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Most people would agree that the hardest part of business is booking clients. So once we get 

them, why don't we do everything we can to keep them coming back and gushing on us? Today, 

I'm going to share things that I have done for 24 years without fail that's kept my business 

running like a well-oiled machine. I'm going to give you four tips for turning your current clients 

into repeat clients. 

 So the real question is, how are portrait photographers like us able to run a profitable 

business and still put our families first without selling digital files for cheap and working all the 

time? I'm Sarah Petty, your host of the Worth Every Penny Joycast. And I went from a stressed 

out, overworked mama with three babies to being named one of America's most profitable 

photographers without working my kids' lives away. Each week, I'll show you how to find and 

serve boutique portrait photography clients in a world where we compete with free thanks to 

everyone having a digital camera in their pocket. Take the first step to adding more joy and 

profit to your life by downloading your free photography business tools at 

joyofmarketing.com/podcast. 

 The way my business is structured, I want my clients to come to me for the super special 

times in life. I don't necessarily want them coming several times a year or even once a year. And 

I think that's always shocking for my newer students to realize because they get sort of in that 

scarcity mindset of, oh my gosh, what if they go to someone else and they leave me? Well, look, 

what we do is so special and different. I tell my clients, "Hey, look, I'm not the scrapbook 

photographer that's going to crank out a bunch of images that you can print small and shove in 

a scrapbook and cut up, or the digital file photographer who's going to give you zillions of digital 

files for you to just have on your phone. What I do is different. I want you to come to me for the 

special times in your child's life and in your family's life." 

 And I have that all mapped out for them. Because my vision is partnering with my clients 

through their whole entire lives to really capture amazing images that tell their family's story. 

The baby's born, the baby's sitting up, the baby's standing, the baby's a toddler. Then I love a 

formal portrait before they lose their baby teeth. And then they have missing teeth. I love that 
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one too. Then we do some empowerment things. And before you know it, they're high school 

seniors and we do their senior portraits. So we're really involved in our clients' lives for the long 

haul. But because they're not coming to me multiple times in a year, every single year, I want to 

make sure they don't forget about me in the years in between. I want and need to extend the 

love over time so they stay emotionally connected. 

 So here are four tips for you to keep your current clients coming back, right? We want 

them to be repeat clients. And look, if you don't have clients yet, this is really going to help you 

because that's the best way to grow a business. You get a client, they love you, they gush on 

you and they send you another client and so on and so on. So here they come and you might 

want to write these down.  

Number one, send your current clients love notes. Writing these personal handwritten 

notes to your past clients regularly is so important. It's top of mind awareness. We want them 

always thinking about us and knowing that we're thinking about them. And these aren't salesy. 

Because again, I don't want them coming in over and over and over again. I do have some 

clients who come every year because they want a holiday card. And most of the years they're 

ordering large wall portraits and the things I want them to order, because I am not just a 

Christmas card factory. I don't want people just coming in for Christmas cards every year 

because I just can't handle that kind of volume. But I do have a few clients that I do that for and 

I've done it for years and years and they always bring me lots of clients so it's worth it. 

 Other than that, I want them to know I'm thinking about them, and I want them to think 

of me. I really feel like they're a friend or a family member that I want to keep in touch with. 

When we're slow too at this studio over the years, Andrea and I will go through our database 

and talk about people, like, "Oh, I wonder what they're doing. Wonder what they're doing." 

And then the law of attraction has them calling us a week later, or we run into them at the 

grocery store or whatever. So it's notes, it's thinking about them. It's just keeping that database 

and always staying in touch with people. So if you don't have a database, definitely go get one. 
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 Second, follow and engage with your clients on their socials. Now look, I haven't done 

this all 24 years of being in business because early on, there was no social media, no Facebook. 

Can you even imagine that? But I did it in person. And what's cool now is that we have social 

media to find out what's happening in people's lives. So if you're wondering, with number one, 

what to write them notes on, check out their social now and then. Maybe they got a new 

puppy. Maybe one of their kids graduated college and moved away. I mean, so many things are 

happening in your clients' lives and you want to be a part of it. 

 It's also a great way to get ideas and opportunities for a session. If a client does get a 

new puppy or their daughter that you photographed while she was growing up is now married 

and having kids or something like that, I mean what a great reason to reach out. But what I'm 

talking about isn't just looking for sales opportunities. It's literally just keeping the relationship. 

This helps you stay current in their lives and know what's going on. And when you're on social 

media, it's easy to find ideas of how to really stay connected with your clients, and you won't 

have any problem knowing what to write in a note. Again, this is a once a week activity. 

 For me, that's kind of my Friday afternoon activity. So I make a list all week of the things 

and the people I've come across or run into or seen in the news that I want to write a note to. I 

might hop on social media for a few minutes, engage with them, write them love notes. And it's 

not something that should consume your day. And you really want to be careful because you 

can go out there and follow the little kitty videos that are so fun, right? No, no, no, no, no. Hop 

on, stay connected and then move on with your life. 

 Number three, I like to find out what charities and auctions my clients are involved with, 

and I like to support them. It's a great marketing activity, donating to these charities. You got to 

make sure you don't give the farm away. It took me a few years to really systematize that. But 

once I did, it became a really great lead gen for me, bringing me great clients. And the better 

auctions are the ones where my clients are involved. If I see a client who's actually running the 

auction, I want to give more and support them in a bigger way. 
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 One of my best clients that's come to me years and years and years, she every year 

would do her high school girls auction, I think maybe even junior high too. And she would ask 

me for something bigger, and I would say, "Heck yes." And she would go around and get people 

bidding on it, and I would get some really great clients from it. So anytime I would see that 

happen, I would think, oh my gosh, I've got to connect with my clients this way. It's just a great 

way that the world goes around. We support the people who support us. 

 And number four, gifting our clients. I always want to gift my clients. So I love to do 

extra things for my clients. At the end of the year, I look at, okay, who's come in. And from their 

session, we create a gift. So it's not just something extra thrown in with their order. It's 

something that could be as much as 11, 12 months later. If they come in in January, they'll get 

this gift at the end of the year. We've done ornaments. We've done small canvases. Typically, 

it's things that I don't sell because I want it to have value and be interesting. And it always has 

to do with photography. I would never gift a fruit bowl or a car wash. I want to give them 

something that reminds them of how much they love the images that we created for them and 

how much they love their people. That's what's amazing. We always put a handwritten note in 

them and connect with our clients personally. It's a great way to have an unexpected touch 

base. 

 And it also brings energy going into first quarter because it does sometimes generate 

referrals. People are talking about us. They're showing their friends what their gift was. And so 

then their friends are like, "Oh, that's cool. I want to call Sarah Petty." And so it brings us some 

business in the first quarter, which is great. Our best clients should refer us. When we are 

happy with people we do business with, it's always my mission to refer them because that's just 

good business, right? It's good karma. It's a good way to live with an abundance mentality. I 

refer all the time. So if you're not a referral machine, you might want to consider becoming one 

because we attract what we are. And if we're great referrals and we're great clients of other 

peoples, we're going to attract really great clients to our business. 
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 Here's the thing, because nowadays we have social media. So my warning is that I don't 

want you to let social media take over your life. You don't have to live on social media to really 

become a referral machine and getting your clients coming back to you and generating referrals 

for you. But you do have to be disciplined to keep in touch. It's like a little drip all year of ways 

to touch base and cross paths with people who are important to you. Truly, this is one of my 

favorite parts of being in business. I feel like my clients are family. I like watching their kids grow 

up on social media. I love it when they come back, and they bring their grandkids sometimes. 

 And it's really, really, really special to me. It's amazing. It's like having family and being 

part of the family reunion, but none of the family drama. We all have family drama a little bit, 

right? And so we don't have to be that intimate with the families that we know every little in 

and out. But I do think that our clients think of us as families. Some of them have even called us 

family. And I love that. 

 So whether you have one client or many, this is a reminder right now to pay attention to 

everyone who has ever given you money. Put them in your database, think about them often. 

And it's really just a great habit to incorporate into your business, to keep in touch with them. 

Truly, I treasure my clients and I love keeping in touch with them. So start these habits today, as 

you keep growing, and these strategies will not only keep your best clients coming back to you, 

but it will also keep them referring you. And that is how you build a healthy business. It starts 

one client at a time. Go. 

 Hey, photographer. Thank you so much for listening to this episode. If you liked this 

episode and you got value out of it, can you do me a really quick favor so that more people can 

hear it? Would you please head over to Apple Podcasts and do one quick little thing? Leave a 

rating and or review and tell me what you think of the Worth Every Penny Joycast. When I get 

feedback on the episodes you like the most, it really helps me. As well, it helps me to know 

where you're struggling in your business or where you need more information. And until next 

time, remember, you're worth every penny. 


