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CHAPTER ONE

Your Plan - Your Mission Statement
 

“Can photography be profitable for me” ?
Potential customers need and want photography services!

 It's up to you to find out what their motivation is for finding a photographer, and how you can satisfy a customer's need, and get them to focus on your photography service.

Putting together a mission statement, or plan and vision for your photography will help you gain direction.  For instance, let's look again at the customer.  Photography, or video, captures and provides a lasting value to their special events and memories.  Special events are celebrated during formal occasions, weddings, graduations, anniversaries, reunions, awards ceremonies and the birth of new babies, and so on.  Photographs also provide sports and other professional organizations documentation on a successful season or events. Customers need someone to help document these events so that they can be treasured, displayed, and handed down to the next generation.
 
The information in these sectional chapters will provide some guidelines to establish a starting point that will help you identify the “Who, What, Where and When” of making money with your camera.  I would recommend that as you read through these sections, write down your own ideas.  Then later, further define what your plan is going to be for your photography.

 

Cut and Paste the information in these chapters into your own document, input your own ideas and customize it to form your own Photography Plan
 

Keep in mind that you can start out small. Identify one particular customer base (Weddings, Family portraits, Children in the Park, Photojournalism, Pets, etc...) Then build on from there. Or perhaps you already have customers but you want to build a larger clientele, or expand your photography service, or simply streamline and focus specifically on one target customer group, or photographic specialty.
 

You need to establish what your primary objectives are going to be, and how you plan to obtain them. Hopefully the ideas below will help you to apply a successful plan to your particular community.  To be successful, you will want to establish what your primary photo services and products will be, how you are going to provide this service and product to your customers, and of course, who your intended customers are.  You can use the same format or wording provided below to make your own plan.  Your plan can be simple or very detailed.  Also it can change and be updated as you learn or establish new directions.
 

Example of a Mission Statement for your Photo Plan
(Cut and paste and design as your own)
 
“MY PHOTOGRAPHY”
 

Primary Service/Product:  “My Photography” Service will provide high quality photographic or video coverage utilizing capable photographic equipment, (example:  Digital, 35mm, Video or Medium Format cameras etc.)  which will provide my customers with quality photographic prints and products (or video, digital images).  I will deliver these products in a timely manner in a professional package as described below: (example: albums, disks, print folios, etc.)
 

Specifically:  “My Photography” expects to target the Wedding market (or Sports, Prom, Family beach portraits, etc...). In this market “My Photography” expects to be the customer’s choice for location and special event photography.  I will further diversify my product by offering artistic black and white imaging, and Photoshop enhanced artistic images.
 
Goal:  To make a profit by sale of these photographic, or video, services and products.  (To make this a more detailed goal, you can define how much profit over what period of time you plan to achieve)
 

Products:  “My Photography” can provide the following photographic products for all location and special event sessions: 
 

Weddings: One 4x6/4x5 Wedding Proof Album and a customized leather album with 20 8x10 color or black and white prints. (Or perhaps just your coverage and a proof album, then offer a large album and reprints which will be available at a later date if the bride chooses).  Do your research on album companies. Call them, view websites. 
 

 Break your product down to detail and costs. Costs to you and costs you will charge your customer.
 

Sports Events:  One 8x10 team picture, one individual player picture delivered in sports “memory mate” folders.
 

Proms/Formal Dance:  One 8x10 or 5x7 couple portrait.
 
* You can add as many package varieties as you would like for your location group portrait jobs, but I’d recommend that if you are taking orders at the event itself, that you offer a select few. Give the customers an opportunity to order additional prints/packages afterward.  You’ll find that many customers like to make quick easy choices, and not have to choose among multiple style packages and prices.  By doing this you are helping them make the choice and making your paperwork and processing easier.   For example have a small, medium and large package selection, perhaps with some type of add-on choice (i.e. add on an additional 8x10 for $15.00)
 
Pricing:  Establishing what you will charge for your services and products is an essential process, of course, to making a profit.  It is not an easy process, but one well worth spending some time.  Determining how much money you are spending on your supplies and services (digital cards, or film, processing and printing, folios/packages, etc.).  Don’t forget your time and hard work that you are putting into providing your customer with quality service and photos. That has a value all its own.  Additionally, when you begin to spend a large amount of time and expenditures on photography you will ensure you are recognizing all areas of your expenses (Gasoline, insurance, depreciation of your equipment, etc.).
 

* Classifying as a small business: When you are putting a significant amount of time and expense into your photography, you will definitely want to consider treating it like a small business.  Obtain a business license, get advice from a reputable accounting representative and keep your records separate from personal business.  We will not go into the details of establishing a small business here.  I’d advise that when you get to this level, or if you are already at this level, consult your local Small Business Administration (SBA), Library, College or Bookstore for information and direction.  You can also pay a small business agency to help you organize your records, bookkeeping and tax responsibilities.  A small business agency can do wonders for a photography business and tax situation. 
 
 

Questions to help you in the right direction
 

Add your own questions and answers as you go along to help you tailor this to your own locale and community. Remember your plan will help to tell you who your customers are, what your service will be, and how much money you hope to make by satisfying your customers.
 

What common niche or service can be filled? (What are you selling?) 
Example: Children portraits at local day care, dance studios, local sports teams.
 
What are you doing that is different from your competition?
Example: Providing photography “on-location”, providing B&W choices and packages.
 
How are you providing a better, different or more desired service/product?
Example: By offering a larger package with lower price and quick delivery; free digital proofs samples.
 
Who is your competition and what are they doing for this market?
Example: “Georges Studio” and “Jenny’s Children Portraits” (both storefront studios), who only provide in-studio photos. Or perhaps you have multiple photographers in your area. Try to identify what customers are being left out, or are not being served by the other photographers.  One nice thing about multiple photographers in one locale is that there is probably a fair to large population base, which means opportunity for you to get your share of customers. 
Do your research
Brainstorm
Identify your skills and specialty and maximize your talents with practice!
Seek help from those who are in the business
Offer free help to a studio or photographer in exchange for work experience
* You can find a lot of information on population, income and other important marketing data in your area through your local Chamber Of Commerce, library or city offices. Check your city’s on-line website.  This information can help you pinpoint what customers you may want to go after.
 
Can I expand my customer base with my particular photo service/product?
 Example:  Yes, once you establish yourself to be a formidable Soccer Team photographer, you can do the same with all the children sports leagues, groups and church organizations.
  
How am I going to first reach your customers (target markets)?
Example: First, by contacting the coaches, church offices, flower shops, etc and letting them know that you are available.  Then you’ll of course follow-up with other advertising which we’ll cover shortly.
 
 What is the best way for me to advertise to the customers I’ve identified?
 Example: Yellow pages, Flyers, Business cards, Portfolio of my work, store display, Ads in the local  shopper… 
 

Who will be my support suppliers? (Keep their price and services brochures on-hand)
Example: List your Film and Digital Photo Labs, Album/folio distributors, who you intend to use for processing, supplies etc… Take your time to ensure they provide best quality services in reasonable time. Do not opt for low cost or fast service if the product is less than quality!  If you are just starting out and can't afford costly albums, then look for less expensive, but quality supplies such as print folios or proof albums for example.   Two exceptional suppliers are listed below for film and digital processing and albums and photo supplies. 
 

Wooden Nickel Albums 
Lustrecolor
 

 * You will want to make sure that you choose the labs and suppliers that will give you the best quality prints and supplies. You don’t want to work hard getting your customer, do a great job and then end up delivering mediocre looking prints in a paper bag.
 

How will I maintain contact with my customers?
Example: Phone call follow-up, newsletters, mail thank you notes with future ads, coupons, etc…. OFFER SOMETHING FREE! 
 

Get the idea?  Working your plan from the start will help you to save time and money. Although, making mistakes and going the wrong direction will allow you to learn valuable lessons (You just want to keep mistakes at a minimum).
 

