Optional Sunday Sessions

ching UP for Accredited or Masters

Who should attend When Where
Consultants, Vendors, Noon — 1:15 p.m. Desert Willow
PBCs/PWVs, ABCs/AWVs Sunday, November 7th

Registration fee $25 — limited session size. BYOB - Bring Your Own Binder

This session is for those seriously considering applying for their Accredited or Master’s designation
in 2011. We will go over the requirements, the points, and some ideas for your portfolio
presentation. This session will be interactive, however, not one where the correct layout is
presented. Because a Master designation is individual, there are no cookie cutter formats. We will
be helping you express your qualifications. Class size is limited & requires early registration ($25).

e Understand how to best present your points, materials, and qualifications.
o Be better prepared to give a presentation to the Master’s Panel in 2011.

o Be challenged to be a solid, contributing ABC member going forward, regardless of the

outcome. (And, hopefully, build camaraderie among this group that is loyal to each other
and to ABC).

5539 ]:rccman, MBC has been a member of ABC since

1996. As a “Church Lady”, she realized she needed help, so she
went to Barnes & Noble and bought Teddy Lederman’s book.
From there she learned about ABC and contacted them
immediately. With ABC’s emphasis on education and
professionalism, she knew she had found the path to both. As
the only ABC member in Arkansas who has lasted more than a
few years, Shay relies heavily on annual conferences to learn
and to grow. She’s been “adopted” at different times by Texas
and Louisiana, and considers herself a member at large. Shay
became a Master Bridal Consultant in 2005 and regularly
contributes to Expanding Horizons and Novice sessions at
conference. Shay has been married 41 years to her college
sweetheart, is @ mother of 3, and grandmother of 4.
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Optional Sunday Sessions

HOW (Hot O{;F the Tu mip Truck) ]:irst Time Attcndccs

Who should attend When Where
Conference First Time 12:30 - 1:15 p.m. Acacia - Bougainvillea
Attendggg,ALLwelceme - "'\,k Sunday, November 7th

If you are a first-time attendee at the ABC Annual Conference

“Business of Brides”, you will want to take advantage of this
Sunday afternoon session to help make your first ABC Annual
Conference experience the HOTTEST and BEST!

Kim Horn, MBC, Conference Committee Chair, along

with Elaine Barker, PWV, Krista Orozco, PBC, and Donna Brian,
MBC and all the conference team want to welcome you to your
\ first conference.

Deliverables:

\ e How to plan your conference schedule and what
breakout sessions are best for you

e How to get the most out of networking at conference.

e How to “work” the Trade Show and get to know ABC corporate
members.

e What to wear, where things are, etc.
T T |
| | Krista ~ ] Notes:
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Optional Sunday Sessions

C]athcr ‘Kouncl the Masters

Who should attend When Where

ALL conference attendees 1:30 — 3:00 p.m. Grand Pavilion
Sunday, November 7th

All are welcome — no Rsvp or registration required

You're cordially invited to attend this informal hospitality session and meet ABC Master Bridal
Consultants. Greet, meet, network, ask questions, express your opinions and much more, one-on-
one or in a relaxed, small group atmosphere. MBCs are here for you, approachable, willing to
answer questions and help you reach your goals.

e Get acquainted with ABC Masters.
e ABC Masters are here and willing to answer questions and help you reach your goals.

e Understand that reaching the Masters level is not extremely difficult, it takes consistency in
their business activity, ABC involvement, and reaching outside the box for requirements
needed.

Sandra Monahan, MP( is the Association’s Pennsylvania State

Coordinator. She is Pittsburgh’s only ABC Master Bridal Consultant. From
teaching floral design and bridal workshops at community colleges, art
centers and retail locations, to speaking engagements at established
bridal shows, she demonstrates complete dedication to the wedding
industry. Attendance at annual association conferences and seminars
combined with specialized education in Etiquette and Protocol, enable her
to offer all clients an extremely well balanced and knowledgeable planning

portfolio. e

Sandee will be joined by:
MBC ¢ Renee Grannis, MBC and ABC Director of Ethics and Compliance

e Candice Benson, MBC and New Jersey State Coordinator
e Shelby Tuck-Horton, MBC and Maryland State Coordinator
¢ Mary Charmoli, MBC and Wisconsin State Coordinator
¢ Luz Del Carmen Millan Vargas, Latin America Country Coordinator
e Lisa Burnett, MBC, Northeast Florida Local Networking Group Co-Director
e Barbara Wallace, MBC
e Jean Picard, MBC and California State Coordinator
Bridal e Shay Freeman, MBC
Consultant e Steve Stawicki, MBC

Master
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Optional Sunday Sessions

Certified Sandals Spccialist

Who should attend When Where
ALL ABC members 2:00 -4:30pm Acacia - Bougainvillea
Pre-registration requested Sunday, November 7th

Kim Sardo

The “Sandals ABC Honeymoon and
Destination Wedding Program” has been | e sncon - snien Camamin
extremely successful and we look forward to
working with you. The program allows ABC
members to provide luxury included ™
honeymoon packages and destination
wedding packages, “Weddingmoons”, to all of
the Sandals and Beaches Luxury Included™ S,
Vacations throughout the Caribbean. This B
program is only open to current ABC members
who are arranging their clients’ honeymoons or destination weddings directly with Sandals using
the ABC Program Code #061061513. There are two ways to book your clients:

1. Call our reservations department at: 877—SANDALS or 877-BEACHES —inform the agent that

you are an ABC member and give them your program code with your last name and first initial.

2. Send an e-mail to sandalsabcbridal@uvi.sandals.com with the following info:

* Your full name and contact number

* Your clients’ full name, contact number and convenient time to call

* Date of travel

* Destination preference (Jamaica, Bahamas, St. Lucia, Antigua or Turks & Caicos

* One of our Reservation Sales Associates will make the call directly to your clients, answer all
guestions, and make the booking for you. All reservations will be made using the ABC
program code under your name, so you will receive credit. Our reservation agent will
communicate with you via e-mail to relay progress or status of your clients’ booking.

In addition, ABC members earn a full 12% promotional bonus on the pre-booked land portion (all
airfare is excluded) for client honeymoons and trips and 10% on destination weddings that you
arrange. The ABC program check will be issued from ABC headquarters after the trip, honeymoon
or destination wedding takes place, and will be payable to the individual wedding planner. This
may not be shared with the honeymoon couple, which would result in loss of ABC Sandals
Program privileges, and potential suspension of ABC membership.

You can use this promotional bonus to promote your business; i.e. reduce the costs of a bridal
show booth, upgrade your promotional materials, expand bridal publication advertising, or pay for
airfare to a Sandals research trip or to an annual conference. You decide how to spend it, but the
more you book, the more you earn!

To set up marketing plan contact Kim Sardo, Sr. Director of Business Development, for Sandals
and Beaches Resorts, at 978/281-1119 or kimsma@earthlink.net
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Optional Sunday Sessions

How to Start and Run a Successful | ocal thworking GrouP

Who should attend When Where
ALL ABC Members 4:00 — 4:45 p.m. Desert Willow
Sunday, November 7th

Never any ABC meetings in your area? Are you in a remote area (without a lot of other ABC
members?) We're looking for a few good leaders. LNG Co-directors are encouraged to attend to
share their successes and lessons learned.

e Be able to implement ABC LNG guidelines.
e Discuss and share LNG meeting ideas from successful LNGs.

e Understand LNG leadership/involvement ROI.

— i’;) E_lisc E_nloc, MBS is the Association of Bridal Consultant's

Director of Education and as the Association's Florida State
Coordinator. She started Florida's first LNG nearly ten years ago.
Her business, Attention to Details Weddings & Events specializes
in limited consultation with "day of" coordination. As adjunct
faculty at the University of Central Florida's Rosen College of
Hospitality Management, she still manages to coordinate a few
weddings. She's Orlando's co-chair for Brides Against Breast
Cancer Charity Wedding Gown Sale for Making Memories
Breast Cancer Foundation. Ms. Enloe has an M.A. in Education
and Human Resource Development from George Washington
University, is retired from the US Navy, and is an active
member of ISES. She and her husband Ken live in Oviedo,
Florida.

\
\
\

Notes:
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Optional Sunday Sessions

Destination chc]ings Mexico

Who should attend When Where
ALL conference attendees 4:45 - 5:30 p.m. Copperwood
Sunday, November 7th

The Mexico Board of Tourism

MEXICO

Welcomes ABC Wedding Professionals

On Sunday afternoon from 4:45 p.m. — 5:30 p.m. in the Copperwood Room, ABC members are
Invited to hear Ms. Carmen Laborin, Destination Wedding Specialist for the Mexico Board of
Tourism, highlight the major regions of Mexico and the advantages of building a honeymoon or
destination wedding in Mexico for your clients. The presentation is meant to be introductory in
nature, and will provide an overview of this very accessible, country of celebration. Brochures
which will be provided to all attendees. ABC also wishes to thank the Mexico Board of Tourism for
their support of our Tuesday Hot & Spicy evening event during this conference.

Notes:
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Breakout Sessions

10 (Commitments of thworking
Creative Wags to Maximize Your Personal Conncctions!

Who should attend When Where
ALL registered conference IT — 1:30 — 2:30 p.m. Monday Eucalyptus
attendees V- 11:15a.m. 12:15 p.m. Tuesday Honeysuckle

What you put out to the universe always comes back to you! Disappointment may follow if you
expect a return from the person to whom you have contributed. Networking is building supportive
personal and business relationships; it's consistently meeting new people and making new friends
and having lots of fun in the process!

Whether you're new to the industry or think you “know-it-all,” this session will help you refocus
and reenergize your commitment to successful networking ventures. Learn:

e The only profitable definition of business networking.
e How to work together without fear of competition.
e The 10 things you must be committed to for networking to really work.

e How to increase their productivity, profitability and personal prosperity.

Larry James is founder and President of

CelebrateIntimateWeddings.com and CelebrateLove.com. He has

been a full-time professional speaker, author and relationship
coach since 1987. Larry is a nondenominational minister and has
been performing the most “romantic” wedding ceremony you will
ever find anywhere since 2002.

During his long career, he has authored 5 books and has been
a coach to thousands of people and business owners. His
newest book, “"Ten Commitments of Networking: Creative Way
- to Maximize Your Personal Connections” is being printed in
eleven countries. He has earned his reputation as a speaker and trainer by
teaching success principles and techniques he has learned and developed from his experiences in
the field of broadcasting, selling and living life to its fullest. He is a gifted teacher who shares his
inspired insight with clarity, style and good taste.

He fully acknowledges his responsibility to practice what he teaches; inspiring others by example.
His purpose is "Helping others help themselves."” He is totally committed to sharing ideas and
information that will assist anyone interested in improving the quality of their life!

He was on staff with Dr. John Gray, Ph.D. author of "Men Are from Mars, Women Are from Venus"
for eight years. Larry has appeared on ABC TV's "The View" with Barbara Walters and more
than 650 radio talk shows. He's been quoted in Cosmopolitan Magazine & Red Book and his
articles have appeared in Modern Bride, Arizona Weddings, Wedding Chronicle, Arizona's Finest
Wedding Sites & Services and many others.
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Breakout Sessions

{Xe; Commitmcnts O'F NCtWOI’l(ing Creative Wags to Maximize Your Fcrsonal (Connections!

1. Blueprint Your Life! - No Purpose. No Goals. Know Purpose! Know Goals! Design your
future by setting goals. Decide what you want.

2. Accept Responsibility! - Be accountable to yourself for the choices you make and for the
consequences of your actions.

3. Be Coachable! - Listen for and be open to new ideas and suggestions others in your network
of support may offer.

4. Show Up! - Be places that count. Get involved in charitable and community projects. Be
seen. Attend business and professional meetings. Networking opportunities are everywhere!

5. Be Yourself! - Demonstrate your own authenticity. Be unto others as you would have them
be unto you. Be real.

6. Pay Attention! - Look for opportunity! Talk 20% of the time! Listen 80% of the time!

7. Contribute! - Networking is contribution; it's helping others help themselves! Allow others to
contribute to you!

8. Ask For What You Want! - Tell people what you need. They can't read your mind.

Larry James
Ten
Commitments
of

Networking: 10. Stay Connected! - Be in touch! Never forget the people in your
Creative Ways to Maximize | network of support and never let them forget you!

Your Personal Connections!

9. Say "Thank You!" - Express appreciation. Acknowledge others for
their contribution to you. Be creative with your gratitude!

Vi we and gl g = Wy . o
- e —a
(N e b

A S e Adapted from the book, "Ten Commitments of

A S— - —

IR Networking" by Larry James

Copyright © 2010 ~ Larry James » 480 998-9411 « 800 7259223 ¢ Call 480-205-3694 » Fax 480 998-2173
CelebrateLove.com, Post Office Box 12695, Scottsdale, AZ 85267-2695
CelebrateLove@cox.net ~ www.TenCommitmentsofNetworking.com
BLOG: NetworkingHQ.wordpress.com
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Breakout Sessions

Advanced | _awsuit Protection, | ax Reduction and [ _state Planni ng 5tratcgics

Who should attend When Where
ALL registered conference I-11:00 am — 12:00 p.m. Monday Honeysuckle
attendees This session is offered once

From this presentation, you will learn lawsuit protection, tax reduction, and estate planning
strategies most advisors are unaware of.

Deliverables:

e Structure business for lawsuit protection and prevention
e Reduce liability insurance costs

e Minimize taxes

e Create successful estate and business succession plan

Larry Oxenham, American Society for Asset Protection, is

one of America’s top asset protection experts, having helped
thousands of professionals achieve financial peace of mind by
teaching them how to properly structure their assets for lawsuit
protection and tax reduction. He has authored and co-authored
several articles and books on the subject including The Asset
Protection Bible. His career has been credited with helping
thousands of people save millions of dollars. Larry Oxenham is
a nationally recognized speaker who has trained thousands of
professionals at hundreds of conventions, conferences and
seminars across the country.

Lawsuit Protection

e Sources of lawsuits Bridal Consultants are exposed to
and how to prevent them.

e How Bridal Consultants can protect 100% of their professional and personal assets from
lawsuits.

e How Bridal Consultants can protect their business, property, and personal assets in the
event of a judgment in excess of liability insurance or an exclusion in a policy.

e How to avoid the most common asset protection mistakes made by Bridal Consultants and
their advisors.

e How Bridal Consultants can minimize vicarious liability for the acts of other professionals
and staff.
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Breakout Sessions

Advanced | _awsuit Protection, | ax Reduction and [ _state Hanning Stratcgics
Tax Reduction and Estate Planning

Notes:

Five strategies bridal consultants can use to reduce income taxes by up to 40% each year.

How bridal consultants can eliminate the capital gains tax on the sale of a business, real
estate, stocks or other assets.

What bridal consultants should be doing now to prepare for successful business secession.

Techniques bridal consultants can use to avoid probate and eliminate all estate taxes to
pass assets to heirs tax free.

How to effectively use corporations, trusts, wills, and family limited partnerships.
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Breakout Sessions

A Fassion for Fapcr and Fcrsonalization
Where

Who should attend When
I-11:00 a.m. —12:00 p.m. Monday  Acacia - Bougainvillea

Novices, Consultants, Vendors
IV -10:00 a.m. — 11:00 a.m. Tuesday Acacia - Bougainvillea
Having an appreciation for distinctive papers isn't the only criteria for selling invitations.

Deliverables:
Learn the tricks of the trade by recognizing the role of relationships, strategies, marketing

[ ]
and trends and elevate your passion for papers and personalization to the next level

Elaine Barker, PWV is the proud owner of Paper Potpourri,
and has been in the business of selling invitations for all occasions for
over thirty years. Elaine has won many awards for her custom
invitations. Located on Broadway in Haverhill, Massachusetts, her
business draws customers from all over New England and beyond.
Elaine has been a member of the Association of Bridal Consultants
since 1988. ABC has provided a great deal of guidance, support
and business relationships which have been great contributors to
her success. Elaine was the winner of the 2009 Miss Dorothy
Penner Heart Award for Passion and Excellence to the Wedding

Industry.

—‘//// - g =
[ ' SyIV|a N|t|kas, AWV, has been an active member of the

Association of Bridal Consultants since 2002 and has earned the
designation of Accredited Wedding Vendor™. She is the owner and
creative energy behind Paper Dance, Inc., an award-winning invitation
gallery in Ormond Beach, Florida. Her custom designs range from biker
to black tie and her clients include professional athletes, high ranking
military officials and Fortune 500 CEOs. She is a frequent local radio
guest, public speaker and recurrent resource for newspapers and local
and national magazines seeking expert commentary on invitation design,
trends and etiquette. With over twenty years wholesale and retail
experience combined, Sylvia has parlayed an appreciation for distinctive
papers and backgrounds in art, creative writing, and theater into this

venture named for her two passions: Paper and Dance.

Gayle O’Donnell, AWV, Paper Passionista, has helped more than
10,000 brides get ready for their trip down the aisle since her early days as a

wedding consultant, and later operating All About Weddings & Celebrations
from 2000 - 2010. Gayle is one of only 6 vendors globally with the
designation of “Accredited Wedding Vendor” from the Association of Bridal
Consultants, and co-hosts the popular “Nearlywed Radio” show. A member
of the Editorial Advisory Board for Stationery Trends Magazine, and
Delegate to the National Stationery Show, Gayle served several years as
Washington’s State Coordinator for the Association of Bridal Consultants.
Gayle resides in the Seattle area, has a degree in Political Science from
Oregon State University, and has completed the Certificate Program in
Human Services Management from the University of Washington.

I
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Breakout Sessions

A Fassion for Fapcr and Fcrsona]ization
SALES

I. Vendor Relationships - Sylvia

A. Knowing how to work effectively with local stationers

B. Establishing relationships with companies
C. Invitation 9-1-1

Il. Selling Strategies - Sylvia

A. Who, What, When, Where, and Why
B. Continuity of Design

C. Using the internet as a research tool

STYLE
lll. Etiquette Regarding Invitations - Elaine

A. Composition

B. Formatting

IV. Invitation Trends - Sylvia
A. Pantone
B. NYSS

C. Publications

MARKETING
V. Bridal Shows - Elaine

A. Preparation for a Successful Show
B. The Day of the Show
C. Follow up

VI. Web Sites - Elaine
A. Professional Web Designer

B. Promoting the Business

VII. Social Networking - Gayle
A. Facebook
B. Twitter
C. Blogs
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Breakout Sessions

Chinese chdings
Who should attend When Where

ALL conference attendees IT - 1:30 — 2:30 p.m. Monday Acacia - Bougainvillea
V-11:15a.m. - 12:15 p.m. Tuesday ~ Eucalyptus ‘

One of the most representative things in Chinese
culture is ritual, and the Chinese traditional :
wedding is a perfect example. However with 56
different races, China has great variation of ‘
wedding habits. Some of them are very interesting,
while some of them are formal. This session

explores traditional Asian weddings while comparing
them to the modern weddings in Greater China,
including Hong Kong.

o Describe traditional Chinese Weddings
ceremony and reception

o Differentiate modern 2010 Chinese weddings
from traditional

o Discuss wedding budgets in Hong Kong and
China

e Eco- Weddings in Greater China

_ Kate-Magg Chau, | .S., MIE x, CPM is the Founder of

‘\.‘ “Le Manége Limited”, “Katemagg Event & Wedding” and “MICEP”
International Corporate Etiquette and Protocol Hong Kong, also
the Director of Hong Kong - Association of Bridal Consultants

(ABC). Highly proficient brand manager and trainer with over 10
“~,‘ years experience in cosmetic industry and wedding production,

Kate-Magg has been recognized for uncommon talent bringing
~individuals and groups to success, applying creativity, passion
\1 and expert to support the efforts of a multitude of cutting edge
\ projects and is known for her entertaining and informative

‘, // presentations.

Notes:
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Breakout Sessions

F]owcr Scnsc and Ccnts

Who should attend When Where

Consultants I-11:00 a.m. — 12:00 p.m. Monday Copperwood - Desert
Only offered once Willow

Understand the world of flowers and making it profitable at the same time.
Deliverables:

e Learn the best floral impact and satisfaction by guiding brides to long-lasting variety
choices, trend varieties, and budget-friendly ideas

e Improve communication and partnership with florists by better understanding of floral
concepts

¢ Discover how working directly with local wholesale distributors can be more profitable for
you and increase the “wow” factor for your bride

e Develop your own design capabilities by using flowers that will make “sense” along with
making “cents” for you

| Joyce Mason-Monheim, AIFD, CFD, FFC,

| AzMF The love of flowers and the enjoyment of teaching have

greatly enriched Joyce’s floral career of over 30 years. Achieving
a floriculture degree in 1976 has been just the start of her
designing experience. Joyce has spent the greater part of her
career experiencing floral retail shop operation and is currently a
free-lance designer and educator. Joyce has served as President
and leading positions of many local, state, regional and national
organizations. She has been published in many media outlets
focusing on trade editorials and design photography. She has
participated in special events including the Rose Parade,
1 Presidential Inaugurations and Design Chairman for the
. Society of American Florist Annual Convention. Joyce has
| presented twice at the American Institute of Floral Designers
\ National Symposiums. Currently Joyce is a Teleflora

\

: 1 Educational Specialist, a member of the Professional Floral
/’/ Communicators International, a Certified Floral Designer, is
an Arizona Master Florist, and has been placed in the Arizona State Florists
Hall of Fame. As a member of the American Institute of Floral Designers she holds the positions of
1st Vice-Chairman for Membership and is the Education Chairman, helping develop the new AIFD
on-line class series. Floral Management Magazine has named her one of the top ten “"Rock Star”
presenters in the country.
This session is sponsored by Wholesale Florist and Floral Supplier Association

WE §sn WFFSA.org

\
\
1
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Breakout Sessions

]:lowcr Scnsc and Ccnts

Top Reasons to Buy from Wholesale Florists

1.

Overall Satisfaction. Significantly higher in overall satisfaction than farm direct, importers,
and wire service floral sources across all florist sales groups and regions of the US.

. Reliability. Wholesale florists perform best. They are dependable. They stand behind their

promises. Wholesalers were voted the most reliable source of supply in a nationwide survey of
retail florists.

. Accuracy. Wholesale florists provide accurate order fulfillment and on-time delivery.

. Responsiveness. The highest out of all suppliers when it comes to responsiveness. When you

need help your wholesaler is there.

. Expert Knowledge. Wholesalers have knowledge and expertise about the products they sell.

Retailers voted them superior in product knowledge against all other cut flower sources.

. Cut-Flower Quality. Wholesalers deliver high quality flowers. The quality of flowers from

wholesalers higher than farm direct, importers and wire service programs.

. Relationship. Develop a long-term business relationship with your wholesaler. When you call

your wholesaler, they know who you are and what your special needs are.

. Easy to Order. The easiest source from which to order product.

. Convenience. Wholesalers are located relatively near their customers. The wholesalers'

method of delivery is convenient and lead time in ordering product can be short.

10. Selection. Wholesalers offer a wide assortment of cut flower varieties and basic everyday

floral supplies.

11. Cost Effective. Wholesale florists provide cost-effective, store-door delivery in quantities that

you need and can use without waste.
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F]owcr Scnsc and Ccnts

Fresh Floral Care and Handling

The correct care and handling of all fresh flowers and foliages
is essential to the lasting quality for freshness. It is important
to remember that cut flowers and foliages are living things and
have continuing needs to assure a long life. Please follow the
care steps below to insure proper lasting ability.

Breakout Sessions

Remove the flowers from the box and/or any
packaging around the product to allow them to breath.

Remove any foliage that will be below the water line of
the container for storage.

Re-cut the stems using a very sharp knife or scissors.
Make a diagonal cut about 1 to 3 inches off the bottom
of the stems. Flowers stay fresh longer when they are
cut with a sharp knife and plunged immediately into
water with a floral food added. Cut the stem at a slant because a slanted cut exposes more
stem surface area. Do not remove thorns from roses because it will shorten their life.

Move flowers to a sanitized container filled with 6 to 8 inches of water mixed with the
correct amount of a commercial floral food.

Use plain, lukewarm water for most cut flowers.
Use cold water for bulb flowers, such as daffodils, hyacinths, and tulips.

Condition the flowers by letting them set at room temperature for at least an hour and up
to 24 hours.

Change the water every 2 days.

Before using in a design: refrigerate in cooler for six hours to overnight

Average daily temperature of floral cooler: 38 degrees F.

Tropical flowers such as orchids, anthurium, and heliconia are to be stored at 55 degrees F.

Fruits, vegetables and non-floral items: should not be stored with flowers; they could
produce ethylene damage.
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Breakout Sessions

HOW Structurcs: T ents, Canopics, ChuPPahs & Manc}aps
Who should attend

When Where
Consultants, Vendors IV - 10:00 — 11:00 a.m. Tuesday Grand Pavilion
Only offered once

What's the difference between a tent, a canopy, and a chuppah? How many people can fit under
a mandap? What's the easiest way to figure tent size? What about permits? This session will give

consultants a heads up on questions to ask your vendors and necessary knowledge of tents and

ceremony structures as well as information involving multi-ethnic ceremony structures.
Deliverables:

e Learn the different types of tents and canopies, how to request tent information and costs
and know the questions necessary to get accurate square footage for tent size based on
attendance.
[ ]

Learn the difference between chuppahs, canopies, mandaps and other ceremony structures
and types of décor for these structures.

Discuss traditions, terminology, and background behind traditional ceremony structures.
e Learn questions to ask regarding lighting, flooring, staking of tents, and permits.
1
o \
\ C\inia Luaas, MW\/ is the owner/manager of Y-Knot Party &

Rentals in Arizona and has been in the wedding and event
industry since 1983. She specializes in Event Rentals, Floral

Design, Event design and decorating, Invitations, calligraphy and
etiquette. She became a Master Wedding Vendor in 2009.
Notes:
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Breakout Sessions

My Attitude. Mg Choice.

Who should attend When Where
Masters. Accredited, State & IT &III - 1:30 — 3:35 p.m. Honeysuckle
Country Coordinators, Members Monday

over 10 years BY INVITATION (Double session offered once)

ONLY, invitation required to

attend.

~— " 1In this session you'll learn:

e How to understand the power of perspective

Keeping a positive attitude e How your perspective is more in your control
ean be a challenge these days. than you may believe
There are pressures all around us, )
each pulling us in a million different e How you can use this power to succeed in

directions. It's easy to allow these

pressures to affect our outlook. business and in life.

Facilitated by the Knot's Alan Berg, this
will be an interactive session for Alan Bcrg is uniquely qualified to help local
established wedding professionals.

wedding professionals achieve their goals with over 25
| vyears experience in sales and marketing, 20+ in

I \

wedding related advertising. He was Publisher of
the Hudson Valley, NY and New Jersey editions
of WEDDINGPAGES magazines before joining
The Knot as a Regional Sales Director, and now
as Vice President of Local Sales Operations.
| Their local sales team currently numbers over
\ 60 reps across the country. Alan is a
professional speaker and a member of the
National Speakers Association, the leading
organization for professional speakers. Alan
is also Director of The Knot Market

'1// Intelligence (TKMI), the company's
‘: Resource for Education, Information and

Market Research. Through webinars and live presentations, TKMI helps
local vendors improve their marketing & sales skills, as well as helping

them get the most from The Knot's advertising programs.
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Breakout Sessions

We regret that F]atinum chdings ona | in Can Budgct ~will not be Prcscntcd

Lovelynn Jensen was unable to attend conference.
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Breakout Sessions

Fositioning Your Business for Sale

Who should attend When Where
ALL registered conference IV - 10:00 - 11:00 a.m. Eucalyptus
attendees Tuesday, offered once

Ideally you should begin to position your business for sale from the time you conceive of the idea
to start the business.

Deliverables:

e When to think about and prepare for selling your business
e What needs to be done

¢ Finding a buyer

e Deal structure

Kic]ward Fcarcc founded Evolution Enterprises LLC, a

specialized business consultancy. He has over 35 years of
experience working with owners of privately owned businesses to
obtain financing, reorganize operations, and implement strategic
transactions. Mr. Pearce has expertise in commercial loan
structure and underwriting, corporate restructuring, financial
management, profitability enhancement, and economic
development. Prior to becoming an entrepreneur he had a
successful 20 year banking career and served as the Director
of Finance for the City of West Haven, Connecticut. His
specialized knowledge has been recognized and utilized by
clients, trade associations and publications for which he has
spoken and written.

I. When to Start

II. What you need to do:

e Haveaplan ........ Work the plan ........... Change the plan as needed.
e Assemble a good team, which includes employees, contractors, and outside professionals
such an attorney, accountant and business advisor.

III. Distinguish your business from the pack:

e Marketing — business cards, stationary, website, networking, advertising copy and
advertising venues.

e Community service (sponsorships, organizational participation etc.)

e Work professionally, ethically and consistently.
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Fositioning Your Business for Sale
Iv. Finding a Buyer:

¢ National consolidators

e Existing similar businesses (out of market or competitors).
e Employees or contractors.

e Searching yourself or hiring a professional (pros and cons).

V. Deal Structure:

What is the “normal deal structure”? There isn’t any! What you are willing to sell for, how you are
willing to sell, and what a buyer is willing to pay is “normal”.

Examples

e All cash

e Take back a note

e Some cash plus a royalty over time

e Some cash and a note

e Some cash and stock in the buyer

e All of the above with or without employment or consulting agreements

Notes:

EVOLUTION ENTERPRISES LLC

P.O. Box 185636, Hamden, CT 06518
Telephone: (203) 248-3677 Facsimile: (203) 248-3674
E-Mail: rpearce@evolutionllc.com
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Powerful Room T ransformations USing Dra]:)c and Lighting

Who should attend When Where
Novices, Consultants, Vendors V- 11:15a.m. —12:15 p.m. Grand Pavilion
Tuesday

Only offered once

Things You Never Knew About Drape.... By Quest Drape

e Color: Don't be afraid of it when using draping to create the perfect wedding day for your
client.

o Ceremony

0 Reception- Room Wraps/Accent Walls/Reveals
e Traditional White: Classic to Beach and Destination Weddings

o Creating a “contrast” to the bride’s dress

o What to know about the “elements” when using drape outside/beach
e Create the perfect “canvas” for your next Chuppah/Mandap

o Consider Color, Consider Tradition

o Consider the amount of time the drape will be standing.

¢ Newest Drape Trend: Cake Drape/Lighting

Joc Giﬂ entered the special event industry with Quest Drape 4

years ago and quickly became an important part of the creative
team. Within 2 years he was on his way to Phoenix, Arizona
opening the market with a focus on weddings and social events.
As the Director of Operations, he is the feet on the ground
creating new ideas and exceeding the expectations of wedding
professionals and coordinators all over the valley.

( QUESTDRAPE

= www.questdrape.com

Notes:
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The Signhcicancc of Ccrcmon3
Who should attend

When
Novices, Consultants, Officiants

Where
IIT — 2:45 — 3:45 p.m. Monday  Eucalyptus
V-11:15a.m. - 12:15 p.m. Acacia - Bougainvillea
Tuesday

This session will raise the awareness of the important value of the ceremony in the wedding event.
The party starts when we go down the aisle. The ceremony sets the tone for the event. It requires
attention to detail as significant as the chair covers, floral, menu and the music for the event. We
may not be able to influence the church ceremony, but we must give our clients the best for their
entire event. By involving the bride and groom in this process, we share their relationship with

cherished friends and family. We bring continuity to the involvement of this critically momentous
occasion.

Deliverables:

The value and importance of the ceremony in wedding planning.
The sources of ceremony concept and structure
The impact of the ceremony on the event: for better or worse.

Developing tools to evaluate and create meaningful ceremonies.

Kew. Jim Kchnbcrg has been awarded the mantra, “"Rent-a-

Rev” from over 5,000 wedding ceremonies, making him one of
the most sought after sought after officiants in the greater
Chicago area. He began in 1976 as a parish minister sharing in
the weddings of his congregation. He then transitioned to
officiating weddings for the non-churched and others who
sought a professional celebrant to honor their relationship.

Academically, he spent four years at Wheaton College in Illinois
earning a Bachelor’'s Degree in Biblical Studies and then four
more years at Bethal Seminary in Minnesota earning a Masters
of Divinity in Pastoral Ministry. He is licensed and ordained. He
secured the Registered Trademark for Rent-a-Rev in 1999. He

resides in the Chicago area and is married for 35 years with
two children and four grandchildren.

Notes:
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Thc 5quaa|<3 thcl Can HaPPcn to You

Who should attend When Where
ALL IV -10:00 a.m. — 11:00 a.m. Tuesday = Copperwood - Desert
Willow
V—-11:15a.m. - 12:15 p.m. Tuesday = Copperwood - Desert
Willow

Are you and your company ready for a Momzilla/Bridezilla complaint to ABC? When clients expect
perfection, even a seemingly flawless event can merit a complaint against you. After attending
this session, you'll be able to anticipate and prepare for a formal complaint, respond professionally
using documentation, considerations for malpractice insurance, and leverage resolution options
and other professional/legal sources. Beyond the nuts and bolts of the process, we'll also discuss
the personal side... like how this can affect your self-esteem and thought process.

Deliverables:

e Be prepared for such a complaint
e Be able to be objective about complaints
e Understand ABC's policies regarding complaints

e Be more confident in the complaint process, know what to expect

Char Hcin, MBC is the Colorado State Coordinator for

ABC, and the owner of Everlasting Memaories by Char, a bridal
consulting firm founded in Lakewood, Colorado in 1994. Char
received the Miss Dorothy Heart Award for excellence honesty
and dedication to the wedding industry. Char taught bridal

consulting in Japan in 2003-2004, presented at the Caribbean
Expo in Puerto Rico, and has facilitated Expanding Horizons
seminars for the Association.

Notes:
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USing T raditional and New Media to Build Your Brand among, Brides

Who should attend When Where
Anyone in the wedding IIT — 2:45 - 3:45 p.m. Monday  Acacia - Bougainvillea
business Offered once

Explore the changing media landscape and ways that you can leverage print, TV, online/digital and
social media to reach brides and industry professionals to showcase your work. Stacie will discuss
how various mediums work for from an editorial standpoint, and will allot time to address
questions about challenges and opportunities.

Deliverables:

e How to effectively pitch multi-mediums.
e Understand benefits of media coverage to leverage your brand.

e Achieve your marketing objectives in a cost-effective manner.

Stacie [Francombe is the founder and editor-in-chief of Get

Married Media, a national, integrated tri-media wedding planning

resource that reaches passionate brides online
(www.GetMarried.com), in print (Get Married magazine) and
through unique video production.

In October, Get Married launched the inaugural issue of Get
Married magazine (circ. 300,000), the new shopping and trend
guide for the savvy bride. Get Married'’s vision was to move

beyond the traditional ways of delivering a bridal publication,
offering the latest trends in bridal shopping in a colorful, fresh
voice as well as interactive technology. Get Married magazine
is the first bridal publication to use Microsoft Tag technology.
With more than a decade in broadcast television news, an
entrepreneurial spirit and a lifetime passion for all things
bridal, Stacie realized the synergy between television and
online information.

Stacie started her career while at Ohio State University, working as an intern and then as a
production assistant in the sports department of an NBC affiliate. She moved to Atlanta in 1997 to
join the then start-up CNN Sports Illustrated cable network as an editor and associate producer,
and was promoted to a key producer for CNN International's global sports coverage. In 1998, she
joined TBS as a writer-producer. In 1999, she founded Reel Creative, a full-service production
house. In 2007, Get Married launched nationally. Stacie currently lives in Atlanta with her husband
and three sons.

Notes:
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chdinchc['\

Who should attend When Where
ALL, from technologically I-11:00 a.m. - 12:00 p.m. Eucalyptus
challenged to techno-geek Monday

IV -1V -10:00 a.m. — 11:00 Honeysuckle
a.m. Tuesday

Is the latest technology working for you or are you working against it?
Deliverables:

e Create an effective new media campaign using Facebook, Twitter, Weddings Peeps, Linked
in and more for client acquisition & retention.

e Share your experience & expertise through Podcasts & You Tube videos.

e Planning a Wedding? There's an app for that

e Design made easy — get acquainted with the latest design tools

Candicc Bcnson, MEC, Senior Event Consultant and owner of

The Finishing Touch, Wedding and Event Planning, has always had a

love for the event industry. Located in NJ, Candice has planned events

throughout the NY tri-state area, New England, Europe, Mexico and the
Caribbean. Traveling frequently, Candice loves to bring back inspiration
to share with her clients who are always looking to incorporate that
element that has never been seen or used before.

Candice has been featured as an expert in some of the industry’s top

event publications. Candice has earned the designation of Master
Bridal Consultant and also serves as the State Coordinator for ABC in
New Jersey. She is also an active member of ISES.

Notes:
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Yes, ma Full-Time Planner with a Full-T ime Job

Who should attend When Where
Anyone who works more than  II — 1:30 — 2:30 p.m. Monday = Copperwood — Desert Willow
one job IIT — 2:45 — 3:45 p.m. Monday = Copperwood — Desert Willow

Do you have a career that you love, but have come to discover your passion for wedding planning?
Do you get down on yourself because you can’t pursue wedding planning exclusively? Are you
reluctant to let your clients and industry colleagues know that you have dual careers? You're not
the only wedding professional struggling with this problem. Maintaining full-time employment is
not indicative of your commitment to your clients or the industry. With the right attitude, and
effective strategies, you can have the best of both worlds until you are ready to pursue a wedding
planning career exclusively.

Deliverables:

¢ Learn how to reconcile conflicting thoughts regarding working a job and working your
business.
e Learn effective strategies on how to juggle two careers.

e Learn how to develop an exit strategy to pursue wedding planning exclusively.

Danette 5a310r, FBC™, PH.D. is the President

and Senior Event Specialist of Golden Gatherings Wedding &

Special Events in Tallahassee, Florida. She is the Northwest
Florida LNG Director. Danette has an earned Ph.D. in
Counseling and also serves as a university administrator
and professor. She has been an ABC member since 2006.

Notes:

Breakout Sessions - 27



Breakout Sessions

Intermezzo Sessions — Select one.

Magbc Jt's T ime to Reinvent Yoursclmc

Who should attend When Where
Seasoned wedding 1:45 - 2:45 p.m. Honeysuckle
professionals Tuesday

If you're getting stale or bored with your business, or the economy is taking its toll, maybe it’s
time to rethink what you do, how you do it and how you present yourself. This fast moving

breakout session, geared to senior members will explore possibilities that could lead to a fresh and

exciting path for you to:
e Reflect upon your current MO to see if it still works.

e Learn some easy to implement ideas for changes in their business, personal and creative
lives.

o Be energized and inspired to make positive changes for growth.

e Have some fun in the process.

E)arbara Wa”acc, MBC is a three time Gala Award winner

and President of Barbara Wallace Weddings in Corona del Mar,
California. A Master Bridal Consultant™ and author of the
"Wedding Vendor Handbook- Get to the Top and Stay

There,” Barbara has been an ABC member for over 10 years.

She is Founding President of the ISES- Orange County Chapter
and is on the Advisory Board of Special Events Magazine. You

might have seen her recently on Bravo’s "Real Housewives of

Orange County” where she was the

( real planner of Lauri and George’s 7 / P
wedding. Look for her new book “A4 Nz /ﬁ;.]—
Beautiful Bride from Every Angle: o
) Look Great in Every Photo...and
in Life!”
S []
e N Notes: Gt Ehe 1M ardd Sy Flere
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Intermezzo Sessions — Select one.

TooBusyto..Doit ALL

Who should attend When Where
Anyone who's too busy to 1:45 - 2:45 p.m. Copperwood — Desert Willow
attend

Are you working harder than ever to hold on to what you
have, while trying to get ahead? Does the frenzied pace of
today’s lifestyle have you feeling overwhelmed, over-
stimulated, overcommitted and overtired? Your time, energy
and attention span are not infinite. Being “too busy” is
becoming a chronic condition with symptoms, side effects
and consequences. This engaging session will help you
handle increasing demands on your life. We'll:

I’m working
harder... ’'m
busier than ever...

and my life is out
of control!

Identify symptoms and signals of being “too busy to do it all.”

Diagnose the professional, personal, technological and emotional elements that make your
life “too busy.”

Prescribe a recovery regimen based on doing what matters most and provides the best
return on your time investment.

o Treat the “gigaguilt” associated with letting go and saying “no.”

' ’\\} Elisa Dclgardio, FBC, CSEF is the founder of A Flair for

Affairs® in Central Florida. Elisa brings over 20 years of experience to
. planning, designing and producing weddings and events, and is a
| longstanding member of the Association of Bridal Consultants and
. International Special Events Society. In addition to planning stylish
| weddings and celebrations, Elisa also produces industry events and
| coordinates programs and education for local industry associations,
| and currently serves as the Central Florida Chapter President of Wish

Upon a Wedding.

— Elise E nloe, MBC is the Association of Bridal Consultant's

Director of Education and as the Association's Florida State

Coordinator. Her business, Attention to Details Weddings & Events
specializes in limited consultation with "day of" coordination. As
adjunct faculty at the University of Central Florida's Rosen College of
Hospitality Management, she still manages to coordinate a few
weddings. She's Orlando's co-chair for Brides Against Breast Cancer
Charity Wedding Gown Sale for Making Memories Breast Cancer
Foundation. Ms. Enloe has an M.A. in Education and Human Resource
Development from George Washington University, is retired from the
US Navy, and is an active member of ISES. She and her husband Ken

|
|

\\\j live in Oviedo, Florida.
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Intermezzo Sessions — Select one.

Wc’rc Not the Encmg

Who should attend When Where
Anyone who has ever worked 1:45 - 2:45 p.m. Eucalyptus
with catering sales (or will)

For too long, wedding planners and catering sales managers have been at odds...and in many
cases the resistance is not unfounded.

Learn how to build productive relationships with Catering Sales Managers and Banquet
Managers.

Learn what and what not to do to keep relationship moving forward.

Learn to be an advocate for your clients without getting yourself in hot water.

\ Mark Kingsdorf:, MBC is the owner of The Queen of Hearts

Wedding Consultants in Philadelphia. Mark Kingsdorf is a 1981

graduate of the Culinary Institute of America. With nearly 30 years

of catering and food and beverage experience, Mark transitioned

easily to a career as one of Philadelphia’s top wedding planners.

Mark has been featured in many national and regional wedding
publications; has appeared on NBC, Fox Good Day and

\ numerous CNB programs — and has also been featured on the
2006 season of the Style Network’s Whose Wedding Is It

Anyway? as well as HGTV's Ultimate Wedding Guide.

\

|

5

\

Notes:
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