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Part 1 – Planning
1. Pros and Cons of Starting your own Sewing Business
If you love to sew, you know the thrill of picking a pattern, choosing the right fabric, and creating some-
thing beautiful. It’s not only an outlet for creativity, but the means to make something practical and useful. 

But that’s not the end of the story. Sewing is a valuable skill that you can use to bring in some cold hard 
cash. This book is going to tell you how. 

But before we get started let’s look at some of the pros and cons.

Pros:

You’ll be able to:

• Make money doing something you love.

• Invest in better tools and equipment to advance your sewing enjoyment and production.

• Work the hours you choose – If you’re a night owl then that’s when you work. When your child has a 
soccer game you work around it. If you want to take a week off, you plan it into your schedule.

• Create a fan base of customers who love and appreciate your work. 

• Add to your income by working more or learning to sell more. You’re only limited by your effort, 
imagination, and abilities. You won’t be waiting on someone else to give you a raise. 

You can’t be downsized or forced to retire. You can work as long as you choose. 
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You will be in control. 

“I knew that if I failed I wouldn't regret that, but I knew the one 
thing I might regret is not trying." —Jeff Bezos, Amazon founder 
and CEO

Cons: 

Sewing as a business is different than sewing for fun. You’ll need to find products that others want to buy, 
not just the ones you enjoy making. 

You may sometimes be under pressure to produce work quickly instead of at a leisurely pace.

You’ll need to learn about the business side of things. This includes getting a business license, a resale tax 
number, tracking your expenses, and paying your own taxes. 

An employer won’t be helping pay half your taxes or withholding and sending tax payments for you. Many 
creative people are stressed when forced to take care of business details. Don’t worry, we talk about all 
this in Lesson Four.

Not all hobbies can be turned into a business. Some people find that when they turn their sewing into a 
business, they stop enjoying it. You might love making money by doing something you love, or you might 
cease to love it. Only you can answer that question. 

You’ll need to learn about marketing your business and your products. It doesn’t matter how great your 
creations are if no one knows about them or how to buy them. This is all discussed in Part Three. 

You won’t have company perks such as paid vacation time, 401ks, and health insurance. If you already 
have a health issue this is something you need to think about in advance. 

If starting a business was easy everyone would do it. Some people are better off being employees and 
being told what to do on a daily basis and there’s nothing wrong with making that choice.

But if you want to be in control of your own future, run your own show, and make a living with your sew-
ing…KEEP READING.

“Your work is going to fill a large part of your life, and the only 
way to be truly satisfied is to do what you believe is great work. 
And the only way to do great work is to love what you do.”  –
Steve Jobs, Co-Founder, Chairman and CEO, Apple
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Side note: In the past, a person who sews has been called a sewer. Recently a term has been adopted 
– sewist. This is for two reasons, one, to differentiate from the other meaning of the word – “an under-
ground conduit for carrying off drainage water and waste matter.” 

The second reason is to promote the belief that a person who sews is also an artist. Either word is appro-
priate and may be used interchangeably in this book.  

2. Questions to Answer
It’s important to know where you want to go on your journey. Answering the following questions can help 
you make a plan and create action steps. Don’t worry if you don’t have all the answers yet. But having 
some idea of where you’re going is important. 

Don’t just answer the questions in your head. Get a journal or notebook especially for your sewing busi-
ness and put your thoughts in writing.

 This will help solidify them in your mind. Plus, you might think you’ll remember everything by just think-
ing it, but you won’t. Write it down!

Who is Your Target Market?

Knowing who you’re going to sell your products to is an important first step. If the answer is “I want to 
sell to everyone!” then you need to rethink your plan. 

You might create the most awesome, beautiful product that’s ever existed – but if you don’t know who to 
sell it to you won’t have much success.

No product appeals to everyone. So, to sell to everyone you would need to be selling a wide array of prod-
ucts which would be both costly and time consuming. 

Advertising to “everyone” would cost a fortune and is not even possible. When writing an advertisement, 
you need to appeal to a certain group. You can’t appeal to everyone no matter how much money you 
spend on ads.

However, if you’re making adorable, soft baby blankets you know you’re advertising to young mothers 
and grandmothers. You can go where they go to buy baby products and advertise there. Study what they 
buy and write ads that appeal to what they want. 

We talk more about your target market in Lesson Eight.

What do You Want to Sell?

This can sometimes seem like a which came first situation, the chicken or the egg? Should you choose 
your market or your product first? Either can work but they are almost simultaneous. 

You can think of a huge market but if you can’t come up with a product that appeals to them, you’re out of 
luck.

You need the perfect product for a specific audience. How do you find that? Look through various plat-
forms and find out what is already selling. Then look for ways to make it better or different. 
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What do you enjoy making? Though you might not be able to make a living selling your favorite things, 
you don’t want to build a business around products you hate making. 

The best combination is -- products you enjoy making that are sought after by a specific market. 

Finding that combination is your first goal. 

Where do You Plan to Sell?

Do you want to sell online or locally? 

Are you planning to start your own website or sell through eBay or Etsy?

If you’re not sure of the answer yet don’t worry. We’ll discuss selling platforms in detail in Lesson Six. But 
it is a good idea to start visiting various places and jot down your impressions when you visit. 

When Will You Start?

Someday, when I’m ready, is not a good answer. Give yourself a specific start date. It’s not carved in stone, 
but you need a set time. Otherwise, you will wait for the “perfect” time and perfection doesn’t exist. Pro-
crastination has killed many great ideas.

In lesson three we’ll talk about how to set a date and then take action steps to get you ready by that date. 

Why are you Starting a Business?

Having a clear idea of your “why” can help keep you going with things get tough. 

You may want to make some money with your sewing just to help offset the costs. 

You might want to have extra money for vacations, to pay off debt, or to save for your children’s education 
or your retirement. 

Maybe you want to make money using your creative side. 

Maybe you want others to enjoy the beautiful items you make. 

Maybe you want to be home when your kids get arrive from school.

Maybe you want to be in control of your time and income potential.

Maybe you have aging parents and want to be available when needed. 

Maybe you’re tired of working for someone else who sets your hours, chooses when you take vacation, 
and pays what they think you’re worth.  

There are many good reasons for starting your own business. Write yours down. Sometimes the reasons 
will keep you going when you’re discouraged and feel like quitting. Remember why you started. 
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How Will You Market Your Business?

You can have the greatest products in the world but if no one knows about you them your business won’t 
survive. You must have a way to showcase your business and your products. 

This can include showing up in person at trade shows, running ads on Facebook, pinning photos on Pin-
terest, or making posts on your blog.

If you’re not sure how you’ll market your business don’t panic, this is the topic of Part Three of this 
course. We’ll discuss many ways to market in detail. 

3. Making a Plan and Setting Goals
Goals are important guideposts on your journey. You can’t get to where you want to go if you don’t know 
your destination.

But how you’ll get there is even more important. You need to know the steps you’ll take along the way.

If your goal is your destination, your action steps are your map. 

Don’t wait and celebrate reaching big goals. Celebrate each day that you show up and do the work that’s 
going to get you from point A to point B.

If you want to have five products to start your business then you need to do the research to find out what 
sells, who’s buying, where does it sell, how much will it cost to make, how much time will it take to make 
it, and how much will it cost to ship it. 

It’s doing the work that will make your business a success. The day to day tasks. A lot of it is great fun and 
creative. Some of it is boring and tedious. 

You’ll need to do both, at least at first. As time goes by you can hire help or outsource the parts of the 
business you don’t enjoy. But until then, it all needs to be done, and you’re the one who has to do it.

Get out your notebook and write down some goals for your business. Where would you like to be in six 
months, a year, five years?

Every week, at the beginning or end of the week, write down what you’ll do each day of the next week to 
move your business forward. These are not goals, they are specific tasks. 

For example:

Research three platforms and list the pros and cons of each.

• Create two product ideas. Make a sample of each noting what each cost to make.

• Look on various platforms and see if you can find similar products. Note what they cost and how 
your product is or could be better.

• Spend two hours on business basics, setting up your bookkeeping system, or researching how to get 
a business license.

• Spend three hours studying various marketing techniques and practice writing product descrip-
tions and ads. 



sewmyplace.com 6Part 1 - Planning

You can’t always control how much money your business makes each week, but you can control how 
much you show up to do the work. Not just plan the work – but DO the work.

A good book to learn these principles is: “Atomic Habits” by James Clear.   

Suggestion: Go through this entire course making notes as you go. But don’t get bogged down or let your-
self get overwhelmed. After you’ve gone through the course, come back to the beginning and start taking 
steps. 

Don’t worry about trying to do everything at once. Building a business is not an overnight venture. Nor 
does it require perfection. Trying to be perfect only leads to procrastination.

A detailed Action Plan is included at the end of this book that will give you a step by step way to begin.
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Part 2 - Getting Started

“The way to get started is to quit talking and begin doing.” —
Walt Disney, Disney founder

Since you want to make money with a sewing business, I’m sure you are a creative soul. You love the 
colors and texture of fabric. You love coming up with new patterns and original projects. You love hearing 
others say, “That is so beautiful. Would you make one for me?”

The thoughts of bookkeeping and applying for a business license probably makes you queasy. Unfortu-
nately, this is all part of running a successful, and legal, business. You’re going to have to take some time to 
assure you’re operating correctly. 

But don’t stress. For now, read through this section and understand the ins and outs of running a busi-
ness. You can come back to it later when you’re ready. 
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4. Business 101
Here are some of the first things you need to do to get set up as a legitimate business:

• Open a separate bank account to use only for your business. This will save you a lot of grief later. 
Mixing personal and business funds can be a recipe for disaster. 

• Start a savings account for taxes. Take 30% of your profit each month and move it into this account. 
I know this seems like a lot, but it’s what the government (in the U.S.) requires. When your income 
increases you should make quarterly payments. Talk to an accountant if you have questions or visit 
the IRS.gov website. 

• Set up a bookkeeping system with Quicken or some other easy to use software or online system.

• Track Expenses. Every penny you spend on your business needs to be noted because this will save 
you money at tax time. 

• Apply for a Local License – This changes not only from country to country but even within cities and 
counties of the U.S. Go online and find out what is required in your local area.  

• Collect and report sales tax – Again, this varies according to geographical location, but it can’t be 
avoided. Get a tax number and find out how much you need to collect on each item sold and when 
and where you need to send the tax. At one time this could be avoided with online sales but that is 
changing. Do your research. 

• Get a tax ID (or EIN) number if you’re going to be hiring employees or filing taxes any other way 
than as a sole proprietor.

• File a DBA – Doing Business As (assumed name) under your business name. 

• Setup a PayPal account. This is simple to do and is the easiest way to take payments if you’re going 
to have your own website. Your PayPal account can be connected to your bank account so you can 
transfer money from one to the other. However, if you’re using Etsy or platforms that have their own 
payment option you might not need PayPal. It never hurts to have one set up and verified for when 
you might need it, though.

• If you’re going to be selling offline, you’ll need a Square account and reader so you can swipe credit 
card payments from face to face buyers. 

Choose a Business Structures:

Starting out you’ll probably be fine as a sole proprietor. In the U.S. this means you’ll need to file a Schedule 
C with your business income and expenses with your personal tax return.

A Limited Liability company will probably be your next step and offers some personal protection by sepa-
rating your personal liability from your business liability.

A S Corporation is a somewhat simplified corporate structure.

A Corporation also offers personal protection but requires a lot more paperwork. 

You can find more details about this online. 

Here’s a good article to get your started: https://www.thebalancesmb.com/which-business-type-is-best-
for-my-company-397542

https://www.thebalancesmb.com/which-business-type-is-best-for-my-company-397542 
https://www.thebalancesmb.com/which-business-type-is-best-for-my-company-397542 
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These are the business structures in the United States. Other countries will be different, so you’ll need to 
research your specific location. 

This is simply a brief explanation of what is needed and should not be taken as professional advice. Talk 
to a lawyer or accountant if you have specific questions or are unsure of how you should proceed. 

Naming Your Store

Before you can file an assumed name you need to think of a name for your business/store. The name you 
choose should reflect your style and personality. Make it short and easy to remember and spell. 

You might want to use a name that reflects the type of products you create. It will help search engines find 
you. But this can difficult if you have a wide range of products or decide to change your product line in the 
future. You don’t want to be stuck with Jo’s Creative Décor and then decide to sell baby clothes.   

Before you settle on a name make sure it’s available on social media sites, etc. You can check here:

https://knowem.com/

Check to see if the URL is available. If so, snatch it up!

https://www.namecheap.com/

It’s also a good idea to make sure your name is not trademarked. This can prevent spending a lot of time 
marketing your name only to receive a cease and desist letter – or worse a lawsuit.

Check trademarks here:

https://www.uspto.gov/trademarks-application-process/search-trademark-database

5. What Do You Need?
There are many things you’ll need to get your business going. The good news is, if you’ve been sewing for 
a while you probably already have many of these items. 

A Good Sewing Machine - When you start sewing as a business you may find you need to upgrade your 
machine. You’ll be sewing a lot more, so you’ll need a machine that can withstand heavy use. Also, it 
should be able to work on thicker fabrics such as leather or canvas if you sell products made with those 
materials. 

You may need additional options for more advance types of projects. Perhaps a serger or an embroidery 
feature or a walking foot. This will depend upon the type of projects you make. 

Supply of Fabric – Again, if you’ve been sewing for several years you probably have a lot of material 
you’ve acquired. But now that you’re running a business, you’ll need to be more selective in your purchas-
es. You need to purchase based on your current product line, not because a new fabric catches your eye. 

That doesn’t mean you won’t want to explore creative ideas and branch out into new ideas. Set up an 
amount in your budget for “New Product Ideas” and do not overspend that amount.

When you’re going through the fabric store, ask yourself, “Do I really have a purpose for this fabric right 

https://knowem.com/
https://www.namecheap.com/
https://www.uspto.gov/trademarks-application-process/search-trademark-database
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now?” If not, put it down. This will help keep you from overspending on fabric you won’t be using right 
away. 

This also keeps you from taking up space in your sewing room that could be used for current projects. It’s 
best if you have a shopping list ready before you even enter the store (or go online). 

Though buying fabric on sale can help improve your bottom line, this is only true if you use the fabric. It 
must meet the standards of quality and style your business represents. 

Once you’ve developed your personal brand, you’ll want to only purchase fabric that represents that style. 
When you know which fabrics sell well, you can purchase in bulk to save money. 

When you create a product that’s selling well in a certain fabric, be sure and buy more as soon as possible. 
You don’t want to get a lot of orders and then find you can’t find any more of that particular fabric. 

It’s also possible to buy wholesale if you fill out an application to prove you are a real business and not a 
hobbyist. The minimum amounts for buying wholesale may be lower than you think. 

Don’t waste your time making beautiful, creative products on cheap fabric. As a sewist, you already know 
the difference a good quality fabric makes for any project. Now, you want your customers to know the 
difference, too. 

When they think of you and your store, they should think of quality in terms of materials and workman-
ship. First impressions are the difference between a loyal, repeating customer, and a one time buyer. 

High Quality Thread – When making products to sell you want to use a durable, high quality thread. 
Keep some invisible thread on hand for hard to match projects. 

Tools – This includes cutting tools like scissors, a rotary cutter, and self-healing mat (the largest you can 
afford and have room for). Other tools include a seam ripper, measuring tape, ruler, chalk or fabric mark-
ing pen, needle threader, and an iron and ironing board. You probably already have most of these, but you 
may need to add a few when you turn professional. 

Your Own Space – When you’re sewing as a hobby it’s possible to put your machine and all your supplies 
away after each use. You can store your supplies in a closet and work on the kitchen table. But it will be 
hard to run a business without some dedicated space. 

This allows you to organize all your supplies and fabrics, keep your machine set-up and ready to go, have 
a large table to layout and cut patterns, and most important of all – you can shut the door and be free of 
distractions. 

If you’re starting small you may be able to put this requirement off for a short amount of time, but as your 
business grows, you’ll need a space of your own. If not an entire room, at least a corner of a room where 
you can leave your machine set up and your materials handy. 

Plastic Bins, Shelving, and Peg Board

Keep your space as organized as possible. This involves having a spot for everything with well labeled 
bins. Tools can be kept handy on a peg board. A file cabinet is good for patterns.

Organization will save you time, and once you’re in business, time is money. 
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A Budget – Every business requires some sort of investment. This is both an investment of time and mon-
ey. If you’ve already been sewing, you may not need to spend much on equipment which is good. 

You will need to invest in platform fees if your business is online, or vendor fees if you’re working offline. 
Both are minimal. You’ll also need to eventually spend some time and money on marketing and advertis-
ing your business. 

Hopefully, you won’t need to provide living expenses from your profits in the beginning. Start as a 
side-hustle and keep your day job. Or you may have a spouse who can pay the bills while you get your 
business off the ground. 

Computer – If your business is online this goes without saying. But even if you sell at offline events it will 
hard to run a business without a computer and internet connection. You’ll need a computer that is able to 
upload photos without trying your patience. 

Eventually you’ll need good accounting software such as Quicken and a photo editing software such as 
Photoshop.

Camera – In the beginning you can probably use your phone to take decent photos. But as your business 
grows, you’ll want to upgrade to a DSLR camera. The texture of fabric and details of your project will show 
up better with a good camera. 

Photo Set-up – This is simply a spot with good lighting (natural is best) and a neutral background where 
you can take quality photos. 

Imagination – This is where the fun begins. You’ll need to use your artistic and creative talents to come 
up with designs, patterns, and beautiful and useful products. This is probably why you started sewing in 
the first place. To share your ideas with others. 

Product Patterns and a Way to Organize Them

You’ll probably have some product ideas that you think will be best-sellers. You may have friend who’ve 
told you, “You should sell those. You could make a fortune!” 

If not, we discuss product ideas in Lesson Seven. Not all patterns allow you to sell for commercial use so 
creating your own is your best option. Plus, then you’ll be selling something unique. 

When you create a pattern be sure and keep it filed away safely in a folder or plastic bag. There’s nothing 
more frustrating than getting a large order for a product and then not being able to track down the pat-
tern. 

Figure out what system works for you and keep your patterns safely stored away where they can easily be 
found.

Some sewers like to trace their patterns onto cardstock or thin sheets of plastic so they are stiffer and last 
longer. This is a good idea if you use the pattern a lot. It keeps it from getting too worn or bent. 

When you’re making a product always keep good notes on what works and what doesn’t. This will keep 
you from repeating the same mistakes next time. You think you’ll remember but you probably won’t. Plus, 
when it’s time to hire help, you’ll already have clear directions. 

Perseverance - Starting a business is not easy. In the beginning, you’ll wonder if it’s really worth all the 
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energy and struggle? Only you can make that decision. If you’re not willing to put forth an extended effort, 
then a business is not a good pursuit for you.

Vision – Where do you want your business to go? How do you see it in the future? What will you gain? 
How will you feel? How do you want to help others? How will your customers feel when they buy your 
products? 

Realistic expectations – Starting a sewing business is not a get rich quick scheme. You need to know, 
upfront, it will require a lot of long hours to get it off the ground. You may be doing tasks like bookkeep-
ing that you don’t enjoy. Be truthful with yourself about the work involved and the time it will take to be 
successful. 

A Willingness to Learn – You’re no longer sewing for fun or to give gifts to relatives. You are now a busi-
ness owner as well as a craftsman. In the beginning you’re the CEO, bookkeeper, head of marketing, prod-
uct designer, photographer, production staff, quality control person, errand runner, and coffee fetcher. 

An entrepreneur wears a lot of hats and you need to learn to do it all until you can hire help. Don’t despair, 
you’ll eventually be able to outsource part of your business. 

An Action Plan – At the end of this course there is an action plan that you can fill out and follow. Reading 
about starting a business is good, learning what you need to know is good, thinking through your ideas 
and planning where you want to do is good, doing the research to find your target market is imperative, 
and making wonderful products that people will love is absolutely necessary. 

But you can’t stop there! Once you know what to do – get started and don’t stop. 

“The critical ingredient is getting off your butt and doing something. It’s as simple as that. A lot of people 
have ideas, but there are few who decide to do something about them now. Not tomorrow. Not next week. 
But today. The true entrepreneur is a doer, not a dreamer.”  –Nolan Bushnell, Entrepreneur

6. Choosing a Platform
Your first decision is rather you want to sell your products online or in person. Or both. Some people like 
to start by setting up booths at craft fairs and listening to the feedback on their products. If you’re a peo-
ple person you might enjoy the one on one conversations and gain some helpful information.

Or, you might be starting this business because you don’t want to deal with people in person. You might 
want to work from home and not have to travel. 

After you’ve made this decision it’s time to look at the various platforms available. 

Online:

An advantage of an online store is you only need one of each product. If it sells, you make more. At a show 
you’ll need to make an inventory in advance without really knowing what might sell. 

The first option you have for selling your products online is your own website. This gives you complete 
control of design, layout, content, etc. You will have to set-up the website or hire someone to do it for you. 
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The biggest challenge is getting traffic to your site. We’ll talk about the pros and cons of your own website 
a little later.

When you’re starting out, using a platform that is already established is often much easier. They already 
have buyers coming to their site, they have a payment system set-up, and it’s fairly easy to set-up your 
own store. 

Platforms:

Choosing your platform shouldn’t be taken lightly. You’re going to need to get out your notebook and start 
searching through the sites. Find products similar to the ones you want to sell. How much are they selling 
for and on which platforms?

If no one is selling similar items on a platform it’s probably not because no one has thought of doing so. 
It’s probably because someone tried, and it didn’t go well. 

Your best scenario is to find similar products that are selling well. Then think of ways you can make your 
product better. 

Here are some of the popular platforms for selling crafts:

eBay – This is an auction-based site which has advantages and disadvantages. There are people who will 
balk at a high price of $25 but then get caught up in a bidding war and purchase the same thing for $50. It 
does also allow you to sell at flat cost with the Buy It Now function. 

EBay does have many fees so be sure and consider that when you’re selling there. They vary based on 
the cost of the item sold, the reserve price you use and several other variables. It can be confusing at first 
so be sure and calculate the fees you paid on each item sold so you’ll know how to better price your next 
listings. 

This is not the first site people think of when buying handmade items but you may want to give it a try 
and see what happens. Some crafters have found great success on this site. 

EBay does boost 180 million active buyers. 

Etsy – This was the first online platform to focus on selling handmade products. It currently has over 33 
million buyers. 

The good news is, when people come to Etsy, they are looking for handmade products and expect to pay 
more. The bad news is it has become more crowded in the last few years causing prices to drop and mak-
ing it harder to stand out from the crowd. 

When Etsy first started, they required all products to be handmade or vintage (over 20 years old). In time 
they changed that rule to say, “products must be designed by the seller”. In other words, a person can 
come up with the idea and pattern for a product but then hire others to do the actual creation. 

Sadly, there are now many sellers who are simply buying products from sites like Alibaba and reselling. 
Though this is strictly against Etsy’s policy, the site has had a hard time enforcing this rule and shutting 
down the abusers. It has resulted in a lot of cheaply made products being sold for low prices on the site. 
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Hopefully, Etsy will find a better way of dealing with this in the future. 

Etsy requires you to use their payment platform unless you’re in a country not eligible. In that case you’ll 
need to receive payments through PayPal. 

Fees can vary based on your location.

Currently for Etsy the following charges apply if you are in the U.S.

Listing fee: .20 This is the fee when you first list a product. It is good for 4 months. You can manually re-
new or set for an auto-renew. It is another .20 when you renew the listing.

Transaction fee: When the product sells you are charged 5% of the cost of the item and the shipping cost.

For example:  You sell a tote bag for $20 and $5 shipping. The transaction fee is $1 + .25 = $1.25.

If you sell two tote bags they add another .20 for a multi-product fee. It’s basically in place of a listing fee 
for the 2nd item. 

Fees can be confusing because they change with each platform and sometimes a platform will randomly 
change their fees. You need to charge enough for your products to offset all the fees. 

Amazon Handmade – No one can deny the popularity of Amazon. It is the largest of the online sellers. 

They now have a section of their site that focuses on handmade items. You need to go through an applica-
tion process before you’re allowed to sell there. They want to assure the products are truly handmade by 
the artist or an employee of the artist.

 This is a good thing, as it prevents sellers from buying cheap, factory made items and then reselling them. 

They have limited categories at the moment. Sellers claim it can be several weeks before an application is 
accepted. So if you want to sell for a holiday season, get started well in advance. 

The fees are higher than at Etsy and there is also a monthly charge if over 40 items are sold. 

Another problem is your items won’t show up in a regular Amazon search. Potential buyers have to actu-
ally go to Amazon Handmade to search for the items in this section. This makes it hard since many people 
don’t even know it exists. 

An advantage to this platform is you have the option to use Fulfillment by Amazon (FBA). You send them 
your products and they then handle shipping and distribution.

It should also be noted that you can sell your products on the normal Amazon site. It will still show up in 
the search function when customers search for a particular type of article, such as baby blankets, scarves, 
or table clothes.

 The problem is, many amazon shoppers are bargain hunters and won’t be willing to pay more to receive 
handcrafted products. 

BigCommerce – A 15 day free trial allows you to test drive this site and see if it works for you. A big 
advantage with this site is you can sell on Amazon, Facebook, and Instagram from its control panel. After 
your trial, it does charge a monthly fee starting at $29.95 and increasing with the options you need. It’s a 
little cheaper if you pay by the year. 
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Shopify – Has a 14-day free trial period. It is fairly easy to set up your store since lots of templates are 
available. It’s also easy to start taking payments. You can try it out and see what bells and whistles it offers 
without paying a penny.

 If you wish to continue, monthly fees start at $9 a month and go up from there depending on what you 
need. Because of its many features it’s a good option for small business. 

But it does not cater mainly to hand crafted items, so you’ll have to market well to pull people into your 
store. 

Artfire – This is site offers a smaller, more boutique feel. It is only for handmade crafts, craft supplies, and 
vintage items. The benefit is that people come here with the purpose of buying handcrafted products, not 
cheaply made, mass produced items. 

Though it doesn’t have the traffic of Etsy, it is a world-wide market. There is a monthly fee for your shop 
and listing fees. 

Cratejoy – If you’ve ever thought about offering a subscription box of your crafts, then you should look 
into this site. (A subscription box is when customers sign up to receive a box of certain types of products 
every month. They pay a set fee per month.) 

This site does a lot of the work for you and you supply the products. You can also use this for craft proj-
ects. For instance, if you wanted to create a sewing project for girls ages 8 – 12 you can include all the 
supplies and directions so they could make their own project each month when they receive their box. It’s 
a good way to build up a recurring monthly income. 

Facebook Marketplace – The positive side of selling with Facebook is it millions of users who visit on a 
daily basis. The downsize is all the competition. It does not cost anything to sell here as opposed to run-
ning Facebook ads. You can sell to a wider geographic area than is possible with local Facebook sellers’ 
groups. 

Facebook Ads – You can also place sponsored ads in Facebook. These allow you to market to a specific 
audience, based on a number of criteria. These include: gender, age, income, location, and interests. The 
more you target your ads the better chance you have of reaching your desired audience.

 These ads can be costly so start small and tweak as you figure out what you’re doing. We talk more about 
writing ads in the marketing part of this book. 

Zibbet – Free 14-day trial and monthly options as low as $5 after that, depending on what you need. It 
has recently gone through some major changes so visit their site to see everything they offer. 

It is becoming more of a platform that allows you to sell through many channels including Etsy, as op-
posed to just on their site. You’ll be able to manage your store from Zibbet but sell in many places. 

Which platform is best? That’s impossible to say. You’re going to need to do your research and choose the 
one you feel best suits your products and target market. Become familiar with the fees they charge.

Professionalism is Key

No matter what platform you choose, it is important to set-up a nice looking, professional store. If your 
site looks tacky and thrown together, they’ll assume your products are, too. You’re running a business 
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now and your store should reflect the pride you take in your work. 

Remember, you only have seconds to interest a potential buyer. 

Don’t start a store and fill it with a multitude of different types of products. Stick to one product line such 
as baby clothes or tote bags. If you want to feature a completely different type of product, then you can 
eventually open a second store. 

But if someone comes to your store based on an ad for an adorable baby blanket and the first thing they 
see is tablecloths, they’ll click away.  

Make sure all the technical parts are working as they should. Have a friend make a purchase and see if the 
payment processor is easy to understand and working correctly. Nothing is more frustrating than trying 
to buy a product and running into a glitch with the ordering process. 

The Benefits of Multiple Platforms

There are several benefits to using more than one platform. 

Your work will be seen in more than one place.

You’ll be able to test and find out where your ideal audience shops

You can benefit from what different platform offer, such as an auction site compared to a flat price plat-
form. 

You don’t want to spread yourself too thin in the beginning since it takes time to manage each site. But 
starting with two or three can be a good way to test the waters. It’s best to eventually make one site your 
major site. Point all your social media posts and ads to that site. Otherwise you’ll confuse future buyers.

As the old saying goes, “Don’t put all your eggs in one basket.” In July of 2018 a popular craft site, DaWa-
nda shut down. If you’re making all your sells from one site and it closes, your business will be over until 
you can get a new store created on a new platform. If you are already using several sites, then your busi-
ness might take a hit, but it won’t be completely shut down.

This is another reason to consider the next option. Having your own site…

Your Own Website

There are pros and cons to having your craft business at your own blog or website. (There is not much 
difference between the two anymore so I’ll refer to it as a website, but it could be your blog.)

The advantages of a platform are many. They have tools already set-up for discounts and advertisements. 
They already have lots of traffic visiting every day anxious to spend money.

The disadvantages are the fees. These can start to add up quickly.

Also, there is the challenge to stand out in swarm of other sellers. 

When someone purchases from you and someone says, “That’s adorable! Where did you get it?” They 
might respond, “On eBay” or “On Etsy” instead of mentioning your store by name. If they purchased from 
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your website, they must mention you, not the platform. 

Setting up your own website can be tricky in the beginning. If you’re not a techie person you may need 
help to make sure it looks professional and everything, including the shopping cart, works correctly. 

Local 

Selling local can be a good way to get started. You can advertise through local channels or set up booths at 
festivals and craft shows. As mentioned earlier, this allows you to get feedback on your creations and even 
ideas for new ones. 

Many people like to see products in person, feel the fabric, and see the colors. 

You’ll need a way to take credit card payments such as Square or PayPal. You’ll need a reader to be able to 
swipe credit cards with your phone. Make sure you have some cash on hand to give change. Most people 
rarely carry less than a $20 so if you sell low cost items have lots of low bills. Never leave your cash laying 
around.  

After your show, write notes about what sold well, what products people requested you didn’t have, and 
any ideas for ways to improve your booth for the next show. 

Here are a few places to market your projects locally. 

Facebook groups – There are many ways of advertising on Facebook. In this instance we’re talking about 
finding groups where local people sell items or talk about their business. There is no charge for the posts. 
However, there usually are rules. 

Some groups allow you to only post 3 times a week and others only once. Read the rules before you start 
posting or you may find yourself quickly removed. 

Craigslist – Listing now costs a small fee so you’ll need to consider that in your selling price. Though this 
can be a good place to find local buyers, you need to use some caution. Try to meet people in public plac-
es, if possible.

 If someone needs to come to your home, for instance if you need measurements to make a prom dress, 
etc. always make sure someone else is home with you. 

Craft Shows – The good news about craft shows is people show up to buy handmade items. They’re not 
expecting bargain prices. They are willing to pay for handmade, quality products.

Setting up your booth: Don’t merely lay items on a table. They’ll quickly be covered up and hard to see. 
Try to have some sort of shelving or a wooden trestle to display items.

Have some sort of banner to take advantage of unused vertical space. If your booth is crowded, they can 
still see your banner which shows the location of your website or ecommerce store. 

Have cards or flyers to hand out to visitors. They might not buy today, but they might take a look at your 
website when they have more time. Offer a discount coupon on your flyer as an incentive. 

Your booth needs to look attractive and colorful. Items need to be easy to see and reach and prices should 
be clearly attached. Most buyers will not ask about price.
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Remember, unless you bring help with you, you’ll be the one carrying all the tables and products to your 
booth so buy sturdy, but light-weight tables. Practice setting up your booth at home so it’s not as stressful 
once you arrive at your show. 

Festivals – Many cities now have festivals throughout the year to celebrate a multitude of things, includ-
ing shrimp, onions, strawberries, folk music, watermelon, honey, jazz and a wide array of other things. 

The good news is, most of these shows allow craft booths. You’ll will need to pay a fee to be a vendor so 
this usually only works if you’re selling rather high-priced items. 

Farmer’s Markets – These were originally intended as a way for farmers to sell their local produce. But 
over the years, many have now expanded, and local craftsmen now have booths selling their creations. 

You’ll have to weigh the hassle of setting up each week with the amount of money you bring in. It is also 
an opportunity to get feedback from live buyers. 

As with craft shows, always have flyers or brochures to hand out so people can find you later. Put these in 
the bag with every item you sell as well as handing them out.  

Home Parties – For years Mary Kay cosmetics and Pampered Chef have sold items through home parties. 
They are a way to have fun, socialize with friends, and buy unique products not found in stores. You’ll 
have to find people to host the parties and invite their friends. 

They receive free products or credits for being a hostess. This gives you a chance to talk about the prod-
ucts in person and explain how they are different/better than other similar products.

Boutiques and Consignment Stores – This won’t work in big chain stores, but local stores might agree 
to sell your products. You can sell them outright at a wholesale (lower) cost that allows the store to make 
a profit when they sell the products. 

Some stores will take your products on consignment. That means they pay you nothing upfront, but when 
the item sells, they pay you a commission/percentage of the sell price. Other stores might allow you to 
rent space in their store to sell your products.

Your Own Store – This is the most expensive option you can choose. You’ll need to rent space, furnish 
it, fill it with inventory, and probably hire employees. You will also be spending a lot of time minding the 
store on your own so if freedom is part of your goal this is probably not the way to go. 

Sewing Store – In this book we are mainly discussing ways to make money by selling the items you’ve 
sewn. But another option, is to sell sewing machines and craft supplies.  You can help subsidize selling 
merchandise by using any extra space to teach classes and form sewing clubs.  

7. Choosing Your Product Line
To make a profit you obviously need products that will sell. But in the case of a sewing business, you also 
want to enjoy what you’re making. Or at least not dislike the work. The prefect products are the ones you 
enjoy making and that also have a target market that will buy. 

Choosing and pricing your products are the most important decisions you’ll make in your business. You 
may already have a product in mind, or you may simply love sewing and are willing to try anything. 
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Trying to market a business that sells many types of products to a wide audience is hard and nearly im-
possible when you’re first starting out.

You need to define your market carefully and find specific products for that audience. OR…have specific 
products and then find the matching audience.

In other words, let’s say you make adorable baby blankets. They may even be personalized. Your market 
needs to be new mothers or grandmothers. 

Or…

You may want to sell to new mothers or grandmothers without having a product in mind. So, you do your 
research and discover what this audience buys – including adorable, personalized blankets.

You see why either one can be your starting point. 

Deciding to sell a product simply because you enjoy making it is not enough. You need to research and 
find out if there is a market. You’ll save yourself a lot of pain, this way.

When you find similar product to yours you need to make notes about the following:

Where is the product selling? On which platforms?

How much is it selling for?

Is the quality as good as yours?

Are their variations offered?

Is shipping included or added?

What are the complaints about the product?

How can you improve on the product?

What are additional products that would sell well with this one?

Avoid Copyright Problems

Not all patterns can be used for commercial purposes. Read the fine print when purchasing a pattern. If it 
says it’s not for commercial use, you’ll need to get permission from the copyright owner. 

Do not try to sell products with popular cartoon characters, superheroes, or sports teams. These are all 
licensed and you will eventually get shut down, at best, or possibly sued. Don’t run the risk. 

Your best options are to purchase patterns that allow commercial use, or even better, create and design 
your own patterns. 

Test, test, test

After you’ve done your preliminary research, there is no other way to find out if a product will sell other 
than to put it on the market and see what happens. Don’t give up if it doesn’t sell right away.
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You can tweak your listing to see what works best. Keep careful notes and change one thing at a time.

Change the photo or add different photos. If you’re just showing an item of clothing, try taking a photo 
with someone wearing the item.

Change the tags. Use all the tags you’re allowed. 

Rewrite the description. 

Use different keywords. 

List the product on two or three platforms and see where it sells best.

Change the price. Don’t lower the price to bargain basement prices, though. But sometimes a slight 
change in price or even an increase in price can make a difference.

We will cover this in more detail in Part Three – Marketing Your Business.

Add comparable products

Once you find products that are selling well, try to add other similar products. Or items that complement 
the first item.

Placing products together in a package also works well. Along with a cute baby dress, add a bow, bloom-
ers, and a hat. Then offer a matching Mommy dress. Buyers love it when you do the work for them and 
offer them a whole package. 

Personalization

Adding names or initials can allow you to charge an additional fee for your projects. 

You can also do logos for local teams, bands, churches, etc.

Pricing for profits

There are many things to consider when pricing your products. The obvious is the cost of materials. 

You’ll also have to pay fees if you’re working through an online platform.

Valuing your time. This is where many craft-based business owners mess up. It’s easy to undervalue how 
much time you spend producing each product. But if you make this mistake, you’ll burn out easily because 
you’ll be trading far too much time for far too little profit. 

Decide how much you want to make per hour. Then carefully track how much time it takes you to produce 
your product.

The equation is basically:

Cost of fees + value of your time + cost of materials + packing costs + mark-up (how much profit you want 
to make). This determines how much you’ll need to charge for your product. 
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But you must also look at the market. You never want to compete by cutting prices. In a craft business 
this will quickly send your business in a downward spiral. You can’t compete with companies that import 
goods from low wage countries or even those who machine makes large quantities of goods.

This means you have to compete on uniqueness and quality. We will discuss how to brand your products 
for the highest value in Part Three of this course.

But for now, you need to be aware of what your competitors are charging. If you price your creations at a 
much higher price, you’re going to need to work hard to prove why your products have a higher value. 

Also, be sure you check out competitors on more than one platform. Some platforms attract a crowd of 
bargain hunters. That is not where you want to be.

If the cost of creation of a product is higher than market value, and you can’t find a way to market it that 
shows why it’s worth more than competitors, then it’s not going to be product you’ll want to sell. Find 
products that have lower production costs or a higher market value. But don’t skimp on the quality of the 
product. When people pay higher prices for handmade products they expect nice fabric and quality crafts-
manship. 

Potential Sewing Projects:

If you’ve been sewing for a few years you probably already have a long list of projects, you enjoy making. 
Those are the best starting place – if you find there is a market for them. 

But if you’re looking for a few ideas here are some to get you started. 

Aprons

Baby clothes

Baby accessories, bibs, blankets, diaper bags, 

Baby decorations 

Beach tote bags

Beach towels

Book bags

Book covers

Cases for iPhone or iPad

Clutch purses

Coasters

Decorations – curtains, pillows, wall hangings

Dolls

Doll clothes
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Drawstring backpacks

Grocery bags

Hair bows

Journals

Kitchen products – placemats, table clothes, table runners, dish towels, potholders, oven mitts 

Lunch bags

Men’s clothing

Messenger bags

Organizers

Pillows

Pin Cushions

Planners

Puppets

Quilts

Stuffed animals

Tote bags

Wedding clothes and accessories

Women’s clothing

Zippered cosmetic bag

All of these have sold well on various sites.

Don’t be afraid to branch out into something different. If you find a market for an item you’ve never made, 
give it a try. You might find it’s something you enjoy while filling a market need. 

As you’re making products, be sure to take good notes about the steps you take, the materials you use, 
and any improvements you plan for the next time. At some point you may need to hire help when you’re 
selling a lot of products. If you already have written notes about making the products it will be easier to 
train others. 

Creating a profitable product line is one of the trickiest and most enjoyable aspects of a successful sewing 
business. 

Packaging
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Professional looking packaging makes a difference in how people perceive your product. Along with tak-
ing photos of your products being used, show photos of them nicely packaged.   

You can wrap the products in nice paper or a paper bag and then tie with a ribbon or twine. Be creative. 
While you don’t want to add a lot of extra cost with the packaging you do want to leave a good impression.

If the buyer is going to give the item as a gift it is already prepared. Or even if they are buying for them-
selves, when they open the box or envelope and see the package they have the feeling of receiving a nicely 
presented gift. 

Never underestimate the power of giving your customers a happy feeling. It makes them want to buy from 
you again. 
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Part 3 – Marketing
The most beautiful creation won’t sell if no one knows they exist. Marketing is a way of letting people 
know that your business and your products are available – and ready to bring them joy. 

As an artist and craftsman, you find your passion in taking pieces of fabric and creating a beautiful prod-
uct. Something that can be worn with pride, used to decorate a home or table, or a trendy holder for an 
iPhone. With your skill and imagination, the options are endless. 

You may never feel that passion for the process of running a business. But it does become easier with time 
as you gain experience. You will learn to enjoy the thrill of having your most profitable week, month, or 
year. 

Try to think of marketing, not as selling, but as sharing your passion for your work. You want others to 
love your products as much as you do. They can’t do that if they’ve never seen them. 

You need to know that marketing will make or break your business. It’s important to master the basics as 
quickly as possible. This is what will start bringing cold hard cash into your business. 

Remember there are now 54 million sellers on Etsy alone. That makes it hard to be seen. When a potential 
buyer comes to your store you have mere seconds, probably 3 or 4 to get their attention. That is no easy 
task. Let’s talk about some ways to make this happen. 
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8. Your Target Market
We’ve talked briefly about the importance of having a very specific target market. You can’t create prod-
ucts for everyone and you can’t advertise to everyone.

There are several things you need to know about your target audience:

• Age

• Gender

• Income bracket

• Education level

Those are basic demographics.

But you need to dig deeper than that. For instance:

What styles do they like?

Who do they buy for?

What are their problems?

How can you solve their problems?

What do they want most?

What do they dream about?

It’s been said that people don’t buy products -- They buy transformation.

They want a dress that transforms their appearance and makes them look beautiful.

They want baby bedding that transforms a regular crib into an adorable place for their baby.

They want pillows and decorations that transform their hum-drum living room into a show place that will 
awe their friends.

We talk more about how to appeal to your target market in Lesson 11 in the Basics of Copywriting.

But it’s important to start thinking this way. How will your products transform your buyers home, or ap-
pearance? How will they make your buyers happy? 

9. The Power of Professional Looking Photographs
When selling your creations, quality photos are essential. They are what will attract and hold your poten-
tial buyers attention. They are what will show your products are better than your competitors. 

Though a phone will work fine at first, you may eventually want to invest in a good camera. A DSLR cam-
era with a portrait lens is a good option. It’s not necessary to have the latest version and you can find good 
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deals on used cameras.

Lighting is a big concern. Natural lighting is best. Bring the items outside when possible or near a window. 
Avoid shadows and glare. 

If you don’t have adequate natural lighting you can use a light box. Here’s a video on how to create one 
cheaply.

https://www.youtube.com/watch?v=T6fnHEvLyAE

A neutral background is good unless the item you’re photographing is light colored and you need some-
thing darker for contrast. 

When selling clothing items, it’s a good idea to have a photo of just the item, but then one with someone 
wearing the item. 

Show a pillow from several angles and show it sitting on a coach or bed. The product needs to be shown 
in use. 

Eventually you may want to learn to use photo-editing software to improve your photos. Photoshop is one 
of the most popular. You can use this to enhance the photos, and improve the contrasts. If you can’t afford 
Photoshop you can try GIMP. 

It is free but not as user friendly and doesn’t have as many options.  You’ll need to understand that PIXELS 
refer to the size of your photo. Different platforms will require different size photos. You can resize your 
photos with photo-editing software.

Take lots of photos. Gone are the days when you have to wait for the photos to be developed to see which 
ones turned out good. You can take tons and then immediately delete the ones you don’t want. This allows 
you to practice and continue to improve your skills at photography at no cost. 

Study the photos on EBay, Etsy and Pinterest. Take notes about lighting, backgrounds, staging, and shad-
ing.

Spend some time studying YouTube videos to help improve your photography skills. Or take a Udemy 
course. Be sure it focuses on the type of photography that will enhance your business, not scenery or 
travel.  

When you save your photos online be sure and give them a descriptive name. For example, “baby quilt 
with blue and red elephants- back view.” Otherwise, when it’s time to add photos to your sites you’ll have 
trouble locating the correct photos. 

Professional photography is the heart of any online craft store, so invest some time and money into this 
important part of your business. 

10. Writing Enticing Ads and Descriptions
When someone visits a site like Etsy, they’re going to search for what they want by typing keywords into 
the search function box. This could be “baby quilts”, “pillows”, “iPhone cases”, or anything else that will 
help them find what you want. 

https://www.youtube.com/watch?v=T6fnHEvLyAE
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You need to know what keywords your customers will use to find your products. Those keywords need to 
be used in your tags and in your descriptions. 

When writing ads, it’s important to be as informative as possible. Use all the senses. Let them know how 
soft this baby blanket feels, how warm it will be for their baby, how brightly colored it is with its large 
colorful animals. 

Don’t fill your ad with hype. Don’t use words like “great, best, awesome, tremendous, super,” which don’t 
say anything about the product. 

Let your own authentic voice come through in your ads. We’ll discuss this more in the lesson about brand-
ing. 

Copywriting Basics

When people buy one of your creations, they’re not thinking about how much time it took you to make it 
or how you came up with the idea. Though this is part of the branding of your company, it is not their first 
concern so don’t start there. 

List details in your description including sizes and dimensions.

Think about the questions potential buyers might have and answer them.

A well-known copywriting principle is:

WIIFM – What’s in It For ME?

How will this item make me feel?

Will it make be look prettier? Thinner? Sexier?

Will my baby’s room look cute and whimsical with this unicorn tapestry?

Will the people who visit my house notice how lovely my dining room looks with this elegant, handsewn 
tablecloth? 

Will my granddaughter be happy I bought her these doll clothes?

Remember this when you write your ads. Let them know how they will feel when they own your product. 
As already mentioned, appeal to all their senses.

Study ads in in all the platforms. Though printed catalogs are quickly becoming a thing of the past, see if 
you can get your hands on a few such as the ones from L.L. Bean. 

Begin what copywriters call a Swipe File. This can be a physical file where you place ads you cut from cat-
alogs, or a document where you copy and paste online ads. This is not used to copy or steal other ads, but 
to learn from them and adapt. 

Notice the types of words that are used to describe and evoke feelings and emotions in potential buyers. 
Pay attention to how the items are described. 

Spending some time studying copywriting can help you improve your marketing and build your business 



sewmyplace.com 28Part 3 - Marketing

by writing ads that produce results.

Keywords

When writing titles, ads, tags, blog posts, creating your websites, or writing articles, it is imperative to 
understand keywords. As mentioned earlier, keywords are the words users type in search engines when 
they are looking for something. This is true whether they’re searching in Google or using the Etsy or Face-
book search function.

A person looking for doll clothes might type in, “doll clothes” or “handmade doll clothes” or “doll clothes 
for a 12-inch doll or “summer doll clothes” or “dresses for a 14-inch doll”. You get the idea.

So how do know what people use as keywords?

Tools like these can help.

https://neilpatel.com/ubersuggest/

https://ads.google.com/aw/keywordplanner/home

Type in “doll clothes” and it will show you similar keywords and how many searches it gets.

This can help you know which keywords you should be using for your products. 

11. Social Media
Social media is a great way to get your business and your products in front of consumer eyes. In general, it 
works better as a way to pull people from the social media sites to your store or website. People don’t go 
on social media to buy, they go to see what’s happening in the world, where their friends are eating lunch 
or going on vacation, and what political argument they can get into. 

It takes some knowledge to know how to market to these audiences. 

Pinterest – People love to look at the beautiful photos on Pinterest. It currently has approximately 291 
million active monthly users. They want to look at a multitude of objects including handsewn products. 

To get started on this platform, the first thing you need to do is setup your profile. Remember to use your 
keywords. You’ll need to upgrade to a business account. This allows you to add a logo, write a short blurb 
about your business, and a link to your shop. 

The quality of your photos is especially important on Pinterest. Always add several. One showing the 
entire product, and several showing details. If appropriate, have someone modeling the product or show 
it being used. 

You’ll need to create a board for each type of product you sell. Be specific in the name and use your key-
words. You can also pin other people photos and always leave their tag to give them credit. More pins 
encourage people to visit your boards. Then also add photos of your own products. 

Add links to your store or website so they visit to see more of your products – and eventually buy. 

Facebook – Approximately 1.56 billion users login to Facebook every day. That’s an audience too large to 

https://neilpatel.com/ubersuggest/
https://ads.google.com/aw/keywordplanner/home
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ignore. But knowing how to market to them is tricky. 

One of the first things you should do is set-up a Facebook business page. This is in addition to your per-
sonal page. Facebook does not want personal pages used for commercial purposes and it can get you 
banned to do so. 

Plus, you have a lot more promotional options from a business page. Set it up under your store or busi-
ness name and a tag with keywords. “Sally’s Doll Clothes” or “Nautical Designs,” or “Jubilee Baby Accesso-
ries.” You want people to become familiar with your name.

It should have photos of your products and tell your story brand. But don’t think a lot of buying is going to 
happen here. It’s more a way to introduce people to your cool, one of a kind creations. 

Use a cover photo that represents your business. This is usually a grouping of your most popular prod-
ucts. Make sure the photo clearly represents your style and shows the products in the best possible light. 

The photo can also be people modeling your products A logo or other design can also be used but it must 
reflect your business. The cover photo must be 851 x 315 pixels. You can place a tagline with your best 
two or three keywords on the photo. 

If you’re not good at graphic design you might hire an outsourcer to help you with the look of your page. It 
must look professional. If your page is tacky they’ll assume your products are, too. Take the time to make 
it look good. 

For your profile picture it’s best to use a picture of yourself. People pics work better than logos. It needs 
to be a good photo, not a snapshot, but not a staged looking photo. No glamor shots!

Things to post on your timeline:

Testimonials of people who have bought your products and are happy with them.

Photos of new products.

Information about contests.

Share a little of your story: 

Why did you create your business? 

What do you hope people get from using your products? 

How do you get ideas for new products?

What does your creation process look like?

You can also run paid ads on Facebook. It can be a learning curve so be willing to lose some money in the 
beginning. There are several purposes to run ads, such getting likes or sending people to your website, or 
sign up to your email list. 

Another option is to make a post on your page and then pay to boost it. If you’re talking about a new prod-
ucts have several nice photos posted. Try to use keywords in your post. 

Tell about the product, how it’s used, and the size. Be sure and use short sentences and paragraphs. Peo-
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ple won’t read a long block of text on social media. You might offer a discount or a special offer. 

One of the benefits of Facebook ads is you can carefully target your market using the ads manager. If you 
want to target young moms then start by targeting only women, then women between the ages of say 24 – 
38. 

You can also target according to interest including words like – babies, new moms, baby clothes, etc. 
Another option is to target your local geographical area since some people like to support local business 
owners, especially craftspeople. 

It will take some trial and error (and some money) but Facebook ads are often worth the investment. The 
purpose is not so much to make sells directly, but to bring your store to the attention of potential buyers 
and entice them to visit. 

Instagram – Though not yet as popular as Facebook, this is the fastest growing social media platform 
with 1 billion monthly users. It’s most popular with people ages 12 – 34. If your target audience is in that 
age group, then you need a presence here.

One disadvantage is that Instagram is accessed by phone not computer. But for many users they feel this 
is a good thing. They take pictures on their phone and quickly post them directly to their accounts.

As with other social media sites, you have to build a following. This can take some time. Ideally you want 
followers who might eventually buy your products. Someone who posts about their new baby might be 
interested in your line of baby clothes. If you heart a view of their photos and then follow them they will 
probably follow you back. 

An important thing to note with Instagram is users don’t always use their name. They can also have more 
than one account so they may use their name for one and another account reflects an interest. If you sell 
doll clothes you might want to do a search for people with the word “doll” in their user name. 

You’ll find many users who are doll collectors and might want to buy your doll clothes. Heart some of their 
photos and comment. Then eventually follow them and they might follow you back. You can also see who 
their followers are and follow them. 

When you create a new product, take a few nice pics and post them on your Instagram account. Always 
add hashtags to your posts so people can find them. #handmadedollclothes  #babyhairbows #handmade-
journals 

Unfortunately, you can’t add links to each photo. You can add a link to your store or website in your bio.  

YouTube - Making a video of how you make your products can help boost your brand. It shows the time 
and effort you put into each handmade item. 

You can also make instructional videos for those who want to sew their own items. When they see the 
work involved they might decide to just buy from you instead. Or they might sign up for your mailing list. 
If they enjoy your free, how-to videos they will be more likely to purchase your paid “How to Sew” video 
course. 

Which Social Media Platform Should You Use?

Don’t try to use every social media platform. Choose one and get acquainted with how it works. Try to 
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find out which one your target audience is using. In general, you’ll find an older crowd on Facebook than 
Instagram. If you want to target users who are looking for “How to sew” then YouTube is a good option. 
Many crafters hang out on Pinterest. 

If you try to keep up with several platforms you can quickly find yourself pulled into a world of cat videos, 
political arguments, and family drama. This can result in an endless waste of time that is of no help to 
your business.

Before you log-in have a specific purpose for your visit. Write a post, add a photo, make a video, answer 
questions in your group, or run an ad. When you’re done, log off. Otherwise, you glance at the time and 
see you’ve wasted an hour doing nothing. 

Try several platforms and see which ones are working for your business. Stay focused and don’t get pulled 
into a vortex of social media drama. 

12. Other Forms of Marketing

Press Releases

Writing a press release can be an effective way to spread the news of your business. This is especially 
effective for a local business since your press release stands a better chance of being picked up by a local 
newspaper. They are always on the lookout for local stories. 

The most important thing to remember when writing a press release is it must be NEWS. If it sounds like 
an advertisement it won’t be published.

Sample Format:

For Immediate Release (or future date if you want it published at a certain date)

Headline – Grab attentions. No more than 8 words

Lead paragraph – Around 20 words. The most important points of your story.

Body of the release – Short paragraphs

Compelling last paragraph

Company information

Contact Information: Name, Phone number, Email, website

Additional Tips

Use quotes – This can be your own. Business owner Jane Dow stated, “My free sewing class at the library 
will teach this useful skill to a new generation.” Always write your press release in third person. You can 
also use a quote from one of your students or customers. 
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Remember to answer the W’s. Who, What, Where, When and Why. Throw in the How for good measure.

Write short paragraphs of only two or three sentences. 

Include a photo if relevant.

Remember, if the newspaper or publication has limited space, they’ll start chopping your story at the bot-
tom. So, try to include the most important information at the top. 

Proofread your press release carefully and ideally have someone else check it for you. It’s sometimes hard 
to find your own errors. 

Most publications have websites where they tell you where to send a press release. When sending an 
email, copy and paste the press release into the email. An attachment will rarely get opened since they 
often contain a virus. 

Address them to the correct editor if you can find that information.

Networking

Building relationships with other craftspeople is another way to get the word out about your business. 
Start visiting websites and reading the blogs and emails of other people who have businesses that are 
relevant to yours but not direct competitors.

For instance, you might sell a line of adorable baby clothes. You can search for blogs that target young 
mothers. Make comments on their blogs.

Eventually, ask the owner if you can write a guest post for their blog about your products. Or maybe 
they’ll want to write the post and talk about your products and provide a link to your site.

Many blog owners are willing to do this if they think your product is something that their readers will 
want. 

Other blogs might not be willing to give you free publicity, but they might allow you to place an ad. You’ll 
have to track how many visitors and buyers you attract through the ad to know whether it’s worth the 
cost.

Magazines

Getting your business and products featured in a magazine, whether online or off, can be a huge boost to 
your business. But it’s not easy.

You’ll need to study the magazine and see who is their target market? What kind of articles do they use? 
What kind of products do they feature? What kind of photos do they include? What stories to they tell? 

See if they have a process for accepting queries for articles listed somewhere on their site. If so, follow 
their directions. 

Send an email pitching your article or idea. Articles about how you started your business or how you got 
the idea for your products are often popular. 
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If you’re not comfortable writing the article, then send an email asking if they’d be interested in featuring 
your business in one of their articles. They might want to interview you and have you send some photos.

This type of publicity can work wonders for your business. 

13. Building a Brand
How do you build a brand?

With your words, your images, your story, your products. It all works together. It needs to be consistent in 
all your advertising and marketing. 

It’s important that you come up with your own USP.

Unique Selling Proposition

This overused marketing term simply means you need to know how your products are different from 
other products.

Do you take more time and create quality products?

Do you offer more choices for buyers? Can they choose their own color combinations?

Do you use materials that are not available in off the rack clothing?

Do you make clothing that fits specific sizes better? 

Do you make clothing that is classic in style or trendy?

Do you use subdued, calming colors or bright, high-energy colors?

Where is the clothing worn? In a casual setting or a business environment?

Are your items made from easy care fabric so they’re child friendly and everyday use worthy?

Or are they made of dry clean only fabrics that speak of luxury and high maintenance?

Do you price your creations for the average income shopper, or do you seek a high-end market?

All of these questions and more help create your brand. It needs to be clear in your head before you try to 
make it clear to your audience. 

Think about the colors you use in your products. Do you use subdued pastels, bright primary colors, cool 
trendy shades? 

What style do you try to achieve? You want to use that same feel for your logo, your correspondence, your 
store, and your website. This is your visual brand and you want it to reflect your products. Even the font 
choices you make should reflect your image. 

Does your brand speak of luxury, fun, trendy, stylish, high-class, practical?

Spend some time thinking about your brand. Make notes. What do you want your brand to say to poten-
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tial buyers? When they visit your store – what do you want your first impression to them to be?

The Power of Story

Everyone loves a good story. Your story can help you stand out from the crowd and it’s part of building 
your personal brand. 

Perhaps you’re a mother who didn’t like the boring, scratchy, clothing you were finding for your baby. You 
wanted soft, comfortable, clothing with whimsical patterns and bright colors. That becomes part of your 
brand.

In Lesson 2 we talked about creating your “why”. That story can be part of your personal brand. 

“Mother creates the whimsical, comfortable baby clothes she wanted for her own baby.” 

A personal brand exudes a specific vibe. The brand should represent your authentic voice. Don’t be afraid 
to let your sense of humor show. Be positive. 

Always remember, it’s ultimately about the buyer. This is tricky. You need to tell your story but show how 
it benefits them. The fact that you make beautiful baby clothes means their baby is going to look adorable 
when they buy your clothes.  

Let them know you are passionate about providing quality products but it should not sound like a sales 
pitch. 

When writing online, always use short paragraphs of two or three sentences. Your 5th grade English 
teacher might not agree, but they’re much easier to read. Long blocks of text, especially if they’re reading 
on their phone, are not visually appealing.

Use bullet points when appropriate. Online readers often skim and this helps them notice what you think 
is most important about your products. 

Labels

Every item you sell needs to have your label attached. This makes every product a marketing tool. The 
label should include your company name and where you can be found online. 

Getting Testimonials

Testimonials can be a powerful tool to add to your blog, your store, your Facebook page, or anywhere you 
talk about your business.

When you tell everyone how great your products are, people tend to doubt you. You’re simply trying to 
make a sale. 

But when one of your customers talks about how wonderful your products are and how thrilled they are 
with their purchase – it adds credibility.

How do you get testimonials?

When you ship a product always include a thank you note. Let them know how happy you are they choose 
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to purchase one of your handmade products. Then ask for a review of the product. Give them your email 
address or the url of your store site where they can leave a review. 

Ask for testimonials on your site or blog. Let buyers know their reviews are important to you. 

Ranking in Search Engines

Each site uses their own method (algorithm) to determine which stores are given the most prominent 
spots in search rankings. This is nearly impossible to keep up with since they keep changing it and don’t 
always tell you exactly what factors they are using. 

As we’ve already talked about, keywords are a part of the equation. So use those in your tags, descrip-
tions, and about page. Use every tag and description line you’re given.

Fill out your profile completely on all sites you use.

Use all the photos you’re allowed. 

Number of sales made will also play a factor so as your site grows in popularity it will show up more often 
in search functions. 

Conversion rate also plays a part. If 100 people visited your store and 1 buys, then your conversion rate is 
1%. If 100 people visit and 10 buy then your conversion rate is 10%. This is another reason why having a 
professional site with great photos and descriptions is so important. 

When people visit your store you want to catch their eye immediately and convince them they need your 
products. 

14. Building an Email List
This can be the most valuable item in your business. When you make a post on Facebook, it will quickly 
be lost in a sea of other posts. But an email will stay in an inbox. Though the inbox may be crowded, it still 
doesn’t fly by like a Facebook post or a Tweet. 

This is a list of customers who have already purchased one of your products or at least shown an interest. 
You can’t simply take the emails from people who order from you and add them to your list. They must 
opt-in to your list.

Since your list made a choice to receive your emails, they are already interest in your products and what 
you have to say or offer. They want to get your emails. 

There are several ways to entice people to join your list. Offer discount coupons or special sales. Tell them 
they’ll receive advance notice of any new products and a chance to buy before anyone else.

Tell them a little bit about yourself and how you create your products. 

This creates a close relationship between you and your customers. They aren’t buying from a big, name-
less corporation. They’re buying from a real person who understands exactly what they want to purchase. 

There is also a feeling of exclusivity. They are part of your inner circle. They receive news of coming prod-
ucts before they are added to your store. They can buy first. They are offered specials deals and discounts 
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that people who are not on your list won’t even know about.

The sooner you start building a list, the sooner you have your own “tribe” of dedicated followers. 

Don’t build a list and then let them forget about you. Send an email at least once a week. 

What do you write about?

Tell them about new design you’re creating for the perfect diaper bag. Explain how the idea came to you 
and how you know it’s better than what’s currently on the market. Build anticipation.

Tell them how you were strolling through Michaels and found the most beautiful fabric for your new table 
setting theme. 

Send them photos of the new line of stuffed animals you’re making. Tell the story of how you were visiting 
the zoo with your daughter when you came up with this idea. 

Tell them about your adventure at a craft show. Even the silly story of how your table fell and all your 
products crashed to the floor can make your readers feel they were right there with you. 

Make friends and let them become part of your artistic and business journey.

The emails don’t need to be long, but keep them entertaining. 

Another benefit of your own email list is you’re not dependent on Etsy, or any other site. If you choose to 
move from Etsy to a Shopify store you can let your list know you’re moving so they can find you. If you 
decide to stop using eBay and sell from your own website, you just let your list know about your new site. 

You’ll always be able to tell them where to find you, no matter where you set up shop. 

To start an email list you’ll need to use a tool such as Aweber or ConstantContact. They have videos that 
will walk you through the process. 

Where do you ask people to sign up for your list? On your Facebook page, in your Facebook ads, on your 
blog, on your announcement or about me section of your store,  your YouTube videos. If the site doesn’t 
allow a direct sign-up, send them to a landing page on your website that has a link for an email list sign-
up.  

Your emails should always have an unsubscribe link at the bottom so readers can opt-out of your list if 
they choose to do so. 

As an online business owner, an email is the most valuable asset you can acquire. The sooner you start 
taking advantage of this powerful strategy, the better. 

15. Customer Service
Once you’ve managed to bring potential customers to your site – you’re going to have to deal with them. 

The easiest ways to avoid customer service problems include:



sewmyplace.com 37Part 3 - Marketing

Answer questions in a timely manner. This will get tiresome. Some questions will seem ridiculous and 
some will truly be ridiculous. But treat each potential buyer as you would want someone to treat you – or 
your grandmother. Not everyone is tech savvy. Send them a link to make the process easier. 

You can add a FAQs (frequently asked questions) page to your site. This will help some, but some people 
won’t bother reading it. They’ll want a direct answer. Try to be patient.  

When you get overwhelmed - hire someone else to do this for you. It can be tricky in the beginning be-
cause no one knows your products like you do, but eventually it becomes necessary to train someone else 
to handle some of the work. 

Whether it’s answering emails, packing products, making products, doing the bookkeeping or handling 
the marketing -- teach someone else how to do it. You can’t do it all once your business starts growing. 

Have a simple way to order your products. Make sure it’s easy to understand and works flawlessly. Always 
do a trial run when adding a new product.

Ship your products as quickly as possible. Add tracking numbers to orders so buyers can see where their 
package is.

Pack your products well so there is less chance they are damaged on their journey.

Handle problems as quickly as possible. If a product arrives damaged, replace it. If you sent the wrong 
product, send the correct one. Apologize and fix the problem. Send a surprise gift or a discount coupon for 
future products. 

If someone asks for refund, give it to them. It’s usually not worth making them angry and risking a bad 
review. You have the option to never sell to them again if you feel they were unreasonable. 

You can prevent some customer service problems by having a clear policy statement in your store. 

Know when enough is enough. Though many problem customers can be turned to loyal buyers, some are 
simply not worth the trouble in the long run. Cut them loose and let them suck up someone else’s time 
and energy. 

Hiring Help or Outsourcing

At some point in time you may find you’re selling more products than you can possibly make on your own. 
Then you’ll need to make some choices.

You may be able to hire others to do your promotion, handle shipping, or deal with customer service. This 
may free you up enough to be able to do all your own sewing.

But you may need to start outsourcing product creation, as well. Though this may seem hard at first, if you 
do your training well, and keep an eye on quality control, it can help you expand your business. 

Make videos of the process so you don’t have to repeat the same training over and over in person. 
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Part 4 - Additional Ways of Making Money 
We’ve talked about the many ways, online and offline, you can make money by selling your handsewn 
crafts. In this section we’re going to discuss other ways you can make money with your sewing skills. 

16. Start a Sewing School
Sharing your skill and experience is a good way to add to your income. Your knowledge is valuable, and 
you can make money by sharing what you’ve learned.

Local

This can be one on one lessons or a small class. 

Some things you’ll need to decide are:

Where to hold the class? Your home might be too small or perhaps you don’t want strangers in your space. 
Some churches and libraries have rooms they’ll rent out cheaply or even at no cost.

What projects to make? This can depend on whether the students are beginner or more advanced stu-
dents. Do you have machines for all the students or will they be handsewn? Do you want a project that be 
completed in one lesson or over a series of several classes? 
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What to charge? The trick is charging enough to cover your time and expenses. If the class is too large it 
can become difficult to deal with, but too small and it won’t be worth the time and hassle.

Local organizations such as a Council on Aging or Boys and Girls Club may be willing to pay you to teach 
classes. A library may give your free hosting space and allow you to use their rooms for free. They will 
even pass out flyers to help you advertise. 

Online

There are several options for teaching online.

You can do one on one lessons by Skype.

Or you can create a video course. You can sell them from your website or through a site like Udemy.

Offering sample classes on YouTube is a good way to advertise for your paid video class. 

Various Classes

Whether online or off, you might want to offer separate classes for children under 12. 

You can also offer beginner and more advance classes. 

A “Basic Sewing Class” that shows how to mend a rip, repair a zipper, or hem a dress could be a good 
option. Many people don’t know how to do these simple things. They throw away clothes that only need a 
small repair. 

Another option is to offer a class for a specific project. For instance, a one-time class on making pillows or 
a series of classes on making a baby quilt. 

Think of the many projects you’ve completed and decide which would make good class projects. 

17. Selling Wholesale
Selling wholesale means selling to stores or businesses, usually in large quantities, for resale. You sell 
your product to them at a lower cost and then they sell them to their customers at a marked up price. If 
you sell it to them for $20, they’ll want to be able to sell it for at least $40. 

The downside is you make less money per product. The upside is you’re selling a large quantity of mer-
chandise at one time and you don’t have to deal with the individual customers.

It is hard for one person to make handmade products in large numbers. To do this you’ll need to out-
source some of the product creation. You’ll need to teach others to make your products and how to keep 
the same level of quality. 

To achieve this, you’re going to need to train others to create products with the same process and atten-
tion to detail that you use. Instead of doing the training over and over for each new person, you can video 
tape the process and make careful notes. Some people will work out and others won’t. 

You’ll have to price your products high enough to pay for materials and to pay your outsourcers. But 
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cheap enough that stores can still sell to end users and make a profit. 

One of the best ways to make this happen is to visit local stores with a few samples of your products. 
Choose specialty stores that sell merchandise similar to your products and at high price points. If they sell 
cheaply priced products, they won’t be a good match for your handsewn items. 

If you have the capacity to make large quantities of your project you can eventually sell wholesale online. 
You’ll need to verify the buyer is truly a business wanting to resale and not a customer wanting to buy 
cheaply. You can do this by verifying they have a store and asking for a copy of their resale tax certificate. 
You will also only sell to them in large quantities. 

Some wholesalers choose to only sell to buyers who sell in their stores and not online. This keeps them 
from competing with your online store. 

If you want to sell wholesale items online, you’ll need a section of your website that only buyers you’ve 
pre-approved have access to. You don’t want your other customers seeing your wholesale prices. 

18. Other Options
Here are a few more ways to make money with your sewing. 

Custom Clothing

This can include various types of products when people want something unique.

The first is big event clothing such as bridal gown, prom dress, or baptismal baby dress. Many women do 
not want “off the rack” clothing for these special events and they’re willing to pay top dollar to have some-
thing unique created for them or their child. 

This usually has to be done locally since you’ll need to do fittings. 

A band or choir might want clothing designed with their logo and names. If you do embroidery this can be 
a high cost addition to add to your business.  This can be done online as well as locally since all you need 
is the information – sizes, names, etc.

Writing Sewing Books

Not only can you make money by sewing, but you can make money by sharing your knowledge of sew-
ing with eBooks. You can self-publish books on sites like Amazon. There are also sewing books sold from 
Pinterest. 

You can share basic knowledge of getting started with sewing such as:

• Choosing a machine

• Tools needed and how to use them

• Simple sewing repairs

• Project ideas

• Patterns
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Blogging About Sewing

If you love sewing, you probably also like talking about sewing. Starting a blog can allow you to talk about 
the hobby you love, share ideas, and make some money.

Ways to make money with a blog:   

Become an Amazon affiliate. Review products such as sewing machines and link to them in your blog with 
your affiliate link. If they click through and purchase the product, you’ll get a small commission.

Sell your own handsewn products from your blog or link to your store. 

Sell the sewing books or video course you created.

Sewing Store

We talked about this briefly in a previous lesson. Instead of selling crafts or projects, you can choose to 
sell sewing equipment to other sewers.

You can do this online or offline.

Your product line can include sewing machines, sewing tools, patterns, books, video courses, and even 
fabrics.

Setting up this type of store offline will be expensive. You’ll need a big budget to invest in the inventory. 
Plus, you’ll have to compete with online stores such as Amazon that can offer lower prices. You can try to 
compete by giving advice, personal attention, classes, and places for local groups to meet. You might even 
offer sewing machine repairs. 

If you set your store up online you can sell as an affiliate instead of buying the merchandise upfront as 
required in a brick and mortar store. 

There are many ways to cash in on your sewing talents. But you have to find the one that works best for 
you and your situation. 

19. Ten Ways to Destroy Your Business
We’ve talked about all the basics of setting up your business and getting started. All are important. But 
here are a few of the things you ignore at your own peril.

1. Not saving any money to pay your taxes. This varies in each country, but in the United States an em-
ployer takes money out of each employee’s paycheck and sends it in to pay their taxes. The employer also 
pays half the tax. 

2. When you’re self-employed you not only pay 100% of your income tax but you’re also responsi-
ble for paying it in quarterly payments. If you’re business is just getting started and you’re not making 
much money you can probably pay when you pay your yearly income tax. If tax times arrives and you 
haven’t put anything aside for taxes it can crush your business.

3. Not having a potential market in mind. You need to know who will want your products. Who are 
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buying similar products at comparable prices? Where are they? How can you market to them. Hoping you 
can sell to everyone will set-up you for failure. 

4. Not creating a brand that lets people know how your products are better, easier, more beautiful, 
more comfortable, better fitting, or whatever makes them appealing to your audience. Your prod-
ucts are unique and you need to know how to let potential buyers know this. 

5. Selling shoddy or mediocre products. If you have good marketing it is possible to sell low quality 
items – for a while. But you’ll never get a following of loyal buyers because they won’t buy from you a sec-
ond time. And in a world where customers can leave reviews and post on social media, they’ll quickly let 
others know if they were unhappy with your products. 

Sadly, people are more apt to talk about a negative experience than a positive one. So, make products that 
you are proud to sell and buyers are thrilled to receive. 

6. Not understanding your numbers. Though this isn’t the fun part for creatives, it is the necessary part 
for any business owner. You need to know how much it costs to create each product, how much time it 
takes, what are the fees, how much does it cost for packaging and shipping? 

Then, how much is it costing in administrative costs to keep your business going each week, each month, 
each year? How much does it cost to acquire a new customer? At the end of each month what was your 
total income and expenses? Did you make money or lose money? 

Without a clear understanding of the numbers you can’t create a viable company. Though you can hire 
someone to do your bookkeeping, you still need to have a grasp of what the numbers mean. A business 
can’t survive without cash flow. Study your numbers and make needed adjustments quickly. 

7. Not getting help when you need it. Small business owners get used to doing everything on their own, 
the way they want it done. They feel no one else can do it as well as they can. But eventually trying to do 
everything will cause burnout and you’ll get behind.

 If you hate answering emails, teach someone else how to do it. Don’t understand the techy stuff? Hire an 
outsourcer. Need to produce 75 diaper bags before Christmas? Start teaching others how to make them. 
Make a video so you don’t need to share the same information over and over. 

Sick and tired of writing blog posts? Find a good ghostwriter. Hire a bookkeeper to pay your bills and send 
out invoices. When your business starts growing, you won’t be able to do it all on your own.

8. Not putting deadlines on your action steps. Most of us are procrastinators by nature. We like to think 
about what we want to do but we don’t get around to doing it. Sometimes we’re scared. Sometimes we’re 
confused. Sometimes we’re overwhelmed with options and don’t know which way we should go. 

Being an entrepreneur means making hard choices, taking risks, and most all – taking action. It’s too easy 
to write down what you’re going to do and then just look at it every day. “I’ll get started next week when I 
know more.” Or “I’m not sure if this is going to work.” 

When you write down an action step write down the date you’re going to start and the date you’re going 
to finish. The one thing harder than starting is following through. 

Do it! Start, do the work, and finish, at the deadlines you set. 

9. Forgetting the basics. It’s easy to get tied up in all the details and worries of a business. But always 
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remember what is most important.

• Quality products

• A specific target market

• Ways to reach that target market

• Photos and words that entice your market to buy

• A way to accept payments and ship the products to your buyers

If these basics are in place, you can build a successful business. 

10. Giving up too quickly. It takes time to create a business, learn to market it, and start making a profit. 
You’ll need to be tweaking your products and offers every step of the way. Don’t expect instant results. 

Avoiding these mistakes will help get your business started in the right direction and ensure its ongoing 
success. 
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Conclusion
Now that you’ve completed this course it’s time to the do the most important thing involving your future 
business –

TAKE ACTION
Many great business ideas die because their creator never acted upon their vision.

To get you moving, there an action plan included with this course. It will walk you step by step through 
each action we’ve already discussed. Set your timelines and follow through. If something takes longer 
than planned, that’s okay. But keep moving forward every day. 

“The secret of getting ahead is getting started. The secret of get-
ting started is breaking your complex overwhelming tasks into 
smaller manageable tasks, and then starting on the first one.”  –
Mark Twain, American Humorist and Author

Thanks so much for investing in this course and I wish you well in your sewing business.

Kind regards

Jane
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Action Plan
Set a date when you want to achieve specific steps in your business. Take notes as you achieve each step. 

Choose your potential audience –

Start Date Completion Date
Age:
Gender:
Income Level:
What styles do they like?
What problems do they have?
How can you help them with their problems?
What do they want that you can provide?
Why should they trust you?
Why should they choose your products over your 
competitors?
Where do they hang out online?
What do they read?
What transformation are they looking for? What 
product will provide that?

Research product ideas –

Start Date Completion Date

Pick your first three products –

Start Date Completion Date
1.
2.
3.

Create samples of those products –

Start Date Completion Date
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Decide how much you’ll need to charge for your products to make a 
worthwhile profit –

Start Date Completion Date
Material costs:
Value of your time:
Fees for selling:
Packing costs:
Mark up:
Final cost:

Research prices of similar products –

Start Date Completion Date

Comparison Product #1
What platform?
Store name?
What was the price?
How can you make your product better?

Comparison Product #2
What platform?
Store name?
What was the price?
How can you make your product better?

Comparison Product #3
What platform?
Store name?
What was the price?
How can you make your product better?

Comparison Product #4
What platform?
Store name?
What was the price?
How can you make your product better?

Comparison Product #5
What platform?
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Store name?
What was the price?
How can you make your product better?

Research Different Platforms –

Start Date Completion Date

List the pros and cons of at least three different platforms

Platform #1
Pros Cons

Platform #2
Pros Cons

Platform #3
Pros Cons

Decide on one specific platform to start –

Start Date Completion Date

Take photos of your products –

Start Date Completion Date
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Write tags and descriptions for your products using the right keywords –

Start Date Completion Date

Open a separate banking account

Start Date Completion Date

Research sales tax laws in your area

Start Date Completion Date

List Products on Sites -

Start Date Completion Date

Run Ads

Start Date

This is an ongoing task.

Test, test, test

Continue to test and tweak each ad. 

Make small changes, different photo, different wording and keep careful notes of which ads get results.

Track Sales
“Your actions reveal how badly you want something. If you keep saying something is a priority but you 
never act on it, then you don’t really want it. It’s time to have an honest conversation with yourself. Your 
actions reveal your true motivations.” James Clear in Atomic Habits. 
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Resources:
Business books:

“Atomic Habits” by James Clear

“Building a Story Brand” by Donald Miller

“To Sell is Human” by Daniel H. Pink

Books to Learn Bookkeeping

“Keeping the Books: Basic Recordkeeping and Accounting for Small Business (Small Business Strategies 
Series) Eighth edition 

by Linda Pinson 

”Bookkeeping All-In-One For Dummies”

Craft Shows

http://www.artscraftsshowbusiness.com/

https://www.craftmasternews.com/

https://festivalnet.com/find_festivals

Checking Names

https://knowem.com/

https://www.uspto.gov/trademarks-application-process/search-trademark-database

Platforms:

https://www.ebay.com/

https://www.etsy.com/

https://services.amazon.com/handmade/handmade.html

https://www.shopify.com/free-trial/ecommerce/

https://www.bigcommerce.com/

https://www.zibbet.com/

http://www.artscraftsshowbusiness.com/
https://www.craftmasternews.com/
https://festivalnet.com/find_festivals
https://knowem.com/
https://www.uspto.gov/trademarks-application-process/search-trademark-database
https://www.ebay.com/
https://www.etsy.com/
https://services.amazon.com/handmade/handmade.html
https://www.shopify.com/free-trial/ecommerce/
https://www.bigcommerce.com/
https://www.zibbet.com/
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Email List Software Sites

https://www.aweber.com/

https://www.constantcontact.com/

Outsourcing

https://www.fiverr.com/  

On Fiverr you can get lots of things done that will save you time and money. 

Photo editing, Website building, Videos, voice overs, Logo design etc.

https://www.upwork.com/

Upwork is another great place where you can find freelance workers to do certain tasks for you such as 
writing content for your blog or product descriptions, video making, customer service, accounting etc.

The more you can outsource the more you’ll enjoy your business because it will allow you to focus on the 
most important things in your business such as creating quality products and marketing.

You don’t want to spend 3 hours figuring out how to edit videos or some other technical task that will take 
an outsourcer 30 minutes and $20 to do.

https://www.aweber.com/
https://www.constantcontact.com/
https://www.fiverr.com/  
https://www.upwork.com/
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