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 The Home Buying Guru, LLC
Business Plan Summary 

Presented by:   Ken Gardner
Founder
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FINANCIAL NEEDS

$700,000 dollars is needed for company development and growth.  Company was initially established for development and sales of the trilogy:  “Buy Smart”, “Sell Smart” & “Finance Smart”.   We now have continuous expansion scheduled for the “Guru”  product line.

REASON FOR FINANCING 


This investment will be used to support a broadcasting and television advertising campaign.  Current plans are to reinvest initial profits in the expansion and growth of the company.  Investment re-imbursement, with an equitable profit percentage, is also calculated into the financial projections. 


PLANS FOR FINANCING


· $150,000 be used to produce commercials 
(one 2 minute spot & one 30 Second spot) & initial air time (1- 2 months worth)

· $35,000 of nationwide air time per month for 9 months 

· 315,000 Additional Advertising (as determined by management)*

· $15,000 for 9 months worth of answering service

· $10,000 initial book order 5,500 copies 

· $175,000  reserved for M & A Expenses, Taxes, Salary and Overhead*


INVESTMENT REIMBURSEMENT

After the first 10 months the investors should have recouped their initial investments plus an equitable gain on investment.

Return on Investment


Pro Forma ROI:   

Estimated $500,000 Ad Budget First 10 Months:

All figures are based on a 48 continuous state campaign with a median population average of 7million person per state.

Based on ten months of advertising or 300 days

Each state is estimated being able to sell 5.25 guides per day

(Out of 7 million people that is a .00000075% closing ratio per state - per day)

5.25 guides x 48 states = 252 guides per day

300 advertising days x 252 guides sold per day per day = 75,600 guides sold per 10 months

@ 17.99 per guide x 75,600 = $1,360,044 per year

less guide cost of $1.82 per guide ($137,592) = $1,222,452.00

(All shipping &handling costs will be charged to the customer at $4.00 per order)

Our only expense is the guide itself, with minimal administrative costs.

Our first 10 months return on investment is $722,452.00or 144%

**BREAKEVEN POINT**

Second ten months:

Estimated budget increase to $650,000 (an increase of $15,000.00 per month)

At a .00000075% closing ratio (out of 7million) this equates to 1.65 more guides sold per day per state.

6.9 guides sold per day per state x 48 states = 331.2 guides sold per day

300 ad days x 331.2 = 99,360 guides sold the second 10 months

99,360 x $17.99 per guide = $1,787,486.4

less guide cost of $1.82 per guide ($180,835.2) = $1,606,651.2

(All shipping cost will be charged to the customer at $4.00 per order)

Our only expense is the guide itself and minimal administrative costs.

Our second 10 months return on investment is $956,651.2 or 147%

Our third ten months we will increase ad budget by $30,000.00 per month.

After 20 months the initial investor should see a 100% return on their initial investment.
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All dollar figures have assumed worst-case scenario. 
We expect to see a much higher closing ratio. 
Somewhere around .0000075% (1/10 better) 
or 52 guides per day per state.

MISSION

No stones will go unturned in the search for consumer information. We will make sure the retail customer has nothing to lose and everything to gain. Our offer will be the kind that is impossible to refuse.  We back it up our information with a 100% money back guarantee.

BACKGROUND

After many years in the building industry I found one complaint that followed me through the years.  There was not a class in college or an unbiased book offered on the subject of real estate transactions.  Everything written was biased in favor of the industry not the consumer.   After hearing this repetitive pattern for years I decided to investigate.  

It took hearing this an infinite number of times before it sank into my brain. With a combination of research and my hands on knowledge, I could put together a wealth of information on the real estate adventure. 

I began by searching to see if such a book existed, and much to my surprise I did not find one. Sure you can go to the bookstore or online and find information, but this is exactly what everyone was moaning about, biased information that would not be of real assistance to the consumer. Anything published is either written by a realtor or lender, in an effort to gain business. The info is completely jaded. It is extremely incomplete, it leaves the retail customer with half the knowledge they need to buy smart. The lacking information in these reports is exactly what the consumer needs to answer the question: what are the “negotiable portions of the transaction?  

I checked every possible avenue to assure that this was the case. I looked at the library of congress to see what was there. I spent countless hours and days searching the web. Nothing gives the public a completely unbiased account of their journey into the real estate transaction. I decided to proceed.
CREATION

I decided to research and put my experiences down in the form of a guide. I also gathered input from a number of professionals in the real estate and mortgage companies. Because these are personal trusted contacts, they divulged information that you cannot find in a book.  Information that the industry would rather the public does not know. After one year of compiling my data I embarked on writing.  Six months later I was done. The 3 guides. “Buy Smart”, “Sell Smart”, and “Finance Smart” were born.

From there I proceeded to copyright and self published the guides.  I created a web site store where the guides are sold. I have the commerce solution already established. We currently accept visa, master card, and American express. I also contracted with an alarm company to offer a free ADT alarm system and installation to those that purchased all three guides at one time.  

MARKET & SERVICE STRATEGY

Although the knowledge that I helped someone save money is satisfying, I am a businessman.   I expect to make a profit from my business.   I designed the guides with a strong marketing campaign in mind to grow and continue the growth of Guru. 

I believe television will be a strong medium for the materials. I made these guides infomercial ready. To tell the story of how, very simply, I found the cheapest mortgage available is a start.  A 3.9% mortgage that is good on first financing, and refinancing, is a key to the marketing of the product. This alone I feel will make people want to buy the guide.  I will take it further by giving the reader charts graphs and more, that when used will show them how to save thousands of dollars. They get a complete behind the scenes look at the real estate world. From a to z, it is covered in my guides. A 100 % guarantee, customer satisfaction, and quick customer response is an integral part of my plans.  I have conferred with Terry Finn president of Inn-Finity Direct (the countries largest direct marketing and infomercial campaign companies) who agrees with my estimates.   

MARKET NICHE

My market niche is Real estate and Mortgage Financing, with a target market based on the age groups 18-52.  We plan to fill our niche, satisfy the customer, and remain before the public’s eyes.  All while expanding our original product line.  This is a strategy that guarantees our success.

Financial and administrative GOALS


Immediate: secure $700,000.00 to support a full-blown advertising campaign for “Buy Smart”, “Sell Smart” and “Finance Smart”.

Within 4 months of funding acquisition: contract and begin to produce broadcasting and television commercials.

10 months after first advertisement (late 2002): Increase campaign with revenues earned to support a $650,000.00 advertising campaign.

20 months (late 2003/2004): Start a campaign for “Build Smart”.

Use revenues from 2002 campaign to add a new product to the line called “Build Smart”. Promote “Build Smart” (a guide geared towards the individual who is building or buying a “new construction” home). This project is underway. 

This guide will be sold as a separate product due to the size of the guide. Ultimately the guide will be twice the size of all three guides combined. 


5 years: Add the Auto Buying Guru to the mix.  Topic Research has begun.

Begin marketing process at this point for the Auto Buying Guru.

Long-term goal (10 plus years) is to have a compilation of guides and be renowned as a trusted source of information. With expected profit in the millions, by helping millions of people obtain their dreams. If I can accomplish this we will have been successful.

  

MANAGEMENT
Kenneth Gardner

Owner/Author
(RESUME BELOW) 

The Home Buying Guru, LLC

2663 Cameron Way

Frederick, MD 21701

Future team

Accountant:
David Pomerantz and Associates, LLC

Lawyer:
Miginni, Raab, & Lidinski

Fred Raab

Production Company and Media Buyer:
Inn-Finnity Direct Or Hawthorn Productions

(Will negotiate best deal upon securing of capital)

Answering Service:
West Teleservices  (West Corporation)

Order Fulfillment:

All order fulfillments will be done in house.

Book Printing Co.:

J.S. Downs & Associates

Kenneth Gardner
Experience: 
Marketing: implemented nationwide marketing plan for NVR Building products Co.      
Management:  managed 6 employees while with North American Housing Co. Currently manages 7 with NVR Building products. 
Responsibilities: with both companies include but not limited to scheduling, marketing, territory growth and alignment, service & sales. 

A total of 10 years sales and marketing experience in the construction / real estate industries.

  Job History…

1999 to present

NVR Building Products Co      

100 Apples Church Lane

Frederick, MD 21788

Position: Director of Sales And Marketing

1996 to 1999

North American Housing Corp.   

Industry Lane

Frederick, MD 21705

Position: Regional Sales Manager

1993-1996

84 Lumber Co

Willow Drive

Frederick, MD 21702

Position: Co Manager

  Education… 

Current:

University of Maryland University College

Pursuing a Masters Degree in Marketing

Graduated:

Thomas Edison State College

Bachelors degree in Business with a major of Management and a

minor in Marketing
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		year		Gross Profit		ROI

		1		$1,222,452		722,452

		2		$1,606,651		956,651		1.3241726786

		3		$2,111,622		1,266,772

		4		$2,775,304		1,677,425

		5		$3,647,583		2,221,201
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