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Washington Seafood Case Study
Background

Washington Seafood’s Fish N’ Easy products are the industry’s first and only ready-to-cook fresh seafood meals. Retailing for $6.99 to $9.99, each of the nine meal varieties features 3-5 oz. of fish, a complementary sauce and delicious side, such as roasted rosemary potatoes, garlic mashed potatoes or wild rice. Entrees include Salmon stuffed with Crabmeat, Tilapia, Caribbean Tuna, Chesapeake Crab Cakes, and more.
Convincing consumers that fresh fish meals that are packaged, seasoned and ready-to-cook in an oven or even a microwave are restaurant-quality is no easy task. Time after time, Washington Seafood found that if consumers would only have a taste, a sale often quickly followed. Getting food in consumers’ mouths was essential to ensuring the company’s success in the retail industry.  
Solution
Washington Seafood’s go-to-market strategy was focused on building success from one retail chain to the next. Not uncommon from other industries, prospects often don’t want to be the ‘first’ with a new product. However, Giant Food stores were ready to receive the products. Working closely with Giant, Washington Seafood conducted a test in more than 50 Giant Food stores with a variety of products. Washington Seafood marketing and sales representatives visited the Giant Food stores to educate seafood buyers on the product and set up point-of-purchase materials — signage for the shelf and a poster. Demonstrations played a large role in ensuring a successful launch; they were the key to getting the food in consumers’ mouths. Additionally, the demonstrators educated consumers on the product variety, how to cook the products and enticed consumers to purchase by handing out dollar-off coupons. The demonstrations were complemented with half-price sales and ads promoting the sales in Giant’s weekly newspaper insert. Another key component of the go-to-market strategy was a media relations effort that helped build awareness of the company, both in the food trade press and business press. A successful media lunch gave press an opportunity to taste the products and talk with Washington Seafood spokespeople. Articles appeared in the Washington Business Journal, Seafood Business and others. 
Results
After a successful test in more than 50 Giant Food stores, the products were soon available in all Giant Food stores. Washington Seafood utilized the same successful approach for other chains on its prospect list. Soon Fish N’ Easy meals were available in Price Costco, a warehouse store featuring groceries and a variety of household items and other consumer products. The company plans to head to other grocery chains and markets in a 300- to 400- mile radius from  Washington, D.C. 
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