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Dear Senior Executive Committee, we 
are eager to give you a land advancement  
opportunity that is both productive and in 
accordance with our organization’s mission 
and goals. 

Market  Analysis 1.1
B.R.I.C.K.S Building Company has discovered 
a potential site that is a promising investment. 
The 120 +/- acre site is located on the East 
side of County Road 86, South of County 
Road 88, and North of County Road 84, and 
has a purchase price of ten million dollars. A 
proposal for a fresh approach is presented with 
the creation of a single family detatched home 
subdivision. We believe that this land is in the 
perfect space to create our neighborhood in 
Celina, Texas. 

Product Design & Development 1.2
B.R.I.C.K.S Building Company believes 
that Magnolia Woods wil l  add value to 
to the community of Celina, Texas and 
the surrounding areas. Magnolia Woods 
offers three separate design series 
with nine different floor plans with 
four different elevations. This wil l  al low 
us to appeal to different buyers and 
create the desired home for each buyer. 
The selected plans range from 2,323 - 
4,200 square feet in size and range from 
$480,336 - $657,825 in base price. 
Each floor plan includes unique brick 

facades for an effortless, solid feel to 
the community. Every layout also offers 
structural options allowing the buyer to 
personalize a layout to make their home 
special. Our standard highlights stand 
out amongst the competitors in our area. 

Site Design & Development 1.3
The site design takes inspiration from the 
native Southern Magnolia Tree. The site design 
symbolizes a branch with its different leaves 
and buds sprouting as offshoots. The curvature 
of the roads created by this design provides a 
dynamic walkable experience for residents 
while also allowing each lot to be unique. The 
demand for outdoor green space is high among 
our target market and our goal is to satisfy that 
demand. Within each “leaf” lies a pond and an 
ample amount  of green space with multiple 
groves of magnolia trees. Interweaving through 
the site, are many paved walking and biking trails 
that connects the different amenity spaces 
within Magnolia Woods to more extensive 
growth in the surrounding area. This encourages 
more physical activity within the community.

Sustainability  Overview 1.4
To show how much B.R.I.C.K.S Building 
Company values the practice of sustainability in 
the built environment, we have taken measures 
to implement International Code Council 700 
National Building Standards in construction, 
land development and product design. 

Executive
Summary
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Project  Management 
Overview 1.5
Magnolia Woods will provide the highest level 
of customer service and strive to protect its 
investment. We must remain on schedule, 
within budget, and in the best interest of the 
community. 

Financial Overview 1.6
B.R.I.C.K.S. Building Company developed 
thorough financial and risk analyses to 
assure the profitability and feasibility for 
the potential Magnolia Woods community. 
Our financial team analyzed three different 
cash flow scenarios that were based on 
shifts in consumer preference and economic 
prosperity. The examination of these cash flow 
scenarios helped to determine the practicality 
of our financial models. The scenarios include 
an optimistic, conservative, and a base sales 
pace. These cash flow scenarios produced an 
IRR ranging from 15.8% to 25.5% with our 
baseline cash flow scenario having an IRR of 
24.54%.

Schedule Overview 1.7
The B.R.I.C.K.S Building Company aims to 
purchase 120 +/- acres of land on March 1, 
2022. Once the contract is closed with due 
diligence, land development will launch on 
April 13, 2022, and will continue throughout 
the five phases, projected to end September 
20, 2030.  

In detail, phase one will take 873 days (March 
30, 2022 through August 1, 2025). Phase 
two will take 1004 days (September 25, 
2023 through July 29, 2027). Phase three 
will take 806 days (November 13, 2024 
through December 15, 2027). Phase four will 
take 1238 days (December 2, 2025 through 
August 29, 2030), and phase five will take 
801 days (February 8, 2027 through March 
4, 2030).  Each phase dates includes the 
schedule of construction and sales.

Sales & Marketing Overview 1.8
B.R.I.C.K.S. Building Company Sales and 
Marketing team has captured the young 
professionals, repeat home buyers and retirees 
through strategic online marketing, a well-
organized sales force, and both national and 
local media outlets. Our goal is to maximize 
our budget to assist in the sale of homes and 
produce cash flow. 

Conclusion 1.9
The B.R.I.C.K.S. Building Company team has 
faith in  Magnolia Woods’ latent capacity and is 
expertly fit to achieve its effective execution. 
We firmly believe in providing a genuine 
sense of community and to provide various 
living platforms. Thank you for your time for 
exploring this business opportunity placed 
before you.
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Market Analysis

Celina is one of the fastest growing
cities in North Texas, situated 

in the center of the most popular 
communities including McKinney,
Gunter, and Prosper.

“Fastest growing city in North, Texas“

“Celina’s maximum projected buildout 
population is approximately 378,000. 
In other words, Celina is positioned 
geographically, demographically, and 
economically to quickly become a big 
player in the North Texas metropolitan 
community.”

-www.celina-tx.gov

Zonda 2.1
The following data is market 
intell igence  collected by Zonda 
Home through the Celina, Texas 
division. Zonda Home updates its 
data quarterly and has assisted our 
development efforts tremendously.

• Year over year growth 3.4%
• Sale to list price 102.0%
• Homes sold above list price 51.0%

(190.0% year over year)
• Homes with price drop 8.7% (-17.6%

year over year)
• Average homes sell for 3% above list

price and pends around 21 days
• Hot homes sell for 6% above list price

and pends around 11 days
• Median Sales price $540,000 (+41.5% 

year over year)
• Number of homes sold 51 (-44.0%

year over year)
• Median days on market 27 (-40.0%

year over year)
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Surrounding Area 2.2
Celina is a small city in the state of Texas located 
in Collin County. Celina has seen steady and large 
amounts of growth for new residents over the past 
f ive years for the town’s size. Its location allows it 
to serve in perfect proximity to feature all  aspects 
a big city or small-town person could desire. The 
Magnolia Woods development is conveniently 
positioned within a 10 minute or less drive of over 
15 eateries, a shopping center, and a grocery store. 
It is also 30 minutes or less away from various 3–5-
star hotels with some of the largest employers in the 
area being Raytheon and Baylor Medical Center. 
Some of the popular family festivals hosted in the 
area are the Cajun Fest which includes l ive music, 
a massive crawfish boil,  and a gator show. The 
Celina Light Farms Fall Festival is also extremely 
popular. Families may also enjoy Ray Roberts Lake 
State Park, the National Video Game Museum, 
watching games at AT&T Stadium, and hockey 
at the American Airl ines Center. Our potential 
homeowners can also enjoy nearby wineries such as 
Eden Hill  Winery and Vineyard, Carmela Winery, 
and Caudalie Crest. 

Transportation 2.3
The average commute time to work in Celina, Texas is 
30 minutes and 81.9% of the population drives their 
personal car, while only 5.66% of the population 
carpool. Celina has a public transportation system 
that also supports surrounding communities. 
The closest major cities to Celina are Dallas and 
Gainesvil le which are  45 minutes away. Other 
big cities nearby include Fort Worth  (1 hour 2 
minutes away) ,  Frisco (20 minutes away), and 
Denton (35 minutes away). The Dallas/Fort 
Worth Airport is 39 minutes away from the 
development. Magnolia Woods is located on state 
highway 289 and nestled between the major 
thoroughfares, with Preston Road to the east 
and the Dallas North Tollway extension to the 
west. Aside from the population that drives 
personal vehicles, ride share services including 
Uber and Lyft are available to residents who wish 
to travel by other means.

Crime 2.4
Celina, Texas has a grade of “A” in crime 
according to Zonda. The “A” grade means the 
rate of crime is much lower than the average 
U.S. city. The rate of crime is 14.74 per 1,000 
residents during a standard year. Residents of 
Celina generally consider the south part of the 
city to be the safest. Celina is in the 85th 
percentile for safety, meaning only 15% of cities 
are safer and 85% of cities are more dangerous. 
This analysis applies to Celina’s proper 
boundaries only. See Graph 2.1  for more 
information.

Climate and Geography 2.5
Celina has summer-like conditions for most of 
the year. It is common from mid-April through 
November to normally experience blistering heat 
with relentless sunshine. During the winter months 
(December-February) temperatures are cool 
during the day with temperatures dropping at night. 
For unforeseen weather conditions, appropriate 
time has been allotted in our schedule, but we 
expect minimal weather delays in construction. 

Annual Snowfall:1.0”
Annual Precipitation:41”   
Annual Days of Sunshine:232 days 

Winter  
Average Low:38ºF  
Average High:57ºF 

Autumn  
Average Low:56ºF  
Average High:76ºF 

Spring  
Average Low:55ºF  
Average High:74ºF 

Summer  
Average Low:73ºF  
Average High:92ºF

Geographically, Celina has an elevation of 692’ 
above sea level.
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Demographics 2.6
Population
• Population 11,116 18.8% 1-year growth rate 
• Median Age 34.1 2.85% 1-year decrease
• Poverty Rate 0.665% 85.9% 1-year decrease
• Median Household Income $124,375 10.9% 1-year growth rate
• Median Property Value $318,300  6.49% 1-year growth rate 
• Employed Population 5,737 18.9%  1-year growth rate

Race
The f ive largest ethnic groups in Celina, TX are White (Non-Hispanic) 
(76.7%) ,  White (Hispanic) (11.4%) ,  Black or African American (Non-
Hispanic)  (8.95%),  Multiracial (Non-Hispanic) (1.66%) ,  and Asian 
(Non-Hispanic) (0.693%) .  96.4% of the residents in Celina, TX are U.S. 
citizens.

Age and Sex
The generational breakdown in Celina, TX are persons below the age of 
5 (8.4%) ,  below the age of 18 (32.2%) ,  65 years and older (11.1%) ,  and 
female  (47.8%).

White (Non-Hispanic) 

Hispanic or Latino Black or African American

Two Races or more Asian

Female

65 and Older 18 and Below

5 and Below

Education 2.7
Celina Independent School District is a highly rated, public school district 
headquartered in Celina, Texas, with approximately 2,800 students in 
grades PK-12. The student-teacher ratio is 15 to 1. The education level 
of Celina’s citizens is substantially higher than the typical US community, 
where 44.5% of adults in Celina have at least a bachelor’s degree. 

Income  2.8
The median annual household income in Celina, Texas is $124,375, averaging 
more than the median annual income of $79,900 for the United States for 
2021. The sales tax in the area is 6.25%

Cost of Living 2.9
The overall  cost of l iving in Celina is 104.4%, 
which is 4.4% higher than that of the 
United States due to housing, health care, 
and util ities. Celina also has a higher cost of  
l iving than the state of Texas. Transportation 
and health costs are affordable in Celina 
and lower than the United States average. 

Celina Texas United States

Overall 104.4% 93.9% 100%

Grocery 103.9% 93.7% 100%

Health 96.4% 95.4% 100%

Housing 123.8% 84.3% 100%

Utilities 100.2% 99.2% 100%

Transportation 93.4% 103.3% 100%

76.7%

11.4%

8.9%

0.69%

1.66%

47.8% 32.2%

11.1%

8.4%
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Light Farms
American Legend Homes
2.5 Miles away
Unite Sizes 1,802sf-2,879sf
Average Price: $412,740

Ascend at Light Farms
K. Hovnanian Homes
2.1 Miles away
Unit Sizes 1,711sf-2,779sf
Average Price: $429,650

Homestead at Ownsby Farms
First Texas Homes
1.6 Miles away
Unit Sizes 2,27sf-4,560sf
Average Price: $532,500

Ownsby Farms
Megatel Homes
1.6 Miles away
Unit Sizes 1,800sf-2,532sf
Average Price: $503,000

Light Farms Elite
Toll Brothers
3.9 Miles away
Unit Sizes 1,992sf-3,208sf
Average Price: $559,995

Light Farms Selected
Toll Brothers
3.9 Miles away
Unit Sizes 2,499sf-3,485sf
Average Price: $678,745

Cambridge Estates
First Texas Homes
2.6  Miles away
Unit Sizes 2,430sf-4,485sf
Average Price: $660,683

The Columns
D.R. Horton
2.6 Miles away
Unit Sizes 1,525sf-2,851sf
Average Price: $360,115

Comparable Developments  (5 mile radius) 2.10

20.1%

10.2%

9.2%

6.2%

Top Market Share Holders 2.11
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Target 
Market 2.14
Our target market is geared towards 
three markets. Our first target 
market is young professionals. In this 
market, our homes are 
intentionally priced and built to 
cater to new home buyers, 
newlyweds, and single professionals. 
Our second market is repeated 
home buyers. This could be those 
who want to increase their living 
space or to purchase their forever 
home. Our third market is 
retirees that would be more 
attracted towards our smaller 
homes for the purpose of 
downsizing.

All-in-sales-price $540,000 
Down Paymemt $100,800 
% Down 20% 
Mortgage Term (year)   30 
Monthly Income Required  $10,364.58 
Monthly Mortgage Payment $2,528 
Interest Rate  2.265% 
Total Annual Expendenture   $94,063 
Median Annual Income   $124,347 

Square Footage & Base Price 2.13 
Graph 2.6 indicates the relationship between 
square footage and base price. The red diamonds 
represent the prices of our homes, approximately 
$480k-$658k with an average price of approximately 
$569k compared to the homes of our top 10 
competitors within a 5 mile radius. Our competitors’ 
homes are represented by the blue dots and show that 
they have a smaller price range, whereas our homes 
are competitive, offering a larger range of prices for 
our variety of home buyers.

Market Affordability 2.12 
Based upon the average market sales price of $540,000, the perspective household should bring in $124,375 
to afford the average home. With our market research, buyers in the Celina area have the ability to buy 
houses in our sales bracket. The market forecasts future job growth of 48.6% which justifies the future 
affordability on our homes.

Competitors Magnolia Woods

Square Footage VS Price
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We offer a quality living experience to Magnolia 
Woods residents. The architectural designs of our 
homes reflect the company’s vision to promote 

a variety of sustainable living spaces. Our homes will come 
in three different series with sizes ranging from 2323 sq. ft. 
to 4200 sq. ft. This variety is met with outstanding quality 
tailored to meet the needs of our targeted markets. 

Exteriors 3.1
• Advanced framing techniques and improved

thermal envelope system
• Brick options include: Pheonix, Pinehurst,

Chestnut
• Stone options include: Gold Limestone, White

Limestone
• Asphalt shingles and standing seam metal

roofing
• Painted fiberglass, raised panel, insulated front

door with satin nickel hardware and privacy
deadbolt

• Insulated garage doors with openers
• Double hung, grid-between-glass, Double

pane vinyl windows with screens
• Prefinished aluminum seamless gutters
• Two exterior water faucets and weather

resistant GFCI electrical outlets
• Exterior l ighting package
• Low-maintenance landscaping package 

detailed individually for each home site  
• Rear concrete patio

Interiors 3.2
• Open interiors with 9’ ceil ings
• Smooth f inished ceil ings
• Elegant arched entryways and beautiful

trimmed columns (Per plan)
• Open living spaces with natural l ighting
• Vinyl flooring in Kitchen, Dining, Family Room,

secondary bathrooms, and Entry
• Carpet with 6 lb. pad in all  Bedrooms and

Closets.
• Ceramic ti le floor in Owners Suite
• Painted two panel 6‘8” interior doors with satin

nickel hardware
• Secondary baths include Level 1 cultured

marble vanity tops, 42” mirrors and one-piece
f iberglass tub-showers

• Pedestal sink with decorative mirror in Powder
Bath (Per plan)

• Level 1 home lighting package included
• Smart thermostat
• Flooring: hardwood, laminate, ti le
• Cabinets: raised panel, slab, shaker
• Counters: quartz, granite, quartzite

Owner’s Suite and Bath 3.3
• Ceramic ti le flooring
• Cultured quartz/quartzite/granite vanity tops
• WaterSense Brushed Nickel faucets
• Level 1 brushed nickel l ighting f ixtures and

accessories
• Walk-in closets with ventilated shelving
• Water conserving, elongated toilet

Gourmet Kitchens 3.4
• Granite tops with 4” granite splash
• Separate pantry with ventilated shelving
• Large island
• 42” cabinets with crown molding
• Stainless 50/50 undermount sink with Water

Sense faucet
• Full complement of sleek stainless steel Energy

Star Kitchen appliances:
• 30” Gas range
• High-eff iciency, quiet-wash dishwasher
• Energy saving, built-in microwave
• 30” Wall-mounted pyramid chimney hood

Mechanical 3.5
• High performance Lennox heating and cooling

maintains your home’s comfort with lower
operating costs. 16 SEER air conditioning
with chlorine-free refrigerant to reduce
environmental impact. 93% Escient gas
furnace brings more savings during the heating
season.

• Third Party performance verif ication using the
Home Energy Rating System (HERS) Index
for easy comparison against other homes

• Cooking surfaces vented directly outside
• PEX corrosion resistant plumbing system
• 50-gallon electric water heater

Product Design 
& Development
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60
S e r i e s  3.6

Mockingbird 4,200 SF.
4-5 Bed | 4 Bath | 2 Car Garage

Base Price $657,825

2nd floor1st floor

T he 60’ elevations are our largest homes. This series 
includes up to f ive bedrooms with 3 - 4 bathrooms. 
Homebuyers seeking more space wil l  enjoy the 

luxurious 3994 sq. ft. to 4200 sq. ft. range of this series. 
Upgrades specif ic for the 60 Series include an additional 
bedroom, dining space, and a choice between a study area 
or media room based on the desired plan. These homes f it 
perfectly within our Lot Type A.
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60 S e r i e s

Cardinal 4,025 SF. 
5 Bed | 3.5 Bath | 2 Car Garage
Base Price $641,783

Blue Jay 3,994 SF. 
5 Bed | 3 Bath | 2 Car Garage
Base Price $634,200

2nd floor

2nd floor

1st floor
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50
S e r i e s  3.7

2nd floor1st floor

Raven 3,600 SF.
4-5 Bed | 4 Bath | 2 Car Garage

Base Price $624,200

T he 50 Series – These 50’ elevations are our mid-
sized homes. This series of plans contain four 
bedrooms with three baths, ranging from 3157 sf to 

3600 sf. With room to raise a family or entertain guests, 
homeowners wil l  enjoy these outstanding floor plans. 
These homes f it perfectly within our Lot Type B.
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50 S e r i e s

Sparrow 3,350 SF. 
4 Bed | 3 Bath | 2 Car Garage
Base Price $605,461

Robin 3,150 SF. 
3-4 Bed | 2.5 Bath | 2 Car Garage
Base Price $587,972

2nd floor

2nd floor

1st floor

1st floor
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40
S e r i e s  3.8

Lark 2,750 SF.
3 Bed | 3 Bath | 2 Car Garage 

Base Price $560,289

2nd floor1st floor

T he 40 Series – Our 40’ elevation homes consist 
of three bedrooms with 2 - 3 bathrooms. The 40 
Series homes offer buyers the space they need while 

upholding the quality and stunning aesthetic typically 
seen in larger homes. This series is excellent for f irst-time 
homebuyers looking to expand while wishing to preserve a 
comfortable standard of l iving. These homes are designed 
to f it comfortably on our Type C lot.
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Finch 2,498 SF. 
3 Bed | 2.5 Bath | 2 Car Garage
Base Price $533,191

Wren 2,323 SF. 
3 Bed | 2 Bath | 2 Car Garage
Base Price $480,336

40 S e r i e s

2nd floor

2nd floor

1st floor

1st floor
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Tech Package 
• Home security system prewired with f irst floor glass

break window sensor, doors and wiring for one keypad
location

• CAT5-E structured wiring package for phone in
Owners’ Suite and l iving room

• Dual/ Carbon monoxide detectors with battery backup
• Cable and TV outlets in Owners’ Suite and l iving room
• LED Lights throughout
• Wireless access points
• Smart doorbell/lock
• Smart Garage
• Alexa Amazon

ADA Accomodations 
• Lowered Countertops
• Low Reaching Upper Cabinets
• Roll Under Surfaces
• Lever Door Handles
• LVT in Bedrooms
• Bathroom Grab Bars
• Zero Barrier Shower
• Built-In Shower Bench
• Wet Room Bathroom, 5’ Turn Radius

Energy 
• Programmable wi-f i controlled Honeywell®

thermostats
• R-6 insulated air ducts with returns and transfer gril ls

in all  bedrooms
• Fiberglass batt insulation
• Rheem® zoned tankless water heater(s) (size per

plan)
• Mechanical fresh air intake system
• Engineered foundation

Warranty and Customer Care 3.10 
• 10-year structural warranty
• 1-year warranty on workmanship/materials
• 2-year l imited warranty on portions of the home’s

major mechanical systems
• Meetings with your personal superintendent to assure

Customer Satisfaction
• 24-hour warranty team

Upgrades 3.9
 Exterior 
• Backyard Pavil ion with Fireplace
• Outdoor Kitchen
• Privacy Fence
• Dual Pane E Vinyl Windows
• Insulated Exterior Door
• Two Exterior Weather Resistant GFCI Outlets
• Two anti-siphon and freeze resistant hose bibs

Interior 
• Designer Lightening Package
• 4” Baseboard with 2-¼” Casting
• Wood Frame Door
• Square Drywall Corners
• Bedroom Ceiling Fans Pre-Wired
• 2 Universal Jacks
• California island
• Butler’s pantry (added square footage)
• Extra bedroom with bath
• Optional game room
• E-Series Dual Massage Walk-In Tub
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Magnolia Woods’ Amenity 
Center is designed for 
residents to interact and 
develop a sense of community 
within the subdivision. With a 
multipurpose room, banquet 
room, indoor basketball 
court, gym, HOA off ices, a 
playground, and a community 
pool, guests and residents 
can relax and host in a unique 
soothing environment. 

Amenity
Center 3.11
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After  extensive research of the conditions 
on our site and the surrounding area, 
our team has determined that single-

family detached homes would best suit the 
communities’ needs according to the zoning 
requirements provided by the City of Celina. 
We aim to create a unique development that 
encourages a sense of community and offers 
a variety of amenities to best suit the residents 
of our community. 

The site design takes inspiration from the 
native Southern Magnolia Tree. The site design 
symbolizes a branch with its different leaves 
and buds sprouting as offshoots. The curvature 
of the roads created by this design provides 
a dynamic walkable experience for residents 
while also allowing each lot to be unique. The 
demand for outdoor green space is high among 
our target market, and our goal is to satisfy that 
demand. Within each “leaf” lies a pond 
and an              ample amount  
of green space 
with multiple 
groves of 

magnolia trees. Interweaving through the site, 
are many paved walking and biking trails that 
connects the different amenity spaces within 
Magnolia Woods to more extensive growth in 
the surrounding area. This encourages more 
physical activity within the community.  

There are over 36 acres of open space on the site 
such as parks, playgrounds, trails, our inclusive 
clubhouse and amenity center, excluding the 
combination of Type A lots: 8,500-9,000 
square feet, Type B lots: 7,000-7,500 square 
feet, and Type C lots: 5,500-6,000 square 
feet. To prioritize our residents’ outdoor 
experience, Magnolia Woods has native shade 
trees located between the main roadway and 
sidewalks to provide a safe and secluded 
environment for all residents and guests 
entering and exiting the community.  

Site Design
& Development 4.1

120 +\- Acres
392 Single-Family Detached Lots
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Existing Conditions 4.2
Magnolia Woods sits approximately three miles 
southeast of the historic Downtown Square. 
The site’s topography slopes down from a high 
point in the western portion of the property 
towards the creek with natural drainage 
features. The elevation changes across the site 
and is approximately 64 ft from an elevation of 
760 ft to 696 ft. Wilson Creek runs north to 
south on the northeastern property boundary 
along with its flood plain. In addition, the 
area consists of relatively open fields covered 
with grassy vegetation. Also, tree lines, dense 
tree covers, and scattered trees are present 
throughout the property.

City of Celina Considerations 4.3
According to the City of Celina, Magnolia 
Woods lies within future land use of scenic 
stewardship. Considerations that acknowledge 
this precept and increase the value of the homes 
within Magnolia Woods are evident throughout 
the conservation initiative of our site plan.

Conservation 4.4
The zoning requirements and development 
guide provided by the City of Celina did not 
require a conservation subdivision. However, 
our subdivision models these clustered patterns 
of a conservation subdivision while maintaining 
the integrity of the vision in Celina. 

Conservation subdivisions have offered 
additional environmental and economic 
benefits compared to conventional subdivisions. 
Research shows that homes in conservation 
subdivisions sell faster at higher prices  and 
save on construction costs more than the 
comparable homes: Bowman, Thompson, 
& Colletti. The National Association of 
Home Builders estimates that conservation 
subdivisions can reduce total infrastructure 
costs during development by 34 percent. Many 
developers underestimate the importance of 
open space for home buyers. Home buyers 
would be willing to pay up to $2,000 more 
for homes with close proximity to open space 
(Bowman & Thompson). Magnolia Woods 
acknowledges this interest and provides a 
solution. 

Design Goals 4.5
Magnolia Woods aims to create a well-

designed, environmentally sensitive community 
that develops open spaces and trails. This will 
preserve the existing Wilson Creek greenway 
and create pedestrian routes linking the 
various areas of the development, encouraging 
and promoting outdoor activities among the 
residents.

“Sense of Place”
Residents spending time walking through 
the neighborhood, rather than driving, helps 
individuals have a better sense of what 
makes it unique–making them more likely to 
help take care of their community. 

“Vibrancy”
The same features that make streets more 
walkable, like a safer and more attractive 
design, generally make people want to spend 
more time in them bringing vibrancy back 
into neighborhoods and longevity to the 
homes within them.

Premiums 4.6
Within each phase, Bricks Building Company has 
identified subcategories of lot types. Cul-de-sacs 
lots, lots backing open space or woods, lots backing 
the site boundary, corner lots, and amenity proximity 
lots all have premiums associated with them. 
Premiums range from $14,000 to $34,500. These 
premiums are amazingly reasonable based on our local 
and regional community competitors. The site design 
promotes premiums as each phase accommodates 
each type of premium lot to new homebuyers within 
Magnolia Woods. 
Lot premiums for Magnolia Woods include lots 
which: 

• Back to woods $14,000
• Proximity to Amenities $27,500
• Corner Lots $34,500
• Proximity to walking/biking paths $17,500
• Cul-de-sac Lots $22,500

Phasing 4.7
We have phased the project to build in a clockwise 
pattern from the northwestern side of the site. We are 
phasing horizontal development to avoid hitting peak 
equity early in the project. The central amenity center 
will be completed within phase one to ensure our 
early buyers have access. Construction operations will 
enter the site through the southern entrance during 
phase one and two operations. Model home lots will 
be sold using a phasing pattern with three different 
models per subdivision phase. 
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Muhlenbergia Capillaris

Southern Magnolia

Shumard Oak *Autumn

Community Features 5.1
In this community, the most sustainable and 
environmentally friendly options a neighborhood can 
offer wil l  be available. While providing sustainable and 
environmentally friendly options, social sustainabil ity 
wil l  also be supported with nature trails that cross 
throughout our site and encourage biking, through the 
bike racks allocated and designated at our amenities to 
promote physical health and wellness.

Landscaping 5.2
In our development, trees wil l  be strategically planted 
throughout the community. These trees wil l  provide 
shade to the property and in return the usage of air 
conditioning wil l  be reduced. Also, these trees wil l 
reduce winter winds and heating costs. Deciduous trees 
can provide food and habitats which wil l  invite wildlife 
and increase the f i ltration of dust and decrease pollution  
for better air quality. Trees wil l  also reduce soil erosion, 
recycle nutrients, and exchange carbon dioxide that the 
environment needs. These trees wil l  raise home’s value 
by 5-10% or more.

Sustainability

Streetscape Features 5.3
The Magnolia Woods roadways were designed in compliance with the Texas Department of 
Transportation and Collin County Roadway Standards Manual. Magnolia Woods’ roadways 
have been arranged to promote a comfortable and safe walking environment that encourages 
community interaction. While traveling through, residents experience a 24’ wide asphalt paved 
roadway with a Portland Cement curb. Flanking the roadway on both sides is a property buffer 
of two 1’ sod strips which promote passive stormwater management. Pedestrians can walk 
comfortably along the 4’ wide sidewalks which span through the entirety of Magnolia Woods.
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Building Features 5.4
Our standard sustainable building features are calculated into our product estimates. The average cost of 
the features range from $3,000 - $5,000 per floor plan type.

Advanced Framing
We  practice  advanced  framing  techniques  designed  to  reduce  the  amount  of  lumber  used  and  
waste generated in the construction of a wood-framed house. The use of 2x6 studs that will be spaced 
16 inches along the center will provide a larger cavity for more insulation compared to traditional 2x4 
framing.  The insulation used in B.R.I.C.K.S homes is fiberglass insulation with an R-value of 20. 

Engineered Wood Framing Products
With the use of engineered wood framing products in our homes, such as I-Joists in our floors and 
ceilings, these building products are flexible and provide improved structural characteristics that use 
wood fibers more efficiently as compared to natural timber. 

LED Lighting 
Residential LEDs are durable and use 75% less energy. They also last 25 times longer than incandescent 
lighting. LED lighting saves our homeowners on average $100 per year. 

Energy Star Certified Appliances
Devices carrying the ENERGY STAR logo generally use 20-30% less energy and natural resources than 
required by federal standards. This is achieved by employing superior designs that require less energy to 
perform the same or better job.

Low-E Windows with Argon Gas 
Low-E coated window’s glass prevent heat and ultra-violet (UV) rays from passing through the glass. 
The Argon gas is located between the glass panes. The benfits of having these windows are, that they 
are inexpensive, non-toxic, odorless, improves soundproofing, minimizes heat exchange and reduces the 
possibility of condensation and frost.

Honeywell Smart Thermostat 
The Honeywell Smart Thermostat is ideally suited for the connected home and today’s smartphone. 
Honeywell’s Smart Response Technology learns your home’s heating and cooling cycle times to deliver 
optimal temperatures at the right time saving our homeowners on average $150 per year on heating and 
cooling costs.

Water Saving Fixtures 
The EPA’s WaterSense program labels ultra-low-flow, highly water-efficient plumbing fixtures that have 
been independently tested and certified to meet efficiency and performance standards. All of B.R.I.C.K.S 
homes incorporate the usage of these fixtures. 

Low Volatile Organic Compound Paint 
The EPA has identified indoor air pollution as one of the four greatest risks to human health. Low VOC 
refers to volatile organic compounds that are not harmful to the environment nor humans, thus being 
healthier for the homeowner throughout the life of the home and the contractors throughout the 
building process. All homes constructed by B.R.I.C.K.S building company will use low VOC paint for wall 
coverings.
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SEER HVAC
Heating and cooling homes accounts for nearly 
60% of the residential electricity usage in the 
United States. The higher the SEER of your unit the 
greater its efficiency will be. B.R.I.C.K.S building 
company strives to provide a SEERs energy rating 
between 16-18.

Energy Saving Plumbing  
B.R.I.C.K.S. Building Company uses PEX 
piping, because it is more cost effective opposed 
to copper piping. The PEX piping keeps the 
temperature constant which will lower heating 
costs. PEX also resists build up, freezing and 
bursting, and is a quieter water delivery system. 

HERS Index
The HERS energy rating is an analysis of a home’s 
energy efficiency. As the HERS rating goes lower, 
there  is a drastic increase in the homeowner’s 
energy savings, while also keeping a much cleaner 
environment and decreasing the home’s carbon 
footprint. Our community offers high quality 
products when considering energy savings, carbon 
footprint, and home comfort. We strive to achieve 
a HERS rating between 60-65  in our homes, with 
63 as our goal.

Energy Star Appliance and Rating Energy Use Standard Appliance Energy Use Total savings when Changed to 
Energy Star 

LED Lights 10 W of electricity  
Total cost of electricity used 
(25,000  
hours at $0.12 per kWh): $38 

Incandescent Light  Bulbs  
60 W of electricity  
Total cost of electricity  
used (25,000 hours at  
$0.12 per kWh): $180 

Use 50w less of  
electricity  
Saves $142 on  
electricity 

Dishwasher  
≤ 270 kWh/year ≤ 3.5 gallons/
cycle

.5 kWh per load $0.06 per load Dishwasher: normal cycle (not 
including hot water)  
1 - 2.17 kWh per load  
$0.11 - $0.24 per load 

1,600 gallons in savings over next 
10 Years and on average, 3,870 
gallons of water over its lifetime 

Windows Average Cost energy cost $112  
Average of CO2 Output: 1024 
pounds 

Single Paned Windows  
Average Cost Energy  
Cost: $342  
Average of CO2 Output:  
3606 pounds 

Avg: $230 savings  
Avg: 2315  
CO2 pounds 

Tankless Water Heater  
$0.93 per therm (GAS)   
$0.09 per kWh (Electric) 

Annual Energy Use THERM: 244  
Annual Energy Cost: $146 

Annual Energy Use THERM: 175  
Annual Energy Cost: $105 

$20 - $50annually, or $300 - 
$900 over its lifetime 

Washer  
IMEF ≥ 2.38 IWF ≤ 3.7

-Warm Wash, cold rinse
2.3 kWh per load $0.25 per load
-Hot wash, warm rinse
6.3 kWh per load $0.69 per load 

-590 kwh Warm Wash,cold rinse 
2.3 kWh per load $0.25 per load
-Hot wash, warm rinse 6.3kWh per 
load $0.69 per load 

10 gallons of water per load which 
equals 3,000 gallons of water 

Dryer  
3.93 (lbs/kWh

(light load vs. heavy load)  
-2.5 - 4 kWh per load
-$0.28 - $0.44 per load 

Clothes Dryer  
-769 kwh (light load vs. heavy 
load)
-2.5 - 4 kWh per load
$0.28 - $0.44 per load

$210 in energy bills  over the life 
of the  
product. 

Fridge 34.5 kWh per month $3.80 per 
month 

Refrigerator/Freezer  
596 kwh 

$260 over the next 5  
years. 

Savings Chart 5.5
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Elevated Management Methods 
6.1

M agnolia Woods wil l  strive to 
provide the highest quality 
of customer service. We wil l 

also ensure the protection of the 
environment by protecting the Houston 
Black Clay, preventing floods, creek 
erosion, damage to aquatic habitats, 
and pollution of the local streams and 
lakes. To ensure we stay on schedule, 
within budget, and in the best interest 
of the community, l isted below is our 
well developed procedure for ensuring 
the project is successful.

Team Structure 6.2
Ensuring that we remain within budget, 
a percentage of the project managers 
salary and the full  salary for the 
superintendant and project engineer 
wil l  be calculated in the overhead 
budget for the project.

Site Conditions 6.3
We will  be building in a small-town rural 
community that displays urban and 
metropolitan qualities. The primary soil 
in Collin County is Houston Black 
Clay. This is extremely ferti le  and 
healthy soil.  We wil l  also be adding 
mulch or compost to help improve 
conditions to create healthy soil.  Land 
characteristics include roll ing and 
natural topography, 

creeks, and open land that is home to 
many l ivestock and other animals.  

Stormwater Pollution Prevention 
Plan & Water Pollution 
Prevention 6.4
Implementing a rigid Stormwater 
Pollution Prevention Plan is vital in 
ensuring we, as green builders, are 
preventing contamination of the local 
water supply. Also, due to the City of 
Celina’s stormwater runoff eventually 
becoming future drinking water or 
support for aquatic l ife, we wil l  ensure 
we are preventing flooding, creek 
erosion, damage to aquatic habitat, and 
pollution of the local streams and lakes. 

• Proper inspection and maintenance
of vehicles and equipment

• Locate on-site fueling and
maintenance areas away from
bodies of water or runoff areas

• Util ize seeding and mulching to
protect the soil surface

• Util ize sediment basins, sweep
sediment from paved areas, and use
pavement wash water

Project 
Management 
Analysis
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Dust Control 6.5
Safety measures wil l  be taken to ensure dust levels 
are kept at a controllable level. Keeping dust at a 
manageable level wil l  help prevent complications 
of dust particles being put into the atmosphere by 
construction practices. Fine particles and dust wil l 
be managed by water-spraying equipment during 
horizontal construction. This practice of dust 
control wil l  be util ized routinely along with other 
safety measurements and management practices.

Construction Quality Control and Quality 
Assurance 6.6
Magnolia Woods wil l  provide high-quality, 
dependable, and luxury homes. To achieve this, a 
quality control plan wil l  be implemented as follows: 

Preconstruction Meetings 
• All trade partners, managers, and owners wil l

meet to discuss goals and product quality
during a site visit.

• Meetings with the project managers wil l  be
held to interpret and agree upon details and
expectations followed by distribution of
materials to all  relevant trade partners.

• Approximate product completion times
established by selected f inishes and upgrades.

Preparatory Meetings 
• Crew meetings wil l  be held to conf irm plot

details for the work to be performed and
ensuring every team member is informed of
daily work expectaions.

Weekly Inspections and Project Manager Site 
Walks
• Weekly walks wil l  be administered to verify

work that satisf ies our level of quality,
specif ications, and requirements as an opulent
builder.

Punch Lists
• Punch list items are checked routinely until  the

conclusion of the project by the construction
and sales managers.

Project Management Software
• Procore wil l  be used to execute

communication between managers, owners,
and subcontractors.

Quality Assurance 6.7
A steadfast Quality Assurance plan is crucial for 
delivering a high-quality product that not only 
stands the test of time but delivers an enjoyable 
and comfortable l iving experience. A large part 

of the Quality Assurance Plan is the inclusion 
of Procore software; allowing the customer care 
representatives to work closely with the 
trade partners by doing periodic walk-
throughs and checks. Also, by addressing 
defects before closing, we wil l  save on overall  
costs and delays.  

Safety 6.8
To ensure our teams health and well-being, 
all workers are required to comply with 
OSHA safety standards. This guarantees our 
products are delivered on time and in a 
high-quality manner.  All safety measures 
described below wil l be administered during the 
entire project. PPE (personal protective 
equipment) such as high visibil ity vests, 
hard hats, fall  protection, and safety glasses 
wil l  be mandatory at all  times during the entirety 
of the project. Safety checks and testing of 
PPE will  occur  periodically and all workers wil l  
have mandated safety training classes. Minimizing 
safety incidents wil l  maximize labor efficiency. 
Indoor warming offices and a generous number 
of shaded areas wil l  be implemented to protect 
from the weather. To align with the CDC 
guidelines for the duration of the 
pandemic, masks wil l  be provided and safe 
social distancing practices wil l  be promoted. 
Hazardous conditions wil l  be continuously 
monitored and mitigation plans wil l  be 
adopted, if required. 
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Logistics, Operations & Maintenance 6.9
Magnolia Woods wil l  include various logistics, 
operations, and maintenance solutions to 
guarantee construction phases are upholding 
the desired goals, reducing potential risks, and 
is thoroughly detailed in order to avoid missed 
deadlines. The design of our phasing plan wil l  take 
the mobilization of equipment and construction 
materials into consideration, and we wil l  begin 
building in a clockwise motion starting from the 
northwestern portion of the site. During phases 
1 & 2, construction traffic wil l  be able to enter 
through southwestern entrance. Operations and 
Maintenance expenses wil l  be considered during 
the developmental phase. We wil l  guarantee 
routine maintenance and preventative measures 
that include cleaning and restoring components, 
performing on-site specialties such as roadways, 
stormwater processes, and open spaces. We wil l 
also replace worn components before failure, 
improving reliabil ity and predictabil ity.

Site Management 6.10
Building materials wil l  be stored in a common 
area on each phase to prevent any disturbance to 
any future residential lot so that they are easy to 
locate, undamaged, and easily movable. We wil l 
incorporate the following temporary facil ities: a 
trailer, bathroom facil ities, l ighting, and storage 
so that we can maintain project efficiency. We 
wil l  reduce, rectify, offset, minimize, or eliminate 
any adverse circumstances within the project as 
outlined in the exit strategy and risk management 
plan. Neighbor relations wil l  be maintained 
by ensuring the property is up-kept, 
communicating throughout the l ife of the project, 
and holding the building crew accountable for their 
tidiness and respect for the site. We wil l  create a 
construction site security plan, use l ighting after 
hours, invest in proper PPE and uniforms, conduct 
a construction site security risk analysis, develop 
a theft prevention process, and invest in remote 
video surveil lance to make certain that we preserve 
proper site security. The purpose of logistics 
operation and maintenance is to reduce waste and 
maximize efficiency so that we are increasing our 

savings and completing the job more effectively. 
These requirements and standards wil l  be upheld 
throughout the entire project by the regional 
manager, CM, and HR manager.

The B.R.I.C.K.S Building Company 
will continue to maintain our standard of 
efficient and effective construction site 
management. Our team has a centralized 
understanding of the overall system and of 
each independent system.
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Financial Estimate
Analysis
Financial Introduction 7.1
In this section, three scenarios are displayed based on shifts in the market demand and economic 
changes that may occur during the eight (8) years of the project duration. Across the board we 
maintain an Internal Rate of Return ranging from 15% - 25.6%. Additionally, B.R.I.C.K.S. Building 
Company has identified risks that could potentially affect development and have created strategies to 
mitigate these risks outlined in the subsequent sections of this chapter. 

Financial Summary7.2
B.R.I.C.K.S. Building Company developed the following f inancial and risk analyses to assure the 
prof itabil ity and feasibil ity for the Magnolia Woods’ developing community. Our f inancial team analyzed 
three different cash flow scenarios that were based on shifts in consumer preference and economic 
prosperity to determine the practicality of our f inancial models. These scenarios include an optimistic, 
conservative, and a base sales pace; with our baseline cash flow scenario having an IRR of 25.54%.  

Land Acquisition and Development Costs 7.3
B.R.I.C.K.S. Building Company wil l  be purchasing a 120 +/- acre parcel for a total of $10,000,000. 
Based on market research in the area and surrounding areas, we estimate that the current asking price 
is a good market value with just over $83,000 per acre.  

Acquisition 

TYPE OF PROJECT: Single Family
# Homes in Community: 392 Gross Acres: 120.00
# Lots/Units This Phase: 392 Net 
Disturbed Acres: 98.00
LF of Street: 19,015
LF of Trail: 7,881

ASSUMPTIONS:
• 5 Phases of Development
• 7,881 of trails.
• 19,015 feet of road.
• Tie in to sewer easement on property, anticipated

fees to cross power easement included.
• Wetlands on property.

Land Development Budget 7.4

Purchase Price 10,000,000
Broker Commission -

ACQUISITION COST TOTAL 10,000,000

LAND PLANNING/DESIGN 31,000
PRELIMINARY PLATING 15,000

ALTA SURVEY BOUNDARY 11,000
PHASE I ENVIRONMENTAL REPORT 12,000
PRELIMINARY SOILS INVESTIGATION 27,000

TITLE 5,000
LEGAL 25,000

PRELIMINARY PLAT GOV FEES 3,000

ACQUISITION COST TOTAL 129,000

Development Due Diligence

GOVERNMENTAL FEES 1.57% 325,000
GENERAL CONSULTING 0.00% -

MANAGEMENT FEE /LAND DEVELOPMENT BY 3RD PARTY 0.00% -
PLANNING AND ENGINEERING 2.95% 611,800

EROSION CONTROL 3.22% 668,126
CLEARING 3.42% 710,800
GRADING 10.66% 2,212,665
ROCK 0.00% -
DETENTION PONDS 1.45% 301,000

RETAINING WALLS 0.00% -

SEWER 7.39% 1,533,943
OFFSITES 0.00% -
STORM 8.41% 1,746,813

WATERLINE 5.52% 1,145,550
CURB / THROATS AND TOPS/CURB DRAIN 5.00% 1,038,521
PAVING 9.15% 1,900,416
UTILITIES 2.45% 508,400
LANDSCAPE COMMON AREAS 2.12% 440,000
ENTRANCES 2.08% 431,000
AMENITIES 32.41% 6,729,716
REIMBURSABLES 0.00% -
MISCELLANEOUS ITEMS 0.00% -
BONDS AND REPAIRS 2.15% 446,400
HOA 0.07% 15,000

LAND DEVELOPMENT COSTS TOTAL 20,765,149.55

CONTINGENCY 10.00% 2,076,515

LAND DEVELOPMENT COSTS TOTAL With Contingency 22,841,664.51

Land Development

58,269.55Per Unit Cost (Land Development) with Contengency
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I. Site Work

A. Building Permit Fees $8,639.00 $8,265.02 $8,215.65 $7,405.2 $7,405.2 $6,479.55 $5,673.75 $5,142.5 $4,790.75

B. Impact Fee  $6,988.80  $6,685.95  $6,646.02  $5,990.40  $5,574.40  $5,241.60  $4,576.00  $4,160.00  $3,875.46
C. Water and Sewer Fees Inspection  $8,064.00  $7,714.56  $7,668.48  $6,912.00  $6,432.00  $6,048.00  $5,280.00  $4,800.00  $4,471.68

D. Architecture, Engineering  $8,064.00  $7,714.56  $7,668.48  $6,912.00  $6,432.00  $6,048.00  $5,280.00  $4,800.00  $4,471.68
E. Other  $1,075.20  $1,028.61  $1,022.46  $921.60  $857.60  $806.40  $704.00  $640.00  $596.22

II. Foundations

F. Excavation, Foundation, Concrete, Retaining 
Walls, and Backfill

 $60,748.80  $58,116.35  $57,769.22  $52,070.40  $48,454.40  $45,561.60  $39,776.00  $36,160.00  $33,686.66

G. Other  $2,688.00  $2,571.52  $2,556.16  $2,304.00  $2,144.00  $2,016.00  $1,760.00  $1,600.00  $1,490.56

III. Framing

H. Framing (including roof)  $74,726.40  $71,488.26  $71,061.25  $64,051.20  $59,603.20  $56,044.80  $48,928.00  $44,480.00  $41,437.57
I. Trusses (if not included above)  $11,289.60  $10,800.38  $10,735.87  $9,676.80  $9,004.80  $8,467.20  $7,392.00  $6,720.00  $6,260.35
J. Sheathing (if not included above)  $5,913.60  $5,657.34  $5,623.55  $5,068.80  $4,716.80  $4,435.20  $3,872.00  $3,520.00  $3,279.23

K. General Metal, Steel  $2,150.40  $2,057.22  $2,044.93  $1,843.20  $1,715.20  $1,612.80  $1,408.00  $1,280.00  $1,192.45
L. Other  $2,150.40  $2,057.22  $2,044.93  $1,843.20  $1,715.20  $1,612.80  $1,408.00  $1,280.00  $1,192.45

IV. Exterior Finishes

M. Exterior Wall Finish  $37,094.40  $35,486.98  $35,275.01  $31,795.20  $29,587.20  $27,820.80  $24,288.00  $22,080.00  $20,569.73
N. Roofing  $18,278.40  $17,486.34  $17,381.89  $15,667.20  $14,579.20  $13,708.80  $11,968.00  $10,880.00  $10,135.81
O. Windows and Doors (including garage door)  $21,504.00  $20,572.16  $20,449.28  $18,432.00  $17,152.00  $16,128.00  $14,080.00  $12,800.00  $11,924.48
P. Other  $2,150.40  $2,057.22  $2,044.93  $1,843.20  $1,715.20  $1,612.80  $1,408.00  $1,280.00  $1,192.45

V. Major Systems Rough-ins

Q. Plumbing (except fixtures)  $26,880.00  $25,715.20  $25,561.60  $23,040.00  $21,440.00  $20,160.00  $17,600.00  $16,000.00  $14,905.60
R. Electrical (except fixtures)  $25,267.20  $24,172.29  $24,027.90  $21,657.60  $20,153.60  $18,950.40  $16,544.00  $15,040.00  $14,011.26
S. HVAC  $25,804.80  $24,686.59  $24,539.14  $22,118.40  $20,582.40  $19,353.60  $16,896.00  $15,360.00  $14,309.38
T. Other  $2,150.40  $2,057.22  $2,044.93  $1,843.20  $1,715.20  $1,612.80  $1,408.00  $1,280.00  $1,192.45

VI. Interior Trims, Doors and Mirrors

U. Insulation  $9,139.20  $8,743.17  $8,690.94  $7,833.60  $7,289.60  $6,854.40  $5,984.00  $5,440.00  $5,067.90
V. Drywall  $19,353.60  $18,514.94  $18,404.35  $16,588.80  $15,436.80  $14,515.20  $12,672.00  $11,520.00  $10,732.03
W. Interior Trims, Doors, and Mirrors  $19,353.60  $18,514.94  $18,404.35  $16,588.80  $15,436.80  $14,515.20  $12,672.00  $11,520.00  $10,732.03
X. Painting  $15,052.80  $14,400.51  $14,314.50  $12,902.40  $12,006.40  $11,289.60  $9,856.00  $8,960.00  $8,347.14
Y. Lighting  $6,451.20  $6,171.65  $6,134.78  $5,529.60  $5,145.60  $4,838.40  $4,224.00  $3,840.00  $3,577.34 
Z. Cabinets, Countertops  $35,481.60  $33,944.06  $33,741.31  $30,412.80  $28,300.80  $26,611.20  $23,232.00  $21,120.00  $19,675.39 
AA. Appliances  $8,601.60  $8,228.86  $8,179.71  $7,372.80  $6,860.80  $6,451.20  $5,632.00  $5,120.00  $4,769.79 
AB. Flooring  $21,504.00  $20,572.16  $20,449.28  $18,432.00  $17,152.00  $16,128.00  $14,080.00  $12,800.00  $11,924.48 
AC. Plumbing Fixtures  $7,526.40  $7,200.26  $7,157.25  $6,451.20  $6,003.20  $5,644.80  $4,928.00  $4,480.00  $4,173.57 
AD. Fireplace  $3,225.60  $3,085.82  $3,067.39  $2,764.80  $2,572.80  $2,419.20  $2,112.00  $1,920.00  $1,788.67 
AE. Other  $2,150.40  $2,057.22  $2,044.93  $1,843.20  $1,715.20  $1,612.80  $1,408.00  $1,280.00  $1,192.45 

VII. Final Steps

AF. Landscaping  $11,827.20  $11,314.69  $11,247.10  $10,137.60  $9,433.60  $8,870.40  $7,744.00  $7,040.00  $6,558.46 
AG. Outdoor Structures (deck, patio, porches)  $6,451.20  $6,171.65  $6,134.78  $5,529.60  $5,145.60  $4,838.40  $4,224.00  $3,840.00  $3,577.34 
AH. Driveway  $11,827.20  $11,314.69  $11,247.10  $10,137.60  $9,433.60  $8,870.40  $7,744.00  $7,040.00  $6,558.46 
AI. Clean Up  $6,451.20  $6,171.65  $6,134.78  $5,529.60  $5,145.60  $4,838.40  $4,224.00  $3,840.00  $3,577.34 
AJ. Other  $1,075.20  $1,028.61  $1,022.46  $921.60  $857.60  $806.40  $704.00  $640.00  $596.22 

VIII. Other

TOTAL COST  $537,099.80  $513,825.85  $510,756.71  $460,371.60  $428,401.35  $472,981.95  $351,689.75  $319,702.50  $297,834.85 

SOFT COSTS  $58,269.55  $58,269.55  $58,269.55  $58,269.55  $58,269.55  $58,269.55  $58,269.55  $58,269.55  $58,269.55

TOTAL COST (WITH SOFT COSTS)  $595,369.35  $572,095.40  $569,026.26  $518,641.15  $486,670.90  $531,251.50  $409,959.30  $377,972.05  $365,104.40 

ANTICIPATED SALES PRICE OF HOME  $657,825.00  $641,783.00  $634,200.00  $624,200.00  $605,461.00  $587,972.00  $560,289.00  $533,191.00  $480,336.00 

 $62,455.65 Projected Profit on Home Construction  $127,957.15  $123,443.29  $163,828.40  $177,059.65  $114,990.05  $208,599.25  $213,488.50  $182,501.15 

Mockingbird Cardinal Blue Jay Raven Sparrow Robin Lark Finch Wren

Product Budget Estimate 7.5
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The B.R.I.C.K.S Building Company aims to 
purchase 120 +/- acres of land on March 1, 
2022. Once the contract is closed with due 

diligence, land development will launch on April 13, 
2022, and will continue throughout the five phases, 
projected to end September 20, 2030.  

Including the duration of home construction and 
sales, phase one will take 873 days (March 30, 
2022 through August 1, 2025). Phase two 
will take 1004 days (September 25, 2023 
through July 29, 2027). Phase three will take 
806 days (November 13, 2024 through 
December 15, 2027). Phase four will take 
1238 days (December 2, 2025 through 
August 29, 2030), and phase five will take 801 
days (February 8, 2027 through March 4, 
2030).  

Our schedule is designed for the B.R.I.C.K.S Building 
Company’s construction crew to have a five-day 
workweek to help achieve projected end dates for 
each of our phases. 

Model homes in each phase will start during 
the designated time for home construction, 
corresponding to each phase one through three. 
Phase one will begin directly after closing on 
March 2, 2022, beginning with presales for homes 
on March 30, 2022, then moving on to land 
development following mobilization on March 16, 
2022. During the scheduled presales in phase one, 
we prepared for labor shortages by ordering lumber, 
window, door, and appliance packages in advance 
to prevent critical delays. Working with three 
crews on foundation, framing, MEP’s, and drywall, 
we anticipate to complete six homes a month. We 
expect to be completely sold out of homes by the 
end of phase four, leaving no need for a projected 
home sales date in phase five.

Schedule
Analysis 8.1

Task List Start Date Finish Date
Project Duration 6/9/2021 9/20/2030
Closings 3/1/2022
Mobilization 3/30/2020

Phase 1 Begins 9/28/2022

Ground Work 4/13/2022 2/22/2023
Roadwork 11/23/2022 12/6/2022
Amenity Center 4/27/2023 9/13/2023
Home Construction 4/6/2023 7/23/2025
Phase 1 Completes 7/23/2025

Phase 2 Begins 9/25/2023

Ground Work 9/25/2023 8/1/2024
Roadwork 4/11/2024 4/24/2024
Amenities 8/2/2024 11/5/2024
Home Construction 9/13/2024 7/29/2027
Phase 2 Completes 7/29/2027

Phase 3 Begins 11/13/2024

Ground Work 9/25/2023 8/1/2024
Roadwork 5/28/2025 6/10/2025
Amenities 8/28/2025 11/24/2025
Home Construction 10/9/2025 12/15/2027
Phase 3 Completes 12/15/2027

Phase 4 Begins 12/2/2025

Ground Work 12/2/2025 11/12/2026
Roadwork 7/23/2026 8/5/2026
Amenities 11/13/2026 1/29/2027
Home Construction 12/25/2026 8/29/2030
Phase 4 Completes 8/29/2030

Phase 5 Begins 2/8/2027

Ground Work 2/8/2027 3/22/2028
Roadwork 7/26/2027 8/6/2027
Amenities 11/16/2027 2/23/2028
Home Construction 12/28/2027 3/4/2030
Phase 5 Completes 3/4/2030

Project Closeout 9/20/2030

Project Milestones 8.2
B.R.I.C.K.S Building Company outlined important dates 
during the duration of the project in Table 8.1 below. These dates 
exclude the time of home sales for each phase.
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Product Schedules 8.3

Wren Finch Lark Robin Sparrow Raven  Blue Jay Cardinal Mockingbird
Task Name Duration Duration Duration Duration Duration Duration Duration Duration Duration

Permits 15 days 15 days 15 days 15 days 15 days 15 days 15 days 15 days 15 days
Stake Lot 2 days 2 days 2 days 2 days 2 days 2 days 3 days 4 days 5 days
Grade Lot 3 days 3 days 3 days 3 days 3 days 3 days 3 days 3 days 4 days
Form Box 3 days 3 days 3 days 3 days 3 days 3 days 3 days 3 days 3 days
Box Check 1 day 1 day 1 day 1 day 1 day 1 day 1 day 1 day 1 day
MEP In-Ground 4 days 4 days 4 days 4 days 4 days 4 days 4 days 4 days 4 days
Underground Inspection 1 day 1 day 1 day 2 days 2 days 2 days 2 days 2 days 2 days
Foundation 8 days 9 days 9 days 9 days 10 days 11 days 11 days 12 days 12 days
Framing 8 days 9 days 10 days 11 days 12 days 13 days 14 days 15 days 16 days
Framing Inspection 1 day 1 day 1 day 2 days 2 days 2 days 2 days 2 days 2 days
Cornice 3 days 3 days 3 days 3 days 3 days 3 days 4 days 4 days 4 days
Roofing 3 days 4 days 4 days 4 days 4 days 4 days 4 days 5 days 5 days
Housewrap 3 days 3 days 3 days 3 days 3 days 3 days 3 days 3 days 3 days
Doors and Windows 2 days 2 days 2 days 2 days 2 days 2 days 3 days 3 days 4 days
Exterior Cladding 4 days 4 days 4 days 4 days 4 days 4 days 5 days 5 days 5 days
Exterior Paint 3 days 3 days 3 days 3 days 4 days 4 days 5 days 5 days 6 days
MEP Rough-in 7 days 8 days 9 days 9 days 10 days 10 days 11 days 12 days 12 days
MEP Inspection 1 day 2 days 2 days 2 days 2 days 2 days 2 days 3 days 3 days
Insulation 3 days 3 days 3 days 4 days 5 days 5 days 5 days 6 days 7 days
Insulation Inspection 1 day 1 day 1 day 1 day 2 days 2 days 2 days 2 days 2 days
Drywall 8 days 9 days 10 days 11 days 12 days 12 days 13 days 14 days 14 days
Prime Paint 3 days 3 days 3 days 3 days 3 days 3 days 3 days 3 days 3 days
Prime Point-Up 2 days 2 days 2 days 2 days 2 days 2 days 2 days 3 days 3 days
Cabinet Installation 3 days 3 days 3 days 4 days 4 days 5 days 5 days 6 days 6 days
Countertop Installation 3 days 3 days 4 days 4 days 5 days 5 days 6 days 6 days 7 days
Interior Trim 2 days 2 days 3 days 3 days 3 days 3 days 3 days 4 days 5 days
Paint Trim + 1st Coat 2 days 2 days 2 days 3 days 3 days 3 days 3 days 4 days 4 days
Flooring 3 days 3 days 3 days 4 days 4 days 5 days 5 days 5 days 6 days
Rough Clean 1 day 1 day 1 day 1 day 1 day 1 day 1 day 1 day 1 day
HVAC 3 days 3 days 3 days 3 days 3 days 3 days 3 days 3 days 3 days
Electrical Trim 2 days 2 days 3 days 3 days 3 days 3 days 3 days 3 days 3 days
Plumbing Trim 2 days 2 days 2 days 3 days 3 days 3 days 3 days 3 days 3 days
HVAC Inspection 1 day 1 day 1 day 1 day 1 day 1 day 1 day 1 day 1 day
Electrical Trim Inspection 1 day 1 day 1 day 1 day 1 day 1 day 1 day 1 day 1 day
Plumbing Trim Inspection 1 day 1 day 1 day 1 day 1 day 1 day 1 day 1 day 1 day
Drywall Touch-Up 2 days 2 days 2 days 2 days 3 days 3 days 4 days 4 days 4 days
Final Paint 2 days 2 days 2 days 3 days 3 days 3 days 3 days 3 days 4 days
Carpet 1 day 2 days 2 days 2 days 2 days 2 days 2 days 2 days 3 days
Final Grading 2 days 2 days 2 days 2 days 2 days 2 days 2 days 2 days 3 days
Flatwork 1 day 2 days 2 days 2 days 2 days 2 days 2 days 2 days 2 days
Landscaping 3 days 3 days 3 days 3 days 4 days 4 days 4 days 5 days 5 days
Builder Punch 3 days 3 days 3 days 3 days 3 days 3 days 3 days 4 days 4 days
Building Final 2 days 2 days 2 days 2 days 2 days 2 days 2 days 3 days 3 days
Manager Acceptance 3 days 3 days 3 days 3 days 3 days 3 days 3 days 3 days 3 days
Final Clean 1 day 1 day 1 day 1 day 2 days 2 days 2 days 2 days 3 days
Owner Acceptance and Punch 3 days 3 days 3 days 3 days 3 days 3 days 3 days 3 days 3 days

Total Duration 139 days 146 days 152 days 163 days 169 days 173 days 182 days 190 days 196 days

While developing the product schedule, B.R.I.C.K.S Building 
Company took multiple factors into consideration. These factors 
include labor shortages, material shortages and covid restrictions. 

Additional float time was added to each scheduling task to accommodate 
these issues. Based on these considerations, the product schedule days are 
constructed as follows:  

Wren will take 139 days.

Finch will take 146 days.

Lark will take 152 days.

Robin will take 163 days.

Sparrow will take 169 days.

Raven will take 173 days.

Blue Jay will take 182 days.

Cardinal will take 190 days.

Mockingbird will take 196 days.
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Project Schedule 8.4
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Project Schedule 8.4
3434  The B.R.I.C.K.S Building Company The B.R.I.C.K.S Building Company NAHB 4-Year Student CompetitionNAHB 4-Year Student Competition

Figure 8.1.b



Project Schedule 8.4
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Project Schedule 8.4
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Purchase Price 9.1
Our purchase price for the 120-acre parcel is 
$10,000,000 .  The price was determined through 
the sale comparison approach by averaging the 
cost per square foot of neighboring parcels sold 
within the past six months. Assuming all  data stays 
consistent, we can purchase the property for $10 
mill ion and expect a 24.54% return. 

Risk Mitigation 9.2
Site Conditions- All potential hazards and 
standards have been addressed during the site-
design phase. Particular care should be taken to 
remove sediments, organic materials, or other 
unsuitable materials from the drainage features 
and low-lying areas, which may be f i l led during site 
grading operations. The site design allows Magnolia 
Woods to alleviate and/or completely avoid diff icult 
site conditions such as the existing vegetation. We 
have worked to minimize the potential unknown 
site damage, damage or theft to equipment and 
tools, labor shortages, increase land development 
costs, and safety.  

Absorption 9.3
The concept of large developments is already 
established in Celina, TX by competitors such as 
D.R. Horton, M/I Homes, and Highland Homes.
With the target of rapid turnover for residents,
the number of units per sequence may change to
avoid prolonging any one phase. To mitigate risks,
constructing 8 units per month offering our  nine-
floor plan options wil l  al low buyers to commence
construction promptly after purchase. The number
of units per sequence wil l  be reassessed before the
start of each phase to stay within the absorption
rate of 4 homes a month on the low market, 6 on
the base market, and 8 on the high market. These
prices were developed with our competitors in
mind and we feel that our design, amenities, and
site layout wil l  attract future homebuyers.

Cost Escalation 9.4
Covid has affected materials and labor availabil ity 
nationwide. One of the areas that experienced a 
vast level of disruption was the material and supply 
chains. When the world experienced the shutdown 
from Covid-19, many contractors found it hard 

to f ind basic materials l ike sand, cement, lumber, 
and bricks while also undergoing labor 
shortages. Lumber prices have significantly 
increased and began rising at the beginning of 
Covid in March 2020, reaching an all-time 
high of $950/1,000 board feet in September, 
and are currently going for $860. We’ve also 
factored in our annual escalation and predicted 
our costs at $128 per square foot. 

Labor Availability 9.5
Labor shortages have had a signif icant impact 
nationwide due to the ongoing pandemic. Celina 
unemployment rate is currently 5.6%; however, 
Celina has seen the job market increase by 3.3% over 
the last year. Due to that rate steadily decreasing, 
we predict that there wil l  be more labor availabil ity 
than in other markets. We anticipate that with 
the new lockdowns, restrictions, procedures set 
in place, and vaccine booster shots on the rise, 
the unemployment rate wil l  return in the next 12 
months to pre-pandemic levels. 

Legal Risk 9.6
To avoid legal risks, the contract wil l  outline the 
roles and responsibil ities of the contractor and 
the owner, standard procedures for payments, 
allocation of clauses, terms, use of insurance, and 
resolving claims and disputes. Other legal 
risks that are taken into consideration include: 
inflation and interest rate, exchange rate and 
risk, l iquidity risks and prices which  wil l  also be 
implemented into the contract to ensure we have 
covered all  of our bases. 

Assumptions 9.7
Absorption
As explained in the Market Analysis, the demand 
in Celina is growing rapidly. We anticipate a 
continuance of material and labor shortage as 
Covid-19 has had a signif icant impact on these 
areas. We are predicting to absorb anywhere 
between four to eight homes a month depending 
on the market. Breaking the market into three 
sectors,  with four homes a month on the down 
market, six on the base market, and eight in a high 

Financial & Risk 
Analysis
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market demand. We expect an annual sale of 48 homes per year in the down market, a base of 72 homes, 
with a peak at 96 homes within the high market. Figures from the supply and demand from the various 
application areas are combined with the market trends as well as predictions to reach these estimated 
f igures.  

Market Recovery RISK: High

Exit Strategy Risk Analysis 
Strategic exit options wil l  be in place to ensure long-term sustainabil ity, effectiveness, and mitigate the 
potential risks of failure. In the case of a market crash, we wil l  re-evaluate the market trend concerning 
the predetermined number of homes entering construction in the oncoming phase. We predict the 
market wil l  f luctuate in the year 2026 near the completion of our largest portion of homes; phase four. 
To mitigate this risk, the completion of phase three wil l  al low us to maintain current capital due to rapid 
turnover and wil l  result in 207 homes at its completion leaving us with 53% completion of the Magnolia 
Woods community. 

Lot Sales RISK: High 
B .R.I.C.K.S.  Building Company is expected to break even on cumulative cash flow in October of 
2026 and our cash flow wil l  break even in February of 2023. However, there wil l  be l imited cash flow 
throughout the project. To mitigate this risk, B.R.I.C.K.S.  Building Company wil l  sell  individual lots at 
their completion. Residents wil l  have the flexibil ity to pick larger lots with a downsized square 
footage of their home for a premium cost. 

SWOT Anaylsis  9.8
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Building Construction Costs 9.9
B.R.I.C.K.S. Building Company has determined 
building construction costs for our nine beautiful 
house plans. This table displays our average 
construction cost per square foot of each of our 
homes. The sale price and sales cost per square foot 
are representative of our market analysis and cover 
all  our costs associated with home construction. 
Product Purchase Price
Model # of 

Unit 
Purchase 
Price

Square 
Feet 

Construction 
Cost per 
Square Foot 

Wren 64  $480,336.00 2329 128
Finch 67  $533,191.00 2500 128
Lark 71  $560,289.00 2750 128
Robin 40  $587,972.00 3150 128
Sparrow 40  $605,461.00 3350 128
Raven 46  $624,200.00 3600 128
Blue Jay 20  $634,200.00 3994 128

Cardinal 22  $641,783.00 4018 128
Mocking-
bird

22  $657,825.00 4200 128

Return on Investment 9.10
With the factors previously discussed in the 
f inancial section, Magnolia Woods can achieve 
an IRR of 24.54% and a total sales revenue of 
$224,150,675 by the completion of 
September 20 ,  2030. B.R.I.C.K.S. Building 
Company has also predicted the outcome of a low 
sales market as well as the high sales market price.  

Market IRR
Conservative Market 15.82%
Base Market 24.54%
Optimistic Market 25.57%

Base Cash Flow Scenario 9.11
Our base cash flow scenario was found by our 
most l ikely sales pace of 24 starts per quarter or 
6 starts per month. Although this scenario is more 
conservative, it’s our most realistic scenario when 
considering our market analysis of the risks and 
possibil ities with home supply and demand. 
Base Scenario- Financial Summary 

Land Purchase Price $10,000,000.00
Site Developement $7,841,664.00
Sales Per Month 6
Commissions $7,461,543.00
Gross Sales Revenue $224,150,657.00
Closing Cost $7,736,120.00
Marketing $394,975.00

Alternative Cash Flow Scenario 9.12
B.R.I.C.K.S Building Company has developed 
a variety of scenarios based on possible 
fluctuations in the financial and economic 
market. The three scenarios that wil l  be 
highlighted include an optimistic cash flow 
scenario, a base cash flow scenario, and a 
conservative cash flow scenario.  

Optimistic Scenario
Our more optimistic scenario was found with a 
sales pace of 32 starts per quarter or 8 per 
month. This scenario brings a 25.57% IRR, a total 
sales revenue of $224,150,656.90 with a new 
completion date of April,  2030. 
Optimistic Scenario - Financial Summary

Land Purchase Price $10,000,000 
Site Development $7,841,664.00
Sales per Month 8
Commissions $7,461,543.25
Gross Sales Revenue $224,150,656.90
Closing Costs $7,736,120.00
Marketing $394,975.00

Conservative Scenario
The conservative approach is determined by a 
sales pace of 4 homes per month, and with this 
approach, the completion date would be moved 
back until  May, 2030. The table below displays the 
l imitations and assumptions for our conservative 
scenario in the event of a low market pace.  
Consevative Scenario - Financial Summary

Land Purchase Price $10,000,000.00
Site Development $7,841,664.00
Sales per Month 4
Commissions $6,492,168.58
Gross Sales Revenue $201,129,018.29
Closing Costs $7,065,130.00
Marketing $394,975.00
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Project Proforma  9.13
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Project Proforma  9.13
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Project Proforma  9.13
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Project Proforma  9.13
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Overview  10.1

M any different demographics make up 
our target audience. In Celina, 31% 
of the population is between the 

ages of 35-54 which makes up a large group 
of current and potential homeowners. In l ight 
of this, we plan on basing our advertisement 
strategies on both traditional and digital 
media. By util izing multiple advertisement 
delivery methods such as a website, radio, 
bil lboards, etc., we can engage our age-
ranging target markets.  

Pricing Strategy  10.2
Magnolia Woods homes begin at a base price 
of  $480,336 and wil l  gradually increase to 
$657,825 .  The price increase is dependent 
upon upgrades and various floor plans. The 
starting price was determined by the design 
of the home, amenities, site layout, as well as 
the surrounding area.  

Sales Strategy  10.3
To guarantee the success of this project, 
we intend to employ one sales manager and 
two full-time sales representatives .  The 
sales team officers wil l  be located in the 
garages of two of the model homes, and 
the office hours wil l  be open  Monday - 
Friday from 8:00 am to 4:00 pm and 
12:00 pm to 3:00 pm on weekends. 

We will  also partner with outside realtors 
to further the reach of our homes. Outside 
realtors wil l  receive a three percent 
commission on all  homes sold, which is above 
the average realtor commission in Texas.  

Our sales team will  also l ist our spec homes on 
web-based residential real estate platforms. 
Sites that wil l  be included are Trulia, Realtor, 
and Zil low.   

Signage  10.4
There wil l  be two large signs at each entrance 
stating the starting price, amenities that are 
offered, our website l ink, as well as contact 
information. 

Buyer Incentives  10.5 
Our incentives wil l  be established in a 
way that f i l ls the real need of the average 
buyer. They wil l  also ensure that the agent 
has a direct motivation, other than their 
competitive salary, to sell  more homes. To 
incentivize the purchase of our homes, we 
plan on offering a reward system that wil l 
be provided using 5% of our budget. For 
prospective homeowners, we wil l  offer two 
promotional incentive options.  

Option 1  $250 gift card

Option 2  Prepaid HOA dues for 1- year 
($505) 

On top of their $43,000 salary for our 
agents, the commission wil l  be 1% for regular 
sales. 

Our commission, bonuses, and prospective 
homeowner incentives wil l  push all  parties 
to meet and hopefully exceed our goals. 
We hope that the incentives wil l  encourage 
a symbiotic relationship between ourselves, 
our agents, and our clients.  

Sales & 
Marketing
Analysis
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Advertising  10.6

We will  use a combination of both traditional media 
and digital strategies to appeal to all  age groups. 

Digital Marketing 
Social Media
Within this day and age, many age groups are 
active on social media for multiple purposes. 
Instagram, Facebook, and Twitter are the most 
popular social media platforms. Since advertising 
and marketing are done on all  three of these social 
media platforms, we can produce ads to target a 
certain group of people. Instagram’s costs per 
click is $0.70 - $1.00, Facebook’s cost per click 
is $0.50 - $2.00 and Twitter’s cost per click is 
$0.50 - $2.00. We have concluded that these 
platforms are most benef icial in the following 
descending order: Facebook which has 2.74 bil l ion 
active users, Instagram which has 1.221 bil l ion 
active users, and Twitter which has approximately 
300 mill ion monthly active users. All of these 
include different age groups.  

Website  Figure 10.2
Seeing as most people l ike to do almost everything 
on the go, B.R.I.C.K.S. Building Company will 
produce a website that is accessible on both a 
desktop and mobile phone. Our website wil l  appear 
on search engines for searches of suitable zip codes 
and popular suggestive phrases being searched. To 
have a clear and convenient l ine of communication 
between our customers and agents,  we wil l  also 
offer a l ive chat feature to answer any questions 
and hold conversations with perspective buyers.

Traditional Marketing
Magazine
We will  uti l ize 
the reach of 
Celina’s top 
magazines 
as well as 
National 
magazines 
by placing 
a full  fold-
out page 

in the magazine each year. There are multiple 
magazine outlets in Celina, Texas and surrounding 
areas such as Frisco, Texas. The main magazines in 
Celina are  called the Celina Magazine, Living 
Magazine, Epitome Magazine, and Frisco 
Magazine. 

Radio
We will  uti l ize radio advertising to reach our 
target market during their morning and evening 
commutes. We wil l  run a 30 second ad on two 
stations in Frisco, TX because many residents 
come to Celina, TX from the city. We wil l  have one 
station running our ad in Celina. Celina has about 
16 top radio stations/broadcasting companies that 
are util ized in the city and surrounding areas. The 
companies are the following: Kxez, University-
North TX-Radio TV, Kjon Radio Station, K Lake 
97 5, Com Wild Fm Radio, Salem Media, UNT the 
Radio TV Film, Life After Dusk Radio, K Lake 97 
5 FM. Khyi Radio FM, Klopro FM 423, Khyi Radio 
FM, Ktxg Radio, Kesn Radio, Khyi, and Klak. We 
wil l  also util ize Celina’s top 16 radio stations to 
broadcast upcoming open houses and to attract 
potential clients to the website. 

Billboards
The price range for bil lboards in Celina and 
surrounding areas is from $970 to about $5,000. 
The plan is to place bil lboards in Celina and 
surrounding areas. We wil l  have three bil lboards 
located on Highway 289, known as the Preston 
Road Golden Corridor; and two more 
bil lboards northeast of the 
DFW airport. 
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Product Marketing 10.7

Presale Structure
After an extensive study of the housing market in Celina, we plan on sell ing 50 homes during the presales. 
The remaining homes wil l  be sold during the construction phase. During the presale construction/ 
selection process , customers wil l  be allowed to select their favorite floor plan and discuss any interior 
or exterior upgrades we offer. We also plan to host a welcoming event during the Cajun Fest and the 
Celina Light Farms Fall Festival. At the event, we wil l  have virtual reality models available for viewing, the 
option to select their lot early, and a chance to browse our website and join our newsletter for updates 
on Magnolia Woods.  

Premiums
Premium lots in Magnolia Woods are determined by the level of lot privacy, ease of garage access, 
convenience to the community center, access to the walking trails in the neighborhood, and gorgeous 
natural views. These premiums range from $14,000-$34,500. 

Partnerships
With our partnership with Texas Republic Bank in Celina, customers wil l  receive lower mortgage 
rates and competitive-fixed rates. Qua l if ied buyers wil l  be able util ize first time homebuyers 
programs and incentives.

Model Home Strategy
We will  build three model homes of each architectural style available to show the range that Magnolia 
Woods has to offer. Each home wil l  be professionally staged to allow the customer to envision 
themselves in the home. Our model homes and sales off ice wil l  be located near the front entrance of the 
neighborhood giving our clients easy access. We anticipate that the model homes wil l  be the last 
homes sold in each phase having phase three model homes sold at the begining of phase five. The 
homes wil l  be professionally cleaned and repainted after being sold. 

Live Chat
We will  offer a l ive agent chat feature on our website that immediately grasps the clients once they 
arrive on the website. The l ive agent chat feature wil l  start by receiving the potential clients’ names, 
numbers, email addresses, and desired price range. After receiving this information, our l ive agent will 
email the client a questionnaire to better understand their interests and how we can better serve them. 
This feature offers a smoother, more eff icient, and guided home buying experience.

Photography
In order to attract people to Magnolia Woods, visuals are crucial. B.R.I.C.K.S Building Company wil l 
produce professional visual aids of our homes and development throughout phases one through four. This 
is important to keep our social media marketing outlets up to date. 
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Personne

Marketing Director $60,000.00 $60,000.00 $60,000.00 $60,000.00 $60,000.00 $60,000.00 $60,000 $420,000 
Sales Manager $50,000.00 $50,000.00 $50,000.00 $50,000.00 $50,000.00 $50,000.00 $50,000 $350,000 
Sales Rep Full-time (2) $80,000.00 $80,000.00 $80,000.00 $80,000.00 $80,000.00 $80,000.00 $80,000 $560,000

Model Homes

Staging $230,000.00 $0.00 $0.00 $0.00 $0.00 $0 $0 $230,000
Yard Signage $2,500.00 $2,500
Cleaning & Maintenance $15,000.00 $15,000.00 $15,000.00 $15,000.00 $15,000.00 $15,000.00 $15000 $105,000
Directional Signage $5,000.00 $5,000

In House Promotional Materials 

Office Supplies $4,000.00 $4,000.00 $4,000.00 $4,000.00 $4,000.00 $4,000.00 $4000 $28,000
Business Cards $100.00 $100.00 $100.00 $100.00 $100.00 $100.00 $100 $500

Digitial Media

Social Media Advertising $21,000.00 $31,200.00 $31,200.00 $31,200.00 $31,200.00 $31,200.00 $31,200 $156,000 
Website $5,500.00 $750.00 $750.00 $750.00 $750.00 $750.00 $750.00 $10,000

Traditional Media

Local Magazine/Newspaper $12,000.00 $12,000.00 $12,000.00 $12,000.00 $12,000.00 $12,000 $12,000 $84,000
Billboard $20,000 $20,000.00 $20,000.00 $20,000.00 $20,000.00 $20,000.00 $20000 $75,600 
Radio $19,200.00 $19,200.00 $19,200.00 $19,200.00 $19,200.00 $19,200.00 $19,200 $134,400

TOTAL BUDGET $2161000

Marketing Budget 10.8
Below in Table  10.1  is the marketing budget for Magnolia Woods. The budget appropriately depicts the financial 
al locations for marketing over the course of the next seven years. 

2022 2023 2024 2025 2026 2027 2028
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