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Section one 
Business ideas 
On the first and third Saturday of each month there is a table top and car boot sale in a local primary school hall and carpark. The sale hosts up to 80 cars/pitches. It is well attended as it is an established event in this large primary school which is in a residential area. The sale runs between 6am-11am. In addition, it is on the edge of a large park and recreational centre where there is a weekly running event called a Parkrun. The running event has up to 200 runners per week on a Saturday. The local park often has events and carnivals throughout the year and during the school holidays. The school PTA hosts the event and states there are at least 300 visitors to the sale. They charge a fee for the pitches, in the hall it costs £10 per table and cars are £5 each. 
This is a prime location to start selling a new product/service in my local area. I have to study core subjects but my other chosen subject areas I study in school include Enterprise, Art and Design and Technology. I enjoy working on craft projects and have good artistic skills so my business ideas will play to my personal strengths. 
When I visited the sale there were 76 stalls/cars in total. About 20 selling a range of items from foods such as jams chutneys and cakes, there were 34 cars selling a range of random items like clothes, technology, pots and pans but there were also 10 craft stalls selling items such a personalised tote bags, lampshades, cushions, cards and jewellery. 
I have 3 business ideas that I conducted research about at the sale to see how well each idea would sell and how much people would be prepared to pay for my products/services. 
I made a questionnaire on Googleforms and stopped people at the sale and asked if they would be prepared to answer the form if I sent them the link. The form had a few questions about how often people attended the sale and the items they looked to buy there. I also asked them how likely they would be to purchase the service/product of a scale of 1 to 5 where 1 was very likely and 5 was very unlikely. I also asked the average price people would be prepared to pay for each business idea. 18 people responded to the questionnaire. A copy of the questionnaire and results is in Appendix 1. 
Here are my business ideas: 


1. Face painting 
I have good art skills, so I would perfect a couple of different designs like butterflies, tigers, Frozen and Spiderman as I think these would be the most popular ones for children. I would look online for resources to get started such as templates. I would practice the designs using the children of family friends and take photos to make a portfolio. I would have to invest in a face painting kit. I would need lots of different colour palettes of face paints that are skin friendly and easy to apply and remove. I would need paint brushes and sponges as well as face wipes. When I practise I would learn how long each design would take and I could charge different prices for different designs to help appeal to more people as small designs could be cheaper and a full face would be more expensive. 
Market research: 
The average score for if people would use the face painting for children was a 4 meaning it was the least popular business idea and unlikely to be purchased. The average price people were prepared to pay was about £2. 
Pros: 
 Niche in the market as no other stall at the event was selling this service 
 Location near park means there were a number of families with children attending 
 The more sales/practice the quality will increase and time taken should reduce after a few weeks 
 Service can be adapted to have cheaper and more expensive options 

Cons: 
 Based on basic research good quality safe face painting products that comply with regulations are more expensive and would need to be ordered from websites https://www.snazaroo.co.uk/. Average cost to start up would be £119.99 for a professional starter kit. 
 I may be required to get a DBS certificate to work with children 
 I may need a licence or public liability insurance. 
 Perfecting the designs is vital and some designs require quite a lot of attention and time some additional materials e.g glitter. 
 I don’t know how long each design would take but if I did 3 per hour at an average price of £4 that’s £12 per hour for 5 hours that would be £60 per day but the stall would cost £10. The maximum I am likely to make is £50, however I’m not sure how many children would want their face painted very early in the morning as the sale starts at 6am so sales are unlikely to happen for the whole of the available selling time so £50 may be an overestimate of what I am likely to make. 
 I enjoy painting/drawing on paper but not familiar with painting on children’s faces. I am not sure if I have enough skills to make the designs look as good as they need to. 
 The idea was not popular with market research group 



2. Handmade bunting/garlands 
This idea is to create bespoke and unique products for weddings, christenings, baby showers, home decorations, Christmas, Easter or even Halloween. The bunting/garlands can be made from a wide range of materials including scrap material to keep costs down. The bunting/garlands can be bought as seen or customers could make bespoke orders to meet specific needs such as the pattern and colour choice of words. I have a sewing machine and experience of making bunting and pom pom garlands. The bunting would be designed to look great but also made to last. Most designs would be machine washable and is perfect for indoors or outdoors. The bunting could come in two sizes of 20cm triangles and 12cm triangles as these are patterns I already have. Each strand of bunting/garland would be 2metres long but could be made longer to meet specific requirements. 
Market research: 
The average score for if people would buy the bunting was a 3 meaning it wasn’t the most popular or least popular business idea. This mean people are not likely to go to the sale looking to buy these items, but they may be open to purchasing these items. Of the 18 people who responded 12 of them said they do consider purchasing craft product. Reassuringly the average price people were prepared to pay was about £8 with some customers stating they would be prepared to pay up to £20 if the item was customisable. 
Pros: 
 Experience of making these items before as gifts and for my bedroom. The feedback from people about my products is that they are good enough quality to sell. Making these items is a hobby for me and I enjoy relaxing and doing this when not doing school work. I am organised and have the support of family members who also enjoy making textiles and they may be prepared to help. 
 I have good communication skills and am passionate about these handmade products so feel I could do a good job selling them. 
 I am organised and efficient and know that each 2m of bunting if it requires full hemming requires approx. 2 hrs of time from prep of cutting to the sewing but some elements of the making can be done in bulk to reduce overall time needed. Fabrics less likely to fray would not need full hemming so take less time. 
 The largest cost to cover is the cost of a sewing machine and I have two available to me at home and one at my grandparents that I could use. 
 Other craft stalls at the event looked busy and were making sales 
 The service/product has diversification and can be both standard and bespoke to meet various customer needs in terms of price. Some pre-made designs could be available from £5. 
 Products can be prepared in advance, stored and reused as there is no expiry date 
 Potential opportunity to also sell these items via an online method in addition to the table top sale using social media or a site such as eBay 
 Currently handmade/sourced local products are trendy and site specialising in bespoke handmade gifts and items such as Etsy are very popular 

Cons: 
 Materials can be expensive, so customers may need to pay at least 50% in advance for a bespoke product to be made and this may not be a popular 
 Significant amount of preparation, making and planning would need to be done to have enough stock and the lead time on bespoke jobs would need to be calculated and agreed upon and this could vary depending on my existing commitment 
 Competition from existing online retailers who do this full time 
 Selling price of my items would be amongst the highest of all those at the table top sale 



3. Cookies 
When asking friends and families for their opinions for business ideas many of them said that food and particularly ‘treats’ are always popular when you go to events/sales. I was aware from a school enterprise project that there was not a huge margin to be made in selling of sweet bags/cones when you balance the time commitment. I then considered cakes but felt these have a high cost as butter for buttercream is currently quite expensive to purchase, also when I have visited the primary school sale before I remembered that there were other cake traders, plus there is more scope for cakes to go wrong if they don’t rise and they are more tricky to transport and keep looking nice so I decided if I was going to do a food item cookies would be best. I would make large cookies (size of a saucer) with large eye catching fillings such as smarties or giant buttons. 
Market research: 
This was the most popular idea with a majority of the 18 asked saying they would look to buy food items and the average score of likelihood to purchase was a 2 so this suggest it is likely people would make the purchase of cookies. When asking for the average price people would be prepared to pay a number of responses mentioned they would expect deals e.g. 5 for £4 or that they would only be prepared to pay more than a £1 if they were big and looked of good quality. 
Pros: 
 Most popular with market research 
 Other food and cake stalls did sell some flapjacks/biscuits but there was no other novelty cookie seller
 Baking tools needed to make cookies are more limited than other items and the basics aren't that expensive e.g baking sheet, grease proof paper 
 Likely to be popular with a wide range of customers throughout the selling time available between 6am-11am 

Cons: 
 Baking can be time consuming to bake in quantities that will generate a good income and enough for 5 hours of trading 
 There may be too many or too little cookies for the first sale whilst demand is established, and any leftover would be waste 
 Not every cookie made may be sellable so there is an element of wastage 
 No previous experience of making cookies or understanding of this market 
 Food allergies, labelling laws and hygiene certificates are likely to be barriers to the success of the business 
 An increase of awareness of healthy eating and good habits so are people going to want to buy sugary treats for themselves/children – especially as quite a few of the customers who come through the sale are attending the parkrun. 
 Competition from other sellers who sell sweet treats and many who do this professionally 
 To maintain freshness, you need to bake frequently and always the night before the event so this can become a burden 

