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EXECUTIVE SUMMARY   

Opportunity  Purpose  Solution 
There is a difficulty in finding clean, 

affordable, well-maintained housing. 

People with background issues often 

struggle to find housing that is clean, 

affordable, and well-maintained. 

 

 Sterling Properties invests in under- 

preforming multifamily housing properties 

that are below market rent. We then renovate 

and update to turn them into income 

producing, ongoing and growing passive 

income.  

 We acquire, renovate, update, and offer 

clean, well-maintained, affordable 

housing. Residents will be proud to call 

where they live home. People will not be 

eliminated as residents due to their 

criminal history and past evictions.  

Customers  Differentiators  Extras 

Our primary customers will be beginning 

to moderately experienced real estate 

investors that want to have ongoing and 

growing, stable, passive income. Our 

secondary customers will be individuals, 

couples, and families ranging in age from 

18 to 45 that want to live at our 

properties.  

 We provide updated, affordable housing to 

individuals and families. We will consider 

those that have a felony on their record, an 

eviction, or bad credit. We also implement 

solutions that make it easier for property 

management companies to maintain facilities. 

 We have a willingness to consider and 

accept individuals with a troubled past 

that show promise and the drive to do 

things right.  

Marketing  Start-up Costs  Financials & Extras 
Our marketing will consist of direct mail 

campaigns to outsource motivated sellers 

and owners of multifamily properties. As 

well as a company website, social media, 

and Google AdWords to fill units as they 

become available.    

 Owner investment - cash 59,950$  

Owner investment - equipment -         

Vehicle and/or equipment loan -         

Start up financing 200,000  

Total start up costs: 259,950$  

 Sales: 34,000$    100%

COGS -           0%

Gross profit 34,000      100%

Overhead 26,800      79%

Pretax income 7,100       21%

Tax expense 1,700       5%

Owner withdrawals -           0%

Net income 5,300$      16%  

  Personal Fit   
I am professionally educated and have experience in home inspection. I also have experience in residential remodeling, construction, plumbing, 

and electrical systems. Having a troubled past myself, I know firsthand how difficult it is to find a home worth living in at an affordable price. 
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PERSONAL FIT   

My name is Garrett E., and I was born in Houston, Texas on October 2, 1989. I am the youngest 

of four children raised by loving parents who are still married to this day. I did not apply myself 

in high school or take it seriously. I began to experiment with drugs and alcohol in the eighth 

grade at the age of 13. All through junior high and high school I sold drugs to make money and 

support my habits. By my senior year, I was terribly addicted to heroin and had to have it every 

day to keep from getting sick. Even though I used drugs heavily, I still managed to finish high 

school.  

 

My parents tried many times to get me off heroin, but I kept going back to it. At 18, they became 

tired of all the problems I caused and kicked me out of the house. I went from friends’ houses to 

half-way houses to various apartments of my own, stealing cars and committing crimes to 

support myself and my drug habit. I went to prison at age 19 for auto theft. After my release, I 

went to work for various car washes and started taking night classes at the local community 

college.  

 

At this time in my life, I still did not think I had a drug problem, so I continued to get high and 

drink alcohol. At 25, I was pulled over and arrested for a drug charge which resulted in a three 

year sentence. During this second trip to prison, I realized I had a major problem with drugs and 

that if I wanted to succeed in life I had to quit completely. What I had failed to realize at that 

time was the importance of working on the 12 steps of AA and being tied into a support system. 

Trying to maintain sobriety on my own I relapsed, and at 28 years of age I was sentenced to two 

years for yet another drug charge. 

 

It is not just about being tired of coming to prison or being sick of the lifestyle. For me, it is 

about figuring out why I chose to drink and do drugs, learning how to change that negative 

behavior, and love myself. I have made a commitment to my family and myself to never again 

use drugs or drink. I have also resolved the issues of my past that caused me to go down this 

destructive path and use drugs and alcohol in the first place. I have spent the majority of my third 

and final incarceration working with my sponsor, building a support system, and adhering to the 

12-step program of AA.  

 

Starting my own business will give me financial security and stability for my family. As I have 

had to endure the frustrations of being denied housing due to my criminal history, I aim to give 

those with certain felonies on their record a chance at getting an apartment at my properties. My 

goal is to have my company up and running within a year after my release. Any capital that is 

invested in my business will be secured by real estate. I will be released to the Houston area 

sometime in January 2020.  

 

Garrett E. is the founder and managing member of Sterling Properties, LLC. Garrett is 

responsible for the general management and overseeing the internal team dedicated to sourcing 

opportunities from brokers, advisors and various owners, users and developers of real estate. He 

will also oversee new acquisitions and actively manage the real estate portfolio.  

Garrett brings to Sterling Properties, LLC more than four years’ experience in management from 

the car wash service industry. He worked for Texas Star Wash and Detail as a general manager 

for two years. He also worked for Quick-N-Clean as a general manager for two years. 
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Garrett earned his high school diploma from Dobson High School in Mesa, Arizona in 2008. He 

also earned a 4.0 GPA at Mesa Community College where he took accounting and home- 

inspection classes.  

 
 

OPPORTUNITY   

Explanation: 

There is difficulty in finding clean, well-maintained, affordable housing for those individuals 

who face challenges of mistakes in their past.  

 

 Can I solve the problem given my skills and personality? 

 I have background experience in home inspection to assist in the acquisition of the 

multi-family housing properties. I also have experience in home remodeling to assist 

the need for renovations and repairs to the units.   

 Do I need to do all of the work myself or can I hire others to help me and still maintain 

quality? 

 Some of the work I will do myself. I will hire others to accomplish some of the 

bigger, time consuming tasks and act as project manager to ensure the job is done 

correctly. 

 Will this venture require significant capital? 

 Yes, this venture will require significant capital which will be sourced through 

investors.  

 Is the opportunity (Activity and Start Date) consistent with potential parole restrictions? 

 I will not have any parole obligations upon my release.  

 Would my business start as a part-time venture or need to be full time? 

 This will begin as a part-time venture and will turn into a full time operation.   

 
 

SOLUTION   

Explanation: 

Acquire, renovate, and offer clean, well-maintained, affordable housing to individuals and their 

families while giving them a second chance. We remain open minded rather than refuse to 

consider those with evictions or felonies on their record.   

 

 What are the benefits that I am providing? 

 I am solving the need for a place to live, specifically to individuals who are typically 

refused due to background issues. 

 Why can I do this better than another business (competitor)? 

 Everybody else has a closed mind about giving people a chance if they have evictions 

or a criminal record. Traditionally, companies who have allowed residence with a 

criminal record do not provide a clean and well-maintained place to live. 
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 How will I deliver this solution to my customers (marketing)? 

 I will communicate my second chance policy to apartment locators, apartment 

managers, and property management companies.  

 Will my solution actually be profitable? 

 Absolutely, my debt service payment including acquisition and remodeling cost 

should equal 55% of my gross monthly rental income. The surplus cash flow will 

more than cover the estimated 10% operating cost.   

 Do I need a fixed location (Storefront) or is this a mobile business? 

 I do not need a fixed storefront but I do need office space. I will meet customers at 

the property.  

 Do I offer a guarantee or return policy? 

 This is not relevant to my business.  

 
 

CUSTOMERS  

Explanation:  

Our primary target customers will be beginning to moderately experienced real estate investors 

that want to have ongoing and growing, stable, passive income. Our secondary customers will be 

young to middle aged individuals and families with children that want to have a clean, safe, well-

maintained, affordable place to live. 

 

Demographics: 

 Will my service have different appeal to men versus women? 

 My properties will be mostly two bedroom units and have an appeal to families. I will 

be open to renting to single men or women but there are laws in housing against 

discriminating against gender. 

 What is my ideal customer’s age (children, young adult, middle aged, mature)? 

 My ideal customer will be young to middle-aged adults ranging in age from 18 to 55. 

 Does my customer need to be married, single or does it matter? 

 I am seeking customers with any relationship status. It does not matter, I cannot 

discriminate. 

 What aspect of my ideal customer am I appealing to (outdoors person, health conscious, 

their personal image, environmental concerns, recreation, etc.)? 

 For my primary customers, I am appealing to real estate investors that want to have 

ongoing, stable, passive income. As for my secondary customers, I am appealing to 

those individuals with a desire and need for a clean, affordable, well maintained place 

to live. 

 

Income: 

 Does my customer need a certain income (rich, middle class, poor)? 

 Income requirements will be based upon industry standards for rents as a percentage 

of their gross monthly income. We can successfully rent to individuals whose income 

would support three times the monthly rent.  
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Location: 

 Where will I sell to my customers (their home, their workplace, on the street, online, my 

store, an event like trades day)? 

 I will sell to my customers online and through our referrals networks. 

 Do I go to my customer (home service) or does my customer come to me?  

 My customers will come to me at the property to tour the apartment and complete the 

application. 

 What neighborhood will my ideal customer live/work in (River Oaks/Highland park, a 

suburb, or small rural community)? 

 My multi-family housing properties will be in emerging markets, suburban 

neighborhoods, and areas that are in close proximity to employment centers because 

people want to live close to where they work. 

 How close are my customers geographically located (live close to each other or spread all 

over the city)? Time is money. 

 My customers are geographically located within a three mile radius of the multi-

family housing property. 

 How easily can I find this customer (one at a time or they will provide referrals)? 

 I am going to find this customer fairly easily through my referrals network and 

advertisements on the Internet.  

 

Other: 

 Can I reach these individuals as a group or do I need to find and sell to them 

individually? 

 I will reach and sell to my customers individually. 

 Once I sell to a customer, what is the likelihood that they will buy from me again? 

 My customers will be signing a one-year lease. Provided they are satisfied with the 

housing they will stay for multiple years. 
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DIFFERENTIATORS   

My 

Competitors 

Direct or 

Indirect 
Promotion Price Their Advantages 

Their 

Disadvantages 
My Differentiators 

Local 

Extended- 

stay Hotels 

Direct Online, radio, 

drive by and see 

banners.  

High Free Wi-Fi, shorter 

commitment and 

housekeeping 

services. 

Population density, 

limited facility for 

cooking and small 

refrigerator. 

Better parking, fewer 

neighbors, and outdoor BBQ. 

 

 

 

 

Family/ 

Relatives 

Indirect Word of mouth 

from family 

members. 

Low Lower cost and no 

furniture needed. 

No privacy and 

limited space. 

Your own place and more 

privacy. 

 

 

 

Traditional 

Apartment 

Complex 

Direct Online search, 

drive by and see 

banner. 

High Exercise room, 

tennis court, 

swimming pool 

and amenities. 

Dated kitchens and 

flooring, population 

density, AC 

problems and drafty 

windows.  

Updated apartment, small 

yard, fewer neighbors and 

better parking. 

Friends’ 

Houses 

Indirect Word of mouth 

from close 

friends.  

Average Lower cost and no 

furniture needed. 

Limited space, no 

privacy, no stability 

and short term. 

More privacy and your own 

place. 
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EXTRAS   

External Extras: 

 Do you have a connection with a supplier in your industry? 

 Yes, I have connections with two real estate agents and three contractors. 

 Do you have access to a favorable location for your business? 

 Yes, I have existing space available at an affiliate business.   

 Are you going to be the first company of your type in your chosen area operations? 

 No, there are many apartments and multi-family housing projects in our area. 

 

Internal Extras: 

 Do you have a new or cutting edge concept? 

 Our concept is different to a small degree because we have a willingness to look at 

and accept individuals with background issues. While we would not be the first we 

are certainly among the few. 

 Will you be able to offer specialized or flexible scheduling that your competitors cannot 

match initially? 

 With our future expectations of using a property management company we will not 

have employees. 

 Do you have any additional information you would like to list about yourself? 

 I have substantial experience in residential plumbing, carpentry, and electrical 

systems. I am professionally educated and experienced in home inspection. I plan to 

acquire my EPA 608 certification which will allow me to inspect, repair, and replace 

A/C and heating systems.  

 
 

MARKETING  

Message: 

 What are three things your company name (with no other information provided) says 

about your company? 

 It says that we are highly sought after, of high quality, and our company specializes in 

multi-family housing real estate. 

 What is your tagline? 

 Making you a better place to call home. 

 Is your message effective across different demographics? 

 All demographics appreciate the message I am trying to communicate. 

 Is your pricing consistent with the market for similar offerings? 

 The properties we are targeting will be renting under current market rates because of 

their condition. We will acquire, renovate, update, and release properties at the 

current market rental rates. 

 Is your pricing consistent with the degree of personalization? 

 I am delivering a clean and updated place to live. There is no personalization to it. 
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Media: 

 What are three types of media you will use to reach your customers? 

 We will use Google AdWords pay-per-click ads to a splash page with a link to our 

company website, a referrals network including apartment locators and existing 

tenants, and social media Facebook.  

 How many potential typical customers (not just total people) can you reach each month 

using the types listed above? 

 I will attract four times the number of units I have available. I will turn on and off my 

secondary marketing as I have units available to lease. 

 Once you’ve reached your typical customer, how many will actually buy from you? 

 That will be limited to the number of units I have available to lease. 

 For each of the three, what do you think the estimated cost will be? 

 Google AdWords will cost $7 to $8 dollars per click. The referrals network will be 

between $100 and a half month’s rent per new tenant. Social media is free. 

 For each cost estimate, is this a one-time expense up front or a recurring monthly charge? 

 The charge is limited to when there are units available to lease. It is not an ongoing 

expense. 

 How will you collect customer reviews? 

 After I lease a unit I will send the new tenant a thank you card via email with a link to 

leave a review. 

 
 
 



 

 

                

START-UP COST 
Owner's name

Company name

NAICS Business Classification

Sector (general classification)

Sub-sector (more specific classification)

Start-up Costs

Year 1

Assumption 4 - Total Uses

Non-Depreciable Costs

Paid or 

contributed 

in Month 1

marketing, business cards, fliers 100              

cell phone purchase 100              

car/truck down payment, if leased

permits

supplies, office & misc.

Legal Setup LLC 1,000           

Cash needed for start-up expenses 1,200           

Depreciable Costs
Paid or 

contributed 

in Month 1

 Equipment

Financing

(Additional to

amount paid) 

 Depreciable 

Assets 
company car, truck or van -               

company trailer
computer, printer, fax -               

Building -               
-               

-               
building/office deposit 200,000       N/A N/A

beginning cash balance 58,750         N/A N/A
Cash needed for start-up assets 258,750       -                   -               

60                assumed life (months)

-               monthly depreciation

Total start up cost 259,950     

Assumption 5 - Total Sources

Cash owner will contribute and the value of 

owner's assets contributed to company 59,950         23%

Vehicle loan and other equipment debt (see 

note 7 for financing) -               0%

Startup financing, if applicable (for example 

Kiva loan) 200,000       77%

Outside equity investment, if applicable -               0%

Total start up cost,

total sources 259,950       100%

Garrett E.

Sterling Properties, LLC

532: Rental and Leasing Services

_53_Real_Estate_and_Rental_and_Leasing

 



 

 

FINANCIALS 

EOU, Financing, and Payroll Assumptions

Year 1

Assumption 6 - Revenue Model (Economics of One Unit)

Product 1 Product 2 Product 3

Product name

Product description

Price per unit 3,400.00         100% 0% -                  0%

Cost of one unit hours rate hours rate hours rate

Non-owner payroll exp. -                        -                   -                  0% -                0% -                  0%

Non-owner payroll tax 9.0% -                  0% -                0% -                  0%

cost 1 description 0% -                0% -                  0%

cost 2 description 0% 0% 0%

cost 3 description 0% 0% 0%

cost 4 description -                  0% 0% 0%

Total variable costs -                  0% -                0% -                  0%

Gross profit per unit - what you see on income statement 3,400.00         100% -                0% -                  0%

 Start-up Month 1  Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

Quadraplex sold 1                     1                     1                     1                     1                   1                   1                     1                     1                     1                     10                     

 sold -                    

 sold -                  -                  -                  -                  -                -                -                  -                  -                  -                  -                    

total revenue -$                 3,400$            3,400$            3,400$            3,400$            3,400$          3,400$          3,400$            3,400$            3,400$            3,400$            34,000$            

total cost of sales -$                 -$                -$                -$                -$                -$              -$              -$                -$                -$                -$                -$                  

total income statement gross profit (excludes owner labor) -$                 3,400$            3,400$            3,400$            3,400$            3,400$          3,400$          3,400$            3,400$            3,400$            3,400$            34,000$            

Assumption 7 - Financing
 Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

Equipment financing, see Start-up Costs sheet amortization schedule

Amount borrowed -$             principal, beginning -                   -                  -                  -                  -                  -                -                -                  -                  -                  -                  

Interest rate (example 8%) interest expense -                   -                  -                  -                  -                  -                -                -                  -                  -                  -                  -                    

Loan term (# of months) principal payment -                   -                  -                  -                  -                  -                -                -                  -                  -                  -                  -                    

Monthly payment -               principal, ending -                   -                  -                  -                  -                  -                -                -                  -                  -                  -                  

Start-up financing, see Start-up Costs sheet

Amount borrowed 200,000$     principal, beginning 200,000            199,312          198,621          197,927          197,228          196,527        195,822        195,113          194,401          193,685          192,966          

Interest rate (example 8%) 6.0% interest expense 1,000                997                 993                 990                 986                 983               979               976                 972                 968                 965                 10,808              

Payback period (# of months) 180              principal payment (688)                 (691)                (695)                (698)                (702)                (705)              (709)              (712)                (716)                (719)                (723)                (7,757)               

Grace period (months pay delay) -               principal, ending 199,312            198,621          197,927          197,228          196,527          195,822        195,113        194,401          193,685          192,966          192,243          

Monthly payment 1,688$         

Assumption 8 - Payroll, nondirect
 Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

# of employees -                   -                  -                  -                  -                  -                -                -                  -                  -                  -                  

avg hours each employee(s) worked per month, not in EOU above -                   -                  -                  -                  -                  -                -                -                  -                  -                  -                  

average per hour wage -                   -                  -                  -                  -                  -                -                -                  -                  -                  -                  

salary expense, exclduing payroll taxes -                   -                  -                  -                  -                  -                -                -                  -                  -                  -                  -                    

Assumption 9 - Equipment Purchases, after start-up
Description  Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12  Total Year 

One fourplex with existing tenants. 

Garrett E. dba Sterling Properties, LLC

Quadraplex

 



 

 

Projected Income and Cash Flow Statements

Year 1
Assump-

tions

 Start-up 

Month 1 

 Month

2 

 Month

3 

 Month

4 

 Month

5 

 Month

6 

 Month

7 

 Month

8 

 Month

9 

 Month

10 

 Month

11 

 Month

12 

 First

Year 

 % of Total 

Revenue 

Revenue 2

Quadraplex 6 -           -         3,400           3,400           3,400           3,400           3,400           3,400           3,400           3,400           3,400           3,400           34,000           100%

line not used 6 -           -         -              -              -              -              -              -              -              -              -              -              -                0%

line not used 6 -           -         -              -              -              -              -              -              -              -              -              -              -                0%

Total revenue -           -         3,400           3,400           3,400           3,400           3,400           3,400           3,400           3,400           3,400           3,400           34,000           100%

Cost of Goods Sold 2

Quadraplex 6 -           -         -              -              -              -              -              -              -              -              -              -              -                0%

line not used 6 -           -         -              -              -              -              -              -              -              -              -              -              -                0%

line not used 6 -           -         -              -              -              -              -              -              -              -              -              -              -                0%

Total COGS -           -         -              -              -              -              -              -              -              -              -              -              -                0%

Gross profit -           -         3,400           3,400           3,400           3,400           3,400           3,400           3,400           3,400           3,400           3,400           34,000           100%

Expenses 2

Auto or truck lease -           -         -              -              -              -              -              -              -              -              -              -              -                0%

Depreciation 3 -           -         -              -              -              -              -              -              -              -              -              -              -                0%

Gasoline & fuels -           -         -              -              -              -              -              -              -              -              -              -              -                0%

Insurance - bonding -           -         364             364             364             364             364             364             364             364             364             364             3,640             11%

Insurance - vehicle -           -         -              -              -              -              -              -              -              -              -              -              -                0%

Interest - equip & start up 7 -           1,000     997             993             990             986             983             979             976             972             968             965             10,808           32%

Marketing 100          150        150             150             150             150             350             350             150             150             150             150             2,150             6%

Office - rent -           -         -              -              -              -              -              -              -              -              -              -              -                0%

Office - insurance -           -         -              -              -              -              -              -              -              -              -              -              -                0%

Office - telephone -           -         -              -              -              -              -              -              -              -              -              -              -                0%

Office - utilities -           365             365             365             365             365             365             365             365             365             365             3,650             11%

8 -           -         -              -              -              -              -              -              -              -              -              -              -                0%

Payroll taxes (9%) 6 & 8 -           -         -              -              -              -              -              -              -              -              -              -              -                0%

Permits -           -         -              -              -              -              -              -              -              -              -              -              -                0%

Supplies -           -         -              -              -              -              -              -              -              -              -              -              -                0%

Tax service -           -         417             417             417             417             417             417             417             417             417             417             4,170             12%

Telephone - cellular 100          100        100             100             100             100             100             100             100             100             100             100             1,200             4%

1,000       -         -              -              -              -              -              -              -              -              -              -              1,000             3%

-           25               25               25               25               25               25               25               25               25               25               250               1%

-           -                0%

-           -                0%

-           -                0%

-           -                0%

-           -                0%

-           -                0%

Total expenses 1,200       1,250     2,418           2,414           2,411           2,407           2,604           2,600           2,397           2,393           2,389           2,386           26,868           79%

Taxable profit (loss) 1 (1,200)      (1,250)    982             986             989             993             796             800             1,003           1,007           1,011           1,014           7,132             21%

Tax (expense) benefit 1 -              (375)            (650)            (758)            (1,783)            -5%

Owner's withdrawals 1 -           -                0%

Net profit (loss) (1,200)      (1,250)    982             986             989             618             796             800             354             1,007           1,011           256             5,349             16%

Depreciation 3 -           -         -              -              -              -              -              -              -              -              -              -              -                

Equipment purchases 3 (200,000)   -         -              -              -              -              -              -              -              -              -              -              (200,000)        

Principle, equipment loan 7 -           -         -              -              -              -              -              -              -              -              -              -              -                

Repay debt financing 7 200,000    (688)       (691)            (695)            (698)            (702)            (705)            (709)            (712)            (716)            (719)            (723)            192,243         

Owner contribution 3 59,950     -         -              -              -              -              -              -              -              -              -              -              59,950           

Equity investor 3 -           -         -              -              -              -              -              -              -              -              -              -              -                

Net cash flow 58,750     (1,938)    291             291             291             (84)              91               91               (359)            291             291             (467)            57,542           

Cash, period start -           58,750    56,812         57,104         57,395         57,686         57,602         57,694         57,785         57,426         57,718         58,009         -                

Cash, period end 58,750     56,812    57,104         57,395         57,686         57,602         57,694         57,785         57,426         57,718         58,009         57,542         57,542           

Payroll - not owner and not in 

COGS

Garrett E. dba Sterling Properties, LLC

Start-up expenses

Maintenance Fees

 


