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Alan Donegan from PopUpBusinessSchool.co.uk specializes in getting new 

entrepreneurs and wantrepreneurs off the sidelines and into the game – usually for free. 

He does this through in-person workshops that are free to attend, and he’s adamant 

about bootstrapping and not taking on a load of debt to start a business because he 
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saw his family go through a multi-million dollar bankruptcy and doesn’t want anyone 

else to have to experience the same fate. 

How to Generate Business Ideas 

“You don’t need a game changing idea, you just need an idea and you need to get on 

with it,” Alan said. 

Coming up with an idea for a business is often a sticking point for a lot of people, which 

is why Alan tells them it’s more important to get started with something now, even if you 

change your mind later. 

An example he gave was a lady who attended one of his workshops. Alan always asks 

people what excites them, because if you’re going to start a business you might as well 

do it with something that excites you. 

The lady said, “cleaning and seeing the kitchen clean after I’ve finished.” 

So, he helped her set up a cleaning business. Nothing unique or different, but it’s what 

the lady enjoys. She has since employed a member of staff and her business is 

growing. 

Another example Alan shared was a response he often gets when he tells people they 

can make money doing what they enjoy is people saying they enjoy sleeping. More of a 

facetious answer than a serious one, but Alan has seen someone make a successful 

business related to sleeping – a blog reviewing mattresses. 

He said there are two groups of people who attend his workshops; 

Those who are building businesses with the goal of making money, and 

Those who are building businesses because it’s what they enjoy. 

Alan said the money wears off after a while for the people who are building businesses 

just to make money. 

“It’s difficult to fail when you really enjoy what you’re doing,” Alan said. 

If you’re scratching your heading thinking there is nothing you’re passionate about, Alan 

said to ask yourself these questions: 

• What do you do in your spare time? 

• What did you do when you were younger? 

• What would you plan for a weekend with friends? 

If you still can’t think of anything Alan said you could start a blog about trying to find a 

passion. If you did this with passion you’d get somewhere. The point he keeps driving 

home is to start something. 

 



How to Stand out Against Competition 

It’s one thing to start a business around what you’re passionate about, it’s another to 

stand out from the crowd and your competitors. 

It’s the excitement and passion that does exactly this Alan said. It doesn’t take a lot 

more than genuinely caring about your customers to make you stand out from the 

crowd. 

If you have the mindset of working on your business to be the best in the world, you’ll 

stand out from your competitors. 

Business Models for People Starting Out 

Alan doesn’t have a certain type of business model for people starting out. His principle 

is to get the idea, whatever it is, out there as quickly as possible and test it. 

Alan said he has a saying, “Fail fast, and fail cheap.” 

The traditional way to start a business is the opposite to what Alan teaches. You’d write 

a business plan, set up a company, borrow money, then try to sell your product or 

service. 

If it goes wrong at this point you’re failing slowly and expensively. Alan tells people to 

get their idea out there as quickly and cheaply as possible. Don’t ask friends for advice, 

ask people to buy what you’re selling. When asking for money you get the real answer 

Alan said. 

Online businesses can take longer to validate. Building a website and adding content 

can take a long time to gain organic traction. 

Alan said to make sure you’re asking for engagement and feedback from the beginning. 

Set up a mailing list and add a call-to-action on your site. 

Creative Ways to Pre-Sell Your Idea 

Alan said he had a lady from one of his workshops ready to start selling a beauty 

product, and she asked him how many bottles she should buy. 

A lot of people end up buying stock that never sells. Alan advised her to pre-sell her 

idea to get a feel for how much demand there is for the product. 

He told her to find a graphic designer on a marketplace like PeoplePerHour or Fiverr to 

produce an image of her product, then set up a site on a free platform like Weebly and 

start promoting it. 

All of which can be done for a small cost and with a few hours. Then promote it 

everywhere and see how much interest there is. 

https://www.peopleperhour.com/
https://www.fiverr.com/
https://www.weebly.com/


This isn’t a new technique, it’s just not used often enough Alan said. He gave an 

example from a few years ago. A company called CottonTraders who made polo shirts 

would put an advert in the newspapers in England asking people to fill out what shirts 

they wanted, send in a check, and delivery would be 6-8 weeks. 

It took this long to deliver the shirts because they were not made before the orders 

came in. The company would wait for the money, then make and fulfill the orders. Pre-

selling their idea. 

What Makes a Successful Pitch? 

Alan said he puts up a picture of his Mont Blanc fountain pen on the screen at his 

workshops and tells everyone it’s key features. He then takes out the pen, hands it to 

someone, and asks them to sell it to him. 

They always try to sell it to him based on its features and what it is. They forget to put 

the client’s needs first, they don’t ask if he needs a pen, what he wants from a pen, etc. 

The lesson here is, “The first key to pitching is don’t pitch, ask,” said Alan. Find the pain 

you’re trying to fix first, then sell your product if the customer needs it. 

Don’t waffle on about your business either. Start with the bits that are of interest to the 

customer, get into the heart of the pitch before they lose interest. 

Alan applied what he teaches when selling his first Pop Up Business workshop to a 

housing association in a small town in England. 

He asked what the pain point was for the association. He found out that the government 

was changing the way they were handling rent payments. They were going to start 

giving the money to the tenant to hand over, as opposed to giving it directly to the 

housing association. 

This caused some concern about collecting rent from all the tenants. Alan explained 

that his Pop Up Business workshop would help tenants start their own businesses, 

enabling people with the ability to earn more without the need for much in the way of 

start-up costs. 

They asked for a proposal. Alan wrote up a proposal with 3 pricing options, and they 

ended up going with his most expensive package. He ran the event, gathered feedback 

from the attendees, and started pitching it to more associations.  

 

Alan’s #1 Tip for Side Hustle Nation: 

“Get in the game, just start. The idea is irrelevant” 

More Info: 

https://www.cottontraders.com/


• http://www.sidehustlenation.com/306 
• https://www.popupbusinessschool.co.uk/ 

 
Until next time! 

-Nick 
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