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MOV Films Business Plan

[bookmark: _Toc202463856]Introduction

Abdullah (2020) explains that a well-structured business plan is “essential part of the overall business management”, used to increase opportunities for development, growth and raise additional capital. Furthermore, Burke, Fraser & Greene (2010) found that planning fosters employment growth and enhances new venture performance by legitimizing the business and improving stakeholder confidence. 
[bookmark: _Toc202463857]Company Name and Concept

MOV Films offers high-quality, cinematic wedding videography services tailored to the unique stories of each couple. The business specialises in cinematic storytelling, creating emotionally engaging films, as Byrd (2021) notes, storytelling in digital media is a powerful and emotional tool. With services ranging from short highlight reels to comprehensive all-day coverage, MOV Films provides flexible packages to suit varying budgets and needs. The company name, "MOV Films," reflects its digital film roots and focus on capturing memorable moments.
[bookmark: _Toc202463858]Our Story

MOV Films was born from over five years of hands-on experience in the wedding videography industry. After completing numerous freelance projects and receiving consistent praise for quality and creativity, the founder recognised a gap in the local market not just for affordability, but for shorter, engaging, captivating, and artistically crafted wedding films that reflect modern viewing preferences. This insight inspired the official launch of the business in July 2024.
[bookmark: _Toc202463859]Legal Structure

MOV is registered as a Limited Company (LTD), wholly owned by the founder. This structure was chosen for its ability to provide legal protection, professional credibility and better tax planning opportunities.

[bookmark: _Toc202463860]Cinematic Storytelling and USP

Cinematic storytelling has become a leading trend in wedding videography, blending music, sound design, and visual effects to craft emotionally compelling and visually striking narratives that reflect each couple's journey (ThirtyFive Studios, 2025).
The business’s unique selling proposition “A different way to tell a story” expresses our cinematic storytelling approach. A Unique Selling Proposition (USP) highlights the distinctive feature or benefit of a brand or product that sets it apart from competitors and makes it more appealing to the target audience (Saini & Jha, 2025). Majka (2024) further argues that a strong USP enhances customer loyalty and serves as a core component of effective marketing by clearly communicating the brand’s value.
[bookmark: _Toc202463861]Mission Statement and SMART Objectives

Our mission is to become most trusted and creative wedding videography service provider in South Wales. Setting objectives or goals is an important step in the business’s journey towards planned achievements. SMART is a tool used in order to plan and achieve personal or professional goals (UMKC, n.d.)
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[bookmark: _Toc202463862]Business Location

MOV currently operates from a home office in Magor, Wales, a strategic location offering easy access to South Wales and South West England. A studio is planned for future development to facilitate client meetings and post-production work.
Magor provides a quiet, distraction-free environment that is ideal for focused post-production work. The village’s peaceful setting supports creative editing and productivity, which are crucial for delivering high-quality wedding films. While not chosen for transport links, Magor’s location—positioned conveniently between Wales and England—allows for flexible travel to weddings across both regions, making it a practical base for serving a wide client area.
[bookmark: _Toc202463863]Team and Roles

 Initially, MOV Films will employ two people that will be:
· Videographer, editor, business manager.
· Second Shooter: Assists with filming, setup, and post-production planning.
Market research is a systematic process of collecting, analysing, and interpreting information about customers, competitors, and market trends to support informed business decisions (Gaikwad and Yadav, 2020). It is a critical tool for identifying customer needs and improving business outcomes (Pace University, 2022).
[bookmark: _Toc202463864]Market Research and Customer Insights

Market research played a key role in shaping MOV Films’ business proposition. A digital questionnaire was conducted to gather insights from potential clients, primarily targeting individuals aged 24–35 (see Appendix D). This millennial audience, known for their digital fluency and preference for visual, emotionally driven content, influenced the business’s decision to offer short, cinematic wedding films rather than lengthy, traditional footage (Barrios, 2015, Byrd, 2021). The research also highlighted Instagram as the most effective discovery channel, guiding our focus toward building a strong, organic presence on the platform. Key decision factors identified by respondents included videography style, price, and reviews—informing our website content, transparent three-tier pricing model (see Appendix F) and emphasis on showcasing previous work. 

[bookmark: _Toc202463865]Pricing and Budget Insights

Budget responses showed most clients are willing to pay around £1,000 (see Appendix E) which, while slightly below the UK average, reflects growing demand for high-quality, affordable options (Hitched, 2024). These findings, supported by secondary sources, directly informed MOV Films’ product design, pricing, and digital marketing strategy, ensuring alignment with the values and behaviours of our target audience.
[bookmark: _Toc202463866]Start-Up and Running Costs

MOV Films' projected start-up costs were £20,000, covering essential equipment, website creation, and initial marketing. Monthly running costs are forecasted at approximately £5,070, including insurance, travel, wages, and equipment instalments.
To finance the business, initial personal savings and reinvestment from early sales were required to sustain operations. No loans or external funding are currently planned, making the financial approach lean and sustainable. The business begins with a £0 opening balance in January 2026 and achieves positive cash flow from month one (see Appendix C). The £0 opening balance means that everything earned in 2025 will be re-invested in equipment. Monthly revenues range from £5,500 to £13,500, depending on sales volume and package selection. All three videography packages—Dancing into Forever, How It All Started, and Love Fiesta generate consistent income, with seasonal fluctuations typical of the wedding industry.
[bookmark: _Toc202463867]Cash Flow Forecast

The business maintains profitability throughout the year, with a closing balance of £61,340 by December 2026. This demonstrates strong feasibility and sustainability, supported by realistic forecasting. By Month 6 (June), the closing balance reaches £36,660, reflecting early business growth. Marketing and client acquisition are effective through Instagram and word-of-mouth, contributing to increasing monthly sales. Overall, the cash flow projection indicates that MOV Films is financially viable, scalable, and able to grow without requiring significant external funding.



[bookmark: _Toc202463868]SWOT Analysis

MOV Films benefits from over five years of industry experience, particularly in filming and editing, which ensures high production quality. The business offers competitive and flexible pricing structures, catering to a range of client budgets while maintaining premium standards. 
As a newly established brand, MOV Films currently lacks strong market recognition and a broad customer base, which may initially limit visibility and client acquisition. 
There is a growing demand for wedding videography, particularly cinematic and short-form content aligned with current social media trends. Platforms like Instagram and TikTok offer significant opportunities for organic reach and engagement with millennial and Gen Z audiences. 
The wedding industry is subject to economic fluctuations and seasonal demand. Broader cost-of-living concerns may lead some couples to reduce spending on services like videography. Additionally, increasing competition in the digital content space could impact visibility.
To strengthen brand awareness and establish a stronger market presence, MOV Films will ensure achievement of the set SMART objectives, participate in local wedding fairies, secure partnerships with local photographers, wedding planners, venues and design and distribute a branded flyer containing essential business information and business card (see Appendix A & B)
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[bookmark: _Toc202463875]Individual Reflection

Reflection on the Business Planning Process

Developing my business plan for MOV Films has significantly expanded my understanding of enterprise management. Firstly, I gained practical knowledge of financial planning, particularly around start-up costs, running costs, and how to forecast cash flow realistically. Although I had a creative vision for my business, learning to translate this into numbers taught me how vital budgeting and forecasting are for sustainability.
I also enhanced my marketing skills through research and strategic planning. Creating SMART objectives was another key learning point these helped me focus on actionable goals like increasing bookings and building social media engagement.
Market research skills have also improved. I learned how to apply both primary methods surveys, interviews and secondary research to gain a clear picture of my industry. This gave me the confidence to tailor my pricing and packages according to customer expectations and market trends.
Finally, the process of writing a mission statement and articulating a Unique Selling Proposition (USP) helped me clarify my brand identity and differentiate MOV Films from competitors. These elements now serve as a compass for all business decisions.
Evaluation of Skills Developed

One entrepreneurial trait I have identified that needs development is risk tolerance. As a creative professional, I tend to focus on the quality of my work rather than taking strategic risks to scale or innovate. For example, I initially hesitated to invest in drone technology despite its clear added value to clients. I realise now that calculated risks such as expanding services or increasing ad spend are often necessary for business growth.

Future Development and Application

To improve in this area, I plan to study entrepreneurial case studies, seek mentorship from experienced business owners, and slowly introduce low-risk experiments in marketing and service delivery. Building a more confident mindset around risk will help me grow the business beyond its initial stages.
I would invest in MOV Films as an angel investor. The business has a clearly defined market, a professional brand image, and a strong value proposition. The wedding industry is resilient and emotionally driven, and the demand for cinematic wedding films continues to grow. MOV Films is not just a creative venture, it is built on real market needs and supported by a structured, viable business plan.
I dedicated five years of experience, technical skill, and an authentic passion for storytelling, elements that cannot be taught but are crucial for long-term success. The pricing structure is competitive, and the business has already achieved key milestones, including a portfolio launch and an expanding client base. These early successes, combined with strategic planning and a commitment to continuous improvement make MOV Films a sound investment with scalable potential.
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Our story as videographers
began with this photo:

It is the first image captured at
our very first shoot together.

We keep it close to our hearts
and chose to use it here because
it expresses the pure joy at the
beginning of our journey.

That same joy, the same
emotion, and the same
excitement—we bring them into
every story we have the honour
of experiencing with you today.
In everyday life, we are partners,
and in our work, we are a
creative team dedicated to

capturing authentic emotions
and vibrant stories through the
lens of our camera.

Our style? We do not like to
compare ourselves to others. We
believe the beauty of
videography lies in the eye of
each artist and in the connection
they create with their subjects.
In the end, it all summarizes to
the chemistry between us.

More than just your
videographers, we want to be
your supporters on this journey.
We're here to listen, to guide,
and to help.

www.movmemories.com | Page 2
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Our portfolio can
be viewed on
our website, or
you can follow
our work on
Instagram
@movmemories.
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ENJOY THE MOMENT -
WE TURN IT INTO A
MEMORY

On the big day, we leave all worries
behind. We take care of everything
related to videography so you can focus
on living and enjoying every moment.
We believe that your relaxation and
naturalness are the keys to creating
authentic and memorable video footage,
and your involvement is essential.

A successful video is the result of close
collaboration between us and you. The
more open and engaged you are, the
more beautifully your story will be told
through our lens.

LETS CREATE SOMETHING
MAGICAL TOGETHER!
We are excited to meet you and to turn

every special moment into an everlasting
memory.

Our work is more than just videos; it is
our artistic signature.

www.movmemories.com | Page 4
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Let's meet for a coffee, or maybe have a chat over the phone.
We're here to answer all your questions. If you feel we're a good fit and
the right team for you, we’d be happy to join your journey.

The first step is setting the terms and conditions, followed by the
creation of the contract. This will be sent to you, and upon signing, a
25% deposit of the agreed amount is required.

The remaining balance can be paid anytime up to the day of the event.

Once the contract part is settled, your day becomes our day too: we’ll
be there with all our heart, ready to capture every authentic emotion.

www.movmemories.com | Page 5
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“As our journey together comes to an end, may your smile be as
pure and full of emotion as the day you said ‘l do.””
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Month

Opening 

Balance (£)

Dancing into 

Forever 

Price/unit

Forecas

t QTY 

sold

Total Package 

1 cash inflow/ 

month

How it All 

Started 

Price/unit

Forecas

t QTY 

sold

Total Package 

2 cash inflow/ 

month

Love Fiesta 

Price/unit)

Forecas

t QTY 

sold

Total Package 

3 cash inflow/ 

month

Revenue 

(£)

Insurance, 

Marketing 

& Website 

Rent & 

Travel 

expenses

Wages

Equipment 

Installmen

ts & Misc.

Expenses 

(£)

Net Cash 

Flow (£)

Closing 

Balance (£)

January £0.00 £1,500.00 2 £3,000.00 £1,800.00 1 £1,800.00 £2,200.00 2 £4,400.00 £9,200.00 £160.00 £600.00 £3,600.00 £350.00 £4,710.00 £4,490.00 £4,490.00

February £4,490.00 £1,500.00 1 £1,500.00 £1,800.00 3 £5,400.00 £2,200.00 3 £6,600.00 £13,500.00 £160.00 £600.00 £3,600.00 £350.00 £4,710.00 £8,790.00 £13,280.00

March £13,280.00 £1,500.00 3 £4,500.00 £1,800.00 2 £3,600.00 £2,200.00 1 £2,200.00 £10,300.00 £160.00 £600.00 £3,600.00 £350.00 £4,710.00 £5,590.00 £18,870.00

April £18,870.00 £1,500.00 2 £3,000.00 £1,800.00 1 £1,800.00 £2,200.00 1 £2,200.00 £7,000.00 £160.00 £600.00 £3,960.00 £350.00 £5,070.00 £1,930.00 £20,800.00

May £20,800.00 £1,500.00 4 £6,000.00 £1,800.00 1 £1,800.00 £2,200.00 1 £2,200.00 £10,000.00 £160.00 £600.00 £3,960.00 £350.00 £5,070.00 £4,930.00 £25,730.00

June £25,730.00 £1,500.00 2 £3,000.00 £1,800.00 6 £10,800.00 £2,200.00 1 £2,200.00 £16,000.00 £160.00 £600.00 £3,960.00 £350.00 £5,070.00 £10,930.00 £36,660.00

July £36,660.00 £1,500.00 2 £3,000.00 £1,800.00 5 £9,000.00 £2,200.00 1 £2,200.00 £14,200.00 £160.00 £600.00 £3,960.00 £350.00 £5,070.00 £9,130.00 £45,790.00

August £45,790.00 £1,500.00 2 £3,000.00 £1,800.00 1 £1,800.00 £2,200.00 3 £6,600.00 £11,400.00 £160.00 £600.00 £3,960.00 £350.00 £5,070.00 £6,330.00 £52,120.00

September £52,120.00 £1,500.00 4 £6,000.00 £1,800.00 1 £1,800.00 £2,200.00 1 £2,200.00 £10,000.00 £160.00 £600.00 £3,960.00 £350.00 £5,070.00 £4,930.00 £57,050.00

October £57,050.00 £1,500.00 2 £3,000.00 £1,800.00 1 £1,800.00 £2,200.00 1 £2,200.00 £7,000.00 £160.00 £600.00 £3,960.00 £350.00 £5,070.00 £1,930.00 £58,980.00

November £58,980.00 £1,500.00 2 £3,000.00 £1,800.00 1 £1,800.00 £2,200.00 1 £2,200.00 £7,000.00 £160.00 £600.00 £3,960.00 £350.00 £5,070.00 £1,930.00 £60,910.00

December £60,910.00 £1,500.00 1 £1,500.00 £1,800.00 1 £1,800.00 £2,200.00 1 £2,200.00 £5,500.00 £160.00 £600.00 £3,960.00 £350.00 £5,070.00 £430.00 £61,340.00
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What is your age group?

6 responses

@ 18-24
@ 24-35
©® 35-44
@ 45-60
@ 60+
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Estimated Videography Budget (Optional but helps us recommend the best package)

9 responses

@ £500-£1,000
@ £1,000+
® £1,500+
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S

pecific

Increase number of contracts to 68 by 

the end of the 2026.

Increase website traffic by 40% over 

the next six months.

Boost Instagram engagement (likes, 

comments, shares) by 50%.

M

easurable

Track confirmed bookings through a 

client database and calendar.

Use Google Analytics to monitor 

monthly visitor data.

Track engagement metrics via 

Instagram Insights.

A

chievable

Implement targeted social media 

campaigns, SEO improvements, and 

promotional discounts.

Optimise SEO, publish blog content, 

and improve backlinks.

Post 4x weekly using wedding reels, 

behind-the-scenes clips, and 

trending audio.

R

elevant

More bookings are essential for 

revenue growth and brand visibility.

Greater visibility attracts more 

enquiries and improves conversions.

Strong engagement builds trust and 

keeps the brand top-of-mind.

T

ime-bound

To be achieved by December 2026. To be achieved by December 2025.

To be achieved within the next 3 

months.


