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Executive Summary 

About 

Company XYZ Properties (hereafter referred to as ‘Company XYZ’ or the 

‘Company’) is a forward-thinking entrant in the short-term rental (STR) industry, 

focusing on acquiring and managing high-potential single family residential 

properties to offer exclusive accommodations. Residing in the vibrant locale of 

CITY, Company XYZ is poised to leverage the burgeoning demand for unique, 

comfortable, and authentic travel experiences, setting new industry benchmarks 

in customer service and property management. With an emphasis on exceptional 

concierge services and comfortable living experience, Company XYZ aims to carve 

out a leadership position in the STR market. The Company aims to strategically 

acquire and manage a portfolio of residential homes to be placed as STRs in the 

short term. As part of the long-term strategy, the Company will transition to a mix 

of STR and long-term rentals to ensure sustainability of operations.  

Business Model 

Deploying a rent-based business model, the Company targets distressed but high-

potential properties which can be renovated and upgraded to provide a unique 

blend of comfort and local culture. The business model is designed to optimize 

occupancy and profitability through meticulous property selection, strategic 

pricing and leveraging technology for enhanced guest experiences. 

The Company will deploy dynamic pricing strategies, leveraging advanced 

analytics and market data to adjust rates in real-time based, ensuring the offerings 

remain attractive to target segments without compromising profitability. The 

second revenue stream includes a 10% commission on on-demand exclusive 

concierge services arranged for the guests. 

Market Analysis 

The Company capitalizes on CITY’s distinction as the most visited state in the U.S. 

by overseas tourists. Following the global trends, CITY’s STR market exhibits robust 



 

 

growth metrics, including steady increases in average daily rate (ADR), revenue per 

available room (RevPAR), occupancy rates, and average bookings, indicating a 

promising outlook for Company XYZ in this flourishing market. Company XYZ, 

situated in CITY, has become a hotspot for travelers seeking coastal bliss and 

outdoor adventures. Boasting stunning beaches, a plethora of water sports, and 

fantastic fishing opportunities, the city offers an irresistible allure for vacationers. 

The short-term rental market reflects this popularity, with AirDNA reporting a 

substantial X,XXXX active rental properties. 

Value Proposition 

Company XYZ presents an unparalleled value proposition by intertwining authentic 

local experiences with exceptional comfort and convenience. The Company's 

offerings are meticulously curated to not just meet, but exceed the expectations of 

travelers seeking authentic, hassle-free, and memorable stays. Moreover, its white-

glove concierge service offerings provide guests with the home-like comfort away 

for home. 

Competitive Landscape 

Company XYZ expects direct competition from independent STR owners and 

property management firms like Sunshine Rentals & Property Management and 

Roelens Vacation Rentals and Management, some of the biggest STR managers in 

Cape Coral. However, Company XYZ distinguishes itself in a competitive 

landscape through its unique blend of local cultural integration, superior guest 

service, and sustainable management practices. Unlike traditional vacation rentals 

and hotels, Company XYZ prioritizes personalized experiences tailored to the 

unique preferences of its guests, setting it apart as a brand synonymous with 

quality, authenticity and full white-glove concierge services. As Company XYZ aims 

to revolutionize STR industry, understanding and navigating the dynamics and 

ongoing developments in the market will be crucial to establish dominance in the 

industry.  



 

 

Go-To-Market Strategy 

The Company's market entry will commence with the strategic listing of its 

inaugural property on premier online booking platforms, marking the first step in 

our visibility and operational drive. Afterwards, a targeted digital marketing 

campaign designed to elevate our brand presence, will showcase our unique 

offerings to a broader audience. Subsequently, the Company will collaborate with 

key influencers to spotlight the listed property and significantly enhance brand's 

reach and networking capabilities, solidifying position in the market. 

Management Team  

Owner 1, Co-Founder and Chief Executive Officer (CEO) 

D D is a highly experienced home remodel specialist with over X years in the field. 

As the founder and president of ABC since 2006, D has masterfully led a wide array 

of home remodeling projects, sharpening his expertise in interior reconstruction, 

design layout and contractor coordination. He is not only an expert in carpentry 

and tile setting, but also possesses a comprehensive understanding of essential 

mechanical systems, including plumbing, electrical, and HVAC. As the CEO of 

Company XYZ, his entrepreneurial spirit and detailed technical knowledge are key 

to the Company's mission to redefine STR industry. 

Owner 2, Co-Founder and Chief Operations Officer (COO) 

Owner 2, with a Doctorate in Physical Therapy, exemplifies a unique blend of 

clinical and entrepreneurial expertise. As CEO of ABC, she imparts strategic 

business development, leadership, and planning insights. Her stewardship of 

LifeStyle Physical Therapy & Balance Center until 2022 highlighted her ability to 

drive revenue growth. She also specializes in vestibular rehabilitation and other 

musculoskeletal conditions. Currently, as Transition Director at PT Solutions, she 

ensures smooth ownership transitions and spearheads educational initiatives, 

showcasing her versatile leadership. Her experience as Director of Research at the 

Balance Therapy Research Foundation demonstrates her proficiency in developing 



 

 

research facilities and managing research operations. As COO, M's strategic and 

operational leadership is instrumental in fostering organizational growth and 

efficiency. 

Financial Discussion 

The co-founders will invest $XXX,XXX to achieve the business and financial 

objectives of Company XYZ Properties LLC. The Company anticipates achieving 

$XXXK in gross revenues and $ XXXK in pre-tax income, or XX.X% by the end of year 

5.  

 

  



 

 

Business Overview 
Company XYZ is an STR portfolio owner and manager which specializes in 

acquiring high-potential 2–3-bedroom single family homes in strategic locations to 

transform them into exclusive short-term rental accommodations. By capitalizing 

on the burgeoning demand for unique, comfortable, and localized stay 

experiences, the Company is aiming to build a superior portfolio of properties in 

CITY that cater to evolving market demands. The Company emphasizes agility, 

exceptional service and a sustainable approach to property management, 

ensuring profitable growth and community value. With a keen eye on expanding 

market trends and customer preferences, Company XYZ is positioned to become 

a leader in the short-term rental industry. 

Vision 

The Company envisions to become the most preferred and trusted brand in the 

short-term rental industry, known for commitment to guest’s comfort, cultural 

authenticity and excellent service, for travel enthusiasts who are looking for 

authentic and hassle-free experiences away from home. 

Mission 

Company XYZ’s mission is to revolutionize the Short-Term Rentals (STR) market in 

line with the global trends by prioritizing personalized experiences as per the unique 

requirements of vacationers. Company XYZ aims to revolutionize the way people 

experience travel by providing them with more than just a place to stay. The 

Company is committed to unlock the door to extraordinary travel experiences 

through a distinctive curation of STR properties that offer both comfort and 

authenticity. By meticulously maintaining our properties, the Company connects 

travelers with authentic local experiences while ensuring the highest standards of 

customer service. 

Opportunity for Company XYZ 

The Company will capitalize of the following opportunities: 



 

 

 Growing demand for STRs due to tourism growth.  

 Availability of attractive deals due to high-interest rate 

environment – leading to distressed properties and foreclosures. 

Company’s Offering 

Company XYZ offers high-quality, distinctive, and strategically located properties 

for short-term rentals that cater to travelers’ unique requirements. Each property in 

the Company XYZ portfolio is carefully selected and curated to offer guests not just 

a place to stay, but an immersive experience that allows them to live like locals and 

explore Company XYZ in a meaningful way. 

The Company goes above and beyond in its commitment to provide comfort and 

authenticity to its esteemed clients. Instead of managing guests’ stay like 

traditional STR operators, the Company thinks of itself as caregivers, responsible 

for providing the customer with an enjoyable and unforgettable stay. Therefore, it 

offers exclusive concierge services to the vacationers, providing them ultimate 

comfort. 

Business Goals 

The Company aims to achieve the following business goals from years 1-3 and onwards:  

Short-term Business Goals (by year 1)  

 Secure the contracts and liaisons with all the suppliers. 

 Improve credit rating by timely mortgage payments to secure a 

better interest rate for subsequent properties. 

 Break-even in Year 1 of operations. 

Intermediate Business Goals (between years 2-3) 

 Expand the portfolio to 2 single family residential properties. 

 Hire one (1) full-time resource to assist in business operations. 

 Get the portfolio properties among the top ranked vacation spots 

in the Cape Coral on all online booking platforms. 



 

 

 Optimize operational model to achieve above-market occupancy 

rate on all listed properties. 

Long-Term Business Goals (Year 3 Onwards) 

 Achieve the status of top host in Cape Coral on all online booking 

platforms. 

 Increase hiring to three (3) full-time resources, in addition to the two 

(2) co-founders. 

 Expand the portfolio to 4 properties by Year 5. 

 Onboard further properties and expand in Long Term Rental (LTR) 

market to support the housing sector in the city. 

  



 

 

Market Overview 

COUNTRY STR market  

The COUNTRY STR market experienced robust growth, with its size reaching USD 

XX.XX billion in 2023, poised to soar to approximately USD XX.XX billion by 2033, 

reflecting a compound annual growth rate (CAGR) of XX% from 2024 to 2033. It 

holds XX% share of the global STR market1, driven by the pioneering efforts of online 

booking platforms like Airbnb and HomeAway in popularizing the concept of short-

term rentals.  

CITY State 

Tourism is one of the largest economic industries in Florida, with XXX.X million 

travelers visiting the X in 2022. During their time here, visitors generated more than 

USD XX.X billion in taxable sales. Talking about STR sector, out of twenty-five best 

vacation rental markets in 2024 in U.S. seven are concentrated in Florida. 

Based on 2021 data, the website Trips to Discover reported Florida is the No. 1 most 

visited state in the United States by overseas tourists2. As per the International 

Trade Administration’s National Travel and Tourism Office (NTTO), more than 4 

million overseas travelers visited the Sunshine State in 2021, an estimated 44.6% of 

the nation’s total that year3. Moreover, with the rise of online property rental 

platforms such as Airbnb, VRBO and Booking.com, short-term rentals have become 

increasingly popular among the travelers. Data for Florida’s STR market shows 

steady growth from January 2021 through November 2023 regarding ADR, RevPAR, 

Occupancy rates, and Average Bookings4, hinting promising future for the 

industry. 

 
1 https://www.linkedin.com/pulse/short-term-rental-market-shravani-patil-iloif 

2https://www.news-press.com/story/news/local/2023/04/08/cape-coral-florida-ranks-
in-top-10-in-for-overseas-visitors/70088333007/ 

3 https://www.trade.gov/travel-and-tourism-research 

4 https://hello.pricelabs.co/florida-short-term-rental-performance/ 



 

 

Company XYZ Overview 

Company XYZ, situated in CITY, has become a hotspot for travelers seeking coastal 

bliss and outdoor adventures. Boasting stunning beaches, a plethora of water 

sports, and fantastic fishing opportunities, the city offers an irresistible allure for 

short term stays. Company XYZ was among the top 10 most-visited metropolitan 

areas in Florida as ranked by the total estimated overseas visitors. It attracts visitors 

from all over the world. The city’s biggest markets for tourism are Canada, 

Germany, and the United Kingdom.  

Rated a hotspot for vacation by international travelers, the city attracted 53,000 

international visitors in 2023, a 17.78% growth from 20215. Cape Coral's robust 

population of approximately 200,000, coupled with a median household income 

exceeding the state average at USD 62,664, reflects a diverse and financially stable 

demographic that supports the thriving short-term rental market. Furthermore, the 

city's reputation for safety, highlighted by a crime rate below the national 

average6, makes it an appealing destination for tourists from across the globe and 

driving vacation rentals. 

Key Market Drivers 

Key factors driving growth in the Residential Rental market include: 

 Cape Coral is home to several popular tourist attractions. These 

include the Sun Splash Family Waterpark, Cape Coral Historical 

Museum and the Four Mile Cove Ecological Preserve, driving 

demand for short term accommodation. 

 The peak season for tourism in Cape Coral is from December to 

April. During this time, the city sees an influx of visitors seeking 

warm weather and sunny skies,7 giving rise to the need for 

strategically planned supply of STRs in the market. 

 
 

 

 



 

 

 A growing demand for accommodations that provide authentic 

experiences, reflecting the local culture and community is fueling 

the STR segment. Travelers are increasingly seeking stays that are 

unique and memorable, moving away from the impersonal nature 

of traditional hotels8. 

Key Market Statistics 

 As per AirDNA, there are 5239 STR listings on the online booking 

platforms, a 39% growth from last year9. 

 Average Daily Rate (ADR) for each occupied room per day is USD 

295.6. 

 On average, short-term rental properties in Cape Coral have 55% 

occupancy rate10. 

 Average annual revenue per room is USD 43,300 for STR properties 

in Cape Coral11. 

 Cape Coral is ranked 5th best STR markets in Florida, by highest 

gross yield12. 

Target Customer 

In navigating the competitive landscape of the short-term rental industry, 

Company XYZ adopts a strategic approach to market segmentation, delineating 

its target audience into distinct categories to tailor offerings and marketing efforts 

effectively. The Company’s ideal customers are: 

 Adventure-seekers who prioritize unique and authentic travel 

experiences. 

 Families and groups looking for spacious accommodations with 

the comfort of home. 

 
 

 
 
 
 



 

 

 Digital nomads and remote workers who require flexible, longer-

term stays equipped with work-friendly amenities. 

Competitor Analysis 

Company XYZ faces competition from various players in the local STR market. In 

Company XYZ STR, competitors range from established property management 

companies to niche providers catering to luxury or budget-conscious travelers. 

Each competitor offers unique strengths, such as extensive property portfolios, 

personalized services, or affordability. However, challenges like market 

competition, regulatory risks, and seasonal demand fluctuations are prevalent.  

Key competitors in the short-term rental space include: 

Competitor Brief Description 

Individual STR Owners 

They have established presence in the community, may offer 

personalized service and flexibility in lease terms but a limited 

property portfolio, and may lack professional property management 

and maintenance capabilities. 

Roelens Vacation 

Rentals and 

Management 

Roelens Vacations specialize in premier vacation rentals in and 

around Cape Coral. It is the largest STR host with 4.81% of the total 

inventory under management13. 

Sunshine Rentals & 

Property Management 

Sunshine Rentals & Property Management is a leasing and 

management Company that works with condos, single-family homes 

and townhomes. The Company offers an occupancy rate of 98% in 

part due to its use of innovative software such as the AppFolio 

Property Manager which delivers instant accounting statements and 

creates an efficient maintenance ticketing system. Other property 

management services include property marketing, coordination of 

repairs between occupancies, property showings, tenant screening, 

lease execution, rent collection, eviction enforcement and monthly 

and yearly financial statements. 

 
 



 

 

Competitive Edge 

Company XYZ distinguishes itself in the competitive landscape through acquiring 

a property for short-term rental purposes and instilling a new life in it by renovating 

in such a way that optimizes space utilization and enhances living experience. 

Additionally, the Company offers full white-glove concierge services to its clients for 

unique, tailored and memorable guest experience. 

In short, purpose-built properties and high-quality services provide Company XYZ 

its competitive edge. 

SWOT Analysis  

Strengths Weaknesses 

● Focus on personalized tenant 

experiences. 

● Purpose-built properties. 

● Management team’s expertise in running 

businesses and renovating properties. 

● Limited property portfolio compared to 

larger competitors. 

 

Opportunities Threats 

● Adoption of innovative property 

management technology. 

● Diversification into long term rentals. 

● Increasing supply of distressed 

properties. 

● Economic downturns impacting STR. 

● Intense competition from local and 

online rental providers. 

● Natural calamities like floods (due to 

excessive rain etc) disrupting operations. 

 

 

  



 

 

Economic Benefits: 
Company XYZ serves the U.S. economy in the following ways: 

Job Creation 

By hiring at least 3 full time employees (not including the owner) over the next 5 

years, the Company will create long- term employment opportunities. As the 

Company expands, its job creation impact will continue to grow. 

Transfer of Knowledge and Expertise 

Expertise and experiences of founder will present an opportunity for the transfer of 

unique connections, knowledge and expertise to the U.S. workforce. 

Economic Activity 

The Company will be profitable from Year 1 and therefore will be contributing to 

the U.S. economy in terms of taxes, including sales tax, property tax, income tax 

and payroll-related taxes.  

Support to Tourism Sector 

By focusing on market trends, leveraging its expertise, and providing authentic 

experiences, Company XYZ offers a compelling proposition for supporting tourism 

sector and attracting travel enthusiasts.  

  



 

 

Marketing Plan 

Marketing Objectives 

The aim of all the marketing efforts of Company XYZ will be as follows: 

 Cultivate Company XYZ’s image as the synonym of “Tourist-

friendly” and “Authentic” in Company XYZ STR market. 

 Fostering a unique database of esteemed clients who long for 

localized experience. 

 Maximize the occupancy rates. 

Marketing Strategy 

Following are the key themes that will be followed as part of marketing strategy for 

Company XYZ: 

 Seamless Experiences as Core Messaging: Emphasize Company 

XYZ as the ultimate localized experience providers. 

 Unavoidable Digital Presence: Build an unavoidable digital 

presence through SEOs and digital ads to position the Company as 

one of the top choices. 

 Picturize Ultimate Comfort: Emphasize on the high-quality services 

the Company offers to its clients, providing ultimate comfort away 

from home. 

Marketing Channels 

Following marketing channels will be utilized by Company XYZ: 

 A dedicated website will be developed to amass web traffic and 

build confidence in the audience. 

 Search Engine Optimization (SEO) will be conducted to make 

Company XYZ visible to target audience. 



 

 

 Engage social media influencers to spread the word and showcase 

Company’s portfolio and expertise. 

 Publish digital ads on the forums popular among vacation rental 

sectors. 

 Utilizing a referral program. 

Networking 

The Company will focus on establishing network with professional associations to 

build relationships in industry and boost confidence in the brand name. A few of 

these associations are as follows: 

 Florida Vacation Rental Management Association (FVRMA) 

 South Cape Hospitality and Entertainment Association 

 Florida Restaurant & Lodging Association (FRLA) 

 Florida Rental Housing Associations 

 Visit Florida 

Partnerships 

Company XYZ will enter long term contracts with the service providers for pest 

control, insurance, routine maintenance, housekeeping, internet, household 

supplies and property management software. The Company has shortlisted 

following companies for this purpose: 

Service Companies 

Pest Control Security Termite & Pest Control, Hughes Exterminators 

Insurance Chubb, USAA 

Routine Maintenance Reliable Raymond's Home Services, Prestige Cape Wide LLC 

Housekeeping M & E Cleaning Services, P&P Cleaning Solutions Inc 

Internet Xfinity, Quantum Fiber 

Household Supplies HomeGoods, Home Depot 



 

 

Property 

Management 

Software 

iGMS, Uplisting 

 

Moreover, the Company will also seek partnerships with service providers who excel 

in different concierge services to offer the highest quality services to its guests. 

Go-To-Market Strategy 

 The first step of the Company’s go-to-market strategy will be the 

enlisting of the first property on online booking portals. 

 In the next phase, a focused digital marketing campaign will be 

launched. During this campaign, marketing content will be posted 

via all the decided digital channels to introduce the Company and 

its services to a wider audience. 

 After the successful launch of digital marketing campaign, the 

Company will engage with influencers and promote the listed 

property. This event will mark the official launch of the Company’s 

operations and enable the Company to extend the footprint 

through networking. 

  



 

 

Sales Plan 

Revenue Model 

By deploying a rent-based revenue model, Company XYZ will receive its revenue 

majorly in form of rent paid by the guests. 

The other minority revenue stream will be the commission per service, which will be 

charged to guest against the service provided for each service availed. Some 

examples of such services include: 

 Seamless check-in/check-out 

 Airport Pick & Drop 

 Guided Tours 

 Running Errands 

 Travel Arrangements 

 SIM Card arrangement and phone plan matching 

 Pet Sitting 

Delivery Model 

The Company will mostly depend on the listings of properties on online booking 

platforms for booking the properties. Guests will use the preferred platform to book 

the desired property for the required period and pay for the stay using the same 

platform. 

Concierge services on the other hand will be ordered by contacting the property 

manager directly and payment will be directly made into Company’s account 

using appropriate payment handle, before availing the service. 

Pricing 

Company XYZ adopts a dynamic and strategic pricing approach, designed to 

optimize occupancy rates while maximizing revenue. This pricing strategy 

leverages advanced analytics and market data to adjust rates in real-time based 



 

 

on seasonal demand, local events and competitive landscape, ensuring the 

offerings remain attractive to target segments without compromising profitability. 

Moreover, the company will list the properties on all online platforms on Split Fee 

basis. This will allow the Company to keep the rental rates low by passing a portion 

of online booking platform’s fee to the guest. 

All the exclusive services will be arranged via 3rd party contractors who specialize 

in those specific services. A standard 10% commission will be charged for arranging 

these services for both STR Hosts and Guests. 

 

Revenue Stream Price 

Property Rent Rent will be optimized based on the 

real-time data analysis 

Exclusive Services to Guest Service Provider Quoted Price + 10% 

 

  



 

 

Operations Plan 

Target Properties 

The Company will target properties in those areas which are popular among 

tourists to ensure high occupancy rates. Some of such properties, shortlisted after 

research, are as follow: 

 534 NE 6th Ter, Cape Coral, FL, 33909. 

 1750 SE 29th Ln, Cape Coral, FL, 33904. 

 4507 SW 7th Ave, Cape Coral, FL, 33914. 

 412 NW 25th Pl, Cape Coral, FL, 33993. 

 2119 NE 1st Pl, Cape Coral, FL, 33909. 

Company XYZ will prioritize distressed properties, particularly the ones undergoing 

foreclosure, to capture high-value assets at low prices.  

Renovations 

The Company will engage third party service providers for renovation and upkeep 

of its properties.  

Service Provisions 

In case of guests requiring add-on concierge services, the Company will engage its 

partner service providers, gather quotes, and finalize with the guests. The requisite 

services will then be provided by the partner companies.  

Regulatory Compliance 

The Company will be registered as an LLC in line with guidelines of Florida’s 

Division of Corporations. Apart from these, the Company is not required to apply 

any other special permits. The Company will, however, develop “Code of Business 

Conduct” to make sure that all the Company’s operations are within the industry 

specific legal framework. All the Company employees will be liable to follow these 

guidelines through legal contracts. 



 

 

The Company will register its properties under the Residential Rental Property 

Registration Ordinance, thereby paying a one-time registration fee of $xx. 

Moreover, an annual business tax of $xx per bedroom will also be paid as per the 

City Council's taxation policy on vacation rentals. 

Company XYZ will also collect x% in terms of the state sales tax - on top of its rental 

prices. Florida does not have a state income tax. Company XYZ Properties LLC will 

be treated as pass-through entities for tax purposes, meaning the income and 

expenses "pass through" the LLC to the owners' personal tax returns. 

Customer Relationship Management (CRM) 

CRM module of the property management software will be utilized to handle all the 

complaints and issues in a systematic manner. Moreover, a robust feedback 

mechanism will be established to know guests’ perspective of the Company’s 

performance. 

  



 

 

People 

Key Team Members 

Owner 1, Co-Founder & Chief Executive Officer (CEO) 

D is a seasoned home remodel specialist with a robust 20-year track record in the 

industry. Based out of Burlington, Ontario, he boasts a broad range of expertise in 

managing and executing comprehensive home remodel projects from 

conception through completion. As the Founder and President of D-Struction 

since September 2006, he has overseen all aspects of interior demolition and 

reconstruction, skillfully coordinating with various contractors to meet design 

specifications and regulatory requirements. His hands-on approach extends to 

designing layouts, intricate carpentry work, and proficient tile setting, 

demonstrating a keen eye for both functional and aesthetic details. Dunn's broad 

skill set also includes a deep understanding of mechanical systems such as 

plumbing, electrical, and HVAC, ensuring the smooth integration of these critical 

components into his projects. A graduate of West End Alternative High School in 

Toronto, he continues to update his professional toolkit, holding certifications in 

working at heights and scissor lift/boom operations. As the Company's CEO, 

David leverages his vast experience, technical knowledge and entrepreneurial 

spirit to spearhead the Company's mission to revolutionize vacation rentals, 

underscoring his leadership prowess to guide the company's strategic direction 

and growth. 

Owner 2, Co-Founder & Chief Operations Officer (COO) 

M stands out with an illustrious career that encapsulates both clinical excellence 

and entrepreneurial acumen. Dr. K holds a Doctorate in Physical Therapy from the 

University of Illinois at Chicago, underscoring her profound expertise in her core 

medical field. At the helm of Kr Enterprises, LLC since April 2023, M has carved a 

niche as a seasoned business coach. As a mentor to entrepreneurs and business 

owners, she conducts workshops, seminars and training sessions on business 

development, leadership, and strategic planning. M also founded and led LifeStyle 

Physical Therapy & Balance Center in Chicago. As founder, she developed and 



 

 

implemented strategic business plans that led to consistent revenue growth. From 

2006 to 2022, she managed as well as directly provided exceptional patient care, 

specializing in vestibular rehabilitation and other musculoskeletal conditions. Her 

role as Transition Director at PT Solutions since July 2022 further exemplifies her 

versatility and leadership caliber. She oversees seamless transitions to new 

ownership for staff and patients and spearheads educational initiatives that 

enhance organizational proficiency.  She is also experienced in setting up research 

facilities owing to her tenure as Director of Research in Balance Therapy Research 

Foundation, Chicago, Illinois from 2000 to 2002. She oversaw the development of 

nationwide mild head injury and vestibular research division included purchasing 

and distribution of all research equipment while developing and implementing 

protocols at each site. As COO of the company, her leadership prowess is critical 

in making business processes efficient and growth oriented. 

Planned Hires and Responsibilities 

Marketing Lead: 

 Develop and implement Company’s marketing strategies. 

 Determine and track Key Performance Indicators (KPIs) for 

marketing department. 

 Manage marketing budget. 

 Keep the relevant internal stakeholders informed of all the key 

highlights from the market. 

Guest Services Lead: 

 Responsible for onboarding service providers through long-term 

contracts 

 Develop vendors to make sure that the Company always have 

multiple options while choosing for a service provider. 



 

 

Property Operations Lead: 

 Responsible for managing day-to-day operations of the 

assigned properties with the help of contractors. 

 Ensuring the quality of services by deploying appropriate quality 

monitoring routines 

 Responsible for managing and resolving all customer 

complaints. 

 

 

Employee Policies and Procedures 

Employee policies and procedures for Company XYZ will be designed to comply 

with federal and state labor laws, privacy regulations and ethical guidelines. Given 

that STR operations may involve access to confidential data, the Company will 

formally develop policies including, but not limited to: 

 Privacy and Confidentiality Policy 

 Harassment and Discrimination Policy 

 Ethic and Compliance Policy 

 Code of Business Conduct 

 Performance Management Policy 

Founder and Investor Salary 

Both co-founders will receive a $XXXX monthly salary from Company XYZ, starting 

from Xth month of operations. This amount will cover for their basic living expenses 

in the COUNTRY, such as rent, utilities, food, transportation, health insurance, and 

D D
Chief Executive Officer

M K- Chief Operations Officer

Property Operations Lead

Guest Services Lead

Marketing Lead



 

 

miscellaneous costs. Moreover, the pre-tax profit from the business may be 

withdrawn upon mutual consensus of the co-founders.  

Staffing Plan 

Staffing Plan 

Staff Count Year 1 Year 2 Year 3 Year 4 Year 5 

CEO 1 1 1 1 1 

COO 1 1 1 1 1 

Sales & Marketing Manager 0 0 0 0 1 

Property Operations Lead 0 0 1 1 1 

Guest Services Lead 0 0 0 1 1 

Total Personnel 2 2 3 4 5 

Staff Salary - Actual Incurred 

Based on Hiring Plan 

Year 1 Year 2 Year 3 Year 4 Year 5 

Staff Salary – Total           

CEO $15,000  $60,000  $63,000  $66,150  $69,458  

COO $15,000  $60,000  $63,000  $66,150  $69,458  

Sales & Marketing Manager $0  $0  $0  $0  $60,638  

Property Operations Lead $0  $0  $55,000  $57,750  $60,638  

Guest Services Lead $0  $0  $0  $52,500  $55,125  

Total Payroll $30,000  $120,000  $181,000  $242,550  $315,315  

  



 

 

Financial Plan 

Use of Funding 

The co-founders will invest $XXX,XXX into Company XYZ Properties LLC - $XX,XXX.  

Startup Assets 
 

Startup Liabilities 
 

Total Assets                               

350,000  

 
Liabilities and Capital 

 

Working Capital                                 

30,500  

 
    Current Borrowing                                         -    

  
  

    Long-Term Liabilities                               

280,000  

  
  

    Accounts Payable                                         -    

  
  

    Other Current Liabilities                                         -    

Total Startup Assets $380,500 
 

Total Startup Liabilities $280,000 

Startup Expenses 
 

Startup Investments 
 

Legal & Business Setup 

Expenses 

                                

20,000  

 
Owner's Investment                               

150,000  

Initial Marketing                                   2,500  
 

  
 

Misc. Business Setup 

Expenses 

                                  2,000  
 

  
 

Renovation Expenses                                 

20,000  

 
  

 

Bank Fees                                   5,000  
 

  
 

 
                                            

 
  

 

Total Startup Expenses $49,500 
 

Total Planned Investment $150,000 

Total Requirements 
 

Startup Funding 
 

Total Startup Expenses                                 49,500  
 

Total Liabilities                               

280,000  

Total Startup Assets                               

380,500  

 
Total Planned Investment                               

150,000  

Total Requirements $430,000 
 

Total Funding $430,000 

CAPEX Details 

Capital Expenditure Purchase 

Price 

Down Payment Mortgage 

Loan 

Interest Rate* Purchase Date 

Property 1 $350,000 $70,000 $280,000 7.2% Year 1 Month 1 

Property 2 $300,000 $60,000 $240,000 6.8% Year 2 Month 6 

Property 3 $300,000 $60,000 $240,000 6.8% Year 4 Month 1 



 

 

Property 4 $350,000 $70,000 $280,000 6.8% Year 5 Month 1 

*30-year mortgage rate 

Loan Schedule 
 

Year 1 Year 2 Year 3 Year 4 Year 5 

Number of Properties 1 2 2 3 4 

Total Value of Properties $350,000 $650,000 $650,000 $950,000 $1,300,000 

Original Amount - 

Mortgages 

$280,000 $520,000 $520,000 $760,000 $1,040,000 

Interest Payments $20,071 $29,363 $35,788 $51,610 $69,931 

Principal Repayment $2,736 $4,397 $5,795 $8,748 $12,332 

Net Liability $277,264 $512,867 $507,072 $738,324 $1,005,992 

 

Projected Profit & Loss Statement 

Pro Forma Income Statement 
 

Year 1 Year 2 Year 3 Year 4 Year 5 
Revenue 

     

Rental Income $125,261 $207,290 $303,286 $424,334 $598,590 

Commission (Add-On Services) $4,238 $7,013 $10,260 $14,355 $20,250 

Total Revenue $129,498 $214,302 $313,546 $438,689 $618,840 

      

Direct Cost of Revenue      

Booking Platform Fee $3,885 $6,429 $9,406 $13,161 $18,565 

Total Cost of Revenue $3,885 $6,429 $9,406 $13,161 $18,565 

            

Gross Margin $125,613 $207,873 $304,139 $425,528 $600,275 

Gross Margin/Revenue 97.00% 97.00% 97.00% 97.00% 97.00% 

            

Expenses           

Software $500 $500 $500 $500 $500 

General Insurance Liability $900 $923 $946 $969 $993 

Professional Services $1,000 $1,500 $1,538 $1,576 $1,615 

Housekeeping $6,000 $12,000 $12,000 $18,000 $24,000 

Repair & Maintenance $1,000 $8,000 $5,000 $10,000 $20,000 

Marketing & Advertising $500 $525 $551 $579 $608 

Internet & Utilities $1,800 $3,600 $3,600 $5,400 $7,200 

Travel and Gas $0 $1,500 $3,000 $4,000 $5,000 

Memberships $2,100 $2,100 $4,200 $4,200 $4,200 

Miscellaneous Expenses $1,000 $1,500 $1,500 $1,500 $1,500 

Startup Cost $49,500 $0 $0 $0 $0 

Property Tax $2,800 $5,200 $5,200 $7,600 $10,400 

Payroll Taxes $2,295 $9,180 $13,847 $18,555 $24,122 

Total Personnel $30,000 $120,000 $181,000 $242,550 $315,315 

Total Operating Expenses $99,395 $166,528 $232,881 $315,429 $415,453 

            

Profit Before Interest and Taxes $26,218 $41,345 $71,258 $110,099 $184,822 

EBITDA $26,218 $41,345 $71,258 $110,099 $184,822 

EBITDA Margin 20% 19% 23% 25% 30% 

Interest Expense $20,071 $29,363 $35,788 $51,610 $69,931 



 

 

            

Pre-Tax Income $6,147 $11,983 $35,470 $58,489 $114,891 

Pre-Tax Income/Revenue 4.75% 5.59% 11.31% 13.33% 18.57% 

  



 

 

Proforma Cash Flow Statement 

Pro Forma Cash Flow 
    Year 1 Year 2 Year 3 Year 4 Year 5 

Cash Inflows             

  Income from Sales $129,498  $214,302  $313,546  $438,689  $618,840  

 
Co-founders' 

contribution 

$150,000  $0  $0  $0  $0  

  Mortgage Loan $280,000  $240,000 $0 $240,000 $280,000 

Total Cash Inflows   $559,498  $454,302  $313,546  $678,689  $898,840  

              

Cash Outflows             

  Capital Expenditure $350,000 $300,000 $0 $300,000 $350,000 

  Cost of Sales $3,885 $6,429 $9,406 $13,161 $18,565 

  Operating Expenses   

Paid 

$47,600 $157,348 $219,034 $296,874 $391,332 

  Taxes $2,295 $9,180 $13,847 $18,555 $24,122 

  Startup Cost $49,500 $0 $0 $0 $0 

  Loan Payments $2,736 $4,397 $5,795 $8,748 $12,332 

  Interest Payments $20,071 $29,363 $35,788 $51,610 $69,931 

  Dividends Paid $0 $0 $0 $0 $0 

Total Cash Outflows   $476,087  $506,716  $283,870  $688,948  $866,281  

              

Net Cash Flow   $83,411 -$52,414 $29,676 -$10,259 $32,559 

Ending Cash Balance   $83,411 $30,997 $60,672 $50,413 $82,972 

 

Projected Balance Sheet 

Projected Balance Sheet 
  Year 1 Year 2 Year 3 Year 4 Year 5 

Assets           

Current Assets           

Cash $83,411 $30,997 $60,672 $50,413 $82,972 

Total Current Assets $83,411 $30,997 $60,672 $50,413 $82,972 

            

Long-term Assets           

Long-term Assets $350,000 $650,000 $650,000 $950,000 $1,300,000 

Total Long-term Assets $350,000 $650,000 $650,000 $950,000 $1,300,000 

            

Total Assets $433,411 $680,997 $710,672 $1,000,413 $1,382,972 

            

Liabilities and Capital           



 

 

Current Liabilities           

Accounts Payable $0 $0 $0 $0 $0 

Subtotal Current 

Liabilities 

$0 $0 $0 $0 $0 

Non-Current Liabilities           

Net Long-Term Liabilities $277,264 $512,867 $507,072 $738,324 $1,005,992 

Total Liabilities $277,264 $512,867 $507,072 $738,324 $1,005,992 

            

Paid-in Capital $150,000 $150,000 $150,000 $150,000 $150,000 

Retained Earnings $0 $6,147 $18,130 $53,600 $112,089 

Earnings $6,147 $11,983 $35,470 $58,489 $114,891 

Total Capital $156,147 $168,130 $203,600 $262,089 $376,980 

Total Liabilities and 

Capital 

$433,411 $680,997 $710,672 $1,000,413 $1,382,972 

            

Net Worth $156,147 $168,130 $203,600 $262,089 $376,980 

 

Year 1 Monthly Profit & Loss 

Year 1 Income Statement 

  Month 1 Month 

2 

Month 

3 

Month 

4 

Month 

5 

Month 

6 

Month 7 Month 

8 

Month 

9 

Month 

10 

Month 

11 

Month 

12 

Revenue $9,168 $9,168 $9,168 $10,314 $10,314 $10,314 $11,460 $11,460 $11,460 $11,460 $12,606 $12,606 

Subtotal 

Cost of 

Revenue 

$0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 

Merchant 

Credit Card 

Fees 

$275 $275 $275 $309 $309 $309 $344 $344 $344 $344 $378 $378 

Total Cost 

of Revenue 

$275 $275 $275 $309 $309 $309 $344 $344 $344 $344 $378 $378 

                          

Gross 

Margin 

$8,893 $8,893 $8,893 $10,005 $10,005 $10,005 $11,116 $11,116 $11,116 $11,116 $12,228 $12,228 

Gross 

Margin/Rev

enue 

N/A N/A 97.00% 97.00% 97.00% 97.00% 97.00% 97.00% 97.00% 97.00% 97.00% 97.00% 

                          

Expenses                         

Software $42 $42 $42 $42 $42 $42 $42 $42 $42 $42 $42 $42 

General 

Insurance 

Liability 

$75 $75 $75 $75 $75 $75 $75 $75 $75 $75 $75 $75 


