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ABSTRACT

This thesis will investigate the design and

housing development company.

One of the oldest professions in the United

implementation of a business plan for Ozark Builders, a

States, 1is the construction industry. This diverse

industry that employs a large percent of the populace,

plays an important role in our nation's economy.

While, profits are to be made in the construction

industry, the risks are overwhelming. The turnover

rate for contractors exceeds twenty percent a year.

Speculative building is considered a big gamble, and

the builder's need to stay attuned to changes in
consumer preferences, in competition, and in the

national economy, is ever present.

The purpose of this study is to focus on those

elements that will make a successful business plan for

Ozark Builders. A business plan may serve many

purposes. Because it is a written expression of a

business idea, a business plan forces Ozark Builders to

take an objective look at its business idea and

determine its feasibility. Should financing be

desired, the business plan provides the information

needed by financial institution to evaluate the

1



venture. One important element of the business plan is

the market analysis. By identifying the market, a
marketing strategy can be developed to target that
area. Information about the product, pricing,
advertising, and distribution are all elements
incorporated into this plan.

Forecasting the future, through projections, aids
Ozark Builders by identifying potential problems and
opportunities before they occur, and then, decisions
concerning the growth of Ozark Builders can be made.
The appendix of this plan contains information that
will be useful in a sales manual.

This business plan will be updated periodically,
and the information it contains will be used as a
management tool to chart future growth of Ozark

Builders.
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Chapter I

INTRODUCTION

Tndust o) oty e

"Building may well be one of the last vestiges of
free enterprise on a broad national scale," reports
Michael Sumichrast in Opportunities in Building
Construction Trades. He believes that individual
drives, desire, and ingenuity, coupled with the
mechanics of our economic system, make the construction
industry an attractive career choice (98).

Betty Kidd, sales and construction coordinator for
Bob Meyer Builder, Inc., troubleshoots and coordinates
all the construction in a two-man office that
constructs ten to fifteen custom homes a year. She
finds her job exciting, saying, that construction is a
"very high-energy business," that the "clients run on
emotion” and it is critical to stay attuned to their
tastes (Savidge 8).

For years, the construction industry has played an
important role in the economy. The two major functions
of the construction industry are design and con-
struction. It is a project-oriented industry, not a
product and service-oriented one. It builds bridges,

i



roads, process plants, and buildings instead of

automobiles and cans of soup (Lang 6).

Twenty-five percent of the four million businesses
in the United States are either directly or indirectly
involved with the construction industry (Brunotte 17).
It competes with the food industry for the position of
being the largest industry in the U.S.; the con-
struction industry earns over $400 billion a year,
accounting for ten percent of the gross national

product (Nunnally 1).

Firms

There are two main areas in the construction
industry: the public sector and the private sector.
Each sector has its own subdivision, the public sector
is involved with building highways, military
facilities, conservation and development, and public
building and facilities. The private sector is
concerned with residential, nonresidential, farm,
public utilities, and other private building. The
private sector accounts for seventy-six percent of
total construction expenditures. Its largest
subdivision is the construction of residential
buildings which accounts for forty to forty-five
percent of the total annual construction activity in

the United States (Sumichrast 5). Some small builders



may build only one structure a year while, large

builders or merchant builders may build 100 houses or
even several thousand a year. If the average sales
price was $60,000 per unit, an annual volume of 100
units could be around six million dollars. Large
builders, such as Levitt & Sons, often build several

thousand units a year at various locations (105).

Employment

The construction industry accounts for fifteen
percent of the nation's employment. With its many
independent suppliers and contractors, it has become a
very fragmented industry (Nunnally 1). Various trades
are represented in the construction business. In home
building, some tradesmen that might be employed are
carpenters, brickmasons, plumbers, and electricians. A
different composition of crews are required for highway
and high-rise office building construction (Sumichrast
5). Twenty-six percent of the 4.8 million skilled
craftsman working in the construction industry are
carpenters. There is always a constant need for more
carpenters to fill new openings, and to replace people
who retire, change jobs, or die (29).

In 1970, there were over 800,000 contractors, with
sixty percent of them employing three or fewer people.

Large contractors such as Bechtel, Braun, and



Pritchard, who employed 100 people or more, accounted

for 0.5 percent of the nation's construction firms
(Nunnally 1). The Small Business Administration
considers a construction firm small unless its income
exceeds five million dollars for the immediately
preceding three years. All together, small business
firms in the United States employ fifty percent of the
work force and produce forty-five percent of the total
gross national product (Steinhoff 6).

In 1977, 286,320 general building contractors
employed 1.18 million people and 55,000 heavy con-
struction contractors employed 917,083, with 691
special trades contractors employing 2.1 million
(Sumichrast 4). Hundreds of building firms disappeared
in the late 1980s, when construction activity and new
home sales peaked. 1In California, the membership in
the Building Industry Association plunged to more than
half, to 1,400 members in 1996. The Real Estate and
Research Council of Southern California reports that
construction activity in 1996 will be fourteen percent
higher than in 1995, but still far below the level of

construction in 1988 (Sanchez 1).

" rT—

Figure 1 from the U.S. Department of Commerce



Census Bureau shows the current construction trend in

housing starts. Single-family housing starts in July
1996, were at the rate of 1,133,000, six percent below
the June 1996 rate of 1,201,000. However, the July
1995 single-housing starts were 1,125,000, this shows a
slight increase of one percent in the July 1996 rate

{13 .

Figure 1
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Every year, one in every six American families
looks for a place to live. They may choose to rent,
buy an existing house, or build (Feirer 22). 1In the

U.S., housing is the number one factor in the nation's



economy. Because of the demand for housing in the

future, it will maintain its importance, as new housing
construction starts a series of construction activity.
Schools, highways, shopping centers, gas stations,
grocery stores and commercial establishments of all
kinds are built when the demand for these services are
preceded by new housing. These activities in turn,
lead to the need for more gas and electric lines, water
transportation, dams, and sewage facilities to support
the residential construction (Sumichrast 10).

Wood homes built over 200 years ago by early
settlers are still in existence. The wood-frame house
is economical, long lasting, and can be constructed
anywhere. With the great supply of timber in the
United States, no other building product can compete
with wood and wood products in building houses.
However, the proper selection of building materials and
good construction methods are essential in building an
efficient wood house (Anderson and Winslow 1). The
progress in the construction marketplace has been
"evolutionary rather than revolutionary." Even though
new products and techniques have been introduced, the

basics have changed very little (Sumichrast 101).

Investment

Two types of basic organizations in the con-



struction industry are the builder type and the general
contractor type. Builders are responsible for all
phases of the construction process. They are re-
sponsible for acquiring and developing the land, for
obtaining construction money and final mortgage loans,
and for actual construction and sale of the structure.
The general contractor is usually responsible for con-
struction only. He often uses someone else's money and
is not involved with the sale or disposition of the
structure (98).

Every construction firm has an initial investment
of monetary and nonmonetary assets. A small firm may
start with limited assets, such as a small amount of
cash, carpentry tools, and a pickup truck. Most small
firms start with a single investment by one or two
individuals. A large firm's assets may have a more
complex investment structure. True to its diversity,
the construction industry has no hard and fast rules
concerning the amount of capital needed to begin
operation (Adrian, Quantitative Methods 20). It does
not take a large investment to start in home building.
Unless the builder already has the land free of debt,
the successful builder will need about one-third of the
sales price in cash. For example, a builder can
usually obtain fifty percent of the intended sales
price in a construction loan. If the sales price is

$60,000 and the builder has already paid $15,000 for



the lot, he can draw as much as $30,000 against his

construction loan. If the builder is intending to make
a fifteen percent profit, then he has calculated to
make a $9,000 net profit. The land and the construc-
tion loan would account for $45,000, but $51,000
($60,000 less $9,000 profit) is needed to complete the
house. He still needs $6,000 to finish the house. If
he does not have the cash on hand and is forced to
borrow it, he will need to sell the house quickly or
suffer a financial loss (Sumichrast 103).

Many small builders contract certain phases of the
construction process that they may not have the
expertise, equipment or manpower to perform. Often
jobs can be less costly when subcontracted to a trained
craftsman with specialized equipment (Jahn 19). In
fact, the subcontracting system prevails in the United
States. A 1980 National Association of Home Builders'
survey reported that two-thirds of all builders
reported subcontracting their work. Some of the
advantages in using subcontractors include division of
labor, diversification of responsibilities, use of
credit, reduction in working capital, and lessening the
need for purchase and storage of materials (Sumichrast
4.

Because there is no "national market" the housing
market favors the home builder. One of the advantages

of a small builder is that the overhead is usually



lower than that of a larger builder. A small builder

can be his own carpenter and even his own supervisor

(100) .

Failures and Risks

With the large profits to be realized in the
construction industry, it is surprising to find that
the turnover rate for contractors often exceeds twenty
percent a year. And, research shows that the majority
of contractors cease operations within five years
(Brunotte 17). The Missouri Department of Economic
Development states, that "80 percent of all small
businesses started today, will not be in operation in 5
years" (Missouri 1).

Home builders generally fall into three cate-
gories: the speculative builder, the custom builder,
and the upkeep and improvement builder (Sumichrast
103). Today, a new industry buzzword has hit the
marketplace, the semicustom home. Before now, the
markets for production and custom homes were distinct.
Increased construction costs have opened the door for
this new trend. The cost of custom homes rose
significantly because of factors such as land prices,
raw materials, and labor. Regional and national
production builders together with local builders

combined their talents to create this new "hybrid."
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Curt Albertin relates that, "there will always be a
market for both custom and production homes, but a
competitive, semicustom niche in the $200,000 to
$300,000 home market is here to stay" (29A).

The speculative builder often enters into the
construction industry by building a single house. His
goal is to find buyers willing to pay more than the
cost of development. "Spec building is a little like
Monopoly and a little like Tinkertoys. Monopoly is the
planning and financing. Tinkertoys is the actual
construction. Spec builders are gamblers. Spec
builders match their wits against the housing market,
against government regulators, and against changes in
the supply of labor and materials," relates William A.
Maddox, Jr., author of Profits in Building Spec Homes.
He goes on to say that it is not a "penny-ante" game,
and that tens of thousands of dollars and a good
reputation can be made or lost (6).

The custom builder receives a plan, calculates the
cost of building, and submits a bid to the prospective
customer. One of the greatest tasks in custom building
is trying to please the client while resisting their
demands for changes during the construction period. A
clear, contractual understanding of the quality of
materials, changes permitted, and the labor that is to
be performed, must be made before any construction

takes place. A few small alterations can drastically
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change the projected costs and diminish the builder's
profits (107).

James J. Adrian states in his book, Construction
Accounting, that "there is no type of firm that needs
sound accounting practices more than the construction
firm." He also lists the ten leading reasons for con-

struction firm business failures as determined by Dun

and Bradstreet.

Lack of business experience
Inadequate project estimating and/or
cost control

Inadequate working capital
Receivable difficulties

Too much competition
Insufficient advertising
Lack of technical experience
Wrong location for service
Inventory control

Fraud (3)

o I

oOwo-Jo U bW
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This study by Dun and Bradstreet and studies by
others indicate that at least ninety percent of all
construction industry bankruptcy can be attributed to
poor management (Nunnally 2).

Robert Zilly in Management Audit for Small
Construction, says that often the options for "reducing
risks are limited." These high risks include injury to
employees and the public, loss of equipment, busi-
ness interruption, loss due to economic conditions, and

bad debt loss. The list of the measures he gives to

minimize risks are:



* Avoid involvement in high risk projects.

* Carefully analyze risks involved in each
project and take steps to reduce them to
levels your firm can handle.

%* Review business risk coverage your in-
surance provides with the aid of a com-
petent insurance specialist.

2 Study how reliable your estimating pro-
cess has been in projecting costs.

* Review your business organization form.

W Strive for a high rate of return on in-
vestment.

* Make a real effort to implement as effec-
tive an employee safety program as pos-
sible (44-45).

Equal and balancing factors in the construction
industry are technical and profit management. Tech-
nical management refers to the estimating, cost con-
trol, and engineering portion. Profit management is
concerned with risk management, money management, and
collection management. The controlling factor is the
business plan. A successful businessman will utilize
the business plan to effectively control technical and
profit management. The business plan is the "guiding
force" of any company. The basic goals and objectives

of a company, its programs, and its resources are all

contained in the business plan. It is the organ-

izational strategy of a contracting firm (Brunotte 5).

Statement of Purpose

Ozark Builders, a housing development company

specializing in the construction of lake homes, is in



need of a business plan. Therefore, this study will

investigate the design and implementation of a business

plan for Ozark Builders.



Chapter II

LITERATURE REVIEW
1 condit]

The U.S. Department of Commerce released a report
in August 1996 on New One-Family Houses Sold in the
U.S. The statistics in this report, as shown in Figure
2, revealed that the sales of new one family houses in
June 1996 were at a seasonally adjusted annual rate of
734,000 houses sold. The May 1996 rate was 775,000,
down 41,000 units, but up over the June 1995 rate of

724,000 new one-family houses sold (2).

Figure 2

HOUSES SOLD (Annual Rate—thousands)

I

January  February March April
B 1995 I 199

e 5 § 3

o

Source: U.S. Department of Commerce. New One-Family Houses Sold
(August 1996) .
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A June 1996 Dun and Bradstreet Survey of two

hundred construction executives showed strong growth in

the construction industry. Future growth was expected
to remain strong. The construction executives reported
that their current order books, employment levels, and
selling prices were at a peak level (1).

John A. Tuccillo, chief economist for the National
Association of Realtors, reported in Today's Realtor
that, "Economic growth is again going to be a positive
factor in 1997, and employment numbers will help tell
you where it's going" (Umlauf-Garneau, "1997: Strong
Housing..."). Tuccillo forecasts a fairly strong
housing market for the first and second quarters of
1997. He predicts that home sales will not reach the
current projection of four million units, but will be
around 3.85 million units in the first quarter of 1997.
The highest annual home sales volume for the 1990s was
3.94 million units in 1994, and the record all-time
annual high was 3.98 million units in 1978. With the
commitment rate on the thirty-year fixed-rate mortgages
falling to below eight percent and with possible relief
in the capital gains area, Tuccillo believes that all
areas of the country will do well in 1997 (44). The
NAR Research Division reported that the monthly sales
of single family units hit a high of 4.04 million units
in November 1996 ("Existing Home Sales"). Homeowner-

ship is the highest in fourteen years according to the



U.S. Department of Housing and Urban Development. The

rate zoomed to 65.1 percent in late 1995. There has
been a steady decline in homeownership in recent years.
NAR President, Art Godi, credits this increase to
housing affordability and to programs that reach out to
first time buyers and loan mortgage rates ("Homes Are
Hot..."). This national homeownership rate has risen
without a drop for ten consecutive quarters, con-
tinuing the longest uninterrupted increase of home-

ownership in thirty years ("Homeownership Boom").

Business Plan

"A business plan is the written expression of your
business idea," is a statement made in the booklet by
the Missouri Department of Economic Development, Start-
ing a New Business in Missouri. Writing a business
plan forces the business owner to take a critical, ob-
jective look at his business idea and rethink certain
areas. It communicates the owners' ideas to financial
institutions and to others. A good business plan is
essential in both new and existing businesses. By out-
lining goals, the business owner can spot weaknesses
and strengths during all phases of the venture (7).

A good business plan includes an executive summary
that describes the company, its management, current

stage of development, and future plans. It has a



marketing section that has industry data, including

trends and profit potentials. The marketing section
also includes a marketing plan, customer demographics,
market analyses, and information about the competition.
A product and services section that identifies the
product and services and a description of the manu-
facturing distribution chain should also be included in
the business plan. And finally, a section in the plan
that is devoted to financial information, such as
financial statements and projections is necessary (U.S.
Small Business Admin. "What Makes a..." 2).

Many construction companies' plans are for both
the short term (one year) and the long term (three to
five years). Most short term business plans consists
of three parts: a sales plan, an operations plan, and a
forecast statement of income. The forecast statement
of income is usually prepared annually during the last
quarter of the year for the following year (Lang and
DeCoursey 148).

The U. S. Small Business Administration in their
pamphlet, A Business Plan for Small Construction Firms,
lists a number of questions an owner should ask himself

when compiling his business plan:

What business am I in?
What do I sell?

Where is my market?
Who will buy?

Who is my competition?

* %+ + % *



* What is my sales strategy?

How much money is needed to operate
my firm?

How will I get the work done?

What management controls are needed?
When should I revise my plan?

Where can I go for help? (2)

*

* ok % o

Fourteen basic steps in making a business plan

that any small business could utilize was contained in

Small Business Management Fundamentals:

Step

Step
Step
Step
Step
Step

Step
Step

Step

Step
Step
Step

Step
Step

b

o~

10:

i i

1Z2:

Ids
14:

Determine what profit is wanted
from the business and complete a
projected income statement.

Survey the market and determine

if projected sales are obtainable.
Prepare a statement of assets to
be used.

Prepare an opening day balance
sheet.

Study location and choose site for
business.

Prepare a layout for business
activity.

Choose legal form of organization.
Review all aspects of the merchan-
dising plan.

Analyze the estimated expenses in
terms of their fixed or variable
nature.

Determine the firm's break-even
point.

If sales on account is being con-
sidered, establish a credit policy.
Review the risks and how to cope
with them.

Establish a personnel policy.
Establish an adequate system of ac-
counting records. (Steinhoff 29-30)

There are many organizations available to give

assistance to firms desiring information and counseling

in starting and managing their businesses. The Service



Corps of Retired Executives Association (SCORE) is a

volunteer organization associated with the U.S. Small
Business Administration. SCORE members conduct busi-
ness seminars each month. They may be reached by phone
to answer business questions and give on-the-spot
counseling. They provide one-on-one counseling for as
long as this service is needed. Many of the county
extension centers have business and industry special-
ists who provide information and individual assistance
to business owners. The Missouri Department of
Economic Development is another good source of infor-
mation for businesses. Municipalities, such as Kansas
City and St. Louis, have councils set up to provide
information to new business owners (Eliason 13).

The Internet is becoming a new source for business
valuation. It is growing at the rate of ten percent
per month, and one-half of all activity on the Internet
is business oriented. Economic data can be accessed
through the U.S. Census Bureau (http://www.census.gov).
Some of the information on the Web is free, but many of
these providers, such as Dun and Bradstreet, charge a
fee for their services. The Web is still in its
infancy as far as a full-service information provider
is concerned. Industry ratios for comparative purposes
are not now available on the Web and for many infor-
mation searches, traditional sources still have to be

used (Chipalkatti 7).
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One of the most important decisions that organ-
izers of a small business enterprise must make is
selecting the type of legal structure for the business.
In Missouri, the law allows for the following types of
legal structures: a sole proprietorship, a general or
limited partnership, a limited liability company (LLC),
and a corporation (S corporation or C corporation).

A sole proprietorship is owned and operated by one
person. It is the least costly way of starting a busi-
ness. The owner assumes all risks and is entitled to
all profits. The business debts of a sole proprietor-
ship may be paid by confiscating the owner's personal
assets (Missouri Dept. of Economic Development 19).

In a general partnership, the business is owned by
two or more persons. Generally, the actions of one
partner obligates all partners. This type of partner-
ship can be formed by either an oral or written agree-
ment. Each partner is one hundred percent responsible
for the debts. All profits of the business are shared
by the partners (19).

Under a limited partnership, the limited partners
have limited personal liability, only their investment
is at risk. However, the limited partners have no
control over the business. The general partners in the

limited partnership are fully liable for the partner-
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Appendix B

AN EVALUATION QUESTIONNAIRE
FOR
THE DESIGN OF A BUSINESS PLAN FOR OZARK BUILDERS

Dear Evaluator,

A proposal was made for an investigation into the design and implementation of
a business plan for Ozark Builders, a small residential construction firm. You
were selected to evaluated this business plan because of your expertise in this
area. Your answers and opinions will be very valuable in implementing this plan.
Please give serious thought to each question and answer all questions candidly
with any comments or suggestions that you believe would improve the plan.
Blank pages may be found at the end of the questionnaire for additional
comments. Your assistance in the evaluation of this plan is greatly appreciated.

EVALUATOR DATE

Physical Design
' What was your first impression of the overall physical appearance of the plan?

What measures would you suggest to improve its appearance?

Introduction Secti
Does the introduction page supply adequate information about the company and
its principal officers? 126
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Yes No

IF YES, please offer at least two comments on why the information in the
introduction is sufficient.

i

IF NO, please offer at least two suggestions on how the introduction may be
improved.

1.

Table of Contents
Do you believe that it is necessary for a Table of Contents to be included with
this business plan?

Yes No

IF YES, please offer at least two reasons why you believe that it is necessary for
a Table of Contents to be included with this plan.

L,
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IF NO, please offer two reasons why a Table of Contents should not be included
with the business plan.

1

fT Fi
Does a List of Tables and a List of Figures need to be included with this
business plan?

Yes No

IF YES, please offer at least two reasons why a List of Tables and Figures
should be included with the plan?

s




.

IF NO, please offer at least two opinions why a List of Tables and a List of
Figures should not be included in the business plan.

129

; b

Executive Summary
Is the objective of Ozark Builders clearly defined?

Yes No

IF YES, please offer at least two reasons why you believe that the objective is
clearly defined.

1.

IF NO, please offer two suggestions on how the objective of Ozark Builders may
be better defined.

1.
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3.

What other information do you believe should be included in the present state of
development section?

What other information should be included in this section about the product?

Are the personal histories of each of the principle officers of Ozark Builders
adequate?

Yes No

IF YES, offer at least two reasons why you believe the personal histories of the
principles to be adequate.

1.
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IF NO, please offer at least two reasons why you believe the personal histories
of the principles are not adequate.

) ¥

Is the organizational structure of Ozark Builders clearly defined?

IF YES, please offer at least two reasons why you believe that the organizational
structure is clearly defined.

1.

IF NO, please offer at least two reasons why the organizational structure of
Ozark Builders is not adequately defined.

L
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What improvements do you believe should be made in the Executive Summary
section?

Market Analysis

Do you believe that the studies shown in this section are relevant to the product
and that the market area is satisfactorily identified?

Yes No

IF YES, please offer at least two reasons why you believe that the market area
is identified and that the studies are relevant to the product.

8

IF NO, please offer at least two reasons why you believe that the studies are not
relevent to the product and that the market area is not identified.

1.
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Should the charts shown in Figure 1 and 2 be included in this plan?

Yes No

IF YES, please offer two reasons why the charts should be included.

1.

IF NO, please offer two reasons why the charts should not be included in the
plan.

1.

Is competition for Ozark Builders and Ozark Builders' strengths adequately
identified?

Yes No
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IF YES, please offer at least two reasons why you believe that the competition
and the strengths of Ozark Builders is adequately identified.

1

IF NO, please offer at least two suggestions on how the competition and the
strengths of Ozark Builders may be better identified.

1

What suggestion do you have for the improvement of the Marketing Analysis
section?
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Do you believe that it is important to show Golden Key Realty's role in the
marketing of the product?

Yes No

IF YES, please offer at least two reasons why you believe that it is important to
show Golden Key Realty's role in the marketing section.

1.

IF NO, please offer two reasons why you believe that it is not important to show
Golden Key Realty's role in the marketing of the product.

;

What suggestions do you have to improve the marketing strategy section?
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Product Analysis

Is it important to show the business relationship between Ozark Builders and
L&F, L.L.C.?

Yes No

IF YES, please offer at least two reasons why the relationship between Ozark
Builders and L&F, L.L.C. should be identified.

1.

IF NO, please offer at least two reasons why the relationship between Ozark
Builders and L&F, L.L.C. should not be identified.

p 1

What other product information do you believe would improve this section?
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Fi ial Inf ;
Do you believe a financial institution would favorably view this income
statement?

Yes No

IF YES, please offer at least two reasons why you believe that the income
statement would be viewed as favorable?

1

IF NO, please offer at least two reasons why you believe that the income
statement would not be favorably viewed.

1.

What improvement would you suggest for the balance sheet?
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Is the basic format of the cash flow projection easy to understand?

Yes No

IF YES, please offer at least two reasons why you find the format of the cash
flow projection easy to understand.

i

IF NO, please offer at least two suggestions to improve the cash flow projection.

1=

What suggestions do you have to improve the Financial Information section?
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Do you believe that the information in the appendix should be included with the
business plan?

Yes No

IF YES, please offer at least two reasons why you believe that the information in
the appendix should be included.

1.

Please offer at least two suggestions for the improvement of the appendix.

i "
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IN SUMMARY

What was your overall impression of the Business Plan for Ozark Builders?

What areas do you believe need improvement and what suggestions do you
have for these areas?




Appendix C

COVER LETTER

May 00, 1997

Betty Lorton
1012A Thompson Blvd.
Sedalia, MO 65301

Dear Ms. Lorton:

As per our telephone conversation, enclosed herewith is
a questionnaire to be used to critique a business plan
for Ozark Builders.

Please complete the questionnaire at your earliest
convenience and return the plan and the questionnaire
to me in the enclosed self-addressed, stamped envelope.

The questionnaire is self-explanatory. Please complete
all questions, adding any comments or suggestions that
you may believe would be helpful.

If you have any questions, please do not hesitate to
contact me at home (816 438-9055) or at my office
(816 438-7228).

Thank you for taking the time and effort to evaluate
this business plan. I will look forward to hearing
from you soon.

Respectfully,

Benjamin Luke Beaman
Rt #4 Box 124 D-64
Warsaw, MO 65355 141
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