


Less Equals More in 2009!

Although the economy is starting to show signs of
bottoming out, there’s reason to be excited that we're
still in a recession. Why be excited? Because a down
economy o ers an awesome upside — change! One of
the greatest bene ts of a recession is the creative
inspiration that emerges and empowers you to really
improve your business.

When times are good, we get lazy, pick up bad habits anc
sometimes don't give enough value to our clients. But
during a recession, we're forced to sharpen our game and
get better at what we do. In fact, we MUST get better.

These challenging times translate into fewer shoots for
many photographers. In fact, the number of brides hiring
a “full-service” wedding photographer has declined about
10% per year for the past six years. With the current
recession, there may be 15% to 20% fewer brides looking
to hire a full-service photographer this year. By full-service
I mean a business that shoots the job and ultimately
delivers a nished album. These sobering gures mean
that if you can't sustain your shooting volume then you
need to sustain your revenue stream by selling more
products to the same client. Let me explain...

Brides and other prospective clients may be a little more
cautious about spending money, but their needs haven't
changed. There is indeed a market for “Collections” of
products — primary album, parent books, purse book
and frames. Your best approach for this audience is to
create outstanding value through super e ciency — o er
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packages of various sizes and sophistication levels to appeal
to di erent budgets and replicate your best designs in
di erent formats to save time.

Here’s how this concept evolved...A few years ago, we
exclusively sold albums. We've since added photo printing,
which is a huge time saver. We then created photo books,
which replicate the imagery of your primary album on a
smaller scale. We recently introduced a frame line featuring
the same aspect ratio as Zook Book® panorama pages so
that digital spreads can be framed! And our forthcoming
supersized PhotoBook Plus™ album will add a mid-level
price category at a time when value means everything. All of
these innovations enable you to maximize your creativity in
di erent forms that don't require additional time and energy.

The typical pro spends far too many hours designing
albums. If you're only selling one album to a client, you're
missing some huge opportunities. The smart photographers
are selling bridal albums that are beautifully made with
leather covers. But they're also selling copies of that same
design to parents and grandparents and selling a purse
album to the bride, usually in the form of photo books.

The concept is simple: “Design It Once, Sell It Again and
Again.” You can make a minimum of $500 extra per job by
selling a “Collection” of products that includes PhotoBooks
and frames to complement the album, rather than just one
album. It's the secret sauce, and Zookbinders is here to
serve it up. So even if you're shooting fewer events in 2009,
you can make more revenue than in 2008 by selling more
products. Less = More in 2009.

Check out our Collections online at zookbinders.com and
get red up about the recession. Count on Zookbinders to
help you seize the opportunity. And the next time someone
tells you we're in a recession...smile and say, “Bring it on!”
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Increase sales by packaging your products in multiples.
Featured clockwise from left: 12x12 Zook Book®, 10x20
wall frame and 5x10 desk frame in black, and 7.5x7.5 and
4x4 replica PhotoBooks.
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