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As photographers, we’re passionate about what we do and talk about it 
excitedly. We just can’t help it! But, in order to book the right clients for your 
business, you need to focus on the prospective client on the other end of the 
phone. What do they value? What are they looking for? What gets them 
excited?

Before you can sell your photography, you need to determine whether you’re a 
good fit for each other. This guide will walk you through the steps I follow in my 
boutique photography business to book the best clients. It starts with going 
beyond answering their questions like ‘how much do you cost’ and instead finding 
more out about them.

EnJOY,
Sarah Petty, MBA

Owner Joy of Marketing and 
Sarah Petty Photography.

Named one of PPA’s Most Profitable Studios
in the United States.

Co-Author New York Times, Best Seller, 
“Worth Every Penny.”

When your phone rings with a       
prospective client, excitement pumps 
through your veins.  An opportunity to 
do what you LOVE, photography, is 
waiting for you to grab it. They are 
interested in YOU! So how do you 
convince them that YOU are worthy of 
photographing them? How do you 
book them from this phone call?

That’s what this free guide is all about! 
I started my photography business 
nearly 15 years ago, and I still get as 
excited as I was my first day in business 
to talk to prospective clients. And I’m 

pretty sure I’ve made every mistake there is when it comes to that first phone 
call. That’s why I put together this guide, 7 Steps to Getting Booked on the First 
Phone Call, to help you make sure you’re booking the right clients. 

In this free guide, I’ll walk you through phase one of my Photography Selling 
System, - what to do on the first phone call. There are 4 other phases in this 
system that have helped me get sales averages in the high 5 figures, every time. 
I’ll tell you more about those later.
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1BE OPTIMISTIC

Be excited to answer your phone! Don’t think of answering a call like 

it’s just one more thing you have to do.  When the phone rings, run to 

it, take a deep breath and smile. You have to put yourself in the mode 

of thinking: “this is how I’m going to make it. I want to talk to this 

person.” Remember, your tone of voice can communicate just as 

effectively to your prospective client as what you’re saying.  You want 

to generate leads and get people excited about your photography, so 

be cheerful when you answer the phone!
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2BUILD RAPPORT

Sending a positive message over the 

phone can help you build rapport with 

your prospective clients before they step 

foot in your studio. Give the caller your 

undivided attention and even if you’re 

having a bad day, try not to be rude, 

snippy or short with them. Remember, 

you are the voice of your brand — your 

attitude and everything you say reflects 

your business. People want to work with 

with people they like and who are willing 

to go that extra mile. Being likeable and 

positive on that first phone call helps you 

build the foundation of your relationship 

with your clients. So keep that golden rule 

in mind: ‘treat others as you would like to 

be treated.’ 
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3BE INQUISITIVE

In order to find an affinity or something you have in common with 

your prospective client, you have to ask a ton of questions. If they 

have children, find out their ages and what schools they attend, ask 

about their spouse and profession or where they went to high school. 

By asking your prospective clients questions, you show that you’re 

interested in them and are more likely to find an affinity. People like to 

do business with people who are like them. Once you’ve identified a 

common interest, your client may think “this person gets me; they’re 

like me” and may feel more comfortable doing business with you. So, 

ask questions and find that common ground. 



4BRING UP WHAT MAKES 
YOU DIFFERENT

Everyone has something that makes them unique as a person and your 

business does, too. When you talk to prospective clients, reveal what 

makes you different and why you stand out from your competitors. Let 

them know what you specialize in and tell them YOUR unique story. This is 

where you create value, you must do this BEFORE you talk price. Explain 

why you’re worth more than the commodity photographer who’s out there 

only charging $200 and giving away CDs like they’re candy. You’ve got to 

create value and show them what makes you different on that very first 

phone call.
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5BELIEVE IN 
YOUR PRICES

If you can’t get past price, you won’t have a 

client, so you need to address price in the 

right way during that very first conversation. 

Be willing to invest 20-30 minutes with 

prospects before you start talking price. You 

want to make sure that they are the right 

client for you. You don’t want to have issues 

later with a price sensitive client. If they’re 

out scouting for the cheapest photographer, 

then they’re not the client you want. Invest 

your time with clients who love what you do 

and love great photography. When a client 

calls and immediately wants to know what 

you charge, tell them that you’d like to ask 

them some questions first, before discussing 

price. Go through the previous four steps 

and show them why you’re different. After 

you have created value for your photography, 

share your price in a positive way. By first 

creating value, you will be more confident 

when discussing price with your prospects.
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6BREAK DOWN OBJECTIONS

Objections are good. You want those objections to come out on the 

first phone call so that you can address them and put them behind 

you. You could lose a sale if you’re spending your time answering 

questions and overcoming objections during that golden hour of the 

sales presentation. As you talk with your prospect and learn more 

about them, they will reveal what types of objections they might 

have. If you can identify these on the first phone call, or early on in the 

sales process, you can overcome them and be better prepared for 

your final sales presentation. You can ask additional questions, tell 

your client a story or use a strategy such as “feel, felt, found” in order 

to break down and overcome the objections early.



7BOOK THE IN-PERSON
CONSULTATION

If you are going to close the sale, you must have an in-person consultation 

with your client. Go through all of the steps, overcome all of the objections 

and lead into the consultation with an assumption of a sale. Instead 

of leaving it open-ended, be confident and say, “I can’t wait for this 

session. Let’s go ahead and get your consultation set up so we can 

plan all of the details from the clothing to the location to coordinating 

everyone’s schedules. I have several openings this week. How about 

Thursday at 4:00 pm?” This gets your client excited, they visualize 

that consultation and they book it. This in-person consultation will 

help you plan and prepare for the session. You will know exactly what 

the client wants, and they will know what to expect during their session.
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s Now you know my foolproof 7 steps for getting 
booked on the first phone call.  I can’t wait for you to 

try them out and to see results!

When I teach the first phone call, I find that many students are 

interested in hearing me demonstrate this, talking through a mock 

first phone call.  I do make that available as part of an in-depth, 

4-part online course I offer, the Photography Selling System. As I 

mentioned at the beginning of the guide, the first phone call is just 

one part of my 4 part selling system. In the Photography Selling 

System course I teach you:

How to adapt your sales process based on which of the 5 portrait 

buyer styles your client is.

I conduct a pre-session consultation while you listen in and overcome 

every single objection. Then, I show you my step-by-step strategy for cre-

ating a sales presentation that results in the sales averages you need.

Learn the step-by-step, down to the minute flow of what needs to 

happen in your sales presentation and how to close the sale - what 

to say and when to say it.

Lesson One: 
Nailing the first phone call & understanding your buyer.

- Renee Browne, Orange County, CA

“I had my first session that I followed everything that I 
learned from you, from qualifying, the consultation, and the 

sales session. I closed the sale today at $6,200!!”
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Lesson Two: 
Pre-session consultation and shooting to sell.

Lesson Three: 
The Golden Hour  - Getting Huge Sales from Thrilled Clients.

- Heidi & Shaun Guerard, Warwick, RI

“We're in a new price set now, utilizing projection sales, 
and our sales have doubled from an average of $1000 to 

an average of $2000....  with a few sales a month upwards of 
$4000 now (which seemed impossible just months ago!).  

We've made some staff changes, decided to take on a 
second photographer AND Shaun and I are now expecting 
baby number 2!  Having another baby was something I was 
beginning to think we would never have the time for, but 

this whole "working less and making more" thing turns out 
to be really great!”
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Find out how I add an additional $1,000 or more to the original order 

and get referrals without seeming pushy or annoying.

I’ve perfected this system over 15 years in my photography business. 

This course can help you if you’re a portrait photographer with:

 ••• Average orders under $1,500

 ••• A process where clients leave without placing an order

 ••• A sales process that includes proofs or online galleries

I offer this course to a limited number of students during specific 

times of the year. 

Lesson Four: 
After the Sale: Opportunities for Upselling and Creating Referrals

- Jody Michael Rael, Las Vegas, NV

“With my new prices, projecting, using rooms on ProSelect, 
I have had 3 amazing sales sessions in the last three days

 (in January-always my slowest month). My Thursday 
client purchase over $8,500; Friday's client was $6,000; & 

Saturday was $2,400.” 

Give us a call at 866.544.JOYS or shoot us an email at 
info@joyofmarketing.com to schedule a time to find out 

if this program is right for you!
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“Sarah Petty’s studio was
 named one of the most 
profitable in the country 

within just 5 years”

Sarah Petty is the owner of Sarah 

Petty Photography. She is a New York 

Times best-selling marketing author, 

a highly-acclaimed speaker, MBA & 

educator. She started her marketing 

career working for Coca-Cola Enterprises 

and then serviced a variety of clients 

at a top regional advertising agency. 

It was at this advertising agency 

where she taught small businesses 

the value of a strong foundation and 

how they could compete with any 

sized competitor. She opened her 

boutique photography studio two weeks before September 11, 2001 in 

Springfield, Illinois and has increased sales every year since. She attributes 

the rapid growth of her boutique photography studio, which was named 

one of the most profitable studios in the country within just five years in 

business by Professional Photographers of America, to the creation of her 

own strong brand and her marketing 

prowess. The best part about Sarah is 

that she not only is still working in her 

photography studio, she has created 

proven systems and processes to 

teach you how to have a profitable 

photography business, too. 
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