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1.)  Objectives:

Goals of the G.R.O.W. Farmers’ Markets in Food Deserts Project are:

A. To increase direct producer-to-consumer marketing outlets in food deserts throughout the
City of Youngstown and Mahoning County, Ohio,

B. To recruit and train new farmers to produce and sell their own healthy foods through new
farmer’s markets and road-side stands in food deserts, and

C. To develop a direct producer-to-consumer marketing cooperative for new farmers to sell
their products through a common distribution channel.

D. To develop a revenue generating business for Flying HIGH Inc. by providing locally

grown produce to retail stores and local restaurants to sustain and expand the project.

2.)  Summary of Activities:
The activities that have occurred for this reporting period are:
Activity A:  Recruitment:
Overall, 30 individuals filled out registration forms to participate in the program.

Activity B:  Education and Training
A total of 30 individuals participated in educational & training sessions (at least one
session) during the project.

A total of 27 educational sessions were conducted. Twenty-six sessions were conducted by Eric
Barrett from Ohio State University Ext. Office Mahoning County. One session was instructed by
Tom Snyder from Ohio Cooperative Development Center on March 19, 2013. This session
covered the benefits of developing a marketing co-op. OSU also conducted numerous in-kind
professional development, technical support sessions for Flying HIGH Inc. staff & new farmers.
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In 2013 Ohio State Univ. Ext. Office, held educational sessions on March 4, 6, 11, 12, 20, 25, 27,
April 8, 10, July 19, 26, August 2, 16, 30, September 13.

In 2014, March 7, 24, May 30, June 6, 21, July 14, 28, August 11, 18, September 15, 22.
Training manuals with curriculum were made available and distributed to new farmers.

Topics covered were as follows:
- The science of gardening, Top 10 ways to improve the garden,
- Great vegetables: Considerations for growing
- Plant structures & pollination
- Polyculture systems & botany
- Fertilizer & soils
- Integrated pest management
- Crop planning & sequencing
- Branding a farmers market stand, logos & marketing
- Seed starting & pricing products
- Vegetable production
- Marketing and selling at road-side stands and/or farmers markets
- Nutrient deficiencies
- Understanding production & combating growing issues
- Improving watering practices
- Disease identification & control
- Crop updates
- Pest scouting
- Microgreens
- SPIN farming principles

A total of 144 hands-on training sessions were conducted throughout the 2-year project period.
Sessions integrated the knowledge students were learning in the educational sessions with
practical application. Sessions also included hands-on training in construction of hoophouses,
greenhouses, raised-beds, grow house, storage shed, and composting bins. Sessions provides
hands-on experience in plumbing, electrical, cement block, and framing applications. New
farmers also learned how to grow vegetables on blacktop. All training sessions were held on-site
at our GROW project site at 1319 Florencedale Ave. Youngstown Ohio. The educational
sessions were held at both Flying HIGH Inc.’s home office at 6 Federal Plaza Central, Suite 705,
Youngstown, Ohio and at the GROW project site.

Student and community feedback was excellent. In August of 2013 & 2014, we hosted “Local
Favor” events at our GROW site in partnership with Ohio State University. Along with our new
farmers, over 100 people attended from the community including the Mayor of Youngstown.
The feedback we received was very positive. All were impressed to see what we had
built/developed, what we were growing, and what exciting things were going on in the lives of
our new farmers.
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Activity C:  Hiring of Staff
Flying HIGH Inc. hired 2 part-time personnel and contracted with Ohio State University
Ext. Office Mahoning County.

Activity D:  Production

We are very proud of our new farmers and their productivity over the course of the
project. At the beginning, we started with nothing more than an abandoned lot full of debris and
a vacant parking lot. During the project period, we were able to transform the site into what is
now “The GROW Urban Farm.” We put together two 20’ x 30’ hoophouses for vegetable
production, one 8’ x 20" greenhouse for hydroponics production, one 10” x 20° growhouse for
seed startings and microgreen production, fourteen mini-hoophouses for growing leafy
vegetables on blacktop, and approximately 1500sq.ft. of raised beds for vegetable production.

Vegetables produced were tomatos, hot & sweet peppers, romaine & organic lettuce,
spinach, kale, swiss chard, cucumbers, garlic and various herbs

Activity E:  Marketing and Selling

We developed a marketing plan. We implemented this plan by identifying farmers
markets and locations for road side stands in food deserts throughout the city of Youngstown.
The new farmers sold fresh produce at both. They sold at one farmers’ market on the upper
northside and at three different road-side stand locations — downtown, west side, & lower
northside. Several new farmers also sold produce to personal accounts they had developed.

In an effort to sustain the project beyond the funding period, Flying HIGH Inc. also
developed a plan to sell produce at wholesale. We were successful at starting this. We sold
produce to a local CSA (GROW Youngstown) and a local church. In addition, we have
developed relations with several restaurants and grocery store chains for next growing season.

3.) Performance:

Activities as Baseline Results / Accomplishments

described in Summary

A: Recruitment 0 30 individuals filled out registration forms to participate
B: Education & 0 A total of 30 individuals participated in educational &
Training training sessions (at least one session) during the

project. Combined - a total of 171 educational, training,
& professional development sessions were conducted.

C: Hiring of staff |0 2 part-time staff were hired

D: Production 0 2 large hoophouses; 14 mini raised-bed hoophouses; 1
greenhouse; 1 grow house; 1500sqg.ft. of raised-bed
space; 1 storage building.

Vegetables produced were tomatoes, hot & sweet
peppers, romaine & organic lettuce, spinach, kale, swiss
chard, cucumbers, garlic and various herbs

E: Marketing & 0 10 new farmers participated in marketing & selling.
Selling Sells totaled: $1,705.75
Flying HIGH Inc. sells totaled: $989.00
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Are accomplishments meeting the goals as described in the project proposal timeline?
Yes.

Have there been project changes?

Yes — We planned on hiring one full-time project instructor however we had no candidates apply
who met the job qualifications. To resolve this, we hired two part-time supervisors and we
increased the contracted services with Ohio State University to do more education and training.
We made request for these budget changes with FFPP financial and they approved it.

Yes. The project location changed.

Old address: 136 Davis Lane, Youngstown Ohio 44510

New address: 1319 Florencedale Ave., Youngstown, Ohio 44505

The reason for the change is that the new location can better help us meet our project objectives.
We are still located in a food desert area.

4.)  Problems and Delays:

Staffing of the Program Supervisor Assistant position was a challenge. We have had three
people fill this position. The first two resigned — One due to health issues and the other due to
personal problems. We filled the position a third time. However it was difficult to find qualified
candidates who have the educational background and experience in agriculture and who desired
to work at our location. This created delays in momentum to the project. Nothing we were not
able to overcome and this issue was very minor compared to the overall success of the project.

We invited Tom Snyder from the Ohio Cooperative Development Center to speak to our students
early on about a marketing co-op. He explained the model and how to start one. He then asked
the students to think about starting their own marketing co-op and to let him know if they wanted
to proceed. The students showed little initiative. We brought it to their attention throughout the
project but had no real interest. We believe the students wanted to sell independently at this time
because for most of them, it was the first time they had ever produced and marketed their own
product. They desired to be private entrepreneurs rather than share profits cooperatively. Going
forward, we will keep this option available for them.

5.) Financial Summary:
The total amount spent for the project was $100,000.00
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Organic Greens Mix

This mix includes
Red Mustard, Mizuna, Tatsoi, Kale, and Arugula.




Jericho Romaine

Attractive, bright light-green lettuce with
excellent eating quality.




GROW Urban Farm

D Growing produce. Growing lives.
[ ocally grown produce for sale

GGreat Prices




GROW Urban Farm

S Growing produce. Growing lives.

Locally grown produce
A division of Flying High Inc.

6 Federal Plaza Central - Youngstown, Ohio 44503
330.797.3995 - jeff@flyinghighinc.org
www.flyinghighinc.org
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Introduction

Farmers’ markets are valuable assets for many communities. But what exactly is a farmers” market?
According to the Umted States Departiment of Agriculture (USDA), a farmers” market is:

‘an association of local farmers who assemble at a defined location for the purpose of
selling their produce directly fo consumers. Farmers' markets may operate on a
specific day or days throughout the growing season or may extend their markets to vear
round operations. Some markets are held outside while some markets have permanent
structures in which to hold the market.’

As the interest in local foods has risen over the past decade, so has the interest in farmers® markets.
With the heightened awareness by consumers, many retailers are recognizing the benefits of
associating their operation with farmers’ markets and arc using that label to attract consumers when
they may in fact not be a farmers’ market. The Farmers Market Coalition recently released its
definition of a farmers’ market. [t states:

‘A farmers market operares multiple times per vear and is organized for the purpose of

Jacilitating personal connections that create murnal benefits for local farmers, shoppers
and comnumities. To fulfill thar objective farmers markets define the term local,
regidarly communicate that definition to the public, and implement rules/guidelines of
operation that ensure that the farmers market consists principally of farms selling
directly to the public products that the farins have produced.”’

While farmers’ markets are individually unique, a common practice is that they sell products directly to
the consumer. As consumer interest in local foods has increased, 50 has the pumber of farmers’
markets throughout the country. According to the USDA, the number of farmers® markets has risen to
6.132 farmers markets operating in the U.S. in 2010 and these markets are part of the $5 billion locally
produccd food industry. In 2004, the USDA Agricultural Marketing Service (AMS) reported that there
were 94 tarmers” markets in Ohio. In 2010, there have been 214 farmers’ markets identified in Ohio
which places the state in the top 10 in the nation for the number of farmers’ markets in operation.

Not only do farmers’ markets provide access to fresh locally produced foods, they also offer a host of
additional benefits to the commumities in which they are located. Farmers® markcts contribute to local
econonies by creating jobs and helping to keep food dollars local; they help small farms remain
financially stable which helps to preserve farm lands. They also provide a sense of community and a
social atmosphere where participants can connect. They scrve as an access point for the food insecure
through acceptance of food assistance programs and by supporting local food banks and food pantries.
Finally, farmers” markets provide information on improving one’s health through cooking
demonstrations of food available at the market, information on healthy eating, and partner with many
organizations to provide outreach to improve health.

Whether you are new to farmers’ markets or have been involved in markets for years, this handbook
will provide information to assist you to grow your local farmers’ market, grow your vendors/
producers, and grow your community.
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Twelve Steps to Starting a Farmers™ Market
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Chapter 1: Twelve Steps to Starting a Farmers® Market

Step Three: Support
Once you have determined the mission of your market, this will help to begin developing
community support for and rules to govern the market. It is never too early to begin developing
strategic partnerships to help bring the market to fruitton. When looking for partners, ask
yourself:
» What organizations in the community have similar missions?
» For which orgamzations will the market present a win-win scenario?
+ What organizations can you partner with to assist both in reaching their goals and
fulfilling their mission? (If your mission is to help provide access to healthy, locally
produced foods, who ¢lse in your community has a similar type mission? Local
hospitals, churches, etc?)

This 15 also the time to begin developing the rules for the market. Things to consider include:

» What products will/will not be permitted to be sold at the market?

+ Will your market allow only locally produced food items or will you allow local artists
and crafters to participate?

+ Will you allow local merchants to be vendors?

+ Will you include by-products of food production such as beeswax, goat's milk soap, and
tleece?

« Wil you set proportions for your vendors that will make up each category? (Example:
One craft vendor for every two produce vendors?)

Sample rules and regulations for farmers’ markets arc included in Section A of the Appendix.

Step Four: Marketing

Once you have determined the above information, the next item to consider is how you will
attract both vendors and consumers to the market. You will need to begin the development of a
comprehensive marketing plan for the market. Include in the plan:

» How will the market attract sufficicnt consumers? Will you use newspaper, radio,
television, web site. or other marketing strategics to attract them? Many of the answers
to these questions will be determined by how your target customer receives information
and how much money you have to devote to market promotions. For example, if your
target consumers arc employed by one of the employers in your community, can you
work with the employer to reach their cmployees? If your target customers arc
frequenting other area businesses, are therc opportunities for cross-promotion of the
market and the other businesses? Since many farmers’ markets have very limited
budgets, making the most of the marketing resources you do have will be critical in
attracting consumers.

» How will you attract vendors for your market? It is important to remember that many
vendors at farmers’ markets rely on this outlet to generate income to support their
busincsses and families. How will you demonstrate to potential vendors that you will
attract sufficient consumers to the market? Again, keep in mind that the number of
markets vendors have from which to choose is greater than it has been in recent years.
Why will they participate in your farmers’ market instead of one of the many others in
the area? In other words, what is your competitive advantage?

Step Five: Sense of Community
How will you creatc a sense of community for your market? Rescarch shows that farmers’
markets can provide many benefits to the communitics in which they are located, One of thesc
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renew old friendships or make new ones?

* Can the location be secured for the entire season or multiple seasons? (Moving the
market can frustrate consumers and decrease the likelihood of success.)

» Will there be enough space to arrange vendors so that there is a good mix (i.c. avoid
putting two vendors selling the same or similar items next to each other)?

« Can you climinate gaps between stalls, except for creating walking paths?

* Will vendors retain the same space during the market season This will help consumers
easily locate the vendors and become comfortable at the farmers’ market,

* s there a location with potential to house a year round (.. indoors or roof covercd)
market?

Step Eight: Recruiting Vendors

Based upon the research you have conducted to this point, it is now time to begin recruiting
vendors for your market. You will want to be sure and begin the recruitment process well
before the market is scheduled to begin. Vendors will need time to plan their production so
they will have an adequate supply of products for the market. And you will want to keep a
contact notcbook of vendors, what products they have, and when they are available to
participate in your market. One way to contact vendors is to work with other farmers’ markets
in the region that arc held on different davs than your market. Would those vendors be willing
and have a need to market to consumers on another day? Work with local organizations for
recruiting vendors including; county Farm Bureaus, OSU Extension offices, and other farmer
orgamizations. You can also search the on-line databases that are listed in the resources section

ot this handbook on 37. Don’t forget other non-traditional sources such as local garden clubs,
chambers of commerce, etc.

Step Nine: Registration

It is important to you familiarize yourself with the regulations that govern Ohio Farmers’
Markets. You will want to contact the Ohio Department of Agriculture Division of Food
Safety to register your farmers’ market, which is free of’ charge and must be completed
annually. The registration form and contact information is in Scetion A of the Appendix.
Registering your farmers’ market with the Ohio Department of Agriculture provides
exemptions to food safety regulations and allows some vendors to fall under the cotrage food
regulations. You will also want to contact your local health department to learn what types of
permits they may require. Learn what is needed to display and scll items that may require
special attention (example; maintaining proper temperature).

This is also a good time to talk with other market managers to learn from them. There are many
managers who are willing to share information to help your market succeed. You may want to
ask:
» What works, what doesn’t work, and why? Realize that what works for an urban market
won't always work for a suburban or rural market and vice versa.
« Determine what days, times and range of weeks work for each market and why.

Step Ten: Develop Board
Once you have developed much of the information for the market, it is now time to establish a
board/committee/governing body for the market. It is good practice to have the governing body
include various perspectives of stakeholders of the market. You will want to consider who will
comprise this group. You may want to include:

+ Community members
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» Can cnforce the market rules and regulations fairly and with a minimum amount of
conflict,

» Will tepresent the market well to the local municipality and
COnUNUnity groups.

» Can administer the day-to-day operations of the market, both on-site
and off-sitc.

¢ Can maintain financial records of the market,

» Can understand the needs of farmers and balance them with the
needs of the consumers and the community at large.

Once you have selected a market manager, you will want to begin promoting the market to
gencrate mterest. The manager should work with the community to “get the word out” about
the new farmers’ market. Items to complete include:

+ Develope a budget and/or locate a sponsor(s) to assist with cxpenses.

o Compile a list of media contacts and lcarn how to write interesting, informative press
relcases.

* Investigate opportunities for free/low-cost advertising.

» Create a website with a mailing list feature, 0 you can regularly communicate with
customers.

» Use other web and social media resources to promote your market,

+ Creatc publications to benefit the market (flyers, brochures, etc.)

+ Contact your city code enforcement to learn what type of signs can be used and where
they can be located.

« Begin recruiting volunteers to assist in promoting the market to the community,

« Establish a regular space where customers can pick up schedules, recipes and other
informative printed material relating to the market and community.

Developing a farmers’ market in your community can be a rewarding experience. However,
there is a great deal of planning that can help ensure your new farmers’ market’s success.
Developing your mission and using that as your guide will help to keep you “on track” to
creating the farmers’ market that you envision. As a result of your planning and effort, the
entire cornmunity will benefit.
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Chapter 2: Best Management Practices

Written Rules

Written rules are essential for the success of any farmers’ market. Having rules in place and
shared with all potential vendors can limit potential conflicts. For example, based on the
rmission of the market, your rules will determine what items may and may not be sold at your
farmers” market. If, based on your mission, you determine that your market is to consist of only
those vendors who produce their own product within a specified geographic region, your rules
will help in determining from where to recruit vendors. If the manager is contacted by a
potential vendor outside of this geographic region or one who doesn’t produce all of their
product, the manager can share this information with the vendor and this can help eliminate
hard feelings. Having clearly defined rules will also assist the market in remaining focused on
its mission (why the market exists).

A Well Defined Marketing Plan

As with most small businesses, farmers’ markets have limited budgets and resources. Having a
well defined marketing plan can assist in making the best usc of the resources that are available.
The reality for most markets is the majority of financial resources they do have are used for
advertising and promotions. The markcting plan should detail where and how those resources
will be used to have the greatest impact for the market, The marketing plan should start with
the annual budget. Based upon the dollars the market receives from vendor fees, sponsors and/
or donors, and other sources will determine how many dollars are available for promotions.
Once the dollar amount is determined, you must next decide how these dollars will be spent.
Many successful markets allocate their marketing funds on:

» Development and maintenance of a website

« Print materials such as rack cards, flyers, and newspaper advertisements
» Signage that is attractive and eye catching

» Promotional iterns such as market bags, t-shirts etc.

* Spccial events such as health fairs, musicians, and children’s activities

A best practice for farmers’ market managers is to develop an annual marketing plan based
upon the budget and then pair that with regular customer counts and feedback to see what
promotions are most effective,

Partners, Sponsors, and/or Donors

Many successful markets seek out partners, sponsors, and/or donors to assist with the marketing
budget. This can be a win-win for the market and the partner. Cross promotions of the market
and the partner can generate greater impacts for both as well as spread the marketing costs
between the organizations, Examples of partners/sponsors/donors are:

The bank or financial institution where the farmers’ market account is located

Local restaurants and/or chefs

Local business associations, chambers of commerce, and convention and visitors bureaus
Local organizations that arc interested in improving the health of the local conumunity

When seeking partners/sponsors/donors, look for those organizations with missions that arc
similar to your own. For example, if a focus of your market is to improve the health of the
comumunity, what health related organizations have a similar focus? How can you work
together to reach this similar goal?

11



Chapter 2: Best Management Practices

be dealt with prior to occurring to minimize risk. Many local fire departments can assist with
the development of a safety plan. Another item to address is the market tents, What is your
policy for making sure tents are secure? In addition to ensuring tent safety, the farmers’ market
should designate one person to serve as the spokes person for the farmers’ market in the event
of an accident or other incident. If the media has inquiries it is good practice to ensure the
correct inforration is communicated and in a consistent manner.

Record Kecping for Farmers® Markets

In order to monitor the health of your farmers’ market, it is important to keep track of a number
of statistics throughout the market season. These will enable you to see what programs are
working, how weather, outside programs, and events affect the market, and make projections on
the impact your market is having on the local economy. Having a sheet where you can record
all or most of the following information will make it easy to refer to in the future and to
compare the information with other market days and equivalent days in future years.

Weather

Tracking weather on market days will allow you to account for drastic fluctuations in sales or
attendance. Temperature, humidity, precipitation and wind are simple cnough to capture, and
adding comments about the site's response to that weather will help to address recurring issues.

Customer Counts

There is no better way to monitor whether your market ts growing than to invest in clickers to
count customers. Whether you count each individual person or do periodic counts and
extrapolate from there, consistency is the most important factor. These numbers will also help
you to recruit vendors, as it is often one of the first things they ask. This information can also
be important for securing grant funding or sponsorships.

Market Staff and Volunteers

Itis a good idea to capturc who was helping at the market on any given day. Along with
names, recording their specific responsibilities for the day will help you figure out who is best
suited for which task. This will also help you determinc how many pcople you need in order
for things to run smoothly each market day. Also, if any questions arise, it will be gasy to recall
who was there so that you can direct follow-up questions to the appropriate person.

Vendor Participation

In order to allocate space to your vendors, you will need to devise a method for tracking who
will be participating on any given market day, whether it is through a spreadsheet or by using a
site map. These records, combined with other data, will help you determine what vendor mix is
right for your market as well as help you determine how many farmers and vendors are being
served, which is potentially important information when applying for grants.

Scasonality of Produce

This will allow you to predict when items will be showing up at the farmers’ market in the
future, and also to fully promote items that are new to the market. Keeping track of what is
available at your market will help you sell your market to existing and potential customers,

Market Issues and Resolution

Did a customer have a particular request or complaint? Was a vendor late or have an
emergency that caused them to be absent? Did an item sell out in record titme? Was there an

13



h : Best Mgn nt Practices

Cooking Demonstrations

Providing an opportunity for customers to see how various market products are prepared
and cven better, how they taste - will have an impact on sales on any given day. Consider
inviting local chefs or even enthusiastic home cooks to prepare samples at your market
using products from vendors and provide recipe cards for customers to take with

them. Local chefs, foodies and food bloggers often have local followings and can promote
the market as well as offer entertainment and education on how to prepare market foods,
and it also offers an opportunity for them to promote their own restaurants, programs and
projects.Recording who conducted the cooking demonstration and what they prepared that
day will not only help you recruit more chefs to participate, but will also allow you to avoid
duplication of demonstrated items. Also, monitoring customer responses to each person
conducting the demonstration can be used to draw a crowd on those days when attendance
15 typically lower. Recording any kind of special event activities and how they were
received will help you plan for future events.

Musicians Some markets choose to bring in musicians to play during the market. Keeping
track of musicians at your market and customer responses to them will enable you to recruit
those musicians that are a good fit for your market. Keeping a list of musicians will also
help you to recruit other musicians to play at the market by allowing you to give potential
artists a list of references from musicians that enjoy playing at your venue,

Seasonal Celebrations and Holidays

Memorial Day, July 4th, Labor Day, Harvest, and Halloween are just a few idcas for
seasonal celebrations at the market. As an added bonus, many people are intercsted in
having cook-outs or family gatherings for the holidays, so featuring popular items for that
particular holiday will help educate customers on the variety of items they can find at the
market.

Celebrations Unique to Your Location

Does your town have a celebration every summer? A week long festival? A town legend
everyone comes out to celebrate? Partnering with and piggy-backing on existing festivals is
an easy way for the market to get publicity and pack a marketing punch while adding
another dimension to your locale's celebration, (Football Hall of Fame festivities in

www otes.orgeventa.php to get your creativity going.)

Farm and Production Inspections

If your policies detail what items are allowed to be sold at market based on how they are
produced it may be necessary to conduct farm and production inspections. Inspections can help
promote consumer trust. Many markets inspect their vendors to ensure they are adhering to the
rules set by the market, When conducting inspections for your market you will want to ensure
that all vendors/producers are treated fairly. Having a sct form that the inspector completes will
assist both the inspector and producer as to what to expect during the process.

As more markets designate themselves as producer-only markets or limit the amount of
resclling taking place at the market, the matter of fair. objective enforcement of those rules
hecomes an issue. Some markets have instituted farm inspections to enforce these rules.
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Under the National Organic Program (NOP), with one exception, the only product which can be
labeled as "orgamic” must be certified organic. Violations carry fines up to $10,000 for each
incident.

The one exception is that the NOP provides an exemption ONLY for producers who sell less
than $5,000 (gross) per year. But anyone who claims an exemption is still required to follow
ALL of the regulations and standards of the NOP, including all of the record-keeping involving
audit trails, mput documentation, etc. Even if a producer does not use substances prolmbited by
the NOP, if he or she does not keep the records, they cannot claim the exemption. In other
words, thesc exempt producers must do everything just like a certified producer except apply
and pay for certification. (Certification costs $700 or more per year.)

Given all this, it is a good idea for farmers’ markets to ask two things of their vendors when it
comes [ Organics:

* Ask all of your certified organic vendors to display the certificate issucd by their
certifier,

* Ask any vendor who claims the exemption because they sell less than $5,000 worth of
product to file a declaration of exemption with an accredited certifier, This signed
declaration varies from certifier to certificr, but generally will have the producer affirm
that they have read and understand the Code of Federal Regulations governing the
production and labeling of organic, that everything they sell or advertise as organic is
produced and processed in accordance with the NOP rules, that, as per the NOP, they
maintain records to verify compliance for at least three years (and will make them
available to representatives of the NOP upon request), and that their gross income from
sale of organic products totals $5,000 or less annually. Producers who are exempt may
not call their products "certified organic,” or usc the organic scal.

For more mformation about the organic certification process, revicw the USDA website:

bt/ www.ams.usda.aov/AMSy] O/nop. OEEFA’s web site: hup:/www. oetli.ore/
certilication,php. Terms such as "pesticide free,” "sustainably grown," "chemical free,”
naturally raised” can be used without violating the NOP. Tn addition, there is a fact sheet in the
appendix regarding organic practices.

This chapter has provided an artay of best practices successful farmers® markets have
employed. When determining what practices to implement at your farmers’ market, you
must review your available resources, what your customers and farmers require, and what
community support the farmers™ market has. Most markets have limited resources and will
not be able to implement all of these practices. Choose those that best fit your needs and
modity to make them effective for your farmers’ market.
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as additional fees if you choose to accept debit/credit cards. 1f choosing only o accept the Ohio
Direction Card, the farmers’ market will be provided the terminal through the Ohio Department
of Job and Family Services at no charge provided sales average $100 monthly in EBT
transactions. In addition. these terminals are wired and require a telephone line and clectricity
to operate. If you choose to accept debit/credit cards at your market as well as EBT, you must
purchase or leasc a terminal from a third party processor (TPP). Any and all costs associated
with the purchase/lease of the terminal and transaction fees are the responsibility of the market.
These fees will continue throughout the life of the program.

Step 3:

To become a SNAP retailer is to fill out the application through the United States Department
of Agriculture’s Food and Nutrition Service (USDA FNS). You can access the application at:
www. g, usda, sov/snap/ebt/fin him or by calling 877-823-4369. Once you have completed the
application, FNS will notify you in writing whether or not you have been approved.
Notification can take as many as 45 days. so begin the process well before the farmers’ market
scason begins. Once approved, you will need to acquire your terminal. If you choose to only
accept the Ohio Dircetion Card, you will reccive a contract from the Ohio Department of Job
and Family Services. Once the contract is signed and returned, the farmers’ market will be
provided an EBT terminal. This can take 30 days from the time the signed contract is returned.
There arc no transaction fees associated with Qhio Direction Card transactions. However, the
farmers” market will be responsible for any fees for the electric and telephone line to operate
the machine.

It you choose to not only accept the Ohio Direction Card, but also to accept debit and/or credit
card transactions, you will need to choose a third party processor (TPP). When seeking your
TPP, it is a good idea to check with local banks as well as other farmers' markets, EBT
terminals may either be leased or purchased from a TPP. The cost of purchasing a terminal can
be $1000 or more. 1n addition, the TPP will charge a fee on each transaction. Fees can vary
depending on your TPP and the type of transaction being processed. For example, debit cards
will be charged one transaction fee where credit cards will be charged a different fee. Many
TPPs charge a percentage of the sales fec as well.

Step 4:
Now that the farmers’ market is ready to accept the Ohio Direction Card you must develop a
marketing plan to help promote the acceptance of the Ohio Direction Card at your farmers’

market. Several of the best practices that other markets have employed to attract Ohio
Direction Card recipients to their farmers’ markets include:

» Partner with a local office of Ohio Department of Job and

Chapter 3: Accepting Electronic Benefits Transfer (EBT

Family Services, the local offices administer these food
assistancc benefits,

» Proper signage that includes a picture of the Ohio Direction Card
and that s strategically placed can help to attract Ohio Direction
Card recipients to the market and raise awareness of the Here
market’s ability to accept the Ohio Direction Card. i i

+ Work with your vendors/producers to provide tips and recipes
on how to prepare the fresh, local foods available at your
market.

» Work with a sponsor or donor to offer matching programs for

Use Your
Ohio
Direction Card
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Additional Food
Assistance
Programs

In addition to the SNAP program, there are additional food assistance programs that you may
want to offer at your farmers’ market. While many markets become the licensed provider for
SNAP, the following programs typically require the individual vendor to be approved to accept
the following food assistance programs:

+ WIC Farmers’ Market Nutrition Program (FMNP)
» WIC Fruit and Vegetable Voucher Program (FVV)
 Senior Farmers™ Market Nutrition Program (SFMNP)

The WIC Farmers® Market Nutrition Program (FMNP)

The WIC FMNP program is administered by the Ohio Department of Health. According to the
USDA FNS websitc, ‘The FMNP is associated with the Special Supplemental Nutrition
Program for Women, Infants and Children, generally known as WIC, which provides
supplemental foods, health care referrals and nutrition education at no cost to low income
pregnant, breastfeeding and non-breastfeeding postpartum women, and to infants and children
up to 5 years of age, who are found to be at nutritional risk. The FMNP was established by
Congress in July 1992, to provide fresh, nutritious, unprepared, locally grown fruits and
vegetables through farmers’ markets to WIC participants, and to expand awareness and use of,
and sales at farmers’ markets.” The FMNP started in Ohio in 1994 and provides eligible
participants five $3 coupons to be used to purchase ¢ligible foods from authorized farmers. The
farmers, farmers’ markets or roadside stands then submit the redeemed FMNP coupons to the
proper state agency for reimbursement. To be eligible to accept these coupons, the farmer must
be approved through the Ohio Department of Health. You can learn more about this program
at: http/Awww odh ohio.soviodhProsrams/ng/wicfm/wicfm | _aspx or contact Ohio Department
of Health, at 1-800-282-3435. Only farmers, farmers’ markets and/or roadside stands
authorized by the State agency may accept and redeem FMNP coupons. Individuals, who
exclusively sell produce grown by someone clse, such as wholcsale distributors, cannot be
authorized Lo participate in the FMNP,

The WIC Fruit and Vegetable Voucher Program (FVV)

The WIC Fruit and Vegetable Voucher Program is part of the Special Supplemental Nutrition
Program for Women, Infants, and Children and is administered in Ohio by the Ohio Department
of Health, In October, 2009, the WIC program added fruits and vegetables to the WIC food
package statewide. Depending on the category of the participant (pregnant woman, child, etc.)
each participant receives a fruit and vegetable voucher (FVV) worth $6 or $10 on a monthly
basis that can be used to purchase fresh, unprocessed fruits and vegetables at approved farm
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Chapter 5: Defining Eligible Vendors at Your Farmers' Market

Defining Eligible
Vendors at Your
Farmers’ Market

Determining the types of vendors who will participate in your farmers’ market will send a
message to your customers and community. Setting the ground rules for this early on in the
development of the market will help to create the image that you want your farmers’ market to

portray. This will also help to create a sense of fairmess and consistency in your offerings and
build ¢confidence with your consumers.

Developing and maintaining a good customer base as well as attracting new customers to your
market is critical for success. To ensure that your customers have confidence in your
producers, you need to clearly communicate to your customers who your vendors are, Markets
can be adversely affected if consumers do not have confidence in your offerings and can lead to
a decrease in customer loyalty and conflict within the market. 1t is important that you clearly

state wn the market rules what items can and cannot be sold at your farmers® market. Areas to
address when determining eligibility of vendors includes:

» What is the mission of your farmers” market?
Who is your target customer?

What types of products ¢an vendors scll?
What types of products do they produce?
Where arc the producers located?

What is the mission of the farmers’ market?

The starting point to determine what vendors are eligible for you farmers’ market is to look at
the mission statement of your market. How docs your mission statement help define who your
vendors are? For example, if your mission is to provide an outlet for local food producers to
dircct market their products to consumers then your eligibility should address this goal. Have
you defined “local” when determining what vendors can participate in your market? Have you
detined this by geographic area such as within a 100 mile radius, within your county, or within
your state? While farmers’ markets and retailers promote ‘local’, few actually define what local
is. There 15 currently no standard definition of local. However, to help achieve your mission
and create confidence with your customers, defining local is a good practice. This definition for
your market will depend upon a variety of criteria; who is your target customer, where are your

producers located, and what products do you allow at your market, all must be defined by the
market,

Who is your target customer?

Your target customer will also play a roll in defiming the eligibility of your vendors. For
example, if your target customers indicate that having access to certified organic produce is of
utmost importance to them, you will need to determine the availability of certified organic
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Chapter 5: D"[‘"iﬂﬁ' Eligible Vendors at Your Farmers’ Market

market. You may want to define where producers come from as being only Ohio produced.
However, if you arc located near the state border and have producers from neighboring states
vending at your market, you may want to define the location to be within a certain radius of the
farmers” market (50 miles, 100 miles, ctc). Kcep in mind that you do not want to have the area
s0 restrictive that you limit the number of vendors who can participate in your market. You
need to ensure that you arc able to have sufticient pumbers of vendors, a sufficient variety of
products, and sufficient quantities to meet consumer demand.

Finally, defining these types of issues can be tricky and require that you do some research and
carcfully consider what your customers want, what is important to them, where your producers
are Jocated, and what the product mix of the market is likely to be. Research has shown that
consumers like choiccs. Be cautious not to unduly it your producers and/or products or your
consumers may limit how often they visit your market. Carefully consider the following when
defiming your eligible vendors:

« Does your definition support your mission statement?

+ Is it reflected in your farmers® market rules?

» Is it reflected on your membership application?

« Is it incorporated into your marketing strategy?

+ Does the definition provide a balance of supply and demand for consumers?

Having set guidelines can be a great help when you receive calls from potential vendors, This
baseline will allow you to quickly evaluate potential vendors to determine if there is a
likelihood that they will be a fit for your farmers’ market.
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Chapter 6: Creating a Website and Using Social Media

own internet and social media sites and then link to the farmers’ market web page. This adds
value for your consumers and provides an opportunity to highlight your products and vendors
and allows you to explain your operation and passion for your farmers’ market. In addition,
vendors who participate in muitiple markets can post a map or schedule of where they will be
and what products they will be selling at each market they attend. Again, photos of the farm,
products, and family can connect the consumer with the farm.

Websites and Blogs

To gain online exposure, having a website or blog 1s beneficial. Consumers turn to the internet
more than any other form of media to find information. Having a web presence for your market
or as a vendor can increase your visibility, gain consumer loyalty, and potentially attract new
stakeholders or partnerships. This web presence may be very basic in appearance or more
interactive, depending on your resources. A blog is a basic, premade layout form of a website.
While websites can offer more freedom for creativity, blogs are usually free or have a minimal
cost associated with them, Websites, on the other hand, can become very costly. Costs will
include paying for a domain name, a service that will host or house your website, and a charge
to create and maintain the website. To lower costs of having a website, consider partnering
with your local Chamber of Commerce or other organization in your community thar will allow
you to have subpages from their website. Additionally, look for high school or college students
who may need a project for their classes and could include creating your website as part of their
project. Keep in mind, the quality and functionality of the websitc or blog will convey a
mcssage to your consumers, Be mindful of what message your website conveys.

Social Media

According to the American Marketing Association, social media is considered a technology
based form of communication that enables individuals to cornment or contribute content which
is distributed among a broad network.

Facebook is the largest social networking sitc in the United States with more than 500 million
active uscrs. This free service can be very beneficial for farmers’ markets or individual vendors
looking to publicize and promote their products. Facebook has personal accounts and business
pages. Personal accounts are for individual users to share what they are doing, photos, and
communicate with friends, family, and acquaintances. Business pages, which would be best
used for farmers’ markets and vendors, can be utilized to share the market dates, times,
locations, products being sold. special events, and photos. Markets can set up discussion topics,
reviews, and event notifications to go out to all of the pcople who “like” your page. Facebook
users can “like” your page and receive notifications about what is going on with your market or
business via their personal Facebook account, or by mobile phone.

Twitter is a free micro blogging site that allows users to send and receive tweets (messages).
Tweets are posts with up to 140 characters that can share information about your products or
market. Consumers can follow your market’s tweets to learn about weather updates, product

availability or special sales. Twitter can be used by computer but is most popular by a mobile
application.

With both Facebook and Twitter, the goal of having a presence on these sites is to gain
followers. To gain followers, communicate on your sites daily and encourage your followers to
interact on your site. Ask questions or offer deals to spur consumer interest. Word of mouth is
by far the best form of marketing your business and if users are interested in your sites, they
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above the editing area.
b. Posts: blog entries displayed chronologically, much like news updates.

Typical posts would be this weeks latest product offerings, announcement of upcoming events,
newsletter, articles highlighting a vendor.

6. Adding a custom header image (optional),

Create the rmage in an image editing software on your computer, The theme will indicate what
size to make your image, but 900 pixels wide by 150 pixels high is a good start. Go under
“Appearance, Custom-header”. Upload your custom header image. You may have the option of
cropping the image to fit the theme. After changing the header, view your sitc by chcking “visit
site” ncar the top of your adminadministration panel.

7. Edit Widgets:

Widgets are elements like text, images, list of pages, or other 100ls
that you can add to the sidebars on your site. Each theme altows for
different widgets. You can add widgets for a link to sign up for
updates via cmail, images or text of your choice. You can add a
flickr.com photo gallery or a block for your Twitter headlines. One
important widget block to add is a list of your “Pages™ in a
prominent location on your sidebar.

8. Creating images

Enhancing your site with images is optional, but it will add to the appeal. Using the image
editing software on your computer you can create some images to insert in the sidebar widgets
and into the content of your site to make it “pop”. The exact size may depend on your theme
and the size of your sidebars. The following sizes arc good to start with, units are in

pixels: square images: 200 wide x 200 high; tall images: 200 wide x 400 high; small square
images: 150 wide x 150 high; horizontal image: 300 wide x 100 high.

9. Change the name of the site

Changing the name of the site and the tagline can be done under “Settings, General” in the left
menu. This may be helpful if you own a domain name. You can forward the domain to the
address of your free blog site, by logging into your domain name registrar and lookin g for
forwarding options. This allows you to promote your site using the domain name.

There arc many tools available to assist you in developing a web presence for your farmers’
market. The above is just one example. 1f you are unsure, seek assistance. Talk with other
farmers’ markets, your vendors, and other businesses to determine how they created a web
presence. Explore various options to determine what method of creating a web presence will be
best suited for your farmers® market. This wilt be determined by how much time you have to
devote 10 developing and maintaining a web presence, your level of technical ability, and what
funds you have available to devote to this type of marketing. With the rapidly increasing
advances in technology, more and more consumers are relying on the web to access
mformation. Taking advantage of these advances in technology can help your farmers’ market
attract new consumers and reinforce loyalty with your existing customers.
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Chapter 7; Explore Your Options and Plan for Syccess

Take stock of your resources.
Once you have visited potential markets and have identificd opportunities, you now need to
evaluate your resources. When cvaluating resources consider:

* Do you have the necessary land, equipment, knowledge, and financial resources to

produce the product(s) you identificd?

«  Will the quantity you produce meet or exceed demand?

» How will you ensure and maintain product quality?

» How will you prepare, package and get your product(s) to market?

Answering some of these critical questions can help you plan for a successful venture. This
may also help to identify those opportunitics that are currently not being filled by other vendors.
This information will tie directly to the profit potential of your business.

Set goals and explore profitability.

Start by determining how much income you would like to generate from selling at farmers’
markets and then work backwards to determine how much you must produce, at what price, and
for how long. For example, based upon the opportunities identified and the resourccs you have,
you decide you will produce sweet corn. You set a goal to generate $10,000 (gross income) for
the season. The market you have chosen runs for 25 weeks and you project you will charge

$5.00 per dozen for your sweet corn. Based on thesc assumptions you will need to sell 80
dozen per week.

Goal $10,000
Number of Weeks Market Runs 25
Price per dozen for sweet corn $5.00
$10,000 = 25 weeks = $400/weck + $5.00 = 80 dozen

However, due to the length of the growing season in your area, you cannot produce sweet com
for 25 weeks. You project you will have product for § weeks. Therefore:

$10,000 ~ 8 weeks = $1250/week + $5.00 = 250 dozen/week

You estimate your production (based upon your available resources) to be 200 dozen/week.
Therefore:

8 weeks X 200 dozen/week X $5.00/dozen = $8,000

It you chosc only to produce and sell sweet corn you will be $2,000 short of your $10,000 goal.
How will you fill this gap? Are there other products you can produce? Can you charge more

than $5.00 per dozen? Can you produce more than 200 dozen per week? Can you extend your
season to more than 8 weeks? Exploring these issues will help ensure you have a feasible plan.

Plan your erap.

Based on the above example, you have determincd what crops to sell to reach your goal of
$10,000. Once you have identified the crops, begin planning your production. Order your
seed, develop a planting calendar, order your packaging, and promotional materials. Having
these items on hand can ensure you are ready to begin production at the optimal time.

Decide on the market(s) you plan to attend,

Once you have determined the products you will have to sell based upon your resources, goals,
and the opportumities you identified, contact the market(s) you plan to attend. Contact the
market(s) early. Some markets will fill up prior to the start of the season. Also, if

you plan to participate in the Women's Infants and Children’s Fresh Fruit and Vegetable
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Creating
Attractive
Displays

You have worked hard to produce your products. Now is time to show it off in the best
possible way. Attractive displays at a farmers’ market do several things: they draw customers
to your stand; they non-verbally communicate to the customers information about your
business; they inform the customers what products you offer, your prices and product quality;
and, they enhance the market experience for cveryone. Your display at the farmers’ market is
your “store front”. With this in mind, you will want to ensure that you have an attractive “store
front™ which consumers will want to enter, feel comfortable, and purchase your products. The

following are some best practices other farmers’ market vendors have used to create their “store
front™.

Make a Plan

Before determining how best to show off your products, visit other area markets to see how
other farmers display their products. What attracts you to a particular stand? What layouts
allow for comfortable interaction between customers and vendors? Are there layouts that
unnecessarily create long lines and difficulty maneuvering? What signs are displayed and are
they clear and legible? Are there combinations of products that look particularly striking
together? What are the vendors using to display their items? Are they using baskets, plastic
tubs or other items? Are they using tables or saw horses with boards? If they are a meat or
cheese vendor are they using props such as pictures or models to draw attention to their display
and let customers know what they are offering for sale? Ts the farm name clearly visible? Take

note of these things so that you can begin to formulate a plan for how you would like your
“store front™ to look.

'Pile it High, Watch it Fly!'

This is thc mantra of many successful farmers' market vendors. Farmers' markets often conjure
up the image of a cornucopia, with product spilling forth. Making certain your stand looks
bountiful throughout the day will help sales stay steady even as your product diminishes. Keep
as much product out on the table as possible at all times. It is also good practice to bring extra
containers of varying sizcs in order to make baskets look full when larger ones begin to look
empty. While making things look bountiful is important and usually involves filling your tables
to overflowing, make sure you have ample space to display all products in a way that they are

clearly visible, properly identified, clearly priced, and easily accessibie for both you and your
CUStOmMers.

Clean and Organized

Bringing clean product is only part of the equation. Making certain that your display is neat
and organized goes a long way in communicating to your customers that you care about the
quality of product you are providing. Clean, attractive tablecovers help to create a 'finished’
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Sampling and Recipes

Shoppers may be reluctant to buy a product they've never tried or do not know how to preparc.
Offering samples and information about how to store and prepare the product can help
overcome these obstacles. Allowing customers to sample the product before they buy will get
them to try the product and encourage them to become loyal customers. Providing easy to
prepare recipes provides a level of confidence to the consumer that may assist them in trying
something new, Be sure that when offering samples they are presented in s manner that looks
appealing to the consumer and that you follow good food safety practices when offering
samples. Information about food safety and sampling can be found in Section IV of this
publication.

35






Section IV

Resources for Ohio Farmers’ Markets

Chapter 9:
Ohio Resources—ODA, OSU, FMMN

Chapter 10:
Additional Resources

Chapter 11;
Cottage Food Guidelines

Chapter 12:
Additional Requirements for Foods Sold at Farmers® Markets

Chapter 13:
Good Agricultural Practices (GAPs)

36



Chapter 9: Ohio Resources for Farmers’ Markels

Marketing Division

Phone: (614) 752-9814

Email: marketsizaeri.ohio.gov

httpe/www aerohio.govidive/markets/markets aspx

The Marketing Division also provides marketing assistance through the Ohio Proud Program,
which manages the Ohio Proud Kitchen, and the Ohio Proud Farmers® Market at the Ohio State
Fair.  ODA's domestic (Ohio Proud) and international market development programs give vou
access to a variety of marketing services and resources. These programs increase sales and
consumer awareness of the best food and agricultural products our state offers - vours.

You can list your farmers” market on the Ohio Proud website. This will provide a listing which
will ass1st consumers locating you through the Ohio Proud on-line database. This listing should
not be confused with registering your farmers’ market with the Division of Food Safety. These
are twi separale registrations.,

You can also become an Ohio Proud member for a minimal fee which gives you aceess Lo an
array of marketing materials and promotional programs. For more information about the Ohio
Proud Program contact:

OHIQO Proud Program

Phone: [-800-IM-PROUD (1-800-467-7683)
Fax: (614) 644-5017

Email: phioprouddeacri ohio.oov

http: www.ohtoproud, ore/index php

The Ohio Statc University also provides technical assistance and training to Ohio Farmers’
Markets and their vendors/producers. Many counties in Ohio have a county OSU Extension
office where you can seek assistance. You may also want to contact The Ohio State University
South Centers which has the Growing! Ohio Farmers’ Markets program provides training and
technical assistance to market managers, vendors/producers, and community lcaders in the areas
of market start-up, market assessment, and management, marketing, and money topics related
to Ohio farmers’ markets and their vendors/producers.

M

The Ohio State University Y8 THE OHIO STATE UNIVERSITY
South Centers H[O

1864 Shyville Road SIATE

Pikcton, OH 435661 e — SOUth Centers
{740)-289-2071 x. 234

Email: welch 183 @rosu.edu

www ohiofarmersimarkets osu.edu

The Farmers’ Market Management Network, Inc.

The Farmers’ Market Management Network (FMMN) is a cooperative of
Ohio farmers’ market managers and vendors/produccrs who cooperate to armers”
share best practices, determine common nceds, and seeks ways to become arket

more cost-effective and improve markets both small and large. FMMN | Apaacient
also provides news, information, networking, training and educational

opportunities. Log onto their website at: www. fmmn, ore
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Ohio Contact

Shari Baker

Dept. of Aging

50 West Broad Street , 9" Floor

Columbus, OH 43215-5928

Phone: (614)-466-0783

Fax: (614)-466-5741

Email: sbaker@age.state.oh.us

Website: httn::’:’:,-xg_ig_lg,.ohiu.5mv.4’sm'\fic:c:sf'sc‘n:'c,n'f';n‘mers;mm‘km:nutririmwmyr:.nw‘

National Organic Program

USDA's National Organic Program regulates the standards for any farm. wild crop harvesting,
or handling operation that wants to sell an agricultoral product as organically produced, The
websile for this program is: hup/www usda.goviwps/portal/luvp/ 5.7 0 A7 0 1OR?
navid=0RGANIC CERTIFICATIO narenmav=PRODUCERS& vt yvpe=RT

Certifving Acenis m Ohio:

Ohio Eeological Food and Farm Association  Global Organic Alliance, Inc.

41 Croswell Rd. P.O. Box 330

Columbus, OH 43214 Belletontaine, OH 43311

Contact: Lexie Stoia Pierce Contact: Betty ). Kananen

Phone: (614) 262-2022 Phone: (937} 393.1232

Lmail: organicicioetfaore Emuil: globalorganicalliancei@hughes.net
www ocila.ore WWW. rod-online.ore

For additional information about organics see page 15 of this handbook or refer to the fact sheet
in the appendix.
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Cottage Food
Guidelines

In Ohio farmers’ markets are regulated by the Ohio Department of Agriculture’s Food Safety
Division. The division is responsible for the Cottage Food Regulations based upon enacted
legislation in Ohio. The following provides information about Ohio cottage foods.

- In 2009, Ohio expanded the list of foods that can be produced at home for resale, without the
need for an inspected commercial kitchen. Cottage food production provides opportunities for
small food producers to sell at farmers' markets.

What is a cottage food production operation?

A cottage food production operation is defined in the Ohio Revised Code Chapter 3715 to mean
a person who, in the person’s own home, produces food items that are not time/temperature
controlled for safety (potentially hazardous food). The specific foods are LIMITED and listed
below. All foods must be shelf-stable and not require refrigeration for safety.

Where can I make cottage foods?
You may only make cottage foods from the primary residence occupied by the residence’s

owner. The home may only contain one stove or oven (which may be a double oven) desi gned
for common residential usc, not commercial use.

What kinds of cottage foods can 1 make? What ¢can’t 1 make?
Approved cottage foods are LIMITED to the following items:

Jams Roasted coffee (dry) Doughnuts (baked, unfilled)
Jellics Pizzelles Cereal/nut snack mixes (dry)
Candy Herbs and herb blends (dry) Baking mixes in a jar (dry)
Fruit butters Wafllle cones Granola, granola bars, or dipped in
candy
Tea (dry) Seasoning mixcs (dry)
Popcorn (includes Nlavored)

Non-potentially hazardous bakery products (cakes, cookics, breads, etc,) that do not require
temperature control,

Acidificed foods, low-acid canned foods, and vacuum packaged foods are NOT permitted.

Where can I scll cottage food products?
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Question: Can | sell prepackaged ice crecam cookies from my home?

Answer: No, ice cream cookics are not a cottage food. They are a potentially hazardous food.
Question: Can 1 makc a trail mix at home and sell it at the County Fair?

Answer: Yes. This is an approved food and the fair is a recognized festival.

Question: Can 1 bake pumpkin pies and scll them from my home?

Answer: No. Pumpkin and cream pies are a potentially hazardous food. You can sell them
from your home only if you have acquired a Home Bakery license.

Question: Can | make homemade noodles and sell them at a farmers’ market?

Answer: Ycs, but ONLY if the noodles do NOT contain eggs.

Online References to learn more:
Chapter 901:3-20 Cottage Food Production:
hitps/eodes. obio gov/oac/901 %03 A3-20

Ohio revised code for Pure Food and Drugs: (includes cottage food rules)
hrpideodes ohio goviore/3715

License requirements for Food Safety:
hup:Ywww agri.ohio.gov/dicensing/odalicensing aspx div=Food208afery

FDA food labeling and nutrition guidance can be found at:
hrps/www fdecovifood/dabelingnutrition/
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Chapter 12: Additional Requirements for Foods Sold at Farmers’ Markets

Frequently Asked Questions:

What foods require a MRFE license?

Selling eggs, meats, cheese and other potentially hazardous foods at a farmers' market requircs
a mobile retail food establishment license. Prepared and ready-to-eat foods that are not pre-
packaged and shelf-stable also require a MRFE license, “Potentially hazardous” foods are those
that must be kept at a certain temperature to prevent the growth of harmful bacteria,

All mobile food vendors who scll "potentially hazardous” foods, be they lunch trucks selling
soup and sandwiches or a farmer selling raw meat and eggs, must have a Mobile Retail Food
Establishment license from their county health department.

Where and how do I get a MRFE License?

The process of getting a mobile retail food establishment license involves ccontacting your
local health department, submitting an application, a drawing or photo of your mobile unit and a
list of foods you plan to sell along with the required application fee. You receive a MRFE
license from the health department who has jurisdiction where you reside. Because local health
departments have “home rule™, the interpretation of the regulations can vary from location to
location. You must follow the requirements sct by your local health department. They will
determine these requircments when you apply for your license. Once you obtain your MRFE
License, it is vahd statewide. Depending on the product(s) you plan to sell, the health
department may require mechanical refrigeration, coolers or other methods of maintaining the
correct temperature. An inspector will review your unit and advise you of the requirements. Thc
annual license will be valid in all counties in Ohio.

Other products that may require a mobile retail food establishment license are licensed home
bakers. These foods, and others that are not specifically identified as cottage foods, must be
preparcd in a commercial kitchen or a Home Bakery, both of which are inspected facilities.

Cottage foods do not require a mobile retail food establishment license. See the Cottage Food
Guidelines in Chapter 11 of this section.

Are there limitations to what foods | can sell from my Mobile Retail Food Establishment?
Y es. The foods that may be offered for sale are limited by the equipment and facilitics
provided on the mobile unit. The local health department will determine your equipment

needs prior to issuing a license. They will approve the diagram of your unit and identify

the types of foods that you are approved to offer for sale, and list these foods on the

back of the license.

Do 1 have to obtain a Mobile Retail Food Establishment License from each local health
department that has jurisdiction over the area where I set my unit up to sell food?

No., The hcense you obtain from the local health department where your business headquarters
1% located will be given “full faith and credit™ by all local health departments in Ohio.

What are examples of mobile units that would be exempt from a Mobile Retail
Food Establishment License?

« A mobile unit selling fresh fruits and fresh vegetables that are unprocessed.
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Chapter 12: Additional Requirements for Foods Sold at Farmers’ Markets

« The fAlling and capping process must be mechanical, no hand filling is allowed

The Dairy Division of the Ohio Department of Agriculture can answer your specific questions.
Guides arc available online for new producers and processors. Cheese and dairy products are
considered potentially hazardous foods, therefore they require a mobile retail food
establishment license. And, they must be maintained at 40° F or below.

Dairy Summary
Type of license: Milk Producer
Who needs a license? Any person located in Ohio who offers for sale milk from a cow or goat
owned or controlled by the producer.
Requirements:
I. License Fee
2. Complete set of facility plans
3. An acceptable water sample result
NOTE: An acceptable facility imspection must be completed prior to beginning processing.

Type of license: Milk Processor
Who needs a license? Any person who operates or controls a place, premises, or
cstablishment, including governmental operations, where milk or milk products are collected,
handled, controlled, processed. stored, pasteurized, bottled, handled for manufacturing or
prepared for distribution.
Requirements:

1. License Fee

2. Complete set of facility plans

3. An acceptable water sample resuit
NOTE: An acceptable facility inspection must be completed prior to beginning processing.

Contact for more information:

Ohio Dept. of Agriculture

Dairy Division

8995 East Main Street

Reynoldsburg, OH 43068

Phone: (614) 466-5550

Fax: (614) 728-2652

Email: Dairvicaern.obio.sov

b Awwwoaoriobio covidivs/dairy/dairy-index. asnx
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Chapter 13: Good Agricultural Practices

Not only is it important that food producets follow these procedures, but it is also important for

the consumer to be aware of how to properly wash their hands, and properly store and prepare
food.

The second area on which food producers can focus to help reduce the potential for
contamination is evaluating the water that comes into contact with the crop at all stages from
growth until it is delivered to the buyer. Water can be a potential source of contamination may
come from a variety of sources. First, what is the source of water used for crop irrigation, if
any? Does the watcr come from a below ground source such as a well, from an above ground
source such as a pond, or from a municipal source such as county/city water department? Many
factors can affect the potential for contamination of irrigation watcr. The most common source
of contamination is from surface run-off that can contaminate the water used for irrigation. 1If
the farm has both livestock and crop production, is the livestock located away from the crop
production area? The farm should be designed so that if there is a major run-off event (heavy
rain), that the run-off does not drain into the irrigation water source. One means to help
determine the suitability of the water for irrigation is to regularly test the water. How frequent
this testing should occur will depend upon the potential risk. At minirmum, water should be
tested annually.

The third area for potential contamination is from compost. This could be due to either the
compost itself being improperly composted and thereby not reaching sufficient temperatures to

kill any potential pathogens. Another way would be handling the finished compost in a way
that would contaminate it.

Finally, storage and packaging facilities and container can be a potential source of
contamination. It is important to ensure that any containers used to harvest, store, and/or
distribute the crop are clean. The type and frequency of cleaning these bins will depend upon
how often they are used and for which crops. Additionally, storage of crops should be done in a
manner that prevents contamination from wildlife or other potential sources of contamination.
Storage facilities should be property maintained and regularly cleaned.

The above highlights some areas of potential contamination that can occur along the food chain.
There are many additional steps that producers can implement depending on their particular
operations and level of production. As a farmers’ market manager and/or producer it is
important the you educate your scif and your consumers on food safety and proper food

handling. There arc many additional resources available on the internet to help you leam more
about GAPs.

Food Safety for Fruits and Vegetables is located in the appendix.
Additional information can be found at;
United State Departrent of Agriculture www usda gov

The U.S, Food and Drug Administration www.fda. gov
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Section A



Glossary and Definitions
Artisanal: Products are produced by hand in small batches.

Certified Food Assistance Retailer: Food retailer authorized by the USDA's Food and
Nutrition Service to accept food assistance benefits from the Supplemental Nutrition
Assistance Program.

Certified Naturally Grown (CNG): Certified by certifiednaturallygrown.org as having
been produced in approximate accordance with national organic standards. Many
growers choose this program instead of Certified Organic because of the paperwork and
fees involved with the USDA’s National Organic Program,

Certified Organiec: Certified to be in adherence to the USDA National Organic Program
standards. Certification requires submission of a plan and fees, inspection of fields and
processing facilities, certain record-keeping, and a three-year period of transition.

Closed-Herd: All animals are bred from a single original herd.

Commercial Kitchen: A commercial facility that is inspected by the Ohio Department
of Agriculture Division of Food Safety where food and food preducts are produced.

Community Supported Agriculture (CSA): A plan under which consumers pay an
up-front fee to the farmer who then provides in return a share of each week’s harvest
during the growing season. CSAs are also available for meat, eggs, and flowers.

Conventional: Production using standard agricultural practices and include the use of; !
rapid technological innovation; large capital investments in order to apply production and
management technology; large-scale farms; single crops/row crops grown continuously
over many seasons; uniformn high-vield hybrid crops; extensive use of pesticides,
fertilizers, and external energy inputs, high labor efficiency; and dependency on
agribusiness. In the case of livestock, most production comes from confined,
concentrated systems.

- Cottage Food: Foods other than Potentially Hazardous Foods which may be prepared at
home and sold directly to the consumer from home, through a licensed grocery store or
restaurant, at a farmers' market, or at a recognized festival.

Cottage Foed Production Operation: The Ohio Revised Code defines this as a person
who, in the person's own home, produces food items that are not required to be
time/temperature controlled for safety purposes. A cottage food production operation
may not process acidified foods, low acid canned foods, or Potentially Hazardous Foods.

'National Agriculture Library Sustainable Agriculture Definitions and Terms:
http'//www.nal.usda, gov/afsic/pubs/ierms/srb9902.shiml



Herdshare: The purchase of part of a cow, sheep, goat, or other milk-bearing animal.
Herdshare owners pay the herdshare manager a fee each month to feed and care for the
animal,

Heritage: Breeds of livestock developed through years of selection for local
environmental conditions, to withstand disease, and for meat quality. Heritage breeds
generally have slow growth rates and long productive lifespans.

Home Bakery: A home-based business that bakes or processes potentially hazardous
foods or does not meet the definition of a cottage food operation. A home bakery must
be licensed by the ODA and is subject to regular inspections.

Integrated Pest Management (IPM): Integrated Pest Management (IPM) is an effective
and environmentally sensitive approach to pest management that relies on a combination
of common-sense practices. IPM programs use current, comprehensive information on
the life cycles of pests and their interaction with the environment. This information, in
combination with available pest control methods, is used to manage pest damage by the
most economical means, and with the least possible hazard to people, property, and the
environment.”

Locally-Grown: Agricultural products produced, processed, and sold within a certain
region. The definition of “local” is defined by each individual farmers’ market.

Mobile Retail Food Establishment (MRFE): a retail food establishment that is
operated from a movable vehicle or other portable structure, and that routinely changes
location, except that if the establishment operates from any one location for more than
forty consecutive days, the establishment is no longer a mobile retail food establishment

Non-Amenable Meats: the meat of farm-raised mammais such as bison, rabbit, and deer.

North American Farmers' Direct Marketing Association (NAFDMA): A trade
association dedicated to nurturing the farm direct marketing industry.

National Organic Program: A program of the USDA which develops, implements, and
“administers national production, handling, and labeling standards for organic agricultural
products which are labeled Certified Organic.

Naturally-Grown: Meat and poultry that has undergone minimal processing and
contains no artificiat colors, flavors, preservatives, or other artificial ingredients.

No Antibiotics: Animals not given antibiotics to prevent disease.

No Hormones: Animals not given hormones to promote production or increase growth,

.S, Environmental Protection Agency hitp://www.gpa gov/opn0000 | /factsheets/ipm.htm



United States Department of Agriculture’s Food and Nutrition Services Division (USDA
FNS) and was formerly known at the food stamp program, In Ohio, it is known as the
Ohio Direction Card program.

Sustainable Agriculture: Yas legally defined in U.S. Code Title 7, Section 3103 means
an integrated system of plant and animal production practices having a site-specific
application that will over the long term:
» Satisfy human food and fiber needs.
» Enhance environmental quality and the natural resource base upon which the
agricultural economy depends.
* Make the most efficient use of nonrenewable resources and on-farm resources and
integrate, where appropriate, natural biological cycles and controls.
+ Sustain the economic viability of farm operations.
¢ Enhance the quality of life for farmers and society as a whole.

Transitional: Farmers practicing organic methods during the three-year period before
being Certified Organic by the USDA,

United States Department of Agriculture (USDA): The federal government agency
responsible for developing and executing US policy on farming, agriculture, and food.

Vegan: Foods containing no meat, dairy, eggs, gelatin, honey, or other animal products.

Vine-Ripened/Tree-Ripened: Fruit that has been allowed to ripen on the vine or tree
before being picked.

Women, Infants and Children Fresh Fruit and Vegetable Voucher (WIC FVV): part
of the Special Supplemental Nutrition Program for Women, Infants, and Children.
Participants receives a fruit and vegetable voucher (FVV) worth $6 or $10 on a monthly
basis that can be used to purchase fresh, unprocessed fruits and vegetables at approved
farm markets, farmers’ markets, and roadside stands,

Women, Infants and Children Farmers® Market Nutrition Program (WIC FMNP):
Pprovides supplemental foods, health care referrals and nutrition education at no cost to
_low income pregnant, breastfeeding and non-breastfeeding postpartum women, and to
infants and children up to 5 years of age, who are found to be at nutritional risk.

Wood-Fired: Baked in an oven heated by buming woed.

*National Sustainable Agriculture Coalition http;//sustainableapriculture.net/aboyt-us/what-is-sustainable-
ag/



Farmers Market
Farmers Market Manager
Job Description

The Farmers Market is a community market, supported by the Mayor’s office, the City, community members
and a host of other local agencies. The market will provide access to locally grown fruits, vegetables and other
farm products, while creating a sense of community within the City and helping to revitalize the downtown
district, This ambitious project will be undertaken as a project of the Local Development Corporation in

cooperation with the State Dept. of Agriculture, Cooperative Extension, and local non profits to support this
venture,

Manager Position

The Market Manager is a part time position with primary responsibility being the day-to-day operation of the
farmers market. This will include an on-site presence at the market during all market hours, as well as off-site
work during non market hours. The manager will report to a market committee, who will set all market policy.
In addition, the manager will represent the market to the market’s vendors, the consumers and to the community,

Duties — in season
» Enroll farmers/vendors in the market — either through seasonal vendor agreements or as daily vendors
+ Collect all stall fees owed, make accurate accounting and deposit in market account
* Arrive prior to market vendors arriving and remain throughout the market day to:

= Properly place vendors in stalls, including assigning market stalls to daily vendors

»  Place market signs, parking signs

» Ensure all rules and regulations are adhered to

» Ensure all state and county regulations are adhered to

Answer questions for vendors and consumers

» Resolve disputes that arise

+ Maintain market grounds in a safe manner
»  Operate market manager’s booth

» Have nutritional education materials to distribute

+ Have recipes for seasonal, local foods that are available in the market

+ Operate market’s EBT program
* Enroll market and market farmers in the Farmers® Market Nutrition Program (FMNP)
» Act as liaison to the market’s governing body, providing accounting and performance reports
Communicate market policies, activities and rules to farmers, keeping them informed throughout the season.
Bring suggestions from farmers back to the market board/committee.
Solicit entertainment for market days, as well as sponsors for the entertainment
Conduct periodic customer counts each market day to assess the level of growth in market usage
Assure the market site is clean once the market is closed and the vendors have left for the day.
Maintain database of farmers, vendors, their contact information, and any licenses or permits each vendor
possesses based on the products they are selling,
» Conduct farm inspections.

. B & @

Duties — off season
¢ Vendor recruitment
Professional development for market managers
Community relationship development
Fundraising
Advertising/ promotional program development, including special events planning
Work with market board/committee to plan for market growth and development
Preparations of site for next season, including securing location, site permits, market insurance, ensure
that any maintenance or repairs needed to site are made, secure bathrooms, set market schedule,
organize volunteers



Ohio Department of Agriculture
FOOD SAFETY
8595 East Main Strest, Reynoldsburg, OH 43068-3399
Telaphone: {614) 728-6250 Fax: {614} 644-0720
www.agri.ohlo.govffoodsafety Email: foodsafety@agri.ohio.gov

FARMERS’ MARKET REGISTRATION

NAME OF FARMERS' MARKET:

LOCAYION ADDRESS:
cITY: STATE: Zp:
CHIO COUNTY:
Date of first & last market days: Day(=) & Hours of cperation:
/ / - / /

Approximate number of venders:

CONTACT PERSON FOR FARMERS' MARKET (ORGANIZER):

ADDRESS FOR CONTACT PERSON:

ciTY; STATE:; ZIP:
OHIO COUNTY: TELEPHONE:
EMAIL: FAX;

Submit to:
Ohio Department of Agriculture

Division of Food Safety :
8996 East Main Street I E-Mail Form

Reynoldsburg, OH 43068-33199

If you have any questions, please call the Division of Food Safety at (§14) 728-6250 or
email us at foodsafaty@agri.chic.gov.

* Please note that this form must be renewed annually.

FOOD-3800-03.pdf (A7/08)



FACT SHEET Ohm Department of
!Agnculture

Governor Bob Taft

| eed Safety Dmsmn !
‘Llemennnt Governor lennette B, Bradley ; £99% Last Main Street + Reynoldsburg, Ohio 13068
iDirector Fred L. Dailey 'i

Phone: 614-752-9817 » Fax 614-466-4346,

ODA URL: wyrw.ahivagriculture gov
., E-meil: foodsafety(@mail.agri.state.oh.us

i
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EACT BUEET: Farmers Markets
December 1, 2003

No, the exemption to a RFE license is based upon the lvpes of foods being offered for sale by the
participant at the farmers’ market and whether the cperator (organizer) of the farmers’ market has
registered with the QDA Division of Food Safety.

A person at a farmers’ market that only offers for sale the following types of food itemns is exempt from the
RFE ficense:

fresh unprocessed fruits or vegetables:

maple syrup, sorghum, or honey [properly labeled};

proparly labeled products of a cottage food production operation; and

Commercially prepackaged food that is not potentially hazardous, on the condition that the

food is contained in displays, the total space of which equals less than one hundred cubic feet on
the premises where the person conducts business at the farmers’ market.



Countryside Farmers' Market Concern Form

CFM vendors who have concerns about market operations, vendor policies, or other vendors’
compliance with market rules should submit this Concern Form. This form should not be used if
the lagitimacy of a product is being called into question. Please use the Product Challenge Form
for those cases. CFM will not reveal the inguiring vendor's name to anyone. Forms are available

al the Info booth.

Date:

Farm/Business:

Contact:

Contact Information: (Phone number or email address)

Your Concern. Please use your Vendor Guidelines and the Market Purposes, Policies
and Procedures to reference your concern, I this is a complaint regarding another
vendor, please specify the vendor's name.

Market date and approximate time at which the violation occurred (if any):

Please state the specifics of the violation of the rule. Provide any evidence that
supports your concern,

Sugnad Dawe

Please submit this form directly to market management on the market day or
within a week of the market during which the violation occurred.



Farmers Market Rules and Regulations — 2009

~— What Can Be Sold

——r

1.

PARTICIPANTS WILL SELL PRODUCE WHICH THEY THEMSELVES HAVE GROWN or
produced. Farmers Market Association Members will be allowed to sell a percentage (not greater
than 50%daily) of produce provided by other growers. Daily vendors of the association shall sell only
those items which they produce (100%). No produce from out of the state of Ohio may be sold! The
market reserves the right to visit the site of production in order to assure compliance with this market
rule. Any grower not following these rules can be expelled from selling at the market at the discretion
of the Farmers Market Executive Committee. Sales of meat, eggs, poultry, bedding plants, potted
herbs, flowering plants, honey, homemade jams and jeliies, apple cider, maple syrup, dried flowers,
cut flowers, and baked goods are permitted. The seller is responsible for appropriate labeling and
obtaining necessary permits or licenses, f there are questions contact the Market Manager of the
Farmers Market.

Items approved for sale are “horticultural products, produce, meat, eggs, and edible baked and canned
goods approved to be sold at farmers markets in the state of Ohio.”

Crafts, except those made primarily from the vendors products & comprising less than 10% of their
stand, are not to be sold. (For example, someone who grew and sold flowers as their product, could
bring fresh & dried flowers to market, but wreaths made from those dried flowers could compose no
more than 10% of their inventory at market.)

A fact sheet regarding what currently can be sold at farmers markets in Ohio from the Ohio Department of
Agriculture accompanies these rules and regulations.

2. All food must be labeled as required for Cottage Food Products - described in the attached fact sheet

from the Ohio Department of Agriculture.

. Growers are expected to sell only quality goods. A member of the Farmers Market Executive

Committee may, at any time, inspect growers’ stand and produce. If the goods are of low grade, the
sale of these goods may be prohibited. Lower quality or overripe produce must be labeled as such and
can be sold for a discounted price.

4. All edible products must be displayed off the ground for sanitation purposes.
Location, Days and Hours of Operation

5. The location, days and hours of operation for the Farmers Market will be established at the annual
meeting.

For the 2008 Market Season, the Market will be held at the Ross and days and hours
of operation will be; every Saturday from through , 8 a.m. until noon. Vendors are
encouraged to set up by the start of market. Sales can begin immediately upon set up by the growet.




Association member or a daily vendor, for violations of these Rules and Regulations, A daily vendor
immediately dismissed for a violation will forfeit the day’s rental fee and will not be allowed to rent
space in the future unless appropriate assurances are provided to the Market Manager that the problem
is resolved.

Members in violation of Market Rules and Regulations and the Association’s Bylaws or any other
membership agreement will be given a verbal warning by the Market Manager at the time of dismissal
or, if the violation does not warrant immediate dismissal, at the time the violation becomes known to
the Market Master, If the violation has not been cured by the next market day (one week later), the
Market Manager will give the member a written warning detailing the violation, action required to
cure the violation, and stating the violation must be cured by the next market day (one week later). If
the violation remains uncured, the Board of Directors will notify the erring member in writing of a
hearing date before the Board, which date shall be no more than twenty-one (21) days from the date
notice is given. The member may represent himself or be represented by counsel. The Board’s
decision shall be made by the vote prescribed in the Bylaws,

19, By renting a stall at the Market, the vendor agrees to settle disputes that cannot otherwise by resolved

by arbitration. This form of dispute resolution will be the sole remedy for resolution of any and all
disagreements or disputes arising under or related to the Market Rules and Regulations, the
Association’s Bylaws or any membership agreement (including, but not limited to, any statutory or
tort claims arising from the relationship between the parties). The arbitration shall be conducted in
_ County, Ohio, by one neutral arbitrator agreed on by the parties, If the parties cannot agree on an
arbitrator, each party shall select and pay for its own arbitrator, and the arbitrators so selected will
select an arbitrator to chair the proceedings. The costs of the neutral arbitrator (whether the sole
atbitrator or the chairperson of an arbitration panel) will be shared equally by the parties.

Consistent with the expedited nature of arbitration, each party will, upon the written request of the
other party, promptly provide the other with copies of documents relevant to the issues raised by any
claim or counterclaim on which the producing party may rely in support of or in opposition to any
claim or defense. Any dispute regarding discovery, or its relevance or scope, shall be determined by
the arbitrator (or chairperson, if a panel), which determination shall be conclusive. Other discovery
will not be permitted. All discovery shall be completed within 60 days following the appointment of
the arbitrator(s). The decision and award determined by the arbitration shall be final and binding upon
the parties. Judgment upon the arbitration award may be entered and enforced in any court having
Jjurisdiction, The parties agree that any arbitration shall be governed by the Federal Arbitration Act, 9
United States Code §§ 1-16, as now existing or hereinafter amended. These Rules and Regulations
shall otherwise be governed by, and construed in accordance with, the laws of the State of Ohio (with
the exception of the State of Ohio’s conflict of laws statutes or case law).



Organic Labeling and Marketing Information

Precessed products that contain less than 70 percent
organic ingredients

These products cannot use the term organic
anywhere on the principal display panel. However,
they may identify the specific ingredients that are
organically produced on the ingredients statement on
the information panel.

Other labeling provisions

Any product labeled as organic must identify each
organically produced ingredient in the ingredient
statement on the information panel,

The name of the certifying ageni of the final product
rmust be displayed on the information panel. The
address of the certifying agent of the final product
rnay be displayed on the information panel,

Thera are no restrictions on use of other trufhful
lateling claims such as “no drugs or growth hotmaones
used,” "free range," or "sustainably harvested.”

Penalties for misuse of labels

A civil penalty of up to $11,000 con be levied on
any person who knowingly sells or labets as arganic
a product thot is not produced and handled in
accordance with the National Qrganic Program's
reguiations,

Qctober 2002
Updated April 2008

USDA

Motionat Or
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Cortification

inspection and certification process

Certifying agenls review applications for cedification
eligibility. A qualiied inspector conducts an on-site
inspection of the applicant's operation. Inspections
are scheduled when the inspector can observe

the practices used to produce or handle organic
products and talk 1o someone knowledgeable about
the operation,

The certifying agent reviews the information submitted
by the applicant and the inspector's report. Iif

this information demonstrates that the applicant

Is complying with the relevant standords and
requirements, the certifying agent grants cerification
and issues a cerlificate. Certification remains in effect
until terminated, either voluniorily or through the
enforcement process.

Annual inspections are conducted of each certified
operation, and vpdates of infarmation are provided
annuatly 1o the certifying agent in advance of
conducting these inspections. Certifying agents must
be nofified by a producer or handler immediately of
any changes affecting an operation's compliance
with the regulations, such as application of o
prohibited pesticide o a field.

USDA

Compllance review and enforcement measures

The regulotlions permit USDA or the certitying agent

o conduct unannounced inspections at any fime to
adequately enforce the regulations. Certifying agents
and USDA may aiso conduct pre- or postharvest
festing it there is reason to believe that an agricultural
input or product has come into contact with a
prohibited substance or been produced using an
excluded method.

October 2002
Updaied April 2008




Our Vision

The mission of Wholesome Wave is to nourish neighborhoods by supporting increased
production and access to healthy, fresh, and affordable locally grown food for the well-
being of all.

Wholesome Wave achieves success through partnership-based programs that serve food
deserts of historically excluded urban and rural communities:

» By creating strong and Iasting connections between these neighborhoods and
small to midsized farmers, while providing diversified market support for these
farmers, we succeed in raising the efficacy and visibility of existing Federal,
State, and Municipal governmental agency programs.

» By leveraging limited private funds with Federal, State, and Munic¢ipal funding,
such as food assistance, community development, and economic development
programs, we create value in multiple dimensions across economical, social and
environmental landscapes.

» By working simultaneously at both the grassroots {community level) and the
treetops (Federal, State, Municipal level), Wholesome Wave programs and efforts
benefit underserved communities and farmers to create lasting change.

Double Value Coupon Program

Wholesome Wave’s core Nourishing Neighborhood
program is the successful Double Value Coupon
Program, which doubles the value of Federal Food
Stamps, now called the Supplemental Nutrition
Assistance Program (SNAP), when used at
participating farmers markets nationwide.
Wholesome Wave's Double Value Coupon
Program improves the effectiveness of the SNAP
program, as well as the Supplemental Nutrition
Program for Women, Infants, and Children (WIC),
the Farmers Market Nutrition Programs (FMNP)
and the Senior FMNP.
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3. Through ODA-registered farm markets or farmers’ markets.
4, Through licensed restaurants.
5. At arecognized festival.

Can I sell cottage foods across state lines (interstate)?
No, due to federal interstate trade laws, cottage foods produced in Ohio may only be sold
in Ohio from the 5 approved locations mentioned above.

What are the labeling requirements for cottage foods?
All cottage foods are required to be labeled with the following five items:

1. Name and address of the “business” (home).

2, Name of the food product.

3. All ingredients of the food product in decreasing order of predominance by weight —
INCLUDING any of the 7 major food allergens. The major food allergens are: milk, egg,
fish (including crustaceans), tree nuts, wheat, peanuts, & soybeans.

4. Net weight or net volume of the food product.

5. This statement in ten-point font: “This Product is Home Produced.”

These labeling requirements also apply to maple syrup, sorghum, and honey.

Cottage foods that are not properly labeled are considered adulterated and will be
embargoed by the Health District.

Do I have to label the cottage food with nutritional information?

If a nutritional claim is made (examples, “sugar free,” “diabetic,” “low fat,” or “salt
free’™), federal labeling requirements must be met. If no claim is made, you are not
required to label the product with nutritional information. FDA food labeling and
nutrition guidance can be found at:

http://www.fda.gov/food/labelingnutrition/

Does a cottage food production operation need a license?

No, a cottage food production operation is exempt from licensing by the Ohio
Department of Agriculture and local heaith district. You may need to complete the Food
License Exemption Request for your local Health District. All food products are subject
to lab sampling & inspection by the Ohio Department of Agriculture or Health District to
determine if a food is misbranded or adulterated. Contact your local Health Department
for details.
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Cottage Food Production Operation

What is a Cottage Food Production Operation?

A “Cottage Food Production Operation” is defined in Chapter 3715 of the Ohio Revised Code to mean a person who, in the
person’s home, produces food items that are not potentially hazardous foods, including bakery products, jams, jellies, candy,

fruit butter, and similar products specified in the rule. These foods must be labeled properly or they will be considered
misbranded or adulterated.

"Home" means the primary residence occupied by the residence's owner, on the condition that the residence containg only one
stove or oven used for cooking, which may be a double oven, designed for common residence usage and not for commercial
usage, and that the stove or oven be operated in an ordinary kitchen within the residence,

Foods are Permitted to be Manufactured

Bakery products (such as cookies, breads, brownies, cakes, pies, etc.); candy (including no-bake cookies, chocolate covered
pretzels or similar chocolate covered non-perishable items); jams; jeilies and fruit butter as defined in Chapter 3715 of the Ohio
Revised Code.

The new cottage food rule has expanded altowable produets to include: granola, granola bars, granola bars dipped in candy;
popcorn, flavored popeorn, kettle corn, popcorn balls, caramel corn; unfilled baked donuts: waffle cones; pizzelies; dry cereal
and nut snack mixes with seasonings; roasted coffes, whole beans or ground; dry baking mixes in a jar, including cookie mix in
a jar; dry herbs and herb blends; dry seasoning blends; and dry tea blends.

A "Cottage Food Production Operation™ is not permitted to process acidified foods, low-acid canned foods, potentially
hazardous foods or non-potentially hazardous foods not listed above, Low acid food means any food with a finished
equilibrium pH greater than 4.6 and a water activity greater than (.85, dcidified food means a low acid food to which acids or
acid foods are added (Ex. Beans, cucumbers, cabbage, puddings, etc.). Potentially hazardous food means it requires
temperature controi because it is in a form capable of supporting the rapid and progressive growth of infectious or toxigenic

microorganisms (Ex. Raw or cooked animal products, cooked vegetables, garlic in oil, cheese cakes, pumpkin pies, custard
pies, cream pies, etc.).

What Reguij n the Labeling of Cottage Food Products?

A “Cottage Food Production Operation” is required to label ail of their food products and include the following information on
the labe! of each unit of food product offered or distributed for sale:

. The name and address of the business of the “Cottage Food Production Qperation™;
. The name of the food product;

!
2
3. The ingredients of the food product, in descending otder of predominance by weight;
4. The net weight or net volume of the food product;

5

. The following statement in ten-point type: “This Product is Home Produced.”

Note: If a nutritional claim is made (i.e. low fat, salt free, etc.) federal labeling requirements must be met. Specific food labeling
information is available at the ODA web site; hitp://www agri ohio. govidive/FoodSafety

Allergen labeling must be followed as specified in the federal labeling requirements.
5P is Home Produced” Mean?

The statement means that the food product was produced in a private home that is not subject to inspection by a food regulatory
authority.

tt d ti ng heir Food ucts?

Cottage Food Products may only be sold in Ohio. Conlage Food Products that are properly identified and labeled may be sold
directly to the consumer from the site where the products are produced; zold through grocery stores, farm markets, farmers
markets; and sold and/or used in preparing food in a restaurant.

icense to Process

Mo. A “Cottage Food Production Operation™ is exempt from inspection and licensing by the Ohio Department of Agriculture,
Heowever, all food products, including those produced and packaged by “Cottage Food Production Operations”, are subject to
food sampling conducted by the Chio Department of Agriculture to determine if a food product is misbranded or adulterated.

Questions? Contact ODA Division of Food Safety: 1-800-282-1955 Ext 4366; Email: foodsafetvi@acri.ohio gov



(B) Food products identified and labeled in accordance with division (A) of this section
are acceptable food products that a retail food establishment or food service
operation licensed under Chapter 3717 of the Revised Code may offer for sale or use
in preparing and serving food.

901:3-20-03 Cottage food products sampling.

All food products, including those produced and packaged by a cottage food production
operation are subject to food sampling conducted by the director of agriculture, or
representative the director authorizes, to determine if a food product is misbranded or
adulterated. A component of the food sampling conducted under this section may include
the performance of sample analyses in accordance with section 3715 of the Revised
Code.

001:3-20-04 Cottage food products allowed.

(A) The food items listed below are approved as cottage food products:
(1) Non-potentially hazardous bakery products;
(2) Jams;
(3) Jellies;
(4) Candy;
(5) Fruit butters;
(6) Granola, granola bars, granola bars dipped in candy;
(7) Popcorn, flavored popcom, kettle corn, popcom balls, caramel corn;
(8) Unfilled, baked donuts;
(9) Waffle cones
(10) Pizzelles;
(11) Dry cereal and nut snack mixes with seasonings;

(12) Roasted coffee, whole beans or ground;
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To: Health Commissioners, Directors of Environmental Health and
Interested Parties
From: Ohio Department of Agriculture, Division of Food Safety
Ohio Department of Health, Bureau of Environmental Health
Date: February 23, 2010
Re: Letter of Opinion 2010-01

Cold Holding at Farmers’ Markets and At Temporary and Some Mobile Facilities
This letter of opinion is to provide clarlfication to OAC 3717-1-04.1{KK) which states:

F equipment - ficati n ification.

(1) Except as provided In paragraph (KK){(2) of this rule, food equipment that is
acceptable for use in a food service operation or retail food establishment shalt be
approved by a recognized food equipment testing agency.

{(2)  The Ohio department of agriculture, the Ohio department of health, or the licensor
may approve the use of food equipment, other than vending machines and bulk
water machines that have not been approved by a recognized testing agency If the
equipment demonstrates compliance with this chapter,

There Is an inconsistency across local heaith districts regarding the application of the above
provision of the Ohio Uniform Food Safety Code.

While application of this provisicn of the Code is at the discretion of the local health district, we

hope to provide guldance regarding the use of foed equipment that has not been approved by a
recognized food equipment testing agency.

We believe it is appropriate to aliow refrigeration equipment, which has not been approved by a
recognized testing agency, and non-mechanical refrigeration (i.e. ice) to cold hold some TCS
foods at time limited events, such as farmers markets. Some examples of products that could be
stored in lce are watertight, leakproof beverage containers and unopened impermeable
commercially packaged cheese and meats, When using mechanical refrigeration, which has not
been approved by a recognized testing agency, for items, such as cream pies and shell eggs,
accurate thermometers are needed in each unit to assure the required temperature Is maintalned.

It has been a long standing practice by many local health districts fo approve the use of food
equipment not approved by a recognized food equipment testing agency in some mobile food
facilities, such as pushcarts and at temporary events.

Sections 3717.23(F) and 3717.43(F) of the Ohio Revised Code state the licensor may place
restrictions or conditions on a retall food establishment license or food service license limiting the
types of food that may be prepared or served based on the equipment or facilities.

Ol Duparumanl of Agrioutors & B995 E. Main Sirest & Maynaldaborg, Oftie 4 30851390 & Pnone $14.720-0240 & Fax 4144440710
Ot Drpariman] of Haallh & 248 N. Figh Streal & Columbns. Chic 43715-2471 & Phone B14-4858-1 390 & far S14-408-4558



Ohio Food Safety Reguiations and Labeling Requirements

in 1899, the Ohio General Assembly passed, and Govemnor Taft signed, Sub. H.B. 223, which
created Chapter 3717 of the Ohio Revised Code. Chapter 3717 is known as the Retail Foad
Establishment and Food Service Operation Law. This law created the Retail Food Safety Advisory
Council. One of the key duties of this council was to make recommendations for the Qhio Uniform
Food Safety Code. Through the recommendations of this council and other public input, Chapter
3717 of the Ohio Administrative Code {actual regulations known as the Ohio Uniform Food Safety
Code) became effective March 1, 2001,

This law and resulting regulations created a sweeping change in the approach to regulating retail
food establishments and food service operations in Ohio, It was intended to streamiine the
licensing and inspection process and create one licensor and inspector (local health department)
for each retail food establishment/food service operation. While this law and subsequent
regulations were created with good intents, there have been some unanticipated, negative impacts.

Sub. §.B. 136 was passed by the Ohio General Assembly and signed by Governor Taft in Nov.
2001. This law will fix numerous negative impacts for farmers, beekeepers, maple syrup and
sorghum processors, direct agricultural marketers and those involved in cottage food production.
As of this date, we are working with the Ohio Department of Agriculture to develop rules that will
become part of the Ohic Administrative Code and provide further detail on how to carry out the
new laws approved in Sub. 5.B. 136.

The following information should help you better understand the current Ohio Food Safety
Regulations for farmers, beekeepers, maple syrup and sorghum processors, diract
agricultural marketers and those inveoived in cottage food production.

Mobile Retail Food Establishment

"Mobile retail food establishment” means a retail food estabiishment that is operated from a
movable vehicle or other portable structure, and that routinely changes location, except that if
the establishment operates from any one location for more than forty consecutive days, the
establishment is no longer a mobile retail food establishment. Section 3717.01

This provision may assist farmers who are licensable through the Ohio Uniform Food Safety
Cede and participate in multiple farmers' markets. This license would be recognized in all
health districts and require only one license for the mobile aspect of the operation. The license
should be obtained in the health district that is the base of operation for the business. The
licensee would need to list all food products that may be sold throughout the season when
applying for the license.

Unprocessed Fruits and Vegetables

“Unprocessed,” when used with respect to fruits and vegetables, means that the fruits and
vegetables are not processed beyond merely rough trimming and rinsing. Section 3717.01

Ohio Food Safety Regulations and Labeiing Requirsments - Updated 1217101 1of 8



Maple Syrup and Sorghum Processors and Beekeepers (Honey)

Section 3716.021

“Food processing establishment” does not include a processor of maple syrup who boils sap
when a minimum of seventy-five per cent of the sap used to produce the syrup is collected
directly from trees by that processor; a processor of sorghum who processes sorghum juice
when a minimum of seventy-five per cent of the sorghum juice used to produce the sorghum is
extracted directly from sorghum plants by that processor; or a beekeeper who jars honey when
a minimum of saventy-five per cent of the honey is from that beekeeper's own hives.

This would exempt maple syrup and sorghum processors and beekeepers, as defined, from
more stringent “(Good Manufacturing Practices.”

Section 37 22

All packaged maple syrup, sorghum, and honey, are subject to food sampling conducted by
the director of agriculture, or a representative the director authorizes, to determine if a food
product is misbranded or adulterated. A component of the food sampling conducted under this
section may include the performance of sample analyses in accordance with section 3715.02 of
the Revised Code.

Section 3715.023

(A) Except as provided in division (B) of this section a maple syrup or sorghum processor and
beekeeper described in division (B) section 3715.021 of the Revised Code shall label each of
their food products and include the following information on the label of each of their food
products:

(1) The name and address of the business of the processor or beekeeper;

(2) The name of the food product;

(3) The ingredients of the food product, in descending order of predominance by weight;

(4) The net weight or net volurme of the food product.

{B) The requirements of division (A) of this section do not apply to fruit butter that is produced
at a festival or celebration, if the festival or celebration is organized by a political subdivision of
this state and the fruit butter is sold during the festival or celebration from the production site.

(C) Food products identified and labeled in accordance with division (A) of this section are
acceptable food products that a retail food establishment or food service operation licensed
under Chapter 3717 of the Revised Code may offer for sale or use in preparing and serving
food. (This will make these food items considered an approved source,)

Section 3716.024

(A) A maple syrup or sorghum processor and beekeeper described in division (A) of section
3715.021 of the Revised Code may request that the director conduct a voluntary inspection of
the procegsor's or beekeeper's facilities. After the inspection is completed, if the inspector
determines that the facilities comply with the rules adopted by the director pursuant to division
(B) of this section, the processor or beekeeper may place upon the label required under section
3715.023 of the Revised Code a seal of conformity and inspection of the department of
agricufture.

Sectl 717.22

A maple syrup and sorghum processor and beekeeper described in division (A) of section
3715.021 of the Revised Code is exempt from the requirement to be licensed as a retail food
establishment, on the condition that the processor or beekeeper offers only maple syrup,
sorghum, or honey directly to the consumer from the site where those products are processed.
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Additional Miscellaneous Exemptions from the Requirement to be
Licensed as a Retail Food Establishment
Sectlon 3717.22

An establishment, with commercially prepackaged foods that are not potentially hazardous
and contained in displays, the total space of which equals less than two hundred cubic feet;

A person who offers for sale at a roadside stand only fresh fruits and fresh vegetables that
are unprocessed,

An establishment that offers food contained in displays of less than five hundred square feet,
and that is classified as risk level ene pursuant to rules establishing ficensing categories for
retail food establishments adopted under section 3717.33 of the Revised Code, on the
condition that the establishment offers food for sale at retail not more than six months in each
calendar year,

A person whe annually maintains five hundred or fewer birds, on the condition that the person
offers the eggs from those birds directly to the consumer from the location where the eggs are
produced or at a farm product auction.

A person who annually raises and slaughters one thousand or fewer chickens, on the
condition that the person offers dressed chickens directly to the consumer from the location
where the chickens are raised and slaughtered or at a farm product auction.

A person who raises, slaughters, and processes the meat of nonamenable species described
in divisions (A) and (B) of section 918,12 of the Revised Code, on the condition that the person
offers the meat directly to the consumer from the location where the meat is processed or at a
farm product auction. (Nonamenable species inciude bison, cervidea, other bovidea,
camnelidae and hybrids thereof, ratites, domestic rabbits, domestic deer.)

A person who offers for sale only the following foods at a festival or celebration, on the
condition that the festival or celebration is organized by a political subdivision of the state and
lasts for a period not longer than seven consecutive days:

(a) Fresh unprocessed fruits or vegetables;

{b) Products of a cottage food production operation;

{c) Maple syrup, sorghum, or honey if produced by a maple syrup or sorghum processor
or beakeeper as described in division (A) of section 3715.021 of the Revised Code;

(d) Commercially prepackaged food that is not potentially hazardous food, on the
condition that the commercially prepackaged nonpotentially hazardous food is
contained in displays, the total space of which equals less than one hundred cubic feet;
(e} Fruit butter produced at the festival or celebration and sold from the production site.
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V. Refrigeration or Frozen

A. If a product is required to be refrigerated during display or after opening, the label must provide

the following phrases respectively on display panel: Keep Refrigerated or Refrigerate after
Opening

B. If a product should be kept frozen for proper storage, then the label should provide this
information on the principal display panel,

V1. Nutritional Labeling — Exemptions - Reference: CFR 21, Part 101.9 (j)
A. Retail exemption:

Food offered for sale by a retailer who has annual gross sales of food to consumers of not more
than $50,000; or has total annual gross sales, of food/non-food items to consumers of not more
than $500,000 is Exempt from nutritional Iabeling provided no nutritional claims are made,

SALES INFOOD TOTAL SALES (FOOD & NON-FOOD) STATUS

$50,000 or less $500,000 or less Exempt
$50,001 or mare $500,000 or less Exempt
$50,000 or less $500,001 or more Exempt
$50,001 or more $500,001 or more Not Exempt

Ready-to-eat food products that are manufactured on site by the retail firm and not sold outside of
that retail firm is exempt provided no nutritional claims are made.

B. ManufacturerWhoiesaler exemption:;

A firm with fewer than 100 full time employees (FTE's) and less than 100,000 units sold in the
pravious year is exempt frormn nutritional labeling provided no nutritional claims are made.
An establishment that wholesales product must submit annual notification to FDA to maintain
existing exemption.

NOTE: a firm with less than 10 employees and less than 10,000 units sold does not have to
apply to FDA for an exemption,

VIl. Sale Dates:

“Best if Used By," "best before,” “best if used before,” "Sell by,” “use by.” and “use before” means
the date by which the manufacturer, processor, or packager of a packaged food product
recommends that the food product be sold for consumption based on the food product's quality
assurance period. These types of products may be sold past this date,

Expiration Date - the specific products that are not permitted to be sold past this date include:
OTC drugs, baby food, and infant formula™,

*The term required on infant formula products is "use by" date, not "expiration” date,

Vill. UPC Code: ODA does not regulate the UPC code. The following address and
number is provided if you wish further information;

Uniform Code Council, 7051 Corporate Way, Dayton, Ohio 44459

(937) 435-3870 or 1-800-543-8137

The ODA Division of Food Safety should be notified when labeling violations are identified on
food products that were not packaged at the retail level; and food products packaged at retail for
distribution.

Labeis may be submitted to the Ohio Department of Agriculture for review and approval to the:
Ohio Department of Agriculture, Division of Food Safety, 8985 E. Main Street, Reynoldsburg, Ohio
43068
Emall - foodsafety@odant.agri.state.oh.us
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Food Safety for Fruits and Vegetables

M. Barinas, R. Downer, T. Kline, A. Kleinschmidt, H. Kneen, and D. Doohan®

L. Overview

Diets that are low in
fat, high in fiber, and
include at ieast five
servings a day of fresh
fruits and wvegetables
can protect against
many types of cancer
and lessen the risk of
heart disease. Howeaver
it is essential that fresh food be produced safely.
The motive behing Good Agricultural Practices
(GAPg) during growing, harvesting, sorling,
packaging, and storage opsrations for fresh fruits
and vegetables is  preventing pathogen
contamination. This fact sheet Iooks at the most
important GAPs on a farm such as: water quality,
animals and wildlife, personal hygiene, packing in
the field and packinghouse, sanitation,
management manure and pesticide residues (4).

PREVENTION is the first and most important
component of a food safety program.

*D. Doohan, M. Barines and R. Downer, Department of
Horticullure and Crop Science, Ohio State University, Wooster.
T. Kline, Food Animai Heatth Research Program, QARDC, A
Kieinschmidt arnd H. Kneen, Ohio State University Extensgion,
Wooster.

IL. Humans

PERSONAL HYGIENE

Contamination may occur at any point along the
farm-to-fork continuum, and in fact only a smail
propertion of outbreaks have been traced back to
the tarm, Most of the diseases transmitted via
fresh produce occur as parl of the “fecal-oral
pathway.” This is the movement of humans and
animais pathogens from an infected individual's
waste to material ingested by a healthy person.
Most commonly, this occurs when the infected
individuat handles food without propedy washing
his/her hands.

All personnel, including supervisors, must have a
good working knowledge of basic sanitation and
hygiene principles. Employees can unintentionally
contaminate fresh produce,
water supplies, and other =
employaes, and transmit
foodborne ilness i they do
not understand and follow
basic hygienic principles. The
leval of undarstanding needed
by each employee will vary
depending on the individual's
responsibilities  and  tasks;
however, each producer [ ‘
should provide a sanitation training program for all
aemployees. Depending on the needs of the firm,
training can be as simple as demonstrating comect
hand-washing, to comprehensive presentations
addrassing microbiclogical aspeacts.




MANURE MANAGEMENT

Properly treated manure can be an effective and
safe ferlilizer and will improve soil structure,
Untreated, improperly treated, or re-contaminated
manure may contain  pathogens that can
contaminate produce. Crops that grow in or near
the soit such as root crops, leafy greens and
melons are most vuinerable to pathogens which
may surviva in the soil. Another important step Is
to store and compost manure as far away as
practica! from areas where fresh produce is grown
and handled. If manure is not composted, age the
manure to be applied to produce fields for at least
six months prior to application. Where possible,
erect physical barriers or wind barrders to prevent
runoff and wind drift of manure onto plants (5). For
more references about handiing manure see the
Ohio Livestock Manure Management Guide (3).

IV. Water

Water used in the production of fruits and
vagelables can be a source of pathogen
contarination and dissemination.

Water iz used in fruits and vegefables for
irigation, application of pesticides and fertilizers,
and frost control. Post-harvest uses include
produce rinsing, cooling, washing, waxing, and
transport. Water of inadequate quality has the
potential to be a direct source of contamination
and a vwvehicle for spreading localized
contamination in the field, facility, or transportation
environments. The most common microbial
pathogens in the water are Escherichia coli,
Salmonelfa, Vibrio choleree, Shigefla,
Cryplosporidium  parvum,  Glardia  lambifa,
Cyclospora cayetanensis, Toxiplasma gondii, and
the Norwalk and hepatitis A viruges., Even small
amounts of contamination with some of these
organisms can result in foodbome illness (See

Figure 1 below).

Figura 1. Number of laboratory-confimed cases
(N=529)" of Salmonella typhimurium infaction with the
outbreak strain assoclated with peanut butter and
peanut butter-containing products in 2008-2009 (1).
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Preventing microbial water contamination is
preferred  over corrective aclions once
contamination has occurred, However,
antimicrobial chemicals, such as chlorine, in
processing water are useful in reducing microbial
build-up in water and may reduce the number of
microbia! organisms. The effectiveness of an
antimicrobial agent depends on  water
temperature, acidity [pH], contact time, resistance
of pathogens, and the nature of the frult or
vagetable surface. Chlorine is commonly added to
water for post-harvest treatment of fresh produce,
with a contact time of 1 « 2 minutes,

Wash water should be chiprinated to levels
between 50 ppm to 500 ppm depending on the
sensitivity of each fruit and vegetable crop. (See
http./fwww.gaps.cornell. edu) Tools and equipment
having contact with fresh produce should be
sanitized with a 200-ppm total chlorine solution
just prior to start up and periodically during the
day. Note that one tablespoon of household
bleach (5.25%} in one gallon of water is equivalent
to 200-ppm chiorine,




chiorine solution, Boots, gloves, smocks, and
aprons should be cleanad or replaced as needed.

PACKING FACILITY PEST CONTROL

A pest control program will minimize risk of
contamination by rodents or other animals. A log
of operations should be maintained for the
program. In an open or exposed packinghouse
operation, the best control is constant vigilance
and elimination of any discovered animals and
their potential nesting locations. Produet andfor
product remnants will aftract pests; therefore, the
daily cleaning of the packing house to eliminate
foed sources should help reduce pests.

FACILITY SANITATION

Packinghouse facilities have the potential for
developing microbial growth on walls, tunnels,
ceilings, floors, doors, and drains.

Scheduled wash down and/or sanitizing of the
facility will reduce the potential for microbia!
growth, The cooling system should be monitored
and cleaned as necessary, depending on the type
of system,

TEMPERATURE CONTROL

Maintaining proper holding room temperature
will promote product quality and reduce microbial
growth. Temperature should ba monitored in order
to  ensure established product temperature
parameters. A log of storage temperature should
be maintainad.

SHIPPING/VEHICLES

Trucks must be inspected for sanitary conditions
and optimum transit temperature before being
loaded with produce. Check for odors, dirt, and/or
other debris prior to loading. Any truck showing
these conditions should be rejected. Check for
pest infestation, physical condition, and the
presence of a properly aligned air chute before
lpading. Make sure a temperature recorder is
presant to monitor cold tempetature during transit,
Never {oad produce into a2 warm truck.

VIL Standard Operating
Procedures/ Record Keeping

Keeping records is important. it will help
document adherence to good agricultural
practices and identify potential problem areas.
History has shown that, in a trace-back situation
following an outbreak, responsibility is often
pinned on those with the least- (or worst) kept
records (6). More information about developing
Standard Operating Procedures is available in

http:/fwww. ansci. comell. edu/pdfs/sopsdir.pdf

TRACEBACK / PRODUCT IDENTITY

» Be sure that each package leaving the
farm can be traced to field of orgin and
date of harvest,

* Records of lot numbers should be
maintained for all loads and package
produce leaving the farm (4).

VIIL. Tips for Specific Crops

MELONS AND TOMATOES

Melons and tomatoes may be more prone to
contamination than other produce because the
fruit grow on or close to the ground. At the end of
each day, clean all bins and work surfaces.
Sanitize surfaces using recommended chemicals
and proceduras. Remove excess soil from
produce in the field.

Melons and tomatoes should be kept at 55°F to
maintain  their qualty, thus adding to the
importance of cleanliness  throughout the
operation. The 55°F mark is the "safe” upper
maximum refrigeration temperature (6).

BEANS AND PEAS

Green beans and peas may be harvested by
hand and packed directly in the field for the fresh
market. Varigties should be selecied that set
beans in the top of the plant away from the ground
(8).



Keaping records is important. Third party
audits or other types of inspections expect
o see pesticide logs, manure application
logs, refrigeration fogs etc. it is betier to
keep more records than you need rather
than less.

Self-check lists are available from several
commercial auditing companies and from
the National Good Agricultural Practices
program at Comell University to aid in

record-keeping  hitp:/iwww.gaps.cornell.edu
(2).
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@ The sampling cedificates themselves are for an individual. Meaning the person

listed on it is the only person covered by the certificate.

Employees, family members, etc. must complete their own Affidavit of Sampling
Education and receive their own certificate if they intend to offer samples at the
market.

® Gap Training Certificates, however, are not required of employees, family
members etc. so long as the farm operation has at least GAP certificate. When
sending in the Affidavit of Sampling Education you must write on it under whose
GAP Training Certificate you will be sampling.

@ If a producer moves or expands to another market they are to contact KDA so we
can update our records and their certificate.

Here are a few points about the GAP Training Certificate:

@ You must have the GAP Training Certificate in order to accept WIC Farmers
Market Nutrition coupons

@ The GAP Training can be completed at your county Cooperative Extension Office
or at the KY Fruit and Vegetable Growers Conference in Lexington

The Basics

There are two parts to sampling at a Kentucky farmers’ market — preparation and
delivery. -

Preparation of Samples

Some farmers choose to prepare their samples at home where the quality of water,
cleanliness of surfaces and equipment and cleanliness of vegetables can be easily
controlled. The samples may be washed, cut up and placed in disposable, individual
cups with lids. These cups are available at any restaurant supply store or at large
outlets such as Sam’s Club.

Whether you prepare your samples at the market or at home you must provide
equipment and maintain practices that ensure the following during sample
preparation:

Potable water

- All water that touches your product or your utensils MUST be potable. If the water is
from a well, cistern, or other non-municipal source it must then be tested and the
records retained. Documented test results prove the water is potable, not previous
use as drinking water,

All raw produce must be clean

All raw produce MUST be washed thoroughly with running potable water. The water
has to be running to carry away any dirt or contaminants that may be on the outside
of the product. For example, you cannot wash your tomatoes in a bucket of clean
water,

Praoduce with rinds pose a special problem. Cantaloupes and muskmelons with
netting need a good scrubbing to remove all dirt and contaminants from deep in the
netting. This can be done at home to all the produce you plan to use for samples,



* If samples of both meat and vegetables are going to be cooked and offered, there
should be 3 separate sets of utensils. The first is for raw meat, the second for
cooked meat and the third for vegetables and fruits.

* Allow ali cleaned and sanitized utensils to air dry on a clean non-porous surface or
dish rack. Do not dry with a towel.

* The "washing, rinsing and sanitizing station” and the “hand washing station™ must
be separated from each other and completely set up before preparing any samples.

Delivery of Samples
Maintaining proper temperature

i you bring cold product to the market for sampling you must maintain them
at 41°F or below. That means you probably must ice it above and below. If using ice,
you need to make provisions for melted ice to drain away from the product. Samples
in cups prepared at home can be easily managed. A small cooler can provide a
great way to keep samples cool.

Any product you warm at the market must be wamed to 140°F or above. You
must have a way to maintain this temperature.

A high/low thermometer is a good investment. Note the temperature readings
in your records in case there is ever any doubt.

For both safety and quality, samples shoutd be monitored to ensure that none
remain out for more than 30 minutes. Remember you want your samples to be
perfect little bites of your product at its best!

Sample delivery

* You must deliver the samples to the customers in such a manner to prevent
anyone from touching any sample other than the one they will consume. If you have
prepared the samples at home you can place the individual cups on a tray a few at a
time. With the individual cups there is no need to worry about any customer touching
any samples other than their own,

You must protect the samples from the elements and insects, Cover your
samples with insect proof netting or plastic wrap (or lids if you use the individuat
cups). You must use disposable single use utensils for distribution of samples to
customers- toothpicks, cups, etc. Or you can use tongs, if you control them.
Customers should never reach in a plate or bowl of samples. You should make
available a waste basket lined with a plastic bag for sampling preparation waste and
sampling distribution waste disposal. It works best to have two cans — one behind
the table for your waste and one out in front for the customers.

* Protection from the environment

You must protect the samples from the elements (dust,etc.) and insects, This
can be accomplished in several methods. The simplest is using containers with a lid
or covers to dispense the samples. thexpensive containers such as deli trays work
well. You may also cover your samples with insect proof netting or plastic wrap. If
using individuat cups placing lids on those will suffice.

Keep in mind that alt food must be stored at least 6 inches off the ground, and
in some municipal areas this restriction may be increased.
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Asparagus has arrived at ENTER YOUR FARMERS’

MARKET NAME HERE

You know summer is not far away once the locally produced
emerald green spears of asparagus appear at the farmers’ market.

Asparagus is one of those spring vegetables that signal summer is nearly here,
At the ENTER YOUR MARKET NAME HERE, our vendors will have the first
asparagus of the season. And while at the market, be sure to check out the array
of additional local foods that will complement your asparagus. YOU MAY WANT
TO ADD INFORMATION ABOUT ADDITIONAL PRODUCTS HERE,

— Asparagus, a member of the Lily family produces spears from the crown that are
harvested anywhere from every 5 days to sometimes as often as every 24 hours.
The crowns will send up spears for 6 — 7 weeks in the spring and early summer.
Asparagus is a nutrient-dense food which is high in Folic Acid and is a good
source of potassium, fiber, vitamin B6, vitamins A and C, and thiamin.

Producers who grow asparagus take great care of this crop. Typically the crowns
are planted several years before harvesting the spears. This allows for the
development of a strong crown which can then bear spears for up to 15 years.
Once harvest is compiete, the spears grow into ferns which produce red berries
and provide nutrients to the crown for the following year's crop.

Think you are too busy to incorporate asparagus into meals? Think again. A
quick and simple way to prepare asparagus is to drizzle with olive oil, sprinkie

—_ For Release ENTER THE DATE HERE
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Contact: Clristie Weich 1864 Shyvile Rd, -
Phone 740-285-2071 x. 234 Pikaton, OH 4566 ' Th.e Oh."‘) State
Welch, 153@losu,adu wyw,ohjofamersmarkets. osu edu University South

Centers

Visit Your Appalachian Farmers’ Market to access
locally produced food from A to Z

While farmers’ markets are increasing in popularity you can find the best in fresh
local foods from Apples, Berries, Cucumbers ...to Zucchini and everything in
between. Haven't visited a market lately? Why not chose National Famers’ Market
week to begin? Many of the markets not only provide local food, but also showcase
local Appalachian artists.

The benefits of shopping locally are many. By supporting your local farmers’ rnarket,
you have access to the freshest local foods; many producers harvest their produce
the day of or the day before - you can have it on your dinner table within 24hours of
harvest! This helps reduce spoilage and loss of nutrients, and provides a burst of
flavor to your meals, Does the wide array of produce make your head spin? if so,
ask the vendors how to prepare the produce. They are happy to provide easy to use
recipes that can fit into busy lifestyles. Many producers have become experts at
preparing quick and healthy recipes — they lead busy lives too.

The Appalachian region of Ohio has a long history of farming., Many of the farms
located in this region are small family farms that have been growing local foods for
generations. Unlike other parts of the state, the farms in the Appalachian region are
not as well suited to large acres of small grain production. The geography and
clirmate in this region are uniquely suited for fruit, vegetable, and livestock production.
What better way to access this fresh local food grown by experts than by visiting your
local Appalachian farmers' market. Of the 32 Appalachian counties in Ohio, there
are over 40 farmers’ markets. And with these tough economic times, staying close to
home and spending your food dollars locally can help your own community.

Farmers’ markets are not only a great way to access locally produced foed; they are
also a great way to reconnect with your community. Many visitors to farmers’
markets state they also enjoy the social atmosphere markets provide. You can geta
cup of coffee (locally roasted) and stroll through the market while meeting friends —
some you haven't seen in a long time - to those who will become friends!

For Release February 17, 2011
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The ENTER YOUR MARKET NAME HERE will have our first selection

of locally produced tomatoes available this week! Not only do they taste
great, they are good for you as well.

Nearly everyone loves home grown fomatoes. And our farmers’ have grown a wide
variety for you to enjoy. The first local tomatoes will be at market this week. ENTER
YOUR MARKET DATE, TIME, AND LOCATION HERE.

According to www.harvestofthemonth.com here are some tomato facts:

The tomato is a berry of the nightshade family, which includes potatoes, eggplants
and peppers.

The tomato is the world's most popular fruit with more than 60 million tons
produced worldwide.

There are more than 4,000 varieties of tomatoes ranging in size, shape and
color.

Botanically, the tomato is a fruit. However, in 1893, the U.S. Supreme Court
declared it as a vegetable.

According to the USDA, Americans eat more than 22 pounds of tomatoes each
year, more than half of this amount in the form of ketchup and/or tomato
sauce.

Based on the above statistic, this leaves nearly 11 pounds that are consumed fresh.

One great way to incorporate more fresh vegetables into your diet is to make your own
salsa, Try this easy to prepare recipe:

8 tomatoes

3 green peppers

1 small onion

4 jalapeno peppers (you can remove some or add some depending on your
faste)

2 Garlic cloves or 1 tsp. of minced garlic

Salt (to taste)

Olive Ol

Parsley

Lemon or lime juice

—— ENTER THE DATE OF THE RELEASE MERE
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I'Izesls week to ENTER YOUR MARKET NAME
HERE h, locally grown strawberries!

Strawbermies are among the favorite fruit of American consumers. According to the
USDA the annual per capita consumption of fresh and frozen strawberries is 4.85
pounds. And strawberries are an excellent source of Vitamin C. So get in line to get
your helping of vitamin C from locally produced strawbeiries at ENTER YOQUR
FARMERS' MARKET NAME HERE. Spring is the time when the first of the locally
produced fruits begin to ripen. And what better way to begin than with fresh, local
strawberries. This delicate red fruit provides a burst of flavor and is great enjoyed
fresh. Strawberries can add a special treat to salads, cereals, and desserts. But,
strawberries don’t store well. So, follow these tips for enjoying the best flavor in
these local treats. Refrigerate your strawberries as soon as you get them home from
the market. Do not wash them until you are ready to eat them and take care not to
bruise them. Strawberries will keep in the refrigerator for 1 to 3 days. So buy only
what you plan to consume fresh in a few days or make plans fo freeze or make jam
out of the extras,

Strawberries are a great addition to any diet. They are packed with nutrients, have
no fat, and no cholesterol, and average only 55 calories per cup. Frozen
strawberries are a great addition to smoothies. Blend with your favorite yogurt, other
fruits such as blueberries and/or raspberries, and enjoy them this way year round.

Strawbermies are actually a member of the rose family and are the only fruit to have
seeds on the outside of the fruit. On average, there are 200 little seeds on the
outside of a strawberry.

Don't miss this opportunity to buy fresh, buy local, and enjoy these delicious red
bemes! ENTER YOUR MARKET DATES, TIME, AND LOCATION HERE.

| i
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ENTER YOUR CITY HERE — Sweet corn available this week at ENTER
YOUR FARMERS' MARKET NAME HERE,

Have you been anxiously awaiting the arrival of the first locally grown sweet com of
the season? If so, wait no more. The ENTER YOUR MARKET NAME HERE will
have our first locally grown sweet com of the season. You will want to make sure
and visit the market early to get this golden delight! ENTER YOUR MARKET DATE,
TIME, AND LOCATION HERE.

Sweet corn is one of America’s favorite vegetables. To get the best tasting sweet
com it is important to buy it fresh and keep it cool. The sugars in sweet com begin to
change to starch soon after harvest. Purchasing your sweet com at the farmers'
market provides the advantage of having the freshest possible produce. OQur
producers harvest their sweet corn the moming of market,

— Want a new way to enjoy your sweet com? Have you tried grilling t? It is simple and
easy and doesn't heat up your kitchen. Simply remove the husks and silks. Rinse
the com and pat dry. Brush lightly with butter or olive il and place on the preheated
grill. Keep close watch on the grill and tum as the ears begin to show grill markets,
Once heated through, remove from the grill and enjoy immediately. If there are any
leftovers, simply cut the kemels from the ear and use in salads, salsas, etc.

And, as the end of the season approaches, be sure to buy some for your freezer.
You can enjoy iocally produced sweet corn year round. To freeze, husk and remove
the silks, drop in bowiing water for 3 to 5 minutes. Remove from boiling water and

* drop in cold water to stop the cooking process. As soon as the ears are cool enough
to handle, cut the kernels from the ears and pack into freezer bags. Freeze
immediately. When ready to prepare, remove com from the pack and place in a
microwave safe dish. Cover and microwave for 5 minutes. Stir and microwave for
an additional 1-3 minutes. Let stand covered in the microwave until ready to serve.

Did you know that the average ear of corn has 800 kemels arranged in 16 rows?
And, there is one piece of silk for each kemel. Sweet com usually produces only 1
ear per stalk. Still stuck on your favorite old variety? Many of these are still available
like Silver Queen. But don't hesitate to give some of the newer varieties a try,

(
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Visit the ENTER YOUR MARKET NAME HERE to
stock up on local foods for the winter.

The 2010 famrmers’ market season has flown byl The market only
has two weeks ieft for this season. Come by to stock your
cupboard for the winter.

We have had a great 2010 farmers' market season. And, we would like to thank
all of our friends who have helped support the market this year! We also want to be
sure to remind you that you only have 2 weeks remaining to stock your cupboards for
the winter with local foods from our vendors. And while the growing season is
siowing down, we still have a wide selection of locally produced fruits, vegetables,

— meat, cheese, honey and baked goods. ENTER YOUR MARKET DATES, TIME,
AND LOCATION HERE.

Our vendors are continually experimenting with ways to extend the growing
season in Ohio. And while we continue to make progress, there are items that are
not available in the winter in Ohio. To ensure that you can still enjoy our locally

produced foods, visit the market to leam what our growers are planning for next
. season and share your ideas.

And, don’t worry. We won't be gone for long. This year we are again planning to
have a winter farmers market, Be sure 1o ask for details while visiting us the next 2
weeks. ENTER INFORMATION ABOUT YOUR WINTER MARKET HERE OR
DELETE THIS PARAGRAPH.

ik
— For Release February 17, 2011
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Marketing Plan

Business Overview

Provide a brief overview of your market. How long have you exisited?
What is your legal structure? Do you have paid staff, etc. When and
where does the market operate?

Industry Overview
Describe what is happening in the industry.

Situation

Describe the current situation & strategies for your market - include a
summary based on your strengths, weaknesses, opportunitities, and

threats. Discuss what marketing strategies you have employed in the
past. Were they successful? How do you know this?

Perspectives Strengths (internal) Weaknesses (internal)
- Management
- Marketing
- Money
- Measures

Opportunities

(external)

Business, Market,

Industry, Environment

- Political

- Economic

- Social

- Technological

Threats

(external)




Marketing Plan
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'SECTION

b e T
e §h

What product(s) do youprovide?
Include a summary based on the following -- which can be included in
the plan or used for development of ideas.

Customer
Group

Product/s -

Price

Benefits

1




Marketing Plan

'SECTION 6: MARKETING & SALES STRATEGIES;

What strategies will you invest in for promotion, sales, service, and
communications? How will you attract new buyers, give them a trial
opportuinty, thank them, check satisfaction, and promote loyaity?
What other "key stakeholder” communications and “"customer
relations" are part of your strategy? (influencers)

Who & Why What/Where How Much
“Stakeholders” | When

inform, remind, persuade,
trial, sales, ralationship,...

Print/Postage
(business cards,
brochures,
posters,catalogs)
Print Advertising
(newspaper,
radio)

Signs,
Billboards

The Internet
Websites, email
Events-Networks,
Sponsorships
Specialty
Advertising
Public Relations
& Samples
Memberships,
Directory
Listings

After Sale
Customer
Communications
Other: Advisory
Groups, Strategic
Partnerships,...




Marketing Plan

SECTION:8: MEASURES OF SUCCESS

Where will the business be in the future?

Overall Sales Customers Other Key
#, $ Value, Drivers -
Satisfaction, Knowledge
Referrals from |Management,
Capacity, Strategic
Partnerships,
Promotions, ...
Years 1- 2
Years 3- 5
Years 5- 10

trade area, product return rate, etc.)

compelling reasons why it will succed?

demand, ...), etc.

What are the key factors you will measure and wh;en will you measure
them? ($/customer, number of customers/day or month, expansion of

Will the business succeed (meet your goals) and what are the

Add comments about key milestones, the organization's reputation,
contingency planning, ongoing efforts to gather and use information
in marketing decisions (market research for direction and strength of

10




Marketing Plan
Resources:

Farmers' Market Resources

www.farmersmarketcoalition.org

WWW.pps.org

http:/iwww.marketumbrelia.org/
http://iwww.ams.usda.gov/AMSv1.0/FARMERSMARKETS
htip://www.nemw.org/index.php?option=com_content&view=article&id=84&itemnid=92
http://www.ediblecommunities.com/marinandwinecountry/resourcesffarmers-
markets. htm :

http://iww2 . wkkf org/default aspx?tabid=90&CID=19&temID=1 90045&NID=200045&E an
guagelD=0

hitp://mww.ncat ora/special/market managers.php
www.ohiofarmersmarkets.osu.edu

Marketing Plans
hitp://www.mplans.com

Marketing Associations & Publications

North American Farmers' Direct Marketing Association, http://www.nafdma.com/
Advertising Age, www.adage.com

Direct Marketing Association, htip://www.the-dma.org

American Marketing Association, hitp://www.marketingpowsr.com

General Marketing
www.knowthis.com

http://marketing.about.com

Marketing Terms
hitp:/iwww.marketingterms.com/ (Internet Marketing)

Ad Law

Advertising Compliance Service, http://www. lawpublish.com
Ohio Bar Association, http://www.chiobar.org/Pages/PublicSite. aspx

industry
OSU Fisher College of Business - Library

http:/fisher.osu.edu/library/databases/onling. htm
www.bizstats . com

hitp://privateco.com

Situation — Trends
www. trendwatching.com
www.wfs.ora/forecasts.htm

www . kiplinger.com '
www dailycandy.com

12



Ohio Meat Processors Listing
Taken from the Qhio Association of Meat Processors

http://www.oamp.org/index. htm

Beaver Wholesale Meats, P.O. Box 378, Smithville OH 448677, (330) 669-2141

Belleville Brothers, 239 South Main Street, Bowling Green OH 43402, (419) 352-1126
Bellevue Meats, 616 Southwest St, Bellevue OH 44811, (419) 483-7884

Bob Evans Farms - Columbus, 3776 South High Street, Columbus OH 43207, (800) 272-7675
Bowman & Landes Turkeys, 6480 East Ross Road, New Carlisle OH 45344, (937) 845-0466
Brookview Farms Meats & BBQ, V354 Road 24, Archbold OH 43502, (419) 445-6366
Brothers Fresh Sausage, 308 20th St. NW, Massilion OH 44647, (320) 833-1996

C & K Meats/R & K Sausage, 7700 Harvard Ave, Cleveland QH 44105, (216) 341-1251
Canton Hotel-Restaurant Supply, PO Box 7307, Canton OH 44705, (330) 456-4708

Carte's Bratwurst, 1210 East Mansfield Street, Bucyrus OH 44820, (419) 562-7741

Caven's Meats, 7850 East US 36, Conover OH 45317, (937) 368-3841

Charlanne Farms, 2785 Warren Burton, Southington OH 44470, {(330) 898-2127

Cherry Valley Processing, 4345 Piper Rd, Dorset OH 44032, (440) 293-7832

Curly's Custom Meats, 315 Morth East St, Jackson Center OH 45334, (937) 596-6518
Dee-Jays Custom Butchering, 17460 Ankenytown Rd, Fredericktown OH 43018, (740) 654-7492
Delaware Meats LLC, 1175 London Rd, Delaware, OH 43015, (740) 363-6561

DiRusso's Sausage, 1035 West Rayen Ave, Youngstown OH 44502, (330) 744-1208
Doughty Farm Meats, 5362 US 62, Millersburg OH 44654, (330) 674-6257

Duma Meats, 857 Randolph Road, Mogadore OH 44260, (330) 628-3438

Erb Poultry-Lima, 161 East Vine Street, Lima OH 45804, (419) 222.-8746

Frobose Meat Locker, ing., 215 East Front, Pembervills OH 43450, (419) 287-4923
Garrettsville Giant Eagle, 8283 Windham St, Garrettsville OH 44231, (216) 527-4015
Gochenour Meats & Drive-Thru, 131 W Mansfield 5t, New Washington OH 44854, (419) 492-370
Green's Quality Meats, 403 Summit St, Celina, OH 45822, (419) 586-7425

Harstine Meats, 42984 State Route 154, Lisbon, OH 44432, (330) 424-5051

Hasselbach Meats, 4637 Oak Harbor Rd, Fremont OH 43420, (419) 332-1747

Heffelfinger's Meats, 469 County Road 30-A, Jeromesville OH 44840, (419) 368-7134
Herman Falter Packing Company, 384 Greenlawn Avenue Columbus QH 43216, {614) 445-3812
Hickory Farms, 15056 Holland Rd, Maumee O 43537, (419) 794-9233

Himes Vending Inc, 4654 Groves Rd, Colmbus OH 43232, (614) 868-6931

Holly Hill Farms Meat Shoppe, 7127 East Main St, Columbus OH 43068, (614) 575-2008
Horst Packing, 3535 Renkenberger Rd, Columbiana QH 44408, (330) 482-2997

J & K Angus & Meat Processing, 66285 8th St, Cambridge OH 43725, (740) 439-2538

J. T. M. Provisions Co, 200 Sales Dr, Harrison OH 45030, (513) 367-4900

Jacob's Meats Inc, Route 2, Deflance OH 43512, (419) 782-7831

J-Mo Meats, 400 Mulberry 5t, Barmnesville OH 43713, {740) 425-1973

Jones Processing Ing, PO Box 178, Hartford OH 44424, (330) 772-2193

Kah Meats, 728 Keller Dr, Wapakcneta OH 45895, (419) 738-4217

Kelble Brothers, 9111 Reiger Rd, Berlin Heights OH 44814, (419) 588-2015

Kiko Meats, 1548 Union Avenue Southeast, Minerva OH 44657, (330) B68-6439

Kimmel's Mountain Man Meats, PO Box 305, Mt. Blanchard OH 45867, (419) 654-8575

King And Sons Poultry, 8091 Horatio Harris Creek Rd, Bradford QH 45308, 9374482448
Kuck's Turkey Farm, 12139 State Route 29, 5t. Marys QOH 45885, (419) 753-2620

Landes Fresh Meats, 9476 Haber Rd, Clayton OH 45315, {937) 836-3613

Link's Country Meat,s 7252 Leesville Rd, Crestiine OH 44827, (419) 683-2185

M & M Choice Meats, 503 South Basinger Rd Pandora QH 45877, (419) 384-7118

M & S Bauer DBA Borders Market, 135 Trux St. Plymouth OH 44865, (419) 687-2634
Mahan Packing Company, 6540 State Route 45, Bristolville OH 44402, (330) B89-2454
Mansfield Packing, PO Box 988, Ashland OH 44805, (419) 289-0736

Marshallville Packing Co, 50 East Market St, Marshaliville OH 44645, (330) 855-2871



The Ohio State University South Centers
http://ohiofarmersmarkets.osu.edu

The Farmers’ Market Management Network, Inc.
www.fmmn.org

M| THE OHIO STATE UNIVERSITY

South Centers

"N N\
s OHIOS v?&%

ciwarkh Madain O




7

% POES
103 oni-%°

Thinking of farming?

Think again. There is a new way to farm.
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If you are ready to follow your calling to farm, follow the
production system that is being practiced by a growing corps of
farmers who are rethinking not only how to farm, but also what it

means to be a farmer today >>>



SPIN-Farming Bastes

How to Grow Commercially on Under an Acre

By Wally Satzewich and Roxanne Christensen

‘)‘ N Wt Step-by-step learning guides to the sub-acre
¢k production system that makes it possible to
gross $50,000+ from a half-acre.

X Y?“ OIS X

N

Notice - Proprietary Information - All rights reserved

This material is property of Wally Satzewich and Roxanne Christensen. They reserve all rights to the ownership,
use, reproduction, distribution and publication of this document and the intellectual property herein. No copies
may be made whatsoever of the contents herein, nor any part hereof. Copyright (C) 2011

ISBN: 978-0-615-38409-2

What this book provides: how-to sub-acre farming information.
What this book does NOT provide: legal, accounting or professional business advice or services.

For information on licensing, foreign or domestic rights, or bulk copy orders for educational use, contact Roxanne
Christensen at rchristensen@infocommercegroup.com, or at 610-505-9189.




MEET YOUR NEW
BUSINESS PARTNER...

t control her. <he does not evew

f weaw
ow can't reasow with her. Yo it S i

have a vested interest L whether or wot You
and You're going to be working

closely with her from now ov.

Farming is a nurturing process governed by agricultural practices, but
it is also a business driven by economic goals. This tension makes it
such an interesting profession. Nature works in slow time, involving
overlapping cycles of activity that often take years and sometimes
decades to discern. Profit and loss statements are churned out in fast
time, month after month.

While most farming systems focus primarily if not exclusively on
agricultural practices, SPIN emphasizes the business aspects and provides
a financial and management framework for having the business drive the
agriculture, rather than the other way around. Contained in these seven
SPIN guides is everything you’d expect from a good franchise: a business
concept, marketing advice, financial benchmarks and a detailed day-to-

day workflow. In standardizing the system and creating a reproducible
process, SPIN really isn’t any different from McDonald’s. Think of it as a
franchise-ready farming system that can also accommodate the creative and
place-based nature of farming. It is up to you to apply the system based
on your own markets, climate and preferences.

In the pages ahead you will discover that SPIN-Farming is sub-acre in
scale and entrepreneurial in spirit. It requires minimal infrastructure,
so it’s easy on the pocket book. It is organic-based, so it’s easy on the
environment. It fits whatever life style you have, or wherever you are in
your life cycle. It can be practiced in the middle of the urban jungle,
or on the suburban fringe or on a larger acreage in the country. Wherever
you find yourself, SPIN provides a low-risk way to get started in farming

and increases your chances of success.

what does SPIN stand for? ’
<-mall P-lot IN-tensive. But it also stands for the kind

of farming that anyone can wnoderstand and that more
and more ave embracing. Like these folks >=>=

For more information on SPIN-FARMING please visit www.spinfarming.com




MEET SOME OF YOUR

COLLABORATORS. .

mbers of the growing corps of farming

ew e
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“The SPIN system has given a lot of young people the opportunity to
return to their roots....or start a whole new career in agriculture!
Speaking for myself I can say that SPIN has given us the opportunity to
continue doing what we love...being stewards of the land...We had hit a
wall with traditional agriculture, but now we have found our way again
through SPIN!”

Tim Schultz, The Green Ranch, Osage, SK

“I'm creating an urban farm network that’s neighborhood-based and makes
fresh, healthy food accessible to everyone. One of the primary goals

is to bring back the job description of “farmer” and recreate it as a
profession for city dwellers. As a non-profit, Urban Patchwork can create
programs that pay and teach interns who then go and run their own urban
farms throughout the city. It’s structured so that the parent non-profit
organization supports and reduces costs for the individual neighborhood
farms so they can hire farmers and pay a living wage. That will add 50-
100 farmers to Austin’s demographic!

“SPIN was a wonderful find because I was in the middle of “inventing” the
same such concept and set of materials. It was a neighbor and now fellow
SPINner who introduced me to it (thanks to Michael!) and it shaved at
least six months off my farm development and formation.”

Paige Hill, Urban Patchwork Neighborhood Farms, Austin, TX

“I've been reviewing tons of how-to materials that might have even a
remote relevance to my sustainable commercial urban farms incubator
(SCUFI) program. Whoa, have I waded through vast tonnage of imprecise
and generalist chaff looking for kernels of wheat. But not a problem with
the SPIN guides. They have virtually zero chaff. Using the SPIN guides as
solid intros for people with little or no familiarity with commercial
urban organic farming as a business, I just don’t know anything better.”
James Kalin, CEO, Virtually Green, San Francisco, CA

Still more farming visionaries >=> =

For more information on SPIN-FARMING please visit www.spinfarming.com
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“I just had 20 yards of organic compost dumped on my driveway this
morning - there is no going back now!:) Thank you for developing such

a user-friendly method for people -it is so much easier to get started
this way! I also work for county government in workforce and economic
development; I can see how these methods could help to address critical
community-wide issues such as local jobs, entrepreneurship, food
security, poverty, environmental issues, etc. Food security is going

to become an ever larger issue and you have created a very accessible
way for people to get in the game in a way that greatly increases their
chance of success. Thanks very much for your work; it might just change
the world one garden a time.”

Geniphyr Ponce-Pore, Program Manager, Business and Enterprise, Larimer
County Work Force Center, Fort Collins, CO

“I just started my business here in Waukegan, IL. My business is Waste-
Not Gardens, Inc. I am helping my city establish a local food system
using the SPIN method. I also am proposing to the city that I will

be utilizing a raised-bed, zero till or minimal till method (lasagna
gardening). My business is a zero-waste concept. They are very interested
and I am moving forward. I am currently communicating with the zoning
director as they are willing to make exceptions to the zoning ordinances
to accommodate the small scale production. They understand the importance
of establishing a sustainable, local food system. I am hoping to
accomplish many things with my operation. I can’t thank you enough for
the development of the SPIN-Farming method!”

Suzanne Abrudeanu, Waste-Not Gardens, Inc., Waukegan, IL

“The best thing I have to say about SPIN was that it gave me a whole

new way of thinking about farming. That is, farming with an eye to real
income without needing the investment of large numbers of acres and huge
debt. As a long time grower for my family and friends, I never thought I
was “big” enough to be a farmer. SPIN was my “aha!” moment.”

Barb McKillip, Mountain View Meadow Farm, Elbert, CO

For more information on SPIN-FARMING please visit www.spinfarming.com




“Your guides are excellent!!!! This should really help out our local
initiative.”
Bill Gardiner, District Conservationist, USDA-NRCS, Salida, CO

“This is our third year SPIN-Farming and we do this as a part-time
operation. We would love to expand, as we have more market opportunity
than we have time to grow for. We are considering looking for a partner
for next season as we have opportunity in new markets and also have had
requests to start a CSA. At present, we rely on community garden plots as
our primary land base.

Anyway, I love the SPIN guides. They’ve been incredibly helpful. For
me, my take away from the guides was (1) an approach to growing in a
systematic way and (2) a good marketing approach. And we love being

involved in our local market. I’'ve enjoyed building up some regular

customers and getting to talk about our product.”

Chad Butler, Butler Family Farm, Aurora, IL

“This is only my second year with SPINing. I have been using 2x20’ SPIN
beds (65 total) because it worked best for my space. I would recommend it
for you as well, as it would give you more diversity and more rotations.
I also think 3400 sqg ft would be good for starting out, it is better

to start out small and do it well then to do too much and burn out,
especially if you are farming part-time. The great thing about selling
at a farmers market is you don’t have an obligation to bring a certain
amount. As a newbie, I assure you that you will have failures and
successes, as far as what sells and what grows. I have to say that I am
so happy I have started using the SPIN methods, they really work.”

Nate Clark, Good Earth Gardens, Harrisonburg, VA

These are just some of the hundreds of SPIN farmers

v advice and iwspimtiow n SPIN’s

ho aenerously ot{e ,
P J ft hich ts a collaborative

free online support group, W
mechaniem for self-lmprovement as well as for

contributing emhancements to the system. Ol’Mfc aou
start bmplementing SPIN, Youw're welcome to JoLn L.

But first you need to...
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GUIDE 1: OVERVIEW

SPIN-Farming’s Radical New Concept: Sub-acre
Commercial Growing

So you want to be a farmer?
You're not alone.

More and more people throughout the world are being called to farming, and they don't fit the
usual profile. They don’t come from traditional farm families. They don’t own much - or any -
land. Many do not even live in the country. Some have been educated in other professions, or
have had other careers. Some have home or community gardening experience while others have
never had dirt under their fingernails. Some want to farm full-time; others part-time.

What unites them all is a curious sense of timing. The amount of available farmland is shrinking.
Political systems favor large-scale agriculture. Science is delivering ever more powerful
discoveries that take us further and further away from the natural makeup of food.

But in spite of these obstacles, a new breed of farmer is emerging, equipped with two vital assets.
The first is market demand. A growing base of customers want a direct connection to the source
of their food, and are willing to pay the cost. The second is an ability to approach farming in a
radically new way. What they are calling for is a radical new way to farm — and SPIN is it.

What’s SPIN-Farming?

SPIN stands for S-mall P-lot IN-tensive. Its organic-based techniques make it possible to
generate $50,000 in gross sales from a % acre of land growing common vegetables such as
carrots, spinach, lettuce, salad mixes, beets, chard, cucumbers, potatoes, beans, radish, scallion,
fresh herbs, summer squash and garlic. It requires a modest up front financial investment and
can be practiced in either rural or urban areas. A SPIN farm can begin with a plot as small as
1,000 square feet, or it can be located on a 1/2 acre of city-owned land, or it can be multi-sited on
several residential backyards.

SPIN-Farming has its own processes and techniques, and they are very different from
conventional farming methods, or from home gardening. Here are the defining features that the
SPIN learning guides will explain in detail:

o Intensive relay cropping practices

o Balancing production between high-value and low-value crops to produce a steady
revenue stream

o Application of organic growing methods, especially the use of locally produced organic
fertilizers

o The 1-2-3 bed layout to maximize productivity and revenue
o The 75/25 land allocation rule
o A sophisticated product line that incorporates seasonal crop repertoires

o Highly regimented harvesting techniques

For more information on SPIN-FARMING please visit www.spinfarming.com



o Direct marketing channels and combination pricing schemes

The SPIN-Farming system is a unique and highly specialized one. If you aspire to be a farmer,
you may need to break with what you might have learned as a home gardener. If you are a
conventional farmer looking to downsize your operation, you’ll need to leave customary multi-
acre techniques behind.

How SPIN-Farming Differs from Conventional Farming

Large-scale vegetable farms spanning tens, hundreds or even thousands of acres far outside
metropolitan areas require substantial financial investment, rely on mechanized equipment
including tractors and tilling and harvesting attachments, require elaborate and expensive
irrigation systems, have significant operating overhead and are usually far removed from their
markets. In contrast, SPIN farms have modest startup expenses, can be set up in just about
any location, rely primarily on hand labor, use existing water sources, have minimal operating
overhead and are able to locate close to their markets. Table 1 outlines the differences.

Table 1: SPIN-Farming Versus Conventional Farming

SPIN Farm Conventional Farm
Land Base Sub-acre Multi-acre
Start-up investment/ Modest Substantial
overhead
Equipment needs Rototiller Tractor
Hand tools Tilling and harvesting
Sink/post-harvesting attachments
station
Walk-in cooler
Irrigation Garden grade hoses and ~ Water lines

sprinkler attachments Pumping stations

Massive piping systems

Utilization of farm
resources

Cyclical, closed loop One way, from depletion
to pollution
Off-farm inputs Minimal

Labor

Perpetual

3-4 workers optimal Large work crew

Travel time to market Minimal Substantial

Markets Removed access— less

control

Direct access— more
control

#1 — Overview

SPIN farms have
modest startup
expenses and can
be set up in just
about any location...

SPIN-Farming has many advantages. And while this system of farming can be adapted by
anyone, anywhere, in either rural or urban settings, many of the benefits of SPIN are derived
from growing in or near densely populated areas. This runs counter to the predominant way of
thinking, but in the first urbanized century, commonly-held assumptions about farming need to
be adjusted to accommodate increasing population and diminishing resources.

For more information on SPIN-FARMING please visit www.spinfarming.com
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SPIN-Farming
defines a high-value
crop as one that
generates $100 per
standard size bed.

What makes SPIN-Farming “new and improved” is that it makes it possible to earn a living, or
generate a substantial amount of part-time income from a sub-acre land base. Small may or may
not be more beautiful, but it is definitely a more efficient and profitable way to farm. Proof of this
can be seen in the following SPIN formulas.

The Formulas for SPIN-Farming Success

It has never occurred to anyone to adapt modern, commercial farming methods to a sub-acre
land base. Agricultural experts think in terms of tens or even hundreds of acres to define “small-
scale” farms. That is why SPIN-Farming is so revolutionary. But to succeed at sub-acre farming
requires that you understand and apply precise formulas in order to achieve high income levels.

SPIN-Farming formulas show exactly how you can target $50,000 from a % acre, which is about
20,000 square feet. Without understanding these formulas you will probably underachieve on
your farm. In fact, most startup small-scale farming operations fail in their first year or two of
production, and most conventional farmers do not have a good sense of how to target revenue.
So the formulas are one of the most important aspects of the SPIN system.

To understand SPIN-Farming revenue targeting formulas, it’s necessary to introduce a few SPIN
concepts. One is a “standard size” bed. A bed is simply a small strip of land that is dug up using a
rear-tine rototiller. A standard-size bed is one that measures 2 feet wide and 25 feet long, and this
is a basic unit of SPIN-Farming .

Next, you need to understand the practice of relay cropping. Quite simply, it is the sequential
growing of crops in the same bed throughout the season. Once a crop has been harvested, the
bed is immediately replanted to a different crop. Using intensive relay cropping, it is possible
to plant and harvest three or more crops per bed, per growing season. Intensive relay cropping
allows you to enhance the productivity of your land base several-fold over a conventional
farming approach.

To fully understand the formulas, you also need to know what a “high-value” crop is. SPIN-
Farming defines a high-value crop as one that generates $100 gross per standard size bed. There
are many different kinds of crops that can be grown that will generate $100 per bed. And now
here is the connection between all of these concepts. If you can make $100 per crop per bed, and
if you practice relay cropping and grow and harvest 3 crops per bed, you will therefore make
$300 gross per bed per growing season. So you may be beginning to see how SPIN-Farming can
produce much higher revenue than the conventional farming approach.

To make the point even clearer, let’s consider the number of standard size beds that can be
contained on a sub-acre farm.

Here is how a typical SPIN farm is laid out. Each bed is separated by a narrow walkway, usually
no wider than 12 inches. Depending on the size of your farm, you will have a number of series
of beds, which will be separated by what is called an exit/access alley. This is a small strip about 2
feet wide, which will be just wide enough for your rototiller. Each series of beds can be accessed
with this alley.

To calculate how many beds a given area can hold, the total size of the area is divided by 75,
which is the amount of square feet a standard bed occupies, including the walkway: 50 square
feet of bed space plus 25 square feet of walkway = 75 square feet. A small allowance also has to
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be made for the 2 foot access alleys which are especially important when there is more than one
series of beds.

As you can see, when you think of a sub-acre in terms of beds, the result is a very precise idea

of how much growing space can be utilized, and how that space can be managed to generate
predictable and steady revenue. Table 2 summarizes the SPIN farm formulas, and shows how you
can use them to target revenue.

Table 2: SPIN Formulas

Each bed is 2 feet wide and 25 feet long

A 1,000 sg. ft. Farm The key numbers to

?S”E Sg”es$%fo1o3 bggSQOO f remember are the
eds X = , arm revenue.
$100 gross per bed

A 5,000 sq. ft. Farm (1/8 Acre) er crop. and total
5,000 sq. ft. = Around 60 beds. p P, 0

5 series of beds with 12 beds in a series. bed revenue of $300
60 beds x $300 = $18,000 farm revenue gross per growing
A 10,000 sq. ft. Farm (1/4 Acre) year.

10,000 sq. ft. = Around 120 beds.
10 series of beds with 12 beds in a series.
120 beds x $300 = $36,000 farm revenue

A 20,000 sq. ft. Farm (1/2 Acre)

20,000 sqg. ft. = Around 240 beds.

20 series of beds with 12 beds in a series.
240 beds x $300 = $72,000 farm revenue

A 30,000 sq. ft. Farm (3/4 Acre)

30,000 sq. ft. = Around 360 beds.

30 series of beds with 12 beds in a series.
360 beds x $300 = $108,000 farm revenue
40,000 sq. ft. Farm (1 acre)

40,000 sq. ft. = Around 480 beds.

40 series of beds with 12 beds in a series.
480 beds x $300 = $144,000 farm revenue

Now you can see why you should be excited about the revenue potential of sub-acre farming.
Using SPIN-Farming methods you can generate high revenue from your sub-acre farm. The key
numbers to remember are the $100 gross per bed per crop, and total bed revenue of $300 gross
per growing year. If you can achieve those numbers on a large percentage of your beds then you
will also achieve a high level of income.

Table 2 illustrates potential revenue if you intensively farmed all of your land. However, a
SPIN farm typically will not have all of its land in intensive relay production. That’s because
good organic growing practices require the cultivation of different kinds of crops to avoid
soil depletion, and to break the cycle of pest larvae feeding. Market demand also justifies
the cultivation of some low-value crops. Low-value crops are those whose harvested value is

For more information on SPIN-FARMING please visit www.spinfarming.com 1 7
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...the main benefit
of having a walk-in
cooler is its impact
on your work flow.

considerably less than $100 per standard size bed. These include slower growing crops such as
cabbage and potatoes. There are also some types of extended season crops, such as chard and
summer squash, which can be harvested and sold for many weeks and which therefore require
less intensive production.

So some areas of the farm should be devoted to less intensive forms of production. As you will
see in Guide #5, the 1-2-3 farm layout accommodates different intensity levels of production,
and the 75/25 land allocation rule is a gauge to determine how much land is assigned to the
various types of production. Most beginning farmers don't understand how to allocate land, or
don’t think in terms of different intensity levels of production. But these are key factors in SPIN-
Farming.

SPIN Harvesting Techniques

Another unique concept important to SPIN-Farming is that of “high-road” and “low-road”
harvesting. This describes different harvesting and post—harvesting strategies, and they will help
determine whether you will be successful as a sub-acre farmer.

High-road harvesting techniques require investing in commercial refrigeration capacity, either a
walk-in cooler or upright produce cooler. A walk-in cooler is an insulated room which maintains
a temperature of around 35 F to 40 E The room is cooled with a compressor and fan, similar to
an air conditioning unit, except the room is cooled to a much greater degree. Such a room could
be located in your garage, or can be a separate unit unto itself. The optimal size for sub-acre
farming purposes is around 12 feet by 12 feet. The cost to construct or purchase a walk-in cooler
should be under $5,000.

Upright produce coolers measure around 4 feet across, 6 feet high, and 30 inches deep. They
operate much like a home refrigerator. They plug in like one, but they have more capacity and
are better suited for produce. Costs for used ones vary but should be under $2,000. They can be
added on to your operation on a modular basis

Cooling produce after it is harvested removes the field heat, greatly slowing the rate at which
your harvested produce degrades. The produce you bring to market therefore has an appealing,
fresh appearance, which translates as better quality, which in turn supports premium pricing.
But the main benefit of having a commercial cooler is its impact on your work flow. If you have
a cooler, you can begin harvesting certain crops early in the week in preparation for your weekly
farmer’s market, which will be one of your most important direct marketing channels.

For instance, many farmers markets occur on a Saturday. If you have a cooler, you can begin
harvesting and preparing some types of produce as early as Monday. The cooler will keep it in
good shape until you go to market. By harvesting produce every day during the week, you will
be able to harvest and take to market much more produce than if you just confined your efforts
to the day before market. And produce harvested throughout the week means you don’t have to
work overly long hours the day before market.

If you do not invest in a commercial cooler you are relegating yourself to the low-road harvesting
approach. Many beginning farmers take this road, without understanding how much better the
high-road is. They put themselves in for a very bumpy ride. That’s because if you don’t have a
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commercial cooler, you will have to do most of your harvesting and prepping tasks the day before
market, and this makes for very stressful harvesting. In fact, the hardship you incur on the low-
road may be so great that you might even give up on farming. Most novice farmers are lost over
this issue, and many of them might have succeeded if they had invested in a commercial cooler.

SPIN Marketing

Most of your produce will be direct marketed. This means that instead of selling your produce
to a middle man, you will be selling your own produce directly to the consumer, or end user
such as a restaurant or caterer. By selling direct you are able to keep more of your revenue. And,
as already mentioned, one of the best ways to sell direct is at a local farmers market. Another
important direct marketing channel is Community Supported Agriculture (CSA) programs, and
they will be explained in greater detail later in Guide # 7.

To be a successful SPIN farmer you should aim to sell produce on a weekly basis throughout a
20-30 week period, possibly more, depending on your location. Table 3 provides examples of
weekly sales targets you should expect as you progress throughout your farming career.

Table 3: SPIN Weekly Sales Targets

Level 1
Novice farmers (Years 1-3)
$500/week for 20 to 30 marketing weeks

Level 2

Apprentice farmers (Years 4-5)
$1,000/week for 20-30 marketing weeks
Level 3

Advanced farmers (Years 6-10)
$2,000/week for 20-30 marketing weeks
Level 4

Expert farmers (Years 10 and beyond)
$2,000+/week for 20-30 marketing weeks

This learning guide series will give you all the background and information you need to start
achieving Level 1 sales very quickly in your career. In fact, by using SPIN farm methods, it is
possible to bypass the novice stage altogether or enter the apprentice period very quickly.

SPIN Farm Operating Models

SPIN-Farming can fit into many different lifestyles or life cycles. You don’t have to quit your day
job and risk everything to become a farmer. Or if you are already retired from one career, you
can ease into your second career as a farmer. You can operate a viable part-time farm and be
content to grow vegetables on 5,000 square feet. This type of farm can easily be located in a city
or town, in your own backyard or in a rented garden plot. If you have a partner, you can consider
working a 1/4 acre. After you become experienced with SPIN you can move on to becoming a
full-time farmer by expanding your production to 1/2 acre or more. Table 4 shows the different

#1 — Overview

You don’t have to
quit your day job
and risk everything
to become a farmer.

For more information on SPIN-FARMING please visit www.spinfarming.com
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scales of SPIN farm operations that can be established.

Table 4: SPIN Farm Operation Models

Part-time very small hobby farm model:
One person

1,000 - 5,000 sq. ft.

$3,900 - $18,000 potential gross revenue

Part-time large hobby farm model:

Two people

5,000 - 10,000 sq. ft.

$18,000 - $36,000 potential gross revenue

Full-time moderate farm model:

Two people

10,000 - 20,000 sq. ft.

$36,000 - $72,000 potential gross revenue

Full-time large farm model:

Family

20,000- 40,000 sq. ft.

$72,000 - $144,000 potential gross revenue

The case for becoming a SPIN farmer is hopefully by now a compelling one. In Guide # 2 it
becomes even stronger because there you will find out how to begin putting SPIN into practice.
You will be surprised and encouraged by how easy it is to get started.

2 O For more information on SPIN-FARMING please visit www.spinfarming.com
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Here are answers to the top 3 questions we have been asked since we
began pioneering sub-acre farming practices in 2001. If what’s on your
mind is not answered here, you can find additional answers and resources
at www.spinfarming.com, where you’ll either find your answer or become
even more curious.

# 1. Can the average person do SPIN-Farming?

As near as we can tell, success at SPIN-Farming, or any other kind of
farming, is not determined by education level or prior work experience.
What you do need is a deep and passionate interest in farming, which
involves working outside long hours in all kinds of weather (some have
described it as a calling to farm), a genuine talent for growing, a good
business sense and a willingness to invest years in learning, training
and building a business. If you have all that, SPIN makes it easier and
less risky to get started and increases your chances of success.

# 2. How many hours per week does a SPIN farmer work?

SPIN-Farming is not based on season extension, so most start-up
operations span about 8 months. In the SPIN hobby farm model, during
peak season, which is mid-summer for most, a farmer will put in 40 - 45
hours each week, spread out over 7 days. During non-peak months, the
hours drop to about 30 hours each week, spread out over 7 days.

In a SPIN full-time half-acre farm model, during peak season, a farmer
couple will put in 40 - 45 hours each week, spread out over 7 days.
They may have occasional outside help. During non-peak months, the
hours drop to about 30 hours each week, spread out over 7 days.

In a SPIN full-time 1 acre farm model, during peak season, a farmer
couple will put in about 50-60 hours each week, spread out over 7 days.
They may have occasional outside help. During non-peak months, the
hours drop to about 35 hours each week, spread out over 7 days.

# 3. Can SPIN-Farming work tn (name any place n the world)?

SPIN is not placed-based. It is currently being practiced throughout
the U.S., Canada, Australia, the UK, Ireland, the Netherlands, New
Zealand and South Africa. Each SPIN farmer adapts the system to his or
her climate, markets, talents and available resources. There are two
things all SPIN farmers do have in common — markets to support them,
and an entrepreneurial spirit. They are creating their farm businesses
without major policy changes or government support. They are highly
s-mall p-lot in-dependent.

Read on to get s-mall p-lot in-telligent >>>

For more information on SPIN-FARMING please visit www.spinfarming.com
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#2 — Getting Started

...City dwellers do
not have to move to
the country to farm.

GUIDE # 2: GETTING STARTED
Establishing a SPIN Farm Land Base

SPIN-Farming provides a range of farming options never before possible because it can be
applied in almost any context. Those new to farming usually assume that their only option

is to be country-based. But city dwellers do not have to move to the country to farm. SPIN-
Farming can be practiced in the middle of an urban jungle, and city growing offers a number

of competitive advantages that will be outlined in greater detail at the close of this guide. An
inner city farm does not have to be confined to one location, or a single plot. Multiple sites using
several plots are also a viable option. For those with access to acreage in the country, a single
location is the optimal choice. But if the land is rocky or heavily forested, the farm may need to
be assembled on multiple properties.

City dwellers can generate revenue from a home garden. In this case a few thousand feet of
garden space is put into production and farmed on a part-time basis. Single location urban
farming can also be done in a very large backyard or adjacent backyard totaling a 1/4 or a

1/2 acre. Another option is corporate-owned or factory land, or city-owned land. Other land
base options for urban farms include abandoned land. Every city has different procedures

for obtaining access to vacant land, and more and more cities are becoming receptive to re-
establishing commercial agriculture activities within their borders. In larger cities, peri-urban
areas can be suitable for farming.

Some multi-site urban farms utilize other people’s backyards or plots in exchange for produce or
cash. Rent for a plot might range from $25 for a very small space and up to $200 for larger-sized
areas. People rent their yards to farmers for a number of reasons. Their garden area gets tended
and becomes a pleasure to look at. In some cases people are content with getting fresh produce
in lieu of a rental fee. Landlords who own a number of properties might also be interested in
leasing their properties for farm use since it saves them time, effort and money by not having to
maintain the land themselves.

Table 5 summarizes your options when it comes to establishing a land base. As you can see, there
are probably more options in terms of locating your farming land base than you thought possible.

Table 5: SPIN Land Base Options

Rural single-site farm: Your own land or leased land
Rural multi-site farm: Your own land and/or leased

land
Urban single-site farm:
Your own backyard Abandoned land City-owned land
Factory/Corporate-owned  Institution-owned land University-owned
land land

Urban multi-site farm:

Your own backyard Abandoned land Leased backyards
Factory/Corporate-owned Institution-owned land University-owned
land land

Combination of the above
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To determine the best land base option, you first need to know the amount of land you will need,
and that is dictated by whether you aim to be a part-time or full-time farmer.

Part-time Land Base Options

A part-time farmer usually targets between $10,000 and $25,000 in revenue, and this requires a
1/8 to 1/4 acre farm, or about 5,000 -10,000 square feet.

If you live on a sizable acreage in the country, it should be easy to assemble a 5,000 -10,000
square foot plot on your property. It could be located near your house and your current water
source, and it almost always requires an investment in fencing to protect crops from wildlife.

If you live in an urban area or small town, you might need to use multiple locations to assemble
a sizable enough land base to generate this part-time revenue target. A part-time urban farmer
may start with their own backyard. They might also arrange to use a friend’s yard in exchange
for some produce. A next-door neighbor might also be persuaded to lease their small yard for
anominal sum. A few blocks away a relative might offer their yard in exchange for produce.

A farmer could also place an ad in a local newspaper and might, for example, obtain two plots
within a 10 minute drive, in different neighborhoods. Table 6 shows how you might assemble a
multi-site farm in an urban location. Based on the SPIN formula, a 1/8 to 1/4 acre farm in size
can generate $500 to $1,000 in revenue per marketing week, during a 20 to 30 marketing period.

Table 6: A 7,500 sq. ft. Multi-site Part-time Hobby Farm

Your own backyard 1,500 sq. ft.
A friend’s backyard 1,000 sq. ft.
Next door neighbor’s backyard 500 sq. ft.
Backyard in different neighbor hood 2,000 sq. ft.
A relative’s backyard 1,000 sq. ft.
Backyard in different neighbor hood 1,500 sq. ft.

Total 7,500 sq. ft.

Full-time Land Base Options

Since the minimum land base needed to farm full-time is a 1/2 acre to 1 acre, a multi-site full-
time farmer may have a greater number of plots to acquire and manage. You might have to
obtain up to 20 plots or more, which is easier to do than it might seem. Friends, neighbors, word
of mouth, and newspaper ads can all be used in your land search, and the most efficient setup is
to have clusters of several adjacent yards in production in any given neighborhood.

Usually you can start out by having a plot where you live, and then you can tap the yards of
friends, neighbors and relatives, just as a part-time farmer does. In many cases, you will find that
once you begin farming in a certain area, many of the neighbors will like what you are doing, and
invite you to expand your farming operation to their backyard.

#2 — Getting Started

A part-time urban
farmer may start
with their own
backyard.

For more information on SPIN-FARMING please visit www.spinfarming.com
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#2 — Getting Started

...finding a single
site for a full-time
farming operation
within an urban area
may be easier than
trying to assemble
scattered plots.

Other options include a landlord who owns several residential properties with backyards, and
who would allow you to farm the land to save on maintenance costs. In many cases, tenants who
have outdoor space are not interested in gardening, and they might welcome a farm plot in their
backyard. In this case, the rental arrangement can be made either with the tenant or the landlord,
but the landlord should be informed of your intentions before you start.

Table 7 shows how a multi-site land base might be assembled for an urban farm around 20,000
square feet in size. The farm is similar in structure to the part-time farm described in Table

6, except it involves a greater number of individual plots. Based on the SPIN formula, a farm
20,000 square feet in size could target revenue in the $50,000 range over the course of 20 to 30
marketing weeks.

Table 7 shows 3 different garden clusters, in 3 different neighborhoods. Clusters of gardens are
most optimal. Driving to and fro from plot to plot and from neighborhood to neighborhood
costs in both time and money in terms of gas and wear and tear on your vehicle. So the more
work you can get done on a given drive to a certain neighborhood the more efficient your multi-
site operation will be.

If you want to farm in an urban context there are other options besides the multi-site one. In
fact, finding a single site for a full-time farming operation within an urban area may be easier
than trying to assemble scattered plots. Institutions such as schools and hospitals or private
businesses frequently have sizable portions of unused land which they would consider putting to
agricultural use. In some cases you might even find these landowners would contract with you to
grow food for their constituencies or employees.

Table 7: A 20,000 sq. ft. Multi-site, Full-time Urban Farm

Garden plot at home 1,500 sq. ft.
Friend’s garden plot 1,000 sq. ft.
Neighbor’s garden 500 sq. ft.
Neighbor’s garden 1,000 sq. ft.
Landlord’s garden #1 1,000 sq. ft.
Landlord’s garden #2 1,500 sq. ft
Landlord’s garden #3 1,500 sq. ft
Plot #1 in Cluster #1 1,500 sq. ft
Plot #2 in Cluster #1 500 sq. ft.
Plot #3 in Cluster #1 1,500 sq. ft.
Plot #1 in Cluster #2 2,000 sq. ft.
Plot #2 in Cluster #2 1,000 sq. ft.
Plot #3 in Cluster #2 1,000 sq. ft.
Plot #1 in Cluster #3 2,000 sq. ft.
Plot #2 in Cluster #3 2,500 sq. ft.

Total 20,000 sq. ft.
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City-owned property is another option for obtaining single parcels of land. Public officials

are realizing that commercial farming is an economically viable strategy for revitalizing
neighborhoods and managing vacant land and are beginning to establish formal processes to set
up farm businesses in the inner city.

Urban Farming’s Competitive Edge

While SPIN-Farming is extremely versatile and can be practiced in either an urban or rural
setting, basing your farm operation in or very near a city offers at least 4 competitive advantages
over those in non-urban locations.

Water

Water is the first area where urban farmers have it easier than their rural counterparts, because _once their SPIN

once their SPIN irrigation systems are in place, all they need to do is turn on the faucet. The irrigation svstems
water used for irrigation and washing is provided by the local public water utility which bears the 9 Y

responsibility of testing, treating and supplying it. Restrictions sometimes do apply, and water are in place, all they
service is an ongoing expense, but rates are usually not prohibitive. need to do is turn on
the faucet.

For rural farmers, the quality and quantity of water is a constant concern. Water in the country

frequently comes from wells, and it must therefore be continually monitored for contamination.
If it is of poor quality, it cannot be used to wash vegetables. So high-value crops that need to be
washed and eaten fresh, such as salad mixes, cannot be grown. Low-volume wells may also limit
the available water, and therefore impose restrictions on the amount of watering that can be done
and the methods of irrigation used.

Alternative sources of water, such as a stream or river, require a pump site which is expensive to
set up and burdensome to maintain. If there are dramatic fluctuations in the water source, the
pump site might need to be modified or relocated. So this most vital building block of any farm
operation requires much more attention, energy and investment in a non-urban setting.

Wildlife

Urban farmers are free of another hardship that country growers have to contend with - crop
damage and destruction caused by wildlife. Salad greens and other high-value crops are difficult

to grow consistently in the country because of the constant incursions by deer, rabbits and
groundhogs. Farmers have dealt with the problem of despoilment for centuries, and while it can be
contained through constant vigilance, the only foolproof way to solve it is to leave it far, far behind.

Climate

Cities are generally recognized as being heat islands, meaning that temperatures there are on
average 6-8 degrees hotter than outlying areas. This ironically is due to lack of the cooling effect
provided by vegetation. So spring starts earlier, and frosts come later. Winds also tend not to
be as strong, since the urban landscape contains built-in wind breaks. As a consequence, urban
farmers have a longer growing season because of the warmer micro climate. This in turn allows
them to get to market earlier and generate revenue sooner. If you farm in the city you might be

For more information on SPIN-FARMING please visit www.spinfarming.com 2 7
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Farming in an urban
setting provides
convenient access
to a large and
diversified customer
base...

the only one selling spring produce during May. And in June you can be first to market with such
strong selling items as spinach, scallion, and radish.

Proximity to Markets

Farming in an urban setting provides convenient access to a large and diversified customer
base with a wide variety of needs, tastes and spending power, as well as the professional market
of restaurants, caterers, institutions and specialty retail shops. Farmers markets, community
supported agriculture programs, home delivery services and buyers clubs all provide direct
marketing channels that are far less lucrative or even logistically impossible in less densely
populated areas. Inexpensive web-based ordering and communication further enhances urban
marketing opportunities.

In addition to benefiting from a shorter travel distance to customers and concentration of
markets, city-based farmers can also “top-up” their sold out products by quickly returning to
the farm, harvesting a second supply, and returning to market before it closes, generating an
additional several hundred dollars in sales.

SPIN Farm Design

A farm on a sub-acre land mass needs to be conceived much differently than a home garden or
conventional farm. (You will be reminded of this often throughout these guides). A SPIN farm is
based on a very specific design.

Home gardeners, and conventional farmers, don't realize there are at least two basic ways to lay
out a farm. Many multi-acre farms use what is called the row/walkway design, whereby each row
of crop is separated by a space. This space, called the walkway, accommodates a tractor tire, or
foot traffic. Multiply this space across an entire field, and you can see that it becomes a highly
ineflicient use of land, and results in the loss of significant production capacity. For certain
crops, such as potatoes, a SPIN farm will still rely on this conventional cropping layout, whereby
individual rows of crop are separated by spaces that can be used for pedestrian and working
purposes, but the SPIN farm relies mainly on the bed/walkway system.

The bed/walkway design maximizes productivity on a limited land base. A bed is simply a small
section of a site, and it is separated from other beds by a narrow walkway. Beds are usually made
with a rear tine rototiller, but they can also be made with hand tools if the farm is very small.
There is usually no special attempt to raise the beds or make them curvilinear, or use lumber

to outline them, as some other gardening approaches advocate. A rototilled bed is flat and
ergonomically structured so that it can easily be worked in an upright position. Beds can be a
variety of dimensions, but SPIN-Farming largely relies on what is called a standard size bed. As
noted previously, a standard size bed is 2 feet wide and 25 feet long.

A bed 2 feet in width is easy to straddle with the legs, making it easy to hand weed and harvest.
Beds wider that 2 feet in width can be difficult to straddle, which results in awkward and
inefficient work positions, such as kneeling by a bed. Beds 25 feet long are also easy to plant and
quickly harvest of their contents. Also, beds 25 feet in length correspond to the length of many
types of garden hoses which can be purchased inexpensively. Each bed is usually planted with

2 to 6 rows of crop. For instance, in a bed 2 feet wide you might plant 6 rows of radish. Or you
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might plant 3 rows of beets. Or you might plant 2 rows of beans.

Also, since SPIN-Farming relies on a technique called intensive relay cropping, which will be
discussed in detail in Guide # 4, short compact beds are better for relay cropping purposes than
beds of greater length.

An important point to remember is that foot traffic occurs only within walkways, and not
within the confines of a bed so as not to compact the soil. Walkways are made up of a narrow
strip, usually no more than a foot in width. A series of beds that are laid out beside each other
are separated by what are called access alleys which allow for the movement of a rototiller,
wheelbarrow and garden cart.

A 1/2 acre SPIN farm might have 240 standard size beds. A perimeter area, which might be a
couple of feet wide, surrounds the growing space. It can be kept open, or it can be planted to
avoid maintenance. Sunflowers make an especially appealing border, attract beneficial insects
and provide decoys for squirrels. The seed heads can be used in crafts that are sold at the end of
the season, and the stalks can be ground down with a chipper shredder and used as a mulch or
compost. Table 8 outlines the various design elements of a SPIN farm.

Table 8: Design Elements of a SPIN Farm

Standard sized beds 2’ feet wide 25 feet long

A series of beds a number of beds side by side

Walkways 12” or less in width

Access alleys 2’ in width between series of beds

Perimeter fencing, or possibly perennial plants,
and/or flowers

Now that you have a basic idea of how a SPIN farm takes shape, Guide # 3 will outline the major
financial investment that is required. Starting up a SPIN farm is surprisingly inexpensive.

#2 — Getting Started

...short compact
beds are better

for relay cropping
purposes than beds
of greater length.

For more information on SPIN-FARMING please visit www.spinfarming.com
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what to Look Po Mo Farm Site

More and more first generation farmers are seeking cropland amid
concrete. Here are some of the site selection criteria you can use to
stake out your city-based farm.

Slze - a site’s total footprint should accommodate walkways and
structures such as a commercial cooler, post-harvesting processing
station, storage shed, other workspace and parking, in addition to
growing space. For 1/2 acre of growing space, a 3/4 to 1 acre size lot
is optimal.

TD‘PDQWI‘PM&/‘PMﬁSiGRL conditions - relatively flat terrain is optimal.
The site should have good drainage and not be susceptible to flooding.
Farming can be done on a slope or even possibly on a hillside but
issues of soil and water runoff become considerations under those
conditions.

Sotl condition - basic soil tests need to determine that the soil is
within the range of state agricultural soil averages, or that it can be
improved to achieve this range through the use of organic inputs. In
the case of brownfields, the SPIN growing techniques and business model
can be adapted to container and raised bed growing.

éSMm&ShLM& - the site should ideally be in full sun, but partial shade
locations can be made to work, as long as shading is not excessive for
much of the day.

lAtﬂitg access - the site should have existing water and electric
hookups; if not, city policies allowing for these site improvements at
a relatively low cost should be encouraged.

Relationship to commuwitg and nearby restoemces - support of
neighbors, community associations and elected officials is critical. In
addition, if the farm site is adjoined by residences, a buffer between
the farm and those residences may be essential to avoid conflicts

over noise and other farming activities that could be perceived as
disruptive.

YEM{¥EY{?OMAINOMrYBSLdCMkLaLlASCS - in some situations a buffer may be
necessary to protect the organic nature of the field in cases where
chemicals are applied or emitted by neighboring uses. Large buffering
requirements may greatly expand the size of site needed. Guidelines
provided by a state’s organic association can be used in these
circumstances.

For more information on SPIN-FARMING please visit www.spinfarming.com




ReLatiowship to adjacewt non-restdential uses - certain adjacent
activity can also negatively impact farming. Ideally adjacent uses
would have minimal nighttime lighting and low traffic volume. If
outside interferences do exist, additional open space or other buffer
may be necessary.

vehicle access — adequate access must be available for a van, mini
truck, or similar sized vehicle.

Percelved Secbtrf«tij - given that farmers work mainly outdoors and their
products are outdoors, the neighborhood should offer a reasonable sense
of safety for both the farmer and the farm.

Stte access - nearby public transit access is desirable.

Lawnad acquisitiow - City policies need to be encouraged to provide for
“urban farmsteading” type programs which would provide assistance in
land acquisition to farmers and allow them to build equity.

Farmiwg as lnterim Use — Many cities are dealing with shrinking
populations and an abundance of vacant land. Making some of that land
available for commercial farming on an interim basis can make sense.

Stte control and term D'{:Site a\/ﬂLLabLLitH — Farming is a highly adaptive
and dynamic activity and can therefore be considered as an interim use.
In these situations, the length of the lease should be made clear,

and a compensatory mechanism may be created for rewarding the farmers
financially for any rise in land value that can be attributed to their
activity. Sites which for varying reasons can never be developed, may
be designated as permanent agriculture sites.

rRead on to find out about s-mall p-lot in-vestiments >>>

For more information on SPIN-FARMING please visit www.spinfarming.com
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#3 — SPIN-Farming Investments and Operating Models

SPIN can
accommodate

a wide variety of
scales of operation.

GUIDE # 3: SPIN-FARMING INVESTMENTS AND
OPERATING MODELS

Guides # 1 and # 2 introduced SPIN-Farming, outlined the options for acquiring a land base, and
described a SPIN farm’s layout and design. In this guide you will learn exactly what you will need
in terms of equipment and investment to set yourself up in your own operation. And you'll see
just how accessible agriculture can be, even for those with very modest means.

Major Investments

Table 9 lists the three major investments that are standard operating equipment for most part-
time farmers, and virtually all full-time farmers. You’ll see that the expense ranges are quite
broad, and that is because SPIN can accommodate a wide variety of scales of operation, from
part-time, very small operations to full-time, sizable ones. Each requires different levels of
investment. The various SPIN farm operation models will be discussed and illustrated later in
this guide.

Table 9: SPIN’s Major Investments

Delivery vehicle $3,000 to $30,000

Walk-in cooler $3,000 to $10,000

Rototiller $500 to $5,000
$6,500 to $45,000

Rototiller

Most home gardeners don't use a rototiller, and if they do, it is most likely an inexpensive front
tine unit, which can break down frequently and lasts only a few years. SPIN farmers should buy
the best unit they can afford, and it should be a rear tine unit. Since most SPIN farms are single
or two-person operations, a good quality rototiller is a necessity because it cuts down the amount
of time spent on soil amending, bed preparation, weeding and soil cultivation.

As explained in Guide # 1, SPIN relies on a technique called relay cropping. Once a bed of radish
is harvested, it is replanted within a very short period of time to another crop, perhaps carrots.
To replant a number of beds using just hand tools takes too much time. Using a rototiller for bed
preparation and soil amending enables you to relay a bed in a few minutes. In addition, the rear
tine rototiller creates a flat seed bed ideal for the use of a garden seeder. Your rototiller can be
regarded as your work horse, helping you to quickly accomplish the more labor-intensive tasks
on your farm, thereby saving you time and energy.

The good news is that a top-of-the-line rear tine tiller can be bought for around $5,000 if new,
and substantially less if you buy a used one. Conventional farmers who rely on tractors have to
spend tens of thousands of dollars, and compared to a tractor, rear tine tillers are easy to operate
and inexpensive to maintain. Very little mechanical knowledge is required. BCS and Troy are
good suppliers of rototillers appropriate for SPIN-Farming, and their sales offices are located
throughout Canada and the US.
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Walk-in or Upright Produce Cooler

As explained in Guide # 1, the biggest decision SPIN farmers have to make is whether their
harvesting approach will be “high-road” or “low-road” High-road refers to smooth and
relatively stress-free harvesting regimes, while low-road refers to more “bumpy” and stressful
work schedules. Commercial refrigeration capacity is key to practicing high-road harvesting
techniques. A walk-in or upright produce cooler makes for a more efficient and profitable
operation. You will be able to command premium prices because your produce will be of better
quality when taken to market, and you can harvest produce throughout the week, storing it in
your cooler until market day. The extra produce you bring to market by employing a cooler will
probably pay for the cooler in the first year.

A walk-in cooler is simply an insulated room that can be built inside of a garage, or it can be
free-standing. The air in the cooler is chilled with commercial refrigeration equipment to a range
just above freezing to 40 F. Optimal dimensions range in size from 8 feet by 8 feet for smaller
operations, to 12 feet by 12 feet for larger operations. Coolers are specialty structures and require
the advice of commercial refrigeration professionals on construction and installation. The costs
for a cooler ranges from $3,000 to $10,000, depending on how much work you can do yourself
and whether the equipment you purchase is new or used.

Upright produce coolers measure around 4 feet across, 6 feet high, and 30 inches deep. They
operate much like a home refrigerator. They plug in like one, but they have more capacity and are
better suited for produce. Costs for used ones vary but should be around $2,000.

Delivery Vehicle

Costs for a delivery vehicle vary considerably, depending on whether it is used or new. Most
SPIN farmers find a 1/2 ton pickup truck is optimal. Mini vans or cargo vans are also suitable.

If you intend to operate a part-time, very small farm, the current vehicle you have for your own
personal transportation purposes might suffice. Smaller-size operations might consider a 1/4 ton
pickup truck or a mini van. These types of vehicles can double as your personal vehicle.

SPIN Structures

Post-harvesting Station

A SPIN farm’s most important structure is a post-harvesting station, where vegetables are

cleaned and prepared. Ideally it is situated on grass or gravel, so the area does not get muddy. It A SPIN farm’s most
should be in a shaded area near a high-quality water source, and it should be located near the important structure
walk-in cooler. It should measure 10 feet by 12 feet at minimum and should have a roof or at is a post-harvesting

least an umbrella for shade. It can be either permanent or semi-permanent. :
station...

A permanent structure can be made from recycled materials. It consists of a large sink basin and
counter and shelf space. A table that measures 3 feet by 7 feet positioned near the sink offers
adequate work space. Simple rubber or vinyl bins can be used for washing produce. Spray guns
and drip trays can also be used. The hose should be a safe drinking hose. Gray water can be
dumped onto the lawn or growing area or captured in a below ground tank for future use. Once
produce is washed, it is usually allowed to air dry for a short while by hanging it in cloth bags, or
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360

pillow cases, or on plastic mesh trays before it is taken to the cooler where it will be chilled and
then either bagged or binned.

Zoning restrictions might preclude this setup for urban farmers operating in a residential area.
In this case, a semi-permanent wash area can be used. Again, it is best located on a grassy area.
Umbrellas can be used for sun screens and simple rubber or vinyl bins can be used for washing
produce. Spray guns and drip trays can also be effectively used in this setup. When you are done
washing, you can dump the water onto the lawn or into the garden. Debris can be raked into the
garden or composted. Once the umbrellas are taken down, you would never know that the area
also doubles as a vegetable washing area. You might also use your garage or other outbuilding for
such work as bunching onions, and weighing and bagging produce. If you use your garage, all
you need to do is set up a few tables. Tables can then be dismantled after your work session, and
the floor can be swept clean and mopped.

Since SPIN generally relies on pre-bagged produce, a good quality digital scale is another
standard piece of operating equipment. This allows you to precisely measure the contents of
each bag, and costs under $200. Some farmers also use the scale at their farm stand to weigh out
produce that they sell by the pound.

A SPIN post-harvesting station will require an investment of between $500 to $1,200 depending
on the size of operation, and whether it is a permanent or non-permanent one. Most of it can be
easily obtained at a hardware store or local garden center. Tables 10 and 11 outline all that you
will need. Table 10 shows the expenditure that will be required for setting up a post-harvesting
area for a larger-sized sub-acre farm, ranging up to 1 acre in size, sited in either an urban or rural
location. Table 11 shows what the expenditure will be for a smaller sub-acre farm, most probably
in an urban location on a half-acre or less, and utilizing many different plots. The post-harvesting
area in this case could be located at your home, in your backyard lawn area.

Table 10: Permanent Post-harvesting Area

Post-harvesting station $500 to $1,200
Grey water recycling $200
Permanent tables $100 to $200
Digital scale $100 to $200
Drip trays $50 to $100
Rubber wash bins $50 to $100
Wash basins/sinks $50 to $100
Plumbing $50 to $100
Garden hose and attachments $25 to $50
Cloth bags/pillow cases $50

Total: $1,175 to $2,300
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Table 11: Non-permanent Post-harvesting Area

A couple of canvas market umbrellas $100 to $200
Digital scale $100 to $200
Wash bins $25 to $50
Drip trays $25 to $50
Folding tables $25 to $50
Garden hose and attachments $20 to $30

Total: $295 to $580

Shed

A farm shed is needed to store your tools, and possibly to store and dry harvested crops such

as garlic and onion, which can be hung from the rafters. Such a shed should be at least 8 feet by
8 feet in size for the smallest farms, and substantially larger for bigger operations. Acre-sized
farms could use a structure the size of a small garage. The cost for such structures will depend
on the size and whether you can assemble and build the structure yourself. Simple framed wood
structures range in price from $500 to $4,000, depending on the size and whether you insulate it.

SPIN Farm Irrigation

SPIN farms use the same type of equipment that a home gardener uses, but it is utilized to create And this is one of
an above ground system that stays permanently in place throughout the season. Both drip and
overhead irrigation are used. Ordinary garden hoses and strip sprinklers will work for smaller
SPIN farms, while larger operations might use smaller diameter piping in conjunction with
garden hoses or drip tape. Brass and plastic manifolds are an important part of SPIN irrigation so accessible: the
systems. A manifold is used to construct what are called solid set irrigation systems in which start-up investments
hoses are not moved around and instead stay permanently in place. A manifold allows you to are much more
connect a number of garden hoses and sprinklers to your garden faucet, with the flow of water

being directed by the turning on and off of valving on the manifold. Plastic or brass Y connectors affordaple.
are also important components of SPIN irrigation, and can be purchased cheaply at any hardware

the reasons why
sub-acre farming is

store. Y connectors allow you more flexibility in arranging your watering system.

These equipment costs are in marked contrast to conventional large-scale agriculture. Irrigation
setups at large farms typically use expensive aluminum or larger diameter PVC mainline piping
and larger diameter aluminum piping. This type of equipment can cost tens of thousands of
dollars, as opposed to hundreds, or perhaps a few thousand dollars, for sub-acre farms. And this
is one of the reasons why SPIN makes agriculture accessible: the start-up costs are much more
affordable. Also keep in mind that if you farm in an urban context, you will not have to maintain
a pump and pumping site, as the local water authorities will supply water to your home or site.
All you need to do is turn on the faucet! Table 12 lists SPIN’s various irrigation components.

For more information on SPIN-FARMING please visit www.spinfarming.com 8 7
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The modest cost

of a stand display
allows you to
connect directly with
the consumer at a
fraction of the cost
of a retail outlet.

Table 12: SPIN Irrigation Equipment

Brass and plastic manifolds $20

Sprinklers $20 each

Wand attachment $20

Garden hoses $15 for 50 ft. of hose
Soaker hoses or drip tape $15 for 50 ft. of hose
Strip sprinklers $15 for 50 ft. of hose
Hose repair kits $10

Couplings $5

Washers $5

Total: $125

SPIN Farm Stand Display

If you plan on selling at farmers markets or onsite at your farm, you will need to invest in a

stand display. This requires an investment of well under $1,000, but design and selection should
be done very deliberately. There are many style canopies available for under $300. Inexpensive
canvass umbrellas can also be used. Plastic baskets can be used, but select ones that compliment
your stand, and that display your produce attractively. Baskets should be fairly shallow. Plastic
tablecloths can be used, as long as the pattern on them is appropriate for your stand. Different
tablecloth patterns can be used throughout the season, to keep your stand looking fresh and
dynamic. Good-looking signage can be made with your computer for a minimal cost, or it can be
hand-painted in an artistic way. Sloppy looking hand-written signs should not be used. If you are
selling produce by the pound, some localities require a professional digital scale which, as noted
previously, costs under $200. The modest cost of a stand display allows you to connect directly
with the consumer at a fraction of the cost of a retail outlet. Table 13 outlines the components of
a farm stand and their costs.
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Table 13: SPIN Farm Stand Display

Signage $150 to $300

Canopy or umbrellas $100 to $200

Tables $100 to $200, or scavenged
Baskets $170

Tablecloths $40

Total: $560 to $910

The Tools of SPIN-Farming

SPIN-Farming is based on the notion of accessibility, meaning that it can be practiced by
virtually anyone, even those with minimal resources. Large-scale agriculture has become an
arena where equipment manufacturers lure farmers into buying expensive, glamorous and often
unnecessary pieces of equipment. Sub-acre growers can easily avoid this trap, and thereby spend
only a fraction of what a large-scale producer spends.

So with that in mind, remember: A garden hoe is still a garden hoe. But the required SPIN tools
go far beyond a hoe. While such a tool is adequate for a variety of tasks, its use is not suitable
for between row weeding of intensively planted crops. Finer tools are required for such tasks, a garden hoe.
such as a narrow stirrup hoe, cultivator and a colinear hoe. For harvesting, garden forks, scissors
and knives are all you need. Larger-scale forms of agriculture frequently require investments of
thousands, or tens of thousands of dollars, for specialty harvesting and weeding tools that are
mounted on a tractor. So here again, sub-acre SPIN farmers are in the enviable position of being
able to enter the world of commercial growing with only modest investment.

A garden hoe is still

The tools listed in Table 14 can be purchased for around $1,000. These tools will be necessary
for part-time and full-time farmers alike. Once the investment is made, these tools will last
you for many years.

Spades are used for a variety of tasks, and can be used for prepping beds if a rototiller is beyond
reach. Soil can be turned over and then raked flat. Stirrup hoes and cultivators of different widths
and styles will make weeding fast, easy and (maybe) fun. A garden fork can be used for a variety of
harvesting tasks. A chipper/shredder is ideal for grinding up organic material, such as sunflower
stalks, dry compost, leaves, branches and raspberry canes. This material can then be used as
compost material or mulch. Good quality 5 to 10 HP units appropriate for sub-acre farms can be
purchased new for under $500, and it is possible to find used units that are in good shape.
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Table 14: SPIN Hand Tools

Chipper/shredder Used for grinding up organic materials. $200

Wheelbarrow Used to move around materials. $200

or garden cart Can also be used for harvesting.

Garden seeder There are different ones on the market but SPIN $100
farmers mostly rely on the EarthWay garden seeder.

Wheel hoe Two wheeled instrument that can be used for $100
weeding, and for marking rows. The EarthWay
wheel hoe is a good model.

Spade Ordinary garden spade. Used for a variety of $50
garden tasks.

Garden fork Used for harvesting crops such as carrots and $50
potatoes.

Pitch fork Used for turning over compost piles. $50

Stirrup-hoe A specialty hoe shaped like a stirrup and which $50
easily draws through the soil. Comes in a variety
of widths, making them ideal for between-row
weeding.

Colinear hoe Another specialty hoe. A thin blade like hoe that $50
draws very easily through the soil, making it another
good between-row weeding tool.

Cultivators These are pronged tools that draw through the soil. $50
Can be used for a variety of weeding tasks. Wider
ones are good for walkway weeding.

Broad-hoe An ordinary garden hoe. Usually not good for $50
between-row weeding, but still good for a variety
of weeding tasks. Also good for hilling potatoes.

Rakes Ordinary garden rakes used for a variety of tasks. $50

Knives Ordinary inexpensive sharp knives are good for $20
cutting spinach and lettuce.

Scissors Used for a variety of prepping and harvesting tasks, $10
such as cutting fresh herbs and prepping scallions.

Total: $1,030
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Basic Investments for a Variety of SPIN Farm Models

In this section, you will see the options for starting different scales of operation and the set up
and investment each model will require. Table 15 lists the various SPIN Farm Models.

Table 15: SPIN Operation Models

Part-time small hobby operation 1,000 to 5,000 sq. ft.
Part-time large hobby operation 5,000 to 10,000 sq. ft.
Full-time moderate operation 10,000 to 20,000 sq. ft.
Full-time large operation 20,000 to 40,000 sq. ft.

Part-Time, Small Hobby Low-Road Model

You can ease into SPIN-Farming with a part-time, small low-road operation. You will need
minimal irrigation, and you can replace a high end walk-in cooler with a few used home
refrigerators, or eliminate the cooling process completely. Since your production will be low
volume, you might be able to use your existing vehicle for deliveries. On this basis, a very small
low-road farm could be set up for approximately $3,000. Table 16 lists the typical costs for a
low-road, part-time operation. Remember, the “low-road” simply means you are not using a
commercial cooler in your operation.

Table 16: Start-Up Costs for a Part-time, Small

Low-road Hobby Model

Tools $1,100
5 hp rototiller, used $500 to $1,000
Farm stand display and equipment $350
A few home refrigerators $200
Post- harvest station $200
Small garden shed $200
Irrigation $125
Bins $100

Total: $2,775 to $3,275
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Part-Time, Large Hobby High-Road Model

If you want to start out more seriously, you can set up a sizable part-time high-road model.

Your first investment will be a walk-in or upright cooler. The cost for a walk-in cooler ranges
from $3,000 to $10,000, depending on how much work you can do yourself and whether the
equipment you purchase is new or used. Upright coolers can be purchased for less with used
ones costing less than $2,000. Installation is much easier since they can be plugged in like a home
refrigerator. Any work you do should be in consultation with a licensed commercial refrigeration
professional

Your next biggest expense will be a rear tine 5 hp rototiller, which can be purchased used. You
could of course spend $5,000 on a high-quality new rototiller, and if you have the money to do so
it is a good investment. Used ones can be purchased for $1,000 and under.

If you have a small pick up truck, or a mini van, this vehicle can double as your delivery vehicle.
It is possible to even use an SUV or station wagon, depending on the volume of produce you
bring to market. You will probably need to spend a few hundred dollars at most for rubber
garden hoses and sprinkler attachments, and several hundred dollars more for garden tools.
Stand tables will also be a minimal expense. Table 17 lists the typical costs to start up a part-
time, high-road operation. This scale of operation requires an investment of from approximately
$10,000 to $13,000.

Table 17: Start-up Costs for a Part-Time, Large

Hobby High-Road Model

Walk-in cooler (8 ft. by 8 ft.) $3,000 to $5,000
Vehicle $3,000
Rototiller $1,000 to $2,000
Tools $1,100
Post-harvest station $295 - $580
Farm stand display $560
Farm shed $500
Irrigation equipment $200
Bins $100
Total: $9,755 to $13,040

Full-Time, Moderate-Size High-Road Model

If as a part-time farmer you made an initial investment in a walk-in cooler, and already have a
delivery vehicle, your transition to a moderate-size full-time operation will be very easy. If you
expand your land base, you might need to trade in your rototiller for a bigger one. A full-time
operation will require a 1/2 ton truck or panel van, either of which can be purchased used, for
under $10,000 depending on the year and condition. You should purchase as good a quality
vehicle as you can afford.
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A full-time farmer uses the same seeding and hand tools as a part-time farmer, so there is
usually no additional investment required for tools. If you did not purchase a walk-in cooler as
a part-time farmer, now is the time. You should not even consider becoming a full-time farmer
unless you are prepared to make this investment. The minimal size cooler you should build is
one at least 8 feet by 8 feet; building a larger one, around 12 feet by 12 feet, will allow you to
expand your operation in the future without having to build a larger cooler.

You will also have to spend more to upgrade irrigation. Unlike large-scale farms, which require
tens of thousands of dollars for equipment, a full-time SPIN operation merely requires more
garden hoses and valving which can be purchased at your local hardware store or garden center.

As your operation gets larger you will also need more bins, and the cost here should be If you did not
approximately $200. You might also decide to spend more on your post-harvesting area, by
making it a permanent structure with roof, sinks and running water. This scale of operation
requires an investment of approximately $16,000 to $25,000. The biggest variable will be the
expenditure on a vehicle. If you already own a pickup truck or a van, you will not have this farmer, now is the
expenditure, so start-up costs can be kept to less than $11,000 for this scale of operation. time.

purchase a walk-in
cooler as a part-time

Table 18: Start-up Costs for a Full-Time,

Moderate-Size High-Road Model

Vehicle $5,000 to $10,000
Walk-in cooler (8 ft. by 8 ft) $3,000 to $5,000
Rototiller $2,000
Post-harvest station $2,000
Irrigation $1,000 to $2,000
Farm shed $1,000 to $2,000
Tools $1,100
Farm Stand display and equipment $560
Bins $200

Total: $15,860 to $24,860

Full-Time, Large High-Road Model

If you are ready and have the means to set up a large full-time operation, you will invest in a large
rototiller, install a large, state-of-the-art walk-in cooler, and buy a new cargo van or pickup truck.
Several thousand dollars should be spent on irrigation equipment. A significant upgrade of your
farm stand display is also a worthy investment. But as you can see in Table 19, even a large, top-
of-the-line SPIN operation requires a fraction of the investment that a conventional multi-acre
farm requires. If you spend around $5,000 on your cooler, get a used pickup truck and a used
rototiller, your start-up costs are substantially less than if you start out with new equipment.
Costs for starting up a full-time high-road farm can vary from approximately $20,000 to $57,000.
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Table 19: Start-Up Costs for a Full-Time, Large High-Road Model

Vehicle $5,000 to $30,000
Walk-in cooler (12 ft. by 12 ft. ) $5,000 to $10,000
Rototiller $2,000 to $5,000
Irrigation equipment $2,000 to $4,000
Farm shed $2,000 to $4,000
Post-harvest station $2,000
Tools $1,100
Farm stand display $700
Bins $300

Total: $20,100 to $57,100

SPIN’s Bottom Line: Little or No Debt

SPIN farmers, whether part-time or full-time, are in the enviable position of being able to

set up their farm businesses for under $20,000, in most cases. There are not many businesses
where this is possible. And that's what makes SPIN-Farming so revolutionary and appealing:

it makes commercial agriculture accessible to anyone, anywhere. Conventional large-scale
farming requires several hundred thousands of dollars and is usually accompanied by a huge
debt load. Most SPIN farmers should not have to assume a debt burden, or if they do, it will be a
manageable one.

In Guide # 4 you’'ll find all the know-how you’ll need to get you growing.

For more information on SPIN-FARMING please visit www.spinfarming.com
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Farm Better and Easter with S avored SuppLiers

Over the past four years, SPIN farmers have cultivated a growing
network of suppliers for all the gear they need to farm easier and
better. Here is who they recommend for the major investments you’ll
need to make.

Rototillers

BCS-America, www.bcs-america.com, nationwide dealers, USA

Earth Tools BCS, www.earthtoolsbcs.com, 502-484-3988, Owenton, KY USA
Troy-Bilt, www.troybilt.com, nationwide dealers, USA and Canada
Mantis, www.mantis.com, 800-366-6268, Southampton, PA USA

Refrigeration
Coolbot, www.storeitcold.com, 888-871-5723, New Paltz, NY USA

KOOLJET Refrigeration Systems, www.kooljet.com, 866-748-7786,
Tillsonburg, ON CANADA

Farm stand Tents/Tarps

Rainbow Country Peddler, www.rainbowcountrypeddler.com, 800-388-8277,
South Vienna, OH USA

A. Steele Co./EZUp Canopy, www.ezup4less.com, 800-693-3353, Stockholm,
WI USA

Structures (permanent and non-permanent)

Clearspan, www.clearspan.com/fabric/structures/home, 866-643-1010,
South Windsor, CT USA

FarmTek, www.farmtek.com/farm/supplies/home, 800-327-6835, Dyersville,
IA USA

Portable Restroom/wWashing Facilities
Sinksnmore, www.sinksnmore.com, 877-977-4657, nationwide dealers
Tools

A.M. Leonard, www.amleo.com, 800-543-9855, Piqua, OH USA

BlueStone, www.bluestonegarden.com, 866-543-1222, Minneapolis, MN USA
(offers wolf garten tools)

Clean Air Gardening, www.cleanairgardening.com, 888-439-9101, Dallas,
TX USA

Green-n-Easy, www.green-n-easy.com, Elkhart, IN USA (specializes in
Earthway products)

Earthway Outlet, www.earthway-outlet.com, 800-251-8824

Garden Harvest Supply Company, www.gardenharvestsupply.com, 888-907-
4769, Berne, IN USA

Bauip Yourself with lots more SPIN-favored suppliers of tools and gear
at www.spinfarming.com. 45
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While it can be
adapted by anyone,
anywhere, many of
the benefits of SPIN
are derived from
growing in or near
densely populated
areas.

GUIDE # 4: KEY CONCEPTS
Putting SPIN-Farming Into Practice

This guide will introduce the system’s key concepts you’ll need to understand to start putting
SPIN into practice. To understand these concepts, remember that SPIN-Farming introduces a
new scale of farming. To help make this clear, one acre equals about 40,000 square feet, so SPIN
farmers are giving new meaning to the term “back forty” because they think in terms of feet, not
acres. The land base for many SPIN farmers is no bigger than some people’s backyards and front
lawns and neighborhood lots. In fact, the land base for some SPIN farmers is backyards, front
lawns and neighborhood lots. So SPIN integrates vegetable farming into the built environment
without conflict. While it can be adapted by anyone, anywhere, many of the benefits of SPIN are
derived from growing in or near densely populated areas.

Utilizing Standard Size Beds

The basic unit of SPIN-Farming is a standard size bed, which is one that measures 2 feet wide
and 25 feet long. A bed of this proportion is easy to straddle with the legs, allowing for efficient
performance of farming tasks, such as planting, weeding, and harvesting. Beds much wider than
2 feet are difficult to straddle, resulting in the need to kneel beside a bed, or to step into a bed,
which is something to be avoided because it compacts the soil. Beds are 25 feet long because it is
easy to crop the contents of such a bed over the course of one or two marketing weeks, and get
the bed replanted quickly to another crop. Beds are made with a rear tine rototiller to save on
labor, although it is feasible to make a bed with hand tools under certain conditions.

High and Low-Value Crops

SPIN-Farming relies on the notion of high and low-value crops. A common mistake of many
novice sub-acre farmers is to grow too many low-value crops, thereby depressing earnings from
their land base. One of the aims of the SPIN method is to produce substantial cash flow as early
in the season as possible, and key to that is growing as many high-value crops as possible.

The commonly accepted definition of a high-value crop is one that generates more revenue per
acre than a conventional grain crop. SPIN utilizes a much more specific definition, with a high-
value crop being one that generates at least $100 per standard size bed per harvest. Obviously the
more high-value crops you grow, the more revenue will be produced. But market demand and
good growing practices call for the cultivation of lower-value crops as well.

What should be avoided is devoting too much production to low-value crops because it takes too
long to begin generating cash flow. Also, it is risky to stake revenue on a limited number of crops
since weather or disease problems could significantly reduce production and income. Guide # 5
will provide detailed crop selection and show what type of prices and per bed yields are necessary
for a crop to achieve high-value status. Tables 20 and 21 list typical high and low-value crops.
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Table 20: Typical Table 21: Typical
High-value Crops Lower-value Crops

Beets Green Beans

Carrots Cabbage

Fresh herbs Corn

Lettuce Peas

A variety of leafy greens Potatoes

Radish Winter Squash

Scallion from sets

Spinach

Cropping Levels of Different Intensity

A SPIN farm is laid out using two different types of relays. Relay cropping simply refers to the
sequential growing of crops. The intensive relay area is where 3 or more crops are grown on a
sequential basis throughout the season. This is the most dynamic and labor-intensive part of a
SPIN farm, where high revenue targets can be achieved. In an intensive relay area, you attempt to
relay high-value crops only, such as those listed in Table 20. These crops tend to be quick growing
and can be used in what are called 3 member relays. Table 22 shows a few examples. There are
many possible combinations of relay cropping sequences, and part of the challenge and fun is to
discover what works well for you in your climatic zone. In many cases, SPIN farmers are able to
achieve 4 and 5 member relays.

Table 22: Examples of 3 and 4-Member Relays

Spinach > Radish > Carrots >

Scallion > Lettuce > Spinach >

Lettuce > Scallion > Baby dill >

Radish > Radish > Scallion > Spinach
Lettuce > Baby dill > Lettuce > Radish

Beds in an intensive relay area, once harvested of their contents, are usually replanted within a
week. This area can be highly responsive to market demand or weather conditions and can be
utilized for ad hoc decisions during the growing season. However, a SPIN farm does not consist
entirely of an intensive relay area. Another area used on SPIN farms is called a bi-relay area. This
is an area where 2 crops are grown on a sequential basis. High and low-value crops could be
grown here. This sort of area allows you to expand your crop repertoire, so you bring to market a
wider range of produce items. In this area you might grow crops that take longer to mature and
then relay them with a quick growing crop. As you can see, there are many possibilities.
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If you plan on
farming several
different sites, the
SPIN approach is
especially helpful
in deciding how to
strategically farm
each one.

While relay plantings in the intensive relay area are usually done within a week, and often within
a day of a crop being harvested, relays in the bi-relay area needn’t be as hurried. Sometimes you
might wait until a whole section of this area is harvested, over several weeks, before the area is
replanted to other crops. Examples of bi-relays are shown in Table 23.

Table 23: Examples of a Bi-relay

Beans > Lettuce
Peas > Carrots

Potatoes > Beans

A SPIN farm also includes a single crop area. In this area there is no sequential growing of crops.
In this you area you might grow tomatoes, winter and summer squash, onion from seed and
parsnips.

SPIN Farm Layout

The smaller your SPIN farm the larger the intensive relay area should be. If you have a very small
farm, say around 5,000 square feet, you may want to have all of it devoted to intensive relay
production. If your farm is closer to an acre, then you might have around 1/4 of your farm in
intensive relay production, and the rest of it in bi-relay and single-crop production. The main
objective with cropping levels is to allocate different parts of your land to different areas of
cropping intensity with the 3 area of your farm being the intensive relay area where 3 or more
crops per bed per season are grown; the 2 area of your farm being the bi-relay area where 2 crops
per bed per season are grown, and the 1 area of your farm being where only one crop per season
is grown.

If you plan on farming several different sites, the SPIN approach is especially helpful in deciding
how to strategically farm each one. For instance, you might turn the plot in your own backyard
into an intensive relay area, while plots furthest from your home can be utilized for single crops,
such as onions or potatoes. If you farm in the country, you might decide to fence oft some of
your best land and turn it into an intensive relay area, where you grow the highest value crops.
Regardless of where you grow, allocating your land base to different areas of cropping intensity
is a key consideration, and SPIN guides you towards the most efficient and profitable use of your
land base.

The deliberate and disciplined manner used in laying out a SPIN farm also applies to structuring
your work flow. During the course of a farming season time must be allocated for planting,
weeding, watering and harvesting. If you use a rototiller, the amount of time spent on planting
will be minimal compared to more labor intensive tasks of sub-acre growing. Weeding is an
ongoing activity and is best accomplished using a systematic approach. Watering needn’t be a
difficult task, once you have installed your irrigation system.

The most stressful task of any sub-acre farm is harvesting. Most farming schools-of-thought don't
distinguish between what amounts to two very different approaches to harvesting, and this in part
explains why so many new small-scale farms don’t make it past their first year or two of production.
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The two harvesting approaches are differentiated by whether or not a walk-in cooler is part of the
operation. A walk-in cooler is a small room or building that you might locate in your garage, or
it might be free standing. It chills produce from around 33F to 40F. The room or structure might
be around 12 feet by 12 feet, depending on the size of your operation.

As explained previously, if you use a walk-in cooler, SPIN-Farming refers to this as the “high-
road” harvesting approach. It simply means you are in for a better and smoother ride. The high-
road allows you to harvest produce throughout the week in preparation for your weekly sales,
which will most likely include a weekly farmers market. Once produce is harvested and prepped
it is stored in the cooler in bins or bags until market day.

Table 24 gives you an idea of what a work flow would look like when you employ the high-road
harvesting approach. Enough time is left in each day to allow you to perform your other farming Using the high-road
tasks. 'Harvestlng a'nd prepPlng mlght be d.one' during cooler Parts of the day, s.uch as early approach will allow
morning and evenings, while weeding, which is less challenging, can be done in the afternoon.

Using the high-road approach will allow you to structure your work week in a more flexible and you to structure your
efficient manner. work week in a more

flexible and efficient
manner.

Contrast this with taking the low-road and forgoing the use of a walk-in cooler. Using this
approach means having to do your harvesting work much closer to market day. Most of the work
will have to be done on Friday, with work often extending late into Friday night. It could also

be likely that you would have to get up very early on Saturday morning and do more work, just
before market. The produce you harvested on Friday may or may not be in good shape. What is
guaranteed is that you will be tired and grumpy at market.

There is much more that can be said about the high and low-road harvesting approaches, but the
important point is that a walk-in cooler smoothes out the harvesting work flow so that it is not
all concentrated into a single day and allows for much less stressful harvesting. A walk-in cooler
will also mean that your produce will be of better quality when brought to market, because most
of the field heat will have been removed. This will in part help you obtain better prices. You will
also be able to bring to market a greater quantity of produce than if you relied on a day before
market harvesting blitz.

Table 24: High-road Harvesting Work Flow

Monday Scallion work
Tuesday Carrot work
Wednesday Bean and potato work
Thursday Leafy green work
Friday Odd and ends
Saturday Day of market

For more information on SPIN-FARMING please visit www.spinfarming.com 5 1
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You have to make
good prices happen.

Market Stand Pricing

As you can see, SPIN-Farming is based on well-conceived notions about how to structure your
work week. But along with the great deal of attention to farm layout and work flow, just as much
attention must be given to how you sell your produce at your market stand. Since you are a sub-
acre farmer, you will not be able to sell your produce on a high volume/low price basis, as is the
case with larger scales of production. Your approach will be just the opposite.

Since you are a small producer, your volume of production will be relatively low. The only way to
make a living from a low level of production is to get high prices. Direct marketing in part makes
this possible, but you must go beyond simply bringing your produce to market and hoping for
the best price. You have to make good prices happen.

SPIN-Farming relies on mix and match multiple unit pricing. This simply means you pre-bag
or bunch your produce into discrete unit sizes, and sell your items at market using one, two, or
possibly three different price tiers. Table 25 outlines the multi-unit pricing approach.

Table 25: Two Price Tier Market

These items $1.50 or any 3/$4.00:
Radish bunches
Green onion bunches
Dill bunches
Garlic bunches (fresh)
These items $3.00 per bag/unit or any 2/$5.00:
2 Ib. bags of new Potatoes
1 Ib. bags of new Carrots
Beet bunches
1 Ib. bags of Green beans
1/2 Ib. bags of Salad mix

What you will discover is that with this type of pricing technique customers become less price
conscious and will be more willing, if not eager, to spend money at your market stand. This
pricing strategy will be discussed in more detail in Guide # 7.

Summarizing SPIN’S Three Most Important Concepts

By now you can see that SPIN-Farming takes a radically different approach to farming, from
farm layout to how you structure your work week, to how you price your produce. There are still
many other different aspects to learn, bit if you can get a handle on the ideas outlined in Table 26,
you are well on your way to becoming a successful SPIN farmer.
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Table 26: SPIN-FARMING’s Three Important Concepts

Farm Layout

Different levels of cropping intensity in different areas of your farm

The smaller your farm the more intensive it must become
High-road harvesting

Walk-in cooler allows for smoother work flow

Walk-in cooler allows you to bring to market more produce, and of better quality
Market Stand Pricing

Mix and match multiple-unit pricing

One, two, or three price tiers

Putting SPIN-Farming Concepts into Play

There is no absolute right or wrong way to put these concepts into play, and there is no single
plan that will work consistently. Continual adjustment is needed from season to season, and
year to year. This is in stark contrast to conventional farming’s approach of “plant it and forget
about it”. SPIN-Farming is continual trial and error, and it’s what makes it infinitely exciting and
satisfying.

So let’s get growing in Guide # 5.

#4 - Key Concepts
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#5 — Let’s Get Growing

GUIDE # 5: LET’S GET GROWING

As you now understand, SPIN farms are laid out using areas devoted to different levels of
cropping intensity. The 1-2-3 rule divides the farm into three areas which are shown in Table
27. Area 1 is the least intensive, single crop area. Here you grow lower value, long-season crops.
Area 2 is the bi-relay area where 2 crops per bed are grown sequentially. Both lower and higher
value crops are grown here. Short season crops might be relayed with longer season ones. Area
3 is where intensive relay cropping occurs. This area has the highest earnings potential and is
the most labor intensive. Here, you sequence 3 or more high-value crops per bed, per growing
season.

Table 27: Different Areas of Cropping Intensity

Area 1 Single crop area
Strategy: 1 crop is grown per season

Crops: Long season crops such as garlic and onion, late season potatoes,
shallots, summer and winter squash, and tomatoes

Layout: Plots use conventional row/walkway structure. Rows can be any
convenient length. Beds are not used.

Area 2 - Bi-relay area
Strategy: 2 crops per bed per season grown sequentially. Often, short season
crops are relayed with longer season crops.

Crops: Beans, beets, carrots, peas, potatoes
Relay sequence: Carrots>Carrots, Spinach>Beans, Peas>Lettuce

Layout: Bed/walkway design. Beds are 2 ft. by 25 ft. long; beds 50 ft. long can
also be used.

Area 3 - Intensive relay area
Strategy: 3 or more short season crops per bed per season grown sequentially

Crops: Carrots, fresh herbs, leafy greens, radish, scallion

Relay sequence: Radish>Lettuce>Spinach, Spinach>Carrots>Radish

Layout: Bed/walkway system. Beds are 2 ft, wide and 25 ft. long.

The smaller your farm the larger Area 3, the most intensive growing area, should be. A useful
guide is to think in terms of the 75/25 rule: farms smaller than a 1/4 acre should have at least
75% or more of their land base in intensive relay production. Larger farms, 20,000 square feet
and larger, can afford to devote more land to bi-relay and single-crop production.

Crops to Consider Growing for Market

A SPIN farmer aims to grow a different choice and wider variety of crops than conventional

large-scale growers. For instance, corn and pumpkins are not good sub-acre crops because they
tie up a land base for a long period of time and are too low value. SPIN calls for an emphasis on
high-value crops, though a portion of the farm is allocated to the production of low-value ones

For more information on SPIN-FARMING please visit www.spinfarming.com



to help maintain soil health, minimize the risks of crop failure, and to have a greater number

of items to sell at market. It should be emphasized again that sub-acre farmers cannot afford to
grow crops that have low marketability. Crops need to be selected based on what is most popular
within a specific market. Experimentation with exotic items can lead to the discovery of a new
best-seller, but consumers tend be conservative, so unknown items should be introduced on a
limited basis.

Table 28 lists typical highly marketable high-value crops. Salad mixes are consistent best sellers.
A salad mix can contain many different ingredients, with usually lettuce and cut spinach being
the main items. Smaller amounts of other specialties such as radicchio, young chard and beet
greens and baby mesclun greens can be added. Salad mixes differ from mesclun mixes in that the
ingredients of a salad mix are chosen by the farmer, while mesclun mixes contain the assortment
of lettuce and greens offered in commercial seed mixes. Washed and bagged salad or mesclun
mixes can be sold for as high as $10.00 to $15.00 per pound.

Scallion is usually very marketable and should therefore always be in production so that it is
available throughout the entire growing season. It is easy to grow from what are called onion
sets. Bunched onion is similar to scallion, except the onion part is larger and usable as an onion.
Carrots, radish, fresh herbs such as dill and basil and green garlic, which is garlic at an early stage
of growth, are other popular items.

Leafy greens is a broad category that includes whatever greens are popular in a particular locale,
such as beets, chard, collards and kale.

Table 28: Typical High-value Crops

Carrots

Fresh herbs

Green garlic

All leafy greens
Bunching onion
Radish
Salad/mesculun mixes

Scallion

Table 29 lists crops that usually do not achieve high-value status, but are still very marketable,
and should thus be grown on some basis. In general, the smaller the farm the less of these crops,
but are still very marketable. The larger the sub-acre farm becomes the more of these lower value
crops can be put into production.

#5 — Let’s Get Growing

...Sub-acre farmers
cannot afford

to grow crops

that have low
marketability.

For more information on SPIN-FARMING please visit www.spinfarming.com
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Table 29: Typical Lower-value Crops

Green beans
Cabbage
Cucumbers
Garlic

Onions

Peas

Peppers
Potatoes
Shallots
Summer squash

Tomatoes

To give you an idea of how to balance the selection between high-value and low-value crops,
Table 30 ranks the importance of crops on a moderately-sized SPIN farm in the 1/2 acre, or
20,000 square feet, range. Leafy greens and carrots will be the 2 most dominant crops grown in
the largest quantities. Scallion, bunching onion and potatoes will also be grown along with radish
and green beans. Many other crops will also be grown and their importance will vary from farm
to farm.

Table 30: Relative Importance of

Crops for a Typical SPIN farm

Leafy greens

Carrots

Scallion, bunching onion
Potatoes

Green beans

Radish

Other crops

Table 31 lists crops that are consistently strong sellers at market but which are not always
available because of low supply. A planting plan that produces a steady supply of these items
will allow you to take advantage of low supply conditions, and provide a predictable and steady
income.
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Table 31: Items Frequently in

Short Supply at Market

Carrots, bagged, small to mid-size
Garlic

Radish bunches

Salad mixes

Scallion bunches

Shallots The SPIN growing
approach for leafy
SPIN Farm Cropping Strategies greens is called the
This section will discuss specific crops and how you can incorporate them into your farm Week-after-Week
planting plan. You will also be introduced to another important SPIN-Farming tool: a price/yield leafy green strategy
combination chart. This will enable you to see what it takes to turn a crop into a high-value one which aims to target

defined as one whose harvested value from a standard size bed, which is 2 feet wide and 25 feet

long, is $100. 100 to 500 units of

leafy green sales per

Leafy Greens marketing week...

The leafy green category includes a wide range of crops, but the defining characteristic is that the
leafy green portion of the vegetable is the most marketable aspect of that item. Beets with tops,
chard, lettuce, mesclun mix, salad mix and spinach.

Spinach is a quick-growing green that does well in cooler temperatures, in the spring and fall,
and should be one of the first items to be included in a spring line of produce. Salad mixes can
include a variety of lettuces, radicchio and any other young greens, such as baby rainbow chard
and bulls blood beet leaves.

The SPIN growing approach for leafy greens is called the Week-after-Week leafy green strategy

which aims to target 100 to 500 units of leafy green sales per marketing week, depending on the
size of your farm. Examples of leafy greens that can be offered throughout the entire season are

listed in Table 32.
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Table 32: Spring, Summer and Fall Offerings of Leafy Greens

Spring
100 1/2 Ib. bags of spinach
100 1/2 Ib. bags of cut lettuce
100 1/2 Ib. bags of mesclun mix

Summer
50 bunches of beets
50 bunches of chard
100 bags of salad mix
50 bags of mesclun mix
50 bags of head lettuce

Fall
50 bags of spinach
50 bunches of collards
50 bunches of chard
100 bags of salad mix
50 bags of cut lettuce

Each season, and each week, would see a variation in the types of greens that are available, but
the overall aim is to bring to market a consistent weekly supply of leafy greens. Of course more
production can be scheduled during times of short supply, such as in early spring when few
growers have greens, but a weekly base line of a steady quantity of leafy greens should always be
maintained. A weekly target of 300 units priced at $3 per unit retail would produce a predictable
weekly income of $900 throughout the season.

Table 33 shows what happens when the high-value concept is applied to leafy greens. Again, a
high-value crop is defined as one where the harvested value of a bed 2 feet wide and 25 feet long
is $100.

Table 33: Yield/Price Combinations for Leafy Greens

40 units (bags) of greens per standard bed
a) @$1.00 per unit = $40.00 per bed
b) @$2.00 per unit = $80.00 per bed
c) @$3.00 per unit = $120.00 per bed

50 units (bags) of greens per standard bed
d) @$1.00 per unit = $50.00 per bed
e) @$2.00 per unit = $100.00 per bed
f) @$3.00 per unit = $150.00 per bed

60 units (bags) of greens per standard bed
g) @$1.00 per unit = $60.00 per bed
h) @$2.00 per unit = $120.00 per bed
i) @$3.00 per unit = $180.00 per bed

For more information on SPIN-FARMING please visit www.spinfarming.com



Leafy greens achieve high-value status under a number of different price/yield combinations. You
should have no problem getting at minimum $2.00 to $3.00 per unit for your leafy greens. Salad
mixes and spinach might be sold in 1/2 pound quantities, while you can experiment with what
works for other leafy greens. Novice SPIN farmers can target 100 units of leafy greens per week.
Expert SPIN farmers, who know how to get steady production and market effectively, can target
500 or more units per week.

Most types of leafy greens can be planted with an Earthway seeder in 2 foot wide beds, with 2 - 4
rows per bed, depending on the type of leafy green. Mesclun lettuce might be planted to 4-row
beds, while head lettuce might be planted to 2 rows. Some experimentation will be required to
see what works best for you.

Scallion/Bunching Onion

Another potentially important high-value crop for SPIN farmers are scallions and bunching
onion. Onion sets can be planted throughout the season to produce a steady weekly supply of
scallion and onion bunches. There is often a low supply of scallion at farmer’s market during the
fall season, so if you schedule in some scallion production for this time, you can do very well.

Scallion and bunching onion achieve high-value status under a number of different price/
yield combinations as shown in Table 34. Novice SPIN farmers can target 100 units of scallion/
bunching onion per week. Expert SPIN farmers can target 1,000 or more units per week. You
should be able to get $1 per bunch for your scallion/bunching onion, or $1.50 per bunch if
supply is low or demand is high.

Table 34: Yield/Price Combinations for

Scallion/Bunching Onion

150 bunches of green onion per bed
a) 50 cents per bunch = $75.00 per standard bed
b) 75 cents per bunch = $112.50 per standard bed
c) $1.00 per bunch = $150.00 per standard bed
d) $1.25 per bunch = $187.50 per standard bed
e) $1.50 per bunch = $225.00 per standard bed

200 bunches of green onion per standard bed
f) 50 cents per bunch = $100.00 per standard bed
g) 75 cents pr bunch = $150.00 per standard bed
h) $1.00 per bunch = $200.00 per standard bed
i) $1.25 per bunch = $250.00 per standard bed
j) $1.50 per bunch = $300.00 per standard bed

Scallion and onion are best planted by hand using onion sets. The rows can be marked with a
wheel hoe. Scallion can be planted using 4-6 rows per 2 foot wide bed and 1/2 inch to 1 inch
apart in-row. Onion might be planted with 3 - 4 rows per bed, and in-row spacing of 2 - 4 inches.

#5 - Let’s Get Growing

Onion sets can be
planted throughout
the season to
produce a steady
weekly supply of
scallion and onion
bunches.

For more information on SPIN-FARMING please visit www.spinfarming.com

o1



#5 — Let’s Get Growing

Customers tend

to prefer carrot
bunches for the

first several weeks
once carrots are in
season, but then
would rather buy
topped and bagged
carrots a little later in
the season.

Radish

Radish can also be considered a high-value crop because supply is often low and that allows
you to raise the price. Typically, radish bunches sell better than topped radish. French Breakfast
radishes are always winners, as well as the red varieties. Depending on locale, radish can be
planted throughout the season to produce a steady weekly supply. Radish can be plantedin4 - 6
row beds, using the Earthway seeder. Seed should be planted around 1/4 inches deep. Table 35
shows the different yield/price combinations for radish.

Table 35: Yield/Price Combinations for Radish

40 bunches per standard bed
a) 50 cents per bunch = $20.00 per bed
b) 75 cents per bunch = $30.00 per bed
c) $1.00 per bunch = $40.00 per bed
d) $1.25 per bunch = $50.00 per bed
e) $1.50 per bunch = $60.00 per bed
f) $2.00 per bunch = $80.00 per bed

50 bunches per standard bed
g) 50 cents per bunch = $25.00 per bed
h) 75 cents per bunch = $37.50 per bed
i) $1.00 per bunch = $50.00 per bed
i) $1.25 per bunch = $50.00 per bed
k) $1.50 per bunch = $60.00 per bed
) $2.00 per bunch = $80.00 per bed

60 bunches per standard bed
m) 50 cents per bunch = $30.00 per bed

n) 75 cents per bunch = $45.00 per bed
0) $1.00 per bunch = $60.00 per bed
p) $1.25 per bunch = $75.00 per bed
q) $1.50 per bunch = $90.00 per bed

r) $2.00 per bunch = $120.00 per bed

Novice SPIN farmers can target 50 bunches of radish per week. Expert SPIN farmers can target
100 to 500 bunches per week. You should be able to get $1 to $2 per bunch of radish, depending
on marketing conditions. Keep in mind that radish is a very quick-growing crop and is usually
ready to harvest in less than 30 days. This compensates for it technically not becoming a high
value crop as calculated by the yield/price formula.

Carrots

Carrots are another important crop for SPIN farmers. They should be put into production as
early in the season as possible. There should also be many subsequent staggered plantings of
carrots, which can be done on a relay basis. Carrot bunches can be sold for the first several
weeks, followed by bagged carrots. Customers tend to prefer carrot bunches for the first several
weeks once carrots are in season, but then would rather buy topped and bagged carrots a little
later in the season. If you can be one of the first at market with carrot bunches, then you can do
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very well. You might sell up to 500 bunches on a single marketing day.

Carrots can be planted with the Earthway seeder about 1/4 inch deep. You can go over each
furrow twice with the seeder, to get in a higher density planting for mini carrots. Early bunching
carrots can be planted using a single pass on the seeder. Usually 3 rows per bed are planted. Table
36 shows different yield/price combinations for carrot bunches.

Table 36: Yield/Price Combinations for Carrot Bunches

Targeted Yields of one Bunch per Row Foot; 75 Bunches per Bed
a) 75 cents per bunch = $56.00 per bed
b) $1.00 per bunch = $75.00 per bed
c) $1.50 per bunch = $112.00 per bed
d) $2.00 per bunch = $150.00 per bed
e) $2.50 per bunch = $187.50 per bed
f) $3.00 per bunch = $225.00 per bed

Novice SPIN farmers can target 100 bunches of carrots per week. Expert SPIN farmers, can
target 500 bunches per week. You should be able get $2 to $3 per bunch for your bunching
carrots.

Mid-sized or Mini Carrots

Higher pricing can be charged for mid-sized or mini carrots. The key to premium pricing is
to offer a very well washed product that is bagged, and which looks very clean and appealing
when sold at market. Unlike conventional carrots, price levels for mini carrots remain steady
throughout the season. Table 37 shows yield/price combinations for smaller-sized carrots.

Table 37: Yield/Price Combinations for Smaller-Sized

Carrots

Targeted Yields of .75 Ibs. per Row Foot
a) $1.00 per Ib. = $ 56.25
b) $2.00 per Ib. = $112.50
c) $3.00 per Ib. = $168.75
d) $4.00 per Ib. = $225.00
e) $5.00 per Ib. = $281.25

Targeted Yields of 1 Ib. per Row Foot
f) $1.00 per Ib. = $ 75.00
g) $2.00 per Ib. = $150.00
h) $3.00 per Ib. = $225.00
i) $4.00 per Ib. = $300.00
i) $5.00 per Ib. = $375.00
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Once the price of
potatoes starts
dropping, you can
start marketing
exotic gourmet
varieties, such

as fingerling and
purples.

Novice SPIN farmers can target 100 one pound bags of mini carrots per week. Expert SPIN
farmers can target 300 one pound bags per week. The price range for bagged mini carrots is $2 to
$3, and the price for bagged mini carrots remains steady throughout the season.

Potatoes

Potatoes are another highly marketable and popular crop, but are considered a low-value one.

If your land base is limited, potatoes should not play a large part in your growing plan. But if
your land base is in the 1/2 acre to 1 acre range of production, potatoes can be a fairly important
item for you. Early new potatoes sell at high initial prices, and if you harvest early potatoes

soon enough in the season you may be able to schedule in another crop, thus making potatoes a
possible relay crop. Exotic varieties, such as fingerling and purple fleshed varieties, also sell very
well.

SPIN uses the Early-Exotic potato strategy. This involves growing an early variety of potato for
your area and selling it at a high price, which provides an opportunity to enhance weekly sales
in early summer. Once the price of potatoes starts dropping, you can start marketing exotic
gourmet varieties, such as fingerling and purples. High prices for these types of potatoes are
usually obtainable throughout the remainder of the growing season. Depending on the size of
your operation you might have a few thousand square feet of potatoes in production if your
farm is in the 1/4 acre range of production, or you might have up to 10,000 square feet in potato
production if your farm is an acre in size. Sub-acre plantings of potatoes can be planted by hand,
with two people working together. A wheel hoe can be used to mark the rows. Rows should be
at least 3 feet apart, to allow for hilling. Potatoes can be hilled by hand, and potato bugs can be
picked oft by hand also.

Fresh Herbs

Fresh herbs are excellent additions to your product line, especially the more common ones
such as basil, cilantro and baby dill. When selling herbs you can sell them at the same price
tier as other items on a mix and match basis. Prices for fresh herbs range from $1.50 to $3 per
bunch. Fresh herbs can usually be classed as a high-value crop. Novice farmers might sell 50 or
so bunches per marketing week, while more experienced growers might sell several hundred
bunches.

Dill seed can be planted with the Earthway seeder using the beets/chard seed plate, with four or
five rows per 2 foot wide bed. Cilantro can also be planted with the chard plate, while basil can
be planted with the lettuce plate. Herb crops are very easy compared to other crops because they
are cut with a knife or scissors and then bundled right in the plot. There is no digging involved,
and there is usually no need for washing. Several hundred bunches of herbs can be produced in a
hour. You should aim to grow as many fresh herbs as the market will support.
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Green Beans and Peas You can usually get

These crops tend to be classed as lower-value ones. But because they are so marketable, they can better prices for your
be quite important for SPIN farms in the 1/2 acre to 1 acre range of production. You can usually green beans and

get better prices for your green beans and peas if you pre-bag and sell them with other mix and peas if you pre-bag
match items at a certain price tier. You can sell l.)eans and peas 11‘1.1/2 tol p01.1nd quantities at $3 and sell them with
per 1/2 pound bag or 2/$5. Depending on the size of your operation you might sell 50 to several ,

hundred units of these items per marketing week. Harvesting green beans/peas takes time, and other items at a
work rates vary considerably, but the upside is that these items do not have to be washed. certain price tier.

Beans and peas can be planted with the Earthway seeder, with 2 rows per bed. Soaker hoses
placed down the center of the bed are used for irrigation.

Garlic and Shallots

These are two other important crops to have in the SPIN crop repertoire. They are very
marketable crops, especially if you sell your produce at a farmer’s market in a large city, and

you should be able to sell 50 to 100 bags of these items on a weekly basis. Garlic can be planted
in the spring or fall, depending on where you live. Once garlic has matured it is harvested and
then cured by air drying. It can then be sold by the head or by the bag. Garlic can be planted by
hand in beds. A 2 foot wide bed can contain 3 rows of garlic, with the cloves about 4 to 5 inches
apart in the row. Smaller cloves can be planted more intensively to be used as green garlic. Green
garlic is an increasingly popular item and can be sold for several marketing weeks. This is garlic
that is at an early stage of growth and is bunched like scallion. The green stem and bulb portion
are usable. Depending on the size of the farm, SPIN farmers can plant 100-200 pounds of garlic,
which can be planted over the course of a few days.

Shallots are another item that is typically in short supply at farmer’s markets, but is frequently
in high demand. If you can source out a seed supply of shallots, you should plant 100 to 200
pounds in 2-3 row beds with in-row spacing of 8 -12 inches. Once the tops dry back the shallots
are taken out of the ground and allowed to air dry for several weeks. They are sold in 1/2 pound
mesh bags for $3 per bag.

Cucumbers and Tomatoes

Another crop the SPIN farmer should consider growing is pickling/salad cucumbers. Pickling
cucumbers can also be used for salad purposes, and are usually solid sellers at local farmers
markets. You should plant a few thousand square feet of cucumbers if you have a larger-sized
sub-acre farm. Smaller farms should grow 500 square feet of cucumbers. Trellising can be used
to grow cucumbers, and soaker hoses are used for irrigation. Depending on where you grow you
might be able to produce cucumbers over 10 marketing weeks. They can be sold in 1/2 pound
bags for $3 per bag, and consumers like buying small quantities of this item. Cucumbers can be
planted in hills or rows. Plenty of space needs to be left between rows, as the plants will spread
out.

Tomatoes can also be grown by SPIN farmers, especially those who live in areas that have long
growing seasons. Like cucumbers, they can be produced over 10 or more marketing weeks.
Small baskets of tomatoes can be sold for $2 to $3 per basket. Sub-acre farmers also do well
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with heirloom varieties because they are not available elsewhere, and have a very appreciative
following.

The above crops are those that have a place in all SPIN farm growing plans because they provide
a solid base of revenue for farmers in most locations. However, there are many more crops and
varieties that can be included in your crop repertoire once you get more growing experience and
learn what your local market demands. In Guide # 6 you'll learn how to gain control over all

the day-to-day farming tasks - fertilizing, prepping plots, planting, watering, managing insects,
weeding, harvesting and prepping produce. The SPIN approach to organizing a farm’s work flow
has saved many a farming career, and it will make you, too, the master of your farming fate.
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Here is a list of Wally’s cash crops. He owes much of his success as
a SPIN farmer to them. He'’'s also noted crops he’s looking forward to
trying. SPIN farmers are always planning ahead!

Spring Crop Repertolre:

Green garlic

Baby red onion bunches

Rhubarb

Salad mix which includes garden
grown pea greens, sunflower
greens, lettuces, and a variety
of garden grown micro greens.

Scallion

Spinach

Looking forward to trying:

Bordeaux spinach: red stemmed

Wally offers most of the spring
items during the summer, except
spinach, which does not make its
reappearance at market until the
fall.

Summer/Fall Crop Repertoire:

Beans: green, yellow, broad and
fresh shelling varieties

Beets: red, golden and chioggia

Carrots: rainbow carrots (red,
purple, white)

Cucumbers

Fresh herbs: basil, cilantro and
baby dill

Garlic

Onions (from Dutch onion sets)

Cipollini onions (from seed)

Potatoes: all red, all blue and
fingerling

Pumpkins: heirloom varieties

Shallots (from seed)

Tomatoes: heirloom varieties

Winter squash

Looking forward to trying:

Chicory

Eggplant
Charentais melons
Rapini

winter Crop Repertolre:
Storage crops:

Beets

Carrots: orange and rainbow
Garlic

Onions

Potatoes

Shallots

Wally notes that all of these
crops should be highly marketable
in most areas. Over time, SPIN
farmers develop and streamline
their own crop repertoires to suit
their own growing and marketing
conditions, and that is part of
the fun of growing. He urges every
SPIN farmer to try their own
s-mall p-lot in-troductions, by
experimenting with new crops every
year. At market, his hands down
winners have been rainbow carrots
and garden grown pea greens. His
biggest flop at market has been
Asian greens.

The next logical question is

where does Wally buy his seeds?
His favorite sources, as well as
dozens more hard-to-find

and specialty seed companies

that come recommended by other
SPIN farmers can be found at

the SPIN-Farming website -
www.spinfarming.com, base camp for
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SPIN farmers everywhere.
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GUIDE # 6: SPIN-FARMING WORK FLOW PRACTICES

The first 5 Guides introduced the basic concepts of SPIN-Farming. In this Guide, we will outline
in more detail how you actually put SPIN into practice.

Typical Farm Tasks

There are a variety of tasks that need to be done on any farm, and unlike conventional farms
that employ large work crews, SPIN farmers have to do most, if not all, of the work themselves.
It is therefore crucial that you create a regimented and balanced work schedule so that you can
manage all of the tasks without becoming overly stressed. The SPIN Five Day Work Week shows
you how. Table 38 lists the typical farming tasks.

Table 38: Typical SPIN Farm Tasks

Fertilizing
Prepping plots
Planting

Watering
Managing insects
Weeding

Harvesting

Prepping produce

Once production gets in full swing, the most consuming tasks become harvesting and prepping
for market. Produce is usually harvested during the cooler parts of the day, such as in the
morning and evening. Weeding and watering tasks can occur during the afternoon, when it
usually becomes too warm to harvest and prep many crops.

As has been covered previously, the high-road harvesting technique, which is based on investing
in a walk-in cooler, gives you control over the timing of your harvesting tasks. Other important
labor-saving tools already mentioned are a rototiller and a garden seeder, which is used to

prep and plant beds, and an efficient irrigation system. Weeding is done using hand tools.

Most farming tasks must be done on an ongoing basis throughout the growing season, and the
following will explain each task in detail and outline the Five Day Work Week.

Fertilizing

SPIN-Farming uses organic-based fertilizers to maintain soil fertility. Sub-acre farms can use
inputs that are not practical for large-scale production. For example, fertilizing with composted
manure is expensive and impractical on large farms, but it is very feasible for SPIN farms. There
are many sources of local materials that can be used as organic fertilizers including bone and
blood meal, coffee grounds, composted leaves and grass clippings, fish fertilizer, food industry
wastes, oilseed residue such as canola and soybean meal, sea weed based products, wood ash and
a variety of other organic compounds. The aim is to use whatever is in abundance locally. If a

For more information on SPIN-FARMING please visit www.spinfarming.com
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certain material or fertilizer component is not available locally, then it will certainly be necessary
to buy that item, but since the quantities required by sub-acre farms are small, the cost is modest.

If a SPIN farm includes multiple residential locations, composting should occur at each site. The
owner of the land is encouraged to set up a composting box, and then the SPIN farmer relies on
it for fertilizer purposes. Land owners can recycle grass clippings, leaves, and kitchen wastes, and
turn them into valuable inputs for the farm. If practiced extensively in an urban area, SPIN-
Farming can contribute significantly to closing the loop on urban-generated organic waste.

SPIN farms can be fertilized in a number of different ways. The entire planting area can be If practiced
fertilized and then rototilled, or areas can be done on a bed-by-bed basis. In the first instance you

might have a plot located in an urban residential backyard. If you plan on exclusively growing extensively in

potatoes on this plot, you would apply a fertilizer mix of bone and blood meal, composted an urban area,
manure and wood ash. Then you would rototill the area to work in the fertilizer, and plant your SPIN-Farming
crop. This is called area fertilizing, and it is used for a wide range of crops such as beans, garlic, can contribute

onions, potatoes and shallots. significantly to

In other cases, you may decide to fertilize on a per-bed basis. For instance, you might have a few closing the loop on
standard size beds that you plan on planting to spinach. Since spinach is a heavy feeder which urban-generated
takes lots of nutrients from the soil, you should apply a little extra nitrogen fertilizer by applying
a coffee can of a 50/50 mix of blood meal and coffee grounds to the bed. Once the spinach is
harvested, you might relay these two beds to intensively planted green onion, from sets. In

this case you simply reapply your fertilizer to the beds after the spinach has been harvested

and cleaned up, rototill and then plant the onion sets. Relay cropping often relies on per-bed
fertilizing, so you should have plenty of organic materials ready to use throughout the season in
order to keep your production consistent.

organic waste.

The SPIN approach to fertilizing relies on common sense and timely additions of inputs. There

is no need to spend large amounts of money on organic fertilizer, since you should be relying as
much as possible on local organic material, and you should compost as much as you can onsite to
limit the amount of oft-farm inputs.

Prepping Plots

As mentioned above, there are two ways to prep plots in SPIN-Farming. You can prep the entire
planting area at one time, or you can prep individual beds. To prep the entire planting area, you
simply apply the appropriate inputs and then rototill the area. A rear tine rototiller in the 5 HP
to 10 HP range will make quick work of prepping most sub-acre planting areas. You usually set
the rototiller tines as deep as they will go, and this will be your planting depth, which might be
around 8 inches. Usually you can work a sandy soil deeper than a heavy soil. Also, depending on
the soil type, you may have to make more passes with the rototiller to get the appropriate depth.
Clay soils usually require more passes than sandy soils.

Bed areas are contained in the intensive relay area and the bi-relay area. In the intensive relay
area, the beds will consist of standard size beds, which are beds that measure around 2 feet wide
and 25 feet long. It is important to note that beds are “around” 2 feet wide. If you have a 5HP
rototiller, your tiller width might be a little narrower than 2 feet. Another type of rototiller might
be a little wider than 2 feet. The aim is to have the bed fit the width of your rototiller to make

for easy handling. Bed width is also kept to around 2 feet so that the bed can easily be straddled

For more information on SPIN-FARMING please visit www.spinfarming.com 7 1
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A SPIN watering
system consists of
rubber garden hoses
and inexpensive
hardware.

during planting, weeding, and harvesting.

To prep beds, rototill the entire area fairly shallow, around a couple of inches deep. Then use an
Earthway wheel hoe and mark a 25 foot long line. This line should be straight. You can ‘eyeball’
the line using points on a fence. Once you have this line, you place one tire of your rototiller

on this line and follow it until you have rototilled a bed 25 feet long. Once you have this first
straight initial bed, you then use a wheel hoe and mark off another line 6 to 12 inches from this
bed. Once you have this straight line you use your rototiller and make another straight bed. You
do this until you have made the required number of beds. Then you can make another pass over
each bed with the rototiller to get a little more depth. The bed will now be ready for planting.
Eventually you will find that you will not even need to mark off a bed with a wheel hoe, because
you will have become adept at making straight beds using your intuition.

You must avoid the home garden practice of relying on strings to mark off straight lines. This
technique is cumbersome and takes too much time, especially if you have thousands of square
feet to prep and plant. Wheel hoes and line-of-sight reckoning are much quicker. Prepping plots
should be done with the idea of reducing as much labor and time as possible.

Planting

Planting, too, must be done as quickly as possible. This is especially relevant if much of your farm
is in relay production during the growing season, since most beds are harvested and replanted on
an ongoing basis. You can't afford to spend too much time replanting beds, and, as pointed out
earlier, the rototiller is an invaluable tool in bed preparation.

A wheeled garden seeder, such as the Earthway garden seeder, is another important tool that
greatly reduces the amount of planting time. A standard size bed can be replanted using the
seeder in just a matter of minutes.

On some occasions, you will still have to use hand labor when planting crops, such as when
planting onion sets or setting out transplants, if you decide to use them in your operation. When
planting sets or transplants, you mark oft rows with a wheel hoe, and then plant by straddling
and moving down the bed. The important point to know now is that planting must be done
quickly, and on a timely basis in conjunction with other farm tasks.

Watering

Watering is another farm task that must be done on an ongoing basis throughout the growing
season. If you do not have an appropriately designed watering system you will spend too much
time with this task. A SPIN watering system consists of rubber garden hoses and inexpensive
hardware. Some parts of your farm will have to be watered on a single-set basis. This simply
means that you put a watering system in place, and it stays in place during the course of the
growing season. When watering many types of crops, you don’t want to be dragging garden hoses
and repositioning them because it takes too much time and effort. Ideally, the aim is to just turn
on the faucet to water your single crop and bi-relay areas. Strip sprinkler attachments and soaker
hoses can be bought at local hardware store in 25-and 50-foot lengths. Once you lay them out,
your irrigation system is set for the entire growing season.

The watering system for the intensive relay area is designed differently, allowing for easy access to

(2
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several garden hoses throughout the area. This type of area has many different crops in different
stages of growth and maturity so watering such an area in its entirety all at one time is usually not
desirable. For instance, within a series of beds you may have just harvested and replanted a few
beds. You may therefore just want to quickly soak down these beds for germination purposes, but
you may not need to water adjacent beds. So in this case you will hand water using a garden hose
and wand attachment. An intensive relay area will also rely on overhead watering with sprinklers,
whenever possible.

Soaker hoses are not used in an intensive relay area because too much time would be spent
moving the hoses around every time a replanting occurred.

A SPIN watering system must be flexible enough in its design to allow watering with sprinklers
and soaker hoses, as well as hoses and wand attachments. When watering plots on a multi-site
farm, you also have to be flexible in your approach. If you have to water entire planting areas
using a garden hose and wand attachment, you can first go to the plot which has sprinkler
irrigation and turn that on so that it is watering while you go to the plot that needs hand
watering. This might take you a half hour. Once you are done with the hand watering, you

can return to the initial plot and shut off the sprinkler. Multi-site farming requires a bit more
creativity and flexibility in watering, but the overall aim is the same: to do it as quickly and
efficiently as possible.

Within the framework of the Five Day Work Week, watering is done in conjunction with your
harvesting activities. Again, utilizing the high-road harvesting approach with a walk-in cooler
will allow you to harvest produce during the week at the most advantageous times, so that As we have seen
watering can then be scheduled on a timely and systemic basis within this context.

with fertilizing, the

It should be said that you may not plan on watering some parts of your farm at all. You might limited size of sub-
get sufficient rainfall in your locale to effectively grow a wide range of crops without irrigation, acre farms makes

so this should be considered when planning your watering system. Not having to water some of an organic approach

to insect control
feasible...

your crops, especially when you are growing on a multi-site basis, is very advantageous as it will
save you a great deal of time and effort.

Managing Insects

As we have seen with fertilizing, the limited size of sub-acre farms makes an organic approach
to insect control feasible, and techniques can be applied that would not be possible on large-
scale farms. One of the most used SPIN techniques for insect control is hand picking, which
is obviously the most environmentally friendly, since it eliminates the use of pesticides. For
instance, managing potato bug populations by hand results in two advantages: you save on the
cost of an organic pesticide such as rotenone, and beneficial insects are not adversely affected.

Other problem insects, such as leaf miners, can also be controlled by hand picking infested
leaves. Hand picking bugs and infected leaves can be done in conjunction with other farming
tasks based on the Five Day Work Week, with insect control scheduled during the mid-afternoon
when it is too hot to harvest.

For more information on SPIN-FARMING please visit www.spinfarming.com 7 3
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...2 or 3 hours each
week, even for acre-
sized farms, should
keep walkway areas
clear of weeds.

Weeding

When it comes to weed control, here, too, sub-acre farmers have an advantage over those with
large-scale operations. Weeds are much easier to manage on sub-acre farms and can be done so
with hand hoeing equipment and a rototiller when the situation demands it. SPIN-Farming’s two
important weed control practices are relay cropping and the Four Weeding Strategies. As you
have already seen, SPIN utilizes intensive relay cropping, which is based on the planting of quick-
growing crops, and then replanting after each harvest. With relay cropping it is frequently not
necessary to weed, and when you do need to weed, usually one weeding will be enough. Once

a quick-growing crop has been harvested, whatever weeds are remaining will usually not have
gone to seed. These weed seedlings can be rototilled in when prepping a bed for the next crop.
Over time a relay area will become quite clean of weeds because of this frequent tilling of the soil.

When actual weeding needs to done, the Four Weeding Strategies identify the four distinct parts
of the farm that are involved - walkways, between-row areas, in-row, and perimeter areas - and
the most effective weed control tools for each.

Table 39 outlines the different weeding strategies for each area of a SPIN farm. A walkway, which
is the narrow strip of land, around 6 to 12 inches in width between each bed, can be hoed by
hand with a regular garden hoe or a wheel hoe. If many walkway areas need to be weeded out,

a small narrow rototiller will do the job. Weeds can also be kept at bay in this area by applying a
mulch such as grass clippings. Walkway weeding is easily accomplished, and a certain amount of
time is allotted within the Five Day Work Week towards walkway weeding. The amount of time
needed, of course, depends on the size of the farm, but 2 or 3 hours each week, even for acre-
sized farms, should keep walkway areas clear of weeds.

Table 39: SPIN’s Four Weeding Strategies

Walkways:
Broad hoe, wheel hoe, narrow rototiller, mulching
Between-row areas:

Bed areas - Collinear and stirrup hoes, narrow specialty cultivators
Row/walkway areas - Broad hoe, collinear hoe, small rototiller

In-row:
Handwork

Perimeter:
Rototiller, broad hoe

After an irrigation or a rainfall, weed seedlings will usually emerge throughout the farm. The

first area you should weed is the walkways. Next, you should quickly do a rototilling of your
perimeter area. Perimeter areas should take less than 1/2 hour per week, even for acre-sized
farms. Once you have your walkways and your perimeter weeded, then you can start weeding out
your beds. Beds usually have 2 - 6 rows of crop, depending on what is being grown. The between-
row areas are weeded out with a collinear or narrow stirrup hoe.

These hoes draw easily through the soil, as you move down along the bed by working from the
walkway. You might go down one side of the bed with your hoe, and then come along the other
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side of the bed. You should never step in a bed while weeding. All parts of the bed should be
within easy and effective reach of your hoe, and indeed this is one of the reasons SPIN-Farming
beds are around 2 feet wide. All parts of the bed are easily accessible with a hoe from the
walkways that surround a bed.

The amount of time spent doing the between-row weeding in a bed 2 feet wide and 25 feet long
should only be a few minutes. If it takes much longer, you are using the wrong tool. Once you do
the between-row weeding in a given series of beds, you can then do the in-row weeding. This you Most harvesting
do while straddling a bed with your legs. You should be moving at a slow but steady pace down tasks can be

the bed. You don’t necessarily have to remove every weed on your initial in-row pass down a bed.
You just want to accomplish an initial control. Also, you don’t want to spend too much time on .
any particular bed because you will get behind in weeding the rest of the farm. The main thing is the simplest of tools.
to get in an initial control, and then schedule in subsequent in-row hand weedings, according to
your Five Day Work Week schedule. As a rule of thumb, a 1,000 square feet of growing area can
be weeded, including the walkways, between-row areas, and the in-row areas, in about 1 hour.
This means a 1/4 acre intensive relay area can be effectively weeded in about 10 hours. You don't,
of course, do all of this work in one day, but rather you schedule it over the course of the week.

accomplished with

Other areas of the farm can be weeded more quickly. If your farm has a potato area, you can till
the between-row areas with your rototiller. Hilling also acts as a weed deterrent.

Other crops in your single crop areas, such as tomatoes and cucumbers, can be quickly weeded
because of the wide spacing between the row. Crops in the bi-relay area can also be weeded
quickly. Two row beds of peas and beans can be weeded quickly with a collinear hoe. Carrot and
onion beds usually require more intensive weeding efforts.

Most farmers lose control of weeds because they don’t approach this task with a well-thought out
plan. SPIN farmers can guarantee their success at this task by using the Four Weeding Strategies
and schedule them within the Five Day Work Week. Steady consistent effort is key.

Harvesting

During the growing season, harvesting is one of the most demanding and stressful of all the
farming tasks. As has been explained previously, SPIN-Farming distinguishes between two very
different approaches to harvesting. One is the high-road, and one is the low-road. The high-road
utilizes a walk-in cooler, and the low-road approach does not. SPIN urges you to take the high-
road since this gives you control over your harvesting schedule and makes it easier to practice
the Five Day Work Week. Harvested produce is stored in the cooler and then can be prepped and
bagged at the most opportune time.

Most harvesting tasks can be accomplished with the simplest of tools. A garden fork will do

for harvesting potatoes and carrots. A simple kitchen knife is good for harvesting leafy greens.
Cheap vinyl or plastic tubs and bins are used for collecting and washing produce. When
harvesting, it is important to keep track of your work rate. You should have a stop watch with you
at all times during the growing season. This way you can establish your work pace and plan your
harvesting activities accordingly. For instance, you may look at ten 50 foot rows of potatoes and
think it will take you all day to harvest that area. But if you take a stop watch and time yourself
on how long it takes you to harvest a single row, you might discover that it doesn’t take you as
long as you thought. In this case you might decide to do the work yourself. Or it might take you
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Establishing a work
pace for each crop
that is harvested,
and then basing a
harvesting schedule
on actual work pace
is an important
component of the
Five Day Work
Week.

longer than you thought, so you might decide to use your partner to help you harvest this crop.
Establishing a work pace for each crop that is harvested, and then basing a harvesting schedule
on actual work pace is an important component of the Five Day Work Week.

Prepping Produce

Prepping produce refers to washing and bagging or bunching tasks to get your produce ready for
market. The more you clean up and make your produce presentable, the higher the price you can
obtain for it. For instance, after harvesting a bed of spinach and placing it in bins, you fill some
bins with cool water and wash the spinach. Allow it to drip dry on trays for several minutes,

and then take it to the cooler and allow it to dry further. Later on in the day you can bag your
spinach. It is best to harvest most leafy greens early in the morning before the heat of the day sets
in, while other produce can be harvested during other parts of the day. For instance, beans and
potatoes can be harvested in the afternoon. The main aim here is to be able to spread this task
out over the course of the week.

Putting It All Together

During the course of a growing season, all farming tasks have to be coordinated so that no one
task is too overwhelming, and that all tasks flow smoothly together. Spending too much time on
any one part of your operation will mean that another aspect will be neglected. Crops might be
lost to weeds, or they might dry up due to lack of watering, or there might not be enough time to
harvest them.

So you must create a balance in the overall work flow of your farm. Things tend to get out

of balance if you are confined to the low-road approach. If you are overly preoccupied with
harvesting your crops during the day or two preceding market then you may be forced to neglect
your watering tasks. If you have an inefficient watering system, then you may spend too much
time watering and not enough time harvesting and prepping.

Creating the right work flow on your farm is more of an art than a science, but it should again
be emphasized that you will have a better chance of creating balance by using the high-road
approach, since a walk-in cooler gives you control over when you can harvest your produce.

By being able to harvest produce throughout the week, you can avoid concentrating all of your
harvesting activities during the day or two preceding market. This eliminates pressure, and
balances each day with a variety of tasks. Table 40 gives you an idea of what a work week would
look like in mid-summer, when preparing for a Saturday farmers market. The key to SPIN work
flow is balance. All tasks have to be accomplished on a weekly and regimented basis.

/0
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Table 40: SPIN Work Flow in Mid-Summer Based on High-Road

Harvesting

Monday
6:00 AM to 7:00 AM - Harvest scallions. Place in cooler
7:00 AM to 7:30 AM - Harvest fresh garlic. Place in cooler
9:00 AM to Noon - Prep and bunch green onion and garlic. Place in cooler
1:00 PM to 2:30 PM - Watering
3:00 PM to 5:00 PM - Weeding
6:00 PM to 8:00 PM - More weeding

Tuesday
6:00 AM to 8:00 AM - Harvest carrots
9:00 AM to Noon - Top carrots
1:00 PM to 2:30 PM - Wash carrots
3:00 PM to 4:00 PM - Watering
4:00 PM to 5:00 PM - Hand pick potato bugs
6:00 PM to 8:00 PM - Bag carrots
8:00 PM to 9:00 PM - Weeding

Wednesday
6:00 AM to 8:00 AM - Harvest and wash radish bunches. Place in cooler
9:00 AM to Noon - Harvest and wash potatoes
1:00 PM to 2:30 PM - Replant harvested carrot and radish beds
3:00 PM to 4:00 PM - Watering
4:00 PM to 5:00 PM - Weeding
6:00 PM to 7:00 PM - Bag potatoes
7:00 PM to 9:00 PM - Harvest green beans. Place in cooler

Thursday
6:00 AM to 8:00 AM - Harvest lettuce and beets. Place in cooler
9:00 AM to 10:00 AM - Harvest and wash cucumbers. Place in cooler
10:00 AM to 11:00 AM - Harvest summer squash. Place in cooler
11:00 AM to Noon - Harvest beans. Place in cooler
1:00 PM to 2:30 PM - Watering
3:00 PM to 4:00 PM - Harvest more beans. Place in cooler
4:00 PM to 5:00 PM - Replant some harvested beds
6:00 PM to 7:00 PM - Bag lettuce
7:00 PM to 7:30 PM - Bag cucumbers
7:30 PM to 8:00 PM - Bag beans
8:00 PM to 8:30 PM - Bag summer squash

For more information on SPIN-FARMING please visit www.spinfarming.com
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Table 40: SPIN Work Flow in Mid-Summer Based on High-Road

Harvesting

Friday
6:00 AM to 7:30 AM - Harvest, wash, and bag chard. Place in cooler
7:30 AM to 8:30 AM - Harvest fresh herbs. Place in cooler
9:00 AM to Noon - Make flower bouquets. Place in cooler
1:00 PM to 2:30 PM - Watering
2:30 PM to 4:00 PM - Weeding
4:00 PM to 5:00 PM - Load the truck with farm stand gear
Evening - Free time. Get to bed early

Saturday
8:00 AM to 2:00 PM Sell at Market
4:00 PM to 5:00 PM - Watering

Sunday
Weeding and watering tasks. A relaxed day

Table 40 reveals several interesting and telling points. First of all notice that produce was initially
harvested on Monday. Most low-road farms don’t begin harvesting until Thursday or Friday.
Also notice that time is allotted for watering every day of the week, while weeding is done as
needed throughout the week. Look at Friday. Doesn’t look like an overwhelming day does it? It
would be if you took the low-road approach and harvested and prepped produce until midnight.
This is where the differences between the high-road and low-road are very apparent. Days prior
to market on the high-road are more relaxed. It is just the opposite on the low-road.

In Table 40 the tasks flow in an even manner. Time is also allotted during the week for the
replanting of several beds that were harvested. So as you can see, SPIN-Farming relies on a work
flow that is not overwhelming and that is easy to accomplish. Notice that you will have to work at
least 12 hour days, on most days, except Saturday and Sunday. But keep in mind that eventually
you will have an off-season that will give you a chance to take it easy and recoup in preparation
for the next farming year.

In Summary

What ties everything together on a SPIN farm is the Five Day Work Week, and the key to
creating it is to affect a proper balance among the various farm tasks so that they are all
accomplished on a weekly and regimented basis.

In the last guide of this series you'll learn about what for many farmers is an afterthought -
marketing. But in the SPIN system, cultivating customers is as important as cultivating crops.

In Guide # 7 you will learn all about SPIN’s sales and marketing tricks and techniques that will
enable you to attract a loyal customer base and generate steady cash flow. You'll see why knowing
one’s neighbors, building relationships and making community connections are not only a good
way to live, but are good for business, too!

For more information on SPIN-FARMING please visit www.spinfarming.com
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SOS: Random Tip!—fr the sPiFontline Support Group

SPIN farmers are known for their resourcefulness and collaborative
spirit. Here’s just a few of the kinds of tips they regularly share in
SPIN’'s free online email support group.

Raised Beds Without the Lumber

To make raised beds, you can use a walking tractor with an attachment
called a Berta Rotary Plow. This can make a raised bed from a grass
covered field. This means you could avoid pressure treated wood or
worse, railroad ties. No worries about leakage or kids tripping.

Boosting Sotl Fertility, Without the Compost (a perennial topic for SPIN
farmers)

Compost definitely isn’t the only way to prepare your soil for growing
vegetables. We knew well in advance that purchasing compost wasn’t
going to be an economical or convenient option for us, so we relied
instead on soil amendments from the local farmer supply store. We used
greensand for potassium, rock phosphate for phosphorus, and alfalfa
meal for nitrogen. Alfalfa is key - we spread some over the beds before
every new relay planting. We are also using green manures - cover crops
like clover and rye that add nitrogen to the soil and improve soil
structure. The clover will obviate the need for alfalfa meal in the
first planting.

For a 1,000 sq. ft. plot, using these methods we might spend about $100
to fertilize it in the first year, and only $20/year after that (since
greensand and rock phosphate are effective for a few years).

Suwviving a Cold snap

I just loaned my standard Christmas lights (read “not LED, so warmer”)
to my neighbor who is concerned about her citrus. She’s borrowed my
quilt batting and has strung the lights inside the tree wrapped with
the batting. Sure beats burning tires.

Flower Power

We’'re doubling some of our vegetable sales with flower bunches when
available. Sunchokes produce a wonderful long-lasting cut daisy, so the
plant produces two sources of revenue. The flowers and the roots. Chives
and leeks are similar. People love to use the giant green star stems in
contemporary arrangements. Unless you’re collecting seed, it’s a nice
way to expand the use of each plant.

want to join the free SPIN farmers online support group? Email us details
about how you are applying SPIN, and we'll sign You up. Our current email
addresses are under the Contact us button at www.spinfarming.com. 79
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To successfully
capitalize on
local marketing
opportunities, a
sub-acre farmer
has to adhere
to professional
marketing
practices...

Guide # 7: SPIN-FARMING Marketing

This guide will discuss the major marketing options used by SPIN farmers, including pricing
strategies. As has been mentioned previously, one of the keys to successful SPIN-Farming is
direct marketing, which means selling directly to the customer or end user, such as a restaurant
or caterer. By selling direct, SPIN farmers keep more of their revenue. Direct marketing channels
include farmers markets, with a special emphasis on local neighborhood-based ones; community
supported agriculture (CSA) programs; small case lot sales to restaurants, caterers, and specialty
food shops; home delivery programs; buying clubs; and on site farm stands.

To successfully capitalize on local marketing opportunities, a sub-acre farmer has to adhere to
professional marketing practices because they will support getting top dollar for your crops. Price
is even more important for a SPIN farm than for larger operations which deal in high volumes.
Getting premium prices is not a difficult thing to do as long as you have an understanding of how
to position and promote not only your produce, but also yourself and your farm.

Creating a Farm Identity

Regardless of which sales channels you decide to use, you will first need to develop a farm
identity. A farm identity has different components, all of which serve to give customers
something unique to remember you by. A graphic presentation of your farm’s name provides

a logo, and this should appear in all sales literature that you use, both in print or online. Your
logo can be creative or straightforward, but you need to decide on one approach and use it
consistently. Business cards are a must, and usually form your initial link with a potential
customer. Along with your phone number and email, your business card should have your farm
logo and your web site address.

A farm name is very important, and it should be one that is simple so that it is easy to remember.
Including your first name in it is often a good idea, such as “Susan’s Market Garden.” People are
intrigued with meeting and knowing the producer, and having your first name in your farm
name gives the customer something concrete to latch on to. Another option is to base your farm
name on something descriptive about the farm’s location, like “Forgotten Bottom Farm.

You should also have a web site, and they are getting more and more affordable to set up and
operate. The site can be simple or sophisticated, but it should always communicate basic facts
about your farm. Farm photos should show your customers what your operation looks like,

and they are an important way for customers to identify with what you are doing. They are also
important props to have at your farmers market stand, as well as on recipe cards. These all help to
create an image of you in the minds of your customers.

If you have a CSA program as part of your operation, you must create a brochure describing
how it works, the produce you will be offering, and an easy-to-understand order form. Price lists
for restaurants are needed if you are dealing with that market. Having a farm open house is a
powerful way of connecting people with your operation, as they get to see local food production
up close and personal. Farm visits also offer “proof of concept” regarding the environmental and
health benefits of locally grown food. Table 41 outlines all the elements needed to create a farm
identity.
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Table 41: Elements of Farm Identity

Business cards

CSA brochure

Farmers market signage
Farm name

Farm open houses
Farm photos

Price lists

Recipe cards

Web site

A Few Words About Organic

Many words have been written about the rapid growth and commercialization of the organic
movement. Some feel that the term “organic” no longer serves its original purpose, which was to ...this
attest to how the produce was grown. The war of words is still raging, but SPIN circumvents the trustworthiness
;lebate eélt;rely w1'th th.e p0s1:1or; 'thastP Is;\e]emg 1; l:felleV;ng. That 1slw'hy a dlre'ct. Conl‘;(;‘:ctIOI'l to th(i1 carries a dollar value
arm and farmer is so important in marketing. You can explain your vision of farming, an

pore” s pamny s for the SPIN farmer
actually show what your techniques are. The more a customer understands and sees, the more .
loyal, appreciative and trusting they become. And this trustworthiness carries a dollar value for because it supports
the SPIN farmer because it supports premium prices. premium prices.

When you sell produce in a local context, people are usually content to hear, and see, that the
produce has been grown using recognized organic farming techniques. You can even mention
that many of your techniques actually provide environmental benefits above and beyond

the requirements of the USDA organic standards. This is especially the case regarding pest
management. Because SPIN primarily relies on hand picking to control pests, you can point out
that no pesticides are used, not even ones such as rotenone, which is allowable under the USDA
standard. Many of your customers will appreciate this, once you bring it to their attention.

Certified organic status makes more sense for large-scale production and distribution, where
producers might be located thousands of miles from consumers. But with sub-acre, localized
growing and selling it is not necessary or desirable because it creates added expense and hassle.
With SPIN-Farming, the most important labels are “home-grown’, “locally grown” and “grown
naturally without chemicals” Customers are usually willing to pay a premium for locally grown
produce that is organically grown, even though it may not be certified organic.
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Some farmers use
only one sales
channel, such as
a CSA program,
while others have
a diversified sales
base.

Marketing Options

When it comes to selling your produce locally there are several direct marketing options to
choose from. Some farmers use only one sales channel, such as a CSA program, while others
have a diversified sales base. Each farmer has to determine which sales channels make sense

for them. Perhaps the best option for the novice is the local farmers market. If you don’t have a
farmers market within a reasonable distance, you can consider other options. Many restaurants
are interested in purchasing high-quality locally grown produce, and you might find several that
would commit to buying produce from you. A CSA program is another option. Buying clubs
are similar to CSA sales. Home deliveries based on web or phone ordering systems are another
option. Having an on site farm stand is also a good option, especially if you are a rural farmer.
Table 42 shows SPIN’s major marketing options.

Table 42: SPIN Direct Marketing Options

Farmers market-Good for novices
Farm stand-Good for novices

Home deliveries-Good for novices
Buying clubs-For experienced growers

CSA program-For more experienced growers

Restaurant sales-For more experienced growers

If you are farming close to or in an urban environment you can tap into all of the options listed
in Table 42. As has been pointed out previously, urban farmers located right in the midst of many
potential buyers of produce have a marketing advantage over their rural counterparts.

Community Supported Agriculture Program (CSA)

CSA sales can be an important part of many SPIN farms. The CSA concept offers a loose
framework, and each farm can structure it differently to satisfy both the needs of the farmer and
the members. Typically a farm offers weekly food boxes or “shares” Members sign up typically
before the season begins in January through March, and pay at least part of the farm’s start-up
costs each year. Subscriptions usually start in the $500 range, so even a small list of subscribers
can generate a substantial amount of income for your farm.

Food is harvested each week through the growing season, typically May through October, and
the farm staff and volunteer members divide the food into boxes. Members then either pick
up their box at the farm or from some convenient drop-off point. Some CSA programs allow
members to come on the farm each week to harvest their own produce.

CSA’s were initially conceived as an alternative to the increasing globalization and mechanization
of foods systems which work against independent farmers, puts great strain on the environment
and wastes immense quantities of food. Because the mass production-based food system is so
impersonal and complicated, it causes many consumers to be suspicious about their produce and
uncomfortable with the consequences of growing it. The “sharing of the risk” in the partnership
between the consumer and farmer mitigates most of the headaches of modern farming: the need
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to scrape up capital, fear for an income and the threat of bankruptcy. Rather than scrambling
for market share to stay in business, the farmer enjoys the stability that comes from satisfying
customers directly.

Like all great ideas, CSA’s seem to have caught on in several places throughout the world at once.
There are accounts of community farm initiatives in Japan and Chile in the early 1970%. The
ideas that inspired the first two American CSA’s came from farms in Switzerland and Germany.
Indian Line Farm in Massachusetts and Temple-Wilton Community Farm in New Hampshire,
both launched in 1986, and are still in operation. So CSA has over a 20 year history in America,
and it is particularly compelling now, with vast amounts of farmland being lost and food safety
and security becoming more pressing concerns.

It should be noted that a CSA program is based on producing a steady supply of produce for your
subscribers on a weekly basis throughout the growing season. To be able to do this you need to
be a fairly accomplished grower. If you feel confident you can manage consistent production,
then you should by all means consider implementing a CSA program.

Restaurant Sales

Many SPIN farms tap into the sizeable restaurant market. It should be mentioned from the It should be noted
outset that, like CSA sales, restaurant sales should only be considered by experienced farmers. that a CSA program
Restaurants expect quality and continuity of production. For instance, you might be able to get is based on

a local restaurant interested in buying your salad mix, but you need to have the growing skills

that will allow you to deliver salad mix on a week after week basis during the growing season. producing a steady

Restaurants will have some tolerance for production gaps, but the more consistent you can be in supply of produce
your production the better will be your relationship with the restaurant. That being said, there for your subscribers
are significant opportunities available for sub-acre farmers in terms of restaurant sales. on a weekly basis
Upscale restaurants are often interested in salad greens, and you should be able to make throthOUt the
significant weekly sales for many marketing weeks. Restaurants are also interested in baby growing season.

carrots, exotic vegetables such as chioggia and golden beets and fingerling potatoes. Restaurants
are used to buying their produce in case lot quantities, so SPIN farmers need to be prepared to
sell to them on that basis. For instance, you can sell salad mixes in case lot quantities of ninel/2
pound bags at a cost of $20 per case. Other produce items can be sold on a case lot basis also.
Buying and selling in case lots makes it easier for the chef to order, and for you to organize your
harvesting and packing.

If you farm in the city, selling to restaurants can become an important part of your business.
Since you live close to many restaurants, often only a few minutes drive, it becomes feasible to
make many small deliveries throughout the week. Rush orders can be filled easily. Restaurants
like this sort of responsiveness, and they also can purchase any over-production of items that you
might have.

Average single orders for a restaurant might be in the hundred dollar range, depending on its size
and type. For instance, small restaurants might buy 2 or 3 cases of salad mix. Larger restaurants
would order significantly more. If you are having success with restaurant sales you could
consider specializing more of your production towards this sales channel. As a SPIN farmer you
can easily adjust production to suit the demands of several restaurant clients.
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Home deliveries
require that you

have a variety of
produce available for
sale throughout the
growing season.

Contract Growing

Another option to consider is growing produce on a contractual basis for a restaurant. You could
grow specialty items such as chioggia and golden beets, or fingerling potatoes or gourmet baby
carrots, and sell them to a contracted restaurant on a weekly basis during the growing season, once
those items come on stream. You could also keep them in storage and have them ready for delivery
whenever your restaurant calls. Contract growing is a good option for anyone who does not have
access to a farmers market, or who is interested in participating in the restaurant industry.

Home Deliveries

Another option for SPIN farmers to consider is home deliveries. This simply means you make
deliveries of produce to your customers. Standard operating components of this type of sales
channel include a business card made up with the name of your operation, your phone number,
e-mail address, and web site address. You also need a web site to build up your local profile,
inform the public of what your operation is all about and list your product line.

Home deliveries require that you have a variety of produce available for sale throughout the
growing season. Once a person expresses interest in your farm, they simply send you an e-mail
saying that they would like to receive an e-mail update throughout the growing season regarding
what you have for sale. A minimum size of order for a home delivery is set, perhaps at $20.00, or
even more, depending on your market.

This sales channel is ideal for urban farmers because they do not need to drive great distances to
service their network of customers. Having a few dozen, or more, of these types of deliveries each
week can represent a substantial source of revenue, and are perfect if you are a novice grower,
uncertain about the timelines of your harvest. When produce is available, you can update your
customers by e-mail. Home deliveries can compliment farmers market sales, and both use the
mix and match multiple-unit pricing strategy which will be explained later in this guide, and
which is a very powerful marketing tool.

Buying Clubs

Yet another option to consider is a buying club, which requires the creation of a web-based
ordering system. The concept is similar to a CSA in that customers deposit an upfront fee into

an account. Each week a list of items is e-mailed to them, and they place their order off the list.
Their account is then debited according to the cost of their weekly order. They then pick up their
order from a central drop-off point. When their balance gets below a certain amount, they make
another deposit to their account. This is a variation on the CSA, with each order being tailored to
each customer’s needs.

Farm Stands

SPIN farmers can also set up a farm stand on site, or possibly at a nearby roadside. Whenever

you have produce available you can set up your stand and have a sign indicating that you have
produce for sale. This is a good option for rural farmers who live close to busy highways, but it
can also work for urban farmers.
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Farmers Markets

Local farmers markets are among the most lucrative ways to sell produce for both novice and
experienced SPIN farmers. Farmers markets also provide an excellent opportunity for novices

to get a read on the market. They will see for themselves what sells and what doesn't, or when
certain types of produce are in low supply and high demand at market. Novice growers also learn
to become consistent growers, as they gear production towards weekly sales.

Many consumers and producers don’t have a clear idea of exactly what a farmers market is.
Many larger urban centers have a public market such as Granville Island in Vancouver or
Reading Terminal Market in Philadelphia, where produce is sold by an assortment of vendors.

In these types of markets most of the produce vendors are simply reselling produce that has been
purchased from wholesalers or from an actual farm. So the person or operation involved with
the selling of the produce is not the farmer who grew it. Usually the sources of this produce are
large-scale farming operations that receive subsidies and are located hundreds of miles away
from the market. Prices are therefore frequently lower than what is needed to sustain the locally-
based sub-acre farmer.

A true farmers market, which most cities and many towns have, is one where the farmer is the
seller of the produce. It is these markets that are most appropriate for SPIN farmers because
prices at these markets are in line with what a sub-acre farmer needs to support their kind of
operation. Novice farmers may at first feel intimidated by other growers who have large, multi-
acre farms in the country. Don’t be. What you will discover once you start SPIN-Farming is that
you can leverage many advantages over larger growers, especially if you are an urban farmer.

Micro climate advantages associated with growing in the city are very real. You should be able
to get to market with early spring produce before growers in the country, and you might have Customers notice

a longer frost free fall than growers in the country. In addition, many country growers have when you make the
problems growing certain types of crops such as lettuce, and you might be able to establish
yourself as a significant steady supplier of certain crops that are in frequent short supply at your .
farmers market. Also, you can top oft supplies if you sell out of an item in advance of a market’s your produce in
closing by returning to your farm and harvesting and prepping and returning to market with good condition.
the sold out item. So you will discover that, although your operation is small, you can establish
yourself as an important player at your local farmers market.

extra effort to keep

Stand Display

A market stand need only consist of four or five 2 foot by 4 foot folding tables arranged along
the perimeter of your allotted space at your market. Inexpensive tablecloths and woven or plastic
baskets are important and inexpensive accessories. Attractive signage can be made with your
computer. Produce should be iced during the day to keep its appearance, especially during hot
conditions. Many vendors at farmers markets don't use ice, so if you do use ice, you can expect
extra sales on this account. Bunches of scallion and radish can be kept cool by placing them

on ice packs, and sprinkling them with crushed or cubed ice, which can be made at home,

or bought. Customers notice when you make the extra effort to keep your produce in good
condition. It is also important to interact with potential customers. It costs you nothing to be
pleasant and outgoing. People need to be made aware or your operation, and why you are excited
about what you are selling. You'll be surprised at how contagious excitement can be, and an
excited customer is a motivated customer.
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Consumers are
visually oriented
when it comes to
buying produce...

Selling Your Produce

Many farmers bring a scale to market and sell all, or most, of their produce loose, out of bins,
with the customer placing the items in a bag, which is then weighed. There are several things
wrong with this approach. First of all, it takes more time to service a customer with this method.
Once a customer places a certain quantity of an item in a bag they may ask you to weigh it to see
how much it will cost, and then ask to add or take out produce from the bag. This all takes time.
If you are having a busy day at market, a line starts forming at your stand, and you might start
losing customers as they get frustrated with waiting.

Offering produce in bins, loose, and on a per pound basis, encourages customers to become
overly price conscious. If given this option, many customers may choose to only buy small
quantities of items, thus limiting the amount of money they spend at your stand. SPIN farmers
use professional marketing practices to get their customers to spend as much as possible at their
stands.

Professional Marketing Practices

Professional marketing practices all aim to get a customer to spend money freely at your stand,
without getting focused on the actual per pound price. They are also a valuable competitive tool
since many other farmers disregard them.

Consumers are visually-oriented when it comes to buying produce, so your produce must be
very clean when it is sold at your market stand. Setting up and using an effective post-harvesting
station at your farm is therefore important to being able to market effectively. The work can be
very tedious and labor intensive, such as taking baby carrots through several washes, but it is
worth the effort because it will allow you to get high prices for your produce at market. Keep in
mind that if you take the high-road harvesting approach by incorporating a walk-in cooler into
your operation, you will be bringing to market much higher quality produce than those farmers
who do not use one. A walk-in cooler removes the field heat from produce and keeps it in good
physical condition until you bring it to market. Also, it keeps produce in better condition longer
than if it had not been stored in a cooler.

Clean, high-quality produce is the starting point in SPIN farmers’ efforts to get top dollar for
their produce. And to get even higher prices, they pre-bag their produce into discrete units. For
instance, you might place a 1/2 pound of salad mix into a bag, or 1 pound of green beans, or 2
pounds of potatoes, or 1 pound of baby carrots. The idea is to pre-bag or basket your items, using
whatever unit weight you feel is appropriate, and then to sell these items on a mix and match
multiple-unit basis.

You may already be familiar with multiple-unit pricing as many large supermarkets use this
method. And here is one area where SPIN farmers take a tip from the big guys. The idea is to
offer a customer a price break over the single unit price, if they buy multiple quantities. For
instance, a single item might be $1.50, but if you buy 3 units you pay only $4.

The idea is to get the customer to buy more by giving them a per unit price break. If you look
around at your local farmers market there is a good chance very few, if any, growers use this
technique. This goes to show how far farmers have to go in terms of getting better at marketing
their produce.
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Using multiple-unit pricing for your produce will usually translate into more sales at your stand. Using multiple-unit
Here’s how. If you tried selling your mesclun mix for $5 per pound, you might turn off many pricing for your
customers who think they are paying an exorbitant price. But if you put a 1/2 pound of salad
mix in a bag, and then sell the bags for $3 per bag, or 2 for $5, consumer resistance to buying
your produce is immediately broken down. A consumer does not mind spending $5 if they translate into more
know exactly what they are getting, and since your salad mix is pre-bagged, they can pick up a sales...

bag and see if they are happy with the quantity of produce they are getting. Also, chances are if
they like what they see, they will probably go for the multiple-unit quantity, and buy 2/$5. It’s
just the way the consumer thinks. Also, if all of your produce is sold this way, you will be able to

produce will usually

move customers a lot faster. A customer can just grab a couple of bags and throw a five dollar bill
your way, and the transaction only takes a few seconds. A quickly-serviced customer is a happy
customer, and a good reflection on you.

Mix and Match Multiple-unit Pricing

If you have 10 different produce items for sale and use 10 different multiple-unit pricing
combinations, then you are apt to confuse the customer. Instead, you should sell those 10 items
at the same price and then offer them for sale on a mix and match multiple-unit basis. This
means a customer can choose any mix of items and get the same multiple-unit price break. For
instance, Table 43 shows how you might sell the following items at market all at the same price,
but with the amount of produce varying, depending on the item.

Table 43: A Mix and Match Multiple-

unit Price Offering in Mid-summer

All items $3.00 per bag or any 2/$5.00
1/2 Ib. bags of salad mix

1 Ib. bags of baby carrots

1 Ib. bags of chard

1 Ib. bags of green beans

1 Ib. bags of peeled onion

2 Ib. bags of cucumber

2 Ib. bags of potatoes

large red or golden beet bunches

As you can see in Table 43, a wide variety of items in different weights and sizes are all sold at

the same price. The customer can choose any two items for $5. Several things happen when you
use this price scheme. For one thing, the customer immediately starts thinking about which two
items they want to choose. And since they know exactly what they will be getting for $5, they
usually have no problem spending $5. And, they will more than likely buy more than $5 worth of
produce, and will usually buy some multiple of $5, such as $10, $15, or $20. In other words, they
are more likely to spend money more freely at your stand if you use this price scheme, than if you
simply offer your produce loose by weight.

For more information on SPIN-FARMING please visit www.spinfarming.com 89



Guide # 7 — SPIN-FARMING Marketing

...when you use
this price scheme it
helps a great deal
if you engage the
customer.

It should be mentioned that when you use this price scheme it helps a great deal if you engage
the customer. By the end of the day at market, your voice should be nearly hoarse from your
mentioning to customers that you are offering your produce on a mix and match basis. Tell

them they can have any 2 items for $5, over and over. Customers are frequently slow to catch on,
especially since mix and match pricing is not customary among other farmers, so you really need
to engage them on this point.

You can also sell produce using mix and match multiple-unit pricing by using different price
tiers. Some produce items, such as scallions, radish bunches, and fresh herbs are best sold at
lower unit prices than items such as salad green and bags of carrots. So you might consider
having 2 price tiers for your produce, as illustrated in Table 44.

Table 44: A 2 Price Tier Market

These items are $1.50 per bunch or any 3/$4.00
Arugula bunches

Dill

Green garlic

Parsley bunches

Radish bunch

Scallion

These items are $3.00 per item or any 2/$5.00
1 Ib. bags of carrots

Bunches of chard

3 Ib. bags of potatoes

Bags of summer squash

Bags of cucumbers

Having 2 price tiers makes it possible to sell most of your produce at one or the other price. It is
not recommended to have more than 2 price tiers, as it can get confusing for the customer. Items
at different price tiers are put at different locations on your tables at your market stand, with the
lesser priced items on one side, and then the higher priced items on the other.
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In Summary

This guide has outlined the most important aspect of farming besides being a good grower. You
also need to be a good marketer, because there is no sense growing delicious, nutritious food if
you can't get anyone to buy it. That’s why you should research and plan which direct marketing
options you intend to use, and how you are going to price your produce, before you even put

a shovel in the ground. Since there is no one single right plan for all farmers, you will have

to explore all of your options. A CSA program might be the best choice for one SPIN farmer,
while another will have better success selling solely at farmers markets. What all the SPIN
marketing options have in common is that they are based on knowing one’s neighbors, building
relationships and making community connections.

For more information on SPIN-FARMING please visit www.spinfarming.com 9 1



EYE CANDY

“Mixed veggie packs sell very well at market. White,
orange and purple cauliflower buds, about 1.25 lb can

go for $5/bag. You can also mix broccoli buds and
cauliflower, or snap peas with carrots, or cauliflower and
carrots. Or try a ‘stir-fry’ pack - Raab broccoli, green
onion, pea shoots, radishes and mustard greens. Leave the
top of the bag open with the greens coming out of the top
a bit. I have also sold radish flower buds for $2.50 a
bundle, called it spicy wild broccoli for stir-frying.”

— Jackie Milne, Hay River, Northwest Territories
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FARMING®
XLCO

SPIN-Farming has its own unique techniques and language. To help get
your head around how SPIN differs from conventional farming methods, or
from home gardening, here’s a translation of the important terms you’ll
hear when you find yourself in a room full of SPIN farmers.

Sub-acre Land base — SPIN transfers commercial farming techniques to
sub-acre land bases. Farmers do not need to own much, or any land, to
start their operations, and they can be single or multi-sited.

Structured work ﬂow Practices — SPIN outlines a deliberate and
disciplined day-by-day work routine so that the wide variety of farm
tasks can be easily managed without any one task becoming overwhelming.

H’Lgh—roaal/Low—road — SPIN distinguishes between two different
harvesting techniques. High-road utilizes commercial refrigeration
equipment. Low-road harvesting does not.

H’Lgh—vaLue Crops — SPIN devotes most of its land base to the production
of high-value crops, defined as ones that generate at least $100 per
crop/per bed.

RcLag cYD‘P‘PLV\«g — SPIN calls for the sequential growing of crops in a
single bed throughout a single season.

Intensive reLags — 3 or 4 crops per season are grown.

BL—reLags — 2 crops per bed per season are grown.

SLWQLC Crops — 1 crop per bed per season is grown.

1-2-3 bed Lagou.t — Refers to the 3 different areas of a SPIN farm
devoted to the different levels of production intensity.

#5/25 land allocation — Dictates how much land is assigned to the
different levels of productionon a SPIN farm. The aim is to balance
production between high-value and low-value crops to produce a steady
revenue stream and to target revenue based on farm size. The smaller
the land base the more of it can be devoted to intensive relay
production.

Farm Lagou’c — SPIN provides guidelines for segmenting a land base
into a series of beds, separated by access alleys, which are small 2
feet strips, just wide enough for a rototiller. An acre accommodates
approximately 480 standard size beds, including the necessary paths and
access alleys. SPIN can also incorporate more traditional approaches to
land allocation.

Standard size beds — SPIN utilizes beds measuring 2 feet wide by 25
feet long.

For more information on SPIN-FARMING please visit www.spinfarming.com




Revenue targeting formula — By growing high-value crops worth $100
per harvest per bed, and by practicing intensive relay cropping which
produces at least 3 crops per bed per season, SPIN targets at least
$300 in gross sales per bed per season. With approximately 480 beds
per acre, the maximum revenue potential is 480 beds x $300 per bed per
season = $144,000 gross sales per acre. When farming is approached

in terms of beds instead of acres, the result is a very precise idea
of how much growing space can be utilized, and how that space can be
managed to generate predictable and steady income.

Or@awic—based — SPIN relies on all-organic farming practices. There
are minimal off-farm inputs and very little waste.

Orop Diversitg — A SPIN product line contains a very wide diversity

of crops, with some SPIN farms producing over 100 different varieties
and 50 different types of crops per season. However, SPIN also provides
models that specialize in a particular crop.

Seasown extension Ls D‘P‘tLOV\aaL — SPIN does not rely on season extension
to expand production; however season extension can be utilized to push
SPIN yields and income significantly higher.

Dlrect marlreetiwg — SPIN bases crop selection on what local markets
want. Being close to markets allows for constant product feedback and
ensures a loyal and dependable customer base. Grow what you sell, don't
sell what you grow, is the SPIN farmer'’s mantra.

Mix and match V\A.LLLtL‘PLe unit ‘Pricl:!/\ag — SPIN’s marketing approach is
to pre-bag produce items and sell them at certain price tiers — for
example, $3.00/unit or any 2 for $5.00.

Comwercial refrigeration capacity — SPIN calls for taking the “high-
road” by utilizing commercial refrigeration capacity because cooling
crops immediately after they are harvested retains their quality which
supports premium pricing. It also provides control over the harvest
schedule and allows for a manageable work flow.

Minimal mechanization and infrastructure — SPIN’'s most important
and costly equipment are a rototiller and a walk-in cooler or upright
produce cooler. All other SPIN implements and infrastructure can be
sourced at local garden supply or hardware stores.

“Home-based” work crew — Supplemental labor requirements for a SPIN
farm are minimal and can be readily obtained within the network of
family, friends, or within the local community.

uttlization Df exist’mg water sources — SPIN relies on local water
service or wells for all of its irrigation needs.

Low capitaL tntemsive — Minimal infrastructure and minimal overhead
keeps SPIN farm’s start-up and operating expenses manageable. The
bottom line is little or no debt.

The wmore you use the lextcon, the clearer these concepts become.
Pretty soon, You find yourself thinking like a SPIN farmer >>>

For more information on SPIN-FARMING please visit www.spinfarming.com




DlY SEED BOXES

“T have always grown my indoor seedlings in wooden boxes lined with
7 sheets of newspaper. We were in need of new boxes so here is how
we went about it. We acquired free oak pallets that were not treated
with anything. They tend to be a bit splintery so be careful when
handling them. Then we took the skill saw and cut 4 lengths @ 22"
and 2 lengths, @ 8”. The reason for cutting the lengths right from
the pallet is because if you attempt to break a pallet apart the
wood gets damaged so cutting the lengths directly from the pallet is
the way to go. Then the assembly is easy....2 long sides and 2 ‘short
sides with the remaining 2 long boards for the bottom with a large
enough slit in the middle to allow the passage of water.: Then you
line_the box with 7 sheets of newspaper (..no"color ifl possible)), ﬁll
it with soil.land away you go.” (AN O & F I )
r]Llnda Borghi, Abundant Life Farm, Walker ValleyplNY _
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SPIN-Farming provides a conceptual framework, or mindset, that helps
you navigate the world of commercial growing in general, and sub-acre
farming specifically. Here are some sub-acre farming advantages to start
putting you in the SPIN frame of mind.

Swall tLMCLg PLaV\ItLV\IgS: These result in a more diverse crop
repertoire. More diversity translates into a steady cash flow and
minimizes the damage from any one crop failure.

AAarhetrespomvaemﬁss: As your season progresses you can make mid-
course adjustments in your crop plan based on customers’ feedback on
what they’d like more or less of, or what they want but can’t find. It
is almost like growing on contract, without the contract.

A4arhetpraxuuit5: Sub-acre farming can be located closer to markets,
reducing transportation time and costs.

ﬁAicrocliMAﬂteef¥%ct$: Smaller plots give you more options on how you
site your operation. By siting it an area protected from wind or in
an urban setting, the plots warm up sooner and retain heat longer,
allowing you to get into production earlier and extending production
later into the season.

anverexpemscs:Examples of sub-acre farming’s lower expenses include:
using a personal vehicle as a farm vehicle - a cargo van or mini-truck
is adequate in size for sub-acre scale farming; creating an irrigation
system from standard grade garden hoses; using minimal mechanization;
relying on local sources of supply for fertilizer which eliminates the
use of chemicals; using a simple post-harvesting setup. The aim with
SPIN-Farming is to keep expenses at 10% to 20% of total sales.

Minimal outside Labor: Labor is the single biggest expense in any
operation. Sub-acre scale farming minimizes or even eliminates the need

for outside labor, and it very much carries on the tradition of using
the low-cost/no-cost network of family and friends during peak labor
times.

For more information on SPIN-FARMING please visit www.spinfarming.com




Partwership with Nature: It’s much easier to turn Nature into a co-
operative business partner at a sub-acre scale by using inexpensive
organic-based processes for pests and weed control and fertilizing that
would be impractical for larger operations.

Téeaudificatiomn Being a small operation, it’s much easier to produce
shock and awe by making your farm visually pleasing. Considering

you may have near-by neighbors, aesthetics are important. Perimeter
landscaping, well-maintained plots, flowers in production all will
create farms that are nothing short of utopian. Your farm’s appearance
also says something about you. The surest way to impress someone, be
it customers or the community, is to create a farming landscape that
borders on the sublime. Good-looking farms tend to be good-earning
farms, too.

ldemxitgz Perhaps the most important aspect of the SPIN mindset is
that it leads to a collective view of the world that in turn fosters
a professional identity that independent small scale growers haven’t
had before. This identity confers purpose, legitimacy and an economic
value on what up until now has been dismissed as quaint, backwards or
inconsequential.

Awnd that leads to the question: So what are you?
Part of something bigger than you may realize. >>>

For more information on SPIN-FARMING please visit www.spinfarming.com




EMAIL MARKETING

“For beginners, I would recommend a “reverse CSA” — an email harvest
or e-farmers market. I have been doing this successfully for about

2 years now. I send out an email of what I have and the price. The
people on the email list choose what they want and send it back to
me. I have made it very clear to them that I will NOT always be able
to fill their order, although I try to be fair and give everyone
something. This is a great learning tool also as you will find out
very quickly what people want and the price they are willing to pay.
As you see these trends in your list, you can plant accordingly. “

— Theo, Morrison, The Neighborhood Farm, Maui, HI
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SPIN Farmers Have Been Called Many Things...

Sub-acre farmers..Neo-agrarians..Hobby farmers..Craft farmers..Micro-
farmers..Self-made farmers..Citizen-farmers..The farmers next door..Foolish
amateurs..Really big gardeners..Food entrepreneurs.

Whatever you call yourself, you are part of an exuberant, expanding
people-to-people experiment whose contributors thrill to the notion
that they are engaging in something historical and momentous.

Whether they establish their farmsteads in the middle of urban jungles
or sprawling suburbia, SPIN farmers are all uniting behind engaged,
rather than escapist, agriculture. They are returning to the cities and
towns that have segregated food production beyond their borders, and
re-introducing the practice of intelligent, dedicated, craft and soil-
based farming. They are making food production visible and palatable
and galvanizing their neighbors around an activity that delivers both
economic and environmental benefits. And they are bringing the well-
documented redemptive power of agriculture to their communities in a
commercially viable manner.

By re-casting farming as a small business in a city or town, they

are defining progress not by “more and bigger” but by “healthy and
balanced.” They are showing how to make more from less, how to live
large, yet be small, and they are leading a farming revival that cuts
across geography, generations, incomes and ideologies to provide common
ground, quite literally, beneath everyone’s feet.

So s This A Movement?

For more information on SPIN-FARMING please visit www.spinfarming.com




Join tn!

Whatever it is, you can join in at www.spinfarming.com, where SPIN
farmers go to stock up on provisions for both the material and
contemplative sides of farming, and where you can:

FIND additional guides in the SPIN-Farming learning series for
purchase and immediate access online. Case studies of different scales
of operation and of farms that specialize in particular crops give you
models to follow in starting your own operation.

SHARE in the success stories of fellow SPIN farmers.
VISIT the gallery to see what life is like down on the SPIN farm.

VIEW free pass-alongs that provide snapshots of SPIN gear, techniques,
crops and lifestyle.

USFE an online directory of suppliers recommended by your fellow SPIN
farmers.

JOIN the free SPIN farmers online support group by emailing us a brief
description of how you are applying SPIN. We’ll be glad to welcome

you among some of the brightest new minds in farming who are problem-
solving in an environment that offers just the right mix of freedom and
rigor, objectivity and passion. It’s a collaborative mechanism for both
self-improvement and for contributing enhancements to the SPIN system.
Our most up-to-date contact information can be found under the “Contact
us” button at www.spinfarming.com.

So tell us...what's your vision?

For more information on SPIN-FARMING please visit www.spinfarming.com




TWO TIERED CSA

I'm a beginning SPIN farmer in St. Louis Missouri, and I have no
experience farming or marketing in this or any channel, but this is
an idea I’'ve been thinking about. You could do a two tiered CSA. One
tier of the CSA (middle class people) could purchase “sponsorship
shares,” which would then offset the cost of healthy food for the
other tier, low-income people in your or their community. Just as
an example: Let’s say you’'re selling shares for an average of -$500,
which would be a $20 box for 25 weeks. You could reduce the price to
$12 a box in the economically depressed community, if the other tier
is willing to pay $28 a box or a $700 dollar share. One tier could
pay upfront and the other tier could pay weekly. I think this type
of service is: 1) good for everybody; 2). let’s you reach more people
closer by and 3) is very marketable to church communities as a verygs
direct way they can help people and the health of their community=a &8s &
You could make some presentations in Churches in your 25,000 persoh'j-‘u"
town 40 min. away and see who’s interested. Then you would also havea
very convenient CSA drop-off points. And then. you' could hook -up with?
a local social service agency and.see if they have, cllents who . need
this type of help. s _ o MG \;*
— Alicia Michels, St. Louis, MO e s
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SPI

FARMING®

what’s Your VLISLOW?

Lot SLZB — ;20,000 Onc_:e you put on SPIN glasses, you start
seeing dollar signs all over vacant and
saL-Pc (abou’c ad1/2 underutilized patches of land. To project
what all that land is worth in sub-acre
farming revenue, all you need is the
back of an envelope and the computer
1/2 acvre Low end : between your ears! Here is the calculation

acvre)

for figuring out how much that lot up the
valuwe D'F street, down the corner or around the
rodlxtctLDW: 240 j block is worth in food production, when
b als X #10 o= SPIN-Farming takes root there.
4

424,000 gYoss Farm tncome Caleulator

. Figure out how many square feet the space

1/2 acvre hL@Iﬂ 6W0[ represents

. Figure out how many standard size beds,
value o'f which measure 2 feet wide by 25 feet long, fit
rodl.«LOtLOW: 240 into the space, using this guideline:

_ Number of standard size beds per 20,000 sq.
beds x $300 = ft. (1/2 acre) = 240
_#7_2,000 QYOSS . Figure out the low end revenue potential of

the space by multiplying the number of beds
by $100, which is the revenue generated by

SPIN reve nue SPIN-Farming’s single crop production

’, . Figure out the high end revenue potential of
PO‘tBVthﬂL on 1/2 the space by multiplying the number of beds

1 - &£24 000 - by $300, which is the revenue generated
3‘: re Ls o.ﬁ 9;055 by SPIN-Farming’s intensive relay crop

production

So how much farm tncome can You get from your Lot?
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Make It Happen!
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Farm lncome Caleulator

. Figure out how many square feet the space
represents

. Figure out how many standard size beds,
which measure 2 feet wide by 25 feet long, fit
into the space, using this guideline:

Number of standard size beds per 20,000 sq.
ft. (1/2 acre) = 240

. Figure out the low end revenue potential of
the space by multiplying the number of beds
by $100, which is the revenue generated by
SPIN-Farming’s single crop production

. Figure out the high end revenue potential of
the space by multiplying the number of beds
by $300, which is the revenue generated
by SPIN-Farming’s intensive relay crop
production

Joiw In!

Regardless of where your SPIN farm takes
root, join us at www.spifnarming.com. It’s
home base for SPIN farmers everywhere!
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“We're trying to
open up farming
to a lot of different
people that might
not have seen it as
possible for them.”

About the Authors
Wally Satzewich

Wally Satzewich and Gail Vandersteen operate Wally’s Urban Market Garden which is a multi-
locational sub-acre urban farm. It was originally dispersed over 25 residential backyard garden
plots in Saskatoon, Saskatchewan, that were rented from homeowners. The sites range in size
from 500 square feet to 3,000 square feet, and the growing area totals a half-acre. The produce is
sold at The Saskatoon Farmers Market and restaurants in the city.

Wally and Gail initially started farming on an acre-size plot outside of Saskatoon 20 years ago.
Thinking that expanding acreage was critical to their success, they bought some farmland
adjacent to the South Saskatchewan river 40 miles north of Saskatoon where they eventually
grew vegetables on about 20 acres of irrigated land. The farmland was considered an idyllic
farming site on its riverfront location. However, the crops were perpetually challenged by wind
and hail, insect infestation, rodents and deer. Fluctuating water levels inhibited irrigation during
dry spells. “We still lived in the city where we had a couple of small plots to grow crops like
radishes, green onion and salad mix, which were our most profitable crops. We could grow three
crops a year on the same site, pick and process on-site and put the produce into our cooler so it
would be fresh for the market,” Gail says.

After six years farming their rural site, the couple realized there was more money to be made
growing multiple crops intensively in the city, so they sold the farm and became urban growers.
Growing vegetable crops in the city was less complicated than mechanized, large-scale farming.
They used to have a tractor to hill potatoes and cultivate, but they discovered it’s more efficient
to do things by hand. Other than a rototiller, all they need is a push-type seeder and a few hand
tools.

They have recently expanded their multi-locational vegetable and flower gardens in the hamlet of
Pleasantdale,Saskatchewan which will serve as the home base for training programs on sub-acre
farming.

Wally points out that urban growing provides a more controlled environment, with fewer pests,
better wind protection and a longer growing season. “We are producing 10-15 different crops
and sell thousands of bunches of radishes and green onions and thousands of bags of salad
greens and carrots each season. Our volumes are low compared to conventional farming, but we
sell high-quality organic products at very high-end prices” The SPIN-Farming method is based
on Wally’s successful experiment in downsizing and emphasizes minimal mechanization and
maximum fiscal discipline and planning.

Brian Halweil, a food issues writer and researcher at the Washington-DC-based Worldwatch
Institute, interviewed Wally and referenced his farming approach in Eat Here, which documents
worldwide initiatives in building locally-based food industries.

For more information on SPIN-FARMING please visit www.spinfarming.com



About the Authors

Roxanne Christensen

Roxanne Christensen co-founded Somerton Tanks Farm, a half-acre demonstration urban

farm that served as the U.S. test bed for the SPIN-Farming method from 2003 to 2006. The
farm, which was operated in partnership with the Philadelphia Water Department, received the
support of the Pennsylvania Dept. Of Agriculture, the Philadelphia Workforce Development
Corp., the City Commerce Department, the USDA Natural Resources Conservation Service, the
Pennsylvania Department of Environmental Protection, and the Pennsylvania Department of
Community and Economic Development.

In 2003, its first year of operation, the farm, located in the sixth largest city in the U.S, produced
$26,000 in gross sales from 20,000 square feet of growing space. In 2006 gross sales reached
$68,000. In just four years of operation this demonstration farm achieved levels of productivity
and financial success that many agricultural professionals claimed were impossible.

Based on the agricultural and financial breakthroughs that were demonstrated at Somerton
Tanks Farm, the state of Pennsylvania funded an economic feasibility study that documented the
urban farm’s economics and projected its maximum income potential to be $120,000 from under
an acre of growing space.

As co-author of the SPIN-Farming online learning series, Roxanne’s current role is to attract and
support new farming talent. She contends that SPIN-Farming is uniquely suited to entrepreneurs
and provides a career path for those who have a calling to farm. It is enticing first generation
farmers who are keenly interested in matters of principle, but who understand that to have a
significant positive impact, they have to function within the existing system, pushing their cause
while paying their bills.

“For aspiring farmers, SPIN-Farming eliminates the 2 big barriers to entry - sizeable acreage and
substantial startup capital. At the same time, its intensive relay growing techniques and precise
revenue targeting formulas push yields to unprecedented levels and result in highly profitable
income,” Roxanne says. “While most other farming systems focus primarily if not exclusively on
agricultural practices, SPIN-Farming emphasizes the business aspects and provides a financial
and management framework for having the business drive the agriculture, rather than the other
way around.”

As SPIN-Farming becomes established and is practiced more and more widely, Roxanne
says, it will create new farmland closer to metropolitan areas, which, in turn will produce
environmental, economic and social benefits. “It offers a compelling value proposition.”

“We can’t explain
GAIA, but we can
explain commercial
coolers.”

For more information on SPIN-FARMING please visit www.spinfarming.com



Photos courtesy of Somerton Tanks Farm, Philadelphia, PA
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SPIN stands for S-mall P-lot IN-tensive. But it also stands for new
hope and provise for independent farmers. Why? SPIN takes the
challenges posed by urbanization and turns them to the farmer’s
advantage — and Ls relnventing the farming profession in the
process. Take this quick test to see if SPIN-Farming is for you.

o

Does this make sense to You?
A land base spanning hundreds or thousands of acres
Substantial financial investment and crushing debt
burdens
Reliance on mechanized equipment that is costly to
operate
Dependence on expensive high-maintenance irrigation
systems
Significant operating overhead that dilutes profits
Far-flung markets that are hard and costly to access

o 0O U 0oz

oo 0O U 00

Does SPIN-Farming sound like a better way?

7. A sub-acre land base purchased inexpensively, or
accessed and farmed at no cost at all
Modest financial start-up costs because of minimal
infrastructure
Elimination of the two big barriers to entry — land and
capital

. Reliance on hand labor to accomplish most farming tasks

11. Utilization of existing water sources to meet all
irrigation needs

12. Minimal operating overhead that produces a strong
bottom line

13. Situated close to markets, saving time and money

14. Bottom line: little or no debt
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(f you answered “No” to questions 1-6, and “Yes” to 714, you're ready for SPIN.
Whether you are new to farming, or want to farm in a more sensible and profitable
way, SPIN-FARMING BASICS will show you how. These seven guides detail the
business concept, growing and marketing techniques, tools and equipment, farm
layout and crop selection, financial tnvestment, revenue targeting formulas, rural/
urban issues, part-time/full-time issues, and specific setups for different scales of
operations. Start SPIN-ing a money-making farm inside >>>
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