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SOCIAL MEDIA TIMESAVERS

Facebook : Meet Edgar. Also : Buffer, Hootsuite, and Facebook i1tself

Twitter : Hootsuite

Instagram : Latergramme. Also : Schedugram

Pinterest : Tailwind

Take one or two days a month to schedule posts from the past

It takes less than an hour to prepare social media after each wedding

Learn to walk away!




TRACKING SOCIAL MEDIA

Google Analytics

Each platform has a set of analytics for you

Facebook : Click the three dots, scroll down to Insights
Twitter : analytics.twitter.com/user/yourusernamehere
Pinterest : analytics.pinterest.com

Instagram : Sprout Social







ASSESSING THE COMPETITION

Do not secret shop. Not ever

Search vendor directories for information

Track vendor blogs and social media
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Who is working where?
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Follow Instagram hashtags and locations

Don't obsess, but you need to be aware
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PAID ADVERTISING

How do you know what will work?

Know many weddings would you need to book to
make each venture worthwhile

How long do you have to commit?

Online vendor directories and magazine lists
Pay to play with coordinators and venues?
Nurture relationships instead

Pay to become more efficient with social media
and pay for help with online listings







THE PHONE INQUIRY

This 1s the worst kind!

Ask about their plans, and listen

Wait until the conversation comes back around to you

Ask what they're looking for

What if they want to talk about prices and you don't?

What if they ask for a discount? Or say you're “too expensive?”

What if they're rude or pushy?




THE EMAIL INQUIRY

Respond as soon as you can. Do you have set hours?
Talk about why their venue 1s wonderful

Talk about your style, but quickly

Share your accolades, but keep it short

Share your price list

Share links to galleries, if you choose

Request a meeting or a follow-up call/Skype/Facetime




THE IN-PERSON MEETING

Where are you meeting them?

Very similar to a phone meeting : ask them about their day, then listen
Let the client talk as long as they need

Ask what they are looking for

Do you try to close at the end of the meeting?

Follow up a few days later

Encourage them to do their research and due diligence










