LIFE/BUSINESS/MARKETING INTERFACE: TAKING YOUR BEARINGS
1. think about how your proposed business venture interfaces with your current  & near future life, and domestic circumstances.
E.g. Will it be part-time; full time; with partner input? And What about funding; cash flows; facilities; ownership/rental; diversification; timelines; training; family constraints?

2.  Developing and marketing your business product/service successfully will require you to ensure that there is demand for your product.  (It is not just about selling.)
· anticipate 

· research

· facilitate and seek out opportunities
· identify & match needs (timing is crucial: AIDA-attention, interest ,desire, action)
· satisfy (by applying customer care & service)
· fulfil customer demand: differentiate customers (they are not all equal)
· be profitable to be sustainable. Consider the power of benchmarking. 
3. Consider fully the pertinent business environment to the local food sector 
 I.e.  Do a PEST (political/legal; economic/demographic; social/cultural; technological) analysis
4. Focus on the bottom line and understand cost dynamics.
5. Use colleagues as a resource to test your ideas and exchange feedback
6. Develop a unique profile or selling proposition for your business (by taking an outside perspective)

7. Constantly use the mirror: you are a very experienced consumer/prosumer/client
8. Be honest & flexible. Be prepared to constantly review via SWOT (strengths, weaknesses, opportunities, threats). Undertake necessary changes. Consider starting again, if necessary.
9. Be persistent. It will not be easy. Develop your listening skills and communicate.
10. Have fun and maintain a sense of humour
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