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arranged a visit. Aside from being a very en joyable
experience, we learnt about their processes and
more abou t the pro ducts we were selling. Having
spent a da y with the bakers and management team
we now have a much better und erstanding of each
ot her's business. We hope to be working with
Flour Power on a long-term basis.

Aside from ou r core food offer ing of
sa ndwiches, sala ds and wra ps, we arc able to offer
excellen t alterna tives to our customers with bought
in produces. Tan popo deliver Sushi and other
Japanese food products to retailers all over
London. \Vc of fer a range of their sush i and
sash irni boxes, as well as temp ura rice and
edam ame beans. Th is allows us to offer high
quality pro du cts that we do not have the ski ll or
time to prod uce ourselves.

As the range of Sushi and Sashimi boxes were
selling well we wanted to ex pand our ra nge of
Japanese food to include other products. \X!e
discussed the possibility of new product
development with Peter Bigmore at Tanpopo. Over
the course of a cou ple of months Peter developed a
range of Japanese sa lads an d bcnto boxes
(pictured) . We then had a mem ber of Tanpop o's
team spend a lunchtime in sto re with us to trial the
new produ cts <.111<.1 get direc t feedback from the
consumer. This meant that we were confident of
taking on new products and Tan pop o were

"Our company believes that
everyone must get paid, in full
and on time We believe that If
you don t pay In full and on time
you can't complain

"
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were con fident th at the prod ucts were
comme rcially viable.

This has helped build a mutually beneficial
rela t ionship where T•m pop o can trial produ cts in
ou r store and our custo mers fed like they get
special treatment. Th ese products have fitted very
well into ou r range as they arc tasty and hea lthy
and we arc able to offer them at a reaso nable pr ice
but still at a good marg in.

O ne o f the great th ings abo ut being a foodic
and ow ning your ow n food company is tha t there
a rc oft en ' left ove rs.' When I find myself draw n
repea ted ly to the same product I kno w I am onto a
winner. Tan po pos' fried tof u on rcmpuru rice box
has been my first cho ice since we sta rted stocking
it. It's a lmost a sha me it sells our so regularly!

By working closely with o ur supp liers and
spending time and effo rt building relat ionships we
now have u sup plier base that sup ports LIS.

However, we also wo rk hard a t being a good
customer; This ma y sound odd bur a good
business rela t ionsh ip is a two-way partnership. We
work wit h our suppliers and support them by
running tria ls and o ffering ou r store as a sampling
facility. Our company also believes that everyo ne
must get paid, in full and o n time. We believe that
if you don't pay ill full and 0 11 time yo u can't
complain. Look a fter your supp liers and it's only
fair to expect them to look after yO lI

..


