When you think back on a big investment that you've made in your business,
just remembering either the biggest investment you've made in your business or
the most recent investment, I want you to think about that and just, like, hold
that in your mind. Like, what it felt like to go all in, to say yes, to finally hire
that brand designer, or go work with that coach you've been following, or buy a
course, or join a challenge.

Whatever the investment was, I s- just remember that feeling of looking at an
invoice, deciding I'm doing it. I'm doing it. It's a crazy amount of money, but I
need this outcome, whatever it is. The new brand photos, the new branding on
my website, the information from this coach. I need it. So I fill out the contact
form, I hold my breath, I hit submit, and I say yes.

I know you know what that feels like because you and I are very similar. [ know
that my people that listen to this, they invest in their business, they invest in
their education, and they are serious about their business. So I also know that
you know what it feels like to make those kinds of investments and yet still feel
like the business isn't the f- truest version of what you see is possible or where
you thought your business would be by now, and that's what I want this episode
to be about.

Here's the thing. When you invested in that thing, whatever that big investment
was, here's what you didn't invest in. You didn't invest in up-leveling your
standards, and that was a piece that was missing, that is missing for a lot of the
people I work with. And that's why I'm bringing it here to the podcast, because
you can't buy higher standards.

You can't outsource your standards. You can't subscribe to a better standard. But
your next level absolutely depends on you elevating your standards anyway. So
today, we're gonna talk about how to know if your standards in business are too
low, spoiler alert, they are, and how to fix them. You're listening to Called to
Both, the podcast for ambitious women chasing both business dreams and little
ones.

I'm your host, Joy Michelle. I'm a wedding photographer turned business coach
and founder of Photo Boss. 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 Called to Both journey.

Your standards are a direct reflection of how you see yourself currently. So
every time you might compromise on pricing, a boundary, your own mindset
and thoughts, you're sending yourself a message about what you think you
deserve. And all of the investments that we talked about at the start of the
episode, even into you being a better creative, like even at your craft, they don't
necessarily bring your standards higher.

You bring your standards higher with an intentional decision to raise them. And
the very first part of this is identifying where your standards are falling far too
low. So how do you know if your standards are too low? We are gonna kick this
off with a little quiz. So just keep a mental tally. I'm gonna ask you...

Actually, I'm just gonna tell you. I'm gonna give you a, a few scenarios that are
telltale signs of low business standards. And if you say yes to any of these, then
those are some areas where you have a lot of opportunity to raise your standards
in your business. So kicking it off with the first one Quoting a price and then

immediately offering a discount before the client has even had a chance to push
back.

Maybe you're saying yes to a client that you knew wasn't a good fit simply
because you were desperate for the booking. Responding to emails at 10:00 PM
because you're afraid they're gonna go elsewhere if you don't respond
immediately. Letting a client redefine the scope of the project, either more
images, more hours, tweaking that package to look a way that you did not
design it to look, and then you're not addressing it.

Tolerating your own negative self-talk, and maybe you just call it being
realistic. I'm doing little air quotes with my fingers. You can't see them. But you
might think, "I'm just trying to be realistic," but really, you have a lot of
negative self-talk going on. Staying in consumption I- mode, learning mode as a
way to avoid actually executing on your own ideas and content.

Constantly comparing your chapter three to someone else's chapter 10 and using
it as evidence that you are behind. Maybe you're feeling guilty after someone
pays you your full rate. How sneaky is that one? It's like everything's going
great, and then you just feel bad. Like, gosh, I can't actually charge that much.

Am I, am I a bad person for charging this? If any of these resonated, then I'm
really glad that we're talking about this because your next era is elevating away



from all of this. I recently worked with a client, and she said, "Joy, I tried to
raise my rates. ['ve tried to hold boundaries before, but then they don't work.

Like, I try and I get excited about them, but then they fall flat." So I wanna talk
about another reason why simply raising your standards in the past may not
have actually stuck, and that is putting on a new standard requires you to shed
an old one. So I want you to think about putting on layers of clothes.

Like, it's really... Let's, let's imagine it's cold outside, it's snowing, and you
wanna go out. If you put on five coats, you are going to 1- feel super restricted
Every layer you add, your arms are moving a little bit less. You feel like you
can't really raise your arms fully. Like, it, it's, it's really difficult.

And it is absolutely the same with our standards. You are not going to be able to
hold your old ones and your new ones at the same time without feeling super
limited and restricted. And then you're stuck in this constant duplicitousness of
both of those standards being contradictory. So this is why simply saying,
"Okay, I'm gonna raise my prices.

I'm going to pay that website designer. I'm gonna get new photos," didn't
automatically raise your standards. Because if the belief that you are holding is
still that it's kind of shady to charge this much, you're not actually worth those
prices, you should just kind of let people change your prices or respond back at,
you know, times that you should be with your family, or you find yourself
offering discounts even after you have the beautiful branding, even after you've
gone through the courses, this is a standards issue.

It's not that the website was a bad investment. It's that you also need the
standards to match the website. In fact, there's people out there who have the
nastiest looking website you've ever seen whose standards are so high that
they're booking more than you, and that's what's simply frustrating. I've been
there.

I've looked and said, "What the heck? They've been in business so much shorter
than I have, and somehow they're running circles around me. What is going
on?" Because they left behind an old way of being before they put on a new
way of being. The new belief was, "I can charge these prices. I can say that with
my whole chest.

I will be calling my leads. I will be getting on the phone and texting my clients
and saying, 'Hey, I think this would be a great package for you. Let's go ahead



and connect." They are so much bolder than you because they set down an old
standard before they put on a new one So the way you work must change.

This is both a shedding of an old way as much as it is putting on a new one.
Without shedding the old identity, the old mindset, the old way of doing
business, we risk adding more layers and finding it to be restrictive. I remember
when I was photographing weddings really wanting to raise my standards. I
wanted to raise my standards around the way that the wedding day unfolded, the
way that my clients, uh, trusted me on the wedding day.

I wanted them to know that I really had it handled, and I also wanted to believe
that I had it handled. So I needed to have that belief, but I also needed them to
have that belief. And this really came to my mind as I'm thinking about this
topic because one thing that I did to actually raise that standard is I started to
send out questionnaires, like, um, an in-depth questionnaire to my wedding
clients before the day.

And this dramatically changed the way that I entered into that wedding day, the
way I was able to deliver excellence, but also in their perception of me. I could
set expectations. I could lead the day and pose and say the family members'
names and know what was gonna happen at what time, know any tricky
logistics, know what surprises were gonna happen, you know, between, like, the
bride's sister before...

when she's getting ready. Like, the way that I could go into that day and then the
way that [ was perceived by my clients was dramatically changed because of
that change that I made. It started with me deciding that I did not wanna feel
chaotic. It started with me saying, "I'm gonna change the way that I'm operating
and the way that [ am thinking and believing a wedding day can go."

And then I implemented a small change. Do you see how those things are
connected? It's like a, a shedding of an old way and a putting on of a new way |
love this stuff, and I love this stuff because when I work with photographers,
these are very ambitious and successful w- women that have invested heavily in
themselves, that have great client relationships, that are doing a very profitable
business, and still are facing some of these standards that need to be raised.

They're facing some standard issues, some boundary issues, that this is so
normal. So if you're in that place where you're like, "I am a successful
entrepreneur,”" and yet some of this has really resonated with me, you're in great
company, just so you know. Like, this is the kind of stuff that we've been going
deep on inside of the Rise Collective.



I actually recorded a recent episode of a few other things that we went deep on
inside of this Collective. You can listen to that. It's a whole episode with case
study breakdowns, and that is episode 178. It goes deep on just, like, what, what
are some of the real issues, real questions, and crossroads that these
photographers are working on today in 2026 as they are scaling their businesses.

Fascinating. Really, really, really great, and I got some beautiful feedback on
that episode as well, so great next listen for you. Maybe you're listening to this
thinking, "Yes, I know my standards are low, but I also need some more
nuanced and customized support in order to identify and hold myself
accountable to where I know that I can absolutely go."

If that's you, I want you to reach out. I have a handful of one-to-one business

coaching spots open for this summer, but spots don't last very long around here,
so I would love to have you grab one before those spots are gone. You can reach
out to me on Instagram or through my website. I'm happy to chat in either spots.

Links to both my Instagram and my coaching page on my website can be found
in the show notes wherever it is that you're listening. Before you go, I really
want to leave you with one question, a thought to take away from this episode,
and that is I really want you to think about what might be just one standard in
your business right now that is too low that you could write down and elevate
this week.

What's one standard? It could be a boundary. It could be a price. It could be a
mindset. Where are you not holding a standard that you know it's holding you
back? If you'd like to, I would love to hear what you come away with. Send me
a DM on Instagram, and let's talk. I'll see you guys next week. Thank you so
much for listening to the show.

If you enjoyed this episode, please help me get the word out about the Call to
Both podcast by taking a screenshot of this episode right now and sharing it on
your social media. I would also appreciate it if you would subscribe and leave
me a five-star review. Thanks again, and I'll see you in the next episode



