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Week 1 – Pricing and Selling 

INTRO:  Hello!!  Welcome to the Tricks of the Trade Mentor Program! I’m thrilled to have you 

signed up to participate over the next 12 weeks.  Let’s jump right in, and get started with Pricing 

and Selling!  Here’s the overview of what we’ll cover in this lesson: 

 Understand the different package options or services that Planners offer, as well as the 

price points for those different packages and service offerings.   

 We’ll also discuss the different ways you can consider charging - including the pros/cons 

– hourly, flat rate, percentage based, etc.   

 You will walk away having a solid understanding of what you could and should be 

charging based on your target market, experience, and region you live in. 

 

LESSON: 

There are a number of ways that you can sell your services as a Wedding Planner.  Most 

commonly, you can either offer a standard package like “Month-Of” Planning, you can 

customize a package based on a client’s needs, or you can work with a comprehensive list of 

service offerings to then sell the client on those services and create a truly custom experience for 

them.   

So, just to give you an idea of how we price and sell with Sweet Pea Events in our Dallas office, 

here are our service offerings with price points (we have a range, because depending on 

experience the price increases).  Also, keep in mind that we’ve been in business for nearly 10 

years so we have worked up to the following pricing over the years: 
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 Month-Of Planning (what we refer to as the Pink Package) - $2000-2500 (for the Planner 

on our team with 2 years experience), $3000-3500 (for the Planner on our team who has 5 

years experience).  I don’t personally do any Month-Of Planning any longer, so these are 

our typically our two ranges.  

 Full Planning (what we refer to as the Couture Package) - $6000-7500 (for the Planner on 

our team with 2 years experience), $7500-$9000 (for the Planner on our team who has 5 

years experience).  I take on a limited number of weddings myself a year now, so when I 

take them on my price starts at $13,000. 

 Partial Packages:  We really don’t offer many partial packages any longer.  This is why – 9 

times out of 10 they turn into Full Planning.  Say they hire you to do Month-Of Planning, 

but then want to add in a service like creating their Event Design.  If you don’t also 

manage their budget, you’ll have a tough time knowing what type of design fits within 

their budget.  You’ll constantly be asking budget related questions as you work on their 

Event Design.  So, we typically will only offer Month-Of or Full Planning now, nothing in 

between.  If there is a venue we REALLY want to work with, or a client we REALLY want to 

work with, then we might make an exception.  But – these packages aren’t something 

we advertise.  If we do Partial, then the range is between $4500-6500 depending on the 

Planner. 

 Destination Packages:  We customize every destination package (that includes our travel 

fees so they don’t pay for that separately).  Essentially it’s Full Planning PLUS usually 

rehearsal dinner planning, day-after brunch planning, etc. – but, every destination is so 

different that these packages are truly customized.   Destination packages typically start 

at $10,000.   

Here’s generally what we see with regards to pricing for the rest of the country/our colleagues: 

Day-Of/Month-Of (in my opinion they’re the same – actually, you really should be careful calling 

it Day-Of because you could likely never just show up on the day-of without having spent hours 

prior working on that wedding).  In metropolitan cities where the cost of living is higher:  Seattle, 

San Francisco, NY…these markets warrant a higher price.  You have to charge more because it 

costs more to do business in those cities AND clients expect to pay higher prices because of 

that.  So, Month-Of Planning in these cities tends to be $3000 at a minimum.  For markets like the 

Midwest, some Southern states, etc. I see the minimum being more like $1500.  Again, this all 

depends on experience, target markets you’re focusing on, etc. but these are typical minimums 

I see for Month-Of.   
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Full Planning – In smaller markets I see the minimum at $5000.  For the metropolitan cities like 

Dallas, LA, Chicago, I see minimums starting at $7500.  Most Planner who have been in business 

at least 5 years tend to be charging at least $8000 and their average is more in the $10,000 

range.  After being in business that long, you come to realize how many hours you pour into Full 

Planning and that you have to charge this much to make it profitable for you. 

Next:  Let’s talk a bit more about different methods of pricing and the pros/cons.  Here are the 

typical ways you can charge a client as a Wedding Planner: 

 Hourly – you can set an hourly rate (similar to how an Accountant/Attorney works) and 

bill the client monthly for the literal number of hours worked.  What are you worth - 

$50/hour?  $75/hour?  $100/hour? 

o Pros: There are some successful Planners I know who have done this method for 

years and it works for them.  They tend to be very high-end luxury clients who are 

accustomed to this method, as of course the budget is left open-ended for 

planning – just depends on how long it takes the Planner.  The benefit of this is 

that the Planner is paid for the literal time they work on that event, and typically 

it’s a very profitable model because they don’t risk underestimating number of 

hours worked (like what often happens with a package deal) 

o Cons: Most budget conscious clients aren’t fans of this option, as it makes them 

too nervous.  They want to know exactly what they’re going to be spending on a 

Planner, so they don’t prefer the hourly option.  Even a high-end client with a 

great budget may not like this option because it’s too risky not knowing what the 

end total will be. 

 Flat Rate - as I discussed above, this is how our team sells our services.  You offer a 

package to them with services outlined in that package. 

o Pros:  It’s very clear to the client as to what they will receive from the Planner.  It 

can be easier to sell because people in general are accustomed to packages as 

they are shopping for other categories of wedding professionals.  Your packages 

are consistent so they offer clients a consistent experience – that equals excellent 

quality control! 

o Cons:  As a Planner, you could definitely sell yourself short on your packages and 

not be charging enough based on the number of hours you actually work.  Some 
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clients may feel “pigeon-holed” into a package and want more freedom to be 

able to add on services. 

 Percentage Based – this is where you charge the client a percentage of their overall 

budget.  Often Planners will set a minimum (say 15% or $20,000) that the client has to 

meet.   

o Pros:  This works well in the luxury market, where clients understand that Planners 

need to charge a percentage of their overall budget.  Typically, the higher-end 

the weddings, the more wedding pros there are to manage, the more risk there is 

involved, logistics tend to be more complex, etc.  Planners tend to really benefit 

from this model and limit themselves on the number they can manage at once 

because they usually are highly time consuming and truly serve as a Project 

Manager for their client. 

o Cons:  Some clients may not like this model because the Planner could be 

perceived as greedy (since the more the client spends, the more the Planner 

makes).  If you don’t want to be totally in tune with a client’s budget and 

manage the percentage based model, this probably isn’t the best pricing 

structure for you as a Planner. 

FINALLY:  How to determine profitability? 

 You can charge the most you’ve ever charged, but still not be profitable.  SO – it’s super 

important to understand your profit margins based on your sales prices/costs/expenses.  

I’m co-owner of Sage Wedding Pros, and we offer a “Pricing Test and Sales Plan” that 

you can download for $10.  This spreadsheet is magical.  It will auto calculate the 

numbers for you…show you how many weddings you need to do in order to be 

profitable, how many do you need to do in order to break event, etc.: 

 Pricing Test and Sales Plan:  https://www.e-

junkie.com/ecom/gb.php?c=cart&i=574952&cl=92881&ejc=2 

 Again, depending on your target market, region, and experience – you’ll want to 

determine what’s best for your Company and clients based on these factors.   You 

should also understand what your colleagues/competition is charging (at least a general 

ballpark) so that you’re pricing yourself appropriately.  You definitely don’t want to be 

the one to be undercutting the market charging too little…and you don’t want to be 

outpricing yourself so that no one books you.  It’s a balance. 

http://www.sageweddingpros.com/
https://www.e-junkie.com/ecom/gb.php?c=cart&i=574952&cl=92881&ejc=2
https://www.e-junkie.com/ecom/gb.php?c=cart&i=574952&cl=92881&ejc=2
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Instructions: 

 Assess your pricing, including your method(s), and the packages or services that you’re 

offering.  Determine if you feel you’re getting paid what you’re worth.  Also, can you 

stand to raise your pricing at least 10%?  15%?  One year I realized I was so underpriced 

compared to my competitors that I increased my Full Planning package by 25%.  And 

you know what? I ended up booking more Full Planning that year – sometimes people 

want the more expensive option.   

 You of course need to factor in your costs, expenses, etc. as you’re working on your 

pricing.  Each business and individual situation is so different.   

Take some time to jot down your notes and any areas you need to tweak your pricing: 

             

             

             

             

             

             

             

              

 

Congrats! You’re finished with Week 1! 

 Here’s what we’ll be working on next week:  Selling Yourself at a Consultation – I’ll share 

with you what a typical consultation looks and feels like as a Wedding Planner.  The 

consultation process is key to selling, so I will give you tips and tricks as to how to conduct 

a successful consultation.  This will include tips for how to best sell your Planning services. 

 

HAVE A GREAT WEEK!   


