‘ Entrepreneurship

Entrepreneurial Overview:

From “ldea” to
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or any individual wishing to start

a business in the food industry,

they need more than technical skills

before going to market. Being able to cook does

not necessarily mean they are able to create

and operate a thriving business.

In Ice House's Entrepreneurship
Program, we teach aspiring
entrepreneurs to look at their
business idea as a means of solving
a problem for their customers.

In order for them to have a clear
understanding as to what problem
their business idea solves, they
must do ample research and test
their theory. This technique requires
that they talk to as many people as

humanly possible at each stage.

To that end, every aspiring food
entrepreneur needs to understand
what angst their target audience
is facing and how their potential
customers are currently solving this
issue. From there they can develop
a strategic plan that addresses the
issue in a unique and innovative way.

Now, once the individual has
created a concept they believe will
stand out in the market, they must
test the market thoroughly before
investing large sums of money and
time in the business. In the world
of food, one great way is hosting
a “pop-up” at a location where
the target audience is currently
spending their time. To do this, the
individual must first define their
target audience and have a clear
understanding as to what behaviors
their target audience portrays.
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The initial goal is to get as many individuals
to validate the business idea by exchanging
money for the products being offered. In this
early phase, every effort should be made to
gather feedback from each buyer that will later
be used to perfect the business idea. Food
entrepreneurs, in general, must carefully modify
their initial approach based upon the feedback
they have received. Although, it is imperative
they change only one or two aspects before
retesting their product offerings in order to
determine if the changes had a meaningful
impact.

After creating a demand for a
product, the food entrepreneur
can then can look at scaling up
their services. The appropriate
next step would be to have a “soft
launch.” Again, the goal at this
phase should be to generate sales
and gather more feedback, so it is
important to not exhaust financial
resources until there is Certainty Nahamani Yisrael is an Organizational

that product sales can support the Development Consultant at Nahamani.
org. She obtained her BSBA from

Xavier University in Cincinnati, Ohio

before launching her Consulting and
Communications firm. She is a certified

Ice House Entrepreneurship Program
facilitator and teaches Ice House at Greater
Cincinnati Microenterprise Initiative, where

business long-term.

Finally, before fully investing the time and
resources required to run a successful business,
the aspiring entrepreneur will need to assess

their strengths and weaknesses by doing a she shows aspiring entrepreneurs how
deep dive into their ability to handle the other to adopt the “Entrepreneurial Mindset.”
aspects of business management: managing Individuals who would like to learn more
inventory, handling the accounting, finances, about Nahamani Yisrael, her business or
legal matters, as well as managing employees. how she can help you develop a strategic
If there are deficiencies in any of these areas, plan for long term success are encouraged
they will need to supplement by bringing on to visit her website,
others who are strong in one or more of these http:/www.nahamani.org/consuting or
—— email her at ny@nahamani.org.
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