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- Sal Cincotta

Children bring new meaning to

“dynamic portraits.”
Capture their spirit and their personalities for a

truly unique gift.



Think You’re Ready to Be a Speaker? | Skip Cohen

with Skip Cohen

THINK YOU'RE 
READY TO BE A 
PHOTOGRAPHY 
EDUCATOR?
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Along with writing your own book someday, many of you aspire to be a speaker. But being on the road as a 
speaker and educator falls under the umbrella of “be careful what you wish for.”

speaker
can get up and speak about a topic, but in professional photography, you need to be an educator. You need to 
provide people with relevant content that attempts to elevate photographers’ game.

I’ve often seen photographers who, because they scored well in print competition or landed the biggest contract 
of their career, decided they were ready to be a public speaker and educator. In most cases, they died an ugly 
death onstage.

So let’s get you on the right track if you’re interested in doing public speaking.

Just because you’ve received recognition for your work doesn’t mean you can teach. If you haven’t taught a class 
or spoken in front of a group, then it’s time to begin building your résumé. 

Start with your local community. Parents want to learn how to take better pictures of their kids. Church youth 
groups want to know how to take better pictures of their potato-sack races. Every little thing you take for granted 
about what you do can be shared in a workshop setting. 

then rehearse more. Listen to criticism from your friends. Learn to stay focused and cut out all the “ums” that are 
the trademark of less seasoned speakers. 

his slides.

There are some great presenters out there, and you need to attend their programs. At the risk of alienating 
friends I don’t have room to list here, a few of my favorites include Sal Cincotta, Joe McNally, Tony Corbell, 
Michele Celentano, Bob Coates, Suzette Allen and Scott Bourne. The secret ingredients are enthusiasm, passion, 

These speakers are comfortable sharing everything they have to offer on whatever topic they’re speaking about. 
They’re relaxed and their audience knows they want to be there.

You already know the importance of understanding the demographics of your target client. In the same way, you 
need to know who’s in your audience. The more information you can get in advance, the more you can tailor 
your program to best meet their needs.

You should be most interested in two different areas. Their level of expertise is important because you don’t 
want to talk over their heads, but you also don’t want to be too basic. You never want to be perceived as talking 
down to your audience. Second, pay attention to the specialties represented in the crowd. I like to start out with 
a show of hands as I click through each category in professional photography. This tells you what points to hit 
hardest in your program.

wedding shooters in the audience that they do one of the most challenging images at every wedding: the tabletop 
shot of the cake, often in horrible lighting conditions. Yet most wedding shooters will never take a class in 
commercial tabletop lighting.

You don’t just start out speaking at ShutterFest. You build up to it. Start presenting and teaching locally, then 

national conferences and shows until you’re ready and have a reputation.  

Everyone thinks they have something poignant to say. We get so wrapped up in our own issues that we forget 
our challenges aren’t necessarily everybody else’s. It’s also terribly embarrassing to get your own program at a 

You’ve got to be relevant and share knowledge that helps your target audience do something in their life or 
business better. This is just like building a house. You want a solid foundation you can expand on. Think through 
the topics you’d want help with, and then make sure as you develop your program that you’d be willing to sit 
and listen to yourself.

HAVE YOU SPOKEN IN PUBLIC BEFORE? 

ARE YOU A GOOD SPEAKER? 

KNOW YOUR AUDIENCE  

BABY STEPS  

DO YOU HAVE A RELEVANT TOPIC?  
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national venue. You get business through relationships. It’s that extra ingredient that gives you an edge versus 
somebody making a cold call. Build relationships with the people you’re hoping will hire you as a speaker 
someday. Get to know them and what they’re looking for. You’re out to develop a long-term relationship, not be 
a one-hit wonder. 

This is a big one. Budgets are tight everywhere, especially for those associations and organizations that sponsor 
the convention where you want to speak. That means if you have some sponsors to underwrite the cost of 
your speaking engagement, the association can pay you less and put the money back into another aspect of its 
convention. You have a better chance of landing a program if you’re sponsored.

That said, some conventions seem to have lowered their standards, and if you’re sponsored, you’re almost sure 

that wants to sponsor you, tackle this like it was the most important thing you’ve ever done. Work hard to make 

Too often, photographers align themselves with too many different companies, and the result can be devastating. 
Being another hired gun doesn’t give you credibility. Trying to mention too many sponsors in a program is like 
watching all the logos at a NASCAR event. Nobody gets enough recognition for their product or service.

GET TO KNOW THE DECISION MAKERS

ARE YOU SPONSORED?  

DON’T GET TOO MANY SPONSORS
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Your message is only as good as its validity. It’s not enough to lecture about great photography; you have to be 
a great photographer. Once you step too far away from your core business as an artist and spend too much time 
lecturing, you lose credibility as a speaker. If you’re not careful, you’ll join the ranks of too many photographers 
who started to believe their own press releases. A few came close to losing their business and family because 
they were so focused on the circuit.
 
Being a public speaker is incredibly rewarding, but it’s not for everybody. If you think it’s something you want 
to do and can do well, go for it. But attack the challenge the same way you’ve worked to build your business. 
The key word here is build. Take your time, put speaking projects together brick by brick, and build them on a 
foundation of enthusiasm, professionalism, passion and solid, relevant content.

When you do get a shot at speaking, go easy on what you think you’re worth. I’ve seen so many speakers lose 
sight of the value of their message and suddenly hit the wall because they’ve priced themselves out of business.

Being a photo educator/speaker is about fame, not fortune. Learn to appreciate the growing recognition you’re 
getting because of the message you’re sharing, not the deposit slip for your speaking fee—at least when you’re 
starting out.

Skip Cohen is president and founder of Marketing Essentials International, a  
consulting firm specializing in projects dedicated to photographic education, marketing 
and social media support across a variety of marketing and business platforms. He founded  
SkipCohenUniversity.com in January 2013. He’s been actively involved in the photo  
industry his entire career, and previously served as president of Rangefinder/WPPI and 
Hasselblad USA. He has coauthored six books on photography and is involved in several  
popular podcasts, including Weekend Wisdom.

skipcohenuniversity.com

LEARN MORE.
youtube.com/btsShutterMagazine
Click here or check us out at
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I have worked my ass off building a very successful business, one that has been featured on the Inc. 
5000 list of fastest-growing companies three years in a row. But it hasn’t been easy. The last two years 
have been enough to break the strongest-willed person. I have gone through a somewhat public divorce 
and then a business breakup with a longtime friend and business partner. Dealing with these things 
alone is hard enough, but the added pressure of feeling like the world is watching is enough to make 
you crazy.
 
So, what do you do? I am sure as you read this you can relate on some level. You have had things go 
wrong in your life or business. We all have. I don’t have all the answers. All I can do is share with 
you my lessons learned and how I have managed turmoil, adversity and negativity in my recent past.

Dealing With Adversity | Sal Cincotta
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Roll with the punches.

One thing I have come to realize is that you just have to roll with it. I don’t know, maybe it’s just experience that 
has led me to this conclusion, but what are you going to do? Give up? Whatever you are doing in life or business, 
it is going to be met with some level of friction. It’s impossible for it not to. I stress this to myself and my team 
constantly: “If it were easy, everyone would do it.”
 
That’s not just some cliché line. Think about it. The people who are successful are there not because they are 
the best or the smartest. Many times it’s because of their sheer will to do things that others are unwilling to do.
 

panic and give up. You just need to tell yourself, “I got this” and roll with it.
 
Don’t let the negativity get you off your game. And by the way, that negativity can come from friends and family, 
not just “haters.” Once you start climbing your success ladder, people will become very negative and very few 
will truly be happy for your success. I have found that circle in life to be very small.
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It’s not me, it’s you.

When adversity strikes, you have a choice to make: cower in the corner with fear and panic 
or strike back. My philosophy has always been: I didn’t start this, but I sure as hell am going 

 
We are all entrepreneurs. The challenges I am speaking of impact you whether you are 
building a business or a career. Corporate America is cutthroat. I know, I spent 10-plus years 
in it. Climbing that corporate ladder? Rest assured, there is someone trying to chop your legs 
out from under you. You have either felt it or experienced it. If not, then I promise you, you 
are not the rising star in your circle.
 
I believe in success for all. I don’t believe your success comes at my failure or vice versa. 
Not everyone feels that way. Is it jealousy? Or is it pure laziness? I believe it’s laziness. You 
may want success but are too damn lazy to go out there and work your ass off to get it. Many 
of us make excuses to make ourselves feel better. “Oh well, he got the promotion because he 

See my point?
 
Is photography really any different? I had to laugh when I was reading in a local St. Louis 

was mocking me and my business because we were supposed to be a high-end studio, but I 

You are sitting home broke, your business is failing or struggling, and your thing is I am 
wearing Chucks. So you are better than me because of that?
 
We all know what it is like to deal with the cattiness of our peers. Do not let it break your 
spirit. Instead, realize that this comes from a place of negativity and a refusal to accept that 
they are where they are in life and business because of the decisions they make. It’s not you. 
I promise you. It’s them.
 
Keep that in the back of your mind. These people are pathetic, they are jealous, they are a 
cancer in your life. Disconnect from them. Disconnect from these groups. Focus on what you 
are doing because you are doing something right.
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Deal with the hand in front of you.

I have learned in both business and in life that I can’t always control what lands on my doorstep, but I can sure 

or adversity.
 
Actually, nothing could be further from the truth. I would much rather have peace around me. You can’t control 
what the people around you do. I have learned that over and over again. But you can control your own destiny. 
You will be dealt a hand and then have a choice to make. Fold and run or stay and play it out.
 

 
Success is not easy. It’s hard. It’s messy. It’s a struggle to get there and even harder to stay there. You need to 

will need to take what you have been dealt and make the most of it.
 

that if they come at you, you will push back on them even harder.
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school. He graduated from Binghamton University, a Top 20 business school, and has worked 
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corporate America, Sal left to pursue a career in photography and has never looked back.
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Shit happens—keep pushing forward.

On your journey through your career, you will be faced with adversity on many levels. Do not let these moments 
break you. It’s hard, I know. But it gets easier with every passing day. You are not alone. Everyone’s dealing with 
their own demons. It can feel like the weight of the world is on your shoulders at times, but you can do it. You 
can push through this. Just stay positive and surround yourself with positive people who want the same things. 
You will soon realize that your circle should remain tight. Keep the cancer out.
 

without the incredibly hard work that is required to get there. If you are one of those people who gets this and 
understands that success is not about luck but about working longer and harder than your peers and doing the 
things that no one wants to do, I am speaking to you.

what you need to do to achieve your goals. When those around you are laughing at you, mocking you, telling 

 
And by the way, I am wearing Chucks as I write this. 
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Product Spotlight | Bay Photo ThinWraps

LEARN MORE.
youtube.com/btsShutterMagazine
Click here or check us out at

Searching for something new and cost-effective for your product lineup? Check out Bay Photo’s incredibly versatile 
ThinWraps, which are made to be hung on a wall or displayed on an easel. They are available in 40 sizes, from 5x5 
to 24x36. 

These are cool for any photography niche. Presentation matters, and Bay Photo’s ThinWraps are beautifully crafted 
and presented. 

Think different. Be different. Offer your clients something they can get excited about. 

The details:

• ThinWraps are photographic prints on lustre or metallic paper, overlaminated and wrapped around a 
Gatorboard substrate.

• Very lightweight and easy to hang. 
• 

• Display Options: Float mounting block for ready-to-hang delivery; easel stand for the tabletop; clusters and 
splits for large wall installations.

• Papers: Canvas, metallic and lustre surfaces
• Laminates: Soft satin or glossy
• Mounting Substrate: Flat onto Gatorfoam or padded soft

Why Bay Photo ThinWraps?
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For more information, visit bayphoto.com

with

product
spotlight
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Clamshell lighting made with a keylight above the 

the single catchlight at the 12 o’clock position in the 
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Michael Corsentino is an Orlando, Florida-based editorial fashion and portrait photographer. In 
addition to his busy shooting schedule, Michael is a passionate educator, teaching workshops 
domestically and internationally. He is an author of two books, writes a monthly lighting 
column for Shutter Magazine and is a regular contributor to Photoshop User magazine and 
JointheBreed.com.

michaelcorsentino.com

LEARN MORE.
youtube.com/btsShutterMagazine
Click here or check us out at
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You have heard me say it once, and you will hear 
me say it at least a million more times. Maternity 
portraits are huge. Pregnancy and everything that 
goes along with it is a multibillion-dollar industry. 
I don’t know about you, but I want a slice of that 
cake. The mindset that women will not invest in 
maternity portraits because they want to put their 
real investment in newborn portraits is hogwash. 
How do I know? Because I am living proof that 
these soon-to-be mommas will spend big bucks on 
their maternity portraits. 

those expecting mommas who want to drop some 
serious bills for their maternity portraits?

It’s that million-dollar word: marketing. For many, 
that word is overwhelming. We all know (or should 
know) that marketing is largely the key to our suc-

it not only is the key to success, but is vital to the 
growth and well-being of my company. This article 
gives you a few marketing tips to help you not just 

book them as well. 
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First, we need to discuss your marketing material. If it’s subpar, you are making things harder for yourself. This 

marketing game. 

You should be using your very best work to market yourself. If you don’t have anything that you feel represents 
you well, go shoot and build that portfolio. Do not be afraid to let your creative side run a little wild (notice I 
say a little wild) to get yourself noticed. And that is what this game of marketing is all about: getting noticed.

MARKETING MATERIAL 

My underwater portraiture is a huge part of my marketing. Even though I photograph many clients underwater, 
many potential clients have called me because they saw an underwater maternity portrait of mine but didn’t nec-
essarily want an underwater session themselves. They were lured in because of the uniqueness of those shoots. 
They were unlike anything they had ever seen. That led them to investigate my website and then want to book 
me for their outdoor maternity sessions. 

market yourself. It just means do something outside of the norm to get your work noticed. It could be as simple 
as investing in a couture gown, taking a six-hour road trip for a location you have had your eye on forever or 
trying a stylized session, like maybe a milk bath. Set yourself apart from the crowd, and you will get noticed. 

GET CREATIVE
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everything is up to date on your website, especially your images. Again, your website is the foundation; if your 
gallery doesn’t blow away potential clients, if it doesn’t represent your best work, redo it. Having tons of images 
that look all the same is not what we want. Quality over quantity is our goal.  

get picked up and shared. Blogs keep your website fresh and show potential clients you are active and busy. 

 

you through keyword searches, and can lead to some of your best clients.

It is not enough to have only one source of marketing. Spread it out. Don’t put all of your eggs in one basket.

-
self from getting overwhelmed and to get the best results, put your focus on one in the beginning, master it, then 
go to others. Understanding the platform you start with is the main goal. 

seen. Consistency will always be the key. I realized that my feed was all over the place. I needed to clean up my 
page, make sure half the posts weren’t personal and the other half business. Potential clients want to know what 

The biggest and most helpful thing I learned was that hashtags matter. I could not just put a hashtag in front of a 

make sense, be used locally and actually have relevance. Avoid the large overcrowded hashtags—you will get 
lost in the numbers. 

ONLINE MARKETING
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those ads is an entire article in itself, but here are a couple of tips that might help you get started. First, understand 

you don’t, the money you invest will bring you nothing. Second, use video to grab people’s attention. Use some 
behind-the-scenes video clips or video you have taken of your clients at the session. People love to see how your 
work is created.
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Karen Bagley, owner of Significant Moments Photography, is an award-winning photographer 
specializing in maternity and underwater portraiture. She is a married mother of two girls, and 
she loves speaking and sharing her knowledge with other photo professionals. 

significantmomentsphotography.com

Im
a

g
e

 ©
 K

a
re

n
 B

a
g

le
y

It’s about good ole hustle and attitude. You have to put yourself out there and interact with people. If you are an 

you have to just keep at it keep hustling. 

give up on expos. The second I realized it is not about booking people, that it’s about all of the eyes seeing me, 

be there, which leads to client bookings. I have developed relationships with businesses that have marketed for 

-

on their walls. If you want these mammas who are willing to spend big dollars on maternity portraits, you can’t 
afford to not even try to be on those walls. 

Every form of marketing your maternity work is worth your full attention. If you follow these marketing tips, I 

OFFLINE MARKETING
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Studio Workflows for Smoother Newborn Sessions | Phillip Blume

setting up. After hastily greeting them at the door, you scramble, trying to think of where in the world to start.

Your client begins taking her baby’s clothes off, and the baby is wailing because it is chilly in the room. You spot 
the beanbag poser from the corner of your eye, and decide to begin the shoot there. You throw a single blanket 
on top of the beanbag, and your client hands over her naked baby.

Now you place the baby on the blanket and she sinks in the middle. You grab some towels and receiving blankets 
and stuff them underneath the blanket to prop the baby up on the beanbag. Meanwhile, the baby is crying and 
you spend the next 10 minutes trying to soothe her.

Finally you get her settled, but now she is not posed correctly, and the blanket she is lying on has shifted. You 
stuff more washcloths under the baby, desperately trying to smooth the backdrop. After 10 more minutes, you 
have something that slightly resembles a decent newborn portrait. But as soon as you pick up your camera to 
capture the shot, the baby pees all over herself.

Does any of this sound familiar? I know most of us newborn photographers have experienced a few—or, let’s 
face it, all—of these misfortunes. The good news is that you can help prevent these problems by implementing 
some simple techniques to streamline your newborn sessions.

A SERIES OF UNFORTUNATE (NEWBORN) EVENTS
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Studio Workflows for Smoother Newborn Sessions | Phillip Blume

automatically knows how to use it. My newborn sessions took the longest when I didn’t layer my materials 

the article, my mistake was using a single blanket. This will easily slip and shift around, with nothing underneath 
to act as a grip. The solution is to layer blankets—lots of them—on top of a stuffed beanbag. 

Start with a thick king- or queen-size blanket folded into a rectangle shape that covers the surface of the beanbag. 

they would behind a single thinner fabric. The last two or three blankets you place on top are your backgrounds, 
so plan accordingly when layering. 

Besides using rolled-up towels and cloth diapers, I’ve found that the Newborn Cloud Posing Pillows 

patience, you’ll want to invest in stuffers like the Posing Pillows, which give a consistent contoured shape and 
stay put.

But what happens when the baby pees or poops on the top blanket? The answer is pee pads. I use the Four Paws 
X-Large Wee Wee Pads, which you can order from Amazon. The key is to place a pee pad underneath every 
couple of blankets. If you place it under just one blanket, the shape of the pad tends to show through, especially 
if the backdrop is a little sheer. Just start with your main backdrop blanket you’ll be shooting against, then layer 
in a “liner” blanket, then the pee pad. Underneath this trio, have another backdrop blanket, a liner blanket and 

soiled blankets on top, and you’re ready to go again. No more switching out blankets to replace with new ones, 
which wastes time. Layer and shoot.

LAYERING MATERIALS

BLANKETS

STUFFERS

PEE PADS
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Studio Workflows for Smoother Newborn Sessions | Phillip Blume

her beforehand, instruct her to give her baby a full feeding. When the baby is full and at her sleepiest, take her 
through the different stations.

I start every shoot with solo shots of the baby. When the baby is nice and sleepy, I’m able to mold her easily into 
cute positions and pose her on the beanbag. Starting with the beanbag also allows time for parents and siblings 
who are being photographed to get settled, changed and freshened up for when it’s their turn.

add on other family members, such as mother with baby, and then siblings with baby for the lying-on-back 

underneath the baby.

After I’ve gotten all my individual portraits of the baby, I move on to family group portraits against a backdrop. 
These include parents with baby and the family with siblings. I use a neutral-colored, seamless paper backdrop 

free spot in front of a large window. Designate that area your station for family portraits.

STATIONS

BEANBAG

FLOOR

BACKDROP
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Studio Workflows for Smoother Newborn Sessions | Phillip Blume

show for it.

When taking individual portraits of a baby, I usually start with comfortable tucked positions. With the baby 

If at any point the baby is being fussy and won’t calm down easily, move on to wrapped poses to keep up the 
momentum. Remember, you’re not there just to take pretty pictures of your client’s newborn. You’re also there 
to assure your client that you know what you’re doing and you’ve got the session under control. 

TRANSITIONAL POSING

Im
a

g
e

s 
©

 E
ile

e
n

 B
lu

m
e

Im
a

g
e

s 
©

 E
ile

e
n

 B
lu

m
e



72
   

S
h

u
tt

er
 M

ag
az

in
e 

. J
u

n
e 

20
18

Studio Workflows for Smoother Newborn Sessions | Phillip Blume

Layer your blankets, rotate through stations and start with the easy poses. The last thing you or your client wants 

systems in place before you begin your shoot, you ensure your clients will have an enjoyable experience that 
they will feel good about.

LEARN MORE.
youtube.com/btsShutterMagazine
Click here or check us out at

Phillip and Eileen Blume are award-winning photographers just crazy enough to believe art 
can change the world. Having transformed their small-town home studio into a top brand, they 
now work with clients worldwide. The Blumes specialize in wedding and fashion photography, 
and continue to focus on what matters most to them: charitable projects that include adoption 
advocacy and documentary filmmaking to benefit children living in extreme poverty. Phillip 
is a monthly contributor to Shutter Magazine, and together the Blumes speak at numerous 
top industry events, have appeared on CreativeLIVE and have shared their inspiring vision of 
more meaningful photography from the TEDx stage. They are owners of three photography 
brands, including a newborn studio, and are the proud founders of ComeUnity Workshops for 
photographers who seek balance. They live with their children in rural Georgia.

blumebabies.com
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SEAMLESS PAPER

IS HERE.
86”

MIDSIZE. EASY TO STORE. EASY TO TRANSPORT.

#SHOOTWITHSAVAGE

THE INDUSTRY STANDARD FOR PROFESSIONAL SEAMLESS BACKGROUNDS. 

65 COLORS. 5 STANDARD SIZES.
SAVAGEUNIVERSAL.COM

CONCLUSION



Why use seamless backdrops at all?

Why do quality backdrops matter?

Advertisement || Advertisement

The product is easy to use—but, more importantly, it gives me 

the quality and diversity I need when making a great image. 

If you shoot in a studio, you know lighting and backdrops 

are part of the equation. Your backdrop, second only to your 

subject matter, can set the tone of your image. Will it be 

light and playful or dark and moody? Select the wrong-color 

backdrop, and you just might miss the mark. 

In our studio, we photograph everything from commercial 

headshots to high-school seniors. The backdrop sets the tone 

in every one of these shoots. Can you imagine a professional 

headshot on a pink backdrop? 

It’s a valid question, and the answer is quite simple. I love the 

diversity it gives me and my clients. You never know what a 

shoot will require. I want to be able to quickly choose from 

color options that match the needs of the shoot. And then, 

of course, there is always the need for the basics: black, white 

and gray. 

This leads me to my next point: cost. Cost is always a factor 

for any studio. Seamless paper is a cost-effective way to offer 

your clients diversity without breaking the bank. You can 

easily stock your core colors of black, white and gray. Then 

you can add colors as they make sense. I keep vibrant colors 

in the studio like their Gulf Blue and Primary Red to make any 

senior portrait come to life.

Quality matters. And while seamless paper is relatively 

inexpensive, we need to understand the importance of overall 

quality and how it will impact your final images. Paper thickness 

can impact the transparency of the background and ultimately 

the reflective color.  

 

Finding balance between cost and quality was what drew me to 

Savage. The final results speak for themselves. We use Savage 

products in our studio and our clients love the results. 

with Sal Cincotta

Wedding & Portrait 

Photographer Savage Widetone Seamless Background Paper 

has been the professional photographer’s 

top backdrop choice for over 60 years. 

Their seamless paper is hands-down the 

most cost-effective solution for creating 

smooth and even backgrounds for 

portraits, commercial photography, product 

photography, videography and much more. 

It’s also an ideal tool for other applications, 

such as theater productions, special event 

decorations, display banners, posters and 

even video projection screens.

 

Savage Seamless Paper is a high-quality, 

nonreflecting paper background with an 

exquisite, fine-tooth feel that belies its 

inexpensive price tag. Seamless Backdrop 

Paper is core-wound and comes wrapped 

in a plastic sleeve, and is produced on site 

for the highest quality. Colors run from the 

basics to the exotic and just about anything 

in between. Need a special color for a 

special client? We have 65 to choose from, 

including Tech Green and Studio Blue for 

chroma key work. 

LEARN MORE: SAVAGEUNIVERSAL.COM/PRODUCTS/SEAMLESS-PAPER/

Images © Salvatore Cincotta Photography
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3 Hidden Benefits of Mastering Maternity Photography | Casey Dittmer

Pregnancy can be tough on women emotionally and mentally. Yes, some get that “I love everything about being 
pregnant” glow, but not everyone. Most women are insecure about their body. Each day they see a different 

myself in the bathroom mirror. 

Trusting someone to take your picture is a big deal any day of the week, but when you are unsure about your 
body size and shape, it’s even scarier. Your job is to create amazing images but also to make her feel amazing 
about herself. 

colors, listen to her hesitations, help her feel at ease. During the session, be bossy. Tell her how to pose, how to 
stand, how to breathe, whatever it takes to make her look her very best. She came to you for a reason. Mommas 
appreciate honesty—“Let’s lift that chin a bit.” They know you have their best interests at heart. Encourage her. 
Tell her she is doing great. 

Make sure she takes breaks between poses. Most clients won’t tell you they are getting sore or tired. Just assume 
that they are, and be considerate of the strain that her body is already under. Shoot the shit out of that bump. 
Make images that are creative and timeless, but also true works of art. Show her how the amazing shape she  
currently rocks is the perfect match for your artistic vision. Use traditional understated poses and a mix of  
dynamic supermodel poses. Use that gorgeous shape to your advantage. 

Many photographers seem to think that maternity work is too niche, too cliché, too Pinteresty. Why would you 
want to add it to your portrait business? Sure, the maternity portrait industry is pretty much one note—same 

outstanding client experience and showstopping imagery can produce higher sales and also bring you three 

Im
a

g
e

 ©
 L

e
g

a
c

y
 P

h
o

to
g

ra
p

h
y

Im
a

g
e

s 
©

 L
e

g
a

c
y

 P
h

o
to

g
ra

p
h

y



80
   

S
h

u
tt

er
 M

ag
az

in
e 

. J
u

n
e 

20
18

81
   

b
eh

in
d

th
es

h
u

tt
er

.c
o

m

3 Hidden Benefits of Mastering Maternity Photography | Casey Dittmer

Im
a

g
e

 ©
 L

e
g

a
c

y
 P

h
o

to
g

ra
p

h
y

Im
a

g
e

s 
©

 L
e

g
a

c
y

 P
h

o
to

g
ra

p
h

y

will want you for all her future portrait needs—you just made her love her maternity session, where she is 20 
pounds heavier, more than any other session she’s had. 

 
difference in their business. Consider this: I had a prospective client come to us for maternity portraits. She’d had 
a less than great experience with her wedding photographer, and was drawn to our dynamic style and loved the 
experience we provided during the planning consultation. We created a fun session that built a bond with her and 
her husband. Even though it was more traditional in style, we created some great art pieces and unique images. 

 
husband’s birthday. She knew she could trust us with such a vulnerable and personal session because we had 
worked so closely with her and her family over the past year and a half. In her mind, there was no question of 

sexy and classy the images turned out. 

The newborn session soon followed, and we provided a detailed and thorough service. The clients loved their 
images and were eager to return for our Limited Edition Santa Event that same year. A few months later, it was 
time for baby’s one-year session. 

2.
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Next thing we knew, we were honored to get the call that baby number two was cooking and this time she wanted 

her step outside her comfort zone. I knew I could push her through posing and styling, since we had worked 
together so many times, and the trust was there. She let us choose the gown, the location and everything else. 
She knew I would make it perfect just for her. We are excited to meet baby number two and continue this lifelong 
partnership in capturing memories. 

A client’s loyalty grows stronger each time they use your services. With each visit, images are shared,  
 
 

experience and trust with us during the maternity session has now grown her initial investment into a  

of the ones you already have. 

We are constantly being bombarded with images and they all start looking alike. But these images make people 
stop, stare and click. The key is beautiful locations stylized meticulously and purposefully and edited in a time-
less yet eye-catching way. These images stand out in a sea of pictures, making people take notice and remember 
you when it comes time for portraits. 

Callers tell us all the time that they were drawn to us by a maternity image they saw. They are calling for family 
portrait info, but those maternity images were just amazing. Just today, a client told us during a wedding con-
sultation, “I am obsessed with your maternity images. I told myself, heck, if they can make a pregnant woman 

thinking maternity is not for your business?

3.
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Find something that inspires you and create a session around that. It could be a movie, a fabric, a location— 
whatever it is, push yourself to create at least one conversation image, an image that will make people take notice 
and talk. When you start hearing, “I’m done having babies, but I would have another just to have one of these 
sessions,” you are on the right track. 
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Casey Dittmer is an award-winning published photographer from Western Colorado. As a  
17-year veteran of the photographic industry, Casey has seen trends, economies and businesses 
come and go. She loves traveling and sharing her knowledge in the hope that it will help other 
photographers build a strong base for their business and avoid some of the roadblocks she  
has encountered.
legacyphotographyonline.com
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old thing as everyone else. With the same dresses and tacky, cliché Pinterest poses, expect tacky results. 

Clients can get those anywhere. It won’t make them value you as a unique asset or a hot commodity. They will 

upstream. Make a statement. Kick some ass. 
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Bay Photo’s Dream Prints bring paper prints to 
whole new level. Dream Prints are spectacular 

gradations, true-to-life colors, and superior 
clarity. They are printed at ultra-high resolution 
using 7 dye-based inks on your choice of 4 
premium papers. Paired with Bay Photo’s Color 
Correction service, you’ll experience your images 
in print like never before.

www.bayphoto.com

N-Vu’s new IPS system makes it easy for 
you to help your clients (and make more 
money) by offering you a complete solution 
for your in-person sales process. It’s easy to 
use, seamlessly integrates with other parts of 

client galleries, mobile apps, and is completely 
customizable. Sign up for early access today!

n-vu.com/ips
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the list | june 2018 We found a few for you to try...

1 3

2

in one beautiful box! Designed for today’s 
professional photographer, our Flash & Print 

mats to address both digital and print deliveries. 
Beautiful linen-like fabric, available in black, 
linen and slate; sizes: 5x7, 8x10. Our Flash & 
Print Boxes are both stylish and modern. FREE 
customization; $5 shipping (US)

www.tyndellphotographic.com

4

from Westcott featuring an integrated rotatable 
speedring for attaching nearly any softbox.  The 
included barn doors and diffusion cap have 
magnetic attachment for easy control of the light 
and the single button that controls power and 
dimming makes this light extremely user friendly. 
The Solix operates on traditional AC power and 
also DC power sources using a D-Tap Cable.

fjwestcott.com/solix

2
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Selling With Emotion | Christine Yodsukar

People want to buy things that make their life better. They aren’t interested in how epic your photography is or 
how many awards you have. Those are amazing bonuses, but the real reason they are looking for a photographer 
is because something or someone in their life is incredibly important to them and they want to celebrate them. 
So why do we focus all our efforts on taking a cooler photo than Joe Shmoe down the street when we should be 

them? 

I’ve done the research. I’ve done the things that didn’t work, and then, after years of trial and error and studying, 

they actually want—not what I want them to want. 

What do our clients actually want? First, let’s clear away what we want them to want. What do we want our 
clients to want? We want them to want to hire us because they saw our photos and thought, “Isn’t Christine Yod-
sukar just the most talented photographer I have ever seen? I didn’t want photos before, but because her work is 
just so out of this world, she deserves all of my money!” If you are laughing as you read this, then you already 
know this is not why people call us for a photoshoot, even if it’s what we are secretly hoping. 

The truth is that people set out to hire a photographer because there is something that means the world to them 
and they have chosen photography as the way to put love into that something. Now that they have come to us for 
the photos, it is our job to make them want the artwork.
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This requires that you ask your prospective clients questions. This is the part of dating where everyone is de-
ciding if they actually want to go on a date. We want to woo our client by doing the things no one else is doing, 
asking them important questions and listening to their answers. We also need to decide if this potential “date” is 
something that we want as well. By asking them questions like, “What is it about your oldest child that makes 
you proud to be their mother?” we can gather a lot of information about the type of client they might be. Are they 
willing to answer your questions? Are they excited to talk about their children? Or are they too bothered by the 

As you prime them for this amazing emotional journey you are about to take them on with your thoughtful ques-
tions, you are secretly getting your shot list of all shot lists. 

I’ve broken down selling with emotion into seven simple steps that you can follow to get amazing artwork in 
your clients’ homes and revenue in your bank account.

STEP 1: FIND OUT WHAT IS IMPORTANT TO THEM

SELLING WITH EMOTION
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to give you a huge sale and give your clients exactly what they want. As you ask them those questions we talked 
about before, write down what they tell you. Is the mother proud of her daughter because of the way she takes 
care of her younger brothers by helping them get dressed and ready for daycare each morning? You better believe 
we are going to photograph her daughter helping the little brothers get dressed. That is how we build the shot 
list of all shot lists. They will tell you exactly what means the most to them, the things that will grow and change 
and ultimately cease to exist in a matter of time, and that is what we must photograph to give them this amazing 
emotional journey.

After you ask them questions before the photoshoot, get them thinking about where they would love to hang 
their artwork in their home. A lot of photographers I work with ask me: Don’t I need to sell them on the idea of 
artwork before I ask them where they want to put it? The answer is no. You don’t need to sell them on anything, 
because artwork is normal, remember? Everyone gets artwork (or at least that’s what we need to believe when 
we are starting out with product sales). So if getting artwork from your photographer is as normal as getting tires 
on your new car, why would we need to preface anything? We don’t need to ask if you want tires on your car. We 
only need to ask which tires you want on your new car. By asking them where they want to hang their artwork in 
their home, we are not only making artwork the obvious result of this photoshoot, but we are also having them 
sell the artwork to themselves by choosing which wall it will hang on.

STEP 2:

STEP 3:

PHOTOGRAPH WHAT IS IMPORTANT TO THEM

GET THEM INVESTED EARLY
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technique. You are taking the things that are important to them (that you got from asking them questions) and 
putting them into your artwork pre-designs (because you photographed the things from your special shot list 
that they unknowingly gave you), and you are showing it to them on their wall true to size in all its glory using 
artwork design software. 

Remember why this client came to you? They had something in their life that is incredibly important to them and 
they wanted a way to celebrate it. You have now photographed that thing and created a stunning custom artwork 
display that they are now looking at on the wall they chose in their home. That is amazing service. You are giving 
them exactly what they want. 

Take your clients away from being analytical and toward being emotional to calm any objections they might have 
during the IPS session. A common objection is that it is a big investment, and after college and the mortgage, it 

you. What is the result of them having this artwork? It will always be more valuable to them than the result of 

like an important part of the family because their photos were proudly displayed as a focal point in their home. Is 

STEP 4:

STEP 5:

TIE IT ALL TOGETHER

USE EMOTIONAL INTELLIGENCE TO CALM OBJECTIONS
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18 Christine hails from Boston and currently splits her live/work/play time between Los Angeles, 

Portland, Oregon, and the rest of the world. Along with her husband and business partner, she 
took her wedding business from $100 weddings to a six-figure income in three years. She’s 
passionate about sharing her knowledge and can be seen frequently on WeTV as a wedding 
photography expert.
theyodsukars.com
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LEARN MORE.
youtube.com/btsShutterMagazine
Click here or check us out at

that makes it normal and standard, not as if it’s the most money you’ve ever seen in your life. Be calm, direct and 

Create a neverending cycle of artwork-loving clients. Document and share clients’ emotional stories and how the 
artwork they invested in has changed their life so that other people can see that and want it for themselves. When 
new people contact your studio, repeat this simple process. These prospective clients will know that artwork is 
normal and that it is changing your clients’ lives because of all the meaning it holds for their family. 

STEP 6:

STEP 7:

GUIDE THEM TO CLOSE THE SALE

SHARE THEIR EMOTIONAL STORY



10
0

   
S

h
u

tt
er

 M
ag

az
in

e 
. J

u
n

e 
20

18
Product Spotlight | Sigma 135mm F/1.8 Art Lens

LEARN MORE.
youtube.com/btsShutterMagazine
Click here or check us out at

I have been champing at the bit to play with this lens from the minute Sigma announced it. The 135mm is an 

best of both worlds. 

It is an all-purpose lens, but I recommend using the 135mm for mid shots. While we might use an 85mm for 
portraits, the Sigma 135mm adds more compression to the shot, and at f1.8, it’s one of the fastest in its class. 

Technical details:

• The Sigma 135mm F1.8 DG HSM Art is a medium-range telephoto prime lens designed for modern  
high-megapixel DSLRs. 

• The new large Hyper Sonic Motor (HSM) delivers ample torque to the focusing group for outstanding speed, 
ensuring exceptionally stable performance even at lower speeds. 

• This state-of-the-art prime lens touts a dust- and splash-proof mount for guaranteed performance in  
any conditions.

• Its large 1.8 aperture allows for more creative control over imagery. 
• A stunning compression effect makes the Sigma 135mm F1.8 Art the ideal portrait lens, while its large aperture 

makes it perfect for event photography and much more.

Why the Sigma 135mm Art Lens?
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THINGS 
YOU NEED  
TO KNOW 

ABOUT

TOP 
10

TWEEN 
PHOTOGRAPHY

with Audrey Woulard
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The Top 10 Things You Need To Know About Tween Photography | Audrey Woulard

When I decided to specialize in tween photography, it was hardly new. Tweens were often photographed as kid 
models. So the need for headshots for their comp cards was a need. During the middle school years, parents 
would purchase the school pictures because that would usually be the only time their kid’s age was documented.

I consider the tween genre to be a “Blue Ocean.” I originally heard of the Blue Ocean Strategy from Sal Cincotta 
at a small event. When Sal mentioned the strategy, it hit home for me and my niche.

The Blue Ocean Strategy is a marketing theory coined in a 2005 book of the same name. It refers to a market for 
a product or service that has little to no competition. 

In our industry, there are times in life that are routinely photographed because that is how our society is 
conditioned. When a couple is married, they will always hire a photographer. When a baby is born, that newborn 
is photographed. As that baby grows, they will be professionally photographed because that is what parents do. 
There is this mysterious gap between a small child and a senior when the child isn’t routinely professionally 
photographed. Then, when the child is a senior, the professional shoots start again.

Those gap years are the tween years, that time between 10 and 14 years that is routinely ignored when parents 
think about investing in professional photography. Why is that? The one reason I hear most often is that those are 
considered the “awkward years.” When I hear that, it sounds so incredibly negative. 

As my business and family grew older, I began to notice how neglected this genre was. When social media 
started to become the norm, I quickly learned how loud this genre is, and how much power tweens possessed. 

would show up, not to mention that my presentation was scheduled for 7:30 am. Who would show up for that? 
I was amazed that I was speaking to a standing-room-only crowd of over 400 photographers. That morning, I 
also learned that photographers are quickly learning how powerful this genre is, but many photographers were 
confused about how to begin.

Let me give you some quick background. I began my career 16 years ago in Chicago as a photographer of babies, 
children and families. I didn’t begin to gain leverage until 12 years ago. That would make many of my current 
clients tweens. I have been blessed to have a loyal client base, and have watched them grow each year. When 
I started to cater to this genre exclusively, I was also a parent to three tweens, so I had an inside position as a 
businesswoman and a parent. 

Here are the top 10 things I learned that helped me master the tween market.
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01. 02.

03.
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I learned the importance of client loyalty. I photographed many tweens yearly as newborns, babies, toddlers and 
small children. At the time, I never would have imagined that the newborn I was photographing would be one 
of the people that would create word-of-mouth advertising for me. Photographers tend to give that role to adults 
and young adults (seniors). The tween years are the last time these humans are considered kids. It is the last time a kid may sit on a parent’s 

lap. This may be the last time they regularly hang out with their parents. It represents a time of change. Parents 

into a baby. A parent will look at their kid one day and notice their child no longer looks like that young kid they 
just saw a few months ago. Puberty sets in, and now they look like teenagers. Parents want nothing more than 
to capture this. Parents do not often know how to articulate that. That is where we step in to tell them. It is a key 
point to make when you want to book the client.

We are living in an age when if there isn’t a picture, it didn’t happen. Tweens live and breathe this, so it’s easy 
for a photographer to be seen as a needed asset. Because tweens love to talk, they are instant word-of-mouth 
generators. They talk more than seniors do. My motto is the photographer markets to the tween, but you do your 
convincing to the parent. What convincing can you do? See point 2.
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05.Speaking of slow season, tween season is January through March. Some may worry about winter weather during 
that time, and I understand that. I live in Chicago, and that time frame is in the middle of winter. If that is the 
busy season for me, then it can be for anyone.04.Tweens want to look cool, and they understand the unspoken rules of social media better than anyone. There are 

few businesses that can cater to this want better than photographers. Even if you do not want to specialize in this 
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Photographers are looking for tweens now more than ever. Those who make contact with them early will usually 
be the photographers who keep them when they are seniors. Senior photographers will soon feel the effects of 
this market shift. You cannot market to tweens the same way you do seniors. They simply do not respond the 
same from a monetary standpoint. It is important to understand your “why” when servicing this market if you 
are a senior photographer, and approach them accordingly.

The tween years are some of the last years that self-esteem can be organically built. Photography is powerful, 
and offers a great way to give tweens a self-esteem boost.

Don’t underestimate the buying power of 
tweens. Although they do not contribute to 
the household income, they certainly can 
control it. Parents want nothing more than 
to make their child happy. Tweens are the 
poster child for the word persistent. They 
will bug their parents for a thing that they 
want, and they won’t stop. I see this with my 
own children. When one of my boys begs 
me for the latest sneakers or a “skin” from 
the game Fortnite, I often cave when they 
continue to bug me about it. When a photo 
session with you is at the top of their list, 
guess what that does? It places your business 
in front of their faces on a daily basis. 
Parents especially cave to their children’s 
desires when they are able to see the good 
that can come from them (see point 7). Do 
not feel that you must discount your pricing 
in order to book tween sessions.

Im
ag

e
 ©

 A
u

d
re

y
 W

o
u

la
rd

Im
ag

e
s 

©
 A

u
d

re
y

 W
o

u
la

rd



11
2 

  S
h

u
tt

er
 M

ag
az

in
e 

. J
u

n
e 

20
18

11
3 

  b
eh

in
d

th
es

h
u

tt
er

.c
o

m
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09.

 
for anything.

If you are a children’s photographer who wants to grow with your clientele, servicing tweens can grow your 
client base because it places you in front of their friends. This opens the door to you for more family sessions. 
All children portrait photographers know there is a lot of money in family sessions. There is even more money 
with family sessions and older children.
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Tweens are such an underserved market. This genre can help your business while you make a difference in  
young lives. 

Audrey Woulard is a portrait and commercial photographer specializing in tween portraiture 
who works out of a natural-light loft in the Loop of downtown Chicago. She is an industry 
speaker and educator, traveling the world to share her knowledge with other photographers.
alwphotography.com
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Newborn Photography Workflow Essentials | Lisa Rapp

with Lisa Rapp
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Newborn Photography Workflow Essentials | Lisa Rapp

Maya Angelou hit the nail on the head with this quote. When we enter a session, we are not only taking pictures, 
we are creating memories that last a lifetime. Our clients will remember the variety of feelings they experienced 
while in our care. We need to make it a pleasurable one so they sing our praises to their friends and family. Good 
reviews travel fast, but bad reviews travel faster.

client is looking for in their session. Some take me up on this offer and some don’t. The ball is in their court and 

wait for it to heal. 

this entire process is what they will remember most.
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I’ve learned that people will forget what you said,

how you made them feel.

people will forget what you did,

but people will never forget

-Maya Angelou
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into the world and throw everyone’s plans out the window. Some babies wait until after their due date. This 

 
contacted them a few times to check in on them, so they feel comfortable calling or texting me when they go to 
the hospital.

 
successful session. 

 

tired baby usually means a sleeping baby. 

the wash. 

you need to.

PARENT PREP LIST
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and match items by putting them all side by side to make 

cart so it is easily accessible and within reach.

• 

• 

• Posing beans

• 

• Lulla-Vibe

• Gloves

• Shusher

• Puppy pads 

• 

• 

NEWBORN STUDIO NECESSITIES
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Newborn Photography Workflow Essentials | Lisa Rapp

crying inside too. 

two days after the session. Cut her some slack. She is excited to see her beautiful baby’s pictures and show them 
off to her friends and family.
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Newborn Photography Workflow Essentials | Lisa Rapp

ordered and it is packaged up, so they can either pick it up in studio or have me send it in the mail, in which case 

come back to me for family and milestone sessions, and, in a short amount of time, they are bringing me their 

Lisa Rapp is the head chick in charge at Little Chics Pics, which specializes in newborn portraiture. 
The Southern Illinois shooter has been passionately photographing newborns since 2011. She has 
been married for 23 years, has two boys, loves ice cream, says inappropriate things and has a 
serious prop addiction.

littlechicspics.com
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Inspirations | Our Readers

Inspiration can come when you least expect it. As 

photographers, we are visual artists. We  express 

ourselves through our camera and the images we 

create. Inspirations represents a  sampling of our 

industry and the vision of  professional photographers 

from around the world. 

Congratulations to all our featured artists. Be inspired 

and create something that is you.

Sal Cincotta, Editor-in-chief
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2. KNOW WHAT YOU ARE

 

3. KNOW WHAT YOU ARE NOT
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4. HAVE RULES
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Just a few years after Jeff and Lori found themselves struggling to survive while living in the 
basement of their studio, back in 2012, they are the proud owners of a brand-new home on the 
coast of North Carolina. The owners of Wilmington’s Indigosilver Studio offer boutique boudoir 
portraiture and wedding photography. They are also the founders of The Shoot Space, their 
educational resource for photographers.

indigosilverstudio.com

For the past 10 years, creators like you have helped Panasonic to design 

and build LUMIX G mirrorless cameras. And now, we are Changing 

Photography and Cinematography together. From LUMIX G9 with massive 

80mp RAW capture, to LUMIX GH5s with Anamorphic C4K video, your voice 

is ushering LUMIX toward a new era of image quality and creative control. 

Where will LUMIX take you?  |  #wherelumixgoes

Imagined by Creators.
Built by LUMIX. 

Photo Credit | Charles Maring
        Lumix G9, LUMIX G LEICA DG VARIO-ELMARIT 12-60mm, F2.8-4.0 ASPH. , POWER O.I.S. (H-ES12060)

LEARN MORE.
youtube.com/btsShutterMagazine
Click here or check us out at
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Photography is an incredible hobby and profession. We get to visit amazing places, document memories for 

amazing hobby and turn it into a living, we have to charge livable wages. If you are in business, then your hobby 

eight lenses, but also pay for taxes, insurance, rent, utilities, employees and the many other costs that you never 
think about when you go into business. 

In six years, our business has grown from hobby to profession to one of the leading wedding photography 
studios in the country, and we continue to see growth every year. What people don’t see is the rest of the iceberg: 
patience, risk and countless hours of testing marketing theories. In the end, your success is measured largely by 
the quality of your professional relationships. 

Love for photography makes it a very desirable career—if you do what you love, you never work a day in your 
life. With competition at an all-time high and thousands of new photographers entering the market every year 
(because they all see you on Instagram traveling the world taking photos of people), how are you going to build 
a solid foundation in business? The answer involves taking the time to focus on your professional relationships. 
There are two types of relationships in business: those with your clients and those with your peers. 
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PEER RELATIONSHIPS

Peer relationships mean working with local professionals who serve the same market you do. For a wedding 
photographer like me, that includes gown makers, DJ’s, planners, catering managers and wedding blog publishers. 
I know what you are thinking because I remember feeling the same way: As a new photographer just entering 
the market, how are you going to convince other pros of your professionalism and have them refer you to their 
clients? They require their own strategies, and I will tell you from experience how we went about it.

When I started my business, my wife, Jennifer, was studying to become a nurse. So, since she was a full-time 

also needed to build a portfolio to market to new brides. 

We started in our immediate area. Jennifer called a prop rental company, visited the store that she bought her own 

for our wedding and a real couple that agreed to model in exchange for images. 

Jennifer agreed to trade imagery with all of these vendors. She was successful in planning this shoot because she 
painted a clear vision and plan, which demonstrated professionalism, allowing clients to trust her. The images we 
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Now we live in Santa Clarita, California, a large suburb north of Los Angeles. It’s not the most ideal place 
to market a wedding photography business because we live so close to the city and its exclusive high-dollar 
zip codes of Beverly Hills, Malibu and Santa Monica. I knew that starting close was essential to developing 
relationships with my peers. 

I joined the local networking group Santa Clarita Wedding and Event Professionals, which I am still a part of. 
The group helped kickstart my relationships with many of my local vendors. The key isn’t just being present. 
The key to building quality relationships is giving without expecting reciprocation. There are many vendors that 
I refer to my couples without receiving a single referral in exchange.

So how do you adopt this strategy as a portrait photographer? If I were primarily a portrait photographer, I would 
target clothing manufacturers, shopping center store owners, local OBGYN’s for maternity photographers, gym 

business chambers are a great source, but more often than not, it will take legwork beating down doors and 
being turned down repeatedly. Every successful business owner has to understand how to hustle. At some point 
you will be able to hire people to do it for you, but in the beginning, it will be you breaking bread with business 
owners, and that is a good skill to learn.

How are you taking care of your vendors? Every year around the holidays, we invest up to $4,000 in gifts 
for local vendors. We ship a gift basket and a card to out-of-town vendors, and we hand-deliver gifts to local 
vendors. This year we hired an employee dedicated to building and nurturing relationships with local vendors. 

Here is a tip I know you will love. Create a questionnaire titled Wedding Worksheet that you send to your clients 
from your customer relationship management (CRM) system. This worksheet asks for their vendor information, 
email address, contact and phone number. Don’t know who to contact at a venue? Now you do. From there, you 
can market directly to those vendors and bring them prints and products after the wedding. You can also build a 
database of vendors to refer your clients to.

CLIENT RELATIONSHIPS

GIFTS

BIRTHDAY REMINDERS

THANK-YOU CARDS

REFERRAL PROGRAM

The same strategies will apply to your clients as well. Don’t allow your wedding clients to go to other 
photographers for portraits. That is one of the most frustrating things I see on social media. It means that we 
messed up somewhere in the retention process. It has taken me years to learn strategies for retention of that work, 
and I am still learning—but let me save you time with these ideas that work.

Spoil your clients. Wedding clients should be getting a gift three months and two weeks before the wedding.

Ask for their birthdays on your questionnaire and have your CRM send an automated birthday email to them. 

Send your clients a physical thank-you card after a purchase or their shoot. Ask for referrals on it. 

Offer clients an incentive to refer people to you. The offer has to be irresistible, like $500 to $1,000 in product if 
someone books a wedding with you. Sound like a lot? Make sure your margins can cover a large product credit, 
and trust me, it works.
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month. You need to foster relationships for a long time before you see results. 

with for years, you are kidding yourself and setting yourself up for disappointment. I have been working with 
some vendors for years without a referral back from them. One day they may come around, or they may not, but 
at least I have built a relationship that I can use to add value to our client experience. 

Keep working hard, keep hustling and never give up. And when you see results, it will be so gratifying to know 

Michael Anthony is the owner of Michael Anthony Studios, a wedding photography studio 
based in Los Angeles. He has won multiple awards in international image competition for his 
creative use of light, storytelling and environmental portraiture. The five-member team at 
Michael Anthony Studios photographs around 60 weddings and over 200 portrait sessions 
a year.

michaelanthonyphotography.com

LEARN MORE.
youtube.com/btsShutterMagazine
Click here or check us out at
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DIGGING INTO THE NEW DEVELOP MODULE LAYOUT AND SETTINGS 

Adobe has certainly been listening to the concerns and requests from 
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CONTROL COLOR AFTER CAPTURE WITH CUSTOM PROFILES
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color tone. 

Dustin Lucas is a full-time photographer and educator focused on the wedding industry and 
the academic world. After achieving his master of fine arts degree, a career opportunity opened 
once he began working with Evolve Edits. Through teaching photography classes and writing 
about photography, Dustin continues to expand his influence on art and business throughout 
the industry.

evolveedits.com

LEARN MORE.
youtube.com/btsShutterMagazine
Click here or check us out at
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The first compact, fast standard-zoom perfectly 
matched for Sony full-frame mirrorless

Crisp, vibrant images with soft, defocused blur background qualities. 
Pursuing an unprecedented fusion of image quality, fixed fast-aperture, and 
compact size and weight, the new Tamron 28-75mm F/2.8 Di III RXD offers 
superb balance when mounted on Sony full-frame mirrorless cameras. 

Portray the world beautifully.
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www.tamron-usa.com
ONLY AVAILABLE AT YOUR 

AUTHORIZED TAMRON USA RETAILER

28-75mm F/2.8 Di III RXD (Model A036)
Length 4.6 in. | Weight 19.4 oz.
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1. SHOOT FOR THE ALBUM 2. INCLUDE THE RIGHT PICTURES 
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accent image

accent image

3. GET THE LAYOUT RIGHT
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delete toward

vanessajoy.com

Vanessa Joy has been a professional wedding photographer in New Jersey since 2002, and an 
influencer in the photographic community for years. Since starting VanessaJoy.com in 2008, 
she has taught photographers around the globe at almost every major platform in the industry 
(LearnPhotoVideo.com). Vanessa has been recognized for her talent and business sense at the 
renowned industry events CreativeLIVE, Clickin’ Moms, WPPI and ShutterFest. Her peers love 
her informative, open-book style of teaching.

LEARN MORE.
youtube.com/btsShutterMagazine
Click here or check us out at
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6. SELL IT

5. USE THE RIGHT WORDS

4. PROVIDE THE RIGHT SERVICES



Acrylics | Starting at $60 

Canvas | Starting at $55 Metals | Starting at $40

USE CODE SAMPLE25 | EXPIRES 6/30/18

BUILD YOUR STUDIO SAMPLES

VBYSAL.COM



photographer salvatore cincotta

gear canon 5d mark iv | canon 70-200 f2.8

exposure
lighting
location

image title paxton

f2.8 @ 1/1000, ISO 200
profoto reflector, silver
st. louis, missouri
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"I'm not ruled by  
the circumstances"
Michael Anthony
“The one thing I value most about the Profoto system over 
any other lighting brand is creative consistency. I know that 
my equipment is going to work every single time no matter 
what environment that I'm working in and I know that I'm 
going to have the tools to create the perfect image to match 
my vision, every time.”

Watch the video at profoto.com/michaelanthony
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