Visit the No. 1 Wedding Blog at Romance-Fire.com

Remance-Fire

30 July 20Q7 Newsdletter Issue 4
st For Your Wedding

A\ e %
= £

11
7Tips Even

Before You Step Into
the Bridal Studio!!!”
+ More

2007 Romance-Fire.com
] g o AR
5 A i

© 2007, Romance-Fire.com All Rights Reserved.



/ Jhong Ren runs My Wedding Blog- an online wedding diary that gives \

more than just the usual tips and advice on adaily basis. Check out
http://www.Romance-Fire.com now and by all means leave us your
comments, share some of your own wedding experiences and give us some
suggestions for new resources we can recommend to our community.

If this newsletter has benefited you, do pass on this
newsletter to your friend.

*This newsletter (worth US$20) is free to be distributed
& you won't be charged a single cent.
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STOP: Is the newsdletter you are reading outdated?

To download the updated copy, click here.
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Q. How to Look for Your Right
Bridal Studio?

| have the luxury of knowing
the boss of my bridal studio
and this makes the difference
in terms of treatment from
their employees.

| have heard of unfair
treatment of “ordinary”
clients just because of the
lower value of bridal package
they have paid.

It is not easy to tolerate this
kind of treatment. It is going
to make you feel from uneasy
to angry to frustrated and
eventually to helpless.

Wedding planningis
supposed to befun and
things are supposedly to go
along asplan. The
professional bridal service
providers are supposed to be
professional enough to give
the best customer service to
any customer and at least
treat them all equally.

These are all the
assumptions before wedding
planning. Thisisthe kind of
image portrayed by bridal
magazines and TV
commercials.

Thereare7 pointersto take note even before signing

on thedotted line:

#1. sales person is not the same asthose
coor dinatorswho will eventually serve you.

In the local context,
competition has been very
stiff especialy over the years
when more and more bridal
studios come into the
wedding market. More
studios are fighting over the
same pie.

| know when | went to a
wedding show, one of the
sales staff attended to us.

She was representing one of
the very exquisite bridal
brands.

| could only describe that her

sales pitch was so good that
abird could rest on her
shoulder and fall asleep. She
was that good!
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No onereally knows that
biasness still exist even
between customers and
bridal studio staff.

It literally means staff
gives different serviceto
different customers they
are serving

She gave us an “exclusive”
package and explained that
it was already the best ded
that they could offer and
no other studio could offer
at this price. However, a
few more visits to other
studios sounded the same
in the sales pitch.




#2 Do your
homewor k

Do your homework before
you go for such wedding
shows. Ask around from
your friends who got
married and ask them what
to look out for.

It would be abonusif you
could take alook at how an
actual wedding package
looks like. | got two of my
colleaguesto help. They
showed me their contract
and reminded me the things
to look out for and how to
bargain.

Discuss with your spouse-
to-be what your budget is
and what kind of package
both of you want. Discuss
whatever is to be discussed
before entering the wedding
show.

Remember the sales staff is
trained professionalsjust to
close sales. Therewon’t be
time to discuss when the
selling takes place.

A finetip isto agree to

walk off aslong as one feels

uncomfortable with the
sales pitch and walk of f
together. Sales people are
very good in making use of
incongruence. Aslong as
they know oneis still keen,
he or she will be targeted.

#3. Ask for
customers
feedback

Don't ever sign at the
wedding exhibition unless
you have visited their
studios and talked to their
customers.

Visit their actual office and
have a purposeful chit-
chat with their customers.
Ask how they find their
services, ask them if they
know any staff previoudly,
ask them what isin their
package.

Y ou may only sign on the
contract only if you have
done your homework.
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#4. Know what
you want for your
package.

Do you know what you
want for your bridal
package?

Do you need the bridal car?
Do you need two 15R
albums instead of one?

Do you need Made-to-
measure gowns or just off
the rack?

If you don’t require some
items, how could you use
them to bargain for other
items such as more 15R
photos?

-




#5. control your
buying impulse

Humans are impulsive
shoppers. We all shop and
buy things based on
emotions. Even if men are
considered logical thinkers,
we still buy some items
because it makes us feel
good.

| remember one friend of
mine took up an expensive
package which costs about
S$6000 and only regretted
when she reached home.

Another friend took up
more photos and she had to
pay another S$3000 on top
of her S$3000 bridal
package. First of all, her
husband didn’t stop her just
to show that he could
afford. Thisiscalled
“saving one' sface”.

The wife didn’t back off
just because the sal es staff
was a sweet-talker who kept
on praising that she was
really pretty, both inside
and outside of the pictures.
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H#6. Make a second
visit even if it takes
mor e of your time.

Remember some studios
allow you to bring the
photocopied sample list
home and they will get in
touch with you a few days
later.

The competition is so stiff
that they will never miss out
any chance of getting new
customers.

Bring the sample package
list home and take a bath
and discuss over a hot cup
of teawith your partner.
Make a comparison what
other studios offer and list
out what items you want to
have replaced.

With this new list, make
another trip down to the
studio, find back the same
staff and negotiate from
there. It will be easier for
you.
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#/7 Treat thesales

person like a good
old friend

Treat them like a human
and be friendly towards
them. Ask for their help to
give you more freebies.
Thisis only doable when
they find that they can
clique well with you.

Ask to beintroduced to the
senior staff so that you can
know them too.

The other junior staff will
observe and they have
always been observing. If
the customers know the
boss or senior managers,
they will most likely give
you better service.




JustMetal
" titanium |

titanium

SIOAR JRIPPOMANG

To know more about how you can place your ads here,
please contact our advertising team at : advertising@romance-fire.com

© 2007, Romance-Fire.com All Rights Reserved.




