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Copyright
All rights reserved. No part of this book may be reproduced in any form or by any electronic or
mechanical means including information storage and retrieval systems – except in the case of
brief quotations in articles or reviews – without the permission in writing from its publisher, your
name.
All brand names and product names used in this book are trademarks, registered trademarks, or
trade names of their respective holders. We are not associated with any product or vendor in this
book.
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Dedication
To my wife and daughter and the Giggin’ Team
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Introduction
This ebook provides you with information on expanding or starting your personal chef
business. It is intended to be used with the Giggin’ web and iPhone apps. It assumes you have
an education in cooking, ideally from a certified culinary school. It does not teach you how to
cook. Instead it provides guidance in setting up your business and in using the Giggin’ web and
smart phone apps.
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Chapter One – The Marketplace
If you are going to be successful as a personal chef, you need to understand the market
rationale and the competition.
Americans have a love of food, but this love of food doesn’t necessarily translate into
a love of cooking. Many of our mothers were fantastic cooks, but they worked full time and
in the rush to get dinner on the table by 7, they often relied on semi-prepared foods, like
pre-marinated meats or curry mixes. From the perspective of many, cooking seemed like a
drag, something that took time and effort in the midst of an already overcrowded schedule.
To quote Krishnendu Ray, the chair of the food studies program at New York University:
"Care giving comes at a cost. Whenever there is a labor of love, there is also a labor of
resentment."
Many people want to sit down to a nice home-cooked dinner at the end of the day.
But they’re far too busy and too inexperienced in the kitchen to make that happen. They eat
out a lot, often going to local restaurants or take out venues on their way home from work,
behavior fairly typical of their demographic. Millennials spend more on food outside the
home than any other generation.
While Americans may feel nostalgic for the romance of the family According to the
latest data from the Bureau of Labor Statistics, working women spend more than twice as
long as working men cooking meals and cleaning up afterwards. Many don't feel equipped
to cook due to lack of time or skill.
Time starved consumers also are too busy to take on other tasks as they find
themselves a part of a decade long decline in leisure time.
This market can further segment as follows:
•

Family households with children under 18 years old. This group of people is
generally busier than other families with their time split between work, home
and their children's activities. This group may be single parent households,
which only adds to the stress resulting from lack of time, coupled with the need
for proper meals for their children. This provides them with a desire to provide
their families with good meals and free time to enjoy being together. This lack
of time also results in their not being able to perform many other tasks.

•

Family households with no children living at their home. This group has a need
for meal services, as hectic schedules, professional careers, and daily demands
on time come up against the need for tasty, healthy meals. They also lack the
time to perform many other tasks.
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•

Single individuals whose working schedules make it difficult for them to spend
the time to shop for groceries and cook meals. They also lack the time to
perform many other tasks.

•

Senior and Elderly Citizens. This group (65 and older) is the fastest growing
portion of the population, and needs meal services for several reasons. A good
portion of this group is simply unable to cook nutritious meals and does not have
the knowledge or skills to continue to effectively maneuver themselves in the
kitchen. Many seniors do not have the time, energy, or means to make it to the
grocery store. Their lack of mobility and energy may keep them from
performing many other tasks. They may have family care givers that fall into
other categories.

•

Individuals and families that want to celebrate special occasions and events or
occasionally just may not want to cook.

The Alternative Dinner Plate Solution
There is a growing multi-billion dollar market for the American alternative dinner plate
market. This multi-segmented market consists of consumers that seek an alternative to
eating meals at a restaurant, purchasing fast food or prepared meals, or buying groceries
and cooking the meals in their homes.
Technomic, a food-industry consulting firm, predicts that the meal-kit service segment of
the market will grow to between $3 billion-$5 billion over the next 10 years based on
current adoption rates.
Venture capitalists have been pumping money into this space in a fairly spectacular
fashion: Since boxed-meal startups Blue Apron and Plated launched in 2012, they have
raised over $58 million and over $21.6 million, respectively; the Wall Street Journal
recently reported that Blue Apron is was initially valued at $2 billion. And HelloFresh,
recently closed $126 million. Hello Fresh is also valued at $2 billion. Blue Apron delivers
more than two million meals a month, and HelloFresh claims it's already doing twice that
volume.
The Problems with the Boxed Meals Solution
What is lost when families are not involved in selecting the dishes they cook? For one thing,
it means that they are not sharing food drawn from their own store of recipes, their
heritage, or even regional specialties.
Another problem with the boxed meal approach is that it still requires time on the part of
the customer. And many customers still don’t feel comfortable with the reduced cooking
skills they still require. It is estimated that it takes between 30 to 60 minutes to prepare a
boxed meal solutions meal. What happens if you spill the ingredients? What about the
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freshness of the ingredients? There are still dirty dishes to be cleaned after the meal. In
addition, a well-meaning executive chef in and industrial kitchen decides what kits are
available. The portions may not meet the calorie requirements of some clients. Most likely,
the pre-boxed meal ingredients will not meet the health and dietary needs of clients with
special needs. What about the environmental impact associated with disposal of boxes the
ingredients come in? Finally, the business model has very thin margins and thus must
operate at very high volumes to be profitable.
Blue Apron has experienced warehouse issues that are causing customer satisfaction issues that
are causing retention issues that are causing marketing issues that are causing revenue issues. As
a result, it’s valuation has declined to $390 million. Hello Fresh has overtaken Blue Apron as
the market leader.
The Wall Street Journal recently stated the problem with this solution:
“ There’s only one problem: Americans don’t want to cook and never really have. Despite the
nostalgic halo around home cooking, we have always seen mealtime mostly as a hurdle to clear,
not as a cherished tradition….”

Pick up Meals prepared in the home of the Cook
Another solution has evolved. Cooks prepare meals in their home kitchens each day. Clients
can drop buy the cook’s home and pick up meals. Josephine in San Francisco, and Foodie
Shares in Los Angeles are examples of this solution. Josephine is purported to have raised
$3.1 million in capital.
This solution still takes time to travel to the home of the cook and pick up the meal. The
menu is limited to what the cook decides to prepare on a specific day. It still requires dishes
to be cleaned
after the meal and does not address health and dietary needs of the customer. Both
Josephine and Foodie Shares have recently exited the market. There are still many mom
and pop operations. However, California is now proposing a bill that would require these
operations to meet the same safety standards as commercial cooks, raising additional
market entry barriers.
The Dream Dinner Solution
The Dream Dinner approach allows clients to view a menu and select meals they want to
prepare. They then go to a Dream Dinner store and package/prepare the meals. Dream Dinner
claims the customer can prepare a month’s worth of meals in one hour. The client then packages
the meals in containers, takes them home and warms them up when they want to serve them. It is
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a unique approach to the need. However, the client still needs to feel comfortable preparing the
meals at the Dream Dinner store. This approach might be acceptable to clients that have the
available time to go to the Dream Dinner location and prepare the meal. They still have to take
the time, up to 30 minutes, to warm up the meal in the home. They still have to clean up after
wards. They are limited to the menu selections offered by Dream Dinner. This menu most
likely does not address health and dietary needs. The caloric content for a particular menu may
not meet the needs of a family member. This unique solution does not meet the needs of the time
starved client.
The Giggin’ Solution
Instead of bringing ingredients to your location, Giggin’ brings chefs to you to cook the food
of your choice at your time and location of choice.
We need to differentiate between personal chefs/event chefs, private chefs and caterers as
it relates to city and state regulations. The event chef/personal chef distinction within the
Giggin’ process is primarily to determine which type of guidance is given in the Giggin’
apps. Personal/event chefs and private chefs generally work in the kitchens provided by
their clients and are generally not required to carry any special licenses or permits.
However, it is strongly advised that personal chefs/event chefs carry liability insurance.
Many clients ask to see an insurance certificate. Since Giggin’ licenses its software to
personal/event chefs, Giggin’ is not responsible for the liability associated with the chef
services.
Caterers are required to work out of licensed kitchens approved by local public health
departments. They must also be approved to transport prepared food from its place of
preparation to the place where the food will be served. Some chefs may pursue a career
where they serve as a personal/event chef as well as offer catering services and may serve
as a cook in a restaurant. It’s a career choice. However, the Giggin’ software only relates to
the personal/event chef process.
Event chefs provide single event demand food preparation for that special event or when
the client just doesn’t want to cook or doesn’t have time to cook. These chefs prepare the
meal and clean up afterwards. If desired, the client can request a cooking class to teach
them how to prepare a specific meal. This process saves client time that you can applied to
more productive activities. Working with local food sources, the Giggin’ chefs can provide
fresh ingredients to enhance this social experience.
Giggin’ also brings Personal Chef’s to the client’s kitchen to prepare multiple meals based
on the client’s unique health and dietary needs as assessed by a health and dietary analysis.
In addition to saving time, the Personal Chef can saves money by eliminating food waste
and using their experience to maximize food usage. As with the Event Chef, Personal Chef’s
can make use of local food sources assuring the use of fresh ingredients. When the food is
prepared at the location of the client, no regulations are involved. Both chef services is at a
fixed hourly rate.
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A study in the Proceedings of the National Academy of Sciences found that spending money on
time-saving services make you happier. The rule applies to people from all socioeconomic
backgrounds except for “the poorest of the poor,” because it increased well-being and reduced
the stress of not having enough time. Buying material items did not have the same effect.
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Chapter Two – Becoming a Personal Chef
The article referenced in the following link is a sober analysis of what you need
to understand when thinking about embarking on your journey to becoming a
personal chef. Read it before proceeding:
https://www.cosmopolitan.com/career/a50984/things-i-wish-i-knew-beforei-became-a-personal-chef/
So what are some of the skills you need to master?
Cooking in Quantity
You will need to understand how to cook in quantity. You will have to adapt
your recipes for the number of people you are cooking for. If you have gone to a
culinary school, you will have learned how to adapt a recipe for multiple people.
Today, there are numerous websites that can help in this process. Sites like
allrecipes.com, epicurious.com, Yummly.com and others can help in this
process. The Giggin’ apps allows clients to copy links to a recipe in a cooking
site to indicate the recipe they would like to have prepared. TheBigOven site
will adjust the recipe quantities based on the number of people you are cooking
for.
One of the distinctions between the personal chef and the event chef is that the
personal chef may need to perform a health and dietary assessment of the client
in order to prepare a multiple meal plan for the client. This may require that
you have a nutritional background. As you’ll see later, the Giggin’ apps allow
the client to fill out a health and dietary assessment as part of the apps. The
personal chef can review this assessment and determine if he/she has the
knowledge to meet the client’s needs.
Handling of Food
You need to understand how to safely handle food. The following food handling
basics is from the United States Department of Agriculture site:
Safe steps in food handling, cooking, and storage are essential to prevent foodborne illness. You can't see, smell, or taste harmful bacteria
that may cause illness. In every step of food preparation, follow the four steps of the Food Safe Families campaign to keep food safe:
•
Clean — Wash hands and surfaces often.
•
Separate — Don't cross-contaminate.
•
Cook — Cook to the right temperature.
•
Chill — Refrigerate promptly.
Shopping
•
Purchase refrigerated or frozen items after selecting your non-perishables.
•
Never choose meat or poultry in packaging that is torn or leaking.
•
Do not buy food past "Sell-By," "Use-By," or other expiration dates.
Storage
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Always refrigerate perishable food within 2 hours—1 hour when the temperature is above 90 °F (32.2 ºC).
Check the temperature of your refrigerator and freezer with an appliance thermometer. The refrigerator should be at 40 °F (4.4 ºC) or
below and the freezer at 0 °F (-17.7 ºC) or below.
•
Cook or freeze fresh poultry, fish, ground meats, and variety meats within 2 days; other beef, veal, lamb, or pork, within 3 to 5 days.
•
Perishable food such as meat and poultry should be wrapped securely to maintain quality and to prevent meat juices from getting onto
other food.
•
To maintain quality when freezing meat and poultry in its original package, wrap the package again with foil or plastic wrap that is
recommended for the freezer.
•
Canned foods are safe indefinitely as long as they are not exposed to freezing temperatures, or temperatures above 90 °F. If the cans
look ok, they are safe to use. Discard cans that are dented, rusted, or swollen. High-acid canned food (tomatoes, fruits) will keep their
best quality for 12 to 18 months; low-acid canned food (meats, vegetables) for 2 to 5 years.
Preparation
•
Always wash hands with warm water and soap for 20 seconds before and after handling food.
•
Don't cross-contaminate. Keep raw meat, poultry, fish, and their juices away from other food. After cutting raw meats, wash cutting
board, utensils, and countertops with hot, soapy water.
•
Cutting boards, utensils, and countertops can be sanitized by using a solution of 1 tablespoon of unscented, liquid chlorine bleach in 1
gallon of water.
•
Marinate meat and poultry in a covered dish in the refrigerator.
•
[Top of Page]
•
•

•
•
•

Thawing
Refrigerator: The refrigerator allows slow, safe thawing. Make sure thawing meat and poultry juices do not drip onto other food.
Cold Water: For faster thawing, place food in a leak-proof plastic bag. Submerge in cold tap water. Change the water every 30 minutes. Cook
immediately after thawing.
Microwave: Cook meat and poultry immediately after microwave thawing.
[
Cooking
Cook all raw beef, pork, lamb and veal steaks, chops, and roasts to a minimum internal temperature of 145 °F (62.8 ºC) as measured with
a food thermometer before removing meat from the heat source. For safety and quality, allow meat to rest for at least three minutes
before carving or consuming. For reasons of personal preference, consumers may choose to cook meat to higher temperatures.
Ground meats: Cook all raw ground beef, pork, lamb, and veal to an internal temperature of 160 °F (71.1 ºC) as measured with a food
thermometer.
Poultry: Cook all poultry to an internal temperature of 165 °F (73.9 °C) as measured with a food thermometer.
[Serving
•
Hot food should be held at 140 °F (60 °C) or warmer.
•
Cold food should be held at 40 °F (4.4 ºC) or colder.
•
When serving food at a buffet, keep food hot with chafing dishes, slow cookers, and warming trays. Keep food cold by nesting dishes
in bowls of ice or use small serving trays and replace them often.
•
Perishable food should not be left out more than 2 hours at room temperature—1 hour when the temperature is above 90 °F (32.2 ºC).
Leftovers
•
Discard any food left out at room temperature for more than 2 hours—1 hour if the temperature was above 90 °F (32.2 ºC).
•
Place food into shallow containers and immediately put in the refrigerator or freezer for rapid cooling.
•
Use cooked leftovers within 4 days.
•
Reheat leftovers to 165 °F (73.9 °C).
Refreezing
Meat and poultry defrosted in the refrigerator may be refrozen before or after cooking. If thawed by other methods, cook before refreezing.
Cold Storage Chart
These short, but safe, time limits will help keep refrigerated food from spoiling or becoming dangerous to eat. Because freezing keeps food safe
indefinitely, recommended storage times are for quality only.
Cold Storage Chart
Refrigerator
40 °F (4.4 ºC)

Product

Freezer
0 °F (-17.7 ºC)

Eggs
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Fresh, in shell

3 to 5 weeks

Do not freeze

Raw yolks & whites

2 to 4 days

1 year

Hard cooked

1 week

Does not freeze
well

Liquid pasteurized eggs, egg substitutes

Opened

3 days

Unopened

Does not freeze
well

10 days

1 year

2 months

Do not freeze

—

3 to 4 months

Mayonnaise, Commercial

Refrigerate after opening
Frozen Dinners & Entrees
Keep frozen until ready to heat
Deli & Vacuum-Packed Products

Store-prepared (or homemade) egg, chicken, ham, tuna, & macaroni salads

3 to 5 days

Does not freeze
well

Hot dogs & Luncheon Meats
Hot dogs
Opened package

1 week

1 to 2 months

Unopened package

2 weeks

1 to 2 months

Opened package

3 to 5 days

1 to 2 months

Unopened package

2 weeks

1 to 2 months

7 days

1 month

Luncheon meat

Bacon & Sausage
Bacon
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Sausage, raw — from chicken, turkey, pork, beef

1 to 2 days

1 to 2 months

Smoked breakfast links, patties

7 days

1 to 2 months

Hard sausage — pepperoni, jerky sticks

2 to 3 weeks

1 to 2 months

Opened

3 weeks

1 to 2 months

Unopened

3 months

1 to 2 months

5 to 7 days

Drained, 1 month

Opened

3 to 5 days

1 to 2 months

Unopened

6 to 9 months

Do not freeze

2 weeks

1 to 2 months

Summer sausage
labeled "Keep Refrigerated"

Corned Beef
Corned beef, in pouch with pickling juices
Ham, canned
labeled "Keep Refrigerated"

Ham, fully cooked
Vacuum sealed at plant, undated, unopened

"Use-By" date on

Vacuum sealed at plant, dated, unopened

package

1 to 2 months

Whole

7 days

1 to 2 months

Half

3 to 5 days

1 to 2 months

Slices

3 to 4 days

1 to 2 months

Hamburger & stew meat

1 to 2 days

3 to 4 months

Ground turkey, veal, pork, lamb, & mixtures of them

1 to 2 days

3 to 4 months

3 to 5 days

6 to 12 months

Hamburger, Ground & Stew Meat

Fresh Beef, Veal, Lamb, Pork
Steaks
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Chops

3 to 5 days

4 to 6 months

Roasts

3 to 5 days

4 to 12 months

Variety meats — tongue, liver, heart, kidneys, chitterlings

1 to 2 days

3 to 4 months

Pre-stuffed, uncooked pork chops, lamb chops, or chicken breasts stuffed with
dressing

1 day

Soups & Stews
Vegetable or meat added

3 to 4 days

2 to 3 months

Chicken or turkey, whole

1 to 2 days

1 year

Chicken or turkey, pieces

1 to 2 days

9 months

Giblets

1 to 2 days

3 to 4 months

Cooked meat & meat casseroles

3 to 4 days

2 to 3 months

Gravy & meat broth

3 to 4 days

2 to 3 months

Fried chicken

3 to 4 days

4 months

Cooked poultry casseroles

3 to 4 days

4 to 6 months

Poultry pieces, plain

3 to 4 days

4 months

Poultry pieces in broth, gravy

3 to 4 days

6 months

Chicken nuggets, patties

3 to 4 days

1 to 3 months

Pizza, cooked

3 to 4 days

1 to 2 months

Stuffing, cooked

3 to 4 days

1 month

Does not freeze
well

Fresh Poultry

Cooked Meat and Poultry Leftovers

Other Cooked Leftovers

The Giggin’ process requires that you have a ServSafe Food Handling certificate (or equivalent)
for your state. If you do not have a certificate, you can go to:
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Servsafe.com
and take an online course to obtain a certificate.

Vegan and Vegetarians
As a personal/event chef you will receive requests to prepare vegan or vegetarian food. The table
below provides these definitions. As a chef, you need to determine if you can meet the needs of
these clients. One of the advantages of the Giggin’ apps is they require the client to specify what
they want prepared. As a chef, you can evaluate their requests and determine if you can meet
their needs.
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Food Repair
There are going to be times when your recipe doesn’t turn into the meal you want. Even if
you’ve previously made it successfully on multiple occassions. So what do you do? You can
review the ingredients and process again and make sure you have followed the process to a tee.
If you are with your client, you may have to refund the price for your service. When you are
back in your own kitchen, try it again. There are also books that can help you with the problem.
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https://www.amazon.com/Repair-Food-Third-TanyaZeryck/dp/158008432X/ref=sr_1_1?crid=2TH3YR7OKH8BH&keywords=how+to+repair+food
&qid=1551806413&s=gateway&sprefix=How+to+repair+food%2Caps%2C193&sr=8-1
https://www.amazon.com/How-Repair-Food-MarinaBear/dp/0898151783/ref=pd_sbs_14_1/146-14026713184358?_encoding=UTF8&pd_rd_i=0898151783&pd_rd_r=f5dfaae7-3f6a-11e9-8ae959db0efda746&pd_rd_w=vYafB&pd_rd_wg=cWmJf&pf_rd_p=588939de-d3f8-42f1-a3d8d556eae5797d&pf_rd_r=9WXDEQ66F08X09QPG239&psc=1&refRID=9WXDEQ66F08X09Q
PG239
It is also easy to search online to see what others have done in regards to a specific recipe. For
example, the link below is in response to the google of : “Why is my beef stroganoff runny?”
https://oureverydaylife.com/thicken-beef-stroganoff-29232.html

Being Organized
There are numerous books and apps that help you to organize your tasks. There are apps that
allow you to store your recipes, such as Recipe Organizer in the App store. As mentioned
previously, www.BigOven.com allows you to adjust your ingredient quantity to the number of
people you are cooking for. In addition, it allows you to prepare a grocery list based on the
ingredients in your recipe. You can also mail the recipe directly from BigOven to someone. For
example, if your client has indicated he wants a certain meal, you could email him a number of
recipes to choose from. Giggin also allows the option of having the customer supply the
igredients. While we don’t recommend this option due to the high possibility of error, you could
email the ingredients to the customer to decrease the possibility of error.
The Giggin’ apps provide some assistance:
•

It shows a list of current assignments, ie those that you have that are to be performed on
the current date.

•

It shows you future assignments, ie those that are to be performed beyond the current
date.

•

It shows you past assignments, ie those that have been completed.

•

It provides GPS guidance to the client’s location.

•

It allows you to photograph and copy expense receipts and then enter the expense
amounts into the app. When the client approves these amounts they are automatically
added to the clients invoice along with a service fee.
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•

It automatically invoices the customer when the assignment is complete.

Marketing Your Services
You will constantly market your ability and services. One of the advantages of Giggin’ is that
we market your services and allow customers to request your service on a particular date and
time. The customer selects from available chefs at that time and indicates what the customer
wants prepared. If the customer selects you, you have the opportunity to review the requested
service as well as the rating of the customer. You have the choice of selecting or rejecting any
assignment. The apps allow you to enter five sample recipe descriptions that the customer sees
when he reviews your background. These might be recipes you are featuring for a particular
season. You can change these at any time. We strongly recommend you develop a website that
further describes your capability, background and menus. The Giggin’apps allow you to enter a
link to your website so that potential clients can see it.
Developing a website.
There are numerous services that allow you to develop a website. Two that we have used are
wordpress.com and wix.com. They guide you through the entire process. If you do not feel
comfortable doing this, we can do it for you as a consulting service.

Chef Associations
There are two major Personal Chef associations in the United States:
The United States Personal Chef Association https://www.uspca.com/
American Person and Private Chef Association https://www.personalchef.com
These associations provide education, certification and other services. We do not endorse either
one of them but want you to be aware of the services they offer.

Business Cards
You need to have a business card that represents you and your business. There are numerous
sites that allow you to create a business card on-line. Examples are:
https://www.Vistaprint.com
https://www.moo.com/us/business-cards
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We have used both services and have been satisfied with the results.
Word of Mouth
Word of mouth is one of the best marketing tools. Some chefs depend totally on it. Make sure
your clients are satisfied with your service and encourage them to tell their friends and family
about you. In our research, some women have indicated they only visit customers they have
talked to other chefs or families about due to their insecurity of being in a strange location. The
Giggin’ apps assist in these concerns by allowing each chef to rate and comment on their
experience with each customer. In addition, the Giggin’ apps allow the system to optionally
check on the status of chefs while they are on assignment by periodically sending notices to the
chefs that allow them to indicate they are safe. If the chef does not respond, the Giggin’ admin
function attempts to call the chef. If the the chef does not respond, a security service may be sent
to the location to check on the safety of the chef.
Personal Chef Equipment
Personal chefs require different equipment than caterers. Since personal or private chefs
typically use in-home noncommercial-grade equipment, smaller sized equipment suitable
for cooking for two, four, or six people makes a better choice.
If you cook in a client's home, you may be able to use their cookware. Some clients will
have beautiful fully outfitted kitchens, and you'll only have to bring your recipes, the
groceries, and storage containers. Other clients will be poorly equipped, and it will be
worth your while to bring your own sauté pans, stockpots, and casserole dishes with you to
ensure that the food cooks evenly and that you have the right equipment. If this is the first
time you are cooking in a location, you should bring your own equipment.
Since personal chefs have to transport equipment, select pieces that have multiple uses. Pie
pans, for example, make great breading plates and cooking pans. Bus pans and hotel pans,
as mentioned above, have dozens of uses. Additional staples for every personal chef include
the following:
• A wheeled cart for transporting pots and pans and heavy groceries.
• Knives. Every professional chef needs her own knife set. Whether it's the same one
you got in cooking school or a newer set, it's always better to use your own knives.
You'll know how sharp they are and you'll be used to the handgrips.
• A large, dependable food processor. They're great for chopping and mincing just
about everything.
• Cooking utensils. Always carry several pairs of tongs for sautéing and grilling. Carry
a meat thermometer and a deep-fat thermometer. Also travel with a ladle, large
stirring spoons, a spatula, and a large slotted spoon for draining.
• Clean dishtowels, paper towels, potholders, and clean sponges.
• Staples like seasoning salt, salt and pepper grinders, baking powder, extra-virgin
olive oil, fresh parsley, and thickeners like cornstarch.
• You'll need to use regular home-sized pots and pans to cook most meals, since every
client will have his own preference. Large, commercial-sized pots can be used to
23

•

cook large amounts of rice, green beans, and other basic dishes for larger numbers
of clients at one time.
Buy commercial-grade thermal storage bags or containers for transporting
groceries in warm weather. You can buy foil-lined collapsible bags, or the larger
Camcarriers mentioned above. You'll need a good supply of plastic or foil containers
with lids for storing meals in the client's refrigerator or freezer. Restaurant supply
companies carry these food-storage items and sell each size by the case.
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Chapter Three – Business Planning
If you have gone this far in your planning process, you are most likely serious about
developing your business. If you want to be financially successful, you need to develop a
business plan.
Legal Structure
You need to determine the legal structure for your business. You can research this on your own
or hire a lawyer to help you with the process. We have successfully used www.Legalzoom.com
to help us to make these decisions as well as to actually set up the legal structure:
https://www.legalzoom.com/business/business-formation/
We recommend you consider forming an LLC. The following site is an inexpensive service to
set up a LLC.
Incauthority.com
If needed, we can set this up for a small consulting fee.
Liability Insurance
It is highly recommended that you obtain liabiity insurance to mitigate the risks associated with
your business industry. While we don’t endorse any insurance companies, the following are
examples of organizations that provide Personal Chef insurance:
https://www.fliprogram.com/personal-chefinsurance?utm_source=yahoobingads&utm_medium=cpc&utm_term=liability%20insurance%20
for%20personal%20chefs&utm_campaign=flipcampaign1&msclkid=b8a1ba2952c91d6f3087e6
57efa9a12b
https://insuremyfood.com/personal-chef-insurance/
http://www.chefinsurance.com
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Vision
It is helpful for you to develop a Vision statement. It is an inspirational description of what an
organization would like to achieve or accomplish in the mid-term or long-term future. It is
intended to serves as a clear guide for choosing current and future courses of action. It is useful
for you to go through the process in order be clear in how you view you business and where you
want go with it in the future. When choosing between alternative decisions, it is always helpful
to refer back to your vision.

Your Business Plan
A standard business plan consists of a single document divided into several sections
including a description of the organization, the market research, competitive analysis,
sales strategies, capital and labor requirements, and financial data.
The resulting document can serve as the blueprint for your business and be supplied to
financial institutions or investors if debt or equity financing is needed to get your business
off the ground. We do not intend to develop a business plan in this book. Instead we
supply the outline of the plan for your use. This outline is from the following website:
https://www.thebalancesmb.com/entrepreneur-simple-business-plan-template-4126711
Section 1: The Executive Summary
The executive summary goes near the beginning of the plan but is written last. It provides a
short, concise, and optimistic overview of your business that captures the reader's
attention and creates a need to learn more. The executive summary should be no more
than two or three pages long, with brief summaries of other sections of the plan.
Describe your mission - what is the need for your new business? You can use information
from Chapter One.
Introduce your company and the management and ownership.
Briefly describe the customer base you will be targeting and how your business will serve
those customers.
Summarize the competition and how you will get market share (i.e., what is your
competitive advantage?)
Briefly outline your financial projections for the first few years of operation.
Describe your start-up financing requirements (if applicable).
An overview of the industry and how your business will compete in the sector. Again,
Chapter One provides much of this information.
Section 2: Business/Industry Overview
Describe the overall nature of the industry, including sales and other statistics.
Include trends and demographics, and economic, cultural, and governmental influences.
Describe your business and how it fits into the industry.
Describe the existing competition.
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Describe what area(s) of the market you will target and what unique, improved or lower
cost services you will offer.
Chapter One provides much of this information.
Section 3: Market Analysis and the Competition
In this section, you need to demonstrate that you have thoroughly analyzed the target
market and that there is enough demand for your product or service to make your business
viable. The competitive analysis includes an assessment of your competition and how your
business will compete in the sector.

Section 4: Sales and Marketing Plan
A description of how you intend to entice customers to buy your product(s) or service(s),
including advertising/promotion, pricing strategy, sales and distribution, and post-sales
support if applicable.
Product or Service Offerings
Describe your product or service, how it benefits the customer, and what sets it apart from
competitor offerings (i.e., what is your Unique Selling Proposition?).
Pricing Strategy
Describe how you intend to price your product or service. Pricing has to be competitive to
attract customers but high enough to cover costs and generate a profit. Pricing can be
based on markup from cost, value to the buyer, or in comparison with similar
products/services in the marketplace. Breakeven analysis can help determine sales and
pricing for profitability. Sales and Distribution
Describe how you will distribute your products to the customer (if applicable).
Section 5: Ownership and Management Plan
This section describes the legal structure, ownership, and (if applicable) the management,
and staffing requirements of your business..
Ownership Structure
Describe the legal structure of your company (e.g. corporation, partnership, Limited
Liability Company, or sole proprietorship). List ownership percentages if applicable. If the
business is a sole proprietorship this is the only section required.
Management Team
Describe your experience and background as well as that of any other key personnel.
External Resources and Services
List any external professional resources required, such as accountants,
lawyers, consultants, etc.
Advisory Board (if required)
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Include an advisory board as a supplemental management resource (if applicable).
Section 6: Operating Plan
The operating plan outlines the physical requirements of your business, such as office,
warehouse, retail space, equipment, inventory and supplies, labor, etc. For a oneperson, home-based consulting business like yours, the operating plan will be short and
simple.
Section 7: Financial Plan
The financial plan section is the most important section of the business plan, especially if
you need debt financing or want to attract investors. The financial plan has to demonstrate
that your business will grow and be profitable. To do this, you will need to create projected
income statements, cash flow statements, and balance sheets. For a new business, these are
forecasts. A good rule of thumb is to underestimate revenues and overestimate expenses.
Include your three financial statements. Income Statements
The Income Statement shows your projected Revenues, Expenses and Profit. Do this on a
monthly basis for at least the first year for a startup business.
Cash Flow Projections
The Cash Flow projection shows your monthly anticipated cash revenues and
disbursements for expenses. It is important for demonstrating that you can manage
your cash flow and will be a good credit risk.
Balance Sheet
The Balance Sheet is a snapshot summary of the assets, liabilities, and equity of your
business at a particular point in time. For a startup, this would be on the day the business
opens. Note that a new business will have no accounts receivable entries on the balance
sheet.
Startup Expenses
The following is a list of expenses you need to plan for in starting your business.
Cookware (See items in previous chapter)
Blenders
Food Processors
Electric mixers
Knives
Cutting Boards
Mixing Bowls
Measuring Cups
Oven Mitts
Potholders
Disposable non-latex gloves for handling food
Caps, bandanas, hair nets
Coolers and supply carriers
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Spices, stocks, flour
Recipe books
Training and Education programs if needed
Professional association fees if desired
Linens
Cleaning supplies
Serving platters
Automobile for traveling to customer location
Computer
Printer
Office Software
Accounting Software
Cell phone
Office supplies
License Fees where needed
Operating Expenses
The following is a list of operating expenses that should be part of your business plan:
Your salary
Your benefits
Rent or allocated perecentage of your mortgage if operating from your home.
Office supplies
Phone
Utilities or allocate percentage of your utilities if operating from your home.
Internet service
Travel expenses including mileage
Postage
Insurance costs
Dues and subscriptions
Printing costs
Marketing expenses
Web hosting
Education and training
Legal services
Accounting services
Entertainment expense
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Finally, if you conclude you need a business plan but feel you don’t have the skill to develop it,
we can work with you at an hourly consulting rate.
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Chapter Four – Using the Giggin’ apps
Giggin’, a Class for the Mass app, facilitates Chef and Concierge services. In order to use the
apps, a provider must first register. Registration can be made as a chef or butler (concierge
providers). By registering the provider agrees with the terms of use of the applications. In
addition, the provider must give permission for Class for the Mass to perform a background
check. The background check may take up to several weeks to be performed by a third party. As
part of the registration process, the provider must provide a valid form of identification, such as a
drivers license, and a copy of their most recent resume, certification, liability insurance
certificate, and Servsafe certificate for chefs. All of these will be considered as part of the
review process. Once the review process is complete, the provider will be notified by email. If
the registration is approved, the provider will be able to log in and upload a recent photograph
that will be used by the system.
There are two types of chefs, Event Chefs and Personal Chefs. A chef can register separately or
as both types of chefs. Event Chefs are intended to perform single events. Each request for
service is for one specific date and time. Personal Chefs are intended to prepare multiple meals
customized for a customer’s specific health and dietary needs if desired by the customer. Butlers
can perform a host of concierge services as requested by the customer.
After their registration is approved, providers should log in and go to the MY AVAILABILITY
function and enter the dates and times they are available to perform services. Event Chef’s can
also enter photos and descriptions of recipes they specialize in, if desired. In the Chef Details,
there is a link to a recipe website. Customers can go to that website and search for specific
recipes and copy a link to a specific recipe and enter it in the What Do you want prepared field.
Customers can fill out a HEALTHY AND DIETARY QUESTIONNAIRE for Personal Chefs
if desired. All providers will be notified by email and text message when a customer selects
them for service. Upon receipt of these notifications, the provider should go to his/her
NOTIFICATIONS tab to see the request. They can review the information provided by the
customer as well as see the customer’s rating and location. The provider can select or reject the
request by the customer. If the provider accepts the assignment, the customer will receive an
email or text notifying them of the acceptance by the specific provider. If the service is
scheduled for the current calendar day, it will be listed in the CURRENT ASSIGNMENTS tab
of the provider’s ASSIGNMENTS NUTSHELL tab. It will also be listed in the customer’s
CURRENT SERVICES tab of their CURRENT SERVICES NUTSHELL. If the assignment
is outside the current calendar day window, the assignment and service will be entered into the
UPCOMING ASSIGNMENTS of the provider’s ASSIGNMENTS NUTSHELL, and the
UPCOMING SERVICES of the customer’s SERVICES NUTSHELL. When the customer
accepts the service agreement, it may be appropriate for the provider to call or text the customer
in order to assure they are in agreement as to the details of the assignment.
Both the customer and the provider must CONFIRM or NO SHOW (indicating the party is
canceling the service) the service prior to proceeding to the service. If a NO SHOW is
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indicated, by either party, the other party will be notified. If a NO SHOW is indicated by the
butler, the customer will be asked to attempt to select another butler, or call an 800 number for
further assistance.
If the customer indicates a NO SHOW within 24 hours of the scheduled service, the customer
will be charged for one hour of service. This is accomplished by creating a pending payment,
that must be paid prior to allowing the customer to request service in the future. When the
customer confirms, he/she must pay one hour of service in advance. When the customer and
butler CONFIRMS service, they will each be given a unique pass word via email and text
message, that will only be known to them.

At this point in the process the provider will see an icon that will allow them to see the route map
to the customer’s location. To get specific turn by turn directions, the provider must activate the
Google Maps app on his/her iPhone. On the day of the assignment the provider clicks on ON
MY WAY, the customer will be notified the provider has left for the assignment and, if using an
iPhone the customer will be able to GPS track the location of the provider via Google Maps.
After indicating ON MY WAY, the provider can photograph receipts for associated expenses
with the amount and description of the expense.
IT SHOULD BE NOTED THAT THESE EVENTS CAN BE HOURS OR DAYS APART, SO
WHEN DETERMINING WHERE THEY ARE IN THE PROCESS, THE PROVIDER
SHOULD ALWAYS GO TO THE ASSIGNMENTS NUTSHELL AND CLICK ON THE
CURRENT ASSIGNMENT, OR UPCOMING ASSIGNMENTS TAB, AND THEN THE
SPECIFIC ASSIGNMENT, IN ORDER TO REFRESH WHERE THEY ARE IN THE
PROCESS
When the provider arrives, the customer must click on the ARRIVED function. Both the
customer and the provider must then indicate they have exchanged the pass code information.
Once this is done, the service officially starts and the service time will be calculated from that
point in time. Once the provider indicates exchange of the pass code, he/she will see a
SECURITY ALERT popup that gives them the option of setting a security elapsed time within
which the system will ask him, via SECURITY ALERT popups, to indicate he is safe. They
will also receive emails and text messages to respond to these SECURITY ALERT popups. If
the provider does not respond to the SECURITY ALERT popup within five minutes, a message
will be sent to Customersupport@classforthemass.com. Customer support will then attempt to
contact the provider to assure the provider is safe. Unfortunately, we have determined that
security companies cannot guarantee a response time, so we can only try to call you at the
number you have provided. At each instance of the SECURITY ALERT popup, the provider
can disable the SECURITY ALERT popups if they desire. After the exchange of pass code
information, the customer can approve or reject any receipts the provider has entered into the
system.
When the service is complete, both the customer and the provider must click on ASSIGNMENT
COMPLETE on their individual devices. When both have done this, the service is considered
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complete and the elapsed time from when the service started is used to calculate the payment.
The customer will be asked to pay for service in excess of the minimum one hour of service. In
addition the customer will be charged for any approved receipts plus a 10 percent service fee
associated with the approved receipts.
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Chapter Five -The Guide To Giggin’ Website
The home page for Giggin’ is www.gigginguides.com . This site is intended to optimize your
use of the Giggin’ apps. It includes the following sections.
Blog
This section contains a blog that explores topical subjects that relate to being a personal/event
chef. We also encourage users to suggest topics they are interested in.
About Giggin’
This section contains a video that describes the business rational of Giggin.’
How it works
This section contains a one minute video that describes how Giggin’ works.
What’s in it for me?
This section contains a video that describes the advantages of using Giggin’ from a provider
perspective.
Customer User Guide
This section helps user’s understand how to use Giggin.’ It contains a written guide (as shown in
the previous chapter) as well as a video describing use of Giggin’ from a customer perspective.
Provider User’s Guide
This section includes a written provider’s guide (as shown in the previous chapter) as well as a
video describing the use of Giggin’ from a provider’s perspective.
Tips and Feedback
This section provide useful tips of how to use Giggin.
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