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Intro
Welcome to the Wedding Party

In the following pages, you’ll learn about how your small business can 
say “I do” to the wedding boom, with topics including:

We’ve packed this ebook full of tips and links to our Small Business 
Smarts blog to help you take your small business get a piece of the 
wedding (business) cake.

Happy reading!

Few things in life are happier than watching a couple begin their 
marriage journey. But this sentimental occasion brings more than 
just well wishes and tears of joy — they’re great for business.

The U.S. wedding industry is valued at almost $60 billion per year 
and includes a wide range of businesses. Between renting a space, 
booking catering, buying the perfect dress, hiring a photographer and 
picking out flowers and many other essential services, couples spend 
an average of $33,000 on their wedding celebration.

For small businesses, finding a way to tap into the wedding market 
can be quite lucrative. From event venues, restaurants and caterers 
to retail and service providers, almost any industry can find their 
niche with those tying the knot. 
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• How restaurants can leverage their private 
dining space for wedding-related events from 
the proposal to the big day and beyond

• Tips for wedding foodservice providers — from 
traditional catering to food trucks

• Ways retailers and other service providers can 
boost their appeal to the wedding crowd

• How to build brand awareness with wedding 
planners, brides-to-be and other key audiences

https://bit.ly/2GvMgqP
https://bit.ly/2GvMgqP
https://bit.ly/2uMeH2t
https://bit.ly/2FycQmH
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Chapter 1
Restaurants: Design a Romantic Destination

Special events can mean big business for restaurants. You might already market 
your restaurant as a great spot for corporate gatherings, private parties and other 
occasions. But have you considered getting into weddings?

While big banquet halls, religious centers and other traditional wedding venues 
are still the dominant spots for the big day, many couples have started looking 
for unconventional spaces for their matrimony. Restaurants offer just the sort of 
charm and local connection some couples want when they say “I do.” Here’s what 
can help your space develop a reputation as the ideal restaurant for weddings in 
your area.

Survey your space

First and foremost, any space you plan to promote for 
wedding-related events should feel romantic, but it 
should also be functional for the type of event you’re 
hosting. Look around at the different spaces available 
in your restaurant — both indoors and out — and 
imagine how each could be used for different types of 
wedding events. 

Here are four questions to ask yourself as you 
evaluate possible spaces.

What type of event could be held here? 
When looking at your restaurant’s space, think beyond the basic ceremony and 
reception. Leading up to the big day, there’s also engagement parties, bridal 
showers, bachelor and bachelorette parties, rehearsal dinners, bridal brunches 
and other opportunities for you to get involved. 

Also, think outside of the box about your location options. While a private dining 
room or patio may be the first places that come to mind, a rooftop bar or culinary 
garden could be a beautiful, creative space that sets your restaurant apart
from other venues.

(Photo: Shunevych Serhii/Shutterstock)
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https://bit.ly/2uIiA8m
https://bit.ly/2uIEecF
https://bit.ly/2uNVkGm
https://bit.ly/2GxQ5fg


How many people can the space hold?
 

Before offering up your space for special events, 
you must know how many people it can reasonably 
accommodate. Remember, different party setups 
will have different space requirements, so while a 
room may allow seating for 50 in a forward-facing 

theater layout, hosting a full-course rehearsal 
dinner in the same space may only seat 25 or 30.

And if you have limited space, don’t think you’re out 
of the wedding game. Your cozy setup could be just 
the fun, intimate space couples want for their pre- 

or post-nuptial celebrations.

What are the limitations of the space? 

Each space comes with different limitations, so 
make sure you’ve considered how they will impact 
the events and services you’re able to offer, such 

as lighting, audio-visual capabilities,
decoration restrictions, etc. 

For instance, your restaurant’s culinary garden 
may be a beautiful location for hosting a 

ceremony but be too far from the building for 
providing electricity or food service. 

“ And if you have 
limited space, 

don’t think 
you’re out of the 

wedding game. 
Your cozy setup 

could be just the 
fun, intimate 

space couples 
want for their pre- 

or post-nuptial 
celebrations.
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https://bit.ly/2ofPp4h


6

Who will manage events? 

A successful venue space is essentially a business within a business, so it’s critical to create a separate business plan and have a staff member 
devoted to managing events. This person would be responsible for helping establish your program — including pricing menus, creating 
processes and policies and producing collateral materials — and also serve as the main point of contact for wedding parties and help 
coordinate the details of each event.v

(Photo: Rawpixel.com/Shutterstock)

https://bit.ly/2q33QeR


Set the mood

Since the restaurant’s atmosphere can 
impact your ability to appeal to the bride 
and her partner, try to create a romantic 
destination with the perfect ambiance, with 
these tips.

Privacy. Wedding-related events, and 
even romantic dates, are private occasions 
and should be treated accordingly. Make 
sure the space you plan to use as a venue 
option can be isolated from other guests. 
You can also give couples the option of 
renting out your entire restaurant — for the 
right price, of course.

The perfect playlist. Sound is another 
way to set the mood for your potential 
wedding celebrants. Use audio elements 
to enhance the guests’ experience, rather 
than distract from it. If you’re showcasing 
an indoor venue, play melodic tunes at the 
right volume — not too loud or too quiet — 
as a backdrop. For outdoor spaces, consider 
introducing a small water feature or stream 
nature sounds through your speakers.

Warm, flattering lighting. Lighting 
can play a huge role in creating a romantic 
atmosphere in your restaurant. Going 
too bright or too dark can be distracting, 
but using soft, natural lighting will cast a 
flattering glow on your guests so they will 
look their very best on the big day.

A great story. More than anything, a 
restaurant with a compelling story can 
create a genuine sense of intrigue and 
romance. Share the reasons you started 
your restaurant and why you’ve poured so 
much of your heart and energy into it. Your 
authenticity will appeal to those embarking 
on their marriage journey, and help your 
restaurant evolve from just a place to eat 
into a heartfelt destination in its own right.
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https://bit.ly/2q1PWu3
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Recipe for a Romantic Restaurant

Directions:
Start with cozy seating your 
lovebirds at a private table. For 
a romantic night out, guests 
want their privacy and don’t 
need to worry about catching 
unwanted attention from 
others nearby.

Slowly mix in small, shareable 
plates. Sharing a variety of 
appetizers and tapas give an 
added level of intimacy to 
the meal, giving the couple 
something to discuss while 
learning about each other.

2 cozy seats

3-4 small, shareable plates
1 pinch of romantic music

1 dollop of flattering lighting
1 great origin story

Ingredients:

Add a pinch of 
background music, 
and pay attention to 
volume. When music 
is cranked too loud, it 
can be a distraction; 
too quiet and it can 
disrupt their sense 
of privacy.

Baste guests with 
flattering lighting. 
For a romantic date, 
guests want the mood 
to be just right. Cast 
a flattering glow on 
your diners with soft,
warm lighting.

Garnish with a great 
story. Sharing the 
reasons you created 
your restaurant and 
why you poured 
your heart into it will 
appeal to people in 
budding relationships. 

1.

2.

3.

4.

5.

Voilà! You’re ready to 
serve up a romantic 
date-night destination. 
If you help couples 
connect on their first 
date, they’re likely to 
return for wedding-
related events 
and anniversary 
celebrations for 
years to come.

8(Photo: Rawpixel.com/Shutterstock)

https://bit.ly/2Jg9YZO
https://bit.ly/2Jg9YZO


Make it memorable

To win the hearts of lovebirds in your area, your restaurant venue must be a cut above. As a small business 
owner, it may be difficult to tack on all the extra bells and whistles, but that doesn’t mean you can’t create a 

stellar experience for your event clients — you just need a bit of creativity.

Go a step beyond 
ordinary. Every 
couple’s relationship is 
unique, so their wedding 
celebrations should 
also be one of a kind. In 
addition to the standard 
wedding services a 
vendor would offer — 
such as both indoor and 
outdoor spaces, a sound 
system, plenty of parking, 
etc. — think of the ways 
your restaurant can go 
above and beyond to 
create a special moment.

One idea would be to give 
the couple a keepsake 
from the event to keep 
the details of the memory 
alive for years to come. If 
your mixologist created 
a special craft cocktail for 
the event, for example, 
give them a framed copy 
of the recipe, signed by 
yourself, the bartender 
and other key event-
team members.

Mix in random acts 
of kindness. While 
good customer service is 
an expectation for private 
events, it’s not something 
people write home about. 
They will, however, 
always remember a 
unique and exceptional 
experience. To stand out, 
find unique opportunities 
to build memories that 
go beyond satisfaction to 
surprise and delight.

For instance, if you’re 
hosting an outdoor 
wedding on a hot day, 
have cold, bottled water 
available for guests, free 
of charge. For bonus 
points, add a sticker with 
the couple’s names and 
your restaurant’s logo.

Get personal. The 
more you can cater to a 
couple’s personal tastes, 
the more memorable 
your service will be. But 
that means really getting 
to know the happy 
couple, including their 
likes and dislikes. For 
example, if you discover 
the bride is obsessed 
with macarons, you 
could add them as a 
dessert option for a 
catered event, even 
if it’s not normally
on your menu. 

Remember, top-notch 
customer service isn’t 
about being nice, 
it’s about creating a 
memory that stands 
out so positively in their 
minds that customers 
can’t wait to share their 
experience with others. 
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https://bit.ly/2GxWZRI
https://bit.ly/2HbbtYU
https://bit.ly/2H7rsHr


Plan for passion

Once you’ve created a 
romantic atmosphere, 
your restaurant could 
also start attracting 
the attention of those 
thinking about popping 
the question. Marriage 
proposals happen almost 
daily at restaurants, and 
if you play your cards 
right, you could win the 
couple’s hearts for life.

Here are a few tips to 
help you pull out all 
the stops when a guest 
decides to get down on 
one knee 

Get all the details. If a customer 
reveals he or she will be proposing in your 
restaurant, find out all the critical details 
so you can help make the moment as 
special as possible. In addition to the basic 
date, time and contact info, dig deeper to 
find out ways to tailor the couple’s dining 
experience on this special occasion.

One example is to find out if the partner 
has a favorite dish or dessert, and create 
a custom menu or have their server read 
off the personalized meal as the special. A 
dinner of all their favorite foods finished 
off with a proposal will make the night 
even more memorable. The couple may 
even choose to repeat some of the recipes 
at their wedding.

Keep it secret. It’s hard not to brim with 
excitement when you know something big 
is about to happen. But be careful not to 
blow the secret. Instead, only brief your staff 
who will be directly involved with serving the 
couple, so there’s less of a chance someone 
gives away the surprise.

Give the couple privacy. When it comes 
to big public proposals, people are split. The 
person proposing might love an audience, 
while his or her partner would prefer a more 
intimate experience. Err on the side of caution 
and seat the couple at a private table.

Make the moment special. 
Most of the time, your guest 
will give you advance notice of 
his or her plans to propose. 
But even if it’s a spontaneous 
event, there are ways your 
restaurant can make the 
engagement special. Bring 
out a complimentary glass of 
champagne or a free 
dessert, and offer to take a 
couple photos of the newly 
engaged couple. 

By helping make their proposal 
night one they’ll never forget, 
you could get your foot in 
the door as a possible event 
venue for engagement parties, 
rehearsal dinners or even the 
ceremony itself.
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Chapter 2
Foodservice: Cater Creatively

For catering companies and other foodservice providers, wedding 
celebrations can be a match made in heaven. From bridal showers and 
brunches to rehearsal dinners and even the main event, caterers are in 
demand during wedding season.

Running a successful catering business has obvious perks, such as 
flexibility and the satisfaction of seeing an event through from start to 
finish, but the reality is that there are hours of planning and often grueling 
effort behind every plate. 

Catering 101

Being a rockstar in the kitchen, does not necessarily mean you’ll be a 
successful wedding caterer. It takes a lot of work. Here are four things to 
consider before you open a catering business.

11(Photo: MNStudio/Shutterstock) (Photo: Ruth Black/Shutterstock)

https://bit.ly/2H83z2o
https://bit.ly/2q4cU2Z


Manage your expectations. There’s a common 
misconception that wedding catering is glamorous, but 
in reality there’s a lot of pressure involved. It requires 
long hours and a detail- oriented personality, as well as 
impeccable time- management skills. There are busy 
months (summer) and slower months (winter). If you can’t 
improvise when crises arise, it probably won’t be a good fit.

Service comes first. A passion for cooking and food 
may be the first priority for caterers, but service always 
needs to be a close second. As a wedding caterer, you are 
the caretaker of the couple’s vision for their big day. You 
must be willing to work with clients to tailor specific menus 
and adapt to their demands and preferences – not the 
other way around.

Think through the logistics. Catering a big, important 
event like a wedding requires a lot of attention to detail to 
ensure everything goes perfectly. Will you be catering an 
event at your own restaurant, or will you need to transport 
your food and services to a different location? Take time to 
walk through every step of the journey to make sure you’re 
prepared, so everything goes smoothly on the big day.

Hone your skills. Good management skills are needed 
in any business, but they are especially crucial in catering 
wedding events, where there are many moving parts and 
people to keep track of. Food needs to be purchased and 
prepped, sometimes days in advance; waiters need to be 
hired and organized; and cooking needs to be perfectly 
timed for clients’ needs. To be a caterer, you have to be 
comfortable delegating — for better or worse.

Catering a big, 
important event 
like a wedding 
requires a lot of 
attention
to detail.

“

12(Photo: Victoria Bee/Shutterstock)

https://bit.ly/2EhpVLB
https://bit.ly/2Jf697q
https://bit.ly/2Jf697q
https://bit.ly/2Gup2Bl
https://bit.ly/2GyXB9C


Prix fixe menus

A prix fixe 
menu typically 
includes a few 
courses and 
dessert for a 
set price, with 
limited dish 
options. 

When you’re 
catering a sit-
down dinner 
wedding 
reception, 
offering a 
limited menu 
can make 
your whole 
operation 
run more 
smoothly. 

Better handle the demand. For many 
restaurants and catering companies, offering a 
prix fixe menu isn’t up for debate; it’s essential for 
handling the extra foot traffic and turning tables 
quickly. Instead of offering a ton of options, a 
smaller menu enables you to serve event guests 
more quickly, save time on food prep and cutting 
labor and food costs.

Keep more money in your pocket. Prix 
fixe menus often save money because they’re 
inherently efficient and can be optimized to 
improve profit margins. Because you’ll have larger 
volumes to order and the menu is planned well in 
advance, you can bargain with vendors for lower 
costs on prime ingredients. To drive down costs 
even further, consider building the menu around 
cheaper seasonal ingredients.

Showcase your restaurant. If your restaurant 
caters events, a prix fixe menu can also be a way 
to attract more business. Highlight a few  signature 
dishes to build awareness of your brand and to  
  show off your best dishes so guests can  
  get a picture of your culinary profile.
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Here’s
how:

(Photo: Svetlana Lukienko/Shutterstock)

https://bit.ly/2GSlmwQ
https://bit.ly/2GSlmwQ
https://bit.ly/2q3ITAf
https://bit.ly/2q3ITAf
https://bit.ly/2uIAKae
https://bit.ly/2EhTHjw
https://bit.ly/2It6TVl
https://bit.ly/2It6TVl


Going mobile
Use social media and online ads. 
Leverage your food truck’s social 
media accounts, like Pinterest and 
Instagram, to visually market to brides with 
beautiful pictures of other weddings you’ve 
catered or new dishes that would be perfect 
for their big day. Also consider purchasing 
pay-per-click search engine ads and using 
relevant keywords such as “wedding 
catering” plus the location you’re targeting.

In addition to traditional catering services, food trucks can also 
get a slice of the wedding-boom cake. Food trucks add a fun and 
unique twist on a typical outdoor wedding celebration. Here are 
a few tips on how to win the hearts of brides and grooms so 
they’ll say “I do” to your food truck on the big day.

Participate in bridal shows. Bridal shows happen 
throughout the year and sometimes feature hundreds 
of vendors trying to appeal to couples. Participating 
in these events can be a great way to promote your 
food truck as a catering option. Serve up samples that 
would appear on a wedding menu and hand out flyers 
while people are waiting in line for the show.

Network with event planners. 
To break into the wedding 
industry, network with people 
and businesses that are already 
involved. This includes wedding 
planners, who are always looking 
for the best options for their clients. 

14(Photo: CatwalkPhotos/Shutterstock)

https://bit.ly/2EgQC2Y
https://bit.ly/2GVCFgi
https://bit.ly/2b9sCUZ
https://bit.ly/2Gy5YGr
https://bit.ly/2H7seEl
https://bit.ly/2GwemSM


Ask for testimonials. People trust reviews, so it’s crucial that you 
collect reviews from your clients. Don’t be too aggressive about 
it, however, as coming across too pushy could backfire. Once you 
have testimonials, display them on your website, online review 
sites and social media profiles.

Stay on top of your regular food truck business. Even if you 
do well in the wedding industry, you need to ensure your regular 
food truck business is running smoothly and your customers are 
satisfied. After all, they may know brides and grooms or want to 
take advantage of your catering services one day.

Describe the options you 
can offer. Brides may not be 
aware that food truck catering is 
available, or they might think it will 
make the wedding less elegant. 
When speaking with potential 
clients, describe the different 
number of ways you can add to 
their celebration. 

Catering directly from the truck 
is always an option for casual 
weddings, but for those who 
want a more refined look, offer to 
have your staff wear tuxedos and 
walk around the room with hors 
d’ouerve platters or manage buffet 
stations.

Plan ahead for the big day. 
Once you get the contract, the 
work doesn’t stop there. If you 
want to get recommendations 
for future weddings, your food 
truck’s service must take the cake. 
Since weddings require a different 
serving style than you’re used to, 
you’ll need to organize ahead of 
time and focus on speed. 

Food trucks have limited space, so 
keep options to a minimum and 
have everything prepared and 
ready to go with hot boxes. If you’ll 
be offering table service, make 
sure you have a server for every 
15 people.

15 (Photo: Alex Gukalov/Shutterstock)

https://bit.ly/2q6VzXs
https://bit.ly/2ImvZF2
https://bit.ly/2ImvZF2
https://bit.ly/2q2RnI1
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These mobile bars are a big hit for pre-nuptial celebrations like bachelor and bachelorette parties, couple showers and 
more. They’re especially popular among millennials, who crave unique experiences and many of whom are prime age 
for walking down the aisle.

If you’re interested in getting your own party bike rolling, learn more about what’s involved in this pedal-pub post on our 
Small Business Smarts blog.

Jumping on the Pedal Pub Bandwagon
Pedal bars — aka party bikes, bike bars, pubs on wheels, pedal taverns, cycle pubs, cycle bars, etc. — are rolling through 
more and more cities, traveling at about 5 mph powered by people who are imbibing as they pedal. A driver does the 
steering, and often, a bartender serves up the adult beverages.

(Photo: Sun_Shine/Shutterstock)

https://bit.ly/2H5QfLS
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Chapter 3
Retail & Services: Think Beyond the Bride

The bride-to-be may be the one saying “yes” to the dress, but you don’t have 
to own a bridal boutique to get in on the wedding-season action. Other 
retailers and service providers can also get a piece of the cake by creatively 
marketing their goods and services to others involved in wedding events, 
such as the groom, members of the wedding party and the couple’s family 
and friends.

Here are a few ideas for how to target a broader audience and find your own 
niche in the wedding space.

A bride is certainly the woman of the hour, but she’s not the only one who 
could get spruced up for the big day. The groom may want his own bit of 
grooming before taking his place at the altar. Here are a few ways to attract 
the man of the hour into your spa or beauty salon.

Create a men’s 
service menu.

Men who go to 
spas are most likely 
to get a massage, 
take a fitness class, 
try a pedicure/
manicure or book a 
facial. But to get a 
bride’s gentleman 
friend to even show 
interest, you should 
create a separate 
men’s menu that 
uses male-centric 
language and take 
time to educate 
them on the practical 
benefits of your 
services.

What makes a man’s service menu different from a woman’s? 
Straightforward, no-nonsense language that avoids words like 
“pampering.” And no “tropical-themed body wraps.” Offering sports 
massage and deep-tissue massage options will more likely appeal to 
the male crowd.

Primping for partners

(Photo: Jacob Lund/Shutterstock)

(Photo: Andrii Oleksiienko/Shutterstock)

https://bit.ly/2JiJh6K
https://bit.ly/2JiJh6K
https://bit.ly/2JdNWqC
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Market in-house first.
The easiest way to get men to 
try spa services is to ask your 

female clients (like the bride or 
the groom’s mother) to invite 

them. If you offer both hair and 
spa services, be sure to cross-
promote to your existing male 
clientele. A patron who already 
comes in regularly for a haircut 

or beard trim will be more 
willing to try other services, 
such as a facial or massage.

Meet men on their own turf. To attract a new market to your establishment, you must go where they are. Set up a massage booth at the finish line of local 
sporting events or host beer and spirits tasting events at your salon. You could go a step further and offer up your space as a party venue for couples showers, 
bachelor parties or a spa date for the happy couple.

Men are highly loyal clients once they get spa services. Once you find men preparing for the big day, market to them and educate them about the many health, 
wellness and appearance benefits of services you offer, and his business will be all yours to have and to hold.

(Photo: 279photo Studio/Shutterstock)

https://bit.ly/2JiJh6K


Gift registries

Big-box stores, with their flashy marketing, sleek barcode scanners and 
brand recognition, may look like they have the gift registry game locked 
down, but for many wedding-bound guests, buying from a local retailer 
can make the gift feel more meaningful.

Setting up an effective gift registry requires as much consideration for the 
giver as it does for the bride and groom. Say “yes” to boosting your retail 
business with a gift registry. Here’s how.

Create starter 
lists. Making a list 
of everything you’d 
like at a store can 
be a surprisingly 
overwhelming task 
for engaged couples. 
Simplify things for 
them by offering a 
starter list with gift 
ideas and common 
needs for newly 
married couples.

Coach registrants 
on gifts to 
include. Staff 
should ask the bride 
and groom about 
who will be receiving 
their registry and 
encourage them to 
include items that will 
be comfortable for 
parents, close friends, 
distant relatives and 
even their boss to 
purchase. Gently 
remind the couple 
to include gifts at a 
variety of prices, sizes 
and intimacy levels.

Help shoppers 
personalize 
their selections. 
Selecting gifts 
from a registry can 
feel impersonal 
to a giver who’s 
especially close to 
the recipient. If a 
shopper doesn’t 
want to buy 
something off the 
list, get them to tell 
you more about the 
lucky couple so you 
can guide them to 
a gift that signifies 
their relationship, 
while also fitting well 
with other items 
on the list. If wine 
glasses are listed, 
for example, you can 
show the giver a few 
decanters that might 
match.

19
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Take advantage of free advertising.

Wedding registries can also be an effective form of advertising 
for your brand. Take advantage of the opportunity for free 
word-of-mouth marketing and grow your customer base by 
giving the couple materials, such as postcards and brochures, 
they can share with their guest list.

Build relationships with new shoppers. 

Every customer who visits your store to buy a wedding gift is 
an opportunity to generate repeat business in the future. Try 

to gather new customers’ contact information as you track gifts 
purchased from the registry, and ask permission to add them to 
your mailing list. You might also win the hearts of new shoppers 

by giving them a coupon for a future purchase.

20(Photo: Jayme Burrows/Shutterstock)
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Group specials

You don’t have to own a restaurant to host wedding-related 
celebrations. Retailers, entertainment venues and service providers 
can benefit from wedding season by offering group specials 
and party packages. For example, a retailer with activity-center 
space, such as a make-your-own pottery shop or painting party 
concept, could be a fun location for creative wedding showers and 
bachelorette parties.

These four ideas will help you create a group special for 
your small business that really takes the (wedding) cake.

Bundle the details. Planning a special 
event can be exhausting. Help your party 
hosts out by taking care of as many of the 
fine details as possible. Instead of charging 
individually for each piece of the event, bundle 
together the essentials and offer premium 
services, such as wine service or audio-visual 
technology, as add-on options. Managing 
the details of the party will take pressure off 
the host and give you more control over the 
guests’ experience with your brand.

Invest in technology. At many wedding-
related events, guests will request a sound 
system and audio-visual technology for games 
or a photo slideshow. If you plan on hosting 
a number of events in your space, you’ll want 
to invest in a projector, screen and the right 
cables and dongles to hook up to a variety of 
computer and mobile devices.

Provide party favors. Many hosts like 
to give shower guests a small token of 
appreciation for attending the event. Offering 
party favors as part of your group special 
can be a great way to remind guests of their 
experience at your business — and throwing 
in a couple coupons can bring guests back to 
spend money at your store.

Build a specialty. Touting weddings as a 
specialty of your small business can really help 
you stand out from other retailers and service 
providers. Create marketing materials, such as 
brochures or a wedding-services microsite to 
promote your goods and services to engaged 
couples and their families, as well as wedding 
planners, caterers and other influential 
members in the industry.
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Chapter 4
Capitalizing on the Celebration

Now that you have a plan for getting your small 
business in on the wedding market, it’s time to 
price and promote your products and services. 
Here are a few ideas to get you started. 
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Higher demand, higher prices

When wedding season comes around, demand for wedding-related products and services skyrocket. As vendors’ schedules start to fill up with 
appointments for dress fittings, cake deliveries and private events, small business owners have an opportunity to leverage the laws of supply and 
demand to their benefit. 

When demand is high, it makes sense for bridezillas — and other customers — to pay a premium. Just like airlines and entertainment venues can 
adjust their prices depending on how much demand there is in the market, small businesses can also use dynamic pricing to boost profits — which can 
increase margins up to 10 percent.

Compared to “set it and forget it” static prices, dynamic pricing strategies help businesses optimize prices based on market conditions and historical 
trends. A full-fledged dynamic pricing strategy requires complex algorithms to make these calculations, but you can apply the concept on a small scale 
for highly seasonal markets like weddings.

For example, a small, local bakery may not have the space and staff to accommodate all the interest they get during peak wedding season, which 
creates a clear imbalance in supply and demand. But the owner could leverage dynamic pricing by increasing the price of a wedding cake by $5, $10 or 
$20 in peak season.

Or, if the calendar for your event space is quickly filling up, you can incrementally raise prices for events held on weekends or other “premium” days for 
special events.
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Promote your services

Dedicate space on your own website. Consider setting up a 
separate page on your website showcasing photos of your wedding-
related services and package options. If you rent out event space 
for private parties, for example, add an events page that illustrates 
your space decorated for a wedding event or a landing page where 
interested couples can request details about the space through an 
online form or call for additional information.

Advertise around the web. The first place most people will go 
when researching wedding locations and services is the internet, so 
creating online ads and digital marketing campaigns can help associate 
your brand with services, such as The Knot, Brides.com and more.

Emphasize your ability to customize and personalize. 
Few couples want a cookie-cutter wedding, so find ways you can 
customize your products and services for their big day. If you’re a 
caterer, for instance, make it clear on your website that customers can 
tweak the menu to suit their food preferences and wedding theme. 

Paint a picture. To earn business from people planning their 
weddings, you need to also leverage social media to paint a picture that 
helps them visualize how your company can make their special day 
perfect. Pinterest and Instagram are great platforms for showcasing 
your space, your service with a satisfied bride and groom and your 
experience in the industry.

Treat your customers right. One of the best forms of 
advertisement is word of mouth. Treat each and every event like it were 
your own and get feedback from clients afterward. And don’t just solicit 
the advice — take it to heart and use it to create an even better wedding 
experience for the next bride-to-be who walks through your doors.

To get your business a slice of the wedding revenue cake, 
people must first know what you can do. Promote your 
wedding products and services where they’re easy for 

wedding planners, brides and other relevant parties to find.
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Share your stories

One of the best ways to illustrate 
your value to the happy couple is by 

sharing the positive experiences of past 
customers. Because you are sharing 
personal stories of real customers, 

testimonials can help build an emotional 
connection to your small business, which 
will definitely appeal to a customer with 

romance on their mind.

Wedding planners 
often look for feedback 

from past customers 
when advising a 

bride, so make sure 
you keep up with 

online review sites 
like Yelp and respond 

to questions and 
comments in a timely, 
professional manner. 
Also encourage happy 

customers to share 
their story online or ask 
if you can use pictures 

from their event on 
your website.

Identify the wedding clients you already 
have a great relationship with, and after they 
write a great review or sit down for a video 
testimonial, thank them with a handwritten 

card accompanied by a gift card or other 
token of your appreciation.

Don’t underestimate the value of 
client testimonials

Leverage online reviews

Offer thank you gifts after the fact, not 
as incentives to participate

It’s one thing to have a satisfied wedding planner or 
happy bride, but are you leveraging their stories in your 
marketing efforts? Here are some best practices and tips 
to help you use testimonials from satisfied customers to 
engage with the wedding crowd.
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Know where to put your 
testimonials.

If you have a great quote that really 
speaks to your company’s commitment 
to customer service or the value of your 

products and services, don’t be shy about 
publicizing them. Include them on your 

wedding events page or microsite, share 
them on social channels or in a print 

brochure. 

Get written permission from your 
client. 

Be sure to keep a paper trail of 
conversations you’ve had with your 

wedding clients concerning using their 
testimonials in your marketing efforts. 

Also, never copy and paste reviews from 
Yelp, Google or any other third-party sites. 

These sites own that content, so rather 
than risk infringing upon their intellectual 

property, simply link to their sites. 

Even better, request testimonials yourself, 
and give the happy couple a variety of 
ways to submit their personal stories, 

such as calling or emailing them directly, 
adding a feedback form to your website 

and asking for stories on your social media 
channels. The goal is to make telling 

their stories as easy as possible for your 
customers, so you can share their special 

event experience with the world.
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Partner with other wedding vendors

To extend your reach to the wedding market, 
intentionally build relationships with other area 
businesses that complement yours. Creating a 
network of contacts that cover each piece of the 
wedding-planning puzzle will help establish your 
business’s reputation, not only as a wedding 
vendor but also as a resource for your customers.

A catering company, for example, may have a 
go-to bakery that they recommend for wedding 
cakes, or vice versa, which creates a win-win for 
everyone.

Strategic partnerships can also allow you to offer 
more services that are outsourced to other local 
businesses. By acting as an agent for all the extras 
a private party may want at their event, such as 
floral arrangements or access to audio-visual 
equipment, you can bring in more revenue. 

For example, suppose your restaurant is hosting a 
rehearsal dinner and the client wants flowers. If you 
have a relationship with a florist in the area, your events 
manager can offer to take care of those arrangements 
for the lucky couple, adding an agency fee of 10 or 15 
percent on top of the florist’s price.

Wedding planners are also a key market you want to 
build relationships with. Win the hearts of a professional 
planner and they’ll bring you a great deal of business. 
You can find wedding planners in your area by checking 
the directories of national industry organizations or 
popular wedding websites. Host special events and 
marketing campaigns directed at this particular group 
so they become familiar with your wedding-related 
offerings and share them with their clients.
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Conclusion
If you’ve been looking for ways to attract new 
business, finding ways to service the wedding 
industry is a great place to start. Helping the 
happy couple make their special day perfect will 
create a lasting bond and fond memories of your 
brand, leading to referrals and repeat business.

In this ebook, we’ve equipped you with tactics 
to get in on the wedding boom by thinking 
creatively about your business’s physical space, 
service offerings, partnerships and marketing 
opportunities — and these are just a handful 
of ideas. Do research on what other innovative 
brands are doing and come up with your own 
creative way to tap into the wedding market.

The wedding industry is a lucrative market, but to 
get a piece of the cake, you’ll need to take action. 
Take these ideas and see which ones will work to 
bring more couples and wedding planners your 
way, so you can reap the benefits. So remember, 
don’t rely on inertia and luck to keep moving 
your small business forward. Grab the reins, hold 
on tight and enjoy the ride to a more profitable 
future.

About NCR Silver

For more than 130 years, NCR has helped 
companies better connect, interact and 
transact with customers. With our cloud-
based software, modern hardware and 
support services, NCR enables nearly 700 
million transactions daily across retail, 
financial, travel, hospitality, telecom and 
technology, and small business. 

With NCR Silver, merchants have a one-stop-
shop for everything they need to power their 
entire small business — from an integrated 
loyalty program and built-in email marketing 
to actionable data insights, inventory and 
employee management, and much more. 
Our customers can contact live support 
agents 24/7 and have easy access to all the 
information and data they need to run their 
business efficiently and effectively.

Learn how NCR Silver can help boost your 
store’s profits at www.ncrsilver.com.
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