Event Photography Service

BUSINESS PLAN

brightroom doesn't take the pictures, but we work with those who do. By providing a digital infrastructure,
brightroom increases photography rvevenue while veducing costs and eliminating time consuming, non-core
business activities. brightroom enables the photographer to focus on the portion of the process where they add
the most value and derive the most benefit—taking pictures.
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OVERVIEW

brightroom 1s the first fully scalable, online event photography solution.

brightroom's revolutionary process will enhance the experience, success, and personalization of any event.
brightroom doesn't take the pictures, but we work with those who do. By providing a digital infrastructure,
brightroom increases photography revenue while reducing costs and eliminating time consuming, non-core
business activities. brightroom enables the photographer to focus on the portion of the process where they add
the most value and derive the most benefit—taking pictures.

Additionally, brightroom will leverage its unique position in the photograph fulfillment process to engage in
online and traditional marketing activities with the end consumer.



MARKET OPPORTUNITY

The event photography market is large: In the participatory sports event segment—brightroom's targeted entry
point—there are in excess of 120 million registrations for an estimated 500,000 events annually. Industry
sources report that nearly 80 percent of these participants have Internet access.

The ability to handle both film and digital formats at the outset will leave brightroom well positioned in the
market with key established relationships as the market migrates to digital photography. Worldwide
professional digital still photographic exposures are projected to grow from approximately 600 million in 1997
to over 3.8 billion in 2002. The professional worldwide photo image processing market is expected to grow
from $10.8 billion in 1997 to approximately $14.9 billion in 2002.

Event photography is a profitable business: Based on proprietary market research, brightroom estimates gross
margins can approach 50 percent in its target market from photo purchasing alone. As the medium converts to
digital technologies, costs associated with development and processing will reduce significantly further
enhancing margins. Ancillary revenue opportunities from direct and e-mail marketing also greatly enhance the
revenue streams. It is estimated that over 40 percent of U.S. households have some sort of professional
photograph taken each year. Consumers want to view and order their photos online: A recent study by Jupiter
Research states that 73 percent of online consumers would like to be able view and share their photos with
others online and via e-mail.

A digital solution is superior to existing methods: The current practice of sorting proof sheets and mailing
thumbnails 1s inefficient, time consuming, and yields fewer orders. Not only are these proofs hard to evaluate
for purchase, this model also restricts the audience: brightroom's solution allows for easier viewing as well as
viral marketing of proofs, resulting in higher purchase rates.

Backend technology and business infrastructure are outside of the photographer's core competence:
Photographers add value almost exclusively through the act of actually taking pictures. The remainder of the
development process—processing negatives and printing photographs—is already outsourced to professional
labs. The final pieces of the puzzle—mailing proofs, fulfilling orders, and handling payments—are similarly
viewed as low value added by the photographer. The brightroom solution reduces costs and streamlines the
process for professional photographers, allowing them to concentrate exclusively on the business of taking
pictures.

Establishing and maintaining an e-commerce presence is still prohibitively expensive for small businesses: A
recent study by the Gartner Group estimated that the average e-commerce site takes five months—and costs $1
million—to develop. In addition, there are ongoing, nontrivial costs to maintain the site and process orders. Not
surprisingly, less than 5 percent of small businesses conduct sales online. By using brightroom's turnkey
solution, event photographers will be able to achieve greater returns without significant up-front costs.

Order processing and fulfillment creates other significant revenue opportunities: Through the process of
printing photographs, e-mailing users, driving traffic to websites where proofs are posted, and mailing prints,
brightroom will capitalize off of its relationship with the end consumer. brightroom will leverage its knowledge
of the end user and this relationship to realize significant revenue through online and traditional marketing
activities.

BRIGHTROOM'S SOLUTION

Products and Services

brightroom offers a suite of commerce-enabling services for event photography including:






