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Food Retailer - Grocery Store
o What is the &e]ivery schedule?

* Do you have a receiver? If so, what time do you receive?
o What licenses, certifications do you require?
e What is your ma.rk—up/margin for products?
® Do you accept prod_ucts that are hand pﬁ'cecl ordo you require a UPC?
e Can I run a special or coupon with my product? Is this required?
o How will I receive payment? What is the pay agreement?
e Do I nieed to stock my own product?
o If T stock my product, will T receive a discount?
¢ Are you interested in promoting my product as local?
e What cooperative promotions would you comsi der?
Tips for Working with a Grocery Store
e Have all your paperwork in order with correct licenses from the state.
« Make sure your product has clear, easy to understand labeling

e Be professiona] when meeting wi th the grocery manager and be organize&.
this creates a sense of confidence between you and the manager.

e Presenta samp]e of your produc’c a]ong with a detailed price list.

e When setting up your &e]ivery schedule, keep in mind your distance from the farm to

the store and how many times you will need to restock, especia.ﬂy if its a popu] ar p‘roa_uct.

o Assure the grocery manager of the qua.]ity of your prod_uct and also continuity of
your procluct, that he/she will have a constant supp]y of your p‘ro&uct.
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The Division of
Agricu]tura]
Deve]opment

also has information
about these resources:

loan programs
grants for farmers

USDA programs

Someﬂu'ng Speci al

from Wisconsin™

Product Devel opment
Resources

Export Programs

For more information

contact the:

Department of
Agriculture,Trade
& Consumer Protection

Division of
Agricultural Development
2811 Agriculture Drive
PO Box 8911
Madison WI 53708-8911

800-942-2474

Website:
www.datcp.state . wi.us.




Hiring a Food Market Professional/Consultant

When woﬂdng with a food market professiona] or consultant, it is important to establish clear expectations of the work to
be conducted at each stage of devel opment. These expectations will he]p the consultant and the entrepreneur understand
what activities will take p] ace and who is responsﬂ:ﬂe for each activity. The questions in this gui de are intended to he]p the
food entrepreneur begin a &ia]og with a variety of consultants and food market professiona]s. Good communication will
create a mutuaﬂy beneficial working rel a.h'ons}u'p for years to come.

“What is a Food Market Professional?”

Food market professiona]s work in and have a working know]e&ge of the food in&ustry. As a food entrepreneur, you may
want to use that know]edge to devel op prod.uct and market opportunities for your food enterprise.

“Is a Food Market Professional / Consultant Needed?”

A consultant will not “have all of the answers”, but will offer a level of experience and know]edge the food entrepreneur can
find valuable. A consultant may save money or time for the food entrepreneur, but on]y if used effec’cive]y.

Emp] oying a food market professi onal should be considered an investment in the food business. This investment, which
can be expensive, needs to be considered aﬂong with other needs of the food business. In addition to the services proviclecl
]:)y a consultant, have your ]ega] counsel review any contract you consider, and work with a c[ua]ifie& insurance provi der to
obtain product Habﬂity insurance.

Food Retailer - Restaurant

o Is the menu item invo]ving my pro&uct a specia]?

e How ]ong will my item remain on the menu?

e How will I be pajd? Monﬂﬂy, week]y, etc?

e When do you want the pro&uct delivered?

e How do you want the pro&uc’t delivered?

e How can we set up a communication system to keep each other %gg
up«‘late& on chemges/ devel opments?

e Are you interested in promoting my produ_ci: as local?

e What cooperative promotions would you consider?

Tips for Wor]dng with a Restaurant

. I&en’dfy what differentiates your pro&uct from others,
why your pro&uc’c is speci al and uni que.

) C]ea.r]y convey what supp]y pa’c’cems you can provi de,
for examp]e. seasonal deliveries on]y.

° A]ways maintain open communication and keep the restaurant updatecl
on your procluc’c's status, and if you cannot deliver on time,

call the restaurant AS SOON AS POSSIBLE.

o In order to maintain good commumnication, have a gooa_ fax, tel ephone message system

and email to keep in contact with restaurants.

e Be professiona] and honest when working with restaurants,

and remember your conduct and performamce establish your reputa’d on.

CREps(

Equipment Representatives Food Retailer - Restaurant / Tips for Working with a Restaurant
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Safety and Comp]iance

® Do you have a working know]edge of local, state and federal regu] ations that affect
the food indus’cry? Please exp]ain. '

Do you have a list of contacts for regu] atory officials? )
o Are you familiar with current pasteurization requirements?
e Do you understand 3-A requirements for deu'ry equipment?

e Do you have a woﬂdng know]ed_ge of ]abe]ing requirements for da.iry and food produ_cts?

Please exp] ain.

o What experierce do you have with regemis to Tegu] ations that govern small food processing

operations or ec[w'pment installation in Wisconsin?

e Are you familiar with Hazard Ana]ysis Critical Control Point (HACCP) p] an devel opment?
Are you certified in HACCP?

e Do you understand food safety issues that are associated with the dairy and food in&ustry?

Please exp] ain.
e Are you familiar with local and state Buﬂ&ing and zoning regu] ations?

e Provide a list of references and credentials.

Food Processor
e Can I take a tour of your facﬂity?

e What is your fee structure?
o How will you protect my recipe/l:)usiness confia.en’da]ity?

o How will the processing of my prod.ucts be
scheduled and sepeu‘ated from current p‘ro&ucts?

o What qua]ity assurarmces camn you provi de?

 Does your facility meet local, state, and federal standards, including HAACP?
e Do you offer temporary storage of my product and at what price?

« How soon do T have to pick wup my product after it is produced?

Distribution Partner Food Processor
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Product Deve]opment

o Share with me some expe‘riences where you have

he]pecl devel op and market a procluct.

) If you are going to he]p with my procluc’c devel opmen’c and markeh'ng,
will you he]p devel op my product ]abe]ing, inc]uding ‘require& nutritional
inforrnah'on, bar co&ing and desi gn?

o What experierce do you have with prod_uc’c ]abe]ing?
o What is your expeﬂ'ence with recipe devel opment?

o What access do you have to processing facilities to
aid in the devel opment of my produc’l:?

o What propﬁ e’cary informa.h'on expe‘m' ence do you have,
i.e. ]ora.ncling. trademarks, paten’dng. etc?

o Please provi de references for writing nutritional ]abe]ing.

Markets Consultant

o Whatis your expe‘rience with prod_uct devel opment and marke’dng?

o Please describe your methods for the foﬂowing market research:

who performs the research, what are the goa.]s of the research,
and how will it be conducted?

o ]s your marke’cing expertise pﬁ'ma‘rﬂy local, state, national or international?

e What specific marke’cing tactics have you used successfuﬂy

to introduce a new product?
® Do you think there is a need/niche for this new product?
o Tell me about the pro&uct life cyc]e in this pro&uct area.
o What assistance will you prow'&e for initial sales?
e What time do you have available to commit to initial marke’cing activities?

o Who will be responsﬂo]e for devel oping marke’cing support information
G.e, pro&uct sheets, point of sales materials)?

o Wil you he]p me determine the need for a sell sheet and if one is needed,

]’IOW Wﬂ] YOLL he]p me deve]op one?

N
N

Product Development Markets Consultant



