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Drone Business Strategy Series
Written by Tony Marino, MBA, Commercial Drone Pilot

In the world of commercial drone services, capturing breathtaking aerial imagery, performing
precise inspections, and providing top-notch surveying data is only half the battle. The other
half? Ensuring that you get paid swiftly and painlessly for your hard-earned services.
Slow-paying clients can be a major source of frustration for commercial drone pilots, causing
financial strain and disrupting business operations.

In this whitepaper, we will unveil a set of practical tips and strategies to help you ensure quick
and trouble-free payments from every client you serve. Say, “goodbye” to late payments and
say, “hello” to financial stability and business success!

(“For your consideration refer to Exhibit A, as I have provided an example of the email we use
to clearly convey to the client that the work is complete and prompts completion the final steps
of the review, download, and final payment process.”)

Tip 1: Clear and Detailed Contracts – The Bedrock of Prompt Payments

A seamless payment process is not a mere aspiration but a fundamental requirement for
financial stability and business success. The cornerstone of this financial harmony lies in
crafting meticulous and comprehensive contracts. These agreements not only establish the
framework for your projects but also play a pivotal role in ensuring timely and hassle-free
payments from your clients.

When constructing your contracts, precision and transparency should be your guiding
principles. Here’s how to bolster your payment process through well-structured contracts:

1. Clarity is Key: A well-crafted contract is characterized by its crystal-clear language. Every
term and condition should be expressed in plain, understandable terms. By leaving no room for
ambiguity, you reduce the potential for misunderstandings and disputes.

2. Payment Terms and Schedules: Your contracts should serve as a roadmap for payment,
outlining the precise terms and schedules. Clearly define when payments are due, the
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agreed-upon amounts, and the preferred payment methods. This transparency ensures that
your clients are well aware of their financial obligations from the outset.

3. Late Payment Protections: To encourage punctuality, it’s essential to incorporate late
payment penalties into your contracts. These penalties not only act as a deterrent against
procrastination but also safeguard your interests should any delays occur.

4. Pre-project Clarifications: Before initiating any project, ensure that your clients have a
thorough understanding of the contract’s terms. Take the time to walk them through the
document, addressing any questions or concerns they may have. This proactive approach
minimizes the risk of confusion down the line.

“The establishment of meticulous and explicit contracts is the linchpin to a harmonious
payment process. By removing the shadow of uncertainty and diligently communicating
payment expectations, you set the stage for a professional and reliable working relationship
with your clients. Clear and detailed contracts not only facilitate prompt payments but also
foster trust and confidence in your services, contributing to the long-term success of your drone
business.”

Tip 2: Upfront Deposits – Building Trust and Financial Security

In the dynamic world of commercial drone services, ensuring that you receive timely and secure
payments is an essential component of a thriving business. One highly effective strategy to
achieve this, while simultaneously establishing your professionalism, is to request upfront
deposits or retainer fees before commencing any project.

Here’s why this practice is not only advantageous for your financial well-being but also instills
confidence in your clients:

1. Financial Security: Upfront deposits serve as a financial safety net for your drone business.
They provide you with immediate funds that can be used to cover project-related expenses,
ensuring that you don’t bear the full financial burden of a project before receiving payment.
This security allows you to operate your business more smoothly and minimizes the risks
associated with non-payment or project cancellations.

2. Demonstrating Professionalism: Requesting upfront deposits sends a strong signal to your
clients that you are a serious and professional drone service provider. It shows that you value
your time, expertise, and the resources you invest in each project. This level of commitment
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and confidence is often reciprocated by clients, making them more inclined to honor their
financial commitments.

3. Client Commitment: Clients who are willing to provide upfront deposits are more likely to
be committed to the project and its successful completion. The act of investing financially from
the outset demonstrates their dedication to the work at hand. This commitment can result in a
more collaborative and efficient project process, benefiting both parties.

4. Risk Mitigation: By receiving upfront deposits, you reduce the risk of non-payment or
delayed payment, which can adversely affect your cash flow. This proactive approach ensures
that you have a financial stake in the project before dedicating your time and resources.

When implementing this strategy, it’s important to clearly define the terms and conditions
surrounding upfront deposits in your contracts. This should include the deposit amount, the
timeline for payment, and any circumstances under which deposits are refundable or
non-refundable.

“Requesting upfront deposits is not only a prudent financial strategy but also a means of
solidifying trust and professionalism in your drone business. It establishes a foundation of
mutual commitment, where both you and your clients are invested in the success of the project.
By doing so, you create a win-win situation that contributes to smoother operations and, most
importantly, ensures that you receive payments on time, every time.”

Tip 3: Automated Invoicing – Streamlining Payments for Peace of Mind

In the fast-paced world of commercial drone services, efficiency is the key to success. Ensuring
timely and hassle-free payments from your clients can be greatly facilitated by harnessing the
power of automation in your invoicing process. By employing digital tools and software to
automate your invoicing, you not only save valuable time but also significantly reduce the
likelihood of payment delays caused by manual errors or forgetfulness.

Here’s how automated invoicing can revolutionize your payment process:

1. Swift and Precise Invoices: Automation eliminates the need to create invoices from scratch
for every project. With a few clicks, you can generate professional invoices that are consistent
and accurate. This not only saves you time but also ensures that your clients receive clear and
well-structured invoices promptly after project completion.
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2. Consistency and Professionalism: Automated invoicing systems provide a standardized
format for your invoices. This consistency lends an air of professionalism to your business and
reinforces your image as a reliable service provider. Clients appreciate the clarity and
consistency of automated invoices, which can contribute to their prompt payments.

3. Reminders and Notifications: Many automated invoicing systems offer built-in reminder
features. These reminders can be scheduled to notify clients about upcoming payment due
dates, reducing the risk of them forgetting or overlooking their financial responsibilities. It
makes it easy for clients to stay on track with their payments, benefiting both parties.

4. Reduced Errors: Human errors in manual invoicing, such as miscalculations or data entry
mistakes, can lead to payment disputes and delays. Automated invoicing minimizes the risk of
such errors by performing calculations and data entry accurately, ensuring that your clients
receive invoices free from discrepancies.

5. Time Efficiency: By automating your invoicing process, you free up valuable time that can be
better spent on growing your drone business or improving your services. You’ll no longer have
to allocate substantial time and effort to manually create and send invoices.

To fully leverage automated invoicing, choose software that aligns with your business’s specific
needs. These tools can range from basic invoice generators to more sophisticated accounting
software that handles various financial aspects of your business.

“Embracing automated invoicing is a smart move for every commercial drone pilot. It
streamlines your payment process, reduces the risk of delays, enhances your professional
image, and helps you maintain a healthy cash flow. By utilizing technology to your advantage,
you not only simplify the payment process for yourself but also make it more convenient for
your clients to fulfill their financial commitments promptly, which is a win-win situation for your
drone business.”

Tip 4: Offer Flexible Payment Options – Meeting Clients’ Preferences
for Swift Payments

In the ever-evolving landscape of commercial drone services, adaptability is paramount, not
only in the skies but also in the financial realm. To ensure that your clients make prompt
payments and that your business maintains a healthy cash flow, consider offering a variety of
flexible payment options. The more accessible and diverse your payment methods, the more
likely your clients will find it convenient to fulfill their financial commitments.
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Here’s why providing flexible payment options can make a significant difference:

1. Catering to Client Preferences: Every client has unique preferences when it comes to
payment methods. By offering a variety of options, such as credit cards, bank transfers, and
digital wallets, you demonstrate that you’re attuned to your clients’ diverse needs. This
approach makes it easier for clients to choose the payment method that suits them best.

2. Convenience and Accessibility: Different clients may have different levels of comfort and
familiarity with various payment methods. By accommodating a wide range of options, you
ensure that your clients can make payments using methods they are most comfortable with.
This convenience reduces potential obstacles that could otherwise lead to payment delays.

3. Enhanced Trust and Professionalism: Providing multiple payment options conveys
professionalism and trustworthiness. Clients appreciate the flexibility you offer, which can
positively impact their perception of your business. It reflects a commitment to meeting their
needs and facilitates a smoother payment process.

4. Geographical Considerations: For international clients, offering a variety of payment
methods can be particularly important. Some payment options may not be accessible to clients
in certain regions. By diversifying your payment methods, you can accommodate a global
clientele, promoting prompt payments from clients worldwide.

5. Competitive Edge: In a competitive industry, offering flexibility in payment options can give
you a competitive edge. Clients are more likely to choose service providers who make the
payment process as convenient as possible.

To implement this strategy effectively, ensure that your invoicing and payment processes are
compatible with the various methods you offer. Additionally, be prepared to address client
questions and concerns about the different payment options to alleviate any potential
hesitations or uncertainties.

“By providing flexible payment options, you create an environment that encourages prompt
payments and client satisfaction. Your adaptability and commitment to meeting diverse client
preferences not only streamline the payment process but also enhance your professional
image. Remember that the more accessible and diverse your payment methods, the more likely
you are to receive payments promptly, contributing to the financial stability of your drone
business.”
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Tip 5: Communication is Key – The Bridge to Timely Payments

In the intricate and client-driven realm of commercial drone services, maintaining open and
transparent communication with your clients is a linchpin for ensuring prompt and trouble-free
payments. Effective communication isn’t just a bridge between you and your clients; it’s the
foundation of trust, understanding, and a seamless payment process. By keeping your clients
well-informed about project progress, deliverables, and payment reminders, you significantly
increase the likelihood of them making their payments on time.

Here’s why communication plays a pivotal role in your payment process:

1. Clear Expectations: Open communication sets the stage for clear expectations. By regularly
updating your clients on project progress and anticipated milestones, you provide them with a
clear roadmap of the work being done. This ensures they understand the value they are
receiving, which can motivate prompt payments.

2. Payment Due Dates: Timely reminders about payment due dates are an integral part of
communication. When clients are aware of when payments are expected, they are more likely
to prioritize and meet their financial responsibilities. It minimizes the chances of missed
payments due to forgetfulness or oversight.

3. Addressing Concerns: Effective communication allows you to promptly address any client
concerns or questions related to the project or payments. Resolving issues in a timely and
responsive manner builds trust and confidence, making clients more willing to meet their
payment commitments.

4. Personal Connection: Communication fosters a personal connection with your clients. It
demonstrates that you value their business and are genuinely interested in their satisfaction.
This connection can result in stronger client loyalty and a greater willingness to meet payment
deadlines.

5. Conflict Prevention: Open dialogue can prevent misunderstandings and potential conflicts.
Clients who are regularly updated on project status and payment expectations are less likely to
become frustrated or contentious. This can help maintain a harmonious working relationship.

To make communication even more effective, consider using digital tools and platforms to send
regular project updates, reminders, and payment notifications. Additionally, be proactive in
addressing any changes in project scope, timelines, or costs to maintain transparency.
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“Open and transparent communication is the linchpin to a streamlined payment process in your
drone business. It paves the way for understanding, trust, and client satisfaction. When clients
are well-informed about project progress, deliverables, and payment expectations, they are
more likely to meet their financial commitments promptly. It’s not just about effective project
management; it’s about cultivating a client-centric approach that facilitates both timely
payments and the long-term success of your drone business.”

Tip 6: Late Payment Penalties – Encouraging Timely Payments with
Accountability

In the intricate dance of the commercial drone industry, timely payments are not just a luxury
but a necessity for the well-being of your business. While establishing trust and open
communication is crucial, there’s another powerful tool at your disposal: late payment
penalties. By including a clause in your contracts that specifies these penalties, you create a
mechanism that motivates clients to make their payments promptly, while also acting as a
deterrent against prolonged delays.

Here’s why late payment penalties can be an effective part of your payment strategy:

1. Financial Accountability: Late payment penalties instill a sense of financial accountability in
your clients. When they are aware of the potential financial consequences of delayed
payments, they are more likely to prioritize making their payments on time. This accountability
benefits both parties by fostering a professional and responsible payment environment.

2. Incentive for Timely Payments: The prospect of incurring additional costs can serve as a
powerful incentive for clients to meet payment due dates. Late payment penalties act as a
tangible reminder of the importance of prompt payments, reducing the likelihood of
procrastination or oversight.

3. Deterrent Against Delays: Even if you hope never to use late payment penalties, they serve
as a deterrent against prolonged payment delays. The mere existence of these penalties can
discourage clients from testing the limits of payment timelines, helping maintain a consistent
cash flow for your business.

4. Legal Safeguard: Late payment penalties, when clearly outlined in your contracts, also
serve as a legal safeguard. They provide a mechanism for you to pursue compensation for the
additional costs and inconveniences caused by delayed payments, should it become necessary.

AERIAL NORTHWEST | AERIALNORTHWEST.COM 7



When incorporating late payment penalties into your contracts, it’s important to ensure that
the terms are fair, reasonable, and proportionate to the delay. Clients are more likely to accept
these penalties if they view them as equitable and justifiable. Moreover, clearly communicate
the penalty terms to your clients when you review the contract, reinforcing the importance of
timeliness.

“Late payment penalties are a valuable component of your payment strategy in the drone
business. They promote financial accountability, incentivize timely payments, act as a deterrent
against delays, and serve as a legal safeguard. While they are a measure to be used sparingly,
their mere presence can help maintain a professional and accountable payment environment
that benefits both you and your clients.”

Tip 7: Building Client Relationships – The Heart of Timely Payments

In the multifaceted world of commercial drone services, beyond the technical expertise and
impeccable flight skills, there exists a hidden gem that can significantly impact your payment
process: client relationships. Cultivating strong and lasting connections with your clients is not
just a feel-good practice; it’s an indispensable tool for ensuring that payments are not just
made on time, but also willingly and enthusiastically. When clients value your services and feel
a personal connection, they’re far more likely to prioritize and meet their financial
commitments.

Here’s why building robust client relationships is an essential part of your payment strategy:

1. Valuing Your Services: Clients who have a strong connection with you are more likely to
value your services. They see the dedication and passion you bring to your work, which, in turn,
makes them appreciate the quality and uniqueness of your offerings. This appreciation
naturally leads to a greater willingness to fulfill their financial obligations promptly.

2. Personal Accountability:When a personal relationship is established, clients often feel a
sense of personal accountability towards you. They understand that their payments have a
direct impact on your livelihood and the health of your business. This understanding can
motivate them to meet their financial responsibilities in a timely manner.

3. Effective Communication: Strong client relationships are built on effective and open
communication. By taking the time to listen to your clients’ concerns, addressing any issues
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promptly, and responding to their queries with care and attention, you further cement your
professional image and their trust in your services.

4. Problem Resolution: Building strong client relationships is not just about having positive
interactions. It’s also about effectively resolving any issues or concerns that may arise during a
project. Clients appreciate when their concerns are taken seriously and addressed promptly,
and this appreciation can translate into timely payments.

5. Showing Appreciation: Expressing appreciation for your clients’ business can go a long way.
A simple “thank you” at the end of a project or a note of gratitude can foster goodwill and
reinforce the positive connection you’ve established. Clients are more likely to support
professionals they feel genuinely appreciate their business.

Incorporating this strategy into your payment process is not about manipulation but about
creating a mutually beneficial environment. Clients who feel heard, valued, and appreciated are
more inclined to fulfill their financial commitments without the need for constant reminders or
late payment penalties.

“Building strong client relationships is more than just good practice; it’s a powerful tool for
ensuring timely payments in your drone business. Clients who value your services, feel a
personal connection, and appreciate your professionalism are more likely to prioritize and meet
their financial commitments. By investing in these relationships, you not only improve your
payment process but also lay the foundation for long-term business success and client loyalty.”

Pro Drone Business Strategy Tip 8: Secure Your Earnings – Hold Master
Media Until Payment Is Complete

Ensuring you receive timely and full payment is a top priority. One essential practice to
safeguard your earnings is to never release the master media, including all project files and
data, until the balance owed is paid in full and received. By following this practice, you protect
your assets, maintain control of your work, and establish a clear expectation that payment
precedes final project delivery.

Here’s why holding onto the master media until payment is complete is a sound business
strategy:

1. Asset Protection: The master media contains the core of your work, including all raw
footage, high-resolution images, and critical data. By retaining control over this valuable asset
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until payment is received, you mitigate the risk of non-payment or potential disputes over
deliverables.

2. Negotiation Leverage: Holding the master media provides you with negotiation leverage. If
any issues or discrepancies arise during the payment process, you can use the pending delivery
of the master media as a bargaining chip to facilitate resolution.

3. Clear Payment Expectation: Requiring full payment before releasing the master media sets
a clear and professional expectation. Clients understand that the final project delivery hinges
on their fulfillment of their financial commitment, encouraging timely payments.

4. Client Accountability: This practice holds clients accountable for their financial obligations.
It underscores the importance of prompt payment and ensures that clients honor their
agreements, leading to a smoother and more reliable payment process.

5. Risk Mitigation: Releasing the master media before payment exposes you to the risk of
uncompensated work. By following this strategy, you minimize the chances of delayed or
incomplete payments that can disrupt your business operations.

To implement this practice effectively, include it as a standard clause in your contracts, clearly
outlining the conditions under which the master media will be delivered. This way, both you
and your clients have a mutual understanding of the payment process.

“Safeguard your earnings and establish a professional payment practice by holding onto the
master media until payment is received in full. This approach not only protects your assets but
also emphasizes the importance of timely payments and maintains your control over the
project’s final deliverables. It’s a key strategy in ensuring your drone business runs smoothly
and with financial security.”

Conclusion: The Takeaway

For commercial drone pilots, timely payments are crucial for maintaining a successful and
sustainable business. By implementing the tips outlined in this article, you can significantly
reduce the hassle of dealing with slow-paying clients. Clear contracts, upfront deposits,
automated invoicing, flexible payment options, effective communication, late payment
penalties, and client relationship building are your tools for ensuring a steady cash flow.
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Remember, a well-organized payment process not only benefits your business but also
demonstrates professionalism and reliability to your clients. Swift and painless payments are
within your reach, so implement these strategies and enjoy a more financially secure and
prosperous drone business.

Be smart, safe, and forever fly!

If you have any questions, let us know! If you’d like to hire us, you can get more information
here.

Written by: Tony Marino, MBA – FAA Certified Part 107 Commercial Drone Pilot and Chief
Business Strategist at Aerial Northwest

###

Disclaimer: The information provided in this whitepaper is for general informational
purposes only and should not be construed as legal advice.

EXHIBIT A
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This is an example of the email we use to clearly convey to the client that the work is complete
and the final steps in the review, download, and final payment process. (For privacy reasons,
some of the fields are redacted.)
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