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[bookmark: _GoBack]Executive Summary
The city of Claremont has been growing by 6% annually for the past five years. Currently, the city's population is 700,000. Most importantly, the greatest population increase is in southwest Claremont which is the city's most affluent area. The population of southwest Claremont has grown by 20% the past two years. The 80,000 residents of the area have an average income of $200,000 and the average home is valued at $350,000. The new construction in southwest section of the city is valued at 600 million dollars in home sales next year alone. Growth in the area has also generated increase remodeling of existing homes. Last year, remodeling projects were up 20% over the previous year and accounted for $20 million paid for remodeling services in the area.
[bookmark: _Toc501546500]Objectives
· Realize an average of $3,870 of sales each business month for the first year, $5,720 for the second, and $6,600 for the third year.
· Generate a minimum of 45% of revenues from product sales versus consulting billing.
· Establish a commercial revenue client base accounting for 10% of total revenues.
[bookmark: _Toc501546501]Mission
Barton Interiors is an interior design service for discerning, quality-conscious clients that seek assistance in their design choices for their primary residences, vacation homes, and businesses.  This experience offers personal attention through the design process and also provides design resources and products to its clients through special purchases of furniture, fabric, and accessories. The total experience is provided in a way to inform, inspire, and assist people through the process of transforming their home or business environment to become a unique and personalized expression of themselves and add to their enjoyment of that interior space.
[bookmark: _Toc501546502]Keys to Success
The primary keys to success for Barton Interiors will be based on the following factors:
· Provide the highest quality interior design consulting experience possible.
· Sell specially selected products to these clients to further meet their interior design needs.
· Communicate with our client base through the website and personalized communication techniques.
· Retain clients to generate repeat purchases and initiate referrals.
· The primary keys to success for Barton Interiors will be based on the following factors.
· Provide the highest quality interior design consulting experience possible.
· Sell specially selected products to these clients to further meet their interior design needs.
· Communicate with our client base through the website and personalized communication techniques.
[bookmark: _Toc501546503]Company Ownership
Barton Interiors, located in Boulder, Colorado is registered in the 5tate of Colorado as a sole proprietorship owned and operated by 6ill Barton dba Barton Interiors.
Company Locations and facilities
Barton Interiors is operated from a home office located in Boulder, Colorado. ! room is dedicated to support a work area, a client contact work center, and display samples of design concepts, products, and past work.
[bookmark: _Toc501546504]Products and Services
Taffy & Tanya House of Decoration, Inc. was established with the aim of maximizing profits in the interior design cum real estate industry. We want to compete favorably with the leading interior design companies in the United States which is why we have but in place a competent quality assurance team that will ensure that all our interior designs and related services rendered meet and even surpass our customers’ expectations.
We will work hard to ensure that Taffy & Tanya House of Decoration™, Inc. is not just accepted in Virginia Beach – Virginia but also nationally in the United States of America. Our products and services are listed below;
· Residential interior design services
· Commercial interior design services
· Merchandise sales
· Interior decorating services consulting services (Consulting on interior decorating matters, Consulting on residential design matters, Consulting on institutional design matters)
· Other related services like giving interior makeover to historic buildings, vehicles, such as ships and aircraft et al.
[bookmark: _Toc501546505]Location of your business
Locating yourself in an accessible area is the most important aspect. Setting up an office like space in the posh localities of a city or in the middle of a residential area or offices could help attract more and more clients. At first, a simple garage or a hall with a lot of sketches displayed is sufficient. The interior design of the office space or the house in which you decide to start should be overwhelming and attractive to the clients in the first place.
[bookmark: _Toc501546506]Funding
At first, it is very important to invest some fortune in designing the office and getting materials for the first few projects in hand. Hiring labor for this task is the next most crucial step. Upon spending on tools and a few catalogue, you are ready to launch your office.
[bookmark: _Toc501546507]Legal aspects
Once the office is set up, it is necessary to give it a name and register it under the law. Choosing a specific name and logo for the company also matters a lot in giving it an individual identity. A suitable legal advisor can do the above task with ease.
[bookmark: _Toc501546508]SWOT Analysis
The following SWOT analysis captures the key strengths and weaknesses relating to the market analysis summary and describes the opportunities and threats facing Barton Interiors.
[bookmark: _Toc501546509]Strengths
· The proven ability to establish excellent personalized client service.
· Strong relationships with suppliers that offer flexibility and respond to special product requirements.
· Good referral relationships with architects, complementary vendors, and local realtors.
· Client loyalty developed through a solid reputation among repeat, high-dollar purchase clients.
[bookmark: _Toc501546510]Weaknesses
· The owner is still climbing the "retail experience learning curve."
· Not established in a market where a variety of interior design options exist.
· Challenges of the seasonality of the business.
[bookmark: _Toc501546511]Opportunities
· A significant portion of our target market is desperately looking for the services Barton Interiors will offer.
· Strategic alliances offering sources for referrals and joint marketing activities to extend our reach.
· Promising activity from new home construction activity.
· Changes in design trends can initiate home updating and, therefore, generate sales.
[bookmark: _Toc501546512]Threats
· Continued price pressure due to competition or the weakening market reducing contribution margins.
· Dramatic changes in design, including fabric colors and styles can present challenges to keep paced with what is desired by what is expected to be a leading-edge client base. 
· Expansion of products and services offered by other sources including national discount stores into the local market including Target, Wal-Mart, and Home Depot.
· Catalog resources, including Calico Corners and Pottery Barn, with aggressively priced trend-setting fabric products including drapery, bedding and slipcovers.
[bookmark: _Toc501546513]Business Strategy
The American Society of Interior Designers defines an interior designer as someone "professionally trained to create a functional and quality interior environment. Qualified through education, experience and examination, a professional designer can identify research and creatively resolve issues and lead to a healthy, safe and comfortable physical environment."
The keywords here are "professionally trained and qualified." Regulations dictate that only those who have met or exceeded a certain level of accredited education and, in some states, passed the qualifying exam administered by the National Council for Interior Design Qualification can use the title of Interior Designer. In 18 states, they must be licensed before they can be called an Interior Designer. We will either hire designers who are accredited or, after a period of mentoring, offer to assist the designer by paying a portion of the costs for the education. This will allow us to offer our clients the best services.
Based on market stats, designers held about 423,000 jobs in 2003. Four out of 10 were self–employed. With this small percentage being self–employed, we are confident our ability to hire qualified staff will be easy in our market. In fact there is a design school in our region that graduates about 40 students every six months.
Designers work in a number of different industries, depending on their design specialty. Most industrial designers, for example, work for engineering or architectural consulting firms or for large corporations. We will offer our services to these sectors, allowing these companies the freedom of not having to hire a full time designer.
[bookmark: _Toc501546514]Market Analysis
There are two types of market for interior design: residential and commercial. Residential interior design focuses on the planning and/or specifying of interior materials and products used in private residences. In terms of scope and contract amount, residential jobs are often smaller, but offer a higher profit margin particularly if you are marketing the products to be used in designing the rooms.
Commercial jobs, on the other hand, are often much bigger in scope but the bidding that often accompanies the contract can push down your profit margin. Commercial design covers a wide variety of specialties, such as entertainment (e.g. movies, theater, videos, theme parks, clubs, dramatic and musical theater); facilities management (e.g. office moves or expansions); government/institutional (e.g. government offices, embassies, museums), health care (e.g. hospitals, nursing homes, long term care facilities); retail or store planning (e.g. boutiques, department stores, malls, food retailing centers); hospitality/restaurant (e.g. country clubs, hotels, cruise ships); and offices.
Based on city and region statistics last year there was over $145 million in permits purchased for new commercial and home construction, as well renovations. Based on this number and the available designers in the field, we are confident that we will gain a strong market share. All construction firms we talked with told us that they bring in designers from other cities to help with projects. If we offered quality work and competitive prices, they would give us work.
[bookmark: _Toc501546515]Pricing Structure
Fee structures vary widely, depending on the designer, complexity of the project, geographical location and a host of other factors. Some of the ways interior designer's charges for their services include:
· Fixed fee (or flat fee)—The designer identifies a specific sum to cover costs, exclusive of reimbursement for expenses. One total fee applies to the complete range of services, from conceptual development through layouts, specifications and final installation.
· Hourly fee—Some designers charge based on the actual time spent on a project or specific service, with fees ranging from $55 to $150 per hour, based on the required detail and other professionals who may need to be consulted.
· Percentage fee—Compensation is computed as a percentage of construction/project costs.
· Cost plus—A designer purchases materials, furnishings and services (e.g., carpentry, drapery workrooms, picture framing, etc.) at cost and sells to the client at the designer's cost plus a specified percentage agreed to by the client. The service charge is often put at 20–30 percent.
· Retail—Others charge their clients the retail price of furnishings, furniture and all other goods they get wholesale, keeping the difference as designer's fee and services. Retail establishments offering design services commonly use this method. With this method, clients get the designers services at a price no greater than he or she would have paid for the products at retail.
· Per square foot—Often used for large commercial properties, the charge is based on the area of the project.
Our staff designers require a retainer fee before the start of a design project. A retainer is an amount of money paid by the client to the designer and applied to the balance due at the termination of the project.
[bookmark: _Toc501546516]Market Analysis
[bookmark: _Toc501546517]Market Trends
Although there are top flight institutions where people go to study interior design, it is common to find people who don’t have formal training running their own interior design business. This is what accounts for the high numbers of sole proprietorship in the interior design industry. Aside from on – the- job training, most interior design companies usually offer short training (could be in – house) in specific areas such as presentation skills and IT packages.
As an interior designer, you are expected to keep tab with new trends and products that are always coming up in the industry. It is a fact that most interior designers ensure that they follow the traditions or patterns that are synonymous to a region.
For instance, as an interior designer in the Arab world, your designs are expected to follow the traditions and pattern in the region so also as an interior designer operating in the Orient or in the Nordic Region or in the Caribbean or any region with strong culture, your designs are expected to conform to their traditions and patterns.
It is important to state that in recent time, for any interior design company to continue to stay in business, they must continue to come up with highly creative design and concepts.
[bookmark: _Toc501546518]Our Target Market
Before starting our interior design company, we are certain that there is a wide range of both corporate and individual clients who cannot successfully move into their new facility without hiring the services of interior designers.
As a matter of fact, without the services of interior designers, the interiors of facilities won’t be as beautiful and welcoming as we can see these days. We will ensure that we develop strategic pacts with property developers, property management companies, local builders, realtors and home improvement firms. This will give us several options to generate revenue for our company.
In view of that, we have created strategies that will enable us reach out to various corporate organizations and individual who we know can’t afford to do without our services. We have conducted our market research and survey and we will ensure that all our interior design services are well accepted in the market place.
Below is a list of the people and organizations that we have specifically market our products and services to;
· Construction Companies
· Property Development Companies
· Home Owners
· Corporate Organizations
· Realtors —for their clients’ homes
· Home Improvement Companies
· Commercial builders of office and home complexes
· Home builders associations
· Furniture stores
· Paint and wall paper stores
· Flower shops
· Real Estate Owners, Developers, and Contractors
· The Government (Public Sector)
· Hotels
· Religious Organizations (Church hall and other places of worship)
· Television Stations (studios and offices)
[bookmark: _Toc501546519]Our Competitive Advantage
No doubt the competition in the interior design industry is getting stiffer by the day-as such, you have to be highly creative and come up with appealing designs and concepts in order to survive in the industry. The interior design industry is indeed a profitable and at the same time a highly competitive industry; it enjoys strong demand as people continue to purchase or move into new apartments and remodel old ones. Clients will only hire your services if they know that they can get nothing but the best from you.
We are quite aware that to be highly competitive in the graphic design industry means that you are not only expected to be able to deliver consistent and highly creative designs, but you must be able to meet set targets. No one would want to continue to hire your services if don’t always meet up with the target date of completion of projects.
Our competitive advantage lies in the power of our team; our workforce. We have a team of creative and highly proficient interior designers, a team with excellent qualifications and experience in various niche areas in the interior design industry. Aside from the synergy that exists in our carefully selected interior designers, we have a robust relationship with key stake holders in the real estate industry and of course our designs and services will be guided by best practices in the industry.
[bookmark: _Toc501546520]Financial Plan
[bookmark: _Toc501546521]Underlying Assumptions
· Interior Decorator, Inc. will have an annual revenue growth rate of 16% per year.
· The Owner will acquire $100,000 of debt funds to develop the business.
· The loan will have a 10 year term with a 9% interest rate.
[bookmark: _Toc501546522]Sensitivity Analysis
The Company’s revenues are sensitive to changes in the general economy. Interior design is a luxury service, and as such, in the event of a severe economic decline, the business may experience declines in its top line income. However, the Company generates substantial gross margins from its services and as such, the business will be able to remain profitable despite decreases in revenue.
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