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Welcome

We’ll be starting soon

Make it Social

@AlanBerg  

@cstse_show
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Get Alan’s

Newest Book and get his 

other books at booth 1209!



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



FROM INBOX TO 
INCOME: 
STOP THE GHOSTING 
AND CLOSE MORE 
SALES
•Alan Berg, CSP
• Fellow of the PSAUKI

• Global Speaking Fellow

• Executive Bourbon Steward

• Wedding Business Solutions Podcast
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What’s a 

Fake Lead?
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What’s a fake lead?

• Scams

• Spam

• Competitors / 

Secret Shoppers
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This is a fake lead…
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This is a fake lead…
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This is a fake lead…
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This is a fake lead…

Hello, My name is Lauren White. I will be 
having my wedding on December 8 2024 and i 
will need a DJ to perform at my wedding 
reception. Let me know if you will be available 
so i can give you more information about my 
wedding ceremony. Due to the nature of my job 
,i don't always come to this site but You can 
reach me through my personal email address 
and My Personal email address is: 
xxxxx@outlook.com
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These are scammers…
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This is a scam…
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These are spam/scams texts
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Having fun with a fake lead…

Brian Graham
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Scammers and Spammers are everywhere

• Email inbox

• Text messages

• Instagram messages

• Facebook comments

• Ad messaging

• ????
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Stopping the 

Scammers and 

Spammers is like

playing

Whack-a-Mole
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Spotting fake leads…

• Poor or odd grammar

• Check the email address

• No social presence

• Unusual payment requests
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So, what’s a 

Fake Lead?
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Are you getting 

ghosted??
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Ghosting
When a client/couple makes an 

inquiry, you reply, and then

they stop responding,

disappearing without explanation.
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If they’re ghosting you, 

is that a fake lead?

You don’t know!
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We’re all ghosting 

someone…

right now!
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Who are you ghosting 

right now?

Does that make you a 

fake lead?
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“They didn’t 

ghost the 

vendors they 

booked!”

As seen on FB:
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Scammers won’t ghost you…

…they want to continue the 

conversation!
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If they don't reply that 

doesn’t mean it’s a fake lead! 

It may be the way 

you’re replying…
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…or, maybe you’re just not 

their priority right now!
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What used to work,

may not work with today’s 

couples & clients



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

Conversion

When an inquiry

takes the next meaningful step

toward a booking.
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Numbers to Pay Attention To
Track These Metrics

Reply Time

How quickly you respond to 

initial inquiries

Reply Rate

Percentage of inquiries that get 

responses

Conversation 

Rate

Replies that turn into back-

and-forth dialogue

Close Rate

Conversations that become 

bookings

Follow-up Depth

Number of touches per lead

Call/Meeting/

Tour Rate

Replies that turn into live 

conversations/tours
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Do you know what your

conversion rate is now?
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Numbers to track…

•Number of inquiries & which sources

•How fast do you reply to new inquiries

• Inquiry to digital conversation

•Digital conversation to call/Zoom/Tour

•Call/Zoom/Tour to Sale
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Simple Math, Big Results

The Power of Your Conversion Rate

Number of Inquiries

Conversations

Call/Zoom/Tours

Sales



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

Simple Math, Big Results

Number of Inquiries

Conversations

Call/Zoom/Tours

Sales

100

30

10

3

30%

33%

30%
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Simple Math, Big Results

Number of Inquiries

Conversations

Call/Zoom/Tours

Sales

100

30

10

3

40%

33%

30%

100

40

13

4

+10

+3

+1

33% increase in sales

30%
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Number of Inquiries

Conversations

Call/Zoom/Tours

Sales

100

30

10

3

50%

33%

30%

100

50

17

5

+20

+7

+2

67% increase in sales!

Simple Math, Big Results

40%
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Number of Inquiries

Conversations

Call/Zoom/Tours

Sales

100

30

10

3

60%

33%

30%

100

60

24

8

+30

+14

+5

167% increase in sales!

Simple Math, Big Results

50%
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Number of Inquiries

Conversations

Call/Zoom/Tours

Sales

100

30

10

3

60%

50%

30%

100

60

30

10

+30

+20

+7

233% increase in sales!

Simple Math, Big Results

33%
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Number of Enquiries

Conversations

Call/Zoom/Tours

Sales

100

30

10

3

60%

50%

50%

100

60

30

15

+30

+20

+12

5X more sales, a 400% increase!

Simple Math, Big Results

30%
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How many steps are there from 

when they first decided they 

needed your product/service, 

until they contact you?
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The path to 

an inquiry is 

rarely a 

straight line
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The Steps Before an Inquiry

•Recognition of Need - ZMOT

•Early Inspiration & Ideas

•Budget Awareness

• Initial Research

•Shortlisting

• Internal Discussion

•Decision to Act - Inquiry

Email
Text
Contact form
WeddingPro
Social message
Live chat
Phone call
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Shortlisting

All of the choices Shortlist

Woo Hoo!
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Are you getting leads, 

but they’re not 

converting?
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ways to improve 
your conversion
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Shorten your 
contact form
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Mobile-First

Form Design

The 60-Second Test

If it takes more than 60 
seconds to complete on an 
actual phone, it's too long.

• Large touch targets for fingers

• Minimal typing required

• Auto-complete where possible
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Optimize Your Inquiry Forms

A large-scale study found that limiting a 

form to 4 fields rather than more can

increase submissions by up to 160%.

Even removing just one field can boost 

conversion rate by 26% to 120%

99robots.com/improve-contact-form-conversion-rate/
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Certain form fields discourage 

submission more than any other.

Captcha, Address, and Telephone

reduce form conversion rate.

99robots.com/improve-contact-form-conversion-rate/

Optimize Your Inquiry Forms
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Another study found that the telephone 

field caused 37% abandonment,

but labelling the telephone field 

“optional” doubled their form 

conversions.

99robots.com/improve-contact-form-conversion-rate/

Optimize Your Inquiry Forms
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“Put your phone # if you prefer texting”
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What do you need to know now?

Name

Email

Phone: 

“put your phone number if you prefer texting”

Date - “date is flexible” checkbox for venues/planners

Tell us more about your wedding/event

really
^
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Make your 

responses

mobile-friendly
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Do you know what your 

messages look like on a 

phone screen?
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TLDR…

and didn’t 

ask a 

question

How to get Ghosted more…
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TLDR…

and didn’t 

ask a 

question

How to get Ghosted more…
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Don’t use attachments 

that aren’t mobile-

friendly
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PDF Problems
Why Brochures Don't Work Well On Mobile

•Slow to load on mobile

•Hard to read on phones

•Feels like homework

•Requires downloads

•Not mobile-optimized

•Weak or no CTAs
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A Mobile Page Beats a PDF Brochure

If you feel you need to give them 

something, create a simple mobile-

optimized page with:

1. Aspirational Images

2. Text that talks about the results of 

choosing you - the WHY, not just the 

WHAT

3. Realistic Price Range

4. Social Proof to support what you said

5. One clear, easy call-to-action
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Write better 
messages



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

Crafting Better 

Messages to Improve 

Your Conversion
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Make an Emotional 

Connection

Help Them Visualize A Great Event

• Focus on their experience

• Use "you" language

• Paint the picture of success

• Keep it conversational

• Make it about them, not you
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Use Short Social Proof to support what you say

“Guests couldn’t stop complimenting how fun and 

engaging he was, everyone danced all night!”

“Casey delivered the most incredible photos 

(and fast, too!).”

“Best wedding venue of all time... they care 

about every detail of everyone’s experience.” 
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Give attribution for context and SEO

“We had an amazing day at The Kimpton 

for our wedding reception.”

- Lorraine, Charlotte, NC
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Continue the conversation with

one easy question at the end

• “Are you having both your ceremony and reception at the 

same venue?”

• “How many guests are you expecting will attend?”

• “Have you already chosen a venue for your holiday party, 

or would you like help finding the perfect location?”

• “Which part of the day are you most excited to set the vibe 

for?”

• “Where will you be getting ready on the wedding day?”

• “Are you including any cultural or family traditions?”



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

• Use their name when you can:

“Ashley, quick question about your wedding”

• Avoid corporate/robotic lines like: “Re: Your Inquiry”

• One idea per subject; keep it under ~6–8 words when possible

• Lead with “you,” not “we.” About their date, venue, experience, or 

vision.

• Avoid spam triggers: No ALL CAPS, excessive punctuation!!!, or 

“FREE/URGENT.”

• Ask a question: a micro-commitment or make them curious:

“One detail about your plans?” or “Can I confirm your guest count?”

Subject Line Tips
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Subject Lines Matter
Keep It Simple & Personal

• Quick question about your date

• A quick question about your fund-raiser

• Fresh menu ideas for your wedding/event

• A couple ideas for your [venue/vendor] search

• Next step for your Holiday Party, Jenn?

• Chris, will your guests dance?

• Can I ask one thing about your wedding plans?
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Use AI for subject 

line suggestions
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Subject Lines Matter

I asked Ask Alan Anything for 5 subject 

lines for corporate events

• [Name], quick question about your event

• Your team event at [Venue Name]

• A few ideas for your upcoming event

• [Name], let's make your event one they talk 

about.

• Can I ask one thing about your event plans?
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Subject Lines Matter

I asked Ask Alan Anything for 5 subject 

lines for weddings

• [Name], quick question about your wedding

• Your wedding at [Venue Name]

• A couple of ideas for your wedding

• [Name], will your guests dance?

• Can I ask one thing about your wedding plans?
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Don't ask for the 
call/Zoom/tour 
right away



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

Why they might be 

ghosting you after 

your initial reply…
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“Gen Z battling with 

phone anxiety are 

taking telephobia 

courses to learn the 

lost art of the call”
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“Gen Z battling with 

phone anxiety are 

taking telephobia 

courses to learn the 

lost art of the call”
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Don’t rush the process
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The goal of a 

tee shot is 

not to get a 

hole in one!
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The goal of your first reply is 

not to get the

call/Zoom/tour or make a sale!
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The goal of your first 

reply is just to

get them to reply!

Continue the conversation 

that they’ve started!
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Digital conversations are 

real conversations!
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•Too much, too soon

•They want low-commitment first

•It creates friction

•Trust isn’t built yet

Why Asking for the Call/Zoom/Tour

on the 1st Reply Doesn’t Work
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After replying to them, ask for a call, Zoom or tour

Make it Their Idea

• Gen Y Example: “I’d love to hear more about your 

vision and share some ideas that could help you save 

time (and maybe even money!). Want to hop on a 

quick call now, or is later today better?”

• Gen Z Example: “I’ve got some cool ideas I think you’ll 

love—want me to send a quick video or jump on a 

quick chat, or is tonight better?”
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Offer Alternatives First

• “If you’d prefer, I can send over some quick info first. 

Then, if it feels like a good fit, we could chat for a few 

minutes or even set up a Zoom call—totally up to you! 

OK?”

After replying to them, ask for a call, Zoom or tour



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

Getting them to have a call, Zoom or tour

Use a P.S.

•“P.S. If it’s easier for you to talk through some ideas, 

I’m happy to hop on a quick call or Zoom—whichever 

works best for you!”Use this link to find a time:”
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Talk about results, 
not just products 
and services
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Lead with Results and Outcomes, 

not just products and services

Write in the "you" voice, focusing on 
what they'll experience and feel.

"You'll have a packed dance floor all night!”

“Your guests will be raving about the food!”

“We bring your ideas to life!”
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Reply Conversion Tips

• Acknowledge their question

• Talk about results

• Ask one question, at the end, in its own paragraph

• Keep it short (1 phone screen)

• Make it personal

• Don’t force the call/zoom/tour… yet

• Use a PS to ask for the call/tour/zoom:

“PS - if you’re ready to tour our venue, just click here!”
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Don't be afraid to 

talk about price
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Why do they ask 

“How much do you 

charge?”

They don’t know 

what else to ask!
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Why Couples Ask “How Much…?”

• It’s the easiest question to ask

When they don’t know what else to ask yet,
“How much?” is the lowest-effort starting point.

• They’re overwhelmed

There are too many options and not enough time.
Asking for a price helps them quickly narrow the field.

• They don’t know how to compare vendors

Couples don’t buy catering every day. Price feels like the one
thing they can compare easily, even though it’s not the full picture.
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Why Couples Ask “How Much…?”

• They’re testing if you’re in their ballpark

They don’t want to waste their time, or yours,
if your services are way beyond what they can afford.

• They’re trying to take control

Asking the price makes them feel like they’re in charge
of the process, instead of being “sold to.”
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4 Ways to Handle Price Questions

1
Tell 

Them

2
Don’t 
Tell 

Them 
Yet

3
Starting 

Price

4
Price 

Range
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Tell them… ask for the sale

“Thanks for asking about having the late night snack. It’s 
a great idea to surprise your guests late into the party.

The slider bar is only $XX per person.

Should we add that for your wedding order?”
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Don’t tell them, yet

“Thanks for reaching out about having us bring creative, 
delicious catering to your wedding.

I’d love to give you our pricing, I want to make sure that I don’t 
leave out anything that’s important to you, or charge you for 
anything you don’t need.

Will you be having both your ceremony and reception at 
<venue name>?”
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Don’t tell them, yet

“Thanks for reaching out about having us help you have an 
amazing and memorable wedding celebration.

I can share pricing and make sure you’re not paying for 
anything you don’t need. I’ll tailor options around what 
matters most to you and your guests.

Quick detail so I can point you to the right packages: are you 
planning to have both your ceremony and reception here?”
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Starting Price

“Thanks for asking about adding a photo booth. It’s a great 
idea for something fun when your guests aren’t eating or 
dancing.

Our photo booth options start at $X and can go up a little, 
depending on your preferences.

Would you want the photo booth open starting with the 
cocktail hour?”
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Price Range

“Thanks for reaching out about having us bring our creative, 
delicious catering to your holiday party.

Our catering prices typically range from $X to $XXX, and our 
most-booked option averages around $XX.

Let me get a few details so I can narrow that down for you.

How many guests are you expecting will be able to attend?”



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

Price Range

Thanks for reaching out about having us help you have an amazing 
wedding experience! Most of our couples invest between $X and 
$XXX depending on your needs and choices.

I’ll tailor options so you get everything you want, and so you’re not 
paying for anything you don’t need.

Would you also like us to handle the rentals (tables, chairs, etc.) or 
is your venue providing those?
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Take 2 minutes

Give Feedback and Get a Bonus

Then we’ll get to #7



Then we’ll get to #7
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The simplest yet 

most effective 

way to boost your 

conversion rate…
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Follow up more 

and better
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Your biggest 

opportunities are the 

inquiries who haven’t 

yet said No!
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How fast do 

you reply to 

your inquiries?
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How many times 

are you

following up?
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How many 

times are 

you 

Following 

Up?

2023 - 2026

Companies secret shopped - 910

% who replied at all 84%

% who tried 2 times - 47%

% who tried 3 times - 31%

% who tried 4 times - 22%

% who tried 5 times - 17%

% who tried 6 times - 12%

% who tried 7 times - 8%

% who tried 8 times - 5%

% who tried 9 times - 3%

% who tried 10 times - 2%

Average Number of Follow-ups 2.5
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A Recent 

Facebook 

post …

57.5% said they 

only follow up 

once or twice!
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Which of these will you 

improve in the next 30 days?

Reply Time

How quickly you respond to 

initial inquiries

Reply Rate

Percentage of inquiries that get 

responses

Conversation 

Rate

Replies that turn into back-

and-forth dialogue

Close Rate

Conversations that become 

bookings

Follow-up Depth

Number of touches per lead

Call/Meeting/

Tour Rate

Replies that turn into live 

conversations/tours
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Be Persistent 

not 

Aggressive
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Results-Focused Language

These subject lines work particularly well with Gen Y/Z because they focus on outcomes and social proof rather than features or 

credentials.

They position you as the solution to their specific needs while building authority through implied success with other couples.

Better 

Conversion = 

More 

weddings 

and events!



© 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!



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



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

Thank you!
Alan@AlanBerg @cstse_show

Call/Text +1.732.422.6362

www.AlanBerg.com

Podcast.AlanBerg.com
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