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BRIDAL

Seattle wedding market SR

a new type of bride is here.

EFFECTIVE MARKETING

Today, Seattle brides are more hands on and opinionated than
ever before. Even if they have a wedding planner, they want to be HAS CHANGED.
involved in every aspect of planning their wedding. HAVE YOU‘)

Print and online are the primary tools brides use to plan her wedding.
However, with so many magazines and websites featuring an unlimited
number of advertisers brides are easily overwhelmed as to whom they
can trust. Plus, you as a vendor get lost in amongst hundreds of vendors
advertising the same services.

That s why we include only 4 vendors per category and
bridal marketing concept so amazing companies like the Trump Towers in
Chicago are working with us.

Are you

7 online including social networking sites

1 in print

1 in her email inbox T
T b|ogg|ng FUN FACTS:

1 being interviewed on podcast shows 1 There are more than 50,000
1 audio sound-bites so that she hears your B R
. eattle area annually

voice
1 36% of those brides are at
o) bridal fairs, 98% are online,
Have you set yourself up as the expert” 76% are purchasing wedding

Are you a_t her flngertlp87 publications and 92% tweet
No ? Then youol |
o T competition!




What's Included

Partner with us and receive:

Print marketing. This is NOT another bridal magazine.

T 8.5x11 wedding planning college-style text book with
checklists, timelines, over 150 worksheets on book stock
paper. Brides can either purchase a personalized 3-ring
binder or a perfect bound book.

The ads all are 7.5x10 in full color.

Only 4 vendors in each category allowed.

Distributed online and through bookstores like Amazon.com
and Barnes & Noble.

Design services are included free. For an example, please
flip through one of our other cities workbooks at
www.bridalworkbook.com.
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Online marketing including audio-bites. This is something
no other online bridal marketing site has.

2x2 banner ad

20 word description of what you do
Contact information

Link directly to your website

Audio-bite which is a mini audio commercial placed right

under your online ad. Simply call a phone number as-

signed to you, enter a code and record a 5 minute

Afcommercial o telling brides why the
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Direct email marketing through our weekly e-newsletter sent to
opt-in brides with wedding planning tips and ideas. We highlight
three new vendors each week.

Social media networking through

I Facebook,
9 Twitter and
1 Blogs.

You tell us all of the great things going on within your company
and we announce it to the world through social media and blog
posts as i f wedbve found an amazing ne
brides canét | ive without knowing abo

Bride leads including couples name, email address, phone
number and wedding date. This list is updated and put into an
Excel document for easy download every other Monday.

Podcast radio show inclusion as a featured professional.
(listen to a show online at www.bridalworkbook.com right now.)
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This is a 12-month online, in print and podcast radio show
marketing campaign for one low annual price!



Testimonials:

il just wanted t
and that | | ove
The results have been amazing. |
can see that 2010 is going to be a
great year for
you. o0

Beverly Mason, Radiant Weddings

u

AWor king with yo

been a wonderful experience and

| 6d recommend yo
Steve Tinetti Photography

was nervous t
podcast show
great exposur
BreeAnn, Pink Blossom Events

fi |
t he
me

fiYoubre wonder fu

so much for this

Cindy, Reeves Photo & Video

il bve received s

brides already. o

Maverick Productions

il have to tell

very talented graphics department

and itbés been a
with them. o

Jilladiar, Jilladair Cosmetics

Al just wanted t

brain child behind this company.
What a phenomena
Annie, Sheraton Hotel
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NATIONWIDE PLANNING GUIDES

Frequently Asked Questions

Question: How is your publication different?

Answer: Actually you should ask how are we the same? If
Or o] ring our book to a bridal

é%;ﬂz%%%%%?%%ﬁnlﬁ%p talke chadedtamets atds,

not “a madazine® When you think of a

going to find ads in it? No. Now think about a magazine. What

%%dy?ltlétshitrwén%fs?toAdS' and thatos

Question: How is your website advertising different?
Answer: Instead of linking your 2x2 banner ad and 20 word de-
scription to an additional webpage on our website that has de-
tailed information about your company, we get brides off our web-

sit on 1o yours guicker. A bride needs to be engulfed in your
mrcl%rlfcgt?ﬁ1 mga%r}zll ag' s%cs)sn as possible. Have you noticed that

ther weddi ing.websites advertise themselves as well as

gr':gheg?rgyg\?p?%nd%)rs on whoart nfaketisgpane?o s ed t o be
ltds because they want the bride to Kkee
on their own site. Shoul dnét they war
rﬁogthdelin I?ﬁ/ Igcéng qne p(_j’chure and a 20 word description

0\ ~Y O n rr-site fiwets her appetit
t glinklﬂtoaygur Welésfte. ug hY

why ¢

0
h
?

Question: What does your podcast do for me?

Answer: Brides are interactive. Their informational junkies. They
%I&t IE?h%%ir y%r&d see who theyol |l
?%?%%t. .your “"website work to do

convincéced yet that youbre good.

expert in your field and we recommend you to brides. Brides are
more apt to buy from someone who is recommended then just

%nj)tr()iei vengo iln ?msongg 2 grodp of the same type of vendor on
a directory website.

Question: Why are sound-bites important?
Answer: Agai n, brides want to hear
brides go to bridal fairs? They want to see and hear you. But

ho thqQusands tq sp ngb r two days of marketing at a bridal
air? P§§ pg‘;gvidi&g% gvay Eor (ryi)dees toghear your voice they be-

%og\esf%n}jli%r a Soimjé)rlta Iegwith you right away. The sound-
bites are meant tor vendors to give expert advice and then say,
Aifor more information give me
even put a call-to-action. This helps in setting yourself up as the
expert and creates a similar feeling for brides that a bridal fair

does without the cost of one. Plus, by providing a picture of your-
%elgnfxt tl? [p%sg@d—qn Bhe t%n(ij]eé:an put a face to the voice re- i
suPfPting in trust..and then sheo6l |
6SQ§FP8hP |l snobt

Answer:Ye s . I f all youdbre doing
emai | to a |ist of | eads then
wedre recommendi ng -ngvsletteritmoptdanu r
brides as a vendor not to be missed then brides will pay attention

to you. Word of mouth marketing is much more effective than
direct advertising.
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We set you up as the expert and someone worth paying at-

tention to. Youbre no |l onger
brides feel theyoéll mi ss out
you and thatdés the type of ma

umber .
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SILVER PACKAGE:

7.5x10 full color print ad (design services included)
Online banner ad linking to your website

Audio-Bite (mini audio commercial for your online ad)
Bride Leads
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Total: $499 for 12 months (save $100 by paying in full)
Payment Plan: Three monthly installments of $200.00 each

GOLD PACKAGE:

7.5x10 full color print ad (design services included)

Online banner ad linking to your website

Audio-Bite (mini audio commercial for your online ad)

Bride Leads

Social Media Networking (we blog, tweet and post to Face-

book your specials and events when they come up)

1 E-Newsletter Inclusion as a featured vendor (featured 4
times a year)

1 Personal one-on-one podcast radio show interview. You will

receive the html coding to stream on your website creating

additional authentication and clout. This will also be posted

on our podcast radio show page.

= =4 =4 -4 A

Total: $799 for 12 months (save $125 by paying in full)
Payment Plan: Three monthly installments of $300.00 each

DEADLINE: June 15, 2010
Workbook to print: August 2010

Sign up now before your category is filled!
We only allow 4 vendors in each category!
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Call (360) 539-8664 or sign up online at
www.seattleweddingworkbook.com/
vendors.htm



