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Being a solopreneur or a small business owner is a dream come true 
for many people. You’re making your passion for your own company 
come to life and that is amazing! It’s also not an easy job. Not only 
are you the President and CEO, you have to be the Sales and Marketing 
departments too. As marketing consultants working exclusively with 
wedding businesses, we know how overwhelming that can be. There 
is so much potential and so much you could do to grow your business. 
The difficult part is figuring out the best place to start and the best 
strategy to get your business to the top of the game. We hear the same 
question over and over from our clients and friends in the industry:

“What kind of marketing do I really need to do? Where do I start?”

They are overwhelmed with articles and "expert" advice on the Internet 
telling them that they have to have a weekly blog, a newsletter, a 
comprehensive social media presence, online advertising, SEO and the 
perfect up-to-date website. 

And we agree! 

All of those strategies will help you grow your business. But what is 
the goal? What is the point of having all of those things? Some busi-
nesses try to reach potential clients one couple at a time. But we 
know there is a better way.

There is a simple strategy that will save you time and money and help 
you focus your marketing strategies on one single goal so your business 
grows, not just for this wedding season, but for decades to come.
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Create close personal relationships with the other industry leaders in your 
area. Build friendships and partnerships with your local wedding pros and 
even “the competition” within your field. It may seem counterintuitive to 
promote the work of other businesses that are marketing to the same 
group of engaged couples, but in a new world of collaboration and trans-
parency, the vendors who are supporting their colleagues are the ones 
who are rising to the top of the industry. 
 
By building goodwill and trust through networking, focusing on a small 
group of people, and creating joint content and referrals, you can grow 
your business exponentially. This takes less time and focuses your energy 
on a strategy that you know will actually work.

We are lucky to work in an industry that is community-oriented and regional. 
It takes a village to host a gorgeous wedding. We have to rely on each other 
to grow as professionals the same way we need to trust each other to be 
the best at our craft, whether we take photos, bake cakes, plan weddings 
or host them. 

The best part of this is that referrals and relationships have no startup 
costs. It might cost as much as a cup of coffee, but it can start with a (free) 
handshake and a smile.

“Couples come and go, but the industry will always be there”.

“Be the center of your local network.”



NETWORKING
strategic



1. Build your own dream team
It’s not how many people you know, it’s WHO you know. This is simply 
the truth. As a wedding pro, you will get more referrals from a venue 
owner than you will from a cake maker simply because they are the 
first vendor to be booked by a couple. Do your homework on who 
these high referral people are in your area so when you run into them 
at networking events or the grocery store you can skip the formal intro 
and make an authentic connection. Build a list of your dream team  
and look it over before walking into a networking event. Be prepared 
with collaborative ideas to share or compliments on their latest work.  
Networking is often left to chance, but like any other part of your  
business, you should be prepared and strategic. 

#theweddinglife

The world of Facebook and Linkedin has created 
an interesting dynamic between friends and  
colleagues. We “like” and comment instead of  
calling each other to catch up. This instant social interaction 

can be valuable, but it can’t replace a face-to-face meeting and a solid 

handshake (or hug). Most wedding pros who recognize this provide 

their clients personal face-to-face meetings and see better results with 

bookings. It might mean more time and energy upfront, but they get 

more business overall. The top experts in the field use the same strategy 

when creating relationships with their colleagues. Nothing can replace 

the connection you get at a networking event or over coffee. But just 

showing up isn’t enough, there are strategic ways to make face-to-face 

networking your secret weapon for great marketing. 
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2. Be selective
As a solopreneur or small business owner, your time is more than pre-
cious, it’s a rare commodity. Creating valuable connections takes time, 
so be judicious about how you are spending it. Start by carefully choos-
ing events to attend. Not every event, conference and online training 
program is worth your time. Also choose which format of networking 
best suits your personality. Networking one-on-one can be enormously 
beneficial for introverts, whereas a one hour coffee date with a local 
vendor could solidify a lifelong referral partnership. Similarly, for people  
who love to work a room, cultivating a strong relationship with a larger 
group of vendors could be the one thing that helps you get more refer-
ral business. 

3. Feel confident saying “No”
Once you realize the benefits of a growing local network, you may get 
overzealous and start scheduling a networking event every night of the 
week. But networking for networking’s sake can be counterproductive. 
Your ability to say “no” will be your key to success. Constant coffee 
dates can quickly take over your schedule, so when certain relation-
ships begin to take up more time than they’re worth, politely decline 
an invitation. Before taking another meeting, ask if what they need to 
discuss can be settled via email this week and set up a meeting for a 
few weeks down the road. Any entrepreneur should understand. When 
it comes to networking events, stay committed to a single group if it’s 
working for you and don’t get pulled into too many different directions. 
Becoming an integral part of one group is far more beneficial than  
becoming an infrequent attendee at many. 

#tidecreative
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TO BUILD YOUR  
NETWORK

USING YOUR blog  



1. Get creative in the slow season
We recommend taking advantage of the off-season by offering your 
services to high-referral vendors like venues, caterers, florists and 
photographers. Whatever your skill is, offer to partner on an event 
for free. (yes, for free)

Do collaborative inspiration shoots. They don’t need to be elaborate 
magazine-style shoots; it’s actually better to keep things simple. Take 
photos of a simple table setting or holiday-specific fashion shoot. Make 
sure whatever work you do together, you document both the work and 
behind-the-scenes fun with lots of photos. 

Offer to work with a variety of vendors and agree that the goal is to 
show off the other person’s best work. Keep the budget low and 
project scope narrow to avoid making things over-complicated and 
expensive. When things go well, you can always expand to do more. But 
one bad experience could backfire on your goals to build your network. 

#theweddinglife

Your blog is the perfect place to capitalize on  
the personal relationships you’ve created in the 
industry! Sharing and reposting content such as guest blogs,  

collaborative inspiration shoots or interviews with other vendors can 

save you time. In addition, you’ll grow your network faster because  

this content will be shared not only with your own network, but also 

with that of the vendors you worked with. As your network grows, you 

will have hard proof of your value as a referrer through tools such as 

Google Analytics, which shows how and when new clients were referred 

through your blog. That hard proof is hugely valuable! 
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2. Give vendors a reason to say yes to a    
meeting
Sometimes nailing down a busy vendor to meet for coffee can be  
impossible, especially if you don’t have a specific reason for getting  
to know them. By offering to do a Vendor Q&A for your blog, you can 
multitask your own interests by getting to know them better while 
simultaneously creating great content for your blog (and theirs). Take 
a photo together to use as a teaser for the blog post on your social 
media accounts. These will be constantly featured on thier blog,  
Facebook, Pinterest, and Twitter pages.

The partnerships that are caught on camera are the ones people  
remember. These images will easily be shared around the web through 
the social networks of all the vendors involved to their blogs, Face-
book, Pinterest, and Twitter pages. This type of organic marketing is 
the best you can get!

3. Get behind the scenes
Every business wishes they had better images of their work. With a little 
cooperation and goodwill, wedding professionals can turn this need for 
images into a fantastic networking and advertising opportunity. 

If you’re a wedding photographer, offer to do a Vendor Tour for your 
blog. Let the vendor know that he may use your watermarked images 
at liberty on his blog, social media and website. With your watermark 
or logo attached to the image, every time the vendor uses the images, 
you get more marketing impressions. It’s good for your business and 
the vendor will thank you for years to come!

If you’re a wedding vendor, ask a photographer to do a Vendor Tour of 
your business and to share the images with you. You’ll be able to fea-
ture their photography on your website, blog, and social media, pro-
moting their photographic skills while also showcasing your amazing 
products through professional imagery!

#tidecreative

8

?
!





1. Embrace your bad habits
If you’re like most people with a desk job, at around 4:45 each after-
noon, your eyes inevitably start to wander from your work and begin 
to scan Facebook. Maybe for you it’s 3pm or a 10am coffee and Twitter 
break. Although many people still fight the urge or feel guilty for ne-
glecting their "real work," social media breaks have become a natural 
part of our work day. Stop feeling guilty! As a top solopreneur in your 
industry, you know social is a powerful tool. You just need to follow the 
trend of “Productive Procrastination.” Recognize that you want to spend 
the last 15 minutes of your day on social media and embrace it. Just be 
sure to resist the temptation to spend it on your personal accounts and 
peruse your business’s page instead.  

Make it the most productive 15 minutes of your day. 

#theweddinglife

Social media is a great way to promote your network 
and create connections with people whom you 
may not have a chance to meet with in person. But 

it has to be approached with caution. Social networks, when used strate-

gically, can propel your business forward faster than any other platform. 

But without goals and structure, distractions can take over and ruin your 

productivity.
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2. Give yourself a social to-do list
In order to use your Productive Procrastination break to grow your 
local referral network, create a generic social to-do list to remind your-
self of the best ways to spend this time. This should include things like, 
retweeting inspiration images, reposting old blogs, promoting upcom-
ing networking events, taking selfies in the office and tagging them 
#productiveprocrastination, etc. These are the things that will incre-
mentally grow your business over time and establish consistency in 
your social marketing.

 

3. Tag, tag, tag
Everytime you get the opportunity to tag another vendor in a post, 
take advantage! Tag their business name rather than their personal 
account if possible, and keep the content lighthearted but business 
appropriate. These tagging opportunities could include reposts of 
blogs that feature images of their work or any images from events 
which they contributed to or attended. Vendors will appreciate the 
addition of your content for use in their own social marketing efforts 
and will gladly reciprocate. 

#tidecreative
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4. Create lists for your network 
Sifting through your social feeds can be the most time consuming  
part of being socially active. In order to efficiently use your social time,  
create Twitter or Facebook lists that include only the top vendors in 
your local network. You will easily be able to see their activity from the 
past few days without the distraction of other family and friends. With 
these curated lists, you can make your 15 minutes into truly productive 
procrastination by easily "liking," commenting on or reposting these top 
vendors' activity.

5. Start a Private Facebook Group
One of the easiest ways to connect people is to create a private  
Facebook group that includes the vendors in your area. You don’t 
need a formal organization, a fancy header image or constant  
content. Simply create the group, and, as you meet new people in 
your area, add them to the group. Let the group grow organically into 
a space where you and your peers can share information and refer-
rals as well as ask for advice. Make sure to occasionally contribute to 
this group, but don't overpost. These groups often sustain themselves 
with little effort. The occasional article with valuable information, how-
ever, will be much appreciated and is also a great chance to connect 
with others online. Being the one to establish this type of group will 
encourage others to view you as a leader within your area and make 
you at the center of the network.

#theweddinglife
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1. Start calling yourself a leader
There is one leader in every neighborhood in every town. They host the 
neighborhood Superbowl party, and when they make a quick run to the 
grocery store, they might spend 45 minutes catching up with people in 
the deli section. How did these people become so connected?
 
They started calling themselves a connector.
 
It works the same way in our industry. By honing your ability to bring 
people together, you will establish yourself as the one person who  
other vendors and non-wedding industry people mention in conversa-
tion. Transforming yourself into a connector is great for business, such 
as when a local magazine wants to do a wedding feature and needs a 
contact person, or when a PR person for a local business wants to talk 
to a wedding expert. That’s you!

There are few words that ring as beautifully as, “Have you talked to Tom 
yet? He’s the person to ask about weddings.” You will be the regional 
expert who creates value for your business. This expertise, along with 
skill and professionalism, can help grow your business and allow you to 
charge prices that reflect your real worth.

#tidecreative

Have you ever looked at the leaders in your field 
and wondered “How the heck did they get there?” 

Everyone knows who they are, and everyone recommends them. We 

have seen inside some of these businesses and were surprised at the 

simple answers that got them to the top of their game. 
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2. Get people together in the same room
You don’t need to throw a fancy soiree to be the person who brings the 
network together. If you’re planning a coffee date with an established 
vendor, invite another wedding pro along for the ride. You’ll begin to be 
seen as the middle man, the one who others thank for introducing you 
to so-and-so. 

3. Stop being intimidated by “the competition”
Some people see all other vendors in a 50 mile radius as “the compe-
tition.” They refuse to “like” their status updates on Facebook and see 
their success as a personal loss. But competition in our industry is an 
illusion. There are 2 kinds of businesses in your category: ones that are 
similar to you (in price and style) and ones that are different than you. 
They are both vital to your referral growth. We hope that you’ve chosen 
a very specific business niche and identified your ideal client. This is 
especially important when it comes to referrals.

Other professionals that share your niche and ideal client may seem 
like competition, but when a qualified lead inquired about a weekend 
for which they are booked, you will be the one they recommend in their 
place. For businesses that are very different, when another vendor in 
your area has a lead that doesn’t match their price point or style, your 
business will be at the top of their recommendation list. 

#tidecreative
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