
INFORMATION BROKER BUSINESS PLAN SAMPLE

RJ Wagner & Associates Realty, Inc., is an S corporation domiciled in the state of Texas. The licensed broker of this firm
will sponsor licensed real estate agents (independent contractors) in the state of Texas. The first mission of RJ Wagner
& Associates Realty, Inc., is to first.

Jack Bill intends to run this business alone without getting or working with an external business partner, which
is why while sourcing for startup capital has decided to limit his sources to these three sources. The local
market for this business, while not new, is wide open for new and expanding brokerage firms. Our second real
customer is the buyer of residential real estate. The office is strategically located across from the Post Office.
The local market for this business, while not new, is wide open for new and expanding brokerage firms.
Chapter 4 - Market Analysis - This is one of the most important sections of your business plan. We will be
developing a "Now what do I do? We will be supplying a program allowing the new agents to earn more than
the average real estate agent by providing guidance and stability. B: It is worthy to note that these projections
were done based on several factors that were used such as the lack of similar competitors in the energy
brokerage industry, lack of cheap alternatives, and on the assumptions that we would not change locations in
the foreseeable future. Also, new insurance should be solicited. Our Real Estate division, which is a separate
company, helps with market value and replacement cost analysis when required. Many clients have expressed
interest in retaining part or all of the insurance risk, especially for burglary. It comprises 2, square feet. Make
contacts and support senior citizen groups and cottage associations. The deregulation in the industry has made
energy brokers come up with different ways to penetrate the market in order to make clients aware of your
business and the benefits they stand to gain in patronizing your services. The above amount covers the salaries
of our employees and payment of utilities for at least 6 months of operations. The broker will receive a salary
from the corporation. Agents have the opportunity to be guided each day through a marketing plan to gain
clients. Another market of concern is out-of-area clients who may have been payment or claim problems to
local brokers and attempt to find a distant broker to provide coverage instead of making the necessary
adjustments in their own lifestyle to prevent claims. Weakness - not local and largely unknown to our clients
at the present time. Competitive Page 14 Acme Insurance Inc. Credibility and reputation excel with the broker
of this firm, with a published real estate book and real estate organizational programs placed in the Houston
Association of Realtors and the Dallas Association of Realtors bookstores and superstores. We are fortunate
that we have not yet had the intrusion to a large degree of mass merchandising programs like "Silver Power. It
is the agent's job to provide a professional service to both sellers and buyers, specifically in this order. Our
offices, unlike our competition, are open six days a week. Our high level of commitment will enable the
company to attract top professionals as sales associates and clients looking to buy and sell residential real
estate. Brokers are concerned that in spite of commission reductions, quotas, contract cancellations, and
refusal to write new auto business by some markets, they now may find themselves in competition with some
of the traditional broker distribution companies that are setting up direct marketing facilities and branches. If
the out-of-town broker fails to provide proper cover or advice, they lose one client. We hire only when there is
a vacancy or growth dictates more staff. Recruit and hire self-motivated, success-oriented, and hardworking
sales agents. We also provide insurance services to non-clients, such as lawyers and mortgagees, to ensure our
mutual clients have proper coverage and binding notes in place for the purchase of homes, businesses, and
automobiles. To establish good working relationships and begin working as a team, promoting communication
and suggestions from all participants. The office environment we will be providing will be productively
arranged yet inviting to the agent as well as the client. Our staff has specialists in commercial insurance that
can properly service and underwrite local business. The banks are still a future unknown. We are seeing our
commercial markets now moving toward basic coverage and limiting the "bells and whistles," all-risk products
available to only those clients who have modern, wellmanaged, profitable, low-risk operations. We must focus
on personal and business customers that we identify and select to insure, instead of allowing potential
customers to choose us, which could result in our brokerage attracting problem clients from other brokers.
Customers like it when a company listens and attends to their complaints promptly and also if their inquiries
are well attended to. Weakness- one small operation that does not have the same hours as our offices. We are
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targeting seniors which have proven to be a profitable, stable market for our brokerage in spite of our present
difficult economy. Most of our people have been in our organization over 15 years, which allows our clients
and our companies to form long lasting business relationships with their broker.


