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BUSINESS PRACTICES 

 

 
Business Practices is designed to help the students explore all aspects and 
avenues for marketing their skills as a photographer. The topics in this 
course are relevant to all specialties in photography from commercial, to 
portraiture, wedding, editorial and photojournalism. All of the traditional 
methods of marketing are covered in-depth from advertising to portfolio 
development and formats, public relations, networking, personal selling, 
photographic agents, websites and social networking. But far more than 
simply explaining these methods, this course is about helping students to 
identify where they fit in and how to research their potential markets. The 
competition in this, and other cities is quite fierce and it's not enough to 
simply send out the message that you're an "advertising photographer". 
You must be able to articulate the style in which you work, your attitudes, 
processes and philosophies and ensure that is clearly communicated in all 
of your marketing efforts. The portfolio is also extensively covered, 
exploring issues such as content and message, researching your clients' 
needs, portfolio design and presentation, along with editing, pacing and 
sequencing your images.  



Instructor:  Greg Blue has worked in Vancouver as a commercial photographer and art director 
for over 25 years.. His commercial work is divided primarily between large-scale advertising 
assignments for clients, such as Telus & BM W, and illustrative still life photography. His 
illustrative work consists of using primarily still life images to illustrate concepts for stock 
photography, editorial, and book covers. He has sat as the President of the Vancouver chapter 
of CAPIC and is the only Western Canadian photographer to have ever sat as the National 
President of CAPIC (Canadian Association of Professional Image Creators). Awards for his work 
include the Lotus Awards, The Marketing Magazine Awards, Applied Arts Magazine Awards, The 
One Show Awards, and Cannes. 
 

WEEK BY WEEK SESSIONAL OUTLINE 

 1  Introduction and discussion of marketing objectives and principles. This class will 
explore the meaning behind your advertising messages and what makes you 
unique as a creative. 

2  Marketing & self promotion part 1. This class explores the techniques used in 
target marketing and client research and demographics. 

3  Marketing & self promotion part 2. This class explores advertising techniques and 
strategic visual communications. 

4  Students present their road map assignments. 

5  Portfolio development. This class teaches the student how to research specific 
accounts and how to tailor presentations accordingly, as well as developing 
multiple book approaches. 

6  Portfolio design. This class takes a careful look at the portfolio itself including 
design, pacing, sequencing and transitions. 

7  Portfolio presentations. In this class you will learn techniques of personal 
selling, without looking like a salesperson. 

8  Public relations. This class will teach the students how to produce and acquire 
feature editorials on their work. It will also explore methods of networking 
through associations, pro-bono work and industry awards. 

9  Photographers marketing forum - a panel of guest speakers representing 
commercial photography, photojournalism, wedding, portraiture and fine art 
photography will discuss how marketing strategies differ according to their 
various target markets. 

10 Students present their advertising research projects. 

11 Internet advertising & social networking. This class will explore the strategies 
and considerations in behind web sites and social networking. The class will 
spend time viewing various web-folios, blogs and Twitter sites. 

12 Agents & Account Executives. In this class, we will explore the relationships 
between photographers and agents, and designers and ac- count executives. 

 

 


