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STARTING A FOOD  BUSINESS ON A SHOESTRING
Start it slow and start it right; but you can start a food business with about $5,000 in capital investment. In the beginning it will be a part time business but it can be done. There are many things to think about when starting out in a food business – sometimes it’s hard to decide where to begin!  Your business will need a logical progression from that idea you’ve had for so long to the actual creation of a product.  
CREATE A LEGAL STATUS

             Sole Proprietorship (DBA) 

Partnership (DBA)


LLC (Limited Liability Corporation)


INC (Incorporated) 
Free /low-cost legal advice:

NYC Dept of Business services            http://www.nyc.gov/html/sbs/nycbiz/downloads/pdf/registering.pdf

Fordham Law clinic

NYU Law clinic

Columbia Law Clinic

NY Bar Association NELP                       212 626 7373     www.CityBarJusticeCenter.org
Ron Paltrowitz Esq.                                917 822 2881 rpal@PaltrowitzLaw.com
TAX ISSUES
benefits of DBA versus INC
Sub Chapter S
INSURANCE 
Price range $500 approx for a baker’s policy 
A must!  Call around and get quotes.  You should feel comfortable talking with your broker before you do business together.  Don’t fib or misrepresent information that the broker may need to get you the proper insurance.  It will backfire on you in the end.
             General Liability Insurance
             Personal Injury
             Products and Completed Operations Insurance 
Susan Combs
                      Combs and Co.
                            Scombs@CombsAndCo.com
 646 736 3737

Bob Bleistein 
                      Classic Coverage Insurance
  BobB@classicCoverage.com
 631 422 8585
Fran or Denise Frayman       JFA Insurance                                  Sales@JFAinsurance.com                    718 767 4040
Sylvia Rivera                           State Farm Insurance                     sylvia.rivera.i7ro@statefarm.com       212 397-0580
Meghan McGarry
         Marshall Sterling


MMcGarry@MarshallSterling.com 
800 724 0695 x 28
             Worker’s compensation and disability: 
 State Insurance Fund   http://www3.nyisf.com/Home/EyebrowPages/onlineServices.aspx
SIMPLIFIED BUSINESS PLAN 
Create a brief business plan.  This process allows you to organize your thoughts logically for creating your business.  It also allows you to develop the ‘talking points’ for your product and business.  You will need these skills when talking to potential clients or you’re just out networking. 
              1. Who are you? (Describe your product and how it is different from your competition.) 
              2. Who is your client base? (Think creatively and make sure that you outreach to all areas.) 
              3. Who is your competition and what are they doing? 
              4. How much does your product cost you to manufacture, i.e., packaging, labor, rentals, etc.? How much can you sell it for? 
              5. Where do you want to be in 2 years? 
              6. How much money will you need to start up?
This simplified business plan is strictly for yourself; to be used as a road map to guide you along your path to growing your business.
If you are looking for investments or financing you need to have a formal business plan. You can contact various universities who have business schools and they will assist you in writing your business plan for a charge and you will receive a complete business plan with charts and graphs. 
Columbia University Business School

NYU Stern School of Business
Free or Low cost:

Small Business Development Centers; multiple locations; NYSsbdc.org
                                                                  LaGuardia Community College BGurski@lagcc.cuny.edu
Do it yourself:

Business Plan Pro Palo Alto Software a step-by-step guide to creating your business plan. 
Can be purchased thru Amazon.com
CONVERT YOUR RECIPE
From volume into weight: Pounds and ounces (WEIGHT) not cups and tablespoons (VOLUME).

You can do this yourself or hire someone to do it for you. 
PRICING YOUR RECIPE
3 times cost equals your product price that you use to sell to others…wholesalers not the consumer. 
The first third is always the exact cost of all the ingredients.  
The second third are the intangibles – the time it cost to shop and buy your ingredients, the time spent creating it, energy costs, delivery, packaging, etc.  
The last third is rent, labor and hopefully profit.  
There is a great temptation when starting out to not figure in your own time.  Remember if you had to hire someone to bake your product, you would have to pay him/her at the end of the day!  
Check what your competition is charging for something similar, you want to stay in that range.
SCALE UP YOUR RECIPE 
Save time and effort, make 50 dozen cookies not 10 dozen. 
Again it is a multiplication issue but intimate knowledge of the chemical reactions in baking helps.  You can hire someone to do this for you. 

ACCOUNTING/BOOKKEEPING
Hire someone to help you set up your books and teach you how to keep them. You don’t need Quicken if you don’t want it but a simple spread sheet will work. You MUST know what your costs are. Keep a monthly Profit and Loss statement. Set this up early. 
Lynne Tracey        Fiscal Alchemy                 201 328 6068         FiscalAlchemy@optonline.net
BROCHURE OR FLYER 
Should be simple and eye-catching but not over-the-top.  You want the person looking at it to focus on your product and/or services.   Don’t forget a business card too.  You can do one on your home computer in the beginning.  Sometimes your products go through transformations before you settle into a final one and you’ll be able to make the necessary changes as you go along.

Include: 
           Something interesting about you and your company
           Something interesting about your product, be descriptive, make it mouth watering

           Sizes available i.e. individual; foodservice pack
           Contact information – make sure the telephone number or email address is correct

           Logo or your company name attractively typeset
           Prices 

Cost can vary but I recommend doing it on your computer so you can change if as you grow the company 

Get a good quality paper and have a local copy place print up batches of 100. One color

Possibly hire someone to help you write the brochure. There are PR people who are willing to work by the hour.

GUERILLA MARKETING TECHNIQUES
You can bake/cook out of your home kitchen if you do not accept payment for what you are manufacturing.

Consider donating, this is a good way to get your product in the open. Stay there when your product is being sold so you can ask for opinions and judge how the product is being received. Collect names and email/snail mail addresses to create a mailing list of future customers.
i.e. Church fairs or school bake sales: Donate your product. Volunteer to help sell it. Offer a “free ???” to anyone answering your post card survey. This way you can collect names and contact info. You will use this info when you have your product in a store to encourage purchases.

Bring samples to a gourmet store; flatter the buyer…ask for their opinion.  We suggest you call in advance to the buyer(s) of busy stores. They usually have specific times set aside to review new products.  Walking in on them when they are busy doesn’t score any points!
Offer to do in-store demos if they take your product. You will help them sell the goods.

LocalLabels.com-an online webstore for all items made in the 5 boroughs only. Great exposure, they do the marketing for you via email blasts and if you sell anything they take a commission.

Always carry your business cards with you.

PLAN ON SPENDING ONE HOUR A DAY ON MARKETING YOUR PRODUCT. 
That means you need to get lists of places to visit with samples, make the call scheduling an appointment, actually making the delivery and spending time talking to the buyer.
SELLING

Food distributor 
buys your product outright, though since they are buying volume the price is lower. They pay you and then it belongs to them, they market it and sell it to their existing accounts.
Food broker 
is a commissioned salesperson. They get a percentage of the price they sold your product, usually about 15%. They do all the leg work, you would supply the samples, make the delivery, collect the money. They would get paid after you have collected.
PACKAGING

Decide on what you want and how you want to present it, a high cost on your packaging will be reflected in your price and may price you out of the market
Joe D’ Fiore
Borax Paper company               718 665 8500 X261 www.BoraxPaper.com 

Hubert                                                                                                     www.hubert.com
JB Prince  36 east 31st Street                                                                www.JBprince.com
Inline Plastics Corp                                                                                www.inlinePlastics.com
Uline shipping supply specialists                                                           www.uline.com
Gallo Design
Pat Gallo 


718 591 9639

Gallo0386@prodegy.net

custom design packaging specialist for unique products

RENTING A KITCHEN INCUBATOR
You rent as you need one shift a month/one shift a week.
You will be required to put down a security deposit equal to one month of YOUR rent.
You need to organize your production to maximize your use of the kitchen.
You need to have your insurance in place and add the kitchen as an additional insured.

NYS AGRICULTURE AND MARKETS
                          getting your 20C license

                          cost $400 for a 2 year license; inspected every year

                          www.agmkt.state.ny.us
You will obtain your license after a few months in the kitchen. Don’t rush to get it since you want to be familiar with the kitchen, to be comfortable manufacturing before you call in the inspector. You will also need to have all you labeling information ready. 
ATTITUDE
You need to be disciplined

                            a self starter

                            organized

You have to have the passion!

CONSULTANTS

Below are a list of consultants and helpful numbers. In using a consultant you need to be clear about what you want from them. Their expertise is worth money and if using them saves you time (YOUR TIME=MONEY ALSO) then it is worth it. 
HELPFUL NUMBERS
Nyc.gov/health 





Food Handler’s Certificate. Course work done online and you physically appear for the test.   

Sign up and take the on-line course and save $105.00
You should get this certificate. While not mandatory it is always useful to know about things that could potentially harm your client.
FoodFromNewYork.org



Food From New York site. List your company for free advertising and sign on to their list-

 serve for helpful information and connections part of New York Industrial Retention 

Network (Nyirn.org) assistance related to maintaining manufacturing companies in NYC.
Nysaes.cornell.edu/necfe at Cornell


North East Center for Food Entrepreneurship/Cornell Food Venture Center



They will help you with bottling and food processing questions 

VictoriaPacking.com



There is a wealth of information under their Resource Center section

Retail Bakers of America



RBAnet.com



International Association of Bakers and retail bakeries. Excellent networking.

American Institute of Baking



AIBonLine.org



Resource for baking questions and information

MicroLoan Programs



Accion



212 387 0377

www.AccionNewYork.org


Trickle Up


212 255 9980

www.TrickleUp.org


Project Enterprise

212 678 6734

www.ProgectEnterprise.org



Count Me In


212 245 1245

www.CountMeIn.org



Women’s Venture Fund
212 563 7229

www.WomensVentureFund.org




NYANA


             212 898 7850

www.nyana.org

Employees



Consortium for Worker Education graduates from their job training program


                          Staffing is approximately $10 per hour  212 452 1866
Suellen Schussel
Bakery Production Consultant. 

Will help with conversions, scale-up, pricing, production issues etc.

917 971 2932

RuggieBake@aol.com
Dawn Fotopulos 
Small Business How 2



Marketing advice, financial organization, strategies to help you grow your business


917 502 9729              www.SmallBusinessHow2.com

Abby Gerstein

Nutritional Solutions



Nutritional testing, shelf life, create your nutritional labels



888 905 FOOD
abby@nutrition-solutions.com
Meg Labarbara
Runs the “Branching Out Network” for entrepreneurs.



will consultant with start-up food businesses. 



 917 751 2058

MLabarbara@aol.com
Terry Frishman
            Consultant/Teacher, Specializes in launching and growing food businesses.


 Runs inspiring “Next Level” Workshops Series


212 580 2737

TFrishman@CreativeMarketingWorkshops.com
Gary Dovey

Savory Food Consultant



Former owner of The Curry Source.



718 935 0813
917 562 9567 

GaryDovey2@mac.com

Kathrine Gregory           Mi Kitchen es su Kitchen®   Commercial kitchen facilities for rent
                          212 452 1866                 Mi Kitchen1866@aol.com

