Win-Win Event Relationships
The collision of business relatonships and integrity

A provocative presentation by Andy Esor
The Wedding Marketing Authority - 702-510-4938

The Big Goal: Inter-awareness of all parties
serving the wedding reception or an event.

So Andy, what's the big question here!?

What is in the best interest of the bride?




What vendors want

N N
Understand what they do

and need
Your ongoing referrals




Fiction: Brides know how things fit

Fact: Brides buy one at a time

WAKE UP CALL
"Loyalty is what we call it when someone
refuses a momentarily better option."

“T joined your networking group. Now pick me!!™

Unrealistic Expectations




How to Connect
o Pick the right organization
o Show up a mestings
* Ask questions & listen
* Make wise donations

* Work the organiztion 250
days 2 year

¢ Become a Leader
* Who's the gatehecper
¢ Have patience

Mistakes That
Venues Make Too Often

¢ Rafer for the wrong reasons

¢ Rl to wnderstand the
inceraction of day-of vendors.

¢ Leave the event too sarly

¢ Den't develop new vendor
rescurces frequently enough

¢ Have tunnel vision

Coffee Conversation

¢ Off-Froperty or away from
business

¢ Ask to be SECOND cn the list




Terminology of Referrals

Referral List, Preferred Vendor List
Kickback, Referral List, Agency Fee

In-House Banquet Publications

Let's talk about TRANSPARENCY

/




Questions




