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With the holidays here, now is the time to create loyalty and get referrals from your best clients. Stick 

with me while I share a recent experience about how I got treated so much better and get ideas for how 

you can do this in your photography business too. 

 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. 

 For any of you who have kiddos, I don't know about you, but they ask me, "Who's your 

favorite?" Which is so silly because I don't have a favorite. Now on different days, sometimes I do. Some 

are acting extra brattier when they were little, but we just, I think as parents want to treat all of our kids 

the same. But when it comes to business, we don't have to do that. We don't have to treat all of our 

clients equally. Seriously. Some are better, some are worth more, some are worth more in our hearts, 

some are worth more in our wallets and some are worth more of both. I know when I started, I had 

some clients who were with me when I was underpriced and I was a bit broken and I treasured them 

and I loved them. And when I had to change my prices so that I could be profitable, many of them left 

and we parted ways amicably, we hugged, and I still have a warm spot in my heart for them, but I know I 

can't make it in business with those clients. 

 And so as I grew, I realized, hey, when I get a really great client, I want to take care of them and I 

want to keep them. I love when I get reminded of this from good business people, people who I give 

money to, and I get this extra great treatment because for me, I am the kind of consumer who wants to 

pay more for really great service, for a really great experience, for something better. I'm not the person 

who runs around trying to have the coolest this and the coolest that like the Joneses. I don't even know 

if people still try to keep up with the Joneses anymore. But for me, when it's something cool that has to 

do with an experience or learning or having a better experience, I am all about it. So I was recently at my 

mentor's event, it's called Funnel Hacking Live, and there are, gosh, 5,000 people there at least, yet he 

treated us better. 
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 Let me share who us is. We are the students who pay between 150,000 and $50,000 a year to 

be in his coaching program. We call it high ticket coaching, 50,000 minimum. Now, contrast with the 

people who could get a ticket to the event for, I don't know, 795. So under a thousand dollars. Every 

single person there had paid under a thousand dollars to be there. And if you're an early bird, you 

maybe get it for 700 and then it's 800, 900, right, as it gets closer to being sold out. But not everybody 

was a VIP. Everybody had that general registration ticket. Of course, being a great marketer and a great 

business person, he wanted to take care of the people who were giving him more money, even though 

they were coming to his event along with everyone else. We paid for the ticket as well, that was just 

under a thousand bucks. 

 But he knew that we've paid him more. And if we pay again, year after year after year, what's 

the lifetime value of us? Some people, I'm sure have paid him over a million dollars to get his advice. So 

he wants to treat us better. Doesn't that make sense? And doesn't it also let other people see, "Wow, I 

want that kind of treatment. That's pretty cool." So let me just go through some of the things that he did 

for us because it was amazing. At registration, does anyone else dread registration at events? Ugh, it's 

painful and you have to do it yourself because you have to sign all the paperwork. And so we have to 

wait in line and we got a special room with a short line. Actually, it had a bunch of lines. It had more 

people there to help us than there were even us in the lines, people making our lanyard and adding the 

ribbons and doing all the things, packing the swag bags, getting our t-shirt size, our sweatshirt, and 

putting all the goodies in it. 

 And so all those key people were there calling us by name, saying hello, giving us hugs. So we 

felt so welcomed and important. We got a special name tag and wristband that identified us as VIP 

because we got special early access. There was even a room that we got to go in before the early access 

to the big room where we could network with each other, where we could mingle. There are typically 

food and drinks or at least munchies for everyone. And so they are very strict about who gets into those 

rooms. And then when the doors open, everybody races to get the front row seats. Because if you're in a 

room with 5,000 people, you know that the best seats are up front. So why wouldn't you want your best 

clients getting that? We had a special private party at SeaWorld before the event started and last year 

he rented out Harry Potter World for us, which was amazing. 

 Anyone who won one of his awards, which you could qualify to win them, it wasn't like you were 

drawn, but a lot of people win awards if you make a certain amount of money using his software, which 



 
 

3 
 

is so fun. So he has a private lunch and lunch is crazy at conferences, trying to get fed and get back into 

the conference so you don't miss anything. And so he knows that keeping his award winners close and 

giving them more love is going to make them excited about coming into his coaching program or staying 

into his coaching program. And so throughout, everybody knows who the VIPs are, they get more 

attention, they get taken better care of. And for me, as a business owner and as a marketer, I'm always 

looking at how can I treat my clients better? How can I make my clients in my photography business 

happier and loving what I'm doing and keep them coming back and referring their friends and investing 

in beautiful artwork to decorate their homes? 

 So as a boutique photographer, I'm going to give you some tips and you might want to write 

these down so that you can treat your best clients better. You wouldn't believe how many people just 

don't do these things and then they're constantly looking for more clients, more clients and more clients 

when, oh my gosh, if you just take care of your best clients, they will take care of you. All right? First, 

give your best clients your cool opportunities first. If you have a new product or a new session idea or 

new props or some cool new experience, you go to your best clients. Over the years when I've had 

companies come in and do features on us or make trainings or whatever, studio tour, whatever cool 

things have happened, I go to my best clients for those opportunities. Or we have a new background or 

we have a new location or whatever it is, I go to them first. 

 This one's really huge. Gifting them at unexpected times. You've probably, if you've been around 

this podcast for a while, heard me talk about this, but I don't think you can hear it too much. We want to 

gift our best clients at unexpected times. I hear so many people saying, "Oh, I threw extra wallets in 

their bag." And it's like, no, that's throwing an extra little gift in someone's Christmas present or their 

birthday present. Merry Christmas, happy birthday. My birthday is like a week after Christmas and so I 

got that a lot, which is fine. It's still thoughtful. But think about it. If someone gives you that attention at 

different times when it's less expected, I even think it's cool to just take a friend a gift in the middle of 

the year and say, "Hey, I was just thinking of you and I want you to know I love you and I think you're 

super special." 

 Not just, it's your birthday. Okay? So when you throw the gift in with something that they're 

already getting and they're already excited, you're taking away from that second opportunity for 

excitement. So at the holidays, we gift our best clients and we've done those little chubby canvases from 

White House. They're like four by four. We just create them. We don't sell those. So we try to do things 
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we don't sell. We do custom ornaments. And our people love these ornaments. They're collectible. And 

then I think of them each year decorating their Christmas tree thinking of us looking at their little kids 

going, "Oh my gosh, they were so precious, so adorable." So I always just get emotional and sentimental 

at the holidays, and I love gifting my clients. 

 You can feature your clients more in your marketing and in your social media. Oh my gosh, the 

things we do for our high school seniors is so fun. Over the years, we've had them be models. We've had 

them have huge displays at local clothing stores. We've given them model comp cards. Now you can call 

them brand ambassadors, but making them the star. We do a printed piece every year, almost every 

year for my business. One at the holidays, basically my Christmas card. Sometimes we do a fall mailer, 

sometimes we do a senior mailer, but we call it a dog whistle so that people who love what we do are 

geeking out over it. And so with the high school seniors, we tell them, "Hey, you're going to be on our 

next mailing" when they invest in our largest package. And they just are so giddy. 

 Another cool opportunity to really love on your best clients is to feature your images of them 

that you've taken that are hanging in their home on your website. You can put it on social media, you 

can blog about it. You can make it a really big deal and give them love so they get some fame and 

stardom and they can tag all of their friends, which everybody loves. If you're doing anything behind the 

scenes or you're doing an educational video on your business and what you do, bring in a video crew to 

film their session to get behind the scenes footage. Why would you do that for someone if you're getting 

a volunteer and you're going to create these beautiful images and this cool video, why do it for someone 

who's not a client? And if you're going to pick a client, pick the best client and make them famous. I'm 

kind of kidding. They're not going to be famous, but they're going to feel amazing. 

 You can also go above and beyond what you normally do. One of our coaches in our program 

this year, Chianne Coffman, built the coolest chair for one of her clients. It was either a chair or a sofa, 

but it was all made from leaves from a plant. It was like a living chair. Imagine how cool that is. We took 

clients out into the country and had them jump on a bed. We actually took my daughter's bed outside, 

and we live in the country and so we have this big open area, and we let kids cut the feather pillows, cut 

the end of the feather pillow and just throw the feathers everywhere. How cool is that? Those are the 

things we do for our best clients. 

 I also look to support causes that my clients are passionate about. I saw on social media that one 

of my clients was running a local auction and I always make the largest donation to the auction and took 
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me a few years to figure out how to actually monetize those. I just in my mind, thought I'm giving to 

charity. And then I realized, wait a minute, this is a marketing activity and I'm doing it all wrong. So now I 

get the best clients from auctions and I'm able to reward my best clients. 

 Really, I want to keep them on my mind. I want to introduce them to others, connect them. If 

their spouse has a business, I send business there. I always am thinking about how to cross paths with 

them and make their lives better. And I know you can do this to, it's like playing the slug bug game. You 

always have to be playing the slug bug game to be good at it. You can't just get in the car with a couple 

of teenage girls or tween girls, right? 12 year old girls and think you're going to beat them at the slug 

bug game. No, you have to practice all the time. But you can do this. Just make it your habit. Make it 

your habit. Is this going to be easy or is this like some magic bullet that's going to bring you a ton of 

business? No, heck no. But listen, relationships are the key to your business. 

 Listen, it's not about how can I get as many clients as possible quickly? I'm going to do many 

sessions, I'm going to offer a sale. No, It's about how can I nurture my best clients and make them feel 

amazing so they refer me and so that I get more clients like them, right? I want to build from the top of 

my client base because again, they're not all created equally, and I love them all, but I can love some 

more. You'd be surprised how many photographers just look at, "Oh my gosh, I don't have any business. 

I need to just go get more clients," instead of looking at the lifetime value of their really good clients. 

That's where the money is made. That's where the longevity happens. Look, I hope this has inspired you 

to really treat your best clients better, even if you just have a few of them. 

 How can you let them know that they are super valuable to you and stay in the top of their 

mind? We call it top of mind awareness. How can you just stay out there in front of them because it's 

going to help them refer you more, come back to you more. And it not only elevates your business for 

the short term and the long term, but it elevates how people feel about you and the quality of the 

clients that you have. So if you just make it a habit to take better care of your best clients, they are going 

to take the best care of you. I believe in you, and I know you can do this for the long term. Make that 

commitment to yourself and I'll see you soon. 

 Okay, friend, I'm a little embarrassed to admit this, but I didn't know how to subscribe to a 

podcast. I know, I know. I'm new to this whole podcast world, but I figure heck, if I didn't know, maybe 

you didn't know either. So here's the scoop. If you want to get notified on your phone each time I drop a 

new podcast, do this. First, if you're on an iPhone, open up the podcast app on your iPhone, type in 
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Worth Every Penny Joycast, and you'll see a tiny purple subscribe button. Just tap it and voila. Now you'll 

be the first to know when there's a new episode, and it'll be delivered right to your phone so you can hit 

play during carpool, your drive to a session or during your workout without having to search for it. 

 And while you're there, if you want to tap the five star button to review it, it's how we get the 

word out to other photographers who may be struggling and need help too. From your computer, you 

can subscribe to this podcast through the iTunes Store. And if you're on an Android phone, you can 

listen via the Google Play music app. And as always, this joycast is a hundred percent free to you. 

 


