Ideation and Validation

From the beginning, FinestKind’s business ideation process was flawed as there is no evidence any customer validation exists. Without any customer validation, it is impossible to determine whether FinestKind would be successful. From the start, FinestKind must make efforts to approach many people face to face to see if they would be interested in a retail or wholesale seafood business. Face to face approaches are the best measure of validation as it generates an immediate response, feedback and a reaction from potential customers. As seen in the Business Plan, face to face approaches are being made after FinestKind ventured into business, when they should be been done long before. It is important to validate a business idea before starting any sort of operations as it is difficult to sell a product if there is no interest. Other than face to face approaches, FinestKind can hand out surveys and perform research into the seafood retail and whole sale industry to determine if there is high demand for seafood in Anytown. Furthermore, the idea of retail and wholesale seafood distribution is currently being contested by 3 other companies, none of which FinestKind is making any genuine attempt to differentiate itself from, other than offering the freshest fish available. Without identifying a market gap or market need or any pain customers may be suffering, it is difficult to justify going into business. To determine where market gaps lie, again, focus must be on research and customer validation. Asking customers specific questions about seafood and where they buy it from, questions about what customers like about competitors, asking people what they would like in a seafood retailer or asking potential wholesale clients whether they could change anything about their current supplier. All these questions can be compiled into data which will reveal trends, and these trends are where the potential market gaps lie.
Upon reviewing the business plan and the information provided, there are two evident market gaps that can be exploited.
First, Kingfisher runs a successful door to door retail delivery service which they are looking to expand. Since they have been serving the same route for years, Kingfisher has delayed the possible expansion of their successful service. If FinestKind can offer a similar service to a different route and achieve a similar level of success, it will bring in large amounts of revenues, however, research must be performed to determine if this is a profitable venture. First, FinestKind must determine (if it is not already known) what routes Kingfisher delivers to. It would not make sense to target a route Kingfisher already runs as they are established and have a strong reputation. Once Kingfisher’s routes are known, FinestKind must target areas or potential routes and conduct market research and make validation efforts. Going door to door and asking if customers would like a seafood delivery service to their house will give primary insight into interest and where Finestkind’s route will run. Furthermore, conducting over the phone surveys to determine whether people would like a door to door seafood service can target a wider reach of people in shorter amounts of time. Combining these two research methods can help determine a possible router or general are FinestKind can operate a delivery service in. Since FinesKind is already requesting money for an insulated vehicle, the potential for a delivery service will further justify the purchase of the truck to the bank. Building on securing the bank loan, the increase in revenues from a successful delivery service will further remove doubt from the bank as it will prove FinestKind is a viable business.
The second market gap the can be exploited is the willingness of Job to shed some of their wholesale business. If FinestKind is serious about expanding their wholesale business, they must capitalize on the clients Job will give up before Kingfisher, who are also looking to expand their wholesale business, can get them, then it will help increase profits, secure possible lucrative clients and increase the reputation of FinestKind. To secure these clients FinestKind must contact Job directly and see if he really is willing to give up some clients. If Job is willing to give up the names of these contacts, they must be contacted right away to ensure they can be secured. If Job is unwilling to tell which clients they are willing to give up, then FinestKind must contact all Job’s wholesale clients to see if any of them are willing to depart with Job. Assuming Job will give up some of their wholesale clients to FinestKind, FinestKind will gain an advantage over Kingfisher by securing strong wholesale clients and will also further prove to the bank that FinestKind has a strong and profitable wholesale client base.
Continuing with ideation, ideas generally evolve over time, which is not the case for FinestKind. To evolve on the existing idea of FinestKind and to demonstrate that FinestKind has the freshest seafood, FinestKind may entertain the idea of opening a small kitchen to cook over the counter seafood. Opening a small kitchen not only opens up a new avenue for revenue, but it will also help attract potential customers to FinestKind’s store where they can purchase a meal to taste the quality of the seafood being sold. This venture would require minimal labour and would require a stove top, an oven, a deep fryer and various other inexpensive kitchen supplies. These costs can be added to the request for a bank loan if there is sufficient evidence this is a profitable venture. Again, face to face interactions and surveys are a key metric in determining if there will be interest in a FinestKind meal service as they will determine demand and if the idea is sound or needs refining. Questions asked to customers will included whether they would enjoy a cold seafood meal (sushi) or a cook seafood meal (baked salmon and rice) and how much they would be willing to pay for an over the counter seafood meal. Furthermore, researching local seafood restaurants on how they operate, talking to industry experts and speaking with customers of these restaurants will offer insights on what to prepare, how to prepare and all the general information needed to make this a successful venture. Preparing sample dishes for various events around the city would also help expose the taste of the potential food offered by FinestKind and help create demand for over the counter meals. This venture, if proven profitable, will further demonstrate to a bank that FinestKind has many sources of revenue and will help secure a future loan.
For FinestKind to prove they are viable, efforts must be made to validate the business idea, obtain customers and capitalize on market gaps. If these efforts are made, FinestKind will prove viability to the bank and will be closer to securing a bank loan. Further methods of validation, gaining customers and exploiting market gaps will be discussed in the next section.

Business plan analysis

Marketing

Concerning the business plan itself, when considering FinestKind’s target market, it is unclear as to who the retail portion of the business is attempting to appeal to. Being on the corner of a busy tourist jute is not an effective way to maintain business. There must be a target market or target markets. One area to target is the market itself. Relying on tourists is extremely unreliable as there are generally no repeat customers. The market in Anytown has a population of 100000, which is a significant number and targeting the residents of Anytown’s market will allow for a large amount of repeat business on top of the tourist sales. Since not all residents will be adults (children will not purchase seafood), it’s safe to assume 50000 residents are potential customers. To attract the residents of the Market to FinestKind, again, face to face interactions with the residents must take place, and a large amount of them must take place to inform them of what kind of business is in the neighbourhood and what FinestKind offers i.e. the freshest seafood available. Moreover, handing out flyers and posting ads at bus stops, in buildings and other densely populated areas will produce maximum exposure and will target all the residents of Anytown’s market. If these advertising and awareness spreading efforts brings in only 5% of the population of the market, that is still an additional 2500 customers who are likely to be repeat customers. By simply targeting the residence of Anytown’s market, FinestKind can build a strong client base that will be complimented by tourist sales. However, since Job is looking to enter into retail seafood and is located in close proximity to FinestKind, FinestKind must perform the above measures to ensure a strong client base is established before Job reopens. If FinestKind targets the residents of the Anytown market and brings in a new customer base, it will demonstrate to the bank that FinestKind is profitable and realizes the importance of having a target market and strong customer base.
In terms of strategies, FinestKind’s advertising efforts are misdirected and lack and performance metrics or specific actions. For example, radio and newspaper ads are a great way to reach a large audience, but simply airing them will not help FinestKind. Specific, measurable metrics must be in place to measure advertising success. Specifying how often the ads will run, which days and for how long a period will help FinestKind to identify trends or if there is an increase in sales the day of or following the placement of an advertisement. Furthermore, relying on word of mouth from customers is not reliable since customers may be unwilling to promote your business or may simply forget to give a good word. More concentrated advertising efforts such as face to face interactions, surveys, and flyers, as discussed above, will raise more awareness for FinestKind. Building on advertising, offering promotions and coupons with flyers will help increase demand to FinestKind, especially among people who have never visited FinestKind in the past. 
Above, research methods have been mentioned, but general market research is extremely imperative to determine whether a business can be viable and where to focus business efforts. First, there are two types of research, primary and secondary. Primary research would be performed through most of the validation efforts i.e. face to face interactions, secret shopping and surveys. Secondary research, however, can be extremely useful in addition to primary research. Journal articles, scientific papers, statistical databases, newspapers can all give further insight into how the industry landscape is performing, how the economy is performing or if a study has been conducted that relates to any of FinestKind’s operations or potential target markets. Including what research has been conducted in the business plan, both primary and secondary on the industry will demonstrate to a bank that efforts have been made to understand the industry and identify target markets in which to pursue. Trends are another area where research will allow FinestKind more insight into the seafood retail industry. Research into trends can give insight into how certain trends have affected market growth in the past which will help prepare for the future. Examples of these trends include population shifts, regulatory changes, economic and socioeconomic trends and government policies. 
Another important area the bank will be keen to have more information on is the competition section. There simply is not enough information regarding FinestKind’s competition. In particular, more efforts should be made to find out about how all the competition operates in detail. This information can allow FinestKind to improve in areas they are weak in and capitalize in areas the competition is weak in. One way to do this is to secret shop. Secret shopping will give first hand insight into how business operate on the front line. Furthermore, talking to competitors’ wholesale clients and suppliers can give insight into the weakness and strengths of these companies and where FinestKind can improve and capitalize. Another method is to contact competitors’ former employees to gain insight into how the business operates on the inside. All these methods will allow FinestKind to improve on weaknesses and seek out opportunities. Furthermore, talking with other companies customers can allow for FinestKind to see how they are positioned in the current market landscape, which can be used for future action.

Operations

In the management section, what is alarming is that there are no weaknesses presented in the business plan. With no prior experience running or working at a seafood retail and wholesale business, it is evident there must be weaknesses between the two. Being upfront about weaknesses and how they will be compensated for is a much stronger approach than covering them up. While Mr. Swan worked at a seafood distribution centre, his knowledge of the industry is only limited to the distribution portion of selling seafood. Likewise, Mr. Gosling may have taken night courses in management, but has seemingly never managed any business in his lifetime. These are gaps as neither Mr. Swan nor Mr. Gosling knows how to operate a seafood retail and wholesale business. While a team of advisors with vast experience was brought in to help decisions, they are not the people working day to day at FinestKind, therefore weakness and how they will be compensated for must be included in the business plan. A bank will have a difficult time giving out a loan to a business that doesn’t present their weaknesses up front.
When it comes to logistics, there is some concern with storage. Currently there are two freezer being used for current operating levels. However, if FinestKind is to increase their wholesale efforts, additional freezer space must be made available due to larger amounts of inventory in the store. It is recommended that FinestKind purchase or include in the request for a loan for another freezer, whether it be small or large, depending on projected sales to hold excess inventory.
With regards to suppliers, it is unclear who they are and how much they are charging. It is imperative to be clear who your suppliers and how much they are charging as it is important to understand where the inventory is coming from and how much it is costing. Currently, the tradeoff for having the freshest fish available is paying a high price, which is an undetermined amount. Does this price fluctuate or is it a set price? It should not be fluctuating as all prices should be determined in advance. This will allow for FinestKind to make monthly cost projections based on how much seafood will be purchased, which is not possible if cost is not known before purchasing, thus FinestKind must work to set a price and conditions when seafood is purchased, and if it already is it is important to include that in the business plan. FinestKind must also research possible alternatives in seafood suppliers. If FinestKind is able to find seafood of similar quality, but at a lower price, the margins of FinestKind will increase, allowing larger for larger profits. Moreover, it is important to have more than one supplier. In the event of a shortage or disagreement with a supplier, having a secondary supplier allows for the reduction of any possible supply shortage FinestKind may run into. In addition, it is unclear how often FinestKind purchases from their supplier. More information regarding when more seafood is purchased and how large the order is will help give insight to the banks on how fast inventory is turned over.
In the description of personnel, it is unclear whether there are employees currently employed at FinestKind and what the labour costs are. This is important information that must be included as it gives insight into total costs. Furthermore, the section regarding the hiring of personnel lacks job qualifications for the job descriptions. Again, this information is vital because it allows the bank insight into the standard of personnel FinestKind is looking to hire. This will also help FinestKind pick suitable candidates based on their fulfillment of the job qualifications, which will in turn bring in strong employees. Furthermore, there is no description of what the full time employee’s functions will be or what qualifications are required for this position to be filled. FinestKind must include what this full time employee will be doing and why they will get paid $850 per year.

Financials

In the financials section, the income statement was omitted which may be a major reason the bank loan was denied. The income statement measures how much profit was made in a given period. Without this statement, the bank cannot see whether FinestKind is profitable. Furthermore, the income statement shows sales over a period on the first line, indicating how much revenue is being generated. Not only is this of interest for the bank, but this is of interest for FinestKind. Having the income statement will allow FinestKind the ability to see where the most profit is being consumed. This can allow for managerial changes to be made in terms of expenses. An income statement must be included in every business plan or there is no way a bank can determine whether a company is viable or not viable.
[bookmark: _GoBack]Moreover, it is difficult for a bank to provide loans without a sense of forecasted sales for any given period. FinestKind has provided no sales projections for the coming year which does not allow the bank to determine if the loan being requested will be paid off. If a company is not selling enough, it will not make enough money. A bank will not give out a loan if they suspect it may be defaulted. Including a sales projection will allow for the bank to make view how much money FinestKind can make which will direct them into a decision on a possible loan.





