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Disclaimer

The purpose of this book is to provide practical guidance to individuals considering
starting and operating a gardening business.

Readers are responsible for ensuring compliance with all applicable laws,
regulations, taxation requirements, insurance obligations, and health and safety
responsibilities.

Neither the author nor Trade Skills Hub Academy accepts liability for losses,
damages, injuries, or business outcomes arising from use of this publication.

All income examples and business scenarios are illustrative only and should not be
interpreted as guarantees of future earnings or success.



About Trade Skills Hub Academy

Trade Skills Hub Academy provides practical learning resources for tradespeople,
apprentices, students, and aspiring business owners.

Our mission is to help people develop practical skills, build successful careers, and
create profitable businesses within the skilled trades sector.

We produce resources covering trade mathematics, technical knowledge, business
start-up guides, and business management tools for the trades.

Practical Skills « Real Businesses ¢ Better Futures

Welcome

Thank you for purchasing this Trade Skills Hub Academy publication.

This guide has been written to provide a practical, realistic, and straightforward
roadmap to starting and running a successful gardening business in the United
Kingdom.

The aim is simple: to help you build a profitable, professional, and sustainable
gardening business.

Who This Book is For

« Individuals starting their first gardening business.

« Career changers seeking self-employment.

» Existing gardeners wanting to work for themselves.

« School leavers and apprentices.

 Anyone looking to turn practical gardening skills into a profitable business.

Who This Book is Not For

« People looking for a get-rich-quick scheme.

« Individuals unwilling to undertake physical outdoor work.

» Readers seeking advanced horticultural qualifications.

» Those unwilling to learn basic business and customer service skills.



How to Use This Book

Read the book from beginning to end if you are starting from scratch.

Existing gardeners may use it as a reference guide and focus on chapters relevant to
their current stage of business development.

Use the action points, checklists, and examples throughout the guide to help turn
knowledge into action.

What This Book Does Not Cover

While this guide provides comprehensive advice on starting, running, and growing a
successful gardening business, it is important to understand what it does not cover.

This book is primarily a business start-up and management guide rather than a
practical gardening training manual. It does not attempt to teach horticulture in
depth, identify every plant species, explain advanced pruning techniques, diagnose
plant diseases, or provide detailed instruction on specialist landscaping activities
such as garden design, tree surgery, paving, fencing, or construction work.

Readers who are new to gardening may wish to supplement this book with practical
gardening experience, horticultural training courses, books, online resources, or
work alongside experienced gardeners to develop their technical skills and
knowledge.

Similarly, while this guide discusses legal, financial, taxation, insurance, and health
and safety considerations relevant to gardening businesses, it should not be regarded
as professional legal, accounting, or financial advice. Regulations and requirements
can change over time, and readers should seek advice from appropriately qualified
professionals where necessary.

The focus of this book is simple: helping you build a professional, profitable, and
sustainable gardening business. It provides the business knowledge, systems, and
practical guidance needed to succeed as a self-employed gardener, while recognising
that the development of practical gardening skills is a lifelong learning journey in its
own right.
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How to Set Up and Run Your Own Gardening Business

Introduction

There has never been a better time to start a gardening business.

Across the United Kingdom, millions of homeowners, landlords, businesses, and
organisations need help maintaining and improving their outdoor spaces. Many
people simply do not have the time, physical ability, knowledge, or equipment to care
for their gardens themselves. As a result, the demand for reliable, professional
gardening services continues to grow year after year.

For many people, gardening offers something that is increasingly difficult to find in
modern working life. It provides the opportunity to work outdoors, stay physically
active, enjoy variety from day to day, and see the direct results of your efforts.
Perhaps most importantly, it offers the possibility of building a business that
provides independence, flexibility, and control over your future.

Unlike many businesses that require large investments, specialist premises, or
extensive qualifications, a gardening business can often be started with relatively
modest resources. A basic set of tools, a willingness to learn, and a commitment to
delivering a reliable service are often enough to begin attracting your first customers.

However, starting a gardening business and building a successful gardening business
are two very different things.

Many people assume that being good at gardening automatically means they will
succeed in business. Unfortunately, that is rarely the case. While practical gardening
skills are important, long-term success depends just as much on understanding
pricing, customer service, marketing, organisation, communication, and financial
management.

The good news is that these are all skills that can be learned. That is exactly why this
book was written.

This guide has been designed to provide a realistic, practical roadmap for anyone
considering starting a gardening business in the UK. It does not assume you have
previous business experience, nor does it assume you are already an expert gardener.
Instead, it takes you step by step through the process of planning, launching,
operating, and growing a profitable gardening business.



Throughout the book, we will examine the opportunities and challenges of self-
employment, the different types of gardening services you may choose to offer, how
to find and retain customers, how to price your work properly, and how to build a
professional reputation that generates repeat business and referrals.

You will also learn about the less glamorous but equally important aspects of running
a business, including record keeping, insurance, taxation, health and safety,
equipment management, and cash flow.

Most importantly, this book focuses on practical action rather than theory.

Wherever possible, you will find examples, checklists, exercises, templates, and real-
world scenarios designed to help you apply the information directly to your own
business. The objective is not simply to help you understand what needs to be done,
but to help you actually do it.

As you work through the chapters, remember that every successful gardening
business started somewhere. Many began with a single customer, a second-hand
mower, and a determination to provide a better service than the competition.

The business you build may eventually become a modest sole-trader operation that
provides a comfortable income and flexible lifestyle. Alternatively, it may grow into a
larger enterprise employing staff, operating multiple vehicles, and serving hundreds
of customers. Both outcomes are equally valid. Success should be defined by your
own goals, not somebody else's. The important thing is to start with realistic
expectations.

Building a successful gardening business takes time. Customers are earned,
reputations are built gradually, and experience develops through practical work.
There will be challenges, mistakes, and occasional setbacks along the way. Every
business owner experiences them.

What separates successful business owners from unsuccessful ones is rarely talent
alone. More often it is consistency, professionalism, reliability, and the willingness to
keep moving forward when things become difficult.

If you are prepared to learn, work hard, and provide genuine value to your
customers, there is every reason to believe that you can build a successful gardening
business.



The purpose of this book is to help you do exactly that.

Let's get started!



Getting Started

Chapter 1 Why Start a Gardening
Business?

Itis7.45 on a Tuesday morning in late April. Marcus pulls his van off a quiet residential
street in Shrewsbury, kills the engine, and sits for a moment with the window down.
The air smells of cut grass and the faint sweetness of apple blossom from the orchard
two gardens over. A blackbird is working the flowerbed along the fence. In two hours
this garden — a tired, overgrown half-acre he first visited in February — will have edges
sharp enough to satisfy any lawn-care magazine. He'll load up his tools, send an
invoice from his phone on the drive to his next job, and be home in time to pick his

daughter up from school.

Two years ago Marcus was managing a call centre. Long commute. Strip-lit office.

Performance reviews. He doesn’t miss it.

This book is about the world Marcus found on the other side of that decision, and how
to reach it with your eyes open. A gardening business is one of the most accessible ways
to become self-employed in Britain. The barriers to entry are low. The demand is
steady. The work is tangible, often beautiful, and takes place outside. But “accessible”
doesn’t mean easy, and “outside” occasionally means horizontal sleet. So before we get
into licences and pricing and finding clients, let’s spend a chapter being honest about
what this life really looks like — the appeal, the variety, and the shape of a genuinely

sustainable career.



A Day in the Life

There is no single “typical” day in gardening, which is one of its great attractions. But

let’s follow someone through one to get a feel for the rhythm.

Sarah is in her third year of running a maintenance-focused one-woman business in
Cheshire. She services around twenty-two regular gardens — a mix of weekly,

fortnightly, and monthly clients. On this particular Wednesday she has four jobs.

She loads the van the night before: mower, strimmer, hedgetrimmer, blower, rake,
edging shears, kneeler, trug, hand tools. It takes twelve minutes. She has done it so

many times it’s automatic. She is on the road by eight.

First garden: a small terrace in a conservation area. Forty-five minutes. She mows the
pocket-sized lawn, deadheads the roses along the front fence, and pulls a handful of
weeds from the gravel. The client, an elderly woman called Jean, brings out tea without
being asked. They chat for five minutes about whether the wisteria needs cutting back.

It does. Sarah adds a note to her client file.

Second garden: a larger Victorian semi with a complicated planting scheme. Two
hours. This is a client who cares deeply about the garden and emails questions between

visits. Sarah enjoys the challenge.

Lunch — a sandwich in the van, listening to a podcast. She responds to two enquiry
messages, one from a potential new client, one from an existing client asking whether
she can do an extra visit before a garden party. She checks the weather forecast. Rain

is due on Friday; she’ll reshuffle her schedule tonight.

Third and fourth jobs take her into the afternoon. By four o’clock she is home, van
unloaded, tools cleaned. She spends half an hour on admin: sending two invoices,

updating her mileage spreadsheet, ordering a replacement blade. By five she is done.

5



It is not glamorous. It is sometimes physically demanding. Her lower back knows
about it by Thursday. But she is in charge of her time in a way she never was in her

previous job in retail management, and she earns more than she did there.

Who This Book Is For

This guide is written for three broad groups of people, though the reality is that many

readers will straddle more than one.

Career Changers Leaving Trades or Office Work

If you have spent years in a job that pays decently but takes something from you each
day — the commute, the politics, the sense that your contribution is invisible — you
may find gardening an almost startling contrast. The work is visible. You can see what
you have done. Clients say thank you in a direct way that is comparatively rare in

corporate life.

Many of the best gardening business owners come from trades: plumbers, electricians,
builders who want to work outdoors and find that their existing skills in estimating,
tool maintenance, and managing client expectations translate directly. Others arrive
from retail, admin, teaching, or management. What you are bringing is not just any
horticultural knowledge you happen to have — it is your reliability, your

communication skills, and your ability to run yourself as a professional.

The practical horticulture, if you lack it, can be learned. We'll talk about that in Chapter

2.

School Leavers and Apprentices
Starting a business at eighteen sounds daunting, and the honest advice is that most
people benefit from working for someone else first — whether that’s a garden

contractor, a local authority parks department, a nursery, or a landscaping firm.
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Working for wages for two or three years teaches you the pace of the work, the seasonal
rhythms, the equipment, and how experienced gardeners make decisions. It also

means you are learning on someone else’s tools, insurance, and time.

But youth is not a disqualifier. Several of the most impressive small gardening
businesses operating today were started by people in their early twenties. Energy,
willingness to learn, and a clean, professional manner with clients count for a great
deal. If you are at the beginning of your career and gardening is your direction, this
book will help you understand what you are building toward — and help you get there

faster.

Apprenticeship routes in horticulture have improved significantly in recent years. The
Level 2 and Level 3 Horticulture Operative and Horticulture Supervisor
apprenticeships offer structured training while you earn. We'll signpost these

alongside other qualifications in Chapter 2.

Existing Gardeners Going Self-Employed

You already know the work. You may have been employed by a garden centre, an
estate, a contractor, or a local council for years. You're good at the practical side. What
you're less sure about is whether you can run the business end: finding clients, setting

prices, dealing with tax, handling a difficult customer.

This book was written with you in mind as much as anyone. The chapters on pricing,
client acquisition, and the business of being self-employed are designed for people who
know which end of a spade to hold but have never had to write their own invoice. The
transition from employed to self-employed is the biggest psychological shift in this

journey, and we’ll spend time making it feel manageable.



Types of Gardening Business

One of the first decisions you will face — or rather, one of the first things that will
emerge as you gain experience — is what kind of gardening business you actually want
to run. The field is far broader than most people realise when they start, and the
different models carry very different implications for your income, skills, equipment

investment, and working life.

Here are the main types, each illustrated with a brief portrait.

Maintenance-Only

Portrait: Pete, West Midlands

Pete runs a tight operation: himself and one part-time assistant, serving thirty-
eight residential gardens on fortnightly cycles. He doesn’t do planting, he doesn’t do
landscaping, he doesn’t design anything. He mows, strims, edges, hedges, and keeps
things tidy. His pricing is fixed per visit, his schedule rarely changes, and his income
is almost completely predictable. He took a two-week holiday in September for the
first time in his working life.

The maintenance model — regular visits to keep gardens in good order — is the most
common entry point for new gardening businesses, and for good reason. Clients are
recurring. Work is predictable. Equipment requirements are well understood. The
income, once you have a full client book, is relatively stable across the year (with a

natural dip in deep winter, which we will address in Chapter 9).

The limitation is the ceiling. There are only so many gardens one person can service,
and growth beyond that requires taking on staff, which changes the nature of the

business considerably.



Lawn-Care Specialist

Portrait: Diane, Nottinghamshire

Diane does nothing but lawns — and she is booked out from March to October. She
offers scarification, aeration, overseeding, lawn feeding programmes, weed and
moss treatment, and seasonal mowing contracts. Her equipment is specialised and
expensive, but the margins are strong. Her clients pay annually for programmes
rather than per visit, which gives her cash flow that most maintenance gardeners
can only envy.

Lawn care as a specialism has grown considerably over the past decade, partly driven
by homeowners who have become more interested in achieving a ‘lawn of the year’
standard, and partly because the subscription model — year-round programmes —
suits both client and business. Franchise options exist in this space (names like
GreenThumb and Lawn Doctor), which offer a route in with established branding and
marketing support, though at a cost. Going independent is also very viable, and

Chapter 14 discusses both routes.

The specialism requires genuine knowledge of soil science, grass varieties, and
treatments. It is learnable, but you need to invest in that knowledge before you charge

for it.

Planting and Soft Landscaping

Portrait: Amy, Surrey

Amy describes her business as ‘making gardens come alive.’ She is not a garden
designer — she doesn’t produce plans or charge for consultations — but she has an
extraordinary eye for planting. Clients come to her with a brief (‘I want year-round
colour’, ‘I want low maintenance’, ‘I want something the deer won't eat’) and she
sources and installs the plants, then looks after them seasonally. Her day rate is
higher than most maintenance gardeners in her area. She has a waiting list.

Planting-focused work sits between pure maintenance and full garden design. It
requires strong horticultural knowledge — you need to know your plants, their habits,

their soil and light requirements, and how they will perform across the seasons. But it



does not necessarily require design qualifications or the software investment of a

design-led business.

This model often develops naturally. A maintenance gardener who is trusted by their
clients, and who has an eye for plants, often finds themselves being asked to do more
— ‘What would you put here?’, ‘Can you source me some of those?’. Following that

thread can lead somewhere rewarding.

Design-Led
Portrait: James, Edinburgh

James spent fifteen years as an architect before retraining in garden design at a
Scottish college. He now runs a small practice: one employee, a network of trusted
contractors, and a client base that is willing to pay significantly for thoughtful,
original garden design. He does not get his hands dirty very often — his role is
concetving, drawing, specifying, overseeing. The projects take months. His income
reflects it.

Garden design is its own profession, and a serious one. It demands training (typically
a qualification such as those offered by the English Gardening School, the Inchbald
School, or RHS-accredited courses), software skills (SketchUp, AutoCAD, or

equivalent), and the confidence to charge professional rates for a professional service.

This book covers garden design only in outline. If the design-led route calls to you,
dedicated resources and courses exist, and we will signpost them. But many of the
business fundamentals in these pages — pricing, client management, marketing,

working with contractors — apply directly to a design practice too.

Continue reading in the full edition.
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