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Producers Cannot Successfully Compete 

Without a Marketing Plan



Ask yourself...

ÅWho are Your Customers and 
What Do They Value? - Markets

ÅWho is my Target markets?
ÅIndividual households (direct 

marketing)

ÅBusinesses (wholesale marketing). 



Ask yourself...

ÅHow many potential customers 
are there? 

ÅHow often and how much will 
they buy? 

ÅIs the market emerging, 
growing, or shrinking? 

ÅWill this market provide enough 
sales?

How big is the potential market?



Ask yourself...

ÅDo they need: 
ÅConvenience? 
ÅA particular size? 
ÅMore availability? 
ÅUnique products? 
ÅHigh-value products? 
ÅLarge volumes?





Ask yourself...

ÅWhat unique benefits customers will get from my 
product? 

ÅWhy would customers prefer my product over the 
competition? 

ÅHow does my product compare in terms of quality, 
value, appearance, price, and so forth?

ÅWhy would customers spend money on my product 
instead of dining, entertainment, etc. ?

ÅDoes my product appeal to the environmental or health 
conscious?

What makes my product truly unique?



Ask yourself...

ÅMy farm? Online? 

ÅHow can I access the right distribution 
channels? 

ÅDo I need to sell to retailers? 

ÅWhat do my competitors do, and how 
can I learn from that and/or make my 
products different? 

Place: Where do buyers look for my product or service? 



Ask yourself...

ÅAm I a Price Taker? ςThe Market sets the price.

ÅAm I a Price Setter? ςI have some control over setting the price.

ÅWhat is the perceived value of my product or service to the 
consumer? 

ÅLǎ Ƴȅ ǇǊƛŎŜ ƛƴ ƭƛƴŜ ǿƛǘƘ ǘƘŜ ƳŀǊƪŜǘΩǎ ǇŜǊŎŜƛǾŜŘ ǾŀƭǳŜΚ 

Price: How will I price my product or service? 


