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get a lot of good, basic information from the Internet, the Small Business Administration and any library or bookstore. 
 
The real problem lies, not in how to write the business plan, but in how to make it work in your new and unique business - 
a Personal Chef Service business. Look at it this way, if you know how to use a hammer and nails, that doesn’t mean you 
know how to build a house. As previously stated, in this program, we give you the information that is pertinent to the 
operation of a successful Personal Chef Service business. This helps you complete the vital process with purpose and 
confidence, and much faster than if you had done it on your own. 
 
Some people think they can start a Personal Chef Service business by just having great culinary abilities or credentials. 
The truth is that people who do not fully prepare themselves, and are lacking in other areas necessary to running a 
business, are setting themselves up to fail. 
    
While a “will to win” is important, it takes a “will to prepare” to ultimately succeed. 
   
You may be saying to yourself, “Well, that’s fine, except that I already know where I’m going. I know who my customers 
are. Why do I need a business plan?” That is a mistake. When you speak to an entrepreneur who has had serious problems 
running a business, you frequently find there was no business plan written. There were no clear, concise thoughts or 
methods regarding how that entrepreneur was going to succeed. 
 
Without a business plan, it becomes more difficult to organize, control and coordinate the multiple functions of your 
Personal Chef Service business. Without a business plan, you don’t know where you’re going or how you’re going to get 
there. You can be one of the most dedicated, hardworking, committed Personal Chef Service business owners in the 
country, but without some sort of business plan you are a ship without a rudder or navigational chart, and your chances of 
running aground are very real. 

The Entrepreneur’s Analysis Of SWOT 
Strengths – Weaknesses – Opportunities – Threats 
 
Take a ‘truthful’ look at the strengths, weaknesses, opportunities and threats YOU will bring to a Personal Chef Service 
business. Conduct this exercise, then sit with a friend and ask him or her to critique what has been written. A good friend 
will be honest and whether their critique is good or bad, it is their opinion as a result of knowing you. There is nothing 
wrong with having weaknesses, except the failure to acknowledge you have weaknesses. Once ‘the facts’ are known, 
work can begin on turning weaknesses into strengths. 

  
Identify Your Strengths 
 
Where do you excel?  
 _____________________________________________________ 

       _____________________________________________________ 

 _____________________________________________________ 

 _____________________________________________________ 
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Structuring the Business 
 

The type of ownership that you select for your Personal Chef Service business is important. This can be changed later on, 
but you’re inviting hassles if you do that. You will be setting up the legal structure of your business, so it’s best to get off 
on the right foot. 
 
There are several ways to structure a business. With a Personal Chef Service there are generally two options, which we 
will cover here. Please refer to your digital resources for a review of other, more complex corporate structures. 
 
The two most common business structures for a Personal Chef Service are sole proprietor, and sole proprietor LLC 
(limited liability company). Each has advantages and disadvantages, but in truth, are very similar. Some questions you 
should ask yourself when considering how to structure your Personal Chef Service business are: 

 In what areas of the business will I need help? 

 How much money will I need to get started? 

 What kinds of risks will I be exposed to? 

 How can I limit my liability? 

 What kinds of taxes will I be expected to pay? 

 
Information on partnerships and corporations can be found in the Personal Chef Service digital resources. You may ask 
why partnerships is not included as a viable structure for your new business. With decades of personal chef business 
development and models as history, the simple fact is that, when creating a Personal Chef Service, partnerships rarely 
work. You and your partner(s) may have all the faith, all the best intentions, and complete confidence that you’ll be a 
team in 12 months, but history shows otherwise. The partnership situations that do work involve family members (two 
sisters, brother sister, mom and daughter, etc.). 
 
Why the high failure rate for partnerships? A Personal Chef Service is easily handled by one person. A partnership where 
one person does the accounting, scheduling and admin while the other just shows up to cook sounds great, but it rarely 
works for long. A situation where both partners are going to be the chef as well means a division of the admin duties, 
which almost always fall on one person’s shoulders instead of both. Two chefs in the kitchen at once is a recipe for 
disaster.  Two chefs handling their own unique clients may work, but two chefs sharing a client list will be a huge 
problem. Your client has a comfort zone with you, and not someone else who you endorse. We know this sounds harsh – 
we’re just giving you a snapshot at history. Nobody starts a partnership expecting it to fall apart. If all partners cannot do 
exactly what they want, have all the required admin duties covered and make an equal share, the partnership gets out of 
balance, and someone gets hurt (usually all partners). Then there is the hassle of starting fresh with your business set-up, 
and if you were sharing a client list, hang on for a wild ride separating that out!   
 
Because there is overwhelming historical data to show that partnerships usually do not work in a Personal Chef Service 
business, we will not be proposing this as an option for initial consideration. If you feel your situation warrants this path, 
please review the Personal Chef Service digital resources first. 
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While a specialty store is great, you may be fortunate enough to have a grocery store able to satisfy all your needs. Don’t 
skimp just to save a dollar or for convenience, but if the store(s) you know and trust can provide the freshest and best – 
that will certainly reduce your grocery shopping time. Calling ahead to place your meat or fish order is fine so long as you 
are dealing with the meat manager you've met and have a relationship with, and who knows what quality, cuts and sizes 
you need (and by calling ahead to specify your needs, you are more likely to have those items cut for you then - making 
them as fresh as possible. There is a trend where grocery stores will allow you to submit your complete shopping list, then 
they do the actual shopping for you and you just drive up and take the items. DO NOT call ahead or use an app to allow 
the grocery store do your shopping for you. YOU need to be the judge about exactly what is being purchased. There is a 
trend where grocery stores will allow you to submit your shopping list, then they do the actual shopping. DO NOT call 
ahead and allow the grocery store do your shopping for you. YOU need to be the judge about exactly what is being 
purchased. 
 
Since we're talking about being at the store(s) buying what is needed for the cook day ahead, you may encounter a request 
from your client to pick up a quart of milk, as an example, even though your cook day requires no milk. The rule of thumb 
is to honor their request, buy the milk but do not charge them for this item. If your client is always needing you to 
complete their own shopping list, the choice is yours - but if you decide to do "their" shopping, add the cost of the 
groceries purchased for them AND tell your client that you have to charge them an additional service fee for your efforts. 
And know that all the time you spend shopping from "them" is time out of your day. The above repetitive type client 
requests are rare. Just don't allow this to become part of your regular service, unless you want to - remember - this is 
YOUR business. 
 
And one more item (we'll discuss much more later on) - if at all possible, wear your chef jacket with logo or a business 
shirt with logo. People recognize a chef jacket, and this immediately makes you the expert. Be prepared to answer generic 
questions from shoppers - and always deliver your 15 second "elevator speech" to them. You are always selling your 
service. 
 
 
 

Shopping 
 

 List the store(s) you’ll primarily use. 

 Meet the managers and learn the store layout. 

 Do you have access to a farmer’s market? List the hours they are open. 

 Could you promote your service as a 100-mile service? Generally, the stumbling block is with seafood. 
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 Agreements. We recommend including a monthly service agreement, a biweekly service agreement and a one-
time service agreement in the folder because you never know what the client will want. 

Other items that would be appropriate in your folder, but not mandatory, would be: 

 Color copy of your Personal Chef Certificate (received upon program completion from the Culinary Business 
Institute). 

 Copy of your business license. 

 Copy of your evidence of liability insurance page (not your policy, but the single page stating you are covered, 
limits, etc.). 

 Copy of your current professional trade association membership (if you belong). 

Conducting An In-home Sales Presentation 
When you enter the home, introduce yourself, make your small-talk conversation (establish the warm and fuzzies) and 
then move into your presentation (during which you will discuss the benefits of your service). When you begin your 
presentation, you should have your presentation folder ready so you can pull out appropriate documents as you go through 
the sales presentation. Be sure to include probing questions (e.g., You’ve seen some of the sample menus I’ve prepared 
for other clients, what do you think, Mrs. Jones?  Mr. Jones, how does this menu look to you?) in your presentation to 
break up the flow so it doesn’t sound like it’s just a sales script or pitch. Probing questions evoke more than a yes or no 
response from your potential clients. Often the client’s responses to probing questions give you the opportunity to present 
three or four different benefits that may positively influence your potential client to use your service. 
 
Once you have, through your presentation and probing questions, excited your potential customer, how do you close that 
sale?  You’ll find that if you’ve done your job correctly, the closing of the sale is the easiest part. Most of the time the 
customer will voluntarily say, “Let’s go ahead with it.”  You won’t even have to ask. 
 
You won’t get very many objections from people during your in-home presentations if: 1) you’ve done your telephone 
and in-home sales presentations properly, 2) you have a professional business image, 3) you have a professional looking 
presentation folder, 4) you’ve expressed your story properly, and 5) you’ve asked good questions to elicit responses that 
demonstrate they have a need, after which you’ve explained the benefits of your service that satisfy their need. 
 
However, since there are times when you must ask the customer to try your service and objections do occasionally come 
up, be confidently thinking about responding to them in a way that stresses the benefits of your service to your prospective 
clients. The next section will assist you in preparing to overcome objections. 

Overcoming Objections 
If potential clients respond negatively to your request to try your service, then you should pause and ask, “Oh?  Why?”  
You want to portray to them that you’re shocked because everyone else thinks it’s a great service and takes advantage of 
it, and nobody says “no.” They will give some objection, or reason why they don’t want to try your service. You will then 
need to overcome the objection. 
 


