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Please open your Course Journal document and copy portions of sections two, three and four in the spaces designated below.

From Part Two – Segment Your Market and Choose Your Target

Paste your answers to questions 1, 2, and 4 from your S-T-P analysis here: 


1.  Identify and describe the segments of your market. Be sure to include the size of each segment. What variables make these segments distinct and possible for your firm to identify?

The segmentation variables are business type, time in business, and geographic area.  

Our product is specific to food service businesses that have been opened in the United States in the past 6 months.  The specific SIC descriptions to be included in each segment are Barbecue Restaurant, Foods to Carry Out, Pizza, Restaurants, Restaurants to Food Delivery.  Each segment is an individual state.  Please see the totals for each state below (data from ReferenceUSA):
	STATE
	STATE TOTALS

	AK
	451

	AL
	956

	AR
	789

	AZ
	1211

	CA
	12259

	CO
	1037

	CT
	1021

	DE
	216

	FL
	9733

	GA
	2445

	HI
	448

	IA
	569

	ID
	501

	IL
	2337

	IN
	1452

	KS
	738

	KY
	1014

	LA
	1440

	MA
	1594

	MD
	1789

	ME
	227

	MI
	1717

	MN
	906

	MO
	1248

	MS
	886

	MT
	268

	NC
	2617

	ND
	225

	NE
	555

	NH
	568

	NJ
	2231

	NM
	474

	NV
	1179

	NY
	6716

	OH
	2588

	OK
	736

	OR
	1080

	PA
	4293

	RI
	208

	SC
	1356

	SD
	131

	TN
	1711

	TX
	13285

	UT
	436

	VA
	1581

	VT
	207

	WA
	1718

	WI
	1180

	WV
	321

	WY
	103

	TOTAL
	92751


2. Which market segment(s) are you targeting and why? Which ones are your competitors targeting?

We are targeting states with a median size of new restaurant starts greater or equal to 1029.  Smaller starts will not reach enough businesses to ensure that adequate sales are generated.  Please see the complete list of targeted states below:
	STATE
	STATE TOTALS

	AZ
	1211

	CA
	12259

	CO
	1037

	GA
	2445

	IL
	2337

	IN
	1452

	LA
	1440

	MA
	1594

	MD
	1789

	MI
	1717

	MO
	1248

	NC
	2617

	NJ
	2231

	NV
	1179

	NY
	6716

	OH
	2588

	OR
	1080

	PA
	4293

	SC
	1356

	TN
	1711

	TX
	13285

	VA
	1581

	WA
	1718

	WI
	1180

	TOTAL
	70064


We do not have any target information for our competitors.
4. Revisit the 3-Cs work you did in the previous section of this Journal. Would you recommend a change to your segmentation and/or targeting? Explain.
After revisiting the 3-Cs work done in the Journal, there are no changes that I would recommend.  I feel that the segmentation and targeting described above are consistent with the 3-Cs.  
From Part Three – Positioning Statement

Paste your positioning statement here: 
For new restaurateurs, the Food Business 101 provides experienced advice and support among other how-to food service books because of follow-up educational and collaborative opportunities.
From Part Four – Strategic Pricing

Paste your answer to question 1 from your strategic pricing exercise here: 
1. Does the pricing of your product support its positioning? If so, how? If not, what changes would you propose? 
The pricing for Food Business 101: Start Up ebook is $3.00.  The ebook is the entry product to the entire franchise which includes a Facebook community.  The low price does not present a significant barrier to ownership, encourages engagement with the material, supports the franchise goal (please see http://foodbusiness101.com) and builds awareness of the franchise.  Other offerings will include free promotional webinars, local talks as well as both online and face-to-face courses.

After you complete this document, email it to your instructor using the link provided in the course. Please be sure your subject line includes the words, “LSM522 Final Project.” 
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