
ter pictures and share them. By meeting the demand, you fulfill 
the most basic principle of business: giving customers what they 
want. In doing so, you are building customer loyalty and creating 
future sales opportunities. But it goes way beyond that. Digital 
underwater photography is a gateway to many other opportu-
nities for divers and for your business. Additional courses, local 
and exotic travel opportunities and new customer acquisition tie 
directly or indirectly to it.

One of the most important skills that an underwater pho-
tographer must master is buoyancy control: The PADI Peak 
Performance Buoyancy Specialty course is perfect. Once students 
are comfortable taking pictures underwater, how do they identify 
the creatures they photograph? Two natural follow-on courses are 
the PADI Underwater Naturalist and AWARE — Fish Identifi-
cation Specialty courses. Specialty courses like these are an easy 
fit. Who doesn’t want images of shipwrecks? Naturally, offering 
the PADI Wreck Diver Specialty course to your digital under-
water photography student divers is a logical add-on. Certainly, 
the knowledge and skill development in the PADI Adventure 
Diver or Advanced Open Water Diver courses will help your div-
ers grow as photographers. Digital underwater photography can 
be the purpose for diving, leading divers to participate in many 
courses that will enhance their shooting experiences.

Knowing that digital underwater photography can become the 
primary reason to dive, you have opportunities to provide dive 
experiences for shooters to enjoy. For example, a special trip to a 
local reef to photograph an elusive octopus can draw underwa-
ter photographers seeking challenges. How about a photo contest 
after the trip? You can incorporate digital underwater photogra-
phy into your exotic trip plans as well. At your destination, invite 
a local photo expert along on some of the dives to provide photo 
tips and help your divers find popular subjects. 

The heartbeat of any business is the acquisition of new cus-

tomers. In the dive business, this means new divers. Digital 
underwater photography can be the perfect vehicle to enhance 
your new diver acquisition programs. Photographers are a pas-
sionate bunch, always looking for new places to photograph and 
new opportunities to expand their photographic horizons. Con-
tact local camera clubs and offer them that opportunity. Offer a 
presentation at their next meeting or, better yet, invite them to 
the pool and have them try diving and underwater photography 
at the same time. Supported with a presentation of what is possi-
ble in underwater photography, you have the formula for creating 
excited new customers anxious to meet the challenge of shooting 
underwater. Local chapters of wildlife enthusiast clubs are also 
potential sources for new customers interested in the opportu-
nity to see and photograph wildlife they have never seen before. 
So where do you find these kinds of clubs? Google it! 

Every year, millions of people go snorkeling. They want to cap-
ture their experiences just like any other diver. A perfect place 
to market to this group is through travel agencies and outlets. 
Offering those traveling to exotic destinations the opportunity 
to capture their vacations digitallyis the “low-hanging fruit.” 

And, perhaps most significantly of all, historically, approx-
imately 50 percent of all new divers start diving as a result of 
a recommendation from a friend or family member. Photog-
raphers share their pictures with others and can become your 
most active dive recruiters, just doing what they enjoy. 

The PADI Digital Underwater Photographer Specialty course 
was designed to leverage all of the advantages of digital pho-
tography for PADI Members’ businesses. Using this program, 
in conjunction with good marketing and promotion strate-
gies, is truly a formula for long-term success. By meeting the 
demand for digital photography today, you can transform your 
dive business into a social center where customers share their 
experiences. F
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training: teaching tips

Remember what you are offering. You’ve likely heard the dive 
industry defined by the “three Es”: education, equipment, and expe-
rience. Additionally, dive instruction is seen as transformational. 
All of this is true. But, dive professionals are basically responsible 
for delivering the product of diving while ensuring students satisfy 
performance requirements and successfully proceed to the end 
result: certification. Remember, the journey toward certification is 
just as valuable as the end result because of the transformational 
experience. Ultimately it is your job to facilitate this journey. 

Managing and motivating. Your goal as a dive professional 
involves motivating divers to spend their hard-earned money and 
valuable time to learn the life-transforming skill of scuba diving and 
manage the way in which they do this. While each diver is an indi-
vidual and learns differently, there are proven teaching techniques 
you can adopt that will increase learning effectiveness. Here are 
some methods that have worked well at Ban’s Diving: 

1 Bring the theory to life. You might not be able to control the 
conditions in which you teach, but you certainly can affect the 

environment. Don’t limit yourself by four walls and a ceiling in the 
classroom. Take your class outside. Conduct navigation practice on 
the beach instead of simply briefing the parts of the compass from 
the front of a classroom. You could even include a navigation scaven-
ger hunt around your property during the Leading Divers Workshop 
of a divemaster program, where candidates collect information on 
certain headings or natural reference points. Don’t treat people like 
children, but bring the child out in people.

2 Create incentives. This doesn’t mean that you need to find 
rewards for learning. Student divers are rewarded by the prod-

uct — qualifying to dive and earning their PADI certification cards. 
Frequently remind your divers how, when and where they will use the 
information you’re giving them. Connect theory with reality, and pool 
practice with open water diving. For example, if divers understand 
the pressure/volume/density relationship, they’ll be better equipped 
to perform neutral buoyancy skills such as the fin pivot and hover. 
Don’t fall into the trap of only offering a passing score on the final 
exam as the only incentive. Most student divers will work harder if 
they get a little positive reinforcement

3 Inspire focus. Motivating focus lies in understanding individual 
learning styles. Some learn by watching, some by listening and 

others by doing. Most people learn through a mixture of techniques 

and the PADI System of diver education makes it easy to adapt 
your style according to the needs of your divers. For example, you 
can meet the needs of visual learners by showing individual skills 
from the Confined Water Preview section of lesson guides and 
meet the needs of those who learn by doing through a prescrip-
tive approach to knowledge development so they can spend more 
time underwater. 

4 Move your body and voice. It isn’t one of the three Es, but maybe 
entertainment should be. Remember, the journey holds value. 

That doesn’t mean you need to be a comedian or an actor to show 
enthusiasm for diving. You just have to move. Get up and walk around 
as you teach. Most of what we communicate comes from body lan-
guage and most of what we hear isn’t what is said, but how it is said. 
If they see you are enjoying your job, energy is contagious. 

5 Keeping it fresh. You’re only as good as the effort you put into 
keeping it fresh. Evaluate yourself constantly and welcome 

feedback from customers and colleagues. Continue your personal 
education by taking courses or staffing an Instructor Develop-
ment Course. Team-teach with others to see how someone else 
approaches the material. Finally, be humble enough to accept ideas 
from others and gracious enough to share yours.

teaching tips from the field
education, experience and equipment

by Jonas samuelsson, tim hunt and natalie hunt, padi course directors, 
ban’s diving centre/sunshine divers, Koh tao, thailand

B
an’s Diving Resort in Koh Tao, Thailand, has been a PADI International Resort and Retailer Associations Member since 1992. For the 
past 12 years it has been a PADI Five Star Instructor Development Center, and in early 2009 was awarded PADI Career Development 
Center status. With three full-time PADI Course Directors and a team of IDC Staff Instructors on board, Ban’s offers a full range of 

PADI courses and programs in several major languages. Here are some teaching tips from the staff:

Getting great shots to take home 
helps keep divers diving.

Tapping into the younger 
generation’s desire for 
unique experiences.




