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DeVos Place Convention Center, Grand Rapids, MI

Farm Marketing III: Business Management Session
Wednesday morning 9:00 am
Where: Ballroom C
Moderator: Michelle Walk, Food Systems Educator, MSU Extension, Sault Ste. Marie, MI

9:00 am

How Lynd Fruit Farm Does Pick Your Own


9:30 am

Dealing With Employee Theft


10:00 am

Scott Skelly, Skelly's Farm Market, Janesville, WI

Key Performance Indicators for Retail Farm Businesses


11:00 am

Beth Kelly, HR Collaborative, Grand Rapids MI

Managing A Produce 9 Ring Circus: Logistics of Tailgate Farming


10:30 am

Andy Lynd, Lynd Fruit Farm, Pataskala, OH

Erin Pirro, Farm Credit East, Enfield, CT

Session Ends

U-Pick at Lynd Fruit Farm

Forty years of u-pick
Whose idea was it anyway?

•
•

• wagon rides, yeah, right!

• Where do you put all these people?

• Golden Delicious was the big
weekend(s); early to mid September
and the last three weeks of October
were slow!

• In the mid 1970’s, emphasis was on
saving money, with the target
demographic being suburban
housewives

• Honeycrisp in early September pays the
bills! Suncrisp in early October, Fuji and
Goldrush in late October

• customers drive into the orchard

• 25,000 bushels of u-pick apples sold

• Contrasted with today:

• We accept cash, good checks, Visa,
Mastercard, and Discover at the u-pick
checkouts.

•

<------------------60’------------------>

• Aisle spacing for parking and traffic flow
critical; mistakes here and you’ll be firing up
the chainsaw!

• Plant together apple varieties that ripen
together and are easily distinguishable one
from the other; or, plant varieties together that
ripen in different seasons.

• Orchard Layout

• Historically, negative responses to price increases have
been inconsequential.

• All other varieties are priced at $20 per large bag and $12
per small bag.

• Honeycrisp and Pixie Crunch $30 per large bag (holds
twenty pounds when filled) and $20 per small bag (holds
ten pounds when filled). Golden Supreme adjacent to
HC and picking at the same time as HC are priced the
same as HC.

• Pricing & minimum sale quantity

• We do!
• At each u-pick entrance we have a 3’ x 4’
sign that reads “All trunks must be open at
checkout. Thanks!”

• used to be quite a chore in the days of snail mail

• Today with email, web page, and Facebook
getting the message out is less expensive,
easier, and quicker, and more responsive to
changes (whatever they may be).

• Occasionally we will “boost” a Facebook post.

• Rules, rules rules! Who needs them?

• Letting the world know we’re in business!

•

Speaking of signage...

• 60/30/10 observation

• Help at checkout with people who grossly overfill
bags and/or are hiding bags.

• Cruise the u-pick area in golf car or pickup truck,
make presence felt with a smile and “how are
you today” type attitude

• Security

• U-pick raspberries are $3 per pint,
blackberries are $5 per quart

• Handling complaints; on good days like a champ,
on bad days like a chump!

• That’s the goal, not only for customers but
employees also!

• Everybody’s thrilled!

• U-pick Tango donut peaches in 2015!

• Pumpkins are priced at $7 each and
adjusted downward each weekend as we
approach Halloween.

• What are we looking for in our u-pick
operation?

• U-pick Asian pears are priced at$2 per
pound and are wildly popular!

•

...more of this!

Dealing with Employee Theft
Presented by Beth Kelly,
Managing Partner
HR Collaborative
678 Front Ave NW, Ste 265
Grand Rapids MI 49504
(616) 710-4065
beth.kelly@hrcollaborative.net

Nobody wants to have their products and services stolen; especially from a trusted employee.
And yet employee theft is significant. According to a report published by Jack L. Hayes
International, employee theft in 2013 amounted to more than $55 million dollars from US
retailers. One in every 40 employees was apprehended for employee theft in 2013. The Society
for Certified Fraud Examiners states that fraud and theft occurs in more than 35% of all small
businesses. And, according to a University of Cincinnati study, the average amount stolen is
about $20,000.
There are also non-monetary impacts. Employee theft can shake the morale and trust in your
organization. It can cause you to reorganize work to build in checks and redundancies – and
those redundancies can cost you money. The psychological impact of theft is almost as critical as
the financial impact.
Small business owners can reduce their risk of employee theft by taking proactive measures to
improve employee selection, workplace culture, and supervision and monitoring.
Employee Selection:
 Ask the question. Often time employers are afraid to bring up sensitive issues in the first
interview. But this is exactly the time to state your policy against employee theft, and to
ask the tough questions. An example of how you might state this is.
At ABC Company, we are serious about minimizing fraud and product theft so that all
employees can benefit from the good financial management of the company. Have you
ever stolen anything from your employer?
This may seem like a very bold approach, and most likely the candidates is going to
answer “no” (although sometimes they have answered yes, surprisingly). But most
importantly, this question sends a message to the candidate that if you’re serious enough
to ask about it in the first interview, you’re serious enough to watch for employee theft
once the candidate is hired. If someone is prone to steal from his or her employer, then
that person will self-select out of your company. The risk is too great.


Check Past Behavior. Today it’s easy enough to check someone’s criminal record. If
you’re hiring for a position that allows for potential theft activity (such as accounting, or
product inventory management) then you’ll want to make it a practice to check the
employee’s record. The easiest way to do this in the state of Michigan is to use the
ICHAT system (www.ichat.com).

There are a few of things you should be wary of as you conduct a criminal background
check. First, the activity needs to be specific to the position, not to the individual.
Otherwise you could find your company being accused of discriminating against a
candidate because of a protected characteristic (like race or gender).
You don’t want to run a background check on everyone. It adds cost to your hiring
process and could be construed as discriminatory. Best practice is to run the background
check after an offer has been made to the employee (contingent on an acceptable
background check).
Second, there are significant limitations when you conduct a Credit Check. The Fair
Credit Reporting act requires you to inform a candidate that you’ll be conducting a
background check (and why you’re doing that) and also requires you to inform the
candidate of the results of his or her Credit Check. Most companies use a third party
background check firm to make sure this work is being done correctly.

Workplace Culture:
 Be clear from the beginning. An employee handbook should be issued the first day an
employee joins your company. That book should have a clear policy on employee theft,
include the consequences and the process to follow if you see someone else stealing from
the company. By continually reinforcing the importance of a trusting environment, you
can minimize the potential that someone will steal from you.


Say it loud, proud, and often. Your position on employee theft shouldn’t be a secret.
Mention it at employee meetings. Post signs in the break room, by the time clock, and
other places where employees congregate. Your statements can be light, funny, and
brief, but they should also send a message that employee theft isn’t ok.
Often times other employees see theft that you would never see. Help employees report
theft that they see by providing a hotline or other confidential way to share information
with managers. Make sure you’re true to your policy and practices – if you ensure
privacy for the person who reports an incidence of employee theft, you’ll want to honor
that, so you can continue to build trust with your team.



Follow through on consequences. You should have a zero tolerance policy on employee
theft. And you must follow through on it every time you encounter theft. By dealing
swiftly and decisively on incidences of theft, you send a strong message to the
organization that this is something you take very seriously.



Make stealing difficult. Often times companies can make stealing a tempting option
through sloppy systems and structures. When you make these systems more robust and
accurate, you reduce the possibility of unnoticed theft. For example, a warehouse that
has an antiquated inventory system doesn’t keep very good track of the amount of
product stored. That makes it easy for an employee to walk away with a few items
unnoticed. On the other hand, an inventory system that tracks every item with precision
will be more difficult to compromise, and thus reduce employee theft throughout the
organization.

Supervision and Monitoring:
 Be clear with your policy. Your handbook should clearly spell out what is theft and what
consequences an employee will receive by stealing. The employee should expect you to
act on that policy.


Be visible. Obviously, the biggest deterrent to theft is the possibility of getting caught.
And the best way to catch someone stealing is to watch them leave with the stolen items.
Large retail stores have figured this out, leading them to invest in “greeters” who watch
the door. Your supervisors can watch the door too.
Ask your supervisors to stand at the exit as employees leave. This should be a positive
experience for the employee and the supervisor, an opportunity to say thank you after a
productive day or to celebrate difficult problems solved on the job. But it’s also a sign to
employees not to try and sneak anything out of the building, since chances are good
they’re going to get caught.



Consider a monitoring system. As technology has become less expensive, even small
employers access to alarm systems, cameras, and other ways to monitor areas that are
difficult to see. If the value of your product warrants it, you should consider investment
in such a system. Hiding it from employees will help you catch someone. Showing it to
employees will deter and discourage any stealing activity.

Employee theft is a costly issue that affects both the pocketbook and the psyche of your company.
These simple and inexpensive changes in your company’s behavior can help to reduce employee
theft and encourage honesty and loyalty in your company.

Managing a Produce 9 Ring Circus
Logistics of Tailgate Farming
Scott Skelly
2713 Hayner Road
Janesville, WI 53548
scott@skellysfarmmarket.com
www.skellysfarmmarket.com, www.cornmazesamerica.com

Summary
Each day from early July through Labor Day our farm sends out eight trucks for our roadside stands in
five different communities. We like this method for selling produce because it provides power in
numbers. Few to none of these stands would be worth the effort of running on their own by the time we
harvested and prepared them each day. But when we can share that effort over eight locations we can cut
down the effort and cost of preparing each truck and gain the benefits of having sales at eight locations in
addition to our home farm. The more produce we can sell, the more efficient it is to raise that produce too.
This type of selling certainly does not work for everyone. But for us, we have found our perfect fit.
With managing eight locations, logistics is key. From carefully measuring the amount of produce sent to
each stand to having standard systems of loading, we look to be as efficient as possible.

Bonus Material
We could have spent an hour sharing much more about our remote stands. Here is the 'Director's Cut' of
the material we really wanted to include but just did not have time to cover.
Why Not Farmers' Markets?
Farmers' Markets can be great for both buyers and sellers, but for our farm they are not the right fit.








Too many, too small: We have three markets in our local area that are potentially good sized
markets. However, they all run on Saturday morning. There are at least a dozen more within half
an hour, but most are small with only a handful of vendors and are already in communities where
we have stands.
Inconsistent days, hours, procedures: When a market is open one day a week for four hours, we
have a very limited amount of time to sell. It is more logical to load a truck to sell at the same
spot every day for seven to eight hours. Plus, because all our stands are uniform any employee
can work any stand with one set of common training. As long as they can find the permanent
stand, they will know what to do. There is much more variability with a Farmers' Market. Also,
from a growing standpoint we want to have a consistent place to sell produce seven days a week.
Pricing Wars: We have all seen the vendor that comes into a market and tries for the lowest price.
Before long a number of vendors have cut the price in half in order to sell all of their product. We
would rather set a consistent price and have our buyers choose on quality. At the one Farmers'
Market where we do sell, we never drop our price during that same day, and we charge at the
same rate as all our other locations.
Inconsistent competition: A product sells great when you are the only vendor selling it, but when
half the vendors show up selling the same product as you it can be tough even if your product has
a great reputation. This makes estimating the right amount of product to pick and bring difficult.
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With our stands we can much more accurately predict what sales will be in a given day and
harvest accordingly.
Certainly there are also a number of advantages a Farmers' Market provides even though we did not cover
those here. Many growers could make an equally compelling list of why selling at stands would not be as
practical as selling at a market. Each farm needs to decide which structure works for them.

Our Locations
Traffic count and population are a factor in a location's sales, but they are not the only factor. Fresh
produce can be an impulse buy so we do want to be in visible locations, but busy streets do not guarantee
success. Long term customer loyalty and continuous quality produce are key.

Traffic based on vehicles per day via State DOT records.
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