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1. Executive Summary

This plan sets out a Wedding Photography & Films Business in India — a studio covering weddings and
associated functions with photography and cinematography teams, delivering edited photographs, films, albums and
archival copies under contract, and operating an in-house post-production capability rather than outsourcing the part

the customer actually waits for.

This plan is the anchor of the photography vertical: the conventions it establishes are inherited and cross-
referenced by the nine plans that follow rather than re-derived. Those conventions are set here because
wedding work is where every one of them is tested hardest — the money is largest, the customer is least
experienced, the emotional stakes are highest, and the subject matter is the one thing in this library that

cannot be produced a second time.

[I[1 THE EVENT CANNOT BE REPEATED, WHICH MEANS A REFUND IS NOT A REMEDY. Almost every other
business in this library can make an unhappy customer whole with money: replace the device, redo the work,
return the fee. This one cannot. A photographer who did not arrive, a memory card that corrupted, a ceremony
missed while the team was eating — each destroys something that will never exist again, and the standard
contractual remedy of returning the fee is an insult dressed as justice. So the entire operating design is built
around preventing the irreversible rather than compensating it: dual-card in-camera recording on every body
so no single card failure can lose a moment, a named standby photographer contracted and reachable for
every date, an offsite copy made BEFORE THE TEAM LEAVES THE VENUE, and equipment redundancy described
in the contract itself. The general rule this vertical inherits: WHERE THE HARM IS IRREVERSIBLE,
COMPENSATION IS NOT A CONTROL — ONLY PREVENTION IS, AND THE CONTRACT MUST DESCRIBE THE
PREVENTION RATHER THAN THE PAYOUT.

[I[] THE PORTFOLIO IS NOT THE PHOTOGRAPHER. A couple choose a studio from images shot by its founder or
its strongest photographer, and on the day a different team arrives — which is near-universal practice at any
studio covering more than one wedding a weekend, and is almost never stated. Every image shown was real,
nothing was faked, and the inference the customer drew was false. So this plan NAMES THE ACTUAL
SHOOTING TEAM IN THE CONTRACT with their own individual portfolios attached, and permits substitution only

with written consent and a price adjustment — from nothing to 100% of bookings.

[[1 AND THE ALBUM THAT ARRIVES ELEVEN MONTHS LATE. Late delivery is this trade's systemic failure, and it
persists for a simple structural reason: the couple have already paid, so the studio's incentive to finish
evaporates at exactly the moment the work begins. This plan contracts delivery dates with a liquidated credit
THAT PAYS AUTOMATICALLY WITHOUT THE CUSTOMER HAVING TO ASK — because a remedy the customer
must chase is a remedy most customers will not collect — taking on-time delivery from 41% to 96% and
median delivery from 164 days to 52. Deliverable counts and the raw-file policy are stated as numbers rather

than adjectives.

This plan models an operator requiring ¥1.85 crore (360 lakh investor + %45 lakh working-capital facility + %55 lakh
promoter + X25 lakh term loan), moving from X2.40 crore revenue and a 22 lakh loss to ¥7.80 crore revenue and
¥1.09 crore profit by Year 3 — a 14.0% net margin, 48.6% return on capital, and revenue per shoot-day of ¥1.96 lakh.
(Wedding photography — figures illustrative.)



2. Business Description, Vision & Legal Structure

Concept: A wedding studio that tells the couple who is actually turning up.
Vision: To be the studio whose delivery date is a fact rather than an aspiration.

Mission: Name the shooting team in the contract; record to two cards in every camera; copy the day offsite before we
leave the venue; contract a standby for every date; pay the late credit without being asked; publish nothing without opt-in

consent; test the backups and report the failures; and state the deliverable count as a number.

Legal structure

e Private Limited — recommended once volume passes roughly forty weddings a year. Corporate and venue
empanelment, equipment financing, professional indemnity cover and outside investment all require it.

o Proprietorship or LLP — workable at low volume, and the form most of the trade uses; the practical consequence
is that when a studio fails to deliver, there is frequently nothing and no one to pursue.

« Employed core team with contracted associates, all named — because a studio that cannot say in advance

who will shoot a wedding has already conceded the point this plan is built on.

Regulatory anchor: a business whose main legal exposures are contractual and personal rather than industrial. The first
is performance: non-delivery or defective delivery of a wedding engages the Consumer Protection Act's
deficiency-of-service provisions and the Indian Contract Act, and consumer forums have repeatedly held that
damages for a lost wedding record are not limited to the fee paid — which is the legal expression of the same
point this plan makes commercially, that the fee was never the measure of the loss. The second is copyright
and licensing: under the Copyright Act the photographer is ordinarily the first owner of the images, and the
couple frequently believe they bought ownership when they bought prints — so what is licensed, what is
assigned and what may be published must be written plainly rather than left to the trade's convenient silence.
The third is personal data: the Digital Personal Data Protection Act 2023 reaches photographs of identifiable
people, and a wedding contains hundreds of guests — including children — who never consented to anything
and are not party to the contract. Then: GST on services and on physical albums; drone permissions and Digital Sky
compliance for any aerial coverage; venue and permission requirements; music licensing in delivered films; and EPF/ESI and

POSH across a team that works long nights away from home.

3. Promoter & Ownership

Led by a promoter with photography or cinematography background, and — critically — with production discipline rather
than only visual talent. Three competences decide outcomes. Post-production throughput, because the constraint in this
business is not cameras or bookings but edit capacity, and every studio that fails does so with a backlog rather than an
empty diary. Team building, since a founder who is the only person who can shoot has built a job rather than a business,
and the day he is ill is the day a wedding is ruined. And the discipline to decline a date — a couple offering good money for
a date already at capacity, where accepting means either a team that cannot deliver or a substitution nobody was told
about. Ownership, equity & investor terms are editable inputs; the delivery-date commitment and the backup

verification are held by production and the promoter, never by sales, whose bookings they constrain.

4. Market Analysis — India

Indian wedding photography is a large, fast-professionalising and almost entirely unaccountable market, in which the

customer buys the most expensive service of her life from a supplier she cannot evaluate.



Demand drivers

« Wedding spend concentration — photography and film have moved from an afterthought to one of the largest single

line items, often ahead of decor.

« Social documentation, which has changed the deliverable from an album to a stream of content across several

formats and timelines.
o Multi-day, multi-city functions, which multiply shoot-days per wedding and are the single largest driver of ticket size.

+ Pre-wedding and post-wedding shoots, now standard rather than exotic, and profitable because they are scheduled

rather than fixed.

« Destination weddings, which carry travel margin and higher package values.

Market sizing (illustrative framing)

Very large; overwhelmingly informal and

TAM Weddings in the served region with paid photography
unbranded
SAM Weddings booking a contracted studio at a professional Bounded by EDIT CAPACITY, not by
price point demand
SOM (Yr
13 Weddings and functions covered across packages X2.4cr -» X7.8cr; 84 —» 264 weddings

Customer segments and what each actually buys

Yr 3 revenue

Buys on

share

Premium multi-day weddings The named photographer, style, and reassurance that nothing will go wrong 38%

Mid-market single-venue

Package value, deliverable count, delivery timeline 27%
weddings
Pre-wedding & post- Creative concept and location — and they are SCHEDULED, which is 14%
‘o
wedding shoots why they are profitable
Destination weddings Willingness to travel, logistics competence, redundancy 13%
Albums, prints & reorders Physical product quality; priced separately from the shoot 8%

The demand structure has one feature that shapes every commercial decision: the customer buys once, cannot
practise, and has no way to evaluate the product before it is too late to change supplier. She cannot sample
the service, cannot compare outputs on equal terms because every portfolio is a curated best-of, and will not
know whether she chose well until several months after the event. A market with those properties does not
reward quality automatically — it rewards marketing, and it is why the honest studio must make its claims

checkable rather than merely true.

Constraints

o Edit capacity is the binding constraint, and it is invisible at the point of sale, which is exactly why studios oversell

into it.



o Extreme seasonality — the auspicious-date calendar concentrates demand into a handful of weeks and leaves

capacity idle for months.

« Talent retention, since a photographer who builds a reputation inside a studio can leave and take the referral flow with
him.

¢ Price transparency is absent, which sounds like an advantage and is in fact why the trade's reputation is poor.

5. Competition & Position

competitor type _ \Weakness this plan eprOits

Celebrity / signature The named founder rarely shoots
Brand, aspiration, premium pricing

studios the wedding, and it is not disclosed

Mid-market volume Backlogs measured in months; delivery
Price, availability, many teams

studios promises unenforced

No redundancy at all — one illness or one

Individual freelancers Personal relationship, flexible pricing
failed card ends it
Venue-tied and planner- . . Referral commission undisclosed to
Convenience, embedded in the package
bundled vendors the couple

Named team, contracted delivery with automatic
Cannot be cheapest; declines dates a
This plan credit, standby cover, offsite copy before leaving the
competitor would accept
venue

The positioning claim is narrow and checkable, which is the only kind worth making in a market where every
studio claims excellence: not "we are the best photographers", which the customer cannot evaluate and which
every competitor also says, but "you will know before you sign who is shooting, what you will receive as a
number, and on what date — and if we are late we will pay you without you having to ask". Each of those is
verifiable by the couple on the day they sign and again on the day they are delivered, which is what separates

a claim from a promise.

The cost of the honest position is stated in rupees rather than implied. Naming the shooting team costs
roughly 46 lakh of Year-3 revenue, because a portion of enquiries are buying the founder's name and will
book elsewhere once told he is not shooting — and telling them is the entire point. The automatic late credit
costs 11 lakh in Year 3 even at 96% on-time delivery. Declining dates beyond capacity costs a further 362
lakh of bookings that competitors will accept. The offsetting return is a referral rate of 44% at near-zero
acquisition cost in a trade where referral is the only durable channel, and a Year-3 net margin four points

above the segment norm.

6. The Event Cannot Be Repeated

This is the finding that separates wedding work from every other service business in this library, and it changes what a

control has to be.

_ What the trade offers What the customer has lost

Photographer does not arrive Refund of the fee The entire record of the day



Card or drive corrupts before

Apology; occasionally a partial refund The ceremony, irretrievably
backup
) . Second shooter's coverage, if there was
Camera fails mid-ceremony The angles nobody else was on
one
A moment the family will ask about for
Team misses a ritual Nothing; usually not admitted

decades

Every row of that table shares one property: the remedy is money and the loss is not. A couple handed back %3
lakh for a wedding that was not photographed has not been made whole in any sense a reasonable person
would accept, and both parties know it — which is why this plan treats the compensation clause as an
admission of failure rather than a form of protection. WHERE THE HARM IS IRREVERSIBLE, COMPENSATION IS
NOT A CONTROL; ONLY PREVENTION IS, AND THE CONTRACT MUST THEREFORE DESCRIBE THE PREVENTION
RATHER THAN THE PAYOUT. So the contract states the redundancy: dual-card in-camera recording on every
body, a minimum of two independent capture systems on every ceremony, a NAMED STANDBY
PHOTOGRAPHER CONTRACTED AND REACHABLE FOR EVERY DATE with his fee already provided for, and an
OFFSITE COPY MADE BEFORE THE TEAM LEAVES THE VENUE rather than when they get back to the studio —

because the drive that is lost is almost always lost on the journey home.

[0 AND A PROCESS NOBODY TESTS IS A BELIEF. Every studio in this trade says it takes backups; almost none
has ever attempted a restore, and the discovery that a backup routine has been silently failing is invariably
made on the one occasion it was needed. This plan runs a quarterly restore drill on a randomly selected past
wedding — restore it, open it, verify the file count against the delivery record — and REPORTS THE FAILURES
FOUND: three in Year 1, none in Year 3. The Year-1 number is the important one, because it is the evidence
that the drill was worth running, and a studio whose drills have never found anything is either extraordinarily

lucky or not really drilling.

The redundancy the contract actually describes

What it protects against Cost to provide

Single card failure or corruption during the

Dual-card in-camera recording Cards and a modest per-body premium
event

Two independent capture systems per  Camera failure, obstruction, a shooter taken ill Second shooter on every ceremony,

ceremony mid-function always

Named standby photographer per lliness, accident, or a team that cannot A retainer paid on every date,

date reach the venue mostly for nothing

Offsite copy before leaving the venue Loss, theft or damage on the journey home Field ingest time and portable storage

Reformatting a card whose contents were never = Technician time and a gate that slows
Verified ingest before card clearance )
actually copied turnaround

The standby retainer is the line that gets cut first everywhere in this trade, and it is worth being explicit about
why: it is paid on every single date and earns nothing on almost all of them. An operator reviewing costs after
a clean season will find a line item with a hundred percent failure rate by any ordinary measure, and cutting it

will produce no visible consequence for years. That is the nature of insurance against the irreversible — it

looks like waste right up until the morning somebody cannot get out of bed, and by then it cannot be bought.



It is carried here at roughly 14 lakh a year in Year 3 and is named as a cost rather than folded into overhead,

so that the decision to keep it is made deliberately every year rather than eroded quietly.

7. The Portfolio Is Not the Photographer, and the Album That Never Comes

Two further problems dominate the trade's complaint record, and both are structural rather than accidental.

[I] THE PORTFOLIO IS NOT THE PHOTOGRAPHER. A studio's website shows its very best images, shot over
years by its strongest photographer, frequently the founder — and at any studio covering more than one
wedding a weekend, a different person will shoot most of those weddings. Nothing shown is fake and nothing
said is false; the customer simply draws the only inference available to her, and the studio declines to correct
it. This is the same structure as a statistic drawn from a selected sample: every data point true, the conclusion
wrong. So the contract NAMES THE ACTUAL SHOOTING TEAM — lead photographer, cinematographer, second
shooter — WITH THEIR OWN INDIVIDUAL PORTFOLIOS ATTACHED, and substitution requires written consent
and a price adjustment, moving from nothing to 100% of bookings. A studio that will not do this is telling the

couple something, and they should hear it.

[[1 THE ALBUM THAT ARRIVES ELEVEN MONTHS LATE. Late delivery is the trade's defining failure and it is not
incompetence — it is incentive. The couple pay in full at or before the event, so from the moment the shoot
ends the studio holds the money and owes only work, while the next booking pays immediately for a shoot
that must happen on a fixed date. Editing is therefore always the thing that can wait, and it always does. This
plan breaks the incentive rather than exhorting against it: 15% of the fee is retained by the couple until
delivery, contracted delivery dates carry a liquidated credit that PAYS AUTOMATICALLY AND IS APPLIED
WITHOUT THE CUSTOMER HAVING TO ASK — since a remedy that must be chased is a remedy most people will
not collect, which is precisely why the trade offers that kind — and edit capacity is booked as a resource so a
date cannot be sold that post-production cannot absorb. On-time delivery rises from 41% to 96% and median

delivery falls from 164 days to 52.

J AND WHOSE PHOTOGRAPHS ARE THEY? Studios publish wedding images to portfolios, social media and
competition entries as a matter of course, usually on the strength of a clause the couple did not read in a
contract they signed while planning a wedding. And the guests — several hundred people, including children —
never consented at all and are not party to the contract. It is the third-party pattern this library keeps
encountering: the harm lands on people outside the transaction, so no incentive in the business points toward
protecting them. So publication is OPT-IN AND NOT OPT-OUT, sought separately from the booking and after
the wedding rather than before; images of identifiable guests and of children are not published without
specific permission; and takedown requests are honoured within a stated period without argument or
negotiation. Copyright, licence scope and the raw-file policy are written plainly, because the couple almost

always believe they bought ownership and almost never did.

8. Operations Plan (book, prepare, shoot, secure, edit, deliver)

Booking and contracting

« Capacity checked against edit capacity, not camera availability, before any date is confirmed — the discipline
that prevents every downstream failure in this business.
o Contract names the shooting team with individual portfolios, states deliverable counts as numbers, states the

delivery date, the retention, the late credit and the raw-file policy.



« Standby photographer identified and contracted for the date, with his availability confirmed in the week before.
 Referral commission to planners and venues disclosed to the couple, per the library's commission rule — a

recommendation that was paid for is advice the customer is entitled to price accordingly.

Pre-production

« Venue recce for major functions, covering light, power, restricted areas and the physical route the ceremony will
take.

o Ritual brief taken from the family in writing — which customs will occur, in what order, who the important people

are, and what must not be missed.
o Equipment check and card formatting protocol the day before, with spares and backup bodies allocated per team.

« Drone permissions and Digital Sky compliance confirmed in advance where aerial coverage is contracted, and

the couple told plainly if it cannot legally be flown.

On the day

« Dual-card recording on every body, verified at the start of each function rather than assumed.
o Minimum two independent capture systems covering every ceremony, so no single failure loses a ritual.
e Card handling protocol — shot cards never reformatted on site, carried separately from the bodies, and logged.

« Rolling ingest and OFFSITE COPY BEFORE THE TEAM LEAVES THE VENUE, because the journey home is where

drives are lost, dropped and stolen.

Post-production and delivery
« Ingest verified against the shoot log by file count before any card is cleared for reuse — cards are not reformatted
until the offsite copy is verified.

o Edit scheduled as a booked resource with named editors and dates, tracked against the contracted delivery date

weekly.

Client review at a defined stage, with a stated number of revision rounds so the process has an end.

Delivery of edited images, films, album and an ARCHIVAL COPY THE COUPLE KEEP, with retention period and

deletion date stated, since the studio is not their permanent archive and should not pretend to be.

The operational hinge is that every discipline in this list fails in the same place — the seventy-two hours after
a wedding, when the team is exhausted, the next shoot is on Saturday and nothing bad has visibly happened.
Cards get reformatted because someone needs them, the offsite copy waits until Monday, the ingest is not
verified because the folder "looks about right". So the controls are gates rather than habits: cards cannot be
reformatted until the offsite copy is verified by file count, and the shoot is not closed in the system — nor the

shooter paid — until that verification is recorded.

What the package states as a number rather than an adjective

« Shoot-days and function coverage — which functions, on which dates, with what start and end times, and what a

subsequent overrun costs.

« Team size and composition per function, named, so the couple can see that the second shooter is a person rather
than a possibility.

¢ Delivered photograph count — a minimum, not a range — and the edit standard applied to each, since "several
hundred fully edited images" is a phrase designed to survive any outcome.

+ Film deliverables by duration and format, with the number of revision rounds included.



« Album specification — page count, size, paper, binding and the number of design revisions — priced separately from
the shoot so the customer can see what the physical product actually costs.

« Raw-file policy — whether raws are provided, at what price, in what form and by when; stated either way, because
silence on this question is always read favourably by the customer and rarely meant that way.

+ Retention and deletion date — how long the studio holds the archive, what extended retention costs, and when the

files are destroyed.

This list is the vertical's inherited rule applied to a package: STATE THE DECISIVE VARIABLE AS A NUMBER,
NEVER A WORD. Every adjective in a wedding quotation — "premium", "candid", "cinematic", "fully edited",
"unlimited" — is a term the studio defines after the money has been taken, and the customer cannot compare
two quotations built from them because they are not measured in the same units. Numbers can be compared,

can be breached, and can be enforced, which is exactly why the trade prefers adjectives.

9. Contract, Copyright & Operating Compliance (India)

o Company & tax — Private Limited or LLP, PAN/TAN, GST on services and on physical albums, shops & establishments,

professional indemnity and equipment insurance.

Performance liability — Consumer Protection Act deficiency-of-service and Indian Contract Act exposure; damages
for a lost wedding record are not limited to the fee paid, which is the legal expression of this plan's central

point.

Copyright — under the Copyright Act the photographer is ordinarily first owner; licence scope, assignment and raw-file

policy stated plainly rather than left to convenient silence.

Data protection — DPDP Act 2023 reaches identifiable people in photographs, including hundreds of guests and

children who never consented and are not party to the contract.

Aerial work — Drone Rules and Digital Sky registration, pilot certification, and no-fly-zone restrictions, with honest

advice where permission will not be granted.

Music & venue — synchronisation and public-performance licensing for music in delivered films; venue permissions
and restrictions.
o Workplace — EPF/ESI, POSH across a team working long nights away from home, travel insurance, and vehicle and

driver compliance for outstation work.

10. Organisation & Manpower Plan

Promoter / creative director Shoots selectively; owns delivery discipline

Lead photographers 3 8 Named in contracts with individual portfolios

Cinematographers 2 7  Film is now the larger half of most packages

Second shooters & assistants 4 12 Redundancy on every ceremony; the training pipeline

Editors — photo & film 5 16 The real capacity constraint; sized against booked shoot-days
Data & archive technician 1 2 Ingest verification, backups, restore drills

Sales, production & admin 2 6 Booking, scheduling, album production, accounts

Total 18 52 Core employed; associates contracted and named



The organisation chart makes the plan's central argument visible: sixteen editors against fifteen shooters at
Year 3, which is the opposite of how this trade staffs and the reason its backlogs exist. A studio that hires
shooters because shooters win bookings, and treats editing as something that will somehow get done, has
built a machine that generates unfinished work faster than it can finish it — and the deficit compounds every
season. Editors are hired ahead of demand rather than behind it, and the seasonal trough is used to clear

rather than to economise.

11. Implementation Timeline & Milestones

Formation &

o Month 0-3 Incorporation, GST, studio and edit-suite fit-out, camera and lighting fleet, insurance
capability

Booking system with edit-capacity check; ingest verification gate; contract templates; backup
Systems & protocol Month 2-5
and restore-drill schedule

First season Month 4-12  Named-team contracts from the first booking; delivery dates contracted with automatic credit
Month Planner and venue relationships with disclosed commission; first referral cohort delivered on
Referral engine
10-20 time
Scale & destination 1428 Second shooting team; destination-wedding capability; album production in-house
Month
Consolidation 24-36 Editor bench ahead of demand; archive service; second-city presence

Training and competence

« Data-handling protocol certified for every shooter and assistant — dual-card verification, card handling, ingest,
and the rule that nothing is reformatted before verification.

¢ Ritual and cultural literacy across the communities served, because a photographer who does not know what is
about to happen will miss it.

« Conduct in intimate settings — what may be photographed, what may not, and the fact that consent to be
photographed is not consent to be published.

« Editor style calibration so that delivery is consistent regardless of who edited, which is what makes the named-team

promise survivable at scale.

12. Financial Plan (lllustrative)

All figures are illustrative model assumptions, not forecasts or guarantees. They exist to show the drivers of a
wedding-photography P&L and how the delivery and redundancy controls move them. Every input is editable. The defining
feature of this model is extreme seasonality against a largely fixed cost base — the business earns in weeks

and pays salaries in months, so the seasonal trough is a financing problem before it is a marketing one.

12.1 Project cost & funding




Camera, lens, lighting & gimbal fleet 62  Sized for redundancy, not minimum viable coverage
Edit suites, workstations & colour-calibrated displays 34  The capacity constraint; under-provisioned everywhere in the trade

Storage, backup & offsite archive
22 On-site, offsite and field copies; the irreversibility control

infrastructure

Studio & office fit-out 26  Client meeting space, edit floor, equipment room

Album production & finishing equipment 14  Brings the most-delayed deliverable in-house

Vehicles & travel kit 12 Outstation and destination coverage

Deposits, insurance & pre-operative 10 Lease, equipment cover, professional indemnity, registrations
Working capital & contingency 5 Off-season salary cover is the real requirement

Total project cost 185 X60L investor + I45L WC facility + X55L promoter + X25L term

loan

12.2 Operating metrics

_

Actual shooting team NAMED in contract / standby photographer

100% / 100% 100% / 100% 100% / 100%
contracted for every date
Dual-card recording on every body / offsite copy made BEFORE
100% / 88% 100% / 97% 100% / 100%
leaving the venue
Delivered by contracted date / median delivery days / late credit 41% /164 /
79% /88 /%14.8L 96% /52 /X11.0L
paid unasked 6.2L
Restore-from-backup drills run / failures found and fixed 4/3 4/1 4/0

Publication consent obtained as OPT-IN / guest & child images
100% / NIL 100% / NIL 100% / NIL
published without specific permission
84 /%1,42,000/ 168/%1,71,000/ 264 /%1,96,000/
21% 34% 44%

Weddings covered / revenue per shoot-day / referral share of bookings

Two rows carry the plan's argument. The restore-drill row matters most in Year 1, where three failures were
found — that is the number proving the drill was worth running, and a studio whose drills have never found
anything is not drilling. The delivery row should be read across all three columns: the late credit RISES to
X14.8 lakh in Year 2 while on-time delivery improves, because volume grew faster than the editor bench, and
then falls to ¥11.0 lakh at 96% — the credit is doing its job precisely when it is expensive, and a studio whose
late credit is always nil has either solved delivery or written a clause that never pays. It is reported here

rather than netted into revenue for exactly that reason.

12.3 Revenue build

Yr1l Yr 2 Yr3
(XL) (XL) (XL)

Premium multi-day weddings Named team; highest ticket, most shoot-days



Mid-market single-venue

72 128 211 Volume base; package discipline matters most here

weddings

Scheduled into the off-season; the seasonality
Pre- & post-wedding shoots 34 66 109

answer
Destination weddings 28 58 101 Travel recovered; redundancy cost is real

Priced separately from the shoot, so the customer
Albums, prints & reorders 16 30 55

sees it
Archive, licensing & other 4 6 8 Extended retention, reprints, event licensing
Total revenue 240 460 780 lllustrative

12.4 Package economics — where the day actually goes

PaCkage (Yr 3) m Shoot- days Edit- days

Premium multi-day %6.40L X2.34L
Mid-market single-venue X2.20L 2 5 78,000
Pre-/post-wedding shoot X85,000 1 2 %41,000
Destination wedding X8.90L 5 13 X2.71L
Album only / reorder 38,000 0 1 16,000

Read the edit-days column, because it is the one the trade does not cost and the reason its economics are
misunderstood from the inside. A premium wedding consumes four shoot-days and eleven edit-days — so the
studio is selling, and the customer believes she is buying, the smaller half of the work. The pre-wedding shoot
carries the best contribution per edit-day in the table and is scheduled entirely at the studio's convenience,
which is why it is treated here as the seasonality answer rather than as an add-on. An operator who prices on
shoot-days alone will systematically overprice the easy work and underprice the hard, and will discover the

error as a backlog rather than as a loss.

12.5 P&L summary

S Yy T T

Revenue

Direct production cost — associates, travel, albums, consumables (86) (157) (257)
Gross profit 154 303 523
Shooting team employee cost (62) (104) (168)
Editor & post-production employee cost (48) (86) (142)
Sales, production & admin cost (22) (34) (54)
Data, backup, archive & restore drills (9) (13) (18)
Late-delivery credit paid (6) (15) (11)

Studio, rent & utilities (14) (17) (22)



Marketing, referral & portfolio (12) (20) (30)

Insurance, professional & other admin (10) (14) (20)
EBITDA (29) V] 78
Depreciation & amortisation (24) (28) (32)
Finance cost (6) (8) (10)
Other income — associate placement, workshops, equipment hire 32 78 110
PBT (27) 42 146
Tax 5 (8) (37)
PAT (22) 34 109
Net margin (9.2%) 7.4% 14.0%
ROCE (14.8%) 19.4% 48.6%

The editor cost line is where this plan differs most sharply from how the trade actually runs, and an investor
should test it first. At ¥1.42 crore in Year 3 it is 85% of the shooting-team cost, against a trade norm nearer
half — which is the entire explanation for 96% on-time delivery and is not achievable by exhortation,
scheduling software or working harder. The late-credit and data lines together cost ¥29 lakh in Year 3 against
X1.09 crore of PAT; they are stated as line items rather than absorbed silently so that a reader can decide

whether the controls are worth their price rather than being told they are free.

12.6 Seasonality & cash cycle

__

Peak-season share of annual revenue 71% 62% Pre-wedding shoots and corporate work flatten it
Advance collected at booking 30% 30% Secures the date and the standby

Collected by event date 85% 85% 15% retained by the couple until delivery
Deferred revenue at year end (L) 34 88 Shot but undelivered; a liability, not a cushion
Off-season months of salary cover required (L) 28 62 The real working-capital requirement

Operating cash flow (L) (18) 124  Advances help; the trough is the constraint

The deferred-revenue row is the one a lender should examine, because in this trade it is routinely misread as
cash in hand when it is the opposite. ¥88 lakh of shot-but-undelivered work is money already collected against
an obligation not yet discharged, and a studio that spends it is financing this season's salaries with next
season's editing debt. The 15% retention is what stops that logic — it keeps a real sum outstanding until the

couple have what they paid for, and it is deliberately large enough to matter to the studio.

12.7 Break-even & sensitivity

Base X7.80cr X1.09cr As modelled



Weddings 264 —» 220 %6.62cr
Average package down 12% %6.92cr
On-time delivery 96% - 70% X7.80cr
Editor cost up 20% X7.80cr
Lead photographer departure with referral flow X6.94cr

13. Funding Requirement & Bankability

58L

X51L

X79L

X87L

X66L

Fixed cost base bites hard

Discounting is the fastest way to lose this business
Late credit plus referral loss the following year
The cost of the delivery promise, isolated

Why named teams and style calibration matter

_m Terms (indicative)

Investor equity 60
Working-capital facility 45
Promoter contribution 55
Term loan 25
Total 185

Growth capital; delivery-performance and editor-bench covenants

Off-season salary cover — the real requirement in this trade

Cash and equipment

Camera fleet and edit infrastructure; 4-5 years

lllustrative structure

acquisition channel in this business that does not cost money.

The bankability case rests on the order book and on the absence of a reputational tail, and the second is what
lenders in this trade consistently mis-price. A wedding studio's cash flow looks attractive — advances collected
before costs are incurred — but the same structure means a studio can be simultaneously cash-rich and
insolvent in obligations, holding money for two hundred weddings it has no capacity to edit. The editor bench,
the delivery record and the deferred-revenue disclosure are what let a lender distinguish the two, and they
are auditable monthly from the booking system. The controls also carry a second, self-interested justification,

per this library's durability test: the delivery discipline is what produces a 44% referral rate, which is the only

o Use of funds — 34% camera and lighting fleet, 18% edit suites, 14% studio fit-out, 12% storage and backup

infrastructure, 8% album equipment, balance vehicles, deposits and working capital.

o Repayment — term loan from Year 2 EBITDA; working-capital facility drawn in the off-season and cleared in the peak.

¢ Investor exit — strategic sale to a larger studio group or wedding-services platform, or a promoter buyback funded

from a mature, seasonally-smoothed cash flow.

14. Risk Analysis & Mitigation

__ Mitigation

Prevention rather than compensation: dual-card recording on every

body verified at the start of each function; minimum two

Coverage lost — no- Irreversible. The wedding

independent capture systems on every ceremony; a NAMED

show, card corruption, cannot be re-run, and the

standby photographer contracted and reachable for every date

equipment failure, fee was never the

with his fee provided for; offsite copy made BEFORE the team

missed ritual measure of the loss

leaves the venue; ritual brief taken from the family in writing so

the team knows what is coming



Backup that was never

tested

Delivery backlog

Substitution the
couple were not told

about

Publication without
real consent — the
couple, and hundreds of
guests and children who

never agreed

Seasonality against a

fixed cost base

Talent departure taking

referral flow

Aerial, venue and music-

licensing breaches

Discovered on the single
occasion it was needed,
which is also the
occasion on which

nothing can be done

The trade's defining
failure; destroys referral
flow, which is the only

channel that matters

The complaint that ends
a studio's referral flow,
and the one it can least
defend

DPDP exposure and a
genuine harm to people
outside the transaction
whom no incentive

protects

The business earns in
weeks and pays salaries

in months

A lead photographer who
built a reputation inside
the studio can leave with

the relationships

Regulatory exposure and
a film that cannot
lawfully be delivered or

published

15. SWOT Analysis

Quarterly restore drills on a randomly selected past wedding,
verified by file count against the delivery record, with failures
REPORTED — three found in Year 1, none in Year 3; cards cannot be
reformatted until the offsite copy is verified, and the shoot is not

closed nor the shooter paid until that verification is recorded

Edit capacity checked before any date is confirmed; editors hired
ahead of demand at 85% of shooting-team cost; 15% retained by
the couple until delivery; contracted dates with a liquidated credit
that PAYS AUTOMATICALLY without the customer asking, since a

remedy that must be chased will not be collected

Actual shooting team named in the contract with individual
portfolios attached; substitution only on written consent with a
price adjustment; editor style calibration so delivery is consistent
regardless of who edited, which is what makes the promise

survivable at scale

Publication is OPT-IN and sought separately after the wedding, not
buried in the booking contract; no identifiable guest or child
published without specific permission; takedown honoured within a
stated period without argument; copyright, licence scope and raw-
file policy written plainly because couples almost always believe
they bought ownership

Pre- and post-wedding shoots scheduled deliberately into the trough;
corporate and commercial work in the off-season; working-capital facility
sized to salary cover rather than to receivables; trough used to clear

backlog rather than to economise on editors

Named-team contracting builds the individual's reputation openly rather
than suppressing it; equity or profit participation for senior shooters; style
calibration and documented processes so the studio's output is not one

person; non-solicit rather than restraint of trade

Digital Sky registration and pilot certification confirmed before the date,
with honest advance advice where permission will not be granted; venue
permissions in writing; licensed music in delivered films, and the couple told

what that constrains

Strengths

o Actual shooting team named in every contract

e Dual-card capture and offsite copy before leaving the venue

e Contracted delivery with credit that pays without being

asked

o Restore drills run and failures reported

o Editor bench sized ahead of demand — 96% on time

Weaknesses

e Cannot be cheapest; declines dates beyond edit capacity
e Heavily seasonal against a fixed cost base
e Talent-dependent in a trade where talent is mobile

e Equipment-intensive with rapid technology depreciation



Opportunities Threats

« Photography spend rising as a share of wedding budgets * One irreversible coverage failure, publicly told

o Multi-day and destination functions multiplying shoot-days e Backlog compounding across a peak season

e Pre- and post-wedding work filling the seasonal trough e Price competition from freelancers with no redundancy
e Referral compounding at 44% and near-zero cost e Platform and format churn in deliverables

In-house album production capturing a delayed margin

16. Recommended AiSevak Tools for This Business

Booking & contract generator — named shooting team, deliverable counts as numbers, contracted delivery date and

late-credit terms printed by the document rather than remembered.

Edit-capacity & production scheduler — dates cannot be confirmed against capacity that does not exist.
Shoot log & ingest verification tracker — file counts, offsite copy confirmation, card-clearance gate.
Backup & restore-drill register — quarterly drills, failures found, remediation.

Client delivery & revision tracker — review stages, revision rounds, delivery confirmation, retention release.
Consent & publication register — opt-in records, guest and child restrictions, takedown log.

Seasonal cash-flow planner — advances, deferred revenue, off-season salary cover.

17. Key Assumptions & Notes

All financials are illustrative model assumptions, not forecasts, projections or guarantees. Revenue, package
values, wedding counts, editor productivity and headcount are editable inputs; actual outcomes depend on city,
community mix, seasonality and team quality. Figures are in Indian rupees.

This plan is the anchor of the photography vertical. The conventions established here — prevention over
compensation where harm is irreversible, the named team, contracted delivery with a credit that pays unasked, tested
backups, opt-in publication, and revenue per shoot-day beside revenue per edit-day — are inherited and cross-
referenced by the nine plans that follow rather than re-derived in each.

The central integrity finding is that the event cannot be repeated, which means a refund is not a remedy.
Almost every other business in this library can make a customer whole with money; this one cannot. A photographer
who did not arrive, a card that corrupted, a ceremony missed — each destroys something that will never exist again,
and returning the fee is an insult dressed as justice. So the general rule the vertical inherits is: WHERE THE
HARM IS IRREVERSIBLE, COMPENSATION IS NOT A CONTROL — ONLY PREVENTION IS, AND THE CONTRACT
MUST DESCRIBE THE PREVENTION RATHER THAN THE PAYOUT. Dual-card recording on every body, two
independent capture systems on every ceremony, a named standby contracted for every date, and an
offsite copy made BEFORE the team leaves the venue, because the drive that is lost is almost always lost
on the journey home.

A process nobody tests is a belief. Every studio says it takes backups; almost none has attempted a restore, and the
discovery that a routine has been silently failing is invariably made on the one occasion it was needed. Quarterly restore
drills on a randomly chosen past wedding, verified by file count against the delivery record, with failures reported: three
in Year 1, none in Year 3. The Year-1 figure is the important one — it is the evidence the drill was worth
running, and a studio whose drills have never found anything is not drilling.

The portfolio is not the photographer. A couple choose a studio from images shot over years by its founder or

strongest shooter, and a different team arrives on the day — near-universal at any studio covering more than one



wedding a weekend, and almost never stated. Nothing shown is fake and the inference drawn is false, which is the
selected-sample structure exactly: every data point true, the conclusion wrong. So the contract names the actual
lead photographer, cinematographer and second shooter with their own individual portfolios attached, and
substitution requires written consent and a price adjustment. A studio that will not do this is telling the
couple something.

Late delivery is incentive, not incompetence. The couple pay in full at or before the event, so from the moment the
shoot ends the studio holds the money and owes only work, while the next booking pays immediately for a date that
cannot move — editing is therefore always the thing that can wait, and it always does. The plan breaks the incentive
rather than exhorting against it: 15% retained by the couple until delivery, edit capacity checked before
any date is confirmed, editors hired ahead of demand at 85% of shooting-team cost, and a liquidated
credit that PAYS AUTOMATICALLY WITHOUT THE CUSTOMER HAVING TO ASK — because a remedy that
must be chased is a remedy most people will not collect, which is precisely why the trade offers that kind.
On-time delivery 41% - 96%; median delivery 164 —» 52 days.

The guests never agreed to anything. Studios publish wedding images as a matter of course on the strength of a
clause signed during wedding planning, and several hundred guests — including children — are not party to the contract
at all. It is the third-party pattern this library keeps meeting: the harm lands outside the transaction, so no incentive in
the business points toward preventing it. Publication is OPT-IN, sought separately and after the wedding;
identifiable guests and children are not published without specific permission; takedown is honoured
without argument. Copyright, licence scope and the raw-file policy are stated plainly, because couples
almost always believe they bought ownership and almost never did.

Edit capacity is the constraint, and it is invisible at the point of sale — which is why studios oversell into it.
The organisation is staffed sixteen editors to fifteen shooters at Year 3, the opposite of trade practice, because a studio
that hires shooters (who win bookings) and treats editing as something that will get done has built a machine generating
unfinished work faster than it can finish it, with the deficit compounding every season. Deferred revenue of ¥88 lakh
is a liability rather than a cushion: money collected against an obligation not discharged, and a studio that
spends it is financing this season's salaries with next season's editing debt.

The cost of the honest position is stated in rupees rather than implied. Naming the shooting team costs roughly
46 lakh of Year-3 revenue, because some enquiries are buying the founder's name and will book elsewhere once told —
and telling them is the point. The automatic late credit costs 11 lakh even at 96% on-time. Declining dates beyond edit
capacity costs a further X62 lakh. Data, backup and restore infrastructure costs 18 lakh a year. The offsetting return
is a 44% referral rate at near-zero acquisition cost, which is the only durable channel in this trade — the
second, self-interested justification that lets these controls survive a bad season.

Compliance is contractual, personal and unusually consequential. Consumer Protection Act deficiency-of-service
exposure where damages for a lost wedding record are not limited to the fee paid; Copyright Act first-ownership and
licensing; DPDP Act 2023 over identifiable people including guests and children; Drone Rules and Digital Sky for aerial
coverage, with honest advance advice where permission will not be granted; music synchronisation and performance
licensing in delivered films; GST on services and albums; and EPF/ESI and POSH across a team working long nights away

from home. Professional advice should be taken on the specific city, package structure and contract terms.

» Use these tools now — free on AiSevak

Every tool referenced in this plan is available on aisevak.in. Open the Photography toolkit to browse and use them all at

https://aisevak.in/verticals/photography — or go straight to any specific tool at https://aisevak.in/service/<tool-

name>. No signup needed to explore; each tool guides you step by step.


https://aisevak.in/verticals/photography
https://aisevak.in/verticals/photography
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