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The Executive Group – Key Delivery & Representative Bodies

http://dairyuk.org/index.html
http://www.improveltd.co.uk/
http://www.ahdb.org.uk/home.aspx
http://www.scottish-enterprise.com/sedotcom_home.htm
http://www.qmscotland.co.uk/index.html
http://dairyuk.org/index.html
http://www.scottish-enterprise.com/sedotcom_home.htm
http://www.improveltd.co.uk/
http://www.ahdb.org.uk/home.aspx


Priorities to Stimulate Growth

Return our primary sectors to growth and profitability

Build Supply Chains which can exploit growth market opportunities at 
home and abroad

Improve food productivity

Growth through sustainability

Accelerate market focused innovation

Build Scotland’s reputation as a ‘Land of Food & Drink’









Support to UK Market
Commercialisation

I want to Grow In my 
locality

Scotland 
Wide

In the UK
National

In the UK
Niche

Access to Markets x x X

Think Local x X

Taste our Best X X

London Speciality X

Market Driven Supply 
Chains

X

Better Branding (in dev) x x x X





The Food & Drink Innovation Response

St
ag

e 
1 What’s the Market 

Opportunity?

What you know and 
don’t know about the 
category, demand, 
competitors, 
regulation, brand and 
consumer

St
ag

e 
2 Product Proposition

Designing the product 
proposition (exploring 
options), based on the 
market opportunity 
and linking to 
consumer need

St
ag

e 
3 Viability

What will it cost to 
make and will it be 
profitable?

Management 
commitment ?

St
ag

e 
4 Market Engagement

What is the USP that 
connects the brand to 
consumer and how can 
we bring it to life 
through packaging and 
communications

St
ag

e 
5 Launch into Market(s)

Taking the product to 
market – trade and 
consumer

Enter new markets & 
scale up.

Collaborate

Market Insight
Concept 

Development & 
Definition

Technical Capacity and 
Capability – product 

and packaging, 
finance, workforce

Who is my target buyer 
and consumer, why 

should they buy it and 
how do we talk to them?

Where we will sell it, 
how to promote and 

getting the product to 
market(s)

NEW 
SERVICES

NEW 
PROCESS

Enhanced
Market Insight

Collaborative 
Innovation

Development

Innovation
Connector

Innovation 
Mentors

VISION

Accelerate
market  driven 

innovation in our  
farmers, fishermen, 

producers and 
processors to  

increase Scottish  
competitiveness.   

http://www.hie.co.uk/
http://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0CAcQjRxqFQoTCNvu7YXixscCFUlXFAodVr4CRw&url=http://www.icms.org.uk/workshops/aimsjcmf&ei=RbPdVZu4L8muUdb8irgE&psig=AFQjCNERtwImvP2F955KddKXw7yJ_4FHqw&ust=1440678952934892
http://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0CAcQjRxqFQoTCLXLiK_mxscCFcezFAodU_wAGg&url=http://www.foodanddrink.scot/about-us/our-partners/scottish-food-drink-federation-(sfdf).aspx&ei=zbfdVfWwOcfnUtP4g9AB&psig=AFQjCNHoGOemCiDTjVvCIFoM_9M5dTNQVA&ust=1440680158772632




Implement

Agree 

Refreshed  

Action Plans

Develop 

new actions

Feb – Apr May - Aug Aug - Sept Oct- Nov  onwards

Produce 

Refreshed 

Vision & 

Strategy  –

including 

evaluation 

process and 

baselines

Industry and 

Stakeholder 

Challenge & 

Build –

•Test and refine 

evidence base

•Develop 

strategic options

Research to 

update 

Evidence 

Base –

Trends, 

Competitors, 

Scottish 

Industry

Existing 

Industry 

Vision & 

Strategy

and

communicate

Track 
Performance 
& Review

SCOTLAND FOOD & DRINK INDUSTRY STRATEGY
Strategy Replacement – Key Milestones


