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Be local, think local, shop local

Pitch Perfect
Your Essential Guide to Market Trading

Why Start a Market Stall Business?

If you’re thinking of starting a new business or want to extend your existing venture into a new area, then a market
stall could be right up your street/market square! Setting up a market stall is a fun, flexible, and low-cost way to
launch your own retail venture.

e Big Potential, Low Barriers
Market trading can be surprisingly profitable — in 2019, retail stalls and markets generated an impressive
£415 million in turnover (Statista). For start-ups, it’s a smart alternative to high street retail, offering lower

overheads and, in many cases, rent incentives for new traders.
e Start Small, Grow Big
Markets offer a great platform to test your products, build a customer base, and scale at your own pace.


https://www.statista.com/statistics/309819/turnover-of-retail-sales-via-stalls-and-markets-united-kingdom-uk/

You’re not tied to one location — you can trade at different markets on different days, finding the best fit for
your brand and audience.

o Build Real Business Skills
Running a stall means wearing many hats: marketing, sales, logistics, finance, and customer service. It's a
hands-on way to develop entrepreneurial skills and personal qualities like time management, resilience, and
communication.

e Join a Vibrant Community
Market trading isn’t just about selling — it’s about connecting. You’ll meet fellow traders, gain valuable
feedback from customers, and become part of a supportive, collaborative community.

Step 1: Explore the Market

Before launching your market stall, it’s essential to understand your product, your customers, and the competitive
landscape.

Start by identifying your competition — locally and online. In today’s retail environment, thinking multichannel is
key. Ask yourself: What makes my product or service unique?

Next, explore customer demand. If there’s no clear need for what you’re offering, it may be time to rethink. Speak
directly with potential customers — even a simple street survey can uncover valuable insights. Social media
platforms like Facebook, X (formerly Twitter), and Google reviews are also great tools for gauging public opinion on
similar products or markets.

Understand how your customers prefer to shop:
e  What are they willing to pay?
e How do they want to pay?
e How often would they buy from you?

Look for gaps in the market or emerging trends you can tap into. Ask:

e What's currently popular in your target market?

e Who are your ideal customers, and what do they really want?

e What does the competitive landscape look like in your niche?
Use this research to shape your product offering, pricing, and marketing strategy. Finally, bring everything together
in a SWOT analysis — identifying your Strengths, Weaknesses, Opportunities, and Threats. Be honest and base your
decisions on real data, not assumptions.



Food & Drink

cooked food, drinks, baked goods

Fashion & Accessories

B4

clothing, shoes, jewellery

Handmade & Crafts

candles, soaps, personalised gifts

Home & Lifestyle

FL A

home décor, flowers, herbs

Children & Family

- N

toys, kids’ clothes

Vintage & Collectibles

Olo)°

vintage items, memorabilia

Step 2: Plan your Business

A strong business plan is essential. A well-structured plan not only helps clarify your vision but also increases your
chances of success in your first year and beyond. Aim for a three to five-year plan that outlines your goals, strategies,
and financial needs. It should answer key questions like:

e  Where are you now?

e Where do you want to be?

e How will you get there?

e What's the best route?

e How will you stay on track?

Incorporate the marketing mix — Product, Price, Place, Promotion, People, Processes, and Physical Evidence — to
shape your approach to customers and operations.

Top tip: Treat your business plan as a living document. Review and update it regularly as your business evolves and
new opportunities arise.

Step 3: Register and Get Ready

Once you've researched your product, understood your market, and drafted a business plan, it's time to make things
official.

Registering your business gives you a legal identity and opens the door to financial support, insurance, and supplier
accounts. It also helps build trust with customers and market organisers.

When should you register?
e Before you start trading regularly or taking payments.
e If you plan to hire staff, open a business bank account, or apply for funding.
e If your business earns more than £1,000/year, HMRC requires registration for tax purposes.

What are your options?
e Sole trader —simple and flexible, ideal for most market stallholders.



e Limited company — offers liability protection but involves more admin.
e Partnership — suitable if you’re going into business with someone else.

You can register online via GOV.UK.

If you're planning to sell food or drink at your market stall, you must meet strict food safety and hygiene standards.
Here’s what you need to do:
e Register with your local authority at least 28 days before trading. This is a legal requirement for all food
businesses, including market stalls.
e Complete food hygiene training. At least one person handling food should hold a Level 2 Food Hygiene
Certificate — many local councils and online providers offer this.

Check out the Food Standards Agency for guidance on how you can get ready to start your food business.

Step 4: Source & Prepare

Once you've defined your niche and chosen your market type, the next step is to find reliable suppliers. This is
crucial, your success depends on product quality, consistency, and availability.

Here are some key steps to guide your sourcing process:

e Local Sourcing: Look for local producers and suppliers, especially if your focus is on promoting locally-made
or grown goods.

e  Wholesale Suppliers: For items you can’t source locally, build relationships with reputable wholesalers. They
can offer consistent stock and competitive pricing—but be sure to negotiate favourable terms and
understand their delivery schedules.

e Quality Assurance: Always check that your suppliers meet high standards. Sample their products before
committing and monitor quality regularly to maintain customer trust.

e Backup Options: Have a backup plan. If your main supplier runs into issues, having alternatives ensures you
can keep trading without disruption.

o Think Sustainable: Where possible, choose packaging, materials, or products that are recyclable, reusable,
or compostable. Customers increasingly value businesses that care for the environment — it’s often good for
the planet and for your brand.

Step 5: Trade & Grow

Running a successful market stall isn’t just about selling — it’s about learning, adapting, and staying organised as
your business grows. Start by keeping accurate records of your sales, expenses, and stock. Use simple tools like
spreadsheets or accounting apps to log all incomings and outgoings. Regularly reviewing this data helps you spot
trends, manage cash flow, and make informed decisions. As part of refining your offer, consider how your operations
can reduce waste or energy use — even small changes like reusable display items or digital receipts can make a
difference and make your business more environmentally friendly.

If you’re active online — through a website or social media — monitor what’s working. Which posts are getting the
most engagement? Which products are selling best? Use this insight to refine your offer and focus on what
resonates with your customers.


https://www.gov.uk/set-up-business
https://www.food.gov.uk/business-guidance/getting-ready-to-start-your-food-business

Your first year is a valuable learning period. Stay open to new ideas, test different products or services, and don’t be
afraid to make mistakes. Every experience helps shape a stronger, more resilient business.

In summary, as a market stall owner, your responsibilities may include:
e Researching products, locations, and the best times to trade.
e Ordering, creating, or making your products.
e Keeping clear financial and stock records.
e Branding and marketing your business.
e Setting up, running, and maintaining your stall.
e Engaging with customers and building relationships.
e Booking pitches and managing your trading schedule.
e By staying organised and responsive, you’ll be better equipped to grow your business and make the most of
every opportunity.

IMPORTANT: Get Insured

Protecting yourself and your business with the right insurance is essential when trading at markets. All stallholders
must hold appropriate insurance to cover them for these activities and provide evidence of this prior to the market.
Here are a few types of insurance to consider and please note that some are compulsory:

e  Public Liability Insurance (PLI): this is a minimum requirement for our markets and is a compulsory
insurance you must have to take part in our markets. PLI covers you if a customer is injured or their property
is damaged because of your stall, products, or negligence of any of your staff.

e Business Equipment & Contents: If you rely on tools, stock, or equipment, contents insurance can be a
lifeline in cases of theft, damage, or loss.

o Employers’ Liability: If you have staff—even casual or seasonal helpers— it is likely that you are legally
required to have Employers’ Liability insurance. You will need to investigate whether your organisation
requires this cover and if you do, then this is compulsory in order to take part in our markets.

e Product Liability Insurance: Covers you if a product you sell causes injury or damage. This is especially
important if you sell food, cosmetics, or handmade goods. If your stall sells such products, this is compulsory
insurance you must have to take part in our markets.

For confirmation of required minimum indemnity levels for our markets, stallholders will need to seek agreement
from Cotswold Markets Ltd. For all other advice around covers, stallholders must seek independent insurance
advice.

Market Trading & the Environment - Small actions make a big impact.

Customers increasingly appreciate stallholders who care about sustainability. As you develop your stall, consider
how small changes can make a big difference to the environment—and your customer appeal. Ideas to consider
include:

e Use minimal or plastic-free packaging wherever possible

e Offer reusable, refillable, or returnable options

e Reduce food waste by donating unsold goods or offering discounts near closing time

e Choose local suppliers to cut down on transport emissions

e Avoid single-use promotional items like flyers or plastic giveaways

e Consider using eco-friendly materials for signage and display

e Encourage customers to bring their own bags or containers



Sustainability isn’t just good for the planet—it’s good for business. Traders who adopt environmentally conscious

practices often build stronger customer loyalty and stand out in the market.

Ready to give it a try? Check out our Start Up Stall Scheme

New traders are always welcome at our markets. For those wanting to ‘try out’ market trading,
we will offer a free pitch to new start-ups for a maximum of four consecutive weeks.

This offer is for new applicants and can only be taken once per trader and applies only to those
who haven’t previously traded at a West Oxfordshire charter market. For more information,
contact Cotswold Markets Ltd at trade@cotswoldmarkets.com

e Eligible businesses must have been trading for less than 12 months. Applicants will be
required to provide evidence of their trading start date, such as an HMRC registration
letter confirming the date of self-employment.

e Traders must evidence that they are based in Oxfordshire or one of the neighbouring
counties: Warwickshire, Northamptonshire, Buckinghamshire, Berkshire, Wiltshire, or
Gloucestershire.

e Only one start-up stall will be allocated at any given time across both market locations.

e Participation is subject to stall availability and maintaining a balanced mix of trade types
within the market.

Useful Links:

e GOV.UK-—Business

Comprehensive guidance on starting and running a business, including self-assessment, registration, and

practical steps to get your business up and running.

e GOV.UK—Business Finance Support Finder

Discover government-backed financial support for businesses, including grants, loans, and other funding

opportunities.

e Start Up Loans

The

official government-funded initiative offering personal loans and mentoring support to help

entrepreneurs launch and grow their businesses.
e National Market Traders Federation (NMTF)

The

leading trade association for market traders across Great Britain and Northern Ireland, representing

over 26,000 members and offering resources, advocacy, and support for the markets industry. Check out

their comprehensive guide to starting up as a market trader

e GOV.UK— Moving from Benefits to Work: Starting Your Own Business

If you're receiving benefits and want to start your own business, you may be eligible for tailored support.

This includes:

Disclaimer

o A 12-month start-up period under Universal Credit, where you're not required to look for other work
and receive guidance from a self-employment-trained work coach.
o Additional help through Access to Work grants if you have a disability or health condition.

This guide is intended to provide general information and inspiration for individuals considering starting a market stall business. While every
effort has been made to ensure the accuracy of the content, including statistics, business advice, and references to legal and financial
requirements, the information may change over time and should not be relied upon as professional or legal advice.


mailto:trade@cotswoldmarkets.com
https://www.gov.uk/business
https://www.gov.uk/business
https://www.gov.uk/business-financesupport-finder
https://www.gov.uk/business-financesupport-finder
https://www.startuploans.co.uk/
https://www.startuploans.co.uk/
https://www.nmtf.co.uk/
https://www.nmtf.co.uk/
https://info.nmtf.co.uk/sim2/#p=1
https://www.gov.uk/moving-from-benefits-to-work/starting-your-own-business
https://www.gov.uk/moving-from-benefits-to-work/starting-your-own-business
Simon Winfield
only for those who haven’t previously traded at a West Oxfordshire charter market


West Oxfordshire District Council and its partners accept no liability for any loss, damage, or inconvenience arising from the use of this guide.
This document is intended as a starting point — not a substitute for tailored advice or official guidance.
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