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The Ohio Direct Marketing Team

Eric Barrett 
Ohio State University Extension

Making the Most of Your 
Market Time and Space

Do you do a good job…

• Branding
• A single style that’s all your own?

• Merchandising
• Using eye catching displays that    

cause customers to buy?

• Training
• Ensuring your family/employees 

all understand?

Our Agenda

• Your Passion

• Branding

• Top 10 Opportunities
– “basic” improvements

– Signage Ideas – Do’s & Don’ts

• Buy-In from staff/family: Training

Passion

What feeds your business mind?
What is Passion!

• Webster…

– Intense, driving, or overmastering feeling or 
conviction

– A strong liking or desire for or devotion to 
some activity, object or concept

Anything passionate about 4/$1 beets?
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Selling Passion

• It’s more 

– Fun

– Profitable

– Rewarding

• It’s less

– Stressful

– Frustrating

– Testing…

Yummy Peppers - $5.00qt?

It’s all about me!

"Without passion you 
don’t have energy, with 
out energy you have 
nothing."
— Donald Trump

Refocusing On Your Passion

• Sometimes it’s a jolt

• Sometimes it’s a conference

• Many times – reflection with the team

Restaurant 
Impossible

On the Food Network

Take time to charge up…

• Once the season is here…I’m too busy…

• I don’t have time…

• We’ve always done it this way…

• People like Silver Queen…

• Teenagers are just a pain to hire…

• I’m in a rut…

• I’m exhausted after the season…

Passion vs. Frustration Moving on?

"You never achieve 

success unless you 

like what you are 

doing."

— Dale Carnegie
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Reflection with the team

• Why do we do this?

• Are there ‘secret complaints’ 

– of staff?

– of customers?

• What frustrates us?

• Excites us?

• How can we deal with these?

Mission

The Ohio Direct Marketing Team

Branding

6th Grade Science Class

Conditioned Response

=+

=

Your Logo is the bell

They own part of every 
3 year old’s brain!

branding the country lifestyle…

“Out Here…you'll find callused hands and 
uncalloused minds. The rural lifestyle. 
Sure, it's a lot of work, but the payoff is 
a clear conscience, going to bed a good 
kind of tired and the satisfaction that 
comes from getting the job done 
yourself." 

Washington Post – “A Paradise Unpaved”
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The Experience Economy

• that memory itself becomes the product

• can we go backwards and keep 
experience?

Defining Your Brand

• Logo

• Color scheme 

• Buildings, Employees, Ads, Displays, 
Customer Service, Packaging,

• Everything!

are you rustic split rail, colonial picket, or 

Kentucky style white-board fences?  

our brand must identify us in 
each and every way we 

communicate

All Five Senses
The Ohio Direct Marketing Team

Top 10 Opportunities
For Farmers Market Vendors

A Trip to Remember

• Six days through NY State
• Started at Niagra Falls, went through to 

Manhattan
• General questions/observations at each 

market
• Selected a variety of markets based on 

location, number of vendors, days of 
week

What’s in the List?

• Data directly from:

– Vendors

– Market Managers

– Customers!

• A summary of trends

• Our reflections after each market, 
then a look-back comparison

• These are in no particular order!
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1. Tell Your Farm’s Story

We are all about…
• Organics
• Raising Good Kids
• A Century Farm
• Sustainability
• Sixth Generation
• …

2. Brand Your Stand 

3. Differentiate Yourself As A Grower 
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4. Educate Your Customers

Yes, you can!

5. Do Some Simple Research
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Back to the Brain: Spending

• Hamburger…T-bone…Filet

• $18 bottle…$28 bottle…$50 bottle

• Slicing…cherries…heirlooms

• Cucumber…dozen corn…________?

• Peach…Blueberries…___________?

6. Tell Them How to Use It

7. Provide Convenience 
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8. Mix It Up and Make It Colorful

9.  Pay More to be a Vendor

10. Work with the Community
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Reading Your Image:
“basic” improvements

enough?

better?

pretty? 
cluttered?

memorable?
active?
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who? repeat sales? who?

baseball or beef? branding?

what?

ahhh....
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Reading Your Image

• Go home and do this!

• Ask a close friend who will be honest

• Keep doing it (busy season)

• Use it

The Ohio Direct Marketing Team

Signage Ideas:
Do’s & Don’ts

Signage is ‘crazy’ important, 
RIGHT?

• Remind them of the brand

• Signage keeps sales moving when 
things are too busy…

– To talk with each customer

– By answering the questions they don’t ask

– To miss a sale!

• You are never too busy to NOT make 
great signage

Too much?
Communication

• Honest

• Upfront

• To-The-Point!
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Don’t be negative of the other one

Positive? Or Telling?

Better? Positive!
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Telling?
Telling!

Fun! Beautiful!
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Action Oriented Sales Focused

Passion? Passion!

The Ohio Direct Marketing Team

Buy-In from staff/family:
Training

Hiring

One person with passion 
is better than forty 
people merely 
interested."

— E. M. Forster
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Training

• Training materials should match 
marketing materials (brand)

• Mix in the reasoning

• Answer the tough questions

• Get the conversation started

Our Industry: Sales or 
Relationships?

6 key principles of persuasion
• Reciprocity

– Samples, Something FREE…

• Commitment and Consistency
– A wanting to be part of a movement…and 

• Social Proof
– People will do things that they see other people are doing

• Authority
– People will tend to obey authority figures (eat better)

• Liking
– People are easily persuaded by other people that they like

• Scarcity
– Perceived scarcity will generate demand

From: The Psychology of 
Persuasion By: Robert Cialdini

If you build it…they will…buy

Relationships (not baseball diamonds)

Relationships!

Part 1: Fundamental 
Techniques in Handling 
People

Part 2: Six ways to make 
people like you

Part 3: Win people to your 
way of thinking

Part 4: Be a Leader: How to 
Change People Without 
Giving Offense

Staff affect relationships

• Front line – difficult on busy days

• What’s in season?

• What does this taste like?

• How long will you have this?

• Do employees act positive or 
frustrated?

– Who’s fault?

Too often…we avoid

1. Initiate the greeting

2. Engage without 
confronting

3. Answer questions

4. Promote products

Start the relationship 
with employees who:

Only thing to avoid: YES or NO questions!
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• Translate this into:

– Mission

– Brand

– Marketing

• Utilize these to:

– Train employees

• You will:

– Generate customers

– Create sales & loyalty

Passion & New Information Employees will take you further

• Through training

• With encouragement

• With rewards

• Through Extending the Passion of the 
business and the management team

Eric Barrett
Ohio State University Extension

Mahoning County

Crossroads EERA 

barrett.90@osu.edu

http://mahoning.osu.edu

Handouts:

http://vegfruit.wordpress.com


