
 U R N A  S E M P E R  

A P P L I E D  C H E M I S T RY  
F I R S T  E D I T I O N

DENTAL & PORTRAIT PHOTOGRAPHY              
A VISUAL COMPENDIUM



RIG, SETTINGS & LIGHT 

°  Nikon D7000  +  Nikon 85mm, f / 2.8 Lens 

°  F-Stop 25, ISO 200, Shutter Speed 1/160, Kelvins 4600 

°  SB-R200 Twin Flashes On-Camera  +  Artificial Diffusion
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““STRATEGY No. 1  |  SHOWCASE DESIRE 

°  What do your patients know you for… the work you do 

or the work you desire to do? Too many dentists begin to 

feel trapped not because they’re unable technically to do 
transformational dentistry, but because no one seems to 

know they’re capable in the first place. Does your body of 

work reflect your love for the craft, or a toleration of the 

daily grind? Do you showcase doing what you love? 

°  The answer is simple - polarize. It may seem counter-
intuitive, but the best way to transition into the dentistry 

you love is to stop doing the dentistry you don’t. 

°  Everyone starts somewhere. Do your very first case for 

a small profit, document it profusely with before and after 

imagery, and put that money into fine-tuning your skillset.
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““STRATEGY No. 2  |  SEX APPEAL 

°  When was the last time you paid your water bill with 

excitement? Probably never. That’s because people want 

to buy something sexy, something that makes them feel 
different about who they are, that takes them a step or 

two closer to the version of themselves that they love. Do 

you find your dentistry losing out to the vacation or the 

latest iPhone? There’s an exact science behind this. 

°  The reason is desire - people buy emotionally. Too many 
dentists sell boring, rather than bold, beautiful, sexy, 

transformative change. That’s why the vacation wins. 

°  So take out your camera and capture before & afters. 

Master this lucrative skillset, serve your patients with an 

exciting hell yes sale and deliver health, function & beauty.
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RIG, SETTINGS & LIGHT 

°  Canon 5D Mark III  +  Canon 100mm, f / 2.8 Lens 
°  F-Stop 5.6, ISO 400, Shutter Speed 1/250, Kelvins 4800 

°  Aputure 120D  Soft Box  +  Artificial Diffusion
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““
RIG, SETTINGS & LIGHT 

°  Nikon D7000  +  Nikon 85mm, f / 2.8 Lens  +  36mm Extender 

°  F-Stop 36, ISO 200, Shutter Speed 1/250, Kelvins 5000 

°  SB-R200 Twin Flashes Off-Camera  +  Artificial Diffusion

STRATEGY No. 3  |  SOLUTION FOCUS 

°  Who buys a drill because they want a drill? Yup, no one. 

People buy a drill because they want to make a hole. And 

they want to make a hole because perhaps they want to 
hang a painting, which might make them feel creative or 

happy. So why do we sell dentistry as if that was the end 

game? Why do educate when a patient wants to be 

engaged, empowered to find what they believe they lack? 

°  The solution is never dentistry - that’s the means. The 
solution requires a different skillset to uncover, a focus on 

relationship and vision that few possess, but that you can.  

°  So the next time you hop in the chair, dig deeper with 

unique success stories and patient before & afters so you 

can position dentistry as the vehicle to the real solution. 
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RIG, SETTINGS & LIGHT 

°  Canon 5D Mark III  +  Canon 24-70mm, f / 2.8 Lens 
°  F-Stop 4, ISO 100, Shutter Speed 1/180, Focal Length 35mm 

°  Natural Light
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RIG, SETTINGS & LIGHT 

°  Canon 5D Mark III  +  Canon 24-70mm, f / 2.8 Lens 
°  F-Stop 2.8, ISO 250, Shutter Speed 1/250, Focal Length 38mm 

°  Aputure 120D
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““
RIG, SETTINGS & LIGHT 

°  Nikon D7000  +  Nikon 85mm, f / 2.8 Lens  +  12mm Extender 

°  F-Stop 25, ISO 200, Shutter Speed 1/125, Kelvins 5000 

°  SB-R200 Twin Flashes Off-Camera  +  Artificial Diffusion

STRATEGY No. 4  |  PATTERN INTERRUPT 

°  Why do dentists insist on using stock imagery for their 
websites and social platforms? Because they have no idea 

what they’re leaving on the table. You have to understand, 

that just by nature of putting your own imagery out there, 

you immediately interrupt the patient pattern of scrolling 

past stock content. Are you guilty of copy and paste, of 
looking indistinguishable from dentists everywhere? 

°  The urgency is very real - global competition. We live in 

a big world made small now. You no longer compete just 

locally, but globally. The need to stand out is paramount. 

°  There’s nothing more rare in today’s social world than a 
person’s undivided attention. You have the potential of 

seizing it with visual storytelling - don’t miss your chance.
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““
RIG, SETTINGS & LIGHT 

°  Nikon D7000  +  Nikon 85mm, f / 2.8 Lens  +  12mm Extender 

°  F-Stop 25, ISO 250, Shutter Speed 1/4, Kelvins 5000 

°  SB-R200 Twin Flashes Off-Camera  +  Artificial Diffusion

STRATEGY No. 5  |  PREMIUM STATUS 

° What is the primary difference between generic vs. 
special? Well, when creating a brand with staying power 

and magnetism, it’s about the status you create and that 

your people are attracted to. Are you fighting the uphill 

battle of finding qualified patients who actually want the 

kind of dentistry you desire to do more of? In other words, 
are you still hunting, or have you become the hunted? 

°  The problem is this - you’re trying to convert patients to 

treatment and they feel that desperation, which repels. 

You need an in-between that establishes premium status.  

°  The answer is evocative imagery & video that taps into 
desire, the only true language a consumer speaks. 

Patients want to feel special, so let your work set you apart.
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““
RIG, SETTINGS & LIGHT 

°  Nikon D7000  +  Nikon 85mm, f / 2.8 Lens 

°  F-Stop 22, ISO 200, Shutter Speed 1/160, Kelvins 4600 

°  SB-R200 Twin Flashes On-Camera  +  Artificial Diffusion

STRATEGY No. 6  |  PATIENT INCEPTION 

° Why paint a word picture when you could simply 
capture a real one? Talking less has statistically been 

shown to improve not just treatment conversion rates, 

but more importantly purchase prices. Are you getting in 

your own way, trying to convince someone of what’s 

possible when an amazing image would save time and 
make you more money simultaneously?  

°  The reason is fundamental - trust. It’s easier to instill 

confidence when you show someone what’s possible, 

rather than tell and sell them on what’s possible.  

°  So put your CV, resume, and list of accolades on the 
shelf and pick up the camera to incept desire. Patients 

buy from those who they trust. Make that dentist you.
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RIG, SETTINGS & LIGHT 

°  Canon 5D Mark III  +  Canon 24-70mm, f / 2.8 Lens 
°  F-Stop 2.8, ISO 250, Shutter Speed 1/250, Focal Length 55mm 

°  Aputure 120D
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RIG, SETTINGS & LIGHT 

°  Canon 5D Mark III  +  Canon 24-70mm, f / 2.8 Lens 
°  F-Stop 2.8, ISO 250, Shutter Speed 1/250, Focal Length 45mm 

°  Aputure 120D




