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When PAUL POWER left school he joined the civil service, but grew to hate the bureaucracy, commuting and the office politics. He finally decided to turn his love of gardening into a profession and made it a huge success, far exceeding his expectations. Now retired from active gardening, Paul advises and helps others looking to start their own gardening businesses.
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PREFACE

So much has happened since I wrote the first edition of Start and Run a Gardening Business, and here I am now writing the revisions and updates for this, the fourth edition of the book.

When I started my gardening business, the internet was in its infancy. Few homes had internet access, and even fewer businesses were online. Local trades, including gardeners were sourced from telephone directories, newsagents’ windows, and, of course, ‘word of mouth’.

Finding business in pre-internet days was relatively easy. In many cases, all that was needed was an initial sustained door-to-door leaflet-drop campaign and then building your business by way of referral sales.

Today, although we’re living in a digital age, the same rules apply. To get your business up and running, you’re going to need customers. Whereas before, the easiest way of doing this was local marketing, which could range from the relatively crude, inexpensive, but highly effective card in your local newsagent to relatively expensive print ads in local papers. Today, you can also harness the power of the internet and market online.

Whatever route to market you choose, the good news is that starting your own gardening business is still a relatively simple, low cost affair. This is a business where although the greatest marketing tricks in the book might win you some initial business, this won’t be enough to sustain and grow your business if the service you’re offering isn’t up to standard.

A successful gardening business survives and prospers more on referral business. Thus that hedge you trimmed yesterday can be seen not just as a one-off hedge trim, but a twice-yearly appointment for your business – as well acting as a ‘shop window’ for potential clients to see just how good you are. If you’re unable to cut a hedge, and you offer hedge trimming as part of your services, then dear reader, you’re destined for failure.

Few if any customers will want to pay for your education as a gardener. And fewer still will want to see their once prized boundary hedge reduced to a dying mass of foliage because the gardener employed to cut it didn’t know what they were doing.

But for those with gardening knowledge, ability and enthusiasm for gardens and people, this business takes some beating. If you love the outdoors and are willing to invest in your future business in terms of increasing your knowledge, which you’ll do every day you work in your business, you won’t just be earning a good living, you’ll have a life.

I started my first gardening business when I was only 13 years old. I had two clients – our Parish Priest and an elderly neighbour friend of my mothers.

It was a simple affair, but highly profitable. Accounts were settled on the day the work was done. There was no bookwork, no invoices, no taxman to satisfy or feed, no faceless health and safety dynasty to comply with. I loved running it. Nothing could equal the smell of fresh cut grass and the feeling of independence that can only come when you run your own business. By Saturday evening, I had more money to add to my growing pot of savings and I could look forward to buying things that my friends could only dream of.

My business expanded to include selling fresh strawberries, seasonal vegetables and when I discovered that I could employ another lad to cut the lawns for me, while taking less than I was charging, I discovered the true meaning of entrepreneurial success.

Sadly, it wasn’t to last. Acting on well-meaning, but in hindsight, misguided advice, I gave it all up, went to college, got a ‘real’ job and worked hard at becoming thoroughly miserable.

Many years later, and tired of working in fluorescent hell with its perpetual round of appraisals, death-by-PowerPoint, false hopes, starts and promises, vacuum-packed sandwiches, thieving vending machines and un-cooperative lifts, I snapped. ‘Threw my career away’ as my line manager told me, and walked out the door.

My only regret was that I didn’t do it sooner.

This, the fourth edition of this book, as in all previous editions has been written as I say from ‘the soil upwards.’ Every single tip, passage, or snippet of advice has been earned the hard way. You won’t find any corporate speak in this book. No room here for ‘thinking outside the box’ whatever that means, or a recent one I came across, ‘blue sky thinking’.

This is a book written for those who can’t stand bullsh*t.

If you want to start your own successful gardening business, or, you’re already started and want to build your business, or get it out of a rut, then I promise you what you’ll find in these pages is the key essentials to get you started and off on a successful path.

Unlike other books you buy, this book isn’t about someone else. This book is about you and establishing your future. From now on it doesn’t matter where you’ve come from, it’s about where you’re going. Since the first edition of this book was published, I’ve had lots of emails, and even letters from readers who having bought or borrowed this book went out and started their own gardening business. Some stayed small operating as one-person businesses, while others quickly built a business where they employed others to work in their business and saw it grow.

Whatever your aspirations, whether it’s to start and run a one-person business or employ hundreds, the key principles remain the same as they do for all businesses – you must make a profit!

Even if you get no further than this page, provided you grasp the concept of profit, you’re more than half way there. I see it everyday, business owners who go out each and every day with the sole ambition of winning work on the basis of being cheaper than their competitors. Few of them ever last beyond their first season when they realise that they’d be better off working a minimum wage job in one of their local supermarkets.

Successful gardening businesses aren’t built on offering cheap prices. They’re built on offering your clients a quality, value-for-money service where you do as you say you will, for which you charge a fair price, which includes enough profit to make it worthwhile for you to continue.

Of all of the businesses I’m involved with, I can honestly say that starting and running a gardening business is the most rewarding of all. I wish you every success with your business, and as always, I’m always pleased to hear how my readers are getting on.

Without further ado – grab a cup of your favourite beverage, pen and paper and let’s get started.

Paul Power
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