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The President's Address
It’s been a start to the year that no one anticipated, and one that continues to challenge us all. We
can all take inspiration from the way in which our industry is pulling together, supporting each other
and nding ways to innovate and adapt.

Some of you are changing and adapting your business models. A number of celebrants are taking the
side of caution and others are picking up their slack. Some wedding ceremonies must go on and some
are being postponed. Wedding celebrations can be held at a later time if a small four person wedding
is held now. Funerals need to continue with only ten people and so there is an opportunity to change
the way we think about grief and memorialisation and how we can help these families in the future
when this is all over. Plan how you can play a part in supporting and rebuilding the wedding and
funeral ceremony industry when this has passed.

But right now, the message is clear: everyone must stay home.

Consumer A airs Victoria states that under Australian Consumer Law if a service cannot proceed
due to coronavirus (COVID-19) consumers are entitled to a refund for any services not provided.
Celebrants may deduct reasonable expenses they have already incurred from any refund and
Celebrants should have clear refund policies and processes in place, to ensure they meet their
obligation. And as always it is best to talk to your couples to negotiate alternative arrangements, such
as holding the deposit over to be used at a di erent time.

Most celebrants are strongly encouraging people to postpone, not cancel their weddings and surveys
are showing:
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1. 26% of couples are postponing to later in 2020, most of these are coming from April and May,
but also seeing August and September weddings postponing to later in 2020.
2. 26.5% are moving to 2021, these are still from April to December
3. 5.5% are cancelling altogether, most of these are coming from April to June
4. 42% are holding their current date
As it stands, I think we will likely lose between 27-32% of weddings in 2020 but gain a surge of
weddings in 2021 of about 20-25%
These are unprecedented times. But we are all in this together and we all have a part to play to slow
the spread of coronavirus (COVID-19) and save lives.
Mario Anders
President.

CAN July - Sept 2020

Page 3

CAN July - Sept 2020

Want to know some good news ?
I have been reading several reports from various sources about weddings which have not occurred
and it seems that only about 5% of weddings are now cancelled. The rest will go ahead sometime in
the rest of this calendar year or next.
This means there will be double the number of wedding in the coming months. Ours is probably one
industry which will have a catch up phase and business will be good for a while. I am already getting
some enquiries for upcoming wedding and so most of you should as well.
So what are you doing now to plan for this next period. I hope you used your spare time wisely to
clean up and get everything caught up that you kept putting o because you were too busy?
So now is the time, now is the time to Restart, Recharge and Revive.
All the advertising you have done in the past has gone. All the connections are broken. Hopefully if
you have some bookings which are deferred, you will still be able to solemnise those but don’t take it
for granted. And yes, you will still get the word of mouth referrals if you don’t neglect your past
couples.
Focus on your marketing message – what is it you want to tell the brides about your services? What
do you do that is di erent from other celebrants. Refocus your previous message so that it suits what
brides are looking for now, after the lockdown is lifted. Don’t just use the old messages, make sure
your message connects with what couples are looking for. Have in mind the sort of couples you like
and make sure your message targets that segment.
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Make sure your website has all the “must have’s”. Can you be found on the internet and does your
site build trust? Brides don’t want to be sold, they want information for them to make a decision
and buy. Inform, Nurture and Convert.
Follow up. When do you reply to queries? Immediately. If you get an email then reply via email. If
you are texted, store a text template on your phone to reply with. If you get an email address and a
text, reply via email and text to say you have emailed. You need to be the rst one to reply that puts
you in the number 1 position.
If you get a contact. If a bride or groom calls treat them like you already have the business. Sure they
might be asking for a price, use the opportunity to tell them what you can do for them and then give
them the price. Remember you have been selected by the couple as someone they liked the look of
and decided to call. They will ring one, two or maybe three, they won’t be ringing 50 celebrants,
once they call, you are already on the short list.
Be the expert. This is your eld so let the couple know you are an expert in your eld. Don’t pretend
to know everything about everything, but in the area of celebrancy they can expect your advice to be
sound. And don’t forget you have a plethora of small business around you in this industry and can
call on assistance in whatever essentials they are looking for. I often get asked about photographer, or
owers and I am able to produce a short list for them. Rarely has anyone engaged one of my
recommendations, that’s not the point, it just shows that you are knowledgeable and have experience
in your eld.
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Find the right path. The weddings you have done, where did the lead come from ? Analyse what you
have done already, what worked and what did not. Concentrate on areas you know were fruitful and
produced leads.
Leverage the power of social media. We are all moving on in years but our brides and grooms are all
the same age. You can grow your business, increase awareness with social media like no other. Interact
with past couples, advertise your services, build your reputation on social media platforms. That is
where your couples are.
We have been inactive for a short amount of time on the calendar but that is a long time in social
media. The past is just that, the challenge is the future.
Get ready, be ready and the results will manifest.
MARIO ANDERS
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Discounting or just devaluing your work?
To be honest, I hate the whole concept of discounting. I believe it brings about ‘price wars’ and
devalues my work. I personally know the costs both to me, my partner and our business when ‘price
wars’ happen, having run an unsustainable fast food business for many years.
Now I’m not so hard-nosed to realize that there may be situations where you can give a discount. If
you feel okay about giving one, and it doesn’t cause you any great nancial or moral distress, then
ne.

But in general, I would advise celebrants to think carefully about what they agree to and do all they
can to get the whole fee that they ask for.
With a ‘let’s see how cheap we can get it’ mentality of quite a few people out there, routinely giving
discounts (when you weren't planning to) can start you going down a slippery slope of devaluing
your own services and cheating yourself out of what you are worth.
However, the fact of the matter is, we live in a discount culture where wedding couples often feel
they have the right to negotiate prices and not to settle for the prices that they are given. Why
wouldn’t they if it could end with a win for them?
And now with the arrival of the coronavirus, it does seem like that on top of the regular discountseekers, many wedding professionals are now being asked to give discounts to new groups of
potential clients: the rst are those citing nancial di culties due to Covid 19 and the second group
are some frontline healthcare and key workers.
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The virus has really caused us to think about our work in new ways and to deal with situations that
we’ve never had to deal with before. It's taken me some years to feel con dent in my worth when it
comes to dealing with people asking for discounts and now COVID-19 has created new and very
di erent reasons for people asking for discounts.

So far I’ve not been asked for a discount by anyone falling into these categories, but I'm sure it’s only
a matter of time. The question is how will you deal with potential couples who are citing nancial
hardship and want a discount? And what about hospital workers?
When I was running the Subway store I always gave a discount to Police, Ambos and Fire ghters,
now I've seen a few suppliers and businesses o ering reduced rates to healthcare workers. This is an
amazing and admirable thing to do but does this mean that discounts should be asked of by such
workers and accepted, no questions asked, by all wedding suppliers, in particular celebrants, who
always seem to be the last on the wedding costs list? Another thing I question, is it fair for key
workers to ask for discounts? Key workers who are still actually working and getting paid, whilst
many wedding workers are experiencing a severe loss of income.
It's a tricky one isn't it? If you don’t give a discount to a healthcare worker you risk appearing
ungrateful for all that they do. I believe that it's perfectly okay to want to show your gratitude in
other ways without discounting money from your income.
It really comes down to how you feel. If you're asked by a healthcare worker or someone who is
having a nancially tough time to discount your price, all you can do is to treat each situation
individually and make the best decision in that case.
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And the nal one
Don’t feel guilty for not giving a discount. We have to make a living ourselves.

And one of my best pieces of advice is, where you can, instead of taking money o , why not give
something extra? Free 1-on-1 vow guidance, if you're into craft stu maybe handmade vow books or
hand-fasting cords. Think of something additional which adds value but doesn't cost you much. Or
maybe, you might want to create a whole new service for key workers and healthcare workers, which
is di erent from your normal o erings and has a price to re ect this.

We are in strange times, with no precedents and few guidelines. All you can do, if you nd yourself in
this situation, is to trust your gut feeling, ask for support of your colleagues within CA and make the
best decisions for yourself and your business. As we all nd out every day in this job, there's no right
or wrong, just what's right for you.
STEVE KING
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"Remember to wash your hands...."
The next time you are washing your hands and complain because the water temperature isn't just
how you like it, think about how things used to be.

Here are some facts about the 1500s:

Most people got married in June because they took their yearly bath in May, and they still smelled
pretty good by June... However, since they were starting to smell . ...... .

Brides carried a bouquet of owers to hide the body odour. Hence the custom today of carrying a
bouquet when getting married.
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Baths consisted of a big tub lled with hot water. The man of the house had the privilege of the nice
clean water, then all the other sons and men, then the women and nally the children. Last of all the
babies.

By then the water was so dirty you could actually lose someone in it.. Hence the saying, "Don't
throw the baby out with the bath water!"
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Houses had thatched roofs - thick straw piled high, with no wood underneath. It was the only place
for animals to get warm, so all the cats and other small animals (mice, bugs) lived in the roof.
When it rained it became slippery and sometimes the animals would slip and fall o the roof... Hence
the saying "It's raining cats and dogs."
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There was nothing to stop things from falling into the house. This posed a real problem in the
bedroom where bugs and other droppings could mess up your nice clean bed.
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Hence, a bed with big posts and a sheet hung over the top a orded some protection. That's how
canopy beds came into existence.

The oor was dirt. Only the wealthy had something other than dirt. Hence the saying, "Dirt poor."
The wealthy had slate oors that would get slippery in the winter when wet, so they spread thresh
(straw) on oor to help keep their footing.
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As the winter wore on, they added more thresh until, when you opened the door, it would all start
slipping outside. A piece of wood was placed in the entrance-way. Hence: a thresh hold.

Bread was divided according to status. Workers got the burnt bottom of the loaf, the family got the
middle, and guests got the top, or the upper crust.
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Lead cups were used to drink ale or whisky. The combination would sometimes knock the imbibers
out for a couple of days.
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Someone walking along the road would take them for dead and prepare them for burial.. They were
laid out on the kitchen table for a couple of days and the family would gather around and eat and
drink and wait and see if they would wake up. Hence the custom of holding a wake.
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England as a country is quite old and a bit small and the local folks started running out of places to
bury people. So they would dig up co ns and would take the bones to a bone-house, and reuse the
grave. When reopening these co ns, 1 out of 25 co ns were found to have scratch marks on the
inside and they realized they had been burying people alive... So they would tie a string on the wrist
of the corpse, lead it through the co n and up through the ground and tie it to a bell. Someone
would have to sit out in the graveyard all night (the graveyard shift.) to listen for the bell; thus,
someone could be, saved by the bell or was considered a dead ringer.

JUDY BROOKS
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The following is from one of our members, Paul Baden, who discovered that even with BDM not
taking phone calls, there is someone on hand. Pauls’ story follows.
I needed a shortening of time and of course BDM is closed and no one to speak to over the phone.
I sent the following an email to BDM.
From: Paul Baden
Sent: Friday, 29 May 2020 2:34 PM
Subject: URGENT Shortening of Time form NOIM to Marriage
Hi
I have a couple who wish to get married ASAP.
One of the Partners is in hospital in Palliative care in the last days/weeks of his life due to terminal
cancer.
I need to get this authorised on Monday, however your o ces are closed and I can’t speak to anyone
on the phone –only automated message on BDM
What is the procedure at this time during COVID for getting the shortening of time authorised and
what documents do we need to provide and where?
The closest o ce is the main o ce in Collins St Melbourne.
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I am also wondering if I can take all the documents for approval rather than the healthy partner, who
is obviously pre-occupied with his sick partner and has given me the authority to do so.
Please email me or call me on my mobile for the process.
Many thanks.
Paul Baden
In the meantime Paul called the court registrar at Melbourne Court and explained the situation to
the woman on duty. She was extremely helpful but the outcome was she couldn’t do anything but
maybe the courts in Geelong could. Paul wondered why Geelong and not Melbourne.
The following day he had a reply from BDM.
Hello Paul,
Thank for providing all the details regarding your situation. The Registry does have the authority to
grant a shortening of waiting time under exceptional circumstances.
For us to be able to consider this, you would need to provide the following:
1.

Completed application form
https://www.bdm.vic.gov.au/notice-shortening-application-form

2.
a

The Notice of Intended Marriage (NOIM) form must be completed, signed and witnessed by
quali ed authority. (See page 4 of the NOIM for details)
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Generally a NOIM can be witnessed by a celebrant or a Police O cer or a Justice of the Peace or a
Doctor.

3.

Copies of the Couple's proof of identity documents needs to be provided

We require the identi cation documents to show the place and date of birth as well as current photo
I.D
This can be:
- a current Foreign or Australian Passport
If you have previously been married, legal documentation to show you are free to be married must be
shown. (Divorce papers, death certi cate, etc.) (Please note all documentation needs to be in English.
If it is not, please have the documents translated by an accredited service)
4. Evidence in support of your situation. This can be, but not limited to, documents as evidence of
your reason for shortening, such as letters of employment, travel documents, airline tickets, receipts
of payment, evidence of the medical situation from the medical practitioner, etc
5. A letter from your celebrant stating that are available to marry you on the speci ed, should the
approval be granted
6. The shortening application fee of $ 55.00 is non-refundable, regardless of the outcome of your
application.
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Please be advised that The Registry may not grant a shortening if your reason for shortening does
not fall into one of the ve categories or for lack of suitable evidence substantiating the need for a
shortening of waiting time.

You may email these details to us at the email address.

Kind Regards,

Keith.

As Paul told me that it’s basically saying that you can email the details for a shortening of time (which
he didn’t know) and the reply from BDM included the hyperlink to the shortening of time form.
PAUL BADEN - STEVE KING
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Food for Thought
With restrictions slowly being lifted (depending on what state you are in), we all face the up-hill
battle of trying to nd ongoing clients. For weddings, some of those clients who made booking prior
to the virus should start to slowly return, but there are still a lot of people who have put o getting
married and will start to look around again. This begs the question about ramping up your on-line
image and pro le, creating a realistic budget, and coming to terms with the whole promotional game.
With many of us on reduced income over the last few months, that might be di cult, but without
‘getting yourself out there’ how will people know that you are again ‘Open for Business?
Sometimes the government gets it right and in this case the waving of the Celebrants Registration
Fee has helped a number of people hang on during this time. Sure it’s only a few hundred dollars I
hear you say, but for those struggling it’s the di erence between being able to carry on or quitting.
But having praise AGDs on the one hand, there are still issues with things like the NOIM.
I am a rm believer in equality and I ght discrimination whenever I come across it. In my opinion,
the issue of children of a marriage in q.17 on the NOIM is quite discriminatory. Everyone including
The Law recognises de-facto couples.
Therefore any child born outside a “legal marriage” is not considered to be illegitimate if the father is
named. Yet if someone who was in a de-facto relationship and has children they cannot place those
children on the NOIM.
If it serves no legal purpose and is for statistical info only, then it should be all kids in or all out.
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I cite a case here. The groom has had full custody of his child for more than 10 years and the child,
now an adult, still lives with their father. On Q17 the Groom has to indicate that he has no children
because he was in a de-facto relationship with the child’s mother. Now just to show the inequality
here, the Bride was previously married and has children from that marriage. Her kids are indicated on
the NOIM. Both Bride and Groom consider all of the children to be jointly theirs and yet one is not
recognised on the NOIM. One needs to ask why?
As far as I know this is NOT a change required to the Marriage Act (i.e., legislation). Someone,
sometime, decided ages ago that the section about children would be a good idea to gather statistics
for the Australian Bureau of Statistics!
The Marriage Act indicates: 42 Notice to be given and declaration made ....
(2) A notice under subsection (1): (a) shall be in accordance with the prescribed form and contain
such particulars in relation to the parties as are indicated in the prescribed form; and...
So it is NOT the act that needs a change but the prescribed form. Maybe this has already been
discussed with MLCS for new NOIM form via various feedback mechanisms. I live in hope.
But hey, there may indeed be a good, valid and logical reason that escapes my mind, and if there is,
I'd love to hear it, but maybe that's for another CAN!
STEVE KING
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Thanks for
reading, BUT.....

Don't you love the "BUT!"
In this case the 'BUT!" is simple, to make The CAN! relevant to all
members, I feel we need a greater input with more diversity. After all, the
membership covers a wide range of people from all walks of life brought
together through the love of being a celebrant.
It’s YOUR stories that will make this an interesting read, so between now
and the 1st of Sept, think about all those handy snippets of information
and pearls of wisdom that can, and should be shared.
Good luck, stay safe and see you in 3 months.
STEVE KING

