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Introduction
Bernie Griffiths has owned and operated three successful wedding/portrait studios over a period of many years.
Having a solid, predictable and consistent pricing structure is the heart and life blood of any photography business, and as
part of his role now as an Award Winning Photography Business Coach, Bernie teaches photographers how to set up a
successful price structure.
You can easily lose thousands of dollars if you do not have the right prices for your work.
Imagine if you only increased your average sale by just $100, over 50 sales that would equate to $5,000!
Most photographers do not have a well structured and thought out price list that leads the customers to buy.
That is why they fail, in the most important part of their business, and that is why ninety-five percent of photographers are
failing in creating a good income.
Bernie Griffiths was announced a Winner of the World’s Ten Outstanding Photography Professional Awards for
photography business coaching which recognized his contribution to the photography industry, as a photographer and as a
worldwide photography business coach
The judge’s comments were…
"Bernie’s approach to the Business of Photography is a powerful concept that offers photographers good marketing and
sales skills. He is doing a phenomenal job of coaching photographers to think “business” which is often neglected. Bernie
guides photographers with practical and relevant skills that are necessary to run a successful photography business.”

About this E-Book.
Here is a transcript from a podcast when Bernie was a special guest with presenter Raymond Hatfield from Beginner
Photography Podcast.
The podcast deals specifically with pricing for portrait Photographers.
You can listen to the full podcast here www.beginnerphotographypodcast.com
Change what you are doing and you’re going to succeed.

For more information on how to grow your photography business…….
Website www.berniegriffiths.com
Email bernie@aswpp.com.au
Phone +61418509228
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Transcript From A Beginner Photography Podcast
Raymond - Alright, today's interview is one that I have to preface a little bit, because it is with a
photography business coach. And this business coach I once heard on another podcast where he was
talking about a Facebook ad challenge.
I tried that Facebook ad challenge to get more leads and it completely turned my business around. I was
kind of at this point where I was struggling to figure out how to get new leads.
I had been in business for only like two years and I had kind of exhausted my close friends and family for
help sending people my way.
And then I really had to put on my big boy pants and try to find couples of my own, and his Facebook ad
challenge really helped me with that.
So when thinking of a business coach, I had to reach out to him and get him on the show. Today he shares
a lot, but this interview might not be, strictly for beginners, because there's a lot of questions in here about
selling.
Selling is a hard one for people. As somebody who started off as a beginner, I hated the idea of selling, I felt
like it was very weird. I've been to a lot of, this sounds strange, I've been to a lot of like timeshare like
presentations and they're such a hard sell that I kind of grew to hate the idea of it and being a
photographer, I didn't want to let my couples have the same negative feelings towards myself, so I've kind
of structured my business around trying to not sell, which sounds very strange.
So there was a lot of questions today about kind of getting over that mindset, things that we can change in
our own business, and hopefully you can find a lot of great information for yourself and that it's not too
heavy-handed I suppose. But before we get into the interview, I must first talk about Bernie's book.
His book is called Success Secrets of a Professional Photographer: Turn Around Your Photography Business
and Create a Better Life.
This book is truly a wonderful book. There are so many resources out there today that help with one aspect
of your business, right?
Like just Facebook ads or just calling or just generating leads that the rest of running and owning a business
kind of goes neglected, the importance of having systems.
There's no one clear defined path in photography, and Bernie's book has it.
He has been in business for over 40 years.
This book is incredible. I truly love this book, I read it once a year just to make sure that I'm kind of staying
on top of where I need to be.
If you want a copy, join the Beginner Photography Podcast Facebook group, head over to Facebook, search
for the Beginner Photography Podcast and you'll see a link to the group. And if not, just shoot me an email
at beginnerphotographypodcast@gmail.com, say that you want to join the group and I will send you a link
right away.
And that's it.
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So I truly do believe in the power of this book, it's a great book with so much great information.
We're going to go ahead and get on into today's interview with Bernie Griffiths right now.
Today's guests intro comes straight from the back of his book.
Coming from a working-class family in England, Bernie Griffiths has owned a wedding and portrait business
for over 40 years.
While still photographing weddings and portraits, his passion is now teaching and consulting with
photographers to help them fast-track their business.
Today I am truly excited to chat with Bernie Griffiths.
Bernie - Hi Raymond, how are you?
Raymond - I am great, I'm great now that I'm finally able to have this face-to-face with you. I really want to
thank you so much for coming on the podcast today.
Bernie – pleasure, thank you for asking me on your show.
Raymond - So your book like I just mentioned there, Success Secrets of a Professional Photographer, I got
my copy right here, bought this on Amazon. I give this thing away, you got your copy, I give this thing away
all the time because with the internet, there's so much kind of information all over the place. It's hard to
find somebody who is proven in their photography business like you are, and this book is packed full of
great... It's almost like a road map. There's like a great plan laid out in this book and I truly enjoy it. So
having you in front of me right now is a true honor. I really want to talk about your start in photography,
which is also in the book right here. But to keep it brief, can you kind of let the listener how you got your
start?
Bernie - Yeah, well basically, I was a very young passionate photographer. For no particular reason at a very
early age of 12, 13 years old I had a sort of box camera, the old brownie box camera that shot 120 film. I
used to process the film myself, and I got myself an enlarger and in my parent’s bedroom used to develop
the films and then do some prints from it. And so, that's really how I started. Most photographers today I
find come from other industries or have other professionals. I'm one of the very few that have done
nothing else. It was like I was sort of born to do this photography thing. It could be with musicians or
doctors or whatever. It was like a calling for me. So there wasn't anything else, no other direction I was ever
gonna go. So that's the way it started and it just sort of evolved, evolved from there and just doing
photography all the way.
Raymond - So at what point, I know you purchased your first photography studio for $500, that's right?
Bernie - Yes, that's correct. That was in 1969.
Raymond - That is great, that's such a great story because I think today, first of all, I kind of want to know
why. Maybe it was different back then but today if you can, $500 just seems like such a low entry point.
Why didn't you just try to do it on your own?
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Bernie - Basically, my background is I was originally born in England, I still have a little bit of an accent
there. And it still hangs around, it won't go away after all these years. But one of my early jobs, the first jobs
I did I was a Press photographer.
At 15 I left school as soon as I could, press photographer, and that didn't last very long. That lasted a month
and the newspaper folded so to speak. And then I went into processing. So I processed film and prints in
various dark rooms.
And I can remember just one day, I was sick lying in bed and I set a goal. I don't know where it came from
but I just wrote down, I want to be a successful photographer and travel the world. That came out of
nowhere. And after working in the processing laboratories, I saw an opportunity to get a job as a
professional photographer on a ship photographing the passengers so applied for that and I got that. So
from my little town in England of 14,000 people, I found myself on a train going to join a cruise ship and
travel around the Mediterranean. So that was my first cruise, it was two weeks. Then on the way back, I
was told that I was needed to go on a world cruise. So there we are in Southampton in England a week later
getting on this P&O Alliance ship, the Canberra which was the flagship, 48,000 tons with 3,000 passengers
and a 1,000 crew ,and I am one of four photographers and I'm the chief photographer. I've got three
photographers under me. My darkroom was on D deck funnily enough. I had a cabin of my own, and I
looked after the first-class passengers, another three photographers that looked after the tourist
passengers. So I sort of spent two and a half years on the ship traveling the world. We came to America. I
saw LA and San Francisco and we went to Japan, Hong Kong, Hawaii, Vancouver, lots of places. Panama
Canal via South Africa going to Cape Town. So at 23 years old, that was pretty excited doing this and I was a
photographer. I took photographs of the passengers, the captain's cocktail party, any other events. When
we arrived in a port, we'd just get off and do a day tour with the passengers and take photographs there, in
Acropolis in Greece and in all these places that you read about. So I had a great experience. But when I saw
Australia, one of the trips was Australia and when I saw it I just thought hmm, I like this place. So as the ship
was sitting there under Sydney Harbor Bridge and I was sitting high above a lookout called Macquarie's
Chair. I looked down at the ship and I decided that I was gonna leave the ship and then emigrate to
Australia, so that's what I did. As soon as I got off, I filled all the forms and got to emigrate to Australia. And
when I came there I worked in labs. And then, I decided I wanted my own studio. And one within six
months was up for sale and there I was and I was a studio owner struggling to make money. The rent was
always behind. I got no furniture, I slept on the floor upstairs. but gee, that was exciting, it was fantastic
Raymond - That is, that's such a great story and it's so hard for me I guess to try to put myself in that
mindset of thinking, hey, look at me I'm traveling the world like taking all these great photographs. You
know what, I'm just gonna get off here and try to do something myself. And then I wonder if you could have
known that six months after leaving that ship you would have been sleeping on the floor of the top of your
studio with no money, would you still have made the same decision?
Bernie - Oh, you have to serve some sort of apprenticeship, and life sometimes forces an apprenticeship on
you or you can make the decision to have an apprenticeship. And I'm the type of person that, I look for
opportunity, I look for adventure and I don't sit still. I still travel all the time, and it's just been like that
throughout my photographic career as well.
Raymond - That's great.
Bernie - So the studio, I learned one thing that the great thing about the studio with having to run to the,
and pay the rent, I learned one thing. I needed to learn about marketing 'cause marketing is the key to
getting customers. So I knew if I didn't get customers in the door that I'd be a financial failure.
Raymond - Of course, of course.
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Bernie - So I learned that. That gave me that life experience that now-Raymond - That kinda makes sense I think, I don't mean to cut you off there. So I think with a lot of
photographers when they first get into photography they get into it because it's fun and creative yet the
second that they decide to start that business which you found out the second that you bought the studio,
it can become very stressful. And is that stress coming from not knowing how to market or what is that?
Bernie - The stress comes from mainly a lot of things. Not knowing what you're supposed to be doing,
you're short of money and you don't know what direction your life's going, a lot of things. But for me, being
an adventurer and seeking adventure then that's the only way you do it. You have to step into the unknown
and get out of your comfort zone and just go do it. And I've got a simple philosophy right? That life is not a
dress rehearsal. We can't just practice to come back again-Raymond - Right, it's showtime.
Bernie - And do it better We got one go at it so let's give it a go and give it our best shot, so that that's just
my philosophy.
Raymond - That makes sense. So how did you, talking about marketing there. How did you, without Google
you know, I'm trying to imagine a world without the internet and it's it's impossible for me to even fathom
but how did you learn marketing on your own I suppose?
Bernie - Yeah, you learn it very quickly. And one of the simplest things we did was to run a competition box
and it was in a Wendy's hamburger joint in a local town. So we put win a family portrait, enter here with a
family portrait in a frame 20 by 16 inch canvas there and people put their entries in and that's lead
generation we were gathering leads, right? Because there'd be one winner and then there'd be a lot of
consolation prize winner. Where the winner would win the 20 by 16 canvas frame prints then everybody
else that entered would win a complimentary photography session and a smaller five by four inch print.
Raymond - Right, right, gotcha, gotcha. Do you remember where you got that idea from?
Bernie - It was just something that was going around and that photographers were doing.
Raymond - Okay, I got you I guess if I were to see something that a lot of photographers do today that
would probably make sense to me. Whereas just thinking of that, right now that whole idea, it probably
never would have came into my mind. So I don't know if maybe you're just much more business minded
than I am or if it was just a different time but I think that's a good idea and it would something like that still
work today? Maybe not in a Wendy's-Bernie - It does, it actually does work today and some of my clients are doing it.
Raymond - mm-hmm, wow, so-Bernie - The exciting thing Raymond for me was, when we did this we got I remember it was just over 900
entries in a week.
Raymond - Oh my goodness. If I got 900 emails in a week I would go bananas, that is insane.
Bernie - But this is not like emails, this is 900 handwritten entries that we had to then handwrite envelopes
and put a stamp on, with their consolation prize notification in. So that's, you know, you love doing that.
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You're at home at night and you're just writing envelopes putting stamps on around and my wife would be
helping me. So we'd be doing all this so that was our starting point but from that promotion that one
promotion, we would get you know two or three or four months of work. Because this is business built. I
was doing 40 sessions a week.
Raymond - Oh wow. Wow okay so obviously very high volume that is uh, that is a great story. So I wanna
talk a little bit about selling then because obviously if you can get the lead, you get the shoot, now it's time
to sell and selling is definitely a four-letter word when it comes to beginners. But in your book you say that
it's not a bad thing, right? You're not going to trick people into buying something that they don't wanna
buy. But I think I wanna know where the line is because I don't care how good of an experience you give the
couple but somewhere between selling them print rights and a coffee mug with their face on it, there's
gotta be a line in there somewhere of selling them something that they don't want and how do you find
that line?
Bernie - Why would you have to sell them something they don't want?
Raymond - Okay, okay, okay, fair question, fair question, okay. So obviously selling is finding what people
want and then helping them get it. But oftentimes clients are unaware of what's available or what it is that
they want and I'm sure that nine times out of ten if you ask them, they're just gonna say that they want
digitals so how do we push back on that?
Bernie - Yeah, you were nearly right there in the definition of selling because my definition of selling is
finding out what a customer wants and being able to give it to them at a price that they're willing to pay.
Raymond - Of course, yes. I did leave that last part out of
Bernie - Because it all comes back to money when it comes to selling there's gotta be price has to be a part
of that whole equation. And selling is just a matter of attitude and I never had a fear of selling. And one of
the things that holds most photographers back is that fear.
Raymond - Of course.
Bernie - Fear of doing the wrong thing, fear of not doing it right. Fear of making a mistake, fear of not being
10 out of 10. I've never had that fear.
Raymond - mm-hmm, mm-hmm.
Bernie - It doesn't matter if you're not exactly perfectly right, it doesn't matter if you do a no sale, it doesn't
matter if everything isn't you know spot on. But if you don't do it, you don't get the experience to get better
and that's at everything. In photography, in the selling, in the setting up of your studio, in getting products
pricing all of that. You have to take steps, you have to move forward. The more mistakes you make, the
quicker you're gonna learn.
Raymond - Sure.
Bernie - For every mistake, you're closer to getting things right, but they'll never be right because you're
always moving.
Raymond - Yeah, so how do you find what it is. How do you ask or how do you find out what a client or a
couple does want if all that they say is digitals.
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Bernie - Why don't you want to sell them digitals?
Raymond - Well it's not that I don't wanna sell them digitals but I know that there's other things say if I, for
weddings personally, I love albums. I love giving albums, I love filling albums, if a couple just says, "Oh we're
just good with digitals," how do I convince them that an album is something that they want and is convince
even the right word?
Bernie - No it isn't. Why are you trying to sell couples something that you like?
Raymond - Because I truly believe that photos get lost on a computer, photos never get looked at. I upload
photos to Facebook all the time and I never look at them again. They're fun to share in the moment but an
album is something that... I have family albums, I create albums for my family. Year after year we have a
yearbook and often times, on a random Tuesday night, my son will pick one up and the whole family will go
through it and that experience is great and I believe that a wedding should it be experienced in the same
way.
Bernie - Right, well the best thing you can do is start to separate yourself a little bit from what you want
and finding out what the customer wants.
Raymond - Okay.
Bernie - And then being able to give it to them at a price they're willing to pay.
Raymond - Okay, okay, so-Bernie - It's not about you.
Raymond - Of course. It's about them, right?
Bernie - Of course, of course.
Raymond - So does that mean that we should have a list of things to sell a mile long, should we offer them
everything under the Sun?
Bernie - Well, you don't offer them everything, but you certainly give them options. You can give them an
album option, a file option, a wall option.
Raymond - What about a mousepad with their face printed on it? Should that be an option?
Bernie - I don't think so. They can do from their digital files.
Raymond - Right, right, okay. I guess that's just where I'm trying to define that line 'cause I know that when
I first started, I tried off for everything. I thought that it made me look like I'm more experienced, that I
have all this, not range but options, right? And therefore they would have no reason to go anywhere else
but it just overcomplicated things. And I thought that... That obviously did not turn out how I wanted it to.
But that kind of brings me to my next point of pricing. And I think that you're gonna like this one because in
your book you are a huge proponent of not undercutting the competition, not being the cheapest
photographer in your area, thinking that it's going to get you more work. But you say go the opposite
direction, and instead of being the cheapest option, be the most expensive option.
Bernie - Well, isn't that a good place to be though?
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Raymond - Of course, sure, I would love to be there. But I'm wondering how that's going to get us more
business.
Bernie - Well, because you're separating yourself from the pack for one thing. Whenever I'm sort of
coaching a photographer in a particular area, one question I usually ask is, so who is the go-to photographer
in your area? And they all know someone. They all say so and so and he's very expensive and he's been
around for 20 years, but everyone goes to him. He's the one to go to and I say, well, don't you want to be
that person?
Raymond - Of course, everybody should.
Bernie - And so that was always my intent in my own case. When I had my studio I found out who was the
go-to photographer, who was in a town about 15-minute drive. And my goal was to as I say, just, take over
his business or me leapfrog him and so I was the go-to photographer and that was my goal. And I'm very
competitive like that. I'm a leader, I'm not a follower. So I don't want to be, I always give this example.
There's a brass band going down the street and there's a lot of people watching. Where would I be? And
where would you be?
Raymond - Right, you'd be right there in the front with that baton leading everybody, huh?
Bernie - You're exactly right, that's where I see myself. I'm the leader. So when you start a business, as a
photographer, if you decide you want to start to make some money, why would you not want to be the
best? Why would you not want to elevate yourself in every way to being the photographer in your area?
And then once you've dominated your area, then you can go to your country, then you can do the world.
Because the world's a lot closer now. So it's not about... If you keep your mind in your area, where you are,
you probably won't succeed for very long. You've got to expand it.
Raymond - I think that makes sense 'cause, I guess when I asked the question, I wasn't assuming anything
but I think the way that I phrased it kind of made it feel like, I don't want to be the cheapest today, how can
I be the most expensive tomorrow? But the answer that you gave is a journey. Of course, yeah. I think that
could be a hard mindset for beginners who are very excited and motivated to like get this going now and
that could be a hard thing, that can be a hard lesson to have to learn when things aren't going your way
immediately. So let's put ourselves there, let's say that we're starting to get a flow of clients, we're doing a
good amount of shoots. Maybe we're still working on our selling. What's the next step? Is it in-person
sales?
Bernie - It's always in person, it's all about people. The next step is to keep the momentum going, it's all
about starting the momentum, starting the ball rolling and then keeping it going, getting itto keep
momentum, keep the momentum.
Raymond - Interesting. It's nonstop and I know that frustrates a lot of photographers. After one or two
years they start getting, do I have to really keep doing this now? Yes, so you better love it, right? You better
love it. With in-person sales. I know just by looking at a lot of Australian photographers compared to
photographers here in the US, it seems like in Australia there's much more in-person sales going on than
here America and I don't know if that's simply because there's a lot more photographers here in the US that
work from home, I'm not sure. I'm not saying that in-person sales doesn't happen here, but for the people
working from home who don't have any sort of studio space, myself included, do you have any tips for
doing in-person sales?
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Bernie - There are many ways you can do selling. There's not just one. So to give you some examples as I
work with my photographers, every one is different. Some don't have any studio space, they don't have
anything really. So one approach is we do a Facebook post, we get some leads, we talk to the people, we
turn them into customers, we explain the project that we're doing. And let's say we go to the home and
photograph them. So once we photograph them, they have to have the ability to be able to have a look at
the photographs, to make some selections. So we can go back a week later just with a laptop or with a USB,
put it into their flat-screen TV, show them a slideshow of the images, go through two or three products that
you have, you brought with you, show them the price list which you have anyway previously and then just
walk out the room and let them work out what they want.
Raymond - Okay, so doing it in another customer's home it's not frowned upon, it's not a bad thing, that
can still work.
Bernie - We've done it, I've done it with photographers.
Raymond - Would you do this one for weddings?
Bernie - You could, certainly.
Raymond - And it would work the same-Bernie - The other way, you can go into the home again, shoot the photographs and then what I've got one
photographer testing and present and with good results, he'll select this is a portrait session. It'll select say
12 of the photographs and do them 10 by 8, put them in 11 and 20-inch mats, pick half-a-dozen others do
them seven by five inches, put them in 10 by eight inch mats. And then they'll go to the home a week later
and you lay them all out on the kitchen table, take them out of a portrait box. Lay them all in kitchen and
say, "Well, there you are. "That's what we took. "Now if you want one, they're 125. "There's collections,
you can get two of these "and three of these for 3.95 "or you can get six of those, seven of those. "If you
take the whole lot as you see in the table, "I'll also include the box that I've just taken them out of "and a
couple of these frames, and that's 9.50. "So have a little look, I'm just going to my car. "I just got to make a
couple of phone calls "and then I'll come back and see what you've decided."
Raymond - Great, okay, yeah so that's not very high pressure with you right there staring down or
breathing down their neck rather. It's letting them make the decisions.
Bernie - That's called Bernie's soft sales strategy which I... After doing, you can imagine if you're doing 40
sessions a week, somewhere along the way you've gotta do 40 sales. So it wasn't long before I hired
someone to do my selling.
Raymond - Sure, I can imagine.
Bernie - And then as the business developed, I just got a bit tired of the selling and the pressure. So I
wanted to come up with a selling system that I was happy with, that neither myself or the customer felt
uncomfortable with and that... The thing is, you see, when you're taking photographs you're a
photographer in the eyes of the customer. As soon as you're presenting photographs, you become a
salesperson.
Raymond - Yes.
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Bernie - Their mentality changes as does yours. They have this fear that you're gonna sell them something
they don't want or whatever. So I had to flip that. So I went negative and what I found with my testing is
they went positive. So when I didn't try and sell them anything, they bought.
Raymond - Interesting, interesting.
Bernie - There's nothing to reject because I wasn't trying to sell them anything. I made it a retail selling
system that I called it, in other words, now I've got a product, right? This is the product, those are the
photos, this is the cost, what do you want to do?
Raymond - Uh-huh, so when you're saying, when you're not trying to sell them anything you mean that
there's no hard push. You simply lay out the products and then just let them decide from there.
Bernie - They decide from there.
Raymond - I see, I see. I like that idea a lot, I like that.
Bernie - It's still in person. So that's two different ways you can do it. The other way of course is yes, if
you've got a studio or a space or you want your lounge room, you can invite them back after the shoot and
sit them down and do the same process, the in-person sales process.
Raymond - Would you still print out the photos at that point?
Bernie - It depends what system you want to use. Personally, it would be better to put them on the TV and
add some products there, because if it's in your, some products on the wall. I've got a client that does that.
She hasn't got a studio, but she has got a beautiful home. She doesn't want much intrusion in her home
because she's got a couple of young kids. So she does make a time for people to come back and she shows
them on the big screen, and she's got products on the wall. And they can make some decisions there and
then. When you get into sales though, you will get objections that you have to learn to handle. If you use
Bernie's soft sale strategy aproach you'll get less objections, and all you have to know is how to handle
three or four objections and then that's it.
Raymond - What are the most common objections? Can I think about it?
Bernie - The response generally to that would be, if they say, we just need... We need to think about it. You
can say what do you need to think about? What will change between now and thinking about it? Is it the
money?
Raymond - Okay, yeah, that makes sense. And then just trying to offer a solution based off their hesitation,
okay.
Bernie - Sometimes they might say, yeah look, it's the money, it's more than we wanted to pay. We just
can't afford that at present. So you can say, so if I can make it affordable for you, would you go ahead and
order?
Raymond - And then of course the answer is going to be yes. Because if that was the biggest objection.
Bernie - They could say, well, what do you mean? But you see, all these questions, you know that there's
only two or three answers they can give you. So if you're prepared, you're almost waiting for them to say
one of them because you want to give them the answer.
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Raymond - Yeah, sure, sure. So with the objection of it's more than we were expecting to pay, is there any
way to mitigate that by giving them your price list before a session or-- I'm sorry, what was that?
Bernie - You should always do that anyway.
Raymond - Okay, so interesting. So that objection is kind of, not as valid I suppose if they knew how much
that they were looking forward to or how much they were looking into spending.
Bernie - But you see, generally they don't, if they love the photographs they don't know they're going to
spend a lot more. They might go, whoa, we thought we're gonna spend $300, now it looks like what we
want is going to cost $600.
Raymond - Sure, okay, I gotcha. I gotcha. Okay, cool.
Bernie - So if we give a price list before the photography session, they may have predetermined a figure but
then they're going off the figure so it's the same situation.
Raymond - Sure, sure, that makes sense. That makes sense. Okay, is this something that can be done like in
a coffee shop?
Bernie - It can be done anywhere. I've done it myself in a bridal boutique with all the wedding dresses
around me. I've done it in a pub foyer, I've done it in a motel room. I've done all this selling in various
places. I've got a client that actually does it in park benches.
Raymond - Oh, cool.
Bernie - An outdoor shoot in this particular forest in Western Australia in Margaret River Country which is
wine country. He'll do the shoot, he'll load them up, put them on his laptop. Put on a slideshow, go through
some basic pricing structure and say what do you want to do? And amazingly he does very good sales. He
charges to $2,500 for all the files. A lot of the time he'll sell all the files and there and then, on the park
bench, he'll just put in a USB, and just download them there and they'll give him his credit card and they
will drive away and then he will drive away and have a beer and celebrate.
Raymond - Wow, for just an hour or two's worth of work, that is...
Bernie - Yes. Or shooting right there, that's great, that's great. Not having to bring them back, spend more
time trying to sell, potentially lose that momentum like you were talking about, that sounds like a great
system. You can get as much work as you want. And once you learn to handle all that work, we find your
systems, your processes, get more confidence, then you can start to get more selective and you can do that
by upping your prices quite a lot. And you do less work and make more money. That's our dream, isn't it? I
mean you would love to do one wedding a month for $20,000.
Raymond - Oh man, would I. Would I ever.
Bernie - But you see, the thing around it is, what you don't know that I know is that there are
photographers out there who've done forty to fifty thousand dollar album sales.
Raymond - Oh my gosh, that's impressive.
Bernie - And that was 10 years ago, because I know the guy. I opened his studio in San Francisco.
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Raymond - Mm-hmm, that's very impressive.
Bernie - So it's all possible. So don't think in small numbers, there's some big numbers to be had out there.
So why shouldn't it be you?
Raymond - Why shouldn't it, why shouldn't it. That's why I'm interviewing you right now, Bernie. I know a
lot of photographers who still work a full-time job and still trying to make photography potentially a living,
and I am sure you have given them lots of information and motivation to move forward in their
photography business. ……..Bernie, I do want to thank you so much for coming on and sharing everything
that you did. I know that I've taken way too much of your time. Can you let the listener know where they
can find out more about you online, or potentially even working with you?
Bernie - Yeah, pretty easy. Just go to my website which is www.berniegriffiths.com.
Raymond - Perfect, perfect. Well Bernie, again thank you so much for your time. I truly appreciate it and I
hope that our paths will cross once again in the future.
Bernie - Yeah, thanks Raymond.
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