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INTRODUCTION

This year there has been an increased focus on markets
following the Mary Portas report on the High Street and the
Love Your Local Market and National Market day campaigns.

“Markets have existed for hundreds of years and, historically,
ensured that the residents of towns and cities had access to
affordable fresh food and other commodities.  They have also
acted as a key source of retail innovation, creating many of
today’s multi-national retailers e.g. Tesco (Hackney, East
London), Marks & Spencer (Leeds) and Morrisons (Bradford)”
(Markets 21).

Today there are almost 2000 different markets in operation
around the country with approaching 100,000 people directly
employed on retail markets. This guide seeks to provide some
general advice about setting up a market or become a market
trader.

1. Setting up a Market

2. Health & Safety Management

3. Car Boot Sales

4. Insurance

5. Market Trading

6. Getting Help

7. Top Tips for Market Trading



1. Setting up a Market

The majority of markets are operated by local authorities
although there are large numbers operated by private
operators and farmers’ organisations.

If you are interested in setting up a market on a one-off or
regular basis you should approach your local authority for
help and support as you will need to consider a range of
issues such as:

•A licence to enable you to set up a market;

• Planning approval if the market is to be held on a regular
basis;

•Highway approval if the market is to be held on a street;

• Trading Standards advice regarding the sale of certain
goods and protection against counterfeit and stolen goods;

• Food hygiene matters if food is to be sold;

•Events/entertainment licences;

• Sale of alcohol approval

In many cases, particularly where markets are held for
charitable purposes, the procedure is often simple and there is
helpful guidance about what you need to do and what issues
you should avoid. 

Cleaning and waste disposal costs are often some of the
largest items of expenditure incurred by market operators. In
addition to the financial aspects there are also a number of
other issues to consider:

Legal responsibilities (Duty of Care).

Environmental issues – waste reduction, reuse and recycling.

Health and Safety.

Pest Control.

The National Association of British Market Authorities
(NABMA) represents market operators in the UK – public,

private and co-operatives. More information can be found at:
www.nabma.com



As a market operator you have a legal responsibility to
protect the health and safety of any staff you employ,
market traders, customers and members of the public who
may be affected by your work. Equally, the individual market
traders operating on your market have their own and
separate legal duty to protect the health and safety of
people in contact with them. It is essential, therefore, that
you are able to demonstrate ‘due diligence’ by having
effective and up-to-date systems and procedures in place.

2. Health & Safety Management

3. Car Boot Sales

Car Boot Sales have become very
popular in the last twenty years
particularly as a means of
raising funds for good
causes.  It is important to
recognise that car boot
sales are regarded as
markets and therefore
the advice contained in
Section 1 is still
relevant. 



Many famous entrepreneurs started their business on markets.
Sir Alan Sugar, of the Apprentice, and one of the recent
finalists Adam Corbally both acknowledge the contribution
made by markets to their careers  Adam has been in market
trading for thirteen years and at the end of this guide we
present his top ten tips for making a success of market
trading. You can trade on both outdoor and indoor markets
and different arrangements apply in respect of each kind of a
market. 

First find a market convenient to you. The National Market
Traders Federation provides an excellent information service
about markets at www.nmtf.co.uk or call their hotline on
01226 352813.

Once you have found a market enquire about getting started.
The market operator will normally have a website giving
details of market days, stall availability and charges. 

4. Insurance

5. Market Trading

There are a number of areas where market
operators may need to take out insurance.

These include:

Employer Liability

Public Liability

Building Structure

Building Contents

Loss of earnings/income
(e.g. due to fire)

Event cancellation.



6. Getting Help

Contact details for these
organisations are: 

Prince’s Trust
www.princes-trust.org.uk

0800 842842

Skillsmart Retail
www.skillsmartretail.com

020 74625060

Jobcentre Plus
www.direct.gov.uk/en/employment/
jobseekers/contactjobcentreplus

0845 6060234

If you are interested in market trading there are plenty of people to
help you get started and support you particularly in those early, and
potentially difficult months. Many market operators operate support
schemes providing for discounted charges, business planning,
mentoring and, in some cases, they will help you with grants and
equipment. 

The National Market Traders Federation representing over 30,000
traders, provides a wide range of services and recently has
introduced a whole range of initiatives to help new traders including
First Pitch and Market Apprenticeships.  Details of First Pitch can be
found at www.fedmedia.co.uk / First @ 400 / or by telephoning the
helpline number on 01226 352813.

Other organisations such as the Princes Trust, Skillsmart Retail and
Jobcentre Plus also have a range of support mechanisms that can
help a new market trader.



Sometimes it is helpful to have some ideas from people who made a
success of market trading.  Adam Corbally, finalist on the Apprentice
gave us his top ten tips from thirteen years of experience:

1. The early bird catches the worm. Get there early, get set up and be
prepared.

2. Pitch. As crazy as this may sound, always pitch near the toilet or the
cafe, people generally visit both on a market. If you’re near them
you'll get the foot fall. If you are casual then get the best pitch you
can and then you can always work your way up. Respect that some
traders would have been there years.

3. Setting up. Always judge your pitch from 25ft away, not stood at it.
If it doesn't look right from afar, people won’t feel invited to have a
look around.

4. There is no such thing as bad weather, it’s just not dressing for bad
weather - Wrap up and always have waterproofs at the ready. A
comfy trader is a happy trader. Don't forget about the good weather
either; sunhat and sunscreen are a must. People forget that the
English sun is the same as the Spanish sun.

5. Float. Never overlook the importance of having a healthy float at
the start of the day. If you start running around looking for change,
you will lose sales.

6. Things to remember: Bungee cords (you will see what I mean once
you start trading); Bags (for customers to take away from the stall);
Cash Till/Box/Pouch (you’ll always need somewhere to keep your
money).

7. Pricing. People go to a market for a bargain, make sure you priced
everything clearly. I personally like a deal when I'm on a market. On
the flip side I never walk away from a sale.

8. Sales. If you are selling something and you believe in it, you will sell
it - trust me and remember to smile. Smiles make sales. Simple!

9. Connect, talk to people - Tales make sales. Find common ground
and relate to people. If people want a robot, they will go to Tesco.

10. Network. Talk to other traders, introduce yourself, give/receive
“traders" discount, discuss other markets and learn from one another.
Remember, it’s not what you do, it’s how you do it and if you do it
right, you will get results.

7. Top Tips for Market Trading



NABMA, The Guildhall, Oswestry, Shropshire SY11 1PZ
Telephone: 01691 680713   Fax: 01691 671080

Email: nabma@nabma.com   Web: www.nabma.com
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NABMA AND ITS SPONSORS
NABMA is grateful to its sponsors in helping to provide this publication.  We hope
that our membership, partners and potential new members will take advantage
of the extensive range of goods and services that are available from the below.

Vaughtons
Tel: 0121 554 0032
www.vaughtons.com

Groupe Géraud
Tel: 00 44 (0)151 233 2165
www.geraud.co.uk

Blachere Illumination UK
Tel: 01337 832910
www.blachere-illumination.co.uk

KPR Midlink Ltd
Tel: 01902 710054
www.kprmidlink.co.uk

Radfords HMY Group
Tel: 01207 270611
www.radfordshelving.co.uk

Chip & Pin Solutions
Tel: 01279 712600
www.chipandpinsolutions.com

Zapp Canopy Umbrellas Ltd
Tel: 01249 465455
www.zappumbrellas.com

Pop Up Power Supplies
Tel: 020 8551 8363
www.popuppower.co.uk

City B Group
Tel: 01782 744 961
www.citybgroup.com

G.M. Imber & Sons
Tel: 01342 327250
www.gmisl.co.uk

Town & Country Markets
Tel: 01952 242019
www.townandcountrymarkets.co.uk

NCH (UK) Ltd
Tel: 01902 510330
www.bioamp.co.uk


