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What We Do
ccd.uky.edu

Group and individual 
marketing training for small 

farms & food businesses 

Marketing Training

Farmers Market and 
Produce Auction Price 

Reports for Region 

Price Reporting

A LOT of publications & 
maps 

Resource 
Development



Price Reports
Auctions & Farmers Markets

•Help growers decide on new 
crops.
⚬Use auction/FM price 

reports to determine 
potential income.

•Gives growers a starting point 
to pricing their crops.



Hort Biz Quiz •“So, I bought a farm...” 

•Helps you think about land, labor 
and capital



Publications & Budgets
• Small Scale & Large Scale Budgets
• Pubs for 
⚬ over 140 specialty crops
⚬ Production systems
⚬ Market Types 







CCD NEWSLETTER Stay up to date on events, new 
resources and partner 
organizations info.



Social Media Follow us!

@ccduky @ccduky
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Roadmap
Marketing Basics

Pr ic ing  &  Costs

What’s an FM?

Quick Tips



• Often referred to as your marketing mix
• The key elements that are involved in 

planning and marketing your product   
• They interact significantly

The 4 P’s

Product
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• Commodity quality is about sameness—
adhering to standards

• Direct to Consumer (DTC) is usually 
about difference—differentiation 

• Whose values?

Product
Local

Quality

RelationshipTransparency
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• We’ll be talking about both of these more 
later.

• Keep a focus on where you are and what 
your customers value most. 

Place & Price
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Place Customer

Values Price



Promotion
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Social 
Media

Web

Old 
Media

IRL

Word 
of 

Mouth

Signage

Branding
Who are you? What is your product? Why 

do I care?

Business 
Website

Facebook

Instagram, 
Others

E- 
commerce

Google 
Business Newspaper

Radio or 
TV

Product 
Packaging
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• Low barrier to entry
• LOTS of facetime with 

customers
– Extroversion vs. Marketing

• Weekly (or more) 
commitment

What is a Farmers Market?
• Booth fees (bigger 

market, higher fee)
• Relatively low volume
• Most customers will 

tolerate some variation.
• Quality is still critical.

• Weather 
• Transportation & 

Storage
• Market size is variable 

and so is 
market/customer type.



Kinds of Farmers Markets

• Lower price sensitivity for sales 
markets

• Higher price sensitivity for 
price markets

• Access for vendor is harder in 
sales

• Access for vendor is easier in 
price

Price vs. Sales Markets Urban vs. Rural Customer is King

• Farther vendor travel for urban 
markets

• Urban tends to have more 
customers

• Rural markets are closer to 
vendors

• Fewer customers in rural 
markets

• Knowing which market you are 
selling in will help you 
understand customer 
preference

• Each customer has different 
values and cares about 
different things

• Don’t Assume



Kinds of Farmers Markets

How do you tell?
Market 

Visit

Ask Around

Price Reports

Visit the market while they are open. What products do you see? How many vendors 
are there? Note the prices. Are there special labels like Organic, Certified Naturally 
Grown, artisan? What is the *feel* of the market? Folksy and rural? Chic and hip? 
What kinds of customers are there? Families, senior citizens?

What do people in the community say about the market? How do they perceive it? 
Expensive? Quality? Fun? Well-stocked? If you visit the market ask some of the 
customers and vendors what they like about the market. Talk to the manager.

Up next…
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CCD Price 
Reports

ccd.uky.edu 
• Farmers Markets (KY & TN)
• Produce Auctions (KY)
• 3-Year Average Prices



Are You Charging Enough?

Going Price Your Costs

• Price Reports
• Grocery Store Visit (careful!)
• Local Market Research
• Talk with colleague farmers

• Recordkeeping
• Budgets

Good local data are usually the best



CCD & AgEcon 
Budgets 

Prefilled with 
ballpark example 
expenses, but fully 
editable so you can 
use your own 
projected costs.
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Tip 1: 
Sampling Sells





Af t e r  s amp l i ng ,  d i d  you  buy  t he  p r oduc t ?
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s Tip 2: 
Eat with 
the Eyes

(pay attention to visual  
merchandizing)



FLOOR PLAN & FLOW
Most  important  factors:

1.v is ib i l i ty
2.vendor  convenience
3.customer  exper ience

Want  to  avoid:
• l ines  that  b lock product  f rom 

other  customers
• customers  reaching around 

cashier  for  product

Also consider :
• natural  f low of  market
• other  vendors



KNEE-TO-EYE
Keep your  i tems reachable  and 
access ible  for  a l l  indiv iduals  - -  
physica l ly  and v isual ly.

• Vert ica l  Displays
• 15-degree t i l t  of  d isplays  (make 

your  product  easy  to  see!)



ABUNDANCE

A tr ick  f rom the grocery  store  
trade!  Use smal l  containers  to  

g ive  an overf lowing ef fect .  

• Use smal l  containers
• Ref i l l  often
• Don’t  use  more table/shelf  

space  than you need



COLOR
Most  important  colors  =  your  
product ’s  colors!  

Use  your  tent ,  tablec loth,  
containers  to  enhance them.  

Consistency in  branding colors  so 
that  customers  recognize  you/your  
brand.
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Tip 3: 
Accept more 
than just cash



The Cold, Hard Cash 
Truth

• Cash is easy to track & exchange. It doesn’t 
require additional technology or equipment

• Cash use is on the decline

• Only 14% of consumers always carry cash

• Younger adults are least likely to have cash



How To Accept Credit & Debit Cards

Purchase a mobile card reader 

Plug the card reader into your 
smartphone

Swipe, insert, tap, or key-in card 
numbers (depending on the card 
reader model)



• 30 cash customers
• Average $20 

purchase

• $600 in sales

3 scenarios—CASH ONLY
• "I only have $10 

cash—you take 
cards?"

• 30 customers
• $10 average sale
• $300 in sales

• I have $40 in SNAP on 
my EBT and I heard 
about Double Dollars—
do you do that?

• 10 customers

• $0 in sales



• 30 cash customers
• Average $20 

purchase

• $600 in sales

3 scenarios—Cash & Cashless Payments
• "I only have $10 

cash—you take 
cards?"

• 30 customers
• $40 average sale
• $1200 in sales

• I have $40 in SNAP on 
my EBT and I heard 
about Double Dollars—
do you do that?

• 10 customers $80/ea 
once doubled

• $800 in sales



Let's compare...

$900

$2600Cash + 
Cashless

Cash Only



But...Cashless isn't FREE!!!

# of 
sales @ 
average 

$

Per 
transact
ion fee

Total $ 
Sale

%-
based 

fee
(Total Sales x 2.6%)

Net 
Fees

(Transaction + % 
Fees)

Net 
Sales

(Total $ Sales – Net 
Fees)

30 @ 
$10/ea $0 $300 $0 $0 $300

30 @ 
$40/ea

-$3.00
($.10 x 30 

sales)
$1200 -$31.20 -$34.20 $1165.80

35 @ 
$10/ea

-$3.50
($.10 x 

35 sales)
$350 -$9.10 -$12.60 $337.40

50 @ 
$40 ea

-$5.00
($.10 x 50 

sales)
$2000 -$52.00 -$57.00 $1943.0

0

Cash Only

Cashless
Larger Avg. 

Sale

Cashless
More 

Transactions

Cashless
Larger Sale & 

More 
Transactions



Accepting 
EBT at the 

Market

• SNAP customers redeem their benefits by 
swiping their EBT card on a point-of-sale 
(POS) terminal at the market in exchange 
for tokens or a paper receipt

• Farmers and vendors can become 
authorized to administer their own SNAP 
program, but it’s most common for markets 
to use a centralized POS



Accepting EBT at the 
Market

• Markets that are part of the KY Double 
Dollars program use this system

• The KYDD program helps remove 
obstacles for consumers and farmers 
with hopes to increase the purchase and 
consumption of locally-grown food
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All materials below 
were prepared by the 
Farm Launch Team for 
a previous co-hort. 
There is some overlap, 
but I wanted you to 
have them. -brett



Direct Market 
Development

25 August 2025



Today
• Deep dive on direct market challenges – answering your questions
• Farmers Markets 

• Lexington Farmers Market Manager Josh England
• Farmers markets – structure, fit, pros and cons
• Setting up for success at farmers markets

• Value added products for direct markets
• Shared use equipment and facilities
• CSAs and other options

• Deciding when and how to get started with CSA
• Customer relationship management

• Break out discussions, checking in on your next steps



Getting Started at Farmers Markets 
in Kentucky 

• Resources from the UK Center 
for Crop Diversification

• https://ccd.uky.edu/resources/markets/direct-
markets/farmers-markets



Getting Started at Farmers Markets 
in Kentucky 
• Resources from the UK Center for Crop 

Diversification



Getting Started at Farmers Markets 
in Kentucky 
• Identify a market (or two) early (summer or fall 

before you want to market)
• Think through transportation logistics, timing, fees, 

customer count and price points
• Visit the market and talk to the vendors

• Check out availability and price points
• What is the vibe? Between vendors? Customers? 

Customer count?
• Apply early 

• Be prepared to answer questions about your 
products, availability, volume, etc. 

• You may not be approved for all of your products. 
What are your ‘deal breakers’?



Getting Started at Farmers 
Markets in Kentucky 
• The Kentucky Department of Ag Farmers 

Market Manual and Resource Guide 
• https://www.kyagr.com/marketing/documents

/FM_Manual_And_Resource_Guide.pdf
• Covers regulations, permitting, etc. at the 

state level 
• Every market has its own rules, structure, 

fees, record keeping requirements, etc.

https://www.kyagr.com/marketing/documents/FM_Manual_And_Resource_Guide.pdf
https://www.kyagr.com/marketing/documents/FM_Manual_And_Resource_Guide.pdf
https://www.kyagr.com/marketing/documents/FM_Manual_And_Resource_Guide.pdf


Some start up considerations: 
Booth set up
• Tents and tables

• You get what you pay for
• Bring tent weights…

• Market scales
• Necessary if you are selling anything by weight at the market
• Must be for ‘legal trade’ and have National Type Evaluation 

Program (NTEP) certification
• Must be certified annually by the KDA

• What forms of payment do you want to accept?
• Other display items

• Banners, baskets/boxes, booth set up
• Give yourself some grace in getting your perfect set up, and 

don’t be afraid to modify over time



Market Display Tips
Growing for Market’s ‘Top 10 Rules’
10. Have a shelter
9. Create a flow
8. Display clear signs
7. Brand your farm
6. Keep it simple and consistent
5. Use three dimensions
4. Keep it clean
3. Talk to customers
2. Plan ahead
1. Have fun!

Free download issue: 
https://growingformarket.com/categories/SellingAtFarmersMarkets



Additional farmers 
market programs

• Market-level programs administered by KDA
• WIC FMNP 
• Senior FMNP

• Market-level programs administered by 
USDA/State
• SNAP (requires USDA Food and Nutrition 

Service approval, then state SNAP office)
• Kentucky Double Dollars

• Provides a matching funds for customers 
utilizing SNAP funds, WIC Farmers Market 
Nutrition Program, Senior Farmers Market 
Nutrition Program funds

• Administered to markets by Community Farm 
Alliance

• Grant-funded
• https://kentuckydoubledollars.org  



Farmers Market Sampling Certificates
• Kentucky Department of Agriculture 

Farmers Market Resources
• Check under the ‘Forms & Documents’ 

section
• ‘Farmers Market Sampling Packet’ has 

application information
• ‘Handwashing Station’ example is a good 

one
• All of this can be found in the KDA 

Farmers Market Manual and Resource 
Guide: 

• https://www.kyagr.com/marketing/documen
ts/FM_Manual_And_Resource_Guide.pdf

https://www.kyagr.com/marketing/documents/FM_Manual_And_Resource_Guide.pdf
https://www.kyagr.com/marketing/documents/FM_Manual_And_Resource_Guide.pdf
https://www.kyagr.com/marketing/documents/FM_Manual_And_Resource_Guide.pdf


Sampling Strategies
• Things to consider
• What are your sampling goals?

• Showing how good your product is? Drawing 
people into your booth? Moving a specific product 
that you have in high volume? 

• Logistics!
• Cash vs. food handling
• Hand washing station
• Sample preparation

• Quantity of samples 
• Timing of sampling
• Is it worth it? 
• https://ccd.uky.edu/sites/default/files/2024-

11/aec-2012-19_samplingatfm.pdf



Home-based 
vs. commercial 
manufacturing 

permits

https://fcs-
hes.ca.uky.edu/files/ky_food_
processing_flowchart_2025.p
df



Other products



Contact info for farm product permitting in 
Kentucky



Kentucky-specific farmers market 
resources

• CCD Farmers Market Resources
• https://ccd.uky.edu/resources/markets/dire

ct-markets/farmers-markets

• CCD Farmers Market Profile Fact 
Sheet
• https://ccd.uky.edu/sites/default/files/2024

-10/ccd-mp-6_farmmarket.pdf 



Switching gears…Shared Use stuff! 
• Bio Break?
• Timing/vibe check?



Shared Use Equipment and Facilities

• https://uk-horticulture.github.io/hort-
directory/

• On UK Center for Crop Diversification 
website under ‘Maps and Mapping 
Resources’

• Always contact your County Agent or Soil 
and Water Conservation District rep and ask 
about model number, rental protocol and 
use frequency, rates, and other 
questions/quirks 

• Read the manual

https://uk-horticulture.github.io/hort-directory/
https://uk-horticulture.github.io/hort-directory/
https://uk-horticulture.github.io/hort-directory/
https://uk-horticulture.github.io/hort-directory/
https://uk-horticulture.github.io/hort-directory/
https://uk-horticulture.github.io/hort-directory/


Getting Started with a CSA

CCD CSA Market Profile: 
https://ccd.uky.edu/sites/default/files/
2024-11/csa.pdf 

https://ccd.uky.edu/sites/default/files/2024-11/csa.pdf
https://ccd.uky.edu/sites/default/files/2024-11/csa.pdf
https://ccd.uky.edu/sites/default/files/2024-11/csa.pdf
https://ccd.uky.edu/sites/default/files/2024-11/csa.pdf


Getting Started with a CSA



Getting Started with a CSA: Resources

CSA Innovation Network – lots of resources, videos, etc.
 
- Video series has helpful, bite-sized considerations
https://www.csainnovationnetwork.org/csa-starts-here 

https://www.csainnovationnetwork.org/csa-starts-here
https://www.csainnovationnetwork.org/csa-starts-here
https://www.csainnovationnetwork.org/csa-starts-here
https://www.csainnovationnetwork.org/csa-starts-here
https://www.csainnovationnetwork.org/csa-starts-here


CSA’s: Buffering your risk 

Multifarm sourcing…

Alternative market models 



Customer relationship management – 
for all direct markets 
• Maggie Bowling, Old Homeplace 

Farm on relationship marketing 
• (~16 minute video )

• CCD Producer Voices video series

https://youtu.be/Q1pQCcnNtlI?list=PLTsDbxdAIJoZFXVPRcWSvgiKDf4wAkCzm


Putting the pieces together…
• Let’s break out into small groups and talk through the following 

topics:
• Are you planning in direct marketing your farm products to 

customers?
• What does your market plan look like so far? What kinds of market 

channels and where?
• What pieces are you missing? 

• Examples might be an identified farmers market, an additional market, 
developing a CSA or other subscription program in addition, etc. 

• What do you think will be the hardest thing to get right?



Next steps…
• Homework – 2 questions for you to reflect on over Labor Day Break. 

We have been spending a lot of time on production aspects these past 
weeks. Let’s think backward from market to farm about what you need 
moving forward:
• Question 1) What aspects of your plan for market channel 

development are missing or are you stuck on?
• Question 2) Thinking backwards from marketing to production, what 

is the next biggest hurdle?
• Question 3) What is the thing you are most worried about and/or want 

to get out of the program? How can we help?



Session Evaluation: 
Veg + Small Fruit Track

• How did today go for you? 
• Please complete our short survey 

before you leave today, if possible. 
• As always, survey feedback is 

anonymous. 
• You are always welcome to reach 

out to your KY Farm Launch team 
if you have any questions or 
concerns! We are here to help! New to QR codes? It’s okay, they are easy! 

Using your camera app, hold your device so that the QR code 
appears in the viewfinder. Tap the link to go to the survey.  


