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How to use this manual

This is a working manual, not a motivational book. It is written by people who have run the
trade, and it assumes you mean to make money from it. Read it once from front to back,
then keep it open beside you as you set up. The fifteen chapters follow the order you will
actually do things: decide whether the trade suits you, get legal and insured, buy the right
machine, learn the craft, find your first customers, price the work, then grow into agents,
commercial contracts and the add-on stack. You do not need to read ahead to act. Each
chapter tells you what to do, when to do it, what it costs, and what it earns.

The manual is one of three things you now own. The second is a ten-file Excel toolkit.
These are the spreadsheets that turn the advice into numbers you can use the same week: a
self-assessment scorecard, a profit-and-loss tracker, a client and job tracker, a pricing
calculator, a cleaning-technique checklist, a COSHH risk assessment, a job quality
checklist, a quote and proposal template, a pipeline tracker, and a first-90-days checklist.
When a chapter points you to a toolkit file, open it and fill it in. The pricing calculator alone
will stop you from underpricing your first ten jobs, which is where most people lose

money. Appendix A lists all ten and when to use each.

The third thing is the sixty-prompt Al library. These are ready-made prompts for the
admin that eats a tradesperson's evenings: quotes, customer messages, agent and
commercial outreach, review requests, before-and-after captions, and content for your
Google Business Profile. Paste them into any modern Al assistant, change the details in the
brackets, and you have a draft in seconds. They will not clean a carpet for you, but they will
give you back the hours you would otherwise spend staring at a blank message box.

Appendix B explains how to get the most from them.

The numbers in this manual are UK figures for 2026, in pounds. Prices, machine costs and
income brackets are kept consistent across every chapter, so you can plan against them.
They are honest ranges, not best-case promises. Where a trade-off exists — and most

decisions in this business are trade-offs — we give you both sides and let you choose.
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One promise underpins all of it. If this manual is not for you, tell us the same day you read
it and we will refund the £47 in full, no questions and no friction. Email
refunds@theworksco.co.uk and keep the materials anyway. We would rather you spent the
£47 on a coffee with someone you love than on a manual for a business that was never
going to be yours. Updates are free for life: when prices, kit or methods move, you get the

new version at no cost.

Now begin at Chapter 1.
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PART ONE

The Foundations
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The Carpet Cleaning Opportunity

It is a quarter past twelve on a grey Monday in Telford, and Gary is loading the last hose
back into his van. Inside the house behind him, a lounge carpet, a flight of stairs and a
landing are drying in neat, even rows, the pile groomed one way so the light catches it. A
three-piece suite — a sofa and two armchairs — has been cleaned, smelling faintly of
nothing much, which is exactly how it should smell. The customer, a woman who booked
him after a neighbour's recommendation, has just paid £160 for the morning. Before he left
she asked the question Gary has learned to wait for: "Is there anything I can do to keep it
looking like this?" He said yes, there is — a stain-protection treatment, applied while the
fibres are fresh, another £55. She said go on then. He will be back Thursday to do it.

That is a Monday morning. Gary started at half past eight, was finished before lunch, and
has the afternoon to quote two more jobs and answer his messages. By the standards of
most trades, the work was clean, quiet, and well paid. By the standards of most mornings,
it was ordinary. That ordinariness is the point of this chapter, and of this whole manual.
Carpet and upholstery cleaning is not glamorous and it is not a get-rich scheme. Itis a
skilled, honest, good-margin trade that a careful person can learn, start for a few thousand
pounds, and run for the rest of their working life. This chapter explains why it is worth
your time, who it suits, who it does not, and how to use what you have bought.

Why carpets, and why now

The simple case for this trade is margin. Once you own the machine, your main ongoing
costs are chemicals, water, fuel and your time. A morning like Gary's — a lounge, stairs and
landing, a suite, and a protection upsell — can bill £200 or more, and the materials
consumed cost a few pounds. That is a far better margin than most service work, because

you are selling skill and a result, not parts or stock.

The second part of the case is the low-ish cost of entry. You do not need a shopfront, staff,
or a warehouse. A good portable hot-water-extraction machine — the core tool of the trade,
which most people call a steam cleaner — costs £1,000 to £3,000. Add upholstery tools, pre-
sprays and chemicals, a stain kit, a couple of air movers for drying, and a vehicle you may
already own, and a realistic start cost is £1,500 to £5,000. Chapter 4 sets out the full kit list.
Plenty of trades cost more than that just to insure and tool up.

The third part is the mix of work. This is not a single market. There is one-off domestic
work — homeowners who want a tired lounge brought back, a pet accident dealt with, the

house ready before Christmas guests arrive. There is a steady channel from letting and
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estate agents and landlords, who need carpets cleaned at the end of every tenancy and will
keep coming back to someone reliable. And there is commercial work — offices, pubs and
restaurants, hotels, care homes — priced per square metre and often recurring on a
schedule. The domestic work pays well per hour; the agent and commercial work smooths

out the quiet weeks and builds a base you can count on.

On top of all three sits the upsell stack, and this is where good operators pull ahead. Stain-
protection treatment is the big one — a fluorochemical protector applied after the clean,
high margin, often adding 30 to 50 per cent to the bill, as it did for Gary this morning.
Upholstery lifts a carpet job into a whole-room job: a three-seater sofa is £40 to £70, an
armchair £20 to £35, and most people who book a lounge carpet have a suite sitting in the
same room. Rugs — including the specialist wool and Persian ones that nervous owners
will not let a careless cleaner near — mattress cleaning and odour treatment all add to the
basket. Chapter 12 covers the full add-on stack and the basket-size maths behind it. The
lesson is that the average job is worth far more than a single carpet, and the difference is
almost pure margin, because you are already there, the machine is already running, and

the extra work costs you minutes and a little chemical.

COACH MOMENT Do not think of yourself as someone who cleans carpets at £30
a room. Think of yourself as someone who is invited into a home for two or
three hours and asked to make it better. The carpet is the reason you are there.
The suite, the stairs, the rug, and the protection treatment are the reasons the
morning is worth £160 instead of £60. Learn to see the whole job, not the single

room.

"Why now" is the easy part. People still want clean homes, agents still turn over tenancies,
and businesses still need their floors maintained. None of that is going away. What has
changed in 2026 is that the boring side of running the business — quoting, scheduling,
chasing reviews, writing to agents, posting before-and-after photos — can now be handled
with a phone, a few apps, and a little AI. The 60-prompt library that comes with this
manual exists for exactly this. The skill stays in your hands; the admin gets lighter. Chapter

13 covers the modern tech stack in full.
What you can actually earn

We will not pretend the numbers for you. They depend on how hard you work, how well

you price, and how good you get. Here are the honest brackets for the UK in 2026.
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Stage Realistic revenue

Part-time (evenings, weekends, building up) £12,000-£25,000/yr
Full-time solo (you, one van, one machine) £30,000-£55,000/yr
With vans and staff £80,000-£200,000+

A part-time start of £12,000 to £25,000 is what most people see in their first year while they
keep another income, learn the craft and build reviews. Going full-time and solo, a
competent operator who keeps the diary full and prices properly earns £30,000 to £55,000,
with good margin on each job. Add vans and staff and the business can turn over £80,000 to
£200,000 and more — though at that point you are running a business, not holding the
wand, and the wages and management are a different job. Chapter 11 covers scaling, and it

is honest about when that move is worth making and when it is not.

Two things move you up these brackets faster than anything else: the upsell stack, and the
recurring channels. A solo operator who consistently adds protection and upholstery to
domestic jobs, and who has two or three agents and a couple of commercial contracts
feeding steady work, is earning at the top of the solo bracket without working longer hours.
They are simply earning more per job and wasting fewer days. Compare two operators who
both do three domestic jobs a day. The first charges a flat per-room rate and leaves. The
second cleans the room, the stairs, the suite, and adds a protection treatment, and walks
away with double the ticket for perhaps thirty more minutes of work. Over a year that gap
is the difference between the bottom and the top of the solo bracket — and it costs nothing
but the habit of offering.

One more honest note on the numbers: keep an eye on the £90,000 VAT threshold. A busy
solo operator can approach it, and once you cross it you must register and charge VAT,
which changes your pricing for domestic customers who cannot reclaim it. It is a good
problem to have, but plan for it rather than be surprised by it. Chapter 3 covers the setup,

and Chapter 11 covers scaling past the line.

MENTOR MOMENT The trap in this trade is not finding work. It is pricing too
low out of nerves. New operators look at the rental machine in the supermarket
and feel they have to be cheap to compete. You do not. You are not selling a
machine; you are selling a result the customer cannot get themselves, delivered
by someone who will not shrink their carpet or soak their sofa. The cheapest
quote and the best quote are rarely the same person. Decide early which one
you want to be, because it shapes everything else. Chapter 7 shows you how to

price with a straight back.
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The shape of the business

It helps to picture the work as three streams feeding one diary.

One-off domestic is where most people start. A homeowner finds you — through a local
Facebook group, a Google search, a leaflet, or a neighbour's word — and books a clean. The
job is usually a morning or an afternoon, the customer is in the home with you, and the
upsells happen face to face. Get the result right and you earn a review, a referral, and a
customer who comes back in a year or two. This is bread-and-butter work and it pays well,

but it is weather-dependent and seasonal.

Agent and end-of-tenancy work is the steadier middle. Letting and estate agents need
carpets cleaned every time a tenant moves out. It is less glamorous — empty properties,
tight turnarounds, plain pricing — but it is regular, and once an agent trusts you they will
send work for years without you chasing it. One good agent relationship can fill a quiet

week every month. Chapters 9 and 10 show you how to win and keep this work.

Commercial is the steadiest of all. Offices, pubs, restaurants, hotels, care homes and gyms
all need their carpets and soft furnishings maintained, often out of hours and on a
recurring schedule, priced per square metre. The margins per job can be thinner than a
plush domestic clean, but the volume and the predictability are the prize. A handful of
commercial contracts gives you a floor under your income that domestic work alone never

will.

Most successful solo operators run all three. Domestic for the margin, agents for the steady
drip, commercial for the floor. The seasonality of the trade is real — a clear autumn and
pre-Christmas uptick as people prepare for guests, a spring-clean lift, and quieter spells in
between — but the agent and commercial streams smooth the troughs that pure domestic

work would leave.

Who this suits, and who it does not

We would rather be honest now than take your £47 and have you discover this in month

three. This trade is not for everyone.
It suits you if you are:
e Careful and willing to learn proper technique. The whole moat of this trade is doing the
job without damaging anything.
e Presentable and trustworthy. You are working inside people's homes, around their
belongings.
e Organised enough to quote, schedule, invoice and follow up.

e Reasonably fit. There is kit to carry and hoses to run.
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e Happy to do good work quietly. There are no shortcuts to a clean carpet and a dry one.
It does not suit you if you:

e Want to rush every job. Speed without skill causes shrinkage, browning, over-wetting

and re-soiling — expensive mistakes you have to put right at your own cost.

e Will not learn the craft properly. A carpet cleaner who does not understand fibres and
water will damage someone's belongings sooner or later. Chapter 5 is the whole craft,

and it is non-negotiable reading.

e Are careless with other people's expensive things. You will be trusted with wool rugs,

leather suites and antique furniture. That trust is the business.

The honest summary is this: it is a skilled trade, not a button you press. Bad technique
does real, costly damage, which is why insurance must include treatment cover for the
items you work on, and why NCCA membership and industry training — not legally
required but genuinely worth having — build both your skill and your credibility. Chapter 2
gives you a self-assessment scorecard so you can decide honestly whether this is for you.
And if it is not, we mean it: we would rather you spent the £47 on a coffee with someone
you love than on a manual for a business that was never going to be yours. The refund is

same-day and no-friction — email refunds@theworksco.co.uk and keep the materials.

How to use this manual, the Toolkit and the Prompts

You are holding three things, not one. There is this manual, fifteen chapters that take you
from deciding whether to start, through the craft, the customers, the commercial work,
scaling, and the decade ahead. There is a 10-file Excel Toolkit — the self-assessment
scorecard, the accounts and pricing tools, the client and job tracker, quality standards,
quote templates and a 90-day checklist — referenced chapter by chapter as you need each
one. And there is a 60-prompt AI Library for the writing and admin: quotes, customer

messages, agent outreach, review requests and marketing copy.

Read the manual in order the first time, because the chapters build on each other. After
that, treat it as a reference. When you are pricing a job, Chapter 7 and the Pricing
Calculator are where you go. When you are chasing your first customers, Chapter 6 — the
longest chapter, deliberately, because it is make-or-break — and the Client/Job tracker are
your map. The Toolkit and Prompts are not extras; they are how you turn what you read

into a working week. All of it is yours, with free updates for life.

What success looks like in one year

Picture Gary twelve months from now. He is registered, insured with proper treatment

cover, and confident on every common fibre and stain. His Google Business Profile carries
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forty-odd genuine reviews, most of them five stars, each won by a result and a polite ask.
He has two letting agents who send him end-of-tenancy work without being chased, and
one small office contract he cleans every quarter after hours. His domestic diary fills itself
from referrals and reviews, and most jobs now carry an upholstery or a protection upsell,
so the average ticket has climbed well above a single carpet. He is comfortably inside the
£30,000 to £55,000 full-time solo bracket, working sensible hours, turning down the jobs he

does not want, and deciding — on his own terms — whether he ever wants a second van.

That is not a fantasy. It is the ordinary result of doing this properly for a year: learning the
craft, never damaging a carpet, getting the result every time, and asking for the review. The
rest of this manual is how you get there. The next chapter helps you decide, honestly,

whether you are the person to do it.
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Chapter 02
Is This For You?

On a wet Wednesday in March, Lena is on her knees in a hallway in Wakefield, running her
fingers across the pile of a wool-rich carpet before she touches it with any machine. The
homeowner thinks she is being slow. She is being careful. She has already worked out that
this is wool, not polypropylene, which means the wrong chemical or too much water will
brown it within the hour and shrink it by tea time. A cheaper, faster cleaner would have
soaked it and left. Lena tests a corner, picks her pre-spray, and only then reaches for the
wand. The clean takes her forty minutes. The carpet dries clean and tight and the colour
comes back. She charges £120 for the lounge, hall and stairs, says yes-please to a £45 stain-

protection add-on, and is paid before she packs the van.

That hallway is the whole question of this chapter. The difference between Lena and the
cleaner who would have wrecked that carpet is not the machine. It is judgement, patience
and craft. This is a skilled trade. The good news is that the skill can be learned by most
people who are willing to learn it properly. The honest news is that if you are not willing to
learn it properly, this trade will cost you money, reviews and other people's possessions. So

before you spend anything, let us work out whether this is genuinely for you.

The honest reality: this is a skilled trade, not a soaked carpet

Most people picture carpet cleaning as pointing a wet machine at a floor and pulling a
trigger. Anyone can rent a machine from a supermarket and do that. The reason
professional cleaners can charge £100 to £250 for a whole house, and get asked back, is that
they do the thing the supermarket-machine renter cannot: they get the result without

damaging the carpet.

Get the technique wrong and the damage is expensive and visible. Here are the four traps

that catch careless operators, and they are worth knowing before you decide:

o Shrinkage. Natural fibres, especially wool and some loose-laid rugs, can shrink when
over-wetted. A shrunk carpet pulls away from the skirting. There is often no fixing it.

You are now buying the customer a new carpet.

e Browning. Cellulose browning happens when a carpet is left too wet for too long and
dirt and natural dyes wick up to the surface as it dries. The carpet looks worse than

before you started, in patches and tide-marks.

e Over-wetting. Push too much water in and fail to extract it out, and you leave the

backing and underlay damp. That means slow drying, smell, mould risk, and a
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customer ringing you three days later about a wet patch and a bad odour.

e Re-soiling and wicking. Leave detergent residue in the pile and the carpet attracts dirt
and greys within weeks. Leave deep soiling and moisture and old stains wick back up
after you have gone, so the carpet looks clean when you leave and stained again the next

morning.

None of these are rare. They are the everyday outcomes of rushing, skipping fibre
identification, mixing chemicals wrong, and over-wetting to save time. Every one of them
turns a paying customer into an angry one, a one-star review, and sometimes an insurance
claim. This is exactly why the trade needs proper treatment and care-custody insurance as
well as public liability — because you are working on items you can ruin (Chapter 3 covers
cover in full). It is also why fibre identification and the correct process — vacuum, pre-

spray, agitate, hot-water extract, groom, dry — sit at the centre of Chapter 5.

None of this should scare you off. It should simply tell you the truth: the money in this
trade is paid for skill and care, not for owning a machine. If that appeals to you, read on. If
it sounds like tedious fuss you would rather skip, this is probably not your trade, and that is

a useful thing to know now rather than after you have shrunk someone's stair carpet.

COACH MOMENT Do not think of these four traps as reasons to be nervous.
Think of them as your price list. Every one of them is a problem the customer is
paying you to avoid. The renter with the supermarket machine causes all four
because they do not know they exist. You will know they exist, you will know
how to prevent each one, and that knowledge is most of what they are paying
for. Skill is not the obstacle in this business. Skill is the product.

Green lights: the markers that say yes

In the years of running this kind of work, the people who do well share a recognisable
handful of traits. Read these honestly. You do not need every one on day one, but the more

of them you genuinely have, the better your odds.

* You are careful and precise with your hands. You are the sort of person who reads the
instructions, tests a corner, and would rather do a job once and properly than twice and

badly. Carpet cleaning rewards the patient and punishes the hasty.

* You are willing to learn the craft properly. You will practise on your own carpets and on
friends' floors before you charge anyone. You will read about fibres, dwell times and
dilution rates, and you will treat training (and possibly NCCA membership, covered in

Chapter 3) as worth the time, not a box to tick.

e You are presentable and trustworthy in people's homes. Much of this work is domestic.

You are in someone's lounge, near their things, often with them out at work. People
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need to feel safe letting you in. Clean appearance, good manners, shoe covers, respect

for the property — these win repeat work and referrals as much as the clean itself.

e You are organised. You can quote accurately, turn up on time, keep a diary, follow up for
the review, and chase the agent who owes you for three end-of-tenancy jobs. The Client

and Job tracker (Toolkit 03) does a lot of this for you, but you have to actually use it.

e You are reasonably fit. This is physical. You are lifting a portable machine in and out of
a van, hauling hoses up stairs, kneeling, and on your feet for hours. It is not brutal, but

it is real work, day after day.

If you are nodding at most of that, the trade is likely a good fit. The skills you do not have
yet — fibre knowledge, the wand technique, the stain chemistry — are all learnable, and the

rest of this manual teaches them.

MENTOR MOMENT Years ago I watched two people start in the same month
with the same machine. One spent his first fortnight practising on his own
stairs, his mum's lounge and a mate's pub until his technique was clean and
quick. The other took a paid job on day three because the money was there. The
careful one had a slower first month and a far better second year, because his
early customers became his reviews and his reviews became his diary. The
hasty one spent his second month apologising. Slow at the start is fast over a
year. Lena's forty minutes in that Wakefield hallway looked slow to the

homeowner. It was the fastest route to getting paid and asked back.

Red flags: the markers that say think again

It is only fair to be as clear about the warning signs. None of these makes you a bad person.

They simply make this a poor trade for you, and there are gentler ways to earn a living.

e You want to rush every job. If your instinct is to get in, blast it, and get out, you will
over-wet carpets, skip the vacuum and pre-spray, leave residue, and cause the exact
damage that ends businesses. Speed comes later, from competence. Speed first, from

impatience, is how carpets get shrunk and browned.

e You will not learn proper technique. If reading about fibres and dilution rates bores you
to the point that you will not do it, you are choosing to walk straight into the four traps
above. This is the single biggest predictor of failure in this trade. The machine does not
protect you. Only knowledge does.

e You are careless with other people's expensive things. A sofa can be worth £2,000. A
wool rug can be worth more. If you are the sort who would lean a wet hose against a
wall, drag a machine over a polished floor, or shrug at a watermark on a customer's

skirting, you will generate complaints and claims faster than you generate income.
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e You dislike dealing with people. Most domestic work is sold and re-sold on trust,
manner and reviews. If small talk in a stranger's home drains you and you resent
following up, the customer-getting side (Chapter 6) will be a grind and your repeat rate
will suffer.

e You cannot stay organised. Missed quotes, late arrivals, forgotten follow-ups and
unpaid agent invoices quietly bleed a one-person business dry. If admin is genuinely
your weakness, you will need a system and the discipline to use it, not just good
intentions.

Be honest with yourself here. A red flag you can see and decide to work on is fine. A red flag

you pretend is not there is the one that costs you.

The self-assessment scorecard

Reading two lists and nodding is not the same as scoring yourself honestly, so we built you
a tool for it. Toolkit 01 is the self-assessment scorecard. It turns the green lights and red
flags above into a set of plain questions you rate from one to five — on care and precision,
willingness to learn, comfort in customers' homes, organisation, physical fitness, your

appetite for the craft, and your honesty about admin.

Open it now, before you read further or spend a pound. Score yourself the way you would
want a friend to score you: kindly, but truthfully. The scorecard does not give a magic pass
or fail number, because people are not that simple. What it does is show you, in black and
white, where you are strong and where you have work to do. A low score on fitness might
mean nothing more than pacing your first weeks. A low score on willingness to learn the

craft is the one to take seriously — that is the trait this whole trade stands on.

Use the scorecard as a conversation with yourself. If it comes back strong, you can move
into Chapter 3 and set the business up with confidence. If it flags one or two real
weaknesses, you now know exactly what to shore up before you take paying work. Either
way you have spent twenty minutes and learned something true, which is a far better deal

than learning it from a ruined carpet and a refunded customer.

What the numbers say it is worth

If the fit is right, the reward is real and worth stating plainly so you know what you are

deciding about. Part-time, this trade earns roughly £12,000 to £25,000 a year. Full-time and
solo, with good margins per job, £30,000 to £55,000 a year is a realistic working range. Once
you add vans and staff, revenue can reach £80,000 to £200,000 and beyond — though that is

a different business with different headaches, covered in Chapter 11.
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Lena's Wakefield morning is the everyday shape of it: a single domestic visit at £120, lifted
to £165 by one stain-protection add-on that took her ten extra minutes and cost her a few
pounds of product. That add-on, at plus thirty to fifty per cent of the clean, is the quiet
engine of the whole trade (Chapter 12 builds the full add-on stack). The start cost to reach
that point is modest — a realistic £1,500 to £5,000 with a good portable machine (Chapter 4).
The barrier to entry is low. The barrier to doing it well is the skill we have spent this

chapter on. That gap is precisely where your money lives.

The refund promise, plainly

We will end where we should: with your money, not ours. This manual comes with a 10-file
Excel toolkit and a 60-prompt Al library, for £47, and that price includes free updates for
life. If, after reading, you decide this trade is not for you — or the manual simply is not what
you hoped — email refunds@theworksco.co.uk the same day and we will refund you with

no friction and no argument. Keep the toolkit and the prompts; they are yours regardless.

We mean that, and not only because it is good manners. The honest truth is that we would
rather you spent the £47 on a coffee with someone you love than on a manual for a business
that was never going to be yours. This chapter exists to help you reach that decision early
and cheaply. If the green lights are yours, if you scored well, and if the idea of being the
careful operator who never ruins a carpet appeals more than it daunts, then this is for you

— and Chapter 3 is where we make it legal, covered and real.

The Carpet & Upholstery Cleaning Works 15



Setting Up the Business

It is a wet Friday morning in Walsall, and Dwayne is sitting at his kitchen table with a mug
of tea, a laptop and a printed van quote. The machine he wants is ordered. His first leaflet
drop is planned. What he does not yet have is a business — not the kind HMRC, an insurer
or a letting agent would recognise. He has decided to open for trade today, and he wants

the boring parts done before he ever touches a wand.

This is the right instinct. The craft is the heart of this trade, but the craft sits on top of a
small stack of admin: a legal structure, a tax registration, the right insurance, a way to
handle chemicals safely, and a bit of credibility you can point to. Most of it costs little and
takes an afternoon. The one part that genuinely protects your livelihood — the right
insurance — is the part people most often get wrong. Let us get Dwayne legal and covered
by lunch, so he can spend the afternoon on the thing that actually earns money.

Sole trader or limited company

The first decision is how the business legally exists. For almost everyone starting out, the

answer is sole trader.

A sole trader is just you, trading under your own name or a business name, keeping the
profit and personally responsible for the debts. You register with HMRC, you keep records,
you file a Self Assessment tax return once a year. There is no Companies House filing, no
separate accounts, no corporation tax return. For a one-van carpet cleaner turning over

£30,000-£55,000 in the first year, this is the cheapest and simplest way to run.

A limited company is a separate legal entity. It can feel more serious to commercial clients,
and it gives you limited liability — in theory your personal assets are protected if the
business owes money. But it comes with real cost: annual accounts filed at Companies
House, a corporation tax return, more bookkeeping, and an accountant who will charge

you more. Director duties are a genuine responsibility, not a formality.

For Dwayne, sole trader is the clear starting point. He can incorporate later — many
operators do, once revenue and profit make the tax and liability picture worth it, or once a
commercial client insists on dealing with a limited company. There is nothing wrong with

starting simple and changing structure when the numbers say so.

The rough rule people use: as a sole trader you pay income tax and National Insurance on
your profit at your personal rate. A limited company pays corporation tax on its profit, and

you draw money out as a mix of salary and dividends. Below roughly the higher-rate band
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That was Chapter 1.

The other twenty chapters, the Excel toolkit and the

Al prompt library are in the full bundle.

theworksco.co.uk/carpet-cleaning - GBP 47 - refund without friction



