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Welcome

We’ll be starting soon

Make it Social

@AlanBerg  

@cstse_show



Come and see the ONLY AI tools trained on

Alan Berg’s methods, books and best practices 

for wedding & event businesses, like yours!

For all wedding businesses
AI that books tours and 

meetings for venues & caterers

See us at

Booth 1209
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Get Alan’s

Newest Book and get his 

other books at booth 1209!



PRICE PERFECT: 

HOW TO GET PAID 

WHAT YOU'RE 

WORTH

•Alan Berg, CSP
• Fellow of the PSAUKI

• Global Speaking Fellow

• Executive Bourbon Steward

• Wedding Business Solutions Podcast
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Venues and 

Caterers Are…

•Overdelivering

•Undercharging

•Leaving Money on 

the Table



© 2026 AlanBerg.com • Wedding Business Solutions LLC @AlanBerg  @cstse_show

Why venues and caterers don’t raise prices

• Fear of losing bookings – chase clients away

• Underestimating their value – 

     Don't believe they're worth more

• Not knowing their numbers – 

     Can't justify increases without knowing true costs

• Wanting to "be affordable" – Absorb rising costs

• Avoiding difficult conversations – 

     Don't want to explain changes to clients/couples
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The Real Pricing 

Problem

Fear of Raising Prices

Leads To:

• Overbooking

• Burnout

• Low Profit

• Resentment
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Pricing Is Not 

Just About Math

It's About Mindset

• Perception

• Confidence

• Positioning

• Clarity
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Why Clients Actually Buy

They Don't 

Choose Lowest 

Price

They Choose

Results

They Want
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Stop selling catering

and venues…

and start selling

the results

only you can provide!
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Signs It's Time 

to Raise Prices

• You Book Too Quickly

• You Rarely Get Pushback

• You're Full Too Early

• You’re Not Profitable

• You're Exhausted
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If they don’t perceive 

any difference 

between your results 

and someone with a 

lower price…

the lower price

will win!
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Can you 

raise your 

prices now?
"Whether you think you can, 

or whether you think you 
cannot...

You're right!"
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Have you ever raised 

prices before?

Why?When?

How much?
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When Do You Have 

Pricing Power?
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You have pricing 

power when they want

your experiences!
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You have pricing 

power when they 

want your results!
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Everyone here 

can raise your 

prices… today!
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How do you set 

your prices?
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How do you set your prices?

• Cost-plus markup – Total costs + fixed percentage (30–70%)

• Factor / multiple of food cost – 

    Raw food cost × pricing factor (e.g., 3× for 33% food cost)

• Gross-margin target – 

    Work backwards from desired profit margin

• Market and value-based – 

    Adjust for location, positioning, and competition

• Based upon what competitors charge?
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Charge based upon the 

value of the results the 

customer perceives,

not the cost!
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Why matching a 

competitor’s Pricing 

is a trap…

You’re Copying

•Their Strategy

•Their Costs

•Their Positioning

•Their Mistakes!
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Their Price

Does Not Tell You

•Their Costs

•Their Margins

•Their Goals

•Their Profit
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Price for Profit

Not for Comparison
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The Profit Question

you need to ask:

How many events 

must I book at this 

price to be profitable?
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What Are You Selling

•Food

•Spaces

•Rentals

•Décor

•Menus
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You’re selling 

the results that 

only you can 

deliver
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Find the language to describe

your results in Your Reviews
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Reviews Reveal

• Your Differentiation

• Your Emotional Impact

• Your Results
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Use AI to find your results.

Turn review language into 

sales language
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Use AI for 

Competitive Analysis
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Are you making it 

easy or hard for 

them to choose 

your results?
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The Paradox of 

Choice

More choice isn’t 

always better
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First help them choose you 

as the caterer or venue…

then help them

choose a menu!
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Packages vs À La Carte
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À La Carte Creates Decision Overload

Packages Simplify Buying
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“Vendors who’ve switched from

à la carte to packages report higher 

uptake on mid- and top-tier packages 

versus what people used to choose 

from itemized menus.”
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How Packages Make it

Easier to Buy and Sell

• Easier decision-making – One choice vs. dozens

• Higher perceived value – Bundles feel like deals

• Increases average sale – Tiered pricing anchors up

• Protects your time – Prevents scope creep

• Positions you as an expert – You prescribe the solution
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Packages 

work for 

luxury 

purchases
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How many packages 

should you have?

Is 1 enough?

with upsells?

could
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Chef’s Tasting Menu is one 

package, with choices

“Regiis Ova Royal 

Ossetra Caviar”

$60 supplement

“Steak and Salad”

$135 supplement

“Mac and Cheese”

$160 supplement
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$780 per person if you 

choose all of the 

supplements!

$955 per person if you 

choose all of the 

supplements!
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You Can Have Many Options

Just Don't Show Them More Than 3

It’s your job to reduce the choices

before you show them options



© 2026 AlanBerg.com • Wedding Business Solutions LLC @AlanBerg  @cstse_show

Could/Should you

have 3 options?

• Good/Basic

• Most Popular/Best Value

• Best (kitchen sink)

(Only on certain Dates?)

(The only Choice on best Dates?)
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Why the Middle Option Often Wins
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Journal of Consumer Psychology

The Center Stage Effect

“Consumers believe that

options placed in the center of a

simultaneously presented array

are the most popular.”
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If you want them to perceive a difference,

use different language

• Silver

• Gold

• Platinum
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Ask AI for Package Name Ideas
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Packages Can Increase

Average Sale Value
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Are you good at 

up-selling?

If not, packages 

are your friend!
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"But Everything 

I Do Is Custom"
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Do you have packages

but almost always have

to modify them?
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Bundle What

They Usually

Buy Together
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4 Ways to

address Pricing

on your website
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No pricing

• Encourages all inquiries

• Some might not inquire



© 2026 AlanBerg.com • Wedding Business Solutions LLC @AlanBerg  @cstse_show

Full pricing

• Price shouldn’t be an issue

• They might price-shop you 

without making an inquiry
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Starting price

• It’s the cheapest thing you have

• Selling from the bottom-up
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Price range

• Gives them “an idea” of price

• Reduces the tire-kickers
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Why show pricing on your website
• Couples expect it – Millennials and Gen Z demand transparency;

     no price = instant bounce

• Prequalifies inquiries – Filters out wrong-budget leads

     before they waste your time

• Builds trust and credibility – Mystery pricing signals

     "too expensive" or hard sell

• Positions your brand – Clearly shows whether you're budget,

     mid-range, or luxury

• Closes more right-fit clients – Transparent pricing converts

     better than "contact for quote"
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Maximizing Profits
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Your most valuable 

inventory isn’t on a shelf 

or in a refrigerator… 

…it’s on your calendar!
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A+
A+
A+
A+

A
A
A
A

B+
B+
B+
B+

C
C
C
C

What are your…

A+ Dates

A Dates

B Dates

C Dates
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Source: The Knot 2026 Real Wedding Study

October will again be the most 

popular wedding month!
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There are 28 Saturdays 

between May 1st and the 

first Saturday in November

How many are there in your 

high-season?
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Different Dates

Different Demand

Different Prices
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They already experience 

demand-based pricing

• Airlines

• Hotels

• Rideshare

• Event & Sports Tickets
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Are you discounting

out of habit,

or because of supply and 

demand?
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Only discount to

encourage behavior

that isn’t already happening
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Discounting Lowers Perceived Value
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Every dollar you 

Discount, without 

getting something 

back of Value, is Profit 

you’re giving away
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Every Dollar you 

Raise your 

prices, without 

adding cost is 

Pure Profit
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Take 2 minutes
Give Feedback and Get a Bonus

Then we’ll get to 

handling price objections
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Then we’ll get to 

handling price objections
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Price 

Objections Are 

Rarely Only 

About Price
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People spend more than they 

originally intend,

because they want results 

they can’t get at a lower price!



© 2026 AlanBerg.com • Wedding Business Solutions LLC @AlanBerg  @cstse_show

"That's more than we 

wanted to spend."
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“I get it - budgets are real. Most couples 

start with one number, then realize the 

results they actually want cost more.

Which matters more to you - a lower price 

or the results you described?”
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“I totally understand. You can find a 

lower price, but if you could have 

found results like ours cheaper, you 

would have booked already.

Should we get started planning your 

amazing wedding experience?”
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“You’re more expensive 

than the other company 

we saw.”
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“If the other company could give you 

the same results and experiences that 

we can, they'd be charging what we 

do. Should we get started planning 

your wedding experiences?”
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“I’ll buy if you match the 

other vendor’s price.”
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“You can have their 

price, or our services.”



© 2026 AlanBerg.com • Wedding Business Solutions LLC @AlanBerg  @cstse_show

“You can have their 

price, or our results.”
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“You can have their price, 

or our experiences for you 

and your guests”
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Your Action Steps

Price for Profit Sell Results

Use Reviews to

Prove the Value
Raise Prices When 

Demand Allows
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Get Paid What You're Worth

Because Your Results Aren’t

Available Anywhere Else!
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See Alan’s other presentations

• Wed. 11:15am – room 409AB: Stump 

the Expert: A Fast Chat with Alan Berg

• Wed. 3:00pm – Ignite Stage

From Inbox to Income: Stop the 

Ghosting & Close More Sales



© 2026 AlanBerg.com • Wedding Business Solutions LLC @AlanBerg  @cstse_show

Come to Alan’s booth 1209 

to see how AI can

book the tours and 

meetings for you!
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Thank you!
Alan@AlanBerg  @cstse_show

Call/Text +1.732.422.6362

www.AlanBerg.com

Podcast.AlanBerg.com
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