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Building a community since 2019

Fostering connections and networking

Providing informative speakers and educational content

Volunteer-led 

Free membership – Join today at dfwcpg.com

WHO WE ARE: 



✓ A community that cares about your success

✓ Learn best practices from industry experts – online/virtual and live events

✓ Opportunities to leverage this community to help drive your brands’ 
growth

✓ Insider Newsletter, networking, advice

✓ Publicity for your brands via our events, newsletter, and social channels 

✓ Resources – check out our website resources page for past event 
presentations and recordings and other industry information

Who are the members?: 

Members and sponsors include brand founders, suppliers, packaging firms, 
retailers, brokers, consultants, investors, advisors, entrepreneurs, agencies, 
partners, and other CPG organizations. 

Why Our Members Join: 



Recent Events – Opportunities to learn, connect and network



Virtual 

In-

Person

Upcoming July 2023 Events:  Register online dfwcpg.com/events



Get DFW CPG’s The Insider Newsletter – for news & opportunities 
twice/month



Today’s Presentation:

Strategies for Growing a Successful Brand

Presented by DFW CPG Executive Committee Members 

Richard Riccardi, Co-Founder, Investor and CPG Advisor

Tim Prager, CEO of Capstone Consulting

Mindy Robbins, CEO and Founder of Happy Sprinkles Treats

Genevieve Poirier-Richards, President, The Marketing Spectrum - Moderator  



Panel – Key Points Summary: 

                           
• Find mentors, advisors and experts ,and other brand founders to help guide you and provide 

insights and advice – there is a lot to learn and know about the CPG industry. Visit our  Resource 

page on the website to see some other CPG industry groups and partners. 

• Develop the financial knowledge you need about your products, costs to produce, and cost to 

sell by channel.  Critical to understand this and to be able to forecast how it will evolve over the 

coming years.  Investors will also ask about this.  Consider hiring a skilled book keeper and as you 

grow – a Fractional CFO if needed.  

• There is a lot of complexity to selling in various retail channels – think about your product, your 

consumer, and the channels and develop your growth strategy before you start presenting.  Be 

strategic and find a way to win in limited channels before expanding.

• Velocity (how fast your product sells on the shelf) is a key metric! Once you get in-store, ensuring 

you have ‘pull through’ is key to success. Programs and sales promotions to drive sales will need to 

be planned and funded. Try to find out what the average velocity is for products in your category 

(by retailer) – it’s often expressed as Units/Store/Week or can be Dollars/Store/Week. 

• Know your consumer – research can be expensive but other options include: talk to your shoppers 

at sampling events, demos, farmers markets, or other.  Review social media comments and online 

reviews.  Consider low cost testing to get insights on products, brand image, and other elements. 

(1Q.com is one potential online research tool). You will make better product, brand, marketing 

and business decisions when you have detailed consumer insights.  And, you’ll make better and 

more persuasive presentations! 



Thanks for Joining Us Today at Go TEXAN Expo!
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