
Executive Summary: 

The following information gives a detailed description about the future of My 
Mac and I Design™. In this I have included a summary of my business and what 
products/services I will offer to consumers as well as my target audience, the current state 
of the market in the advertising/design industry, my marketing plan, as well as how I plan 
on funding this endeavor. I plan on starting out as a sort of resource center for creative to 
use my tools and business name to get work done for a percentage of their fees until I am 
financially able to hire on full time employees. 

Company Description: 

The mission of my company is to provide my customers with quality, well-
designed and relevant logos and advertisements that reflect the ideals that the 
company/product is intended to. Based on research done to ensure their target audience is 
reached. The product/service I will provide will be creating advertising campaigns and 
branding elements such as logos, color schemes, and copy. So far the development of my 
company has been minor, only a site and name have been created, but I have already had 
a few customers that are pleased with my work and have requested more to be done. I am 
the sole owner of this business at the moment, however I am considering turning this into 
a joint venture by splitting the business with my cousin Charles Bone, a fellow graphic 
designer. In the future I hope to get to the point that it becomes a publicly traded 
company. 

Industry Analysis and Trends: 

The advertising industry is experiencing a “rough patch” to say the very least 
according to the sources I used in my research. More and more businesses are shying 
away from advertising agencies and working with in house hires to create the means to 
communicate their product or service with the outside world aka potential clients. It 
seems from what I have read that big ad agencies all seem to face the same problem of 
losing site of the goals they went in with, creating innovative solutions for brand to be 
seen, and instead focusing on repetitive banner creation and following trends that already 
exist. In other words, they are stopping creatives from creating. While it may seem 
ridiculous for this to happen, it does make sense as to why it is occurring, the bills must 
be paid. Just like in Pavlov’s experiments, classical conditioning is occurring with ad 
agency executives. When the business began, the excitement of innovation and creativity 
mimicked the watering mouth of the dogs upon the arrival of food just like it does for so 
many other creative entering the workforce. Over time though, agency executives have 
began to associate repetitive junk (banner ads, following trends until their death, and 
other mundane work) with profit, since those are the easiest ways to get paid by clients. 
While it is a business at the end of the day, these practices are driving creatives away to 
work on their own or for the companies that once looked to ad agencies for innovation. 

Since I would like to continue working with small businesses, my company has a 
promising spot in the advertising market. After looking at what is happening in 



advertising, I believe my best course would be to stay focused on start up clients and 
small businesses rather than focused on the “whales” like Coca-Cola or Wal-Mart or any 
other giant corporation. From what I have seen, those types of clients (large corporations) 
often want what they want and that is it leaving creativity on the part of my business out 
of the mixture. I am not in this industry solely for the money, I am in it because I enjoy 
coming up with new things or ideas rather than running an assembly line from pre 
molded designs. 

The biggest barriers to entry would have to be other agencies, and like I 
mentioned earlier, businesses relying more on in-house hires over outside work. One 
thing I have noticed as I was searching for work in the design industry is that there are 
way more people searching for a job as a “creative” than there are jobs. With the work I 
found before I got a job in design I met a large number of those that had been searching 
for design jobs and just taken what they could until they did. What this means, in my 
opinion, is that the competition for winning a job bid is immense and not to be taken 
lightly. So many people I have come across work a “regular” nine to five job and do 
freelance work on the side, that as soon as a potential client begins their search for a 
designer they are flooded with possibilities. Speaking from my own experience, 
freelancers will often give clients exactly what they ask for in hopes of building a name 
for themselves rather than stand up and giving the client any push back to create higher 
quality longer lasting work. If a client can get what they envisioned no matter how 
ridiculous it may seem from a freelancer why would they go to a professional 
organization and have to face the fact that they are/could be wrong? People like to hear 
their own thoughts in someone else’s voice; it is just a fact of life with the large majority 
of people, if they can find someone to make that happen then that is where they will go. 
What I am saying is that the biggest barrier will be to convince clients that their idea is 
wrong (assuming it is) and that they somehow came up with the alternative my team or I 
presents them with. 

As far as long-term opportunities, I believe that technology determines that. The 
current trend of wearable tech (apple watch, Google glass, etc.) will play a big part of 
advertising in the future. With this tech being new right now this provides a long term 
opportunity for my business to learn and understand it now so as to gain an advantage on 
other businesses (those that transition slowly or those that will start later) in utilizing 
those tools. 

Target Market Analysis: 

My business will be entering the creative market and more specifically 
advertising. This is a market full of those that focus more on helping others reach a target 
audience rather than sharing their own product. My target audience will be small 
businesses that have a product or products that they want to be seen. 

Digital advertising and broadband were the fastest growing segments in 2013, 
increasing 18.5 percent and 12.8 percent, respectively, followed by videogames at 9.9 
percent. Both digital advertising and broadband are entirely digital and video games are 



largely digital, while out-of-home advertising—at 5.1 percent, the only other segment to 
grow by more than 5 percent in 2013—is benefiting from the expanding footprint of 
digital boards (Global media report 2014 McKinsey & Co.). What this states is that 
advertising and marketing is moving away from print and sprinting towards the digital 
world. The advertising industry/market is experiencing an increase in growth in recent 
years from emerging markets according to http://www.plunketreasearch.com also goes on 
to state that “Advertisers large and small have made the Internet a very significant part of 
their advertising strategies. eMarketer forecast $58.6 billion in U.S. online ad spending 
for 2015 (including online and mobile platforms), up from $37.3 billion for 2012. Online 
advertising spending in 2015, at $145 billion, will account, for 27% of all ad media 
spending worldwide.” (https://www.plunkettresearch.com/industries/advertising-
branding-industry-market-research/). While growth in the advertising market is not as 
significant as it has been in the past, there is substantial room for more players to join the 
game successfully. 

The Competition: 

As in my video earlier this week, three competitors in my local area are BigEye, 
evok, and Red Rocket advertising. These companies all offer the same services I do to 
potential clients. These organizations offer services in branding, logo creation, 
advertising, public relations, copy, event hosting, and social media. While I do not 
currently offer service in all of these areas, I will expand to include these and more in the 
future. I understand I am to break down what each company offers individually, but they 
all offer the exact same services according to their websites and resources I have accessed 
in the past (when I was looking for work) and now. The only difference between the three 
that they offer are stylistic, which is to be expected since they each have a different set 
minds creating for them. It is because I have a smaller focus area that I hold an advantage 
over my competition. Since I focus on a more specific output I am able to hone my skills 
and offer a more personalized output to my clients. As I said, I will be expanding in the 
future, but I plan to separate different groups to different company titles. By this I mean 
that I will have a logo and branding company (My Mac and I Design), then a television 
and web video advertising company (no name yet but something that focuses on video), 
then I will have a print media company that just works on print ads. All of these 
companies will fall under my ownership but will be separate when viewed by the public 
to instill a sense of security in clients that the specific type of media they need is being 
handled by a business meant to do exactly that. 

Marketing Plan and sales strategy: 

The advantages my business has with its target market are simple, I am a small 
business that can give personal attention to all of my clients, my business size matches 
my clients allowing for bonding over common hardships that occur, and I can, do, and 
will back up my work with research into the consumer psyche and how each element I 
include effects them. One thing I have noticed with past clients is that if they feel as if 
they are heard and important then they trust you and your work. As a small business I am 
able to give them the interaction they want and need that allows them to trust in my 



capabilities as a designer and to know that what I do is in the best interest of both of our 
companies. 

I plan to use this similarity with other small businesses to bond and create a 
relationship that leads them to trust my company to do the job correctly. In my 
advertising I will play off of the plight of the small business owner and show my business 
as understanding and there to help them achieve success. 

 

Operations and Management: 
 

The technology I will be using within my business will be the Adobe Creative 
Cloud products (Photoshop, Illustrator, InDesign, etc.) for the moment, as well as any 
other design programs released in the future that will aid in creating quality products. As 
of now, the management consists of me and myself lol, but in the future as I plan to grow 
my business, I will need small group leaders that have an eye for good design to maintain 
quality control when I am unable to do so myself. As I do plan to deal with multiple 
aspects of design (logos, commercials, website creation, branding) I will need leaders for 
each area. My key employees will be the designers and those that come up with the ideas. 
The most important of the two will be the “creatives” or the ones that come up with the 
ideas, because without a well thought out original concept that fits a customers needs 
then you have nothing to create or design. As for “Key Advisors”, I would look to hire 
designers that have worked in design for large successful brands such as Nike, Coke, or 
something similar. By working in those industries they gain a sense of what works and 
what organizations are looking for. The structure of my management would consist of 
myself as the CEO then a manager for each department that reported to me followed by 
small group leaders that guided low-level employees. I would of course also have a CFO 
and CMO that managed those aspects of the business along with their teams of 
employees. 

Financials: 

Since the majority of my work will be digital and providing clients with concepts, 
I will not need to many materials to begin with. The $10,000 start up cost for inventory 
will be mostly for computers that can handle design intensive work most likely in the 
form of 2-3 Mac Pros. As for salary for my workers, my initial plan is to take a 
percentage of what they earn from completing jobs for allowing them to use my 
resources. Once I am more established, then the designers I select as the best will be 
offered a full time position as an employee. Doing this will allow me to bypass insurance 
and other fees in the beginning to maximize profit and allow for the fastest growth so I 
can begin to employ people in a more permanent and traditional way.  
 



As a Disabled Veteran I am offered a wide variety of different opportunities to 
start a business with help from the VA. Many major and small banks have the option of 
looking into a VA small business loan. This option offers better interest rates, less 
obstacles based on credit score, and quicker approval time. 

While I could take advantage of the VA options offered to me, if I choose not to I 
could continue to work from home and save up to minimize my debt that carries an 
interest rate. With this option I would not have on-site employees, but would be able to 
work with others via electronic means. This path may take longer to complete but if any 
issues arrive that prevent me from being able to get a VA loan it may be my best option. 
 

Of my options, I am leaning towards the first two. The VA option seems to be the 
most promising and will more than likely be my first course of action when I do decide to 
expand. If that does not work out I plan on continuing to grow from home until I have 
either saved enough to pay for a building on my own or shown lenders than I deserve a 
line of credit. 
 
 
 

 
 



 



 

 

 

 

 

 

 

 

 

 

 

 

Appendix- 

http://www.theguardian.com/media-network/2015/jan/16/2015-agency-advertising-predictions 

http://adage.com/article/advertising/big-spenders-facts-stats-top-200-u-s-advertisers/299270/ 

http://www.mobileinc.co.uk/2013/09/why-talented-creatives-are-leaving-your-shitty-agency/ 

http://www.adweek.com/news/technology/5-intriguing-takes-advertising-and-technologys-relationship-
status-165409 

Global Media Report 2014 – McKinsey & Company 

https://www.plunkettresearch.com/industries/advertising-branding-industry-market-research/ 

http://www.marketingcharts.com/online/us-advertising-market-sizes-by-medium-2018-v-2013-43194/ 

http://bigeyeagency.com/agency/ 

http://www.evokad.com/ 

http://redrocketstudios.com/studio/services/ 

http://www.businessknowhow.com/startup/showstartup.asp 
 
http://www.loopnet.com/Listing/19103136/329-North-Orange-Avenue-Orlando-FL/ 
 



https://www.sba.gov/blogs/business-loan-opportunities-military-veterans-2014 
 
http://business.usa.gov/veterans#wizard-step-id-6 
 
http://smallbusiness.chron.com/veterans-affairs-small-business-loans-grants-5039.html 

 

 

 

 

	  


