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5 The developer 

5.1 Name and slogan 

The name of our company is a combination of two French words “Connaissance” 

meaning knowledge and “Force” standing for power and strength. Combining 

together, we have the company’s name ConFort which is the French version of the 

English word Comfort. However, the “n” and the capital letter “F” are the changes 

that have been made and mark the originality of the company’s name.  

Going to Haiti is always seen by the overseas Haitians as something extremely 

interesting and an excellent time to enjoy the country’s natural products. “Makes your 

life pleasant” will be therefore the company’s slogan which is compatible with its 

mission and vision to enhance life by offering modern and luxurious residential 

homes.  

 

5.2 Product offering 

Our company wants to enter the real estate market of Port-au-Prince by offering 

apartments and commercial buildings for rent respectively on a short/medium and 

long basis. ConFort will provide apartments with all sorts of furniture such as bed, 

fridge, etc. and will make sure that the fundamental needs such as utilities, security 

and internet connections are satisfied.  

ConFort’s products fall into 3 main categories:  
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1) Residential Apartment – Most of the units that will be offered to the overseas will 

have two bedrooms and some three bedroom units. Additionally, each unit will 

have a kitchen, a balcony and a living room.   

2) Single House – 60% of the single houses will be 3 bedrooms and 40% 4 bedrooms. 

In order to satisfy the need of most of the targeted users, some houses will be one 

floor and while some will be of two floors.  

3) Commercial building- This is an excellent opportunity to satisfy the need of the 

commercial and service industries. In the long run, the company will construct 

commercial buildings and use the first floor of some of the residential apartments 

for this purpose.   

 

5.3 Servicescape 

ConFort apartment’s model servicescape will turn around four concepts: price, safety, 

convenience and maintenance. Safety and security inside the building are very 

important and will be taken into account by the company who will provide a 24 hours 

security services. An office well equipped with cameras will be posted at the main 

entrance.  Personnel for maintenance and cleaning will be mandatory. 
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5.4 Entry and growth strategy 

1-2 years: Within one to two years ConFort will seek to buy the entire land required 

to construct its residential urban village. At the same time, the company will look for 

partnership with corporations or firms and other private investors to fund the company 

growth strategy. ConFort will take advantage of this stage to collect more information 

for its further expansion. 

2-4 years: By the end of the second year, ConFort’s plan is to complete the 

construction of the first residential bloc, lease the apartments to the users. Within this 

period of time, a 24 units building apartment will be ready to serve the overseas 

Haitian. This will be the time for ConFort to adjust and adapt its business model to the 

market.  

5-7 years: By the beginning of the fifth year, the company will start the construction 

of the single houses. Two other 25-units building apartment and 6 single houses 

should be ready before the end of the seventh year. Key company growth milestones 

can be seen in figure 2. 

Figure 2:  Key company growth milestones 

  2010 2011 2012 2013 2014
Incorporation and land acquisition     
Design and architectural plan     
First round financing    
Construction of the first residential bloc   
Completion of the first residential bloc 
Second round financing   
Renting and selling of residential space 
Mortgage loan   
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Beginning of the second residential bloc   
Completion of the second residential bloc 
Construction of single houses   

 

5.5 Rent and expenses strategy 

ConFort’s pricing and expenses strategy go together. Thus, to preserve and attract the 

targeted users, the company will use a specific pricing strategy during the launch time 

period associated with good quality service and amenities. 

 

5.5.1 Pricing strategy 

Prices and rents in real estate markets are set by negotiation rather than in auction 

markets. Thus, during the first year, the company’s business model is to adopt a 

penetrating price strategy. This strategy consists of offering lower renting price 

compare to the average market price in Gressier. However, according to some real 

estate experts, lower rents attract households with greater default and other 

delinquency risk 13 . Therefore, ConFort’s pricing and renting strategy will be to 

focusing on a relative high price starting in the second year. It is obvious that high 

price in such market like Haiti might increase the vacancy rate. But, positive vacancy 

allows profit-maximizing operators to hold a walk-up option to rent space to those 

with high search costs. Table4 indicates that ComFort’s price is $249 compare to 

                                                            
13 Peter Chinloy & Eric Maribojoc  (1998); Expense and Rent  Strategies  in Real Estate Management. 

Journal of Real Estate Research, Volume 15, number 3 
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$280 in Gressier for two-bedrooms dwelling units but in the long run ConFort’s price 

will be higher than the market price. The strategy will be the same for the three-

bedroom units. 

 

Table4. Current housing price and price forecasted by the ConFort 

 

ConFort’s apartments are priced to reflect the standard and the quality that the users 

are looking for. Three renting options will be available: 

Monthly lease contract - This option is somehow new for the Haitian renting market 

but very familiar to the overseas.  

Quarterly lease contract - for users who are going to specific time in the country; 

Semiannual lease contract – this is the most known renting contract in Haiti. 

 

5.6 Expenses 

In the following years, the company will adopt a more aggressive strategy which 

involves increasing some expenses to raise gross rents. Some of these special 

expenses are amenities which include building and tenant improvements; and 

discretionary expenses to attract and retain tenants include higher costs associated 

with the frequency and quality of repairs and maintenance, and marketing. 

Apartment 
Actual price in 

Gressier 

ConFort’s price 

Launching price 
After one year 

price 
2 Bedrooms $280 $249 $350 
3 Bedrooms $325 $309 $400 
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5.6.1 Marketing strategy 

Three (the product, the price and the place “location”) of ConFort’s Marketing Mix 

model (also known as 4Ps) have already been analyzed. To make complete the model, 

the company’s promotion strategy will be focusing in the United States supported by 

an annual budget of about $50,000. ConFort is going to implement targeted marketing 

campaigns during the first year in three specific areas in United States: Florida, New 

York and Massachusetts. In these three states, the company will pay for a television 

advertisement presenting the buildings with a view about the location. This will be a 

three days weekly advertisement on a well known Haitian TV channel. 

The company’s chief marketing officer will be in charge of inviting the Haitian 

community around the USA to present the buildings and the houses. In Haiti, the 

company is not going to spend on advertisements.  By the time the project will be 

fully accomplished, the company will build its own website to market its products (the 

cost is not taking into account in the pro forma statements). 

The company is planning to sponsor some big events such as music festival or other 

cultural activities where thousands of Haitians usually gather and even go to church to 

present the product. During the first year, all kinds of marketing strategy will be used 

to make the village known. 
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5.7 Financing strategy 

Real estate development is a capital intensive business which means that ConFort, as 

a start-up company, has to apply a very good financing strategy to achieve its goals. 

The founders will start the project by spending $US 53,840 to acquire a third (1.03) of 

the total 3.09 acres required. During the founding stage 60,000 shares at $US1 will be 

issuing. Table 5 shows how the equity is going to split between the founders, the first 

and second rounds of financing. 

 

Table 5: ConFort Capitalization Table, assuming founders, angel investors financing 

and corporate participation  

Founding/ Incorporation Round 1 Round 2 
# Shares % # Shares % # Shares % 

Jean 24,000 40.00% 24,000 29.85% 41793 23.89% 
Lauranne 10,800 18.00% 10,800 13.43% 18952 10.83% 
Chris 9,900 16.50% 9,900 12.31% 14808 8.46% 
Jules 9,900 16.50% 9,900 12.31% 14808 8.46% 
Sherly 9,900 16.50% 9,900 12.31% 14808 8.46% 
Total 60,000 100.00% 80.21% 105,169 60.10% 

Angel investors 15,888 19.76% 39,770 22.75% 
Total 80,388 100% 

Corporation 30,000 17.15% 
Total 174,939 100% 

During the first round of financing about 20% (15,888 shares) of the total shares will 

be offering to angel investors in order for them to invest US$ 100,000 at a $150,000 

post-money valuation. Preferably we will be looking for family members and close 

friends. From this moment, the company will start the construction of one apartment 

building in order to attract more investors and find a mortgage loan.   
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The second phase of financing will commence during the construction of the first 

building. At this funding stage, while the founders might be asking to increase their 

investment participation, the company will be looking for a corporate investment. 

About 17% (30,000 shares) of the total shares will be offering in exchange of 

$150,000 investment.   The founders’ equity participation is forecasting to 40% of the 

company’s equity.  

5.7.1 Pro forma statements 

As it can be seen in the pro forma income statement, by the time the project will be 

fully executed, ConFort will provide a total of 150-bedroom dwelling units of which 

90 will be two-bedroom units and 60 will be three-bedroom units. Monthly rent is set 

to be $US 249 and $US 309 respectively for 2 and 3 bedrooms as a penetration 

market price. Assuming an annual 5% vacancy rate, the effective gross income would 

be $US 466,961.  

Figure 3: ConFort Apartments Pro Forma Annual Operating Statement (in $ US) 

Gross Scheduled Income 
   2 BR units with 2 baths: 90 at $249 $22,410 

   3 BR units with 2 baths: 60 at $309 
   

18,551 
Gross Monthly Income $40,961 

Gross Annual Income (gross monthly income X 12) $491,538
   Less: Vacancy and collection losses at 5%    24,577
Effective Gross Income $466,961
   Less: Total operating expenses 
      Fixed 
         Real estate taxes (5.6%) $  26,052
         Hazard insurance       9,000
         licenses       5,200
      Variable 
         Management (5%)    23,348
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         Resident manager (6)      8,000
         Custodian and gardener (12) 5,000
         Workman's compensation and Social Security (3%) 14,009
         Advertising 52,000
         Utilities 25,000
         Supplies 8,500
         Repair and maintenance (4%) 18,725
         Other (3%) 13,971
             Total $208,805 $208,805
Net Operating Income $258,156

 

Annual total fixed operating expenses would be about $US 41,000 and total variable 

cost around $US 134,000. ConFort will maintain a 5% ceiling for repair and 

maintenance and 1.6% for other variable expenses; marketing expenses will be higher 

because of the US market but will be decreasing as potential users will be aware of 

the village. As a result, the complete project would be able to generate about $US 

291,777 of net operating income during the first year. (See Figure 3) 

 

Figure4: After-Tax Cash flows 

2012 2013 2014 2015 2016
Net Operating Income 258156 286105 311071 340509 361970
Other Net Income (Commercial) 0 0 0 0 0
Less: Annual Debt Service 215130 215130 215130 215130 215130
Before-Tax Cash Flow 43026 70975 95941 125379 146840
Less: Tax Payable 2312 6122 9608 13667 16809
After Tax Cash Flow 40714 64853 86333 111712 130031

  

Having financed 80% of the total capital budgeting with debt, the company will be 

able to generate enough cash to pay its debt. From the first year of operation, the 

after-tax cash flow is positive and increasing to more than $130,000. We assume that 
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after the fifth year the commercial buildings will also generate revenue which will 

allow ConFort to start the construction of the single houses.  (See Appendix for the 

complete cash flow statement) 

  




