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🔴 Recordings Now Available:

§ Basic Analytics for Social 
Media and Websites

§ Exploring Markets & 
Considering New Crops

§ Simple Web Design + Google 
Business Profiles

§ This webinar & next week’s will 
be recorded and distributed to 
registrants and made available 
on the website!!

Fall Webinar Series

Next week!



USDA Specialty Crop Block 
Grant Program

Kentucky Center for Ag & Rural Development
Kentucky Horticulture Council
Community Farm Alliance
Kentucky Department of Agriculture

Planning team: Brett Wolff, Emily Spencer, Savannah Columbia, 
University of Kentucky Extension

Thanks to All Our Partners!



Offseason Marketing + Customer Retention

Overview Customer 
Retention

Important 
Conversations 
With Buyers

Email 
Marketing & 
Season 
Extension



New Interest in Local Food

Feelings of Food Insecurity

Crowded Grocery Stores

Desire to Support Local



§Customer Retention
§Creates top-of-mind 
awareness

§Generate hype for peak 
season

§Slower time to really 
focus on marketing

Why if Offseason Marketing Important?



Platforms

Facebook Groups Email MarketingSocial Media



Facebook Groups

Drive Engagement

Cultivate Community

Customer Values

Evaluate Product Ideas

GOALS



Education and Customer Feedback

Surveys

Polls

Question Posts



Giveaways



Offseason Work for Peak Season Profit

Organize Photos

Schedule Posts

Build Customer Database

Use the time you have now to 
save you time in the busy 

season!



Contact Information

Emily Spencer
Extension Associate
Agricultural Economics
University of Kentucky

407 Charles E. Barnhart Bldg.
Lexington, KY 40546-0276
859-218-4382
emilyspencer@uky.edu



Engaging 
existing 

customers
to continue 

buying 
products or 
services. 

Convincing 
new 

customers 
to buy your 
product or 
service. 

What is Customer Retention?

Customer 
Acquisition

Customer 
Retention



Why Should I Care 
About Customer 

Retention?



1. It costs five times more to attract a new 
customer, than it does to retain one. 

2. 5% increase in customer retention = 25% to 
95% increased profits (Frederick Reichheld).

The Statistics

https://media.bain.com/Images/BB_Prescription_cutting_costs.pdf


Lower 
marketing 

needs
&

Lower 
costs

Higher 
conversion 

rates
&

Higher 
profits

Highs and Lows of Customer Retention

Highs

Lows



Be present on social 
media.

Be open to 
feedback + 
recommendations. 

Continue making 
personal 
connections.

Consistency.

Customer Retention Strategies

01

02

03

04



§Continue to capture 
moments on your farm + 
share them on social media 
platforms. 

§Customers want to see the 
new high tunnels you’ve 
been working on. 

Just keep … talking? 

“nobody wants to 
hear about the 

minuscule details of 
my farm” 

False.



Ideas to Implement

Offer 
surprises

Customer 
survey

Email 
newsletter

Loyalty 
program

Reduce 
friction

Understand 
customers’ 
problems

Cross & 
Upsell

Understand 
consumer 

trends 



What to walk away with … 

Be 
patient.

The E in 
existing 

customer 
stands 

for easy. 

There 
are little 
things 

you can 
do.

Improve 
where 

you can.



Contact Information

Savannah Columbia
Extension Associate
Agricultural Economics
University of Kentucky

407 Charles E. Barnhart Bldg.
Lexington, KY 40546-0276
859-218-4383
savannah.columbia@uky.edu



A Frank 
Conversation with 

Buyers

Where 
to sell 
less?

Where to 
sell more?

What 
demand will 
buyers have 

in 2021? 

How will new 
buyers 
change 

profitability? 



§Profitability & business goals
§Personal goals
§Physical constraints

First... Assess Buyer Relationships



§ Make a plan & communicate the plan
§ Adjust as needed
§ What can buyers expect in 2021?
§ Potential for more partnership? 

Existing Buyers

HOW can I sell 
more to my favorite 

buyers?



§Who is the target customer? 
§Professional product pitch
§Take advantage of resources

Potential New Buyers

Checklist:
§ Product price list
§ Seasonality chart
§ Delivery schedule
§ Certifications
§ Marketing materials

Wholesale 
Tomato 
Buyer in 

July

Increase 
Income in 

March



Takeaways

Failing to

is Planning to 
Fail

The image part with 
relationship ID rId4 was not 
found in the file.

Communication 
is …



Contact Information

Olivia Vogel
Local Food Project 
Coordinator
Kentucky Center for 
Agriculture and Rural 
Development

(859) 813-0658
ovogel@kcard.info
Facebook: KY Center for Ag & 
Rural Development
Website: www.kcard.info

It’s my job to help KY Local Food Farmers find 
new sales connections! Reach out today!

mailto:ovogel@kcard.info
http://www.kcard.info/


Email Marketing…why?

Clients who 
purchase via 
email spend 
138% more 

3 x more likely 
to share content 
on social media

73% of 18-24 
year olds use 

phones to check 
email



Email Marketing…why?

Email users 
expected > 2.9 
billion next year

Less than half of 
businesses use 

email 
automation 

For every $1 
spent over $40 
dollars is made 

in return



Email Marketing Simple Tips

Tuesdays, 11AM***

Thursdays, 
weekends other 
good options

Plain Text, minimal 
images



Email Marketing Simple Tips

What’s Going On? 

New Products/Events

CALL TO ACTION

Mobile-friendly



Grow Your Email List

Make it EASY

Fillable forms: website, social 
media, & email signature

REMIND PEOPLE

Free stuff and contests!



Value-Added
Season Extension

Year Round…Product?



Value Added

Cost accounting is crucial for 
any new production or 

marketing system.



Season Extension

Cost accounting is crucial for 
any new production or 

marketing system.

Add complexity only as-needed.
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