CELEBRANT SUCCESS ACCELERATOR

MODULE ONE: PART ONE

The Foundations

SETTING THE GROUNDWORK FOR SUCCESS

\\\C THE ACADEMY OF
i MODERN CELEBRANCY



WELCOME TO MODULE ONE: THE FOUNDATIONS

PART ONE: SETTING GOALS AND VISION

This module is all about extracting your vision and setting your goals. This is about how
growing your celebrant business will change elements of your life. Focus on how you will
serve your clients and what success means to you, both financially and physically.

It is about getting your strategy in order so you can achieve these goals and see results. It is
all too easy to miss this part out of your business marketing, however without goals, targets
and a strategy, how will you know that you’re making a difference?

In order to run a fully booked business, all basics must be covered. You can’t reach the top
without starting at the bottom.

So in this module we will talk about:

Setting down a strategic plan
Setting realistic goals

What you need:

A2 paper

Set of coloured pens
Clear desk

Wall or board

Blu Tack/tape



YOUR BUSINESS ANALYSIS

What is your current turnover?
Is it important to get clear on money. How much do you have coming in and going out in all
areas of your life?

How many bookings per month do you average?

What is your current income goal from your celebrant business?

What is your goal for bookings each month? Split between ceremony type.

Every successful business must start with a plan. It isn’t something that is optional, it is
compulsory.

Grab your A3 pad of paper and draw a circle with ‘Business Strategy’ inside. Create bubbles
around the centre and answer the following:

(When) When did you start your business?



(Why) Why did you start this business?

(What) What is your vision for this business? What do you want to accomplish and why?

(Where) Where do you see your business in 5 years time?

(Values) What values would you like to stick by? Write your guiding principles.

(Goals) What are your short term goals i.e the next 6 months? List at least 5.



(Future goals) What are your future goals i.e. next 2 years? List at least 5.

(Success) What does success mean to you? This can be both financially and personally.

Now fill out the sections above using the keywords you have put on your mindmap.

You need to set down where you currently are with your business in more detail than
above. This is so you can look back in the future to see how far you have come. Even quick
wins such as an extra 50 likes on Instagram should be celebrated. Every step forward is a
step towards a successful business.

Firstly, let’s start with the financials.

What do you currently charge for your ceremonies? Please note the reason why you charge
this amount.

What is your current average amount of ceremonies per month?

What is your yearly income through your celebrant business?

Then, we need to understand where your business is in regard to marketing.



Do you have a website and out of 10, how would you rate your website for look, feel, copy
and connection?

Out of 10, how would a friend rate your website? Ask them to be 100% honest, would they
resonate with it and what would they change.

Out of 10 and ask for reasons why, select 3 of your previous clients and ask them if the
website was one of the leading factors in choosing you as their celebrant of choice

Do you use Google Analytics? If so, how many visitors do you receive to your website per
month? What other key elements can you take from Google Analytics to gauge your website
performance?

Are you on social media? If so, which channels and how many likes/followers do you
currently have?



When do you post on social media and how often?

Are you on any directory sites? If so, please note each one and the number of enquiries you
have had against the cost of the listing

Now you need to find out where you are currently in the marketplace, so you can feel more
comfortable about your position.

COMPETITOR ANALYSIS

Please remember: You have ZERO competition. Every Celebrant out there is DIFFERENT and
will connect with DIFFERENT people. However, you must know who is out there in your local
target area so you can ensure you resonate with the right people and improve upon your
presence. ‘Resonating’ will come through your branding in subsequent modules, but you
must know who your target market are to start with.

Set up a spreadsheet and fill in with these headers:

NAME OF BUSINESS

WEBSITE

WHEN ESTABLISHED

BRAND STYLE (like and dislikes and whether it is consistent through marketing channels)
FACEBOOK LIKES

PINTEREST FOLLOWERS

INSTAGRAM FOLLOWERS

GOOGLE LISTING RANKING (use incognito tab)

WHO WOULD THEY RESONATE WITH?



Competitor Name (SAMPLE)

WEBSITE

WHEN ESTABLISHED

BRAND STYLE

FACEBOOK LIKES

PINTEREST FOLLOWERS

INSTAGRAM FOLLOWER

GOOGLE LISTING RANKING

WHO WOULD THEY RESONATE WITH?

ANY OTHER INFORMATION

Think about the following when you answer:
e What do you like about their brand? Is it consistency throughout their digital
marketing?
e What type of couple/family would it connect to?
e What do you dislike about their brand?
e When you google them, where do they appear? (i.e The Celebrant Directory,
easyweddings, festival bride, Funeralcelebrants.org, blogs)

Now with this information, although difficult to complete as sometimes it is hard to look at
others, remember everyone is at different stages in their businesses. Some will have just
started, others may have been in business for 10 years. It is really important to face any
fears of looking at others, but you need to know where you stand so you can rise above.
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