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Foreword 
 
As a qualified adult education tutor, I have been working from 
home for the past 19 years and have helped hundreds of people in 
that time go on to start their own home-based business, enjoying 
the flexibility this gives family life. It is possible to make a 
significant income working from home, even part-time, with 
methods I have personally used but, apart from a very few lucky 
people it is not a route to getting rich quick! 
  
I have baked, made chocolates, bottled jams and all sorts of 
preserves, made bread, helped my husband make fresh soups for 
sale at market, attended many a Farmers' Market and Food Fair, 
ran food experience workshops from my home; given talks and 
demonstrations to groups of over 100 people, hosted lunches and 
catered for private parties. Now, a change of lifestyle takes me to 
the world of writing. I enjoy being a tutor and sharing information 
with people who are passionate about ditching the 9 to 5 and 
creating a life they love.  
 
This book is aimed at people who have never been self-employed, 
who are looking for additional ways to earn an income either from 
a skill they already possess or, are intending to learn. I therefore 
include information on the nuts and bolts of starting a business 
from home, as well as how to make the most of social media and 
how to market your business offline, something that many artisans, 
creatives and would-be entrepreneurs forget, is just as important.  
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There is a huge surge in interest in people wanting to learn and buy 
hand crafted products, attend any Farmer’s Market, Craft or 
Hobby Fair and the attendance will confirm that. It doesn’t matter 
what you intend to offer or produce, this book gives you 
everything you need to know to make your dream a reality – 
whatever your craft, art or skill, I hope to give you the confidence 
to make a new start. So, what is your superpower? What is it you 
can do that other people want? Name a craft, art or skill and I can 
guarantee someone else is eager to learn how to do it or buy it. 
And, holding workshops by the way, is a great way to boost your 
home income, I go into that in more detail later in the book 
including how to prepare for a workshop and how to beat your 
nerves! 
 
Whether your plan to bake, preserve, cure, bottle, give workshops, 
host private dinner parties, paint art, paint furniture, teach 
mechanics or computer know-how, make your own ceramics, 
make your own jewellery, make handmade cards, write, teach 
genealogy, do graphic design or give private coaching, this book 
can help you start-up and make your dream a reality.   
 
Finally, each chapter concludes with a helpful Action Plan to help 
you focus on the essential tasks you need to do. Plus throughout 
the book there are lots of helpful links.  So what are you waiting 
for? Ready to start your business? 
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It is a proven fact that those who set achievable, 
measurable goals are ten times more like to reach 

them, than those who don’t. 

 
 

 

 

 

 

 

 

 



   7 

 

 



   8 

 

 
 

CONTENTS 
   

   

1 You and Your Idea 10 

 Chapter One Action Plan  20 

2 Legislation  23 

 Chapter Two Action Plan  35 

3 Branding  37 

 Chapter Three Action Plan 40 

4 Your Business Plan 42 

 Chapter Four Action Plan 50 

5 Marketing & Social Media 52 

 Chapter Five Action Plan 75 

6.  What’s Stopping You? 76 

7. Ideas and Inspiration 78 

8. Monetize, Monetize … 87 



   9 

 

   

 

INTRODUCTION 

 

 

Whether you are thinking of working from home, or are already doing so, this book 

aims to show you everything you need to know to give your new business a kick start or 

existing business a boost whilst still balancing work and home.  Using my own experiences 

from the past 19 years; I can help you avoid the pitfalls, gather momentum to launch and 

gain confidence to succeed.   

 

The course is written with ‘normal’ people in mind, that means that you are thinking of 

working from your home kitchen, you don’t have a Venture Capitalist sitting in the wings 

waiting to give you tons of money; you are not expecting to ‘float’ your business anytime 

soon and you probably have never run a business of your own in your life before.   

 

What you do have is spades of enthusiasm, buckets of ideas and confidence in your creative 

abilities. Whatever your idea, then I hope you will find this course an invaluable aid to 

helping you get started the right way right from the start.   
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CHAPTER ONE – YOU AND YOUR IDEA 
The Highs and Lows of Self Employment – is this right for you? 

 

Running a business from home can give you a fabulous lifestyle, not just 

financially, but depending upon how big you want to grow your business, freedom.  

Achieving a better work-life balance is cited as one of the major factors in making a 

decision to work from home; taking a more active part in family life, doing the school-run, 

being able to take part in your child’s after school activities all provide compelling reasons 

for giving up the security of a day job to the insecurity of working for yourself.  Best of all, 

the only boss you will answer to will be yourself.  

However, it’s not all a bed of roses. Working from home can be just as stressful and 

sometimes even more demanding than paid employment. If the home business you choose 

demands strict timescales, then expect to work weekends and long hours into the evening 

meeting that deadline.   Make a mistake at work, it’s likely you’ll receive a dressing down 

from your boss, but you will still get paid. Make a mistake in your home business and 

there’s a strong possibility you will lose a client, the income they bring and possibly 

damage your reputation.   

Your home is suddenly not your own, it becomes a business base and therefore open to 

people ‘just dropping by’. Despite notices respectfully requesting otherwise. Your 

customers do not recognise office hours!  For some reason working from home gives out a 

signal that you are open 24/7 so expect calls Sundays, Bank Holidays, first thing in the 

morning and last thing at night.   

If you don’t work, you don’t get paid – unless you (a) have a residual income or (b) can 

afford staff that can carry on in your absence. You won’t get paid for holidays or sickness 

and there is no pension plan.  However, you need to balance the worth of being able to 
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attend your child’s sports day or nativity event, perhaps for the first time ever without 

having to ask permission to take a leave day.  

On balance I think it’s worth it and these negative observations are not designed to put 

you off your idea, but simply to help you make a realistic decision armed with all the 

facts.  It is important at the start that you decide what it is you want to achieve and how 

that is going to fit in with your existing lifestyle. The big question therefore, before we go 

any further is: “Is this step right for you”?  

Questions you might ask yourself are:  

Do you have the support of your family?  

Starting a home business naturally impacts on everyone in the home so, if you don’t have 

their support you may encounter obstacles that hinder your business that you haven’t 

planned.  Consider for example who can answer the phone during work hours? Do you 

really want your uncommunicative teenager as the first port of call for a potential client? 

Will there be T.V. noise in the background, cute as it may be Peppa Pig doesn’t quite give 

off the right image when discussing how you will host a corporate dinner party.  Do you 

have friends that just drop in for a coffee and chat whenever they feel like it?  Think 

carefully how your home operates and what changes, if any, need to be made to ensure 

your business functions as such. 

How will your business fit in with your family life and current lifestyle?   

You need to factor in the possibilities that you may have to give up, at least in the short 

term, some of the things you love to do to concentrate on getting your business off the 

ground.  If you like to run for an hour each morning, you may just have to do this a lot 

earlier; if you enjoy meeting your friends for coffee mornings regularly, it may be this has 

to be curtailed in the short term.  However, if you have young children or care for elderly 

parents re-arranging your time is trickier and it may be that you need to look at your 
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working day differently.  Perhaps plan to work while the children are at playschool or 

asleep in the evening; it will impact on how much you can produce but you know your 

timetable and what you can and cannot do.  Just remember that when a big order does come 

in to work out whether you can physically fit the job in; the last thing you want to do is 

disappoint a customer, at all times of course but especially when you are just starting up. 

A complaint handled badly can quickly ruin your reputation and seriously dent your 

confidence. Accept you will at some point in time, upset someone. Putting a complaints 

procedure into your Terms and Conditions lets everyone know where they stand and helps 

to avoid misunderstandings.  

Is your kitchen or home suitable for your business or will you have to make 
expensive adjustments before you start? 

In the UK, the Environmental Health department is responsible for making sure food 

outlets, and that includes producing work from home, are hygienic. Many people run food 

businesses from home just using their conventional cookers and kitchen equipment so 

generally it is not a problem to do so. Environmental Health Inspectors will generally work 

with what you have providing you have the basics in place, and that is a Food Hygiene 

Certificate and at least two sinks (could be a one and a half bowl sink) especially if you 

have a dishwasher. If you’re giving art lessons or something potentially equally messy do 

you need to purchase a shed? Is your home big enough to accommodate your business? 

Making space for stock, supplies and equipment often means the spare bedroom is no 

longer spare and every square inch of space is taken up with boxes! You need space to be 

able to work efficiently, otherwise producing products for sale becomes stressful. 

Incidentally, make sure you keep all receipts from the moment you start making purchases 

so you can mark these down as a business start-up costs.   
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What do you know about your market? 

The internet makes research so much easier than before, but there is nothing to beat local 

knowledge. It is vital you spend time researching your market to determine whether there 

is liable to be demand for the product or service you intend to offer.   

Questions you should be able to answer include:- 

1. Who are your competitors? What do they offer, what do they 
charge and how fast is their service?   

If you intend to produce baked goods, place an order and find out how 
tasty their product is, what the packaging is like and how long it took for 
the order to come through.   

If your business is service oriented, such as workshops, demonstrations 
or pop-up dining events, book yourself onto one of the courses; find out 
how your competitor operates.  If you can’t bear to do this locally in case 
you are recognised, book yourself onto a course in another county or pay 
for a friend to do it for you.  The aim is to find out as much as you can 
about how other people are running their businesses, what can you take 
away with you?  Even if this is just to find out something that you 
wouldn’t do, the research is essential.  This brings us to the next point.  

2. Your USP or Unique Selling Point 

What can you do differently from your competitors and better? What do 
you have to offer that will excite the market and stand you apart from the 
rest of the crowd?  

3. Where do you think your customers will come from?  What are the 
demographics in the area you plan to operate?   

Do you live in an area where the majority of people have plenty of 
disposable money, money to spend on items or services that possibly 
would usually be classed as a luxury or treat? Or do you live in an area 
where day to day finances are stretched?   If the latter this will 
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undoubtedly affect how fast and how far your business will go especially 
if you consign yourself to operating in your local market.  The 
demographics will influence your business strategy, it may even 
determine whether you keep your business local or expand into other 
geographical areas.  It is easy to establish the spending power of your 
local market just by looking at the shops currently operating there. The 
big supermarkets have huge budgets and legions of experts doing just this 
analysis for you; you can be pretty confident therefore, that if Waitrose 
decides it’s a good bet to open in or near your town, then your 
demographics are likely to be predominately ABC1s; in other words a 
high proportion of people with good incomes and disposable money. This 
makes your decision about how your business will operate and where, 
much easier.  

Is your business expandable? Or do you just want to keep it local? 

This question is more important if you plan to grow your business into 
other geographical areas and if you have a business that can operate 
online – for example making personalised prints or cards that you send 
through the post.  

This question also affects how you brand yourself, it is vital to get the 
answer right from the start. For example calling your business with a 
specific county name may affect how you are seen in the national arena.  
With the exponential growth of online sales, the world really is your 
oyster. 

Will you need financing to start your business? 

Unless you have a pot of savings to use to start your business, it may be 
that you will need some initial start-up cash to get you going; no matter 
how small your idea may start out, there is no avoiding the fact that you 
may possibly need extra equipment, will undoubtedly need to buy stock 
or ingredients and possibly packaging. It may also be necessary to 
employ experts, perhaps a Graphic Designer or Web Developer and you 
will have to pay for printing costs even if this is just for a business card. 
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If your own skills are a little rusty in the area in which you want to operate 
in business, then consider attending training courses.  

In addition to the above, you will need some cash to keep yourself afloat 
in the coming months, especially if your business relies on people paying 
you after you have already paid out on products and packaging, or 
provided a service.  If you plan to attend a Wedding Fair or Farmer’s 
Market, you will need to pay out in advance for products, packaging and 
promotional material and you have no guarantee you will get these costs 
back in sales, always make sure therefore, you can afford an event before 
committing, it’s not just about the cost of the stand / pitch, which at larger 
events can run into hundreds of pounds but also the set up costs 
beforehand.     

Customer orders also need to be considered; if you are asked to produce 
items or provide services, say for example, a large wedding or perhaps 
host a birthday party for a larger than average group; remember that even 
if you are providing services, your time is worth money and if providing 
product, you will be buying stock in advance. In these instances, it is 
perfectly acceptable to ask your customer to pay a non-refundable 
deposit. 10% of the total fee is usual to confirm or hold their booking and 
by asking for a non-refundable deposit, the customer is showing 
commitment to their order with you. Whether you ask for a further 
percentage of the balance in advance is of course up to you, but consider 
what would happen if the customer cancelled at the last moment?  If the 
order is worth £500.00 and the customer has only paid a £50.00 deposit, 
it stands to reason you will be seriously out of pocket if you’ve had to 
buy stock especially for this order, plus, you would have lost a day’s 
income from another potential booking.  

Initiating a sliding scale of cancellation fees would help you recover any 
potential losses. Most reasonable people appreciate the work you must 
do to provide the service they are requesting. Example:- 
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Initial Non-Refundable Deposit to hold the booking:   
10% of the total fee 

Further payment of 40% one month prior to the event 
(you now have 50% of the total fee) 

Balance payable on the day by cash or card, if paying by cheque 
request this 7 days prior to the event to allow the cheque to clear. 

It is vital that you put in place administration procedures to protect you 
and leave the customer in no doubt where they stand if they or you, 
cancel. A simply worded A4 letter is sufficient to initiate a contract 
between you, however this must be signed and dated by both parties to 
provide any kind of protection for you. This might seem overkill for a 
small business, but small businesses are the ones that need this kind of 
protection the most. People, unfortunately, will take far more liberties 
with a small business than they would ever consider with a larger 
concern.  Put in place clear terms and conditions and then continue with 
your day to day business. It is okay to put your terms on your website, 
but you must point out to your customer where to find them. This can be 
done by putting a note at the bottom of your confirmation email, order 
confirmation or invoice. It goes without saying if you cancel for any 
reason, you must refund in full including the non-refundable deposit.  

Financing your business from you own money is obviously the cheapest 
and safest of routes; borrowing money from family is another but can 
become contentious if the family member wants their money back before 
you can afford to do so. A bank loan would be your next and cheapest 
option but before you approach your bank, you will need to have a 
Business Plan and Cash Flow forecast prepared; how to do this is 
discussed in more detail in Chapter Four.   

Other avenues for raising finance include business grants, government-
backed start-up loans, crowdsourcing and if you are between 18 – 30 
years of age, the Prince’s Trust Enterprise Programme. More information 
can be found on these sites: 
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http://www.princes-trust.org.uk/need_help/enterprise_programme.aspx 

https://www.gov.uk/starting-up-a-business/get-funding 

https://www.kickstarter.com/ 

and 

http://www.advice4consumers.net/ 

Where do you see your business in the future?  Is this a lifelong 
plan? Or a 3 or 5 year plan while the kids are at home? 

This question may not be relevant to you right now, perhaps you just 
want to start your business and ‘see how it goes’. However, if you have 
long term plans and foresee expansion in the future then you do need to 
think carefully about how you will grow your business in the future.  If 
you are just working the business until the children are at school; what 
is your exit plan?  It would be a waste if you spent 3 to 5 years building 
a successful home business having developed a brilliant brand and 
customer base; only to just close the doors.  So, thinking about how you 
can exit the business and possibly make money from selling will again 
help you with your start up decisions.   

What will be your operating Style? 

This determines whether you plan to operate as a: 

Sole Trader 
Partnership 
Limited Company 

There are advantages and disadvantages for all 3.   

The easiest method is as a Sole Trader; you need only advise HMRC 
that you are starting a business and will be self-employed.  However, 
any loans or debts you incur within the business will be classed as 
personal, and you will not be able to offset these against the business.    
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If you decide to trade as a Limited Company, it is easy to register and 
check if your name is available at: 

http://www.companieshouse.gov.uk/ 

If the name you want is free and you want to register it, there is a small 
cost and you will be able to download the necessary documents online.  
There are very strict ‘filing’ rules when you operate as a Limited 
Company so make sure you are aware of these, applying to file online 
is much easier and there is much information on the website.  

There are financial advantages to trading as a Limited Company, in a 
nutshell, your company is classed as a separate entity and any loans or 
debts incurred, are incurred by the company and not by you personally.  
This means if the worse were to happen, you cannot lose your house or 
car as long as you haven’t registered these as belonging to the 
Company.   

Partnerships are probably the most difficult of trading styles and it 
would be a good idea to think long and hard if you intend to set up in 
business with your best buddy because once money comes into the 
equation, friendship very often goes out the window.  It is a sad fact that 
setting up a business, especially in the early days can be hard work, 
demoralising and frustrating; unless your friendship is rock solid 
consider whether it is worth the risk.  If you do decide to continue in 
business together you must draw up a partnership agreement. This could 
be just an informal document with both your signatures and tick box of 
agreements you have both made together for your working relationship. 
Or, you can ask your Accountant to do this for you. Failing to do this at 
the start of your business will undoubtedly court trouble later on, 
especially if one partner feels they are working harder than the other.  

Items you might agree on from the beginning could be:- 

Who does what? Who is responsible for ordering stock? 
Doing the day to day accounts? Cleaning? Doing the 
marketing and admin? Taking orders? Delivering pitches to 
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prospective retailers? How many hours can each person put 
in daily, weekly? Will you be equal partners taking an equal 
share of the profits? 

When will you be able to draw funds? Straight away or only 
when your business makes a profit? If the latter you may be 
waiting a long time before you start to see some recompense 
for your hard work, can you afford this? If you are putting 
in equal shares at the beginning, it’s easy to divide the 
income equally but what happens when one partner puts in 
more money than the other?  

What holiday and sickness arrangements do you want to 
agree on?  

Have you agreed on the short-term and long-term plans for 
your business?  

Finally, agree an exit plan.  It’s hard to think about failing 
or giving up when you haven’t even started to trade yet, but 
think about what would happen to your business if one of 
you wanted to give up and the other didn’t. Is a buy out an 
option?      

Think of every single part of what will constitute your day 
to day business and agree everything.  

At later monthly management meetings you can always 
agree to make changes; businesses are organic and 
unplanned things happen but as long as both partners agree 
to make those changes to your initial Partnership 
Agreement, you shouldn’t have any problems.  

Whatever you decide, I highly recommended that you speak to a 
qualified Accountant to discuss which option is right for you.  
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Chapter One - 8 Point Plan of Action 

 
You will be able to use these action points to help you write your Business Plan.   
 

1) Discuss with your family how running a business from home is going to affect 
everyone. Also think about how your role will change in the household, will you 
be able to maintain the level of involvement in the home you currently do, or will 
you expect help. Write everything down so you can refer to it later.  

2) Do you need to make any alterations or adjustments to your home?  Do you need 
to buy tools and equipment?  Think carefully about every aspect of your business 
needs.  

3) Do you need to put yourself on additional training courses? It’s better that you 
train now before you start-up so as to avoid taking time out of your business in the 
early stages.  There are so many companies offering training make sure you 
choose one that is top quality and offers value for money.  Try:   
 
www.schoolofartisanfood.org. 
  

4) Research your market thoroughly, go to fairs, buy from your competitors and find 
out exactly what they are doing and how big their reach is.  Conduct a straw poll 
amongst your family, friends and neighbours: ask them if they would be prepared 
to buy the products or services you plan to offer and if so, what would they be 
prepared to pay?   

5) What is your USP, what will make your distinctly different from the rest? Write 
an ‘elevator pitch’ describing how different your business idea will be from the 
rest.  (Imagine yourself in an elevator; you have 2 minutes to describe your idea).  

6) Who will make up your core customers and how do you plan to sell your services 
to them?  Keep this brief; you just need to have an idea at the moment.  Restrict 
your notes to one A4 page as we will be covering marketing more extensively 
later.  
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7) What is your growth plan?  What is your exit plan?  Write this down, half an A4 
page for each heading.  

8) What will be your trading style? Decide and take the appropriate action. Make an 
appointment with an Accountant to discuss your best options.  

 

When you have completed the above 8 Points you will have the foundations to start 
building your business. This is where it gets exciting.  
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CHAPTER TWO - LEGISLATION 

 

Environmental Health 

If you produce food at home, handle food or package food, you will be required to comply 
with the Food Hygiene (England) Regulations 2006.  The first thing you should do 
therefore, is obtain a ‘Level 2 Food Safety in Catering Certificate’. This currently costs 
£18.00 and can be achieved within 3 hours online. If it’s not possible for you to do an 
online course then your local council will have lists of places that you can attend, a physical 
attendance course is typically one day and costs between £50 and £60 depending upon 
where you live. This short video by the Food Standards Agency gives an explanation of 
the ratings scheme; although most of the examples shown are restaurants the same 
principles apply to a home food producer:- 

https://www.youtube.com/watch?feature=player_embedded&v=zU8806-PEgU 

Generally, if you are just baking cakes from home then this is usually classed as ‘low risk’, 
however, if you plan to use fresh or cooked meats then you will need much more stringent 
practices put in place such as two separate fridges. As a basic, most councils will require 
you to have at least a 1½ bowl or 2 bowl sink; one is to be dedicated for hand washing.  
Hot and cold running water must be available at both sinks all the time. A dishwasher is of 
course ideal.  

Keeping accurate documents is essential, contact your council and ask for a copy of ‘Safer 
Food, Better Business’.  This is a comprehensive folder which outlines everything you need 
to put in place to ensure you are running your business safely and professionally.   

When you have your Food Hygiene Certificate and documentation in place and before you 
start trading you will need to contact Environmental Health and make an appointment to 
have your kitchen inspected. You want to achieve nothing less than a Level 5 so don’t 
invite them around until you are sure you are compliant and you and your kitchen is ready 
for inspection.   

The following checklist will help you decide if you are ready for inspection: 
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1) Is your kitchen in good condition? Are your walls, floors, ceilings and 
work surfaces adequate with no breaks, scratches, holes, or anywhere that 
bacteria can harbour? 

2) Do you have adequate storage space for your finished products and 
ingredients?  Cooked products need somewhere hygienic to cool before 
you can package them, have you thought about this and what you will put 
in place in the fly season?  

3) All of the utensils and equipment you plan to use must be in good repair.  
If you are planning on inviting the general public to your home 
everything electrical that comes into contact with visitors to your home, 
will need a PAT test (portable appliance test) – check with a registered 
electrician to find out more and book an appointment.   

4) What containers do you plan to use to store your food once prepared; did 
you know that cakes containing cream or butter icing should be 
refrigerated at 8°C or less? You should not consider producing anything 
containing raw eggs that won’t be thoroughly cooked, such as mousse.  
Buy a fridge thermometer and keep a record of temperature checks you 
make, preferably daily.  

5) If you have pets and usually feed them in the kitchen, consider moving 
their bowls to another place.  

6) You must not carry out laundry at the same time as food preparation.   

7) Once you have opened a food package, reseal in a clean plastic bag and 
label when you opened the contents.  This is also important if you use 
fresh cream or pasteurised egg white.  Make a note on the carton when 
you open it.  Store fresh eggs in the fridge until you are ready to use 
them.  Only bring them to room temperature before use.  

8) Family members who are not involved in the food preparation must be 
kept out of the kitchen while you are preparing foods; consider how you 
will prevent your toddler from coming into the kitchen while you are 
baking or preparing food for public consumption.   
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9) Make sure your Anti-bacterial spray is compliant with BSEN1276.  The 
label will clearly state this.  Before you start work make sure you clear 
your counter tops of all but the necessary items and disinfect all of your 
work surfaces. 

10) Carry out a risk assessment so you can identify potential hazards and the 
controls you have put in place to rectify them before you start to trade.  
For comprehensive information, go to 
 
http://www.hse.gov.uk/risk/assessment.htm 
 
As an example, do you know what allergens are in the products you buy 
from your suppliers?  When you sell your pre-packaged food (e.g. boxed 
cupcakes) your ingredients label must state the allergens that are, or may 
be present. If the ingredients do not contain peanuts but nevertheless you 
have them in the house; there could be a risk of cross-contamination and 
this risk no matter how small, must be highlighted on your label.  It is 
okay to state “Products are produced in an environment in which nuts 
may be used and we cannot guarantee this item is nut free”.  This would 
also apply to other allergens such as Gluten, Soya, dairy products, eggs, 
sesame seeds, sulphur dioxide and Lupin).  For further details visit 
www.food.gov.uk.  
 
Incidentally if you plan to attend Farmer’s Markets or any other kind of 
Fair it is highly likely they will want to see your Public Liability 
Insurance, Food Hygiene Certificate or Environmental Health Certificate 
and will want a Risk Assessment on file.    

11) Buy a First Aid box with a box of blue plasters and an accident book.  
This is especially important in you are considering employing staff and if 
you have members of the public coming to your house.   

12) Consider buying a Fire Extinguisher for your kitchen and a fire blanket.   

13) Consider buying a ‘hands free’ soap pump, paper towels and dispenser 
for your kitchen.  
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A Note on Planning Permission 

Running a business from home and planning permission are complicated subjects and 
you need to seek expert advice.  Whilst you may not need planning permission to work 
from home, you most certainly will need permission to erect a road-side sign, even if it is 
on your land or work from a shed in your garden.  Planning permission is a complex 
subject and decisions seem to be made at the whim of each and every council. To avoid 
any disappointment and delay to your business, check with local your council’s planning 
department to make doubly sure you are in the clear.   

 
HM Revenue & Customs 
 
As soon as you are ready to start trading you must advise the tax office that you are now 
self-employed, this is easily done online using the link below.  Most small businesses 
find it easier to conduct their tax year to fall in line with the tax office; your tax return 
runs retrospectively from April to April. It is recommended that you use a qualified 
Accountant to complete your first year tax return; they can offset your start-up costs and 
will be able to make sure you pay as little tax as possible in your first year. To register 
with HM Revenue follow this link: 

https://online.hmrc.gov.uk/registration/newbusiness/introduction 

 
National Insurance Contributions 

As a self-employed person you will normally have to pay Class 2 National Insurance.  
There are certain circumstances where you might be exempt, for example, if your 
earnings are very low.  Your Accountant will be able to advise you further, or go to:- 

http://www.hmrc.gov.uk/working/intro/selfemployed.htm#3 

Value Added Tax 

Currently you do not have to register for VAT unless you anticipate your turnover 
exceeding £79,000 per annum.  However, there are sometimes cash flow advantages and 
it may benefit your business to voluntarily register for VAT.  This is particularly 
beneficial as a home baker because cakes and bread products are (currently) zero-rated 
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items, if you then buy in standard-rated items such as bars of chocolate, you would 
receive a refund from HMRC. However, the rules are once again, very complicated and 
mistakes can be expensive so, do get professional advice and consider carefully the 
implications for registering, make sure the cost benefit outweighs the extra admin 
involved in collecting and submitting your quarterly VAT returns. It’s worthwhile 
employing a book-keeper to do this task and their wage may counter the VAT you save.  
On another level, if you plan to only deal with other businesses, showing yourself as 
VAT registered does tend to give the impression that your business is bigger than it may 
be and this in turn gives a more professional image, only you and your professional 
advisor can decide which is best for your individual circumstance.  

http://www.hmrc.gov.uk/working/intro/selfemployed.htm#3 

 
Business Bank Accounts 

Whilst it is not a legal requirement to open a business bank account, it does make sound 
financial sense to operate your business and personal accounts separately and will 
certainly make your accountant’s job a lot easier at the end of the tax year. This is also 
more advantageous if you intend to apply for a bank loan or business overdraft. Most of 
the high street banks offer free banking to business start-ups for anything from one year 
to eighteen months, check out their web pages or visit your local branch.   

Labelling 

If you intend to sell food that is packaged you will need to make sure you comply with 
some basic rules. Your local Trading Standards office will be able to give you further 
advice.  Primarily you must have: 

Clear and easy to read product ingredients 
They must not be misleading 
They must state your business name and contact details (this can be your website address)  
Special storage instructions 
Best Before or Use By Date 
Whether your food contains allergens, or may be likely to contain allergens. It has been 
the law since December 2014 that you state whether your product contains certain 
allergens. See: 
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https://www.gov.uk/food-labelling-and-packaging/ingredients-list 

https://www.gov.uk/food-labelling-and-packaging/food-and-drink-warnings 

For more information on this subject visit: 

http://www.tradingstandards.gov.uk/advice/advice-business-fdlabelsum12.cfm 

 
Statutory Legislation 
 
The following Statutory Legislation is often only applicable to employers who employ 
staff, however, if you are planning to invite members of the public to your home as part 
of your business, or, employ staff, it doesn’t matter how many or whether they are part-
time/ temporary/seasonal workers or full-time you will need to comply with and should 
be aware of the following Statutory Legislation. This list is not definitive and laws 
change so do make sure you make your own enquiries regarding what you need to put in 
place to comply with Statutory Legislation.  

 
Health and Safety at Work Act (1974) 

This Act sets out the minimum standards of health, safety and welfare that should be put 
in place in the workplace.  Every employee has a duty to work in a manner that does not 
endanger the health, safety or welfare of themselves or others. They must not interfere 
with or misuse the items provided in the interests of Health & Safety. 

Employees must co-operate with their employer on the subject of Health and Safety, and 
should report any hazards immediately. 

Health and Safety is enforced by Environmental Health Officers. 

Reporting of Injuries, Diseases and Dangerous Occurrences Regulations (1995)  
 
Employers should report any such cases to the HSE Incident Contact Centre (Health and 
Safety Executive). This includes loss of sight, amputation, fracture and electric shock. In 
all cases where a personal injury of any type occurs, it should be recorded in your 
accident book. 
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Health and Safety (First Aid) Regulations (1981)  

Whatever the size of your business, you should always make sure you have a First Aid kit 
on site, as well as an eyewash bottle and if you are working with food, blue plasters. You 
should ensure this is fully stocked at all times.  First Aid Kits that comply with ACOP42 
(Approved Code of Practice for First Aid at Work) can be purchased from as little as 
£20.00 from any office stationery supplier.  Try: 

www.paperstone.co.uk 

It may be worthwhile considering a basic First Aid Qualification, even if it’s knowing 
how to handle burns or fainting correctly it will make you more confident should a 
problem arise in your home with a visitor or staff member.   

 
Manual Handling Operations Regulations (1992)  
 
This is relevant wherever manual lifting occurs to prevent skeletal and muscular 
disorders. The employer should undertake a risk assessment for all activities involving 
manual lifting.  

Provision and Use of Work Equipment Regulations (1998) 

This states the duties for any users of equipment. It identifies the requirements in 
selecting and maintaining suitable equipment, as well as the training and safe use of it. 

The Personal Protective Equipment (PPE) At Work Regulations (2002)  
 
This requires employers to identify activities which require special protective clothing, 
which must then be made available.  Whilst this doesn’t apply to a home-based business 
producing food, you could extend the provision of this course to include providing 
aprons, hair nets or white coats for your staff; maybe even non-slip shoes if you identify a 
problem in this area when you carry out your risk assessement.   

The Regulatory Reform (Fire Safety) Order (2005)  

All premises must have adequate means of dealing with a fire and all members of staff 
should know where these are. This can include fire extinguishers and blankets; however, 
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you should only operate a fire extinguisher if you have been properly trained to do so. All 
equipment should be checked and maintained regularly. 

If you live in a rambling house or a town house where escape might not be evident then it 
would be good practice to advise staff and visitors what to do in the event of a fire; advise 
location of alarms (if any), exits and meeting points.   

Electricity at Work Regulations (1989) 

Electrical items are potentially hazardous and should be used and maintained properly. 
You should always ensure that you are fully trained on a piece of equipment before 
operating it.  

All electrical equipment should be regularly PAT tested to ensure it is safe to use. If any 
equipment is deemed to be faulty or unsafe, you should stop using it immediately and 
report the problem. Make sure the equipment is clearly marked as faulty until the 
problem has been corrected to avoid it being used by other members of staff. 

Control of Substances Hazardous to Health (COSHH) 

COSHH regulations cover the essential requirements for controlling exposure to 
hazardous substances, and for protecting people who may be affected by them. You 
should carry out a COSHH assessment to identify all chemicals, products or other 
substances which could cause harm.  

A substance is considered to be hazardous if it can cause harm to the body. It poses a risk 
if it is inhaled, accidentally ingested through miss-identification or contamination in food, 
in contact with the skin, absorbed through the skin, injected into the body or introduced 
to the body through cuts.   

Always check the ingredients and instructions of all products to see what they contain 
and ensure they are stored properly. If the product could cause harm, it should be listed 
on your COSHH assessment, together with what the risk is and who is at risk from it.  
 
Next, decide on how to minimise that risk. If you can, try to replace high risk products 
with lower risk ones. Never leave chemicals identified as hazardous in areas accessible to 
the general public. Do not forget, COSHH substances include those used for cleaning. 
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Make a note of the steps you will take to prevent cross contamination of products and 
food into your Risk Assessment Policy.  

Working Environment 

The Workplace (Health, Safety and Welfare) Regulations 1992 sets the down specific 
requirements for most aspects of the working environment. Regulation 7 deals 
specifically with the temperature in indoor workplaces and states that:  

‘During working hours, the temperature in all workplaces inside buildings shall be 
reasonable.’ 

The room should be clean, and the floor dry and not slippery. You should ensure that the 
room is always well ventilated and of a suitable temperature. 

The lighting should be suitable for work to be carried out and if not consider how you can 
bring in additional lighting such as an anglepoise lamp.  However, any such items would 
need to comply with the Electricity at Work Regulations mentioned above.  

Consumer Protection Act (1987) 

This Act aims to protect the customer from unsafe or defective services or products.   

Sale and Supply of Goods Act (1994)  
 
This states that goods must be as described and of satisfactory quality. They should be fit 
for purpose and safe for use. It is the responsibility of the retailer to correct a problem 
where the goods are not as described. 

Trade Descriptions Acts (1968 and 1972)  

These Acts prohibit the use of false descriptions of goods or services. Information must 
always be accurate, false comparisons must not be made and misleading price 
comparisons must not be made. A product may not be described as being of a ‘reduced’ 
price if it has not been available at the higher price for a minimum of 28 days. 
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The Smoke-free (Premises and Enforcement) Regulations 2006  

Smoking in public places and the workplace is now against the law. This subject is dealt 
with as a public health matter within Great Britain. The Department of Health takes the 
lead on this in England, in Wales this is a matter for the Welsh Assembly Government 
and in Scotland it is the responsibility of the Scottish Executive. Follow this link for 
further information.  

http://www.hse.gov.uk/contact/faqs/smoking.htm 

 
Disability Discrimination Act (1996)  
 
You should ensure that customers or employees are not discriminated against on the 
grounds of disability. You cannot use this as a reason to refuse to provide a service, 
provide a service to a lesser standard or fail to make reasonable adjustments.   The 
Disability Discrimination Act gives disabled people important rights of access to 
everyday services. Service providers have an obligation to make reasonable adjustments 
to premises or to the way they provide a service. Sometimes it just takes minor changes 
to make a service accessible. What is considered a reasonable adjustment for a large 
business for example, a bank may be different from what is a reasonable adjustment for a 
small local shop. It is about what is practical in the service provider’s individual situation 
and what resources the business may have. A business would not be required to make 
adjustments that are not reasonable because they are unaffordable or impractical.  Follow 
this link for further information:- 

http://www.hse.gov.uk/disability/law.htm 

 
The Equality Act 2010   
 
This Act prevents discrimination against anyone because of their:  
 
age 
disability 
gender reassignment 
pregnancy and maternity 
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race - this includes ethnic or national origins, colour or nationality 
religion or belief - this includes lack of belief 
sex 
sexual orientation 
marriage and civil partnership  
 
Follow this link for further information on this Act. 

http://www.hse.gov.uk/equality-duty/equality-act-2010.htm 

 

Music Licences 

If you play music for the listening public, you will need to ensure that you hold the 
correct licences to do so. These licences give legal permission to play that music. Playing 
music in a class would be classified as a public performance, and this includes music on 
television channels, radios, CDs, MP3 players and music on hold. Phonographic 
Performance Limited (PPL) collects and distributes money for the use of recorded music 
on behalf of record companies and performers. The Performing Right Society (PRS) 
collects and distributes money for the use of music and lyrics on behalf of songwriters, 
composers and publishers. Playing recorded music in public legally requires you to 
obtain both licences.   This can be obtained here: 

http://www.prsformusic.com/Pages/default.aspx 

 
Data Protection Act 1998 

The Data Protection Act 1998 is designed to safeguard personal data, such as the 
information kept on customer record cards. This balances the needs of businesses to 
collect and use this information against the right of the individual’s privacy.  

If you are processing personal data on a computer, then you should notify the Information 
Commissioner. 
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Individuals have a right to have access the data you keep about them; however, they must 
have a valid reason to request this, other than just wanting to see it. This request must be 
made in writing and you must respond to it. 

You should not share any data kept about a customer with a third party unless they have 
given permission for you to do so. 

You should always ensure that the personal data you keep is kept securely, whether this is 
on a computer or paper records. This information must remain private at all times. 

 

 
Insurances 

There are two main insurance requirements you need to consider for your business: 

Public and Products Liability 
Employers Liability (if you intend to employ staff) 

In addition, you will need to take advice regarding your home insurance and whether this 
is affected by you choosing to operate a business from home.   

If you plan to transport products and equipment, perhaps to markets and fairs; or offer a 
delivery service to your customers and you are using your private vehicle you will need 
to contact your car insurance company as this may invalidate your insurance.   

Public & Products Liability typically £1m or £2m covers, provides insurance against 
accidental injury to the public caused by your business operations.  Products Liability 
covers you for illness or injury caused to a member of the public. There are a number of 
companies offering insurance, try: 

http://www.balens.co.uk 
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Chapter Two - Your 9 Point Action Plan  
 
 

1) If your business plan includes any aspect of handling food, look in detail at your 
kitchen, equipment and utensils and make any necessary adjustments to ensure 
you are compliant with statutory food regulations. Book an inspection with your 
Environmental Health Office once you are sure your kitchen is compliant.  

2) Look at setting up a Health and Safety policy, especially if you are considering 
employing staff.   

3) Purchase an Accident Book (any permanent record book will do). 

4) Consider taking a First Aid course and purchase a compliant First Aid Kit. 

5) Draw up a Risk Assessment policy.  

6) Consider your needs and take out all necessary insurances.    

7) If appropriate get licensed to play music. 

8) Make sure you are aware of all Statutory Legislation that may affect your 
business and take the necessary steps to implement these.  
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CHAPTER THREE – BRANDING  

 

Your brand identity is one of the most important things about your business: 

1) It defines your business 

2) Customers instantly recognise who you are 

3) Protects your Intellectual Property Rights 

4) Has value  

 
Your Brand 

Branding is not just about the name, it’s the overall feel of the business, the look, the 
logo, even the colours.  Deciding on your business look takes time and if you don’t have 
a definite idea it may pay you to employ the services of a Graphic Designer to come up 
with some ideas for you. Whatever you decide, make sure you love it because it will be 
expensive to change it in the future. Your logo and colours will then be used on 
everything you put out in the public domain, your website, email, products and 
packaging.   

A well thought out Brand helps your customers identify who you are and your products, 
especially if your products are competing with others on the top shelf of a retail outlet. If 
you don’t think colour plays that vital role, just think Tiffanys, Cola, Virgin or Orange.  
Their colours immediately identify the company.  

When you have decided on your logo and colour you then can decide whether you want 
to register your business name as a Trade Mark.  To register a business name it has to be 
‘Distinctive, not descriptive’. Cornish Ice Cream or Norfolk Cupcakes would not be 
approved as they are descriptive names.  However, you can still register such names with 
Companies House as a Limited Company and this offers some form of protection for 
your business name, for example another company operating in the same line of business 
would not be able to use the same name.   
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Think of a Trade Mark as being easily transferred to other businesses, Virgin is a classic 
example; this name is across a wide diversity of businesses, from makeup to airlines!  
This is where the exercises in Chapter One will help; if you intend to diversify, expand to 
other regions or franchise your business then you need to think of a name that can be 
licensed and protected by a Trade Mark. Incidentally a Trade Mark can also be applied to 
a product – Dairy Box, Black Magic, Quality Street are examples of this, or if you have 
come up with a quirky or distinctive strap line for your business then you could think of 
protecting this with a Trade Mark, the big supermarkets are good at this, think Asda 
“Saving you money every day” or Tesco’s “every little helps”.   

Intellectual Property 

It is estimated that 96% of companies do not know the value of their Intellectual Property 
let alone have an IP Policy in place. Your Intellectual Property includes your Brand, 
patent, design, copyright or trade secret (maybe a family recipe handed down through the 
generations).  These can all be protected.  Once you have registered or licensed your IP 
you have legal protection and you can stop others copying your ideas.  

Copyright is also part of your IP and protects your website, promotional material, 
photographs, music, anything that you personally produce. Copyright is automatic and 
does not have to be registered but it is recommended that you use the © symbol with your 
name and date after, to ensure that others know you are claiming recognition as the 
author of a particular work.  This is particularly important on your website as copying 
texts and pictures is rife on the internet.   

Valuing your IP 

As a small business start up the value of your IP may not at first seem relevant to you; but 
with future growth in mind your IP could actually be worth more than the tangible assets 
of the business. The Branston Pickle factory in Bury St Edmunds was sold a few years 
ago, to a Japanese company for £92.5 million!  This sale included the factory and its 356 
workforce, I doubt very much whether the premises was worth anywhere near this much.  
Premier Foods, the previous owners knew the value of their brands and set about raising 
£330 million from the sale of their branded goods.   
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Additional ways your IP may be valuable could be in product licensing or franchising.  
The franchisor gives their franchisee permission to use the brand, trade mark, licenses 
and IP.  In return the franchisee pays the franchisor a percentage of their earnings.  

Hopefully this has given you some idea of whether or not you need to register your 
business name, product or strap line but much further detail can be found at the IP Office, 
this is also where you can register your Trade Make and take a free IP Health Check for 
your business.  Full details are on their website.   

 

Full details and how to register your Trade Mark can be found here: 

 www.ipo.gov.uk 

To register a business name with Companies House visit: 

www.companieshouse.gov.uk 
 
For logo ideas and Royalty Free Pictures try: 

www.fotolia.com 
www.shutterstock.com 
www.canva.com 
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Chapter Three - 5 Point Action Plan 

 

1) Decide your brand identity, colours, and logo if you intend to have one, decide 
whether you will include a strap line. If you need help with this try Canva.com or 
Vistaprint.co.uk for ideas.  

2) Think about employing the services of a qualified Graphic Designer.  

3) Decide whether to protect your brand and which products or services may also 
need this protection.   

4) Ensure you copyright protect everything you produce.  

5) Visit the IP website and take the free IP Health Check 

www.ipo.gov.uk 
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CHAPTER 4 – YOUR BUSINESS PLAN  

 
This chapter deals with the important business of really focussing your mind on what you 
want to achieve for your business.   

A Business Plan helps you achieve this and a Cash Flow Forecast enables you to see how 
much you need to earn to cover your overheads and when you might be able to see a 
profit for your business.   

A Business Plan is like a story, it contains your ideas, your hopes and fears for your 
business. Therefore, before you can begin to formally write your Business Plan it is a good 
idea to do a few exercises on paper that sets out exactly what you want to achieve.  A good 
business plan will evolve over time and needs to be reviewed on a regular basis.  

The first questions to ask yourself, therefore, are:- 
 
Where are you now?  Where do you want to be?  How are you going to get there? 

As a new Start-Up the first question is simply answered.  The second question draws on 
the subjects discussed in Module One, your future plans for your business “Is your 
business expandable? Or do you just want to keep it local”. Helping you achieve 
“How you are going to get there” will be a combination of your Business Plan combined 
with your Marketing Plan (discussed in Chapter Five).   

You may find it easier to write a Business Plan if you first address your goals, not just for 
the business but for your personal life as well.  Next break down your goals into 
achievable bite-sized pieces; think about an achievable time-line; goals need to be 
achievable and in realistic time-lines. Unless you have an unlimited budget to start your 
business and a team of experts at your side you are unlikely to create an overnight 
sensation, but you might do it in say six months or three years.  Set a target for your first 
3 months of trading, then 6 months, then one year. From there you will be able to quickly 
build a picture of what you are trying to achieve and how you will go about getting there.   

A second tool to help you write your Business Plan is a SWOT analysis. SWOT stands 
for Strengths, Weaknesses, Opportunities and Threats, this may be familiar to you.  
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In business terms what are your Strengths?  It may well be you!  Your determination, 
enthusiasm, unfailing belief in your business, perhaps you have mastered a skill that is 
new to the industry, perhaps you are lucky enough to be in an area that has no other 
competition. These are your Strengths.   

Weaknesses maybe a lack of knowledge in a certain area, this is easily rectified by further 
training, but it may also include perhaps the location of your business; off the beaten 
track you are not going to get any passing trade. Another weakness may be that you 
personally are very shy of promoting yourself; you can either try to put yourself on self-
development courses to overcome your shyness or rope in an extrovert friend.  
Alternatively, you will need to think of ways of marketing your business that overcomes 
this weakness.  

Your Opportunities will help reduce any weaknesses, you may have a very enthusiastic 
village community which supports you; perhaps you have a wide circle of friends and 
family who are also keen to promote and support you; perhaps your local shop will offer 
to stock your produce. Do you live in a tourist hot-spot? Can you capitalise on that in any 
way?  Think of all the areas that could be classed as an Opportunity for your business and 
write it down.   

Threats need, if possible to be eliminated.  A strong competitor with longevity will be 
difficult to compete with unless you can demonstrate you have a USP that is completely 
different to them (and you would have already demonstrated your USP in Module One).  
A recession, change to legislation or your supplier pricing going through the roof could 
also be described as threats.  

Having written down your goals and carried out a SWOT analysis you should now be in 
an excellent position to complete your Business Plan.  

An example Business Plan is below, you should be able to complete 80% of this; the 
remaining 20% will constitute your Marketing Plan.  
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BUSINESS PLAN 

(Your Business Name) 

 
THE BUSINESS PROPRIETOR’S NAMES 

 Your Business Address and Contact details 

SUMMARY 
 This is an overview of the business you are starting and should be a summary of the 

key points of your entire plan. The purpose of this summary is to explain the basics of 
the business in a way that informs and interests the reader, your readers could be your 

bank manager, financial backer or Accountant. 

ABOUT YOU 
What experience do you have in your proposed business; what are your key skills, do 

you have any specific qualifications? 

What sets you apart from your competitors? 

What is your USP? 

Will you be running the business on a day to day basis?  If not, how will the business 
be run? 

ABOUT YOUR BUSINESS 
With regards to your local market place, how would you describe your key 

competitors? What would you say they are well known for?  
What is your competitor’s USP? 

 Where do you think your customers will come from both now and in the future? 
 How will you ensure that your customers will return to you? 
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In addition to this information you could also add: 

Cash Flow Forecast (see next page) 

Marketing Plan (this is covered in Chapter Five) 

 

 

SWOT Analysis.   
Put your findings from earlier here 

ADDITIONAL INFORMATION 

How do you plan to develop your business? 

How will you manage working from home? 

Want are you plans for future development? 

Do you intend to employ staff? 

What services and products do you intend to offer? 

Any other information about you and your business? 
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Cash Flow Forecast 

Predicting cash flow may sound like a dark art to a new business start-up.  However, as 
with your Business Plan, breaking the forecast down into easy bite-size chunks helps.  If 
you get this right at the start you will not be surprised later by a cash-flow crisis. The 
easiest method is to start with an Excel spreadsheet; if you are not familiar with Excel 
then a simple ‘table’ within Word will do.   

Start a column headed ‘Costs’ and then 12 columns for the first 12 months of your 
business.  Then make a list under ‘Costs’ of everything you can think that will cost you 
money from the start of your business.  For this exercise we will also include a 
contribution your business will make to your home’s electricity, telephone and internet 
costs.  An example of what a new start-up cash flow forecast might look like is as 
follows: 
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The left-hand column lists everything you can think of that will be an expense to the 
business, note the total of £1,596 and no income against this month; this is your start-up 
cost so you will need to know where this money will be coming from. Throughout the 
year it’s also a good idea to include seasonal variations and in this example estimates a 
drop in sales in July and August due to peak holiday time but Christmas will rise. You 
will notice there is also an allowance for an increase in utilities in the winter months plus 
the additional petrol and postage costs that will occur due to an increase in sales, it stands 
to reason if there are more orders the delivery and postage costs will rise. You can see 
that at the end of 12 months there is a small profit of £1,308.00.  This example doesn’t 
take account of any wages for the first year.   

Cash Flow forecasting is very much guess work in year one; but knowing what the costs 
will be focuses your mind on how much money you need to take to cover those costs.  In 
year two you will have a much better idea of what money you will be able to make and 
translate these to a new Cash Flow Forecast, including taking a wage.  

Now consider what will happen if you don’t take the amount you need to cover your 
costs; where will that money come from?  If you don’t have an overdraft, savings or loan 
to fall back on, you could be in trouble; add an unexpected large order coming in and 
suddenly you don’t have the cash to pay for the products, extra packaging and maybe 
even delivery costs.  Even the biggest companies get this wrong.  The founders of 
Notonthehighstreet.com, Sophie Cornish and Holly Tucker, quote in their book “Shape 
up your business” that Notonthehighstreet was within days of going bust due to an 
unexpected cash flow crisis; even the biggest companies can come unstuck. 

When writing your Cash Flow Forecast it is important to remember that you might be 
showing this to your bank manager so do be realistic about the money you expect to 
make in the first year; if you are a fan of Dragons Den you will be aware of the number 
of prospects laughed out of the Den by unrealistic expectations of their sales.  

Another important consideration is allowing ‘when you will be paid’.  If you intend to 
concentrate on retail sales you will sell a product and get paid immediately.  However, if 
you intend to sell to shops you may have to wait a considerable while to get paid.  The 
bigger the company the longer they tend to take to pay their bills.  Some of the bigger 
supermarkets are renowned for not paying their suppliers for 90 days or more and while 
the prospect of supplying a large supermarket chain and the potential for increase in trade 
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this presents is enticing; you will need to carefully work out whether you can afford to 
pay for products, possibly staff wages, packaging etc for 3 months before you get paid.  
This also applies to selling product through Daily Deal companies i.e. Groupon, you will 
be expected to send out your product before you get paid by the DD company; bearing in 
mind how many sales these companies can potentially generate for you, and, the very low 
profit margin on your part, this is again another area that needs careful consideration 
before you commit.   

Putting business expenses on credit cards is an expensive way of raising money but a lot 
of small companies do this; you should make sure you add not only the repayment you 
need to make each month to your Cash Flow Forecast but the interest you will be paying 
on your purchases as this will affect your Gross Profit. Looking at the figures calculated 
over a year is sobering.  

Calculate your cash flow with sales 20% above your projection and 20% below and see 
what the figures look like. It maybe you need to restrict some enthusiastic purchasing or 
perhaps delay buying that additional machinery, but this allows you to see what happens 
one way or the other. If we calculate a 20% lower income on our example forecast above, 
the end figure results in a small loss. However, if you find your sales are coming through 
at a 20% higher level then you may be able to treat yourself to that new piece of 
equipment afterall.  Keeping an eye on your cash flow will enable you to plan more 
realistically.  

Setting up an easy book-keeping system 

There are many software systems on the market that will help you run your business on a 
day to day business so that you only need to employ your Accountant at the end of the 
year. Sage and VT are two of the more popular ones, but purchasing this software can be 
expensive and unless you are familiar with these packages you will probably need 
training in their use.   

If you intend to employ an accountant, a simple A4 lever arch folder divided month by 
month would be the absolute basic. Bear in mind the more your Accountant has to do, the 
more they will charge so make sure your invoices are filed neatly.  Make a note on your 
receipts if any business purchase is not immediately identifiable; keep all your petrol 
receipts, everything you buy for your business is tax deductable.  Buy a small box you 
can throw your receipts into quickly but then sort this box every week and file the 
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receipts into your Lever Arch File.  Even if you keep online records you will still need to 
keep paper records.   

If most of your sales are cash; make sure you identify where the income is coming from.  
A typed Word table or again an Excel spreadsheet will help organise your accounts 
logically. The accountant will also need to see your cheque book, any credit card invoices 
you have where you’ve used your card for business expenditure, and your bank 
statements.   

Give your Accountant plenty of time to do your accounts; the online self assessment 
filing deadline is 31st January; don’t leave it until 30th January and expect them to jump, 
they will be far too busy. If you are late with your filing, even by so much as five minutes 
past midnight, you will incur a £100.00 fine from the HM Revenue so avoid this by 
advance planning; check when your accountant wants your books and make sure they 
have everything you need.  

With regards to accountant’s fees; most will be able to offer you a fixed price for 
completing your end of year tax return so shop around but also speak to people and get 
recommendations.  If you develop a good relationship with your accountant they will be 
able to give you plenty of advice on where you can save money for your business; they 
will also be able to help you when the time comes to expand so it pays to employ 
someone you get on with and like as a person.  
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Chapter Four - Your 7 Point Plan of Action 

 

1) Set yourself 5 business goals and 5 personal goals with achievable timelines;  

2) Complete a SWOT analysis 

3) Start a Business Plan 

4) Complete a Cash Flow Forecast 

5) Consider opening a business bank account 

6) Buy a Lever Arch File and look at Accounting Software 

7) Engage the services of an accountant; get professional advice for your start-up. 
Show them your Business Plan and Cash Flow Forecast.  
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CHAPTER FIVE - MARKETING & PR ON A SHOESTRING 
 
Marketing is a huge subject and one in which you can spend a fortune with no guaranteed 
results. Knowing how to market your business on a shoestring therefore is going to be 
essential for your start-up. In this chapter we will look at a variety of ways you can do 
this. 
 
Before you begin any kind of marketing campaign you need to ask or remind yourself: 
 
Who are your target demographics? 
How will you monitor the success of your campaign? 
What is your budget? 
What is the best advertising medium for you at this particular time? 
What will make the customer come back to you?  
What are the benefits to the customer to use your company? 
What will ensure brand loyalty?   
 
In general people buy solutions that will solve a problem; they are looking for you to 
provide the right outcome for their problem.  So: 
 
You can provide a unique product; 
You can provide a product your customer couldn’t or wouldn’t usually make at home; 
You can provide value for money; 
You can provide quality and exceptional taste; 
You can provide a gift solution; 
You can provide a ‘spoil me’ treat; 
You can provide ethically produced products 
You can provide products from sustainable sources 
You can provide a locally produced product with low carbon footprint 
You can provide an experience they haven’t had before; 
 
The answers to these statements can form the basis of your short-term and long-term 
Marketing Plan.  It is said that it costs 5 times as much to reach a new client as it does to 
maintain an existing one, creating a Marketing Plan will help steer you in the right 
direction and keep you focussed on your end goal i.e. finding and then keeping your 
customers loyal to you.   
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Building a Web Presence 
 
The internet has the potential to let you reach a vast number of people; conversely it is 
also so highly populated it is difficult to make your tiny voice amongst the babble. 
However, there are ways that you can optimise your marketing to ensure your product or 
service is put in front of your target audience. But before you start any marketing, I 
would recommend you set up a Website.  
 
A website today is more than just a shop window, 
 

 It tells your customer all about you, your ethos and business including opening 
hours, how to purchase from you, how to find you or where you might be 
exhibiting.  

 Enables you to post fabulous pictures of your work.  
 Enables immediate purchasing using an online payment system.  
 Can host a blog page. 
 Drives customers to and from your Social Media pages. 
 Can capture email addresses enabling you to send personalised newsletters and 

special offers to your ‘opt-ins’ i.e. those who sign-up to your newsletter.  
 Inform your customer using good quality content 

 
Even novice computer users can easily build websites with the latest crop of fabulous 
‘template based’ web developer sites on the market today.  All you need is knowledge of 
Microsoft Word, no coding needed. Some (Moonfruit) offer free sites but bear in mind 
these will offer limited facilities. Before deciding which company to use, look around as 
they all offer different styles, payment plans and add-ons. Here are a few:- 
 
Wix.com 
Squarespace.com 
Moonfruit.com 
Bakedsites.com 
Weebly.com 
Vistaprint.co.uk 
123-Reg.co.uk 
Wordpress.com  
  
I use and recommend Wix.com because they provide beautiful templates, built-in apps 
and are easy to use if you’ve a little experience. Afterservice, not so good. This would not 
be a good fit for a novice. If you’ve no experience of developing a website, easier 
companies to use would be Vistaprint or 123-Reg. 
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Once you’ve built your website, you then need to open social media business pages with, 
as a minimum : 
 
Facebook 
Twitter 
Pinterest 
Instagram 
 
Whatever your personal opinion is about Social Media, running a business means you 
cannot ignore it. Social Media provides an opportunity for you to develop a relationship 
with your clients and for them to learn about you, your values and your business.   
 
 In addition, depending upon who your target audience is you might also consider: 
 
FreeIndex 
NetMums 
Gum Tree 
Local Directories 
 
All of these provide an opportunity for: 
 
Advertising & Promotion 
Increasing your brand awareness amongst your target audience 
Help to drive new customers to your website and social media pages 
 
Online Payment Solutions 
 
If you are planning to sell online, you will need an online payment solution. There are 
numerous companies that offer this service, two are: 
 
PayPal.co.uk 
Sagepay.co.uk 
 
PayPal is an American company which uses American law to process your payments; this 
means if a product is embargoed by America, you will not be able to sell these on your 
website and use PayPal as a means of payment.  
 
Sage pay is a UK company and therefore UK trading laws apply.  
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Applications for online payment solutions take time to process as the companies need to 
run verification checks, so it’s probably not a good idea to leave this until the day before 
a major promotion. There are advantages to using an online payment company:- 
 

 You can accept payments secure debit and credit card payments directly on your 
website 

 You can raise invoices 
 You can apply for a Card Reader enabling you to take card payments wherever 

you are; this is an extremely useful function if you plan to attend lots of fairs, or 
even if your customers physically come to you.   

 It is a safe way for your customers to pay you online. 
 Your payments can be left to build up or you can withdraw them to your 

designated bank account as soon as you receive the money. 
 
There are of course a few disadvantages:- 
 
You lose a percentage of your sale (rates vary). Payments might be held or frozen while 
the online payment provider carries out security and fraud prevention checks. Whilst this 
is rare, it does happen. It’s not usually a good idea to send goods until you have the funds 
cleared, however, this is no guarantee as your client can claim a refund, even after they 
receive your goods.  
 
If you prefer you could offer your customer an alternative form of payment such as direct 
bank transfer, sometimes referred to as bacs/baccs.  
 
Fairs, Food Shows and Markets 
 
Even though most of your day to day marketing will probably be done online, there are 
still many opportunities to promote your business through physical events aimed at 
retailing your product direct to your customer:- 
 
Charity Events 
Talks and Demonstrations 
Craft Shows 
Food Fairs 
Wedding Fairs 
Farmers’ Markets 
Seasonal Fairs 
Pop-Up Events 
Trade Shows 
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And don’t forget your promotional material!   
 
If you are a food producer, you will get more sales if you provide samples. It is proven 
that sales improve time and time again when samples are handed out. Of course not 
everyone will buy, but more will buy when you give away samples than not. 
 
Whilst you have your customer at your stall, try and capture their email details by 
running a small prize draw; it doesn’t have to be huge, perhaps a gift hamper. It does 
have to be big enough to make people want to stop and fill out their details.  Keep your 
form simple, just name and email plus a tick box that confirms they are happy to receive 
emails from you. This ensures you don’t get accused of ‘spamming’.   
 
When a customer does buy from you, give them a discount leaflet for example 10% off 
their next purchase, put an expiry on the offer of no more than one month, you want 
people to remember you and come back quickly before they forget. Then when they do, 
include another offer, perhaps a buy one get one half price or/& use it as an opportunity 
to give them details of other products or services you offer, perhaps a Loyalty Card.  It’s 
better to drip feed rather than drench them in multiple offers which can be confusing.   
 
Perfect your presentation at events; a well thought out stall is attractive and encourages 
people to come and have a closer look. Get some ideas from Pinterest or push the boat 
out and buy some purpose-made Retail Display units, check out the very lovely 
www.wbc.co.uk which has lots of reasonably priced units mostly for foodies but their 
display ideas work just as well with other mediums.    
 
Specialist Retail and Trade Food Shows 
 
Trade events are an altogether different animal but if you intend to sell only to Trade you 
will need to attend at least two seasonal events; the bigger the event the more likely you 
are to have larger department store buyers attending, but of course this also means the 
shows are more expensive to exhibit at.  If you are able to add this to your start-up cost 
then expect to pay around £2 - £3k for a two to three day top rated event.   
 
General Gift Shows 
https://www.topdrawer.co.uk 
https://www.springfair.com 
http://www.harrogatefair.com/ 
https://www.pulse-london.com/ 
https://www.homeandgift.co.uk/ 
https://www.gleebirmingham.com/ 
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Food Shows 
http://www.festival-of-food.com/ 
http://www.festivalchocolate.co.uk/ 
http://www.realbreadfestival.com/ 
http://www.teacoffeefestival.com/ 
http://www.cheesewinefestival.com/ 
 
 
These events demand a high quality of display, if you’ve never been to one as a customer, 
it would be a good idea to attend at least one to get an idea of what you would be 
expected to achieve, the amount of stock you will need including stationery, posters, 
handouts and of course your all important diary and order book.     
 
Pop-Up Events 
 
Could you host an event at your home, or, get some friends to do it for you?  Could you 
invite enough people to hire the local community or village hall?  These are a good way 
of introducing yourself to your potential local customers. Are there Pop-Up Events in 
your area being organised that you could get involved with?  These enable you to dip 
your toe in the water, test your market and get customer feedback on your products.   
 
Loyalty Cards 

Loyalty Cards are a great way to keep your customers coming back to you but make sure 
you add terms; for example, must be used within 6 months.  It is no use to you if a 
customer builds up their Loyal Card points and then comes back two years later to 
redeem their free offer! Get a smart looking card so people want to keep it in their purse 
or wallet; of course it goes without saying, make sure your details are on the reverse of 
the card.  Most printers can supply you with these, try: www.instantprint.co.uk.   

Referral Marketing  

This type of marketing can work two ways, you can offer your existing customer a 
discount on future purchases or a free gift in return for an introduction to his or her 
friends.  When the friend orders from you, include the same offer, you will quickly build 
up a database of new customers.   

The next type of Referral Marketing is to look at other businesses around you and see 
whether you could offer a service they do not that doesn’t conflict with what they offer.  
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For example, Wedding Shops will often allow hairdressers and beauticians to leave 
leaflets on their counters and in return the Wedding Shop advertises in their premises. 
Wedding shops are usually inundated with this type of request so where else could you 
look?  Perhaps a local café too small to make their own cakes/muffins/bread, perhaps 
they could also be persuaded to let you stock some retail items for their customers? Are 
you a mechanic offering car maintenance classes? Would your local DIY shop let you 
advertise in return for your own recommendations of their products or sending your 
students to them.  

Newsletters 

Newsletters are useful because they enable you to target customers with specific offers; 
and best of all these customers have already ‘opted-in’ to receive your newsletters and are 
willing to hear from you. There are many companies that provide easy to use newsletter 
templates in much the same way as the websites; if using Wix, they provide apps you can 
put on your web pages that will link with these companies and capture the names for you.  
As with everything it does rely on your customers signing up and actively filling out the 
form.  Put the details on your home page and emails, get people to ‘opt-in’ so you can 
build your database quickly.  It does without saying you must have permission to send 
email marketing otherwise you will be classed as a spammer and may have your email 
account shut down!  Not good.  

Three companies that provide template newsletters are: 

Constantcontact.com 
Mailchimp.com 
Cakemail.com 

Costs vary and are generally based on how many people and how often you email so 
check out all three before you decide which one to use.   

A newsletter once a month is usually ideal plus maybe one or two special offers or event 
invitations but don’t send out too many newsletters or people will get bored with them 
and won’t read them.  

What to include in your newsletters?  It’s okay to include items you’ve added to your 
Social Media pages but people who subscribe to your newsletters are often looking for 
exclusive content, so perhaps  
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Personal invitations to member only events 
Recipes only available to subscribers of your newsletters 
Special Offers and discounts 
Early bird offers before they hit your social media customers 
A peek into a new product line, launching soon.  
Information on ‘how to’ 
Troubleshooting advice 

Try to keep your newsletter short and sweet; article headlines should be punchy and draw 
people to read them; make sure your newsletters contain lots of brilliant pictures; 
contains keywords and links back to your website, social media pages and if you have 
one a blog page.   

Invite your email correspondents to ‘like’ your social pages and ‘share’ – offer a discount 
or special offer for referring new clients to you.   

Advertising 

Advertising is very expensive for a small business and of all the mediums the least likely 
to work, unless you can afford a campaign of multiple entries and large advertisements 
which, let’s face it most small start-ups cannot. If you do decide this is the way you want 
to go; ask the newspaper or magazine to give you some free editorial.   

One useful service most papers and magazines offer is a leaflet drop.  This is relatively 
inexpensive, and you can target your local area which is ideal if this corresponds to your 
target demographic. Monitor the success of your campaign by adding an offer or discount 
to your leaflet, again timed, to see how well you did. Don’t forget to add your contact 
details and website; the addition of your web address enables people to have a peek at 
you before they pick up the phone and order.  

Social Media Marketing 

The pages you have set up should reflect your brand; if you’ve been using a Graphic 

Designer they will be able to design a cohesive look for you to upload to your social 

media sites.  Everything needs to look bright, clean and inviting.   
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Here’s a run-down of the top 4 social media sites.  

Facebook 

Facebook is the biggest social media platform and of course one of the first.  If you 

choose only one, it should be Facebook. Running a business page on Facebook is 

completely different to your personal page; while your customers still want to get to 

know you; you also need to remember to present a professional image at all times, no 

personal rants!   

Having launched your Facebook page your first objective is to get fans or ‘likes’. The 

obvious route first of all is to harangue all your friends and family and get them to ‘like’ 

your page.  Then you need to build on this and there are many ways you can achieve a 

sizeable fan base reasonably quickly.   

Contests and Prize Draws - Everyone loves taking part in a contest, after all they might 

win something.  A good idea would be a launch Prize Draw offering a free gift or a taster 

experience day; take a picture of the 

prize, layer text over this picture (don’t 

forget it’s going to be shared) and then 

upload it to Facebook, Twitter, Pinterest 

and Instagram. Also add it to your Blog 

page and your website – more about 

blogging later.  Asking your ‘fans’ to 

like and share to help get you up to say 

your first 500 likes.  Here’s an example 

of an excellently worded Prize Draw, 

note the author asks for ‘Likes and a 

Comment’ as a condition of entry but 

says that ‘shares’ would be appreciated, 

this is because Facebook’s current terms 

and conditions don’t allow you to force 

people to ‘share’ to enter a competition.   
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Giveaways.  Another excellent medium for attracting additional ‘likes and shares’.  

Again, don’t forget to ask for a ‘like’ and that all important ‘share’.  

Boosting your post.  In other words, paid advertising.  If it looks as though your Prize 

Draw or Giveaway is performing well, why not give it a boost with a paid advert.  Prices 

start from as little as £3.00 upwards with the advert reach increasing correspondingly, 

although there is no guarantee of this.   

Call to Action. With everything you market you should have a ‘follow us’ button to 

encourage people to click on the link through to your page; this obviously includes your 

web page but also any emails and newsletters you send out.   

Ask a Question. “I like mine with a strong black coffee, what do you eat yours with”?  

Something as simple as that will have fans responding.  

Run a Poll.  I’m thinking of introducing a new flavour, curry and chips.  What does 

everyone think? 

Be humorous.  But please, keep it clean. Remember your target demographics, what 

would they like?  

For the fans that can’t come to you in person, post your recipes online. Create 

engagement by asking them to try them and see what they think then give you feedback. 

This still keeps them actively engaged in your business and ‘engagement’ is a word you 

will hear often in relation to Social Media Marketing. 

For more ideas look at competitors in your area and other businesses that may offer 

something unique and this will give you ideas for your own business, coffee shops and 

cafes, wine bars and bistros, tea shops, delis, anything food related that attracts you to 

them because they ‘think outside the box’ and offer just that little bit more to their 

customers.  There are so many possibilities based on your own unique position and 

talents; do you have musical connections?  Could you host an evening of wine and music 

which also showcases your own food?  If you know nothing about wine, look up local 

wine clubs and wine bars, is there someone who would come out and give a talk to your 
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members?  This type of thing combined with your brilliant hosting skills and wonderful 

food could very quickly build you a loyal fan base.   

All of these events, everything you do related to your business needs to be posted 

everywhere you have a Social Media account including your blog and webpage.  

But it’s not all about marketing a product or service, is it?  Well yes, it is of course but it 

has to be done discreetly. Whenever you see anyone explaining how to improve the 

interest in their social pages, they will talk about ‘engagement’.  There is a general 

understanding that you should post no more than one promotional status for every five 

posts of general interest. Social Media, is called Social for a reason, fans want to ‘know’ 

you, they want to hear about your business, they are following you for a reason, they 

like the products you are showcasing and want to know more.   

What else can you post?  Start to keep a file with little snippets of news that you come 

across on a day to day basis related to what you do.  If you keep any media reports you 

must remember to link back to that report and mention the author to avoid any copyright 

issues. Other ideas could be generated from: 

Activities you do within your day to day business “Up at 5am baking 

bread today” plus a picture of the food you’ve created. 

Something as simple as a ‘behind the scenes’ look at your kitchen or 

workspace. Fans love these glimpses of your life.  

Something you’ve seen elsewhere that is relevant to your business but 

that you think might interest your fans.  

Recommendation of a product that you use in your own business, you 

don’t need to give away a secret ingredient to a recipe, that would be 

foolhardy, but maybe where you buy those choice sultanas you put in 

your cakes, a little snippet of information that keeps excitement and 

interest in you. 
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Do you keep chickens and use the eggs in your cakes? Or perhaps have 

bees or have an allotment where your produce comes from? Take 

pictures and post to all your social media accounts, everyone wants to 

know the provenance of the food they eat and you will attract more 

followers. 

Adding a comment about a newsworthy event.  For example, there are 

always articles about ‘how good chocolate is for you’ and then the next 

week ‘how bad chocolate is for you’.  This type of thing related to your 

particularly niche would be very interesting to your followers. 

Following food bloggers, well known chefs, the media can all give you 

ideas for your own posts.   

Follow your competition!  Obviously don’t copy them but see if they 

can give you ideas you may be able to adapt and use later.   

If you plan to attend an exhibition, or know of an exhibition that your 

fans might be interested to attend then let them know, post a link to the 

relevant sites, make it easy for them.  

Met a famous chef?  Post the picture.  

As you start to gather information, file it in separate folders related to 

specific subjects, that way when you need some information quickly to 

put on your status you can pull it out from your file, hey presto instant 

Post, Tweet or Pin.   

Incidentally you should be thinking of posting at least three times per week and if you do 
manage daily, no more than 3 posts in a day.  Any more than this and people are likely to 
‘switch off’.  Keep your posting to know more than 20 minutes per day or you will find 
your time disappearing on the internet; most people will look at their Facebook pages in 
the evening after they’ve got home from work, put the children to bed, walked the dog 
etc. so a post late afternoon will mean it won’t get lost in the stream.  Remember, it’s not 
just you courting the attention of your fans.   
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But let’s not forget that the whole point of keeping a Social Media page alive is to gain 
new customers and increase sales.  A combination of all the above techniques will help 
you build your fan base quickly and keep your fans loyal and ‘engaged’. 

Twitter 

Twitter is a whole different animal to Facebook; its essence is that you can only write 
something (tweet) in no more than 80 words.  However, Twitter’s fans it could be argued 
are more business minded and the engagement is fast and furious as people get to ‘talk’ in 
real-time.  If you post interesting facts, your followers will ‘re-tweet’ in other words 
‘share’ this with their own bank of followers.   

As with Facebook you strive to engage your audience and build followers. This in turn 
will reap benefits including: 

Driving traffic to your website 
Helping to promote your blog 
Generates leads  
 

Pinterest 

Is a relative newcomer to the Social Networking scene but an excellent forum for a food 
business as it is all ‘image’ based.  This has obvious benefits to a business as you build 
your list of Followers in the same way you would any other Social Media platform.  
Creating a number of Boards based on different elements of your business will gather a 
wider audience.  For example a cake business might separate boards into 

Birthday Cakes 
Wedding Cakes 
Anniversary Cakes 
Cakes by Colours 
Chocolate Cakes 
Children’s Cakes 
Themed Cakes 
Sugarcraft Decorations 
 
In addition you could create a board that features recipes and tutorials. 
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Another advantage is longevity. People will visit and revisit your boards long after you 
posted your first content; this helps you constantly to be visible to new potential 
customers.  

Pins always refer back to source so if you upload your own pictures this will always be 
seen on the Pin no matter how many times it is repined.   

Pins should be easy to follow and should be everywhere you create work and publish 
content;  

Your website 
Your blog 
Your Facebook Page 
Your Twitter Page 
Emails if they contain relevant content 
Newsletters  
YouTube 

In addition to your own work you should also Pin other people’s content even if it only 

loosely relates to your own work or may be of interest to the people who follow you.  It 

could be as random as your ideal place of work and you pin pictures of gorgeous sheds 

and workshops; maybe you get inspiration for colours from nature or fashion, you could 

create a board called ‘my inspiration’ and Pin appropriate content to it.  The best pins are 

inspiring and draw people in, they tell a story.  

As well as Pinning other people’s work, you should follow as well, that way you can 

repin fresh content constantly and often gain new followers in return.   

Consider pinning new content at least once a day.   

How does all this relate to gaining new business?  Pinterest, like Facebook and Twitter 

creates active user engagement:- 

It has longevity 

It's visual and therefore ideal for a food related business 

It has the potential to grow exponentially 
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It drives traffic to your website and blog 

You can use Pinterest to see what’s trending, then use that information to carry out 

promotions.  

It increases referral traffic 

It helps create brand awareness 

It helps to increase your email opt-ins 

It helps influence customer purchasing decisions 

It helps increase your customer base 

It helps increase revenue, Pinterest customers spend on average 20% more than 

customers referred from alternative sources 

Instagram 

Like Pinterest is a visually exciting platform, however, unlike Pinterest which ensures 

your posts have longevity, Instagram posts disappear from the feed quickly. Networks 

such as Instagram really require more posting to keep you in front of your audience. A 

excellent tool to help you organise your social media posts is Later (previously 

Latergramme). Later enable you to upload your social media posts and schedule when 

you’d like them to go out. In addition, Later provide useful statistics which give you an 

insight into which posts are performing well and when your audience are most active. 

Worth using to help free up your time.  

www.app.later.com 

Blogs 

Blogs have been mentioned a lot in the articles above but why are these important to your 

business?  If you don’t like to write or find it difficult to put words to paper a Blog might 

be the last thing on your mind as you get busy setting up your new business.  However, 

Blogs should be treated like any other social media forum; they are good for your 

business.  Blogs tend to be dynamic, like Twitter and Facebook they encourage feedback 

and comments. You can Pin a favourite Blog, re-tweet or share.   
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Google search engines like websites that are constantly updated; if you post to a blog on 

your website once a week, it helps to keep you current. It’s also really important to keep 

using your keywords in your blog, being at the top of Google Search helps drive traffic to 

your website and most people will only click on the first few top companies listed in a 

search so you must try to make your website stay at the top, near to the top or failing this 

at least on the first page.   

Writing a blog establishes you as an expert in your field; it helps give your business 

personality and creates an authentic connection with you.  It also creates a global 

audience; these customers may not be able to physically buy your products but they can 

still engage with your business by reading your blog page, downloading your recipes and 

taking part in your competitions and Polls.   

Blogs help to grow your customer base, locally and globally. Don’t immediately dismiss 

overseas clients just because you are a home-based business. Many businesses pick up 

customers from overseas who want to place an order with a company locally to give a gift 

to a friend or relative living in your vicinity.   

If you find writing a blog tiresome you could outsource this work by either finding a 

Virtual Assistant or taking a look at the people over at Fivrr.   

www.fivrr.com 

Writing a blog enables you to post links to your Facebook, Twitter and Pinterest sites; 

increasing that all important engagement and referral activity.   

So what topics could you write about? Subjects you could consider are: 

New product lines 

Comments on current events – start of the latest Great British Bake Off series for example! 

How to tutorials 

Recommended products 

Special Offers 

Quizzes 
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Review of products you might be using 

Top 10 ……. UK breads / Places to Eat with a baby / Foodies shops to admire etc. 

Your personal opinion on a subject matter that affects your business. 

Case Studies of how people have used your product in a recipe 

Ask for opinions 
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It may seem reading this chapter that you will be spending all day updating your social media 
sites and will have no time to make any product let alone carry out product development and 
service your customers!  However, a good social media presence doesn’t happen overnight but if 
you spend just half an hour a day it will help you to start building a good social media presence 
and help to keep your website at the top of the search engines.     

Visit these sites to get ideas and inspiration for your blog pages:- 

www.foodgawker.com 

www.tastespotting.com 

www.blogher.com 

www.foodnetwork.co.uk 

Video 

Google and people, love video. Visual storytelling is fast becoming the best and most 

effective tool for business across the world.  A visual can tell you in 30 seconds what it 

will take a whole paragraph to read.  Once again food is a fantastic medium for video, 

you can create eye catching must watch videos, in a variety of subjects: 

Tutorials 

How To  

Marketing messages 

Recipes 

If you don’t have the technical skills or are camera shy you can copy content from 

YouTube and put it in your own website (you are only infringing copyright if you claim it 

as your own). You can pay people to speak for you, again Fiverr has lots of talent that can 

do this for you relatively inexpensively. Or, if you have the budget, you could employ the 

services of a professional photographer for a day and spend a day making and baking to 

produce photographs and a video for your portfolio.     

  



   70 

 

Uploading your video to YouTube is another way to get your business into the social 

media world.  YouTube is also a huge search engine. As with everything related to 

marketing putting out a video has to have an end result; what are you trying to achieve? 

Think about: 

Your customer, what are they looking for? Will it add value? 

Is your video shareable? 

Creating a video is time consuming and expensive; you want it to have shelf life 

You will also need to create content that will grab your customer in the first 30 seconds 

It is vital that you still use those keywords in the video description; include video as part 

of your social media marketing if you can and then place links on your social networks 

and website.   

Google and SEO 

Search Engine Optimisation is a term you have undoubtedly heard, maybe you know 

exactly what it means.  SEO simply means making sure that your website, blog and social 

pages can be found by the ‘robots’ that go out onto the net to search for terms related to 

your business. One of the biggest things you can do to help yourself be found is to use 

keywords related to your business throughout your website and social media pages. Then, 

every photo you post should be captioned.  For example, a post of some chocolate may 

have the caption:  Chocolate, Sea Salt Chocolate Truffles.  The keywords chocolate, 

chocolate truffles and Sea Salt describe the product.  

All of your page titles should start with your keywords.  The way to find these is first of 

all 

Think like a customer 

What would you search for if you wanted to find something you were selling?  Type a 

few words in a Google Search bar and see what it comes up with; you have the start of 

finding your keywords.   
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 When you build your website be aware of using these keywords but be careful not to 

overdo it and litter your home page with keywords, this is known as keyword stuffing and 

is frowned on by the search engines resulting in the opposite to that which you want to 

achieve.   

If you wanted to really narrow down the possibilities; Google has a free tool called 

Keyword Planner.  This gives you statistics related to the keywords you want to use.  

Check out: 

https://support.google.com/adwords/answer/2999770 

When building your website there are some ‘must do’ techniques for making sure you are 

easily found by the search engine bots. One of which is:- 

Put your business name in your header on the home page of your website and, what 

your business offers underneath. 

Use your keywords in the first paragraph of your website and as much as you can to the 

left-hand side of your paragraph.  Remember to annotate photographs with keywords.  

Public Relations (P.R.) 

As a small business we want to get free PR and the only way to do this is by having a 

newsworthy item that a newspaper or magazine would be happy to get hold of.  The best 

way of achieving this is by having an ‘angle’ or a human interest story.  A few years ago 

at the start of the first recession, Antonia Kime got herself a national newspaper article 

with the headline “Cupcakes saved my home! How I cooked up a plan to bake my family 

out of bankruptcy”. The article went on to describe how she started making cupcakes 

from her home kitchen and saved her family from losing everything they had. You can 

read her story here: 

http://www.dailymail.co.uk/femail/article-1251860/Cupcakes-saved-home-How-I-

cooked-plan-bake-family-bankruptcy.html 
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Hopefully you will not be in such dire circumstances to attract a newspaper article of this 

type, but it is this that is typical of the type of article a newspaper wants. You need to 

think of a way of creating a hook and then give them some valuable content.  If you are 

lucky enough to be asked to submit an article, you must be prompt, remember the news 

has deadlines and if you respond positively and quickly first time around they may be 

confident enough to ask you to contribute an article on your subject again in the future.   

Another method of trying to get a piece in the paper is simply to submit a Press Release.  

Again, you will still need that all important hook and clever title.  Contact your local 

paper and ask for advice and to whom you should submit your articles; and just because 

one doesn’t get picked up don’t give up, it may just not have been right at that particular 

time so keep on submitting your articles and with luck you will eventually have success.   

 

Online Shops 

At first it may not be apparent why it is necessary to open a third party online shop in 
addition to the e-commerce shop on your website.  However, they provide a valuable 
outlet for your home-made goods and help to drive traffic to your website, social media 
pages and blog and therefore; help to keep you on the first page of Google’s search 
pages. This, as we’ve already discussed above, is the holy grail of every business. In 
addition, some customers feel more confident buying through a third party company.  
Rightly or wrongly they know that if they have a problem with a product and it’s not 
resolved by the producer, the shop will step in and negotiate for them.   

The most popular and well known online shops you should consider are:-  

Notonthehighstreet.com (UK Company)  
Etsy.com (US Company)  
Folksy.com (UK Company)  
Amazon.com (US Company)  
Ebay.com (US Company) 
 

Notonthehighstreet is the biggest but doesn’t accept everyone; you need to have 
something very different, a niche market, which of course you have! NOTHS charge to 
register whereas other shops charge by listing and commission on sales.  
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Etsy.com is a fast growing site that is free and relatively easy to set up, they just charge 
you a small listing fee and commission for every sale.  Etsy, although a US company 
does give you the option of selling only to the UK or EU and has recently introduced 
Etsy Handmade.  If you intend to sell food to the US market you must make yourself 
aware of the export rules, check out the Food and Drug Administration for full details.  

Folksy is not so well known but would still be a good outlet for your hand-made 
products.   

Amazon and Ebay are huge and you will have massive competition, they seem to be 
dominated by well-known chains so consider carefully whether these formats are right for 
a creative, homemade goods shop. 

Before deciding which shop to post your products with, have a good look at all of them 
and see which suits your brand the best.   

Don’t underestimate the amount of time it takes to get your products listed and your shop 
online!  This has got to be the most laborious of jobs, so if you have a good techie friend 
or teenager looking to earn some pocket money, outsource the task! 

Make sure you take fabulous photographs of your products, white background and aerial 
shots are all very ‘now’ but keep on top of the trends by noticing what everyone else is 
doing.  If you are not confident with your photography skills consider outsourcing; one 
company www.shotbylucy.co.uk will take professional photographs of the products you 
send her.  Alternatively, ask around your local businesses or possibly college? Sometimes 
budding photographers just starting out will take photographs for you to help them 
expand their portfolio.  

In summary, keeping your website at the top of the search engines requires multiple 

actions:- 

Use keywords in everything you post; your website, social pages and your blog.  

Get people to sign up to your newsletter via your website; Google likes activity! 

Constantly refresh and update content on your website. 

Write a blog that is attached to your website 

Add video and link from YouTube to your website and vice versa 
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Allow people to buy product from your website 

Open an online shop with a third party such as NOTHS, Folksy or Etsy  
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Chapter Five - Your 10 Point Marketing Action Plan 

 

1. Create your Marketing Plan, keep it simple but concise.  

2. If you haven’t already done so, now is the time to set up or finish your website 
and social media pages 

3. Create a Social Media Marketing Plan, how, what and when. 

4. Research online shops and open at least one.  

5. Take fabulous pictures of your stock or hire a professional. Upload these pictures 
to your website and social pages 

6. Follow food bloggers and like-minded businesses and start to build an 
information bank of articles.  

7. Consider starting a blog yourself. 

8. Start creating a database so you can email your opt-in clients.  

9. Make sure every page of your website and social pages are keyword rich.  

10. Create your first Giveaway and post to all your social pages.  
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WHAT’S STOPPING YOU? 
 
Many people dream of starting a business of their own, very few take the leap. There are 
various reasons: lack of finances, family responsibilities, but it can also be self-belief and 
lack of confidence.   
 
Becoming successful is much more about your beliefs than it is about your current skills 
and talents. Recognizing the mental blocks that limit your success might be the most 
important step you can take on your journey to a successful life. Mental blocks are 
insidious. They begin at a young age and quickly become the norm.  
 
We become so used to their existence that we fail to question them. We learn to limit 
ourselves and blindly accept the criticisms of our family members, teachers, peers, and 
even strangers. 
 
If you are to succeed in your business you need to learn to recognize these mental blocks: 
 

 Your self-doubt is limiting your ability to take action. The most successful people 
tend to overestimate their abilities at first. However, studies have shown that these 
same people eventually grow to meet their expectations. Have the courage to 
believe that you are capable. You’ll ultimately prove yourself correct. 

 
 Also consider that the most pessimistic of people are the most accurate when 

assessing their skill at a new task. They also finish behind all other groups in the 
long term. Be optimistic and you’ll come out ahead. 
 

 You refuse to get or accept help from others. Life is too short to gain the 
necessary knowledge and perform every task yourself. You can find others that 
have already been successful in your field of choice. Seek these experts out and 
get the help you require. 
 

 You think you lack the necessary education. The percentage of highly successful 
people who failed to complete high school is staggering. While a lack of 
education can prevent you from becoming a brain surgeon, it’s possible you 
already have all the education you require to be successful in other endeavors. 
 

 You think your competitors are better than you are. Studies have shown that we 
tend to underestimate ourselves and overestimate others. Consider the fact that 
you might be giving your competition more credit than they deserve! Examine 
your competition and improve upon their efforts. Otherwise, ignore them. 
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 You believe that your goals aren’t achievable. If you’re sure you can’t be 
successful, you’ll never get started. Be objective with your goals. Are they really 
too challenging? Or are you failing to believe in your capabilities sufficiently? 

 
 It might be worthwhile to scale back your goals slightly until you feel more 

confident. You can always grow into your goals in the future. 
 

 You’re afraid to see your truth. It’s possible you’re nervous about discovering 
your shortcomings. It’s easy to maintain a little hope if you stay on the sidelines. 
After all, maybe you really do have what it takes. You haven’t done anything to 
prove yourself wrong yet. 

 
 Try your best and see what happens. You’re unlikely to be successful on the first 

attempt anyway. However, the second attempt will be better than the first. The 
third will be even more effective. Continue until you’ve attained success. 
 

 You believe that you lack the necessary time and money. Convenient excuses are 
tools of those that lack commitment. Successful people have started from every 
possible starting point. Some were wealthy. Others were very poor and had to 
work multiple jobs just to eat. 

 
 You can get started without financial resources. 

 
 You can find time if you desire to do so. 

 
Mental blocks are common, but you’ll notice that your most successful acquaintances 
have the fewest mental blocks. You have a powerful ability to succeed if you can 
enhance your mental state. Examine yourself for the most common success blockers. 
Once you’re able to recognize them, you’re able to address them. 
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IDEAS AND INSPIRATION 
 
Still not sure whether you can create a home-based business? Here are a few ideas and 
suggestions. 
 

1. Cake Maker ! 

Let’s start with the most obvious.  While you may think the market is saturated in this 
field, there is still room for someone who can come up with a unique product or service.  
The trick is to specialise in a niche that is not covered in the area where you live and to 
make sure you are the best at what you do.  Here’s some examples of people who have 
managed to offer a speciality service in an already crowded market.    

www.biscuiteers.com 

www.faithfullsqualitybaking.co.uk 

http://www.scrumptiousbuns.co.uk 

www.julietstallwoodcakesandbiscuits.co.uk 

Then of course there are celebration cakes and Wedding cakes.  Granted wedding cakes 
require a lot more technical expertise, but if you do not have the confidence or skill to 
produce a traditional iced wedding cake, you could still break into the wedding cake 
market by specialising in a different kind of wedding cake, for example rustic wedding 
cakes or wedding cakes made from cheese. Celebration cakes don’t always have to be 
covered in buttercream or fondant.    

 
2. Confectioner / Chocolatier  

Chocolates, fudge, marshmallows there is a huge choice in this category some requiring 
more knowledge and specialist equipment than others, but if you have a hankering to 
make sweets then this could be your business.  Chocolate is notoriously difficult to work 
with so establishing yourself as an expert in this field could give you an advantage over 
the competition, it would pay you to check out courses run by professionals to not only 
give you confidence in what you do but insider tips as well.  Callebaut are one such 
company and run courses in the UK and Europe.   
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3. Catering 

If you love providing food for large parties and are a super organised person, then this 
might be a good stay at home business for you.  You will need a large kitchen with plenty 
of work space, a separate commercial fridge would be ideal plus platters, display plates, 
and tons of crockery and cutlery.  An eye for a beautiful table display would also be 
advantageous.  You will need to decide whether your customers will collect from you or 
whether you will deliver, in which case you will need a dedicated van (one that you, the 
kids and your dogs are not using daily).  If you don’t like the idea of driving perhaps you 
could consider employing a driver for an hour or two a day to do all your deliveries for 
you, as you get busier you may have to do this anyway to free you up to continue making 
and baking at home.    Catering is a great food business with lots of diversification 
possibilities for example vintage tea parties, children’s parties, dessert catering, business 
lunches, providing meals for holidaymakers.  There are also opportunities for Referral 
Marketing for example by joining forces with a marquee hire company or a wedding 
planner.   

4. Pop-Up Restaurant / Secret Dining Parties 

Very similar to catering only this time the customers come to you.  This is a business 
which works whether you live in the city or the country. Of course, it helps if you have a 
great venue, but at the end of the day people will come to you for your hosting skills and 
your great food. If this is a new business idea for you, it would pay to do a few dummy 
runs to make sure you can cope with the numbers; it’s one thing to lay on a sit-down 
three course meal for your family of ten, quite another when doing this for fee paying 
customers.  Beautiful cutlery, crockery, glasses will be expected; as will superb wine 
(unless you intend to ask your customers to bring their own), so you will need an alcohol 
licence. Anna Colquohorn does secret dining experiences to great effect in her beautiful 
North London home, check out her story here:- 

http://www.culinaryanthropologist.org/ 

5. Start a Tasting Club.  If your product allows, think about how you might encourage 

people to join a specialist group or club you will create; perhaps a monthly Secret 

Kitchen Supper Club or Cooking Club only your members can attend. 
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5. Experience Days, Workshops and Classes 

If you are happy standing in front of a group of people and are experienced in teaching 
any subject, this can be a lucrative business.  There is a huge thirst for knowledge across 
all genres creative and knowledge-based i.e. if you’re a Lifestyle Coach you can offer 
Personal Development workshops. Remember, if you specialise people will want to learn 
from you, the expert.  Confidence, organisation and a willingness to open your home to 
complete strangers is the job description here.  Vary the times you offer starting with a 
minimum two-hour class through to an all-day workshop with lunch. To generate interest 
in your product, you could offer a free one-hour taster session in your quiet times. For 
half day workshops you would be expected to provide tea, coffee, cold refreshments and 
biscuits as a minimum. If your business is food, you should provide homemade cookies 
or a cake that you have made, this also helps to promote your product.  

If you decide to host a full day workshop, you can add more value and therefore charge 
more, by including a two-course lunch. However, ideally you would need an extra pair of 
hands. If you cannot do this, you could try asking people to bring a lunch to share. This 
option enhances the group dynamics and usually works well with lifestyle and personal 
development courses. Failing all the above, just ask people to bring their own lunch and 
you provide refreshments. Expect to earn £45.00 per person for a half day workshop with 
refreshments and up to £140.00 per person for a full day workshop with a two-course 
lunch.  If you are able to offer 8 places on your full day course that’s £1,120.00 per day 
income, not bad for a home business. 

6. Specialist Food Producer 

A huge choice of specialist foods can be produced from the home kitchen for re-sale to 
the general public including: Jams and Preserves, Soup, Ice Cream, Flavoured Oils and 
Vinegars, Coffee, Tea, Cordials, Flavoured Nuts, Chilli Products, Charcuterie, Smoked 
Fish and Meat, vegetarian/gluten free/vegan foods, edible flowers, herbs, salads and 
foods from around the world.   

7. Artisan Baker, Patisserie including Macarons and Vienoisserie Products 

Nothing beats home-made bread and related goods such as French and Italian breads, 
Patisserie and Vienoisserie products for the breakfast table.  Outside of a bakery, 
producers tend to be rare and quite specialist, the work is technical and hard work but if 
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you can crack the process you are onto a winner.  Combine your production with 
workshops and classes to maximise your income.  

8. Home Grown and Reared Produce 

If you are lucky enough to have a plot of land in which to grow your own products or 
keep small farm animals, bees or chickens then home-produced products enable you to 
expand into areas that are off limits to the majority of people.  Goats enable you to make 
your own cheese, bees give honey, beeswax and candles, chickens not just eggs but cakes 
you’ve made using your own eggs. And also there’s the huge variety of fruit, grocery, 
salad and herb products you can grow including cut flowers for the table and edible 
flowers for salads. Grow hops and you not only produce your own beer but sell hops and 
hop garlands for decoration. Adding ‘how to keep, rear, grow’ type classes can add to 
your income potential.  

9. Home-Brewed beer, lager and cider 

Micro-brewing is big news, and as for all things home-made, has seen an enormous 
resurgence of interest and small breweries are springing up it seems on every corner. As a 
micro-brewer you can not only attend fairs with your products but try to get your local 
produce accepted by food stores. Adding a ‘how to’ class or workshop can add to your 
income.  

10.  Food Photographer / Food Stylist 

Food photography is big business, there is a perfect storm for people who already have a 
good eye and knowledge of photography.   

a)There are millions of people around the globe working in food industries at home and 
in commerce that need great food photographs: 
b) The digital age enables you to photograph at home and send your work anywhere in 
the world; 
c) There are countless agencies on the internet that will buy your photographs; 
d) You can offer a bespoke service direct to food bloggers and small businesses; 
e) you can offer classes and workshops showing people how to do photography and food 
styling. Whatever your specialist subject there will be a market for you of people eager to 
attend a workshop.   
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Have a look at the link below, this lady will take a professional photograph of anything 
you send to her. As you can see, being remote from her clients doesn’t stop her offering a 
unique service.  

http://www.shotbylucy.co.uk/ 

11.  Write Self Help, Hobby or Cook-Books 

With Amazon (and other companies) opening a whole world of possibility for creative 
people, self-published books have become mainstream.  Creating, printing and publishing 
your own books is an economic reality when previously it would have cost thousands of 
pounds.  As with anything you write and publish you must make sure it is your own 
work, recipes need to be checked and double checked, photographs will need to be 
professionally produced, if you can’t take photos use an agency such as Fotolia.com and 
buy stock photographs or outsource the task to a fellow stay at home worker. It pays to 
have a niche, cookbooks are a huge market with massive competition but if you write a 
specialist book for example ‘getting your child to eat veggies’ you will have more chance 
of making sales and therefore a name for yourself in that genre.  

12. Produce Videos 

If you are a wiz at making videos this can be a profitable market.  A quick look at 
YouTube will show you another saturated market, however, there are good videos which 
attract thousands of followers and there are pretty poor to downright bad videos.  There 
are many people making thousands of pounds from YouTube Channels, again develop 
your niche and produce professional videos that make people want to view for longer 
than 5 seconds.  Other ways of making money from video is to offer your skills as a 
freelancer, as with photography this can be done purely via the internet.  Companies such 
as Fotolia.com and Canstockphoto.com will pay for your video. And, of course you can 
offer ‘how to’ classes.  

13. Writing 

Content management for websites, writing for blogs and ghost writing for other authors 
are all areas where your skills as a writer and connoisseur of your own skill can pay 
dividends. There are thousands of writing agencies offering all types of writing work.  
Get yourself known locally by offering your writing services to local magazines and 
newspapers with your specialists pieces; attend national events, write up a story and blog 
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about it.  Join writing groups and blog groups such as Bloglovin.com. Source food news 
and write Press Releases for your local newspaper, print media is always looking for 
stories, especially stories with an angle or human interest story. Everything you write 
about, everything you do, you can blog about and start to develop a following.  

14. Organise Farmers’ Markets, Craft Fairs & Art Shows 

People just can’t get enough of these markets. If you love organising events are sociable 
and know how a market should work this role may suit you. Sourcing likely venues, 
tracking down traders and then advertising your market to the general public.You will 
need to make sure your vendors have a good turnover of people coming through and the 
public will need a good reason to hang around the market long enough to spend their 
money and more importantly keep coming back.  Somewhere to sit, eat and drink is 
always a good idea; you need a good variety of vendors of good quality and experience 
who know how to attract people to their stands.  A good market takes time to develop a 
reputation and outdoor markets are of course subject to the vagaries of weather.  

15. Create an On-line Deli 

This will take all your organisation and technical skills to build a brilliant e-commerce 
website; you will need a good knowledge of marketing and social media marketing to get 
your website known to a wider audience.  Tracking down good quality product produced 
by professional home food producers who can provide you with consistent quality is 
paramount, the buck stops with you if a product is faulty.  If you don’t want to purchase 
product, hold and then post stock, you could create an e-commerce website where you 
take the orders and pass them directly to the vendor who fulfils the order. You would take 
a small commission, rather like drop-shipping. The downside here, although unlikely, is 
that your producer could cut you out of any future transactions with that customer.  There 
are pros and cons for both methods only you can decide what’s right for you.   

16. Create Online Directories  

Creating online directories which showcase the best your county has to offer is not a new 
idea but again finding that niche product or service will ensure your directory becomes 
the ‘go to’ place for people looking to find a specialist service.  Your income will come 
from the producers / service providers who register with your directory and with third 
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party advertising.  A good, well thought-out directory can make hundreds of thousands of 
pounds per annum.   

17. Start a Magazine 

This is a good option if you already have a media background but even if you don’t you 
can learn, you can outsource and you can research.  There are two options to starting a 
magazine.  Firstly, with the online resources available to you and a good supportive 
printer you can create a first-class full colour print magazine that will drop through the 
post of your designated area once every month.  The second option is to create a digital 
magazine that your subscribers can access online. With both these options your revenue 
comes from advertising and from the sale of subscriptions. Flipsnack.com offer a 
fabulous product which enables you to turn any pdf document into an amazing online 
book, magazine or newsletter and best of all it’s free.  

18. Become a Personal Development Coach 

Coaching is still a relatively new business model in the UK, we are familiar with Sports 
Coaches but not much else. In the U.S it’s quite normal to employ the services of a coach 
to help you with every aspect of your life, particularly personal development and business 
and careers. Personal Development can include, if you’re qualified in these areas: 
Relationships, Parenting, Stress Counselling, Nutrition, Health, Finance. Business 
coaching can include: Branding, Start-Ups, Motivation. Career Coaching can include 
Executive, Staff and Mentoring. In addition there is a wide area that you can offer your 
services if you have a particular experience or qualification; for example redundancy, 
retirement, spirituality.  

Coaches can offer group classes and 1:1 sessions, telephone, videophone and email 
coaching. A coach’s services are highly valued so you can charge a reasonable hourly 
rate. Find out more here: 

http://www.realcoachingco.com 
http://www.nationalcoachacademy.com 
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19.  Write a Blog 

There are obviously thousands of people around the world writing blogs so to make your 
voice heard you do need to have a good unique viewpoint and a good awareness of 
marketing including and especially social media marketing.  The perception is that 
blogging is only for young millennials writing about fashion, make-up and lifestyle. It 
may surprise you to know therefore that there are thousands of people running very 
successful blogs on all the subjects under the sun across all age ranges.  

The amount of time it takes to write a blog or series of blogs is no less than any other 
full-time job. Before you decide whether to give up your job to write full-time, you 
should thoroughly research your market to determine what the competition there is, in the 
field you want to write about. Looking at the top earners in the industry you will see great 
potential to earn a significant income but like all businesses it takes time to achieve this, 
these successes didn’t happen overnight.  

20. Affiliate Marketing 

This is where you sign up as an affiliate to a company which you then promote on your 
own website and social pages, this is a good option if you currently the lack time to set up 
your own business or, want to earn additional income by linking yourself to a major 
player.  

21. Sell Products via a Third Party 

If you have a website, you might as well add a shop and sell products.  However, this 
doesn’t mean you actually have to physically buy the product.  This service is sometimes 
referred to as ‘drop-shipping’. Amazon is a good example, you set up your online shop 
using their service, which is very easy to do, and add whatever products you want to sell 
to your own shop. Amazon takes care of all the links, the product stock, the shipping.  
You receive a small commission on sales, not much, currently just 10% but - little acorns. 

22. Sell advertising space on your website 

Not a great earner until you manage to achieve hundreds of thousands of hits per day but 
nevertheless all the pennies add up.  Either offer this service direct to customers or use 
Google’s Adsense.  
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23. Multi-Level Marketing 

Not one of my favourites, but I know people who make a very good living working in 
this niche. It’s important to choose a company that matches your own ethos and business.  
Herbalife for example if you are specialising in nutrition would be a good match. 
Pampered Chef would be good to promote if you already are thinking of offering 
workshops in your home. Advantages are you are working with an established company 
with lots of support, disadvantages are it’s very salesy.  
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MONETIZE, MONETIZE, MONETIZE 

The way to maximise your income working from home is to take a multiple approach to 
the services you offer; if you are able to produce products from home and offer 
workshops or experience days that’s great combination.   

To summarise, here are 11 ways you can earn income from a home business. Where 
possible incorporate a few to create multiple streams of income, this will help you ride 
any downturns and seasonal fluctuations in your business.  

1. Make or produce a product or service and sell direct to your customer. 

2. Teach – either online or through classes, workshops and experience days; upsell 
by offering your products to your students. 

3. Write a blog. 

4. Sell a product(s) via a third-party company such as Amazon. 

5. Choose a suitable company and set up as an affiliate. 

6. Sell Advertising space on your website. 

7. Write for an established magazine. 

8. Create your own specialist books. 

9. Create your own magazine. 

10. Learn a new skill and capitalise on that skill.  

11. Join an MLM company.  
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FINAL WORLD: 

I hope you’ve enjoyed this book and have got something out of it; at the least the 
confidence to either go ahead and start your business or, start to prepare for a time in the 
future when you will be able to do so.  

You can ask me questions, receive updates about new courses, workshops, webinars and 
books by sending an email to: 

gingerduckretrographics@gmail.com 

I respond to all enquiries, but please just allow a few days! 

 

Good Luck with all your future endeavours.   

 
 

 


