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INTRODUCTION 
Along all points of the Food Value Chain both Buyers and Suppliers constantly struggles to balance uncertain 

supply and demand.  This inefficiency results in vast amounts of food surplus and waste as well as lost 

resources used as inputs to production and management. The challenge is to align a broader base of buyers 

and suppliers within an efficient reallocation mechanism.  

                                                           
 

Industry Challenges 
 

The food industry in general, lacks a proper 

online marketplace that can effectively 

coordinate the alignment of buyers and 

suppliers. The current challenges has various 

supply and demand issues specific to various 

segments of the food industry. 

 
Demand Side Example 
 

Take the poultry production segment of the 

industry as an example. This segment is 

governed by supply management and specific 

quotas allocated to major manufactures 

(primary processors). There is a growing trend 

in this segment whereby the majors are not 

placing full birds or residual parts (surplus) on 

the open market. The majors are retaining 

this product and utilizing existing or 

establishing new internal value added 

channels. This movement has placed a great 

strain on the small to midsized further 

processors as this has limited their access to 

raw material. As a result further processors 

are forced to source raw materials from other 

countries such as the United States. This is 

not the ideal solution as the Tariff Rate Quota 

system on Agricultural Products manages 

imports and this is only suitable to firms that 

have sufficient import allocations (quota 

shares). 

The problem here is that there is no stable 

supply of raw material to meet demand and 

the strain on supply places significant 

pressure on production planning activities for 

the further processors. In addition, further 

processors are spending considerably more 

time in procurement activities searching for 

product at effective prices. This drives up the 

cost of a typical transaction. 

 

Supply Side Example 

Producers are routinely left with surplus 

product during production. This occurs at 

various points in the production process. 

Examples of these events include: 

 Value added channels at production 
capacity 

 Production/material excess  
 Mislabeling/incorrect ingredients  
 Demand uncertainties   
 Off-spec production/change in specs.  
 Labour issues/external events  
 Close-outs/insurance settlements  

 
The problem in each of these events is that 

the producer has limited time to locate end 

users.  

Presently, larger producers employ a 

dedicated sales team to pick up the phones 

and offer the product up to their ‘go-to’ 

buyers. This inefficient process forces food 

producers to offer significant discounts as 

the product approaches its expiry. Another 

implication is that perfectly good product 

could go to waste. A recent report 

commissioned by the Provision Coalition 

estimates that 30 to 40 percent of food 

produced is lost in the value chain at an 

estimated cost of $27 billion per year. The 

report estimates that 18% of this waste is 

attributed to the production & packaging 

component of the value chain.1 

 

 

 
          
1 “Developing an Industry Led Approach to 

Addressing Food Waste in Canada”, Prepared by: 
Nicoleta Uzea, Martin Gooch and David Sparling, 
Commissioned by Provision Coalition, 2014.
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Our Approach 
 
Resetfoods.com (RESET) is a real time B2B 

marketplace. Our core focus is to provide a 

platform where food Suppliers can instantly 

connect with Buyers to reallocate quality time 

sensitive surplus food product. Our platform 

is a true marketplace where prices and 

quantity adjust in real time, product is 

uploaded instantly, alerts are tailored to 

buyer requirements, payments are instant 

and transactions are quickly executed.    

 
How does RESET help the commercial Buyer? 

RESET provides the commercial buyer 

exposure to products that they would 

otherwise not have access to.  Our 

distribution and logistics strategy allows for 

flexibility in order size and better 

coordination between Suppliers and Buyers. 

This will add efficiencies to procurement 

activities and reduce overall transaction 

costs. 

How does RESET help the Seller?  RESERT 

provides a stronger alignment to a larger base 

of buyers and more efficient distribution 

channels.  A broader pool of buyers will 

increase profit potential.  The distribution 

channels allow for better coordination, and 

the ability to achieve faster sales. 

Current Status 
 
We have developed three functional 

platforms representing B2B market places. 

The first is broad based while the remaing 

two are well suited for defined networks. All 

incorporate optimization features that will 

facilitate the connection of Buyers and Sellers 

within a “Blackbox” format. Our plan is to 

lead with a primary user group that will help 

establish a critical mass of Buyers/Suppliers 

that we can grow out organically and support 

the broader platform.  

 

We encourage you to visit 

www.resetfoods.com and connect with 

us. 

 

Sample Screenshots 

 

http://www.resetfoods.com/

