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Top Technology Innovations Driving Growth in the Food and Beverage 
Industry

Today’s Webinar Will Begin Shortly:

QUESTIONS?

Use the questions box on your screen

AUDIO ISSUES?

Use the global dial-in number in your confirmation email

Harini Venkataraman, Ph.D.
Analyst

Josh Haslun, Ph.D.
Research Director
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1 A river of choices

Innovations to make your offering stand out in the flow2

Momentum from B2B to B2C3

Conclusion4
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3 A river of choice
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Within that river of choice there is a flow (industry) that carries resources 
(products) to consumers.
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Success in a river of choice
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The food and beverage industry brings an ever-
increasing diversity of products and ingredients to 
the market from an increasing diversity of 
sources. Consumers continuously select from the 
myriad solutions with an increasingly discerning 
eye for quality, outcomes, and cost among other 
attributes.
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Success in a river of choice

6

The food and beverage industry brings an ever-
increasing diversity of products and ingredients to 
the market from an increasing diversity of 
sources. Consumers continuously select from the 
myriad solutions with an increasingly discerning 
eye for quality, outcomes, and cost.

Capturing opportunities through innovation 
among your competitors and the flood of well 
funded purpose built and often more agile 
developers is exceptionally challenging and 
requires implementation of a range of 
strategies.

LUX TAKE
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Flooding choice aligns with key megatrends

Changing consumer 
preferences

Food security Urbanization
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The case of 
alternative 
proteins
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Plant protein immersion
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Emerging choice 
means 

differentiation is 
critical
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Channels

Functional 
ingredients

Alternatives

Focus on three technology areas to drive growth in the F&B 
sector
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ALTERNATIVES
Disruptive alternative ingredients align with 

consumer demands and sustainability areas
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Existing

Alternative 
sources

Alternative 
production

DATA HIGHLIGHTS

$500 million
The total amount of investment into mycoproteins in 2021, with 
95% of that funding coming from venture
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DATA HIGHLIGHTS

$1.5 billion
The total amount of investment into probiotics from 2018-2021, 
mainly through acquisitions

Functional ingredients
Ingredients that confer health impacts
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Metabolic 
impact Immune 

system 
impact

Microbiome 
impact

Cognitive 
impact
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CHANNELS
Personalization and digital platforms enable 

improved consumer reach
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DATA HIGHLIGHTS

$100 million
DSM invested $100 million into launch of D2C personalized 
nutrition company Hologram Sciences in 2021

Personalization

Digital sales 
platform

D2C sales
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CASE STUDY

Unilever places its bets on 
diverse protein sources

WHAT

Unilever partnered with B2B mycoprotein 
provider “ENOUGH.” This announcement 
follows its acquisition in the plant-based 
meat analog space and partnership with 
microalgae ingredient developer Algenuity

WHO

WHO

LUX TAKE

The future of proteins will 
be a diverse mix; 
capitalize on near-term 
opportunities, but don’t 
miss out on promising 
long-term options 
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CASE STUDY

Danone partners with Brightseed
for novel functional ingredient

WHAT

Danone will leverage Brightseed’s AI 
platform to identify functional ingredients 
from key plant sources, starting with soy. 
This will enable Danone to promote new 
health advantages in its plant-based dairy 
portfolio

WHO

LUX TAKE

XXXX
LUX TAKE

Engage with developers 
that have the ability to 
expedite ingredient 
discovery with proven 
health benefits.
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CASE STUDY

Lifenome’s precision nutrition 
solution holds promise

WHAT

Offers personalized wellness based on AI 
recommendations informed by genomic 
data, through a precision nutrition 
pregnancy platform called 9Moons; recently 
won PepsiCo’s fifth Greenhouse Accelerator 
program, receiving a $100,000 grant. 

WHO

LUX TAKE

XXXX

LUX TAKE

CPGs should explore 
opportunities to engage 
with startups which 
collect and analyze 
multiple consumer data 
streams, offering sales 
channels for 
personalization.
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Key Takeaways
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1 Diversification drives food system competition

2 Expect a variety of solutions that will require timing 
to succeed

3 Interplay among innovation strategies is critical
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Thank you
A link to the webinar recording will be emailed within 24-48 hours 

KEEP IN TOUCH

Email: questions@luxresearchinc.com

Visit: www.luxresearchinc.com

Read: http://www.luxresearchinc.com/blog/

@LuxResearch

Lux Research

UPCOMING WEBINARS

• September 21st: The Hospital of the Future

• October 26th: An Innovator’s Guide to 
Greenwashing

• November 23rd: Key Takeaways from COP26

• December 7th: The Lux Foresight Report: 
Implications and Innovations in a Post-COVID 
World

UPCOMING EVENTS

• October 5th & 6th or October 7th & 8th:
Lux Executive Summit 2021
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mailto:marketing@luxresearchinc.com
http://www.luxresearchinc.com/
http://www.luxresearchinc.com/blog/
https://twitter.com/LuxResearch
https://www.linkedin.com/company/lux-research/
https://www.luxresearchinc.com/webinars/the-hospital-of-the-future
https://www.luxresearchinc.com/webinars/an-innovators-guide-to-greenwashing
https://www.luxresearchinc.com/webinars/key-takeaways-from-cop26
https://www.luxresearchinc.com/webinars/the-lux-foresight-report-implications-and-innovations-in-a-post-covid-world
https://www.luxresearchinc.com/lux-executive-summit-2021

