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WELCOME 
Hello, and thank you for taking time to read the UNITED 

2015 Magazine!  We created and named the UNITED 

conference over 5 years ago because we believe it is 

an opportunity for the photography industry to choose 

community over competition.  Because it is a community 

conference it means that writers of the articles in here 

have chosen to volunteer their time to create this amazing 

content.  These writers are full of valuable knowledge and 

insight and the sponsors have been hand picked because 

we believe in the resources they have to offer.  We hope 

that you will learn and grow through reading this and get 

a glimpse of what the community of photographers at 

UNITED are all about.  We want to encourage you to go 

out and create and we will be there to cheer you on: Be 

Brave, Work Hard, and Don’t Give Up!  And hopefully next 

year we will see you at UNITED!

More about SHOWIT UNITED

a message from
SHOWIT CEO Todd Watson

presents

UNITED Createto 

http://whcc.com
http://showitunited.com
http://showitunited.com
http://showitunited.com
http://www.showitfast.com/todd-watson
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TO THE EXHAUSTED, THE SPREAD TOO THIN, THE ONES 
WHO FEEL LIKE GIVING UP. THIS ONE IS FOR YOU.

A LOVE LETTER

And if I’m being really honest here, more than anything here’s what you need to know: you have NO idea what a light you are in 
this world. You couldn’t possibly know. Of the numbered masses who take shelter and warm themselves from the comfort and con-
stance of your fire. Of the paths that you have been a light & a lantern for. Of the ways home you & you alone are lighting at this 
very moment. There are untold many whose lives have been made better, bigger, brighter just because they happened to stumble 
upon you, and like a beacon in the darkness you helped them find their way again. And the truth is, this world needs you on fire 
burning up the darkness. 

It takes courage to be a light. Just like it takes courage to chase a dream.

Raw, unfettered, lion-hearted, caution to the wind….courage. It takes confidence and patience and perseverance too. And lest we 
forget…there will be tears. Whether proverbial or actual, we shed our blood, sweat, and tears in pursuit of these dreams. We give 
our everything. And then we give more. Frustration. Failure. Fight for it and Forward. It takes all these things to chase a dream.

But the greatest of these…is love.

Because when the courage waivers and the confidence is all but gone, love remains. When frustration trumps forward, and there 
are more tears than you knew possible….love is the one to say get up, dust yourself off, and try it again.

Today I hope you look at your dreams with love. Because it takes love to say, “Maybe this isn’t quite the picture I wish I’d taken yet, 
but I am the one who took it. And that counts.” It takes love to say “I have so far to go and so much left to learn, but just for today 
I’m going to be thankful for all that I’ve already learned. And give honor to the miles I’ve already come. ” It takes love to stare down 
fear in the face and put yourself out there. To be weak, to be vulnerable, to ask questions. To grow. It takes love to look at yourself 
and your dreams with compassion, and say to yourself: Fight for it and Forward.

No, that light hasn’t gone out in you my friend. You only think it has.

And today more than anything, we need you to BURN on.

The light hasn’t gone out in you my friend. You only think it has.

You only sit there in the darkness, surrounded by the smoke of a thousand smoldering 
embers snuffed out before their time, because you think that’s all you have left in you. 
You only throw up your hands in defeat and refuse to search for a single spark in the 
shadows that surround you, because the tank already feels beyond empty anyway. 
You’re running on the proverbial “E” …for exhausted. And what you know more than 
anything, is that there is no flame without the fuel.

You’ve grown familiar with the coldness, where once you knew what it was to feel the 
heat on your face. To feel the fire in your eyes. Let’s be honest now, you once knew 
what it was to shine. To leap in great leaps. To stride in great strides. And to tight rope 
walk the outer precipice ledge of your dreams without once a fear of falling. You once 
knew what it was to fly. And now here you sit, thinking that you’re grounded. That you’ll 
never once know what it is to catch air beneath you again. But the truth is, the real get 
down to the heart of it, nitty gritty truth of it is, you’ve just forgotten where it is that 
you keep your wings.

by Mary marantz

http://tonicsiteshop.com/vip
http://justinandmaryweddings.com
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BRIGHT AND AIRY
DETAIL SHOTS
Five Simple Tips You Need to Know About Flash to Get Soft, 
Bright & Airy Detail Shots in ANY Room!

IN ANY ROOM

When you look at this shot, I think it would be 
pretty easy to assume that it was shot in a nice, soft 
gorgeous dream of a getting ready room with velvet 
chairs, pastel paint, and a ton of perfectly white 
balanced natural light pouring in. While angels 
sang. :) In reality, the exact opposite was true.

This shot was actually taken in the following con-
ditions: On a pool table. In a CAVE of a room. With 
wood walls and mustard yellow paint. While super 
green light poured in the only window that was 
available. And it was HOT in there you guys. That 
has no actual bearing on the image of course, but I 
still feel like it’s worth mentioning. :) But this right 
here? This is where we all get the chance to SHINE 
my friends! All of us can get a gorgeous detail shot 
in a gorgeous room with gorgeous light. But it’s 
what we do in the challenges of life that make us 
who we are.

Here are my 5 simple tips that you need to know 
about flash to get soft, bright, & airy detail shots 
in ANY room

1. The Larger the Light Source, the Softer the 
Light. We go into great detail explaining WHY this 
is true and how to make whatever light source you 
currently have FEEL bigger in our J&M Lighting 
Guide. But for now, just know that the softer you 

by Justin Marantz
want your light to feel...the bigger you need to 
make that light. You can see our set up (flash & soft 
box on the right, reflector on the left) in the photo 
to the right.

2. If you want it to feel more airy, manage the con-
trast. That’s where that reflector comes into play on 
the left-hand side. 

3. If the ambient light isn’t working, cut it out. We 
talk through step by step how to do this by getting 
what we call the “Black Box” in the Lighting Guide, 
but just know that there is a combination of shutter 
speed, ISO and aperture that will allow you to 
eliminate the ambient (like the green light coming 
in from that window) completely. And now you just 
have the clean, white light coming from one direc-
tion from the flash.

4. This is not the time to bounce flash. If we 
bounced flash in a room like this, it would just pick 

“ This is where we all get the chance 
to SHINE my friends! All of us can 

get a gorgeous detail shot in
a gorgeous room with

gorgeous light.”

up the warmth of the wood or the mustard color of 
the walls. That’s why it’s SO important to have an 
off-camera flash set up with you at all times (and to 
know how to rock it, no matter the situation!)

5. Keep the light straight up and down. You’ll 
notice that we keep that soft box straight up and 
down rather than pointing it down at our details 
like a spotlight. We do this on purpose because it 
makes the soft box mimic a window, and that means 
the light falls off across the details the same way 
natural light would.

And there you go, 5 ways to get bright & airy detail 
shots no matter WHAT room you’re in!! 

http://justinandmaryblog.com/the-jm-store/
http://justinandmaryblog.com/the-jm-store/
http://justinandmaryweddings.com
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Cassie Jones with husband Rusty
and children, Wil and Haleigh.

I made 5 changes. 

 1) I streamlined my workflow by implementing 
custom presets, Lightroom and Photomechanic 
into my routine.  My editing time has been re-
duced to a simple 4 hours per wedding, 1 hour 
per session.  

2) I now only take on weddings and the asso-
ciated portrait sessions for my wedding clients 
including engagements and bridals.  

3) I limit my number of weddings to 15. I know 
that shooting 15 weddings means 15 engage-
ment sessions, 15 wedding days and usually 10-
12 bridal portrait sessions. I’m out of the house 
a maximum of 45 days of the year. 

4) I take a realistic look at my pricing and raise 
it every 6 months.  Time away from my family 
is worth a lot more than it used to be.  I’m very 
firm in my wedding pricing and know I won’t 
book every wedding.

5) Trust.  Trusting God to take hold of my busi-
ness was a big deal.  I’ve figured out that I can’t 
control it any more than I can hang on to the 
moon with a rope.  I’ve learned that if I trust God 
to take care of my life, He can certainly handle 
my business as well.  He’s always given us just 
enough.  It’s my job to be content with it.

I’d heard about it before, but because I loved photography so much I was 
positive I would never be that girl running around and warning people 
about the dreaded burnout that I now know is impossible to avoid. I wish 
someone had told me that the trick wasn’t about avoiding it. That instead, it 
was about surviving it. I was under the impression that burnout meant quit.  
Little did I know that “burn-out” literally meant that a person lost their fire. I 
simply didn’t understand. 

I sat at midnight one night on the cool tile of my bathroom floor sobbing. 
It was really like it is in the movies. I was a mess- ugly pajamas, mascara 
streaks running down my face, the whole bit. I had clients calling for 
pictures, I was 10 sessions and 3 weddings behind in editing, a house 
that was a wreck, a baby who didn’t believe in sleep and a husband with 
obviously saint level patience. He walked into that bathroom, took my hands 
in his and told me not to give up. To figure out what I needed to change to 
make it work for me instead of the other way around. When I felt the weight 
of the world crushing in on my shoulders he gave me the courage to move 
forward one step at a time. 

I’ve learned a few things since then.  First, that sometimes, failure is good.  
It forces us to learn rather than learning being optional.  That failure and 
quitting aren’t synonymous. I learned that taking on everything meant doing 
nothing well.  I learned that it’s okay to have limits.  That it’s okay to say 
“no.”  That if I wanted to run my business and it not run me, limits were a 
necessity.  I learned that if I wasn’t loving what I was doing, I wasn’t going to 
be creative.  The burn out taught me most of all that if I don’t have the drive 
to fight for this dream of mine, I’m not going to win any battles.  It reminded 
me that God’s way of teaching us lessons are way better than our own and 
that He’s building up our future even when we can’t see it through the trees.  

When we burn out, it’s a wake up call.  It’s a point we reach where we have 
two roads; to quit and give up or keep fighting.  To learn all we can and to 
strive for change.   

SURVIVING IT
BY CASSIE JONES

Join us live every Tuesday as we discuss photography, small 
business ownership, and creative life with special guests.  

LIVE EVERY TUESDAY 10AM PT/1PM ET

WATCH NOW

http://cassiejonesphotography.net
http://showiteer.com
http://showiteer.com/live
http://showiteer.com/live
http://showiteer.com/live
https://www.youtube.com/watch?v=8U6HkMi3qWk
https://www.youtube.com/watch?v=_dPdbtlkwco
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SHOWCASING THE REAL GIRL
BUILDING THE SELF-ESTEEM OF TEENS AND TWEENS
BY SHOWING THEIR TRUE PERSONALITIES

BY Tomayia Colvin

Did you know that “only 11% of girls ages 10-17 are comfortable 
describing themselves as beautiful”?1 As photographers we have 
the responsibility to encourage our teens and leave them feeling 
beautiful! 

Have you ever spent 10 minutes on SnapChat watching your teen 
clients interact with their peers and friends? Have you seen how 
funny and quirky they are with the rainbow tongues and the goof-
iness? What about their all-around happiness in their uploaded 
snaps as they shop the mall or attend their high school football 
games on a Friday night? Those moments are the ones that matter 
the most to them and are what they long to see in their high school 
senior portraits. Recognizing that, how can we incorporate that into 
our sessions to help build their self-esteem? Here are three ways 
to showcase the real them, build their confidence, and help them 
rock their portrait session! 

1. Find Out What Makes Them Happy: Sometimes, as adults, we 
can be pretty lame and boring and we quickly get stuck on the 
same old locations and poses. It’s important to ask your teens what 
makes them happy. Is it Sour Patch Kids, Maroon 5, or wearing 
plaid? Incorporating those elements into their sessions can turn 
an ordinary experience into an amazing one. This shows the teens 
they are perfect just the way they are and their interests are im-
portant to you. Imagine, for example, the smiles you’ll see when, 
while taking their portraits, you’ve got their favorite music playing 
for them. Step out of the box and ask what makes them smile! 

2. Listen to Their Needs: Are they camera shy? I’ve quickly learned 
that listening to my clients makes for more enjoyable shoots...

Continued on next page...

1 Dove Research: The Real Truth About Beauty: Revisited

http://millerslab.com
http://www.tomayiacolvin.com
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Continued from previous page... 
...and allows me to photograph and showcase the real them. No fake smiles here. Are they 
more comfortable in jeans? What about their soccer cleats or ballerina slippers? Listening 
to the music of their choice allows for a fun shoot and capturing authentic and genuinely 
satisfied clients. 

3. Choose Locations that Match Their Personality: Ever have a client that participates in 
FFA (Future Farmers of America) who has raised a farm animal the entire year? What about 
a client who loves the beach and surfs, or one who is into engineering and building robots? 
Choosing a location that matches their personality allows teens and tweens to be comfort-
able and showcase who they really are. With a little time and effort, finding locations that 
your clients love will easily make you the hometown hero for portraits.

Incorporating a few of these quick tips into your session preparations will boost the confi-
dence of your client and ensure that they are comfortable in front of the camera. 

"...WE HAVE THE 
RESPONSIBILITY TO 

ENCOURAGE OUR 
TEENS AND LEAVE 

THEM FEELING 
BEAUTIFUL"

  Reinventing 
The Web again

Creative FREEDOM
Build your website exactly as you want it without complications

LEARN MORE AT SHOWIT5.com

http://showit5.com
http://showit5.com
http://showit5.com
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WEDDING PHOTOGRAPHY
IS A PERFORMANCE SPORT!

In more ways than one, you actually should consider yourself quite 
the performer! You squat, and stretch, and reach, and bend, and do 
whatever it takes to get the shot! You charm, and flatter, make a fool 
of yourself, and do whatever it takes to make people feel like they are 
the Rockstars! But let’s face it. You’re the real Rockstar here.

All eyes are on you as a photographer, and you have quite the import-
ant role on a wedding day. After all, you’re usually with the bride for 
more hours on a wedding day than the groom is! You are supposed to 
document the best day in their lives, intimately and true to who they 
are, and you’ve probably only known them for under a year, and only 
spoken a few times at that!

So how is it that year after year, wedding after wedding, you can 
consistently get referrals for new work? Because you’ve impressed 
people. You’ve made a difference, and you’ve gone above and beyond 
to make their day special, and you’re remembered because of it!

by matt & carissa Kennedy

When it comes to building a solid foundation of 
referrers, the wedding day is probably the #1 source 
of YOU-ENTHUSIASTS!

Now, how can you make sure that you impress peo-
ple on the wedding day enough to make them care 
to tell their friends and family about you?

BE LIKEABLE

Wow, that’s simple, but sometimes it’s as easy as 
that! Go the extra mile for anyone you can, and it will 

Maybe you do #DEMOSSANDWICH at every wedding?! OK, well 
don’t use their hashtag, but seriously, have a THING and do it so 
much that people start to see that it’s a THING!

SHOW THEM YOUR WORK

Now, don’t get me wrong. DO NOT walk around with your port-
folio on your iPad and flash it at people every chance you get! I 
mean that you should do a same-day edit of some kind at EVERY 
wedding! This is a chance for people to see YOU work, and to 
see YOUR work. When you can show them that you excel in both 
areas, you’re going to impress them and they’re going to want to 

“You’ve made a difference, and you’ve gone above and beyond to make their day special, and you’re 
remembered because of it!”

be noticed. Open up doors for people, help the wed-
ding party carry things to the car. SMILE! There are so 
many little things we can do for people at weddings 
that will show that we care, and that we value them. 
In turn, they will value us.

HAVE A THING

You know what I mean? Have a THING that is so you. 
Maybe it’s that people know how much you love 
climbing up trees to get photos, and they go out of 
their way to plan ways for you to climb up a tree at 
their wedding. Seriously, this has happened WAY 
more than once for me!

refer you to everyone they know!

Same-day edit slideshows aren’t anything new to most people 
in the industry, but they’re still pretty new to almost every guest. 
So go ahead, blow them away with some of the photos from 
earlier in the day, and you’ll start to see all of your hard work 
really pay off.

When all is said and done, and you head home to start your 
wedding hangover, you can rest assured that you’ve done your 
best to impress people at that wedding and build your referrals 
for future years to come! Oh, and you have to share those pho-
tos on Facebook NOW! 

http://mattkennedy.ca
http://onlinephotoacademy.com
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ASSOCIATE PHOTOGRAPHER 
PROGRAM?

A business needs to have three things present in order for it to make sense to “plant” an 
associate photographer program.

ARE YOU CONSIDERING AN

When I started my business in 2003, I never con-
sidered that I’d have five associate photographers 
and be shooting over 40 weddings annually as a 
studio twelve years later. I thought I would be a 
solopreneur shooting weddings for my boutique 
brand for the rest of my career. But my journey, 
like many journeys, has taken some unexpected 
turns along the way. 

About 7 years ago, I had raised my prices sig-
nificantly and was getting a lot of inquiries from 
brides saying, “I love your style but can’t afford 
you. Is there someone else you would recom-
mend?” I had a list of great photographers where 
I would send these brides, and was happy to refer 
them out, but I started thinking that I should find 
a way to capitalize on these leads. After all, I had 
done a ton of hard work to build my brand up to 
that point so that I was generating a high volume 
of leads. 

At the same time, I was mentoring a number of 
photographers in their own businesses. I was 
going to lunch with them, they were 2nd shooting 
with me, and I was investing in community with 
them. I started hearing from a number of them 
that they didn’t enjoy the business side of things 
and, because they had other competing priorities, 
they didn’t have the time to do the marketing 
work necessary to grow their own brands.
The combination of these two factors created a 
perfect storm of sorts for me. The light bulb went 
on and I knew I needed to approach a few of my 
trusted photographer friends to ask them to come 
on as associate photographers with Melissa Jill 
Photography. 

by melissa jill

Throughout the resultant journey I’ve learned a number of things about 
building and running a successful associate photographer program. Just as 
a crop needs soil rich in nutrients to thrive and prosper, a business needs to 
have three things present in order for it to make sense to “plant” an associ-
ate photographer program:

1 – Demand
If your business isn’t generating a high level of demand, you are better off 
putting all of your energy into building your brand and increasing your 
exposure. 

2 – Personnel & Support Infrastructure
If you don’t have the right people on your team OR you will be doing the 
work yourself, it’s not worth doing. Period.

D O  W H AT  Y O U  L O V E .
L E T  U S  D E S I G N  Y O U R  A L B U M S .
F a s t ,  a f f o r d a b l e  &  c l e a n  a l b u m  d e s i g n s  f o r  p r o  p h o t o g r a p h e r s .

a l i g n a l b um d e s i g n . c om

3 – A Desire to Expand & Manage
You need to enjoy the business side of things and learn to become an effective manager. If this sounds like you, or you think 
you might be interested in building an associate program at some point in the future, I’ve built an online assessment that you 
can take free of charge that will give you further thoughts and feedback on whether or not the soil of your business is ready for 
“planting.” You can find it on the Photographer Resources section of my website: 
http://www.melissajill.com/photographers

Building an associate photographer program isn’t for everyone, but it CAN be an effective way to maximize your profit and the 
work you have put into building your brand.

http://www.melissajill.com
http://alignalbumdesign.com
http://www.melissajill.com/photographers
http://www.melissajill.com/photographers
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THE LIE WE TELL 
OURSELVES...

It was a conversation we couldn’t believe we 
were having out loud, in a group, because it’s 
one that we just thought we had… in our head. 
Until we realized that we weren’t the only ones 
who’ve thought it. And we realized it was time 
to talk about it. Right then. Right there. A group 
of photographers. Different ages. Different 
genders. Different backgrounds. But the same 
insecurity siphoning our happiness and stealing 
our confidence. This sentence: I’m not like 
____________________. Insert the name of the 
“successful” photographer of your choice. Have 
you ever felt that way? Are you there? We all 
were, too. “Were” being the optimal word.

With Chipotle burritos in our hands on the 
lunch break during our recent workshop, things 
got real. Fast. One after the next, tears welled 
up in eyes on all four corners of the table. Some 
more than others, but even if the tears weren’t 
visible, our hearts all cried out the same feel-
ings, from the photographer with just weeks of 
experience to the one with over a decade of it. 
All the lies.

I’m too young. I’m too old. I’m too new. I’ve been 
around too long. I’m too quiet. I’m too loud. I’m 
a parent. I’m not. I’m a single mom. I’m a wife. 
I was a wife. I’m not cute enough. I don’t know 
enough. I wish I would’ve started my business 
sooner. I don’t know if I’ll ever make it. I’m not 
like ____________________. My story isn’t hers. 
Or his. Or theirs. There’s nothing interesting 
about me. 

Because those are the lies we tell ourselves. 
And, up until that moment, it’s the lie  we told 
ourselves, too. And it was remarkable, a true 
revelation, to hear one photographer after the 
next say the same thing, “My hand was shak-

AND THE STORIES WE SHOULD BE TELLING

“Your story isn’t the one you intended to tell,
but it’s the one you are supposed to tell.”

by amy & jordan demos

“the longer you wish for someone else’s story, the longer
the people who need yours have to wait for it.”

ing when I pushed submit. And after I paid for the 
workshop, I still almost didn’t come. I almost backed 
out I don’t know how many times. I didn’t feel good 
enough. “

And that group, that brave group, said the same 
thing about the welcome event the night before. I 
went back to my hotel and cried, because for two 
hours I looked around the room at everyone else 
and thought, “These girls all have it together. What 
in the world did I get myself into? I don’t belong.”  

That’s when we made a stunning confession to 
them: we felt the same way last night. You should’ve 
seen the looks on their faces. “Last night, when we 
drove home from the welcome event,” we told them, 
“we thought to ourselves, ‘These girls totally have it 
together. What could we possibly teach them.”

How wrong we all were. How wrong we all are. 
Because, if we’re being totally honest with you, 
we’ve spent way too much time in the past wishing 
for other people’s stories… because, for whatever 
reason, we thought they were better than ours. 
We’ve let ourselves believe the lie that if we’d just 
started our business in college, we’d be so much 
further along. Or if we didn’t spend four years in the 
elementary school classroom, think where we could 
be now. The reality, though, is that we don’t want to 
know where we’d be if we’d started our business in 
college or didn’t spend those years in the classroom 
— because we wouldn’t be right here, right now, 
exactly where we are, exactly where God wants us, 
doing exactly what He planned for us to be doing 
all this time. And the minute we all start wishing for 
other people’s stories is the moment His perfect 
story for all of us goes from fully colored to frayed 
and fractured, because we’re all supposed to be 
different letters, words, and sentences of different 

paragraphs, pages, and chapters. If we were all the 
same ones, it wouldn’t be a story, at least not one 
worth telling.

And that’s just it. It’s the second lie we believe. 
The first is that someone else’s story is better. The 
second is that, therefore, our own isn’t worth telling. 
Nothing could be further from the truth. God’s given 
you a story just like He’s given us, and while we 
could spend our time trying to figure out why ours 
is ours and yours is yours, the better use of our time 
and yours is figuring out who we’re supposed to tell 
it to. Who can be encouraged by it. Inspired by it. 
Uplifted because of it. Because your story is unique. 
And there are certain people only you can reach 
with it. People we’ll never be able to reach. And the 
longer you wish for someone else’s story, the longer 
the people who need yours have to wait for it.

One of our favorite authors, Jeff Goins, says some-
thing so profound in his recent book that it’s worth 
sharing here, because it’s everything in this article 
summarized in one neat, tidy, powerful sentence. 

He says, “The Art of Work was not the book I in-
tended to write, but ended up being the one I was 
supposed to write.” 

Translation: Your story isn’t the one you intended to 
tell, but it’s the one you are supposed to tell.

So, stop waiting. Go tell it. Someone -- maybe a lot 
of people -- needs to hear it. And the longer you 
wait, the longer it’ll be until they’re brave enough 
to tell theirs, too. That’s the power of community. 
It unlocks the fear in others and unleashes their 
potential on the world.

http://amyandjordan.com
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Melissa Jill has a Tips for Clients category on her blog filled with evergreen content 
such as “To First Look or Not To First Look” that new clients can use for years ahead.

CONTENT
MARKETING
Marketing your photography business has 
never been more important. It’s also never 
been more complicated. So much to do, so 
little time, and where to start? But know 
this - if you don’t make time to market your 
business, you won’t have a business. Here 
are a few thoughts on content marketing to 
get you started.

by jared bauman

Develop a Plan
Content marketing as a photographer is about providing 
valuable resources to your customers or potential clients 
through a variety of channels – social media, your blog, email 
campaigns, and even face-to-face.  Creating valuable con-
tent can take time, so re-evaluate where you are spending 
your hours, and dedicate time and energy to a solid content 
marketing plan. Without a plan, you won’t know where to 
start. Consider getting help in your business so that you can 
actually execute on the plan, like outsourcing. The true value 
of outsourcing is to allow yourself to spend time working on 
areas of your business that will help produce profit.

Identify your Target Market
As a photographer, you have a robust knowledge of the 
overall wedding process, so take advantage of this and cre-
ate content that can be shared with brides and grooms. The 
harder you work to define your ideal clients, the faster you 
can attract that specific audience to your work. Develop your 
voice and brand to provide true value to clients in your ideal 
market – start thinking of how you can solve their problems, 
and create content based on those ideas. By helping them 
overcome obstacles and resolving issues, you build trust with 
clients, resulting in more bookings and referrals.

Create Content 
Once you have defined your target market, how do you 
get started in providing them with valuable content? Your 
images are unique and representative of your brand, and 
when brides and grooms are looking for advice and ideas, 
they often turn to photos. If your ideal clients love rustic, 
barn weddings, create a guide that walks them through the 
entire wedding process with this type of wedding being the 

focus. Content creation can 
include an array of items, from 
guides to blogs to checklists. 
Each piece of content does 
not always have to be long or 
super detailed – the key is to 
keep the content geared to 
what your ideal market will 
find valuable.

Blog with Evergreen Content 
Blogging is an essential part of 
content creation for your wed-
ding photography business 
– this is a great way to get in 
front of ideal clients, ven-
dors, and coordinators. Blog 
posts are evergreen content, 
because even if you posted 
something a year ago, it still 
lives on and can be relevant to 
brides and grooms in search of 
a photographer now. Since the 

lifecycle of a bride looking for a photographer 
can be so short, how do you ensure certain 
blog posts are seen if you published it a year 
ago? A great way to do this is to repurpose the 
content by including it in a guide you created, 
sharing it again through social media, and 
even reaching out to old clients and letting 
them know you featured their images in a  
blog post.

It’s important to  think about how you can cre-
ate opportunities for your followers and ven-
dors to talk about you, and content marketing 
is a great way to do this. Join me at United to 
hear the details behind creating a Content 
Marketing Plan!

In addition, ShootDotEdit has put together 
an amazing resource to help you market 
your photography business - download it 
here: http://content.shootdotedit.com/guide-
marketing-wedding-photographers

Amy & Jordan Demos regularly provide tips for engagement sessions and 
weddings so that their target market keeps coming back to their blog.

http://shootdotedit.com
http://shootdotedit.com
http://content.shootdotedit.com/guide-marketing-wedding-photographers
http://content.shootdotedit.com/guide-marketing-wedding-photographers
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THE BUSINESS OF BABIES

Four years ago I walked blindly into a conference called UNITED in hopes of 
being a fly on the wall to see what it was all about.  I was afraid of putting my-
self out there to others that were more experienced, more confident, and more 
successful.  I was at a crossroads in my business. I was where I knew I wanted 
to go, but taking that next step was scary.  Two days later after listening to 
some amazing speakers and meeting people who did nothing but support me, 
I made the decision to jump in and truly follow my passion of portrait new-
born photography.  I was tired of having clients in my spare bedroom studio 
or hauling my props to poorly lit houses that were not conducive to building a 
consistent brand and portfolio.  Three months later, my trembling hand signed 
a lease on my first retail studio space, and my journey into specializing began.  

Creating a newborn portrait studio is a huge undertaking. Who knew that these 
tiny little babies need so much STUFF!  A studio space opens up many avenues 
for your business but most importantly sets you apart from other photogra-
phers in your area that are doing what you do.  It gives you the opportunity to 
give clients a full luxury experience in a space that is truly suited to your style 
and vision. It also allows you to have everything at the tip of your fingers that 
you or your client may need during a session. I feel that my studio is a small 
piece of me, and it allows my clients to feel connected, as they trust me with 
their most precious possession. 

With all the props and accessories that come along with a studio and new-
born portraits, working with vendors, just like wedding photographers, can 
be a huge advantage to building your studio collection while also building 

by Cortney talbott

CREATING A NEWBORN STUDIO

your business.  My personal style of creating these working relationships may be a bit different than some.  I have never been one to 
simply email a vendor and ask to do trade work.  My approach is to find a vendor whose products I love. I purchase a few items to use 
in my sessions then showcase them in my images by tagging them on social media or blog, and send them access to the watermarked 
images encouraging them to use them on their social media or websites if they would like.  After doing this a time or two and getting 
positive feedback, I then mention if they ever have anything they would like photographed to let me know and I would be happy to 
send them images.  I think it is very important to foster a small handful of these relationships with vendors whose products you truly 
love and feel that they enhance your images, branding and style.  

Natural light bleeds into Cortney’s studio providing
wonderful light for her newborn sessions.

The business of babies doesn’t always 
stop at the baby.  Because I specialize in 
newborn photography, that doesn’t mean 
I only photograph newborns.  I am truly 
passionate about the first year in a baby’s 
life and the incredible changes they go 
through.  Offering sessions beyond the new-
born stage through packages for a baby’s 
milestones can help ease the overhead 
costs of a studio as well.  That first newborn 
session is your chance to shine and really 
build a meaningful relationship with your 
client and sell them on “you”.  Babies are 
one of the world’s most incredible gifts. 
You want your clients to feel certain leaving 
their newborn session that they don’t want 
anyone else photographing their baby as 
he/she grows and changes. 

Becoming a parent, especially for the first 
time, you are uncertain what challenges 
parenthood will bring.   If I could give my 
tentative self advice four years ago about 
my photography business journey; I would 
say something similar to what new parents 
need to hear, “It is going to be hard work, 
but it is going to be even better than you 
imagine.”

http://cortneytalbott.com
http://agree.com
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IS GOOGLE ALL 
ABOUT SEO?
THINK AGAIN.

When we approach our online audience we need 
to start thinking beyond SEO, especially when it 
comes to analytics. This may seem like a big busi-
ness mentality, but I believe it has more impact 
on small businesses looking to maximize their 
marketing dollars. Yes, you should spend some 
money on marketing, even if it’s just a little here 
and there.

So what are analytics all about? How are they 
different than SEO? I am glad you asked! To put it 
simply, SEO is how you are found on the internet, 
and analytics is all the information that comes 
from you being found by someone. Things like: 
gender, location, interests, web pages they visited, 
where they came from, and what they did on your 
site. You can have the best SEO in the world, and 
without analytics still be clueless to why and how 
you are being found. In fact, we see the impor-
tance of analytics more and more with each social 
platform offering up more tools to mimic basic 
analytics. Think of Facebook Page Insights, or 
Pinterest Analytics. I actually started a Font board 
on Pinterest just for this article 3 days before writ-
ing it. Was it successful? I think so; the day after 
I pinned fonts I grew from 30 page impressions 
to 700+, and the only way I would know this is 
because of their built-in analytic tools.

By Jason Toevs

Pinterest offers great analytics that can help you better 
understand if your marketing is successful.

The holy grail of data for math nerds like me is in Google Analytics. This 
is set up on your website to track all the information of each visitor who 
comes to your site and how they interact. Many of us were introduced 
to this by the term “bounce rate,” which is often misinterpreted due to 
its interaction with many other factors. The important thing to remem-
ber about data is that it can be used out of context, which is why it’s 
important to view it in the big picture at first glance. 

The really cool part about Google Analytics is that you can track the 
dollar value of almost anything on your website. We did this for our 
website inquiries (for our design services) and found the following be-
tween March and May of 2015. This was accomplished by using “Goals” 
in Google Analytics and setting up our thank you page as the destina-
tion to trigger the “goal completion.” To assign the $ value for the goal, 
we used this formula:  

# of inquiries * closing rate to paid service * average client spend
= goal $ value.

The data on your website may seem overwhelming, and it is. Google 
tracks almost everything you could want. A great way to practice using 
analytics is using a social media platform’s tools, like Pinterest Analytics 
or Facebook Insights to start understanding how the numbers are rep-
resenting your audience and what they like. We are being thrown into 
the age of big data, and those who are ready for it will be able to know 
exactly what their clients want next. 

If all of this is interesting and you want to get started with analytics, 
I would suggest making sure you are set up to track the data on your 
website with Google Analytics. This is quite easy if you are using a web 
design platform like Showit. In fact, if you need any help I am happy to 
help you get started, so just give me a shout!

SHARE YOUR PHOTOS ON 
INSTAGRAM #SHOWITEER

Keep in mind that the $ value here is an estimate; it’s actually a bit more than our revenue for this period.

http://2blokesdesign.com
https://instagram.com/explore/tags/showiteer/
https://instagram.com/explore/tags/showiteer/
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PROTECTING YOUR BUSINESS 
WITH LAYERS

by rachel brenke

You build up your business and don’t want it to be torn down.  In an age where people have access to legal information and resources 
via the web, customers can become litigious, demanding and confused on how business transactions work.  As a business owner, it is 
your responsibility to protect your business.  Holding your breath and hoping you don’t get an unhappy or crazy customer is setting 
you up for failure.  The main layers of protection are the business formation, insurance policies, contracts (or terms of site) as well as 
customer data protection.

Protect Your Business

It is no secret there are many protection tools available for your business, but understanding how they work together is important. 
In fact, many business owners fall into this misunderstood idea that choosing one tool is enough.  Unfortunately, the reality is that 
protection is created through layers of the various tools available. The path of protection is to have your clients go through contract 
provisions, and then insurance policy, and finally your business formation.

First, having proper lawyer-drafted contracts implemented in your business will help to inform customers of policies, provide hurdles 
to any issues a customer may have and provide a legal document to be referenced in situations. Small business owners can snag 
lawyer-drafted contract templates to take to a local attorney for quick adjustments from BlogLegally.com.

Next, you have a layer of a liability insurance policy.  By having this layer, you can defer clients to the company to resolve any potential 
liability issues that arise.  This frees you up to focus on your business and (hopefully) reduce costs to extinguish any “fires” that may 
come up.

The core layer would be your business formation choice.  For example, choosing a Limited Liability Company divides the business and 
personal assets for protection. With the formation at the core, if customers get through the last two layers then they have to engage in 
a legal transaction such as court or mediation for a resolution.

Protect Your Customer

In business there is more than just your business to protect.  You have a duty to protect your client or customers as well.  On top of the 
tools listed above, there is customer information that you must protect. Consider this: you hop online to Google-search yourself, and 
all of a sudden you see your personal address, email address, phone number and perhaps a credit card number.  This is not uncommon 
with many businesses operating without understanding the security measures needed on the Internet.

As a business owner, you should be vigilant to identify the information to be protected.  Information to protect includes (but is not 
limited to this list):
•    email addresses 
•    credit card numbers
•    birthdays
•    home mailing addresses

Keep these in the back of your mind as you go through setting up your website, processing payments and storing sensitive personal 
information.  Many third-party systems have security measures in place that can give a business owner peace of mind (such as Pay-
pal and Square for payment data), however, always check the terms on these third-party sites to ensure personal information is not 
accessible. For example, some free sites that are used for contact forms and contracts leave personal information public and exposed.  
Anyone can readily Internet-search and retrieve this information, despite one’s belief that entering data online is secure.  

As you can see, being a business owner is more than the marketing, sales and balancing it all.  Protection is the name of the game that 
many business owners fail to take the time to do.  Use this article as a checklist to get your ducks in a row so that when you do hit 
success it won’t be pulled out from under you.

“CG Pro Prints is the quickest, easiest, and most a� ordable way to spoil 
our clients on a regular basis! Our client experience is enhanced simply 
because we choose to continue to come back to CG Pro Prints for all 
of our canvas orders!”

-- Katelyn James, Katelyn James Photography

Why Pay More for Canvas?
16”x20” Canvas Wrap only $27.99. Everyday.

.com

http://www.thelawtog.com
http://cgproprints.com
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LIGHTROOM
TIPS+TRICKS

by chad diblasio

Lightroom is one of those tools that, in the right hands, is IM-
MENSELY more powerful than how most use it. There seems to 
be a never-ending amount of things to learn; however, when it 
comes to the business of photography, software seems to be 
the least favorite thing to continually learn. I believe there are 
a handful of things you can learn very easily, though about 
this piece that will not only make you more consistent and 
less stressed with your processing, but also more PROFITABLE 
because you aren’t wasting time on things you can learn to do 
better! Here are 5 quick tips from my breakout class on Light-
room and editing and I hope they help solve some common 
time-wasters for you.

When you shot that beautiful photo 
with a clear horizon or “straight” line 
across the photo but it’s just a tad bit 
off, you’ll have to go into the cropping 
tool and straighten it out. Hit the ‘R’ 
button to enter the cropping mode, 
then hold down the Option (or ALT) 
key and you’ll see a small level 
appear. From here, simply draw along 
the line you want to be the “straight” 
part and when you unclick, the new 
horizontal line is straight with the 
photo!

I use this tool all the time when 
I’m trying to sort or pick images for 
albums, or for blog postings or even 
when I’m going through photos with 
clients for prints! You can enter the 
“library” mode by hitting the ‘G’ 
button and then click the can on the 
bottom. 
  
Right beside the can, you will see 
a drop-down list of options for 
“painting” onto the photos. If you 
want all the photos you “spray” to 
be a different star rating, choose the 
correct number of stars you want to 
apply and spray away! If you want to 
pick out photos that will be “flagged,” 
choose Flagged from the drop down 
and apply the spray to those photos! 
You simply click on the photo in 
the gallery once you have the can 
selected and it will apply – or spray 
on – the chosen filter!

When I’m editing, I first do all my 
color edits (since we give all our 
clients color copies of all their 
photos). But, while I’m editing the 
color copies, I select certain moments 
of which I want to make black and 
white versions. I make quick virtual 
copies of those images by pressing 
the CMD (ctrl on PC) and the ‘ button 
(apostrophe, it’s right beside return 
on your keyboard). I personally make 
the virtual copy then hit the number 
8 which makes that copy color coded 
green so I can go back thru when 
I’m done and filter just those green 
copies out and then edit the B/W 
versions all together. I feel it’s easier 
to make the adjustments to the B/W 
images all together and to stay in just 
doing color while I’m doing those 
rather than switching back and forth!

Quick Crop LevelThe “Spray Can”

Quick Virtual Copy

This is such a massive time saver for anything you 
export repeatedly!! I also have a killer preset that 
sends the image (resized and watermarked) into a 
dropbox folder for Instagram that I can quickly access 
on my phone. I have a similar preset for Facebook 
images. Talk about saving time!! To make an export 
preset, open the export dialog (CMD+Shift+E if you 
love shortcuts!) and then set up the export how you 
want it to be exported. Before you hit “export,” go to 
the left side of the dialog box and hit the “+” button to 
make new preset!
When you are editing, you can simply right-click and 
your presets will show up under the “export” menu and 
you can skip even going to the export dialog too!

An import preset will get your images most of the 
way finished, ready for viewing, in the correct folders, 
with the right copyright/website metadata applied 
and ready to quick edit all with the import! I suggest 
making a preset that doesn’t adjust the white balance 
but does apply the normal changes you make to your 
raw images (like contrast, clarity, shadows etc) and 
then choosing that as your import preset to get your 
images ready to quickly edit by making small exposure 
and color adjustments rather than fully editing each 
image. You’ll find the spot to make those changes on 
the upper left panel in the import dialog under the 
“apply during import” drop-down!

Export presets import presets

Well, that’s a quick 5 tips 
and tricks to add to your 
tool kit! If you’re like me 
and love keyboard short 
cuts, you can get a quick 
reference to the Light-
room ones by clicking 
CMD + “/” while in the 
program! We do offer on-
line mentoring for Light-
room, Photoshop and 
Photomechanic if you 
are interested in some 
more in-depth learning. 
Contact me at chad@
diblasiophoto.com for 
more info or to set up 
your first hour of screen 
sharing goodness!!

http://diblasiophoto.com
http://presets.diblasiophoto.com
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“This idea of community is not only necessary, but also pivotal 
in continuing to create an industry that is intentional about 
growing...”

It has been so fun to watch as our industry has 
embraced this idea of true community: one for 
all and all for one, supporting one another and 
standing behind each other to create thriving 
and successful businesses that seek to encour-
age and build one another up. In a lot of ways, 
it has given people a reason to believe in the 
good our industry has to offer and it has made 
us all feel a little less lonely as we have banded 
together to fight the good fight of collaboration, 
support and anti-competition.  

This idea of community is not only necessary, 
but also pivotal in continuing to create an 
industry that is intentional about growing with 
everyone’s unique strengths and gifts to help 
drive it forward. It helps us to be innovators, 
it creates conversations about new ways of 
thinking and doing things, it develops leaders 

By Ike & Tash haynes

and spawns homegrown spaces for intimate discussions that 
can happen consistently over and over again. In the midst of 
all the beauty of “community,” it can also dance dangerously 
close to a line of division where many still sit on the outside 
looking in, wondering where they fit and if there is a door 
for them to walk through where they can sit at the table and 
also be a part of the conversations that take place. We can 
be so comfortable in our own ideas of community, unaware 
that we have created a space that excludes people uninten-
tionally, that we don’t realize that what we deem as com-
munity really appears as just more of the same: the same 
people, the same thoughts, the same ways of thinking. 

No one wants to be on the outside looking in, no matter 
the years or level of expertise. As humans, we all have the 
innate urge to fit in and to be a part of something, and as a 
community of Showiteers, that should be at the core of what 
we stand for: including, supporting and creating spaces that 
represent the entire community. Our community has the 
opportunity to support healthy conversations with respect 
to diversity, including race, gender, niche, area of focus, 
socioeconomic status, and so much more. 

Over the last couple of months, I have seen great debates 
about why intentionality isn’t necessary and why the focus 
should be on the level of skill; however, would it really hurt 
to be intentional? Would it really hurt to take a few extra 
steps to be mindful about how community is being reflected 
back to those who are a part of that community, many of 
whom drive the community and keep it alive? 

True community, at its best, represents the whole. This 
means that any person who searches can find a person who 
looks like them, a person who can relate to them, a person 
who shares the same struggles or the same triumphs as 
them. They can find themselves among the crowd and make 
a connection. They can be challenged to grow in the com-
munity and to become better individuals, while also serving 
the community in ways that are beneficial.

True community addresses the challenges of the whole and 
provides real solutions for all of its members, so that the 
members feel valued and a part of the conversation. True 
community shows diversity in leadership, not just in race or 
gender, but also in the areas that define and make up the 
community. True community is open to opinions, even when 
contrary to the majority, and is mindful to consider how 
those opinions might challenge them to grow, stretch and 
change with the best interest of all involved. 

I believe that Showit is full of incredible leaders who are of-
ten at the head of launching incredible new ideas, concepts 
and movements. Being purposefully intentional as we go 
about creating our communities allows people to feel not 
only included and represented, but also valued and encour-
aged to participate and give so that we not only grow, but 
thrive as an industry!

http://www.photomelatasha.com
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BE AN ARTIST
So often we define who we are with what we do.  Shouldn’t it be the other way 
around?  You should define what you do, because of who you are.

My husband, Field and I started our photography business 6 years ago, but I 
have struggled calling myself an artist for as long as I can remember.  It is not 
because I did not want to be one, but because I did not think I was worthy.

In my mind, I thought in order to be a true artist, perfection was a must. Does 
this sound familiar?  You put pressure on yourself to create something perfect, 
inspirational and better than the next.  The pressure is so intense that you 
begin straying from who you really are. Every time, it weighs on your heart and 
you begin to lose sight of why you are a photographer. Look back through the 
years of your life that have brought you here.  I’m going to take a wild guess 
and say that you will see what I see in my life.  From an early age you took your 
time, coloring, drawing, painting, building, dressing up, and creating a world 
that somehow only you could see.  Slowly you move away from dressing up… 
then building… then painting.  All of the sudden you are no longer the artist 
you wanted to be.  You have instead become the person that everyone expects 
you to be. The only way to free yourself is to break away from the frame of 
mind that you have to be perfect. On this journey you will learn to accept, 
acknowledge and embrace your imperfections. 

As you start out on your journey of self love and exploration, you will begin to 
see some of the child in you again. The child that loved to dip their hands in 
paint and dance around the living room is still inside, waiting to be explored. 

by karie denny

It may not be noticeable to you right away and the first time it happens, you’ll think 
it was an anomaly. This is where it gets tricky. You know it’s there and you have to dig 
deeper. If this was easy, everyone would do it. You have to move  past the failures, the 
disappointments and the many people that are going to tell you “no.” Stay true to who 
you are and what inspires you and I promise you will find it. You were made to create!  
The Artist!  That’s you!  That’s me.  How could I not see it?  The little voice inside of 
you, that not only inspires you to pick up a camera, but to create.  Can you hear it?  
Can you see the artist inside of you?

For hundreds of years there was the prevailing thought that we (humans) were logical 
creatures with the occasional emotions.  Just over the last couple decades we have 
discovered that was dead wrong.  We are emotional beings that occasionally use 
logic.  So instead of using logic (your learned skills as a photographer) as a base for 
your work, use your emotions as the base. Your emotions should be the foundation for 
everything you create.  Use your logic, but never forget that the foundation of emotion 
is what you use to build your artistic abilities to create connections. That is what an 
artist is! 

What lies are you telling yourself to stop you from becoming the artist you were 
meant to be?  No matter what they are, it doesn’t matter.  They aren’t true.  

You were created to be creative.  

http://aceandwhim.com
http://thelawtog.com
http://kiss.us
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CHANGE THE WORLD 
WHILE GROWING YOUR BUSINESS

THE BACKGROUND

How can these eyes be so dark – yet so full of 
light? It’s my first-ever experience shooting 
video. So I peer out from behind my camera to 
assure myself it isn’t a trick of the lens. The eyes 
I look into aren’t those of a bride or the clients 
who walk into my wife’s and my studio. They 
belong to a boy, who sways meditatively back 
and forth on the hot pavement of Guatemala’s 
most violent slum, “Paradise.” His gaze pierces 
me.

The organization we work with is tired of bury-
ing boys. The director’s eyes grow bright with 
tears and with a deep, abiding determination.

It’s the same determination I see in the eyes 
of this nameless boy. The same hope. That’s 
why I don’t hesitate to bury my knee in the 
gravel, brace my camera, and stare into the 
face of someone whom it is easier to ignore. 
He deserves to be heard. Everything collapses: 
my desire to increase income or “likes?” Gone. 
I no longer need anyone to know my name. But 
when it comes to this boy, nobody and no self-
doubt better get in the way.

THE MIDDLE GROUND

Is it true for you? For me the sparkle of our 
industry and its frenetic demands distract 
from what matters: Life. On the road, I hear 
burnout described a hundred ways: “I’ve lost 
my passion.” “My business is taking over my 

A MORE COMPLETE PICTURE:

By Philip Blume family.” “My work feels empty. Isn’t there something more?” 
There is more! Sadly, our culture deifies the pursuit of comfort 
– unaware it’s an idol that robs us of purpose and – yes – even 
of greater success. Before we dig into this concept, look – I 
know you’re scanning ahead for a solution. It’s not a quick fix. It 
deserves the closer examination we are going to give it. But if 
I could summarize it in one simple phrase, I’d tell you the cure 
lies in personal projects. “What?!” you ask. “More work to cure 
my overworking problem?!” Don’t let me lose you. I’ll explain.

Personal, charitable projects are the foundation on which Eileen 
and I have been able to build both a happier, more meaning-
ful life, and a business that’s thriving beyond what we ever 
imagined. It’s useless to neglect one – your personal life or your 
business – in favor of the other. The goal (an attainable one!) 
is a holistic approach in which the two are balanced and truly 
enrich one another. Workaholism can’t sustain success. Yet a 
starving artist can’t feed the hungry. So let’s re-think this and 
set new priorities!

Eileen and I are full-time photographers and parents of two. 
How can any of us afford time for personal projects or hu-
manitarian battles? Isn’t it time we learned our place – to be 
contented photographing women in pretty white dresses?

There’s no middle ground for you, not if you’re a person who 

wants to excel at life beyond work. You must decide daily 
whether you’ll wear the chains of false comparison, sacrificing 
personal relationships and time to mirror others’ achievements, 
or whether you will make your business work for you – reflect 
your values.

THE FOREGROUND

The foreground is the practical implementation of your values 
into business. That’s what we want to dig into with you.

What happened when we implemented this new philosophy? 
Our leads dried up; we had half our expected bookings that 
first year. Disaster? Not at all! Imagine how it feels when your 
business finally reflects who you are. It’s going to take courage. 
But it’s time now to learn proven business strategies and take 
confidence in yourself. Those strategies, like seeds, just need 
time to work themselves out. And, boy, did they! Our income 
doubled in the following year, our workload decreased, and our 
intended four-minute film project in Guatemala turned into a 
feature-length documentary, Lost Boys of Paradise, that’s help-
ing kids escape slums. If we’d seen the future, it would have 
looked too ambitious. But when you shoot higher, only then will 
you hit the mark. It landed Eileen and me in the slums – then 
took our business and souls to new heights.

NITY

ME

Bring your art, business, and life into sharp focus. 
Make plans now to retreat with Phillip and Eileen Blume 
for this uniquely intimate two-day experience.

www.ComeUNITYworkshops.com

WORKSHOP

ART.
BUSINESS.

LIFE.

http://blumephotography.com
http://comeunityworkshops.com
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3 TIPS TO BUILDING A
REFERRAL-BASED BUSINESS 

Tip #2 Get to Know the Wedding Party
Have fun with the wedding party and get to know them; more than likely, at least one, if not more of them are engaged or about to be. I 
encourage all of you to attend other wedding activities if you are invited as much as you can. After attending showers or even rehears-
al dinners encourage them to follow you on social media and vice versa. And I cannot stress enough to introduce yourself to everyone 
(parents included) I know it can be tough because the day moves so fast. Show up 15 minutes early, leave your gear in the car and just 
come say hello as a friend. Remember their names (not “Hey You”) and say goodbye at the end of the night.  This has made a huge 
impact, and even the parents who appreciate the gesture (after all, they were probably the ones cutting that check) will end up telling 
all their family and friends about you! 

Tip #3 Spoil and Get to Know your Vendors
Treat your vendors like you do your couples. Gift them too! I love to establish a relationship with 
all the venue coordinators I work with. I send them an email with a link to all the images once 
they are completed (you would be surprised how few people do this). If I really love the venue 
and want to work there more, I will spend a little extra and bring by an album for them to use. I 
also stop by once a quarter with custom cookies (the ones in my welcome kit) and just say hello 
and check in. By doing this, you are slowly building a relationship, but also staying in the front 
of their mind. It works without fail that the first few weeks after those quarterly visits, I end up 
getting inquiries from the vendors/venues I visited!  Another way to gain referrals from vendors 
is by asking them out to lunch or coffee to get to know more about THEM and their business. 
I love to follow them on Instagram and Facebook as well to get to know them even more on a 
personal level.

These are just a few ways you can establish relationships and build a strictly referral-based busi-
ness. Please do not hestitate to reach out to me directly with any questions.

Referrals are the best compliment. We say and hear that all the time 
in our industry, but do we do our best to earn those referrals from our 
clients? I would love to share with you 3 tips that have helped me grow 
a referral-based business!

Tip #1 Spoil Your Clients
Treat your clients like gold because, well to us, they are! I love gifting 
my clients, it is one of my main love languages. I give my clients a gift 
when I meet with them at my consult even if they do not book with me, 
another gift after they book and then one more before the wedding 
day. And hey, the gifts don’t stop after the wedding day is over. I send 
the bride a custom locket from Chasing Lockets (check them out!) 8-12 
months after their wedding date and they go CRAZY with it on social 
media. You would be so surprised that what may seem like a small 
gesture to you means the world to your couple. If you spoil them and 
show them you care about them, they will want all of their friends and 
family to know!

Clients love receiving a special package
of Jaime’s signature cookies!

by Jaime Davis

Online and In Person Coaching Available

Learn to grow a referral based business!

Located in Southern California (available for travel)

www.jaimedavisphoto.com  |  jaime@jaimedavisphoto.com

Photo by Brooke Bakken

SHOOT • DESIGN  •  PRINT

The Fundy Designer suite provides 
us with the solutions we need for 
Chrisman Studios. 

“ “

- BEN CHRISMAN

Download free trial at fundydesigner.com 

Design Solutions for Professional Photographers

Visit our 
booth to 
save 30% 

http://jaimedavisphoto.com
http://jaimedavisphoto.com
http://fundydesigner.com
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Skype Sessions
with Kelsey Goodwin

One on One 60 min

 $60 C AD
- Critique and re-design of your pricelist
- Marketing/website critique
- Q+A: Commercial photography
  

“Solid pricing advice and ideas to jump off from!”
- Rob Whelan Photography

“I can't wait to see what this does for my traffic 
- and sales!”
- Emily Wenzel Photography

“I have referred back to your presentation so many 
times! My husband knows you by name!!times! My husband knows you by name!!”
- Cassie Marino Photography

CONTACT KELSEY@KGOODPHOTO.COM

SOWING
(BUSINESS SUCCESS, FREEDOM, AND HAPPINESS)

Yes you read that right… sowing! First I do not “sew.” I couldn’t sew a button 
on a shirt and guarantee it to stay if my life depended on it.  I am not talking 
about a needle and a thread kind of sew, I am talking about sow.

Sowing is an action, which means to “implant, introduce, 

scatter to allow for growth.” I am going to show you 

how to sow using branding, organization, specializing, 

outsourcing, and health to result in business success, 

happiness, and financial freedom, which are all out-

comes of sowing.  

There are many different ways to define success and I 

want to start by saying, success is not driven only by a 

dollar sign. To me success is doing what I love, and then 

having the ability to enjoy a life that I want with my 

loved ones. Being able to not “work” a day in your life. 

I don’t think there is anyone here that is pursuing pho-

tography because they are being forced. It is something 

that you love, that wakes up your soul, and wouldn’t it 

be nice to build a business that allows you the freedom 

financially to be able to support you and your family?

It is not easy to start a business, it is not easy to be your 

own boss, and it is for sure not easy to stand out in a 

sea of photographers. I am going to show you how to 

make more money, how to get more clients, how to ex-

pand your network; but I am really giving you five action 

steps to be FREE and to be HAPPY.  To pursue a passion 

and allow it to support the life you want to live.  

Continued on next page...

by Kristy Dickerson

sow - /sō/
implant, introduce, scatter 
to allow for growth

http://startplanner.com
http://kgoodphoto.com
http://www.kristydickerson.com
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Continued from previous page...

Starting a photography business is expensive. It might take a 

left kidney to buy that new shiny lens you have been eyeing…. 

kidding...well kinda ;).  There is this perception that starting a busi-

ness is easy and photography shouldn’t be that expensive from a 

consumer standpoint, and those two things don’t line up. The first 

thing most photographers do is invest in photography gear. If you 

truly want to make more money, your first investment should be 

in branding. In order to get out of the hobby zone, in order to start 

charging more, in order to create value, this is your first step. 

Resources are limited when running/starting a small business. I 

am not just talking about money but time as well. Organization in 

your business and life is what will breed productivity. You have to 

be efficient and set up a workflow. You have to be smarter, better, 

and in front of more consumers than your competition. The only 

way this will happen is through organization in all aspects of your 

life and business. 

Specializing actually goes back to my first two points. When you 

specialize, you know who your target market is and you know how 

to properly brand your business. When you specialize, it also al-

lows you to be more organized in your business through market-

ing efforts and establishing workflows. When you specialize in a 

type of photography, you are then considered an expert and there 

is no need to go after the entire market. You then have a very 

clear idea of who your consumers are and how you get them. 

Outsource anything that is not key to your business! Have you 

ever heard, “Work on your business instead of in it?” What is your 

competitive advantage? If you are doing a task that is not part of 

your competitive advantage in your business, then outsource it! 

While your competition is buried in tasks for their current clients, 

you are focusing on getting that next client. 

When you think of health you automatically think about your 

body. There are so many aspects to health. Sure, there is physical 

health, and I think what you put into your body, how you feel 

about yourself, and how you take care of it impacts your per-

formance. But health is also financial and mental. Ever hear the 

saying, “You have to spend money to make money”? I agree with 

that. I do… but I also agree with making smart, educated business 

decisions that have strong returns on investment. When you are 

in debt, it can bring stress and it can start managing you. That is 

the one thing I want to avoid. I want to show you how to make 

more money and become HAPPY without creating stress in your 

life that could be avoided; so mentally, physically, and financially, 

you are healthy.

Sowing takes time. Business success, freedom, and happiness is 

not something that happens overnight. It takes dedication and 

you have to fully commit yourself to it. If you are reading this, it 

means your heart is there, you just need some knowledge, help, 

and resources to set your business up on a clear path.  You are 

capable of anything that you put your mind to! Start sowing today 

to achieve success, freedom, and HAPPINESS!!!

P H O T O G R A P H E R S E D I T . C O M

http://photographersedit.com
http://vivalevent.com
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WE SPEAK 
PHOTOGRAPHY
A Networking Initiative and Conference

I recently had the opportunity to participate in my first panel 
discussion at the We Speak Photography Conference in At-
lanta, Georgia.  The We Speak Photography Conference was 
originally intended to be a children’s after school program by 
Ross Oscar Knight in 2011. However, it was transformed into 
a photography conference after he and Teshorn Jackson, a 
Dallas, TX wedding photographer, discussed creating a net-
working initiative to bring together new and seasoned wed-
ding photographers and event planning professionals, who 
were people of color, from across the country. 

During the opening of the conference, Ross shared that he 
struggled with stuttering as a young child. Ultimately, a teach-
er gave him a camera and told him to tell a story through 
his photos. He presented several images as part of a school 
project, and as he told the story of those images, he was able 
to express himself without stuttering. As Ross reflected on 
this story, he shared how the We Speak Photography Confer-
ence was intended to give photographers who were not well-
known on the speaker circuit a chance to have their voices 
heard by their peers. 

I was a speaker on a panel discussion that was centered on 
Fostering Relationships with Wedding Professionals.  Often, 
we hear the post-wedding horror stories from our peers, from 
our own experiences or from other wedding professionals. I 
was able to share my experiences and viewpoints as a pho-
tographer working with wedding planners to make a wedding 
day successful. The planners shared details of their roles and 
success stories as well. Additionally, we took a deep dive 
into the ways that we can not only better serve our clients, 
but ways we can also serve the other wedding professionals 
during a wedding day. Let’s face it--as professional photogra-
phers, we are the ones with the most cohesive set of images 
on the wedding day, so how can we best serve the wedding 
professionals that we’re working with? Here are a few ways to 
develop and foster better relationships:

By Terri Baskin

2. Be Professional

1. Communication Is Key

3. Teamwork

When a wedding professional is trying to make 
initial contact with you, having a solid and profes-
sional website and portfolio is key to developing 
new relationships in the industry. It’s essential 
to look at your investment in your website as an 
important part of your business because it rep-
resents your company and your brand before they 
meet you in person. Also, when communicating 
with others in the industry, being timely with email 
responses helps to facilitate a better working 
experience.

When working with wedding professionals on the 
wedding day, it’s important to communicate your 
needs well before the wedding day.  If you know 

that you will need a certain amount of time to 
shoot details, preparation, and formal portraits, as 

well as time alone with the bride and the groom, 
communicating those needs earlier on in the plan-
ning process will help ensure you get the allotted 

time in the wedding day timeline.

At the end of the day, the couple getting married 
should be the priority for everyone involved in 

making the wedding day special. If every wedding 
professional working for that couple keeps this 

in mind, many potential issues that can become 
distractions on the wedding day will be avoided 

and better outcomes can be achieved.

http://terribaskin.com
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FROM DIVORCES
TO WEDDINGS
I doubt any of the couples I meet with expect divorce to be a topic of discussion. Yet, it comes 
up at almost every consultation. You see, before I was a wedding photographer, I was...

...an attorney and handled more than my fair share 
of divorces. And now that I spend all of my time 
with couples who are preparing to say “I do” instead 
of “I can’t” or “I won’t,” I realize that the things I 
learned about people as a divorce attorney influ-
ence the way I now shoot weddings.

Few of us are lucky enough to start our adult lives 
as photographers. I’m always fascinated by what 
my peers did before photography because our life 
experiences, including those from whatever job 
or profession we pursued before or perhaps even 
alongside photography, shape the way we see and 
capture the things around us. Because I was once 
surrounded by couples at their worst, I see the op-
portunity to photograph weddings as an incredible 
honor. 

Details matter, flawless floral arrangements are 
important, and jaw-dropping images of dresses 
hanging on those pretty, customized hangers are 
certainly worth the time and attention put into 
them.  But for me, it’s the genuine moments and in-
teractions that matter most: the way he looks at her, 
the way their hands fit together so effortlessly, her 
laugh when he tells the joke she’s heard a thousand 
times. My greatest desire is for my couples to have 
those special moments documented, to help them 
remember the joy and the love they felt, the prom-
ises they made to one another, and decide that their 
marriage is worth fighting for.  I explain divorce’s 
impact on my photography, because I want them to 
know my background, the moments of their 

Continued on page 48...

BY ELLE DANIELLE

A CONFERENCE FOR CREATIVES

SIGNUP FOR INFORMATION

SHOWITUNITED.COM

“UNITED WAS SUCH AN AMAZING LIFE CHANGING 
FEW DAYS AND I CANNOT WAIT FOR NEXT YEAR!”
-Laura Hernandez

“I HAD NO IDEA WHAT I WOULD WALK AWAY WITH FROM THIS 
AMAZING 3 DAYS...I HAD NO IDEA I WOULD BE SO INSPIRED NOT 

ONLY ABOUT MY PHOTOGRAPHY BUSINESS BUT LIFE!”
-Sarah Hill

“IT WAS THE BEST EXPERIENCE OF MY LIFE AND FOR THE 
FIRST TIME I ACTUALLY FELT LIKE I BELONGED. DIDN’T 

WANT TO GO HOME. IT WAS A DREAM COME TRUE.”
-Chris Sosa

“ONE OF THE BIGGEST THINGS I TOOK AWAY FROM UNITED 
WAS FIGURING OUT MY “WHY” AND TURNING IT INTO A 
MISSION STATEMENT FOR MY BUSINESS!”
-Meghan Harrison

http://elledanielle.com
http://showitunited.com
http://showitunited.com
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Continued from page 46...

wedding that matter most to me, and why my images will tell their story in a certain way. I want them to know that they aren’t just a 
couple planning a wedding; they are a couple planning for a life-long marriage. 

What matters most to you?  Whether you are or once were a teacher, a nurse, a barista, an engineer, or a stay-at-home mom, you carry 
your job experience with you. Reflect on your other skills and experiences and how they make you different. Let those experiences 
influence what you are able to provide to your clients. Whether you shoot weddings, newborn babies, families, or seniors, use your 
experiences to find your purpose and keep it at the center of your brand.

http://chasinglockets.com
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f a s t  i s  b e s t

®

THANKS TO 
OUR PARTNERS

UNITED

http://shootdotedit.com
http://photographersedit.com
http://fotoskribe.com
http://fundydesigner.com
http://fundydesigner.com
http://agree.com
http://onlinephotoacademy.com
http://kiss.us
http://thelawtog.com
http://tonicsiteshop.com
http://chasinglockets.com
http://www.storymixmedia.com/weddingmix/
http://www.noondaycollection.com
http://pixifi.com
http://www.cgproprints.com
http://millerslab.com
http://millerslab.com
http://whcc.com
http://showitfast.com

