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Introduction

•Understanding social and economic 
interactions in a farmer’s market

•Design, display, and differentiation

•handling and food safety

•Recordkeeping and financial analysis



Understanding Social and Economic 
Interactions in a Farmer’s Market

•Where is the market location?

•Who shops in a farmer’s market?

•What are buyers looking for in a farmer’s market?

•How do I capitalize and cash on these 
things?



Food Networks

•Natural Resource

•Environment

•People and other inputs

•Climate

•Policy

Production

•Transportation

•Processing

•Storage

•Safety

Distribution
• Intermediate use

•Consumption

•Waste

•Energy & Natural 
Resources

Use

Relationship
Connection
Exchange

Confidence
Trust
Competency

Impact and 
Income+

Food Systems



Design, Display, and Differentiation

Competitors
Customers

Need to know

• Preference

• Culture

• Income

• Family 

Availability

Affordability

Accessibility

Accountability



Label everything
Coordinated display
Enter and exit
Large and entertaining signs
Explain how to use
Explain how to care
Sample or demo

Happy and positive
Welcome comments
Be patient
Be strategic 
Be diplomatic
Tell your story



Use research-based messages
https://www.choosemyplate.gov/myplate-message-toolkit-professionals?utm_content=&utm_medium=email&utm_name=&utm_source=govdelivery&utm_term=

https://www.choosemyplate.gov/myplate-message-toolkit-professionals?utm_content=&utm_medium=email&utm_name=&utm_source=govdelivery&utm_term


Creative Strategies
• Work with other farmers and partners

• Treat competitors as friends, not enemies

• Focus on win-win-win attitude

• Tell a compelling story!

Are we all selling the same things?
Can we differentiate our products?
Is it really bad to stay between large producers?
What makes me and my products special?
Are we setting the same prices? Do we need to?
Can we do something to attract attention?
Can our customers count on us?

Let’s teach people something new!
Let’s cook!
Let’s help each other!
Let’s celebrate together!
Let’s get to our buyers before they know us!



Handling

•Clear and clean storage bins

•Accessible and well-assembled 
format

•Re-usable containers and materials

• Effective labels and easy-to-identify 
words and pictures



Food Safety

•Clean gloves

•Abundant towels and hand sanitizer

•Reasonable and reliable samples

• Educating buyers



Recordkeeping

• Keep a consistent record of everything
• Planning

• Planting

• Practices - field, employee (full-time, part-time, family)

• Harvest, loss, and waste

• Calculate your price, cost, and profit margin carefully

• Design a price level that is reasonable and competitive 
(who are your competitors?)

• Include, story, quality, and service in your price
• Be reasonable 






















