
Joy: Hello. Hello friends. You're listening to the call to both podcast. I'm your 
host, joy Michelle, and I'm excited to be handing the mic to a friend and 
creative colleague of mine named Rachel Lee. I wanna share a little bit about 
her and introduce this episode before I hand over the mic, because. I am so 
excited to get this to you all and have you hear from Rachel.


So Rachel is a career dancer at Universal Studios. She has been dancing and 
performing professionally with them for over nine years, and she also runs a 
very successful. Vault Wedding videography company. She is a mom, a 
YouTuber, and currently lives with her sweet family in Orlando, Florida, not too 
far from where I live actually.


And you're gonna hear about her journey into digital products and building 
assets that she can sell over and over, and her business, and how she bridged 
that gap between being a creative service provider and being somebody that 
worked a very physically demanding job. And. Still works, that physically 
demanding job in both the wedding world and the professional performing arts 
world, but now has also layered in these new revenue streams.


So she's gonna outline for you three steps that you can actually take during your 
off season to build an asset in your business that you can sell for the long term. 
So this is an episode that you're gonna want to hit Save on, put it in a folder, hit 
that little save button. If you're listening on Apple Podcast.


I love using the save and Download future because you might wanna come back 
to this in an off season. So depending on where you are right now in the world 
and what your business looks like, this might not be your off season. So if it is 
not hit save or hit Send. Send this to a friend who is wanting to build more 
revenue in her business and build more opportunities like this as well.


So. Let's dive in. You're listening to Call to both the podcast for ambitious 
women chasing both business dreams and little ones. I'm your host. Join 
Michelle. I'm a wedding photographer turned business coach and founder of 
Photo Bos. I have helped thousands of photographers and creatives grow their 
businesses.


Here on the show, I teach about topics like visibility, marketing mindset. 
Productivity and going after your dream life. So if you're a photographer or an 
entrepreneur, there is something here for you. This is not another business and 
marketing podcast telling you to do more, but rather how you can build your 
business and your income in less time and with greater ease.




Join me here each week for bite-sized and actionable episodes that will 
encourage you. On your call to both journey.


Rachel: Hello? Hello, my name is Rachel Lee. I am so honored to contribute 
here to the call to both podcast because like you, I have been a listener. Two 
called to both for years, especially when I stepped into motherhood in 2022. I 
am a career dancer and wedding videographer in Orlando, Florida, and now I'm 
diversifying into education a little bit more.


So my career as a dancer has always taught me the mindset of. Always be 
auditioning, quote unquote, or stay booked culture and diversifying my 
opportunities of revenue because we honestly never know when a show could 
close, and most entertainment offers are only seasonal anyway. So it's been just 
really helpful to always have that mindset and it's so ingrained in me.


Now I got into videography when I was on a 10 month tour dancing with 
Disney Live, and by taking an online course actually during my off time, all 
about videography, that just really helped me to start diversifying into 
something beyond dance. Now that just like. Got the mindset going and it still 
interested me when I returned home, and that was when videography came into 
play because I then started to take those videography skills and just dabble in 
little things.


So I did all of that and then grew my wedding videography business into what it 
is today, all part-time alongside performing at my current job with Universal 
Studios, which I've been there for about nine years. So a pivotal moment for me 
was when I became a mom a couple years ago. I found myself craving work that 
was less physically demanding and just honestly more flexible.


That's when I started to rethink how I can build more diversification in my 
business, especially during the off season of wedding videography. While all I'm 
doing is part-time hours with dance, which is about three days per week. I am 
contracted with Universal Studios to be there three days per week consistently.


So that's kind of the anchor in my schedule. And then of course, being a mom is 
24 7. So what this episode today is about is just how to build in the off seasons 
or slow season when you don't have as much one-on-one client work. Because 
whether you are a photographer or videographer, hopefully this will help you 
think differently about your time and your seasons from servicing clients versus 
time when you should be asset building.




I wanna hopefully share just what's worked for me and hopefully how you can 
begin to as this was just me like a year ago. Okay, so let's dive in. I once heard 
maybe a couple years ago, the quote of, if a business can't run or make revenue 
without you, then it's not a business, it's a job. And that just stuck with me so 
hard.


I then just thought, wow, well, okay, I've been a career dancer my whole life, 
and now I just created another job for myself being a wedding videographer. 
And now I. Became a mom and that is a hundred percent a full-time job. So I 
just was like, I need to stop feeling like I'm working three jobs all the time.


Now, a big disclaimer before I get into the rest of this is that since I have dialed 
in my day job of 24 hours a week dancing, that is like my anchor, like I said 
before, and I don't have a lot of income pressure on my wedding videography 
business, even during the off seasons. So, like I said, it always has been 
something I have built alongside part-time from my other core part-time job, 24 
hours a week dancing.


So just wanted to leave that disclaimer first. But as we get into the off season, so 
like I said, I am in Orlando, Florida and the Florida summers are hot and they 
are, the wedding off season really like May through September is. Slow and the 
only weddings happening are indoors. But I use it as a creative building season, 
not just waiting.


I am though doing a little bit of a brand refresh. So I wanted to say that if maybe 
you're not in the realm of like wanting to dive into educational content or kind 
of like B2B content for other businesses or service providers. Like I'm doing, I 
would say this is a great time to do a brand refresh or consider that coming out 
of the spring wedding season where I was very much so like the technician, if 
you've ever read that book, the 12 week year, there's a reference to like the 
technician.


So you're the tasker. You're doing a lot of the tasking in your business and. 
Coming out of the season where I was doing a lot of the tasking and the work at 
hand, I just was like, okay, I need a break from that. And now I wanna step into 
ways that I can be building the assets and the digital products in my business.


I wanna circle back to that. If you're not looking to get into education, you can 
still practice this mindset of like, how can I create systems so that. My business 
can run more without me versus me always doing all of the work. So if I can 
use an example, back when I was expecting my daughter in 2021, the first thing 



I did, like I was still so ingrained in the service providing and the wedding 
videography and trying to elevate and target this like higher end market.


That I wasn't really thinking so much about education, but what I did do is that 
this is when I built my Notion Business Hub. I know that Joy has a whole other 
episode here on Call to both about Notion. It's a great episode and honestly, I 
have followed the same path where I use Notion for a lot of things, not only in 
my business but in my life.


But I got into notion because I saw it on YouTube as a way that other creators 
were using all of the different ways that you can look at it. They have just so 
many different templates out there. Um, it's quite the inception rabbit hole, but I 
would use it for project tracking. I built my own project tracking template.


That's honestly one of like my most viewed videos on YouTube. And then also. 
For content planning and just pricing templates. I also use Notion for all of my 
long-term. Database type of content. So SOPs that I have developed over time 
for when I want to hire on a video editor that has all been on Notion.


So huge shout out to Notion for that in creating that platform, because that was 
honestly just one of the first things I did to see how I could get my business to 
work. More without me versus me always being in it. And I have since then 
brought on a couple different freelancers here and there to help me.


And luckily notion is such like a huge platform and well-known platform now 
that a lot of people are able to hop in and they're like, yes, I'm familiar with it. 
And then they can help out. By you just giving them access to certain 
workspaces and then they can tune in and help you with different things.


I did this last summer or two and I did a website refresh and my website 
designer, she came in and was able to. Access a lot of this, the shared workspace 
that we did. So, like I said, I can go on and on about notion, but love it so much. 
And yes, the first thing I did was I built a Notion Business hub, which I now sell 
as a digital product, and it just came full circle as being a digital product offer 
now in my shop.


So general mindset shift is just moving from where is my next client? Always 
trying to hustle and post content on like Instagram to where can I focus time 
with a high ROI that I can build once, and then it helps over and over again in 
my business. So now I wanna move into how you can start building in your 
client off season.




And step one is buying back your time. I know that there is an entire episode on 
this on call to both, so I won't. Dive too deep into it. But the first thing I did was 
identifying the bottleneck of what was stealing the most time that I really didn't 
have much of, and that for me as a wedding videographer was post-production 
and the video editing overwhelm.


Even though I streamlined it a lot, it still took a lot of time and. The first 
moment that I experienced this was in the postpartum era. I really had no spare 
time to edit and anything I was doing, I needed to put any of that spare time 
towards ways that I was going to generate more revenue for my business versus.


Working on existing client work that I've already been paid for in ways. So I 
knew I needed to kind of create a system that I could ask for help and to 
streamline my process and my creative direction. So I created a simple video 
editing work. Flow system and like the SOPs around how I hire on editing help 
and convey my creative direction to them, and that now is becoming a mini 
course, which I'm gonna be launching soon.


The first thing I did was buy back my time, so that was purchasing, editing 
services from a video editing agency. But what I actually wound up doing now 
to this date is that I use an individual editor versus a large editing company. 
What this looks like now is that I'm able to free up a few hours per week on 
different things that are just in the higher level CEO mindset that.


I can't outsource that work because only I can do it. So that's beta. Launching a 
digital product, brainstorming and writing content for YouTube or your email 
list, or maybe backend work, such as in mini funnels, to push toward an existing 
digital product or affiliate link. So that has been a huge shift in how I am.


Generating more revenue for my business and making strategic choices. Again, 
all circling back to the ROI of your time. Yeah, but utilizing the time that when 
you had been working on the actual project as the technician in your business, 
tasking, you are creating and documenting in ways that are gonna create your 
SOPs so that you can purchase and, in essence, buy back your time with hiring 
freelancers and associates to do that work and follow your SOPs.


I hope that makes sense. 


Joy: Alright, real talk you guys. When I first heard that you could make money 
talking about the things that you love, I definitely thought it was a scam. But 
now that I have developed an affiliate marketing strategy in my business, and 
I've seen the financial freedom it has brought me, I am here to tell you it is real.




And if you wanna get started, I want you to grab my free guide. It's called the 
Affiliate Marketing Jumpstart Guide. This guide is gonna give you the strategy 
behind how I have used my content to generate a. Affiliate income in my 
business and how you could do the same in yours. So grab yourself a copy of 
the Affiliate Marketing Jumpstart Guide down in the show notes.


Rachel: Step two is packaging what you already use or have created for 
yourself in your business. So back to that same notion template, I now sell that 
as a digital product in my shop. I just. Cleaned up the layouts, and now I market 
it primarily on YouTube with a walkthrough tour style video and then listed it in 
my digital shop.


So try to start with something unique or fresh that you feel like you haven't seen 
before, or maybe something that people ask you about or. Feels a little bit like 
your signature thing that you're known for. For example, my first listing was 
actually on Etsy for my final cut Pro Library template for just faster wedding 
video editing since it's already preloaded with the metadata that's unique to 
wedding videographers.


I would say, really don't overthink this part. I used a free Canva mockup to 
launch my first version of it, and I just focused on this one digital product. 
Honestly, for almost a year that I promoted and it was like the only thing I 
promoted on there. So these small templates added an entirely new revenue 
stream though for me, and it's so nice waking up to a little Etsy order or pay hip 
order, like someone just purchased your Google Calendar template.


So definitely, like I said, think of ways that you can package what you already 
use, especially if you feel like it's unique to you and your business and you have 
created it. All on your own. The third way that I would build during my off 
season is to teach something tiny. So think what's something that used to stress 
me out that I've now figured out in my own business.


And for example, I did this with video editing. I'm currently building a one hour 
mini course on just streamlined wedding video editing, and it's gonna hopefully 
help new or experienced videographers edit their backlog faster through just 
creating their own signature storytelling style. Now you don't need a full 
curriculum, you just need a single transformation, honestly.


So that's something I'm working on in my own off season, and then I'm just 
planning to promote it softly through Evergreen YouTube videos, my email list, 
and then a few quick like reels or for Instagram or shorts for YouTube with a 



voiceover from perhaps a past project. I also track and link any affiliate tools in 
both the mini course and with the marketing content.


So that's a nice way to kind of circle back revenue opportunities and build 
revenue opportunities kind of in the back end of your business as well. I usually 
will link perhaps like my affiliate LinkedIn notion or gear that I use and editing 
software. So just to summarize on building during your off season, step one I 
would say is buy back your time.


Step two is packaging what you already use in some sort of digital product or 
digital offer that can be purchased and bought any time of day without you 
being involved. And then third is to teach something tiny. This does require 
your involvement, but just in the upfront way when you are perhaps first 
launching it or maybe doing some sort of launch, whether you wanna do it 
evergreen or do seasonal launches.


This third step is just a way that you can create. Educational offers if you decide 
to go that route. And as a final reminder, your starting point could just be around 
anything you feel you once struggled with and now have figured out, or it now 
comes easier for you than others. I think also a really good clue is just what do 
people ask you about?


What do people. Come to you with advice on or, or just curious on how you do 
it, and that is a really good starting point to lend clues on where you can maybe 
package something or teach it in ways with maybe some sort of educational 
content. I think a few great examples just to get the wheels turning.


If you are also in the wedding industry, perhaps like an email template, maybe 
something that was an email template that really helped you network with other 
planners perhaps, or maybe there is your workflow template. Or, um, CRM 
templates on how you respond to clients or your workflow for timing 
everything out, if you have some sort of automations going.


I think that perhaps you could also consider a system you made to organize your 
work week. Like for me, I. Did Google Calendar and I have a whole template 
on cycle syncing as a woman who is trying to look at my productivity in line 
with my hormones since there's some information on that, and I hope I have a 
whole other video on YouTube about that as well, which has just been.


A game changer with planning my months, my launches, my just everything. So 
that has been very, very helpful in going that direction for me personally. And 
simply just like walking your audience through how you do something on 



video. So that is, again, circling back to that educational offer or teaching 
something tiny to them that is maybe a core.


Focus or core micro struggle that everyone perhaps asks you about. So just 
consider those things. So in closing, the off season is, yes, it's a slow time to 
reset and recharge, but it's also an opportunity to build something and build an 
asset for your business. You can slowly and steadily start with what you already 
use.


Polish it, package it, and then post it for sale. A final piece of encouragement for 
anyone who is perhaps finding this podcast, like when I found it, when I was 
thick in that postpartum era, struggling to adapt to motherhood, and then the 
business I had built for years around providing a service in a very high touch.


Service to people is that maybe you won't even get to step two of packaging 
what you already use or step three of, you know, creating a mini course of any 
sort. But if you're in that postpartum era, like what I was when I found this 
podcast, I would say just focus on buying back your time. I was in 2022.


Had the busiest wedding schedule I had ever had. I think that is like most of us 
in the wedding industry. And I was so scared of my pipeline that I had, and that 
is what pushed me in 2022 to realize I needed to get organized. I created my 
Notion Hub. I just housed everything in there, and I just started.


Just creating, dumping all of my processes. I did screen recordings, I did SOPs, 
and I'm so excited that I now have that because looking back, if I didn't have all 
of that information and learn to buy back my time and outsource my creative. 
Workflow and step into a little bit more of that creative director in my business.


I think that I would've had a lot of unhappy clients and. Not made my deadlines 
all while of course, trying to maximize my maternity leave of about eight 
months I took with my daughter, and I wouldn't have been able to do that if it 
wasn't for being super organized in my business. So my final encouragement is 
that yes, the off season can be for rest and working less.


But the little bit that you do work, I would encourage you to see where your 
ROI is best and prioritize that. For me, it was more long form content. Any sort 
of marketing content that I did put out, I was going to be prioritizing the 
platforms that I knew content had a longer. Lifespan life expectancy. I wasn't 
prioritizing short form content, but instead I was using those platforms as more 
of connectivity, one-on-one conversations and dms and growing relationships.




So definitely consider, again, just where your. Priorities are with your ROI, and 
it's definitely easier said than done, but really try not to get discouraged if you 
don't see an immediate return on your investment, because half the time people 
are not even aware of all of the information that's being pushed towards them.


They just need the repetition over time. And when you first start advertising 
something new like a digital product or you start advertising a new educational 
offer, they usually are just letting it go over their head and they need that 
repetition. So just let it be something that has a slow burn.


Invest in it regularly, little by little but intentionally, and you will definitely see 
the returns. I wanna give a shout out to Joy. Thank you for coaching me. Last 
summer, actually when I was in the process of just figuring out where to invest 
my time in my business and my off season, because I was in that pivotal 
moment of.


Moving from just a hundred percent wedding videography being my only offer 
to education, and I remember during that time of support and coaching, I just 
felt like I had so much clarity. So thank you for that joy. Thank you so much for 
listening. And you can find me on YouTube at Rachel Lee and on Instagram for 
all things wedding videography and business and videography education at 
Rachel Lee Films.


Best of luck, and I hope you have a great rest of your summer. Such a good 


Joy: episode, right? Thank you so much for listening to this episode of the Call 
to both podcasts. If you loved it or you learned something, I would so 
appreciate a review on Apple Podcasts, but also go follow our guest host for 
today's episode.


Their information is in the show notes as always. I hope you have a fantastic 
week as you go after your own version of what it means to be called to both. I'll 
see you next week.


