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START IT UP!
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10 COMMANDMENTS FOR TEEN ENTREPRENEURS
1.
2.
3.
4.

“Start small and grow with your business.” –Shea Gouldd
“Make sure you have time to do it.” –Katie Allred
“Don’t let it take over your life.” –Lily Sandler
“Research other teen entrepreneurs. See how other people start and maintain
a business, then incorporate that into the things you do.” –Paige Marie Sorrell
5. “Be open to advice.” –Maggie Lemak
6. “Learn how to handle money.” –Katie Allred
7. “See failures as learning opportunities.” –Shea Gouldd
8. “Make a business plan.” –Macy Dunegan
9. “If you are successful, be sure to share with others who need it.” –Lily Sandler
10. “Love what you do, and don’t let business change that.” –Maggie Lemak
GETTING STARTED. She knew PMS

HIGH-FASHION HOPEFUL

Boredom brought 14-year-old Paige
Marie Sorrell of Guthrie, Okla., to her
mother’s leather-crafting workshop two
years ago. She began braiding bracelets
and hasn’t stopped. After five months
spent polishing her technique, Paige
decided her bracelets were perfect
enough for her to go pro.

Designs would be a huge success because
people loved the bold, geometric
bracelets she made for herself. “People
always asked me if I was selling them, so
I decided I should start my own business,” she says. “I had the demand. I just
needed the supply.”
A WIDER REACH. Though her Facebook
fan page generated interest and her Etsy
store got her name out there, Paige says
most of her sales come from people at
the art shows she travels to with her
cowboy boot-makin’ mom. What makes
these events so great for crafty entrepreneurs? Art show attendees will spend
big bucks on quality products.
MONEY MATTERS. Paige reminds us that
prices aren’t set in stone. Last year, she
was selling her bracelets for $30 to $110
each. Now, she offers semi-custom

STUDY UP. Before you leap into business, take a good look at your product,
Paige advises. Is it consistent?
Professional? Affordable? If you’re
shouting, “Yes! Yes! Yes!”, the next step
is to research the competition. Check
out how they operate and price their
products, then crank out a business
plan of your own.
SHOW ME THE MONEY. “You have
to understand that you will spend
money at first to get things going,”
says Macy. There’s no shame in
asking family members for loans, as
long as you pay them back ASAP.
OPEN UP SHOP. Once you’ve ironed
out the deets, it’s time to get yourself
out there. Choose a marketing strategy
that makes sense for your biz, put on
a professional face and start counting
that cash!
CHIN UP! Business isn’t always easy.
From giving up time with your buds to
working when you’d rather turn on the
tube, there are gonna be moments
when you wanna throw in the towel.
NEED SOME HELP? Check out these
resources to keep ya on track:
score.org
studentcenter.ja.org
mindyourownbiz.org
sbaonline.sba.gov/teens/
bracelets for $125 apiece. Clients choose
from her eight standard designs and then
pick colors and leathers.
BE PROFESSIONAL. “You have to act in a
way that proves you aren’t just some silly
teenybopper with a crazy idea,” Paige
says, so she always makes sure to silence
her phone and curbs “likes” and “ums”
when she’s talking to potential clients at
art shows.
WHAT’S NEXT? Paige is taking a shoemaking class, is interested in making
gloves and dreams of turning her business into a luxury accessories brand.
Watch out, Jimmy Choo!
GET IN THE BIZ. To take your crafting
from hobby to business, “You first need
to make sure the product is made consistently, looks professional and is
affordable to make,” Paige says.
Continued on page 91
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BIG BUCKS BUSINESS

Continued from page 79

PICTURE PERFECT

LIVING THE SWEET LIFE

Shea Gouldd, 16, opened her own
bakery in Delray Beach, Fla., two years
ago, after her mom gave her an ultimatum: Find a way to fund her confections
or drop her pricey hobby.
GETTING STARTED. A family friend
bought one of Shea’s now-famous
cheesecakes for $35, and orders have
been pouring in ever since. “It was eyeopening,” she says. Soon after her first
sale, Shea developed a menu, chose a
source for her top-quality ingredients
and renovated a commercial kitchen.
THINK LOCAL. Since day one, Shea’s
Bakery has been active in its community.
Not only do 10 percent of all profits go to
charity, but Shea also donates sweets to
small-town causes and sells her baked
goods at nearby markets.
STAND OUT. Shea has unique offerings
like her signature Pattycakes (sandwiched cupcakes—yum!) and does custom orders (like the burger cake above).
MONEY MATTERS. Most of Shea’s products are sold for double the cost of her
ingredients. To create one of her madeto-order cheesecakes, that’s $42 apiece.
“We figured that if I could pay for what
I made and have enough left over to do
it again, that was a good place to start,”
Shea says.
WHAT’S NEXT? Shea just hired her first
part-time employee. Now, she’s got her
sights set on opening up a storefront.
GET IN THE BIZ. If you want to turn a
baking hobby into a business, you have
to distinguish yourself, Shea says.
Whether it’s fresh twists on favorite
recipes, out-of-the-box designs or
something else entirely, being unique
will be the key to your success.

Fifteen-year-old Maggie Lemak of
Ann Arbor, Mich., began selling her
artwork last summer when her parents
encouraged her to be in the local art fair.
DO IT FOR LOVE. “My business rocks
because I do what I love,” Maggie says.
“I paint for fun, and then sell my work.”
For Maggie, the money is an added
bonus—and a much better way to pay
for supplies than her allowance.
FINDING INSPIRATION. When it comes
to art, Maggie lets her mood dictate
what she paints, and she is usually
drawn to bright, bold colors. While she
does take custom orders, she never lets a
client’s wishes restrict her creativity. “If I
get a chance to paint something for a
request,” she says, “I go all out.”
GO FOR QUALITY. “I don’t sell anything
that I don’t love,” Maggie says. Her
paintings take an hour or two “for the
basics,” but she returns to her pieces
several times for finishing touches.
MONEY MATTERS. “So far, everything
I make goes back into supplies,” Maggie
says. No shopping sprees yet, but Maggie
is certain business will be booming
soon. Lesson learned? Be in it for the
marathon, not the 100-yard dash.
WHAT’S NEXT? At her first art fair,
Maggie met Sarah Nicoli, co-founder of
dotmine day planners, and was asked to
paint a fun, colorful cover for a 2012 student planner. While she wasn’t paid anything beyond the price of the original
painting, she’s psyched about the exposure the 5,000-plus copies will bring.
GET IN THE BIZ. “Even though you may
enjoy a certain style of art,” Maggie says,
“the point of a business is to sell.” She
suggests asking for—and listening to—
critiques of your work so you can create
a balance between your style and what
your market wants.

BLAM BEAUTIES

A slip of the tongue—Lily Sandler, 13,
asked her mom if she’d seen her lip
“blam”—morphed into a business. She
and her sister Melanie, 12, launched
their big-time lip balm company after
her blooper.
GETTING STARTED. When Mom told the
duo that only 13 women were Fortune
500 CEOs, they wanted to change that
statistic for the better. Blamtastic was
born soon thereafter.
MAKE IT YOUR OWN. The sisters did
some research and discovered that the
ingredients in some balms weren’t so
great. They developed an all-natural
formula and crafted it in their kitchen.
TRIAL RUN. “Start out small so that you
don’t lose a lot if your product doesn’t
sell,” Lily cautions. Melanie adds that
they test-marketed their business. “We
shared samples with neighbors and
everyone loved them.”
MONEY MATTERS. The girls are keeping
mum on the numbers, but Blamtastic
has sold more than 200,000 tubes of lip
balm in three countries so far, Lily says.
WHAT’S NEXT? With Lily’s desire to be
an equine vet and Melanie’s plans to
study music, Blam might not consume
the duo’s future. But that doesn’t mean
their hard work is all for naught. “It’s
taught me to be independent,” Lily says.
“I know I can try something new now if
I want to, and I won’t be afraid.”
GET IN THE BIZ. You need a unique concept, the girls say. It can start with a
name, like Blam did, a stroke of inspiration or a need you see in the market.
“Believe your idea will be successful!”
Lily adds. Hard work can—and will—
make it happen. ✿
For more from these goal-getters (plus
some inspiring giveaways!), head on over
to girlslife.com.
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From hobby to

big bucks business!
Seven teens spill the secrets to their success BY BRITTANY TAYLOR
•

Sure, you could wrangle tots or
serve fro-yo all summer, but what
if you could collect cash by doing
what ya love? We chatted up
seven girls who took their
hobbies to the bank—and haven’t
looked back. Here, they share
their moolah-makin’ business
savvy with you. Sniffin’ the
sweet smell of success? We are!

DOG-GONE TIRED DIVAS

Runners Katie Allred and Macy
Dunegan, both 16, took their knack for
handling pups on the road with DogGone Tired, a dog-jogging business that
gave the besties more time together—
and a much-needed cash boost.
FIND A NEED. Prior to launching, the girls
ran their concept past potential clients,
who were reaching for their wallets
before the pair had even picked a name
for their enterprise. “You know it’s a good
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concept when people are ready to hire
you before you even start!” says Macy.
ASK FOR HELP. Katie suggests chatting
with a pro to learn how to make your biz
boom. If the girls hadn’t picked some
brains, they never would’ve known about
things like liability insurance (which
protects them and the pups from accidents) or start-up costs (like purchasing
leashes and their brand name).
PARTNER UP. To get the business
started, the girls partnered with a dog

obedience school. The school screens
pooches (and their owners) before
passing the girls’ phone number to
interested parties. Thanks to their good
reputation, they now get most of their
clients through referrals.
MONEY MATTERS. Instead of charging
by the hour, the duo decided to charge
by the mile. At $5 a mile for three or
four miles, the girls are considered a
bargain by their frequent customers and
often receive tips. Score!
WHAT’S NEXT? Katie and Macy’s dogjogging service is so popular in their
hometown of Midlothian, Texas, they’re
hiring more runners this summer to
handle the demand.
GET IN THE BIZ. Being a speedy runner
isn’t enough. You have to be a solid animal trainer, too (you don’t want one
renegade pooch to wreck your business),
and able to anticipate potential problems (think squirrels, bikes, off-leash
dogs) before they happen.

