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How to turn herbal tea blending into a business 

 

It’s the perfect time to start a business... 

A growing demand for eco-friendly, handmade items has created a huge opportunity 

for DIY entrepreneurs. Sales platforms like Etsy and Shopify also allow handmade 

crafters and customers to connect like never before. 

Over the years, I’ve seen herbal tea blenders successfully transition from hobbyists 

to small business owners, this includes me! This section is dedicated to inspiring, 

motivating, and guiding you as you build and grow your business. 

I might be a little biased, but a major benefit of herbal tea blending compared to 

other hobbies is that you can easily turn it into a part- or full-time business. Many 

creative crafters love the perks of the entrepreneurial life. You can: 

• Be your own boss 

• Have the freedom to do work you actually enjoy 

• Build and invest in something you own 

• Spend more time with your family 

• Determine your own schedule and day-to-day activities 

 

Handmade crafts are some of the fastest growing small businesses in the country, 

there are a few more reasons why herbal teas are a fantastic business opportunity: 

A thriving, high-demand market: Did you know 9 out of 10 households drink herbal 

tea? People love quality handmade products and supporting locally owned 

businesses. And uniquely branded herbal tea are some of the most popular food 

products on the market. 

Easy to start: You don’t need a lot of equipment or space to get started—just basic 

supplies, tools, and a workspace—and learning the process is quick and easy. 

Easy to price and sell: What might cost you £2 to make you can sell for £9 or more. 

You can market your blends through farmers markets, craft markets and food 

festivals; online through outlets like Etsy; or on your own website and even a 

Facebook shop 

You’re never alone: When you launch a herbal tea business, you’ve joined a 

community of fellow crafters and entrepreneurs where you can share resources and 

knowledge. 
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Planning for Success in 9 Steps 

No matter the size of your enterprise, creating a business plan is essential. It helps 

you think about the future, establish the foundation of your brand, and build a 

framework for success. In this section, I’ll highlight 8 steps to build a terrific plan. 

“Business plan” can sound intimidating, but don’t worry. We suggest keeping it short 

and simple. Don’t stress about getting all the details together perfectly. 

Your objectives and business structure are likely to change and adapt over time, 

especially in the early months, so view this as a flexible blueprint to get started.  

I’ve included a business plan template in the tools section of the course to help you 

get started with your business plan. 

 

STEP 1. Develop your “pitch” 

Write one sentence that describes the core of your business (“the who”) and the 

value you bring to customers (“the what”). Think of it as an elevator pitch.  

STEP 2. Define your target market 

The first step in building your brand is deciding where your business fits in the 

broader marketplace. Consider developing your herbal tea line around one of these 

three target markets: 

Mass-market: Typical affordable herbal teaas found at many retail stores. These 

herbal teas often use economical containers and packaging and feature traditional 

herbs or ingredients such as nettle or mint. Price range: £5 to £8 

Mid-market: Herbal teas with broad appeal commonly found in locally owned 

boutiques and gift shops. You can expect herbal teas that have higher quality 

packaging, unique herbal combinations and place a higher value on brand story and 

image. Price range: £9 to £14 

High-end or “prestige”: Good examples are luxury shops that command a premium 

price like upscale food shops. Herbal teas in the high-end market are typically 

prestige-level products that place a premium on packaging, ingredients, and the 

story behind the brand. Price range: £15 to £22+ 

To help identify which market to target, think about who will buy your blends, how 

they’ll buy your teas, and how much they’re willing to pay. Then you’ll have a better 

idea of what ingredients to use and how to craft your packaging and brand. 

It’s important to start with a target in mind, but be willing to pivot and adapt over 

time. Successful businesses constantly adjust to better fit their market. 
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STEP 3. Find your niche 

Now you know where your teas fit in the marketplace, so it’s time to identify your 

brand’s individual “niche”—what makes your teas unique and separates them from 

the competition. Here are a few common ways tea blenders find the perfect niche: 

• Unique herb combinations 

• Special packaging 

• Clever brand name for your blends 

• The brand story 

In the end, your goal should be to sell your blends so distinctive and unique that 

customers can’t get them anywhere else. 

STEP 4. Create a clever brand name and identity 

Decide what to call your business and design a logo, colour scheme, and brand 

identity. Once you’ve landed on something catchy and memorable, double check 

that a domain is available for a website and run a trademark search. You don’t have 

to register a trademark right away, but you may want to have the option available 

as your business grows.  Also you can’t trade under a name that’s already 

trademarked. 

When brainstorming names, focus on what makes your brand unique, what you’re 

passionate about, and what resonates with customers. Don’t get too elaborate with 

your branding. Instead, focus on being personal and authentic. 

STEP 5. Set a basic startup budget 

I suggest creating a budget for your first three months in business. Estimate the 

cost of supplies, equipment, and overhead. Don’t forget to pay yourself an hourly 

wage for your time and effort as a business owner, too.  

 

STEP 6. Develop an initial product line and prices 

It’s best to keep your product line small and manageable. Think about which blends 

are most popular with your friends and family, and if they fit your target market. 

You’ll also want to determine how much each item costs to produce (in supplies and 

time), and what a reasonable price might be. Don’t be afraid to price your blends 

based on your time and effort. I’ve seen many herbal tea entrepreneurs price their 

candles anywhere from £5 up to £30 (or more), depending on their target market. 

When I started out I charged £8 for 100g of my loose leaf herbal blends.  As I’ve 

grown and developed I now charge up to £30 for special selection packs which are 

popular all year round but especially Christmas. 
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STEP 7. Decide where to sell 

Finding ways to sell your teas isn’t hard. Here are five markets to consider up front: 

• Local craft shows, fairs and farmers markets 

• Food festivals  

• Online marketplaces like Etsy 

• Your own website (I recommend Shopify as a great resource) 

• Facebook and Instagram shops 

I personally only sell online using my own website, Amazon, Facebook and 

Instagram.  I have also used Etsy when I was getting started and sometimes sell on 

there now. 

Also consider letting your personal network know that you’re now selling herbal 

blends. Early on, your family, friends, and co-workers can provide invaluable 

feedback on your product line and can be some of your best brand ambassadors. 

STEP 8. Get insurance. 

Contact an insurance professional for guidance on liability insurance, this is a must 

do before you start trading. 

Step 9.  Don’t forget tax.  

Register with HMRC as self-employed.  Accounts to begin with are fairly straight 

forward and easy to do but as you grow you may want to enlist the help of an 

accountant. 

 

Starting a business can seem like a daunting task, and there is no perfect time to 

get started. But I’ve seen thousands of crafters—just like you—succeed at it time 

and time again. If you’re passionate about making things by hand, are a motivated 

self-starter, and are ready to learn, grow, and adapt, you’re ahead of the game. 
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Getting Started: Creating Your Product Line 

Your product line is dependent on the materials you use. Here are some strategies 

for creating great products that appeal to your market. 

Quality Base Herb 

This is the foundation of your blend, so selecting the right herb is crucial. The herb 

you use should be in line with your target market and brand.  

Select herbs in line with your target market: If you’re producing teas with 

mass-market appeal, you can select traditional flavours like lavender, chamomile, 

or mint. For mid-market blends, think about expanding into more nuanced flavours 

that still have mass appeal. Many times, these blends combine two notes to create a 

distinctive flavour and aroma, like Green Tea and Lemongrass or Red Clover Flower 

and Apple. Finally, for high-end or “prestige” markets, you can venture into luxurious 

and complex blends. 

Create unique names for your blends:  Blend names are an excellent 

opportunity to let your creativity shine. To start, you can explore the flavour profile 

for each blend and the general description, then create a unique name that reflects 

your brand story. Remember to avoid using copyrighted names.  

Use creative descriptions: Whether you’re selling online or locally, vivid 

descriptions help bring your products to life. Be short and concise, appeal to your 

customers’ imaginations, and always match your tone to your brand: Are you 

lighthearted and fun-loving? Luxurious and sophisticated? Eco-conscious and 

earthy?  

Packaging 

Think broadly about the types of packaging that best fit your market, and then 

consider what variances could make your product line more original. Here are two 

things to consider: 

Style of packet: Some package types, like foil bags, have a more mass-market 

appeal because of their non fussy appearance, while a traditional brown paper 

packaging is often a good fit for a mid-market offering. Tea packaged in tins creates 

a more modern, luxurious aesthetic better suited to a high-end market. Remember 

that a small variance in your packaging—like colour—can make a big difference in 

how customers perceive your tea. 
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Labelling  

Labelling is the final aspect of building your product line. Getting creative here is the 

best way to visually differentiate your products: 

Labelling: Start by getting the legal requirements right: Include your business 

name and address, the product net weight, any warnings and allergy information, 

best before date, batch number and usage labels. For promotion, create a product 

label that’s visually appealing, pleasing to the touch, and consistent with your brand. 

Remember that some packaging types are easier to label than others. 

 

HOW TO PRICE YOUR BLENDS 

Pricing your products correctly can be one of the most challenging parts of starting a 

herbal tea business. Price too high, and you risk not selling your teas. Price too low, 

and you risk not making a profit. It’s both art and science. And as with any science, 

experimentation and testing are key. 

I’ll walk you through some basic strategies for pricing your blends and making a 

profit. 

Where to Begin? 

In my experience, the best approach to pricing is to focus on two things: your costs 

and target market. Knowing your costs—including supplies, equipment, and 

overhead—is essential for making a profit and growing your business. Planning 

around your target market helps you hit the right price for your customer base. 

 

PRO TIP: Don’t try to beat your competitors on price alone. Instead, concentrate on 

making a quality product, knowing your expenses, and pricing in line with your 

target market. 

 

Understanding Your Costs: The Basics 

Before setting prices, you’ll need to know how much each blend costs to produce. 

Knowing your costs is crucial because even a small expense can make a big 

difference in your profitability. 

So now, we’ll calculate three types of costs: 

• Variable cost: Expenses that vary based on how many blends you make. 

• Fixed cost: Expenses that remain constant no matter how many blends you 

make. 

• Total cost: Your variable and fixed costs added together. 
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Adding Up Your Costs 

It’s important to crunch the numbers to know your bottom line. Otherwise, you risk 

failing to make a profit. 

STEP 1. Calculate Variable Cost 

First to calculate variable costs for your blends, which is the cost of each individual 

component of the blend, plus shipping. Before we start, here are three things to 

keep in mind: 

This is only an example to show you how to work out costs. Your own costs can 

fluctuate depending on the size of your packaged blend and the ingredients you 

include.  

STEP 2. Calculate Fixed Costs 

Different businesses have different types of fixed costs. All businesses have labour 

and insurance, also added listing fees if you selling online. 

STEP 3. Calculate Total Costs 

Combine your variable and fixed cost to find your total costs. 

 

Setting a Price 

Now that you know your actual costs, you can experiment with different pricing 

levels without worrying about losing money. A traditional metric is to charge two 

times your cost for wholesale orders and three to four times your cost for direct 

sales. Another pricing approach is to use a calculator to set a marginal markup 

percentage for your blend based off your costs. Generally, a 25% to 50% margin is 

a good range for a new tea business. 

 

 

 

PRO TIP: Pricing is more than a formula. Perceived value—or the value customers 

place on your brand—is another essential key. The higher your brand’s perceived 

value, the more you can charge even if your total costs stay the same.  
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Moving Forward: Adapt and Grow 

Congratulations! You’ve just made it through one of the most intimidating parts of 

building a small business. Hopefully, the process makes a lot more sense now. 

Looking to the future, continue to review and adjust your pricing to ensure you’re 

turning a profit. Never short-change the quality of your blends by under-pricing. 

Focus on quality and uniqueness more than low price. You’ve worked hard to create 

a distinctive product, and consumers are willing to pay for teas that have an 

engaging brand story tying into product value. 

 

 

WHERE TO SELL YOUR TEAS: FINDING THE RIGHT SALES 

CHANNEL 

You’ve probably thought a lot about where or how to sell your teas, but with all the 

different sales channels out there it can be hard to know where to start. Each has 

benefits and potential challenges. So let's find the right channel, or combination of 

channels, that fits your goals. 

There are three main channels to consider: 

• Your website or an online marketplace like Etsy 

• Farmers markets, craft fairs, festivals, or other local events 

• Wholesaling to gift shops and boutiques (locally or beyond) 

Many successful businesses begin with one channel and then switch to a multi-

channel approach to grow their profitability. 

Selling Online 

Online retail has some big advantages, including low startup costs, good geographic 

reach, and flexibility. A growing number of customers want the convenience of 

online shopping. And with so many new platforms and tools available, online stores 

and websites are easier than ever to launch and manage 

Here are a few options to explore: 

 

1. ETSY 

As the top marketplace for creative entrepreneurs, Etsy gets your teas in front of 

lots of people fast. You can post your teas, or any other product, for a £0.20 listing 

fee and 3.5% commission. Etsy sellers reach a worldwide market of over 26 million 

active buyers, sales routinely reach into the billions of pounds each year, and hand 

blended teas are a popular seller. 
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Suggested Target Market: Mid-market to high-end 

2. SOCIAL MEDIA 

Social media can help you market your business, but you can also use it to directly 

sell to customers. Here are two options to get started: 

Facebook: You can add a “Shop” section to your business page to display and sell 

your products from Etsy or Shopify, or experiment with Facebook Marketplace, I was 

surprised with the sale I made through this sales channel so don’t over look it – 

even just for exposure of your fledgling business. 

Pinterest: You can integrate your Shopify store with Pinterest to make direct sales 

through “Buyable Pins.” 

Suggested Target Market: Mid-market to high-end 

3. YOUR OWN WEBSITE 

Creating a website isn’t as scary as it sounds. It gives you control over your own 

platform and can increase your profitability. Even if you aren’t a tech guru, you can 

design a site easily and inexpensively with one of these platforms: 

Shopify: You can create a custom online store, take credit card orders, process 

shipping, add social media channels, and integrate plug-ins to grow your business. 

Another bonus, Shopify has lots of learning tools.  I personally use Shopify for all my 

businesses and have found it streamlined, cost effective and really easy to use. 

Squarespace: Great for creative entrepreneurs who want to emphasize photos and 

beautiful website aesthetics. You can also integrate an online store. 

Suggested Target Market: Mass-market, mid-market, or high-end 

Selling Locally 

Are you more of a people person? Selling through local events has one huge 

advantage over selling online: personal rapport. You can interact with customers and 

allow them to see, touch, and smell your teas before making a purchase. Most likely, 

you can find great options nearby through a farmers market, craft fair, or festival. 

Here are a few places to consider: 

 

1. FARMERS MARKETS 

Farmers markets are a casual way to step into the world of local selling, and there’s 

probably one near you.  

Suggested Target Market: Mass-market to lower-mid-market 
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2. CRAFT FAIRS AND FESTIVALS 

Like farmers markets, craft fairs and festivals let you make direct sales and get 

valuable feedback.  

Suggested Target Market: Mass-market, mid-market, or high-end 

Wholesaling 

Wholesaling is when you sell your teas in bulk to retailers for resale at a markup. 

You can diversify your income streams and conveniently sell in volume to one client, 

reach an existing customer base, and get valuable feedback on what sells best. 

Successful wholesaling takes “shelf ready” products and a professional brand. To 

convince retailers to stock your products, it helps to create a buyer’s pack with 

samples, a line sheet or product catalogue, order forms, and marketing displays and 

materials. It’s also time to get comfortable with large-scale production, correct 

wholesale pricing, and minimum order amounts (i.e., selling two dozen blends or 

more at a time). 

Try these options to get started: 

1. SHOPS 

Local shops are a good introduction to the world of wholesaling. Get to know shop 

owners and their product lines, share your brand and products, and keep in touch. 

Don’t limit yourself to local channels, because lots of tea blenders successful target 

shops in other counties/states. 

Suggested Target Market: Mid-market to high-end 

2. BOUTIQUES 

Boutiques are another fantastic way to wholesale your teas and are a better fit for a 

high-end target market. A professional, luxurious presentation for your teas is 

crucial. 

Suggested Target Market: Upper mid-market to high-end 

ETSY WHOLESALE 

Already have an Etsy shop? You can apply to Etsy Wholesale and reach more than 

25,000 stores. To qualify, you’ll need to have a consistent track record as an Etsy 

seller, competitive wholesale prices, and professional branding. To see if you’re 

ready, check out Etsy’s wholesale guide, worksheet, and glossary or listen to 

this case study on how to attract wholesale clients. 

Suggested Target Market: Upper mid-market to high-end 
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Consignment Note: Another approach is to sell on consignment where a retailer 

stocks your teas but only pays you when they sell. It can be a good way to get your 

products into shops, but be aware that you take on more financial risk if your teas 

don’t sell. 

Wrapping Up: Stay True to Your Brand 

Wherever you choose to begin selling your tea blends, remember to focus on your 

brand story, stay enthusiastic, and remain committed to the journey. 

 

 

 

PRODUCT PHOTOGRAPHY: NATURAL LIGHT 

This guide is written with the beginner in mind—to help you develop your product 

photography skills so that you can show off your teas in a polished and professional 

light. 

While there are plenty of great cameras, artificial lighting, and studio setup options 

out there, you can take professional-looking images without emptying your piggy 

bank. The tips I’ve compiled here are useful for any camera including your mobile 

phone. 

So grab your mobile phone, point and shoot, or DSLR and let's get started! 

NATURAL LIGHT PHOTOGRAPHY 

Lighting is incredibly important in photography and can really make or break an 

image. There are a lot of artificial lighting options, but natural light is a great source 

and one that I use frequently in my own photography. Bonus? It's free! 

Natural light works well for showcasing your teas and other products that will live in 

a customer’s home; it provides the same look and feel they will experience with the 

actual products in their home environment.  

What is 'natural light'? 

In photography, natural lighting is the light sourced from the sun. When used 

correctly, it gives an even, soft-looking light with gentle shadows.  
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Where to find it? 

Natural light can be found anywhere the sunlight reaches, but these are a few of the 

most common places to look for photography-friendly lighting: 

1. Near a window 

2. On a covered porch 

3. Any shaded area outside 

When using natural light, how do I position my teas? 

The beauty of natural light is its softness. To take advantage of this, avoid placing 

your tea in what is called a "hot spot". A hot spot is a place where the sun is directly 

shining. Hot spots cause harsh shadows in your photos that aren’t aesthetically 

pleasing to the eye. 

If you place your tea directly in the hot spot, you will get a lot of light. However, the 

lighting is too direct and will give you strong shadows. By placing the tea in the 

shadow area, the lighting is diffused creating shadows that are much softer. This 

allows the viewer to focus on your product instead of drawing attention away onto 

the harsh shadow. 

PRO TIP: If you’re struggling with finding a space that does not have direct 

sunlight, use a sheer white curtain or sheet to help diffuse the light. 

Practice. Practice. Practice. 

A big part of photography is trial and error and lots and lots of practice. The more 

you shoot, the more you will figure out what setup works for you. 

Try different camera angles, different distances, and different angles in relation to 

your lighting source. Shoot at different times of the day in various locations. You'll 

learn how each of these elements affects your image, and you will also be able to 

cultivate your own style and aesthetic that your customers will begin to identify with 

your brand. 

 

 


