Developing Markets

Marketing Workflow for Midsize Multi-channel Farm

Pre-pick selling

Investigate Potential
Markets.

Farmers’
Markets

Obtain certification.

Apply to markets, ne-

gotiate participation.
Complete paperwork.

Obtain sales equipment
Hire, train sales staff
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Create marketing
signage.

Estimate sales poten-
tial/prices.

Estimate product
availibility.

Create product list
for weekly market.
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Retail Selling

Sell direct at
farmers’ market.

Sales staff meet
driver at market
site. Often Driver

Pack reusable
bins for Farm-
ers’ market.

Maintain &
clean sales
equipment &
materials.

<

becomes lead
salesperson.

Transportation

\Administration

Maintain, Clean,
™ |Load Trucks.

Drive to Farm-

ers’ Market or
regular CSA
and/or whole-
sale delivery
route.

Some whole-
sale deliveries
or CSA boxes
are loaded on
FM truck for
delivery on way
to market.

Some delivery
routes combine
CSA drop-offs
and wholesale
deliveries.

Personnel
management &
supervision.

Training.

Payroll.
Accounting &
Bookkeeping.
Production and
sales record-keep-
ing.

Banking.
Account Mainte-
nance and collec-

tions communica-
tons.

Analysis.
Planning.
Systems updating.

Networking.




