









Cody Sturgill
Final Project: Marketing Plan
Professor F
Marketing 360














I. [bookmark: _GoBack]Executive Summary (written in the voice of an photography business owner/mother)

a. The business that I have created is my photography business, Libby Lane. I want to promote myself in a marketing stand point. I have developed ways to promote and monitor my business in a way that I believe will benefit my company. My overall marketing plan is laid out as so: I want to develop a strong Website and Social Media presence, Create different types of advertising campaigns to drive in business, be able to measure my achievements/progress through factors (such as IMCs, Google Analytics, and Physical Reviews). 
My business Libby Lane is a photography company. Through my business I will specialize and focus on filming and photography for families. I myself am a mother, so I have taken this as the driving factor behind why I want to work with families. I believe that capturing different events through a family’s life is very important and I’d hope that they would want to remember and cherish those moments. I want to be there for all events that a family could have. Events including Maternity shoots, Announcements, First Pictures of baby in the hospital, to any pictures for their young ones, family photos, graduations, marriage photos, etc.… . I want to be able to work with families for a long period of time. I very heavily believe in customer loyalty and retention. I understand how hard it can be to find a photographer who has quality work and is consistent. So I want to change the standard of photography and be different. I see a lot of large photography companies who have multiple workers, which is great, but then people don’t get that genuine experience with that individual. I want to make sure that I am on the same page with all of my clients and that I really understand the shots they want taken, as well as show them my skills and talents by capturing their moment perfectly for them. To base it down to a specific, I want to work with young families, or already been together families. I want to stay with this market since me myself, like stated before, am a young mother and have a young family. It consists of myself, my soon-to-be husband, and our daughter. We love capturing our life moments so we are able to go back and remember all of the wonderful adventures we have taken. It brings me so much joy when I am able to relive our adventures through photography. This is the same type of joy that I want to share with my clients. I want to give them personable, reliable, and amazing quality service. 
II. The Challenge
a. The product/service that I am providing is Photography. Photography is not what it used to be back in the day. Photography could usually be a pretty open, higher paying job if you were good at it, understood lighting, and could develop photos. Now, the game has changed since digital photography came into play and photo development became easier. Today any one can technically call themselves a photographer with the development of Smart phones and digital cameras. But with this technological development, has blossomed this amazing new era of photography with so many more features and enhancements. Photography has more to do with lighting, filters, and edits than just capturing a scene. So with new ways to capture photography and not try to work for a large business and be more of an independent/small team of photographers, there comes goals and what I want to see/achieve. 
My goals overall are rather simple. The first goals are more in the early stages of business, such as developing a website and promoting it and my social media pages. To achieve these goals I will most likely ask my husband since he has website development experience and social media experience. He has worked with start-up companies before and knows how to layout a website and social media pages. Next will be reaching out to my target audiences. This step will be easier for me since I am very familiar with social media and the landscapes that small business/influencers use to promote themselves. As well as the target audience I am hoping to reach (younger families generally 18-25) are all statistically heavy social media users. Knowing this information I am able to go onto those platforms that they are using (Snapchat, Instagram, Pinterest, and Twitter) and promote my business. Also another great way to promote to this crowd, since I am a part of that age gap, is word-of-mouth or having people share my page/website/social media through their own site. I usually rely on friends that have a lot of followers, or I will take pictures for that friend then have them tag me in the posts so people can recognize who took the photo. When it comes to sales numbers, these will vary over time. Since I will want to work with individuals over a number of years and events, I do not expect only a few families to pay my wages, so I will have to be able to take on multiple clients and then have their retention over the years. So when it comes to this, I expect my starting sales to be slow. Within the first six months span I want to bring in at least 5,000 in sales monthly. This will pay for any attachments, camera pieces I will need to purchase, for expenses we find along the way, and for cost of travel. After the first six months and after I have continued to generate new and consistent clients, I will hope that my numbers start to raise. I work full time so I do not expect this job to put food on our table for a very long time. I can see this taking off and having to make this my new full time position and that would be the end goal. Down the line, I would hope and expect to keep the clients that I have picked up, leading to more business, more revenue, and being able to focus solely on photography as my profession. 
III. Situational Analysis	
a. Company Analysis
i. Goals: The overall goals of the company are rather simple. I want to deliver fantastic service, not only in quality of the pictures, but in quality of my service to them. I want them to have a 5 star experience from the moment they see my photos online, to use have a first meeting/consultation, to use at the photo shoot, to them calling me back for the next set of photos that they want done. In today’s age, anybody can be a photographer, if they have a smart phone. So my job is to stand out by giving 5 star service, photos, and experiences. I want my clients to know that I care about them and want the best for them, as if they were my family. Another goal would be to raise sales every year by retaining clients and by having them bring in new clients or having my social media/website be effective in bringing in new sales. 
ii. Focus: The overall Focus of my company is to stay to the values and beliefs I have bestowed into my company. I want to give 5 star quality service, photos, and experience. I want to stay true to this by keeping up with my professional edict, new trends and filters, and by trying new styles to keep a wide variety of services. I want to make sure that I stay with my same families throughout my time photographing. I value loyalty and believe in giving a comfortable experience to anyone I work with. 
iii. Culture: The culture and environment of my business would revolve around more a clan control type management style. In a general Clan Control based culture they tend to share the same values, beliefs, and views. People are treated more like family then they are numbers, or compared to a typical corporate company feel. Right now my staff consists of my husband who does all graphic design and web design, sometimes my sister since she has experience in photography and lighting, and then myself who is the main photographer and I deal with all the actual interactions and meetings with clients. And with the growth of my business I may bring on another photographer or two over time, but since I enjoy working with all my clients 1-on-1, they may just be there to help set up shoots or develop relationships with new cliental and then continue working with them for long-term. 
iv. Strengths: As a new start-up photography business, I believe that I am coming into the world of photography with some knowledge in my back pocket that puts me above other start-ups that may not know what they are doing. Through personal experience and years of doing minor photography, I have the building blocks to take off. I will have a strong social media presence and website whenever they are set-up and finalized. I am very familiar with social media trends and the algorithms that manipulate someone’s news feed. I have a background with filters and how to apply them properly to keep a continuous, flowing style. I have a family based staff (literally), so I know that I can trust the people around myself when it comes down to it. I also am very confident and stubborn, so when it comes to getting things done, and getting them done the right way, which is where I shine.
v. Weaknesses: When it comes to a new company, there are always going to be weaknesses at the beginning. Like I have stated, my social media is currently weak and I do not have a website, so I have to rely on Facebook and word of mouth to get cliental. So building up my social media will be a first priority. I currently have most of the equipment that I need to take great quality photos, but I am in the process of obtaining better lenses for more types of shots. And as always, competition from other companies will always be a struggle for my company. 
vi. Market Share: When it comes to market share, I am not able to provide numbers/statistics since my few clients I have had I have done for free/free experience or the profit I made went to new equipment. 
b. Customer Analysis
i. Number: When it comes to my target audience/customer base, the number of new potential clients is overwhelming. As a mother, I have always struggled to find someone who meets my needs of working with someone I trust around my child, as well as being there and capturing important life events. I would want someone who I can trust, someone I can be real with, and someone who cares about myself and my family. These are the reasons I am starting my company, I want to be that person. 
ii. Type: When it comes to the type of clients that I want, that is my driving factor. I want families. I want to work with families for a long amount of time and be their photographer for a number of important life events. I am always willing to take on anyone, but I would prefer, and focus my work around families. 
iii. Value Drivers: My target audience, which is families, but I will reach those families most likely by the mothers who use social media. Since I am a mother who is social media savvy, there are so many mom groups and I know in my mom groups that whenever someone really enjoyed a product or service that they would share it with the group, so when it comes to my service, I want to be able to be shared and recommended by theses influential mothers. And these mothers have very strong values; they want someone who is genuine, someone who understand the struggles of parenthood and taking good pictures with crazy kids, and someone who is loyal and cares about their clients. I feel like I am that individual who will meet those needs.  
iv. Decision Process: The decision process of my target audience is a very in-depth choice for most mothers. Since I understand the value behind having great quality photos taken, I know that the decision is long and tedious at times. Families want pictures that are high quality, unique, but affordable at the same time. Between these three main factors, clients will make their choices based off of previews testimonials/reviews from other consumers, the quality of photos on a company’s site or social media, and the prices given on the website or after a consultation. 
v. Concentration of customer base for particular products: Like just previously stated, the concentration of the target audience of Libby Lane is consumers looking for high quality and affordable photography. I am a family oriented and based business working to give the best quality photos and service to families in need of photography through life events. 
c. Competitor Analysis: In St. Louis There are 4 main companies: snapshot interactive St. Louis, Bruton Stoube Studios, Fish Eye Fun, and St. Louis Headshot Photography. Not including the 100+ individuals who run their own studios/businesses. 
i. Market Position: Going off of Snapshot Interactive. Snapshot is a very well-known company in St. Louis that emerged 9 years ago and offers a large variety of services, not just photography. They produce 5-Star quality work. They are well-liked around the photography community. The public, which knows about photography, enjoys their work and would recommend them to anyone looking for their types of services. They are more known for working with corporations since they produce video/advertisements as well as photography. 
ii. Strengths & Weaknesses: From what I can see, Snapshot is a very strong and professional company. Strong in the sense that have a variety of services including, photography, videography, animation, design/graphic design, website design, and more. They have experience and work with well-known companies and produce fantastic work for them. When it comes to weaknesses for them, especially in my target market, they don’t serve my market. This companies serves larger companies since they all need those more in-depth services. I am targeting families trying to have someone who is similar to them and who will work with them one on one and give them more individualize care and attention. 
d. Collaborators
i. Subsidiaries, joint ventures, and distributors, etc.: This section does not apply to my business yet. In the future I believe that these will play into factor since I may end up teaming with other artists on shots if I end up doing a bigger job or a wedding. I want to be able to have a go-to team when it comes to weddings and bigger events. So this will be something to look forward to, but for now this section does not apply. 
e. Climate
i. Macro-environmental PEST analysis
1. Political and legal environment: when it comes to political and legal rules and regulations, the only factors I have to worry about is making sure that if I hire any employee on is that they fill out their proper paper work and making sure they are getting paid minimum wage at least. 
2. Economic environment: In economic factors, I have to take into consideration the income and location of my target audiences. I have to understand and price accordingly to make sure that all families, low through high income, are able to use my services. I will be willing to do payments if families needed. These factors can effect business if I only focus in one certain area if that area is lower income. So spreading out to across all of areas of St. Louis should help reach all types of people. 
3. Social and cultural environment: These are the factors that will play the most important/relevant changes to my business. Social factors are individual’s attitudes and views towards a business. Another way to word it is, the people influence, change, and decide the “brand” of a company. I have learned that the “brand” of a company isn’t just what they do or who they are, but how their customer base feels about them and how they represent it. I have to make sure that my cliental is sharing positive reviews about my business, because if I have a number of unhappy customers, those bad reviews could affect how the public views my business and whether or not they will want to choose my services.
4. Technological environment: When it comes to photography and the advancement of technology, the game is always changing. With new tech, comes new problems for those who cannot keep up. Technology keeps advancing and keeps getting better. And in the photography world we are finding and creating new lenses that capture even more detail than before. We have new systems and programs to create better filters and adjustments to photographs. We have websites and graphics that are now needed to reach out to our client base. Social media is always growing and changing and new platforms keep coming out, so I need to keep up with all of them or at least the ones I am using. 
ii. SWOT Analysis
1. Strengths: One strength that I have over larger photography businesses is that I am family based. I am willing and will put time and effort into each client and treat them like family. I will be locally based out of St. Louis, but if I am needed and have enough time in advance, then I would travel for special events. I am friendly and have very strong communication skills as well as business etiquette. 
2. Weakness: I do not have a lot of recognition at the moment since I am still developing my website and social media presence. Another weakness is that other companies and individuals have followings and have a large retention on their clients. 
3. Opportunity: Through my social media accounts, website, and word of mouth as well as my unique target audience, I feel that I have a great chance of having a successful business. Like I stated, since my target audience is so unique, I believe that this will help me stand out against other businesses. 
4. Threat: With any new business, you always have the threat of being over-run by larger businesses or even smaller businesses that have my same/similar target audience. And since I am new and a start-up, time is always a threat. This is because I need to be able to make my stand and make myself known before someone else takes over my target audience.  
IV. Target Market Segmentation
a. As a photography company there are many different demographics that my business can be a part of. People all over enjoy or want pictures of themselves, their pets, families, home, and life events. This makes a very wide range of people and lifestyles that look for this service. This is great for photographers, it allows us to find the right people that “fit” into our image. I know this sounds kind of condescending but this is how people choose their photographer off their style and the type of people they photograph. It is like choosing your friends you want to have similar interests, so that you can be comfortable with your photographer and your pictures turn out even better. 
b. My marketing’s demographic would be 18 years old to 80 years old. This is because I want to photograph families, high school graduates, and maternity photos. The majority of the area that I live in is white. I obviously have no preference on race as long as they are a fun and flexible family. Since I am wanting to do family photography there are all sexes that I can work with and be a part of their experience of capturing their lives. As far as religion the majority of my area is Baptist and Catholic. This really only affects life events such as baptisms photos and once again I have no issue as I have practiced various religions and are fairly familiar with them all. 
c. Psychographics’ I look for when clients apply is an adventurous, laid back type of clients. I really enjoy shooting outdoors and at unique locations. This requires couples to really trust and work with me, hence why I want them to be laid back and adventurous. I hope to find couples that are willing to hike some distance. I also enjoy families that have children because I myself have children. Also, families that are looking for people who want to make their photoshoot an experience and not just something they feel like they have to go get done and just want me to prompt them to smile. I want to be the photographer that they keep and continue to work with.
d. Consumer behavior in my market is going to be a tricky one for me at first. As we know, consumer behavior deals with how people buy and why they buy what they buy. So as a new photography business I really have to focus on high quality work. People who are getting professional photos done, want them to look the best they can. So my job is to put out the best quality work that I can because it is hard to compete with larger companies since they have established themselves and made themselves into a well know brand. Normally in families, there is a mom. And moms that I follow on social media are very into name brand things, such as Wildbird slings. They enjoy this brand because it is higher quality, it is a well-known and respected brand, and it provides excellent service every time. So this is what I want to be able to do with my company. 
e. Other Market segmentation factors to consider are how to reach my audience and the price of my services. When it comes to reaching my audience I will use my social media platforms and website to reach out to clients, interact and schedule appoints, and post my most recent works so people can see what I am capable of doing. I will also have a work e-mail that I can reply to clients directly. And when it comes to price, I will base my services and price on what the client wants. I am very flexible on pricing. Ranging from $150 to $1,500, just depends on where, when, and how the client wants their shoot done. 
V. Alternative Marketing Strategies
a. When it comes to thinking of new and alternate marketing strategies, I have come up with two. The first would be to completely drop the family only target market and open up to anyone. While this was the stigma that was making me stand out, if I am not getting the cliental that I want or not bringing in enough business then I will have to open up to everyone. When it comes to competing with larger companies, sometimes it is easier to fit in and get more clients then stand out until farther down the road. Another alternative marketing strategy I could do is volunteer for different charities to take photos for them for free or a small fee, and in that way I could reach a new market to photograph for as well as meet new people and have more photos for my portfolios. This is a great way to gain more experience as well as do a good deed! I believe that I will not run into these problems of having to remark my brand since I am still starting and though I am slow, I believe that I will have a strong and loyal cliental. 
VI. Selected Marketing Strategy
a. The first P to start with is Product/Service and that is pretty self-explanatory. I am a Photographer, offering Photography services. I am trying to focus in more of the family dynamics and work with families. While this being true, I am not opposed to help anyone else! I want to help whoever likes my style/work or needs help! The name of my Company is Libby Lane. I brand/market myself through a website I am building, (libbylane.com) and through my soon to be company-based social media platforms (Facebook, Instagram, and Twitter).  And I think what sets me apart from other photography businesses is that I am a family owned business and not a large corporation, so I am more personable. I believe this sets me apart because since I focus more on families, and since I am a mom, I hope they would feel more comfortable requesting my services and then continue to work with me. 
b. The next P is place. And for my company, at least right now, is a tad bit different. I currently work out of my home so I do not have a set shop. I eventually want to open my own small studio so I can shoot backdrop shots or fun styled shoots there. I want to stay in St. Louis and be a local St. Louis photography business. St. Louis is always growing with new culture and new people, so I want to be here to capture that as well. But for now I am doing consultations with clients at the location they want to be filmed at. This way it is easier to get their vision of what they want and what I can provide for them. Like previously stated, I will have a website and social media platforms to share my work and receive new clients. But for now I have been working with people through word of mouth, referrals, and through my own personal social Medias. 
c. The third P is price. Price for me is project based. Meaning that the shoots can go anywhere from $150 to $1,500. It all depends on what I am shooting, the environment, and location. But since it is based off of a scope-type style there needs to be a few steps to find that perfect price that is fair and reasonable for the client. First I will meet with someone after being contacted for services, then have a consultation. From there we discuss: how many days we will meet if needed, how many locations we are shooting at, and of who and how many people. After this basic information is collected I can give someone an idea of how much I will charge them. Then after shooting, if any complications came up or not then I will bill them a final price based off what I said previously. I am always fair with pricing, I am not in for the money. I love photography and want to share this with whoever I can. 
d. And finally, the Last P is promotion. For this, it is a work in progress. To reach me, I am still working on my social media pages and website and will have ads and promotions on there. But for now, like I said it is through word of mouth/referrals. I think seasonally based, I will always be available and be useful. People like taking pictures through the year, and some like certain seasons better than others. For example, I love taking pictures in winter and I know a lot of people who do as well. But just the other day, someone messaged me and asked if I could come to their personal lake and take family pictures of them all swimming and at their lake. So promotion can be easy, when based on season. I will though have to figure out other promotion ways that help me out, except the fact that I am family based and work mostly with families, which in itself is a big promoter to a certain target audience. But for now, the physically promotions that I want to put into play include the following. I want to blast social media and all my friends/family social media with a flyer offering my services. I want to go to local business with people that I am in association with and leave business/social media cards so they can give out my information. I will reach out through social media and plan to blast my posts and have that extra reach. I will come up with deals, such as follow all my sites, share my links, and then they will receive a percentage off of the final price of their photography package.  
The 4Ps are very powerful tools that can help a business thrive. The marketing mix of any company can really help bring up sales when used correctly. I plan on sticking to a pretty strong marketing mix, as explained here, and hopefully this brings me success. I know the road may be long and hard, but I will do what I can because this is a passion I love.
