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INTRODUCTION
Millennials have been often said to be the most popular users of food trucks and are often described as the “food truck generation” for the same reason. It is no secret that the food truck businesses are moving beyond the office crowd and becoming more than a business but an industry by itself. They have become dominant for food lovers, millennials, curious office workers looking to try new culinary inventions without going to a restaurant, cab drivers, and tourists. According to IBISWorld, the market size for the food truck industry is $1 billion and is set to rise more over the next five years. From 2012 to 2017, sales at food truck businesses increased by 79% (Analytics, 2021 Gravy Analytics). Just like most delivery, eatery, and service business, the food truck industry has been hit by the coronavirus pandemic majorly due to its reliance on meal rush hours and traffic. 
However, the food truck industry situation has begun to resume normal operations over the last couple of months despite the coronavirus. Like all businesses must have a plan of operation, the same rules apply to food truck operators and owners. For a food truck to be successful, the entrepreneur must decide on a good menu for their target market, locations to target, and prices set for all items on the menu. 
TARGET MARKET
Deciding on the target demographic involves coming up with an approximation of your average customer on a day-to-day basis. This can necessarily mean gauging their tastes, preferences in ingredients, healthy living habits, spending habits, and the unique selling points that attract them (Cornwal, 2015). Some of the categories considered in selecting a target market include Age, Education, Income, Interests and lifestyle, Job status, Location, Marital status, Religion, and gender. According to an IBISWorld Inc. report, 43% of food truck spending each month is made by 25- to 44-year-olds, with an additional 20% coming from those under 25. (WebstaurantStore, n.d.)
Deo Bites food truck will target all age groups with different tastes and backgrounds by having a diverse menu to promote inclusivity. The menu will focus on Indian, Ethiopian, Mexican, and healthy vegan choices for vegetarians and gluten-free choices depending on the location of the food truck. Deo bites food trucks will first and foremost be set up in two cities in New York – i.e., New York City and buffalo and later own venture to more cities.



Methods used to research customer needs and wants.
1.	Customer needs analysis – This method was used to conduct customer surveys in the areas where the trucks will be operating. Effective customer needs analysis depends mainly on two factors. Firstly, to create customer personas and identify what customer inputs are needed to create breakthrough products, the second is to know how to capture customer inputs and feedback. This method included Customer interviews and surveys.
2.	Mapping the customer process – If you know your customer’s process, it is advisable to map it out. Finding out what our customers needed, we mapped out most of our customer's processes in each area. Their day-to-day activities and routines are naturally designed to help us deliver their wants. For example, for customers who have early mornings and rarely have time to make breakfasts on their way to work, we prioritized adding breakfast menus since the number of customers was too more significant, providing a niche to fill.
3.	Analyzing your competition – To deliver adequately, we needed to know what our competitors were missing and incorporate it into our business. Having large-sized trucks serves as an added advantage to our business since the room provided for the kitchen will allow for a diverse menu. We also realized that customers want Fresher & Healthier Foods, Vegan/Vegetarian Options, and online delivery services and prioritized including the same in our marketing strategies.
MARKETING 
A good marketing presence helps the public recognize and identify with your business. It does not matter whether through an eye-catching graphic design, a fun décor plan, or a memorable tagline on the slogan. The most important thing is to make sure you are using everything at your disposal, especially since technology is on our side. This includes the use of a variety of approaches and channels to support your marketing efforts. An intentional strategy can have a significant impact in ensuring your message reaches and engages your customers. Below are the marketing categories as focused on.
a)	Product – For the product, the central aspect of marketing comes in as branding. As the food truck industry has become Highly populated, branding sets you apart from every other food truck. We needed to create a distinct brand to help ensure our food truck's success and longevity. Deo Bites' strategy focused on creating a good logo, catchy font, good graphics, and fun, creative menus.
b)	Pricing strategy - Setting prices for the products we sell from our food trucks was one of the most crucial components. This is because the prices directly affect our ability to sell, cover operation costs, and generate profits. Myrick, an author for a business periodical, states that Restaurant food cooked on the premises is typically priced per item. Typically, prices of menu items vary according to food costs (the actual amount it costs you to make dishes) and sometimes according to demand (Myrick). This greatly influenced the pricing strategy chosen, which was the food-cost percentage pricing method. To determine prices, you need to know the target food-cost percentage 
and the actual food cost for the item.
Percentage	Food Cost	Menu Price (min)
20	               $1.50	$7.50
25	               $1.50	$6.00
30	               $1.50	$5.00

c)	Promotion – For promotions, we intensely leaned on social media and technology. Using the food truck app in New York, Deo bites will be registered in all apps in the area. We will incorporate review websites like Yelp in our services and target influencer promotions. More so, two-way communication with our customers in our social media apps will be prioritized.

d)	placement or distribution. – Just as location is essential in other industries like real estate, the same case is in food trucks. To choose locations, we need to identify and target our local customer base's interest location-wise. Most cities have regulations but offer exemptions for food truck industry locations such as parks. 
Advertising budget and plan.
Our one-year advertising plan will include enhancing social media presence, getting more partnerships to solidify and expand the business to different cities, teaming up with local food trucks to grow your food truck's audience. While other food trucks are technically your competition, you all have unique things to offer. The support of other food truck owners can go a long way towards securing your success in the business. Apart from this, we will set aside funds to invest in merchandise for the business, which will increase our familiarity with customers.
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