
PRICING + PROFITABILITY



PACKAGES VS. A LA CARTE

‣ What does your market prefer? 

‣ Do you include digital files or not? 

‣ Do you include albums or not? 

‣ Determine all of your costs 

‣ Are you paying for post-processing? 

‣ Do you need an employee to help you? 

‣ What does it cost to produce every package or a 
la carte item?





WILL I BE PROFITABLE?

‣ What salary do you need to bring in? 

‣ How many weddings can you shoot per year? 

‣ Divide salary by package profit 

‣ For example, if I need to make $150,000 per year 
and my package profit is $5000, I have to shoot 30 
weddings at a profit of $5,000 each 

‣ Run those numbers with each package you have 

‣ What about add-ons and upgrades?



WHEN IT WON’T WORK
‣ What if you can’t shoot that many weddings? 

‣ What if your work cannot support those rates? 

‣ What if no one upgrades or adds on anything? 

‣ Have you really considered all upgrades?  Overtime, parent albums, 
photo booth, engagement session, thank you cards, save the date 
cards, etc. 

‣ Can you diversify? 

‣ Will this take more time than you thought?



RAISING YOUR PRICES

‣ Creating a rate-raising schedule 

‣ Yearly?  Quarterly?  Randomly? 

‣ How much will you raise each time? 

‣ Raising vs. Reconfiguring 

‣ How long can you wait it out? 

‣ How long will you wait it out?


