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Green Chile Promotion

Project Summary

In May of 2008, the New Mexico Department of Agriculture (NMDA) submitted an
application through the Specialty Crops Block Grant program (SCBGP) securing funding
for the continued work on the New Mexico green chile promotion.  The goal of the
project was to maintain and expand market share for New Mexico green chile in a ten-
state region.  By lending support to the chile shippers and the retail industry, NMDA
would provide training workshops, retail level educational/training material, chile
roasting equipment, televisions for consumer education, and in-store demos. 

Because of this funding, and funding secured in 2007 through the SCBGP, the 
New Mexico chile industry continues to solidify its’ awareness in existing markets, and
gain market strength in new areas.  NMDA staff have also gained vast experience in
determining target markets that lead to faster and more efficient market establishment. 
Furthermore, retailers in established markets have gained experience in handling the
product as well as developed new and unique marketing techniques which have lead
to increased sales. 

Project Approach

In response to the needs of the shippers and their retail buyers, NMDA performed the
following activities to ensure the success of the various in-store promotions:  

• In cooperation with the New Mexico green chile shippers, NMDA hosted
produce buyers, produce managers, and store directors on a fact-finding trip to
the Mesilla and Hatch Valleys of southern New Mexico.  The participants were
taken to the production areas to walk through the fields and learn first hand how
chile is grown and harvested.  In addition, they toured packing sheds and
research facilities at New Mexico State University.  All participants were provided
with chile “demo” kits and awards were given to representatives from three 
H-E-B Stores with the highest chile sales.

Buyers from California and Kansas were not hosted due to scheduling problems 
during the harvest season.

• NMDA marketing specialists conducted training workshops in: Austin and San



Antonio, Texas; Anaheim, California; and Denver, Colorado.  Store personnel
were given instruction on chile roasting, merchandising, and in-store sampling.

• A food consultant was hired to prepare green chile dishes from the new, “Get
Your Fix Too” DVD.  Buyers were also presented with other recipes that could be
used for in-store demos and their deli sections.  

• Provided chile shippers and their retailers (2,200 stores) with point of sale
material which included DVD’s, caps, recipes, pennants, and freezing instructions. 

• Produced a “Get Your Fix ‘Too’” DVD which featured quick and easy recipes for
the consumer.  100,000 were replicated and distributed to retailers.

• Forty chile roasters were built and distributed to retail stores in California,
Colorado, Texas, and Wisconsin. Televisions were also purchased and used
during the promotion showing the new green chile DVD which was developed
for consumer use.

• Food consultant/chef traveled to Texas and conducted cooking demonstrations
during the retail chile promotions.

• NMDA representatives traveled to and worked with 68 stores in Texas, 24 in
California, 6 in Missouri, 6 in Wisconsin, 4 in Colorado, 13 in Arizona, and 6 in
Kansas, to promote New Mexico chile.  While there, representatives conducted
on-site roasting, in-store sampling, and customer education activities.  Promotions
were not conducted in Nebraska due to scheduling and travel conflicts.

Goals and Outcomes Achieved

• As a result of the workshops and buyer visits, retailers were better prepared to
promote and sell New Mexico green chile.

• 40 new grocery stores were able to incorporated a chile roasting program into
their promotion.  

• The addition of the new, “Get Your Fix ‘Too’” DVD provided consumers with non-
traditional recipe options that are quick and easy to prepare.  

• Maintained and established market share for fresh, New Mexico green chile
through a ten-state region.  

• It was estimated 475 truckloads of chile were shipped to retail stores that were
directly related to NMDA marketing activities, which resulted in retail sales of over
$26 million.



Beneficiaries

Increased retail sales of New Mexico green chile benefits not only the five participating
New Mexico green chile shippers, but the 60+ growers they represent.   

Lessons Learned

As we continue to promote fresh green chile, it is becoming easier to enter into new
markets.  As we all know, retail chains are continually looking at what the competition is
doing to maintain or gain market share.  The green chile promotion is proving to be an
“attention getter.”  As consumers become familiar with chile, they are purchasing it at
the store as well as complimentary products offered through cross promotions, thus
increasing overall store sales.

NMDA has become better at identifying the types of retail chains whose customers best
match the consumer profile and are more apt to purchase and try New Mexico green
chile.  Staff have also become better at identifying store types that are willing to commit
store resources towards a successful launching of a new product.

Contact Person

David Lucero, NMDA Marketing Specialist
575.646.4929
dlucero@nmda.nmsu.edu

Value-Added Frozen Chile Products

Past success in promoting fresh, New Mexico green chile has created inroads to new
markets for the processed/value-added sector of both red and green chile.  When
marketing fresh chile in urban areas, we learned that many consumers did not have the
freezer capacity to store freshly roasted chile for use throughout the year.  Therefore,
the goal of this project was to bring a processed product to these consumers through
their local retail stores making New Mexico chile accessible year-round.

Project Approach

Local processors contacted NMDA and requested assistance in developing new markets
for their processed red and green chile products.  Potential marketing regions were
identified by the processors and, through the use of their brokers, attempts were made
to secure shelf space into retail outlets.

NMDA representatives traveled with company representatives to North Carolina and
worked with two retail chains representing 8 stores to introduce value-added green
chile. 

NMDA representatives worked with one manufacturer to introduce a frozen line of 



value-added products into two major retail chains in the southwest.

NMDA funded three companies to attend trade shows, one each at the National
Restaurant Association, Comida Latina, and the Fancy Food Show.     

Red chile demo DVD’s were also offered to stores for both consumer and in-store use.

Goals and Outcomes Achieved

• One manufacturer who carries both frozen green and red chile identified a
distributor in North Carolina securing shelf space and market presence in one
retail chain. 

• Maintained market share

• Showcased new frozen lines of chile/mexican food products

• Compiled sales leads from trade shows

• One manufacturer successfully acquired market share with two major national
retailers in the southwestern U.S.  

• Based on product investment and retail shelf space, sales are projected to exceed
$100,000.  However, due to proprietary disclosure, exact sales data is not
available. 

 Beneficiaries

Similar to the fresh green chile promotion, the benefits of increased sales of the value-
added chile products trickle down to the producers.  One manufacturers, who is the
second largest chile processor in the state, represents approximately twenty growers. 
The other manufacturer processes their own chile in addition to the chile they purchase
from 4-5 other growers.  As other new markets are tapped, the need to purchase more
chile from New Mexico growers will increase.  

Lessons Learned

Although market presence was established in two retail chains, finding additional
retailers who were willing to carry these value-added chile products proved to be more
difficult than originally anticipated.  Some of the constraints included freight costs,
willingness of the retailer to provide valuable shelf space for a new product, and lack of
consumer awareness.  Additional  resources were needed for advertising, product
sampling, consumer materials, and travel in order to effectively establish market
presence in new regions of the country.



NMDA is committed to continue working with these manufactures and brokers to
address these constraints as it is critical to the success of the program.  Also, NMDA will
offer assistance to other processors/manufactures that sell value-added red and green
chile products. 

Contact Person

David Lucero, NMDA Marketing Specialist
575.646.4929
dlucero@nmda.nmsu.edu
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