
[00:00:00] Welcome back to the Called to Both podcast. I am so excited to be 
here. I just had the best sushi of my life. Okay, let me, let me back up. Let me 
set the scene. My husband took our oldest two kids out for the night, so they're 
out, and so it's just me and the baby. And so he was gonna get them food, and he 
was like, "You should just order yourself some food." 

And I was like, "Yes, absolutely. That's exactly what I'm gonna do." So I 
DoorDashed myself sushi, and dare I say, this was the best sushi I've ever had in 
my life, and I needed this. Like, you know when you don't even know how bad 
you need something, and then you get it and you're like, "Oh, okay." My sanity 
was hanging on by a thread. 

I was just healed by miso soup, ginger salad, and multiple sushi rolls with all 
the good dipping, like sauces, and wasabis, and mayos. It was, oh, so good. I 
texted my husband. I was like, "That's the [00:01:00] best sushi I've ever had." 
He was like, "I'm so happy for you." So anyway, best sushi of my life. Hung out 
with my baby, put him to sleep. 

I have the monitor right in front of me, and I was like, "I'm gonna sneak into the 
office and sneak in a little podcast episode to let you guys know what I've been 
up to and how things have been going." And so I don't have a ton of notes, but I 
do know that I wanna talk to you guys about questions that have been coming 
up in my Rise Collective. 

So that's the group coaching program that I've been running for a few weeks 
now. We're just about halfway through this program, and so that's been very top 
of mind for me, because I have been running these calls, coaching these women. 
I'm in the community constantly, and we've been working through a variety of 
different questions. 

And so I thought it would be fun to just kind of pull back the curtain a little bit, 
come in here and share what is happening in Rise, what kind of questions and 
coaching is actually coming up in Rise. So stick around if that [00:02:00] 
sounds interesting to you. 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. 

This cohort of the Rise Collective actually [00:03:00] started on April the 20th, 
and it's gonna run through mid-June. So we're here, we're, like, halfway through 
the program, and the 10 photographers that are inside of this program are 
established photographers. They have websites. They've started to shoot clients. 

They have established portfolios, and now they're looking to refine their 
business. They're ready to up-level. They wanna raise their prices. They wanna 
raise their standards, and they want to raise their impact, and we're working on a 
few very select things. So the past few weeks we've been really honing in on 
raising authority, raising demand, and building out the client journey. 

So this is like, we're getting into like the meat and potatoes of business here. So 
not touching like, "Here's how to shoot. Here's how to deliver your images." 
Like no, this is for photographers. Like, they have that stuff dialed in. They 
already know they're really freaking good at what they do. Now they're figuring 
out, [00:04:00] how do I keep my leads generating so that I'm never in this feast 
or famine situation? 

How do I get more recurring revenue? How do I get more people coming back 
over and over? What do I need to do to position myself as the go-to at my genre 
of photography? Um, what can I do to be seen as more of an expert or an 
authority? Like, we're talking that kind of stuff. So just to give you some 
context, um, a lot of these women, they have been in business anywhere from 
like three to 10 years. 

Like, some of these women are seasoned experts at what they do, and they are 
still refining and honing things in. So it's just been such an incredible group. 
Um, so we're doing a hybrid model of teaching, so there's a lot of live teaching, 
but then there's also live coaching. And then in between all of that, there is 
support day-to-day inside of the community, and I just have a few other little 
things that I'm sprinkling in to [00:05:00] just make the experience feel really 
connected, and it's been incredible. 

It's really challenging me to create trainings that now I have recorded that only 
before now actually just either lived in my head or were only things that I would 
share with private clients. So I've done a ton of private coaching, obviously, in 



my business. Um, as a private business coach, that was like my bread and 
butter. 

And so a lot of these frameworks for growing my visibility or growing as an 
authority or creating a client journey where people can find you and learn to 
trust you and then convert into a customer with you and what that actually looks 
like, that had all just really, like lived in my head, as crazy as that sounds to say. 

And now these frameworks have been like brought out into the world. It, it's 
just really forced me to make trainings, make slides, make course materials that 
I had never actually walked someone through in this [00:06:00] exact format, 
and the results have just been wild. It's, it's been really, really, um, humbling to 
see. 

I'm like, oh my gosh, like these people, like they're already booking more 
clients. They're getting more inquiries. They're seeing money come into their 
bank accounts. They're seeing their inquiries rise. Uh, they're getting new 
elevated images and copy on their website. It's just been really, really cool, and 
it's like we're only a few weeks in So anyway, each week we are meeting 
together and we're diving into the nuances of their business and doing hot seat 
coaching where people can 

We're on Zoom, but it's very intimate. Like, people are coming off, um, mute, 
and then they're able to talk about what's going on in their business. We can 
workshop through what- what's going on, and then actually come to some sort 
of decision or conclusion by the end of that call. So it's super actionable, and it's 
just been very tangible. 

And a couple of themes that have come up in this coaching, um, have been just 
this past week, a couple of these [00:07:00] photographers have had to make 
some big decisions about where they're going to spend their efforts and where 
they're going to become more visible. And the decision actually started with, 
"Am I gonna maintain these two separate Instagram accounts or not?" 

So a handful of the photographers in this program have actually all experienced 
a similar question and a similar crossroads moment where they have a couple of 
different sub-brands under the umbrella of their photography business. And for 
each person in this program, there's gonna be a different right answer. 

So what's been really interesting is, like, navigating the nuance of that. And I 
think it's really easy to hear general information, like on a podcast or even, like, 
a YouTube video, and, you know, the expert might say, "Everything should be 



on one account," or, "Yeah, you should definitely divide these out." But until 
you have really mapped out the journey that your clients are going on and what 
your offer is, [00:08:00] like is this a premium offer, and exactly who is this for, 
and what is the marketing, and what is the journey? 

Nobody can actually tell you that without actually looking at your business. And 
so that was one of the questions that came up, um, for a couple of the 
photographers. Um, similarly, they're deciding, like, "Do I wanna maintain a 
separate boudoir account? Do I wanna maintain a separate family photography 
account in addition to my senior portrait photography or my wedding 
photography?" 

And really figuring out and deciding, how is this visibility channel going to 
operate in my business? And that's been really interesting Another theme that 
has come up, especially as we talk about client journey, is the many, many ways 
that we as creatives can overcomplicate everything. From way too many pricing 
options for our clients to a lot of customization when people are reaching out to 
us, where we think, "Okay, if I just tailor every single response, this [00:09:00] 
is gonna feel super personal, and I'm gonna serve them better." 

But in doing so, you become the bottleneck in your business. You become the 
slowest piece, right? Like, you can't keep up with the amount of tailoring and 
adjusting and back and forth that's happening. And I know for one photographer 
in the group, she was really struggling with feeling like she actually has a lot of 
inquiries, but she's having a really hard time managing all these inquiries 
because of the way that they're coming into her business. 

So because she gets inquiries, like she gets text messages from past clients, um, 
she gets Facebook messages and YouTube... or not YouTube , but she gets, um, 
Instagram messages. I think those were, like, the three big ones. It was, like, 
Instagram, Facebook, and text message, that it becomes really, really tricky to 
track. 

It's really tricky to send people through a, a cohesive experience, but it's also, 
you know, things are just falling through the cracks. Like, she was really candid 
about that. This is a really common [00:10:00] situation that can come up when 
what originally was working in your business, what maybe worked for a few 
years, no longer becomes scalable or maintainable once you get the volume of 
clients that you're actually desiring. 

So this was, like, a really interesting problem, because on one hand, she's doing 
an amazing job creating repeat business and getting leads and creating this 



really beautiful experience for some of these clients, whereas on the other hand, 
sometimes the leads would literally just not hear back from her because she was 
so busy. 

She's so in demand that she's actually having a hard time staying on top of it. 
So, I mean, it sounds like, okay, this isn't really that big of a problem, but it 
actually is. Because if you can't handle the number of leads and inquiries and 
conversations that are happening in your business, that's gonna cost you money. 

That's gonna cost you conversions, for sure. And so we really talked about the 
cost of tailoring those responses by hand. And [00:11:00] instead of looking at 
this of, like, you know, "What should I have them do? Should they do this? 
Should they do that?" I really wanted to, like, just take a moment to 
acknowledge her and be like, "Hey, this is an incredible sign that what you're 
doing is working. 

Now let's sit back and just decide what is the path that we're gonna have 
everybody follow? Because you're gonna find that if you can get out of the way, 
and you can stop being the bottleneck, and we can create a repeatable path, your 
bookings are gonna go up tremendously And since getting visible has been a 
main goal for the majority of the women inside of Rise, that was something I 
heard over and over again as I was bringing people into the program and 
hearing where they were at and what their main goals were. 

The thing I heard over and over again was, "I know what I'm supposed to be 
doing, but I really need to be held accountable, and I would love to have a plug-
and-play, simple, [00:12:00] like, action plan for how I'm supposed to be getting 
visible. Like, just tell me what to do and I'm gonna do it." So we've been doing 
a visibility sprint as a collective, and actually built out a Notion template that 
has a full calendar with the days of May. 

And we're following a framework that I have for brand positioning and 
authority growth and conversions. And so I'm taking basically everything that 
I've done in my own business and what I offer private clients, I put this into this 
template, and it's a calendar where you open up every day of the month and it 
will literally tell you, like, line by line, what are we sharing, why are we sharing 
it, what's my recommended, like, format for how you should share this, and how 
does this connect to your brand? 

And, you know, it's only a, a week into May at this point, but that has been such 
a really cool thing to watch because it has [00:13:00] already ... I mean, I 
personally thought, you know, it's gonna take a little while. Like, let's give it a, a 



couple weeks and then we're gonna see results. But no, like, I was completely 
wrong. 

These photographers are already seeing results. Um, one of them just DM'd me 
the other night and said, like, "I just checked my requests folder and I have a 
wedding inquiry And I have never gotten an, a wedding inquiry on Instagram. 
She gets all of her inquiries through her website, through past clients, through 
Google, never Instagram, because Instagram has been her least favorite 
platform. 

So she was blown away, and I was celebrating with her. I was like, "Oh my 
gosh, this is so amazing." And she sent me a picture of it, and I was like, "Okay, 
here's what we do next." Like, I was, like, coaching her through it. Um, so it's 
just been, like, really, really cool to watch. But in doing all of this brand work 
and visibility, all these exercises, it's just a really solid reminder of the need to 
reiterate our story and to reiterate our brand values over and over and over again 
to our audience. 

What [00:14:00] feels like we have said it a million times to us is not... It 
doesn't come off that way to your audience. So I really wanna encourage you 
and remind you that when you post to Instagram, to wherever, like, it doesn't 
matter where this content is going out, but when you are sharing your work, and 
you're sharing your, the why behind it, and your process, and what is going into 
working with you, and maybe what one of your clients said after getting, you 
know, their gallery. 

When you are bringing people into your world and reminding them of what you 
do and why you do it, it is remarkable that even in that, even in just repeating 
ourselves and being consistent, there's so much clarity and trust that can be 
found in those, those actions. I think it's really easy to think, "I need something 
totally different. 

I need to take... You know, maybe I need to run ads, or maybe I need to 
completely reinvent my, [00:15:00] my content," when in reality, showing up 
clearly, showing up with clarity, showing up with boldness, and saying the same 
things again and again in new ways is exactly what it takes to be memorable 
and to cut through the noise online. 

And so that's been just such a good reminder that I really wanted to share with 
you here, that you can do that right now. Even without any fancy frameworks or 
anything, continuing to tell your story and show up is so important because that 



consistency goes a really long way for building your brand reputation and 
building that trust. 

Another thing that has been a big focus for me inside of Rise has been helping 
photographers have better conversations, not just making content. And I think 
this is so important, this kind of like... This goes hand in hand. It's like you have 
to have... Yes, we need to have the content, but you also need to be having 
conversations as a [00:16:00] result of that content. 

If you're not having conversations- With potential leads, potential referral 
sources, re- potential business partnerships and collaborations, it's very unlikely 
that you're gonna be seeing the results that you wanna see in your business. And 
so these need to go hand in hand. The conversation around, like, yes, we're 
building content, but, like, why, and how is it turning into conversations needs 
to be had together. 

And so that's, like, been a such a, a, a powerful shift for these women to be able 
to see, like, how are we moving people from the content to the conversation, 
and then from the conversation to the sale? Because that's exactly what these 
conversations need to be doing. They need to be moving towards sales. 

They need to be a consultation eventually. And not to say that, like, every 
conversation that you have in your business is gonna lead to a sale, but just that 
if you're not having conversations, you're [00:17:00] probably not making many 
sales. And if you're not making sales, business is gonna feel like a constant 
uphill battle. 

I know exactly how that goes. Like, when your pipeline is dry, you don't really 
have leads, you're kind of wondering what's going on, and your head starts 
spinning, and you're thinking, "Do I even have what it takes? Am I a has-been? 
Should I go back to whatever I was doing before?" And really, in reality, you're 
not having enough conversations. 

So these are the types of questions and topics and just business things that are 
going on inside of the Rise Collective. It has been such an incredible life-giving 
cohort so far. I know next week we're gonna be talking about pricing and money 
and profitability. We're also gonna be getting into mindset and some, like, CEO 
level, like, data to figure out what data we should be tracking in our businesses 
and just how we level up our standards and our mindsets as the [00:18:00] 
CEOs of our business. 



So needless to say, I've been truly having the time of my life coaching these 
women in the Rise Collective. I had high hopes for what this program would be, 
and it has exceeded my expectations by far. I will tell you that I am opening up 
a very small wait list for the next round of the Rise Collective. 

I do plan on opening seats again this year in 2026. If you wanna be first to find 
out, uh, when the Rise Collective returns, get first access to the seats, which will 
be very limited. Again, I wanna keep the cohorts really intimate so that we have 
time and attention to get to everyone inside. I'm gonna have the wait list in the 
show notes, so be sure to add your email and your name to the wait list. 

That's gonna give you not only first access, but I will definitely be having a 
special offer only for people on the wait list. I always wanna reward people who 
raise their hand and say, "I'm interested." [00:19:00] Um, so that's gonna be a 
completely different offer, different bonuses, different early access for the wait 
list. 

And then if there's still seats, then it will go open to the public with a little bit of 
a different offer. So yeah, if you wanna get on that wait list, that's gonna be 
down in the show notes. But thank you so much for being here and just hearing 
what's going on in, in my business and in my life, and listening to me, you 
know, yammer on about sushi and coaching. 

But yeah, I hope that this was fun for you. And, um, as always, please come find 
me on Instagram @joymichelle. I am always in my DMs. It's actually me, and if 
you reach out, I will absolutely be writing back, and I hope that this has been an 
incredible episode for you. I will see you back in the next one. Oh, and don't 
forget to hit subscribe. 

Okay, bye guys. 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 
[00:20:00] 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.


