MODULE 1
Market research.
According to the task manager in the TV sets company, in the last 12 months;
1. 1200 new listings have been signed.
2. [bookmark: _GoBack]550 sets have been sold.
3. The average selling price is $450.
4. 650 properties haven’t been sold.
5. There are 3 brokers involved.
The marketing conclusions reached are;
· The market will be adopted because the turnover rate is relatively high.
· The market is not too large to exploit. It is within the company’s ability to exploit.
· The people living around the area are quite favorite fans of various shows in the TV, some are football fans. Thus there is relatively a broad market.
· The competition from other brokers is tough but it can be managed with consistency.
Marketing plan.
1. $1000 is available for marketing.
· With this, door to door pamphlets will be created and printed.
· A Facebook visual will be created monthly.
· $400 will be invested in geo-localized Facebook advertising. 
2. 3 hours a day will be available for active prospecting which entails;
· Spending 1 hour a day creating stories on Twitter, Facebook and Instagram without forgetting replying to some of the comments.
· Once in a while depending on the climate door to door prospecting will be done in the area.
Marketing plan conclusion.
· The marketing plan should always be kept realistic and easily achievable. Should be pocket-friendly.
· There should be consistency in the efforts applied in the field. More so in the door to door prospecting.
· Be specific and all the things kept as simple as possible.
Agency selection.
The business model established is a single affiliation one.
Income tax before adding revenues.
	Income
	$60000

	Combined taxes(26%) + QPP
	$18000

	Net income
	$42000



Net income after taxation of both revenues
	Company revenue
	$40000

	Business expenses
	$14000

	Total revenue
	$26000

	Combined taxes (26.7%)
	$8600

	Net income
	$17400



Monthly payments = $100 per transaction.
Remuneration sharing = 30% per transaction.
	
	$30000
	$60000
	$90000
	$120000

	Plan A
	$9100
	$19200
	$28200
	$37200

	Plan B
	$4800
	$11200
	$17100
	$24800

	Plan C
	$10100
	$11800
	$13800
	$14600



Services and tools included.
· Website is offered at a cost of $500 per month
· Productivity suite is available at $300 per month
· Subscription to national DNCL at $350 per month
Training.
· Entry-level brokers are introduced to some training.
· No other type of training available
· There is no game plan established yet for training. The current is based on ad hoc needs.
