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PREFACE: TO THOSE WHO ARE LOST 

I am writing this book for all the hardworking 

photographers, videographers, planners, DJs, make-

up artists, coordinators, decorators, officiants, 

florists, and every wedding vendor who sacrifices 

their time, money, and energy to serve their 

wonderful couples. 

This is especially for those who feel they can’t 

close any wedding deals at a higher rate. And to 

those who feel there is a glass ceiling above their 

creative head, there shouldn’t be a limit to your 

powerful service anymore. We’re here to change a 

few things so that you can go about your day feeling 

more confident and excited about running your 

wedding business.

First, let’s focus on YOU. The goal of this book 

is to change your perception of selling your service, 

your abilities, and closing the bigger deals… and 

lots of them. Or at the very least, understand what 

you're worth and possibly charge based on your 

needs and wants.
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For the winners in life, they understand that 

those who decide on their passion, work, and 

dedication are not dictated by the story in their head 

because some wedding platform, wedding 

magazine, or Facebook group decided it for them. 

The winners go out there and hunt for their tribe and 

bring home the meat. This means ultimate freedom. 

Free from a boss. Free from a limit to what you can 

earn. If winners want more meat, they hunt 

whenever they please.

If you are struggling to gain consistent work, 

this is for you. If you are working a nine-to-five job 

and want to turn your hobby into money-paying 

work, this is for you. If you think having a reel is 

the key reason why you are not booking, this is for 

you.

Do not let anyone in this world tell you what 

you’re worth. You get to decide that. Your main 

challenge here is to begin from scratch so that you 

have a rock-solid foundation where your business 

doesn’t fall beneath your feet even during a 
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worldwide pandemic. If you’re ready to move on 

and conquer ahead, let’s go. Time is money.
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CHAPTER 1: THE GENESIS OF A LOVE STORY 

If I may begin from the start- 2010. I was learning 

how to produce videos at The Art Institute of 

California - Sunnyvale. Sitting in the classroom 

learning how to produce movies was my form of 

meditation and for an egotistical comparison- what 

basketball means to Michael Jordan.

It was a good time to learn about video 

production. DSLRs were readily available in the 

market and in my situation, available to rent from 

our school’s equipment room. Nearly every 

individual attending the school that wanted to 

operate a camera had a camera primarily gifted 

from their parents or aunts. I had nothing but the 

will to learn.

I practiced every weekend and at times, during 

class. During this phase in my life, my thought 

process was- to be successful, I needed to immerse 

myself in the world of videos.

So I started with the camera. I learned how to 

use it, its every technical specification, and the 

infinite combinational plus expensive accessories. 
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Then I understood how video production is 

executed from idea to marketing. I wrote scripts 

daily. I would pitch them to executives, producers, 

and filmmakers. There were times, I would make 

weekend trips to Los Angeles to see if I can strike 

gold in a coffee shop on Sunset Boulevard or in a 

bar in Burbank.

Then something caught my attention, I noticed 

several people in my class would shoot wedding 

videos as a side hustle. Which at the time, I thought 

was just a waste of time considering we are all 

learning how to make Hollywood movies and not 

wedding videos. So with my insane curiosity, I 

would take a peek at their websites. Watching these 

wedding videos felt like I was watching a music 

video of sorts. There was no substance to anything 

that I saw. Just a compilation of the day. But I was 

impressed that people would pay videographers to 

shoot the most important date of their life. I 

assumed only uncles would take on that 

responsibility. It was a different world from what I 

was used to.
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So I asked a peer, who was active in the 

wedding industry if I can be a second shooter at one 

of his wedding gigs. He obliged.

My first wedding was only thirty minutes. I shot 

only the ceremony. Standing in the back with a long 

lens on a tripod. That was it. And I loved every 

minute of it. The atmosphere was simply angelic. 

The couple recites their vows, the officiant 

announced that they are officially married, and 

friends and family showed support and love. I WAS 

HOOKED.

And for that gig, I was paid a measly $50... for 

food and gas of course. But getting paid was not the 

point. The point was to experience the nature of a 

wedding and understand the mechanics of it and 

absorb the grandeur of every milestone of that 

ceremony.

So what did I do next? I loved shooting so much 

that I sent feelers out to every wedding 

videographer I knew if I could second shoot any 

available weddings. How many weddings did I get? 

NONE. I went to my next available option- 
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Craigslist. Yes, I applied to various listings. 

Weddings, commercials, short films, you name it 

and I submitted my portfolio/resume. How many 

gigs did I book? You guessed it- none. I felt like a 

failure. Nonetheless, at that age, I couldn’t decide 

what my path was going to be because I lacked 

experience. I was discouraged, but I just knew 

failing with a degree wasn’t an option.

So for the next six years, I stuck to producing 

short films for students, graduated the damn school 

with $100k debt, got a job at a movie theater, and 

moved to Los Angeles with hopes of making it in 

the movie industry as a 1st Assistant Director, 

working 16-20 hour days on film sets while trying 

to make my movie theater job work, and then 

eventually hitting rock bottom- I became homeless.

So I took my ball and went home.. my parent’s 

home. They had a bed in the garage for me to rest 

my head. I couldn’t believe all that hype that I put 

on social media - ‘Jonas, the next big movie 

producer.’ 
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I then applied for a sales job going door-to-door 

selling television cable. I was so deep in a ditch that 

probably would have been better if there was a 

casket for me to lay in.

If this is starting to sound familiar to you then 

stick around. What was I doing wrong? I had the 

training from my bachelor's degree to prove it. I 

knew I had what it took and better yet, I knew I was 

"worth it". I had the right connections and the tough 

filmmaker attitude. Something wasn't clicking.

Then a good friend- Omar Del Rio had my back. 

A position as a “photographer” for Google via 

Addeco was available and he threw my name in the 

basket. I had my first interview and aced it with 

flying colors. A position within the Google 

community meant I’m a somebody.

For the next two years, I traveled state to state 

and was on the open road. It was such an amazing 

time. My worldview experience expanded. I was in 

love with traveling. The best part of that journey 

was being able to work with clients from different 

states, with different characters, different 
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backgrounds, and different needs. By the sixth 

month, I knew something wasn't right. I didn't want 

to continue this journey alone. So I called an old 

classmate from The Art Institute - Tatjana. 

[Pronounced Ta-ti-ana.]

To my surprise, she flew out to see me in Las 

Vegas. On the first day, we hung out. We explored 

Vegas, had lunch, went to Margaritaville to have an 

afternoon drink, and did some gambling, you know- 

typical Vegas stuff. On the third day, she left for her 

return flight back to San Jose and I traveled on to 

Tucson, Arizona.

A month passed and during that time, we kept in 

touch. A phone call here, a phone call there. I 

enjoyed our conversations. They were real, fun, 

silly, and simply- fantastic.

I wanted that all day and every day but in the 

flesh. Out of the blue- I asked her- "do you want to 

travel with me?”

Silent response. I mean, how could she go on 

this journey with a guy that she never spoke to in 

college? See, we only had one class together and we 
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never spoke a word. Just a casual "hello" as we 

passed by in the hallway. We were friends on 

Facebook and Instagram but nothing more. 

So several weeks had passed and I knew with all 

my heart that I wanted her to experience this 

abundant life that I was experiencing. I never 

brought it up but we talked all this time. Something 

was brewing between us, but it never really got to a 

certain point. So I cowboy'd up and I asked her- 

“I'm coming back to the Bay Area in a week, but 

I'm only staying for the weekend. I'm going to 

continue work next Monday in Colorado. This 

might be the only time we can hang out. My friends 

and I are going to BFD at Shoreline (a series of 

concerts), would you like to join?"

And in typical Tatjana fashion... major radio 

silence. It's like Godzilla just destroyed the cell 

tower hosting our phone line. I also felt like there 

was a huge lump in my throat that I couldn't 

swallow. I kept thinking- was I too much? Did I 

come off strong? Does she even like me? She 

probably thinks I am only a FRIEND. Then when 
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she started talking again, she changed the subject. I 

felt like a major loser. I knew this was not going 

anywhere. At the end of the conversation, right 

before we said our goodbyes, she said “Yeah, I’ll go 

to the concert.” My heart lit up!

After  performing photography work in remote 

places that had no cell service like at a super 

volcano in New Mexico, the high elevations of the 

Rocky Mountains, and middle-of-nowhere towns 

like Las Vegas, New Mexico, I was eager to see 

Tatjana again live and in color.

That weekend was like no other. We went to the 

BFD concert, went out for ice cream, and also to an 

art walk- which she loved. On one of the nights, she 

invited me to a club in Campbell, CA. A night out to 

meet her sister.

Once the first night concluded, Tatjana dropped 

me off back at my parent's house where I was 

staying. We had a long conversation in her car about 

the elephant in the room- this "thing" between us.

See I am like any other man, confused when it 

comes to women. I knew I felt something, but 
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maybe it was just my desire to have someone there 

during my journey. Maybe I'm just in the friend 

zone, never to cross that border beyond the fine line. 

It was bothering me so much to the point that - dare 

I say - wanted to shed a manly tear. So before I 

exited her car, I had one Hail Mary. I had nothing to 

lose at this point. I was either going to break out of 

the friend zone or completely lose contact with her 

forever. 

So I did the unthinkable. I said, "I had a great 

time with you tonight.” Then I went for a kiss! Not 

just a normal peck on the lips, but a sincere one. 

And the crazy thing about it is that she kissed me 

back! My heart started pumping, the adrenaline 

flowing through my body, and my mind exploded 

from angelic bliss. Tatjana then said, "I'll come with 

you to Colorado.” 

I couldn't believe it. My eyes lit up. My spirit 

jumped out of my body and felt like I had a 

heavenly experience. What did I do to deserve her? 

Let alone be in her presence? This moment was so 

surreal that it felt like a movie director was going to 
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say "cut" at any moment and I'd crawl back to 

reality. But this was real. So real that we both left 

for a one-way flight to Denver, Colorado and the 

rest was history.
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CHAPTER 2: LIFE EXPERIENCE 

Sell: persuade someone to accept.

The reason why I wrote about our genesis is that it 

taught me something valuable. See, every human 

being is born as a seller or a really good closer. As 

babies we would cry so that we can get fed, 

convincing our parents we need to eat. As teenagers, 

we begin to negotiate. Thus telling our parents 

“Mom/Dad, I'll clean the house if you allow me to 

borrow the car.” And then when we become adults... 

we convince our counterparts to move to a new 

town, buy something ridiculous and try to justify it 

or have babies. We utilize our human instinct to 

survive in the type of world environment we’re in.

As people, it's human nature to convince others 

to buy into whatever we want them to believe. For 

instance, the United States of America convinces its 

citizens about their freedom, movie actors convince 

their audience with their performance, an athlete 

proves their athleticism to fans, big brands market 

their products to key demographics, and you 
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guessed it, you will try to convince couples to buy 

your service.

Remember, every single day we are selling. 

Sometimes we are convincing each other why it’s 

better to go vegan, other times we convince our 

significant other why we bought a new pair of jeans 

when we don’t need them, or sometimes we peer-

pressure each other to take a shot of hard liquor 

(when knowingly everyone doesn’t like that burning 

sensation).

Selling is a part of the human experience. No 

matter the age, race, gender, or how stupid the idea 

is going to be. We just do it. Think of a time that 

you’ve tried to convince someone of something. It 

was stupid right? But don’t worry about it, that was 

in the past. Let’s be present. Now you can sell your 

amazing business service to newly engaged couples 

without feeling guilty about it.

In later chapters, we are going to uncover what 

it takes to convince couples to buy your service 

without sounding like the typical car salesman (no 

offense to people selling cars). We are going to 
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uncover certain truths and debunk myths that are 

constantly put out there by people who say- "the 

wedding industry is slowly dying!” or “the 

pandemic is killing my business!”

Because that is simply not true. What is true is 

the fact that we tell ourselves certain stories and we 

begin to think those concepts in our minds are true. 

Nothing is more powerful than belief and if you 

begin to believe certain things because someone in a 

podcast said it or a wedding platform says the 

average couple should book you at $X amount, then 

allow me to shed some light on your wedding sales 

process. Block the noise and focus on yourself.

And to think that the wedding industry is dying? 

It's not, people are selling their services like robots 

and it's getting ridiculous. Even if you’re in a 

severely hit pandemic area, you can still make this 

work for you. If you think about it, millions of 

couples tie the knot each year, in every single U.S. 

state, and every corner of the world… not sure 

about Antarctica. (That would make for an epic 
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destination wedding.) Always keep in your mind 

and heart- that love always wins.

So why are most people struggling? Why is the 

struggle so real that we try to convince others that 

the industry is failing when in fact, you might have 

lost sight or haven't learned the true reason why 

couples won't book. I'm here to say that the reason 

why couples won't book is that- you are the 

problem. 

I learned this early on and to provide a quick 

summary, the reason Tatjana decided to go with me 

to Denver was not because of the traveling, the 

sightseeing, the opportunity to work, etc. She went 

with me because of me. I want to pre-frame that 

from the get-go because two kids later.. here we are 

still madly in love, traveling with our kiddos, and 

building epic businesses.

Brides and grooms don't want your service nor 

do they need it. They want it. They like the idea of 

what your service can do for them. It’s as simple as 

that and nothing more. Then why do we struggle to 

book couples that inquire?
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Well, this is a very emotional industry, would 

you agree? With everything that's going on for a 

bride- the planning, decision making… heck, even 

just the thought of getting married and moving on 

with life. This whole industry is based on emotion, 

this whole industry is built on relationships, and this 

industry is built on your portfolio... (just kidding 

your body of work has little to do with the final 

decision making. It increases your chances, but your 

work is just to demonstrate that you're capable of 

the services you're selling.)

If you do these several things, then you could 

increase your chances of booking the couple by a 

whole margin: 
1. Building emotion into your sales process so 

that your chances of booking a couple could 

significantly increase.

2. Include a story into your sales process so 

that your chances of booking a couple could 

significantly increase.

22



3. Connecting with the couple with your 

awesomeness so that your chances of closing 

could significantly increase.

4. Understanding how to ask the couple the 

right questions so that your chances of winning 

the bid could significantly increase.

5. Gaining the belief of yourself, your service, 

and having the couple believe in you.

So get out of your head and focus on building 

emotion, a story, your awesome vibe, a stronger 

belief system, and knowing how to ask questions 

the right way. If you at least work on one now and 

the rest as you progress, by no time you are going to 

be a wedding selling machine.

Now I will say selling is not for everyone, but it 

is necessary if you are planning on sticking in this 

industry and making this your career. It’s up to you 

if you are going to tell yourself that you can’t do 

this because of [insert excuse]. Or if you’re going to 

take the helm of your destiny and grow while in the 

process. The choice is yours.
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When we began this wedding business journey, 

we were out of work. We completed our mission 

with Google. But we had zero income coming in 

when our first son was born. The reality was setting 

in real fast. And the thought of having that safety 

cushion by the largest company in the world was 

gone.

So we needed to do what animals instinctively 

do when their backs are up against a wall- survive. 

We made a choice soon after our son was born to 

make sure he grows up having the necessities to 

grow in this world.

So we kept making things work. We screened 

our documentary and charged friends and family 

$10 to watch our film. They also bought paintings 

and artwork that Tatjana had made herself when we 

were on the road.

We discovered a platform where we could put 

out our photography and videography services to 

good use. We only made $3900 in the span of 3 

months between Oct - Dec. Just enough to cover 
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rent each month. We were struggling big time but 

still had our hopes up.

We knew we just needed to adjust and make a 

few behavioral habits to realign with the photo/

video industry. So we started sleeping early, waking 

up when the sun rose, and making very healthy 

meals to keep our energy going.

So we did just that, we made those small 

adjustments. It wasn’t long before our heads 

cleared. The result? It brought us to the next level of 

freelancing.

Little by little, we kept a tally of how many 

people we spoke to, whether it was business 

owners, couples, or just trying to make connections 

at a coffee shop. We kept improving our business 

acumen to make things more efficient.

By March we were finally making something 

work. Our gears were turning and figuring out how 

we were going to make our dream come true. 

Inquiries were abundant and never-ending.

By the end of that year, we booked over fifty 

clients and had produced so much photo/video 
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content that we were perplexed about how we were 

able to make it work in less than a year.

We followed different photographers and 

videographers on social media and saw a stark 

difference. And this is no way of tooting our own 

horn but what we had was something they didn’t. It 

wasn’t the gear and it was not the portfolio. The 

biggest difference was that no matter if we failed or 

if we made mistakes, we were going to learn from 

them and keep going. The folks we followed were 

causing their failure. They kept putting themselves 

down and tried to bring everyone around them 

down with them. That was heartbreaking to see.

Our determination to improve as time went on 

was our driving force. We knew we were still green, 

but we knew we had to make mistakes along the 

way to learn from them.

It’s like being a little kid and touching the 

stovetop burner. Once we experienced something 

“negative”, we weren’t going to do it again. We 

were going to do the opposite.

26



It is now July 2022, our average booking is 

$10,200. Our lowest is $5,000. Our biggest package 

is $25,200. We service about 1-2 clients per month 

giving us plenty of room to travel, time to focus on 

our clients, and our family, and this extra time gives 

us the opportunity to improve on ourselves.

So do you have what it takes to keep making 

mistakes and owning up to them? Do you have what 

it takes to be an actual adult and take the blame for 

your failures/mistakes? If so, this book is here to 

provide you with the much-needed guidance that 

you’re seeking. 

Our generous $25,200 destination client.
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CHAPTER 3: HOW I CLOSED MY FIRST 5 FIGURE WEDDING 

Before we move on to building a solid foundation in 

your sales process, I want to share a wonderful 5-

figure win that might give you the motivation to go 

beyond standard rates.

Both Tatjana and I were in the second year of 

our business. 18 months in. The full time of not 

skipping a beat. During this time, we sought 

mentorship. I found this guy on Youtube in all 

places. But I knew by scouring the Internet, I would 

be able to find someone who can guide me on my 

journey. Or maybe find someone who has or is 

going through something similar. His name is 

Marcus Rideout. To summarize his channel- it’s 

simply about selling video production services at 

higher rates. Everything he was talking about 

confirmed wholeheartedly everything I was feeling 

at that time which was mainly my frustration of not 

hitting the right notes during the sales meeting.

 So I joined his group- the Video Warriors. A 

group of videographers honing in on their selling 

ability skills into a fully functional video production 
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business that helps business owners create assets for 

their business. Although they were teaching their 

courses on selling video production to business 

owners, to make a long story short, we masterfully 

converted their teachings and applied them to our 

own since to us, video for business and wedding 

videos is all relative. I’d like to add- we were 

averaging about $1,500 in wedding packages at the 

time. But since being mentored by Marcus and 

another co-founder Nik Koyama aka the Video 

Warriors, we began to see a major shift in our 

selling propositions. The way we thought about the 

whole wedding industry changed. It changed so 

much that just after our first call- Marcus Rideout 

challenged us to reach out to prospects and past 

clients and sell them services and products that we 

hadn’t thought of selling. By the end of the 

weekend, we had an extra $12,000 in our pockets. 

Not bad.

Since this whole mind shift began to take place, 

our perception of everything changed. The way we 

conducted our meetings, how we spoke to business 
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owners, and even the way we spoke to clients. We 

began selling wedding videos for an average of 

$2,500 at beginning of 2018. So something was 

working. It might have been the whole mind shift, it 

might have been the people we allowed around us, 

or it might have been seeing our higher self in the 

future.

Then in June of 2018, it was a fantastic Saturday 

morning and I received a notification on my phone 

that an inquiry went through my website. At the 

time we had the What Is Your Budget? The question 

in our inquiry form was a reasonable question given 

we didn’t know any better. The couple typed $2,000 

- $3,000. Which was in our range of capabilities- 

and the idea of thinking that we told ourselves and 

that we’re never going back to.

I then had a meeting with the bride later that 

day. We talked about her and her fiancé, how they 

met, the engagement, what the wedding is going to 

look like, and the whole shebang.. aka a standard 

call. But in the back of my mind, something was 

talking to me, or rather someone. It was my higher 

30



self from the future. A person whom I would 

daydream of since my college years. He was 

cultivated over time and changed many forms. But 

this “Jonas” was indeed a person of value, respect, 

and finite time. He kept telling me- “DON’T BE A 

LITTLE B*TCH. Just ask.”

As we were nearing the end of our call, she 

asked how much I was going to charge. I quoted her 

a $13,000 flat fee. Major silence… Then she 

thanked me and that she’ll speak with her fiancé 

about it… I wasn’t worried at all nor was I offended 

that she didn’t give me an answer. All I knew was 

that she didn’t say “no.” I also believed that if she 

didn’t follow up, then it wasn’t going to be the end 

of the world. I always say there are plenty of brides 

out there with the same wedding day that would be 

happy to book us instead.

The next Monday I received a text from the 

bride saying they couldn’t do the $13,000, but they 

would like to offer $9,500. At the time we hadn’t 

sold anything higher than $5,000. But with my 

Video Warrior training, I knew the only way it was 
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going to be reduced is if I removed items from the 

total price rather than give the couple everything at 

a lower price. So I gave her a call. In the end, we 

ended with a highlight video that included the raw 

footage. I was so excited to get things moving 

because I knew it was going to be an epic wedding 

and I had just closed my biggest deal to date.

Two months later, we decided to prep the bride 

and groom for their wedding day. They just kept 

talking about how their dance routine was going to 

be for their closest friends and family. They 

sounded very proud of their dance routine. 

Something they have been practicing for a very long 

time. However, they were deeply worried. Not of 

stage-fright, not of messing up, not of wardrobe 

malfunctions, but if anyone was going to show up 

for their big performance. So I listened to the two of 

them talking about friends coming from different 

states and from outside the U.S. and they just kept 

mentioning the things that were going to go wrong. 

We were on a three-way call. I honestly think 

that they were so worried about their guests that 
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they forgot I was on the line with them. So I jumped 

in and said-  “I have an amazing idea.”

See in my Warrior training, they taught us how 

to diagnose a business properly and recommend 

videos that would solve the business owner’s 

problems. So I applied the same principle. They 

kept bringing up the big problem (that was never 

going to happen anyway) and I suggested a solution 

to solve their problem- a save-the-date video. 

Because they were so scared of not having the 

guests RSVP, I simply suggested something that 

would provide an RSVP method but with an 

emotional and pre-framing tool for the guests. They 

loved the idea! But I wasn’t finished there.

I had also suggested a longer version of their 

highlight video that if the off-chance that people 

didn’t RSVP, they could send the video to those 

who wouldn’t be able to make it and watch their 

performance in its entirety. They loved this idea 

more than the save-the-date video but knew they 

needed to have both videos.
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To recap, the base $9,500 included the $3,500 

“discount.” I caved in on my original offer because 

I had never sold anything that large before. (I 

stopped discounting after this couple for growth 

reasons. I learned my lesson.) I should have been 

firm with the $13,000 because, in retrospect, they 

came back with a counter-offer, meaning that we 

had them hooked in the beginning, we just didn’t 

close them the right way.  So what did I charge for 

both videos? An extra $1,600. Putting their total to 

$11,100. So what happened there? How did we go 

from $13,000 down to $9,500 and back up to 

$11,100? Here is a breakdown of five categories.

A. LISTEN - In the first call, all I did was listen 

because, to understand what they wanted, I 

needed to find out how our services were going 

to be the solution to their problem. So I asked 

about what they had planned and simply 

listened. I found out that there were many 

people involved in the planning stage they felt 

no one was listening to their ideas. So at that 
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point, I began building this trusting relationship 

just by listening. This is key while on a sales 

call because as humans, we all want to be seen, 

heard, or recognized. Their closest friends, 

family, or even vendors didn’t allow them to 

have that. That’s how I got into their door.

B. STORY - From there I established a better 

foundation when I told them a story. This story 

was the genesis of our company. The “why” (I 

will explain in a later chapter how this is crucial 

to closing higher-ticket couples.) When they 

heard our “why”, it helped them understand 

who we are and our values as a company. If 

you’re in a specific industry, niched down to a 

specific category, no matter how good you are, 

or how powerful your SEO is, nothing is more 

powerful than having a “why”. It separates you 

from being just like everyone else in your 

industry.

C. EMPATHY - This works side-by-side with 

listening. If you understand their pain, let them 

know. Nothing connects us better than when 
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someone else understands our pain. With this 

couple, it’s painful to not be the center of 

attention at your event. It’s painful stressing for 

a one-day event. It’s very painful to have ideas 

and for no one to consider them. When you 

identify these issues, take note. Feed it back to 

the couple and let them know that you’ve heard 

them but most importantly that you understand 

their pain. Your connection will be a lot closer.

D. SOLVE - Once you’ve given them time to say 

everything they need to say- how they got 

engaged, getting to know them, etc. Solve the 

problem (that you’ve listened to) with what 

your business is meant to do. For us, the save-

the-date video was the solution to their RSVP 

problem. The longer video was the solution to 

their “I can’t make it” guest problem. How is 

your business going to help them reduce the 

problems they have or are going to have? 

Simply put- listen, find the issues, then solve 

the problem with a suggestion.
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With these simple human skills- a foundation 

will be built, your bond will be tighter, and the trust 

will be rock solid. Do you have these simple tools 

in your selling arsenal? If not, it’s a good time for 

you to include these practices in your sales process. 

The better prepared you are, the better position 

you’ll be in once the BIG question is asked of you- 

“how much?”

Frankly, there will be mistakes on your end. If 

you’re new to this, just know that it will take some 

practice and that’s okay. You’re not a robot. Just a 

person trying to understand it all. I made a big 

mistake taking their lower offer initially. And the 

bride mentioned that she had been following us for 

months leading up to this call. She was a big fan 

from the beginning and I should have picked up on 

that. So the best thing to do in these calls to move 

the conversation going is one simple thing- ask 

questions.

E. ASK QUESTIONS - It seems simple enough, 

right? But to know how to ask the right, 

effective, and efficient way is integral to the 

37



whole sales process (I will cover an entire 

chapter on - how to ask questions). Today, I 

listen to the couples very carefully. They let out 

the tiniest clues for me to pick up on. How do 

we pick up on these tiny clues? Well, we let 

them talk. And especially brides- they love to 

talk. But how do we get them to talk? Simple 

questions move the conversation forward rather 

than stalling or stopping the conversation with a 

side note. Remember this is about them, not 

you.

Now, I do have to warn you that once you learn 

these tactics and begin applying them, then you will 

have the greatest leverage that you could ever have 

in a sales meeting… or in life. But remember great 

power, comes with great responsibility. Don’t go 

using these tactics and end up being an a-hole 

towards others. Use this to progress and to do good.
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Photographed is the $11,100 client. 
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CHAPTER 4: QUESTION AS IF YOUR LIFE DEPENDS ON IT 

For successful individuals, this is a very serious 

topic. How could “questions” be a serious topic? 

Well in any given sales meeting, you want to be 

effective and efficient. Do you agree? If not, then 

stop reading. If you answered yes, then continue. 

Questions in a sales meeting give you that accuracy 

that is deeply needed to “control” the conversation. 

It enacts a certain structure to the conversation that 

keeps all the chaos in order. If there weren’t 

accurate questions in my sales routine, then the 

meeting would be disastrous. The couple would 

stomp all over me. Does this sound familiar? Have a 

couple “takeover” the conversation and steer it in 

their favor? It doesn’t have to be that way. You can 

take control. That’s what questions are supposed to 

do. It gives you leverage. The opportunity to keep 

the conversation level but have it the way you want 

it. And to be frank, sometimes couples who are 

good at questioning can assume they have control 

but with what you’re going to learn in this chapter, 
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two can play the same game but with you getting 

the upper hand. 

Before we begin, I want to take this moment and 

acknowledge Chris Voss (Never Split The 

Difference) and Marcus Rideout (co-founder of 

Video Warrior) for helping me understand questions 

and how to use them effectively and efficiently. 

Without them, I’d be lost or continue to be in a 

deep, uncontrollable mess. I’d like to also point out 

that the examples that I’m going to be providing are 

examples that I’ve commonly come across over my 

years in wedding sales.

To start, I’d like to give you a framing technique 

that everyone should begin with. In any given 

meeting, right after introductions are said, I always 

ask this basic question to get the conversation 

moving- “how may I help you?”

This one question takes the conversation from 

intros and into the reason why they are inquiring 

about your services. And mastering this question 

will set some steady foundations for your 

momentum. How did it set the foundations for me? 
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There were times when I’d skip this question and 

the couple would be the first to jump into my 

services. Or I would jump into my services and the 

feeling of “control” would be non-existent. It 

sounds unnecessary but in my opinion, in terms of 

complete conversation control - just by asking “how 

may I help you?” you’ll have major momentum 

right out of the gate which is critical for 

individuals… including me.

In Chris Voss’ book - Never Split The 

Difference, he talks about a specific tactic called 

mirroring. Mirroring is a way to let your couple 

know that you are listening to them. Which is the 

most important thing you can do to make them feel 

at ease. It also allows any tension or uncertainty to 

dissipate. The great thing about mirroring is that 

you can use this tactic throughout your conversation 

to get closer to a deal but most importantly the right 

deal. Just like Chris Voss’ title to his negotiating 

book- Never Split The Difference, you do not want 

to be in a position where you are okay with part of 

the deal. It’s like what Chris Voss mentions in his 
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book- you're going to a party, your wife wants you 

to wear brown shoes, but you want to wear black 

shoes. You come to a compromise and wear one 

black shoe and one brown shoe. Nobody wins and 

you will look ridiculous.

You want to ensure that you are satisfied with 

the deal where it meets your standard at the very 

least. I mean why buy a burger from a restaurant 

where they give you only the bottom bun? Why go 

to the movies if they are only going to show 80% of 

the film. Remember, every time you are going to 

engage in an agreement, you need to come out 

victorious as if you came in first place at the 

Olympics.. not second or third. Otherwise servicing 

the couple may result in compromising your 

creativity, having regrets, or unsatisfactory work. 

And I’ve been in this position before and it’s not a 

good feeling. You’ll maybe want to quit the 

wedding industry entirely. 

So what is mirroring? It’s when you repeat their 

core statement into a question. For instance, when a 
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couple says “our most important friends and family 

are going to be at the ceremony until the reception.”

Your mirror should sound something like this 

“friends and family?”

From there, the couple will respond with a 

reason as to why they made it clear that their 

“friends and family” are important which may allow 

you to “label” (I will go deeper into what a label is 

momentary). But from the couple’s perspective, it 

will appear like you are listening to their every 

detail. This is a key indicator for the couple to pick 

up on that says this guy or girl pays close attention 

to details. A satisfactory trait that most serious 

couples are looking for.

Another example of mirroring may also feed 

you clues as to why they are not ready to move 

forward (which is common in a wedding sales 

meeting). Here is something you might run into 

after pitching a price- “we like your work and we 

enjoyed this conversation, however, we’re not sure 

if this will work for us now.”
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To which a common mirroring response would 

be “you don’t think this could work for you?”

And their response might be “yeah, my parents 

are going to be paying for our media vendors and 

we have to speak to them before making a final 

decision.”

(This example would be used by real couples a 

few times in any given year.) With mirroring, you’re 

now one step closer to closing the deal whether it be 

after the call or after they speak with the person in 

charge of the money. 

Mirroring also allows you as the seller to be in 

the present. I can’t tell you how many times I have 

listened to people and my mind drifts away from the 

conversation. It’s because I wasn’t engaged. And 

not in a way where I don’t like the topic or subject, 

but the other person is speaking so much that my 

mind gets bored and drifts away. Through 

mirroring, it allows real dialogue to happen. It 

makes the couple feel like they’ve been listened to 

but most importantly feel understood. Once you get 
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mirroring down, you’ll see a difference in response 

from your couples.

Another great tactic that Chris Voss uses in a 

negotiation is called “labeling”. Labeling is a way 

for you to verbally acknowledge the couple’s 

feelings or position. At its core, labeling is used to 

negate negative emotions and reinforce positive 

feelings. Here are examples of the beginning part of 

labels:

• “It seems like…”

• “It sounds like…”

• “It looks like…”

• “You look like…”

Labeling to me is a tactic that is used in 

conjunction with mirroring. It solidifies a truth, fact, 

or statement that may be hidden in between the 

conversation. So how does this tactic help your 

conversation? It keeps the couple talking about 

themselves which is a good indication that trust is 

being built. A prime verbal example of mirroring 
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and labeling that I like to use during a wedding 

sales meeting will typically go like this:

Jonas: “Tell me about your engagement. How 

did happen?”

Bride: “Well, we were at our favorite hiking 

trail and it was very unexpected that I didn’t see it 

coming. When we got to the overlook, he got down 

on one knee and I burst into tears.”

Jonas: “How did you two feel?”

Groom: “I was very nervous.”

Jonas: “Nervous?” [Mirror]

Groom: “Yeah, I didn’t know what to do. The 

worst part was that I forgot my speech.”

Jonas: “It seems like you’ve been patiently 

waiting to propose for a while.” [Label]

Groom: “Yeah. We’ve been together since 

college and I knew since then I wanted to marry 

her.”

Jonas: “It sounds like you did a great job with 

the proposal.” [Label]

Bride: “He did a fantastic job because I was 

speechless and taken away. I mean I knew he was 
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going to propose one of these days, but this was so 

unexpected. I’ll never forget our engagement.”

Jonas: “Awww. It seems like you shared a very 

important and intimate moment.” [Label]

Bride: “We did. And it was perfect.”

In this instance just by combining mirroring and 

labeling I‘ve created a very key moment for the 

couple. Through the dialogue, they’ve time-traveled 

back to a very special moment that made them feel 

really good. That is one of the major milestones that 

you need to get your couple to. And by making 

them feel really good, the instant trust factor kicked 

in because I was engaged in active listening. 

Nobody likes to feel like the things they’ve said 

goes through one ear and out the other. In this 

conversation, I was active and not passive.

A common mistake that most service 

professionals do is to bring up the wedding 

timeline. Let’s say instead of having a great 

conversation, you instead bring up their timeline. 

By this point in their planning stage, they might not 

have completed their timeline. And by bringing it 
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up you might put them in a mindset that associates 

planning with being miserable, hectic scheduling, 

craziness, etc. So by bringing up anything of a 

negative connection, it will be a harder uphill battle 

for you to climb. Whatever topic you choose, ensure 

it reflects a positive tone that gets them in a positive 

mood or mindset.

A great way to create the illusion of control is 

what Chris Voss calls “calibrated questions”. It also 

makes your couple feel like they are in charge when 

in reality, you are in the driver's seat of the 

conversation. Calibrated questions have the power 

to educate your couple on what the problem is 

rather than creating conflict by telling them that 

there is one. This type of question begins with a 

“how” or “what”. A typical theme that most service 

providers get into is when a couple counters your 

offer with a lower price. In this situation, it would 

be a great way to utilize a calibrated question. Here 

is a real sample from a 2019 couple:
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Bride: “We thought about your initial offer and 

we like your video work. But since we are on a tight 

budget, can we do $3,500?”

Jonas: “Tight budget?” [Mirror]

Bride: “Yes. As you know planning a wedding 

is costly and we’re hoping you can be flexible.

Jonas: “Flexible? [beat]… How am I supposed 

to provide you with excellent service by 

accepting that?”

When you are in this type of situation, ask a 

calibrated question. You are asking your couple for 

help. Doing so will either get them to speak at 

length - revealing very important information you 

need to lead the conversation or for you to get a 

deal closed.

Bride: “You’re right. You can’t provide us with 

excellent service with that kind of 

offer.”

Jonas: “Will you be paying with a credit card, 

Zelle, or Venmo?”

Boom! That simple line “will you be paying 

with a credit card or money transfer?” is something 
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I picked up from my mentor- Marcus Rideout. See 

once the couple acknowledged that their offer 

would compromise my creativity or otherwise the 

quality of service, they realized it was a ridiculous 

offer to make. They were dead in the water. A 

miscalculation on the chess board. In a way, it felt 

like I sacrificed my queen to get to their king. A 

satisfying win indeed. So from there, I went in for 

the kill- “will you be paying with a credit card, 

Zelle, or Venmo?” A total game changer. I came out 

of that conversation with a cool $5000 to shoot a 

video for their amazing wedding. 

It sounds like I am a money-hungry maniac. I’m 

not. You’ll want to be motivated to create. At that 

point, to create a video would be $5,000. Remember 

this is not a charity where you give free services. 

You are a business. You run a business. Don’t ever 

put yourself down for any reason because you asked 

for more money. There will be a lot of individuals 

who will say that your “work” doesn’t reflect your 

price. This is basic economics. There’s a “seller” 

and there is a “buyer.” You want something, you 
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pay for it. But in the wedding industry, couples 

don’t lose when they move forward with your 

service. They’re paying for more than just that (and 

I’ll gladly go over in a later chapter what I mean by 

that.)

Simple modifications on how you ask certain 

questions will lead you to victory or put you in 

dismay which may turn your couple in another 

direction. I like to look at all these types of 

questions as a form of exercise. Just like you would 

get in good shape, you need to change a few 

questionable habits and turn them into good ones. 

Some wonder what it would be like to have a 

phenomenal physique, then some live it. The choice 

is yours when implementing these new tactics. 

Either you use a few and just move on or practice to 

get better.

In my personal experience, before I discovered 

these tactics, my sales conversations were all over 

the place. I would try something I heard from a 

podcast or something I’ve read in a wedding blog. 

But nothing was clicking or doing the trick. So I 
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sought out help from mentors and authors who 

helped guide me to this current stage that I’m in. 

Every time I go into a sales meeting, I feel as if I 

have control and no regrets when a deal falls 

through. It’s because I understand the mechanism of 

a sales meeting. When a couple doesn't move 

forward, I try to learn from the sales meeting and 

correct my mistakes. So don’t feel as if you need to 

get things corrected on the first go. It takes time, 

practice, and momentum and that turns you into a 

master. And I know it sounds corny but it’s not 

about the destination, it’s about the journey. In no 

time, you’ll be closing higher rates, having better 

sale conversions, having more meaningful 

conversations, servicing the right couples, and 

accepting that your value is beyond any story that 

others tell you it should be.
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Our lovely pandemic client paid us $5,000. 
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CHAPTER 5: STORY FOR THEM & YOU 

Back in ancient civilization, when our ancestors 

mastered communicating with one another, they 

began to tell stories to the young in the tribe. Stories 

about what they witnessed or experienced- animals 

they’ve hunted, tribal ceremonies, the wrath of 

mother nature, and the gods in the sky known to 

them as the sun & stars. The difference now is that 

we have better access to our brains than our 

ancestors did. We use imagination to intensify our 

stories- wizards, monsters, aliens, you name it. 

We’ve evolved with the way we tell our stories. 

However, the way we feel when a story is being told 

hasn’t. If someone in ancient times told a 

frightening story, it would be felt to the core of the 

tribe. Today, the same can be said.

If a boss yells at you for making a mistake, your 

parents criticize you for your naive ways, or some 

random jabroni having a bad day and taking out 

their frustration towards you in traffic gives a cause 

and effect. Human feelings and emotions have not 

changed in the few thousand years that we’ve been 
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on this planet. We’re not rational beings, we are 

emotional beings. Chaos ensues mainly from the 

part of the brain that deals with emotions, not so 

much the critical part. Why am I telling you this? 

Well, it’s because the couples that you want to serve 

so badly, have emotions too. No, I’m not telling you 

to scare them or give them a hard time. I want you 

to make a (truthful) story so good that it shakes 

them to their core. Something so masterful that it 

works on every couple that you speak with. Imagine 

having this particular tool in your arsenal that 

anytime you feel the conversation has reached its 

peak, you hit them with something so heart-

pounding, so heart-stopping, that when you look 

over to whoever is the “man” in the relationship, 

that he wants to let his manly tears out. This is the 

part of the sales process that puts your couple on a 

roller-coaster of a ride that by the time the meeting 

has concluded, they’re going to be thinking of you 

and your story for a real long time. It’s going to 

create a massive impact on their feelings that when 

they see you on their wedding day, they know 
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they’ve made the right decision even before they 

received the final products. This separates your 

business from all the others. It makes your business 

stand out. Because most of you know, not all 

couples but most do- shop around looking for the 

right vendor. And with this epic story, your 

company is going to be the reason why they will 

stop looking and begin booking your services.

To ensure this story is truthful, begin to look 

within. Ask yourself these questions to begin 

cultivating a masterpiece: 

1. Why did you start this journey?

2. Why does your company exist?

3. Why do you want to service soon-to-be-

married couples?

4. How do you want to change the world?

Once you’ve answered one of the questions (if 

not all), write it down then sleep on it. The 

following morning look at it again. Does it hold? If 

yes, then practice rearranging your answers into a 

monumental story. Begin with the genesis- ‘why did 

you start this journey?’. Then dive into the rest. This 
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will take time and practice. As long as what you 

answer is true, then remembering the details will be 

organic. Just like when you go to your family get-

together and you recount that unforgettable 

Christmas event, or when you hang out with your 

friends and you all relive high school memories to 

the exact detail.

The best story that I can recount was the time 

my first son was born… It was a brisk autumn 

Sunday afternoon at St. James Park in Downtown 

San Jose. November 5, 2016, was the date. Tatjana 

and I were producing a documentary on the rise of 

the Bay Area tech industry and how it affected the 

rise of homelessness in urban communities. We 

began the day packing my car with donated 

blankets, jackets, and otherwise warm materials to 

pass out to the homeless community. We spoke with 

several individuals who were down on their luck 

and who were recently unemployed. They allowed 

us to speak to them and gave us their perspective on 

being released from their contracts that put them in 

a downward spiral and into oblivion. There was one 
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that stood out to me, a college student who wasn’t 

your typical homeless person, but just a person who 

had a serious emergency and had to pull out from 

physical work. We handed her a blanket of her 

choice and she told us that sometimes people like 

her freeze in their vehicles and that the blanket she 

received from us was a blessing. She also 

mentioned that she did not want her interview to be 

seen but only to be heard because she is 

embarrassed to call herself homeless. 

Soon after, Tatjana started to feel a little strange. 

Her body started cramping to the point that she 

could not walk. Moments later, the cramps subsided 

and we drove down to a nearby Starbucks to get a 

little pick-me-up. I had my usual tall pumpkin spice 

latte and Tatjana had the passion fruit tea. We 

jaywalked across the ever-busy W. San Carlos 

street. Kind of a bad idea in retrospect- crossing 

with a pregnant woman while the two of us dodge 

traffic carrying our drinks. As we drove, Tatjana 

said that she just wanted to relax at home. 

59



Night fell and Tatjana and I usually watch The 

Walking Dead every Sunday evening. By the time 

we reached the end of the episode, Tatjana began 

feeling weird again. She stood up from the bed and 

thought that walking all morning could have caused 

her to be in anguish. Her legs began to feel like 

noodles as the bottom half of her body started 

cramping. For a moment, I wasn’t worried at all 

because according to the doctor, we had one more 

month to go and it might be a false trigger. 

However, Tatjana looked and felt like she didn’t 

have another month. As the show came back from 

the commercial, Tatjana was in a great deal of pain. 

Then she said, “I think the baby is coming!” Being 

the best partner on planet Earth, I asked her to relax 

and finish the episode. She shook her head but still 

waited a couple of seconds as her cramps subsided. 

She watched the projector screen as zombies were 

crawling across the Sanctuary gates. Then her 

cramps came back and intensified. These weren’t 

typical cramps, they were contractions!
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I flew out from the bed and grabbed the baby 

bag and held onto Tatjana and brought her to my 

car. Her father had asked me if she was okay. I 

smiled and whispered to him “she’s okay. By the 

way, you’re going to be a grandfather soon 

enough.” 

We hurried to the hospital as safely as we could. 

Tatjana did not want to go to the emergency room 

so I parked on the second floor of the nearby 

garage. She toughed through the walking and made 

it to the hospital’s elevator. When we got out, her 

contractions intensified. There were no seats in the 

hall that we were walking in so she sat on the 

window sill as her contractions became unbearable. 

So I threw her arm over my shoulder and carried her 

to the check-in counter. The nurse at the counter 

was our actual baby-prep teacher and had noticed 

that Tatjana was in a great deal of pain. The nurse 

next to her commented “oh my gosh, she’s the same 

woman from Starbucks this morning! At the time, I 

thought to myself, what a healthy-looking pregnant 
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lady.” Tatjana and I looked at each other and 

laughed. That eased her pain a bit.

Another nurse came by with a wheelchair and 

carted Tatjana to the delivery room. When we 

settled in, my heart started racing and I couldn’t 

believe all of this was happening. Tatjana kept 

screaming because her contractions were real bad… 

A doctor came in. He was young and didn’t seem 

confident in anything he was saying. I was worried. 

He then said that she wasn’t dilated enough so he 

prescribed a medicine/drug to keep the baby from 

being born that night.

They monitored Tatjana the entire night. As she 

slept on the gurney bed, I commandeered the 

wooden chair right next to her. We slept till dawn. 

Tired, cranky, and hungry, we knew this was going 

to be a long day. Then the senior doctor arrived for 

the change shift. She wanted to see where Tatjana 

was on her dilation so the first doctor checked and 

said that she is not ready to give birth and they were 

going to give her more of the same drug/medicine. 

But the senior doctor wanted to know for sure so 
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she checked. As she was checking, we noticed the 

look on her face changed from casual to serious. 

“You’re 8cm dilated. You’re going to have the baby 

now.” They rushed Tatjana into a more appropriate 

room to deliver. In less than two minutes we were in 

a different room, met with 11 other nurses, and put 

in a specific spot in the room as if we were going to 

perform a grand play. 

Tatjana’s drug/medicine subsided and felt the 

sheer pain of delivering and coming back again. 

The tough decision for her to make was if she was 

going to get an epidural for the pain or tough it 

through as nature intended. She declined and 

wanted to experience the full force of natural 

delivery. Boss. Then in about thirty minutes, her 

pain went away for a moment only to be met with a 

higher intensified push. For the next hour, she 

described the worst feeling she could ever have 

experienced. Sadly at one point, she was ready to 

give up and opt to do a c-section, but her longtime 

friend- Lela stepped into the room and gave some 

encouraging energy to Tatjana. She then began to 
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push even harder to give the baby an extra boost to 

come out. She was pushing so hard that the blood 

underneath her skin wanted to excrete from her 

skin, forming little freckled dots all over her face 

and body.

Then from out of nowhere, she started to feel 

the baby sliding inside of her, moving towards the 

doctor waiting to catch him. There was a little 

cheering team right by Tatjana which consisted of 

me and her mother, giving her some encouraging 

words to help with the pushing. Then little by little, 

we started to see our baby’s head. Second by 

second, he was sliding out probably the longest final 

delivery in the history of childbirth. Tatjana was 

exhausted and gave a final scream. She looked over 

to her mother and said she couldn’t do it anymore. 

Her mother said something in their native tongue- 

I’m guessing some encouraging words from mother 

to mother. Then Tatjana gave one final push. POP! 

The baby finally came out. My mother-in-law and I 

were in tears. Tatjana looked as if she just snapped 

her fingers with the infinity gauntlet. The whole 
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experience was over. The baby grabbed onto Tatjana 

doing some much-needed bonding. The doctors did 

their thing and allowed me to cut the umbilical cord. 

That was an experience I or Tatjana will never 

forget. 

So why did I tell that story? It wasn’t for selling 

services or closing deals. Two reasons. One, the 

truthful the story is, the easier it is for you to 

remember. And two, to show that with the right 

audience, you can move them through storytelling. 

While reading, did you feel Tatjana’s pain (even if 

you are a male or not a parent?) Did you feel 

anxious for the baby to arrive? If you felt a slight bit 

of emotion while reading the story above, then I did 

my part. If you didn’t do well… then I’ve got some 

training to do.

See when you’re in a meeting, you want to 

move your audience, right? You want them to 

visualize that same story with you as if they were 

there. Doing so puts them in a state of “me, me, me” 

and in a state of active listening. When that 

happens, as humans, we start to feel differently 
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about our opposition. We feel empathy. As I 

mentioned earlier, we are not rational beings, we are 

emotional beings. The FBI, CIA, or any law 

enforcement will tell you- if someone has their gun 

pointed at you, you don’t look away. Keep that eye 

contact because, at the end of the day, that person 

holding a gun is still a human being. A being of 

emotions. Most likely he/she will see or understand 

what they are doing is wrong and begin to feel 

empathetic. It’s in our nature.

So what story can you tell? I’m not saying, drag 

it out like what I just did above. Share something 

meaningful. The who, what, and why of your 

business. Something that will captivate their 

emotions so much so that they won’t know how a 

total stranger can be so connected to them. When 

9/11 happened, the entire United States of America 

came together in unity for those who died on that 

day. When people watched Endgame and Iron Man 

snap Thanos’ entire evil team out of existence and 

died heroically, they witnessed and felt the end of 
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an amazing character, all while crying next to each 

other.

You can make people connect to you when you 

get their emotions running and kicking. We want to 

get them from being analytical and in a more 

emotional state. Why? Because that’s when money 

won’t become a big issue. Their minds will begin to 

shift in a way where if it’s out of their budget, the 

couple will use their analytical mind, not on their 

budget, but instead on how to acquire more funding 

for this IMPORTANT project. Don’t believe me? 

Think of a time when you wanted something- shoes, 

college, a car, or even the latest camera equipment. 

Have you ever wanted that item so bad that you 

were willing to do anything to get that oh-so-sweet 

thing? Well, the reason why that item won your 

heart was because of their marketing, there was a 

story that conjured up in your head to make the 

numbers work. You’re doing the same concept but 

with a newly engaged couple.

The story is the keyword. What was the story in 

your head that made sense to buy that new camera? 
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What’s the story behind the latest vehicle that you 

desperately need so much? The truth is you don’t 

need a particular item. You wanted it. The same can 

be said for your services. Think about it. Do you 

need photography or video to unify your love for 

one another? No, you don’t. However, it can be 

used as an important tool to make things easier in a 

relationship when things get rocky. But it is not 

needed. I know this might hit a hard reality for a lot 

of you reading this book, but that’s the truth we 

need to overcome. But what (truthful) story can you 

make to win their hearts? Or better yet, what story 

can make them trust you? Remember you need to 

cover a few bases: 

1. Why did you start this journey?

2. Why does your company exist?

3. Why do you want to service soon-to-be-

married couples?

4. How do you want to change the world?

Answer these very important questions and 

you’ll be one step closer to uncovering your truth 

and telling a bad-ass, emotional, and heartfelt story 
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that the couple is going to remember you and your 

business for even after they take their time 

comparing you with others. With your story, you’re 

going to be the stand-out pupil in the class. The rare 

white tiger that they’re searching for.

Below is a sample of what we tell our clients. 

This is our true story and the very reason why we 

exist on this planet. When couples ask us- “what 

makes you different from all the other 

photographers and videographers?” 

We give them something so heartfelt, so 

endearing, and so truthful that it resonates with their 

inner core. Typically after we give them our reason, 

we feel no matter what we’ve pitched them, they 

book us immediately after the call. It varies per 

couple, but it hits their core so hard that we book 

them no matter if a day or two or a week has 

passed. This is our “why”:

We believe in one major thing at ‘Legacy 

Weddings’. We believe in your legacy. See we 

understand that your photos and videos are for here 

and now, but they also are for ‘later’. Later on, no 
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matter if you decide to have children or not, you’re 

going to pass these images and videos to someone 

else long after you’re gone. That’s what we prepare 

for. We go the extra mile. We don’t think about them 

now as much, but for your legacy. We learned this 

at our very first wedding. The bride that we were 

servicing- unfortunately, her father had passed 

away hours after the reception had concluded. 

However, during the reception, he made a very 

heartfelt speech about life. A speech that resonated 

with every single guest, family, friend, and even 

vendor that was listening. In retrospect, now we feel 

he knew his time was coming and he wanted 

everyone to know to appreciate life. To appreciate 

each other. That moments like his daughter’s 

wedding make the best memories… That’s what we 

want to give you. An opportunity to capture your 

legacy. In a way- in fifty or even a hundred years 

from now, people who become the gatekeepers of 

your photos and videos are going to understand the 

love that you have for each other. Your predecessors 

are going to understand one thing- your unity is the 
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embodiment of what a love story is really about. If 

you have children, they will look at these pictures 

and videos and say to themselves “you know, I want 

to follow Dad’s example… Mom’s example. They 

are the standard of what a marriage is about.” And 

to be honest, we know not every marriage is perfect. 

No relationship is. However, when life gets rough 

and your marriage is going through tough times. 

You can always look back at your wedding day and 

see what it was that made you love each other in the 

first place. Those same feelings from your wedding 

will come back. And hopefully, bring your 

relationship back on course to building a fulfilled 

life. That is why we focus on legacy. That’s why we 

are VERY different from everybody else.

When we perfected our “why” or our “story” we 

end up closing 90% of the couples we speak to and 

they agree to the deal to the price we ask. That is 

called power. The power that you need in your sales 

meeting. Something so powerful that you take 

command in the meeting. No matter what your 

portfolio looks like, no matter how it’s presented, 
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your “story” and your “why” out beat every single 

photo or video you have ever taken. Why is that? 

It’s because when you perfect your story and why it 

will send a full wave of emotions throughout their 

body. As I mentioned before- we are emotional 

beings, not rational beings. We buy things even 

though we don’t need the things we buy. We WANT 

the things we buy. When I am in a meeting and it’s 

time to pull out this storytelling tool, one thing I 

make sure of before all this is laid out is putting 

them in the right mood. How do I do that? I help 

their minds go back in time to two very special 

moments. A moment that nearly all couples 

experience as a good one. 
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CHAPTER 6: CONNECTING & GETTING IN THE MOOD 

So if the other partner is not in any emotional state 

and has their arms crossed or has their wallet 

secured in a vault, how can we get this individual to 

open up? Remember, when couples make a 

decision, and hiring you is a very important 

decision, they will need to talk it out together to 

make sense financially. So we both need them on a 

similar wavelength. In neurological science, when 

an individual is in a state of stress their unconscious 

brain does one of three things: run, fight and hide. 

That is why we don’t mention the timeline at all in 

any of our meetings (unless it was to uncover 

certain milestones that we need for that day to be 

covered.) The state of stress is the opposite of where 

you need to be so asking the couple how they met is 

a crucial one. Couples unconsciously associate their 

timeline with stress. SO NEVER BRING BRING 

UP ANY PLANNING. It will disrupt their good 

emotions and make an analytical choice rather than 

an emotional one.
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So let’s say that the groom answers with a very 

typical answer like “we met in high school and 

we’ve been together ever since.” Pump his breaks. 

Just like what you learned in chapter 4, ask more 

questions to dive deeper into this moment. I was 

told by my intellectual mentor- Marcus Rideout that 

to have a more meaningful conversation, just ask 

better questions because you will receive a better 

answer. But we don’t want to scare the couple right 

off the bat, so asking “how did you two meet?” is a 

good base, to begin with. However, asking further 

questions will put you and them in a better 

conversational position. Ask further to dig deeper:

You: “How did you two meet?”

Groom: “We met in high school and have been 

together ever since.”

You: “Nice! What was it that attracted you to 

your fiancé?”

Bingo. You’ve just kicked down the first door 

that has been blocking his emotions to come out and 

better yet- your trust level just increased too. With 

one deep question, it will shift him into a very 
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different state and away from the analytical or 

‘macho’ state. His mind will begin to think about 

that specific moment (time travel if you will) and 

begin to associate those feelings and emotions back 

to a very simple time. As I mentioned before, if they 

are not on the same wavelength, you are asking to 

climb an uphill battle once you say the final price of 

your services. We want to make sure this gets to a 

very simple stage where you’re happy and most 

importantly they’re happy with the decision they’re 

going to make.

The other important question to ask in this stage 

of the sales meeting is something that will further 

put the two in a greater plane of existence. I know it 

sounds like we’re going to roll a joint and sing 

Kumbaya but what I mean is- if they’re both on the 

same wavelength of emotion and both are free to 

talk without any hesitation, then your next task is to 

get them to an even higher emotion of a 

wavelength. Imagine you’re going to a sporting 

game with all your friends, and sometimes there is 

that one person who is sidelined and not having a 
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good time. Probably shy, introverted, or having a 

bad day. In a week or so the whole group is going to 

question if that particular event was indeed a good 

time. Let’s say before the game begins, we’re going 

to get everyone pumped for the big game so that 

everyone is going to have an excellent time- the 

same wavelength. This is going to be something to 

be talked about for the ages. Now, about your 

couple, the same can be done, we’re just making 

sure they are riding the same vehicle because once 

we reach the destination, we ought to make sure 

they were riding together in the same dialogue 

vehicle and not separately. So then take the couple 

on another time-traveling adventure. This time it’s 

when they got engaged.

In this part, 99% of all couples (that statistic is 

something I made in my head and represents nearly 

all my couples that I have ever worked with) have 

had a memorable and exciting story to tell and they 

both have different stories (for the most part) of the 

same event. Also note that nearly all couples have 
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similar ways of getting engaged, but they all have 

different ways of telling them.

After the initial answer to “how did you two 

meet?”, you hit them with- “how did you get 

engaged?” Let them paint the story. And remember 

if they answer with a simple answer, dig deeper 

with your questioning. I typically ask the individual 

who was proposed to first because typically I have 

to work on the individual who proposed a little 

more than I do with the opposition. And to the 

person who needs more help, sometimes their wave 

of ecstasy doesn’t last long, so it’s best to keep that 

person last to get a higher effective rate when you 

close the deal.

A strong tip you can use during this storytelling 

time is to ask very emotional questions along the 

way aiding the story to be more of a rollercoaster 

ride. When that happens, it puts both individuals in 

a state of consciousness that is hard to shoot down. 

Here are some typical aided questions and 

statements that I ask along with their answer:
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1.  After they tell you where they got engaged, 

I ask - “that seems to be an amazing place to get 

engaged, describe that setting (or atmosphere)”. 

This puts the couple in a visual moment where 

they try to describe the smallest of details- the 

time of day, the wind blowing, the people that 

surrounded them, the mood they were in when 

they awoke that day, etc. Not knowing what is 

happening to their emotions, it’s also putting 

them in a very vulnerable state where they are 

letting you into a very private but trusted 

moment.

2. Whoever says “… then I said, yes.” I follow 

up with- “how did you feel?” This question 

allows that person to go deeper into an 

emotional state. It breaks down a barrier that 

they have been holding up since the meeting 

began. They let loose and bring you into their 

internal world of emotions. Something they 

don’t let strangers into. During this phase of the 

conversation, the power of control is quickly 

shifting to your side because they are now 
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trusting you with their emotional state. I’d like 

to add that most photographers and 

videographers don’t dare cross this path 

because it may be very uncomfortable for some.  

But if you get passed this, it can be very 

beneficial.

3. After the second person takes their turn 

describing the engagement, follow up with the 

same but altered question - “how did you feel 

proposing?” Typically this will be the groom. 

And this person will be the hardest to connect 

with just because they have a closer relationship 

with their money. That’s okay because this 

question can break down that barrier. If this 

individual decides to skim on the answer, 

simply ask further questions until he brings that 

wall down for you. This takes some time and 

practice so don’t feel like this is not going to 

work on the first try. Keep at it, practice. 

Change your tone or change the time to ask. 

Trial and error is your friend.  Making mistakes 

is okay so as long as you learn from them. But 
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something I have to confess is that I learned this 

technique back in the olden days of my teenage 

years when I used to ask for money from my 

mother who wouldn’t let me up. She was very 

close to her money because she was the 

breadwinner of the family. Long story short, I 

practiced enough to break her barrier down to 

let me in her good graces so that I could take 

my girlfriend out to Denny’s. I guess over the 

years I have perfected this same concept with 

my clients so that I can have pancake Sundays 

with my family.

4. To follow up with the same individual and 

put them in a greater state to solidify your trust, 

try this statement - “it seems like you put a lot 

of thought into this monumental proposal.” This 

does one or two things: engages the individual 

to further explain their thought process on the 

perfect engagement or gives them major 

validation that he did the right thing. From his 

point of view, you’re all right by his estimation, 

and puts you closer to his inner circle. 
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Something that is very sacred and has a low 

membership count. But guess what, you’re one 

of them. Take pride in that. 

5. After they completely share their stories 

simply state- “it seems like you two shared an 

incredible moment. Thank you for being 

vulnerable with me. It takes a lot to confess 

something so special and intimate.” By saying 

thank you, and acknowledging their stories, to 

them it’ll mean the world that you’ve listened 

and that you care. This allows you a ticket into 

a very special club- their club.

With these tips, you can customize them to 

however fits the conversation. Don’t think that how 

I worded these tips, you can’t rearrange them to 

how it fits your dialogue. Feel free to use them to 

your advantage. And doing this will put you in a 

greater position when you get to the next stage of 

connection.

So what is the next stage in this section of my 

process? Well to give you some back story, I’ve put 

a lot of thought into how my company serves our 
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clients and what we’re all about. (However what’s 

important to understand is that if this is not your 

style, you do not need to include it in your sales 

pitch.) This is what I say to my future clients right 

after they tell me about their amazing engagement:

Thank you for sharing that very intimate story. 

It seems like it was a very special moment. See, the 

reason why I asked how you met and about your 

engagement was to bring you back in time. Those 

candid moments are what make living life so 

beautiful. Being able to share life-altering moments 

with the one you love the most. That’s how we work 

during any given wedding, we’ll put you back in 

memory lane to get the celebration and momentum 

going. How did you feel during your engagement or 

what attracted you two to each other when you first 

met. Those moments matter because they’re real. 

When we take photos and videos, we want to bring 

those sincere smiles, laughter, and joy when we do a 

‘sunset session’. Your genuine story will be the tools 

to bring that authentication during that particular 
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shoot. But not just that- when a family member or a 

member of your bridal party is ‘shy’, we use similar 

techniques to bring about real emotions so what we 

capture is the true reflection of your wedding day.
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CHAPTER 7: THE FINAL TOUCHES 

The final touches of this sales process is 

understanding two things:

1. What’s important to the couple and showing 

them the value.

2. Give yourself and your clients a strong belief in 

yourself, your values, and the products you're 

producing, and convert it into positive energy.

SHOWING THEM THE VALUE 

When I mentioned listening is an important 

component of the sales process, I truly meant it. 

Because you can use it to pick up little clues to 

understand what is very important to the couple and 

use it to your advantage.

You can execute this method in two ways: 

a) Simply ask the couple - “what’s most 

important to you when you want to relive your 

wedding years from now?”

b) Or they will say it because they are afraid it 

will be overlooked.

84



No matter what answer they give you, whether 

it be sharing the first look, sharing their first kiss as 

husband and wife, or their first dance, like I 

mentioned before, use this information to your 

advantage whenever you need to realign the 

conversation to get them to say that’s right. Getting 

them to say those two words or a variation of those 

words puts you in a clear position to close the deal 

while letting the couple think they have control.

There are two primal ideas we as humans go 

into when it comes to negotiating- wanting to feel 

safe and the feeling of control. Just a heads up, if 

you think you can control the conversation by logic 

or compromise, you’ll feel very disappointed to 

know that is the wrong and damaging approach. 

Although we cannot convince individuals they are 

feeling safe or in control, we can influence them by 

seeing and hearing what they want. But if you 

corner your couple into a price that they think is 

way out of their budget, you’re going to receive an 

unfortunate “yes” and never hear from them again 

or a hard “no.”
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A couple that we had serviced back in our early 

days flew us out to the beautiful island of Oahu in 

Hawaii. The soon-to-be bride and groom reached 

out and wanted to see if we were available for a 

call. Coincidentally, we were on island when we 

took the call. We took them through the entire sales 

process but did not get through to the bride 

emotionally enough to purchase our services when 

it came down to money talk. There was a feeling of 

hesitation. I felt like we were going to lose the deal. 

A deal that would have us back in the gorgeous state 

of Hawaii. I knew I couldn’t let this opportunity slip 

away. So I remembered certain key points that were 

important to the couple- they know that their 

parents are getting older and understand that they 

won't be with them forever and that their friends are 

very shy and difficult to capture in front of the 

camera. Bingo, that’s what I needed to get the 

bride’s attitude back in motion with the rest of us by 

simply repeating back her concerns.
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Jonas- Correct me if I’m wrong, but did 

someone mention that the bridal party is camera 

shy?

Groom- Not entirely, several of my groomsmen 

are and a few of the bridesmaids.

Jonas- Would it be interesting if we did an 

exercise after getting ready? One that gets everyone 

pumped up for the rest of the day?

Bride- I guess that sounds fun. Do you have 

something in mind?

Jonas- Yeah, in your own individual parties, 

what if we line everyone up, have them say an 

experience they’ve had with you or a characteristic 

they like about you, and let them say their peace. 

We call this exercise- Toast or Roast.

Bride-  That sounds like a good way to get the 

excitement going.
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Jonas- It’ll be something quick and fun. The 

guys typically roast the groom, but the ladies are 

always sincere. Hey, why not include parents in 

there too? I’m just assuming by reception, you’ll be 

busy with other guests and this would be a perfect 

opportunity to include them in something special. 

To capture the real emotions because like what you 

mentioned before your parents won’t be with you 

forever. Why not make this day even more special?

My mind exploded. When I saw the possibility 

of coming back to Hawaii slipping away, I jumped 

into action. I knew I had been listening but I didn’t 

do anything about it, possibly I was passive. So I 

brought back important information to the table and 

relayed something of importance back to the bride 

and closed the deal to a solid tune of $6,500. That is 

called active listening, and taking the driver's seat. I 

couldn’t believe it after the call. Because the bride 

went from hesitation to signing a contract with us in 

a matter of a minute. She wasn’t sure she could 

spend an extra $6,500 for her wedding, the logic 
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didn’t make sense. However, when we got her 

emotions involved, her shy friends might sound like 

they might be the party-poopers on her wedding day 

or missing an opportunity to share a monumental 

moment with her one and only parents. She then felt 

our services would address her biggest fears. At that 

point, she felt safe.

Remember if you try getting a “yes” from the 

get-go, the couple will recognize it, get defensive 

and politely pass on your services, wasting time 

entertaining the idea of shooting for their wedding. 

But getting a “no” the first couple of times puts your 

couple in the feeling of safety, security, and control. 

The intensity of this example will vary per case. For 

example, when you begin any meeting try asking 

“is now a bad time to talk?” The response will 

either be a hard “yes” which in this case, reschedule 

right then and there. But nearly 99% of the time 

they will answer with a “no.” At times, I do like to 

be playful with my couples. I’ll ask them after we 

get the formal introductions out of the way- “do you 

guys want to be captured in a non-flattering way 
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during the ceremony?” To which the answer is 

always “no”. Then I follow up with - “then you’ve 

come to the right place. How can I help you?”

Keep in mind, that getting a “yes” has a 

connotation of a positive feeling, and getting a “no” 

has a negative feeling associated with it. However, 

it couldn’t be further from the truth if you 

strategically apply this. Getting a “no” the first 

couple of times is not a sign of failure, it is a sign 

that opens the conversation forward. Also, it gives 

the individual answering “no” an opportunity to 

answer what they want for their wedding or 

elopement.

Creating a sense of urgency can also be a great 

tool to have when a deal is not met during the 

meeting but the intent to purchase is still active. At 

times, you’ll get couples who will want to talk 

things through together. An exercise they do to 

make a major decision together before being a 

married couple. This practice is very common. Let’s 

not force any couples to make a decision right then 

and there if they don’t want to. Give them time if 
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they need it. However, give them too much time, 

then your window of closing a deal might be dead 

in the water. If the couple needs the weekend to talk 

about it or they want to run it by their parents (who 

might be paying for the service), then let them know 

there will be an expiration date on the current deal.

Couple: Thank you for talking us through this 

major decision. Can we have time to think about 

this over the weekend? We just need a little more 

time to think.

Jonas: Not a problem. I want you guys to make 

sure you’re making the right decision here together 

as a couple. I’ll tell you what, I’ll even save your 

wedding date for a week. But if I don’t hear back, 

I’ll release the date to another couple. Sound fair?

In my early days of wedding sales, I didn’t put 

any expiration date on any of the deals. So what 

happened? I didn’t hear back from nearly all of 

them. Some would reply a month later telling me 

they had found someone else. Since then, I’ve 
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learned my lesson and I learned it the hard way. 

Now we’ve been grateful to have couples sign up 

the following day or even after the meeting… Or is 

it because we practiced making our sales meeting 

work?

A STRONG BELIEF SYSTEM TURNED INTO POSITIVE ENERGY 

I know I sound like a broken record, but when 

doubt starts to creep in when things are not going 

the way you want them to, it’s because your belief 

system is down and that’s okay because you’re only 

human. You make mistakes like the rest of us. But 

what does that even mean? I mean that all areas that 

give you confidence is not working properly.

For instance, when you go into a sales meeting, 

do you feel as if you can close the deal with 100% 

confidence? Or are you hoping all your marketing/

strategies/referral/portfolio is going to do most of 

the work to close the deal?

Now don’t get me wrong, I love it when a 

referral is so strong that I don’t need to do anything 

but pitch the price. I also love it when I work with 

marketing companies to generate cold leads into 
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warm ones. And I especially love it when a couple 

reaches out to us on Instagram wanting to secure 

their wedding date because they love our work. But 

what I am trying to say is that not all couples who 

walk through your door are going to be all about 

you and your company. Quite frankly, most of them 

are going to be the opposite.

I’ve seen instances where those amazing things 

do happen but the couple doesn’t end up booking 

which is a shame because I’ve spent about an hour 

of my time only to lose them and never hear from 

them ever again. So every time a deal doesn’t work 

out the way it’s supposed to, I diagnose what the 

issue is and most of the time, it’s because my 

attitude wasn’t up to par or my energy wasn’t 

enough to get them synchronized to a very angelic 

or upbeat state.

So try this- record your sales meeting when 

you’re able via zoom or any video communication 

software/app. And watch very closely to your 

attitude. Is it upbeat and pleasant? Maybe you start 
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great but you lose steam halfway through. Maybe 

you’re just having a bad day before the meeting.

Think about it like this, when you look at a 

popular celebrity like The Rock, he always has this 

presence and demeanor about him that makes him a 

walking magnet of attention. What is that? It’s his 

belief system working on everyone else around him. 

When he gets into a role, that belief kicks in like it 

was already there. As if he unearthed it before 

coming out to perform. Watching him in 

professional wrestling, every time he would come 

out the crowd would go wild for him. But in his 

early days as a rookie, no one cared for him much 

because his belief in himself was different than to 

what it is now.

To make it short, before you go into a sales 

meeting, you need to bring a similar aura to your 

couple. Why? Because they need that from you. It’s 

what they’re looking for. Because throughout that 

meeting, if they notice that you become sluggish, 

negative, or anything with that connotation, then 

they will feel that you don’t have the endurance to 
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keep up with the demand of their needs, guests, and 

overall wedding. Halfway through the meeting and 

you fall short of your duty, they will make an 

instant but unconscious decision to not book you 

and will just do the song and dance routine to 

entertain the idea just so they don’t feel bad not 

booking you.

Or worse, if you don’t have that display in your 

sales meeting, you are going to cut the meeting 

short without even realizing it. You’ll say the price 

before you even go into every detail of a sales 

meeting and fail real hard.

So what can you do? Simply just practice. And 

keep practicing till you get your groove going. 

Watch some inspirational videos on Youtube until 

you become an inspirational person on Youtube. 

Start excommunicating friends and family that are 

not in alignment with your journey and bring in 

people who are. Because this is your life. This is 

your career. If you associate with anyone who can 

bring you down, especially when you don’t have 
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your jive going just yet, you are asking to fail not 

only in your meetings but in your business.

Nothing is worse when you are feeling your best 

and all of sudden you get knocked off your game 

because you’ve allowed someone to do so. Protect 

yourself from those who are a threat to your energy. 

If for some reason you cannot keep them away, 

learn to communicate or find someone who can 

show you how. I know it seems like a lot of work 

and you know what? It is. But it’s even a lot harder 

to keep losing deals and not gain that confidence 

back.

Another thing you can do is surround yourself 

with people on the same journey as you so that your 

belief/energy can be refueled anytime you need it. 

Being a part of the amazing Video Warrior tribe on 

Facebook gives me the energy and excitement when 

I need it. When I started my second year of 

business, they were there to give me the much-

needed energy I needed before I went into a sales 

meeting. 
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In the beginning, I was still practicing bringing 

that Warrior spirit to the table. I would run out of 

gas mid-way through my meetings. But I didn’t stop 

there. I kept pushing and practicing. And kept a 

select number of people that I knew would help 

bring the fire out from me when I needed it.

So find yourself a tribe. It doesn’t have to be 

wedding related either. I find energy and strength 

just by listening to Dave Ramsey on the radio (he’s 

the top financial advisor in the USA). Find some 

people you can groove with who can inspire you to 

grow. Who can give you the much-needed boost just 

by having a five-minute conversation?

At times, I even look to my kids as a source of 

energy because they have tons of it. Sometimes, 

before a meeting begins, I give them hugs just 

because I know I’m doing something important for 

them. That I’m providing for their well-being, 

safety, and future. So just know that your source of 

energy can come from anywhere. Just make sure it’s 

a positive one.
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So make sure that the fire is lit up throughout 

your meeting so that your couples can feel it. 

Because something incredible happens when you do 

just that. They feedback off of your energy to get 

excited about their wedding.

Maybe a meeting will start with them being shy 

and reserved but as you firing with all cylinders, 

you’re giving them a strong boost of confidence that 

when you see them again at their wedding or 

engagement session, they have that same fire/

confidence and you will synchronize along with 

them throughout their wedding day.

I’ve also noticed that there is a strong 

correlation between clients who have had a taste of 

the warrior spirit in a sales meeting and how their 

final products turn out. 

There’s just something about it that’s magical 

that aligns all the positive frequencies into this aura 

of energetic feelings and emotions. Imagine if you 

have this strong belief system and no matter what 

you pitch, you can persuade their emotions and 
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feelings into believing in your products, your 

service, and your values as a human or company.

So go and practice achieving your energetic 

field. Practice all the tactics laid out in previous 

chapters and start closing deals to the amount you 

want. Learn from your mistakes and keep pushing 

forward. When you’re down, go to your core tribe 

and acquire the energy you need… or better yet, 

become the person whom people come to and get 

that energy from. Be that inspiration, that light. 

Because we need more of that in this world. And 

most importantly, you need to be living the life you 

were meant to have. 
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Our amazing $6,500 Hawaiian client.  
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CHAPTER 8: IN CONCLUSION 

In the wedding industry, it’s common for people 

to create a pricing sheet, pricing guide, or hourly 

rates. Which is understandable to a certain degree 

especially if you’re new. If you have one now, toss 

it out. You’ll thank me later. Because you’re not a 

technician, you are a wedding selling machine. A 

deal closer. Someone who is abundant but has a 

finite amount of time. A creative engineer with the 

whit to navigate a rocky sea but also a god who can 

make the waves a lot calmer. 

If you’ve found love for the wedding industry 

and want to stay in this industry, keep this book in 

your back pocket. Use it anytime you feel you’re 

down on your luck or in a string of no deals. But 

remember, no deal is better than a bad deal. Utilize 

the tactics, lessons, or otherwise experiences to 

further your career, business, and life. I know you 

deserve it and know you want it more than anything 

right now. So get to stepping and work on your 

sales meeting.
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One other thing I would like to add that got my 

business the boost it needed- I surrounded myself 

with like-minded individuals. People who were on 

similar journeys. Because anytime I was feeling 

down because of my not closing a deal, they would 

push me harder to learn from my mistakes. If a 

client ghosted me, they would push me to find a 

way to get back in contact with them. But you get 

the point. Surround yourself with like-minded 

people to keep your momentum going. A tribe so to 

speak. Nobody becomes successful on their own. 

Successful people, billionaires, and leaders of the 

world have gotten some much-needed help in their 

journey. So if you want to be a part of something 

special, and since you’ve made it this far in my 

book, come join a very important group that can 

give you the edge you need. It’s a group called- 

How To Book The Couple. *See the link below.

It’s a group of wedding business owners looking 

to take their sales process to the next level. It’s a 

place where sales conversation is not taboo 

anymore. It’s a place of education. To learn from 
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one another and share experiences that have helped 

us grow. It’s also a place of celebration. Anytime 

you come up with a deal closed, we celebrate that 

with you to keep your awesome momentum going. 

And finally, this is a place where we train our 

businesses to get in tip-top shape so that no matter if 

another pandemic hits us globally, our businesses 

can withstand the blow and keep fighting.

On a final note, I couldn’t have finished this 

book if it wasn’t for my two little boys- Daris and 

Darian. They’ve kept me motivated throughout the 

entire writing process. Anything and everything that 

I do is for them. And to my beloved- Tatjana. I want 

to thank you for supporting me throughout the 

years. Making me a better creative, father, and 

husband. I hope you understand how much I love 

the three of you and that I wouldn’t be the person I 

am today if it wasn’t for you.

So this life and era that we are in, it’s abundant. 

There’s so much potential out there that it would be 

a waste to just let it all go. And this is no offense to 

people who work 9-5. You don’t need to limit 
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yourself anymore. You can be free and escape that 

reality and move to a more free environment.

And to give all your attention to your phone, the 

television, the news, politics, or social media. 

There’s so much more to life, that I can’t begin to 

explain or how to begin. Just know in your journey 

and with this book, you will begin to see your path 

the way it was meant to unfold. The choices you 

make will be the reason your success will become a 

reality.

I hope this book taught you more than just 

having a more structured sales meeting or closing 

deals you can agree to. I hope this book taught you 

that there is more to life than what we see on the 

surface. I hope you take all the teachings, guidance, 

and tactics to good use so that you can be in a better 

position now than you were yesterday. 
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How To Book The Couple social media link:

Facebook: 

facebook.com/groups/howtobookthecouple
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