
Tasty New Thing 
Practical Perspective for new Food Companies 



Ohhh! Is this home 
made?!? 
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Cottage Food is Awesome 
If (and only if) you qualify as Cottage 
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Cottage Foods *  Baked Goods (no refridgeration required) 

*  Dry Herbs 

*  Candy 

*  Some Jellies (Natural pH below 4.6) 

*  Fruit Pie, Pecan Pie 

*  Vinegar 

*  Cucumber Pickles 

*  Many others! 
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NOT Cottage  
Foods (TCS) 

*  Cheesecake, Cream pie, Meringue Pie 

*  Salsa, any canned tomato product 

*  Jerky 

*  Tamales 

*  Liquid Beverages  

*  Kombucha 

*  Flavor Extracts, Beer 

*  Many, many others! 
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Labeling must be exact 
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I n a g e  c o u r t e s y  o f  t e x a s c o t t a g e f o o d l a w . c o m   



Will you take $2 for 
it? 
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Food Businesses have one of the 
highest failure rates. Avoid 

common pitfalls. 
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Know how you are going to make money. 

Figure out your cost of goods Prepare for your cash flow 

Spreadsheets are your friends.  Figure out what it 
costs to make your product, in materials and in 
time. Your (COGS) break even point must include 
paid time to manufacture.  Wholesale should be 
higher than break even, and around half of your 
retail price. 

Remember, if you retail, you pay for space, 
employees, etc. 

Most small food companies are jobs of passion, 
which means they are undercapitalized.  There are 
ways to work through this, but be prepared. 

Your suppliers will want cash on demand, and your 
buyers will want net terms to pay. 



Its all about who you know. 

Be friendly. Be engaging. 

Goes without saying, right? 
Remember that there is food everywhere.  If you 
present yourself poorly, there are a ton of options 
where people don’t need to buy from you. Make 
them want to buy from you. 

Network.  Be helpful whenever you can to others in 
the same field, or in any field that touches on what 
you do.  Your best opportunities will come from 
people sending them to you. 

Also, engage online. Even if you hate computers, 
your customers do not. People love pictures of 
food, and remember what they see.  Breaking 
brand loyalty is 2/3 of the battle in winning a 
customer over. 



Buck the trend, like all of us. 

Be Niche. 

Find the thing you’re really good at, and work it for all it’s worth.   

Resist the urge to knock off someone else’s product, at best you will steal half of their business. Then neither of 
you will do very well. 

 

Bigger product lines do well when selling directly, but are harder to scale up. Smaller lines need volume, but are 
cost effective to make in volume. 



Make it a combo 
meal. 
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Commercial production is not as 
big a step as you think, most 

cottage go commercial 
voluntarily as they grow 
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FIRST STEPS PROCESS CHART 

Step One 

Find commercial kitchen 
space or find a copacker to 

do your production. 

Step Two 

Get your state & county & 
city permits handled. Even if 
someone else produces, you 

are still a manufacturer. 

 

Step Three 

Get a food managers 
certificate. Check if local 
gov’t needs to validate. 
Employees need a food 

handlers. 

 

Step Four 

Basic insurance makes 
other people feel better 

about doing business with 
you. 

 

Kitchen or 
Plant 

Permits Insurance Certification 
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1. 

2. 

3. 

Expanding on the basics 

Legal product has additional requirements 

1.  FDA registration 

2.  Food Scientist for shelf life 

3.  Nutritional info and ingredient list 

4.  HAACP plan? 

5.  Accurate expanded labeling. 

Devilcake is in the details 
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Resources! 
Resources everywhere, 

and not a bite to eat! 
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Education resources are everywhere. 

*  Health and Environmental services Dept. 

*  Agricultural Extension Office 

*  Local library ( often hold classes ) 

*  Google, Google Primer, Khan Academy, edX 



Small Business resources are often cheap or free. 

*  Business Planning 

*  Accounting 

*  Software, Data Management 

*  PRODUCTIVITY 

*  MARKETING 

*  DESIGN / BRANDING 

*  SOCIAL MEDIA ADVERTISING 

*  NETWORKING 


