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Have you ever lost a great client or a potential sale to a cheaper photographer? 

Like I did in the early days, I'm sure you've lost more than a few, and it seems to be 
getting worse every day. 

It's one thing to lose out because they found a photographer better suited to their needs, 
but losing someone based on price alone feels more like betrayal than a rational decision. 

On top of that, you feel defeated by the ultimate business weapon, and maybe the only 
way to fight back is to beat the cheaper photographers at their own game. 

Whoa, don't give up so quickly! 

Competing on price is the path to self-destruction because no matter how much you lower 
your prices, or try to stuff your packages with more value, there will always be someone 
determined to do it cheaper than you. 

It's not called "the race to the bottom"  for nothing. 

Your talent, artistry, and the photography you create are NOT commodities like sugar or 
coffee. In fact, it's the complete opposite  of a commodity because there's only ONE place 
in the world where people can get your photography—from  YOU . 

With something so unique to offer, why would you ever want to lower the price to 
compete with a bunch of people who can't even provide the same thing you can? 

And yet, photographers fall into this trap all the time for one simple reason: 

They forget that the customer will be  forced  to make their buying 
decision based on price in the absence of other value-based 

information or emotional motivators... 

You can't blame the consumer for taking the cheapest option if the price is the only 
obvious thing separating the choices in front of them. 

But how do you give them other things to consider as part of their buying process? 

That's what this quick cheat sheet is designed to help you with… 
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Cheat Sheet: You vs  The Cheap Photographer 

 You Your Competition The Winning Strategy 

Target Clients Serve a specific and select 
audience. 

Serve anyone who will pay 
them. 

Know exactly who it is you 
want to serve. 

Brand Message Have specific & unique 
reasons for why you're a pro 
photographer. 

Mainly in it for the money, or 
only as a sideline. Many still 
have an amateur mindset. 

Connect with your "why" and 
what drives you. All of your 
marketing communicates this. 

Unique Factors Offer an experience that your 
clients can't get from any 
other photographer. 

Disorganized, inconsistent, 
low-prestige approach. Offer 
products & service that lower 
the bar. 

Identify 3-5 elements that 
make your offerings 
emotionally valuable to your 
clients. 

The Experience Your existing clients love all 
that you do for them, and 
can't wait to tell their friends 
& family. 

Clients may be happy but are 
they really thrilled? Word of 
mouth isn't so strong. 

Collect and use glowing 
testimonials from happy 
clients, and use them in all 
your marketing channels. 

Photography Style Carefully-honed approach and 
image style that's well 
aligned with your brand. 

Often hit and miss, and not 
immediately identifiable as a 
true style. 

Select and show only your 
very best images. Update 
your portfolio often to 
improve the overall quality of 
your marketing. 

Pricing Premium prices for high 
quality service & interesting 
product selection. 

Low prices aimed squarely at 
undercutting every other 
photographer in the area. 

Communicate your prices only 
at the right time, after real 
value has been established. 

Lead Acquisition Use a method to acquire new 
qualified leads rather than 
going straight for the booking 
or sale. 

Are after the immediate sale 
or booking by appealing to the 
budget-conscious only. 

Build and implement an 
effective lead generation 
system for your website. 

The Sales Process Works directly with clients 
wherever possible to help 
guide them through the sales 
process. 

Delegates the sales process to 
the website with the least 
amount of client contact. 

Use an in-person projection 
and sales process. For fine art 
photographers, the focus is on 
building up a deep rapport 
with potential buyers. 

Communication Value every client like a 
member of your own family. 
Every interaction is polite, 
professional, timely, and 
valuable. 

Shows a lack of care. Often 
use inappropriate channels to 
communicate important 
information (e.g. via text 
message) 

Ensure that every client touch 
point is professional and use 
appropriate channels, such as 
email and phone. Keep clients 
in the loop at every stage of 
the experience. 

Website Clean, simple, design that's 
intended to fulfill the 
marketing purpose of turning 
visitors into leads, and then 
clients or buyers. 

Cheap design, often free web 
solutions (e.g. Wix), designed 
only as a showcase with little 
or no text to connect with 
people on emotional terms. 

Focus on the purpose of your 
website first, and then on the 
aesthetics. Don't rely only on 
the images to connect with 
visitors. Use words as well. 

Storytelling A true photographic artist and 
storyteller who captures the 
emotion & context. Makes an 
effort to communicate these 
on the blog & website. 

Maybe a good visual 
storyteller, but it usually stops 
with the images themselves. 
Blogs tend to be full of photos 
but few words. 

Tell the detailed stories of 
your images in words to draw 
your prospects into your world 
as a photographer, and make 
a connection with you. 

Relationships Values the bond they have 
with clients and buyers. 

Sees clients & buyers more as 
statistics. 

Use email marketing to build 
& nurture relationships. 
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5 Quick-Result Action Steps 

To give you a head-start on the road to finding more clients or fine art buyers, I 
also have 5 action steps for you that take very little time to complete, but will 
deliver quick results. 

Here they are for you: 

1. Write down 3 (or more) compelling aspects of your client experience. You're looking 
for things that make your customers feel good about the experience, rather than 
actual physical products. These make for great copy to go on your "about"  page. 
 

2. Contact 5 of your existing clients and ask them two simple questions: "Why they 
hired you?"  and "What did they value most from the experience of working with 
you?"  You can use their answers to beef up your marketing, but also as testimonials 
on your website (just make sure you ask them for permission to use what they 
said). Rinse and repeat as many times as you can. 
 

3. Develop simple procedures and systems for communicating with prospects and 
clients. Create email drafts for commonly-asked questions, and make sure 
everything you send out is on-time and consistent, so no one falls through the 
cracks. 
 

4. Take a hard look at every page of your website through the eyes of a potential 
client to identify the strong and weak points. Better yet, have someone else do this 
for you. Watch how they use the website, and make note of anything that acts as a 
distraction. You can use this information to continually improve the conversion of 
visitors into leads. 
 

5. Write and publish a blog post about ONE image. With the image displayed at the 
top of the post, write at least 350 words that describes the story of the image in as 
much emotional detail as possible. Think about invoking all the senses, and 
remember to describe the context of the image. 

These simple exercises will help separate you and your business from the cheap 
photographers, and will increase the perceived value of your work, making it more difficult 
for people to compare you with others based on price alone. 

Here are 3 good resources for more in-depth information on some of these topics: 

● Some tips on how to improve your about page… 
● How to get testimonials from raving clients... 
● How to write an effective blog post… 
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What's The Next Step? 

Before you do anything else, print out the checklist on page 2 and tape it up in a 
prominent place in your workspace. 

You can quickly and easily refer to it whenever you need a reminder that beating the 
cheap photographers is NOT a matter of lowering your prices, but doing everything you 
can to elevate the perceived value of your photography and your brand. 

Time To Stand Out From The Crowd 

Next, it's time to let your ideal clients see who you are and what you do. 

After all, you are NOT just "another photographer" . 

But your clients CAN'T tell clearly if you simply blend in as part of the herd! 

 

You are unique. There's only ONE of you, so why settle for a photography 
business that looks the same as every other one? 

The overall experience you give your clients is also one of a kind, and no photographer in 
your area can do what you do in the exact same way you do it. 

And yet, whenever you ask a potential client how their search for a photographer is going, 
the most common answer is something like this: 
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"I've looked at so many websites and photographs that it's all become a bit of a 
blur..." 

Ouch! 

Is that how you want your prospects to feel after looking at what you have to offer? 

Heck no! 

"5 Ways To Stand Out From The Competition" 

To help you avoid this terrible fate, I've put together an in-depth on-demand video 
workshop (with downloadable slides and notes). 

In this video workshop, I'll show you: 

● The reason why cheap photographers can steal your clients… 
● 3 essential things your clients need from you… 
● How to build instant rapport with your website visitors… 
● The 1 thing your best clients care about most… 
● How to cater to the 5 stages of your client’s buying journey… 
● Why the experience of working with you is so important… 
● How to put the power of effective communication to work for you… 

This is 100% training, no-fluff, guaranteed! 

Click below to find out how to get your copy. 

FIND OUT MORE   

 

Thanks for reading, I know this will help your business tremendously, and remember that 
I'm here to answer your questions, so do send those over to me. 

Here's to your success :-) 

 

Nigel Merrick 
Photography Marketing Simplified 
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