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[bookmark: toc_1_1]1.1  Business Overview
[image: ]Sillwright Home Inspection is a residential home inspection company being set up in Raleigh, North Carolina. Two licensed inspectors will inspect houses that buyers have under contract across Wake County and the neighboring suburbs of Johnston and Franklin counties, reading the roof, structure, electrical, plumbing, heating and cooling, attic and crawlspace.
It sells pre-purchase inspections priced from $375 to $550, with radon testing, sewer scopes and pest reports added on the same visit, along with pre-listing inspections for sellers and phase inspections for buyers of new homes. Most clients will arrive through their buyer's agent, and every client receives a photo report the same evening or the next morning.


[bookmark: toc_1_2]1.2  Mission Statement
To give every buyer a plain account of the house they are about to own, delivered fast enough to act on, so the largest purchase most people make is made with the facts in hand.
[bookmark: toc_1_3]1.3  Location & Market Opportunity
Raleigh is the seat of Wake County, which reached 1,257,235 residents in 2025, up 2.3% in a single year, and households across the Raleigh-Cary metro earn a median of $102,144. The 16-county Triangle region closed 39,235 home sales in 2025, up 5.5%, and the metro permitted about 17,700 new housing units, so both resale and newly built homes keep inspectors busy.
US building inspection services, the industry home inspection belongs to, took about $6.8 billion in 2026. The Raleigh-Cary metro's share is about $21.7 million a year, and a North Carolina inspection firm with fewer than five employees averages $159,366. Sillwright's first-year revenue sits above that average because it opens with two inspectors where most small firms run on one.
[bookmark: toc_1_4]1.4  Unique Selling Points
An owner who supervised residential construction for twelve years before licensing, and reads a house the way it was built.
Reports with a summary page delivered the same evening or next morning, inside the buyer's option period.
Radon, sewer scope and pest reports booked on one visit and delivered in one report.
Thermal imaging on every inspection and a drone for roofs too steep or fragile to walk.
A second inspector from launch, so agents can book a slot in the same week during the spring market.
[bookmark: toc_1_5]1.5  Financial Highlights
Revenue comes from two inspectors completing 22 inspections a month each at an average base fee of $450, with radon, sewer scope and pest testing adding a further 22% of base fees. The firm opens at 40% of that volume and reaches it over nine months as agents begin to refer.
Revenue is projected at $224,651 in the first year, $260,595 in the second and $302,290 in the third, at a gross margin of 80.0% throughout. Net income is $8,103 in the first year, rising to $15,217 and then $23,341, a net margin of 7.7% by the third year. Break-even revenue is $185,310, the equivalent of 412 inspections, which the first year clears. Third-year net income is $12,407 in the conservative case and $38,108 in the upside case.
[bookmark: toc_1_6]1.6  Funding Requirement
The startup budget is $78,500. It buys an inspection vehicle, ladders and testing tools for two inspectors, a roof drone, a sewer scope camera and continuous radon monitors, and covers licensing, technology, the office deposit, branding and launch marketing. It is funded by a $60,000 owner contribution and a $50,000 SBA 7(a) loan at 10.5% over five years, which leaves opening cash above the budget. Profits stay in the business while the loan is repaid.
The plan rests on an owner with a builder's training, a metro that keeps adding households and new homes, and a report fast and clear enough for agents to recommend. The money puts two equipped, licensed inspectors on the road with every test a buyer is likely to order.
[bookmark: toc_1_6_1]1.6.1  Income Statement (3 Year projections)
	
	Year 1
	Year 2
	Year 3
	Total

	Revenue
	$224,650.80
	$260,594.93
	$302,290.12
	$787,535.85

	Cost of Sales
	$44,930.16
	$52,118.99
	$60,458.02
	$157,507.17

	Gross Margin
	$179,720.64
	$208,475.94
	$241,832.10
	$630,028.68

	Operating Expense
	$148,247.80
	$168,031.46
	$190,980.49
	$507,259.75

	Total Expense
	$216,548.21
	$245,377.65
	$278,949.14
	$740,875.00

	Net Income
	$8,102.59
	$15,217.28
	$23,340.98
	$46,660.85
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[bookmark: toc_2_1]2.1  Legal Structure
Sillwright Home Inspection will be organized as a North Carolina limited liability company with a single member, Graham Whitlock, who will also serve as its lead inspector. The structure keeps the owner's personal assets separate from claims against the business, which matters in a trade where a missed defect can be disputed long after the report is delivered.
North Carolina licenses the inspector rather than the firm, so each inspector holds a licence in their own name from the Home Inspector Licensure Board, and the company carries the general liability insurance and errors and omissions cover the board requires of its licensees. Every client signs a pre-inspection agreement that sets out the scope of the inspection, the standards it follows and what it excludes.
[bookmark: toc_2_2]2.2  Vision Statement
To be the inspection firm Raleigh agents name first because their clients understand the house when the report arrives, and to grow into a small team of licensed inspectors who are known for clear findings rather than long ones.
[bookmark: toc_2_3]2.3  Background & History
The business is at the pre-launch stage, and what follows is the founder's stated intent rather than a trading history. Graham Whitlock spent twelve years as a residential construction superintendent for a Triangle homebuilder, running framing, roofing and final walkthroughs on new homes across Wake County. He saw the other side of those walkthroughs often enough: buyers handed reports that listed a hundred items without saying which three mattered, or that arrived after the option period had all but closed.
He completed North Carolina's 200-hour pre-licensing program in 2026, including field training on real houses, and is taking the board exam and a radon measurement certification ahead of launch. Renee Castillo, a licensed inspector with four years at a multi-inspector firm and a background in residential electrical work, has agreed to join as the second inspector when the company opens.
Raleigh was the obvious place to start. Graham has worked in Wake County's new home communities for over a decade, knows how the area's builders frame, roof and grade their houses, and knows the soil and drainage conditions behind most of the defects he expects to find. The metro adds households every year, and its inspection firms are small enough that a two-inspector firm with a clear report can make its name within a season.
The company takes its name from the sill plate, the timber that a house's walls stand on, and from the old word for a builder. It is meant to say that the inspection starts at the bottom of the house and is done by someone who knows how houses are built.
[bookmark: toc_2_4]2.4  Future Goals
In the first 0 to 18 months, the goal is to open with both inspectors licensed, insured and equipped, to build referral relationships with buyer agents across Raleigh, Cary, Apex and Wake Forest, and to have both calendars full by the ninth month. By the end of this period the firm aims to have radon or a sewer scope added to a large share of its inspections and a base of client reviews that brings in direct bookings.
The same period puts in place the systems that let more than one inspector work to one standard: a written report style, a peer review of reports and a checklist for every system the inspection covers.
From 1 to 3 years, which the financial plan covers, revenue is planned to grow from $224,651 to $302,290 as the firm runs a full first year at both inspectors' planned volume and adds new construction phase inspections for buyers in the communities going up around the metro. Profits stay in the business to repay the loan and build a cash reserve.
By the end of the third year the aim is to be on the referral list of most of the agents the firm has worked with, and to have phase inspections for new homes as a regular part of every month's calendar rather than an occasional booking.
From 3 to 5 years, Graham intends to hire a third inspector to cover Johnston and Franklin counties, add mold and indoor air quality testing, and offer eleven-month warranty inspections to every past new construction client before their builder's warranty runs out.
Each horizon is a decision point rather than a promise. The third inspector, the new tests and the warranty program go ahead only if both calendars stay full, the add-on share holds and the loan is on schedule, so growth is paid for by the business rather than by new debt.
[bookmark: toc_2_4_1]2.4.1  Business Owners
	Graham Whitlock



Total ownership: 100%
	 (
100%
)100%

	Graham Whitlock
10,000 Shares



[bookmark: toc_2_4_2]2.4.2  SMART Goal
	[image: ]
Specific
Graham Whitlock and Renee Castillo complete 44 inspections a month between them across Wake County.
The target is a full calendar for both inspectors by the ninth month after launch.
Full calendars are what carry the firm past its break-even revenue of $185,310.
	[image: ]
Measurable
Completed inspections per inspector per month, tracked weekly in the scheduling software.
Share of inspections that add a radon test or sewer scope, reviewed monthly.
Number of agents who have referred two or more clients, counted each quarter.
	[image: ]
Achievable
Twenty-two inspections a month is about one a working day, inside the trade's normal range.
Renee joins already licensed and experienced, so the second calendar starts filling at once.
Agent relationships are built during the licensing months, before the first paid inspection.

	[image: ]
Relevant
A full calendar for two inspectors is the volume the whole financial plan rests on.
Agent referrals bring most inspections, so the goal is measured where the business is won.
Steady volume funds loan repayments and the case for a third inspector.
	[image: ]
Time-Based
Licensing, insurance and equipment complete in the two months before launch.
First paid inspections in the opening month, with both calendars full by the ninth.
Quarterly review of referral agents and add-on rates against plan.
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[bookmark: toc_3_1]3.1  Overview
Home inspection is a referral trade made up of small firms. The United States had 33,873 building inspection businesses in 2026, and no company holds more than 5% of the market. Only 8,442 establishments had paid employees in 2025, so most inspectors work alone. Industry revenue grew at a compound annual rate of 2.6% from 2021 to 2026, and nearly 8 in 10 inspections come from a real estate agent's referral.
Radon adds a second line of demand beside the inspection itself. Nearly 1 in 15 US homes has radon at or above the level EPA recommends fixing, and EPA advises buyers to test at the point of sale.
[bookmark: toc_3_2]3.2  Market Segmentation
Resale buyers: the largest segment, buying a pre-purchase inspection and often a radon test during the option period.
Buyers of new homes: phase inspections before drywall and before closing, and a warranty inspection before the builder's first year ends. About 679,000 new homes were sold in the United States in 2025, roughly one in seven of all homes sold.
Sellers: pre-listing inspections ordered by listing agents to find problems before a buyer does.
Ancillary testing: radon, sewer scope and pest reports, sold with the inspection or on their own.
[bookmark: toc_3_3]3.3  Market Trends
Home sales are low but steadier. US existing-home sales were 4.06 million in 2025, tied for the lowest level since 1995, and ran at a 3.98 million annual rate in August 2026. Supply has risen to 4.9 months, the most in over a decade, which gives buyers time to inspect rather than waive.
Waivers remain the trade's main risk: 20% of buyers waived the inspection contingency in August 2026. Prices are moving the other way. Consumers report paying $343 on average, but quotes issued through inspection software rose from $457 to $569 in 2025, and 52% of inspectors raised their prices. Agents choose inspectors on accuracy and clear reports, and only 7% cite price.
The houses themselves are ageing. The median owner-occupied US home was 42 years old in 2024 and about 47% were built before 1980, so more systems are near the end of their life when a house changes hands. New construction is the steadier line: 1,497,800 housing units were completed in 2025, and in a survey of new home buyers who had an inspection, 65% said it found issues.
[bookmark: toc_3_4]3.4  Local Market Outlook
The Raleigh-Cary metro had 63 employer inspection firms in 2025, 52 of them in Wake County, down from 66 in Wake a year earlier. 278 licensed home inspectors have addresses across the metro, and 127 inspection businesses there have no payroll, so most competitors are one-person firms.
Demand is growing. Wake County added 2.3% to its population in 2025, its December 2025 median sale price was $455,000, and the metro permitted about 17,700 new housing units. Wake's housing is young, with a median home built in 2002 and 16.6% built before 1980, which puts weight on new construction and on radon, where Wake County readings have reached 257 pCi/L.
Trading here means a North Carolina licence, $250,000 of general liability insurance, and an office market asking $32.45 a square foot. Construction and building inspectors in the metro earn a mean of $70,730.
No published figure splits the metro's inspections between resale and new homes, or between franchise offices and independents, so this plan does not estimate either. What the local data does show is a market adding people and homes faster than it is adding employer inspection firms, which favors a new firm built to take more than one booking at a time.
[bookmark: toc_3_5]3.5  Market Size
The total market is US building inspection services, about $6.8 billion in 2026. It includes commercial work, so it overstates home inspection alone. The serviceable market is the Raleigh-Cary metro, about $21.7 million a year: 63 employer firms at North Carolina's average receipts per firm, plus $6.15 million earned by inspectors without payroll. The obtainable market is one small firm's revenue, $159,366 on the North Carolina average for firms with fewer than five employees. Sillwright's first-year revenue of $224,651 is above that average, since it opens with two inspectors.
	[image: ]
		●
	Total Available Market (TAM)
US building inspection services, the industry that includes home inspection as its first product segment, generated about $6.8 billion in 2026 (IBISWorld, NAICS 54135); the figure also counts commercial inspection, so it overstates home inspection alone.
	6.8B

	●
	Served Available Market (SAM)
The Raleigh-Cary MSA building and home inspection market is about $21.7 million a year: 63 employer establishments (2025) at North Carolina's $246,657 receipts per establishment (2022), about $15.5 million, plus $6.15 million from 127 inspectors without payroll (2023).
	21.7M

	●
	Target Market (TM)
A North Carolina building inspection firm with fewer than five employees averaged $159,366 of receipts in 2022 (279 establishments, $44.5 million between them).
	159.4k






[bookmark: toc_3_5_1]3.5.1  PESTEL Analysis
	[image: ]
Political
North Carolina licenses home inspectors through its Home Inspector Licensure Board, which sets entry and conduct rules.
Some states are restricting upfront inspection waivers in purchase contracts, a change that would protect demand.
North Carolina's corporate income tax rate is low and has been falling.
	[image: ]
Economic
Mortgage rates decide how many homes change hands, and every booking depends on a sale.
US existing-home sales were 4.06 million in 2025, tied for the lowest since 1995.
The Raleigh-Cary metro's median household income of $102,144 supports a fee above the national average.
	[image: ]
Social
Wake County's population grew 2.3% in 2025, much of it people relocating for work.
First-time buyers make up about 30% of US sales and rely heavily on the inspection.
Buyers increasingly expect photo reports they can read on a phone the same day.

	[image: ]
Technological
Report software now handles roughly half of US home inspections on one platform family.
Thermal cameras and roof drones reach defects a visual walk would miss.
Continuous radon monitors return hourly readings at the end of a 48 hour test.
	[image: ]
Environmental
Wake County radon readings have reached 257 pCi/L, far above the 4 pCi/L action level.
Summer heat limits attic time, so attics are inspected early in the day.
Heavy rain and red clay soils make grading and crawlspace moisture common findings.
	[image: ]
Legal
North Carolina requires a report within three business days with a summary page.
Licensees must carry $250,000 of general liability insurance plus a bond, net assets or errors and omissions cover.
Wood destroying insect reports may only be issued by a structural pest control licensee.
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[bookmark: toc_4_1]4.1  Target Market
Sillwright serves households buying homes in the Raleigh-Cary metro, which held 623,704 households in 2024, 65.0% of them owner-occupied, with a median household income of $102,144 and a median home value of $465,800. The 16-county Triangle region closed 39,235 home sales in 2025. Nationally, first-time buyers made up 30% of sales in August 2026, and they are the buyers most dependent on an inspector's explanation.
The person who pays is the buyer, but the person who chooses is often the buyer's agent. The plan treats agents as the route to market and buyers as the customer, and both have to be satisfied for a referral to happen twice.
[bookmark: toc_4_2]4.2  Customer Segments
Relocating and first-time buyers are the core. Many are moving to Raleigh for work in Research Triangle Park, the universities or the hospitals, buy within months of arriving and have never owned a crawlspace or a heat pump. They buy the standard inspection, usually with a radon test, and value the walkthrough call most.
Move-up buyers have owned before and read reports quickly. They want speed, a clear summary page and a sewer scope on older homes, and they often order the inspection themselves after reading reviews.
Buyers of new homes are the second growth segment. Builders' own inspections and county code inspections do not act for the buyer, so these clients book a pre-drywall inspection, a final inspection before closing and, later, a warranty inspection before the builder's first year ends.
Sellers and listing agents make up the smallest segment. A pre-listing inspection lets a seller fix or disclose problems before a buyer's inspector finds them.
[bookmark: toc_4_3]4.3  Customer Persona
	[image: ]
Megan, the Relocating First-Time Buyer
Demographics
Age: 31
Household: married, no children
Location: moving to Cary, NC
Income: about 115,000 dollars a year
Professional Role
Job: Project manager at a Research Triangle Park employer
Home: first purchase
	“I am buying a house in a city I have lived in for three months. I need someone to tell me plainly what is wrong with it before my option period runs out.”
	[image: ]
	Identifiers / Personality Traits
Books the inspector her buyer agent recommends, then checks the reviews
Reads the report on her phone the evening it arrives
Has never owned a crawlspace, a heat pump or a septic line


	[image: ]
	Goals
Know what needs fixing before the due diligence period ends
Use the findings to negotiate repairs or a credit
Learn how to look after the house in the first year


	[image: ]
	Challenges
A short option period that leaves little time to wait for results
Reports full of jargon and no sense of what matters most
Not knowing which local trades to call for a second opinion






[bookmark: toc_4_4]4.4  Customer Purchase Journey
The journey starts when an offer is accepted and the due diligence period begins. The buyer's agent suggests two or three inspectors, the buyer checks reviews and books online or by phone, usually within a day. Fast availability wins here, which is why the second inspector matters in spring.
The buyer joins the end of the inspection for a walk through the main findings, receives the report that evening or the next morning, and gets a call from the inspector to go through it. The summary page then becomes the basis for the repair request. If the seller agrees to repairs, the buyer books a re-inspection before closing.
Speed matters at every step. Buyers negotiate repairs inside a due diligence period, so a report that arrives two days late shortens the time left to get contractor quotes. The service is built so that a buyer who books on a Monday has the inspection, radon result and sewer scope video in hand by Thursday.
After closing, each client receives a maintenance guide built from their own report and a reminder at the first anniversary. Those clients sell again in time, and the agents who saw the report work well refer the next buyer.
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[bookmark: toc_5_1]5.1  Competitors
Sillwright competes with three kinds of firm. The largest group is solo independents: 127 inspection businesses in the Raleigh-Cary metro have no payroll, and statewide 90% of employer inspection firms have fewer than five employees. Solo inspectors are often good, but one person can only take one booking at a time, and a busy spring week fills quickly.
The second is national franchise offices. HouseMaster and HomeTeam both operate independently owned offices serving the Triangle, and the largest network, Pillar To Post, has more than 450 locations across the United States and Canada. Franchises bring a known name and national marketing, but each office is a small local business with its own staff.
The third is local multi-inspector firms. Wake County had 52 employer inspection firms in 2025, down from 66 a year earlier, and they compete on capacity and established agent relationships. No figures are published on any named local firm's revenue, and this plan does not estimate them.
Most of the competition is for a place on an agent's list rather than for the buyer's attention. Nearly 8 in 10 inspections come from an agent's referral, and agents choose on accuracy, clear reports and communication far more than on price, so a new firm competes for a place on lists that agents already keep, usually two or three names long.
Price varies widely. Consumers report paying $343 on average, while quotes issued through inspection software averaged $569 in 2025. Sillwright's $450 base fee for a typical single-family home sits between the two, and it does not plan to undercut solo inspectors to win work.
Technology no longer separates firms much. One group of software brands handled roughly half of all US home inspections in 2025, so most competitors deliver a similar online report; what differs is how quickly it arrives and how clearly it ranks the findings. The last competitor is no inspection at all: 20% of buyers waived the inspection contingency in August 2026, and some of them still order an informational inspection that a firm with same-week availability can win.
[bookmark: toc_5_2]5.2  Comparison
The comparison below sets Sillwright against the two main rival groups on what agents and buyers say they choose on: speed, completeness and who actually does the work. Franchise offices match Sillwright on capacity and testing, and solo inspectors match it on owner involvement; neither group usually offers both.
	Feature
	Sillwright Home Inspection
	National franchise offices
	Solo independent inspectors

	Report delivered the same evening or next morning
	✓
	✗
	✗

	Radon, sewer scope and pest report booked on one visit
	✓
	✓
	✗

	Thermal imaging and a roof drone on every inspection
	✓
	✗
	✗

	New construction phase inspections
	✓
	✓
	✓

	Second inspector for same-day slots
	✓
	✓
	✗

	Owner inspects and answers the phone
	✓
	✗
	✓



[bookmark: toc_5_3]5.3  Competitive Edge
The edge is a combination rather than a single feature. A builder's eye on the inspection, a report fast enough for the option period and every common test on one visit are each available somewhere in Raleigh. Offered together by an owner-led firm with two inspectors, they give agents a reason to name Sillwright first.
The position is also cheap to hold. The firm pays no franchise royalty or national brand fee, so its marketing budget goes to the agent outreach that brings in work, and the owner's own time on site is the quality control a larger office has to build.
		[image: ]
	Builder's eye on every house
The owner spent twelve years running residential job sites before licensing, so framing, drainage and roof details are read the way they were built, not only how they look.
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	Reports the agent can act on
Every report opens with a one-page summary of safety items and repair candidates, as North Carolina requires, and arrives the same evening or next morning so the due diligence clock is not wasted.
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	One visit, every test
Radon monitors, a sewer scope camera and a licensed pest partner mean the buyer books once and receives every result inside the same option period.
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	Two inspectors from the first day
A second licensed inspector lets the firm offer a morning and an afternoon slot in the spring market, when solo inspectors book out a week ahead.
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	New construction specialism
Pre-drywall and final phase inspections serve buyers of the thousands of new homes permitted across the Raleigh metro each year.



	



[bookmark: toc_5_4]5.4  SWOT Analysis
	Strengths
Owner brings twelve years of residential construction supervision to reading framing, roofs and drainage.
Two licensed inspectors from launch allow same-week booking through the spring market.
Radon, sewer scope and pest reports are sold on the same visit, adding revenue without a second trip.
Reports arrive the same evening or next morning, inside the option period buyers negotiate within.
	Weaknesses
A new firm has no reviews and no agent relationships on the day it opens.
Revenue depends on two people, so illness or a departure cuts capacity by half.
Thin early margins leave little room for a slow year in home sales.

	Opportunities
About 17,700 new housing units were permitted in the Raleigh metro in 2025, feeding phase inspections.
Wake County added residents at 2.3% a year, bringing a steady flow of relocating buyers.
Wake County radon readings above the EPA action level support a radon test on many inspections.
Wake employer inspection firms fell from 66 to 52 in a year, leaving agents with fewer options.
	Threats
Existing-home sales sit near their lowest level since 1995, capping the number of transactions.
One in five buyers waived the inspection contingency in August 2026, and waivers rise in tight markets.
Errors and omissions claims can follow a missed defect for years after the report.
Franchise offices bring national marketing and preferred agent programs to the same brokerages.



	[image: ]  Strategic Summary
Win the agents first: same-evening reports and one-visit testing are what they refer on. Then grow new construction work, which depends less on the resale cycle that limits the rest of the book.
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[bookmark: toc_6_1]6.1  Our Offering
[image: ]Sillwright sells a careful reading of a house at the moment its owner is changing hands. The core is the pre-purchase inspection for buyers, priced by the size of the home, with radon, sewer scope and pest testing added on the same visit. Around it sit pre-listing inspections for sellers, phase inspections for buyers of newly built homes, and re-inspections after repairs.


[bookmark: toc_6_2]6.2  Signature Items
The pre-purchase home inspection is the headline. A typical single-family home of up to 3,000 square feet costs $450, a condo or townhome $375 and a larger home from $550. The inspector spends two and a half to four hours on site, the buyer joins for the last part, and the report arrives that evening or the next morning.
The second line is testing sold with the inspection: a 48 hour radon test with a continuous monitor, a sewer scope filmed from the house to the street, and a wood destroying insect report issued by a licensed pest control partner. These add to the fee without adding a second trip, and they are the reason buyers book one firm rather than three.
[bookmark: toc_6_3]6.3  Additional Services
New construction phase inspections: a pre-drywall inspection while framing, wiring and plumbing are still visible, and a final inspection before closing.
Eleven-month warranty inspections for new homes, timed before the builder's one-year warranty ends.
Pre-listing inspections that let sellers repair or disclose before a buyer's inspection.
Re-inspections after agreed repairs, to confirm each item was fixed.
[bookmark: toc_6_4]6.4  What Sets Us Apart
Speed and clarity are what agents refer on, and both are built into the service. The summary page tells a buyer which findings are safety items, which need a licensed contractor and which are routine maintenance. The walkthrough call puts the inspector's judgment behind the page. And a builder's background means the inspector can explain why a defect happened, not only that it exists.
[bookmark: toc_6_5]6.5  Inspection Scope & Reporting
Every inspection follows the North Carolina Standards of Practice for home inspectors. It covers the systems and components that are installed, visible and readily accessible: roof covering, flashing and gutters; foundation, framing and crawlspace; exterior walls, decks and grading; electrical service, panel and a representative sample of outlets; plumbing supply, drains and water heater; heating, cooling and ductwork; attic insulation and ventilation; and interior doors, windows and stairs.
The inspector uses a thermal camera on walls, ceilings and electrical panels, a moisture meter wherever the thermal scan or staining suggests water, outlet and GFCI testers, a combustible gas detector, and a drone for roofs that cannot be walked safely. Items outside the standard, such as wood destroying insects, mold sampling and code compliance, are excluded unless ordered as separate services, and the pre-inspection agreement says so.
North Carolina requires the report within three business days and a summary page listing the systems that are not functioning, are unsafe or need further evaluation. Sillwright delivers within one business day, as an online report with photos and a PDF copy for the lender and attorney.
[bookmark: toc_6_5_1]6.5.1  Pre-Purchase Home Inspection
A visual inspection of a house the buyer has under contract, covering the roof, structure, exterior, electrical, plumbing, heating and cooling, insulation, attic and crawlspace. The buyer receives a photo report with a summary page of safety items and repair candidates the same evening or next morning.
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	$375 to $550 per inspection
Priced by size, with a typical Wake County single-family home at $450. Older homes and crawlspaces over 2,500 square feet are quoted before booking. The fee covers the full visit, the thermal imaging and moisture readings, and the photo report with its summary page, delivered within one business day. Radon, sewer scope and pest reports are added at their own prices on the same visit, so every result arrives inside the buyer's option period. The buyer's agent is welcome at the walkthrough at the end of the visit.



	Specifications

	Performed to the North Carolina Standards of Practice by a licensed inspector.
Two and a half to four hours on site for a typical single-family home.
Thermal imaging, moisture meter readings and outlet testing throughout.
Roof walked where safe, otherwise inspected by drone.
Report with photos and a summary page delivered within one business day.



[bookmark: toc_6_5_2]6.5.2  Radon, Sewer Scope and Pest Testing
Tests that sit outside a standard inspection and are booked on the same visit, so every result arrives inside the buyer's option period. Radon is measured with a continuous monitor, the sewer line is filmed from the house to the street, and the wood destroying insect report is issued by a licensed pest control partner.
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	$95 to $275 per test
A radon test is $175, a sewer scope $275 and a pest report $95 when added to an inspection. Each is also sold on its own to sellers preparing to list. Booking them on the inspection visit saves the buyer a second appointment and keeps every result inside the option period: the radon monitor runs for at least 48 hours, the sewer line is filmed the same day, and the pest report comes from a licensed partner. All three results are added to the same online report as the inspection.



	Specifications

	Radon measured over at least 48 hours with a continuous monitor.
Results reported against the EPA action level of 4 pCi/L.
Sewer scope video filmed and shared with the report.
Pest report issued on North Carolina Form WDIR 100 by a licensed partner.
All results added to the same online report.



[bookmark: toc_6_5_3]6.5.3  Features
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	Summary page first
Every report opens with the safety items and repair candidates a buyer negotiates from.
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	Report by morning
Reports go out the same evening or the next morning, well inside North Carolina's three business day limit.
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	Thermal imaging
Every inspection includes a thermal scan for hidden moisture, missing insulation and overheating circuits.
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	Roof by drone
Steep, high or fragile roofs are inspected from the air rather than skipped.
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	One-visit testing
Radon, sewer scope and pest reports are booked with the inspection and land in the same report.



		[image: ]
	Walkthrough call
The inspector calls the buyer after delivery to explain the findings that matter most.






[bookmark: toc_6_5_4]6.5.4  Pricing
	Condo & Townhome
$375
per inspection, up to 1,500 sq ft
Full visual inspection to North Carolina standards
Photo report with a summary page
Thermal imaging of walls and ceilings
	
	 Most Popular 
Single-Family Home
$450
per inspection, up to 3,000 sq ft
Everything in Condo & Townhome
Attic and crawlspace entered where accessible
Roof walked or flown by drone
Report the same evening or next morning
	
	Large Home
From $550
per inspection, over 3,000 sq ft
Everything in Single-Family Home
Two inspectors on site for homes over 4,500 sq ft
Detached garage or second structure included



	CHAPTER 7
	


[bookmark: toc_7]Marketing & Sales Strategies

7.1  Market Positioning
7.2  Marketing Objectives
7.3  Online Marketing
7.4  Public Relations and Branding
7.5  Partnership & Collaboration Strategy
7.6  Customer Loyalty & Retention
7.7  Sales Channels

[bookmark: toc_7_1]7.1  Market Positioning
Sillwright is positioned as the owner-led inspection firm that gives agents a clear report by the next morning and buyers every common test on one visit. It does not compete on price, which only 7% of agents cite when they refer.
[bookmark: toc_7_2]7.2  Marketing Objectives
Build a group of buyer agents who refer regularly, starting with the brokerages in Raleigh, Cary, Apex and Wake Forest.
Fill both inspectors' calendars by the ninth month after launch.
Add radon or a sewer scope to a growing share of inspections.
Collect a review from every client who was satisfied with the report.
Marketing is planned at 6% of revenue, $13,479 in the first year, split across the four channels below.
	Agent outreach
$449
per month
Brokerage office visits, continuing education talks and printed sample reports for buyer agents.
	
	Local search
$281
per month
The Google business profile, local service ads and the booking website.

	
	
	

	Realtor association
$225
per month
Membership, affiliate events and sponsorship of agent training days.
	
	Reviews and follow-up
$168
per month
Review requests, a home maintenance guide for each buyer and anniversary reminders.



Total marketing budget: $13,479 a year, $1,123 a month.
[bookmark: toc_7_3]7.3  Online Marketing
The website carries a published price list, a sample report and online booking with payment, because buyers who book directly have usually compared two or three firms by the time they arrive. The Google business profile is the second front door, kept current with photos and answers to reviews, and supported by local service ads in the spring. Each report links to a short guide on reading the summary page, which also answers the questions buyers search for most.
[bookmark: toc_7_4]7.4  Public Relations and Branding
The brand is built around the sill plate in the name: the inspection starts at the bottom of the house and is done by someone who has built them. The vehicle, uniforms and report templates carry the same plain design. Graham will write short articles for agent newsletters on the defects most often found in Triangle homes, such as crawlspace moisture and grading on red clay, which gives agents something useful to forward to clients.
[bookmark: toc_7_5]7.5  Partnership & Collaboration Strategy
Agents are the main partners. Sillwright will run continuing education sessions at brokerage offices on reading inspection reports and negotiating repairs, join the local Realtor association as an affiliate, and keep a printed sample report in every office it visits. A licensed structural pest control company issues the wood destroying insect reports, a structural engineer takes referrals for foundation concerns, and a short list of licensed trades is offered to buyers who need repair quotes quickly.
[bookmark: toc_7_6]7.6  Customer Loyalty & Retention
A buyer may only need an inspector every few years, so loyalty in this trade is mostly the agent's. Agents come back when their client calls them pleased with the report and when a repair negotiation goes smoothly because the summary page was clear. Buyers are kept with a maintenance guide built from their own report, a first-anniversary reminder, and a discount on the inspection when they sell.
[bookmark: toc_7_7]7.7  Sales Channels
Revenue arrives by four routes, set out below in order of value. Agent referrals carry the business; the other three grow as reviews and past clients accumulate.
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	Buyer agent referrals
Most inspections arrive this way, and the route depends on agents trusting the report enough to put their client's name to it.
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	Direct online booking
Buyers who find the firm through search or reviews book and pay online, which depends on the review count and a clear price list.
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	New construction buyers
Phase inspections for buyers of new homes, won through the agents who sell new communities and through past clients.



		[image: ]
	Seller pre-listing inspections
Listing agents order an inspection before a home goes on the market, which depends on agents who have seen a deal saved by one.
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[bookmark: toc_8]Operations Plan
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[bookmark: toc_8_1]8.1  Daily Operations
A typical day starts with an inspection at 8:30 am, when attics are still cool. The inspector walks the roof or flies the drone first, then the exterior and grading, then the crawlspace, the systems and the interior, finishing with the attic. The buyer and agent join for the last half hour to see the main findings in place.
On busy days each inspector takes a second inspection at 1:00 pm. Reports are written the same afternoon and evening on a tablet in the field and finished at the office or at home, with radon results added when the 48 hour test ends. The client care coordinator confirms bookings, collects the signed agreement and payment before the visit, and sends the report to the buyer and agent once it is released.
Safety comes first on every job. Ladders are footed and set at the right angle, no roof is walked when wet or too steep, crawlspaces are entered in a respirator and coveralls with someone on site knowing the inspector is underneath, and in summer attics are inspected early, before the heat under the roof builds. Panel covers come off only where it is safe, and the inspector never operates a valve or breaker the seller has turned off.
[bookmark: toc_8_2]8.2  Working Hours
Inspections run Monday to Saturday, with slots at 8:30 am and 1:00 pm. Saturdays exist because many buyers work weekdays and want to attend. Phone and email are covered from 8:00 am to 6:00 pm on weekdays and online booking is open at all hours, because agents often book in the evening once an offer is accepted. Sundays are kept free for report writing in the spring peak and for rest the rest of the year.
The hours flex with the season. From March to June, when most Triangle homes go under contract, both inspectors work Saturdays and the coordinator holds back a few slots each week for agents who need an inspection within two days. In the winter months Saturday slots are offered on request, and the quieter weeks are used for continuing education, equipment servicing and agent visits.
[bookmark: toc_8_3]8.3  Staffing & Training
The firm opens with three people: the owner and lead inspector, a second licensed inspector, and a part-time client care coordinator. Each inspector completes the 12 hours of continuing education North Carolina requires each year, and both hold or work toward radon measurement certification. New inspectors shadow the lead on ten inspections before working alone, and every report is checked against a written house style so the two inspectors' reports read alike.
Quality is checked as well as trained. For the first three months every report is read by the other inspector before release, and after that one report in ten is reviewed. Each inspector also joins a builder's pre-drywall walk at least once a quarter to stay current with how new homes in the metro are framed and wired.
[bookmark: toc_8_4]8.4  Location and Facilities
Sillwright works from a small office suite of about 300 square feet in North Raleigh, close to the beltline, where ladders, the sewer camera and radon monitors are stored and charged and where agents can drop in. Inspectors drive to each house from home or the office, and the service area covers Wake County and the nearer parts of Johnston and Franklin counties.
Equipment is kept on a schedule. Radon monitors are calibrated once a year as their certification requires, the drone and thermal cameras are checked before each spring market, and the sewer camera head is cleaned and disinfected after every use.
[bookmark: toc_8_5]8.5  Milestones & Timeline
	Nov 2026
Setup
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	Licence and company
The legal and licensing groundwork.
Graham passes the North Carolina home inspector exam, forms the company and binds liability and errors and omissions insurance.

	
	
	
	

	Dec 2026
Setup
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	Equipment and team
The loan funds the tools.
The vehicle, sewer camera, radon monitors and drone are bought, and Renee and Tessa join ahead of launch.

	
	
	
	

	Jan 2027
Launch
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	First inspections
Bookings open to agents and buyers.
Online booking goes live and the first inspections come from agents met during the licensing months.

	
	
	
	

	Apr 2027
Growth
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	First spring market
The busiest months for home sales.
Both inspectors take two inspections on peak days and radon and sewer scope add-ons are pushed with every booking.

	
	
	
	

	Sep 2027
Growth
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	Full calendars
The planned volume is reached.
Both inspectors complete 22 inspections a month, the level the financial plan is built on.

	
	
	
	

	Jan 2029
Expansion
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	Third inspector decision
Set by two years of results.
If both calendars stay full through the second year, a third inspector is hired to cover Johnston and Franklin counties.



[bookmark: toc_8_6]8.6  Licensing & Insurance
North Carolina licenses home inspectors through its Home Inspector Licensure Board. A licence requires a pre-licensing program of at least 200 hours, 120 in the classroom and 80 in the field with 10 site visits, and a pass in the board exam. The licence runs to September 30 and is renewed each year, with 12 hours of continuing education. Fees are $35 to apply, $80 for the exam and $160 a year for the licence.
Each licensee must carry $250,000 of general liability insurance, plus one of net assets, a surety bond of at least $5,000, or $250,000 of errors and omissions insurance, and file a certificate of insurance with the board every January. Sillwright will carry errors and omissions cover rather than relying on a bond, because it is the policy that answers a claim for a missed defect.
Two services sit under other regimes. Wood destroying insect reports must be issued on Form WDIR 100 by a structural pest control licensee, so they are subcontracted to a licensed partner. North Carolina does not license radon testers, so Sillwright's inspectors hold national certification instead.
Every report, photo set and signed agreement is kept for as long as a claim could be brought. Any complaint is answered within one business day, with a return visit offered before a dispute goes further, and that record is what the errors and omissions insurer reviews at each renewal.

	CHAPTER 9
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[bookmark: toc_9_1]9.1  Key Members
The owner is accountable for the quality of every report, the agent relationships that bring in work and the finances. He is measured on referring agents, completed inspections, add-on rate and the loan repayment schedule. The second inspector is accountable for her own calendar and reports, measured on inspections completed, reports delivered within one business day and client reviews. The coordinator is accountable for the booking flow, measured on time from enquiry to confirmed booking and on agreements and payments collected before each visit.
All three share one measure: whether agents refer again. The owner reviews the list of referring agents each month with the team, and any agent who has not referred in a quarter gets a visit.
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	Graham Whitlock
Owner & Lead Inspector · graham@sillwrighthomeinspection.example
Twelve years as a residential construction superintendent for a Triangle homebuilder before training as a North Carolina licensed home inspector and certified radon measurement professional.
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	Renee Castillo
Licensed Home Inspector · renee@sillwrighthomeinspection.example
A North Carolina licensed home inspector with four years at a multi-inspector firm and a background in residential electrical work.
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	Tessa Moore
Client Care Coordinator · tessa@sillwrighthomeinspection.example
Six years coordinating closings at a Raleigh real estate brokerage, now running scheduling, agent contact and report delivery part time.



[bookmark: toc_9_2]9.2  Organization Chart
Both the inspector and the coordinator report to the owner. Reports are peer reviewed between the two inspectors for the first months, so each sees how the other describes findings.
A third inspector would report to the owner in the same way, and the coordinator's hours would grow before any second office role is added.
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[bookmark: toc_9_3]9.3  Advisory Board Members
Sillwright draws on four outside advisers rather than a formal board: a certified public accountant for tax and payroll, a real estate attorney who drafted the pre-inspection agreement and reviews any claim, an insurance broker who places the liability and errors and omissions cover, and a licensed structural engineer who takes referrals when a foundation concern needs an engineer's letter.
The accountant, attorney and broker review the business with the owner once a quarter: the accounts and payroll, the claims log, and whether the agreement and insurance limits still fit the board's rules. The engineer and the pest control partner are paid by the client for their own work, so they cost the firm nothing and give buyers a fast route to a specialist.
[bookmark: toc_9_3_1]9.3.1  Hiring Plan
	1
Filled
	
	2
Hiring This Year
	
	2
Open



	Group By Department
	Position Filled
	Time of Hire
	Time of Start
	Filled

	Leadership & Inspections
	1 of 1
	0 days
	0 days
	100%

	Field Inspections
	0 of 1
	45 days
	30 days
	0%

	Client Care & Scheduling
	0 of 1
	30 days
	14 days
	0%
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[bookmark: toc_10_1]10.1  Key Assumptions
Revenue is built from two inspectors, each completing 22 inspections a month at an average base fee of $450, with radon, sewer scope and pest testing adding 22% of base fees. The firm opens at 40% of that volume and reaches it over nine months as agents begin to refer, then grows 16% a year as the second year runs at full volume and new construction work is added.
Gross margin is 80.0%: cost of sales is report software, radon monitor calibration, the pest partner's fee, fuel and card processing, while inspector pay sits in payroll at 44% of revenue. Marketing is 6% of revenue, the office costs $800 a month, technology $350 and insurance and administration $900.
Volume, not price, drives the result. Payroll is the largest cost and most other costs are fixed, so each inspection above break-even adds most of its fee to profit. Spring and early summer are the busiest months for home sales, and the plan averages that season with a quieter winter rather than assuming even demand.
On those assumptions revenue is $224,651 in the first year, $260,595 in the second and $302,290 in the third, with net income of $8,103, $15,217 and $23,341. Break-even revenue is $185,310, or 412 inspections, which the first year clears. Third-year net income is $12,407 in the conservative case and $38,108 in the upside case, so the plan stays profitable if volume or fees come in lower than expected.
The conservative case reflects fewer inspections a month and lower fees, as a slower housing market or more waived contingencies would bring; the upside case reflects busier calendars and more tests added to each visit.
[bookmark: toc_10_2]10.2  Capital Requirements and Use of Funds
The startup budget is $78,500, funded by a $60,000 owner contribution and a $50,000 SBA 7(a) loan at 10.5% over five years, matched to the working life of the vehicle and equipment it pays for. That leaves opening cash above the budget to carry the firm through the ramp months. Profits stay in the business while the loan is repaid and a third inspector is saved for.
Most of the budget buys equipment used every day: the vehicle, ladders and testing tools, the drone, the sewer camera and the radon monitors. The rest covers licensing, technology, the office deposit, branding and launch marketing, set out item by item below.
[bookmark: toc_10_2_1]10.2.1  Use of Funds
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	●  Inspection Vehicle	38.2%
●  Inspection Tools & Ladders	11.5%
●  Roof Drone	3.2%
●  Sewer Scope Camera	9.6%
●  Continuous Radon Monitors	7.6%
●  Licensing, Certification & Legal	5.7%
●  Technology & Website	6.4%
●  Office Deposit & Setup	3.8%
●  Branding & Uniforms	3.8%
●  Launch Marketing	10.2%



	Use Of Funds
	Amount

	Inspection Vehicle
	$30,000.00

	Inspection Tools & Ladders
	$9,000.00

	Roof Drone
	$2,500.00

	Sewer Scope Camera
	$7,500.00

	Continuous Radon Monitors
	$6,000.00

	Licensing, Certification & Legal
	$4,500.00

	Technology & Website
	$5,000.00

	Office Deposit & Setup
	$3,000.00

	Branding & Uniforms
	$3,000.00

	Launch Marketing
	$8,000.00



[bookmark: toc_10_3]10.3  Income Statement (3 Year projections)
	
	Year 1
	Year 2
	Year 3
	Total

	Revenue
	$224,650.80
	$260,594.93
	$302,290.12
	$787,535.85

	
	
	
	
	

	Cost of Sales
	$44,930.16
	$52,118.99
	$60,458.02
	$157,507.17

	General Costs
	$0.00
	$0.00
	$0.00
	$0.00

	Revenue Specific Costs
	$31,451.11
	$36,483.29
	$42,320.61
	$110,255.01

	Personnel Costs (Direct Labor)
	$13,479.05
	$15,635.70
	$18,137.41
	$47,252.16

	
	
	
	
	

	Gross Margin
	$179,720.64
	$208,475.94
	$241,832.10
	$630,028.68

	Gross Margin (%)
	80.00%
	80.00%
	80.00%
	80.00%

	
	
	
	
	

	Operating Expense
	$148,247.80
	$168,031.46
	$190,980.49
	$507,259.75

	Payroll Expense (Indirect Labor)
	$98,846.35
	$114,661.77
	$133,007.65
	$346,515.77

	General Expense
	$49,311.59
	$53,265.45
	$57,851.92
	$160,428.96

	Bad Debt
	$89.86
	$104.24
	$120.92
	$315.02

	Amortization of Current Assets
	$0.00
	$0.00
	$0.00
	$0.00

	
	
	
	
	

	EBITDA
	$31,472.84
	$40,444.48
	$50,851.61
	$122,768.93

	
	
	
	
	

	Additional Expense
	$23,370.25
	$25,227.20
	$27,510.63
	$76,108.08

	Long Term Depreciation
	$15,700.00
	$16,481.78
	$17,388.65
	$49,570.43

	Gain or loss from Sale of Assets
	$0.00
	$0.00
	$0.00
	$0.00

	EBIT
	$15,772.84
	$23,962.70
	$33,462.96
	$73,198.50

	Interest Expense
	$5,250.00
	$4,200.00
	$3,150.00
	$12,600.00

	EBT
	$10,522.84
	$19,762.70
	$30,312.96
	$60,598.50

	Income Tax Expense / Benefit
	$2,420.25
	$4,545.42
	$6,971.98
	$13,937.65

	
	
	
	
	

	Total Expense
	$216,548.21
	$245,377.65
	$278,949.14
	$740,875.00

	Net Income
	$8,102.59
	$15,217.28
	$23,340.98
	$46,660.85

	Net Income (%)
	3.61%
	5.84%
	7.72%
	5.92%

	
	
	
	
	

	Retained Earning Opening
	$0.00
	$8,102.59
	$23,319.87
	

	Owner's Distribution
	$0.00
	$0.00
	$0.00
	$0.00

	Retained Earning Closing
	$8,102.59
	$23,319.87
	$46,660.85
	$46,660.85



[bookmark: toc_10_4]10.4  Balance Sheet (3 Year projections)
	
	Year 1
	Year 2
	Year 3
	Total

	Assets
	$112,400.54
	$118,739.98
	$133,372.99
	$133,372.99

	Current Assets
	$49,600.54
	$68,512.84
	$96,000.15
	$96,000.15

	Cash
	$49,452.82
	$68,341.49
	$95,801.38
	$95,801.38

	Accounts Receivable
	$147.72
	$171.35
	$198.77
	$198.77

	Inventory
	$0.00
	$0.00
	$0.00
	$0.00

	Other Current Assets
	$0.00
	$0.00
	$0.00
	$0.00

	Long Term Assets
	$62,800.00
	$50,227.14
	$37,372.84
	$37,372.84

	Gross Long Term Assets
	$78,500.00
	$82,408.92
	$86,943.27
	$86,943.27

	Accumulated Depreciation
	$15,700.00
	$32,181.78
	$49,570.43
	$49,570.43

	
	
	
	
	

	Liabilities & Equity
	$112,400.54
	$118,739.98
	$133,372.99
	$133,372.99

	Liabilities
	$44,297.95
	$35,420.11
	$26,712.14
	$26,712.14

	Current Liabilities
	$14,297.95
	$15,420.11
	$16,712.14
	$16,712.14

	Accounts Payable
	$3,692.89
	$4,283.75
	$4,969.15
	$4,969.15

	Income Tax Payable
	$605.06
	$1,136.36
	$1,742.99
	$1,742.99

	Sales Tax Payable
	$0.00
	$0.00
	$0.00
	$0.00

	Short Term Debt
	$10,000.00
	$10,000.00
	$10,000.00
	$10,000.00

	Long Term Liabilities
	$30,000.00
	$20,000.00
	$10,000.00
	$10,000.00

	Long Term Debt
	$30,000.00
	$20,000.00
	$10,000.00
	$10,000.00

	Equity
	$68,102.59
	$83,319.87
	$106,660.85
	$106,660.85

	Paid-in Capital
	$0.00
	$0.00
	$0.00
	$0.00

	Common Stock
	$0.00
	$0.00
	$0.00
	$0.00

	Preferred Stock
	$0.00
	$0.00
	$0.00
	$0.00

	Owner's Contribution
	$60,000.00
	$60,000.00
	$60,000.00
	$60,000.00

	Retained Earnings
	$8,102.59
	$23,319.87
	$46,660.85
	$46,660.85

	
	
	
	
	

	Check
	$0.00
	$0.00
	$0.00
	$0.00



[bookmark: toc_10_5]10.5  Cash Flow Statement (3 Year projections)
	
	Year 1
	Year 2
	Year 3
	Total

	Cash Received
	$224,413.22
	$260,467.06
	$302,141.78
	$787,022.06

	
	
	
	
	

	Cash Paid
	$196,460.40
	$227,669.47
	$260,147.54
	$684,277.41

	COS & General Expenses
	$77,069.81
	$89,157.88
	$99,487.13
	$265,714.82

	Salary & Wages
	$112,325.40
	$130,297.47
	$151,145.06
	$393,767.93

	Interest
	$5,250.00
	$4,200.00
	$3,150.00
	$12,600.00

	Sales Tax
	$0.00
	$0.00
	$0.00
	$0.00

	Income Tax
	$1,815.19
	$4,014.12
	$6,365.35
	$12,194.66

	
	
	
	
	

	Net Cash From Operations
	$27,952.82
	$32,797.59
	$41,994.24
	$102,744.65

	
	
	
	
	

	Assets Sell
	$0.00
	$0.00
	$0.00
	$0.00

	Assets Purchase
	$78,500.00
	$3,908.92
	$4,534.35
	$86,943.27

	Net Cash From Investments
	($78,500.00)
	($3,908.92)
	($4,534.35)
	($86,943.27)

	
	
	
	
	

	Amount Received
	$110,000.00
	$0.00
	$0.00
	$110,000.00

	Loan Received
	$50,000.00
	$0.00
	$0.00
	$50,000.00

	Common Stock
	$0.00
	$0.00
	$0.00
	$0.00

	Preferred Stock
	$0.00
	$0.00
	$0.00
	$0.00

	Owner's Contribution
	$60,000.00
	$0.00
	$0.00
	$60,000.00

	
	
	
	
	

	Amount Paid
	$10,000.00
	$10,000.00
	$10,000.00
	$30,000.00

	Loan Capital
	$10,000.00
	$10,000.00
	$10,000.00
	$30,000.00

	Dividends & Distributions
	$0.00
	$0.00
	$0.00
	$0.00

	
	
	
	
	

	Net Cash From Financing
	$100,000.00
	($10,000.00)
	($10,000.00)
	$80,000.00

	
	
	
	
	

	Summary

	Starting Cash
	$0.00
	$49,452.82
	$68,341.49
	

	Cash In
	$334,413.22
	$260,467.06
	$302,141.78
	$897,022.06

	Cash Out
	$284,960.40
	$241,578.39
	$274,681.89
	$801,220.68

	Change in Cash
	$49,452.82
	$18,888.67
	$27,459.89
	$95,801.38

	Ending Cash
	$49,452.82
	$68,341.49
	$95,801.38
	$95,801.38



[bookmark: toc_10_6]10.6  Break Even Analysis
	
	Year 1
	Year 2
	Year 3
	Total

	Starting Revenue
	$0.00
	$224,650.80
	$485,245.73
	$485,245.73

	Net Revenue
	$224,650.80
	$260,594.93
	$302,290.12
	$302,290.12

	Closing Revenue
	$224,650.80
	$485,245.73
	$787,535.85
	$787,535.85

	
	
	
	
	

	Starting Expense
	$0.00
	$216,548.21
	$461,925.86
	$461,925.86

	Net Expense
	$216,548.21
	$245,377.65
	$278,949.14
	$278,949.14

	Closing Expense
	$216,548.21
	$461,925.86
	$740,875.00
	$740,875.00

	
	
	
	
	

	Is Break Even?
	Yes
	Yes
	Yes
	

	Break Even Month
	Nov '26
	-
	-
	

	Days Required
	20 Days
	-
	-
	

	Break Even Revenue
	$200,494.80
	-
	-
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