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This report provides analysis and evaluation of what services Miracle Photography provides, the market we target, our marketing plan, our management team, future profitability and financial analysis. Miracle Photography offers different type of photography sessions including wedding, new-born, sitter, cake smash, maternity and seasonal sessions. Our mission is to provide customers with a professional quality, value added based pricing structure under customer-oriented services. According to our mission, vision and value, we set short-term, mid-term and long-term goal. We evaluated these goals with SMART objectives to expand the business anatomy. We examined the marketing audit in 4 different stages. These are benefits of marketing audit, components of marketing audit, characteristic of audit and process. Marketing audit will help us with in-depth assessment, indicating strengths, weaknesses, threats and opportunities, developing marketing techniques and to solve the problems. Miracle photography will follow these steps to start the audit, audit objectives, methodology, data collection, data analyses, SWOT analyses. We can analyze the three most common segments (demographic, geographic and psychographic) to identify the target market. The marketing plan is a very important part that we have to focus on. The marketing strategy is the best way to create more sales opportunities and we will use it with the most effective way. We will use social media. We will design gift cards for our existing customer. We will do some discounts for special days and we will plan some events to attract the customers. 

1. Business/Company Overview 
Miracle Photography possesses a desire to serve people with photography sessions underneath different segment classifications of a wedding, new-born, sitter, cake smash session for one-year-old babies, maternity sessions and other seasonal events. Miracle photography will be designed in such a way to capture and record the remarkable memories of life to cherish those memories in future times. Miracle photography will emphasise to provide memorable experiences over photographic seasons at any chosen premises or destination. Miracle photography is developing business plans to meet the essential requirements of solo, couple, family or group photography. The scenic beauties, natural light sources and weather conditions will be effectively captured with the efficiency to embrace the pictures with a forever memorable view of those stories of personal events or social gatherings. Miracle photography will engage a wide range of specialised domain photographers to optimally utilise their specialised potentials in capturing different views to narrate the stories behind the pictures with individual significance and diversified aspects of those events. The business of miracle photography will expand wings along with the UK with professionally skilled and experienced photographers to provide destination shooting opportunities on renowned photogenic places of scenic beauties around the UK. Lake District of Cumbria can be chosen in the autumn season to explore the classic boats, old jetties, panoramic shoreline underneath the long mountains at the places such as Ullswater, Coniston, Keswick, Grasmere, Buttermere, stone circle. At Cornwall, St. Michael's Mount on the small island accessed by walking across the cobbled causeway at the time of low tides and by boat at the time of high tides will also be an important inclusion in destination photoshoot. National parks in Snowdonia, Hampshire, London, Dales Yorkshire, South Wales, Dartmoor with tender greeneries; Jurassic coast of East Devon to Dorset; Scottish black rock highlands at Glencoe, Rannoch Moor, Loch Leven, Buachaille Etive Moor and tourist hotspots of astonishing destinations along the plenty of great rivers across The UK will always be on the list of destination shooting places for family and wedding photography events. As scenic beauties always play a crucial impactful and refreshing role on every human being's memory, mind, health and behavioural attitude, these places will be included in destination shooting visiting lists to provide the customers with diversified opportunities to explore and add more colour and remarkable golden memories in pictures (Watson and McGowan, 2019). Miracle photography will focus on being present at the time of the utmost requirements of capturing special moments of customers' life. Miracle photography will engage with the people to provide the best optimised photographic quality and pricing structures.
In this context, Miracle photography will engage in maintaining effective and efficient professional services of family and wedding photography sessions through the accurate, precise, well-focused and accessible vision, mission and value statements.   
Vision statement
To enrich the customers with the remarkable storage experience generated from professionally capturing of the special individual or family moments from the lenses of expertise photographers on scenically beautiful destinations or according to customers' preferences over places.
Mission statement
To provide the customers, an excellent professional quality-added value-based pricing structure underneath customer-focused service with effective and efficient CSR policies to meet their tailor-made requirements, desires, complaints, feedback over people, place, time and photography related and photogenic issues.
Value statement
To enhance the culture of the family events with classical, contemporary and diversified touch underneath the guiding environment of core ethical values and operational flexibility, adaptability, integrity, accountability and reliability in process, pricing and customer handling. 
Proceeding through the guiding environments of Vision, Mission and Value statements, Miracle photography will display reliable service delivery techniques with the assistance of formulating short-term, mid-term and long-term goals. 
Short-term goal
To expand the wings of the enlarged business environment of Miracle photography over the satisfied domain of customers with the promotion and display of reliable and efficient value-based service of photography.
Mid-term goal
To enhance the business competency and up-gradation of the quality of photographic technologies with continuous alterations and amendments to meet the consumer-focused service requirements of photography.
Long-term goal
To explore the globalised continuously growing interests over capturing photographs of remarkable events in the company revenue turnover with a prolific increase in profits by infusing wide amenities of destination shooting and purposive interest seeking travelling expenses in business anatomy.
Aiming for the goal will require concentrated and emphasised focus over the adequate optimisation and evaluation of SMART objectives and the implementation process of strategic entrepreneurship moves for enlarging business anatomy by the Miracle photography.
Specific
To provide the customers with an experience of remarkable photography sessions underneath optimised pricing strategies and quality-based services in terms of photoshoots.
Measurable
To guide the customers with the ease of preferencing over destinations, places, times, schedules with the panoramic range of available expertise photographers in different locations of serving. 
Achievable
To count the gains in terms of profits and business turnovers with the assurance of creating a place in people's interest choice of preferences for the capturer of photography sessions by reliable and remarkable special moment capturing efficiency.
Realistic
To honour, place and transform the photography sessions in delicate, tingle remarkable memory of customers with adequate timing and effective professionalism over photographic techniques utilisations and lenses, angle choices. 
Time-bound
To emphasise over the effective and efficient time, place and session management to generate adequate customer satisfaction at the situational circumstances of individual significances of each photo resembling the story of especially memorable events.
Miracle photography will infuse efficient leadership and entrepreneurship strategies with optimised professionalism in services underneath strong communicational bonding with the customers to create an environment of golden, remarkable and customer satisfactory family photography session service delivery through the expanded wings of business anatomy (Kadwa and Barnard, 2019). Miracle photography will be dedicated to generating individual value of each photo, to display resemblance with the individuality of the stories of each photo, to concentrate focus on requirement subject of each individual photo by innovative techniques and to enrich the individual significance and cultural memory through creative optimisation and utilisation of natural resources in terms of lights, thermal waves, scenic beauties on each photo taken in the photography sessions through leadership and entrepreneurship approaches in the operational process of photography capturing (Reid et al.2018). Miracle photography will be available to customers on their requirements of photography capturing sessions through the appointments made on online websites or app platforms and offline physical stores (Hietanen, 2016). Present digital payment facilities will also be included to provide the customers with a taste and facility of user-friendly service requirements handling.

[bookmark: _Toc56713862][bookmark: _Toc56718594]2. Product and Services
With the continuous development and re-tuning of the conceptual ideologies about the business anatomical operation, execution, processing, financial and customer handling strategies, Miracle photography will be engaged in maintaining a close association with the customers and people over their preferential choices, interests and desires over photography (Pritchard, 2020). To meet tailor-made requirements of photography, service sessions are classified in diversified aspects which are demonstrated underneath to have a clear view of the offer able and deliverable services of photography sessions.
2.1. Wedding Session
Wedding photography sessions are designed to capture the most important days of two people who are about to unite their lives in the most memorable way and to make this special day unforgettable. Photography sessions will be organised at the preferential spots starting from personal yards or famous destinations or rituals related to religious places. Pricing structures are designed as three packages. The basic package will include 5 hours photo shoots and 250-350 digital images and photo albums with £899, the silver package will include 7 hours photo shoots and 350-450 digital images and photo albums with £1099, the gold package will include 9 hours photo shoots and 450-550 digital images and photo albums with £1299. Miracle Photography will be focused on all the spontaneous, natural and romantic times of the couple.
2.2. New-born Session
New-born sessions will be emphasised to capture the special moments from the ritual, cultural and social aspects of individual personalities, family, friends' gatherings for the celebration of the birth of the new-born baby aged between 7 to 16 days only. Pricing structures are designed as £190 for five digital images, £250 for ten digital images, £310 for 15 digital images and £370 for 20 digital images and additional £25 for each extra image required by the customer. This segmentation in pricing structures will provide the customers with the ease of choice for the preferencing photography services from miracle photography. New-born sessions will be organised to capture the sense and core joyous family moments with friends, family and siblings. Photography sessions will be organised at our studio.
2.3. Sitter Session
Sitter sessions will be organised to emphasise the focus on the requirements of the childhood family photography of 6 to 9 months old babies. For these categories of service, £190 for five digital images and £250 for ten digital images will be charged from Miracle photography. For additional requirements of capturing, £25 will be charged for each addition of an image. Sitter sessions will be planned in such a way to keep special memories about the family photography sessional events and activities. Concentration will always be rested on the maintenance of tendering experience of the sitting events. Sitter sessions will be one of the focused sessions of Miracle photography in terms of being associated with the childhood days of babies and related memories with family members.
2.4. Cake Smash Session
Cake Smash sessions will be organised for 1-year old babies with a price of £250 for ten digital images. Cake Smash sessions will be designed with the inclusion of cakes for celebrating the special birthday purpose for the 1-year-old baby. Additional £25 will be charged as usual for extra requirements of digital image capture. Cake smash photography sessions will be innovative and creative to fill the audience with joyous family moments which will be captured on digital photographic cameras and will be processed, stored and delivered in the digital image and in the print version. These digital captures will enlighten the remarkable cake smashing memories whenever will be wished or desired or required to review and rethink about the memories. Miracle photography will rest their utmost consent and concern over the gift of memorable photogenic experience for the customers of cake smash photography sessions.
2.5. Maternity Session
Maternity photography sessions will be organised for 32-37 weeks pregnant women. Price structure will be designed at £220 for capturing ten digital images. Additional £25 will be charged for each extra requirement of digital image capturing. Maternity sessions will be designed to enrich the colour, importance, significance of maternity and maternity cares with warm-hearted welcome through the joyous activity full events. These will align with the customer requirements over diversified individual aspects of desires and significant essentialities. Maternity sessions will be organised to collect and store the digital memories and remarkably memorable photography prints to assure the existence of those golden memories with significant influence on the memory of the customers. Maternity sessions will be emphasised to provide the opportunity to the customers about exploring and deploying tailor-made requirements and desires about maternity photography with family members. 
2.6. Seasonal Session
Special days photography sessions will be organised to capture the events and activities associated with the celebrations of Christmas, new year, Halloween and other religious and seasonal festival occasions. Price structure will be designed at £190 for capturing ten digital images. In addition, extra £25 will be charged for each individual digital capture. These sessions will be organised to maintain the collection of the auspicious and glorified festival events and the celebrations with friends, family and relatives. Miracle photography will nurture these rich cultures of festival celebrations and captures the golden moments which are colourful underneath the social events with happiness, light and other diversified parameters. Miracle photography will generate enthusiasm and interest among the customers to store their special moments on every year festival occasions, and eventually, these will cherish the practices of family photography retention.
 These several segregated practices of photography capturing will be emphasised with classified identification and emphasise about the value-added quality-based service delivery from Miracle photography.

3. Marketing Audit
The marketing audit is a fundamental part of the marketing planning process. It is conducted not only at the beginning of the process, but also at a series of points during the implementation of the plan. (Loya, 2011)
A market audit is specialised to assist Miracle Photography tailor its marketing efforts towards the needs and wants of the target audience. Auditing our company’s effectiveness with its budget is an intricate process that may take time to refine, although the concluding information can be transformative as we start to implement it into our marketing campaign. Time, energy and stress will all be saved by auditing, as we move towards accomplishing a more practical marketing mix.
3.1. Benefits of Marketing Audit
Aside from the foundation of the marketing strategy audit is beneficial to a business in many ways.
A marketing audit allows management to look and assessment in-depth at the marketing of a business, giving specific consideration to how marketing activities are implemented, managed and planned.
A marketing audit indicates the marketing endeavours and practices that are working well, those that need to work more and those that do not. This leads to finding the company’s marketing weaknesses and strengths, as well as its threats and opportunities. Indeed, undiscovered inefficiencies may be identified.
A marketing audit’s precise and organized approach makes the development of a marketing technique much simpler. One can refer to the discoveries and recommendations of the marketing audit if struggling to start making their marketing plan.
A marketing audit allows the company to rectify problems that could have otherwise caused serious harm. A marketing activity is being poorly implemented. At that point, the company can apply the needed adjustments. 
Ultimately, the result of a marketing audit helps the prominent function of top management, which is decision making, particularly on matters relating to marketing. Any major choices that will be made regarding the company’s marketing exercises will be based on the outcomes of the audit.
3.2. Components of Marketing Audit
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1. Macro-Environment Audit: Incorporates all the components outside the business that impacts the marketing performance. These factors are Demographic, Economic, Environmental, Political, and Cultural.
2. Task Environment Audit: factors closely related to the business such as Markets, Clients, Competitors, Wholesalers and Retailers, Facilitators and Marketing Firms, Public etc. that influences the effectiveness of the marketing programs.
3. Marketing Strategy Audit: Checking the achievability of Commerce Mission, Marketing Targets and Procedures that have a direct impact on the marketing performance.
4. Marketing Organization Audit: Assessing staff performance at each levels of hierarchy.
5. Marketing Systems Audit: Maintaining and upgrading marketing systems such as Marketing Planning System, Marketing Information System, New-Product Development System and Marketing Control System
6. Marketing Productivity Audit: Assessing the performance of the Marketing exercises in terms of Cost effectiveness and profitability.
7. Marketing Function Audit: Keep a check on business main competencies such as Sales team Marketing Communication Product, Price and Distribution.
As a result, the audit makes it easy to say how well a company’s marketing division is carrying out the marketing exercises. And how much it adds to the total performance of the organization

3.3. Characteristic of Audit
Comprehensive
This will cover all areas of marketing where the problem continues to be issue and no marketing problems are taken into consideration.
Systematic 
An organised analysis and assessment of a company’s micro & macro environment, marketing standards, objectives, strategies and any other operations that either directly or indirectly impacts the company’s marketing performance.
Independent
The marketing audit can be conducted in six ways: self-audit, audit from across, above company auditing office, company task-force audit, and outsider audit. The best of these is the outsider audit; the auditor is the outside party to an organization who works freely and is not partial to anybody.
Periodical
A regular marketing audit is advised so that the problem can be handled at its source
3.4. Process
We at Miracle Photography will start the audit process by following stages
Defining the Audit Objectives
The scope and objectives of the audit must be laid out for members of the audit group to be guided accordingly. The objections must be clear as to be understood by everybody, particularly those who are progressing to be included within the audit. The objective will be your beginning point, because it will be your reference when distinguishing the next set of steps within the audit process. It is additionally crucial to recognize all the stakeholders that are attending to be included within the audit whether direct or indirectly.


Define the Methodology 
Depending on the previously established methodology, the main body of the audit process may incorporate different numbers of steps and sub steps
[bookmark: _Hlk57727027]Data Collection
Typically regarded as the most time-consuming aspect of the completing an audit. It can be a very costly endeavour. Research is, very conceivably, the most popular and tried-and-tested strategy of gathering information. 
The company’s internal historical records are considered as primary sources of data, which is why they are subjected for survey amid a marketing audit. Examples include business documents and marketing records such as the business, marketing and training plans. On the off chance that the marketing office has systems and forms in place, these may be utilized to gather data.
Surveys are given out. In a few cases, the marketing audit group may also be required to conduct interviews to induce more information. It is additionally common to see individuals of the audit group going on site for observations and walk through the marketing processes.
Data analyses
Usually, the centre of the audit process, where the audit group constructs an overall image of the marketing program, or the procedures utilized by the company by sending the collected data to be analysed.
S.W.O.T. Your marketing strategy 
In a dynamic business world, things sometimes flip completely: The apparent strengths of a company can quickly turn into weaknesses. (Brandenburger, 2019)
Our marketing strategy is considered in the first part of the marketing audit, where we evaluate our goals and assets.
	S: Strengths 
W: Weaknesses 
O: Opportunities 
T:                    Threats 
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Start by writing all the existing strengths and weaknesses of our company, covering everything from finance to branding. Our product or service needs to be understood inside out and why it suits our target market.
Once we are clear on that, later we can capitalise on it. Make sure that we utilize our strengths and work on our weaknesses.
[bookmark: _Hlk57916476]Perhaps our issue isn't that we are not getting sufficient traffic; perhaps we have to rebrand our services or refine Products to reflect a modern trend.
Move on to threats and opportunities having considered strengths and weaknesses. Make a list of all our current opportunities, including the ones that have been dismissed.
Why SWOT
Seeing them written will offer assistance in deciding if something profitable has been neglected. It will provide a unique viewpoint on our current circumstance and help us to form a new decision about what course our marketing efforts should follow.
Moreover, we have to be harsh when looking at the threats to our business—both internal and external. Do we have a production process that is hurting the environment?  - It can be harming our social image. Do we have a sluggish worker? - They can be harming our efficiency. Are we mindful of a rival within the business world, hampering our development? Is there a way we are able make strides that relationship?
It is vital to remove threats to ensure that a good marketing campaign is in place – as such a plan to capitalise on this is recommended.

4. Target Market
Devoting time and resources to identify more targeted markets can help you maximize your marketing ROI. (Cohn, 2015)
Target marketing includes breaking a market into sections and after that concentrating our marketing efforts on one or some key fragments comprising of the clients whose needs and wants most closely match our services or products. It can be the key to making a successful business.
The advantage of target marketing is that pointing our marketing efforts at particular groups of buyers makes the promotion, pricing, and distribution of our services simpler and more cost effective – providing a focus to all of our market activities.
For example, assume Miracle Photography offers services in the client’s home. Rather than advertising through daily papers, the organisation would start by identifying its target market. It may at that point target the desired market with a direct mail campaign, or a Facebook advertisement aimed at clients in a particular zone, thus increasing returns on investment and bringing in more customers.
Social media platforms, such as Facebook, LinkedIn, Twitter, and Instagram, have advanced options to allow us to target users based on market segments. For a wedding photography session, we could target wedding Facebook followers with an ad. Photography session will be organised at the preferential spots situated in private yards or famous locations or rituals related to religious places. LinkedIn, on the other hand, is more Business to Business focussed, so we can target businesses using a range of metrics such as number of industries, employees, geographic location.
We can approach different segmentation of the market in numerous ways. There are three most common segments are demographic, geographic and psychographic.
[bookmark: _Hlk57919360]Demographic Segmentation
The grouping of this segmentation is based on statistics, such as Age, Gender, Marital status, Race, Income level, Religion and Education.
Demographic segmentation is ordinarily a critical basis for identifying target markets, which suggests that understanding demographic information is vital for businesses. our target may well be “stay at home moms between the ages of 28-45 that live within 10 miles of our postal code with a median household income of greater than £40K per year.’’ 
Geographic Segmentation
Through geographic segmentation we can divide the market into further segmentation based on the area. One example is Home address, these could also be used:
· Post code
· Neighbourhood
· Area code
· City
· Province or state
· Region

Geographic segmentation depends on the idea that large number of customers in a specific geographic region may have particular needs. We must find the most popular hotels, churches, mosques, sanctuaries or other venues for our efforts on a specific town occupied by a high rate of bookings.
Psychographic segmentation 
This segmentation will divide the target market based on lifestyle and socioeconomic class. This scale ranges from the affluent to the poor. The UK-based National Readership Survey splits social class into six categories:
	Social Grade
	Social Status
	Occupation

	A
	Upper class
	Higher managerial, administrative, or professional

	B
	Middle class
	Intermediate managerial, administrative, or professional

	C1
	Lower middle class
	Supervisory, clerical, junior managerial, administrative, or professional

	C2
	Skilled working class
	Skilled manual labour

	D
	Working class
	Semi- and unskilled manual labour

	E
	Subsistence class
	Unemployed, seasonal, or casual



The lifestyle-preferences classification includes beliefs and interests etc. Next, we will move on to their hobbies or interests. This is where social media is extremely effective - revealing what sorts of things our clients are trying to find. Spend time looking at into different what sorts of discussions our target client could be having. Is there a specific site they visit, are there specific books or shows they like?
At this stage of our analysis things can be a bit overwhelming and may not corelate to marketing. though the more we understand our target and the more we are able to relate to them, we will have the better marketing. Our objective here is to discover emotional triggers that either persuade them to buy our services and products or those that discourage them from making that buy. By discovering these triggers, you will be able to show your target client what they need to hear for them to select Miracle Photography as the photographer of their choice.

5. Marketing Plan
The Marketing is extremely important for the success of our studio and for its existence. The marketing strategy will allow us to attract new customers and it will be the way to connect between miracle’s photography and the customers. The marketing strategy is the template that we are going to use to generate more sales opportunities and it will help us to position our miracle photography studio and therefore our goods and services. This strategy will transform our photography studio if we use the ideal channels to reach our target market.

5.1. Social Media
The most suitable medium to attract our customers is social media. Nowadays the world is move it by it, everyone have access to it. Social media is the key method to make our miracle photography studio recognized faster in all the city, since more than 60% of our future customers use social media as: Facebook, twitter, Instagram and blogs. Social networks would allow us to expand the scale of our sales reaching a wide number of potential customers that would have been difficult and costly to obtain it through traditional methods. Social media also make good content viral this will help us to reach a vast number of users quickly. 
Improve miracle photography credibility.
Social media is more than a profile, it is our key tool to deliver our work to customers so we must provide great customer service because is the perfect channel to know our customer preferences and contact them. Social media will help us to improve the image of our photo studio if we make a good use of our social network, we must be very constant with the publications and publish interesting materials for the users. We must be very creative, have our own ideas, and very aware of our followers, always resolve doubts and user inquires rapidly and friendly, this will help us to improve our photography studio reputation and increase visibility by virilization. We must keep in mind that attracting more customers is the main objective of the use of social media. 
Social media facilitate the communication between our photography studio and our customers. Social network is the ideal channel to provide direct and immediate contact with our customers. We assume that having a big number of followers on our pages means having an effective control of them. To take the most advantage of our social media, we must need to have active followers who share and are engage with the content.
It will help us to know our customers better. The main social network that we will use Facebook, Instagram, emails, LinkedIn and we will have a blog page. Before designing our profile, we analyzed the social network that most connect with our customers and therefore we selected those. Also, we must adapt the contents in the correct format and tone depending on each social network. 
Social media help us to make advertisement campaigns. Social network is a great method of moving out our promotional campaigns for it low cost in comparison to the result obtained. The success of social media campaigns due the segmentation that can be made on the principal social media, particularly in Facebook, where campaigns can be segmented by age, gender, geographical location, occupation, hobbies, interests, pages that follow, among others. Promoted contend, raffle and direct adverts are among the kinds of promotions we expect to use. Social networks offer us a wide range of possibilities to reach our customers. Social media advertising improves most digital operations, having greater effect and exposure.     
Social media will help us to monitor the results and provide us a great variety of data from which we can track and manage the reach of all the actions carried out such as our publications, with this data we will create different objectives that reach and hooks more followers in our strategy. 
Social media also will help us build customer loyalty. Social media is the most suitable medium to make our customers ambassadors of our photography studio. Our customers will recommend our studio and it makes easier to gain more customers before the competition therefore we will offer 20 percent discount for each recommended job. The customers must be constantly engaging with our content and recommend it.  Customers must support the service against other network users if is necessarily. Therefore, is very important to care and pamper these types of customers, as they are the ones that will help us to grow our customers and achieve the objectives set. For this we must have a very close friendship, we must make them part of our family and threat them as such and we must be very grateful with them for all the acts that help to increase miracles photography studio.  
Social media allow us to analyze the competitors. Another important benefit that social media offer us is the easy way to identify who are the competitors and analyze what they have done or what they are doing to have excellent sales. We would be able to detect what activities are being taken out on the network, what type of content they post and what are the most effective ones, we will be able to analyze what time they make their publications and all about, we will be able to detect possible mistakes and we can use that to our benefit from their experience, we will have to observe very well and carry out a good analysis, to enable us to build a better network strategy than our competence.
We will use tutorial videos because is one of the easiest ways to show the process of the photos step by step from the beginning to the end. We will use the videos to provide useful contents that entertain and educate to engage the audience. The most that we demonstrate the good quality of our service and experiences to our new customers they will give more value to our service and we will be having a faster popularity and therefore we attack more customers.
We will use email marketing because it will be part of customer success if we get new subscriber or someone who share and give like to our publication, we will send this automatic message giving more information and details of our photography studio to create an authentic and straightforward relation. The more our contact list increase their interest, for example we will create groups to personalize our messages according to their interest, for example if we have 200 new followers who will become mothers, we will personalize our details about photos section in pregnant women and newborn babies, if we see that we get 50 new followers who are engaged we will send details about our wedding work. The information that we will share in the emails are going to have very clear details very beautiful, innovative and professional design that the new follower gets the idea immediately and that conveys of our whole experience. This will allow us to continue to provide relevant and personalize content to each user on our list. 
We will use LinkedIn to offer our service and gain customers. LinkedIn will allow us to gain more customers by using key words that will be make us appear in the first position of searches, we will use words as babies, maternity photos. Therefore, we will concentrate in write a very convincing introduction to engage our future customers, this way we make people who are interesting in taking maternity, newborn babies photos read more about our studio miracles’ photography work. We would put the work experience and knowledge of our teamwork more developed and all the skills that they can bring in the photo sections as this encourages for example parents who have children and never look to the camera. We would also include our customers opinions about how their experience with us was and how they felt from the beginning to the end of the photo session. These will help us to make people feel identified and that LinkedIn position us more easily. 
Unlike others social network, LinkedIn will help us to communicate directly with our potential customers and add them to the communication network, significantly facilitating our commercial work. We must focus on looking for people and approach potential customers. The more people we contact, the more chances that we have that people share our content in their own social media. Therefore, the greater audience we rich the more opportunities we will have to contact potential customer.  

To achieve our commercial goals with our blog, we will help our customers to solve their issues, answer their questions such as how I can take a photo session to my one-year-old girl who is very impatient and cries a lot, we will satisfy their needs and wishes. We will write didactic, formative and resolutive posts to help our customers to solve their problems in a quick way. We will not tell them everything in one post as we want to engage them to return constantly. 
The titles in every post are going to be very attractive and compelling, the title is the first impression that the readers will have so it should make the difference, as it main purpose is to generate interest and attract people to read our blogs. 
	5.2. Gift Cards
We will organize events on the first Sunday of every month to connect with our customers and promote our photography studio, at the entrance we will put an arc of balloons to catch the attention of the public in order to attract new clients and inform our audience in person. we will give them popcorn and tea to make the conversation more enjoyable, we will show them the most eye-catching projects that probably like a lot. The purpose of the events is to engage the audience and make them to book an appointment. 
For people who interact with our photography studio for first time we will reward them with a 10 per cent discount and if they subscribe to our social media platforms, we will give them an extra 5 per cent discount on the first photo session. 
To expand the scale of our photography studio, we will offer a 10 per cent discount code to our customers friends and to those that our customer recommends our photography studio. The discount will be valid for both, but they also need to follow us, and they need share it in their social media. 
We will give 5 per cent discount for that people who do not use our service very constantly, the aim of this discount is to attract back those customers who once bought us, this way we will remind what our services are and we reactive the interest again.
We will have discounts for special moments and dates: 
A photo session for Valentine’s Day will have 10 per cent discount.
A photo session for Mother’s Day will have 15 per cent discount
A photo session for Christmas will have 5 per cent discount. 
We will have discounts for our existing customers:
If they come for maternity photoshoot, we will give a 15 per cent discount for newborn session.
If they come for newborn photoshoot, we will give a 10 per cent discount for sitter session or cake smash session.
If they come for sitter session, we will give a 10 per cent discount for cake smash or family photo sessions.
5.3. Leaflets
Not all people like to use social network to search for something that they need, such us their photos for a wedding among others that is why we will offer leaflets to those people who do not manage well the social media and plan to marry or baptism their children.  We will also distribute the leaflets in the hospital on Mondays, Wednesday and Friday morning, to those pregnant women. 
The aim of the leaflets is to attract our potential customers who do not use social media a lot. This helps us to offer our service directly face to face. We will have a small photo album in which we easily show some of our projects with the goal of convincing them to come to our photography studio.
5.4. Conclusion 
This marketing strategy is focusing a lot on the strategy to keep our customer active with our miracle photography studio. We have chosen the digital media as our focus to advertise our service because it will help us a lot to interact and engage the customer constantly. Nowadays is very often that customer visit different websites to check they feedback before they buy a product, that is why social media is going to help us to expand our studio because we demonstrate our customers satisfactions, and this attract potential customer as they can feel identified with our customers feedback and this main more sales for miracles photography studio.  We also plan how we are going to attract those customers with print marketing.
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