
Sample Clients with Competitors  
For Competitive Analysis Exercise 

 

 
  

Client 1 – Teresa’s Veggies 
Expanded Profile: 

Teresa started farming three years ago on two acres in a rural area outside El Paso. She grows 
salad greens, tomatoes, cucumbers, peppers, carrots, and seasonal crops like heirloom melons. 
She sells at two weekly farmers markets and runs a small honor-system farm stand on her 
property. She uses Instagram and Facebook to share harvest updates. She’s thinking about 
starting a 20-member CSA next spring with weekly boxes for 20 weeks but is worried about 
finding enough loyal customers to commit upfront. 

Competitors: 

• Green Mesa Farm sells certified organic vegetables and herbs through a CSA, farmers 
markets, and to restaurants. They share many of the same crop varieties as Teresa and 
sell at some of the same markets. They differentiate themselves by offering home 
delivery for their CSA members and highlighting their organic certification. 

• Sunny Fields Produce operates an honor-system farm stand similar to Teresa’s but 
also wholesales vegetables and berries to a small grocery store in a nearby small city. 
They are known for their berry crops and also accept SNAP benefits, which attracts a 
broader customer base. 

 

Client 2 – Juan’s Chipotle Beef Jerky 
 
Expanded Profile: 

Juan operates a mid-sized cattle ranch in southern Texas. He developed a chipotle-flavored 
beef jerky recipe using his own beef and invested in professional, resealable packaging with a 
rustic Southwestern design. Currently, he sells at farmers markets, craft fairs, and through direct 
orders on Facebook. He hopes to expand into local grocery stores and outdoor recreation shops 
but needs guidance on competitive pricing that will cover his costs. 

Competitors: 

• Trail Boss Jerky sells a wide range of beef jerky flavors through grocery stores, gas 
stations, and an online store. They are also based in a rural area and market themselves 
as a regional brand with Southwestern flavors. Their main advantages are having 
established retail distribution and offering more flavor options than Juan’s. 

• Red Rock Meats is a smaller, local beef producer selling jerky and snack sticks at 
farmers markets and outdoor gear shops in a small city. They focus on ranch-raised beef 
and direct-to-consumer sales. Their lower price point makes them attractive to budget-
conscious customers, though their packaging is simpler and less premium than Juan’s. 
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Client 3 – Lois & Dave’s Deli Truck 
Expanded Profile: 

Lois and Dave own “Morning Feast,” a breakfast-and-lunch food truck serving breakfast burritos, 
bagels with homemade spreads, and hearty sandwiches made with local ingredients. They have 
a loyal following among office workers and college students in El Paso. They operate in fixed 
weekday locations and at special weekend events. After two years of steady business, they’re 
thinking about adding a second truck, but worry the market may be saturated. 

Competitors: 

• Sunrise Wraps is a food truck that focuses on breakfast wraps and specialty coffee 
drinks, serving morning commuters in El Paso. They have a loyalty punch card program 
and are known for pairing their breakfast items with gourmet coffee. 

• Benny’s on Wheels is a flexible, mobile food truck that serves sandwiches, soups, and 
salads. They pop up at farmers markets and in different neighborhoods in El Paso. They 
have a strong vegetarian and vegan menu focus and generally price their items lower 
than Morning Feast. 

 

Client 4 – Fresh Harvest Food Hub 
Expanded Profile: 
 
Fresh Harvest is a nonprofit organization based in an urban area. They aggregate meats, dairy, 
and specialty goods from about 35 local farms and food producers, distributing to independent 
grocers, restaurants, and institutions like schools and hospitals. They operate out of a 6,000 sq 
ft warehouse with refrigerated delivery trucks. They are considering adding a commercial 
kitchen for co-packing, catering, and light processing, but are unsure if rental and service 
income would be enough to break even. 

Competitors: 

• Rio Grande Kitchen Co-op operates in a small city and offers shared kitchen space 
along with training programs for small food entrepreneurs. They also provide marketing 
support and basic business incubation services, which could be a competitive advantage 
if Fresh Harvest doesn’t plan to offer those. 

• Southwest Produce Hub is a wholesale distributor in a rural area that aggregates and 
sells bulk produce to retail and foodservice outlets. They don’t offer kitchen services, but 
their larger scale and focus on bulk produce give them strong price competitiveness. 
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Client 5 – Got Your Goat 
Expanded Profile: 
 
Got Your Goat is a small goat dairy in a rural area. They produce fresh goat milk, chèvre, feta, 
and goat milk soaps, selling through their farm stand, two local stores, and seasonal festivals. 
They want to triple cheese sales over the next two years by adding more wholesale accounts 
and participating in more farmers markets. They are concerned about both direct competition 
from other goat cheese producers and indirect competition from artisanal cow cheese makers. 

Competitors: 

• Mountain Creamery Goats sells fresh and aged goat cheeses at farmers markets and 
specialty shops in a nearby small city. They emphasize their award-winning branding 
and also offer harder aged cheeses, which Got Your Goat currently does not produce. 

• La Tierra Dairy sells goat milk, yogurt, and cheese to grocery stores and co-ops in the 
region. They have a lower price point and a larger production scale, allowing them to 
reach more customers while maintaining competitive wholesale rates. 

 

 

 

 

 

 

 

 

 


