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WHAT’S YOUR COST PER SHOOT?

Average value of your real estate fee = $
Average number of shoots you do each week =
Number of weeks working per year =

(shoots per week) X (weeks per year) = shoots per year.

Camera gear costs:

Total spent on purchasing new gear each year= S

S divided by shoots per year

(cost of camera gear)

=9 cost per shoot for camera gear.
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Car costs:

Total spent on gas or fuel each year = S
Total spent on car maintenance each year = S
Total spent on car insurance each year = S
Total depreciation value of car each year = S
Total spent on car (add up all numbers above)= $

Therefore, to calculate the amount spent on your car for each photo shoot:

S divided by

(The total spent on the car) (Shoots per year)

=$ per shoot for car costs.
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Income tax and health insurance costs:;

Total income tax paid inayear=$

Total health insurance paid in ayear=3$

$— + S =$ spent on tax & insurance per year.

(income tax) (health insurance)

) divided by

(total cost of tax & insurance) (shoots per year)

=S per shoot for income tax and health insurance costs.

© Build A Photography Business 2018 www.buildaphotographybusiness.com
All rights reserved. Please do not distribute. Page 3



e

\.9—‘

ESTATE

SYSTEM com

Training and time spent doing business costs:

What hourly rate would you like to pay yourself for training and business
operations? Write the number below:

S per hour. This is your hourly rate.
How many hours will you spend working on this each week?

hours per week.

S X

(hourly rate) (hours per week)

=S __per week on training and business operations.

How many photo shoots will you do each week on average?

photo shoots per week.

divided by
(S value of training per week) (photo shoots per week)
=S per shoot for training and business operations costs.
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Equipment insurance costs:

Total spent on insurance for equipment and public liability each year

=$ per year.
$ divided by
(equipment insurance) (Shoots per year)
=$ per shoot for insurance costs.

Profit margin:

Total percentage that needs to be set aside for profit = %.

0. X S

(profit percentage) (average value of a shoot)

=$ per shoot for profit.
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TOTAL COST PER SHOOT:

S per shoot for camera gear costs

+ S per shoot for car costs

+ S per shoot for income tax and health insurance costs

+ S per shoot for training and business operations costs

+ S per shoot for insurance costs

+ S per shoot for profit

= S is the total cost per photo shoot,
excluding time spent traveling, shooting
& editing.
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YOUR HOURLY RATE:

$ = s

(Average value of your real estate fee) (Total costs per photo shoot)
divided by hours
=S is your hourly rate.

Is this rate high enough for you?

If you would like to be earning a certain hourly rate while onsite, and if this current value falls short
of that, then now you can work out what you really should be charging for your photography fee.

For example, if you would like to be earning $25 per hour, and you typically spend 4 hours onsite,
then you would want the dollar value that you are making for your time doing the shoot to be $100,
plus an extra 20% to cover taxes.

Let’s do that now:
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Now Where you want
to be
Hourly rate S S
Hours worked on Multiplied by Multiplied by
each photo shoot
hours hours
What you earn for
your time doing a S
photo shoot This is what you This is what you want to
currently earn for time earn for time doing
doing a shoot. a shoot.
x 1.2 =§

This is the value that you want to be charging for your time

doing a photo shoot.
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$ - $

(What you want to earn (Current amount earned
for time doing a photo shoot.) for time doing a photo shoot.)
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The first thing we do is divide the increase by the original number, and then
multiply the answer by 100.

+ S

(Old photo shoot price)

= X 100

= % increase.

The multiplier value you will use is:

1. (this is where you will add your percentage increase value that you
calculated above.)

Now we can add this to your pricing for your different photo shoot packages
in the table below. I’ve included sample text in grey in the top row so you can
see what’s happening:
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Photo shoot name Current price x Multiplier value = New price

$ X1 $

These are the fees that you should be charging, if you want to be earning your preferred fee as an
hourly rate.

If you choose to increase your fees substantially then, first of all, consider doing it in a series of
steps. For example, you might do it in 3 steps with one price rise now, another rise in 12 months,
and then another rise 12 months after that. That means that in two years from now you will be
priced where you want to be.

The second thing to consider is to make sure that your brand is positioned appropriately for a
significant price increase. This means your website, your logo, and your marketing all need to look
like they belong to a higher-priced photographer, and not a cheap photographer.

If you do a price rise, but you are still positioned as a cheap service provider, then there will be an
inconsistency that your clients and prospects will notice, and that will make it more difficult for them
to accept your new prices.
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NEED HELP?

I have a marketing and training program for real estate photographers that is available to
help you manage your marketing, photography, and pricing so that you can charge what you
deserve to be paid.

This program includes done-for-you marketing tools, so you can spend more time engaging
with your clients instead of figuring out how to write that content for your marketing.

For more details about this program send me an email at:

darryl@realestatephotographysystem.com

Or message me via my Facebook Page:

https://www.facebook.com/realestatephotographysystem
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