
 

 
B2

JANUARY 2003 PLANNING CAPSULE BY JILL ALDORT 
 

 
Should Consumer Photo Service Providers Go Pro? 

 
EXECUTIVE SUMMARY   Professional online photo services have secured an early foothold to 
capitalize on the gradual shift to digital photography in the professional space.  As more 
photographers embrace the benefits of digital imaging, professional online photo services provide 
them with a quick, easy solution to set up an online presence, in addition to fulfillment and billing 
solutions.  Photographers are able to reach a broader audience and increase sales, while dedicating 
more time to shooting photos.  Professional use of online sharing, printing, and editing can create a 
new business opportunity for consumer online photo service providers and image software vendors. 
 

KEY HIGHLIGHTS RECOMMENDATIONS 
• The professional online photo services market 

has not faced the competitive and pricing 
obstacles that the consumer market has. 

• Professional services for photographers 
improve efficiencies in workflow, marketing, 
e-commerce, customer service, and billing. 

• Two major players currently own the space, 
ProShots and Express Digital.  Although none 
are public, photofinishing revenues generated 
by the top players are estimated at over $45M. 

• A number of professional products and 
services already exist, and could keep 
consumer online photo services or imaging 
software vendors from entering the pro space. 

 

• Consumer sites should monitor the pro 
space for revenue-generating partnerships.  
Although pro services understand the 
market and have established relationships 
with photographers, some do not have the 
technical infrastructure needed. 

• Vendors entering the pro market must 
understand pro photographers’ needs, and 
deliver a solution that increases 
photographers’ efficiency and allows 
them to meet the needs of their clientele. 

• Image software vendors can consider 
opportunities such as licensing editing 
tools in a pro photo-editing package that 
allows photographers to edit images 
locally before uploading to a pro service. 

SIMPLE SOLUTIONS FOR PRO PHOTOGRAPHERS TABLE OF CONTENTS 

Step 1
Signup for a professional account

Step 2
Use your company logo and images
to customize your studio homepage

Step 3
Create a custom gallery, select and set
prices for prints and products offered

Step 4
Upload full-size JPEG images to gallery

Step 5
Give customers your internet address so
they can view and order photographs

 
Source: Printroom 

Introduction ...........................................................2 
Market Overview ..................................................3 

Drivers ..............................................................3 
Barriers..............................................................5 

Business Model .....................................................6 
Professional Online Photo Service Providers........6 

Collages.net.......................................................6 
Express Digital..................................................8 
MorePhotos.....................................................10 
NikonPro.........................................................10 
Pictage.............................................................11 
Printroom ........................................................12 
ProShots ..........................................................13 

Professional Workflow Solutions........................14 
StudioMaster Pro ............................................14 
ImageWare......................................................15 

Professional Sites for Photo Editing....................15 
Bellamax .........................................................15 

Copying this document in whole or in part is expressly forbidden without the prior written consent of InfoTrends 
Copyright  2003 by InfoTrends Research Group, Inc., 581 Boylston Street, Boston, MA 02116 
Tel.  617.859.0300  Fax 617.859.0330  www.infotrends-rgi.com Page 1 



Should Consumer Photo Service Providers Go Pro?    January 2003 

DigitalCustom Group..................................16 
Hollywood FotoFix.....................................16 
PhotoTLC ...................................................16 

 

Market Size .........................................................16 
Opportunities for Digital Imaging Players ..........19 
Conclusion...........................................................19 
 

Introduction 
Professional online photo services provide pro photographers with tools necessary to expand their 
business’ online and market their services to a greater audience.  These solutions can be either 
turn-key (complete with hosted Internet storefront and comprehensive back-end operations and 
fulfillment management) or point solutions (an Internet storefront only, with little or no back-end 
assistance), and address issues such as workflow, e-commerce, marketing, customer service, and 
billing.  The value proposition of professional online photo services for a professional 
photographer is twofold: to spend less time on business operations and more time on actual 
photography, and to increase exposure and sell more photographs.   
 
These sites also allow photographers’ customers to benefit from the online sharing and printing 
and convenience aspects, similar to the advantages of consumer-focused online photo service 
providers like Ofoto, Shutterfly, or Snapfish. 
 
Professional labs also benefit.  Solutions designed for lab implementation provide labs with cost-
effective infrastructure and technology, which might not otherwise be accessible, to fulfill digital 
photography orders.   
 
Therefore, all members of the professional photography “chain” – the photographer, the lab, and 
the consumer – stand to benefit from professional online photo services.    
 
Consumer-focused online photo service providers and enablers should keep an eye on this space 
for a few reasons.  The consumer market is still in transition; as retailers become more 
competitive, providers are adjusting business models to generate revenues and gain market share.  
Some providers have found profitability, at least for now, while others are re-examining their 
strategies.  Some lower tier providers may have to seek alternative markets or diversify revenue 
streams to secure profitability.  Should the consumer online photo services market dwindle, 
providers may have an opportunity to provide front-end or back-end services for the professional 
space.  
 
In addition, there are a number of technological and operational synergies between consumer and 
professional online photo services and it is important to stay informed of new applications.  It is 
also important to monitor professional online photo service providers for competitive reasons, 
even though they are not direct competitors at this stage.  And finally, it is conceivable that 
professional online service providers could decide to enter the consumer space.  Because they 
already have the basic technology in place, as well as photofinishing and customer service 
experience, capital investments and other start-up costs could be minimal.  Their biggest 
challenge would be marketing costs. 
 
This Planning Capsule will provide an overview of the market opportunity for professional online 
photo services, the various business models, and the potential roles that consumer online photo 
service providers can play in the professional field. 
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