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Where is your starving crowd? About 20 years ago when I was getting 
started in business I was lucky enough to attend a marketing seminar 
in the States.

A direct marketing guru and ace copywriter called Gary Halbert was the speaker who 
packed literally hundreds of great ideas into a weekend seminar.

At one point he challenged his audience to come up with a list of what you would need if 
you were setting up a hamburger stall. Quality burgers, clean kitchens, attractively painted 
vans . . . the list went on. One person got close when they said great location but Gary 
hit the nail on the head when he said all you needed was a starving crowd.

I remembered that when I started various businesses over the years, I first asked if there 
was a crowd ‘hungry’ enough for my product or service. If there was I would then want to 
know if I could reach them cost effectively and persuade them to use my new business 
rather than the competition. 

So this month when you are looking at the ideas ask yourself if you have a starving crowd 
for that product or service in your area.

Sadly Gary died a few years back but he included many of his great ideas in the newsletter 
he wrote over the years. His newsletter archive is now available online for free at:

http://www.thegaryhalbertletter.com/newsletters/azkh_starving_crowd.htm

If you want your own business to 
succeed all you need do is to find an 
idea which we have featured in BOD 
and apply one or more of the brilliant 
marketing techniques you’ll find in 
this free archive. I’m convinced that 
if you take on all this great advice and 
start applying the ideas you’ll run rings 
around any MBS graduate you meet.

Let me know how you get on.
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Go Ape – Forest Segway

‘Go ape’ is a delightful business – the brainchild of tris, and 
becs Mayhew. the enterprising couple were on a holiday trip 
to auvergne in France. they chose to have a type of outdoor 
activity instead of lazing the day away in a typical tourist setting. 
they came across a sort of adventure club where parents and 
their children got closer to nature with wooden contraptions 
fastened to high trees with tarzan-like ropes and ladders to 
swing from. both agreed that something like this would be a 
hit in the uK if it was put together correctly. 

While the original idea was to create something like what they 
had seen in France, they wanted it to be somewhere people could 
escape to for some great muddy fun, while getting closer to nature. 
The couple believed there was a market for family, friends or even 
a corporate bonding exercise that encouraged motivation with an 
element for conquering the fear of heights, or nature - a market 
in itself. Sure, you have paintball parks and go-karting tracks, but 
there were other things they could include to offer a good choice 
of interactive and competitive activity. 

They sat together in their kitchen and brainstormed a couple of 
ideas adding only those that were cost effective. Important things 

to consider such as health and safety were always at the back of 
their minds when it came to adding an activity to the list. 

They were then ready to go ahead and the couple raised the 
capital needed from the sale of their flat and a loan from Tris’ mother. 
They were fortunate that the forestry commission liked the idea so 
much they agreed to a trial period over a couple of months without 
charging for the use of the land. They started in Suffolk and decided 
to make that their operating headquarters.

The Mayhews began to create the camp; the challenge activities 
at first, seemed a bit dangerous, but at the same time, they were 
tried and tested to be safe. Becs Mayhew proudly explains; “The 
Go Ape experience is our 2–3 hours Tree Top Adventure. We’ll 
brief you for safety before you fly down our zip-wires, leap off our 
Tarzan Swing and tackle our crossings whilst enjoying some of 
Britain’s most breathtaking scenery”.

 They had identified their market and broken down the various 
options into activities to suit a particular target. Stag dos, corporate 
and fun family outings, all have a number of facilities that matched 
the different user groups. As the business began to take shape, 
they both realised that they had room for more activities; one of 
them being the Segway racing which proved to be very popular. 
It brought them guests from all over the country that would stay in 
nearby hotels over a few days so they could take part in all or most 
of the activities. 

 They made sure they could cater for the little ones as well; the 
junior treetop adventure was a dream idea. Being able to allow all 
the family enjoy various activities brought in a whole new crowd. Gift 
and corporate adventures were sold direct on their websites and an 
affiliate scheme was set up where third party operators could sell 
the tickets for a commission. The price range for tickets is about 
£23-£32. In 2011, Go Ape made a pre-tax profit of £1.4m on a 
turnover of £11.5m. Talk about money growing from trees...

Go Ape made a pre-tax profit of £1.4m on a turnover  
of £11.5m. Talk about money growing from trees...
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seth Yumich is an enterprising individual with great links to 
Europe. raised in Chicago usa, seth had spent a number of 
years selling advertising space for a European trade magazine. 
His target area had been the balkans; countries like bulgaria, 
Macedonia, and other Eastern European areas were his usual 
patch. it had been an interesting 5 years, but seth was always 
a self-run business person at heart and was itching to start his 
own business in a field he was quite familiar with, and that was 
the publishing of business investment titles with advertising as 
the main source of revenue. Mid-2010 he took the plunge and 
launched ‘the american times’. 

Seth’s venture magazine idea is unique and profitable because 
he chose to have the publication under a category with little 

or no competition in an open and under-represented 
market; a market he had good contacts in, and a 

genre that didn’t require a large print run. The 
American Times is simply a magazine more like 

a business report, designed to woo American 
investors and organisations to virgin 

business opportunities in the Balkans. The 
magazines when published, were printed 
and distributed to a built up mailing list, 

Balkan embassies in the US, and some 
strategic chambers of commerce; under a 
1000 copies were needed. The huge value 

lies in the precision targeting of its business 
readers as supposed to mass readership. 

Seth and his colleague interviewed various ministries 
and developed articles showcasing various economic opportunities. 
They were doing this in Kosovo and Bulgaria and according to Seth, 
it really is an important service to these countries as they needed to 
promote the economic viability of their countries; tourism, banking, 
property, health and general trade needed to be covered. Being 
titled ‘The American Times’ helped a great deal to give the right 
impression, an American investors’ magazine with a mandate to 
promote the business environment of Balkan countries just sounded 
right. Interviews with PM’s and ministers was a breeze as they were 
all keen to get involved. 

The articles are sponsored along with related adverts for hotels, 
conference centres and business travel. Seth’s approach to the 
whole game was to go for the highest ranking individuals and that was 
always the PM before anything else. An interview with Bulgaria’s PM 
Boyko Metodiev Borisov, and Kosovo’s Hashim Thaci, on economic 
opportunity, opened the doors to the other ministries and before 
long they had 50 pages of articles and advertorials. Each advertorial 
is done at the full page rate of $8000. A publishers dream! Twelve 
ministries between the two countries and 4 general trade intros 
amounted to quite a sum. 

Profits were in the range of $14,000. For a magazines’ first 
issue, that is unheard of, but then they chose a very niche genre. 
The investor report would tour various regions, so the next magazine 
showcase on Kosovo and Bulgaria would be in two years – they 
have mapped out 8 other countries and the magazine would be 
published only 4 times a year. Seth and his partner have wrapped 
up the first issue and now its next stop – Georgia!

CasE studY THREE

The American Times

Michael pennington and simon Crookall are what you call the 
quiet giants of the dotcom race. the pair are fiercely private 
in their personal lives and rarely give interviews. their product 
was one of the first personal trade classifieds and since then 
there have been copycat businesses but theirs will always be at 
the forefront because they took the chance when the time was 
right and developed something from almost nothing.

Pennington and Crookall worked as expats for a UK bank in 
Hong Kong and found their experience looking for accommodation 
and city life necessities a tedious task, not knowing much about 
where to get things they needed, or even making new friends. Being 
the late 90s, the time of the first internet boom, they saw an 
opportunity and set up a small website that would connect 
people with similar needs. They began to visualise all 
the things that the website could achieve for users 
and so they decided to give it their full attention. 
Quitting their jobs, they initially set the website up 
as a sort of community for expats living in the UK, 
assuming there was a market for people who 
were new to the UK, just like when they were 
new to Hong Kong. They aimed this at the 1 
million Aussies, New Zealanders and South 
Africans residing in the UK. 

It catered mainly for flat share and rentals to 
begin with. Anyone could post their flats on offer, 
and anyone could request a flat share opportunity 
anywhere in the country. Gradually the website began 
to include other things that helped bring in the traffic. That 
was the community where friends could be made, relationships 
started in the personal section and in other related additions. As the 
website grew in size and the number of regular visits, they pushed 
their shoestring budget to the limit taking on adverts in The Metro, 
aiming at commuters visiting their website at work, as at that time 
most internet surfing was done from work as there was no super–fast 
broadband for everyone at the time. 

The quirky promotions and ads on toilets in public toilets and 
costumed characters on the high street, made the website a cool 
place to check out or post items for sale. Within another 12 months, 
the popular weekly classifieds paper, Loot, had found they had a 
serious competitor. The duo expanded the website even further with 
car sales and began monetising the website charging recruiters 
a relatively small fee to insert their adverts on the website. The 
website usage exploded in 1999 and by 2002 it became the most 
visited website for jobs and personal sales. In 2005 the team was 
still relatively small in its London head office with 12 members of 
staff, but quite rapidly they began to spread their tentacles beyond 
the UK and on to 31 cities worldwide. The business clearly had the 
means to maintain a huge volume of users but the classifieds only 
brought in the smaller end of their income. 

They sold the entire business eventually to a global web concern 
for an obscene amount of money which they kept quiet. Today the 
website is coping with a straining number of visits per week – 
13.7 million users a week and 100 million adverts posted to date. 
The name of this successful dotcom? - Gumtree! And the happy 
buyers – eBay! You can take a wild guess how much they bought 
Gumtree for.

CasE studY TWO

Sell! Sell! Sell!
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Master of Caricature

the Caricature service is nothing new. it’s been around for 
years. the convenience of emailing your picture for a great 
caricature is also a new way to market your service to anyone 
around the globe. 

As a business I found one person that had a unique talent in 
caricature, he was going to print money, and not just for himself but 
I was determined to cash in too. 

This master caricature artist is an American genius known 
as Rodney Pike. I’ve seen caricature but this is something else; 
Rodney’s technique is actually one of digital manipulation, a true 
artist in his own right. His method is a closely guarded secret and 
he’s not telling, and I don’t blame him! I met Rodney online whilst 
looking for a caricature style for my magazine cover. I was looking 

for a very eye catching image that would sell the magazine. It took 
me at least 2 days to come across this artwork that I’d never seen 
before. I found the online gallery where his work was showcased 
and I was completely sold. I got in touch with Rodney and that was 
the beginning of a tidy business relationship. Rodney Pike is based 
in Louisiana, USA. He proudly sent me clips of his work prepared 
for mainstream magazines like FHM and Rolling Stone. Making it 
clear that there was no way I could afford him, he surprised me 
with his tales of misfortune with ex-clients not paying on time, or 
large organisations loving the finished product but not using them. 
According to Rodney, he was great at showcasing his work and 
gaining a huge amount of fans in the creative community, but the 
trouble was, he wasn’t great at marketing his service.

I made a deal with him to do two monthly issue covers at a 
discounted price, and in return I would help set up a lucrative 
business situation to sell his services under my company. Soon 

enough we ‘shook hands’ over 
Skype. 

Going through all of Rodney’s 
work I saw how we could make 
it a viable business prospect. 
We chose to offer a specialist 
service where we could design 
a customer’s image around their 
favourite sports star. This is not 
your everyday caricature; the 
detail in the digital manipulation 
takes a lot of time and care. 
Rodney doesn’t come cheap either as one job takes him at least 2-4 

days. The finished product is amazing. He wanted $200 
for an oversized sport-themed poster which included 
the customer integrated into the poster alongside their 
favourite sporting hero. To me, that would cost at least 
£120 not including the costs to have it laser printed on 
a huge surface area. 

To aim for the higher end market we decided to 
make the posters huge, life size to be exact. The posters 
are meant to be framed on a 3dimensional box frame 
for added effect. I didn’t really have the luxury of time to 
dedicate building the business, so I suggested we aimed 
at football lovers to start with and make arrangements to 
market the service where fans could see it. We did one 
job at half the price; my charge of £500 was covered 
in encouraging enthusiasm. 

When the job was completed we did one more sample 
and used that in a banner advert on Football-centred 
websites and added the service to a temporary website 
we created. We targeted Chelsea and Manchester United 
fans on some of the fanzines and on the football website 
‘Soccerbase’ and ‘Football 365’. The 8th page advert in 
the print magazine also did well and early this year we 
were completely swamped with orders. I encouraged 
Rodney into speeding up his delivery and we were 
managing 4-a-week at my desired price of £500. 

Do the maths – this was just supposed to be the start. 
In conclusion, the point I wish to make is that you don’t 

need to be the main person doing the work. There are people out 
there with unique talent, so find them and market their gifted talent 
under your own name. They concentrate on producing the goods, 
and you concentrate on selling it. Simple! 

Rodney’s technique is actually one of digital manipulation, a true artist in his 
own right. His method is a closely guarded secret and he’s not telling, and I 
don’t blame him!
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Michael dubin just wanted to sell razors - a decent number of 
razors - and ended up with a cult following of 4,024,127 viewers. 
all for a $1 no nonsense shaving stick! the one dollar shave 
Club now sells in excess of 2000 packages a day. 

Remember the Budweiser advert that sent viral shockwaves 
down our TV tubes a couple of years ago? Or the Lynx advert; that 
got us doing the moves on the dance floor? Well this one – ‘The 
Dollar Shave Club’ cost under $5000 to put together and is a 
major hit on Youtube. It has also brought in a phenomenal amount 
of sales worldwide. Michael Dubin’s shave club advert is one that 
millions of people across the globe happily shared with friends and 
family. Whoever heard of adverts becoming videos people would 
want to share? Most of the time when the ads roll in, interrupting 
our favourite TV shows, we go and put the kettle on. So it’s amazing 
when a simple but clever advert can create a buzz so powerful that 
people buy his product without a care in the world if it works or 
not. Funny thing is it does work well and seen as good value for 
money by most.

What’s the formula? 
What makes the video so appealing is the timing, the image quality, 
simplicity and humour laced in parody, jibes and subtle undertones. 
The fact that he did this with his small number of actual staff who 
seem to just put up a great performance without knowing how great 
they have done, is a mark of pure genius. The advert is like a breath 
of fresh air after a tedious day at work. Similar to the popular Ronseal 
TV advert ‘it does what it says on the tin’ it’s a straightforward 
message with an appealing style of presentation.

Have i got your attention? 
In the first 24 hours after the online ad went live, the company 
received 5,000 new subscriptions. 600,000 views in two days 
More than 12,000 people have signed up for the service since the 
company officially opened for business just two weeks ago. 600,000 
turning into 4million views is one heck of a powerful virus. On the 
linked website where the razors are sold, the servers crashed under 
the weight of too much traffic – an unavoidable inconvenience but 

every web retailers dream. They got it running again and the global 
sales poured in. 

People weren’t just watching the ad on Youtube, but they were 
signing up in eagerness to get their hands on their own private taste 
of the dollar shaving club. The video was actually produced around 
October 2011 with a view to getting venture capitalists investing in 
the project. It worked like a dream.

What’s he selling anyway?
‘The Dollar Shave Club’ offers three razor blades costing from 
$1-$9; you get free shipping on the $3 and $6 monthly options. 
It’s designed to offer on-going savings with the most expensive 
package, sold at a humble $9 per month; and guess what, they are 
actually quite good, it’s been tested and posted on Youtube with 
user certified thumbs up.

On the delightful no nonsense 
website you get to see the products 
on offer. The layout and graphics are 
done in great 1950s retro style and 
is clear clean and uncluttered. 

What’s next?
The $1 million has been raised in 
venture capital and angel funding 
and this will help to roll out cross 
products such as custom formula 
shaving creams and aftershave 
moisturisers. Keen to apply 
community inspired marketing, 
The Dollar Shave Club will invite 
loyal subscribers to pick the ones 
that stay, did we mention – Michael 
Dubin has a dotcom marketing 
background and was formally a 
digital marketing director at Sports 
Illustrated.

CasE studY FIVE

The Dollar Shave Club

People weren’t just watching the ad on Youtube,  
but they were signing up in eagerness to get their hands 
of their own private taste of the dollar shaving club.
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From Kitchen To High Street
one’s motive for business success can come from anywhere. 
Julie dean’s came from the promise to give her then 8 year old 
daughter a better education in a nearby private school when her 
child became a victim of bullying. there was no way she could 
afford the £12,000 a year tuition fees at the time, but the dye 
was cast when she promised her daughter she wouldn’t have 
to continue at the present school by the next term.

Julie really has her kids to thank for her business success. Her 
two young boys asked if she could get them satchels as seen in the 
Harry Potter movie. She smartly worked on the idea and realised 
she could start a business designing the satchels, and that was 
what started the ‘Cambridge Satchel Company’. Julie is a breed 
apart when it comes to business. She learnt important aspects of 
her business while she put together other parts she was familiar 
with. She knew design and creativity, but supply and merchandising 
would have to be learnt on the trot. 

With her meagre housewife savings of £600, Julie set about 
designing the satchels and found a supplier in Hull to help with 
producing small unit prototypes. It was a 
slow and steady start, testing the waters 
and selling her product herself. She single 
handily learnt how to set up an ecommerce 
website so she could sell orders from there 
and did some direct sales by putting flyers in 
doctors surgeries and some nearby schools. 
It brought in modest sales of one a week. 
Where others may have moved on from the 
idea, Julie knew she had a great product and 
kept on pushing. The website helped her 
achieve a higher weekly sales rate, and she 
started getting orders from afar.  

Then a curious thing happened, her 
customer base began to edge towards the 
fashion conscious and orders for satchels 

for adults started to swell. 
Recognising the interest, she set to work in her kitchen to design 

various colours that would attract more adults. It worked like a dream 
with orders coming in triple the amount she was used to. With the 
proceeds and a determined spirit she managed to get her unit cost 
price significantly lower by benefitting from a sliding scale order 
from her suppliers. 

Still not able to go into mass production, it actually helped to 
give the bags that exclusive image. Then the celebrities caught on, 
and that was the beginning of a wide spread interest. It helped a 
great deal when Alexa Chung and presenter Fearn Cotton were 
photographed with Julie’s now fashionable satchels. She was able 
to add the designer image to her brand and increase her selling 
price from ranges in the £80 to £130. That brought even more sales 
as her satchels became a ‘must have’ accessory. Attending various 
fashion trade shows sealed the deal and a year later the high street 
chain ‘Urban outfitters’ started stocking her range. 

Expert fashion bloggers also helped push the brand and now 
she has been able to set up her own cute 
shop in upmarket Covent Garden. ‘The 
Cambridge Satchel Company’ now hires 84 
members of full-time staff at its own factory 
in Leicestershire. How about that! A now 
multi-million pound business created from 
ones’ own kitchen with nothing more than 
£600 and the need to put her children in a 
private school. Well done Julie!

You can now order your own customised 
satchel complete with your initials or 
preferred sizing on her busy website - 
www.cambridgesatchel.co.uk 
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MoonFruit.com

this is one of the great internet success stories that carries a 
lot of interest. ‘MoonFruits’ slow and steady growth to about 4 
million pounds worth of business a year is mind boggling. When 
we say it’s a simple business we mean the concept and delivery. 
the journey however is one of perseverance and self-belief; it 
was a tough period surviving the first dotcom crash. Wendy 
tan White weathered the storm and now runs the most popular 
self-website builder in the uK today.

Wendy worked at ‘Egg financial services’ towards 
the end of the 90s, a time when the internet was 
making waves and there was a lot of excitement 
in the air. Egg was reasonably successful 
boldly reinventing the way financial services 
could be provided. This online-only service 
was one of many internet inspired products 
with the aim to personalise everything. 
The idea being that customers could 
have a service available to them the way 
they wanted it. Many say this was perhaps 
where the ‘Moonfruit’ idea was conceived. 
Identifying the trend toward personalisation, 
she started putting a web builder business into 
play. Not necessarily knowing code development or 
a significant amount of IT, she knew a good idea when she 
saw one. Recruiting the help of ‘Sixzeds’ a specialist web developer, 
the Moonfruit.com platform began to take shape. Fortunately for 
Wendy, she was allowed to continue her job at Egg while building 
Moonfruit.com. 

Wendy’s web building facility was one designed with great care 
regarding the user interface. The facility had to be very simple to use 
and at the same time reasonably robust in function. She had done 
well predicting the significant demand for website development 

needs for individuals and very small businesses. Avoiding the build-
for-a-fee approach, she went for revenue through advertising. This 
made sense as she would make it a free web builder and even offer 
free hosting which would allow for a large volume of users, enough 
to generate good click traffic. As with most types of businesses, 
if you are the only one doing something people want, sources of 
income will always follow eventually. The rewards started to show 

and in 2000 Moonfruit became one of the top twelve most 
visited sites in the UK; 40,000 users at such an early 

stage is no mean feat. 
Moonfruit .com grew fast with the 

involvement of friends and family. Venture 
capitalists such as Macromedia and LVMH 
liked Wendy’s proactive attitude to showing 
a working product before clamouring for 
funding. They followed through with seed 
funding. She also received the backing of 
incubators ‘Bain’ who helped draw up a 

very detailed business plan. Moonfruit.com’s 
phenomenal growth began to happen not just 

because it was an excellent free product alone, 
but also because of the very creative promotions 

and advertising which centred around a lot of humour 
about websites to build for any kind of quirky business, the 

Twitter promo where Macs were to be won every day for 10 days was 
well received - they had gone viral. When the dotcom crash came 
it was almost curtains for the Moonfruit.com business, however, 
switching to a subscription based model allowed the business to show 
a much more profound profit. Now the business is still benefiting from 
further external investment allowing it to push its expansion overseas. 
Moonfruit.com has grown in popularity in the US accounting for 30% 
of its paid-for business. 
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it’s no secret that a large number of entrepreneurs have been 
successful on the back of sheer passion for what they do. some 
have an inherent talent for creating or performing. some of us 
are great at one thing or another; it’s up to us to find out how 
we can convert this to hard currency and it’s no good insisting 
on chasing a dream without a realistic direction. the starving 
actor syndrome is a situation where a creative person is trapped 
inside their own dream; can’t bear to let it go, and can’t make it 
work to make a living. some individuals in show business get 
lucky and may come upon the opportunity to sell their talent 
while others, who may even be more talented, languish in the 
shadows. With success attained in this respect, it may or may 
not happen sometimes it is luck and sometimes its proactive 
self-marketing. 

As a business advisor I have seen it several times. Passion can 
make us stubborn and live in cloud cuckoo land, a place of dreamy 
confusion and no sign posts. As a fashion designer, photographer 
or sculptor or whatever you may be; take a hard look at your work 
and search for the commercial value. If you can’t find any, then make 
it a hobby and not your life and who knows, while you have your day 
job paying the bills you may come across a commercial opportunity. 
Making money out of your skilled talent is not about what you like, 
but what the buyer wants.

We are not preaching gloom and greyness, there are things we 
can do to be successful if we truly have a talent. It’s about getting 
it out there and converting it into a business.

What’s your passion really worth? 
There are individuals we call dreamers, who at best have a very 
mediocre talent for creativity, believing the whole world can’t wait 
to buy into their product or idea. Do not ask your family or friends 
about their opinion on the value of your craft or creative work. Ask 
someone that doesn’t know you personally. Use social networks for 
instance, posting an image of your work, a video of a performance or 
a description of a product/service you have developed to see what 
people say in all honesty. If it’s a niche product or service go on to 
the related social networks and get an informed opinion. A minimum 
of 20 comments is what you are looking for. Whatever the feed back 
don’t get sensitive. Business has no time for petty emotions.

so you have a good thing, then what? 
Understand you cannot do most things alone. Some have been 
lucky, with an unbelievable will to go it alone, succeeding to a certain 
extent. If like me you don’t do luck or don’t wish to work yourself to 

Turning 
Passion 

Into 
Pounds

Making money out of your skilled talent is not 
about what you like, but what the buyer wants
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unbelievable tasks. Then I 
would suggest first of all that 
you network like crazy. Find that 
person or persons that can be a 
partner in some useful capacity. 
Being a one man band only has 
the advantage of quick decisions 
and that can even face the risk 
of sometimes making the wrong 
ones. There are numerous 
network clubs you can attend, 
and online there‘s the social 
networks such as Linkedin.com 
which can be very useful if you 
know how to use it effectively. 
There are also network groups 
like meetup.com, that are very 
useful for bringing people 
together, so if you are looking for 
a partnership or collaboration, sign up there. There is an average of 
30 new network groups created every 2 months, on the website; 
you can even join a few that are industry specific. Just like how an 
increasing number of people use the internet to find a life partner 
and you can find your future business partner in the same manner. 
Speed networking events are set up all over the country. Sign up 
to a few and get your prospects out there. 

The collaborative partnership approach has been recognised 
as a very effective way to get your business off the ground, this 
is why we have hot-desking and incubator shells springing up 
everywhere around our cities. They say 2 plus 2 is five when it comes 
to partnerships and that’s a true fact. Perhaps you may be a very 
talented fashion designer in your own right, if you find a partner that 
knows the business side of fashion, a combination of each of your 
skills stands a better chance at success. We are stronger together. 
The designer needs to spend more time concentrating on bringing 
out a fantastic product and less time managing the business end. 
Trying to do both is a herculean effort; best leave it to the one with 
the head for business.

Financial resources
A car runs on fuel to get you from A to B and the same thing applies 
to business. It’s the age old conundrum; “how am I supposed to 
start a business with no funds”. It is true that almost any great 
business idea requires money to at least get things off the ground. 
This applies in different measures to various businesses and if it’s 
a business that hinges on talent, that may be a slightly different 
kettle of fish - you have your talent agencies to help you here. 
Although some have gone round the business route to market 
their talent direct to the end-user; like the musician who pays for 
the use of a recording studio and burns his own CDs, to sell to 
a growing fan base. Again, it’s a clever start, but eventually he or 
she would be hoping the big boys step in and offer a record deal 
on the strength of the positive response of the early fan base that 
has been growing. 

There are other options besides going to apply for a loan from 
your tight fisted bank as they are not there to take risks on a business 
idea that has a great potential that may or may not work. The first 
thing that comes to mind is seeking investors; it may be private or 
professional investors in the form of venture capitalists, business 
angels or investor clusters. The private investor can be anyone from 
your sister to your neighbour.
 

Crowd funding
With the help of crowd funding you can showcase your idea or 
product and pitch online to professionals or a collective number 
of private investors, who buy a stake in your company in exchange 
for funds needed to build the business. Crowdcube.com, seedrs.
com and kick-starter have done brilliant work making this happen 
for several micro-businesses. 

The ‘Pebble E Paper watch’ is a good example of what can 
happen with a good pitch. They raised a total amount of $10 million 
within 3 months, surpassing the amount they were pitching for by a 
couple of million. They money raised came mostly from Joe public 
and not from a financial investment group. It was simply a case of 
liking the product and believing it should be on the market. So get 
a 5 minute cheap video done creatively, sort out your business plan 
and investment pitch and post your proposals. If it is accepted it’s 
free with the crowd funding platform earning around 3-5% of the 
funds raised. This is a brilliant concept and it’s been embraced in 
the US and especially in the UK.

The collaborative 
partnership 
approach has been 
recognised as a very 
effective way to 
get your business 
off the ground...
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A new enterprise might take time to reach a significant profit, but you still need to live while it grows. Each month, 
we offer suggestions for easy-to-start income generators, to bring in cash until the big cheques begin to arrive.

Fast traCK ONE

Poker Guru

Fast Track Ideas February 2013

While you are setting up your dream business you may want to 
consider fast and realistic ways to gaining extra income. If you 
are good at Poker or know enough about the tricks to the game 
you can set this up on your own or with the partnership of a good 
poker player. 

Poker is still a very popular pastime. You’d be surprised how many 
people want to get involved in the game but find it hard to learn. There are 
various guides to use online but it usually takes a lot of patience and effort 
to understand and apply. To learn a new skill like poker the most effective 
way is to have a physical person showing you the ropes; it’s faster and much 
more fun even at the learning stage.

Set up an arrangement with your local pub and organise a poker night for 
learning the game. If you have decent posters, most pubs would be happy 
to assist with having them placed all over the pub. Many pubs are closing 
these days as people are finding other ways of entertainment cheaper than 
sitting in a pub; so they would therefore welcome anything that would bring 
in the punters. In your poker sessions you could offer to teach two or three 
people at the same time or charge double for a private tuition while you and 
your first student enjoy a pint. You can bring along your tablet or computer to 
demonstrate tactics for those who wish to improve or learn from the beginning 
on how to do well with internet poker. Offer a complete course by breaking 
it into 4 or five sessions, £10 per session each is not too steep. 

Fast traCK THREE

The Free Business Service

This loss leader, or sales hook, is an offer to set up and register a 
new business name for free. 

Setting up your business name complete with all the required documents 
such as memorandum of association etc. usually costs £25. Service providers 
perform this function charging double the fee and more, for their work. People 
new to business are not even aware that they can do this themselves in 
a matter of minutes online on the Companies House website. Others find 
they need to have someone stand in as the company secretary or for credit 
rating interests may be get someone else to start the company as one of 
the main directors, so they can be able to open a business account to go 
with the newly formed company. What you are really selling, if you have the 
expertise, is a business plan service. The free company formation is the 
hook as an advertisement, an indirect way to get the business in with the 
help of a good incentive. 

 There are lots of business services offering company formation 
publications such as Loot, Daltons and the usual local newspaper, so it is 
therefore a good spot to advertise such a service. It costs about £25 for 
each new client that you acquire, the same clients you eventually charge 
around £250 for a detailed business plan. The free company formation offer 
applies only to those who also needed a business plan. This would amount 
to the same thing as a 10% discount for your services, but having the advert 
with such a headline carries much more weight. A definite hook! 

Not to be mistaken for betting shops, the book maker idea is a 
simple and easy service to sell. There is a growing demand for 
the service.

EBooks and self -publishing have become very popular and these days 
anyone can self-publish for pennies. The trouble with getting your book 
formatted on platforms like Amazon, Nook, or Barnes and Noble is getting 
to grips with the various technical specifications when attempting an upload 
to the system. We’ve seen so many of the adverts on Gumtree.com and 
Craigslist and there is an increasing demand for book formatting; budding 
authors who have not got the time or patience to go through the lengthy 
process of setting their books up. Terms like ‘bleeds’ and ‘buff lines’ are a 
mystery to some and they’d rather just have their PDFs taken off them and 
have the books all ready for trade. Well there’s a small business here. Take 
your time to understand the process, dimensions and image properties 
required, try practicing by offering to help others do it for free or a small 
charge. Before long you should find that you work faster and are able to get 
one single book up on all the main platforms - the Apple store included. 

The reason why so many would-be self-publishers appreciate this service 
is the idea of getting around the user interface of some of the popular portals 
as some are a nightmare to understand. A fixed fee of £50 for a 3 or 4 
hour job can be quite lucrative so get yourself on writer’s blogs and social 
networks and canvass your business. You may be pleasantly surprised! 

Fast traCK TWO

Be A Book Aggregator
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in business today, there are a number of ways to be successful; 
one way to stand out against the competition is simply how you 
package what you sell. Having a usp is the cherry on your cake 
and the boutique tuition service is one of them.

To push his career forward as an administrator in a local council 
office in London, Idris Arad signed up for the PRINCE 2 foundation 
and practitioner course and made a payment of £800 to enrol in one 
of the fast track courses offered at the local community college. 

It took 2 months of learning before he felt he was able to attempt 
the exams and pass confidently. The course training included a total 
of 10 evening classes and study materials in the form of CD’s and 
printed handouts. In Idris’s view the course tuition was just about 
ok, nothing special, it really depended on the student’s effort to 
use the study material in the most efficient way. He passed both 
foundation and practitioner levels, and then realised there was 
too much of a priority on passing the course without provision for 
its actual practical application, or use in a new job as a Project 
Manager. He saw this as a major omission; if you don’t understand 
the application of the PRINCE2 methodology, it affects how well 
you sell your understanding in your future job application. 

He set up ‘Precise Courses’ as a tuition service toward the PRINCE2 
certification, and made sure he added his unique selling point; 
project management taught by project managers, as he was one 
now, in his current job at the council offices. 

His approach would not only be to teach students how to pass 
the exam, but how to use everyday case studies to explain its various 
applications. Added to that, he would offer a coaching service on 
how to use this newly acquired qualification to get a job in various 
industries. 

The set up was a very simple way to build a business – he 
modified and improved the study material from the course he took 
initially, added graphic rich study levels, with test questions on the 
application of PRINCE 2 methodology added test case tuition as 
part of the modules towards the end of the course. Idris’ PRINCE2 
course was further condensed into just a two week course with four 
class room sessions. The take home material was more than sufficient 
to assist with a greater understanding of project management. 

Advertising his service on Gumtree.com and two recruitment 
websites was great foresight; his free intro phone session was well 
received. He would have only 8 students a time for the foundation 

course and 8 students in the practitioner course. Hiring a 
board room by the hour in busy Moorgate central London, 
was a perfect location costing him a total of £50 per 
two hour sessions, the rooms seated a maximum of 
12, and the use of whiteboards, video, and slides were 
included. 

Soon enough there were 16 students each week 
and as a full class needed more concentration, he felt 
proud to be able to leave his now £36,000 pa job at the 
council offices and spend more time building his growing 
business. His discounted prices also worked well at 
£400, which was half the cost he paid when he signed 
up 2 years ago; £6,400 maximum earnings and £4,000 
per week minimum were quite encouraging numbers. 

‘Precise Courses’ now operates classrooms with 
the same formula in 4 other locations. He hires 3 new 
course tutors on a fixed pay rate per class. Now in year 
3 the business now turns over £75,000 per year. 

CasE studY EIGHT

The Boutique Tutor

anyone who set’s up shop or sells individual items on Ebay or 
amazon on a regular basis will be aware of the tedious process 
and the hidden costs that come with regular item posting. You 
cannot expect to make any significant amount of money by 
simply having your items on there for sale. it’s not uncommon to 
find so many shops on there that are lost in the crowd. there is 
a skill to selling on Ebay and that in itself can also be a business 
service. Fine tune your skills on the subject of selling on Ebay 
and you can make some money as a shop pro on Ebay. Choose 
a category you feel you can become an expert in, like fashion 
or gadgets. With some copy writing practice you can include 

the additional service as a product lister for Ebay shop owners. 
it doesn’t have to be big named shops like M&s, as there are 
lots of small businesses on Ebay that just don’t have the time 
to carefully word and set up their items for sale. 

Becoming an expert lister with the additional service of helping 
your customers strategically featuring your product is one way to 
go. You may consider advertising your service direct as a banner 
ad on EBay or small business blogs where your potential clients 
frequently visit. A monthly charge of £100 can gradually build up to 
a tidy and consistent income as your client shop owners increase 
in number.

CasE studY NINE

The eBay Listing Service

£6,400 maximum earnings and £4,000 per week 
minimum were quite encouraging numbers.
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From my experience looking into various case studies, i have 
come to realise that convenience presents the opportunity to be 
packaged as a business. if you can package a service to fit with 
your customers preferred method of delivery, then you are half 
way there. ‘the united Kitchen’ is a strong example that became 
successful for its sheer simplicity and perceived value.

Yulia Amich from Sofia in Bulgaria and Yin Mae from China 
are both art students at the prestigious Goldsmiths University in 
South London. Their meeting led to become a firm friendship and 
a partnership in a formidable business. This happened when they 
attended a European cooking class. As chance would have it, both 
students were doing their thesis on the cultural diversity in food. 
To get a better insight into the art of food preparation in different 
cultures they signed up to the weekly cookery classes. 

It’s also interesting to note that the classes were designed to 
introduce most popular dishes from all over the world and a chance 
to share various choices from the most popular dishes. Specialist 
cooks from various countries would have their cooking classes run 
throughout the year on a weekly timetable. Yulia and Yin were just 
what you’d call average cooks, but they had ample knowledge of 
food culture across the globe. Striking a great friendship over a few 
months they discussed the world cookery classes and agreed it was 
a great idea.

Yulia and Yin set 
up ‘United Kitchen’ 
a s  a  c o o k i n g 
service connecting 
experts from various 
na t i ona l i t i e s  to 
cus tomers  who 
wished to learn a 
foreign dish; they started with London based Chinese, Indian, 
North and West African, cooks who were experts in the field. What 
they found was that they could recruit member cooks faster by 
approaching restaurants. They offered the service as freelancers 
in their spare time as an additional source of income. 

The service is one of great convenience. A cook comes to your 
own domestic kitchen and teaches you how to cook a choice of 
two particular dishes, a popular one and a unique special dish. On 
paper it really did make sense. It’s a leisurely and convenient thing to 
have a pro do a Jamie Oliver in your kitchen. You may even choose 
to video the session. To make it even more convenient the cooks 
shop for the ingredients and include that in the bill for the service. 
Each session would cost a fixed fee of £100 for two sessions. This 
does not include the shopping.

Yulia and Yin set out the business model and now had the 
important task of sourcing the paying customers. Yin, an avid blogger, 
swung into action connecting herself as a guest blogger on popular 
cooking portals. A bit of pay per click with an attractive banner 
paid dividends as their new blog forum began enjoying traffic. In a 
space of 8 months United Kitchen became a busy business with 26 
bookings a week. Additional income was made with the shopping of 
the ingredients for which they did cost reducing deals with suppliers 
for the ingredients. The pair plan to take their business as a pitch on 
a few crowd funding networks to fund a robust website and market 
it for a wider audience.

CasE studY TEN

United Kitchen

i personally have a strong 
affinity for a product or 
service that is not just great 
for the owner, but one that 
serves a simple and useful 
transparent benefit to the 
user, and this is definitely one of them.

‘Thebestof’ is a great web service founded by serial entrepreneur 
Nigel Botterill. It’s a business that quickly became the fastest growing 
web franchise in the UK with a 7 year track record and over 250 UK 
franchisees. It is one of the webs success stories because the model 
is easy to understand with clear multiple income streams.

Nigel has always had a soft touch for anything that brings the 
local community together. He believes that we look at what is out 
there on a wider scale but always need to know what is there for 
us locally. Similar to the local newspaper business, the idea with 
Thebestof is to create a space for all that’s worth knowing on a 
local scale. It’s fast, convenient and easily assessable to the user, 
and for local businesses it is also a more targeted means to reach 
customers. The beauty of the idea is that there are no printing 
costs, unlike the newspapers. Most of the work is to gather local 
information and business, and get it all laid out in the form of a local 

website. Thebestof has already done half the 
job for you by having your platform all set up 
for you to fill up. 

Thebestof was always going to be a 
franchise scheme for it to work. Nigel Botterill 
believed in the business idea so much that he 
invested a substantial sum to find franchisees 
that knew their area well enough and could 
be efficient with the use of the ready-made 

website templates, filling it up according to the guided process. 
Each franchise operator would identify the best businesses in 
their local area and then using a suite of marketing tools, unique 
to Thebestof, worked with the business owner to showcase and 
promote them. These websites are well planned and the support 
is always there to make sure the content is attractive to local web 
traffic. It’s not the hardest thing to do if you have a good sense of 
community. Broken into main pages such as best business which 
is basically a list and introduction to verified businesses in the area, 
from tradesmen to leisure services, and it’s a safer way for locals to 
get in contact with the better providers around them. The local events 
page is also great for having one central point where residents can 
find out about when and what is going on in the area, you can even 
book tickets from there and there exists a great revenue stream for 
sponsored inclusions. 

Nick Taimitarha runs ‘bestof.co.uk’ in the Richmond area. As far 
as he’s concerned it’s one of the best decisions he has ever made. 
His core income comes from the monthly membership payments 
made to him by local businesses. Because of the multi-faceted 
approach of thebestof, the additional revenue opportunities are 
easier to harness. Up to 200 businesses featured for 2-3 years, 
was not to hard a target to meet as this offered a regular monthly 
income which pushed up his income. After 2-3 years, when you’ve 
got 200 featured businesses, your regular monthly income should 
be heading up to £11,000 each month..

CasE studY ELEVEN

The Best Of Business
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You may not have heard about ‘the 
Convenient shopper’; it’s an idea that 
started from an off licence in derby. 18 
year old raj patel is the youngest son of 
afit patel. they run an off licence and a 
small convenience store near a busy high 
street in derby. a modest business by all 
accounts, nothing overly ambitious, just a 
family run concern. raj is not one to share 
where he gets his ideas from, some are 
a bit impractical and others completely 
insane, but the delivery point service has 
got to be one of the best case studies 
we’ve come across. 

 Internet sales have soared over the last 
8 years as a visit to your local post office 
is an indication; courier companies are 
experiencing a boom in trade to the extent 
they cannot keep up with demand, especially 
in the seasonal periods. The fundamental 
problem is parking on the high street, missed collection visits, and 
inconvenient trips to the post office. The convenient store or off 
licence is a perfect place to pick up your online purchase. There are 
several in every area, they open late and almost every day, and some 
off licences open to the early hours of the morning. Their locations 
are not typically the parking ticket red zones; it’s just a perfect 
partnership with the delivery service. No more missed packages; 
it’s near you when you want to collect it. Raj persuaded his father to 
make both shops open to receiving packages for a fee both ways; 
a fee to the customer, and a fee from the delivery service.

Raj who we recognise as the originator of the pick-up point 
idea, knew exactly what the long term plan was and to start he 
trialled the scheme in their two shops. He contacted a few mid-sized 
internet retailers proposing the idea to make both shops pick-up 
points for their customers items purchased online. He explained 
that customers could be offered a choice to choose which of the 

stores was closest to them and they could receive their goods there 
at their convenience. 

His idea was well received but he was advised that more shops 
would need to sign up to the deal before they could commit to it, and 
add the service to their delivery options. Raj got to work, printing 
a mini information leaflet visiting a total of 36 shops making sure 
he signed up those that opened late. Once he pretty much had 
half the convenience stores in Derby and the surrounds signed up 
he approached the internet retailers once more, only this time he 
proposed a fee for any store that signed up to the scheme and a 
small percentage on pickups.

The Convenient Shopper’s sticker was now a familiar logo 
stamped on the door of participating shops. As more shops 
approached him to be included he began to charge them a set-up 
fee of £20 per month, a fee they would easily earn back during 
the year. Soon all the shops with addresses and contact phone 

numbers were collated and added to the 
internet retailer’s distribution database. 
They all trialled it successfully, shoppers 
would choose from the list of nearby stores 
closest to them and they would receive a 
text message when the item arrived at the 
shop. Afit Patel was amazed at how many 
parcels arrived and left the shop all hours of 
the day. This was The Convenient Shopper 
at work acting as the administrator between 
the internet retailers and the pick-up points. 
Customers simply had to show photo ID in 
the form of a passport or drivers licence and 
then they get to conveniently pick up their 
items. Raj sold the business for a decent 
sum a year later but admits he regrets not 
approaching Amazon and the like himself. 
Still, £75,000 in the bank account of an 18 
year old is the stuff of dreams.

CasE studY TWELVE

The Corner Shop Collection
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Chetan patel ran a struggling tandoori restaurant in Manchester 
and as we all know, indian food is a top favourite here in the 
uK. the problem Chetan faced was that he couldn’t find a great 
location for his restaurant. the area was too quiet to benefit 
from footfall customers, and with a resulting low number of 
daily diners it was simply too difficult to meet costs and keep 
the large premises going. to add to this sad situation, his two 
elderly cooks were absolute geniuses in the kitchen, quite 
fussy and may be a bit to patient while putting together their 
exotic dishes, they were truly old country perfectionists and it 
would be such a shame to lose them. today Chetan says he 
can’t remember where the great idea came from but by God it 
worked wonders.

Towards the winter season, it looked like ‘The Indian Star’ was 
getting ready to close shop, when Chetan introduced a new business 
model after careful research. He initially shocked staff by telling them 
that they would no longer cater for customers as a restaurant. The 
good news, however, is that there was plenty of work but Indian 
Star will become a delivery service. 

The icing on the cake was to package the service much differently 
from the usual Chinese or pizza takeaway. Indian food is great but 
one thing that goes with a great cuisine is time. The average Indian 
food loving person in the UK would find themselves visiting an Indian 
restaurant at least twice a week, and that includes those that can 
put the dishes together themselves. It takes a long time to get the 
best results out of a tasty and nourishing Indian dish. We live in busy 
times, everyone wants something they can shove into the microwave 
and consume with finger-licking enthusiasm. 

The Indian Star started something with a bit more bite and this 
was to have tubs of home style Indian cooking prepared to order; 
no rice or naan bread to go with it - that was the customer’s job. 
Boiling rice or getting some bread to go with your curry is never 
the problem; it’s the sauce and meat that makes for the hard work 
in the kitchen. 

Well, how about a service where the cooking is absolutely 
amazing and you get tubs delivered to you that would last the whole 
week? And that is what they did at Indian Star. 

Chetan had done the math before he put plans into action. They 
were not just going to deliver a tub of Tikka to anyone who felt like 
it there and then, they deliver particular dishes on set days only. 
The idea was to feed their customers one or two dish options that 
would last them the whole week. Eat a day’s helping, and then put 
the rest in the fridge or freezer. 

The idea was to allow for a cost cutting measure where the 
appointed driver found himself delivering an eventual 36 tubs a day 
in one local area. With one set dish for that day only, during the week 
on Wednesday, for instance, they would be delivering another dish 
to a number of addresses in one run. 

The selling point was convenience and the quality of home 
cooking and it worked amazingly well for repeat business. Indian 
Star now enjoys patronage beyond the Indian community and at 
£20 per tub they earned such a good sum weekly that they have 
now rented an industrial sized kitchen in the suburbs at a very 
competitive rate. 8 chefs and 6 drivers plus a very happy Chetan 
are now looking at pitching their range to Morrisons. Now that’s 
a tasty business. 

CasE studY THIRTEEN

The Indian Star

...how about a service where the  
cooking is absolutely amazing and  
you get tubs delivered to you that  
would last the whole week?
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CasE studY FOURTEEN

Money Making Mannequins

sandy bassett is a good friend who i met initially as a business 
client. she wanted to venture into the idea of starting a fashion 
retail business and as she had great supplier contacts but could 
not afford to rent a shop, she didn’t wish to do the internet 
thing either. over a pint of lager and a glass of wine, i offered 
her an idea i always thought was a great one and that’s the 
Mannequin showcase, a good way to sell fashion items with 
no shop and no website.

Sandy followed my suggestions to the letter and soon enough 
added her own ideas to fine tune the process. To start her investment 
she had a stock of new range wholesale clothing and a couple of 
mannequins. As you don’t need a large quantity of stock in the early 
stages she went for the minimum order set by various suppliers she 
chose. The mannequin idea was put into action and the first thing to 
do was to find a company that sold or auctioned second hand shop 
fittings at very cheap rates. She found one that sold used mannequins 
for £30 each, compared to £90 for a new one - she was delighted 
with the money saved and Sandy then had them delivered to her 
lock up. Now, she had ladies fashion wear to sell, mannequins to 
display them on, but what was the big idea? 

It’s all in the reseller business model. Sandy took these clothing 
items to various hairdressing salons - only two per salon - and 
dressed them with quite a unique selection. The arrangement with 
the salon operator was a simple sale or return agreement as an 
additional side line business for them. The salon customers view the 
clothes on the mannequin while they get their hair done, and some 
will make a purchase, with no sales pitch and no extra sales person 
needed either. Two mannequins were adorned with great clothes 
and a price tag and on average one in 10 customers would come 
in for their hair to be done and leave with a new dress or blouse. 
The principle was simple and made so much sense. All that was 
required was a little space, one mannequin in the window front, and 
the other inside the salon. Sandy would offer a certain price and 
allow the salon operator to add her mark-up at her discretion. Once 
the item is sold, the operator deducts her commission and hands 
the rest of the sales to Sandy who would visit once a week with a 
replacement outfit to go on the now naked mannequin. It may sound 
like a silly idea; I mean how many are you likely to sell in just one 
salon on impulse purchase? But this is the thing, just 1 or 2 items 
sold in one salon each week is enough and that’s the target. 

Sandy spent 3 months going round various salons and getting 
the mannequin sales set up with the same arrangement. It’s an 
attractive prospect for the operators as a little extra cash earned 
just for allowing some space in their salons, but for Sandy it’s a 
brilliant return on investment, 24 salon partners later she makes a 
profit of £60 per salon, per week, amounting to £1,440 per week 
collectively. Salon operators also earn an average of £60 per week 
for their trouble. 

Her main outgoings are the investment in mannequins and 
transport costs distributing the new stock. She now has two sales 
persons to run around getting the salons to partner the idea. By April 
this year, Sandy told me she now has 38 salons with the mannequin 
arrangement, her business has now spread out covering three 
counties. Talk about an idea conceived in the pub!

 

there is a growing niche for adventure holidays or themed 
city breaks of interest. You have the ‘dracula Experience’ in 
budapest, and the ‘nuke City’ tours in arizona usa and then 
you have ‘simon booker’s trabant Experience’, a most unique 
idea that simon got when he visited the national Cold War 
museum. He, like some others, had a fascination for all things 
about the cold war no matter how grim they seemed.

Simon’s East German break was an opportunity to experience 
what it would be like to be under the boot of the much feared Stasi; 
the Stalinist way of life under a microscope is quite fascinating and 
he was going to make sure he sold it. 

Investing his £15,000 savings in the set-up, the first thing he 
did was draft a plan for the visitors experience, looking at the cost 
for each activity. The rental of a hotel close enough to the remains 
of the Berlin wall was the first task. He needed to get a deal that 
would allow him to theme the hotel and its rooms to the specific 
GDR cold era. Then he needed to find the furnishings and all the 
other things to make the hotel a sort of time warp. Once visitors 
stepped in they were taken back to the late 60s. 

The 3-day break included a pick up at the airport by a traditional 
‘Trabant’ car, complete with the dire colours and moody interior, even 
the radio playing was to be a taped broadcast for which a copy was 
obtained from the museum and the drivers would be trained to look 
suspicious and behave paranoid. Tours were arranged with the help 
of another company known as ‘Trabant Safari’, who arranged tours 
and walks around the Berlin wall. The three day stay covered other 
activities for those wishing to get the full tilt experience.

All this took a year to set up. The arrangement with the hotel 
was the highest cost, but the owners were delighted with the idea 
agreeing to let Simon’s team refurnish and set up the GDR theme, 
booking the hotel to cover 6 months of the year. It was a small 3 star 
hotel with only 30 rooms that brought the cost of refurnishing and 
making the necessary changes to the whole interior, as a temporary 
overlay. Removable plywood was used for the walls and finding the 
drab wallpaper and 1960’s fittings was not too hard as there were 
specialist shops all over Germany and in June 2009 the Trabant 
Hotel was ready. 

The whole set up came under budget costing £12,000, much 
helped by the hotel having a greater role in the set up. They charged 
a flat fee to Simon if the rooms were filled or not, but that was heavily 
discounted as group bookings over the 6 months. The 30 rooms 
only cost 350 Euros a night, every night for 180 days; Simon would 
pay a monthly rent. To make the package more, a half page advert 
was taken in Time Out magazine in the UK, US and German this 
was all that was needed. 

Because the idea was so unique, he had a handful of features 
in travel magazines and a good slot on Lonely Planet. By 2012 The 
Trabant Hotel Trabant Experience charged 200 Euros per night 
and 40 Euros for the tour and included activities, thereby making 
a monthly profit of 25,000 Euros allowing Simon to buy the hotel 
outright, doing this helped complete the 1960s GDR theme for 
the hotel. Now you get Stalin broadcasts blaring in the reception, 
Stasi passport checks every 8 hours and even a mock newspaper 
waiting for you in the lobby.
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The Trabant Experience
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Week Day Car Hire
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Jamie set up ‘the Hire station’ by moulding the government’s 
car-share campaign into something practical. these days 
there are lots of weekend motorists; people who only jump 
in their cars and drive over the weekends. parking or driving 
around in the city on a weekday is a no-go area for many. 
according to transport statistics, 36% of privately owned 
vehicles are parked all day outside their owner’s homes on 
any day of the week except for weekends. as far as Jamie 
was concerned, that was a waste that should be exploited. 
the Hire station was designed to get ‘weekend’ drivers to 
register their vehicles if they were willing to hire them out 
for a number of days during the week. the Hire station was 
able to achieve such a high number of sign-ups even in the 
trial period. Jamie took out some advertising in the local 
newspapers, flyer runs at petrol garages and at ‘quick Fits’, 
all within a 9 mile radius around birmingham. He got the 
best response when he made 7 motor mechanics booking 
agents. they earned a small fee for anyone that signed up 
through them.

Now, the way it works in finer detail was to have all the 
registered vehicles photographed by their owners with some 

description and 
self-grading for 
the condition of 
the car. Most 
p e o p l e  h a v e 
decent cameras 
on their phones 
making picture 
uploads very easy 
and convenient. 
Registered car 
owners could text or email the interior and exterior images of 
their vehicles to Jamie. Since he was spoilt for choice regarding 
the number of vehicles signed up, he decided to limit acceptance 
to vehicles that were 1-4 years old, unless they were premium 
performance cars, as he saw a market there. Being able to hire 
a 7 year old s-class convertible for half the going rate would be 
attractive to the potential customer. It has to be said that Jamie 
isn’t a fan of the internet and wanted to keep the use of the 
internet to a minimum, only using it as a landing page to promote 
the scheme. Most of the business was made available on the 

phone and a gallery of available cars on a mobile app. He 
also took out half page adverts in the local newspapers 
showing the best cars. The arrangement with the car 
owners was a 35% commission to The Hire Station the 
rest going to the owners of the vehicles. The condition 
for registration was for members to submit the second 
set of car keys, these second sets would be sent to, or 
picked up by the customer at The Hire Stations premises. 
It worked well as anyone could walk in and flip through 
the cars available. The registered owners would have 
already added information about what days their cars 
would be available and for what hours for that day. 

The Hire Station now has 58 cars registered within the 
West Midlands alone and this is still growing. Customers 
wanting to hire cars like the idea of the much lower costs 
in the range of £3.00 competing against £5 - £6 per 
hour the average offered by low-cost car hire firms around 
the country. Discounts are offered by sliding scale – 
the longer the hire, the cheaper it gets. Registered car 
owners are now making an average of £65 per week, 
and The Hire Station makes a collective £1,700 per 
week. Jamie has done well within 4 months, he admits 
he could almost double that if he really embraced the 
power of the internet.

The Hire Station was designed to get 
‘weekend’ drivers to register their vehicles 
if they were willing to hire them out for  
a number of days during the week.


