
00:00:00 Welcome to the hair of the dog podcast. I'm your host, Nicole Begley. And 
today we are talking with J. Nichole Smith about the power of the book. Now button you guys, 
if you're in business or you want someone to take any sort of action on your website or in your 
business? Well, this episode is for you. So stick around, stay tuned and enjoy.

00:00:23 Welcome to the hair of the dog podcast. If you're a pet photographer, ready to 
make more money and start living a life by your design, you've come to the right place. And 
now your host pet photographer, travel addicts, chocolate martini, comma sewer, Nicole 
Begley. Hey everybody. Welcome back to the hair of the dog podcast. I'm your host,

00:00:46 Nicole Begley. And we have my name doco doppelganger back with us again. 
One more time this week we have J. Nichole Smith. Welcome back to the podcast, Nick. Thank 
you. The double Nick's Nick's the Nick and Nick back in action, bringing you all sorts of 
goodness. Oh My goodness. Yes. Yeah. Oh yeah. So fun. So yeah,

00:01:12 I'm so excited to have you on today because we are going to be talking about 
something that affects every single person in business, every single photographer, if you are 
wanting to actually have, I don't know, clients, this is pretty critical. Right? Do you own clients? I 
don't know. Is that, is that a thing you want? Yeah.

00:01:29 I mean, if you're in business likely yes. A lot of business, you need clients period. 
Yeah, Absolutely. Yeah. So what is this like little secret magic? We're just going to dive right into 
it. What's the, what's the magic missing thing that so many of us are missing in our business. 
Yeah. Okay. So I get on a little bit of a soap box with this.

00:01:53 So I'm going to try and not sound angry. The anger comes from love, From love, 
and it comes from like, there is such a simple thing, stopping people from getting more clients. 
And it makes me so annoyed because every single pet preneur I talked to is so resistant to it. 
But it's like, it does come from a place of love,

00:02:15 but you will probably hear frustration in my voice because as a marketing 
expert and as someone who has been on all sides of all different pet service businesses, this is 
like such a no brainer, but also having been on the other side, I know why the resistance is there 
and the struggle is super real as to why we don't make this happen. So before I even dive in,

00:02:37 I just want to say my goal is that if at least 10% of the people who hear this take 
action on it, I will be so happy. Not that I'll ever know, but like, I really, really like the stakes are 
so high for this that I really want to encourage you to listen and do something about it by, you 
know, at the end of this podcast.

00:02:59 Cause it's a big deal And here's yeah. And here's the best part. I think of all the 
things that we listened to or like, oh, I should implement that. This one implementing is actually 
really simple. Yeah. It's really quick. And I'm going to make it even easier for you by giving you 
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one place to go to do it. There's some,

00:03:18 there's a new platform that has made it super, super easy. So, okay. Here's the 
thing. Think of yourself as a consumer, right? Like I don't know about you, but the thing that 
annoys me more than anything when it comes to being on the buying side of things is like 
waiting right. Being patients. Right. Well, I mean,

00:03:45 it's been studied that humans have a smaller attention span than a goldfish and 
it's because of these stupid phones that are always in our hand that have like totally made us. I 
mean, I don't know, four to Five seconds, right? Yeah, no, I think it was 9, 9, 9, 9 Seconds. And 
we've still got, we've still had time. I thought I had jumped down again.

00:04:08 Okay. So we hate waiting. We are so impatient. I'm impatient and more than 
waiting. I hate non-responsiveness. I hate waiting. Not knowing if I'm getting at a response. Like 
I just had to, I just had to send out emails this week for an electrician to like getting a new office 
office. And I'm like, oh my God, I have to go through this process of working with all these small 
businesses who provide a service who will never get back to me.

00:04:33 And they never have like a way that I can just get them booked in for a quote. 
Like just, why am I on WhatsApp and email and Facebook and phone calls like please, oh my 
God. So I Want to give you money. Why is it so hard? Okay. This is a specially bad in the pet 
industry. Okay. This is a specially bad in the pet industry.

00:04:55 I don't know why, but especially for pioneering pet businesses, who've been 
around for five years, 10 years, the good ones, the ones with all the experience are the most 
resistant to making it easier for us to do business with them. Now the number one piece of 
resistance I hear when I have this conversation with pet businesses. Cause I have it a lot is,

00:05:16 well, I want to vet my customers, right? Like I make it harder for them to give 
me money because I want to allow them in or not based on things I learned when I talked to 
them, it's fine. But make it easy for them to get on the phone with you, make it easy, automatic 
for them to book straight into that consultation.

00:05:39 So you actually get a chance to talk to them. Okay. This is especially true with 
pet photographers, right? We generally make it so hard for people to give us money. I don't 
know if that's because we believe like getting clients is hard and so we then make it harder for 
ourselves. But like, oh my God. And I would say one of my resistant pieces from this from years 
ago was definitely like,

00:06:08 I would hear people that had their whole booking process online, where you 
could go to the website, you could click, you could choose your session, date and look like Kate 
location. I'm like, there's no way because I'm like, I can't let them choose their date and or even 
their time because there's some locations that, you know, one of my favorite ones in Pittsburgh 
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was down in the city.

00:06:30 There was only a Sunday morning location. And I didn't like to work Sunday, but 
for that location I would because I loved shooting there, but I'm not going to the park on 
Sunday morning. Hell no. So I was like, oh my God, there's a, how do people do this until I 
realized, oh, I don't have to let them choose their date,

00:06:46 but I can definitely let them choose to move forward. And then we get on the 
phone and we choose the date later. Yeah. There's a lot of ways around all our excuses for why 
we can't do this. Right. A lot of ways. But the bottom line is if right now you are advanced 
enough to have a book now button on your website.

00:07:08 But that book now button leads me to a form. I am talking to you That 
photographers ears just perked up. Right? I've spent a lot of time on pet photography websites 
for a variety of reasons. But this is the majority of you, right? I'm looking at you now. I love that 
you have the book now button because you are doing what me and a bunch of other experts 
have been saying.

00:07:34 You need to do, which is to have a call to action so people can move forward. 
Right. But then when you place that call to action into a form, you are killing the mojo of what 
that call to action is supposed to allow them to do. Okay. So what we need to do at a bare 
minimum is to turn that call to action,

00:07:54 that book now into a place where they can book something automatically, right 
then, okay. So you can use acuity, you can use Calendly, you can use a variety of softwares that 
will allow you to book in at least a phone call and they can do it at two in the morning when 
they are doing the research about their pet photography. And the fact that you allow this will 
make you in that top 1%,

00:08:19 because most photographers won't and you are going to be more likely to get 
that client because they want to take this off their list. Right. They're busy getting it at two in 
the morning because they don't have time in the rest of their life to book this appointment. And 
they certainly don't want to get on a phone call with you without being pretty sure they want to 
hire you.

00:08:37 Right? Absolutely. And, and one of the other things too, which I know is a study 
and like an actual thing that the micro actions lead to it being easier for your client to take more 
micro actions. So then clicking on that book. Now button is a micro action, but that makes it 
much more likely that they will then go forward to whatever that next call to action is.

00:08:58 I actually have which I'm going to come back to her and be like, oh, we should 
change this and take out a step where the book now button goes directly to the, what is the 
thank you page? And I think I'm actually going to change mine to do this too. So before it was 
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book now went to a form and then the form,

00:09:15 thank you. Page went to a video and a calendar. So it's like, Hey, thanks so 
much for requiring. This is the next step. You know, they get to see you video is so important. 
That's a whole nother conversation For sure. But they could then take that action right then and 
there. But I think you could even cut out that form and literally just have book now to the page 
that has a video that has,

00:09:41 or I Know, or you have even something better Getting on the page and just 
have a book now button under the video. Yes. I love it. But let me just throw out a stat. If you 
guys are like, ah, there's still part of you in the back of your head thinking, oh, okay, whatever, 
what does DyKnow she only works with all the pet businesses or you're still making those 
excuses in your head.

00:10:06 I had a student of mine that I encouraged her to on her and this was through a 
form. So it was like I said, it was click the book now. Yeah. You click the book now button, you 
fill out your inquiry form. And then instead of it being like, Hey, thanks, I'll get in touch with you. 
At some point it was a page with the video and then her calendar underneath.

00:10:25 And she went from booking in 30% of her inquiries for a, for a call after some 
back and forth to 75% of her inquiries, booking a call right there on the thank you page. Well, I 
mean that's pretty conclusive. Yeah. And also I would love for her to add up all the time she 
saved by not having to do the back and forth to find the right work for both of them.

00:10:51 Cause that is so annoying. It's so annoying. And it's such wasted, invaluable 
time. It is not adding any value to, And then if you're, even if you're sending them a calendar, so 
you don't, you're not doing back and forth on when to meet. You're still following up and like, 
Hey, do you still want to do this?

00:11:10 Hey, are you still interested? Like, no, just boom. And here's the thing that most 
people don't realize is they assume because they're in their own business and their own mind 
that like, oh, they've inquired with me because they love me. And they want to book with me 
and they're going to be so excited to get on the phone with me for three days later,

00:11:28 four days later, whenever you get around to actually booking that call, no 
they're going around. They're doing what we all do. They're going, they're Googling pet 
photography near me. They're opening like 10 tabs of all these different pet photographers. 
They're looking at them all. They're inquiring with the handful of the ones that look interesting. 
And because most of you don't put your prices on your page.

00:11:47 They don't even know how much some of you costs. So they're a little bit more 
sketchy about talking to you because they don't know if they can afford you, but the ones who 
make it easy and allow them to book straight in, they are so much, so much more likely to hire 
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you than those other tabs that they open. So if you,

00:12:05 if you think through how people actually shop, especially for a high end product 
like this, that is going to be a longterm relationship that is going to take a lot of their time and 
energy. They're going to have to like you, they're going to have to like the final product they're 
going to have to like the price they're going to have to trust that you're going to be good with 
their pet.

00:12:22 Like there's a lot that goes into this. Decision-making if they've narrowed you 
down to the two or the three people that they might want to work with, and then they have to 
fill out a form and wait, like you're going to lose them to someone else. Who's doing it faster 
because the first person who charms them is going to be in them. And if you're charming them 
with the video and making their life easy,

00:12:47 you're also telling them this whole process is going to be so easy. When you fill 
out a contract with me, you're not going to have to print it out and scan it and get it back to me. 
I'm going to let you sign it digitally because I haven't figured out technology and how to make it 
work for me. So let me just say again,

00:13:07 I totally understand the resistance to this. Like you're busy, you've got a lot 
going on. You're you know, it's, it feels insurmountable sometimes to get this tech working and 
get the workflows worked out, blah, blah, blah. It does not have to be that hard. First of all, 
second of all, this is the most important thing you can do for your business this week is to get 
this sorted out because it is actively right now,

00:13:29 in the example of your client, it's costing for her at least 45% of the inquiries. 
We don't even know of like the total people who aren't even sending an inquiry because they 
click book now and they're getting a form and they're out of it, right? They're like, oh, that's not 
now. That's whenever you get back to me. And pet photographers are not the only ones,

00:13:50 you know, dog trainers, groomers, walkers that are, everyone has this problem 
where they put a book now button and they put a form because it's the most simple way to do 
it. And you know what? We're not tech companies. We can't all build our own apps and like 
build these complicated things that work for our business. So Deep breath,

00:14:09 deep breath. There's a couple of things I want to say about what it takes to get 
this going. The first one is you have to have a digital calendar. You have to be using I Cal or 
Google Cal or something where you are starting to sort yourself out in terms of things booked in 
a digital space rather than just on paper. Or That's a huge one for me.

00:14:31 I gave up my paper, calendar, kicking and screaming, oh gosh, maybe four or 
five years ago. And now I'm Like, Oh my God, how did I do that? Like, what if I lost my paper 
planner? And it's like, it was so life-changing to be at the dentist and be like, oh yeah. All right, 
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your end,

00:14:51 you need a reminder card. No, it's in my phone. They're holding on to that 
analog world. Yeah, I think the same. Cause I love paper and you know what? Like I still have to 
do a lot of my work on paper because I do feel like you access a different part of your brain and 
that's cool, but we are,

00:15:11 we're now in a world and the new, the new wave of millennial buyers is not 
going to stand for the shit you guys, they are not, they absolutely are not going to want to talk 
to you on the phone in order to make a booking. Okay? So like we need to come around if we 
want to survive. That's that's the bottom line.

00:15:29 So the first real step here is you need to embrace a digital calendar. And one of 
the things I'm going to recommend as you do that is you start to get really serious about what 
days of the week you do actually shoot and start to like really, really, really formalize that 
because you do not need to offer sessions to all the people at all the times on all the days that 
is not sustainable for anybody.

00:15:52 I work with a photographer who does my personal branding stuff here in the 
UK, who only shoots between July and October in the UK. She closes her calendar for all this 
time. And then she opens up her calendar at once and books, everybody in, and you can only 
get a shoot day on a Tuesday or a Friday. And there are only a certain number available.

00:16:15 And when they're gone, they're gone and this is a brilliant strategy. I absolutely 
love it. So smart and B it makes her life so easy because she knows when she's shooting. She 
knows how many shoots lots she has. She basically has inventory, right? She knows exactly how 
many sessions she has to sell. She is very likely to sell them all.

00:16:35 She knows exactly how much time she needs to edit and to, you know, get 
those sessions back. And she's got all this other space to do commercial work and all the other 
things that she wants to do. So I think this is genius, but at the very core of this at the very 
kernel, it's at least doing yourself. The favor of saying,

00:16:51 I don't do shoots on Mondays. I don't do shoots on Wednesdays. I don't do 
shoots on Sundays. And then you keep yourself open. This is just an example, obviously for, you 
know, Tuesdays, Thursdays, and Saturdays are days you do shoots. You charge more for the 
shoot on Saturdays because they're the ones that most people want. You know,

00:17:09 the times of day you like to shoot so maximum, maybe you do a morning and 
evening session max, except the days that you're doing mini sessions. And now if we say, what 
did I say, Tuesday, Thursday, Saturday, two sessions a day. So that's six sessions max, you could 
possibly do in a week. And most of the time,
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00:17:26 you're not going to be doing that. That's Saying That would be so exhausting, 
but you would need to make sure if I take all six of those sessions in the remaining time I have 
that week and the following week, can I produce an edit and do sales sessions for those 
sessions? Could this work, right? This is where we start to get really drilled down in our business 
and how much time we actually have,

00:17:48 because that's another rant I'm not going to go on right now. But like most of us 
are trying to pull off a business. We cannot physically do. And they finally have, because we're 
spending too much time with each client. So anyway, let's just assume this is a viable option. 
You go into your calendar and you make these times available. There's lots of ways that you can 
do this.

00:18:06 So getting used to having a digital calendar is the big first hurdle. If you are 
someone who's already doing that and you're already comfortable with that, bless you. Because 
you are in, you know, you are actually in the future, good for you. But then it's like, okay, if I 
want to do this strategy, what do I use?

00:18:24 Like I said, you can use like an Cal acuity. You can use a Calendly, they are set up 
for booking the appointment. You know, the consultation, they will integrate with your iCloud 
or Google cow. And you can mark off certain days. You don't want to make available and you 
can allow people to book in at least a preceding consultation,

00:18:44 right? At least to get on the phone with you. You can even set it up with zoom 
where it will send them a link or make sure that the forum has their phone numbers, you know, 
And certain ones can follow up too with like zoom. I know can, or is it a Calendly? It does it to 
Calendly through zoom, but it'll send them a text message reminder of,

00:19:03 Hey, you know, your, your calls in an hour. Yeah. Fantastic. Yeah. So that they 
get reminders. You don't have to send, and now we are in the beautiful world of automation. 
But the other thing I wanted to tell you guys about is that there is a new platform out that is 
built for pet businesses and they have just released a version of it for pet photographers 
specifically,

00:19:26 which is like the coolest thing ever. And this is a platform it's called book, your 
pet. And they are, they are built to basically create simple software solutions for pet businesses. 
So they're looking to simplify all these problems. We've been talking about, making it easier. 
And they have looked at the pet photography business model. And they're like, right.

00:19:46 I know you're probably going to need to make it easy for someone to book a 
consultation or a session or a mini session. And so you can do any of these things on the app. 
You can set up your mini sessions so that you can actually block out all the time. They can book 
straight in for the time they want and pay for it.
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00:20:03 And they're good. You can book a preceding consultation that there's no charge 
for. You can have them book in for their sales consultation automated after. I mean, it's like, 
you can do it all in this app and it's free. This app right now is free. I'm going to say it again right 
now. This app is free. It will not be for long.

00:20:24 I think they're monetizing in October, but they're looking for early users to help 
them perfect the software. So like, oh my God, this is the best, the best thing ever to solve. So 
many of these problems because there's also solutions in here for sending those contracts in a 
digital way and keeping them and those model releases and keeping them connected to the 
client.

00:20:46 This solves mini-session problem where it like it will go into your calendar. You 
can put the hours, start to finish that you want to do. And it will tell you how many time blocks 
you have. And it will allow people to book in. You can create a buffer in between and people 
can book in and pay for those. If you need to drag and drop one to another day,

00:21:04 you can do that. It is the coolest, it is built specifically for pet photographers 
and it will solve all of these problems in a really easy way. What's even cooler about it is you 
don't even need to go on to like a Google calendar. And I Cal you can use this as your calendar. 
If you're not already doing that, you can send booking links to your clients.

00:21:24 You don't even need a website. You could do it all from this platform if you 
wanted to, but it's only going to be free for a short time. So I want to make sure you guys know 
about it because I think of the sort of solutions I've seen to solve this problem. This is the most 
catered to your type of business. It's not the only option,

00:21:39 you know, like I said, there's others out there and there's also lots of CRMs that 
are dabbling and in how to make this easier for you. But at the end of the day, what I would say 
is do the thing that's easy for you to solve this problem as fast, as fast as you can. And I would 
love to know if you want to come find me on Instagram or like tell Nicole in her Facebook group 
or her circle group,

00:22:02 like, what is stopping you from doing this? Because I'm really curious When you 
are using the software, you don't have it already set up through some other software, like the, 
the, this has to happen. And gosh, it sounds like this software is just such a easy way to have it 
all in one spot. I know I actually, I was using them Sato.

00:22:24 I'm not anymore. Not because<inaudible> was, they were, they're still great. I 
just have managed so much of my hair of the dog business on a software called Monday that I 
was like, why do I have all these different software Solutions? Like I Need to streamline lists. So 
I started streamlining, but I'm still setting up my photography stuff on a couple of different 
things.
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00:22:46 So having it all here for like basically that client onboarding. Oh my gosh. That 
sounds awesome. Let's just talk about like the pricing guide, right? Like, instead of having to like 
put it up in Dropbox and then send the link and blah, blah, blah, like it's trying to send it to 
them, but it's too big and it's kicking off their spam filter.

00:23:05 Like you CA or having, trying to do something with, you know, issue or 
something where you're trying to give them that magazine experience, like fine, but you can 
just upload it to this software and then you can just attach it and send it to them. Right. What's 
better. You can automate that whole process. So they look into the presetting consultation.

00:23:24 You can have, it sends the email that allows them to do that. So like, oh my 
gosh, it's so good. I love that. I can schedule every piece of your, of your process. And like, you 
could probably even have it correct me if I'm wrong. They have the book now button on your 
website, the schedule consultation.

00:23:44 And then, I mean, likely on that consultation, you would pick your day and time. 
But if you had a situation where, you know, you had a client like, oh, here's my open sessions, 
go in there and choose one. I could probably book that and it can book my sales session. Yep. 
Oh my gosh. And they're all built differently in the app.

00:24:02 So like a lot of no's for like a photographic session, you know, it'll be like, you'll 
build the service and the app, and it'll be like, you know, a mini session works the way. I said 
probably where you need to just block out a day. You don't care what time they book, but it can 
only be a certain amount of time and you don't want them to be able to book in at like two 15.

00:24:20 Right. Right. You know, if you've got one that starts at two, so it does that for 
you. So it, now you can actually put a book now, session thing on your mini sessions and people 
can literally book out and pay for it and be booked in and get a confirmation and then get all the 
automated emails leading up to the event to make sure they actually show Up.

00:24:37 Oh my gosh, You can also have it to do. Like you could actually, let's say you've 
got a middle session on your website. It's 3 99. And it includes three, five by sevens and blah, 
blah, et cetera. You could set it up so that they click buy now. And they go in, they see it. And 
they actually pay for the whole thing.

00:24:55 Or you could set a deposit where they pay a certain amount and maybe they 
don't get to book a date. Maybe they just pay for it. And then they book a consultation with you 
and you talk about it. But now that they've paid a deposit, they're definitely going to do it. You 
can get the, give them the ability to say yes to you and to give you some money to lock them in 
and then have the conversation with them.

00:25:18 And you can schedule all those things through this app. Yup. I mean, you guys 
truly the getting your clients on the phone, on zoom, on whatever your process is, it doesn't 
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matter. Connecting with them to tell them what your process is, how you work, how this all 
goes. If that happens, I think I don't have my exact member,

00:25:40 but it's pretty darn close to like 98% of the people that I actually talked to 
ended up booking me. I think this is the missing link. Like you have to, you have your website. 
They're built for them to get interested, to be like, oh, this is great. This is exciting. Oh, I love 
this. Oh, look,

00:25:57 there's some video. Oh, I like this person. Oh, I booked now I'll look, I can 
schedule it right now. Oh, now we have automated reminders. Now we can talk. And now they 
are a hundred percent. And that's the thing, you know, your guidance with your clients to have 
them do something on the thank you page is so smart and powerful because if I've taken the 
action and I'm on a thank you page,

00:26:19 that is the height of my motivation to buy from you, right? That is the height of 
me being willing to do things, to get what I want from you. And you don't want to lose that spot 
of momentum. So the point where someone is booking, now they're clicking a button that says 
book now, and they're taken to a form. You are cutting that momentum down to the quick,

00:26:39 because now I'm like immediately deflated, right? Said book now, and now I'm 
filling out a form. I might still do it, but you're going to have a huge, if you have Google analytics 
and you've got UTM codes on that button, I bet you we'll see. You have a huge drop-off 
between the number of people clicking that button and the number of people getting that form 
and actually making it to the thank you page.

00:27:01 There's going to be a massive drop off between those two things. So if you have 
the book now button and they click and they actually get to book something. Now you're still 
going to have drop-off that's conversion rates. It's how it works, but the drop-off is going to be 
considerably less. And you're going to get more of those people who actually booked that 
forum to actually get on the call with you,

00:27:21 which means you're going to have, if you are having a 98% conversion rate at 
that point, like not only has that drop off rate, gone down, that conversion rate has gone up in 
terms of total number of clients book per month, you will also increase the inquiries that you're 
receiving. So like, this is such a, no-brainer like bare minimum foundational point of failure for 
most businesses.

00:27:44 And like, even if you were a photographer where you're like, I'm too busy, I 
have enough work. Like this is a no brainer because it will take so much of the manual work off 
your plate. You don't need to go hire a VA to do this. You can just get a free software to do it. 
All of those followups, sending those invoices.

00:28:05 How about if you could just send them a link to book in for their sales 
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consultation, right? When you do the shoot, right? You're like, let's book you in for your sales 
consult. Here you go. And they can just book straight in. And now you have a deadline by which 
you need to get the images edited, ready, and you're working.

00:28:22 You're both working to that. And oh, through the app, you can just send them 
the product catalog again. And if they've lost it, they can just go back into the app and find it 
instead of trying to filter through their email and then jump to a Dropbox, which they don't 
have on their phone. Like, Yeah. Oh my God.

00:28:35 Yeah. Most, most of humanity does not have Dropbox on their phone now. And 
I use it so infrequently on my phone. I have to re download it every time I try to remember the 
password. So like, Oh yeah, done Mentally about being easier to do business with, which is not 
only going to increase your sales, but it's also going to increase the contentment and happiness 
of your clients,

00:29:03 which is going to increase your referrals. And it's going to increase your, your, 
your second purchases, which is the most valuable thing you can do because there's so much 
easier to get than the first time purchase. The other thing it's about here is automation and the 
incredible amount of time and energy, it saves, you don't even realize you're wasting on 
rewriting those emails that can be templated and having automatic appointment reminders,

00:29:28 instead of having to remember to do it yourself. And you know what? I know 
you hate sending invoices, right? Everyone listening to this hate asking for the money. So like, 
let the app do it for you. You know, like set the date that that automation is going to go, and it's 
going to ask them for the second part of that payment and it's done,

00:29:47 Hey, you don't have to go find the remaining balance and figure out how to get 
it to like, it's done. Like when I first started my business, oh my God, this is so embarrassing. In 
the first few years of my business, granted, this was like, what was this? 2006? So like pre Baby. 
But like I was having,

00:30:11 I had a folder of invoices and I created word document invoices for all of my 
clients. And I had to go in and not even a spreadsheet where I would do the math for me. Like I 
had to take the calculator and do word invoices and save them as like, oh 1, 2, 1 0 1, 2, 2. Oh 
Yeah. That was how long I started with my contracts.

00:30:36 I started with my contracts is writing them right into changing the name, 
printing it off, sending it to them, telling them to send it back. Oh my God, that was 2010. I 
don't feel so bad. I don't feel so bad Truly though. You guys, if there's any of you, because I 
know, you know, there's quite a few people in my world too,

00:30:57 that are, you know, looking at this as, you know, a retirement side job. And so 
maybe they are not as embracive of the tech as you know, people in their thirties or even in 
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their forties, but we have to be you guys. We have to be, I saw a stat cut. It was on a podcast 
somewhere about somebody talking about gen Z and their buying habits.

00:31:24 And if you guys think millennials don't want to like talk, deal with bullshit. Oh 
my God. Like, yes, our target client is going to continue to get younger. Even though, you know, 
we continue to stay the same age. They're going to keep getting younger. And We, the wanes, 
obviously, Exactly. I'm, I'm done.

00:31:47 I'm 45 now. I'm not getting any older. I just I've opted out. I'm not available for 
additional anyway, like we have to start looking at this and even like easy ways to pay like, Oh, 
please don't get me started on the payment thing. I think getting your clients would be like, just, 
they'd be like, oh yeah, let me Venmo you,

00:32:12 okay. Hey, if they're Venmo in you, that's saving you a ton of credit card fees. So 
why not have that as an option? Like there are so many new ways we can look at our business 
to make it easier to serve a, you know, variety of people and yeah. Maybe you still have an 
empty-nester client. It's like, can I give you a check if you like fine.

00:32:31 Yeah, yeah. Whatever. Like, you can still accept these other things, but I had to 
look at your business and really try to build it from an ease of use for you, an automation side 
from you, and just a way for your client to quickly and easily do business and them to get those 
immediate results. Those immediate steps forward when they raised their hand and say,

00:32:54 I'm ready, Priceless, Priceless. And it is hugely setting you apart from your 
competitors. So if you can do this quickly, then you are still, like I said, going to be in that top 
between 2% and 10% of photographers who are actually doing this, which means when they 
open all six of those tabs and only one of you is offering this book now to get straight in there,

00:33:18 like the chances of them choosing you are so astronomically high, like it's 
unbelievable. And I've seen the stats around gen Z and millennial buyers and millennials have 
already shifted into the prime Mary buying audience in the pet space. Okay. So millennials have 
already talked to boomers in terms of money spent. And this is an absolute must for them. An 
absolute must.

00:33:43 So it's, it's not saying like boomers are, you know, aged and don't know how to 
use a phone. They will want this as well, but it is an absolute, absolute must for millennials. And 
they are becoming the controlling force when it comes to who is going to be buying from you. 
So especially when you, if you, if you have those four little letters in your head,

00:34:03 D I N K the dinks, right? Dual income, no kids, they're millennials. So those 
people are not, you know, 18 right now. I'm technically, I'm an elder millennials. So I'm right on 
the edge. I'm 40. And I am right inside that millennial bubble. And this is a, this is a must for me. 
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Like this is an absolute last,

00:34:23 not only because I'm in marketing and I just get super annoyed when people 
don't put the effort in, but because I am going to be doing this at like 11 o'clock at night, and 
you know what? I get so overwhelmed by adulting. That's the thing that nobody talks about is I 
hate having to run through my list of things I have to do and book the dog in for the groomer 
and take the stuff to the dry cleaner,

00:34:42 and go to the post office. That stuff is overwhelming to me. So the more I can 
automate it and the quicker I can do it, the better and sorry, but booking a photo shoot is one 
of those things that it feels like adulting. And I want to do it, but if it's too hard, I'm not gonna, 
and if it's easy,

00:34:58 I'm going to spend more. Yeah. Yeah. And you're going to do it in the first place. 
Yeah. I mean, I have so much more affinity for the brand that makes it easy for me because I get 
so annoyed by it not being easy. And this is the reality guys, this is life. And I know that you're 
like, well,

00:35:15 they should do this. And they should know you were the business owner. It is 
your job to make it easy for them. That's your job, especially because I know all of you is want, 
all of you wants to provide such a high quality, premium experience for people. Even if your 
prices aren't premium. I know you are all bending over backwards to make people happy.

00:35:34 Because part, you know, one of the things I do is helping people, their why, and 
I know categorically, the reason most pet photographers do what they do is they like making 
people happy. So that's true for you. If you're one of those people in the vast majority, then this 
is the best thing you can do to make that the start of a really great brand experience for them.

00:35:54 I love it. Yeah. So I'm pretty sure that if we haven't convinced you yet, that 
we're not going to convince you. And if we have convinced you, you're like for the love of God, 
can you please tell me how I do this? So where, where should they go? How do they, how do 
they get started with this?

00:36:10 Yeah. So the, the app that I mentioned, if that's the one that you're interested is 
broke your pet. So you can go to book your pet.com and there's a place where you can book in. 
Now, if you go to book your pet.com/is it onboard? I should have come more prepared. We'll 
put them down for sure. If you go to Brooklyn,

00:36:34 pet.com, there's one link it's get started. You click into that link. What you can 
do is ultimately book a call with one of our team and we will, at the moment, we will create a 
profile for you. So you don't even need to go through the hassle of like creating all your services 
and stuff. We will do that for you as a part of our like founding member thing,
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00:36:54 where we're getting our first hundred members on board. So if you, if you got 
quickly on this, then that might still be available to you for free, but there will always be a free 
level of this software. So even if you're listening to this podcast and, you know, time has gone 
on, there is going to be a free option for you.

00:37:10 So definitely go check it out at book, your pets.com. And we'll put the more 
specific links down below where you can book directly in for a call. Obviously, if we need to 
make that available to you after this whole rant, allowing you to book, There is a form because 
we needed information from you, but you will be able to call straight into a calendar.

00:37:32 So I love it. We'll make sure that this down below, I want to make sure we can 
update it. Cause I'm not sure if it'll stay the same for the length, the life of this podcast. Okay. 
But yeah. Put your.com mum on the site now, and then you can go to get started and yeah. And 
then, yeah,

00:37:47 it's a super quick form and then they'll be able to do all the things You're on 
your way. Yeah. Oh my gosh. This is so good. And yeah, there's only going to be 99 spots left 
because I'm definitely taking one. Well, I think right now there's actually only like 30 spots left, 
but you know, we will, we will extend past the a hundred.

00:38:05 It's just like, that was nice. That was kind of the goal that, Oh my gosh, I'm so 
excited. It's going to be incredible. And truly you guys, whether you're going to use this 
software or something else, like the things that we talked about, don't change. Like these things 
need to happen somehow in your business. So get on it and let me,

00:38:28 Nicole Begley official. Let Nick, Nick, what a, what Instagram should they let you 
know, like slide in your and let you know that I would love to slide in my DM. My Instagram is at 
J Nicole Smith and my not unlike you. My name has an H in it. So it's J and I C H O L E S M I T H.

00:38:49 And I love having combos in the DM. So if you, especially, if you have a great 
argument from you or for why this is a bad idea, I'd love to know, but I would genuinely love to 
know what your resistance is because I've been there and I get it, but I want to help you get into 
this millennium. Yeah. Oh my gosh.

00:39:05 It's so important. It's only going to get more and more important again, as more 
and more young people enter the buying market. So, oh my goodness. This has been such a 
great conversation. I know everyone will find it super helpful. And thank you again for sharing 
your brilliant marketing knowledge. And I'm sure we will see You On the podcast again soon.

00:39:25 I hope so. Yeah. All Right, bye. See everybody next week. Thanks for listening to 
the hair of the dog podcast. This was episode number 1 54. If you want to check out the show 
notes for access to any of the resources that we mentioned, simply go to 
www.hairofthedogacademy.com/ 1 5 4. Thanks for listening to this episode of hair of the dog 
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podcast.

00:39:49 If you enjoyed this show, please take a minute to leave a review. And while 
you're there, don't forget to subscribe. So you don't miss our upcoming episodes. One last 
thing, if you are ready to dive into more resources, head over to our website@www.hair of the 
dog.

15


