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Strategic Plan   ::   2010 - 2014 
 
 
Executive Summary  
 
The purpose of this plan is to describe Aptcon with its strengths and capabilities, key people, sales 
and marketing strategies, financial projections, and fiscal needs to complete their vision. 
 
Aptcon is a full service unlimited capability construction Management Company who’s primary 
objective is the reconditioning and new construction of educational facilites, and a secondary 
objective of religious, multi-residential and general commercial facilities. Aptcon is currently fully 
operational with an executive team of three experienced individuals, established business location 
and structure. 
 
Aptcon incorporated in the State of North Carolina in November of 2007 and is taxed as an ‘S’ 
corporation.  Sean Ross is the founder of the company.  Through Mr. Ross as qualifier, the 
company holds a North Carolina Unlimited Building License, #65825.  Claire Cox, Vice President, 
is the majority shareholder enabling Aptcon to qualify as a Women Business Owner (WBO) and a 
minority business. As a minority business, Aptcon is positioned among the first in line for 
government projects. They also maintain the required workers compensation, general liability and 
commercial vehicle insurances. 
 
In its short history, Aptcon has completed a Charter School and several other multi-million dollar 
projects in North Carolina, South Carolina, and Tennessee.  In spite of the economic uncertainties, 
Aptcon has grown and prospered through the recession.  They were able to do this by targeting 
defined markets and executing successful business strategies. 
 
During the next five years, there will be significant and rapid growth is expected in educational and 
government facility construction.  Aptcon wants to be a part of this growth.  It is expected that 
Federal economic stimulus funds will add to state budgets for educational infrastructure in the 
election years of 2010 and 2012.  Building projects will continue to grow and the need for 
construction management firms will increase rapidly.  Once a new level of spending is established, 
it will be very difficult for government units to pull back; therefore, it is anticipated that the 
increased spending will continue for the foreseeable future.  Aptcon expects to continue its growth 
throughout the five-year strategic plan. 
 
During this rapid growth period, Aptcon will have the opportunity to grow faster than its ability to 
generate cash internally.  For a short period, the company will need to borrow funds to take 
advantage of this timely opportunity.  At the same time, the company will maintain a lean 
organization so as to minimize the impact due to any reversal of the apparent end of the economic 
turmoil the country has experienced over the past year. 
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Mission Statement 
 
Aptcon aims to provide a technologically advanced construction management company specializing 
in the reconditioning and new construction of educational, religious, multi-residential and general 
commercial facilities. 
 
 
Company Vision 
 
To develop relationships with clients, investors and architects who share the same interests. 
Provide competitive pricing, quality product and superior service. 
To be recognized as one of the most distinguished and respected construction management firms in 
the region. 
 
 
Services 
 
Aptcon is a full service Construction Management firm.  From start to completion, the company will 
maintain professional composure and organization of all projects to ensure maximum efficiency 
and profitability.  The company’s services include: 
 

• Estimating:  Use the latest technology and most experienced sub-contractors to acquire 
pricing; 

 
• Planning:  Chronological methods and time-line completions; 

 
• Contracts:  Use tight manager to subcontractor contracts; 

 
• Field Management:  Only the most experienced project managers; 

 
• Office Management:  Continually tracking budgets, purchasing and scheduling; 

 
• Customer Relations:  Ensuring client’s confidence from start to completion; then 

maintaining the relationship beyond project completion. 
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President 

 

VP/Sales & Marketing 

 

Controller/Estimator 

Organization 
 
Aptcon’s organization will be kept very lean and simple.  Under the leadership of the president, 
there will be a vice president and a controller/estimator.  All three key members will be involved in 
customer relations.  The president will be responsible for overall company management, project 
proposals, and quality control.  The vice president will have marketing and sales responsibilities. 
The controller will be responsible for project estimates, profitability analysis, and company financial 
management. 
 
Each project will be staffed accordingly to ensure maximum efficiency. Staff will be hired only for 
the duration of the specific project.  
 
Over the course of the five year plan and as the company grows, it is anticipated that additional 
project management and estimator expertise will be needed.  Therefore one additional person is 
included in the financial plan starting in years three and four. 
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Key Members 
 
Sean Ross- President 
Duties include developing client relationships, composing and reviewing proposals and estimates, 
ensuring quality control, and also responsible for overall management. 
 

 
 
 
Sean Ross developed leadership skills in the United States 
Marine Corps.  He added to his leadership and management 
skills while participating in large scale projects such as the 
Chesapeake Bay Bridge Tunnel, NC Nucore Steel plant, Palm 
Beach International Airport Exchange, and a 125 unit historical 
building revitalization.   

 
 

 
At the age of twenty-nine, Sean developed his first construction related company and grew it from 
the ground up to over 25 full time employees.  This company focused on the finishes of high-end 
estates on the shores of Palm Beach and Broward counties.  He then merged his firm with a large 
construction group whose gross was over $40 million a year. Under his continued management, the 
division grew to 50 full time employees. 
 
Two years ago, Mr. Ross developed Aptcon and has successfully grown though the economic 
downturn.  He completed a construction management project for a Charter School for grades K-8, 
and he has assisted in the completion of several other multi-million dollar commercial projects.  
 
Mr. Ross is currently involved with the Cashiers Village Council, sits on the Village Green 
Conservancy, the Affordable Housing Committee, and is a volunteer for the Glenville-Cashiers 
Rescue Squad. 
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Claire Cox—Vice President 
Duties include developing client relationships, meeting with future and existing clients to analyze 
their needs, and to assure Aptcon delivers quality products. 
 

 
 
 
Claire Cox graduated from Clemson University where she 
studied accounting, with an emphasis on lean organizational 
structures with efficient and cost effective ways of operating a 
business. She has experience preparing business plans and 
strategic marketing ideas for companies to “go lean”.
 
 
 
Ms. Cox recently worked in sales for a diversified financial 

services company where she was very successful, even during the recent recession.  In this position, 
she developed a network of potential clients throughout the Southeast, but particularly in Western 
North Carolina.  
 
Claire has been a volunteer for the Susan G. Komen Foundation since 2005 and has been an active 
member of their fund raising committee for the past two years.  She has been very successful in 
finding patrons to donate money and services to this foundation. 
 
 
 

Robin Acre- Controller and Chief Estimator 
Duties include developing client relationships, composing formal estimates and proposals, office 
management, financial management of the company and its projects. 
 

 
 
Robin Acre received his Bachelor’s degree in Business 
Management from Northwood University.   Mr. Acre is project 
oriented, seeing each job through to the final delivery.  He has a 
knack for building solid relationships with clients and 
contractors, alike. 
 
 
 
 
Robin’s five year career in construction has included positions 

of Assistant Controller, Sr. Purchasing Manager, and Chief Estimator.  He has managed multiple 
projects and has developed a new estimating department. 
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Market Evaluation 
 
Construction Management: 
The Construction Management Association of America (CMAA) says the 120 most common 
responsibilities of a Construction Manager fall into the following 7 categories: Project Management 
Planning, Cost Management, Time Management, Quality Management, Contract Administration, 
Safety Management, and CM Professional Practice which includes specific activities like defining 
the responsibilities and management structure of the project management team, organizing and 
leading by implementing project controls, defining roles and responsibilities and developing 
communication protocols, and identifying elements of project design and construction likely to give 
rise to disputes and claims. 
 
These are the strengths of Aptcon, making the company well positioned to attack the market. 
 
Outlook: 
Aptcon’s target market will be all private, charter and public education facility reconditioning and 
construction. Construction Data Resources shows over One Hundred and Thirty school related 
projects currently in the planning stages in the state of North Carolina alone. 
 
The education construction market is expected to lead the industry in total spending into the next 
decade. FMI Management Consultants expects the education construction market to grow 9% to 
10% annually through 2011, and reach $130.3 billion in put in place construction by 2011.i 
 
 

 
 
 
Aptcon secondary market will be commercial, religious and multi-unit residential construction.  
They already have business in the commercial market and will continue to make contacts in that 
area.  Religious construction is tied to residential construction.  When new housing is built, houses 
of worship follow.  The recent downturn in residential construction will have an impact on the 
religious market, but there is still some demand in this market from the housing boom of earlier this 
decade. 
 
In spite of weaknesses in the economy, Aptcon is in a market that has continued to grow and for 
which there is a need for their services. 
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Sales Strategy 
 
Sales and marketing will be the primary responsibility of the vice president; however, all staff 
members will continually be involved in the client building process.  Each member of the Aptcon 
staff was selected for their talents, professionalism, and ability to work with people.  Aptcon’s 
website is perpetually kept up-to-date with progress of new projects and includes a portfolio of past 
work.  

Aptcon’s sales objectives are:  

• Maintaining strong relationships with current clients; 

• Establishing new clients, understanding their needs, providing a cost effective solution, and 
building long-term relationships; 

• Maintaining competitive pricing; 

• Continuing to provide prompt service.  

These objectives will be executed through an effective sales strategy and modern business tactics.  

Their sales strategy consists of: 

• Planning sales activities to maintain a competitive advantage; 

• Improve client loyalty by understanding their needs;  

• Outsell competitors by offering the best solution. 

Their business tactics include: 

• Providing exceptional knowledge of the economics of education and educational 
development. This will be done through research and exploration of books, articles, and 
other educational resources; as well as communication with educational facilities; 

• Committing to clients professionalism, punctuality and understanding. 

This strategy is already in place and has proven to be very effective in completing sales objectives. 
Aptcon is confident in their sales strategy for it has been successful to date. 
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Financial Forecast 
 
The revenue forecast for Aptcon is robust—approximately doubling each year for the foreseeable 
future.  As the infrastructure is put into place in anticipation of this growth, expenses will outpace 
revenue for the current year and the first two years of this plan. 
 
Much of Aptcon’s infrastructure cost will be fixed or increases will be limited to inflation.  For 
example, the company has office space that will be sufficient for the duration of this plan.  
Computers and specialized software is planned to be purchased in the near future and, except for 
annual license fees, such expenditures will not repeat for several years.  The company is bringing 
on two senior level people immediately, but no additional headcount is anticipated until years three 
and four of the plan.  Therefore, many of the expenses of the company will not grow significantly 
even though there is significant revenue growth anticipated. 
 
Years three and beyond are expected to generate significant cash.  Any borrowing from outside 
investors and shareholders should be paid off in years three and four of the plan, and the company 
should be capable of making significant savings/investments in years four and five. 
 
Accounts receivable have been estimated at 15 days of revenue and accounts payable is estimated to 
be 20 days of cost of sales.  From a cash flow perspective, receivables and payables offset each 
other.  Due to the type of customer the company is selling its services to, risk associated with 
receivables is considered minimal.  However, it is possible that the collection period could stretch 
out as invoices have to be processed by various government entities.  A doubling in the collection 
period would cause a reduction in the expected cash balance, a slowing of the expected loan 
repayment by approximately 6 months, a reduction in the expected savings/investments in the out 
years, and/or a slight increase in the accounts payable cycle. 
 
The plan makes allowance for fixed asset procurement, principally in the area of vehicles to 
accommodate travel to and between job sites.  It is also contemplated that some office furniture and 
equipment will be needed during the plan horizon. 
 
Projected financial statements are provided in the appendix of this document. 
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Financial Forecast (cont.) 
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Financing Strategy 
 
The rapid growth of the company creates a demand on cash greater than can be generated from 
internal sources for the first two years of the plan period.  Therefore, Aptcon intends to raise 
additional funds by borrowing from the private sector.   
 
As will be pointed out, there is risk involved, but there are mitigating circumstances in this case: 
 

1. Aptcon is not a start-up company.  The company has two years of solid business 
experience.  Starting from zero, the revenue for the second full year of operations is 
approaching $1 million, double from the first year.  With the market Aptcon is in, the 
revenue growth is expected to approximately double each year for the foreseeable future. 

 
2. The market for educational, commercial and religious construction is reasonable predictable 

because plans and budgets for these items are done well in advance. 
 

3. The economic stimulus money from the Federal government will keep many of the 
educational projects going that might have otherwise been placed on hold. 

 
The result is that the risk that revenue will be slower than planned is minimal. 
 
The enclosed financial forecast indicates that the amount of outside funds required will peak in 
2011 at approximately $190,000, with most of that needed in 2010.  Most of the borrowing can be 
repaid in 2012 with the remainder being paid off in 2013. 
 
Aptcon will issue individual notes to investors.   Notes would be for 5 years, bearing simple interest 
at 9.75%, with the interest payable quarterly.  A maximum of $250,000 face value notes would be 
issued in increments of $10,000.  The notes can be redeemed prior to maturity with a 1% 
redemption fee. 
 
The funds thus raised will be used for costs associated with the business ramp-up, to include 
payroll and other operational expenses.  These funds will not be used for the purchase of real 
property, vehicles, or the like. 
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Forward Looking Information and Risks  
  
This report contains forward-looking statements within the meaning of the Private Securities 
Litigation Reform Act of 1995.  The statements regarding the Company contained in this report that 
are not historical in nature, particularly those that utilize terminology such as “may,” “will,” 
“ should,” “likely,” “expects,” “anticipates,” “estimates,” “believes” or “plans," or 
comparable terminology, are forward-looking statements based on current expectations and 
assumptions, and entail various risks and uncertainties that could cause actual results to differ 
materially from those expressed in such forward-looking statements.  Important factors known to 
us that could cause material differences include the following: 
  

• The effect of competition on our businesses;  
 
• The ability to successfully identify and implement initiatives to take this operation in a new 

direction; 
 

• General sensitivity to economic conditions;  
 

• Risks entailed by expansion, affiliations and possible acquisitions;  
 

• The ability to increase growth and profitability of our business; 
 

• Credit risk from financial accommodations extended to customers;  
 

• Limitations on financial and operating flexibility due to debt levels and debt instrument 
covenants;  

 
• Changes in government spending, buying patterns or safety concerns; 

 
• Unanticipated problems with product procurement; and 

 
• The diversion of our management’s attention from the management of daily operations due 

to the anticipated increase in the number of projects in progress at any one time. 
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Forward Looking Information and Risks (cont.) 
 
Aptcon is anticipating a substantial increase in volume over the course of this plan.  The following 
important factors known to us could cause material differences in forward-looking information: 
 

• Difficulties in the assimilation of different corporate cultures and business practices, such as 
those involving integrating new employees into Aptcon; 

 
• Difficulties in the implementation of departments, information technology systems, 

accounting systems, technologies, books and records and procedures, as well as in 
maintaining uniform standards and controls, including internal accounting controls, 
procedures and policies; 

 
• Expenses of any undisclosed liabilities, such as those involving environmental or legal 

matters. 
 
Successful implementation of these new operations will depend on our ability to manage those 
operations, realize opportunities for revenue growth presented by the corporate philosophy, 
strengthen our product offering, increase the customer base and to control costs. 
  
The anticipated benefits or opportunities from this business venture are based on projections and 
assumptions, all of which are subject to change.  We may not realize any of the anticipated benefits 
to the extent or in the time frame anticipated, if at all, or such benefits and savings may require 
higher costs than anticipated. 
  
You should carefully consider each cautionary factor and all of the other information in this report.  
We undertake no obligation to revise or update publicly any forward-looking statements. 
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Additional Information 
 
For more information about the company: 

 

     Sean Ross, President 
 

286 Hwy 107 South 
Cashiers, NC 28717 

Office: (828) 743-7928 
     Fax: (828) 743-7920 

     Direct: (828) 200-9117 
Email: sean@aptcon.com      

Web: www.aptcon.com 
 
 

 
Accounting services provided by: 
 

Income Taxes     

Payroll 

Bookkeeping 

Hansen & Associates      Eugene B. Hansen, Partner 

PO Box 1695 
9 Chestnut Square 

Cashiers, NC  28717 
Phone:  (828) 743-9941 

Fax:  (828) 743-9612 
Email:  gene@ha1040.com 

Web:  www.ha1040.com 
 

 
 

Legal council: 

      Peter A. Paul, Attorney at Law 
 

PO Box 3049 
872 US 64 West 

Cashiers, NC  28717 
Phone:  (828) 743-5200
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APTCON, Inc. 
 

Balance Sheet 
 

Strategic Plan   ::   2010 – 2014 
 

 (Dollars in Thousands) 
 

 Estimate Plan 

 2009 2010 2011 2012 2013 2014 

Assets       
Cash  $23.8   $65.3   $126.4   $271.0   $530.0   $880.3  
Accounts Receivable  $26.0   $81.7   $158.0   $338.8   $662.5   $1,100.4  
Other Current Assets  $-     $-     $-     $-     $552.0   $1,762.0  

     Total Current Assets  $49.8   $147.0   $284.4   $609.8   $1,744.5   $3,742.8  

       
Fixed Assets  $36.7   $42.2   $48.6   $55.9   $64.2   $73.9  
Accumulated Depreciation  $(21.8)  $(24.5)  $(27.7)  $(31.3)  $(35.5)  $(40.3) 

     Net Fixed Assets  $14.9   $17.7   $20.9   $24.5   $28.7   $33.5  

       
Other Assets  $-     $-     $-     $-     $-     $-    

     Total Assets  $64.8   $164.7   $305.3   $634.3   $1,773.2   $3,776.3  

       

Liabilities & Equity       
Accounts Payable  $35.1   $92.5   $179.1   $383.9   $750.8   $1,247.2  
Other Current Liabilities  $-     $3.3   $3.6   $4.6   $6.1   $6.7  

     Total Current Liabilities  $35.1   $95.8   $182.7   $388.6   $756.9   $1,253.9  
       
Notes Payable  $-     $175.0   $190.0   $15.0   $-     $-    
Loans from Shareholders  $-     $(0.4)  $0.9   $0.6   $(0.9)  $(0.0) 

     Total Liabilities  $35.1   $270.5   $373.5   $404.2   $756.0   $1,253.8  

       
Retained Earnings  $77.4   $29.6   $(143.3)  $(366.7)  $(556.8)  $(488.2) 
Net Income  $(47.8)  $(135.4)  $75.0   $596.8   $1,574.0   $3,010.6  

     Total Equity  $29.6   $(105.8)  $(68.2)  $230.2   $1,017.2   $2,522.5  

     Total Liabilities & Equity  $64.8   $164.7   $305.3   $634.3   $1,773.2   $3,776.3  
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APTCON, Inc. 
 

Income Statement 
 

Strategic Plan   ::   2010 – 2014 
 

 (Dollars in Thousands) 
 
 Estimate Plan 
 2009 2010 2011 2012 2013 2014 
Revenue  $919.6   $1,959.8   $3,792.4   $8,130.6   $15,899.9   $26,410.5  
Cost of Sales  793.1   1,665.8   3,223.5   6,911.0   13,514.9   22,448.9  
     Gross Margin  $126.5   $294.0   $568.9   $1,219.6   $2,385.0   $3,961.6  
       
Employee Expense  $11.6   $236.0   $259.6   $333.5   $438.9   $482.7  
Auto & Truck  44.2   47.5   51.1   54.9   59.1   63.5  
Insurance  11.4   24.2   46.9   100.5   196.6   326.6  
Repairs & Maintenance  27.1   27.8   28.5   29.2   30.0   30.7  
Rents  24.3   24.9   25.5   26.2   26.8   27.5  
Interest  -     8.8   18.3   10.3   0.8   -    
Travel & Entertainment  12.0   13.5   15.2   17.1   19.3   21.7  
Office, Telephone & 
Utilities  13.9   14.2   14.6   14.9   15.3   15.7  
Advertising  11.1   11.7   12.3   12.9   13.5   14.2  
Legal & Professional  8.3   8.5   8.7   8.9   9.1   9.4  
Other Expenses  9.0   9.5   10.0   10.6   11.3   12.0  
Depreciation  3.8   2.8   3.2   3.6   4.2   4.8  
     Total Expenses  $176.7   $429.4   $493.8   $622.8   $824.8   $1,008.8  
     Operating Income  $(50.2)  $(135.4)  $75.0   $596.8   $1,560.2   $2,952.8  
Other Income/(Deductions)  2.4   -     -     -     13.8   57.9  
      Net Income  $(47.82)  $(135.39)  $75.05   $596.81   $1,573.99   $3,010.63  
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APTCON, Inc. 
 

Statement of Cash Flow 
 

Strategic Plan   ::   2010 – 2014 
 

 (Dollars in Thousands) 
 
 Estimate Plan 
 2009 2010 2011 2012 2013 2014 

OPERATING ACTIVITIES       
Net Income  $(47.8)  $(135.4)  $75.0   $596.8   $1,574.0   $3,010.6  
Change in Accounts Receivable  15.2   (55.7)  (76.4)  (180.8)  (323.7)  (437.9) 
Change in Other Current Assets  1.5   -     -     -     -     -    
Change in Accounts Payable  35.1   57.4   86.5   204.9   366.9   496.3  
Change in Other Current Liabilities  -     3.3   0.3   1.0   1.5   0.6  
     Cash from Operating Activities  $4.1   $(130.4)  $85.6   $621.9   $1,618.6   $3,069.6  
       

INVESTING ACTIVITIES       
Investments in Short Term Securities  $-     $-     $-     $-     $(552.0)  $(1,210.0) 
Purchase of Fixed Assets  (15.7)  (5.5)  (6.3)  (7.3)  (8.4)  (9.6) 
Depreciation of Fixed Assets  2.9   2.8   3.2   3.6   4.2   4.8  
     Cash from Investing Activities  $(12.8)  $(2.8)  $(3.2)  $(3.6)  $(556.2)  $(1,214.8) 
       

FINANCING ACTIVITIES       
Loans from/(Repayments to) Investors  $(3.0)  $175.0   $15.0   $(175.0)  $(15.0)  $-    
Loans from/(Distributions to) 
Shareholders  29.3   (0.4)  (36.3)  (298.7)  (788.5)  (1,504.5) 
     Cash from Financing Activities  $26.2   $174.6   $(21.3)  $(473.7)  $(803.5)  $(1,504.5) 
       
Net Change in Cash  $17.5   $41.5   $61.1   $144.6   $259.0   $350.4  

       
Cash at Beginning of Period  6.3   23.8   65.3   126.4   271.0   530.0  
       

Cash at End of Period  $23.8   $65.3   $126.4   $271.0   $530.0   $880.3  
 
                                                             
i “Non-residential construction to continue growth in 2008”, ContractorMag.com, 
http://contractormag.com/news/non-residential_construction_0101/, Jan 25, 2008 






