SmartSweets 
As a 21-year-old entrepreneur from Vancouver, little did Tara Bosch know that within a year of launching her business she would generate over $1 million in sales across Canada. In 2015, Bosch started SmartSweets, a gummy bear brand that offers a healthier alternative to traditional sugar candy. “Our products are the means to our mission, and our mission is to kick sugar, keep candy and create a movement based on smaller, smarter choices,” Bosch said. 
[bookmark: _GoBack]Unlike traditional gummy bears, SmartSweets gummy bears have 2g of sugar, 24g of fiber and 5g of protein per 50g pouch. The comparable amount of regular gummy bears would have 26g of sugar - which, as she mentions, “is 104% of the ideal daily recommended sugar intake recommended by the World Health Organization." 
With no assets and limited credit history, Futurpreneur Canada was the first organization that took the leap of faith to support her financially to get the business off the ground. After spending considerable time networking with professionals in the industry, she attended a two-day "How to Launch a Food Biz" crash course, where she met her future mentors who ended up being instrumental in her early success. The next thing she knew, she was accepted into “The Next Big Thing" accelerator program. Bosch said that it allowed her an opportunity to connect with "incredible people in the food industry, resources, and a physical space where I was surrounded by other young entrepreneurs going through the same highs and lows as me." 
With SmartSweets, Bosch wants to “become a global leader in educating consumers about sugar reduction in our daily lives and the positive impact that kicking sugar holds on our health.” Through her healthy gummy bears, she imagines customers "being able to go to their local grocery stores candy aisle, choose their favourite candy product and be able to actually feel good about enjoying it, while treating their body right.” 
Bosch's long list of awards include the BMO Celebrating Women-Growth & Expansion Award 2017, Cleanest Packaged Food Awards and the National Pitch for the Purse Forum for Women Entrepreneurs (FWE) award. As a strong example of a high-growth company with raplay increasing sales, Bosch is ready to take on the next big challenge. 
Part I - Case Analysis (Total 35 marks) 
SmartSweets currently distributes its product through selected retailers across Canada. Current distribution is limited to the following retailers: Nature's Fare, Whole Foods and GNC Live Well. Apply the COARSE methodology (as described below) to evaluate the decision for SmartSweets to expand its distribution strategy. 
1. List a minimum of four concerns that would be relevant to the decision to expand SmartSweets' distribution. Complete a SUG analysis. Using your list of concerns and SUG analysis, provide a justification for your key concern and decision statement. (7 marks)  
Four concerns relevant to the decision to expand the SmallSweet include Getting and maintaining customers, revenue management, maintaining online marketing presence, lack of employee motivation due to low pay. SUG analysis
  
	Concerns
	type
	S
	U
	G

	Getting and maintaining customers        
	pp
	H
	M
	M

	  Revenue management      

	pp
	M
	M
	M

	  Maintaining online marketing

	pp
	L
	L
	L

	  Employee motivation

	P
	M
	M
	M



2. Develop a minimum of three objectives. Try to include objectives that address results, resources, and if appropriate based on your concerns, restrictions. (6 marks) Three objectives that address the results and resources include
· To get and to maintain customers through proper customer service
· To ensure proper revenue collection to enhance results
· To of online marketing and social media presence
· To enhance the employee motivation through good remuneration and good working conditions

3. Identify at least three different alternatives for solving the decision statement. (3 marks) alternatives for solving decision statement include: 
· Seeking advantage in marketing
· Ensuring uniqueness of products
· Reducing the cost of production to boost finance
· Ensuring proper firm management 
4. Create a matrix to evaluate the alternatives based on the objectives. (5 marks)
Objectives:
	Objectives
	wt.

	Maintaining customers
	10

	Proper revenue or financial management
	8

	Proper online marketing
	10

	Well ordinated operations process
	7

	Employee motivation 
	8


Alternatives:
A. Ensuring high quality product
B. Good top management
C. Online and social media presence
D. Standardize all operations
   E. Training and developing employees
 5. Do a risk analysis for the top alternative and include two potential threats. (3 marks) 

	alternatives
	Threats
	

	Maintaining and satisfying the customers
	 New competitors/and products
	H

	
	Manufacturing complications
	L



6. Create a sequence of events for implementing your top alternative – the plan should include one activity addressed to each factor - marketing, management, operations and finance. (2 marks) Create a simple Gantt Chart or PERT diagram illustrating your proposed sequence of events (5 marks). 
The sequence of events in my top alternative of maintaining and satisfying the customer include: proper and online marketing to keep and sustain the existing customers, more streamlined order of manufacturing in operations, structured formal employment and training t my personnel, and involving investors to boost finance in the small business and hence expanding it.
[image: ]

7. List two different issues that need to be evaluated and describe how the evaluation will be completed for each issue. (4 marks) 
The two issues that need to be evaluated include:
· The market strategy- this can be evaluated through the use of the critical path where questions of what, who, how, where, and when must be answered.
· The financial management will be completed by monitoring the different actions that exist in the strategic plan on revenue and financial management.
Part II Written Questions (Total 15 marks) 
1. What types of competitive strategy options are generally available for organizations? What is the most likely option being applied by SmartSweets? Does this source of competitive advantage appear sustainable? Why? (6 marks) The types of competitive strategies that exist include:
· Offering unique services.
· Affordable pricing.
· Outstanding customer service.
· Accessibility. 
The notable strategy applied by the SmartSweets is the good customer service and is sustainable because the company puts emphasis on taking care of the customer.

2. SmartSweets is considered a small business. Describe a least three characteristics of a small business that might lead to this classification of SmartSweets. (3 marks)  
SmartSweets is considered a small business because it possess the following characteristics: 
· Has localized business operation. 
· The business size is small compared to the competitors.
· The financing is supplied by one person or even a small group of people.

3. You are considering employment with a small firm such as SmartSweets. What factors would make you cautious about going to work for a small business. Could these reasons for hesitation be overcome by a really good small firm? If so, how? (6 marks) 
Factors to be cautious while considering working for small business include flexibility.
· Remuneration or pay.
· Senior management trustworthiness. 
· Workplace that is free from harassment 
· Health and safety of workplace.
· Job security. 
A small firm can overcome these reasons by putting a value on the employee through proper pay, safe environment, and having good managers.
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