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Chocolate Bouquet Selling, Marketing and 
Promotion  
 
Proven techniques to help find customers and sell your 
chocolate bouquets 
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Please remember these strategies and tactics/ ideas are suggestions based 

on our own experience and knowledge. 

Some require a marketing budget therefore don’t feel obliged to follow these 

ideas – different people have different plans for what they want out of their 

chocolate bouquet venture. 

Do as much or as little as suits you – simply getting people to see your 

bouquets is often enough to encourage interest and sales 
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According to Google, in 2020 the UK site receives circa 15,000 monthly searches for 
chocolate bouquets. This is an upward trend as more and more people start to see 
chocolate bouquets as a viable gift alternative to flowers and chocolates. 
 
But the UK market is still in the relative early stages of growth as most people have never 
heard of or seen a chocolate bouquet. This is because the number of competitors and the 
visibility of chocolate bouquets is mainly all online. You have to search to find them and they 
are not widely sold in retail shops. Most people therefore unaware of them, but think they are 
a great idea! 
 
In Australia and the USA, chocolate or ‘candy’ bouquets are more popular than in the UK 
due to some well established companies like Lollypotz and Edible Blooms (Australia and 
New Zealand). 
 
Since 2015, UK chocolate bouquet sales have been growing, mainly through the mainstream 
high volume online companies such as “Celebrate gifts” and “Funky Hampers” which sell 
hundreds per day and spend a lot of money on advertising. But let 
us tell you something, the quality of their bouquets is generally poor 
– there are also thousands of people who will not buy from them 
because the quality is poor and they want a high class, boutique 
bouquet – that’s where we (and you) come in! 
 
The Coco Blooms training is aimed at reproducing quality chocolate 
bouquets that really do compete with flowers. Why? Flowers is an 
established market worth over £2.2bn and therefore the best place 
to position chocolate bouquets is to provide a viable alternative to 
flowers. The Coco Blooms quality is renowned. The look and design 
are stunning and people fall in love with them. If professional buyers 
from Selfridges express interest in stocking them then they must be 
high quality!  
 
With prices starting from around £29 they are priced competitively 
and represent great value as a personal and totally original gift. 
But.. they need to be targeted to those who are prepared to spend 
£28+ for a quality gift. Many people set a budget at about £15 - £20, 
but the bouquets we teach are not in this segment. We are further 
up the quality range and only make smaller bouquets to sell at craft events, retail shops or 
large markets. 
 
Everyone loves them 
 
A chocolate bouquet is perfect for many different occasions and you won’t be short of ideas 
where to place them to get seen. If done properly and consistently this can lead to regular 
orders, referrals and repeat customers. It is vital though to really understand your customer 
and the different opportunities to sell to them. 
 
 
 
 
 

Chocolate Bouquet gifts are still a 
relatively new concept in most 
countries, but particularly the UK 
and probably the US. Despite 
several niche e commerce sites, 
chocolate bouquets are not a 
widely bought gift as they are not 
mainstream in retail shops. 
 
Like most products there are 
cheap and lower quality options 
and more expensive, high quality 
options. It is the latter we focus on 
and target. 

SECTION 1  THE MARKET FOR CHOCOLATE BOUQUETS 
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Target Market 
 

 Gender Age Income Key Interests  

Core Market Female 30 - 70 Average /Above 
average 

Shopping, entertainment, 
music, food, friends, 

travel, family, socialising, 

 
Chocolate bouquets are largely bought by women for women; mainly birthdays but also for 
get well soon, thanks and anniversaries. In addition of course Easter, Christmas, Mothers 
Day, Eid, Diwali, Fathers Day etc. 
 

 
 

Facebook insights to profile of followers 
 
Children 

There is a market for children who of course love chocolate and sweets – mums and grans 

love to buy chocolate bouquet treats for their little ones at circa £20/£25, but the market is 

more buoyant around the £16 price point.  

This means if you can make quality small sweet type bouquets in cost effective containers 

that ensure you can still make a profit, then there is further potential to sell more children 

style bouquets. Having said that, good quality smaller bouquets for £15 - £20 will sell for 

adults too. 
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If you decide to try some occasional retailing in a shopping precinct on a temporary mobile / 

‘pop up shop’ type ‘shop’ and have a range of price points with some bouquets aimed at 

children, then they are likely to sell quite easily. Therefore, if you do wish to produce 

bouquets for children, focus on finding a suitable small container (e.g. small tin bucket or a 

small floral box, tub, child themed cup container style) and ensure it is relatively quick to 

make with low material costs.  

For ideas look at Pinterest and Google Images – just search for “children’s chocolate 

bouquets”, “children’s candy bouquets” and “children’s party chocolate ideas”. 

Our FREE training video on how to make a small Christmas bouquet perfectly shows how 

easy it is to make such a simple but delightful chocolate bouquet. You can view the training 

video here: https://youtu.be/yFoGLXVQFIo 

 

 

Getting started in making and selling chocolate bouquets is a side-line business activity and 

is part time. It is NOT a full time earning venture. 

Nevertheless you are obliged to follow the formal rules in notifying the authorities when 

setting up any business and declaring any extra income from your main source. 

Now, it’s not for us to advise you in any way, however I would suggest you try out your part 

time venture for a month or so to see if you like it and see it as permanent side-line venture 

before you make any move to formalising your arrangement. This is just our suggestion but 

you must make your own decision. 

There are tens of thousands of craft folk who have small side-lines and the vast majority 

operate as sole traders (most not formally). 

Licences 

You do not need any licences for a chocolate bouquet venture. There are no laws, rules, 

copyright or anything associated with making chocolate bouquets using Ferrero, Lindt or any 

other brand of chocolate. You are buying them as finished consumer products and you owe 

no obligation to anyone. We do suggest however that you make references to allergies and 

we have covered this topic separately. 

You do not need any home working food safety certificate or similar because you are not 

making or handling food ingredients.  

 

Setting up a small business – legal stuff and tax etc   

https://youtu.be/yFoGLXVQFIo
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You do not need a FSA certificate to make our chocolate bouquets even though we hold one 

Full content included in the main manual 
 

 
 
Whilst it can be tempting to start booking stalls at craft events – STOP! 
 
There are some basics to sort out first!  With any business venture, whether it’s a side-line or 
full time empire you need to get the essential elements sorted out first. 
 

 
IN SUMMARY YOUR 4 STEP START UP ACTIONS 

 

 
 
Ok, so let’s take these steps one-by-one. 
 
Full content included in the main manual 
 
 
Step 1  Make a range so customers can choose 
 
Full content included in the main manual 
 
Step 2 Take some nice photos of your range 
 
Full content included in the main manual 

Getting started with selling, marketing and promoting your bouquets  
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Facebook / friends and family 
 
Ask people you know if they can recommend a photographer or a semi professional / 
amateur enthusiast.  
 
Post a request if you have your own Facebook page. 
 
Search for photographers in Facebook Market Place. Find marketplace and type in 
photographer and photographers. 
 
 

 
 
 
Business name and a logo 
 
You will need a name for your chocolate bouquet venture and whilst initially it can be tricky 
to find the right combination of words, you should be able to come up with a shortlist of a few 
ideas that will be worth testing with your friends and family. 

Try to choose something relatively simple, short and memorable that is also easy to 
pronounce. 

Make a list of potential words to start with e.g. Candy, chocolate, flowers, floral, sweet, treats 
etc there are already a lot of similar words and names out there but sometimes people use 
their own name as the beginning e.g. “Sue’s Choc Bouquets” or they base it on their town or 
region e.g. “Cheshire Chocolate Bouquets”. 

Try a descriptive word e.g. beautiful, boutique, luxury, special 

Use these tools to help you generate some word ideas as the actual suggestions are very 
generic 

Full content included in the main manual 
 

 



 

8 ©CocoBlooms Partnership 

 

 

Making your choice of name 

Some people go with their gut instinct or by doing more research with family and friends. 
Write some names down on an A4 sheet of paper and leave it somewhere you can see it for 
a few days, perhaps beside a bedroom mirror or your bed. Read it often to yourself and also 
say it out loud. Does it look right, does it sound clear? 

Once your decision is made don’t change your mind! Start building your enthusiasm for the 
new name immediately. Your name is your first step toward building a strong small business 
identity and one that should last.  

Don’t rush this stage as you need to pick a name you like. 

Logo 

Unless you are using your personal social media account then we do recommend you get a 
logo designed. The good news is that this relatively cheap or even free if you have some 
average computer skills as there are some easy to use websites that can help. 

Firstly, some thinking behind our logo 

 

Our logo is professional, appealing with a feminine touch 

 The words used, the brown colour and the swirl of the font help to  create a  
connection between chocolate and flowers 

 It also appears to position itself in the flower market as a gift 

Basically, this logo works for the right reasons. 

Checklist for your logo 

The Coco Blooms logo was decided upon after 8 different versions were designed. By 
looking at each version closely over a number of weeks, they were slightly amended to 
reach the final conclusion which was then tested with friends and family to see if it resonated 
with them what we were trying to communicate. 

Remember, you are in the chocolate gift market – so always bear that in mind. 
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Some more logo ideas can be found by following the links below.  

Full content included in the main manual 
 

 

Logo design 

The thought of getting a logo designed may make you ask yourself “Where on earth do I 
start with that?” 

Well… the good news…relax, it is not as difficult as you may think and certainly not 
expensive. 

Full content included in the main manual 
 
 
 
 
It goes without saying that you need to price your bouquets correctly. If you get this wrong, 
then you won’t sell very many. 
 
It’s wise to have different price points to suit different budgets and needs. If you are 
positioning your bouquets as high quality and superior to other competitive bouquets then 
you should price them accordingly so people can see the difference and feel it’s worth 
paying that little bit more. 
 
Starting prices 

Cost of components + time to make 
 
We suggest that you think about basing your range between £16 - £30 and make chocolate 
bouquet gifts to suit. 
 
So at £16/£20, small containers and small bouquets (fewer chocolates) and at the higher 
end the bouquets we have shown you to make. 
 
The key thing is to look at what you have made and ask yourself honestly if it is worth what 
you are asking for it. Ask friends and family members what they would expect to pay for it. 
 
Initially, your strategy is to sell as many as you can make to encourage people to experience 
buying from you and to sample your chocolate bouquets. This means you need to get your 
chocolate bouquet range priced just right and varied. 
 
Full content included in the main manual 
 
Here is “Sweet Pina Creations” making chocolate bouquet gifts (trained by Coco Blooms) 
that has really extended her range with lots of different themes and ideas.  
 

YOUR PRICING 
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Take a look at her Facebook images for some ideas – the link is below. 
 
 

 
 
 

https://www.Facebook.com/bymirapina/photos/?ref=page_internal 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Pricing mix summary  

 
 
 
 
 
 
- Full content included in the main manual 

 

https://www.facebook.com/bymirapina/photos/?ref=page_internal
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Promoting your bouquets is down to you how much or how little you wish to do and is 
dictated by your goals, investment and time. 
 
There are many ways to throw money at promoting your bouquets which will be wasted. It is 
important therefore to plan ahead and think carefully about what tactics you wish to use.  
 
Fortunately, your chocolate bouquets should sell themselves as long as they look good and 
are promoted correctly and regularly – they won’t sell without any ongoing effort. 
 
Promotional marketing theory 
 
The promotional element of marketing covers the tactical activities that if done correctly will 
help to: 
 

- Raise awareness of your chocolate bouquets 
- Raise awareness where you are based and how people can order  
- Help get some early sales and repeat business 
- Build a following of people on Facebook and/or Instagram   
- Build a business presence in the business market (if you wish to tackle this 

further down the line) 
 
Before you engage in delivering your promotional plan you need to ensure the core tools you 
need are in place. 
 
Checklist: 
 

 Your business name has been finalised and you have a suitable logo (if you 
decided to get one) 
 

  You have a basic set of business cards  
 
 
Full content included in the main manual 
 
Basic brand toolkit 
 
Your basic brand toolkit covers the bare minimum pieces of communication you need for 
your potential customers. 
 
They need to know who you are, what you do, see your range and where they can find you. 
 
Full content included in the main manual 
 
 
Check out our interview with a past trainee Lynda lister who did a local and cheap 
leaflet drop which got sales. She printed her leaflet for £30 from  
 
Full content included in the main manual 

PROMOTION 
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Read her interview here 
 
https://www.cocoblooms.com/chocolate-bouquet-training/lynda-lister-interview/ 
 
If you did this every other month then you will not only get sales and enquiries but also you 
are building up local awareness of your chocolate bouquets as an option to flowers and 
other gifts. 
 
Ideas to promote your chocolate bouquet gifts and generate some interest 
 
No promotion = No sales. 
 
 

 
 
 
Full content included in the main manual 
 
Start small 
 
As a reminder - Initially focus on the basics: 
 
Full content included in the main manual 
 
Then, and only then, do you look at other activities. 
 
As part of your ideal thinking it’s important to focus on the promotional methods that fit with 
your thoughts on your available time to make and promote your bouquets and also your 
budget. 
 
Once people buy and have received your bouquet they do get interested and enthusiastic, 
which motivates them to recommend your bouquets.  
 
Over time you will get to a stage where your repeat business could be very useful to 
maintain regular orders and you will be in a position to reduce your promotional activities (if 
you wish). 
 
In our experience we believe a mixture of the methods will help to promote your bouquets 
and get interest and sales although this is very much down to your individual ideas, time 
available and budget.  
 
Clearly though in the first few months of your marketing you will be raising awareness of 
your bouquets, engaging with potential customers and ensuring that people are seeing your 
bouquets as much as possible. 
 
 

 

https://www.cocoblooms.com/chocolate-bouquet-training/lynda-lister-interview/
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Posting Bouquets 

We get this asked a lot and there is no doubt it’s an option to send bouquets as people wish 
to send them to their relatives and friends. 

Full content included in the main manual 
 

Avoid sending to islands (and overseas) where long transit times are to be endured 
and also be cautious in heatwaves. We have refused orders when temperatures are 25 
degrees or more as there is a chance the chocolate will make being stuck in a hot 
courier van all day. 

Transit boxes 

Specifically made for transporting flowers via the living vase boxes, the transit boxes have a 
bespoke base which securely holds the living vase box. The box is also wide and tall enough 
to ensure enough room for the bouquet and extra packaging. 

Full content included in the main manual 

 

Cost 

Full content included in the main manual 
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All packed and ready to go – seal box, and attach courier labels 

 

Courier bookings 

Packing and sending bouquets is costly, time consuming and sometimes hassle. It’s more 
cost effective to sell them locally and regionally. 

The objective when sending bouquets to someone far away is that once it is collected by a 
courier you want it delivered as soon as possible. Long delivery times means multiple 
handling of the bouquet which can mean more risk of damage. A next day delivery service is 
recommended. 

In our experience the two couriers you should use are…  
 
 
Full content included in the main manual 
 

We do not recommend any other parcel broker. Do not use Parcel 2 Go. 

Insurance 

After you have started to make some progress and people are starting to buy, we 
recommend you buy liability insurance. 

Full content included in the main manual 
 

 List of ingredients 

 
Full content included in the main manual 
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The core promotional methods to market choclate bouquets 
 

Word of mouth referrals are a by product of correctly utilising these methods. 
 

 
COVID-19 HAS CURRENTLY AFFECTED  

THE OFFLINE IDEAS 
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Online  
 
Selling your chocolate bouquets online covers all elements associated with electronic 
promotion. Principally this covers the following promotional methods, but remember you 
MUST have a range of bouquets (min 4) to show and you MUST have some decent quality 
images too. 
 
Essential 
 
Full content included in the main manual 
 
Recommended 
 
Full content included in the main manual 
 
Not essential 
 

 Pinterest 
 You Tube 
 TikTok 
 eBay listings (people want bargains and generally won’t pay for premium sized 

bouquets) 
 
Let’s talk websites.. 
 
Do I need a website or not? 
 
A website is NOT needed. Why? Because you can create listings of your bouquets on social 
media and even set up (not that difficult) a shop on Facebook (and Etsy)  
 
Full content included in the main manual 
 
You can also set a very basic site (and recommended to get local coverage ) on Full 
content included in the main manual 
 
But is a website beneficial? 
 
Absolutely yes it is as it shows you are bonafide business. You can put as much or as little 
information about you and your business as you wish and also you can add facilities for 
people to order and pay online.  
 
I have no idea how to set one up? 
 
Fortunately it is now quite easy using simple to use templates already available on sites like  
 
Full content included in the main manual 
 
Or.. if you have the budget you can find a freelancer to help you set up a website and a 
small shop to your design. 
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What are my website options? 
 
Well, if you do wish to set up a website: 
 
Full content included in the main manual 

How to explain to a web designer what you are looking for 

E Mail marketing 

Building a database of emails from people who contact you is important, as when you have a 
big enough list, you will be in a position to perform email marketing to them when promoting 
new ranges, events, news etc. 

Full content included in the main manual 
 
Payment methods 
 
Full content included in the main manual 
 

 
 
Etsy is a global site for niche hand crafted and vintage products. It is very much a ‘crafters’ 
(people who make crafts) marketplace, where you create your own shop and sell directly 
from the site using their own checkout. 
 
On Etsy you can set up your own shop. It’s powerful, looks profressional and you can sell 
from it. This is really worth considering as it you have an Etsy Shop and Facebook Shop 
then that’s a good place to start. It’s fairly easy to set up too. 
 
Full content included in the main manual 
 
For more information on Etsy and how to set up your own shop follow this recommended 
link. 
 
Full content included in the main manual 
 

 
 
Facebook should definitely be your social media of choice.  
 
NOTE: FB: SCREENSHOTS MAY HAVE CHANGED 
 
Hundreds of thousands of your potential customers are using Facebook as part of their daily 
lives – you simply must have a presence on it and spend time building your ‘Like’ base and 
engaging in conversation.  On a regional/local basis your customers will expect to see you 
on Facebook and it is a perfect platform to promote your activities locally through the events 
tab and you can advertise and target people in your area! 
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The Coco Blooms Facebook page has without doubt resulted in direct sales as a result of 
building the profile and promoting bouquets (especially seasonal). So not having a functional 
Facebook page is not really an option! 
 

 
 

Initially of course you will start with 0 likes. While you may think it will take forever to build a 
Like base, by constantly promoting your page and engaging with people on it (especially 
locally) you will start to slowly build a profile and presence. 
 
If you already have an active Facebook site and other friends and colleagues can help 
promote your page to start with, then without much effort you will quickly start to add ‘Likes’. 
 
Our essential checklist to build your Facebook pages: 
 
Full content included in the main manual 
 
 
Setting up a business profile on Facebook is quite straightforward (screenshots may have 
changed). 
 
Full content included in the main manual 
 
Training sources 
 
Setting up your business on Facebook is not difficult. Just follow the instructions on the page 
itself to get going and before long you will have it all done and you can start posting, sharing 
etc. 
 
Follow this link to start reading 
 
Full content included in the main manual 
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Some external training sources though for you to consider are here: 
 
Full content included in the main manual 
 
Enhancing your Facebook page 
 
There are ways to enhance your Facebook page to make it look more unique and improve 
its appearance although the use of bespoke design covers seems to have lost it’s popularity.  
 
You will find most of the major consumer brands (e.g. M&S, Interflora) have reverted back to 
the standard cover page display, although some have used more apps within the pages 
themselves. 
 
Full content included in the main manual 
 
How to use your Facebook page to interact with your ‘likes’ base 
 
First things first. You are running a small business therefore the objective of your Facebook 
page is to help you get more orders – directly sometimes, but mostly indirectly. 
 
Full content included in the main manual 
 
Key rules  
 
Full content included in the main manual 
 
Here are some basic guidelines 
 
Facebook has made it easier than ever to set up a Facebook advertising account and to get 
started – but it is a little advanced – but don’t let that put you off. 
 
For a beginner it will take some time to understand it and get used to how to make the most 
of it, but it can be learned – as always it takes  a bit of patience and dedication to learning it. 
 
You will need to know who you are targeting a clear and high quality eye catching image or 
video, some sample text to use, your landing page (where they click to) and what budget you 
are going to set yourself. 
 
There are different options for costing but the most effective (in our opinion) is ‘pay per click’ 
– you don’t pay anything until someone clicks through to your page.  
 
Facebook guides you through all this and you state how long you want your campaign to run 
for and how much budget you want to give it.  
 
Clearly this depends on your budget but we would suggest Full content included in the 
main manual 
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Facebook Advertising Training Resources 
 
Full content included in the main manual 
 

 
 
eBay of course needs no introduction. Millions of buyers and sellers come together and 
trade their goods, including chocolate bouquets. 
 
 

 
 
Chocolate bouquets on eBay sell and there is a wide range listed - the good, bad and the 
ugly! Most that sell are under £26.  
 
Given the competition (a lot of very cheap and poor quality bouquets) your bouquet would 
need to stand out and therefore if you intend to get serious about selling on eBay then 
opening a virtual shop is recommended.   
 
However ask yourself is it worth it if you think the competition is too high and there are too 
many cheaper bouquets on there.  
 
Full content included in the main manual 
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Craft Fairs/Food and Drink Festivals/Country shows etc 
 
Introduction 

 
 What they are? 
 Run by whom? 
 How far should you travel? 
 Stock? 
 Finding them 
 Evaluation 

 
Full content included in the main manual 
 
Searching 

 
So, to start with you need to search and find out both what is currently available in your area 
and also who the main organisers are so you can go on their mailing lists and they get to 
know you. 

 
Top sources you can search on include the following although there are many others. Look 
through these and you should quickly find any forthcoming events in your region that will be 
of interest. 

 
A reminder of course that all you are doing for now is listing what is potentially available (so 
not ruling any in or out) and then you will look at them more closely to find out if they make 
your shortlist. 

 
Full content included in the main manual 
 
 
 

•Research 
opportunities 

•Look ahead up to 
4 months 

Research 

•Choose 2/3 
options 

•Assess time and 
costs 

Select 
•Book events 

•Trial 

•Assess results 

Test 

•Build up constant 
visibility by 
repeating 
preferred activity 

Repeat 

EVENTS & DIRECT SELLING 
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So, your key checklist for events: 
 

Full content included in the main manual 
 

Once you have asked some of  these questions about each event – filter out those which are 
of no interest, those which are of potential future interest and those which are of definite 
interest. You certainly don’t want to over stretch yourself, so only look to book these types of 
events every couple of months or so. 

 
I Full content included in the main manual 
 
How many should I attend? 
 
What to expect? 
 
Attending an event 
 
Your table 
 
Full content included in the main manual 
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Hints and tips 
 
If it is an outside event, having table covering clips and weighted down products are worth 
thinking about. I have used colourful painted pebbles to hold items down, which also makes 
the stall look pretty.  
 
Full content included in the main manual 
 
While craft events are sometimes hard work and you are there to make a profit, you still want 
to have fun and enjoy the experience.  Stay positive, make friends and look happy!  
 
Remember, by attending you are doing the basic requirement of “putting them in front of 
people” so don’t be too despondent if you didn’t clear your stock.  
 
If you were giving our cards and leaflets and gathering email addresses then this is all 
positive activity that will result in a future sales as a direct result of your event activity. 
 
If you do regular events, you will see some of the same faces of other craft makers and 
sharing information with them on events will help you network for new events and gain 
helpful advice on what events to attend and which to pass on based on their experience. 
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Craft fairs and event – further external reading and advice 
 
Full content included in the main manual 
 
 
 

Full content included in the main manual 
 

 
 

 
With the decline in shopping traffic at shopping centres, especially after the pandemic and 
online shopping impact, you may be able to get a good deal to rent occasional mobile units 
to promote your bouquets. 
 
Occasional renting a mobile retail space or Pop Up Shop in a carefully selected shopping 
precinct can be an effective way to help you raise your profile and sell some bouquets.  
 
Full content included in the main manual 

RETAILERS 

SHOPPING PRECINCTS 
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An early Coco Blooms RMU which was marketed at the time as “Choccy Blooms” 

 
How do you enquire about renting a unit? 
 
Full content included in the main manual 
 

 
 

 

 
 
 
 
 
The corporate gift market is big business. All over the world hundreds of millions of pounds 
are spent on personal gifts for customers/clients/business associates and employees of 
companies. Typical gifts are flowers, vouchers, spirit bottles and chocolate. Because most 
people enjoy chocolate and it is so versatile, it’s not surprising that companies such as Hotel 
Chocolat and Cadbury both have dedicated business departments and websites that tap into 
this market. 
 
Full content included in the main manual 
 
 
 
 
Full content included in the main manual 

 

 

Full content included in the main manual 

CHARITY EVENT OPPORTUNITIES 

RESEARCHING COMPANIES AND HOW TO CREATE A SHORTLIST 

YOUR CONTACT STRATEGY OPTIONS 

Corporate and selling to businesses   
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…So, now you have multiple opportunities and ideas to potentially promote your bouquets to 
businesses. Not all will be suitable for everyone and the Covid position in 2021 will limit 
many of the suggested opportunities.  

Managing Growth 

In a craft business you can only grow to the level of which you can make the products to 

meet demand. Everyone has their own level of operation, some are content to be happy with 

a few part time orders every now and then, others more regularly.  

To grow and sell more, you’ll need to ensure it’s working for you in terms of regular satisfied  
 
Full content included in the main manual 

Daily planning 

Keep yourself organised by writing daily tasks. Ask yourself questions: 

 What do you want to achieve today? List a couple of things only. 

 What do you want to do today that will inspire and motivate you? 

 What tasks can you delegate to any help you have or leave until tomorrow? 

Lists help you stay on track, keep motivated and feel a sense of achievement. When all the 

hustle and bustle of family, making bouquets, dealing with customers etc is in full swing your 

daily list helps you to maintain control and focus. 
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Useful resources for small businesses 

Full content included in the main manual 

 

 
 
Good Luck, mix up the options, take action and don’t fret if 
things don’t happen quickly – it can take time, luck and a bit 
of hard work!  
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