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I n t r o d u c t i o n  

The good news. There are a million pages online offering 

Internet marketing advice. 

The bad news. There are a million pages online offering Internet 

marketing advice. 

Who do you believe, who can you trust, and most importantly 

what actually works? My experience is that most of what you find 

online is vague, incomplete, doesn’t really tell you everything you 

need to know, or is simply incorrect. This is why I see so many 

people in the wedding industry waste time and money on their 

Internet marketing. 

On top of that, marketing to brides and grooms is significantly different than marketing to the 

average consumer, I think we would all agree to that. 

I have 20+ years of experience marketing to brides and grooms online. My experience in the 

wedding industry is unmatched. I’m a “hands-on,“ or “in-the-trenches” professional consultant! 

I’ve tried it all, first-hand, and I know what works. I know what doesn’t. I’ve helped thousands of 

wedding business owners get better results from their Internet marketing, websites, social 

media, and get their websites top ranked at Google. 

And now I want to help you! 

Maybe you are tired of “going down rabbit holes” and falling victim to “shiny object syndrome,” 

with the only thing to show is a lot of wasted time and money. That ends today. 

Maybe you are doing pretty well already but would like to do even better. That starts today! 

My goal here is to educate you, stimulate your thinking, and get your Internet marketing in tip-

top condition. If your Internet marketing is currently a 3, let’s get it to a 6 or 7. If it’s a 6, let’s get 

it to a 9 or 10 – in the next 45-90 days! 

Whatever your current situation, use what follows to improve your current Internet marketing 

strategy and start using the BEST PRACTICES I recommend to get better results – faster. 

Some of the ideas here will work for you, like using your online reviews more effectively. Others 

you may not be comfortable using, like putting pop-up boxes on your website. Every situation is 

different. I’m just your Sherpa. You have to ultimately make your own decisions and climb this 

mountain! 

But if you use even 25% of what you find on the following pages, I promise you that you will 

reach more brides and grooms, get more inquiries from your website, and book more weddings. 

Let’s get to work! 

Chris Jaeger  



Book More Weddings with Chris Jaeger 

 

January 1, 2019 6 bookmoreweddings.com/100book 

 

 

 

 

 

 

 

B e s t  P r a c t i c e s  

 

  



Book More Weddings with Chris Jaeger 

 

January 1, 2019 7 bookmoreweddings.com/100book 

BEST PRACTICES 

Perform a SWOT Analysis 

Brides love the Internet. It has changed the way that they find and choose the services they need 

for their “Big Day.” Word-of-mouth is still a very powerful way to reach engaged couples, and it 

will undoubtedly help you close new sales. Word-of-mouth, similar to online reviews and 

testimonials, is a form of “social proof.” But make no mistake, the Internet is a bride’s new favorite 

wedding planning tool. 

How well does your Internet marketing strategy reach brides and grooms in your local market 

place? Does your website leave the right first impression? Are you effectively competing online 

in your targeted category and marketplace (or are you a “runner up”)? Are engaged couples 

likely to find your website when searching at Google, or is it lost like a needle in a haystack? 

A c t i o n  I t e m :  

Perform a Strengths, Weaknesses, Opportunities, and Threats (SWOT) analysis on your 

current situation, with a focus on Internet marketing. Hire a wedding industry expert like Alan 

Berg to review your business plan, marketing strategy, website, and Internet marketing strategy 

(http://alanberg.com). 

A d d i t i o n a l  R e s o u r c e s  o n  H o w  t o  P e r f o r m  a  S W O T  A n a l y s i s :  

• Detailed and in-depth guidance on how to perform a SWOT analysis:  

https://articles.bplans.com/how-to-perform-swot-analysis/  

• Another great guide to performing a SWOT analysis, including a downloadable SWOT 

Analysis Worksheet: https://www.shopify.com/blog/74665093-want-to-future-proof-

your-business-try-a-swot-analysis  

  

http://alanberg.com/
https://articles.bplans.com/how-to-perform-swot-analysis/
https://www.shopify.com/blog/74665093-want-to-future-proof-your-business-try-a-swot-analysis
https://www.shopify.com/blog/74665093-want-to-future-proof-your-business-try-a-swot-analysis
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BEST PRACTICES 

Very Carefully Integrate Your Online and Offline Advertising & 

Marketing   

Print advertising is NOT dead! But for print advertising to be cost-effective, it now requires very 

careful integration with your Internet marketing. Your website address, special offers used as 

incentives to visit your website, free downloadable documents (aka “take-aways”), and even 

those crazy looking QR codes are each an important part of any print advertising. 

A c t i o n  I t e m :  

Review and rework all of your print advertising to include an incentive to visit your website. Make 

your website address (domain) prominent. You should no longer need “www.” before your 

domain/website address. Test this, and, if necessary, talk with your webmaster or hosting 

company. 

I n s p i r a t i o n :  

I love Rack Cards. They give you more room than a postcard along with plenty of room to include 

key unique value propositions (UVPs). You can even add extra testimonials. They are 

inexpensive to produce in short runs (100-200) at places like Vistaprint. 

Rack card: https://bookmoreweddings.com/inspiration-promotional-rack-card/  

  

https://vistaprint.com/
https://bookmoreweddings.com/inspiration-promotional-rack-card/
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BEST PRACTICES 

Get More Testimonials & Reviews 

After word-of-mouth, testimonials and reviews are probably the most powerful tools in your 

Internet marketing toolbox. Websites like Yelp! and Amazon (rather, their reviews) have trained 

everyone to look for and read what others have experienced before making a buying decision. 

I am going to ask you to focus on getting more testimonials and reviews from your happy 

customers in the next year. If you would like to see a 20% to 30% bump in your sales in the next 

twelve months, getting and using more testimonials is a great way to do it. 

So how do you actually get those testimonials? 

See the Action Items below! 

 

A c t i o n  I t e m s : 

• Ask for them. Create a system to follow-up with customers to get testimonials and 

reviews. Give your customers a couple of weeks after their wedding before doing this. 

• Create a page at your website describing how to leave you a review. Remember to link 

to it in your email signature. 

• Create an easy to use link for Google reviews. Unfortunately, this is trickier than you might 

think. HERE IS HOW YOU DO IT. 

• Use your testimonials and reviews to create blog posts. 

• Use your testimonials and reviews as individual, periodic Facebook and Instagram posts. 

 

  

https://bookmoreweddings.com/how-to-create-a-direct-link-to-get-google-reviews/
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BEST PRACTICES 

The Testimonials Most People in the Wedding Industry Forget  

I think we all know the power of testimonials from brides and grooms – happy clients! 

 

Ask yourself: 

• What about testimonials from wedding industry peers or other wedding vendors that you 

know and have worked with? 

• Do you have any of those on your website? 

• How about that wedding photographer you always see and love to work with? 

• What about the wedding catering company you enjoy working with? 

 

Peer-to-peer testimonials are arguably easier to get, if you ask me. This is particularly true when 

you offer to exchange them. 

For an added punch, exchange website links. This will create an inbound link to your website 

which is an important part of your overall search engine optimization strategy. 
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BEST PRACTICES 

Get More Google Reviews (Create a Google Review Link) 

Many businesses in the wedding industry receive reviews at The Knot or WeddingWire, but what 

about Google Reviews – the reviews that show up with your Google My Business company 

listing? 

If you have 30-50+ great reviews at The Knot, and/or at WeddingWire, I suggest you make a 

focused effort to get more reviews at Google. Google reviews have a lot of clout and they will 

help you book more weddings. 

I would argue that Google reviews are equally as powerful as reviews at The Knot or 

WeddingWire. A lot of engaged couples use Google every day (more than The Knot and 

WeddingWire combined!) and they TRUST Google reviews. 

Unfortunately, Google makes it a bit tricky for you to get reviews. There currently is not an easy-

to-use direct link (URL) that you copy-and-paste to send to someone quickly via email. 

To create a direct link to the leave-a-review option for your business at Google, you will need to: 

(1) claim your Google My Business listing, (2) determine your “PLACEID,” and then (3) create a 

custom link using your PLACEID. 

Here is what it would look like: 

https://search.google.com/local/writereview?placeid=  

Once you have the created the link, you can use it via email at your website on a “How to Leave 

Us a Review Page,” and, of course, across any of your social media channels. 

Here is more detailed information on how to do it:  

http://bit.ly/2niHuFm  

 

A c t i o n  I t e m s :  

• Get 20-30 Google reviews in the next 12-24 months. Try to keep at least half of them 

fresh (within the last 12 months). Fresh reviews have the most impact. 

• If you have not claimed your Google My Business listing, do it today.  

(https://www.google.com/business/) 

• Create your Google Reviews custom direct link using the two parts – the Google URL 

appended with your PLACEID (as noted above). 

• Test your URL. To make it easy to use, keep it handy in a digital notepad like Evernote. 

(http://evernote.com) 

https://search.google.com/local/writereview?placeid=
http://bit.ly/2niHuFm
https://www.google.com/business/
http://evernote.com/
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• Create a “How to Leave Us a Review” page (or blog post) at your website. Provide 

detailed instructions on how people can leave you a review at different review points (The 

Knot, WeddingWire, Yelp!, Facebook, Google). 

•  Go through your client list for the past 6 months and identify couples who may be willing 

to leave you an online review but not have given you one yet. Ask them to leave you a 

review at Google with your new Google review link. You may also direct them to the “How 

to Leave Us a Review” page at your website. 

A d d i t i o n a l  R e s o u r c e s :  

The Google review link you create is a bit long. You can shorten it using Bit.ly (http://bit.ly). If 

you sign up for a free account at Bit.ly, it will allow you to track clicks on the Bit.ly links you 

create. 

  

http://bit.ly/
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BEST PRACTICES 

Regularly Monitor Your Online Reviews 

Online reviews can literally make or break a company’s reputation. The best thing to do is to 

avoid a poor review, if at all possible. But there are some nutty people out there, and a poor 

review can happen to even the best. 

With this in mind, it is a good idea to review your listings at Yelp!, Facebook, and Google monthly 

or at least quarterly. Some websites notify you when you have a new review – others may not. I 

have also found review notifications in my junk-email folder. 

 

A c t i o n  I t e m s :  

• One of the best ways to deal with a bad review (one that you cannot get removed) is to 

have many, many good reviews. Ask clients to give you reviews at Yelp!, Google, and 

Facebook. 

• Put a recurring reminder in your calendar to review your online reviews. I recommend you 

do this monthly. 

• Use your best review to make blog posts as well as social media posts. Copy-and-paste 

them into Evernote (https://evernote.com) which then makes it easy to copy-and-paste 

them to a blog post, Facebook, or Instagram. 

• If you have not already, claim your listing at Yelp! as well as your company’s Google My 

Business page. 

• Google Alerts may help you find out when people are talking about your company online. 

It used to be very good, now I am not so sure (but I still use it). 

 

R e s o u r c e s :  

• Google Calendar 

• Google Alerts 

  

https://evernote.com/
https://calendar.google.com/
https://alerts.google.com/
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BEST PRACTICES 

Use Your Reviews More Effectively (here's how) 

Reviews and testimonials are “social proof” and they increase conversion and will help you book 

more weddings. Proper use and leverage of social proof will help you get more inquiries and 

book more weddings. 

Why is social proof so powerful? Because no one likes to make the wrong decision. When 

couples see that you have a lot of happy customers, they naturally associate themselves to 

having a happy experience with you as well. 

Here are 10 ways to use reviews and testimonials more effectively: 

1. On the home page of your website (and throughout your website) 

2. Just before the call-to-action at the bottom of your website pages 

3. To create blog posts 

4. As individual social media posts 

5. In your Facebook page cover image 

6. In your email newsletter 

7. On the back of your business cards 

8. In your sales presentations 

9. In your email signature 

10. On your post-inquiry-landing page (http://trypilp.com) 
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BEST PRACTICES 

Create Social Media Posts Using Your Reviews from 

WeddingWire or The Knot  

Social Proof is one of the things engaged couples are looking for at your website in addition to 

your social media touch-points. They want to see reviews, testimonials, awards, and 

membership in professional associations. All of these things lead to TRUST and AUTHORITY. 

I believe social proof is the number one reason couples ultimately choose a wedding vendor, 

service, or product. 

How can you get even more value from your reviews at WeddingWire or The Knot? 

Copy them to your website as blog posts or add them to a website page with all of your reviews. 

Each review can be a separate blog post (if they are long) or group three of four together (if they 

are short). 

Next, create social media posts using the same reviews across your social media channels – be 

sure to include link(s) back to your blog posts, reviews page, pricing page, contact page, or 

home page. Reuse these posts over time by rescheduling them with Hootsuite or SmarterQueue. 

Properly optimized, these blog posts or pages will make great search engine friendly “evergreen” 

content that is easy to create. Win-Win! 

A c t i o n  I t e m :  

• Take 4 of your best reviews from The Knot and create a new single blog post at your 

website. Be sure there is a call-to-action at the end of the blog post. 

• Next, do the same with 4 reviews from WeddingWire. 

• Every time that you get a new review from WeddingWire or The Knot, copy it and post it 

to Facebook. Try to post it with a picture of the couple who gave you the review, if at all 

possible. 

• Now, copy/paste your blog post content as a post to Facebook. Schedule these individual 

posts using Facebook’s post scheduling option to be automatically published over the 

next week. Rinse, repeat. 

S o c i a l  M e d i a  M a n a g e m e n t  R e s o u r c e s :  

• Hootsuite offers a free option (http://hootsuite.com) while Smarter Queue offers a trial and 

automatic post republishing (http://smarterqueue.com).  

http://hootsuite.com/
http://smarterqueue.com/
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BEST PRACTICES 

First Impressions & Creating the "Oh Yes!" Moment 

Does your website create that much wanted “Oh Yes!” moment? The “Oh Yes!” moment is that 

split second when a bride on her first visit to your website says to herself: “Oh yes! This is the 

company I’ve been looking for!” Brides are planning the most important day of their lives. 

They want the very best, and your website absolutely must make a great first impression. If not, 

she will just click her “back” button and look for something better. Are you frustrated that couples 

will not return your calls after they make an inquiry at your website? Maybe your website did not 

create enough of the “Oh Yes!” moment to make them want to talk with you on the phone. Yes, 

that really is how it works! 

A c t i o n  I t e m :  

Compare your website to that of 5-7 of your competitors. Make notes about what you like and 

what they are doing that you are not. Where are the opportunities to capitalize on their 

weaknesses? 
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BEST PRACTICES 

Email Signatures Can Help You Book More Weddings   

Your email signature is a powerful way to promote your business and drive traffic to your website. 

It is virtually on auto-pilot and working for you 24/7/365. In my opinion, an email signature is 

“prime real estate” for marketing. Used effectively, an email signature can drive traffic to your 

website, promote a special, and of course link to your social media touch-points. The 

opportunities are virtually limitless. 

Add a link to important pages at your website, like an FAQ or About page, photo galleries, or 

your blog. Do not assume that just because someone has already visited your website that they 

have visited these important pages (and if so, what if they have!). 

Tools like Wisestamp and Mail Signatures (see Resources below) make it easy to customize an 

email signature for virtually any email platform (i.e., Gmail, Outlook, etc.). 

You probably send thousands of email messages a year! It is now time to take your email 

signature to the next level! 

R e s o u r c e s :  

• https://lnd.wisestamp.com/email-signatures 

• https://www.mail-signatures.com 

S a m p l e  E m a i l  S i g n a t u r e  f r o m  W i s e s t a m p :  

 

 

  

https://lnd.wisestamp.com/email-signatures
https://www.mail-signatures.com/
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M a r k e t i n g  S t r a t e g i e s   

a n d  C o m m u n i c a t i o n  
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MARKETING STRATEGIES AND COMMUNICATION 

Promoting Benefits versus Features 

A common marketing communications mistake at many websites is to first promote FEATURES 

instead of BENEFITS. In most cases, people buy benefits and then support their buying decision 

with the features of a product or service. 

One of the most famous quotes in marketing comes from Harvard Business School professor, 

Theodore Levitt: 

People don’t want to buy a quarter-inch drill; they want to buy a quarter-inch 

hole! 

In other words, you do not buy a drill for the drill, you buy it for the hole it drills. 

An example in the wedding industry might be: Couples do not initially care about the top-of-the-

line speaker system a DJ is pitching. They want to be sure that their guests will dance all night 

long and have such a great time that everyone will rave about it after the wedding. 

Psychologically, people buy benefits and then support their buying decision with features. I also 

think of this as people buying on EMOTION and then supporting that decision with LOGIC. 

In the wedding industry (and others), savvy marketers who want the best results “sell the sizzle, 

not the steak.” 

Here are some more examples that will help you understand the difference between benefits 

and features. Remember, people buy BENEFITS to gain from them. Features are just the icing 

on the cake! 

Benefit Feature 

Choosing Greek yogurt makes you healthier 

and more satisfied. 

Greek yogurt is nutritious and packed with 

protein. 

These tissues will sooth your nose and make 

your cold less painful. 

These tissues have multiple cushiony layers 

and are velvety to the touch. 

One dose of this medicine will relieve your 

headache and let you enjoy your day 

This medicine has 500mg of acetaminophen. 

With this case, your phone won’t break into a 

million pieces if you drop it. 

This phone case is made with layers of carbon 

fibers and reinforced plastics. 

You’ll be able to work and play at lightning 

speed on this computer. 

This computer has 16GB of RAM and a 6GHz 

quad-core processor. 
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A c t i o n  I t e m s  &  R e s o u r c e s :  

• Create a worksheet with two columns:  

o The first column should list your benefits.  

o The second will list features. This worksheet is the basis for key information that 

should be used to optimize your marketing message. It should be at the top of your 

home page. 

• Look at your website copy to make sure you sell benefits before features. Sell the sizzle 

before you sell the steak. 

• For a great example of a wedding business that sells benefits, and then ONLY AFTER 

the benefits talks about features, that is very successful at getting more inquiries from 

their website, visit http://drsmusic.com. 

• Download this “Benefits vs. Features” worksheet that will help you optimize your 

marketing message and clearly identify benefits and their related features. Use this 

information to review the marketing message at your website and throughout your 

marketing and sales. http:/bookmoreweddings.com/wp-

content/uploads/2018/11/feature-and-benefit-worksheet.pdf 

  

http://drsmusic.com./
http://bookmoreweddings.com/wp-content/uploads/2018/11/feature-and-benefit-worksheet.pdf
http://bookmoreweddings.com/wp-content/uploads/2018/11/feature-and-benefit-worksheet.pdf
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MARKETING STRATEGIES AND COMMUNICATION 

Get an Objective Outsider to Review Your Website & Internet 

Marketing 

It is often just small things that a website designer without marketing expertise in the wedding 

industry misses when building a website. 

Unfortunately, even little things can greatly influence conversion (i.e. getting more inquiries), 

particularly in the wedding industry. I think we would all agree that the wedding industry is very 

different than selling cars or home repair services. 

Get an outside and objective review of your website as well as your overall Internet marketing 

strategy. 

Try not to look at this as an expense, rather, look at it as an investment that will help you book 

more weddings. 

For more information about my website and Internet marketing support services, follow this link: 

https://bookmoreweddings.com/wedding-business-website-reviews/  

 

A d d i t i o n a l  R e s o u r c e s :  

Alan Berg –  https://alanberg.com 

Bon Accord Creative (Brenda Cadman) – https://bonaccordcreative.com/ 

  

https://bookmoreweddings.com/wedding-business-website-reviews/
https://alanberg.com/
https://bonaccordcreative.com/
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MARKETING STRATEGIES AND COMMUNICATION 

An Engaged Couple’s Favorite Radio Station: WIIFM 

Engaged couples, millennials or not, are human beings and most human beings buy something 

largely based on a common theme: “What’s in it for me?” (WIIFM) 

This is why price is not ALWAYS the deciding factor in making a purchase. It is critically important 

that your Home page opens with a marketing message that clearly communicates your WIIFM 

message. 

 

A c t i o n  I t e m s :  

• Write down 3 to 5 things that engaged couples look for when they search your products 

or services. In the wedding industry, these are typically things that elicit strong emotions 

and have to do with impressing their guests or insuring that their guests have a great 

time. 

• As necessary, rewrite your Home page opening message to communicate a stronger, or 

optimized, WIIFM message. 
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MARKETING STRATEGIES AND COMMUNICATION 

Create an Infographic 

You have probably seen infographics on the Internet; they are eye-catching and usually fun and 

informative. Not many people use them in the wedding industry, so it will make your business 

stand out. 

 

A c t i o n  I t e m :  

Create an infographic and use it at your website as a blog post. Post it to your social media 

channels. You might also want to use it in your sales presentations! Infographics can go viral 

online since people love to share them if they are good. 

 

* *  S i d e n o t e :  

Do not skimp on the production quality of your infographic. You will be using this for a long time, 

and a high-quality infographic should deliver a great long-term return-on-investment (ROI). 
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MARKETING STRATEGIES AND COMMUNICATION 

Create a Fun & Informational Whiteboard Video 

Whiteboard videos are eye-catching, fun, and informative at the same time. They are also known 

as “explainer videos.” 

Not many people use them in the wedding industry, so it can make your business stand out. 

 

A c t i o n  I t e m :  

Create a whiteboard video and use it at your website as a blog post. Post it to your social media 

channels and watch as they go viral! 

 

* *  S i d e n o t e :  

Do not skimp on the production quality of your whiteboard video. You will be using this for a long 

time, and a high-quality whiteboard video should deliver a great long-term return-on-investment 

(ROI). 

 

R e c o m m e n d e d  R e s o u r c e s :  

You can find many whiteboard video creators at Fiverr: http://fiverr.com. 

YDraw: https://ydraw.com/ 

  

https://ydraw.com/
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MARKETING STRATEGIES AND COMMUNICATION 

Marketing Tools: QR Codes 

QR codes, otherwise known as Quick Response Codes, are those weird looking little square 

images that people can “scan” or take a picture of using their smartphone. Once it has scanned 

it will automatically launch the mobile web browser on the user’s smartphone and load a specific 

web page, a page programmed into the QR code. 

Most people know they can scan QR codes to get more information. They are very popular in 

the tourism industry. It’s not uncommon to find them used in conjunction with a special offer. 

In the past phones needed a QR reader app. Not anymore. Today, QR codes can be scanned 

using a smartphone camera, no app required. Open a smartphone camera, point at a QR code, 

and automatically the user is redirected to a specific page on the Internet.   

While QR codes won’t probably create a tsunami of traffic to your website, 

they are a best practices Internet marketing tool. QR codes are easier to 

scan than typing a website address into a browser. 

Don’t be fooled by people who say no one is using QR codes, this is 

simply not true. I recommend they are integrated into your overall Internet 

marketing strategy.  

 

A c t i o n  I t e m s :  

• Create a QR code for your website at http://qrstuff.com. Use it in all of your offline 

marketing. 

• Create a web page with a special offer and a QR code for that specific page. Add this to 

your bridal show booth and/or handouts. 

“Scan here for a special wedding show offer…” 

  

http://qrstuff.com/
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MARKETING STRATEGIES AND COMMUNICATION 

Show Support for LGBTQ 

Showing support for the LGBTQ community and marriage equality is an important part of any 

business and marketing strategy if you are in the wedding industry. 

Do you have a statement of support that shows your business is open to the LGBTQ customers 

on your website? 

Here is an example to help you craft your own (or copy and use it on your website): 

“We believe in equality, inclusivity, and the right to marry anyone you wish. We 

are same-sex couple friendly and welcome everyone regardless of their race, 

color, religion, gender, national origin, or sexual orientation. Love is love is 

love. Whether a man loves a woman, a woman loves a woman, or a man 

loves a man, it really makes no difference. This is our commitment to all the 

couples we marry.” 

 

 W h e r e  m i g h t  y o u  u s e  t h i s ?  

Pretty much anywhere, including: 

• on your Home page (don’t hide it!) 

• on your About page 

• on a page that is specifically focused on LGBTQ 

• in the footer at your website 

• as a blog post 

• as a post from time to time on your social media channels 
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MARKETING STRATEGIES AND COMMUNICATION 

Review (or Optimize) Your Unique Selling Proposition (USP) 

If I visited your website today, would I immediately see your unique selling proposition (USP), 

also sometimes referred to as unique value proposition (UVP)? 

Often, your USP is weaved into your “What’s in it for me?” message. This is the message that 

an engaged couple should immediately see and, as they read it, say to themselves: 

“Yes, that is what we want!” 

USPs turn website visitors into inquiries and sales! 

You may have multiple unique selling propositions, which is great. And if you do, just make sure 

the ones that are most likely to resonate with couples are placed first. In other words, prioritize 

your USPs. 

 

A c t i o n  I t e m s :  

• Print out your Home page and review it for your company’s USP/UVP. It should be found 

“above the scroll, “ the portion of your Home page that is initially visible to a visitor without 

further scrolling or clicking. 

• Often, your USP/UVP is the same reason people decide to hire you. To help identify or 

fine-tune your USP/UVP, review the testimonials and reviews from past clients. 

• Use a summary of your USP/UVP at the bottom of your website pages and blog posts. 

You might use this same summary statement, or a modified version, in your social media 

posts. 

• Inspiration: Rack card with multiple UVPs – 

https://bookmoreweddings.com/inspiration-promotional-rack-card/   

 

  

https://bookmoreweddings.com/inspiration-promotional-rack-card/
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MARKETING STRATEGIES AND COMMUNICATION 

Avoid Discounting: Offer Add-on Specials or Multi-purchase 

Packages 

I hate discounting. If you are an experienced professional and deliver outstanding products and 

services, as well as outstanding customer service, you should not be discounting. 

“But Chris, the competition in my marketplace forces me to discount.” 

Sorry, but I don’t buy it. 

 

Discounting is often a result of weak marketing, particularly in the area of communicating 

value. It is also associated with weak sales skills or sales presentations. 

When I drill down one more level, I often see weaknesses in how businesses use social proof 

(i.e. what they have done for others, testimonials, reviews, etc.). 

Discounting your core products or services means LESS REVENUE, and that is never a good 

thing. 

 

A c t i o n  I t e m s :  

• Don’t discount. Improve your marketing message and sales presentation(s). This often 

starts with your website. 

• Instead of discounting your core products or services, try offering additional services at 

special “package” pricing. Avoid the word “discount.” 

 

 

  



Book More Weddings with Chris Jaeger 

 

January 1, 2019 29 bookmoreweddings.com/100book 

MARKETING STRATEGIES AND COMMUNICATION 

Run Special Offers at Facebook & Instagram 

Social media “exclusive” promotions, particularly boosted posts at Facebook and Instagram, are 

an inexpensive way to advertise special offers. For as little as $10.00, you can run a boosted 

post for a day or two. 

I like to use Facebook and Instagram advertising as traffic building tools that drives targeted 

people to a “take-away” or download at a website “landing page” versus just sending someone 

to a home page. 

The keys to success are: 

• A compelling offer 

• An attention getting graphic 

• A landing page that is optimized to convert your website visitor into an inquiry 

 

A c t i o n  I t e m s :  

Try BOOSTING a few different posts to see what get the most engagement. Use Facebook 

Insights for quick and easy analysis. 

Try these high-impact Facebook post ideas: https://bookmoreweddings.com/11-high-

impact-facebook-post-ideas/ 

 

 

  

https://bookmoreweddings.com/11-high-impact-facebook-post-ideas/
https://bookmoreweddings.com/11-high-impact-facebook-post-ideas/
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MARKETING STRATEGIES AND COMMUNICATION 

"Packages" Will Help You Book More Weddings 

Most couples who plan a wedding have never done it before. To say it can become 

overwhelming is an understatement. There are so many choices, so many options, and the 

pricing can be confusing. Especially when parents help pay for the wedding and get involved 

(yikes!), it can get crazier, more stressful, and chaotic. 

When making a buying decision, people like packages.  

Just the other day I went to Jiffy Lube, and instead of just an oil change, they quickly offered me 

a few different specially priced “packages.” It was well presented and, even though I only went 

in for an oil change, they ended up upselling me and generating a higher priced sale because of 

their “packages.” It also made my buying experience more enjoyable and satisfying. 

Consider making it easier and more enjoyable for couples to choose YOUR business by offering 

“packages.” Packages are almost always easier to sell than á la carte pricing! 

Every wedding business is different; every category is different; every marketplace is different. 

Competitive issues also come into play. That said, the wedding businesses that I have worked 

with that offered packages have all told me that it helped them book more weddings when 

compared to when they had not offered them in the past. 

 

A c t i o n  I t e m s :  

• If you do not already offer packages, put some together (shoot for 3 options) and integrate 

them into your sales system for 90 days. A one-page sales sheet that lists your packages 

is fairly easy to create and easily distributed via email as a PDF. For added punch, include 

testimonials, awards, and professional credentials on the other side of the sales sheet. 

Do you need help creating a top-notch professional looking sales sheet? Try Fiverr 

(http://fiverr.com). 

• Add your new “packages” PDF to your website as a downloadable “take-away.” Make 

sure it has all your company and contact information on it! 

 

S i d e n o t e :  

In most cases, people typically go for the “middle” package when choosing packages. Don’t ask 

me why, but studies show this is a FACT. Target your ideal sale and price/revenue as the middle 

package! 

  

http://fiverr.com/
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MARKETING STRATEGIES AND COMMUNICATION 

Should You Advertise at WeddingWire or The Knot? (Part One)   

 

Unfortunately, there is not a yes or no answer to this question. 

The number of other advertisers, the city, the average price for a wedding in that city, and your 

placement with other wedding vendors all impact the results you will get when you advertise at 

WeddingWire (WW) or The Knot (TK). 

I have worked with wedding businesses who were happy with their advertising at WW and TK 

and received a good return-on-investment (ROI). That said, I have also worked with wedding 

businesses who saw absolutely miserable results. 

If the idea of a $200 to $300+ cost to acquire a new customer does not bother you, then yes, 

advertising at WW and/or TK could work for your wedding business. 

A wedding officiant who charges $500 per wedding has a lot less margin compared to a wedding 

venue that charges $10,000+ or a wedding caterer who charges $150/plate for 200 people. 

Dilution is another factor to consider and it directly impacts your ROI. How many other vendors 

are in your city and category? Options for premium listings are available at both sites and they 

clearly get more visibility than other listings. But if you are not a premium advertiser, then your 

listing is virtually invisible. It is similar to being listed on page two at Google. 

Both sites have many bells and whistles, or vendor tools. Yes, those have value.  Both 

sites have brand building power and bride/groom “reviews” that can be valuable. 

Frankly, in my world it is all about inquiries and inquiries that turn into sales. 

I wish I could give you a better answer. 

If you work with a thin margin, advertising at WW or TK is probably NOT going to go well for you. 

On the other hand, if you have healthy margins, both sites offer a way to build your brand, reach 

more brides and grooms, get more inquiries, and book more weddings.   

Brides and Grooms use sites like WW and TK to find local vendors and then often visit their 

websites. If your website is not doing the job it should be, is not optimized for conversion, or 

does not create the “Oh Yes” moment (i.e. when a bride/groom says to themselves “Oh Yes, this 

is who we’ve been looking for…”), then the ROI from ANY advertising and promotion you do for 

your business is likely to be compromised. 
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A c t i o n  I t e m :  

If you are thinking about advertising at WW or TK, try to find someone in your local marketplace, 

ideally in your category, that you can talk to and see how it is going for them. 

Take meticulous notes when you speak with any salesperson. Press them for hard numbers on 

what to expect including traffic numbers on their pages for your specific category in your specific 

city. If they cannot produce them, or they dodge your questions, you probably know all that you 

need to know!  
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MARKETING STRATEGIES AND COMMUNICATION 

Should You Advertise at WeddingWire or The Knot? (Part Two) 

You should only advertise at WeddingWire or The Knot if you take into consideration the 

following: 

• You clearly understand what you are buying and where your listing will show up. 

• You are going to put in the necessary work to optimize your listing or storefront at either 

site. 

• You currently get great results from your website. 

• Your website is optimized for conversion and turns visitors into inquiries, phone calls, and 

sales. 

• You will put in place a system to accurately measure the specific traffic they send to your 

website. 

• You will put into place a system that accurately measures if traffic from these websites 

turns into inquiries and sales (i.e. landing pages). 

• You will monitor and review your results to accurately calculate the return on investment 

(ROI) for your advertising at each site. 

• You will know where you are going to be placed relative to your competition. 

• You will monitor your listings and positioning. 

• You have a fine-tuned inquiry follow-up system. 

If you are not going to do these things, and instead take a “throwing mud at the wall and hoping 

something sticks” approach, then buying advertising at The Knot, WeddingWire, or anywhere 

online will probably not be a good investment. 
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MARKETING STRATEGIES AND COMMUNICATION 

Should You Put Your Prices Online or Not?  

This is one of the most frequently asked questions I get as an Internet marketing expert in the 

wedding industry. Unfortunately, it is not a yes or no answer. Every business is different, every 

marketplace category is different, and you may have to take into consideration your local 

competition. 

That said, here are my thoughts. 

D o  N o t  P u t  Y o u r  P r i c e s  O n l i n e  

If you put your prices online you will likely get 

fewer inquiries from your website. This is a FACT. 

Having worked with hundreds of wedding 

businesses and having managed hundreds of 

websites (both in and out of the wedding industry), 

I have the data to prove it. And it does not matter 

what business you are in.  

Prices online often stop the sales process dead in 

its tracks. Why? Because the sales process never 

starts if there is no lead. 

 

Fewer inquiries = 

fewer sales 

S t o p  L i s t e n i n g  t o  W e d d i n g W i r e  a n d  T h e  K n o t  ( a n d  t h e i r  

b u l l s * * * )  

When couples are asked in a survey from WeddingWire or The Knot if they prefer to see prices 

online at a website when they are searching for wedding vendors, the majority say “Yes.” Of 

course they do! But isn’t that like asking a kid if they want candy with their ice cream? 

It is worth noting that both WeddingWire and The Knot do not put their vendor advertising prices 

online. 

I do not believe people always buy based on price, and there are plenty of studies to support my 

thinking. That said, it is important to consider that price becomes an issue largely based on 

what couples see and “experience” at your website.  Trust me, no one goes to 

David Rothstein Music in Chicago and leaves the website because David doesn’t put prices 

online. No one leaves Hummingbird Bridal & Events because Mandy Connor doesn’t have 

prices on her website. 

In my sales career I have closed a lot of sales after people initially told me my price was “too 

high.” Why? Because I sold solutions and value. But if I had put my prices online, I surely would 

have had fewer people in my sales system and fewer to speak with. Prices online adversely 

impacts sales for most wedding vendors. 

  

http://drsmusic.com/
http://www.hummingbirdbridal.com/
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If your website communicates the message “BJ’s Wholesale Club” instead of “Tiffany’s,” of 

course the primary focus is likely to shift to price. Maybe it is not the fact that your prices are not 

on your website; it is that your website is not doing the job it is supposed to do – generate 

inquiries and the desire for people to want to talk with you (and then hire you!). 

On the other hand, what if your website clearly communicates that you are the “best-of-the-

best?”  

What if your design, marketing message, and social proof all work together cohesively?   

These things will make couples WANT to know more about your wedding business and 

WANT TO TALK TO YOU. They will gladly fill in your inquiry to get more information and get 

the opportunity to speak with you. 

If you want drink the Kool-Aid from WeddingWire and The Knot, and maybe keep the bottom-

fishers out of your sales system, put a “Starting at…” price on your website. I have no 

problems there. 

 

A c t i o n  I t e m :  

1. Still want to give prices and have issues with actually doing sales? No problem. Give them 

to couples immediately after their inquiry. 

2. Get the inquiry from your website first, and on a post-inquiry landing page (PILP), include 

a downloadable sales sheet that has your pricing, packages, and additional details about 

what you offer. This is a win-win and allows you to get a lead and give someone your 

prices. 

3. Now, follow up, get an appointment, SELL, and close the deal! 
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MARKETING STRATEGIES AND COMMUNICATION 

How to Build Your Email List While Exhibiting at a Bridal Show 

All of the major email service providers prohibit broadcast mailing to the bridal show “lists” that 

you may get from a bridal show producer. It may also be against the law, particularly in Canada. 

Here are three things you can do to BUILD YOUR OWN permission-based email list as part of 

your participation at a bridal show. 

 

(1) Have a Contest 

 

At your table, give away something such as promotional pens and have a drawing for a prize. 

They can use the pens to fill in a short form and drop it in a fishbowl for the drawing (or simply 

for more information). Then they can to keep the pens which will have your email address and 

phone number. 

Here are some great pen ideas: 

• https://www.4imprint.com/product/6551/Javelin-Pen 

• https://www.4imprint.com/product/109148-S/Cubano-Pen-Opaque 

 

(2) Offer a “Take-away” 

 

Offer couples something you will send to them via email. This is also referred to as a “take-

away.” Ask them to either fill out a short form on paper (like in #1 above), or have a computer at 

the show with a splash page that they can fill out. In this case, the take-away will be sent to them 

instantly via email.   

You can build lead collecting pages easily using the following websites: 

• JotForm 

• Leadpages   

• OptimizePress   

  

https://www.4imprint.com/product/6551/Javelin-Pen
https://www.4imprint.com/product/109148-S/Cubano-Pen-Opaque
http://jotform.com/
http://leadpages.net/
http://optimizepress.com/
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(3)  Hand Out a Colorful Upscale Postcard (or Rack Card) 

Hand out a special postcard with a link to a special “Bridal Show Only” offer at your website. 

Send qualified couples to this link on your website where you can capture their contact 

information including email address and phone number.  

• Use a special page URL that you can track via Google Analytics.  

Example: mydomain.com/januarybridalexpo 

• Upscale postcards can be easily made online at Vistaprint.  

• But Rack Cards are really my favorite. Here is an example of one made specifically for use 

at a bridal show. 

 

  

https://analytics.google.com/analytics/web/provision/?authuser=0#/provision
file:///C:/Users/Owner/Downloads/(http:/vistaprint.com
file:///C:/Users/Owner/Downloads/:%20https:/bookmoreweddings.com/inspiration-promotional-rack-card/
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C o n v e r s i o n ,  S a l e s ,  a n d  T r a f f i c  
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CONVERSION, SALES, AND TRAFFIC 

Improve & Optimize Your Calls-to-action (CTAs) 

Effectively using calls-to-action (CTAs) throughout a website has been shown in study after 

study to improve conversion and increase inquiries. Do not make people have to think. Do not 

make people have to figure out what to do next or scroll back to the top of your website to look 

for a contact option. 

Review your website, specifically how and where you use CTAs. As a rule of thumb, I like to see 

a minimum of 3 CTAs on a page. Use a combination of suggestive copy with text links and 

graphics. If you use WordPress, it is fairly easy to create a text or, even better, clickable graphic 

CTA in a right column widget (try https://www.canva.com/). 

Consider creating and using an “ad box” type CTA that is colorful and eye-catching. For added 

punch, use CTAs just after testimonials or reviews (i.e. social proof). 

Be sure there is a CTA at the bottom of every page at your website including at the end of your 

blog posts. These are the places where people naturally look for the next thing to do! Maybe 

consider a big CTA graphic “bar.” 

Again, do not make them think! Consider tools like Opt-in Monster (see below) to launch pop-up 

boxes, particularly “exit-intent” pop-ups. You may personally hate them like I do, but I can tell 

you from firsthand experience – THEY WORK! Remember to use CTAs regularly in your social 

media posts and within your print advertising (“Visit our website for…”). 

 

R e c o m m e n d e d  R e s o u r c e s :  

• Example of a simple but very effective CTA graphic/bar:  

https://bookmoreweddings.com/example-call-to-action-button-graphic-bar/  

• Opt-in Monster – create and install pop-up boxes easily: http://optinmonster.com  

• Canva – online tool that makes it fairly easy to create graphics: http://canva.com  

• Button Optimizer allows you to design and customize awesome call-to-action buttons in 

minutes – all online. http://buttonoptimizer.com/  

 

  

https://www.canva.com/
https://bookmoreweddings.com/example-call-to-action-button-graphic-bar/
http://optinmonster.com/
http://canva.com/
http://buttonoptimizer.com/
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CONVERSION, SALES, AND TRAFFIC 

Tools: Easily Create Call-To-Action Buttons Online 

Here is a great online tool that will help you create a call-to-action button for your website or 

blog. 

If you use call-to-actions effectively throughout your website, and throughout your Internet 

marketing, you will get more inquiries and book more weddings. 

Button Optimizer allows you to design and customize awesome call-to-action buttons in 

minutes. You can then download your button as CSS code or as PNG image format – ready to 

implement on your website or landing page! 

 

  

http://buttonoptimizer.com/
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CONVERSION, SALES, AND TRAFFIC 

Start Blogging (if you aren’t already) 

If you are not already blogging, I would encourage you to change that as soon as possible. 

Blogging has many benefits, but my favorite one is that it promotes you as the expert that you 

are – which leads to closing more sales more easily. 

Blogging also builds your brand and helps potential clients become more comfortable choosing 

your business. A company that blogs will have a competitive advantage over those who are not 

blogging. It has huge long-term value and is an important part of an effective search engine 

optimization (SEO) strategy. That is correct – blogging can help you get better rankings for your 

website at Google. 

You must have some degree of basic creative writing skills to do this yourself, or, alternatively, 

you can outsource your blogging. If writing is not your thing or you do not have the time, I 

recommend that you hire a professional blogger. I have had limited success using high school 

or college interns. 

Reach out Mark Kingsdorf. He has more than 20 years of experience in the wedding industry 

and is a professional blogger. In addition to great writing skills, Mark understands SEO – which 

of course is a WIN/WIN. 

 

R e s o u r c e s :  

Mark Kingsdorf:  http://weddingghost.com 

 

  

http://weddingghost.com/
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CONVERSION, SALES, AND TRAFFIC 

Create and Post Video to YouTube 

YouTube is often referred to as the second most popular search engine on the Internet, and I 

believe it. Millions of people use YouTube daily. Video marketing works! 

By creating and posting videos, or informational slideshows at YouTube, you will create more 

online visibility for your company, brand, website. You will also create a long-term traffic-

generating machine that is pretty much on autopilot.   

Clearly, this will take considerable effort and will require some basic tools (like a video camera 

and video production software) as well as the resources to put it all together. 

The good news is that video works very well, will give you a significant competitive advantage, 

and will help you get more inquiries from your website and book more weddings. 

 

A c t i o n  I t e m s  a n d  R e c o m m e n d e d  R e s o u r c e s :  

• Create a YouTube channel for your business. Tweak it out with a well-written company 

description and targeted keywords. 

• Keep your videos short – under 3 minutes. I have seen great videos that are less than 

one minute in length. Videos that are 60 seconds or less can be used at Instagram. 

• If you are short on in-house resources, look for support at a website like UpWork. It is a 

great place to find talented professionals who can do the heavy lifting for you 

(https://upwork.com). 

• Embed your videos into blog posts. 

• Post your videos to your social media channels. 

• Here is a great example of the use of video: https://drsmusic.com/video.html  

• Be careful using background music since it could create a copyright issue at YouTube. 

  

https://upwork.com/
https://drsmusic.com/video.html
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Consider Adding Online Chat to Your Website 

Online chat tools that give your website visitors the option of “chatting” with you online in real 

time are becoming more and more popular. You have probably used them yourself for online 

banking or to get online support from your website hosting company. 

Here are three of my favorite Chat Tools. I have used them all and currently use LiveChat: 

• Live Chat 

• Bold360 

• LivePerson 

 

A c t i o n  I t e m s :  

• Live chat tools are gaining more and more popularity but may not work for some 

businesses. Do not sign-up for any long-term options. If you decide to use a live chat at 

your website, try it for 90 days first. Most chat tools have a mobile app so that you do not 

have to be in front of your office computer all the time. 

• When you are not online and available, I suggest you turn live chat tools completely off, 

forcing people to use your main contact form. 

• Configure your chat so that it requires a pre-chat registration. This allows you to get a 

name and phone number. 

• Try to avoid long back-and-forth messages. Get someone on the phone ASAP. 

• Check out what Neil Patel has to say about using live chat tools: 

https://neilpatel.com/blog/live-chat-marketing/  

  

https://livechatinc.com/
https://bold360.com/
https://liveperson.com/
https://neilpatel.com/blog/live-chat-marketing/
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 “Pop-Up” Boxes Improve Conversion & Generate Leads   

You may hate them, and I do too, but the hard-cold facts are that pop-up boxes work! They 

increase conversion and generate leads. 

You can use them to get newsletter subscribers, promote a limited time special offer or upcoming 

event, or offer a downloadable “take-away.” Pretty much anything goes! 

I have personally seen pop-up boxes get an 18% opt-in rate and increase leads at a website by 

70%. Colleagues of mine have told me of even higher numbers. 

Of course, the OFFER is an important factor, but the numbers prove that pop-up boxes increase 

leads. 

There are many tools that you can use to create customizable pop-up boxes including pop-ups, 

screen layovers, and exit intent (my favorite). 

My favorite pop-up management tool is Opt-In Monster. It may be a silly name, but, make no 

mistake, it is a powerful pop-up creation tool. 

 

R e s o u r c e :  

Opt-In Monster: http://optinmonster.com  

 

 

  

http://optinmonster.com/
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Improve Conversion Using an Announcement Bar 

Conversion is really what Internet marketing is all about. Your website is ultimately responsible 

for turning visitors into some type or form of action. In most cases, the action you want an 

engaged couple to take they visit your website is to fill in your inquiry form. 

One proven technique to get more inquiries is to improve the call-to-action throughout your 

website. Use an Announcement Bar to help you get more inquiries or any type of conversion 

you want. 

 

There are a lot of options here. 

 

One of my favorite Announcement Bars is Hello Bar (http://hellobar.com). While not free, it is 

inexpensive and one of the best. I particularly like that it has built-in analytics and will send you 

a weekly report showing you how your announcement bar is performing. It is also one of Neil 

Patel’s companies, so it is solid, well supported, and you can count on it to work. 

If you use WordPress, there are several good announcement bar plugins. I like and use the Easy 

Heads Up plugin: https://wordpress.org/plugins/easy-heads-up-bar/  

** HelloBar also works with WordPress! 

I have not used this WordPress plugin, but it has good reviews and a solid number of installs. 

https://wordpress.org/plugins/simple-banner/  

 

Use an Announcement Bar to: 

• Easily connect people to your inquiry form 

• Link to a downloadable “take-away” 

• Promote a special limited-time offer 

• Draw attention to anything you want couples to know 

• Rotate a testimonial and call-to-action button 

 

  

http://hellobar.com/
https://wordpress.org/plugins/easy-heads-up-bar/
https://wordpress.org/plugins/simple-banner/
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Give Couples the Option to Text Message You   

Like it or not, text-messaging is now often more popular than other forms of communication such 

as email and the phone. It does not matter why. All that matters is that giving couples the option 

to text message you will very likely help you book more weddings. 

Every business is different, and every business has different resources available to it. Try it and 

see how it works for your business. 

A c t i o n  I t e m :  

Add text messaging to your website as a contact option. 

Avoid going back and forth via text messaging and get people on the phone as soon as possible. 

A handful of back-and-forth messages is all it should take, and then ask to connect with them on 

the phone. 
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Get Notified When Your Email Message Has Been Opened (and 

more!) 

Have you ever sent an email and wondered if someone opened it? 

One of my favorite Internet marketing tools is Boomerang, and it does just that - track and notify 

you of opens. 

It's not perfect, but my experience is that it is about 99% accurate. 

In addition to open notifications it has a bunch of other cool features. 

It works with Gmail, Outlook, and mobile email (IOS and Android). 

If you want to know if couples are opening your email, you might find Boomerang helpful. 

Check it out here: https://www.boomerangapp.com/ 

  

https://www.boomerangapp.com/
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Why Don't Couples Call Me Back? (and what you can do about 

it) 

It’s not an uncommon problem. A couple makes an inquiry from your website, you follow-up via 

email or even a phone call or two, then they “ghost” you. In other words, they disappear and are 

not returning any of your emails or phone calls. 

My answer to this issue is simple and straight-forward: Couples are not returning your 

messages, via email or phone, because you really didn’t give them a reason to want to 

talk to you. 

Maybe your website didn’t leave the right first impression. Maybe your social proof and marketing 

copy were not engaging enough to REALLY get them to want to learn more about your business 

– and TALK with you. 

Maybe you took three days to follow-up on their initial inquiry?  

Or, maybe the couple is just price shopping and isn’t really your ideal client. 

 

S o ,  w h a t  d o  y o u  d o ?  

If this happens to you frequently, there is probably something wrong with your website. I promise 

you that very few, if any, people are ghosting David Rothstein Music or Claire Goodman at 

Sacred Ground Ceremonies. 

• Follow-up on all inquiries within 2 hours. In a world where up to 80% of business inquiries 

NEVER receive a follow-up, you will be making a great first impression by doing this one 

simple thing. Be sure to follow up a minimum of 6 times before you give up – at least 3 

times on the phone and three times 3 via email. 

• Use a PILP with a downloadable take-away. I created a PILP demonstration so you can 

see how it’s done. Click HERE to see it.  

• Use social proof, specifically testimonials, in your email signature. 

• Include a link to your downloadable take-away in your email signature. 

  

https://drsmusic.com/
http://sacredgroundceremonies.com/
http://sacredgroundceremonies.com/
http://trypilp.com/
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If you do get ghosted, don’t sweat it. My colleague Rick Brewer and I were discussing this issue 

after speaking with a group of wedding professionals in Chicago and he reminded me: 

“Some will reach back to you, some won’t. So what, 

someone else is waiting. Someone else will be a better 

client.” 

R e c o m m e n d e d  R e s o u r c e :  

Use Boomerang to schedule emails to send at optimal times, snooze messages, GET READ 

RECEIPTS and follow-up reminders if someone doesn’t respond to your email.   

https://www.boomerangapp.com/
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Traffic Building: Google Adwords 

Google Ads (formerly Google Adwords) is how you create and manage paid advertising at 

Google. 
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Claim Your Yelp! Business Listing 

Yelp! has a reputation for bogus reviews and hyper-aggressive sales people. That said, I have 

consistently seen Yelp! as a good source of website traffic and increased online visibility for 

wedding businesses. 

The secret to Yelp! is to get good reviews. Send some of your recent customers to Yelp! and 

ask them to review your business as well as share their experience. I recommend that you try 

and get two Yelp! listings a month. In just one year, you will have 12 reviews. In two years, you 

will have 24 reviews. 

If you have not already claimed your listing at Yelp!, click on over and do it today at 

https://biz.yelp.com/support/claiming. 

 

A c t i o n  I t e m :  

At the time of this writing, Yelp! offered an “upgraded” listing that gives you more control of your 

business listing and more management options for $75/month. It will also remove the competitive 

listings on your page when people are viewing it. Yelp! provides pretty good analytics each 

month. If you are not happy with the visibility and traffic they deliver, simply cancel your program. 

 

  

https://biz.yelp.com/support/claiming
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Claim & Optimize Your Google My Business Listing   

I hope you have already done this, but surprisingly many people I talk to in the wedding industry 

have not: claim and/or optimize your Google My Business Listing. 

Google My Business, formerly Google Maps and Google Places, is in many ways the foundation 

of your visibility at Google. 

If you want to show up when customers search for your business, or businesses like yours on 

Google Search and Maps, then you will want to claim, optimize, and then keep your Google My 

Business listing current. 

Once claimed, you can manage your listing to offer specials, announce company news, or 

otherwise give people a reason to visit your website. People using a smartphone can easily call 

your business. 

 

R e s o u r c e :  

https://www.google.com/business/.  

  

https://www.google.com/business/
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Improve Conversion: Get More Inquiries & Book More Weddings 
Using “TARP” 

CONVERSION is defined as getting someone to do something you want them to do at your 

website, in your social media touch-point, in your email broadcast, or at the next bridal show. 

CONVERSION is what it’s all about. If you want more inquiries, and you want to book more 

weddings, I highly recommend you optimize how you use TARP! 

Testimonials 

Awards 

Reviews & Ratings 

Professional Credentials 

Testimonials 

Testimonials are “social proof” and create an INITIAL TRUST in the mind of a bride/groom 

considering your products or services. You can have a great-looking website, but it won’t 

necessarily create trust. Unless a bride/groom has some initial TRUST in you and your company, 

they are not likely to make an inquiry. Everything you do with your Internet marketing should be 

designed to create TRUST and make it MORE LIKELY a bride/groom will make an inquiry 

(and want to speak with you on the phone!). 

Awards 

Again, like testimonials, awards are a form of social proof. In most cases, you won’t get awards 

overnight. Awards are a sign of an established business that consistently delivers high-quality 

products and services. For example, the WeddingWire “Couple’s Choice” award is not handed 

out just because you pay to advertise there – certainly not everyone gets one. Like most awards, 

you have to earn it – and brides/grooms trust WeddingWire reviews. 

Reviews & Ratings 

Thanks in part to Amazon, and websites like Angie’s List, the entire world is programmed to 

quickly look for reviews and ratings for the products and services they are interested in buying. 

I’m sure that most of you have looked at reviews and ratings yourself before you made a buying 

decision. 

Reviews and ratings are VERY powerful marketing tools that will help you get more inquiries 

and book more weddings – that is, if you have good ones! Obviously, if you have negative 

reviews, if you have more than one or two poor reviews, your business is fighting an uphill battle 

at a significant competitive disadvantage.  

http://amazon.com/
https://www.angieslist.com/
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Professional Credentials 

Securing membership in professional associations and adding professional credentials increase 

punch in your marketing efforts. Both show you are clearly engaged in your industry and, if used 

properly in your marketing, give you a solid competitive advantage. Your IDEAL CLIENT is the 

type that wants to hire “the best.” They typically are not just “trolling for prices” or what is 

sometimes referred to as the “low hanging fruit.” Professional association memberships and 

professional credentials will help you attract better clients – not to mention better paying ones. 

 

A c t i o n  I t e m s :  

• Take a look at your website – specifically, how you use testimonials, awards, ratings and 

reviews, and professional credentials throughout your site. Fix any and all weaknesses 

immediately. 

• Look at your social media streams. Are you regularly posting testimonials, awards, ratings 

and reviews, and professional credentials? Each post should link back to your website. 

• If you only have a few testimonials, awards, ratings and reviews, or professional 

credentials, create an action plan to get them as soon as possible. 
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Why Websites Don't Get Inquiries 

There are many reasons wedding businesses only get limited inquiries from their websites. 

Based on my experience, here are the 7 of the biggest reasons why. 

 

No traffic, weak traffic, or 
poor-quality traffic. 

If you have less than 500 visitor sessions at your website per 
month, there is definitely something wrong with your Internet 
marketing. 

Your inquiry form does 
not work properly. 

It happens all the time. I spoke with someone yesterday and 
they told me they had not received an inquiry from their 
website in more than two weeks. I tested the form and found 
that it did not work properly. Ouch! 

Your email does not work 
properly. 

It is shocking how often that this is a problem. One client I 
worked with was receiving inquiries, but, unfortunately, they 
were all going into a spam-junk folder! Another wedding 
business owner called me after their wedding inquiries 
“suddenly dried up.” The first thing I did was test the inquiry 
form, and guess what, it did not work properly. 

There are typos 
throughout your website. 

Typos are unprofessional and can be easily translated into a 
poor reflection on the quality of your business and the services 
and products you offer. It leaves a bride/groom thinking, “If you 
can’t get it right on your website, why should I think you will on 
my special day?” 

The look/feel of your 
website is too basic. 

Maybe your website does not communicate that you can 
provide the level of service an engaged couple seeks. 
Amateur, do-it-yourself websites under-perform when 
compared to most professionally designed websites. It 
boggles my mind why vendors in the wedding industry think 
they can create their own websites without any design, 
programming, or marketing communications expertise – and 
then still expect them to generate leads. 

A poor marketing 
message kills inquiries. 

Ineffective communication of a unique value proposition (UVP) 
and a strong WIIFM message (i.e. What’s In It For Me?) is one 
of the biggest reasons a bride/groom will leave a website. 

Lack of social proof. Brides and grooms like to see testimonials, reviews, ratings, 
awards, and memberships in professional associations as part 
of your marketing message. It creates a psychological 
confidence that is more likely to lead someone to make an 
inquiry. 
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Conversion: Use Reviews to Generate More Inquiries & Sales 

Reviews are one of the most powerful ways to convert engaged couples who find your brand 

into inquiries and sales. Here are 10 ways to use reviews and testimonials that have BIG impact 

and consistently deliver GREAT results. 

1. On the home page of your website (and throughout your website) 

2. Just before the call-to-action at the bottom of your website pages 

3. To create blog posts 

4. As individual social media posts 

5. In your Facebook page cover image 

6. In your email newsletter 

7. On the back of your business cards 

8. In your sales presentations 

9. In your email signature 

10. On your post-inquiry-landing page (http://trypilp.com) 

 

  

http://trypilp.com/
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Create and Offer a “Take-away”  

A take-away is something that an engaged couple visiting your website can “take away” to read, 

review, or maybe even print. Take-aways work great for a variety of reasons, but I am going to 

guess that most of your competition does NOT use them and that immediately gives you 

tremendous competitive advantage. 

Take-aways improve conversion and increase the likelihood that you turn an inquiry into a sale. 

Below is a link to an example of a take-away that I created with Norma Moutal and Mark Giller, 

owners of One Heart Personalized Wedding Ceremonies. It is a “free gift” that they give to people 

who make an inquiry and it is very helpful information for a couple trying to make a decision 

about hiring a Wedding Officiant. As you read it, you clearly get the impression that these two 

people are experts at what they do. It is not a sales pitch at all.  Norma and Mark 

also promote it on their Facebook business page and it has become a powerful lead generator. 

It is amped up even more when combined with targeted Facebook advertising. 

Joe DeWolf, Owner of Valley DJ Service in Bellingham, Massachusetts, created a take-away 

after he asked me how he could turn more of his website visitors and inquiries into sales. Here 

is what he said about one week after first using his take away. 

 

 “Chris, the “take-away” works! I had a woman inquire about doing her parents’ 

50th anniversary party and looking for 50’s and 60’s music. Along with a 

quote, I sent her a PDF attachment of the top 100 from both decades saying 

something like “these may be helpful in planning your party.” Well she booked 

me today after shopping around and she mentioned the attachment I sent her 

saying it looks like you know your stuff. Thank you.” 

A c t i o n  I t e m s :  

• Download and review the One Heart Personalized Wedding Ceremonies “take-away” 

example: http://bookmoreweddings.com/1heart-pdf/ 

• Create your own take-away and offer it at your website along with your social media 

touch-points. Send me a copy, I would love to see it 

  

http://bookmoreweddings.com/1heart-pdf/
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Consider Using an Auto-Responder for Quick Follow-ups to 

Inquiries 

An auto-responder can be a very powerful tool that allows you to automatically and quickly 

respond to the engaged couples who make an inquiry at your website. 

Auto-responders work, but it is VERY important that all of your messages are VERY carefully 

written or they can backfire and come across as impersonal or disingenuous. And that is never 

a good start to the sales process. 

If you are not a great copywriter, I would probably advise against using an auto-responder. Or, 

consider hiring a professional writer with experience using auto-responders and experience in 

the wedding industry. 

 

R e c o m m e n d e d  R e s o u r c e :  

AWeber – https://aweber.com 

  

https://aweber.com/
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Follow-up Faster on Inquiries   

If you want to book more weddings, follow up FASTER on the inquiries you receive from your 

website, WeddingWire, or The Knot! 

Studies show that the first company to follow up on a web-based inquiry has an immediate and 

significant competitive advantage. Companies that are the first to “help a customer along their 

buying journey” are 72% more likely to get the sale. 

A c t i o n  I t e m s :  

• If you cannot email or CALL people back within 20 minutes of receiving their inquiry from 

your website, consider using an auto-responder such as AWeber (http://aweber.com). 

• Use a post-inquiry landing page (http://trypilp.com) to improve conversion and time-

frame between the inquiry and next contact. 

• For people who make inquiries, create and offer a “take-away” PDF with helpful 

information or frequently asked questions about your business. 

 

 

 

  

http://aweber.com/
http://trypilp.com/
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Get More Phone Calls from Your WordPress Website  

More than half of your website traffic today is probably visiting from a smartphone or mobile 

device. Brides and grooms on a smartphone just might be inclined to speak with you rather than 

fill in your inquiry form – if you give them the opportunity to do so. 

If you make it easy for them to call you from their smartphone, you can improve 

conversion. More phone calls = more sales. Right? 

If you have a WordPress website, there is a plugin that allows all of that to happen very easily. 

The “Call Now Button” plugin places a Call Now button to the bottom right corner of the screen 

which is only visible for your mobile visitors.   

Because your mobile visitors are already holding their phone, it will allow them to call you with 

one simple touch of the button. 

No more complicated copy-and-pasting or memorizing the phone number! 

It also passes the best practices criteria for WordPress plugins with 60,000+ active installs and 

high ratings. 

  

https://wordpress.org/plugins/call-now-button/
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Review Your Inquiry Forms 

Today, it is likely that most of your website traffic is coming from a mobile device or tablet. This 

is a huge game-changer. 

Not only does your website need to present a mobile-friendly experience, but it is also needs to 

allow time for visitors to look at your inquiry forms. As you might guess, or have experienced 

yourself, it is far more challenging to fill out a LONG website form when you are visiting a website 

using a mobile device. Long forms with too many fields usually do not promote a friendly user-

experience and may result in fewer inquiries. 

This is probably a good time to revisit and rethink how you use inquiry forms at your website. 

Maybe it is time to shorten them and ask for less information initially. Long forms may result in 

fewer inquiries. If you can get your inquiry form down to four or five fields, you will definitely 

improve the mobile-visitor experience. Ask ONLY for what you absolutely need in order to follow-

up on the inquiry. You can get the rest when you speak to someone on the phone! 
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Sales: Don't Quit on Inquiry Follow-ups So Easily 

Studies show it takes between 6 and 8 “touches” to connect with a new prospect. 

Sure, it can be frustrating when couples do not return your follow-up to their initial website inquiry, 

email messages, phone calls, or text messages – but be patient (and do not take it personally). 

It is not always the case that they picked a competitor and are blowing you off. Sometimes they 

just got caught up in life – and are overwhelmed with planning their wedding! 

A c t i o n  I t e m s :  

• Follow-up on all inquiries as quickly as you possibly can, namely within 20 minutes if 

possible. 

• Consider using a well-crafted auto-response message for your website inquiries using 

tools like AWeber (http://aweber.com). Contrary to what I have heard some say, auto-

responders are not impersonal (if properly written). 

• In my opinion, auto-responder messages (1) promptly acknowledge their inquiry, (2) show 

that you are a professional, (3) show that you are interested in their business, (4) show 

that you are grateful for their inquiry, and (5) set the stage for what they should expect 

next.  

** Important Sidenote: Auto-responders should NOT be used in place of a phone call to 

a couple after they made an inquiry at your website. 

• Use a post-inquiry-landing page (PILP) that is informative, friendly, and sets the stage for 

the first follow-up phone call. (http://trypilp.com) 

• Create an informative “take-away” and send it to each couple who makes an inquiry 

through your website. You may even offer it as an incentive to make an inquiry. Link to it 

on your PILP. 

“Tell us more about your wedding planning! We love weddings! And couples love working 

with us (did you see our reviews?). When you do tell us more, we’ll also send you…” 

 

  

http://aweber.com/
http://trypilp.com/
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N e t w o r k i n g   
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NETWORKING 

Exchange Website Links with Other Local Vendors   

Exchanging website links with the other wedding vendors you work with is a great way to get 

more online visibility, build traffic to your website, and book more weddings. 

Inbound links to your site will also help your rankings at Google. Why? Google sees inbound 

links to your website from other thematically similar websites as a “vote of confidence” for your 

business. It creates TRUST and AUTHORITY for your website, both which are heavily weighted 

ranking variables. 

Unfortunately, link exchanges are harder to get than you might think. Everyone says “Sure, let’s 

do it,” but then it never happens.   

Try a bit harder and be persistent. Trust me, link building is a WIN-WIN and generates great 

long-term results. 

I recommend that you create a business card-size “Link Exchange Offer” instructional card and 

hand them out at networking events and weddings where you meet other vendors. Always have 

them ready to give out! 

Have your company information and link ready to quickly send to someone who agrees to a link 

exchange with you. Keep it handy in a digital notepad like Evernote. 

 

A c t i o n  I t e m s :  

• Create a “Friends of….” page or blog post at your website where you will place link 

exchanges. 

• You might also promote these vendors on your Facebook page from time to time. It 

creates a tremendous amount of goodwill. Just copy-and-paste the content from your 

“Friends of…” page or blog post to Facebook. 

• Create a business card size Link Exchange Offer with instructions. You can get 200 of 

them for under $30 at VistaPrint. 

• Check the listings and links with any of your professional associations and local business 

groups that have online member directories. Make sure they include an up-to-date 

description of your company along with a link to your website (that works properly!). 

  

http://evernote.com/
http://vistaprint.com/
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NETWORKING 

Create a "Friends of" Page at Your Website (i.e. Virtual 

Networking) 

You might call the page “Recommended Resources” or “Our Partners”, but I personally like to 

call it a “Friends of” page. Whatever your label, create a page on your website with a list of 

wedding vendors you work with regularly that you would recommend. 

A “Friends of” page will show you as active in the marketplace and those you link to are more 

likely to do the same for you, thereby creating a SEO-friendly inbound link to your website. 

Even if they do not link to your website, it creates a lot of positive goodwill. Trust me when I say 

that someone you link to is going to remember you and be more likely to recommend you to the 

couples they meet.   

Leverage this content further and individually post your Friends to your social media feeds. 

Take this to the next level and generate super SEO-friendly content on your website by creating 

individual blog posts for each of your Friends. 

Think of it as virtual networking. It takes some effort, but this will to create goodwill with other 

vendors and get SEO-friendly inbound links to your website.  The long-term benefit will prove 

invaluable to you. 

 

A c t i o n  I t e m s : 

• Pick 8 to 10 wedding vendors that you work with and add them to a “Friends of” page on 

your website. This should NOT be a prominent page, but still be easily found by new 

visitors. 

• Pick 2 of these “friends” and create blog posts about your experience working with them, 

including event/venue information. Dropping a venue name is great SEO content. If you 

need quick information about a Friend, content that you can mostly cut-and-paste, look 

for an “About” page on their website. 

• Create social media posts using your Friends and create individual posts with graphics 

that will keep your feeds looking fresh, active, and interesting. 
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NETWORKING 

LinkedIn:  You Might Find High-end Engaged Couples Here 

LinkedIn is a great place to potentially reach high-end brides and grooms – couples that likely 

have PROFESSIONAL LEVEL JOBS and a pretty solid wedding budget (because they have 

good jobs!). 

Unfortunately, LinkedIn is often overlooked by people and businesses in the wedding industry. 

LinkedIn will not create a tsunami of new leads,  but more overall online visibility for your 

business is never a bad thing, right? A LinkedIn profile also creates “online credibility” and can 

support the “validation” of your business. Keep in mind that LinkedIn profiles are picked up by 

Google and show up in the search results. 

 

A c t i o n  I t e m :  

If you do not already have a LinkedIn profile, create one – it’s free! You can make an individual 

profile as well as a company profile. If you already have these, make sure that they are optimized 

or updated with a company description, links to your website, and a few testimonials from past 

clients. 

 

R e s o u r c e :  

https://www.linkedin.com 

  

https://www.linkedin.com/
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NETWORKING 

Attend WeddingWire World   

WeddingWire World is an educational and networking event currently held twice a year, and is 

put on by the folks at, you guessed it, WeddingWire. The event is held in major cities on both 

the East Coast and the West Coast and is still expanding. It receives rave reviews from those 

who attend. This event is similar to the Wedding MBA which is held each year in Las Vegas. 

 

R e s o u r c e s :  

WeddingWire World: https://pros.weddingwire.com/weddingwire-world-2018  

Wedding MBA: https://www.weddingmba.com/ 

 

  

https://pros.weddingwire.com/weddingwire-world-2018
https://www.weddingmba.com/
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NETWORKING 

Attend the Wedding MBA Convention  

Each Fall in Las Vegas, thousands of people who work in the wedding industry attend the 

Wedding Merchants Business Academy (Wedding MBA) at the Las Vegas Convention 

Center. In addition to a HUGE educational opportunity, it is a great way to network and make 

new connections with others in the wedding industry.  

You will also have the opportunity to learn more about many new products and services 

specifically designed to support your business operations, marketing, and sales. Many vendors 

offer “show only” special savings. For three days, well-recognized experts from all areas of the 

wedding industry offer their insight and expertise in a seemingly unending number of workshops 

and break-out sessions. 

Don’t miss the evening parties sponsored by The Knot or WeddingWire! The price of entry is a 

deal at under $500 for a 3-day pass. 

 

A c t i o n  I t e m :  

• Register early for the best rate. You can almost always find great hotel room rates in Las 

Vegas at that time of year using websites like Expedia (http://expedia.com) or 

TripAdvisor (http://tripadvisor.com). 

• Visit the Wedding MBA website for the latest updates: http://weddingmba.com 

 

  

http://weddingmba.com/
http://expedia.com/
http://tripadvisor.com/
http://weddingmba.com/
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S o c i a l  M e d i a   
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SOCIAL MEDIA 

Where Should You Focus Your Social Media Marketing Efforts 

(for the best ROI) 

So many choices and so many shiny objects! The problem quickly becomes that you simply do 

not have the resources to chase them all. Nor do you need to. 

Additionally, wasting time and not getting the appropriate return-on-investment (ROI) and/or 

return on effort is just throwing money into a blow-torch. 

In the wedding industry, I recommend that you use the following, in the order presented, and 

optimize your presence at each before moving on to the next. There is little argument about the 

power of social media, and that it will help you book more weddings. The only question is which 

channels to use. 

 

 Facebook Instagram Pinterest Twitter 

 

Unless you have virtually unlimited resources, focus on Facebook and Instagram. 

 

A c t i o n  I t e m s :  

• Optimize your Facebook and Instagram social media marketing channels using social 

media marketing Best Practices. Post daily to both. Measure your results carefully with 

Facebook Insights and Instagram analytics tools. 

• Outsource your social media marketing to a qualified professional, if necessary. Yes, it is 

that important and it should create a positive ROI. Before you hire anyone, be sure to look 

at their work. Ideally, hire someone with wedding industry marketing experience. 

• Forget about Google+ (like most of the rest of the world has!). 
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SOCIAL MEDIA 

How Often Should You Post to Social Media (Facebook & 

Instagram)   

If you want to book more weddings and stay ahead of your competition, post DAILY. 

Using social media marketing properly, effectively, and aggressively will help you build your 

brand, drive traffic to your website, and book more weddings. 

Facebook and Instagram are the two most powerful social marketing channels for any wedding 

business. I can show you hard proof that both will generate inquiries and sales when used 

properly.   

The effectiveness of almost all social media is based on the images you use and the quality of 

your content. This is no place for stock photography. 

If you are constantly posting advertisements or “we are great” content, do not expect to get much 

traction. People will not follow you or interact with your social marketing if you do this. 

 

A c t i o n  I t e m s :  

• Take a serious and aggressive approach to using social media by posting daily to both 

Facebook and Instagram. 

• Use tools like Hootsuite or SmarterQueue to help you manage a long-term social media 

marketing strategy. 

• Post eye-catching graphics with high-quality, helpful content. Expert advice or recent 

weddings are always great content. 

• Link back to your website and/or include a phone number in the majority of your posts. 

• Create a series of posts with your expert advice. Create 10-15 of these and rotate them 

across your social channels with eye-catching images. Make them quick to read with no 

more than 20-25 words. 

• Use your existing FAQs and reviews or testimonials for additional social content. 

• Outsource your social media marketing to a qualified professional, if necessary. Yes, it is 

that important and it should create a positive return on investment. Before you hire 

anyone, be sure to look at their work. Ideally, hire someone with wedding industry 

marketing experience. 
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R e s o u r c e s :  

Social Media Management Tools: Hootsuite offers a free option (http://hootsuite.com) while 

Smarter Queue offers a trial and automatic post republishing (http://smarterqueue.com). Both 

let you cross-post a single post to multiple social channels (I LOVE SAVING TIME!).  

http://hootsuite.com/
http://smarterqueue.com/
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SOCIAL MEDIA 

Use Social Media to Promote Your Expertise  

You will get better results and more ENGAGEMENT from your social media posts if you post 

high-quality, helpful wedding planning information. 

Use your social media channels to promote your expertise. Talk about how you have helped 

other clients. Talk about how you saved-the-day when something went wrong at a wedding! Use 

a bride’s video testimonial about how smoothly everything went at her wedding!  When 

couples visiting your social channels see you doing this, they are more likely to LIKE your 

post/page or start following your social channels. 

Improving the quality of your social post content, and promoting your expertise, will help you get 

better results from social media marketing and help you book more weddings. 
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SOCIAL MEDIA 

Facebook Best Practices 

A lot of people tell me that they do not get very good or consistent results from Facebook. In 

most cases, the reason is that they are not using it properly. Here are some of the BEST 

PRACTICES I use when managing a Facebook business page for a client. 

• Is your Facebook profile up-to-date, including 

an appropriate link back to your website or a 

landing page? 

• Are you posting consistently? Once a day, 

twice a day, or three times a week? Whatever 

you do, do it consistently. 

• Are you posting in the morning? Morning posts 

have been reported to be the most effective 

and have the longest “Facebook life” or 

“traction.” 

• Every audience is different. Test posting at 

different times of the day to learn what times 

get you the best results. 

• Do you post a variety of content (not the same 

thing over and over)? 

• Does your post use both words and pictures? 

• Is there a link back to your website in the 

majority of your posts? 

• Posting high-quality interesting content will 

help your business page get more likes! 

• Post a graphic from time to time that asks 

people to LIKE your page.  

• Is your post relevant to your audience? 

• Is your post interesting to your audience? 

 
• Mix up your post length. Short posts with 100-

120 characters and long posts (150+ words) 

seem to get the best results at Facebook. 

What you are trying to communicate will 

determine your post length. There are no 

absolute rules when it comes to Facebook 

post length. 

• Do you use a link in the first three lines of your 

post, and then again at the end of it? 

• Are you using a link shortening tool for long 

links, like the Google link 

shortener?  https://goo.gl/ 

• Are you tracking link clicks, again you can do 

that with the Google link shortener.  

https://goo.gl/  

• Does your post show and communicate your 

brand personality? 

• Would your ideal client find your post 

interesting? 

• Does your post promote a special offer your 

business is currently offering? 

• Does your post publicize an exclusive offer or 

exclusive promotion for your Facebook 

followers? 

• Is your post engaging and likely to trigger a 

like, comment, or share? 

https://goo.gl/
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• Does your post include a time-sensitive offer? 

Time-sensitive offers are more likely to get 

people to take action NOW! 

• Special offers work very well. Does your post 

have a link with an offer for a “take-away?” A 

“take-away is something someone who visits 

your website can download directly or after 

filling out a form. Ex: “10 Things You Should 

Know When You Hire a ___________.” 

• Are you using the appropriate #hashtags at 

the end of your post? Not only product and 

service hashtags, but geographically targeted 

hashtags.  

 

Examples: #boston #bostonweddings 

#bostoncaterers #bostonweddingdjs 

#bostonweddingdiscjockey 

• Does your post ask your post readers to like, 

comment, or share? 

• Do some of your posts include questions? 

Posts with the right questions can dramatically 

increase engagement! 

• Is your post written properly with no typos, 

misspellings, or grammar issues? While social 

media is a rather casual media these things 

still can leave a reader with a poor impression 

about your business. 

• Does your post educate your readers in some 

way? Do they read it and say to themselves; 

“Hey, I didn’t know that?” 

• Does your post properly reflect your 

expertise? Does someone reading it say 

“Wow, this person/business really knows their 

stuff.” 

 
• Does your post clearly communicate that you 

are an expert at what you do? 

• Does your post link to your inquiry form “for 

more information about…”? Ideally, use this 

with a testimonial. 

• Are you using testimonials and other 

professional credentials as some of the 

content for your posts? Example: “Look at 

this review we just got at WeddingWire…” 

• Does your post have an appropriate eye-

catching, crisp, clean graphic? 

• Is the graphic you use in your Facebook post 

wide enough to fill the feed horizontally? Is it 

at least 600 pixels wide? 

• Does your post avoid “third-rail” subjects like 

politics, religion, and probably even humor! 

Be very careful with humor if you choose to 

use it on your Facebook business page. 

What you think is funny can easily be 

offensive to someone else. 

• Is your post upbeat? Facebook business 

pages are no place for a negative vibe! Keep 

it positive so that it is always a positive 

reflection on your business. 

• Are you testing different times when you post 

to see what gets the most REACH and 

interaction? Most people check Facebook 

during their lunch break at work or after 

dinner. 

• Are you using tools to help you manage your 

Facebook posts, like Hootsuite?  

http://hootsuite.com  

  

http://hootsuite.com/
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• Does your post include/use a call-to-action? 

• Do you link to other interesting content from 

time to time? “It’s all about you, but it’s not all 

about you!” 

• Do you ask your followers or “fans” for 

feedback? 

• Are you monitoring and measuring key metrics 

using Facebook Insights? 

• Do you respond to Facebook messenger 

inquiries in a timely manner? 

• Are you considering a targeted Facebook 

“boosted” post to extend the reach for some of 

your posts? Boosted posts reach more of your 

followers as well as others that you can 

selectively target. You can “boost” a post for 

as little as $20.00. 

• From time to time post a link to your Instagram 

page, blog posts, email newsletter 

subscription form, or other online touch-points. 
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SOCIAL MEDIA 

Post More Video at Facebook and Instagram 

Reach is a social media marketing term used to describe how many people are exposed to a 

social post that you made. In theory, people see your post in their social feed. 

The more reach the better, right? 

Targeted reach is even better (which you can do when you pay to “boost” a post). 

Both Facebook and Instagram have algorithms that calculate who sees your posts. Even though 

someone “likes” your business page, it does not necessarily mean that they see all of your posts. 

That is how the algorithms work and how these two social media platforms generate revenue. If 

you want more reach, even into your existing “likes,” you pay to get it. 

Videos undoubtedly get more organic, non-paid reach on both Facebook and Instagram when 

compared to simpler text with image posts. 

Try posting short videos in addition to just text and/or image posts. You will get more organic, 

non-paid reach, and probably more engagement (likes, comments, and shares), as long as your 

video is interesting and fun. 

 

A c t i o n  I t e m s :  

• Download the Boomerang app to make fun, quirky, very short video clips. 

• Keep your videos under or around a minute if at all possible. 

• Remember hashtags! 

• Use the Facebook Insights option on your Facebook business page to see how your video 

posts compare to non-video posts. 
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SOCIAL MEDIA 

Ask an Expert: Why Aren't My Facebook Ads Working? 

Facebook makes it easy to advertise your business to a targeted audience, without a huge 

budget ($25-$100). That said, many people tell me they have struggled with advertising at 

Facebook and really did not get good results. If this sounds like you, here are some suggestions. 

• Always Use Targeting 

• Relevant 

• Useful 

• Helpful 

• Link 

• Link back to an offer or something take-away.  

• Track & Analyze 

• Test 

• All advertising should be tested and compared. 
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SOCIAL MEDIA 

11 High-Impact Facebook Post Ideas 

Improvements to the quality of the posts to your Facebook business page will help you get better 

results. Here are 11 high-impact Facebook post ideas that are guaranteed to get attention. 

1. Frequently Asked 

Questions (FAQ) 

Take individual frequently asked questions from your website’s 

FAQ page and post them at Facebook one at a time over a period 

of two or three weeks. Get added value by linking back to the full 

FAQ page at your website. 

2. Professional 

Credentials 

Post an announcement about your memberships in professional 

associations. Professional association memberships are “social 

proof,” add credibility, and can distinguish your business from 

others. 

3. Recent Testimonials Post an announcement with a RECENT testimonial that you 

received from one of your clients. “We just got this from…” 

Ideally, include a picture of the couple if you can – a picture will 

have more impact! 

4. Recent Wedding Post an announcement about a recent wedding, why the client 

hired you, where it was, and maybe a few highlights of the 

wedding (i.e. the bride/father dance had everyone crying, 

Grandma attended and was dancing – she’s 94 years old!). 

Include multiple pictures from the event if you can, even if they 

are basic smartphone photos as long as they are clear and crisp 

(not fuzzy and out of focus or too dark). Recent wedding posts 

have a huge impact and show that you are active and people are 

hiring you! Take a look at the Facebook page for David Rothstein 

Music: https://www.facebook.com/drsmusic/ 

5. Why Do People Hire 

You? 

Create a Facebook post with the “Top 5 Reasons Why People 

Hire Us.” An alternative title might be “Top 5 Reasons Why 

Brides & Grooms Choose [YOUR COMPANY NAME HERE].” 

Keep it brief and make sure that the top 5 reasons communicate 

your unique value proposition. Be sure to link back to the inquiry 

form page at your website. The “Top 5 Reasons People Hire Us” 

should already be one of your blog posts and will make an easy 

cut-and-paste. 

https://www.facebook.com/drsmusic/
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6. Recent Awards Post recent awards that you received from The Knot or 

WeddingWire. Include the badges or graphics for each award. If 

you have not received an award, post “As Seen at WeddingWire” 

or “As Seen at The Knot” with the appropriate graphics (if you 

have listings there). 

7. Community Support 

& “Giving Back” 

If your company is involved in the community or charitable 

events, be sure to post information about your participation and 

what causes they support. “Giving Back” posts are very powerful, 

get attention, and are a positive reflection on your company. 

8. Talk About Your Staff Post information on your Facebook page about your staff with 

their pictures – how long they have been with you, why they love 

weddings, and their favorite things to do are when they are not 

at work. This information should already be on your website and 

easy to cut-and-paste. See this page, which is a great example:  

https://fairygodmotherco.com/about/meet-the-team/ 

9. “Did You Know…” Produce and over time post several “Did You Know…” posts at 

Facebook and tell people something interesting about your 

business: 

• “Did You Know… last year we did over 125 weddings…” 

• “Did You Know… we specialize in weddings and LOVE what 

we do, we are proud, honored, and humbled by our 5 Star 

Ratings at WeddingWire” 

• “Did You Know… Jane Smith has been on staff with us for 20 

years!” 

• “Did You Know… we have been awarded the Reader’s 

Choice ‘Best of’ for three years in a row?” 

10. Communicate Your 

Expertise 

Produce and post 10 wedding planning tips over two to three 

weeks that clearly communicate to the reader that you are an 

expert. These do not have to be elaborate. Somewhere between 

30 and 60 words can get the job done effectively. 

 

 

 

https://fairygodmotherco.com/about/meet-the-team/
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11. Tell Your Story Everyone loves a story! Storytelling is high-conversion, rock-

solid marketing that will help you book more weddings. Create a 

Facebook post that tells most of your story but not all of it. Link 

to the About page at your website where the whole story can be 

found. Be sure that there is a highly visible call-to-action at the 

bottom of that page, right? 
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SOCIAL MEDIA 

Popular Wedding Planning Facebook Pages (for Brides & 

Grooms) 

Keeping your finger on the pulse of what brides (and a few grooms) are talking about and 

exposed to online is basic marketing intelligence. Here are some of the big wedding planning 

Facebook pages, measured by followers or “Likes.” 

• Strictly Weddings 

• The Knot 

• Weddings in Houston 

• WeddingWire 

 

  

https://www.facebook.com/strictlyweddings/
https://www.facebook.com/theknot/
https://www.facebook.com/weddingsinhouston/
https://www.facebook.com/WeddingWire/
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SOCIAL MEDIA 

Join These Wedding Industry Facebook Groups 

There are dozens of Facebook groups focused on the business of weddings. Here are a few 

that are definitely worth checking out. Some of these are closed groups and require that you 

send a join request. 

 

Wedding Business Today This is my wedding industry Facebook group with over 

8,000 members. 

Evolve Your Wedding Business Hosted by Heidi Thompson. A community for wedding 

professionals who want to grow, improve, and evolve 

their businesses. This group is open to any and all 

wedding pros who want to rock their wedding 

businesses. 

Wedding Vendors Forum A growing group of wedding professionals. 

Wedding Industry Education Hosted by Kellie Daab. This free group consists of 

wedding industry professionals committed to 

empowering ingenuity and encouraging innovation.  

Wedding Marketing for 

Wedding Professionals 

Hosted by Brenda Cadman. While the group’s primary 

focus is on website design, optimization, and web 

marketing topics, members are free to post more general 

marketing questions as well. 

Book More Brides Jeff & Stephanie Padovani cut their teeth in the wedding 

industry as disc jockeys, so they have been on the front 

lines. 

Rising Tide Society A group for wedding and event planners, as well as other 

creative-type people. 

  

https://www.facebook.com/groups/buildyourweddingbusiness/
https://www.facebook.com/groups/weddingbusinesscommunity/
https://www.facebook.com/groups/485240548350095/
https://www.facebook.com/groups/weddingindustryeducation/
https://www.facebook.com/groups/websitemarketingforweddingprofessionals/
https://www.facebook.com/groups/websitemarketingforweddingprofessionals/
https://www.facebook.com/groups/weddingexpertsuperheroes/
https://www.facebook.com/therisingtidesociety/
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SOCIAL MEDIA 

Why You Should Use a Business Profile at Instagram (and how 

to switch from a personal to business profile) 

 

Instagram 

Numbers 

• 1 billion monthly users 

• 500 million daily active users (and climbing) 

• Like buttons are hit an average of 4.2 billion times each day 

• Instagrammers may likely have high levels of disposable income 

• Instagram images get 23% more engagement than at Facebook 

• Brands typically see 10x higher engagement at Instagram 

compared to Facebook 

 

There are two types of accounts or “profiles” at Instagram; a personal profile and a business 

profile. For most businesses in the wedding industry a business profile is the best choice. 

Here is why I recommend using a business profile at Instagram and instructions for changing a 

personal profile to a business profile. 

 

Analytics Business profiles include Instagram Insights, a valuable analytics and data 

tool that will give you information about your followers that you don’t get with 

a personal profile. 

Using Instagram Insights will allow you to very easily track and analyze 

impressions, reach, and engagement from within the Instagram mobile app. 

Promote 

Posts –  

Easy & 

Inexpensive! 

Instagram business profiles can also be used to easily set-up and run 

Instagram ads. This is virtually the same as a Facebook “boost,” but it is 

called a “promote” at Instagram. For as little as $10 you can “Promote” an 

Instagram post. There are also options that allow you to set a budget, 

duration, and targeting. Promoting Instagram posts is an effective way to get 

more visibility for your Instagram feed, get more followers, increase 

engagement, and drive traffic back to your website. 

Increased 

Social 

Visibility 

Business profiles connect to your Facebook business page. Again, this 

increases your overall social visibility, helps you build brand awareness, and 

drive more traffic to your website. 
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Contact 

Buttons 

Business profiles also give you two contact button options that a personal 

profile does not. People looking at your Instagram feed have a quick click 

option to call you or email you using the information you provided in your 

account profile. If you put an address in your profile an option for Directions 

will appear. Clicking it will bring up a maps app. 

 

S u m m a r y  

Business profiles at Instagram are an overall better Internet marketing tool that will help you 

measure, analyze, and ultimately get better results from the time and money you spend 

marketing your wedding business using Instagram. 

The more information you have about the results and effectiveness of your Internet marketing, 

in this case Instagram, the better. 

 

A c t i o n  I t e m s :  

• If you are NOT using Instagram make it a priority to start ASAP, Instagram will help you 

book more weddings. 

• Switch to an Instagram business profile from a personal profile if you haven't already. 

• Configure your business profile with a contact email and phone number, you can also use 

an address. 

• Be sure there is a link in your profile back to your website. 

• Put a note in your digital calendar with a reminder to check your Instagram Insights, at 

least once a month. 

 

  



Book More Weddings with Chris Jaeger 

 

January 1, 2019 86 bookmoreweddings.com/100book 

SOCIAL MEDIA 

How to Switch a Personal Profile to a Business Profile at 
Instagram 

Switching from a personal profile to a business profile at Instagram is easily done using the 

Instagram mobile app. 

During this process you will also be connecting your Facebook business page to your new 

Instagram business profile. To make this easier you may want to login to Facebook using the 

Facebook app on your smartphone. 

1. Open your Instagram app. 

2. Tap the gear icon or ellipse dots at the top right of your screen. 

3. Scroll down this page and change your Account Privacy from private to public. Private 

accounts can’t switch to business accounts. 

4. On this same page of options select “Switch to Business Profile.” Follow the prompts. 

5. Select the Facebook page that you’d like to connect to your Instagram business account. 

If you don’t see your business’ Facebook page as an option, make sure that you are listed 

as an ADMIN for that page in the settings menu of your business page. Once the correct 

Facebook page appears, select it and tap “Next.” 

6. On the “Set Up Your Business Profile” page, review your business’s contact information, 

including your phone number, physical address, and email. 

7. Once everything looks good, tap “Done” to save your Instagram business account 

settings. 

 

V o i l a ! 
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SOCIAL MEDIA 

Ten Popular Wedding Related #hashtags 

A hashtag is a keyword or phrase (with no spaces), preceded by the hash symbol (#), that people 

include in their social media posts at Twitter, Instagram, and Facebook. It makes the content of 

your post “findable” to all people with similar interests who “search” for that hashtag. They don’t 

necessarily have to be a follower or fan of your page (i.e. like). 

Adding them to your social posts will increase the “findability” factor of your content and thereby 

give you more online visibility! 

 

Here are the Ten Most Popular Wedding-

Related Hashtags at Instagram 

from Quarter 1 of 2018: 

 

Geo-targeted hashtags using  

YOUR marketplace might  

look like this: 

 

#bostonweddingphotographers 

#bostonwedding 

#bostonweddings 

#bostonweddingdiscjockeys 

 

#wedding 105,071,925 

#weddingday 17,935,452 

#bridal 11,470,661 

#weddings 11,176,080 

#weddingdress 14,668,345 

#weddingphotography 12,518,782 

#engagement 7,632,982 

#engaged 7,480,588 

#bridetobe 8,164,670 

#weddingphotographer 8,430,017 

 

The right hashtags will greatly broaden the reach of your social media posts to thousands of 

potential followers, fans, or customers  
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S o  n o w ,  h o w  d o  y o u  a c t u a l l y  f i n d  p o p u l a r  h a s h t a g s ?   

I use Instagram and think it is a pretty good indicator of the overall popularity of a hashtag across 

all social platforms. 

Simply use the following URL and replace the last part of it with the word you want, inserting the 

hashtag count for the word you want to see between the last set of forward slashes /______/. 

https://www.instagram.com/explore/tags/wedding/ 

#happy #hashtaging 

 

A c t i o n  I t e m s :  

• Use Evernote as a notepad to keep your hashtags ready-to-use (easy to cut-and-paste). 

• For more wedding hashtag inspiration visit Instagram HERE.  

• Remember to use geographically targeted hashtags in your social media posts. 

• Use hashtags in your Facebook posts too. They are not limited to use just at Instagram 

or Twitter, although they are mostly associated with those to social media channels. 

• Amp-up your social media management with power tools like Hootsuite or my favorite, 

SmarterQueue.  

 

  

https://evernote.com/
https://www.instagram.com/iawip/
https://hootsuite.com/
https://smarterqueue.com/
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B r a n d i n g ,  W e b  D e s i g n ,  a n d  S e c u r i t y   
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BRANDING, WEB DESIGN, AND SECURITY 

Ask an Expert: Google Will Not Robocall You 

Q: Chris, we got a Robocall from Google that said our website wasn't showing up at 

Google and that we needed to take action immediately by calling back a phone number 

that was left in the message. Is this a scam? 

A: Yes, it is. Google will not Robocall you. Actually, it's pretty unlikely they will EVER call you. 

These calls are scammers pretending to be Google. I've received them myself, they sound very 

legitimate, but they are 100% fake. If Google has any issues with your website they will notify 

you if you are using the Google Search Console (formerly Google Webmaster Tools). 

 

https://bookmoreweddings.com/5-must-have-google-tools-internet/
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BRANDING, WEB DESIGN, AND SECURITY 

Ask an Expert: Best Website Hosting 

Q: Chris, we want to improve the overall experience at our website and from reading your 

book "100+ Things You Can Do to Book More Weddings: Reach More Engaged 

Couples, Drive More Traffic to Your Website, Get More Inquiries, and Book More 

Weddings" that starts with high-performance website hosting. What hosting company do 

you use and recommend? 

A: I am SO happy to hear you say this. You are right, the best website in the world means 

very little if the pages load slow. Recently a company hired me to oversee and optimize 

their Internet marketing. Part of the project included a significant investment in a new 

website. The website designer suggested hosting at Go Daddy for $9/month - and I almost 

choked. 

 

The hosting you choose for your website is a very important factor in the overall success 

of your Internet marketing. 

FACT: Slow loading pages are the #1 reason people leave websites. 

I personally have hosted websites at HostGator, Go Daddy, and Media Temple. 

I recently moved all my websites to SiteGround. I'm currently on the Geek plan, but plan on 

moving to the Cloud platform later in the year. 

 

Why did I move my hosting?  All the good stuff! 

• Faster loading website 

• Better support 

• Better value 

• Free SSL certificates for your websites hosted there (all of them!) 

• SiteGround offers 24/7 LIVE support, which is a best practice when selecting website 

hosting. All of their support is VERY GOOD.  

I love their online chat. 

• The performance / speed of my sites have improved noticeably.   

• They use standard Cpanel for hosting management, so nothing new to figure out and easy 

to use. 

https://bookmoreweddings.com/category/100/
https://bookmoreweddings.com/category/100/
https://bookmoreweddings.com/category/100/
https://www.siteground.com/web-hosting.htm?afcode=2e7b95f80c6f78a0d227576a26252ed8
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• They have a caching tool that will speed up your WordPress website even more - on their 

hosting servers. 

• Oh, did I mention they offer free SSL certificates. This alone is a big savings when 

compared to companies like Hostgator that charge PER SITE. 

• They'll also move your website to their hosting platform for free (1 site, not multiple sites). 

What about website traffic? 

• If you have under 100,000 visitor sessions per month you'll be fine with their GEEK PLAN. It 

also includes their WordPress SG Accelerator tool (that just about triples the speed your 

WordPress website loads!).   

• If you're pulling over 100,000 visitor sessions per month consider their cloud hosting option. 

 

With no hesitation I recommend SiteGround and specifically the GEEK PLAN there. 

Sign up for their annual program and save 60% (current offer, not sure if it will change!). 

You can learn more about SITEGROUND AT THIS LINK. 

 

  

https://www.siteground.com/web-hosting.htm?afcode=2e7b95f80c6f78a0d227576a26252ed8
https://www.siteground.com/web-hosting.htm?afcode=2e7b95f80c6f78a0d227576a26252ed8
https://www.siteground.com/web-hosting.htm?afcode=2e7b95f80c6f78a0d227576a26252ed8
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BRANDING, WEB DESIGN, AND SECURITY 

Secured Website Hosting (https://) 

Today it is very important for you to have secured end-to-end encrypted website hosting, the 

type with https:// security and certification. Without it, your website is going to show up in most 

Internet browsers with an “unsecure” or “unsafe” warning. The last thing you want to leave as a 

first impression for a couple visiting your website is a warning message – they will just leave 

your website. 

Additionally, some browsers or corporate firewalls may entirely block access to your website (not 

that brides and grooms are doing wedding planning while at work, right?). 

Google also likes to see a secured https:// website and, without it, your visibility in their search 

engine results may be adversely impacted. 

 

A c t i o n  I t e m :  

If your website hosting does not currently use a secured certificate (https://), contact your 

webmaster or hosting company and get this on your To Do list. Many hosting companies are 

now offering them free of charge. 

 

R e c o m m e n d e d  H o s t i n g :  

SiteGround, the company I use for all of my hosting, offers free https:// certificates:  

https://siteground.com 

 

  

https://www.siteground.com/index.htm?afcode=2e7b95f80c6f78a0d227576a26252ed8
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BRANDING, WEB DESIGN, AND SECURITY 

Monitor Your Website Hosting 24/7/365 with Pingdom   

It is impossible for engaged couples to learn more about your website and make online inquiries 

if your website is down. 

Plus, a “website unavailable” error message never leaves the right impression. They may not 

come back! 

Sign-up for free website monitoring using Pingdom (link below). 

Pingdom checks your website at 5 minute intervals and will send you an email alert if it finds that 

your website is down. 

Upgrade to their premium service and get notified via text message. If you find that your website 

is down more than expected, or any downtime is adversely impacting your business, I 

recommend that you move your website hosting to SiteGround. I use their Go Geek high-

performance hosting package and their support is unmatched (http://siteground.com). 

 

A c t i o n  I t e m s :  

• Keep your hosting company contact information readily available in a cross-device digital 

notepad like Evernote (http://evernote.com). 

• Register for free website monitoring at Pingdom (http://pingdom.com/free). 

 

  

http://siteground.com/
http://evernote.com/
http://pingdom.com/free
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P i n g d o m  E m a i l  N o t i f i c a t i o n  E x a m p l e s :  
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BRANDING, WEB DESIGN, AND SECURITY 

Problems with Cheap Hosting   

Cheap website hosting is associated with security breaches, intruder hacks, virus infestation, 

and malware distribution. It leaves a very poor first impression on a bride or groom visiting your 

website when they see a warning that says: “Continuing at this website may be a security risk 

or cause harm to your computer.” 

 

A c t i o n  I t e m :  

Proactively implement the proper security at your website, including a backup and disaster 

recovery (DR) strategy. DO NOT solely depend on ANY hosting provider for DR. Consider 

website monitoring and malware protection from Sucuri (https://sucuri.net). If your website was 

built using WordPress, I highly recommend using VaultPress (http://vaultpress.com). 

  

https://sucuri.net/
http://vaultpress.com/
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BRANDING, WEB DESIGN, AND SECURITY 

Create and Have Ready a Website Disaster Recovery Plan 

Even if your hosting company tells you that they will back up your website, create your own 

backups. Far too often I have seen a website infected with malware, or otherwise crash, only to 

find out the hosting company’s “backup” is not working properly and cannot be restored. This 

means you are screwed and you probably suffer from optimism bias. 

Talk to your webmaster and make sure that you have a separate back-up and disaster recovery 

plan in place, even if your hosting company says they have one for your site. 

If you use WordPress, this is fairly easy to set-up using tools like Backup Buddy, UpDraft, or 

VaultPress (my recommendation). 

Your backups should run weekly and should be stored OFF of your website hosting 

server. I use Amazon Web Services (AWS) or download them to my local computer. 

Please, please, PLEASE do this. 

 

R e c o m m e n d e d  R e s o u r c e s :  

• Backup Buddy plugin for WordPress from iThemes:  

https://ithemes.com/purchase/backupbuddy/  

• UpDraft Backup Plugin for WordPress: https://wordpress.org/plugins/updraftplus/  

• VaultPress for WordPress: https://vaultpress.com  

• Amazon Web Services (Cloud Storage): https://aws.amazon.com/  

 

  

https://www.ted.com/talks/tali_sharot_the_optimism_bias?language=en#t-26634
https://ithemes.com/purchase/backupbuddy/
https://wordpress.org/plugins/updraftplus/
https://vaultpress.com/
https://aws.amazon.com/
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BRANDING, WEB DESIGN, AND SECURITY 

Google Hates Slow Loading Websites Too! 

If “bridal bailout” isn’t enough to convince you to choose high-performance website hosting, 

maybe this will: Google now uses page load times as a ranking factor. Google may now penalize 

your slow loading pages and make it more difficult to get your website top-ranked on a search 

engine results page (SERP). Ouch! 

 

A c t i o n  I t e m :   

Use the Google Search Console to review what Google thinks about your site performance and 

other important variables when it looks at your website (i.e. broken links, crawling issues). 

https://search.google.com/search-console 

  

https://search.google.com/search-console
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BRANDING, WEB DESIGN, AND SECURITY 

How to Get Notified When WordPress & WordPress Plugins 

Need Updating 

If your website runs on WordPress, you probably know that it must be kept up-to-date or you risk 

being infected by hacker-injected malware and a host of other security issues. 

I think WordPress updated the core twice in the past 30 days. Plugins get updated all the time. 

The #1 reason WordPress websites get compromised and hacked is because of outdated core 

software or outdated plugins. 

Best Practice WordPress management requires you to: 

• Keep the core WordPress software up-to-date. 

• Keep any WordPress plugins you are using up-to-date. 

The best way I have found to stay on top of WordPress updates is to use the WP Updates 

Notifier plugin (link below). It works great and it’s free! 

When a WordPress core update or a plugin at your WordPress website needs attention, the 

plugin notifies you via email. 

This plugin is easy to install from your WordPress Dashboard | Plugins | Add New. 

It meets my requirements for a “give-it-a-try” plugin: 

• 4.2 stars out of 5 

• 40,000+ active installs 

• Updated by the developer in the past year 

  

file:///C:/Users/Owner/Downloads/:%20https:/wordpress.org/plugins/wp-updates-notifier/
file:///C:/Users/Owner/Downloads/:%20https:/wordpress.org/plugins/wp-updates-notifier/
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BRANDING, WEB DESIGN, AND SECURITY 

Create an FAQ Page on Your Website  

A frequently asked questions (FAQ) page at a website is a double win. First, it answers 

commonly asked questions that couples have when thinking about hiring your company. 

Second, in my opinion, it acts as a powerful sales page to qualify engaged couples. 

A good FAQ page has 10 to 20 questions and answers. They should not be long, drawn out 

answers, rather more quick-and-to-the-point. You should insert a call-to-action after every fourth 

question and do not forget to weave in a few of your best testimonials throughout this page. 

This is also a good place to highlight your awards and badges from The Knot or WeddingWire 

to build your social credibility. 

At the bottom of your FAQ page, make sure that there is a highly visible call-to-action link to your 

contact form. I have seen websites where they put their contact form directly at the bottom of a 

FAQ page, which works just as well. 

Now, leverage the content you created. Frequently asked questions make great social media 

posts. Take them individually or a few at a time and post them at your social feeds. Be sure to 

link back to the full FAQ page at your website. 

 

A c t i o n  I t e m s  &  R e s o u r c e s :  

• If you do not have an FAQ page, create one for your website. 

• Weave testimonials and social proof into your FAQ page. 

• Use your FAQs to create social media posts. 

• You may even decide to take your FAQ content and create a downloadable “take-away” 

as a PDF. Read more about take-aways at this link. 

• Remember to add a link to your contact form at the bottom of your FAQ page. After 

reading your FAQ page, the next thing a couple is likely to do is make an inquiry! 

• If you use WordPress, take a look at the Acronix FAQ plugin.  

https://wordpress.org/plugins/arconix-faq/  

 

 

  

https://bookmoreweddings.com/offer-a-takeaway/
https://wordpress.org/plugins/arconix-faq/
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BRANDING, WEB DESIGN, AND SECURITY 

Amp Up Your First Impression  

Ask yourself: 

• Is it time for your website to get a “fresh coat of paint?” 

• Maybe it is time for a complete overhaul? 

• Maybe the marketing copy needs to be improved? 

 

In many cases, the first impression a bride or groom gets about your company is going 

to be from your website. That first look is really a make-it-or-break-it moment. 

 

• Does your website properly promote your brand and communicate an upscale, 

professional, worth-the-investment wedding business?  

• Does it communicate “Tiffany’s,” or does it communicate “BJ’s Wholesale Warehouse?” 

 

Updating your website is not an expense, it is an investment – one that leads to more 

inquiries, better quality customers, and increased revenue. If your website is more than 4 years 

old, it is probably time for something new. 

 

Here are links to three established companies that specialize in wedding industry branding and 

website design that are worth taking a look at: 

• https://www.ashleyandmalone.com  

• http://ginnykrauss.com  

• http://www.jenniferclairemedia.com  

  

https://www.ashleyandmalone.com/
http://ginnykrauss.com/
http://www.jenniferclairemedia.com/
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BRANDING, WEB DESIGN, AND SECURITY 

Broken Links Hurt Conversion 

Broken links at your website leave a poor impression on the visitors that encounter them. They 

often occur as a result after a website updates or poor website management. 

You can check for broken links at your website, and you should from time to time, using the 

Atomseo link checking tool. I use it, it’s easy to use, and free. 

 

R e s o u r c e :  

https://error404.atomseo.com/ 

 

 

  

https://error404.atomseo.com/
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BRANDING, WEB DESIGN, AND SECURITY 

Recommended Resources: Fixing WordPress Websites 

Even with the best protection, no WordPress website is 100% protected from trouble, specifically 

MALWARE. 

One of my highly-recommended resources for managing malware issues in WordPress is WP 

Fix It. I have used them successfully a few times and was happy with the turnaround times and 

problem resolution. 

If you have a WordPress website and problems that you can’t figure out yourself – check them 

out. They resolve individual issues for as little as $39.00. WordPress malware removal is $87.00 

and about the best price I have seen on the Internet. 

** Prices were accurate at the time of writing and may have changed. 

 

The WordPress malware removal service includes the following (as listed on their website): 

• One Time Cost – No Monthly Expense 

• Same Day Service – We Start Right Away 

• Guarantee and Proof of Clean Website 

• Detailed Scan of all Website Files 

• Removal of all Infected Files 

• Perform Security Enhancements 

• Blacklist Removal if Needed 

 

Learn more at: WP-Fix It 

  

https://wpfixit.com/product/malware-virus-removal/?fix=77
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BRANDING, WEB DESIGN, AND SECURITY 

My Favorite Tools 

The right tools always make an otherwise difficult job much easier.  

Here are some of my favorites: 

Evernote Keep notes, snap pictures of receipts, and much more with this cross-
platform notepad. The basic version is free. Upgrade for more space 
and additional options. Click here. 

Boomerang Increase your productivity. Schedule emails to send at optimal times, 
snooze messages, get read receipts & follow up reminders if someone 
doesn’t respond to your email. Click here.  

WordPress Popular content management system that makes it easy to design, 
update, and manage business websites. free through virtually any 
hosting provider. It is also available for download here. 

Google Calendar Easy-to-use online calendar that works on any device. Share calendars 
and appointments with ease. Integrates seamlessly with other Google 
apps. Click here. 

Google Gmail Free email service from Google that also allows you to send and receive 
email from your business domain. Effectively creates a “Google 
Account” for managing other Google tools (i.e. Google Analytics, Google 
Search Console, Google Alerts, etc.). Click here. 

Google Tools: 
Search Console, 
My Business 
Analytics, Alerts 

Google wants to help you manage your Internet marketing and online 
visibility at its search engine. Using a Gmail Google account you also 
have access to tools to help you manage your visibility at Google 
(Google Search Console), your official business profile at Google 
(Google My Business), track website visitors and traffic to your website 
(Google Analytics), and keep your finger on the pulse of what people 
may be saying about your business (Google Alerts). 

LastPass Strong password security and password management made easy! 
Cross-platform / device support and synching. Click here.  

PSExpress (for 
smartphone) 

Free from the folks at Adobe who make Photoshop, PSExpress is a 
smartphone and tablet app that allows you to easily edit images for use 
anywhere, including your social media feeds. Click here.  

Hootsuite A great tool to manage all of your social media channels from a desktop, 
laptop, tablet, or smartphone. Create and schedule posts at Facebook, 
Instagram, and other social channels. Offers a limited channel free 
account. Click here. 

https://evernote.com/
https://wordpress.org/
https://wordpress.org/
https://calendar.google.com/
https://www.google.com/gmail/
https://www.google.com/webmasters/
https://www.google.com/business/
https://analytics.google.com/
https://www.google.com/alerts
https://evernote.com/
https://www.photoshop.com/products/photoshopexpress
https://hootsuite.com/
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SmarterQueue 
 

A very powerful tool for advanced social media marketing management. 
Re-use posts. Schedule posts. Categorize posts. This is the social 
media marketing tool I personally use. Click here. 
 

SERPBook 
 

Save time and see where your website ranks for specific keywords and 
keyword phrases. Very accurate. I have personally been using 
SERPBook for years. Click here. 
 

Calendly 
 

Let people schedule phone calls with you based on your calendar 
availability without those dreaded back-and-forth emails. Offers a free 
version with limited event types. Click here.  
 

Skype 
 

I know a lot of people in the wedding industry that use Skype, both for 
regular phone calls and online video meetings. Skype works very well 
on all devices; desktop, laptop, tablet, and smartphone. Click here. 
 

  

https://smarterqueue.com/
https://serpbook.com/
https://calendly.com/
https://skype.com/


Book More Weddings with Chris Jaeger 

 

January 1, 2019 107 bookmoreweddings.com/100book 

BRANDING, WEB DESIGN, AND SECURITY 

Google Tools: Google Bounce Rate 

If you use Google Analytics (GA), and you should, one of the tracking points is called the Bounce 

Rate. Bounce Rate is an indication of how many REAL people came to your website and left 

after visiting just one page. They clicked in and then immediately clicked out. Bounce Rate is 

generally measured and presented as a percentage. 

As you might guess, a high Bounce Rate is not a good thing. It means something is wrong and 

real people are leaving your website, probably before you want them to. 

Generally speaking, I like to see a Bounce Rate down in the 30-40% range. Many things impact 

it, including: 

• Source / quality of traffic 

• Website design 

• Page copy 

• Malware 

• Non-secure website (the “s” in “https://” indicates a secure website) 

 

A c t i o n  I t e m s :  

• If you have a Bounce Rate above 55%, speak to your webmaster or website designer 

and work to figure out what the issues might be. Again, your Bounce Rate target should 

generally be 30-40%. 

• Look at your referrer traffic, another key datapoint in Google Analytics. If you have a high 

Bounce Rate on inbound traffic from websites like The Knot or WeddingWire, then 

something is DEFINITELY wrong with your website. It probably has something to do with 

your design or marketing copy. 

 

R e s o u r c e :  

If you do not already use Google Analytics,  install it at your website – it’s free!  

 

  

http://analytics.google.com/
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BRANDING, WEB DESIGN, AND SECURITY 

8 Important Data Points in Google Analytics 

Google Analytics is one of the most important tools in your Internet marketing toolbox. It is easy 

to register for and install on virtually any website (https://analytics.google.com). Out of the 

hundreds of data points in Google Analytics, here are 8 that you really want to look at regularly. 

POWER TIP: At the top right of any report page in Google Analytics, you can click the SHARE 

icon to have a report sent to you, or anyone you choose, via email in a format and at intervals 

that you specify. See graphic below. 

 

1. Audience Overview 
 
| Audience | Overview | 

I like to start here, at the Audience Overview page, for 
a quick, easy-to-read summary of my overall traffic. 
This is THE report I have Google automatically send to 
me weekly. If anything looks strange, I then login to 
Google Analytics for a closer look. 

2. Users (Formerly “Visitors”) Users refers to the total number of unique users that 
visited your website in a given date range. 

3. Sessions Sessions refer to visits to your website and interactions 
with your website by a single user. 

4. Understanding Users vs. 
Sessions 

One person may go to Dunkin’ Donuts for coffee 
multiple times a day. Each time they visit, they are 
considered one “user” but have created multiple 
“sessions.” In the world of weddings, a bride may have 
first visited your website on Monday morning after she 
clicked a link at your Facebook business page. Later in 
the day on her train ride home to work, she visits 
again. She is one user but has created two sessions at 
your website.  

5. Bounce Rate7. Referring Traffic Bounce Rate is the percentage of users who left your 
website after viewing a single page and taking no 
additional action. In other words, they visited one page 
and left. In most cases, a high bounce rate is a sign 
that something isn’t quite right at your website. People 
are not staying there like you want them to. 

6. New vs. Returning Users This is always a good thing to know. How many of your 
website users are new visitors compared to how many 
returned after an initial visit? 

https://analytics.google.com)/
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7. Referring Traffic 
 
| Acquisition | All Traffic | Referrals 
| 

Where is your traffic coming from? In Google Analytics 
these sources are known as Referrals. You will find 
this under the Acquisition tab. 

8. Most Visited Pages 
 
| Behavior | Site Content | All 
Pages | 
| Behavior | Site Content | Exit 
Pages | 

Knowing what people are doing at your website is 
extremely valuable, especially if they are not doing 
what you want them to do. You can find out which 
pages are being visited most frequently under the 
Behavior tab. While here, review Exit Pages to see 
what people are viewing at your website right before 
they leave. 

 

A c t i o n  I t e m s :  

If you don’t already use Google Analytics, register and install it on your website. You will need a 

Google Account (something@gmail.com) to set this up. For help and step-by-step instructions, 

visit THIS PAGE. 

Log in to Google Analytics and visit the Audience Overview page. In the left column, select the 

Audience tab and then the Overview tab. At the top right, look for and click the Share option. 

Walk through the set-up to send the Audience Overview report to your email address once a 

week. I personally prefer to receive it Sundays as a PDF file which is easy to read on my 

smartphone. 

Watch for trends and abruptly changing data. This usually indicates something isn’t right at your 

website. For example, if your inquiries suddenly drop off, take a quick look at your User and 

Bounce Rate data. 

If you would like to dive deeper into Google Analytics, check out their GOOGLE ANALYTICS 

ACADEMY. 

 

  

https://www.paperstreet.com/blog/how-to-setup-and-install-google-analytics-on-your-website/
https://analytics.google.com/analytics/academy/
https://analytics.google.com/analytics/academy/
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C o n f i g u r e  A u t o m a t i c a l l y  S e n t  R e p o r t s :  

Configure the Audience Overview report to be sent to you via email automatically each week. 

This option is available at the top of any report page: 
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BRANDING, WEB DESIGN, AND SECURITY 

Social Media Tools 

The right tools will make any challenging job easier. Here are a few for managing social media. 

 

R e c o m m e n d e d  T o o l :   

SmarterQueue 

SmarterQueue is my favorite tool to use with social media. It saves me a lot of time managing 

my Facebook and Instagram social feeds. I like re-using my social posts, and there is nothing 

wrong with doing that. SmarterQueue is what I use now, but I have tried them all. SmarterQueue 

lets you schedule posts, re-use content, and gives you excellent analytics. There is a little bit of 

a learning curve with SmarterQueue, but once you understand categories and schedules, it is a 

breeze to use. 

 

O t h e r  T o o l s :  

Hootsuite 

I still use Hootsuite from time to time and for those looking for a free option to manage a social 

media channel this might do it for you. 

Buffer 

I’ve used Buffer in the past, but it seems to lack the functionality of other newer options. Buffer 

currently does NOT let you reschedule or re-use previously posted content – and that is why I 

do not use it anymore. 

  

https://smarterqueue.com/
http://hootsuite.com/
https://buffer.com/
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BRANDING, WEB DESIGN, AND SECURITY 

My Favorite WordPress Plugins 

If you are using WordPress then you are probably familiar with some of these plugins. Plugins 

are tools that you “plug in” to WordPress to help you manage your website and Internet 

marketing. There are plugins that do just about everything. Be careful not to get carried away 

using them! 

As a rule-of-thumb, I don’t use a plugin unless it has at least 10,000 installations by users and 

mostly 4- and 5-star reviews. You can review plugins at the WordPress repository HERE.  

 

Here are some of my favorite WordPress plugins: 

 

Smush Reduce image file sizes, improve performance, and boost your search 
engine optimization (SEO) using the free WPMU DEV WordPress 
Smush API. 

BackupBuddy The most complete WordPress solution for backup, restoration, 
migration, and deployment to the same host or a new domain. Backs 
up a customizable selection of files, settings, and content for a 
complete snapshot of your site. The Stash Live feature allows for real-
time live backups to the cloud. Click here.  

VaultPress Alternative to BackupBuddy. VaultPress is a subscription-based 
protection, security, and backup service for WordPress blogs and 
sites. Click here.  

Google Analytics 
for WordPress by 
MonsterInsights 

The best Google Analytics plugin for WordPress. See how visitors find 
and use your website so you can keep them coming back. Click here.  

WPS Hide Login Protect your website by changing the login URL and preventing access 
to the wp-login.php page and wp-admin directory while not logged-in. 
Click here.  

Really Simple SSL  Lightweight plugin without any setup to make your site fully secure. 
Click here.  

Google XML 
Sitemaps  

A plugin that improves SEO using sitemaps for best indexation by 
search engines like Google, Bing, Yahoo and more. Click here.  

https://wordpress.org/plugins/
https://ithemes.com/purchase/backupbuddy/
https://vaultpress.com/
https://wordpress.org/plugins/google-analytics-for-wordpress/
https://wordpress.org/plugins/wps-hide-login/
https://wordpress.org/plugins/really-simple-ssl/
https://wordpress.org/plugins/google-sitemap-generator/
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WPS Hide Login Protect your website by changing the login URL and preventing access 
to wp-login.php page and wp-admin directory while not logged-in. Click 
here.  

Yoast SEO An all-in-one SEO solution for WordPress, including on-page content 
analysis, XML sitemaps, and much more. Click here.  

Wordfence 
Security 

Anti-virus, Firewall, and Malware Scan. Click here.  

Pretty Links Shrink, track, and share any URL on the Internet from your WordPress 
website. Shorten links for use and tracking at social media 
websites. Click here.  

W3- Cache Improves the SEO and user experience of your site by increasing 
website performance and reducing download times via features like 
content delivery network (CDN) integration. Click here.  

Easy Custom 
Sidebars 

A simple and easy way to add custom sidebars/widget areas to your 
WordPress theme. Click here.  

404 to 301 Automatically redirect all bad link “404” errors to any page using 301 
redirect for SEO. You can redirect and log every 404 error. Helps you 
identify bad link issues. Click here.  

Acronix FAQ  Create and display frequently asked questions. Click here.   

Easy Heads Up 
Bar  

An easy to use notification “announcement” bar for your WordPress 
website with a linked call-to-action.  Click here.  

Quick Page / Post 
Redirect Plugin  

Redirect pages, posts, or custom post types to another location quickly 
(for internal or external URLs). Click here.  

Instagram Feed Display beautifully clean, customizable, and responsive Instagram 
feeds. Click here.  

WP-DBManager  Manages your WordPress database. Allows you to optimize, repair, 
backup, restore, and delete backup databases; drop/empty tables; and 
run selected queries. Supports automatic scheduling of new backups 
as well as optimizing and repairing of databases. Click here.  

Peter’s Post Notes Add notes on the “edit post” and “edit page” sidebars, as well as 
general notes on the dashboard. Great little communication and 
collaboration tool when multiple people are managing and updating a 
WordPress website.  Click here.  

 

  

https://wordpress.org/plugins/wps-hide-login/
https://wordpress.org/plugins/wordpress-seo/
https://wordpress.org/plugins/wordfence/
https://wordpress.org/plugins/pretty-link/
jhttps://wordpress.org/plugins/w3-total-cache/
https://wordpress.org/plugins/easy-custom-sidebars/
https://wordpress.org/plugins/404-to-301/
https://wordpress.org/plugins/arconix-faq/
https://wordpress.org/plugins/easy-heads-up-bar/
https://wordpress.org/plugins/quick-pagepost-redirect-plugin/
https://wordpress.org/plugins/instagram-feed/
https://wordpress.org/plugins/wp-dbmanager/
https://wordpress.org/plugins/peters-post-notes/
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BRANDING, WEB DESIGN, AND SECURITY 

5 "Must-Have" Free Google Internet Marketing Tools 

The right tools make any Internet marketing easier and more effective. These are my “must-

haves,” and they are all free from Google. 

** I believe at the time of this writing that all of these free tools require that you have a Google Account (i.e. 

****@gmail.com). 

(1) Google Analytics 

Google Analytics will tell you a lot about how people are using your website. It is a free tool from 

Google and can help you find out: 

• what are your most visited pages (they might not be what you think they are!); 

• how many REAL people are visiting your website (visitor sessions) and where they come 

from; 

• how many of those people are repeat visitors; and 

• how many people visit your website and leave before clicking to another page (referred 

to as the “bounce rate” – and a high bounce rate is not a good thing!). 

Personally, I think the more Google knows about your website the better. Remember to set-up 

reports to automatically be sent to you via email on a weekly or monthly basis. 

http://analytics.google.com 

(2) Google Search Console 

Google knows a lot about your website already and will gladly share that information with you 

through the Google Search Console. Formerly called Google Webmaster Tools, the Google 

Search Console will tell you if there are issues at your website that will adversely impact your 

indexing, visibility, and rankings at Google. It will also alert you if your website gets infected with 

malware and will give you the tools to remove any malware warnings that may appear with your 

listing at Google if it is is infected. 

https://www.google.com/webmasters/ 

(3) Gmail (or G-Suite) 

Gmail is a powerful email client that is a very popular alternative to Microsoft Outlook (and other 

email clients). You can configure Gmail to send and receive email with your business email 

address. I have used it for years, and it makes managing all of your email communications much 

easier! I think at this point all of the Google Tools I talk about here require using a Gmail account. 

http://gmail.com 

  

http://analytics.google.com/
https://www.google.com/webmasters/
http://gmail.com/
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(4) Google Alerts 

If you sign-up for Google Alerts, you will get a notification anytime Google finds the targeted 

keywords or phrases you are monitoring. It is a good way to keep up with what people say about 

your business (if you use your business name as a targeted phrase). It is also a good way to 

keep your eyes on your competition or the “wedding industry” in general. 

https://www.google.com/alerts 

(5) Google My Business 

Google My Business, formerly Google Places, is basically a snap-shot of your business at 

Google. In many ways, it is a mini-website Google creates for your business. It often shows up 

on a search engine results page (SERP) if someone searches for your company name. It is 

important to claim/verify and properly configure your Google My Business listing. It is also an 

important factor in how your business shows up in Google Maps. I believe it also plays an 

important part in your overall search engine optimization (SEO) strategy at Google. This is 

another free service from Google. 

https://www.google.com/business/ 

 

A c t i o n  I t e m s :  

• If you have not already done so, verify your business with Google My Business. 

• Make sure Google Analytics is in place at your website and properly tracking visitors. Set 

up automated weekly Google Analytics reports to be sent to you via email. 

• Claim the Google Search Console for your domain and verify it. Spend 30 minutes looking 

around, particularly for any warning messages that may adversely impact your listing at 

Google. 

  

https://www.google.com/alerts
https://www.google.com/business/
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COMPETITIVE ADVANTAGE AND SEARCH ENGINE OPTIMIZATION (SEO 

Invest in Search Engine Optimization (SEO) 

Search engine optimization (SEO) is the process of optimizing your website to get better 

rankings on a Google search engine results page (SERP). Optimizing for Google, in most 

cases, will get you similarly top ranked at other search engines. 

Frankly, I do not believe that SEO is that complicated, but it does take a significant amount of 

time to execute properly. 

 

S E O  B e n e f i t s :  

• Increased traffic + more inquiries = more sales! 

• Better quality leads. Engaged couples who were looking for something and found your 

website. Use conversion best practices to create a great website design that will turn 

visitors like that into inquiries. 

• Competitive advantage. Engaged couples are going to find someone when they search 

at Google and it should be YOUR business. If they do not find your website, they WILL 

find a competitor’s website. 

• Ranking exposure. Top ranked websites at Google have a “prestige” factor and that can 

also lead to more inquiries from your website. Google wants to show someone using their 

search engine the most relevant pages based on the search performed. This is one of the 

reasons people use Google – because it returns the best results. 

• Good search engine optimization and the resulting top rankings last a LONG time, which 

will lead to hundreds of high-quality leads over time. 

 

A c t i o n  I t e m :  

Learn more about search engine optimization at MOZ, my “go to” resource for all things related 

to SEO. https://moz.com/learn/seo 

 

R e c o m m e n d e d  R e s o u r c e :  

Serpbook is a great tool to quickly identify your current search engine rankings for targeted 

keywords/phrases. http://serpbook.com 

  

https://moz.com/learn/seo
http://serpbook.com/
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COMPETITIVE ADVANTAGE AND SEARCH ENGINE OPTIMIZATION (SEO 

Review Your Website for Basic SEO  
(title tags, description tags, and targeted keyword-rich page content) 

While there is a lot to a comprehensive SEO strategy, understanding and implementing the 

basics is a critical first step in the process. In my opinion, these basics make up about 90% of 

SEO. 

Google ranks RELEVANCY.  

Google wants to show someone using their search engine the most relevant pages based on 

the search performed. This is one of the reasons people use Google – because it returns the 

best results. 

In addition to other ranking variables, Google uses the words it finds at your website to determine 

this relevancy. Without these “keywords,” Google really has nothing to use to figure out what a 

page and website is about. 

If a competitor uses basic SEO and uses targeted keywords throughout their 

website, and you do not, they will always rank higher than you at Google.  

I talk to people in the wedding business all the time who tell me “That guy hasn’t been in business 

for 24 months, we’ve been in business 20 years and his website ALWAYS shows up above us 

at Google.” 

Why does this happen? Because Google does not rank years in business or even company 

reputation – it ranks RELEVANCY to a search. 

Without basic SEO in place at your website, there is very little chance your website will rank for 

more than your company name and most couples are not searching at Google for your company 

name. Sure, they might be, but if they do not know about you yet, then they are probably 

searching more broadly. 

Here are some examples of how engaged couples typically search: 

• best wedding venues in Northern New Jersey 

• prices for wedding venues in Northern New Jersey 

• live bands for Cape Cod weddings 

• wedding dress cleaners in Long Beach 

• wedding dress cleaners near me 



Book More Weddings with Chris Jaeger 

 

January 1, 2019 119 bookmoreweddings.com/100book 

There are dozens of ranking variables, but the three things Google will look for at your website 

first, to initially determine relevancy, are your: (1) page title tags, (2) description tags, and (3) 

page body content. Trust me, without these, you are not even in the game! 

Page title tags and description tags are behind-the-scenes coding. Each page at your website 

should have a unique page title tag and unique description tag that include your targeted 

keywords. Body content refers to the words that people see and read when they visit your 

website. Google looks at and reads the same words – all of them! Your body content should 

contain some of the same targeted keywords used in your page title tag and description tags. 

When these things all match, you have given Google basic relevancy. When they do not match, 

Google does not have much to work with and this will negatively impact your page visibility and 

any rankings at Google. 

There you have it, you understand BASIC search engine optimization! 

 

A c t i o n  I t e m s :  

• Create a list of targeted keyword phrases. Your list should have the keyword phrases 

brides and grooms are likely to be searching for. Remember geographical keywords! 

• Check the page title tags and description tags for EACH PAGE at your website. Also, 

review your page content. Do they all contain the keywords that match what brides and 

grooms use when they search for your services in your geographical marketplace? Do 

they help to create the RELEVANCY that Google is looking for and will reward? To check 

this information, you will need to look at the PAGE SOURCE CODE of each page at your 

website. Here is a helpful resource: https://neilpatel.com/blog/how-to-read-source-

code/ 

• Check the current rankings for your targeted keywords/phrases using the 14-day free trial 

at SerpBook. http://serpbook.com 

 

S i d e n o t e s :  

Certainly, there is a lot more to SEO than what is discussed here. But this is an important 

fundamental step and the same thing an SEO consultant/expert would (or should) first review. I 

have optimized title tags, description tags, and page content at websites and moved them from 

page three to page one at Google in less than 45 days – multiple times. 

Yes, there are search engines other than Google, but Google controls 70% of the search market. 

Additionally, based on my experience, if you optimize for Google you will also rank well at other 

search engines.  

https://neilpatel.com/blog/how-to-read-source-code/
https://neilpatel.com/blog/how-to-read-source-code/
http://serpbook.com/
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COMPETITIVE ADVANTAGE AND SEARCH ENGINE OPTIMIZATION (SEO 

Test Your Website at Google Safe Search 

Internet Marketing Best Practice:  

Check your website from time to time to make sure it is in good standing with Google. 

 

Google “crawls” your website regularly. If it finds a problem, this can adversely impact your online 

visibility and rankings at Google. 

If Google finds a problem at your website and you do not fix it, then your site may be removed 

from the index altogether. 

 

Here is an easy to use free test:   

https://transparencyreport.google.com/safe-browsing/search  

 

You can learn more about what Google thinks about your website by using the Google “Search 

Console”:  

https://support.google.com/webmasters/answer/4559176?hl=en  

 

 

 

  

https://transparencyreport.google.com/safe-browsing/search
https://support.google.com/webmasters/answer/4559176?hl=en
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COMPETITIVE ADVANTAGE AND SEARCH ENGINE OPTIMIZATION (SEO 

Easily Review Your Current Rankings at Google 

It can be time-consuming to track your search engine rankings manually. And it is not the most 

effective way to track your rankings – or use your time. 

Here are the numbers from the last time I did it manually: 

• 20 keyword phrases 

• 3 search engines (Google, Yahoo!, Bing) 

• 83 minutes 

The perfect solution here is SerpBook. It is the tool that I use and highly recommend. For under 

$20/month you can load your keywords and check your rankings anytime! Even better, use their 

permalink to your real-time report and add it to your calendar as a reminder. Here is an example 

of the results: http://bookmoreweddings.com/serpbook-example/  

I love saving time and money! 

SerpBook is… 

• Easy to use! 

• Very accurate! 

• Saves A LOT of time! 

  

http://serpbook.com/
http://bookmoreweddings.com/serpbook-example/
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COMPETITIVE ADVANTAGE AND SEARCH ENGINE OPTIMIZATION (SEO 

Does Your Website Pass the Google Mobile-friendly Test?   

Let’s find out! 

Google wants your website to be mobile-friendly. If it is not, it may impact your search engine 

visibility at the most popular search engine, particularly for those who search from a mobile 

device. 

 

A c t i o n  I t e m :  

Test your home page, or any other page, at your website at this link: 

https://search.google.com/test/mobile-friendly  

  

https://search.google.com/test/mobile-friendly
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COMPETITIVE ADVANTAGE AND SEARCH ENGINE OPTIMIZATION (SEO 

Review Your Competition Online (at least twice a year)   

The wedding industry is VERY competitive in almost any marketplace. With this in mind, it is 

important to keep tabs on what your competition is doing. You do not want to find yourself at a 

competitive disadvantage six months down the road. 

Take an hour or so to find 3-5 of your biggest competitors on the Internet. Visit their websites. 

Visit their social media pages. Look at their storefronts at WeddingWire or The Knot. 

Take notes, lots of notes: 

• What are they doing that you COULD be doing? 

• What are they doing that you SHOULD be doing? 

• What are they currently doing better than you? 

• If a bride and groom was comparing your website against these other websites, what 

would they likely be thinking? Look for anything that might put your company at a 

competitive disadvantage. 

A c t i o n  I t e m :  

Put a reminder in your Google Calendar to review your competition regularly, or at least every 

six months. Use the research to fine-tune your own marketing and offerings to brides and 

grooms. If you do not have time to do it, outsource it to a qualified individual.  
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C h e c k l i s t s  

  



Book More Weddings with Chris Jaeger 

 

January 1, 2019 125 bookmoreweddings.com/100book 

CHECKLISTS 

Questions That Help You Close the Sale (and Book More 

Weddings!)   

While there are dozens of questions you might ask a couple, here are 10 that are proven to build 

rapport and get the ball rolling in the right direction. Building initial rapport will help you more 

genuinely connect with prospects and book more weddings. Questions also help YOU control 

the sales process. 

Q: How is your wedding planning going? 

Q: Can you describe your perfect wedding day? 

Q: Do you mind me asking <then ask a question you NEED an answer for>? 

Q: Have you been to a wedding lately? 

Q: If so, what did you like about it? What did you NOT like about it? This latter question is 

probably more important the first one! 

Q: How many other <your category of services> have you spoken with or interviewed? 

Q: What are three things that are the most important to you in choosing a <your category of 

services>? 

Q: What is the price range or budget you have in mind for <your category of services>? 

Q: Is there anything we have not talked about that you would like to ask me? 

Q: Would you like to do some paperwork? 

A c t i o n  I t e m s :  

• Create a hard copy checklist with these and/or other important questions that you would 

want to ask a couple during an initial interview. Even if you are a seasoned sales pro, 

checklists will help you manage the sales process more effectively and book more 

weddings! 

• Always be sure to carefully listen to couples and answer their questions directly. This 

shows respect and professionalism, increases your “likeability” factor, and improves the 

odds that you will close the sale. 

R e c o m m e n d e d  R e a d i n g :  

• Sales Closing for Dummies by Tom Hopkins: https://amzn.to/2OE63YY 

  

https://amzn.to/2OE63YY
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CHECKLISTS 

Facebook Content Quality Checklist  

Here are some questions you might want to ask when you create a Facebook post or any other 

social media post. 

Throwing content on your Facebook feed in hopes that “something will stick” is not an effective 

social media marketing strategy (and does not deliver the best return-on-investment or return-

on-effort). It certainly is not a best practice. Any results you might get are more from luck than a 

result of effective online marketing. Arguably, it could hurt your brand. 

Before publishing your social media content, ask yourself these 11 questions: 

1. Do you really understand social media and how to use it, or do you just post in hopes that 

something good will happen? 

2. Does the post appropriately reflect your brand and branding? 

3. Will your content be interesting to your audience? 

4. Does your content provide helpful information? 

5. Is your content engaging and likely to get a LIKE, COMMENT, or SHARE? 

6. Is it written properly with no typos or grammar issues, and easy it to read online? 

7. Does it properly reflect your expertise? 

8. Is there a link back to your website? 

9. Does it have an appropriately sized, eye-catching graphic? 

10. Do you post consistently? 

11. Should you “boost” some of your Facebook posts to a targeted audience in your 

marketplace? 

 

Improving your Facebook content, and social media content in general, will deliver better results, 

drive more traffic to your website, and generate more inquiries and sales! It is definitely worth 

the effort and delivers a solid return-on-effort. 
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CHECKLISTS 

20 Point Website Self-Review 

Better results from your website don’t come magically – it takes a lot of work. Here are 20 things 

to look at. 

1. Load Time Does your website load FAST? Slow loading websites are the #1 reason 

engaged couples will leave a website. If that’s not enough, load times 

are now a ranking factor at Google and may negatively impact your 

online visibility. If you use the Google Search Console you will see 

warnings about site load times if Google thinks there is an issue. 

2. “Oh Yes!” 

Moment 

Does your website create a GREAT first impression? This is what I call 

the “Oh Yes!” — when an engaged couple first visits your home page 

and says to themselves, “Oh yes, this is the company we are looking 

for!” 

“Oh Yes” type visitors convert into inquiries far better than visitors who 

say, “This site looks pretty much like the other 5 websites I just visited.” 

3. Header Does your header area include links to your social media, phone 

number, contact form, or maybe an interesting call-to-action (CTA)? 

Does it show properly on mobile devices (i.e. responsive design)? 

4. Overall 

Homepage 

Layout 

Think: simple, elegant, professional. 

The best home page designs “don’t make me think.” You may think the 

design is intuitive, but will an engaged couple visiting your website think 

so? Does your home page leave the appropriate first impression? Does 

your home page immediately answer the question: “What’s in it for me?” 

and communicate a unique value proposition? 

5. Appropriate 

Graphics 

Do the graphics on your home page, and throughout your website, 

communicate the right message? 

Are you using stock photography or your own pictures? 

Are they crisp and clean, not blurry or pixelated? 

6. Phone 

Number & 

Text 

Messaging 

Can I find your phone number easily? It should be at the top and bottom 

of each of your web pages and used in your page content. You might 

also want to give couples the option of sending you a text message. 

https://search.google.com/search-console/about
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7. Call-to-Action 

(CTA) 

Do you use a CTA throughout your website? Use text, buttons, and 

maybe even pop-up boxes on some or all of your pages. Yes, people 

hate pop-up boxes, but they work! 

8. Main 

Navigation 

Is the main navigation at your website easy to identify?  

Does it make it SUPER easy to find the information engaged couples 

are looking for? 

Is a PRICING page in your main navigation?  

Is a TESTIMONIALS page in your main navigation?  

Those are two pages every couple visiting your website will want to see. 

9. Marketing 

Copy (UVP, 

WIIFM, CTA) 

Three critical components of your home page marketing copy, and copy 

on most of your other pages, are your (1) UVP, (2) WIIFM message, and 

the (3) proper use of CTAs. 

What makes your company different from the others (UVP)? What are 

you going to do for me – “What’s in it for me if I hire you?” CTAs should 

be prominent throughout your website, particularly on the bottom of each 

page where people naturally look for the next thing to do — contact you! 

10. Testimonials 

and Social 

Proof 

Social Proof converts website visitors into inquiries. Is there a testimonial 

on every page of your website? Are you using your awards, reviews, and 

association membership badges throughout your website? 

11. Photo 

Galleries 

Photo galleries are very powerful marketing tools. Use clear, crisp 

photos that show the happy brides and grooms you have worked for. 

Combine them with testimonials for an added punch! 

12. Multiple 

Contact 

Options 

Your contact options should be prominent in your main navigation, at the 

bottom of each page, and integrated into your page copy. You can also 

appropriately add colorful and eye-catching buttons and graphics as 

CTAs. 

13. Use of 

Contact Form 

Contact forms are more effective than email-only links. Sure, email 

works, but often the email message you get does not have the 

information you need to properly qualify a lead. Contact forms are always 

a better option because you can use required fields to narrow down the 

information a potential new customer gives you. 

14. Post-contact 

Form Action 

Do you use a PILP that a person who just made an inquiry “lands” on 

after they hit the submit button to send their inquiry? Post-contact landing 

pages should thank someone for their inquiry, put your contact 
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information in front of them, and link to your social media pages. For 

added punch, add a handful of your best testimonials. 

15. Using Google 

Analytics 

Google Analytics is a free website visitor traffic tracking tool. It should 

be used on all of the pages at your website. It tracks visitor sessions, 

most popular pages, and other important information about the people 

who visit your website.  

16. Using a 

Sitemap 

A sitemap is a technical term for a file that lists all of the pages at your 

website. Search engines use sitemaps to quickly identify your pages, 

and the more easily they find them the better. Sitemaps are an important 

part of an effective SEO strategy and are a recommended SEO “Best 

Practice.” 

17. Social Icons 
Social icons with links to your social media touch points should be used 

throughout your website; but don’t make them too prominent. Make it 

easy for people to find you on social media and you will get more likes 

and more followers. 

18. Footer 
Hopefully people who visit your website never get down to your footer 

area, because you have engaged them higher up on your page. But if 

they do, give them contact information, maybe a link to your blog, 

rotating testimonials, and certainly a CTA. 

 

19. Mobile-

friendly 

Is your website mobile-friendly and mobile-responsive? Does it create a 

favorable user experience if someone visits your website from a 

smartphone or tablet? Does it pass the Google mobile-friendly test? 

Mobile-friendliness is now a Google “signal” or ranking factor. Test your 

website at: https://www.google.com/webmasters/tools/mobile-

friendly/ 

20. Backup & 

Disaster 

Recovery 

If your website crashed in the next 10 minutes, how long would it take 

you to recover? 

Is your website backed up regularly? 

Is it backed up at all? 

Where do you keep your backups? They should not be kept on your 

hosting server! 

Do you have a disaster recovery plan? 

http://google.com/analytics
https://www.google.com/webmasters/tools/mobile-friendly/
https://www.google.com/webmasters/tools/mobile-friendly/
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R e s o u r c e s  &  R e f e r e n c e s  P a g e  

Here are the Resources & Recommendations mentioned in my upcoming book “100 Things 

You Can Do To Reach More Brides & Grooms, Get More Inquiries From Your Website, 

and Book More Weddings.” 

SERP Book 

A great online tool to quickly and accurately identify your current search engine rankings for 

specific keyword/phrases. http://serpbook.com 

How to Review Page Source Code 

Neil Patel has a great “how to” page that will teach you how to review page source 

code. https://neilpatel.com/blog/how-to-read-source-code/ 

Social Media Management Tools 

Hootsuite offers a free option (http://hootsuite.com) while Smarter Queue offers automatic or 

future-queued post republishing (http://smarterqueue.com). 

HelloBar 

A powerful tool to create an announcement bar at your website. http://hellobar.com 

Opt-in Monster 

One of the best tools to create and manage pop-up boxes at a website. 

http://optinmonster.com 

SWOT Analysis 

A SWOT analysis will help you develop a strong business strategy by making sure you’ve 

considered all of your business’s strengths and weaknesses, as well as the opportunities and 

threats it faces in the marketplace. https://articles.bplans.com/how-to-perform-swot-

analysis/ 

Alan Berg 

Alan is a highly respected business development and marketing strategy expert in the wedding 

industry. He offers many services, including website reviews and Internet marketing strategy 

support. http://alanberg.com 

SiteGround 

Business quality website hosting with 24/7 support. http://siteground.com 

http://serpbook.com/
https://neilpatel.com/blog/how-to-read-source-code/
http://hootsuite.com/
http://smarterqueue.com/
http://hellobar.com/
http://optinmonster.com/
https://articles.bplans.com/how-to-perform-swot-analysis/
https://articles.bplans.com/how-to-perform-swot-analysis/
http://alanberg.com/
https://www.siteground.com/index.htm?afcode=2e7b95f80c6f78a0d227576a26252ed8
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Google Search Console 

Monitor what Google thinks about your website. A very important component of your overall 

Internet marketing strategy and search engine optimization (SEO) 

strategy. https://search.google.com/search-console 

Sucuri 

Proactive website security monitoring and malware protection and removal 

support. http://sucuri.net 

VaultPress 

Website backup and disaster recovery options for WordPress website. Offers other valuable 

management tools for WordPress websites. http://vaultpress.com 

Wedding MBA Annual Convention 

Each Fall in Las Vegas thousands of people who work in the wedding industry attend the 

Wedding MBA at the Las Vegas Convention Center. In addition to a HUGE educational 

opportunity, it’s a great way to network and make new connections with others in the wedding 

industry. http://weddingmba.com  

Opt-In Monster 

Silly name but powerful pop-up box tool to create, manage, and measure the effectiveness of 

pop-up boxes. http://optinmonster.com 

Canva 

Online tool for making great graphics. Fairly easy to use. http://canva.com 

Google My Business (formerly Google Places) 

Google’s touch-point for managing your business listing at Google. 

https://google.com/business 

AWeber 

Top rated auto-responder system that is easy-to-use and value priced. https://aweber.com 

Backup Buddy 

Backup and Disaster Recovery plugin for WordPress from iThemes: 

https://ithemes.com/purchase/backupbuddy/ 

UpDraft 

https://search.google.com/search-console
http://sucuri.net/
http://vaultpress.com/
http://weddingmba.com/
http://optinmonster.com/
http://canva.com/
https://google.com/business
https://aweber.com/
https://ithemes.com/purchase/backupbuddy/
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Backup and Disaster Recovery plugin for 

WordPress: https://wordpress.org/plugins/updraftplus/ 

VaultPress 

Backup and Disaster Recovery for WordPress, plugin and SAAS (software as a service): 

https://vaultpress.com 

Amazon Web Services 

Very inexpensive cloud storage from Amazon. Great for storing backups of your 

website: https://aws.amazon.com/ 

Google Calendar 

My “go to” calendar app. Easy to schedule repeating reminders, like reviewing your 

competition online. Easy to create and share multiple calendars. Works and synchs from 

computer, laptop, tablet, and smartphone. Free from Google. https://calendar.google.com 

Google Alerts 

Free tool from Google that will send you alerts via email when certain keywords you want to 

track are found online. Track your company name, your competitors, or other wedding related 

keywords/phrases. https://alerts.google.com 

 

 

 

https://wordpress.org/plugins/updraftplus/
https://vaultpress.com/
https://aws.amazon.com/
http://bookmoreweddings.com/review-your-competition/
http://bookmoreweddings.com/review-your-competition/
https://calendar.google.com/
https://alerts.google.com/
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