Farmers Markets

This time of year, Farmers Markets are popping up all over the country. In the document below you will
find some tips for setting up your booth or table.

Here are some of the topics discussed in the attached .pdf article:

Tips for Success
Differentiate
Detail Your Display
Organize
Cultivate Consistency
Prioritize Pricing
Be Ready to Commit

Smile !

See article below.

(article on next page)
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Experienced market farmers offer tips for success at your first farmers’ market

By Lisa Kivirist
Ask any seasoned organic growsr, and -
t.h!ypmhalﬂq.'nm.dl} remember thar
= at 8 farmers’ market.
Ha,}'be It was weal stress-free day
and resulting combinanion of cash

]n:ndum'_ But mcet likely, that farmer
walked sway excited sbout sslling at
furure markets, ur with a hae of things

K you're headng it your first farm-
ers’ market season, youTe not alone.
According to the USDA, there were
3.144 farmers’ markets in 2013 in the
United States, whech 15 an increase
of more than £450% =sinee the TTSDA
started tracking this data m 1994

Pam Walgren's farmers’ market stand features fresh produce artfully displayed.
Friosto by Peranmial Joumey LLC

to g=t & bargain, and its better to move
product and not take x home "

Likew:se 1t's important, paracalarly m
those early market dayz, to keep a realis-
¢ perspective on earninee. It may taks
& Ew weeks, perhaps a whele season, for
market mustomers to know you and to

start developing & following.

“Whale the income was inconsistent
sometimes week to week, I found
farmers’ markets the perfect place ta
experiment when I was staroing out
farming " racalled Mormis
Carpenter of Grassroots Farm outads
Monroe, Wiz “T sould bring a bunch of
stuff every week, and could readily adapt

With contimued interest in local and

CppOCTUIILY
healthy, fresh food to ther family’s plates.

Az with any farm-based venture, seling at
farmers’ marker should be a thoughs-our, strategzic
part of your farm buaness plan Here are some tps
to get started—advice from farmers seasoned and
expeniznced in the markst-zelling scens.
Differentiate

As the new kod at the markst how can you stand
out from the crowd?

“Our stand looks very difforont than others sround
us,” explained Pam Walgren, farmer-owner of
Perenmal Journey L1.C, who sells razularly ar the
Manroe Farmer's Marker in Wisconsm. “We aim
for & more modsrn look rather than gaing along
with the ‘old country’ look of baskets and woodan
boxes more coamon at markers” Walsren found
silver restaurant trays used for dearmg tables at &
zalvage yard, anidmpl.aq.'n ]J.Erha:hom TomAToEs

on them.

“Customers remark every wesk about how
beauriful our stand is and how different it is from

Lksly to be photosraphed and end up on social
medis ke Ins=x . Selact thres key items= you
have for zals, nhmmd:ea:—bt placing them
front and center on your tabls. Ifmu.rprc-lhmeis
cerdfied organic, be sure to inchude that signage on
your display.

Detail Your Display
Eﬂspp!almnslatesmsslessnﬂahrﬂeema
attention to details ]
hugwa} aduuedpﬁ;sl"edmnm mmmi';::uf
the Mineral Point Markst in Mimeral Pant, Wis.
Federman recommends thar immedistely after
you unload, remove boeoes, crates, bags, and other
chutter from your displsy area and only then sst up
your display. “Many tmes customers come early to
the market, and you never want your booth area
less than invmnng. If need be, armive 30 minutes

Jovlene Reavis of Sugar Maple Enm Farm i
Brodhead. Wis., sugzested having a full “dress
rehearsal” at home prior to your market day
“If you hawe a full tabls eath lots of things for
zals, try serting up your tabls at home and move

around untl you get it she
r-h]-1:Igﬁr|5<:c»cn:l.u:l.l:—m:].ned 'Dauiﬁmg\eft mmnih%}ﬂ:a.ngm
save your potential customers ttme—szo they know
Exzu:ﬂ;\. what theyTe lodong ar and how much =
costa.” Got your table qust bow you want 17 Take a
photoetaph mdnwﬂfm maks your market destna-
don set-up mmach faster.

Carefully select the tablecloths you use, aimung for
a pop of color that comphment= your wems for sale.
Walsren sewed tahlecloths that are open in back
for access to storage bins underneath creating a
tidy, clean loak

Organize

Eespins your main Les orzamized will e

oo run gnx:h szEml;t every week. }_urh}t.he
past saven years, Haren Heege has run Viertoriss
Tahle, selling artisan small-batch jams and jellies
ar the Dies Monss Farmers’ Market in Iowa and
has market organization down to & scisnce. “T use
large, clear plaste storage bins to haul supphss,
ard have everything I need in there from bags and
tizzue for wrapmng, tahlecloths, sagns, cups and
spoons for sampling. pens, business cards, and
even a market © consiEang of scssors, mns,
tape, a screwdriver, phiers and extrs tent preces”
If the weather gets wet, thess ins double as above-
ground starage.

Develop your own system for organizing, transport-
1ng and settns up your product at markse Esep
dﬁm]&dchenlhmnfa]lthe Liztle things youTll
need that eamly are forgotten, such sz small kalls
and cons to make change, weights for your tent in
case it gets windy.
Likewnse, maks sure you ; have what
you need to gt throuzh mﬂmmm
a cooler with water and hugh-enerey, sasy-to-eat
enacks hike mitz and pre-cuar frnt. Brine axtra
laers of clothing in case the wearher changes.

Cultivate Consistency

When you are 2 new vendor at & market ot 1
ezpectally 1 to ask for the same locanon
aC avery 80 your customiers dont need to
search for you every week. Visit the market sute
and get & ssnse of where sunhigh: falls. Full sun
wll ickly. Remember the sun
shﬂgrtﬁpmghmmtﬂemdrﬁmmmm
ahead of dme to scour out your ideal spor, and
make thar request with the marker manager.

If you are not a regular ar every marer and have
a different location each time, direct your custom-
ers to your Facehook page or Twitter feed for

Iegd.uupﬂ.ateamwhen?nu'ﬂheaxmarbetani
where This gives you o
Imubihﬂﬂglﬂuaﬂd@%

CUSToEETS.

Prioritize Pricing

“Procing at a market can be micky, espeaally when
competiton undercuts, or everybody has a whele lot
of the same thing " explained Dela Ends of Scotch
Hill Farm in Brodhead Wis. “We've found that 2
volums discount of something like buy one get one
free’ helpe spur sales and move product. It dossn’t
have to be a huge price reducnon. Bui, people love

and try out different pricing and sales
straregies snd ses what works”

If you do end up with extra wares at the end of the
day, remember the power of the pest-market barter
scene. Don't go home with what you slresdy have a
lot of Develop relanonships with other v who
sall what you don't, and make exchanges at the end
aof the market.

Be Ready to Commit

Fully think through the commutment needed for

a weekly farmers’ market, sspacially the larger
markets on weekend=_ Are you ready to commu all
your summer weekends to the markst scene” This
1= an mmportant vanshble to think through, or Foull
find yoursslf ressntful halforay through the seasom.
Or if that may be a concern—ior examiple, Four
fanuly has lots of other oblizars
that would make this nse—
ressarch the growing number of weekday markets
az 5 possiley.

Make sure, too, the market draws the right lond
af customers for what youTte selling. “Every market
has itz own culture and vibe,” said Lagh Adoock,
Exscutive Dhirector of the Women, Food and Agm-
cubture Network (WFAN). “Some marksts cater to
busy shoppers who want to quuckly buy their week's
vegetahles, while others create a maore social seting
with musec and kods’ acavmges. Talk to other grow-
ers and folks at the market to get a sense
-ufwha‘tt.bengjimq =

Smile
“Amde from all the merchandisng fundsmentals,
I'would resterate the powsr of a ample smils
and gettne to know your customers so you can
followe-up on things they menton week to week”
ad up Stacy Miller, Program Adwvisar for the
ﬁaﬁ{.ﬂﬂo&]jﬂmamm:[ﬁxdedx:ued
to mengtheuiugl]:e farmm arkes movement
s.uﬂm es.v:ht:m:lsamm and not
a]ung whﬂculmmﬁsﬁﬁcmm
'baa:— Maks the shopping expenisnce ar your beoth
personal: share recipes, photos of the farm and
1nwate your super-loyal customiers out to the farm
for a personal tour.

That personal connection berwesn the food on one's
plate and the farmer who grew it 1= what ultmately
keeps both customers and farmers = back

to market and spurs this contimad of the
movement Cealehrate that connecnon along with a
realistic, stratesic plan for your market booth and
zales and firer season sucesss can be yours. For
mere farmers’ markst resources, ot the

Coabtion website: www farmersmarketcoaliton ors.

Lz Kvirist writes from inn Serendipity, her fam.ub'km
and wind-poswerad farm and BES in Whoonsin, She also
ooondimates the MOSES Rural Wormen's Project.
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