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Wedding Registry Success Strategies 

Bette Smith and Samara Hurley

Stats and Reasons that the Wedding Registry is Important in Today’s Market
and for your PC business


SAMARA


According to Bridalshowexpo.com, 2.4 million weddings occur in the US 


every year.  And, newlywed couples spend more in their first 6 years of 


marriage than a settled household does in 5 years!  During their first 



year of marriage, newlyweds spend $3 billion on housewares, and $413 


million on tabletop items.  


Let’s suppose 10 guests purchase through the Pampered Chef Wedding Registry, 
with an average order of $50, then a registry might total $500 in gift purchases.  
If you have 20 registries in 1 year, that could mean an additional $10,000 in 
annual commissionable sales.  And, based on minimum 20% commission, that’s 
at least $2,000 more in your wallet.  How would that impact your business?


So, if 96% of all couples (according to Bridalguide.com & Homeworld) set up 2 
or more wedding registries without going to a 
store, something tells me 
Pampered Chef’s Wedding Registry Rewards program will be on the top tier of 
every wedding cake in time.  It’s our job to spread the word, that The Pampered 
Chef has the most rewarding and exciting Wedding Registry program in the 
country!  


Bette and I are going to share with you today, ways to inform and follow up 
with guests, hosts, friends and strangers.  Hopefully, this will help you gain more 
leads, get those registries going, put Pampered Chef products in more homes, 
and meet new customers for life!

Marketing Wedding Registries at Shows


BETTE


Wedding Registry Flyer in the Host Packet with a note asking for Referrals

During host Coaching – go over the flyer, ask if anyone who is engaged will be 

attending the show.

Uniform – have your team or friends, sign Bridal Apron with Sharpies, and wear 




to your Cooking Shows.

With the catalog – ask guests to find the wedding registry info in the catalog – 

first one to find it gets a prize.  Ask if anyone is engaged or knows of an upcoming wedding (find a time to get the info from that guest).  Tell about the registry and free benefits.  Explain Wedding Showers.  Give out Business Cards with info about referrals on the back – offer a freebie or discount for each referral.

Ask guests, “Do you remember what you received free from the stores when you registered with them?”  They always say, nothing, or I think I got a picture frame or something like that.  Then, I go into our Registry Rewards.  Most of my guests want to get re-married after I tell them all that.

During the Demo – chooses a specific product that a new bride would love to 

have – talk about the registry at this time. As you pick up products that a bride need say “This is perfect for an upcoming wedding or bridal shower.  Has anyone recently received an invitation?”

If someone engaged at show, bring small gift with Bridal Shower and Registry information to give to Bride/Groom to-be.  I’ve done 1 bamboo spoon with 3 Hershey Kisses wrapped in toile with ribbon, and on back of my business card or notecard, write “A spoonful of kisses each day, helps the marriage go a long way.”

Prize Drawing Slip – remind guests again about our services for bridal showers 

and online registries also for gifts and favors.  Ask guests to check the information box and write referrals on the back of the slip.

Ordering time – have referral sheets with coupons ready to hand out to each 

guest.

Marketing Wedding Registries outside of a Show
SAMARA


Announcing the Registry through Customer Calls – “I have some exciting news I 


want to share with you.  Do you know anyone getting married?  Friend, 


family member, or acquaintance?”  If they say yes, I’ll tell them about the 


new reward program.


Customer e-newsletters – “Cooking up a Lifetime of Memories with the Pampered 

Chef” and list the Rewards.   “Contact me to get a registry started! Get a 


free gift for referring me to a friend, family-member, or starting your own 


wedding registry.  Visit my personal website at www…. To get started right 

away.  Don’t wait, you have up to 2 years to start redeeming free and 


discounted Pampered Chef products of your choice!”


When you’re out and about - 




Bookstores in the wedding section



Airports if stranger reading wedding magazine 






At weddings



Anniversary couples renewing vows 


Engagement notices in paper – place an ad in those pages where looking



Could place ads in Bridal Expo magazines or free area wedding guides


At Booths and Fairs – Advertise all the services we can provide; show samples:



Party favors ideas, and/or assembly service when purchasing Pampered 


Chef products for party favors at Wedding Shower or Wedding itself



Groomsmen and Bridesmaid gifts, based on their theme or personality



Out of town welcome gift bags:  wine opener, bottle of wine, cheese knife 



set with cheese and crackers, recipe card collections if there is a 



theme or passion of the couple’s (i.e., baking, grilling), Good Co. 



Coffee, filter and Mugs for a more enjoyable cup of coffee in room.


Bridal Expos -  make more wedding geared than would non Bridal booth, so that 


they stop to see what you can do for their wedding, since that is what they 

are there for.  Be creative with handouts – paper gets tossed!



Coupons:  “Create a registry at my personal website, I’ll buy your 1st gift 



toward your registry rewards (minimum 10 items on registry to 




qualify).”  Can put on sticker on Season’s Best Recipe Collection.



Door prize drawing for those who start their registry at Expo with min. #



Creative display using Pampered Chef products:  S.A. stacked as wedding 



cake, S.A., prep bowls, and Batter Bowls with different wedding 



candies and stacked.  Decorate with wedding décor and stay in color 



scheme of choice (everything can be recycled throughout the year)


Host Bridal VIP Event at your home (we’re handing out the invitation for the 


event at our Bridal Expo).  The event is within 2 weeks of the Expo.  You 


want to reach them while they are still excited and before they are 



bombarded by all the vendors.  You can do the invitation as a flyer or on 


Merrill’s Wedding Note cards.  [Bette will discuss more details on event]

Asking for Referrals – free gift with referral, or ask, “who do you know that is 


engaged?”  Put information in Bridal related stores (i.e., hang Merrill’s 


Bridal Registry pull off business card poster at Bridal store, and give 



vendors a referral gift or discount.  Let them know that you will do the 


same for them)

Communicating with couples who “opt in”

BETTE

Services offered
-   Personal Kitchen Consultation with the bridal couple to help 

them choose registry items (let me help you choose exactly what you need for a well stocked and workable kitchen) - show overhead of preferred wedding registry checklist

· Easy return and exchange service (as a personal consultant, I can help to make sure that you don’t get multiples of any item and also ensure that you get the items that you most want for your kitchen.  If you do get a duplicate item, our company comes to your door to make the exchange.  This way, you don’t come back from your honeymoon and have to run around town making exchanges.)

· Free items (Ask:  “Have you registered anywhere for kitchen tools?”  If they say yes, ask “What are they giving you for FREE with your registry?” – use this to lead into our Free offerings.)

· Help choosing registry rewards

· reminders from the company and myself before the rewards expire

· Help in choosing remaining items that you most need and that will compliment what you have received

· Cookware – ask some of your closest friends and relatives to pitch in and get your cookware for you at 50% off

Making sure the couple lets others know about the registry – MOST IMPORTANT 

(it is no good to have a registry if the couple never lets anyone know that they are registered)

· 6-8 months before the wedding, call the bride and say “I’d love to start getting some of your registry items into your kitchen.  Who do I need to talk to about setting up a Wedding Shower for you?”  

· Talk to the bride about her scheduled showers, remind her to include registry cards in those invites – find out if she needs more cards (keep them on hand)  

· Keep plenty of registry cards and give out a pack as soon as she registers (if she fills out a registry form at a show or bridal fair) – you’ve put something in her hand to remind her of the registry, PC will follow up once the registry is entered.

· Offer a bridal event at your home or a rented place (with other consultants).  Invite brides that you have contacted through referrals or met at bridal fairs.  Have products set up in different categories – table settings, cutting tools, cookware, baking…help them envision our products organized and set up in their home.  Gives the brides a chance to see the tools and talk to you on an intimate level.  This will help brides to create and refine their registry.  Offer simple food.  Also have a display of items that can be used as favors for the bridesmaids, shower favors, gifts for those who help, goodies for out-of-town guests…  Great door prizes every 30 minutes to keep them there (This is especially good for brides that you meet a big fairs – you don’t get much time to talk to them plus they often don’t know enough about PC to set up a registry) 
· For Brides who set up their own registry:  Call the bride as soon as the registry is created.  I open the phone call with “Congratulations Laura, it’s only 120 days until your special day”  Just look at their registry to know the days to the wedding!!  Let them know that you are excited to serve them and help them make the most of their registry.  You may need to go over the registry benefits and services that we offer.  Remind them that PC will send a letter, catalog, registry cards.  You will have to do more customer service if you have not met this person before (ie a referral or a home office lead).  Ask them if they know about our wedding showers…

· For Brides who have us set up the registry:  I send an email once I’ve set up the registry.  I remind them of their email and password and about what items I have them registered them for.  I also remind them to expect a package from PC with a catalog, registry cards and a letter.  I also give a call – you never know if you’ve mistyped the email address.

· You could set up an enews list just for your brides.  Send a monthly email featuring fun wedding info, a featured product section, a recipe and an idea for a favor…

Organizational plans to keeping in touch as weddings draw near

Keep an expandable file organized by month.  Place registry info and 

contact sheet for each bride under the month of their wedding.

· 12-24 months before the wedding 
· invite to any bridal events or customer open houses
· Send a Holiday card in December
· Set up on your email newsletter list
· Send an occasional card
· Send a new catalog at the beginning of the new season
· 12 months to the date

· call “Exactly one year til the big day”  

· Ask if they’ve given thought to the registry?  

· Ask to set up a time to help them refine their registry.  

· Ask if they need a new catalog.  

· Make sure that they have registry card for upcoming showers.

· 6-8 months before the wedding

· call the bride and say “I’d love to start getting some of your registry items into your kitchen.  Who do I need to talk to about setting up a Wedding Shower for you?”
· Give the possibility of “Shower by Mail”  or “Internet Shower” [Samara will further discuss these ideas]
· Make sure that she has enough items on her registry to accommodate all guests and all price ranges.  Let her know that if she does not have enough choices, that people will go elsewhere and often choose an item that’s not on her registry and that she most likely doesn’t want!  Therefore, the more products they register for, the more success they will have in earning up to $200 in free products.
· 3 months before the wedding

· Call and say “3 months to the big day.  Have you been playing with the tools you’ve already received?”
· Again, make sure she has enough registry items for the wedding.
· Wish her the best and tell her that you will call after the honeymoon to help her choose her rewards.
· Wedding Time

· Send her a wedding card
· 2-3 weeks after the wedding

· This may seem a little soon for a call but you want to make sure that if she needs to return anything, that you are within the 30 day period
· Of course, talk about the wedding, honeymoon and new home
· Find out if she received any doubles.  
· Does she need a new catalog.
· Tell her what Registry Rewards she has earned – Be excited and get her excited.
· Does she need/want help choosing her rewards
· Remind her when her rewards will expire
· Let her know that you offer housewarming parties and regular cooking shows
· Ask her to keep you in mind when her other friends get married or move into a new home
· Ask her if she is interested in the PC opportunity
Ways to combine Wedding Registries and Wedding Showers 

SAMARA




Having Couple Register Online, even if just doing a Wedding Shower.  




That way you can print the list easily,




Either you or the couple could update it when something is edited or 



purchased, 




Simple to bring printouts to Pampered Chef Wedding Shower




Leave remainder products for purchase online for the registry to be 



completed for those unable to attend the shower or 1-year anniv. gift  



Since she has up until the wedding date to gain rewards, and can redeem 



them 3 months post wedding, the best way to have more sales and 



more free products, is online.  And, that way, she doesn’t have to 



stay organized in paper form.  It’s all online, and her Consultant can 



guide her and avoid any duplicate purchases.



Online Shower Option for those with little time, or family and friends live 



far away.

1) Have Couple register online

2) Give host Bridal invitations from Paperwork/Supply Order Form

3) Host sends invites – address is your website or PC’s

4) She includes a date range for guests to order the products

5) Invites include Recipe card for guests to fill out favorite recipe.  Have them mail back the recipe card to Host, and Host can make  a personalized keepsake book for the couple

6) Host can help with tracking online orders (when receive confirmation email) and families and friends can put money together to ship couple gifts

7) Best part!  PC Boxes on door step every day make shower last for a long time.

IMPORTANT NOTE:  you must have an email address and be “Qualified” Consultant, in order to do Wedding Registries.  Another great reason to Qualify, and stay active.  If you go inactive, your Wedding Registries will automatically go to your Director.  

Audience sharing tips that have helped gain Wedding Registries  
BETTE

