Farmers Market Marketing

' | Plan

Marketing Strategy Evaluation & Budgeting




Roadmap for Today

* Evaluation of Marketing Strategies
* How to Track Data

 Putting together a Marketing Budget



| | End Goal

reach SNAP consumers and encourage them to shop at our
farmers market.




How Will I Know If This Is Working?

Important Baseline to Track:

1) Likes/Follows/Shares

Like us on

faceboolk..

>) Vendor Sales (ballpark by commodity)
3) EBT/SNAP sales

4) Customer Counts

B2

S
Supplemental
® Nutrition
Assistance
Program

Putting Healthy Food
Within Reach



Presenter
Presentation Notes
Customer count should be done at the same time each market day to ensure continuity
- Example at the top of each hour, do 2x/month and then average out


Now.....Implement & Watch.....

Baseline During Post
Number Campaign Campaign
Social Media Presence 6000 7500 9200
(likes/shares/etc...)
Customer Counts 250 750 1200
(weekly)
SNAP/EBT Sales S250 S2500 S5253

Customer survey
response to marketing
efforts



Presenter
Presentation Notes
These numbers are important so you can know if your marketing is making a difference. You will want to track these numbers during your market season and do evaluation at the end in planning for the following year. Most of these tactics will take at least a few months to gain any traction so you may not see any difference in that time – especially for the long-term.


What Can You Learn From Tracking?

1) Who is following/interacting with your social media?

- When you have run specific marketing campaigns what has been impact?

—>If you run a picture versus a blog versus another tactic — which one has gotten the
most likes/follows/etc...

2) How many are coming to your market on a weekly basis?

- If you don't know how any are coming to the market, you can'’t talk about
changes

- The most common method is “Rapid Market Assessment”

1)  What do your SNAP sales look like?

- Many markets have a goal of increasing SNAP sales, but not defined


Presenter
Presentation Notes
If you know what tactic(s) gets you the most bang for your buck, you can keep doing those and drop the others

How many times do you have vendors let you know they don’t feel the market has enough customers? But are they doing customer counts? It’s very difficult to know the impact of marketing if you don’t know where you are starting from. Bi-weekly customer counts will enable you to understand whether and how your marketing is influencing their shopping habits at the market. 

When doing customer counts this can be done in a few different ways: 
Rapid Market Assessment
Dot Surveys: This can be used to gather some quantitative data from customers – Where do they live, typical sales, typical “box”, could ask about marketing, etc….  max of 4 questions
* strength/weakness – respondents can see what others said; will need to “seed” posters with some responses

Rapid Market Assessment
Always do it at the same 10 mins each market day 
If your market has multiple entrances & you have a few volunteers cover both, otherwise just cover the one most utilized by customers
Only count adults
Multiple by number of hours of market
* If you keep good track of what else is happening each day you do this (weather, other community events, market events, etc…) because even though it’s an average you will want to know.

If you are tracking SNAP sales, then you will be able to not only see the impact of SNAP specific marketing, but also can use that opportunity to interact with those customers and find out if they are seeing your marketing, what their needs may be related to your market (whether it is education, outreach, vendor education, product selection, etc…)





Remember this... Strategy: Increase SNAP
redemptions at our farmers market

Current Tactic(s)

Who is
Responsible?

How Much Time
is Being Spent?

Any Associated
Costs?

Social Media Market Manager |2hrs/week “just” time

posts

Fliers around volunteers 1hr/week Printing/design/
time

Signage at Market Manager | Market time printing/design/

market booth time

Tabling at CCE nutrition 1hr/week time

agencies

educators




l . Where Will this Money Come From?




Typical Income Accounts for farmers markets include:

Income Accounts Income Percentage of
Amount Income

Vendor Booth Fees 535,000 70%

Vendor Annual Fees (registration, 3,000

membership) 6%

Sponsorships 5,000 10%

Grants & Donations 4,000 8%

Fundraising 2,500 5%

Other Income 500 1%

Total Income $50,000 100%



Presenter
Presentation Notes
For most farmers markets, vendor fees will make up the majority of their income. Only a small percentage of markets charge a registration or membership fee. Sponsorships and grants may be an option for your farmers market if you are able to accept those funds. Grants typically require the applicant to have a 501©3, so if your market is not a non-profit, or if it doesn’t have a non-profit sponsor, then you will want to consider partnering with someone for a grant. Other options are fundraising (through donations, etc…) or sales of market merchandise. There can be associated costs with selling merchandise (mainly sales tax or if your market is not a non-profit). Another consideration is how you can accept donations legally with the IRS if you are not a charitable nonprofit. 


What are farmers market expenses?
» Typical farmers market expenses include:

— Payroll expenses (if your manager is paid)

— Advertising & Promotion (remember that marketing budget
you created in section two, section 2.47?)

— Insurance

— Facilities & Maintenance:
— Supplies & Equipment

— Office supplies

— Professional Development
— Program Expenses

— Miscellaneous


Presenter
Presentation Notes
Payroll: As we stated in section one, many markets rely on volunteer managers, which may or may not be legal depending on the market organizational structure. If your market will have a paid manager, please keep up to date on labor laws and requirements. Look back at the “labor” section in section one of our business plan template for a quick reminder on different labor options for staffing your market.

Insurance: Insurance for your market may be covered by your market sponsor or a municipality. If not, insurance should cost your market in the ballpark of $500-$800/year. Don’t be afraid to shop around, but if you are located in NYS, the Farmers Market Federation of NY has a partnership with Campbell Risk Management.
Depending on your market’s organizational structure, this could also include director & officer’s insurance for your board of directors.

Facilities & Maintenance: Pieces of this include site rental (if your market is paying a fee for your rental of your site, any associated permits, any site improvements, port-a-john rentals, fees for services, and utilities.) 

Supplies & Equipment: This includes tents and tables (including replacements) for your market manager space. This should also include any equipment you may need that you will need to purchase, such as a handwashing station. 

Office Supplies: This section of the budget is dependent on the market manager (or someone else) having a set location to “park” themselves to work on market operations outside of the market (processing of applications, working on day to day logistics of the market, etc…). This includes office space and utilities, supplies, printing and mailings, and office equipment  this would include a computer/laptop, printer, ink, phone, etc…

Professional Development: This includes trainings for the market manager, volunteers, and membership/dues in any professional organizations (such as the Farmers Market Federation of NY, Farm Bureau, etc..)

Program Expenses: This section includes EBT processing fees, nutrition education, and any other market program expenses, including a dataplan to conduct SNAP, debit, and credit transactions.

Misc: This section is reserved for anything that may come up that was unforeseen; For example, replacing a banner that was torn in a windstorm.


[ I Farmers Market Expenses...

Typical Expense Accounts for farmers markets include:

Expense Accounts Expense Percentage of
Amount iIncome
Employees & Contractors 532,500 65%
Legal & Professional Services 1,500 3%
Education Expenses (Staff training, e.q. 0 0%
the WS5FMA conference)
Supplies & Equipment 1,600 3%
Rents & Utilities 4,000 8%
Advertising & Promotions 1,500 3%
Market Music & Events 2,250 5%
Dues (e.g. WS5FNMA) 650 1%
Insurance 1,000 2%
Taxes & Licenses 2,500 5%
Travel {e.g. to conference) (0] 0%
Miscellaneous 500 1%
Total Expenses S48,000 96%

Note: If your market manages an alternative currency and incentive program, then you
will need to include additional expense and income accounts.






How to Create a Marketing Budget....

Venue Cost per spot Total spots Total Cost

Social media:

Facebook

Instagram

Print Ads:

Newspaper

Magazines

Radio:

Station 1

Station 2

Marketing Specialist: Cost per hour: Total hours: Total Cost

Designer

Copywriter

Printing

Total Cost per Campaign




l . Who Will Implement This....

Manager

Volunteers

Pro-Bono for Marketing Firm
College Students

Community Partners

??



Shark Tank Competition
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