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with Michael Anthony

TURNING THE ORDINARY INTO EXTRAORDINARY: 

hhonnnnnnnnonyyyyyyyyyyyyyyy

O EXTRAORDDDDDDDDDDDDDDDDDDINININNNNNNINNINNININININIII AAAAARARARARARRRRRRRRRAAARRRRARRARARRRARRRRRRRRARRRRRARARRARRARRRRYYYYYYYYY:YYYY:Y:Y:YYYYY:YYYYYYY:Y:YY:YYYYYYY  

FOR THE WEDDING & PORTRAIT PHOTOGRAPHER
ww

TTTTTTTTUTUTUUUUUUUTUUTTTTTTTTTTTTUTT RNRNRNRNRNRNRNRNRNRNRNRNNNRRR IIINI G THE ORD

iwiiwiwiwiwiwiwiwitthth MiMiMiiiMichaellllll AAAAnAnAnAnAnAnAnAnAntt

DINARY INTO

FFFOFOFOFOFOFOFOFOFOOOFOOFOFOFOFOFOFOFOFOOFOORRRRRRRRRRRRRR THTHTHTHTHTHTHTHTHTHHHHHHHTHHHHHHHHHHHHHEEEEEEEEEEEEEEEEEEE WEWWEWWWEWEWEWWEWWWWWEEEEDDDINNNNNNNNNNNNNNNNNNNNNNNNNGGGGGGGGGGGGGGGGGGGGGGGGGGGGGGGGGGGG &&&&&&&&&&&&&&&&&&&&&& &&&&&&&& &&&&& & &&& POPOPOPOPOPOPOPOPOPOPOPOPOPOPOPOPOPOPOPOPOPOPOPPPPOPPPOPPOPOPOPPOPOPOPOPORTRTRTRTRTRTRTRRRRRRRRRRRR RA

As a full-time wedding and portrait photographer located in Southern California, 
rarely do I get the luxury of shooting in perfect light. When I started out, I knew that 
to stand out from the crowd, I needed to differentiate my portfolio using creative 

I was overwhelmed by the technical knowledge I needed to make the most of the 

because of the radio controllers integrated in the body of the lights. I still use this 
system.

uses comes from our Canon Speedlites. Speedlights are portable and inexpensive, and 
can turn an ordinary image into something extraordinary. With the extensive list of 

Your speedlights, like all of your photographic tools, have strengths and limitations, 

a few ways you can use your speedlights to create incredible images.
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SPEEDLIGHTS
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This technique allows you to use your speedlight to create 
both soft and controlled light in almost any situation. A 

quality does not match the quality of ambient light. If you are 
shooting images inside in poor but even lighting, the light on 

sunlight, your light should be hard. This makes for images 
that are believable to the eye. 

If you are like me, you hate carrying a lot of gear with you on 
shoots. You can carry softboxes and umbrellas, but why do 

inside a dimly lit room but I want to use soft light, one of 
the best ways to do that is to use a close wall to bounce a 
speedlight off of. You can do this inside or outside, and both 

 

source (wall).

It seems obvious, and it is a fairly basic technique. The reason 
 
 

the room. 

 

 
your light, you can control exactly where you want light to 
go, without causing distracting light spill everywhere else  
in the room.

This works wonders during bridal and groom prep, and 

need them.

FLAG & BOUNCE
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CREATE MYSTERY OR SEPARATION WITH BACKLIGHT

I stay away from the word backlight because it contains a connotation that I hear every other Southern California 

the best times to use backlight with a speedlight.

already well-lit image.

I use backlight in a dark environment for the last image in an album spread. This way I create a quick, well-

You need to consider both the power of the light and the placement, as backlight can spill onto the front of your 

Use a speedlight to backlight water, smoke or any other semi-transparent material to create a pattern to  
shoot through, adding depth to your composition. Whatever you are shooting through has to be lit on the  

cluttered backgrounds.

16
   

S
h

u
tt

er
 M

ag
az

in
e 

. O
ct

o
b

er
 2

0
16

Mastering Speedlights | Michael Anthony



Im
a

g
e

 ©
 M

ic
h

a
e

l 
A

n
th

o
n

y

one to double your power. This way you can overpower the sun or conserve battery power for your light when 
either outcome is needed. 

bracket that can hold multiple lights, like the Westcott Triple Threat.

double the power of two lights, you need to add two more lights. If you want an additional stop of power, you 

cross light 90 percent of the time. Natural lights all look similar because our planet has only one sun, and natural 

When experimenting with lighting, start by placing your second light directly opposite your primary light. Dial 

three-dimensionality that is sure to give you a beautiful photo if you nail the pose and composition.

STACK LIGHTS TO ADD OR CONSERVE POWER SANDWICH YOUR SUBJECTS TO CREATE SHOWSTOPPING LIGHT
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When you develop your skillset, you begin to understand that the difference between ordinary and 

your histogram when shooting your ambient light test shot to avoid clipping your blacks. Conversely, your 

your image. A more balanced exposure gives you a more natural appearance. 

Your style of photography dictates which way to balance light. Make sure your balance is closer to even 
than it is to unbalanced.

BLEND YOUR AMBIENT LIGHT WITH FLASH

CONTROL YOUR SHADOWS
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Mastering Speedlights | Michael Anthony

photographer can use them to create shadows and drama. 

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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with Sal Cincotta
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Being True to You | Sal Cincotta
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What do you love?

The concept of “being true to you” can be confusing to photographers and artists, especially ones just starting 
out. What does it all mean? What is the meaning of life? Don’t worry, I wouldn’t put that kind of pressure on 
you, but most artists struggle with their identity as an artist. When we are just getting started, we are chasing 

 

artistic identity crisis, or we run the risk of spending our entire career trying to be something we are not and 

 

excited? When you think about going out to shoot, what do you dream of? 

 

be better? Nothing.
 

hate would be a stronger word) baby photography. Not a thing I like about it. 

no sense. So why do so many photographers and businesspeople do this?
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Define your audience.

my client as a 17-year-old high school senior. This seems like common sense, but I meet so many business 

 

 

shop? What brands to they lust after? What brands resonate with your clients? This helps you understand 

 
Once you understand who your potential client is, you are armed with the information you need to start marketing 
to this group of like-minded people.

Market to your audience.

the sand and implement a marketing plan.
 

so many businesses just make those kinds of rookie mistakes. And then they’re completely confused when the 

 

 

in our industry and many others.
 

among your client base. Show them the ad before you run it, and ask them if they would call. If not, why? Ask 
them how the ad makes them feel. What comes to mind? If the answers you are getting are not what you were 
hoping for, adjust the ad accordingly.



Being True to You | Sal Cincotta
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get tough.
 

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

Sal Cincotta is an international award-winning photographer, educator, author and the publisher 
of Shutter Magazine. Sal’s success is directly tied to the education he received in business 
school. He graduated from Binghamton University, a Top 20 business school, and has worked 
for Fortune 50 companies like Procter & Gamble and Microsoft. After spending 10 years in 
corporate America, Sal left to pursue a career in photography and has never looked back.

salcincotta.com
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Chase your dreams.

Be flexible but firm.

embarrassed for him and our profession when it was all done.
 

and thinking, what an ass.
 

with a grand architectural feature and then the couple smaller in the frame. That’s more art than a true portrait. 

want and what I want. The end is a happy client who gets the best of both worlds.
 

they’re peaking around a tree with fake lattice in the background, we tell them that’s not what we do, and to 
check out our website and portfolio to understand what we do. If I take this client on, there is a high probability 

easy,
If it were

                would do it.everyone



         “When it comes to 
                standing  out, 

     Xpozer 
                    is my X-Factor.”

Quality. Service. Innovation.
We’re here for you!

Bay Photo’s Xpozer features a revolutionary mounting system that hides behind a striking Vivid 

Satin print. Lightweight, highly portable, and easy to assemble, Xpozer is perfect for transporting to 

industry events or shipping to clients. Easy to hang, Xpozer fl oats away from the wall for a modern 

gallery look. Reskin your Xpozer frame in just minutes without breaking the bank by ordering an 

Xchange print at any time.

A Stunning, Interchangeable Wall Display at an Incredible Price

- Sal Cincotta

Xpozer

Learn more at bayphoto.com/xpozer

Get 25% off  your fi rst order with Bay Photo Lab! 
For instructions on how to redeem this special off er, create a free 

account at bayphoto.com.

25%
OFF

Your First Order

  
  

It’s a Frame Changer!
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Product Review | Bay Photo Wood Boxes

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

Deliver those gorgeous images in style. Bay Photo Wood Boxes offer the perfect way to deliver prints to 
your clients. When you create an image for your clients, you want them to display their art prominently in 
their home. Sure, they will put a large print or two on the wall, but how will they display the rest?

With these custom boxes, your clients can display their favorite images in style. It’s an incredible add-on 
product to any of your packages. 

The details:

• Sizes: Wallet, 4x6, 5x7 and 8x12 in 2” or 4.5” depths
• Lid: Printed or engraved with your image or text
• Printed lid: Natural or white finish printed full bleed or with a 1” or .5” border
• Engraved lid: Customizable text or image file
• False bottom: Optional, printed or engraved with your image or text
• Contents: Optional metal prints, photographic prints and/or bamboo display stand
• How to order: Bay ROES/Wood Boxes Catalog 
• Production time: 3 business days

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

with

product
review

Images © caroline z photography, Moshe Zusman, Max Seigal, & Nicole Sepulveda

Images © caroline z photography, Moshe Zusman, Max Seigal, & Nicole Sepulveda
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Two-Light Portraits | Craig LaMere
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with Craig LaMere

2LIGHT 
PORTRAITS

In my previous articles, I’ve talked about how light patterns are the 

understanding of the strengths and weaknesses of each pattern, you can 
create any look or mood you want, using them singularly or combining 

thought processes to create very different images.

and thought processes, while keeping the position of the top light pretty 
much stagnant, and moving the light below more liberally.
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Two-Light Portraits | Craig LaMere

Once you have your light where you want it, meter it at the 

light source and the grid, the light will not spread very 
far; where it does not directly hit, there will not be a lot 

is where artistic taste comes into play. How much or how 

You can’t do that in this case because the light is coming 

second light. 

When you use the umbrella, remember that the farther 
away the inside of the umbrella is, the softer the light will 

feel might be right since it is easier later in post to subtract 
light than it is to try to pull detail out of the shadows later. 

You have three choices for the look of the image. One is 

and gives your image an ominous shape. If you bring your 

is directly above and you bring the head straight up, you 

the chin to one side, you make loop light. When I shoot a 

down and bring one to the light, creating great contrast. 

and other clients looking for something badass.

call this a “shape shot.”

shot more than two people with this setup. 
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THE DRAMA 
SHAPE SHOT
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I use almost the same setup for full-length lying-down 

the strip, it’s key how far to the front or to the back of the 

to show off curves.

THE FULL-BODY 
GLAM SHOT

Two-Light Portraits | Craig LaMere
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Two-Light Portraits | Craig LaMere
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Two-Light Portraits | Craig LaMere
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THE SOFT 
BEAUTY SHOT

the feel, look and philosophy of this shot is the polar 
opposite of the previous two shots. Where the last 
shots were hard, edgy and dramatic, this shot is soft, 
airy and light. In the other two setups, the light on the 
boom was the main; now, we are going to switch the 
role of the overhead light.

You will still use the same overhead light hung on 

choice you have to make is how far away you place the light from the drop. If you’re closer to the drop, you get 
a brighter image; farther away, and the darker, more saturated your image will be.

directional. 
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Two-Light Portraits | Craig LaMere

Craig LaMere is an award-winning professional portrait photographer from Pocatello, Idaho. 
As well as running his full-time studio in Idaho, Craig is an international educator and speaker 
specializing in lighting and posing. He has two dogs named Logan and Steve and two cats 
named Emit and Martin.
mozstudios.com

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

Nothing can compare to the brilliance of your gorgeous images infused into 
metal. Colors dance, details pop, and your images virtually sing. A wide variety 
of size options mean our metal prints are the perfect accessory for every space. 
Experience the lasting beauty of metal prints.

Promo Code: PXSHML30
Offer Expires 11/1/16

www.adoramapix.com    888-216-6400

Size

8X8 $27.00

8X10 $29.00

10X10 $35.00

10X20 $49.00

11X14 $45.00

12X12 $42.00

16X20 $74.00

16X24 $89.00

20X20 $94.00

20X24 $99.00

24X36 $195.00

Prices are subject to change

Brilliance in every corner.
4X4 TO 30X40
30% OFF
PLUS FREE SHIPPING

METAL PRINTS
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THE

EDITION
FAMILY & PORTRAIT
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5 Tips for Increasing Your Family Portrait Sales | Alissa Zimmerman
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5
TIPS FOR

INCREASING YOUR 
FAMILY PORTRAIT SALES

with Alissa Zimmerman
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1. PROVIDE THE FULL EXPERIENCE
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Family sessions are quick, painless and don’t require as much energy as, say, a wedding shoot (assuming you’re 
booking the wedding client over a year out, shooting their engagement session, working on their timeline, etc.). 

of product. 
 
When an initial inquiry comes in, the easy thing to do is copy and paste a draft response. We have found much 
more success in bookings by taking the time to read the requests in the inquiry and start building a relationship 
from the beginning. Answer any questions that came in with the inquiry, address any key points, then copy and 
paste the draft response below your more personable introduction. You don’t want these people to get a cold 
feeling from your response. You want them to want to work with you. 
 
Be available. Be prompt in your responses to any questions along the way. Offer suggestions on locations that 

more traditional photos of the family posing in a park? Get a feel for who they are as a family, and be the trusted 
advisor from there. Getting to know your client in this scenario is best done with a phone call. There’s only so 
much that can be determined about someone via email without any unintentional misconceptions. 
 

use. This is extremely important because the little details are the easiest to forget for clients who book months 
in advance. It’s always impressive to families when you arrive the day of the shoot and know everyone’s name 
before ever having met them in person. We use 17hats for this, which integrates with our calendar appointments. 
With it, Sal can easily pull up the shoot on the calendar and see all the notes I have taken throughout the booking 
and planning process. 
 
After the shoot and sales session and delivery of the product, don’t forget to follow up with your clients. Send a 
simple email checking in to make sure they love everything and enjoyed their experience with your studio. This 
is also a good time to request a client testimonial that you can use on your website. 

Family photography is far from our primary genre at Salvatore Cincotta Photography. In fact, until a recent 
shift in our portrait model, we offered these types of sessions only to past clients (brides or high school seniors). 
Family sessions, when done right, are a great source of income—with little to no headache involved. Whether 

portrait sales.
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5 Tips for Increasing Your Family Portrait Sales | Alissa Zimmerman



54
  S

h
u

tt
er

 M
ag

az
in

e 
. O

ct
o

b
er

 2
0

16

55
   

b
eh

in
d

th
es

h
u

tt
er

.c
o

m
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2. PRICE YOURSELF CORRECTLY

these family portrait sessions wasn’t making up for the time Sal was out of pocket. Before we changed our 
pricing model, the majority of the families coming through our studio were spending $500 or less, all in. That’s 

 
$2k average. 
 
So what do you do? Pivot. We decided to weed through the tire kickers. Knowing the average we needed to hit 
to make sense of family portraits, we decided to start booking family sessions at $1,500; $1,200 of that counted 
toward print packages after their shoot. Now, families coming in for sales sessions have no problem adding on 
another $1,000 to $1,500 to that. It’s a no-brainer. 
 
This price point makes it easy to see who your client is and who is just looking for Sears family portraits.  

worth money. 

3. SUGGEST MULTIPLE LOOKS

family sessions just like we do our engagements. Suggest two different looks: one casual, one a little dressier. 

are the best. 
 
If you are working with your family clients from the beginning of the process, you can help them with color 

 

success of the overall shoot, and if they don’t like the way they look in their images because of something that 
could have been avoided from the beginning…well, you’re the only one to blame.
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I’m sure they haven’t had their photos taken together by a professional since their wedding). 
 

scene so we can overwhelm them with incredible images. Sal always tells our clients: “It’s our job to make 
great images for you, and it’s your job to resist”—meaning resist the urge to buy them all, of course. 

4. SHOOT TO SELL
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5 Tips for Increasing Your Family Portrait Sales | Alissa Zimmerman

Anyone can get an 8x10 printed at their nearest Walgreens kiosk. I’m pretty sure Walgreens sells canvases 
now, too. Your job as a full-service studio is to offer products they can’t get on their own. And take it a 
step further—you want to be in control of making sure their images are perfect before they ever go to print 
(removing blemishes, stray hairs, skinny-ing arms, etc.).
 
We offer one-of-a-kind products that are meant to be artwork in our clients’ homes. A 30x40 framed acrylic 
is in our top package. It’s meant to go over a mantle, the centerpiece of their home. 
 
Offer canvases and explain why yours are so much better than what Walgreens offers. Show it to them in 

will look like on their own walls. This is why it’s so important to have studio samples. How can you sell 
something to your client if they can’t see it in person?

5. OFFER UNIQUE PRODUCTS
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5 Tips for Increasing Your Family Portrait Sales | Alissa Zimmerman

Family sessions are a fun and easy way to generate extra income if you’re primarily a wedding or senior 
photographer. In today’s digital world, printed family photos are hard to come by. Use that to your advantage 
in marketing this part of your business. What good is a family heirloom if it’s just going to sit on a disk or 
thumb drive in a drawer collecting dust for years? 

Alissa Zimmerman graduated with a degree in television production and has been a part of the 
Salvatore Cincotta team since 2011. Today she is behind the camera regularly as Sal’s second 
shooter and as the executive producer and camera operator for Salvatore Cincotta Films, 
Behind the Shutter and Sal Cincotta’s School of Photography. Alissa is the creative director for 
Shutter Magazine and serves as Sal’s right hand, managing daily operations within the family of 
Salvatore Cincotta brands.
salcincotta.com

LEARN MORE.
youtube.com/btsShutterMagazine
Click here or check us out at
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MANY OBSESSIVE DECISIONS GO INTO CREATING THE PERFECT PRINT.
FOR YOU AND US BOTH.

To introduce the stunning printing power of the new family of Canon imagePROGRAF printers, we asked award-winning photographer 

Lindsay Adler to give us an inside look at the countless choices she obsesses over to create the perfect image. In the end, there’s only 

one name in printing she trusts to take her obsession further.

© Lindsay Adler

usa.canon.com/proprinters

Printed images simulated. © 2016 Canon U.S.A., Inc. Canon and imagePROGRAF are registered trademarks 
of Canon Inc. in the United States and may be trademarks or registered trademarks in other countries.

THE NEW

44” imagePROGRAF 
PRO-4000

THE NEW

24” imagePROGRAF 
PRO-2000

17” imagePROGRAF PRO-1000

TH

24
PR
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GET YOUR TICKETS NOW | SHUTTERFEST.COM/REGISTER

APRIL 18-19, 2017 | EXTREME APRIL 20
ST. LOUIS, MO.

2 DAYS. HANDS-ON. $99. (REG $249)
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with Phillip Blume
Your Mini-Sessions

MAXIMIZE

Higher Profits,
Happier Clients:
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How is it possible that one of our studio’s major income earners, the family mini-session, isn’t even represented 
on our website? Visit us online, and the only families you’ll see are extremely young ones—newlyweds. But 
you have to show what you want to shoot, right? Isn’t that a basic principle of marketing? Let’s put that theory 
to the test.

I’m going to show you how easy it is to book quality family clients without paying a penny for marketing—
whether or not you feature family portrait work on your site. Then we’re going to talk about maximizing your 

our favorite topics to teach, a simple lesson that has attracted our biggest crowds and best reviews at Blume 
workshops across the country.

Let’s start with the unique structure we create around family mini-sessions at Blume Photography. You can visit 

mention of mini-sessions on our otherwise wedding-focused site. Yet that blog post isn’t even geared toward our 
family clients. It’s there for you, a free video replay of our entire Maximizing Mini-sessions short course. I think 
you and your clients will be glad you checked it out. 

But before you go uncover all the nitty-gritty details, here’s the gist.

My wife and I originally fell into the mini-session model by necessity. Weddings had us so booked up, we no 
longer had time to photograph our friends and their families, which we always had enjoyed doing in our studio’s 
early years, and missed a lot. So despite our own misgivings and classic objections to doing minis (“They’ll 
undercut our full-length sessions,” “They’re too brief to provide a good experience,” etc.), we gave them a try. 
And boy, are we glad we did.

per hour as soon as they put these gears in motion. Others astound us by knocking it even farther out of the park. 
But don’t take this stuff for granted. It takes motivation. 

Are you up for it? If so, get ready, get pumped, and do it like a boss.
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MAX QUALITY! MAX PROFIT! MAX FUN!
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For us, marketing minis begins with two things that no one ever looks at: a blog entry and a post to our Blume 
Photography Facebook page. 

The reason people don’t look at many of your posts online is that you don’t ask them to. Asking is a powerful 
thing, and there are many ways to do it. It isn’t enough to blame Facebook’s latest algorithms for limited shares. 
Create value for your audience. Give them a reason to click.

We create one graphic: a simple collage of three or four of our favorite past images adjacent to some basic date/
time/cost info. Take your time choosing your images, and build the graphic with Photoshop or another editor. I 
want potential clients to see themselves in these images, to feel an emotional impact when reminded how fun and 
loving their own family can be. They cherish interactions, not stodgy smiles toward a camera.

We post this graphic to our blog with a brief introduction and, importantly, a list of dates and available times 

schedule this way helps to jump-start the sense of limited supply when clients view it. 

But who’s going to visit your blog and see this today?

MAKE THAT MESS GO VIRAL: STRATEGIC SOCIAL MARKETING1

Time to recycle your spiffy new graphic. Post the same infographic (not a link alone) to your Facebook page with 
a link back to your blog post. The blog is where they’ll have to go to register for their session, and where you can 
include instructions to simply “email us and request a preferred open time slot.” See what you’re doing here? 
You’re limiting information on social media so the legitimately interested parties are driven to your website, 
where they will invest a little time getting sold on your work and brand.

it came from your business. Tag every person (or the parents of kids) who show up in the graphic images you 
chose. (Did you choose the more popular people on Facebook? It helps.) This begins spreading the word. The 
personal connection families have to your prior clients is much more important than the sheer number of people 
who view your ad. On social media, it’s just as powerful as word-of-mouth recommendations.

Finally, email a link for mini-session sign-ups to your entire audience—past clients, their families who placed 
online orders (easy to grab from ShootProof or your online gallery service), personal friends. I email the direct 
link to our Facebook post (get it by clicking the date on the individual post, then copy/paste the URL), not the 
link to our blog (you’ll see why). But most importantly, email last year’s best family clients, reminding them 
how great they looked in their portraits and how nice it would be to share that experience with their friends who 
need a photo update.

The language in these emails is very important. You don’t want to annoy or lose anyone from your email chain; 
you do want to express why it’s worth sharing. We gift a free sitting to past families whose friends sign up with 

past clients open/share the unique Facebook link you emailed them, your post gets more action and looks more 
enticing—and you can track how it grows. 

Learn more about our email language (plus how we grow huge email lists through local charities) in the free 
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Clear communication for minis is essential. Potential clients see every detail of our pricing before we let them 

sessions being advertised by every aspiring photographer in America in early autumn.

We actually received hate mail from an anonymous source accusing us of undercutting the market. That photographer 

are in helping clients realize the value of investing in physical artwork for their homes and family’s heritage.

Yes, we make physical prints and artwork available to our clients. And if I can do so without hurting your feelings, 
I’d like to suggest that—if you aren’t doing the same—you are doing a disservice not only to yourself but to your 

Beyond the artwork itself, the strategic packaging sells itself without any need for high-pressure sales, which we 
hate. That is a topic in itself, which we discuss in depth in our video.

NO, YOU DID NOT JUST STUTTER: COMMUNICATION AND MANAGING EXPECTATIONS2
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Maximize Your Mini-Sessions | Phillip Blume

Starting with your prewritten chain of emails (booking email, reminders, directions to your chosen location 
and tips for wardrobe), all your clients should have an identical experience with you. You are a brand. Create 
consistency. This means less “original” work out of you; it prevents all the “creative” emails you have to write 
because your clients have questions you didn’t already answer.

sessions to once or twice a year. It keeps them exclusive and in demand. The point is to make just one car trip 
to your location for every six to eight families you photograph. You’re packing up your gear one time, not eight 
times. This is the beauty of minis. 

YOU AIN’T GOT TIME FOR THAT: MAKING EFFICIENCY YOUR MANTRA3
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Maximize Your Mini-Sessions | Phillip Blume

It goes without saying: There’s an art to creating amazing variety in a short timespan. But it’s easy to learn. 
Practice role-play and our “balloon posing” methods for greater shot variety every time. If you aren’t one of the 
thousands who’ve already downloaded it, you can download our eBook that teaches these posing concepts, along 
with the video, at BlumePhotography.com/blog.

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

Phillip Blume is an international award-winning photographer and, with his wife, Eileen, cofounder 
of Blume Photography Studios and ComeUnity Workshops. In addition to photographing 
weddings and portraits worldwide, the Blumes focus their efforts on personal projects to help 
those suffering extreme poverty. As educators, the two have appeared on CreativeLIVE, and 
speak to thousands of photographers every year. They live with their children in rural Georgia. 

blumephotography.com
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Introducing the Leica DG Summilux 12mm F1.4, 

the newest member of the LUMIX Leica Lens 

family for Micro Four Thirds.  

Available now at panasonic.com
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Product Review | Panasonic

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

Panasonic is once again bringing the heat with the new Lumix LX10.

It’s about power and portability all in one nice form factor. 4K video is not only all the rage, it’s quickly 
becoming the new standard. 4K video allows you to capture incredible detail that benefits your final 
production. In addition, with 4K, you can pull still images right from the video—images you can use for 
social media, websites and even printing. 

And low-light performance? Yep, they nailed it with their 1.4–2.8 Leica lens. This gives you that shallow 
depth of field that allows your subject to jump off the background and perform well in low-light 
conditions. 

Specs: 

•  The 1” 20-megapixel sensor delivers brighter, colorful photos with fewer image artifacts.
• A 3x (24–72mm) F/1.4–2.8 LEICA DC Vario-Summilux optical zoom lens performs well, with 
superbright F/1.4-2.8 aperture for impressive background defocus effects.
• It has 4K Ultra HD video recording, plus exclusive Lumix 4K Photo and 4K Post Focus and internal 
Focus Stacking modes.
• A premium lens-mounted control ring brings DSLR-like exposure control to a compact point-and-
shoot camera body.

Why Lumix LX10?
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For more information, visit shop.panasonic.com

with

product
review
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Shooting Family Portraits for Large Prints | Blair Phillips

It’s easy for families to become disconnected and completely lose the importance of family portraits. Your sell 
can be greatly impacted by the relationship they have within the home. There are tons of families living under 
one roof that just can’t seem to get along very well. This is where the photographer plays the biggest role in 
creating an environment that will help sell larger wall portraits. 

I always help build the relationships within a family during the session. I tell them it is okay to get close to one 
another, to hug or to simply put their arms around each other. With the continued subtle encouragement of this 
behavior, it will at least look like they still love and like each other. 

One must be careful not to force those relationships if there is any sense of resistance or discomfort. For this 

We sit in the lobby, where I get to know the dynamic between the family members. There will be one person you 
feel you can joke with, followed by someone more on the shy side. You will gravitate toward the person who 
matches your personality the closest. Getting to know the family and creating a comfort zone allows you to sell 
larger family portraits.

Some families come in already knowing exactly what they want. Other families come in with no idea what they 
are looking for. I like to get an idea of what their print objectives are. It’s good to know what sizes and quantities 
they are looking for before you just start blindly shooting. If clients provide you with that information, you have 
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Shooting Family Portraits for Large Prints | Blair Phillips

From there, it is your job to be creative and motivated enough to create images they cannot leave on the table. 
I sell more wall portraits by photographing the family, then combinations that complement the family portrait. 
Photograph siblings individually, together, and then Mom and Dad together. This leaves clients little to no 
choice: They’ll want multiple wall portraits to create a sequence in storytelling. Little things you suggest while 
shooting can help build your sell on the backend. I give constant encouragement: how well they look together, 
how beautiful the family is, how great the portraits are going to look on the wall. Creating a positive environment 
is a big piece of the puzzle. 

There seems to be a huge disconnect with some photographers who can’t sell their work very well. The one thing 
I hear the most is that people feel they want to just give everything away. Another popular comment is that clients 
just don’t buy portraits. Those are excuses that allow you to escape the reality that you should be paid well for 
your hard work and creative vision. 

Many clients look only at the price and are never able to focus on anything else. This is where you should never 
be afraid to validate yourself or your pricing. In my case, we have a large, very nice studio full of an amazing 
variety of set options and equipment. I constantly remind clients of just that. They are constantly reminded of all 
the variety they have access to. We educate them that there is a whole lot more work involved than just pressing 
the shutter button, like the constant expensive education we undertake. This shows clients how complex our job 
is, and hopefully earns us a little more respect. 
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Shooting Family Portraits for Large Prints | Blair Phillips

Selling large wall portraits to families involves great photography and great personality. If you can get clients to 
genuinely like you, they will be a lot more willing to spend more. Their budget plays a large part in the sale, but 
you can take the focus off the money and put it on which images speak to their heart. 

Blair Phillips launched his business nearly 10 years ago in a small town. Since then, Blair Phillips 
Photography has become a beloved household name to its many fans and clients. Each year, 
Blair photographs up to 30 weddings and over 600 high school senior, newborn and family 
studio sessions. He has educated photographers all over the United States at events by WPPI, 
WPPI U, Imaging USA, SYNC Seniors and various state PPA groups.

blairphillipsphotography.com

LEARN MORE.
youtube.com/btsShutterMagazine
Click here or check us out at
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How you have your sales area set up can make or break you. We have 30x40’s hanging everywhere in the studio 

anything smaller. We used to have the same print in all different sizes lined up along the wall. For some reason, 
most clients gravitated toward the middle. So we sold much smaller wall portraits, and our bottom line suffered. 
ProSelect’s Room View is selling software designed for photographers. One of my most favorite features allows 
clients to see the images to scale on their wall before they even make the purchase. This tool has helped us sell 
larger family portraits. 

Most families do not update their wall portraits each year. One of the biggest reasons is that the experience can 
be excruciating. Constantly remind the family just how important it is to update. I thank them several times 
throughout their session for allowing me to create such amazing images for them. I remind them how important 
my family is to me. I always ask them to share their experience with any friends they think would love to have 
images created. If you have the audience before you, do not let them escape without the tools they need to help 

Making the parents feel special is a huge step in selling large wall portraits. It’s rare for parents to even remember 
that last time they were photographed together. I take a few moments with Mom and Dad alone. I build up their 
relationship with one another and create an environment they will remember for a long time to come. 

When I am working with siblings, I encourage Mom and Dad to leave the room. Children change the moment 
their parents are not around. You can get them to loosen up by directing all of your focus on them. 

I encourage Mom to come alone to the sales appointment. This allows her sole focus, and keeps Dad out of the 
loop on how much this costs. If there are small kids running around during the sales appointment, you can cut 
your order in half. Parents shut down and are ready to leave if the sales environment is the least bit chaotic. 

Simply arranging a convenient time for a family to assemble for a session can be daunting. Work schedules, 
school schedules and naps are enough to put off the dreaded family session for one more year. 

workday. This leaves you abandoning your family for work. We began opening up on Saturday for families that 
couldn’t seem to get to us during the week. We offered outdoor mini sessions that were 15 minutes long. This 
works out perfectly for families that have limited time and patience. Families dread having pictures made, but a 
session lasting just 15 minutes makes it a lot more bearable. 

We shoot every session in the same outdoor location all day long. It makes for a long day, but we are able to 
service a ton of families that would not make it to us otherwise. I don’t like working Saturdays, but I am willing 
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3 Steps to Perfect Headshots | Moshe Zusman
9

0
   

S
h

u
tt

er
 M

ag
az

in
e 

. O
ct

o
b

er
 2

0
16

9
1 

  b
eh

in
d

th
es

h
u

tt
er

.c
o

m

When I moved from photographing mostly weddings to doing what I do now—mainly headshots, portraits and 

from shooting on location. I learned from as many people as I could, gathering inspiration from photographers 
like Peter Hurley. I looked to fashion magazines, and experimented on my own.

Headshots are basically about lighting and posing, but we’re photographing people, not things, and what works 
with one person may not work for another. That’s where reading faces comes into play.

My average client is not a model. In my workshops, including Headshot Bootcamp (www.headshot-bootcamp.
com), I train photographers to shoot the everyday people who will ultimately be their clients. I want them to be 
more ready than I was to do a great job for any face that walks through their door.

LIGHTING, POSING AND READING FACES
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When a new client comes into my studio, I welcome 
her in, offer a drink and start small talk to loosen 
her up. At the same time, I’m reading her face. I’m 

side and the one that I’ll likely photograph.

I have the client look at me, and then look to the 
left and to the right. I’m looking mainly at her eyes 
and nose to see how they line up over each other, 
which tells me which side of their face is more open. 
Whichever side is more open or shows less of an 
imperfection, like a crooked nose or blemishes, is the 
side I photograph.

The rest of reading faces comes a bit more easily, and 
comes into play when we start talking about lighting 
and posing. I make a mental note about whether the 
client has wrinkles or a double chin that will either be 
accentuated or minimized by the lighting and posing 
I choose.

READING FACES
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After having experimented with multiple lighting techniques, from one to four lights, I’ve arrived at a one-light 
setup with a backup light source. This setup includes a Profoto D1 Air 500 and a 3x4 softbox. I use a D1 Air 250 

My one-light setup is similar to what you’ll see in Vanessa Joy’s article this month, on the 1,774 headshots she 

light and to light the background. You have to play with the distance between your light to the subject, and then 
to the background, keeping the light falloff in mind and rationing your light where you want it. This is a great 
setup for on-location shoots when you’re looking to bring minimal equipment.

I light my subject exactly how I want the photo to look. There are pros and cons to broad- and short-lighting a 
client, so I take that into consideration. If I short-light them (photograph the shadow side), it’s slimming, but it 
accentuates wrinkles. If I broad-light them (photograph them on the light side), it smooths the wrinkles but isn’t 
as slimming. Photography is about choices and making them with your client’s best interests in mind.

Occasionally, the client likes something different than I do, and I don’t have a problem catering to their desires 
over my own. After all, they’re paying me to work for them, so I’m happy to go with what they want.

ONE-LIGHT SETUP (WITH SECONDARY LIGHT)

TRUE ONE-LIGHT SETUP

BROAD AND SHORT LIGHT
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You have to gain your client’s trust to get good poses. Everything I tell clients to do feels awkward and unattractive 
to them, so trust is key.

how I’m going to ask them to pose. Once they’re in place, I mirror them behind the camera and instruct them 
how to pose. 

In a nutshell, I tell them this:

“Stand in a skateboard position, with your feet pointed 20 to 30 degrees away from the camera. Feel comfortable 
in your pose. If your feet feel awkwardly placed, chances are you’ll look awkward.”

“Hold your shoulders back, head and chin pushed out toward the camera. The idea is to extend the distance from 
the chin to the chest, elongating your neck but not posing it too far up or down.”

Once my clients start doing what I ask, they all say the same thing: “It feels awkward!” I actually like this 
because it gives me the chance to show them why it’s better. I have them take one picture standing normally, 
and then another listening to what I tell them to do. Then I have them come over to my tethering station, where I 
show them the before and after images. Once they see the difference, they’re all mine and trust me 100 percent. 

From there, I tell them to look at me like I am at 12 o’clock. Then I have them turn their shoulders to 1:30 and 
their head to 1 o’clock. As I start shooting, I have them turn their head in small increments, left and right, to get 

POSING
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Moshe Zusman is recognized for his innovative, bold use of light and color with a distinctly 
modern edge. The Washington, D.C.-based Moshe has been shooting for more than a 
decade, and specializes in weddings, portraits, headshots and events. He has been featured 
at numerous workshops and conferences, including WPPI, PhotoPlus Expo, ImagingUSA and 
ShutterFest, and also hosts his own workshops at his D.C. studio.
www.headshotdc.com

Lighting, posing and reading faces all work together much like the exposure triangle. What you do with one 
affects the other, and they can’t really be altered independently from one another. 

Being a photographer is about making choices and decisions to achieve the outcome that both you and your 
client are looking for. Check out the video to see these three easy steps come to life.
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MAKE + SHARE 
PROFESSIONAL 
VIDEO SLIDESHOWS 

See how Crystal Stokes turns sweet moments into 
stunning imagery in her ProShow Web slideshow.  

VISIT: WWW.PROSHOWWEB.COM
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YOU COULD BE DONE.ARE YOU STILL EDITING?

BEFORE AFTER
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HEADSHOTS
IN 16 HOURS

with Vanessa Joy
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As a wedding photographer, I envy portrait 
shooters who work inside a studio and not 
on location. They get as much time as they 
need to set up the perfect lighting and 
settings, and do everything else that goes 
into a studio photograph. 

But when I shoot weddings, I usually have 

a hundred different variables and take the 
picture within seconds.

When I was invited by Moshe Zusman 
(headshotdc.com), a portrait and fashion 
photographer in Washington, D.C. and a 
ShutterFest speaker, to help at a conference 

he was covering for Snap-on Tools, I was all for it. He needed me to help him shoot headshots 
of as many franchisees as possible. What I didn’t know about the three-day conference in 
Orlando, Florida, was that thousands of franchisees awaited us.

How were we going to be able to shoot that many pictures in such little time? Although the 
conference was three days long, we realistically had two days to shoot it—and they weren’t 
full days since there were other events and classes to cover. 

I ended up assisting Moshe in shooting 1,774 headshots in only 16 hours over the course of 
two days. That is incredible.

So, how do you shoot so many people consistently and quickly, keeping everything 
in order and moving along smoothly? For starters, you need the right tools. Here’s 
our gear list: 

• Profoto D1 1,000-watt strobe 
• Profoto umbrella with diffuser light shaper
• Profoto Canon wireless transmitter 
• Tether Tools JerkStopper camera support
• Tether Tools JerkStopper “A” clamp 1" black
• Tether Tools USA 3.0 SuperSpeed Micro-B cable
• 15" MacBook Pro
• Canon EOS tether
• Lightroom
• Canon 5DS 
• Canon EF 70–200mm f/2.8L (set around 90–100mm)
• Manfrotto 548B Neotec tripod with    Manfrotto MA468MGRC2 ballhead
• 6' white paper backdrop on stands

Thankfully, it was all fairly portable equipment (other than the backdrop, which we 
borrowed from a photographer there), which was good because the conference was 
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1,774 Headshots in 16 Hours | Vanessa Joy

First, set up and break down everything. The entire area that you can see pictured below took about six minutes 
for three people to set up and another six minutes for three people to break down when they were done.

Another challenge was that because it was a Snap-on convention, we weren’t photographing guys in business 
suits. Not that there’s anything wrong with that, but we weren’t going to require anyone to take off their hats, 
and couldn’t request they wear something a little less busy—those things you would normally do for a portrait 
session. It was also challenging having to shoot people with caps on because they cast a shadow. We asked 
people with glasses to tilt their faces down a bit so we didn’t get the glare of the umbrella in the glasses. There 

process of photographing everyone.

We asked each attendee to take off his name badge, place it on the table and then put his left foot on the black 
X and smile. That sounds nice and easy, but after you’ve said, “Please take off your name badge, walk around 
the table and put your left foot on the black X” over seventeen hundred times, it starts to wear on you. I started 
losing my voice, and had to drink honey to coat my throat so I was able to speak without coughing on everyone.

We told tell them to look at us and smile, though not everyone listened or wanted to smile or had the same 

that was on their badge, thanked them and sent them on their way. 

And on and on and on.

Our exposure settings were ISO 100, 1/160th at f/5.0, with a white balance of 5100K. Moshe wanted to shoot at 
a high enough aperture that everything was easily in focus, and at a lower ISO so that the quality of the image 
was as good as it could be. Once he had those settings, he turned on the Profoto light and set it to 6.2 to start. He 
took test shots and adjusted it manually, going to 6.5 power, which was the sweet spot. 

saw that we were setting up, a line started to form. There’s no pressure like tons of people watching you work 
and waiting for you to open so they can rush in and get their picture taken.
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How to Shoot Portraits On Location
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1,774 Headshots in 16 Hours | Vanessa Joy

We had two stations set up. Moshe took the photos while I tethered to Lightroom 

badges on the table so the second that one person was done, he could come over to 

I’m known as a gearhead, and I want to have the best of everything. Is it necessary 
to have the top-of-the-line lens, camera and strobe all the time? No, but this is one 
of those cases where we needed to have the best in order to make everything run 
seamlessly. When you’re taking 1,774 
headshots, the last thing you want is 

Thankfully, because we were using the 
Profoto D1 to light these portraits, there 

Then, to top it off, the consistency in the 
color and light output from one picture 

almost all post-production work. 
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TWO STATIONS

Another key component was having a simple lighting setup that Moshe knew could work for everyone. Light is 
everything, and when deciding on light shapers for strobes, we are usually looking at subjects’ facial structure 

everyone. To do this, we had the light set up with the umbrella and diffuser so that it would cast very soft light 
onto the subject. We had it fairly close to them, 3 or 4 feet away from their faces. It was about 20 degrees off to 
camera left, where it wouldn’t cast any harsh shadows as the light wrapped around the face.

took a few fun shots. Or, if a franchisee with young kids came by, even though it wasn’t required, we had them 
take a few daddy shots. It helped keep everything fun and energetic through a long two days of standing in  
one place.
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1,774 Headshots in 16 Hours | Vanessa Joy

I’m happy to say that this was a great learning experience. I have a newfound respect for any photographer who 
works intense volume jobs like these. I’m not going to compare it to weddings because it’s a completely different 
beast, but I can say that after the two days and 16 hours’ total shooting time, I was wiped out even though I was 
mostly only typing, talking and smiling. 

Check out the video to see some of the shots.

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.

vanessajoy.com

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

NOVEMBER 8-9, 2016 | TUCSON, AZ | $499

SHUTTERFEST.COM/PROJECT-LUNACY
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The List | October 2016

American Color Imaging offers beautiful 
albums for all occasions! The Riveli premier 
photo album line offers the ability to 
completely customize your album with over 
80 leather options, 13 gilding options, and 
multiple cover and paper options. 

With Riveli albums you can offer your clients 
a one of a kind album that they will cherish 
for years to come!

www.acilab.com/products/riveli-albums

Songfreedom was created to bring the best 
music to creatives for a price that makes 
sense. With a library specially curated by 
an unparalleled team of Music Supervisors, 
Songfreedom brings exactly what you need 
for your next video.

Featuring music by popular Mainstream 
artists and incredible Indie artists, this library 
has multiple selections for your every musical 
need.

www.songfreedom.com

Invest in your education this November at  
Adobe MAX, a five-day creativity conference 
that brings together over 9,000 of the 
world’s top designers, illustrators, web and 
app developers, photographers and video 
professionals. 

MAX includes keynote sessions where you 
can hear about industry trends and Adobe’s 
product plans; a variety of networking events; 
and a community pavilion with partner 
booths, maker fair experiences and a chance 
to talk with the Adobe product teams.

max.adobe.com

The Bensonhurst Collection is sleek, polished 
and made from genuine top-grain leather 
with complimentary designer stitching. 

These adjustable length camera straps offer 
the best in both style and quality, and are 
beveled on the bottom for maximum comfort. 
Custom laser engraving is available at no 
additional charge. Available in black, brown, 
white and red leather. 

www.salvatorethestore.com
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with Michael Corsentino

Phase One DF+ & IQ250, Schneider Kreuznach 150mm lens f/3.5. Settings: f/11, 1/125sec, ISO 100.
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Lighting Male Portraits | Michael Corsentino

In this BTS image, you can see the height, angle and light 
placement used for both the black-and-white and color 

Here the soft egg crate grids have been removed and the lights    
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Lighting Male Portraits | Michael Corsentino

STRIP BOXES

GRIDS

Phase One DF+ & IQ250, Schneider Kreuznach 150mm lens f/3.5. Settings: f/16, 1/125sec, ISO 100.
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MODIFYING THE QUALITY OF LIGHT
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Lighting Male Portraits | Michael Corsentino
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Here, you can see the effect of colored gels used at their full intensity without any white light 
from the strobe mixed in. For my money, the effect is too strong.

In this next image, you can see the results of my “ghetto gel technique,” where I mix both 
color from the gels and white light from the strobes to create a more subtle effect.

 
 

 

MY GHETTO GEL TECHNIQUE
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Lighting Male Portraits | Michael Corsentino

DIMENSIONAL LIGHT VS. FLAT LIGHT
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In this overhead view, you can see what was essentially the cross light pattern used 

By simply removing the soft egg crate grids and repositioning the strip boxes, as 

Building your lighting patterns one light at a time makes it much easier to judge the effect each light is having. Here, I’m 
dialing in the desired amount of light and adjusting where it falls on the subject’s face.
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Lighting Male Portraits | Michael Corsentino

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.

corsentinophotography.com

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

www.tamron-usa.com

The Power of Great Portraits  
is in Your Hands

Make a closer connection with your subject. 
Introducing the Tamron SP 85mm F/1.8 lens 
with Vibration Compensation.

SP 85mm F/1.8 Di VC USD (Model F016)
For Canon, Nikon and Sony* mounts

Di: For APS-C format and full-frame DSLR cameras
* Sony mount model without VC

©
 Thom

as K
ettner   Focal leng

th: 85m
m

   E
xposure: F/1.8  1/640sec
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Phase One DF+ & IQ250, Schneider Kreuznach 80mm lens f/2.8. Settings: f/16, 1/125sec, ISO 100.



*not valid on framed products
vbysal.com
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Product Review | Camera Bits

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

The digital workflow is the bane of almost every photographer’s existence. We all love creating images. It’s 
the culling and editing process that gives most of us nightmares. We have clients screaming for images, 
family and personal commitments, the list goes on and on…

And the size of the digital files doesn’t help matters. Loading and selecting images is an act of attrition—in 
some cases, bringing our machines and patience to a grinding halt. 

Every second counts. What’s your time worth?

With Photo Mechanic, there is no need to wait for previews to render; it’s instantaneous. You can 
immediately start selecting your images, rating them and adding metadata, saving you countless hours. 
This is all part of a healthy digital workflow that can be used with Lightroom, On1 and other platforms. 

Save 10% on Photo Mechanic with coupon code OCTSHUTTER.

Try it FREE for 30 days—you will love it! 

Other key features include:

• Photo Mechanic is a workflow accelerator. Simply put, it’s the fastest viewer for digital photos. Photo 
Mechanic is built to give you back more time for the fun stuff. It makes all that file management and 
organization stuff go as quickly as possible.
• With hundreds or thousands of images to cull through, you can instantly view your images, rate them 
and pick the winners to work with. All while your photos are still loading into the program. 
• Photo Mechanic is designed to work seamlessly with other programs in your workflow. Once you’re 
done culling images, you can send them off to other programs like Lightroom, Fundy Designer and 
On1. Get web gallery integration with PhotoShelter, Zenfolio, SmugMug or Flickr. 

Why Photo Mechanic?
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For more information, visit camerabits.com
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A PERSONAL APPROACH
PORTRAIT PHOTOGRAPHY

Take a Step Back:

with Melanie Anderson
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A Personal Approach to Portrait Photography | Melanie Anderson

For this month’s theme of families and portraits, I want to share some new ideas for how to capture images of 
your family. Whether traveling or enjoying a day out, document your favorite times with your family—but take 
a step back, and capture from behind.

While traveling in Paris and Italy recently with my oldest daughter, Sarah, I took tons of photos with my iPhone, 

away by the culture, landscapes and architecture. Breathtaking. 

There were moments when I would take a step back and watch as my daughter took in the sights. I came up with 

her eyes, all from behind. 

The images in this article are very personal to me. They are intimate, creative, artistic. They remind me of our 
time together. These photos take me back to this time in a way that other vacation photos I have taken do not. 
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A Personal Approach to Portrait Photography | Melanie Anderson
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Whether you are on vacation, taking a walk or enjoying a day trip, take a step back. Watch the interaction. 
Capture a moment with your child in her favorite places—strolling through the city, interacting with a sibling, 

Create with this moment. Celebrate this moment. 

of family portraits for clients, and dozens with my family and extended family—in studio, on location, urban 

to a session, or devised in the moment. 

Most of the family portraits I have taken are more thought out—I spaced and posed family members, ensuring 
hands, chins and smiles were all as they should be. The approach I took with Sarah was about taking a step 
back and seeing her within the scenery, making these some of my most treasured images. These are the types of 
images I want on my walls. 

Emotion

Capturing the Moment
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Family portraits tend to seem very posed. Let’s step out of this style and create differently. This trip with my 
daughter gave me a new idea for documenting the moment—breathing the air, capturing her from within, 

would I have been burdened with the weight of all the gear, but I think my mindset would have been more about 
documenting the beauty I was seeing, as opposed to being “within” the beauty. Without all my equipment, we 
were able to travel much lighter, walk faster, be more intentional about the locations we were visiting, all while 
living in the moment. Sure, there were many times that I stopped to capture a doorway, some scenery, a sunset, 
but I was able to do so quickly and artfully. 

Would you consider these images to be portraiture? To me, many of these images represent a subject, my 
daughter, in a moment that captures the essence of so many things. They stir emotion and a beauty that I would 
not have captured if she’d been posed facing my camera. Notice that not one of them is of her looking at me, no 

story and how I want you to feel about each image were determined by the processing of each one. I was able to 
blend landscape, architecture, art, creativity and a person, all in one image. 

More Candid Nontraditional
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My favorite iPhone photo app is Snapseed. It allows me to create art with the click of a few buttons. Most of the 

time that you can jazz up and then upload immediately. I love creating this way. I don’t always have the time 

phone offers an ideal way to capture and share life moments. 

When I look back at these pictures, although I now call them portraits, I think about how special this time was 
with my 20-year-old daughter. I can’t help but relive the day, the experience and how grateful I am that I took a 
step back. We only get one chance at this life—experience and document it to the fullest. 

Tools

Instant Sharing
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Melanie Anderson is an award-winning photographer and wife to her husband of 20 years, Bill, 
and a mother to their four children, Sarah, Emily, Kayla and Billy. Anderson Photographs is located 
in the Arts & Entertainment District of downtown Hagerstown, Maryland. Melanie is a Certified 
Professional Photographer who received her Photographic Craftsman degree in February 2015. 
Melanie is passionate about one-on-one mentoring and works diligently to provide educational 
resources and workshops to fellow photographers through Anderson Education. Learn more at 
AndersonPhotographs.com.

andersonphotographs.com

LEARN MORE.
youtube.com/btsShutterMagazine
Click here or check us out at
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P O r t r a i t  s t u d i o
with Miguel Quiles
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If you have a studio portrait business, you’ve probably had potential clients who wanted to do business with you 
but couldn’t make it to your studio. I decided to maximize my sales opportunities by creating our Studio-to-You 
package: I literally take my studio to them. 

In the beginning, I brought all of my studio equipment, which was exhausting and ineffective. With experience 
and research, I found an awesome combination of studio gear that I can transport easily, and set up and tear 
down without breaking a sweat. 

Here’s what I have in my mobile portrait studio.

I use a variety of backgrounds in my studio, but most of them aren’t meant to be portable, and take some time 
to set up. To be as light and nimble as possible, I use the Savage black/white collapsible backdrop. Unlike 

and weigh just a few pounds. They are double-sided, so you have two options that can be quickly and easily 
switched out. 

Along with the solid white-and-black collapsible backdrop, I use Savage’s textured backgrounds for my 
Dramatic Portrait series. These backdrops come in two sizes that can be used for both individual and group 
portraits. They come with a light stand and take seconds to set up. These have been essential to my mobile 
portrait studio.

B a c k g r o u n d s
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The majority of my portfolio images were shot using a studio strobe. Strobes are my preferred lighting because 

Indra500 paired with the Phottix Luna Octa. The Indra500 is a studio strobe that offers high-speed sync (HSS) 
and through-the-lens metering (TTL). It works off a portable battery pack, which is great for using it in the 
studio or outdoors. If you’re planning to shoot thousands of images or for several hours in a day, get the optional  
AC adapter. 

a modeling light, which can come in handy. The upside is that you can pack them in your bag without much 
hassle.

standard softboxes are more your style, they have options for you. Pair these items with triggers, such as the 
Phottix Odin II, and you’re all kitted up and ready to shoot no matter what the lighting situation.

L i g h t i n g  &  M o d i f i e r s
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in-between option if you need more light bounce than the white side or less than the silver side can provide. One 

when I’m using it for portrait work. I don’t always use one for my portraits, but I never leave home without it. 

R e f l e c t o r s

sturdy but also light. I recently started using Kupo Click Stands. These click into one another, which makes 
them easy to carry around. You can even connect a strap for added portability. At a minimum, you’ll need  

as well.

S t a n d s
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Shooting portraits and headshots at a client’s location requires me to have all of my gear easily accessible and 
protected. The ability to be able to take all of your studio gear on location in one trip is vitally important. Time 
is money. If you have to take multiple trips back and forth to your vehicle, it cuts into your setup time, which 
cuts into the time you have to work with your clients. 

for all your lenses, several camera bodies, as well as batteries and any other accessories. It also has space for my 
laptop and tethering gear, which I set up to allow my clients to preview their images after the shoot. The front 

keys, wallet and phone. 
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Miguel Quiles is a New Jersey-based commercial wedding and portrait photographer who’s 
been involved in the industry for over 15 years, starting off first as a salesman at a local camera 
store. Since then, Miguel has been refining his skills and pushing the limits of his creative abilities. 
As a self-taught photographer, Miguel hopes to share his experience and knowledge with new 
and upcoming photographers who wish to take their work to the next level.

miguelquiles.com

This has been my mobile setup for the last four years. I can’t recommend it highly enough. Everything packs 
up easily so you can carry everything in and out of your shooting location in a single trip. With a little time and 

If you want to explore new opportunities for portrait clients, incorporate these mobile studio tips and take your 
portrait business to new levels.
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All made in Japan. Our entire line-up on sigmaphoto.com. USA 4-Year Service Protection

SIGMA Corporation of America | 15 Fleetwood Court | Ronkonkoma, NY 11779, U.S.A. | Tel: (631) 585-1144
Follow us on Instagram @sigmaphoto and Facebook.com/sigmacorporationofamerica

24-35mm F2 DG HSM
Case, hood (LH876-03) included. 

24-105mm F4 DG HSM
Case, hood (LH876-02) included. 

18-35mm F1.8 DC HSM
Case, hood (LH780-06) included. 

50-100mm F1.8 DC HSM
Case, hood (LH880-02) included. 

The Sigma Art zoom lenses are perfect for the kind of 
photography that unleashes your inner artist.

Available in APS-C and Full Frame formats, the Art 
zooms feature constant apertures, versatile zoom 
ranges, and outstanding optical performance.

PRIME PERFORMANCE-
ZOOM CONVENIENCE. 

SIGMA USB Dock
Update, adjust & personalize. 
Customization never thought possible. 
Sold separately.

Learn more sigmaphoto.com/usb-dock

T h e  M o b i l e  S t u d i o  C o m p l e t e d
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FEATURED: ICE QUEEN GOWN

enceptionrentals.com 

Wedding & Fashion Rentals delivered right to your doorstep. 
Starting at $99 | Go Pro and save up to 50%!
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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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GOT MORE QUESTIONS?
Every month we will have a call for questions on our Facebook 

page and Sal will answer them with real-world advice.

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

WITH

Q A+
+ Negotiating contracts with wedding planners. 
+ Tips for photographing group portraits.
+ Marketing to your clients on a budget.
+ Getting your clients out of the “Shoot & Burn”  
mindset.
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The two major holiday seasons for photographers in the United States are the November-December holidays 
and, in the spring, Mother’s Day, graduations and Father’s Day. While there are a few isolated blips around 
Valentine’s Day, Easter, etc., it’s these two major periods that account for your greatest potential sales.

Here are the big questions of the day: What are you doing to create excitement and get your 
target audience thinking about professional photography? What are you going to offer 
them that’s different from what your competitors offer?  

I want to get you thinking about creating a little buzz 
first. So many of you run your business as if people 
magically appear on your doorstep. The truth is, 
with all the noise in our lives, it’s harder than 
ever to reach our audience. That means 
you’ve got to consistently be out there 
with interesting content on your 
blog, posting on social media 
and sending out a press 
release at least once 
a month.

Everything should start with a call to your lab and album company. It’s an easy question to ask: 
“What’s new this year?” Every lab has a constantly growing list of new products. They’re printing 
on just about everything, and they’re printing in different sizes, with and without frames. They’re 
creating image boxes and every album size imaginable.

Next, presentation products. I’ve got two personal favorites: slideshows from Photodex, and physical 
storage and presentation products from PhotoFlashDrive.com. They’re two completely different 
products that offer you the ability to create some serious excitement.

Photodex is all about slideshow presentations. There’s not very much that can top a consumer’s 
excitement more than a 30- to 90-second hybrid video holiday card, especially if you’ve surprised 
them with it. It all starts with the portrait session, followed by a combination of still images, a short 
video clip or two from the shoot, and great music. 

Need some examples? Wander over to YouTube and find Suzette Allen’s channel. You’ll have no 
problem envisioning a client’s excitement over a family holiday card that wishes friends, “Happy 
holidays!”

If you were at ShutterFest or any other major convention this past year, you hopefully met Brian 
Campbell and the crew from PhotoFlashDrive.com. One of my favorite of his packages was a rustic 
box that holds a bottle of wine or champagne along with a flash drive and prints. They also have a 
stunning lacquered box with a lock—the perfect gift to enhance a boudoir session. It holds a flash 
drive and a small stack of prints. Your clients haven’t seen anything like them.

With just a little effort, you can jazz up that boring old gift card or certificate. 

What companies come to mind when you think high-end products? Tiffany’s? Godiva Chocolates? 
Dom Perignon? Even though Dom Perignon isn’t considered as top shelf as it once was, it still comes 
in a heavyweight dark green box with the gold label on the top. Tiffany’s has its turquoise bags and 
boxes, and Godiva’s packaging is equally as slick. 

Have a gift card custom-designed and printed on quality material. Next, package it in a classy gift box 
with your logo on the top. Your goal is to give it a level of upscale value—it’s not a certificate for a 
sitting, but a ticket to creating a stunning fine-art heirloom.

CREATING BUZZ

WHAT ARE YOU OFFERING THAT’S DIFFERENT?

GIFT CARD PRESENTATION
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Over the years, I’ve heard so many photographers blame the decline in business on everything 
from the “Uncle Harrys” of the world, to the economy, to consumers’ “that’s good enough” cell 
phone photography. 

Stop believing people who say, “Consumers don’t know the difference!” The truth is, they 
might not initially, but that’s where you have to start the education process. When you put an 
outstanding image next to a mediocre one, they do see a difference. And if you bring creative 
ideas to their attention, you can build a stronger business.

Whenever somebody tells me they’re having a great year, they always add, “But I’ve never 
worked so hard in my life!” Business is out there, but it’s up to you to find it and remind people 
what makes your work different. 

Your website is about what you sell, and your blog is about what’s in your heart. Creating buzz starts 
with great blogging. Just like publicity helps legitimize advertising, your blog posts help clarify the 
products and services you sell.

This is where you get to shine with great content for your readers. Remember, in the portrait social 
categories, women make 98 percent of purchase decisions. In most cases, that means Mom. While 
brides obviously make up a big part of your target audience, because we’re talking about after-event 
marketing, this is mostly Mom’s turf.

Write posts that get your clients thinking about photography. Here are some ideas.

• Blog about the importance of printed images. Michele Celentano wrote an amazing piece 
several years ago titled “I Believe.” She gave photographers the right to reprint it and use it for 
their marketing.

• Give your clients ideas for things to do with images. This is where you can show some 
great ideas from that call you made to your lab or album company. Show images in their final 
presentation, be it canvas, metal, etc.

• Don’t forget frames! I’m a huge fan of custom framing with a nicely matted print. The education 
process starts with you planting the seed with your target audience. 

• Blog about great gift ideas. Again, you have to get your clients thinking about new ideas. While 
canvas prints might be old to you, they might be new to your clients.

• Create a marketing hybrid video of still images together with video clips and music. Get your 
audience thinking about a video holiday card this season.

• Write a post about your gift cards. Title it something like, “What Do You Get That Special 
Person Who Has Everything?”

• Blog about the importance of capturing memories. This is why I always suggest using the 
“Throwback Thursday” theme on your blog. Old photographs, especially professional ones, 
demonstrate the value of photography. Share your images with a regular reminder of how fast kids 
grow up. Great moments become cherished memories.

• Blog about storytelling. You might take it for granted how you cover an event with scene-setter 
images, details and a mix of more formal portraiture together with a photojournalistic series of 
images. Share the key elements you look for when telling a story. This reinforces your skill set.

USE YOUR BLOG
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As Seth Godin wrote, “People don’t buy what they need. They buy what they want.” So, there it is: 
The hardest part of marketing is educating your customers and creating things they want.

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 photographic 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

They buy what they want.
-Seth Godin

People don’t buy what they need.
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Building Your First Portfolio | Jeff Rojas
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Building Your First Portfolio | Jeff Rojas

Fig. 1.3

   
Im

a
g

e
 ©

  J
eff

 R
o

ja
s

   
Im

a
g

e
 ©

  J
eff

 R
o

ja
s



18
9
   

b
eh

in
d

th
es

h
u

tt
er

.c
o

m

Building Your First Portfolio | Jeff Rojas
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Research Your Market & Photograph What You Want to Be Hired For
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Building Your First Portfolio | Jeff Rojas

Showcase Your Best Work
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Fig. 1.7

Fig. 1.6
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Building Your First Portfolio | Jeff Rojas

Jeff Rojas is an American photographer and author based in New York City. His primary body of 
work is his portrait and fashion photography that has been published in both Elle and Esquire. 
Jeff is a heralded photography instructor at platforms like CreativeLive, WPPI, the Photo Plus 
Expo, Imaging USA and APA.

sajorffej.com
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gunmetal + ice white espresso + chocolate black + gunmetal

TWO-TONE FOLIO

BLOW-OUT SALE

SCALBUMS.COM

THE SIGNATURE COLLECTION
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Ways to Grow Your Client Base | Laurin Thienes
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When you are getting started, growing your client base is the most challenging and important task. If you’re a 
portrait photographer, you’re probably focusing on one or all of the following areas: families, seniors, children, 

time networking to get your name out. 
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SPORTS ACTION

KEYS TO EXECUTING

reach an audience that would generate the leads I needed to photograph seniors. As I struggled to do much more 
than get referral business, I seemingly struck gold: A senior I had worked with wanted me to come photograph 

next day, after I had culled the images, I posted the keepers online and enlisted my client to get the word out. I 
immediately started getting orders for prints and digital downloads, followed by inquiries from other families 

I planned to attend other games where I would capture more action images. For each game, I printed a handful 

at the games. Life was good.

Size.

Online gallery. 
Think about your audience.

Facebook.

Practice. Sports action photography is not easy. It’s hard to watch a game through the lens, but if you’re not 
watching through the lens, you will not get the hero shots. It takes practice. Lots of practice. Get out there  
and shoot.
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SMALL-SCHOOL PORTRAITS

KEYS TO EXECUTING

If you want to reach multiple families spanning multiple age groups, do school photos. I am not talking about 
your run-of-the-mill public school with a bazillion kids—don’t waste your time unless you are calling in a major 

senior portrait session for each kid. This offering is so different from the boring blue background that many 
independent schools will jump at the opportunity.

To an extent, this is run-and-gun shooting, but outdoor portraits at the school are a game changer from what 

feet from each other—school steps, a trailing brick wall, a tree. These are all cliché, but remember that parents 

Organization. 

Help. Enlist a friend (or two) to help keep people in check, feed students to you, write details on order 

Prepare. If photographing younger children is not your strong suit, do a run-through or two before you 
show up on picture day. Remember, the quality and experience of working with you will help sell you 
down the road.
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Don’t be a creeper. Whether you are working with high school or elementary kids, running around with 
a huge lens on your camera can weird out some people. Reach out to the appropriate people—coaches, 
athletic directors and the like. If a parent asks you not to photograph (or post) their child, whether or not 

Donate photos. 

school administrators will become your best friend or worst nightmare depending on how you treat them.

Collect data.

The two main ideas here are tied to working with students, but the difference in demographics can help you 

to increase their client base from zero, it is also a great way for established photographers to keep fresh new faces 

Laurin Thienes is the cofounder and director of operations for Evolve Edits, the leading post-
production house for wedding and portrait photographers in the U.S. He studied photography 
at the Brooks Institute of Photography, and has been photographing weddings for 15 years. The 
native of Portland, Oregon, currently lives in O’Fallon, Illinois, with his wife, Melissa, son Lukas 
and red-headed 4-year-old daughter Sophia.

evolveedits.com

www.adoramapix.com    888-216-6400

Kathleen Clemons

Stop and see the roses...
Kathleen Clemons cannot walk past a flower without the temptation to create. She has 
produced some of the most stunning masterpieces of pure light and true life. Kathleen
has a keen eye (and nose) for wild beauty. We are grateful to help Clemons create a 
garden of photographic delights.

AdoramaPix Ambassadors are envoys of what makes the art of photography special and what 
keeps us constantly striving for perfection.

See more about all of our AdoramaPix Ambassadors at adoramapix.com/ambassador

“I am continually impressed by the
quality of the work AdoramaPix

provides. From Photo Books to Large
Prints, I have been extremely satisfied

with the products I have received.”
- Kathleen Clemons

  Adoramapix Ambassador

ADDITIONAL TIPS



   © Salvatore Cincotta Photography

photographer salvatore cincotta

gear phase one iq3 | schneider 80mm

exposure
lighting

location

image title fallen
f5.6 @ 1/250, ISO 200

profoto b1 with umbrella and diffusion sock
hamburg, germany
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What sets a professional photographer apart from everyone 
else is the ability to control nature. The Profoto B2 is a power-
ful battery flash that enables you to create images regardless 
of the sun being there or not. Packed in a portable package 
with TTL, HSS and 120+ Light Shaping Tools to choose from, 
so you can create the sunshine you want.

Learn more at profoto.com/offcameraflash

Michael Anthony
creates his own sunshine
Profoto B2

LEARN MORE.
youtube.com/btsShutterMagazine
Click here or check us out at
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Pye Jirsa creates  
his own golden hour
Profoto B1
What sets a professional photographer apart from everyone 
else is the ability to control nature. The Profoto B1 is a power-
ful battery flash that enables you to create images regardless 
of the sun being there or not. Packed in a portable package 
with TTL, HSS and 120+ Light Shaping Tools to choose from, 
so you can create the sunshine you want.

Learn more at profoto.com/offcameraflash

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


	01_000-001
	02_002-003
	03_004-005
	04_006-007
	05_012-023
	06_024-031
	07_032-033
	08_034-035
	09_036-047
	10_048-049
	11_050-061
	12_062-063
	13_064-075
	14_076-077
	15_078-085
	16_086-087
	17_088-099
	18_100-101
	19_102-111
	20_112-113
	21_114-125
	22_126-127
	23_128-129
	24_130-141
	25_142-153
	26_154-155
	27_156-169
	28_170-171
	29_172-173
	30_174-175
	31_176-183
	32_184-195
	33_196-197
	34_198-207
	35_208-209
	36_210-211

