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E V E N T S B Y L I N A . C O M

Unique Events by Lina is a locally based Wedding &
Event design company based out of San Joaquin
County with a studio office in Stockton California. 

Our company specializes in decor, design, planning,
and rental items for events of all sizes. From corporate
events to private affairs no event is too big or small for
Unique Events by Lina.

Our business was founded in 2012 by Lina Rodriguez-
Tirre and proudly serves all of Northern California &
beyond.

Services: Wedding Planning, Event Planning, Day-of-
coordination, Event Rentals, Decor and Design
installation, Vendor and Venue sourcing, Gourmet
Dessert Buffets. Providing specialty Linens and unique
props and decor pieces.

Who we are



At Unique Events by Lina, our focus is to create memorable and
successful events that exceed our client's expectations, nurture
relationships and delight the senses - one client, one event, one
experience at a time. Incorporating each client's unique style,
we create tailored occasions - memorable well beyond the last
morsel of dessert or sip of fine wine. Your vision is our mission.
Dream big. We make it happen. 

We will work with your ideas and budget to provide you with the
best of our creativity, professional expertise, outstanding
organizational abilities, and deep knowledge of resources and
contacts. Understated or over-the-top, formal and extravagant
or fun and laid-back-you decide, and we will bring your event
to life!
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Mission Statement
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When planning her own Wedding in 2011,
founder Lina Rodriguez-Tirre found several
issues with the local Wedding Vendor's that
were options for her big day. The number one
issue was packaging and pricing decor,
design and rentals into one lump sum rather
than breaking things down and explaining
the individual cost of each item or service.
This was very frustrating being a young Bride
who really needed to stay on budget.

It was hard to know how much anything cost
and what could be taken off or added in at a
later time. When talking to many other
Bride's over the last few year's they all seem
to agree that they need to know exactly
where they are spending their Wedding
budget down to the penney. 

At Unique Events by Lina we offer flexible
invoices, a la carte pricing and easy
explanations of each cost down to every
napkin. We pride ourselves on listening to our
clients concerns and adapting to fit their
needs. 

Strategic 
Focus
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A vast experience when it comes to successfully executing events of all kinds. Our
portfolio is filled with events ranging from thousands of guests to smaller intimate
gatherings.                                                                                      

 We are very proud to have created amazing working relationships with industry
professionals all over Northern California. Keeping communication open and always
being able to recommend the best of the best vendors to our clientele. Our clients
appreciate how we can connect them to professionals that share the same vision and
mission as we do. Attention to detail is something we take pride in. Always ensuring our
clients receive exactly what they envisioned and planned is our number one priority.
Staying up to date on new and current design trends is something we dedicate a large
amount of time and attention to. 

We know how important it is to stay current and relevant and maintaining knowledge of
our industry is something that definitely sets us apart. Our reputation within our community
and industry is that of a very honest and driven company that is always open to
collaboration and industry growth. We have organized and hosted several Bridal Expo’s,
Industry Mixers, and events to showcase and connect the public with reputable
professionals. Our mindset is that when we lift others up we lift ourselves up in the
process.
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Situation Analysis Company
Strength's

COMPETITIVE ADVANTAGES
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Things that may be holding our business back is the size of our staff. We
have unfortunately had to turn down certain opportunities due to lack of
staff to execute. Because we pride ourselves on delivering a very personal
hand’s on experience to each client, this keeps us from taking on multiple
events on the same day. Growing our staff team is something we have
struggled with being that we cannot employ anyone full time, so finding
individuals looking for “side work” but that will still give us the dedication
we require can be a huge challenge. 

Something that has caused concern in the past and can be seen as a
weakness, which we are trying to remedy is giving too much to clients for
free. This may sound strange, but sometimes in trying to please a client, you
may offer discounts and even throw in items at no charge to ensure they
have a great experience. While this does set us back financially at times we
have always held close to the thought that making sure someone has
wonderful things to share about us is worth the cost of whatever we
compensated them for.
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Situation Analysis Company
Weakness's

DEVELOPMENT OR IMPLEMENTATION LIMITATIONS
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At this current day in age, there is a huge change in the overall Event
Industry climate as a whole. After the hit of COVID19 many states, including
California have still not issued an order allowing large gatherings of any
kind. This directly impacts the Events Industry as a whole being that large
events is our bread and butter. However, with each setback, there is a silver
lining and you must find a way to turn a negative into a positive. 

With the public only planning smaller, more intimate events I believe now is
a great time to offer and cater to those types of events. While some may
see smaller events with fewer guests as not enough revenue, I see it as a
chance for clients to expand their decor budget is that they will not be
feeding and hosting as many people at their event. We started to offer
“micro weddings”, smaller shorter Weddings with fewer people and more
emphasis on decor and design.
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Situation Analysis Company
Opportunities

FAVORABLE ENVIRONMENTAL CONDITIONS
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As mentioned above COVID919 and it's after fall is a massive threat to the
life of our business. Our total financial loss due to COVID totaled upwards
of 50k for 2020 alone. We are still picking up the pieces and doing
everything we can to stay open and operational. Many of our colleagues
have closed up shop and it is completely heartbreaking. With the lack of
funding for small businesses, to small business owners not qualifying for
Unemployment benefits, the threats have been constant since March of
2020. We have learned to plan financially for a setback of this kind in the
future as well as secure funding from alternative sources.

Our industry as a whole will be impacted for a few years and I do not see us
completely recovering for some time. The average person may reconsider
throwing a large event in the near future and for a while in fear of covid19
and their guests becoming infected. Large gatherings with people in close
proximity are the breeding ground for an airborne virus to spread. While
everyone has their own personal opinion and comfort level I hope this virus
passes and we can begin to rebuild.
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Situation Analysis Company
Threats

HURDLES PREVENTING THE MEETING OF OBJECTIVES, IN ORDER TO DETERMINE
OBJECTIVES AND DEVELOP STRATEGIES TO MEET THE TARGET MARKET.
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I feel like a big change in the ethical climate over the past few years has been the inclusion of LGBTQ
friendly Wedding professionals. I have personally seen a huge successful Wedding Venue’s catch major
backlash when refusing to host an LGBT Wedding. Whatever your personal or political beliefs I feel like
you have to remain open and inclusive to the general public. We pride ourselves on having a super diverse
portfolio with clients of all backgrounds, ethnicities and races.  I feel like the modern couple are trendy,
environmentally concise and want the unique and custom feel. A Lot of regular people nowadays are what
you call “influencers” online. This means they have a large social media following usually on Instagram. We
have worked with more than a few and they have a certain style and feel they want when it comes to their
event and how it is executed.
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Industry Analysis/ 
Environmental Analysis

SOCIAL/DEMOGRAPHIC/CUSTOMER TRENDS

ECONOMIC ENVIRONMENT

Covid-19 has changed our economic condition. Weddings, birthday parties, and many other celebrations
have been canceled or rescheduled to later dates because of the virus. Being in event planning the virus
affects our business in many ways. Our consumers are both optimistic and pessimistic about our current
economic situation, some believe that the virus will end by the end of 2020 while others believe it will take
6-8 more months before being able to have events again. With social distancing in place, many birthday
parties and weddings are being put on hold because of CDC guidelines, others continue to do parties and
weddings at a smaller scale in their own backyard with no need for an event planner. The current
spending pattern for our services is low; our customers are currently not in the position for our services
because of Covid-19 and use more DIY (do it yourself) planning techniques for their own events.
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A major technological advance to our industry would have to be social
media platforms such as Instagram as well as Pinterest. These platforms
allow for potential clients to find us more easily rather than relying on a
google search or referral. The modern bride is glued to her phone
especially when researching wedding planning. Staying relevant and
sharing hot content is essential to survival and growing a following online.
We have used Instagram to our advantage over the past 5 years, and it
yields about 85% of our client contact. From hashtags to checking in at
different locations this technological advance had been a huge help to us.
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Industry Analysis/ 
Environmental Analysis

TECHNOLOGICAL FORCES

COMPETITIVE FORCES

Every day there are new “Party Planner’s” popping up. We’ve learned over the years to just stay focused on our
brand and not get distracted by what others are doing. While it is very important to stay in the know and up to
date on what competitors are offering etc. competing with them is not what we do. We hold ourselves to a
very high standard when it comes to customer service and design so we like to focus on the fact our work
speaks for itself. Many of our competitors do not utilize social media either to its full advantage so the fact
that we do really does make a huge difference. Strengths from possibly one or two of our competitors would
be that they have been around in the local industry longer than us so they have stronger more faithful
relationships with Venue Coordinators, so when a couple goes to tour a venue the venue coordinator will
recommend or refer the client to this other designer. There has been much talk and speculation about
kickbacks and referral fees, something I was always told when I entered this industry was a big no-no. It was
always explained to me that it is unethical and you should gain your clients based on your hard work and
portfolio - which is what we have relied on. To date, we do not receive any referrals from Venue Coordinators
and we do not depend on them for leads.
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Target Market 

“Millennial Bride", “High-End Bride”, “Tech
Savvy Bride”
Our target market can be described as being
18-40 aged females, recently engaged and
planning their Wedding. 
Persons from middle to high-income bracket. 
Patrons who understands the value in hiring
professional vendors, vs. someone who wants
the cheapest possible price and does not care
about the quality.
When it comes to race the majority of our
client’s are Hispanic but we do pride ourselves
in having a portfolio filled with any and all
races, religions and backgrounds.
Our target market resides in the San Joaquin
County area, Sacramento or Bay Area.
The majority of our client’s are also young
couples who are planning and paying for their
Wedding all by themselves.
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Our Target Market is divided into three categories; Weddings, Corporate
Events, and Private Celebrations.

Weddings Corporate Events
Corporate Marketing Executives
Organization's Decision-makers
Business Owner's
Planning Committees
Conference host's
Board Members
Individuals who understand face to face interaction
and see the value in live events.
Companies who want to reach their potential client or
patrons by utilizing events.

Private Celebrations
Persons from middle to high-income bracket.
Patrons who understand the value in hiring professional
vendors, vs. someone who wants the cheapest possible
price and does not care about the quality.
Our target market resides in the San Joaquin County
area, Sacramento or Bay Area.
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 Social Media *Specifically advertisements on Instagram & Facebook
 Gather and utilize an email list
 Utilize #Hashtags
 Networking
Bridal Showcases & Open Houses

Our Promotion strategy will consist of a mix of the following medians:
1.

2.
3.
4.
5.

Positioning Strategy

Social Media:
The biggest problem event planners run into is that we want to be on
every single social platform at once. Not only will this absolutely
overwhelm you, but it takes away precious time you could be devoting to
your business. So we will focus on only two platforms that have proven to
work the best for us.

The platforms we will be focusing on are (#1.) Instagram (#2.) Facebook
Instagram is a huge place for us to connect with potential clients using
photographs of our work and showcasing visuals of our designs. We will
also be incorporating Instagram ads into our marketing plan. We will run
one ad per week, at a cost of $45.00 that will reach approximately
1000+ people.

Using Facebook we will also run one ad per week at a cost of $30 to
reach a similar but different targeted audience based on those who
have liked and followed our page.
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Positioning Strategy
2) Gather and Use Our Email List
Through our website, we will have a place to collect emails in at least
three places on the site. A pop-up window, the sidebar/bottom of our
home page, a link at the bottom of every blog post. If social media went
away tomorrow, our email list is the only audience targeted just
for our business that we would be able to get in touch with. Instead of
leaving the fate of our business up to social sites that we don’t control
we will take control of our customers and demographics and ensure we
have them in a rock-solid email list. We will also be sure to send updates
to our subscribers so that they always have the inside scoop on what’s
new in our business!

3) Utilizing #Hashtags
Hashtags are great for seeking out new clients. Images and posts with a
specific hashtag get searched together. For example, if you’re based in
a specific city, you want to ensure that you’re using that city's hashtag.
This is so people who may be searching for event planners in your
specific city will begin to see your content. Aside from that, and the
obvious #eventplanner hashtag, here are a few popular hashtags
related to our industry that we will be using::
#stocktonbrides #sacramentobride #lodiweddings
#209weddings #centralvalleyevent



4) Networking
After all, we do put on events as event planners. We will make sure
we are going out to other events as well! Networking with people
so that they can put a face and personality behind our brand. We
will be sure to bring our business cards and always follow up with
contacts directly after the event, who knows, they may become a
potential client!

5) Bridal Showcases & Open Houses
We will implement at least one bridal showcase or open house
event in the next three months. We have found that face to face
interaction with potential clients is extremely helpful in selling
ourselves and our services. Allowing for potential clients to meet
with us in a no-pressure casual setting is just what some of them
prefer.
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Positioning Strategy



What is the price for your product/service?
Wedding Planning price is $2.500.00 for up to 12 months of Wedding Planning.

What is the value of the product/service to the customer?
Hiring a Wedding Planner is a huge benefit to the customer. A professional Wedding Planner will assist 
with budget, securing vendors, timeline and much more. Saving the customer time, money, and stress 
while handling the hundreds of small details.

3. What are the price points for existing products/services in your industry (your competition)?
I have seen other Wedding Planners advertise their Wedding Planning services starting at $3,000 to $5,000
and up depending on the area.

4. Is your target customer price sensitive? 
 The San Joaquin County area is extremely price-sensitive. Pricing has been our biggest struggle due to the
fact that the majority in our area are looking to book the cheapest service rather than focusing on quality
and experience. We have had to frequently apply discounts to orders even if a slight discount so customers
feel like they are getting a good “deal”.

5. Are you planning to offer any discounts? To who? (i.e. trade customers, wholesalers)
We do provide discounts to trade vendors, large corporations and vendor partners. For instance, if a 
Venue is having an in-house event, dinner etc. we will supply them linens at 20% off regular retail.
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Pricing 
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Marketing
Implementation

Plan Using schedules like the one
below, we will plan our

exactly what, when an where
we will be implementing our

marketing plan.

Monthly growth: to increase sales by 10%
from the previous month.

Yearly Goal: to secure contracts with
large brands and clients

Also to increase overall revenue by at
least 50%.
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Projected Growth



Our business will lastly implement Performance Standards and Financial Control Monitoring Procedures The
main difference between strategic control and operational control is that the first one helps track your
strategy as it's being implemented, while the latter focuses on execution.For example, operational control
policies can help determine whether your company's resources are being utilized efficiently, the expenses
associated with your new product line are in line with the cost estimates, your products meet the desired
requirements and so on. A strategic management plan can include different types of organizational
controls depending on your company's short- and long-term goals. Financial controls, for example, can
help you detect potential issues in your books and deviations in the budget. They also ensure that relevant
accounting standards are implemented throughout the organization and that your business is operating
efficiently. Strategic controls, on the other hand, can help you determine whether specific processes or
strategies are working.

We will begin the following performance standard & financial control monitoring procedures in 2021:
- Customer Survery's regarding overall experience, customer service and employee performance.
- We will move over to working with a professional CPA and accountant to take over book-keeping and
records for all financials.
- We will begin cost saving measures in regards to supplies and waste. 
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Evaluation and 
Control



Below are just some of the local businesses, brands, companies, non-profits, and private
organizations we have proudly designed for.
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Portfolio



We sincerely thank you for taking the time to learn about Unique Events by Lina. Although a
locally based design company our long-term goal and focus is to continue to expand our
professional portfolio both with private events and corporate functions. We look forward to
implementing several new marketing practices and procedures to help us reach our goal.

The most important thing for us as a company is to continue to provide exceptional customer
services, unique design, and innovative options for our clients. 

We hope you see the benefit of investing in our company at this level as we project major
growth over the next quarter and a huge influx of revenue opportunities for 2021. 

Although many small businesses, especially event-related firms, feel uncertain about the
future post covid19 - we are absolutely certain events as a whole will return bigger and
better than ever!
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Conclusion


