Foreword 
I´m not much into beans. I´ll eat them if I don´t notice there beans in my food but as soon as I recognize that there are beans in my food I´ll start picking them out. But since it’s just for fun, my advice is not going to hurt Mother Boodles Beans business. 


What’s the challenge?
A new sort of baked beans is going to be launched into national distribution in the UK. The new product is challenging Heinz´s dominace in the baked beans segment.  
The beans taste basically the same as Heinz baked beans. The colour is slightly browner as Heinz and the nutrional value is only slightly healthier with a little less sugar. 


What should we do?
There is no real product advantage. The only thing that came into my mind was: Less farting because of less sugar. As I remember from biology class (it finally paid off!): The sugar in beans comes in a form that cannot be digested by humans. Only the bacteria in our bowel is able to digest them and that´s where the flatulence comes from. It might be fun to play a little with this perception. 

Then there is the experience aspect. Imagine that an elderly cookery teacher actually worked on the recipe for over twenty years. Taste-tested and approved by generations of students. That should be pretty convincing by itself. But it’s not only the taste has been approved by thousands of students, the beans also made it through the social environment of the schoolyard. That’s one of the toughest things to do. So taking this all into account we have genuine home made beans which you can eat anytime because you don’t have to be afraid of flatulence. 
So basically I would position them as a sort of No-worry-genuine-homestyle-beans. Tested in the schoolyard 
environment is sort of an intrinsic product benefit while a feeling of a genuine homemade product will help distinguish the brand from Heinz’s industrial beans.  


What should we call it? Mother Boodles actually has a story to tell. 20 years of perfecting her own recipe. So the brand name should kind of resemble that. We could try to go with the school name, if it’s a good one. Or cookery class beans. Maybe Mrs. B´s wonderful Beans would work too. 

How to spend your money? As somebody said before: “In order to achieve something you need to define your goals. You can change your goals, you can fail to acieve them but you can´t do anything without them.” So I was thinking about what Mrs. Boodles could actually want. Since she has been experimenting with the recipe for 20 years it’s probably not all about the money. So I would not push things to hard in terms of distribution. If the supermarkets are eager to put the beans in the shelves we should take that advantage and pick out the best ones. Maybe there is even a possibility to get an exclusive deal with one of the big supermarket chains. Most often it’s good to be a little rare and exclusive (unless you are a candy bar). We should also think about getting the beans out in small and cosy restaurants. The ones where you feel like your mother is doing the cooking. In terms of marketing the product I would definitely try to get a little premium price compared to Heinz’s beans. It’s a good product and a good story so that should be possible to do. In terms of advertising or promoting the product I would actually think about a lot of PR, a well set up Website and a whole lot of sampling. I would not bother about TV, because it’s a good story a good product and people always like to talk about things they have just discovered. Especially when it comes to food and cooking. As Bill Bernbach said: Word of mouth is the best medium of all. At least in this case. Use the money to get the product out to people who like cooking and who like to talk about it. They’ll tell their friends. Then try to think of ways to remind people of your product when they go shopping. Use the billboards on the way to supermarket. Remind them inside of the supermarket. And tell them what other delicious dishes they can do with your beans. The most important thing on launching these beans is a good story. Once people talk about the product they will try it just to see if it’s true what you are saying. If your product really is a good as you say they’ll stick with it and spread the word for you.

�I admire the honesty but this isn’t making me think I want you working on the Boodles account.


�That’s what I like about planning. You can apply a whole breadth of useless learning to it – that’s why planners should be broadly read and interested in many things. You never know when something might come in handy.


�‘Tested in the schoolyard’ is an interesting idea. 


�Be less discursive and more decisive. Tell me what to do, don’t discuss it.


�Lots of good ideas in here, but it’s a little hard to understand/read because it’s all a long list of stuff without a strategic framework. You need to give me a clearer structure for understanding what you want me to do. And a summary of your strategic thinking.





