
Clear & Concise Mental Picture 

The exercise today is designed  to help you visualise why you even have a business in the first place. 

Whats your driving force - what are your goals, and how can you practically achieve them? 

1. What type of things - aside from photography - do you enjoy doing? This can be as simple as family 

time, and as hands on as becoming a cosplayer (google it, it's clean!). 

2. What things do you want to achieve? Think bucket list. Do you want to travel? Do you want to get in 

shape? 

3.  Go back to 2. and make it much more specific - Where do you want to travel? How do you want to get 

there? What accommodation would you stay in? / What are your weight loss goals? What type of 

exercise interests you? - the aim here is to be specific, because : 

4. How much will it cost? It's useful to have this as a monthly cost. Estimate for now, unless you know. 

Even family time has a 'cost', as you won't be working during those hours. 

5. How much do you want to save? Think about house moves etc! What are your pension options? 

6. How much do you need to earn from your photography business (after costs, of course!)? 

It's important to live your life. Have you ever felt like your business controls you? That if you leave a 

job on your list til tomorrow that everything will fall apart? That's ok, but we don't want to stay there! 

This process begins to free you from your business, and allows you to be in control! 

  



The visitors to our websites are super varied, but we're interested in the ones who are definitely going 

to buy. 

With that in mind - everything on our websites must be geared towards them!I know trying to describe 

your ideal client can feel like a impossible task, especially if you don’t know who they are! 

An ideal client is a client that you are going to “click” with in terms of style and personality so, 

1.  What type of person would you find it easy to work with? Organised, scatty,      chilled out, 

image/fashion conscious, family-focused, introvert, extrovert, emotional etc… 

2. What type of style would you like them to have? Rustic/retro/hipster/high-society etc 

3. What are your unique skills? Moments/emotion you enjoy capturing? Do you have a documentary or 

fine art style? What is the dominate feel of your work - i.e., bright, dark, fun, pensive, full of life or 

serene etc? 

It is where your ideal client and your unique strengths merge that is the sweet spot for your business. 

If you are really stuck try thinking of the things that YOU love and your own personality. Your ideal 

client is NOT exactly the same as you but it is a great place to start as in order to “click” with each 

other you are likely to have things in common. 

Once you have done this you can then you start to think ; 

1. Lets start with 'demographic'. What age, race, gender, orientation and religion are they? 

2. What media do they consume? Magazines? Movies? Music? (they don't have to start with 'M'!). List 

as many interests as you can think of. 

3. Specifically, which brands do they enjoy? Which artists do they listen to? Which magazine do they 

read? List at least 10 things. 

4. Now lets look to make sure our photography style matches up - go to the websites of the items listed. 

What does the imagery look like? What are the common themes? Make absolutely sure that you're 

looking past editing. Whats the content? What emotions are conveyed. Clients on the whole won't 

notice editing too much. 

5. Next, look at the words - what are the common phrases and adjectives? List the 3 most common 

descriptive words that stand out to you. 

This will help us begin to 'feel' what our clients feel. And that's important - purchasing is always an 

emotional decision. Always. 

1. What is your Ideal Client looking for in a photographer? What things do the hate about other 

photographers pictures? What things will they love about yours? Again, focus on emotions. 



2. How can you communicate - non-verbally - that you are non of the things they don't like, but all of the 

things they do like? There's your portfolio. 

SJ will be talking in later modules about how you can communicate verbally, so watch out for that. 

 


