Running Head: The Marketing Opportunity

[bookmark: _GoBack]Entrepreneurial Marketing Opportunity
The marketing opportunity is a café with a food truck. The idea is to build the brand of the business while providing a service to people who cannot come to the brick and mortar site. It is also an opportunity to advertise the business. As restaurant owner’s we want to bring the café experience to the food trucks so that the customer’s get the same customer service on and off site. We are passionate about this venture and we want to build a great customer base, maintain old customers, and working together to ensure that this is the number one café and food truck around. It is also important to our team to give back to society. This is a way to reach the masses and give back to the community. Over the years, consumer taste change as well as the preferences and inclination towards streets food and beverages consumption, in which has led to the increased demand. A café and food truck business, therefore, requires focus towards trucks developing keeping in mind the factor of hygiene. The current marketing conditions of the café and food truck business have witnessed rapid changes due to the existence of factors such as rapid urbanization, inclination towards street food, the rise in the population of working women and rising busy schedules. (Dies, 2017)
     The current primary and secondary marketing conditions of café and food truck business are that there needs to be an initial investment for the smooth running of operations to effectively compete with competitors. Café and food truck business is a high-profit idea mainly because much lower investments are involved as against sit-down restaurants. There require the best equipment and maintenance to attract customers due to the growth of competition faced in the current market. The other condition is health and hygiene. Currently, there is usually an assumption that it is unsafe for consumption in food and café trucks due to the growing health consciousness. “The need to maintain customers in the café and food truck business becomes key.” (Media & ProQuest (Firm), 2015)
     Based on the current marketing conditions, there are potential positives and negatives that might result hence being against or for the café and food truck business. One of the potential positives is that due to the relatively low operating costs and initial investment, it is a greater avenue for us as first-time entrepreneurs to enter the industry and learn the landscape hence provision of invaluable experience which will benefit future undertakings. Potential customers will enjoy the bustling working environments since the dynamic of the café and food truck business is completely different compared to providing catering services or running a restaurant. On the other hand, there are potential negatives on the current marketing conditions to the café and food truck business. There are regulations since there are clear rules regarding the mobile café and food truck business. A lot of research that was conducted led to complex contact with the relevant agencies on locations to obtain the requirements. There was also lobbying by local restaurants due to the unclear regulations and increased competition hence challenges when coming up with a café and food truck business. 
     The current café and food truck business marketing is driven mainly by factors such as changing lifestyle, inclination towards different menu and taste and schedules. The demand for the global café and food truck market additionally is increasing due to the street food and beverages rising popularity. New opportunities in the global café and food truck business are increasing the interior development focus among the key plays during the period of forecast. “In addition, there are strange government rules and regulations hindering the growth of café and food truck business.” (Dies, 2017)
     It is a fact that the idea of the café and food truck business will have on the rest of the market. One of the impacts is increased competition since there are already established ones that are running. The other impact is reduced prices in an attempt to win more customers. The whole industry will hence be forced to abide by this. “The main reasons for the two impacts are the need to increase profits to enhance sustainability in the nearby future.” (Dies, 2017)
[bookmark: _Hlk9192225]     In evaluating the marketing idea, it is important that you find out if you are going to get a return on your investment when it comes to expense and the marketing. Ensuring that you review the sales number to see if the idea is working or not. If you have an increase in the numbers, then your marketing idea is having a positive affect and the numbers are decreasing in sales then you know that your marketing idea is have a negative affect on sales (Morello, R., 2019). It is also important that you gauge the customers response and reaction to the marketing idea. You can find out how customers feel about your marketing through surveys online, in person, customer feedback, and reviews online (Morello, R., 2019). There are many ways to find out the climate of your customers. Market reach expansion if your market reaches to other regions where there is a new customer base that has been establish by word of mouth or because of the business natural growth which shows that the marketing idea worked either through a successful product, experience, or an effective marking message. Outside salespeople can also gauge whether a marketing idea is successful or not. Finally, the actions of your competitors can tell you a lot about your marking idea because they can let you know by their actions if your tactics are a success or not. They will try to use your idea in their marketing strategy if it is good.
Marketing Evaluation Criteria
When doing the evaluation, we chose an area that the food truck can run year-round due to the sunny skies Miami is great location for a café and food truck. It has a diverse group of people that we can cater too. The food truck industry has grown over the years from 2 percent to 7.9 percent over last five years (Foodtruckr, 2017). The customer value is to make a product that appeals to the target market which starts with a menu and a taste test of the products served to see if the idea is sustainable in the market. The competition is fierce in the food truck industry, so your product has to stand out in the market. Location, location, location is key to any business but especially if it is a mobile location you have to find a area with the most traffic such as South Beach. You have to be able to build and sustain your brand, so it is important that you take the measures to do so. Our biggest competitor on South Beach is the South Beach Cuisine and Espresso. They have a similar concept offering their cuisine with espresso. They have a following on Facebook that is impressive. I think that we offer a different feel because not only will we offer a variety of beverages, but we will have a truck that will offer the atmosphere, food that will cater to the masses, but our customer service will be beyond reproach.
Estimates of Market
An estimated value for a year over year gross revenue for a food truck business will vary from season to season and location.  There are few specifics that must considered when planning an analysis to project future gross revenue, meaning all cash collected before deducting any expenses.  For the specific of this analysis, we owned the food truck, so there are no expenses related to the truck itself.  According to foodtruckempire.com season ability of the nature of this business has a key element in determining success of the business, that is factor that is influenced by location, ex.:  Food truck in South Beach Florida, can operate all year long, for reasons of weather as well as client flow, unlike Buffalo N.Y. where weather is a major factor due to snow and in overall freezing weather that hampers the ability to sale all year around.  For this specific exerciser our location is Miami, FL.  (Foodtruckempire.com)
     The big picture will allow us to look at the overall business practice of food-truck nationwide; Key point to understand that is that in the food-truck business, the more you are out the more you earn.  Our business is expected to be our everyday along with our brick and mortar location.  According to foodtruck.com survey conducted in Florida and California and other warm states the average annual gross income is 150.000 about a third of the responses mentioned that their annual revenue was over 200.000.  In addition, a business report on the average income from USA today reported that household income in the United States is an average of 65000 (2014) by comparison of the gross annual income from the food truck to that of an average family income is a clear win-win picture.  (foodtruck.com)
	“Over the past five years the food-truck industry has grown by 6.8% to reach revenues of 1 Billion dollars a year” (Ibisworld.com).  The mobile food industry as is evolving is a growing business in fact according to mobilecuisine.com the revenue in the next five years for our industry using the formula below predict a growth of 13.3 percent year over year for the next five years with an end goal of 250000 dollars by year five, our starting point is 150000 per survey.
Formula:
Step 1: Calculate the percent change from one period to another using the following formula: 
Percent Change = 100 × (Present or Future Value – Past or Present Value) / Past or Present Value
Step 2: Calculate the percent growth rate using the following formula: 
Percent Growth Rate = Percent Change / Number of Years

Consumer Base and Market Share
	When looking at what kind of consumers we will have for our food truck and café, we first need to look at our target market. Determining our target market we have to look at age, a mix of gender and ethnicity, income level, education, job status, marital status, size of household, and religion because these are the areas that we want to look at so we can know who we are going to attract. We would need to determine how our food truck brand connects emotionally to our target market, in which will also help us to determine the market. I have found that food trucks are extremely successful with the millennials, in which the age range are anywhere from about 20 to about 38, even though there are many age ranges that eat from food trucks at one point or another. When we are looking at our target market, we would need to know the characteristics, the size, which food we think the millennials would like best, finding the best pricing, and making sure to test results by getting surveys to find what works best for our market. While also looking at the café we would also look at the same target market as the food truck, even though we are doing them together, they will be separate entities. 
	When looking at the consumer base it goes back to looking at our target market, but also finding out the competition, analyzing our product/service, making sure we find the specific demographics to target, as well as considering the psychographics of our target market, but also making sure that we evaluate our decisions which choosing location, etc. Then taking a look at the market shares there are different ways for us to figure this out by finding what the number of customers that we have or will have we by finding out how many people who are in our target market area then we can guess that 1 out of 10 in the area will become a consumer. 
Risk Management Strategies
Every business aims at serving a large number of customers and earning an enormous profit. Usually, the management team needs to acquire every item necessary for starting the business. For instance, our cafe and food truck business require the buying of fresh ingredients, preparing food for sale, and reaching the customers. However, the company may go down if an accident happens. Therefore, the management team will have to come up with risk management strategies that will save the business from potential risks. This section will focus on risk prevention measures for the cafe and food truck business.
Our management team will prevent risk by implementing three main strategies. First, the team will facilitate the training of the employees on matters concerning the following:
1. Work safety: the training will equip our workers with skills necessary for the handling of cookers, sharp objects like knives, etc.
2. Safety procedures: The employees need to learn the nature of the food truck’s business. The safety procedures include proper handling, preparing, and storage of food. In the event robbery, fire, etc.; the employees will have skills to mitigate the problem (Okumus et al., 2019).
3. The employees will learn how to resolve any dispute that may occur between a customer and him or her. It will reduce cases of physical violence (Okumus et al., 2019).
The second risk management strategy pertains to adherence to health and safety codes. Therefore, our team will familiarize with local health and safety ethics (Auad et al., 2018). However, the laws depend on the county or state in which the business operates. Some of the regulated areas in health and safety include employee hygiene, health inspections, which should be conducted by the department of health; and security of the food storage methods (Auad et al., 2018). However, adhering to health and safety codes prevents not only violation of regulations but also potential injuries in the workplace.
The third strategy is to acquire appropriate licensing before opening the cafe and food truck business. The first license to obtain should be business license (Sabbithi et al., 2017). In most counties, it is a requirement for people to acquire a commercial license which allows a person (s) to operate the particular business legally. Apart from the business license, there is also a need to have food and service license which the local health department should issue after inspecting the business for health matters. For the food truck business, a driver’s license is very fundamental.  The permit will allow drivers to shuttle food to where the customers are (Holmes et al., 2018. Also, if the employees run a food business in their vehicles, it is essential to acquire an appropriate license. In an instance where the drives the business`s food truck operates under several employees; each should have a driver`s license.
Also, important is the acquisition of accident insurance cover for employees who use their vehicles to transact business on behalf of the company (Holmes et al., 2018). Therefore, the employees should not use their auto policy in the event of accidents. The company must provide hired and non- owned auto insurance for its employees who use their vehicle.
In conclusion, the management team of our cafe and food truck business need to ensure the company does not fall to any risk initiating risk management strategies. The strategies will allow the smooth running of the market, the safety of the employees and the customers. Violation of any health and safety regulation that governs selling of food and beverages in particular counties may paralyze the running the cafe and food truck business.
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