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1. Business Overview:
Pinch & Sprig is a business concept idea that addresses the gap between the quantity of herbs and spices required for a recipe and the larger quantities typically sold by retailers. The business aims to provide recipe-sized portions of fresh herbs and spices, helping customers reduce food waste while improving convenience and access to specialist ingredients.
The concept targets busy home cooks, students and food enthusiasts who may only need small quantities of ingredients for specific meals. Rather than competing directly with supermarkets or meal-kit providers, Pinch & Sprig focuses on solving the missing ingredient problem by supplying only the ingredients customers need.
2. Business Mind Map:
https://mm.tt/map/4101648744?t=fZw6KLPbfO
3. Value Proposition Canvas (VPC)
[image: ]
4. Development and Reflection:
The idea for Pinch & Sprig was developed by identifying the needs of specific customer groups, particularly students, busy professionals and food enthusiasts who may only require small quantities of herbs and spices for individual recipes. Through researching customer problems, I identified an opportunity to address the ingredient gap between the quantity required for a recipe and the larger quantities usually sold by retailers. 
The Business Mind Map and Value Proposition Canvas (VPC) helped me develop and refine the concept by focusing on customer needs, pains and gains. These tools enabled me to identify the target market, evaluate the value proposition and consider how the business could differentiate itself from competitors such as supermarkets and meal-kit providers. 
This process showed me that understanding customers is essential for business success. It also highlighted the importance of testing assumptions rather than relying on personal opinions. If I were to develop the idea further, I would conduct customer interviews and launch a small MVP to validate demand, gather feedback and improve the business model before expanding the concept.
5. AI Statement 
I confirm that I have not used any AI generated text as my own work. The content and ideas in this assessment were developed from my lecture notes, module materials and my own research.
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The Value Proposition Canvas

VALUE PROPOSITION:

Recipe-sized fresh herbs and specialist spices for the
ingredients a recipe actually needs.

CUSTOMER SEGMENT:

Busy young professionals, students and occasional home
cooks who follow recipes and are missing one or two
ingredients.

VALUE MAP
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GAIN CREATORS

¢ Buy the right quantity

« Try new cuisines with less risk
» Make recipe planning easier

« Easy repeat ordering

&

PRODUCTS &
SERVICES

* Recipe-sized fresh herbs

« Small portions of
specialist spices

« Ingredient bundles for
selected recipes

o Local delivery or collection

&

PAIN RELIEVERS
« Avoid buying oversized packs
* Reduce leftover herbs that may spoil
« Find hard-to-source ingredients
¢ Save an extra shopping trip

CUSTOMER PROFILE

©

GAINS
Convenience
 Fresh ingredients
» Cooking confidence
¢ Variety

+ Potentially less waste

©

PAINS
« Standard packs can be too large

¢ Fresh herbs may wilt before use
 Specialist items can be hard to find

« Another shopping trip takes time

Small orders may cost too much to deliver

CUSTOMER JOBS

« Cook a chosen recipe

« Get missing ingredients
Buy suitable quantities
* Save time shopping

« Try new dishes
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