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Introduction 
 

Perhaps a better sub-head 
(instead of “Introduction”) would be: 
Who the Heck is Dave Meir, What 
Makes Him the High School Senior 
Portrait Expert Expert and Why Should I 
Listen to Him? All good questions 
grasshopper—no doubt you’ll be 
enthralled with the answers. 

My name is Dave Meir and along 
with my wife Kate and our Bichon-Frise 
puppy Lucy, we own and operate d. 
holmes meir studios in Rochester, 
Minnesota. We’ve been in the same 
location in downtown Rochester since 
1994 and at last count we’ve 
photographed over 1900 high school seniors. (http://www.dholmesmeir.com) 
 

We started our studio from scratch—with nary an ounce of professional portrait 
experience—and built it into one of the most successful senior portrait studios in 
southern Minnesota. I have been where you are—and I can help you to get where I am 
now. 

 
We’re Going to Play by the Rules 
 

Need another reason to listen to what I have to say? Honesty. One of the 
reasons I created this free report as well as my teaching website www.the-portrait-
expert.com is because of the never ending amount of miss-information (BS), I’ve found 
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elsewhere on the internet and often times at professional photography conventions and 
seminars. 

 
I will not fill your head with grand stories of 1000 seniors a season and $3000 

sales averages. I will not insist every one of our clients walks out the door with at least a 
20” x 24” wall portrait. And I will not tell you you’re a fool if you don’t sell by projection or 
a moron if you hand out “proofs”. 

 
What I will give you is the truth. 

I will tell you how we do things and I 
will hold NOTHING back. 

Factually I can tell you we do 
average over $1100 per senior (not 
including the session fee and 
reorders) but we also charge $125 for 
an eight by ten (a-la-carte) and we’ve 
been at this for over 15 years. I can 
teach you how to get to this point—
hopefully faster than I did—but 
believe me grasshopper, chances are you ain’t gonna start there. 
 
Anything is Possible 
 

If I ran an ad on the internet and in the photography magazines that read, “Earn 
$5000 a week photographing high school seniors in your spare time” you might imagine 
I’d get a boat-load of inquiries. And then when people bought my product and didn’t 
immediately start earning, “$5000 a week in their spare time” one of two things would 
happen.  

 
A.) Either they’d think I was a good for nothing jerk who’d just taken them to the 

cleaners  
–or–  

 
B.) They would think they’d failed yet again, that they really weren’t cut out to be a 

photographer, or to run their own business, or achieve a lifelong dream and why 
did they even try. Might as well go back to watching the TeeVee.  
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You can make a good living as a portrait photographer or you can choose to 
supplement your income and satisfy your creative bent. I can help you with both. 

 
Success In Anything Requires Commitment 
 

The information contained within this report is valuable - more so than it may 
seem - because it didn’t cost you a red cent. We naturally attribute less value to things 
that are free and because of that, there’s a chance you’ll never even read this far. If 
you’d forked over $59 for this report you’d probably already be done with it; it cost you 
something—it must be valuable. 

 
Because you’ve signed up to receive this free report for getting your senior 

portrait business off the ground, you’ll also begin receiving my twice monthly 

newsletter—again for free. Many of you, (those of you who haven’t read this far) will 
simply delete the email as soon as it enters your in-box. You figure, “Hey, it’s free, how 
could it possibly be “worth” my time?” Your loss—not mine. 

 
Building a successful senior portrait business takes time and commitment. While 

my wife and I still own and operate our own portrait studio, I’m also busy building this 
business—helping new senior portrait photographers become successful. If you’ve ever 
heard the great Zig Ziglar speak then you’re probably familiar with this quote: 

 
And just so we’re both on the same page, if what you want is to download a 

bunch of free information you’ll never act on and eventually delete from your computer, 

“You can have whatever you want in life, as long as you help enough 
other people get what they want.”  -  Zig Ziglar 
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you might as well unsubscribe right now. Don’t waste my time - or yours. Go sit in front 
of the TeeVee. 

 
But if what you want is to build a successful high school senior portrait business, 

grasshopper—I’m here to help you get it and you are in the right place. 
 

I’ll Teach You What I Know 
 

I’ll put myself out there for you and give you all the knowledge I have to share—
but it’s up to you to make it work. Do not think for a moment a successful portrait 
business is only about pretty pictures. 

 
To be certain beautiful portraits are necessary but no more so than your ability to 

successfully market your business, profitably price your work, and deal with the wide 
range of personalities you’ll encounter. 
 

Success requires commitment. As my favorite motivational speaker of all time—
Jim Rohn—once said,  

 
 
 
 
 
 
Many of my suggestions will be common sense business practices. Starting a 

portrait business is after-all, not rocket science. But I’ve found it is the simplest things 
people ignore, the smallest easiest steps they do not take, that cause them to stumble 
and fail. 

 
Is Everything Here Free? 
 

I’m a nice guy—not an idiot;-) From time to time I will create products, like my 
“High School Senior Portrait Posing Guide” or my “Portrait Price and Product 
Catalog Blueprint”. I will offer you the opportunity to invest in these products and I 
guarantee the value you receive will always exceed the price paid. If you’re not of the 
same mind just return anything you purchase within 60 days for a complete no hassle 
full refund. 

 

“If you keep on doing what you’ve always done you’re guaranteed to 
keep getting what you’ve always gotten.” And, “If things are to change 
for you, then you have to change.”  - Jim Rohn 
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Enough preaching—on with the show. 
 
The Seven Steps You Can Take—RIGHT NOW—To Get Your  

High School Senior Portrait Business Off the Ground. 
 

 
 
Step #1 - Goals and an Action Plan 
 

You MUST have a goal and you MUST have an action plan if you’re to 
accomplish anything. When you downloaded this free report you also received a 
download link for “Your Best Year Ever“ planning guide. I created the guide to help me 
set, plan and accomplish my own goals. The guide is nothing new, the importance of 
setting goals not a secret, success is not reserved for the chosen few – it’s reserved for 
those willing to do what it takes. The actual “act” of writing down your goals and creating 
your action plan is the most crucial step. 
 

You must set your own goal(s) - each person who reads this report will be at a 
different place in their life with respect to photography skills and business growth. 
Maybe you already have an established portrait business and are looking to develop the 
senior portrait part of your business. Or maybe you’re at ground zero, camera in one 
hand, desire in the other. 

 
My goal for you, upon completion of the steps in this report, is that you are ready 

to photograph a high school senior and get paid for it. You’ll still have a ways to go in 
the creation of your business but you’ll have made a start. 

 
My guess is you’re probably working some other job at this point and may 

continue to do so for some time; all the more reason to set goals and create that action 
plan. Set aside a certain amount of time each day to work on your business. I find it’s 
best to make it the same time each day. Then your spouse, your significant other, your 
kids and your dog all know that i.e. from 9:00 pm to 10:30 pm you are not to be 
disturbed. 

 

“To make progress you must actually get started.” - Jim Rohn 
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The Importance of Goals 
Do you ever wonder why some people always seem to rise to the top – no matter 

what they do? Perhaps you’re personally acquainted with someone like this. You know 
for a fact they’re no smarter than you and they certainly aren’t better looking! But they 
always get the raise or the promotion. They enjoy better vacations and they drive a 
nicer car. What gives? 
 
Do You Have a Plan? 
 

Earlier I mentioned a man by the name of Jim Rohn. Mr. Rohn passed away in 
December of 2009 and believe me, it was a significant loss in the world of personal 
development. I was fortunate to have been exposed to Mr. Rohn when I was in my 20’s 
and his voice still rings clear in my memory. 

  
Don’t Just Let Life Happen to You 
 

In my life I’ve been a meat cutter in a grocery store butcher shop, I sold real 
estate and became a designated and licensed residential real estate appraiser; later 
starting and running my own real estate appraisal firm.  
 

I have presented to small groups on time management and motivation. I started 
my portrait studio in 1994, built it to one of the most successful senior portrait studios in 
southern Minnesota, added baby portraiture, family portraiture and then team 
portraiture. 

 
Throughout my working life I’ve enjoyed great successes and suffered significant 

failures. I was exposed to the “art” of setting goals and creating action plans while in my 
20’s during a short experience as an Amway distributor. 

 
There is no question my greatest advancements came when I was actively 

involved in setting goals and creating daily action plans. The human psyche is a strange 
thing. If I know I do my best and achieve the most when I’m setting goals and creating 

“If you don’t have a plan for your life chances are you’ll always fit into 
someone else’s plan. And guess what, you may not like what they have 
planned for you.”  - Jim Rohn 
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action plans, why don’t I continue to do it every single day of my life? I’d have a 
considerably larger bank balance if I knew the answer to that one. 
 
We Are All Alike 

 
I’m fairly certain you’ve been exposed to some kind of goal setting in your past 

and I have no idea your level of success. My guess is if you’re reading this, there is still 
more in your life you want to achieve. Dreams as yet unrealized. I believe you can 
achieve whatever you put your mind to. I don’t even know you and I firmly believe that – 
because you’re human. 

 
What Do You Believe – About You? 
 

I make the next statement at risk of your immediately hitting the delete key 
sending this report to the virtual garbage can. But then I like to live on the edge, so here 
goes; I’m a Christian and I believe in God.  

 
Still here? Good. I believe you can accomplish whatever you set your mind to 

because we are all created in God’s image. BUT – even if you don’t believe in God, and 
that’s fine this is about pictures not religion - even if you don’t believe in God, is there 
any reason NOT to believe that something as complex and intelligent as a human being 
can accomplish anything it truly wants to? 

 
Our Beliefs Carry Us Forward – Our Beliefs Hold Us Back 
 

The person we are today is the sum total of all of our experiences to date. 
Everything that’s ever happened to us, every experience we’ve had, has somehow, in 
some way, affected and molded the person we’ve become, the person we are right now. 
 

Over the years we’ve developed beliefs in our abilities and inabilities. If we didn’t 
do well in math as a young student we grew to believe we’d always have trouble with 
numbers and very likely today we suck at math. If we played basketball as a kid but 
were never very good, it’s likely we migrated towards something else we were good at. 
“Nah, I don’t really like basketball.” I wonder why. 

 
Figure Out Why and Then Get to It 
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If you go way back to the beginning on the Portrait Expert blog you’ll find a post 
titled, “How Big Is Your Why?” What makes you get up in the morning and what keeps 
you awake at night. What do you want more than anything else in the world – Napoleon 
Hill calls it “developing a white hot desire”. 

 
Photography is a wonderfully exciting, artistically satisfying business – but it ain’t 

gonna trip your trigger every day of the week. It won’t be long and you’re bound to have 
a day filled with snotty brat, inconsiderate, ill-mannered, temperamental teenagers. 
You’ll drag your weary body home, fall into your chair and wonder what could have 
possibly possessed you to want to start a portrait business. That’s where your “why” 
comes in. 

 
One Step at a Time 

 
So right now, if you haven’t already, 

print off the Best Year Ever planning guide 
and get a start on writing down your goals 
and creating an action plan to achieve 
them. 

 
Take heart, you can do this, I know 

you can. Slow and steady wins the race – 
I’m here to help whenever I can. 

 
 
 
 

 
Step #2 - Handle the Paperwork 
 

One of the major downfalls encountered by us artistic folk is our lack of desire to 
pay attention to the business details. We’re all about the creative side—that other stuff 
is just a bother. 

 
What I’m going to suggest is not difficult or very time consuming—but necessary. 

If I had a masters in business admin probably the first thing I’d tell you is to create a 
business plan. Is it necessary right now? I don’t think so.  
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Should you decide at some point to rent studio space or get an equipment loan, 

it’ll be required. First things first. 
 

The second biggest challenge for artists is establishing belief in our abilities and 
placing value on what we do. This step will take you a long way in that direction, so 
don’t gloss over it—it’s vital to your success. 
 
Name That Tune 
 

Give your portrait business a name. This alone will boost your confidence. 
Change the message on your home and cell phone answering machines; 

 
 “Hello you’ve reached Pete Peterson and 

Peterson’s Portraiture. Sorry I can’t take your 
call right now . . .” 

 
And when your friends call and give you crap 

about the message—ignore them. Dream-stealers 
are everywhere.  

 
Our friends think we’re great as long as we 

remain at their level of income, achievement, 
knowledge—or below. But try and get ahead and 
they’ll ask why you’re wasting your time with that baloney.  

 
“What, all of a sudden you think you’re a photographer?”  
 
Damn straight you are. When you introduce yourself you can confidently say, “My 

name is Pete Peterson and I own Peterson's Portraiture. I specialize in high school 
senior portraits.”  

 
How much better than saying, “Hi I’m Pete, I can take some pictures for you, give 

you a good deal too.” 
 
What’s in a name? 
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It would be my experience that the vast majority of portrait business owners 
choose a name that uses their own surname; i.e. Pete Peterson’s Portraits or d. holmes 
meir studios. If you really think about it – using your own name as or in the name of your 
business is exactly what you shouldn’t do. 
 

If we are truly entrepreneurs interested in building a business that will generate 
profit – then our long range goal “should be” to build that business to a level where it 
can operate without us – and then sell it – hopefully at a handsome profit.  

 
That thought in mind if someone else is to eventually buy us out, take over and 

run the show – then Pete Peterson’s Portraits is probably not a good choice. Something 
like Shutter Bug’s or Perfect Portraits might be more saleable. 

 
However, chances are 

good that many, if not most of 
us, don’t consider ourselves 
hard-core entrepreneurs. We’re 
starting a portrait business 
because we love taking 
beautiful pictures. We can’t see 
far enough down the road to 
ever consider selling our studio.  

 
Additionally, portraits are 

a highly personal item and we will likely have a great deal of one on one contact with 
our clients. Using our name in the name of our studio lends a more personal touch that 
our clients will recognize. 
 

But consider also that from this day forward – if you use your own name for your 
studio name – the two will become synonymous. If Pete Peterson gets a DWI it can 
reflect badly on Pete Peterson’s Portraits. 
 
 
Register Your Business Name 
 

The IRS will find you so don’t try and hide. 
http://www.business.gov/register/business-name/dba.html is a link where you can learn 
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more about the process. (or just Google “business name registration”) This again, is 
another inexpensive boost for your confidence.  

 
You’re legally a business now. Don’t worry about all the sole proprietorship or 

LLC or S corp. stuff right now. When you get to that point you’ll want to hire an 
accountant to help you with those decisions. 
 
Get a Federal Tax ID number 
 

After you register your name you’ll need to get a tax ID number. Some states 
allow you to use your social security number so be sure and check the regulations 
where you live. 

 
Get a State Sales Tax number 
 

You’ll also need a sales tax number—if your state taxes photography. I can 
answer that question for Minnesota—Yes. You’re on your own for the other 49 states;-)  

 
In Minnesota once your sales reach a certain level you’re required to report and 

pay your sales tax monthly; under that level and you can pay it quarterly. Again, check 
the rules in your individual state. 

 
Here’s an article you might find helpful: http://www.ehow.com/how_2002415_get-

sales-taxnumber.html 
 
Do you want to take pictures or run a business?  
 

During the course of a typical summer senior season I’ll have two or three senior 
clients ask me about the photography business; they think it would be a cool career. I’ve 
also had local camera clubs tour my studio as well as high school career classes. My 
pat answer to the question is as follows:  

 
“If all you want to do is take pictures either work for someone else, like 

another studio, a newspaper or a magazine or work a regular job and keep 
photography as a hobby.” 
 
There’s a reason it’s called being the “Chief Cook and Bottle Washer” 
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I tell those people with inquiring minds the actual time I spend, camera in hand 
creating images, is but a small fraction of the time spent at work on my business.  

 
My wife and I do everything but the monthly/annual accounting. We do all the 

cleaning, all the production work, all the sales, all the order prep and retouching, all of 
the order assembly and framing, handle all the phone calls – from the happy clients and 
the crabby ones.  

 
We pay the bills and take care of the daily deposits and credit card processing. 

We paint backgrounds and build props. We have remodeled our studio twice and we did 
ALL the work including framing, sheetrocking and wiring. We did all the painting as well 
as the finishing and installation of all the trim work and all the doors. 

 
The other thing we do is suck it up and tighten our belts when business is slow. 

Portrait photography can be a very seasonal business and you simply MUST be good at 
budgeting. In the summer we frequently have $40,000 months while in the winter we 
may not crack $3000 a month – several months in a row. When the studio rent is $2000 
a month, not to mention phone, internet, marketing, parking and utilities - that don’t 
leave much for food, Bloody Mary’s and beer. 
 
Governmental Red Tape 
 

I am here to tell you that the “paper work reduction act” is BS! (I so badly wanted 
to spell that out - in bold with underlining and italics) It is absolutely ridiculous the 
number of forms you’re required to consider when starting and running a business. 
Hence, the primary reason to retain the services of a good accountant. 
 

I’ve known my accountant for many, many years and we’re quasi-related. Not to 
mention we’ve hunted and fished together. The point is, find someone you trust and, in 
my opinion, someone conservative. No doubt there are CPA’s out there who walk a fine 
line – someone who can save you hundreds of dollars on income and other taxes by 
stretching the limit on deductions, etc… 

 
Saving a hundred or three here and there is great. The problem is when it comes 

to paying a fine for underpaid taxes or missed deadlines it comes out of your pocket not 
the accountants. Personally I’d rather be safe than sorry. 
 
Are you having second thoughts? 
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If you’re having second thoughts already then I’m sorry but you’re not business 

owner material.  
 
Hah!! If you aren’t having second thoughts then right now, after reading that last 

sentence, you should be pissed! Who am I to tell you, you’re not business owner 
material?!?!? We entrepreneurs – you and I – are a different breed.  

 
I own my own businesses because I got tired of working for a guy that didn’t 

know how to run his. I wanted to be in control of my destiny – not subject to the 
ignorance and inability of someone else. If I go broke it’ll be my own fault. 
 

Ladies please excuse my non-gender appropriate analogy but it takes balls to 
run your own show – big ones. You must have confidence in your own abilities and 
believe and follow through on your decisions. You’re in charge now Charles, this whole 
thing’s on your shoulders. 
 
 
Step #3 - Establish an Account with a Professional Lab 
 

Sure you can take your flash card of images to Sam’s Club and get “proofs” 
made - and so can your clients. Truth be told so too can your clients establish an 
account with a professional portrait lab—the labs aren’t too particular anymore. 
 

 “Back in the day” professional color labs had “lab reps” – an actual salesman 
who called on your studio and offered helpful advice – sometimes even offered to help 
with big jobs. Not today. Like so many other businesses color labs have gone the way of 
the impersonal internet – client contact is a thing of the past.  
 

On the other hand, years ago we were paying $4.95 and up (our cost) for an 
eight by ten. Add $3.00 for mounting and spraying and $7.50 for retouching (one head) 
and your cost for one eight by ten was over $15.00! While lower lab prices allow us to 
be more competitive and profitable it does come at the price of less one on one service 
from the lab. 
 
Choose a professional lab – and I don’t mean Walmart 
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Yes, you can get decent prints from Walmart. Last I knew Sam’s and Walmart 
were using Fugi Frontier printers – the same as many pro labs. The difference comes 
with the pro labs color calibration system.  

 
Because the professional lab is dealing primarily with professional photographers 

they are going to calibrate their printers more frequently - probably daily. The benefit to 
you is when your client places a reorder that new print is going to look – with respect to 
color and density – exactly the same as the one they received in their original order. 
 

In addition your pro lab is going to offer a wide range of products you and your 
clients won’t find at a big box store lab. Something as simple as custom print sizes can 
really set you apart from the crowd. Take for instance a 5” x 30” print size we call a 
“skinny”. We create a collage with five or six square images – perfect for the client that 
says they have no wall space. 

 
You’ll also find 

inexpensive proofing options 
– they’ll even bind your 
proofs into a book if you like. 

 
 They offer folded pre-

printed greeting cards, 
business cards, stickers and 
bookmarks. Most labs also 
have press-printed custom 
albums in a variety of sizes 
and at very reasonable 
prices. They also offer 

special pricing for sports/memory-mate photography should you ever get 
involved in that line. 

 
Free advice and guidance 
 

While few labs have actual traveling sales reps anymore they do have customer 
service departments that are very helpful. You can find free information on their sites on 
how to calibrate your monitor to match their color and most labs will give you a free 
order or two to help make sure your calibration is correct. 

 

WHCC samples 
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Labs realize the importance of education and offer resources from leading 
photographers around the country, special marketing programs and customized 
products you can purchase and offer to your clients. 
 
Retouching if you need it 
 

Chances are if you are not already proficient with Photoshop and doing your own 
retouching you will want to be in the future. However, do NOT let your lack of retouching 
experience hold you back from getting your portrait business started.  

 
Before digital none of us (well relatively very few of us) did our own retouching – 

it truly was an art form. Besides labs that offer retouching there are also several 
independent services out there that do retouching. I have used www.retouchup.com in 

the past when I’ve had especially 
challenging braces (teeth) to remove. You 
simply open an account and upload you 
images. They do the retouching and send 
the file back to you which you then upload 

to your lab. And their prices are reasonable as well. 
 
The pro lab’s work is guaranteed - BUT 
 

We are pretty particular about the product that leaves our studio. We carefully 
inspect each and every print we receive from the lab and if there is the slightest scratch 
or imperfection we call and have it redone. With WHCC we usually have the remakes 
back in less than three days. (The lab is only 75 miles from our studio) 
 

Labs will gladly remake prints for mistakes they made; i.e. scratches, missed 
mounting or spraying instructions, bent corners from bad packaging, etc . . . However, 
one of the reasons they can offer the prices they do is because you’re responsible for 
the color. They print what they get and there are no remakes for bad color; hence the 
importance of having a calibrated monitor. 
 
My Lab Recommendations 
 

Northwest Professional Color: http://www.npc-net.com/ has been around 
forever. They offer a full line of portrait products, they offer retouching services and their 
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prices are competitive with everyone else. Their customer service people are great and 
they can help get your account up and answer your questions. 
 

You upload your images to their server, they retouch, print and package and 
return them to you via UPS or first class mail. A simple printing order—without 
retouching—will be back in your hands in less than a week. 

 
White House Custom Color: http://www.whcc.com/ is the lab I use for 95% of 

my work. They have facilities in Minnesota and Texas and have a very complete line of 
products. Their turn-around time is exceptional and they handle mistakes quickly and 
without hassle. Their FAQ page will answer most if not all of your questions. Their 
prices can’t be beat. 
 
Get You Some Business Cards 
 

One of the first things I suggest you order 
from your lab are business cards. Printing 
technology has changed considerably in the last 
few years and now most labs (both of my 
recommendations included) offer “press-printed” 
products. You can economically order short run 
products, like $12.00 for 50 business cards—
printed four color on both front and back. 

 
My business cards have three images on one side; baby, senior and family and 

then my contact stuff on the other side. At the bottom of the card it reads, “This card 
good for a complimentary one hour portrait session”. You can download a template from 
the WHCC site to use when laying out your card. Order some today and start handing 
them out. When I was starting out I even put them in every envelope when I paid my 
bills. You never know. 
 
Get started now 
 

It won’t cost you a dime to set up an account and then you’ll have access to the 
labs pricing and helpful information. As I said they’ll also probably give you some free 
prints to make sure your calibration is correct.  
 
 

WHCC samples 
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Step #4 - Establish A Base Price List - And Stick to It 
 

Do this now, do this now, do this now!!! DO NOT SKIP THIS STEP! You skip this 
step you’re doomed—pure and simple, no questions asked. You’re DONE. Have I made 
myself clear?;-) 
 

When you signed up to receive this free report somewhere in the process you 
were given the opportunity to invest in the “Complete Portrait Price and Product Catalog 
Blueprint”. The “PP&PC” as we call it, will take you step by through everything we offer 
to seniors here at d. holmes meir studios. It is absolutely priceless information when 
starting or building a portrait business. 

 
If you missed out on the opportunity you can always find a link to the PP&PC on 

the main page of the website. 
 

If you do not have a set of prices and policies this is what will happen - I guaran-
damn-tee it. 
 

Ring, ring, ring—your cell phone chirps expectantly. 
 

“Hello, this is Pete Peterson at Peterson’s Portraiture.” 
 

A sultry voice, breathy and deep, on the other end says, “Hi Pete this is Vanessa 
Voluptuous. I have a son who’ll be a senior this fall and we’re looking around for a 
photographer. What do you charge?” 

 
Pete (you), blank look on your face, mouth agape, breathing erratic, suddenly 

realizing you’re about to blow your first job reply with, “Ah . . . um . . . well . . . I’m kinda 
just getting started and I . . . well . . . you know . . . I won’t charge you much . . . maybe 
um . . .  do you mean for the session or what?” 

 
Now to be fair, I will never recommend and I will teach you NOT to answer that 

question with a price; telephone skills are a whole other ballgame we’ll get into later. But 
you get my point. 

 
Start Somewhere - But Just Start 
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For now I don’t care what your prices are, you can always adjust them later. For 
starters think about a session fee. For seniors we have three, all based on time.  

 
Our 60 minute Basic in-studio only session is $100; our 90 minute Senior’s 

Choice session is $150 and our two hour Artist’s Choice session is $200. This may 
seem high or it may seem low to you. Remember, hardly anyone pays the full session 
fee. 

 
We set our session fees where they are so we can reduce the price for special 

promotions. In the early spring we have our biggest deal of the summer; have your 
portraits taken by the end of June and save 75% off the session fee. 

 
What’s your philosophy on pricing? 

The way we price our products and services has changed a lot over the last few 
years. In the days of film and lab required retouching, the cost of that retouching had a 
dramatic effect on the price you needed to charge.  

As I explained in Step Two, we used to pay 
$4.95 for an eight by ten print but $7.50 for the 
retouching – and that was just basic blemish 
retouching and skin blending. Every other item you 
wanted retouched, like braces, stray hairs, a 
crooked tie, background items – each and every 
thing was an additional fee. Consequently most 
photographers included basic retouching on their 
images but anything else was an additional charge. 

There are old schooler’s who still price the 
same way – charging extra for anything other than 

normal retouching; but that’s not my philosophy.  

Some years ago (in the film days) I had the Mom of a senior complain that his tie 
was loose in his formal portrait. (A gap between the knot and his collar/neck) She felt it 
was my responsibility to catch those things and therefore I should have to pay for the 
retouching fix. While I do keep an eye on things such as loose ties there are just some 
high school guys who don’t want to be “fixed” – he was one of them. But it made me 
think. 
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Our goal is a perfect portrait 

For years now we’ve used our all-inclusive retouching as one of our USP’s 
(unique selling propositions) – something that sets us apart from everyone else. Any 
and all retouching is included on any portrait ordered in a size larger than a wallet. We 
have recently amended that to NOT include peeling sun-burned skin and five o’clock 
shadow; both are difficult to fix and both are things the individual has personal control 
over. (If you’re too stupid to shave before your senior portraits don’t think I’m going to fix 
it for free.) 

We want every image to be as perfect as we can make it. Now I realize some 
people may not agree with our point of view – they like the natural look better. Good for 
them. Year after year we get testimonials from senior clients about our retouching, 
about how they look so natural and not 
“over-retouched” – and some of these 
comments coming from kids with terminal 
acne.  

The point is this – seniors want to look 
like themselves – like their “ideal” selves. 
They don’t want mushy over-softened 
inexperienced retouching – they want to look 
like they look on their best day ever. Look 
through my senior portrait posing guide; look 
at the retouching and the perfect skin. I have 
never had anyone complain they were “over-
retouched”. 

You need to WOW your senior clients 
to get them to talk about you and refer you to 
their friends. Giving them un-retouched 
portraits where they don’t look their best will 
only damage your reputation – and you can’t afford that right now. 

You MUST consider all your costs 

Many photographers will base their prices on the cost of the finished image 
alone. They figure if the print costs them two bucks, spray for a dollar, mounting a 
couple of bucks – that comes to five, I’ll charge ten and make a hundred percent profit 
(new math). 
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Oh they’ll do retouching – themselves – “but hey, it’s only time, I don’t have to 
charge my client for that.” That’s not how you run a business – or make a profit. 

You need to consider the cost of everything that goes into making that print. Not 
only the cost of the print, the spray and the mounting but the postage to get the prints 
back and the cost of the packaging, even if that packaging – heaven forbid –  is just a 
plastic bag.  

You need to add in the cost of your time to process the image, do the retouching, 
do the cropping and then uploading it to the lab. Then there’s the cost of unpacking the 
prints and assembling the order. 

And what about all your equipment? Was your camera free? How about lenses 
and lights and flash cards and props and backgrounds? Even the cost of driving to the 
location needs to be considered – not insignificant with gas at $2.75+ per gallon. 

Don’t start cheap 

The vast majority of photographers across the country are under-priced on their 
work. Part of the problem is our profession as artists. We’re not hard-core business 
people with a significant investment in professional education. By and large we’re left-
brained flower children who think life is good because we can create pretty pictures. 

 How much easier would it be to charge what we should be charging if we were 
doing something we weren’t so passionate about; if we weren’t doing something we 
love so much.  

We feel if our prices are too high people won’t “like us” or our images. In the 
beginning when we have no (or limited) experience and no client base we compensate 
with cheap prices. And believe me I know – it only makes it that much harder to raise 
your prices when you realize you’re not actually making a profit. 

The PPA (Professional Photographers of America) has made available to 
members a financial survey analysis. In that report they recommend a cost of 
goods/sales not to exceed 35%. In other words you need to take all the direct costs 
involved in producing that print, the print itself, spraying, retouching, mounting and 
packaging and multiply that amount by 2.85. 

Example: 

 $ 2.20  - cost of 8 x 10 print 
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 $ 1.05  - cost of luster spray 
 $ 3.25  - cost of mounting 
 $ 3.50  - cost of retouching (the estimate I use) 
 $ 1.50  - cost of packaging 
 $11.50  - total cost of materials 
 X 2.85 
 $32.77 - minimum retail for one 8” x 10” print 

 

This is an over-simplified example and we haven’t included the cost of image 
processing, etc… However, taking this example you might think you’ve made a profit of 
$21.27 ($32.77 - $11.50). Nah-uh grasshopper.  

What you have is $21.27 to cover all of your other costs including the 
depreciation on your equipment (you will have to buy new and more stuff some day), 
your marketing costs, your studio rent (if you have one), phone and other utilities, 
internet connection, your salary, etc… 

You deserve to make a profit 

Let’s just say you have enough business to generate an income of $25,000 a 
year – hardly worth the effort but let’s use it as example. You could probably make 
$25,000 a year working at Walmart – that’s only a little over $13.00 an hour. But when 
you work at Walmart you get benefits like health insurance and retirement funding, sick 
days and vacation. When you’re on your own you get none of that. 

You’re on your own you pay for health insurance – mine runs $500/month for my 
wife and I – and it’s nothing great ($3000 deductible per person per year). You pay 
twice the social security the typical Walmart employee pays. Employed people pay in 
7.50% to social security and the employer kicks in the other half. As a business owner 
you get to pay all 15%! Cool. The big benefit is you can take as much vacation as you 
want – as long as you’re not too particular about eating every day. 

I’m not trying to dissuade you 

Truly I’m not. But I am trying to get you to understand the reason for pricing your 
work at a level that allows you to make a profit – that’s the reason you’re in business for 
yourself – to make a profit. 
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Proper pricing is an ever challenging problem that may take some time to master. 
But you have some tools now and information to consider – you’re not flying blind. You 
can do this. 

 

Step #5 - Create a Facebook Fan Page 
 

Okay, this is where it gets fun—and real. My guess is you’re on Facebook and if 
you’re not you need to be. Opening a Facebook account is free and easy. 

 
Before we get too far down this path you should know there are those who would 

have you believe – “those” being people who sell social media marketing “how-to” 
programs – that direct marketing, most especially direct mail marketing, is dead. They 
will tell you social media is the ONLY way to grow a business. That’s crap. 
 

I associate with a great number of people involved in direct response 
marketing—the top minds in the business. I can guarantee you, there is not yet a 
consensus that says social marketing works.  

 
Oh my goodness—did I just say that?!?!?!? I did and if this were on my blog or 

somewhere else on the internet I would likely be derided as a lunatic; burned at the 
“virtual stake”.  

 
There is not a consensus that says social marketing works because it is very 

difficult if not impossible, to accurately measure the ROI (return on investment) of 
“Facebooking” and the like. 

 
Direct response marketing of which direct mail plays a major part, always has 

been and always will be the most measureable, most repeatable form of marketing for 
ANY business. Social media marketing is just that, another form of “media” through 
which you can get your message to your potential clients. 

 
Social marketing is cheap? 
 
 “But direct mail marketing is so expensive” you whisper, breathlessly clutching 
your business checkbook to your heaving chest, “I can use the internet to interact with 
my clients everyday for free.” 
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 Free of physical dollars out of your pocket perhaps – but not free of cost; unless 
of course your time is worth absolutely nothing. It’s free as long as your son doesn’t 
care if you missed seeing his game winning homerun because you were posting to 
Facebook on your iPhone. There’s no cost if your daughter doesn’t mind that you’re 
staring at your Droid, twittering about your business, instead of watching her dance 
recital. 
 
 Social marketing takes time – and time is ALL we have. 
 

So, unless and until you can accurately track the time you invest in posting to 
your Facebook, My Space and LinkedIn pages; until you can concisely measure the 
minutes you spend tweeting and blogging – then you cannot possibly measure the ROI 
– the return on investment – of this type of marketing. 
 

“But wait,” you say, confusion knitting your brow, “didn’t you just tell me I had to 
get a Facebook page?” Yes grasshopper. If you’re going to photograph high school 
seniors you have to be on Facebook—’cause ‘dats where da fish you wants to catch is 
swimmin’!! 

 
You need to be on Facebook to build awareness for your business. It gives you 

an excellent venue to spread the word. But by and large people don’t like to be “sold to” 
on Facebook – they’re there to interact with their friends.  
 
I’m sorry to be the one to tell you - you are not 17 anymore 
 

If you’re potential clients were all your age – maybe if you specialized in families 
– then you might have some clients who are your “friends” – in real life as well as on 
Facebook. But believe me, no matter how “cool” you think you are, the high school 
seniors you interact with on Facebook are NOT your friends. And you will look like a first 
class idiot if you try and interact with them that way. I speak from experience. 
 
A Fan Page is Different 
 

Anyone who has a Facebook account can have their own fan page—also for 
free. And there’s a couple of reasons I’m recommending a “Fan Page” as opposed to 
your regular “Pete Peterson” page (if you already have one). 
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If you already have a Facebook page and have had for some time, likely you 
have a bunch of Facebook friends. And maybe your friends post things on your wall like, 
“Man you were so drunk on Friday, I can’t believe you ate that pickled egg.” Or other 
such inappropriate comments you’d rather your clients not see. 
 
A fan page tells the world you are a professional 
 

A Facebook Fan Page is your professional front. People who become fans of 
your site do not have access to your regular page—unless you let them. A fan page will 
be especially helpful if you do not yet have a website. You can post just your portrait 
work here thereby preventing clients from seeing the pictures of you eating the pickled 
egg. 

 
Secondly, a fan page allows your potential high school senior clients to see your 

images without first having to “friend” you. Believe me, ain’t no high school senior in the 
world desperate enough to see your pictures that they’d willingly send you a friend 
request. And if I were you – I being a 52+ year old guy – I’d shy away from sending 
friend requests to 17 year old girls – or guys for that matter. 

 
You can also Twitter to and from your Twitter account and have it show up on 

your page as well as posting links to your blog (when you get it established) and vice 
versa. 
 
Who’s On Facebook? 

A few things you should keep in mind about Facebook; A – the 30 to 50 
something year old demographic is the fastest growing segment on Facebook; B – 
almost all of your potential high school senior clients can be found there and finally C – 
it’s FREE and one of the easiest (but not necessarily the cheapest) methods you’ll find 
to promote your portrait business. 

Sign Up For Your Free Facebook Account 

Step One: If you don’t already have a Facebook personal page go there and sign 
up: http://www.facebook.com. You’ll need to put in a username and a password and 
that’s about it. Setting up your page and information is pretty self explanatory. You can 
add as much information as you want and then start inviting friends to your page. 
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My sole purpose in signing up on Facebook was to promote my business. 
Therefore my personal page is also used for business. As much as I’d like to, I refrain 
from making sarcastic comments on my friends and relatives “walls” – always 
maintaining a professional demeanor. (Which is a challenge at times) 

Reasons to act professionally 

You may want to act professionally or may want to begin “acting” professionally 
for a couple of reasons. (I’m not saying you shouldn’t have fun on FB – just watch what 
you say in “public”)  

Reason #1: The first bonus our senior clients receive from us is to have two of 
their images (we pick our favorites) posted to OUR Facebook album within 48 hours of 
their session. Before we will post those images they must “friend” us – by sending us a 
“friend request”. I ask them to send me the friend request for the reasons explained 
above, I’m a 52+ year old man and I don’t think I should be sending friend requests to 
17 year old girls – no matter what the reason. 

Now, when you post Susie Smith’s images in your Facebook photo album you’re 
going to “tag” her in the image. That means that ALL of Susie Smith’s friends are going 
to receive a notification that Susie Smith was tagged in an album on Pete Peterson’s 
Portraits Facebook page. Sweet!!! 

Important – make sure your studio name is displayed prominently on each 
image. If you go to my studio Facebook page at www.facebook.com/meirstudios you’ll 
see what I mean. I’ve created a frame/template for each image with a good sized logo in 
the lower right corner. I also have the logo as a reduced opacity watermark through the 
center of the image. I want my senior clients to know these images are for their friends 
to look at – only on Facebook. 

Acting Professionally Reason #2: Now that Susie Smith has “friended” you, 
anything that you or your friends write on your “wall” will come up on Susie’s wall for her 
to see. Hence the reason to consider the whole pickled egg scenario from earlier. 

Why too a fan page? 

I have my personal FB set so that only my “friends” can view things on my page. 
A “fan page” is different. 
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Anyone with a Facebook account can set up a fan page - for free as well. If 
you’re on your FB home page just look in the left side column and you’ll see a sub-
heading titled “Ads and Pages” – simply click that and follows the steps. 

Your “fan” page can be viewed by anyone – even people without Facebook 
accounts. This will be the “face” (how appropriate) of your business. Set this page up 
and the information therein based on your business information. If you have a website, 
include a link here, same for your blog. Get that page set up and then create some 
photo albums and start uploading your best images. 

Create Your Own URL 

You can also get your own URL for your Facebook fan page by going here: 
www.facebook.com/username/. You can also create your own personal URL for your 
personal page i.e.; www.facebook.com/dhmeir or www.facebook.com/theportraitexpert, 
etc… Having your own URL will make it easier for you to list the address in your 
marketing information and to verbally direct people to your page(s). 

Advertise Your Page 

There’s a good chance you clicked on a Facebook ad to find The Portrait Expert 
website. Facebook advertising is inexpensive and highly targetable. The FB ad you 
clicked on to get to The Portrait Expert is one of several I have running in all 50 states 
and several other countries. I target men and women, ages 25 to 64 who have listed 
photography as an interest. Believe it or not there are over five million Facebook 
members in the U.S. who fall within those parameters. 

Fish in Your Pond 

You’re not going to cast quite that wide a net. For instance, the ads I run to 
attract seniors to my studio, target people 16 to 18 years old, men and women and only 
those within 50 miles of Rochester, Minnesota. Only people who fall within those 
parameters are going to see my ads. 

When you create an ad campaign you set up a daily budget. Let’s say you want 
to limit your spending to $10.00/day. You then bid the amount you’re willing to pay every 
time someone clicks on your ad – Facebook will give you a range.  

If you want your ad to be seen I suggest bidding towards the top of or at the top 
of the range. However, just because you “bid”, i.e. sixty-eight cents per click doesn’t 
mean that’s what you’ll pay – it depends on how many other people are trying to run 
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similar ads to a similar demographic in your market. Probably your clicks are going to 
run you forty to fifty cents each. 

You then walk through the steps to write your ad, upload an image for the ad and 
insert the link where you want people to go when they click on your ad – like your 
Facebook fan page or your website or blog. 

Conclusion 

 Facebook, My Space, Linked-In, Twitter – they’re all just different forms of 
marketing “media”. To run a successful business and a successful marketing campaign 
we need to seek exposure in as many different forms of media as we profitably can. 

 Social media is a good place to “start” building awareness for your business but it 
most certainly is not the only marketing avenue you should pursue.  

 

Step #6 - Do An Honest Analysis of Your Work 
 

We are always our own worst critics—which can be good and bad. Is it possible 
to have a successful senior portrait business with only moderate photography skills? 
Absolutely - I’m proof of that. 

 
Does the fact that with a digital camera, you can click the shutter and 

immediately see you have an image, have ANYTHING to do with the quality of your 
work? ZIP. NADA. ZILCH. I heard someone say recently the digital revolution only 
means there are even more people out there taking bad pictures. Amen. 

 
Pitcher’ takin’s the easy part 
 

Honest to goodness I’m not kidding you when I say, the photography is the easy 
part. Even if your current work sucks! Yes it takes some practice, yes you can’t just put 
your camera on “P” and shoot away; and yes you do actually have to THINK;-)! 
 

For now start checking out the competition in your market. Google search senior 
portrait photographers in your area. Look at their images and compare them to yours. 
My guess is that some will be dramatically better than you and others not nearly at your 
level of expertise. But be honest with yourself. 
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Learn From the Best 
 

I belong to the PPA or Professional Photographers of America. Each year the 
PPA has a juried print competition judging over 5000 portraits. The best of the best are 
honored with Loan Collection status and those images are published in an annual 
“coffee table” book.  

 
When I was first starting out I purchased the book every year, studied the images 

and then tried to replicate them in my own work. There’s nothing wrong with trying to 
emulate—via your own camera and creative eye—other photographers that you respect 
and admire. But choose carefully. 

 
Practice, Practice, Practice 
 

Yes, photography is the easy part. But if you’d rather watch TeeVee than take 
pictures—especially when it doesn’t cost a dime to practice with a digital camera—well 
then I don’t hold out much hope for you. 

 
One of the most important skills you should develop is the ability to “see” light; to 

judge the quality of the light and where it’s coming from. Is it hard or soft? Does it have 
direction? 

 
In past and future issues of The High School Senior Portrait Expert newsletter 

you’ll find articles that will help improve your photography, but for now—practice. There 
is no better use of your spare time. (You can find past issues of the High School Senior 
Portrait Expert newsletter in the archive section of the website.) 
 
The bar has been raised 
 

Back in the late 90’s and early 2000’s you could be a mediocre to crappy 
photographer and still make a decent living. In the days of film even a crappy 
photographer took better pictures than the average consumer and if he could couple 
that would some practical business sense and good marketing skills it was a piece of 
cake. 

 
Today, not so much. Digital has accelerated the learning curve. Learning 

photography shooting film was a slow process.  
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As example let’s say you wanted to experiment with a new lighting technique; 
first you created several images and painstakingly recorded the f/stop and shutter 
speed and light placement. Then you sent the film off to the lab, paid about $1.25 per 
frame for film and proofing and four days later you got the results. Of course, if you 
didn’t tell the lab this was a test they’d try to balance each image to make it look good 
which would totally screw your results. 

 
Today, shoot the image and look at the back of the camera. Not quite right, shoot 

another and another. Your camera records all the salient details in the metadata file and 
within minutes you can be viewing the unadjusted images on your computer. Your 
learning curve has been reduced from days to minutes. 
 

Of course that’s IF you decide you want to improve. There are many, many 
“professional” photographers out there doing the same thing, lighting and posing the 
same way, day after day, year after year. It’s kind of like the old saying, “The man who 
can read but doesn’t, is no better off than the man who can’t.” The digital camera you 
hold in your hands is the FREE key to improving your portraiture. 
 
Train your eye to see the image – not the subject 
 

When you’re analyzing your work and the work of others you need to train your 
eye to look past the cute face and figure of the 
high school girl or guy, to look past the clothing 
and the background. You need to concentrate 
on analyzing the light source(s) and the pose, 
the color harmony and the composition. 
 

Hopefully you’ve downloaded and studied 
my high school senior portrait posing guide. If 
not you can easily go to my studio website and 
look at my senior galleries. 
http://www.dholmesmeir.com. I am not the best 
photographer, but I’m pretty good and you could 
certainly do worse than analyzing some of my 
images as a basis for comparison. 

 
That said you may not like my style. 
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Maybe you think I’m too “posey” or you don’t like my backgrounds. That’s fine – but then 
search out another photographer whose work you do admire – and compare their 
images to yours. Again, don’t get distracted by the outfits or the muscles – look at the 
image. 
 

If you’re having trouble finding someone to emulate here are the web addresses 
of some of my photographer friends – maybe you’ll find something you like on these 
sites. 

 
http://www.kvphoto.com/ 
http://www.boxseniors.com/main.html 
http://veraska.com/ 
http://www.tricoastseniors.com/ 
http://www.babinphotography.com/main.html 
 

Am I suggesting you copy the work of other photographers? Yes I am. I know 
that sounds odd but quite frankly you’re never going to produce exactly the same image 
as someone else. But what better way to learn and improve than “trying” to produce that 
image, that pose, that lighting. 
 

So, you’ve looked at your work and compared it to my stuff or some of the 
photographers listed above or maybe an entirely different photographer who does 
awesome work – how do you measure up?  

 
If these other photographers are averaging $1000 to $2000 per high school 

senior – due in part to the quality of their photography – how far do you have to go? 
What in your work needs improvement? 

 
Remember those goal sheets – My Best Year Ever planning guide - you 

downloaded? Set some goals to improve certain aspects of your work. Maybe this week 
you work on outdoor lighting – but just do that. Don’t worry about the posing for now or 
the background – just go create images and concentrate on the lighting. Work on posing 
or backgrounds next week. 
 
 
Step #7 – Scope-out Some Cool Locations 
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Our hour and a half Senior’s Choice 
portrait session includes outdoor images in the 
downtown area around our studio. Without 
question the favored locations of nine out of 
ten seniors are the grungy, gross, nasty, dirty 
alleyways. The last place you’d probably think 
of taking a picture. 

 
My guess is you probably don’t have a 

studio at this point. It’s also my guess you wish 
you did. I wish I didn’t have a studio, so much 
so, I’m in the process of completely reinventing 
my portrait business to eliminate the need for 
one. And I’m not going to use my home either. 
But that’s a story for another day. 
 
When Will You Photograph? 
 

First of all figure out what time of day you’ll most likely be photographing your 
senior clientele. If you work nine to five are most of your sessions going to occur 
between six and eight in the evening? Are you going to shoot on the weekends?  
 

I book two sessions a day in the summer time; one at 8:30 am and one at 3:30 
pm. If I have someone who wants the one hour basic session I’ll squeeze them into the 
middle of the day. I shoot at those times because that’s when the outdoor light is best.  

 
My other favored outdoor location is a city park/public garden. Beautiful old stone 

house, amazing gardens, huge trees, golf course quality lawns. I’ve been to that 
location easily 1500 times. Needless to say I know where the light is at any hour of the 
day—sunny or cloudy. 

 
Learn to “See” the Light 

 
So find you some cool spots and visit them at the time of the day when you’ll be 

there taking pictures. “Look” at the light and where it comes from. Does it filter through 
the trees softly in this spot? Is it reflected off a big white building providing beautiful soft 
light in another? 
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Mastering this one step, this one skill, 

will do more to improve your photography 
than any CD full of Photoshop actions or 
fancy new camera. Photography is light and 
learning to control it.  

 
There is a free article on the website: 

http://www.the-portrait-expert.com/articles/3-
see-the-light-naturally that will give you more 
information about learning to see light as well 
as a little exercise to work through. 

 

The trend in senior portraits over the 
last several of years, at least in my market, 
has been towards the more natural and 
realistic backgrounds/images. Gone are the 
days of big graphic shaped props on an all-white background. 

 
Several years ago I purchased an entire case – 25 sheets – of 4’ x 8’ fome-core. 

A guy in Indiana by the name of Rich Voorhees published a book on making 
inexpensive props out of fome-core. I was the fome-core prop KING for a couple of 
years – and the kids loved the stuff. Not so much anymore. 
 
The world is your studio 
 

Today, there is another photographer I strive to emulate; Fuzzy Duenkel in West 
Bend, WI. I’ve known Fuzzy for many years and he has always been a great 
photographer. His big thing is “going home”; creating most if not all of a senior’s 
portraits in and around their own home.  

 
As I mentioned to a member here at The Portrait Expert, Fuzzy uses the 

subject’s garage as his studio. Think about it. Open the overhead door and position your 
subject about three to five feet back of the opening (depending on the light and the 
overhang). You have no overhead or side lighting and beautiful natural light from the 
front. 

 
Experiment with a reflector 
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I almost always use a flash on an off-camera stand to light my outdoor senior 

portraits. I like to use a reflector but I always work alone and some senior parents just 
don’t quite understand how I want them to hold the reflector – and you don’t really want 
to say, “no not like that you dummy” to your client;-) 
 

I can teach you more about using off camera flash for your outdoor images but I 
feel it’s important to first learn how ambient light affects your images. So for starters find 
some sort of reflector you can experiment with. You can pick up a piece of foil covered 
insulation board at a home improvement store or a simple piece of white fome-core from 
an office supply store. 
 
Leave the camera at home 
 

Promise the little old lady from next door you’ll buy her a Manhattan when you’re 
done and take her out in the yard or to a park and start looking for light. (You could use 
the little kid from next door but you better ask his parents first. And don’t offer to buy him 
a Manhattan when you’re done) 
 

Look for a spot where you would typically pose someone if you were taking their 
picture. Now just stand there and look at the light on their face. Really look. Is the light 
nice and even across their face or are their big splotches of sun hitting their nose? Are 
there big shadows under their eyes?  
 
You can’t move the sun so move your subject 
 

Okay, so now, without doing anything else, have your subject stand in place and 
turn a quarter turn to their left. Have them turn slowly as you continue concentrating on 
watching the light on their face. Keep turning your subject and watching the light until 
you find the best angle – the best light on their face. 
 
 
That’s All I Got 
 

So what’s next? If you haven’t yet, go back and download and print off the My 
Best Year Ever goal and action planning guide and get busy setting your goals and 
creating an action plan for their achievement. 
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Also, if you did not take advantage of the ONE DOLLAR for ONE MONTH trial 
subscription in the High School Senior Portrait Expert member site – WHAT were you 
thinking?!?!?!?!!?;-) 

 
Yes it will cost you an entire dollar. But for one measly dollar you’re going to 

receive; 
 

- Two Photoshop training videos - and 
- Two portrait lighting videos 

 
And if you choose the f/5.6 membership you’ll also get; 
 

- Two custom designed Photoshop card templates – and 
- Two Photoshop actions – as well as 
- Access to the FREE monthly tele-seminar where you can get all your 

photography questions answered. 
 

Should you decide after a month, that I am indeed a crackpot you couldn’t 
possibly learn anything from, you can cancel your membership and receive a full refund 
of your entire dollar. (Less a restocking fee . . . . . . . . . kidding;-) 

 
Then watch for and read the twice monthly newsletter when it comes. Ask 

questions on the blog or shoot me an email. Please know, I will help you in any way I 
can. I do NOT have ALL the answers, but I have quite a few of them. I won’t BS you but 
I won’t coddle you either. I can help you develop a successful portrait business. The 
next step is yours. 
 
Respectfully, 

 
 
 
 

David H. Meir 
The High School Senior Portrait Expert 
http://www.the-portrait-expert.com 
dave@the-portrait-expert.com 
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