


Module 4 

How To Use The KLT Factor To Book 
More Weddings 



Today’s Plan 

  What the KLT or “know-like-trust” factor is and 
why it matters 

  How you can use the “know-like-trust” factor to 
book more weddings 

  How to use your superhero origin story in your 
marketing 





The Most Important Asset In 
Business - Trust 

  People do business with people who they know, like and 
trust 

  When was the last time you did business with someone 
you didn’t trust? 

  Trust is something we know that we have to build, but 
how can we cultivate it in our businesses? 

  It’s not as complicated as you might think but first I have 
a question for you…. 



Who Do You Trust More? 

Santa Tax Collectors (with semi-
automatic weapons) 



Why do we trust Santa? 

  Santa is a selfless giver who is universally 
adored and the tax collector is despised 
because they take from us 

  We instinctively trust those who are generous 



How does that relate to earning 
trust? 

  One way to earn trust it to give without expecting 
anything in return (this is how I run my business) 

  Another way to earn trust is by consistently doing what 
you say you’re going to do 

  This means following through on things like posting 
your weekly blog post even when you don’t feel like it. 
Consistency shows that you’re serious about your 
business and it’s not just an expensive hobby. 



  This is the thing in our psyche that makes us want to give to 
someone who has given to us 

  This doesn’t mean you give someone something and then sit 
and wait for yours in return. What is does mean is that if you 
help someone, they are more likely to work with you, share 
your content or recommend you to someone who needs you. 

  You must use this ethically. It is not okay to manipulate 
someone psychologically. Just don’t be a jerk. 

The Reciprocity Principle 



  I create content weekly, share useful content from others and 
create freebies as part of my marketing strategy. 

  By giving without expecting anything back, I make it more likely that 
people will trust and want to work with me, share my content or 
recommend me to a friend. 

  Creating all of this content also demonstrates my expertise. Telling 
is not enough, you have to demonstrate it. 

How I Use The Reciprocity Principle 



  What content can you create and give away that 
will help your audience while demonstrating that you 
know your stuff? 
  Are you holding back from sharing freely? 
  It doesn’t have to be complex. Just think about 
what you can do to give and be more helpful. 

How Can You Be More Like 
Santa? 



Building your Know-Like-Trust 
factor takes time 

  This takes time to build so don’t try to rush to the sale. 
  Sales is just like dating. Would you go up to someone at 
a bar and ask them to get married? That is exactly what a 
lot of wedding professionals do to their potential clients. 
  Make it easy for people to get to know, like and trust 
you. 
  One of the best ways to do this is by being yourself and 
letting people get to know you as a person. 



Your Superhero Origin Story 

  People do business with people, not companies so who are you 
as a person? 
  Every superhero has their origin story and it shapes our 
understanding of who they are & why they do what they do. 
  It may not sound like it would be interesting, but people want to 
know who you are, why you do this and how you got started. 
Especially the quirky parts! 
  Tell your story on your about page in the 1st person and 
incorporate elements of it throughout your content. It will set you 
apart! 



 There are many ways to stand out but the only thing that 
no competitor can copy is your personality. 

 Are there any people who you feel like you know due to 
their blog posts or Facebook posts but you don’t actually 
know them? 

 People can’t like you if you never give them a chance to 
get to know you. 

 I really encourage you to inject more of who you are into 
your business. 

Standing Out 



Why Would Potential Clients 
Want To Get To Know You? 

Here are some great statistics from Splendid Insights: 

  75% of couples want their wedding to be FUN. Show that what you do 
contributes to that. 

  Detail shots get you published, but people shots get you hired. Photos of 
guests dancing, having fun helps close the sale. 

  Creativity is the top trait millennials (those born between 1979-2000) 
think people should possess, so explain your process to show that you 
are. 

  Most importantly, be yourself. The possibility of becoming friends with 
their wedding pros matters to 49% of couples. 



Kat Williams Nails This 
  Kat is totally herself and is not afraid 

to speak her mind. Not everyone 
agrees with her, but that doesn’t stop 
her from voicing her opinion like she 
does in this post about weight loss 
and weddings: http://
www.rocknrollbride.com/2012/06/
weight-loss-and-weddings/  

  What we can learn: No one is ever 
truly neutral and acting that way sets 
off people’s bullshit detectors. Not 
everyone is going to like everything 
you have to say and that’s okay. Be 
a human-have an opinion! 



Cassandra Hipple Does Too 
  Cassandra created When Geeks 

Wed to help inspire couples to put 
their own personal spin on their 
wedding. She was able to create 
this niche blog by tapping into her 
love of all things geeky. Not 
everyone is going to love it but that 
doesn’t matter. 

  What do you love that you can tie 
into your business? 



Erika Lyremark Owns Her 
Superhero Origin Story 

  Erika worked as a stripper for 9 
years and she uses that to set 
herself apart for everyone else in 
her industry. Her website speaks 
directly to her target market: 
women who need want to whip 
their businesses into shape. Have 
a look at her about page to see 
how she has made her work as a 
stripper the crown jewel of her 
business: h"p://dailywhip.com/
about/  



Quick Recap/Homework 
1.  What can you do to be more like Santa? 
2.  What is your origin story? Write it out in the 1st person 

including how you got into doing what you do and why. 
Include your own quirkiness in it! 

3.  Review the 3 examples of business owners being 
themselves & owning their story 

4.  How will you let people get to know you better? 



Coming Up In Module 5 

  The first of 2 modules focused specifically on blogging  

  Why blogging is SO freakin’ important 

  Why the location of your blog matters 

  What to write about on your blog & how to see ideas for 
posts in everything 

  How to develop your writing voice 

  How to write for your ideal client 




