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Chapter 1

INTRODUCTION

The Internet provides a valuable tool that gives people planning for weddings vast amounts of information about weddings, wedding resources, wedding retailers, and other wedding services to improve wedding planning. An online wedding planning business can be classified in several types of industries. The major industry that this business falls under obviously includes the wedding industry. The nature of the business being on the Internet also places an online wedding planning business in the Internet and online content providers industry (http://www.hoovers.com/industry/description/0,2205,6281,00.html). Because an online wedding planning business is in both of these industries, it will be important to provide a combined analysis of the two major industries that the business falls under as they relate to this specific business. This chapter introduces the reader to a beneficial tool for planning a wedding, the wedding planner website.

Background

For most people that are getting married for the first time, planning a wedding can be a time-consuming, overwhelming task. Planning for a typical wedding includes finding a reception location, meeting with all the different wedding vendors including florists, disc jockeys, photographers, and caterers, picking out attire, invitations, etc. The costs of a wedding vary from region to region; one thing is certain, people are willing to spend when it comes to their wedding.  According to Robbi G.W. Ernst III, president of June Wedding Inc., the average cost of a wedding in the United States is $17,500 for 125-to 150 guests (Tiffany, 2002).  The Internet provides an excellent tool for people planning a wedding.  It allows them to quickly access wedding information.  Today, 48% of couples to-be-wed in the United States use the Internet as a planning resource. (www.yahoo.com, 2000 Internet Poll).

Statement of the Purpose
The purpose of this business plan is to show investors the attractiveness of building a wedding planning website that will give assist people planning a wedding by giving them access to all major categories of wedding products, services, and vendors. 

Objectives

The objectives of this business plan include the following:

1. Provide a description of the wedding industry and outlook for the industry.

2. Assess the competition both nationally and locally.

2.1. Describe the potential entry of new competitors into this industry.

2.1. Identify the major established wedding planning websites.

2.2. Identify the San Diego focused wedding planning websites.

2.3. Identify substitute products.

3. Identify the target market.

4. Establish a company direction and strategy.

4.1. Provide business models for the company.

5. Identify sales and marketing activities.

6. Conduct a financial analysis.

6.1. Provide a sales forecast.

6.2. Provide a projected income statement.

6.3. Provide a projected cash flow statement.

6.4. Provide a breakeven analysis.

7. Identify critical success factors for the company to succeed.

8. Provide the technology infrastructure planning.

9. Discuss recommendations for startup and future growth.

Chapter 2

MARKETING ANALYSIS

Industry Description and Outlook

For this proposal, the reader will be presented a simplified industry analysis including an industry description and outlook. In the final business plan, a more detailed industry analysis will be presented. The intended business plan industry analysis will present the dominant economic features as they relate to the online wedding planning business.  These features will include market size, industry profitability, entry/exit barriers, economies of scale, and number of companies in the industry.

With many different types of businesses that participate in the wedding industry, the wedding market is highly fragmented. Businesses that provide products and services in this industry include hotels and restaurants providing reception and catering services, bridal magazines, airline, florists, bakeries, photographers, disc jockeys, musicians, religious establishments, bridal shops, tuxedo shops, limousine services, alteration services, jewelry providers, wedding accessory providers, video designers, makeup artists, and invitation designers, and wedding consultants. 

According to www.knot.com, approximately 2.4 million couples get married annually, generating $70 billion in retail sales. Weddings also generate an estimated $4.5 billion for the travel and services companies (Bride’s Magazine Survey, 2000). The large size of the wedding industry combined with the increased acceptance of the Internet as a substitute to traditional brick-and-mortar wedding product and services companies is likely to draw new competitors in this market (Thompson, 2001). 

The outlook for the wedding industry highly depends on the number and rate of people getting married.  In 1998, 2.2 million couples got married (Monthly Vital Statistics Report, 1998). The marriage rate of 8.4 marriages per 1000 population is expected to remain constant in the near future (www.wedding-planner.net/market.htm). 

The outlook for the online content providers industry is less easy to predict. The growth of usage of the Internet continues to grow at a staggering pace. As of March 2002, there were 560 million Internet users. That number is expected to increase to 762 million by the end of 2003 (http://www.glreach.com/globstats/).

In 2000, electronic commerce had already accounted for nearly $660 billion in revenues. That number is expected to increase to $6.8 trillion in 2004 (www.forrester.com). The combination of increased usage of the Internet with the expectation of the enormous growth of e-commerce creates tremendous opportunity for businesses that are in the online content providers industry.  These businesses are companies that provide Internet navigation services and reference guide information for World Wide Web and that publish, provide, or present proprietary, advertising, and/or third party content (http://www.hoovers.com/industry/description/0,2205,6281,00.html). Although the growth of the Internet gives the businesses in this industry an excellent market base, these businesses are in their early stages of development and proven businesses models for the industry are few. Overall, my prediction for the online content provider industry as a whole is excellent.

Major Characteristics of the Target Market

 The ultimate consumers for services provided by this online wedding planning business are brides and grooms within the San Diego region. The median age for brides is 26, while the median age for grooms is 28 (Monthly Vital Statistics Report).  The combined number of public and confidential marriages in San Diego from 1992-1997 averaged around 23,000 (San Diego County Recorder’s Office, http://www1.sddt.com/features/statsheets/sdstats/social/jarriage.html).  Other demographic areas for the bride and groom that should be covered in the business plan will include education, income levels, culture, and religion. 

Although the demographics of average newlyweds in San Diego were briefly covered, the target market is not limited to this population. For many couples that will marry, especially younger couples, it is not viable for them to pay the average cost of a wedding. For many of these couples it is traditional for the parents or family members to help pay the cost of the wedding. It is reasonable to include the parents of the bride and groom as part of the target market for this business. 

A smaller sector of the target market will include older (30 and up) brides.

Customers of this online wedding planner business are not limited to people planning weddings. Customers of this business will also be the businesses suppliers. Customers will include all major areas of wedding service providers for the San Diego region. These customers include caterers, hotels, venues, florists, dressmakers, jewelers, travel agencies, etc. An in-depth study of the local wedding service providers will be conducted.

Competition

In the final business plan, the reader will be presented with several topics relating to competition. These topics include a comparison of the largest online wedding planner sites, potential entry of new competitors in this market, threats of substitute products to this business, competitive pressures from the suppliers, and a comparison of San Diego wedding planner sites.  Most of the research on the competition will begin with a discovery of the different services using www.yahoo.com, wedding planning companies section. 

For the purposes of this proposal, we will briefly discuss the key players in the US market, wedding planners as a substitute product, and existing San Diego wedding planner sites. 

Competition in this industry is fierce. There are many businesses trying to capitalize on the Internet’s advantages in order to reach a global target market and gain a share of the wedding industry. Several wedding planning websites include weddingbells.com, topweddingsites.com, Unique Bridal Boutique, weddingdetails.com, bridaltips.com, brassring.com, and groomsonline.com.The major players in this industry are www.theknot.com, and www.weddingchannel.com.  

TheKnot is the most popular online wedding planner as it provides extensive wedding related content. TheKnot owns and publishes the national wedding magazine, The Knot Wedding Gowns, and offers honeymoon booking and other travel related services. The Knot makes money by advertising sales, merchandise sales, and the sale of travel packages. Advertising sales include banner sales and online listings for local online vendors. The Knot is a publicly traded company and is listed as KNOT.OB. 

The Wedding Channel differs from The Knot in it’s content on the website.  If offers many of the same services that can be found on The Knot. 

Local San Diego wedding planning websites include sandiegoweddings.com, signonsandiego.com/weddings, and marrymeinsandiego.com. These local sites provide people who wish to get married in San Diego with information related to San Diego weddings, services, and vendors. 

While wedding coordinators and consultants are free to use these tools, these wedding professionals are considered as substitutes to the wedding planning website, and therefore, are included as competition. Wedding consultants provide many couples the planning they desire to have a wedding. The main advantage of a wedding consultant is that it saves the couple time that they would have to spend researching different vendors on their own. Wedding consultants typically charge from 10-15% of the total cost of a wedding (Chatman, 2001). 

Chapter 3

MARKETING INFORMATION

In order to market the website we will focus on attempting to proactively reach customers rather than waiting for them to discover our services.  Several methods of marketing to be used include e-mail, newsletters, and other types of viral marketing. 

The website should also be listed in different search engines such as aol.com, yahoo.com, and go.com. 

Links with strategic partners websites using banner exchanges can increase traffic to the site. 

Word of mouth marketing can greatly enhance the local traffic.  

An attempt to turn casual browsers into repeat customers by establishing membership should be taken.

Further marketing efforts can be undertaken by establishing a presence in the various wedding discussion groups and wedding organizations. 

In San Diego, many couples chose to strengthen their relationships by attending “An Engaged Encounter”, a weekend retreat for couples that will soon marry. Establishing strategic partnerships with these types of organizations will greatly benefit the business. 

