1. Value proposition
Healthy snacks: link to manufacturers for specialised products
Delivered to your door: daily delivery to home or work
Customised: savoury, sweet, hate raisins 
2. Revenue model
Subscription model
Eg £20 for a snack box delivered to work 5 days a week
3. Market opportunity
Busy people in well paid office jobs who want healthy food
4. Competitive environment
Vending machines, workplace canteen, corner shop, nature box
5. Competitive advantage
First mover advantage, links with food and drink manufacturers
6. Market strategy
Free week offer, leaflets with online orders and in shops, TV and magazine advertising
7. Organizational development
Growing business with more specialised teams: product development, marketing
8. Management team
[bookmark: _GoBack]Anthony Fletcher specialises in growing businesses.

