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1. Introducing You to Your Bubble


Your bubble is you and the sphere you inhabit – your home, your work, your life, your possessions, your time. Once you understand what you have, you can begin to learn how your bubble can make you money in a sustainable way.


2. The Great Big Life Audit


Do you know how much you currently spend and what you need to maintain the lifestyle you are accustomed to? We’ll do a personal profit and loss sheet and debunk any fear around this simple financial aid. Then we’ll investigate your SWOT – your strengths, weaknesses, opportunities and threats.


3. The Cash Calendar


Make a cash calendar so that at the beginning of each month you can assess the cost of your lifestyle – both necessities and things you choose to spend your cash on. We’ll look at how much extra money you can make each month. You’ll also look at how to raise more capital to fund big life moments – weddings/holidays/cars/childcare/university, etc.


4. The Art of the Barter


This is where you learn all the top tips and tricks of how to barter, with rehearsal methods and key statements to help make you the best barterer in Britain.


5. Jackpot in Your Hidden Treasures


The average UK home is sitting on £2,600 of unwanted items. Find out how to put your home through a sieve to identify any hidden treasures, and how you could sell them.


6. Rent Your Life for a Price


Brits could earn up to £4,000 per month simply by renting out items from their homes. Here, we’ll categorise all the money-making potential your home could have, from renting out big things like a spare room or your drive to the more surprising money-making objects, like an old sleeping bag or your laptop.


7. Tips from Your Tech


There are billions of pounds’ worth of unused technology in our homes, with the average household owning 11 items they no longer use. Find out what is the most valuable tech in your home then find out how and where to sell it for a great payday.


8. Wardrobe Wages


We send 350,000 tonnes of unwanted clothes to landfill each year, worth a staggering £12 billion. eBay is a wonderful site but it’s not the only one. So let’s maximise your profit-making potential through the science behind what clothing to sell where.


9. Collections for Cash


Collections are big money. If you want to turn yours into cash, here’s where you can find tips and tricks to tell you how to sell a collection to a serious collector who will pay much bigger bucks then you could even dream of achieving at the car boot.


10. Bargain Finds for Big Bucks


As the famous saying goes, ‘One man’s trash is another man’s treasure.’ I once turned £10 into over £1,000 in under two hours via charity shops and I’ll show you how to do this for yourself.


11. Moonlight for Money


Your spare time could make you serious cash from the comfort of your own home. A third of under 30-year-olds have a side hustle to bolster their income and we could all earn a lot more if we adapted their perspective. We’ll look at how extra-curricular activities and your hobbies could not only supplement your income but put some proper dough in your hands.


12. Car Boot for Extra Loot


There are up to 30,000 car boot sales across the UK each year raking in a whopping £1.5 billion. They are a surefire and sustainable way to clear your home and pocket the profit. Learn how best to car boot as well as the top tricks for getting the best price for your possessions.


13. Upcycle to Up-sell


The worldwide market of upcycling is worth £160 billion per year. Whether it’s a simple lick of paint or giving a new purpose to an old, unused item, there is money to be made from upcycling. Find out how to identify what you could do with unwanted items around your home, how much money they could make you and where to sell them on.


14. Festive Funds


Christmas is not only the season for giving; it can be a very lucrative time of year. Over the festive period a lot of people are time-poor, which is where you can cash in. Whether decorating people’s homes, making Christmas cards or even becoming Santa for the local shopping parade.
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INTRODUCING YOU TO YOUR BUBBLE


Whilst there are endless books that can teach you how to save money, Money Maker is going to help put more pounds in your pocket in the first place, without having to sacrifice the things in life you love.


Let’s face it, regardless of the financial status of the world, one thing is constant: we can always benefit from some extra cash in our accounts. Life comes at a premium and we all strive to have the best for ourselves and our family. So I have always wondered why there isn’t a book on the market to teach you how to make money. I’m not talking about making you the next Bill Gates or Oprah Winfrey – though if you have their brains and tenacity, good for you. I’m talking about enabling you to release the cash potential you have all around you which you don’t even realise.


There is no witchcraft within this book – it is a resource that I hope is accessible and relatable to all. Within each chapter, we will delve into key areas of your life and help you to realise the value within it. Whatever age or stage of life you are at, I am going to teach you how to generate more cash whilst having fun along the way. Make sure you follow me on Instagram for even more top tips and advice @DanHatfieldPawn.


Did you know that, as a nation, we have an estimated £48 billion of unwanted goods just lying around, gathering dust? Once you’ve taken a moment to pick your jaw up off the floor, I’m going to show you ways to release those funds into your bank balance.


Whether tapping into skills that could make you money, renting out possessions to set up a steady additional income or finding fun new hobbies you can get paid to do, Money Maker will help you to raise the extra funds you want for whatever reason. It might be an unexpected bill, a dream family holiday or an expensive time of year, but whatever the reason, this book is the one-stop shop where you can learn the practical tips and tricks you need to turn yourself, your home, technology, spare time and so much more into hard cash.


We all have the potential to earn more, but in order to understand how, we first need to explore what I call our ‘bubble’. Once you know what’s in your bubble, you’ll know how best to exploit it and fast become a ‘bubble entre-preneur’ – which is my fancy way of saying making more money from your skills and belongings.


So, what is a bubble? Putting it in its simplest form, it’s basically your life. The physical form of you, the belongings you own and the incredible skills you may not even know you have. No bubble is the same, so the world is full of diverse and unique bubbles ready to be popped to expand their profit-making potential.


To better understand your bubble, I want you to delve deep inside your mind. Consider the activities you like doing and the ones you dislike doing. Then walk around your home and room-by-room identify what you could monetise, either by making use of that item as a skill you can be hired for, or selecting the items you can sell or rent. For instance, I enjoy dog walking but dislike cleaning. Create your own bubble diagram to highlight all your likes, dislikes, assets and belongings.


[image: A silhouette of a head with an opening and different symbols pouring out, including a book, phone, gaming device, lightbulb, pound sign and more]


Now that we know what is in your bubble, we can look at how we can turn your assets into cash, making you a bubble entrepreneur in no time at all.


What I am about to teach you isn’t rocket science; you don’t need a degree to understand my methods, and the only thing you’ll need to invest is your time. By reading my book, the least you’ll learn is how to turn some pennies into pounds, but with the right level of patience and commitment, Money Maker could have you maximising your money-making potential and living a life of financial satisfaction. If you follow some of the principles explained here, this book will put those extra pounds into your pocket.


I do have to make you aware that, whilst I am very proud of what I have learnt over my career, this book is my personal advice from my experiences. I am not offering any legal, tax, consumer rights, health and safety and/or regulatory advice. It is each reader’s responsibility to ensure they are following the law and any other regulations that may impact and affect their personal situation when carrying out any activity discussed here. I truly believe everyone has the ability to financially thrive with this book, so do make sure to check how your success may affect your personal tax liability.


With that settled, let’s start looking at how we can all make some more money!
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The Great Big Life Audit


We’re going to have to be honest with each other if I am going to successfully help you unleash your money-making potential. So, let’s speak frankly. We need to look at the big picture – the good, the bad and the downright ugly of your current finances. We’re going to take an overview of your life, your current financial situation, the financial drains you face and what assets you have (this is why you created your bubble diagram in Chapter 1).


To turn you into a bubble entrepreneur, I need this honest analysis to form the foundations of what you need to change to better your financial future. So, what is working in your life and what isn’t? I need you to look at what finances you bring in and then what is taken out. I need to understand how you are currently surviving financially so that I can help you to thrive financially.


Of course, you could cut costs and look at various ways to reduce your outgoings by having or doing less, but that all gets a bit gloomy to be honest, and what I want to do is help you to learn what you need to do it order to have the money for a life that makes you happy.


My aim is to help you change your mindset so that you look at the opportunities around you rather than focusing on the threats. Of course, we can’t ignore the threats – the things in life we have little control over, like rising bills and things that cause us financial harm – but rather than allowing these things to drag us down and make us enslaved by financial worry, I want to teach you how to use them as a motivator, a driving force to conquer your finances and make more money. The ability to make more money is a mindset; by changing the way you view the world and your personal circumstances, we can start to empower you to achieve your financial goals.


As I mentioned in Chapter 1, I am not trying to turn you into the next Jeff Bezos. People like Jeff, who have amassed unthinkable levels of money, have usually created something that the world wants – like Amazon. If I knew how to create the next big thing in tech or e-commerce, I’m afraid to say that I’d keep it to myself and hopefully be lying on a beach with my husband drinking cocktails without a care in the world. What I am trying to do is give you the tools and know-how to transform your finances in order to thrive rather than survive.


Look back at your bubble and let’s see what you have: the assets you own that could earn you money, your skill set, your hobbies, and how they might be able to bring you financial gain.


I have an ethos which is to ‘think small to earn big’, which often confuses people because they see the word ‘small’ and decipher it as it’s adjective, whereas I mean more your immediate environment. Think locally, in other words. Rather than looking at the big, bad world and worrying how you could monetise opportunities within that vast space, look smaller, at the immediacy of what’s around you and how you can utilise this for financial reward – look within your bubble. In doing so, you look at the world you know and understand best, which is a much less daunting place to inhabit and for us to start with.


Most people will have heard the term ‘profit and loss’ within business and as you go through Money Maker, you are going to start using and learning business terms to create your financial strategy for success.


‘Profit and loss’ merely means the financial statement of a company; it shows what revenue a business has made and what expenses it has incurred within a certain time period. So, when we apply this to your bubble, we need to look at your average monthly incomings and outgoings.


The challenge with this is we may often not have a clear understanding of or not want to admit the true picture of our outgoings over a financial year. What I mean is that we may not account for our annual holidays, spontaneous trips to the pub or impulse purchases. But in order for us to get an accurate and truthful oversight of your financial landscape, you will have to subscribe to my way of thinking. And whilst it may look like I’m over-inflating the picture, I assure you my method will put you in the best financial position that you ever have been.


Let’s get started. What I want you to do, is to first list your everyday outgoings – bills, food, monthly subscriptions, direct debits etc. To this, add all the additional expenses you have over the year which may not fall within every calendar month:


[image: image] Holidays


[image: image] Seasonal celebrations – Christmas, Easter, religious holidays and events that require an additional outlay to normal months


[image: image] Birthdays and anniversaries


[image: image] Car insurance and tax


[image: image] Home insurance


[image: image] Weddings (is it just me or do we all feel like we have to re-mortgage to attend a wedding these days?)


Then, add in the incidentals which come out of nowhere, usually when finances are at their tightest:


[image: image] Dental work


[image: image] Fixing your car


[image: image] House repairs


[image: image] Vet bills


You can’t possibly account for every incidental or additional expense, but by forecasting as much as possible you should be in a much better financial position to know how much you need to make in order to achieve all of your goals.


The other thing we can do to protect ourselves from any surprise expenses is to add in a safety net to create a monthly surplus which can cover unexpected outlays. I suggest aiming to put aside 15 per cent of your monthly incomings to create this.


On the next page I’ve started a handy profit and loss template you can adapt to list your income and expenses.


[image: Profit and Loss Template, blank for you to fill in. The top table features rows for Name, Net income and Time period covered. The second table is titled Income and features rows for Wages, Tips, Other and Total Income. The second column has pound signs. The third table is titled Expenses and features rows for Rent, mortage, food and the rest of the table is blank for you to fill in.]


This will be your current P&L (profit and loss), but as we are aiming to thrive not just survive, I also want you to create an ambitious P&L on top of this.


Your ambitious P&L is going to be filled with your dream goals – so this might be an additional holiday a year, designer clothes and accessories, saving for a rainy day or even your dream car. You can choose to concentrate on one chapter to realise your money-making potential or follow the advice in multiple chapters to reach your goals sooner. Financial stability should be your first goal, but generating extra cash for those dream things you want in your life should also be achievable.


For example, if I were to create an ambitious P&L it would include things like:


[image: image] One extra family holiday a year = £150 per month


[image: image] One designer rucksack = £67 per month


[image: image] Savings = £100 per month


We can then add all of my ambitious goals up over the course of 12 months and see that I need to make an additional £3,804 a year to achieve this. The reason I suggest you create a monthly P&L target is so you can monitor if you are making the additional monthly income to reach your ambitious goals; if you fall short one month, you can use Money Maker to help you top up the following month’s earnings. So, my monthly money-making target is £317.


If it’s true that as a nation we are sitting on a £48 billion treasure trove of unwanted items, then maybe just one of my suggestions will earn you the entire amount of extra cash you need and my job here is done.


The final part of our great big life audit is to understand and be confident completing a tried and tested business technique that makes you analyse your strengths, weaknesses, opportunities and threats – SWOT. As you will see below, a SWOT analysis is made up of internal and external elements to help us assess these four aspects of your bubble. I did tell you that we’d be applying business terminology to your life, in order to achieve your goals!


[image: A SWAT table with three columns and two rows, blank for you fill in. The rows are labelled, Internal Origin (your bubble) and External origin (your environment). The columns are labelled Helpful, will help you achieve your money-making objective, and harmful, will be harmful to you achieving your money-making objective. The boxes in the middle are labelled, Strengths, Weaknesses, Opportunities and Threats.]


This can all sound rather serious but honestly its very simple and will help you focus on your bubble, what talents and treasures you have, whilst also understanding your weaknesses and the threats that could hinder your money-making potential.


As long as you are completely honest when conducting each SWOT analysis, you will save a lot of wasted time and effort. By identifying your weaknesses and threats, you will know the areas where you need to find solutions whilst also highlighting the positive skills you have and the amazing things you can do to make money. Remember, knowledge is power and power equals money.


Do a SWOT analysis for each money-making chapter as this will help you to identify which areas of this book will make you the most. Though I also suggest doing another once you’ve finished reading the whole book. That’s because by then you will have a much greater understanding of your skills, areas that need improving, things you love to do and things you hate. With all the tips, tricks and skills I am about to teach you, you’ll be able to understand where they sit within the SWOT in turn, enabling you to maximise your money-making potential.


To help you complete your first SWOT analysis, opposite is an example I have written based on my money-making plan to rent out items from my bubble to bring in additional cash (Chapter 6).


The first thing I always do before completing the SWOT is deciding the course of action. So I know I want to rent some things to make cash, but how much would I like to make and over what time period?


Dan Hatfield’s Rental SWOT


The plan: to rent out my laptop, spare room and driveway. The financial goal: to make an additional £690 per calendar month on an ongoing basis.


Now I know what my goal is and what I am going to do to try and realise it, I can do some research. As I want to rent out things I own, I can go onto platforms where other people are doing the same to analyse the market and get a clear steer on what I could charge per month for my items.


Based on where I live and current market demand, I ascertain that I could rent out my:


[image: image] Laptop for £100 per month


[image: image] Spare room for £550 per month


[image: image] Driveway for £200 per month


Now I can move on and fill in my SWOT analysis, shown on the next page.






	 


	HELPFUL
to achieve the objective of making money







	Internal origin
(your bubble)


	
My strengths:


1. I am willing and able to designate two days a week to this money-making plan.


2. I am very tidy which should attract rental demand for the spare room.


3. I’m very good at networking and talking to people which will help me market and promote my rental items.








	External origin
(your environment)


	
My opportunities:


1. Our location – our property is in a desirable area, with lots of nice shops, restaurants and cafes a short stroll away, plus the Peak District is only a ten-minute drive away.


2. A new theatre is opening up which will likely drive up the demand for accommodation.


3. We are close to lots of business parks which often struggle to accommodate all parking needs.


4. As we work towards a more sustainable way of life, renting is fast becoming a preferred method for things like laptops, which we don’t need access to 24/7/365.













	 


	HARMFUL
to achieve the objective of making money







	
Internal origin
(your bubble)


My weaknesses:



	
1. I don’t want to work weekends overseeing this.


2. My family often visit and need the parking space.


3. I’m disorganised and forgetful.


4. My husband currently uses the spare room as his office.








	
External origin
(your environment)


Threats:



	
1. My laptop model will likely be superseded by a more modern version soon.


2. There is a new car park being built half a mile away.


3. A big industrial site is being renovated into bedsits and shared accommodation.









With this we have our SWOT analysis, I can use the findings to look at the areas of concern and whether or not I would be willing and able to overcome them. I’ll go through my internal weaknesses and external threats to evaluate whether this is an achievable money-making endeavour.


Weaknesses:


1. I don’t want to work weekends overseeing this. You can schedule your time so that management of these rental opportunities is taken care of on weekdays. You set the parameters of when you are renting your items, so make this clear in your advertising. There is still a big spare room rental market for people who just need weekday accommodation.


2. My family often visit and need the parking space. Most of the time, my family visit on the weekend when I don’t want to be renting out my space, so this should be fine. If I do want to be able to offer it on weekends (because it doesn’t require my management on the weekend) I can make sure I have a clear booking system so when arranging visitors who require parking, I can block out the dates when my family visit.


3. I’m disorganised and forgetful. I’ll need to keep a diary and daily to-do list. I can schedule in time within my diary each day to keep on top of administration, make sure I have done the things needed to rent my items successfully and get someone to check in on my progress to keep me held accountable.


4. My husband currently uses the spare room as his office. This is a luxury and doesn’t outweigh our need to supplement our income, so we can create an office space in the corner of our bedroom or the living room for the times he has to work from home.


Threats:


1. My laptop model will likely be superseded by a more modern version soon. Technology is growing exponentially and will continue to do so. I can keep an eye on the market to make sure I am charging the right amount, reducing this as newer models go on sale. There will still be people out there who don’t need the most advanced laptop; they may just need to complete a course online or do some research, etc.


2. There is a new car park being built half a mile away. I will need to compete with their pricing. They are going to be charging £1 per hour and £20 per 24 hours, so I’ll lower my pricing to be more competitive: 50p an hour and £10 per 24 hours. That’s a tenner a day for doing nothing.


3. A big industrial site is being renovated into bed sits and shared accommodation. From my research, I know that supply is considerably lower than demand, so this is likely not to affect my rental potential. Also, if renting weekdays only, I am more flexible to businesspeople travelling for work, rather than those looking for long-term lets who might be more inclined to take contracts within the new development.


Evaluating my weaknesses and threats, I have found that there are solutions and methods I can deploy to overcome them. In conclusion, this could be an extremely lucrative money-making endeavour for me to reach my ambitious P&L goals.


When you have completed your P&L plus your ambitious P&L you will see what extra money you need to earn to achieve your goals. Then, after each chapter in Money Maker, you can complete a SWOT analysis to understand what your strengths are, how to solve the issues with your weaknesses, grab the opportunities and counter-balance the threats.


That’s all the boring business stuff out of the way. Now we can move forward, planning your next 12 months and the goals you want to achieve. Then I will teach you all my top tips and tricks to unlock the money-making potential within your bubble. Before you know it, you’ll be a fully-fledged bubble entrepreneur and you’ll be able to call yourself an official Money Maker.
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The Cash Calendar


Having completed your big life audit, we have a better understanding of your incomings and outgoings, and now you know how to complete a SWOT analysis you will be able to see what strengths, weaknesses, opportunities and threats are.


Now comes the fun part. I love a planner, somewhere where you can physically put your goals and aspirations, which is why I have drafted a simple ‘Cash Calendar’ template (see page 23), which you can use as inspiration to create your own to put up in your home so that you can track and achieve your money-making dreams.




Dan’s Top Tip


Writing down your goals and putting them into a physical planner that you can see every day is a sure-fire way to keep you on track with your ambitions, making you far more likely to achieve them.





I want you to seriously consider what your goals are once you have completed reading Money Maker. What do you want to achieve financially over the next 12 months? Be ambitious but realistic. I want to enable you to have financial stability and teach you how you can use your bubble to make extra cash in order to achieve your personal dreams.


I find the easiest way to think about goals is to categorise them. This way you work out how much additional income you need to supplement your incomings and succeed.


Life landmarks


We often make the mistake of not planning for the things we take for granted, like friends and loved one’s birthdays, anniversaries, date nights, weddings and births, etc. These landmarks seem small but can really impact your monthly P&L if you haven’t planned for them in advance. By writing these on a calendar, you can manage your finances accordingly and identify if you need a money-making hack to cover any additional costs for a specific month.


Personal treats


What is the point of working so hard if we can’t treat ourselves? My book is designed to help you manage your finances and teach you how to earn some extra cash so that you can reward yourself. So what are the luxuries that make you happy? Perhaps:


[image: image] A spa day


[image: image] Afternoon tea


[image: image] Dinner with friends


[image: image] Shopping for new clothes


[image: image] A cookery lesson


[image: image] Going to a concert


[image: image] The theatre


This list will totally depend on who you are and what you love to do, so these are just some suggestions. These treats should cost no more than roughly £100 – and remember, you are going to have to supplement your salary to achieve these, so it’ll be unrealistic to put one of these in a calendar every day!


Big ticket purchases


This is the most ambitious part of your planning – those really big dream things that I want to help you turn into reality. These are going to take longer to achieve but if you follow all my money-making tips, there’s no reason why you can’t get there. Some big-ticket purchases might be:


[image: image] Dream holiday


[image: image] New kitchen


[image: image] Car


[image: image] Piece of fine jewellery


[image: image] Bike


[image: image] Designer outfit


Of course, I can’t tell you what your dreams are, but I want you to start by putting one on a calendar for the first year. My ultimate hope is that you can add more as the years go on and you’re succeeding as a bubble entrepreneur.


Savings


As we discussed in Chapter 2 – the Big Life Audit – I strongly advise putting aside at least 15 per cent of your earnings into a savings account. Not only does this provide you with a safety net to cover any unplanned incidentals (I once got stung with an awful dental bill) but it also starts to build up a nice little nest egg that can help you achieve your big-ticket purchases a lot sooner.


You might be in a more complex financial situation at present, so if 15 per cent is out of reach, tweak this to something that is achievable. As you take control of your finances, implementing my money-making tips, you can increase the amount you save over time.


Always remember to earn before you spend


All of my guidance will empower and guide you practically on ways to make additional money from your bubble. These are well researched, tried and tested methods but, as with all business ventures, there are no guarantees. You must truly understand your bubble to have a realistic idea of what cash a money-making hack could earn you. Then, completing a SWOT analysis after each money-making chapter will identify which of my tips will be best placed to help you achieve your dreams. It will also enable you to make a plan to handle any threats and weaknesses that may impact your money-making ability. Just remember that the economic environment and other global factors can hinder your efforts, even if you put the work in. So don’t spend that cash until it’s firmly in the bank.


Writing all your goals on a personal calendar will give you a clear oversight of what you need to earn in order to achieve them. As previously discussed, I want you to complete a monthly P&L to keep you on track and in control of your finances and your money-making.


In order to maximise your money-making potential, I suggest finding a combination of quick hustles and some longer-term methods you can use more regularly over the year. This will help provide a constant flow of additional cash, which will in turn make your financial dreams a reality sooner. Your cash calendar can be as simple as mine is below, where I write my monthly goals and what I could do in order to supplement my incomings to pay for the additional things I want.


[image: Personal Cash Calendar template - a table with three rows labelled Month, Goals and Hustles. January is filled in as the month to demonstrate.]
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The Art of the Barter


The art of bartering is one of the most important skills I am going to teach you to succeed with your money-making ambitions.


Bartering is as old as time; we humans bartered before the dawn of language and we naturally barter in everyday life. It happens all around us in various situations. In its purest form, to barter means to exchange goods or services without the use of money.


Throughout your entire life, you will be bartering when you might not even know it, whether it’s within your career or family, with romantic partners or in another area of your life.


I have contemporised the term for the purpose of this book as it requires the same skills that you need to barter for non-monetary exchange, but I am here to teach you how to make money. So, for our purposes, ‘the art of the barter’ is the art of negotiating or haggling – it is using your skills of persuasion and clever use of language to get something for the best value possible.


Did you know that we could be missing out on £6.5 billion each year because we are ‘too British to barter’? research conducted by the website Gumtree stated that our very British desire not to talk about money, not to try and negotiate or haggle, could cost each individual up to £500.1 The research found that 46 per cent of respondents were too embarrassed to barter; 41 per cent were concerned it would make them seem rude and a staggering 80 per cent had never even attempted to barter their entire life. As someone whose entire livelihood is centred around securing the best deal, I am honestly shocked by these findings.


I have never come across a successful entrepreneur who hasn’t mastered the art of the barter to secure the best possible price they can obtain an item for. You might also find it surprising that I advocate strongly for my clients to haggle with me. I get excited with the performative embrace as both sides go to battle to get the best deal. Remember, if a client barters with me to get my price down, they will walk away with the item they came for, at a price they have worked to get as low possible, leaving them empowered and satisfied.


I will often walk into high street shops and ask them for a better price, which is something I definitely learnt from my mum. She is a second-generation pawnbroker and she doesn’t just barter at foreign markets; she will walk into a clothes shop in the UK and ask the sales assistant if they can reduce the price tag. If they can’t, she will ask to speak with the manager and, with her expert skill, she will often secure anywhere from 10 to 40 per cent off the asking price. It was in these moments as a child that I first witnessed the excitement in her eyes and the adrenalin rush she was experiencing.


She didn’t stop there, either; she brought bartering into the pawnbrokers and would negotiate the size and price of deals with clients using her clever techniques. If the client wanted a bigger discount, she would agree as long as they ordered more products, and herein the bartering battle commenced.


I can now relay this to you all as not only a skill for money saving but very much one for money making. By implementing it within my own business, I see multiple satisfied customers who are return clients because they are assured they are getting the best deal. On a micro level you might be thinking, ‘But you lose a percentage of your profit!’ Which is true, but on a macro level I build up a committed business relationship with repeat clients, who will not only deal with me in the future but also tell other businesses about the deals that can be struck in my shop.


This is why bartering is a mutually useful skill and, as a money-making bubble entrepreneur, I want you to embrace it and understand how this art form can benefit you. How it creates a less formal business relationship and, instead, a personal relationship founded on trust, respect and appreciation. Of course, the barter can also return to its earliest meaning and not have a monetary value. It could mean including things like free delivery or removal, free wrapping – some extras that help sweeten the deal and strengthen the relationship.


‘So what is the best way to barter?’ I hear you ask. Well, there isn’t an exact science but there are lots of tips and tricks I have picked up and created over the years. Most of it comes from communication skills, a lot of it comes from confidence, and if you follow my advice you should be a bartering bubble entrepreneur in no time at all. First off, you need to:


1. Normalise bartering


There’s a stereotyped assumption that in Britain we are extremely polite. But regardless of whether this is true or not, why do we think that bartering is being impolite? I’m not asking you to be rude or improper, far from it. All I want you to do is use a trait that our ancestors used in everyday undertakings from the start of civilisation. As I mentioned, bartering is merely negotiating, something you do when you’re looking for better mobile phone deals, TV subscription packages or even insurance policies. In these situations, how often do you say, ‘But this company have offered me the same for less’? Then a process of negotiation and discussion is undertaken where the company you are talking with tries to retain or secure your custom.


So, I want you to get comfortable with understanding how you can deploy the art of the barter into all of life’s circumstances, especially when it comes to buying or selling goods to make money.


As discussed, this isn’t rude. I want you to relax and never be confrontational or annoyed if someone offers you a price far lower than the price you’d like to achieve – they are merely exercising their right to barter to get the best deal. Take the emotion out of it; that isn’t a personal attack they are playing their hand to secure as much of a discount as possible. So, keep your cool and have a few fun retorts up your sleeve. ‘Do you want the shirt off my back, too?!’ is one of my favourites.


2. Know the intrinsic value of an item or service.


Knowledge is power, as the old adage goes, and this is absolutely true. Too often, we don’t do enough market research when it comes to deciding the price point for our goods or services. Without the knowledge of the appropriate market value, you have no idea of the parameters within which you can barter. When you accept that bartering is going to be a key factor in your negotiations, you accept the fact that you will need to have wiggle room in order to secure a sale. So, do your research.


Find out how much the item or service would cost the customer if they were buying it elsewhere, know and understand the variations of price points based on location or item’s uniqueness, then set a price that you can successfully see a return within. People will always try and barter you down further, so be confident with the lowest you can go without it being a money loser. This has to include all costs to get this sale to market – whether that includes your time, marketing materials or anything else. If you have spent out to sell this item, you need to cover all of these costs and see a profit.


3. Understand the buyer


To successfully barter, you need to understand who you are bartering with. What is motivating this potential client? Are they in a hurry to make a purchase? Maybe they’re absolutely in love with it and desperate to have it? Or perhaps they have been looking for an item like this for a long time. Knowing their motivation will place your position for the start of the barter race. The keener they are, the stronger you can hold firm. But if they’re sitting on the fence – maybe they are unsure of the colour of the item or whether they can afford it – then obviously you are going to need to do some stellar bartering to secure the sale.


Take into account these key factors when understanding the buyer:


Emotional factors


You need to understand and establish if the potential buyer has an emotional link to the item you are trying to sell. Is it something nostalgic that evokes memories of their childhood, maybe something that a loved one desperately wants or even something which will complete a set? When you understand whether the item has an emotional pull, then you are better informed about whether the monetary value has an impact on their decision or if you just need to engage with the emotion during barter to secure a deal.


Necessity factors


Does the buyer need the item or service you are selling? Maybe it’s a costume for a specific fancy dress party, or they have to rent a high-end laptop to complete a work project. Whatever the reason, understanding how much they see the thing you are selling as a necessity will impact the art of the barter – needing things is a driving factor but not as strong as emotional, so you will need to barter harder to secure the sale.


Time factors


If what you are selling is needed urgently, you can secure a deal pretty quickly. But if your customer has time to shop around, you’ll need to come in hard with the lowest price you can afford to secure a sale.


Financial factors


How often in life are we led by financial factors? I mean, why are you reading this book? Finance impacts so many of our decisions so this is a key area to understand when planning your barter. If finances are tough for your buyer, you’ll need to barter with emotional or necessity factors. For example, explain how the item would look good on them or would improve their business venture, etc. Also, deploy other tactics like BOGOF (buy one get one free) or offer a larger discount if they buy two, and so on. Helping them to understand the deal they’re getting with extras may encourage them to part with their cash and still have them leaving feeling rewarded.
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