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Hi Andrea, thanks for joining us today. How did you come up 
with the idea for your business?

I started preserving flowers in 2016 after receiving a beautiful bouquet 
from my now fiancé for Valentine’s Day. My inspiration was his 
grandmother; she used the process too and we still occasionally find 
flowers in her old books! I’ve always considered myself creative, but it 
wasn’t until then that I discovered that I could make my career out of 
something I could make, using my imagination, my hands, and 
flowers. I remember the very first two projects I made with the first 
bouquet I preserved: coasters (which we still have, 6 years later), and 
a fashion portrait where the dresses of the “models” were made with 
flowers. After posting these two things on my personal social media, I 
started getting many requests from family and friends to make pieces 
for them. After creating and selling multiple pieces for over a year, I 
decided to go to my first market to sell in person. I remember signing 
up months in advance so I had time to prep. My first market was the 
first time I knew for a fact I was onto something amazing. When 
STRANGERS were shocked to see what I had created and decided to 
spend anywhere from $20-150 on a piece of art, I knew I wanted 
todo this as my career. That market, I sold over $2000 and I was 
SHOCKED. I sold almost all my original pieces and ran out prints I had 

made from some original work. Today, creating art and 
connecting with people are what make me the happiest! This 
business has given me the ultimate gift: to move people in unique 
ways through handmade art. My customers push my creativity 
more and more with each new order! I have learned SO MUCH 
from the people I’ve met on this journey and am looking forward 
to continue to serve more people.

Andrea, love having you share your insights with us. Before 
we ask you more questions, maybe you can take a moment 
to introduce yourself to our readers who might have 
missed our earlier conversations?

I always suggest people to follow me (and my team) 
on instagram at @designs.by.andrea, even before 
sending them a link to book my services. Since 95% 
of my business consists of preserving wedding 
bouquets, I think it’s important for people to get to 
know the culture of the company, even me as an 
artist, my work and work ethic before they book me. 
I ADORE what I do; I absolutely LOVE making 
people happy by creating “the most treasured piece 
of art they’ll own” and I am beyond grateful that I am 
able to do what I do. Now, Instagram does paint 
everything to be so perfect. We typically show the 
beautiful products we produce, but not too much 

about the behind-the-scenes as an entrepreneur. Being a business owner, with 
a team of 15, is HARD. It’s the hardest thing I’ve ever had to do. I no longer 
work a 9-6 Monday to Friday job. I practically breath my company and most 
of my awaken hours are dedicated to running my business. An average of 12 
hour days, 6 days a week (if I decide to take Sundays off) is the normal. LOTS 
of struggles, anxiety, stress and even tears go into the business, but at the end 
of the day, I wouldn’t change it for anything. My mantra is something I have 
my whole team follow: Always have the customer’s best 
interest. I believe that if we all care more about the 
customer’s happiness, and not what we, as a company, 
get, that we are much more successful. We care SO 
much about the quality of our pieces, that we spent 
about 30 hours PER piece to make sure its perfect and 
timeless for our customers. We set ourselves apart by 
truly caring for each petal and leaf that we use in a 
piece. Our beautification process is what sets us apart 
from others. By shape and color restoring the petals, we 
are able to give our customers a piece of art that they 
will cherish for years to come and pass down.

How about pivoting – can you share the story of a 
time you’ve had to pivot?

I first started selling random art I would create. Shortly 
after going about 5 markets per month, people started 
requesting specific types of art and so I expanded my 
creations to “custom art”. Wedding bouquet 
preservation is something I was not too interested at the 
time, though I was taking a couple of bouquets per 
month. There’s a lot of stress factors when taking flowers 
from someone’s special events: 1. you don’t always get 

the freshest flowers as they typically go through a lot by being 
out of water for long periods of time 2. white flowers (found in 
most wedding bouquets) do not preserve white – they preserve 
beige or even brown 3. you really only have one shot at making 
it right After I had quit my corporate-America career of seven 
years, I KILLED it at markets. Within a few weeks, I had already 
hired a few girls to help me run markets simultaneously. The first 
six months of quitting my full time job were amazing… until 
January hit and there was no longer a market season, nor 
people excited about buying Christmas presents. I soon had to 
pivot the company once again: focus and EXCELL on bridal 
bouquet preservation, as the demand is there, and there’s 
weddings year round.

Can you talk to us about how your funded your business?

The way I started my business is probably not the way most businesses start. It 
started as a hobby and turned into a full time career. I had to put $0 down for my 
business as I was preserving flowers and creating pieces of art, My now fiancee 
was supplying the flowers (or my garden) and we had multiple frames at the house 
that I used in the beginning. It’s funny looking at those expenses and comparing 
them to our $60-80k expenses per month we have now! Can we please talk about 
the American Dream? As someone whose parents are immigrants and who was 
not raised in the United States, I want to give you my perspective: I come from a 
country (Mexico) where there’s limitations of all kinds. If you don’t come from a 
wealthy, well known family, it’s hard to have connections that can help you become 
successful. The United States truly gives everyone the opportunity to succeed *IF* 
people are willing to put in the work. While some companies will certainly need 
initial capital, it costs nothing to create a business plan. It costs nothing to make 
connections. It costs nothing to pitch your idea to investors… and it costs nothing 
to start working on your idea one way or another.
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Hi Lyn , thanks for joining us today. Can you talk 
to us about a risk you’ve taken – walk us through 
the story?

I am taking a risk right now by positioning Skibell Fine 
Jewelry for the future. And it feels great! My husband, 
Charles Skibell, was a fourth-generation jeweler. He 
founded Skibell Fine Jewelry more than 35 years ago, 
and our store has become a Dallas staple with a 
reputation for excellence, gorgeous jewelry and 
customer-centric service. Charles 
passed away nearly three years ago, 
leaving me to continue our store’s 
tradition. Last year, when our lease 
ended, I had to decide whether to 
keep the business running or shutter its 
doors. That’s where the risk comes 
into play. And I said: Challenge 
accepted. Along with my amazing staff, I decided Dallas 

needs us, and Skibell Fine Jewelry needs Dallas. It’s time to carry 
on Charles’ traditions while modernizing Skibell Fine Jewelry to 
reach and serve today’s customers with amazing jewelry and 
timepieces. So we’re entering a new phase. How exciting is 
that? Right now we’re working out of a temporary showroom 
because we’re building a brand-new, gorgeous showroom in 
Preston Center — just a few doors away from our other store. 
The grand opening should be in a month or two. I just can’t wait 
for Dallas to see Skibell Fine Jewelry version 2.0 — same 
wonderful service with new styles and selections for every 
customer. It’s a great time to be Skibell Fine Jewelry.

Lyn , before we move on to more of these sorts of 
questions, can you take some time to bring our 
readers up to speed on you and what you do?

Skibell Fine Jewelry is all about customer service. Whether it’s 
buying an engagement ring to begin your forever or reinventing 
a family heirloom with a modern-day twist — we are here for our 
customers. And we listen — really listen. That’s been the key to 
our 30-year success — 25 years in Preston Center. We don’t 
take that tenure for granted either. We foster our relationships 
with our clients. So we don’t just have one client in a family, we 
have multigenerational clients. And while we’re proud of that, 
we strive to make new clients feel at home in our store as well. 
We know jewelry can be an emotional or very special 
purchase, and we know different clients have different budgets. 
We want our clients to be comfortable in their price-range and 
thrilled with their purchase. When we see a client have an a-ha 
moment after finding the right piece, our day feels complete. 
Charles Skibell, founded Skibell Fine Jewelry and built this 
business from 
the ground up. 
It’s because of 
his dedication 

Meet Lyn Skibell and passion that we have a solid 
foundation. I took over the business 
after Charles passed away. And 
while my background is in nursing 
and sales, they’re both 
people-centered businesses much 
like jewelry. It’s all about 
relationships with clients, staff and 
vendors that sets our company 
apart from others. My goal is to 
continue Charles’ legacy by 
focusing on our 
customers’ needs, 
creating a no-pressure 
environment for 
shopping filled with an 
amazing selection of 

unique, beautiful, one-of-a-kind and current styles from the 
best vendors you can find in Dallas. We’re not a 
cookie-cutter store — quite the opposite. We have an 
amazing, approachable staff ready to help you. If you want 
to buy new or estate pieces, we have them. If you want to 
design your own piece, we can help. If you want to sell, 
consign or repair your jewelry, we do that too. It’s my 
pleasure and honor be able to move Skibell Fine Jewelry 
into the future. Come say hello!

How do you 
keep your team’s 
morale high?

Right person, right job is 
my motto. If you put the 
right person with the right 
skill set in the right position, 
I believe that person will 
soar. My greatest joy at 
Skibell Fine Jewelry is managing my team, watching them provide 
top-notch customer service and boosting morale with a positive work 

environment. Then with our staff, high 
morale builds upon itself. It’s not easy, 
but watching it happen is magic — 
like watching an orchestra where all 
the players are in harmony. In my 
previous sales role, I learned that 
people, process and technology lead 
to great results. And that translates to 
the jewelry business as well. The 
jewelry industry is ever-evolving. Not 
only do we have customers walking 

into the store to shop, 
but we have 
customers shopping 
online through 
channels like 
FaceBook and 
Instagram and our 
website. It’s our job to 
stay on top of the 
technology and meet 
our customers 
wherever they are. That philosophy leads the staff in 

different directions every day. 
But every Friday we all have 
lunch together. We have a 
weekly meeting so we’re all 
on the same page. Friday is 
wear-jeans-to-work-day. And I 
always host a “Holiday in July” 
party at my house. Since the 
winter holidays get hectic for 
us, we use slower times to 
recharge.

Any stories or 
insights that might 
help us understand 
how you’ve built 

such a strong reputation?

If I’ve said it once, I’ve said it 
a thousand times — Skibell Fine Jewelry’s 
reputation stands on the shoulders of our 
decades of happy customers and the quality 
of the jewelry we sell. Jewelry is very much a 
want purchase not a need purchase. And we 
know that. We also recognize it’s very much a 
joyful purchase. Our job is to keep it joyful for 

our customers — old and new. We’re not about 
high pressure at all. We’re about creating 
memories. Those memories start as soon as 
customers walk into our door. We’re different from 
other jewelers in the Dallas area as well. We 
happily serve customers at all price points. Some 
customers scrimp and save for a year to buy the 
perfect ring. Others want to surprise their partner 
with a breathtaking, bespoke piece. And we’ve got 
both types of clientele covered. That sets us apart. 
In the end, we want happy customers. That’s been 
our goal since day one, and that will continue to be 
our goal as Skibell Fine Jewelry moves forward.

Owner Skibell Fine Jewelry
February 2022
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Hi Carol, thanks for joining us today. Risk 
taking is something we’re really interested 
in and we’d love to hear the story of a risk 
you’ve taken.

I grew up thinking that the ultimate career 
would be a job where I worked for myself, so 
I worked hard to get my Master’s Degree in 
Social Work and got further training to 
become a Licensed Clinical Social Worker 
with the goal to eventually own my own 
private therapy practice. When it came time 
to open my practice, I had two children below 
the age of 3 and knew I wouldn’t be an 

new mom. I decided to switch directions and 
got trained in HypnoBirthing, a natural 
childbirth method I used successfully with 
my two birth experiences. I was still working 
for myself and realized that I would have to 
work until I died since there wasn’t any 
retirement plan I was contributing to and that 
when one of my children was sick or we 
wanted to take a vacation, I wasn’t getting 
paid. I was looking for a business opportunity 
that would help me and my husband get out 
of debt and give us a bit of a cushion in our 
income. My husband taught 1st grade so his 
income wasn’t increasing anytime soon so it 
was up to me but I was already working 4 
nights a week, missing putting my kids to bed 
and the thought of having to give up my 
weekends was devastating. So, I took a risk. I 
had started using a few products from a 

We were lucky to catch up with Carol Yeh-Garner recently 

and have shared our conversation below.

network marketing/direct sales company 
and had some major successes with them. 
Initially, I had no intention of ever doing the 
business side of things but I really loved the 
products (they worked!) so I started sharing 
about them. Next thing I knew, my friends 
wanted some to try for themselves, ended up 
having successes too and started sharing 

keep at it for a year or two, I might earn a few 
extra hundred dollars per month and that 

and eventually start saving for college and 
retirement. But things grew more quickly than 
I expected and more and more people 
wanted to take control of their health and 
wellness and wanted the products. And more 
people started sharing their awesome 
testimonials which brought in more people. 
Let’s just say that deciding to jump into a 
network marketing business was the best 
risky thing I’ve ever done. I reached the top 
rank of the company within 27 months, quit 
my job after a year so I could focus only on 
this business and retired my husband after 
two years so he could help me with the 
business side of things. Being able to help 
people with their health and wellness is so 
rewarding. But helping my business 
members grow their business by mentoring 
and coaching them so they can be 
successful is even more rewarding. This 
business model allows anyone to start their 
own business–no special training or 

education is required! There’s no overhead, no inventory to 
carry, no packaging or shipping required, and no bosses or 
employees to deal with. People can work as little or as 

people do the business as a hobby and some take it more 

debt, save for college, buy their dream home, etc. And if I 
don’t work because my child is sick or we take a vacation, I 
still get paid whenever someone buys something! Most 
people would never consider starting a network marketing 

Carol, before we move on to more of these sorts of 
questions, can you take some time to bring our readers 
up to speed on you and what you do?

I’m 52 years old, have been married for 20 years (together 
for 28 years), have an 18 year old son and a 16 year old 
daughter and 2 rescue dogs. I live in Southern California in 
our dream home overlooking the ocean. I have a Master’s 
Degree in Social Work, earned my LCSW, became a 
HypnoBirthing practitioner and opened up my own Clinical 
Hypnotherapy practice. I thought that’s what I was put on 
Earth to do but the Universe had other plans! I started 
using Young Living essential oils in October 2013 after 
using storebought essential oils for years with no success. I 

was looking for something to help us stay healthy since 
my kids at the time were in elementary school and my 
husband taught 1st grade and we were about to start the 
revolving cycle of sickness. Once I started using Young 
Living essential oils, I experienced successes right away. 
I knew my friends would want to know so I started 
sharing about my successes and before I knew it, I was 
selling essential oils and clean living products. I never 
thought I would do this as a business but I couldn’t NOT 
share about these life-enhancing products! I help 
empower people to be proactive about their health and 
wellness with Young Living products. I also help my 
business team members grow their business so they can 
be as successful as they desire. I’m most proud of the 
fact that I reached the top rank of the company within 27 
months and have maintained a thriving, growing 
business with a team of over 220,000 with sales of over 
$6 million per month. My team is helping people all over 
the world with their wellness and helping people 

Can you tell us about a time you’ve had to pivot?

I went to school to become a therapist. I thought having 
my own therapy practice was the best job option–I would 
work for myself, make my own hours and be my own 
boss. After I had my kids, I became a HypnoBirthing 
instructor and had my own Hypnotherapy practice. But 
being a business owner meant that I relied on my clients 
and if they cancelled, I lost out on income. If one of my 
kids was sick or had an event at school that I wanted to 
attend, I would miss out on income. If we took a vacation, 
I would miss out on income. We were barely making 
ends meet (my husband was an elementary school 
teacher), had a bunch of credit card debt and no savings. 

And I saw that I would have to work until I died since I 
wasn’t able to contribute to a retirement plan. It was not 
the life I had envisioned. I ended up making a huge pivot 
by starting my Young Living essential oils business 
which is a network marketing business. It allows me to 
work when I want to, earn money while I’m sleeping 
since I earn income whenever someone orders, allowed 

teaching job, and pay for things that I had only dreamed 
of. I also get to help my team members create the same 

What’s been the most effective strategy for growing 
your clientele?

Be you…be authentic…make sure you’re being of service 
to your clientele and your potential clientele. The more 
you can show you potential clientele that your main goal 
is to be of service, they will learn to trust you and rely 
upon you, which will eventually allow them to hire you or 
buy from you. If you don’t fully believe in yourself, 
people will feel the disconnect between your words and 
your feelings. Do the personal development work so 
you can believe in yourself so you can speak in an 
authentic way.
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Hi Carol, thanks for joining us today. Risk 
taking is something we’re really interested 
in and we’d love to hear the story of a risk 
you’ve taken.

I grew up thinking that the ultimate career 
would be a job where I worked for myself, so 
I worked hard to get my Master’s Degree in 
Social Work and got further training to 
become a Licensed Clinical Social Worker 
with the goal to eventually own my own 
private therapy practice. When it came time 
to open my practice, I had two children below 
the age of 3 and knew I wouldn’t be an 

new mom. I decided to switch directions and 
got trained in HypnoBirthing, a natural 
childbirth method I used successfully with 
my two birth experiences. I was still working 
for myself and realized that I would have to 
work until I died since there wasn’t any 
retirement plan I was contributing to and that 
when one of my children was sick or we 
wanted to take a vacation, I wasn’t getting 
paid. I was looking for a business opportunity 
that would help me and my husband get out 
of debt and give us a bit of a cushion in our 
income. My husband taught 1st grade so his 
income wasn’t increasing anytime soon so it 
was up to me but I was already working 4 
nights a week, missing putting my kids to bed 
and the thought of having to give up my 
weekends was devastating. So, I took a risk. I 
had started using a few products from a 

network marketing/direct sales company 
and had some major successes with them. 
Initially, I had no intention of ever doing the 
business side of things but I really loved the 
products (they worked!) so I started sharing 
about them. Next thing I knew, my friends 
wanted some to try for themselves, ended up 
having successes too and started sharing 

keep at it for a year or two, I might earn a few 
extra hundred dollars per month and that 

and eventually start saving for college and 
retirement. But things grew more quickly than 
I expected and more and more people 
wanted to take control of their health and 
wellness and wanted the products. And more 
people started sharing their awesome 
testimonials which brought in more people. 
Let’s just say that deciding to jump into a 
network marketing business was the best 
risky thing I’ve ever done. I reached the top 
rank of the company within 27 months, quit 
my job after a year so I could focus only on 
this business and retired my husband after 
two years so he could help me with the 
business side of things. Being able to help 
people with their health and wellness is so 
rewarding. But helping my business 
members grow their business by mentoring 
and coaching them so they can be 
successful is even more rewarding. This 
business model allows anyone to start their 
own business–no special training or 

education is required! There’s no overhead, no inventory to 
carry, no packaging or shipping required, and no bosses or 
employees to deal with. People can work as little or as 

people do the business as a hobby and some take it more 

debt, save for college, buy their dream home, etc. And if I 
don’t work because my child is sick or we take a vacation, I 
still get paid whenever someone buys something! Most 
people would never consider starting a network marketing 

Carol, before we move on to more of these sorts of 
questions, can you take some time to bring our readers 
up to speed on you and what you do?

I’m 52 years old, have been married for 20 years (together 
for 28 years), have an 18 year old son and a 16 year old 
daughter and 2 rescue dogs. I live in Southern California in 
our dream home overlooking the ocean. I have a Master’s 
Degree in Social Work, earned my LCSW, became a 
HypnoBirthing practitioner and opened up my own Clinical 
Hypnotherapy practice. I thought that’s what I was put on 
Earth to do but the Universe had other plans! I started 
using Young Living essential oils in October 2013 after 
using storebought essential oils for years with no success. I 

was looking for something to help us stay healthy since 
my kids at the time were in elementary school and my 
husband taught 1st grade and we were about to start the 
revolving cycle of sickness. Once I started using Young 
Living essential oils, I experienced successes right away. 
I knew my friends would want to know so I started 
sharing about my successes and before I knew it, I was 
selling essential oils and clean living products. I never 
thought I would do this as a business but I couldn’t NOT 
share about these life-enhancing products! I help 
empower people to be proactive about their health and 
wellness with Young Living products. I also help my 
business team members grow their business so they can 
be as successful as they desire. I’m most proud of the 
fact that I reached the top rank of the company within 27 
months and have maintained a thriving, growing 
business with a team of over 220,000 with sales of over 
$6 million per month. My team is helping people all over 
the world with their wellness and helping people 

Can you tell us about a time you’ve had to pivot?

I went to school to become a therapist. I thought having 
my own therapy practice was the best job option–I would 
work for myself, make my own hours and be my own 
boss. After I had my kids, I became a HypnoBirthing 
instructor and had my own Hypnotherapy practice. But 
being a business owner meant that I relied on my clients 
and if they cancelled, I lost out on income. If one of my 
kids was sick or had an event at school that I wanted to 
attend, I would miss out on income. If we took a vacation, 
I would miss out on income. We were barely making 
ends meet (my husband was an elementary school 
teacher), had a bunch of credit card debt and no savings. 

And I saw that I would have to work until I died since I 
wasn’t able to contribute to a retirement plan. It was not 
the life I had envisioned. I ended up making a huge pivot 
by starting my Young Living essential oils business 
which is a network marketing business. It allows me to 
work when I want to, earn money while I’m sleeping 
since I earn income whenever someone orders, allowed 

teaching job, and pay for things that I had only dreamed 
of. I also get to help my team members create the same 

What’s been the most effective strategy for growing 
your clientele?

Be you…be authentic…make sure you’re being of service 
to your clientele and your potential clientele. The more 
you can show you potential clientele that your main goal 
is to be of service, they will learn to trust you and rely 
upon you, which will eventually allow them to hire you or 
buy from you. If you don’t fully believe in yourself, 
people will feel the disconnect between your words and 
your feelings. Do the personal development work so 
you can believe in yourself so you can speak in an 
authentic way.

Website: sudiemusic.com

Instagram: @sudiemusic

Twitter: @sudiemusic

Facebook: @sudiemusic
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Alright, Denise thanks for taking the time to 
share your stories and insights with us today. If 
you could go back in time do you wish you had 
started your business sooner or later?

I began my entrepreneurial journey in 2002 
when I graduated from the University of South 
Carolina. I was unable to find a job in my 
chosen field and my father had recently opened 
an independent insurance agency. He saw my 
struggle with finding a job nearby in my chosen 
field so he offered for me to come on board at 
the insurance agency. And while I never 
envisioned taking this route, as my major was in 
Fashion Merchandising, I made the decision to 
try it out. From 2002 until 2021 I co-owned and 
worked at the agency day in and day out. 
Working for myself for my entire adult career 
gave me insights that I wouldn’t have gotten 
anywhere else. I appreciated what it takes to be 
your own boss, how to work with clients directly 
and the meaning of good customer service. I still 
had an itch for creative works so in 2009 I took 
an intro to photography course at a local tech 
college so that I could have a new hobby to 
explore. This hobby quickly turned into a side 
hustle and in 2011 I decided to go part time 
with photography. About 5-6 years after that 
branding photography began to emerge as a 
popular niche and I decided to try my hand at it. 
As I began to work with more and more 
entrepreneurs I became more excited about this 
niche. Working with couples and families was 
fun, but working with fellow business owners truly 
sparked joy inside of me and got me excited to 
spend my weekends shooting. In 2020 I niched 
down to capturing primarily brands and in 2022 
I took my photography business full-time, 
stepping away from the insurance agency as a 
day to day job. My mission is to help fellow 

business owners become more visible online 
through their visuals. Helping to connect them 
with their ideal audience and set them apart 
from their competitors. I truly believe that I 
would not have found this passion for branding 
photography had I not been a business owner 
myself for most of my adult life. The insurance 
agency began the spark and photography has 
fueled it. I’m excited for all of the amazing 
business owners I’ve yet to meet and work with! 
I know the work that I am doing will help them 
to grow and go after their own dreams.

Denise , before we move on to more of these 
sorts of questions, can you take some time to 
bring our readers up to speed on you and 
what you do?

I am a branding photographer based in the 
Charlotte Metro area. I help fellow business 
owners tighten up their visual presence online 
with professional images that set them apart 
from their competitors and connect them with 
their ideal clients. My branding sessions aren’t 

just about taking beautiful 
images, but help my clients 
showcase what they do so 
that it comes across in a clear 
manner to the audience they 
want to connect with. I am 
passionate and excited about 
the work that I get to do and 
that excitement translates 
through into my sessions. My 
clients come away with an 
experience they feel good 
about and gives them content 
that they can share on a 
consistent basis via their 
websites, blogs and social 
media accounts.

Meet 
Denise 
Benson
Branding Photographer

What else should we know about how you took your side hustle and 
scaled it up into what it is today?

If you would have asked me 5 years ago if I’d ever take my photography 
career full time my answer would have been a resounding no. I had a 
comfortable job at the insurance agency I co-owned and I felt that the 
only way to make “good” money in photography was to either capture 
weddings or to do in person sales, neither of which interested me. 

When the pandemic hit in 2020, I decided to take 2.5 months off from 
shooting. I was unsure of where the world was headed and at the time 
we didn’t know much about the virus so I didn’t want to risk myself or my 
family by meeting with clients. Somehow, in the midst of all of that I 
managed to have my best year yet financially. 

And in 2021 I did it again. I was already passionate about branding 
photography and decided I wanted this to be my niche concentration, 
but it wasn’t until the pandemic hit and more and more people decided 
to leave the traditional workforce and go after their own dreams did I see 
that I could make an actual living off doing what I loved. 

I wouldn’t have to compromise the work I enjoy doing to make ends meet 
and that was the most important thing to me in deciding to go full-time 
with photography. I wanted to be in a good place financially and I 
wanted to continue doing the work I love. Both of those things happened 
in 2020/2021 and it allowed me to take the leap into full-time 
photography at the start of 2022.

What do you �nd most rewarding about being a creative?

The most rewarding part of what I do is seeing how my images help my 
clients to become more confident in their own businesses. When you 
have professional images in your arsenal you’re more likely to show up 
online by sharing those images with your audience on social media, you 
appear more professional by showcasing those images on your website 
instead of just a selfie you took at home and you have the confidence to 
go after what you want.

 On a base level you may just see a nice photo, but I’ve seen how 
branding sessions can truly transform businesses and seeing my clients 
live their dreams by doing what they love is the best reward.
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Alright, Denise thanks for taking the time to 
share your stories and insights with us today. If 
you could go back in time do you wish you had 
started your business sooner or later?

I began my entrepreneurial journey in 2002 
when I graduated from the University of South 
Carolina. I was unable to find a job in my 
chosen field and my father had recently opened 
an independent insurance agency. He saw my 
struggle with finding a job nearby in my chosen 
field so he offered for me to come on board at 
the insurance agency. And while I never 
envisioned taking this route, as my major was in 
Fashion Merchandising, I made the decision to 
try it out. From 2002 until 2021 I co-owned and 
worked at the agency day in and day out. 
Working for myself for my entire adult career 
gave me insights that I wouldn’t have gotten 
anywhere else. I appreciated what it takes to be 
your own boss, how to work with clients directly 
and the meaning of good customer service. I still 
had an itch for creative works so in 2009 I took 
an intro to photography course at a local tech 
college so that I could have a new hobby to 
explore. This hobby quickly turned into a side 
hustle and in 2011 I decided to go part time 
with photography. About 5-6 years after that 
branding photography began to emerge as a 
popular niche and I decided to try my hand at it. 
As I began to work with more and more 
entrepreneurs I became more excited about this 
niche. Working with couples and families was 
fun, but working with fellow business owners truly 
sparked joy inside of me and got me excited to 
spend my weekends shooting. In 2020 I niched 
down to capturing primarily brands and in 2022 
I took my photography business full-time, 
stepping away from the insurance agency as a 
day to day job. My mission is to help fellow 

business owners become more visible online 
through their visuals. Helping to connect them 
with their ideal audience and set them apart 
from their competitors. I truly believe that I 
would not have found this passion for branding 
photography had I not been a business owner 
myself for most of my adult life. The insurance 
agency began the spark and photography has 
fueled it. I’m excited for all of the amazing 
business owners I’ve yet to meet and work with! 
I know the work that I am doing will help them 
to grow and go after their own dreams.

Denise , before we move on to more of these 
sorts of questions, can you take some time to 
bring our readers up to speed on you and 
what you do?

I am a branding photographer based in the 
Charlotte Metro area. I help fellow business 
owners tighten up their visual presence online 
with professional images that set them apart 
from their competitors and connect them with 
their ideal clients. My branding sessions aren’t 

just about taking beautiful 
images, but help my clients 
showcase what they do so 
that it comes across in a clear 
manner to the audience they 
want to connect with. I am 
passionate and excited about 
the work that I get to do and 
that excitement translates 
through into my sessions. My 
clients come away with an 
experience they feel good 
about and gives them content 
that they can share on a 
consistent basis via their 
websites, blogs and social 
media accounts.

What else should we know about how you took your side hustle and 
scaled it up into what it is today?

If you would have asked me 5 years ago if I’d ever take my photography 
career full time my answer would have been a resounding no. I had a 
comfortable job at the insurance agency I co-owned and I felt that the 
only way to make “good” money in photography was to either capture 
weddings or to do in person sales, neither of which interested me. 

When the pandemic hit in 2020, I decided to take 2.5 months off from 
shooting. I was unsure of where the world was headed and at the time 
we didn’t know much about the virus so I didn’t want to risk myself or my 
family by meeting with clients. Somehow, in the midst of all of that I 
managed to have my best year yet financially. 

And in 2021 I did it again. I was already passionate about branding 
photography and decided I wanted this to be my niche concentration, 
but it wasn’t until the pandemic hit and more and more people decided 
to leave the traditional workforce and go after their own dreams did I see 
that I could make an actual living off doing what I loved. 

I wouldn’t have to compromise the work I enjoy doing to make ends meet 
and that was the most important thing to me in deciding to go full-time 
with photography. I wanted to be in a good place financially and I 
wanted to continue doing the work I love. Both of those things happened 
in 2020/2021 and it allowed me to take the leap into full-time 
photography at the start of 2022.

What do you �nd most rewarding about being a creative?

The most rewarding part of what I do is seeing how my images help my 
clients to become more confident in their own businesses. When you 
have professional images in your arsenal you’re more likely to show up 
online by sharing those images with your audience on social media, you 
appear more professional by showcasing those images on your website 
instead of just a selfie you took at home and you have the confidence to 
go after what you want.

 On a base level you may just see a nice photo, but I’ve seen how 
branding sessions can truly transform businesses and seeing my clients 
live their dreams by doing what they love is the best reward.

Website: denisebensonphotography.com Twitter: @dbensonphotosInstagram & Facebook: @denisebensonphotography
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