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1. Executive Summary

Welcome to the future of event planning! Celebrations, The Event Planning Specialists, brings a new breath of air in the event planning market. Celebrations will lead the market, providing the same quality results, every time.

Celebrations is an equal opportunity business making its expertise and its products available to help its customers plan their own events. It provides complete consulting services for weddings, reception, meeting and anniversaries. Its consultants are experienced and dedicated professionals with many years of event planning experience. Celebrations is unique in that it give clients its undivided attention. It listen to their needs and work with them to create the event of their dreams. Our clients' wishes become our commands. So whether our client wants we help them. Our services include weddings, receptions, anniversary, budget planning, etc.

Party Packs (complete kits for their event), help in hosting an event. Through these and other affordable products and services, Celebrations aims to be the number one resource for any event.

2. Business Description
Company Summary

Celebrations soon to be located in Satyana road, provide a time-saving and valuable event planning service. It answers the demands of the social world, of the working family, heavily-burdened office, or special occasion in need of special recognition. As a business, it understands the needs of public and private organizations. As family members, it understands the needs of setting special time apart from other events in lives. Celebrations strives to accomplish these goals because too many people become overly stressed and frustrated when planning their wonderful events. Management are experienced and professional consultants and will use their expertise to help create memorable and stress free events for its customers. By doing this, Celebrations clients can sit back and enjoy their event.

Company Logo
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Company Slogan

100% CUSTOMER SATISFACTION

Company Ownership

This business will start out as a partnership, owned by its founders.

Start-up Summary
Through careful planning on the part of the founders, the start-up costs for celebrations are minimal. It began as a local business with little overhead. The start-up cost investment funds were assets saved by the owners.

Total start-up expenses, including office furniture, computer, printer, digital camera, website development, software, marketing, and other expenses are shown below. It also has initial cash to handle the first few months of operations.

	Start-up

	
	

	Requirements
	PkR

	
	

	Start-up Expenses
	

	Legal
	150000

	Stationery etc.
	1000

	Brochures
	10000

	Rent
	25000

	Other
	5000

	Total Start-up Expenses
	191000

	
	

	Start-up Assets
	

	Cash Required
	191000

	Start-up Inventory
	0

	Other Current Assets
	2000000

	Long-term Assets
	250000

	Total Assets
	441000

	
	

	Total Requirements
	2441000


Industry Background

The trend of Marriage Halls in Faisalabad was introduced in 1997. Serena Hotel was the first Marriage organizer in Faisalabad. But This trend has taken boom in 2000 when people began to organize their marriages and other parties separately in a marriage hall. Now days there are many marriage halls which are situated in different areas of Faisalabad.

Goals and Objectives

Celebrations objectives of operation include:

i. Be one of the top three event planning specialists in Faisalabad.

ii. Fairly compensate the employees. Contracted vendors, and founders of Celebrations.
iii. Produce the same quality results, every time.
iv. To increase our number of served clients by 20% per year through superior service.

Celebrations want every detail of its client’s event to be both a pleasurable and a memorable experience. Therefore it offers a host of packages and services specifically tailored to the needs of each client. Management is confident that this business venture will be a success and they estimate that their net income will increase modestly by the second year.

Mission

Celebrations is a full service company that provides complete consulting services for weddings, holy Celebrations, anniversaries, etc. Celebrations is unique in that it give the clients its undivided attention. It listens to their needs and work with them to create the event of their dreams. Celebrations strives to be the best choice of clients by helping to ease their event planning burden. Through consistent, predictable professionalism, Celebrations ensure a worry and hassle-free event at a reasonable price. Its clients' wishes become its commands. Its services include wedding, reception, anniversary, birthday, etc.

Celebrations also strive to provide the professional working environment to its employees and contracted vendors, fairly compensating them for their services. It is also a priority to make a comfortable living wage for its owners, founders, full-time staff, and their families.

Key to Success


Celebrations has identified following four keys to success, which will be closely monitored. 

i. Consistent, accurate fulfillment of the client's wishes.

ii. Competitive pricing for the quality of services offered.

iii. Significant profit made on each event planned.

iv. Maintaining a reputable and unmatched reputation in the community.

Competitive edge/Uniqueness
The market research has shown that customers anticipate the complete event planning to be expensive and they budget accordingly. In fact, lower prices are very often associated with poor service quality. By aggregating a complete range of event services under one roof, Celebrations g Consultants will offer its customers the ease of one-stop shopping. We believe the combination of worry-free events, a focus on food, and fun, plus a relaxed environment will lead to interesting conversations and friendships.

3. Marketing
Market Summary

A huge amount is spent every year on weddings, receptions and other events. Celebrations is a full-service event planner that offer a variety of services to its clients. The founders pride themselves on being professional at all times and they have packages to suit everyone's needs. The following sections describe the market segmentation, strategies, and industry analysis.

Market Segmentation

The market for event planning falls in a wide, very diverse grouping. Individuals as well as organizations demand the services Celebrations provide. 

i. Individuals 

They are those customers that contract with Celebrations to plan their family events. The reason they choose event planners is they are too busy to do it themselves. The revenues generated is range from moderate to high, depending on the event. Most holiday parties, and other special Celebrations, such as wedding receptions and birthdays occur in this market segment.

Age Breakdowns

· Under 27: Persons under the age of twenty-seven (27) using an event planner are rare at best. Celebrations hope to tap the early college graduates who have begun their professional careers. The revenues generated range from moderate to high, depending on the event. The majority of weddings fall into this segment.

· Ages 28-55: The persons that fall into this age group are employed, middle to upper-middle class families. The reason they choose event planners is they are too busy to do it themselves. These events will generate moderate revenues, with a few generating low revenues. The majority of special occasion planning will occur in this market segment.

· Ages 56 and above: Persons over the age of 55 have reached the turning point of life. Many are retiring, others are seeing that their children's special events are taken care of. These events will generate moderate to high revenues depending upon the income level of the family (direct correlation to social status). Most holiday parties, and other special Celebrations, such as wedding receptions and reunions, will occur in this market segment.

ii. Public and Private Organizations and Businesses

Private and public organizations make up the 2nd larger portion of Celebrations' client base. Organizations such as businesses, corporations, and political parties host the most events on the largest scales therefore these events generate larger revenues per event. 

iii. Other
This segment has no direct information to compile for a description. It consists of any event planned that does not fit into one of the above categories.
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Target Market Segment Strategy

Celebrations target markets are middle to upper-middle class families, individuals, or private and public organizations. It choose these groups because they are most able to afford event planners, and have the least amount of time to spare for event planning in general. Families demand attention, employees are overburdened, and overwhelming detail needed to plan large events are too large a constraint to place on people not trained in the area of event planning.

The fast pace of the world we live in leaves little time for extra things we would like to do, like plan events, parties, and social get-togethers. Celebrations  fills the need by being available to take on the burden of planning so that people can spend time on more important things, like family and friends. 

Market Needs

The market needs for event planning services are strongly shaped by the customers' desire to have perfectly planned and executed events. Although major customer segments, organizations and family members, plan and budget for the events as far as months or more in advance, they often realize that they cannot make all the necessary preparations by themselves in a cost effective manner. Strongly affected by the established social values, such customers seek professional advice to ensure that all the important aspects of the events meet or exceed perceived expectations.

Service Business Analysis

Celebrations is in a unique position of competition. It compete against hotels with conference facilities, conference centers, other event planners both on the large and small scale, persons within an organization who are assigned the task of organizing an event, and people who wish to organize their own events without the benefit of assistance. The benefits and drawbacks of each of our competitors as compared with the services we offer are hardly a match in quality and price.

1. Hotels and Conference Centers

Strengths: On-site facilities, equipment, and support staff. 
Weakness: Often very expensive, impersonal, rely on unskilled labor for support staff. The error rate is high due to high volume and traffic from other events happening at the same time.

2. Other Event Planners

Strengths: Have been in the market longer; have established a reputation and client base.
Weakness: No systems-based businesses designed to produce consistent results; focus on smaller events, specialized events are main focused rather than all events; do not have the supporting products to market with, or instead of, event planning services.

3. Employees or Persons wishing to do it themselves

Strengths: Able to add tiny personalized touches that have meaning within the group or family.
Weakness: Consumes time that could be spent on other things; don't have access to the best prices, services, and other needed resources available.

Competitive Comparison

Celebrations have different categories of competitors

1. Meeting houses

2. Employees or Persons wishing to do events themselves

3. Hotels and Conference Centers

4. Other event planners both on the large and small scale

Estimated Market Share

 We will try to capture at least 15% market share in the first year and it will start increasing with the time.
SWOT Analysis

STRENTH
 Company Management:

All the partners of Celebrations are MBA. So, they have a lot of knowledge about running a business successfully. Now it’s the time to convert the knowledge into practical form.

 Quality Conscious:
We are quality conscious. We maintain a high quality by providing our customers friendly and enjoyable environment.

 Large No. of Products and Services Range
We have large no of products and services range from which a customer can select easily.

 High Tech Culture:
The whole culture and business operating environment at Celebrations has quick access to a centralized database and we use computers as business tools.

WEAKNESS

Short term Approach:
We have a lack of emphasis on long term because we are starting a new business due to which we can not think for long term.

 Low consumer knowledge:
Customer has not any kind of knowledge about our organization.
OPPORTUNITIES

 Increase Population:
As almost in all over the world growth rate is increasing which in turn increases the demand of new events and necessities and especially in Asia the market is growing at a faster rate as compare to other continents. So they have to attract new entrants.

 Changing social trend:

As in all over the world people are not willing to arrange their events themselves because of life which has become much faster, it provide the company a favour to capture this fast moving market with its services.

 Market Development
We may start our business in the different areas of Faisalabad. In this way, we will be able to capture more market.

THREATS 
 Government Regulation:
We face problem if government employ taxes on them which will force us to raise the price of our product.

 Corporation’s shortage problem:
Again this is also a serious threat from its suppliers as if supplier is unhappy with the company. He may not provide us his land and services which we are using for event management.

 Political instability:
The big threat to Celebrations in Pakistan is Political instability and civil unrest.

4. Marketing Plan
Strategy and Implementation Summary


Build a relationship oriented business:


Build long-term relationships with customers. Celebrations will become our member's choice for events in a relaxing atmosphere.

Focus on target markets


Celebrations target market will be middle to upper-middle class individuals, couples or families, public and private organizations. We must then look at the needs of these markets and cater to them. We promise the same great results, every time.

When marketing to individuals, the idea of releasing them from the task, release their time for family and friends, and the promise of a worry-free event would be the concepts. Our marketing is predominantly by word of mouth or visual connection to large events these individuals have participated in or worked at.

When marketing to public or private organizations, the idea of greater efficiency for the money and a professional event without error would be the key concept. Groups, especially large ones, do not wish to deal with problems that arise due to oversight on their part. If the guarantee of worry-free, error-free events is available at a cost benefit to them, there really appears to be no better choice.

Sales Strategy

Celebrations deals with a diverse market of clients. Within each market segment, sales strategy will differ. Each approach is described as follows:

1. Private and Public Organizations 


Sales will be concluded one to two days after the end of the event. A follow-up phone call will be placed informing the client of the total cost, number of attendees, and information about the billing packet that will arrive at their offices. Feedback forms will be included in these packets to ensure the client is being served as they deem appropriate. Form letter thank-you will be sent following each event.

2. Individuals
Sales will be concluded with a follow-up phone call one to two days after the event. The phone call will explain the total cost of the event, number of attendees, and information concerning the billing. Invoices will be sent out the 25th of the month and will be due the 10th of the following month. Feedback forms will be included in these packets to ensure the client is being served as they deem appropriate. Thank-you cards will follow each individual event.

Or

The company's sales strategy will be based on the following elements:

· Placing advertisements in the local press, including The Register   Guard, Eugene Weekly, and The Oregon Daily Emerald.

· Developing affiliate relationships with other service providers (florists, hair stylists, caterers) that would receive a percentage of sales to the referred customers.

· Word of mouth referrals - generating sales leads in the local community through customer referrals.

Sales Forecast

By beginning on a smaller scale, Celebrations has the foresight to grow at a rapid pace to keep up with demand. We wish to maintain a steady rate of sales growth; however, we understand that sales of products and services will vary in different months. The first month will be spent setting up the office. It is unlikely that there will be any sales activity within the first two months. The third month should see the start of sales activity. From month six through 12 sales will steadily increase and the increase should continue well into year two. As shown in the graph.
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	Sales Forecast

	
	Year 1
	Year 2
	Year 3

	Sales
	
	
	

	
	
	
	

	Total Sales
	10800000
	15120000
	20160000

	
	
	
	

	Direct Cost of Sales
	Year 1
	Year 2
	Year 3

	
	
	
	

	Subtotal Direct Cost of Sales
	8100000
	10692000
	13104000


Pricing
Pricing Strategy

Celebration’s pricing will be comparable to the competition, but with the value-added feature of convenience serving and controlled atmosphere.
Advertising and Promotions

Communication Strategy
Celebrations will use different sources to communicate their target market. Celebrations will use those sources on that the more customer attract like LOCAL CABLE, NEWSPAPERS, BILLBORD and when we  will launch any scheme we will use pamphlets to aware their customer. Celebrations use the following media channel to attract the customer and give fully information about Celebrations through these media. The main objective is to create awareness about our Services through different media and produce recall and reorganization.

Ads in Local Cable Channels

Celebrations give ads on different local cable channel at different time. Celebrations management also keeps in mind that their competitors use what channel and what time they give ads. Celebrations management also keeps in mind what type of customer they attract and what time they sit before TV. Celebrations different time on different channel to keep in mind the target customer TV watching time Celebrations give ads in cable channel that operate in Faisalabad and nearby small cities. So in this way Celebrations exposure more its element and produce awareness that creates recall and reorganization.

News Papers

Celebrations will advertise their services through news papers. Large numbers of customers have reading habits of news papers, so Celebrations use the media of news papers to attract their customer. Celebrations will select DAWN, NAWAE-WAQT and EXPRESS NEWSPAPER. Celebrations will give its ads on these news papers on every Sunday.

Billboards

Celebrations attract their customer through billboard. Celebrations select the location for Billboard on Novelty Bridge, GTS Bridge and those places where large numbers of customer may easily being attracted.

5. Operations

Company Locations and Facilities

Celebrations will locate inside the city limits of Faisalabad, initially this will be a one office business; however, by Year 2, Founders intend to expand its facilities into a well-equipped and operational offices. The company will maintain a high degree of professionalism. The office will be equipped with the latest in business technology, such as telephone systems, computers, fax machines, printers, Furniture and software. Location will have a secure storage area for supplies and equipment used in events. As for as our operations are concern, we have made agreements with two Marriage Hall owners for the availability of the land. We have given them a reasonable amount to be on a stand by mood for us. The names of those Marriage Halls are Gohar Marriage Hall, Lyalpur Gymkhana Club and Sandal Bar Marriage Hall
.
Products and Services

Although Celebrations is primarily a service business, it also offer products to help it customers in planning the event themselves. The following products are tools used inside operation for the best possible results:

1. Party Pack
The Party Pack is a complete kit for any party. It includes decorations, cameras, cutlery, plates, napkins, cups, tablecloths, theme music (where applicable), invitations, thank-you cards, and a step-by-step guide to planning, putting together, and hosting the event.

2. Step-by-Step Guides 
These booklets is use to map out the event, it helps to understand what is needed for and how to put together a successful, worry-free event, resource information, popular refreshments, and tips to put their event in the record books. The events include birthdays for all ages, meetings, parties, product launches and special occasion celebrations such as weddings, receptions, etc 

3. Resources Manual

This valuable guide acts as a review for all the resources located in the surrounding area. A ranking is given to the various services, such as caterers, decorators, bands, and other facilities. This manual will give the client the freedom of making a choice based on experience.

Celebrations provide event planning in a wide range of applications. It guarantees satisfaction in the areas of appearance, performance, and taste. The following is a sampling of the types of events it plan every year:

1. Meetings and Trainings.

2. Conferences and Workshops.

3. Birthdays and Anniversaries.

4. Weddings, engagements and Receptions.

5. Company award ceremonies and product launches.

.....And any other event that needs to be planned.

6. Management
Management Team




Zubair Ahmad




Faisal Abbas




Adnan hassan




Shaheena Akhtar




Tuba Saleem

Organizational Structure

The management team within Celebrations will be small in the beginning. The primary employee is the founder, who plans events, then contracts with caterers, decorators, and bands to fill out the event. 

When Celebrations reaches its expansion goals, it will have one to two event planners, an office assistant, two to three site managers for the events, and a product and marketing specialist. This team will function as one with constant communication through weekly staff meetings, email, and message boards. All jobs are interrelated. The performance of one affects the performance of the others; therefore, each team member expects nothing but the best from each other.

Celebrations is looking for energetic, teachable, detail-oriented persons who want the potential to grow and improve their skills within the organization. Celebrations wants to be the best; therefore, they will hire those who want to succeed.

Personnel Plan

The following table shows the estimated personnel needs for Celebrations.
	Personnel Plan

	
	Year 1
	Year 2
	Year 3

	Site Manager
	180000
	240000
	300000

	Other
	120000
	144000
	180000

	Total People
	7
	7
	7

	
	
	
	

	Total Payroll
	300000
	384000
	480000


8. Financial Plan

Service-based businesses require little funds to start-up, and as they grow and expand, less funds to maintain. The charts and graphs that follow will show that investment up front allows Celebrations to function debt-free with little overhead. This gives Celebrations a quicker break-even point and increased profit margins from the start. As Celebrations grows, the debt-free philosophy will be maintained until it is impossible to function during growth periods without financial assistance.

7.1 Important Assumptions

Tax rates are noted for information. We carry no loan burden that would be affected by these rates. 

	General Assumptions

	
	Year 1
	Year 2
	Year 3

	Plan Month
	1
	2
	3

	Current Interest Rate
	14.00%
	14.00%
	14.5%

	Long-term Interest Rate
	17.00%
	17.00%
	17.5%

	Other
	0
	0
	0


Key Financial Indicators

The break-even point for Celebrations is based on the assumption that we will produce 15 events per month. 
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Net Present Value
(Interest Rate=43%)

	Descriptions
	Rs.

	Initial Investment
	2500000

	Profit at the end of 1st year
	957950

	Profit at the end of 2nd year
	1661520

	Profit at the end of 3rd year
	2975280

	NPV
	-84.16


Net Present Value
(Interest Rate=42%)

	Descriptions
	Rs.

	Initial Investment
	2500000

	Profit at the end of 1st year
	957950

	Profit at the end of 2nd year
	1661520

	Profit at the end of 3rd year
	2975280

	NPV
	26569.67


Internal Rate of Return (IRR)
= Li+ [(Hi-Li) (NPV+ 0)/NPV l-NPV H]
= .42+ [(.43-.42) (25569.67) / 25653.83] 
= 42.99%
Break-even Analysis
The break-even point will appear more rapidly for Celebrations than for other types businesses. Start-up costs are limited to minimal equipment, there is little or no staff to pay in the beginning, and contracted companies will handle any additional equipment required for the planned events.

	Break-even Analysis

	Monthly Revenue Break-even
	160000

	Assumptions:
	

	Average Percent Variable Cost of Monthly Revenue Break-even
	20%

	Estimated Monthly Fixed Cost
	128000


Projected Profit and Loss

Leading the industry in event planning requires the use of the resources available at the lowest cost. As noted in the table, we spend less money on overhead than other event planners with an outside office or office space in their own facility. This savings allows us to market in creative ways and spend funds on expansion into other areas when the time is right.
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	Pro Forma Profit and Loss

	
	Year 1
	Year 2
	Year 3

	Sales
	10800000
	15120000
	20160000

	Direct Cost of Sales
	7200000
	9180000
	11340000

	Other Costs of Sales
	900000
	1512000
	1764000

	Total Cost of Sales
	8100000
	10692000
	13104000

	
	
	
	

	Gross Margin
	2700000
	4428000
	7056000

	Gross Margin %
	25%
	29.28%
	35%

	
	
	
	

	
	
	
	

	Expenses
	
	
	

	Payroll
	1020000
	1344000
	1680000

	Sales & Marketing & Other Expenses
	150000
	250000
	350000

	Depreciation
	0
	
	

	Leased Equipment
	0
	
	

	Utilities
	40000
	50000
	70000

	Rent
	300000
	720000
	1260000

	Payroll Taxes
	0
	0
	0

	Other
	0
	0
	0

	
	
	
	

	Total Operating Expenses
	1510000
	2364000
	3360000

	
	
	
	

	Profit Before Interest and Taxes
	1190000
	2064000
	3696000

	Taxes Incurred
	232050
	402480
	720720

	
	
	
	

	Net Profit
	957950
	1661520
	2975280


Projected Balance Sheet

Celebrations is set up for success. According to the numbers, we start out fair and end up amazing. we will be worth over 125,000 with a profit margin of over 30%. We are operating with little to zero debt, boosting the net worth even higher. This will affect the cash flow in a moderate way, and is undetermined how it will affect the profit ratio of the business.

	Pro Forma Balance Sheet

	
	Year 1
	Year 2
	Year 3

	Assets
	
	
	

	
	
	
	

	Current Assets
	
	
	

	Cash
	642950
	1898470
	3050990

	Accounts Receivable
	1620000
	2268000
	3724000

	Inventory
	0
	0
	0

	Other Current Assets
	0
	0
	0

	Security of Office
	2000000
	2000000
	2000000

	Total Current Assets
	4262950
	6166470
	8774990

	
	
	
	

	Long-term Assets
	
	
	

	Long-term Assets
	250000
	400000
	400000

	Accumulated Depreciation
	25000
	65000
	105000

	Total Long-term Assets
	275000
	465000
	505000

	Total Assets
	4537950
	6631470
	9279990

	
	
	
	

	Liabilities and Capital
	Year 1
	Year 2
	Year 3

	
	
	
	

	Current Liabilities
	
	
	

	Accounts Payable
	540000
	756000
	1008000

	Current Borrowing
	0
	0
	0

	Other Current Liabilities
	0
	0
	0

	Subtotal Current Liabilities
	
	
	

	
	
	
	

	Long-term Liabilities
	0
	0
	0

	Total Liabilities
	540000
	756000
	1008000

	Retained Earnings
	957950
	1788710
	2532530

	Capital
	
	
	

	
	
	
	

	Faisal’s Investment
	500000
	500000
	500000

	Zubair’s Investment
	500000
	500000
	500000

	Adnan’s Investment
	500000
	500000
	500000

	Tuba’s Investment
	500000
	500000
	500000

	Shaheena’s Investment
	500000
	500000
	500000

	Earning of individuals
	0
	830760
	2231460

	Total Capital
	2500000
	3330760
	4731460

	Total Liabilities and Capital
	4537950
	6631470
	9279990


9. Critical Risks
Operational Risk:
There is a risk involve that it may happen some day, all halls are busy and customer says to arrange a meeting or an event in emergency.
Country Risk: 
There are some people who think that it should be better to arrange the event at home which is a potential risk for us.
Economic Risk:
As our economy is in recession stage so people are price conscious rather than quality conscious.
Terrorism Risk: 
Terrorism risk is involved while doing business in Pakistan.

10. Harvest/ Succession Strategy

As all the five partners of Celebrations are quite young so for the time being there is no need of Succession planning.
11. Milestones Schedule
Milestones

The Milestone table reflects critical dates for launching the first and subsequent shops, as well as deployment of the kiosk as well as occupying head office. The Hi-VB also defines break-even month, our website launch and other key markers that will help us measure our success in time and accomplishment.

Table: Milestones

	Milestone 
	Start Date
	End Date

	Open Second Office 
	01/01/2010
	20/3/2010

	First Break-even Month 
	01/11/2010
	30/11/2010

	Open Third Shop 
	15/01/2011
	01/04/2011

	Launch Website 
	15/04/2011
	01/06/2011
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