PERMIT APPLICANT RESOURCE GUIDE
Vancouver Street Food Vending 2013
City of Vancouver
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A.
1. Foodsafe Certificate
The FOODSAFE course is about preventing the transmission of food borne illness and
worker safety on the job. People who prepare, serve, and clean up food should take
the course for the safety of their customers and themselves. The Foodsafe Level 1
Certificate does not currently have an expiration date.
The BC Health Act: Food Premises Regulation, Training, Foodsafe Training states that:
1) Every operator of a food service establishment must hold a certificate,
issued by a health official, for the successful completion of the food
handler training programme known as FOODSAFE or its equivalent.
2) Every operator of a food service establishment must ensure that while the
operator is absent from the food service establishment, at least one
employee present in the establishment holds the certificate.
You have been asked for a valid Foodsafe Certificate Level 1. If you have your
Foodsafe Certificate Level 2, you may attach it for one bonus point. For further
information on the programme and courses please go to: http://foodsafe.ca/main

B.
In compliance of B.C. Health By-laws, the submission of a Food Safety Plan is required
for review and approval prior to the opening of any food related premises. The BC
Centre for Disease Control has created a guide, Ensuring Food Safety, which will help
you to write your own Food Safety Plan according to the "Hazard Analysis - Critical
Control Points" (HACCP) method.
To prepare food safely, you must follow certain steps and procedures throughout the
entire process, from receiving your food to cooking and reheating. The HACCP System
is a programme that identifies and analyzes the potential food safety hazards in the
food processing facility. The programme then puts steps in place to ensure that those
potential hazards cannot affect the final food product. The HACCP System can be
thought of a system that prevents problems before they happen.
The HACCP principles are covered in the Foodsafe Certificate courses, and a HACCP
Food Safety Plan will be required by Vancouver Coastal Health before you are
approved to operate your Food Vending business. By providing a completed HACCP
Recipe plan with Critical Steps for your main menu item (for a Type II Vendor), or
3 of your main menu items (for a Type III Vendor), you will be better prepared and
able to demonstrate your readiness to City of Vancouver and Vancouver Coastal Health
Staff. You will find the guidelines on the ‘Types of Mobile Food Premises’ in the
Vancouver Coastal Health Mobile Food Premises Guidelines that can be found in the
Appendix, Document C.1.
Please complete the Recipe formats for each main menu item by referring to the
“Ensuring Food Safety” document found on the BC Centre for Disease Control, under
‘Food Guidelines and Information’. Ensure that you include critical steps for both
your commissary and on your vending unit. Find the full document PDF in APPENDIX
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A2, and find document 6B (Recipe with Food Safety Plan with Critical Steps and
detailed information on how to Control the Hazard) as your example. The link
found here: http://www.bccdc.ca/NR/rdonlyres/1A068D5D-3350-4D1C-A356D8C6D62B7DB9/0/EnsuringFoodSafetyHACCPWay.pdf

C.
A schematic drawing or diagram of your proposed or existing cart is required; please
be sure to include interior drawings with exterior measurements and all related food
service equipment.
Please review the Mobile Food Premise Guidelines requirements (see Appendix,
Document C.1), as it will help you to understand the requirements; this is what
Vancouver Coastal Health staff will use to review the suitability of your vending unit in
relation to your proposed menu and overall Foodsafety Plan. How this section is
scored will reflect the presence of appropriate schematics and how they translate into
your vending unit’s overall readiness for health approval.
You will also find vending unit schematic examples in the Appendix, under section
C.2. Please note that the drawings included are only examples, and you are not
required to copy their exact formatting. You must stay within the requested 3 pages
for Interior Drawings; and 3 pages for a drawing showing a Water System Diagram and
Safety Codes.

D.
The information on the details of your vending unit is meant to demonstrate that you
will be sufficiently ready to order, purchase, complete or operate your vending unit if
you are awarded a food vending location and permit.
These can be (pro-forma) statements from a manufacturer, or other documentation
that demonstrates a relatively ‘ready’ status in terms of your vending unit, and should
fit into the application’s categories:
a. manufacturer’s letter OR
b. proof of purchase/ownership OR
c. equipment and operational plan (for self-built) OR
d. proof of operating unit or any other documentation showing you have
researched options for ‘a vending unit’
You can find examples in the Appendix under Section D

E.
Each food vending business requires a location of operation, referred to as a
commissary. This is a Vancouver Coastal Health approved food preparation facility,
and no food vending business may operate without it. By providing a copy of your
(tentative) rental agreement, you are indicating that you will be ready to begin
operations in a short period of time should you be awarded a permit.
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Refer to Appendix D.1 for a sample letters. ***Please do not sign a lease or submit
payment for a commissary for your food vending business before your application
is selected for the Food Vending Programme as the City of Vancouver cannot
guarantee that you will be awarded a location.

F.
In relation to your business offerings and model explain in a write-up with word limits,
why your business is offering something unique to Vancouver and the Street Food
Vending Programme—especially in relation to other existing vendors. This could be the
type of food that you offer (such as the way it’s prepared, served or its cultural
origins), the style of your vending unit or anything else that you think makes you stand
out from other vendors.
It is important to note that the City of Vancouver encourages smaller, independent
businesses, specifically those that do not have more than three other current
locations. The City prefers not to have ‘franchised’ or ‘multiple location’ businesses
that have three or more existing locations operating as a traditional non-street food
outlet (such as a drive-through or permanent location restaurant).

G.
Your write-up has a word limit, and should include any measures that you intend to
implement around sustainability and waste management. This could include:
how you manage your waste at your vending and commissary site—do you
recycle, do you have rubbish bins etc.;
minimisation of excess or non-recyclable materials (such as packaging or
types of plastic such as Styrofoam) and use of more eco-friendly products
any sustainability measures related to your vending unit (such as material
or energy use);
other related sustainability measures such as social sustainability around
community development, i.e. collaboration with local artists or urban
farmers, social enterprise aspects, employment of marginalised or minority
individuals, etc.
Any other elements that encourage healthy food elements such as local,
organic, vegan, vegetarian or un-processed options. This could include food
or partnerships with the following certifications or bodies:
o
o
o
o
o
o
o
o
o
o
o

CFIA Certified Organic;
USDA Certified Organic;
Food Alliance Certified;
Rainforest Alliance Certified;
Protected Harvest Certified;
Fair Trade Certified;
Ocean Wise Certified;
Fair for Life (Fair Trade) Certified;
Sea Choice – green rated products;
Marine Stewardship Council’s Blue Eco-Label;
Local Food Plus Certified Local Sustainable; or
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o

BC SPCA certified

There is the option of receiving a bonus point for this section. If you are successful
with your application, it is expected that you will implement the measures you have
stated in this section at the time of applying.

H.
Please include a Menu Plan and explanation of your food concept. If you will be
having specials, or items that change weekly or seasonally, please indicate this as
well. Try to communicate how your menu has appeal, quality; what makes it unique
and special—and why it would be a good addition to Vancouver Street food. For
example, why is your food ‘street’ appropriate, why will it appeal to people and how
is it innovative or distinct?
Your Detailed Menu Plan should demonstrate all of your food items for sale, including
beverages if they are offered. Include a brief description so that the reader
understands the Write-Up for your menu plan.
It is important to note that if you are awarded a street food vending permit it is
dependent on your location in relation to the food items that you serve. You are not
permitted to sell food items within 60 metres of another establishment that is selling
similar food menus, food themes, or concepts. Any significant menu changes or a
change in menu concept will have to be approved by Vancouver Coastal Health and
Engineering with the City of Vancouver.
Sample Menu:
Item

Details

Price

Beef Arepa

Arepa with shredded Beef

$6.00

Chicken Arepa

Arepa with shredded Beef

$5.00

Domino

Arepa stuffed with black
beans and white Cotija
cheese
Arepa stuffed with
chopped chicken salad
prepared with potatoes,
carrots and avocado
Arepa stuffed with
scrambled eggs with garlic,
onion, sweet pepper and
tomato
Turnover-like cornmeal
stuffed pocket
Black beans and grated
white cheese
White rice, seasoned
shredded beef, fried
plantains, sliced avocado,

$6.50

Reina Pepiada

Perico

Empanada with shredded
beef
Empanada Domino
Pabellon Criollo

$6.50

$5.00

$3.00
$2.50
$8.00
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fried egg, black beans and
topped with Cotija cheese
***Sample Menu from foodcartsportland.com and La Arepa Venezuelan

I.
You have been given a chart to fill out in relation to your menu items for a maximum
of 5 primary items. This chart will be evaluated by the Selection Panel, and they will
be looking to see how the ingredients and components of your menu reflect quality,
healthy and sustainable food options overall.
These are qualities that the City of Vancouver encourages for the Food Vending
Programme but are not mandatory to be a vendor. It is up to you to determine where
and what kind of food you will source, and what emphasis you place on ‘quality and
fresh’ as well as ‘sustainably sourced’ foods (where appropriate or possible).
According to the City of Vancouver’s Ethical Purchasing Policy, Fair-trade includes
specifically Coffee and Green or Black Tea; Cocoa Products; Sugar; Bananas and other
tropical fruit.
Sample Menu Specifics Chart
Menu Item
Component/
Ingredient

1) Tomato
Soup

a.) Tomatoes

b.) Onions
c.) Vegetable
Broth
d.) Cream
e.) Spices

J.

Made
from
Scratch?

Whole, Unprocessed or
Fresh food?

Certified
Organic?

Fresh in
Summer,
canned in
winter.
X

X

X

X

Fair-trade,
Sustainable
Harvested or
Free Range?
(Where
applicable)

X

X
X

-

While not mandatory, providing healthy food options is important, and many food
establishments these days are offering their customers healthy choices to meet
demand and to be competitive. In the space given, identify how your menu
incorporates the recommendations for daily food requirements and food groups
included in the Canada Food Guide (CFG).
The primary categories in the CFG are Vegetables and Fruit; Grain Products; Milk and
Alternatives; Meat and Alternatives; as well as the types of oils and fats. Your
explanation should also reflect the CFG’s suggestions in the preparation of food
groups, with attention to the specific recommendations within each category. See

6

Appendix, F.4 for the Canada Food Guide or refer to www.hc-sc.gc.ca/fn-an/foodguide-aliment/index-eng.php.

K.
You are being asked to provide this information not only because you will need to do
so in the future for approval from Vancouver Coastal Health, but also to demonstrate
your choices in terms of quality and locality of your food products.
The Street Food Vending Programme encourages the selection of locally grown and/or
manufactured products, and this is a chance to identify any locally sourced (ideally
within the Lower Mainland, BC, and Canada respectively). While there is some overlap
with the Food Specific Chart that you have been asked to complete previously, this
category focuses on the suppliers, producers and/or manufacturers that you intend to
source your food from.
As an additional resource, in the Appendix F.6, you will find a Vancouver Farmer’s
Market Resource Guide that lists all of their local farmers and producers. You can find
information on who sells specific produce items, and also which producers/farmers
offer volume discounts, delivery and ‘seconds’ produce.
For example, you can choose to buy lettuce (when in season) from a local producer
through the Farmer’s Market or from a distributor whose produce comes from outside
the province. Or you could choose a mass-produced cheese-product versus a cheddar
cheese that is produced in the Fraser Valley with milk from the same region. While
price is most often an important factor in making these decisions, your food sourcing
can indicate an attention to quality and freshness.
Sample Suppliers/Distributor/Producers Chart

Supplier (with contact
information)

Main Items

1.Gordon Food
Service

a.) Tomato
b.) Cheese
c.) Coffee

Product details:
Brand or Company
Where is this item grown and/or
processed?
BC Hothouse
Armstrong Cheese/BC
Mexico/ Ethical Bean

L.
Why are we asking you to write a Business Proposal Plan?
The importance of a comprehensive, thoughtful business plan cannot be
overemphasised. Many factors critical to business success depend upon your plan:
outside funding, management of your operation and finances, promotion and
marketing of your business, and achievement of your goals and objectives.
Some people assume that if they are not going to seek financial support from lenders
or investors to open their business that they don’t need to prepare a business plan,
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but every business should have one. Being a successful street food vendor can be
challenging and many factors come into play. You are being asked for a basic business
proposal plan because it is important that you have done your research, reviewed your
financials and carefully thought out how you will implement your street food vending
concept.
Writing a business plan serves as a roadmap for your venture when you’re starting out.
As the primary investor in your business, you (and your partner/s) are the first people
who should be informed and confident about your road to success.
It is important to note that while your business plan is a very important aspect of your
application to the Vancouver Food Vendor Programme, the City of Vancouver does not
in any way guarantee the success of your business if you are accepted as a food
vendor.

How do I write a Business Proposal Plan?
There are many components to a business plan, and they can vary greatly in format
and content. We have provided specific categories in the Food Vendor Application so
that all of the applications are submitted in the same format; this will help to ensure a
fair review process by the Selection Panel since all applicants will respond to the same
requirements.
While not everyone may need assistance with their business plan, the Small Business
BC Centre is an excellent resource for business planning and can help guide you
through each step of the process to help you write and format your plan. Small
Business BC also has a resource centre where you can access materials, market
research databases, and access advisors that can help to review your plan before you
submit your final Street Food Application. Creating a business plan will also prepare
you to more easily apply for funding through financial institutions.
Most of the material and structure for the business plan template has been taken from
the Business Plan Writer found on the Canadian Youth Business Plan Foundation’s
website, which you can find here: http://www.cybf.ca/cybf_resources/gettingstarted/business-plan-writer/
Please ensure that you carefully follow the guidelines for each category of the
application as not all of the categories from the CYBF Business Plan Writer need to be
completed and may not apply specifically to a street food business. In each section
you will find a general description of what is required, as well as some guiding
questions to help you write and clearly present your information.
The Business Plan will be scored based on each category, and the overall
COMPLETENESS as well as a comprehensive evaluation of the CONTENT by the
Selection Panel. You have been asked to complete the following categories for your
Business Proposal Plan:
1. Executive Summary
i. Company Profile Summary
ii. Market Research Summary
iii. Finance Summary
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2. Company Profile
i. Business Overview & Objectives
ii. Management
iii. Mission and Goals
iv. Products & Services
3. Market Research Summary
i. Key Competitors (Industry Overview)
ii. Keys to Success
4. Sales & Marketing
i. Pricing Strategy
ii. Marketing Strategy
5. Operations
i. Human Resources
ii. Process/Production
iii. Risk Assessment
iv. Operational Timeline
6. Financial Plan (Including Assumptions)
i. Start-Up Costs and Break Even Analysis
ii. Cash Flow Projections (for two years)
a. Financial Projection Rationale/Assumptions
iii. Balance Sheet

1. Executive Summary
Although the first section of a business plan introduces your business, the Executive
Summary should be the last section that you write.
This section should provide a brief overview of your business concept and key points of
interest, and you want to be sure that it engages the reader and sells your business. In
essence, this summary should allow a brief glance while capturing the most important
business aspects, including the owners’ names and their credentials, your products or
services, your market(s) and the competition. The Executive Summary is a recap of
the key points of your full plan including your unique product offerings (i.e. your menu
highlights, marketing plan, key implementation dates, high level financial projections,
including profitability, and your keys to success).
Your summary should be just one page long and broken into sections to allow the
reader to scan the page easily. Conclude your Executive Summary with a concise,
positive statement that spells out why your business is sure to succeed.

2. Company Profile:
a.
b.
c.
d.

Business Overview & Objectives
Management
Mission and Goals
Products & Services

This section should include your company mission/vision and plans for growth.
Also include the business owner and/or management team’s profile, their credentials
and experience, business history if appropriate, and the goals/objectives of the
business.
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a. Business Overview & Objectives
In this section you describe what you are offering—what are the strengths of your
product/services and how your company is set up to succeed and grow.
Have you conveyed your key aspirations?
Does it capture the essence of your vision?
Have you given consideration to the following points:
- Your core values, beliefs and/or attitudes?
- Service standards, product quality or range?
- Company image, internal culture
- Standards for success

b. Management
The intended structure and experience of the owner’s company is communicated in
this section, and can include company owners, partners or directors. If a
partnership, indicate the ownership interest of each partner. Consider:
Will your company be a sole proprietorship, a partnership or corporation (limited
company)? Have you identified your company owners if other than sole proprietor?
If not a sole ownership, what are share of ownership proportions?
As business owner, what relevant qualifications do you have? For new businesses,
capture points explaining why you are considering this business.
Have you identified positions and determined which individuals will hold these positions?
Have you provided details regarding management, experience and responsibilities?

c. Mission and Goals
Your objectives may be related to desired market position or they may define
sales, profits or growth intentions. Objectives should be realistic statements,
communicated as concrete goals, and defined in measurable terms.
What does your brand stand for?
What is your daily mission?
What are your specific short and long-term objectives for your company?
How do you plan to achieve your objectives? (i.e. what strategies will you employ?)
Do you intend to expand your business, increase capacity, or diversify your
products/services?
Where do you see your business in 5-10 years?
In the event your business objectives are considered intangible i.e. "offering the
best service" in your market, then methods for measuring will be a
consideration. Will you measure this service by quality of service, service speed,
volumes served, or some other definition? Once determined, your objectives
should align themselves with your financial projections.

d. Products and Services
Include details on your menu: how the food is produced, packaged, presented,
priced, how it is unique and how you position it compared to your primary
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competitors (those other food providers with similar products). Do you have
specialised skills, new technology, access to cheaper materials, more sustainable
or “green” or low overhead costs? Think about:
What products or services to you intend to offer?
Discuss how your products and services will vary from those of your competition. Are
there unique service features or product benefits?
How will you differentiate yourself from competitors? Why will consumers be attracted
to your products and purchase from you? What do you consider your product or service
advantages to be?
Will your products/services offer advantages to your customers? If so, how?
Who will buy your products and why?
In other words, what is the unique selling proposition or selling point
Do you have any possible future products or services?

3. Market Research Summary
a. Key Competitors (Industry Overview)
Evaluate and identify your competition and discuss what known businesses in your
industry will be competing for your target markets. Give a brief description of
each of your most significant competitors, their products and how it relates to your
business.
Who are your competitors, generally speaking?
What research have you conducted?
Can you differentiate your competition as either direct competition or indirect
competition?
What products/services do your competitors offer? What are the similarities?
The differences?
What are your competitors marketing strategies if any?

b. Analysis (Strength, Weakness, and Opportunities)
This section is one of the most important components of your business plan. Assess
your business in comparison to your competitors.
What are their weaknesses and strengths?
Are there specific areas that you can differentiate yourself from your
competitor?
Are any of these contrasts considered to provide a competitor edge?
Will your business face any competitive disadvantages?

c. Keys to Success
What are the critical factors for your business to succeed? What are the key
elements that attract your customers? For example:
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Who purchases your products? Quite likely, you will have a primary market
segment, or target market, as well as one or two secondary markets.
What are the opportunities represented in the trends?
Discussion points to consider could include company size, pricing strategies,
product variations, product distribution processes or perhaps location of
businesses

4. Sales & Marketing
a. Pricing Strategy
You will need to determine how you intend on pricing your business products or
services available for sale. Do you intend on adopting lower pricing to achieve
sales volumes or higher pricing expecting lower volumes but greater profit
margins? How have you arrived at your pricing strategy?
What costs are associated with your product i.e. your manufacturing expense or
wholesale cost to purchase?
What do you competitors charge for products?
Are your customers motivated by cost of product in any way?

b. Marketing Strategy
This section of the business plans communicates the marketing strategies you plan
on implementing. What are your market entry plans?
Discuss your intended promotional activities for creating awareness of your business and
the products and services you will be offering.
Include your Marketing Strategy, Activities and Objectives
What are your top 3-5 marketing activities (based on your Marketing Strategy) and the
detailed implementation plan for each?
Discuss your Sales approach and how that will change between seasons (i.e. the
low/high seasonal periods)

5. Operations
Your Operations Plan describes the daily operations of the business. Who (the people:
staff or management) does What (the activities: purchasing, prep work, banking etc.),
When (the frequency: how often ie: daily, weekly, monthly etc.), Where (off site, or
at the facility), How and Why.

a. Human Resources
Discuss any plans around staffing, hiring and your goals for the future
Outline the support staff positions required to manage day-to-day business operations.
Salaries or wages will need to be a consideration.
What support positions are required to manage operations?
What key attributes are desired?
What is your hiring process?
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What are the wages and/or benefits?

b. Process/Production
Outline your process and production over a day, from preparation to end of day. How
much product will you be able to produce in a day, what is your back-up, what (if any)
are threats to your process and production?
Are there any special requirements such as location, equipment?

c. Risk Assessment
What are the potential risks that your business could face? How will you prevent these
and/or address these?
Not meeting sales targets, not meeting customer satisfaction, late delivery etc.

d. Additional
Provide any additional information you think may be necessary
For example, you could think about when you will start and each major goal that will
make it necessary for you to operate and grow your business

6. Financial Plan
1. Financial Plan (Including Assumptions)
i. Start-Up Costs and Break Even Analysis
ii. Cash Flow Projections (for two years)
a. Financial Projection Rationale/Assumptions
iii. Balance Sheet
A financial plan includes four financial statements:
A Start Up Cost Sheet and your Balance Analysis
A Monthly Cash Flow Statement for the First Fiscal Year, which compares how much
cash will be coming in versus how much you will be spending
An Annual Cash Flow Statement for the First Three Fiscal Years
A Balance Sheet, which compares what you own to what you owe
A financial plan also includes you assumptions, which you will also find in the CYBF
Planner.
This section is completed easily through the CYBF Business Plan Writer. Financial tables
are provided as a tool to guide you and create the appropriate structure. Input your
financial projections or estimates into the table provided in each section of the financial
plan and the totals will be automatically calculated for you.

For many, the financial plan is the most important section because it identifies your
financing needs and shows the profit potential and financial viability of your business.
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As a business owner, you will need to become familiar with terminology such as Income
Statement, Cash Flow and Balance Sheets. In simplistic terms, all this means is money
coming in, money going out, assets and liabilities (what you own and what you owe).

7. Additional Documentation
In this section, you may add any documentation (up to a limit of 2 pages) that you may
not have been able to attach elsewhere in the Application Form. You are not required
to attach anything in this section, and only include information that you feel is a very
important aspect in the evaluation of your food vending business proposal.

DEFINITIONS
Vending Unit: For the purposes of this application process, a vending unit will refer to
any unit used to a house a street food business. This could be a sidewalk cart or
trailer, which may have size restrictions according to location (see Engineering
Services guidelines), or a self-propelled vehicle, or a motorised food truck.
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APPENDIX

“Ensuring Food Safety the HACCP Way” document found on the BC Centre for Disease
Control, under ‘Food Guidelines and Information’.
Find the PDF link here. http://www.bccdc.ca/NR/rdonlyres/1A068D5D-3350-4D1CA356-D8C6D62B7DB9/0/EnsuringFoodSafetyHACCPWay.pdf
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‘Regional Health Protection Guidelines: Mobile Food Premises’
http://www.vch.ca/media/mobile_food_premises_2011.pdf
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***Please note that this letter is an example ONLY. You may also provide an example of
a tentative agreement stating that you have a rental agreement with a commissary
owner should you be awarded a street food vending location. This must be provided
by the commissary owner, with a signature, date and details about their facility.

Name of Commissary
Address
City
Phone
email

Date
To Whom It May Concern:

Name of mobile operator owns and operates, name of food
premises, a mobile food premises. He stores his mobile unit,
equipment and inventory at our commissary at address above. He
has signed a one year lease starting on Date.
Please call if you have any questions or concerns.
Thank you,

Name of Commissary owner/operator
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Find the link here: http://www.hc-sc.gc.ca/fn-an/food-guide-aliment/index-eng.php
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