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FoodBevXpert™
Questions to Help You Start or Grow Your Food Business

Many readers contact me for advice on starting a new food business or growing and existing food business.

If you are looking for some help in your path from The Kitchen to The Shelf to The Consumers Plate, I have created a series of Critical Questions so we can work together to achieve your objectives.

Critical Questions To Answer Before You Spend Money
Instructions
1. Complete Critical Questions To Answer Before You Spend Money
2. Complete The FoodBevXpert ™Business Outline©. It is important to complete this since it helps me formulate the help you need to achieve your objectives in a timely and “on-budget” manner. For each question I have “thought points” in italics to aid you in developing your answers. . Not all questions are relevant to every business.
3. If we have a shared DropBox account, please add the completed document to that account.

Critical Questions To Answer Before You Spend Money
Company Name and Your Name

What challenges to you see in this new venture?

What are your objectives you want to attain in the next 3 months, 6 months, 12 months?

How are you funding your business?

•
Personally

•
Investors

•
Other

How many hours per week can you devote to launching this new   venture? 

Have you thought of a budget number that you can comfortably fund for startup?

Do you have enough capital to adequately fund the following: 

•
Product Development

•
Package Design

•
Food Business Coaching

•
Inventory

•
Initial set up expenses

How much money do you believe it will take to get your product ready so it can be sold ?

The FoodBevXpert™ Business Outline©
Answer each question in brief and do the best you can. Most clients do not have the answers to all questions, so feel free to leave those blank. We will review this summary during our first meeting.

Business Summary
What is the new business you envision and how you see it working? Keep this as a short summary… 2 or 3 sentences at the most..
What Do Customers Need That Your Product Can Give Them?
Are you providing a new product customer can’t currently buy? Why is this opportunity worth your time and money? (Remember that great taste alone is not enough to get customers to try you product because they don't know how your product tastes before they taste it!)
Why Can’t They Find What They Need at Competitors?
For example, have you done some research on competitors? If you don’t have direct competition, who is your indirect competition?

Where  Will You Sell Your Products?
Retail supermarket, specialty retail, Internet , combination of all? Sales internal, broker, both?

What are your Products/Services You Plan to Sell?
Make sure you are very clear as to what you will sell. Why did you select these products as your initial launch?
Who is Your Target Market (your customers)?
Stay away from saying "everyone"… mistakenly thinking that if everyone eats then everyone is your target! No. Describe your customer(s) that will be motivated to purchase your product online…  give enough detail so we can see a "picture" of your customer. Think about why your customer is different, how they might use your product in their lives. This should be compelling enough that pick your product off the shelf.

Sales/Marketing Strategy
This is a brief 5 question outline of your sales and marketing strategy Think of this as your business pitch.
Who will buy your products?

What will you be selling them?

Where will you sell your products?

Why will your customers buy?
When will you start selling these products?

What is your Competitive Edge?
This is your unique selling proposition and should be more than taste.
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