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Introduction 
 
 I conducted an informal survey of my wedding professional friends not too long ago.  I 
asked them, “What is the most frequently asked question you get asked by brides?” 
 
Some of them laughed.  Some rolled their eyes.  But almost ALL of them told me that 
the first thing brides ask is… 
 
“What’s your PRICE?” 
 
The typical bride asks about your price before she asks about anything else.   
 
This is incredibly frustrating!  We know how vitally important it is to hire the right 
wedding vendors for your wedding day…and the nightmare that can happen if you 
don’t.   
 
We even talk to brides after the wedding…when they’ve been burned by that “cheap” 
photographer or the “weekend warrior” wedding planner…and they have HUGE regrets 
about not hiring a professional. 
 
The bride spends hundreds of hours and thousands of dollars trying to get everything 
right on her wedding day.  The necessity of hiring the right professional should be 
OBVIOUS.   
 
But it’s not. 
 
She’s fixated on the price and it’s not your fault.  It’s what she’s been trained to ask. 
 
For years Jeff and I were frustrated trying to come up with an answer to the “price 
question” in our own wedding business.  We kept trying to educate brides about the 
importance of hiring a professional for their weddings.  The results were mixed at best.  
 
We were afraid to raise our price because we didn’t know how to explain our value to 
those price shopping brides.  We knew we were worth it; in post-wedding surveys all 
our couples said we were worth the price and 80% said we were worth even more!  We 
just couldn’t seem to convince the brides who hadn’t hired us yet. 
 
I spent a lot of time thinking about this problem.  If I could somehow take the 
experience our couples had working with us and transfer their understanding of our 
value to those price shopping couples, I knew they would book us without question.  
There had to be a way. 
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That’s when I learned about the powerful Psychology of Influence.  These psychological 
principles explain why people say “Yes” and how to persuade them to buy.  These 
techniques have been used by clever advertising and marketing agencies for years to get 
us to buy their products. 
 
It occurred to me that we could use these techniques for our wedding business!  Jeff 
and I quickly starting using the principles of influence in our marketing and the results 
were absolutely amazing. 
 

 We were steadily able to increase our price 214%!  That’s more than TWICE 
what we made before. 

 We reduced our advertising expenses by 38% right away and 75% over the 
next two years. 

 Our marketing does such a good job of attracting our ideal clients and 
convincing them they should hire us that by the time they contact us, most 
brides are already "sold."  In fact, 1/3 of our couples book us without even 
one meeting! 

We developed an entire Price Shopper System to get brides off the price question and 
on to the action we want them to take.  I’ve never seen any small business use these 
powerful principles before.  We’ve kept this a secret from our competitors because we 
knew what a gold mine it was.   
 
The Price Shopper Email Response I’m about to teach you is just a small part of our Price 
to Profit System.  I’m really excited to share it because it is the first system I’ve ever  
seen that uses the powerful Psychology of Influence just for the wedding industry. 
 
The Price Shopper Email takes about 15-30 minutes to set up the first time.  Once that is 
done you have an automatic response to the email price question that instantly explains 
your value.  All you have to do is copy and paste, fill in a few fields, hit “send” and you’re 
done. 
 
Here are the results you can expect after you start using the Price Shopper Email: 
 

 The brides who email and only ask about price will actually email you back.  
They’ll stop “disappearing” so that you wonder what happened to them.  

 The number of meetings you book will increase by up to 70%. 

 You’ll be able to convert 25% or more of those “tire kickers” into happy, 
paid clients. 
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 When couples meet with you…whether they asked about your price or 
not…they will be “pre-sold” and convinced about the value of your services.  
Booking them becomes much, much easier.  

Using the Price Shopper Email lets you demonstrate your value up front so that bride 
immediately knows why you’re worth it.  It gets her off the price and ready to book. 
 
Are you ready for this?  Hang on to your hats, because here we go… 
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Dealing With Price Shoppers 

 

 The ability to turn price shoppers into profit is one of the most important skills you can 
have in business.   
 
These brides are looking for your service right now.  They’ve contacted you for 
information and they’re standing on your doorstep.  They are going to hire someone.  All 
you have to do is make sure that someone is YOU. 
 
They’ve already done the hard work for you.  They contacted you! 
 
It costs 6x more money to attract brand new leads than it does to turn the leads you 
already have into sales. 
 
Think about what happens at a bridal show.  You may have 125-200 brides in the room if 
you are lucky.  But how many of them are shopping for your service?  What are the 
chances that they stop at your booth? 
 
When a bride sends you an email or a calls you up, you can be 100% certain that she is 
in the market for your service.  If you answer her price question the right way, it leads 
straight to a booking.   
 
If you answer the wrong way, you lose her and end up spending $100’s more in 
advertising dollars to get another bride to call. 
 
When you use the Price Shopper Email formula, the bride immediately understands why 
you are worth your price.  You’ll stand out from your competitors and booking the 
wedding becomes easy. 
 
Without the Price Shopper Email, you’ll keep getting the same results.  You’ll have to 
fight to explain your value.  She probably won’t “get it” and she’ll end up booking one of 
your under-cutting competitors.  Then you’re stuck spending 6x more just to get 
another bride to contact you. 
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Comparing Oranges to Oranges 
 

The Psychology of the Tire Kicker 
 
So what is going on with the price shopping bride?   
 
The bride already understands how important her wedding day is…she’s spending 
thousands of dollars on ONE DAY and thinking about it 24 hours a day, 7 days a week.  
How come her first question is about price? 
 
Let’s climb into the bride’s shoes for a moment…  
 
This young lady has never planned a wedding before.  In fact, this is the biggest event 
she’s ever planned in her entire life.  At the start she has no idea what she really wants.   
She doesn’t know what to look for in a wedding vendor.   
 
In fact, when it comes to planning a wedding, she’s pretty clueless.  
 
What she DOES know is that no matter who she hires she is going to have to pay them 
at some point.  She has to interview a bunch of people and somehow decide which one 
is the best. 
 
But she can’t just call you up and say, “I have no idea what I’m doing or how to hire the 
right person, but I know I need your service for my wedding. Are you the one I should 
hire?” 
 
Even if that is the truth.  So she has to figure out what to ask in her email or phone call.     
What question can she ask that doesn’t give away her cluelessness? 
 
Aha!  Price.  They all have a price.   
 
She asks about price because it is the one thing she knows she is supposed to ask.   
 

Price is Not Personal 
 
When a bride asks for your price she is starting a conversation about your value.  She is 
attempting to educate herself about price and value.  It DOES NOT mean that all she 
cares about is price. 
 
Stop taking it personally!  The price question isn’t personal.  It isn’t an insult about your 
quality or the value of what you have to offer. 
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It’s just the first question she knows to ask. 
 
It can feel like a slap in the face.  I remember feeling like I had to defend myself and my 
price every time I heard that question. 
 
But when a bride or groom says, “How much are your packages and prices?” what she’s 
really saying is, “I like what you have to offer so far.  Can you explain how you will give 
me the results I want so that I can decide if you’re the right one to hire?”  
 
CHALLENGE:  The next time you get the hit with the price question, take the sting out 
of it.  Rephrase it in your head like this: “I like what I see, hear and feel about you so 
far. Can you tell me more?” 
 

Price is Not Personal 
 
Before we go further, let’s talk about what value is.  It’s a simple concept, but we often 
get a little confused about it. 
 
The Dictionary.com definition can shed a little light on the subject. 
 

VALUE (noun) 
1. relative worth, merit, or importance 
2. monetary or material worth, as in commerce or trade 
3. the worth of something in terms of the amount of other things for which it can 
be exchanged or in terms of some medium of exchange.  

 
When we think about the value of a product or service we usually think about it as a 
fixed number.  For example, it costs $1.50 for a bottle of premium spring water. 
 
But the tricky part about value is the first word in definition #1: relative.  That means 
that the value to one person may be different from the next. 
 
Would you pay $20 for a regular bottle of spring water?  Not likely. 
 
But what if you’re out in the middle of the desert with nothing to drink?  You’d pay a lot 
more than $1.50. 
 
That’s relative value.  And the value of your products and services is relative to your 
potential customer’s needs and their understanding of how you can get them what they 
want or keep their nightmare from happening. 
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The more the bride and groom understand how what you offer exactly fills their needs, 
the more value they give to what you’re selling; the more value they understand in your 
service, the more they are willing to pay. 
 
Getting them off price isn’t about convincing the bride about your value; it’s about 
determining her needs first and then drawing a straight line to your services as the 
solution. 
 
According to the laws of Economics… 
 
When all other factors are equal, price becomes the deciding factor.  Price is only an 
issue in the absence of VALUE.   
 
Let me give you an example of this law in action… 
 
Imagine yourself in the supermarket holding an orange in each hand.  Both oranges are 
exactly the same color, shape and size.  They look equally fresh.   
 
The only difference you notice is that one orange costs 50 cents and the other costs 
$1.50. 
 
Why would anyone pay 3x the price for the exact same orange?  Of course, you’d buy 
the cheaper orange!  It just makes sense. 
 

ORANGE = ORANGE 

50 cents  $1.50 

 
The decision is pretty simple: Buy the 50 cent orange. 
 
When a bride is looking at your service like an orange…literally comparing yourself to 
your competitors like “oranges to oranges”…price is the logical deciding factor. 
 
What is the secret to getting her to understand your value?   
 
Let’s go back to the orange example. 
 
You’re holding those same two oranges and wondering why anyone would pay 3x more 
for that rip-off orange.  A young woman picks up an orange off the $1.50 pile and puts it 
into her shopping cart. 
 
“Can I ask you a question?” you say.  “What’s the difference between the $1.50 oranges 
and the 50 cent oranges?” 
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The friendly young woman picks up one of the more expensive oranges.  “This is an 
organic orange grown without pesticides in Florida.  They contain 100x more vitamin C, 
stay fresher longer and taste much better.  Those 50 cent oranges usually have mold 
you can’t even see, which can make you sick.  You can tell by the smell.” 
 
Now you look at the oranges in a totally new way.  You take a sniff of the $1.50 orange: 
fresh, citrusy, delicious.  Then you sniff the cheap orange: citrusy but with the slightest 
hint of mold. 
 
You’ve been educated to the VALUE of that more expensive orange.  All the sudden it 
doesn’t seem like a rip-off. 
 
Here’s how your value equation breaks down now: 
 

ORANGE  ORANGE 

50 cents  $1.50 

Moldy  Organic 

Pesticides  No pesticides 

Could get sick  100x Vitamin C 

Weak taste  Tastes better 

Goes bad fast  Stays fresh longer 

 
DECISION:  If you really like oranges and you’re into health, you’ll buy the $1.50 orange.  
If you really don’t care about mold or how much Vitamin C your orange has, the 50 cent 
orange might be good enough. 
 
But no matter which orange you buy…you’ll probably WANT the $1.50 orange and you 
will certainly be convinced that it is worth 3X the price to someone. 
 
You can do the same thing for your wedding services when you give the bride a first 
hand experience of your value.   
 
When a bride understands exactly the benefit she gets by booking you and the pain she 
avoids…you won’t have to convince her anymore.  She’ll happily pay MORE than your 
competitor’s price because it is clearly more than worth it to her. 
 
When you connect your services directly to the result the bride wants for her dream 
wedding, she is automatically educated about your value.  Booking her becomes easy.    
 
Lucky for you, you aren’t selling oranges.  You’re selling a service and the difference 
between service businesses is easier to see right off the bat. 
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You look different, you have different personalities and your services aren’t identical.  
It’s even easier to differentiate yourself from your competition…when you know how to 
do it. 
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Explaining Your Value The Easy Way 
 

The Principles of Influence 

I urge you to use these techniques with caution and only for ethical, honest purposes 
in your clients’ best interest. 

 
When I learned the science behind how people make decisions I was shocked and 
amazed at how easily people can be influenced.   
 
In fact, our behavior is so predictable that by manipulating certain Principles of 
Influence, you can cause another person to respond automatically the way you want. 
 
Advertisers and marketers have been using this psychology for years to get you to buy 
their products and pay more for them. 
 
The reason this works is because our brains are programmed for certain behaviors 
designed to ensure the survival of our society.   
 
I won’t get into all the scientific details (you can find them in Dr. Robert Cialdini’s book, 
Influence: The Psychology of Persuasion) but basically we have automatic “triggers” in 
our minds that result specific behaviors. 
 
It’s like you have buttons in your head, each one controlling a programmed behavior.  
When one of these “buttons” is pushed, you respond automatically. 
 
And when someone knows the right button to push, they can manipulate you into giving 
the automatic response they want.  It is very, very difficult to resist, because you are 
literally programmed to respond that way. 
 
Let me give you an example.  Have you ever given a donation to someone…when you 
really didn’t want to…but you felt compelled to do it anyway?   
 
Have you ever done a favor for someone…even though you were dreading it…because 
they’d done a favor for you first and you just couldn’t refuse? 
 
Chances are you were reacting to one or more of these principles.  They pushed your 
button and you did exactly what you are programmed to do. 
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These five Principles of Influence explain the built in programming of a human brain and 
how you can use that programming to influence a person to take the actions that you 
want.   
 
It’s easy to do because it’s automatic.  No training and no psychology degree required.  
You can use this psychology of influence to convince brides about the value of your 
services quickly and easily, and then use that influence to literally make her feel 
compelled to book you.  
 
Using the five simple principles of influence I’m about to reveal puts you in control.  
You’ll no longer be forced to lower your price for those “tire kickers.” 
These techniques will have brides happily paying your asking price…and liking you at the 
same time.  It’s a win-win for you both. 
 
If you don’t learn these techniques, the price shoppers have the upper hand.  They can 
compare your price to your competitors and pressure you to drop yours.  And the brides 
you do end up booking won’t really understand the value of what you do.  
 
I’m about to give you a quick course in the Principles of Influence before I show you how 
to use it in your Price Shopper Email response. 
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#1- Reciprocity aka The Favor Principle 

When You Give To Me, I Give To You. 

 
The Favor Principle of Influence explains that when someone does you a 
favor…something you didn’t ask for and weren’t expecting…you are programmed to do 
something for them in return. 
 
Have you ever had someone give you a holiday gift when you weren’t expecting it and 
you had nothing to give them in return?   
 
Remember how that felt?   
 
It’s really uncomfortable.  Chances are you ran right out and bought a gift for them.   
 
It just seems WRONG to receive a gift from someone without giving something in 
return.  Just about the only way to get around that awkward feeling is to refuse the gift 
in the first place. 
 
Before I learned about the psychology behind this, I thought that was just good 
manners.  But it’s much more than that.   
 
When someone does you a favor, your automatic “Favor Principle” programming kicks 
in.  You are compelled to do them something in return. 
 
Charities take advantage of the Favor Principle all the time.  Ever get those address 
labels in the mail, the ones with your name and address printed on them?  Charities 
send them to you for free…then they ask for a donation. 
 
That’s because by receiving an unexpected “favor” of the free address labels, you feel 
obligated to do something in return.  They are influencing you to give a donation.   
Here’s how effective this strategy can be: 
 
When the Disabled American Veterans organization sent a simple letter asking for 
donations and only 18% of people responded by giving money.  However, when they 
included free personalized address labels, 35% returned donations. 
 
One professor conducted an experiment: he mailed Christmas cards to complete 
strangers. 
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He was surprised to find that every person sent him a Christmas card in return, with no 
attempt to ask who he was or how they knew him.  Every single person. 
 
How can you use this with Price Shopping brides? 
 
If you give something of value to a bride, it activates her automatic “Favor Principle” 
programming.  She will feel compelled to do something for you in return.    
 
In your Price Shopper Email response, you’ll be giving the bride something valuable right 
away without asking for anything in return.  Then when it comes time to “close the 
deal,” she will be powerfully influenced to say YES. 
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#2- The Likeability Principle 

We Are Influenced By The People We Like. 
 
We encounter this principle every day.  When someone we know and like asks us for 
something, we prefer to say “Yes.”  There is an automatic pressure to comply with their 
request. 
 
  Companies like Tupperware and Pampered Chef take advantage of this principle all the 
time.  I got suckered myself a few years back.   
 
My friend Teresa invited me to a Pampered Chef party.  I wasn’t really interested in 
buying kitchen gizmos, but I liked Teresa, so I went to the party.  Then it was Teresa, not 
some strange salesperson, who asked me to buy.  Of course, I felt like I had to say “Yes.”  
She was my friend. 
 
I ended up spending $65 on kitchen gadgets I never use. 
 
If a bride likes you, the chances of her saying “Yes” when you ask for the booking 
increase dramatically.     
 
The impact of the “Likeability Principle” can be increased even more if that bride also 
believes that you like them in return.   
 
We’re suckers for flattery.  Studies have shown that even when a person receives a 
compliment that she knows is insincere, it still works to influence her behavior. 
 
This principle is so strong that it overrides our logical mind. 
 
By making yourself as likeable as possible to your potential brides immediately in your 
Price Shopper Email response, you kick in the Likeability Principle.  Price becomes less 
important and she will feel compelled to do what you ask.  Your chances of getting the 
booking increase anywhere from 5-50%. 
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#3- The Commitment Principle 

The More Actions People Take, The More Committed They Get.  
 
This principle is very subtle and very powerful.  The more action, time, and money 
people invest into something, the more committed they become to doing it.  Even when 
that commitment is NOT in their best interest. 
 
Here’s a strange example of the “Commitment Principle” in action:  
 
A young woman was stopped on the street by an attractive, nicely dressed man who 
said, “Excuse me, I’m involved in a contest and I need a good-looking woman like you to 
help me win.”  He then explained that he was getting points for this contest by getting 
complete strangers to kiss him.   
 
The woman was surprised (and flattered, kicking in the Likeability Principle) so after 
thinking about it a moment, she gave him a quick peck on the cheek. 
 
The man then said, “You’re a great kisser.  But the real contest I’m trying to win is to sell 
magazine subscriptions.  Would there be any of these magazines that you are interested 
in?” 
 
The woman knew she should slap the man across the face, but because she had already 
“committed” by kissing him on the cheek, she felt compelled to buy a magazine 
subscription from him.   
 
This Kissing Stranger experiment was repeated numerous times with same result.  
The more actions we take and the more we invest in something, the more committed 
we become to seeing it through to its conclusion. 
 
So how do you use this to get brides to quit focusing on price and book you? 
 
The more actions you can get the bride to take, the more committed she becomes to 
working with you.  This creates an unconscious desire to hire you. 
 
Brides become “committed” to working with you through actions such as writing you a 
detailed email about their wedding ideas, setting aside time for a one-on-one meeting, 
or talking to you on the phone.   
 
The Price Shopper Email guides them into action, and the more time and energy they 
invest with you, the more likely are to book. 
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#4- The Social Proof Principle 

If Everyone Else Likes It, We Like It Too.  
 
Have you ever wondered why those infomercials and ads on television are plastered 
with client testimonials raving about how wonderful the product is? 
 
Advertisers use client testimonials because they activate the automatic principle of 
influence called Social Proof.   
 
The principle of Social Proof explains how we look to other people when we are deciding 
what to do and we are influenced to follow the actions of those around us. 
 
FACT:  95% of people are imitators who make decisions by looking at the actions of 
others.  The testimonials of happy clients are the most powerful “proof” of your value 
that you can offer. 
 
Another example of Social Proof is the canned laughter they use in sit-coms.  Everyone 
hates it.  And yet, it works!  When we hear the laughter of others…even fake laughter…it 
influences us to laugh. 
 
The principle of Social Proof is at work in all situations, but it becomes even more 
powerful when we feel uncertain.  The more unsure of ourselves we are, the more 
powerfully we are influenced by the actions of others. 
 
This is why the chat rooms and wedding review sites are so powerful.  Brides are 
incredibly nervous and insecure about their weddings.  If another bride says they should 
or shouldn’t do something, they immediately take that advice. 
 
The more “social proof” you offer about your happy brides in the form of thank you 
letters and testimonials, the more a bride will be influenced to book you. 
 
The Price Shopper Email response includes powerful Social Proof to convince the bride 
that you are well worth your price. 
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#5- The Principle of Authority 

If I See You as An Authority, I am Compeled to Do What You Ask. 
 
The Principle of Authority is so automatic that it’s easy to overlook.  When someone in a 
position of authority asks us to do something, we feel compelled to do it. 
 
Most of the time this is a good idea.  When a doctor tells us to take a certain 
medication, it makes sense to listen so that we can get better.  If a policeman directs 
traffic around a detour, she’s helping us avoid danger. 
 
In one experiment reported in Chialdini’s book, a man in street clothes asked passers by 
to perform the simple task of picking up a piece of trash and throwing it in the garbage.   
 
Later on, a man dressed as a security guard made the same request of passers by. 
 
Only 42% of people obeyed the request made by the man in street clothes.  But 92% 
obeyed the security guard. 
 
The more a bride sees you as an expert in your profession, the more she values of your 
service and takes your advice.   
 
We’ll use the Principle of Authority in the Price Shopper Email to position you as a 
trusted expert.  This convinces the bride of your value and makes booking her at your 
asking price a cinch. 
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The 6 Critical Elements of the Price to Profit Email 

Now that we’ve explored the fascinating Psychology of Influence (at least it’s fascinating 
for a geek like me!) let me show you the 6 Critical Elements of the Price Shopper Email 
and how they use these powerful principles so effectively.  
 

1. Personal Detail.   
 
Providing personal detail in your email response kicks in the Principle of 
Likeability.  It begins a relationship and conversation with the bride so that she 
likes you and wants to do business with you. 
 
Personal detail also uses the Principle of Authority.  When you demonstrate 
familiarity with her wedding venue, you automatically position yourself as an 
expert source of information. 
 

2. Free Information.   
 
Including free information uses the psychological Principle of Authority and the 
Favor Principle.  You will give her valuable information she can use to plan her 
wedding.  This gives her first hand experience of why you are worth your price 
and makes her feel obligated to book you. 
 

3.  Link to Blog Posts or Samples of Your Work at Their Venue (if possible.) 
 
When you direct brides to your blog posts of weddings you have done at their 
venue or photos you have taken of their location, it demonstrates your expertise 
by kicking in the Authority Principle. 
 
The bride gets a personal experience of what it’s like to work with you.  If you do 
this right, she quickly becomes unable to imagine working with anyone else. 
 
If you don’t have a blog, that’s okay.  Direct them to samples of your work at 
their venue if you can.  Skip this one if you must, but provide evidence of your 
experience in their specific situation as soon as you can because it powerfully 
demonstrates your value and expertise. 
 

4. Client Testimonials and/or Reviews.   
 
This uses the Principle of Social Proof.  Testimonials provide more evidence of 
how valuable your service is in the form of reviews from other brides like them. 
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5. A Photo.   
 
This uses the principle of Likeability.  When you include a smiling photo of 
yourself in your email response, you become a real person, which sets you apart 
from your competitors. 
 
Warning: Do NOT use a cheesy photo you took with your iPhone.  Hire a 
professional to take a headshot.  Using a bad photo works against you. 
 

6. Call to Action. 
 
This is where you tell her the action you’d like her to take next.   
 
What action do you want her to take?  TELL HER.  By activating the Favor 
Principle, Likeability, Authority, Social Proof and Commitment she will be 
powerfully influenced to do what you ask. 
 
BONUS:  The more specific you are in your request for action, the more likely she 
is to do what you ask.  Instead of asking her if she would like to meet, suggest a 
specific time for a call.  It will increase your response by 35% and cut your back 
and forth emails in half! 

 
The Price to Profit Email template is given below.  This is the exact email we use so 
effectively for our own wedding business.  
 
The sections in red are the fields you need to customize for your specific business and 
the bride you are answering.   
 
This response is designed specifically as a response to brides and grooms who have 
emailed you for information.  You can modify this Price Shopper Email for ALL inquiries, 
not just the price shoppers.   
 
If you’re sending this as to email “cold” leads, like those collected from a bridal show, 
read the article here for strategies to get your email opened.  
 
DO NOT mention price in your response unless they specifically ask about it! 

 
 
 
 

http://www.bookmorebrides.com/how-do-i-get-brides-to-open-my-email
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      So you’re getting married, [INSERT BRIDE/GROOM’S NAME]? 
How exciting! 

We are currently available for [INSERT WEDDING DATE.]   
[INSERT PERSONAL, TRUTHFUL AND RELEVANT DETAIL 

ABOUT THEIR VENUE.]   
**OPTIONAL - Include the following paragraph ONLY if they 
ask about price. 

Our rates begin at [INSERT STARTING PRICE] based on the 
services you would like.  [INSERT QUESTION ABOUT RANGE OF 
SERVICES.]   

We like to get to know our couples, their likes and dislikes, so 
that we can create [INSERT YOUR SERVICE] that is totally you.  With 
that in mind, I suggest [INSERT CALL TO ACTION] to find out if 
we’re the right match. 

Are you available at [INSERT TIME & DATE] for a quick phone 
chat? 

In the meantime, you take a peek at our recent weddings here 
[INSERT LINK TO SAMPLES OF YOUR WORK/BLOG]. 

Thanks and I look forward to hearing from you! 
[INSERT YOUR NAME] 

P.S.  You can also read what our recent couples are saying about us 
here: [INSERT LINK TO TESTIMONIALS] 
[INSERT YOUR PHOTO] 
[INSERT WEBSITE & PHONE] 
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Here is an example of how we might customize this Price Shopper Email for our own 
business.  Once again, all the fields we filled in are in red text. 
 

 
So you’re getting married, Betty? How exciting! 
We are currently available for September 19th, 2017.   We love 

Round Hill House!  The gardens are just gorgeous for the ceremony 
and Kim does a wonderful job.   

Our rates begin at 1595 based on the services you would like.  
Will your ceremony be held at Round Hill as well?  What are the hours 
of your reception?   

We like to get to know our couples, their likes and dislikes, so 
that we can create an entertainment experience that is totally 
you.  With that in mind, I suggest a meeting or a phone chat to find 
out if we’re the right match. 

Are you available at 2pm tomorrow for a quick phone chat? 
In the meantime, and take a peek at our recent Round Hill 

House weddings here http://www.thedjsolution.com/tag/round-hill-
house/. 

Thanks and I look forward to hearing from you! 
Stephanie 

P.S.  You can also read what our recent couples are saying about us 
here: 
http://www.besthudsonvalleyweddingever.com/review/DJs/The-DJ-
Solution-8.php 
 

 
Stephanie & Jeff Padovani 
845-452-8707 

TheDJSolution.com 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.besthudsonvalleyweddingever.com/review/DJs/The-DJ-Solution-8.php
http://www.besthudsonvalleyweddingever.com/review/DJs/The-DJ-Solution-8.php
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The Price to Profit Email Template 
 
When you include even 1 or 2 of these Critical Elements in your email response to a 
price inquiry, the probability of getting the bride to book you goes up exponentially.  But 
when you include ALL of these elements, your booking rate goes up anywhere from 10-
60%. 
 

Here’s the Recipe for the Price to Profit Email: 
 
Step 1 – Gather online client testimonials to use as your “social proof.”  
  
These can be from thank you letters written to you by happy clients or from reviews on 
wedding websites.  They may be posted on your own website, but reviews on 
independent websites are even better. 
 
Copy the urls of your testimonials and reviews to paste into your email later on. 
 
Step 2 – Find a helpful article about wedding planning that you can give to a bride.   
 
Ezine Articles is a great place to find one or you can write your own.  An article such as, 
“How to Hire a Wedding Planner” or “The 7 Questions To Ask Your Photographer” is 
perfect.  Just make sure this article offers real information; it should not be a “sales 
pitch.” 
 
Step 3 – Write an email template using the 6 critical elements listed above.  
  
You will use this as your response when you get an email inquiry about price. 
 
Step 4 – Use your template email as your instant response the next time you get an 
email price inquiry.   
 
Simply plug in the personal details such as name and location.  The rest is automatic!  

 
 
 
 
 
 

http://www.ezinearticles.com/
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The Easy Answer 
 
It took Jeff and me years of trial and error to figure out the 6 Critical Elements in the 
Price Shopper Email recipe.  And it works!   
 
Using our Price Shopper Email template means we don’t have to argue or explain our 
price anymore.  Brides are so grateful for the help we offer…and so powerfully 
influenced by the Principles of Influence we use…that 40% of those “tire kickers” end up 
booking us.  And the ones who don’t book us still end up raving about our services.  
 
I’m including our Price Shopper Email template as a Word document so that you can 
customize it with your information and start using it right away. 
 
I also give you permission to use my article, “8 Questions You Must Ask Before Booking 
a Wedding Professional” as the free resource to include in the email. 
 
Now you have a Done For You email template, a free article that sets you up as an 
expert and the exact steps you need to take to put it all together. 
 
But all this information won’t do you a lick of good unless you ACT. 
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Here’s What to Do NOW to Book More Brides With Your 
Own Price to Profit Email. 

 
1. Download the Price to Profit Email template and save it to your computer’s 

Desktop. 
 

2. Take a few minutes to customize the template with information about your 
services, your name, website, phone number and links to your reviews and 
testimonials.  Save your custom Price Shopper Email template. 
 

3. Copy and paste the Price Shopper Email template in your reply to the next email 
inquiry you get.  Simply fill in the yellow fields and send. 

 

Getting Results 
 
The Price Shopper Email template makes it super easy to convert price shoppers into 
clients. 
 
But don’t take my word for it.  TEST IT. 

Here’s one way to test if it is working for you:  

 
1. Count the number of email leads you got during the last 2 months.  Write 

down how many of them turned into a meeting and how many of them 
booked you. 
 
(You can do this on a sheet of paper, in a Word document or an Excel 
spreadsheet.  It really doesn’t matter.) 

2. Divide the number of meetings you got from those email leads by the total 
number of email leads in the last 2 months.  Multiply that number by 100.  
This gives you your Meeting Closing Rate %. 
 
For example, if you got 10 email leads total and 5 actually met with you: 
5/10 = .5 x 100 = 50% Meeting Closing Rate. 

3. Divide the number of weddings you booked out of those email leads by the 
total number of email leads.  Multiply that number by 100.  This gives you 
your Booking Rate %. 

 
For example, if you got 10 email leads in total and 2 actually booked you: 
2/10 = .2 x 100 = 20% Booking Rate. 

http://www.bookmorebrides.com/downloads/price-to-profit-email-template.doc
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4. For the next 2 months, carefully track your total number of email leads, the 
number of those leads who set a meeting with you and the number of those 
leads that you book.  Figure out your Meeting Closing Rate and your Booking 
Rate as described above. 

Compare your Meeting Closing Rate and Booking Rate from the 2 months when 
you were NOT using the Price to Profit email with the 2 months when you were 
using it. 

 
If your Meeting Closing Rate and your Booking Rate go up, you know it is 

working. 
 

Here is some more evidence that lets you know the Price to Profit Email is 
working for you: 

 Brides respond to your emails with more detail and questions.  You start 
having email “conversations.” 

 Brides start using exclamation points in their emails.  They thank you for your 
help and start writing to you like a friend. 

 Brides give you their phone number and welcome you to call them.   

 They schedule meetings with you after communicating with you only by 
email. 

 When you send brides an email, they actually respond to it, even if they have 
booked someone else.   

Here are some actions to take if the Price to Profit Email is NOT giving you the 
results you want: 

 
 Are you using all 6 of the Critical Elements?  If not, add them into your 

response. 

 Make sure your email is written in a tone you would use with a close friend.  
Don’t say “our company.”  Be a real, likeable human being.  Write the way 
you speak naturally.  

 Have a friend who is good at writing take a look at your email responses.  Is 
the grammar correct?  Do your sentences make sense?  If not, have them 
help you rewrite it. 

 Remove any “sales pitch” from your email.  Don’t talk about how great your 
service is.  Don’t list the features of your product.  And don’t mention sales 
or discounts unless they DIRECTLY ask about pricing. 
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 Read your email response out loud.  Does it sound friendly and natural?  Is it 
written the way you would write to a friend?  If not, rewrite it imagining that 
you are writing to someone you know and care about. 

The key to success with the Price to Profit Email is that you start a relationship and 
conversation with the bride right away.  You’re using the powerful Principles of 
Influence to unconsciously make her like and trust you. 
 
But it only works if you are friendly and sincere.  The bride has to believe that you really 
want to help her.  And the easiest way to do that is to really help her! 
 
Brides are really good at sniffing out fakes and desperate wedding vendors who are only 
after the money. 
 
Forget about “getting the sale” or “booking the wedding.”  Find a way to help her first, 
before she books you.  Believe me, she will be eager to work with you once you give her 
the first hand experience of your value.     
 

Wrapping It Up 

When you use our proven Price Shopper Email template, explaining your value to price 
shopping brides is easy.   
 
You can quit fighting to convince them why you are worth your price…they’ll get it 
immediately.   
 
The Price Shopper Email is all about demonstrating your value…before you even 
meet!...so that price is no longer an issue.  It’s all wrapped up in those Principles of 
Influence, so that booking becomes easier than ever. 
 
If you have a question, please email us at bookmorebrides@gmail.com.  Tell me about 
your experience. 
 
These techniques work.  I can’t wait to find out what it does for your business. 
 
Here’s to Booking More Brides! 
 
Stephanie 
 
 

 
 

mailto:bookmorebrides@gmail.com

