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Final Project 
Concept 

 Our concept is to provide the best services possible in order to make our 

customers happy with their event, and not only our customers, but their guests as well. 

We want everyone who attends the event to leave the event feeling amazed and happy 

and maybe even a little surprised.  

 

Location  

Our business is going to be called Star Events. We want to have our business 

located in downtown Vancouver because it’s a very central and business oriented area. 

We wanted to have our business on Cambie St from Canada place to Burrard St Bridge. 

In this area, there are a lot of opportunities for a spike in the business. It’s right near B.C 

Place and Rogers arena, so there is business opportunity there to have our services 

used, and for other clients to see what we can do. This area also has an easy park 

parking lot so it will be convenient for our customers, and for our customers that don’t 

have a vehicle, we would be located right near Stadium Chinatown SkyTrain Station so 

there is still a level of convenience.  

Other business boosting opportunities for us is the number of hotels in the area. 

One very close hotel to us would be the Sandman Hotel. There are also 3 other event 

management business in our area. The event management businesses are Umbrella 

events, Modern Mint Events Inc., and Venue West Conference Services. We are hoping 

to make friends with, if not all, most of these businesses to give us a leg up into the 

business and start off on a good note. We are also hoping they would introduce us to 

some of their connections and the best companies to work with. 

This area is a good place to start our business because we’re looking for fairly 

young customers from ages 20 and up. Some with kids and of course some without 

kids. We will even be looking for older clients around ages 45 and up as well because 

there would be a whole different spectrum of events to plan for them. For example, the 

older clients would probably be focused on anniversaries, milestone birthdays, and 

regular annual parties. Whereas the younger clients will be mostly weddings, 

conferences, birthdays etc. We want to reach a variety of clients and we feel downtown 

Vancouver is the place to do that. 

  



 

Citations: 

Google maps.  

  

Cambie St 

= Good for Potential business 



Your Segment: 

Our target customers are middle to upper class people. We would like them to be the age of 20 

and up, and preferably live in the lower mainland. However, we will consider travel. We will 

also be catering to people who like to throw annual parties because that’s where our constant 

customers will come from. We are targeting people who like to celebrate a lot, or people who 

are really close to their friends and family and loved ones. 

 

Market Demographics 

 Our market Demographics for downtown Vancouver are going to broken down into 

population, ethnicity, family structure, household income, and spending patterns.  

 Downtown Vancouver has a total population of 79,140 residents. It is made up of 56% 

males and 46% females. As you can see from the image (1) on the right-hand side, downtown 

Vancouver in mostly made up of young adults between the ages of 20 and 34. This 

demographic would be very good for our business 

because that is the perfect age gap for people who 

want to be doing fun and exciting things. People 

between the ages of 20-34 will most likely be just 

getting married, throwing Christmas parties, New 

Years Eve parties and birthdays etc. When you look 

at the older age groups, they obviously decrease in 

numbers, but the older age groups will be good for 

anniversaries, conferences, birthdays etc. so overall, 

this area is a very good area for our business 

especially compared to the rest of Vancouver. This area is where we can get the perfect mixture 

of younger and older clients. 

 We wanted to look at the ethnicities that reside in downtown so we are prepared for 

any boundaries and personal religion beliefs. Looking at the image (2) on the left, you can see 

downtown is mainly made up of English people with Scottish being the close second. English is 

the dominant speaking language in downtown which is nice 

for us especially because English is our only language. You 

can see the statistics in image (3) below. The other most 

spoken language in downtown Vancouver is Chinese. We 

think this is a perfect area compared to the rest of Vancouver 

because English is 

the dominant 

language. This will 

make 

communication between us, the customers, and even 

other companies we work with a lot easier. 
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 Now, we wanted to look at the family structure in downtown Vancouver. Downtown has 

a total of 49,546 households, and of these households, 15,725 are families (shown in image 4). 

This is perfect for us because when it comes to families, we’re hoping for birthday parties, 

anniversaries, Christmas parties etc. There are a 

lot of potential events for us to produce for these 

families. You can also see in image (5) on the left, 

that there are still a good amount of common law 

and even loan parent families in downtown 

Vancouver. There are a lot more married couples 

in the rest of Vancouver, because downtown is a 

lot more business oriented as well as a lot busier 

compared to the rest of Vancouver. However, we 

don’t necessarily want a place with all married 

couples because it really limits the types of 

events we can hold. So downtown gives us the 

perfect mix of families.  

  Now, when looking at the annual household 

income levels of Vancouver as a whole, downtown 

does have a lower income rate than metro 

Vancouver or Vancouver. This is because of the large 

amount of single person households in downtown. 

Downtown Vancouver has more households making 

an annual income of $20,000 compared to 

Vancouver and Metro Vancouver, but when it comes 

to making an annual income above that Downtown 

Vancouver falls short of the rest of Vancouver. You can view this 

information in image (6) on the right.  

 However, even though downtown 

Vancouver makes less money annually, they also 

spend less money per year. On a percentage 

basis, you can see in image (7) below, that 

downtown Vancouver spends 1% more for shelter 

because of the high property values in the area 

and when it comes to stuff like food and 

transportation downtown Vancouver spends less 

per year. Now, even though downtown Vancouver 

makes less money and spends less money annually, this is actually good for us because we 

prefer a challenge for our business. Yes, it is nice to have more money for an event, but it’s a 
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nice challenge when a customer has a small budget 

and it makes us as event planners feel very good 

knowing we executed a great even for the 

customer, and not going over their budget.  

 Overall, after looking at the demographics 

of downtown Vancouver, we are sure that this is a 

very good place to start our business. After looking 

at the population, ethnicity, family structure, household income, and spending patterns, we 

have come to the conclusion that downtown Vancouver will brng us a lot of customers. 

Downtown Vancouver isn’t only structured well, but it is also a central area. When people come 

to Vancouver, they will most likely be staying somewhere downtown.  

 

 

 

 

 

 

Sources: 

http://www.downtownvancouver.net/files/District_Profiles/Downtown_Neighbourhood.pdf 
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http://www.downtownvancouver.net/files/District_Profiles/Downtown_Neighbourhood.pdf


Questionnaire 

1. How old are you? 

o 18 or younger 

o 19 – 25 

o 26 – 30 

o 31 – 50 

o 51+ 
 

2. What gender are you? 

o Female 

o Male 

o Other 
 

3. What’s your martial status? 

o Married 

o Single 

o Divorced  

o In a relationship 

o Engaged 
 

4. What language do you speak? 

o English 

o French 

o Other 
 

5. What line of work are you in? 
 

 

 

 

6. What type of event are you wanting us to plan for you? 
 

 

 

 



 

 

7. What is your budget for the event? 

o $1,000 - $3,000 

o $3,000 - $5,000 

o $5,000 - $8,000 

o $8,000 - $15,000 

o $15,000 - $30,000 

o $40,000+ 
 

8. Will there be children at your event? 

o Yes 

o No 
 

9. Is the event you are planning an annual event? 

o Yes  

o No 
 

10. How did you hear about our services? 

o A flyer 

o A friend 

o An allied company (I.E. flower company, catering company etc) 

o Other 
Please write in the box below how you heard of us if you chose “other” 

  



Services: 

Our service is our ideas that we come up with for our client’s event. When a client contacts us 

we will give them our standard form to fill out and then we will sit down with them and figure 

out what kind of event they are wanting us to plan for them. We will help them figure out their 

budget, colour scheme, amount of people, etc. Types of events we will be plan are any type of 

event the client wants for example weddings, parties, anniversaries, conferences and more. 

After talking to our client, we will contact different companies depending on what is needed for 

the event, such catering companies, floral companies, renting furniture companies, venues, and 

lighting companies. 

 

How the employees will look/dress  

Our employee’s will be hired to do things such as serve food, help set up the events, and help 

with the take down of our events. Our standards for our employee’s will be that for every shift 

the boys will be cleanly shaven and be wearing black shoes and black pants and the colour of 

their shirt will be depending on the event’s theme/ colour scheme. For the girl’s their hair will 

be tied back and they will wear black shoes, black pants, and just like the boys the shirt they 

wear will depend on the event they are working at. 

 

Products and companies, we will be using to get these products: (what we will book and 

organize for peoples’ events that we plan) 

• Food and beverage= Culinary Capers Catering & Special Events or Savoury City Catering 

• Venue= thisopenspace.com 

• Audio/ Visual= Proshow audiovisual 

• Décor= Pedersen’s Event Rentals 

• Flowers= The Flower Factory 

• Furniture= A&B Partytime Rentals Ltd. 

• Photography= Christie Graham Photography  

• Video= Finest Moment Film, Vancouver wedding & pre-wedding films 

• Entertainment= Find any kind of entertainment our client wanted at 
www.engagingentertainment.ca  

• Transportation= Limo Company: Star Limousine Service Ltd, Greyhound busses, Taxi’s  

• Accommodations= Marriott hotels or look on Trivago.ca to find good pricing on hotels 
anywhere 

  



Prices  

 The prices for the overall event will vary depending on the customers needs and 

wants. On average in Vancouver, the venues will vary between $150 - $2000 a day to 

rent depending on the facilities, size, location, and quality.  

 On average most venues come with their own tables, chairs, sound systems 

depending on how big the venue, it will come with a bar. But the bartender will be a 

separate fee of about $30 an hour. If the customer doesn’t want to use the table and 

chairs provided by the venue, then there will be additional cost to rent different furniture. 

On average, food will cost about $20 dollars a person for a meal. 

 Décor consists of center pieces, lighting and music. Floral arrangements will 

range between $45-$110 per bouquet. If the customer is going to want any additional 

lighting, an intelligent light will cost about $200 per light per day to rent, and more 

simple lighting will cost $20 - $50 per light per day to rent. The price for a DJ can very 

between $100 - $700 depending on how long you want the DJ for, and what kind of 

event the DJ will be at. Some DJs also come with packages where they bring in their 

own lights and sound systems. Those packages will cost more money. Overtime for the 

DJ will be payed at the event to the DJ before overtime starts. So, if the DJ’s shift is 

supposed to end at 2pm, and you want him/her for another 3 hours, you must pay 

him/her before 2pm. 

 

For Example:  

If someone was having a 4-hour event at a venue that costs $750 per day and 

holds 120 people, wants a bartender for 3 hours, needs 20 center pieces, wants a lunch 

buffet, and a DJ that charges $50 dollars an hour for the entire event, it would cost a 

total of $4,340 plus our planning fees of 20%, so their new total would be $5,168 for the 

entire event.  

  

Competition 

 Our main competitors that can be found around our location will be Umbrella 

Events, Modern Mint Events and Venue West Conference Services. They have been 

around a lot longer, and they will know a lot more people. It will be easier for them to get 

better deals. They will already have regular customers and they will have alliances with 

catering companies already, and we will just be forming our own company. For the most 

part, the actual cost is going to vary depending on your status. You will make more 

money if you are working for yourself, rather than working for someone. An event 

manager makes $50,697 a year. 

 



Competition logos 

 

 

 

 

 

Sources 

• "Rent Unique and Undiscovered Spaces for Events." Thisopenspace. N.p., n.d. 

Web. 30 Jan. 2017. 

<https://thisopenspace.com/spaces?query=Vancouver%2C%2BBC&n=49.38918

039980707&e=-122.97566411074217&s=49.134656774931344&w=-

123.2846545892578&noPushState=true&property_use_id=1&page=2> 

• "Lunch Buffets - Corporate Online Catering Ordering | Vancouver, BC." Butler 

Did It Catering Company. N.p., n.d. Web. 30 Jan. 2017. 

<http://www.butlerdiditcatering.com/corporate/hot-lunch-buffets/>. 

• "Interior Flori." Best Sellers Flowers Delivery Vancouver BC - Interior Flori. N.p., 

n.d. Web. 30 Jan. 2017. <http://www.interiorflori.com/vancouver-florist/best-

sellers-flowers-3584v3c.asp>. 

• "Absolute Entertainment - DJ, MC, Photo Booth Service Vancouver." Absolute 

Entertainment - DJ, MC, Photo Booth Service Vancouver. N.p., n.d. Web. 30 Jan. 

2017. <http://www.absoluteentertainmentltd.com/christmas-party-dj-

entertainment>. 

  



Marketing Strategy 

Goal: Our goal for when we start off our business is to make $5000 a month through 

making events. 

Objective: To reach our goal, we will be advertising through social media like Instagram, 

Facebook and Pinterest. We will also inform everyone we know, and ask them to hand 

out our business cards and flyers to anyone they know who likes to throw parties or 

events. 

 To further explain our goal and objective, we created a S.W.O.T analysis. This 

analysis stands for: STRENGTHS, WEAKNESSES, OPPORTUNITIES, and THREATS. 

A S.W.O.T analysis is what all event planners use to see whether or not something is 

feasible or not. 

 

S.W.O.T ANALYSIS  

Strength: A strength would be being new to the business. We’re fresh so there are so 

many opportunities for us to do great things because we don’t have a bad reputation. 

Weakness: A weakness for us would be our budget. Being new, it will be hard to make 

$5000 a month.  

Opportunities: Knowing chefs from school would be an opportunity for us to exploit, 

because we’re all looking for more work. We will be leaving school with connections in 

the cooking industry to help us out in the long run. Another opportunity is talking to well 

known catering company’s and asking them to refer us to customers, especially if those 

catering companies get used quite a bit for events. 

Threats: Not having a lot of information about other company’s we are using (i.e. 

catering, venue renting, DJ’s etc.) to get our resources. We won’t know a certain venue 

has a bad reputation or a certain catering company has a bad reputation, so that could 

hurt us if we don’t do all the research we can.  

 

Product Life Cycle 

Introduction: At this stage of our business, we want to make as many friends in the 

business as possible. We want to get as many clients as we can, but not fill our plate 

too much. To achieve this, we are going to attend every known event we hear about, 

and just take to whoever oversees the event and pick their brain about the industry and 

talk to them about how we’re new to it. 

Growth: By this stage we hope to have some regular customers and at least one 

alliance with a company to help us grow even more. we want to be making at least 

$1000 a month at this stage. In order to achieve this, we will put all of our effort into 

every event. We won’t let the customer down and most importantly, we will set out to 

show customers that we are a family, as well as show every customer we impress that 

they are welcome to be apart of that family. 

Maturity: By the time our company matures we hope we will have a family oriented 

business. We want to have a lot of regular customers, and we want to be known as one 

of the best. We hope to have a lot of alliances with other companies, as well as be 

making $5000 and more a month. We want to be holding award shows like the 



Grammys and the Oscars by this stage. To achieve our all-time goal of being a huge 

success, we will strive for only perfection. We are going to get to know as many people 

in the industry and outside of the industry to keep our names in as many brains as 

possible. We will have an enormous staff to help us perfect and execute every event, 

and the clients will pass our names along to anyone they know. 

Decline: We hope our company never reaches this part of the life cycle. We want our 

company to thrive, even if that means handing it over to new management to keep it 

going.  

 

  



Promotion and Advertising 

To promote and advertise our Event management company we will have multiple 

social media accounts such as Facebook, Instagram, and Pinterest. We are going to 

print up flyers and business cards and finally we will have a website. 

Our Facebook page is going to consist of our basic contact information as well as 

information about who we are and what our company stands for. We are also going to 

include links to our other social media accounts and our website. We will have 

numerous posts about promotions our company will be having, pictures of past events 

and events that are in progress. Having a Facebook page will make it easy for clients to 

find us and see what we’re really about. 

On our Instagram page, we will have our contact information, our other social 

media links and website link in the description box. Our Instagram will also have a lot of 

more in depth pictures. 

For our Pinterest page, we are going to include our contact information, and the 

links to all our other social media accounts and our website. Our Pinterest is going to 

mainly consist of cool DIY ideas that we had to think of for our events along with any 

cool ideas we came up with. 

On our personal Linked In accounts we will have information for our Event 

Management company and a brief description of it including what we intend to complete 

for our customers and their events. Everyone who follows us and knows us through 

Linked In will see our company, and what we stand for.  

For the people who really want to do hard research about what we do, they can 

go to our website. The website will have our companies mission statement, how we got 

started, and the people that work for us. we will also include the types of events we can 

plan for the customers and some examples from past events to show the customers 

who we are and how good we are at what we do.  

All our social media accounts and our website will be updated regularly, such as 

posting photos from current events and how our planning is going for the next upcoming 

event. This will be regulated by ourselves and our employees. We will work together as 

a team to decide what picture gets posted, but only Nicole and I will have any 

passwords to any of our accounts. Our social media is there for people who want quick 

information about us, and if the potential client likes what they see through our social 

media, then hopefully they can look more what we do using our website.  

We will also be making flyers and posting them up around various locations so 

people can see who we are and what we do. The flyers will help us get our name out 

there. Especially because if the flyer is eye catching, everyone will stop to look at it. 

Finally, we will have our business cards made and we will ask our friends to hand 

some out whenever their friends are looking to throw an event. We will also see if we 

can create an ally with a florist and a catering company, so that they can also hand out 

our business cards to promising customers. 

 

 

 



Nicole Wiggins & Kadeejah Beswick 

Event Managers 

 

Business Card: Front  

 

 

 

 

 

 

      Back 

  

  Star Events 

 



Grand Opening and Press party 

 
The grand opening will be on July 15th 2017 at our business on Cambie street in down town 

Vancouver from 2:00pm- 4:00pm. We will have drinks and appetizers to celebrate the opening 

of our Event planning company. 

 

Scissors: $28.00 

Big ribbon custom printed: $85.00 

Catering appetizers: $ 1,470.00 

Alcohol: wine (red, white, and rose)- $170.00 

Champagne- $160.00 

 

=Total Budget: $2,000 

 

Invite list: 

To our grand opening, we will be inviting as many people as we can from all different parts of 

our lives. Our families will be attending to support us and our new business. We will also be 

inviting our teachers from the Art Institute who helped us get where we are today. We will be 

telling CBC news about our opening as well as newspaper companies like the Vancouver Sun, 

Business in Vancouver, and The North Shore news. We will be telling all different types of 

companies about our event as well, such as catering companies, décor companies, and floral 

companies that we will be renting/buying from in the future.  

 

Décor:  

For our décor, we will be buying a big ribbon to go in front of the building that we will be 

cutting in front of all of our guests for our grand opening. We will get signs to put up around our 

office to talk about who we are. There will be high tables around the office to people can put 

their drinks and appetizers down. We will also be renting some chairs for people to sit and talk 

with other guests. Around the neighbourhood, we will post billboards to advertise our opening. 

 

Food and Beverage:  

For the food, we are going to hire Culinary Capers to cater for our event. They will provide us 

with our appetizers for the evening as well as our cups and plates. The appetizers for the 

evening will cost $1,470.00 for the entire night. For the beverages, we are going to be 

purchasing 5 bottles of red, 5 bottles of white, and 5 bottles of rose wines from the B.C liquor 

store. The total cost of all the wine is $170.00. We will also be getting 5 bottles of champagne 

for $160.00.  

 

 

 


