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Communicating your design proposals

Who to?
Design proposals for new or improved food

products can only be turned into saleable items

if the design team communicates its proposals

effectively to clients, manufacturers and users.

Clients are often large supermarket chains and

the designers may be an in-house team. The

users are those who buy and use the product

(the consumers).

To begin with, a small design team will develop

a range of ideas for new products. Weak or

impractical ideas will be discarded until the

team has a workable design idea. The product

will be developed to prototype stage and then

refined by a series of tastings and modifications

until the design team are satisfied that the

product will be successful in the market. It is at

this point that the design team must convince

the client that its product can be produced in

bulk and sold at a profit. If the regional trials are

successful then the product can be launched

nationally, selling through supermarkets across

the country The manufacturers will vary in size

from large

concerns that can

produce many

thousands of

products per day,

to small

businesses that

produce only a

few hundred. It is

the response of

the consumer to

the product that

governs its

success or failure.

There are three important areas of

communication in this process.

1 Communicating with the client about the

nature of the proposed food product. If the

client is not convinced that the product will

be successful then it will not go into

production.

2 Communicating with the manufacturer about

the means of producing the product. If this

communication is poor then the products

manufactured will be of low or variable

quality and will not sell well.

3 Communicating with the customer through

the packaging and advertising of the

product. If this is unsuccessful the product

will not sell.

Each of these requires special communication

techniques which are described in the rest of

this unit.

Good communication was needed for these
products to be on sale in a supermarket
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1 Have a clear area set aside, near to where

the food will be prepared, for the

photography.

2 Prepare the background for the shot before

you prepare the food product. The

background should be plain so as not to

detract from the food product. There should

be little if any background detail visible.

Presenting the product to the client

What it looks like

The ‘just served’ look is difficult to achieve during a presentation because it is so short lived. One

way to solve this problem is to produce a series of slides capturing the best possible appearance

of the product as an introduction to a tasting session (see page 4). The following guidelines will

help you produce a set of slides and prints for display.

Preparing the scene guarantees good results
CRT 1
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 3 If the product is on a plate or dish, choose a

colour which provides a contrast to the main

colours of the food product. Non-circular

crockery – oval or octagonal – adds interest.

4 Make sure that crockery is sparkling clean

and that the food product is placed on it

carefully with no splashes or smears.

5 If you present the food product in a place

setting, make sure all the elements are

sparkling clean and do not detract from the

food product.

6 Light the scene carefully so that there are no

harsh highlights on the food, crockery,

glasses or cutlery.

7 Some food products should be cut open to

reveal the interior. Be sure to do this

carefully.

8 When you have set up the background,

prepare the food product. Place it within the

background, check the exposure and take

several shots rapidly so that you capture the

‘just served’ look.

9 You can capture the audience’s attention by

producing a series of shots which start very

close in so that the nature of the product

cannot be discerned, and move back in a

sequence until it becomes apparent.

10 Use a digital camera so that you can use the

images to produce a PowerPoint

presentation and leaflet to hand out.

Your presentation may have two purposes:

• to convince the client that the products are

worth manufacturing;

• to help the client choose which of several

possible variations should be produced.

When you have assembled a series of slides to

describe the appearance of your produce you

will need to write a script to accompany the

slide sequence. For each slide you should

make one or two key points about the product.

These might be to do with the particular

ingredients used, the colours achieved, the way

the product will be manufactured, the sort of

customer to whom the product will appeal. It is

important that the sequence helps the client

make decisions.

Which food looks the
most appealing?
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What the product tastes like

Presenting the taste of a product to the clients is an important part of convincing them that the

product is worth manufacturing You will need to provide a range of tasting experiences to help

them decide which of several possible products should be manufactured. As with showing slides

of the product, it is important to have a script to accompany this tasting. So for each tasting

sample you should have a list of points that you want to make about the flavour and the texture.

The aim of the script and the tasting session is to help the client make decisions. It is important

that the samples are laid out attractively in small portions (with tasting spoons if needed) and

glasses of water to clear the palate between tastings. You should label each sample to avoid

confusion, and might even add words describing key features or an attribute profile.

Organising a taste presentation
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Sample 1 Sample 2

    ‘like a lot’ preference test

Sample 3 Sample 4

What others think of the taste

It is important to demonstrate to the client that

the taste and appearance of the product will

appeal to the target market. This can be

established through market research and you

need to present the results in a way that is

clear, concise and attractive. The ‘raw’ results

will be in the form of columns of figures which

are often difficult to interpret quickly and look

intimidating. You should aim to turn these

results into graphics which communicate well.

Some examples are shown here.

The easiest way to show the client your

results is by means of a PowerPoint

presentation.

It is worth having the information you present

available as a small booklet so that the client

has a copy of it for easy reference and which

they can annotate during your presentation.

Which is the creamiest?

  Sample 1  Sample 2  Sample 3  Sample 4

Pie charts

The ‘ideal’cream dessert attribute profile

Attribute profile

Bar charts


