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1. Executive Summary

Dream wedding tailor Corp. is a startup company founded in Hsinchu in Nov. of 2007. It was built by 5 marketing management classmates who are young, enthusiastic and ambitious. Each of them invested NT$2M to this company with the capital NT$10M.
Why we chose wedding service as our business because we saw only a few companies providing this service in Hsinchu and we saw a lot of opportunities in Science park. There are many successful and big companies located in Science park as TSMC, Mediatek, Powerchip, Novatek and so on. They own many excellent engineers who work hard to develop many new products. According to our observation engineers have to work over night very often and the big compensation from company is stock so most of them are rich but busy. How to save their time but still to be able to enjoy a wonderful wedding is the key point for them. It is a good chance for us to provide good wedding service for them. 
Wedding service is a competitive market , without good selling point is hard to survive in this market. We have defined our company position as creating a lot of novel wedding parties to make customers satisfied. No matter what kinds of types of marriage we can make it happen. We also have a good weapon to win this battle. We have developed a software application for many different marriage animations. Most of engineers are practical they only believe what they see so based on this application they can know what their wedding will be in the computer first. 

Finally, based on our good proposal and financial control our company will be successful in the market. 
2. Market survey

a .Target market : We focus on the customers who working in IT business in 

Hsinchu , because according to our statistics from the survey. Wedding planner is very suitable for customers form electronic business . It takes more than 50 % in the occupation blank , then Service industry takes second position .

b. Market demographics : This part totally including 3 items – Age , Educational background , income . First of all , we find the major group is concentrate on 30 – 40 years old , we speculate the reason is that group is really easier to suffer pressure from family and friends and their income have certainly amount of number , therefore , they ‘re not afraid of spend money and just want a different wedding . Second of all is Educational background , we realize the             major group is undergraduate group , it takes more than 83 % , which means people who lives in Hsinchu are educated very well .

                Third of all is income , we believe most of people’s income increasing with how high of their educational background . Consequently , that’s the level between high and middle social status . 

c . Market needs : We consider our target customers need customize planning , unique experience , reasonable charge . Customer have their different habits and ideas about their wedding and Dream Wedding Tailor understand that point , so we do our best to listen from the customer and give them appropriate opinion . Unique experience means the wedding we arrange for you is absolutely different from the other wedding planner who can offer . This is our promise to give the customers that will be the novel and elegant wedding experience .

Reasonable charge is the most serious reason that people doesn’t trust wedding planner . Customer always worry about the risk behind the contract . For solving this issue , we offer the extremely clear price for each item and cordial explanation .

d . Market trend : In this survey , most of interviewer consider the wedding planner is useful , future business , luxury , manage the wedding to become orderly , give a clue to start with wedding . We have to forecast what ‘s the trend for next step and we have to keep up with it . Basin on this reason , we add several questions about the trend or their opinion in this survey . We find several principles that we definitely have to follow , such as “ innovate the new and practical idea , shorter the term we arranging for the wedding and retain the quality of wedding ”   

e . Market growth : Dream Wedding Tailor estimate the rate of market growth will be 5 % per year , however , the most difficult part is how to change customer concept about wedding planner . Concerning about Dream Wedding Tailor , In average , 145 thousands couples get merry per year in Taiwan , potential customers . Each couple is willing to pay  $500,000 NTD for whole set of wedding process potential market worthy 100 billion NTD. 

3. Brand equity
a. Company organization

Dream wedding tailor Corp. was founded in Nov. of 2007. It was built by 5 marketing management classmates who are young, enthusiastic and ambitious. Each of them invested NT$2M to this startup company so the total capital is NT$10M. After one month discussion we have decided the organization as below. There are 15 employees in our staff.
- 8 people for marketing and sales 
- 3 people for flower/party decoration

- 3 people for website, MV and card design

- 1 people for finance 

b. Company mission statement

 Our company mission statement is to provide couples an unforgettable, wonderful and happy wedding party. We will share this mission statement to all our managers, employees and customers. With this statement can keep us to create new ideas and good service to our customers.   
Our Slogan : Make your Dream come true
Every woman has a dream for her marriage wedding, we will make this dream come true.  

Company Logo:


The meaning of Logo is two hearts coming together with a good dream at night.  
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c. Brand position
   We have defined our company position as creating a lot of novel wedding parties to make customers satisfied. Every groom and bride will be special and compelling couple in their wedding party. No matter what kinds of types of marriage we can make it happen. We want to create an image of creative company for our customers. Couples can enjoy the most wonderful day in their life. 

4. SWOT analysis

a. Strength :
Innovation

We focus on Outdoor wedding and Creative ways(customization) in order to create a valuable position for our company.  Also provide a satisfying and special experience for our customer. 
Flexibility

Our company is very flexible and quick to response with customers’ need. Keep close relationship with employees and customers are what we do, what we are good at. Everyone in our team is very passionate, patience, professional. Inside we have the close work team, outside we have maintain an efficient communication with our customers. 
Transparent offering price
We have built up an itemized reference. For customer quickly understand our price system and help customer to make decision then calculated the accurate fee. In this way we can also avoid the possibility of misunderstanding about the total cost of wedding plan services.
Marriage animation

We will develop an software application for demonstrating our packages. Together with customer we will choose and demonstrate the service package and the procedure. Customer can see what is going to happen in an easy and smooth way, and it also can be fun. Wedding preparation will be romantic and novel.
b. Weakness: 
Small team lack of resources

Our company has 15 staff. Everyone should have multi-function and full with challenge tasks. In the other hand we will be tight when arrange more than 10 projects at the same day. This will be the weakness we should take into consideration with our wedding management.
New comer in market 

New comer joins the current Wedding Market. We would need to input time and resources to open the gate and build our company image. The effort compare to existing competitors who already have influence and customer / vendor relationships. This will put us into a vulnerable position. 

c. Opportunity:
Willing to pay for worthy wedding

According to Survey, lately the couple plan to get married they are open to the ideas for having a special and memorial wedding with reasonable price. Although the trend is every year less and less couples getting married, the couple nowadays tend to willing to pay for a worthy Theme Wedding. Wedding is the most important thing in their life and in result any price for this dream can be reasonable.
Growing needs for customized wedding

Our society is change into diversity in many ways. Religions, occupations, life style.. all and all that is very different from 20 years ago. Globalization is a truth now with the advance technology and open economic system. With little region people could reach any kind of information and knowledge. Then from one to one the diversity is more clearly be seen, the self awareness is more and more at work. The need for customized wedding is a trend now we will have good opportunity to .
e. Threat:
Low entrance threshold leads to high competing level

The wedding planner business is more rely on innovation than on the scale of capital. With good ideas 1 man or 1 woman could start a wedding planner business quickly and successfully. In this way almost anyone is the potential competitors, and the competitors can increase quickly in very short time. According to survey there are about 200 wedding planner now competing in this market. And the number can increase everyday. The competition is going on strongly, if not win then you are out of this battle field. 
Existing Services provider extension 

Wedding planner has the existing wedding service provider becoming competitors. For example the restaurant or the hotel, in earlier days they only provide the food and drinks and accommodation for wedding. Now they also see the growing need for customized wedding. And start extension by integrating wedding services such as wedding place decoration, the wedding gift to help gain more business. 
Another example, the wedding dress company now also provide the wedding secretary ( make up, hair stylist) and MV and wedding photography into their services.
5. Competition Analysis

a. Competitor analysis

Existing Service provider tend to integrated other services

Wedding planner has the existing wedding service provider becoming competitors. For example the restaurant or the hotel, in earlier days they only provide the food and drinks and accommodation for wedding. Now they also see the growing need for customized wedding. And start extension by integrating wedding services such as wedding place decoration, the wedding gift to help gain more business. 

Another example, the wedding dress company now also provide the wedding secretary ( make up, hair stylist) and MV and wedding photography into their services.

Wedding Planner all focus on Refined and Customize services

The wedding market is about 30 billion per year in Taiwan. Though the marriage rate is dropping year by year, the wedding planner market has 20% growth per year. It shows the newly weds have growing need for wedding planner, and they are adapted to let the professional wedding planner to help dealing with wedding trivia. The high competition level is due to low entrance barrier, and wedding planner also following the M type society to develop. Every wedding planner is focus on refined and customized service in hope of creating more profit. 
Website integrated services links 

E-business is more and more popular now. More and more people would like to gather information through internet. A website is an ideal platform for everyone to upload their offerings, and for everyone to gather information they need. There are website provide integrated services links for Photo, Wedding Secretary, Wedding Dress, MV, restaurant…etc. Those website now become a competitor in wedding market.
b. Keys to success

Innovation idea

A good idea is not necessary expensive, and it can still lead to success. The wedding planner business is more rely on innovation than on the scale of capital. Good innovation and creative ideas is the core value of wedding planner market.
Refined service
Wedding planner market has high competing level leads to super competition.  Every company focuses on refined services. Who could provide the most satisfying services will seemly be the winner in the market.

Customization

Every newly wed still more or less has his or her dream about wedding. To tailor a suitable wedding for customers is the key to success.
c. Critical issues 

Fall into price competition
A full wedding plan package is easy to fall into price competition. To bring innovation into full play and tailor a wedding to fit customer, in this way the wedding planner can gain more profit.
Possibility of low acceptance with new idea

Innovation can sometime not really acceptable for every customer. Wedding planner need to be aware of what’s customer feel like to have, and what they may need more experience before adopt to the new idea.
6. Marketing strategy
a. Product offering
   Our product offering lists as below. We offer complete service from proposal, engagement to marriage. Are you shy or afraid to propose to your girl friend ? Are you looking for a romantic way to affect your girl friend ? We can give you many suggestions to make your girl friend saying yes to marry you. How about a Romantic candlelight dinner ? Or you like to announce in public - Billboard. Just tell us your request and idea, we can help to make it happen. 
   According to past experience there are too many arguments for marriage between groom and bride’s family so through our company we can make marriage smoothly. We also offer many types of wedding parties for customer’s choice. Customers can hold wedding in garden, beach or mountain. Hello kitty wedding will be our selling point. We can decorate customer’s wedding party with full of kitty including kitty wedding dress. No matter what kind of wedding, just tell us your plan we can make it for you.   
· Proposal of marriage

· Romantic Candlelight Dinner

· Billboard Public Announcement 

· Customization

· Engagement 

· wedding gift

· bride cake

· wedding photograph 

· healthy check 

· Marriage 
· Bride secretary (make up, wedding dress)
· Wedding invitation card
· Wedding MV design 

· Wedding decoration – music, balloon and flower

· Marriage contract

· Honeymoon travel 

· Outdoor marriage 
· Garden

· Beach

· Mountain

· Other

·  Creative marriage
· Cruise ship wedding

· Horse-back wedding

· Helicopter-Ride wedding

· Gliding wedding

· Underwater diving wedding

· Disney style wedding

· Hello kitty style wedding

· Others

Here below is our brief introduction for outdoor wedding. 
Garden

   For most brides, the Garden Wedding's siren call seems loudest in the spring and early summer, when it sings of flirty colors that soar from subtle to subtler pastels. 

Pink and green seem to draw brides like hummingbirds to honeysuckle. But you'll also see romantic combinations involving mint and lilac or plum and baby blue, to name just a few.

Popular themes? Butterflies and dragonflies, of course. And then there's herbs and lavender, gerbers and glowing lanterns. Super-chic brides clamor for bird & twig motifs, and lucky ones blessed with great geography and timing sometimes get to marry under the apple or cherry blossoms.

Beach

Is there anything more romantic than beach weddings, the sand beneath your feet, palm trees, and unique sunsets? We have beautiful beach wedding to compliment the romantic settings of the sea and sand while showing your unique style and personality. Whether is formal or casual

Mountain

Experience the Beauty and Romance of a candle light ceremony at the Original Smoky Mountain Log Wedding Chapel, Gateway to the Great Smoky Mountains. We will make your Wedding Day an experience to remember for a Lifetime. Ceremonies performed by fully ordained non-denominational ministers. We are a Christian ministry of love. We can provide flowers, photography and other wedding amenities. We also can recommend cabin and hotel accommodations for you and your guests, as well as reception sites and formal wear rentals. The chapel garden provides a beautiful setting for your wedding photos.

· Marriage Course

 The original idea : In Taiwan , according to the number from government , out of 4 in 11 couples divorced in Hsinchu . The tattered marriage caused huge amount of problems and damaged the whole country , such as crime , commit suicide and so on . Dream Wedding Tailor is the company who want to deliver the happiness to everyone , therefore , we coming up with a service called “ Marriage Course ” .

 The way to execute : We offer the place and qualified i person to teach . We divide a reference room to that exercising place and hire many part time lawyers and consultants to teach the customers what is the true life after they got married . The item including how to separate the property , children nurturing , even the personal habit and lifestyle are also the topic that customers have to be honest with it . Dream Wedding Tailor believes marriage isn’t kidding , games or emotional decision . This program indeed help many couples and solve the misunderstanding and fear between bride and groom . 

b. Marketing/financial objectives 
· Marketing objectives

We would like to offer special discount to our first 10 customers. This activity can help to build our reputation quickly. The other objective is to find 150 customers in the first year. 
· Financial objective
We would like to break even in two years. To reach this target we have to find 400 customers in two years.
c. Product strategy

(1) Target market 
We are located in Hsinchu near Science park so the people who work in Science park are our target customers. Why do we target to them ? There are many successful and big companies located in Science park as TSMC, Mediatek, Powerchip, Novatek and so on. They own many excellent engineers who work hard to develop many new products. According to our observation engineers have to work over night very often and the big compensation from company is stock so most of them are rich but busy. Money will not be an issue for them, how to save their time but still to be able to enjoy a wonderful wedding is the key point for them. It is a good chance for us to provide good service for them. 

(2) Positioning 

Our product position is to offer good service to let customers enjoy a special and creative wedding experience. Customers just take little time to tell us their idea and plan we will make it happen.  
(3) Strategy
      How to serve our customers ? We offer below services for them.  
· One stop service
There many things have to do at marriage including wedding photograph, cake, invitation card and so on. So we offer a complete service for our customers. Only one contact window can save them a lot of time. 
· Creative ideas
If customers have no idea for wedding ceremony we can offer a lot of choices for them. They can refer to our proposal to modify to fit what they want. 

· Marriage Animation
We have developed a software application for many different marriage animations. This application looks like IKEA decoration application in computer. Most of engineers are practical they only believe what they see so based on this application they can know what their wedding will be in the computer first. Marriage animation will be our good selling point for customers.     
7. Marketing mix

a. Wedding Price Lists and service items: 
	　
	Standard Package
	Economic Package
	Luxury Package

	Price
	NT$66,666 
	NT$88,888 
	NT$118,888 

	Service Items
	50 invitations free
MV
Simple Decorations
Arrange wedding process
	80 invitations free
MV
Sophisticated Decorations 
Arrange wedding process
	120 invitations free
MV, photographer
High-End Decorations
Sweet gift for guests
Bride cake

	Payment
	Cash or Credit Card
	Cash or Credit Card
	Cash or Credit Card


Wedding category: 
[image: image2.png]Special ltems Price
Cruise ship wedding NT$150K
Horse-back wedding NT$50K
Gliding wedding NT$30K
Underwater diving wedding NT$100K
Disney style wedding NT$300K
Hello kitty style wedding NT$500K
Helicopter-Ride wedding NT$150K





ps: Sidney and Hello Kitty styles have included logotypes license. 
b. Advertising and Promotion:

    The advertising and promotion of Dream Wedding Tailor is to build the website and create internet blog for our unique wedding project.  Key words searching in well-known website (like Google or Yahoo) and post an interesting story are the ways to appeal to customers. Besides, we also offer discount to first couple per day and sign contract with big IT companies as TSMC, UMC, medium tech corps. We also can cooperate with restaurants, hotels and flower shops to get the update information to bride and broom. 

c. Customer Service:

     In order to prevent the complex wedding process and misunderstanding occurrence to confuse customers, Dream Wedding Tailor sets up a single contact window to solve customers’ issues and take care of all the wedding related affairs. Also, our employees serve the customers based on the SOP flow and have training courses irregularly. 

     Customers must feel an immediate sense that the company truly cares. For customer complaints, Dream Wedding Tailor set up a toll-free “hot line” to immediately resolve customers’ complaints and disappointment. 

8. Financials

a. Sales Forecast
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Our sale’s volume target is 400 to achieve the break-even point in two years. In the first year, we estimate we could sell at lest 150 cases and in the second year we would have nearly 67% growth to get the 250 transactions. In the third year, we should keep 20% growth to maintain our company’s operation. The luxury package is our main goods that could produce high margin profit. Each transaction of luxury package can generate about the profit of 20,863. And each transaction of standard package could produce the loss of 11,359. Two years later, we could significantly lower the fixed cost. At that time, our products could generate higher profit. And in the future, we will towards the direction of streamline costs of the standard package to raise the profit, too. We hope our three packages could show the ratio of 66%:24%:10%. Our sales revenue as the above figure will achieve NT$ 15 million. The second year is NT$ 26 million and the third year is NT$ 31million. The growth of sales revenue will tend to slow in the third year, but the net gross will obviously increase.

b. Break-even analysis

Setting the price, we follow the six-step procedure in the textbook.

Step 1: Selecting the pricing objective 

We want to position our market offering in the maximum current profit. We estimate the demand and costs associated with alternative prices and choose the price that produces maximum current profit and rate of return on investment. 
Step 2: Determining Demand  

The demand of the wedding industry is elastic. That is because the increasing of the demand doesn’t depend on the discount of the price. Although the Internet increases the opportunity for price-sensitive buyers to find and favor lower-price sites, many buyers may not be that price sensitive. They tend to accept the wedding consultants industry recommended by their friends or families. The never heard wedding companies whose prices may be lower than the general price would hard be tried. Customers are willing to pay a higher price as long as the business can provide good services. Therefore, the customers in choosing wedding consultant companies have the low price sensitivity.

Step 3: Estimating costs

We estimate our cost as the following:

	Cost/ Departments
	Luxuries-Variable cost per unit
	Economic-Variable cost per unit
	General-Variable cost per unit
	Fixed cost

	R&D/product or process design
	   $    8,000
	$   6,000
	$   4,000
	$ 2,250,000      

	produce
	                  30,000 
	                  25,000 
	                  20,000 
	7,200,000 

	marketing
	                    8,000 
	                    6,000 
	                    3,500 
	7,120,000 

	customer service
	                    4,000 
	                    3,000 
	                       2,500 
	2,640,000 

	Total 
	$   50,000
	      $  40,000
	   $  30,000 
	 $19,210,000        


Our products have three packages: Luxury, Economic, and Standard. And we divided our company into four departments: R&D, produce, marketing, and the customer service. The department of R&D that main cost is salary is for design the different wedding ways that customers want, plan the whole process of the wedding and communicate the both sides of the families. The produce department would implement the design and that would take a lot of fee and materials. The marketing department which is for touting our new product and brand and marketing survey would cost on the advertisement and the marketing wages. And the customer service department which is to give the customers a good and wonderful experience could cost mainly on some gift cost. The variable costs of these three packages could increase with the service items. And the fixed cost is used in partners’ salaries, office equipment, rent expense, and advertisement expense. 

Step 4: Analyzing Competitors’ Costs, Prices, and offers

In general speaking, it is difficult to take competitors’ costs. But, we can take their prices and estimate their profits. Although the competitors’ prices are still not very clear, we gain some information as the following:

	
	High 
	Middle 
	low

	Price
	NT$ 150,000 and over
	NT$ 149,999~100,000
	Less than NT$100,000


We focus on the middle range. Their profit is 10 to 40 percent. From March to June, that is the wedding hot season in Taiwan. August and September are the wedding low season. Almost business take the discount and promotion on Nov. and Dec. Of course, the price would be cheaper in the low season.

Step 5: Selecting a Pricing Method

We use the “makeup price” method to decide the price. That’s for our customize product. By tying the price to cost, we can simplify the price and our price would tend to be accepted more easily. Our sale’s volume target is 400 to achieve the break-even point in two years.
Uint cost ＝Average Variable Cost ＋Fixed Cost / Unit Sales 

＝＄40,000＋＄19,210,000/400

＝＄88,025

Our target price every unit in average is $88,025

If we want to get more profits as 20 percent, we must get the charge over $88,025.

Makeup price＝Unit Cost / (1－Desired Return on Sales)
＝＄88,025 / (1－0.2) 
＝＄110,031

So, we can make a profit $22,006 per unit. For achieving the target, we should more push the luxury package service.

We use the target rate of return on investment (ROI) to count the volume of selling the luxury package service. For earning the 10 percent ROI, we should promote 263 sales of the luxury product. 

Target-return Price ＝Unit Cost＋Desired Return×Invested Capital / Unit Sales

                  ＝＄88,025＋0.1×＄10,000,000/400

                  ＝＄113,025
Break-even Volume ＝Fixed Cost / (Price － Average Variable Cost) 

＝＄19,210,000 / (113,025 －＄40,000 )

≒263
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Step 6: Select the Final Price 

Our marketing department would survey the marketing price. Because our price is not higher than the competitors, we could have no another discount. If we want take the discount policies, it is necessary to rise before the price discount. 

c. Expense Forecast:
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In our expense budget, salary is the main expense. That is over 60 % of the total expense. The material is used in the party decoration. That almost is flowers’ cost. As the increasing of the luxury service, the material expense would increase together. It can be increased from 17 % to 24 % in the next three years. The expenses of customer service and the advertisements show the relation of complementary. In the beginning, the advertisement is the important tool for attracting the crowd soon. Then, the customer service would progressively become significant. That is because the wedding consultants industry of the greatest challenges is almost no “repeat purchase” customers. Word-of -mouth must become our target. So, wedding guests are our greatest potential source. A good service becomes our best advertisement. 
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