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Introduction  
Evaluation of the market before investing is essential; in most cases, business ideas need to pass through a series of tests as well as questions that need to be answered before undertaking the actual investment. The purpose of testing the opportunities is to validate the chance and see whether it is valuable. The business opportunity must meet critical elements such as the idea should have demonstrated market needs, find the demand of the products or services you intend, to offer, development of the identified product or service in an economically feasible manner, measuring whether, there shall be sufficient returns on investment before actually starting the business (Hollensen, 2010). In doing an entrepreneur will get to understand the cost of pursuing or not pursuing a specific business opportunity. This essay will focus on a description of the identified potential business opportunity, the product to sell, how the product will meet customer satisfaction, target market. Similarly, the essay will explain the differentiation strategy to be used for effective competition in the market.
Product plan.
After research on the potential business opportunity, I decided to start a food and beverage, company in this company, four categories of the products. The products include fast foods, yogurt, bread, and cakes. The products will be made within the company. High quality will be maintained in the production to ensure that customer requirement is maintained. Also, to meet the health standards, all the products will be subjected to food and safety board for approval (Perreault et al., 2011). The food products will be offered at $1.5 per packet and drink such as yogurt measuring 500 ml will be sold at a market price of $2. The intention is to increase product visibility in the market by pushing it to the market; the products will be updated based on the customer’s requirements.
These categories of the products formed a refinement of the existing products in the market but designed in different ways. For example, the cakes and bread come in new design, appealing color, and affordable price. However, these products are narrowed down to a specific segment of consumers (Perreault et al., 2011). The market target and segmentation are young people, kids as well as nursing mothers. To penetrate the market, the products are offered at low price relevant to the competitors, delivered to the consumer location to create place utility. All activities done will be done toward building customer values. The home provides and in (Singh, 2012).volvement of customers in making the product will help to increase the consumer confidence in the company’s product. 
The company target to implement key technologies which will allow us to achieve efficiency as well as cost effectiveness while ensuring customer services are completed. For example, the company intends to use the enterprise resource management systems as well as the hotel management system.  ERP will be fundamental in helping in management for the resources; the hotel management system will offer to ensure operational efficiency is achieved. For example, the customer can book their orders online through this platform and have their products delivered to them at their most convenient time (Singh, 2012).  Since customers are in different geographical areas with the United States, the company will use long channels of distribution to ensure that customers make little effort to get the product. Our customer expects time utility, fast delivery, and quality enhancement, in that case, the systems will be useful towards helping meet the expectations.
Product differentiation in the market is a crucial strategy towards gaining market share. For example, To differentiate our products from the competitor, we focus on value creation in all the operations we engage in, from supply of raw materials to the production, to warehouse as well as in the distribution to consumers. Also, we focus much on mass customization as well as the involvement of consumer in the making process so that we differentiate you from others.
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