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Ladies and gentlemen, entrepreneurs, dreamers, and
ceremony composers, welcome to the grand opening of
"Wedding Pro's Marketing Playbook: Marketing Mastery for
Wedding Business Owners," a gateway to ignite your
entrepreneurial spirit and unlock the wondrous possibilities
that lie within the realm of building a sustainable business
by serving couples on their big day.

As you step into this delightful journey, allow me to
introduce myself. I am your guide, confidant, and your
coach, here to unveil the secrets that will set your wedding
business ablaze with success. My name is Chad Muncy,
and I have a passion—a fiery, unrelenting passion—for
weddings and the magic they hold. I believe that each and
every wedding professional holds the key to creating an
incredible experience for every person at any wedding
ceremony. With the information in this book, you can grow
your wedding business into something that will serve you
and your family for years to come.

For more than a decade, I've traversed the intricate paths
of the wedding industry, navigating the trials and
tribulations, triumphs and stumbles. I've toiled, celebrated,
and shed a tear or two in the pursuit of crafting the perfect
wedding experience. And now, I'm inspired to share my
hard-earned knowledge with you. This knowledge will only
serve you if you act on it. Do not be fooled into only
thinking that knowledge is power. Knowledge is only
powerful if it is put to good use and acted on with great
intentions.

Within the pages of this book, I have poured my heart and
soul into crafting a compendium of techniques, strategies,
and foundational marketing methods that will propel your
wedding business to great heights. This is not an

5

INTRODUCTION

MARKETING MASTERY FOR WEDDING BUSINESS OWNERS



encyclopedia of every marketing technique known to
mankind. It is simply a guide containing the hard-earned
techniques, strategies, and knowledge I've learned over the
last decade. These are the strategies that helped me build
a very successful wedding business and coach others on
how to build businesses in the top ten percent that
produced over $100k per year. From attracting the ideal
clientele to cultivating an irresistible brand, we will explore
every facet of the art and science of wedding business
marketing.

But my purpose extends far beyond merely imparting
information. I genuinely believe that everyone possesses
the potential to build a wedding empire and shape their
dreams into a thriving reality. With consistent dedication
and a hunger to learn, you can unveil the secrets that lie
within the pages of this book and build a business that not
only sustains but thrives in the captivating world of "I do's."

I must be crystal clear on this point: You MUST consistently
strive for excellence in everything you do. You will get tired,
take days off, and have times when you don't want to work
in your business, and that's ok. The other 95% of the time,
do the absolute best you can in the organization, learning,
execution, marketing, customer service, and all other
aspects of your wedding business.

When I started my business journey, I thought I knew what
was best. I thought I had the keys to success. I often had
people I considered experienced business owners and
successful mentor types give me advice and offer opinions.
I ignored them initially, and my wheels turned for a while
without moving me forward. Let me express this point with a
silly story that teaches a vital lesson. 
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Once upon a time, in the bustling town of Grumbleville,
there was a determined and somewhat stubborn business
owner named Mr. Grumbleton. He was the proud owner of a
small bakery called "Grumbleton's Delights." Despite his
best efforts, the bakery struggled to attract customers and
expand its reach.

Mr. Grumbleton had spent countless years trying every
marketing strategy in the book. He plastered flyers all over
town, held extravagant sales, and even hired a skywriter to
advertise his delicious pastries. But nothing seemed to
work, and his bakery remained as empty as a crumbless
plate.

People in Grumbleville loved Mr. Grumbleton and his quirky
antics. They often offered him advice on how to improve his
business, but he would dismiss their suggestions with a
wave of his hand, convinced he knew best. "I'm the master
baker," he would say with a chuckle. "Who needs advice?"

One sunny afternoon, as Mr. Grumbleton sat at his bakery
counter, contemplating his latest failed attempt at attracting
customers, his young daughter, Lily, skipped into the shop
with a bright smile. She had a simple idea to share with her
father.

"Daddy," Lily said, tugging at her father's apron, "Why don't
you make a giant donut? Something that no one can resist!"

Mr. Grumbleton raised an eyebrow, initially laughing and
dismissing the idea as another one of Lily's childhood
fantasies. However, there was a spark in her eyes that
caught his attention. Curiosity piqued, he decided to give
her suggestion a try.
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With renewed determination, Mr. Grumbleton put his baking
skills to work. He mixed, kneaded, and rolled out the dough,
creating a colossal donut that could rival the size of a car
tire. The aroma of freshly baked goodness wafted through
the streets of Grumbleville, drawing curious passersby
towards the bakery.

As word spread about the enormous donut, people flocked
to Grumbleton's Delights in astonishment. The sight of the
gigantic treat was too enticing to resist. The line of
customers extended around the block, with folks eagerly
waiting for their chance to take a bite out of the
extraordinary creation.

Mr. Grumbleton watched with astonishment as his bakery
overflowed with customers for the first time in years. Each
person left with smiles on their faces, relishing in the taste
of the enormous donut and spreading the word about
Grumbleton's Delights.

The news of the "Great Grumbleton Donut" spread like
wildfire, attracting visitors from neighboring towns and even
capturing the attention of food critics. Mr. Grumbleton's
stubbornness had finally given way to the power of listening
to his daughter's simple suggestion.

Buoyed by his newfound success, Mr. Grumbleton began
experimenting with other unique creations. He made mini
donuts on a stick, doughnut-shaped ice cream sandwiches,
and even donut burgers. Each new invention became an
instant hit, and Grumbleton's Delights soon became a
sensation far beyond the borders of Grumbleville. In fact,
Grumbleton’s Delights became known as the only bakery of
its kind anywhere.

8

INTRODUCTION

MARKETING MASTERY FOR WEDDING BUSINESS OWNERS



As the business flourished, Mr. Grumbleton couldn't help
but chuckle at his own foolishness for ignoring the valuable
advice offered to him over the years. From that day
forward, he made it a point to listen to the ideas and
suggestions of those around him, especially his children.

And so, in the end, it was the simple wisdom of a young girl
and a colossal donut that transformed Mr. Grumbleton's
business and made Grumbleville a sweet and bustling town
once again. Every time he looked at the towering donut, Mr.
Grumbleton couldn't help but feel a deep sense of gratitude
for the power of listening to others, even if they brought
unconventional ideas.

Now that you’ve heard my silly story, I hope you take away
a few valuable points. It’s ok to be cautious of taking advice
from just anyone. However, as business owners, we should
always be learning and making adjustments to our ideas
and strategies. Our ears must be open to listen for great
advice, and sometimes great advice will sound odd to us
when we first hear it because it’s different than our own. I
hope you're ready for new ideas and strategies to create
momentum in your business.

In the following pages, we will delve into the depths of
wedding business marketing, unlocking insights that will
revolutionize your approach and shape your success. As we
dive deeper into this valuable knowledge, I hope you draw a
fiery inspiration that drives you and propels you forward to
take consistent, imperfect action to build your business.

So, I challenge you to embark on this journey with me.
Leave no page unturned, no idea unexplored. Absorb every
word, embrace every concept, and let the transformative
power of knowledge propel you toward your dreams. As you
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have “lightbulb” moments that spark new, creative ideas for
your business, write them down. When you see something
that you must remember, highlight it or make a note, within
the depths of this book lies the key to unlocking your
potential and forging a path of triumph in the bustling
wedding industry.

Are you ready to ignite your passion, shape your destiny,
and build the wedding business of your dreams? Then, join
me as we embark on this exhilarating adventure. Let us
learn, let us grow, and let us transform together. The world
of weddings awaits; within its embrace, a wedding empire
can be yours.

So, my friend, let's build something extraordinary together.
But remember, this isn't a perfect journey. This road is
curved with bumps and turns, gravel, and mud. Enjoy the
journey. Learn, grow, and become the wedding business
owner you are meant to be!
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CHAPTER 1
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1.1 Igniting Your Passion: An Accidental Start

It was a quiet evening as I sat with my mother, Vicki,
reminiscing about her wedding day. My wife and I listened
intently as she told us about her experience with what she
called “a mobile wedding pastor.” I knew what my definition
of a wedding officiant was, and I understood them to be
officials who performed ceremonies at weddings, but
beyond that, I didn’t have a clue. She spoke with a sparkle
in her eyes, reliving the cherished memories of her intimate
ceremony held in a rustic log cabin nestled amidst the
enchanting beauty of Pigeon Forge, Tennessee. As she
recounted how an officiant had made their day so
extraordinary, I found myself captivated by every word.

My Mom described how the officiant had not only performed
the ceremony but had gone above and beyond to create a
truly magical experience. From his heartfelt words to
meticulous attention to detail, everything had been carefully
crafted to make their wedding day unforgettable. The
officiant even surprised them with a small, beautifully
decorated cake and left it as a wedding gift, along with a
handwritten card wishing them a wonderful marriage. The
love and care that this stranger had poured into their
special day touched their hearts deeply.

My curiosity sparked, and I couldn't help but ask her how
much something like this cost. My mom disclosed what they
had paid the officiant, and at that moment, a realization
washed over me. This could be more than just a career—it
could be a passionate calling that supported my family and
brought immense joy and happiness to others.

After researching this wedding officiant and other
professionals like him, I was surprised to learn that there
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were so many different types of wedding businesses, all
with one purpose: to make the couple’s wedding day
magical and unforgettable. These businesses varied in
price range and the services they offered, but they all
served people and were passionate about positively
impacting people. I knew I needed to be a part of this
industry.

With the seeds of possibility firmly planted, I started
something that would forever change my life. I immersed
myself in the world of weddings, devouring books, signing
up for Facebook groups, and studying the art of crafting
extraordinary ceremonies. Every spare moment was
dedicated to expanding my knowledge, understanding the
intricacies of different cultures and traditions, figuring out
how to make money with this new career path, and
mastering the skills required to create deeply meaningful
and personalized experiences for couples.

My first step into the realm of weddings was officiating. I
wanted to get great at this craft, and in the beginning, my
ceremony performances were tentative, filled with
nervousness and self-doubt. Yet, as I conducted my initial
ceremonies, I discovered an indescribable sense of
purpose and fulfillment. The joy on the faces of the couples
as they exchanged vows, the tears of happiness streaming
down their cheeks, and the profound gratitude in their
voices ignited a fire within me.

With each ceremony, my confidence grew, and my passion
flourished. I poured my heart and soul into crafting unique
and heartfelt ceremonies that celebrated the love stories of
each couple. I became a fervent advocate for creating
extraordinary moments on their wedding day—moments
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that would be etched in their memories forever. I kept
building my business model by adding unique services and
other products to my packages. My aim was to offer
something that couples couldn’t get anywhere else. As I
worked on more weddings, each passing week and year, my
enthusiasm for creating the perfect experience for couples
on their big day increased.

As I reflect on my own journey and the beginning stages
that lit this fire inside me, I am inspired to share how you,
too, can ignite your passion and build the wedding business
of your dreams. I hope you are ready to light or relight your
fire.

Ignite or Reignite Your Wedding Business Fire

Whether you are an experienced wedding officiant, a
beginning wedding photographer, or a different type of
wedding professional, these steps can assist you in
recentering yourself and reigniting your passion. Open your
mind and visualize the wedding business you want. Use
these techniques to create a passion for building something
grand.

1. Discover Your "Why"
Take a moment to reflect on why you are drawn to the
wedding industry. What fuels your passion? Is it the
celebration of love, the desire to create magical
experiences, serving people, creating happy moments, or
the joy of witnessing the start of a couple's lifelong journey?
Understanding your "why" will serve as a compass, guiding
your decisions and shaping your unique approach. Writing
down your “why” and reading it weekly can ground your
decisions and give you direction when thinking through
future decisions. 
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When faced with challenges or crossroads, revisiting your
"why" can reignite your enthusiasm and passion. It helps
you stay connected to the deeper meaning behind your
work and reminds you of the impact you have on the lives
of the couples you serve. Your "why" becomes an anchor,
infusing every aspect of your role as a wedding
professional with purpose and intention.

2. Embrace Education
Immerse yourself in learning. Listen to podcasts, read
books, attend workshops, and take online courses that
focus on your type of wedding profession, ceremony
design, and business strategies. Expand your knowledge
about different cultural practices, rituals, and the latest
trends in the wedding industry. Continuous learning will
elevate your expertise and set you apart from the
competition. Listening to podcasts or immersing myself in
books is an invigorating way for me to nourish my
entrepreneurial spirit and keep me motivated. The insights
and knowledge I gain from these resources have a
remarkable ability to excite me, fueling my creativity and
sparking fresh ideas. As I absorb the valuable content, I
experience a rejuvenation, infusing me with a renewed
sense of purpose that propels me forward in my
entrepreneurial journey.

3. Cultivate Your Style
Unleash your creativity and develop your signature style.
Base every decision, whether creating a pricing guide for
your services, defining your core values, redesigning your
website to remain current, or creating an automated email
sequence, on the truth that it's YOUR business and every
aspect of it should be uniquely YOU! Experiment with
different elements, innovative new systems, immaculate
and fun customer communication, and other completely
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"unique to you" ideas—to curate services that resonate with
your couples and give them products/services for their
wedding that they can't get anywhere else. Infuse your
personality, beliefs, and unique experiences into every
single piece of your wedding business, creating a truly
personalized and memorable experience for each couple.

4. Build a Strong Network
You'll hear a lot about networking in this book because of
its importance to the success of your business. Networking
is crucial in the wedding industry. Connect with other
professionals, such as wedding planners, photographers,
florists, and venues. Collaborate, share insights, and
support one another. Later, you'll learn all about the
marketing aspects of networking. Just understand that
being around like-minded people with a deeply rooted
passion for the wedding industry can create a positive
atmosphere for growth. The relationships you build can
absolutely ignite your fire daily if you choose your network
carefully.

6. Exceed Expectations
Every couple deserves an exceptional experience on their
wedding day. One way to ignite your fire is to feel a sense
of accomplishment and joy when you see a couple ecstatic
about their wedding day and how everything went so well.
Knowing that you had a part in their happiness can build
you up and inspire you to keep moving forward, growing,
and taking your business to the next level. Go above and
beyond to exceed every couple's expectations. Pay
attention to minor details, listen intently to their desires,
and customize your services accordingly. Surprise them
with thoughtful gestures, personalized touches, or
unexpected elements that will make their day unforgettable. 
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7. Embrace Feedback and Growth
Throughout this career, you will get feedback from different
people. You may be surprised to hear from the bride's
family, the DJ, another vendor, or even an onlooker at one
of the weddings. Feedback will come from all around you,
and if you want to grow, listen to what these people are
saying. Feedback is invaluable for your growth as a
wedding professional. Welcome constructive criticism and
learn from every experience. Continuously refine your
skills, expand your knowledge, and adapt to changing
trends. Stay open-minded and be willing to evolve, ensuring
you always deliver exceptional service to your clients.
Creating a positive growth mindset and understanding that
you must change with an evolving industry will put you
ahead of the competition. It's a well-known fact that more
business owners are opposed to change than there are who
welcome it. Be among those who want to change and
evolve for the sake of the success of your business.

 As you embark on your journey to build a wedding
business, remember that your passion will drive your
success. Finding ways to remain excited about your career
in the wedding industry will be paramount to the success
you have. Let the story of my Mom's wedding and the
transformation it sparked within me inspire you to discover
your own path. Embrace the accidental opportunities and
the ones you create, and allow your passion to ignite,
fueling your dream, building your wedding empire, and
creating incredible moments for countless couples on their
wedding day.
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1.2: Defining Your Brand: Crafting an Irresistible
Identity

When it comes to the wedding business, there's no
shortage of competition. Countless wedding professionals
are vying for the attention of engaged couples, each
offering their own unique set of services. So, how do you
stand out from the crowd? How do you create a brand that
is so enticing and different that people can't help but be
drawn to it?

The answer lies in embracing your own creative mind and
abilities. As a wedding professional, you possess a set of
skills, talents, and ideas that are entirely your own. It's time
to tap into that creative reservoir and let it guide you in
defining your brand.

To craft an irresistible brand, you must offer something
unique to your area. Take a moment to research the local
wedding industry and identify the common trends and
services that are prevalent. Then, think outside the box and
explore ways to differentiate yourself. Just because
someone else offers the same services you want to provide
or similar products doesn’t mean you shouldn’t start your
business or continue down that road. It’s a great sign that
there is a market for your services, and you should figure
out how to make your offerings stand out and be even more
unique than theirs.

To do this, consider your own passions, strengths, and
style. What can you bring to the table that others can't?
Maybe it's your ability to create breathtaking floral
arrangements that draw people in, your talent for capturing
candid moments as a photographer and then editing them 
in a totally different way, your artistic wordsmithing of
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wedding ceremonies that awe a crowd, or your knack for
designing unconventional wedding themes that stand out.
Whatever it is, embrace it and make it the cornerstone of
your brand. Lean on being creatively unique and
significantly more detail-driven than similar wedding
professionals in your area. You will not have any
competition if you stick to being uniquely you in every
aspect of your business.

Now that you've identified what sets you apart, it's time to
build an irresistible brand around that uniqueness.

The following steps will get you started. If you put
these into action, you can develop a brand that will
stand out and serve you for years to come:

1. Authenticity is Key
Stay true to yourself and your creative vision. Avoid the
temptation to mimic or imitate others. Instead, observe what 
others are doing and let it serve as a benchmark for
creating something more attractive and unique. Infuse your
brand with your personality and core values. Take the time
to identify the values that are vital to your business and
integrate them into every facet of your work.
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Allow your clients to witness the genuine essence of who
you are through your creations and interactions. Embrace
transparency and let your true self shine through. Staying
true to yourself establishes an authentic connection with
your clients, building trust and fostering long-lasting
relationships. Your authenticity becomes a distinguishing
factor that sets you apart from the competition and
resonates with those who appreciate your genuine
approach.

Remember to reinforce your values and showcase them in
your work consistently. Let your brand reflect your unique
perspective and personal touch. By intertwining your values
with every aspect of your business, you create a cohesive
and compelling narrative that attracts like-minded clients
and aligns your work with a deeper sense of purpose.

In a world filled with imitation, your authenticity becomes a
beacon that draws in clients seeking something truly
original. So, embrace your individuality, infuse it into your
brand, and let it shine through in all that you do.

2. Define Your Niche
Begin by identifying your target market and honing in on a
specialized area within your wedding field of service.
Develop a thorough understanding of the precise customer
and personality type that you envision as your "perfect
customer." This creation of a customer avatar involves
crafting a detailed character profile with specific traits.
Familiarize yourself with their workplace, preferred
hangouts, social circles, and every aspect of their lives.
Write down this profile and keep it within your workspace as
a constant reference.
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Next, utilize this customer avatar to define and shape your
niche. Whether your focus lies in destination weddings,
intimate elopements, or luxury events, concentrate on
carving out a niche that aligns with your strengths and
passions while catering to the needs of your customer
avatar. By specializing in a particular field, you position
yourself as an expert and establish yourself as the go-to
professional in that specific style or service.

Emphasizing your expertise in a chosen area allows you to
differentiate yourself from the competition and offers a clear
value proposition to potential clients. It enables you to build
a reputation for excellence and trust within your niche
market. Clients seeking your specialized services will
recognize your commitment and deep understanding of
their unique requirements, leading to increased credibility
and opportunities for growth.

Remember, by centering your efforts on a specific target
market and developing a niche based on your customer
avatar, you elevate your chances of success and attract the
clientele that resonates most with your specific offerings.

3. Compelling Brand Story
Craft a compelling brand story that deeply connects with
your audience. Share the unique journey that brought you
into the wedding industry, emphasizing the values and
experiences that inspire your work. I highly encourage all
my students to begin with their personal story. Even on
your website, consider including a brief video introduction
where you can authentically introduce yourself. This
accelerates the process of building “know, like, and trust”
(KLT) with potential clients.
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Ensure that your brand story remains genuine and avoids
sounding overly corporate or like a produced commercial. It
should evoke emotions and connect with your audience,
making them feel like they need your services to bring their
dream wedding to life. Your story should reflect your
authentic self, allowing potential clients to perceive you as
relatable and trustworthy.

By crafting a compelling brand story, you create an
opportunity to differentiate yourself in a saturated market.
Your narrative becomes a powerful tool that sets you apart,
resonates with potential clients on a personal level, and
instills in them a sense of urgency to engage your services
in order to bring their wedding vision to life.

Remember, your brand story is not just a recounting of
events; it is an invitation for others to join you on an
emotional and transformative journey. It forms a crucial
bridge between you and your audience, building a strong
foundation for lasting connections and successful client
relationships.

4. Visual Identity
Create a visually appealing and cohesive brand identity that
leaves a lasting impression. This includes designing a
captivating logo, selecting a color palette that reflects your
brand's personality, and developing a consistent visual
style for your website, social media, and promotional
materials.

To design your logo, consider user-friendly tools like
Canva.com. It offers a drag-and-drop editor, including a
free version, making it accessible and straightforward to
use. With Canva, you can craft a sleek logo, customize it to
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your liking, and even generate a brand color palette.
Incorporate this logo and color palette across all your
content, website pages, and social media platforms to
ensure a cohesive brand identity throughout every
touchpoint. The ultimate objective is to create a visual
language that instantaneously communicates your unique
identity to potential clients.

Creating a visually appealing and consistent brand identity
enhances recognition and establishes a strong brand
presence. This cohesive visual approach fosters a sense of
professionalism, trust, and reliability in the minds of your
audience. A compelling and unified brand identity elevates
your brand's aesthetic appeal, distinguishes you from
competitors, and allows potential clients to easily recognize
and connect with your brand.

5. Exceptional Client Experience
Distinguish yourself by delivering an extraordinary client
experience that surpasses expectations, from the initial
interaction to the final celebration. Establish effective
systems and document your communication workflow,
enabling you to visually map out the customer journey from
their very first contact with you. Leave no detail unattended,
ensuring clear and efficient communication while
consistently going the extra mile to exceed expectations.

Follow through on your commitments and adhere to your
communicated timelines. Strive to create a 5-star
experience at every touchpoint with every client. Embrace a 
customer-centric approach and focus on personalized
touches that delight and leave a lasting impact. You forge a
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strong and meaningful connection with your clients by
infusing their journey with memorable moments.

Attention to detail, effective communication, and a genuine
commitment to delivering on promises are the cornerstones
of an exceptional client experience. By consistently
providing this level of service, you set yourself apart from
the competition and cultivate a reputation for excellence.
Word-of-mouth recommendations and positive reviews will
further enhance your standing in the industry.

Remember, each interaction with a client is an opportunity
to make a positive and lasting impression. By prioritizing
their satisfaction and infusing their experience with
personalized touches, you ensure that their journey with
you is remarkable and becomes a cherished memory.
 

1.3: Understanding Your Ideal Client: Attracting the
Perfect Match

In the world of wedding business marketing, the key to
success lies in truly understanding your ideal client. These
are the couples who align perfectly with your style, values,
and expertise. You’ve already identified what you’d like
your ideal customer to look like by creating a customer
avatar. However, to attract and serve them effectively, you
need to dive deep into their needs and desires, then adjust
your current perception or customer profile to match them
exactly.

Start by conducting thorough market research. Identify the
demographics, interests, and preferences of your target
audience. This knowledge will provide valuable insights into
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their expectations for their wedding day. Listen to their
stories, engage in conversations, and pay attention to their
feedback. Discover what they truly desire and what makes
their hearts sing when it comes to planning their special
day. Research other wedding business owners that serve
the same type of customers and read testimonials. Look on
social media and discover people who have hired
businesses with similar services. Understand what they
loved about their experience and what you can offer to
provide a similar experience.

Once you clearly understand your ideal client's needs and
desires, it's time to communicate with them effectively. You
must begin speaking the language of your perfect customer.
Craft your marketing messages, both written and visual, in
a way that resonates with their emotions and aspirations.
Use the language they use and address their pain points
directly. Show them that you understand their dreams and
are the perfect partner to bring them to life. Sales will come
easier, and potential customers will choose you faster when
they are introduced to your brand and immediately
understand that you speak their language, you understand
exactly what kind of experience they’re looking for, and you
can almost read their thoughts to create a wedding
experience like no other.

When it comes to your brand, think about the way you
speak and present yourself. Embrace constructive criticism
as an opportunity for growth and improvement. Do you want
to come across as approachable and friendly, or do you aim
for an air of sophistication and elegance? Align your
communication style with the preferences of your ideal
client. This consistent messaging creates a sense of
connection and builds trust.
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Understanding how you communicate and continuously
learning to enhance your communication skills will attract
the right people and repel those who aren't the best fit for
your business. By maintaining a consistent communication
approach with every client, you'll draw significant attention
from the right audience while naturally filtering out those
who may not align with your brand.

As you start offering services and getting customers you
enjoy serving, it's important to allow your thinking process
and business model to grow and change over time. To
attract your ideal clients, you need to tailor your services to
meet their specific needs and desires. This can be difficult,
but it's essential to think like your clients and consider their
preferences and expectations when creating your services,
packages, and experiences.

It's important to be open to making adjustments and fine-
tuning your offerings as you learn more about your ideal
client. If your clients repeatedly express that they are
getting a lot for their money, it may be a sign that they are
willing and expect to pay more. Don't assume that they're
just being nice. Feedback matters. You should pay attention
to feedback, analyze data, and keep up-to-date with
industry trends to stay on top of your game.

If multiple clients you enjoy working with express the desire
for a certain service, it may be time to consider providing
that service. This process will help you refine your services
and meet the evolving demands of your clients.

Keep in mind that understanding your ideal client is an
ongoing journey. The wedding industry is dynamic, and
client preferences can shift over time. Stay committed to
consistently learning more about your ideal client and the 
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changing landscape of the market.

Engage in professional development, attend industry
conferences/meetings, and seek feedback from your
clients, fellow vendors, and venues. Embrace a mindset of
continuous improvement and adaptation. This proactive
approach will ensure that your wedding business remains
relevant and responsive to the needs of your ideal clients.

I know that you want to run the best wedding business
possible. Understanding your clients is such an important
part. So, how do you achieve this? The key is consistency.
You need to consistently apply all the strategies and
techniques I've shared with you. As you gather more
information, refine your communication, and tailor your
offerings, you will gradually become the perfect wedding
business for your ideal client. 

The problem with most business owners, regardless of the
industry, is that they put in all the effort, get feedback,
adjust their communication, and nurture relationships in the
beginning when they're excited but fail to maintain the same
level of dedication when they get busier. This process
requires patience, persistence, and a genuine passion for
understanding and serving your clients.

Remember, attracting the perfect client is about capturing
their attention and building meaningful and lasting
connections with them and their network. People know
people, who know even more people, and it keeps growing.

Potential customers need to know that you understand your
clients. The easiest way to achieve this is to create a five-
star client experience that exceeds their expectations at
every step. Then, ask for reviews every single time.
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Build it into your processes. Getting consistent five-star
reviews is crucial in the current era of Google, where
unhappy customers are more likely to leave reviews than
happy ones. So, if your business consistently receives five-
star reviews, it truly means you're doing something right.
Go after those positive reviews! Getting consistent reviews
is something we discuss later on. 

Nurture your relationships with clients through calls, emails,
thank you cards, brochures, meetings, texts, chats, gifts,
DMs, and every other possible means of communication.
Above all, to learn and understand your clients, always
strive to be your absolute best. Your clients will evolve, and
so must you.

1.4: Unleashing Your Creativity: Preparation for Massive
Marketing

Ok, I’m going to challenge you. I want you to unleash your
creative side like never before. When you jump into this and
start promoting your business, I want people to take notice
because of the uniqueness of your ideas, services,
products, packages, ads, content, and everything else you
put out.

As a wedding professional, creativity is the key to success.
Creativity is a natural occurrence for some, but it doesn't
come naturally for many, and it can be easy to fall into a
rut. In every conceivable market, there are disrupters;
people with ideas that don't even seem plausible when you
first hear them, yet years later, become millionaires
because their brand stood out so much that it made other
brands obsolete. You need to think outside the box and
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come up with unique ideas that will grab the attention of
your ideal clients. Don't listen to people who say your ideas
are too far out there. Embrace that creative thinking and
keep doing it.

So, how do you unleash your creativity and prepare for
massive marketing? First, you need to dive deep within
yourself and tap into your creative side. You've got to figure
out where it is and how to stir it up. Everyone has different
creative cues.

How can you spark creativity for your business?
The answer is people.

Let me explain why I often suggest that you build
relationships and talk to people for your business. It's
because, in many areas of your business, other people can
help you succeed. I enjoy speaking with people who have
different and more creative ideas than mine. When you
discuss your ideas with others, you can accomplish more.
For instance, you can join online groups like Facebook, ask
questions, and receive 30 unique answers in a few days.
I'm not saying you need to ask for advice on every aspect
of your business, but seeking help from other entrepreneurs
can be a great way to spark your creativity and get fresh
ideas, whether they're in a similar or completely different
field than yours. Keep track of the groups and people who 
give you excellent feedback and whom you trust. Create a
list of them and find the best way to contact them.
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This is what I call my "Creative Network." By the way, I only
share information that I wouldn't mind if others used, and
most of my Creative Network are business owners who
don't compete with me in the same area. You can use your
Creative Network in many ways, and here are a few
examples:

1. Get inspiration
One of the best ways to spark your creativity is to look at
what others are doing. Spend time browsing social media,
wedding blogs, joining groups, and other online platforms to
see what other wedding professionals are creating. Build
relationships, ask questions, note what catches your eye,
and write down what you like. You can use this inspiration
to develop your ideas and create something unique for your
business. Keeping this in a journal will inspire you for years
to come. I still look at my creative thought journals and
notes from my Creative Network from several years ago and
use some of the inspiration in my business today.

2. Brainstorm Ideas
Start by writing down all of your ideas, no matter how crazy
they may seem. Don't worry about whether or not they're
good at first. The goal is to get your mind flowing and
develop as many ideas as possible. Once you have a list,
you can start to narrow down and refine your ideas. When
you get stuck, use your Creative Network to share the ideas
you're stuck on and get feedback. You can then weigh
people's answers to see which makes the most sense for
your business.

3. Collaborate with Others
Collaboration can be a great way to develop new ideas and 
bring fresh perspectives. Some of the best ideas I've used
were given to me by others who wanted to help. Ask your
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Creative Network and see if anyone is interested in working
together on a project or event. More than likely, you will
develop some great relationships and collaborations, which
will be a great experience in your entrepreneurial journey
and result in business relationships that will strengthen
your company's growth and give you a like-minded person
to lean on.

4. Break the Rules
What do I mean? Simple. Don't be afraid to try something
new or unconventional. Sometimes, the best ideas come
from breaking the traditional rules of marketing.
Advertisements that get results in today's world break the
rules. You must connect with emotions, produce content
that makes it impossible for people not to respond, and
create culturally relevant content. When reading marketing
messages, people have expectations, and when you
challenge their expectations, it gets their attention. Ask
your Creative Network to come up with fresh ideas that go
against the status quo.

5. Take a Break
Your Creative Network isn't always going to be inspired.
You are only sometimes going to be inspired. If you need
help or more inspiration, taking a break is ok. Sometimes,
you must step away from your work and do something
completely unrelated. Go for a walk, read a book, or take a
nap. When you return to your work, you may have a fresh
perspective and new ideas. After a break, approaching your
Creative Network can produce a multitude of new ideas.

With a knowledge of how to be creative and grow a
Creative Network, you'll be able to consistently deliver
messaging that resonates with your ideal clients and build a
sense of connection and trust that will keep them coming
back for more.
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Unleashing your creativity and preparing for massive
marketing is a crucial step in building a successful wedding
business. Take the time to explore your passions, find
support, and create a marketing plan that sets your
business apart. A marketing plan doesn't need to be
complicated. It needs to be unique to you and reflect your
goals and vision. With hard work and dedication, you can
be more creative than you've ever been and achieve the
success you've always dreamed of.
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CHAPTER 2
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There is a marketing foundation framework that I’ve created
and followed over the years that has helped me formulate
my thinking about marketing. It is easy to understand and
remember, so I’ll get right into it. There are four pillars to
marketing your wedding business. They are ON, OFF, IN,
and OUT.

ON stands for online.
There is a presence that you must build online to succeed
and get consistent leads for your business.

OFF stands for offline.
Any technique or strategy that seems “old fashioned” or
“old school” is usually offline. A lot of older marketing
practices that people have steered away from actually work
just as well as online strategies. Anything you do as an
active marketing strategy offline would fall under this pillar.

IN stands for in-person.
In-person marketing is when you build relationships and get
customers through those relationships.

OUT stands for out of the picture.
Last but not least, Out stands for any marketing strategy
that is automated or that works when you are entirely OUT
of the picture.

Let’s go through each one briefly. I’ll elaborate as we get
further in this playbook.
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2.1: ON: The Power of Online Presence

The internet is the most valuable business tool to take
advantage of today. A solid online presence is essential for
any business to succeed, and the wedding industry is no
exception. With most couples using the internet to research
and book vendors for their big day, having a well-developed
online presence is the only way for wedding professionals
to build a consistent stream of new clients. In this chapter,
we'll explore the power of online presence for wedding
businesses and how to create a strong digital footprint that
can help you stand out in the crowded wedding industry.

The biggest mistake I see wedding business owners make
is developing a set-it and forget-it attitude. They get online,
do some work to set up social media accounts, Google
business accounts, and a website, and then leave it alone.
Developing a robust online presence is indeed vital for your
wedding business. However, nurturing and consistently
developing your online presence can be the determining
factor for the success of your business. I don't want you to
hear me say that developing a solid foundation online isn't
essential because it is. First, I'll talk about why the initial
setup is so important. There are several reasons. Firstly, it
is a cost-effective way to reach your target audience, and in
the beginning, you must write bios, profiles, content, and
ads that speak to your target customer. You can use
Search Engine Optimization (SEO) tools on your website,
develop great organic and paid social media marketing, or
even buy pay-per-click (PPC) advertising to attract potential
clients. There are many ways, but all require thinking about
who you are trying to attract, where they hang out, and your
message to them.

Secondly, a well-designed website showcasing your work 
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and services can help you establish credibility and build
trust with potential clients. Don't just throw together your
website. It MUST be thought out and carefully designed.
When the customer arrives, it must be easy for them to find
what they are looking for. The main message or "Headline"
(H1 Tag for you technical people) and the call-to-action
need to be above the fold. Above the fold means all the
content on a website page you can see before scrolling
down. Design every page to walk the potential client
through a sales or education pathway instead of being like
a frustrating search engine with massive amounts of
content. We'll dive into all of this in a future chapter.

Finally, you've got to do your research. Research is an
equally important step in the development of your online
foundation. Creating a list of vendors offering the same
services you're considering or currently offering should be
on the agenda. Look at their websites. Write down the good
and the bad, everything you know you can offer, and things
you never want to provide. The research will be vital to
creating content for every online platform you use, so do
your homework! One of the biggest things to research is
pricing. 

When researching to create or upgrade pricing, look for
vendors that have the same quality that you want to offer.
Their offerings can vary a little, but be sure to pick pricing
packages that provide mainly the same items as your
comparative packages. Pick four similar types of vendors
for comparison. Look at each vendor's most similar package
to the one you want to price. Then, create a price point
average by adding them together and dividing that number
by how many vendor packages you added together. Your
final price should be between your price point average and
the highest-priced vendor package you found. 
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For example: If you are a wedding officiant, you would find
four wedding officiants within 100 miles of your location
with good reviews and packages similar to what you'd like
to offer. Let's say you're looking at their custom ceremony
packages, which include a custom-written ceremony,
custom vows, signing/filing of the license, and a certificate
of the ceremony. We'll pretend that one vendor offers a
similar package for $475, another for $399, one for $415,
and the last for $375. You would add those four together to
get $1664 ($475+$399+$415+$375=$1664). Then, to get
your package price point average, since there were four
that you added together, you would divide $1664 by 4 to get
$416 ($1664÷4=$416). It would be best to price this
package between $416 and $475. If you're starting out,
price it close to $416. If you have some reviews and
experience that people can see, price it close to $450.
Don't ever be among the lower prices, as it affects the
perceived quality of the service and the type of customer
you will get.

Keep in mind that thorough research before establishing or
updating your online presence can make all the difference
between triumph and disappointment. Being well-versed in
the information will play a crucial role in creating compelling
content for each online platform, ensuring it resonates with
your audience and attracts future customers. So, make sure
to do your homework and gather the necessary knowledge
to set yourself up for success!

After you research and begin setting up your platforms
online, it's important to be involved in the learning process.
It seems daunting at first to learn all these tools online and
how to use them, set them up, maintain them, post
consistently, and everything else involved. However, it's a
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vital part of being a responsible business owner. It allows
you to make better decisions and communicate with people
who know more than you and can help you grow your
business quickly. Be a continuous student as technology
changes, and use it to your advantage. If you do your best
to use technology and be well-known online, it WILL work in
your favor.

Websites and Conversions. This is Important.

Your website is the heart of your online presence, and
ensuring it is well-designed and optimized for conversions
is crucial. Let's think of your website as a brochure. 

Imagine if you left your brochure off to the side at a few
stores. More than likely, it would never get looked at. Once
in a while, someone would stumble across it, but what are
the chances that it would be someone in need of your
services? 

Imagine that you designed the brochure to speak to a
specific type of customer. Then, you created a sign using
the same language and attached the sign to the brochure
holder to grab attention, but that's not all. After that, you
hand-picked stores where your target customers shopped
often, and you even hired a salesman to stand at the door
to usher people in who were looking for your services. The
salesman then introduced your company and handed them
a brochure. Once the potential clients read the brochure,
the salesman had a clipboard waiting to tell them how they
could save on a package with everything they were looking
for, took their information, gave them a quote with their
perfect package, and accepted their retainer for your
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services. Which one has a better chance of building a
wedding business quickly?

Now you understand the power of having a website that
converts potential clients into paying customers. And from
what I just said, you can see that most websites need to
catch up.

Here are some key elements to keep in mind when
creating your wedding business website:

Use high-quality images and videos to showcase your
work and services. Keep in mind that you can record a
decent HD video (at least 1080p) with most cell phones.
Ensure your website is mobile-responsive, as over half
of all internet traffic comes from mobile devices. I
guarantee that most potential customers will view your
brand for the first time on their cell phones.
Keep your website content concise and easy to
understand. Walk the customer through the process of
introduction, education, testimonial (why they should get
it), how to get your service/product, and asking for the
sale. You should have this pathway for each of your
services/packages with calls to action that lead the
customer through each process step.
Make sure there is a clear call to action on each
page/section of your website. Don't assume they'll
automatically know what to do.
Optimize your website for search engines using relevant
keywords, meta tags, and descriptions. This is a critical
step. Everything on your website carries data, including
images, videos, paragraphs, and headlines—research
and learn how to optimize your site or hire someone to
help.
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Social Media. Get Serious.

Social media platforms like Instagram, Facebook, TikTok,
and Pinterest are powerful tools for wedding businesses to
showcase their work and connect with potential clients. I
want to make this something other than a social media
course, and there's a lot of information online about best
practices for social media. However, I do want to cover
some basics and practical tips to help you get started and
get the most out of your social media content.

Post regularly. Consistency in posting will keep your
followers engaged and help your channel grow quickly
and get the best results.
Use high-quality images and videos to showcase your
work and services. I can't stress enough that people
determine how much they will pay by the pictures and
content you post. It's better to post consistently with
decent content than wait for perfect photos or videos
and vice versa. It's better to post less with decent
content than to post a lot of junk that looks bad.
Engage with your followers by responding to comments
and direct messages. If you get so busy it's hard to keep
up with it, hire a social media manager that you can pay
a few hundred dollars a month to answer basic
questions and respond to content. Each platform will
grade you based on your response time.
Use relevant hashtags to increase your visibility. While
hashtags aren't as important as they used to be, I have
gotten many clients just by being visible on Instagram
due to the hashtags I used.
Consider running paid social media ads to reach a wider
audience. Test by starting with a very low budget. Then,
raise the budget as you get positive results.
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Email Marketing. Communicate Well.

Email marketing is a cost-effective way to reach your target
audience and promote your wedding services. It's also a
great way to keep your previous clients and future clients
up-to-date with how to spread the word about your services.
People know other people and email marketing will lead to
new customers and great referrals if you do it right.
Remember, you're not just sending the communication in
the email to the person on the other end. You're trying to
entice people to spread the word about the awesome things
you're doing in your business. Use email marketing as a
consistent message thread for all people who are, could be,
or may eventually be interested in anything you do. 

Here are some tips to help you get started with email
marketing:

Build a list of subscribers by offering a free resource.
Create a "lead magnet" like a wedding planning
checklist or a guide to wedding photography. Make sure
it has lots of value and is well written so it builds a
happy audience. Ask people for their email so that you
can send them this fantastic free tool. Then consistently
grow your email list of prospects.
Use an email marketing platform like Mailchimp or
Constant Contact to send professional-looking emails to
your subscribers. If you are using a platform like Wix to
build your website, it has its own powerful email
marketing platform called Ascend.
Personalize your emails to make them more engaging. I
don't mean trying to look tricky by just putting their
name into the email. I suggest writing each email with
wording that helps them understand they are part of a
community of like-minded people. Be honest when
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     writing emails and create trust by being transparent with  
     what you're asking people to do. If you want them to 
     share it with their friends and family, don't beat around 
     the bush; ask them to.

Use clear call-to-action buttons in your emails,
encouraging subscribers to contact you or book a
consultation. You must ask if you want them to do
something.

Track the Performance. It's How You Grow

Tracking your performance and adjusting your strategy is
essential to making the most of your online presence. You
must know what is working and what isn't. The only way to
make intelligent adjustments to your content strategy or ad
spend is to know and understand the numbers. Keep an eye
on these key metrics:

Website traffic: Use tools like Google Analytics to track
your website traffic and identify improvement areas.
Most website builders have analytics and tools to help
you track these numbers.
Social media engagement: Keep track of your
engagement by monitoring likes, comments, and shares.
Use the free analytics sections of Instagram, Facebook,
and other platforms to monitor this information.
Email open rates and click-through rates: Track your
email open rates and click-through rates to see which
emails resonate with your subscribers. Create an email
schedule in a spreadsheet to specify what types of
emails get the biggest responses and which do not.
Create a quarterly email plan that maps out how many
emails will go out weekly and make sure they correlate 

     with specials you are running, upcoming holidays, and 
     other important dates.
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A strong online presence is essential for your wedding
business to succeed in today's digital age. You can do it!
By becoming an educated business owner and taking the
time to learn how to convert a sea of millions of people into
customers by waving them down, teaching them about your
business, educating them on how happy they'll be after they
hire you, and asking for the sale, you can stand out in this
market and have virtually no competition.

2.2: OFF: Old School Techniques that Set You Apart

A broad marketing strategy can help wedding business
owners attract potential clients and build brand recognition.
Broad marketing means using a wide array of strategies
and techniques to reach your audience. While online
marketing is popular in today's digital age, old-school
marketing techniques can still be effective. Let’s explore
"old school" marketing techniques for your wedding
business and talk about how they can be used to attract
your ideal clients.

I will divide this into several techniques that have worked
for my business and have proven to be solid strategies.
First, I’ll introduce you to the strategy and the results you
can get from implementing it in your business. Then, we’ll
do a deep dive in other chapters so that you have a road
map to success.

Networking

Networking is a powerful old-school marketing technique
that wedding business owners can use to attract clients. If
you have followed me for any length of time, you may have 
heard me talk about the power of relationships. I actually
call business relationships SGPs. SGP stands for Strategic
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Growth Partnership, and I built an entire tool specifically for
wedding business owners to grow their network. This is a
huge part of my training with my students because the
results last and are usually massive.

Networking doesn’t have to be complicated or scary. To
network effectively, you just need to find vendors, venues,
business owners, groups (both online and offline), and fans
of your work. Begin to develop communication with these
people on a regular basis. This is the start of crafting
business relationships that have the potential to grow your
brand.

That’s all I’ll say for now, as I have an entire section where
we discuss this and how to blow up your business using
this concept.

Print Advertising

Print advertising is another old-school marketing technique.
Print has been around for decades, and despite the rise of
digital marketing, it can still be an effective way to promote
your wedding business. Print advertising can be particularly
effective for wedding businesses that cater to a local
market.

Let's discuss the benefits of print advertising, how to get
free or discounted print advertising, uncommon print
marketing methods, and the best strategies for print
advertising for your wedding business.

First, let's talk about the benefits of print advertising. Unlike 
digital ads, print ads are tangible and allow people to hold,
touch, and see them in person. They give the reader a 
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different experience than staring at a screen (something
that most people do all the time). They can also be more
memorable as they require physical interaction with the ad.
You can also target specific audiences with print
advertising by placing ads in publications catering to your
target market. Over the last decade, local community
magazines (most with an online presence, too) have been
prevalent and even growing. Most community publications
are cheaper to advertise in and have a more direct
audience. I wouldn't suggest spending a ton on ads, but I
recommend testing the waters a few hundred dollars at a
time. If you see results, increase ad spend and the size of
your ad.

Many of you are thinking, "Is it possible to get free print
advertising?"

The answer is YES!

One way to get free advertising is to submit editorial
content to publications that may feature your business;
lucky for you, people love to read about weddings! You can
write an article about wedding trends or offer advice on
wedding planning, photography, catering, etc. Become the
expert in your area by creating valuable content to help
people make wise decisions about their weddings. Another
way to get free advertising is to partner with other local
businesses to offer promotions or discounts to customers
who use both of your services. As discussed earlier, this is
a significant part of developing Strategic Growth
Partnerships. Use these relationships to create deals,
packages, and partnerships that make it more convenient
and cost-effective for newly engaged couples.
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Negotiate rates. Many publications will work with you on
pricing for advertising in multiple places. Never just buy an
ad. Ask if they offer discounts. I've been given discounts for
a “trial run” before making a commitment to see if the
results are worth the investment.

Next, let's talk about uncommon print marketing methods.
One unusual strategy is advertising on parking tickets or
local maps. Another approach is to create eye-catching
flyers or posters and place them in high-traffic areas such
as coffee shops or community centers. Many local
businesses welcome clean-looking advertisements for other
local businesses. Once you develop relationships with the
owners of the businesses, you will see some of them fall in
love with your company and become brand ambassadors.

Lastly, let's discuss the best strategies for print advertising
for your wedding business. One approach is to focus on the
benefits and unique features of your services rather than
simply promoting your business. For example, if you offer a
personalized wedding planning experience, highlight how
this will make your client's wedding day even more special.
Print an ad that is simply the testimonial of a client who had
an extraordinary experience with this service. You must
pick the most exciting ways for people to learn about you.
Everyone posts their business name, what they do, and
their contact information. Be different. No matter how they
learn about your business, if they find your ad interesting,
they will do more research and see all of your information.

Be sure to create a sense of urgency by offering limited-
time promotions or discounts. These time-sensitive periods
can encourage potential clients to act quickly and book your
services before the promotion ends. If you create a holiday
package, give it a cut-off date and make it a limited-time
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offer. Urgency will change your initial conversation with a
potential client from learning about your business to
wanting to book this promotion and get on the schedule.

Finally, make sure your print ads are visually appealing.
Excellent, well-thought-out photos will help potential clients
envision themselves using your services and make your
business stand out among competitors. Take time to select
great images of you and your work. Stay away from stock
photos unless that's all you have. If you can't get anything
other than stock photos, pick carefully and ensure you have
legal rights to the image for commercial use.

Don't dismiss print advertising for your wedding business—
it can still be effective. By understanding the benefits of
print advertising, how to get free or discounted print
advertising, uncommon print marketing methods, and the
best strategies for print advertising, you can create
effective, practical, and memorable print ads that will help
your business thrive.

Most business owners talk mostly about flyers and
brochures when discussing print. While flyers and
brochures are cost-effective for wedding business owners
to promote their services, you can also create expensive
trash if you're not careful. I'm not saying that your
brochures aren't fantastic. I'm pointing out that printing
these materials and passing them out to anyone and
everyone is a horrible idea. You must qualify and
understand who you are giving them to. Give brochures to
people who have already shown interest in your service or
are at a location your target customer frequently visits. You 
can also distribute them at bridal shows, wedding fairs, and
other events with your type of customer. The best places to
leave flyers and brochures are at local wedding venues,
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wedding planners' offices, and other businesses that cater
to the wedding industry. After a wedding or during a venue
visit, ensure you get permission, and let an administrator
know where you're leaving the flyers/brochures. Then, ask
them if they would be okay with telling potential couples
that you exist.

When designing your flyers and brochures, you should treat
these marketing materials as an extension of yourself and a
sales tool. Include a brief story of you and your passion,
show your work, highlight satisfied customers, describe
what differentiates you, and include a strong call-to-action
that encourages potential clients to contact you and shows
them how.

Sponsorships

I’ll quickly touch on sponsorships since I don’t see it as a
viable marketing technique UNLESS you align perfectly with
the event/cause and they do a great job educating the
attendees on the sponsors. Sponsorships typically involve
supporting local events or charities and gaining exposure.
Wedding business owners can sponsor events such as
bridal shows, wedding fairs, and charity auctions. The
problem with most sponsorship opportunities is that
sponsors are the first people approached so that the event
can take place and the last people mentioned at the event
itself. I am not saying that there are no good sponsorship
opportunities. However, I suggest you be very careful
unless you have the extra capital in your budget to get a
tiny bit of exposure from an event.
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I have seen brands build their face value and identity by
sponsoring events, leading to more customers. But most of
these brands offer home maintenance, business services,
and other offerings that almost anyone might need at any
time. To successfully increase traction with sponsorships in
the wedding industry, you must make sure the people
coming will be educated on who you are, what you do, and
who you serve, even if only through a brochure or
pamphlet. If they don’t understand who to tell after hearing
about you, they will see your logo, be thankful that you paid
for the event, and forget about you.

One of my Favorite Techniques: Guerrilla Marketing
Guerrilla marketing is quickly becoming a lost art. It
separates the entrepreneurs who desire to succeed from
those who choose to achieve success by taking massive
action and will stop at nothing to get results.

So, what is guerrilla marketing?

Guerrilla marketing is a marketing strategy that uses
unconventional and low-cost methods to promote a
business. Guerrilla marketing can be particularly effective
for small wedding businesses with limited budgets.

Let me put it into a story so you can fully understand the
concept.

Once upon a time, in a small town, there was a wedding
cake baker named Anna. She was passionate about her
craft and had been baking cakes for as long as she could
remember. Her shop was down the road from a large
corporate bakery, attracting most of the town business.
Anna struggled to get attention, as she couldn't afford
expensive advertising.
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One day, Anna came up with an idea to attract people to
her shop. She decided to create an area out front where
people could bring their kids for a weekly competition. She
gave the kids chalk and asked them to draw the most
artistic and colorful wedding cake they could imagine on the
sidewalk. The winner would get a colossal double-decker
cupcake. Families could spend time together watching their
kids draw while they enjoyed refreshments.

Only a few kids showed up the first week, but Anna
persisted. She continued to hold the competition every
week, and slowly, more and more kids appeared. Parents
loved the idea of their kids having a creative outlet while
enjoying treats with their neighbors.

Word began to spread about Anna's weekly competition,
and soon, the local newspaper came to cover the event.
The local TV station also heard about it and came to do a
segment on Anna and her unique marketing approach.

The weekly competitions became a sensation in the town,
and more and more families started visiting Anna's shop.
Her cakes were the talk of the town, and soon, Anna's
business had increased tenfold. She was even getting
orders from people outside the town who had heard about
her through media coverage.

Anna's simple idea not only attracted more customers but
also brought the community together. Families were
spending quality time together, kids were getting creative,
and Anna had become a beloved member of the community
and a successful wedding business owner.

Anna's success shows that sometimes, the best way to
promote a business is to think outside the box and do
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something fun and engaging. It may take time, but with
persistence and a little creativity, even the smallest
businesses can become the talk of the town.

Whether you use chalk art to create a community event that
promotes eye-catching artwork on the sidewalks of busy
streets, a flash mob singing a romantic ballad on
Valentine's Day, or a free photo booth in a busy park for
couples and lovebirds, guerilla marketing comes in all
different shapes and sizes. It's all about using your
creativity and getting free attention for your business.

A few more out-of-the-box marketing strategies that fall into
this category are hosting a pop-up wedding or a public-
styled shoot. While these don't necessarily require much
money, they need organization and a willingness to develop
relationships.

A pop-up wedding is a hassle-free option for couples
wishing to celebrate their love without the usual headaches
of planning a traditional wedding. Couples with an
adventurous spirit, who have a "go with the flow" attitude,
and who want to enjoy a fun-filled celebration of their union
are typically the perfect candidates for a pop-up wedding.
You will need to create a temporary wedding venue in a
unique location, such as a public park or beach. You can
find other wedding business owners in your network who
are willing to assist in creating something special and reach
out to their audiences to help promote the event.

A public-styled shoot is a meticulously planned wedding
simulation that revolves around a specific theme and
utilizes models to play the role of the wedding couple.
Multiple wedding vendors work together to showcase their
skills and bring the theme to life. The theme can center 
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around a particular color palette, recurring visual element,
historical period, or clothing style. Do all this in a public
setting to draw attention, and you have a public-styled
shoot.

Here are some tips I would recommend if you throw this
type of event:

Look for a park or venue that is centrally located and
easily accessible. Ensure the place has the necessary
amenities, such as restrooms, parking, and electricity.

1.

Check with the local government to see if you need any
permits to hold a wedding event in the park. You may
need a permit if you're providing amplified music or
alcohol.

2.

Pick a date and time that works well for your target
audience and fits the schedule of your event partners.
Consider factors such as the weather, holidays, and
other events happening in the area.

3.

Promote the event through social media, email
marketing, and your network of Strategic Growth
Partners. Include all the relevant details, such as the
date, time, location, and special features or attractions.

4.

Set up a clear and well-marked entrance and exit for the
event. Arrange for seating, decor, and any other
necessary equipment. Make sure to have a plan in place
for parking and crowd control (Having a crowd is an
excellent thing. This means you did a great job
promoting the event).

5.

Find a local professional photographer who would like to
increase their customer base. Ask them to capture the
special moments of the event. Then, everyone in the
partner network can use the high-quality photos for
future marketing efforts.

6.
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Find a local professional photographer that would like to
increase their customer base. Ask them to capture the
special moments of the event. Then everyone in the
partner network can use the high-quality photos for
future marketing efforts.

6.

Consider offering refreshments such as snacks, drinks,
or even a small wedding cake for guests to enjoy. Talk
to local bakers who want to participate in this great
event.

7.

Have a backup plan in case of bad weather or any other
unexpected issues. Consider having a tent or indoor
venue as a backup option if you can find a network
partner to provide it or a venue to donate the space.

8.

By following these tips, you can have a successful event at
a park or venue that is memorable and enjoyable for all
attendees. It will result in many relationships with local
wedding businesses, exposure, brand awareness for
everyone involved, pictures for everyone to use to promote
their business, and an excellent experience for you to grow
and take your business to the next level! It's the ultimate
guerilla marketing strategy!

Lastly, I urge you to record these events. When you’re
working on your business, visiting venues, planning pop-up
weddings, and all the other incredible things you’ll do, get
lots of pictures and make posts on social media. Record the
growth of your brand and make sure people can see you.
By showcasing that you are involved in the community,
thinking outside the box, and creating fun memories for
people, you will attract many new fans and potential
customers who will turn into paying clients. This kind of
content is unique, entertaining, shareable, and absolutely
has a chance to go viral or at least be seen by thousands of
people. Ensure the content aligns with your brand values
and post lots of it. Trust me, see what happens!
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2.3: IN: Building Valuable Relationships for Longevity

As a wedding business owner, one of the most critical
factors in growing your business and establishing a solid
reputation is building lasting relationships with your clients,
vendors, venues, and other community businesses. Building
these relationships takes time, effort, and patience but can
pay dividends in the long run.

First and foremost, it allows you to establish trust with your
clients, which is critical in the wedding industry. Weddings
are one of the most important days in people's lives, and
couples want to know they can trust the vendors they
choose to work with. You also establish a level of trust that
will make them more likely to recommend your services to
others.

Building relationships can also help you establish a strong
reputation. You become a go-to vendor for other vendors
and venues when you have a good reputation, leading to
more referrals and more business. These connections can
help you stay up-to-date on the latest trends, technologies,
and techniques. This knowledge can help you improve your
business and stay ahead of the competition.

This principle will give you the unique position of not really
having competition. When you are close with other wedding
professionals, it becomes a recommendation game where
you recommend them, and they recommend you. You're
doing good if you develop a few great relationships that
bring you two to four new leads per month. Imagine if you
develop ten, fifteen, or even twenty new relationships with
vendors and venues in your area. This would create a
constant flow of new customers from every direction.
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Do you want to know some secrets to grow your
business using relationships?

Here are the things that helped me:

Establish Trust with Your Clients: The first step in
building relationships with your clients is establishing
trust. This means being transparent about your services,
pricing, and policies. Don't be "salesy" and tricky when
talking about pricing. Show them you are high quality,
not cheap, and worth their time. Establishing trust also
means being responsive to their questions and
concerns. Communication is important to customers
when finding a trustworthy wedding vendor. Make it
easy for them to communicate with you; they will
consider you trustworthy. When you establish trust with
your clients, they are more likely to recommend your
services to others.

Collaborate with Other Vendors and Venues:
Collaborating with other vendors and venues is another
key to building relationships in the wedding industry.
When you collaborate with other businesses, you can
learn from them, establish a sense of community in the
industry, get access to their customer base and become
preferred to thousands of potential clients regularly. As
mentioned in this book and my other content, you must
get comfortable developing business relationships.
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Follow Up with Past Clients: This is a two-fold
approach. First, immediately follow up after you
complete services for them. Follow-up will show that you
value their business and are interested in their
satisfaction. It also allows you to gather feedback and
address any concerns they may have had. A great
communication system can lead to repeat business and
referrals. Second, once you are sure your customers are
happy they hired you, ask them to refer you to anyone
they know who is getting married. Asking for referrals
from recent clients is the ultimate low-hanging fruit, and
I'm shocked how many wedding business owners don't
do this. Your past clients already know, like, and trust
you. They've experienced your professionalism and the
quality of your work. They will be the first to recommend
you if you ask them to.

Personalize Your Interactions: Personalizing your
interactions with clients and other business owners is
another way to build strong relationships.
Personalization can include sending personalized
messages, remembering important details about them,
and showing interest in their personal lives. You should
develop friendships with business owners who
consistently spread the word about you and your
business. Ensure that people know that you care and
are incredibly thankful for them. Personalizing your
interactions can help establish a deeper connection and
make them feel valued.

Attend Events: Attending industry events and
community events like conferences, trade shows,
chamber of commerce events, and business luncheons
can be a great way to meet other wedding industry
professionals and build relationships. These events
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     provide an opportunity to network, learn about new 
     trends, and develop your industry knowledge. Don't get
     sucked into the idea that this should become your #1
     marketing strategy. It will help build relationships, but I
     wouldn't have this a main component of your marketing
     plan. Do it when you have customers, extra time, some
     capital, and want to grow your network. I’ve seen
     wedding professionals spend money they didn’t have to
     fly across the country and attend a trade show. Be smart
     and go to the events that you can. Make it a priority to
     find cost-effective events worth your time.

Leverage Social Media: Social media is another
powerful tool for building relationships in the wedding
industry. Using these platforms well includes engaging
with your followers, sharing valuable content, and
showcasing your work. It also means following other
businesses and engaging with their content. Be active,
but most importantly, be consistent. Consistently
producing content showcasing your business
relationships and being active at events will help you
show the world you are building relationships and taking
the wedding industry seriously.

Offer Referral Incentives: Offering referral incentives
can encourage past clients and other business owners
to refer new clients to you. Offering this to clients shows
appreciation for their business and encourages them to
continue referring others to you. Incentives can include
discounts on services, gift cards, or other rewards.

Participate in Charity Events: Participating in charity
events is another way to build relationships while giving
back to the community. You could volunteer for a charity
auction or sponsor a local event to show your 
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     commitment to the community and help build your  
     reputation as a socially responsible business.

Exceed Expectations: This includes being responsive
to inquiries in a timely manner, delivering on your
promises, and going above and beyond to ensure client
satisfaction. This is the best way to watch your business
take off and grow exponentially! When you provide
exceptional customer service (or, as I always call it, "5-
star service"), your clients are more likely to recommend
your services to others and become repeat customers.

Build relationships purposefully. Create a plan to find
vendors, venues, and others to introduce yourself to.
Ensure you actively try to spread the word about your
goals, passions, and values. It may seem daunting at first,
but once you have a few people who love your business, it
will be amazing how fast the word spreads.

2.4: OUT: Marketing that Never Sleeps

As a wedding business owner, you know how important it is
to have a strong online presence and effective marketing
strategies to attract clients. However, with so many other
responsibilities, it can be challenging to consistently devote
time and energy to marketing efforts. This is where
automation and behind-the-scenes marketing strategies
come into play. By setting up systems that work even when
you're not actively promoting your business, you can ensure
a steady flow of leads and bookings.
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Before diving into specific strategies, it's essential to
understand the benefits of automated marketing.
Automation can save you time and effort, freeing you to
focus on other aspects of your business. It also helps
ensure that your marketing efforts are consistent and
effective, as you can set up systems that run continuously
without requiring manual input.

Automated marketing can also provide valuable data and
insights to inform future strategies. You can see which
methods are working and which ones you should adjust by
tracking engagement rates, conversion rates, and other
metrics.

I won't do a crazy deep dive on data, insights, and other
numbers. However, I will review the strategies and
techniques that have changed my business and given me
lots of freedom. Wedding business owners can implement
several different types of automated marketing. Here are
the most common that I would recommend for your
business:

Email Automation: Email marketing is one of the most
effective ways to stay top-of-mind with potential clients. By
collecting email addresses through your website, social
media, or in-person interactions, you can create a list of
leads to target with email campaigns. These campaigns can
include newsletters, promotions, and follow-up messages
after initial inquiries. You can set up automated campaigns
that trigger based on certain actions or timelines by using
an email marketing platform like Mailchimp, Constant
Contact or a website provider that includes email marketing
like Wix. There are also great CRM tools for wedding
business owners, like Honeybook that will send emails and
automate sequences. These automated sequences make it 
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easy to respond to people who have filled out interest forms
on your website, send thank you letters, automatically
collect contracts, and so much more.

Social Media Automation: Social media has become an
easy way to automate communication and advertising to
your potential clients. Posting regularly on platforms like
Instagram and Facebook allows you to showcase your work,
share tips and inspiration, and engage with followers.
However, manually posting every day can be time-
consuming. Facebook and Instagram now have built-in
content planners where you can schedule content to post
automatically. You can also use a social media scheduling
tool like Hootsuite or Later to plan and schedule posts in
advance, which ensures that your accounts stay active
even when you're busy with other aspects of your business.
No matter what you use, find the best tool to ensure your
social media accounts get content posted daily.

Retargeting Ads: Retargeting ads are a form of digital
advertising that targets users who have previously
interacted with your website or social media accounts. By
placing a pixel on your website or setting up custom
audiences on social media platforms, you can show ads to
people who have already expressed interest in your
business. This is a highly effective way to keep your
business top-of-mind and encourage leads to take the next
step.

Automated Follow-Up: Automated follow-up is a strategy
that involves setting up automatic responses to inquiries or
leads. Many third-party tools like Zapier or IFTTT allow you
to create workflows that trigger based on specific actions or
timelines. For example, you could set up a workflow that
sends a personalized email to anyone who submits a 
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contact form on your website. This workflow ensures that
leads receive a prompt response and helps move them
further down the sales funnel. If you want more of an all-in-
one solution, use something like Honeybook. In Honeybook,
you can keep track of your customers' information by
placing an interest form directly on your website. You can
automate a response to the form submission and even have
the system automatically send a quote, accept a retainer,
and send a contract after a client fills out the form. There
are so many great solutions like this. The key is to educate
yourself on the best tool for your business and start using it
as soon as possible. Your life will be much easier!

Lead Nurturing: Lead nurturing is a strategy that involves
sending targeted messages to potential clients at different
stages of the sales funnel. You can send personalized
messages that address specific pain points or objections by
segmenting your email list or social media audiences based
on engagement or behavior. Lead nurturing is really about
figuring out who will fill out each form on your website and
then creating a sequence or sales funnel of emails for them
to receive that leads into a conversion. By nurturing leads
and ensuring the emails they receive are exactly what they
are looking for, you build trust and establish a relationship
with potential clients, making them more likely to book your
services.

While implementing automated marketing strategies can be
highly effective, it's crucial to approach them strategically.
If I were setting up new automation strategies, this is what I
would pay attention to right now:

Goals
Before implementing any automated marketing strategies,
it's important to define your goals. What do you want to 
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achieve with your marketing efforts? Do you want to
increase website traffic, generate leads, or boost bookings?
If you don't understand your goals, you won't know if you
have achieved them. By clearly understanding your goals,
you can ensure that your automation strategies align with
your business objectives and clearly understand what
adjustments need to change if the goals still need to be
met.

Segments
We discussed lead nurturing earlier; a critical piece is
segmenting your leads. Segmenting your audience involves
dividing your leads or customers into smaller groups based
on specific criteria, such as location, interests, or behavior.
By creating segments initially, you can send more targeted
messages that are more likely to resonate with each group.
You can also create segments based on their interest in
specific packages. For instance, if a couple fills out an
interest form for an elopement package on your officiant
website, you could have the automation send an email
wishing them a happy elopement after they fill out the form.
Then, two days later, you could send a testimonial of a
couple that purchased the same package and, finally, a
week later, send an email offering them the entire package
plus a free ceremony add-on for an incredible price.
Segmentation is about customizing different sales funnels
for every package type, request, location, interest, or other
criteria to make the sales process more personal for the
potential client. This can lead to higher engagement rates
and, ultimately, more bookings.

Personalized Messages
Personalizing your messages involves using the recipient's
name or other relevant information to make the message
feel more tailored to them. As I mentioned, the key here is 
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to write emails that feel organic and not "salesy." This can
increase the likelihood of engagement and convert more
potential customers into paying clients. In addition to using
the recipient's name or other information in an email,
sending text messages with their first name directly to their
phone is a great way to build relationships fast and
increase sales. Text messages have a faster response time
and higher open rates than email. Find out if your customer
relationship management (CRM) program can send text
messages or use something like simpletexting.com to send
"thank you" and other marketing messages. The last place I
suggest sending personalized messages is Facebook
Messenger. You can set up automated, customized
messages within the Messenger app that answer specific
questions. I use Facebook Messenger to automatically send
people answers when they ask about my travel radius,
prices, packages, hours, and other information that stays
the same. If you still need to check out this feature, test it
and see what you think.

A/B Testing
A/B testing involves testing two message or marketing
strategy versions to see which performs better. Doing so
can optimize your marketing efforts and improve your
conversion rates. For example, you could test two different
subject lines for an email campaign to see which one gets a
higher open rate. Every automated email in a sales
sequence should start with A/B testing. Create a workflow
on a sheet of paper, Google Docs, or whatever works best
for you. Then, map out an email sequence from any form on
your website. Write two different emails for each step in the
sequence and begin using the sequence. Find out which
email in each step gets the best results and use that one.
Use this testing method for any email or message sequence
and any sales funnel you set up using automation.
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Monitoring & Adjusting
Finally, it's crucial to monitor the performance of your
automated marketing strategies and adjust them as needed.
Creating automated messages, emails, and texts will make
your life much easier. However, you must make sure they
are integrated into your business well. To ensure the best
outcome, you should learn as much as you can about each
method and track metrics like open rates, click-through
rates, and conversion rates to see which strategies are
working and which ones need to be adjusted. Regularly
reviewing your data (typically, I do this quarterly) and
making adjustments can ensure that your marketing efforts
are as effective as possible.

Automate your business communications if it will make your
life easier. For some, this can be a daunting task. In that
case, I suggest putting together one automation sequence
on one of your communication channels until you get more
comfortable. Don't let technology stress you out. Use it to
your advantage, and don't overdo it. The key is creating
balance and freeing up a little time so you can consistently
work on each part of your business.
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CHAPTER 3
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3.1: Your Perfect Business Model

Everyone comes into this journey with a vision in their
mind. What truly sets apart successful wedding businesses
from unsuccessful ones is having a unique and special
business model. Everyone's vision is unique. Some see a
big wedding photography business in multiple cities with
many photographers. Others see a wedding venue with all-
inclusive packages and an incredible team of dedicated and
passionate people. Your vision may be a small business
where you officiate and have an assistant to help with
scheduling. No matter your vision, we all want a business
that provides enough income to grow, live, and thrive while
doing what we love. The key that can ensure success when
building the foundation of your business is creating your
perfect business model. I don't mean there won't be
difficulties or problems when I say perfect. I'm simply
saying it's a business model that perfectly fits you, your
desires, your core values, and your growth strategy. It's a
business model specifically designed to scale to the size
you desire, and it produces the amount of income you want.
Your perfect business model caters to your client's needs
and aligns with every detail you envision. Let's explore how
to create a perfect wedding business model that sets you
apart from the competition and serves your vision.

Values
Values are the fundamental beliefs and principles that
guide behavior and decision-making. They are the
underlying motivators for why you do what you do in your 
business. Identifying your values is critical to building a
solid foundation for your business and ensuring that you
are operating in alignment with your personal and
professional beliefs.
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To begin identifying your values, ask yourself what is most
important to you in your business. Consider what motivates
you to do your work and what drives your decision-making.
Some common values for wedding businesses might
include:

- Creativity
- Authenticity
- Service
- Quality
- Compassion
- Sustainability
- Diversity
- Inclusivity

Once you have identified your values, it's important to
incorporate them into all aspects of your business, such as
your branding, marketing strategies, client interactions, and
even your internal processes and policies. By staying true
to your values, you will attract clients who share those
same beliefs and build a strong reputation for your
business.

Developing Your Vision
Your vision is a statement of what you aspire to achieve in
your business. It is a picture of your ideal future and serves
as a guide for your decision-making and goal-setting.
Developing a clear vision for your wedding business is
critical to staying focused on your goals and ensuring every
action moves you closer to achieving them.
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To develop your vision, consider where you see your
business in the next 5-10 years. What do you want to
achieve? What impact do you want to have on your clients
and your industry? Your vision should be ambitious but also
realistic and achievable with hard work and dedication.

Some examples of wedding business visions might
include:

To become my city's go-to wedding planner for
sustainable and eco-friendly weddings.
To be the authority crafting fun, inclusive, and diverse
wedding ceremonies and officiating large gatherings in
the Tri-City Area.
To create a unique and personalized wedding
experience for each client that reflects their values and
personalities.
To be recognized as the unique, cinematic videography
leader for intimate, destination weddings.
Once you have developed your vision, it is essential to
communicate it clearly to your clients and your team.
This will help align everyone around a shared purpose
and create a sense of excitement and motivation for
achieving your goals.

Your values and vision  set you apart from your competitors
and give potential clients a reason to choose your business
over others. Without a clear set of values and without
communicating your vision to potential clients, you blend
into a sea of boring wedding businesses that are just like
each other.
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To effectively integrate your values and vision into your
marketing, here's what you do:

Use your values to guide your branding and
messaging. Incorporate your values into your business
name, logo, tagline, and overall messaging. This will
help communicate what sets you apart from other
wedding businesses and attract clients who share your
values.

1.

  2.Highlight your vision in your marketing materials.     
     Use your vision statement as a centerpiece for your 
     website, social media profiles, and other marketing 
     materials that people immediately see when they look at 
     your branding. Consider creating a short introduction 
     video where you welcome, share your vision/passion, 
     and ask potential clients to reach out to learn more. 
     Place this video on your website and pin it to the top of 
     your social media accounts. A video like this can 
     instantly share your vision and build "know, like, and 
     trust," which will help communicate your long-term goals 
     and aspirations to potential clients and create a sense 
     of excitement around your business.

  3.Showcase your values and vision through your work. 
     Use your values and vision to guide your client 
     interactions, ceremony messaging, service offerings, 
     packages, and overall approach to your work. 
     Demonstrating your values and vision will help create a 
     consistent and authentic experience for your clients and 
     reinforce your values and vision in their minds.

  4.Use social media to share your values and vision. 
     Use social media platforms like Instagram, Facebook, 
     and Twitter to share stories, images, and insights that 
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     showcase your values and vision. Never blend into the 
     vast sea of ordinary wedding businesses. Be 
     unashamed and stand firm on your values/vision; you 
     will build a following quickly.

Identifying Your Niche
Standing out in a crowded market can be difficult in the
wedding industry. At first glance, so many people are doing
the same thing, and it can be challenging to differentiate
yourself from the competition. However, one way to set
yourself apart is by identifying a niche. By catering to a
specific demographic, offering a unique service, or creating
a signature experience, vendors can carve out their own
space in the industry and attract clients looking for
something different.

Identifying a niche is crucial to stand out in the wedding
industry. You will undoubtedly fade into the background if
you don't identify a niche. Even if other people are doing
things that are in the same category, being uniquely you
and sticking to your own creative way (your niche) sets you
apart. It allows you to offer a unique product or service not
readily available elsewhere. Doing so can attract clients
looking for something specific and willing to pay a premium
for it. For example, a wedding caterer specializing in vegan
cuisine can target clients committed to a plant-based
lifestyle. At the same time, a photographer who focuses on
elopements can cater to clients who want a more intimate
and personalized wedding experience. These are very
specific and are much easier to market than a wedding
planner who plans any wedding.

It is important to consider your personal interests and skills
to find your niche. What are you passionate about? What
unique skills or expertise do you bring to the table? By 
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focusing on what you are good at and what you enjoy
doing, you can offer a product or service that is authentic to
your values. For example, if you are a graphic designer who
loves watercolor painting, you could provide custom
watercolor invitations or save-the-dates that are
personalized and unique to each couple.

What if you don't have a skill? That's easy. Learn one!
Many coaches like me teach and offer programs that guide
you through years of experience in only a few months.
Education like this can change your life by teaching you a
desired skill that you can put your own spin on and make
uniquely yours. Students have changed their lives because
they listened and put in the work, and you can, too! Having
to learn a skill shouldn't stop you from identifying your
niche. Consider how you will be unique and what you will
bring to the table and find your niche.

It is also important to consider the needs of your potential
clients when identifying your niche. What are the gaps in
the market? What do couples need that no one is currently
offering? Look at your service area and figure out what's
missing. You can differentiate yourself from the competition
by identifying a need and offering a solution. You can even
become the only one offering a particular service or set of
skills in a geographical area. For example, if you notice that
only a few wedding vendors in your area offer sustainable
and eco-friendly options, you could focus on incorporating
environmentally friendly practices into your business model.

Once you have identified your niche, it is crucial to market
yourself accordingly. We've spoken about the Four Pillars
of Marketing. Use these techniques to create a marketing
plan that showcases your unique selling points and
highlights everything that sets you apart from the 
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competition. Use social media as the first line of
communication to share your business with the world. My
wedding business offered all-inclusive beach weddings and
got 30% of the leads from Instagram. My team would take
beautiful pictures of weddings on scenic beaches and
showcase our work to potential clients interested in beach
weddings. It doesn't have to be complicated; it just requires
consistency.

Crafting Your Unique Selling Proposition (USP)
A USP or Unique Selling Proposition is a statement that
explains what sets your wedding business apart from others
in the market. It should be clear and concise and highlight
your value to potential clients.

Here are some steps to crafting a USP that will help
your wedding business shine:

Step 1: Identify your target audience
Before crafting your USP, it's crucial to understand your
target audience. Hopefully, you have a good idea of your
customer avatar or ideal client from previous chapters. Now
it's time to be clear and understand who you are serving.
What do they value? What are their needs and pain points?
Understanding your target audience will help create a USP
that resonates with them.

Step 2: Analyze your competition
You need to know what your competition is doing to create
a USP that stands out. Analyze what they offer, how they
communicate their value, and what makes them unique.
Use this information to identify gaps in the market that your
wedding business can fill.
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Step 3: Highlight your unique strengths
What makes your wedding business unique? Do you have a
unique talent or skill that sets you apart? Do you offer a
particular service that your competitors don't? Identify your
individual strengths and use them to craft a USP
highlighting your value to potential clients.

Step 4: Keep it concise and memorable
Your USP should be short, sweet, and memorable. Think of
it as an elevator pitch that quickly communicates the value
you offer. Keep it to one or two sentences, and make sure
it's easy to remember.

Step 5: Test and refine
Once you have crafted your USP, test it on your target
audience. Ask your Creative Network for feedback and
make adjustments as necessary. Refine your USP until it
clearly communicates what sets your wedding business
apart from the competition.

Use this formula to craft your perfect USP:

(Remember that your USP doesn't have to match any
format or template exactly. It doesn't have to be short, but it
should be only enough text to explain your USP clearly.
Make it uniquely yours.)

Answer this question: What do you uniquely do,
create, or offer?

1.

Answer this question: Who/what does this benefit?2.
Answer this question: How does it benefit?3.
Put them together in a concise, clear sentence.4.
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Examples of effective USPs in the wedding industry:

  1. "We create personalized wedding experiences that 
     reflect your unique love story." This USP highlights the 
     value of a personalized experience and speaks to 
     clients who want their wedding to reflect their 
     individuality.
   
  2. "Our eco-friendly approach to wedding planning   
     ensures a sustainable celebration for you and the  
     planet." This USP appeals to clients who value 
     sustainability and want to minimize their environmental  
     impact on their wedding day.

  3. "We take care of every detail so you can enjoy a stress-
     free wedding day." This USP speaks to clients who want 
     a stress-free wedding planning experience and 
     highlights the value of expert assistance.

  4. "We create stress-free, picture-perfect beach weddings 
     with our all-inclusive packages. Our personalized 
     approach and attention to detail ensure that your beach 
     wedding is everything you've ever dreamed of and 
     more." This USP grabs the attention of couples looking 
     for a perfect beach wedding without the hassle of finding 
     everything and everyone to pull it off. It ensures the 
     couple that there will be consideration for the 
     personalization of the ceremony and that the vendor will 
     not miss details.

  5. "Creating personalized wedding cakes that taste as  
     good as they look." This USP emphasizes the 
     importance of taste and aesthetics in wedding cakes 
     and positions this baker as an expert in creating 
     personalized and delicious cakes tailored to each 
     couple's preferences and style
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Remember to keep your USP concise and memorable and
refine it as necessary to ensure it resonates with your
target audience. As your business progresses, you must re-
evaluate your USP to keep it current and up-to-date with
your business model.

Designing Your Service Packages

Once you've identified your niche and crafted your USP, it's
time to design your service packages. The names of your
service packages are a significant part of your overall brand
and marketing strategy. Your service packages should align
with your USP and cater to the needs of your ideal clients.
Consider what services you will offer, how you will price
them, and how you can create a seamless experience for
your clients. Design service packages tailored to your niche
and USP and create a unique and memorable experience
for your clients.

The first step in designing your service packages is
identifying the core services that you will offer. Depending
on your niche, these services may include wedding
planning, coordination, floral design, catering, photography,
videography, or other services. Some of you may have a
business that offers one service but multiple packages with
different levels of service. For instance, if you are a
wedding officiant, even though it's technically one service,
you will be offering packages that contain unique variables
such as travel, ceremony customization, custom vows,
certificate, length of service, planning calls, etc.
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Once you determine your core services and begin thinking
through the variables in your packages, consider your USP
and target market to determine what each package will
have. For example, if you specialize in beach weddings,
you may offer services such as ceremony design, beach
permit acquisition, officiating, decor, and special
ceremonies/rituals.

Offer packages at different price points, such as a basic,
mid-range, and premium package. This allows clients to
choose a package that fits their budget and preferences
while still receiving the same high-quality service. 

Now, let's name these packages!

Naming your wedding packages can be a fun and creative
process that allows you to showcase your business's
unique style and personality. Whether you choose to name
your packages with straightforward, descriptive titles or
more playful and creative names, keeping your branding
and target audience in mind is important.

If you want to portray a more traditional and professional
image for your wedding business, using straightforward
names that clearly communicate what each package
includes may be the best choice. For example, "Basic
Wedding Package," "Deluxe Wedding Package," or
"Platinum Wedding Package" are all clear and easy-to-
understand names that convey the level of service
provided.
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On the other hand, if your wedding business has a more fun
and whimsical vibe, consider naming your packages with
creative and playful titles. For example, "Lovebirds
Package," "Happily Ever After Package," or "Fairy Tale 
Wedding Package" all evoke a sense of romance and
playfulness that may appeal to a particular target audience.
This can be a great way to showcase your brand's
personality and differentiate your business from
competitors.

Ensure that the names of your packages are consistent with
your overall branding and messaging. If your wedding
business has a clear brand identity throughout, your
package names should align with that identity and reinforce
your brand's values and style.

Create Customizable Packages
After a few years of running a successful business, I was
reluctant to change anything. I didn't realize that change
would bring more income and happier customers. I had
always offered packages and wasn't interested in allowing
people to customize them. I thought that customization
meant headaches. I knew people would take advantage and
ask for things I couldn't provide. Well, I was wrong. Offering
custom packages doesn't mean you tell the world you can
do anything. It means you present a list of add-ons or
customizations they can pick to build their package. Not
only did it work out well, it allowed me to charge much
more.

Once you have identified your core service packages, 
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create customizable packages that cater to the specific
needs of your clients. Offering customizable packages
ensures your clients feel you're meeting their needs and
giving them personalized attention. As your business
grows, add to the service offerings and charge extra for
additional services and customized packages. The less a
couple has to do, think about, or handle, the more they are
willing to pay.

Price Your Packages Strategically
Pricing your packages can be challenging, but ensuring that
you are making a profit while remaining competitive in the
market is crucial. Consider factors like your costs, the time
and effort required for each service, and how much your
competitors charge when setting your prices. Refer to
Chapter 2 and the section "ON: The Power of Online
Presence" for details about pricing your services.

Once you have set your prices, be transparent with your
pricing and clearly communicate what each package
includes. Never charge hidden fees or surprise charges that
can leave your clients feeling frustrated and dissatisfied.
Have a meeting where you point out everything that will
cost them money and review the contract details to avoid
frustration.

Create a Seamless Experience
Finally, focus on creating a seamless client experience by
thoroughly handling all the details. Think through the entire
process and create a picture of what it would look like for a
customer to have a perfect experience. Write it down and
map out every touchpoint, every communication, every
thank you, and every special moment. Write down what you
want your customers to experience every single time.
Consider offering additional services, such as a 
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personalized wedding website, welcome gifts,
transportation, premarital counseling, invitation design,
reception photo booth, etc. that can enhance the overall
experience for your clients.

For a free list of industry-specific additional services that
you can offer for your wedding business, visit:
www.GrowMyWeddingBusiness.com/resources

Your clients are the lifeblood of your business. By ensuring
they have a positive and memorable experience, you can
build a loyal customer base and generate positive word-of-
mouth marketing.

Here are my tips for integrating a seamless experience
into your business model:

1. Communication
Clear and timely communication is essential for creating a
seamless experience. Ensure you are responsive to client
inquiries and provide clear and concise information about
your services, pricing, and availability. Set expectations for
communication throughout the planning process, and follow
up promptly on any questions or concerns, under-promise
and over-deliver. Under-promise doesn't mean not
promising much. It means making your promises incredible
and delivering 5-star service with kindness and
understanding, exceeding your client's expectations. By
doing this, you will leave a lasting impression.

It's also important to be flexible and accommodating to your
clients' needs. Consider offering options for virtual
consultations or meetings outside of regular business hours
to accommodate busy schedules.
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Another way to create a seamless experience for your
clients is to offer personalized touches throughout the
planning process and on the wedding day. This could
include handwritten notes, customized welcome packages,
or small gifts that align with your branding and the couple's
interests.

2. Personalization
Every client is unique, and by personalizing your services,
customizing your packages, and treating every client like
they are your only client, you can create a memorable
experience that sets you apart. Take the time to understand
your client's preferences, needs, and unique situations, and
tailor your services to meet them. Consider offering
customization options or add-ons as you learn about other
needs they may have or other vendors who have dropped
the ball. This will enhance the client's experience even
more.

3. Organization
Organization is critical to ensuring a seamless experience.
Use tools like calendars, checklists, and templates to keep
track of important dates and information and keep your
clients informed and on track throughout the planning
process. I recommend using a CRM like HoneyBook to
collect and keep track of client information. Software like
this will allow you to keep track of customer
communications, contracts, dates, inquiries, and more.

4. Attention to detail
Weddings are complex events with many moving parts, and
by paying close attention to the details, you can ensure a
smooth and seamless experience for your clients. Double-
check everything from contracts and timelines to vendor
arrangements and seating charts, and do your best to
execute all aspects of the event flawlessly.
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5. Follow-up
After the event, follow up with your clients to ensure they
were satisfied with the experience and to gather feedback.
This can help you identify areas for improvement and build
a relationship with your clients that can lead to repeat
business and referrals. Send handwritten thank you notes
to clients and create an easy way, like a QR code or a
button on your website, for them to leave a review on your
Google Business Profile.

Evaluating and Evolving Your Business Model
Creating a perfect wedding business model is not a one-
time task. As your business grows and evolves, you may
need to reevaluate and refine your model to stay
competitive and relevant. After you understand your perfect
business model, it's time to take action and create your
business. If you feel overwhelmed, concentrate on one task
at a time and work on it until you finish it; it doesn't have to
be perfect. Remember, your business is a living thing, and
your business model is just a blueprint for serving the
public and making a profit based on the information you
collect. It will need your regular attention to remain healthy.
Keep an eye on business metrics, such as revenue and
client satisfaction, to identify areas for improvement. Use
this information to evolve your business model and service
offerings to meet the changing needs of your clients and
the market. Don't stress about all of the data. Use what you
know, implement it, do your best, continue learning, and
have fun!
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3.2: It’s Raining Leads: Customizing Your Lead
Generation

Generating leads is the lifeblood of any wedding business.
This will be something that consumes your mind for a little
while because it’s how you make money. To have a thriving
business, you must have good cash flow; to have good
cash flow, you must have great lead generation. However,
not all leads are created equal. Some may be a perfect fit
for your business, while others may not be a good match.
To maximize the return on investment of your lead
generation efforts, it's important to customize your lead
generation approach. Identifying the right leads for your
business can be the difference between struggling and
thriving.

I won't be covering every single lead generation tool here.
Instead, I want to provide you with three foundational steps
that you must take to get massive leads. These practical
and effective techniques that you can easily implement can
give you more leads than you can handle if done correctly.
These are the primary strategies that I recommend for
increasing traffic to your business, no matter what stage of
business you are in. My goal is to ensure that you benefit
from this book and achieve tangible results.

Google Business Profile
The first thing that you should do when you are ready to
market your business is claim your Google Business
Profile. This will get your business in the Google Maps
results even if you don’t have a website. People in your
area searching for your type of business will find your
profile and be able to connect with you.

When you create your Google Business Profile, make sure 
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you identify what industry you’re in and what you do. Your
business profile has a section called “business category”
that has choices like “Wedding Services” or “Wedding
Venue.” It is very important to choose one of these
categories. Pick the closest match, even if it doesn’t match
your title. This selection is how Google categorizes your
business among millions of businesses. With its prominent
placement in Google search results, a well-optimized
Google Business Profile can help you reach more potential
clients and increase your chances of converting them into
paying customers.

To start getting leads through Google Business Profile,
there are several steps you need to take:

  1. Claim/Verify: The first step is to claim and verify your  
     business profile on Google. It is possible to claim your 
     listing and not verify it. Your listing must be verified to 
     be found when people search. Once you claim your 
     listing, Google will give you access to manage your 
     profile and ensure that all the information displayed is 
     accurate and up-to-date. Fill it out in detail.

  2. Optimize: Make sure that your profile is complete and 
     optimized for search. This includes adding a detailed 
     description of your business, high-quality images, and 
     videos, your business hours, contact information, and a 
     link to a beautiful website with calls to action.

  3. Reviews: Positive reviews can significantly impact your 
     business’s reputation and increase your chances of 
     generating leads. If you don’t have any customers yet, 
     ask a family member who knows you to write an honest 
     review about your character and personality. It’s ok as 
     long as the review doesn’t lie and say that they hired 
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     you, unless they did. When you get customers,   
     encourage your satisfied clients to leave a review on 
     your Google Business Profile by providing a link to your 
     profile in your follow-up emails and on your website. 
     Within your business profile, there is a link that you can 
     copy and share that will automatically open up a window 
     on your client's computer or phone to write a review 
     about your business.

  4. Keywords: Use relevant keywords in your business 
     description and other sections of your profile. Keywords 
     refer to the words or phrases that potential customers 
     might use when searching for a business like yours. 
     These keywords should be relevant to your business 
     and should appear throughout your Google Business 
     Profile such as in your business name, business 
     description, services, posts, and reviews (ask customers 
     who leave a review to include certain keywords.) 

     Some examples of keywords for a wedding business     
     might include "wedding venue," "wedding planner,"  
     "bridal shower," "wedding catering," and "wedding 
     photography." By optimizing your profile with relevant 
     keywords, you can improve your visibility in search 
     results and attract more potential customers to your 
     business. This will help Google understand what your 
     business is about improving your ranking in search 
     results.

  5. Monitor and Respond: It’s essential to monitor your 
     reviews regularly and respond promptly to any negative 
     reviews. The Google Maps mobile app and Google 
     Search makes monitoring and responding to reviews on 
     the go easy. By responding to reviews, you demonstrate 
     that you value your clients' feedback and increase your 
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     visibility on Google. Google favors businesses that are 
     active and engaged with their customers and 
     responding to reviews can improve your search   
     rankings.

  6. Use Google Posts: Increase visibility by regularly 
     posting updates, offers, and announcements on Google 
     Business Profile. These posts show up on the profile 
     and in Google search results, providing potential clients 
     with up-to-date information about your business. It's
     important to post regularly to keep your profile active 
     and engage with potential clients. Additionally, these 
     posts can include keywords and relevant hashtags to 
     optimize visibility and attract more leads.

  7. Use Google Messaging: Google Messaging is a 
     feature that allows potential clients to send you a 
     message directly from your business profile. 
     Responding promptly to messages can help you build 
     trust and increase your chances of generating leads.

Website Lead Sources
I truly believe that there are many great ways to generate
leads for your wedding business. However, from my
experience, there is no better way to get leads than what I
am about to tell you. Remember that I have owned several
successful businesses, one of which was a digital agency
that specialized in organic website traffic and design. I’ve
helped e-commerce companies go from $0 to $250k per
month and home service-based companies go from $0 to
$25k per month in sales from organic and paid traffic to
their website. I’m telling you all this because I want you to
understand that this can work for your business. It can be
the most valuable asset and effective tool for your business
if you don’t skip steps and follow the map I’m about to give
you.
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So what is it? 

It is a beautiful website that clearly shows your values,
educates the client on your service benefits, and attracts
your target audience. Your website can generate more
leads than any other online source when armed with great
content and a well-planned design that walks potential
customers through unique calls to action and sales
workflows.

There are many ways to generate leads from your wedding
business website. But before you begin getting leads, you
must ensure your website is a step above the rest. You
must take steps to ensure your website will outshine and
outperform others in the same category.

Do you remember the silly story about Mr. Grumbleton that
I told in the introduction of this book? Websites are a great
example of something that I thought I knew a lot about.
Early in my business experience, I built several websites
that performed decently, and I wanted to continue doing
things as I was used to. When a very qualified person tried
to teach me how to map out, structure, and build websites
properly, I was reluctant to listen. Fortunately, one day, it
hit me between the eyes after I saw how successfully this
qualified friend’s website was performing.

The information you’re about to read is life-changing. It was
taught to me by someone who built an online
marketing/website/SEO structure from the ground up for a
company that sold tens of millions of dollars online. Now,
don’t get overwhelmed with the thought of insanely
complicated programming and coding because there is
none of that. I took all of the training from that experience
and turned it into a much easier process that anyone willing 
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to put in a reasonable amount of time can learn and
execute for their own business.

When you’re building your website or if you just want to do
a checkup, follow this checklist to make sure it has all of
the tools necessary for high performance:

     Start with a sitemap and a well-thought-out template.

     Take professional-looking photos or hire someone that 
     can.

     Use more videos. This builds (KLT) “know, like, & trust” 
     faster.

     Ask people to take action. We call this a “call to action.”

     Create actual forms with needed information. No generic 
     forms.

     Write real content from YOU. No filler information.

     Tell people your prices for most of your services & 
     packages.

     Communicate well. Do what you say. Fulfill promises.

     Create a lead magnet.

Ok, let’s talk about each one of these in detail.

A Sitemap & Template Built to Close Sales
A well-designed website is crucial for any wedding business
wanting to attract and convert more couples. However,
simply having a website is not enough. You need a sitemap
and template built to close sales.
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To start, you need to understand your target audience and
their needs. This will help you craft a sitemap that is easy
to navigate and provides the necessary information for
couples to make informed decisions about your services.
Consider including pages such as About Us, Services,
Pricing, Reviews, and Contact Us.

Once you have your sitemap in place, it's time to create a
template that will make your website stand out from the
competition. Your template should reflect your brand, be
visually appealing, and be easy to use and navigate. Use
high-quality images and videos to showcase your work and
create a sense of trust and credibility with potential clients.

Make sure to optimize your template for mobile devices, as
more and more couples are using their smartphones and
tablets to research and book wedding services. Your
website should load quickly, be easy to read on smaller
screens, and have clear calls to action.

To increase the effectiveness of your sitemap and template,
consider adding elements such as client testimonials, social
proof, and a blog. These can help build trust with potential
clients and demonstrate your expertise and knowledge in
the industry.

Finally, don't forget to track your website's performance and
make adjustments as needed. Use analytics tools to
monitor traffic, bounce rates, and conversion rates. This
data can help you identify areas where your website can be
improved and help you optimize your sitemap and template
to close more sales and attract more couples to your
wedding business.
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High-Quality Images that are Yours
In the wedding industry, visual appeal is everything. When
couples visit your website, they want to see stunning
images of the services you offer. However, it's not just any
images that will suffice. High-quality images that are
actually of you and your services are what you need. This
means investing in professional photography to capture
your work, your team, and your events. 

Why is this important? First and foremost, it helps you
stand out from the competition. Stock images may be
tempting, but they lack the personal touch that real images
of your work can provide. Couples want to see the real
deal, not generic photos that could be found on any other
wedding website. 

In addition, having your own high-quality images can help
build trust with potential clients. It shows that you are proud
of your work and willing to invest in showcasing it in the
best possible light. This level of transparency can go a long
way in making couples feel comfortable with hiring you for
their big day.

Moreover, owning the rights to your images means you can
use them across all your marketing channels without fear of
copyright infringement. This includes social media, online
ads, and print materials. You won't have to worry about the
legal repercussions of using someone else's work without
permission. 

Overall, investing in high-quality images of your work can
significantly impact the success of your wedding business.
It helps you stand out, build trust, and use your images to
benefit your marketing efforts.
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Video
In today's digital age, video has become one of the most
effective ways to market a business online, and wedding
businesses are no exception. Video allows you to showcase
your services in a way that static images simply cannot. It
gives potential clients a more in-depth and immersive look
at what you have to offer and can significantly improve your
website's overall look and feel.

Video is a powerful tool for setting yourself apart from the
competition, especially in the wedding industry, where
couples are looking for unique and memorable experiences.
By creating videos that showcase your services, you
demonstrate why your business is the best choice for their
special day.

Moreover, video is more likely to attract and engage
potential clients, leading to better conversion rates.
According to a recent study, website visitors are 64-85%
more likely to make a purchase after watching a video.
Having a video of yourself (above the fold) on the
homepage of your website introducing yourself, why you’re
passionate about your business, what you do, and a call-to-
action for the customers so they can take the next step will
convert more potential customers into paying customers.

But it's not just about having any video on your website. It's
essential to create high-quality videos that showcase your
business in the best possible light. Invest in a professional
videographer who can capture the essence of your
services, style, and brand. Ensure your videos are well-
scripted, well-produced, and professionally edited to align
with your overall brand image. If you want a video of
yourself and you can’t pay a pro just yet, use a phone with
a high-quality camera and have a friend hold it while you
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stand in great natural light. New phones have great camera
capabilities for getting a 60-second clip of your intro.

Incorporating video into your wedding business website can
be a game-changer for your online marketing efforts. It sets
you apart from the competition, attracts and engages
potential clients, and converts them into loyal customers.
So, if you're not already using video in your marketing
strategy, it's time to start thinking about how you can
incorporate it into your website and social media channels.

Call to Action
In the world of marketing, a call-to-action (CTA) is a
powerful tool that can significantly impact the success of
your wedding business. A CTA is a prompt or statement
that encourages your website visitors to take a specific
action, such as contacting you, booking a consultation, or
making a purchase. It serves as a guide, leading potential
customers through the conversion funnel and ultimately
converting them into paying clients.

Writing a compelling CTA is key to effectively capturing the
attention and interest of your website visitors. Here are
some tips to help you craft a strong and persuasive call to
action:

1. Be Clear and Specific: Your CTA should clearly state
what action you want your visitors to take. Use action-
oriented language that is concise and straightforward. For
example, "Book a Free Consultation," "Get a Quote Today,"
or "Contact Us Now."

2. Create a Sense of Urgency: To prompt immediate
action, incorporate urgency into your CTA. Encourage 
potential clients to act now by using phrases such as
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 "Limited Time Offer," "Exclusive Deal," or "Act Fast."

3. Offer Value: Highlight the benefits or value that
customers will gain by taking the desired action. Explain
how your product or service will solve their wedding needs
or make their special day even more memorable.

4. Use Eye-Catching Design: Make your CTA visually
appealing and easily noticeable on your website. Use
contrasting colors, bold fonts, or buttons to draw attention
to your call to action. Business owners often make the
mistake of making buttons/CTAs pretty instead of very
visible. This can lead to lost sales. Make a CTA stand out.

5. Place CTAs Strategically: Position your CTAs
strategically throughout your website, ensuring they are
visible and accessible. Place them on key pages such as
your homepage, services page, and blog posts. Consider
using slide-ins or sticky headers to make your CTAs more
prominent. Place important CTAs above the fold if possible
to increase the chance of non-scrollers clicking.

6. Test and Optimize: Continuously test and optimize your
CTAs to maximize their effectiveness. Experiment with
different wording, colors, placements, and designs to see
what resonates best with your target audience. Use
analytics tools to track the performance of your CTAs and
make data-driven decisions to improve conversion rates.

By incorporating strong and well-placed CTAs on your
wedding business website, you can effectively guide
potential customers toward taking the desired actions. This
can lead to increased conversions, bookings, and,
ultimately, more customers for your business.
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Remember, a compelling call to action is just the first step.
Once customers respond to your CTA, ensure you deliver
on your promises promptly and professionally. A seamless
and positive customer experience will solidify their decision
to choose your wedding business and increase the
likelihood of future referrals and repeat business.

Non Generic Forms
Forms play a crucial role in capturing information from
potential customers and streamlining your workflow.
However, using generic forms that ask for basic information
like name, email, and comments may not provide the
insights you need to qualify leads effectively. To optimize
your form submissions and ensure that you gather the right
information upfront, it's essential to create non-generic
forms that serve a specific purpose.

By customizing your forms with targeted and specific
questions, you can gather valuable data that helps you
qualify leads and determine if they are a good fit for your
wedding business. Here are some key considerations for
creating non-generic forms:

1. Identify your specific goals: Before designing your
form, clearly define your objectives and the information you
need to qualify potential customers. Consider the specific
details that are essential for your decision-making process,
such as event date, budget range, preferred services, or
specific requirements.

2. Craft tailored questions: Once you have identified your
goals, tailor your form questions accordingly. Ask specific,
open-ended questions that prompt potential clients to
provide detailed responses. For instance, instead of simply
asking for a budget range, ask about their desired 
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investment or any specific budget constraints they may
have.

3. Prioritize relevant information: Arrange your form
questions in a logical order, starting with the most crucial
details. This ensures that you gather the essential
information upfront without overwhelming the customer.
Structure your form to progressively capture additional
details as the potential client moves through the process.

4. Streamline the form experience: Make the form
submission process user-friendly and intuitive. Use a clean
and visually appealing design, provide clear instructions,
and minimize the number of required fields. Strive for a
balance between gathering valuable information and not
burdening the user with an overly complex form.

5. Automate data collection: Integrate your form with a
customer relationship management (CRM) system or a
database that allows for automated data collection and
organization. This eliminates the need for manual data
entry and ensures that all information is captured
accurately and efficiently.

By implementing non-generic forms in your wedding
business website, you can achieve several benefits:

Efficient lead qualification: Non-generic forms allow
you to gather essential details upfront, helping you
quickly assess if a potential customer aligns with your
services and meets your criteria. This saves time by
eliminating the need for follow-up calls or emails to
gather basic information.

Improved customer experience: Customized forms 
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     show your dedication to understanding your clients' 
     unique needs. By asking specific questions, you 
     demonstrate your attention to detail and commitment to 
     providing personalized solutions.

Streamlined workflow: With comprehensive form
submissions, you have all the necessary information at
your fingertips. This enables you to prioritize leads,
allocate resources effectively, and tailor your responses
to better meet the client's needs.

Enhanced targeting and segmentation: The data
collected through non-generic forms can help you
segment your leads and tailor your marketing efforts. By
understanding your clients' preferences and
requirements, you can create targeted campaigns that
resonate with their specific needs.

Remember, while non-generic forms can provide valuable
insights, it's important to strike a balance between
gathering detailed information and not overwhelming
potential customers. Keep the form submission process
user-friendly and concise, respecting their time and
attention.

Real Information
This section is one of my favorites in this chapter because
it will set you apart faster than almost anything else.
Nowadays, people starting businesses throw a website up
and forget details that make a difference. It's essential to
stand out from the competition and establish a genuine
connection with potential clients. One powerful way to
achieve this is by providing real information on your website
rather than relying on generic industry content that lacks
personality and authenticity. By taking the time to 
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craft your own content and ensuring its quality through tools
like Grammarly, you can effectively communicate your
unique value proposition and build trust with your audience.

When it comes to sharing information about your business,
your services, and yourself, here's why real information
trumps filler content:

Authenticity and Differentiation: Your clients want to
connect with the real you, not just a generic
representation of your industry. By writing your own
content, you can infuse it with your personality, values,
and passion for your work. This authenticity sets you
apart from competitors and helps potential clients
develop a deeper understanding of what makes your
wedding business unique.

Personal Touch and Storytelling: Real information
allows you to share your journey, expertise, and the
story behind your business. This personal touch
engages your audience on an emotional level, helping
them relate to you and develop a sense of trust. By
sharing anecdotes, testimonials, and examples of your
work, you can paint a vivid picture of the experience
clients can expect when working with you.

Clear Communication of Services: Generic industry
content often fails to provide specific details about the
services you offer. By writing your own content, you can
articulate the benefits and features of each service,
address potential concerns or questions, and
demonstrate your understanding of the unique needs of
your target audience. This clarity and specificity give
potential clients confidence in your ability to deliver
what they are looking for.
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Search Engine Optimization (SEO): Crafting your own
content allows you to naturally incorporate relevant
keywords and phrases that are specific to your wedding
business. This helps improve your website's visibility in
search engine results and attracts organic traffic from
individuals actively seeking the services you provide.
Genuine, well-written content is more likely to be
rewarded by search engines and resonate with your
target audience.

While hiring a cheap content writer may seem like a cost-
effective solution, it often results in generic, low-quality
content that fails to capture the essence of your business.
By writing your own content and utilizing tools like
Grammarly for editing and proofreading, you can ensure
that your message is clear, well-crafted, and free of
grammatical errors. This investment in quality content pays
off by creating a lasting impression and attracting the right
clientele.

To create real, compelling content, consider the
following tips:

1. Know Your Audience: Understand the needs, desires,
and pain points of your target audience. Tailor your content
to address their specific concerns and showcase how your
services can fulfill their requirements.

2. Showcase Your Expertise: Highlight your qualifications,
certifications, industry experience, and any unique skills or
approaches you bring to your wedding business. Establish
yourself as a trusted authority in your field.

3. Inject Personality: Infuse your content with your own
voice and personality. Share your story, values, and 
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passion for what you do. This helps potential clients
connect with you on a deeper level.

4. Provide Social Proof: Incorporate testimonials, reviews,
and case studies from satisfied clients to build credibility
and demonstrate the real-world impact of your services.

5. Continuously Improve: Regularly review and update
your content to ensure its accuracy, relevance, and
effectiveness. Stay up-to-date with industry trends and
adapt your messaging accordingly.

By embracing real information in your marketing efforts, you
create a strong foundation for building meaningful
connections with potential clients. Through authenticity,
personalization, and clear communication, you establish
trust, differentiate your business, and attract couples who
resonate with your business and are a natural fit for your
services.

Pricing Correctly
One of the critical decisions wedding business owners face
is whether to openly share their prices or keep them hidden
until potential clients inquire. While there are valid
arguments for both approaches, it's essential to evaluate
the benefits and drawbacks to determine what strategy
works best for your specific offerings. Let’s talk about the
advantages of transparency in pricing for competitive
services and packages and the considerations for unique
offerings.

Transparency for Competitive Services and Packages:
In a highly competitive market, openly sharing your prices
can give you an edge by showcasing the value and
affordability of your services.
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Here's why:

   a) Establishes Trust and Transparency: By providing   
   clear and upfront pricing information, you create a sense 
   of trust and transparency with potential clients. They 
   appreciate knowing what to expect and feel confident 
   there won't be any surprises or hidden fees later on.

   b) Filters Out Incompatible Clients: Sharing your prices 
   allows potential clients to prequalify themselves based on 
   their budget. This saves both parties time and effort, as 
   you can focus on working with couples who align with 
   your pricing structure and have a realistic understanding 
   of the investment involved.

   c) Demonstrates Confidence in Your Value: 
   Transparent pricing demonstrates your confidence in the 
   quality and value of your services. When potential clients 
   can easily compare your prices to your competitors; it 
   becomes easier for them to recognize the unique benefits 
   and offerings you bring to the table.

Considerations for Unique Packages and Services:
While transparency in pricing is generally beneficial, there
may be instances where it makes sense to withhold specific
pricing information, especially for unique packages and
services that set you apart from the competition. Here's
why:

   a) Customized Experiences: Unique packages and 
   services often involve personalized elements tailored to 
   each couple's specific preferences and requirements. 
   Pricing can vary significantly based on the intricacies 
   involved, making it challenging to provide a 
   one-size-fits-all approach. Instead, you can highlight the   
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   unique value and benefits of these offerings and 
   encourage potential clients to inquire about customized 
   pricing.

   b) Establishing Value and Exclusivity: By not openly 
   sharing prices for exclusive or bespoke packages, you 
   create an air of exclusivity and elevate the perceived 
   value of your services. This approach can appeal to 
   couples seeking a luxury experience and willing to invest 
   more for a customized and personalized wedding.

   c) Facilitating Consultations: Withholding pricing 
   information for unique offerings can encourage potential 
   clients to reach out for consultations. This allows you to 
   have direct interactions, understand their vision and 
   requirements, and provide personalized recommendations 
   that align with their budget. It also provides an 
   opportunity to showcase the value you bring beyond the 
   price tag.

Regardless of whether you choose to openly share your
prices or not, consider these best practices:

1. Highlight Your Value Proposition: Emphasize the
unique benefits, exceptional customer service, and
expertise you offer that differentiate you from competitors.
Focus on the value clients receive when they choose your
wedding business.

2. Provide Price Ranges or Starting Points: If you opt for
transparency, consider offering price ranges or starting
points to give potential clients a general idea of what to
expect. This helps them gauge whether your services align
with their budget without disclosing specific figures.
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3. Customize Your Approach: Tailor your pricing
communication strategy to suit your specific target
audience and market segment. Understand their
preferences and concerns to effectively address them in
your pricing discussions.

4. Offer Clear Next Steps: Whether you share prices
upfront or not, always provide clear instructions on how
potential clients can reach out for more information or
schedule a consultation. Make it easy for them to take the
next step in the booking process.

Ultimately, the decision of whether to share your prices
openly or not depends on your business model, target
audience, and unique offerings. By weighing the benefits of
transparency against the considerations for unique
packages, you can determine the best approach for your
wedding business. Remember that transparency in pricing
builds trust, allows for efficient filtering of clients, and
demonstrates confidence in your value. However, for
unique offerings, withholding specific pricing information
can add an element of exclusivity and facilitate
personalized consultations.

Regardless of your chosen approach, always highlight the
value you provide, communicate your unique selling points,
and guide potential clients toward the next steps in the
booking process. By striking a balance between
transparency and exclusivity, you can effectively cater to
the needs of your target audience and close more sales in
your wedding business.

Remember, every decision regarding pricing and
communication should align with your overall brand strategy
and target market. Regularly evaluate the effectiveness of 
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your pricing approach and be open to adapting it based on
client feedback and market trends. With a thoughtful and
strategic approach to pricing, you can attract the right
clients, maximize your revenue, and ensure a successful
and profitable wedding business.

Great Communication
Effective communication is key to securing potential clients
and building a positive reputation. When visitors land on
your website, it's crucial to provide them with clear and
accessible channels to reach out to you. Whether it's
through phone calls, messaging platforms, or contact forms,
your website should emphasize prompt and reliable
communication. Don’t make them guess how to get in touch
with you for specific CTAs.

First and foremost, it's essential to respond to inquiries and
messages in a timely manner. Potential clients who reach
out to you are actively seeking information and assistance,
and a delayed response can create frustration and lead
them to explore other options. Set expectations for
response times and clearly communicate them on your
website. For example, you can mention that you typically
respond within 24 hours or provide an estimated timeframe
based on your availability. Doing so shows respect for their
time and demonstrates your commitment to providing
exceptional customer service.

Consistency and reliability are key when it comes to
fulfilling promises made during the initial communication. If
you offer specific services, discounts, or special offers on
your website, delivering on those promises is crucial.
Failure to do so can result in disappointment, negative
reviews, and a damaged reputation. It's important to
remember that potential clients will judge your wedding 
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business based on their initial interactions with you,
including your communication performance and response
time. By consistently following through on your
commitments, you establish trust and credibility, which are
vital for building long-term relationships with clients. 

Furthermore, effective communication extends beyond the
initial contact. Maintaining open communication lines is
crucial as you progress through the wedding planning
process with clients. Respond promptly to questions,
provide progress updates, and proactively address any
concerns or changes. Keeping clients informed and
involved creates a sense of trust and reassurance, making
them feel valued and confident in your services.

You can create a positive impression and differentiate
yourself from competitors by prioritizing prompt
communication, setting clear expectations, and consistently
fulfilling promises. Potential clients are more likely to
choose a wedding business that demonstrates reliability,
responsiveness, and professionalism. Make it a priority to
invest in effective communication strategies and systems to
ensure that every interaction leaves a lasting positive
impression.

Remember, word-of-mouth referrals and online reviews play
a significant role in the success of your wedding business.
By excelling in your communication practices, you increase
the likelihood of securing clients and lay the foundation for
positive testimonials and recommendations that can further
boost your reputation and attract new business
opportunities.

High Value Lead Magnet
A powerful tool that can help you attract and convert 

103

3.2 It’s Raining Leads

CREATING SOMETHING SPECIAL



potential clients is a high-value lead magnet. A lead magnet
is an irresistible offer or piece of content that you provide to
your website visitors in exchange for their contact
information, typically their email address. It serves as a
valuable incentive to entice them to engage with your
business and start a relationship with you.

The purpose of a lead magnet is two-fold: to provide value
to your potential clients and to help you build a targeted
and engaged email list. By offering something of genuine
value, you position yourself as an expert in your field and
establish trust with your audience. Additionally, collecting
email addresses allows you to nurture leads over time,
provide further value, and guide them toward making a
purchasing decision.

When it comes to creating a high-value lead magnet for
your wedding business, the possibilities are endless. Here
are a few examples:

1. Wedding Planning Checklist: Offer a comprehensive
checklist that guides couples through the various tasks and
decisions involved in planning their wedding. This resource
can help them stay organized and reduce stress throughout
the planning process.

2. Wedding Inspiration Guide: Create a visually appealing
guide filled with stunning images and creative ideas for
different aspects of a wedding, such as themes,
decorations, and attire. This guide can spark inspiration
and help couples envision their dream wedding.

3. Budgeting Spreadsheet: Provide a customizable
spreadsheet template that helps couples manage their
wedding budget effectively. This practical tool can assist 
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them in tracking expenses, allocating funds and staying
within their budgetary constraints.

4. Vendor Selection Guide: Offer a detailed guide that
outlines the important considerations and questions to ask
when choosing wedding vendors. This resource can help
couples make informed decisions and select the best
professionals for their specific needs.

When implementing a lead magnet on your website, it's
important to make it easily accessible and compelling to
your visitors. Place prominent call-to-action buttons or
forms on strategic pages of your website, such as your
homepage, blog posts, or dedicated landing pages. Clearly
communicate the value of the lead magnet and explain how
it will benefit your potential clients. Additionally, ensure that
the process of accessing the lead magnet is seamless, with
automated email delivery or instant download options.

Once you have captured a potential client's email address
through the lead magnet, it's crucial to nurture the
relationship through a well-planned email marketing
strategy. Provide regular valuable content, such as tips,
advice, and exclusive offers, to keep them engaged and
interested in your services. Use email automation to
personalize and streamline your communication, ensuring
that each email resonates with the recipient.

A high-value lead magnet can significantly impact your
wedding business by attracting quality leads, establishing
your expertise, and nurturing relationships with potential
clients. It helps you build a strong foundation for future
sales and conversions while providing genuine value to
your audience. Invest time and effort into creating
compelling lead magnets that align with your target 
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market's needs and interests, and watch as your email list
grows and your business flourishes.

FREE RESOURCE!

Since we just spoke about lead magnets, I want to give you
an example of a great lead magnet that you are free to copy
and use. That’s right; I just gave you permission to use the
following copy for your own lead magnet. This is such a
valuable tool; I hope it helps tremendously!

I’m going to give you #1 from above, “Wedding Planning
Checklist.”

About the Lead Magnet
Planning a wedding can be an exciting yet overwhelming
experience for couples. As a wedding professional, you can
provide valuable assistance and establish yourself as a
trusted resource by offering a comprehensive Wedding
Planning Checklist. This lead magnet will help engaged
couples stay organized and on track and position you as a
wedding expert.

Benefits for those who download it:

1. Streamline the Planning Process: The Wedding
Planning Checklist serves as a step-by-step guide, ensuring
that couples don't miss any important tasks or deadlines. It
helps them stay organized, reduces stress, and keeps them
on schedule throughout the planning journey.

2. Simplify Decision Making: With so many decisions to
make, couples can easily feel overwhelmed. The checklist 
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breaks down the planning process into manageable
sections, providing clarity and guidance on various aspects
such as venue selection, vendor bookings, guest list
management, and more.

3. Ensure Nothing is Overlooked: The checklist covers all
the essential elements of wedding planning, from booking
vendors to finalizing the wedding day timeline. It includes
details that couples might overlook or forget, ensuring that
every important aspect is considered and accounted for.

4. Personalization and Customization: The Wedding
Planning Checklist can be customized to include specific
tasks and considerations that align with your wedding
business and expertise. By tailoring the checklist to your
niche and market, you can provide valuable insights and
recommendations unique to your services.

Where you can use the lead magnet:

1. Website Lead Capture: Offer the Wedding Planning
Checklist as a free download on your website in exchange
for visitors' email addresses. Create an attractive landing
page that highlights the benefits and value of the checklist
and includes a clear call-to-action for visitors to subscribe
and receive their copy.

2. Social Media Promotion: Use your social media
platforms to promote the Wedding Planning Checklist as a
valuable resource for engaged couples. Create visually
appealing graphics or short videos that showcase the
checklist's highlights and direct interested individuals to
your website to access it.
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3. Email Marketing: Include the Wedding Planning
Checklist as a bonus for subscribers of your email
newsletter. Send periodic emails providing wedding
planning tips, advice, and further resources, reinforcing
your expertise and building a relationship with potential
clients.

4. Collaboration Opportunities: Collaborate with other
wedding professionals and vendors to expand the reach of
your lead magnet. Offer the Wedding Planning Checklist as
a bonus for their clients or as part of joint promotions,
increasing its exposure to a wider audience.

HERE IT IS!

Wedding Planning Checklist

Congratulations on your engagement! Planning your dream
wedding can be an exciting and memorable experience. To help
you stay organized and ensure that no detail is overlooked, here
is a comprehensive Wedding Planning Checklist:

12-18 Months Before the Wedding:
☐ Set the wedding date and time.
☐ Determine the wedding budget.
☐ Create a guest list.
☐ Research and book the wedding venue.
☐ Hire a wedding planner or coordinator (if desired).
☐ Start gathering inspiration and ideas for your wedding theme  
    and style.
☐ Begin researching and booking wedding vendors:
   - Photographer/Videographer
   - Caterer
   - Florist
   - DJ/Band
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   - Officiant
   - Wedding attire (Bride, Groom, Bridal Party)
   - Hair and Makeup Artist
   - Wedding Cake/Baker
   - Transportation
   - Decor and Rentals

9-12 Months Before the Wedding:
☐ Finalize the guest list.
☐ Choose and order wedding invitations and stationery.
☐ Book accommodations for out-of-town guests.
☐ Schedule engagement photo session.
☐ Research and book:
   - Ceremony and reception musicians
   - Wedding Officiant
   - Wedding Attire (accessories, shoes, etc.)
   - Wedding Rings

6-9 Months Before the Wedding:
☐ Select and order bridesmaid and groomsmen attire.
☐ Plan the rehearsal dinner.
☐ Begin creating a wedding day timeline.
☐ Start planning the honeymoon.
☐ Research and book:
   - Wedding favors
   - Wedding transportation
   - Wedding rentals (chairs, tables, etc.)
   - Wedding day accessories (guest book, unity candle, etc.)
   - Wedding ceremony and reception décor
   - Wedding day signage

3-6 Months Before the Wedding:
☐ Send out save-the-date cards.
☐ Choose and order wedding cake.
☐ Arrange for wedding day transportation.
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☐ Schedule dress fittings.
☐ Plan the wedding ceremony and reception:
   - Select readings, vows, and music.
   - Choose wedding ceremony and reception layout.
   - Plan seating arrangements.
   - Design and print wedding programs.

1-3 Months Before the Wedding:
☐ Send out wedding invitations.
☐ Confirm final guest count with caterer.
☐ Finalize the wedding day timeline.
☐ Purchase wedding accessories and décor.
☐ Attend pre-wedding appointments:
   - Final dress fitting
   - Hair and makeup trials
   - Marriage license application

2-4 Weeks Before the Wedding:
☐ Follow up with any remaining RSVPs.
☐ Confirm all vendor bookings and details.
☐ Finalize seating arrangements and create place cards.
☐ Attend the final dress fitting and pick up wedding attire.
☐ Review and finalize the wedding day timeline with vendors 
    and wedding party.

1 Week Before the Wedding:
☐ Pack for the honeymoon.
☐ Confirm final details with all vendors.
☐ Delegate wedding day responsibilities to trusted family and 
    friends.
☐ Rehearse the ceremony with the wedding party.
☐ Give final guest count to caterer and venue.

Wedding Day:
☐ Relax, enjoy, and cherish your special day!
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Remember, this Wedding Planning Checklist is a general guide.
Feel free to customize it to suit your unique needs and wedding
vision. Happy planning, and may your wedding day be
everything you've dreamed of!

I hope this helps! Use it and GET MORE CUSTOMERS!
To download your digital copy, visit:
www.GrowMyWeddingBusiness.com/resources

Social Media Engagement
Social media has become an essential tool for wedding
professionals to connect with their target audience and
generate leads. I can’t tell you how many customers I’ve
gotten from a search they did on Instagram to see the
location or venue where they were going to be getting
married. All of a sudden, you pop up in one of the photos,
or you’ve tagged a venue in a beautiful picture, and you are
on their radar. Social media platforms offer a vast potential
to showcase your wedding business, engage with potential
clients, and drive traffic to your website. Let’s talk about the
best, most effective strategies to leverage social media
engagement and increase leads for your wedding business.

1. Choose the Right Social Media Platforms. Don’t Post
Aimlessly.
Identify the social media platforms that align with your
target audience. Platforms like Instagram, Facebook,
Pinterest, and TikTok are popular choices for wedding
businesses. Research your ideal client's preferences and
demographics to determine where they are most active and
focus your efforts on those platforms. Post consistently on
each platform based on the specific platforms' suggested
posting times and frequency. You can easily find these
updated suggestions on Google.
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2. Create Engaging and Valuable Content.
Consistently produce high-quality, visually appealing
content that resonates with your target audience. Showcase
your work, share wedding inspiration, and offer valuable
wedding tips and advice. Use captivating images and
videos that showcase your expertise and capture the
essence of your brand. Incorporate storytelling to create an
emotional connection with your audience.

3. Foster Genuine Connections.
Engagement is the key to building relationships on social
media. Respond promptly to comments, messages, and
inquiries from potential clients. If you can’t respond in a
timely manner, hire someone who can. Show genuine
interest in their wedding plans and offer personalized
recommendations. Initiate conversations, ask questions,
and encourage interaction by posting engaging captions
and using interactive features like polls and quizzes.

4. Collaborate with Influencers and Vendors.
Collaborating with influencers and wedding vendors can
help expand your reach and attract new leads. Identify
influencers or vendors with a similar target audience and
collaborate on styled shoots, giveaways, or joint
promotions. Start with your Strategic Growth Partners and
make sure you connect with each one on their preferred
social platform. You can increase your visibility and
credibility by tapping into the existing followers of SGPs,
influencers, and other wedding professionals.

5. Utilize Hashtags Strategically.
Hashtags play a crucial role in increasing your
discoverability on social media platforms. Research popular
wedding-related hashtags and incorporate them into your
posts. Additionally, create branded hashtags specific to 
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your business to encourage user-generated content and
enhance brand recognition.

6. Run Targeted Ads.
Social media platforms offer powerful advertising tools that
allow you to target specific demographics, interests, and
behaviors. Invest in targeted ads to reach potential clients
who fit your ideal customer profile. Research best practices
or take a course like “Wedding Business Marketing
Mastery” to dive into paid advertising on social media. Test
the waters and experiment with different ad formats, such
as photo, video, and carousel ads, to see which resonate
best with your audience. Start with a small amount, like ten
dollars, then slowly increase as you get better at running
ads and see success.

7. Schedule and Consistency.
Maintain a consistent posting schedule to stay top-of-mind
with your audience. Use social media management tools to
schedule and automate your posts, ensuring a steady
stream of content. Regularly analyze your analytics to
identify peak engagement times and optimize your posting
schedule accordingly.

8. Encourage User-Generated Content.
Leverage the power of user-generated content (UGC) by
encouraging your clients to share their wedding
experiences and tag your business. UGC acts as social
proof and provides authentic testimonials, building trust and
credibility for your brand. Repost and share UGC to
showcase real-life weddings and the positive experiences
of your clients.

9. Monitor and Respond.
Stay vigilant and actively monitor your social media 
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platforms for comments, messages, and mentions. Respond
promptly to inquiries, feedback, and reviews. Engage in
conversations, address concerns, and express gratitude for
positive feedback. Showcasing excellent customer service
and responsiveness can significantly impact the perception
of your business.

10. Analyze and Adapt:
Regularly review your social media analytics to measure
the effectiveness of your strategies. Monitor key metrics
like reach, engagement, and conversions to identify what is
working and what needs improvement. Use these insights
to refine your social media marketing approach and adapt
your strategies accordingly.

By implementing these strategies for social media
engagement, you can effectively increase leads for your
wedding business. Remember, social media is a dynamic
and evolving platform, so stay informed about the latest
trends and updates in social media marketing to ensure
your strategies remain effective. Consistency, authenticity,
and meaningful interactions are key to building a strong
social media presence that drives leads and conversions for
your wedding business.

Keep in mind that social media engagement is not just
about self-promotion; it's about building relationships,
providing value, and establishing yourself as a trusted
authority in the wedding industry. Focus on creating a
community where couples feel inspired, supported, and
excited about their wedding journey.

As you embark on your social media engagement journey,
remember that it's a long-term commitment. Consistency,
patience, and adaptability are crucial for success. Stay true 

CREATING SOMETHING SPECIAL



115

3.2 It’s Raining Leads

to your brand, continuously refine your strategies, and
embrace the power of social media to connect with couples,
generate leads, and grow your wedding business.

Now that we've discussed my top three online lead
generation sources, it's important to address a common
issue among wedding business owners: the tendency to
overlook crucial steps or settle for mediocrity once a few
customers start coming in. While these three lead
generation sources may not be secrets, the key lies in
diligently following each step and striving for perfection. 

I urge you to go through this section again and identify
what you haven't done or haven't done well. Take the
necessary time to execute each step with a commitment to
excellence. If you have all three sources perfectly set up
but still aren't attracting a significant number of customers,
there's a communication breakdown that needs to be
addressed.

Pay attention to where potential clients tend to lose
interest. If they visit your website but leave after just seeing
the homepage, it could be due to issues with the layout,
call-to-action buttons, or the quality of your content. On the
other hand, if people often check out your Google Business
Profile but never explore your website or contact you, it's
likely because of problems with your photos, branding,
written content, or customer reviews. By pinpointing these
areas of disengagement, you'll uncover what needs fixing.

In my "Wedding Business Marketing Mastery" program, my
students emphasize the importance of understanding the
entire lead generation system as a cohesive unit. I teach it
this way because each system is powerful. However, you
must know how to operate and control each part of it to get
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leads. Once you grasp the system and its various
components, you'll be equipped to identify and fix any
issues when they arise. By consistently following the steps
outlined in this playbook and taking proactive measures to
maintain your website, Google Business Profile, and social
media presence, you'll experience an abundance of leads
for your business.

Remember, it all comes down to your dedication to
excellence and your willingness to continuously improve
your online presence.

3.3: SGPs: The Ultimate Guide to Wedding Business
Relationships

I want to introduce you to a concept, a way of thinking.
Before my mentor taught me that everything we do in our
business is for a purpose, I assumed that some things were
just fate. I thought things would either work out for my
benefit or not. I believed that meeting someone in another
business was usually by chance, and I felt that if the
relationship took off, it was "meant to be." It took me a
while to wrap my head around the fact that everything
should be thought through and strategic, even meeting
someone. When I finally figured it out, I stopped using the
word relationship. Instead, anytime I met another business
person who had the potential to impact my business
whatsoever, I started calling those Strategic Growth
Partnerships (SGPs). I didn't realize how powerful this
would become and how some companies exist today only
because of the SGPs they had developed early on. I want
to teach you the power of understanding this concept as a
business tool and marketing secret. I want you to 

CREATING SOMETHING SPECIAL



117

experience how this one thing can set your business up for
success. It can open doors, create opportunities, send an
insane amount of business your way, and so much more.
This concept has made me a lot of money in my life and
has opened so many doors.

SGPs should be developed as powerful collaborations that
can elevate the success of the businesses involved. These
partnerships entail sharing resources, customers, marketing
strategies, and tools between two or more wedding
businesses. By joining forces, businesses can leverage
each other's strengths, expand their reach, and create
mutually beneficial opportunities for growth. Let’s explore
how you can forge strategic growth partnerships, talk about
real-life examples, and learn how you can approach
potential partners.

Strength in Knowing Your Business
You need to know where you are weakest in your business.
Every business owner has the expertise and thrives in
particular areas and has weaknesses in other areas. There
is power in knowing what your strengths and weaknesses
are. You need to know this because the SGPs that are
perfect for your business and will offer the best
partnerships are people with strengths that you don't have.
When considering another business owner as an SGP,
check out their social media, website, biography, and
whatever else you find on Google. Talk to other people who
may have done business with them and learn as much as
possible. Be strategic and understand that you need people
who can help you build a strong business and spread a
positive message in the community about what you're doing
because they believe in you and have the same core
values.
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The Steps to Building Strategic Growth Partnerships:

1. Identify Complementary Businesses
To begin, identify wedding businesses that complement
your own offerings. Seek businesses catering to a similar
target audience but providing different services. For
instance, if you are a wedding planner, consider partnering
with a florist, photographer, or venue. Look for businesses
that align with your brand values and have a positive
reputation within the industry.

2. Establish Common Goals and Benefits
When approaching potential partners, it's essential to
outline the mutual benefits and goals of the partnership.
Clearly articulate how collaborating can enhance both
businesses' reach, customer base, and overall success.
Highlight the potential for shared marketing efforts, cross-
promotion, and access to a wider network of clients.

3. Craft a Compelling Proposal
When reaching out to potential partners, prepare a well-
crafted proposal that communicates the value of the
partnership. Introduce yourself and your business, express
your admiration for their work, and outline the specific ways
in which a partnership could benefit both parties.
Emphasize how collaboration can create a win-win situation
and lead to increased revenue and exposure.

Sample message for emailing/contacting potential SGPs:

"Hi (their name if you know it), This is (your name) in (your
location). I have been (what you do) for the last (how long
you've been doing it), and I'm interested in connecting with
other local wedding professionals. I saw you on Google, 
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and I’m impressed. I have couples every now and then that
are in need of a great (whatever they do), plus I'd love to
meet you in person and introduce myself some time. Would
you mind telling me a few more details about your services
and what you specialize in? Also, what is the best way to
reach you in the future? - Best, (your name)" 

After you hear from the business about what they specialize
in and how best to contact them:

Tell them more about you and your clients, and ask if
you can share more information with them. 
Send an email with your brochure, flyer, business card,
or any other promotional tool you have that you would
typically share with clients.
Come up with partnership ideas about particular
Strategic Growth Partners, combining services in a
package or promoting their services in exchange for a
discount that you can pass on to clients. Bring this up
and be prepared to offer something to their clients in
return. 
Talk to them candidly about the unique opportunity for
both of you to get more business by sharing each
other's information with clients and working together to
grow together strategically. 
Once you develop rapport, suggest adding one another's
information to a preferred vendor list.

4. Explore Joint Marketing Opportunities
One of the key advantages of strategic growth partnerships
is the ability to pool marketing resources and amplify
promotional efforts. Consider joint advertising campaigns,
collaborative social media content, or cross-promotional
events. By combining forces, you can effectively reach a
larger audience and attract potential customers who may 
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not have been aware of your business otherwise. Be
creative with your proposed marketing ideas with your new
SGPs and don’t be afraid to step outside of your comfort
zone. Sometimes, the craziest ideas are the best ideas
when it comes to marketing.

Here are some Real-Life Wedding Business SGP
Examples:

1. Destination Wedding Planner and Travel Agency
Partnering with a travel agency specializing in destination
weddings can create a powerful alliance. Together, you can
offer comprehensive packages that include wedding
planning services and travel arrangements. Collaborate on
marketing efforts to target couples seeking a memorable
wedding experience in exotic locations. By bundling
services and providing expert guidance, you can attract
clients looking for a seamless destination wedding
experience. They can enhance their respective businesses
and offer a seamless experience to clients.

2. Wedding Caterer and Fitness Studio
Collaborating with a local fitness studio or wellness center
can offer a unique value proposition. Create joint
promotions such as "Fit Bride, Radiant Feast," or "Sweat for
the Wedding" packages. Offer fitness classes or wellness
consultations alongside catering services to help couples
achieve their health and wellness goals leading up to the
big day. This partnership showcases your commitment to
holistic well-being and positions your business as a
comprehensive wedding service provider.

4. Wedding Florist and Event Stylist
Combining the talents of a wedding florist and an event  
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stylist can result in visually stunning and cohesive wedding
experiences. Collaborate on styled shoots and showcase
your joint expertise in floral arrangements and event
design. Create captivating visual content for your websites
and social media platforms to demonstrate the aesthetic
appeal of your partnership. By offering a comprehensive
design package, you provide couples with a seamless and
visually captivating wedding experience.

5. Wedding Officiant & Venue
As a wedding officiant, partnering with a popular wedding
venue can be mutually beneficial. Collaborate on joint
marketing campaigns, where the venue promotes your
services as a preferred or recommended officiant. Give
exclusive discounts to clients of venues that showcase you
as a premier choice. Offer special packages that include
both venue rental and officiating services. By aligning
yourself with reputable venues, you enhance your credibility
and increase your chances of being booked by couples who
have chosen those venues.

6. Wedding Photographer and Wedding Blog
Partnering with a popular wedding blog or online publication
can significantly enhance your visibility and credibility.
Offer exclusive content to the blog's audience, such as
behind-the-scenes peeks, expert tips, or featured real
weddings. This collaboration allows you to tap into their
readership and gain exposure to potential clients.
Additionally, consider sponsoring or contributing to blog
posts or articles highlighting your expertise and showcasing
your portfolio.
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Examples of Innovative Marketing Strategies for SGPs:

1. DJ and Caterer Joint Promotion
A wedding DJ and a wedding caterer joined forces for a
unique marketing campaign called "Music & Munchies."
They organized a series of exclusive events, such as
tasting parties and open houses, where couples could
experience the DJ's entertainment services while sampling
the caterer's delicious food. The events were promoted
through targeted email marketing, social media advertising,
and collaboration with local wedding influencers. Interested
couples also found this event by entering their email to
receive a lead magnet called "Wedding Vibes: A Perfect
Playlist and Tasty Treats." This lead magnet provided
couples with a curated playlist of popular wedding songs
and a collection of mouthwatering recipes for delectable
appetizers and signature cocktails. By offering this valuable
resource, the wedding DJ and caterer not only captured the
interest of potential clients but also established themselves
as experts in their respective fields.

The lead magnet was promoted through social media ads,
blog posts, and collaborations with wedding blogs and
influencers. Couples who signed up to receive the lead
magnet were automatically registered for the "Music &
Munchies" events, ensuring a targeted and engaged
audience. The DJ and caterer used the lead magnet to
nurture these leads further by sending follow-up emails with
additional tips and recommendations for a memorable
wedding celebration.

Through their strategic partnership and innovative
marketing campaign, the wedding DJ and caterer created a
buzz in the industry, attracting couples looking for 
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exceptional entertainment and delectable food for their
special day. By combining their expertise, resources, and
unique offerings, they were able to differentiate themselves
from competitors and build a strong presence in the
wedding market. The success of "Music & Munchies"
brought them new clients and opened doors to future
collaborations and referrals within the industry.

2. Planner and Venue Partnership
"Wedding Dreams Do Come True" was a collaborative
marketing campaign that aimed to provide couples with an
irresistible offer combining the expertise of a wedding
planner and the allure of a beautiful wedding venue. To
participate in the campaign, couples had to fill out an
interest or booking form on either the wedding planner's or
the wedding venue's website.

Once the couple submitted the form, they received a
personalized promotional email within 24 hours. The email
contained a limited-time offer tailored to their specific
needs and preferences. This offer included exclusive
discounts, upgrades, or additional services that would
enhance their wedding experience.

The wedding planner and venue strategically designed the
email to highlight the benefits of working with both
professionals. They showcased stunning images of the
venue's picturesque settings and testimonials from past
couples who had enjoyed the seamless collaboration
between the planner and venue.

The wedding planner and venue utilized various marketing
channels to promote the campaign further. They leveraged
social media platforms to create buzz and generate
excitement among engaged couples. They also collaborated 
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with local wedding influencers and bloggers who shared
their experiences and recommended the "Wedding Dreams
Do Come True" package.

The partnership between the wedding planner and venue
allowed them to tap into each other's client base, expanding
their reach and attracting couples who were seeking a
comprehensive wedding experience. By offering a time-
sensitive promotion, they created a sense of urgency and
encouraged couples to take immediate action.

This unique marketing campaign provided couples with
exceptional value and showcased the seamless
collaboration between the wedding planner and venue. It
demonstrated how working with these two industry
professionals could make their wedding dreams a reality.
The success of the "Wedding Dreams Do Come True"
campaign led to an increase in bookings for both the
wedding planner and the venue, solidifying their reputation
as a trusted and preferred choice among couples planning
their special day.

3. Photographer and Officiant Collaboration
"A wedding photographer and a wedding officiant
collaborated on an out-of-the-box marketing campaign
called "Capturing Your Perfect Moments." This innovative
campaign aimed to showcase the unique synergy between
their services and provide couples with a comprehensive
wedding experience.

The campaign kicked off with a visually captivating photo
shoot featuring a real couple. The photographer captured
stunning images that showcased the couple's love and
connection and the beautiful backdrop of a carefully
selected setting at a local venue. These captivating photos 
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served as the centerpiece of the marketing campaign.

To leverage the power of storytelling, the photographer and
officiant crafted a series of blog posts and social media
content that highlighted the intimate moments and personal
anecdotes from real weddings they had worked on together.
This content focused on the seamless collaboration
between the photographer and officiant, emphasizing how
they created a comfortable and enjoyable experience for
the couples.

As part of the campaign, couples who expressed interest in
both photography and officiating services were offered a
special package. This package included a discounted
photography session with the featured photographer and a
personalized ceremony performed by the officiant. The
package was promoted through targeted email marketing
campaigns, social media advertisements, and strategic
partnerships with local wedding vendors.

To further engage couples and build anticipation, the
photographer and officiant hosted a live webinar where they
shared valuable insights and tips on how to create
memorable moments on a wedding day. Attendees had the
opportunity to ask questions, get personalized advice, and
learn more about the unique benefits of combining their
services.

The "Capturing Your Perfect Moments" campaign aimed to
position the photographer and officiant as a dynamic duo,
offering couples a comprehensive and seamless wedding
experience. By showcasing their collaborative approach
and expertise, they differentiated themselves from
individual photographers or officiants. This unique
partnership gave them more potent brand images than 
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other photographers or officiants who worked alone.

Through this campaign, the photographer and officiant were
able to tap into each other's networks and reach a wider
audience. Couples who were initially considering only
photography services or an officiant found themselves
drawn to the idea of working with a team that understood
their needs and could deliver a cohesive and memorable
wedding experience. Couples who heard horror stories of
officiants getting in the way or photographers who didn’t
communicate instantly were hooked on the idea of this
dynamic duo.

The success of the "Capturing Your Perfect Moments"
campaign led to increased bookings for the photographer
and officiant and strengthened their reputations as industry
professionals who could create unforgettable moments for
couples. This collaboration served as a powerful example of
how wedding vendors can come together to offer a unique
and all-encompassing service that surpasses the
expectations of couples and elevates their wedding day to
new heights."

These examples demonstrate the power of strategic growth
partnerships in the wedding industry and how out-of-the-
box marketing campaigns can create unique offerings that
attract couples and provide added value. By combining their
resources, expertise, and target audiences, these
businesses were able to create compelling campaigns that
set them apart and generated increased interest and
bookings.

You can do this!
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Contemplate ideas to create SGPs that will transform your
business and generate years of leads. I’ve seen strategic
growth partnerships single-handedly advance wedding
businesses and create lots of success for wedding
professionals. Don’t let fear get in the way. Start reaching
out to other wedding professionals and build relationships
as soon as possible.

3.4: Recession-Proof Evolution for Your Business

I want to tell you a story. This is a true story about a
wedding officiant that wouldn’t be in business today if not
for a pivot that evolved her business. To conceal identity
I’m going to call her Emma.

Once upon a time, in a bustling city filled with love and
dreams, there lived a wedding entrepreneur named Emma.
Her wedding business was thriving, and she found herself
orchestrating grand ceremonies with hundreds of guests,
frequently basking in the joy of love and celebration. Emma
had worked hard to build the business of her dreams. The
money flowed abundantly, and life seemed like a fairy tale.

But just as Emma basked in the glory of her
accomplishments, an unexpected disaster loomed on the
horizon. The Covid-19 pandemic swept across the globe
like a dark cloud, unleashing chaos and uncertainty.
Businesses shut their doors, and the joyful symphony of
ringing phones seeking officiant services abruptly fell silent.
Like a jolt of lightning, it brought Emma's flourishing
business to an abrupt halt. The enchanting symphony of
wedding bells was silenced, and uncertainty settled like a
fog in Emma's heart.
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Within a month of the pandemic's arrival, Emma realized
that her beloved business was on the brink of collapse.
Fear and panic gnawed at her, and she knew she had to
find a way to adapt and evolve to survive the storm.
Desperate for answers, she wisely turned to her clients, the
couples who had tearfully canceled their cherished wedding
plans.

Instead of passively accepting their cancellations, Emma
summoned her courage and reached out to them, seeking
solace and insights amidst the chaos. To her surprise, the
couples revealed a glimmer of hope. They were shifting
gears, reimagining their dream ceremonies as intimate
micro weddings. They yearned to celebrate their love in a
more intimate setting and reschedule their grand
celebrations for brighter days ahead.

Inspired by her clients' revelations, Emma's spirit ignited
with a newfound determination. She knew she had to adapt
swiftly to the changing tides of the wedding industry. In a
bold move, she crafted a comprehensive micro-wedding
package that encapsulated everything her clients desired.
Each package promised a picturesque outdoor location
adorned with meticulously curated decor guided by a
dedicated officiant. Emma collaborated with talented
photographers and videographers to add a touch of magic,
securing a special deal to include optional professional
photography and videography services. The micro wedding
package was tailored for fewer than 15 guests, an intimate
affair that would linger in the hearts of the couples forever.
Its price ranged from $900 to $2000, depending on the
couple's desires.

Alongside the micro wedding package, Emma introduced a
smaller offering priced at $675, providing couples with an 

3.4 Recession-Proof Evolution for Your Business

CREATING SOMETHING SPECIAL



129

officiant (her) and cherished memories captured through
photography. This simpler package catered to those
seeking a more budget-friendly option, spreading love
without burdening their pockets.

With her new packages in place, Emma embarked on a
mission to reach out to couples whose dreams of grand
weddings had been crushed by the pandemic's iron fist.
She conveyed a powerful message across all platforms
through heartfelt words and compelling imagery:
"Transforming your grand dream wedding into an intimate
gathering due to the pandemic? Don't compromise on
quality and save significantly with our specially crafted
small packages tailored to triumph over these challenging
times." The response was overwhelming; bookings began to
increase, and the calendar again began filling up.

Almost overnight, Emma's innovative packages breathed
new life into her business. Like whispers in the wind, word
spread far and wide, captivating the hearts of couples
searching for an alternative amidst uncertain times. The
micro wedding packages quickly gained traction, surpassing
her previous top-selling offerings becoming the light that
guided her through the storm.

Emma acknowledged that her decision to pivot was not
without flaws. Imperfect as it may have been, it was a vital
choice made in the face of desperate circumstances, and it
proved to be her saving grace. Emma's resilience and
adaptability shone brightly as the pandemic raged,
illuminating a path to survival and success.

Looking back on her journey, Emma was grateful for the
challenges she had faced. The crisis forced her to listen to
her clients' needs, think outside the box, and take bold 
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risks. It reminded her of the importance of staying nimble
and open to change, even in the face of uncertainty.

As the world slowly emerged from the grip of the pandemic,
Emma's business flourished. The micro-wedding packages
became a staple in her repertoire, attracting couples
seeking the beauty of intimacy and the reassurance of love,
even in the most challenging times. With each ceremony
she officiated, Emma witnessed the resilience of the human
spirit and the enduring power of love.

In the end, Emma's story served as a beacon of hope for
fellow wedding entrepreneurs facing their own trials. It
taught them that there are always opportunities for growth
and evolution, even in the face of adversity. It urged them
to embrace change, to listen to their clients, and to trust
their instincts.

I hope this tale strikes a chord within you. It could be the
story of any wedding professional out there. Perhaps you've
experienced something similar, and I sincerely hope you
came out on top.

I want to share my thoughts on keeping your business
recession-proof and evolving to keep your business vibrant
and consistently profitable.

Staying ahead of the curve and adapting to changing
market trends and needs is essential for the long-term
success of your wedding business. My hope is that this
chapter will guide you through the process of creating a
strategic plan to recession-proof your wedding business.

Let’s dive into the important steps you must take to create a
recession-proof business.
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Embracing Innovation
To recession-proof your wedding business, it's crucial to
embrace innovation and actively stay informed about the
latest marketing tools, techniques, and trends in the
industry. This requires continuous learning and networking
with other business owners, including your Strategic Growth
Partners. By engaging in regular communication and
knowledge-sharing with fellow entrepreneurs in your area,
you can gain valuable insights into what is working well for
them and discover new opportunities for your own business.

Networking with other wedding business owners provides a
unique opportunity to learn from their experiences,
successes, and challenges. By fostering relationships and
participating in industry events, conferences, and meet-ups,
you can connect with like-minded professionals and share
valuable knowledge and resources. During these
interactions, you may come across innovative apps,
platforms, or software solutions that can streamline your
operations, enhance customer experiences, or boost your
marketing efforts.

The wedding industry is diverse, encompassing various
sectors such as photography, planning, catering, floral
design, and more. Surrounding yourself with business
owners from different segments allows you to gain fresh
perspectives and discover out-of-the-box marketing ideas.
For example, a wedding photographer may share their
success story of using a new social media platform to reach
a wider audience, while a wedding planner may offer
insights into effective email marketing strategies.

Additionally, following and learning from top business
professionals in your field is essential. Utilize social media
platforms to connect with industry influencers, thought 
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leaders, and experts. By following their accounts, reading
their articles, and engaging with their content, you can stay
up-to-date with the latest trends, best practices, and
emerging technologies in the wedding industry. This active
participation in the digital space enables you to learn and
improve your marketing strategies constantly.

Embracing innovation goes beyond simply adopting new
tools or techniques. It requires a mindset that is open to
change, experimentation, and continuous improvement.
Actively seek out opportunities to attend workshops,
webinars, or training sessions specifically tailored to the
wedding industry. These events can provide valuable
insights into the latest marketing trends, consumer behavior
patterns, and strategies for effectively reaching and
engaging with your target audience.

By communicating with other business owners,
collaborating with your Strategic Growth Partners, and
staying informed about the latest industry developments,
you can leverage innovation to its fullest potential. This
proactive approach allows you to explore new marketing
avenues, improve customer engagement, and gain a
competitive edge over your competitors. Remember, in a
dynamic industry like weddings, the ability to adapt and
embrace innovation is key to recession-proofing your
business and ensuring its long-term success.

Continuous Learning and Development
Investing in your personal and professional development is
crucial for staying relevant and successful in the ever-
evolving wedding industry. The landscape of the wedding
business is continuously changing, and to stay ahead of the
competition, you must actively seek opportunities to expand
your knowledge and skills.
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One of the most effective ways to stay updated and gain
valuable insights is by attending industry conferences,
workshops, and seminars. These events bring together
industry experts, thought leaders, and fellow business
owners, providing a wealth of information on the latest
trends, consumer behavior, and best practices. By
participating in these gatherings annually, you can gain
fresh perspectives, discover innovative strategies, and build
valuable connections within the industry.

To ensure your attendance at these events, planning and
reserving time specifically for them is crucial. Mark them on
your calendar and make them a priority in your schedule.
Treat these conferences and workshops as opportunities for
growth and networking, and allocate resources to attend
them regularly. The knowledge and inspiration you gain
from these events can profoundly impact your business's
trajectory.

In addition to physical events, there is a wealth of learning
opportunities available from the comfort of your own home.
Engaging in online courses, webinars, and industry-specific
forums allows you to expand your knowledge base and
enhance your skill set at your own pace. These resources
offer flexibility and convenience, making it easier to access
valuable information regardless of your location. Be
proactive in seeking out reputable online courses and
webinars that align with your business goals and interests.

Consistent education should be a fundamental aspect of
your professional journey. Embrace a mindset of lifelong
learning and make it a habit to seek out new knowledge and
skills relevant to your wedding business. By continuously
expanding your expertise, you position yourself as a
knowledgeable and trusted expert in your field. This 
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credibility will attract potential clients and enhance your
reputation within the wedding industry.

Furthermore, consider joining professional associations and
organizations specific to the wedding industry. These
groups often provide access to exclusive resources,
industry insights, networking opportunities, and mentorship
programs. Being an active member of such organizations
allows you to stay connected with the latest industry news,
engage in collaborative projects, and learn from
experienced professionals.

Remember, personal and professional development is an
ongoing process. As the wedding industry evolves, so must
you. Embrace a mindset of curiosity and never stop
learning. Keep up with industry publications, blogs, and
podcasts to stay informed about the latest trends and
emerging technologies. Surround yourself with like-minded
professionals and engage in meaningful discussions to
exchange ideas and insights.

By investing in your own growth and development, you
position yourself as a forward-thinking and knowledgeable
wedding professional. This commitment to continual
learning will set you apart, establish you as a trusted
authority in your field, and contribute to the long-term
success of your wedding business.

Customer-Centric Approach
It's crucial to understand and meet the ever-changing needs
of your target audience. While it may not be immediately
apparent, your audience's wants and expectations naturally
evolve over time, influenced by economic fluctuations and
industry trends. As a business owner, you are responsible
for staying aware of these shifts and proactively adjusting 
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your strategies to stay ahead of the curve.

Regular market research is one of the most effective ways
to understand your audience. This involves gathering
valuable insights and feedback from your clients to better
understand their preferences, concerns, and expectations.
Conduct surveys, interviews, or focus groups to gather
quantitative and qualitative data that can provide you with
valuable insights into their decision-making processes and
areas for improvement. By listening to your clients, you can
uncover valuable information that can help you enhance
their satisfaction and overall experience.

When conducting market research, be sure to ask specific
questions about their decisions, what factors influenced
them, and what could’ve made a bigger impact on their
satisfaction. This will provide you with actionable feedback
and help you identify any gaps or opportunities in your
current offerings. Take note of any recurring themes or
suggestions that arise from the feedback, as they can serve
as valuable indicators for potential changes or
enhancements to your services.

Adapting your services, packages, and offerings to address
emerging trends and meet changing consumer demands is
essential for long-term success. Keep a pulse on the latest
industry developments and stay informed about evolving
wedding preferences, styles, and expectations. This can be
done by attending industry events, networking with fellow
professionals, and staying active in relevant online
communities. By staying current, you can proactively adjust
your business strategies and offerings to cater to the
evolving needs of your target audience.

Take the feedback and insights gathered from your market 
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research and use it to shape your business decisions.
Consider introducing new services or modifying existing
ones to align with emerging trends. This could involve
providing flexible payment options, or integrating
technology to enhance the customer experience. By
demonstrating your ability to adapt and meet the evolving
needs of your clients, you position your business as a
reliable and forward-thinking choice in the market.

Remember, recession-proofing your wedding business
requires an ongoing commitment to understanding and
meeting the evolving needs of your target audience.
Regularly assess market trends, gather client feedback,
and adapt your strategies accordingly. By staying customer-
focused and responsive to industry changes, you can
ensure your business remains relevant, in demand, and
well-positioned for long-term success.

Flexibility and Diversification
It is essential to embrace flexibility and diversification as
part of your growth strategy. While your core services and
strategic growth partnerships form the foundation of your 
business, it's important to explore additional opportunities
to expand your offerings and cater to different segments of
the market. Doing so can enhance your business's
resilience and minimize the impact of economic downturns.

While offering every possible service under the sun is not
advisable, consider identifying areas where you can add
value to your existing offerings by partnering with
complementary vendors or professionals. You can create
bundled packages or unique experiences that enhance your
customers' wedding journey by leveraging their expertise
and resources. For example, if you're a wedding planner,
instead of only partnering with other wedding vendors, you

3.4 Recession-Proof Evolution for Your Business

CREATING SOMETHING SPECIAL



137

could collaborate with a specialized lighting company to
offer comprehensive event design and production services.
This enhances your value proposition and enables you to
tap into new revenue streams.

Diversifying your revenue streams is crucial for
withstanding economic uncertainties. By relying solely on
one source of income, you leave your business vulnerable
to sudden shifts in market conditions. Consider exploring
additional avenues to generate revenue within the wedding
industry, too. This could involve offering add-on services
such as wedding stationery design, bridal beauty services,
or personalized wedding favors. By diversifying your
offerings, you can capture a wider range of customers and
increase your revenue potential.

Furthermore, flexibility is key in adapting to changing
market demands and consumer preferences. Stay attuned
to emerging trends and evolving customer needs as the
industry evolves. Be open to adjusting your offerings or
exploring new niches that align with market demands. By
remaining flexible and responsive, you position your
business as dynamic and in tune with the evolving market.

When considering new partnerships or diversification
opportunities, it's important to conduct thorough research
and due diligence. Identify vendors or professionals whose
values align with your business and who have a proven
track record of delivering quality services. Establish clear
communication channels and define roles and
responsibilities to ensure a smooth collaboration.
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Remember, a recession-proof wedding business is built on
flexibility, diversification, and a keen understanding of
market dynamics. By expanding your offerings, diversifying
your revenue streams, and remaining adaptable to
changing market demands, you position your business for
long-term success, even during challenging economic
times.

Monitoring and Analyzing Results
One of the most crucial steps in effectively recession-
proofing your wedding business is to consistently monitor
and analyze the results of your marketing efforts. In other
words, KNOW YOUR NUMBERS. This ongoing evaluation
allows you to assess the performance of your various
marketing campaigns, website analytics, social media
metrics, and strategic growth partnerships. While it may
seem straightforward, you might be wondering how to
gauge the effectiveness of your strategic growth
partnerships. Here's a pro tip that I highly recommend:
implement a systematic approach to track and nurture all of
your partnerships, especially your SGPs. Create a
relationship calendar.

Begin by establishing a method to document your
partnerships and relationships. You can utilize a digital
planner or calendar tool like Google Calendar or opt for a
traditional paper planner—choose whatever works best for
you. Create a dedicated space where you can record the
dates of your last interactions with each of your strategic
growth partners (SGPs). Schedule regular check-ins,
whether through calls, video, or face-to-face meetings, at
least every three months. Consistent communication will
help both businesses stay informed about industry trends,
explore collaborative opportunities for creating irresistible
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"specials," identify potential new competitors to approach
as SGPs and maintain a mutually beneficial relationship
that fosters growth and success.

By staying in contact with your SGPs, you keep your
businesses in the loop, enabling you to thrive together.
Regularly monitoring the outcomes of your partnerships is
vital. Keep a pulse on what initiatives are driving results
and increasing profitability. This analysis lets you identify
which activities move the needle and contribute to your
bottom line. By monitoring the impact of your
collaborations, you can make data-driven decisions to
optimize your marketing efforts.

Identify areas for improvement by assessing the data and
insights gathered. Look for patterns, trends, and key
performance indicators that indicate success or areas that
require attention. Are particular campaigns or initiatives
consistently delivering high engagement or generating
substantial leads? Are there any aspects of your strategic
growth partnerships that could be enhanced or expanded
upon? Use the data you collect to inform your decision-
making and guide your future marketing strategies.

By continuously measuring your outcomes, you gain
valuable insights into the effectiveness of your marketing
efforts, partnerships, and overall business performance.
This approach empowers you to make informed
adjustments, optimize your strategies, and maximize the
return on your marketing investments. Regular monitoring
and analysis enable you to adapt to evolving market
conditions, seize opportunities, and maintain a competitive
edge in the wedding industry.
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By incorporating all of these practices into your business
operations, you can identify what works, strengthen your
partnerships, and ensure your wedding business remains
resilient, adaptable, and prosperous.
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4.1: From Local to Local

What does it mean to be "local to local"? It's all about
branding and how you spread the word about your
business. Building your wedding business as a local
treasure, regardless of its size, is a strategic approach to
establish your brand and ensure long-term success. Just
like that little café in a small town that becomes renowned
for its mouthwatering BBQ or fluffy pancakes, your aim is to
create a business that stands out and captures the hearts
of the local community. In this chapter, we will delve into
the strategies and techniques that will transform your
wedding business into a cherished local treasure, attracting
customers from both near and far.

When you first establish your wedding business in a
particular town, your initial focus should be on becoming an
integral part of the local community. It's about being more
than just another wedding professional; it's about being
special and differentiating yourself from the competition.
Each interaction you have with people should leave a
positive and memorable impression. Actively participate in
the local scene. By immersing yourself in the fabric of the
community and creating a buzz around your services, you
will build a reputation that extends beyond your individual
efforts. Word-of-mouth referrals from satisfied clients and
glowing recommendations from fellow business owners will
position you as the go-to expert in your area.

One key element in establishing your brand as a local
treasure is to leverage your Unique Selling Proposition
(USP). Your USP is what sets you apart from others in the
industry and defines your distinct value. Concentrate your
efforts on transforming your USP into a powerful brand
image. It could be something as simple as a signature 
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action or ritual you incorporate into every wedding
ceremony. Let me share a true example to illustrate this
point.

I came across an officiant who, from the early days of his
career, started playfully popping his head out to the side
during each couple's kiss and holding up a peace sign. He
initially shared a photo of this whimsical moment on his
Instagram as a lighthearted joke. To his surprise, another
couple requested that he recreate the same pose at their
wedding. Before he knew it, people were flying in from far
and wide to be married by the officiant who became known
for his unique twist on the kiss photo. This seemingly small
and playful detail became a defining aspect of his brand
and set him apart from the competition. Now it is his brand
image and has become the primary reason couples
everywhere want him to marry them.

The key takeaway is that even the smallest details can
become the essence of what you're known and desired for.
It's these distinctive touches that make your business
memorable and build a loyal customer base. The local
community will not only appreciate your expertise and
excellent service but will also be drawn to the unique and
personal experiences you provide.

To further strengthen your brand as a local treasure,
consider engaging with the community through collaborative
efforts. Besides your strategic growth partnerships, connect
with local wedding professionals to create a network of
trusted acquaintances. Showcase the beauty of your area in
your marketing materials and highlight local attractions,
venues, and cultural elements that make your location
special. By emphasizing your connection to the local
community, you will not only resonate with potential clients 

4.1 From Local to Local

EXPAND YOUR REACH



144

planning their weddings nearby but also capture the interest
of out-of-town customers seeking recommendations from
locals. It may be hard to believe, but people are attracted to
your area or an area close to you for some reason. Identify
that reason and become part of it.

Remember, building your wedding business as a beloved
local treasure is an ongoing process. Continuously evaluate
and refine your brand image no matter where you are. Stay
attuned to your community's evolving needs and
preferences, and nurture those local connections. As your
reputation grows and you expand to other locations, apply
the same principles of becoming a local treasure in each
area. Be sure to keep your USP while also creating unique
pieces of your business that connect you to that new
location. Let the reputation of excellence and the
uniqueness of your brand precede you, making your
business the most sought-after choice for weddings.

By transforming your wedding business into a local
treasure, you will establish an enduring presence in each
community you’re a part of and cultivate a loyal customer
base that will choose your services for years to come. The
power of word-of-mouth referrals and the allure of your
distinctive brand will keep attracting customers from both
near and far, solidifying your position as a premier wedding
professional in your area.

4.2: Innovation and Adaptation: Staying Ahead of the
Curve

Innovation is the driving force behind growth and success in
the wedding business. The transformative impact of
innovation can revolutionize your marketing strategies. By
embracing innovation, you can differentiate your wedding 
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business from competitors, attract new clients, and build a
reputation as an industry leader.

Innovation in the wedding business refers to the process of
introducing new ideas, practices, products, or services that
bring about positive and significant changes to the industry.
It involves finding creative solutions, embracing new
technologies and ideas, and adopting fresh approaches to
enhance the overall wedding experience for couples and
guests. 

Innovation in the wedding business can take various forms.
I want to get you thinking about innovation and how it can
impact your business.

Here are some areas to be innovative:
1. Creative Concepts: Introducing unique and
unconventional wedding themes, designs, and experiences
that stand out from traditional weddings. This can include
innovative decor, personalized ceremonies, and inventive
entertainment options.

2. Technology Integration: Utilizing cutting-edge
technologies like virtual reality, augmented reality, drones,
and live-streaming to enhance the planning process,
provide immersive experiences, and connect with a wider
audience.

3. Digital Marketing Strategies: Embracing digital
platforms, social media, and influencer marketing to reach
and engage with couples, showcasing your work, and
providing interactive content that captures attention and
drives bookings.

4. Sustainable Practices: Incorporating eco-friendly 

EXPAND YOUR REACH

4.2 Innovation and Adaptation



146

initiatives into the wedding planning process, offering
sustainable options for venues, decor, catering, and
promoting environmentally conscious choices.

5. Wedding Apps and Online Tools: Developing mobile
apps or online platforms that simplify wedding planning,
offer personalized recommendations, track budgets, and
allow for seamless communication between couples and
vendors.

6. Unique Service Offerings: Introducing innovative
services or packages that cater to specific niche markets or
emerging trends, such as adventure weddings, destination
elopements, or micro-weddings.

7. Personalization and Customization: Going beyond
traditional wedding norms and providing personalized
experiences tailored to each couple's preferences, creating
one-of-a-kind weddings that reflect their unique love story.

Innovation in the wedding business is about continuously
evolving and adapting to changing trends, technologies,
and customer demands. It requires a willingness to take
risks, think outside the box, and embrace new ideas that
can differentiate your business and provide a competitive
edge. By staying open to innovation, you can deliver
exceptional experiences, exceed client expectations, and
position yourself as a leader in the ever-evolving wedding
industry.

Innovation begins with a mindset that encourages creativity
and challenges the status quo. 

How do you foster a culture of innovation within your
wedding business?
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Here are some more specific concepts:

Encouraging idea generation:
To foster a culture of innovation within your wedding
business, it's essential to encourage idea generation among
yourself and your team. Techniques such as mind mapping,
design thinking, or creative exercises can inspire and
empower you to consistently think about innovative ideas.
Additionally, actively engaging in brainstorming sessions
with other wedding professionals, attending industry
conferences or workshops, and dedicating time for creative
thinking can fuel your imagination and lead to
groundbreaking concepts.

Example: Host regular brainstorming sessions with your
team where everyone is encouraged to share their unique
ideas and perspectives. Create a safe space for open
dialogue and reward creativity to foster a culture of
innovation within your organization. If you are a team of
one, do the same within your strategic growth partnership
network.

Embracing risk-taking:
Innovation often requires taking calculated risks and being
open to experimentation. Embracing risk-taking means
being willing to step outside your comfort zone and
challenge the status quo. It's through these bold and
unconventional approaches that breakthroughs and industry
advancements occur.

Example: Launch a pilot program for a new service or offer
a limited-time promotion with a unique twist. Create
unheard-of packages with other vendors, even if they seem
out of the ordinary. By taking calculated risks, you can test 
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the market's response and potentially uncover untapped
opportunities.

Virtual Reality and Video Technology:
Virtual reality (VR), augmented reality (AR), and 4k video
technologies have revolutionized the wedding industry by
offering immersive experiences. VR allows clients to
virtually tour venues, visualize decor setups, and
experience their wedding day before it happens. AR
overlays digital elements onto the real world, allowing
couples to see how specific decor or styling choices would
look in their chosen venue. 4k video has become
commonplace and offers an easy solution for giving people
a high-quality preview of their future experience.

Example: Create a VR experience that transports couples
to different wedding venues, showcasing different setups,
decor options, and lighting effects. By immersing them in
these virtual environments, you can help them make
informed decisions and bring their vision to life. If you don’t
want to get quite that technical, record video walkthroughs
or examples of your packages/services so that they can
experience the magic before making a final decision.

Interactive wedding planning tools:
Online platforms, mobile apps, and interactive tools like
Aisle Planner have transformed the wedding planning
process, enabling real-time collaboration between couples
and vendors. These tools provide features like budget
trackers, guest lists, seating arrangements, and vendor
directories, streamlining communication and organization.

Example: Develop a user-friendly wedding planning app 
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that allows couples to manage their tasks, communicate
with vendors, and access helpful resources all in one place.
Offer interactive features like virtual seating arrangements
or a visual timeline to enhance their planning experience.
Don’t want to develop an app? Use a site like Wix.com to
easily create a fully branded app that integrates with your
Wix website and allows customers to schedule,
communicate, and book with you directly from their phone.

Social media trends and platforms:
Social media platforms are powerful marketing tools in the
wedding industry. Staying up-to-date with the latest trends
and understanding how to effectively utilize platforms like
Instagram, TikTok, or Pinterest can significantly boost your
brand visibility and attract potential clients.

Example: Create engaging content using Instagram Reels
or TikTok's short videos to showcase behind-the-scenes
moments, highlight unique wedding ideas, or share valuable
tips for couples. Leverage Pinterest to curate inspirational
boards that reflect your brand's style and attract couples
seeking ideas and inspiration.

Collaborating with influencers:
In the wedding industry, there are thousands of influencers
worth checking out. Influencers play a vital role in shaping
consumer preferences and driving engagement on social
media. Collaborating with influential individuals in the
wedding industry can expand your brand visibility, reach a
wider audience, and generate interest in your services.

Example: Identify relevant wedding influencers with a
substantial following and a style that aligns with your brand.
Collaborate with them to create sponsored content, styled
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shoots, or blog features that showcase your work or venue
and tap into their audience's trust and influence.

Eco-conscious vendors and products:
With the growing focus on sustainability, partnering with
eco-conscious vendors who offer sustainable products and
services can provide you with a unique selling point and
attract environmentally conscious couples.

Example: Source eco-friendly wedding decor from vendors
committed to sustainable practices, such as biodegradable
confetti or reusable signage. Collaborate with ethical
caterers who prioritize locally sourced and organic
ingredients, minimizing carbon footprints.

***

"Innovation is the ability to see change as an opportunity,
not a threat" - Steve Jobs, Co-founder and CEO of Apple

“The vast majority of human beings dislike and even
actually dread all notions with which they are not familiar...
Hence it comes about that at their first appearance
innovators have generally been persecuted, and always
derided as fools and madmen." - Aldous Huxley, Writer
and Philosopher
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Innovation is the lifeblood of the wedding business. It may
not be popular, but by embracing creativity, leveraging
technology, adopting innovative marketing strategies, and
incorporating sustainability, you can position your wedding
business as a pioneer in the industry. Embrace the power
of innovation to attract modern couples, exceed their
expectations, and create extraordinary experiences that
leave a lasting impression. Stay curious, stay adaptable,
and never stop exploring new possibilities. With innovation
as your ally, your wedding business will thrive in an ever-
evolving industry.
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In this chapter, my goal is to equip you with the strategies
and insights necessary to establish a strong and successful
online presence for your wedding business. I want your
business to thrive and excel in the digital realm, ensuring
that you are visible, engaging, and influential everywhere
online.

In today's fast-paced and interconnected world, having a
robust digital strategy is no longer an option but a
necessity. Too many business owners don’t create a digital
marketing strategy that will interrupt their segment of the
wedding industry and instead only put a little bit of effort
into being online. The wedding industry has witnessed a
significant shift towards online platforms, and couples now
rely heavily on the internet to plan their special day. From
finding inspiration and researching vendors to booking
services and sharing their experiences, the digital
landscape plays a pivotal role in shaping their wedding
journey. As part of that landscape, your business should
stand out from the crowd and dominate every place you
should be found online.

By digital domination, I mean taking charge of your online
presence and maximizing your reach, influence, and
revenue potential across various digital channels. It’s not
about working hundreds of hours to be everywhere. It's
about creating a consistent and compelling brand
experience that resonates with couples, regardless of
where they encounter your wedding business online. It’s
about working smart and setting up systems and
automations that make your life easier while providing
bountiful online coverage simultaneously.

Whether you're a wedding planner, photographer, venue
owner, or any other wedding industry professional, this 
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chapter is designed to provide you with actionable insights,
practical tips, and real-world examples that will guide you
toward digital domination. By embracing these strategies,
you will position your business as a leader, connect with
your target audience on a deeper level, and ultimately drive
more bookings, revenue, and success.

So, I hope you are ready to embrace this chapter and
unlock the secrets of achieving digital domination for your
wedding business. The possibilities are endless, and with
the right strategies in place, your wedding business can
conquer the digital realm and achieve the success it
deserves.

5.1: Being Everywhere Online

Once there was a wedding photographer named Sam who
wanted to make a mark in the world of wedding
photography. Sam had honed his craft and was ready to
officially launch his business. He believed that building a
website was his way to generate leads. He spent hours
meticulously building his website, making sure every detail
was just right. Day after day, he tirelessly worked on it,
constantly tweaking and revising. Days turned into months
as Sam was determined to have every detail of his website
perfect. As he dove into the online realm, Sam also
explored social media during his free time. To his surprise,
he came across these captivating 60-second wedding
videos that seemed to be everywhere he looked. These
videos featured different couples happily exclaiming, "We
tied the knot," along with snippets of the venue, quotes
from guests, glimpses of the reception, and intriguing
details. No matter which platform Sam visited, these videos
were impossible to miss.
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Curiosity piqued, Sam noticed that each video led back to a
simple website showcasing a young videographer named
James. The website had James's bio, photo, and a form for
potential clients to express their interest. It seemed like
James was taking the online world by storm with his
engaging videos.

Every day, multiple unique and eye-catching videos would
pop up, creating a buzz and leaving a lasting impression on
viewers. Finally, after Sam finished perfecting his website,
he received his first lead. He was booked for a wedding at a
stunning venue. To his surprise, he encountered James, the
videographer behind the popular videos. Sam introduced
himself, and they exchanged greetings. Sam went on to
fulfill his role as the wedding photographer, capturing
professional photos throughout the event. As the wedding
came to a close, Sam couldn't resist asking James about
his incredible success. He wanted to know the secret
behind his popularity.

With a smile, James revealed his approach, saying, "Four
months ago, when I started, I wanted people to see my
work, but I didn't have much time to spare. So, I created
short clips from each wedding, highlighting the couple, the
venue, the reception hall, the baker, the florist, and anyone
else I could fit into that 60-second video. I uploaded these
videos, making sure to tag everyone featured. Then, they
shared the videos, and before I knew it, tens of thousands
of people had watched them. Each video directs viewers to
my simple two-page website, where couples can fill out a
form to request my services. Here's the secret: I upload five
60-second videos every week, and each one easily gets
over 5,000 views. If you do the math, that's around 100,000
views per month. I realized that by focusing on quantity
instead of perfection, I can reach more potential customers, 
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and it has worked wonders for my business."

Sam listened intently, recognizing the profound lesson
James was teaching him. He now understood that spending
months striving for perfection might mean missing out on
connecting with numerous potential clients. It was like the
quote by General George Patton, “A good plan today is
better than a perfect one tomorrow”. James's approach
inspired Sam to adopt a different mindset—instead of
pursuing perfection, he would focus on consistently
delivering engaging content. Sam realized that by sharing
snippets of his work regularly tagging the couples, venues,
vendors, and others involved, he could generate excitement
and expand his reach. He understood that captivating
content, delivered consistently, would establish him as a
top choice among couples searching for a wedding
photographer.

Armed with this newfound clarity, Sam decided to follow
James's strategy. He committed to uploading engaging
videos showcasing his portfolio through various digital
channels. Sam knew that being everywhere online meant
taking advantage of social media platforms, leveraging the
power of tags and shares, and directing potential clients to
a user-friendly website where they could easily connect
with him.

As Sam embarked on his digital domination journey, he
embraced the idea that consistent exposure through
captivating content would lead to long-term success. He
understood that it would require dedication, creativity, and
an ability to adapt to the ever-changing digital landscape.
Sam knew that by being present everywhere online, he
could establish his brand, attract a steady stream of clients,
and position himself as a leader in the competitive wedding
industry.
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In today's digital age, establishing a robust online presence
is no longer a luxury; it's a necessity. As wedding business
owners, we must harness the power of social media and
other digital platforms to expand our reach, engage with
potential clients, and ultimately drive business growth.

Consistency is the key to success in the digital realm. Let's
take a look at some compelling statistics that highlight the
impact of consistent posting and being active online:

According to recent studies, businesses that post on
social media platforms at least once a day experience a
63% increase in engagement compared to those who
post less frequently.

Research shows that consistent posting can lead to a
434% higher chance of being viewed as an industry
leader by potential clients.

Brands that post consistently across various social
media platforms enjoy a 23% increase in customer
conversion rates compared to those with irregular
posting habits.

These numbers clearly demonstrate the importance of
consistent posting on social media. By staying active and
engaged on these platforms, you increase your visibility,
strengthen your brand image, and attract a steady stream
of potential clients.

Being everywhere online doesn't mean you have to be
physically present on every single platform. It's about
strategically expanding your digital footprint to maximize
your reach and beat the competition.
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Here are my favorite ways to achieve this:

Leverage Strategic Growth Partners: There are so many
reasons SGPs are important. One of the reasons is social
media.. Encourage your partners to tag and share your
posts, and reciprocate by doing the same for them. This
synergistic approach will expose your brand to new
audiences and increase your chances of converting
potential clients.

Utilize the Power of Videos: Videos are incredibly
engaging and have become a dominant form of content
across social media platforms. Create short videos that
showcase the unique aspects of your wedding business.
Everyone has a decent-quality camera on their phone, yet
many business owners believe that they have to hire a
professional for every video. Make videos of you talking
passionately about your craft. Interview customers and post
these micro-interviews on your social media. Highlight your
services, behind-the-scenes footage, client spotlights, and
successful wedding stories. By incorporating clips that
demonstrate what you offer, you'll capture viewers'
attention and entice them to learn more about your
business.

Tap into User-Generated Content: Encourage your
satisfied clients to share their experiences on social media.
Ask them to tag your business and use your designated
hashtags when posting about their weddings. User-
generated content provides social proof and extends your
reach to their networks. Additionally, it fosters a sense of
community and authenticity around your brand, increasing
your credibility in the eyes of potential clients.
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Cross-Promote and Repurpose Content: Don't limit
yourself to a single platform. Cross-promote your content
across various social media channels, ensuring consistency
in messaging while adapting it to each platform's
requirements. Repurpose your blog posts, images, and
videos to cater to different formats and engage with diverse
audiences. Take the audio from your interview and
customer testimonial videos and use it for a podcast. Use a
site like Buzzsprout. This multifaceted approach will create
a cohesive online presence while reaching a wider pool of
potential clients.

By implementing these strategies, you'll establish a
comprehensive online presence that transcends individual
platforms, making your brand more visible and memorable.

The wedding industry is highly competitive, and it's
essential to differentiate yourself from your rivals.

So, how can you gain an edge by being everywhere online?

Keep a close eye on your competitors' digital activities.
Study their social media presence, content strategy, and
engagement tactics. Identify gaps and areas where you can
outshine them. By understanding what works for others in
your industry, you can fine-tune your own strategies to
surpass their efforts.

Stay Informed and Experiment. The digital landscape is
ever-evolving, with new platforms, features, and trends
emerging constantly. Stay informed about the latest
developments in the social media realm, attend webinars,
and participate in industry conferences. Be open to
experimentation, trying new content formats, and leveraging 
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emerging platforms. By staying ahead of the curve, you
position yourself as an industry leader and attract tech-
savvy couples who appreciate innovation.

Embrace Influencer Marketing. We talked about
collaborating with influencers that have a significant
following and influence over engaged couples in the last
chapter. Engaging these influencers can help you expand
your reach and gain credibility with their followers. Once
you’re sure they align with your brand values and target
audience, explore opportunities for sponsored content,
guest appearances, or joint marketing campaigns.

Embrace the challenge of being everywhere online, share
your unique offerings through captivating content, and
position your wedding business in the 5% of businesses
that are in the spotlight.

Remember, digital domination requires persistence,
adaptability, and a commitment to ongoing growth. Embrace
the journey, learn from successes and failures, and
continue to refine your online presence. By being
everywhere online, you'll elevate your brand, attract more
clients, and position yourself as a trusted and sought-after
wedding professional in the digital age.

5.2: The Power of Lead Magnets & Funnels

I introduced you to the basic function of lead magnets in
Chapter 3. However, understanding the power of lead
magnets and funnels is crucial for success. Even though we
spoke about these powerful tools earlier, I want you to use
this chapter to become well acquainted with lead magnets
and leave this chapter with the goal of implementing them
into your business. In this chapter, we'll explore how these 
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strategic tools can transform your wedding business by
capturing leads, nurturing relationships, and converting
prospects into loyal clients. I want you to completely
understand the relevance of lead magnets in the wedding
industry. I’ll also share inspiring stories and real-life
examples and provide practical advice on building effective
lead magnets and funnels for your wedding business
immediately.

What are Lead Magnets?

Let’s quickly recap what we went over earlier. Lead
magnets are powerful tools that serve as the gateway to
establishing meaningful connections with potential clients.
A lead magnet is a valuable resource or incentive offered to
individuals in exchange for their contact information,
usually their email address. The aim is to attract, engage,
and compel these individuals to take action and willingly
provide their details.

Lead magnets act as a bridge between you and your target
audience. You create an exchange that goes beyond a
simple transaction by offering something of value. You
provide valuable content or resources that address your
audience's pain points while they provide their contact
information, allowing you to nurture the relationship and
guide them along their customer journey.

Lead magnets hold immense potential in the wedding
industry, where engaged couples are seeking guidance,
inspiration, and professional expertise to create their dream
wedding. By offering valuable resources tailored to their
needs, wedding businesses can position themselves as
trusted advisors and experts in their respective fields.
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On pg. 104 I gave you some lead magnet examples. Here
are a few others that you could create:

Venue Selection Worksheets: Create interactive
worksheets or templates that assist couples in evaluating
and selecting their ideal wedding venue. Include important
factors to consider, such as capacity, location, amenities,
and pricing, enabling couples to make informed decisions
based on their preferences and requirements.

Expert Tips and Advice: Share valuable insights and tips
“from seasoned professionals in the wedding
industry”...that’s YOU. Create eBooks, guides, or video
series that cover topics such as choosing the right
photographer, selecting the perfect wedding gown, creating
the perfect ceremony, best wedding cake ideas, or planning
a destination wedding. Position yourself as a trusted
resource and guide couples through the decision-making
process.

Marriage Law Handbook: Research local and state
marriage laws and write a handbook or guide that walks the
couple through the entire process of making sure their
marriage is legal. Offer a step-by-step checklist for them to
follow and include important laws they should be aware of.
Make sure to include a disclaimer that says you are not
offering legal advice and that they should consult legal
professionals for more assistance.
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By offering these lead magnets, you not only provide
valuable content to your potential clients but also
demonstrate your expertise, build trust, and establish
yourself as a go-to professional in the wedding industry.
The key is to create lead magnets that are highly relevant,
engaging, and aligned with the needs and aspirations of
your target audience.

Remember, the success of a lead magnet lies in its ability
to capture your audience's attention, provide immediate
value, and leave them wanting more. Invest time and effort
into crafting compelling lead magnets that showcase your
expertise and genuinely address engaged couples' pain
points and desires. By doing so, you'll be well on your way
to building a strong foundation of qualified leads and
nurturing long-term relationships with your potential clients.

Inspiring Stories and Real-life Examples of Lead
Magnets

The Photographer's Shot List
Adam, a talented wedding photographer, recognized that
couples often struggle to create a comprehensive shot list
for their big day. To address this pain point and showcase
his expertise, Adam developed a detailed shot list template
tailored specifically to weddings. It covered all the essential
moments and key shots couples should consider for their
wedding album. He also included creative shots that most
miss but wish they would’ve captured.

Adam promoted this lead magnet through his website and
social media channels, offering it as a free download to
engaged couples. As soon-to-be-wed couples eagerly
grabbed his shot list, Adam captured their contact
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information and added them to his email list.

In his email sequences, Adam not only provided additional
photography tips and advice but also showcased his
portfolio through real wedding stories. He shared stunning
images and the stories behind them, capturing the emotions
and joy of each couple's special day. By consistently
demonstrating his skills and expertise, Adam built a loyal
following and established his reputation as a top wedding
photographer in his area.

As couples evaluated their photography options, Adam's
lead magnet positioned him as the go-to photographer. His
email nurturing built a strong connection, and his stunning
portfolio proved his talent. Consequently, Adam
experienced a significant increase in bookings, with many
couples specifically citing his lead magnet and email
content as key factors in their decision to hire him.

The Florist's Wedding Inspiration Guide
Emily, a creative and passionate wedding florist,
understood that couples often struggle to articulate their
floral vision for their wedding day. To assist them in finding
inspiration and discovering their floral style, Emily created a
visually captivating guide called "The Wedding Floral
Inspiration Handbook." This guide showcased different
floral themes, color palettes, and arrangements, allowing
couples to visualize their dream wedding flowers.

Emily made this lead magnet available on her website and
promoted it through her social media platforms. Couples
eagerly downloaded the guide, providing Emily with their
contact information. In return, Emily shared regular email
newsletters featuring stunning floral designs, expert tips for
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choosing the perfect blooms, and exclusive discounts on
her floral services.

As couples embarked on their wedding planning journey,
Emily's lead magnet served as a constant source of
inspiration and guidance. Her email newsletters further
solidified her expertise and showcased her unique floral
creations. As a result, couples were drawn to her artistic
approach and began to envision their dream wedding with
her floral designs.

Emily's lead magnet and subsequent email nurturing played
a significant role in her business growth. She successfully
converted leads into paying clients, with many couples
reaching out to her specifically because they had been
inspired by her guide and valued the ongoing
communication she provided.

I hope these stories will inspire you. By identifying your
target audience's pain points, creating valuable resources
or incentives, and nurturing leads through consistent
communication, you can attract, engage, and convert
potential clients. Whether you're a wedding planner,
photographer, florist, or any other wedding professional,
leveraging lead magnets can be a game-changer for your
business, propelling you towards increased visibility, a
larger client base, and long-term success.
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Unlocking the Potential of Funnels
Funnels are a game-changer in the world of marketing.
They provide a structured approach to guide potential
clients through a journey from initial awareness (learning
that you exist) to final conversion (becoming your customer
and fan). By strategically crafting a series of touchpoints,
known as a funnel, you can effectively nurture and engage
prospects, providing them with relevant content and
experiences at each stage of their decision-making
process. Every step builds what I call the “know, like, and
trust” (KLT) factor and elevates you to the status of an
expert in the potential client's mind.

In the wedding industry, funnels play a very crucial role in
building meaningful connections with engaged couples,
educating them about your services, walking them through
the process of loving your brand, and ultimately converting
them into paying clients.

Let's dive deeper into the stages of a funnel and
explore strategies that can elevate your wedding
business:

Awareness Stage:
The first stage of a funnel is all about generating
awareness and capturing the attention of potential clients.
To attract the right prospects, focus on creating valuable
and engaging content that showcases your expertise and
unique style and helps couples navigate how to implement
your services into their wedding planning process. Create
information tools that teach them how to best use your
services to enhance their wedding day and paint a clear
picture of what that would look like. Use content strategies
on all platforms that draw in a very specific target customer
based on your USP and niche. Don’t forget to create 
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tempting lead magnets that draw in your target audience
and allow you to capture their information while providing
great value. Remember, this first piece of the funnel should
grab the attention of your target customer and build their
interest in your service enough to take action. In order for
them to take action, you must put a call to action at the end
of this first step, no matter what platform you use. Consider
implementing the following strategies:

 1. Blog Posts: Write informative and insightful blog 
     articles that address common challenges, offer tips and 
     advice, and share real wedding stories. Optimize your 
     content with relevant keywords to enhance search 
     engine visibility. Your blog should be an extension of 
     your website and a place where potential customers can 
     find relevant, interesting content.

 2. Social Media Engagement: Share visually appealing 
     posts, behind-the-scenes glimpses, and engaging 
     captions that resonate with engaged couples. Use your 
     lead magnets and attention-getting videos to increase 
     engagement. Actively participate in relevant wedding-
     related groups and communities to establish your 
     authority and engage in meaningful conversations.

 3. Guest Appearances: Collaborate with popular wedding 
     influencers, bloggers, podcasts, and industry experts to 
     feature as a guest on their platforms. This provides 
     exposure to their audience and positions you as a 
     trusted professional in the wedding industry. Create 
     awareness for your business by guiding potential clients 
     toward valuable free resources through compelling 
     calls-to-action during every guest appearance or 
     interaction.
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Consideration Stage:
Once you've captured the attention of potential clients, it's
time to nurture their interest and provide them with valuable
information that showcases your expertise. If you’ve
successfully brought awareness during the first stage,
couples will be ready to listen to your advice and read the
content that you produce to see if there is further interest.
This stage focuses on building trust and credibility. Another
important part of this step is education. Educate the
potential customer about your services and values enough
for them to qualify or disqualify themselves from moving
forward and working with you. Doing this right will save you
time and reduce the stress of dealing with future customers
you don’t want to work with. Consider the following
strategies:

 1. Informative Guides: Create comprehensive guides that 
     address specific aspects of wedding planning, such as 
     choosing the perfect venue, selecting the right vendors, 
     or creating a personalized wedding ceremony. Offer 
     these guides as downloadable resources in exchange 
     for the prospect's contact information. Mention these 
     guides on every single platform you’re on.

 2. Engaging Videos: Produce high-quality videos 
     highlighting your services, showcasing real wedding 
     events, and featuring testimonials from satisfied couples 
     representing your perfect target client. These videos can 
     be shared on your website, social media channels, and 
     email campaigns to provide a more immersive 
     experience for potential clients.

 3. Case Studies: Share well-curated success stories and 
     case studies that demonstrate the value you bring to a 
     couple's wedding day. Highlight specific challenges you 
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     helped overcome and the positive outcomes achieved 
     through your services.

Conversion Stage:
The final stage of the funnel is where the magic happens—
converting prospects into paying clients. The majority of
couples that enter this stage of the funnel should be ready
to make a decision to hire you. The only convincing you
should have to do by this point is to get them to pay their
retainer and book you sooner rather than later. To
encourage prospects to take the final step and book your
services quickly, consider implementing these strategies:

 1. Exclusive, Limited Discounts: Offer limited-time 
     discounts or special promotions to create a sense of 
     urgency and incentivize prospects to make a decision. 
     Ensure the offer is compelling and clearly communicated 
     to encourage action. If you send them a proposal or an 
     invoice, make sure it has a rate deadline, and your 
     couple understands when that deadline is.

 2. Consultations or Free Trials: Provide prospects with 
     the opportunity to experience a consultation or a trial of 
     your services. This hands-on experience allows them to 
     see the value you bring firsthand and builds confidence 
     in their decision to choose your business. If your 
     business can’t give a free trial (like an officiant), create 
     an immersive consultation where you meet the couple 
     one-on-one, use visual aids, show them venues, present 
     a slideshow to show ceremony options/layouts etc., 
     discuss music, vendor coordination, and every other 
     possible aspect of their ceremony if they book with you.     
     I promise, most vendors won’t have this detailed  
     presentation which will put you on top.

DIGITAL DOMINATION

5.2 The Power of Lead Magnets & Funnels



170

 3. Streamlined Booking Process: Simplify the booking 
     process by offering online booking options and clear 
     instructions on how to secure your services. Create a 
     system to make booking fun and easy. Maybe you have 
     it all on an iPad and after your consultation you scan 
     their card to secure the retainer, walk them through the 
     contract, secure the next meeting, and send them the 
     questionnaire…all within a few moments. Ensure your 
     website and other digital platforms provide a seamless 
     and user-friendly experience just like the one I just 
     described. If every process and system works like this, 
     your business will be one of the best around.

By strategically implementing funnel strategies, you can
optimize your marketing efforts and maximize conversions.
You might already have some of these stages set up.
Identify the stages and create funnels to draw in new
business. Remember, each stage of the funnel should
seamlessly guide potential clients towards the ultimate goal
of booking your wedding services.

When crafting your funnel, consider the unique needs and
preferences of your target audience. Tailor your content,
visuals, and offers to align with their aspirations and
desires for their special day. Regularly assess and refine
your funnel based on analytics and customer feedback to
ensure optimal performance.

Unlocking the potential of funnels in the wedding industry
empowers you to connect with engaged couples on a
deeper level, provide value throughout their decision-
making journey, and ultimately establish long-lasting
relationships with satisfied clients.
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A Funnel Success Story

The Wedding Venue's Journey of Delight
Oakland Manor, a stunning wedding venue known for its
picturesque gardens and elegant reception halls, set out to
create an unforgettable funnel experience for engaged
couples. Their funnel was designed to guide couples
through the stages of awareness, consideration, and
conversion.

At the awareness stage, Oakland Manor focused on
creating engaging content showcasing their venue's beauty
and unique features. They hosted a free online virtual walk-
through once a week. During the virtual event, they gave
away a coupon that would be honored by each of their fifty
local preferred vendors. Engaged couples would enter their
email address and answer the question, “What does your
dream wedding look like?” to receive the coupon in their
email to use whenever they’d like.

As couples progressed to the consideration stage, Oakland
Manor delivered personalized content tailored to their
specific needs and preferences based on their dream
wedding. They sent out comprehensive wedding planning
guides, offered virtual consultations with their wedding
experts, and shared testimonials and success stories from
past couples who had celebrated their special day at
Oakland Manor.

Finally, at the conversion stage, Oakland Manor offered
exclusive discounts, incentives, and limited-time promotions
to encourage couples to book their venue. They created a
seamless booking process, providing couples with a
dedicated wedding coordinator who ensured a smooth
transition from prospect to client.

DIGITAL DOMINATION

5.2 The Power of Lead Magnets & Funnels



172

By nurturing relationships through their strategic funnel,
Oakland Manor successfully converted prospects into
paying clients. Couples appreciated the personalized
experiences, relevant content, and seamless journey
provided by the venue. This resulted in an increase in
bookings and a strong brand presence in the wedding
industry.

Harnessing the power of lead magnets and funnels can
revolutionize your wedding business by attracting qualified
leads, nurturing relationships, and converting prospects into
loyal clients. By strategically implementing these tools,
you'll create valuable connections, establish trust, and
position your business as the go-to choice in the wedding
industry. Embrace the potential of lead magnets and
funnels, and watch your business thrive!

5.3: Email Marketing Secrets

Many people believe that the most powerful thing in
business marketing is word-of-mouth. Others think that
social media is the key to gaining traction and building a big
business. While both of these are great ways to build an
audience, the real key to boosting sales and creating a
buzz is email marketing.

I think it’s time for another story.

In a small town bustling with wedding preparations, there
was a wedding officiant named Sarah. She was passionate
about creating unique and unforgettable ceremonies for
couples in love. Sarah had tried almost every marketing
strategy imaginable to promote her services—social media,
local advertisements, bridal expos, and even a fancy 
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website—but she never felt like she had full control.

Years went by, and Sarah found moderate success in her
wedding officiating business. However, she always felt
there was something missing, a connection that was not
being fully utilized. She decided to start building an email
list, though she didn't pay much attention to it initially. She
simply collected email addresses whenever she met
couples or interacted with wedding-related events.

Over time, Sarah's email list slowly grew, eventually
reaching a milestone of 5,000 people. Yet, she hadn't taken
email marketing seriously and had only sent a newsletter
twice a year. That changed one day when she attended a
conference and heard a famous marketer, Chad Muncy, talk
about the incredible potential of email marketing.

Intrigued, Sarah realized that she had been sitting on a
goldmine of untapped potential. She immediately set out to
revamp her email marketing strategy. She created several
lead magnets, enticing potential clients with free resources
such as wedding planning checklists, ceremony inspiration
guides, and sample vows. By offering these valuable
resources, Sarah enticed more couples to join her email
list, keeping it fresh and expanding its reach. People on
social media, clients from Strategic Growth Partners, and
other interested couples wanted to get these great wedding
day resources and gladly gave Sarah their email addresses.

With renewed determination, Sarah committed to emailing
her list twice a week. However, she didn't want to bombard
them with sales pitches. Instead, she decided to focus on
keeping people informed, sharing heartwarming wedding
stories from real couples she had married, discussing the
legal aspects of getting married, and offering insights into 
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the joy and challenges of wedding planning.

Additionally, Sarah started running package specials
around holidays and would inform her email subscribers
about these exclusive offers. She carefully crafted each
email with a personal touch, ensuring that her stories and
promotions resonated with her audience.

To her delight, Sarah began to notice a significant increase
in inquiries and bookings around the holidays she had
advertised. Curious, she would ask the couples how they
had heard about her specials. To her surprise, many of
them mentioned that their mothers, aunts, or friends had
forwarded them the emails and spoke highly of Sarah's
heartwarming stories. Some people mentioned that a friend
or coworker had shared her great stories and articles on
social media.

Word-of-mouth referrals from her subscribers became the
driving force behind Sarah's success. The personalized
touch in her email marketing efforts made a lasting
impression on her audience, helping her stand out in a
crowded wedding industry. The engagement and connection
she built with her subscribers through email marketing
proved to be more powerful than any other marketing
strategy she had tried.

With each passing day, Sarah's email list grew stronger,
and her business flourished. She continued to share
valuable content, tales of love, and irresistible offers to her
ever-growing audience. Through email marketing, Sarah
learned that she had the ability to connect with her target
audience on a deeper level, providing them with the
information and inspiration they desired.
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Sarah's journey taught her that email marketing was not
only alive and well but also a powerful tool in the modern
era. It gave her control over her marketing efforts, allowing
her to personalize her messages and nurture relationships
with her subscribers. With her newfound success, Sarah
became an advocate for email marketing, sharing her story
with fellow wedding professionals and inspiring them to
harness its potential.

Although this story is fictional, it happens every day in the
lives of real wedding professionals. I want to focus on the
power of email marketing and how it can absolutely
transform your business.

Email marketing has emerged as one of the most effective
and cost-efficient methods to engage customers, build
relationships, and drive sales. Unfortunately, many
business owners don’t realize the power of email marketing
until they’ve already been in business for a while. In 2022,
the number of email users worldwide was forecasted to be
4.3 billion (Statista, 2021). This figure is set to grow to 4.6
billion in 2025, making up more than half of the expected
world population. Another shocking statistic that I must
share is that for every $1 you spend on email marketing,
you can expect an average return of $40 (Omnisend, 2022). 

By leveraging the potential of email marketing, you can
create personalized experiences, reach a wider audience,
and maximize the impact of your wedding business. 
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First, let’s talk about the benefits of email marketing for
your wedding business:

1. Building Relationships: Email marketing allows you to
establish and nurture meaningful relationships with your
customers. You can create a sense of connection and trust
by delivering valuable content, helpful tips, and exclusive
offers directly to their inbox. Using tools, resources, and
lead magnets to build trust and set you up as the expert,
these relationships will be strong, and more people will
read your emails.

2. Increased Customer Engagement: Emails provide an
opportunity to engage customers on a more personal level.
Through compelling subject lines, captivating content, and
visually appealing designs, you can capture their attention
and encourage them to take action.

3. Cost-Effectiveness: Compared to other marketing
channels, email marketing offers an excellent return on
investment. With minimal expenses for software, email
service providers, and creative design, you can reach a
large audience at a fraction of the cost.

4. Targeted Marketing: Email marketing allows you to
segment your audience based on various criteria, such as
location, preferences, past purchases, or engagement
levels. This enables you to deliver highly personalized and
relevant content, ensuring maximum impact. Send emails
based on their interests and make sure the correct segment
receives the correct email.

5. Increased Sales and Conversions: By strategically
incorporating compelling calls-to-action, exclusive
discounts, and time-limited offers, you can drive 
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conversions and boost sales for your wedding business.

Every business owner wants to benefit from sending emails.
All too often, owners send an email campaign and get little
to no results. Only a few people open the email, or no one
clicks on the call to action. So, how can you create effective
email campaigns for your wedding business?

Let’s go over this step-by-step so you can have an action
list and begin seeing email marketing success.

Step-by-Step Guide to Implementing an Effective Email
Marketing Plan:

Step 1: Define Your Goals and Objectives:
Clearly outline the specific goals you want to achieve
through your email marketing efforts. These goals could
include increasing customer engagement, driving sales,
promoting new services, or expanding your subscriber list.
If I was just starting my business and I wanted to outline my
specific goals, it might look like this:

Example of Outlining Specific Goals for My Wedding
Business:

1. Increase Customer Engagement: Measure and see
increased open rates, click-through rates, and overall
interaction with the content. Test new copy in compelling
and valuable emails that prompt recipients to take action,
such as visiting the website, contacting me for inquiries, or
following my social media channels.

2. Drive Sales and Conversions: Set measurable targets
such as the number of conversions resulting from email 
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campaigns per month, revenue generated from email-driven
sales, or the percentage increase in overall sales attributed
to email marketing efforts. I want four new customers next
month that can be tracked from email marketing efforts.

3. Expand Subscriber List: I want to see 15 new subscribers
this month, 30 the next month, and 45 the next. This goal
can be achieved by offering valuable incentives for
subscription, optimizing website opt-in forms, or
implementing lead generation strategies such as content
upgrades or exclusive discounts. Create two new lead
magnets this week and put them on my website, social
media, and in a local wedding blog in the next two weeks.

4. Promote New Services or Packages: I understand that
email marketing can be an effective tool for promoting and
driving awareness of new wedding services or packages.
Create a new package by partnering with my new
photographer and get one new customer to purchase this
package this month. Create an email that incentivizes this
new package and gets five new inquiries this month.

5. Enhance Customer Retention and Loyalty: I understand
that strengthening customer relationships and fostering
loyalty is essential for long-term business success. I want
to successfully track repeat bookings, customer feedback or
reviews received, or the percentage increase in customer
retention as a result of new targeted email campaigns this
month. Create a loyalty program that incentivizes referral
marketing and talks about it every other email.

6. Increase Website Traffic: Increase traffic to my website
by mentioning the lead magnets, resources, and incentives
in my new email campaigns. Add a section on my website 
where people can apply to receive a discounted wedding
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package and advertise this in my latest email campaigns.

7. Improve Email Performance Metrics: Make a list of email
benchmarks to improve key performance indicators of my
latest email campaigns. Goals include - increasing open
rates, click-through rates, or email deliverability rates.
Monitor these metrics weekly and consistently optimize
campaigns and improve results over time. Test new titles,
content, and other factors to improve.

Remember, these goals are just examples, and you should
adapt them to suit the specific needs and objectives of your
wedding business. Set goals that are more detailed or less
detailed, it’s completely up to you. The important thing is to
actually follow through. It's also important to set realistic
and measurable goals that align with your overall business
strategy and continually evaluate and refine your email
marketing efforts based on everything you learn. Keep
getting better and better.

Step 2: Build a Quality Subscriber List:
I know you’re probably tired of hearing me say “lead
magnets”. However, you must focus on growing a quality
subscriber list by offering content that people actually
perceive as valuable. No matter if your lead magnets are
free guides, wedding planning tips, or exclusive discounts,
decide what you are going to create and create it.
Consistently tell people where they can get these resources
and send them there. Ensure compliance with privacy laws
and seek explicit permission from subscribers to receive
emails from your business. Once you have it, grow your list!
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Step 3: Choose the Right Email Service Provider (ESP):
Select an ESP that aligns with your business needs and
provides features such as automation, segmentation,
responsive templates, and analytics. Popular ESPs include
Mailchimp, Constant Contact, and ConvertKit. This can be a
daunting decision. So, here are the things that you need to
consider when choosing an ESP:

1. Deliverability: One of the most crucial aspects of email
marketing is ensuring that your emails reach the intended
recipients' inboxes. A reputable ESP will have strong
deliverability rates, ensuring that your emails don't end up
in spam folders or get blocked by internet service providers
(ISPs). Look for ESPs that prioritize deliverability and have
measures in place to maintain a good sender reputation.
Read reviews and research what other business owners
have experienced.

2. Ease of Use and User Interface: A user-friendly interface
is essential, especially if you or your team members have
limited technical expertise. Look for an ESP with an
intuitive interface, easy-to-use email editors, and drag-and-
drop functionality for designing visually appealing email
templates. A clean and organized dashboard will make it
easier to manage your campaigns, subscriber lists, and
automation workflows. If you want a full walkthrough of a
particular ESP, check out YouTube. There are millions of
tutorials covering most Email Service Providers.

3. Automation and Segmentation Capabilities: Effective
email marketing relies on personalized and targeted
communication. Choose an ESP that offers robust
automation and segmentation features. This enables you to
send relevant emails based on subscriber behavior,
preferences, or demographic information. Automation 
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workflows can save time and effort by automatically
sending emails triggered by specific actions, such as a
subscriber signing up or a wedding date approaching.

4. Template Design and Customization: Your wedding
business's branding and visual appeal should be reflected
in your emails. Look for an ESP that provides a range of
customizable email templates or the flexibility to create
your own designs. Ensure that the templates are mobile-
responsive to provide an optimal viewing experience across
devices. Customization options for colors, fonts, and
images will allow you to create emails that align with your
brand identity. Most providers have great design
capabilities. However, a few might be more your style. Look
at all of the design options and read what other business
owners think about the design capabilities.

5. List Management and Segmentation: Efficiently
managing your subscriber list is crucial for targeted email
marketing. An ESP should provide tools for list
management, including easy importing and exporting of
contacts, the ability to segment subscribers based on
specific criteria, and tools to clean and maintain your list's
quality.

6. Analytics and Reporting: Measuring the performance of
your email campaigns is essential to refine your strategies
and improve results. Look for an ESP that offers robust
analytics and reporting features, including metrics such as
open rates, click-through rates, conversion rates, and
subscriber growth. The ability to track and analyze the
success of your campaigns will help you make data-driven
decisions for future optimizations.

7. Scalability and Pricing: Consider your business's growth 
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trajectory and ensure that the chosen ESP can
accommodate your evolving needs. Some ESPs offer tiered
pricing plans based on the number of subscribers or the
volume of emails sent. Evaluate the pricing structure and
ensure it aligns with your budget and growth projections.

8. Integration with Other Tools: Assess the ESP's
compatibility with other tools or platforms you use for your
wedding business. Integration with customer relationship
management (CRM) systems, e-commerce platforms, or
event management software can streamline your workflow
and provide a seamless experience for managing customer
data and automating processes.

By carefully considering these factors, you can choose an
ESP that aligns with the specific needs of your wedding
business and empowers you to create impactful email
campaigns that engage your audience and drive results.

Step 4: Create Engaging and Relevant Content:
Craft compelling subject lines and personalized content that
resonates with your target audience. Provide value by
sharing useful wedding planning tips, showcasing real
weddings, offering expert advice, and highlighting your
unique services. Just because a piece of content doesn’t
seem to get incredible results and fetch a huge open rate in
the beginning, don’t give up. Rewrite the content and
change the subject lines often to test which ones work
better.
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Step 5: Design Visually Appealing Emails:
Ensure your emails are visually appealing and consistent
with your brand. Use eye-catching images, appealing
colors, and well-formatted layouts. Make sure your emails
are mobile-responsive to cater to the increasing number of
mobile users. There are many design tips that can help
your emails look better and feel more professional. Here
are a few of my top tips for email designing:

1. Use a Clean and Organized Layout: Keep your email
design clean and uncluttered, allowing recipients to focus
on the key elements. Use white space strategically to
enhance readability and highlight important content.
Consider a single-column layout for better mobile
responsiveness.

2. Incorporate Your Branding: Ensure that your email
design aligns with your wedding business branding. Use
your logo, brand colors, and fonts consistently across your
emails to reinforce brand recognition and establish a
professional identity.

3. Choose a Compelling Header and Subject Line: Grab
attention right from the start by creating a compelling
header and subject line. The header should be visually
appealing, featuring a captivating image or graphic related
to weddings. Craft subject lines that are concise, intriguing,
and relevant to entice recipients to open your emails.

4. Visuals and Imagery: Utilize high-quality and visually
stunning images to captivate your audience. Showcase your
portfolio, real weddings, or behind-the-scenes glimpses to
evoke emotions and inspire couples. Ensure that your
images are properly sized, optimized for the web, and
complement your email content.
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5. Consistent Typography: Select fonts that align with your
wedding business's style and maintain consistency
throughout your emails. Use a combination of fonts for
headings, subheadings, and body text that are easy to read
and visually appealing. Stick to two or three fonts to
maintain a cohesive and professional look.

6. Engaging Call-to-Action (CTA): Incorporate clear and
attention-grabbing CTAs that encourage recipients to take
the desired action. Use contrasting colors and compelling
text, such as "Book Now," "Learn More," or "Get Exclusive
Offer," to prompt engagement. Ensure that your CTAs are
prominently placed and easily clickable.

7. Mobile Responsiveness: With the increasing number of
people accessing emails on mobile devices, it is crucial to
design emails that are mobile-responsive. Test your emails
on various devices and screen sizes to ensure they are
easily readable and visually appealing across all platforms.

8. Personalization and Dynamic Content: Tailor your emails
to make them feel personalized and relevant to each
recipient. Utilize dynamic content based on subscriber data,
such as their name, wedding date, or preferences, to create
a more personalized experience. This can include
personalized greetings, customized recommendations, or
exclusive offers based on their interests.

9. Clear and Scannable Text: Make your email content
scannable by using short paragraphs, bullet points, and
subheadings. Highlight important information using bold or
italicized text. Keep your text concise and focused,
delivering valuable information without overwhelming the
reader.
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10. Test and Optimize: Continuously test different design
elements and analyze the performance of your emails.
Conduct A/B testing on subject lines, visuals, CTAs, or
layout variations to identify what resonates best with your
audience. Use analytics to track open rates, click-through
rates, and conversions, and optimize your emails based on
the insights gained.

Remember, designing professional and visually appealing
emails requires a balance between aesthetics and
functionality. Focus on creating a visually appealing design
that effectively communicates your message while ensuring
a seamless user experience across different devices.
Regularly review and update your email designs to stay
fresh, relevant, and engaging to your audience.

Step 6: Automate Your Email Campaigns:
Utilize automation tools to send targeted emails based on
triggers such as subscriber sign-ups, abandoned carts, or
upcoming wedding dates. Set up automated workflows to
nurture leads, follow up with inquiries, and send
personalized recommendations. Automation can save you a
lot of time with communication. Start off simple and as you
get more comfortable with automations, implement them in
every part of your communication strategy.

Step 7: Measure and Analyze Performance:
Regularly analyze the performance of your email campaigns
using metrics such as open rates, click-through rates,
conversion rates, and subscriber growth. Identify trends,
experiment with different strategies, and optimize your
campaigns accordingly. Make it part of your weekly
schedule so that you stay on top of your email marketing.
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Step 8: Test and Optimize:
Continuously test and optimize different elements of your
email campaigns, including subject lines, content, visuals,
and calls to action. A/B testing can help you identify the
most effective strategies. Experiment with variations in
subject lines, content length, images, CTAs, and send times
to determine what resonates best with your audience. Split
your subscriber list into two groups and send different
versions of your emails to each group. Analyze the
performance metrics to identify the winning elements and
implement them in future campaigns.

Step 9: Personalize and Segment Your Emails:
Segment your subscriber list based on demographics,
preferences, or previous interactions. Personalize your
emails by including the recipient's name and tailoring the
content to their specific needs or interests. Use dynamic
content to provide targeted recommendations or exclusive
offers based on their wedding date, location, or past
interactions.

Step 10: Maintain Consistency and Frequency:
Establish a consistent email schedule to stay on top of your
audience's minds without overwhelming them. Determine
the optimal frequency of your emails, whether it's weekly,
bi-weekly, or monthly, based on your audience's
preferences and your business's capacity. Consistency
builds trust and helps establish a strong brand presence.

Step 11: Monitor and Improve Deliverability:
Regularly monitor your email deliverability to ensure your
messages reach the recipients' inboxes. Keep your email
list clean by promptly removing bounced or unsubscribed
email addresses. Avoid spam triggers by using a reputable
ESP, complying with anti-spam laws, and personalizing
your emails.
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Step 12: Continuously Evolve Your Strategy:
Stay updated with industry trends and evolving consumer
behaviors. Regularly review and analyze your email
marketing metrics, feedback, and customer insights. Use
the gathered data to refine your email marketing strategy,
experiment with new tactics, and adapt to the changing
needs and preferences of your audience.

Don’t let all of this information overwhelm you. Email
marketing, though it has many components, is simple. Build
a subscriber list using tools and lead magnets. Then, email
great content with calls to action in a simple and elegant
way. Test consistently and send consistently. If you get
overwhelmed, take it one step at a time and one email at a
time. YOU CAN DO THIS!

Congratulations on completing this chapter! It is a lot of
information. I know. But I’m proud of you for sticking with it.
You have gained valuable insights and strategies that will
propel your wedding business to new heights in the digital
world. By implementing the concepts discussed in this
chapter, you are on your way to achieving a strong and
successful online presence that will set you apart from the
competition.

I hope that this chapter has equipped you with the
knowledge and tools necessary to dominate the digital
landscape and elevate your wedding business. Embrace the
opportunities offered by the digital world, remain open to
innovation, and adapt to the ever-changing digital
marketing landscape.
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Now, it's time to take action and implement the strategies
you've learned. Embrace digital domination with confidence,
knowing that you have the power to succeed online. By
consistently implementing the principles discussed in this
chapter, you will establish your wedding business as a
leader in the digital space, connect with your target
audience on a deeper level, and ultimately achieve the
success and growth you desire.

Your wedding business has the potential to flourish
online, and by harnessing the power of digital
marketing, your dreams of success are well within
reach.
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As your business experiences the typical growing pains of
the wedding industry, you must know how to handle both
fast and slow times of the season. Business owners who
are unsure of what to do and make rash decisions often put
themselves and their businesses at risk of closing before
they have a chance to succeed.

You should be confident and understand exactly what to do
in times when your income slows a bit. Take this chapter as
a lesson from someone who has experienced the ups and
downs.

Keep this chapter highlighted and reread it if needed, as it
could save you thousands of dollars and help you build
financial stability in your business, even during the slow
parts of the season. We will explore strategies and
techniques to capitalize on the peak of each season. By
understanding how to maximize your profits during this
time, create synergy, and extend the high season's impact,
you will set your business up for consistent growth year
after year. The content in this section is powerful and has
the potential to make a massive impact on your wedding
business.

6.1: Maximizing High Season Profits

Embrace the Power of the High Season
The high season in the wedding industry is a time of
heightened activity and demand. It presents a golden
opportunity for wedding businesses to generate increased
revenue, expand their customer base, and establish a solid
foundation for long-term success. By recognizing and
embracing the power of the high season, your business can
thrive during these peak periods. There are some critical 
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things to consider before you get in the thick of it. Here are
some of the best practices for preparing your business for
the high season in the wedding industry.

Analyze Past Data: Review historical data and identify
patterns in customer behavior and demand during previous
high seasons. If you're new, research and collect data
about when the high season starts and how long it lasts.
Ensure you understand precisely which months or
"seasons" experienced the highest levels of bookings and
plan your resources accordingly. If this is your first year in
business, keep excellent records. It is essential to have
something to look at next year to see when business was
booming and when it was slow. Ask your strategic growth
partners that have been in business for a while. You can
learn valuable insider information from them and other
business owners. Many wedding business owners say they
don't know this information. However, there is no excuse for
not learning it other than not wanting to do the research.
DO THE RESEARCH!

Evaluate Capacity: Assess your business's capacity to
handle an increased volume of inquiries, bookings, and
events. Design each system and process in your business
to take the pressure off you when things get hectic.
Determine if you need to hire additional helpers, collaborate
with freelancers, or outsource specific tasks to ensure a
smooth and efficient operation during the high season.
Getting someone to handle administrative tasks, emails,
and light communication can relieve some pressure and
free you up to run your business even better. Do some
thinking and planning during the slow season so you know
you're ready to handle more business. If it's just you in your
business, and you don't plan on having any helpers or other
employees, make sure you understand how many clients 
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you can take on each week while still maintaining the
quality of your service. Many owners book and book, then
end up with bad reviews because they kept booking when
they should've stopped. Evaluate and understand your
capacity.

Set Realistic Goals: Establish specific and measurable
goals for the high season, such as the number of bookings,
revenue targets, or customer satisfaction metrics. These
goals will serve as benchmarks for success and help you
stay focused and motivated throughout the busy period.
However, when setting goals, remember the limits we
discussed in the last section. While it's great to say yes to
more business during the high season, it's also essential to
be comfortable saying no and turning away customers who
could have a bad experience or feel neglected.

Fine-Tune Marketing Strategies: The marketing strategies
discussed in this book will work in the busy and slow
seasons if you dial them in for your specific business.
Refining your marketing strategies to attract and engage
potential clients during the season you're preparing for is
important. Automating your referral and review programs is
one way to make things easier. As the season gets hectic,
your customers should automatically receive messages
through email or text to ask for reviews and referrals. Start
by setting up a message showing them appreciation for
choosing your business, then follow up with a thank-you
message once you've provided your service, and kindly ask
them to leave a review. A few weeks later, you can set up
your system to send them an email encouraging them to
recommend your services to their friends and family who
might be planning weddings in the future. You should also
set up marketing campaigns on social media that you can
turn on or off as needed during the slow or busy seasons.

WINNING THE WEDDING SEASON

6.1 Maximizing High Season Profits



193

By automating communication processes, fine-tuning your
marketing plan so that it varies slightly based on what
season you're in, and improving your online presence, you
can manage your marketing efforts efficiently and make the
most of the high season.

Streamline Booking Processes: During the high season,
bookings will increase. Simplify and streamline your
booking processes to handle increased inquiries and secure
bookings more efficiently. Use online booking systems like
Honeybook to make it easy for clients to book your
services. Provide clear and detailed information on your
website so potential clients can easily find what they want
and inquire about booking. Implement a smooth
communication flow where clients receive an automatic
email confirmation from you, assuring them that you'll be in
touch within 24 hours. If you're unavailable to take more
bookings, set up your system to automatically thank them
for their inquiry and inform them of your availability status.

You can create a detailed automated booking system to
take it a step further. Many vendors have comprehensive
scheduling systems in place where clients can inquire,
receive a price quote, check date availability, receive a
quote/contract, and make a payment—all without the need
for manual interaction from the business owner or any
human intervention. If you're willing to invest the time and
effort, you should implement a similar system if you haven't
already. It's all about finding the right tools and setting
them up to streamline your booking process effectively. If
you’ve already set all of this up, follow the instructions in
the next section to optimize it.
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Streamline Operations and Optimize Efficiency
Streamlining your operations and optimizing efficiency is
essential to make the most of the high season. Evaluate
your processes, from inquiry management to service
delivery, and identify areas where you can eliminate
bottlenecks and enhance productivity. By making your
business processes flow as smoothly as possible, you will
be able to handle increased demand efficiently and
maintain high customer satisfaction.

To streamline and evaluate the processes and systems that
make up your business, you'll need to collect some data
from previous years. If you are new you will not have this
information. So what do you do? 

Use this moment to stop and properly set up business
systems and processes to make your life easier. If you are
serious about your business, setting up and defining your
unique processes and systems would be the next thing I do.
Don't read through this book and continue to procrastinate
doing what you know can drastically improve your business.

Streamlining operations and optimizing efficiency simply
comes down to you as the business owner looking at the
total picture of every part of your business and making it
run smoothly.

To streamline and optimize in preparation for the high
season, here are some suggestions that every wedding
business owner should pay attention to.
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Create a Detailed Calendar: Map out your entire high
season, including all booked events, key deadlines, and
important milestones. This will help you visualize your
workload and allocate resources accordingly. If this is your
first high season, fill in this detailed calendar as you go so
that it will act as your record for next year.

Staffing/Vendors: Hire and train extra staff well in
advance. If you use vendors for anything, have
conversations with them to set expectations and ensure
they are ready to roll. Whether it's additional
photographers, caterers, or planners, and no matter if they
are staff or vendors, having a reliable team is crucial during
the high season.

Inventory Management: Stock up on essential supplies.
Whatever kind of wedding pro you are, everything from
camera equipment for photo/video, floral arrangements for
florists, and sound equipment for DJs to the most minor
details like decorative wedding certificates for officiants
needs to be fully functional, stocked, and ready to go. A
well-organized inventory system ensures you have all the
necessary items during busy periods.

Online Booking Systems: Go through your entire booking
process and pretend you are the customer. Many business
owners set up booking systems and run them for years
without testing every aspect. They depend on clients to tell
them about problems, which is a sure way to make unhappy
customers. I can almost guarantee that if you go and test
your system for the first time, there will be certain aspects
that you want to tweak. Test it now and make sure it's
perfect before the high season.
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Customer Relationship Management (CRM) Software: A
good CRM system helps you manage client data, track
interactions, and automate email marketing campaigns,
reducing administrative work. Unfortunately, many wedding
professionals still rely on scheduling and keeping track of
customers on pen and paper. Manually writing customer
records will slow you down when it's time to communicate
and market to your customer base or email a specific
segment of past customers. Do yourself a favor and use
technology to your advantage. If you already use a CRM,
ensure it's ready to work smoothly during the high season.
TEST, TEST, TEST!

Workflow Automation: I once had a wedding officiant
student who had their systems beautifully set up, complete
with effective workflows that automated a significant portion
of their client communication. These workflows were
incredibly efficient, but there was a hiccup down the road.
One day, all the inquiry forms on their website suddenly
stopped functioning. The issue stemmed from a lack of
awareness about limitations. The website package they had
subscribed to only permitted twenty forms per month.
Sadly, they crossed this limit without realizing it, and it took
over a week for them to identify the problem. This
experience came at a high cost, resulting in a loss of
approximately 17 potential clients, each potentially worth
$500 to $800. A total potential loss of over $13,000! The
lesson here is important: always thoroughly understand the
limitations of your workflows and other systems. As your
business expands, diligently ensure that your Customer
Relationship Management (CRM) system, website, booking
software, email service provider, and other essential
technologies are equipped to handle the growing volume
and maintain reliability, particularly during peak seasons.
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Time Management: It's crucial to start implementing time
management techniques today to optimize each day. Begin
by tracking where your hours are being spent and learn to
eradicate wasted time. This practice becomes even more
critical as the high season approaches and your days feel
increasingly shorter.

Prioritization is key. Ensure that you tackle high-impact
tasks first. Consider delegating lower-priority
responsibilities to your team and vendors, or explore
outsourcing options as needed. Avoid the trap of becoming
an overbearing micromanager who's constantly running
around, instructing every vendor on how to do their job.
Instead, seek out individuals you trust and entrust them to
excel in their roles.

Another wise approach is to block specific time slots for
different tasks, eliminating the urge to multitask. This
sharpens your focus and enhances productivity. Over time,
you'll identify activities that consume significant portions of
your day, and it's essential to eliminate these "time
wasters." Additionally, explore opportunities to automate
administrative work wherever possible. By implementing
these strategies, you'll boost your efficiency and regain
valuable time for strategic thinking and business growth.

Clear Communication: Effective communication is
essential to prevent misunderstandings and ensure
everyone is on the same page. Your vendors, couples,
staff, and anyone involved in your business will love you for
making sure communication is a priority. Clients deserve to
be informed about the progress of their projects, to have
swift answers to their questions, and to have quick
responses to emails and texts (within business hours).
Transparency, openness, and frequent communication are 
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dying, and people are used to being ignored and talking to
machines. By communicating clearly, you'll set yourself
apart during the high season, create happier clients with a
faster turnover, and be able to speak to more clients more
efficiently.

After the high season, take time to evaluate your
performance. Analyze what worked and didn't, and use that
knowledge to improve for the next high season. This
ongoing refinement will ensure your business becomes
more efficient each year.

Implement Pricing Strategies
During the high season, aligning your pricing strategies to
maximize profitability is crucial. Keep a close eye on the
competition. Don't copy their prices; understand where you
stand and adjust your rates based on demand and
availability for your quality of service. You can balance
attracting customers and maximizing revenue during peak
times by strategically pricing your services.

Upsell and Cross-Sell
The high season presents an ideal opportunity to upsell and
cross-sell your services. When couples are actively booking
vendors and services, they are more open to exploring
additional offerings. If you find yourself fully booked during
the high season and have yet to offer packages or other
services (add-ons), this can be a great way to increase
each customer invoice. Even adding $100-$200 to each
client ticket can be several thousands of dollars in
additional revenue. Identify complementary services or
upgrades that can enhance the wedding experience and
create packages or incentives to encourage couples to
choose these options and add to your high-season revenue.
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Enhance Customer Experience
During the high season, providing exceptional customer
experience becomes even more critical. Aim to exceed
customer expectations at every touchpoint, from initial
inquiries to post-wedding follow-ups. Personalize your
interactions, offer prompt and attentive communication, and
go the extra mile to make each couple feel valued and
cared for. A remarkable customer experience will generate
positive word-of-mouth referrals and contribute to the
longevity of your business.

Leverage Social Proof and Testimonials
Positive reviews and testimonials hold significant sway over
potential clients. Collect and showcase glowing testimonials
from satisfied couples who have experienced your services
during the high season. I find it easier to collect reviews
during the high season. Utilize social proof on your website,
social media platforms, and marketing materials to build
trust and credibility with potential clients. Encourage
couples to share their experiences on review platforms and
consider incentivizing them to do so. Reviews will blow up
your business and directly impact your wedding business.

Collaborate and Create Synergy
Seek opportunities to collaborate with other wedding
vendors during the high season. Don't be "too busy" to
interact and partner with your strategic growth partners to
create synergy and expand your reach. Consider cross-
promotions, joint marketing efforts, and referrals to
maximize exposure and mutually benefit from the increased
demand.

Extend the High Season's Impact
Find ways to extend the high season's impact and carry the
momentum into slower periods. Many more eyes will be on 
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your business, and not all potential customers will want to
book you in the high season. Offer incentives or exclusive
deals for off-peak weddings, such as discounted rates or
added-value services. Highlight the advantages of booking
during quieter times, such as greater vendor availability or
unique seasonal offerings. By creating incentives and
advertising to the increased number of potential clients
during the high season, you can maximize revenue and
maintain a steady flow of business throughout the year.

By implementing the strategies outlined in this chapter, you
can harness the potential of the peak season, create
synergy with other vendors, extend its impact, and elevate
the success of your wedding business. The most important
thing to remember is that you will be busy. You MUST be
able to adapt and create systems that allow you to keep a
bird's eye view of your business, make adjustments,
connect with every person who looks at your business
during the high season, and collect their information to
remarket to them later.

6.2: Keeping the Business Steady During the Low
Season

As someone who has experienced incredible times and
tough times in business, I understand that the highs and
lows of the business can be both exhilarating and
challenging. In this chapter, we're going to dive deep into a
topic that is often overlooked by coaches and marketing
gurus but vital for your long-term success: managing your
wedding business during the low season. The off-peak
months present unique opportunities and challenges that
can and will significantly impact your bottom line. To truly
achieve marketing mastery in this industry, you need to
excel in both the boom times and the quiet ones.

WINNING THE WEDDING SEASON

6.2 Steady in the Low Season



201

A Strategic Approach
The low season doesn't have to mean low profits or slow
business. In fact, it can be a period of tremendous growth,
learning, and preparation for the upcoming peak season
and years to come. I want to go over the most helpful
strategies that I have used both in the past and currently.
Use some of these or all of these but be consistent on the
actions you take during the slower season. Consistency will
be the driving force behind whether or not your business
grows, stays the same, or loses momentum during the low
season.

Reflect and Review
The low season is an invaluable opportunity to refine your
wedding business, and it all starts with reflection and
review. Take this time to gather and organize data from the
high season, as well as insights from your overall business
performance. Here's how to do it effectively:

Gather and Organize Data: Begin by looking at and
organizing data from your high season. This should
include customer data (such as contact information and
feedback), sales data (including revenue, profit margins,
and product or service performance), and data related to
your marketing efforts (like ad spend, click-through
rates, and social media engagement). Tracking and
looking at data seems like a boring, monotonous task
and many business owners avoid doing it at all costs.
However, information is how you make valuable
decisions about your business and determine the correct
next steps to take. LEARN HOW TO LOOK AT DATA
AND YOUR BUSINESS WILL GROW!

     
Analyze Your Weak Points: Thoroughly review the data
you've collected and identify areas where your business 
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     fell short during the high season. Did you miss revenue 
     targets? Were there any customer complaints or service 
     issues that surfaced? Could you have been more 
     consistent in communication or customer service? Take 
     a deep dive into these weak points to understand their 
     root causes.

Evaluate Marketing and Communication: Examine
your marketing strategies and communication channels.
Consider what worked and what didn't. Did you reach
your target audience effectively, and were your
marketing messages resonating with them? Were there
any marketing channels that underperformed or went
underutilized? How long did it take for you to respond to
new customer inquiries or answer questions from
current customers? 

Assess Business Tools: Evaluate the tools and
technology based on how well they performed during the
busy season. Can they be optimized more for efficiency
and productivity, or are there gaps that were obvious?
Determine if any new software or applications could
streamline your operations and customer management.

Explore Business Partnerships: Use off-peak months
to examine current strategic growth partnerships and
potential future partnerships. Did you collect information
from new vendors or potential SGPs during the high
season? Consider reaching out to other vendors or
venues for new collaborations or referral agreements.
Were there any SGPs that did not work or failed to hold
up their end of the deal? Figure out which ones to
pursue further and which ones to let go. Keeping up with
these relationships will expand your network and create
more mutually beneficial opportunities.
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Review Unmet Goals: If you had specific goals for the
high season that weren't met, it's essential to
understand why. Did you set overly ambitious targets, or
were there unforeseen challenges that hindered your
progress? Analyze these unmet goals to determine the
underlying causes and develop strategies for achieving
them in the upcoming season.

Strategic Planning: Once you've reviewed all of these
aspects, create a strategic plan for the low season.
Every season should have a small plan with goals and
achievement points to mark off as you reach them. This
will be your step-by-step roadmap that outlines how you
will address the issues identified, enhance your
marketing and communication, implement new tools,
and nurture valuable partnerships. Your plan should
include specific tasks, timelines, and responsible team
members.

Reflecting and reviewing your wedding business's high
season performance is the first step toward ensuring that
your low season is a time of growth rather than stagnation.
By addressing weaknesses, fine-tuning your marketing and
communication, investing in the right tools, forming
strategic partnerships, and setting clear objectives, you'll
be well-prepared to make the most of the quiet months and
position your business for success when the high season
returns.

Reconnect with Clients
One of the most potent tools at your disposal during the low
season is your client database. This includes not only past
clients but also present clients and those potential clients
who have shown interest in your services or interacted with 
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your lead magnets. By rekindling these relationships, you
can keep your wedding business in the forefront of their
minds and encourage them to become ambassadors for
your brand. Here's how to reconnect effectively:

Engaging Past Clients

Warm, Friendly Outreach: Start by sending personalized,
warm, and friendly emails to your past clients. A simple
"How have you been?" can go a long way in establishing a
connection. If you have personal anecdotes or memories
from their wedding, share them to evoke a sense of
nostalgia. This will create a buzz and may spark referrals
and reviews.

Discounts: Offer special “Out-of-season” discounts or
promotions on your services that can be used or passed on
to family or friends. If your business doesn’t typically get
repeat business because you are an officiant or a service
that most people only use once for their wedding, offer an
“Out-of-season” package price that includes a referral gift
such as a gift card. Send letters that talk about how
thankful you are for customers like them, and if they know
anyone in need of your services, you will offer their loved
one a discounted rate, AND you’ll send them a gift card as
a thank you. This makes your clients feel appreciated and
valued, gives them the desire to spread the word about
your business, saves their loved ones money when they
hire you, and boosts your business. It's a win-win situation.

Valuable Wedding-Related Tips: Send them tips, advice,
or insights related to weddings, whether it's trends, specific
tips about the service you offer, budgeting advice, or
planning checklists. If they don’t use it themselves 
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(because they are already married), they will pass it on to
people they know who may need your services. Position
yourself as a helpful resource for them and everyone they
know, not just a one-off service provider. By providing value
before, during, and after their experience it demonstrates
your commitment to their wedding journey, even after your
official role is complete.

Engaging Present Clients

Frequent Updates: Keep your present clients informed
about industry trends, upcoming events, or any new
services or packages you're offering. Your communication
should be consistent, informative, and engaging.

Exclusive Previews: Offer sneak peeks of upcoming
features or services you plan to introduce in the next high
season. Sometimes, coming up with a new package will
give couples that you already have scheduled a reason to
upgrade and purchase a higher-end service or package.
Present clients also offer valuable feedback. By keeping
open communication and asking clients what they think of
your new services/packages/ideas, they can be a sounding
board for your business innovations.

Customized Offerings: In the low season, use your time
wisely. Survey current customers at least once during the
process to ask if there is any other services or add-ons that
would make their experience phenomenal. Sometimes the
answers are surprisingly simple to execute and will allow
you to build a custom or personalized package for the
client. Personalization makes clients feel valued and more
likely to remain engaged with your business and spread the
word.
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Engaging Potential Clients

Lead Magnet Follow-Up: Those who have shown interest
in your services through lead magnets on your website are
already warm leads. Send follow-up emails to nurture these
connections. Share more in-depth information about your
services, provide testimonials or case studies, and offer
incentives for them to take the next step.

Interactive Content: Create engaging, interactive content
like webinars, Q&A sessions, or virtual tours to involve
potential clients. This not only educates them about your
offerings but also allows you to interact directly with your
audience. During the low season, you will be able to
concentrate on producing more content that will help your
business grow.

Marketing Tips for the Low Season
Here are a few marketing strategies that I want you to
concentrate on in the low season:

 1. Create Shareable Content: While you have more time, 
     develop content that's not only informative but also 
     shareable. Whether it's engaging videos, visually 
     appealing infographics, or emotionally resonant stories, 
     content that people want to share with their friends and 
     family can significantly amplify your reach.

 2. Referral Programs: Implement a referral program or 
     strengthen the one you already have. This program 
     rewards clients for referring your services to others. 
     Incentives like discounts, gift cards, or exclusive 
     packages can motivate them to spread the word.
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 3. Engage Purposefully on Social Media: Continue being 
     active on social media platforms, responding to 
     comments and messages promptly. However, now that 
     you’re in the low season, be purposeful and work a 
     social media plan that consistently reaches more 
     people. Encourage clients and potential clients to share 
     their wedding planning experiences on your social 
     pages, creating a community of like-minded individuals. 
     Be the go-to expert for answering questions from      
     engaged couples.

 4. Loyalty Rewards: Recognize and brag about your most 
     loyal clients. When a client recommends someone and 
     receives a referral reward, post about it on social media. 
     Showing appreciation cultivates a strong bond with all of 
     your clients and increases the rate at which your content 
     spreads.

The low season in the wedding industry is not a time to
hibernate; it's an opportunity to rejuvenate, grow, and set
the stage for a successful high season. If you're looking for
some final advice about winning throughout the low and
high seasons, keep reading. In the next section, I'm going
to give you some gold. If you listen to and implement
everything in Chapter 6, your business will be unstoppable,
and your growth will be unprecedented.

6.3: Busy Season Competition

This section is going to be shorter. The truth is, if you do
everything we’ve discussed in this chapter, you will win.
You will crush your competition without trying because you
will be in the top 5% doing everything right. This section
reminds you of a few extra things you can do during the 
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busy season to stay ahead and skyrocket your business.
Consider these bonus activities that are icing on the
marketing cake.

Financial Planning
Please don't panic. I'm not going to get in too deep here.
This is a marketing book, and I don't plan on writing a
financial planning book anytime soon. You should get a
great accountant and financial planner to help you in these
areas. However, there are a few things that you can learn
to pay attention to that will help your finances flourish. Here
are my suggestions for financial planning during the
wedding season, whether it's slow or busy. These will help
you stay ahead of the competition all season and fortify
your business's financial foundation:
 

Budget Forecasting: Start by creating a comprehensive
budget for the entire year. Forecast your revenue and
expenses by breaking down expected income from
bookings, package sales, and ancillary services, along
with anticipated costs such as marketing, supplies, staff,
and overheads. Accurate forecasting allows for better
financial decisions.

Emergency Fund: Build a robust emergency fund
specifically earmarked for unexpected expenses or lean
periods during the low season. Aim to save a portion of
your profits to cushion your business during challenging
times.

Diversified Income Streams: I spoke about this earlier.
But you must be open to and explore avenues to
diversify your revenue streams as things progress.
Consider offering complementary services or products,
hosting workshops or seminars, or creating digital 

WINNING THE WEDDING SEASON

6.3 Busy Season Competition



209

     products related to your expertise. Continue exploring 
     strategic growth partnerships and offering packages that 
     increase your average revenue per customer (ARPC). 
     This diversity can help mitigate the impact of seasonal 
     fluctuations.

Expense Management: Conduct a thorough review of
your expenses. Be detailed in your evaluation of
expenses and account for everything. Look for areas
where you can cut costs without compromising quality.
Negotiate better rates with vendors, strategic growth
partners, and suppliers. Assess subscription services
and apps and eliminate unnecessary expenditures.

Cash Flow Management: Cash flow is the net balance
or the total amount of cash going in and out of your
business. Keep a close eye on your cash flow.
Understand your numbers and what you bring in vs.
what’s going out. Talking to your accountant about your
money and learning how to read your Profit & Loss
Statement (PnL) is essential. Take the time to know and
understand this information. Maintain healthy invoicing
practices to ensure timely payments from clients and
implement systems to track receivables. Explore options
like retainer fees or installment payments to improve
cash flow consistency. Learn best practices and
continue educating yourself.

Debt Management: Develop a strategic plan to manage
and reduce your business's debt. Prioritize paying off
high-interest debts and consider refinancing options if it
can lead to savings. If your business is small, only get
into debt or borrowing practices if you have a clear path
to grow, pay off the debt quickly, and have a structured
plan to follow that will guide your business into a 
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     profitable and debt-free future.

Profit Margin Analysis: Analyze your profit margins for
different services or packages. Identify which offerings
are the most profitable and focus on optimizing those.
This can involve adjusting pricing, bundling services, or
promoting high-margin offerings more aggressively.

Tax Planning: Work with a qualified accountant or tax
professional to optimize your tax strategy. Identify
available deductions, take advantage of tax credits, and
ensure compliance with tax regulations. Proper tax
planning can save your business significant amounts of
money.

Investment in Growth: Allocate a portion of your
budget towards business growth. Unfortunately, most
businesses can see growth in their future, but they can’t
afford it. I can’t stress the importance of this enough. It
will come in handy even if it’s only 10 dollars a week.
When needed, you can invest the money in marketing
campaigns, upgrading equipment or technology,
professional development for yourself or your team, or
expanding your service offerings. Don’t use the excuse,
“I can always start tomorrow.” Start today.

Regular Financial Reviews: Schedule regular reviews
of your financial performance just like you do your
marketing, social, partnerships, and other vital aspects
of your business. Put a review on your master calendar
and review each quarter along with these other items.
Set aside time quarterly or bi-annually to assess your
financial health with your accountant and financial
planner, compare actuals to projections, and make any
necessary adjustments to your financial plan.
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These financial planning tips are just that: tips. You can
take them or leave them. However, many of these have
forced me to gain control of my finances in the past when I
thought I was doing great, but in reality, I had no clue about
my numbers. Implementing these can help you build a solid
financial framework that provides stability, resilience, and
the ability to navigate challenges throughout the year. A
well-managed financial strategy helps your business stay
ahead of the competition and positions it for sustainable
growth and success.

Become the Networking Hub
In the world of technology, a network hub serves as a
central point for data transmission, connecting multiple
devices and enabling the exchange of information within a
network. Similarly, in the wedding industry, becoming a
networking hub means positioning yourself as the central
point that connects various professionals, fosters
collaborations, and facilitates the exchange of valuable
resources and contacts. Here's how you can become the
go-to hub within the wedding industry network that you've
already built:

Build Strong Relationships: Hopefully, you've already
done a lot of work by building SGPs and creating
valuable relationships online, offline, in-person, and with
every person you speak with about your services.
Leverage the relationships you've cultivated and deepen
them further. Act as a connector, introducing like-
minded professionals to each other based on their
needs, specialties, or potential collaborations. Nurture
these relationships by staying engaged and supportive.

Facilitate Collaborations: Encourage partnerships and 
     collaborations between different businesses within your
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     network. Identify common strengths and facilitate   
     introductions that could lead to mutually beneficial 
     ventures.

Share Knowledge and Resources: Be a resource hub
by sharing valuable industry insights, tips, and
resources. As your business grows, become an expert
and, more importantly, become known in your network
as an expert. Provide educational content or create a
platform/online group where professionals can exchange
knowledge, ideas, and best practices.

Host Networking Events: Organize small networking
events, workshops, lunch-n-learns, roundtable
discussions, or forums where professionals can meet,
share experiences, and discuss industry trends. Act as
the host or facilitator, ensuring everyone feels welcome
and included. Create an alliance of SGPs and industry
professionals instead of an army of competitors.

Offer Support and Guidance: Be approachable and
support newcomers or those seeking advice within the
industry. Act as a mentor or advisor, guiding others
based on your experience and expertise.

Be Reliable and Trustworthy: Maintain a reputation for
reliability, trustworthiness, and professionalism. Your
credibility within the network will encourage others to
seek your recommendations and referrals.

Promote Others: Actively promote and recognize the
achievements of others within your network. Celebrate
successes, share accolades, and showcase the
strengths of your connections.
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Focus on Long-Term Relationships: Rather than
seeking immediate gains, prioritize building long-term,
meaningful relationships. Invest time in understanding
the needs of others and offering support consistently.

By embodying the role of a networking hub, you position
yourself as the linchpin of your community in the wedding
industry. Being the central point where professionals gather
for connections, resources, and collaborations will elevate
your reputation and visibility. As a result, when individuals
within your network are asked for recommendations or
referrals for services in your niche, your name will be at the
forefront as the trusted authority to turn to. This status
enhances your credibility and sets you apart as a leader in
the industry, leading to increased opportunities and
referrals for your wedding business, resulting in more than
just future clients. If you put in the extra work and become
the networking hub, you will have more opportunities than
you can imagine in your business, community, and life.

Planning for Improvement
Looking at your current situation and identifying areas for
improvement is crucial for sustained growth and staying
ahead of the competition. I talk about it a lot. However, it's
not just about planning for your business; it's also about
continuous self-improvement to enhance your skills,
mindset, and overall readiness. Here are practical ways to
strategically plan and self-improve simultaneously:

Self-Assessment and Goal Setting: Begin by
conducting a comprehensive self-assessment. Identify
your strengths, weaknesses, opportunities, and threats
(SWOT analysis). Based on this assessment, set clear,
achievable goals for your personal and business growth.
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     Ensure these goals are specific, measurable,    
     achievable, relevant, and time-bound (SMART goals).

Continuous Learning: Commit to continuous learning
and professional development. Stay updated on industry
trends, listen to podcasts, find groups to join, and enroll
in courses or certifications related to your field. This
knowledge will enhance your skills, keep you informed,
and create motivation to do better and go further than
before.

Seek Mentorship and Guidance: Surround yourself
with mentors, advisors, or coaches who can offer
guidance and constructive feedback. Their insights can
help you identify blind spots and provide valuable
perspectives for improvement.

Time Management and Productivity: Focus on
enhancing your time management and productivity
skills. Identify areas where you can streamline
processes, eliminate inefficiencies, and delegate tasks
effectively. Tools such as time-tracking apps or
productivity techniques like the Pomodoro Technique
can help (Look it up on Google. You'll be glad you did).
My favorite time management technique is the four
quadrants method, popularized by Stephen Covey. Four
quadrants offer a simple yet effective way to prioritize
tasks. It categorizes activities into four quadrants based
on urgency and importance. Quadrant 1 deals with
urgent and important tasks, Quadrant 2 includes
important but not urgent tasks, Quadrant 3 comprises
urgent but less important tasks, and Quadrant 4 involves
neither urgent nor important tasks. By allocating time to
Quadrant 2 tasks, which often include planning,
preparation, and prevention, individuals can proactively
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     address important matters before they become urgent, 
     ultimately enhancing productivity and reducing stress. 
     We’ll go into more detail about the quadrants later. Use 
     these methods and take control of your time.

Mindset, Mindset, Mindset, and Resilience: Cultivate
a growth mindset and resilience. Your mindset will
determine most of your actions and the execution of
tasks you need to take care of. Focus on mindset first
and get rid of negativity in your life. Embrace challenges
as opportunities for growth rather than setbacks:
practice mindfulness, meditation, or other stress-
management techniques to maintain mental clarity and
focus.

Feedback and Reflection: Although this is hard, it is
entirely necessary. Regularly seek feedback from
clients, colleagues, and industry peers. Reflect on this
feedback and use it as a basis for improvement. Analyze
past successes and failures to understand what worked
well and what needs refinement.

Take Care of Your First: This sounds selfish, but it is
the furthest thing from it. Prioritize self-care and work-
life balance. Taking care of your physical and mental
well-being is crucial for long-term success. You can only
lead, sustain, or succeed if you are happy and healthy.
Allocate time for relaxation, exercise, hobbies, and
spending time with loved ones.

Adaptability and Flexibility: Stay adaptable and open
to change. The wedding industry evolves quickly, and
being flexible allows you to pivot, innovate, and adjust
your strategies accordingly.
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Plan and Execute Incremental Changes: Burnout and
breakdowns occur when you think about everything
simultaneously. You can't fix every problem; focusing on
every problem is unhealthy. Break down your
improvement plans into smaller, manageable steps.
Implement changes gradually, evaluate their impact, and
adjust your strategies as needed. This incremental
approach ensures continuous progress and burnout
prevention.

By intertwining strategic planning for your business with
ongoing self-improvement efforts, you create a synergistic
approach that propels both personal and professional
growth. It's not just about building a successful business;
it's about becoming a better version of yourself, equipped
with the knowledge, tools, resilience, and motivation to
navigate challenges and thrive in the competitive landscape
of the wedding industry.
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As a seasoned wedding business owner and coach, I
recognize the challenge of setting yourself apart in a
saturated market. No matter what service you offer couples
and even when you set your business up for success by
following every tip and trick I've taught you in this book,
time will still introduce people who only want to be your
competitor and have no interest in becoming a strategic
growth partner or any ally. The wedding industry is
brimming with talent and creativity. People are continuously
getting better at their services, making mastering the art of
standing out pivotal for achieving success. Let's talk about
practical strategies to elevate your wedding business above
the competition, whether you're just starting or have been
doing this for a while.

Before we dive in, I want you to think about your business.
Try to identify your brand perception. In medical science,
visual perception refers to the brain's ability to make sense
of what the eyes see. When I say "brand perception," I'm
talking about the central ideology that your customers think
about, the feeling they get, and the overall expectation of
experience that immediately comes to their mind when they
think about your wedding business. How does their brain
assemble everything they see on your website, read on
your social media, and hear from past clients? Doing this
might be harder if you've been in business for a while
because you have a preconceived belief of your brand
perception. You can still create your brand perception if you
are starting out.

There's a conversation I've had with many of my students
that I want to tell you about. Students will tell me that
they've been in business for quite a while and are
implementing strategies I've taught them and consistently
adjusting their business to be the best it can be. Still, they 
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aren't growing like they want to. When they ask, "What else
can I do?" My first question is, "What makes you stand out,
or why do clients choose you over others? What is your
brand perception?" Most of the time, they don't have a good
answer. When a potential customer can't see a clear reason
to choose you in a sea of thousands, they will immediately
go with another vendor that offers a lower price or adds an
extra service to their package. If you haven't been
consistent with the picture you are painting in your
marketing and the values you convey with your messaging,
you won't have a strong brand perception. In other words,
you'll blend in with everyone else.

You MUST begin by understanding your brand's essence,
values, and intended perception. Then, purposefully convey
that you are the only one that offers this unique brand
perception. It should be easy for potential clients to identify
what makes your business so special. Once achieved,
potential clients will immediately know if they're hiring you
because they either love you or don't. Back up your brand
perception and marketing with raving reviews and video
testimonials where your past customers brag about your
performance and values. If need be, recraft a compelling
brand story that resonates this essence to couples and sets
you way apart from the crowd.

7.1: Massive Marketing: Staying Ahead in a Changing
Landscape

Staying in front of the right audience and ahead of the
competition will go a long way in building a wedding
business empire. But how do you stay ahead when the
landscape is rapidly changing? How do you know what to
say when you're talking to multiple generations? Is it
possible to appeal to people of all ages?
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Let's talk about it! 

My first instinct is to say something like, "Embracing
change is paramount. Trends evolve, preferences shift, and
technology advances at a rapid pace. To remain ahead,
embrace a mindset of continual adaptation. Keep a vigilant
eye on emerging trends, consumer behavior patterns, and
technological innovations that shape the wedding industry.
Be proactive in integrating new ideas and approaches into
your marketing strategies."

While this answer sounds great, it doesn't offer practical
advice to address the problem. So I want to give you
something that I've used for years. It's an acronym that will
stand the test of time, and no matter the year, it answers
the question, "What will attract potential customers?"

F.O.C.U.S.
This simple acronym stands for:

Focus On Customers Unique Struggles.

As a wedding business, understanding the unique struggles
of couples is the magic sauce when it comes to landing
clients. You can do some quick research online and learn
what couples are looking for in your location. Where do you
find this information? Go straight to Google, read reviews,
and take notes. Then, go to Facebook and join a few
wedding groups where engaged couples talk to vendors and
look for services. Couples commenting online will give you
valuable information that can change your business.
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When you do this, you need to ask yourself these
questions and write down the answers:

 1. What are other wedding business owners 
     overlooking in their businesses?  This will tell you 
     what businesses like yours are consistently missing or 
     don’t do very well and what to ensure you include in 
     your marketing messaging. Also, ask past clients to 
     include this in their reviews.

 2. What do people love about them?  This will tell you 
     what businesses like yours are crowding the market 
     with. You still need to do this well, but don’t make it 
     apparent from your marketing that you are incredible at 
     this one thing.

 3. You’ll learn what people are looking for in a 
     (whatever service you offer) business.  This will tell 
     you what businesses like yours are not even advertising. 
     This should be a significant part of your marketing 
     message and keywords on your website, social media, 
     and other content.

 4. You’ll learn some areas that people weren’t 
     completely satisfied because something was 
     missing.  This will tell you what you should consider 
     incorporating into your business model. This may be a   
     strategic growth partnership or another add-on that 
     people in reviews and comments say, “I wish this…” or 
     “It would’ve been great if.” Use this information as 
     bonus material to grow your business.
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Here's a story illustrating how an officiant utilized the
F.O.C.U.S. method to refine their messaging and better
understand their client's needs:
---
Tamara had always strived to create meaningful and
personalized ceremonies for couples, but she felt there was
more she could offer.

Applying the F.O.C.U.S. principle, Tamara researched by
reading many Google reviews and joining wedding groups
on Facebook. She looked over numerous reviews, jotting
down notes, and asked herself the questions outlined in the
method:

Identifying Overlooked Aspects: Many officiants didn't
focus enough on personalizing ceremonies. Couples wanted
their love story to shine through in the ceremony. Tamara
made sure to emphasize this in her marketing and asked
her previous clients to mention this aspect in their reviews.

Uncovering Positive Traits: She also learned that couples
appreciated officiants who were good at calming nerves and
managing emotions during the ceremony. While Tamara
excelled in this area, she decided not to overly highlight it
in her marketing, ensuring it was delivered seamlessly
without being overly emphasized.

Discovering Unadvertised Needs: Tamara found that
couples desired a more detailed understanding of the
ceremony process. This was an aspect often overlooked by
officiants in their marketing. She made sure to integrate
clear explanations of the ceremony process into her online
content, using it as a key selling point.
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Addressing Areas for Improvement: Some reviews hinted
at guests struggling to hear the ceremony clearly. Taking
this feedback constructively, Tamara invested in a portable
sound system to ensure everyone could fully participate
and enjoy the ceremony experience.

Armed with these valuable insights from reviews and
forums, Tamara transformed her messaging. Her website
and social media now highlight the personalized touch she
brought to ceremonies, walk the couple step-by-step
through the ceremony process, and emphasize the newly
added sound system, which is included for improved audio
clarity.

The F.O.C.U.S. method empowered Tamara to identify and
address her clients' struggles, refining her messaging and
services to meet their needs. This tailored approach
attracted more couples seeking personalized ceremonies
and positioned Tamara as the only officiant in the area to
create incredible custom ceremonies, make the process
incredibly easy and informative, and include a sound
system anytime it's needed.

Here's one more story illustrating how a wedding
planner utilized the F.O.C.U.S. method to refine their
messaging and better understand their clients' needs:
---
Meet Brandon, a talented wedding planner striving to
enhance his services and stand out in the competitive
wedding industry. Recognizing the power of understanding
his clients' unique struggles, Brandon embarked on a quest
to unravel the insights hidden within online reviews and
engaged couples' conversations in wedding groups.
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Applying the F.O.C.U.S. method, Brandon embarked on his
research journey:

Identifying Overlooked Aspects: Brandon realized that
many wedding planners focused heavily on design elements
but often overlooked seamless coordination on the big day.
This insight prompted Brandon to emphasize his
coordination skills in his marketing and encouraged past
clients to highlight this in their reviews.

Uncovering Positive Traits: While clients appreciated
beautiful setups and designs, Brandon noticed that most
planners prominently flaunted this skill. He decided to
showcase his designs but put less emphasis on them,
knowing that it was expected but not his primary
differentiator.

Discovering Unadvertised Needs: Through reviews and
discussions, Brandon discovered that couples often sought
advice and guidance on budget-friendly options but found
limited information available. He revamped his website and
social media to include detailed budget-friendly tips, making
them focal points in his content.

Addressing Areas for Improvement: Some reviews hinted
at guests feeling a bit lost during the wedding day due to a
lack of clear directions. Brandon decided to introduce
informative directional signage as an additional service to
address this concern effectively.

Brandon used these insights to fine-tune his marketing
strategy. His online presence now emphasizes stunning
designs, seamless coordination, budget-friendly options,
and the added service of directional signage. These
changes positioned him as the only comprehensive wedding 
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planner in the area offering signage, budget guidance, and
seamless coordination on a large scale.

This approach attracted couples seeking comprehensive
planning and established Brandon as an attentive and
perceptive planner within his industry.

Craft Timeless Messages for Multiple Generations
Engaging multiple generations presents a unique challenge.
From traditionalists to millennials and Gen Z, each cohort
carries distinct values, communication preferences, and
expectations. One key piece of advice will help you craft
messages that earn respect from every generation. Have
you ever thought about movies that stand the test of time
and become classics? What's different about those movies?
The key lies in finding the common ground—the emotional
thread that unites them all. They are special because within
their messaging lies the ability to connect with diverse
audiences, transcending time and appealing to varied
tastes.

Similarly, aim to evoke emotions in your marketing and
touch upon universal themes that traverse generational
gaps. Capture the essence of timeless love, cherished
traditions, and the excitement of new beginnings—these
themes resonate with individuals of all ages. Rather than
solely focusing on trends or fleeting fads, emphasize values
that withstand the test of time. Blend tradition with
innovation, weaving narratives that honor heritage while
embracing modernity. By infusing your messages with
elements that speak to different generations' shared 
emotions and aspirations, you'll create a narrative that
resonates universally, leaving a lasting impact on every
couple, regardless of their age group. Leave out agendas, 
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political ideologies, opinions, and thoughts that can get you
into trouble. Simply put, craft timely messages.

Tailor Your Approach
In modern marketing for your wedding business, tailoring
your approach is vital to retaining current clients while
attracting new ones from different generations. Start by
understanding the distinct preferences and behaviors of
various age groups. There is no shortcut here. You must sit
down, research, and learn about new trends, technologies,
and behaviors. For instance, traditionalists might appreciate
personalized interactions via phone calls or mail invitations.
At the same time, millennials and Gen Z may prefer quick
and engaging online experiences through social media or
interactive websites. Your geographical location may have
preferences that other parts of the country don't. As your
business grows, this is information you should learn and
understand.

To retain existing clients, maintain the elements they value
most about your service while subtly adapting your
communication style to resonate with evolving trends and
preferences. Consider integrating modern technology into
your services while ensuring your core values and
exceptional service remain unchanged. Don't completely
switch to a new technology or system and leave your
current clients wondering what happened. Make sure
changes are slow and easy.

To reach new generations, leverage digital platforms, share
authentic stories, and engage actively on social media.
There are new social media platforms every year, and the
ones you know are constantly evolving. Unfortunately,
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there's no easy way to stay on top of this fast-moving
technology. My advice is to choose a couple of social media
platforms to master and stay on top of those. If you don't
want to do it yourself and you can hire a social media
manager, do that and focus on the other parts of your
business. Make sure everything that represents your
business is visually appealing.

By adapting your marketing approach to cater to
established and emerging demographics, you'll retain loyal
clients while capturing the interest of a broader audience,
ensuring the longevity and growth of your wedding
business.

Exceptional & Inclusive
Certain topics can be sensitive in our industry due to
diverse beliefs and opinions. Maintaining professionalism
and avoiding inadvertently causing offense with harsh
criticism of someone's lifestyle or beliefs is essential.
Stories abound of mistreatment based on differing beliefs,
whether from same-sex couples or Christian pastors.
Regardless of your viewpoint, professionalism, exceptional
service, and non-offensive conduct should always take
precedence.

Now that I've gotten that out of the way, being inclusive in
your "above the fold" marketing is important. When I say
"above the fold," I mean the first content people see about
your business. The saying comes from when someone visits
your website. The first thing they see and read about your
business pops up on the screen and is "above the fold"
without them scrolling down. To be inclusive, avoid
elements that might alienate specific groups. Some opt to
target specific communities, which limits potential 
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audiences. Being open to everyone who appreciates your
services, values, and style broadens your reach. Make sure
you use language that doesn't push anyone away. Make it
all about you, your talents, your incredible services, and
your five-star service, and let the people decide if you are
right for them.

Creating an exceptional and inclusive experience in your
wedding business is about crafting an unforgettable journey
for every couple, from the initial greeting to the final
farewell. Avoid getting entangled in political or personal
opinions—maintain a neutral and respectful stance. Make
sure every client feels genuinely seen, respected, and
celebrated. Train your staff to approach each interaction
with empathy, kindness, and a genuine desire to create a
memorable experience for all.

Remember, the essence of a five-star service lies in the
grand gestures and the consistent delivery of exceptional
service, genuine care, and a welcoming atmosphere that
transcends differences, ensuring that every couple feels
esteemed and cherished throughout their wedding journey.

Embracing Technology Wisely
Technological advancements play a pivotal role in reaching
diverse audiences. From traditional advertising to influencer
marketing and interactive experiences, leverage technology
to engage different generations. My advice to you for using
technology to stay ahead is this. Commit to a few pieces of
technology that help your business. If you want to use a
CRM or customer management program like HoneyBook, go
for it. However, go all the way in. Take time to learn the
software, platform, or program to use it fully. So many
business owners use several platforms or programs but
need help with them all. It’s so much more beneficial to 
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learn one skillfully than to use five unsuccessfuly.

In a rapidly changing landscape, staying ahead requires
adaptability, personalization, inclusivity, and a deep
understanding of your audience. By harnessing these
principles, you can craft marketing strategies that transcend
generational divides and forge timeless connections. Strive
to create a narrative that resonates universally—speaking
not just to multiple generations but to the human emotions
and aspirations that unite us all in celebrating love and
togetherness within the realm of weddings.

7.2: PRICES Method: Set Prices Perfectly

When growing your wedding business, certain elements
ensure a strong foundation and make it easier to create a
great income: a network of strategic growth partnerships, a
robust and consistent marketing strategy, and appropriately
priced services. Pricing is vital in propelling your business
forward and attracting the right customers. Making bad
decisions when pricing your services can halt progress and
profitability. Setting the correct prices requires meticulous
attention in the beginning and as time goes on, as it defines
your business's value proposition.

Many wedding business owners price too low, attracting
price shoppers and picky, cheap clients. At the same time,
others price too high, slowing down customer acquisition
and making it easy for competitors to crush them.

To help you understand the intricacies of pricing strategies
and determine the right prices for your services in your
market, I created the PRICES Method.
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PRICES Method

The wedding industry is competitive, so setting competitive
prices that reflect your service's worth is critical in
attracting clients and ensuring business sustainability. The
"PRICES Method" is a comprehensive framework designed
specifically for wedding professionals seeking a structured
pricing approach.

The steps are:
Perceived Value1.
Research the Market2.
Invested Time3.
Calculate Costs4.
Earnings5.
Set Pricing Structure.6.

Here's a quick breakdown of each step in the method
before we dive in:

Perceived Value: Begin by assessing the value of your
services to your clients. Focus on the unique aspects that
set you apart in the industry. Reflect on your expertise, the
distinctiveness of your offerings, and the quality of your
service. Clients perceive value beyond just the service; it's
about the experience, the emotional connection, and the
solutions you provide. Deciding what you would pay for the
service and asking others what they would pay will give you
a great starting point.

Research the Market: Understanding your market is
crucial. Research your competitors, compare yourself to
businesses similar in quality and offerings, and write down
the rates they offer for similar services. The best way to do
this is on Google search. Then, use the map results to look 

STANDING OUT IN A CROWDED MARKET

7.2: PRICES Method: Set Prices Perfectly



231

at businesses within a 50-mile radius if you are in a rural
area and a 25-mile radius in a large city. This step provides
insight into client expectations based on current service
providers, competitors' pricing, and key areas currently
missing in the marketplace.

Invested Time: Analyze your time on each project, service,
and work-related task. Account for the hours dedicated to
planning, executing, and follow-ups. You must get paid for
your time no matter what you're doing in your business.
Efficient time management is essential, ensuring you and
your team are compensated fairly for your effort in making
each wedding exceptional.

Calculate Costs: Account for all the expenses associated
with delivering your services. Include direct costs such as
materials, labor, equipment, insurance, and overheads like
marketing, transportation, and office expenses. Covering all
of your costs when your business is in operation is crucial.
Understanding your costs ensures you don't underprice
your services, providing a profitable business model.

Earnings: Setting a clear goal for your earnings is vital.
Making the amount of money you want, getting paid what is
fair for you and the client, and not overcharging the client
or being greedy are all parts of a balancing act you must
adhere to. Determine the income you aim to achieve and
factor this into your pricing structure. This step relates to
your financial objectives and helps establish a reasonable
profit margin.

Set Pricing Structure: With insights and detailed
information from the previous steps, set a pricing structure
that aligns with the value you provide, covers your costs,
and meets your income targets. Your pricing structure can 
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include hourly rates, package deals, per-project rates, or a
combination. Ensure transparency in your pricing to build
trust with your clients. Clients must clearly understand what
the services will cost them with NO surprises.

Remember, the PRICES Method isn't just about setting
numbers—it's about understanding the value of your
offerings, market dynamics, and the financial aspect of
running a successful wedding business. Embrace this
method as a comprehensive guide to pricing your services
strategically, competitively, and fairly.

Notes from my personal pricing experience

I will share something with you that is extremely valuable
and almost didn't make it into my book. I want to give you
as much value as possible, and seeing someone's thought
process and actual notes from business can be a game-
changer. I’m going to share my notes from pricing my
services when I started my second wedding business,
which became quite successful. I am sharing this with you
so you can see how I priced the services in my wedding
business and do the same as I did. Follow my thought
process and the PRICES method to price your services
accordingly.

I took my notes and put them under the correct section of
the PRICES method. So as not to overwhelm you, I’m
including the notes from pricing two of my packages so you
can see the steps. 
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Here they are:

Perceived Value

Looking at how I want my future clients to visualize my
business and the perceived value I hope my brand gives
off, I want to be a middle to high-priced service because I
provide impeccable, 5-star service and offer excellent
communication through every step of my client onboarding
process. I am a wedding officiant who offers specialized
beach micro-weddings and exclusive, custom elopement
packages. I want my packages to be one-of-a-kind, and I
want my services to be rare enough that I am the only
business in my area that offers similar services. Clients will
feel they are always top priority and treated like the only
client. I will ensure each client receives a personalized
thank you note to extend my gratitude at the conclusion of
our business relationship. I will walk every client through
each step of the process and ensure that nothing gets lost
in translation. Because of these steps, clients will be happy
to pay more, understanding that I am devoting more time
than most wedding professionals in my niche.

Research the Market

I researched within my geographic location in NC (about 50
miles around me). I found six wedding officiants of similar
quality who also offered custom elopement services and
micro-wedding-type packages. From this research, the
average cost of the six competitors’ base elopement
packages was $480 and included (travel up to 15-20 miles,
ordained officiant, planning calls, and signing and filing of
license; some included up to 20 photos). The average cost
of the six competitor’s micro-wedding packages was $775
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and included (travel up to 25 miles, ordained officiant,
planning calls, signing and filing of license, phone/Zoom
planning sessions, small arch set up with decor, special
ritual/ceremony (like sand or knot), signing and filing of
license, photos).

Based on these packages and everything I’ve discovered,
my packages will be very high quality, have a few additional
items that no one else offers, and include the following:
Elopement Package, which includes (travel up to 25 miles,
ordained officiant, planning calls, signing and filing of the
license, 20 photos before/after the ceremony, HD GoPro
video of the ceremony, signing and filing of the license,
certificate of ceremony.) My next package will be a Micro-
wedding Package, which includes (travel up to 30 miles,
ordained officiant, planning calls, signing and filing of
license, phone/Zoom planning sessions, vows assistance,
small arch set up with decor, special ritual/ceremony (like
sand or knot) including sand and vase, signing and filing of
license, 30 photos before/after the ceremony, HD GoPro
video of ceremony, certificate of wedding). Adding these
additional services into the packages makes the perceived
value much higher, and people will be willing to pay more.

Invested Time

Considering every ounce of time and effort I put into each
package; I list everything that uses my time while executing
my services. Checking email to look for new inquiries,
calling inquiries to make a sale and schedule the services,
planning calls, calls to answer questions, writing the
ceremony, creating invoices, assisting with vows, loading
the vehicle, travel time, time waiting on ceremony to start,
time after ceremony waiting to sign license, packing up,
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rendering HD video and sending to client, quickly editing
photos and sending to client, purchasing and inventory of
sand for special ritual/ceremony, marketing, website
maintenance, emailing my customer list, social media
posting. These are the main time consumers in my
business.

Calculate Costs

Elopement Package: The following are times and costs
associated with this package - time to call inquiries and
schedule service (45 min), planning calls (1 hr), creating an
invoice (5 min), vows assistance (1 hr), loading vehicle (15
min), travel (1 hr), wait time (30 min), setup/teardown (20
min), photography (20 min), photo editing (1 hr), video
rendering (30 min), filling out license/certificate and mailing
in (30 min), certificates from Amazon (35 cents each),
marketing ($15), wear and tear ($10). Most of my costs are
associated with time. 

Total for Elopement Package: 7 hr. 15 min. + $25.35

Micro-wedding Package: The following are costs
associated with this package - time to call inquiries and
schedule service (45 min), planning calls (1.5 hr), creating
invoice (5 min), vows assistance (1 hr), loading vehicle (25
min), travel (1 hr 25 min), wait time (30 min), setup & 
teardown (1 hr 25 min), photography (30 min), photo editing
(1 hr 20 min), video rendering (45 min), filling out
license/certificate and mailing in (30 min), floral
arrangement maintenance (artificial flowers maintenance
$3.50 per ceremony), certificates from Amazon (35 cents
each), marketing ($15), wear and tear on camera, GoPro,
and arbor ($35).



236

STANDING OUT IN A CROWDED MARKET

7.2: PRICES Method: Set Prices Perfectly

Total for Micro-wedding Package: 10 hr. 10 min. + $53.85

Earnings

From what I’ve seen, officiants in my area who are of the
highest quality make between $45 and $90 per hour. I want
to be higher than average but not the most expensive. I
know I can over-deliver and provide a service for which
people will be comfortable paying an above-average price. I
want to earn at least $80 per hour while working on these
packages.

Set Pricing Structure

Based on the per-hour rate of $80 and the time/cost
breakdown, my package prices will be:

Elopement Package: 7.25 (time) x $80 (rate) = 580 +
$25.35 = (TOTAL $605.35)

Micro-wedding Package: 10.167(time) x $80(rate) =
813.36 + 53 = (TOTAL $867.21)

These are great prices for these packages. I will adjust the
Elopement Package to $595 so it feels better (the customer
sees it’s in the 500s). I will adjust the Micro-wedding
Package to $875.
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Remember that pricing any service in the wedding industry
is not just about numbers; it's about the value you bring to
your clients and the sustainability of your business. By
embracing this pricing method, you're not just assigning
figures to services; you're crafting a narrative highlighting
your expertise, dedication, and commitment to delivering
unparalleled experiences.

Remember, the PRICES Method is a dynamic framework.
As the wedding industry evolves, so too will your pricing
strategy. Regularly revisiting and refining your pricing
approach ensures that it remains relevant and competitive
and reflects the value you provide. Continuously evolving
your packages and offering experiences your clients can't
get anywhere else will create many new business
opportunities.

I wish I would've had this information when I started. This
method will be very beneficial as you lay the foundation for
your business or reevaluate your pricing. Follow this
method and understand that there is no perfect price, and it
all depends on what you want. Keep pricing strategically,
innovating, and providing exceptional value to each couple
you serve.
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7.3: Word-of-Mouth Magic: Referral Takeover

When it comes to growing your wedding business, few
marketing strategies have the same impact as word-of-
mouth referrals. In the marketing world, word-of-mouth is
responsible for up to 50% of all purchasing decisions, and I
want you to learn how to produce massive results and
increase your word-of-mouth results. Suppose you learned
everything there is to know about marketing and
implemented and executed the principles perfectly. In that
case, you'd still get fewer results than if you depended
solely on word-of-mouth advertising. This grassroots
method isn't just about clients singing your praises—it's
about creating a ripple effect that expands your clientele.
Harnessing the power of referrals boosts your credibility
and drives a steady stream of potential clients to your door.
This chapter will turbocharge your word-of-mouth
marketing.

Imagine your wedding business as a garden filled with
flowers. Each flower represents a customer who has hired
you and paid for your services. Your main goal is to fill your
garden with as many beautiful, healthy flowers as possible.
While many flowers in your garden grow into beautiful
blooms and add color and vibrancy, most flowers don't
produce anything; the growth stops with them. Just like the
flowers, most customers don't create any more customers.
We'll call these types of customers "loners." Loners stay
contained within their own experiences. They purchase a
service from you, and it usually ends there. In the garden,
you do all the work to plant, water, and nurture each seed
until it finally pays off.

Similarly, most average wedding business owners do all the
work to find, market, and encourage each customer until 
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they purchase your services. The problem is that you are
one person and can easily suffer burnout as a business
owner (or, in this example, a gardener). Wouldn't it be nice
if you could plant a seed that grows into a flower and
spreads several more seeds that also turn into flowers?

I'm here to let you know the great news! There are
customers who not only blossom into splendid flowers but
also produce seeds carried by the wind, spreading far and
wide to cultivate new growth. I call these "spreaders". A
remarkable fact about spreaders is they can initially be a
loner, and you possess the power to turn them into a
spreader. Spreaders are the influencers in our world (and
no, I'm not just talking about social media influencers)—
their experiences with your business extend far beyond
their satisfaction, transcending into enthusiastic
recommendations and referrals for your business. Some
spreaders even spread seeds for the life of your business.
With the right tools, you can transform your customers into
spreaders that scatter positive word-of-mouth advertising
everywhere they go, bringing in more customers for your
wedding business and turning your garden into everything
you have imagined.

So, how do you find natural spreaders? How do you turn
loners into spreaders?

What's the secret?

It all starts with asking a satisfied customer to leave a
review and spread the word about your business. However,
you must accomplish several things before confidently
asking someone to do this.
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Deliver an Exceptional Finale
It seems that when we talk about being exceptional or
delivering exceptional experiences, we think about the
times we’re meeting with the client, communicating, or
providing a service. While it is extremely important to
provide top quality when doing each of these, it’s more
important to end on a memorable high note and leave each
customer feeling like they are your main priority.

There are several ways to create a personalized, lasting
memory for your client. A memorable experience is
extremely important so your client will have it as part of
their “BIG DAY” memory. When they talk about their
wedding or tell the story, you will forever be part of it, and
many people will hear about their “experience with our
incredible baker, officiant, DJ, planner, florist….” (you fill in
the blank).

These will set you apart and provide a wow factor that will
allow you to ask any client to spread the word about your
business. I’m providing you with ideas based on the
successful systems I set up in my business. It’s important
to make each of these your own, use your own creativity to
add your spin and create a system so that every customer
can experience your exceptional finale.

Follow-Up and Request for Feedback: Sending a follow-
up message or email a few weeks after the event is a great
way to check in on the couple's satisfaction. This is your
first opportunity to officially ask for a review/testimonial for
your business. There are several online software providers
that make it easy for customers to leave video testimonials,
and video is incredibly effective. If you want to keep it
simple, ask if the couple can record up to one minute of
video from their cell phone where they talk about their 
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favorite parts and why others should choose you as a
wedding vendor. Include a request for honest feedback
where they can suggest any improvements. It demonstrates
your dedication to constant improvement and customer
satisfaction.

Your follow-up email should contain messaging expressing
your extreme gratitude for their trust in your business.

Here’s an example:

Subject: Would you do me a favor?
Dear [Client's Name],

I’m so thankful you chose me to provide ______ for your big
day! I’m fully aware that there are so many vendors out there
to choose from. It was so wonderful getting to know you both
and I hope my service brought a smile to your face.

Your feedback and testimonial would mean so much to me
and would help my future clients choose me. Would you leave
me a brief testimonial here (provide link) or record a 1 minute
video on your phone and send it to me? Then, if you have any
feedback about anything that I can do differently of things
that you loved about my services, I’d love to hear it.

If you know of any other couples that could benefit from my
services, send them my way and I’ll take great care of them.
I’d love to offer you a gift for any referrals.

Thank you for taking the time to read this. I hope to hear from
you soon!

Best wishes,
Chad
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Gifts into Memories: I’ve spoken about personalized notes
before, but this is much bigger than just a note. Have you
ever experienced a pharmaceutical sales rep? My wife
worked for an eye doctor many years ago. She received
some fantastic gifts, gift cards, handwritten notes, and
personalized items during this job. Salespeople
representing certain pharmaceutical companies would woo
the doctors and the techs to leave a lasting impression. My
wife would come home and brag about specific reps and the
gifts that they brought. She would have a great day
because of these unique gifts; everyone in her office would
talk about their experiences all week.

I’m not suggesting that you spend hundreds of dollars on
each client. But, if you have customers paying anything
above $300 for your services, you should spend $10 on
gifts and take 10 minutes to write a note as a thank you to
those clients. If you are making $1000 or more, there is no
reason you shouldn’t spend $25-$40 on a gift, as it is well
worth the referral marketing it will produce. One of my
favorite thank you gifts includes dollar store baskets, color
cellophane or tulle, fresh fruit, and a thank you card to
create a beautiful fruit basket. I’m sure many of you reading
this will come up with incredible gift ideas that blow mine
away, and I hope you do. I’ve seen some wedding business
owners have customized gifts made with their branding.
Adding your branding to a gift can be great if the gift is
something useful and not just a novelty item. The main
focus is to provide another layer of five-star service for your
already happy clients, create a lasting memory in their
wedding stories, and give them another reason to sing your
praises.

Now, let’s talk about notes. You hear me say this a lot.
There’s a reason for that. Personalized notes add value, 



243

STANDING OUT IN A CROWDED MARKET

7.3: Word-of-Mouth Magic: Referral Takeover

and people remember the gesture. This small, personal
touch can go a long way, and most business owners don’t
do it. After a wedding or any interaction with a client or
even a vendor that you worked with:

Take the time to send a handwritten thank you note.1.
If they are clients, express gratitude for allowing your
business to be part of their special day. If they are
vendors, tell how much of a help they were and how you
enjoyed working alongside them.

2.

It is a tiny spark that can ignite an ongoing flame of
business your way. I know it sounds super old school, and
the truth is, it is. But it will cause people to notice,
remember, refer, and trust you. It shows genuine
appreciation and creates a lasting connection.

Lastly, consider sending surprise gifts to vendors that have
the power to spread the word about your business to their
clients exponentially. Think about all the vendors and
venues that would love to have some bagels, donuts, or
subs for their staff one day. Some people say, “That’s not
how you run a business. Giving stuff away?”.

When I was in my 20s, I had a mentor who started a
business in his home, grew it into one of the largest in
several states, and then sold it for millions. The business
sold 2-way radios to companies and municipalities. Every
week, he would randomly choose three companies. These
businesses could be current clients, past clients, or
organizations he wanted as clients. Then he would have a
breakfast or lunch (donuts or sandwiches, nothing too
expensive) delivered to their staff. He didn’t tell them
beforehand; he just did it. As time passed, he got a
reputation for making people happy, and the staff of almost 
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every organization inside and outside his town adored him.
A crazy thing happened. After a while, hundreds of people
knew these surprise meals were coming from the radio
company on Indiana Ave. Even if they didn’t know his
name, they knew enough to point people in the right
direction if they needed a radio. The power of this
consistent act brought hundreds of very high-dollar
customers. Not only did customers come, they were excited
about going to this place that people were so happy about
suggesting. A small, unexpected gesture like this
showcases your attention to detail and commitment to their
happiness beyond the contract.

Stay in Touch: Maintaining a connection with past clients
is crucial for fostering long-term relationships and
generating word-of-mouth referrals. Building lasting
connections with clients doesn't end once the wedding bells
chime. In fact, it's just the beginning of a relationship that
can yield remarkable rewards if nurtured effectively. One
powerful way to do this is through a well-designed
automated system that keeps you connected long after the
wedding day.

Creating Spreaders with Email: Whether a client is a
loner or a spreader, sending personalized birthday wishes,
anniversary messages, and holiday greetings demonstrates
your genuine care and commitment and is the first step to
building an army of word-of-mouth spreaders. Creating a
system that can send these automated messages will make
your life easy and ensure your past clients remember their
wonderful experience with your wedding business. Don't
add every client's info into a generic email system that
sends everyone marketing materials and special messages.
If you bombard your past clients with email messages when
they no longer need your services, they will quickly
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unsubscribe. However, if you only send best wishes, 
anniversary, birthday, and holiday messages, they will
enjoy those and gladly continue receiving your emails. Each
special message will serve as a gentle yet meaningful
reminder of their delightful experience with your services.
Moreover, these touchpoints (even though they aren't
marketing messages) provide opportunities for your
business to stay top-of-mind, making them more likely to
recommend your services to friends and family in need,
turning them into lifelong spreaders!

Special Email Best Practices: I won't get into the details
about email marketing and what to look for in a fantastic
email marketing system, as we covered in Chapter 5. But I
want to review just a few best practices to think about when
setting up a "Stay in Touch" email system.

Personalize the messages if you can. Most email
platforms will allow you to personalize emails
automatically. Set up a generic email for anniversaries,
birthdays, and holidays that sounds like you could have
written it specifically for one couple. Then, add places
for the email system to put their names automatically
depending on who it's going to. There are tons of
solutions out there specifically for this. Find a software
that you like and stick with it. Make it work for your
business.

Consider direct mail for significant clients. Consider
sending physical cards for special occasions for larger
clients or those with whom you've shared an exceptional
rapport. For exceptional spreaders who send you a lot of
clients, include a gift on special occasions. A small gift
adds a personal touch and reinforces your dedication to 
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     their happiness and your thankfulness for their word-of-
     mouth.

Maintain consistency. If you are doing it old school
and depending on following a calendar instead of an
automated system, maintain consistency. Hit and miss
doesn't work for impressing clients.

Social media shoutouts for BIG milestones impress: If
you want to shine at impressing clients on their very special
occasions and make them feel amazing, congratulate them
and put a message about it on your social media. Now, I'm
not saying you must know everything about their life. You
won't know about many of these special events unless you
keep up with past clients, and I wouldn't suggest making
that your full-time job. So, if you hear of or see a past client
celebrating something significant like the birth of a child, it
presents an excellent opportunity for a public special
message. Also, you can organize a calendar to keep track
of client's significant anniversaries. Big anniversaries are
beautiful things to celebrate publicly on social media. I
would refrain from posting birthdays and every single
anniversary on social because this would inundate your
social media. Save your social media for posting major
client celebrations only. It's well worth the effort to impress
clients.

These are simple strategies that work. Most businesses
have a slow progression of word-of-mouth advertising
because they aren't planning strategies to create spreaders
out of clients. If you use these ideas and create a plan,
then execute and deliver the quality that you know people
want, your business will soar, and your garden will have
more flowers than you know what to do with. Don't worry 
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about spending hundreds or thousands of dollars on
marketing until you've set up your word-of-mouth systems
first.

The BIG Ask
Asking for reviews and referrals is a game-changer in
growing your business through word-of-mouth. I call this
The BIG Ask because most business owners need help to
get this nailed down and get tired of asking with little
results. Many wedding business owners have said, "I ask
them repeatedly, and they still won't leave me a review! I'm
not sure what else to do." Increasing the number of
customers that leave you raving reviews is possible. It will,
however, take patience in the beginning to find your groove.
I'm going to give you the basics to build your perfect BIG
Ask:

Timing: Reach out to your clients shortly after their positive
experience with your services. We discussed follow-up and
requests for feedback in the last section. The trick is timing.
Our clients typically go on honeymoons and don't arrive
home for a week or two after their weddings. Keeping this
in mind, you must ensure that your follow-up system,
whether manual or automated, sends this message at a
convenient time for each couple. Use the schedule each
couple gave you at the beginning of your business
relationship, the same schedule you used to plan calls and
other meetings. Customize the follow-up system to send the
message at the correct time of day, based on this schedule,
at least two weeks after the wedding.

Personalized and Easy: Tailor your request to each client.
Use the template I provided earlier to write a basic, short
feedback/testimonial request and personalize it for each 
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couple. Ensure you acknowledge their experience, mention
specific event highlights, and express how their feedback
would be invaluable in helping your business.

Provide direct links or clear instructions on where and how
they can leave a review. Guide them to the place that will
benefit you most to get reviews. Don't ask for video reviews
if you need to expand your Google Business Profile. If you
have plenty of Google reviews and want to showcase more
customer testimonials on your website, ask for a video or
text. Make it crystal clear, personalized, and easy.

Mention Referrals: Mention referrals briefly and offer them
a gift for any couples they send your way who choose to do
business with you. Send a separate email detailing your
referral program and the benefits. See "Referral Ask"
below.

Gratitude for Testimonials: Once they leave a review or
refer someone, thank them sincerely. After you see their
review, it's the perfect time for a personalized thank-you
message, a handwritten note, or a small token of
appreciation. A testimonial is a sign that they have the
potential to be a word-of-mouth spreader. Start the process
by showing your gratitude and ensuring they receive more
special messages.

Referral Ask: After you've done everything I just mentioned
to send your BIG Ask, this secondary email should go out
around one month after the initial testimonial/feedback
message.

I’m going to provide you with a sample email. Make it your
own and customize it to fit your needs.
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Subject: I have one more thing to ask
Dear [Client's Name],

I hope that life has been treating you wonderfully since your
beautiful wedding day. I'm sending this out to let you know
how much clients like you mean to me. I truly value the
relationship I have with my clients. My entire goal with each
client is to strive to create an unforgettable experience that
goes beyond expectations.

Word-of-mouth recommendations play a significant role in
my business growth and success. I appreciate clients like
you who have experienced my services firsthand and
understand their impact. Your trust and satisfaction speak
volumes about my commitment to excellence.

As I continue striving to create magical weddings and
lifelong memories, I rely even more on wonderful clients
like you to spread the word about my services. Your
recommendations to friends, family, or anyone seeking a
similar experience mean the world to me.

Should you know of anyone who might benefit from my
services, I would be grateful if you could refer them to me.
Your support strengthens my business and helps other
couples find me in their search for exceptional wedding
services.

Thank you once again for being an incredible customer. If
there's anything I can do for you or if you have any
questions, please feel free to reach out!

Warm regards,
Chad
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7.3: Word-of-Mouth Magic: Referral Takeover

Remember, Rome wasn't built in a day, and your wedding
business isn't built on a single review or referral. You'll
never get every customer to leave a review. There's no
such thing as a system that brings in flawless results,
either. The BIG Ask is about consistent efforts, nurturing
relationships, and providing exceptional experiences that
result in happy customers. Don't be disheartened by initial
challenges; the most remarkable reviews and referrals often
stem from patience and persistence. Keep fostering those
connections and delivering your best; the reviews and
referrals will follow suit. Your dedication to excellence will
inevitably pave the way for more customers to join the
chorus of praise for your remarkable services.

Even though this chapter is called "Word-of-Mouth Magic,"
the tactics that I'm teaching won't magically happen.
Creating customers who spread the word about your
business every day will take work and patience. But mark
my words: if you work and follow these strategies,
customers, vendors, and venues will spread the word about
your wedding business non-stop.

Put in the effort, and it will pay off BIG TIME!
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8.1: Crisis Management and Adaptability

Challenges and uncertainties often take center stage in the
thrilling narrative of running a wedding business. While your
business grows, problems will pop up, and you will often
find yourself "putting out fires." However, you must learn to
overcome challenges and create an attitude of resilience to
issues. Many times, solutions won't come quickly. You'll
have to put in time and be creative sometimes. As the
adage goes, it's not about avoiding the storms but learning
to dance in the rain. This is the last chapter and one of the
most important. Read this chapter when you can pay close
attention because it will be an expedition through the
valleys and peaks of the challenges you'll face in your
wedding business. My goal is to illuminate the path to
resilience, adaptability, and sustainable growth.

8.1 Weathering Storms: Crisis Management and
Adaptability

The terrain of the wedding business is riddled with
unforeseen storms that can mess up even the most
meticulously planned events. From vendor cancellations to
unexpected weather woes, these challenges can leave you
reeling. However, adept crisis management and flexibility
are the anchors that prevent these storms from capsizing
your ship. Let's navigate through some of the most common
problems and uncover strategies to weather them while
ensuring your business emerges stronger.
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Vendor Cancellations or No-shows

**SOLUTION: Diverse Vendor Network**
No matter what kind of wedding professional you are, it's a
great idea to have a diverse network of vendor and venue
strategic growth partners for this very reason. Building a
reliable network is akin to having a safety net for your
wedding business. Even if you are a wedding officiant and
you don't have any vendors you hire, it's good to have
connections for your couple in case someone cancels, and
they don't know what to do. Dependable vendors are the
backbone of a successful event. Unfortunately,
cancellations and no-shows happen, and when they do,
they can potentially jeopardize the entire affair. To mitigate
these risks, you must diversify and strengthen your
relationships.

Why this is important:

Variety Ensures Reliability: Relying on a single vendor for
each service is akin to placing all your eggs in one basket.
You create redundancy by establishing connections with
multiple vendors for each service category. This
redundancy safeguards against last-minute cancellations or
unforeseen issues that might cause vendors to default.

Relationships Grow Businesses: Cultivating solid,
trustworthy relationships with your vendor network
strengthens your business. Regular communication and
fostering partnerships based on mutual respect and
professionalism ensure a solid foundation. This rapport
encourages transparency and better cooperation,
enhancing the likelihood of assistance for your couples
during emergencies.
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It Gives You A List: Being known for having a list of
preferred vendors for each service category creates a
desire for customers and businesses to have a strong
relationship with you. Ensuring a plan B or C is readily
available in case of emergencies or cancellations makes
your business look incredible.

Sudden Weather Changes

**SOLUTION: Flexible Venue Options**
Weather is an unpredictable guest at outdoor weddings. If
you are a wedding vendor who works with venues, diversify
your venue portfolio to include options with weather-
resistant amenities or indoor spaces. If you are an officiant
or offer packages at outdoor locations (i.e., beaches, parks,
etc.), choose locations with viable, weather-free, plan b
areas like shelters. If you own or manage a wedding venue,
create a space that won't be affected by bad weather.
Develop a contingency plan for swift venue changes or
adaptable setups, allowing smooth transitions in case of
inclement weather.

Why this is important:

It Forces a Contingency Plan: It gives you a reason to
prepare a detailed contingency plan in collaboration with
the venue and other vendors. This plan should outline steps
and protocols to follow in case of inclement weather,
ensuring swift and efficient decision-making. By having a
contingency plan, you have set yourself up for success and
taken away a significant issue that plagues many weddings.

Creates Communication: Gives you and your strategic
growth partners a reason to create clear communication 
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channels between the venue, other vendors, and the couple
to ensure everyone is informed and aligned regarding
weather-related decisions. You should designate a point of
contact responsible for making weather-related calls and
disseminating information.

Budget Restrictions

**SOLUTION: Versatile Service Packages**
Economic fluctuations or unforeseen budget constraints can
affect client spending. Offer adaptable service packages
that cater to varying budgets—present tiered services,
allowing clients flexibility without compromising the quality
of your offerings.

Why this is important:

Maintaining Competitive Edge: In a competitive market,
versatility in service offerings can differentiate your
business. Being adaptable and catering to various budget
levels helps position your business as flexible and
customer-centric, setting you apart from competitors who
may offer rigid, one-size-fits-all packages.

Flexibility and Customization: Not all clients have the
same requirements or expectations. Versatile packages
empower clients to personalize their services based on
their priorities and budget. This customization fosters a
sense of control, allowing clients to create their ideal
wedding experience within their financial means.

Adaptability to Economic Shifts: Economic conditions are
subject to change, affecting consumer spending patterns.
Providing adaptable service packages positions your 
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business to weather economic fluctuations more effectively.
The ability to pivot and accommodate varying budget
constraints ensures stability even in uncertain financial
climates.

Last-minute Client Requests or Changes

**SOLUTION: Clear Communication & Scalable Team**
Establish stringent timelines and communication protocols
in your contracts to handle last-minute alterations. If you
have employees or others who work with you, maintain an
agile team that can accommodate swift changes without
compromising quality. Implement robust client
communication channels to streamline updates and
approvals.

Why this is important:

Clarity and Accountability: Clear timelines in contracts
set expectations and establish accountability for both
parties. It ensures that all parties understand the
timeframes and responsibilities for making alterations or
changes.

Professionalism and Efficiency: Structured
communication protocols demonstrate professionalism and
help maintain efficiency, especially during hectic times.
Clear procedures streamline the process and reduce the
likelihood of misunderstandings or delays.

Minimization of Errors: Well-defined communication
channels help reduce errors due to misinterpretations or
miscommunications during last-minute changes. It ensures
that everyone relays updates and approvals accurately and
promptly.
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Efficient Workflow: Agile teams equipped to handle swift
changes ensure a smoother workflow. They can adapt
quickly and effectively and implement changes seamlessly.

Risk Mitigation: A systematic approach and clear
communication protocols reduce the risk of
misunderstandings, disputes, or delays. It protects both
parties by offering a structured framework for managing
alterations.

Unanticipated Technology Glitches

**SOLUTION: Backup Systems & Tech**
Technology failures can derail even the most meticulous
plans. Utilize redundant systems or backup technologies to
minimize downtime. Ensure your calendar and booking
software are available on multiple computers, offline and
online. Invest in reliable tech support to troubleshoot issues
swiftly, ensuring seamless operation during events.

Why this is important:

Without Them You’re Toast: This one is self-explanatory.

Repeat Incidents

**SOLUTION: Rigorous Post-event Reviews & Process
Tweaks**
Post-event debriefings are crucial. Conduct comprehensive
reviews after each event, identifying weak spots or
challenges faced. Based on these insights, implement
tweaks or improvements to existing processes to prevent
recurrence.
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Why this is important:

Continuous Improvement: Post-event reviews help
identify areas that don't go as planned or can be improved.
These insights provide opportunities to refine processes,
enhance services, and strengthen operations, contributing
to continuous improvement.

Client Satisfaction: Pinpointing any aspects that didn’t
meet expectations or caused inconvenience to the clients
enables you to address those issues promptly. This
commitment to rectifying shortcomings can lead to better
client satisfaction and positive word-of-mouth referrals.

Adaptation and Flexibility: Understanding challenges
faced during events helps you adapt and be more flexible. It
allows you to be better prepared for similar situations in the
future, ensuring smoother event management.

Risk Mitigation: Identifying and addressing weak spots
proactively mitigates potential risks in future events. This
approach prevents issues from escalating and ensures a
more seamless experience for clients and vendors.

These are just a few of the most significant problem areas
in the wedding business. Navigating these storms with
resilience and adaptability isn't just about weathering the
immediate challenges but also fortifying your business
against future storms. Embrace each challenge as a
learning opportunity, allowing your business to evolve,
learn from your mistakes, and emerge even stronger in the
face of adversity. Remember, it's not about avoiding storms
but learning to navigate through them with grace and
strength.
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8.2 The Art of Time Management: Balancing Creativity
and Efficiency

In the fast-paced wedding world, time is a precious
commodity. Balancing the demands of creativity with the
need for efficiency is a challenge every wedding business
owner faces. It doesn’t matter if you plan weddings, sing at
them, officiate ceremonies, bake cakes, or something else;
it’s essential to have complete control over your time to
have a profitable wedding business. This chapter explores
the art of effective time management, offering strategies to
optimize productivity without stifling creativity.

Understanding the Time Challenges in the Wedding
Business

Within the domain of providing wedding services, time
stands as an omnipresent factor. It’s more than just a
constraint; time is the bedrock on which every decision,
plan, and execution hinges. As a wedding professional, you
MUST learn to operate in a world where timelines are
immovable deadlines that dictate how your customers view
you and the quality of your services.
At the heart of these time challenges lies the inflexibility of
wedding dates. Unlike other events that might be
rescheduled or adjusted, weddings are anchored in specific
dates and times, demanding meticulous planning within the
confines of this “set in stone” timeframe. This rigid
framework requires you as a wedding professional to think
through every aspect of your services: the contract your
client signs, the promises you make, the vendors and
venues you work with, and the expectations you set with
everyone involved.
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Seasonal variations bring their own set of time-related
pressures. High seasons bring a surge in demands,
straining schedules with an influx of events, while low
seasons require innovative strategies to keep business
going even though traffic slows to a crawl. In Chapter 6, I
talk about winning in the high and low seasons. Still, no
matter what season you’re in, you must manage these
seasonal shifts in demand without compromising quality or
efficiency.

Coordination is also crucial, even if you aren’t a wedding
planner. No matter what kind of wedding professional you
are, many elements—venues, vendors, decorations,
catering, sound, setup, etc.—operate within their own
distinct timelines, demanding intricate synchronization. You
must fit into this timeline, which requires thinking ahead,
communicating with the necessary parties, and creating a
plan. The services provided by each wedding service
professional require your attention and critical thinking
when structuring your business systems to ensure a
harmonious blend of these moving parts, from the initial call
with the couple to the big day. Understanding your part in
this puzzle is essential.

Your clients will have a certain level of expectation, often
brimming with grandeur and dreams; their expectations
present another facet of time challenges. Your ultimate goal
to accomplish your client’s vision within confined timelines
will push you to balance five-star goals with practical
feasibility. As you gain more experience, working within
your comfort level becomes more natural while balancing
creativity and efficiency.

Moreover, the unpredictability of weddings introduces an
element of uncertainty. Last-minute changes, sudden 
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weather alterations, or unexpected shifts often require
adapting quickly. You must learn to plan well, think fast
(sometimes both), and be flexible without compromising the
5-star quality you want the customer to experience.

Effective communication takes time and can be a significant
time investment. Consistent updates, consultations, and
addressing client questions demand a substantial amount of
time and attention, which is why I talk about systems and
automation in your business. You should implement
automated systems as much as possible without causing
the customer experience to feel impersonal or robotic. 

Understanding the unique time constraints within the
wedding industry is the cornerstone for implementing
effective time management strategies. It lays the
groundwork for your wedding business to navigate
challenges and streamline operations.

Setting Priorities and Goals

As your business grows, more tasks and demands will
bombard you daily. One critical question often surfaces
when these tasks stack up: Where do you direct your focus
and energy? This is where setting clear priorities and
establishing well-defined goals emerges as a compass,
guiding your journey through this dynamic landscape.

At the core of effective time management lies the art of
prioritization. It's not about being busy but rather about
being productive. Identifying tasks based on their urgency
and impact becomes very important. Consider the four
quadrants we discussed in Chapter 6: urgent and important,
important but not urgent, urgent but not important, and  
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neither urgent nor important. This framework offers a
structured approach to distinguish between tasks requiring
immediate attention and those contributing to long-term
growth.

For wedding professionals, the urgency of tasks often
masquerades as importance. However, it's crucial to
discern between tasks that demand immediate action, like
addressing client emergencies, and those contributing to
strategic growth, such as refining marketing strategies or
building strategic growth partnerships. Prioritizing based on
impact and evaluating how a task aligns with overarching
business goals—ensures that you spend energy on
activities that result in consistent business growth.

Next, make sure your goals are SMART goals—Specific,
Measurable, Achievable, Relevant, and Time-Bound. Using
this acronym provides a roadmap. By creating SMART
goals, you can correctly allocate time to activities that get
things done and progress your vision. These goals serve as
beacons, guiding decisions on where to invest time and
resources. Whether you're updating your service options,
boosting online visibility, or enhancing customer
experience, SMART goals drive you to work on things that
result in tangible, measurable outcomes.

Find tools that fit your business model and make life easier.
Using online tools and software like time management
apps, project management software, or calendar schedulers
aids in structuring priorities. Many tools are available
online, no matter what kind of wedding professional you
are. I've used Google calendars, drive, sheets, and all their
other free online business tools for years. For sure, it would
take me much longer to complete each task and accomplish
my goals without the online tools I use daily. Find tools that  
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you enjoy using and learn how to use them properly. These
tools will help you manage your time and accomplish more.

An additional strategy involves the 80/20 principle—
acknowledging that 80% of outcomes often stem from 20%
of efforts. Identifying and focusing on these high-impact
tasks optimizes productivity. The tasks that take a lot of
time but produce smaller results can be delegated or hired
out. Your concentration should be on the tasks that have
the most impact. It's all about recognizing the tasks with the
most significant results and dedicating the most time and
resources to them.

Time Blocking

Time-blocking is a time management technique used by
entrepreneurs across many diverse industries. This
strategic approach involves dividing your day into specific
segments and dedicating each block to a particular task or
activity.

In your wedding business, often, your mind becomes
cluttered. You may feel there needs to be more time in the
day to complete everything you must do. Every wedding
professional deals with client consultations, vendor
coordination, phone calls, creative brainstorming,
administrative duties, and more. Time-blocking allows for a
structured approach to managing these tasks effectively.

The essence of time-blocking lies in creating dedicated
blocks of time for each crucial aspect of your wedding
business. Designating specific time slots for all client
meetings enables undivided attention, fostering meaningful
interactions while addressing their needs as they get your 
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undivided attention. Similarly, allocating separate blocks for
vendor communication ensures efficient collaboration,
allowing for streamlined coordination and swift decision-
making. For this to work, you must only do the activities
you've blocked for at the allotted time.

Creative brainstorming, an integral part of serving couples,
creating better services, and building your wedding
business, demands uninterrupted focus. By assigning
dedicated time blocks for brainstorming sessions, you can
delve deep into creativity without the distraction of other
pressing tasks, allowing ideas to flourish and innovative
concepts to materialize.

Administrative duties, though critical, often become
overwhelming when scattered throughout the day. Many
wedding professionals need help accomplishing every
administrative task because they get interrupted frequently.
Time-blocking carves out dedicated segments for these
essential tasks, allowing for efficient email management,
document organization, and other administrative
responsibilities. Planning ahead and understanding how to
ignore, redirect, or postpone interruptions that are
guaranteed to happen during your daily work is essential.

When you have it all ironed out, and you can work
peacefully in each time-blocked segment, you'll be shocked
at how much you get accomplished.

Delegating and Outsourcing

Efficiency in the wedding business isn't solely about
personal productivity—it's about smartly managing
resources. You may be in a place in your business where 
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you are okay doing everything yourself. However, if you
want to grow your business into something sustainable that
has systems, manages itself, and can be scaled, this
section is for you. Delegation and outsourcing will prevent
your wedding business from stressing you out and taking
every moment of your attention. These ideas elevate your
business by allowing you to focus on the most critical
aspects while ensuring that even the tiniest pieces of your
business operations receive the attention they deserve.

Strategic Delegation: Optimizing Your Expertise
Delegation isn't merely about assigning tasks; it's a
strategic decision that begins with you finding individuals
(within your team or network, online, employees,
contractors, friends, family, etc.) who you can teach to
achieve 80% of the same quality of results as you can. You
can delegate any task. First, you must structure the precise
actions of the task, create a system, and then teach
someone how to do it. Delegatable tasks might involve
administrative duties, client communication, or logistical
arrangements. When you delegate these responsibilities,
you're decreasing your workflow and setting your business
up for tasks to be automated and taken care of so that you
can grow faster. Begin by identifying tasks best suited for
delegation and finding the best people to train for those
specific tasks. 

Understanding your strengths and limitations is pivotal.
Delegating tasks that are time-consuming or outside your
expertise frees up valuable time. Many wedding business
owners try to do everything themselves and believe they'll
save time by learning how to do it all, even if they are
uncomfortable with the task. Entrusting responsibilities to
capable team members or outsourcing to specialized
service providers ensures tasks are completed effectively 
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and allows you to concentrate on activities where your
expertise is most beneficial.

Outsourcing: Leveraging External Expertise
Outsourcing introduces a valuable element of flexibility and
scalability to your wedding business. It involves partnering
with external professionals or agencies to handle specific
tasks or services, enabling you to access specialized
expertise that might not be available in-house. Whether
marketing, graphic design, or technical services,
outsourcing allows you to access high-quality resources
without needing extensive in-house infrastructure.

Identifying tasks that should be outsourced hinges on
understanding your business needs. Most business owners
outsource areas like accounting. However, things like
website development, content creation, or specialized event
services often benefit from outsourcing to proficient
vendors or freelancers. Just ensure that outsourcing
choices align with your quality standards to maintain
consistency.

Your time is the most valuable resource that you have. A
business with an owner caught up in menial tasks and
stressed because they don't know what to do is on track to
fail. Time management isn't complex; it just takes thoughtful
planning and work. You must create systems that fit you.
These systems should amplify your excitement because
they allow you to run your business while doing the few
things you love instead of doing every task. Use this
information however you want. The most crucial part is
setting up time management tools and doing the work to
relieve pressure off your back. Doing this will change your
business forever.
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8.3 Preparing for Future Growth: It’s Time!

Well, here we are! The last section of the last Chapter.

This book has a ton of information and can be
overwhelming. Use it as your handbook. Write in it. Reread
it. Don't get overwhelmed. You are going to accomplish
great things. I believe your wedding business will turn into
your dream business and produce results far above your
expectations. You don't have to follow everything in this
book perfectly for this to happen. You only have to listen,
work, do your best, and get up whenever a failure occurs.
Perfection is the enemy of progress. Striving for perfection
and being hard on yourself when you don't achieve it is the
easiest route to complete failure.

Your #1 goal at this moment is to take your knowledge, get
your questions answered, and start building your business.
When you get done reading this Chapter, it's GO time. 

Don't hesitate. Don't doubt yourself. Don't look at all the
distractions. Just work at it and keep working at it.

You may be starting from scratch or improving a business
you've had for a while. Either way, you must understand
how to prepare for growth.

So, let's talk about how to prepare for future growth from
where you are currently.
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Reflect and Set

Reflecting on the current state of your wedding business is
the cornerstone for steering it toward future growth and
success. In your mind, there is a vision for a wedding
business that puts a smile on your face each time you think
about it. The first step to steering your business in that
direction requires you to examine where your business
stands today, what it has achieved, and where it aspires to
go. It's time to stop and think with a blend of analytical
scrutiny, candid self-assessment, and forward-thinking
vision.

Start this process by objectively evaluating the present
landscape of your wedding business. Review your financial
health, operational efficiency, market positioning, customer
satisfaction, and capabilities. Take notes about each area
and write down how you'd like to improve them within the
following year. Evaluate the tasks you are good at and the
areas you need help with. This evaluation offers insights
into the strengths that propel your business forward,
identifies weaknesses that need to change, and creates
strategic thinking to help you grow. Use these reflection
notes as a guide to creating attainable goals so that you
can begin organizing your new dream business and making
a solid plan to get you to the next level.

Transitioning from the present state to future growth goals
is a constant exercise in reflecting, envisioning the future,
strategizing, and tweaking your plan with measurable goals.
It involves writing out the invisible roadmap inside your
mind in the form of daily and weekly goals that point you
toward where you want your business to be in the coming
months and years. Don't overdo it. Take it one day at a
time, and only reflect when you run out of growth goals. 
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Every goal and task should align with your long-term vision
while remaining realistic and attainable within a set
timeframe.

As you move forward, control the trajectory of your
business by establishing a strategic direction based on your
reflections and goals. After each reflection, you should
create actionable plans that outline the steps needed to
achieve your objectives. Break down these goals into
manageable milestones that can be accomplished over
sensible timeframes, enabling a structured approach to
progress.

Crafting attainable goals involves setting objectives that are
challenging yet achievable. Leverage your understanding of
your business's current capacities and resources available.
This process demands a delicate balance—aiming high
enough to see growth while ensuring the goals are within
reach.

SWOT Analysis: Evaluating Your Wedding Business

Now that you've learned what it means to reflect on your
current and future business and set goals, it's time to
Conduct a SWOT analysis. This analysis is a tried and true
method that you can use during your reflection or at any
point to test goals, strategies, ideas, or decisions. SWOT—
examining Strengths, Weaknesses, Opportunities, and
Threats—is fundamental in understanding your wedding
business's internal dynamics and external environment.
This strategic assessment provides a comprehensive view
of your business's current state, offering invaluable insights
to shape future decisions and strategies. You can do this
exercise when thinking about your marketing plan or getting 



270

OVERCOMING CHALLENGES AND BUILDING RESILIENCE

8.3: Preparing for Future Growth: It’s Time!

ready to make contacts for future strategic growth
partnerships. It will show you what you do well so you can
build on it, what you lack so you can address it, which
opportunities exist so you can seize them, and which risks
exist so you can minimize them. Use this test before
deciding to move forward on any new strategy.

So, how do you do it?
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Create a SWOT Matrix: Use the diagram example to
organize the identified factors into the four-quadrant SWOT
matrix. Place your strengths and weaknesses in the internal
factors section and opportunities and threats in the external
factors section.

Assessing Strengths: Identify the internal strengths of
your wedding business. What sets you apart? List every
internal factor that gives your business an advantage over
competitors. Consider your unique services, talented team
members or partnerships, exceptional customer service, or
innovative approaches to your niche. Look at your positive
attributes through the lens of what gives you a competitive
edge and enhances your business's appeal to clients. Ask
questions like: What do clients love most about my
services? What makes my business stand out in the
industry?

Identifying Weaknesses: Uncover the internal weaknesses
that could hinder your wedding business's growth or put it
at a disadvantage. These could include limited resources,
gaps in service offerings, operational inefficiencies, or
areas where your business falls short compared to
competitors. Identifying weaknesses helps pinpoint areas
that require improvement or restructuring. Ask questions
like: What challenges do I often encounter? What
complaints or feedback have I received from clients?

Spotting Opportunities: Explore the external opportunities
available that could benefit your wedding business. These
could be emerging market trends, untapped client
segments, technological advancements, or gaps in the
industry. Identifying opportunities allows you to capitalize
on favorable circumstances that could drive growth and
expansion. Ask questions like: Are there untapped 
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segments in the market? Are there new technologies that
could improve my service offerings?

Recognizing Threats: Identify external threats that could
negatively impact your business's performance or growth
and pose risks to your wedding business. Consider factors
like market competition, changing customer preferences,
economic fluctuations, or regulatory changes. Recognizing
threats prepares you to address challenges and fortify your
business against potential risks proactively. Ask questions
like: Who are my main competitors? Are there regulatory
changes that could affect my business?

Gather Data: Now, collect information such as customer
feedback, market research, financial data, team opinions,
and other industry reports. The data must be based on
verified, real information to ensure the accuracy of the
assessment.

Create a SWOT Matrix: Use the diagram example to
organize the identified factors into the four-quadrant SWOT
matrix. Place your strengths and weaknesses in the internal
factors section and opportunities and threats in the external
factors section.

Develop Strategies: Create strategies based on the
information in the matrix. Leverage strengths to maximize
opportunities. Address weaknesses to avoid potential
threats. Use insights gained from the analysis to devise
strategies that capitalize on strengths and opportunities
while minimizing weaknesses and threats. Use the
information to your advantage and take advantage of
everything you learn, as it can transform your business.
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Identifying and analyzing new market opportunities

Identifying and analyzing new market opportunities is a
strategic step in preparing your wedding business for future
growth. As the industry evolves and consumer preferences
shift, staying attuned to emerging markets ensures your
business remains agile and responsive. Here's a small
guide on identifying and analyzing new market
opportunities:

1. Stay Informed About Industry Trends
Regularly monitor industry publications, attend
conferences, and engage in networking events. Stay
informed about emerging trends, innovations, and shifts in
consumer behavior within the wedding industry. This
industry is one of the fastest growing in the United States.
Don't let it get ahead of you.

2. Assess Demographic Changes
Analyze demographic shifts in your target market. Changes
in age groups, cultural backgrounds, or income levels can
create new opportunities. Understand the evolving needs
and desires of these demographics.

3. Leverage Technology and Online Analytics
Embrace technology to identify emerging markets. Utilize
data analytics, social media trends, and online surveys to
gather insights into consumer behavior. Leverage digital
tools to understand where your services might find
resonance.

4. Analyze Geographical Expansion
Explore opportunities in new geographical locations.
Analyze regions with an increasing demand for wedding
services or where competitors are scarce. Consider the 
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cultural nuances of different locations. Remember, you are
not a tree with roots. You can move around if needed.

5. Understand Niche Markets
Identify niche markets or specialized services within the
wedding industry. Analyze areas with a demand for unique
offerings, such as eco-friendly weddings, destination
elopements, or themed events. If you let it, fear will stop
you from being creative and experimenting with new ideas.

6. Seek Customer Feedback
Engage with your existing customer base to gather
feedback. Understand their evolving needs and inquire
about services they wish were available. Customer insights
can unveil new opportunities.

7. Monitor Competitor Strategies
Keep a close eye on your competitors. Analyze their
strategies and look for areas where they might be
overlooking or underserving. Identifying gaps in the market
can lead to innovative service offerings.

8. Collaborate with Industry Experts
Collaborate with industry experts, consultants, or trend
forecasters. Their insights can provide a fresh perspective
on potential market opportunities and guide your business
toward areas of growth.

9. Evaluate Regulatory Changes
Keep up with regulatory changes within the wedding
industry. Adjustments in laws or policies can create new
market niches or alter the competitive landscape. As your
business grows, it would be a great idea to have an
attorney to handle forms, contracts, and legal information.
Your attorney will be able to keep you up-to-date on 
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wedding industry laws and regulations in your area.

10. Test and Pilot New Offerings
Before fully committing, test new offerings or services on a
smaller scale. Conduct pilot programs to gauge customer
interest and refine your approach based on real-world
feedback.

Identifying and analyzing new market opportunities requires
a proactive and open-minded approach. By staying
informed, leveraging technology, and being attuned to
customer needs, your wedding business can position itself
to thrive in evolving markets and ensure sustained growth.

Keep the Dream Alive

I want to leave you with something that sounds cliche.
However, most people have heard this phrase so much that
it doesn't mean anything. Many entrepreneurs and wedding
business owners believe their dreams will always remain
dreams. While it's true that more people will stay average
and fewer people will become successful, the reason is
sad. It's because most humans don't believe they are
capable. They've already given up hope before they've
even started. That's why I'm ending with this. Keep the
Dream Alive! This statement encapsulates the essence of
unwavering dedication and relentless pursuit, which is vital
for building the wedding business you envision. It's the
culmination of your aspirations, the continuous journey of
evolving and refining your craft. It means that you know that
there's no possibility of not achieving your dream. So,
here's my final bit of advice.

Persistence becomes your unwavering companion as you 
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navigate the unpredictable tides of this industry. Embrace
setbacks as moments to learn and grow, never letting
obstacles dim the light of your aspirations. In the ever-
evolving landscape of weddings, adaptability is your
superpower. Stay agile, welcome change, and innovate
fearlessly.

Fuel your days with the same unyielding passion that
sparked this journey. Rediscover the thrill that creating
magical weddings brings, allowing it to be the driving force
behind your relentless pursuit of excellence. Look at the
smiles on faces and be blessed by each one. Every
challenge is an opportunity, every setback a lesson, as you
build a resilience that defines your journey.
Never stop learning. Stay curious. Seek knowledge that
refines your craft and propels your business forward.
Visualize success vividly; let it be the compass guiding your
every decision and action. Celebrate every achievement, no
matter how small, knowing that each step forward is a
testament to your dedication.

In this vibrant community of wedding professionals, build
connections that foster growth and support. Collaborate,
share experiences, and inspire one another. Become a
leader among your peers and an expert among your clients.
Find harmony between your passion and well-being,
understanding that a nourished soul is the source of
endless creativity.

Above all, remember why you embarked on this
extraordinary journey. Let your purpose be the beacon that
shines through the challenging days, reminding you that
every effort, every moment of persistence, is a step closer
to the dream you envisioned.
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With resilience as your armor and passion as your guide,
the dream of your wedding business is not a destination but
a journey marked by unwavering dedication, endless
possibilities, and the joy of creating everlasting memories
for couples. Keep this dream alive, let it inspire you, and
watch it unfold into the magnificent reality you've always
envisioned.

My best to you as you create the business of your
dreams. I believe in you. Never stop believing in
yourself!

               - Chad


