
Selling and Marketing  
Dessert Bar Packages



Objectives

• Selling Luxury

• Basics of Packaged Selling

• Sales Tools

• Marketing



Ah…Pinterest
…the bane of my existence



What we want to say…

…or can they?



Selling Luxury

• Weddings have changed

• Luxury Market is down 12.8% from last year

• Leverage “experience” and “making memories”

• Become a salesperson!



It’s all about the customer
• Ask open ended questions

• “Tell me about the person this cake is for…”

• “Tell me about your party plans…”

• “What kind of dessert table are you creating?”

• “Is there a theme, or style you are going for?”

• It’s all about building trust!



Packaged Selling 101

• Start with a simple selection of packages

• Learn to identify a prospect

• Understand the packages inside and out

• Make pricing easy to understand

• Emphasize the value to the customer



Keep Suggestions Relevant

• Grab a bigger box

• Different customers have different interests

• They want the experience of having it be about 
them; unique, special, bespoke

• Let them sample!











Keep the Focus on Value

• If the conversation is all about price, there is no 
room for up-selling.

• Show the value of an ensemble vs. a dress + jewelry

• Pinterest is doing the marketing for you!

• Personalize, personalize, personalize.



What’s Your 
Proven Process?



Pricing

• Make this the last part of the conversation

• Dumb it down 

• Speak in ranges

• Be flexible

• When listing packages, most people opt for #2



Make Pricing
Easy to 

Understand



Marketing
• Get visual: hire a photographer

• Repurpose your photos

• Brochures

• Sell Sheets

• Trade Show Signage

• Dummy Cakes

• Traditional Media



Sell Sheets



Provide
Inspiration



Trade Show 
Banners



Photo Grid for Trade Shows



Magazine Ad





Go Social

• Instagram

• Pinterest

• Facebook

• Twitter

• Google+





www.creativecakesbakeryandcafe.com
bethfahey.com

Beth Fahey

Creative Cakes 
16649 Oak Park Avenue 

Tinley Park, IL


