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Ok, here's how photo studios operate. 
They take posed portrait photos of groups or individuals in a studio setting, print copies, and sell packages of photos.

A typical studio has less than $500,000 of annual revenue and 4 employees.

They may operate a free-standing store, or an area within a large retailer like Wal-Mart or Sears, or take portable equipment to schools and other gatherings. They hire photographers, and own camera equipment, image processing equipment, and photo printers.

Marketing is the most important activity and depends on the type of customer they target. Free-standing studios may have an average purchase of $100, while the average purchase in a Wal-Mart is $20.

Websites are an important source of customers, and let customers view photos before they're printed. Computer systems are heavily used to process and store images.

Here are some strategic things you should know.

Digital cameras and high quality photo printers have reduced the amount of equipment needed, but have also increased competition from free-lance photographers, especially at the upper end of the market.

The widespread use of digital cameras puts downward pressure on portrait prices because consumers are used to thinking that photos are basically free. Many amateurs have developed enough skill to take portraits. 

A large percent of business comes from taking portrait photos of children. The number of children in the US is expected to grow a modest 7 percent over the next 10 years.

Some studios offer additional services, such as wedding and event photos, for which they hire free-lancers. Some also do commercial photography.
Here are some good talking points.
Do they specialize in a particular type of photo, such as school portraits?

Who is their typical customer?

What's the average purchase amount?

How many full-time photographers do they have?

Do they also use part-time free-lancers?

What type of photo printing equipment do they use?

Do they also do commercial work?

How much were they affected by the recession?

And finally, how do they see their business changing in the future?

Now, you're ready.

