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Sammenfatning

Formål

Virksomheder, som har med mad engroshandel at gøre, opererer indenfor et dynamisk

markedetsmiljø, hvor det at beskrive værdiforslag som bliver leveret er til tider en udfordring.

Som et resultat er hovedmotivationen bag at opdage et sådant virksomhedskoncept at

bestræbe sig efter bæredygtighed.

Tilgang

I tilfælde af nødder som kerneprodukt, kompleksiteten af handels- og logistiksfaktorer

forstærker vigtigheden i at udvikle en trofast og levedygtig forretningsmodel. Ved hjælp af

iværksætteri og innovation, denne forskning sigter efter at udforske markedsmuligheder med

fuldopmærksomhed og efterfølgende vil succesen blive bragt igennem en begyndene

opstart. Som en del af processen har DIA løftet fundationen af den udviklede ramme, som

står for Discovery, Incubation, and Acceleration.

Udover en teoretisk fremgang, involverer forskningen et praktisk perspektiv fokuseret på

iværksætters koncept af en opstart. Det empiriske bevis er sammenlagt gennem primære og

sekundære undersøgelser. Samlingen af kvalitative data gennem semi-strukterede

interviews hjælper med at afprøve markedet som studiet fokuserer på. Det samme gælder

kvantitative data som komplimentere indikationen af forbrugerens opførsel.

Fund og værdier

Ifølge dette studie, lader det til at danske virksomheder forstår vigtigheden af nødder og er

villige til at købe nødder i rimelige mængder, hvor det viser at markedet er i stand til at

imødekomme en tilstrækkeligt mængde salg. Danske forbrugerer har en rimelig appetit efter

nødder. Adskillige løsninger blev også udviklet med målet om at reducere

forbrugerproblemer og skabe en ny vækststi, som vil forbedre udviklingen af leverede

produkter og værdier.



Abstract

Purpose

Businesses that deal in food wholesale trade operate within a dynamic market environment

where describing the value proposition that is being delivered is sometimes a challenge. As

a result, the main motivation behind discovering such a business concept is to strive for

sustainability.

Approach

In the case of nuts as a core product, the complexity of trading and logistics factors

magnifies the importance of developing a reliable and viable business model. Through

entrepreneurship and innovation, this research aims to discover market opportunities with

full recognition, and subsequently, the success will be carried out through a nascent startup.

As part of the research process, DIA has carried the foundation of the developed framework,

which stands for Discovery, Incubation, and Acceleration.

In addition to a theoretical approach, the study involves a practical perspective focused on

an entrepreneur's concept of a startup. The empirical evidence is collected through primary

and secondary research. The collection of qualitative data through semi-structured

interviews helps in testing the market selected for the study. The same applies for

quantitative data that complement the identification of end users' behavior.

Findings and Values

According to this study, it appears that Danish enterprises understand the importance of nuts

and are willing to purchase nuts in a reasonable volume, suggesting that the market is

capable of accommodating a sufficient amount of sales. Danish consumers have a

reasonable appetite for nuts. Various solutions were also developed with the aim of reducing

customer pains and creating a new growth path that will enhance the development of

delivered products and values.
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Introduction
“A business that makes nothing but money is a poor business”

- Henry Ford.

The quote is attributed to Henry Ford, a pioneer of assembly line manufacturing that helped

Ford Motor Company find a revolution in automobile production (Ford Motor Company,

2019). This quote illustrates that the essence of a business stretches beyond generating

profit.

Generally speaking, a successful enterprise aims to provide value, credibility, and positive

results for all its participants. Likewise, supply chain management systems rely on

collaborative relationships and effective information sharing among partners resulting in

more efficient operations (Power, 2005).

A similar organization must ensure quality and safety, communicate efficiently, and organize

logistics for a new evaluationary business concept within wholesale trade. This study takes

into consideration multiple factors that are primarily considered in order to identify viable

routes to the business model in the targeted industry.

It is for this reason that a research report was made on defining ways and means to

establish a startup in the food wholesale trade industry, specifically in importing nuts. It is the

intention of this report to examine the process that led to the completion of a master's thesis

on entrepreneurship related to the assigned topic. In this process, the work load is generally

carried out by one individual. It shows one's research and understanding of an analytical

business concept according to a set of circumstances.

Through a combination of statistical and observational approaches, the developed business

model is analysed to gain insight into patterns and trends for strategic planning. In order to

succeed long-term, firms must be able to effectively adapt their business models and

strategies to the prevailing environment, since being unable to do so has often proven fatal

(Wirtz, Schilke and Ullrich, 2010).

Furthermore, the process of designing a new product can be sparked by the concept of

locating and analyzing different environmental factors in order to allocate available resources

more effectively. Therefore this helps to define the primary objectives of this project which

consists of creating a business model within the nut wholesale food industry.
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Developing innovative and practical business solutions for select customers that are

represented as business customers who are capable of purchasing higher quantities at

competitive and compliant prices, implies providing value and offers that are compatible with

them.

In addition, our company strives to create value for its' customers, by evolving into a

customer-oriented business. Since such an approach is driven out from the

market-orientated strategy outlined by numerous researchers to primarily succeed in today’s

competitive marketplace (Kotler and Armstrong, 2018, pp.62–85).

Aside from that, trading has been a valuable integration between tribes and civilizations

throughout human history. As merchants and sailors have negotiated with other nations to

sell their goods ranging from silk, gold, to spices and seeds. These communications have

enabled our precious planet to flourish with knowledge and to pick the fruit of those seeds.

The term 'trading' occurs in the exchange of goods and services. To define it empirically, it

signifies the exploration of different markets and the determination of the needs of the

market assessed. However, trading also considers the shortage of products available on the

market.

● It is important not only to chase a market, but to attract the rest of the target market

as well.

● Traders are similar to entrepreneurs in that they focus their attention on the problems

they face.

● A central focus of the business idea relates to the import element of wholesale nut

trading.

In order for this to be valid, the following research was done in order to determine the way to

implement a startup in the food wholesale trade industry, specifically with importing nuts. It is

the purpose of this report to examine the development of the master thesis on the chosen

topic as it relates to entrepreneurship. In the process, the student primarily performs

individual duties and demonstrates studious knowledge, understanding and strategy of the

analyzed concept within the context of a particular environment.
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Research Problem Formulation

This problem formulation was established as a way to create a clearer picture of what our

project will be, highlighting the purpose and scope for the research beforehand, which would

serve as the basis for the assigned structure for this research.

Due to the high standards of academic process requirements tied to the different roles and

responsibilities (Introduction's Appendix). The outlined problem statement will be based on

the chosen topic background and with a reference to innovation and entrepreneurship.

Stages of problem formulation focus on developing a reliable and effective business model,

which targets finding determinants of market viability in the food industry, must be the driver

of the problem analysis.

For this particular matter, the problem statement has been built upon defining the market and

the customers' needs, in order to create a successful enterprise within the nuts wholesale

food trading industry. Following are a few of the major problems facing both consumers and

the market industry in today's business environment of nuts wholesale.

● The monotony of nuts flavors and tastes in the Danish market, that mainly consists

mostly of sweet, salty, and raw nuts.

● Potential customers purchase or order from other European countries;

● Delivery time, transportation, and other several supply-chain roles can increase the

buyers’ expenses.

● It is not uncommon to see nuts in plastic containers or hidden at random, rather than

presented in an elegant form.

Research Question

Based primarily upon the statement of the problem, this research question serves the

purpose of the following argument:

● What are the methods by which a startup developing a wholesale trade
business can gain traction in a specific market?

● In what steps does the target market definition process take place? In addition,
how can businesses of a similar nature identify their ideal customers?

3



● What are the necessary incubators for testing the viability of a wholesale nuts
trading startup?

Scope

It has been a challenge throughout the master thesis preparation to determine the scope of

the research, where the topic didn't become solid until the mature level of the concept was

developed. The scope of this project has been analyzed as part of the planning and

according to that, objectives have been set. In order for this to be true, the scope might be

broad, but it is being predetermined at this stage of the journey, with the flexibility to adapt to

rapid changes. With a set of objectives in place, we can anticipate roughly what resources

will be needed as the project moves forward, such as the required time, knowledge, and

financial resources.

The purpose of this research is to critically identify possible conceptual solutions or

development directions. Contributions should be made using acquired lessons and thought

theories in order to develop and implement the defined and selected solutions. Furthermore,

the scope describes the goals, objectives, limitations, and requirements for this project, and

it also identifies the steps that must be taken to ensure its success (GRANT, 2019). Which

are as follows.

● The goal is to find an opportunity in the food trading industry that serves the Danish

market.

● A range of services and strategies is designed to identify and analyze the prospective

market, define their needs, wants, and demands, and build a brand reputation to

serve customers’ expectations.

● We are committed to becoming a reliable source for nuts in Denmark and to offer

high-quality products with the highest standards.

● Design and implement a unique, innovative, and profitable blue ocean business

model within the nuts wholesale industry.

● Put into practice the entrepreneurial knowledge acquired during education and life

experiences.
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● The curriculum also emphasizes creativity and communication skills, which are

illustrated in the report by the methods employed during different phases of the

project period to effectively engage potential stakeholders.

After the scope was defined with sufficient clarification, boundaries could be placed and

used to identify the primary topics for ideation. Project limitations are what light is to most

plants. It is clear that without defining parameters, the project would become lost in a vast

number of possible topics and details. In the same manner, as the plant requires some light,

the project must adhere to a given set of guidelines so that it remains sensible and

pragmatic. Throughout the research, time and knowledge were major limitations. Continuing

on with this project, below are more anticipated, discovered, and encountered limitations.

Limitations

Neither the validity nor the reliability of the study is without limitations. Those are aspects of

the research design or methodology that are beyond one's control but have an effect on the

research results. Due to this, limitations are examined to determine the study's internal and

external validity as well as its potential flaws.

It is important to set the parameters of the study, as the process of defining limitations plays

an essential role in determining what needs to be done to mitigate the discovered barriers.

Here is how this is done:

● Time management:

Having a deadline has always been a challenging factor in controlling the process. However,

the extended timeframe for the process report has greatly reduced the time constraints. The

project required a well-structured time management system that was implemented with

Excel spreadsheets where a schedule for the work was created integrating big and small

steps with some deadlines for each phase (Discovery’s Appendix). As well, the Microsoft TO

DO application was used; it is a great tool for setting tasks, subtasks, and descriptions of

each with the ability to set deadlines and alarms for each as well. Time management has

proven to be a worthwhile and still more valuable experience and knowledge.

● Communication:

Throughout this process, communication has proven to be an innovative method for

gathering valuable information. Consultations with the supervisor and conversations with

colleagues have been a part of this delimitation since they allowed us to gain a better

understanding of certain tasks from other entrepreneurs' perspectives.
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Microsoft team and Zoom have been helpful communication tools at the time when

restrictions were tight and the government advised the public to limit their physical

interaction, all thanks to modern technology and the friendly online communication platforms

which have proven to be reliable solutions for the pandemic the world has been facing.

While it was limited, it was still worth talking to potential stakeholders, setting up meetings

with them, and learning what their needs and wants were.

● Market Analysis

Based on a proper discovery of the market, understanding the project's foundation should be

built. Setting assumptions for the specified matter would lead to overtaking the most barriers

in the market analysis. In implementing the competitor analysis, we gathered vital

information from the introduction analysis of the food trading industry. Thus far, the vast

majority of the data collected has been gathered from the Internet, businesses and

government bodies. However, the collection continues to be limited and difficult to access.

The study of the industrial major players has facilitated the understanding of their positions

on the targeted market as a result of the market analysis.

Ideation

The concept of ideation, according to many projects, is a key element of the innovation

process where it describes possible solutions for the assigned scope and objectives. In order

to come up with viable and sophisticated solutions, multiple phases of ideation have been

employed. Primarily, this is done in order to assess the potential of the idea in conjunction

with the market opportunity and product allocation. Additionally, creativity and inspiration

have played a major role in the ideation process, especially at the early stages when seeking

an idea/ research topic to explore for the sake of exploitation and success.

During the early stages of concept selection, the researcher categorizes ideas based on

interests and expertise relevant to engineering and entrepreneurship. These two categories

are as follows:

● DAWT - Diffuser Augmented Wind Turbine Potential and Demand Exploration.

● Viability Indicators for Trading Nuts in Denmark.
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In the first instance, the research idea will be relevant to the researcher's background in

mechanical engineering and the interest gained during years of studies on renewable and

sustainable energy production. An essential part of the first idea was the development of a

structure known as a diffuser, which meant to increase the airspeed as it passes through the

turbine. The diffuser-augmented of a wind turbine also known as (DAWT) is an existing

technology that has been used to convert wind power into electricity more efficiently. Due to

the diffusers' advantages, the wind speed inlet is increased, resulting in efficiency increases.

In DAWT, the blades are positioned within the diffuser, which is attached to the vertical

support tower along with other units. Traditionally, the blades of a wind turbine are attached

to the hub that houses the generator, and the tower is joined to the chosen foundation from

there.

In order for this technology to be relevant in the context of entrepreneurship, a thorough

analysis of its potential in different fields is needed. A series of actions need to be

implemented in order to exploit the opportunity to commercialize DAWT. In addition to hand

calculations, even a simplified wind turbine prototype with a diffuser is needed to be

simulated. The implementation of action research is meant to collect empirical data with

several factors in mind, such as the existing technology’s adaptability to changes, the

regulation within industrial production, and the potential consumers and market demand.

Innovations in design combined with the improvement of efficiency and the decrease in price

have been the driving forces of the idea. The project is to be implemented in collaboration

with firms in the targeted industries, such as energy production and wind turbines. In order to

implement the concept in conjunction with entrepreneurship, a significant amount of

engineering, research, and development is required. Despite the substantial limitations, the

idea was dropped in favor of delivering an achievable and viable product in order to meet the

curriculum and instructional expectations.

The second idea that has gained the most attention in comparison to the other is within the

category of establishing a name for success in the field of building a trusted business in

trading within a specific niche. As an ideation process, there are multiple aspects to consider

in the selection of the winning idea from this category. Obviously, there is the feasibility

consideration, which aims to evaluate strengths and weaknesses as well as determine the

practicality of the chosen topic.

Generally speaking, this category would deal with imports and exports. Based on a

collaboration with some existing companies that operate in Germany, the UAE, and

Morocco, the option of exporting scrap and used machines were considered. In conjunction
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with other potential customers, they have been in need of various machines, primarily for

offices, but also for other industrial purposes. Deals of this kind have been occurring on the

Danish market for quite some time. However, together with the supervisor, we decided to

forego the idea as it is not conducive to the researcher's educational objectives, and that the

other trading option will provide a greater level of insight.

Additionally, in order to prove the aforementioned points, the importation of nuts and the

marketing of new products on the Danish market have gained a greater appreciation for their

ability to conduct innovative and practical business practices. The resulting offer for premium

nuts will be based on the taste and flavor of the goods that are delivered to the Danish

market, which will be verified and tested by those who represent the business’s final

consumers.

Through this idea one can also combine creative and critical thinking, by solving customer

problems, analyzing, and running experiments on potential customers, by leveraging

entrepreneurship, seeking growth, and reaching out to people. The objective is to generate

new, innovative, and create useful connections and solutions, based on a logical

consideration of data and a desire to discover opportunities that are valid and legitimate.

Using the concept of importing nuts and providing the business with success factors may

prove useful in maximizing the potential of uniqueness applied within the wholesale trading

sector.

The second idea generation hierarchy- own figure
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In the beginning, the motivation for embarking on this journey stems from the fact that a

market opportunity exists, and that is the lack of variety of tastes and flavors available for

nuts. This improved the researcher's chance to investigate the opportunity in-depth and

prepare for the next phase, which involves identifying innovative and creative uses for nuts.

By using creative problem solving, the research was able to solve the assigned problems

with innovative solutions.

Clarity must be achieved as a first step of the framework, where clarity is gained by setting

specific goals, establishing a vision, and identifying future directions, as well as gathering

data to identify ongoing problems. As a result, ideas are generated to solve each of the

problems assigned and these ideas are then implemented by taking actions to make

decisions on each of the offered solutions. (Treffinger, Isaksen and K Brian Stead-Dorval,

2006)

A fundamental element of this idea lies in the researcher's keen interest and passion for

trading and entrepreneurship, which led to the identification of possible delivery routes for

nut foods. Motivation and inspiration from within have been drivers of this journey in many

ways. Additionally, business proposals together with various resources from potential

collaborators and guidelines from the University of Aalborg have prompted this project to

facilitate potential.

Ideation is an important aspect of the journey, as is further carried out in the report and

certain sections following. Along with the designed approach, in which empathizing with the

problem requires ideation, which involves testing and validation.

Methodology

By bringing together the evidence and perspectives of diverse studies, the assembled

literature review addresses research questions to accomplish objectives such as startup

creation in a way that is feasible (Snyder, 2019). A synthesis of methods is presented in this

chapter for conducting reliable and validated research based on observations and data. The

methodology is mainly tailored to the set of objectives and to determine the resolution for the

goals, that are made to primarily provide the research question with tools to mitigate the

chosen problems.
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Studying literature and assigning techniques are essential to developing conceptual

frameworks and models for the proposed methodology. Literature provides valuable insight

into the study investigation and shows evidence for areas where further research is required

(2019, Snyder). Moreover, a successful and well-designed review is an effective method for

establishing a solid knowledge base for theory development and building (Torraco, 2016).

A methodology review led to the development of a framework that combines defined

methods, as well as entrepreneurial techniques and existing knowledge. The applied

methodology aims to gain new skills and explore fields of interest to the research objectives.

Compiling tools and methods in a critique, detailed analysis, and assessment of the

business concept that acquires the market's demands for the business’s offers.

The purpose of this study is to discover market opportunities in the Danish food wholesale

trade category for nuts and to incubate the viable solutions that arise from this journey.

Accordingly, the study aims to examine and understand the needs of potential customers. In

order to observe patterns and identify the best channels for reaching the target market.

Methodology in this journey is mainly based on some models and theories that have been

adapted in conjunction with research and entrepreneurship. Below is an illustration of the

primary theories applied, as shown in the figure, which involves multiple levels of structure.

The applied methodology - own figure
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As part of the preparation of this document, a review of the applicable methodology that was

chosen primarily relies on both primary and secondary research. Researchers have

demonstrated the importance of research in identifying opportunities in the market and

anticipating problems (Michael John Baker, 1991, pp.1-20).

By using the research as a starting point, a next-generation methodology would be

developed that will drive development through applications and tailored innovation

strategies. These two factors together led to the implementation of the DIA approach, which

was used for the foundation of this project's development.

In general, the main goal is to unlock innovation through the application of a set of creative

collaboration methods derived from existing knowledge and personal experience coupled

with a strong will to succeed. Further, the process is combined with entrepreneurial skills and

other methods that have been taught within the Master's program in Entrepreneurial

Engineering, such as the 5 C Model and Business Model Canvas, which have provided a

foundation and structure for creativity to flourish.

Primary Research

Primary research has been conducted mainly on the basis of primary sources, which have

had a noticeable impact on the amount of time and resources spent on this method in

comparison to secondary research. The preparation of interviews, for instance, requires

back-end actions that are done in the shadows and not made public. Examples include

evaluating the learning progress and assessing the applied analyses. In addition, by using a

quantitative approach we were able to evaluate our hypothesis by presenting our ideas to

the Danish public.

We have found the information through engaging in qualitative methods and collecting

descriptive data. Focus group interviews, for example, where the interview is designed to

target a specific market, have allowed access to new knowledge and to gain patterns for

improving communication and producing better results for further observations. Besides

conducting a qualitative method, we also utilized a quantitative method which provided

significant advantages to our research where it helped us test our theory and understand our

potential customers' purchasing habits.

Primary research is primarily based on the qualitative data collected throughout this project.

The qualitative data within primary research comes from a researcher's collection of

first-hand information that is drawn from interviews, observations, and other experiences.

Applied methods involve determining how potential customers perceive the company's
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strategies. This was achieved by observing potential customers throughout the primary

research and improving the learning of their acquisition and expectation, which enhanced

the motivation to visit competitors in the future to learn from their success indicators.

The primary research sample is based on multiple experimental phases and has been

conducted as part of the discovery and incubation stages of the applied framework, with an

emphasis on adaptation in the validation period that is to be continued in the incubation of

the addressed business concept.

Secondary Research

Basically, this is a research methodology to describe the data collected during a research

journey, which are drawn from a set of resources already available. The secondary data

were collected from the university’s library in Aalborg, public libraries, online libraries, and

other online sources like surveys, statistics, websites, articles, and journals.

Data from desktop research was also collected, which served as the basis for proving the

concept this research aims to prove. A sample of secondary data that could be accessed is

research reports conducted by research agencies about nuts importing and exporting

categories and statistics, beyond a variety of attributes, regarding market behavior and

habits. Also, demographics and lifestyles of the population were available.

The secondary research is primarily based on the statistics gathered during the discovery

and ideation phases, to obtain a more thorough understanding of the market, from the

market opportunity to consumption analysis and firmographic analysis.

Project and Task Management:

The act of managing tasks over their life cycles is referred to as task management, where

processes such as planning, testing, tracking, and reporting are all necessary. A task

management strategy has helped in achieving individual goals as well as providing access to

learning based on the running activities.
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Dates and milestones of the project - own figure

This figure above illustrates the project timeline as well as the milestones that are assigned

to the project. Based on timelines and tasks developed for each stage of the process.

Detailed milestones that have been established for the project have been derived from the

overall timetable assigned as a planning tool for the fully implemented framework and can be

found in the (Discovery’s Appendix) and (Incubation’s Appendix).

The timetables below indicate how tasks within each chapter are to be accomplished

incrementally, as well as the expected timeframes and other factors related to the set of

activities. They provide an outline of the project plan in terms of scheduling and time. To

ensure a high level of consistency when displaying status information for running activities,

the timetable has been be regularly updated.

Date Milestone Assigned To Position

01/02/2021 Project Start 20

08/02/2021 Ideation Ch.1 10

22/02/2021 Planning Ch.1

15/03/2021 Methods & Secondary data Ch.1 -10

28/03/2021 Market discovery & Exploration Ch.2 25
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12/04/2021 Macro Environment Ch.2 -15

28/04/2021 Micro Environment Ch.2 15

15/05/2021 Validation Ch.3 -15

01/06/2021 Business model generation Ch.3 15

10/08/2021 Financial Projection Ch.3 -20

30/07/2021 Marketing Implementation - 20

15/09/2021 Revising and Documentation - -15

05/10/2021 Project End 5

Timetable and milestones - own table

Another tool that aids task management is the Microsoft TODO software. Using Microsoft To

Do's cloud-based service, the researcher could monitor the tasks online, and follow up with

the writing process. The platform lets users manage their duties via mobile, tablet, or

computer. It also allows its users to categorize tasks based on the criteria set for selecting

them. However, in this case, each chapter has been its own category in terms of feasibility

and connection to the writing and the applied framework.

Opportunities within Open Innovation

In order to better meet the growing demands, the traditional understanding has to be

changed. Open innovation, in contrast to closed and self-contained business environments,

incorporates external knowledge into innovation management (Chesbrough, 2003).

Research on Open Innovation is becoming more mainstream in academic literature as well

as incorporating operations.
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The publication of Chesbrough's book in 2003 stimulated the interest of researchers and

managers in the concept of new innovation. The open innovation theory describes how

organizations can expand their innovation efforts beyond their own boundaries by leveraging

inbound and outbound knowledge flows (West and Bogers, 2016).

Based on the impact of the operating environment on the knowledge gained, it might alter

how the business model would be applied (Chesbrough, 2003). Having been allocated in an

incubator as large as Aalborg University, the university has added significant value to the

development of new innovative solutions to addressable problems through the guidance of

its faculty members who are highly knowledgeable.

Through the extensive knowledge that they possess, they have been able to assist us, the

students, in bringing our ideas to realization through both online supervision and individual

meetings. We decided to proceed with this idea close to entrepreneurs in order to obtain the

information and knowledge needed for its implementation from external sources and gain

guidance from those external entities, as recommended in (Eftekhari and Bogers, 2015).

In light of the current pandemic situation, participation with study colleagues or other

entrepreneurial communities has been limited in-person and largely online. It was mainly

virtual, with many communications occurring online and with few face-to-face meetings.

Further, the university's library, in conjunction with an online database, provides extensive

databases. Fortunately, today's technology has facilitated easy access to a wide range of

online and virtual resources, requiring little or no time or effort. Researchers and scholars

have contributed a considerable amount of knowledge and expertise in many ways, such as

providing observation, analysis, and results to better understand the market demand and to

develop innovative solutions.

Our analysis was guided by Chesbrough's open innovation model to describe ideas

collaboration based on an adapted version of the model (Chesbrough, 2003). Through the

combination of innovation and communication, our idea has been able to consider and

incorporate external ideas and added values. It provided a platform for different individuals

and groups to express their ideas and feelings, which were then accessed and discussed

through a network of communities and connections as well as potential stakeholders. It has

all been done in order to develop a business model that is highly innovative, adaptable, and

sustainable.

Implementation of internal and external ideas has occurred throughout the whole process of

this journey. Incorporating ideas and relating them in order to exploit the current market or to
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explore the viability of new markets, where both can be done through ideas interaction and

relation.

The following figure illustrates some of the things that were considered and discussed, which

are shown in darker orange colors. On the other hand, light orange suggests that new

variables could enter our company's territory, thereby improving results. From within, ideas

can be used to penetrate new barriers and try to create new opportunities for market entry to

maximize profitability from every angle.

Open innovation model suggested by - adapted figure (Chesbrough, 2003)

Entrepreneurial activities for startups, as well as collaboration in the definition of

opportunities, play a major role. The activities needed to establish a trusting and

well-structured relationship between a startup and collaborators. Cooperation with potential

suppliers and other stakeholders is critical to the ideation process, particularly elaborated on

during the discovery and research phases, when they provide us with new concepts. These

activities in terms have allowed innovation to occur outside the confines of the current

business territory and to develop a sustainable business model.
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It should be noted that all the above activities were undertaken in order to find a better way

to collaborate with the external environment, which would result in enhanced learning and

winnings on a variety of aspects for all players. As stated, the overarching goal is to improve

research and development for the product and enterprise as a whole. Furthermore, the

project identifies, understands, selects from, and connects to external knowledge in order to

incorporate the internal and external insights into a more complex and new combined

knowledge that is accessible through open innovation.

DIA Approach

In the research process, this approach led the way and provided the guiding framework for

the study. It was introduced by lecturers as part of the entrepreneurial engineering education

journey. On the basis of observation and secondary research conducted, the DIA approach

is primarily designed to move ideas beyond being mere ideas to being things that matter. As

well, it facilitates the planning of the steps beyond each segment. After planning, actions are

required to be taken to uncover opportunities and explore the potential of the concept. DIA

approach and brainstorming are used to build the framework of this project, which can be

seen in the figure below.

Brainstorm based on DIA - own figure
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This report describes the journey primarily based on the DIA methodology, with a few

modifications, such as rapid stage changes within phases as a result of the limitations and

the need for quick changes to conform to stakeholder demands. Moreover, the path

assigned to the acceleration phase is being neglected since the priorities of the running

project, within the accelerated phase, are not met. Combined with limited access and limited

resources, this is more for feasibility and viability considerations as opposed to growth and

acceleration that need to be incorporated into future adaptation.

In addition, the approach is composed mostly of two sections, discovery as well as

incubation. As a part of the framework, a market analysis is conducted for the purpose of

providing guidance during the execution phase.

Discovery Overview

“The process of scientific discovery is, in effect, a continual flight from wonder”

- Albert Einstein

Any successful business activity relies heavily on discovery, and the DIA approach is no

different. A key component of this research is to investigate the proposed concept in more

depth. So as to figure out how to explore and evaluate using different techniques to support

the strategic framework employed.

For the discovery part to become valid, it is necessary to test specific hypotheses and

implement theories that are primarily intended to alleviate customer pain and elaborate on

discovered opportunities. Additionally, this chapter is supporting and digging a little deeper

into some of the business's environmental factors, which will be explored and analyzed

through PEST and 5C models.

In this chapter, one of the focuses is on an aspect that brings about innovation, that is,

exploring what needs to be done, how it can be done, and what resources and timelines it

will take to do it.

Resources should be used to initiate meaningful creation and change during the exploration

stage. The process will entail several steps, such as, finding a new market, as well as

developing a concrete plan to assist in the development of a reliable business model for the

chosen topic.
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In addition to innovation factors that could be discussed during the initiation phases, the

research will partially look into the exploitation of existing capabilities within this business

operation, which can be improved, investigated, and reformatted primarily to support and

incubate the acquired capabilities for the startup (March, 1991).

It is important to strike a balance between the two types of innovation, exploration for useful

adaptations and exploitation for propagating the approved modifications. Research must be

balanced in order to take advantage of those innovations which have been granted approval.

Both types of innovation play a crucial role in the success of this project, since they enhance

the success rate and produce more predictable results (Fang, Lee, and Schilling, 2010).

This technique is mainly applied to assist the creation of the value proposition that is made

especially for those who we target, as our main potential customers. It also encourages the

exploration phase to begin with identifying the targeted market as a first stakeholder, then

followed by further stakeholders recognition described further in the 5C model to be further

discovered, that is to be done throughout an agile and iterative process for fruitful results.

The figure below illustrates how a selected journey is prepared using mind mapping for

adaptation and modifications to the chosen framework through the lifecycle of the process.

Discovery chapter mind mapping - own figure

During the discovery phase, primary and secondary data are collected. In order to help this

business concept evolve, the information and insights obtained have been used to create a

greater understanding of the company's resources, visions, and goals. The findings of

credible data are also used for validating and rapid learning. Mainly to discover the current

market potential in order to meet the specific expectations and demands of selected
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customers. The data assists the researcher in understanding the needs, values, and

preferences of key stakeholders and customers that will serve as a basis for developing the

marketing strategies involved further in the incubation section.

The Five C’s Model of Marketing

Marketing analysis is imperative to a business’s growth, and analyzing a suitable marketing

strategy may be an incredibly valuable perspective for ensuring successful trading.

Establishing clear goals and objectives as part of a comprehensive strategy will assist the

underlying processes and actions involved in the operation to the presentation of the

business's products. To ensure a comprehensive approach, certain environmental factors

are being analyzed throughout the Five C's model (Kinnison, 2019).

An effective marketing strategy requires an understanding of the environment that a

business operates in, and in this section of the report, a 5C Analysis is being implemented

as a marketing framework designed to analyze a company's environment. As well as

providing insight into the main drivers of success, it can help determine the risks posed by

the various environmental factors affecting the business. As shown in the figure below, the

model includes five main pillars that represent the company’s stakeholders, as well as the

company's core activities and its surrounding environment.
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The five Cs' model - own figure

The five constituents are as follows:

Company Customer

Competitors Collaborators

Climate

Five Cs elements - own table

The Five C’s analysis technique is mainly connected to the surrounding of the core business

that will highly affect the managerial and entrepreneurial decisions within the enterprise.

Such environmental factors are divided into two main sectors. The first is the Micro

Environment of the business that is encircled by the Macro Environment. The Micro

Environment for this process is mainly covered by four out of five Cs respectively, Company,

Customer, Competitor, and Collaborator. On the other hand, the Climate element of this

model primarily represents the Macro Environment of the company through studying some

elements of the PESTLE analysis (Munaa, Chogsom and Tumurshukh, n.d.).
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In order to properly manage marketing, it is essential to identify the marketing environment

(Kotler and Armstrong, 2016). That consists of both macro and micro environmental factors.

To begin with, the climate pillar of the model analysis provides an exploration of the macro

environment of the business concept. Which may have an impact on the remaining elements

of the analysis that represent the microenvironment, as proposed by (Oxford College Of

Marketing, 2018). In the 5C model figure above, readers can see shimmering curved arrows

that highlight this connection.

For this research to become valid and more viable in terms of stability, the 5 C's model is

being applied to analyze certain environmental factors within the market. At first, the models

were built on three stakeholders 3Cs’, the customer, the competitor, and the company, and

will be discussed in more detail further in the report. Moreover, the model then had two

additional factors to make it more comprehensive, since researchers have added

collaborators and culture to the equation (Munaa, Chogsom and Tumurshukh, n.d.).

Company:

Entrepreneurial activity revolves around venture creation. The creation of ventures is an

important part of entrepreneurship research (Eftekhari and Bogers, 2015). Just as new

ventures are key to economic development, they also influence industry evolution. Across

modern societies, the importance of business organizations cannot be overstated, since they

provide the largest portion of jobs as well as a large portion of the goods and services

consumed by society (Katz, 2009, pp.153–227).

The profile of the company is being made to describe a summary of this business concept,

the characters that form it, and the set of activities beyond the company's operation.

Moreover, this section of the report covers the company's values, products, team, as well as

the company's objectives and goals.

The factors combined are used to increase the presence of the company among its investors

and potential stakeholders. The profile of the company is not yet developed enough to offer

information about as many, and the highlighted sections of the company's journey reflect the

roles that the researcher considered to be most crucial according to the current stage of the

company.

The first product created was a web platform primarily serving as a communication channel

with potential stakeholders. Creating the platform has been done online with the assistance

of Wix (users.wix.com, n.d.), one of the leading cloud-based web development companies.
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An illustration of the company profile is shown using screenshots of the website, in order first

to get an overview of our startup. Although the website was designed after taking time to

build a clear picture of the business concept and stakeholders’ needs, it has been addressed

here because of the consistency and structure of this process report. On the other hand,

more details regarding the whole website can be found in (Discovery’s Appendix).

Our company profile - (Danuts, n.d.)

As the journey continues, a business's profile is being created which shows the latest

information straightforwardly. A company description is included as well as other useful

information that is being tailored to various criteria, such as enhancing brand awareness by

customizing offerings and adjusting the interface to fit particular needs.

In order to reach the target market quickly, the location of the start-up plays an important role

in terms of the operations required. It is necessary for the company to have an online

presence to facilitate communication and enhance customer engagement. These criteria for

company creation are incorporated into the financial statement as expected expenses after

the analysis.
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Details of how to reach us - (Danuts, n.d.)

The platform created serves as a communication channel to facilitate the connection

between us and our potential clients and partners. The previous figure illustrates how

customers and visitors to the website may find the initial contact information needed to get in

touch. Furthermore, our website features a chat function that allows us to interact quickly

with potential clients.

In addition, the mission for this business concept mainly serves to state the direction in

which the company will go in the near future by identifying the main objectives of the

company's profession and work. In order for the business to follow its intended course, the

mission statement is vital.
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The mission of the company - (Danuts, n.d.)

Core Products

Here we describe the company's core products, which rely on its business model that

facilitates the distribution of certain types of food goods in bulk quantities from the

manufacturer to retailers and other wholesale distributors.

At this stage, the company specializes in certain types of nuts that have been selected

based on potential end consumers’ preferences and their favorable nut types. In order to

keep the freshness and flavor of the merchandise, once the required amount of products are

purchased, the products are stored in warehouses where the goods are maintained safely, in

a fresh and clean environment. At this early stage, the company's offers can be distributed

through a small distribution channel, which can be a single delivery vehicle. Additionally,

customers purchase our products in bulk quantities at competitive prices, where the offered

products are being delivered and from there sold to the end-users.
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The display of the product in the target customers is not in the favor of selected customers.

In some shops, the existing presentation is mainly made up of transparent food buckets.

While showing a particular product in this manner may not increase sales and keep the

goods held in low prospects of purchase, together with potential collaborators it has been

discussed to develop a new set of stand designs for the nuts goods. The designs are to be

based on market demand and in conjunction with the collaborators’ experiences within the

retailing, presentation, and marketing of their products in an effective and sustainable

manner.

At present, the core products will only be nuts, while the desire to deliver an innovative and

new taste for products classified based on the flavoring procedures applied to nuts is being

investigated for implementations. It is possible to describe this in the following way:

Raw nuts

Nuts that are ready to eat range from cashew, walnut, almond to pistachio hazelnut. Nuts are

sold raw when they are used for cooking and for desserts. These are just raw nuts that are

primarily used to serve B2B customers.

Roasted nuts

When nuts are roasted, they are raw and have been heated, while roasting means cooking

using dry heat evenly on all sides of the food.

Spicy smoked nuts

To introduce a social aspect of nuts into Danish society, different spices of different origins

are mixed in, with the nuts. We use a variety of spices and customers' preferred nuts to

smoke them together, and we tailor the offer based on Danish consumers' acceptance of the

product.

Coated candied nuts and confectionery purposes e.g. dipped in different types of

chocolate.
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Our core product - (Danuts, n.d.)

There will also be new developments, including offering products in many forms, such as

almond and walnut butter, as well as incorporating nuts in the process of creating tahini, or

other sweet pastes. Additionally, and similar to peanut butter, different nut pastes can also be
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tested in a lean manner by the Danish market. The pastes can be made from different nuts,

for different purposes, such as confectionery.

In culinary processes and for human consumption, nut butter is recommended by

vegetarians as an alternative to butter. Among non-vegetarians, it can be regularly used for

sandwiches and in other ways because of their pleasant taste and the variety they add to the

diet. (Jaffa, n.d.). Innovation and implementation will take place within this in order to move

and alter the applied business model. The goal is to make a shift toward a less competitive

market and to provide unique products and services within the addressed areas.

Additionally, nuts can be provided in tailored packages that are presented as gifts in a

special bundle according to customer demand. For certain events and occasions such as

weddings, parties, and events, the packages could also be customized.

In order to understand how ventures are created, we must then understand the role of

entrepreneurs and individuals within (Shoke, Priem, and McGee, 2003). Getting the right

team in place to build it is crucial for success. Just as with any startup, the team beyond

plays a crucial role in making the right assessments and decisions. In order for this company

to function effectively, it should have a few individuals who are qualified to do what is

needed. Each member could be positioned and described in terms of the role needed to

sustain this business. Rather than being customized or divided evenly, the first major job

should be done by few team members who will be able to hold multiple tasks at the same

time rather than assigning particular job roles.

At the current and near-future stages of development, the company's core product will be

certain types of nuts in bulk quantities that can either be consumed raw, roasted with various

flavors, salted, or sweetened. As a result, the aforementioned factors and actors together

create the company's core foundation which will help it succeed.

Customer:

The initial mindset of this project is designed to set the focus on potential customers, the

group of people or organizations that represents the targeted market at which this business

aims its capabilities to serve. Customers that purchase the offered products or services are

one of the foremost critical parts of this business. By getting a solid sense of who our

potential clients are, what they need, and how well the offered product meets their

requirements and expectations.
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By all means, this business concept could become more effective and successful in

conveying offers that potential clients want to purchase repeatedly. Furthermore, analyzing

potential customers makes this business prepared in regards to the implementation of

further marketing endeavors. For that matter tailored promotional tactics that serve the

acquired customers are made, through gathering reliable data from the potential customers’

preferences, demographics, purchasing behaviors, and some other factors. This would aid

the communication with the targeted market, enhance future sales as well as serve the

creation of a unique customer experience.

Having in mind the marketing concept as a core value for this business, the marketing

concept is a company mindset that pushes the business to set its focus on the customer’s

needs as a means of an integrated market. Altogether, to enhance the marketing results of

creating profits through increasing customers' satisfaction. “The marketing concept takes an

outside-in view that focuses on satisfying customer needs as a path to profits. As Southwest

Airlines's colorful founder puts it, “We don’t have a marketing department; we have a

customer department.” (Kotler and Armstrong, 2018a, pp.30–45).

Furthermore, grouping potential customers and understanding their needs will give the

offered product a unique insight. This will also guide the business to be in a great place to

deliver quality goods and customer support to meet consumers’ requirements more quickly.

The customer research for this chapter is being analyzed through a segmentation of the

targeted market and potential customers, setting them in groups or segments, where each

segment is made out of a set of individuals who share similar values and needs.

Dividing the market into some segments plays a major role in the applied marketing strategy.

When it comes to marketing the company’s offers, focusing on specific demographics could

help in reducing risks and costs, as well as increasing income. Since the targeted market is

vast, exploring the business environment and segmenting the marketplace is a demand for

creating a unique insight and perspective responding to target customers’ needs, wants, and

demands. Additionally, a definition for the term target market has to be clear, “ A target

market is a group of potential customers to whom the company is selling its offers and

directing its marketing efforts” (Kenton, 2020). The target market and target customer for this

business are being divided based on the following segmentation approaches:

● B2C, and B2B. Are two business types that stand for (business-to-consumer) and

(business-to-business), respectively. Describing and selecting a business type to be

served is essential for the marketing strategy implemented. Generally, this business

is meant to supply bulk quantities of nuts to B2B customers. These users would be
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the first stakeholders of this company to purchase a major share and represent the

paying customers at this stage. Alternatively, the offers are made to fulfill the needs

of the end-user customers, who are the B2C customers.

● Demographics, Firmographic ,or Psychographic. Grouping customers that share

similar characteristics is an essential step to segmenting the market once it has been

divided into B2C and B2B. Identifying the target market and how it is segmented will

help determine the primary market to serve when this company starts off.

Map of customers - own figure

Identifying the target market in the first place will enable a market sectorization process

based on common characteristics. Furthermore, a great deal of discovery research is

devoted to market segmentation to provide a better understanding of the targeted markets.

So, promotional activities and resources can be allocated to meet the company’s objectives

through targeted and alternative markets.

Target Market B2C

It is important to identify certain market opportunities for our business idea by studying the

end consumers. Our process will help us to set the focus on the appropriate market. Using

the characteristics identified in the segmentation procedure discussed earlier, groups are

being proposed.

In the beginning, the term B2C is referring to the strategy that stands beyond marketing and

selling the company’s offers directly to its end-consumers. Businesses-to-consumers

represent the ultimate users of the concept, rather than the actual paying customer, during
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the current stage of the company's development. It is important to emphasize the potential in

the Danish market and how enthusiastic Danes are about buying nuts.

A B2C analysis can help us acquire a clearer understanding of the targeted consumers of

our products, which assists in allocating the proposed marketing efforts accordingly.

The business-to-consumer segment may be a promising future target for implementing our

products when they become available since they will be made to satisfy B2C expectations

and wants. Moreover, the communication with B2C will utilize both direct channels and

indirect channels, by means of distributors as well as targeted businesses. Furthermore, our

company's services would be offered via online channels as a supplementary branch, when

this new market entry is being evaluated and further incubation will be pursued. Whenever

this new market is considered and further matured as a growth plan, our company's offers

will be offered through a web platform together with social media presence.

B2C's targeted market is the Danish citizens and is primarily allocated in the Midtjylland and

Øst region, where further research and validation are being conducted. However, the first

test performed in the validation section is online and directed to potential B2C customers

who meet the geographical aspect and are citizens of Denmark.

In tailoring the nuts offered, psychographic aspects beyond purchasing nuts were

considered. In order to understand the possible B2C customer interests associated with the

purchase, we must consider what purpose they are purchasing it for, whether they are

purchasing it for cooking, recipes, or for snacking. Additionally, when assessing potential

customers, we take into account their lifestyle and the amount of nuts they consume when it

comes to how much they spend on nuts monthly. Their motivation can be encouraged by

them eating healthier food categories. Or they can provide it to their loved ones.

Target Market B2B

Setting a market focus is an important step in our journey, and one of the first steps applied

in the segmentation process is determining which niche our business serves. The choice of

the first segment of customers to target begins with ensuring the type of client to persuade.

Business-to-Business customers are the segment selected for focus.

Hence, B2B is considered as a target customer for marketing purposes in light of a brief

comparison between B2C and B2B customers that can be found in the table below. The

comparison considers such elements as:
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● Purchase types refer to the manner in which customers make their purchases,

whether in large or small quantities.

● The sales cycle involves several stages consumers must go through from the time

they purchase a product until they receive offers. In contrast to B2C sales cycles

which are shorter and more straightforward, B2B sales cycles have a longer and

more complex process.

● Regarding the focus on the targeted market, it depends on the type of customer

being served. Specifically, it is a niche market for B2B, as well as a large mass

market for B2C.

● In B2B target markets, sales drivers rely mostly on relationship-building and

comprehensive knowledge along with reputation and trust that are gained through

providing value and mitigating problems based on the needs and pains of potential

clients.

B2B and B2C, Business types comparison table - own table

Comparisons of the B2B markets are made to identify various advantages and

disadvantages, as well as to identify major differences in the two customer segments. It is

advantageous for the company to target a specific customer type in order to focus its

marketing efforts toward business-to-business in order to achieve the following benefits:

● Generally, purchasing in large quantities results in a larger order value, as B2B

customers typically invest in bulk quantities and are more likely to purchase than B2C

end-users.

● In contrast to a B2C audience, visitors are more likely to purchase on a website visit,

resulting in a higher conversion rate. Based on the number of sales, the conversion

rate measures the number of purchases compared to the number of visitors. As an
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example, if a website has 50 visitors and 35 make a purchase, the conversion rate is

(35/52)= 70 percent. Business-to-consumer executives responding to surveys

reported an average conversion rate of 3%. However, researchers from B2B

websites reported that "the average conversion rate reported by B2B respondents

was 10%." (B2X Partners B2B eCommerce Agency, 2018).

● Since targeting a niche market, marketing efforts become more tailored to our

customers' perspectives. The promotional strategies are intended primarily to

increase our viability for finding short and rapid gateways into the targeted markets.

When it comes to B2B, the supply chain is usually shorter than those involved in B2C

commerce. The other major advantage of B2B customers is that they are more secure in the

sales process and request larger orders. It is not required that the company serve its B2B

customers in a physical location, and most transactions are conducted online using a variety

of communication methods such as telephone, email, and face-to-face communication

(Donohoe, 2011). Despite this, the B2B market is still competitive, and there are many

competitors striving to gain businesses' attention through similar services and products

(Biogan, Nødderskal, Nodder Bazar, Denmark). Further, the limitations on reaching

individual customers and the market's massive size, as well as the longer buying decisions,

roles involved in the buying process, and time required could frustrate our efforts to enter the

market and limit our profits (Dontigney, 2013).

Segmentation and Targeting

According to the sectorization, the firmographic segmentation identifies the

business-to-business potential customers. Its purpose is to divide the target market into

segments based on certain factors. Those are the industries, locations, and sizes of this

company's potential customers.

Industry

The first customer segment refers to businesses' activities that are restricted to specific

industries and working principles, as a result of their customer's demands, core business,

and competencies. Our major customers participate mostly in the following categories based

on their businesses’ industries with a code structure that describes the grouping numbering.

Accordingly, the term is used for wholesale, commerce traders, accommodations, and food

services as a representation of a Danish Industrial Classification DB that is directly based on

the classifications of European Union economic activities and industries. The following is
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derived from the DB code classification provided by Denmark Statistics (Danmarks Statistik,

2007):

● Markets targeted by this segment are wholesale and food retail trade sectors [(4) G -

G - 46.00.3 / 47.00.1 / 47.00.2] with Supermarkets, Hypermarkets, Pop-up shops and

Grocery stores as the targeted groups from this sector:

Mini markets/ super markets/ grocery stores: This target group of the market

consists primarily of shops that sell food and other products, such as drinks or

household items, depending on their authorization. The services provided by these

kinds of grocery stores are oriented to the customer and are usually tailored to a

neighborhood or a select residential area, as opposed to large-scale supermarkets.

Also, similar shops allow customers to choose from a wide variety of food suitable for

their preferences, such as fruit, vegetables, legumes, and snacks. They usually have

a limited selection of nuts, packaged or unpackaged, as well as a limited snack

menu. The supermarkets we identified as potential customers were supplying

unpackaged nuts and offering special stands. Interviews were conducted in order to

gain a better understanding of the current market offerings, market share, and

regular demand for goods. An analysis of such a market will allow this business to

examine rapidly the selected market using a practical lean strategy.

Hypermarkets: are a significant player when it comes to distributing products and

bulk purchases. It is a market segment that represents the largest share of the

Danish retail pie, but needs a strong established company that can handle large and

bulk orders quickly and efficiently. Aside from that, the present nuts collection and

stands would be an excellent way to test the market and obtain a new entry to deliver

a wide variety of nuts and nuts' tastes in these hypermarkets. Below is a graph

showing the rate of market share of selected grocery retailers in Denmark according

to sales (Statista, n.d.).
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Market share of grocery retailers in Denmark 2019 - (Statista, n.d.)

In 2019, Salling had a market share of slightly more than 34 percent in Denmark. The

company managed to surpass the market share of Coop, Reitangruppen, and other

firms. Salling Group, formerly known as Dansk Supermarked Group, operates Bilka,

Føtex, Netto, BR and Salling. Moreover, the group has several franchises and online

shops. From 2012 to 2018, the retailer's revenue increased steadily. It is estimated

that the company generated a net revenue of just over 59 billion Danish kroner at the

end of the mentioned period (Rosbjergvej, n.d.).

Sales-based market shares for Coop Danmark reached nearly 35 percent during the

same period. The net revenue of the Coop Danmark has decreased over the past

few years, in contrast to the Salling group. In 2012, it was about 40 billion Danish

kroner, but has decreased steadily from there to around 37 billion Danish kroner in

2018 (2019 ANNUAL REPORT OF THE COOP GROUP, n.d.).

● Catering establishments are businesses that serve food and/or beverages in the

hospitality industry, regardless of whether they are residential or not. Generally

speaking, this segment includes commercial catering establishment customers,

including higher-end and fine dining restaurants (4-I-I-56.00.0), as well as bars,

cafes, and hotels (4-I-I-55.00.0). Danes tend to spend part of their leisure time at
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bars and restaurants, enjoying drinks and eating food. Typically, their preferred drinks

during the evenings are cocktails with varying tastes of alcohol. Some bars and

restaurants offer only peanuts or chips as a snack along with alcohol, whereas in

other regions they offer a wide selection of snacks in addition to their beverages. The

introduction of such a menu item to Danish bars could improve the value provided

and enhance customer satisfaction. Although the COVID-19 pandemic and the

lockdown have delimited the prediction of this target market given the current timing.

We plan to address this kind of target group in future steps of this company's journey.

In addition, non-commercial businesses in the industry are represented as potential

customers and will be listed in our market segments, such as hospitals, armed

services, and prisons. These segments will be investigated further based on the

developed growth strategy to pursue future opportunities.

● Firms that offer certain meals or menus to employees during working hours,

regardless of their industry or profession. There has been research that shows

employees are more productive when they are eating together (Highfive, 2014). The

provision of food and drink to employees would also strengthen communication roots

among employees and allow for a better exchange of ideas and feedback with

colleagues, which would allow the company to place an emphasis on open

innovation among its staff. Several nuts are being used in firm menus to enhance the

nutrition and flavor of the food that is delivered. This group represents an additional

segment of potential customers, who seek competitive advantages that allow them to

make a purchase decision.

Geography

Grouping segmented customers based on the location factor is a primary building block of

the firmographic segmentation used. The place of our target customers plays a major role in

the allocation of potential customers to be selected or not. To ensure that this is true, the

identified groups are classified according to their location, which would facilitate the creation

of supply chains to transport goods from warehouses to tenants. Geographically speaking,

the location to be served is within Denmark's borders, beginning with the discovery and

investigation of the Jutland (Jylland) peninsula, as well as the exploration of the two islands

with potential markets, Zealand (Sjælland) and Fyn.

● First-discovered cities in Jutland are based on population density and are situated

along the route of most of the first industrial targeted groups. The first cities
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discovered on the Jutland peninsula are arranged from the highest to the lowest

based on the population density map represented below.

Denmark population map 2020 - (worldpopulationreview.com, n.d.)

Further, the remaining part of the Danish market from Copenhagen to Fyn has not been

explored at the current stage of this process, but can be examined in more detail the further

we progress with this project idea. Additionally, it might be interesting to conduct an analysis

of potential markets in another European region. As a whole, the seek for new market entry

is considered to grow revenue and to help our business concept to prosper. Last but not

least, this analysis is intended to distinguish our niche market from the mass market that

would be extremely difficult to reach under the current business model. Segmenting the

market will aid in the development of appropriate and tailored marketing strategies and

configurations that can be applied to build a unique customer experience that can strengthen

our position within the market.

The purpose of building customer profiles was to better illustrate our target clients and

provide a greater understanding of what they expect as well as what matters most to them,

and how to approach them. The combination of factors used to design the performed

persona are aimed at helping us create a structure that is both well-balanced and reliable in

targeting. Initially the B2B, buyer personas define the ideal client decision unit, i.e., the

organization, individual, or group that will make the decision of purchasing. Our buyer

37



persona aims to answer the questions of whether and how business decision-makers will

purchase the products of our company.

Younis mini-market persona - own figure
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Lidl hypermarket persona - own figure

Persona profiles are being developed in order to identify the major aspects and information

on which decisions are based. In addition, the chosen persona will be based on the factor of

sectorization described earlier. As part of the process report, we visualize one actual

physical mini-store located in Aarhus, the first target location. This targeted customer can

exemplify other potential customers who work in the wholesale and trading food industry.

Another key participant within the personas that were created is a hypermarket. In this case,

Lidl is the addressed hypermarket whose decision unit should be addressed and visualized

within a persona profile. It is important to introduce the role of the hypermarket in distributing

our offers and making those offerings accessible for the targeted B2C customers. In addition

to that, while persona is a fictional profile, it is still relevant to reality because our suggested

customers in the market are viable and obtainable. By incorporating a persona into the

research process, we gain a deeper understanding of certain details of our first selected

target group.
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Competitors

Another element of the applied framework consists of analyzing the competition and

discovering the market environment in general. This analysis is crucial to the development of

business strategies that enable the identification of the targeted market opportunities as well

as threats. Possessing an awareness of how our opponents operate works as an essential

method for building an understanding of the operating environment of the targeted industry.

The competitor analysis contributes greatly to the evaluation process. It helps identify direct

competitors who provide complementary products and services and embeds the massive

competition into the evaluation process.

The following study was undertaken in order to develop an outline regarding possible

competitors, who provide similar solutions and equivalent products. The analysis is made on

the firms’, or current rivals who operate in the target industry and acquire similar customer

groups. It guides the interpretation of the competitors’ strengths and weaknesses in

comparison to our company’s ones and aids in finding vacancies in the demand market.

Establishing proper knowledge about current competitors, entries, and strategies is a vital

process that will aid first in defining the types of competition and further match the

competitors together, to give our business’ concept an inducement to define uniqueness and

awareness of the current market’s perspectives.

The method applied for the creation of this competitor analysis relies on, first verifying the

company’s competitor to be classified on their type of interaction if they are direct or indirect

competitors. However, the main focus will be on our direct competitors who are serving or

prepared to serve the Danish market while targeting similar firmographics. Secondly, the

exploration journey of identifying major competitors comes right after, which will allow in

constructing a competitive matrix for the selected competitors. The matrix serves as a tool to

compare the characteristics of several brands, which is being made to create a comparison

between rivals’ features, that are based on a set of variables such as:

● Product quality and price range,

● Market share and targeted audience,

● Customer satisfaction, rating, and overviews,

● As well as promotional channels and marketing efforts.

The applied comparison analysis aids the finding of gaps to be filled in an innovative

manner, along with specifying the uniqueness to be delivered, which is designed in the first

place to meet customers’ expectations. Moreover, the gathered data will help us to uncover
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this business’ competitive advantages and identify market opportunities allowing our

business to thrive and grow.

In the context of data and competition analysis, the competition is diverse. However, we

were able to define our direct competitor by analyzing a specific set of factors such as the

rivals’ customer segments, who do they serve? The identification of direct competition is

being analyzed based on the operation of potential competitors, how do they operate?

Based on which business model do they adapt? And what are their marketing strategies?

These questions were associated with the selection of the direct competitors in relation to

indirect.

Furthermore, the analysis set the focus on its primary competitors by setting the competition

categories into direct and indirect. The competition concept is to be aligned for the

identification of the primary and secondary competitors. The primary competitors chosen for

the analysis are the ones who are defined as direct competitors who serve the same/similar

customers, mitigate the same problems/ pains, and offer the same or similar solution. While

indirect competitors are considered to be rivals who offer similar or different solutions that

might satisfy the same or similar customers. The indirect competitors might hold quite a big

portion of the market share which our business hopes to capture. However, the analysis of

the indirect competitors would be applied in future terms for this process due to the lack of

importance and resources allocation on more vital competition variables, as generally direct

competitors are more important.

● Direct Competitors = same customers + same prob + same/similar solution

It will be equally important to identify different sizes of firms within the direct competitors’

classification, such as new entrants and well-established firms. Considering the fact that

there are different strengths in the market, this leads to different reactions, where

well-established firms will be better equipped to react to changes more efficiently than newer

startups.

The aim is to identify innovative channels to reach the target customer, together with the

discovering of market barriers and market enablers. Nevertheless, it has been observed that

there are not many market leaders in the Danish market for nuts products.

Direct Competitors

The market competition is divided into several competitor types. Accordingly, direct

competition is the main business focus for us, which holds a great deal of potential and will
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affect the selected customer segments. Companies offering similar products and services in

the same market are classified as direct competitors. In spite of this, direct competitors may

differ with regard to business models, performance, market share, and reputation.

Businesses with similar operations make up our direct competitors. Their operating model is

mainly made to serve the wholesale food industry. They purchase their nut goods in bulk

rather than in small quantities to fulfill their customers' needs. In addition, the

aforementioned competitor group seeks to provide its new market with competitive prices

and unique characteristics. Companies that sell wholesale can purchase items directly from

the manufacturer, distributor, and other channels. The targeted market does, however, have

some other competitors who may be worth considering. For example, a distributor of goods

introduces manufacturer products to the market in an effort to increase sales. In addition to

that, there are retailers who have the ability to serve the target market with a bulk quantity for

a competitive price as well.

The collected information and data were conducted through deductive research, to create an

insight into the current competition, and an understanding of the main players in the targeted

industry.

We are currently exploring the potential of developing a business offering unpackaged nuts

within the food and retailing industry as the main part of the applied business model.

Therefore, limit the upcoming analysis of competitors to wholesalers and retailers who will

deliver unpackaged products in bulk amounts to the target market. A brief analysis is also

being conducted for possible direct competitors based on certain aspects. Competitors are

categorized based on rough estimates of their market share, stability in the market, and

product diversity. Taking this into consideration, the direct competitors have been separated

into small to medium size distributors and large distributors that dominate the market.

Detailed information on medium and large size competitors can be observed in the figures

below, while other rivals and new market entrants can be found in the (Discovery Appendix).

● Biogan – Salling Groups – Coop

There are a variety of options available through this group of competitors, packaged and

unpackaged, roasted or raw, for B2B who become distributors of the products offered by

these brands to the Danish market. Several of them have built their own hypermarkets,

which enhance their distribution through their well-established channels. Additionally, this

particular competitor category is the one that captures the majority market share in

Denmark.
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Defending market leaders - own table

● Nodder Bazar - Nøddeskal / Nut Experts– Net Supply – NutriBoost – Saber

Their businesses consist of importing and exporting food and goods. While some of them

specialize exclusively in nuts, others operate in a variety of products, within the industry of

food and beverages. This group of competitor companies operates in Europe from northern

Europe to western Europe and Germany. Although they have pursued and delivered their

products to the Danish market, they still face challenges.
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Defining market entrants - own table

An analysis of the competition and an understanding of each competitor's role in the market

led to the creation of a comparison matrix. The following matrix presents a brief overview of

each competitor in order to provide us with insight into the various threats that each rival

may present. Moreover, their businesses may exhibit weaknesses in certain areas where we

may find opportunities.

The matrix is created according to the following criteria:

● These companies are direct competitors.

● Business attributes that gain interest.

● Weigh each attribute in percentage based on its importance to our business.

● 1-4 score range, from weak to excellent responsiveness.
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Comparison matrix - own table

By multiplying each score by the attributes importance factor we can calculate the total value

of the score as well as sum them to illustrate the value of each business strength. As a rule

of thumb, if the score times its importance factor equals 1, it is ideal. Additionally, the higher

the score, the more competitive a business is in the market.

Comparison matrix scores - own table

When we added up the scores values, we came up with the following results:

● Biogan - 3.3

● Unifood - 2.55

● Nødder Bazar - 1.65

● Our Business - 3.1

It can be seen here that Biogan, as an example of a significant market player in the nut

industry like Salling Group, is one of the leading players in the market. As for Nødder Bazar,

we can tell that they are a new entrant to the market based on their low performance in the

comparison matrix. In terms of reputation, however, our business has scored poorly,

primarily because there have not been any good relationships established within the target

industry, though there we achieved a high value in the overall outcome.

This competitive analysis has been carried out to better analyze and understand how our

business will stand out from the competition in the market. The more knowledge we have,

the better. The competitor analysis helps us develop strategies to capture potential
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customers from our competitors by analyzing their weaknesses, based on the fact that

trends change rapidly and that modern technology allows us to reach large audiences

quickly and often at affordable prices.

By examining different competitor backgrounds and overall business, it has aided the

process of identifying the competition's major roles from deriving the uniqueness in

comparison to the competitors' services. In addition to increasing awareness of current

market competition, the analysis provides useful insight that guides adaptation to market

changes.

Climate

The climate in which a business operates is most often analyzed with the use of PEST

analysis. It provides coverage in the areas that may affect a business, but where the

business exercises either no or limited control. Our assessment of climate is based on

macro-environmental factors, meaning external factors. The analysis is important and critical

for startup success (Marinovic Matovic, 2020).

For the context pillar to be more valid, the PEST analysis is applied and used as a

foundation to support the investigation of external forces that might affect the

decision-making process and further incubation of this project. On top of that, the climate

section describes the macro-environmental factors that guide marketing management within

the company to adapt faster and handle predictable forces, which can help the company to

strive and its business model to develop. Assessing the market's different environmental

factors is essential to operating the business, which helps in recognizing what customers

want and how their decision-making occurs.

PEST is a framework for an extensive and comprehensive environmental analysis in which

this business plans to operate. The analysis would guide the planning of some of the critical

pillars of product development and research (Vasileva, 2018).

It is crucial to understand and analyze different aspects of the business and operation

environment from the local market with high consideration of the geography of the operation.

In addition, it is important to have a detailed picturing of the minimal aspects to the

exaggerated ones, and from the basic requirements to the major limitations. Many potential

stakeholders would be interested in a PEST analysis for potential investment and

development. The macro-environment of the research is presented by PEST, while micro is

in the middle which is being represented by the other four parts of the 5 Cs model.
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This section discusses the external factors that make the macro environment, where

companies from the target industry and target niches operate. The tool consists of four

components that stand for Political, Economic, Social, and Technological. The discussion is

set for each and every part of the PEST framework to analyze important factors that come

with both benefiting and handicapping the marketing effort utilized within this business

concept. The set of factors were elaborated on, as shown below:

● Political

Although Denmark has a monarchy, the monarch has limited political power and

does not interfere with political decisions. However, the monarch performs some

important governmental functions, such as signing laws passed by parliament, and

appointing the prime minister (The Danish Parliament, n.d.).

The Danish government is well known for its stable policies which are beneficial to

business, where a stable environment aids firms to run successfully which provides

an attractive environment for international and direct investments (Birnleitner, 2014).

In Denmark, membership in the European Union may be the most significant factor

affecting the political landscape. The Danish economy has been significantly boosted

by the EU's numerous trade policies and as a result, Denmark is a long-standing

member of the union. In the near future, Denmark is likely to remain a member of the

European Union, which should provide the country with a solid economic and political

foundation (Lizaveta Dubinka-Hushcha, 2020).

● Economical

The Danish government and private organizations are recognized for their high level

of support for the Danish people, which supports high standards of living with a gross

domestic product per capita of one of the highest in the world. In a world driven by

globalization, this indicts the resilience of the Danish economy.

Taking a closer look at the economic environment of Denmark in a PEST analysis is

the next step. As of 2020, Denmark has a GDP of $353.1 billion. The country's

economy grew by 2.8% in the second quarter of 2021 (Countryeconomy, 2021). In a

world driven by globalization, this indicts the resilience of the Danish economy.

There is a wide range of industries in Denmark, most of which are service industries,

trade, and manufacturing. The biggest include agriculture, energy, and transportation.

47



Small and medium-sized enterprises (SMEs) play an important role in the Danish

economy, which holds a highly skilled and multilingual workforce, an ultramodern

infrastructure (telecommunications, public transportation, etc.), and attractive tax

incentives for new market entrants (Nordeatrade.com, 2016).

● Social

Food companies from Denmark are among the top in Europe. They strive to achieve

this position via innovation, knowledge sharing, and cooperation. Over the last five

years, the Danish food clusters, retailers, consumer organizations, and authorities

have worked together to reduce food waste by 25%. Danish food can be

characterized by its innovation skills thanks to the strategies implemented and

cooperative learning methods. This means that from farm to product, farmers work

collaboratively rather than as competitors. This allows a quick response to new

consumer demands or regulatory changes thus it is essential (Danish Agriculture &

Food Council, n.d.).

Social trust in Denmark is very high. The public trusts each other and trusts

institutions like the government, the monarchy, hospitals, and the police. Business

environments are also characterized by trust (Denmark.dk, n.d.). Honesty is taken for

granted until proven otherwise. Danish trust levels also influence their willingness to

pay some of the highest taxes in the world to fund a wide array of government

projects. Danes receive free health care through a tax-funded system. Education in

Denmark is also free. Every individual must contribute to the community, which will, in

turn, provide care for all. Danish culture, society, and history are deeply rooted in

values of trust and community (Denmark.dk, n.d.).

● Technological

The Economist has named Denmark an “agricultural superpower” (Schumpeter,

2014). Denmark is also a major food hub and a center for knowledge, products, and

ingredients in Europe. Around the world, the Danish food industry has become well

known and flourished. According to a fact sheet by the Danish ministry of foreign

affairs, the Danish food industry is one of the most innovative in the world (Invest In

Denmark, n.d) in the following ways:

● Danish policy on the food industry is clear and committed.

● The ability to collaborate with world-class universities plus access to highly

skilled labor is essential for the development of new, high-value products.
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● Compared to the number of citizens, Denmark is the largest supplier of

ingredients in the world.

● Currently, the biggest growth segments in the Danish food ingredients are

enzymes that are mainly used in cheese, dairy products, and meat (Center,

2019).

● There is a potential for partnering with public sector entities and across the

entire value chain, such as advanced packaging and safety solutions.

Food production in Denmark has been guided by scientific research and science for

centuries. Denmark has developed a sector that reaches far beyond its borders

through continuous development and innovation. Denmark is the country with the

most innovative food sector in the EU, according to surveys. Many of Denmark's food

companies are the world's largest and most successful (Invest In Denmark, n.d).

As an example, Denmark is home to the world's second-largest meat exporter, the

world's 4th largest brewery, the world's 6th largest dairy company, as well as many

other various political factors and elements (Ministry of Foreign Affairs in Denmark,

2015). Altogether, the dairy production facilities and industrial-scale bakeries, as well

as chocolate, beverage, meat, and poultry slaughtering facilities, make Denmark an

ideal locale to develop, collaborate, and market new offers in the food industry.

Business climate illustrates the macro-environment of business based on factors and data

collection. All of which has been compiled based on market conditions and understandings

of those conditions, which have been adapted to suit our business concept. This analysis

can be found in the (Discovery Appendix), where the opportunities and threats associated

with each factor are outlined.

Collaborator

A clear vision was created with the aid of the analysis allowing an understanding of the

market environment and market forces. In order to reap the benefits of this section of the

report, we will finalize the 5C model applied by exploring potential collaborators who will be

interested in partnering with us.

The learnings and the bigger picture created were developed in the will of finding potential

collaborators who are seeking beneficial relationships. The work done between our start-up

and possible partners is based on communication methods that aim at a win-win strategy,

where both this company and its collaborators are exploring paths to raise their profits and

flourish their businesses. Collaboration plays an essential role in the opportunity detected.
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Different potential collaborators are addressed in order to create a conceptual plan for

building routes for the wholesale supply chain. Furthermore, collaboration implementation

can aid in the development of more innovative and reliable solutions.

As part of this chapter, we will seek to identify and discover several possible collaborators

through primary research of wholesalers, manufacturers, producers, and logistics channels.

The factors constituting the set of variables to categorize potential collaborators will also be

discussed. The criteria are based on a series of questions and features, such as: where they

operate, who they are, what they do, where their products originate from, what type of

products they sell, their working procedures, how big they are, and what do they need from

us.

In addition to assessing the outcomes of the discovery, and who we seek to collaborate with,

we will be considering the communication skills needed and the compatible values

proposed. In such a way, collaboration and knowledge among our team are enhanced, and

that can help the business adapt to new conditions.

Finding potential collaborators takes connection and research, applied through various

communicative methods, both physical and virtual, in order to achieve the necessary results.

Today the world is increasingly operating online in an efficient manner for developed

countries, which was shown through the Covid-19 situation. It also reveals the importance of

having an outstanding online communication channel to boost innovation and enable

collaboration with customers and suppliers. The way AUTODOC, autodoc.dk, represents

their products enlightened us, e.g., video chat, message chat, booking a meeting, video of

our suppliers' products. Whenever you purchase an item, you will be offered the option of

watching a YouTube video that has been made especially for the model of your car in which

you can watch how you can utilize the product, or replace it.

Specifically, the research will enhance existing networks to assist in aggregating and

collecting potential partners. Our key partners are mainly in charge of supplying the required

goods and are specialized in the food industry. Food is their focus where they offer a wide

range of food, food solutions, and a wide range of delivery options, such as almonds which

can be from different origins, different quality, and be sold in different ways such as raw,

spiced, made into butter, and so on.

Suppliers

In order for this business to prosper, we need to find new ways to enhance profitability and

viability. The process involves discovering things of value before selling and distributing the
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goods. There is more to dealing with suppliers than just providing them with prices and

making orders. It is rather important to build a stable relationship with them, in addition to

taking advantage of their existing research and development department, which is capable

of helping us with the creation of reliable products with relevant knowledge and experience.

Our suppliers can add value to our offerings, which will lead to profitability for all players in

turn.

In order to make our business concept work, we have to build trust between ourselves and

our collaborators. In the end, it leads to better terms in the contract, which can guarantee the

rights of everyone.

Together, our company and several prospective partners hope to make our dream a reality

through collaboration. A collaborator's position in this equation would provide them with the

ability to contribute with ideas that may be outside of our company's vision, though such a

program would help us develop innovative options. That would enhance a re-evaluation of

the business model applied, allowing a revamped version to be created that would endure

longer.

Our current sources of collaboration are a result of networking and relationships with other

companies which we consider as potential suppliers. The Danish market and the European

market in particular, where merchandise distribution and customer buying are among the

highest in the world, attract many suppliers. Their ideas and actions are designed to reduce

risks and wastes, whereas our potential collaborators have established reliable reputations

and experiences in similar business industries.

According to their geographical location and the country of origin of their products, our

collaborators who are operating in the following countries are classified:

● Lebanon, Turkey, Indonesia, Tanzania, and China.

Governments

Cooperation with government agencies is especially important for legalization and standards

compliance. The submission of all documentation and requirements for our business

operation must pass through some organizations managed by the government.

Banks

The processing of payments and transactions is done through banks, which would have a

significant impact if offers were to be considered in the payments and advances. In addition,
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banks may grant loans to facilitate the initiation of funds that are then used for purchases.

We would have better credibility with this category of collaborators if we worked together

effectively and built a better relationship that would reduce our expenses and increase our

trustworthiness with them.

Transport and distribution

Here are the companies that may serve as potential collaborators, providing assistance in

the logistical process, shipping, and transportation of the ordered products until they reach

Denmak. Orders are delivered to our warehouses through Danish ports or Danish-German

borders, according to the logistics companies linked with our potential suppliers. Afterward, it

is our responsibility to distribute the products to the targeted market.

Whenever further operations of transportation take place on the Danish market, it could

either be rented vehicles and machinery for our supply-chain within our wholesale business.

Other options for distribution involve collaborating with Danish transportation companies.

Using established logistics and transport companies can optimize the work and speed up the

process.

The development of Packaging that would implement new innovative solutions and

Marketing that might enhance sales are both in view as future enhancements to the

collaboration of our business concept.

Discovery’s Reflection

Our goals for this chapter of the research were met through primary and secondary research

that we carried out during the discovery phase, as we explored opportunities and the

potential market. The definition of the target market was clearly outlined and further

investigated through validated analysis applied to specific and most attractive targeted

segments.

In the process of applying investigation and evaluation, a pivot was made, to begin with a

focus on serving organizations that represent the B2B customer type within the selected

firmographic.
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Throughout the chapter, we were able to see the surrounding environment in detail and

in-depth. By defining business environment change expectations, it allows for rapid and

effective adaptation based on market changes.

Incubation Overview
“The value of an idea lies in the use of it.”

- Thomas Edison

The importance of carrying a virtual idea into a feasible concept mainly relies on certain

steps that are to be developed during the process of incubation for this business concept. To

begin with, we set values that are founded to create an extraordinary customer experience.

Even though promises and expectations for a remarkable experience could face many

obstacles, some obstacles are obvious and simple to expect while others are unclear and

difficult to react to. Hesitation, lack of resources, and high expectations can be visualized as

some of the obstacles our company needs to overcome.

Other obstacles that can be resembled to competition and market barriers are addressed by

delivering unique offers and solutions, which are tailored to the selected customers and the

Danish market. All in all, the efforts aim to present a sustainable customer service and a

leading market design.

After assigning a well structured concept research supported by a solid discovery through a

theoretical and systematic approach for leveraging the applied framework. The incubation

phase takes place between the creation of our concept and the actual implementation of that

aid the concept to thrive (Ahsan and Rupok, 2020).

We are presently exploring the incubation phase in accordance with the framework applied,

a process which is largely composed of business model development and financial

projections for the business, as well as modest validations. A combination of these areas

seeks to carry the ideas into birth through viable paths. The foundation of business viability

is mainly achieved through several experiments in order to test the designed and

implemented solutions and hypothesis.

Conducting the experiments in an incubation phase is to represent a genuine and logical

process to create a valuable demonstration of the discovered opportunities. Which in terms,

can represent the outcome. Nevertheless, maintaining direct contact with potential
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stakeholders, and potential consumers, was applied to define a value proposition that is

oriented based on their needs and expectations.

In short, the process within this phase has been conducted as regards to testing the appetite

of the selected market. Altogether, it is made to enhance the creation of sustainable

business development and product awareness through concerning the business operating

environment in order to adapt to the fast-paced world of today’s market.

Incubation chapter mind mapping - own figure

The above figure illustrates the implemented tools that are to be discussed according to the

assigned objectives of creating a viable and feasible business concept.

Business Model Generation
For this journey, the business model that was assigned to describe the operation of this

venture, will demonstrate how the business delivers and captures value through backstage

and frontstage actions (Wikipedia Contributors, 2019). It provides an understanding of the

firm's product, its target market, and its cost structure (Kopp, 2020). These factors primarily

determine the role of the business model within this startup’s incubation process.
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For better visualization of the business model's evolution, the business model canvas is

being developed. The purpose of this section of the report is to organize and present the

business model canvas BMC to conduct a better visualization and evaluation of the acquired

business. In this process, a business model canvas was applied to develop and build an

explicit understanding of the business concept by addressing major functional areas of

business model operation and value creation (Osterwalder and Pigneur, 2010).

A study that examined the perception of business incubators towards the business model

canvas for new ventures spurred the creation of this tool. The project was developed in a

collaborative manner to satisfy potential incubators and stakeholders. Through the research,

it highlights the role BMC is playing in helping companies prepare for growth. Additionally,

the perception of business incubators studied suggests the suitability of this model to

startups because of its flexibility, accessibility, and ability to connect and share business logic

(Carvalho, Galina and Sánchez‐Hernández, 2019).

Additionally, to design a comprehensive approach to the nuts wholesale business, the

business model canvas that was originally proposed in (Osterwalder and Pigneur, 2010),

was utilized. See the original canvas (Incubation Appendix). By implementing the BMC,

different areas of the business model can be thoroughly reviewed in a systematic manner. In

the BMC template, nine main building blocks form the basis of the business model for how a

venture intends to satisfy its customers and generate revenue. This figure illustrates the nine

pillars of the business model canvas for this company in more detail.
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Business model canvas - adapted table (Osterwalder and Pigneur, 2010)

BMC is applied to support the incubation process in a way that better defines the company’s

business model to reach and deliver a better understanding of the concept. Concepts are

designated based primarily on the customer segment definition and the key activities

involved in delivering the proposed value, in order to achieve a profitable revenue model.

The Business Model Canvas provided insight into separate business categories and also

helped the researcher to identify the most important elements of the model. It also provided

an overview that highlighted which stakeholders should be addressed during the

assessment of an applied business model.

The following sections describe each building block's intention and the strategy created in

order to reach each of the entities. In reference to the table above.
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Customer Segments

For a business model to be successful, it is imperative not only to understand the different

customer groups but also their needs and the different value they want to get delivered

(Osterwalder and Pigneur, 2010). Our business targets primarily niche segments of B2B

customers who are retailers and distributors of nuts.

Specifically, the targeted customer base includes businesses that are interested in obtaining

nuts of various types and productions under a fair trade that includes fair prices, good

products, and reliable relationships. Further, the B2C customers are indirectly being targeted

and will be receiving the final products we tailor to them. The B2C customers are also the

paying customers of the targeted B2B firms. The targeted customers for this specific trade

may be divided into small and medium-sized companies that are represented as either food

distributors, retailers, or businesses active in the hospitality industry.

Thus, B2C was considered in conjunction with B2B during the research since both customer

segments are essential for the success of our business. However, this business operation is

designed to prioritize and mainly serve the B2B customer segment since this segment is the

foundation of the whole business model and has a higher chance of creating achievements

to retain the initial expenses and other trading factors.

Value Proposition

In every business model, a value proposition is one of the main parts that focus on the

products and services that make the company relevant to the customer and convince them

to purchase the company's products and services instead of those of competitors

(Osterwalder and Pigneur, 2010).

The main aspects of the value proposition are built and set to deliver customer satisfaction

and solve problems within the related industry, through carefully studied criteria, such as

high-quality products and packaging, as well as reputation and compatible prices.

The value proposition offered can be divided into various parts. Firstly, the business aims to

promote healthier food and snacks with a variety of new tastes from different cultures as well

as modern tastes to the Danish market, that would satisfy the end consumers' wants.

Secondly, tailored solutions for the presentation of nuts products can positively aid the

market´s development goals, as a closer connection between the customer and the desired

products is considered to be a guaranteed method of salesmanship. The flexibility and

offered options while ordering, would enhance purchasing and allow the customer´s
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relationship to flourish. Moreover, the products delivered seek to be compatible and of high

quality, relative to other competitive prices, to enhance sales in the targeted niche.

Channels

It is without a doubt essential to be able to reach out to customers with ease and to allow

strong engagement of both creators and targeted markets. Therefore, making use of today´s

solutions such as online marketing and social media platforms by creating profiles that

present all of the important information about our products. Furthermore, our offers can be

presented to the market within campaigns, food trading expeditions, and other business

events. Finally, the company plans on offering reasonable sponsorships to individuals and

organizations, with the aim of publishing and raising awareness about the products and

services offered by the company.

Being in close contact with the customer, relying on honest reviews, and having the will to

develop and keep up with the needs of the buyers is key to success and satisfaction.

Therefore, it is the company’s duty to afford lenience and accept constructive criticism,

particularly in the start-up phase, and during the lifespan of the company in the market. We

set agreements with all of the targeted markets, and customer segments, to hold regular

meetings where all of the consumer’s wishes are taken into consideration. On the other

hand, direct reviews and feedback can be left on the company’s website, categorized by the

expected feedbacks of today´s trading market.

Ideally, the products are presented both digitally and physically. The plan of sales promotion

is either through the company’s e-marketing and on social media platforms, retail stores,

direct contact with the company, or through marketing campaigns.

The set value propositions define the quality of the products and promise additional

properties, compared to other products on the market. Access to all the recipes, possible

offers, and compatible prices, as well as a consistency of the offered values of the products,

lead us to deliver our premium value to certain markets.

Customer Relationships

Building mutually beneficial relationships takes time, and effort, and requires establishing

trust with the other parties. However, such relations can help building the business and

setting a strong foundation in the market. Therefore, establishing a strong feedback culture,

by capturing feedback periodically, and offering such engagement, persuades the customer
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to do business with the company more than once. Another goal is reaching out to the

customers, figuring out what they actually need, and achieving their aspirations.

Having that being said, customer relationship is achieved directly and indirectly, as well as

benefiting from automated services, such as online and transaction services. All of the prior

methods are done with care and insure to deliver and maintain a strong bond with the

customer, while the company´s standards together with the customer´s needs are presented

as the main motivation for further development.

Revenue Stream

The revenue stream is transaction-based revenue, with the possibility of benefiting from

partnerships with suppliers and other market participants.

The idea behind the revenue stream of the company is that the products are going to be sold

in bulk to the retail markets, and other customers, and that smaller purchases are only

favorable in case of a specific agreement with the buyer. In general, the pricing set to define

the revenue stream of the company and its income is fixed menu pricing, where most of the

units and products have their values pre-determined before any purchase and having loads

of features playing a role in that determination.

Key Resources

The Key Resources Building Block describes the most important assets required to make a

business model work.

As for any other similar trading market, handling food products requires many necessities to

create, modify, store, produce and deliver. Therefore, it takes more than one asset to

determine a high-quality product output. Among the factors taken into account are

transportation channels and distribution channels.

Additionally, for the sake of development and growth, we made sure to include an adequate

atmosphere to store higher amounts of products, machinery for packaging, and possibly a

food modifying mechanism that would associate the company´s value propositions when it

comes to introducing new flavors and types to the Danish market. Financially, the business

highly counts on stakeholders, and honest client interference, in order to secure a

sustainable business model.
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Key Activities

This section defines our main activities as well as what is needed to create, deliver, and

manage the values we propose as well as ensuring that our business model is viable

(Osterwalder and Pigneur, 2010).

Activity revolves around communication, partnership, and interaction are all made to stream

ideas within a company's process and operation. Creating an atmosphere that allows for

internal and external collaboration to flourish.

Developing strategic partnerships with potential stakeholders has been guided by networking

activities. They are an arrangement of bonds with different parties which can help the

business model run efficiently, such as relations with suppliers to ensure the desired quality

and variety of products. As part of the key resources, we also included transport and

distribution channels, which led us to focus some of our efforts on maintaining a solid

platform alongside those partnerships.

In addition, another major activity of this concept involves merchandising, the process of

buying and selling products to the target market by engaging in customer-oriented strategies

designed to respond to their concerns. Moreover, sales are influenced by marketing tactics

that appeal to particular segments of customers, which are primarily driven by a

customer-oriented mindset.

The main objective of our company is to alleviate our clients' main concerns and come up

with innovative and new solutions to address their challenges. Trying to differentiate from the

competition, we strive to create unique nuts that satisfy the market needs with several tastes

and flavors. This in turn will allow international tastes and methods of serving nuts to be

introduced.

Key Partnership

As stated within the company´s business model, our initial goal is to set and secure valuable

relationships and partnerships with other parties in the market, for us to achieve the

preliminary startup goals. These partnerships may be categorized based on the job´s

description and production phase.

Hence, importance is given with respect to the financial aspect, as well as the importance of

the business´s gradual growth in the Danish market. Negotiated and carefully studied key
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partnerships would include manufacturers, suppliers, wholesalers, distributors, as well as

logistics and transportation companies.

Cost Structure

Business models require adequate study in order to identify the most beneficial cost

structure. The nature of the company’s goals and products available in the specified market

played a huge role and led to defining a clear plan with all the expectable spending and

anticipated finance.

Therefore, a value-oriented cost structure is considered within the model, which is distributed

to the products purchases, product storage, and other physical whereabouts and machinery,

products distribution, transfer, as well as possible transaction agreements with partners such

as payroll, individuals, and marketing sales.

More in detail, the characteristics of the cost structure are rather flexible and can widely be

used depending on the encountered party, as fixed costs may occur to the workmanship

within the production phase as well as the aforementioned business structure, in addition to

other variable costs depending on the volume of goods required.

Financial Projection

In order to understand the cost of business operations and demonstrate the feasibility of

achieving objectives, a financial projection had to be established to determine if the business

could fulfill its promises and succeed. There are many aspects in the financial plan that run

the main cost structure in conjunction with activities that make this idea relevant and viable.

While traditional theories about start-ups suggest that sophisticated financial planning and

control are not helpful to very small and young start-ups, researchers have discovered

evidence to the contrary (Mengel and Wouters). The performance of companies was found

to be correlated with the use of financial planning and control systems. Additionally,

projections of the financial statement may have significant implications for investors and

taxation purposes.

It was investigated by (Cassar 2009) how the timing of preparations can impact the

investment in the operating system and function. Presently, the financial projections will be

based primarily on a five-year plan, and monthly analyses of the variable set will be
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excluded. Whether the addressed concepts satisfy the assessment should be considered on

a monthly basis and in more detail in the near future.

In order to develop the financial plan, an initial business estimate is derived from an analysis

of startup costs and requirements. To be more specific, the financial plan discussed here

refers to a financial statement that is based on certain assumptions and variables which

have led to the development of the illustrated financial projection for this startup.

Assumptions

For the purposes of this analysis, the assumption of items sold annually is based on the

following. The company is assumed to sell roughly one full container of mixed nuts each

month, accompanied by partner verification. Standard containers for transporting specified

products may hold up to 24 tons and have an interior volume of 32.7 m^3 (elarum.com, n.d.).

Based on this assumption, the selling prices are assumed to offer in order to satisfy the

configuration of the value proposition that follows a fast follower model by delivering

underprice competitors. For each category of products, the research defines prices that are

quite lower than average. In addition to the categories of products to be sold, assumptions

regarding how many units will be sold using the SI unit kg are provided in the forecasted

revenue.

Forecasted Revenue

The forecasted revenue began with the definition of the four categories that would be sold to

the targeted market, with an estimate of the units to be sold annually for each category.

According to the categories, nuts with developed tastes, such as sweetened, smoked, or

dipped in chocolate, are classified as examples. In response to earlier statements, the

product is allegedly sold in mini grocery stores, hypermarkets, restaurants, and bars. Those

are the most considerable segments of business-to-business customers. The revenue

forecast is derived from multiplying the current average selling price by the number of units

expected to be sold (Zucchi, n.d.).
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Forecasted revenue - own table

In any business entity, forecasting sales is an essential component because it allows a

company to know how much it is expected to earn from its operations. Any organization that

is sales-driven will require reliable forecasts for production to guarantee product availability.

An accurate forecast can provide valuable insight into future revenues and can be used to

develop a business plan, but concerns about the time required to prepare forecasts and

sales professionals' biases may make the task less attractive (PlanetTogether, n.d.).

With the assistance of revenue forecasting, the business has been able to learn why, where,

and how sales activities take place, which would allow the business to make better financial

decisions.

Cost of Goods Sold

Further, assuming a moderate gross margin of 20 to 30 percent of revenue, which involves

the gross sale that is equal to the net sales minus costs of goods sold. To be implemented in

the following equation in order to define a new assumption for the costs of the goods sold. In

this assumption, the costs of goods sold are estimated taking into consideration the market

price for the purchased products, revenue, and the gross margin ratio (FreshBooks, n.d.).

[Gross margin ratio = (total revenue - CoGS) / total revenue]
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Estimated gross margin and COGS - own table

CoGS, these are the costs associated with the purchase of goods that will be sold through

this business concept. Costs of materials and labor directly involved in producing the goods

from the suppliers are included in this amount. Indirect expenses such as distribution costs

and sales force costs are excluded in the CoGS anticipation (Fern and O, n.d.).

Moreover, funding was considered primarily to be received through loans and personal

investments, with annual tax, inflation, and depreciation of assets taken into account, as well

for the clarity and probity of the study. Detailed financial statements are provided in the

(Incubation Appendix).

Financial Planning

Financial planning helped in forecasting the business' cash flow expectations and its ability

to cope with obstacles. As a result, financial planning has played an essential role in driving

a successful business model. A model for the financial analysis was developed by defining

major segments of the financial statement, such as profit or loss, balance sheet, and cash

flow projection. The financial planning was built on a five-year financial projection, which is

both useful for improving cash flow and cutting waste, as well as helping to achieve the

long-term goals faster (Vance, 2020).

A business plan's financial forecast, an important element, consists of three major

components: (The Business Plan Shop, 2020)

● A statement of profit and loss

● Balance sheet

● An overview of cash flow
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On the next step, profits and losses analysis was conducted with the purpose of providing

reliable resource allocation, where the main step of financial management is to make sure

the right resources are allocated in pursuit of strategic initiatives in delivering customer

satisfaction (Svatošová, 2017).

Financial Statements

The profit and loss analysis includes a five-year plan divided into five columns and multiple

groups to summarize revenues, costs, and expenses. The tool helped initially in finding the

gross profit that is calculated by subtracting the cost of goods sold from the total revenue

each year, where the results can be seen in the graph below.

[Gross profit = Total revenue - Cost of goods sold]

Defining the expenses that run parallel to a business' operation is also an important aspect

of the profit and loss statement. Without these expenses, a business would, in theory, cease

to exist. The expenditures were chosen based on research and a number of assumptions in

a reasonable manner with the intention of clarifying further the net profit. The following

equation illustrates the results of defining the net profit by taking into account taxes,

operating, recurring and non-recurring expenses. On top of that, the full table of profit and

loss projection can be found in (Incubation Appendix).

[Net profit = Total income - Total expenses - Total taxes]

This graph illustrates most of the variables in the equations that were used to calculate the

income generated by the company over the first five years, enabling the company to make a

quicker decision that is feasible. The net profit is to be used next in the cash flow statement

as the net income that is pertained in the statement of operating activities.
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Estimated profits and losses over the next five years - own figure

Additionally, the graph represents the company's growth and shows the revenue increase

during the years along with the estimated gross margin.

Moreover, a 10% gross margin was given a trial, to better anticipate when turnover is not as

expected to show a significant shift in net profit and the net profit in the cash flow would be

reasonably low as indicated in the graph trial below.

Projected profit and loss, assuming a gross margin of 10% - own figure
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As well as profit and loss projections, a balance sheet was identified that contained assets,

liabilities, and projected the equity of the business if it is in negative territory or turning

positive. This is a situation where the business' equity will increase when revenues and

profits are generated. On the other hand, if expenses are incurred and losses are recorded,

the owner's equity will decrease. Therefore, a negative owner's equity occurs when the

liabilities exceed the assets (Patriot Software, 2018).

[Total equity = Total assets - Total liabilities]

Furthermore, the projection of equity facilitated the creation of a fuller picture of the balance

sheet, empowering investors and stakeholders alike. A balance sheet provides information

about the company's financial status, including how much debt the company owes and what

it owns. It is important for investors to understand balance sheets, access them, and analyze

them (Staff, n.d.). Please refer to (Incubation Appendix) for access to the detailed balance

sheet.

The analysis is further followed by a cash flow projection, which helps determine how much

resources will come into and leave the company in the future. As a result of forecasting cash

flow, it was possible to compare net income with expenses to determine whether the

company had achieved its financial objectives or not. To determine the ending cash balance,

the total financing activities were added to the total operating activities, derived mainly from

the following equation, and adapted for the cash flow projection (NorthOne Blog, 2020).

[Ending cash = Beginning cash + Projected inflows – Projected outflows]

In addition, the cash flow in the company is observed to increase on an annual basis as a

result. In this case, cash flow is primarily determined by operating activities, which are

greatly impacted by net income, depreciation, and total liabilities. Cash flow and the ending

cash balance have experienced significant improvement since the net income and total

liabilities have consistently grown and decreased sequentially and annually. Although it

makes sense that all activities from financing to operations, as well as the ending cash

balance, are increasing due to the increased revenue and cumulative spending.

Validation
The validation process is mainly divided into several main experiments for the current period,

where the validation seeks to implement a Lean Startup method. Validations are made to
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define new ways to enter a market in order to explore different possibilities to dive into. This

is done by setting focus on different factors during the experiments, where the factors vary

from customer expectations to marketing tools. The applied testing is made to evaluate this

business concept’s initial assumptions, that attempt to analyze the selected market desire to

purchase the offered products, along with the evaluation of the market product fit and

purchasing behaviors. Using a rapid and lean testing tool will allow the collection of

qualitative and quantitative data for this study, which signifies a solid foundation for the

validation framework.

According to Eric Ries, the Lean Startup Method is about "learning how to drive a startup,

how to steer, when to turn, and how to persevere and grow a business with maximum

acceleration." (“TOC 2012: Eric Ries, ‘Keynote’”). The Lean Startup provides a logical

framework for testing and validating hypotheses in a way that helps capture opportunities

quickly. As outlined in this method, there are three main considerations: Planning or Building,

Measuring or Testing, and Learning or Earning.

Generally, validation methods used in this phase of incubation might deviate from the Lean

Startup method, where experiments and exploring the market are the goals, that are built-in

limited iterations and not as expected. The hypotheses beyond the experiments are also

updated, or they are totally rewritten, as pivoting takes place. By the end, the framework will

be able to discover customers' expectations that will simplify the implementation of future

marketing tools. The method would allow us to produce a minimum viable product that could

be tested in the market by potential customers.

As for this research, the validation process has been divided into two main stages which will

allow the investigation for testing the viability of the offered product. Moreover, validation

serves as an initial market confirmation, enabling our team and executives to build up

reliable knowledge that assists in visualizing and illustrating new ideas and solutions for

common challenges.

Therefore, the validated business model used would be aimed at focusing on customer

satisfaction and delivering a unique selling proposition that would set this company apart

from existing competition. A noteworthy point about this framework is that it is designed to

address both B2C and B2B customer types; the project is structured to represent the

selected criteria, topics of discussion, questions, and learnings in the experiments applied.
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First Experiment - Product Market Fit

An initial experiment is intended to test the viability of our ideas and guide the identification

of possible problems and customers' major pains. Our primary goal here is to develop

concepts and test them through qualitative data collection among potential end-users in the

massive market. During the process of inviting survey participants, one of the essential

criteria was that customers should have an interest in nuts and enjoy eating those healthy

nutritious foods such as nuts both as snacks and as part of a recipe.

This market survey aimed at determining whether there was a viable market for nuts and

whether consumers were willing to purchase our product in the targeted market. The survey

participants are mainly potential B2C customers who represent a portion of the targeted

market and could possibly be considered as end-users. Neither age, gender, sex, nor

occupation was considered in identifying respondents. In addition to this, it is essential that

potential customers live in the demographic of the market segmentation that indicates their

location, who are inhabitants of the Kingdom of Denmark.

Additionally, the first iteration is being planned so that the end consumers' preferences can

be tested. The experiment focused on understanding the purchase behaviors of

end-consumers when purchasing their favorite nuts, while also at the same time, highlighting

potential market buying power.

We used a survey rather than an interview, so we can collect enough responses in the form

of statistical data. The advantages of conducting a survey include easier analysis, higher

sample sizes, and the ability to collect results and information faster than the use of

interviews. In order to define the proper analysis for the proposed survey, a predefined set of

questions is addressed that is based on the company's core values, mission to deliver and

core product. In designing this validation piece, we selected a simple structure and limited

content. However, users would not be able to engage their feelings, which is unfortunate.

The First Experiment’s Test

In this experiment, we will gather some data and information which will allow us to be more

knowledgeable and confident about the addressed market. The information we gather will be

used for the development of a learning curve for this new venture. Defining the concept to be

evaluated is key for setting out further investigations, selections, rejections, or explanations

that are to be further examined, chosen, or elaborated. The hypothesis is a prediction for the

potential customers' reaction to the applied experiment, as well as a starting point for the
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experiment to guide testing ideas and deliver the value intended to the end-users. An

additional aspect to be examined in this experiment is the types of nuts favored by some

Danish communities.

During the validity period of the test, the questionaries were available from June 2021

through September 2021. The survey is a questionnaire given to potential customers, a

group of people who are located across Denmark and have an intention of purchasing as

well as obtaining the offered products. This survey involved 32 active respondents to be

found in Denmark. Answers were provided by the respondents who are each consumer of

nuts or have some link to the addressed topic, therefore they were able to provide valuable

answers. Survey participants were given a questionnaire to fill out. As a startup, the results

are useful since they focus on specific audiences living in similar areas. However, on a larger

scale, the results could not be relied upon. Survey questions and results are included in the

(Incubation Appendix).

The First Experiment’s Learnings

The data suggest that people purchase nuts or use nuts on a regular basis, so in fact, nuts

play a significant role in some people's lifestyles, particularly in the context of food

consumption, healthy snacks, or sweets and desserts.

This result allows us to envisage how this business can be developed in the future

elaborating on our e-commerce platform since most of the nuts are bought from traditional

shops but some are also purchased online.

It is evident that consumers will be open to trying our specials since they don't mind trying

new flavors and types in general. Thus, if the product could be made and developed in a

unique way and reach the same or more number of users, as such it is an encouraging sign.

We cannot reach any concrete conclusions, but we do know that the majority of people,

according to our results, focus on the quality of the products first. However, we also know

that price follows next, and in our case, price is just as important as other factors to be

considered.

● Find out which customer type is best to acquire from the assumption discovered

earlier in the process.

● Check to see which companies compete in this market and whether there is a red

ocean.
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● For this type of customer, less purchases are made, and different packaging is

preferred.

● The business model should be expanded to include competition and match products

such as those of Taffel nuts, Alesto, and other B2C nuts suppliers.

Second Experiment - Product market Demand

This evaluation focused on analyzing the targeted audience outlined by the B2B customer

type, which is mainly determined by firmographic segmentation. The experiment focused on

validating the business idea when it came to selling and dealing with businesses. As

described in the Discovery phase, smaller to medium-sized firms such as grocery stores and

cafes are candidates.

Furthermore, we have selected the groups that would like to discuss their current major

pains and problems, as they may be able to guide the validation journey at this point. Our

process is centered around a problem-based learning model, where we aim to achieve

customer satisfaction by meditating on their pains. An approach like this could lead to

pursuing the market fit and defining the market demand, by reaching out to the targeted

groups of customers, along with the desire to discover new segments of the market.

The second experimentation is built to ensure that the targeted customers do have a certain

demand for the offered products. Our goal is to find a solution to our customers’ initial

problems that is based on a unique solution adapted to the market conditions and customer

expectations. As a result of demonstrating value and offering products to meet customer

needs, this will develop customer loyalty and satisfaction.

Early Communication

As an initial step of a second experiment that will serve as validation of demand for the

product in the targeted market. Developing early communication skills for good reasoning is

necessary for the nascent communication genre, where our main focus is on recognizing,

assessing, and responding to our potential customers' concerns, in order to establish

positive relationships. Approaching potential customers enables us to build a path for

relationships and to create products that meet customers' needs. Additionally, after validating

the Business-to-Consumer brief, we now move on to verifying our selected customers.
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Many companies that we believe might be a good fit as potential clients or partners were

contacted. A series of communication tools was used initially to connect with the targeted

clients. They were chosen first based on research and networking. Phone calls, video calls,

social media discussions, and personal interactions were the most common forms of

communication between us. Communication was mainly handled with stakeholders that

would represent future clients of our business idea. Our main goal was to create an invitation

for the second experiment’s test.

The Second Experiment’s Test

Our approach to detecting the major pain points involves semi-structured interviews with

targeted B2B customers. This is part of our qualitative data collection strategy, which tests

the established hypothesis with the defined interviews. A pre-interview process is required in

order for this to be true, in which the interviewers prepare open-ended questions that are

designed to seek answers to the hypothesis. Among the first things to be tested, is the

targeted customers' interest in our proposed product; this will guide the validation technique

on testing the market demand for our offers. Customers' consumption of the offered goods in

a certain period would be considered as market demand. The data could be used to create

an estimate of the target market consumption, the liquidity of the market, and the amount of

inventory turnover that could be used to measure how often the inventory is sold

(TradeGecko).

Customers are facing some essential pains that are destructing the way they currently run

their businesses, and the processes involved beyond that are dependent upon a number of

factors, including suppliers, distribution, customer satisfaction, and awareness. Moreover, by

utilizing the acquired knowledge, our company's business model will be more effectively

defined, allowing us to allocate our current resources more effectively.

The goal is to establish communication channels with potential customers by initiating a

customer relationship that will guide the way this company operates and engages with its

customers, which will allow for tailored marketing entry and an improved customer

experience. Our business's primary focus is its customers, and securing consistent solutions

to their initial problems would be beneficial to all parties. These findings and the outcome of

the test will guide the selection of the best tolerance configuration for the selected business

model as well as the development of the current model.

Furthermore, we have gained a deeper understanding of the business idea through the

validation analysis step, which has resulted in new ideas for future investigation as well as

72



new avenues that could be explored to determine the strongest fit for the market and the

demand for the offered product.

Based on the preoccupation with discovering new ideas and striving towards creating an

exceptional customer experience, the following questions are constructed. We conduct

interviews with as many potential customers as possible in order to obtain qualitative

information. Since this project process has to be restricted due to time constraints and

limitations, we are unable to take on more iterations. In addition, the representation of the

interviews will be allocated to five direct customers who have demonstrated a genuine

interest in the addressed concept at earlier stages, and have been highlighted in the

Business-to-Business section of the report. Overall, the results are summarized as follows:

● Question mark related to the targeted market / Who are your targeted
customers?

Younes shop:

According to Mohammad Younes “We set up our shop to meet the needs of people living

in the surrounding neighborhoods since we are a small business that is always looking for

new customers. You can see students from Aarhus Kollegiet and its surrounding residence

halls, as well as local residents, at our shop. Our Arabic, Persian and Asian products also

draw clients whose cuisine uses this type of product. Despite having some clients still flock

to our second shop in Horsens where we had been until recently, we also tried to build a

loyal following there.

Dubai Market grocery store:

An employee at the shop said, “Our customers mainly come from Middle Eastern, African,

and Eastern European countries (including visitors passing by the road while returning

home or going to any other destination usually pass our shop on the way).” Moreover,

targeted customers share similar consumer behaviors regarding food consumption that is

culturally related as well as socially driven.
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A representative of the shop said, "The other group of clients we target is the owners of

small Arabic/Asian shops. Our products provide them with a good selection of different

unique products not readily available on the Danish market.”

Aleppo Sweet (nuts, dried fruits, and sweet shop):

The customer group at this shop is primarily B2C who is interested in purchasing

confections or nuts. Customers come from the city center and the pathways linking nearby

neighborhoods since this sweet shop is not too far from the heart of Horsens in the region

of Midtjylland. It is important to emphasize that in this shop, those customers most likely to

make repeat purchases are those who are interested in eating healthy snacks and they

are residents of Horsens. The owner and staff at the company provide their customers

with a unique level of customer service, which is ultimately what makes them loyal to the

business.

In addition to gift-buying for holidays and special occasions, they have people who

purchase sweets, chocolates, and nuts for celebrations.

Abu Ivan (Horsens):

Located near the center of Horsens, the shop is in between Netto and An Asian Shop

where they mostly attract the loyal customers that they have had over the years. In the

owner's opinion, having regard to the behavior of the customers regarding nuts'

purchases, it has primarily been the purchase of nutrition and tremendous flavor that has

primarily motivated customers to purchase nuts.

Coffea Sentio (Horsens/ Vejle)

The employee said, “We are right on the ground floor of Bytorv Horsens (the only

shopping center in Horsens) near the main entrance of the shopping center. We are open

every day and have something for everyone, from our delicious espresso to our various

cake selections. The VUC-HF-Gymnasium students and the workers of all the stores in

our shopping center, as well as the shoppers, are our main customers.”
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● What are the marketing strategies implemented by your organization to
address the selected customer groups?

Younes shop (Brabrand):

Younes' business is focused on delivering high-quality fruits and vegetables, providing

exceptional customer service, maintaining hygienic standards, and being transparent,

compared to other businesses of a similar nature.

Dubai Market grocery store:

The price that is competitive, incentives, special offers, take five pay for four, and so on

target small businesses and large purchases from end-consumers, people who consume

plenty because of their large families, communities, and organizations.

Hasle grocery store:

Providing a wide array of food products and solutions, where products and price

information are clearly displayed with price and discount information.

Kweider Sweets (nuts, dried fruits, and sweet shop):

Creating interiors and presentations that are tailored to a specific culture and background,

all for the benefit of satisfying the expectations of customers.

Abu Ivan (Horsens):

One of the major assets for the implementation of the marketing strategy was the word of

mouth of customers, where their customers seem to appreciate the service they receive.

That is why a significant portion of their customer base is aware of the store in their

surroundings that facilitates the dissemination of information and creates a valuable and

powerful tool that can be aimed at capitalizing on the market and enabling a business to

flourish.
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Coffea Sentio (Horsens/ Vejle):

Since we are passionate about quality, we control the entire value chain so that the beans

that are grown with love will produce the best possible aroma and taste. To ensure

optimum freshness, we always grind and brew the product just before serving. Quality is

just one part of what we do: we ensure all raw materials have certificates supporting

sustainable agriculture. Specifically, we are concerned about minimal CO2 emissions, and

we ensure that our packaging can be composted without harming the environment, as well

as using plastic mugs made from 70 percent recycled material. As we already try to make

the world a better place, we get a lot of support from our clients as we grow so rapidly.

● Analysis of the existing market solutions and the competition's offerings and
innovation level / What are the current solutions in nuts you are offering to
your targeted audience?

Younes shop (Brabrand):

They sell only a limited range of nuts in plastic containers.

Dubai Market grocery store:

There is a wide variety of options for the packaged nuts that they offer, but then they have

their own stands where they sell the unpacked nuts that customers can get the desired

amount of.

Hasle grocery store:

Bags of nuts are ready all the time, which come in a variety of sizes, mixes, and types for

different uses (snacks, diets, cooking).

According to them, “we know that during celebrations some clients will consume more

nuts in this season because they are celebrating a religious feast by making sweets and
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feasts require us to consume a lot of nuts, so the mentioned shop decides to offer higher

discounts for higher quantities of customer’s purchase.”

Kweider Sweets (nuts, dried fruits, and sweet shop):

During the conversation with the operators, they said, “Mainly Arab Sweet is what this

shop is known for. Most of its operators are Syrian while the Oriental Sweet is mainly

Middle Eastern. In our shop, nuts make up the heart of all of our desserts, so we consume

them in large quantities. Moreover, we have a section where we offer nuts in similar

presentation to the ones from our homes. The various types of nuts we offer range from

pistachios, walnuts, seeds and many more. Additionally, our shop delivers a spicy nut

flavored with Asian and oriental flavors. These nuts are packaged in both paper and glass

containers at the moment.”

Abu Ivan (Horsens):

Variety of nuts but limited tastes only salted and raw, not packaged so that it is easy to

customize how much you want.

Coffea Sentio (Horsens/ Vejle):

The way we serve the nuts in our milkshakes, smoothies, and cakes, as well as the way

we make our cakes and pastries, are unique from some other available solutions.

● To understand our customers’ major pains, concerns, and expectations. / What
are your main concerns about the market?

Younes shop (Brabrand):

As stocks fluctuate according to various indicators, businesses have a difficult time

knowing when and where they should maximize their resources and buy their products. As

an example, the stock market was affected by the unexpected event that occurred in the
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Suez Canal at the end of March, where a container ship blocked the canal for six days. It

has caused a delay in many shipments, affecting all market participants.

Dubai Market grocery store:

The government sets standards in selling and distributing products, especially food, which

are based on the government's focus on what the people consume. In addition to

complying with the standards, the goal of collaborating with the Dubai market is also to

achieve good standards.

Hasle grocery store:

According to the owner, "product knowledge is imperative to understand what the majority

of our customers prefer, what they would expect, and what they believe is important.

Kweider Sweets (nuts, dried fruits, and sweet shop):

Logistics, in this case, go beyond the delivery and time needed for the goods to arrive

from the wholesaler, who supplies the store with nuts from the warehouses in the

Netherlands and Belgium.

Abu Ivan (Horsens):

We have discussed how the gentrification movement and the building process can

adversely affect our community and their businesses.

Coffea Sentio (Horsens/ Vejle):

There's a possibility that the rented shop may not be available to rent in the next few years

since the city is getting bigger and crowded and the center of the city might be replaced or

it may close in the future.
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The Second Experiment’s Learnings

As a result of the applied validation process, the data collected has created an in-depth

knowledge of the targeted audience and their marketing strategies. Our interviews with small

and medium-size entities have shown the main buyers of our selected customers that are

based on the targeted geography. Sector differentiation is very strongly correlated with the

flow of customers entering and exiting the store's area, which in fact makes their customers'

awareness very much tied to their physical stores' locations. Additionally, our study shows

that our consumers' choices of nuts are generally driven by price, quality and origin, and

sometimes the organic nature of the nuts. The behavior was recognized during the

interaction with Younes-Shop, who explained that end-consumers primary concern regarding

nuts is the price. Therefore, they tend to care less about which nuts are organic, therefore

that is what we need to worry about.

Since the interviews were consistent, there was no problem in comparing concerns, ideas,

and requirements. As a result of semi-structured interviews, we were able to get a real sense

of what potential customers needed and were able to speak freely about their feelings,

business operations, and evident problems. Besides allowing us to understand how potential

customers allocate purchasing decisions, it also allows us to see what the decision-making

units are, which are referred to as purchasing centers. “The decision-making unit of a buying

organization is called its buying center. It consists of all the individuals and units that play a

role in the business purchase decision-making process. This group includes the actual users

of the product or service, those who make the buying decision, those who influence the

buying decision, those who do the actual buying, and those who control buying information.”

(Kotler and Armstrong 187–200).

● To validate the results more effectively, future iterations need to be conducted on the

defined experiment results for better learning and more useful outcomes.

● It is essential that future iterations and research be backed up with samples that are

representative of the final product.

● In addition to design works and researches for the product that we intend to introduce

upon market entry, our firm foundation was founded with assurances that even the

least viable versions could be tested and tested. In turn, the determined customer

segment must approve or reject the final offers, and from there our decision is made

whether to pivot or to investigate further.
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● As a final note, we plan to interview different market segments, including bars and

restaurants, at some point in the future. In order to approach other target customer

segments in further detail.

Incubation’s Reflection
In this chapter, both qualitative as well as quantitative data research methods are used to

evaluate the proposed business model. Whereby the main characters of the validation

process applied are mainly focused on validating the business concept and testing its

viability with regard to sales through a lean and rapid approach.

By learning from applied research, questionnaires, and interviews, we have been able to

pivot to only work with B2B at the beginning of this project. Business-to-business varies

significantly, but this project aims to compete with suppliers to selected clients in particular.

Several small and medium-sized businesses expressed a willingness to purchase mixed

nuts monthly for reasonable amounts.

Raising and expanding the business model are the two major variables that contribute to the

development of several advantages. Such as, focusing on the issues of our customers and

learning continuously from the existing market on all of the different aspects of the nut

industry, both production, and distribution.

That concludes our exploration of the business investigated and its market environment. The

ability to assess the identified opportunities in the chosen market enables us to identify ways

of nurturing this startup from seed to fruition.

Conclusion
Our study concluded that the assigned concept is the development of the business model,

leading to the evolution of an enterprise that will enable us to enter the wholesale food

industry, focusing in particular on nuts. As a result of the concept created, we focused on

developing a reliable, efficient, and innovative business model. Research and development

are primarily driven by the knowledge gained from analyzing the discussed topics in an aim

to learn from current mistakes so as to be able to adapt accordingly and achieve the desired
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learning and self-development. Yet, a process still needs to be further tested to determine if it

can be optimally exploited within both the selected boundaries and beyond them.

According to the results obtained, the process of applying the entrepreneurial approach to

the specified industry in conjunction with the research implementation mostly entails

discovering the potential of the concept and conducting a thorough market analysis in order

to help facilitate this venture. Additionally, the project incubation phase is then undertaken

based on the results of the discovery phase. In particular, business models and project

budgets were developed, all of which were evaluated further in validation activities. The

study was carefully screened in order to verify our ideal customers, target market, and

selected group, based on a comprehensive evaluation as well as marketing efforts and

communications strategy.

As part of the research, we also emphasized a customer-oriented marketing strategy that is

largely tailored to provide them with solutions to their problems. Our goal is to provide unique

solutions that deliver extraordinary experiences by applying problem solving and

entrepreneurship strategies that have assisted us in creating this research. As a result, the

researcher was able to respond to the first cited quote by demonstrating the fact that this

business concept is designed to make unembodied wealth that far exceeds tangible profits.

By keeping on promises while promoting values, it is possible to build a reputation, maintain

reliable relationships, and keep recurring customers, which increases brand awareness and

allows us to gain traction in the Danish market.

81



Bibliography

Introduction References

Chesbrough, H.W. (2003). Open Innovation : the new imperative for creating and profiting

from technology. Boston (Massachusetts): Harvard Business School Press, Cop.

Dana, L.P. and Dumez, H. (2015). Qualitative research revisited: epistemology of a

comprehensive approach. International Journal of Entrepreneurship and Small Business,

26(2), p.154.

Drucker, P.F. (1985). Innovation and entrepreneurship practice and principles. London

Routledge.

Eftekhari, N. and Bogers, M. (2015). Open for Entrepreneurship: How Open Innovation Can

Foster New Venture Creation. Creativity and Innovation Management, 24(4), pp.574–584.

Ford Motor Company (2019). Henry Ford Biography. [online] Ford Corporate. Available at:

https://corporate.ford.com/articles/history/henry-ford-biography.html [Accessed 2021].

GRANT, M. (2019). Scope. [online] Investopedia. Available at:

https://www.investopedia.com/terms/s/scope.asp [Accessed 2021].

Katz, J.A. (2009). Databases for the study of entrepreneurship. Bingley: Emerald Group

Publishing Limited, pp.153–227. NATIONAL PANEL STUDY OF U.S. BUSINESS

STARTUPS:1 BACKGROUND AND METHODOLOGY.

Michael John Baker (1991). Research for marketing. Basingstoke: Macmillan, pp.1–20.

Petroni, G., Venturini, K. and Verbano, C. (2012). Open innovation and new issues in R&D

organization and personnel management. The International Journal of Human Resource

Management, 23(1), pp.147–173.

Power, D. (2005). Supply chain management integration and implementation: a literature

review. Supply Chain Management: An International Journal, 10(4), pp.252–263.

Snyder, H. (2019). Literature review as a research methodology: An overview and

guidelines. Journal of Business Research, [online] 104, pp.333–339. Available at:

https://www.sciencedirect.com/science/article/pii/S0148296319304564 [Accessed 2021].



Treffinger, D.J., Isaksen, S.G. and K Brian Stead-Dorval (2006). Creative problem solving :

an introduction. Waco, Tex.: Prufrock Press.

West, J. and Bogers, M. (2016). Open innovation: current status and research opportunities.

Innovation, 19(1), pp.43–50.

Wirtz, B.W., Schilke, O. and Ullrich, S. (2010). Strategic Development of Business Models.

Long Range Planning, 43(2-3), pp.272–290.

Discovery References

2019 ANNUAL REPORT OF THE COOP GROUP. (n.d.). [online] Available at:

https://report.coop.ch/app/uploads/Coop_GB19_en.pdf [Accessed 2021].

B2X Partners B2B eCommerce Agency. (2018). B2B eCommerce Trends and Statistics -

B2X Partners B2B eCommerce Agency. [online] Available at:

https://b2xpartners.com/b2b-ecommerce-trends-and-statistics/ [Accessed 15 Apr. 2021].

Birnleitner, H. (2014). Attractiveness of Countries for Foreign Direct Investments from the

Macro-Economic Perspective. [online] pp.29–38. Available at:

https://www.researchgate.net/profile/Dusko-Ranisavljevic-2/publication/308972661_The_Flo

w_Chart_of_Satisfaction_Levels_of_Personal_Customers_Through_the_Credit_Process_in

_Serbian_Retail_Banking_Market/links/59b9bacf0f7e9bc4ca3de56f/The-Flow-Chart-of-Satisf

action-Levels-of-Personal-Customers-Through-the-Credit-Process-in-Serbian-Retail-Banking

-Market.pdf#page=29 [Accessed 2021].

Center, I.F.I.C. (IFIC) and U.S.F. and D.A. (FDA) (2019). Overview of Food Ingredients,

Additives & Colors. [online] U.S. Food and Drug Administration. Available at:

https://www.fda.gov/food/food-ingredients-packaging/overview-food-ingredients-additives-col

ors [Accessed 2021].

Countryeconomy (2021). Denmark GDP - Gross Domestic Product 2019. [online]

countryeconomy.com. Available at: https://countryeconomy.com/gdp/denmark [Accessed

2021].

Danish Agriculture & Food Council (n.d.). Denmark -a Food and Farming Country Content.

[online] Available at:

https://agricultureandfood.dk/news-and-press/news/2020/facts-and-figures [Accessed 2021].



Danmarks Statistik (2007). Dansk branchekode 2007 : DB07 = Danish industrial

classification of all economic activities 2007. Kbh.

Danuts. (n.d.). About Us | DanNuts. [online] Available at:

https://omarafandi7.wixsite.com/dannuts/blank-page [Accessed 2021].

Danuts. (n.d.). Home | DanNuts. [online] Available at:

https://omarafandi7.wixsite.com/dannuts [Accessed 2021].

Danuts. (n.d.). Shop | DanNuts. [online] Available at:

https://omarafandi7.wixsite.com/dannuts/shop [Accessed 2021].

Denmark.dk. (n.d.). Denmark is often cited as one of the world’s best countries to live in.

[online] Available at: https://denmark.dk/people-and-culture [Accessed 2021].

Donohoe, A. (2011). Advantages & Disadvantages of B2B. [online] Bizfluent. Available at:

https://bizfluent.com/info-7754273-advantages-disadvantages-b2b.html [Accessed Mar.

2020].

Dontigney, E. (2013). The Disadvantages of a B2B. [online] Azcentral.com. Available at:

https://yourbusiness.azcentral.com/disadvantages-b2b-25507.html [Accessed Mar. 2020].

Fang, C., Lee, J. and Schilling, M.A. (2010). Balancing Exploration and Exploitation Through

Structural Design: The Isolation of Subgroups and Organizational Learning. Organization

Science, 21(3), pp.625–642.

Highfive. (2014). The Value of Providing Lunch for Employees. [online] Available at:

https://highfive.com/blog/value-of-providing-lunch-for-employees [Accessed 7 Apr. 2021].

Invest In Denmark. (n.d.). The Danish food industry is the most innovative in the world.

[online] Available at: https://investindk.com/publications/danish-food-industry [Accessed

2021].

Jaffa, M. (n.d.). NUTS ÁNB THEIR USES AS FOOD. [online] Available at:

https://naldc.nal.usda.gov/download/IND43743297/PDF [Accessed 2 Jul. 2021].

Kenton, W. (2020). Target Markets: What Everyone Should Know. [online] Investopedia.

Available at: https://www.investopedia.com/terms/t/target-market.asp [Accessed 18 Mar.

2021].



Kinnison, A.A. (2019). The 5 C’s of Marketing - Templates & Examples. [online] Volusion

Ecommerce Blog | SMB Marketing, Design, & Strategy. Available at:

https://www.volusion.com/blog/situation-analysis-the-5-cs/#:~:text=The%205c [Accessed 26

Feb. 2021].

Kotler, P. and Armstrong, G. (2016). Principles of Marketing. 16th ed. Harlow: Pearson

Education Limited.

Kotler, P. and Armstrong, G. (2018a). Principles of Marketing. 17th ed. Harlow: Pearson

Education Limited, pp.30–45.

Kotler, P. and Armstrong, G. (2018b). Principles of marketing. 17th ed. Hoboken: Pearson

Higher Education, pp.62–85.

Lizaveta Dubinka-Hushcha (2020). Denmark’s relationship with Europe since 2000. [online]

nordics.info. Available at:

https://nordics.info/show/artikel/denmarks-relationship-with-europe-since-2000-1/.

March, J.G. (1991). Exploration and Exploitation in Organizational Learning. Organization

Science, 2(1), pp.71–87.

Marinovic Matovic, I. (2020). PESTEL Analysis of External Environment as a Success Factor

of Startup Business.

Ministry of Foreign Affairs in Denmark (2015). The Danish Food Sector. [online] Available at:

https://investindk.com/publications/danish-food-industry [Accessed 2021].

Munaa, T., Chogsom, B. and Tumurshukh, B. (n.d.). SWOT, PEST AND 5C ANALYSIS OF

THE MONGOLIAN NATIONAL SDI. [online] Available at:

http://gsdiassociation.org/images/gsdi15/nonrefereed/245.pdf [Accessed 27 Feb. 2021].

Nordeatrade.com. (2016). Foreign direct investment (FDI) in Denmark - Investing - Nordea

Trade Portal. [online] Available at:

https://www.nordeatrade.com/en/explore-new-market/denmark/investment [Accessed 2021].

Oxford College Of Marketing (2018). Micro and Macro Environment Factors | Oxford College

of Marketing Blog. [online] Oxford College of Marketing Blog. Available at:

https://blog.oxfordcollegeofmarketing.com/2014/11/04/the-impact-of-micro-and-macro-enviro

nment-factors-on-marketing/ [Accessed 2021].



Perdue, R.R. (1996). Target Market Selection and Marketing Strategy: The Colorado

Downhill Skiing Industry. Journal of Travel Research, 34(4), pp.39–46.

Ramos, D.D. (1998). Walnut production manual. Davis, Cal. (Ee.Uu.),: University Of

California.

Rosbjergvej (n.d.). Salling Group A/S. [online] Available at:

https://storage.sallinggroup.com/media/2184/salling-group-as-annual-report-2018.pdf

[Accessed 2021].

Schumpeter (2014). Bringing home the bacon. [online] The Economist. Available at:

https://www.economist.com/business/2014/01/04/bringing-home-the-bacon [Accessed 4 Oct.

2021].

Shook, C.L., Priem, R.L. and McGee, J.E. (2003). Venture Creation and the Enterprising

Individual: A Review and Synthesis. Journal of Management, 29(3), pp.379–399.

Statista. (n.d.). Denmark: market share of grocery retailers 2019. [online] Available at:

https://www.statista.com/statistics/565747/market-share-of-selected-grocery-retailers-in-den

mark/ [Accessed 2021].

The Danish Parliament. (n.d.). The Constitutional Act of Denmark. [online] Available at:

https://www.thedanishparliament.dk/en/democracy/the-constitutional-act-of-denmark

[Accessed 2021].

Torraco, R.J. (2016). Writing Integrative Literature Reviews. Human Resource Development

Review, 15(4), pp.404–428.

Tridge (n.d.). Shelled Cashew Nut Prices & Offers, Suppliers, News, and More Market

Information. [online] Tridge. Available at:

https://www.tridge.com/products/cashew-nut?flow=e&partnerCode=DK&classification=HS20

12&partnerType=country [Accessed 16 Mar. 2021].

Tridge. (n.d.). Walnut Prices & Offers, Suppliers, News, and More Market Information.

[online] Available at: https://www.tridge.com/products/walnut [Accessed 17 Mar. 2021].

users.wix.com. (n.d.). Log In | Wix. [online] Available at: https://manage.wix.com [Accessed

2021].



worldpopulationreview.com. (n.d.). Denmark Population 2020 (Demographics, Maps,

Graphs). [online] Available at:

https://worldpopulationreview.com/countries/denmark-population [Accessed 2021].

www.kancoindia.com. (n.d.). Cashew Kernels. [online] Available at:

http://www.kancoindia.com/html/cashew_kernels.html [Accessed 1 Mar. 2021].

Incubation References

Ahsan, Md.R. and Rupok, A.R. (2020). a theoretical strategy based framework of business

incubation process for disruptive innovations: the double staircase model. Journal of Applied

Computer Science and Technology, [online] CSE 2(2). Available at:

http://www.iebbd.org/upload/journal/20201110_446461591_1015103842.PDF [Accessed

2021].

Carvalho, L., Galina, S. and Sánchez‐Hernández, M.I. (2019). An international perspective

of the business incubators’ perception about business model canvas for startups.

Thunderbird International Business Review.

Cassar, G. (2009). Financial Statement and Projection Preparation in Start-Up Ventures. The

Accounting Review, 84(1), pp.27–51.

Dooley, L. (2015). The Business Model Navigator. By Oliver Gassmann, Karolin

Frankenberger and Michaela Csik, Pearson Education: Harlow, 2014, ISBN

978-1292065816, Paperback, £22, pp. 400. R&D Management, 45(5), pp.610–612.

elarum.com. (n.d.). Container dimensions, weight, volume, capacity. [online] Available at:

https://elarum.com/info/references/container-dimensions/ [Accessed 30 Sep. 2021].

Fern, J. and o (n.d.). Understanding Cost of Goods Sold – COGS. [online] Investopedia.

Available at:

https://www.investopedia.com/terms/c/cogs.asp#:~:text=Cost%20of%20goods%20sold%20(

COGS)%20refers%20to%20the%20direct%20costs [Accessed 2021].

FreshBooks (n.d.). Understanding the Gross Profit Margin Formula. [online] FreshBooks.

Available at:

https://www.freshbooks.com/hub/accounting/calculate-gross-margin#:~:text=To%20calculate

%20gross%20margin%20subtract.



Kopp, C.M. (2020). Understanding Business Models. [online] Investopedia. Available at:

https://www.investopedia.com/terms/b/businessmodel.asp [Accessed 2021].

Kotler, P. and Armstrong, G. (2018). Principles of marketing. 17th ed. Hoboken: Pearson

Higher Education, pp.187–200.

Mengel, S. and Wouters, M. (2015). Financial planning and control in very small start-up

companies: antecedents and effects on company performance. International Journal of

Entrepreneurship and Small Business, 26(2), p.191.

NorthOne Blog. (2020). How to Calculate Cash Flow | NorthOne. [online] Available at:

https://www.northone.com/blog/financial-management/how-to-calculate-cash-flow#:~:text=In

%20order%20to%20calculate%20your [Accessed 2021].

Osterwalder, A. and Pigneur, Y. (2010). Business Model Generation: A Handbook for

visionaries, Game changers, and Challengers. Hoboken, Nj: Wiley.

Patriot Software. (2018). What Is Owner’s Equity? [online] Available at:

https://www.patriotsoftware.com/blog/accounting/what-is-owners-equity/.

PlanetTogether (n.d.). Advantages and Disadvantages of Sales Forecasting. [online]

www.planettogether.com. Available at:

https://www.planettogether.com/blog/advantages-and-disadvantages-of-sales-forecasting.

Staff, I. (n.d.). Reading the Balance Sheet. [online] Investopedia. Available at:

https://www.investopedia.com/articles/04/031004.asp#:~:text=The%20purpose%20of%20a%

20balance.

Svatošová, V. (2017). Identification of Financial Strategy in Small and Medium‑sized

Entrepreneurship. Acta Universitatis Agriculturae et Silviculturae Mendelianae Brunensis,

65(4), pp.1435–1453.

Szarek, J. and Piecuch, J. (2018). The importance of startups for construction of innovative

economies. Przedsiębiorczość Międzynarodowa, 4(2), pp.69–78.

The Business Plan Shop. (2020). How can I establish a Profit & Loss forecast in my

business plan ? [online] Available at:

https://www.thebusinessplanshop.com/en/blog/profit-and-loss-forecast [Accessed 5 Sep.

2021].



TradeGecko (n.d.). What is inventory turnover: inventory turnover formula in 3 steps. [online]

www.tradegecko.com. Available at:

https://www.tradegecko.com/inventory-management/inventory-turnover-formula#:~:text=Inve

ntory%20turnover%20is%20a%20ratio [Accessed Apr. 2021].

Vance, J. (2020). What is a 5 Year Forecast, and Who Needs One? [online] Preferred CFO.

Available at: https://www.preferredcfo.com/what-is-5-year-forecast/ [Accessed 29 Sep.

2021].

Widmer, T. (2016). Assessing the strengths and limitations of Business Model Frameworks

for Product Service Systems in the Circular Economy: Why Canvas and co. are not enough.

Master of Science Thesis.

Wikipedia Contributors (2019). Business model. [online] Wikipedia. Available at:

https://en.wikipedia.org/wiki/Business_model [Accessed 2021].

www.youtube.com. (2012). TOC 2012: Eric Ries, “Keynote.” [online] Available at:

https://www.youtube.com/watch?v=nm0jIh1FJqg [Accessed 25 Apr. 2021].

Zucchi, K. (n.d.). Stock Analysis: Forecasting Revenue and Growth. [online] Investopedia.

Available at:

https://www.investopedia.com/articles/active-trading/022315/stock-analysis-forecasting-reve

nue-and-growth.asp#:~:text=Forecasted%20revenue%20is%20calculated%20by [Accessed

2021].



Appendices

Appendices Table of Contents

Appendices Table of Contents 90

Appendices Table of Figures 92

Appendices Table of Tables 94

Introduction’s Appendix 95
Master's Thesis Requirements 95
Omar Alafandi Master’s Thesis Contract 97
Entrepreneurial Engineering Master’s Thesis Module 99
Ideation Phase Representation 100

Discovery’s Appendix 104
Types of nuts 104
Cashew 104

Walnut 108
Almond 109
Exploration of the Discovery 112
Discovery Planning 116
Base of Persona Profiles 117
Company website 118
Other Rivals and Market Entrant 125
PEST Analysis 126

SWN 127
One Pager 127
SWN Presentation 128

Incubation’s Appendix 131
Business Model Canvas 132
Five Year Financial Projection 133

First Financial Assumptions 133
Profit and Loss Projection 135
Balance Sheet Projection 137
Cash Flow Projection 138
Load Calculator 139

Validation 140
First Experiment’s Test 141

Appendices Bibliography 143



Appendices Table of Figures
Master’s thesis 2021/2022 - (moduler.aau.dk, n.d.)

Omar Alafandi master’s thesis contract - adapted (www.mp.aau.dk, n.d.)

EE4 module and Curriculum - (studieordninger.aau.dk, n.d.)

Ideation presentation - own figures

Brainstorming the process - own figure

Raw cashew harvesting seasons - (Maftei, 2014)

Cashew processing scheme - (Maftei, 2014)

Cashew top world exporter - (Tridge, n.d.)

Leader in exports to Denmark of cashew nuts - (Tridge, n.d.)

Walnut top world exporter - (Tridge, n.d.)

Leader in exports to Denmark of walnuts - (Tridge, n.d.)

Almond top world exporter - (Tridge, n.d.)

Leader in exports to Denmark of almond nuts - (Tridge, n.d.)

Global production of almond - (Tridge, n.d.)

Countries with the highest almond production in 2019 - (Tridge, n.d.)

Discovery, Mind mapping is developed, with a view to exploring the lean method - own figure

Ranking of companies in the retail trade industry in Denmark - (Statista, n.d.)

Turnover of organic nuts and almonds in retail shops in Denmark - (Statista, n.d.)

Average household consumption expenditure on dried fruit and nuts in Denmark - (Statista,

n.d.)

The startup website homepage - own figures (Danuts, n.d.)

Start-up facts page - own figures (Danuts, n.d.)



Other competitors - own figure

SWN one pager - own figure

SWN presentation - own figures

Business model canvas - (Osterwalder and Pigneur, 2010)

First assumption financial projection - adapted worksheet (Spreadsheet123.com, n.d.)

Profit and loss projection - adapted worksheet (Spreadsheet123.com, n.d.)

Balance sheet projection - adapted worksheet (Spreadsheet123.com, n.d.)

Cash flow projection - adapted worksheet (Spreadsheet123.com, n.d.)

Loan calculatr and schedule - adapted worksheet (Spreadsheet123.com, n.d.)

B2C survey questions and results - own figures

Appendices Table of Tables

Generation of a second idea - own table

Planning the discovery process - own table

Creating a persona and determining its variables - own table

PEST analysis - own table

Planning the incubation process - own table

Validation preparation and backstage actions - own table



Introduction’s Appendix

Master's Thesis Requirements



Master’s thesis 2021/2022 - (moduler.aau.dk, n.d.)



Omar Alafandi Master’s Thesis Contract



Omar Alafandi master’s thesis contract - adapted (www.mp.aau.dk, n.d.)



Entrepreneurial Engineering Master’s Thesis Module



EE4 module and Curriculum - (studieordninger.aau.dk, n.d.)

Ideation Phase Representation





Ideation presentation - own figures



Generation of a second idea - own table

Brainstorming the process - own figure



Discovery’s Appendix

Types of nuts
There might be many kinds of nuts that are not so common to the Danish market. Such a

boundary condition would limit the discovery of the nuts’ types and allow this business

concept to set the focus on what is known and most favored to the target market. However,

for this assumption to be validated a communication strategy was applied to potential

end-users. It is first initiated through a set of objectives, vision, goals, and targeting for the

utilized discussions, interviews, and researches. The discussion below shows several types

of raw nuts that are known to the Danish market:

● The nuts’ types enrolled in this section are considered to be used for both culinary

and as snacks.

● The nuts are explained in detail to gain more knowledge and to ensure the

transparency of the delivered products to be available for the end consumer.

● Researching each nut’s type top exporters and country of origin to have a better

understanding of trading and commodity stocks that is crucial for trading the goods.

● The data gathered through this process is based on a variety of resources, physical

and online communication, and literature, which include articles, reports, and stock

websites, such as Tridge.com.

● The most favorable nuts for the Danish market are being finalized and found through

conductive investigation, through qualitative and quantitative research.

The results were collected through (find communication strategies with potential customers,

show surveys and interviews, test )...

Finally, the knowledge of preferred nuts in the Danish market has been discovered through

structured surveys and interviews with the social part of the external environment in which

we target the final user of the delivered offers, as shown in the further section in this chapter

Cashew

These special types of nuts are basically not true nuts and come from an unusual, curved

fruit with two shell-like layers. Unlike other nuts for example seeds’ nuts, cashews are not

commonly sold with the shells and must be carefully processed before delivering to the end

consumer. This is because the plant is closely related to both poisonous, ivy and sumac, and

there is a caustic resin between the shells that can burn a human's skin (Hamilton, 1998). To

make them safe for consumers, the outer shell and resin are typically burned off the seeds

though the smoke can be dangerous for workers to inhale (Reginella, Fairfield and Marks,



1989). Although cashews are a wonderfully safe and nutritious snack for many people, even

safely treated seeds can cause an allergy in sensitive individuals. The aforementioned

exploration guides the business for the types of cashew available and ready to be eaten by

the end consumer. Like other types of nuts cashew is used for cooking, snacking, and

healthy meals, named in the industry as Shelled cashew/kernels (Maftei, 2014). There are

recognizable processing and operations that go beyond the final cashew nut kernels that are

carefully being processed from the raw material fulfilling superior standards assigned by

governments and food companies. Check the cashew processing scheme below.

Raw cashew harvesting seasons - (Maftei, 2014)



Cashew processing scheme - (Maftei, 2014)

Most cashew trees begin bearing fruit in their third to fourth year, and if conditions are

favorable, they will achieve their mature yields by the seventh year. Despite the fact that the

trees can live for 50-60 years, the majority of them only produce nuts for around 15-20

years. Cashew was mainly found in Brazil and spread to other continents by Portuguese

traders, to become popular in the Indian and African markets. Furthermore, the biggest pie

of exporting cashew to Denmark is being held by countries such as Vietnam and Germany



where they both share 26.3% and 26.24% respectively. Additional shares are being carried

by the Netherlands which holds 21.36% of the cashew imported to Denmark, then smaller

portions are being distributed between Lithuania, UK, and Sweden (Tridge, n.d.).

It is also important to know when is the right moment for purchasing in relation to harvesting

time. The market floats on two seasons and that is because of the difference of regions and

seasons. So, in the North Hemisphere and mainly in countries that are closer to the equator,

such as India and Vietnam, the biggest shareholders of the cashew market worldwide, the

harvesting begins from February until June. On the other hand in the South Hemisphere for

countries such as Indonesia, Kenya, and Brazil, harvesting might start in August and end in

February (Maftei, 2014).

Cashew top world exporter - (Tridge, n.d.)



Leader in exports to Denmark of cashew nuts - (Tridge, n.d.)

Walnut

For this nut type, the walnut is mainly a natural product of the walnut tree, egg-shaped,

ovoid, or rounded, with difficult and unpleasant brown skin. The consumable portion of its

insides features a specific delightful flavor. There are a few theories around the root of the

walnut. Its suddenness was demonstrated in Asian regions and was spread in Europe, as

distant as the developed tree, was due to the Romans, where it is assumed that the armies

took the plant to the Rhine districts, in Germany, as well as to Spain. At that point, the walnut

went to France and Britain. The walnut tree was brought to America by Spanish sailors and

procured its most noteworthy dissemination in California; within the southern half of the

globe, the presentation of the new walnut era has pushed the US to become the biggest

partner in the walnut trading industry.

Humans consume walnuts ordinarily as snacks, and in food preparation such as appetizers,

or desserts and usually combined with other food. In today's market, walnuts are being

offered as an entire walnut mainly marketed with the shell or chopped. Aside from being one

of the leading and acknowledged dry fruits much obliged to their wonderful taste, it is

additionally one of the wealthiest in oil substance. Walnuts are exceptionally nutritious, with

calories intake, 662,5-688kcal/100g and, among the variety of vitamins found in walnuts, it is

known for being rich with B1, B6, Omega 3, and others (Atli Arnarson, Ph.D., 2019).

● Write more maybe about the percentage of shares in the exportation to the Danish

market. (Tridge, n.d.)

● HS Code: 080232



Walnut top world exporter - (Tridge, n.d.)

Leader in exports to Denmark of walnuts - (Tridge, n.d.)

Almond
This section describes briefly the almond nut that occupies a big portion within the nut

industry. Furthermore, it is being considered the second most consumed nut worldwide.

Almond is one of the oldest nut crops that originated in the regions of western Asia

(Ladizinsky, 1999).



● HS Code: 080212

Almond top world exporter - (Tridge, n.d.)

Leader in exports to Denmark of almond nuts - (Tridge, n.d.)
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