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“First say to yourself what you would be; 

and then do what you have to do.” 

- Epictetus 

 

Over the past three years, I’ve been learning about small business and it has been 
an incredibly educational, confusing, and sometimes stressful adventure. While 95% 
of my experiences in this small business world have been extraordinarily positive, 
that remaining 5% is just as important for me to acknowledge. Business ownership 
isn’t all good or all bad, but every single learning opportunity has helped shape the 
person and successful business owner that I am today. I can’t say that I’ve learned it 
all, because there’s so much more for me to grow and learn from, but I do believe 
that I have some business wisdom to share with others.  

In order to form a collaborative business network, we need to be open to sharing 
our successes and struggles with other startups, so that they may learn from our 
mistakes and come out even stronger! Those early days of spearheading a startup 
can be tough; maybe you have been sitting on an idea and aren’t sure how to put it 
into practice, or maybe you’re already selling your products but aren’t sure how to 
scale-up your business. I want to help!  

My journey started before I even knew that my “little idea” would become a 
thriving business. I spent my grade 11 year living in Leon, Mexico as part of the Youth 
Exchange Program run by the Rotary Club. After that, I finished school and moved 
to the U.K., where I spent three years working as a luxury retail consultant for a 
high-end bespoke chocolatier in Brighton, right on the southern coast of England. 
When I returned to Canada in 2011, I had my first child, and shortly after went back 
to school part-time while working a full-time job. I graduated in 2015 with a degree 
in History. During that time and after I graduated, I worked at TD Canada Trust, and 
left when I had my second child. It was in 2017 that I was first introduced to a group 
of people helped me to form the ideas that was the basis for my business, 
BeeKeeper Food Wraps. At regular Friday morning coffee meetings, we would all 
sit and talk about our ideas, our successes, and our failures, and offer advice to 
each other.  

https://dailystoic.com/epictetus/
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One Friday morning, something was said that has been immortalized in my mind 
ever since. One of the group said, “I don’t want to make friends. I just want to sell 
things and move on. I can’t stand when people buy something then try to add me 
on Facebook or act like they know me.” I didn’t know how to react. While I 
understood that it must be difficult to have to draw lines between being friendly 
and being friends, I knew in that moment that I didn’t want the same thing. Of 
course I wanted to make sales, but I also wanted to grow as a person, meet other 
people that had similar interests and hobbies, as well as be challenged by people 
that were completely different and could offer a fresh perspective. I had to find a 
way to be financially stable without becoming just another business that only has 
eyes for the bottom line.  

After a rough start to the business world and learning some hard lessons in trust, I 
knew I wanted to experience that same freedom in my work life that I felt while 
traveling. I wanted to be my own boss, and with that, started tinkering with making 
reusable wraps as a replacement for plastic wraps that would be of the right 
quality to sell. I was newly pregnant with my third child and loved the creativity 
that flowed through me when I was making the wraps in my kitchen. I had no idea 
that my life experience would culminate and result in what is now a full-time 
income and business with the potential to grow, hire employees, and help others.  

There were so many things I didn’t know when starting my business, and I wished 
that I had a comprehensive guide by somebody who had been through it all. I didn’t 
want a book written by a millionaire; I wanted the words of wisdom from someone 
who had to juggle being a parent, a spouse, or a part-time employee while trying 
to make their business goals happen.  

I want this ‘bible’ to be that for you.  

Starting a business isn’t easy, but you have it in you to get through. And for all the 
times where you feel like you don’t “have it all figured out”, just remember that 
none of us do. Turn to this guide and let it help you through the bumps and the 
bruises, and know that you’re not alone.  

So, you have an idea 

When starting and running a small handmade business, first you have to decide if 
what you do, or what you make, is or could be a business. Maybe you’ve been 
embroidering pillow cases as Christmas gifts for friends and family and have been 
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told, “Wow, you should sell these!” Maybe you’re a jewelry lover and after buying 
some pieces you didn’t love, you thought, “Hey, I can make my own necklaces!” 

Unless you’ve invented something brand new and are patenting or trademarking 
your product as completely unique, it’s likely that there is already someone out 
there that is doing the same thing. Don’t worry! This is actually great for you, 
because you’ll be able to research other people, products, businesses, and ideas, to 
find out why and how their business works.  

How do you turn your hobby, craft, or idea, into a business? In the simplest terms, 
you need a product of value that people (your customers) will be willing to pay for. 
If they are willing to pay more for that product than it cost you to produce, well 
you’re profiting! Of course, it’s not quite as simple as that in real terms. A lot of work 
goes into growing a small business into a profitable venture, and the information 
below will hopefully help you navigate this “little idea” into a growing business! 

Registering your Business 

Once you’ve decided on a product or service that your business will offer, 
find out if you need to register it. If you operate the business under your 
exact and full legal name as a sole proprietor, then you do not need to 
register the business name. For example, if John Smith sells stationary and his 
business name is simply John Smith, he doesn’t have to register the business 
name. If his business name is John Smith Stationary, then he has to legally 
register the name because it is now different than his legal name.  If you 
choose to operate the business as any name other than your legal first and 
last name, you are legally required to register the business. In Ontario it will 
cost you $60 to do this, and you will need to renew it every 5 years. With 
this registration you will receive a MBL, a Master Business License, that you 
will need to provide when applying for a business bank account, for a BN 
(business number), or to apply for any licenses your business may require. If 
you do not register your business, you can be charged up to $2,000 as an 
individual and up to $25,000 as a corporation. If you change your business 
name, become a partnership, or make any other material changes to how 
the business operates, you must re-register and pay the $60 fee again.  

When registering your business name, you’ll need to consider a few things. 
Registering your name and getting a MBL does not guarantee you exclusive 
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rights to that name or give you a trademark to the name or any aspect of 
the business. More than one business can legally operate under the same 
name, but you can also apply for a trademark to the name, so you’ll want to 
be sure that there is no one else who holds a trademark for the business 
name you have chosen. Having said this, if there are other businesses 
operating with the same name, even without a trademark, you may want to 
reconsider your chosen name. Branding, marketing, and sales will all be much 
easier if you operate with a unique name! 

You can register as a Sole Proprietor, as a Partnership, or as a Corporation.  

If you are a Sole Proprietor, you are an individual. If you register as a Sole 
Proprietor, this means that you are the owner of the business and that if 
there is any legal action brought against the business, it is brought against 
you personally. A Partnership is similar, and the liability would be evenly 
applied to the partners involved. All partners in a registered partnership 
have unlimited personal liability; this means that every partner involved is 
responsible for paying all of the debts of the business. If you register as a 
partnership, make sure you have a contract that defines how the 
partnership will operate and what will happen when there are bills or debts 
to pay. 

A corporation operates differently, and there are many benefits (as well as 
drawbacks) to registering your business this way. Registering as a 
corporation means that your liability is limited; you can easily see this in 
some business name suffixes, like LLC or Ltd. Something to keep in mind is 
that it is actually against the law to add those suffixes to your operating 
name if you aren’t registered as a corporation, so don’t add “limited” or “LLC” 
to your business name to simply appear more professional, as you can be 
fined and have your business license revoked!  

If you register as a corporation and are later sued or have other legal action 
brought against you, the business is the responsible entity, not you 
personally. There are tax credits for corporations, financial institutions will be 
more likely to lend to you, and if you ever want to sell the business, a 
corporation is easier to sell because it exists independently and not as part 
of your person. In addition, your business name will be exclusively yours and 
no one else will be able to register a business using that name if you register 
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as a corporation. There are negatives to consider as well; you will have to file 
a corporate tax return as well as your personal tax return, you won’t be able 
to claim most personal tax credits, and your limited liability will only extend 
as far as your credit protection. If a bank requires you to secure your 
corporate financing against personal assets, your personal assets will be on 
the line if any legal actions are ever found against you. Registering as a 
corporation is also significantly more expensive than registering as a sole 
proprietor or as a partnership, so if you are considering the corporate path, 
make an appointment with an experienced corporate accountant to discuss 
your business plan and whether that is the right path for you.  

Licenses 

Depending on what you sell or what service you provide, you may need additional 
licenses or insurance to operate or sell. Each province and municipality have 
different rules and may require different licenses, so your best bet is to contact the 
municipality where your business will operate to get a full list of requirements for 
your business. In general, if you sell products or offer services meant for children, 
sell food products, products meant to be used with food, electronics, dangerous 
goods, anything containing contaminants, or offer services where you will be 
entering your customers’ homes, you will probably need insurance as well as 
licenses to guarantee the safety of yourself and your customers in the course of 
your business. Not having the applicable insurance for your products or services 
not only opens you up to civil actions, but also criminal actions if someone is injured 
by your product or while using a service you provide. Food products or products 
intended for use with food will need accurate labelling clarifying which ingredients 
are used and identifying all potential allergens.  

For example, Eryn makes beeswax wraps meant for use with food. There are 
two other ingredients besides beeswax, one of which is a potential allergen. 
Not only does Eryn need insurance for her product, but she needs to clearly 
identify the ingredients she used in the event that a person with an allergy 
purchases her product. If someone with an allergy bought her products, and 
the ingredients weren’t listed clearly, as a sole proprietor Eryn could be sued, 
and her personal assets could be used in any judgements potentially issued 
against her. The insurance she has to operate her business will likely help 
protect against some of that financial penalty. 
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Pricing your work:  

Will you use a cost-based, market-based, or dynamic pricing model?  

 
Cost-based: This means that you’ll add up your costs: supplies, shipping, time, 
overhead for your workspace, and then base your price on that to make 
sure you’re making a profit.  
 
Example: Josie makes greeting cards. She spends one hour creating the 
graphic, one hour printing 20 cards, and then half an hour putting each card 
in a bag and adding a price tag. Josie wants to pay herself $20 per hour for 
her work, purchased the blank cards including the bag for .50 cents each, and 
purchased price stickers at $4.00 for 100. Josie also used her internet 
connection, and electricity to work. She has a home office where she claims 
10% of these costs for business use. 
  

 
2.5 x $20 (hourly wage) 

 20 x .50 (cost per each blank card and bag) 
 ($4.00/100) x 20 (cost per each price sticker) 
  

=$50 + $10 + .80  
=$60.80, in materials and time, plus Josie needs to factor in the use of 
her electricity, internet connection, and computer/maintenance costs. 
Based on this, each card costs Josie $3.04 to make. She needs to 
charge at LEAST this much to break even, and more to profit. Most 
handmade greeting cards sell for between $4-$10, so depending on 
what Josie sets the retail price for, she might need to adjust her costs, 
find a way to make more cards in the same time, or pay herself less so 
that she can profit more from each sale. 

 
  
Market-based: You’ll need to do some research to find out what comparable 
businesses are selling their product for, and you’ll choose similar pricing to be 
competitive in the market.  
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Example: Dane runs a food waste pickup service and wants to know what to 
charge. He researches similar companies around the United States and finds 
that they all roughly charge (with conversion) $30-40 CAD a month for 
weekly pickup service. This is a recurring price, so once he solidifies enough 
customers, he can know exactly how much he’ll make each month. 
 
After breaking down the price of gas for driving around town, paying 
someone to drive and pick up the waste, his time in processing the food 
waste into compost, and the cost of returning the compost back to the 
customers, he figures out how many customers he needs to make this 
business viable long-term.  
 
Since there are no other composting companies in his province, he doesn’t 
have to compete or compare with other companies, but any others who 
start after him need to look at his pricing and what he’s offering for that price.  
 
Dynamic pricing: The practice of setting up your prices to be flexible based 
on the market and current demand. This means that during high-demand 
periods like holidays or back to school your prices could fluctuate.  
 
Example: Uber is a great example of a dynamic pricing model. The base price 
for a 10km ride may be $20, but on weekends between 6pm on Friday and 
3am on Sunday, they might add a 20% surcharge knowing that the demand 
for people going out will be higher, and those customers will be willing to pay 
more. The same goes for holidays, and other times where the need for taxi 
services are higher. Uber cars might wait near concert venues or athletic 
games after a big event because they know that many people will be 
drinking and will need a ride home, and they can charge more for these 
services because they are the only one available to provide the service. 
 
Any of these three pricing models can be effective and profitable! Make sure 
to do some research to see which would be the best fit for you, and even 
reach out to some other local businesses that are using that method to see 
first-hand if it would be effective for your specific product or service.  
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Selling your product 

Will you sell your work on your own, at consignment stores, or wholesale to other 
retailers? Again, all three have their benefits.  

Selling independently could mean through a website, at local markets, or trade 
shows. This option can be incredibly profitable because aside from vendor fees or 
website upkeep, the remaining profit stays with you. You’ll also be responsible for 
all of your own marketing and customer retention, so the extra cost associated 
needs to be offset by effective pricing and constant oversight.  

Consignment looks far more attractive at the outset, because you are working with 
an already established business that can in turn help your business grow. A lower 
percentage of your sales is retained by the retailer, and you will likely have more 
control over which products you want to sell, giving you the flexibility to change 
stock frequently and as sales reflect what your best sellers are in each shop.  

Wholesale is a great way to sell your products if you can handle a larger order 
volume and your supply cost is relatively low. Retail stores, either brick and mortar 
or online, will purchase bulk amounts of your product and sell it at a higher price in 
their own store. Their profit will be the different between the wholesale rate and 
the retail price, and your profit will be the difference between your supply cost 
and the wholesale rate.  

There are benefits to each, but it is very important to actually sit down and do the 
math to find out where you and your business will benefit on a financial and 
personal level. Let’s look at an example: 

 
Jennifer makes jewelry and wants to sell her necklaces at a local shop 
that offers both consignment and wholesale. For each necklace that 
Jennifer makes, it costs her $10 in supplies and her time. To start, 
Jennifer wants to bring 40 necklaces to the shop. Should she sell them 
to the store wholesale, or should she sell her products there on a 
consignment basis? 
 

Wholesale: Jennifer sells her necklaces to the shop at $20 each. She 
profits $10 from the sale of each necklace, and the shop can price 
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them to sell however they choose. Jennifer’s revenue for this sale is 
$800, and out of that, $400 is profit.  

 

Consignment: The shop Jennifer is going to sell at take a 20% cut of 
each sale, plus $50 per month in rent. Jennifer chooses to price her 
necklaces at $40 each. If all of the necklaces sell in the first month, 
Jennifer’s costs and profit would look like this:  

40 x ($40 (retail price) -20% (shop’s cut of the sale)-$10 (cost to make 
the necklace) ) - $50 (rent for the month).  

So $32 (Jennifer’s revenue after the shop’s cut) - $10 leaves Jennifer 
with 40 x $22, or $880, minus the $50 rent. Jennifer profits $830 in one 
month! 

If all of Jennifer’s necklaces sell in one month, consignment is the better 
option for her to sell her products. What if Jennifer only sells 20 
necklaces in a month? She would then profit $390 and have 20 
necklaces leftover. If they didn’t sell because they weren’t a popular 
style, she may need to remove them from the store and replace them 
with new necklaces that will cost her more to make. She will also have 
another $50 rent to pay for each month that her necklaces are in the 
store, meaning that every month a necklace doesn’t sell, less and less 
of the revenue will be profit for Jennifer. That added to the expense of 
creating new necklaces that again may or may not sell can quickly 
become a negative-profit situation. 

Either wholesale or consignment could be a profitable deal for 
Jennifer! Wholesale is a guaranteed sale for you regardless of whether 
the product sells in a store, but you will make less profit because the 
wholesale price is less than the retail price. Consignment creates more 
profit IF the products are priced well and IF the majority of the 
products sell. In most cases, to make the most money selling your 
goods on consignment, you need to be selling the same percentage of 
products as your wholesale rate would be. So, if your wholesale rate is 
50% of the retail price, you need to be selling at least 50% off all 
products you create for sale on consignment every month. If you are 
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selling less than that, not only will you not be generating growth for 
your business, but you may well end up actually paying the store and 
its customers to take your product! 

 

One last thing to keep in mind if you choose to sell your products on 
consignment is the time you may need to dedicate to the shop. Some 
consignment-based stores that sell handmade goods require you to 
work/volunteer in store as part of or in addition to your rent and/or 
commission. A full working day at 7.5 hours, if you’re getting paid 
minimum wage, would normally pay you $105 minus taxes in Ontario. 
If this is the case for your consignment deal, make sure to factor this 
into your pricing. Even one day a month of a $105 loss could mean you 
don’t end up profiting from your goods, and you’d be losing a full day 
of productivity where you could have been making product, or 
working on marketing, sales, or administrative tasks. We’ll talk more 
about consignment contracts below and what to look out for when 
negotiating these deals for your business. 

 

You’ve decided how you’ll be selling your items and what their retails price would 
be. Great! These two first steps are important, but there’s a lot going on behind the 
scenes too. Make sure you’re keeping accurate records every step of the way. 
There are a lot of different programs and methods you can use to keep records, 
and at the very least you should be keeping track of all of your material costs, all of 
your business costs (insurance, marketing, vendor fees for trade shows, etc.), and all 
of your overhead costs (electricity, internet, gas usage, etc.).  

Sales and Expenses: there are so many great programs out there, both free and 
paid, that you can use to keep track of money coming in and out. To start, simply 
create a spreadsheet and insert a basic formula to add and subtract each sale and 
expense as they come in. Keep receipts, either digitally or paper copies, and make 
sure you take into account each and every expense you incur: supplies, shipping, 
shipping materials, gas, overhead for your workspace (think: electricity, water 
usage, space, phone, and internet), and daycare if you have children. Keep track of 
the time you spend working on your business, as well as the money. These costs 
can add up against your sales revenue, and documenting will help you get a better 
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idea of whether your pricing is appropriate for your business and you’ll be able to 
adjust if necessary. 

Taxes: in Canada you’re required to submit a tax return detailing all income earned 
from all sources. Even if you sell just $100 worth of handmade products in a year, 
you are legally obliged to report this. You won’t pay much, if any, tax on this 
amount, but by not submitting this for review to the CRA you are opening yourself 
up to fines and charges for tax evasion. Don’t take that risk! Keep records and 
report your earnings. If you are audited, you will need to provide all of your bank 
records as well as receipts for your expenses. Your bank records should match the 
income you reported, and your receipts should accurately show what you 
deducted and why it’s a business expense.  

Remember: every dollar you earn legally has to be reported as income. Not 
reporting your income is breaking the law in Canada, even if it’s a small amount. 
Not claiming all of your income, even cash income from a handmade business, is a 
criminal offense. In Canada, if you are found guilty of tax evasion, you will still 
responsible for the original taxes, and the CRA can impose additional fees of up to 
200% of the original taxes, as well as possible jail time of up to five years. 

 

If you earn $30,000 or more in a year, you’ll need to start remitting tax to the 
government and reporting the tax you charge to customers as well. Failing to do 
this comes with heavier fines and even possible jail time for multiple or large 
offenses to do with tax fraud and tax evasion. If you start to get close to $30,000, 
use the CRA’s online services to register for a Business Number and learn how to 
start charging and remitting taxes from your sales. While this step can seem scary, 
it’s a great sign that your business is growing! Maintaining this growth with great 
sales and record-keeping will keep the momentum going, and as long as you’re 
putting away the tax that you charge, you’ll never be short when it comes time to 
remit to the government. 

Don’t confuse remitting taxes to the government with filing a personal tax return! A 
personal tax return detailing ALL of your income is legally required whether you 
earn $100 or $75,000, but you only need to start remitting taxes to the 
government when your business income totals $30,000 or more. If you have a 
business that earned $25,000 in a year and a part-time job that earned you 
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$20,000 in that same year, you do not have to remit taxes on behalf of the 
business, but you still have to pay income tax on the total amount of your income.  

Collecting and remitting taxes will require some paperwork and reporting, but it 
does not have to be difficult or scary. Accurate record keeping will be your best 
friend! 

In general, this is how your small business tax collecting and remitting will look: use 
the CRA Business website to find out which tax (GST/HST) you will have to charge, 
depending on your province and business, and apply this to every sale. Shopify, 
Etsy, and Square all have options to add tax on automatically. Keep a record of 
every sale, and keep a separate record of just the tax portion. When you make 
purchases for your business, keep all of your receipts, and keep a separate record 
again of the tax you pay. When it comes time to file your tax remittance (you can 
choose to pay monthly, quarterly, or annually), you will simply subtract the tax you 
paid from the tax you collected. The difference will be the amount that you need 
to pay to the government.  

In-person selling opportunities 

Markets, pop-ups, and vendor fairs are generally affordable and can be a 
wonderful introduction to the handmade business world. Taking advantage of 
these different opportunities is not only beneficial for new businesses to meet new 
customers but can help established businesses stay in the loop as well.  

Approach local businesses, neighbourhood associations, and event coordinators to 
see if they’d be willing to host you for a one-day pop-up, or to ask if there are any 
markets or fairs coming up for you to take part in. Many community organizations, 
churches, schools, and event halls host markets where local small business can set 
up a booth, tent, or other space for a day or two to showcase their product or 
service and make sales. These are great opportunities to meet new customers and 
connect with other small businesses. There is usually a cost involved for the space, 
but sometimes they are offered for free, so your best bet is to ask around, join 
Facebook groups, and put your name out there as an interested party in markets 
planned for your area. If the event is held outdoors, you will need at least a tent 
(usually a 10’ x 10’ event tent), tables (2’ x 6’ and 2’ x 4’ are popular and affordable), 
tablecloths, signage to show customers who you are, displays to attractively 
display your product, business cards, somewhere safe to keep cash, and ideally a 
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way to take payments by credit/debit card (Square and Shopify both sell 
affordable handheld units for this purpose!). Most of these things will be a one-time 
investment that you can continue to use over and over again. 

Etsy is a great local opportunity to explore. If you want to be a part of your local 
Etsy community, find out who your local team leader is and talk to them about 
which types of events, resources, and opportunities they can provide if you join 
their team. Be ready to discuss what you have to offer too, as it is a team 
environment and the goal is to grow and be better together. Etsy teams run 
markets that host anywhere between 10 -100 vendors and can be a huge 
opportunity for you to meet like-minded people and grow your community. Many 
Etsy teams also run small-business seminars that will teach you about taxes, 
financial records, selling techniques, pricing, and more.  

Joining an Etsy team is easy and can be a great experience, but if you find your city 
doesn’t currently have a team, or if it does and you don’t feel comfortable joining it, 
you can start your own! Etsy doesn’t limit the number of teams a city can have, so 
this is another opportunity for you to start a team of small-business owners. Taking 
this step is a huge undertaking as it requires time, effort, and the ability to create 
interesting and helpful content on a fairly regular basis.  

If you choose to start your own Etsy team, make sure you have some great local 
contacts that can help you with locations for markets or selling spaces, as well as 
people who can host seminars and offer their skills to help advance your team. 

Suppliers 

Depending on what your product is, you may have regular suppliers for all of your 
needs, or you may change suppliers often. Do the work to find out who you are 
buying from, what the shipping costs and times are, and what will happen if you 
place an order that can’t be filled.  

For example, if you’re a baker and there is a flour shortage, do you have a concrete 
solution as to how you will continue to get the flour you need to work?  

Or if you’re a jewelry maker and your regular silver chain supplier goes out of 
business, do you know for sure that you can continue to get the same chains, or a 
similar quality chain, for the same price elsewhere? If not, you may be opening 
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yourself up to surprise expenses when you have orders to fill without the 
necessary product to fill them.  

How you package your products is important for your brand image and marketing, 
but what will happen if your packaging supplier suddenly changes their pricing to 
require a much higher MOQ (minimum order quantity), or what if they change 
materials and the new material isn’t appropriate for your product?  

The answer to all of these questions is twofold: you need to do a lot of research 
before settling on suppliers, and you need to have backup suppliers for every 
element, from the product itself to its packaging and all of your marketing and 
shipping materials.  

Changes 

No matter what you do to set you and your business up for success, there are 
bound to be changes along the way. Depending on your business, the biggest 
change you will likely face is in your customer base.  

If you sell age-related products, like baby items, school supplies, or trendy pieces, 
you will probably only have a couple of years with each customer before they age 
out of your target market. Don’t let this worry you! You will always need to be 
planning for the next customer and adjusting your product and marketing plans to 
fit the current market, but you can absolutely take the time to enjoy your 
customers while you have them.  

If you run a good business and sell a great quality product, you will never truly lose 
a customer because they will spread the word to their friends and family. The 
business will circle around to those that are entering your target market just as the 
previous customer was leaving it.  

Still, you should always be prepared to make adjustments and you’ll need to get 
comfortable doing so. The best way to do this is not to let changes sneak up on you. 
Plan, watch market trends, and talk to your best customers about why they love 
your product and what you can do to retain their business for as long as possible. 

Do what you do best 

Once you’ve landed on your perfect product, priced it well, and are starting to 
make sales and are seeing growth, keep the momentum going! It can be tempting 
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to constantly try to force growth by making new things, introducing different 
products, and to try to appeal to everyone, but this isn’t a sustainable business 
model.  

You simply cannot get every customer, because every customer won’t necessarily 
need or want your product. A woman that lives near the equator probably won’t 
be interested in buying your hand knitted sweaters, and you don’t need to get her 
business by going out of your way (and business model) to make bathing suits now 
too.  

Focus on what you do best, and you may get that customer anyway! Maybe she’ll 
buy a sweater as a gift for a friend in a colder climate or will purchase one for 
herself when she goes on vacation to a colder place.  

If you spread yourself too thin and try to appeal to everyone, you will not only 
exhaust yourself, but you’ll be taking time away from perfecting your craft.  

  

This isn’t to say that you shouldn’t grow as your target market demands it, but let 
the market determine whether you should be offering new products, and whether 
your growth will be more enjoyable and organic. 

Be true to yourself 

Make sure to align yourself with people and businesses that you are proud to 
represent. While your friends, colleagues, and business associates may not have 
the same religious or political opinions, this usually won’t stop you from developing 
positive and fulfilling relationships with them. You may, however, find it difficult to 
maintain relationships with those that have such polar opposite views that you 
don’t feel comfortable representing them in public. 

I do believe that a part of one’s business should always maintain that personal 
moral compass. My advice here would always be to make sure that you know who 
you are supporting before offering that support. For me, that means not supporting 
businesses that don’t actively support campaigns against systemic discrimination 
against skin colour, race, nationality, sexual orientation, sexual identity, gender, or 
disability that exists in Canada and worldwide. I am confident in my business 
connections at this point, but I am constantly aware of changing political and social 
spectrums and I am ready to make changes to my business if it becomes clear that 
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my personal morals no longer align with those of a business contact. Your moral 
compass may be different, and that is okay! Be true to who you are, and be 
prepared to set tough boundaries. If you don’t, you may one day be in a position 
where your values are questioned because of an association with someone else, 
and these situations can be incredibly difficult emotionally and financially if you are 
not prepared. Who you are as a person will be reflected in your public image as a 
business, and so it is of the utmost importance that you are aware of what is being 
reflected on you. 

Photography 

If you sell a product, you will need clear, uncluttered photos that match your brand 
aesthetic. These photos should accurately depict your product, what it is, how it 
works, and who you are as a business. You’ll notice that beautiful photos will 
elevate your business right away! You can take decent photographs with a 
modern cell phone or digital camera, and utilizing the internet to find tutorials will 
usually get results that are good enough for social media and your own website!  

Unless you have a background in design, art, or photography, as well as the 
technical skills to navigate lighting, equipment, and editing, you are probably better 
off hiring a professional photographer if your goal is to grow into more than a one-
person show. If you plan on selling wholesale, or displaying your products at 
professional trade shows, you’ll likely want to take this step so that your public 
image properly represents your product and business.  

A professional photographer, specifically with experience in product photography, 
will know how to represent your product with the best lighting, placement, and 
angles, and in addition, they will likely have other business contacts with whom you 
can work to create joint marketing schemes that will be advantageous for 
everyone involved. While there is definitely an expense associated with this, it will 
add value to your business many times over. When applying to trade shows, 
vendor fairs, consignment stores, or potential wholesale retailers, professional high-
quality images will set you at the top of the pile; poorly lit, amateur photography 
might not even get your product considered.  
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Branding 

One of the most impactful things you can do for your business from day one is to 
have eye catching, memorable branding. You might make the best candles around, 
but if your labels aren’t beautiful and if your social media doesn’t draw potential 
customers in, you’ll still lose sales and struggle to maintain an audience. When a 
potential customer comes across your social media channels, your branding should 
be attractive and make them want to know more. Your branding might not 
immediately show what your product is or who you are, but it should create the 
feeling that whatever your services or products are, the customer wants to know 
more right away. Many creative people that end up selling their handmade goods 
will also have the artistic ability and technical experience to create their own 
branding, but if you’re not one of those people, don’t sweat it! There are a lot of 
graphic designers out there that specialize in small business branding, and they can 
help you start out with the basics that you’ll need. Labels, social media images, 
Instagram story templates, stickers, custom fonts, and cohesive brand images will 
all help set you apart.  

Consignment Contracts 

Let’s circle back to the “consignment conversation” and discuss the ins and outs of 
entering into a consignment deal with a store, person, or other entity.  

You will likely sign an agreement or contract that details how much that particular 
store will take from your sales, and what each of your responsibilities are while you 
have your products for sale there.  

Opportunities to sell your handmade products in a store with new customers and 
other vendors are amazing and can propel your business forward very quickly! 
Finding the right people to work with, both as fellow vendors as well as shop 
owners, is paramount for your growth. The agreements you sign when entering into 
a new store are not only setting out the terms for your product and business in the 
store, but they are setting out the terms of the relationship you will have with the 
store, its owner, its staff, and the other vendors. These agreements can be simple or 
complicated, but either way, there are things you need to keep in mind to protect 
yourself and your products. 
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Any contract needs to be independently verified by both sides to be considered 
legal.  

If the store provides a contract to sign and their lawyer has drawn up the 
agreement, you still need independent legal advice (you’ll sometimes see this 
referred to as ILA) in order to sign the contract. If either side does not have ILA, the 
agreement can be thrown out at any time if it is brought to a mediator or judge, 
since the party that didn’t receive ILA can (and probably should) claim that they 
were not aware what they were signing.  

If a store asks you to sign a contract without legal advice, this is a red flag. If they do 
not want to involve a lawyer to advise on the agreement, you should be asking 
yourself “why” and make sure that what you’re agreeing to doesn’t infringe on your 
rights. It doesn’t necessarily mean that you shouldn’t sign or work with this store, 
but it does mean that you should use a legal service to make sure the agreement 
they want you to sign is properly worded and doesn’t include terms that are bad 
for you and/or your business.  

If you decide to work with a store and sign an agreement without ILA, keep in mind 
that at any point, you or they could break the agreement and there would likely be 
zero legal recourse for anyone to recoup costs for the loss to their business. 

There are a few reasons that a contract can legally be set aside, or declared void, 
in Canada. 

Misrepresentation: If a false statement or fact is included in the contract for 
the purpose of convincing the other party to sign the contract, and this false 
statement or fact is important to maintain the integrity of the contract, then 
the entire contract can be voided.  

For example, if a vendor signs a contract with a store to sell their “handmade 
goods”, and it is discovered that the goods are actually bought and resold by 
the vendor, the contract can be voided and the store would have no 
obligation to continue stocking the product. 

Mistake: If one or both parties misunderstand the terms of the contract or 
what the contract is about, it can be voided. This is why it is important to get 
that ILA (independent legal advice) that we mentioned earlier. If one or both 
parties don’t get ILA, they can claim at any time after that they didn’t 
understand the terms of the contract and it can be voided as a result. 
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Duress and/or undue influence: If either party threatens or compels the 
other party to sign the contract, it can be voided. 

Incapacity: All parties to a contract need to be of legal capacity; they must 
be of mental capacity to understand and sign the contract, they must be of 
legal age, and they must have the necessary authority to sign the contract. If 
someone under the age of 18 signs a contract, they are not able to be legally 
held to its terms, but the other party is still legally bound to the contract as 
long as they are over 18. 

Finally, Illegal Contracts can be voided. No matter if every other 
requirement is met, if the terms included in a contract violate the law, 
whether it be criminal law, tax law, regulatory laws, or otherwise, the 
contract can be voided. No party can sign an illegal contract and have it 
upheld. 

 

Protect your product! It’s important that you keep an accurate inventory of your 
products at all times, and as part of your agreement the store should provide you 
with a record of which products sold, how much they sold for, if there were any 
returns, and if there was any product loss with each payout.  

Inventory records might not seem like an important thing right off the bat, but it is 
again a huge red flag if this isn’t included in your agreement.  

For example, John sells stationary products and his products retail for between $10 
and $80. At the end of December, John receives a payout of $764.00 but the store 
he works with doesn’t provide an inventory list. When he goes to the store to check 
his stock levels, John is surprised to find most of his higher priced items have sold 
and he wants to find out what his popular sellers were over the Christmas period. 
Unfortunately, the store doesn’t provide a record of sales, only a total amount, and 
he can’t figure out how much of each item sold on his own without these accurate 
records. 

In addition, John is concerned because he has provided 40 x $50 items in the past 
month, and there are only 10 left. The store owner disputes his record and says only 
10 of these $50 items were brought to the store, and John is unable to dispute this 
any further as there is no trace or record.  
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To avoid disputes like this, keep records of all of your stock for each store that you 
partner with. Record every item, and its price, that you bring to the store, and 
check this against the store’s reported sales each month. If the store does not 
provide a stock list, this is a red flag. You have the right to know what happens to 
your product when it is in the care of someone else, including when and if it is sold, 
returned, damaged, or otherwise. 

It might be that the sales register the store uses doesn’t have effective tools for 
stock keeping, or it might be that the owner or person in charge of day-to-day 
record keeping simply doesn’t want to take the time to provide a sales record 
each month. Either way, a store that will not provide you with a record of your 
sales is a store that you likely do not want to work with. Not only will you not know 
what products are selling, but you might be losing money, and your products may 
become a target for theft if it becomes obvious that no action is ever taken in the 
store to combat fluctuating inventory levels. Included in your agreement with each 
store should be a clause detailing what happens if your product is stolen. 

Some other important questions to ask the store (and to get on paper) are: 

What happens if your product is stolen, goes missing, is damaged, or is accidentally 
sold for the wrong price? Does the store have policies in place for how to deal with 
theft and/or damage to your displays by customers? If they do not have policies in 
place to deal with these situations, they are likely not the kind of business you want 
selling your product. Either way you should have shrink (loss due to theft or other 
means) built into your pricing, however, a business that does not care about theft 
and that doesn’t provide adequate security to prevent it is probably not a good 
business to partner with.  

Do they have insurance? This should be obvious, but is often overlooked in the 
excitement of a new sales opportunity. Ask if the building itself is insured, if you are 
insured when you are in the building as it pertains to your business, and if your 
stock and displays are insured when they are in the possession of the store. Most 
consignment stores will not have insurance that covers consigned goods, so this is a 
great question to ask before bringing stock to the store. You may need to get 
coverage for your product independently, and you can do so by calling your 
regular car, home, or other insurance provider to talk about adding on a policy for 
your handmade goods. 
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What would happen to your business if there is a fire or natural disaster where the 
business is unable to operate for a period of time? Will you be required to pay rent 
or work/volunteer your time even though sales are not being made, or will 
alternate arrangements be made so that your agreement can continue when 
business resumes?  

What happens if, when you are volunteering in the store or delivering stock, you 
trip on a fixture and break your arm? Will the business owner keep insurance to 
make sure you are covered in case of injury? Some stores include in their 
consignment agreements that by selling goods in their store, you are acting as an 
independent contractor and thereby are not covered by any of their possible 
insurance policies. You have the right to be protected and to feel safe, and there 
are myriad insurance policies that can cover you in almost any circumstance. Most 
retail stores are required to maintain insurance with a minimum level of coverage, 
and this insurance will normally cover incidentals and injury. A business cannot 
make you sign away your legal rights simply by writing down that they do not wish 
to take responsibility for you or your products when you/your products are in their 
store/on their property. Ask for proof of insurance, and if they do not have the 
pertinent insurance policies or refuse to provide them, you should not sign their 
agreement. Even if you do, you will likely still have legal recourse in the event of an 
injury, as illegal clauses in contracts won’t be upheld in court. 

What are your obligations to the store in addition to paying a percentage of your 
sales, a monthly rent, working/volunteering in the store, or some combination of 2 
or all of those things? If you are required to do all three, make sure to keep an 
accurate record of the hours you give to the store, including hours that you spend 
working on social media, helping to clean or organize the stock and/or its contents, 
or assisting with other tasks as it pertains to the store. If you find the hours you are 
working in addition to the money you pay each month are growing, you may need 
to renegotiate your agreement to more accurately account for time spent. Your 
time is worth money, and you should not underpay yourself for your hard work.  

Will your monthly rent or commission cover all costs, like advertising, store fixtures, 
electricity and water usage, and other costs that arise during the normal course of 
business, or will you be required to pay more as needed if costs arise that were 
originally unaccounted for? 
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Are you part of a collective, or are you an independent vendor? Collectives can be 
many things, but generally in a collective you will have more responsibility for 
store upkeep and financial matters, but you will also have more say in bringing on 
new vendors, marketing, store fixtures, and other day-to-day decisions. As a 
member of a collective, you should also see some kind of dividend payment as 
business improves. This may appear as a monthly or annual payment, a reduction 
of costs, or credit to use in store. You will also have additional costs if business is 
not good and sales are not high enough to cover the expenses of the store.  

If you are an independent vendor, you will simply be paying either a percentage of 
sales and/or a monthly rental fee, and the store owner(s) will make decisions as it 
pertains to vendors, marketing, and other day-to-day business.  

In the event of a drastic change in business (the shutdown due to COVID-19 is a 
great example), what happens to your contract? Will the business continue to 
make sales online on your behalf, and if not, will you retain your space at a lower 
cost? If you will still be required to pay your regular rental fee, what will the 
store/business owner do on their end to make sure your business doesn’t lose 
money as a result? Will the store work together with vendors to maintain sales, or 
will they simply pay their own bills while requiring you to keep stock and wait for 
business to resume? The COVID-19 shutdown has and will continue to have a 
myriad of implications for small businesses across Canada, but it is a great 
opportunity to look at how shops that run as a collective or independent vendor 
hub operate, and whether they are a business that you want to be a part of. 

Do you have to provide your own product displays? If so, make sure that your 
displays are accounted for in your agreement, and that you know how they will be 
treated in your absence. Will other vendors be able to use your displays, and, if so, 
will they be replaced if they are damaged? If you decide to move on and leave 
the store, are you guaranteed that your displays will go with you, or do they stay 
with the store? If the store requires a certain kind of display, who will pay for it? 
You may be surprised to find that some stores that operate on a consignment-
basis in Canada expect that displays will be provided by the vendor, and that the 
display will be retained by the store after the vendor leaves. If this is not 
accounted for in your agreement, make sure to bring it to the store owner’s 
attention and have it added to your agreement before you sign. 
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How will the store report their business income? Do they charge tax on top of the 
retail price, and if not, is the tax included? Small businesses that sell a third party’s 
products are not exempt from Canadian tax law, so this needs to be accounted for 
somewhere. The person that issues you your payments and inventory/product list 
should also be providing an accurate and detailed list at the end of each business 
year of all of your products that sold and how much was paid out to you in total. If 
you are a business that needs to charge sales tax (check out pages 8 and 9), then 
you will need to also remit tax on the total amount of sales made on your behalf as 
well. Not only do you need this to properly and legally claim your own income, but 
they will need it as well to accurately represent their own revenue. If a store 
owner asks, encourages, or otherwise infers that you should not be claiming all or a 
part of your income from their store, do not enter into an agreement with this 
store. By not claiming and remitting taxes on these sales, it would mean that you 
are committing tax fraud, and if the store or its owner is ever audited, your 
business likely will be too. Taking payment in cash does not mean that you do not 
claim it as income, and if a store owner agrees to pay you in cash with the 
agreement that you won’t be claiming income from their store, this should be a red 
flag for you. 

Aside from stocking your product in the store, will be required to perform other 
tasks as a part of your agreement? It is normal for a store like this to require some 
extras, whether it be an extra day to volunteer during busy holiday shopping 
times, a semi-regular meeting for all of the vendors and shop staff, or other similar 
things. Depending on the store and how it operates, they may also offer deliveries 
to local customers. If you are asked to make deliveries as part of your agreement 
with the store, will you be required to use your personal vehicle, or a vehicle 
owned and insured by the store? Most regular personal car insurance policies 
specifically prohibit making deliveries as part of a business without adding on to 
your insurance policy, and if you were to get in an accident, have your car broken 
into and product stolen, or some other event that results in your injury or a theft 
while making deliveries, your personal insurance likely will not cover you. A 
responsible business owner will have this type coverage if they expect their 
vendors, employees, or volunteers to make deliveries on behalf of the business. 

Lastly, selling consignment means that you will still be responsible for advertising 
and generating customer leads for your product. The stores you sell in will be 
advertising and generating traffic on their own, but since your payout will depend 



24                                                                                                                                 The Handmade Business Bible 
 

on how much of your product sells, you will want to constantly be letting new and 
existing customers know where they can find your product, what style, colour, 
flavour, or type of products are available, and when they can expect new styles or 
types of products. Advertising and marketing in general should be a team effort 
together with the store’s owners, staff, and vendors. 

Wholesale 

Depending on how you’ve decided to price your goods, wholesale might be a 
better option for your business. This will likely be the case if you sell higher-priced 
items, prefer being paid upfront, and can handle a larger order volume. When you 
are selling your goods wholesale, you will make less profit per item, but will have a 
guaranteed bulk sale, so you can actually end up making more money than if you 
sell on a consignment basis. When negotiating a wholesale or bulk sale deal, the 
terms are generally pretty simple, with a  few important details: 

Make sure that your wholesale price still generates profit for you and allows you to 
keep a constant supply of inventory or supplies to perform your service. Most 
businesses that sell their product wholesale sell their product for between 50-75% 
of the retail price. For this to be profitable your costs need to be lower than what 
you sell the product to a retailer for. You can achieve this by buying supplies in bulk 
quantities and producing more at a time. Wholesale websites like Faire.com allow 
you to upload your products available for wholesale for retailers worldwide to 
purchase, or you can reach out to retailers yourself with your wholesale pricing. 

Who pays for shipping? Some wholesale contracts require the vendor to pay 
shipping costs, but usually the retailer that will be selling your product is 
responsible. Make sure this is decided in your agreement so there is no confusion. 

Make sure to register for a Business Number with the CRA and include your 
GST/HST number on each invoice, as the retailer purchasing your goods can claim 
the tax they pay to you against their own tax bill.  

What happens if a product is returned to the retailer? If a customer buys one of 
your products at a store and finds that it is faulty, will you reimburse the retailer for 
their cost, replace the product at your own expense, or is the retailer responsible 
for covering the loss themselves? Usually, the vendor will replace the product or 
reimburse the retailer if the product was damaged or faulty because of a 
manufacturer defect, but not if it was damaged by the customer or by the retailer.  
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If a customer returns your product simply because they don’t like it and it cannot 
be resold, will the retailer expect you to cover the cost? It is usually considered 
good business to accept returns if the product just isn’t right for the customer, but 
these costs can add up if it’s not clear who is responsible. Make sure these terms 
are clear in your agreement and make sure to ask potential retailers what their 
return policy is and how your business will be affected by it. 

Great product photography is a must, and even though you are selling your 
product outright to a retailer, you can grow your business quickly by providing 
them with great photographs to use on their website and in marketing products. 
The retailer might have their own aesthetic and a photographer to take photos 
independently, but if not, you should be ready to provide great quality, high 
resolution photos that properly and clearly depict your product and brand.  

Questions 

Over the past month we’ve been taking questions on social media about starting a 
small business. Check out some of the most popular questions and our answers 
below! 

“When is the best time to start an Etsy? And how many of each product should I 
have ready for the launch of Etsy?” 

Great question! There’s no specific time that would be clearly “better” to start your 
Etsy journey. First, you should consider if Etsy is the right platform for you. Built into 
Etsy is a great search feature that allows any customer to discover your product if 
they search it. There are lots of variables that allow you to customize your “store” 
to some degree and stand out from the crowd. It can, however, be an expensive 
venture. Etsy takes a percentage on each sale, plus a fee to list items for sale, and in 
addition, they take a percentage of the cost of shipping. More than that, Etsy now 
offers features that allow you to purchase different account packages, giving such 
benefits as your items appearing higher in the search results than those that have a 
lower account package. This is great for high-earning business, but not so great for 
the little guy who might not have a huge advertising budget. Shopify is another 
platform you might consider, and while their rates are cheaper, you will have to 
drive your own traffic to your site. You could build your own website, or find 
another e-commerce platform to sell on. Regardless of which you choose, make 
sure you check out their rates first and to factor the cost of selling there into your 
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business expenses. If you decide that Etsy is the way to go, there are some things 
you may want to make sure you have completed and ready to go before you 
begin. 

Branding: Choose a great name for your business, have some 
packaging and business cards made up that make it clear who you 
are and what you do. Make or have someone create some digital 
artwork that you can upload as your logo.  
 
Etsy is a large community and standing out on a page of 10 other 
businesses selling similar products will be the key to building your 
community there. There are some great small graphic design firms 
that can help you design a logo that is affordable! The best thing about 
working with a graphic designer is that you can usually go back to 
them as your business grows to create more products for your 
packaging and branding using the same designs and images.  
Find your local Etsy team: You can do a quick search on Etsy to find 
your local community, or start one if that’s what you prefer. Ask your 
friends, fellow small business owners, and your social media following 
if they can connect you with local Etsy team members to find out 
more about your local community.  
 
Have enough product ready: Your items might be made to order, and 
if so, you won’t be able to have enough product ready to ship, but you 
can still ensure that you have the supplies, packaging, and other 
necessary elements ready for when orders start to roll in. Etsy allows 
you to set your own processing and shipping times, so you can be 
clear to your customers that their order may take a certain amount of 
days to process. Quickly shipped items are always popular, so if it’s at 
all possible and sustainable, have short processing times! 
 
Decide how you want to get your product to your customers: Will you 
mail it, have the customer pick it up, will you deliver it to their house, 
or is it a downloadable product? If you can, offer more than one 
option. Your customers will appreciate having this flexibility.  
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Be prepared to shift and adjust as necessary: Perfectly laid-out plans 
rarely end up as such. To avoid too much stress on your end, you 
should be prepared to make changes as your business grows and you 
find out who your customers are and what they want. This may mean 
that you need to change how you make your product, package them 
differently, or find a new shipping service to use. Whatever changes 
you deem necessary, take them with grace and know that every 
change you make for the better will only help you grow and develop 
personally and within your business.  

 

“I’m launching my business soon and am struggling with pricing. How much more do 
you usually price your items than what the materials cost?” 

There are a lot of ways to go about pricing. You’ll probably find it easiest to find 
small or craft business calculator online to get an idea of what might work for you. 
Cost is what you spend to make the product, profit is the markup you add to make 
money, and revenue is both of those added together. It will take some math and 
hard work to find the right number for you where you are comfortable and 
profitable, but don’t let that scare you! Use a calculator and check your numbers 
more than once.  

If your product cost is $10 and you sell your product for $30 (your revenue), you 
have a 200% markup ($30 is 200% more than $10) and your profit is $20. Make 
sure you factor in your time when pricing your items. Take a look around some 
local stores when they hold a sale to get an idea of their profit margins. If you go to 
the mall on boxing day you’ll see many signs for 50% or even 75% off the regular 
retail price; what this means isn’t just that you’re paying less, but that the markup 
on the product is at LEAST as high as the discount, and that the company is still 
profiting from the sale even at a steep discount.  

Don’t feel guilty about pricing your goods appropriately to account for your time 
and hard work; as a business, you deserve to be paid for your effort, and it’s not 
your job to sell products cheaply just so everyone can afford them. Some people 
may not be able to purchase your product when you arrive at a final price, but 
many will, and those will be your customers. 
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“I sell my work at a local store on a consignment basis and as part of my deal I pay 
rent, commission, and work two days a month. My rent is around $75 a month, 
commission is 15%, and then the two days I work are usually 6 or 7 hour days. I can 
do some of my work when I’m at the store, but I’m having a hard time finding out if 
I’m underselling myself by paying so much for my spot. How do I figure that out?” 

Congratulations! Having a store that will sell your products is an amazing step to 
take, so you’re absolutely on the right track. Let’s do some math to figure out if you 
should be making any changes.  

Let’s say you sold $1000 worth of product in a month and that that product cost 
you $300 in supplies and time to make.  

Firstly, you need to take off your commission rate of 15%, or $150, leaving you with 
$850. Your product cost you $300 in supplies and time to make, leaving you with 
$550. Your monthly rent of $75 has to come off too. So, after accounting for all of 
your expenses, commission, and rent, before factoring in your time, your $1000 in 
sales is actually only $475. Now, you need to look at how much time you spend 
getting your products to the store’s shelves. 

If you assume a basic payrate of minimum wage, the two days you work would 
normally pay you about $196 dollars, minus taxes. This can be a difficult principle to 
understand and it will change with every person. The time you volunteer as part of 
your business is absolutely time lost to productivity. In short, yes, time is money.  

You said you can do a lot of work while you’re at the store, which is great, because 
it means your time is not lost, and you can do productive work which will add 
value to your business. Of course, working in a retail store means that your time 
will generally be dedicated to store duties, so you will lose some time to 
productivity for your own business. If you can account for about half of your time 
there to do work related to your business, your time lost is about $100 instead of 
$196. If you cannot do any work elated to your own business during your time in 
the store, you’ll need to make sure you either sell enough of your own product to 
“pay” yourself for your time there, or take the hourly value of your time away from 
your profit.  

So: the $475 you were left with after your commission could go UP if you sell $196 
or more of your own product while working, or down if you sell less than that and 
cannot make up the difference with productive work. Your $1000 of sales could 
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end up leaving you with more than 50% profit (awesome!) or less than 30% profit 
(not so great) and this will mostly depend on how you use your time. If you are 
making less than 50% profit at the end of each month, you probably need to alter 
your pricing, or alter the way you spend your time working, to make sure your 
business is profitable and worth the time you dedicate to it.  

It is also prudent to take into account the marketing being done in order to sell 
your products! Are both parties doing their part? If not, you will need to look at 
how your product is being represented in the store and advertised on behalf of the 
business. It may just be a slow month, too! Don’t base any decisions off of one or 
two months in a slow season, but rather keep these records over a long period of 
time—at least 6 months to 1 year—so that you can see the trends and get a full 
picture of your income from that store. 

You could also ask if you can change your contract to pay a bit more rent and 
spend less time in store or raise your commission in exchange for not working at all. 
This will all depend as well on whether or not this business is your full-time job! If 
you work full-time elsewhere, the value of your time will generally be whatever 
your regular rate of pay at your job is, as every hour you work in the store selling 
handmade goods is time lost to your own business, as well as time lost where you 
could be making an actual pay cheque. 

This is a conversation best had with the person in charge of the store after you’ve 
figured out the math based on your own product, cost, and time. If you aren’t met 
with an understanding of your time having value, you may need to reconsider if 
selling in a consignment store is good value for your business. 

 

“What do I do if my store owner asks me for exclusivity? I get the feeling that it’s 
expected already that I won’t sell my stuff anywhere else, but since my plan is to 
grow my business, I don’t think it makes sense for me to do that.” 

Exclusivity means that the store you’re working with will have the exclusive right 
to sell your products. For example, Coca-Cola has an exclusivity deal with 
McDonalds that states that McDonald’s will only sell Coca-Cola brand soft drinks. 
This was not achieved by Coca-Cola asking politely and McDonald’s agreeing. 
Coca-Cola pays millions of dollars every year to ensure that McDonald’s doesn’t 
stray to another soft drink provider, and in turn both companies profit massively! 
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This is a great example of where exclusivity works, but it only works because 
Coca-Cola is well known enough that everyone will want to buy their soft drinks, 
and McDonald’s has enough traffic that Coca-Cola is guaranteed fantastic sales 
even during slow periods. 

Try to transfer this kind of agreement over to your own situation. Firstly, the store 
should be paying you in some way for the exclusive right to sell your product. 
Coca-Cola pays McDonalds because they want to be the ONLY soft drink 
available there; this store owner pays you so that they are the ONLY store where 
your products can be purchased. If you make jewelry and wanted to be the only 
jewelry represented in that store, you would be expected to pay the store for that 
right. 

If you agree to not sell your products anywhere else, can the store guarantee 
enough sales that you won’t be missing out on money by turning down other 
stores? Will they advertise your products, up-sell them to customers when they 
walk in, and feature you regularly on social media, e-commerce, or in other 
advertising?  

If agreeing to exclusivity isn’t right for you—and unless you are already an 
established business, it likely won’t be—it doesn’t need to be a tough conversation. 
E-mail the store owner and explain that as you are trying to grow your business, 
you don’t have the ability to restrict sales to one location, but that you’d love to 
talk about advertising in the store and other things that will help your sales there 
grow. Exclusivity is meant to benefit both parties, so if it does not, don’t agree to it. If 
your agreement demands, asks for, or otherwise implies that exclusivity is 
expected, address this before signing.  

 

You’re ready to hit the ground running! 

It’s nearly impossible to cover everything that goes into starting, running, and 
growing a business. There are so many unique situations and perspectives, and I 
hope that you could take even a fraction of this document and implement it in 
your current venture.  

The best thing to do when starting a business is to find a group of likeminded 
people that can help and support you along the way. Having people that you can 
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trust, look up to, and go to for the big and small stuff, is the key to staying successful 
(and grounded). Many of your old friends may not understand the sudden shift in 
your life when you start a business, that’s why it’s important to have people in your 
life that understand, can empathize, and who will be your endless promoters and 
supporters through the good and the bad. It is possible, and for me, so necessary, to 
mix friends with business. I need to be able to trust my business, my product, 
sometimes even my kids, in the hands of the people with whom I am getting 
involved in business, and for me, that means making sure every close business 
contact is also a fantastic friend. 

Feel free to reach out to me, or other small businesses in your area. More often than 
not, they’ll be completely thrilled to help you. One day, before you know it, you’ll 
be the one offering your expertise and advice! 

You can find me in lots of different ways if you’d like to chat about anything you’ve 
read here, or something that I didn’t cover at all: 

Instagram @beekeeperfoodwraps 

Facebook @beekeeperfoodwraps 

www.beekeeperfoodwraps.com 

hello@beekeeperfoodwraps.com 

I hope you’re ready to tackle your new – or growing – business. We need more 
makers and creators like you, so don’t be afraid to just jump in!  

 

Services You Need in Windsor-Essex 

Windsor Small Business Centre 

(519) 253-6900 
www.windsoressexsmallbusiness.com 
Seminars, classes, information, grants, and other funding for small businesses 

RISE Windsor-Essex 
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www.risewindsoressex.com 
Supporting women in STEM and entrepreneurship 
 

FIN Designs 

Instagram: @fin.designs 
www.findesignco.com 
 

BLAB Media 
(226) 773-2171 
www.blabmedia.ca 
Social media and Marketing 
 

Photography 

There are too many great product and branding photographers out there to list here! Ask local 
businesses that you love who they’ve used for their product photography, Google “product 
photography in my city”, or advertise on your social media channels that you’re searching for a 
local product photographer.  
 
 
 

 


