7% interest on line of credit
	
	$3,500.00

	Utilities 6mo.
	
	$880.00

	Insurance
	
	$500.00

	Taxes
	
	$400.00

	Realtor Commission to Buyers Agent 
	
	$3,500.00

	Total Expense
	
	8780

	
	
	

	Profit
	$4,515.00
	


Jennifer White


whijenhomes@aol.com


200 Medical Drive • Carmel, IN 46033  • (317) 441-5663
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