MARKETING AND PROMOTION

e Who are your customers?

¢ Where can you find them?
» How will you reach them?

o How will you get feedback?

PRICING YOUR PRODUCT

¢ Research costs

¢ Know the market

e Scale small

o Consider promotional partnerships

e Iterate and adjust (2-3 products / year)

CUSTOMER ENGAGEMENT

e Branding

e Socials; Email list

e Product look and feel (booth, truck, display,
packaging)

¢ Opening and Ongoing Events

COMMUNICATING VALUE

e Keepitsimple

o Define whoyou are as a business

o Seekfeedback / support

e Build a network (1-2 years ahead of you)

» Draft a business plan (for you, your lenders
and partners)

LEVERAGING MEDIA OPTIONS

 Owned (blogs, videos, case studies, website)
o Earned (trade media, local press)

o Shared (socials, reviews, comments)

e Paid (influencers, online & print ads)

TRY EVERYTHING (ONCE!)

¢ Recipes & Menu items

» Ingredient Adjustments

+ Events and Collaborations

e Operational Workflows (In-person / online)

THINK BIG, ACT BIGGER, SPEND WISELY

e Be strategic about bulk purchases / contracts

e Be more than alogo

e Leverage part-time and contract support

e Know where you are most valuable to your
business

PARTING THOUGHTS

» Lived experience is the best experience

e Look for YOUR people

o Take breaks & tweak your plan (it's a long
game)

 Wear comfortable shoes with good support!)




