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Disclaimer 
 
The information contained in this book is provided for educational and informational purposes 
only. Every reasonable effort has been made to ensure that the content is accurate and up to 
date at the time of publication. However, the author and publisher make no representations or 
warranties regarding the completeness, accuracy, reliability, or suitability of the information for 
any particular purpose or individual circumstance. 
 
The guidance, recommendations, and examples presented throughout this book are based on 
practical experience and general business principles. Business results will vary depending on 
factors including location, market conditions, competition, individual skills, experience, effort, 
and economic circumstances. As a result, no guarantee of success, income, profitability, or 
business performance is expressed or implied. 
 
Nothing contained within this publication should be interpreted as legal, financial, taxation, 
accounting, insurance, health and safety, or professional business advice. Readers are strongly 
encouraged to seek advice from appropriately qualified professionals before making decisions 
relating to business structure, taxation, insurance, licensing, regulatory compliance, contracts, 
health and safety obligations, or any other matter that may affect their business activities. 
 
The author and publisher accept no responsibility or liability for any loss, damage, injury, 
expense, or inconvenience arising directly or indirectly from the use of, or reliance upon, any 
information contained in this book. Readers remain solely responsible for their own decisions, 
actions, and business outcomes. 
 
Laws, regulations, tax rules, and industry requirements can change over time. Readers should 
always verify current requirements with the relevant authorities, professional advisers, or 
regulatory bodies before taking action. 
 
By reading and using this book, you acknowledge and accept that you are responsible for your 
own business decisions and that the author and publisher cannot be held liable for the results 
of those decisions. 
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Preface 
 
Starting your own handyman business can be one of the most rewarding ways to achieve greater 
control over your income, working hours, and future. Many successful handymen begin with 
nothing more than practical skills, a willingness to solve problems, and a desire to work for 
themselves. However, turning those skills into a profitable and sustainable business requires 
more than simply being good with tools. 
 
This book has been written to help bridge the gap between practical ability and successful 
business ownership. 
 
Whether you are considering a part-time side business, planning a career change, or looking to 
build a full-time self-employed income, this guide has been designed to provide a realistic and 
straightforward roadmap. It is aimed at people across the UK who possess basic DIY skills but 
may have little or no experience of running a business. 
 
Unlike many business books that focus heavily on theory, this guide is built around practical, 
real-world experience. It covers the challenges that self-employed handymen face every day, 
including finding customers, pricing work correctly, managing finances, organising jobs, and 
building a reputation that generates repeat business and referrals. 
 
Throughout the book, you will discover practical advice and proven strategies focused on: 
 

• Starting with confidence, even if you have limited business experience 
• Building a business that supports your lifestyle and personal goals 
• Pricing your work professionally and profitably 
• Delivering excellent customer service and earning trust 
• Managing your time, money, and workload effectively 
• Growing through reputation, recommendations, and repeat customers 
• Avoiding common mistakes that cause many new businesses to struggle 

 
One of the biggest misconceptions about running a handyman business is that you need to be 
an expert in every trade. In reality, success often comes from being reliable, professional, 
organised, and honest about your abilities. Customers value clear communication, punctuality, 
and trustworthiness just as much as technical skill. 
 
This book does not promise overnight wealth or instant success. Building a successful 
handyman business takes effort, consistency, and a willingness to learn. However, for those 
prepared to put in the work, it can provide an enjoyable, flexible, and financially rewarding 
career. 
 
As you work through the chapters, remember that you do not need to implement everything 
immediately. Focus on understanding the principles, applying the ideas that are relevant to your 
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situation, and improving step by step. Small, consistent actions often produce the biggest long-
term results. 
 
Whether your goal is to earn a little extra income on the side or create a thriving full-time 
business, the information contained in this book will help you build strong foundations for long-
term success. 
 
I wish you every success on your journey. 
 
Trade Skills Hub Academy 
Real World Skills for a Better Future  
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Who This Book Is For 
 
This book is designed for practical people who want to turn their skills into a reliable source of 
income and build a successful handyman business. 
 
It is particularly suitable for: 
 
People with DIY and Practical Skills 
 
If you are comfortable using tools, carrying out basic repairs, assembling furniture, decorating, 
or tackling everyday household maintenance tasks, this book will help you transform those 
abilities into a professional service. 
 
Individuals Considering Self-Employment 
 
If you are thinking about becoming your own boss, gaining more control over your working life, or 
creating an alternative to traditional employment, this guide will show you how to get started in 
a realistic and structured way. 
 
Those Looking to Start a Side Business 
 
Many successful handyman businesses begin as part-time ventures. If you want to generate 
additional income alongside your current job, this book will help you start small, gain 
experience, and grow at a pace that suits your circumstances. 
 
Tradespeople Looking to Work for Themselves 
 
If you already have experience in a trade or maintenance role and are considering self-
employment, you will find practical guidance on pricing, marketing, customer management, 
and the day-to-day realities of running a small business. 
 
Anyone Seeking a Straightforward Approach 
 
This book avoids unnecessary jargon and complicated business theory. Instead, it focuses on 
practical, proven methods that can be applied immediately to help you start and grow a 
handyman business in the UK. 
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Who This Book Is Not For 
 
This book may not be suitable if: 
 

• You are looking for a quick-rich or "get rich quick" business opportunity. 
• You are unwilling to deal with customers, quoting, administration, or the responsibilities 

that come with self-employment. 
• You are not prepared to take ownership of your work, decisions, and business 

outcomes. 
• You are looking for advanced technical trade training rather than guidance on starting 

and running a handyman business. 
 

How to Use This Book 
 
This book has been designed as a practical step-by-step guide that takes you from the initial 
idea of becoming a handyman through to operating and growing a successful business. 
 
Each chapter builds upon the previous one, helping you develop both the practical and 
business skills required to succeed. 
 
You do not need to read the book in a single sitting. Many readers will benefit from working 
through one chapter at a time and completing the exercises and planning activities as they go. 
 
For best results: 
 
• Read each chapter carefully before moving on. 
• Complete the planning exercises using your own circumstances. 
• Keep notes and action plans as you progress. 
• Revisit key chapters as your business develops. 
• Focus on steady improvement rather than perfection. 
 
The goal is not simply to help you start a handyman business, but to help you build a business 
that is profitable, sustainable, and enjoyable to run. 
 

A Final Word 
 
You do not need to know everything before you begin. Most successful handymen start with a 
limited range of skills and gradually expand their knowledge, experience, and confidence over 
time. 
 
What matters most is being reliable, professional, willing to learn, and committed to delivering a 
good service to your customers. 
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If you are prepared to take consistent action, learn from experience, and build your business 
one step at a time, this book will provide the knowledge and practical guidance needed to 
create a profitable and sustainable handyman business. 
 
Your journey starts here. Good luck.  
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Introduction 

If you are handy with tools and the kind of person friends call when something breaks, you may 

have wondered whether you could turn those skills into a proper income. For many people in 

the UK, a handyman business is one of the most straightforward ways to become 

self‑employed. You can start small, with basic tools and a car or small van, and build up 

gradually as you gain experience and regular customers. 

This book is written for UK‑based beginners with some DIY ability but little or no business 

experience. You might already be working in a trade, facilities, care, or another sector, and be 

looking for a way to earn extra money on the side. Or you might be considering leaving your job 

to go self‑employed but feel unsure where to begin. The aim of this guide is to walk you through 

the process step by step, in plain language, with realistic examples and plenty of practical tips. 

A handyman business can be surprisingly flexible. Some people focus on small domestic tasks: 

putting up shelves, assembling flat‑pack furniture, fixing dripping taps, resealing bathrooms, 

and dealing with the long list of “little jobs” that busy households never get round to. Others 

specialise in light property maintenance for landlords and agents, or small‑scale improvements 

such as installing laminate flooring, building simple stud walls, or fitting kitchens. You can 

design your business around your skills, your tools and your preferred type of work. 

However, being a good handyman is not just about being practical. To make a reliable living, you 

also need to think like a small business owner. That means understanding your costs, pricing 

your work so you make a profit, keeping your paperwork in order, communicating clearly with 

customers, and managing your time so you don’t get overwhelmed. Many new handymen fail 

not because they can’t do the work, but because they undercharge, say yes to everything, and 

lose control of their schedule and cash flow. 

This book will help you avoid those mistakes. We will look at whether a handyman business is 

right for you, how to define your services, and how to plan something that fits your life rather 

than takes it over. We will cover legal setup and insurance in the UK, the essential tools and 

vehicle you need to get started, and practical ways to price your work fairly and profitably. You 

will also learn how to find your first twenty customers, build trust and a strong reputation, stay 

organised with jobs and money, and do basic marketing and branding without spending a 

fortune. 

You do not need to be perfect, and you do not need to know everything before you start. Many 

successful handymen begin with a fairly narrow set of skills and learn more as they go. The 
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important thing is to start with a clear, honest picture of what you can do safely and 

competently, put good foundations in place, and improve your systems as your business grows. 

Throughout the book you will find reflective questions and simple exercises to help you apply 

the ideas to your own situation. 

If you are ready to turn your DIY skills into a steady, respectable income, and maybe even build a 

business you can be proud of, let’s begin with a key question: is a handyman business actually 

the right choice for you? 
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Chapter 1 – Is a Handyman Business Right for You? 

Starting a handyman business can look very attractive from the outside. You choose your own 

hours, work with your hands, and see the results of your efforts at the end of each day. You don’t 

have a boss watching over you. Customers are often grateful and relieved when you fix 

something that has been bothering them for months. At its best, the work can be satisfying, 

social and reasonably well‑paid. 

But self‑employment is also demanding. It requires self‑discipline, resilience, and a willingness 

to deal with uncertainty. Before you invest money in tools, branding or a van, it is worth taking an 

honest look at whether this type of business suits your personality, lifestyle and long‑term goals. 

1.1 The realities of day‑to‑day handyman work 

On a typical day, a solo UK handyman might: 

• Visit two to four different properties 

• Diagnose and fix a mix of small problems 

• Collect materials on the way or between jobs 

• Speak with customers, take calls, and respond to messages 

• Do basic paperwork in the evening (quotes, invoices, logging expenses) 

The work itself is varied. In one week you might: 

• Replace a bathroom tap and reseal a shower tray 

• Repair a section of skirting and repaint a hallway 

• Assemble wardrobes, beds and shelving units 

• Fit blinds and curtain poles 

• Patch and paint damaged walls after a leak 

• Do minor carpentry or garden maintenance 

Some jobs will be straightforward and quick. Others will uncover hidden problems such as 

rotten wood, poor previous work or inaccessible pipework. You need to be comfortable solving 

problems on the spot, thinking clearly under a bit of pressure, and explaining options calmly to 

customers who may be stressed or frustrated. 
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1.2 Skills and qualities that help you succeed 

Technical skills are important, but they are only part of the picture. Successful handymen often 

share certain personal qualities: 

• Practical competence – you can safely use tools, follow instructions, and work methodically. 

• Attention to detail – you care about finishing jobs properly, tidying up, and leaving a neat 

result. 

• Reliability – you turn up when you say you will, keep customers informed, and do what you’ve 

agreed. 

• Communication – you can explain problems and solutions in simple terms, listen carefully, 

and manage expectations. 

• Problem‑solving – you are not easily flustered when something unexpected appears; you can 

work out a sensible plan. 

• Physical stamina – you can cope with lifting, working on your knees or up a ladder, and being 

on your feet for much of the day. 

You don’t have to be naturally gifted at all of these, but you should be willing to develop them. 

For example, if you know communication is not your strong point, you can use simple templates 

for messages and quotes to make things easier. 

1.3 Lifestyle fit: hours, family and energy 

A handyman business can be flexible, but it is not always as relaxed as social media makes it 

appear. Customers usually want you during daytime, Monday to Friday, with some evenings and 

Saturdays for quotes or urgent jobs. If you have family responsibilities, you need to think about 

how your working hours will fit around school runs, caring, or other commitments. 

Questions to consider: 

• Are you willing and able to work several days a week on your feet, sometimes in cold or 

cramped conditions? 

• How will you handle busy periods, such as pre‑Christmas or spring, when demand often 

increases? 

• Are you happy to occasionally work early mornings, evenings or weekends when needed, or 

do you want strict boundaries? 

• If you are currently employed, will you start the business as a side hustle first, or do you 

intend to go all in? 
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There is no single right answer, but being clear now will help you design a business that supports 

your life rather than constantly conflicting with it. 

1.4 Money expectations: income, costs and risk 

Many people are attracted to self‑employment because they hope to earn more money than in a 

regular job. A handyman business can provide a decent income, but it is important to 

understand that: 

• There is no guaranteed salary. Income can vary week to week. 

• You must cover your own costs: fuel, tools, insurance, tax, NI, holidays and sick time. 

• Time spent quoting, travelling, and buying materials is usually unpaid unless your pricing 

covers it. 

In the UK, typical handyman rates vary by area, but many independents charge either a day rate 

or an hourly rate that reflects their skill and costs. You may see advertised rates that look high 

compared to your current wage, but remember that only part of your working time is actually 

billable to customers. 

Ask yourself: 

• How much do I need to earn per month to cover my household bills and basic lifestyle? 

• What is my “bare minimum” income, and what would feel comfortable? 

• Do I have savings or a backup plan for quieter periods? 

Later chapters will walk you through pricing and planning in more detail, but it is useful to check 

your expectations early. 

1.5 Risk tolerance and responsibility 

As a self‑employed handyman, you are responsible for your own decisions. You decide which 

jobs to take, how to carry them out, and what standards you work to. If something goes wrong, 

you must put it right and deal with any consequences. This is why appropriate insurance and 

careful choice of work are so important. 

Think about: 

• Are you comfortable being the person customers look to when something fails or needs 

redoing? 

• Will you be able to stay calm and professional if a customer is unhappy? 

• Are you prepared to say “no” to jobs that are beyond your competence or too risky? 
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You do not need to be fearless, but you do need to be honest with yourself about what you can 

safely handle. 

1.6 Local demand and competition 

In most parts of the UK there is steady demand for reliable handymen. Many households do not 

have the time, skills or tools to tackle even simple jobs. Landlords, letting agents and small 

businesses also often need someone to sort out minor issues without calling in separate 

specialist trades each time. 

It is still sensible to look at your local area: 

• Are there already several handymen advertising nearby? 

• What kind of work do they seem to focus on (domestic, landlord, commercial)? 

• Are there any obvious gaps, for example “no job too small” or “handyman for older 

homeowners”? 

• Do you live in a mainly owner‑occupied area, a student area, or somewhere with lots of 

rentals? 

You do not need to be unique, but it helps to have a rough idea of where your customers will 

come from and how you might stand out. 
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1.7 Simple self‑assessment exercise 

To help you decide whether a handyman business is a good fit, take a few minutes to reflect on 

the following statements. Rate each one from 1 (strongly disagree) to 5 (strongly agree): 

a) I enjoy practical tasks and feel confident using basic tools. 

b) I’m comfortable meeting new people and talking to customers. 

c) I can motivate myself to work without a boss watching me. 

d) I handle uncertainty reasonably well and don’t panic easily. 

e) I am willing to learn about pricing, paperwork, and basic business skills. 

f) I have enough physical energy for several active days a week. 

g) My family or close friends are broadly supportive of me going self‑employed. 

h) I’m prepared to start small and build up gradually. 

If you score high on most of these, a handyman business is likely to suit you. If you score low on 

several, it doesn’t mean you can’t succeed, but you may need to put extra support in place, 

such as setting clear routines, getting help with admin, or limiting the type of work you take on. 

1.8 Deciding how to proceed 

At this stage, you do not need to make an irreversible commitment. You have several options: 

• Start very small, offering a limited range of services in your local area on evenings or 

weekends. 

• Take a short period of leave from your main job (if possible) to test whether there is enough 

demand. 

• Go full‑time only once you have some bookings lined up and understand your numbers. 

The rest of this ebook will assume you are serious about giving the business a fair chance. In the 

next chapter, we will look at how to define your skills and services so you start with a clear, 

realistic offer that matches both your abilities and what customers actually want. 

 


