Executive Summary

Snack Food Store is a Saskatchewan based privately owned business that sells snacks and snack making products, for placement in the western Canadian retail market. Currently the snack food, seasoning and dressing and entertainment industries are growing, allowing for easy penetration into the market.


The products are purchased globally and shipped where they are packaged by Sask. Abilities with the Snack Food Store logo. From Sask. Abilities the product is shipped to the XXXXX’s facility for storage or direct to retailers.


Within the growing market, retailers are becoming increasingly interested in stocking product lines such as the Snack Food Store line in order to meet consumer demands


The pricing strategy is a discount strategy for retailers looking to buy large wholesale shipments. Snack Food Store is looking to increase sales by 2.5 times by implementing this plan. The product line will be distributed throughout western Canada in HBC stores. The target sales objectives will be met by increasing current contracts and making the product line available in an additional 60 stores over 3 years.


In such a large market the majority of market share is held by a handful of international companies, even a small market share can be worth millions.


Snack Food Store will employ two managers, as well as seasonal staff to meet seasons of high sales demands. Marketing will be done by the managers based on the strategies and budget set forth in this plan.


The business will not need any additional infrastructure or changes to meet the high sales demand; currently they have room for a 200% increase in sales. Do to this fact the increase in sales will result in a great increase in profit after 3 years.

The financials show a strong IRR of 41.7%, and an ERR of 24.5. These show that this is a lucrative investment for all investors. Also it is important to note that there will be a demand for equity in the first and second year. This plan is based on achieving and maintaining unit sales of 30 219 units after 4 years. Changes in selling price and growth of sales are critical to ensure that the plan is viable. A scenario analysis was performed, and the best case scenario showed a gain of over 1 million dollars.

If this plan was to fail, suppliers, distribution locations and marketing focus will have to analyzed. This plan will be viable as long as sales projections are met.

