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C O P Y R I G H T 

 
P L E A S E  D O  N O T 

S T E A L  T H I S  B O O K

If you haven’t bought this publication...

Just as you wouldn’t want someone to steal your photos, we 

don’t want people stealing our publications! Please purchase 

your own copy now. It’s easy to do at our website: www.

betterphotography.com and you can pay with Paypal, Visa or 

Mastercard.

If you bought this publication, thank you!

If you purchased this publication, feel free to share it with your 

immediate family, but please don’t pass it around to your friends, 

associates or club members. Rather, we’d ask you to encourage 

them to purchase their own copy at our website - www.

betterphotography.com.
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How To Use This Publication

This publication may give you an idea of what a business plan looks like.

The figures and ideas are ficticious - but hopefully somewhat sensible to give you 

an idea of what you could be producing.

This business plan only looks at the numbers in a superficial way. There is no 

budget or cashflow statement - these can be produced by your accountant or 

bookkeeper and are recommended. However, even if you don’t create a budget or 

a cashflow, this business plan will have you heading in the right direction.

So, enjoy my sense of humour and optimism when warranted.

Peter Eastway
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T i m e  t o  d r e a m  a  l i t t l e !  D o n’ t  h o l d  b a c k  -  p u s h  y o u r s e l f  f u r t h e r  t h a n  y o u  t h i n k  y o u  s h o u l d ! 

I f  y o u  a r e  y o u n g,  d o  t h i s  w o r k s h e e t  f o r  2 0  y e a r s  i n  t h e  f u t u r e .  I f  y o u  a r e  o l d e r,  d o  i t  f o r  y o u r  r e t i r e m e n t .

H o w  o l d  w i l l  y o u  b e ?   A g e :

H o w  m a n y  w o r k i n g  y e a r s  d o  y o u  h a v e  u n t i l  t h e n ?   Ye a r s :

Wi l l  y o u  o w n  y o u r  o w n  h o u s e ?   Ye s / N o :

D e s c r i b e  y o u r  h o m e  a n d  i t s  l o c a t i o n :

 

 

 

 

 

 

 

H o w  w i l l  y o u  s p e n d  y o u r  t i m e  i n  t h e  f u t u r e ?

 

 

 

 

 

 

 

W h a t  a n n u a l  i n c o m e  w i l l  y o u  n e e d  t o  l i v e  o n ?    $

( Co m p l e t e  t h e  c a l c u l a t i o n  c o l u m n  o p p o s i t e  t o  f i n d  y o u r  a n n u a l  l i v i n g  e x p e n s e s ) .

F u n d s  i n v e s t e d  n e e d e d  t o  s u p p o r t  t h i s  i n c o m e :    $

( M u l t i p l y  y o u r  a n n u a l  L i v i n g  E x p e n s e s  b y  1 0 .  T h i s  i s  a n  a b s o l u t e  m i n i m u m . )

D i v i d e  t h i s  f i g u r e  b y  t h e  n u m b e r  o f  w o r k i n g  y e a r s  y o u  h a v e .            $

( T h i s  g i v e s  y o u  s o m e  i d e a  o f  t h e  s a v i n g s  p r o g r a m  y o u  n e e d  t o  r e a c h  y o u r  g o a l s . )

Future Living Expenses

We e k l y  E x p e n s e s             $                             

F o o d 

A l c o h o l 

Pe r s o n a l  N e e d s 

E n t e r t a i n m e n t 

C h i l d  c a r e 

E d u c a t i o n 

H o b b i e s 

O t h e r 

To t a l  E x p e n s e s  We e k l y                                                    

x  5 2  f o r  a n n u a l  t o t a l

M o n t h l y  E x p e n s e s

R e n t / M o r t g a g e 

C l o t h i n g 

E l e c t r i c i t y / p h o n e 

S c h o o l  F e e s 

N o n - b u s i n e s s  c a r 

M e d i c a l 

O t h e r 

To t a l  M o n t h l y                                                  

x  1 2  f o r  a n n u a l  t o t a l

A n n u a l  E x p e n s e s

Co u n c i l / Wa t e r  R a t e s 

H o m e  M a i n t e n a n c e 

I n s u r a n c e s 

H o l i d a y s 

H o m e  F u r n i s h i n g s 

P r e s e n t s / G i f t s 

H e a l t h  I n s u r a n c e 

I n c o m e  Ta x 

O t h e r 

To t a l  A n n u a l                                                      

G r a n d  To t a l            $

01 | Dream A Little ... 
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I n  t h i s  c o l u m n  d e s c r i b e  y o u r  L i f e s t y l e  t o d a y :

Fa m i l y  L i f e

H e a l t h  &  F i t n e s s

 

 

 

R e c r e a t i o n

 

 

 

 

F i n a n c i a l  S e c u r i t y

 

 

 

 

E t h i c s

U s e  t h i s  c o l u m n  t o  d e s c r i b e  y o u r  I d e a l  L i f e s t y l e :

Fa m i l y  L i f e

H e a l t h  &  F i t n e s s

 

 

 

R e c r e a t i o n

 

 

 

 

F i n a n c i a l  S e c u r i t y

 

 

 

 

E t h i c s

02 | Life Outside Work
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D e s c r i b e  y o u r  b u s i n e s s  ( w h a t  t y p e  o f  p h o t o g r a p h y,  w h a t  p a r t  o f  t h e  m a r k e t ,  w h a t  s t y l e ,  w h a t  p r i c i n g,  e t c .  -  a  g e n e r a l  o v e r v i e w ) :

 

 

W h a t  a r e  y o u r  b e s t  b u s i n e s s  s k i l l s  (A r e  y o u  g o o d  a t  p h o t o g r a p h y,  b o o k w o r k ,  i n v o i c i n g,  m a r k e t i n g,  n e g o t i a t i n g,  s e l l i n g,  e t c . ) ?

 

 

W h a t  t y p e s  o f  p h o t o g r a p h y  d o  y o u  s e l l  ( c o r p o r a t e ,  w e d d i n g s ,  e t c . ,  b u t  b e  m o r e  s p e c i f i c  -  p h o t o j o u r n a l i s t i c  w e d d i n g s ,  o r  w e b s i t e  c o r p o r a t e ,  e t c . ) ?

   

 

W h a t  f a c i l i t i e s  d o  y o u  o f f e r ?  ( D o  y o u  h a v e  a  s t u d i o,  a l l  y o u r  o w n  l i g h t i n g  e q u i p m e n t ,  a n  a s s i s t a n t ,  e x t e r n a l  s e r v i c e s  s u c h  a s  w e b  d e s i g n ,  e t c . )

 

W h o  a r e  y o u r  b e s t  c u s t o m e r s ?  ( I f  y o u  d o n’ t  h a v e  a n y,  l e a v e  t h i s  b l a n k ,  o t h e r w i s e  d e s c r i b e  t h e  p e o p l e  w h o  s p e n d  t h e  m o s t  w i t h  y o u . )

  

W h a t  a r e  y o u r  b e s t  p h o t o g r a p h y  s k i l l s  (A r e  y o u  g o o d  a t  d e a l i n g  w i t h  p e o p l e  a n d  p o r t r a i t u r e ,  a r e  y o u  b e t t e r  o n  s i t e  w i t h  e n g i n e e r s  a n d  a r c h i t e c t s ) ?

 

H o w  g o o d  a r e  y o u  a t  m a r k e t i n g  y o u r  b u s i n e s s ?  ( B e  h o n e s t  -  y o u  m a y  n e e d  h e l p ! )

 

H o w  d o  y o u r  c u s t o m e r s  p e r c e i v e  y o u  i n  t h e  m a r k e t ?  (A r e  y o u  c h e a p,  g o o d ,  e x p e n s i v e ? )

 

 

A r e  y o u  g e n e r a l l y  h a p p y  w i t h  y o u r  b u s i n e s s ?                                  Ye s   /   N o

I s  y o u r  b u s i n e s s  g r o w i n g ?                                                             Ye s   /   N o

(Complete the Profit & Loss Summar y opposite – refer to your tax return or accountant’s figures.)

D o  y o u  w a n t  t o  b u i l d  a n d  i m p r o v e  y o u r  b u s i n e s s ?                           Ye s   /   N o

03 | Business Today

Profit & Loss Summary

F r o m  T a x  R e t u r n s         L a s t  Ye a r      2  Ye a r s  A g o                      

G r o s s  I n c o m e                   $

Le s s  D i r e c t  E x p e n s e s         $

=  G r o s s  P r o f i t                  $

Le s s  O v e r h e a d s                 $

( E x c l u d i n g  Fa m i l y  S a l a r y )

=  N e t  P r o f i t  &  S a l a r y        $

G r o s s  P r o f i t                                         %                %

N e t  P r o f i t                                            %                %
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FA M I LY  I N C O M E                                                               S T E P  O N E  –  C U R R E N T                                  S T E P  T W O  –  F U T U R E

B u s i n e s s  N e t  P r o f i t  ( f r o m  l a s t  t a x  r e t u r n  -  s e e  W o r k s h e e t  03 )

S p o u s e’s  O t h e r  I n c o m e

I n v e s t m e n t  I n c o m e

l e s s  I n c o m e  Ta x  ( e n t e r  a s  n e g a t i v e  n u m b e r )

T O TA L  FA M I LY  I N C O M E

l e s s  FA M I LY  E X P E N S E S

W E E K LY  	 F o o d

 	 A l c o h o l

 	 Pe r s o n a l  n e e d s

 	 E n t e r t a i n m e n t

 	 C h i l d  C a r e  /  E d u c a t i o n

 	 H o b b i e s

 	 O t h e r

TOTA L  W E E K LY  E X P E N S E S  ( m u l t i p l y  b y  5 2  t o  g e t  a n n u a l  t o t a l )                               x 5 2                                                               x 5 2

M O N T H LY   	 R e n t / M o r t g a g e

 	 C l o t h i n g

 	 E l e c t r i c i t y / P h o n e

 	 S c h o o l  F e e s

 	 N o n - b u s i n e s s  c a r

 	 M e d i c a l

 	 O t h e r

TOTA L  M O N T H LY  E X P E N S E S   ( m u l t i p l y  b y  1 2  t o  g e t  a n n u a l  t o t a l )                           x 1 2                                                                x 1 2

A N N U A L   	 Co u n c i l / Wa t e r  R a t e s

 	 H o m e  M a i n t e n a n c e

 	 I n s u r a n c e s

 	 H o l i d a y s

 	 P r e s e n t s / G i f t s

 	 H e a l t h  I n s u r a n c e

 	 G e n e r a l  S a v i n g s

 	 R e t i r e m e n t  S a v i n g s

 	 O t h e r

TOTA L  A N N U A L  E X P E N S E S

T O TA L  E X P E N S E S  ( A d d  w e e k l y,  m o n t h l y  a n d  a n n u a l  t o g e t h e r )

TOTA L  E X P E N S E S  s h o u l d  a p p r o x i m a t e l y  e q u a l  FA M I LY  I N C O M E .  I f  n o t ,  r e w o r k  y o u r  f i g u r e s  u n t i l  t h e y  d o !

04 | Family Finances In 5 Years Time
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FINANCIAL STEPPING STONES

I N C O M E                                                      N O W                 Y E A R  1                  Y E A R  2                 Y E A R  3                 Y E A R  4                  Y E A R  5

B u s i n e s s  Wa g e s  &  N e t  P r o f i t :   				  

S p o u s e  I n c o m e :   				  

I n v e s t m e n t s :   				  

T O TA L  I N C O M E :   				  

P l a n n e d  A n n u a l  I n c r e a s e  I n  B u s i n e s s  I n c o m e :   				  

 	   	

PERSONAL GOALS

FA M I LY  L I F E :

H E A LT H  &  F I T N E S S :

R E C R E AT I O N :

E T H I C S :

OT H E R :

D AT E  TO  R E V I E W  T H I S  P L A N :

05 | Five Year Personal Plan 
This comes from Worksheet 4, 
Business Net Profit, Current

This comes from Worksheet 4, 
Business Net Profit, Future

These are the increases in your business income and do not take into 
account your spouse’s or investment income. We want to calculate 
how much extra your business needs to earn for you. 
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06 | Mission Statement

USP
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07 | Year 1 Financial Goal
What Gross Sales Do You Need?
G e t  L a s t  Ye a r ’s  f i g u r e s  f r o m  t h e  0 3 | B u s i n e s s  To d a y  Wo r k s h e e t  f o r 

t h e  l e f t  c o l u m n .  Yo u  r e a l l y  o n l y  n e e d  t h e  N e t  P r o f i t  Pe r c e n t a g e .

N e x t ,  t o  c a l c u l a t e  P r o j e c t e d  G r o s s  I n c o m e  f o r  t h i s  y e a r,  g r a b  t h e 

B u s i n e s s  Wa g e s  &  N e t  P r o f i t  f i g u r e  f r o m  Ye a r  1  o n  y o u r  0 5 | 5  Ye a r 

Pe r s o n a l  P l a n  w o r k s h e e t  a n d  d i v i d e  b y  t h e  N e t  P r o f i t  Pe r c e n t a g e .

                                            L a s t  Ye a r  $     P r o j e c t e d  $ 

G r o s s  I n c o m e                                

D i r e c t  E x p e n s e s 

G r o s s  P r o f i t 

O v e r h e a d s

( E x c l u d i n g  Fa m i l y  S a l a r y ) 

B u s i n e s s  N e t  P r o f i t 

D i v i d e  B u s i n e s s  N e t  P r o f i t  b y  G r o s s  I n c o m e  t o  g e t  N e t  P r o f i t  %

N e t  P r o f i t  Pe r c e n t a g e                                        % 

T h i s  f i g u r e  i s  t h e  g r o s s  i n c o m e  o r  s a l e s  y o u r  b u s i n e s s  n e e d s  t o 

e a r n  i n  Ye a r  1  o f  y o u r  b u s i n s s  p l a n .  T h i s  i s  y o u r  f i r s t  g o a l .             

How Much And How Many?
Yo u r  g o a l  i s  t o  i n c r e a s e  y o u r  i n c o m e ,  b u t  h o w ?  Wi l l  y o u  i n c r e a s e 

h o w  m u c h  y o u  c h a r g e ,  o r  h o w  m a n y  j o b s  y o u  d o,  o r  a  b i t  o f  b o t h ?

G r o s s  I n c o m e  L a s t  Ye a r  [A ]                               $

R e q u i r e d  G r o s s  I n c o m e  T h i s  Ye a r  [ B ]                  $

I n c r e a s e  i n  G r o s s  I n c o m e  [ B ]  -  [A ]                    $

To t a l  n u m b e r  o f  j o b s  y o u  d i d  l a s t  y e a r  [ C ] 

Av e r a g e  i n v o i c e  v a l u e  r e q u i r e d  f o r  p l a n [ B ] ÷ [ C ]   $

Av e r a g e  $  v a l u e  o f  i n v o i c e s  l a s t  y e a r  [ A ] ÷ [ C ] = [ D ]            $

N o.  o f  j o b s  r e q u i r e d  f o r  b u s i n e s s  p l a n [ B ] ÷ [ D ] 

N o.  o f  j o b s  r e q u i r e d  e a c h  w e e k  f o r  b u s i n e s s  p l a n

Where Can You Reduce Your Business Costs?
T h e r e’s  n o  p o i n t  s p e n d i n g  m o r e  t h a n  y o u  h a v e  t o.  W h a t  a r e a s  o f  e x p e n d i t u r e  c a n  b e  r e v i e w e d  o r  t r i m m e d ?

S t u d i o  &  E q u i p m e n t  H i r e ?

P r i n t i n g,  a l b u m s ,  p h o t o  b o o k s ?

U t i l i t i e s  -  e l e c t r i c i t y,  t e l e p h o n e ,  i n t e r n e t ,  r e n t ?

A s s i s t a n t s ,  s t a f f ?

O t h e r ?

From Worksheet 
5, Year 1, Business 
Wages & Net Profit

If you haven’t been in business 
before and you don’t have a net 
profit percentage, then use 40% 
as a starting point.

Divide Business Net 
Profit by Net Profit 
Percentage
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08 | Market Analysis
D e s c r i b e  t h e  t y p e  o f  b u s i n e s s  I  w a n t  t o  o w n  ( i g n o r i n g  w h a t  m y  c l i e n t s  w a n t ) :

W h o  a r e  t h e  c u s t o m e r s  f o r  t h i s  t y p e  o f  b u s i n e s s ?

D o  t h e s e  c u s t o m e r s  w a n t  w h a t  I  w a n t  t o  g i v e  t h e m  a t  t h e  p r i c e  I  w a n t  t o  s e l l  i t ?  I f  t h e  a n s w e r  i s n’ t  y e s ,  c h a n g e s  n e e d  t o  b e  m a d e .

W h a t  s o r t  o f  s e r v i c e  a n d  b a c k - u p  i s  i m p o r t a n t  t o  t h e m ?

W h a t  t y p e  o f  b u s i n e s s  i s  c u r r e n t l y  s e r v i c i n g  t h e s e  b u y e r s ?  W h a t  d o  t h e y  d o  p a r t i c u l a r l y  w e l l ,  i f  a n y t h i n g ?

H o w  c a n  I  p r o v i d e  a  b e t t e r  s e r v i c e ?  H o w  w i l l  I  d o  t h i s ?

I s  t h e r e  a  m a r k e t  n i c h e  I  c a n  f i l l  t h a t  i s  n o t  b e i n g  s e r v i c e d ?

I s  m y  e x i s t i n g  c u s t o m e r  b a s e  h a p p y  w i t h  m y  s e r v i c e ?  W h a t  d o  t h e y  l i k e  t h e  m o s t ?

A r e  t h e r e  o t h e r  s e r v i c e s  I  c o u l d  o f f e r  t h e m ?  W h a t  w o u l d  t h e s e  s e r v i c e s  b e ?  W h y  w o u l d  t h e y  b e  a t t r a c t i v e  t o  t h e s e  c l i e n t s ?

C a n  I  f o l l o w  u p  o l d  c l i e n t s  t o  s e e  i f  t h e y  h a v e  a n y  n e w  n e e d s ?
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09 | The Business Plan
T h i s  w i l l  p o s s i b l y  b e  t h e  h a r d e s t  p a r t  o f  t h e  b u s i n e s s  p l a n n i n g  p r o c e s s  -  w h a t  a r e  y o u  a c t u a l l y  g o i n g  t o  d o  a s  a  p r o f e s s i o n a l  p h o t o g r a p h e r ?
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10 | Marketing Approach
Current Customers

S t r a t e g y  1 :

R e s o u r c e s :

B u d g e t   $ :

New Customers

S t r a t e g y  2 :

R e s o u r c e s :

B u d g e t    $ :

S t r a t e g y  3 :

R e s o u r c e s :

B u d g e t    $ :
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11 | Resources
 	      	 Lu m p  S u m  Co s t 	       M o n t h l y  Pa y m e n t s

E q u i p m e n t  	   $

 	   $

 	   $

 	   $

 	   $

I m a g e / M a r k e t i n g   $

S h o p / s t u d i o  m a i n t e n a n c e   $

S h o p / s t u d i o  d e c o r   $

S t a t i o n e r y  d e s i g n   $

We b s i t e  d e s i g n   $

N e w  p o r t f o l i o   $

P r i n t i n g  -  s t a t i o n e r y   $

P r i n t i n g  -  d i s p l a y  p r i n t s   $

D i s p l a y  a l b u m s / p h o t o  b o o k s   $

S e m i n a r s  &  c o u r s e s   $

A d v e r t i s i n g / p r o m o t i o n   $

S t a f f / L a b o u r 	  			   $

A s s i s t a n t s  /  S a l e s  S t a f f   			   $

M a r k e t i n g  ( r e p )   			   $

A d m i n i s t r a t i o n   			   $

O t h e r 	   			   $

C a l c u l a t e  t h e  a m o u n t  t o  b e  p a i d  a s  a  l u m p  s u m :      $

H o w  m u c h  o f  t h i s  d o  y o u  n e e d  t o  b o r r o w  o r  f i n a n c e ?    $

E s t i m a t e d  m o n t h l y  r e p a y m e n t  o f  t h e s e  b o r r o w i n g s  ( d i v i d e  b y  1 2 ) :   			   $

 	         

To t a l  M o n t h l y  I n c r e a s e  i n  O v e r h e a d s  ( a d d  I n  s t a f f  l a b o u r  e t c )    		                $

Yo u r  Ye a r  1  F i n a n c i a l  G o a l  m a y  n e e d  t o  b e  a d j u s t e d  t o  r e f l e c t  t h e s e  r e s o u r c e  c o s t s 	
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12 | Timetable
 	                       T i m e  N e e d e d  	    D e a d l i n e  D a t e  	                C o m p l e t e d

P l a n n i n g

P r e p a r a t i o n

A r r a n g i n g  F i n a n c e

R e v i e w


	a6: 200
	a1: 50
	a2: 25
	a3: Yes
	a4: My house will be in sight of the beach so I can sit up in bed and see if the surf is any good, or if I should sleep in. It won’t be right on the beach because it is too noisy in summer. It will be two storeys with the bedrooms upstairs, the living areas downstairs and a garage underneath for my flying saucer. It will have a sandstone base and a tin roof because I like
hearing the rain.

	a5: I will spend half the year travelling, skiing the few remaining pockets of snow and
photographing the few remaining landscapes. The other half will be spent at home, editing and exhibiting my photography. I’ll also do some pro-bono work for charities and attend the national photography conventions where I will tell all the young people how good photography was in the days of film.
	a7: 100
	a8: 100
	a9: 100
	a10: 
	a11: 
	a12: 100
	a13: 100
	a14: 700
	a15: 36400
	a16: 
	a17: 250
	a18: 400
	a19: 
	a20: 400
	a21: 300
	a22: 350
	a23: 1700
	a24: 20400
	a36: 100000
	a37: 1000000
	a38: 40,000
	a25: 2000
	a26: 3200
	a27: 2000
	a28: 25000
	a29: 2000
	a30: 5000
	a31: 4000
	a32: 
	a33: 
	a34: 43200
	a35: 100000
	b1: I am holding down two jobs and trying to do photography as well. I don't see the family nearly enough.
	b2: I'd like to work a maximum of four days a week. This would give me three days to spend at home, either with the family or fixing up things around the house.
	b3: I am pretty fit, but putting on a few kilograms because I don't do enough exercise.
	b4: I need to go to the gym at least three times a week, plus make time for a surf at least twice a week. If I have three days a week off, this should be possible.
	b5: I go skiing a couple of times a year, but I really just sit at my computer and work, either on the website or using Photoshop. I am a boring photographer with no social life.
	b6: I would like to have two international ski trips each year, one surf trip with some old mates, and time to shut the studio if the surf is good - so that might mean hiring staff to look after the business.
	b7: I can't give up my day job as a plastic surgeon because photography income is so erratic, who knows where the next job will come from.
	b8: I need to build up the business and put away $20,000 in a bank account. Having this money there will be a great safety net, so if the photography business goes quiet for a few weeks or months, I can weather it out. I also need to be putting away money for superannuation. I need to ensure my business earns enough to let me do this.
	b9: I always worry about how much I am charging for the photos I take. I mean, I'd be happy to do them for free, but I know that this is no way to run a business.
	b10: I need to charge a fair fee for my photography, but I don't want to rip people off or use pressure sales techniques. I figure by offering a money-back guarantee, I can ask for a higher price and if people don't like it, they don't need to hire me. If someone has a complaint, I won't take it personally, but I will always ensure the customer is right! My reputation is very important to me.
	c1: I am a portrait and wedding photographer. I am only charging $1000 for a wedding, so I am aimed  at the bottom of the market.
	c2: I believe I'm really good at photography, although I can always learn more. Marketing and accounting I have no idea about, and I'm not very good at negotiating or selling either!
	c3: I sell photo-journalistic weddings on a USB drive. I take as many photos as I can and run them through Lightroom with an automatic preset. I think there are other options out there and I could definitely expand my services.
	c4: At present, I work from home, so all I provide is my camera and lens, a flash and my computer loaded with Lightroom.
	c6: Once I'm at the wedding, I think I'm pretty good with people. I seem to have the mothers in the palm of my hand because I'm so good looking, and this helps keep the wedding on track. 
	c7: Hopeless! That's why I'm doing this plan.
	c8: I am perceived as being cheap.
	c5: My only customers are friends and friends of friends. However, they are generally people who don't value photography that much.
	c12: 100000
	c13: 15000
	c9: No
	c10: Yes
	c11: Yes
	c16: 60000
	c17: 85
	c18: 60
	c19: 85000
	c20: 22000
	c21: 63000
	c22: 25000
	c23: 38000
	c24: 74.11764705882354
	c25: 44.70588235294118
	d1: 60000
	d2: 25000
	d3: 0
	d4: -20000
	d5: 65000
	d10: 
	d6: 200
	d7: 50
	d8: 50
	d9: 50
	d11: 50
	d12: 80
	d22: 100
	d14: 24960
	d24: 30000
	d13: 480
	d57: 960
	d23: 2500
	d16: 1500
	d17: 200
	d18: 400
	d19: 
	d20: 
	d21: 300
	d25: 2000
	d26: 1000
	d27: 2000
	d28: 2000
	d29: 
	d30: 3000
	d31: 
	d32: 
	d33: 
	d34: 10000
	d35: 64960
	d69: 255000
	d68: 0
	d67: 5000
	d66: -60000
	d65: 200000
	d60: 100
	d64: 400
	d63: 100
	d62: 100
	d61: 100
	d59: 60
	d58: 100
	d49: 200
	d56: 49920
	d48: 5000
	d47: 60000
	d55: 3000
	d54: 400
	d53: 800
	d52: 
	d51: 
	d50: 600
	d46: 2000
	d45: 2000
	d44: 3000
	d43: 40000
	d42: 
	d41: 3000
	d40: 30000
	d39: 10000
	d38: 
	d37: 90000
	d36: 199920
	e25: 255000
	e26: 
	e27: 5000
	e28: 260000
	e29: 55000
	e20: 200000
	e21: 10000
	e22: 3000
	e23: 213000
	e24: 50000
	e16: 25000
	e17: 2000
	e18: 177000
	e19: 40000
	e10: 110000
	e11: 25000
	e12: 1000
	e13: 136000
	e14: 30000
	e5: 80000
	e6: 25000
	e7: 
	e8: 105000
	e9: 20000
	e1: 60000
	e2: 25000
	e3: 
	e4: 85000
	e30: To spend more time with the family during the week, just hanging around.
	e35: 
	e31: To get to the gym three times a week and to have at least two surfs.
	e32: To spend one day a week just hanging around with the family, perhaps go fishing or take the kids to the beach after school.
	e34: As the business grows, I want the business to retain a personal approach so that clients always feel at home. And the way I sell my work is because clients want to buy, not because I am pushy.
	f1: To provide the highest quality, creative imagery with quick turnaround times and super friendly service. 
	f2: I offer a distinctive and creative style of photography which is suitable for both families and executive portraiture. I can shoot on location or in the studio and have the experience to handle any job. I also have special people handling skills that help me deal with everyone from the MD to the cleaner, from dad to the kids, and if you’re not completely happy with the work I’ve provided, you needn’t pay the bill!

	h1: I want to have a high end wedding photography business, shooting just 20 weddings a year, but charging a lot for them. I also want to shoot portraits for these clients as they have families, again at the high end, so I am working just 4 days a week.
	h2: It's hard to pick the type of customer. I often think of wealthy professionals, but often blue-collar workers will spend just as much on photography. I guess I need clients who value photography.
	h4: If I'm charging a high price, I need to give them a great product. Think of Tiffany's. High quality products with great packaging. I need to re-invent myself to achieve this.
	h5: There are not many photographers in this market because it is such a small market. However, they have smart looking premises, great looking websites and their photography really is very good. I will need to lift my game to compete with them.
	h6: I can provide a better service at both weddings and portrait sittings by creating more of a sense of theatre and entertainment. I'll use more artificial lighting (studio flash), engage a photography assistant, and have refreshments on set.
	h3: I hope so!
	h7: I will explore the idea of black and white portraits, family heirlooms that clients can have produced  after a wedding or a family portrait sitting.
	h8: I think my existing clients like my personality and my reasonable prices. It may be a challenge to find clients who are prepared to pay more. I guess I need to show them more value in what I do and what I provide.
	h9: With weddings, I can employ a second shooter to give a broader coverage. I can look at adding in extra products such as a smart phone audio visual presentation, and creating large prints from the wedding, but as landscapes like Marcus Bell.

For portraiture, I am thinking in terms of a series of shoots during a year that can culminate in a family album or photo book that represents a year in their life. This would need to be a premium service.
	h10: My past wedding clients are ideal suspects for my new portrait photography business.
	i1: I live in a reasonably affluent area with lots of young families and I enjoy portraiture. 

I am going to offer a family portraiture service, using prime lenses with apertures of f1.2 or f1.4 so I can produce distinctive individual portraits of children, with their eyes sharply focused and the background thrown into a romantic blur. I will shoot by available light or using the modelling lamp from my studio flash, and give clients the choice of being photographed in the studio, at their home or a location that means something to them.

All images will be captured digitally as JPEGs and raw files, and transmitted directly from the camera to my laptop. At the end of the shoot, I will give the family refreshments while I quickly load the photos into ProSelect software so the family can view and select their images immediately. 

This should enhance the portraiture experience, seeing the images immediately, but knowing that the ‘fine art’ portraits will take longer to produce, print and frame.

After the shoot, the selected images will be finessed in Photoshop and then output to either a high gloss Fujiflex finish (using traditional photographic processing with The Edge Photo Imaging in Melbourne), or printed onto Canson BFK Rives matte paper using an Epson 9900 and archival materials.

This is the outline of the plan - the big picture. After the planning process, then I need to sit down and work out all the fine details to make this plan work - the skills, the marketing, the pricing etc.
	j7: Sell my landscape prints.
I have a lot of existing clients who like photography, so why not produce a range of arty landscape photos they can buy as gifts or home decor?
	j4: High End Portraiture
Offer a year in the life of a family service, photographed over a number of days, with the end result being an heirloom photo book, with multiple copies so each child receives one as well.
	j1: Wedding Photography Clients
Create a series of different photography packages, including high priced options, and present them on my website. As I already have a lot of people visiting the website, I need to offer them a broader range of services, rather than the cheap packages I do now.
	j8: Create a portfolio of landscape images, produce prints and portfolio book, website pages, price list and packaging.
	j5: Create sample photo books, do a couple of example shoots with old clients at no charge, new website pages, price list, packaging development. 
	j2: Create sample albums and portfolios, new price list, website, social media promotional plans
	j9: 1000
	j6: 1000
	j3: 1000
	k1: Wide aperture lenses for portraiture
	k3: ProSelect
	k5: 
	k7: 
	k9: 
	k11: 
	k13: 
	k15: 
	k17: 
	k19: New pages for portrait and landscape
	k21: Portrait and landscape
	k23: 
	k25: 
	k27: 
	k29: Up skill for portraiture
	k31: Social media blasts
	k33: 
	k35: Part time sales help
	k37: 
	k39: 
	k41: 
	k14: 
	k16: 
	k18: 
	k20: 2000
	k22: 500
	k24: 
	k26: 500
	k28: 500
	k30: 2000
	k32: 1000
	k34: 
	k36: 2000
	k38: 
	k40: 
	k42: 
	k43: 12250
	k44: 12000
	k45: 1000
	k46: 3000
	k2: 5000
	k4: 750
	k6: 
	k8: 
	k10: 
	k12: 
	Text Field 625: Portrait shoots with example families
	Text Field 626: Prepare sample landscape photos
	Text Field 627: Material to website designer
	Text Field 628: Website testing
	Text Field 629: Website live, first social media campaign
	Text Field 630: 
	Text Field 631: 
	Text Field 632: 
	Text Field 633: 
	Text Field 634: 
	Text Field 635: 
	Text Field 636: 
	Text Field 637: 
	Text Field 638: 
	Text Field 639: 
	Text Field 640: 
	Text Field 641: 
	Text Field 642: 
	Text Field 643: 
	Text Field 644: 
	Text Field 645: 
	Text Field 658: 
	Text Field 659: 
	Text Field 660: 
	Text Field 661: 
	Text Field 662: 
	Text Field 663: 
	Text Field 664: 
	Text Field 687: 
	Text Field 646: 
	Text Field 647: 1 day
	Text Field 648: 
	Text Field 649: 
	Text Field 650: 
	Text Field 651: 
	Text Field 6013: 
	Text Field 6014: 
	Text Field 6015: 
	Text Field 6016: 
	Text Field 6017: 
	Text Field 6018: 
	Text Field 6019: 
	Text Field 6020: 
	Text Field 6021: 
	Text Field 6022: 
	Text Field 6023: 
	Text Field 6024: 
	Text Field 6025: 
	Text Field 6026: 
	Text Field 6027: 
	Text Field 6028: 
	Text Field 6029: 
	Text Field 6030: 
	Text Field 6031: 
	Text Field 6032: 
	Text Field 6073: 
	Text Field 6076: half a day
	Text Field 653: 2 days
	Text Field 654: 2 weeks
	Text Field 655: half a day
	Text Field 656: 2 days
	Text Field 657: 2 days
	Text Field 665: 1 May
	Text Field 666: 15 May
	Text Field 667: 31 May
	Text Field 668: 
	Text Field 669: 
	Text Field 670: 
	Text Field 6033: 
	Text Field 6034: 
	Text Field 6035: 
	Text Field 6036: 
	Text Field 6037: 
	Text Field 6038: 
	Text Field 6039: 
	Text Field 6040: 
	Text Field 6041: 
	Text Field 6042: 
	Text Field 6043: 
	Text Field 6044: 
	Text Field 6045: 
	Text Field 6046: 
	Text Field 6047: 
	Text Field 6048: 
	Text Field 6049: 
	Text Field 6050: 
	Text Field 6051: 
	Text Field 6052: 
	Text Field 6074: 
	Text Field 6077: 30 September
	Text Field 671: 31 March
	Text Field 672: 30 April
	Text Field 673: 15 April
	Text Field 674: 20 April
	Text Field 675: 30 April
	Text Field 676: 
	Text Field 677: 
	Text Field 678: 
	Text Field 679: 
	Text Field 680: 
	Text Field 681: 
	Text Field 6053: 
	Text Field 6054: 
	Text Field 6055: 
	Text Field 6056: 
	Text Field 6057: 
	Text Field 6058: 
	Text Field 6059: 
	Text Field 6060: 
	Text Field 6061: 
	Text Field 6062: 
	Text Field 6063: 
	Text Field 6064: 
	Text Field 6065: 
	Text Field 6066: 
	Text Field 6067: 
	Text Field 6068: 
	Text Field 6069: 
	Text Field 6070: 
	Text Field 6071: 
	Text Field 6072: 
	Text Field 6075: 
	Text Field 6078: 
	Text Field 682: 
	Text Field 683: 
	Text Field 684: 
	Text Field 685: 
	Text Field 686: 
	e15: 150000
	e36: 30/12/2015
	g1: 100000
	g2: 15000
	g3: 85000
	g4: 25000
	g5: 60000
	g6: 60
	g9: 133333.33333333334
	g8: 80000
	g14: 1,067
	g10: 100000
	g11: 133333.33333333334
	g13: 125
	g12: 33333.33333333334
	g15: 800
	g16: 167
	g17: 3
	g18: As I am working from home, there's not much I can do about studio and office costs. I need to hire a studio from time to time, as well as equipment I can't afford to buy. In the long term, buying the equipment will save money.
	g19: As I want to aim for the top of the market, the quality of physical products is very important. I don't want to use second tier suppliers, but perhaps I can talk to my current suppliers and see if they can offer me a better price. I'll aim for a 5% discount.
	g20: Time to review my telephone plans and see if there are better packages available.
	g21: Rather than hiring a person to help with the new aspects of the business, I'll streamline the processes I do so I can do most things myself.
	g22: 
	c214: 85000
	c215: 25000


