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The honest, plain-English guide to building a render-cleaning and softwashing business
in the UK.

This is a manual for one specific, useful trade: cleaning the green and black off rendered
houses by softwashing, not pressure washing. It is written by people who have actually run
this work — assessed the wall, mixed the biocide, protected the customer's plants and car,
applied the softwash low and even, and watched the render keep clearing over the

following days. There is no theory here that has not earned its place on a real job.

The trade is simple to explain and high in value. Millions of UK homes have silicone
render, K-rend, pebbledash or painted masonry that has gone green, black or patchy with
algae and lichen. You apply a sodium-hypochlorite-based biocide and surfactant at low
pressure, the growth dies, and the wall keeps clearing for days and weeks afterwards. A
detached house can be £500 to £1,000 or more for an afternoon's careful work. The defining
rule of the whole trade is this: softwash render, never pressure wash it. High pressure
strips and cracks the finish and forces water in. Get that one rule right and you are already
ahead of the people who do not.

How to use this manual

Read it in order the first time. The fifteen chapters are built to be read start to finish: the
foundations (is this for you, how to set up legally and safely), the craft (the softwash system
and method, and the things you must never do), the customers (finding your first ones,
pricing, doing the work well), the commercial side (developers, agents, contracts), growing
(a team, the add-on stack), and the modern operator (the 2026 tech stack, your first 90 days,
and where the trade is heading).

After that, treat it as a reference. When you are about to quote your first detached house, go
back to the pricing chapter. When a developer asks for RAMS, go to the commercial
chapters. When you are not sure whether a recolour is genuinely worth selling, the method
and add-on chapters tell you honestly.

Every chapter answers the same four questions for its topic: what to do, when to do it, what
it costs, and what it earns. The figures are UK and current for 2026, in pounds. Where a
chapter points you to a spreadsheet or a prompt, that is in the Toolkit or the Prompt
Library described below.

The two callouts you will see throughout are worth slowing down for. A COACH MOMENT
is a practical nudge — the thing to do on the job or this week. A MENTOR MOMENT steps

back and talks about the business and the longer game.
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The Toolkit (10 spreadsheets)

The manual comes with a Toolkit of ten Excel spreadsheets so you are not starting any of
the office work from a blank page. They cover the whole business: a Self-Assessment
Scorecard to decide honestly whether this trade suits you, a P&L Tracker and a Pricing
Calculator for the money, a Customer Job Database for your customers and re-treatment
reminders, a Pipeline Tracker for your quotes and enquiries, a Method Statement, a COSHH
Risk Assessment and a Quality & Safety Checklist for working safely and legally, a Quote &
Proposal Template, and a First 90 Days Checklist to keep you on plan. Each one is listed and

explained in Appendix A. Open them, put your own numbers in, and make them yours.

The Prompt Library (60 prompts)

The Prompt Library is sixty ready-made AI prompts, organised to follow the chapters. They
do the writing and thinking jobs that otherwise eat your evenings: quotes and follow-ups,
the honest explainer for why you softwash rather than pressure wash, the case for a
recolour where it is genuinely worthwhile, before/after social posts, Google review replies,
leaflet copy, and cold approaches to developers and agents. Paste in your own job details
and you get a sensible first draft to edit, not a finished article to send blind. Appendix B

explains how the library is organised.

What you have paid for

This bundle — the manual, the ten-file Toolkit and the sixty-prompt Prompt Library — is
£47. That includes free updates for life: when prices, kit or rules move, we update the

materials and you get the new version at no extra cost.

If it is not right for you, we will refund you the same day, no questions and no friction —
email refunds@theworksco.co.uk and keep all the materials. We mean 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. If, after reading the first couple of chapters, this is not

your trade, take the refund with our blessing.

If it is your trade, read on. The next chapter is about the opportunity, and why a stained

render wall is one of the clearest, most visible problems you can be paid well to fix.
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PART ONE

The Foundations



The Render & Softwash Opportunity

It is a Monday afternoon in late May, and Wayne is standing in the front garden of a five-
bedroom detached house on a new-build estate on the edge of Swindon. The render started
the day a grim, mottled green — algae creeping up from the damp-proof course, black
streaks bleeding down from a leaking gutter, the whole north-facing wall looking ten years
older than the house actually is. Wayne quoted £700 for the job over the phone after the

owner sent two photos. He has been on site since nine.

There is no scaffold. There is no jet wash screaming against the wall. There is a 12V pump
humming quietly in the back of the van, a tank of diluted biocide, and a telescopic lance
that lets Wayne reach the apex from the ground. He has worked methodically across the
front, the two gables and the rear, laying the softwash on low and even, soaking the growth
rather than blasting it. By half past three the wall is already lightening where he started,
the green fading to a dirty grey that will keep clearing for the next fortnight as the dead

algae weathers off in the rain.

As he coils the hose, a man from two doors down walks over. Same house type, same
render, same green creeping up the side wall. "How much for mine?" he asks. While they
are talking, a woman from across the close comes out to ask the same thing. Wayne takes
two numbers, books a follow-up assessment for Thursday, and drives home with £700 in

the bank for a day's work and two warm leads he did not pay a penny for.

That afternoon is the whole business in miniature. A visible problem on a common type of
house, a high-value fix, a result that sells itself to the neighbours, and a method that does
the job without ever risking damage. This chapter is about why that afternoon is

repeatable, who it suits, who it does not, and what a year of Mondays like it can build.

Why render softwashing, and why now

Walk any housing estate built in the last twenty-five years and look at the walls. Britain
rendered itself. Silicone render, K-rend, monocouche, painted masonry, pebbledash —
millions of homes wear a finish that holds moisture and faces our damp, mild climate. That
is the perfect environment for algae, lichen and the black and green staining that turns a
smart wall grubby. The growth is not structural and it is rarely the owner's fault. It is

simply what render does when it sits in British weather for a few years.

That gives you a problem that is everywhere, highly visible, and genuinely bothers people.

A stained wall makes a house look neglected. Owners see it every time they pull onto the
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drive. And because the staining is organic growth rather than dirt, no amount of scrubbing

with a hose fixes it — it needs the right chemistry, applied properly. That is your service.

The market keeps growing, too. The country has built hundreds of thousands of rendered
homes in the last decade, and it keeps building them. Every new estate is a clock counting
down to its first green wall. New-build render tends to start showing growth within three to
six years, depending on which way the wall faces and how sheltered it is. So the work is not
a one-off backlog you clear and then run out of. It renews itself, estate by estate, year after

year, and a wall you clean today is a wall worth re-treating in a few years' time.

There is a pre-sale market sitting on top of all this. When someone puts a house up for sale,
a stained front wall is one of the first things a buyer notices and one of the cheapest things
a seller can fix. Estate agents know it, and a clean render lifts the kerb appeal of a listing for
a few hundred pounds. That turns owners, sellers, landlords and agents into customers

who come to you with urgency and a deadline.
Three things make this a strong trade in 2026:

The per-job value is high. This is not a few pounds a window. A single render softwash runs
from £200 on a small terraced house to £1,000 and beyond on a large detached. One
competent operator with a van and a softwash system can turn over real money from a

handful of jobs a week, because each job is worth hundreds.

The result sells itself. A clean wall next to a green one is the most persuasive advert in the
world. You do not have to talk anyone into anything. The before-and-after photo does the
selling, the neighbours do the referring, and whole streets — built at the same time, in the

same render — come up with the same problem at the same time.

Few people do it properly. Plenty of operators own a pressure washer and will happily turn
it on render. That is exactly the wrong tool, and it is the single biggest opening in this
market. Done right, render cleaning is a careful, low-pressure, chemistry-led job. The
operators who understand that, and never damage a wall, stand out immediately from the

ones leaving cracked, blown render behind them.

COACH MOMENT The instinct, when a wall is filthy, is to hit it hard. Resist it.
The entire trade rests on one rule: softwash render, never pressure wash it.
High pressure strips the finish, forces water behind the render and causes
damage that can cost the homeowner thousands and you your reputation. Low-
pressure biocide does the work chemically — you are killing the growth, not
blasting it. If you remember nothing else from this manual, remember that. It is

your method and your protection in one sentence.
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What you are actually selling

The core service is softwashing: applying a sodium-hypochlorite-based biocide with a
surfactant at low pressure to the render. The biocide kills the algae, lichen and staining.
You do not scrub the wall clean on the day — you treat it, and it keeps clearing over the
following days and weeks as the dead growth dies back and weathers off. Managing that

expectation with the customer matters, and Chapter 5 covers exactly how.

It is gentle on the render. No mechanical force, no stripped finish, no water driven into the
wall. That is the point. The biocide does the work that pressure used to do badly, and it
does it without touching the integrity of the finish. You can clean a wall that a jet wash

would have wrecked, and you can do it from the ground with poles in a single visit.

The kit to do this is modest. A softwash system — a 12V or petrol pump, a tank, a low-
pressure lance and telescopic poles for reach — plus biocide, surfactant, PPE, a water
supply, ladders or access for the upper walls, and a van. A realistic start-up cost is £1,500 to
£5,000, and Chapter 4 walks through a full kit list. It overlaps with pressure-washing
equipment, but the softwash setup is the part that matters and the part that pays.

Around that core sit two ways to earn more from the same customer:

Bundled add-ons. While you are on site with poles and a tank, the gutters, fascias, soffits
and roof are right there. Roof softwash, gutter clearing and fascia cleaning bundle
naturally onto a render job and lift the basket size with very little extra setup. Chapter 12

lays out the full add-on stack.

Render recolouring. A higher-ticket upsell where, after cleaning, you apply a coloured
render coating to refresh or change the finish. This runs from £1,500 to £4,000 and up. It is
real money, but it is the part of the trade most easily oversold. Only ever recommend it
where it is genuinely worthwhile — where the render is faded, patchy or the owner wants a
colour change — never as a default. An honest "your render is fine, it just needed cleaning"

wins you more long-term trust than a coating the customer did not need.
The three income brackets

Be clear-eyed about what this earns, because the honest range is wide and depends entirely

on how hard and how cleverly you work it.
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How you run it Realistic annual figure

Part-time, evenings and weekends £12,000-£25,000
Full-time, solo operator £30,000-£60,000
With staff and access equipment £80,000-£200,000+ revenue

A part-timer fitting jobs around another income can clear £12,000 to £25,000 a year — useful
money from a few weekends a month, given each job is worth hundreds. Go full-time and
solo, working the season properly and adding bundled extras, and £30,000 to £60,000 is a
realistic owner's income because the per-job value is so high. Build a team, take on a
second system and access equipment for commercial and developer work, and the
business turns over £80,000 to £200,000 and beyond — though now you are running a firm,

with wages and the responsibilities that come with them, which Chapter 11 covers.

None of these are promises. They are what the trade pays people who do it well. The
£12,000 part-timer and the £200,000 firm are doing the same core job — the difference is
volume, organisation and reach.

MENTOR MOMENT The trap in a high-ticket trade is thinking the money arrives
on its own because each job is worth so much. It does not. A £700 day is only a
good year if you string enough of them together, and that means customers,
weather and organisation — not just skill with a lance. The operators who reach
the top of their bracket are not necessarily the most technically gifted. They are
the ones who turned every clean into two referrals and a photo, kept a tight
round, and treated the quiet winter months as planning time rather than dead
time. Skill gets you the result. Habit builds the business.

Who this suits — and who it does not

We would rather you knew now than after spending £47. This trade rewards a particular

sort of person, and it punishes another.
It suits you if you are:
e Methodical and careful. You are working with a biocide near plants, pets, people,

windows and a neighbour's car. Care is not optional; it is the job.

o Patient about results. The wall keeps clearing for days after you leave. You need to be
comfortable selling a result that is not fully visible the moment you pack up.

e Honest. The recolour upsell and the "do you actually need this" conversation reward

straight dealing. Customers can tell.
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e Comfortable with height awareness. Most walls you reach with poles from the ground,
but you must be willing to assess access on every job and use the right equipment for
the high bits.

e Happy talking to homeowners. This is a doorstep, driveway, face-to-face trade. The

neighbour effect only works if you are the sort of person neighbours want to approach.

It is not for you if you would:

Reach for a pressure washer to get a quick result on render. That instinct will cost

someone thousands and end your reputation on an estate fast.

e Be careless with biocide around plants, cars, drains or people. The chemistry demands

respect.
e Push render recolouring onto people who do not need it because the ticket is tempting.

e Rather not deal with the public, the weather, or work that is seasonal and outdoors.

If that second list is you, this is genuinely not your trade, and that is fine. As we say across
The Works Co. manuals: 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.

How to use this manual, the Toolkit and the Prompt Library

What you have bought is three things working together, for £47:

e This manual — the method, the trade, the honest reality. Read it in order the first time;
the chapters build. Part One sets you up legally and safely. Part Two is the craft. Part
Three finds and prices customers. Parts Four to Seven take you from first job to a real

business and the decade ahead.

e The 10-file Excel Toolkit — the working spreadsheets. The self-assessment scorecard
(toolkit 01) in Chapter 2, the accounts setup (toolkit 02), the job tracker (toolkit 03), the
pricing calculator (toolkit 04), the quote template (toolkit 08), the quality and safety
standards (toolkit 07) and the 90-day checklist (toolkit 10). The manual tells you what to
do; the Toolkit is where you do it.

e The 60-prompt AI Library — ready-made AI prompts for quoting, writing the honest
recolour explainer, approaching developers and agents, and producing marketing

content. Referenced throughout, and pulled together in Chapter 13.

If something does not fit your business, you get a same-day, no-friction refund: email
refunds@theworksco.co.uk, keep all the materials, no questions. And every update we

make is free, for life. We are confident enough in the work to make leaving easy.

What success looks like in one year

The Render & Softwash Works



Picture Wayne twelve months from that Monday in Swindon.

He registered with HMRC, sorted his COSHH and insurance, and bought a softwash system
inside his start-up budget — the legal and kit foundations are in Chapters 3 and 4. He
worked the local estates through his first spring and summer, building a portfolio of
before-and-after photos that now do most of his selling. The two neighbours from that first
afternoon became four jobs on that close alone, and the close became a pattern he repeated

across a dozen estates.

By autumn he had bundled roof softwash and gutter clearing onto roughly a third of his
jobs, lifting his average ticket without lifting his marketing cost. He had quoted his first
new-build developer and his first estate agent for pre-sale cleans — steadier, repeat work
that Chapters 9 and 10 show you how to win. Through the quieter winter he kept his round

warm, planned the next season, and never once put a pressure washer on render.

He is not rich. He is a competent solo operator clearing a solid full-time income from a
trade he understands, with a clean safety record, a growing stack of reviews, and a phone

that rings because whole streets have the same green walls and now know who fixes them

properly.

That is the realistic one-year picture, and it starts with an honest look in the mirror. The
next chapter asks the harder question before you spend another pound: is this actually for

you?
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Chapter 02
Is This For You?

On a Wednesday in early May, Lena stood in front of a green-streaked semi on a Crewe
estate and did the one thing that decides whether someone is built for this trade: she said
no to the quick result. The owner wanted it done that afternoon, and he wanted it spotless
by teatime. He had seen a man down the road do a render clean with a pressure washer in
two hours flat. Lena could have matched him. Instead she explained that a pressure washer
would strip the silicone render off his gable, force water behind the finish, and leave him
with a repair bill of a few thousand pounds. She told him the softwash she would apply that
morning would kill the algae the same day, but the wall would keep clearing over the
following week or two. He would not see the full result by teatime. He would see it properly
by the end of the month.

He booked her. The job came to £420 for the semi. She was finished and packed up by one
o'clock, the wall already lightening, and she had quoted two more houses on the same
street before she drove home. The man who jet-washes render in two hours is, somewhere,

building a future bill for somebody. Lena is building a round.

That moment in front of the semi is the whole question of this chapter. Not "can you afford
the kit" or "is there enough work" — there is, and Chapter 1 covered why. The question is
narrower and more honest. Are you the kind of person who clears a wall the right way
when the wrong way is faster, cheaper to your time, and pays the same today? Some people
are. Some people, by their own honest reckoning, are not. This chapter helps you work out

which you are before you spend a penny.

What this trade actually asks of you

Strip away the marketing and render softwashing is three things at once: chemistry, care,
and patience. You are applying a sodium-hypochlorite-based biocide to someone's house. It
kills the algae, lichen and black or green staining, and the render keeps clearing for days
and weeks afterwards. Done properly it is gentle, safe and produces a result people stop
their cars to look at. Done carelessly it bleaches a customer's plants, marks their car, drifts

in through an open window, or runs into a surface-water drain it should never reach.

So the trade rewards a particular temperament. It is not a trade that rewards speed for its
own sake, and it punishes the corner-cutter more expensively than most. A rushed
pressure wash on render can cause thousands of pounds of damage in minutes — the single
most important fact in this whole manual, and the reason a careful operator can earn well

in a market the cowboys keep poisoning for themselves.
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If you read that and felt a small relief — "good, I would rather do it right" — that is a green
light. If you read it and felt impatience — "surely there's a faster way" — read on carefully,

because the honest answer is that the faster way is the one that ends careers.

Green lights: the markers of someone this suits

Across the operators we know who make a steady living from render softwashing, the same
handful of traits show up again and again. None of them is rare. None of them requires a

trade background. But they tend to travel together.

You are methodical. You measure the mix instead of eyeballing it. You protect the plants
and the car before a drop leaves the lance, not after. You write the dilution ratio down and
use the same one every time. The chemistry is unforgiving of guesswork and grateful for

routine, and people who like routine do well here.

You are careful with chemicals and with the customer's property. You treat sodium
hypochlorite with the respect it earns. You walk the property before you start and notice
the open window, the koi pond, the neighbour's pristine BMW on the shared drive, the
border of bedding plants right under the wall. A careful operator sees the risks before the
spray does.

You are patient with the result. This is the one that catches people out. Softwash results
appear over days, not minutes. The wall is visibly lighter the same afternoon, but it keeps
clearing for a week or two as the dead growth weathers off. If you can hold your nerve —
and hold the customer's nerve — through that window, you will thrive. If you need the
instant, spotless, look-at-it-now finish, the temptation to reach for the pressure washer will

eventually win, and that is the day you damage someone's house.

You are an honest seller. You quote what the job needs. You do not talk a customer into a
£2,500 render recolour they do not need to make a bigger ticket. You tell them the truth
about timing, about what softwash can and cannot do, and about when a recolour is
genuinely worthwhile and when it is not. Honest sellers build rounds because whole

streets share the same render and the same gossip.

You are comfortable with height awareness. Note the word — awareness, not bravado.
Much of this work is done with telescopic poles from the ground, which is the safe default.
But upper walls, gable ends and access challenges are part of the job, and you need to be
the sort of person who assesses every job for work at height honestly, reaches for the pole
before the ladder, and knows when a job needs a tower or scaffold rather than a stretch.

Sensible respect for height is a green light. Either fearlessness or paralysis is not.

COACH MOMENT Read those five markers again, but be honest about the gap

between who you are on a good day and who you are when you are tired,
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behind, and the light is going. Anyone can be methodical on the first job of the
morning. The operators who last are the ones who measure the mix and lay
down the dust sheets on the third job of the day, in the drizzle, when they want
to be home. If you can picture yourself still doing it right when you are
knackered, that is your real green light. If the honest picture is you skipping the
protection to get finished, better to know that now than to learn it on a

customer's flower bed.

Red flags: the markers that should give you pause

None of these means you can never do this work. All of them mean you have a habit to

break before you do it for money on other people's homes.

You would jet-wash render for a quick result. This is the disqualifying one until you
unlearn it. If your instinct, faced with a green wall and an impatient customer, is to reach
for high pressure because it looks faster and more dramatic, this trade will cost you. High
pressure strips and cracks render, forces water into the finish, and turns a £400 clean into a
four-figure repair. The rule is simple and it never bends: softwash, never pressure wash

render. If you cannot internalise that, do something else with the £47 this manual costs.

You are careless with biocide near plants, cars and people. If you are the sort who would
spray first and worry later, who would leave a drum unlabelled in the van, who would
shrug at overspray drifting onto next door's washing — you will generate complaints,
claims and a reputation that ends a local business fast. The good news is that carelessness
is a habit, and habits can be replaced. The bad news is that you have to replace it before the
first paying job, not during it.

You oversell. If you see a customer's render and immediately think about how to turn a
£400 clean into a £3,000 recolour they do not need, you have the wrong instinct for a
referral trade. Render recolouring is a genuine, valuable upsell — sometimes worth £1,500
to £4,000 or more — but only where it is honestly the right call. Sell it when it is right and
you build trust. Sell it when it is not and you build a reputation that travels down the street

faster than your van.

You cannot sit with an unfinished-looking result. If a wall that is "only" 70% cleared by the
time you pack up — with the rest to come over the next fortnight — will make you anxious
enough to over-apply, double-treat, or reach for pressure to "finish the job," the patience

this trade needs is going to fight you every day.

MENTOR MOMENT I have watched more people fail at this trade through
impatience than through any lack of skill. The skill is learnable in a fortnight.

The patience is the thing. A man I knew started well — careful, methodical,
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honest — but he could not bear handing over a wall that was not yet pristine. So
on the awkward jobs he would push the dilution up to force a faster result, and
twice he over-bleached a render into a pale, patchy mess that needed a recolour
to hide. He was not a cowboy. He was a careful man in too much of a hurry, and
the hurry undid the care. If you take one thing from this chapter, take this: the
wall keeps clearing whether you stand there worrying or not. Trust the

chemistry, protect the property, and let the days do the work you cannot rush.

The honest reality

Let us be plain about the shape of the thing, because we would rather you walked away

now than six months in.

This is a high-value trade. The per-job figures are real — a terraced house runs £200 to £400,
a semi £350 to £600, a detached house £500 to £1,000 or more, and you can be done with a
semi by early afternoon. Part-time, you are looking at £12,000 to £25,000 a year. Full-time
and solo, £30,000 to £60,000 is a realistic range, driven by that high value per job. Add staff
and access equipment and the business can turn over £80,000 to £200,000 or more. The

numbers are good.

But the same chemistry and height that make the value high are exactly what make ita
trade of care rather than speed. The biocide that does the work will bleach a flower bed,
mark a car, and harm a pond if you let it. The upper walls that need doing are work at
height, with all the assessment that demands. A rushed pressure wash can cause thousands
in damage in the time it takes to make a coffee. There is no version of this business where
you go fast and stay safe and keep your reputation. The money is in doing it carefully,

repeatedly, and honestly — and being one of the few in your area who does.

It is also weather-dependent and seasonal. The bulk of the work runs spring to autumn,
when drier weather suits the application and the green staining is at its most visible and
most resented. You can softwash across much of the year in suitable conditions, but you
should plan your income around a busy season and a quieter one, not a flat line. Chapter 11

covers managing that season as you grow.

If that honest picture — careful, seasonal, chemistry-led, patience-rewarded, well-paid for
those who do it right — sounds like the work you want, you are in the right place. If it
sounds like a grind you would rather shortcut, the shortcut is the trap, and better to see it

from here.

The self-assessment scorecard
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Reading about green lights and red flags is one thing. Scoring yourself honestly is another,
and it is worth doing before you spend on kit. Toolkit file 01 is a self-assessment scorecard
built for exactly this. It walks you through the temperament markers above as a set of plain
questions — about how you handle chemicals, how you cope with a result that develops
over days, how you feel about height, and how you sell — and gives you a score with an

honest read of what it means.

Use it properly. Answer as the version of you who turns up tired to the third job, not the
version who is excited reading a manual on the sofa. A low score is not a verdict that you
cannot do this. It is a map of the habits to fix first — the carelessness to replace with
routine, the impatience to replace with trust in the chemistry, the urge to oversell to
replace with the discipline of quoting what the job needs. Every operator we respect had at
least one of those to work on. The ones who lasted did the work on themselves before they

did it on other people's houses.

Run the scorecard now. Then come back to Chapter 3, where we set the business up
properly — sole trader or limited, HMRC, the £90,000 VAT threshold, and the compliance
spine that keeps a careful operator safe: COSHH for the biocide, work at height, runoff and
the environment, and the insurance that covers the real risk of damaging render, paint,

windows or a neighbour's car.

A fair word on the £47

This manual, the ten-file Excel toolkit and the sixty-prompt Al library cost £47 as a bundle.
If, having read this chapter honestly, you have realised this is not your trade — that you
would rather go fast than careful, that the patience is not in you, that the chemistry and
height are not something you want to live with — then close the manual and ask for your
money back. The refund is same-day and no-friction: email refunds@theworksco.co.uk and
keep the materials. You owe us no explanation. We would genuinely 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.

But if the careful, honest, patient picture of this work is the one that fits you — if you are
the operator who says no to the quick result and yes to the round, the way Lena did on that
Crewe estate on a Wednesday morning — then you are exactly who this manual is written

for. Turn the page. We have a business to set up.
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Setting Up the Business

On a Friday morning in March, Hamid stood in his kitchen in Redditch with a mug of tea
going cold and a laptop open on the worktop. He had two render softwash jobs booked for
the following week, a second-hand 12V system in the garage, and a vague worry sitting in
the back of his mind. The worry was not about the work. He knew he could clean a green-
streaked semi and watch it lighten over the days that followed. The worry was everything
around the work: was he allowed to do this, what happened if he splashed biocide on a

neighbour's car, did he need to register with anyone, and what was all this about VAT.

This chapter is the answer. By the end of it Hamid is legal, insured, and safe, and so are
you. None of it is hard. Most of it costs very little. But the order matters, and a few of these
decisions follow you for years, so it is worth a quiet Friday morning to get them right
before the first paying job.

Sole Trader or Limited Company

You have two sensible ways to trade in the UK: as a sole trader or through a limited

company. Ignore anything more exotic until you have a reason for it.

A sole trader is you, trading as yourself. You register with HMRC, you keep records, and
once a year you file a Self Assessment tax return. You pay Income Tax and Class 4 National
Insurance on your profit. There is no separate company, no Companies House filing, and
the admin is light. For a one-person render softwash business in its first year, this is almost
always where you start. Hamid registered as a sole trader in about ten minutes on the

government website, using his own name and the trading name "Redditch Render Care".

A limited company is a separate legal entity. It owns the business, you own the company,
and the company's debts are its own rather than yours personally. That separation is the
headline benefit, and people reach for it because it sounds safer. In this trade the real
protection against the things that go wrong is good insurance and careful work, not the
company structure, so do not treat a limited company as a substitute for cover. A company
brings more admin: annual accounts, a Confirmation Statement, Corporation Tax, and
usually an accountant's fee of a few hundred pounds a year. It can be more tax-efficient
once profits are healthy, and some commercial customers, developers and agents prefer to
deal with a limited company. Those are the reasons to switch, and Chapter 9 covers when

that commercial work starts to matter.
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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/render-softwash - GBP 47 - refund without friction



