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EXECUTIVE SUMMARY 

The lack of upscale nighttime entertainment in Fort Wayne, IN has created the need for 

an upscale venue targeting the 30 year and older target market. In an effort to fill the void in 

downtown Fort Wayne and to attract more visitors to the downtown area I have decided to open 

a night lounge called Dream. The following paper starts by explaining the current situation and 

the demographics of Fort Wayne and the downtown area. Following that is an explanation of the 

lounge concept proposed and the research that will be conducted to determine the feasibility of 

the business venture. The key elements of Dream will then be discussed, followed by an in 

depth explanation of the products and services the lounge will offer. A market analysis will 

follow that will identify the strengths, weaknesses, opportunities, and threats of the lounge. The 

marketing plan will then illustrate the marketing objectives, target market, marketing mix, and 

strategy that will help Dream maintain a competitive advantage. The management and personnel 

plan will be discussed in order to point out the amount of staff and training needed. The final 

component of the proposal is a financial analysis of start-up costs. 
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INTRODUCTION 

Being in this Master’s program has opened my eyes in many ways concerning business 

and my strengths in different areas of business. This new viewpoint has allowed me to detect 

many flaws in my current work environment, and in other environments I have worked. I know 

that no organization is perfect in every way, but through this program my interest in starting my 

own business and providing a better place for people to work has been stimulated. My interest is 

also stimulated due to the realization that owning my own business could challenge me in a 

positive way, and provide me with more career satisfaction. Due to my strengths and interests, I 

decided that improving the nightlife for the over 30 year old demographic in my hometown of 

Fort Wayne, IN was a goal that I wanted my business to achieve. This goal has led to me 

developing a business plan for a night lounge in Fort Wayne, IN to help me determine if this 

would be a feasible and/or profitable business to begin in that area. With the current state of the 

economy, it is no longer appropriate to assume the company that I work for today will be the 

company I retire from 35 years from now. With that being said, it is important for me to take 

charge of my career. Being a business owner will allow me to have the decision making 

authority to help determine my success. 

My interest in opening up a night lounge in Fort Wayne, IN is strengthened every time I 

visit my home town by the lack of upscale entertainment available to me and my social circle. 

My social circle is made up of professional males and females ages 28-40 with disposable 

income available. We often travel to nearby cities such as Indianapolis, IN and Chicago, IL to be 

able to experience nightlife that caters to our age group and professionalism. It excites me to  
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think about the possibility of owning a business in my hometown that could provide the type of 

upscale entertainment that people in that demographic currently must travel 2-3 hours to enjoy. 

PROBLEM 

Fort Wayne, IN is the second largest city in Indiana with approximately 253,691 people 

(quickfacts.census.gov). With Fort Wayne being the second largest city in Indiana, one would 

expect that the nightlife would be similar to what you would find in Indianapolis, IN, the largest 

Indiana city. Unfortunately, that is not the case and the current nightlife scene leaves much to be 

desired for anyone that is over the age of 25. 

The current Fort Wayne nightlife is dominated by Piere’s entertainment complex, which 

is not located downtown. Piere’s contains 5 entertainment venues under one roof. There is a 

sports bar, a karaoke bar, a techno club, a concert area, and a hip hop club all in one stop. One 

cover charge of approximately $5-$10 gains you access to all 5 areas. Due to the low cost of 

entry, multiple club offerings, and the location next to Indiana Purdue Fort Wayne University’s 

(IPFW) campus Piere’s is predominantly visited by and caters to the 25 year old and under 

demographic. The place is loud, hot, crowded, and extremely smoky since it is one of the only 

public places in Fort Wayne that still allows smoking. 

Fort Wayne's nightlife also offers a few nightclubs established for the under 21 year old 

crowd, many neighborhood bars/sports bars that cater to the 21 year old and over market, an 

inner city urban nightclub that caters to a predominantly African American crowd of all ages, 

and a lounge initially aimed at a 30 year old and over crowd but attracts 21 year olds due to the 

location’s previous reputation.  
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Many cities with a sizable population have upscale nightclubs or bars in the downtown 

area. Fort Wayne’s downtown area is void of any nightlife “hot spot” for any age group. Most 

of the nightclubs and/or bars in Fort Wayne are located in different parts of the city. Downtown 

Fort Wayne does contain a couple of bars, and restaurants with bars, but no nightclubs or lounges 

for any upscale or professional entertainment. Below is a chart listing the best downtown 

“nightlife” venues and their atmosphere according to Travel Guide’s 10 Best Fort Wayne 

Nightlife (10best.com, 2011). 

Restaurant w/ upscale menu 

Open Mon. — Sat. (until 11pm or 12am) 

Live jazz music 

Martini bar 

No dress code/business casual 

Exposed brick décor 

  

Columbia Street West Bar snacks (wings, sandwiches, etc.) 

Open Mon. — Sat. (until 2am or 3am) 

Live rock music 

Beer specials / full bar 

No dress code 

Wood and brick décor 

  

Flashback on the Landing Club 

Open Fri. — Sat. (until 3am) 

DJ playing blues music       
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e Drink and/or beer specials / full bar 

e No dress code 

e Modern dance club décor   
  

Based on the current downtown Fort Wayne, IN nightlife I have decided to open the 

lounge in the city’s downtown area. The lounge will cater to residents and visitors to the city in 

the 30 year and over demographic. Offering new upscale entertainment suitable for networking, 

an evening out, or for letting your hair down for that demographic will afford my lounge a 

competitive advantage over the above mentioned downtown locations. The city’s downtown 

area is currently in process of being revitalized in order to attract more businesses, activities, 

visitors, and revenue to the city. This revitalization is being fueled by the non-profit 

organization named Downtown Improvement District (DID) (downtownfortwayne.com). 

Partnering with this non-profit organization could help me obtain funding and increase the 

competitive advantage for the lounge that I envision. 

BACKGROUND 

The decision to locate the lounge in Fort Wayne, IN was an easy one for me. The 

number one reason is because it is my hometown. In addition to that, Fort Wayne is also a city 

with a lot of growth potential. Over the years, I have watched the city grow by leaps and bounds. 

This growth has been moving at turbo speed over the last few years. All of the hard work to 

grow the city has not gone unnoticed. Recently, The Fiscal Times rated Fort Wayne as #1 in the 

“10 Best Places to Find a Job” list (cityoffortwayne.org, 2011). In response to this high rating 

the city’s Mayor Tom Henry has stated that the city is the best place to start and grow a business   
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(cityoffortwayne.org, 2011). The city is currently working to become more attractive to 

investments, increase business growth, and revive downtown (cityoffortwayne.org, 2011). The 

intense focus on attracting more businesses and growth in the downtown area make starting the 

lounge there a wise business decision. 

DEMOGRAPHICS 

In addition to the growth the city is experiencing, the city’s demographics also indicate 

the possible success of the lounge. I decided to target the over 30 age group based on my own 

experiences looking for upscale laid back entertainment. Based on the below information from 

the 2010 Census (quickfacts.census.gov, 2010) I feel the city’s demographics would support a 

lounge targeting this market. According to the most recent census Fort Wayne is approximately 

110.62 square miles with 2, 293.4 people per square mile. The total population of the city is 253, 

691. Of that population, 73.6% are White alone, 15.4% are Black alone, 8% are Hispanic, 3.3% 

are Asian, 3.5% are two or more races, and the remaining .5% are American Indian and Native 

Hawaiian. The population’s median age is 32. The 2010 census also indicates that of the total 

population 122,783 are male and 130,908 are female. Approximately 35,650 people are between 

the ages of 25-34, and 48,656 are between the ages of 35-49. Additional demographic 

information is located in the attached Appendix I. 

Based on the population statistics above I feel that Fort Wayne has the population base in 

the target market to make the lounge successful. The age demographic targeted has the highest 

population compared to the other age groups. According to the education demographics, the 

majority of the city’s population has obtained at least a high school diploma with approximately 

25% of residents having a Bachelor’s Degree or higher. These education statistics illustrate the  
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earning potential of the city’s residents. The more earning potential of the residents, the more 

likely they have disposable income to spend on entertainment such as a night out in downtown 

Fort Wayne at the lounge. 

BUSINESS 

Fort Wayne is home to several large companies which employ a significant number of 

full-time employees. Many of these companies have offices located in the downtown area within 

walking distance of where the lounge will be located. This will offer the residents that work 

downtown an upscale place to entertain clients/business partners, grab a cocktail after work 

during happy hour, and network with other professionals. Below is a list of the top 10 employers 

in Fort Wayne. The businesses with offices downtown have been shaded. 

Fort 
Wayne 

ITT Exelis 

  

Fort 
Wired Telecommunications Carrier Wayne GC cations Carriers Frontier Communications Corp. 

  

Fort IPFW Worihs University 
  

Fort 
Raytheon Systems Co. Wayne Mission Solutions for Aerospace Industry           

*from theallianceonline.com (2011)  
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DOWNTOWN IMPROVEMENT DISTRICT 

As mentioned earlier, downtown is now home to the DID. Locating the lounge 

downtown will contribute to the DID’s ongoing efforts to revitalize the downtown area. “The 

DID’s mission is to enhance the image of downtown Fort Wayne for the social and economic 

benefit of our community by: providing special events to promote the downtown area; providing 

enhanced beautification, cleaning and security to complement the downtown's wide range of 

services; and working cooperatively with local government to augment municipal services.” 

(dowtownfortwayne.com). One of the ways the DID works toward their mission statement is by 

recruiting business to locate downtown and offering annual small/retail business seminars 

(downtownfortwayne.com). Recently a new hotel, a new baseball stadium, and high end 

condominiums were built in order to make Fort Wayne’s downtown area more attractive to the 

city’s elite and visitors. Establishing the lounge in this area can help aid in making the city more 

attractive and provide upscale entertainment within walking distance for the city’s residents and 

visitors. 

CONCEPT 

The lounge, offering upscale entertainment, will be named Dream and will be located in 

the downtown area of Fort Wayne, IN. The tag line for the lounge name will be “Where you 

don’t want to wake up”. The name sets the mood for how one will feel upon entering Dream. 

Dream will live up to its name and be a welcome alternative to the current loud, crowded, and 

youth oriented nightlife Fort Wayne currently offers. There will be a strong focus on networking 

events for business professionals, singles mixers, couples mixers, and corporate meetings during 

the early evening hours in order to maximize use of the space and increase profits. Dream will  
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be open later on weekends to appeal to the over 30 crowd that wants to let their hair down and 

enjoy an upscale night out like they would experience in a larger city. 

The décor of Dream will be aesthetically pleasing, and will have the color pallet of what 

you see in most pictures of an ideal dream. The lounge décor will be modern and chic with all 

white furnishings consisting of a mix of couches, chairs, ottomans, bar stools, and chaise 

lounges. The tables will be glass with stainless steel trimmings and legs. There will also be lots 

of white draping to cover the ceiling and to divide seating clusters in some areas to offer a more 

private feel if needed, or to divide the VIP areas to be used on the weekends. The bar will also 

be made of steel and glass to keep with the décor of the furnishings. Most of the lighting will be 

tiffany blue up lighting to provide a romantic and dreamy look. The furnishings, draping, and 

lighting will all create a very modern, yet dreamy ambiance. I have attached pictures of some 

design examples in Appendix II that will help inspire the décor of Dream. 

The ambiance of Dream will be one of calm excitement. The décor and color scheme 

will help one feel calm upon entering. The conversation, networking, and upscale atmosphere 

will lead one to feel the excitement of being an adult and being able to enjoy the finer things in 

life. The music will also help the feeling of excitement pulse through the lounge and its patrons. 

Music will be a mix of 80’s, 90’s, and current hits. Music will be played at a comfortable 

volume during early evening hours to allow for ease of conversation. During the late weekend 

hours a DJ, or live band, will provide music at a higher volume, but still at a comfortable enough 

level that will not make conversations difficult. There will also be a small dance floor for those 

inclined to dance, but will not be the focus of the lounge.  
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In order to ensure the lounge remains upscale, a dress code will be strictly enforced. 

Studies show that a dress code helps deter unfavorable clientele. Recently, Fort Wayne nightlife 

has been victim to some violence. A dress code and marketing efforts will be focused toward the 

30 and over crowd to hopefully prevent falling victim to the violence that occurs among the 

younger crowd. The dress code will prohibit gym shoes, baseball caps, t-shirts, sweatshirts, 

sweatpants, and jogging suits. Enforcement of a dress code will be left to the discretion of plain 

clothed security guards at the entrance. 

In addition to dreamy décor, Dream will offer a delicious menu consisting of a full bar, 

imported beers, specialty martinis, cocktails, appetizers, salads, and select dinner options. I have 

listed a few examples of each below. 

Appetizers — Shrimp cocktail, Artichoke Crab Dip (food.com), stuffed mushrooms 

Salads — Greek salad, Chef’s salad, Grilled shrimp or grilled chicken salad 

Dinner — Grilled lemon-pepper salmon, Grilled bruschetta chicken, Steak and onions 

RESEARCH 

In the next part of the paper, I will develop a business plan to determine the feasibility of 

opening the lounge in the desired location. I will use secondary research to help draw the 

conclusions on feasibility and profitability. Listed below are the sections of the business plan I 

will develop and areas that will be researched to help determine feasibility. 

e Company Summary 

o Key Elements 

e Products and Services 

e Market Analysis  
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o SWOT 

e Marketing Plan 

e¢ Management and Personnel Plan 

¢ Start-up Costs 

COMPANY SUMMARY 

KEY ELEMENTS 

According to PowerHomeBiz.com, there are 9 tips for owning and operating a successful 

nightclub (PowerHomeBiz.com). Dream will be a night lounge and not a club, but many of the 

same tips for success will still apply. The tips for success will be the key elements of Dream that 

will set the lounge apart from other nighttime entertainment venues in Fort Wayne, IN. Below I 

have listed the tips and the key elements of Dream that will make it successful. 

1. Understand why people come and give it to them. 

Dream will be a lounge targeting professionals in the over 30 age group. Patrons of 

Dream will be in search of upscale nighttime entertainment, networking opportunities, 

social gatherings, and good music. Patrons of Dream will want to enjoy a relaxed and 

safe environment that allows them to unwind from work, family, and the everyday hustle 

and bustle of life. Dream will provide all of these to the residents in and around Fort 

Wayne, IN. Dream will be a great venue for networking and social gatherings. 

Networking themed happy hours will be conducted during specific times throughout the 

month to allow for business professionals to network amongst each other and socialize 

with food and drinks. The smooth mix of 80’s, 90’s, and current music will create the 

perfect atmosphere for patrons to sit back, unwind, and enjoy the evening with family,  
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friends, and business associates. Dream will provide an alternative to the loud and 

crowded nightclubs that cater to a younger crowd by offering a relaxing and fun 

environment for people over thirty. 

Have a clear understanding of the business. 

In order for Dream to be successful, it must be more than aesthetically pleasing. Due to 

the volatile nightclub industry, it is imperative to manage the business like an expert. In 

order to gain experience in this field a business mentor has been solidified. His name is 

Adrein Willis and he has owned, or partially owned, several successful nightclubs in 

Memphis, TN. He has currently provided feedback on picking a name that would help 

draw our target market, given advice on marketing, and advised on some of the hardships 

of owning this type of business. Having an experienced mentor will be helpful in 

ensuring the success of Dream since I have no prior experience in owning this type of 

business. In addition to the mentor, the education I have received in this program has 

also increased my understanding of business. This increased understanding of business 

operations has equipped me to be better able to understand the financial, technological, 

and creative aspects of business which will help in managing and marketing Dream. 

Provide exceptional service. 

The service at Dream will be top of the line and will enhance the upscale atmosphere. In 

order for patrons to feel completely relaxed and enjoy their time at Dream, service must 

surpass any other service they can receive in the area. Dream's exceptional service will 

consist of valet parking, coat check, hostesses, and professional bar and wait staff. 

Dream will also be staffed appropriately during peak times to ensure there are no long 

waits for food and/or cocktails.  
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@ 4. The right looks for the right market. 

The decor of Dream will create a relaxing environment with the use of comfortable 

couches, ottomans, chairs, and soft up lighting. The upscale vibe will be achieved by 

combining glass and stainless steel tables and bars with the softness of the comfortable 

seating. The decor of Dream will emphasize upscale and comfort which are details 

people in the target market often seek. The soft and inviting decor will allow the lounge 

to feel like a great escape from the normal grind of life. Dream ’s decor will definitely 

distinguish the atmosphere from all of the other night entertainment venues in the area 

which have very little seating, large dance floors, and extremely loud music. 

Consistent entertainment atmosphere and product quality. 

Dream’s quality entertainment, food, and cocktails are sure to keep people coming back 

week after week. Entertainment will vary and will include live jazz, smooth R&B, and 

oldies but goodies depending on the night. Friday and Saturday night entertainment will 

be the main nights, and will cater to the largest number of patrons. This will allow for 

Dream to be able to offer quality entertainment to patrons with varying interests. Quality 

food is definitely important in order to gain customer loyalty. The menu will consist of 

appetizers, entrées, and a couple of desserts. A sample menu is located in the attached 

appendix. Cocktails at Dream will also be some of the best in the city. Bartenders will 

attend training to ensure all cocktails are prepared to have the desired taste. Top and 

middle shelf vodka’s, gins, tequilas, and cognacs will be used in order to ensure cocktail 

quality. An experienced Bar Manager will also be hired in order to ensure the best 

tasting cocktails are served while also making sure profits are maximized. 

® 6. Safeguard money handling and operations.  
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During a conversation with my mentor, Adrein Willis, he also mentioned this as one of 

the key elements of success. According to Adrein, it is imperative to have an 

experienced Bar Manager since most of a nightclub’s, or lounge’s, profits come from bar 

purchases. A Bar Manager must be adept at being able to ensure the bar is profitable. An 

experienced Bar Manager will be able to maximize cocktail quality while simultaneously 

minimizing waste and lost bar profits. In addition to an experienced Bar Manager, 

Dream will also have experienced bar tenders, wait staff, and hostesses. All employees 

will be extensively trained on money handling and ethical decision making. 

Smart financial sense. 

In order to run a successful business of any kind, it is important to properly manage 

finances. Due to being new to running a business successfully, an accountant 

experienced in managing finances of similar types of businesses will be hired. In 

addition to an experienced accountant, every effort will be made to minimize costs. As 

one of the owners, I will work closely with the accountant to determine what drives the 

most profit and which costs need to be minimized. I will also continue to work with my 

mentor to benefit from his expertise in the industry. 

Flexibility and proper space planning. 

The nightclub industry is a volatile industry mainly due to people’s constant search for 

something new and exciting. It is unrealistic to think that the same type of music will be 

played at Dream, and the same type of people will visit Dream each night. If that were to 

happen, Dream would definitely end up folding and not being the premier night lounge 

that I envision. In order to maximize the space and attract diverse patrons in the target 

market, Dream will have different themed nights and events. Tuesday and Wednesdays  
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will be geared toward professional networking “Happy Hours” and will have shorter 

operating hours. Thursday through Saturday will be different themed nights throughout 

each month that include jazz night, poetry readings, and other live musical performances 

to name a few. Space will also be maximized to increase profits by including some 

sectioned off VIP areas during peak nights. Different happy hours, themed nights, and 

space utilization will allow for Dream to offer a variety of events that will keep the 

atmosphere new and exciting for the patrons. 

. Security and safety. 

Security is a major concern of any nighttime entertainment venue. One way I will ensure 

the safety of the patrons at Dream is by having security guards on site. The security 

guards will be dressed in plain clothes in order to not look intimidating, or disturb the 

upscale vibe of the lounge. Security will be well trained to react quickly to any 

suspicious activity and to keep an eye on what is going on inside and outside of the 

lounge. Security will help enforce a strict dress code that will be in place to deter 

younger and/or potentially rowdy patrons. Dress codes are put into place in order to 

allow a venue to establish status, order, and control with little conflict (May & Chaplin, 

2007). The dress code at Dream will establish an upscale vibe and increase the safety in 

the lounge by establishing order and a consistency in appropriate attire required for entry. 

In order for patrons to feel safe, and to protect the lounge from any law suits, special 

efforts will be made to ensure the lounge is compliant with all fire code standards. In 

addition to making sure the lounge is safe for the patrons, sufficient insurance will also be 

obtained to protect the owner. Dream will have the suggested minimum limit of 

$1million coverage for assault and battery and the recommended minimum limit of $1  



DREAM - Business Proposal (MATTHEWS) 

million coverage for liquor liability (Short, 2009). Surveillance cameras will also be used 

inside and outside of the venue to monitor activity (Short, 2009). The cameras will also 

help in the event someone wants to file a law suit against the lounge. 

PRODUCTS AND SERVICES 

Dream will be located in the revitalized downtown area of Fort Wayne, IN. The lounge 

will cater to male and female upscale and professional patrons that are 30+ years in age. In order 

to attract those types of patrons the lounge must offer the highest quality food, cocktails, 

entertainment, and services. 

FOOD 

Dream’s menu items will be premium priced in order to help establish a niche market 

strategy. It will be important for pricing to be established at a higher level that indicates the 

quality products and services, but not high enough to deter patrons from visiting, eating, 

relaxing, and enjoying. The food menu will consist of appetizers, salads, and a small selection of 

entrees. Appetizers will be priced between $6 and $13 and entrees priced between $9 and $25. 

A sample menu is attached below in the appendix. 

COCKTAILS 

The delicious premium cocktails will be one of the main attractants to Dream. High 

quality alcohol will be used to ensure quality taste. The lounge will have an extensive beverage 

menu and full bar that will include domestic beer, imported beer, wine, mixed drinks, martinis, 

top shelf liquors, and non-alcoholic beverages such as soda, juice, and water. Drinks will be 

priced according to the level of quality with domestic beers priced between $3 and $5, imported 

beers between $6 and $7, glass of wine between $8 and $11, mixed drinks between $6 and $8,  
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martinis between $9 and $13, top-shelf liquor between $10 and $12, and non-alcoholic beverages 

priced at $2.95 with free re-fills. A sample cocktail menu is attached below in the appendix. 

ENTERTAINMENT 

In addition to the delicious food and premium bar, Dream will offer quality entertainment 

each time the doors open. Dream ’s hours of operation will be Tuesday and Wednesday from 

5pm — 11pm and Thursday through Saturday from 5pm — 2am. Tuesday and Wednesday nights 

will be geared to professional networking events, singles mixers, couples mixers, etc. 

Thursdays, Fridays, and Saturdays will be devoted to offering a great place to socialize, relax, 

and listen to great music. Every first and third Thursday will feature a live jazz band. Every 

second and fourth Thursday will be devoted to poetry readings and live music from local talent. 

There will be a DJ on Friday and Saturday nights that will ensure a mature mix of 80’s, 90’s, and 

current music is played that keeps the atmosphere fun and exciting. 

SERVICES 

Dream will also offer many upscale services to its patrons. One of the services offered 

that most upscale venues offer is valet parking. Since Dream will be located downtown, there 

will be parking lots and parking garages in close proximity, but not directly adjacent to the 

facility. Valet parking will be a great convenience for those patrons that do not want to worry 

about finding a close parking spot and having to walk a short distance. This is definitely a 

service that will appeal to female patrons not wanting to walk more than necessary in high heels. 

Patrons of Dream will also be able to experience VIP service on Friday and Saturday 

nights. VIP service will be available for $150 - $250 depending on the size of the VIP area and 

the number of alcohol bottles purchased. VIP service will include valet parking for 2 vehicles, a 

roped off section for the VIP guests only, a full bottle of alcohol from a list of options, mixers of  
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juice and soda, a personal VIP waitress designated to your area, and seating to accommodate 10- 

20 people comfortably. VIP service will add the extra touch of upscale service to any event or 

occasion. 

In addition to VIP service, Dream will also have Platinum service. Platinum service is 

also a marketing tool for Dream. Platinum service will be extended to those patrons that were 

invited to Dream by one of the nights’ hosts. People can sign up to be a host at Dream for 

Friday and/or Saturday night. The host is then encouraged to get their friends and family to 

patronize the lounge on the night they are host or hostess. The incentive to the host and/or 

hostess for having as many people come out as possible is that they will receive 15% of the 

amount spent by the patrons they invited. The incentive to the patrons is that they will receive a 

complimentary appetizer for a future visit and a separate platinum service only bar for faster 

service. 

MARKET ANALYSIS 

STRENGTHS 

e Location - As mentioned earlier, the downtown area of Fort Wayne, IN is currently 

lacking upscale nighttime entertainment. Due to that void, one of the main strengths 

of Dream will be the location. Being located downtown will allow for Dream to be 

instrumental in the revitalization of the area. Being a part of the revitalization of the 

downtown area can be extra advertising for the lounge. The Downtown Improvement 

Districts’ (DID) goal is to make the area more enjoyable for Fort Wayne residents, 

visitors, downtown businesses, and downtown workers (downtownfortwayne.com). 

The DID is currently working diligently to recruit new business to the area to attract 

more visitors. I believe that Dream will be able to benefit the downtown area by  
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offering a type of upscale entertainment that is not currently available. Dream will 

also benefit from being able to host events for the revitalization project and the extra 

advertising. 

Creative Marketing - Dream will use some creative marketing tools. Currently most 

nighttime entertainment venues in Fort Wayne, IN use word of mouth advertising, 

radio advertising, and social media advertising to draw patrons. Advertising for 

Dream will use those conventional advertising methods in addition to some methods 

that are used by some venues in larger cities. One of the advertising methods will be 

to create partnerships with the businesses located in the downtown area. These 

partnerships will lead to the businesses using Dream for business meetings, 

entertaining visiting business partners, and getting together with co-workers after 

work to unwind. In turn Dream will offer special promotions for certain businesses 

periodically. Dream will also advertise via hosts and hostesses. Individuals interested 

in being a host or hostess at Dream will submit a brief application and will be 

randomly chosen. The hosts will receive an incentive of 15% of what their invited 

guests purchase. The more guests they get to come support them, and the more money 

their guests spend, the more money they will earn. This will ensure that there are 

people in the city with connections spreading the word about the lounge. In exchange 

for their advertising help, they will receive 15%. Hosts and hostesses with track 

records of drawing in many people will be requested to host more regularly. 

e Atmosphere — Dream’s atmosphere is a strength that gives the venue a competitive 

advantage. The relaxing, yet upscale, atmosphere of Dream is rivaled by no other 

a nighttime entertainment venue in Fort Wayne, IN. The atmosphere will cater to mature  
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patrons over the age of thirty. In order to attract the more mature crowd, the atmosphere 

will be comfortable, yet aesthetically chic to mimic the atmosphere one would experience 

in a larger city. 

Entertainment - Lastly, the variety of entertainment patrons will experience at Dream will 

also be a great strength. Dream will cater to the many different interests of the target 

market. Networking events will attract the business professionals looking to climb the 

corporate ladder and expand their rolodex of contacts. Singles mixers will attract the 

segment of the target market that is single and ready to mingle with other singles in the 

area. Couples mixers will draw in couples that want a night out on the town, and are 

interested in meeting other couples with similar interests and lifestyles. Jazz nights, 

poetry nights, old school music nights, and local live entertainment will offer many forms 

of entertainment that will appeal to intellectuals, the eclectic, music enthusiasts, and 

dancing machines. No other venue in Fort Wayne offers such an array of entertainment 

options that will appeal to the interests of people in the target market. 

WEAKNESSES 

e Inexperienced ownership — Inexperienced ownership is a major weakness of 

Dream. As indicated earlier in the tips for success, having a clear understanding 

of the business is a key element to owning a successful nightclub. Due to the fact 

that this would be the first business I own, there will be a lot of learning along the 

way. The nightclub industry is very volatile, and inexperienced ownership can 

increase the chances of failure. It will be important for me to rely heavily on my 

experienced mentor to help guide me in decision-making in order to provide the 

lounge with the greatest opportunity to succeed.  
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Dress code - The strictly enforced dress code can be a weakness. Most of the 

nighttime entertainment venues in Fort Wayne currently do not have dress code 

requirements for entry. The dress code will be enforced in order to maintain the 

upscale atmosphere of the lounge. The dress code will also be established to 

decrease the risk of violence. A dress code can be a weakness because it can 

deter some people from visiting the lounge if they do not want to adhere to the 

dress code. It can also lead to some people being turned away at the door for not 

being dressed appropriately which can cause them to have negative feelings 

toward the lounge. These negative feelings and/or experiences can be shared to 

others and deter them from visiting the lounge as well. 

Pricing — Prices at Dream will be slightly higher than at most nighttime venues in 

the city. This is to distinguish the products and services as premium. This is also 

to target the intended market. This could be a weakness due to some people not 

being willing to pay the premium prices. This could also be a weakness if the 

products and services at the lounge are not perceived to be of high quality and 

customers feel it is not worth the higher prices. 

OPPORTUNITIES 

College Night - Due to the fact that there are several colleges in the Fort Wayne 

area, an opportunity exists for Dream to offer a college night either weekly, or a 

couple of times a month. One of the tips of success according to 

PowerHomeBiz.com is to be flexible and have proper space planning. I think it 

would be a wise decision to be flexible by offering a college night occasionally. 

In order to help increase profits, it would be a good idea to have a night targeting  
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THREATS 

college students. On these nights the plush furniture will be stored out of sight, a 

DJ will play the most popular dance hits, drink specials will be offered, and 

Heaven will be turned into a happening dance club. There will be a cover charge 

of $5 for entry and the dress code will still be enforced. The demographics of the 

local colleges help support this decision. 

Lunch - In order be flexible and utilize the real estate to its full capacity, there is 

an opportunity for Dream to be open during lunch hours as a restaurant. Due to 

the prime downtown location Dream could be able to increase profits by 

operating as a restaurant and offering an upscale lunch atmosphere for people 

working downtown. There are currently several lunch options in the downtown 

area which include fast food chains, some locally owned restaurants, and a couple 

of hotel restaurants. More research would need to be conducted on the 

competition and costs in order to determine if this would be profitable. 

Local bars — These bars are a threat to the success of Dream. Many people in the 

target market currently frequent local bars when having a night out on the town. 

Many people get comfortable frequenting the same location, and people not 

changing that habit pose a threat to the success of Dream. Oftentimes people in 

the target market get comfortable going to the same place and enjoying the 

“Cheers” feeling where everyone knows your name. People that feel that way 

may be hesitant to venture out and try something new. 

Nearby larger cities — Large cities close to Fort Wayne, IN pose a threat to the 

success of Dream also. Currently when seeking upscale entertainment, people in  
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Fort Wayne have to travel to nearby cities such as Indianapolis, IN, Chicago IL, 

or Cincinnati, OH. This increases competitors for Dream. In order to overcome 

this threat, I will need to make sure that the products and services offered at 

Dream are competitive with what is available in those larger cities. 

New entrants - Another possible threat is the possibility of another upscale venue 

opening in the downtown area, or any other part of the city. Currently, there are 

no venues in the area that offer the upscale atmosphere and entertainment that 

Dream will offer, but with the DID working diligently to attract more business to 

the area this could change. Also, as people see the success of Dream more 

competition may enter the market. 

MARKETING PLAN 

MARKETING OBJECTIVES 

The overall marketing objective is to attract business professionals and adults ages 30 and 

over to frequent Dream and make the lounge the premier nighttime entertainment venue in Fort 

Wayne, IN. Dream will be an upscale lounge targeting the city’s “who’s who” and those 

wanting to enjoy a sophisticated night out on the town with business partners, significant others, 

friends, and family. The objective is to offer the people in Fort Wayne the same type of 

entertainment and fun that they usually have to travel to Chicago, IL or Indianapolis, IN to enjoy. 

TARGET MARKET 

Dream will target adults ages 30 and over. Based on the demographics of Fort Wayne, 

IN this is the largest population in the city with 35,650 between the ages of 25-34, and 48,656  



DREAM — Business Proposal (MATTHEWS) 

between the ages of 35-49. Marketing to this large population segment illustrates there are 

enough people in the target market to support the business and increase the chances for profit. 

Business Professionals in the downtown area, and other surrounding parts of the city, will 

also be targeted. Due to its downtown location, Dream will work with downtown businesses to 

increase its customer base. Statistics show that six of the top ten businesses in Fort Wayne have 

offices downtown. As owner of Dream I will work to form partnerships with these six 

businesses, and other downtown businesses, in order to have them host networking events, 

entertain business associates, or conduct office socials at the lounge. Most of the employees at 

these companies probably fall into the income bracket that would be able to afford Dreams 

upscale products and services. This makes targeting the business professionals a necessity in 

order to be successful. 

There are also some business owners and some wealthy individuals that live in Fort 

Wayne. It is important to target these elite individuals in order for Dream to become the 

premiere place to be. Targeting and catering to the city’s elite will help the word spread about 

the lounge and draw in more customers. People also want to be where the “who’s who” can be 

seen, and having their support of the lounge will increase the interest from others in the lounge. 

MARKETING MIX 

Product: Upscale yet relaxing atmosphere, delicious food, unique cocktails, and lively 

entertainment 

When deciding on what I wanted the lounge to be known for, the decision was easy, I 

wanted it to be exactly what its name suggests. When I think of the word lounge I think of 

relaxing, conversation, enjoyment, and something that I want to do more often. In developing 

Dream 1 wanted to encompass all of those aspects into the lounge. The decor will invite the  
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customers to sit down and relax on the inviting white leather couches and chairs. The Tiffany 

Blue up lighting will add an element of sophistication while also basking the venue in a relaxing 

hue. Customers will be able to enjoy intelligent and/or lighthearted conversation with their 

friends and family, or while networking with other customers of Dream. Customers will be able 

to relax and converse while at the same time enjoying delicious food and some of the city’s best 

cocktails prepared by well trained bartenders. The lounge will also be a place of enjoyment as 

customers will enjoy live music, networking events, and mixers to name a few things. The 

atmosphere, clientele, and entertainment will keep people wanting to come back for more week 

after week. 

Place: Downtown Fort Wayne, IN 

Dream will be located in the heart of downtown Fort Wayne in The Harrison at Harrison 

Square Complex.. Within walking distance is the newly constructed Parkview Field which is 

home to the city’s minor league baseball team Fort Wayne TinCaps, the Embassy Theater, the 

Botanical Gardens, the recently renovated Grand Wayne Center, and numerous other businesses. 

The downtown area is an ideal location due to the amount of people that work downtown on a 

daily basis and the number of visitors the downtown area attracts. Currently the daily downtown 

population is approximately 12,500, with a total of about 2 million visitors to the downtown area 

each year (loopnet.com). With this amount of people in the area daily and annually, locating the 

lounge downtown was an easy decision that will help the lounge maintain a competitive 

advantage. 

Price: Appetizers priced between $6 and $13, entrees priced between $9 and $25, domestic 

beers priced between $3 and $5, imported beers between $6 and $7, glass of wine between $8  
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and $11, mixed drinks between $6 and $8, martinis between $9 and $13, top-shelf liquor 

between $10 and $12, and non-alcoholic beverages priced at $2.95 with free re-fills. 

Prices for food and drinks at Dream will be slightly higher than most nighttime venues 

currently in Fort Wayne. This is in order to attract an upscale customer base. Prices will be 

similar to what one would see at lounges in larger cities. People in Fort Wayne currently travel 

to larger cities to patronize those venues, which mean the targeted market has the income to 

afford the luxury of visiting Dream. 

Promotion: Radio ads, Hosts, Business partnerships, Social Media sites 

Dream will be promoted several ways to the target market. Radio advertisements will be 

used in order to reach mass amounts of people for a low cost. Dream advertisements will air on 

the radio during the times of 7am — 9am and 4pm — 6pm which are the times that most adults in 

the target market would be in their cars traveling to, or from, work. The radio spots will 

advertise the lounge’s upcoming events and encourage people to come out to relax and de-stress 

from the work week. Dream will be advertised 4 times a day Wednesday — Friday, and twice on 

Saturdays on several of the radio stations in Fort Wayne that cater to a mature listening audience. 

As mentioned previously, one of the unique advertising methods that will be used is the 

use of hosts. Hosts will be selected based on their connections, career, and the ability to 

influence people to want to hang out with them. Hosts will invite guests to come out to Dream 

on Friday and Saturday nights, and will receive 15% of what their guests spend as long as they 

have at least 10 people show up that they invited. Their guests will receive a free appetizer to be 

used on a future visit, access to the Platinum Service Bar, and drink specials throughout the 

night. Hosts will help spread the word about Dream, as well as help ensure that there will not be 

a “dull” night at the lounge. Due to the hosts receiving 15% of what their invited guests spend, it  
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will also encourage the hosts to invite guests that are willing to spend money and have a good 

time. 

One of the main benefits of being located downtown is being within walking distance of 

many large companies in the city. As stated previously, six of the top ten companies in the city 

are located downtown. In order to attract business professionals from these companies to 

frequent Dream, 1 will seek to build partnerships with many downtown businesses. These 

partnerships will be established to hopefully target employees of those businesses to become 

frequent patrons of the lounge. The partnership will afford food and drink discounts to 

employees, and out of town business partners, of the company during certain times and on 

specific nights. The partnership will also include Dream hosting some of the company’s 

business dinners, and company after work social outings. These partnerships will help word of 

mouth advertising spread about the lounge from the employees of the company, and encourage 

them to patron the lounge with co-workers and/or friends and family. 

Social Media will also be a major source of advertising for Dream. Social media has 

expanded to become a major part of people’s lives. With the popularity of smartphones, people 

have access to the internet and social media sites at their fingertips. Many people access their 

Twitter and Facebook pages several times throughout the day. It would be a missed opportunity 

to not use these sites to help spread the word about Dream. The lounge will have a Twitter page 

that people can follow and be made aware of upcoming events. The Facebook page will also be 

used to advertise events. People who follow the lounge on Twitter, and/or “like” the Facebook 

page, will be privy to occasional special offers.  
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STRATEGY 

Over the years, with the onset of Wal-Mart Supercenters and Super Targets people have 

become accustomed to one stop shopping. These types of super stores have become popular due 

to the ability for customers to complete all of their shopping needs under one roof. These super 

stores have come under fire for virtually monopolizing the grocery industry and being the cause 

of many “mom and pop” locally owned stores having to shut their doors for good due to an 

inability to compete with these major retailers. This consumer trend of enjoying one stop 

shopping has also carried over to the consumer trend for one stop entertainment. These days a 

night out usually includes eating and dancing under one roof (Neasmith, 2002). Late-night 

venues need to offer an experience that is different, and will struggle if only drinks and a small 

dance floor is all they offer their customers (Neasmith, 2002). Dream will make sure to offer the 

one stop entertainment that customers are now seeking. 

Dream will use a niche market strategy targeting men and women age 30 and over that 

enjoy, and can afford, upscale and sophisticated entertainment. This is a niche market that is not 

currently targeted by the nightlife in Fort Wayne, IN. This age group is a current market that is 

currently growing. This age group is also marrying later, divorcing earlier, and wants a good 

night out as they had when they were younger (Neasmith, 2002). The age demographics of the 

city combined with the marriage and divorce rates of the state support the competitive advantage 

of using the niche market strategy. According to the US Census, the age group targeted is the 

largest age group in the city with approximately 84, 306 people. The census also illustrates that 

the divorce rate of men in Indiana is 11.0 out of 1,000 which is higher than the National average 

of 9.2. The divorce rate of women in Indiana is 10.7 out of 1,000, which is also higher than the 

National average of 9.7 (census.gov). The divorce rate is important because many men and  
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women that are divorced enjoy nightlife to network, meet new people, and enjoy evenings with 

friends and family. 

Dream will utilize a premium pricing strategy. This strategy serves two purposes. The 

first is to establish the premium quality of the products and services the lounge offers. Due to 

the premium pricing strategy, it is imperative that customers are able to perceive the value in 

their experience at the lounge. If the value is not perceived by the customers, the premium 

pricing strategy will deter customers and will not afford the lounge a competitive advantage. 

The premium pricing strategy will also help to target the intended clientele. The pricing 

strategy will deter patrons that are unable to afford the upscale products and services. This will 

also lead to a decreased risk of attracting a younger crowd and decreased risk of violence. The 

pricing strategy will help ensure that adults and business professionals are targeted, and that they 

are able to experience an upscale and sophisticated night out in the city’s downtown area. 

MANAGEMENT AND PERSONNEL PLAN 

Dream will be fully staffed each night in order to make sure that all customers are 

attended to in a timely manner. Each night there will be at least one of the two owners present, a 

bar manager, 6 bartenders, 4 waitresses, and a kitchen crew of 4. There will also be plain clothed 

security officers hired. There will be one security officer at the door during the week, and two 

during the busy weekend days. The security officers will be employees of Dream, and will also 

be responsible for enforcing the dress code. There will also be two security guards inside the 

lounge at all times. In order for Dream to attract skilled and professional employees it is 

important for that wages are comparable, or even slightly higher, than what most competitors pay 

their employees. Below is chart listing the mean wage according to the Bureau of Labor  
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Statistics wage estimates for Indiana for the different positions that will be needed at Dream. 

Employees will be offered the mean wage to start with the chance of pay increases depending on 

performance. 

Bartender $9.92/hour 

  

Waiter / Waitress $9.39/hour 

  

Cooks (Restaurant) $9.83/hour 

  

Dishwasher $8.60/hour 

    Security Officer $12.61/hour   
  

*Bureau of Labor Statistics (bls.gov) 

All employees will be properly trained in the area they will be working. Indiana law 

requires that all employees attend server training within 120 days of employment (in.gov/atc). 

Server trainings are held throughout the state in various cities at various times. Employees will 

attend training in a nearby city shortly after they are hired and before the lounge’s opening night. 

In addition to the trainings required to obtain permits from the state, all employees will also 

undergo customer service training. This will help the employees learn how to provide premium 

customer service to each and every customer. A big portion of Dream ’s competitive advantage 

will be based on superior customer service. It is important that all employees are skilled in this 

area. 

It is extremely important that the security personnel of the lounge is adequately prepared 

to respond to many different situations. The job of a security officer can require a quick   
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response depending on the situation. In order to be prepared for the types of situations that may 

require quick responses, security personnel will go through scenario training in addition to the 

customer service training. Any job that may require quick responses should do scenario training 

(nightclubsecurity.wordpress.com). This type of training will prepare the security personnel for 

the various situations they may encounter on any given night. Due to the target market of 

Dream, I do not foresee a large amount of issues that may need security involvement, but it is 

important to be prepared. 

FINANCIAL ANALYSIS 

Finances are the most important aspect of any business. The business concept can be 

impeccable, but without the funds to make the concept a reality, the business will remain a 

concept. In order to finance the start-up costs I plan on obtaining funds from a small business 

loan, the Downtown Improvement District, and 3-4 investors contributing $10,000 each. I have 

analyzed an estimate of start-up costs for Dream, and this will be used to help determine the 

feasibility of starting the business. 
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START UP COSTS 

  

Start-up Expenses 

Stationery etc. 

Insurance 

Interior Refit 

Expensed Equipment 

Audio/Lighting 

Bar Equipment/Supply 

Fees and Permits 

Initial Marketing (including website development) 

Opening Salaries Deposits 

Total Start-up Expenses $83,750 

  

*PowerHomeBiz.com  
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CONCLUSION 

In conclusion, Dream will be an upscale night lounge located in the heart of downtown 

Fort Wayne, IN. Dream will have a competitive advantage due to its upscale atmosphere, 

mature target market, and entertainment variety. The demographics of the city support the 

decision to market to the 30 year and over market. The nightclub/lounge industry is very volatile 

due to consumers’ trend to always look for the next best thing in entertainment. Based on the 

concept that I have proposed in the sections above, I believe that Dream IS the “next best thing” 

in nighttime entertainment in the Fort Wayne, IN area. I believe that if the business plan is 

executed and the right staff is put into place, the lounge can be around for many years to come. I 

believe that with the right investments and smart money management that Dream will evolve 

into a reality! 
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APPENDIX I 

Demographics 

Geography 

Land area in square miles — 110.62 

Persons per square mile — 2,293.4 

Population 

253,691 - Females 51.6%; Males 48.4% 

White alone — 186,717 (73.6%) 

Black alone — 34,448 (15.4%) 
Hispanic — 20,295 (8.0%) 

Asian alone — 8,372 (3.3%) 
Two or more races - 4,589 (3.5%) 

American Indian — 1,015 (0.4%) 
Native Hawaiian and Other Pacific Islander - 254 (0.1%) 

Population’s Median age: 32 

  

  

Population by Sex/Age 

  

  

122,783 

  

  

Female 130,908 

  

  

18 & over 186,803 

  

  

18,452 

  

  

35,650 

  

      48,656            
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65 & over                 
*US Census Bureau (2010.census.gov) 

Education 

High school graduates, percent of persons age 25+, 2005-2009 — 

87.4% 

Bachelor's degree or higher, percent of persons age 25+, 2005-2009 — 

25.1% 
Housing and Income 

Homeownership rate, 2005-2009 — 64.1% 

Households, 2005-2009 - 102,153 

Persons per household, 2005-2009 — 2.41 

Median household income 2005-2009 - $43,320 
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APPENDIX II 

Design inspirations 

*Placement of couches, tables, and ottomans allows for mingling and privacy* 

**Image from www.hauteliving.com/2010/09/a-virtual-tour-of-morton** 

APPENDIX II (CONT.)  
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*Couch is white and chic with soft cushions creating a relaxing décor* 

**Image from www.homedosh.com/albers-lounge-sofa-by-rodolfo** 

*Draping and up lighting creates a sexy atmosphere* 

**Image from www.jmorganflowers.com** 
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APPENDIX III 

Dream Furniture Options and Sample Menu 
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APPENDIX III (CONT.) 
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UPPET TERS 

SHRIMP COCKTAIL - $9 

6 JUMBO SHRIMP SERVED WITH HOUSE 

SPECIALTY COCKTAIL SAUCE 

ARTICHOKE CRAB DIP - $7 

ARTICHOKE, JUMBO CRAB MEAT, AND 

ASIAGO GOAT CHEESE DIP WITH TOASTED 

FLATBREAD 

STUFFED MUSHROOMS - $8 
ITALIAN BREADCRUMBS, GRATED ROMANG, 

GARLIC PARSLEY, AND MINT 

SALADS 
GREEK SALAD -$9 

CHEF'S SALAD - $9 

GRILLED CHICKEN SALAD - $11 

GRILLED SHRIMP SALAD - $13 

ENTREES 
GRILLED BRUSCHETTA CHICKEN - $14 

SUNDRIED TOMATO DRESSING, 

MOZARELLA, AND BASIL 

LEMON-PEPPER SALMON - $16 

LEMON PEPPER, GARLIC, AND PARSLEY 

(Prepared grilled or baked) 

FILET MIGNON - $25 

(Prepared to taste) 

WINE 

PINOT GRIGIO 

MERLOT 

SAUVIGNON BLANC 

MOSCATO 

*Please ask for our 

detailed wine list* 

BEER 

IMPORTED BEER 

CORONA, CORONA LIGHT, HEINEKEN 

DOMESTIC BEER 

BUDWEISER, BUD LIGHT, COORYS, 

MGD, MILLER LITE 

*Please ask for our detailed 

beer list* 

SPECTULIIES 
BLOODY NIGHTMARY 

OUR SIGNATURE SPIN ON THE 

CLASSIC BLOODY MARY 

“GOOD”NIGHTCAP TEA 

OUR TWIST ON THE LONG ISLAND 
ICED TEA WITH MINT 

REMtini 

OUR SIGNATURE LEMON DROP 
MARTINI  
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