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E va l u a t i n g t h e I t e m s y o u B r i n g t o M a r k e t

Mix it up!

What can you offer?

For Allie and Thomas of Burrowing Owl Bakery, product mix
meant variations of a single product. They started their stand by
Their repertoire grew to include twenty. "Simplicity is the best
for the vendor," says Allie. "We wanted to focus on one thing and
do it well. For us, that was tarts. We were known for tarts and
within that category, we were able to diversify. At each market,
we made sure to have both savory and sweet. Over time, we

he flavors we offered and after eight
We diversified t
vated a dynamic mix. We have both
Years have culti
citing seasonality.
consistency and ex

careful to keep the favorites."

- A ie Gnade & Thomas Agran

The Small Things that have a BIG Impact

Product diversity is a good thing, but be thoughtful about the items
that you put time into producing. Optimizing your product list is an
ongoing, repetitive process and takes time to hone. At the end of
each season, go back to your list—consider adding new items or

• Seek products that fold in well with your current operation.
• Add products that can be arranged or packaged together
(e.g. salsa ingredients).
• Match your mix and amount of product you bring to
the market to the need—especially for peak sale times like
holidays. For example, customers may buy extra vegetables
around July 4th to prepare a dish for their barbecue.
•
customers to your stand and increases the likelihood of them
buying their other items from you.
• Display your niche items prominently and use them to build
rapport with your customers.
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Business Opportunit ies (1)
First Time Vendor (2)
Do I Need a License? (3)

Vendor Insurance (4)
Set t ing Prices (5)
How Do I Record Sales? (6)

Find the Right Mix for YOU
of regular carrots, you grow purple, yellow, or red carrots. Maybe
carrots. The goal is to expand your product mix in a way that
makes your stand more competitive without overextending

Selling Baked Goods (7)
DIY Stand Improvements (8)
Vendor Stall Layout (9)

Food Assistance Programs (10)
Opt imizing Product Mix (11)
The Power Of Branding (1 2)

A Farmer's Perspective

Why a Big Variety

on Finding the Right Product Mix

Dairy

of Product Yields Larger Sales

Josie Rozum

Dan & Debbie's Creamery

Cheese Curds, Milk, Ice Cream: “Our farmers market products are geared towards

Produce

Erik Sessions

Patchwork green Farm

200 Vegetable Varieties:

Livestock

Melissa Doty

Doty Angus Cattle Co.

Beef Sticks, Jerky, Steaks, Roasts, and Ground Beef: “We use the

hot dogs—and that gets people to our stand where they realize we have steaks,

Cut Flowers

Eric and Anne Franzenburg

Pheasant Run Farm

70 Varieties of Flowers:

Contact

Information

Northeast Iowa RC&D
101 East Greene Street
Postville, IA 52162
Tel. (563) 864-7112

Iowa Valley RC&D
920 48th Ave
Amana, IA 52203
Tel. (319) 622-3264
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