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I n t r o d u c t i o n  

:: About the Author :: 

A self-professed chocolate addict (and laundry procrastinator), Lisa Harris is also 

a Mom of three and the owner and designer behind LH & CO Creative. She 
specializes in helping handmade and creative small businesses find their kick-ass 

awesome with services ranging from logo to web design, marketing and 
mentoring. You can view a complete listing of her services and previous projects 

by visiting lhcocreative.com. 

:: Why I Wrote This Book :: 

Most books give you all of the basics of starting a business....find your name, set 
up business accounts, get a license, create products, etc. They tend to glaze over 

most of the marketing stuff with things like “set up a website, get on Twitter and 
you are golden”. To me this isn’t fair to the reader because the meat and 

potatoes of a successful business is marketing it. You can have the most awesome 
business in the world but if know one knows about it, then how can you expect to 

be successful?  

This book is geared toward the existing business owner who has all or most of the 
basics down.  

You may already have: 

•Unique Products 

•A Business Name 

•A Logo 

•Online Selling Venue (Website) 
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This book basically picks up where most leave off. It gives you a roadmap to take 

your business out into the real world and make it awesome.  

I love to see small businesses, especially handmade ones, become wildly 
successful and hope that after you read this ebook you will be inspired to fill your 

business with moxie and take over the world because you kick-ass!  

A Note: 
Because I come from a place of web design, I will be using the term website to 

mean any venue you use online to sell your products. This could be a 
marketplace like Etsy, a blog or an actual website.  
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P a r t  1 :  Y o u r  F o u n d a t i o n  o f  K i c k  A s s  
Unique Products, Branding & Photos 
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As I said in the introduction, you probably have all of the basics down so this is 
just a little brush up to make sure that your foundation kicks ass! 

: :  U n i q u e  P r o d u c t s  : :  

If you offer something very generic that has a ton of competitors in your market, 

you will need to work that much harder to convince customers that yours is 
different and better. This doesn’t mean that you can’t offer a product that is 

similar to someone else...it just means you need to stand out and kick ass. For 
instance, in the handmade world, there are tons of jewelry designers but if you 

have a unique spin that no one else has, your products will stand out above the 
rest. This narrows your competition, which is always a good thing. Take a few 

minutes to stop and think... 

1. Are my products truly unique? If not, how can I adjust them to create my own 
niche? 

2. Am I fulfilling a need? If not, how can I adjust my products in order to do that? 

: :  B r a n d i n g  : :  

Wikipedia defines a brand as "a name used to identify and distinguish a specific 

product, service or business" but it is much more. It is everything that is your 
business (logo, website, printed materials, customer service, etc). 
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A brand is the first impression of your business to potential customers and 
competition. It is the vision of your business mission and goals. It is the thing that 

will get you noticed and it is extremely important. It is your business's attitude! 

A good brand will: 

• deliver your message clearly 
• confirm your credibility 

• connect your customers emotionally 
• concrete customer loyalty 

Delivering your message clearly. 
You want to make sure your brand will deliver your message clearly. In order to 
do that, you need to define what you want your message to be. Are you a small 

boutique shop catering to high end shoppers? Are you a eco-friendly clothing 
company that caters to earth conscious 30 something shoppers? This is all about 

defining and delivering...define your customer base and deliver your message. 

Confirming your creditability. 
Nothing says unprofessional like a poorly designed brand. Just because you may 
work from home doesn't mean that you can't be taken seriously. Having a 

professional looking brand (which includes package, logo, web site, etc) will 
confirm your creditability to potential customers. In this economy, people are 

very wary with what they spend their money on. The more confident they feel in 
your brand, the more comfortable they will feel buying from you. 

Connecting with your customers emotionally. 
Have you ever come across a website that hits you emotionally? Most of the 

time, this is done through photography. It is important to try and connect with 
your customers on an emotional level. You want them to feel like they just can't 

live without your product and must have it. 
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Concrete customer loyalty. 
A brand not only encompasses the graphic elements of your business but also 

customer service and anything else having to do with the "overall experience". 
Make sure that you are treating your customers the best that you can and they 

will be back over and over again. They may also tell their friends! 

: :  P h o t o s  : :  

Do your product photos scream “I could be on the front cover of a magazine” or 

more like “Help, it’s dark in here!”? Photos are single handedly the most 
important thing when it comes to selling your products online. Customers can’t 

walk into a store and physically touch your products so they rely solely on your 
photography. You could have the greatest website, highest search engine ranking 

but if your photos suck, then people will not buy. It’s that simple.   

There are a ton of tutorials out there that will walk you through DIY product 
photography. If you feel like your products aren’t being showcased in the best 

light (pun intended) then take advantage of the awe inspiring thing I call Google 
and make them better. 

Not sure you can do it yourself? Check out the quick tutorials on photo editing 

that I put together using the free online software, Picmonkey. https://vimeo.com/
39893177 
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P a r t  2 :  M a r k e t i n g  w i t h  M o x i e  
Find Your True Target Market 

Craft Your Message 

All About the Content 
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There are several tried and true ways to get your products seen all of which 
involve wads of cash. If you are like me, your promotion and marketing budget is 

as tiny as a 5 year olds shoe string! Here are some things you can do for little or 
no money to get your business on the path to awesome. 

: :  F i n d  Y o u r  T r u e  T a r g e t  M a r k e t  : :  

When asked who their target market is, most people will say something like 

“everyone” but unless you have a true view of who your target market is, you are 
hurting your business. You ultimately want a target market made up of people 

that are most likely to buy your product and willing to pay the prices you have set 
for you.   

You want to get as specific as possible so that when you craft your message (see 

next section) you will know exactly who that message is going to resonate with. 
The easiest way to find your true target market is to start with a broad idea and 

then narrow it down based on the products you offer. 

------------------------------------------------------------------------------------ 

O u r  R e a l  W o r l d  E x a m p l e  

You sell handmade personalized pendant necklaces that are 14k gold at $75 a 
pop.  

What sex will mainly buy this item? Women 

Who would they be buying this item for? Mothers, Daughters, Friends 
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Who can afford your item? Incomes of $60,000 and above (upper middle to 
upper) 

At what age would the income bracket fit your customer? 35-60 
What occasions/season would your items be good for? Birthdays, Christmas, 

Graduation, Mother’s Day, Valentine’s Day 
Is it necessary for your customer to be familiar with handmade? No 

By using the above example you now know that you should be targeting: 

Women 
Ages 35-60 

Upper Middle to Upper Incomes 
Looking for special occasion gifts centered around holidays 

------------------------------------------------------------------------------------ 

You could get even more specific and target a group of people that would use 

your product for their customers. In this example, marketing to family 
photographers who would love to offer your products to their customers would 

be a great way to narrow your target market even further. 

If you have an existing business, the best way to find out who your true target 
market is would be to go back and see who your previous customers are. Look 

for commonalities between them. The only way to get a true understanding is get 
out there and start up a conversation. Twitter and Facebook are a great way to 

do this (more about that in the Get Social section).  

The more specific you are when defining your target market, the better. I always 
like to create a story around my target market. What is she like? How does she 

spend her days / nights? What are her hobbies? Answering these types of 
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questions will not only help you narrow down your target market but also helps 
you to know where that target market likes to spend their time. You know where 

they hang out online, what they like to do…knowing these things will help you get 
the most out of your marketing efforts.  

: :  C r a f t  Y o u r  M e s s a g e  : :  

So this is the part that most of us hate because it is sometimes called The 
Elevator Pitch. Uh, doesn’t that just sound super salesman cheesy? It’s actually 

called that for a good reason. Think of it like this...you are stuck in an elevator 
with your dream customer and you have to convince them in 30-60 seconds why 

they can’t live without your product. Ok, even explaining it doesn’t help the 
cheese factor.  

Instead of the old school way, let’s re-craft it a bit to fit more in line with wanting 

to connect more with your customers. Imagine you are at a craft fair and 
someone walks up to your booth and ask about your product. What do you tell 

them? This is your message! You want it to be short and to the point but convey 
all of the passion that you have for your product, some history behind it and why 

it is so freakin awesome and they need to have it. True passion tends to show 
through so if you really mean it, you don’t have to worry about coming off as 

cheesy.  
 

O u r  R e a l  W o r l d  E x a m p l e  

Using our handmade personalized jewelry pendants, let’s give it a whirl! 
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Potential Customer “Hi there, can you tell me a little bit about your products?” 

You “I would love to. Blah Jewelry was started from my love of vintage jewelry. My 
grandmother had the most beautiful collection of vintage pendants which I 

absolutely loved and admired. When they were passed down to me, I wanted to 
share my passion with others by offering similar designs that could be 

personalized for special occasions. Since vintage pieces are so rare and often 
expensive, I wanted to offer an alternative that had the same style but with more 

affordability. Because all of my items are completely handmade with the highest 
quality materials, they make great heirloom pieces which could be passed down 

just as my grandmother did with her vintage pieces. It is not only a piece of 
jewelry but a family treasure.” 

It conveys the history and passion behind the product as well as why the 

customer needs to purchase it for themselves or a loved one. Doesn’t that sound 
a whole lot better than just “I make jewelry”? 

 

: :  A l l  A b o u t  t h e  C o n t e n t  : :  

I hate to be the bearer of reality but just because you build it, it doesn’t mean 
Google (or any other search engine) is going to take notice and stick you on page 

one of any search result you would like...it just doesn’t work that way. 

The content of your website is everything. By content, I mean words, text, the 
meat and potatoes of your website. It will be how your customers find you, how 

you turn those customers into sales and how to keep them coming back. 
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There are a few things you need to understand when it comes to content.  

1) It has to be well written.  
2) It has to attract your customers and search engines.  

So exactly how do you do that? 

The first thing is to brainstorm about what pages you want or need to include on 

your website. Once you have that, start a list of phrases that your customers 
would search to find your products. Come up with as many descriptive phrases 

as possible and hold onto that list (you will use it in just a little bit).  

Your content needs to be well written...double check for grammar and spelling 
errors. This seems like a no brainer but I have seen time and time again things 

misspelled. After all, we are all human and mistakes happen. It’s possible that you 
may find a few mistakes in this very ebook!  

Your content needs to attract your customers. When you are writing page 

descriptions, you always want to keep your customer in mind. It seems very 
obvious that this would also apply to your product descriptions but I have seen a 

lot of businesses that skimp on this. You want to make your descriptions dazzle 
and show the customer how your product will benefit them. While listing the 

features is ok, it’s frankly kind of boring. You want to go deeper and really convey 
to your customer how their life would be better with your product.  

On your about page, you want to take that opportunity to tell your story and 

really let customers into your world. We love to buy things from people we feel 
like we know so telling your story is a great way to gain customer interest. 
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Your content needs to attract search engines. All of the search engines read text 
so the key to SEO (search engine optimization) is relevant content. What do I 

mean by relevant you ask? Well, you want to think about what your customers 
are searching for on the internet. You have to think like a customer when writing 

for your website.  

This is where that list of search phrases comes in. Use that list to pepper phrases 
into your product and page descriptions. The more you have the better. Use the 

following as an easy guide to understanding basic SEO. 

What would someone search to find your website? These would be keywords you 
need to use throughout the content. This can be on your pages, product 

descriptions, etc. 

Once your site came up on the search engine list, what would entice a customer 
to look twice at your link? This would be your page title (the main headline of 

your page).  

Once a customer looks at your page title, what would entice them to click and 
see your website? This would be the page description (the meat and potatoes).  

By using these 3 things (keywords, description and title) you have just learned the 

basics of SEO. Not so hard right?  

Now that you have your content updated...change it! Yep, you read that right! 
Search engines also love new and fresh content...so the more you update your 

website, the better your chances are of rising in the ranks. I don’t mean that you 
literally have to change it as soon as you finish but adding fresh content to your 
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website every few months does help. This can also be putting in new products or 
changing out descriptions to see what works best for attracting customers.  

Linking  

Search engines like websites that have been around the block and are influencers 
in their particular communities. Think about it a little like this...you are the new 

kid at school but if a cool kid takes you under their wing, that gives you street 
cred. Websites that are influencers (cool kids) give you street cred when they talk 

about you or link to your website. Search engines take notice of this and the 
more cool kids you have on your side the better. 

Here are just a few more SEO tips that I have picked up along the way. 

•Register your domain for at least 2 years (5 is better). This shows that you are a 

business here to stay. 

•Start linking...the more credible and popular sites that link to you, the better are 

that the search engines will notice.  

•The more specialized the better. When thinking about keywords, try to get as 
specific as possible. For example, “baby bibs” may be an easy keyword but it is 

going to be virtually impossible to compete with all those results. Try something 
more like “handmade pink baby bib” or “handmade baby gifts”. You will be 

competing on a much smaller scale. 

: :  D a z z l e  T h e m  W i t h  Y o u r  M a r k e t i n g  M a t e r i a l s  : :  
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Your marketing materials consists of everything you put your business name on. It 
could be your business card, hang tag, postcard, clothing labels, etc. Each 

business has different needs when it comes to marketing materials but there are 
some tried and true guidelines for you to follow. 

Always Have: 

• Your Website Address. You always want to make sure this is on every piece of 
material that goes to your customers. Otherwise, how are they going to find 

you again? 

• Your Contact Information. Even though you have your website address listed, 

you want customers to be able to contact you as easily as possible.  

• Your Social Networking Links. If you truly want to have a meaningful community 
of customers (and you should!), then make sure you have less formal ways for 

customers to connect with you. (Twitter and Facebook are a must - more about 
that in a later chapter).  

• Your Brand Identity. You want to make sure that all of your marketing materials 

coordinate with each other and your overall brand. If your business card looks 
completely different than your website, it can give off a very unprofessional 

vibe. Resist the urge to use a template based business card from one of the 
online DIY print shops just because it’s cheap. If it throws off your brand it isn’t 

worth it...no matter how cheap it was!  

Think outside of the box when it comes to marketing materials. The best ones are 
always the most unique and fun. That is the great thing about being a creative 

entrepreneur, you can let you hair down and have some fun with these things. 
Take a look at what other people are doing...no copying please, inspiration only! 

Pinterest is a great place to get ideas for packaging and marketing materials.  
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: :  B l o g g i n g  B a s i c s  : :  

If you haven’t already done it, what the hell are you waiting for Grandma? (My 

up-front apologizes to all of the Grandma’s that happen to be reading this!) In all 
seriousness, a blog is a GREAT way to get that fresh content we talked about 

earlier out onto the web for all your potential customers to see. It also let’s your 
customers peek behind the scenes and get to know more about you. As a 

creative entrepreneur, it’s all about buying from a person and not a big company 
so emphasize that personal service. Of course, if you feel a little odd about 

showing off your latest haircut (lame post but we have all done it) then write 
strictly about your business. Just throw in some goodies every now and then to 

keep the folks interested. Product contests, surveys for goodies and free 
downloads are all great ways to keep a reader’s attention. 

If you start it, you must keep up with it. Let me type that one more time...if you 

start it, then you must keep up with it. The whole point of having a blog is to get 
fresh content out onto the web so you must make a commitment to keep it 

updated. This could mean once a day or once a week, just make sure it doesn’t 
sit there collecting cobwebs. It doesn’t do anyone any good in that state. 

To deter that beast of writer’s block that is bound to eventually creep up on you, I 

would suggest creating an editorial calendar for each month. That way you have a 
list of topics to talk about and don’t end up sitting in front of your blog like a 

zombie trying to figure out what to write about next.  

Here are some other quick tips for building a successful blog. 
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•Speak in your own voice. Ok, so if you tend to curse like a sailor and your blog 
is all about children, that one might now go over to well. But you do want to 

speak naturally...grammatical errors be damned! If you are naturally witty, be 
witty. If you are more professional, be professional. No matter what, just be you 

and let that show! 

•Create interesting content. Yep, this one is a little easier said than done and 
while every post might not be Pulitzer prize winning materials, you want it to be 

informative to your reader. If you are featuring a product you have for sale, tell 
the story behind it and why it is so fabulous. These are things that interest 

people.  

•Use photos in every post. People love photos so use one that fits the theme of 
each post. These can be stock images or ones your have taken yourself, just 

make sure they are good quality and go along with the topic. A great photo can 
grab a readers attention and make them want to read more.  

•Scream it to the heavens. When you create a new blog post, share it on all of 

your social networks. Someone may find it interesting and share it with their 
friends and so on and so on.  

: :  N e w s l e t t e r s  : :  

Newsletters are a great marketing tool for one reason...customers ask for it! Yep, 

by signing up for your newsletter, they just invited you into their inner most 
sanctum...their inbox! A lot of people refuse to hail the newsletter as awesome 

and I must admit, I was like this not so long ago. But it is a great tool for speaking 
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directly to your customer and as long as you don’t spam them to death, they will 
appreciate you for it.  

There are a lot of great email marketing services out there but my two personal 

favorites (besides the one included with Business Catalyst -- the hosting company 
I recommend) is Mail Chimp and Mad Mimi. Both of these services are relatively 

cheap and easy to use. Like with all of your marketing materials, you need to 
make sure that your email newsletter matches your branding. Opt for paying a 

little bit more to get a customized template designed instead of using a default 
one. It will make the world of difference in building a solid brand.  

Make sure that you have your newsletter sign up visible on all the pages of your 

website or blog. Not everyone comes to your website through the homepage so 
you don’t want to take the chance of missing out on any potential subscribers. 

The easiest way to encourage people to take their time and sign up is by offering 
them something in return. If you sell a product, you could offer a discount or free 

shipping. If you sell a service, you could offer a free ebook or guide of some sort.  

Like with blogging, you want to make sure that you are offering something of 
value in each newsletter you send out. You also want to make sure you are 

sending out newsletters periodically. Having a set schedule in place makes this 
easier. You could send out your newsletter once a week, bi-weekly or monthly. 

The timing just depends on what type of business you have and how often you 
have something of value to tell your subscribers.  

: :  G e t  S o c i a l  : :  
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In this day and age of Twitter, Facebook, Instagram, Pinterest, etc, building an 
online community using these tools for your business is awesome. It’s a great way 

to connect with like-minded people and build a truly meaningful connection while 
still getting your name out there. Here a few tips that will help you along the 

social networking highway: 

Connect everything together. 
If you like Facebook more than Twitter (like me) then there are a number of apps 

out there that will let you connect them together so you only have to update one 
site and it goes out to all of them. Some people say not to do this but I have 

found it to be a complete time suck to update each of my social networks 
separately. Efficient is always better in my book! 

Don’t get hooked.  
It can be tempting to sit on the computer all day and read/respond to messages 

but then what would be the point of having a business? Limit your social 
networking time to certain times of the day (for limited periods) so you don’t feel 

overwhelmed. It helps to find out when your peeps are online then schedule your 
time around this so you can truly interact with them.  

Don’t be a used car salesman.  
There is nothing worse that seeing a Twitter stream with tons of spammy sales 

pitches. The whole point of social networking is to network. You can still promote 
your business without sounding like a used car salesman all the time. Connect 

with people on a personal level and you could gain some really great relationships 
(and customers) in the long run.  

Connect with others. 
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If you are on Twitter, participate in tweet ups (little meetings). If you are on 
Facebook, join groups that your customers would hang out in. This helps to 

network and connect with potential customers.  

!24



P a r t  3 :  A d v e r t i s i n g  &  P R  
Building a Pitch List 

Press Kit Basics 
Approaching the Media 
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: :  B u i l d i n g  a  P i t c h  L i s t  : :  

This is actually easier than you think, I promise! The hardest part is being able to 

put in the initial time for research but since it doesn’t have to be done all at 
once, you can work on building your list over time so it isn’t so overwhelming.  

The first thing to do is figure out who you want to pitch your business to? Are 

you aiming for online blogs, magazines, newspapers, etc? For most businesses, I 
would say blogs and magazines would be on the top of the list.  

Start with the media you know. Everyone these days has a feed readers stuffed 

with blogs that they love. Would your products fit in with their point of view? 
Would their readers be interested in a product like yours? If the answer is yes, 

add them to your list! 

Most of the time blogs will have links to other blogs they follow so this is a good 
place to start after going through your feed reader. If you are unfamiliar with a 

blog, take some time to go through the posts and read their story. You want to 
have some sort of understanding and familiarity with a blog before you contact 

the editor. It also helps to leave comments on posts that you find interesting. 
Everyone loves comments and this can be a great way to leave a good first 

impression. 

Finding magazines are pretty much the same way. First, go through titles that you 
know well and write down the editors information. This can usually be found on 

the first few pages of the magazine (print) or the Press section (website). You can 
also visit book stores and peruse the magazine racks for titles that are in line with 

your product. 
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At this point, Google will be your best friend so get to work searching for online/

print magazines and blogs that interest you.  

Just remember, the most important thing when building your pitch list is that 
your product fits in with the point of view of the media and would be interesting 

to their readers. Otherwise, it’s just a waste of time for everyone.  
  

: :  P r e s s  K i t  B a s i c s  : :  

Now that you have your pitch list ready, you need a press kit to go with it! If you 
are targeting both blogs and print magazines, then you will probably need both a 

print and online press kit. This way you can send a physical kit to magazine 
editors and an online version to blog editors, since most don’t supply a mailing 

address.  

Here is where you will put on that creative entrepreneur hat again! The more 
unique and creative the better, especially for print.  

Just remember to include the following and the sky is the limit: 

1. Company History - The story of your business.  
2. Product Sample - Product samples are awesome but I understand that it isn’t 

always feasible. If you are not able to give a physical sample, make sure to include 
beautiful photos of your products. This can be done as a postcard, polaroid, 

actual photos...use your imagination but just make sure the product shines 
through. 
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3. Product Information - Include details about your products. How they are 
made, what they are made of, options available and pricing.  

4. Contact Information - Always include a contact name, phone number, email 
address and website where your products can be found.  

Your online press kit should be hosted on your website so you can simply provide 

a link to it in an email. Never send big PDF attachments since most of the time, 
they won’t get opened. There are a lot of awesome services out there that will let 

you put together a virtual “booklet” online. My favorite is ISSUU because it’s easy 
and free! 

: :  A p p r o a c h i n g  t h e  M e d i a  : :  

Getting the Write-Up (Blog Post) * 

Emailing a blog editor is nerve wracking, I get that! Being polite, professional and 
completely sincere goes a long way. Craft each email individually and make it 

specific to that person by name. Never use a form email and just change the 
name or worse start with “Hello Blogger” or “Dear Editor”. Not personable at all.   

Keep your pitch short and sweet and leave them something to look at! We all 

love visual things so include a few great shots of your products (2-3 at most) with 
a link to your online press kit where they can view more information if they are 

interested. If they think it is something worth posting about, they will! I would 
keep the follow up to one email if you don’t hear back. There is nothing worse 

than a blog stalker trying to get you to write about them...don’t be that guy. 
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Here is a great article with even more information about what NOT to do when 
pitching to blogs. http://www.ohmyhandmade.com/2012/contributors/how-to-

ethically-successfully-pitch-to-blogs/ 

Getting the Write-Up (Magazines) * 
Catching the attention of a magazine editor is very similar to a blog. You want to 

make sure you are directing your press kit to the correct department and again 
be professional and polite. If you are sending an email, you want to be specific to 

that person and include a few great photos as well as a link to your online press 
kit with more information.  

Giveaways! Just a snippet on this one. * 

There are several schools of thought on this topic but I am going to give you my 
opinion. I think giveaways are a great way to get your products out there. Usually 

the benefits from giving away one item outweigh the costs of producing it. 
Contact some of your favorite bloggers the same way as above (personable, 

polite, professional and sincere) to see if they would like to offer one of your 
products to their readers in exchange for advertising or a write up. You definitely 

want to choose your blogs carefully though. You want one that receives a fair 
amount of comments and a good readership...otherwise, what’s the point?  

*This also helps with SEO by having more popular websites linking to yours. It 

helps give you credibility. 
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P a r t  4 :  A v e n u e s  t o  S e l l i n g  
Your Website 

Craft Fairs 
Brick & Mortar Shops 

Trunk Shows 
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: :  Y o u r  W e b s i t e  : :  

When I say website, it really refers to any online selling venue that you may have. 

While many businesses are completely successful on Etsy it is good to have your 
very own online presence as well. This is especially true if you sell at craft fairs or 

other local venues where everyone may not be familiar with Etsy or how it works. 
By having your own online presence, you are establishing yourself as a 

professional brand that is here to stay. It also allows you to customize the site 
specifically for your customers and their needs.  

Performing a periodic “sprucing” on your website is an important part of owning 

an online business. I always tell my clients to think of your website as your store 
front. If you owned a brick and mortar shop, would you change and update the 

displays often or would it sit there with the same tired look all year? My guess is 
that it would be cleaned every night and that you would have fresh displays with 

every season. So why not do the same thing with your website? 

Here is a list of 5 simple things that you can do to spruce up your website. 

1. Do a little rearranging. 
Take a look at your layout. Your website should be easy for your customers to 
navigate. Are your contact links visible? Are your catalogs organized so that a 

customer is able to get to a product in less than 3 clicks of the mouse? Do you 
have your social networking sites listed so customers can get to know you away 

from your business? 

2. A coat of paint can do wonders! 
Take a look at your color palette. While trendy colors are sometimes good for 
certain businesses you really want to stand out from the crowd. For example, 
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pink and brown is extremely overused and so a lot of sites start to blend in and 
look the same. Pick a color palette that is unique to your business and that can 

stand the test of time. 

3. Change out the window display. 
Take a look at your home page…is it the same as it was 6 months ago? If so, 
spruce it up for each season by changing out photos or announcing specials. It is 

also great to update your content. This not only breathes life back into your site 
but also can help with search engine ranking. Search engines love to crawl for 

new content so don’t be afraid to edit that stale copy. 
 
4. It’s all about the products. 
The whole point of having a website is to sell your products but a lot of small 

business owners tend to skimp on showing their products in the best light 
possible. Take this time to revisit your product photography. Make sure to include 

several bright and clear photos of each product. Have different angles and up 
close shots as well. 

Do your product descriptions entice people to buy your products or do they put 
people to sleep? Take this time to go through your descriptions. I know it is 

difficult (I have the hardest time with this) but a good description can pay off big 
in the end. Remember, while you know how it looks and feels…someone looking 

at your website has no clue. Use as many descriptive words as possible. Explain 
all of the features and benefits as well as the size and specs of each product. 

5. Testing, testing…1, 2 
You want to make sure that your website is functioning like a well oiled machine. 

Check your site periodically and go through everything like you are a customer. 
Make sure there are no broken links or missing pages. Here are even more 

specific ways to make sure your website is running smoothly. 
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Check your domain. 
You want to make sure that the contact information is up to date on your 

domain. You also want to have it registered for as long as possible so if it expires 
at any time this year go ahead and renew it. Instead of opting for the standard 

year, go ahead and renew it for 3 years or more! Search engines love to see a 
domain that has been around for awhile and intends on staying so the longer you 

renew, the better. 

Review your email addresses. 
Make sure that all of the email addresses you have for your website work 
properly. My recommendation is to have just one email address that is used for 

your website/business. This way, everything is easy to keep up with and nothing 
gets lost in cyberspace. Make sure that you use your domain 

(mail@yourwebsite.com) for your email address. It looks way more professional 
than gmail. It also helps to reinforce your brand on all of your communication. 

Test your forms & error messages. 
Fill out your contact form (or any form on your website) like a customer would. 

Make sure it is easy to complete and gives a confirmation when it is sent to you. 
For error messages, some web hosts will let you customize these. Use the 

opportunity to send someone to the correct page and still have fun doing it. 

Update your automated forms. 
If you have automated forms on your website, make sure they are updated on a 
regular basis. In fact, I would recommend not using automated forms at all if you 

can help it. Everyone receives tons of email each day and to add to that for no 
other reason than “I received your email and will get back to you soon” seems 

silly and almost annoying. Of course, this doesn’t mean to nix the vacation 
messages, those are important. Just make sure to turn them off when you are 

back to work. ;) 
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Check your site’s search function. 
Don’t have a search function? You may consider adding one to your website 

especially if you have a large range of products. This will help people to find 
things as easily as possible. There are a lot of people that look for the search 

function as soon as they hop on a website…don’t disappoint them! 

Review web standards. 
Does your website meet all of the current web standards? Are you completely 
clueless as to what web standards are? Well, let me shed a little light for you. :) 

There are different types of web standards. For your website, you should have 
two main files. The Cascading Stylesheet (CSS) and HTML (or XHTML). These 

make up the actual design of your website. Yep, it’s that crazy coding stuff that 
you look at and go HUH? It’s ok, unless you are a web designer, these things 

shouldn’t make your heart go pitter patter. ;) It is important that they are up to 
date and correct in the way they are coded. This will also determine how 

compatible your website is in all of the major browsers. Unless you have some 
knowledge in this area, you may have to consult a web designer.  

Validate all of your links. 
You want to make sure that any links on your website are up to date and working 

correctly. Go through each page and test out the links. If they don’t work, fix em! 

Update your copyright info. 
A lot of people forget about this one (including myself) so make sure to change 
the copyright info on your website to the current year. 

Review your policies. 
Have any of your policies changed in the last year? You may need to update 

shipping rates or return policies. Take this time to go through and make sure your 
customer service is up to date. 
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Check your search engine ranking. 
Are you completely clueless as to where your site ranks on Google? Take some 

time to search keywords that you think your potential customers use to find you. 
See where you stack up against your competition. If you are unfamiliar with SEO 

(search engine optimization) don’t fret. There are a lot of resources out there to 
help you get started. Here is a great checklist that will give you a starting point for 

getting your website search engine friendly in no time. 

Perform a content and conversion review. 
This is probably the most time consuming and in depth step in the process of 
making sure your website is working for you. You want to start by going page to 

page and make sure your content is not only up to date but eye catching and 
enticing people to click. In fact, things that make people want to click or do 

something on your website are called “Calls to Action”. Make sure you have 
plenty of these on your website. It could be signing up for a newsletter, 

purchasing a product, clicking to see the latest specials, etc. Make sure these are 
easily seen and accessible to your customers. 

The easiest way to complete this is by starting on your home page and working 
from there using your menu just like a customer would. Make sure the site flows 

easily and you can get to your products efficiently. Make sure your photos are the 
best they can possibly be and showcase your products in a positive and “I must 

have that” light. Make sure your descriptions show people the benefit of needing 
your product. A boring description isn’t persuading anyone to buy anything.  

: :  C r a f t  S h o w s  : :  

If you offer handmade products, craft shows can be an awesome way to get your 
products out to the people who want to buy them. The type and frequency of 
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shows depend a lot on where you are located but most revolve around the Spring 
and Fall season. The easiest way to find shows in your area is to hop on Google 

and start searching. 

When setting up for a craft show, you want to treat it like your own little 
boutique. By making it as inviting as possible with eye catching displays and 

organized products, it will entice people to stay and shop. Bring it decorative 
furnishings and props to help merchandise your products. So many people 

overlook merchandising and don’t create a space that shows off their products to 
the fullest. 

I recently asked my friend Tiffin of Linwood Avenue, a veteran craft show vendor, 

what the 5 most important things are for a beginner. 

1. Be mindful that your props reflect your artwork and try to look at items as 
something different than their original use. I use lampshade frames as tray risers, 

or a metal crib spring to hang cards on. 

2. If you aren’t getting much traffic to your booth, switch things up on the next 

day. One fair, I came in early the second day, flipped my entire booth around and 
was shocked to see what that did for my sales. 

3. Dress the part. If you look nice, and represent the artwork in your booth well, 
people view you as a serious artist and will view your artwork as more worthy of 

their money. As crazy as it sounds, I try to wear the colors that are in my business 
card to reinforce my brand and it really does work. 

4. If possible, have one specific place for pricing that can change if needed. I 
hang a skinny piece of wood that is my menu of prices. I learned early on that 
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different fairs command different prices. If every item you have is individually 
priced, it will take you forever to switch out pricing. 

5. Make friends with other vendors. Some of these people have been doing 
shows for years and will have some great tips for you such as what other fairs in 

the area are worth your while. plus, having someone you are friendly with that 
can watch your booth while you run to the bathroom is indispensable! 

Craft shows are also a great place to show off some of your marketing materials. 
Have business cards set out so they are easy for customers to grab as they 

browse your booth. It’s also good to include a little freebie of sorts with each 
purchase. Something small like a bookmark with your info printed on one side is 

a useful and inexpensive giveaway.  

It may take some time to feel out the right craft shows for your products. I would 
look for shows that have been around awhile and have a good base. Check out 

some of the previous shows and vendors to see if your products have the same 
vibe. Unfortunately, not all craft shows are money makers so until you are familiar 

with set up and what products sell best, it may be a good investment to start at 
smaller shows and work your way up to larger ones as time goes on. 

: :  B r i c k  &  M o r t a r  S h o p s  : :  

There are two ways that you can sell your products in a brick and mortar shop.  

Wholesale 

This is the most conventional way of getting your products into a brick and 
mortar shop. With wholesale, you offer your products at a 50% discount to shop 
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owners but there is a minimum quantity that they must purchase in order to 
receive the discount. I will warn you that wholesale isn’t for everyone. To be truly 

successful with it, you really need to think about your pricing and how much 
money you want to make from your products. Because you are making a 

substantially lower profit per product, it may not be worth it in the long run for 
you. If you have a very low overhead for your products and are able to duplicate 

them easily, then it could be a great way to expand your business. It really 
depends on your particular situation and business goals.  

The easiest way to offer your products wholesale is to be able to have shop 

owners go directly to your website to place orders. If you don’t have the 
capability of a wholesale section, you can create a catalog (aka line sheet) for 

them to view. A line sheet usually consists of a photo of each product along with 
a short description, pricing and terms (ie. minimum quantity). Like with every 

marketing material you use, it needs to look professional and match your overall 
branding.  

If you decide to go the wholesale route, there are several things you will want to 

study up on.  

Market Shows - These are shows around the country that specialize in offering a 
business space to showcase their products to potential shop owners. Each 

market caters to a specific audience (ie. Quilt Market, Apparel Market, Gift 
Market, etc). They revolve around the seasons so it’s a great way for shop owners 

to see items and place orders for different times of the year. Market season is a 
little different than the regular retail season. If you have products that are perfect 

for December holidays, those should actually be shown in the Spring Market. 
There is quite a bit more prep involved if your business uses a model of seasonal 

collections. 
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Sale Rep - A sales rep will usually have a permanent showroom inside a market. 

Your products are on display all the time and sales reps work to market and sell 
your items to potential shop owners. In exchange, they receive a commission on 

the orders they receive. It almost seems like a win win but I am going to insert a 
buyer beware here. I have heard horror stories about reps and had my very own 

issues years ago. Make sure that if you go this route everything (even the tiniest 
details) are in writing and agreed upon by all parties involved.  

Consignment 

Under a consignment agreement, you will split the profit of your products 
(usually a percentage) with the store owner. The pro to consignment is that you 

can offer a smaller quantity of items and still make a larger profit than wholesale 
since most of the time your percentage can range from 70-80% of the retail 

price. For most shops that specialize in handmade, this is also a plus because 
they don’t have to make such a large purchase up front but still have the 

inventory they need to fill the shelves.  

If you think you have found a shop that would be perfect for your products, make 
sure to do your due diligence. Check out their history and other products that 

they offer. You want to make sure your products are a good fit for their 
customers. The shop owner should have you sign a consignment agreement 

where everything is spelled out (payment terms, returns, etc). If an agreement is 
not presented, run away as fast as you can because that can be the beginning of 

a very troublesome relationship.  
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: :  T r u n k  S h o w s  : :  

Since this doesn’t apply to a large number of people I am going to make it brief.  

If you have a product that would work well for a party type atmosphere (think of 
Tupperware but cooler) then trunk shows may be an option for you. You can start 

on a local scale by prepping and offering the shows yourself and then slowly 
move to a larger scale as the momentum picks up. Trunk shows are great 

because people can actually touch and experience your products. It is also a 
great way to interact one on one with potential customers. Matilda Jane is a great 

example of trunk show success. They actually started out local and are now in all 
50 states with a booming online business to boot.  
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P a r t  5 :  B u i l d i n g  C o m m u n i t y  
Networking - No...Community Building 

Online Support 
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: :  N e t w o r k i n g  -  N o . . . C o m m u n i t y  B u i l d i n g  : :  

Let’s just get this out of the way first and foremost. I hate the word “Networking”, 

it sounds so stuffy and suite-like. It kind of reminds me of a bad hotel conference 
room from the 90’s (don’t ask me why).  

So we are now calling it Community Building. See, you and your little business 

are the foundation and by adding other like minded folks who share the same 
interests and goals, you are building your community. So much better than 

“networking” right? 

It’s no secret that working from home can be lonely at times and that is why 
Community Building is so important. It helps you to connect with other people 

(adults...yay!) and get out of your one person bubble for a little while. Just having 
coffee with another business owner can do wonders for your inspiration (and 

sanity). Being able to bounce ideas off someone else besides your two year old is 
always a good thing.  

: :  O n l i n e  S u p p o r t  : :  

One of the great things about the internet is how easy it is to connect with other 

people. This is especially important if you don’t have a local group available in 
your area. There are a ton of online business and support groups out there that 

will give you the same type of community building that you are looking for. One 
of my favorite for creative entrepreneurs is Oh My! Handmade. Jessika has 

created an awesome and supportive community built around creative business. 
Right now, it is a blog based website that offers articles, freebies and more about 
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growing your business and getting the support you need. I have been a regular 
contributor with a monthly post for over a year. Her future plans include 

expanding the website with more ways to interact with each other (can’t wait!).   

Whether it is a local or online group, you will get out of it what you put in so find 
a group where you feel comfortable and participate! 
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P a r t  6 :  F i n d i n g  I n s p i r a t i o n  
Your Workspace 

Organization 
Taking Time Out 
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: :  Y o u r  W o r k s p a c e  : :  

Having a separate place to work is so important when you are trying to grow a 

business. Even if it is in the corner of the dining room, bedroom or living room a 
dedicated space where you can run your business will make a huge difference in 

how serious you think about yourself and the business. If you are not physically 
creating your product, your space could be as small as a desk and filing cabinet. 

On the other hand, if you are creating products, you need to have a space where 
you can work comfortably and keep things organized.  

As a creative entrepreneur, your workspace should be inspiring. Finding your 

style and decorating your space should be pretty easy since you are a creative 
person at heart. There are some ways to decorate while keeping your budget in 

tact, no matter how small.  

If vintage chic is your style, search second hand stores for larger pieces that you 
can refinish and reuse. If you have an IKEA near you, it can be a great source for 

inexpensive pieces for a more modern style.  

*Just a side note, almost my entire office is from IKEA and it is one of my favorite 
stores. I don’t get anything for recommended them to you. I do it because they 

freakin rock. 

Using your favorite color to paint the walls can be an inexpensive way to bring in 
some awesome to your space. Sometimes very simple utilitarian pieces can 

become gems with a can of spray paint so try and think outside the box for your 
decor. Hang up some of your favorite artwork or a bulletin board to pin things up 

that you love.   
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You can find some great online inspiration for your space by checking out 

Pinterest or Google images.  

: :  O r g a n i z a t i o n  : :  

Sometimes creative and organized don’t go together but as a business owner, the 
paperwork side of thing is a reality that must be dealt with. The easiest way to 

combat the uncool aspects of business is with organization. If it is organized and 
efficient, then you can get through it a lot faster than if you have to dig through 

stacks of paper to find anything.  

While, you can opt for big fancy software it can often be overcomplicated and 
pricey. One of my favorite accounting programs is Outright.com. It is super easy, 

secure and free to use. It has everything you need for a small creative business 
and can make tax time less stressful.  

Email is another issue where organization is sometimes lacking. Opt for a really 

good email client that will help you to organize your inbox. My favorite email 
program is Postbox. It is inexpensive, has a lot of great features and is available for 

both Mac and PC.  

Don’t forget those to do lists! While good old fashion pen and paper is great, you 
can also get techie and use an app on your smart phone or tablet to keep your 

schedule and to do’s from getting lost. This one took me awhile because I went 
through about 50 apps before finding one that I really liked. 2Do works great for 

me because it is not only functional but stylish. I think that when things are pretty, 
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I pay more attention and actually want to get things done. It’s a weird 
subconscious thing I think! 

: :  T a k i n g  T i m e  O u t  : :  

It is no secret that building a business is hard. In the beginning, you put in long 

hours without getting much in return but you can’t let your health or happiness 
suffer because of it. This is especially true if you have others that depend on you. 

That could be a spouse, significant other, children or furry children (yes, pets). 
You want to make sure that you take time out for those important people 

because life is just too freakin short not too!  

You also want to take time out for yourself. Getting stressed out is no way to run 
a business so if you start to feel the agitation creep up, take an hour for yourself 

to chill and rejuvenate. Go for a walk (if you are the type that likes that sort of 
thing - can you tell I am not?), window shop, get a massage...just something to 

take your mind off the situation. It is amazing what a little bit of time away from 
everything will do.  
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P a r t  7 :  T h e  N e x t  L e v e l  
Get the Help You Deserve 

Delegate is Not a Bad Word 
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: :  G e t  t h e  H e l p  Y o u  D e s e r v e  : :  

Notice up there in the title, I said “DESERVE” and not need. As small business 

owners, we think know we can do it all. But we tend to exhaust ourselves until the 
wee hours of the morning working only to get up early the next day and do it all 

over again. I am here to tell you that you don’t have to do it anymore! At least 
not alone. 

I know what you are saying to yourself right now. Lisa, I have no extra funds…how 

in the world will I find help? Well, there are several ways you can go about doing 
just that…whether you have the funds to or not. 

FREE RESOURCES: 
Everyone loves the word free. As a small business owner, this is music to my ears. 

Finding free help can be a bit challenging if you don’t know where to look. Here 
are a few resources that may help. 

Local Colleges 
Do you have an art school or local college near you? Try contacting their intern 

department and see if they have any students that would be a good fit for your 
business. Most of the time, they get credit for the work they do so it benefits 

both of you. Some art schools even have a “Portfolio Open House” type event 
where you can actually meet students and see their work. 

High School  
Try contacting the local high school Art or Marketing Department and see if they 

have anyone that would be interested in learning the ropes of your creative 
business. Sometimes, these kids can also get school credit by working. 

PAID RESOURCES: 
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In my opinion, you are probably going to get the best workers if you are able to 
pay them. Remember, when you are fresh out of college you have bills to pay! 

Craigslist  
You can create an inexpensive local want ad for the type of position you are 

looking for. 

Local Paper 
Sometimes, the local paper is the least expensive way of advertising your need for 
help. 

Local Colleges 
Again, these can be a great resource for both paid and free help. Contact the 

school and see if they offer an online jobs board or something similar. Most of 
the time, you can post an ad for nothing. 

*You can also try to put out the word on all of your social networking sites. A 
friend of a friend may know someone in your area that would be perfect for the 

job! 

When you are creating your ad, make sure you are very clear in the type of work/

position you are looking for. That may mean taking a few minutes to really think 
about what tasks you would like for your new assistant/intern to perform. Are you 

looking for someone to assist in the actual production of your product? 
Someone to help with paperwork? Someone to run your website? Someone to 

help with marketing? Someone to tackle your inbox? 

When you phone starts ringing off the hook with people wanting to work with 

you, it’s time to do some weeding! 

Start with the Initial Call 
You can ask a few questions when you receive the first call. The specific questions 
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will depend on what type of work you will need them to perform. If the person 
seems confident and you get a good vibe, invite them for an actual interview. 

Make sure to ask them to bring in their resume and references. 

Sit Down Interview 
I would recommend meeting at a local restaurant or coffee shop. If you work 
from home, you don’t want every person that comes in for an interview to know 

where you live. Not that they are serial killers but it’s best to to cautious anyway! 

Ask appropriate questions that relate to the job at hand. Don’t go into personal 

details unless they offer it first. It’s always good to have a list of questions 
prepared beforehand just so you aren’t stuck for what to ask. 

GO WITH YOUR GUT! 
This is a biggie, especially if you work from home. No matter how qualified a 

person may sound, if they give off a weary vibe you don’t want to take chances. 

Just in case things don’t work out with whomever you have chosen, make sure to 

keep resumes on file so you have a few backups. 

Independent Contractor or Employee? 
I didn’t go too much into this because I know we have some readers that are 
from our sister country Canada as well as across the pond (and the world for that 

matter). It is very important that you check with your local government to see 
what the procedures are for hiring someone. Here in the States, it’s quite 

involved and there are certain rules that must be followed. 

: :  D e l e g a t e  i s  N o t  a  B a d  W o r d  : :  
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Now that you have an assistant, you now have to give them things to do! This was 
one of the hardest things that I had to deal with when I hired my assistant, 

Amanda. It is truly painful to give over any part of your business to someone 
because it feels like your baby. After all, you built this business from the ground 

up...it’s your blood, sweat, tears and many late nights in it. But the plain truth is, if 
you really want to see your business expand, you have to delegate.  

The easiest way is to start with something you don’t love doing. Mine was email! 

Poor Amanda became an email answering machine (and a fine one at that!). I was 
so burnt out on email that I didn’t think I could ever open my inbox again so 

starting her at this point was perfect for our situation. Of course, at first I was 
dictating most of the responses to her but hey, I didn’t have to stare at the inbox 

any longer!  

Once you start with the smaller tasks you can move up to larger ones and you 
won’t feel  so hard pressed on letting go. Hiring Amanda (and then Eric) was the 

BEST business decisions I have made in a long time. After you get into the groove 
with your team, I am sure you will feel the same way! 
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B o n u s ,  Y a y !  

Everyone loves a bonus so I have put together a handy dandy list of some 

websites that will make your business life easier. 

picmonkey.com - super easy and free online photo editing tool 

postbox.com - awesome email client 

waveapps.com - easy and free online bookkeeping and accounting software 

inkengage.com, creativewebwriter.com and borealtrim.com - copywriting services 

BlueAlgaeCreative on Etsy - product photography services 

ohmyhandmadegoodness.com - blog about running a creative small business 

papermart.com and nashvillewraps.com - pretty packaging and supplies websites 

ecoenclose.com - eco friendly and inexpensive shipping supplies
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