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[bookmark: _heading=h.4sydz11os7cj]1. Introduction
Weddings are one of the vital areas in the United Kingdom contributing to the hospitality, tourism and event management industry. The industry has kept growing after the COVID-19 pandemic, when consumers' wedding parties increased and couples were ready to invest more in personalized weddings (Pereira et al., 2022). Modern people are no longer just happy with any random solution - they seek professional wedding backers who can offer a more tailored experience based on their interests and way of life, and make the planning process easier. Meanwhile, digital technology has altered customer expectations, with online consultations and budgeting, and the ability for real-time communication throughout the planning process (Ghosh, Ness and Salunkhe, 2024).
Figure 1. Company Logo
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Source: Self-Created

This Business Development Proposal is for a tech-fuelled wedding planning & events startup for London known as, EverAfter Weddings. The business will offer customized wedding planning with an embedded online budget management system, vendor coordination, guest management and client communication. The appeal of this customised consultancy and technology is that it offers a customer experience whilst setting itself apart from typical wedding planners (Lalo, Karo-Karo and Faizah, 2025).
The city of London offers ideal conditions for the proposed business because of its diverse society and rising trend for personalizing weddings (Pallathadka, Pallathadka and Devi, 2022). This plan therefore assesses the commercial viability of EverAfter Weddings, exploring the basis of market demand and customer expectations, industry trends and an analysis of the competitive landscape to understand the potential for definitive growth for the business in London's wedding planning market.
[bookmark: _heading=h.91qs7d2m71p5]2. Business Problem and Opportunity
Planning a wedding is becoming more complex, and somehow couples perceive that they want personalised weddings amid the fast-paced business lifestyle and heavy burden of family and responsibilities. The wedding preparation process has definitely become more complicated as couples strive to make their own wedding while keeping a busy work schedule and family agenda in addition to financial duties. Nga (2021) said that many couples experience problems in managing their wedding budgets, and planning the many activities involved in marriage preparations. A wedding is a complicated affair that involves co-ordinating several suppliers, factoring in appropriate venues, working through budgets and assuring a successful event. Many couples don't have the time or the skills to do these activities well and as a result it can cause them stress, communication issues and budgeting errors. There are many London wedding service providers, but many only specialize in individual services, not an actual wedding package planning option. This silo mentality can lead to subpar customer service and incomplete collaboration among various vendors.
Figure 2. Premium Wedding Arrangements
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Source: Adapted from Luxury London, 2025

The other challenge in the market would be the lack of adoption of the digital technologies in traditional wedding planning companies. Digital platforms are increasingly expected by customers as they demand convenient communication, in real-time updates and improved transparency in the service delivery process, as noted by Ghosh, Ness and Salunkhe (2024). But many of the wedding-planning companies still use the old school techniques that offer limited measures for giving involvement to their customers and there is not an extent of visibility of the planning process.
The challenges generate a fantastic chance as EverAfter Weddings, a digital wedding planning and event management technology business that integrates bespoke consultancy and digital project management. The business will provide customers with in-depth planning services and a built-in customer dashboard, which customers can use to book appointments, oversee planning costs, make progress tracking, and communicate directly with their wedding planner.
This chance is bolstered even more because of the ongoing expansion of the events industry throughout the UK for weddings. Pereira et al. (2022) demonstrate that weddings play a significant role in the tourist and hospitality industry, and that the desire for personalised parties has room for innovation in providers of exclusive wedding services. With a customer-centric approach to service and a tech-forward approach to solutions, EverAfter Weddings can help break away from the pack and carve out a niche in the future of wedding technology in London.
[bookmark: _heading=h.xnv48ggwtz2p]3. Literature Review
[bookmark: _heading=h.1kq1og9d1whn]3.1 Industry Overview

For the wedding industry, it's a moment of great expansion when it comes to wedding planning, with people spending more and more on their own unique and luxurious event experience. The wedding is no longer considered solely a ceremonial event, but also a very customized event that gives each couple the opportunity to show off their personality, their lifestyle and their preferences. This change has spurred a greater desire for professional planners able to involve a variety of services and ingredients in a meaningful customer analysis. Albers et al. (2021) contend that customers are prepared to invest a lot more in a wedding whenever they believe that their trip is of high quality, has worth, is highly personalised and is a service offered by an expert.
[bookmark: _heading=h.syyl4wflq4in]3.2 Relevant Business Theories and Models
For business success it is important to understand what gives businesses sustainable competitive advantage. Barney (1991) presented the Resource-Based View (RBV), in which organisations obtain advantage in the long run through building on their valuable, rare and difficult-to-identify resources. Creating customer relationships, having an integrated digital planning platform, and building trusted supplier partnerships, are all unique and important assets that EverAfter Weddings can leverage over its competitors and for continued growth.
Quality in customer service is important too for the wedding industry. Parasuraman et al. (1988) proposed that there are five dimensions that affect customer satisfaction, which are reliability, responsiveness, assurance, empathy, and tangibles, these dimensions are the key dimensions of the SERVQUAL model.
Business success is also achieved when sound decisions are made strategically in competitive market. According to the argument of Csaszar, Ketkar and Kim (2024), the use of technology in decision making helps the organisations in making a better judgement of decisions on opportunities as well as in improving distribution of resources. Marriage of digital planning tools could enhance the effectiveness of business operations, deepen customer connections and service delivery for EverAfter Weddings.
[bookmark: _heading=h.lb62qt4iiuw2]3.3 Market Trends
Celebrities aren't the only ones driving transformation n the industry of marriage; customer expectations are getting more additive to the event and the wedding planning industry is evolving accordingly. Couples want premium services that are tailored to their preferences, lifestyle and culture, and not the norm in a standardized offering. Wang, Liu and Li (2024) noted that, over the years, consumers have put a higher importance on customisation than ever before, particularly in premium service industries.
Figure 3. UK Wedding Industry Size
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Source: Adapted From: Grand View Research, 2026
An other trend is that digital technologies are being made use of for the whole customer journey. Potential customers enjoy consultation online, clear prices, electronic booking systems and immediate contact with services. Ultimately, businesses that effectively leverage these technologies will create a more convenient experience for customers and boost engagement and operational efficiency. The future of the wedding planning industry relies on an increasing focus on personalised services, digitisation, and innovation – these trends suggest that a marriage between yurtzell.com and both personalisation and digital solutions has become an important source of competitive advantage for the modern wedding planning industry.
[bookmark: _heading=h.ps2xp7oddj32]3.4 Research Gap
Research in the hospital and service sectors has focused on the customers' behaviour, service quality and competitive advantage extensively. However, there are significantly less studies that have considered how technology-based wedding planning businesses can integrate custom customer support and project management to boost their business functions and performance. Existing studies tend to consider customer's expectations or service quality but offer not much of an insight into integrated business model in the London wedding planning market.
Moreover, not much research studies the feasibility of new marriage application vendors that attempt to stand out on the internet with digital innovation but additionally sustain the highly customized nature of their service delivery. Helping to fill this void will provide practical expertise on the role of technology and customer-incentivized service in the wedding planning business with regard to sustainable business development.
[bookmark: _heading=h.bn3drs1eatk9]3.5 Evidence Supporting the Business Opportunity
There is substantial evidence in the existing literature that supports the proposed business opportunity. The results of Albers et al. (2021) show that when consumers believe that they are getting more value and personalisation into the services they are paying for, they are more willing to pay a premium for everything concerning their wedding. Very much so, Wang, Liu and Li (2024) demonstrate that customer experiences have gone personal to impact customer purchasing behaviour in premium markets. Their strategic and service quality approaches, as proposed by Barney (1991) and Parasuraman, Zeithaml and Berry (1988) respectively, suggest that organizations that can leverage their organizational resources with consistently high service quality are more likely to have sustainable competitive advantage. The results of this study taken together suggest the commercial viability of EverAfter Weddings and warrant further research in relation to the wedding planning market in London.
[bookmark: _heading=h.kv7rizponoob]4. Aim, Objectives and Research Questions
[bookmark: _heading=h.txb6g1tmdefp]4.1 Aim
In this Business Development Proposal the business viability of starting a Wedding Planning Event Management business based on technology with a name of EverAfter Weddings for the wedding market in London will be evaluated.
[bookmark: _heading=h.ny35rylkpqwt]4.2 Objectives
· To gain insight into what is available for weddings in the UK today and what future growth they may have.
· To explore the individual customer needs, preferences and expectations of the professional wedding planning business.
· To evaluate the competency of big players in London in terms of their strengths and weaknesses.
· To create a viable business plan and marketing plan to grow EverAfter Weddings.
· To assess commercialisation and competitiveness of the business.
[bookmark: _heading=h.abyo3cch1r2x]4.3 Research Questions
The study will address the following research questions:
1. What are the current trends and opportunities in the UK wedding planning market?
2. What do customers expect from professional wedding planning services?
3. What are the strengths and weaknesses of existing wedding planning businesses in London?
4. How can EverAfter Weddings develop an effective business and marketing strategy?
5. Is EverAfter Weddings a commercially viable business in the London wedding planning market?
[bookmark: _heading=h.ms4bgoor2omw]5. Proposed Research Methodology
[bookmark: _heading=h.mmj9l5t3jdem]5.1 Research Philosophy
The research philosophy used in conducting this study will be the interpretivist type of research because it involves understanding the opinion, preference and experience of customers regarding the professional services in wedding planning. Interpretivism allows to understand the perspectives and actions of participants beyond their objective indicators, and in the context in which they live. This philosophy is suitable when examining business research as it examines human perception and their decision making processes as explained by Saunders, Lewis and Thornhill (2019). The study will focus on determining customer expectations and the potential feasibility of a personalised wedding planning business; the interpretivist philosophy is therefore appropriate for the study.
[bookmark: _heading=h.coybbvmxywv9]5.2 Research Approach
The study will use inductive research method. This research is not designed to test on-going theories, but will gather data from participants to draw a conclusion showing patterns that emerge from the data. Customer experience research and discovering new business opportunities is a good fit with an inductive approach (Lewis and Thornhill, 2019). This will enable this study to make real-world suggestions based on the perspectives and hopes of possible prospects and business proof.
[bookmark: _heading=h.8fxfd380qvh1]5.3 Research Design
A qualitative research design will be used to get an in-depth understanding of customer needs and the business's market potential for the proposed business. Qualitative research is a method that enables each participant to voice his or her opinions and experiences at length, thus resulting in more detailed information when compared to numbers alone. When the purpose is to gain insight into attitudes, perceptions and behaviours in particular context, Creswell and Creswell (2017) state that qualitative research is appropriate. This design is therefore applicable to examine the perception of customers' personalised wedding planning services and the factors which affect their decisions in buying personalised wedding planning services.
[bookmark: _heading=h.lmf7dztk2fpk]5.4 Data Collection

The research will be quantitatively based, using semi-structured face-to-face telephone interviews to get the primary data required for the research, from a sample of potential customers involving those who are currently planning a wedding, or have recently organised a wedding in London. Keeping the participants flexible with their answers, semi-structured interviews allow participants to talk about their experiences, expectations & preferences in more detail, and to give importance to every key research subject with a previously designed interview guide.
Besides that, the secondary data will be gathered from academic journal articles, industry reports, market research literature and industry databases. These sources will them give insights into the current trends, customers' behaviour, competitor action and industrial growth of the wedding planning industry in the UK. The primary and secondary data, if combined together, will give a complete idea about the business opportunity.
[bookmark: _heading=h.155q6zxj1vvp]5.5 Sampling
Purposive sampling will be used to select the participants of the study in that they will be selected based on the relevance of the study. Participants will consist of engaged couples and individuals who have been engaged for less than 2 years intending to get married in London over the last 2 years. These will be expected to have pertinent information and more current experience concerning wedding arrangement services.
Say, about 10-15 individuals will be selected to be interviewed. It is the sample size that is deemed suitable for qualitative research as it provides enough depth of discussion and not too time-consuming as the quantitative research project is limited.
[bookmark: _heading=h.7dd0h8gm1yfn]5.6 Data Analysis

Data from the interviews will be analysed using the thematic analysis. After the interviews have been transcribed, answers will be checked repeatedly to uncover patterns, themes and connections relating to expectations of the customers, market opportunities and business viability. Similar responses will be clustered under themes for meaningful interpretation of the participants' experiences.
The thematic analysis will then be linked with evidence gleaned from the literature review and secondary sources. The process will allow the study to provide a critique on the commercial feasibility of EverAfter Weddings, Point 2 present a list of opportunities and challenges that lie ahead and finally, propose concrete suggestions on how to launch the proposed business venture in the market of London's wedding planning industry.
[bookmark: _heading=h.mp61tvtmxs3p]6. Ethical Considerations
This research will adhere to the guidelines of the University in respect to ethical procedures. Prior to the primary data collection, ethical approval will be sought. Respecting the rights, privacy and wellbeing of participants throughout the research process is key to having ethical research as noted by Saunders, Lewis and Thornhill (2019). The interviews will therefore be voluntary, and all participants will be given a participant information sheet outlining the purpose of the study before participating in the interviews. Each participant will give informed consent, and may withdraw from the study at any time and for any reason. Personal information will be kept confidential and participants will be anonymous by excluding all details that will identify the participant in the research findings. All interview transcripts, consent forms, documents related to the interviews will be available and altered only by the researcher and will be stored digitally with password protection for academic purposes. The data which are gathered here will not be shared with third parties and will be destroyed after the end of the study as stipulated by the University's data protection rules.
[bookmark: _heading=h.di8xss670psh]7. Scope and Limitations
This Business Development Proposal is based on the consideration of whether EverAfter Weddings can be a technology-based wedding planning and wedding enterprise located in London. The primary research area will be market trends and customers' expectations, competitor activities and commercial viability of the proposed market model. Primary data will be gathered from people who are planning a marriage or made their wedding in London an event not long ago. Therefore, the findings may not be representative of their other UK customers. 
[bookmark: _heading=h.71l0kuy9f1xa]8. Expected Outcomes and Contribution
The research should give an in-depth analysis of how commercially viable EverAfter Weddings could be to the wedding planning market in London. The research will provide market opportunities, what current customers expect and strengths and weaknesses of the competitors which will enable the formulation of an evidence-based business strategy for the proposed venture. The results will also help to illustrate the benefits of a customer journey when linking personalised wedding planning features with digital project management, thereby giving potential competitive advantage.
[bookmark: _heading=h.os7u0xevbhy0]9. Project Timeline
Table 1. Proposed Research Timeline
	Activity
	Week 1
	Week 2
	Week 3
	Week 4
	Week 5
	Week 6
	Week 7
	Week 8

	Proposal approval and project planning
	
	
	
	
	
	
	
	

	Literature review
	
	
	
	
	
	
	
	

	Research design and ethics approval
	
	
	
	
	
	
	
	

	Develop interview questions
	
	
	
	
	
	
	
	

	Primary data collection (Interviews)
	
	
	
	
	
	
	
	

	Secondary data collection
	
	
	
	
	
	
	
	

	Data analysis
	
	
	
	
	
	
	
	

	Develop business and marketing strategy
	
	
	
	
	
	
	
	

	Writing findings and discussion
	
	
	
	
	
	
	
	

	Final editing, proofreading and submission
	
	
	
	
	
	
	
	


Source: Self-made
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