Smaller Markets Can have difficulty

» Recruiting sufficient consumers
 Recruiting sufficient vendors

» Securing sufficient volunteers to
“get the work done”

 Securing financial resources to

promote the market

Management Overview

* How Small Markets Differ
» Where do you stand? (RMAS)
» Developing Strategic

Partnerships

» Assistance & Resources
¢ Questions & Answers

What can you do?

First you need to understand

your current market.

Rapid Market Assessments

*Provide a snapshot of your

market on a given day

Rapid Market Assessments

A RMA is a collaborative learning
process in which a team of
market managers and others
study a host market in another
area.

RMAs include:

Attendance counts — helps
provide an accurate count of who
is coming to the market

Dot surveys — provides accurate
assessment of consumer
preferences and needs

Constructive Comments and
Observations — provides “fresh
eyes” for the market




RMAs can provide the benchmarking
information to assist smaller markets
in building on their strengthens and
capitalizing on opportunities.

Market receives —

' * Customer counts

e Dot survey results

* Market strengths & suggested
improvements

Developing Strategic Partnership

» Based on RMA results the market
can help communicate its impact
on the community. This can lead
to partnering with other
organizations with complementary
missions.

» Examples — local Chambers of
Commerce, Downtown
Improvement organizations, etc.

Communicating Your Message

Each vendor at the market should
have their individual marketing
strategy. But the market needs to
create its own strategy.

individual businesses but need to
collectively communicate the overall
message of the market.

Developing Strategic Partnerships

Based upon the results of the RMA,
the market can then focus on its
strengths and seek out strategic
partnership to take full advantage
of opportunities.

Example —

* Local health programs/hospitals

* Local libraries/schools

A\ Clearly communicate the message
A of the market.

* What is your market “known” for?
Examples:

Organic only

100% Local

Friendly

Helping Your vendors be more
successful will help your market
be more successful.

Communicate your “message” with
your vendors

Provide opportunities for vendor

professional development

Design rules to foster success




Share information on Best
Practices for Farmers’
Markets with your
vendors

Design displays to be eye-
catching and draw customers in

» Easy to read signs with prices

« Offer quality products

» Educate consumers on how to
use the product

» Ask consumers what other local
foods they would purchase

Sighage

#1 Be customer focused
—Top reasons consumers shop
* Freshness
e Taste
« Access to local foods
* Supporting local farmers

The Ohio Survey of Food, Agriculture and Environmental Issues
administered by Sharp et al (2002)

Attractive Displays

Consumer
education such
as recipes,
cooking

W demonstrations,
| health and
nutrition

" information




Vendor Profiles — * Invite other community organizations to

Once per month/week profile one vendor display at your market (non-profits,
from your market. Master Gardeners)

According to Farmers' Markets: » Entertainment — local musicians/artists
Consumer Trends, Preferences, and
Characteristics by Ramu Govindasamy

‘Nearly 90% of the participants agreed that
freshness and direct contact with
farmers were the main factors that drive

people to farmers' markets...’
http://www.joe.org/joe/2002february/rb6.html

Invite your Use the strategic partnerships you
customers developed to:
back! « Hold special events
« Attract new consumers to market
Communicate * Promote local foods
what is coming  Train new vendors (mentoring)
next week. « Provide education on improved
health, literacy, etc.

Assistance Farmers’ Market Management Network, Inc.;
. . a cooperative to assist markets both large
Growing! Ohio Farmers’ Markets and small.
— Providing training and one-on-one www.fmmn.org
technical assistance Supporting the growth and sustainability of

Ohio Farmers’ Markets through collaboration:
« To share best practices
« To provide solutions to challenges

’ « To advocate for sound policies and
www.ohiofarmersmarkets.osu.edu regulations for the benefit of our members

« To share resources for cost-effectiveness

— Small Business University

— Customizable marketing materials
(coming soon!)




Resources

— Ohio Department of Agriculture
Ohio Proud Program

— Ohio Market Maker — connecting
producers and consumers

— OSU Extension

— USDA Agricultural Marketing Service
& USDA Rural Development

Current Resources

— Community support includes local
officials, local NGO's, local media,
local volunteer groups, etc.

— USDA Agricultural Marketing Service
is providing information and resources
to assist farmers’ markets

— Others such as the Area Agency on
Aging, WIC, Food Stamps, SFMNP

Christie Welch, Farmers’ Market Specialist
OSU South Centers
welch.183@osu.edu




