DATE OF PROGRAM
AucusTll, 2008
TIME
9:00 AM - 4:00 PM
LOCATION:

ED PEDI

PHOTOGRAPHY STUDIO
NORTH ANDOVER, MA

PROGRAM CONTENT
Lighting Techniques
Posing Groups Naturally
Marketing
Projection & Sales
Framing for Profit
Customer Service

Community Recognition

See reverse side for program details...

COST.

$149.00 pp
Includes:
Full Day Program
Continental Breakfast,
Lunch & Afternoon Snacks.

$25.00 donation will be made

to the PPAM Scholarship Fund

for each program attendee

PROGRAM SPONSORS

@D/I ILLER’IS

Back by popular demand...

Is the Four Key Points to a Suc-
cessful Family Portrait Business

program, presented by Ed and

Linda Pedi. This program is an
intensive day of learning and
will cover the many elements
that are key to operating a
successful and thriving portrait
studio, especially in today’s
challenging economy. The
Pedis’ have owned and oper-
ated EPP since 1992 and
together they have built their

business to be one of the most

successful portrait studios in NE.

Come and learn their secrets to

success! Due to studio space

restrictions this class is limited to

the first 20 registered students.

Make checks payable to
Ed Pedi and mail to:

Ed Pedi Photography
324 Berry Street
North Andover, MA
01845-5708

Studio: 978.686.6535

www.edpediphoto.com
edpedi@edpediphoto.com

Speaker Testimonials:

| feel that this is one of the best semi-

nars on the family portrait business that

| have ever seen. It would be a great
program for Photographers of all levels
of understanding.
Scott Dupras, M. Photo., Craftsman, CPP
Date: 1-30-2007

Ed is a very enthusiastic speaker and
he gave a great program at our re-
gional convention. | think that Ed will
be a great asset to the National
Convention Speaker Platform.
Sal Genaurio, PPA Certified, Craftsman
Director, NEIPP - Date 9-20-07



Four Key Points to a Successful Family Portrait Business , will encompass the many ingredients
that go into making us successful photographers; in cluding tips and techniques on Marketing,
Lighting, Posing, Sales, and Customer Service and d  iscuss the Why, Where, When, and How as
it relates to these elements of our business.

As professional photographers, we are blessed to be independently employed, performing a
job that we truly love to do. Itis Ed and Linda’s goal that their program will teach each par-
ticipant at least one new idea or concept that you will take back to your studios and imple-
ment immediately; and which ultimately will make a bi g difference in your bottom line.
How/Where/When

* Posing family groups, naturally.

» What type of breakdowns to consider for getting the best sale.

* Lighting of groups (How to see & find the light)

* Necessary Equipment to bring to every job (camera s, lenses, stands, props, etc. and

a few items that may surprise you).
* On location (including clients homes, or other lo cations special to them).

* Qutdoors including ideas for utilizing outdoor sp ace and natural environmental props
* Best times of day, Best times of year.

Marketing/Promotions
* How to get families to call you

* How to get yourself known as the family portrait p hotographer in your area
» Successful promotions that grow more profitable, year to year; i.e. their 2-Day Spring
Bunny Event which grosses five figures and you’ Il have a ball doing it!

» Community Fund Raising ideas that WORK.
* Displays, where and how to get them.

Sales Techniques
* Proof-less Image Projection (it's the only way to control the sale).
* Our perspective regarding on-line proofing.
 Learn our no pressure sales techniques that cons  istently result in high sales.
* Frames as an easy and very _ profitable add on to your bottom line.

Customer Service
» How to treat your client ‘Before and After’ the sale.
* Little extras you can do to make the experience at your studio unique and special.

You will not want to miss this opportunity to enjoy this fun, fast paced program taught by a
highly-successful photographer who has established h imself among his peers as one of the
most motivated and enthusiastic photographers in the industry today.



