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Green blocks = Week 1 (carried over, marked for your review).  White blocks = Week 2 (new this week).
	Key Partners
1. USDA Farm Service Agency (operating microloan financing)
1. Spawn / culture suppliers
1. Container retrofit / fabrication contractor (build-out, electrical, HVAC)
1. Local restaurants and chefs as anchor buyers
1. Farmers market organizers / local food co-ops for distribution access
1. CBU Environmental Science department (myco-remediation research collaboration, credibility/testing)
	Key Activities
1. Substrate prep, inoculation, incubation, fruiting, and harvest cycles
1. Container build-out, climate control tuning, and ongoing maintenance
1. Quality control and food-safety compliance
1. Direct sales outreach and order fulfillment to restaurants/markets
1. Strain selection and yield/process R&D
	Value Proposition
1. Consistently fresh, chemical-free gourmet mushrooms grown locally in a climate-controlled container farm
1. Small-batch, specialty varieties not typically available through standard grocery supply chains
1. Reliable, predictable year-round supply (not seasonal, not weather-dependent) for restaurant buyers
1. Wheelchair- and prosthetics-accessible production model — an operator-inclusive farm design

	Customer Relationships
1. Direct, personal relationships with chef/restaurant accounts
1. Standing/recurring orders once a restaurant account is established
1. Face-to-face repeat engagement at farmers markets
1. Responsive, personal service given small scale (not self-service/automated)
	Customer Segments
1. Local independent restaurants and chefs seeking specialty/gourmet mushrooms
1. Farmers market shoppers who value local, fresh, chemical-free produce
1. Health-conscious direct-to-consumer buyers


	Key Resources
1. Physical: retrofitted shipping container farm (climate control, growing racks, cold storage, harvest/packaging equipment)
1. Physical: delivery vehicle
1. Human: Chad's labor as grower/operator
1. Intellectual: cultivation SOPs/protocols, Desert Fog Mycology brand
1. Financial: USDA microloan proceeds, personal capital
	Channels
1. Direct outreach to restaurants (in-person, phone, email)
1. Farmers markets
1. Website (desertfogmycology.com) for information and ordering
1. Word-of-mouth within the local food community
	
	

	Cost Structure
1. Container acquisition and retrofit (largest fixed/capital cost)
1. Utilities — electricity for climate control and lighting (directly tied to the container as a Key Resource)
1. Substrate, spawn, and consumable growing supplies (variable, per-batch)
1. USDA microloan repayment
1. Packaging and delivery/vehicle costs
1. Business registration, licensing, and insurance
1. Website domain and hosting (funguyfungi.org)
	Revenue Streams
1. Wholesale sales to restaurants (per-pound pricing)
1. Retail sales at farmers markets
1. Future: grow-kit or specialty product sales
1. Future: farm tours or educational workshops




