
10 Key Ingredients to 
Developing a Successful 

New Retail Product 



Å 10 Key Ingredients List 

Å Introductions 

Å Consumer and trade strategy, resources 

Å Product development, production, feedback, 
regulatory/ food safety 

Å Packaging design 

Å Go-to-Market, Marketing plan 

Å Q&A 

Agenda 



1. Focus early on consumer strategy 

2. Plan for the trade ï channels and buyer 

3. Network and find expert resources 

 

 

10 Key Ingredients 

4.  Develop a winning product 

5. Determine production and operations needs 

6. Get marketplace feedback 

7. Understand regulatory and food safety 
requirements 

8. Create sales generating packaging 

9. Develop a go-to-market strategy 

10. Prepare a detailed marketing plan 



Introductions 

Å Nancy Peterson 

- Founder, Emerging Brands Marketing 

- 30 years experience launching successful new products and businesses 

- Formerly at Gortonôs Seafoods 

Å Dale Casto 

- President and Co-Owner Wright Design 

- 35 years experience sales, product management, advertising and  

   packaging design 

- Roles with ï Carnation, Colombo, H.P.Hood, Welchôs 

Å Irene Costello 

- Co-founder Effieôs Homemade 

- After 20 years in the corporate world earned Masters of Liberal Arts in  

   Gastronomy and a certificate in Culinary Arts from Boston University 

- Launched Effieôs in 2007 with Joan MacIsaac 

 
Å Andrea Fontaine 

- Laboratory Director Foods Research Laboratories 

- Provides microbiological, chemical, auditing, training and consulting  

   services to the food industry 

- Involved with implementation of HACCP and Sanitation SOP for  

   seafood industry; implemented and provided training for USDA facilities    

   on Pathogen Reduction Act. 

- Frequent guest speaker 



Consumer Strategy 

Å Product benefit,  

consumer need 

- Unique or preemptive 

- Relevant 

- Believable 

- Provable/demonstrable 

Reason for being 

Å Competitive superiority 



Unique selling proposition 

ÅWho You Are 

ÅWhat You Do 

ÅUnique Benefits 

Consumer Strategy 



Who will buy your product 

Å Demographics 

Å Lifestyle/ 
psychographics 

Identify Consumer Target 



Channel target 

Å Conventional supermarkets 

Å Mass merchandisers 

Å Specialty retailers 

Å Club 

 

Trade Considerations 



Primed for buyer 

Å What will it replace? 

Å Differentiation from  

current offerings 

Å What is the bottom 

line? 

Trade Considerations 



Å People who have made 
similar products 

Å Industry organizations 
(MSFA, NASFT) 

Å Investors  

Å Cross-functional team 
(larger companies) 

Network and Find Resources 



Å Top management/board support 

Å Aligned with corporate objectives 

Å Get all departments on board 

Organizational Commitment 



Irene Costello 

Develop a  
Winning Product 



Scale your recipe 
ÅStart with a winning recipe 

ÅPrepare for different levels 
of testing 

 - Home/incubator 

 - Test environment 

 - Full production 
 

ÅExplore equipment options 

ÅReformulate as necessary 

ÅAnticipate trade-offs ï 
volume output vs recipe 
authenticity 

ÅPlan for sales samples 

Develop a Winning Product 



ÅProduct protection and 
visibility 

ÅLine performance and 
automation 

ÅShelf life extension 

ÅStore shelf restrictions 
ï plan-o-grams 

ÅReal estate for 
messaging, branding 
and labeling 

 

Develop a Winning Product 

Scope out structural packaging 



ÅIngredients and packaging 
materials 

ÅCertifications (kosher, 
organic, free trade, gluten-
free, etc.) 

ÅPre-measured and mixed 
ingredients 

ÅValue-based (eco-friendly 
features, sustainable) 

ÅAvailability/seasonality 

ÅMinimum orders and 
delivery/freight charges 

ÅPrice trends 

 

Develop a Winning Product 

Source raw materials 



ÅWhatôs the minimum for your 

category and placement? 
 

ÅAre you willing to change your 

recipe to extend shelf life? 
 

ÅHow can packaging materials 

help extend shelf life? 
 

ÅGet a certified test from a lab 

 

Develop a Winning Product 

Determine acceptable shelf life 



ÅFood scientists 

ÅProfessional chefs 

ÅFood labs 

ÅPackaging companies 

ÅFreelancers 

 

Develop a Winning Product 

Consider outside technical sources 



ÅIn-house/Kitchen Build-out 
 

ÅIncubator/Shared Use  
Kitchen 
 

ÅCo-packer 

Determine Production and Operations Needs 

Evaluate production options 



Determine Production and Operations Needs 

Option Pros Cons 

 

 

 

  

  

Evaluate production options 

Å Control operations 

Å Lower variable costs 

Å Ease of product expansion 

Å You own all problems 

Å Capital intensive   

Å Continual upgrades 

Å Responsible for regulatory 

  changes 

Å Less capital outlay 

Å Pay per use 

Å Easy start-up 

Å Scheduling 

Å Flexibility 

Å Capacity 

Å Facility limitations 

Å Reduced fixed costs and 

  capital outlays 

Å Benefit from upgrades,certifications,  

  audits, compliance, etc. 

Å Focus on sales and product 

  development 

Å Higher variable costs 

Å Privacy and confidentiality 

Å Less control 

Å Risk/exposure doesnôt go 

  away 

In-house/kitchen  

build-out 

 

Incubator/shared  

use kitchen 

Co-packing 



Å Protect your recipe - legal  

agreement should include 

 - Confidentiality and non-disclosure 

 - Non-compete 

 - Non re-engineering 
 

 

 

Tips for co-packing 

Determine Production and Operations Needs 

Å    Identify options 

     - Issue a ñRequest For Proposalò(RFP) 

      - Document procedures and quality  

        guidelines 

      - Itemize fees 

      - Run tests 

      - Agree beforehand who owns mistakes 



Å Understand outsourcing 
 
 - More than a vendor relationship 

 - An extension of your business 

 - Co-packer commitment ï strategic direction 

 - Capacity and automation abilities 

 

Å    All about trust and respect 

 

Tips for copacking 

Determine Production and Operations Needs 



ÅDirect/drop shipping 

 - Pick and pack 

 - Get a shipping partner 

 - Consider minimum order 
 

 

Fulfillment 

Determine Production and Operations Needs 

Å   Distributors ï FOB, pick-      

    up vs. delivered price, 

    pallet quantities 

Å   Storage/Warehousing 

Å   All impact unit cost 



ÅYour target consumers beyond family/friends 

ÅStore buyers 

ÅOther qualified opinions - salespeople from distributors 
and brokers 
 

What to test? 

ÅUnique concept  

ÅScalable recipe 

ÅPackaging prototype or mock-up 
 

 

Get Market Feedback 

Who should be approached? 



ÅFocus groups 

ÅConcept tests 

ÅTasting labs 

ÅIn-home testing  
 

Get Market Feedback 

When resources available for traditional market research 



Get Market Feedback 

ÅWhen on a shoestring budget 

    - Go where your target consumer goes 

    - Public events as sampling opportunities 

    - Holiday fairs - selling events good way to test price 

    - Ask store or farmers market coordinator permission to    
  do a test 

  Å  Evaluate the feedback - Go/No Go decision 



Understand Food Safety &  
Regulatory Requirements 

Regulatory Agencies 

 Å Federal 

 Å State 
 

Certification Bodies 

Å Kosher 

Å Organic 

     Å Fair Trade 

 



Understand Food Safety &  
Regulatory Requirements 

HACCP 

Standard operating procedures 

Good manufacturing practices 

Pest control program 

Metal detectors 

Food recall plan 

Bio-terrorism 

Food Safety 

Package weight 

Servings and serving size 

Nutritionals 

Ingredients 

Allergens 

Placement 

Expiration 

Company name and location 

Food Labeling 



Dale Casto 

Create Sales Generating 
Packaging 



Packaging Design - Preparation 

ÅInformation & Materials Gathering 
 
ÅProposal/estimate from 2/3 

designers 

ÅStrategy/USP 

 



Packaging Design - Brand Identity 

ÅConsider multiple options 

 

ÅRelate to overall strategy 
 



Packaging Design ï Concept & Graphics 

ÅCopywriting 

ÅDesign concepts 

ÅConsumer research 

ÅDesign revisions 
 

 ÅLegal approvals - 

labeling/trademark 

ÅPhotography / Illustration 

Å UPC 

ÅPrinter Selection 

ÅFinal art files for printer 



Packaging Design ï Case/Tray 

 

 

 

 

 

 

 

 

 

 

 

 

 

Case/tray Design 
 



Packaging Design ï Printing 

 

 

 

 

 

 

 

 

 

 

 

 

 

ÅPrinting Prep 

ÅColor separations/plates 

ÅPrinterôs Proof 

Å Press run 

Å Design Process  

12 to 18 weeks 



Dale Casto 

Packaging Design Tips 



Å The buyer  
 
 
 
 

Sell Two Critical Target Audiences 

Å The consumer 



The shopper gives you 5 seconds, 5 feet from the shelf. 

The 5 and 5 Rule 


