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Start Selling
Romance Travel

in 2026

(September 2, 2025)

The world’s
largest network of

romance travel
specialists! 

“Slow and steady” wins the race.
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5 Strategies for 2026

1. Learn the “basics” of romance travel – especially your preferred 
suppliers’ packages.

2. Get close to – and stay close to – your existing client/prospect 
database.

3. Turn up your prospecting to level 11 – always be building your lists.

4. Redefine “romance travel” way beyond DWs and honeymoons.

5. Build a growing local referral network with other businesses that are 
targeting the same couples.
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Master the basics of romance travel – honeymoons, destination 
weddings, and other common types of romantic getaways – using 

training provided by your consortium or host agency (or the training 
offered by DWHSA of course!
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We cannot control WHEN and HOW our clients will book with us.

The only thing we CAN control is our workload –

are we staying in front of them, connected with them, enough

so that they’ll think of us FIRST when they decide they’re ready!
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Request the wedding and honeymoon packages offered by your top 
three preferred suppliers that are resort companies, cruise lines, 
and/or wholesalers. Then, master the details of those packages –

including components, pricing, and rules.
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Stay as close as you can
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Stay as close as you can
• Tell YOUR story and show your personality (e.g., the "About Us" 

page on your site, personal photos in your social media).

• Be transparent in your marketing content - talk openly about 
challenging issues in romance travel and how you can help clients with 
them, not just the pretty resort photos.

• Ask for (and share) user-generated content as much as you can 
(e.g., testimonials).

• Answer frequently asked questions from clients and prospects.

• Personalize your communications as much as possible.

• Give your clients "immediate" and direct access to you.
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Shelli Nornes (Romance Travel Group) fills the “About Us” 
page on her site with her personal story and great photos to 
share with visitors what motivates her and what she’ll be like 

to work with.
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7

8

9



9/2/2025

4

Veronica Centasso (Veronica Pranzos Events) built her 
“About Us” page in the form of an interview with commonly 
asked questions from clients. Below the first few questions, 

she added a photo gallery with images from her events.
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Haley Davis (Destinations HD) showcases on her “About Us” 
page the destinations she’s visited personally and her favorite 

travel tips (with a link to her packing list for carry-on bags).
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Jennifer Barnard (Endless Routes Travel) created a series of 
follow-up emails for new prospects filled with helpful 

information that showcases her as a romance travel expert.
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Sheila Cannon (Carefree Romantic Vacations) combines 
couples’ photos with their testimonial quotes on her site – a 

method that looks great on mobile devices.
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Lauren Doyle (The Travel Mechanic) covers challenging 
topics like planning honeymoons after COVID-19 as posts in 

the blog page on her site.
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Melissa Varela (Modern Romance Travel) also uses the latest 
romance travel and wedding/honeymoon trends (micro 

weddings, in this case) as topics for her blog posts.
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Work your databases
Work your database – it’s a gold mine!

Go through your database every month this year. Each month, find 
your three most favorite past clients who haven’t booked yet for 
2026 – and love them to death. Give them very personalized, hands-
on, hand-holding attention – suggest trips for them, meet for coffee, do 
whatever it takes to be their travel “best friend forever” (BFF) until they 
book something or they turn you down.

Go through your prospect list, find your three most promising 
prospects each month, and do the same.

Repeat every month in 2026 – hitting 36 top clients and 36 top 
prospects.
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Work your databases
Work your database – it’s a gold mine!

Beyond your top clients mentioned earlier, pull out every other past 
client who hasn’t booked with you yet for 2026. Focus on 
anniversaries, babymoons, familymoons, and quick romantic 
getaways.

Also, pull any “abandoned” consultations and proposals from the 
past two years.

And, assemble a list of your current bookings for 2026, and look 
for “upselling” opportunities (e.g., lodging upgrades, excursions 
and activities).
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Send 5 handwritten notes a day …
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… and include an itinerary or article from one of 
your preferred suppliers.
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Build your influence
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Build your influence
• Set up a system that almost forces you to create helpful content 

for your site. For example, now’s the perfect to add a blog page to your 
existing web site – then, write down 2-3 days a week on your calendar 
when you’ll commit to creating a one-paragraph blog post with an image 
to add to that page. Or, start recording short videos with your webcam 
or smartphone camera answering common questions from your clients, 
and add those videos to your site and social media.

• Find ways to dominate the romance travel niche in your local 
marketing area. Invite local wedding and romance business owners to 
a monthly Zoom call so you can network with each other. Offer another 
Zoom or webinar for consumers where you answer questions about 
planning DWs and honeymoons in today’s environment. If allowed, offer 
local free classes on these topics (e.g., a meeting room at your local 
library).
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During the pandemic, Loulu Lima (Book Here Give Here) 
interviewed preferred suppliers’ BDMs and reps about key 

destinations and trip types and then posted those videos in her 
YouTube channel and on her site. (She added tons of travel 

tips beneath the videos on her site, too.)
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Shannon Cunningham LeBlanc (Paradise Vacation 
Escapes) answers the most frequently asked questions she 

gets from couples in a series of YouTube videos.
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Mark Hennigan (Dreamers Travel) showcases his agency’s 
reviews and awards on his site – but not just by adding the 

WeddingWire widget! Every time he receives a new review, he 
spotlights that couple and the review on his social media 

accounts and adds the testimonial to his site as well.
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Sandy Stirling (Stirling Wedding Designs) posts tons of 
photos on her site – from images shared by her couples to her 
own photos from site inspections and fam trips. Those photo 
galleries reinforce her status as a romance travel specialist.
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Sandy Stirling – Stirling Wedding Designs

Turn up your prospecting
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Always build your lists
• Make “capturing email addresses” your # 1 goal when you meet 

new prospects.

• Install an “email capture” form on your web site, with links in your 
social media posts/accounts too.

• Start using lead magnets – and, change them often.
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Danielle Price (SOS Romance Planning) uses a pop-up email 
capture form to offer site visitors her list of 60 wedding date ideas …
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… while Wendy Dall (That Travel Lady) offers a lead magnet (an 
ebook special report) when site visitors share their email addresses.
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Redefine “romance travel”

Copyright 2025 Destination Wedding & Honeymoon 
Specialists Association . All rights reserved.

Image:  AMAWaterways

28

29

30



9/2/2025

11

Year-round romance travel
• Think beyond destination weddings and honeymoons. Focus in 2024 

on promoting anniversary trips and quick weekend getaways, as 
well as babymoons, familymoons, vow renewals, proposal trips, and 
other types of romance travel.

• Add a page (or more) to your web site with photos and descriptions of 
these types of trips.

• Promote these trips all year round in your emails to clients, your 
social media posts, your wedding show booths, etc.
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Local referral networks
By the end of 2025, create a list of the five most promising local 
businesses that operate in the romance arena (e.g., dress shops, 
bakeries, photographers) and/or target the same ideal clients you’re 
pursuing (e.g., restaurants, upscale auto dealers, bookstores, food/wine 
shops).

Contact those businesses, ask for the owner or manager, and invite those 
people to a Zoom call, an old-fashioned teleconference (you can use 
services such as FreeConference.com). or a local coffeehouse to discuss 
what’s going on with their businesses, to network together, and to identify 
ways you might work together this year.
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Kim and Jeff Jacoby (Romantics Travel) highlight different 
types of romance travel on separate site pages.
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Romance travel as a gift
• Create a “gift certificate” template that you can offer to clients so they 

may place trip deposits with you (either deposits on a specific trip or a 
round figure such as $1,000) so they may present the certificate to a 
loved one on a special occasion.

• DWHSA offers members several gift certificate templates that you may 
use. (You may use them “as is” – or, we’ll provide you a link you may 
open in your own free Canva.com account to change the designs as 
you wish.)

• Think birthdays and anniversaries as well as holidays such as 
Valentine’s Day and Christmas Day.
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Ann Petronio (Annie’s Escapes) uses gift certificates to “tie 
down” clients for future trips. (Remember to keep those gift 

certificate deposits separate from your operating funds!)
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support@dwhsa.com

615.730.9977

DWHSA’s Facebook group

Questions?
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