
Week Five

Putting it all together in order to get it together…

Yeah… I know that sounds kinda crazy, but that is really what we are going to do.

At this point I am going to ask you to pull your worksheets out and use them to help us 
set some short term goals:

Take an hour or so and write down your challenges, identify how they could hinder your 
possibility for success, and what you intend to do to counter them.

Use a computer, pad of paper, voice recorder… whatever you are most comfortable with 
and talk yourself through the many possibilities of changing the situation for the better.

Perhaps we have to compromise a bit with a spouse or significant other. Maybe there are 
some ways to schedule important time that will not be a drain on family togetherness. 
There may be some ways to channel things we enjoy into productive photography time as 
well.

This is a personal exercise, but it is an important one.

Please do this… it is important to do it to ‘register’ it into your conscience and 
unconscious mind. There it will percolate and build. 

Thanks… we’ll wait right here while you go and do it – take your time.

Welcome back.

OK, we have some goals set, and we have begun thinking of the type of photographer we 
want to be in the area we live. Part time, weekender, full timer… all similar in the 
professionalism but a bit different in actual practice.

Now let’s start getting some research done so we can build our business plan.

Area Demographics:

This refers to an area that I like to think of as concentric circles… growing out from the 
center. 



Take a map of your area and draw a circle 25 miles out from your town in the center. The 
circle will be 50 miles across, but 25 miles from your center.

How much city/town/burb does this take in?

What are the important businesses and demographics?

For example: 

In my concentric circle of 25 miles, I have East Phoenix, Chandler, Ahwatukee and 
Indian Reservation. Ahwatukee and Reservation are not possible clients… but the 9 
Casinos in that circle area are. To the east of me is Intel, Motorola, and 24 identified 
electronics manufacturers. Tempe has many software companies and there a sizeable 
amount of medical technology. North brings a dozen design agencies and graphics firms.

(I know this from a deeper look, which is what we will do at a later date, but first we have 
to identify the areas and demographics.)

If I were a consumer photographer, looking West into Ahwatukee (above average middle 
class) and east to Chandler (middle class and above) would be very useful. South to the 
reservation is a bust (tribal regulations) and North is mostly business.

Importantly, this area is within a 30 minute to 45 minute commute. That is important for 
later when we are actively marketing. I call this circle ‘immediate’ – and no, it doesn’t 
mean we are going to only look there, it means we can market a bit differently when it 
comes to that point.

Let’s do it again with 50 miles away (circle is now 100 miles across).

This is an area that will take you approximately 1-1.5 hours to get to. It is less 
‘economical’ to make the traverse, so we have to treat it a bit differently when we get to 
the in-person marketing. Driving 2.5 hours round trip (unproductive time) on a guess is 
probably NOT good use of time.

Now do the circle at 100 miles away from your center. (The circle is now 200 miles 
across.) A significant distance. I pick up Tucson (well, the outer part, but we are good 
with the extra 15), Glendale, and the far West Valley area… lots of small business and 
companies out there.

The high growth areas of Cave Creek and Fountain Hills are well within this circle.

You now have a roadmap for areas for you to start researching. This is neither a weekend 
assignment, nor a week assignment… this is a forever assignment. Start identifying 
businesses that you think you could do photography for.



One terrible month I decided to walk around a big business park and talk directly to the 
owners about my photography and design business which was only about a mile away. I 
took a handful of postcards and a nicely printed piece that described what I did. It was 
terribly demeaning I thought to myself, but – hey, I needed work. I was willing to do this 
low-level crap to get a gig.

Turned out to be a blast. I met some guys who made custom motorcycle exhaust pipes, a 
couple of wood furniture makers, a closet installation company and about a dozen other 
companies with nice people who did not give me work… but the ones I described all 
came for brochures and photography within the following week. In fact, I was way busy.

My second foray into a similar area did not net any gigs, but the one after that got a 
client that led to two others.

It ain’t easy. It ain’t particularly fun… unless you make it fun. Instead of trying to sell, 
try listening to them explain their business. Do not intrude, do not take up much of their 
time. Ask them questions… about them, not about how much they spend for photography.  
Ask them about their cool exhausts or hand made rocking chairs… it works.

These days we have lots of different ways to reach customers and potential customers… 
email, twitter, blogs, FB, and of course that other thing our phone does… calling them. 
You may need to actually call them to get some info so you can use the other tools at 
your disposal.

NEVER discount the face to face meeting opportunity.

I recommend a note pad in your car, or a voice recorder in your pocket for those times 
when you see a company or hear of a product or a boutique or a distributor that may be of 
some value to your marketing. Take a photo with your P&S (you do carry a P&S don’t 
you… at least your phone…?), make an audio note, write it down.

Then immediately – or on a weekly schedule – enter that information into some sort of 
database/document so you can begin to build a good list for basic research. You may not 
market to every one of them – maybe not even half of them – but you will have some 
winners in there.

Back to the map.

In some areas that are pretty rural, you may not have a huge town/city within those 
circles, but you will have at least a pretty good sized one. In some areas, that could 
include MANY large cities (Cincinnati, Columbus, Louisville and more) and that would 
mean a bit more targeting.

The map shows you your ‘local’ area, and it is an important area to consider as we begin 
to build our portfolios and businesses as that is where we are going to find our financial 
base and income stream at first.



Becoming familiar with your local area also means great practice for when we go 
regional and national later on. 

I know we all read about the guy who was doing ‘nothing’ but merrily shooting pictures 
when one day he was picked up by Nike or Microsoft or some Vodka company to shoot a 
very expensive campaign… from nowhere to top of the heap.

Some call it luck. Some call it destiny.

I call it bullshit.

Doesn’t happen – I know because I have known two such ‘overnight’ successes… and 
they were hard working, talented professionals in their own area when they saw the 
opportunity revealed to them to step up and out.

The luckiest people I know are the ones who are also the hardest working… coincidence?  
I think not.

Build this list. Research a few as you go along.

Stay within your first circle for now.

BTW – we can get to a circle that is 300 miles from you at some point. That is a 5 hour 
drive – and an area we can call ‘local/regional’ – but not yet.

What you will discover are places needing/using photography that you never thought of 
as using commercial photographs. You will start to develop a ‘possibility list’ of 
opportunities and clients and businesses.

It’s all about the numbers, they say.

Yes it is… and those numbers will lead to something good. 

See if you can find at least a dozen businesses for the show in two weeks. And if you 
have time, let us know what you found out from doing a little research.

1. do they have an ad agency?
2. are they in-house?
3. do they use freelance graphic designers?

This is a great place to start to build a list… one that is built for you.

Be selective, but not too selective, as you build this list.



You may be a people/places shooter. If it is a catering company you may not want to 
include it as it is food…

Or is it? Do they use pictures of venues? Do they use photos of happy servers and the 
‘totally professional staff” or the guests interacting with the totally professional staff?

See what I mean… do not be TOO selective and shut out possibilities for your areas of 
interest just because you THINK they don’t use the kinds of images you make. Find out 
what they DO use.

That is part of the research we all must do.

For instance – many of you know I have a glancing preference for Mexican food. I would 
eat it every single meal of wife and kids would allow.

I love Macayo’s, so I just googled the following phrase:
“who is macayo’s ad agency” and got this result:

Ideas Collide:
http://www.ideascollide.com/work/integrated.php

Now I will dig a little deeper.
A quick check into the contact page reveals that Mike Mason is the VP of Creative 
Services.
http://www.ideascollide.com/team/index.php

I am now following them on Twitter.
@IdeasCollide

And I just “Liked” them on Facebook.

Here they are on Linkedin:
http://www.linkedin.com/company/594237?trk=tyah

And their blog may offer some insights as well:
http://ideascollide.com/blog/

The Linkedin page and the blog actually have names and faces.

This took me three minutes and a couple of clicks.

And I have someone to contact, with some information on what they do, and who they do 
it with. 

A perusal of their work on the site shows me a lot about who they hire: People, 
architecture, and product shooters.

http://ideascollide.com/blog/
http://www.linkedin.com/company/594237?trk=tyah
https://twitter.com/#!/IdeasCollide
http://www.ideascollide.com/team/index.php
http://www.ideascollide.com/work/integrated.php


All within three minutes.

I now KNOW who they are, what they do, and if I am a good match.

Research… it isn’t rocket science, but it pays off so well with a large bunch of 
knowledge that we can put to use.

Notice the other clients they have… 

Pretty cool, eh.

(BTW – I picked Macayo’s right out of thin air as I took a call inviting me to lunch 
tomorrow – at Macayo’s.)

We will be doing more of this as we go through the project, but it is a good idea to start 
working on this sort of stuff as early as you can.

I also realize that many who are doing this have already opened their studios or made 
commitments to becoming professional (at any level) and will not want to wait until we 
get to doing this module in full force – so here it is… get after it as we do the work that 
needs to be done.

As you are working on your goals, knowing what is in your area helps narrow it down – 
and knowing what is in your area helps hone the goals more realistically. They follow 
each other – goals/demographics/goals. 

This will take some time, and effort on your part. It is specifically designed to get you on 
the path to thinking about how to find clients. There is a lot more to this exercise, but 
focus like a lazer on this part.

Now.
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