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Abstract

As we prevail through the COVID-19 pandemic the world needs more reasons to

celebrate now more than ever.  The forthcoming future is predicted to be the busiest wedding

period ever recorded and Supernova Weddings will be there to assist couples along the way in

the planning, coordination, and design of their dream wedding.  Supernova Weddings is a

wedding planning company based out of Raleigh, North Carolina that assists engaged couples

in the planning process of their wedding.  Supernova Weddings focuses on commitment,

innovation, and passion to ensure each couple's needs are met and to bring the client's dream

wedding vision to fruition.  Supernova Weddings services are structured into 3 packages, Day-of

Coordination, Partial Planning, and Full-Service Planning, and will be priced accordingly.

Supernova Weddings’ innovative approach to wedding planning will be the future of weddings.

Key Words:

Entrepreneurship, Female Entrepreneur, Wedding Planner, Weddings, Raleigh, Small Business
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Executive Summary

Due to COVID-19 many couples had to postpone their 2020 and early 2021 weddings.

This has created a significant opportunity in the wedding industry and the next few years are

projected to be the busiest wedding period ever recorded.  Supernova Weddings is taking

advantage of the increase of weddings by launching as an innovative wedding planning service

beginning in 2023.

Supernova Weddings will be located in Raleigh, North Carolina and will be targeting

couples who want an unconventional wedding that incorporates technology and innovative

designs. Supernova Weddings is all about breaking the boundaries of traditional weddings and

creating an experiential event for the couple and their guests.  Supernova Weddings aims to

elevate the stress of planning a wedding and make the experience as enjoyable as possible for

the couple.

Supernova Weddings will be positioning itself as a moderately priced wedding planning

service by offering three levels of packages at different starting rates.  They will offer a day-of

coordination service for couples who need help with organizing and facilitating all the details on

their wedding day.  They will also offer a full-service package for couples who want a

professional to handle all aspects of the wedding during the planning stages as well as day-of

coordination.  In addition, Supernova Weddings will offer a partial planning package which is an

in-between option from both packages.

Supernova Weddings is passionate about its craft, innovative with its design approach,

and committed to every couple's needs.  Their services are tailored individually to every couple

and they make sure no detail is overlooked, no vision is unmet and the couple’s only concern on

their wedding day is to say “I Do”.
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Introductory Components

Section 1: Company Overview

1a) Describe your products and services.
Supernova Weddings is a wedding planning company that offers its services to assist

engaged couples in the wedding planning process.  We provide customized services to our
clients based on their desired needs.  Our services range from full-service planning, partial
planning, and day-of coordination.  Supernova Weddings works individually with its clients to
assist in the organization and facilitation of their big day.

1b) Describe the history of your business if it is an existing business, or how you
developed your idea to start a new business.

The world needs more reasons to celebrate now more than ever.  The $54.4 billion
wedding industry took a hard hit during the COVID-19 pandemic, but there are benefits the
wedding industry is projected to recognize post-pandemic.  Based on a survey from
TheKnot.com, 32% of engaged couples had their ceremony in 2020 and pushed their reception
to a later date and 15% of engaged couples postponed their entire wedding to 2021 and beyond
(Lee).  The forthcoming future is predicted to be the busiest wedding period ever recorded and
Supernova Weddings will be there to assist couples along the way in the planning, coordination,
and design of their dream wedding.

1c) Describe the legal structure of your business- sole proprietorship, partnership, or
corporation.

Supernova Weddings will be structured as an LLC.  Since I will be the sole owner of the
business, under the LLC I will be considered a member and I will only be liable for the debts and
obligations up to what I invested.  Another advantage to structuring as an LLC is that it is taxed
like a sole proprietorship, avoiding double taxation and it reaps the limited liability benefits of
what a corporation would have (Barringer and Ireland).

1d) Describe your experience in this business and how it will help you succeed.
Most people only have an extravagant wedding once so it is extremely important they

have full trust in their wedding planner’s expertise.  My top-level organizational skills,
interpersonal communication, problem-solving, and attention to detail make me qualified to take
on the position of being someone’s wedding planner.  I am graduating Summa Cum Laude from
SUNY New Paltz with two Bachelor of Science degrees in Entrepreneurship and Accounting.

Currently, I work as a Wedding Planner at a New York-based wedding planning company
called, Unruffled Weddings & Events.  There I act as a lead wedding planner on the day-of
coordination of couple’s weddings.  Additionally, I worked remotely as a Wedding Coordinator
Intern for Brooke Voris Weddings where I met with clients, kept in contact with vendors,
organized client files, and created and analyzed digital marketing for the company.
Furthermore, I am “Verified in Wedding Planning” which I completed through a webinar series
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taught directly by Jenny Chang, who was recognized as one of the US Top 50 Event Planners
by PartySlate.

I worked as a catering waitress for the Garden City Country Club where I was taught fine
dining etiquette and I decorated, set up, and waited for events and parties.  I have event
planning experience with my University's Center of Student Engagement.  Here I was a part of
the Virtual Event Team where I planned, promoted, and conducted virtual programs for the
student body.  I also have further event planning and marketing experience working for the
Mid-Island Y JCC which is a non-profit organization.  I am currently serving as the 2021-2022
President of the New Paltz Management Association where I manage a board of directors and
create events and workshops for the general members.  Additionally, I worked as an
entrepreneur business consultant for SUNY New Paltz students for the New York State
Business Plan Competition under the direction of Professor Napolitano.  I have extensive
knowledge and passion for the wedding industry, entrepreneurship and hospitality services
which I know will be communicated effectively through the services that I provide to my couples.

1e) Describe your reason for believing the business will succeed.
Wedding planning employment is projected to grow 8 percent from 2019 to 2029, which

is double the average growth rate for all occupations (U.S. Bureau of Labor Statistics).  This
growth can be accredited to what sociologists call “The Wedding Industrial Complex”.  This is
where media such as Disney princess movies and reality wedding TV shows have fabricated
from an early age women’s vision of what a dream wedding should be regardless of what they
can afford (Bronson).  Every year expenditures on weddings are increasing and the wedding
industry revenue is rising (Aviles).  In 2018 CNBC named wedding planning one of 27
businesses that you can launch with a $1,000 investment or less (Ward and Montag).  The
wedding planning industry’s low startup cost and hopeful expansion rates make it a promising
industry to enter.

Section 2: Mission Statement & Core Values

2a) Mission Statement:
Making dream weddings a reality by providing a personalized and enjoyable wedding planning
experience.

2b) Core Values:
- Commitment - You might be the one saying “I Do” but we vow to be by your side every

step of the way.  No questions about it.
- Innovation - Our couples deserve the best that exists and if it doesn’t we’ll create it.  We

believe this day should be a reflection of your style and your love story.
- Passion - We know wedding planning seems daunting but we love what we do!  We live

for all things weddings and sharing in this memorable experience with our couples.
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Marketing Plan

Section 1: Products or Services

1a) What customer needs or wants are being filled?
Supernova Weddings will focus on assisting couples in the planning process as well as

the day-of coordination of their wedding.  The amount of planning assistance provided will be
depending on the client’s needs and level of service contracted and the pricing will be adjusted
appropriately.  Supernova Weddings will help couples maximize their budget to create an
experience that will far exceed their expectations.  We are here to be a mentor and a reliable
resource to our couples.  We know wedding planning can be stressful but we are here for our
couples and our job is to make the experience as enjoyable and easy as we can.

1b) What are the features and benefits of your products or services?
Supernova Weddings services’ are tailored to the couple’s individual needs.  We work to

provide vendor referrals, negotiate vendor contracts and attend vendor meetings and venue site
tours with the couple.  We also create detailed timelines, floor plans, and coordinate design
details individualized to our client’s personal preferences.  Additionally, we oversee everything
on the day of their wedding and the rehearsal dinner.  We make sure the event runs smoothly
and handle any unforeseen issues, we also manage vendors to execute the intended vision and
ensure the event adheres to the proposed timeline.  We are the behind-the-scenes magic that
goes into making couples' dream weddings a reality.  Supernova Weddings offers three different
packages depending on what level of service the couple is looking for.  The Day-of Coordination
package is designed for couples who want to handle almost all of the planning themselves but
are looking for a professional to be on-site the day of their wedding to ensure everything runs
according to plan.  The Partial Planning package is for couples who want to be involved in the
planning process but need assistance making the event come to life.  Supernova Weddings
works with individual couples to customize the package so each couple's wants, needs, and
budget are being met.  Lastly, we offer the Full-Service Planning package.  This package is
geared toward couples who are too busy to plan a wedding or those who want to have a
wedding without worrying about all the details that go into making the day happen.  The partial
planning and full-service planning packages also include day-of coordination so every one of
Supernova’s couples can relax and enjoy their wedding day without worrying about anything.
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3 Packages Offered:
Day-of Coordination, Partial Planning or Full-Service Planning

PRE-WEDDING
Day-of

Coordination
Partial

Planning
Full-Service
Planning***

Consultation inquiry call Free Free Free

Pre-wedding consultations 2 4 unlimited

Email communication unlimited unlimited unlimited

Construct detailed wedding day timeline ✓ ✓ ✓

Facilitating the ceremony rehearsal ✓ ✓ ✓

Supply any needed vendor recommendations ✗ ✓ ✓

Create a wedding checklist ✗ ✓ ✓

Vendor contract review ✗ ✓ ✓

Negotiating/contracting hotel room blocks ✗ ✓ ✓

Attendance at vendor meetings ✗
3 meetings of
the couple's

choice

Any meeting
of the couple's

choice

Confirming all details with vendors prior to the wedding ✗ ✓ ✓

Vendor negotiations, bookings, management ✗ ✓ (limited) ✓

Develop and track budget ✗ ✗ ✓

Ceremony and reception venue tours ✗ ✗ ✓

Creation and execution of a design scheme ✗ ✗ ✓

Assistance in ordering save-the-dates, wedding invitations,
and all other stationery items ✗ ✗ ✓
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DAY-OF WEDDING
Day-of

Coordination
Partial

Planning
Full-Service
Planning***

Unlimited time-on-site ✓ ✓ ✓

Direct the ceremony processional ✓ ✓ ✓

Coordinate and set up of the ceremony and reception ✓ ✓ ✓

Set up wedding details (ie. guest book, favors, etc.) ✓ ✓ ✓

Coordinate the bridal party and VIP guests ✓ ✓ ✓

Acting as the point of contact for all vendors ✓ ✓ ✓

Assisting the family, wedding party, and guests as needed ✓ ✓ ✓

Distributing final payment and gratuity to vendors ✓ ✓ ✓

Providing a stocked emergency kit ✓ ✓ ✓

Dealing with any unforeseen hiccups ✓ ✓ ✓

Coordinate load-out ✓ ✓ ✓

***This package includes (but is not limited to)

1c) How will your product be made or how will your services be provided?
Our wedding planning services will be provided through in-person or virtual meetings

with clients and/or their vendors depending on the client's location and/or preference.
Supernova Weddings will be in attendance in person for the rehearsal dinner and day of the
wedding.

1d) Who will supply the materials?
Supernova Weddings will not be supplying any physical materials instead they will be

coordinating the vendors who will be supplying the elements needed for the wedding.  However,
Supernova Weddings will bring a stocked wedding emergency kit to every wedding to fix almost
any small issue that may arise (ie. stain remover, band-aids, lighter, sewing kit, Advil, etc.).

1e) What future products/services will you offer, and when?
Supernova Weddings team will most likely expand within 2-4 years after launching.  The

couples will benefit greatly from this expansion because they will receive more assistance and
attention and have multiple perspectives during the planning process.  On the day of events,
Supernova Weddings will be able to offer their couples multiple coordinators to assist them
throughout the day.  This will take a load off of me for when we begin to book many clients at the
same time it will also allow for Supernova Weddings to better provide for our couples day of and
throughout the entire process.
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Section 2: Distribution

2a) How will your products or services be distributed?
Couples will be able to learn who we are through our marketing channels.  Our main

resource will be through our own website, www.supernovaweddings.com.  We also will have
active social media platforms on, Instagram, Facebook, LinkedIn, Twitter, Pinterest, Youtube,
and Tik-Tok.  Supernova Weddings will purchase professional access to third-party wedding
planning sites such as The Knot and WeddingWire since that is the main tool couples use when
planning for their wedding.  In addition to online marketing, we will table at bridal expos to gain
greater exposure and expand our client base.

When a client is interested in our services and reaches out to us we will send them a link
using the platform Calendly.com. This is where they can schedule a free virtual consultation to
meet us and determine if we are a good fit for their needs.  If a client agrees with the presented
proposal from Supernova Weddings they will sign our contract and book us for the desired
package and date.  The planning process leading up to their wedding will be provided either
virtually or in person based on the client’s preference.  We will use Zoom.com if the client
chooses to hold virtual planning sessions.  If they choose in-person planning sessions I will
come to their home or we will meet in an agreed-upon public location.  All rehearsal dinner
coordination and day-of wedding coordination will be done in person and the time I plan on
spending at both locations will be agreed upon in the original proposal.

Section 3: Industry

3a) What is happening in your industry (is it growing, stable, or declining)?
In 2020 due to COVID-19 weddings and events all around the world were postponed,

canceled, and/or downsizing.  There were 1.082 million weddings recorded in 2020.  This was
49% fewer weddings than what occurred in 2019.  In 2020 the wedding industry's total market
was $22.6 billion, a loss of $32 billion from the previous year's $54.4 billion (2020 Covid-19
Wedding Market Impact).

3b) What do you believe the future holds for this industry?
2022 and beyond is projected to be the busiest wedding period ever recorded.  It is

projected that we will see a surge of weddings bringing the total number of weddings in 2022 to
2.87 million, which is a 37.7% increase in just one year.  The total market is expected to rise to
$60.2 billion which is $5.8 billion more than before the pandemic (2020 Covid-19 Wedding
Market Impact).  With a large number of vaccines being administered daily and the COVID-19
cases decreasing the wedding industry is expected to continue to rise throughout 2022 and
beyond.
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Section 4: Customers

4a) Who are your customers-what does your customer profile look like?
Supernova Weddings’ main customers are engaged couples in their late 20’s and 30’s

looking to get married in the Raleigh-Durham-Chapel Hill area, also known as Research
Triangle Park.  These couples are educated people with a decent amount of discretionary
income and are willing to spend slightly above average on their wedding budget.  Supernova
Weddings will be targeting people who specifically work in the technology industry and those
who are interested in incorporating technology elements into their wedding day.  Besides their
career status, our client profile is couples who want a more unconventional wedding that breaks
a few of the traditional rules.  Our couples should want their wedding to incorporate an elegant,
luxurious, and dreamy vibe to best fit Supernova Weddings services.

4b) How many customers will your business have?
In the beginning, Supernova Weddings will only be able to cater one wedding per date.

Our clients will be booked on a first-come-first-serve basis.  With me being the only planner I will
book a maximum of 20 couples annually.  In the first year of business, I estimate that I will only
book half of my maximum at 10 couples.  But by year 2 I estimate that I will reach my 20 couple
maximum.  I want to provide the utmost service to my clients and I will only be able to do that
with a limit on how many clients I undertake per year.  However, in the future when I hire more
planners to join my team, we will be able to cater multiple weddings on the same date.  We all
will be able to book approximately 20 couples per planner, exponentially growing Supernova
Weddings reach.

4c) What information do you have that supports your decisions about your customers?
I am specifically targeting people who live in Research Triangle Park (commonly referred

to as The Triangle) because it is becoming one of the most popular areas for young
professionals, specifically in management, business and finance, and computer engineering
(Raleigh, NC).  A large portion of Raleigh’s demographics is people in their late 20s and 30’s
which is my targeted client age range.  Raleigh was ranked for the second year in a row by the
Computing Technology Industry Association as the second best city in the US for information
and technology opportunities, making this a perfect place to begin integrating technology into
the wedding industry (CompTIA).
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4d) What is the growth potential for this business?  What is your plan for growth?  What
information do you have to support your decision about growth?

Growth Plan: Year 1 Growth Plan: Years 2-4 Growth Plan: Years 5+

For the first year I will be
working on my own as
Supernova Wedding’s only
planner.  My main focus is
going to be on fostering
vendor, venue, and other
planner relationships to grow
my small business.

I will invest in a Planner’s
Vault membership which is a
Raleigh, NC-based
educational and community
platform for wedding planners
in their first five years of
business.  An annual
membership will be $397 and
I plan to renew this for the
first 5 years after launching
my business (Gillikin).

To raise awareness of
Supernova Weddings I plan
on being very active on all
social media platforms,
writing blogs, table at local
bridal expositions, and
attending community events.

It is said to take about 2-4 years to
become successful and profitable as a
wedding planner (Wedding Planner
Salary).  During these years I plan on
increasing the starting rates for my
services to enhance my pricing
strategy.

Supernova Weddings is planning on
expanding its team to at least two other
full-time planners by year 4.  This
growth will allow us to book more
couples each year.  Having more team
members will also make Supernova
Weddings a more valuable service and
provide justification for our rise in
starting price.  With more team
members our couples can have more
assistance on the day of their wedding
and have more planners’ opinions
throughout the process.

We also plan on purchasing office
space during this time to host client
meetings and house wedding day
supplies.  Before we purchase an office
space, meetings will be held virtually, in
the client's home or in a public location,
up to the client's preference.

Supernova Wedding’s future
goal is to have a large team
of about 6-10 full-time
wedding planners working.
With 10 wedding planners on
our team, we could
hypothetically undertake 200
weddings per year as a
company.  A 900% increase
from what I could handle on
my own.

We plan on continuing to
raise our starting prices to
compensate for our skills and
time in the industry.

As Supernova Weddings
grows as a wedding planning
business I plan on starting to
use my company name and
reputation to break the
boundaries in the wedding
industry and incorporate
more technology elements
into ceremonies and
receptions.  I will especially
focus on the art of projection
mapping.

Section 5: Competition

5a) Who are your main competitors?
According to TheKnot.com, there are 105 listed wedding planning companies within 25

miles of Raleigh, NC.  This number includes both part-time and full-time planners.  Out of these
105 planners, 70 of them offer a day-of coordination package, and 76 offer full-service planning
similar to what Supernova Weddings will offer (Wedding Planners in Raleigh, NC).  These
planners are going to be my main competition since we are competing for the same customers
in the same location.  Although all 105 of the wedding planners will be our main competition,
Supernova Weddings will start off only competing with the smaller, newer planners.  These
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include part-time planners and planners in the first year of their business.  This will be until we
build up our reputation and can begin to price ourselves more competitively.  Our goal is that
around year 5 our main competitors will become the top-tier wedding planners in Raleigh, NC.
The Heart of NC Weddings, a published wedding magazine named 10 planners the best
wedding planners in Raleigh, Durham, Chapel Hill & Cary, NC.  The list of planners includes
CMC Events & Travel, Sally-Oakley Weddings & Events, Folie a Deux Events, A Seaside
Wedding & Events, K Scott Weddings, C and D Events, Magnolia Collective, Virtue Events, The
French Bee Events, and, Harmony Weddings & Events (Wedding Planners).

5b) What are their strengths and weaknesses?
Since I cannot predict who the new planners will be in 2023 when Supernova Weddings

will launch I will analyze the strengths and weaknesses of our future competition, the top-tier
North Carolina wedding planners as named by The Heart of NC Weddings magazine.  I will use
this information to adjust my business accordingly to someday reach the same industry level as
these 10 companies.

Competitors
Company Name

Has
multiple
planners

Plans
other

types of
events

Active
social
media

Destination
weddings

On The Knot
or

WeddingWire

Blog or
podcast

Client
diversity

CMC Events &
Travel ✗ ✓ ✓ ✓ ✗ ✗ ✗

Sally-Oakley
Weddings &

Events
✓ ✓ ✓ ✗ ✓ ✓ ✗

Folie a Deux
Events ✗ ✗ ✗ ✗ ✓ ✓ ✓

A Seaside
Wedding &

Events
✓ ✓ ✓ ✓ ✓ ✓ ✗

K Scott
Weddings ✓ ✗ ✓ ✗ ✓ ✓ ✓

C and D
Events ✓ ✗ ✓ ✗ ✓ ✓ ✗

Magnolia
Collective ✓ ✓ ✓ ✓ ✓ ✓ ✓

Virtue
Events ✓ ✓ ✓ ✗ ✗ ✗ ✗
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The French Bee
Events ✓ ✗ ✗ ✗ ✗ ✓ ✗

Harmony
Weddings &

Events
✓ ✓ ✓ ✓ ✓ ✓ ✓

Section 6: Position

6a) What will your market position be?
Supernova Weddings’ market position will eventually be in the middle to upper end of the

market.  In the beginning, my full planning service rate will start at $4,500, partial planning at
$3,500, and day-of coordination at $2,000.  Whereas the national average is $3,000 for full
planning, $1,250 for partial planning, and $800 for day-of coordination.  Our services are
designed to cater to couples who are looking for a high-end experience that allows them to
continue their busy lifestyle without being overwhelmed by the wedding planning process.
Supernova Weddings will position itself to attract clients who want to incorporate cutting-edge
modern technology into their weddings.  This includes but is not limited to, projections, drones,
virtual reality and augmented reality technology.  We value intimacy and want to provide a very
hands-on approach to wedding planning.  Our planners and clients will have a close relationship
throughout the entire planning process, to take the stress off of the couple and amplify their trust
in our process.

Section 7: Image and Packaging

7a) What will the image of your business be?
To brand my company I have chosen the colors violet and

blue to represent creativity and trustworthiness.  The colors also
correspond to the subtle outer space theme Supernova Weddings
will use to further individualize our brand.  Our logo is a thin line
drawing of a sunburst, the thin lines modernize our brand and
create an upscale feel.  Supernova Weddings wants to come
across as a high-quality service that has an exceptional focus on
detail and execution.  I also want my brand to be personable since
it is a service in which the planner spends an extended amount of
time with the client.   I will have professional self-portraits taken and
use those portraits as part of my brand to show my clients who the
face is behind the company.  The self-portraits will also increase the
relatability between client and planner.  In the branding, I want to
illuminate Supernova Wedding’s core values of commitment,
innovation, and passion.
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7b) What do your business cards and promotional materials look like (attach samples)

7c) Where will your business be located, and why did you choose this location?  Include
a sketch of your floor plan.

I will be launching Supernova Weddings in Raleigh, NC also known as the Research
Triangle Park area.  The Triangle’s average resident age is 36.1 years old and 25-34 year-olds
make up 18.8% of its population and 35-44 make up 14.9% of the population (City of Raleigh
Databook 2018).  Due to the high amount of young professionals living in The Triangle, the
Triangle’s average wedding budget is just over $30,0000, which is slightly higher than the
national average of $28,000 (Parks).  With over 50 venues in the Raleigh-Durham-Chapel Hill
area, any type of couple can find exactly what they are looking for.  The majority of these
venues are not traditional venues such as hotels or catering halls; most of The Triangle’s
venues are unique barns, restored mills, and urban warehouses (Wedding Venues in Raleigh,
Durham, Cary, Chapel Hill, and NC).  These venues fit Supernova’s client profile precisely by
allowing us to serve couples who want a more unconventional wedding.

I plan on running my business through my home office for at least the first 2 years of
doing business.  Upon moving to Raleigh, NC in January of 2023, I plan on renting a
two-bedroom apartment and designating one of the bedrooms to become my home office.  After
the first couple of years of operation in addition to working out of my home office, I intend on
purchasing a membership to a shared workspace in Raleigh to use a couple of times a week.
This will allow me to meet more people in the community and change my working environment
to increase my productivity.  For my client meetings and consultations, I plan on hosting them
based on the client's preference and location.  The options for client meetings and consultations
include meeting in an agreed-upon public setting, at their home, or virtually.  In years 2-4 of my
business I plan on renting an office space in Raleigh, NC to accommodate my growing team
and increasing number of clients.

15



Section 8: Pricing

8a)  How did you determine your pricing strategy?
Our goal is to price our services at a premium cost that is in the middle to the upper end

of all local wedding planners.  Despite being a new planner, my initial pricing strategy is to not
charge the lowest in the area.  This is because it is extremely difficult to increase a pricing
strategy from a low-cost pricing strategy to a high-cost pricing strategy without a total rebrand of
the company.  It will be justifiable for Supernova Weddings to charge above the lower to the
mid-cost range because of my previous experience and educational background.  As my skills
increase, my portfolio expands, and the team grows the starting price of each package will rise
to meet the level of service we can provide our couples.

I will be offering packages as part of my pricing strategy.  My 3 packages will be
full-service planning, partial planning, and day-of coordination.  These packages will all have a
starting rate that will be expressed on my website that couples can use to see if my starting
rates align with their budget prior to contacting us.  To begin, my full-service planning rate will
start at $4,500, partial planning at $3,500, and day-of coordination at $2,000.  These are the
lowest possible prices I will value my service at.  To estimate the exact fee I will charge my
clients, I am going to use a project fee based on the estimated number of hours I expect to
spend on the service they desire.  I am valuing my time at $100 per hour, therefore for full
planning I expect to put in a minimum of 45 hours, partial-planning 35 hours, and day-of
coordination 20 hours.  If a client requests any service that would require more of my time I will
add $100 per extra hour to their proposal price.  To make the proposal, the level of service will
be assessed during their free consultation. Within 48 hours I will send the client a proposal with
my service fee that is individually constructed to match what they expressed in the consultation.

8b)  How do your prices compare to the competition?
According to WeddingWire.com the average wedding planning cost in Raleigh, NC is

$1,350.  Additionally, they found that most couples spend between $800-$1,850 on a wedding
planner (Wedding Planner Cost Guides).  This statistic is a combination of all types of packages
ranging from day-of coordination to full service in the Raleigh area.  My prices will be slightly
above average in the mid-range pricing category.  The national average cost for a full-service
wedding planner is $3,000 with top-tier planners averaging $4,500-$12,000.  My full-service
package will be starting at $4,500.  The national average for a partial-planning package is
$1,250 with upper-end planners averaging $2,300-$6,000.  My partial planning package will be
starting at $3,500.  The national average cost for a day-of coordination planning package is
$800 with leading wedding planners averaging $1,250-$3,395.  My day-of coordination package
will be starting at $2,000.  Finally, the national average cost of an hourly service rate for wedding
planners is $75 with top-tier planners averaging $100-$275.  My hourly service rate will be $100
however, unlike some wedding planners I will not charge my clients any additional fees if I go
above the contracted time (Wedding Planner Cost Guide).
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Section 9: Marketing Goals

9) What is your dream-where do you see your business in the next 2 to 5 years?
My dream is for Supernova Weddings to build its team to have 6-10 wedding planners.

This expansion will allow us to book more weddings per year and increase our reach and
revenue.  In 5 years I see Supernova Weddings infiltrating the luxury wedding market and
charging a premium for its services as compared to other wedding planners.  I see my company
becoming known for its incorporation of cutting-edge technology in its wedding ceremonies and
receptions.  My dream is to purchase office space to enhance the professionalism of my
business, cater to my client's needs more efficiently, and accommodate the rapid growth of the
team at Supernova Weddings.

Section 10: Marketing Strategy

10) What is your promotional plan?
I have already purchased the domain www.supernovaweddings.com and I will create a

website that will have photo galleries of my past clients, contact information, an about me
section, and information about the services I provide.  On the website, there will be a section to
subscribe to my email newsletter.  I will send out a bi-weekly newsletter to the entire subscriber
list that has information about upcoming events, any affiliation deals I have running, information
about our services, and general wedding tips.  In this email list, I will also advertise my blog that
I will be running off my main website.  This blog will be written by me about common tips and
tricks for engaged couples.  Writing a blog is a great way to promote your Search Engine
Optimization (SEO) and website traffic.

In a study done in 2018, 83% of brides vetted their potential wedding vendors on social
media before hiring them (Park).  Having an active social media account with relevant aesthetic
content on it is crucial for hiring new couples.  I have already secured a free business account
on Instagram, Facebook, Youtube, Pinterest, Twitter, Tik Tok, and LinkedIn.  I plan on utilizing
these accounts to showcase my brand image and identity to attract my ideal clients.  During
engagement season, between Thanksgiving and Valentine’s Day, I plan on investing in paid
Facebook and Instagram ads to attract more leads and reach a wider audience.  I also plan on
paying for advertising on WeddingWire and The Knot. Both websites are owned by the same
company, WeddingPros, and are billed jointly.  To be featured on both sites costs $400 a month
or $4,800 a year.  This will be a costly promotional venture for me especially being a new
business however, these sites receive 13 million monthly visitors and are the number one way
couples discover their wedding vendors (WeddingPro).

Lastly, to enhance my personal and intimate strategic approach to booking clients I will
host “date nights” to attract new leads.  These date nights will be open for registration for any
newly engaged couple in the Raleigh, NC area.  I will partner with a local vendor and sell tickets
to an event engaged couples can do together.  An example of this would be a partnership with a
local catering company for a cooking class date night.  Most of the ticket proceeds will go to the
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catering company since they would be supplying the materials and I will receive a portion of the
proceeds to compensate for my advertising and organizational efforts.  The goal of these date
nights will be to meet couples and attract them to book me as their wedding planner.  Also, the
vendor co-hosting this event will want to participate in this event because they have the
potential to gain leads from it as well.

Social Media and Marketing Usernames

Website Supernovaweddings.com Youtube Supernova Weddings

Email hello@supernovaweddings.com Pinterest @supernovaweddings

Instagram @supernova.weddings Twitter @SNovaWeddings

Facebook @supernovaweddings Tik Tok @supernovaweddings

LinkedIn @supernova-weddings
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Management Description
1) Who will handle which functions in the business?

For the first few years, I will be handling all aspects of the business myself.  This will
include all business-related obligations as well as all client relations and services.

2) What will their duties and qualifications be?
I will be the only employee of Supernova Weddings and prior to launching I will have

received my bachelor’s degrees in entrepreneurship and accounting from SUNY New Paltz.  I
will have completed a wedding coordinator internship, worked in catering, and had previous
experience with event management and day-of coordination.  As CEO/founder/lead wedding
planner my duties include managing all business-related aspects, client relations, and the
design and coordination of all weddings.  When I do decide to hire another employee I will
prefer an employee with a college degree and someone who has relevant work experience.
Their duties will be similar to mine and we will work together to expand Supernova Weddings.

3) What will it cost your business for the first two years?
To run a successful wedding planning business I will need to market my business

sufficiently in order to make a livable profit and have a successful business.  This is why my
largest overall expense will be my marketing expense.  The most expensive part of my
marketing budget will be a WeddingPro account.  This account gives you access to a business
page on both WeddingWire.com and TheKnot.com. I will be purchasing the Featured Package
and it is estimated at $400 a month which is $4,800 annually and $9,600 for 2 years. I have
already purchased the domain name www.supernovaweddings.com through Google Domains
which is a $12.00 annual expense and renews each February.  I will also be investing in Flodesk
which is an email marketing service provider that allows you to create, send and automate
on-brand emails.  Flodesk is $38.00 monthly which is $456.00 annually and $912.00 for both
years 1 & 2.  I will also be investing in Canva Pro.  Canva is a graphic design software that I will
utilize to create my advertising and promotional material.  Although Canva is free to use I am
investing in the Pro version because it has more features and allows for better organization of
designs.  Canva Pro is $119.99 annually and $239.98 for both years 1 and 2.  As the final
portion of my two-year marketing expense, I will be paying for promotions on Instagram and
Facebook.  I will be paying $150 a month during engagement season which is November
through February.  Through my advertisements, I will be targeting women between the ages of
24-38 living in Raleigh, NC.  Spending $5 a day on social media advertisements my potential
reach is 7,900-21,000 women per month.  At the end of two years, I will have spent $1,200 on
social media advertisements for a total of 8 promotional months.  I estimate that my total overall
marketing expenses will reach $5,987.99 each year.

In order to meet my client's wedding planning needs, I need to invest in specific online
software and platforms to assist me in planning their weddings. I will purchase a Google GSuite
account for $6.52 a month which is a $78.24 annual expense.  A Google GSuite account gives
me access to a business email such as hello@supernovaweddings.com as opposed to
supernovaweddings@gmail.com.  A Google GSuite account also provides me with 30 GB of
cloud storage.  For the first two years, I will be paying Google $156.48 for use of their GSuite
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platform.  I will also be purchasing HoneyBook which is a client management software for small
businesses.  HoneyBook will be $9.00 monthly for year 1.  After the first year, the price goes up
to $390.00 annually for an account.  For the first two years, my Honeybook expense will be
$498.00.  As the final portion of my wedding planning software expenses, I will be purchasing a
Planner’s Vault membership.  This membership will allow me to access a community of wedding
planners, enter a private wedding planner Facebook group, and have exclusive access to
templates, tips, and other pre-made items.  Annual membership costs $397.00 and will cost me
$794.00 for 2 years.  In year 1 I estimate that my total software expenses will reach $653.74
and $865.24 in year 2.

I will be launching my business as an LLC in Wake County, North Carolina, and in order
to be a legally protected entity, I must incur legal fees.  To register as a legal LLC in Wake
County I must pay a one-time filing fee of $125.00 for an Article of Organization.  Every year
after that I must pay $200 for an annual report to renew my business license.  My licensing and
renewal fees add up to $325.00 for years 1 and 2.   I plan on doing the bookkeeping for my
business myself using Quickbooks, a small business accounting software.  Quickbooks will cost
me $12.50 a month which totals to $150.00 annually and $300.00 for both years 1 and 2.
Additionally, I will be paying an accountant to help with taxes and checking my books.  My
estimated annual expense for an accountant is $1,200 which is $2,400 for the first 2 years.  I
also plan on hiring a lawyer to make sure that my business is aligned with the federal, state, and
county laws.  My estimated annual lawyer budget is $1,200 which equivalates to $2,400 for both
years 1 and 2.  I will be investing in professional and general liability insurance.  Based on an
estimate I received from Progressive Corporation the professional liability insurance will cost
roughly $500 annually and the general liability insurance is also estimated to be $500 annually.
Making my total insurance fees for 2 years equal $2,000.  In the city of Raleigh, North Carolina
you must follow the home occupation regulations.  In Raleigh, home businesses are required to
obtain a zoning permit.  This permit will cost $130/review and your permit gets reviewed
annually by The Planning and Development Department.  My zoning permit expenses add up to
$260 for 2 years. In year 1 I estimate that my total legal expenses will reach $3,805.00 and
$3,880.00 in year 2.

As a business owner, I will incur utility expenses to assist me with the operations of the
business.  I will be renting a 2 bedroom apartment in the city of Raleigh, NC which will be my
permanent residence as well as my home office.  The average rent price for a 2 bedroom
apartment with a roommate is $447.50 a month and is estimated that I will owe $10,740 in
renting expenses for both years 1 and 2.  Wifi on average is $50 a month so I am estimating
that I will spend $1,200 on wifi expenses for the first 2 years.  To assist with my business
performance I will be purchasing office equipment.  I plan on purchasing all of my necessary
office furniture in year 1 so I will only be expensed for furniture in the first year.  I estimate that I
will purchase $500 worth of office furniture in year 1.  I also estimate that I will spend $200 on
office supplies annually.  Making my office furniture and supplies expenses equal $900 for both
years 1 and 2.  In addition to my office supplies, I will be purchasing a printer for about $200 and
a Cricut Printer for about $250.  The printer will require an estimated additional $50 a year for
ink and paper and the Cricut will cost an estimated additional $50 a year for the vinyl and tools.
This makes my stationery cost about $550 for the first 2 years.  Additionally, I will be leasing a
vehicle so I can travel to client meetings, wedding venues, and other events to help my clients
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prepare for their wedding.  I am estimating that I will spend $200.00 a month for a lease which
equivalates to $4,800 for both years 1 and 2.  Finally, I am estimating I will have a monthly $200
utility expense to cover gas, heat, electricity, and other miscellaneous costs.  Over 2 years this
estimated miscellaneous utility expense will equal $4,800.  In year 1 I estimate that my total
utility expense will reach $12,880 and $12,030 in year 2.  Overall I plan on allocating $23,326.73
for my total expenses in year 1 and $ 22,763.23 in year 2.

4) What will your owner draw for the first two years?
My owners' draw for the first two years of operations will be to take 50% of the profits

made by Supernova Weddings.  I received this number from the SBA which found that most
small business owners limit their salaries to 50% of their profits (Size Standards).  The other
50% of the profit will be deposited into the business's bank account for future business
expenses.  I did an estimate of my potential revenue by using a survey conducted by
TheKnot.com of recently married couples all across the United States with a variety of budgets.
The survey asked couples what type of wedding planner they hired.  The results were as
follows: Day-of Coordinator 37%, Full-service Planner 31%, Partial Planner 16%, Wedding
Weekend Coordinator 4%, Destination Wedding Coordinator 4%, A La Carte 2% (Here’s How
Much Wedding Planners Charge).  I am only offering Day-of Coordination, Full-service planning,
and partial planning so I only used those percentages and scaled it up to reach 100%.  I then
estimated that I will plan 10 weddings in my first year, which is half of my annual maximum.  I
used those percentages to figure out how many of the 10 weddings I plan in year 1 will be for
each service.  I decided on 4 for day-of coordination, 2 for partial planning, and 4 for full-service
planning.  I then took my lowest rate for each package to estimate my annual revenues.  When
a client books with Supernova Weddings they will be put on a payment plan and they will have 4
equal payments of 25% each spread out evenly between booking and wedding date.  The first
payment is due at booking and the final payment is due 7 days before the wedding date.  To
estimate my potential annual revenue I had to create a formula to estimate when clients will
book my services and how far in advance they will book with Supernova Weddings.  To keep
everything consistent I calculated that if someone booked our day-of coordination service they
would have booked with us 6 months in advance.  To give an example, if a client booked with us
on January 1st they would have equal payments leading up to their wedding date on July 1st.
Therefore they would have payments on January 1st, March 1st, May 1st, and one week before
July 1st.  I maintained this strategy for my other packages as well, for partial planning I
estimated that they would book 12 months in advance, and for full-service planning, I estimated
that they would book 18 months in advance.  In order to get an accurate approximation of
annual revenues, I had to estimate when these couples would book with Supernova Wedding.  I
based my estimated bookings on engagement/booking season which is, November-February,
and wedding season which is May-October.  Not all of my bookings can be fully recognized in
the year they book, so I estimate that in year 1 I will bring in $5,000 from day-of coordination,
$2,625 from partial planning, and, $6,750 from full-service planning.  This brings me to a total of
$14,375 for year 1 revenue.

My estimated year 1 expenses are $22,736.73 and my net profit will be -$8,351.73.
Therefore I will not be collecting any owner's draw for year 1.  For year 2 I estimated that I will
reach my max bookings of 20 weddings.  Using the same method I estimated that I will have 9
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for day-of coordination, 4 for partial planning, and 7 for full-service planning.  In year 2 I will be
bringing in the remainder of the revenue from the clients I booked within year 1 in addition to the
new clients I book within year 2.  I will make approximately $15,000 from day-of coordination, $
9,625 from partial planning, and $21,375 from full-service planning.  That equals a total revenue
for year 2 of $46,000.   My total estimated year 2 expenses are $22,163.23 making my year 2
net profit $ 23,836.77.  I will be taking an owner's draw in year 2 of $11,918.39.  This owner's
draw includes rent, utilities, and a vehicle, therefore most of my living expenses will be paid for
so having a low owner's draw will be acceptable for me to live on for the first two years.

5) Who will your lawyer, accountant, insurance agent, and other advisory team
members be?

● Lawyer:
○ Eldreth Law Firm PC
○ Email Contact: justin@eldrethlaw.com

● Accountant:
○ C.E. Thorn, CPA, PLLC
○ Phone Contact: (919) 420-0092

● Insurance Agent:
○ North Group Insurance Services, INC
○ Email Contact: lthomas@NorthGroupIns.com

6) How will you manage your record keeping, finances, and inventory?
I will keep track of the finances by using QuickBooks to record all revenues and

expenses.  Quickbooks costs $12.50 a month which is $150 a year.  I will teach myself how to
efficiently use Quickbooks by watching online tutorials and I will use my previous accounting
knowledge to help with record keeping.

7) What licenses, permits, or regulations will affect your business? (Attach copies of
licenses, permits, or regulatory forms)

● LLC Articles of Organization
● Zoning Permit
● Assumed Business Name Certificate (DBA)
● B-202A Application for State Privilege License
● SS-4 Application for Employer Identification Number

8) Will you have to collect and pay sales tax, and if so, how much and for which
entity (state or city)?

No, I will not have to collect or pay sales tax in North Carolina.  Since I will not be selling
tangible personal property.  Nor will I have tangible personal property, such as an office location
(Who Should Register for Sales and Use Tax?).

9) What types of insurance will you need?
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● General Insurance: Covers claims for bodily injury and property damage caused to a
third party (Wedding Planner Insurance).

● Professional Liability Insurance: Covers claims, errors, and omissions in one's work
(Wedding Planner Insurance).

10) What types of payments will you accept (cash, check, credit cards, house
accounts, etc.)?

Supernova Weddings will accept payments in cash, checks, Pay-Pal, and Venmo.  We
will require a deposit of 25% of the total amount due at the booking date.  Then the following 3
payments of 25% each will be spaced out leading up to the wedding date.  Any of the above
forms of payment will be accepted for any of the 4 deposits as well as any additional charge
incurred by Supernova Weddings throughout the planning process and on the day of the event.
All late payments will be charged at an additional rate of 2% per month, compounded as stated
in their initial contract.

11) Contingency Plans
11a) What contingency plans have you made for yourself?

If I am unable to work as a wedding planner for Supernova Weddings I have set
up a contingency plan to make sure I will still have money to live on.  I have two
bachelor's degrees from SUNY New Paltz in entrepreneurship and accounting and if
Supernova Weddings is not profitable I will apply for accounting jobs in my area.

11b) What contingency plans have you made for the business?
As Supernova Weddings’ only employee if I get sick, have a family emergency, or

get injured I will make sure my clients' wedding planning and wedding day are not
negatively affected by it.  If something happens to me that makes me unable to work
either in the months leading up to a client’s wedding or on the day of their wedding I
have a contingency plan set up.  To assist my clients in their wedding planning or day-of
coordination in the unlikely case that I can not help them plan or make their event I will
seek assistance from local wedding planners in the Planner’s Vault community.  My
mother, Lori Schadoff will have access to all of my notes and files and will be able to
assist the temporary planner if I happen not to be there.  In the unlikely chance that no
other wedding planner will assist my clients if I can not, Lori Schadoff will be able to do
the job efficiently using my detailed notes and files.  If I will be unable to work for a
prolonged period of time I will stop booking new clients and provide full refunds to clients
who recently booked with me.  However, if there is an emergency in which I can not
meet my clients' needs and I have an employee at that time, my employee will take on
the existing clients and assume the role of the lead wedding planner.  Since Supernova
Weddings will be incorporated as an LLC if I am unable to run the business, and have no
other employees at the time, the company will dissolve.
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Financial Plans

2023 Pro Forma P&L Statement
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2024 Pro Forma P&L Statement
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2023 & 2024 Projected Bookings

When Payments are Due Based on Client’s Estimated Booking and Wedding Date

Assumptions
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LLC Articles of Organization 28-29

Zoning Permit 30

Assumed Business Name Certificate 31

B-202A Application for State Privilege
License

32

SS-4 Application for Employer
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33
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