
Farmers Markets: Thinking Beyond the Black Sharpie - 

Creating Great Farmers Market Signage to Increase Sales, 

Inform Customers, Keep Managers Happy, and Other 

Miracles 

Thursday afternoon 1:00 pm 

Where: Grand Gallery (main level) Room C 

In today's competitive marketplace, your farmers market signs, product displays, and booth 

design significantly impact your farmers market sales. This workshop shares the core 

principles of signage and provides loads of examples from the Pacific Northwest. Participants 

will leave with ideas for next season and practical steps to get there without breaking your 

budget. 

Moderator: Emily Beutel, Michigan Farmers Market Association, Design and Branding 

Specialist, Market Manager, Texas Township Farmers Market 

  

1:00 pm Thinking Beyond the Black Sharpie: Creating Great Farmers Market Signage to 

Increase Sales, Inform Customers, Keep Managers Happy, and Other Miracles  

 Colleen Donovan 

2:00 pm One-On-One Consultations -- An opportunity for four 15-minute consultations 

with presenter Colleen Donovan, provided on a first-come, first-served basis, 

and arranged by contacting office@mifma.org 

3:00 pm Session Ends 

  



Thinking Beyond the Black Sharpie  

Creating Great Farmers Market Signage to Increase Sales, Inform Customers,  

Keep Managers Happy, and Other Miracles 

Colleen Donovan, F2M Research x Education, colleendonovan509@gmail.com 

 

In today’s competitive marketplace, your farmers market signs, product displays, and booth design 

significantly impact your farmers market sales. This workshop shares the core principles of signage and 

provides loads of examples from the Pacific Northwest. Participants will leave with ideas for next season 

and practical steps to get there without breaking your budget. 

 
 

MARKETING IS FARMING TOO 

How many farmers do you know who are driven by a passion for graphics, staging products, smiling 

through the last hour of a blistering day on asphalt, thinking deeply about their customers’ needs and 

wants? For those who prefer their hands in the dirt, marketing can be a challenge. And yet, this is often 

where sales are earned or lost. The promise of farmers markets, and other direct market outlets, is that you 

get the full retail value of your product. The downside is that you are also on the hook for all marketing, 

packaging, transportation, and other expenses. So, how can you improve your sales and still have time 

and money for the rest of farming? 

 

KNOW YOUR SHOPPERS’ OPTIONS & EXPECTATIONS 

Many of your customers have more options than ever on where to buy “local foods” (genuine or look-

alike). What then can they get out of shopping at the farmers market (or farm stand, CSA, buying club, U-

pick or other direct marketing) experience that they can’t get in the produce section? To think about this 

strategically, it helps to know something about your customers’ needs and wants. What problem can you 

solve for them?  

 

In general, research shows that farmers market shoppers expect quality products and local farms with 

honest information. They also care about the shopping experience, with 98% reporting that they “had 

fun.”  

 

 
 

What are you communicating at your market booth? And how does what your shoppers see and 

experience compare to what they see at the other places they shop for the same or similar products? 



CUSTOMER SERVICE 

 
 

BOOTH DESIGN 

 
 

PRODUCT DISPLAYS 

  



SIGNAGE 

 
 

PROMOTIONS 

 
 



“LOADING THE WAGON” 

This is a marketing concept from Allan Nation in “Farm Fresh: Direct Marketing Meats and Milk”. The 

idea is to sell more to your current customers (the “low hanging fruit”) rather than investing more and 

more to reach for new customers. 

 

INFORMATION MANAGEMENT 

How do you know which of your marketing efforts work the best? That’s where a little data and customer 

feedback comes in handy. 

 
 

ONLINE SOURCES FOR MATERIALS – if local vendor isn’t available 

 
Company Products 

4Imprint 
www.4imprint.com 

They have every possible standard corporate item -- from Apparel to Writing materials. Not 

sure of the quality or sourcing. You get the best prices are when you want to place large 

orders of hundreds of items.  

Blue Bee Printing 

www.bluebeeprinting.com 

Stickers, magnets, postcards, greeting cards, business cards, and brochures.  

Discount Mugs 

www.discountmugs.com 

Like 4Imprint, huge range of products. Massive bag selection. Prices are best with large 

orders.  

MOO.com MOO mostly has paper products: biz cards, postcards, notecards, letterhead, stickers. They 

are all high quality. MOO offers "printfinity" so that you can have multiple images in one 

"pack."  

Tattoo Fun 

www.tattoofun.com 

Well, tattoos! In every shape and size.  

VistaPrint 
www.vistaprint.com 

VistaPrint is a standby these days. They started with business cards and paper items and now 

have a fairly wide range of products. Ordering small batches (even one item) is affordable 

and easy. 

 
 To download a copy of the “Sell More! Farmers Market Vendor Booth Guide” in English or Spanish, 

please go to: www.smallfarms.edu.edu/marketing 

 Also see “Marketing Your Market” in the ‘Washington State Farmers Market Management Toolkit”: 

http://www.wafarmersmarkettoolkit.org/chapter-8/ 

http://www.tattoofun.com/
http://www.smallfarms.edu.edu/marketing
http://www.wafarmersmarkettoolkit.org/chapter-8/

