


INTRODUCTION 

Welcome to Compelling Marketing - The Ingredients! This is part one of your compelling 
marketing learning journey. I know you’ll be eager to get stuck in. Alongside pricing, 
marketing is something I know most photography business owners really struggle with.  

This course will give you a great understanding of what it really takes to market yourself 
and your photography business strategically and consistently so that you attract your 
perfect client time and time again. Let’s get the ingredients in place! 

But as always - you need to play your part too ;-) 

1. Success Month is a must before diving into this 

It is possible to complete this course without doing Success Month first but just know that 
you won’t have nearly as much success with it if you choose to do that. Shortcuts in 
business don’t work. It’s those who do the graft that take home the treasure. 

2. Complete every lesson  

Don’t skip any lessons unless they really don’t apply to you. Even if you just listen and 
don’t do the workbook - that’s absolutely fine. 

3. Please do these courses in order 

There are three courses in the Compelling Marketing series. Please do them in order or 
they just won’t have the same results for you.  

Don’t worry, although it seems like a lot to get through, lots of the lessons are short and 
sweet. 

As always, we’re here to answer your questions as they arise. Good luck! 

Julie x 
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2. WHY MOST PROFESSIONAL PHOTOGRAPHERS 
FIND MARKETING DIFFICULT 

There at lots of reasons why photographers like you find marketing so difficult - tick the 
ones below that apply to you. 

• You’re scared of ‘putting yourself out there’ 

• You don’t feel like you’re good enough to shout about yet 

• You’re just doing what others do without thinking about whether it’s actually right for 
you and your business 

• You struggle to find the time for marketing - other things take priority 

• You don't have a very clear picture of who your ideal client is 

• You don’t have a clear set of core business values 

• You don’t have a distinctive voice in your marketing communication - you just sound 
the same as every other photographer 

• You don’t know what differentiates you from all the other photographers in your area 

• You don’t have a solid marketing strategy and plan 

• You’re engaging in ‘hope marketing’ 

Don’t worry if you ticked lots of these - we are going to sort this all out! 
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3. MARKETING MINDSET 

1. Marketing takes priority in your business. Marketing comes first (ahead of client work!) 

Jot down below how you can make this work for you with your life as it is now. E.g. could 
you get up earlier and work on your marketing for 30 minutes every week day morning? 

2. Your marketing is FOR your IDEAL CLIENT. It should help, educate or entertain. It’s not 
for you to shout about your business and sell, sell, sell (although of course you can do that 
from time to time). 

If you need to, use the box below to jot down some thoughts about this. Is this a mindset 
shift you need to make? Or were you already aware of this? 
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3. You don’t need lots of money to market your business effectively. This is not an obstacle 
to success at all. In fact you can do it all for free if you need to. 

4. You will need to commit to learning as much as you can about marketing and stay 
ahead of the curve at all times. 

Make notes in the box below about how you will make this work for you? How can you fit 
this in and make it enjoyable? Books, blogs, groups? What will suit you best? 

5. Your marketing efforts will NOT pay off overnight. Giving something a try for a couple of 
months is NOT TRYING. Marketing is a long game and only those who persevere reach the 
tipping point where it all starts to fall into place. 

Be totally honest with yourself in the box below. How much time and effort are you truly 
willing to give this? How are you going to keep yourself going when you don’t feel like the 
hard work is paying off? 

5. Once is NEVER enough. Your potential clients will need up to SEVEN touch points (or 
more) with you and your business before they even get in touch - let alone book. They are 
busy and distracted. 
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4. OVERCOMING FEAR OF ‘PUTTING 
YOURSELF OUT THERE’ 

Look out the work you did in the Action Plan course around ‘finding your why’ and ‘getting 
out of your own way’. This will help you here. 

1. In the box below write down the MAIN fear you have when it comes to marketing your 
business. 
 

2. Now write some notes about how valid this fear is. What is the worst thing that could 
happen if this fear came true? Could you handle it? 

If someone you loved had the same fear - what advice would you give them? 
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3. In the box below write down the MAIN reason you want your marketing to work. You 
need this motivation to get you through when fear rears its ugly head. E.g. Do you want to 
leave a day job you hate? Do you want financial freedom? Do you want more time with 
loved ones? 
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5. WHAT IS MARKETING ANYWAY? 

Use the box below to make notes on this lesson if you need to. 
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6. IS TRADITIONAL MARKETING DEAD? 

Use the box below to make notes on this lesson if you need to. 
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7. THE POWER OF CONTENT 

Use the box below to make notes on this lesson if you need to. 
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8. HOW TO MAKE YOUR MARKETING ENGAGING AND 
SHAREABLE 

Download and print the checklist in lesson 8. Use this checklist every time you put 
together a piece of content marketing and make sure at least one of the list items is 
checked. The best place for this is on the wall or somewhere very handy. 

This is a simpler version but the downloadable one in TiB is prettier! ;-)  

IS THIS GOING TO BE ENGAGING AND SHAREABLE? 

Will this piece of content strike an emotional chord with my ideal client? Will it 
make them laugh? Will it make them cry? Will it make them passionate?

Will this be helpful to my ideal client? Will it teach them something that they are 
glad to know or aid them with a challenge they have? So much so that they are 
very happy to have found it and will want others to know about it too?

Will engaging with this content and sharing it make my ideal client look cool, 
smart or funny? Will sharing it say something about who they are as a person? 
Something that they want others to know about them?

Is this content about something brand new and fresh that will make my ideal 
client want to share immediately so that they can be ‘first in the know’? (This will 
very rarely happen!)

Does this content reference my ideal client (or connections of my ideal client) in a 
positive way making it extremely likely that they will engage with it and share it?

If I was in my ideal client’s shoes - would I engage with this content or share it? (Be 
brutally honest with yourself here!)
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13. HOW TO BE YOU IN YOUR MARKETING 

Use the box to jot down some notes about you and your personality. I know this is hard. 
Ask for help from loved ones.  

What makes you - YOU? Don’t worry if you’re not overly funny or witty. That doesn’t 
matter at all. Being human is much more important. 

Here are some questions to help you: 

• Are you an introvert or an extrovert?
• What do you love? Who do you love?
• What do you hate? What angers, frustrates, irritates you?
• What makes you laugh? What do you find funny?
• What makes you cry? What pulls at your heart strings?
• What do your friends and family love about you?
• What do your friends and family not love so much about you?
• What words would they use to describe your personality?
• What random things go through your head regularly?
• What are you really interested in?
• What do you try to suppress about yourself?
• What do you wish people could see in you?
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Highlight the words and phrases in the box which resonate the most with you. Which 
reflect the real you? What comes most naturally to you? 

Display these beside your core values and your buyer persona etc. This is how you should 
be communicating to the world all the time. This is who you should be in your marketing. 

This will be easiest when you feel most like yourself. So create your marketing when 
you’re at your best.  

Remember - this comes with practice over a long time. It doesn’t happen overnight and it 
doesn’t come easily to lots of people. You’ll get there! 
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