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[bookmark: _GoBack]Question 1
Fresh Connections is a thriving company in the prepared foods industry. Initially, the company was undefined on what products to sell in such a competitive market. Decision-making between the narrator's father and uncle was a problem with the uncle wanting to operate with commodity supply and the father focusing on meat. There was also the problem of pricing the commodities. Pricing was much of a strategic issue as well as an operational problem. Many competitors, such as Willow and ASK Foods, in the market forced the company to develop a pricing strategy to retain customers and maximize profits. Similarly, being a new company, it was not easy to thrive in the market and beat long-existing companies and become successful. Fresh Connections was also challenged with the risks associated with dealing with fresh components. The highly perishable inventory is risky, considering there is no assurance of having many customers or guarantee that customers will come back to make purchases. To record a magnificent performance, Fresh Connections must clearly address these important operating and strategic issues and hence boosting its competitive advantage.
Question 2
In my opinion, freshly prepared foods are the best segment for fresh connections. The company has different products and recipes, providing a variety to customers. People have shifted their taste and preferences from fast foods makes the business lucrative. Looking at the choice health-wise, fast foods contribute to health complications, and people are switching to healthier lifestyles through changing their eating habits. There is a lot of market for products in this line. Fresh connections made a good decision to join the fresh produce market and focused on producing quality food rather than meeting the demand. The company produces high-quality products to attract and retain customers by meeting their tests and preferences. The company’s strategy has several recipes that mean a flow of new products for customers to try out. 
 







Reference
West, J. (2003). Fresh Connection. Harvard Business School 

