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A Practical Guide for Photographers



( PERPLEXITY Al ) Key Topics
P R E s E “ TATI o “ 1 Pre-prompt Information Gathering
2 Essential Photographer Information

ov E R“I E w 3 Client Qualities to Identify

Lk Prompt Templates for Client Discovery

This presentation explores how photographers can 5 Client-Photographer Matching Attributes
leverage Perplexity Al to find ideal clients, gather critical

business intelligence, and create effective client-matching 6  Summary Framework & Action Plan
strategies that lead to more successful photography

businesses.

Al Corner Series

Using Al Tools for Photography Business Growth
Based on research by Don Giannatti
www.dongiannatti.com



PERPLEXITY Al

WHY PERPLEXITY FOR
CLIENT DISCOVERY

Q Real-time, cited research across the web with © Timeframe filters (e.g., last 12 months) surface fresh
comprehensive source verification leads with recent activity

®) Precise follow-up questions refine results to Jll Evaluate signals like rebrands, hiring, and social media
match photographer specialties engagement

Q@ Localize by city/ZIP code or travel radius to target BB Structured outputs for outreach (contacts, roles, URLs,

specific markets opportunity reasons)
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ESSENTIAL PHOTOGRAPHER
INFORMATION

1. Photography specialization — food, real estate, 5. Price positioning — budget-friendly, mid-level, or premium
commercial, portrait, or wedding photography to match economically compatible clients

2. Target industries — restaurants, realtors, agencies, 6. Preferred environments — studio, on-location, outdoor,
retail stores, or specific business sectors product-focused shooting scenarios

3. Typical client type — small business, corporate, 7. Portfolio style — bright and candid, moody editorial,
individual, or non-profit organizations dramatic lighting, to align with brands

L. Service area or travel radius — city or ZIP code range 8. Unique offerings — drone imagery, video, retouching, or

to localize business searches branded content production capabilities
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CLIENT QUALITIES
TO IDENTIFY

Refine search parameters before prompting:

1 Industry sector + service needs (e.g., new L

restaurants needing menu photos, startups
needing brand imagery)

2 Business stage (launching, rebranding, or 5

expanding — critical for identifying those likely
shopping for creative services)

3  Pain points (common struggles like weak brand
identity, poor engagement, lack of consistent
content)

Decision-maker titles (marketing manager, creative
director, or small business owner — used in Perplexity
contact lookups)

Communication style or values (down-to-earth, luxury-
oriented, or community-driven — helps ensure
compatibility)
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PROMPT TEMPLATES — PART 1

Simple Prompt One Version 2 (Polished & Direct)
‘I'm a [specialization] photographer in [city/region] ‘I'm a [specialization] photographer in [city/region], specializing
specializing in [style/typel. Find 3-5 local businesses in in [style/typel. Identify 5-10 local businesses in [industries] that
[industries] that would benefit from updated visuals like likely need new visual content such as [specific photography
[specific photography typel. Include business names, typel. For each: name + URL, contact role, concise reason
contact roles, website URLs, and brief reasons (e.g., (website refresh, campaign, rebrand, or weak visuals). Prioritize
rebrand, new opening, active social) companies active online or that have grown in the last 12
months’

This basic prompt works well for initial searches. It
provides essential context about your photography This enhanced version adds time framing (last 12 months)

specialty and location while specifying exactly what for fresher results and cues Perplexity to evaluate recent
information you need about potential clients. signals of activity. Best for general professional use.
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PROMPT TEMPLATES — PART 2

Version 3 (Data-Driven / Analyst Mode): Version 4 (Outreach-Ready):
"Act as a market research assistant. I'm a [specialization] "You are helping a photographer find potential clients. I'm a
photographer in [city/region] focused on [style/typel. [specialization] photographer in [city/region]. Find 10 local
Identify 5-10 [industries] businesses showing signs they need [industryl businesses that: (1) are active online, (2) haven't
professional visuals. Use recent web updates, hiring, social recently updated imagery, (3) are within 50 miles. Return a
engagement, or rebranding to justify each pick. Return: concise table with: business name, website/social link, contact
company name + website, industry, key contact/department, role, and a short visual opportunity summary:

and evidence of opportunity.”
This version requests structured, actionable data—ideal
This version invokes an analyst-style task and prompts if you're using the output to feed into a CRM, email
Perplexity to justify its reasoning with evidence, outreach, or follow-up script.
perfect for targeted outreach preparation.
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CLIENT-PHOTOGRAPHER
MATCHING ATTRIBUTES

Core factors that influence fit and long-term success:

Industry/Niche Alignment Business Maturity
The client's business type should align with the Startups vs. established businesses have different
photographer's specialty (e.g., food brands for food content needs
photographers)

Aesthetic Compatibility
Demographics Visual identity (modern, rustic, luxury, minimalist) should
Location, income, and other basics set budget and harmonize

timing expectations
Reliability/Professionalism

Psychographics Responsive, organized, and punctual clients reduce
Values, taste, and trust in expertise drive creative friction
freedom

Cultural Values/Lifestyle
Budget/Investment Philosophy Shared environmental values or community orientation
Clients who see photography as an investment rather creates deeper collaborations

than expense

Creative Chemistry

Communication style, rapport, and clarity are
essential
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SUMMARY FRAMEWORK
FOR PROFILING

Use this compact profiling map to qualify potential clients before searching:

Demographic Behavioral
Location, income level, occupation Buying motivation, communication style
Why it matters: Sets budget and logistics Why it matters: Predicts reliability and satisfaction
parameters
Aesthetic
Psgchographlc Preferred tone, color, visual feel
Values, visual taste, personality Why it matters: Supports brand harmony and artistic
Why it matters: Builds trust and creative freedom synergy
Professional

Industry, role, business maturity
Why it matters: Aligns services with business goals
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CONCLUSION
& ACTION PLAN

Key Takeaways

@ Gather the 8 photographer data points first
@ Define client qualities and decision-makers upfront
@ Use Version 2 as the default prompt; test all 4 versions

® Add timeframe (last 12 months) and local radius for
fresher leads

@ Capture evidence (rebrands, hiring, social activity) to

personalize outreach

WWW.PERPLEXITY.AI

5-Step Action Plan

1
2
3

Fill your profile and ideal client criteria

Run prompts in Perplexity; export findings

Shortlist 10-20 leads with strongest evidence

Draft outreach emails tailored to each lead's needs

Track responses and iterate prompts based on results



