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Assessment plan 
Event planning call for more than just planning for an event. Planners coordinate and undertake all facets of the events and meeting. All these responsibilities include; event sites, budgets, transportation, permits, on-site personnel, and lodging. To some extent, planners can hire the third party services providers like speakers, catering and even security. Therefore as a growing enterprise, event planning calls for thorough understanding of the current market potential. Therefore, all through the paper, we will review an opportunity assessment plan for event planning as the business idea. 
Business concept description
Event planning is an idea that comes in hand to assist and manage lifestyle. Individual nowadays are living in hassles and fully packed with schedules of things to undertake from families, work, kids, and personal life and even to friends. Our services will be in a good position to give a helping hand to assist all those who need to effectively manage their time well, maximize their potential and give good results to the firms and also to the individual. In the current and competitive world that we are living, it is f important that corporates have their events well planned for, without bothering staffs on who does what in an upcoming event. The latter nurtures a supportive workplace and gives excellent benefits for the staffs. The excellence benefits come in hand with a balance between personal and professional life when it comes to handling events (Barringer & Ireland, 2012).
Ideally, the main focus of our services will be homes and families, corporates and entertainment. Am convinced that those are the key areas that call for our services much more than any other. For the corporate, our idea is to aid them in meetings planning, arranging for the business travel accommodation and coordinate event catering and other details. The idea is hinged on good customer information and needs understanding. In addition, all this include the needs of the customers, ordinary circumstances from which the need emanates and possible challenges that the client would be subjected to if they try to plan for themselves. The idea will use the information to better understand who to be served, individual client’s specific needs, good channels of communication and how basically our event planning services would be able to satisfy all those client’s needs (Dyson, 2001).
Identification of potential opportunities.
[bookmark: _GoBack]To be a successful entrepreneur, we need to consistently be innovative and also look for opportunities to grow our ideas or establish our businesses. However, the big question is how one finds a new opportunity to advance an idea to all new market and grow it. In understanding the entire phenomenon, I will look into four possible ways in which one can identify a business opportunity. To develop the events management idea, I had to listen to the potential customers especially corporates and weddings and also the past leads. In achieving my ideas carefully listened to the client’s needs, challenges want and possible frustrations. I sought to now the client’s previous experience with a similar product that I was going to offer (event management). Getting to understand what exactly did they like or even dislike about the services offered. In addition, why clients had to move from one service provider to the other or even why clients are always on the move. What are the issues or objections with the former service providers? With all the above questions in my head answered, I believe they will be of help and even drive me to a better thinking on how to mitigate the gap in event management industry. In addition, the latter gave me a platform to come up with a more tailor-made event management idea. The idea will be advantaged in that it will be able to hone the target market and isolate and possibly overcome common bottlenecks.
Another opportunity to identify my idea came from listening to some the existing clients. When interacting with customers, there is need to listen to what are their comments in regards to the services being offered. Basically, what are their frequently asked queries, feedback, and complaints, frustrations, and experiences? With this valuable customer information, it formed the basis for the identification of the critical business opportunities to develop and expand my idea in events planning and management. 
Another potential opportunity came through, by observing the potential competitors of the same idea of events planning. A little competitive analysis helps in understanding what they are either doing or not doing. The analysis also identifies where they are falling down, what they are undertaking rightly and possibly what will make the client leave them and come to the new idea. Analysis of the competitors will be of importance in identification of critical business opportunities, just like my case with event planning. The latter can also see, an expansion of market reach and also a development of better products and services. The last potential opportunity arose through observation and speculation of events planning industry insights and trends. In achieving my ideas I did set up some insights on the prevailing market aspects in the industries. I literally subscribed to the industry’s publications, set up alerts from google for critical industry terms, engage with the relevant associations. Further, one can even follow other experts in the same industry on their social platforms. In addition, one needs to absorb himself in the relevant industry and consistently educate yourself on the modern strategies and trends. With my hands on the industry insight, it was easy to develop my idea of unique events management. When one is equipped with the right information in regards to an industry of interest, it becomes easier to make a viable decision in terms of a business idea. From the above four discussed potential opportunities, formed foundations for me to achieve a viable business idea. I am certain that I have a thorough background check of the industry, therefore, convinced that my idea will stand out to be unique. Being unique, I mean I will be able to address market gaps and also stand tests of time, which most service [providers have not managed.
Market research and environmental analysis. 
Prevailing trends
Event planning as well as entertainment industry are continually evolving and therefore, strategies and ideas which were once working no longer works.  A close look at the trend in the industry shows that the past few years have experienced a growth and spread of new technology tools and social media. The trend goes further to the increase in attention, attached to engagement and new market segments, embracing measures which are eco-friendly and also sustainability during events planning. Not forgetting the aspect of increase in demand from the sponsors of the events. Social media has become most critical tools that event planners leverage on to pass information concerning their events, solicit feedbacks, engage with attendees and even come up with year-round engagement with the potential target audience. In the events planning industries, software apps and technology emergency have made things easier. Event planners are able to collect all the required information and data, which will be of help in planning and also projecting the future.
Market segmentation
My target clients as per my idea, I will only target corporate customers. We will avoid going for the social market, which is perceived as an alternative market which exists within the niche of event planning. The corporate client is a company that will require our services in planning and actual hosting an event for them. There are various reason why I feel that corporates, will be suitable target clients. First, it is always cost effective for a third party to successfully plan the event.  The reason is that the third party only undertakes the event planning so that the event can be planned and hosted effectively. Second, we believe that the corporates do not have extra personnel who can be taken away from their routine jobs and put their time in an infrequent event like the planning of events.
Our idea of planning events for corporate retreats will be targeting large corporations who have more than forty employees. I believe that small firms may require or use our services at times. However, it is the big corporates who have set budgets for such events. Contrary, during the launch of the idea, we will target and service firms of all different sizes. Ideally, the corporates that may use the service might be product-based firms. We will also give the service to companies which are service based, who might need to announce new services that they might be offering. In the initial years of launch, the business concept that we will adopt will enable us to function with highly places corporates as well as lowly placed individuals and businesses just to sale our brand as events planners.
Market analysis pie
 [image: https://www.mplans.com/event_planning_marketing_plan/images/30000000000000000000000000000100.jpg]
Competitors 
I can confirm that there are other ten serious companies that are offering planning of events to the corporates. However, they tend to undertake events that are general in terms of scope. They engage in events like employee’s recognition and rewards parties or even company image change parties. I have realized that there is no event’s company that specializes in the planning of events in regards to products release events and also corporate training. From my studies I have also discovered that there are firms which offer corporate training, however, those firms offer the actual training and do not engage in the actual planning of events or even logistics for the whole event. 
    Among the competitors, there are firms which offer product-release services but don’t purely deal with it. Since event planning industry is tough to market, I am certain that my idea will benefit from its specialization approach in this area. On the buying pattern, things have totally changed in this industry. Buying pattern for corporates was to have an in-house solution in the past. However, currently, the pattern is fading away, giving way to out-sourcing because of persisted drive to acquire efficiency which is offered through outsourcing. 
    SWOT analysis 
    Competitive advantage
We are quite cognizant of the fact that to remain highly competitive in event planning industry, one has to deliver quality services consistently. Customers have to experience remarkable experience and I should be able to meet the expectations of both event organizers and participants as well. I might be a new entrant with the idea to the industry but my plan is to have smart individuals or staffs on board. With professionals who are highly qualified and licensed event planners, we will stand tall in the industry. The latter forms part of what will count as a competitive advantage on us. In addition, my staff will be well taken care of with their welfare package being the best in the industry in regards to the level of the business. That makes the staff be more than willing in building up the business and help in delivering our set objectives and achieve all our projected goals. 
    The SWOT analysis addresses the key strengths that my idea would work from and as well as the possible weaknesses that may be present. In addition, it will elaborate some of opportunities and threats which the idea of event planning might face.  Strengths; the idea will be hinged upon a specialized and superior services delivery. We will also build a strong relationship with all other complementary service providers, which will ensure that all those matters are within reach. Finally, we will have professionals who are well trained and also an enthusiast in all their endeavors. My idea might be faced with some weaknesses. First, the concentration of a little market niche which is a hindrance to the anticipated size of the market. In its first years of the operation, it might be hard to generate visibility and awareness of the idea across.  Finally, lack of capacity to address the unexpected and large increase in demand for the services across a number of targeted corporations.
    Opportunities and threats
    There is a steady growth in firms that are seriously outsourcing event planning services, therefore we will be able to establish ourselves with a ready market. Another opportunity is that we will be the first to event planners who are majoring in this particular field. Lastly, the other opportunity is the fact that our deal if founded and would operate at relatively low cost. Threats; a change in the prevailing economy, could have some effects on the industry of service provision. There may be also future competition from the ten already established providers in distinct but complementary market space. Lastly, it would be a threat, if my idea would not get support from qualified personnel or even just quality employees.
    Financial projection
As an event planning service oriented idea, I will start will little start-up capital. Then, later on, I will secure a long term loan which will facilitate the company to establish itself. As I will show in the chart below, the event planning idea, it will be able to grow and as it continues, less and fewer funds will be needed for growth. I firmly believe that within the first five years, I project that I will be operating at a debt-free and be able to sustainably work with the same cost as it did from the first day. 
Financial indicators 
	From such assumptions, we will focus on critical financial indicators. With the indicators, the chart will focus on the idea’s sales, operating expenses and gross margin as the overall benchmark. In anticipation, sales will consistently grow over for the first three years upon implementation of the idea. On the other hand, I anticipate gross margin to remain put. While operating expenses will be able to slightly rise over the next three years.
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Assumptions and financial indicators
The table below will offer a general assumption which will outline our projections which are annually based. First, we assume that the predetermined business atmosphere remains as it is forecasted. In addition, we will assume that our partner in long term funding (financial institution) positioning across the whole idea, they will be able to fund as anticipated. The assumptions and the indicators are all projecting what happens for the next three years after the business starts.

	 
	yr. 1
	yr. 2
	yr. 3

	plan month
	1
	2
	3

	prevailing interest rate
	10.0%
	10.0%
	10.0%

	long term interest rate
	10%
	10%
	10%

	tax rate
	25.44
	25.20%
	25.44%



Business feasibility 
It is easier for an idea to become a real business if all the projections have been done thoroughly and carefully. My event planning idea would be able to survive when there is a constant flow of business idea and also clients patronizing their services and products. I am quite cognizant of that fact and that is why our idea offers a wide range of event planning and even other related tailor-made services to corporates. I believe that our idea is very viable and can be applied to yield good returns. We are guided by the fact that, with continued delivery of exemplary event services, we will continually have steady income flow. Therefore, we are much convinced that, if we implement our business idea we will be able to attain our business objects and goals in the projected time.
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