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VANDEMARK: 

SHOW AND TELL GET ACQUAINTED SESSIONS 

Year-Round Markets 

Chairman: Vern Vandemark 
Department of Agricultural Economics 

and Rural Sociology 
The Ohio State University 

This year our get acquainted session is a bit different. Some of 
you will introduce yourselves and show slides of your market along with 
your comments. Of course, you don't have to have slides in order to have 
something to say and to introduce yourself. We'll record the session 
just the same as we used to at the get acquainted dinner. We hope--in 
fact we-re sure--that you'll make this an idea session. Ed Royer has 
agreed to help with the slides and to select some of the items of inter
est for the dinner session tonight. There is one mike back in the middle 
of the room and one up here. You can use either one. How many of you 
brought slides? So we'll sort of know. Well, that's good. 

We have a group here with a common interest. Everyone here is op
erating a year-round market or a good part of the year anyway. Why don't 
you tell us? We have a little more time here so we might as well make 
this a little more effective. Tell us who you are, where you are located, 
how long you have been in business, what your main crops are, and how long 
you operate; and if you would care to, I think it would probably help those 
who would like to talk with one another (and you don't have to do this, but 
if you would care to), give us the approximate volume that you're doing. 
There's no one from IRS here, and we're not going to relate this informa
tion to anyone. But sometimes you get people who have the same size op
erations; you have the same sort of problems or similar problems at least. 
This, as we said, is going to be informal. Let's try it and have fun. 
Let's start out right here at the front. 

I'm Charles Thurman here with my wife Dorothy Ann. We are from 
Paducah, Kentucky; we're with a farm called Schmidt Farms; Louis Schmidt 
is her father. In the past we've more or less operated as wholesalers, 
but in the last year we've gone to retail, starting with bedding plants in 
the spring, with fresh produce in July through Christmas when we have fruit 
baskets and Texas citrus. And it's working out real well. We're proud to 
be here this afternoon. We've heard about this program for two or three 
years; we're happy we're here. That's about all I can tell. We'd like to 
have anybody drop by that would like to see our place, if you're in the 
far end of western Kentucky. Thank you. 

VANDEMARK: 

Paducah, that's a name that always intrigued me. The man from Paducah. 
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Talk about competition, here we are sitting right beside somebody 
that we know and they're from Kinderville, Indiana, and we're from Ligo
nier, Indiana, which is only about 20 miles away. We know his dad real 
well. So, I think it's interesting for people from Indiana to come to 
the Ohio Roadside Marketing Conference, and I think that's great. My 
name is Charles Williams, my wife June here. We have a roadside market 
and a lawn and garden center. We also have a restaurant. We make our 
own ice cream' our own donuts and pies. We have also a.gift shop which 
is an old granary, and then we have the gift or craft house. We call it 
"This Old House." And I think it's quite interesting; all the different 
things kind of work together. We're open year-round and our total gross 
is something like $300,000 in that neighborhood. We have a pumpkin fan
tasyland we put on. And tomorrow we'll be on the program telling you 
about our Fashion Farms Pumpkin Fantasyland. 

I'm Brian Baker and this is my wife Kathy, and we.are from Kinder
ville, Indiana. We've got a pick-your-own orchard and about a six year 
old farm market. We've had the orchard for probably 35 to 40 years, and 
it's been strictly pick-your-own. We spread out into the farm market 
simply because we've had a few years that we froze out and figure this 
was the only way we could keep going. We have meat, cheeses, bedding 
plants, and we're trying to grow more and more vegetables all the time. 
Probably our biggest concern is we're 20, 25 miles away from Fort Wayne 
which is just a little smaller than Dayton. And we're trying out good 
gimmicks and good ways to bring people from Fort Wayne out to our place 
to have a good time. What we're trying to do is make it a sort of picnic 
type deal on the pick-your-own and have them enjoy themselves for a day 
of fun. 

VANDEMARK: 

Is there anything we're not getting here that you want to hear? You 
haven't been telling us if you're keeping open 365 days or 11 months or 
12 months or do you take a vacation or how do you do that? Some of these 
year-round operations take a few weeks vacation or a few months as the 
case may be. They're still sort of year-round. Is there anyone tending 
shop while you're gone? 

My name is Larry Holdren, I'm from Holdren's Market in Belpre, Ohio, 
located in southeastern Ohio on the Ohio River. My parents are here with 
us, my father Bob and my mother Ida. And also my wife is in this venture 
with me, Cheryl, and we have another girl with us, Ann Norman, who is al
so involved with us. Our market is more or less year-round. We've owned 
the market for three years although the market itself has been in the 
area for about 50 or 60 years. We acquired'the market because my father 
is an apple grower and has been all his life, and we needed a way to mar
ket our apples. However, this is the first year we've had a crop. It 
has worked pretty well. In addition t? the market, we have been open for 
the last three years year-round. However, this year we are closing up 
for January and February and so far we're glad we have because of the 
weather. I might also mention that we do, in the market, about $450,000 
a year volume. We're into bedding plants in the spring and then go into 
produce and run clear through Christmas with fruit baskets. We made up 
this year at Christmas between probably 500 and 1,000 fruit baskets. 
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Probably one of the smartest things we did a couple years ago, I guess 
it's just been a year ago, we opened up a shop in the back which we call 
the Apple Tree Shop. It's a gift shop, and we feature handicrafted items 
from the area. My wife and mother and Ann are the proprietors back there. 
It probably does in the neighborhood of $100,000 to $150,000 a year. So 
we do $500,000-$600,000 a year total. 

VANDEMARK: 

He probably didn't tell us, that's where they make their money too. 
Let's keep it kind of informal. What's your thinking behind closing up 
for a couple of months? Do you need a vacation or just isn't it profit
able? Do you think you can regain most of that? 

We stayed open the first two years, but our market had always closed 
for two or three months. And we lost money these months for both years 
we were open. We think it's the best idea we've had so far. The other 
idea that we were into was wholesaling. We were servicing a lot of 
restaurants and had a delivery route and we got out of that too. And 
that was another smart move we made. 

VANDEMARK: 

You see, this is just sort of an idea exchange session, if you want 
to make it that way. 

I'm Phil Gastier from Sandusky, Ohio; we own and operate two markets 
now. I came down here last year and they got me all excited about a year
round farm market so now I join the rest of you. I know how to lose money 
just as well as the rest of you. We kind of grew into the business. We 
started with strawberries and we used to wholesale all of our crop. We 
are now up to about 20 acres of berries and we retail them all. We also 
have about 70 acres of sweet corn that we retail, and quite a bit of 
pick-your-own operation; however, in our area I don't believe that works 
quite as well as it does in some of the others. The problem I think with 
us is that we've accustomed our people to coming there fore buying picked 
produce. And I don't see any way of getting out of it, and I don't see 
any way of paying for it. The problem of course is the labor. But as I 
said, we've been in business for quite a few years now, more years than 
I care to elaborate on and this year we did buy a market in the city of 
Sandusky. It's going to be a slow process; it was the Old Farmer's Mar
ket on the outskirts of Sandusky. We are doing probably four times the 
business the owner that I bought it from was doing, but it's going to be 
a long haul. As far as year-round operation, we are going to try to 
maintain the one in Sandusky on a year-round operation. The farm oper
ation we converted an old barn into a market. It's nothing fancy and we 
found out that probably the least fancy it is probably the better people 
seem to like it. They love to come to the farm; they like to walk around. 
We're going to extend our operation. We put a pond in. Hopefully next 
spring we'll have picnic tables around the pond, and we're going to try 
to increase the pick-your-own operation by providing some method of en
tertainment, relaxation for the people at the farm operation. That is, 
if I don't lose my shirt in this other market first. It's a long haul. 
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As I said, I came down here last year and everybody was going to go to 
Florida and Hawaii and I thought, oh boy, this really sounds great. But 
after I started filing all these reports and buying all these licenses, 
I'm a lot smarter than I was a year ago. So I'm basically here to listen. 
I just enjoy being with you all. Thank you. 

I'm David Glei from Hillsdale, Michigan, in the south tier of coun
ties in the central part of the state. We're out in the snow belt pres
ently. We're a year-round operation, and we close just Sundays and holi
days. We're in the orchard, greenhouse, produce business. We do a little 
wholesale, but it's 90% retail. Our annual volume is in the half million 
bracket. Our proprietary products, which are our leaders, are apples, 
vegetables, bedding plants, pot-flower crops, and we make our own arti
ficial peat-like soil mix which has been a real winner the last two or 
three years for us. We're in an area of 38,000 people which is mostly 
rural. We've had to diversify our lines more than we really would like to 
to keep a volume we would like to see for an economic unit. Some of our 
friends around the urban areas of Detroit can get along on a shorter 
season and a shorter line of products that they offer. They can make their 
life quite a little easier than ours has been in this respect. Okay, I'll 
pass it on to the next people here. 

VANDEMARK: 

If you have some slides, tell us and we can show them, so we can re
late the slides to you. 

Pardon me, this is my wife Edith here. She teaches school. Our 
slides are going to highlight our fall tour which is an annual affair. 
We invite all the school kids from the area. We started out a few years 
ago, after they kept saying they wanted to see cider made and have a 
tour around the orchard. And then we decided to make it an annual affair. 
We take one day off. No other work goes on during this day except the 
tour. We're thinking about it seriously, but we don't know how to phys
ically get it all done. First thing we take the buses out back of the 
buildings and we unload them at the edge of the orchard. We save one 
tree back at the end of the harvest. We hold this tour off until after 
we're through harvesting so we can devote full time to them. They're un
loaded; there's one employee who's picking a partial tree of apples that 
was left intentionally for this tour. We demonstrate how apples are 
handled, and the freedom from bruising. We put this apple in the bin, and 
we start the story of this apple out there. While they are unloaded in 
this same area, over two rows, we fun a sprayer and explain to the kids 
how the apples are sprayed, how many times a season it takes for the 
spraying of these apples. This is the story of how the apple is grown. 
Then we go ahead and show how the apple is picked and then each group is 
divided into segments of 25 to 75 children depending on how they arrive. 
They go into the storage and as they enter the storage we show how we 
lower the temperature on the apple and help this apple rest, so he's 
crisp and crunchy when they take him home to eat in the middle of the 
winter. From out of the storage, they move into the grader room where. 
the cider mill shot was. We're in the cider room. They watch cider 
being pressed and in the opposite side of the room is the grader area 
and we show how the apples are packaged and graded for sale. All our 
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fruit is packaged in 5 and 10 pound bags for retail sale at this point. 
And then adjacent to this area, as the groups are waiting to get into the 
room where the cider is being made they are given tours of the green
houses and allowed to walk through the other areas of the facility. Okay, 
as the kids leave the building out in the parking lot, they're given a 
treat of cider and apple and a donut before they board the buses to go 
back to their schoolrooms. This tour is run in split day sessions; we 
usually get kindergarten, first grade students mostly. They want two 
sessions so they can get both sessions of these kindergarten classes in, 
and it allows us to handle quite a volume of students. We've got every 
parochial and public school, except two in the county participating in 
this tour. We run any where from 900 to 1,300, 1,400 students a year de
pending on how many schools decide to participate or how many grades they 
elect to bring to this annual tour. This has been a real successful 
public relations activity. The most successful public relations activity 
that we have had so far. 

VANDEMARK: 

Do you get any feedback from the parents whose kids were there last 
fall? 

Yes, as these classes return from their tours, we always get a volume 
of thank you notes. We take one wall of the building and hang all these 
thank you notes up. These children bring their parents, and these thank 
you notes are usually individualized, like a big tree and everybody hangs 
their name on the tree in the block and they have to bring their parents 
in to show that this is the thank you note they made. I had one or two 
requests where the child has wanted the thank you note after it has hung 
there. 

My name is Rex Brinkman from Findlay, Ohio; our company name is 
Brinkman Turkey Farms Incorporated. It depends on the time of the year; 
sometimes it's Brinkman's Farm Market; we also operate a cannery so 
whichever name is advantageous is the name we use. Officially it is 
Brinkman Turkey Farms, Inc. To keep me out of the doghouse, I'll intro
duce my wife Nancy. She's the one really that got me in this whole mess. 
We operate year-round, every day except holidays in the farm market; and 
the cannery's operation is pretty much full time. We can only meats; we 
don't can any vegetables. Our farming operation is still the biggest 
part of our total operation. We haven't got final figures, but we are 
going to approach two millions dollars in gross volume. Our farm market 
right now has got my biggest interest and makes the least money. I do 
enjoy it. We try to have something interesting going every month, if 
possible. Of course, it started out with turkeys, so that takes all of 
November and December pretty well. Christmas now has got to be a big 
market for hams and fruit baskets and cheese packs and so forth. Then 
we go into citrus; we do quite a volume. We buy direct by the semi-
load. Last year we moved six semi-loads of citrus. This year we're 
going to go heavy into raising our own vegetables. We've been doing this 
for three years on a very small scale, but we're putting up a greenhouse 
very shortly and I have a lady who is going to be managing this end of it. 
She's going to be raising about between 25 and 40 acres of vegetables and 
berries and so forth. I guess that pretty well takes care of it. We do 
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sell a lot of peaches in season, apples. We just follow the trend, what
ever' s in season we go along with that. 

VANDEMARK: 

Really Rex, you sort of have a food emporium that keeps people coming 
back the rest of the year, don't you? And one thing I've noticed driving 
by the place,·is that someone has a lot of time to mow the roadside and 
plant flowers on the entire frontage of your farmstead. They're striking. 

My name is Joe Nickolson. I'm part of a family that owns and operates 
Red Jacket Orchards in Geneva, New York. That's halfway between Rochester 
and Syracuse. We're mainly fruit growers. We have about 200 acres, 50% 
which is planted in new orchards and is presently nonbearing. That's our 
roadside market; we're open from June with strawberries to Christmas with 
apples. Our four main crops are strawberries, peaches~ sweet cherries, 
apples along with cider pressing. That market has served us well; we have 
been in the business for 20 years, and the emphasis in the last five years 
has been toward planting new orchards, dwarf Malling IX on trellises 
mostly and about 20 acres of peaches. We are now getting into the phase 
two which I consider the marketing phase, seeing as how it is such a long 
delay between planting and getting them into production. That roadside 
market that you've seen back there was one we build in 1960; it's an open 
air until around November or December when the weather gets bad and we 
enclose it with partitions and give it a country store look. Quality is 
what we try to stress, above price. And we're having success with that. 
We have pick-your-own strawberries; we started pick-your-own peaches this 
year and we've got to do a little more work in that area. I thought all 
I'd have to do is let the public know that we had peaches for pick-your
own and they'd be flocking to us, but that wasn't the case. Our volume 
is about $200,000 from our own products. That's a roller wagon that we 
had made; it handles four totes, we have some that handle five. We've 
eliminated fork lifts in the orchard and that works nice with the picking 
crew. You can move it right along, especially in these high-density blocks 
where you're dealing with 13 feet or thereabouts row width. And then, of 
course, once the wagon is loaded you can just raise the three-point hitch 
and the wagon will tip those nice boxes and gently ease them off. We 
have plans at the moment to go from that open air market to a newly con
structed building with a packing room and a storage. We're located in 
Geneva which has 20,000 people and we draw from a 50 mile area. We are 
now attempting to go beyond the retail into the wholesale, which is a re
verse for many of the people in the business. We believe with our quality 
we can break into those markets and possibly get a premium price. 

What we're doing is really trying to learn concepts on year-round 
markets and that's where we're going to go. Closed market with cider 
making being shown to the public and a packing room where they can see 
this packing going on. Farm atmosphere. Orchards inter-meshed with an 
early American style building. Everything hopefully blending together. 
That's part of our picking crew, picking some Red Delicious on nines, 
they're about 4 years old .. 
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I'm Norman Brentlinger from Brentlinger's Farm Market, Dayton, Ohio. 
I've got two sons and a daughter and we farm about 600 acres. We raise 
sweet corn, strawberries, lima beans, green beans, tomatoes, about every 
thing that you can think of. Squash of all kinds. And we also have pick
your-own strawberries at our home. Our market is eight miles from our 
home. Our sweet corn field is 16 miles. I have a lot of wholesale cus
tomers. To supply my market, I go to a Cincinnati market about three times 
a week, pick up fruit, come home and make deliveries to about five stores 
in the Dayton area, most of them south of town, as well as my own. If 
you out of town people want to visit somebody, you ought to see Woody's 
Market south of Dayton on 75. My market is north on 75 at the 59 marker. 
We've been in business as long as I can remember. My mother was a Wampler, 
so I guess it rubbed off on me. We have a good time with our market. My 
big job is public relations. Whenever sweet corn comes in, I call all the 
important lawyers of Dayton and the people at the lumber business, and all 
the people I know, and then I got another client. They tell everybody and 
I don't do much advertising in the paper--just about one shot and that's 
it. My strawberry patch is about four acres over close to Wright-Patter
son Air Force Base, and I think I've had people there from all over the 
world. Some people came in there one day, big wigs, over there at the 
field, colonel's wives, etc., and they wanted to skip all over the patch. 
And I said, "Hey, this is like the airport, you stay in that runway and 
don't move over there because they don't do that in the Air Force." 

I'm Pete Wiard, Ypsilanti, Michigan. 
can turn the lights back on if you would. 
cider, melon, donut shop. With me today I 
in-law Chris who is new to the family this 
ages our market. 

I don't have any slides so you 
We operate an apple orchard, 
have my wife Emily, my daughter
year, and my son Jay who man-

My name is Dave Sparks; I'm from Bloomington, Minnesota. We have the 
Appleside Market, a retail market that's been open about five years. We 
also have three pick-your-own apple orchards around the twin cities. Only 
two of them are open this past fall. It will be two years before the 
third one is open for picking. We make a lot of apple cider. We do 
about 75,000 gallons a year. We try and move a lot of it through our 
store. We like to sell most of the apples right on the trees because 
that's where we get the most money for them. In the past, we've been 
closing December 31, but this year we're going to give her a shot and see 
if we can stay open all year. One of the things we added in our store 
for that I think helps a lot, is bulk things like dried fruit, flours, 
rices, grains, and natural foods. That seems to bring a lot of people. 
Business is still holding out pretty good. The biggest drawback up there 
is that it gets so darn cold that people don't want to come. It gets 20 
below and we just don't get any business all day long. I hope it warms 
up pretty soon. It was 20 below this morning. 

I'm Bob Schmidt from Swanton, Ohio. We're about 15 miles from Toledo. 
Right now we're strictly wholesale; we farm about 700 acres, potatoes, 
sweet corn, and cabbage. Have about a 5~ acre greenhouse operation. We 
want to get into retail and that's why I'm here to learn something. 



My name is Malcolm Withnall from Sussex, England, and I thought it 
might be the opportunity to put a map to remind you where the old country 
was. We're a small island on the other side of the Atlantic, and our 
business is down right in the middle of the south where you see that small 
island off the shore. The Isle of Wight. We have two farms amounting to 
about 380 acres in two counties right on the south coast by the sea. In 
fact, we are so near to the sea that the local potato growers are the only 
potato growers who supply salt with their produce. We are very new to the 
roadside marketing business and this is why I'm over here to learn and al
so I'm very grateful to have the opportunity of putting to you tomorrow 
exactly how we go about our business. We've been in horticulture for 
about 125 years, but our main activities are in fact glasshouse production. 
Our company has produced a lot of dwarf trees, mostly on type nine. We're 
on fairly fertile soil. We grow this European variety called Cox's Orange 
Pippin which is a fairly high quality dessert apple. We are also in the 
soft fruit business as well, berry fruits. I beg your pardon, we have two 
farm markets. We call them farm shops in England. One of the problems 
that I will bring out tomorrow and I can mention here is that we are very 
hand-tied by legislation in the United Kingdom. They protect our country
side as if it were paradise itself. And we have many problems in the type 
of products we are allowed to sell. However, we are able to sell most of 
the products that we produce on our farms which includes apples and 
cherries, pears, and most of the berry fruits. We can sell also a fairly 
reasonable range of ciders and country wines and apple juice. What we 
call cider is a fermented apple juice. Natural apple juice is in fact 
called pure apple juice. As I say, we're new into the roadside marketing 
game. We've been going about four years now. And I've made a lot of mis
takes and learned the hard way. But I'm over here to perhaps pick some 
of your brains and be able to at least show you some of the things that we 
are doing as well. To complement the slower business trend during the 
sunnner months of June and July, we've gone in for berry fruits in the last 
five or six years growing strawberries, raspberries, gooseberries, logan 
berries and black currants. Currants is probably a crop that you don't 
have over here. It's like a blueberry but slightly smaller. We've found 
that this brings the people in during the months of June and July, and 
also the feature of our area is that it is a tourist area. I wouldn't 
dare say it's a sort of California of England, but it has a fairly reason
able climate, and we're very near to the sea so it's a sailing area. We 
have a lot of historical tourist attractions in our area which brings 
people down to the south coast from the industrial midlands and north. So 
we're catering to them on holiday. They take their produce back with them 
and at the same time, they stop over in the farm market. And just by way 
of a small diversion, because we have the glasshouse nursery all around 
us, we have steam which is used to heat the nurseries and we pasteurize 
apple juice, cider which is for the United Kingdom very, very rare indeed. 
The production of most of the ciders and swe-et ciders are in the hands of 
the very large manufacturers. We've just set up a little tiny installa
tion where we can produce a reasonable quantity of this very, very pure 
apple juice. In fact, not only are we looking for the farm market outlet 
but we are looking to the Middle East as well into Saudi Arabia where we 
think this product will be well received. That just gives you a general 
impression of our operation in England and I look forward to tomorrow 
morning to being able to tell you a little bit more. Thanks very much. 
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I'm Paul Friday from Coloma, Michigan. I think the fellow from Eng
land should try trading those jars of cider for jars of gasoline with the 
Saudi Arabians. Might come out all right on that. He's saying they're 
sending the jars back full wi.th gas so they'll be all right. 

Up there in God's country in the sunnner time, right now, I'm lucky I 
made it. In fact, I came home from Chicago yesterday afternoon and left 
at 4 o'clock in the afternoon and at 5 o'clock I was only 300 feet farther. 
That was in the parking lot. So I got home last night and the roads were 
bad, and they were predicting eight more inches of snow and 30 mile an 
hour winds so after my sister's birthday party got over at 11:30, I 
packed and headed out at 12:30 last night. I went as far as Battle Creek, 
went away from the lake where we could get down now. Jim Shelton's from 
the same area, and I hear he isn't here yet. He had called my store to 
find out if I decided to come or stay, of course, I had already left. 
Some people from that area may be a day or so late. But by leaving at 
midnight, we made it. I was trying to get out of the parking lot and I 
borrowed a snow shovel, and I was shoveling all the snow from under the 
tires and opened the trunk and was putting it in the trunk. The driveway 
hadn't been plowed in about a week, the car was on its belly in the snow, 
so I was getting the snow out of the way and putting it in the trunk over 
the back tires where I needed it, this parking lot attendant comes over 
and says, "Gee, I've never seen anything like that." I asked him how many 
Michigan farmers he ever had in that parking lot. And he said he couldn't 
remember any. I told him that explained it. 

I have a year-round market in Coloma located right on Interstate 94. 
I'm on the program here down the line someplace. I'll talk to you then. 

J. W. Erwin, Erwin Farms, Erwin Orchards. We split our corporation 
in two for tax and unemployment reasons. It works pretty well. Our mar
ket is in Novi, Michigan, a year-round market. The farm is about 325 
acres of fruit. We produce about a hundred thousand bushels of apples a 
year and the retail stand sells about a third of them. With me is Claude 
Earl. My wife and his wife have decided they would go to another meeting 
to see what they could find out too. That's good enough. 

I'm Gordy Beier from Gordy's Farm Market in Duluth, Minnesota. I 
operate a seasonal farm market. We run from April through October, then 
we open back up with Christmas trees the first of December. On the screen 
up here you see what I consider to be one of the biggest successes of the 
year, looks kind of stupid maybe. But I thought it was a good place to 
put $400 worth of advertising. Everybody that comes in and out of the 
market sees that sign. They also can see it from the highway when the 
truck is parked out behind the market unloading and they realize that we're 
not just a little market, but we do have some equipment besides. The ad
vertising dollars I feel are well spent in that type of thing. We 
started in the business about three years ago. The place looked like this. 
Here are a few pictures to show how we've changed a gas station into a farm 
market. That's what it looked like the day we bought it. This was the 
conversion when we opened up the first day. You notice our homemade sweet 
corn sign on the end of the building there. It stands out good from the 
highway. This picture is taken from the highway. The semi-trailer you 
see parked out behind was Dl..!r first cooler. We really didn't have room in 
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the building for sales area and the cooler both, so we didn't know what we 
were going to do so we bought this semi-trailer for $1,700. Took another 
$600, pulled the ThermoKing off of it and put a new electric unit on it. 
Works out very well. It's 8 feet by 40 feet and makes a good temporary 
cooler and every time you want to expand all you have to do is move it 
back a little. 

This is a front shot of that same gas station. Few weeks later we 
got the tomatoes and watermelons, one thing and another in. We like to 
display stuff out front. It gives people a real impulse to come in when 
they see this stuff right from the road. This is still the first year, 
we're not quite done remodeling yet. But the building is green and right 
in front you'll see we still have white stripes, we never got them covered 
up the first year. We didn't have time to put the boards on. The inter
esting part I thought on this one was the signs again. We tried to in
corporate both professional signs with a little bit of .farm market type. 
It can be seen well from the road, and then we have the Read-a-Board there 
with our daily specials on it with the flashing lights. It does quite a 
job for us. This was the beginning of the second year. You'll notice now 
we've moved that truck away from the back of the building, added a build
ing on, and down the far right of the slide you'll see we've also added 
on to the far end. Keeping the same look of the building, we added a 
canopy of the same type. Try to make it look like it was really all meant 
that way, it didn't just happen. 

This is the third year in business, the two Quonset huts are actually 
greenhouses. We left a big window in the front area there. This is taken 
in the fall of the year. You can see the pumpkins in the background. Down 
on the left side of the screen there, you can see the last of the second 
year addition, with the canopy sticking out. We didn't have time to put 
any more canopy on, to finish putting that together. We'll try to do that 
next year. This is what it looks like from the highway. We still try to 
keep the concept as much as we can, make it look like it was really sup
posed to be there. 

This was something we were just plain forced to do. The traffic got 
so heavy that everybody was parking every which way; you notice the enter 
sign on the parking lot there. When the first parking lot got full there 
to the left along the front of the building we had to make room for the 
overflow, so we put a big enter sign and an arrow down there and made it 
a one-way in and a one-way out. It seemed to work very well. In the 
background is the greenhouse, you can probably see the display. We have 
some store-type fixture displays in there. Picked them up for $100 from 
a store that was going out of business--about the cheapest benches they 
ever put in. They worked real well; we had three tier benches throughout 
the greenhouse there. This is a close-up of our pumpkin display. Inci
dently, we doubled our pumpkin sales this year; I think partly because of 
the display. When people came in, this is just a section of the green
house, but both whole greenhouses were.filled like this. More in the 
truck out back. People couldn't believe all those pumpkins and what were 
we going to do with them? ·We sold them all. Matter of fact we ran out·. 
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Here's a shot of the inside of our market, kind of how we display. 
We try to keep it basically simple. We display most of the things in the 
boxes they come in. The reason that we do this is like the grapes and 
cherries that you see on the counter there. We don't take the grapes out 
of the box right away. Unless there was trouble in them, of course. But 
we try to take the box of grapes, we set them right out on the counter, 
when the boxes get down, we pull that box, put a fresh box on the bottom 
and pile the old produce on top again. It keeps a good rotation and very 
little labor. We hardly touch the stuff. This is just another shot of 
the market area as you see it. The entry door as you come into it. The 
two big holes you see in the building back there in the background those 
used to be two windows in the gas station. And this is how we opened the 
market up as we expanded it. Those windows had supports above them al
ready, so we just made them into doorways and they go right straight into 
the next building. 

Here's the inside shot of the market from the other end. Notice the 
counter on the left; we do tray a lot of our stuff. We put one-quart 
baskets, two-quart baskets, etc. on that counter and run everything at the 
same price. We adjust the size of our container to fit the dollar value 
of the basket. In this case, we were at $1.95 on most of the stuff there. 
Makes it very easy for the check-out girl; she doesn't have to remember 
how much it is. You set a box on the counter, it's $1.95. It may be in 
a pint basket, in a quart, it might be in a two-quart, but they all come 
out to $1.95. Last year it was $1.50. Inflation. Also, in the center 
you see the shopping carts there. Customers come in right behind where 
that lady is standing. They come in. We put the wide aisles in this 
year. They can pick up a cart. They still have room to get down the 
aisles. The cart is in the middle and you can see how wide the aisles are 
there. This is the building next door. We ran out of room this year, so 
we bought the property. We needed more land. Couldn't get the land with
out buying the building so we took the whole thing. Turned out to be a 
good move. 

This is the back side of the market. The black stuff you see in the 
right of the slide are railroad ties. We're filling this whole area in 
to bring it up to the same level that we presently have. What we hope to 
do is double the size again for next year. We'll expand those greenhouses 
the same size. We'll bring the retail part back that much farther too. 
That's it. 

VA.1.~DEMARK: 

Did you use those greenhouses during the sunnner? Was it hot in 
there? 

With the big windows and exhaust fans we maintained greenhouse temper
ature the same as outside temperature. 

VANDEMARK: 

Did you air condition the center of your market? 

No. There's a big lake there. We don't have that problem there. 
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I'm Bert Gatliff; this is my wife Delores. We're from Findlay, Ohio. 
I'm the retail market manager for Brinkman Turkey Farms, Inc. Rex has al
ready given you a pretty good rundown on our business. So that's about 
all I have. 

I don't know how I got into this, but I'm Al Nussbaum from Brimfield 
Farm Market near Kent, Ohio. This is my wife Maxine. We're in a little 
different category; we've got a farm market. It's been a little over a 
year old now. Mainly we feature eggs; we've got a chicken farm. And then 
we've added cheese and a few kinds of meats and popcorn and honey and ap
ple butter. We feel that we've been very successful. One of our sup
pliers says we've been the fastest growing store he has ever serviced. 
We're real happy about it. We're open year-round. Like I said, it's just 
a little over a year old. We have more than tripled in the first year. 

QUESTION: 

How do eggs sell? 

Egg sales vary just like anything else. Right now they've been fan
tastic. The price is good. We're making a little hay right now. But a 
year ago we lost a house of chickens with 25,000 layers which was a real 
jolt to us. So we dropped in our volume, but we're selling about a third 
to a half of the eggs from 50,000 layers right there at the farm. We've 
got a good air conditioned building. I don't have any slides to show 
you, but we're real proud of the store. It's air conditioned. We're 12 
to 15 miles from Akron, Cuyahoga Falls, 7 miles from Kent and Ravenna, so 
people will drive 10 to 15 miles for two and three and four dozen eggs. 
By the way, our egg sales average between eight and ten dozen per customer. 
They don't come for one or two dozen; they come for a real good shot of 
it. They're so fresh, they can keep them for two weeks and still say they 
are the best eggs they ever had. 

QUESTION: 

Do you sell any crops, vegetables, etc.? 

We're still looking for that answer. I didn't bring in the farm mar
ket end of the deal, but we have started for two years now raising sweet 
corn and cantaloupe so that has been going quite well. We're not modern 
in it. We still do it the hard way. We're doing a lot of hoeing and weed 
pulling. I should knock on wood. We're not spraying for anything, and 
we're not having worms in our sweet corn. I'm not sure if it's the 
chickens that scares the worms off or what it is. But we're knocking on 
wood yet thinking the organic method might b~ of some value to keep the 
worms out of our sweet corn. I don't know. 

V .A:IDEMARX: 

Maybe they just don't know you're there yet! 

I'm Cliff Laidlaw from Norval, which is just west of Toronto, Canada. 
We're in the third generation of growing apples by our family. Five years 
ago we started an apple packing plant. We've become disappointed with the 



-13-

way the chain stores and grocery stores handle produce and we are going 
to open up a roadside market that we are building now. 

Hi, I'm Nancy Ullrich from Hidden Valley Fruit Farm, Lebanon, Ohio. 
We just bought the place from the Rothman's in March. We knew nothing 
about fruit production. We raise strawberries, raspberries, blueberries, 
currants, peaches, grapes. It's been a new year for both of us. 

My name is Steven Myers and I run a co-operative owned produce store 
down in Columbia, Tennessee. We're open year-round and have been going 
about two and a half years. We are just figuring it out, so we are here 
to learn. 

I'm Ron Howell from Allen, Michigan. 
an ice storm and a semi ran ino the front 
down here to look at the program on signs 
little bit. 

A couple of weeks ago we had 
of our store. So, we've come 
and entrances to rework that a 

I'm Pam Mount from Princeton, New Jersey. My husband and I bought 
an established farm about four years ago. We have 55 acres of apples, 
peaches, and a few pears. The most exciting thing that we've done in the 
last couple of years was this year when we had our second annual apple 
festival. We call it Apple Day. The first weekend in October. The first 
year we had about 2,000 people and this year we had about 9,000. It was 
a fantastic day. The main problem of course is parking. Where do you put 
all those cars? They were spread all over the neighborhood. We had a 
square dance and a caller and a band and hayrides to the orchards and 
tours. We led tours; just had a great time. I decided this year we 
needed to have some food for everybody since last year we didn't even 
think about what they would eat. We had hot dogs. It seems they were a 
bargain, if you got a hundred pounds. I said, we'll get a hundred pounds 
of hot dogs. So off we went and got a hundred pounds. Turned out a 
hundred pounds of hot dogs was 800, so we needed 800 hot dog rolls. It 
filled up the whole bottom layer of our house. The night before we thought 
we were going to see hot dogs until January, but they all disappeared by 
2 o'clock and we had a great day, so I'd say it was well worth doing if 
you want to advertise agriculture. We sold the hot dogs for 75¢ each. 

My name's Ed Beni from Ridgeville, just 
We're back here trying to learn again. I see 
my area. This year my wife came along. She 
down here alone, I'm not learning anything. 

outside Niagra Falls, Ontario. 
a couple cohorts from up in 
says she's tired of sending me 
So, we're going to find out. 

I'm Dave Gray from Lady Lake, Florida, and you handed me another 
dirty piece of weather. I tell you I wish it would just be nice some 
January when I come up here, because it really grabs you. We're still in 
the same old racket of growing, packing, and wholesaling fruit in the north. 
We're expanding all the time. Scott Wiard at Ypsilanti now handles our 
Michigan business. And he has several customers and I'm sure that busi
ness is going to grow. So, as far as I know, we're the only family that 
is doing this. Although I'm not any relation to Scott, I wouldn't mind 
being, but it is a family operation in Ohio. I do have a booth here. 
We'll be happy to tell you what we have learned in the merchandising of 
all kinds of fruits and citrus here in Ohio. We have recently bought a 
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spice company called W. H. Wildman and we also have theae spices on ex-. 
hibit. Mr. Webb has the exhibit here on that in th.e room. So, we'll 
hope to see you over there. Thanks a lot. 

I'm John Lawrence from Marion, Ohio. That's a little town right over 
here about the center part of the state. My wife Dotty and I have a small 
family operation. Sometimes I think it's more family than it is opera
tion. Out of·six children, I think I have one or two that is going to 
stay with it. I have a son; I was wondering if he was here today. He is 
supposed to be down at Ohio State studying horticulture. Rumor has it 
that the whole bunch is going to be down here for two days vacation. I 
haven't seen him yet; must be a real vacation. We have a small family 
operation about 60 acres. Some coming in, some going out of production. 
It has been almost entirely apple production. It used to be 90% wholesale, 
10% retail; now it's 10% wholesale and 90% retail. This is the first year 
in five years we've had a big enough crop to do any wh~lesaling. Our 
gross runs about $134,000 a year now which we think back to when we did 
$10,000 or $11,000 seems like a pretty big jump. Whether we are a year
round operation or not, I don't know. We always start in July when the 
apples start, anywhere from the first to the 15th and we keep going until 
the apples end. It looks like this year it will be at least a ten-month 
operation. So, we came to the year-round session. 

I'm Ed Wasem from Milan, Michigan. We're primarily in apples. We 
have a sales room which we open about the time tart cherries are ready and 
we close pretty much along about Christmas time. We sell on the Farmer's 
Market in Ann Arbor the year-round. We package apples for the chain 
stores, starting usually in the fall and end about April or May. 

I'm Bill Packer from Packer's Orchard, Adena, Ohio. It's over an the 
eastern side. We stay open the year-round. We used to do like Mr. 
Lawrence, as long as we had apples we were open, then we were closed. We 
had to change our market style; we depended on the weekend trade, and we 
changed it over to depend on the every-day trade where the man going back 
and forth to work or the housewife can come in and get her lettuce, toma
toes, whatever and therefore we're open the year-round, even on the cold
est days. If they predict there's a blizzard coming that is your busiest 
day, because everybody is out buying. So that's when you want to stock 
up. We are thinking about a little further expansion of our market, and 
so we try to keep in touch with everybody and see what the new trends are. 

Jim Robinette and my wife Mary; we're from Grand Rapids, Michigan. 
We raise apples, peaches, and a few cherries, pick-your-own. Our market 
is not quite year-round, but pretty close; we're open from July until the 
first of April. We have gone from a wholesa1e operation entirely which 
was operating that way from 1911 until 1971 when we built our cider mill. 
We put in donuts; we're gradually expanded into baked bread and pies. This 
year we put in our cheese counter; we have all kinds of cheeses. Last 
year we put in cross-country ski rentais which is a growing and a very 
popular thing. Coming from Michigan, Grand Rapids, at this time we have 
almost too much snow for cross-country skiing. When we left yesterday che 
snow was knee deep level, and they said we were getting an inch an hour 
then. We left at noon. So, I don't know if folks are even open today. 
We're normally open Sunday afternoon from one until six, but we left word 



-15-

with them if they decided that it wasn't worth opening, not to do it. 
Well, this is our yard. We feel we have a little character that not 
everyone building a market can have. We live in this house. Off to the 
right is the apple storage which was build in 1944; we've just added to it. 
And tried to give it a little interesting aspect. Our retail operation 
is all across the front of the building. Everything is in one building, 
which is a convenience. Cider mill on the right; the warm room with a 
fireplace where we serve cider, donuts, pie, and sandwiches is on the 
left. The cold room where we sell apples, cheese, and cider is in the 
center part. That picture was taken at Halloween. Our employees, we 
have about 12 in all, part-time girls and so forth, they all wore costumes 
that day, so we had a lot of fun. This is a typical fall day in the yard. 
I have a couple more pictures inside. We are just off a rather busy high
way. This is at the cider bar. We have been questioning what we should 
go into. Maybe we'll just take it easy and try to do a better job of what 
we are doing. We do sell just one quality of apples and that's the best. 
When people ask for seconds or something else to make applesauce with, I 
tell them we don't sell those. Those all go in cider, so they have to 
buy the best and they do. We've seen a steady growth over the years, but 
our costs are going up too and we're worried about this. Here are some 
of the things we do at Christmas time. The pies are all frozen. 

I'm Marvin Martin; I'm here with my business partner, Tim White. We 
just finished our first year of operating a market in Smyrna, Tennessee. 
Our main items are fresh produce, plants, and Christmas trees. Our first 
year has been promising. We came up with Earl Tywater to see what we 
could find out. 

I'm Earl Tywater from Franklin, Tennessee and I run a year-round mar
ket. One of my big things in the fall of the year is pumpkins. I had a 
pumpkin there this year that weighed 348 pounds. I sold 100,000 pounds 
of pumpkins. I sell all of my pumpkins by the pound. Weigh them all; 
they're 12¢ a pound this year. We've had the best year I have ever had. 
Same location for 22 years, and it's been a good year for me. One of my 
success stories this year is taking off 30 pounds, so if any yu'all girls 
want to know how I did it, send a self-addressed stamped envelope with $10. 

I'm Jack Watson with the South Carolina Department of Agriculture. I 
work with independent marketers in the State of South Carolina. This is 
my first year at the conference. I'm looking forward to it; hope to be 
able to learn a lot and have some new ideas and learn about things that 
are working well in other areas to take back to our marketers in the state 
of South Carolina. 

I'm Ellen Robertson from Burgettstown, Pennsylvania, and my husband 
Bud has a cold, so I guess I have to do the talking. We have a year-round 
market. We haven't had apples for the last few years, but this year we 
decided to put greenhouses up. It was really a good business. We had 
bedding plants and flowers and at Christmas time we had Christmas flowers 
and we sold Christmas trees. It was very good. We make fruit baskets 
and also sell donuts, pies, and candy. 

I'm Bill Penton from Lorain, Ohio, and I don't think I need a micro
phone. This is my wife Gunver. She is a native of Denmark some 18 years 
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ago. It is marvelous to be here; it seems like old home week to me. I've 
been to everyone of these conferences, it seems like the 18th year. We 
started in 1960. Earl Tywater and I have spent time together in Cali
fornia, Mexico, and the Burger's up here--we've been to California to
gether. So those of you who are beginning have this to look forward to. 
Anyway, imagine this scene if you will. I came into my market about a 
week ago in through the back door. We were closed the month of January 
this year, we!re remodeling. I opened the door and my wife met me at the 
door. She has this very worried look on her face. She says, "You have 
just done the dumbest thing you have ever done in your life." You have 
to imagine that I have done some pretty dumb things. The first cooler I 
ever built was an 8 by 12. It was a day just like today. The first year 
I built it. I couldn't figure out why I couldn't cut a hole in the side 
and put a fan in it and turn the refrigeration off. And I did that. 
I've never lived it down to this day. This is an example of some of the 
things I've tried. Okay, get back to the statement tha.t she made. You 
have to imagine about three years ago I went into the local hardware 
store one day. The man, who is a good friend of mine, was having a 
close-out sale on a line of paint. I said, "What's the deal with the 
paint?" "Well, I've reduced it from $9.99 to $6.99 to $4.99, as of 
Thursday of this week I'm putting the whole thing on sale at a dollar a 
gallon." I said, "Fine, I'll buy it." Imagine now, it's 500 gallons of 
paint. Well, we bought 500 gallons of paint, we put it on the shelves 
there and my brother got involved in the deal. So, as we need paint, we 
go get it. We've got every kind you can imagine. Latex, oil, varnish, 
colors, you name it, we've got it. We call it our rainbow selection. As 
I mentioned, we were remodeling the market. So my wife and I go to the 
paint shelf and we pick out this, that and the other thing and we needed 
about five gallons to paint the fixtures. Great. We've got five differ
ent gallons there. Maybe a couple of days the paint sat on the bench. I 
got her nephew from Denmark who was visiting and I said to him, "Come on 
over here. You take these five gallons and put them all together in a 
five-gallon bucket, and you'll get a uniform color naturally and paint 
all these fixtures." So, I went away. Okay. I come back to this scene, 
I walk into the back door and my wife met me. I said, "What did I do 
now?" She says, "You know three of those gallons were latex and two gal
lons were oil paint?" It's only five dollars, but when you're buying 
$12.99 a gallon that's about $60.00. So we deliberated, what are we going 
to do? What are we going to do with five gallons of paint, half oil and 
half latex. I say throw it away. She says use it. We asked the third 
party and he said, why not try it, what do we have to lose. So we went 
ahead and painted it. So far that worked. So, if you don't learn any
thing else this time, you know you can mix oil and water paint and get 
something out of it. I'll tell you, it's a son of a gun to clean the 
brushes! 

The highlight of our year occurred on Monday, April 17 at exactly 
nine minutes and 23 seconds after the hour of 3. Anybody know what April 
17th was last year? Boston Marathon. "At 9 minutes and 23 seconds after 
the hour of 3 I crossed the finish line. That was after a dream of eight 
years. Most of you who know me, know I'm a long distance runner, that'~ 
my hobby. That's what I preach. In fact, I stand up and give testimony 
to it; there's no other way to live. Last years was a realization of a 
dream to run at Boston. It took me 3 hours, 9 minutes and 23 seconds. I 
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was 2,520 out of just over 5,000 runners. The greatest adventure of the 
whole thing was that our oldest son and our oldest daughter who are 16 
and 15 respectively are also running. They also ran the last half of 
Boston with me. Probably none of you have ever do12it, but believe me 
running in front of two million with your oldest son and oldest daughter, 
that's gotta' be the greatest thing that ever happened. I thought, "Hey, 
this is my boy and this is my girl." I have to brag a little bit more. 
Our daughter, who was a freshman in high school this year, is running on 
our high school cross-country team. We're in AAA school competition. If 
you know about the state of Ohio, you'll know that Amherst was second in 
the state of Ohio in cross-country this year. That's the first year in 
history that we've had a girl's cross-country team in the state of Ohio. 
She's a freshman and we're just as proud as heck of her. Okay. That's 
it. You've had all you can take right now. Thank you very much and 
we'll see you in the next two or three days. 

VANDEMARK: 

If anybody has any problems with their latex-oil paints, just send 
the bill to Bill. 

I'm Marlene Mohr from the Ohio Orchard Co., Milford Center, Ohio. 
I'm here representing Ken Hackenbracht. These are some workers that come 
along. I won't introduce them to you, because you wouldn't remember their 
names anyway. We started last year being open year-round. It took a lit
tle convincing because we had always closed up like everybody in the past. 
It proved to be real successful. Our main thing of being open year-round 
was when you tear down, you lose a lot of customers because there you make 
your business look bad. So, if you can keep your displays full and keep 
open year-round, I think it really helps. It helped us. We bought more 
coolers. We enlarged our cheese and meats. We have pick-your-own straw
berries. We've got raspberries that we will start on this year. We had 
some problems with those last winter. We had mice get into them. I guess 
they didn't use mice bait. We were thinking we wouldn't have the problem 
and we did. So, we had to cut those and hopefully they will come on 
again. We planted more to try again. We have peaches too. 

In the fall of the year we don't have room in our sales room to sell 
cider by the glass and donuts and candy apples and things like that, so 
my son built a stand out of these buildings you put in your yard. We put 
it on a trailer and we pull it down to the business and put it next to our 
cider house. This works out real well because we can put it in the front 
on weekends. It really works out real well,if you don't have the room you 
can always do something like that. We have tours too with children in the 
fall of the year. Those have really been successful. Someone else said 
they have a lot of tours; we started it this year. We've done it in the 
past, but this year we did it with more schools. That really helps. Even 
senior citizens, this is another thing. We got with the senior citizens 
and we let them come out in the spring of the year. They bring buses out 
and we explain our operation to them. They come in and when you're open 
year-round like that they can increase your business that day too. They'll 
buy. They love to come out, especially at different times of the year. 
In the s·pring when the apple trees are blooming, come back maybe in the 
fall. If you get with them, that's good advertising too. 
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Hello, I'm Dan Schantz from Zionsville near Allentown, Pennsylvania. 
Primarily a vegetable grower and greenhouse operator. What we did this 
year, we opened a brand new market 52,000 square feet. We spent a little 
over two million on it. We have a number of concessions in the market 
other than ourselves. We're primarily vegetables, greenhouse and acces
sories. We rent out space to other concessions. The other way we differ 
from the rest of you, we went right into the city and bought the most ex
pensive land we could find. We spent $400,000 on 5.1 acres and put up 
this market. We have parking for 250 cars and on opening day we parked 
300 cars. Opening week we had 3,000 cars there. The concessions we have 
in the market are a man with poultry, a man with fish, two men with red 
meats, a lunch meat man, a restaurant, a delicatessen, salad person, pret
zel and potato chips. I have the bakery, fruits and vegetables, greenhouse, 
and a full grocery department. This year we'll do about six million in the 
market in two locations. The second one, the older one is not near as 
large as the new one. What we're going to start doing in the next few 
weeks, really differs. How many of you get the Green Grocer in your home? 
It's syndicated out of California. It's on the Philadelphia program. 
We're going to start doing the same thing in our Allentown area. The 
Green Grocer takes one item every day, explains how it was grown, that it's 
in season, what you do with it in fruit and vegetables. We're working with 
the TV station right now and plan to go on in about two weeks. Thank you. 

I'm Bob Sage and this is my wife Linda. Our market, Sages Apples, is 
about 30 miles east of Cleveland. It's a family operation with about 
6,000 bushels of apples. It's about the size we want to keep it. We've 
expanded into a few other things, vegetables in the summer time and Christ
mas baskets in the winter time. This year we expanded that quite a bit 
more--we took a 600 gift basket order with Eaton Yale of Cleveland and 
shipped apples all over the country. Tried to ship them to England, but 
didn't quite make it. A few to Canada. 

Ruth Spiegelberg, Spiegelberg Orchards, Lorain, Ohio, neighbors of 
Bill Penton. We have about 80 acres of apples and 25 acres of other fruits 
for Bill to run through. Once in a while while we are at the breakfast 
table, Bill goes running through the yard. One of these times we're going 
to get a dog. We're growing in our retail business. We started years ago 
wholesaling as fast as we could so we could close up our retail sales busi
ness early in the season. Now we are retailing as long as we can in order 
to get rid of the wholesale business. It's a fun business. Anybody start
ing, you've got to know that you're going to work hard, long hours, but 
it's fun; it's gratifying to work with people, see what you can sell them 
and not sell them. We're adding things to it and enjoying every day. 
We're open about 10 1/2 months now. Thank you. 

I'm George Karnes, seven miles east of Hillsboro, Ohio on Route 50. 
We have a Rocky Fork Lake there where people like to come and swim. I 
have 160 acres in the farm. Instead of doing just roadside market, we 
raise hogs, cattle, and sheep, and then have 20 acres of orchard in apples 
and peaches. We also have a roadside market, and it's a family affair. 
One day I told one of my daughters we were behind on selling cantaloupe, 
to sell them at 19¢ apiece and she decided to sell them five for a dollar. 
She sold out before noon because that was a better sale; she never stopped 
to figure what that was. We also handle meats, home-cured meats and trail 
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bologna. I don't know whether you know about trail bologna or not, but 
that's the only meat that I know· of that's patented. It's made in Trail, 
Ohio. It has to have a patent stamp on it. We also sell butter that comes 
from Holmes County Ohio. We call it Country Butter. We sell that in five
pound rolls or cut it in smaller rolls. We just have a small market, but 
we sell around four tons of bull a year. That's about all I have. 

I'm Janice Kapnick and this is my husband Chuck next to me. We're 
from Kapnick Orchards in Britton, Michigan, which is near Toledo, Ohio. 
We have a year-round farm market and about 130 acres of fruit. This is 
the entrance. This was just taken not long before we came here. We put 
this new sign up this year and put this new addition on. This sign has 
our name and we are kind of using that in our logo now and on all our 
labeling and everything. We just put on this new addition and we've got 
three checkout counters now. We do have a lot of other work we are going 
to be doing. We've got some walls to take out. We started out with just 
the one little spot, and we've added on in so many pieces and we're trying 
to get this all tied in together now. This is our apple and citrus room; 
we use this room for peaches and other fruits in season. We raise all our 
own apples, but buy a lot of oranges and all kinds of produce. We have a 
bakery. One side of the bakery is the display case and on this other 
counter is our fudge. We make all different kinds of fudge. The bakery 
with a big 12-pan oven is all new. This is our jam, jelly, and nut dis
play. We do our own packaging of nuts. We sell just about every kind of 
nut that you can imagine. 

Dick Gaskill and my wife Doris from Saline, Michigan. We have a son 
back there now who I hope is taking care of things while we're down here. 
We have a farm market and bakery. We're open year-round except for holi
days. We grow basically apples, a few peaches; it's going to be less as 
time goes on. We started a bakery about a year or a little less- ago, and 
it has turned out very well for us. 

I'm Delbert Burger and my wife Viola from Cincinnati, Ohio. I feel 
like we've been here, like Bill, for so many years that some of these 
people might have to close their ears or they'll say, this is repetition 
here. Nevertheless, we are located about four miles east of Cincinnati, 
and we are like a wheel. We are setting in the hub of about a million or 
a million and a half people surrounding us. We are on a main highway. We 
used to be in general farming and we sold our dairy in '62 and built a 
little stand in '64 and it grew until in '69 my wife said you're going to 
have to do something. Carrying all these potatoes, tomatoes out of the 
barn up to this stand is too much. So, we added on to the side of our old 
dairy barn and remodeled it. 

We raise 40 acres of sweet corn and vegetables and have a complete 
line of garden items, mulches, supplies, bedding plants and annuals and we 
sell hay, straw and horse feed, and concrete ornaments. We also sell 
shrubbery, but we do not do any planting. They buy it and plant their 
own. 

We did have a farm/city tour this year. 
can come out to the country and we build up a 
them how to grow things. Even their visit to 

That's where the city folks 
good relationship and show 
the farm or their getting 



-20-

out into the country is good. This is the J;ourth. year of; the ~arw,/c'J,..ty 
tour and it is growing very well. They have it on the eas·t stde of Ctn-. 
cinnati and on the west side. We had nine places they could vi.sit this 
year. And we gave them Saturdays and Sundays to do it. Our country agri
cultural agent's office is the main one who works with us on this. Maybe 
we won't be selected to be on it next year. It may be som.eone else in the 
area. 

We had the free popcorn with 10¢ Pepsi. We took them on wagon rides 
out in the fields, out in our pumpkin fields at that time. We usually 
grow about seven acres of pumpkins. We gave each one of them on the wagon 
permission to pick a free pumpkin, even if it was a large one. It was 
about the best advertising we could get. The come back later and say, "Re
member me?" Sure I do. 

We had some of the church groups and others come in the evenings. 
They wanted a place to have a hayride. I had the wagon, but I don't want 
to let it get out on the highway. So they said, "Would you please let us 
have one?" They had approximately 25 or 30 children there. Okay, I stuck 
my neck out; we had insurance enough. We put straw on the wagon bed, and 
took them all out to the field at night. We turn the lights out and then 
we come around and turn them back on. Then I let them have a straw fight. 
They didn't even know what a straw fight was. It was where they could just 
throw straw at each other, but they got it off the wagon. I had the fire 
there. My son-in-law cut a lot of wood, so we had the logs to make stools. 
We just set them all around the fire or wherever they wanted to. And they 
had their religious service. They had their program while we went on about 
our way. They come about 11:30 and knocked on the door and said they were 
finished. So, we come down and put the fire out. I charged them $25 for 
the use of the place. Some other ladies in the meantime from other areas 
in the city said, "What's that? Can we?°" So, I said, "No, I just did that 
for the one time." But I think if someone in your area wanted to maybe 
get into your own amusement park, I don't know what you would get into. I 
think in the fall at least you could have one almost every night if you 
wanted to. So that's maybe a thought for somebody. 

Talked long enough here, so let's show these few slides. They might 
be upside down; that's the way our market is part of the time. This is 
our sign we have right out along the highway. We are open all but holidays 
and Sundays in January and February. We are closed on Sundays during Jan
uary and February. This is on the main part of the highway; you can see 
right there in the front. We also have a little area on the west side 
that we have our hanging baskets and flowers. We had another experience 
you might want to try. We have a lot of annual flowers and during cool 
spells in May you have to carry those back in. I got tired of carrying 
them back in, so out front here, I built 8 x 9 sections with 2 x 4's and 
furring strips and put up a single layer plastic covering that protected 
my flowers; when warm weather came we took the plastic off and had an open 
air market. Then came fa11. My wife asked if I was going to put that 
plastic up again. I told her I didn't think so. I saw her heart kind of 
sag. Okay, so I put it up.for pumpkin time. I wasn't going to do it until 
Christmastime. So then the customers worked on me. How beautiful! Look 
at those hanging baskets. How nice. Then they said, "Are you going to 
heat it?" I said I didn't think so. So, we spent $7,000 last December and 
put in a hot water heating system and it's the greatest thing I ever did. 



-21-

We used two layers o:I; plastic and got an air layer between. rt keeps heat 
exceptionally well and I'm really happy with my investment in that. So, 
we take it down as soon as it gets warm, and we have an open air market in 
the summertime. Then, we have it like a greenhouse in the wintertime. All 
the lumber there is pressurized-treated lumber, so I don't ever have to 
worry about any of it deteriorating on me. This is another display of the 
flowers. My wife arranges more on that; that's not my category. I wanted 
her to talk on it, but she said no. I'm a better gabber, I guess. This 
is on the east side where we have more of our perennials. 

Another thing I did this year, I made a lot of stands. We had beds 
or trays for our annual and perennial flowers. I took my old cow stanchion 
that we had when we had the dairy and used those for ends and got some 
steel angle iron and made the beds ten feet long. They are very heavy, but 
I have a fork lift. We can move them about if we want to, in fact, that is 
one of their strong points. I would say they would weigh 250 pounds each. 
We can put 60 flats of flowers or tomato plants or whatever you want to 
display on these. You have enough space to make it look very nice. When 
your customer walks up to that, they can buy or pick out their plants or 
their flowers much easier than by stooping down as when we had them 12 or 
15 inches off the ground. This is our parking area to the right. Also, 
our shrubbery is out that way. We gross about $300,000 in that area. 
That's the end of the Burger Farm. Thank you. 

I'm Larry Youngs from North East, Pennsylvania, about 17 miles east 
of Erie. My wife Roxie. We have been in sweet cherries, peaches, apples 
and grapes, cider, grape juice, wine-making supplies. I'm looking forward 
to this coming year. I planted eight acres of strawberries last spring; 
just waiting to truck that much into the bank after seeing all these wonder
ful strawberry operations over the years; also some of the Heritage Rasp
berries. A couple failures this year--in April I bought a cherry pitting 
line from my neighbor who was going out of business. I figured I'd get 
into the cherry pitting business this past summer. As we got ready to 
set the line up, the commercial processors came around and said, "Well, 
we're going to start out at $.45 a pound and figuring a raw product price 
of $.45 and extending that on down the line, we figured the housewife was 
going to have to pay $.85 or $.90 in bulk 30 ?OUnds. I just didn't think 
I could move that many, so we didn't set the pitting line up. It's still 
stored in the barn. We converted that building that we had just built for 
a pitting line into an apple storage. We had the largest apple crop we 
ever had, so we had room to store it. Now I've got $19,000 of equipment 
setting there that hasn't been used yet, but we plan on reconverting the 
original building back into a pitting line and getting into cherry pitting 
operation. My success, Bill Penton remembered to the second, I don't re
member to the second, but it was 11:18 the morning of August 11 this past 
summer when my wife presented me with a baby boy. 

I'm Wilma Mohr, Mohr's on the Farm Market at Tipp City, Ohio. This 
is my daughter Didi Moss. We're just 15 miles up the road here. I know 
how this man in the back feels. I'm an egg producer. I'm still selling 
everything out of a drive-up window. I have one employee, and I'm open 
from 12:00 to 5:30. We also produce organic brown eggs and service the 
health food stores. We raise and sell our own beef and pork and roasting 
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hens and stewing hens, homemade egg noodles, angel food cakes, homemade 
pie shells, and Dave's grapefruit, apples sometimes. I throw in a couple 
apples once in a while. Now, I'm giving away bird seed with a lot of weed 
seed in it. So, I think I'd better stock up on some weed killer about 
April. 

I'm Bob Bertsch from Sandusky, Ohio, up Cedar Point way, Lake Erie. 
I thought there was only one chicken producer here, but I find out there 
is another one here. Did you notice the hours we put in? She opens at 
12:00 'til 5:30; we're open from 10:00 to 5:00, and we're closed on Sun
days. We've been in business seven years. We stayed open every day of 
the week for four years, and then my competitor who lives about a half 
mile from me died. He was managing this business, he died. And I thought 
why should I keep pushing, I'll close on Sunday. But they went back in 
with a new market and they are still open on Sunday. We raise our own 
eggs, dress our own poultry, and make our own homemade egg noodles; we 
have cheese, country butter, and all things like that. My wife has a gift 
room in what used to be our ninety-year-old granary. It doesn't sound too 
good when I tell you that, but it is really a nice building. We tacked 
the tool shed onto the granary, and we have a building 40' by 50', com
pletely insulated and heated, and our gas bill doesn't run too high. We 
are open every day except Sunday. We sell bedding plants, bird baths, 
anything we can try and make a dollar on. We only have one employee, 
that's my son. He graduated from Ohio State, was an extension agent for 
about a year, and then wanted to come back home. We only own about 50 
acres; we thought that was sort of impossible. But in the meantime, he 
has developed an egg route and we have a wholesale egg route along with 
our country store. This is my wife Alice. 

I'm Albert Jones; I'm here with my son. A couple of years ago we 
bought a farm on Route 32 just north of Waynesville, Ohio. We've mostly 
been growing soy beans and corn; we'd like to get into something that has 
a little money attached to it. We've got some Christmas trees coming on 
and a greenhouse with tropical plants. We're not trying to put Gray's out 
of business, but we produced some oranges outside in Ohio winter last year. 
So far they look okay this year. We're just trying to get started in the 
farm market. I'm here mostly to learn things, and I've learned a lot. So 
thank you. 

I'm Marvin Beard, and my wife Pat from Arcanum, Ohio. We've been in 
this fruit and vegetable business for a good many years and sold out about 
four years ago and got in the trucking business and are still in it and 
going to stay in it. We thought maybe we would get back in the retail 
business. We bought the home place there where we have been living; 
there's been a market there until about 12 years ago. We're going to re
open it and kind of put her back to work after four years of rest. We've 
been in the produce business and in the watermelon business since we sold 
out. We truck watermelons and produce out of Florida and Texas into 
Canada. I see a lot of familiar faces· from a few years back when we at
tended some of these seminars; didn't know I had a lot of people around 
me from right here in this.area. l~m here to learn a little bit, catch. 
up on what we lost in four years of not running a race. 
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I'm Burris Coburn from Fredericktown, New Brunswick, Canada. I live 
about 15 ,miles. out of the. city of Fredericktown, and I'm down here. to 
learn. I haven't got a roadside stand. For about 35 to 40 years I've 
gone to a city market or a £armer's Il)arket in the city of Fredericktown, 
which is a Saturday· morning business. I'm in the egg.business as well as 
the apple business. 

I'm Gerry Crunican from London, Ontario, Canada, about 120 miles 
northeast of Detroit. We are in the roadside market business mainly re
tailing apples. Growing every year. The cost-price problem is, I think, 
one of the big problems for us. Thank you. 

I'm Gary Acuff with the American Fruit Grower Magazine. Also here 
is Jane Lieberth with the American Vegetable Grower Magazine, but she's 
covering another meeting right now. We're here just like you to learn 
what's new and different in roadside markets. I think we're going to 
hear some good tips. I think we're going to definitely hear some stories 
of incredible successes, and I've also heard some stories already that are 
just plain incredible. So, I look forward to meeting a lot of you before 
the meetings are over. 

I'm Judi Goedde!, and I brought my husband Joe along. He's a part
time and I'm a full-time market operator. He decided that he would let 
me talk this time. He started with an open produce stand about seven or 
eight years ago. Then about three years ago we enclosed it. It's kind 
of a gift, cheese, sausage, fruit, flours, you name it, we've tried it. 
We found out that diversification is the best thing in our area. We're 
not a heavily populated area at all, and so you really have to work to 
get enough for everybody. The bank thinks we are crazy, but when Christ
mas comes around and they see all the cars parked out there, they say why 
don't we try it another year. We added a portable building this year so 
that in case we decided we didn't want it next year we could get rid of 
it. We really needed it this Christmas in order to do the number of fruit 
baskets we did. 

We are kind of doing a little different thing in a roadside market. 
Vern told us to tell you what our best crop was. I think our best crop 
is our fruit baskets at Christmas and our cheese and sausage packs. We 
kind of drew everything to order. I'm not sure if we are modern or old
fashioned, but we stack our fruit baskets and scotch tape them and do a 
shrink film on them that's real clear. It makes a beautiful looking fruit 
basket. We pack cheese and sausage in them besides candy and cookies; you 
name it, we'll pack it in there. We had a doctor that came out this 
Christmas and he said, "You have some awful nice fruit baskets here." He 
asked if I could fix him up one right now. I said, "Yea." He says, "Well, 
I've got a fruit cake in the car, will you put that in?" We'll do just 
about anything. We made a $60 fruit basket this year; we thought that was 
pretty good, besides all the regular ones. We do an awful lot of $20 fruit 
baskets and $25. I think our aim at quality seems to be the thing that 
will maybe keep us there, because at Christmas ti.me they really are look
ing for something nice. It's not available elsewhere in our area. We've 
got a lot of competition from the ones that put them together in the bas
ket that they wrapped in cellophane and put a bow at the top. But they· 
haven't seen too many that look like ours. We're kicking around a soup 
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and salad kitchen. We are open year-round. We do a lot gf produce in 
the summ.er; agai_n we stay, with quality,. We s.ell a lot o~ J?each_e.$; th~y 

are alwaya th_e best, the prettiest that l. can find. I go ove+ to the pro
duce market at 6 or 7 o'clock two or three times a week in the summ.er. 
They know me pretty well over there. Joe still lets me go; he. used to 
go and I'd drag around with him at midnight because he works another job. 
Now, he lets ~e go at 6 or 7 o'clock in the morning. He sleeps in. The 
banks thinks we're crazy, but we're hanging in there to see if it keeps 
going. 

My name is Ted Long from Wood Lynn Farms in London, Ontario, Canada, . 
one of Gerry Crunican's neighbors. It's a family farm. One of the things 
we tried this year is we built an addition to one of our fruit markets to 
retail our own pork and beef. So, I basically came down here to hear 
what Pete Wiard and Paul Friday have to say. I understand they have been 
fairly successful at it. I'm not so certain that we have been. 

I'm Al Veri; I'm from Hamilton, Ontario, Canada. I run Farmer Al's 
Market. I think one of the best things we did this year was get out of 
pick-your-own. We moved our market, which consists of large circus tent, 
onto a very highly traveled highway. One of the things I don't like about 
this convention every year (this is my third year), the only complaint I 
have or rather my wife has, I go home with these great ideas, how I'm 
going to make a million dollars from all the stories we hear. I get every
thing, the peanut roasters and the peanut butter machines and everything 
else, and it doesn't always work quite the same way as I hear it here. 
This is one of the complaints I have. One of the bad things that happened ..._, 
to me this year, we had plans to put up a new 10,000 square foot market 
permanent building on the highway. One reason or another, we didn't get 
around to it and used the tent. My philosophy is when I give things my 
best shot and it doesn't work out, then it's not meant to happen at that 
time. So, the best part of that failure was I have redesigned that market 
building three times since. So, if I had put it up originally as I planned, 
I think it would not have been suitable. Now, I think we pretty well have 
it right pat. 

Last and certainly not least. My name is Bob Cobbledick; I work with 
the Ontario Ministry of Agriculture in Ontario, Canada. I don't have a 
roadside market, but Mr. Burger mentioned that experience with a church 
which reminded me of an experience with a pick-your-own operator we've got 
in Ontario, who has a small son, Paul. He went to church one Sunday morn
ing, and they called all the children down front at about a third of the 
way through the service. They tell them the story and then send them down 
to Junior Church. After he finished the sto~y, and the kids were supposed 
to be going downstairs, this one boy walked up to the minister and tugged 
on his gown. The minister bent down and the boy said, "We won't be here 
next Sunday, we open for pick-your-own strawberries." The minister had a 
microphone around his neck, and it went throughout the whole church. 

We're Mary and Bob Roemer from Hamilton, Ohio. We both have colds_, 
but I don't know how I got' elected to do this. This is our first year 
market. We went from the Saturday Farmer's Market to our present opera
tion. We have an 80 acre farm about three miles from our market. We 
opened last spring with bedding plants and bulk seed and went into sweet 

...... 
\ 
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corn and beans and all the other vegetables. Then i.n the :fall we had 
Indian corn, popcorn, gourds, cider and apples. One of our unique at-. 
tractions during corn picking was our team of mules that pulled the sleigh 
through the corn field. We would br:t_ng them up to the market every once 
in a while with a sleigh full of corn. Labor Day weekend for us was hot. 
Poor old Molly was just about tuckered out, and the only way that she 
would pull was if you would lead her or ride her through the patch. So, 
that's what we did. She pulled 1500 dozen that one day, so she did her 
share of the work. It's really tough to get any new business started, 
and we had a heck of .a time just getting some people to listen to us, let 
alone letting them know that we were sincere. We had every inspector in 
the book stop by and visit. At least by the time they left, they realized 
we weren't trying to get by with anything. We were just poor dumb farmers 
like Mr. Tywater said last year. Everything went real well; we're looking 
forward to another year. 

The lady up front there had a story that I can top. So if I can top 
it, I've got to do it. She was telling about the doctor that wanted the 
fruitcake in the fruit basket. I had an order for three bushel baskets 
of fancy fruit with a 14-pound frozen turkey in the basket. I wasn't 
going to pass up the opportunity, but then I got to thinking later after 
I had taken the order that I didn't know how I was going to keep the turkey 
and the fruit from freezing. I had given the price and all, so I came up 
with an idea. I've got a few hundred polyurethane coolers, pop coolers 
or beer coolers of that sort on hand that I bought at a close out. Real 
nice merchandise. And I said, "By golly if those turkeys will fit in 
those coolers, I only had three dollars in the coolers, put the cooler in 
the basket and save that much space from the room it took; and I'll make 
all kinds of money, and the customer gets a cooler for free." Well, the 
turkey fit in the cooler, but when the cooler went in the bushel basket 
there was just room for tangerines around it. So, I found some styrofoam 
material, some real, real thin styrofoam that I could wrap around the 
turkey, and the turkey was wrapped in a manner where the small end comes 
up and it's got a ring in it. So, I made it real nice and decorative 
with that part of the turkey sticking out and the rest wrapped with 
styrofoam which keeps the fruit from freezing. I thought it looked real 
nice, but I had a poultry man, a 70 year old poultry man, helping me on 
the assembly line with the fruit baskets. He thought it looked awful having 
the butt end of the turkey sticking up out of the fruit basket. Anyway, 
we delivered them and the customer was very happy and thought it worked 
out fine. When she mentioned that fruitcake in the basket and I was think
ing of things they asked for. We've had some strange ones, but those 
frozen turkeys took the cake. Thank you. 

I'm Charles Williams from Fashion Farm, Ligonier, Indiana. I've got 
a few slides here I'd like to show you. This is a picture of our restaur
ant, a western-style boardwalk on the front of it. To the left of it is 
a gift house. That used to be our farm house, but after a drunk htting 
it in 19 73, a tornado in 19 7 4, and lightning in early '76, we decided to 
move out. We felt the good Lord had given us some doors to open and made 
that into a craft shop and it's working out real well. To the right of 
Fashion Mall is the market, and that's where we do a lot of our Christmas 
tree work and so on in the wintertime. We make our own ice cream in 
Fashion Mall. We are in the pumpkin business too; we make pumpkin ice 
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cream. I think that has gone over really great. A lot of! people. around 
our area like our pumpkin ice cream. I've seen in the. Anlerican Vegetable 
Growers Magazine the pictures that we~e. ~rom the contest th.at they had. 
I thought about this little guy here. That's our little helper, our 
grandson. I: had half a notion to send it into Vegetable Growers and 
didn't. I think it's quite interesting that the little fellows ge.t in it 
too. 

This is a hundred year old can of peaches, canned in 1873. The his
tory of that is my wife's grandmother and grandfather had a little boy 
eight years old that helped with the peaches in the fall of the year and 
helped can them. The grandmother used all the peaches but one. This is 
the one they saved and it's passed down through the family, so we have it 
on display in a glass case because we have a lot of nostalgia around our 
market and our restaurant. I think that's quite interesting, because 
that old peach there has a wooden top to it with wax on top of that. It 
still seems to be in good shape, although I wouldn't want to taste it. 
I think that's interesting. We have here Snoopy and Lucy. About seven 
or eight years ago we made Snoopy out of two butternut squashes, and we 
finally put some arms and legs on him. We've got him with glasses there, 
and we've called him the psychiatrist, and this year we've got Lucy, that 
helps. I don't know if you farmers know what that is or not, but I 
imagine you do. But the little teeny round there, not many psychiatrists 
know what the healing feeling salve is, but Dr. Snoopy sells that. 



UTZINGER: 

Seasonal Markets 

Chairman: James Utzinger 
Department of Horticulture 
The Ohio State University 

Welcome to our 19th Annual Ohio Roadside Marketing Conference. And 
it seems like every time we schedule one of these marketing conferences 
that we have some rather adverse weather. And I know I was kind of ner
vous yesterday afternoon because Friday I went over to the Department of 
Agricultural Economics and Rural Sociology and talked with Dr. Cravens; 
he loaded my trunk clear full with indispensable material that he needed 
for this conference. And last night when I heard the weather report and 
saw what was happening in Chicago and the fact that it was moving toward 
Columbus, I was pretty nervous. I was up at 6:30 this morning, and I 
was still pretty nervous about whether I was going to make it or not. I 
did make it, and many of you made it, and this is great. I think a good 
number of those that were expected have registered in and more are coming 
all the time. I think we are rather fortunate in the fact that the road 
crews did get our roads in pretty good shape so that we could all get to 
Dayton. 

What we have for this opening session is an experiment. On previous 
attempts to get acquainted due to the size of the group, the evening got 
to be rather long. So the idea was, let's try a little different format 
and see if we can't get acquainted and still maybe move the program along. 
Basically what we are going to do here is get acquainted in this session 
and then some of the things that are mentioned in our afternoon session 
will be brought up again tonight as some of our highlights at the banquet 
program. 

I have loaded about seven sets of slides in the tray and if anyone 
else has slides that you would like to use during your brief presentation, 
I would be glad to get them ready for the projector. I hope that I have 
them all in right side up and the signs reading right. This is sort of an 
impromptu thing and we di.dn' t have a lot of time to really write the script 
and put it all together. So, we'll sort of play it by ear and what we'd 
like to have happen is we'd like for each of you or each of you represent
ing your firm to handle as you wish. We will give you an opportunity to 
come up and use the mike. I think that we would like for you to use this 
mike or the floor mike because we are taping all of the sessions and the 
tapes will be available for purchase down in the main registration area. 
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Any questions on how we are going to operate this afternoon? I'm Jim 
Utzinger, Extension Horticulturist. I work in the area of fruits and vege
tables out of the Department of Horticulture in Columbus. And Dr. Cravens 
asked if I would work and meet with you this afternoon so that we might 
get better acquainted and hopefully those of you here are operators of 
seasonal markets. 

Just to show you how far some people come to get to the Ohio Roadside 
Marketing Conference, I think I'm going to call on someone first to lead 
off our program that came to Ohio from Texas yesterday. Now there are 
probably people farther away. Anybody here farther away from Dayton, Ohio 
than Texas? Anybody? Mark, I think you take the record for distance 
traveled. At this time we'll call on Mark Wieser to come up and we'll get 
better acquainted. 

I'm Mark Wieser from Fredericksburg, Texas. I'd like to say I'm quite 
disappointed that the blizzard did not show up. I was really looking for
ward to the snow today, and maybe to not get back home on time. Well, any
way, I was disappointed about that, and if I can have the slides, I'll 
just go right in. 

First of all I wanted to convince all of you that we do raise peaches 
in Texas. This is how large they get, they average around 18 ounces oc
casionally. This is a Halberta. Unfortunately, they make a crop every 
18 years. We began a roadside market in 1969. I bought this log cabin 
for $150. It was built in 1870 and I restored it in 1969. It has been 
quite successful. We are located on a direct highway from San Antonio, 
Texas. In case you don't know where Fredericksburg is, we are located 
70 miles north of San Antonio and 90 miles west of Austin. You may have 
heard of the LBJ Ranch, we are located west of that about 16 miles. This 
is a typical German construction with the way they were set up. I don't 
know if you have log cabins up here, but we have quite a few left at home. 
This has been kind of unique, and it has helped our roadside market. Oc
casionally we have springtime and it gets to be quite pretty in the hill 
country. We are located about 1,700 feet above sea level. A little 
mountainous, a little bit more than what you have here. But, it is quite 
pretty in the springtime with all the orchards blooming and so on. 

Fredericksburg is the county seat of Leslie County, which produces 
about 200,000 bushels, most of it goes to San Antonio, San Angelo, and 
Houston, occasionally to Dallas, and quite a bit to Mexico. I wanted to 
bring a slide of snow. The temperature when I got here was warmer than 
when we left home. So we do have a little bit of snow. The large build
ing we added in 1975, previously a warehouse, built in 1913. We moved it 
to the site, just as we did the log cabin and we finally got it open in 
the spring of '76, and we're trying to develop a full size market. We've 
got a long way to go before we can get everything completed. But this is 
a typical day in the sunnner. We've remodeled again this year, added __ 
showcase windows out front, but I don't have a slide of that. We're work
ing on it, we have a long way to go. And that's why I'm here, to learn 
a little bit from you all. 
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UTZINGER: 

Would the next operator like to come forward? 

Is it possible to show the slides and our diagram at the same time? 
First, we'd like to introduce ourselves. We're Donna and Dan Rouster. 
We operate Rouster's Apple House. We're located approximately six miles 
east of Milford, Ohio, which is approximately 25 miles east of Cincinnati, 
Ohio. This first slide shows our sales operation. We've been in the 
business about 40 years. This is the second generation; my parents had 
run it prior to our taking over in August. And as you can see from the 
slide here, we have a ready access from the state highway, which is very 
good. We are in an area where the development is quite fast; we're one 
of the fastest growing counties in the country--Claremont County. So, 
we're fortunate in having a good market area. 

To give you a little history behind the buildings you see here. The 
block building you see in the front was built in 1947. Prior to that my 
parents had operated out of a log cabin somewhat similar to the first 
gentleman's operation. That was located just to the right of the block 
building in front; that has since been moved out to the back. We use it 
at our lake. But the block building was built in 1947 and there was an 
open area between the block building and the large barn in the back and 
then in 1956 we enclosed the two buildings to what you see right now. This 
is our present operation. 

One of the problems with our operation as you see right here, is the 
parking. Just to the right of this car is our main parking area, which 
you see is still grass. There is a gravel area here. We feel that this 
limits our busy Sundays when we are trying to do a large volume of busi
ness. I'm sure people drive out to our place and they find it is com
pletely packed and rather than fight the crowd, they move on. So parking 
is one area that we're going to try to improve on next year. 

This is also my section in the program. This is a shot that shows 
you the front of our building and we have metal doors that we have open 
during the day and that cover sliding glass doors. One thing that we 
did this year was to convert the set on the right to entrance doors and 
the set on the left to exit doors. Previous to this, everyone had gone 
in and out for the most part at the set of doors on the right and it did 
get fairly congested. The other thing that you'll notice in this slide 
way to the right of it is our sign that says Rouster's Apple House and 
we adopted this for our logo for all of our printed advertising and news
papers, as well as for our business cards and we're trying to keep it 
kind of the same as we go along, so people get used to seeing this one 
particular logo. 

One thing we did do this year over what our parents have done in the 
past, is we increased our advertising budget 150% and for the first time 
we had 20% of it in radio advertising. We'd never before done any radio 
advertising at all. As you enter our sales room, on the right is our 
country cupboards. What we did this year was to consolidate all of our 
country cupboards in one area. Previously, we'd had part of them on one 
side of the room and part on the other side of the room and the part on 
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side B did not attract any traffic at all and we had a hard time selling 
quite a few things. This year they moved like crazy. Mainly we stock 
Polaner products and next year, because we did so well with them, I'm 
going to increase our product line through the Ohio Farm Market Associa
tion. 

This next slide shows the large fireplace we have in our front area. 
This fireplace was built by my father as were most of the buildings. Going 
to the next area, through the door to the right, we have a large area in 
the back which has another fireplace, a stone fireplace which is on the 
same flue as the one in the front. We've tried to generate a rustic at
mosphere in our place; the farm itself is about 150 years old. So, we try 
to carry this rustic atmosphere in our advertising, and we try to give 
people an experience, as well as a good product. We feel that people have 
been coming to our place over the years, it has become.somewhat of a tra
dition with a lot of people in our area, and we try to maintain this at
mosphere. We feel that we have to give something a little bit unique in 
these days if you are going to be not a Kroger or a large outfit. You are 
either big or small--there is no middle man. The middle man is getting 
smaller and smaller. So you have to have something that you cannot buy 
in a supermarket, so we offer the people an experience. Okay. Also, in 
this area you notice up over the fireplace, we have a lot of antiques. 
This is also in keeping with our image; my mother collected a lot of these 
over the years when they ran the business. These also help the rustic 
atmosphere. 

This year one of the things we changed from last year when we took 
over, was adding background music in this area. We feel this gives a 
relaxed atmosphere when people are walking around looking at the antiques 
or whatever, apples or buying. Also, along with this for the first time 
this year, we also installed a telephone in our business which probably 
some of you find hard to believe that we operated that long without one. 
And we feel this has moee than paid for itself. It gives you another 
avenue into your business, people can call, being somewhat away from the 
city, people can call and find out if you are open, if the weather's in
clement, if snow on the roads, etc. They would like to be able to find 
out if you are open, rather than come and be disappointed. So we feel 
this was a great tool in promoting our products. I'll let my wife con
tinue here. 

In this slide we are again out in the front room, and we're over by 
the exit doors this time. Previous to this our checkout was in the back 
room. Not only did people buy all their cider from this one cider bar, 
but they also checked out, and it was just unbelievable. People would 
come in these great huge sliding glass doors and be funneled into a door 
that's three feet wide to get into the back room. Not only were they going 
through that door to get in, they were coming through the door to get back 
out. We were trying to bring trays of apples this wide through them along 
with all the people going in and out of the doors and we about went nuts. 
So, that's the first thing we tried to do. We spent a little money and we 
also just rearranged furniture. And this is what we did with our check
out. 
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The other thing we did--! cannot add. Period. And for 40 years we've 
been adding in columns with figures and that sort of thing. We bought two 
calculators. Now that's not to say that we're not going to make an error 
putting a figure in the calculator, but I think we can handle a lot more 
people in a lot less time that way. That, along with the telephone, has 
definitely paid for itself. And we had an excellent work force this year. 
We were able to sell almost a 100% of our apple and peach crop from Sep
tember through the end of December. Last year we would have gone to the 
year-round market; this year since we sold that much we decided to come 
to the seasonal market meetings. I don't know, we would prefer to be more 
seasonal than year-round. 

The last thing we did install, since we had the telephone this year, 
was a telephone answering machine. We figured if we're not going to be 
open all year-round or if we may close a day here or there due to the 
weather, we'd better let people know that we are going to be closed. So 
a lot of people are calling ahead of time to make sure we are open. I 
think this is going, it will be interesting once we are open again; we 
are closed this month; we'll be open just to sell a few apples we have 
left to sell and it should take a month, a month and a half at the most. 
We'll know when we re-open again whether customers appreciated our phone 
answering service. 

In closing we'd just like to say that we are looking into the future 
a little bit as far as pieces of equipment or different ideas we'd like to 
try. Number one we're going to look into the possibility of installing a 
freezer to freeze cider, to eliminate a lot of spoilage of apples held ·~ 
for late cider. We feel we could hold this over and go into our next year 
not knowing, of course, from year to year how good your crop is going to 
be. It's nice to have a little cushion, at least on the cider. Also, 
we're looking to revamp our storages to accommodate pallets and forklift 
equipment. In conclusion, that's our operation. Thank you. 

UTZINGER: 

It's good to see a team effort involved in roadside marketing. I 
guess what makes a market go is a good team. And the better team we can 
assemble, the better operation. Okay. Moving on. I think slide set 
three belongs to Maranatha Farm. So, we'll call on their personnel at 
this time. 

I'm Steven Miller, Lebanon, Ohio. Maranatha Farm is a rather new 
venture. We have only been in the business two years. Lebanon is ap
proximately 14 miles south of where we're at right now on State Route 48. 
We specialize in organic vegetables and I know the organic thing is kind 
of a big controversy right now, but for us it has worked out very well. 
And we feel for the last two years we've produced a good product. And 
we're slowly building up a trade. To start out with, we just used what 
buildings were already located on the premises. This was just a garage. 
The first year we had more or less just a couple tables set up and just 
pushed what we could. My partner, John Poppleton and I have known each 
other through high school and college days and we always thought that 
maybe sometime we could get together and do some type of vegetable op
eration. About six years later it actually started to materialize; we 
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started from scratch. No machinery whatsoever. The first year we had 
one small Japanese tractor. This year we were able to add a Massey
Ferguson 165 and a transplanter, a mist-blower, and some other pieces of 
equipment that really cut down on labor and helped us to cover a lot more 
acreage. The first year we did 15 acres. This year we did 35 acres. 
Roughly about half of it in sweet corn. 

This is John's wife and small boy. On the right side we had regular 
produce tables, down the side of the building. We have an antique hutch 
in one of the rear corners for some dried goods and honey, which is a big 
seller. We added a cash register and we have a telephone in the market 
there. This is an aerial photograph. What we should like to do eventually 
is build the new market here. And we realize our parking situation has a 
lot to be desired. These trees have been removed this fall and what we're 
hoping to do is put up a larger sign here that will be more visible from 
both directions and a driveway here and extend our parking lot way back, 
just to give people more opportunity to pull into our market and to pull 
out. 

These are all tomatoes. We had a big melon patch here. One big plus 
for us in being that close to the road is that people can actually see 
the produce when they drive by, and a lot of times, because we are the new 
kids in the neighborhood, a lot of people don't know that we are there un
til they see the operation. They might see a tractor here or kids out 
picking beans or something, and that's sometimes the first thing that 
catches their attention. That's some of our head lettuce. Because we 
are organic, we're kind of .caught in the situation where we have a certain 
clientele, a lot of them are on strict doctor's diet. They're not sup
posed to eat any food that has any chemical residue or anything. So, we're 
in the situation where we have to grow a little of just about everything. 
That's one of our beets. And you can see some onions, and we grew a lot 
of the different cabbage family things, broccoli. I guess that's it. 

Basically for this year we're going to concentrate on increasing our 
advertising, even though we are small we think that the advertising dollar 
is one of the best investments you can make. Word of mouth advertisement 
has just been terrific for u~. Our total sales in the second year were 
five times what they were our opening year. The comments that we've gotten 
on the quality of our produce has greatly encouraged us. We're going to 
try to hold our budget down on new equipment purchases this year, and con
centrate more on increasing our productivity. We'll probably have to add 
one cooler. We are leasing an orchard this year, which will be kind of an 
exciting venture for us. But we will just kind of work with what we have. 
We think that this third year is going to be the turning point in our 
venture, and looking forward, we think that next year we'll be able to add 
the new building for sales which will really help things along from there. 
Thank you. 

UTZINGER: 

It's good to hear of your success in the Lebanon area. What we are 
trying to do this afternoon is to get acquainted, but we are also hoping 
that you will pick up an idea or two or three or maybe even more than that 
that you can take back to your operation and put to work for you. As you 
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visit with us and as we get acquainted, we'd like to hear about any of 
your successes and we hope there are a lot of those success stories to 
report. Sometimes, you know, we can learn from failures, but it's kind 
of hard to fess up that we've made a mistake or we made a failure. Hope
fully, you don't make the same mistake twice, so any of you that feel in
clined to share a failure, I hope you don't have too many of those, but 
that helps us to learn. Any other interesting or unique features about 
your market, I think, that's what we want to hear about this afternoon. 
So moving on now, let's call on the Jutte's for their presentation. 

I'm Sue Jutte from Jutte's Fruit Farm in Fort Recovery, Ohio. We're 
a small family operation out in the middle of nowhere. Our largest towns 
are 20 miles in either direction from us. This is a picture of our road
side market. We open with strawberries in June and close the end of 
October. As I said, we're a small operation. Our windows in the front 
roll up at night, all our counters are on wheels, we can roll them back 
and roll the windows down at night. These are just some pictures of the 
counters again that roll back. We raise just 10 acres of strawberries, 
12 acres of melons, and 4~ acres of red raspberries. There's another 
picture. Our market is different; our customers do not come inside at 
all. We have a cement walk all the way around the outside of our market, 
and they walk around the outside. The counters go around, all the way 
around. Mainly for convenience, and it works well for us. We handle a 
lot of Michigan fruit. 

One thing that's worked well for us, we use postcard advertising. We 
send out postcards asking them to return them for a discount, and it's 
worked real well. And it gives us some idea of how many do turn out with 
the postcards. 

UTZINGER: 

Thank you. Some mighty good looking produce, I might say. Next 
we'll call on the Foster operation. 

I'm Paul Foster, Conesville, Ohio. The Oden Valley Market is actually 
my wife's business, but now being a good husband, when she says you do 
something, you know I do it. So, I'll do the talking today. This is Oden 
Valley Market located on Route 16, one mile south of Coshocton, Ohio. 
It's nothing more than an aluminum barn. We're open two months out of the 
year, July and August. For that reason I don't think you can put too much 
money into your facilities. The most valuable asset we have that you see 
there is that huge oak tree. It's one of the largest in the state, if not 
the largest. And it shades our market and the surrounding area almost all 
day. It's probably better than an air conditioning system. 

This picture is quite old; the market was built in '64; there has 
since been an addition on the back, including a large cooler. We had a 
small cooler at that time, but we got a big one now. This was the reason 
we built the market in 1964 to harvest the peaches or to market the peaches 
from our orchard. At that time, we had a six acre old orchard and a half 
interest in a 14 acre new orchard. Now, the peach business being an un
reliable as it has been over the years, and I'm sure many of you are 
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acqµainted with that, soon prompted us to get into other things. The 
public will force you into it. They come in to buy peaches and they ask 
you where your sweet corn is, or where your melons are, and so on and so 
forth. And we hadn't opened our market more than three of four weeks un
til we were handling a pretty full line of seasonal produce. 

This is the lady, my wife, who makes it go. If I owned a big super
market, she'd manage my produce department for me. She's excellent. This 
is the product that has built, probably built our business over the past 
years. We've operated many years without our own peaches, in fact, for 
the past six or seven we've hauled more peaches out of Arkansas than 
we've taken out of our own orchard. At the present time, I raise eight 
acres of sweet corn and two acres of cantaloupe, and about a third acre 
of green beans, and that, as well as the 5 acre, 6 year old orchard, is 
our production. As I said, the peach orchard hasn't been doing much and 
I checked it very close yesterday and it doesn't look like we're going to 
do more than 40 or 50% this year. We had a serious drop in temperature, 
as you might know, about three weeks ago. It dropped from 50 degrees at 
noon to the next evening about 10 o'clock it was near zero. I'm afraid 
that's too fast for some of the varieties. I guess that's all the pictures. 

We emphasize whatever we have. We can be an almost peach market, if 
we want to be, selling bushels, half bushels, and also wholesale them. 
Right on down to the three pound basket. Since I've been producing can~ 
taloupe and sweet corn, we emphasize these items and those tables you saw 
in front would be full of cantaloupe. We never make a business of keep
ing very much of an inventory for people to maul over at one time. We're 
probably famous for keeping the short supply out front. Because people 
do tear your stuff up. Sometimes we run as many as three different va
rieties of sweet corn at a time--a white, a good yellow, and perhaps a 
multi-color, bi-color. I doubt that there's any time that we have over 
six dozen of each one displayed at one time. But, of course, there are 
new boxes inside. We put it in boxes holding three dozen per box and the 
help that we have knows just as soon as one of those get empty, another 
one comes out, just like that. We're stocking in front all the time. As 
I said, we're only open two months out of the year--July and August. Ours 
is an old reputation mark in our area, and it starts out with a bang and 
then it builds up and by the last of July it's every man for himself. We 
really have traffic. And then it starts to taper. And it seems like 
there's nothing you can do, after people get so much of a certain type of 
produce, they sort of back away from it a little bit. They've got their 
belly full. And so we're sort of glad to close up by Labor Day. As far 
as advertising is concerned, we hit it good when we open, because the 
first day we do a good volume of business. ·After we are open we sort of 
take a look at each day's business and find out whether we should adver
tise, or shouldn't. Last year we spent about 1/4 as much on advertising 
as we did the year before. The year before, being the first year I was 
in my own cantaloupe and sweet corn business. 

There's one book my wife keeps that I think is excellent and I think 
all of you can use, especially the people that buy their produce and 
that's a daily sales, gross sales book. She keeps that by the week. Fri
day, Saturday, and Sunday, of course, are the big days. Of course, there's 
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only about eight or nine weeks. The volume repeats itself from year to 
year. We've got books that go back 13 or 14 years perhaps. And you just 
know when you're coming up to a certain weekend. It's either going to be 
bigger or smaller and so you know how to buy. That's very important. I 
think that's about all I would have to say about it. Thank you. 

UTZINGER: 

We all have to admire that nice oak tree. A couple of our operators 
have mentioned that they do grow sweet corn and melons. I'm wondering if 
it's not a trade secret what sweet corn you find good. You mentioned a 
white, I'd assume, silver queen would be one? 

I could name our varieties. I started out with Sun Dance. It's an 
excellent early yellow corn. It's good enough that I follow it with a 
second planting. By the time that's gone, the Gold Cup comes on. Others 
we grow are Gold Queen and Silver Queen. Gold Queen is exceptionally good 
in sugar content. The yield isn't so good, but I think for a roadside 
market it is worth the smaller yield. I've also experimented with one 
called Golden Queen. Golden Queen is a good yellow. The variety is not 
as important as the quality. I think you all know that. Do anything to 
get good quality, irrigate, right on down the line. 

UTZINGER: 

Maranatha, your varieties of sweet corn? As I've gone to Roadside 
Market Planning Committee meetings in the past there's always come up the 
discussion--people want to know what varieties we should plant. Especially 
I think those that are experienced in the business pretty well find out 
what the good ones are, but some of the people just getting started in the 
business want to know what the good varieties are and there's no doubt 
about it, it's absolutely critical to success in a business and I think we 
need to realize that quality is associated with variety. Some of them 
have a little better quality than others. Okay, so much for that. I think 
we need to move on. Our next group of slides is by Wickerham Produce. 
We'll call on the representatives from that firm. 

I qualify as representative; I'm Wayne Wickerham. I brought my wife 
June and my daughter and son-in-law Mr. and Mrs. Tom Brown. And it is a 
family operation. We're about 60 miles north of here on State Route 117. 
Just east of Indian Lake, if you're familiar with that area. We raise 
about 40 acres of vegetables, no tree fruit. We buy all our tree fruit 
and found out it's worked quite well. My son-in-law took these pictures 
and I selected them mainly because they're so colorful. They're all fall 
pictures and I think that you'll enjoy them as much as I do. As you can 
see, we're open every day. It's raining and has been raining. See that 
little riverlette right down here in front. But that doesn't stop the 
people from coming out. 

Pumpkins are one of our biggest sellers. And that's my daughter 
sitting there on the crates all bundled up with her red hat on. She's 
also the artist, if you can see the witch there to the extreme left. The 
scarecrow, and the shock of corn; there's a ghost up there in the tree. 
It's right along the state highway there and several of the pictures or 
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several of the newspapers in the area have come out and taken pictures and 
it is quite a drawing card. We have it spotlighted at night and directly 
behind this car, as you'll see getting into the picture, is the stand. 
It's a big white barn and it'll show the reflection of the witch, the ghost 
and the scarecrow will be silhoutted on the barn at night. Kind of at
tractive. And we are on a direct north, south highway. We've found that 
we've got to represent Michigan as well as Ohio State. My daughter is 
the artist on these pumpkins, and they do sell very well. If you're not 
painting pumpkins in the fall of the year, you're missing a big sales item. 

This is just kind of a general view. I think it was taken the same 
day that it was raining, although it might not have been; it looks rather 
bright. It's cool, according to the coats they've got on. You can see 
some of the pumpkins down there in the front. And this was taken on prob
ably a sun shiny day. I said I'd show these for the colors in the fall 
because it is so pretty. And we do have the big circular driveway with 
two entrances. Parking is not a problem, although we have many vehicles. 
We are fortunate that way. Just another colorful picture of the market. 
As I said, we do raise about 40 acres of vegetables, 25 I suppose in sweet 
corn, the balance in just about everything. And if you're not raising bi
color sweet, some of the Harris varieties, you're missing the boat there 
too. I think most of you are probably familiar with them. 

UTZINGER: 

Thank you. I think the other members of the Wickerham operation ought 
to at least stand up. We are supposed to get acquainted this afternoon. 
Let's have Mr. Wickerham go ahead and introduce them again now. 

My wife June, my daughter Cindy, my son-in-law Tom Brown. 

UTZINGER: 

Thank you. You do have some very patriotic pumpkins there. Especially 
the Scarlet and Grey ones. Okay, let's move on now and let's hear from 
the Hafner operation. Would representatives from that firm come forward? 

Well, we're from central New York, around Syracuse; we're about 15 
miles west of it. And we have a pick-your-own operation and roadside mar
ket which is managed by my wife Sally. I'm Paul Hafner and I'm here with 
my father Paul, Sr. And he's in partnership with my Uncle Fred. 

We used to have the parking lot right where the fence is in the front 
there. And when we were here last year we got some ideas from some of 
the parking lots that they had otherwise; they had them off to the side. 
Backing out onto the road and was quite chaotic when we had the parking 
lot on the front. People would be trying to back out and people trying to 
pull in. We'd get about 18 or 20 cars across there and it was good makings 
for a catastrophe. We put in the fence and this little awning out there 
so we could keep people from parking their cars up front and getting into 
accidents. We paved the parking lot on the side. We also had the entrance 
on the other end. Last year we had the idea that our signs were starting 
to get a little ragged and when we were here they said it's very important 
that we have good sharp-looking signs, and keep them that way. People like 
the appearance of the place and I'm inclined to agree. 
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This is my Uncle Fred. We have U-pick in strawberries, apples, and 
blueberries, and peppers and tomatoes. We try to keep the U-pick season 
going from mid-June to the end of September. This is the awning during 
the fall, early fall. And we let the people come out and run around the 
court yard and pick up pumpkins and onions and any other things that 
we've got out there for them. We funnel them back in out that one door. 
We used to have it where they could come in and out two or three doors 
across the front, the garage doors that opened up, but we had a lot of 
pilfering. And some guys would just back their truck or car up and just 
load the trunk up before you know it and they'd be down the road. 

The parking lot as you see, we put on the side. It looks a little 
chaotic there, but it's a lot less so than it was when they were backing 
in and out of the road. It was quite dangerous. It is a good thing to 
keep the people off the road we figure. And the court yard with the 
pumpkins. The sign--that's a new addition. We used to have just a painted 
sign. It was down in the corner and another one on the other side. We 
had one in the front, but it got nailed by one of the help. This was the 
fence protecting the sign. And also on the fence we put it on these lit
tle slats so we wouldn't have the problem of people backing into it and 
knocking the fence post out. The fence has been moved probably four or 
five feet each way during the summer from people catching the corner or 
like that. I guess that's about all. It was very profitable to come here 
and listen to everybody's ideas and we're here to learn more this year. 

UTZINGER: 

Thank you, Paul. Is your father here? At this session? Oh, he's 
at another session. Okay, fine. I like that nice sign you had, and I 
think we might all want to go back after the snow drifts subside a little, 
take a look at our signs and see if maybe they don't need sharpened up a 
little befo~e 1979. Okay. Moving on now, I think we need to hear from 
the Nicholson's operation. 

I'm Marilyn Nicholson from Geneva, New York. The only reason I'm up 
here is that our slide projector is broken and I wanted a chance to see 
some of our new slides we have. Now, we are located in Geneva, New York, 
which has a population of about 14,000. We are right out of town and we 
have car dealers on either side of us. So, quite a few people do not know 
that a farm exists. So, one way of reaching them is having farm tours 
and this is something that I am in charge of. 

We have about 250 acres of fruit. We start with our strawberries, go 
through sweet cherries, peaches, plums, nectarines, apricots, and then 
of course, end up with apples. 

Now each year, it just seems like we have more and more farm tours 
coming. We mainly have young children, nursery school and kindergarten. 
This year I had over 500 kids come out. Now, we do mainly have the apple 
tour in the fall, but something that I've found quite interesting is 
having a blossom tour in the springtime. That way I try to get the older 
children out and really instruct them as to what is happening on a farm. 
A lot of kids just don't realize all the effort that is put into growing 
things. Now this is a group of, I would say, nursery school children and 
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we're showing them mainly how we pick apples. You see the guy there with 
the picking bag, we show them exactly how the apples are picked from our 
dwarf apple trees. And this is kind of new for a lot of the children to 
see the smaller trees. We show them that and then we take them into our 
storage area to let them know how we store apples. Bring them into the 
cooler and of course, it is exciting for them to walk into a big refri
gerator, and.let them know how we pack our apples and sort through them. 
Now the one thing that we find out, which really helps, is that these 
young children go home and tell" their parents that they have been to Red 
Jacket. And my husband says on Sunday, he'll notice a lot of the little 
kids have come back. "Mommy, here, I've been here. This is Red Jacket." 
And it really is a great publicity thing for us. 

That's our story. Thank you very much. 

UTZINGER: 

Thank you Marilyn. It's good to have two speakers from New York. A 
long way from home. And we appreciate your coming out and participating 
in our conference. I think it is important that we do help our children 
learn about agriculture and horticulture, because if we don't get the job 
done, I don't know who is going to do it for us. So, I think anything we 
can do to interest young people in agriculture is a step in the right di
rection. I hope you agree with that. I think the next thing we need to 
do is hear from, I hope I pronounce this name right, is it the Gastier 
operation? Okay. 

First, I'll apologize to anyone who had to sit through my slides last 
year. I'm afraid they're the same. I'm Ted Gastier. We're located up 
near Lake Erie near Sandusky, Ohio. Which happens to be the home of Cedar 
Point. And that is to our benefit. They pack quite a few people in there 
during the summer months. We had the opportunity four years ago now to 
lease a spot of ground there to put a small roadside market, which actually 
serves as a satellite to our home market. We had mixed feelings about 
this. We were afraid it would detract from our business at home. We're 
mainly in production of mainly melons and sweet corn, tomatoes, cabbage, 
and through the years of seeing the need to retail rather than wholesale 
because of the great markups that are possible over what a wholesale price 
can be. So, we have moved more into retail and found it to be quite in
teresting in that we still are increasing our business at home. Even 
though we have another market within two miles of it, we are still able 
to retail to a little bit different clientele. Local people come where 
we are at the farm where we're on a side road and there's less traffic. 
The traffic on the main road that goes into.Cedar Point, of course, is 
pretty hectic. I've got a few slides to show you some.of the things 
we've done down there. 

This is kind of an overall view. I don't know whether you can notice 
or not, but this building has a hitch to the front of it there. We jack 
it up in the fall, put wheels under it and drag it home. In fact, every
thing that's there comes home in the fall. I think there's a better picture 
of the display wagon and the truck, so let's move on. This is what I call 
"Impulse." Right in the front of our market is a display case. There's 
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nothing unusual about it, except it's mostly finger fruit. What I call 
Finger Fruit. Something you can pick up in your hand and you grab a bag
ful of it and you take it along with you and eat it on the way to Cedar 
Point. Keep it cool, keep it looking fresh. And it's strictly impulse. 
You walk and you know how hard it is to turn down a nice juicy cherry. Or 
a nice peach. 

This old gal has been good to us. We get quite a bit of comment about 
it. In fact, we take it home at night. We don't trust it down there. 
Afraid it might walk off by itself. We use it out front for display. It 
draws attention to our little stand, draws attention to itself and mainly 
it draws attention to the produce. This is a display wagon that also we 
have out front. It serves two purposes for us. We're located directly 
across the road from what was a Holiday Inn Travel Park. It's now just 
Holiday Travel Park, the Holiday Inn people have dropped all their travel 
parks. We go over there in the evening when people have returned from their 
side trips to Cedar Point or some of the other little places around in the 
community. It's been quite successful for us. We meet a lot of interest
ing people and one thing that we do is we're able to provide a service in 
providing fresh produce,most of it being from our farm. 

Success stories--we kicked this around coming down here today and I 
guess still I think my biggest success is that we've finally been able to 
wash all of our melons, our watermelons and our muskmelons. That may seem 
strange, but it brought us two things. We raise about 20 acres. We're 
handling quite a bit of volume. But we think it's important. First of all, 
we're on a dark silt loam that gets just a little bit sticky when it's wet. 
If you can picture a melon with just a trace of smudge, say of black dirt 
that sweats in a display case, runs all over. Also picture in your mind 
a gal coming in in her Sunday best picking up this melon and looking it 
over. So, that was one reason to wash. Also, we picked up some shell 
flies, believe it or not, we've got a secret patent on our process. 
Actually, we just dump some chlorine in the wash water. We think we pick 
up a couple extra days of shelf life in storage, cold storage, this way. 
It tends to dry out that blossom end. We've been real happy with it, and 
as I say, I think that's our biggest success. Increasing shelf life and 
putting a better product on our own market shelf and also out of other re
tail outlets that we supply. 

Our failure, I think that was obvious this year. The town of Milan 
has a melon festival for three days on Labor Day weekend. Two years ago 
we thought this would be unique. We'd put our tri-axle flatbed truck in 
this parade with the kids on the back, passing out slices of muskmelon 
and watermelon. It really went great and we had a lot of good comments 
about it. No problems. So we decided to do the same thing again this 
year. The only thing we changed, we put some produce on the truck along 
with the melon slices. In fact, we lined the whole side of the truck, 22 
foot flatbed with baskets of melons and other produce. Members of the 
area bands were in the parade ahead of us. The band got done before we 
got through the parade and they were waiting for that truck. I think they 
had remembered it from the year before and if you've ever seen pictures 
of kids waiting in a line in an area, that's had a natural disaster, for 
example, an earthquake situation, it is kids waiting in line for something 
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to eat. That's the situation we had on our hands. It was just utter 
chaos. We finally got quite concerned about the safety of the whole thing. 
We had a moving truck with people hanging on the sides trying to grab 
melons. It was just one of those things that got completely out of hand 
from one year to the next. So, we're going to have to change that. That 
was probably our biggest failure. 

Just one more comment. We were talking about sweet corn varieties. 
I'm going to mention Sweet Sal. You ought to give it a try. I think 
we're going to see Sweet Sal do what Sweet Sue has done for us. It's a 
bi-color. It's a little bit earlier than Sweet Sue. Also, it has a great 
deal more plant vigor in our area. It's been real successful for us. 
Thank you. 

UTZINGER: 

Mr. Gastier, do you have anyone else from your market that you'd like 
to introduce? Thank you. Okay. Mr. Bowman are you ready? We'll hear 
from you at this time. Does anyone else have slides that they would like 
to have projected? Okay, Dr. Boyne will take them. 

I'm Allen Bowman and this is my wife Judy. We finally make it down 
here. We were a little bit late. We slid here from the Cleveland area. 
Mr. Gastier here, it's interesting that we are on the program, one right 
after the other, because the Holfday Travel Park that he mentioned belongs 
to my father-in-law. And they do do a good business over there. Dad is 
always talking about them coming over with the wagon and if any of you 
have this type of opportunity, it certainly would be worth trying to find 
out if it would work or not. 

My wife and I and my parents run and own and operate Hillside Orchard, 
which is in Hinkley. And everybody knows where Hinkley is, because that's 
where the buzzards are. But they're also famous for our strawberries and 
watermelon and cantaloupe. Not everybody knows that yet, but they soon 
will. I have six slides with us today. 

We start out in the spring with strawberries; that's our first pro
duce for the year. The particular strawberries you see there in front of 
my wife, who I'll introduce later, are some of the first strawberries that 
we picked this year. You'll notice that over on the left of the picture, 
you'll see some of the berries wrapped in cellophane. Those are Delites. 
If any of you are raising ·Delite strawberries, you have an idea what they 
are. If you're not raising Delites and you're in the strawberry business, 
I'd highly recommend it. It's a berry about· the size of a silver dollar 
and the first 75% of the berries you pick, will be that size. After that 
they do get a little smaller. About the size of Red Chief. Those berries 
we sold for $1.25 a quart this year. And the people just literally gobbled 
them up. The berries on the right are Red Chief and we sold those for $1.00 
because they are smaller size. Invariably the Delites went first and the 
only reason we sold the Red Chief was because there were no more Delites. 
So, price is not important as many of us know in the produce market, 
quality is the most important thing. Ours is not a big operation, as far 
as strawberries are concerned. We have an acre of strawberries and we 
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picked a little over 5,000 quarts this year. It's mainly pick-your-own, 
but about a thousand of those we did pick ourselves and sell at the stand. 
And the other 4.000 were the pick-your-own. 

One of the other things that we grow in tomatoes. We grew about a 
ton of tomatoes. We keep track of it by pounds as we pick them. And this 
was just a very colorful picture, so we put that in. We did not throw 
away one single tomato this year, beginning from about the middle of July 
when we first started picking, and we had tomatoes for sale at the stand 
'til the end of October. We raise three different varieties and have 
spaced them so that they are continually being ripening from mid-July 
until the end of October. We found that to be very successful for us. 
We also raise our own. Everything we sell, by the way, we raise ourselves; 
we do not buy anything on the outside. The next thing that comes along 
is sweet corn and we have about eight acres of sweet corn. And again, 
everything that we can grow is sold directly through the stand. We also 
have cantaloupe and watermelon and many people other than those people 
up around the lake, do not believe that you can raise watermelon in Ohio. 
We grow two kinds. We grow the Charleston Grey and the Crimson Sweet. 
The Charleston Grey averaged 30 pounds for us this year, and the Crimson 
Sweet averaged 25. And people look at those watermelons and they just 
can't believe they're grown here in northern Ohio, but they are and it has 
done a lot for our reputation. Cantaloupe--we grow just one variety--the 
Saticoy, which is a hybrid from Harris Seed. And every year we plant more 
and more plants. We have pumpkins; we grow about 11 to 12 tons of pumpkins 
every year and sell everyone of them. Halloween or the day before Hallo
ween, we are virtually out of pumpkins. The watermelon you can see there 
again the apples. We have about 10 acres of fruit now. Mainly apples. 

Dad has had the orchard for about 30 years. And it's been just a 
small part-time operation. Two years ago my wife and I went in with him 
on it. And we are now increasing the size and the number of things that 
we grow. Last year at the Roadside Marketing Conference, we got the idea 
of going into jams and jellies, popcorn, apple butter, honey and that type 
of thing. It never had been sold at our stand before. So, on the 15th 
of September, we put our first display of jams and jellies, apple butter 
and so on on the stand. From the 15th of September until about the 15th 
of November, we went through a little over $1,200 in jams and jellies and 
apple butter and popcorn. So, if you've not tried it, and you have a lot 
of traffic flow, because that's really what it takes, of course, it is 
something that you should definitely try. It will be well worth the money 
invested and well worth the display space you make in your store or in 
your roadside stand. It went over so well that we then turned part of our 
huge apple crop and many of you who have apples this year know that this 
is about the biggest you've ever picked as far as quantity is concerned. 
So we made 195 gallons of apple butter in December, which we will hope to 
sell by the end of November. We may be wrong. We may have to go out and 
make more or we may have some carried over to another year. But time 
will tell. We also went into little decorative baskets around Halloween 
and Thanksgiving time which again went over quite well. We were real 
pleased with trying to do it. Trying to see what would happen with it. 
And we were pleased with the results. This is later on in the fall. You 
see we have Indian corn. The door decorations up on top are something 
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else that went real well. Put three ears together, put a ribbon on it, 
sell it for $2.25 and you'll usually sell as many as you can make. The 
gourds, we grow a lot of gourds as well as the Indian Corn. We also grow 
all the apples and everything that you see there. We're also into peaches, 
but the trouble with growing peaches in northern Ohio is that's a diffi
cult process. The weather and the peaches don't get along together. And 
that gives you an idea of what we do at Hillside Orchard from beginning 
of June until usually the end of November. But this year we are still 
sitting on some apples, so we're still selling apples, which is unusual 
for us this late in the season. 

Our next big step for next year or perhaps the following year, will 
be an inside retail building. We will not have the outdoor stand like you 
see there. Our business has grown to the point where we feel that we need 
this as the next step in our operation. And that pretty well gives you an 
idea of what we do. I'd like to introduce my wife, because she does a lot 
of the work, all the signs and decorations and everything you saw there, 
so if she would stand up, you can meet my wife, Judy. 

UTZINGER: 

Thank you, Mr. Bowman. That large strawberry that you were mention
ing, Delite. Would you spell Delite for us in case we want to look for it 
in the catalog? Okay, not Delight? Also, the tomatoes you were growing. 
Did you grow those in cages? 

Part of them yes and part of them no. We find cages very successful 
and it works quite well on one particular tomato, Red Pak from Harris Seed. 
It is an excellent cage tomato and it is just fantastic. 

UTZINGER: 

I'm glad you mentioned that name because I guess if we want to grow 
those tomatoes in cages we have to be sure we get the right kind. Other
wise, they'll badly overgrow the cages. So, thank you very much. Let's 
see, I think we're ready for our next slide presentation. Does anyone 
else have slides? Okay, if you would give them to Dr. Boyne please. 

I'm William Ramsey from the Pilot Knob Market at Berea, Kentucky. 
Pilot Knob's source of vegetables is a cooperative of farmers in the area 
around Berea, Kentucky. We have growers on very small farms who grow be
tween 1/4 of an acre and an acre apiece. They are in a 25 mile radius of 
Berea. This is our market building with kind of a striking architecture 
and we put the pumpkins out in front and the more and bigger pt.m1.pkins we 
can get, the more we can sell. One of the interesting things we have 
found to be very successful at our market is the dig-your-own chrysanthemum 
operation. This year we had 3,000 chrysanthemum plants, and this is prob
ably the major drawing card for our market in the fall. We also had a 
sorghum molasses making operation and this year we ended up selling 350 
gallons of the molasses. The man and his wife who are making it are mem
bers of the cooperative association that grows vegetables for the market. 
And he's an excellent grower of sorghum and sorghum is very popular in 
our area. Here's another picture of the sorghum operation. People come 
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from all around just to see it made, because they all used to make it when 
they were kids. This last slide that I have shows the display we make of 
flowers for the entranceway to the Craftman's Fair that is held every fall 
near Berea. We have an agreement with the people who run the fair that we 
will make this display of our flowers and Indian corn and the like and in 
return, we are allowed to sell our produce. It is probably the biggest 
weekend of the year. Thank you. 

UTZINGER: 

I think I want to be sure to pick up your name. It was Pilot Knob 
Market and your name is Bill Ramsey. And Bill, did you bring anyone else 
with you from the market? Okay, fine, thank you Bill. There certainly 
were some beautiful mums. Okay. I think we do have one more set of slides. 
I think we're ready for that presentation. 

Hi, I'm Dave Renick from Ashville, Ohio, which is about 15 miles south 
of Columbus. We're a family market. The name of our market is Renick's 
Family Market and we specialize pretty much in sweet corn, cantaloupes, 
watermelon, and the fall items like squash and pumpkins. Here's a picture 
of our market. We had an older market; this is the market we have now. 
We had a small roadside market; it was a temporary building which we had 
for about 11 years. Then we had this market built. Since this picture, 
we've hatl our name painted up on the roof--Renick's Family Market and it 
was painted on there as an advertisement. And it worked out quite well. 
We used to have quite a problem, people would buy sweet corn and then they 
would bring it back and they would say, this was terrible stuff, and we 
would look at it and here we weren't even selling yellow sweet corn at that 
particular time. So, we knew they were getting us mixed up with other folks 
up and down the highway. And since we've had our name on the roof, we 
have had hardly any problem with people getting us confused with other peo
ple. This ~s an inside picture of our market. This wall there is plywood 
in the picture, but it now has barnsiding on it to give it a little country 
effect. And where this white peg board is, we now have a large ear of 
sweet corn, red and yellow and it has a list of what we have on there with 
the price per dozen and per bushel. And it kind of emphasizes the corn and 
the country effect. Another thing here you'll see a square where we have 
girls inside selling across the counter, and we'll have sweet corn behind 
that counter and we'll have some over here on the counter also. If a per
son is in a hurry, the girls will go ahead and sack it up for them. If 
they're not in a hurry, then they can go ahead and pick out their own corn 
and put it in sacks and we take care of it right there at the cash register. 
We have other things inside the market that they'll bring up to this square 
counter and pay for and we'll put it in sacks for them. 

This picture here was taken in the fall when you can buy all the 
pumpkins you can carry for a price. We have an old farm wagon that we 
put pumpkins on and one of these telephone company wheels that we use to 
display some things. We'll sell pumpkins out of here in the fall. Another 
thing that helps us is the Circleville Pumpkin Show. How many folks have 
heard of it? Quite a few of you. It's supposedly the world's greatest 
free show and it's down the road about eight miles. We get a lot of traf
fic going back from the Pumpkin Show. And a lot of time people will come 
here and buy pumpkins on the way back. 
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One new thing we tried this year that was real successful was a yel
low sweet corn called Golden Sweet, and it was a super sweet type sweet 
corn. People seemed to like it real well; it had good flavor and had extra 
sweetness·. And it stayed sweet. People could take it home and take it 
out of the refrigerator three days later and it still had good sweetness. 
I've tried, I did quite a bit of research this summer calling different 
universities and places, to find out what was going on in supersweets and 
it seems that just about all the seed companies are experimenting, but most 
haven't released them yet. One seed company representative said that this 
will be the sweet corn of the future since people buy sweet corn just be
cause it is sweet. This new sweet gene is being bred into regular varieties 
now so that it will become commercially feasible. The first supersweets 
had a lot of problems with them, cold weather germination, yield and what 
have you. They were more for the home gardener than for the commercial 
operator. But now this new one we tried had a real good yield and it had 
good flavor and it was a good all around sweet corn. And probably next 
year, we'll probably have I'd say around five new supersweet varieties on 
trial. If we could have the light back on, I'd like to introduce my wife 
Linda. Linda, would you please stand up. 

UTZINGER: 

We do appreciate your mentioning the supersweet. I think people would 
rather have sweet corn rather than starchy corn. I think we do need to be 
concerned about the quality, but I think we also need to get an acceptable 
number of dozen, marketable ears per acre. Dave, what do you consider, 
if I don't put you on the spot, what would you like to have, how many mar
ketable dozen per acre on the supersweet? 

I'd like to have them all as good as Gold Cup, but I don't know if 
you folks raised Sun Dance, some of you mentioned that. This Golden Sweet 
was not quite as good as Sun Dance, but it was as good as the Golden Queen. 

UTZINGER: 

Do you get a thousand marketable dozen per acre, do you think? 

We pick by the pallet box; we don't really count them out. It's hard 
for me to give an actual number, but I think the yield on this kind was at 
least as good as on our other varieties. 

UTZINGER: 

Thank you, Dave. Do you need to stretch? I think we're pretty well 
through the slide program. And now I think what we'll do is go around and 
some of you who were not able to bring slides, but we'd sure like to still 
meet you and we would like to hear any of your successes you'd care to 
share with us or any of your failures, or just anything that you think 
might be helpful to our audience. 

Wll, I'm going to mainly introduce myself. My name is Ron Rissmiller 
and I live about 30 miles northwest of here at Arcanum, Ohio, and I want 
to introduce my wife Sharon. We are just starting; matter of fact, this is 
our first year in corn and tomatoes. We've learned a lot; haven't had that 
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much success. The retail part didn't go as well as we would like, but we 
did manage to move everything on a wholesale basis. This year we've been 
planning, I suppose, from the very time that we sold everyting in the fall. 
So, we've oeen planning now for over the winter and hope to have a much 
better year. Thank you. 

I'm Dave Cooper from Bucyrus, Ohio, and my wife who's over in another 
session, Marian, we run Cooper's Country Market. We're a seasonal market. 
We're going to stop and pick up our geranium cuttings on the way home from 
the seminar. We've got two greenhouses; we started in '72 with greenhouses 
and our own bedding plants. Then we grow about 25 acres of vegetables, 
melons, corn, and in the fall we have an "Old Time Day" to sell our pumpkins 
and so forth. We had three steam engines and we made sorghum and apple 
butter. We had about 1,200 and some people show up for that day. It was 
terrible and it was nice. We invited a church group to have a ham and bean 
dinner in the greenhouse last year, 1977. They serve it in the greenhouse 
as a restaurant. They sold 50 pounds of beans cooked in the ham and bean 
soup. One of the ladies from the church works for me and she said they're 
going to cook another 50 pounds in 1978, just 50 pounds. I told her you're 
cooking 75, and they told me they were cooking 50 pounds, so I bought them 
75 pounds of beans, and the ham and everything, and told them if they 
wanted to do it next year, they were going to cook it, and they did. And 
wouldn't you know, it started raining on Thursday, it's only a Saturday 
event, and it rained Thursday and Friday. Saturday morning when they came, 
the minister came to me and invited me for bean soup after church the next 
day. But at 10:30 it quit raining; they only had about five or six quarts 
left, so they said they were going to cook 100 next year. So, it was a 
very successful thing, but we've never made any money at it yet, but we're 
looking down the road. It brings a lot of people and we've had people come 
from 80, 90 miles just to come to our "Old Time Day," so word of mouth is 
getting around. We started another thing last year; we moved our old market 
building ou~ to our greenhouse and fixed it up as a Christmas Shop. We make 
our jams, jellies, and apple butter, and so we started putting them in gift 
boxes for Christmas. My wife and I are going to host the gift box session 
tomorrow night after the program. We'd like to see a lot of you there. 
We're not going to be on the program, but we brought a couple of our gift 
boxes along. It will take time to get our boxes going, but it's working 
fine. 

My name's Walter McClury from over about five miles west of Delaware, 
Ohio. I have a large garden,kind of expanded that last year into three 
acres, and about one-half acre of green beans. We sold what I wanted to 
pick. We've come here this year to see what we might do to expand next 
year and kind of get into this business. I've been around and talked to 
a lot of you, and thought I'd come here and hear you all together. 

I'm Gerald Yarnell and this is my wife Barbara from Westerville, Ohio. 
That's just north of Columbus. We operate a seasonal market. We just sell 
what we raise there, sweet corn being the main and then we have tomatoes 
and pumpkins in the fall. I think one thing that is becoming unique with 
us is kid's tours. I know someone else said the little kids come out and 
well, we started on pumpkins. This year we had 3,600 kids come out and I 
know we turned down 2,000 more that we just couldn't take. Sometimes there 
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would be six or eight busloads of kids, and we found out that 5, 6, 7 year 
olds enjoy it more than the bigger kids. I know several teachers after
wards commented tliat it was the best tour they had ever had because it 
was geared to their level and they can•t find tours geared to this level. 
I think that if some of you have farms or opportunities and have schools 
around that there is an opportunity here and it is good advertising. 

I'm Lawrence Gillespie and I'm from Yarmouth, Maine. It's ten miles 
north. And I'm a little mike shy. This is my wife Theresa, and we raise 
approximately 80 acres of mixed produce, and we have the problem of a very 
short season. Ma.inly we raise about 30 acres of sweet corn and we raise 
about 30 other vegetables, anything from asparagus to tomatoes, cucumbers, 
all the way through. And we retail probably 90 to 95% through our market. 
And we're here to learn a little bit. 

I'm Wally Thomen from Mt. Vernon, Ohio. We're predominately a poultry 
farm which we retail a lot of eggs. We also have some pick-your-own straw
berries. The only unique thing about our business is we do sell a lot of 
stuff on the honor system. When you don't have enough to pay you to be 
there when you can do something else, we have found the honor system has 
worked real well. 

My name is Nancy Scott and I run an operation called Apple Hill out 
on Henrietta Hill which is located about nine miles north of Oberlin. We 
are six miles south of Lake Erie, and 40 miles west of Cleveland. If any 
of you are familiar with the Woolly Bear Festival, we're right on the way 
from Cleveland out to the Woolly Bear Festival, and about three miles east 
of that. And when somebody mentioned festivals. This was my first year 
open and I never realized how many people could come out there on a week
end to attend a festival. It really is fantastic. So, that's one idea to 
capitalize on, another one that they have out there is an antique festival 
and if you're involved in that type of thing, it's very successful. And 
then I also had my mother come up to what we call Apple Hill and she made 
apple butter out in one of those copper kettles outside. That really 
worked out well too. That day I had her church women do it; we sold 80 
quarts of just what they made, and then I had purchased 20 cases. We sold 
about half of those on that same day. Another thing that I had was jack
o-lantern contests, but that really didn't go over so well. I'm going to 
be very interested in this pumpkin fantasy land. Ithink there might be 
some good ideas and I love the painted pumpkins. I'd like to find out 
what kind of paint was used on some of those pumpkins. That was an excel
lent idea. Our main operation is pick-your-own and I also had an apple 
wagon. I picked that up from Chudleigh Orchards, which is up in Canada. 
He uses a wagon to bring people in and out of the orchard. And especially 
for kids, they'll bring their parents out just so they get a ride on the 
wagon in and out of the orchard. 

I should say something to you. I'm going to be your speaker tomorrow, 
so you're going to hear enough of me then. My name is Gene Wilcox. I'm 
from Boyerstown, Pennsylvania, Boyerstown Burial Casket, Boyerstown Body 
Works. We grow about 250 acres of vegetables, about 140 acres of sweet 
corn, as well as tomatoes and some different vegetables. One thing, I 
don't know how many of you have a brochure for your market, but a brochure 
is one of the most important things, I believe, in advertising. We brought 
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some extra brochures that just came from 
days ago. I have maybe a hundred or so. 
away, or I mean, I'll leave up there and 
ideas from them. You should update your 
three years. 

the printer about three or four 
There's that many that I'll give 

you can pick them up and get some 
brochure every two, or maybe 

I'm Chuck Lawhead from DeSoto, Kansas. We've been in the business 
since about 1955, and we have a pole type market building. It's all open 
air. You can walk in from any direction or out from any direction. I 
would like to make a comment on the parking. I've heard some of these 
people say that they were having trouble with the parking area. A friend 
of mine who was in the business for quite some number of years pointed out 
that if customers could get in anytime they want to, they would drive on 
by, but if they see they can't get in, they'll come back to see why they 
couldn't get in. So, just don't forget it. We raise the normal crops, 
I think everybody else does, okra, sweet potatoes, sweet corn; we've got 
from 100 to 150 acres of vegetables. It depends on the season, how the 
rains look and what kind of notion you get in. We start with bedding plants 
in the spring. We're open from about the 10th of April to Halloween. We 
close up Halloween and we're definitely glad to. Open seven days a week. 
One thing we have found that works well for us in the fall in pumpkins is 
what I call a totem pole. We'll take an iron spike and weld it into an 
old discarded disk blade and just stack pumpkins on top of them and carve 
them out to suit yourself. You can have any type totem pole you want. We 
raise cantaloupes, watermelons, and while we're on watermelons, we do raise 
the Crimson Sweet which, by the way, was developed at Manhattan, Kansas at 
Kansas State University. Had to get that plug in. My wife Frances; it 
is a family operation. My son's getting into it now and his wife. So 
good luck to everybody. 

I knew I should have sat in the back row. This is like church. I'm 
Ron Stacy and this is my wife Joan. I run Stacy's Farms in Marietta, Ohio. 
And we've been operating for a number of years. My grandfather really 
started the farm, but in the past two years we've got into the retail end 
of it, and I'm in more or less partnership with my oldest son. We raise 
all kinds of vegetables, tomatoes, cabbage, sweet corn, and a lot of cu
cumbers. This retailing,roadside marketing, this is my second or third 
year here I guess. I came to learn. On our sweet corn, we didn't raise 
enough. We sold out. I guaranteed customers sweet corn that was pulled 
that day. If we had any sweet corn left over at the end of the day, it 
was dumped. Most of the days we were literally sold out by ten o'clock in 
the morning. People started stopping on their way home from work and 
leaving their name and taking orders for sweet corn. My boy is out look
ing for more ground to rent or buy right now. Thank you. 

I'm Lillian Swank. The name tag says we're from Annedelle, Virginia, 
which is where we do live, but I am a transplanted Buckeye. We've been 
there for about 18 years, but we are moving back to Ohio in about a year 
and a half and are going to take over my dad's fruit farm in northeastern 
Ohio. Some of you may know my dad, Tom White, who has been in the fruit 
business for some 60 years and will be 85 soon. We plan to come back and 
build a roadside market. This is why we were here last year and here again 
this year. This is part of our vacation time. Our son and daughter are 
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back home in Virginia holding the fort there for us. Tom is 17 and Cindy 
is 12. Tom plans to enter Ohio State when we come back; we don't know 
what field he'll be in, but we hope at that time, ittll be a three-genera
tion family. 

My name is Jerry Suter, part of, one-fourth of Suter Produce, Inc. 
from Pandora, ·Ohio. We mostly specialize in strawberries, pick-your-own 
completely in strawberries, sweet corn, and muskmelons. The other three 
members are Gene Suter, that's my dad. He's in the pick-your-own session. 
And Russell Suter, who couldn't be here and his son Ron who couldn't be 
here; they just had a baby boy. If I get a phone call, then I'll go home 
and expect a baby boy there, too. I don't know. I realize this isn't 
pick-your-own, but I've heard a lot of people talk about pick-your-own. 
One idea that's worked real well for us in sweet corn is to utilize all 
your acreage and not have any spaces. We plant about s.ix varieties for 
the pick-your-own people and to keep the people in the correct rows, we 
plant the first variety and then we might plant the fourth variety beside 
it which gets a lot taller, and we tell the people, "Stay in the short 
rows." It would be like first, fourth, second, fifth, third, sixth, right 
down the row. And then, when the first variety is done, we take the tractor 
and pull it off, and it separates, the people stay in the right rows better 
for us. 

I'm Jean Hileman from the Kistaco Farm Market in Apollo, Pennsylvania. 
We're about 35 miles northeast of Pittsburgh. Our main crop is apples. 
We have peaches, which come and go by the year, blueberries, vegetables, 
and my husband is over trying to find out about pick-your-own strawberries. 
Our success story in '78, I guess, was that we had a crop. In '77 we 
froze out and had 900 bushel on 60 acres of apples, but we had a crop of 
over 25,000 this year. So, we decided we had too many and needed to get 
rid of some. So, we cut down some of our trees and advertised free fire
wood, if you come and haul it away. Now we can go back and start pruning 
the rest of the orchard because they've come and cleaned everything up. 
They really did a super job and people said you should have advertised 
five dollars. Well, I don't know; maybe it would have worked the same as 
the free firewood, but they sure came in and hauled it away. It's a ter
rific way we think to get rid of an orchard that has to be cut down. 

My name is William Eades from Lexington, Kentucky. I've been raising 
approximately seven acres of vegetables each year for the last three years, 
just paying my way through school. I'm graduating this year and going to 
change my major. I like this business and I'm here to learn how to get 
into it big. 

I'm Jane Brown and I'm from Windsor, Connecticut, just a little north 
of Hartford. It's my first year here. My husband is in another section, 
and he's the fourth generation of shade tobacco growing, and we're look
ing to say "Bye" to that and "Hello" to a few pick-your-own crops. So, 
I'm open to any and all advice. Please. Especially in advertising since 
that's been assigned to me. 

Itm Charlie Sager from Portland, Indiana. I just have a small apple 
orchard. I set it out 14 years ago as a hobby, but it keeps getting bigger. 
It's getting bigger and I'm getting older. My wife and I both work. Right 
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now we have grandchildren who do all the picking for us. I think eventu
ally we'll have to go to pick-your-own, because as r said, it's getting 
to be more work all the time. As far as vegetables that most of you are 
interested in, we raise our own. What we don't raise. usually comes from 
Jutte's, which isn't very far away. 

Hi, I'm Wendy Fairty and I'm from Fairwood Garden Center. We're 
located 22 miles northeast of Toronto, Ontario. Our garden center is 
very diversified; we're into box plants. We're into firewood. We sell 
sod, retaining wall timbers for fencing material, anything where there is 
a fast buck, we'll try and promote it. My success has been that I couldn't 
supply my demand this year. That's a failure also, inasmuch as it was very 
frustrating to see people there with the dollar and you're there with 
nothing. My failure was I unfortunately had an all-female employee team 
this year. I am a woman's libber to a certain extent, but I soon learned 
that next year we're going to have some male muscle, and that I'm not going 
to be doing all the lifting. 

I'm Joyce Fulton; my husband is in the other session. And he's the 
spokesman for the farm. We live in Troy, Ohio, which is just about 20 
miles straight up 75 over on State Route 202. Our youngest son, Ben, is 
here. He is a junior in high school, and my other son's girlfriend is 
here, Bev; and our youngest daughter, Elizabeth. 

I'm Kay Gibbs and we have pick-your-own apples. And we picked them 
in bulk bins, had our pickers do it. We intended to bring them on down to 
the house where we could sort and suddenly these people began to pick their 
own, on rainy days especially, out of the bulk bins. So then we got to the 
place where that's all we did. Brought them in and let them pick their 
own, if they wanted them, the old lady could take care of that too, they 
don't have to climb a tree. 

Howard Adae, Midland, Ohio. I want to introduce my wife Alice, and 
Jo Culter and Marilyn Pagan. They're the girls that help us in the sales 
room. We have 40 acres of apples, about seven and a half acres of pick
your-own strawberries. The farm market is open from about the 1st of Sep
tember until after Christmas, and closed as soon as we can sell out after 
that. We'll be open maybe two or three more weekends. In the winter we're 
just open Friday, Saturday and Sunday. 

I'm Gene Gleason and this is my wife Darlene. This is my first year 
here. I'm starting my 20th year in the trucking business. I'm terminal 
manager for I.R.C. Motor Freight at Muncie, Indiana. We have a terminal 
here in Dayton. I come walking in the room today and I see Charlie Sager 
here from Portland, Indiana, who was one of my customers. I have four 
sons and I think probably I've started about ten years too late coming 
over here, because the oldest one is 21 now. He has a wife. What I'm 
trying to do is get something established to get them interested in it. We 
have been raising sweet corn and tomatoes for the last eight years, kind 
of as a hobby and kind of as a relaxation to me in the evening when I come 
home from the trucking business, because it gets kind of wild sometimes. 
I did visit the Stuckey Farm down at Sheridan, Indiana this summer when I 
was down at my brother's at Karmel and was real impressed with it. We 
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would like to get into the U-pick business in strawberries. I have 40 
acres. I don't know whether that's enough or not, but we're going to try 
it. 

I'm Warren Elbon, Oregonia, Ohio. I live about 30 miles down the 
road here just a little farther than these two fellows here. We're close 
to Lebanon. I raise mostly green beans, which I haven't heard too many 
people mention yet. And sweet corn; it's just a side line on the farm. 
I've got 450 acres I farm with soybeans and corn. The main thing I aim 
to do is not have any overhead. I keep all my books in my hip pocket, the 
only building we've got is an outside John, so everything is done outside 
under a tree or an old flat top wagon. But we've gone to pick-your-own in 
about everything. Raise a few tomatoes and a little okra. Heard a fellow 
mention okra a while ago. That goes big. 

I'm Carolyn Schmotzer and this is my husband, Norm. Two years ago 
my husband I bought a 50 acre farm in Avon· Lake, Ohio, and we have mainly 
apples and also peaches, pears, and prune-plums. We sell just what we've 
grown. We have our cider pressed at Mo's, who are here, and they'll tell 
you about their operation later. 

My name is Henry Dempsey, my wife Esther; we're from New York state. 
And we are strictly a grandma-grandpa operation. We both work nights and 
run the stand daytime. And this years sales are 25% over last year. And 
one thing we've had real good results with this year is making fruit bas
kets. Last year we started out with just a few of them, and then at 
Thanksgiving time we had quite a few orders. The week of Christmas we put 
up 250 fruit baskets and we took them to work and people came and got them. 
We were very surprised. Last year we went to the Roadside Marketing con
ference in Albany and one thing they stressed about bedding plants was, 
"Take the plants off the ground, put them 30 inches on anything, and you'll 
increase your sales 30%." And I thought they were talking through their 
hats, so I was sure surprised this year when we raised everything we had 
on tables. It doesn't make a difference what you put under them. Raise 
them up off the ground so the old ladies don't have to bend down to pick 
the plants up. 

I'm Sue Hendrickson; I'm from Miamisburg, Ohio, which is about as 
close as you can get to Dayton without being in Dayton, so I didn't really 
have to go too far. I'm just starting. My biggest success so far has 
been to dig almost all the holes I need for the trees I'm going to put in 
next spring. I'm planning on eventually having 6 to 700 apple trees, no 
peaches, I've heard too much about them. And I will start in the spring 
with bedding plants, strawberries, pick-your-own, hopefully. Then to 
summer vegetables and apples in the fall. 

My name is Frank Fechek, Frank's Fruit Farm here in East Dayton, Ohio. 
I probably would qualify as the closest farm to the Dayton area. Maybe 
two successes in this past year, in addition to a benevolent, great crop 
provided by Mother Nature.· One is I have a step van which I loaded up ·one 
day and took out to the Clifton Mills' "Clifton Days." And anyone who 
can go to a festival of some sort, that's a bet you certainly should not 
miss. And then the other, being on the other end of a nonfamily operation, 
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I moonlight the farm, sympathizing with our friend north of Toronto, I'm 
not a chauvinist so my success this year was I went to housewives to do 
my gardening. They love to work part-time and they love a job that can 
be scheduled at their convenience. And they graded all my apples wonder
fully with a delicate touch, and that's certainly to be considered. It 
worked very well for me. 

I'm Theresa Copeland from Covington, Ohio, and this is my husband, 
Joseph. And it's Copeland-Brezino Apple Orchard. He is still working in 
the factory and this business is mine. I retired six years ago, going on 
seven from May Smith, but I thought I was retiring. I will give it to him 
when he gets ready. A success we had was in 1976. First, to start off 
with, we raised our bees first and then started the orchard, just for pol
lination. In 1976 I won a silver bowl award in competition all over the 
United States in my extra-light amber honey. And in San Antonio, Texas 
we won third in a show of honey from all over the United States, plus 
foreign countries. Also, two years ago in Troy, Ohio we were asked by the 
Fultons to participate in a strawberry festival. Mrs. Fulton would know. 
I said, "Well, what would we sell?" They said, "Your honey." And we also 
had white hulless popcorn, which has been favorable for us. We start from 
July selling our apples. We have 1,400 fruit trees, so we have the pick
ing and my husband helps in the evenings. And on pumpkins, I would like 
to add that we grew them this year and we put the macrame, one at the bot
tom, one at the top and I couldn't sell enough, because I didn't have 
enough. 

My name is Charlie Howe. Howe's Farm Products and this is my wife 
Carol. We're from Massachusetts. We grow approximately about 200 acres, 
give or take a few acres, of vegetables. The biggest problem was getting 
here today. I wanted to drive, my wife wanted to fly, and we chose the 
flying method and we ended up getting taxi service from Cleveland to get 
here. 

My name's Richard Lapinski from Lapinski Farm, West Springfield, 
Massachusetts. We raise about 100 acres of vegetables, about two acres 
of greenhouse crops, that's tomatoes and bedding plants. We run a stand 
from Easter until October, Halloween. I'm here with my wife Layne. 

I'm Virginia Rothman, formerly with Hidden Valley Fruit Farm, Lebanon, 
Ohio. During the past year my husband and I sold our roadside market and 
we are in an advisory capacity there. Any success that we had in the road
side business we attribute to attending almost every conference that's been 
held here. I will say that I enjoyed every day I worked in the market, but 
I really haven't missed it since I've been out. 

I'm Scott White; we're located about four miles outside of Scranton, 
Pennsylvania. Scranton is about 150 thousand population, but in the sur
rounding community, it's about 250 thousand. We start out in the spring 
with bedding plants the first or second week of May. We continue on into 
strawberries the first week of June, and something that's gone over very 
well for us has been peas. To take up the slack between strawberries and 
sweet corn. We grow about 100 acres of vegetables, 50 acres of sweet 
corn. And our largest business time of the year is actually in August 
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and then back into October. We started about six years ago with what we 
call the pumpkin ride back to the pumpkin field. The hay ride-~we use 
the kicker wagons and the baler. We started out with the handicapped 
children in the area. And this grew into something where we have a wait
ing list right now where people have reserved a day they want for next 
year to bring their handicapped group out or their kindergarten class. We 
had two hay wagons going steady one afternoon. And we had a little over 
250 people waiting in line for over two and a half hours, just to get a 
ride to the pumpkin field. 

I'm Lloyd Hays from Hays Orchard, Columbia, Ohio. We started out 
being apple growers and then decided to get into the roadside market a 
little bit. We kind of built on to our building. Our major success this 
year is that we are finally going to reach a goal that I've been shooting 
for in the cider business, and that's a quarter of a million gallon. We 
sell some at our market, but we handle several of the roadside markets 
around us. We sell it by tankards, whatever they want to come in and get 
it, we let them have it. I brought my chief winderupper here with me to
night, Nancy. In case you're wondering, she usually does the shoving on 
me and I end up doing a lot of the other stuff. 

I'm Lois Baker, Tillie to most people, from Morrow, Ohio. I'm look
ing forward to the day I can be like Virginia Rothman and not miss the 
market. We have about 75 acres of apples; we have about 10 of grapes; we 
did have peaches, but we're out of it, but not by our choice. We still 
have a good market and it's a family market, and the reason it's a family 
market is our whole family gives their weekends to us all fall. And 
we're very proud of that. After repeated crop failures, we found out we 
had to buy and sell. So, we had to concentrate on our market, and it's been 
good for us. Our long-range hope is that our pick-your-own will be much 
improved when our semi-dwarf trees grow some apples. Right now one suc
cess story I'd like to tell is that we had, we bought four dozen long
handled pickers this year to pass out to our pick-your-own customers. We 
passed them out the first weekend and by the middle of the afternoon, we 
didn't have any pickers. They forgot where they laid them down. So, the 
next weekend we started charging $2.00; you get your money back when you 
bring the picker back. And we got them back that weekend. Didn't have 
any trouble at all. So that's part, that's our failure, they were hard 
on them. They broke them all up. I tell my husband Myron it's a good job 
for a cold winter, to get those all repaired, maybe build them a little 
better for the year. But as I'll repeat again,our long-range plan is 
we're looking forward to the day when our semi-dwarfs come of age. 

I'm Philip Baehr here with my wife from Appleton, New York. Niagara 
County, about 45 miles northeast of Buffalo right on Lake Ontario. Like 
some of the other people who stated it was rough getting here for awhile 
today, but we made it. This is our first year. We grow, between young 
fruit and producing trees, about 90 acres of fruit. We start about the 
Fourth of July with sweet cherries on a U-pick basis and also for sale 
at the road; sour cherries' also the same way. We market them three dif
ferent ways--U-pick, wholesale, and retail. Wholesale going principally 
for pies. Then we get into peaches which is a crop I've heard some people 
have problems with. I can relate to that a little bit, but Lake Ontario 
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helps us out real good. We sell our peaches the same way, U-pick, whole
sale, and retail. Then we get into apples. We haven't started any U-pick 
yet, but Itve got some dwarf plantings that wetre waiting to be in produc
tion this year. I hope for U-pick there. Our season ends about the week 
after Thanksgiving. We usually close about the first of December. We're 
here to learn what we can and I'd like to invite anybody traveling along 
Route 18 on a sunnner vacation to stop and see us. 

I'm John Beckett and I'm from Hamilton, Ohio. My success is that I 
still farm with horses and mules. And the people in town believe that, 
but I do have tractors hidden in the back. But they all come out and think 
I'm antiquated, but I'm glad that they do because the cash register still 
rings. My main thing is sweet corn. I do use the horses and the mules for 
growing it, and I do raise some vegetables. The whole sweet corn and the 
vegetables area is 60 acres. 

I'm Jim Elsner from Ahrens Nursery in Huntingburg, Indiana. That's 
the southwest part of the state. Right now we're mainly just a U-pick 
in strawberries. We sell strawberry plants as a nursery stoc~. We're 
thinking about going into the retail market of vegetables, so we're here 
mainly for a learning experience. 

I'm Joe Massee from Elk Park, North Carolina. That's right between 
Grandfather Mountain and Beech Mountain, if you know where that is. This 
is my wife Ora May and this is our first trip to Ohio, so we're happy to 
be here. We grow about 35 acres of apples and retail the entire crop, at 
a roadside market. We display our apples in 20 bushel bins. All apples 
are sold directly out of the bins. We generally have about 300 bushels on 
display out front all the time. We like to sell out in the open; it seems 
to work better. We also have our own small cider mill that we make 12, 15 
thousand gallons a year, part retail and part wholesale. By the way, while 
we are away, our stand for the rest of this week will operate on self
service honor system. We left it and the kids to open the door in the 
morning and close it in the evening. 

I'm Brian Laidlaw from Norval, Ontario, Canada. Well, I'm a fourth 
generation farmer, I guess. We used to be in cattle and got rid of cattle; 
got tired of working 365 days a year milking cattle. Now we're into apples 
and also have a bit of sweet corn. We're open for lots of advice. 

I came down from Brink.man's Turkey Farms more or less for the ride 
and they trot me in here to take notes. So, I can't tell you an awful 
lot about the operation. They do can their own turkey and can beef and 
dress turkeys and make baskets for Thanksgiving and Christmas and have 
about a 30 or 40 acres vegetable arrangement. I guess I represent their 
failure, because I don't have very good notes. 

I'm Nelson Moes, this is my wife Alice and we're from Vermillon. 
That's west of Cleveland about 40 miles. We operate a cider-melon-market 
stand, selling primarily cider and grape juice in the fall of the year. 
We're op.en from about mid-September until the end of November. That's our 
season. 
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My name is Al Jones from Waynesville, Ohio. A mile north of Waynes
ville on State Route 42. we•ve been farming since 1959; we're trying to 
get off the corn-soybean merry-go-round. Like to get into the retail op
eration if we can. We've always grown vegetables. Have in the past had a 
lot of trouble marketing them, because we're a quarter mile off the road, 
but in the last year we had the good fortune to buy a farm on 42. It's 
on the river.· We hope to grow muskmelons and sweet corn, also, one of our 
plans for the coming year is to grow sugar peas on a pick-your-own basis. 

UTZINGER: 

Well, we certainly appreciate your cooperation in this program. We 
sort of pieced it together. I hope you've heard a lot of good ideas this 
afternoon. I know we've heard some very clever and ingeneous things men
tioned and we do appreciate your cooperation. Did we miss anybody? I'd 
hate to have this happen because we want to get acquainted. There's one 
introduction I would like to make, since Dr. Boyne didn't introduce him
self. I think you need to get acquainted with Dr. Boyne who helped us 
get you all introduced and who is our chairman for the Department of Ag
ricultural Economics and Rural Sociology at Ohio State University and the 
Ohio Agricultural Research and Development Center. 



BROOKS: 

Pick-Your-Own 

Chairman: Bill Brooks 
Department of Horticulture 
The Ohio State University 

My job is to help you get acquainted. Please introduce yourself and 
make any comments you want to make. I hope that you would tell us where 
you are from, city and state, and anything you want to tell us about your 
market, as long as you can do it within the time limit between now and 
5 o'clock. We want new ideas, new and old experiences, successes, fail
ures, etc. I'm not going to put any restrictions on it, because I know 
that most people don't take advantage of the situation like that. I'll 
go back to the other mike and start passing it. Don't be afraid to say 
what you've got to say. I see Findlay isn't snowed out. Welcome, Mr. 
Lawrence. Is that coming through all right? I think we'll just start 
here at the back and work forward. 

I'm Dick McConnell from Mt. Vernon, Ohio. We have a pick-your-own 
operation in small fruits, a roadside market that runs on a seasonal basis 
from about the first of May to about the first of November. Our main em
phasis is on strawberries, raspberries, sweet corn. We started this last 
year with a few blueberries and that will be expanding, because we have 
ten acres set. This last year was the first year we picked any. We had 
a fairly good market season this year. One of the best things that hap
pened this year was we expanded our cherry sales from the Marketing As
sociation and did really a very nice job with them. The people really 
responded well to them. With me is Jim Fridrich and Jeff Wells is start
ing too; he's a student at Ohio State and will be working with us when he 
graduates. 

BROOKS: 

Thank you, Dick. These sour, tart cherries, are these pitted or 
frozen or what is the situation with them? 

They are pitted, but not frozen. They come out of Michigan through 
Farm Markets of Ohio. We were getting them in 10 or 30 pound cans. They 
have sugar packed with them, this keeps them from discoloring during 
shipping. We give the people a date to come and pick them up. That date 
hopefully coincides with the date they are supposed to arrive at our place. 
Last year we had a little trouble with that date, but this year it worked 
out really well. They are fresh cherries. 
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I'm Fred Gygax and this is my wife Jane from Waukesha, Wisconsin. 
We've been here many times before. Most of you know that I'm a small op
erator from up in that part of Wisconsin. But I'll review again for those 
of you who have not been here before. Our main crop is strawberries-
pick-your-own. We have around 20 acres each year, supplemented by about 
18 or 20 employees for a half day for fresh pick berries. We had prac
tically a disaster year; I think there are some others who had that same 
condition last year in Wisconsin. We had rain the first two weekends, 
along with high humidity. Nobody lost a blossom with frost; nobody lost 
a plant with winter injury. Everybody had a good plant growth. The crop 
was about 150% in the field. Between management's poor judgment by missing 
opening day about one day late and this wet weather, plus a new competitor 
with 12 acres, 11 miles from our place, and a couple of growers going from 
weight back to volume where the public thinks they are getting a better 
deal, all those things hurt. We had quite a disastrous year with pick
your-own strawberries this year. Our next main crop is apples, which was 
also over a 100% crop. We are still selling a few apples, but we are 
getting close to sold out. Then we have small amounts of cut-your-own 

-asparagus; a couple acres of sour cherries which had much winter injury in 
them from the winter before and they didn't blossom very much. We grow 
about an acre of muskmelons that we sell fresh along with these apples in 
the fall that were very excellent and productive, and about six or seven 
acres of sweet corn. We used to grow more, but we went down to that much 
so we don't get some that overmature on us too quickly. It was excellent 
and wonderful. We grow pumpkins and a few squash for the fall. All in 
all, when you average the whole year out, it was normal or maybe a little 
above normal, but we sure had a disaster with the strawberries. 

BROOKS: 

Thank you, Fred. The question is how did the pick-your-own asparagus 
work out? 

This year about as good as any year that we've been with it. We 
started in 1959 (we planted two acres), so we really started harvesting in 
1962 for a full season. We cut a little off in 1961. But nobody seemed 
to appreciate asparagus like they do a fresh fruit or anything at the time. 
We had quite a job advertising at the right time and getting enough people 
for just two acres. When the weather got warm. I can recall the second 
or third year on Mother's Day, Mother and all her friends that we could get 
hold of, nobody came and cut it the Saturday before because everybody goes 
out on Mother's Day, so we had to bunch it and take it to a wholesaler. 
This was when the patch was in about five years and there was a lot of 
asparagus ready to cut after having about three or four days in a row with 
temperatures in the upper 70's and lower BO's. That was a problem. But 
as people saw the renovated patch along with our pick-your-own strawberries, 
we had to go to a number system with these two acres, about eight years ago 
to control the harvest. Where we only put out so many numbers where we 
try to estimate how many people we could accommodate with asparagus with 
those two acres when they eome in the morning. We run a rigid, tight, · 
supervised proposition with it and make them cut it as ground.level. We 
also make them cut field run. The patch is so old now that the price that 
we ask is not quite as high as it ought to be, but the quality of asparagus 
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has declined as it gets root bound. Four years ago we planted an addi
tional one and a half acres and that will be in good production this coming 
year for the first time. I'll probably plow half of the old patch one year 
and the other half the next year, and just pick the small patch until we 
are phased out. This year we were not plagued by frost, which almost 
every other year we have had. We've lost anywhere from one to three times 
where it freezes down. We had a period one year where it froze back and 
it was 17 days before we cut asparagus again and that was the second frost 
of that year. We had one and it was up just about ready to cut and then 
it froze down. This year there was only one minor frost that just injured 
a few stalks. We charged 45¢ a pound for asparagus this last year. It 
was field run. The majority of the markets charged 45 to 50¢ for straw
berries. Last year was the first year we went to 50¢. The year before we 
stayed at 45¢. Some of the growers went to 47¢, some went to 48¢ the year 
before. A couple of those went to 50¢ along with us this year. This is 
per pound. And those that went by volume had a basket that they let the 
people fill that was supposed to hold four quarts or six pounds and they 
got a certain price for it. I think the Department of Markets ought to 
take care of how much they did weigh and so on and so forth. 

I'm Gene Suter from Pandora, Ohio, with my brother, Russell and our 
two sons Jerry and Ron. Our emphasis is also on U-pick strawberries; we 
have about 15 acres. We also at the same time have cauliflower and cab
bage to cut in there. We also have other garden products we grow for 
U-pick; sweet corn, peas, beans, tomatoes, and cucumbers. We purchased a 
cider mill two falls ago, and we are just in the process of trying to es
tablish a young apple orchard. That's about our program. 

Margaret Beni from Ridgeville, Ontario, Canada. This is my partner, 
Jim, also my son. I'm here with two of our teenage sons and my husband. 
I was here at the 11th and 12th conferences. I'm here again to learn. 
You people gave us quite a few ideas when we were here before. We are 
just in the process now of planning another market. At one point we had 
three markets, one of them was on our farm, two of them were in cities. 
One was 12 miles from our base farm and the other was approximately eight 
miles. We found that this just didn't work out too well for us, because 
I was the manager of all three markets, and I became ill and therefore all 
the markets closed down. So, now we are just in the process of planning 
again. We farm 200 acres. Our largest crop is sweet and sour cherries 
and apples. The only pick-your-own is in sweet cherries; we tried a bit 
in sour cherries, but we haven't been too successful yet. I guess that's 
about all I can tell you. We are just trying to reorganize our entire 
operation right now. 

Hi, I'm Jim Heeb from Tucson, Arizona. I was looking at the roster 
and that's as far away as anybody here. I'm originally from Cincinnati. 
This is my dad over here who is going to sit in on a couple other confer
ence sessions. We're going to double team this operation this next few 
days. I don't have a retail operation yet, but that's my dream. I'm re
tired military, so I've got a little time to work and have a whole life in 
front of me. I plan to start an operation. I've done some research and 
most of the research I've done is from back in this part of the country 
from Ohio State and from Maryland and up there in Rutgers. I'm here to 
learn and get a good feel frJr what I'm getting into. 
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I'm Oscar Jutte from Ft. Recovery, Ohio, which is about 65 miles north 
of here, just a mile from the Indiana line. I feel sort of funny here 
being one of the few fellows that has· slides. I thought they probably 
wouldn't let us in the door unless we had slides, so before I ran out the 
door, I grabbed a couple here of the raspberries, because most of my pic
tures that I take are just snapshots and not slides. These were taken 
from snapshots and therefore the color is quite poor. I guess I should 
tell you a little bit about our operation. We are more or less a general 
farm operation with some strawberries and a few raspberries on the side, 
and we also grow a few acres of melons. We're not close to a metropolitan 
area and therefore it is a problem for expansion. We heard about this 
raspberry thing several years ago, and I sort of gathered from talking to 
a few people that this is the hot topic now. Pick-your-own red rasp
berries. I thought I might give you a little insight on what's happened 
with us on the red raspberries. We have 4 acres. Really, as far as grow
ing the plant itself, there doesn't seem to be any problem whatsoever. 
They seem to grow like gang busters. Our problem has been, I think we 
started out with too big of an acreage. Everybody said, boy the people 
just gobble these things up. Maybe if you are next to Dayton or Chicago 
they will, but out in our area when you start mentioning a red raspberry 
and coming to pick it in the middle of September and the month of October 
they say, heck, there aren't any raspberries at this time of the year. 
So, as a result, I would say probably we're losing anywhere from 50 to 75% 
of our crop from not having pickers. Now that sounds like it's probably 
not even paying its way, and I'm not sure that it is. But you have to 
realize the tremendous yield that these bushes produce. We have had a 
better customer turnout this year. I'm going to hang in there with it for 
a while and maybe Bill Fulton and all those people that can't find rasp
berries at his place, he can send them down to my place. How about that, 
Bill? I hear that you've got a lot more customers than you've got berries, 
but I imagine that you'll be putting in a few more bushes. This is the 
way that we did some cultivating. If you haven't had any experience with 
the raspberries, it's a pretty disheartening sight when you set these 
things in the field, because it just looks like you've stuck a bunch of 
sticks out there in the ground. In a couple of weeks they start to come 
around and this is just one of the ways that we tried to eliminate a few 
of the weeds while they were starting to get going. We used the rolling 
cultivator section there because we could get up real close to the plant 
itself. They can be moved in and we could even cultivate closer than that. 
This is what they look like in the fall. We put our plants in in late 
April that year, and by September this is what they look like. They do 
grow quite rapidly. They even produced the first year. This is what some 
of the fruit looked like. Again, I apologize for the poor quality of the 
slides, but I'm just disappointed that the rest of you didn't bring some
thing. 

How did we put the raspberries in the ground? We used a planter. We 
bought our plants from Ed Mikielski in Michigan, and he provided the 
planter. We had to bring it down and take it back. I've forgotten now 
even what the charge was per plant for using it, but it really isn't too 
complicated. It works a little bit like a tomato planter without the 
fingers, if you can think of it this way. If you could rip that off, 
you've got the furrow opener that comes along and splits the ground open 
and two people set on there and put the stalks in every so many inches. 
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The packer wheels just come along and push the ground up against the 
sprouts or the roots. It's just that simple, not at all complicated. It 
would be similar to the real old tomato planters where you didn't have the 
fingers. We put them in in the spring of 1 76. We had some berries the 
first year. We·got a few people coming out that first fall, but there 
wasn't a lot of fruit. We really didn't expect to get any. The follow
ing year, we really got a lot of fruit, but we just didn't have a lot of 
people. The way we are handling these, if some of you aren't familiar 
with the Heritage red raspberry, this is the berry that you plant. You 
let it come up and you run the brush hog over it after that first year 
of growth about this time of the year. You eliminate that summer crop. 
This also eliminates some of the problems of hand-pruning and so on. Now 
I think that if you get into this, go slow with it unless you are in a big 
metropolitan area. I think the potential is there, but we've got to edu
cate the people that this product is available at that particular time of 
the year. We're eliminating the summer crop and we don't get any crop un
til around Labor Day. Everybody that comes out to pick is very, very happy 
with the quality of the product they are taking home. The other problem 
that I've noticed is that the people have the image of the old red rasp
berry in mind. It was a real soft berry and it didn't have anywhere near 
the flavor that the ones we have have. Maybe in a different part.of the 
country, the quality of the berry will vary. In our area, the flavor is 
very good and everyone who comes, comes back and tells a friend or two. 
I think in a period of time it will pick up. But if you are interested 
in this thing, go easy on it at first. 

QUESTION: 

What price did you charge per pound? 

The reason you have sort of taken me by surprise is at this time of 
the year, I'm worrying about soybeans and hogs and so on and I've sort of 
forgotten about raspberries until next September. I think it was 60¢ a 
pound; it will run on a quart basis somewhere around 95¢ a quart. That's 
quite reasonable in other parts of the country. Bill, what are you getting 
on yours? Sixty cents a pound, so we are right in the same area as far as 
price goes. But on the east coast someone told me these things sell for 
like $3.00 a pint or some ridiculous thing; it's out of this world. I've 
considering picking them and maybe flying them over there. But there's the 
other problem, how do you get pickers to pick raspberries? There's a 
gentleman out in Iowa who had quite a bit of experience with this particu
lar berry, and we heard in Illinois last spring there was one. He said 
it is preferable if you can take off about an inch of soil when you trim 
them, that would be the preferable method, because if you don't eliminate 
all that growth or as much as is absolutely possible, what happens is you 
get these new shoots started up and you get some summer crop. This brings 
in the Picnic Beetles and you want to stay away from that. Heritage red 
raspberries. Our first picking is around Labor Day or early in September. 
They will go on later if you want to frost protect them. We use frost 
protection. You can protect them until you get somewhere around 17, 18 
degrees if you want to keep them that long, so that could conceivably take 
you up to Thanksgiving. In my particular situation the cost of the diesel 
fuel hasn't warranted the frost control. It seems like once it gets that 
cold, hardly any people come any more. 
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The question is, how do we work between the rows? You're talking 
about after the berry is once established? We have grass seeded between 
the rows in about a four-foot strip. Our rows are on 12-foot centers. 
That's probably wider than they would need to be, but you want to give 
people plenty of room to walk down through. The bushes, when they get 
loaded, spread out quite a bit. As we go down the road, we'll probably 
have to start·thinning or narrowing this row. They are like the Canadian 
thistles; I think they'll take the place. 

The question is,if I reconnnended any grass varieties for planting. 
We just use Fescue; you need something that will take some walking and 
beating. I have a Farmall-A with a 60-inch mower that my older boy who 
is 12, that's one of his jobs to run that mower down through there and 
mow it off. We have 4 acres and we would have probably been better off 
to have started with one, but who wants to fool with one acre of anything. 
It doesn't take much longer to take care of the four acres than it would 
an acre. 

The question is, how do we fertilize? After the clipping? They can 
be mowed off anytime after they are dormant and they could be fertilized 
anytime then up to the time they start shooting out of the ground in 
March. 

The question is, what herbicide do you use? Princep. It's recom
mended. I would say that you can live with it without any particular 
problem. The only thing that might give you some problems are thistles, 
if you don't have the thistles eliminated. We had one small area in the 
field where we've had to sort of work on that particular problem, but 
Princep will pretty well take care of everything else. 

My name is Thomas Green; I'm with Dr. Van Deusen from Orville, Vir
ginia. We have approximately 150 acres of apples, 25 acres of peaches, 
an acre and a half of red raspberries, and three acres of sweet corn. We 
tried pick-your-own for the first time in peaches this year; we did fairly 
well. We are about 65 or 70 miles from Washington, and we had quite a few 
customers from that area. Most of our sweet corn went strictly local sales. 
The problem we had with it was that we got it planted late and we planted 
it all at one time and it all came in at one time. We couldn't move it 
fast enough. We tried some pick-your-own with our apples, but they didn't 
seem to do quite as well as the peaches. Our red raspberries started about 
the 15th of August and ran until the 20th of October and we sold them in 
spurts. People would come on weekends and we would have a large crowd and 
then the next weekend we wouldn't have any. Right after Labor Day people 
started to catch on that we had raspberries this late in the season. We've 
had numerous requests as to whether we would have raspberries again next 
year. We're going to be drawing a lot of people from Washington. We had 
people who would come out from the Washington area and pick as many as 10 
or 20 pounds of raspberries in an afternoon. We sold ours for 60¢ a pound. 
This is the Heritage variety of red raspberries. We also had some black 
raspberries, but the patch.wasn't productive at all. We did have requests 
for black raspberries, but we didn't have enough of a crop to make it 
profitable. 
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I'm Bill Van Deusen from Orville, Virginia, as Tom Green has told you. 
We have some apples and some peaches. I heard of Heritage raspberries at 
a meeting I attended, so I went back and planted two acres of them and the 
piece of ground that was just two acres. A part of this was low and 
poorly drained, so that's how we came up with about an acre and a half as 
Tom told you. I don't know whether there is much left that I can say 
about this except probably this has been the best thing that we have done 
this particular year. This has been the conversation piece at most of the 
cocktail parties that I have been to this year. When are you going to have 
some more red raspberries? Are you going to have them next year? Every
body talks about how great they were. So, this is bound to bring many 
people to the farm for the purpose of buying red raspberries and they also 
buy peaches and apples. 

Stanton Brown from Windsor, Connecticut. We raise shade tobacco. 
This tobacco is used for a wrap-around cigar. If you have extra money that 
you don't know what to do with and want to get rid of it, I advise going 
into the shade tobacco business; you can lose it very fast. So, therefore, 
we are trying to learn to grow other crops. We raised some pick-your-own 
strawberries this year and have been very pleased with it. And we also had 
pumpkins and were pleased with them. You know when you rush around in the 
morning and forget--I intended to bring some cigars, but that was one thing 
I forgot. I did bring my wife. 

Ron Brunk from North Garden, Virginia, which is in the middle part of 
Virginia, just south of Charlottesville. We just started last spring on a 
farm and we put in three acres of strawberries, which will come this spring, 
we hope. We also planted two acres of vegetables which we sold retail in 
market. So, we are just here to listen. Raspberries sound nice. Shade 
tobacco, I'll leave alone. 

Albert and Shirley Spall. We're basically from Fort Wayne, Indiana, 
a little berg outside of there called Columbia City. We don't really have 
a big operation like some of these other people talked about. We're just 
in the process of developing a pick-your-own. We put out a few of those 
Heritage, certainly not to the extent that Oscar has, and had good luck 
with it last fall. We'd like to put out some of the purple this spring, 
about four acres of Brandywines. It seems like they would do fairly well. 
Kind of go from there, I guess. 

I'm Paul Grismore from Lock, New York. That's 15 miles north of 
Cornell University. We farm 180 acres of farm land, mostly pick-your-own. 
We have 36 different crops we pick, so I wrote some of them down. We have 
30 acres of strawberries, 18 acres of blueberries, 10 acres of red rasp
berries, red and black, 10 acres of cherries, 10 acres of apples, two acres 
of prunes, 30 acres of vegetables. These are not all pick-your-own. We 
run a farm store and have a large greenhouse operation besides. In New 
York state there is a big crash on now in increasing yields on strawberries. 
Every farmer is fumigating, building beds, etc. Our problem in our farm 
has been that in the 1940's we were getting about 8,000 quarts to the acre 
and two years ago with all the modern devices we were getting 3,500 quarts 
to the acre. We are putting some effort into strawberries for a change. 
We've been raising them like snap beans, trying to do a better job. Peppers 
and broccoli are two other crops. We do a big business in pick-your-own 
broccoli. 



-62-

BROOKS: 

How many peppers do they pick? What's the average customer? 

We have some people take 20 or 30 bushel and it's for their own use. 
They are mostly Italian people. About four bushel per family, green 
peppers, sweet green peppers. We raise probably half an acre of hot 
peppers and half acre of sweet banana peppers. We charged $5.00 a bushel 
this year; we're going to weigh peppers next year. There's too much con
flict on how much they have got in the bag. They usually bring out a 
burlap bag and say there's a bushel in it. We haven't figured out how 
much per pound, but whatever it comes to just so we'll stop all the fight
ing and arguing down in the field. We charge about twice that for the 
hot peppers. A market basket of the hot peppers is the same as a bushel 
of the sweet peppers or bell peppers. 

Paul Hafner from Baldwinsville, New York; we're about 15 miles east 
of Syracuse, which is about 250,000 population. My brother and I operate 
about 500 acres in fruits and vegetables, mostly vegetables. We have 
started a 30 acre orchard which is about ten years old now. We are doing 
quite a bit of pick-your-own on that, or attempting it. We have about 
35-40 acres of berries, and we have probably 20 to 25 acres of peppers 
which we have been doing pick-your-own for quite a few years. We find 
there is quite a big demand on peppers if you can grow them right. We 
have the problem that we don't get a consistent yield from year to year. 
One variety will do wonderful one year, so we plant 20 acres of that next 
year, and it doesn't do anything. The one we have five acres of turns out 
that it's real good. But we find that a lot of people come and pick peppers 
for resale, dealers and that. We have some pick as high as 150,200 bushels 
a day. It's a real good deal if you can get the yields. Years back we got 
yields like Paul was mentioning in the horse and buggy days, we would pick 
500 bushels per acre three or four times in a season and now we average 500 
bushels total to the acre and we think we're doing pretty good. So, we 
must be doing something wrong. Maybe it's like with the strawberries, 
we're not taking care of them right and we have to cut back and do a better 
job. 

BROOKS: 

Do you get much breakage when these people come in and pick them on 
the vines? 

Sometimes you do. But we usually pick them over the first time and 
sell them to a chain in the city. We probably get rid of 3,000-4,000 
bushels within 10 or 12 days and let them grow on again and let the public 
in on them. Of course, if you have a real good crop, I think you can pick 
them. We've seen some years where you can pick them four or five times 
and get a good yield. But we've had a lot of trouble with virus and things 
like that, which we can't seem to lick regardless of what we do. Some 
years it is real bad and other years it is pretty good. I think we blame 
the viruses for a lot of things we don't know what they are. 
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I think one thing we want to improve with pick-your-own is that some
one sees that there is money in it, everybody gets in it. I think the only 
way an individual operator is going to prosper in it, is if he does a bet
ter job and gets the people better products. I think one thing we need 
to improve on is the check-out. I know Paul and I were discussing it on 
the way down here that anything people dislike when you have to argue with 
them about the weight and the measure and the checking out, leaves a bad 
taste in their mouth. We always have a problem with people running off 
carrying their peppers in the wells of the station wagons. We have to get 
to a place where we can stop this without offending the people, have a 
better check and balance. We have a pretty good sized roadside operation 
and I think one of the best improvements we made this year was to remodel 
the building and put in a big parking lot. My daughter-in-law took over 
the management of the stand and we increased our sales about 40%. My son 
came to work with us, that's a big help. Nothing like having dependable 
family members. 

I'd like to add about the peppers. We had two fields, one was four 
acres, the other was six acres. In the four acre field every day it was 
hot when they were setting fruit, we irrigated for fifteen minutes at noon 
regardless of whether they needed the water or not. We got six or seven 
hundred bushels from that field. The other field we got about 250. 

I'm Stu Wild and my wife Dee. We're from Lake Geneva, Wisconsin. I 
guess we are best noted for production of milk, beer and the Playboy Club. 
Not necessarily in that order. We are presently in the process of develop
ing a pick-your-own apple orchard, which at this time is not producing. 
We've got about 1,700 trees in the ground and a lot to go. We've got a 
lot to learn here--that's why we are here. 

I'm Gene Stuckey and I have my wife here, Rosalyn, and my oldest son, 
Steve. We're from Sheridan, Indiana, which is about 20 miles straight 
north of Indianapolis. Within our 30 mile area that we draw people from 
effectively (of course, we are all U-pick), we have about a million people. 
We are in the boonies ourselves. Six years ago we started with two acres 
of strawberries, and we have 90 acres of fruit and vegetables pick-your
own now. By the way, I must be getting too much for my raspberries; I'm 
getting $1.00 a pound. We don't advertise because we have too many peo
ple. Our main U-pick crops are strawberries, apples, sweet corn, and 
green beans. We also U-pick peppers and we started charging by the pound 
this past year for our peppers. 

We put in frozen fruit this past year, which has been a real good 
item for us. We put in a display freezer and we get the frozen fruit of 
Michigan in bulk and repack it into zip-lock bags. It's been a real good 
item for us. Another successful thing this year, we had some free adver
tisement out of Indianapolis, an article on the news. In fact, it ran on 
the news four different times. We also were on the front page of the 
Hoosier Farmer Magazine, which gave us a lot of good exposure, and I might 
add we also have fall tours. We've gotten into that pretty heavily. We've 
been charging for those also. After we started charging it seemed like we 
had more takers than before. We take school children and show them cider, 
apples, pumpkins. We charge 50¢ per person. We take them on a wagon ride 
to the pumpkin patch and let them select a pumpkin for their class, one 
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p.umpkin and bring them back and take them through the orchard, give them 
a short lecture about different varieties of apples and gourds and fall 
items. We used to give tours for free and then decided we would start 
charging and got more. Well, we added a person to just take care of that. 

QUESTION: 

What do you charge for your produce? 

I believe we are at 40¢ a pound. Sweet corn and green beans are our 
best U-pick. We charge 20¢ a pound for green beans. We charge by the 
pound for everything, except sweet corn, which is 75¢ a dozen. We are 
going to double our market size, the back building is 40 x 40 and the 
front is 24 x 36; we're going to double that this coming year. 

I'm Miriam Cooper from Cooper's Country Market in Bucyrus, Ohio. We 
start our season with bedding and vegetable plants which we raise. Then 
we have vegetables and melons. We have U-pick beans and tomatoes and peas 
on a small scale. We are also thinking of other fruits that do that way. 
In the fall we have apple butter. We make our own homemade apple butter 
and we're also selling gift boxes. We have one made special for us. You 
may see it in the buckeye container display down there. That's been start
ing pretty good for us last year. 

My name is Rick Pinchock and this is my wife Sally. We're from LaRue, 
Ohio. We just recently, four months ago, purchased a place out there. It's 
35 acres and it currently has six acres of Christmas trees, so we're just 
here to get some ideas on what to do with the remaining acreage. 

Do you sell pick-your-own Christmas trees? 

No, you can't do that. You turn people loose in six acres with a saw 
and you can run into a lot of problems. We have the practice of growing 
and people will come and they will tag a tree to be harvested whenever they 
want. So, they have a habit of pulling tabs or cutting trees that don't 
belong to them. We go out with them. Next year we will, this year were 
already kind of locked in because the previous owner had had a rate and 
he had already sold trees and so we had to kind of go along with what he 
was doing. 

The only thing that I would add is this is an established Christmas 
tree farm, and it's been in production for about the last 15 years. People 
come all summer to tag their Christmas tree and into the fall. We felt 
since we already had the clientele coming anyway. Christmas trees are 
worked up to a point, but not the work strawberries and raspberries are. 
You have people coming anyway, so we really wanted to capitalize on this 
market that was coming anyhow, and that's why we are here, I guess. 

My name is Bob Ullrich and my wife and I, with the help of the Roth
man' s and the Snowden's operate Hidden Valley Farm Market near Lebanon, 
Ohio. We are sort of split up; we have a farm market there where we 
sell our products and we also tried to go a great deal with pick-your-own. 
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We had apples, peaches, raspberries, strawberries, tomatoes, and peppers, 
as well as plums, grapes, pick-your-own. I think all the pick-your-own 
operations were very successful. For some of the tomatoes we didn't know 
what we were doing. That got to be a real problem, but other than that 
everything was successful. The question is about pick-your-own grapes. I 
honestly don't remember. We had Concords, Niagaras, and Fredonia's and I 
think it was $7.00 a bushel. We got 10¢ a pepper. In three days we were 
sold out. We weren't prepared for it; we didn't know what to expect. Like 
I said, this is our first year of ever being in the business, my wife and 
I, so we just planted the peppers because we bought the plants and didn't 
sell them. We went from there and it just turned out that p~ople really 
liked it. It sort of coincided with the raspberries and the end of the 
strawberries for us. So, we had a lot of people coming at those times. 
The raspberries are the Brandywine variety, and they came about July 4, if 
I'm not mistaken and stayed with us for almost five weeks. They were an 
excellent crop, by the way. There were two acres. This was their first 
year of production and we just had an excellent crop off them. We had 
more than we could sell off two acres. Not so much that it was uncomfort
able; we maybe sold 150 pints to local markets and other than that, we sold 
everything retail. We could have sold those by being open more. I think 
I got $1.10 a pint for them at the markets, but we had to pick them and 
sort them and deliver them for that. 

QUESTION: 

Did you have any trouble with the branches falling dO':vn to the ground 
with the Brandywine? 

There is some problem. They do get heavy if you irrigate, and if you 
get any rain on top of the irrigation you are going to have a problem with 
them bending over, but nothing that you can't handle. The people seem to 
walk right through them. They won't bother to move them. So, if they're 
bending you're going to lose them. But that's okay, because they are 
hardy and they will come back the next year. 

The problem with the tomatoes was first off we've never planted more 
than two tomato plants outside our back door in our lives, and we had 
probably 700 or 800 tomato plants in cages. They produced like crazy. You 
couldn't stop them. We just had problems getting rid of them. I got tired 
of picking them and canning them. That's the only problem with them. When 
we came into the operation the raspberry plants were not mulched, and they 
were in excellent condition. We just mulched this fall because the mud 
does get on the bottom of the raspberries which causes rot. Brandywine 
will rot very, very easily and that's something you should try to avoid. 

I'm in an advisory capacity at Hidden Valley and I guess I didn't 
advise too good in some things. I can tell you this, for red raspberry 
lovers, you can plant Brandywine and sell those for extra fancy reds. 
We've done it here and it amazed me. I know we had to get between 4,000 
and 5,000 pints per acre and none of them went out at less than a dollar. 
They were getting $1.69 in the market for a pint of purples, but they went 
as reds at about $.95 a pint pick-your-own. 
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I'm Doris Elbon and I'm here with my husband, Warren; we have a farm 
five miles east of Lebanon in Oregonia. We have a small U-pick sweet corn 
and green bean operation. 

- I'm Bill Fulton. Our farm is located about 20 miles north of here, 
so this is real convenient to get in for these meetings. We farm quite a 
few different fruits and vegetables. On pick-your-own our main crop is 
strawberries, but we do have green beans and peas and tomatoes and pumpkins 
and raspberries. I was interested in some of the counnents on strawberries; 
it was an unusual season in strawberries. I think everybody had a heavy 
production last year that I talk to in most of the mid.west and clear to the 
east coast. It seemed like most growers had a lot of berries left at the 
end of the season. I know we picked for two weeks being light of berries, 
and the last two weeks we had so many berries we didn't know what to do 
with them. I think a couple of things led to that. One, we had two very 
early seasons in '76 and '77. And a very late season this year and people 
were bothering us two weeks before berries ever came in and then when they 
did come in, they hit us hard and by the middle of June they thought the 
season should be over. So, we did a lot of advertising--television ad
vertising--and everything else to try and get berries picked. We picked 
more berries per acre than we have ever picked in our life and I think we 
left 25% of the fruit out there. Counnents on the fall raspberries indicate 
some interest in that. One, if you want a rule of thumb to figure out how 
many acres of strawberries you sell pick-your-own and then you are conser
vative, take 5% of that and if you are daring, plant about 10% of that for 
fall raspberries. So, if you can handle 10 acres of strawberries, don't 
plant over one acre of fall raspberries, until you get on to them. They 
are an excellent fruit. I think Oscar made a good point. We don't sell 
them as red raspberries, we sell them as fall raspberries. As far as reds 
or blacks, I say, well they are the quality of blacks and the color of reds. 
I don't think we are misleading people. I think they are really a high 
quality fruit. We find it's entirely different people who pick the red 
raspberries than pick the strawberries. I think that's why you don't get 
quite the volume on it. We find it really is the upper middle class that 
pick the red raspberries, because it's something special. In fact, we had 
one lady that sent her maid out every week to pick the fall raspberries, 
because they are something that they can't buy. Also, we do run a farm 
market and we sell some to the farm market and we keep the price pretty 
high. We sold those at $2.00 a pint at the farm market, but they are very 
colorful and they make a nice item, even though you may not sell too many. 
We just keep them in the market for kind of display purposes and also to 
kind of promote your pick-your-own. We haven't had too large an acreage, 
but we have a 10 acre planting of those which will start producing next 
year. Another thing is the price. It takes longer to pick a quart of 
these than it does any vegetable. They just don't load the bushes up that 
heavy at one time. Of course, part of that's our problem; we probably 
haven't managed it. We've got Brandywines out and I could pick a quart 
of Brandywines in five minutes, while if I go out to pick a quart of the 
fall reds, it's going to take me 15 or 20 minutes. We're going to try and 
manage our next year's planting so we keep them on about a three day ro
tation and try to get them to load up better. But they are a good fruit 
and I think if you handle them right, you can get people out, but just 
don't go for broke or you will have a lot left over. 

...... 
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Two things I just wanted to bring to you. Our connnunity a couple of 
years ago started a strawberry festival. In 1976 the Chamber of Connnerce 
came to us about it. Our town of Troy is about 20,000 people, so not that 
large a town, but they were interested in something to start an annual 
festival in our town. They needed an excuse for it and wanted to know what 
I thought about strawberries? Well, I said that's fine; we can use all the 
advertising, but I was also a little leery of it because I didn't know 
quite how they were going to handle it. So anyhow, we served on the com
mittee and as it turned out, it was great publicity. But '77 was the first 
year they had the festival. They had 30,000 people in two days. It hap
pened to be the earliest season we ever started picking strawberries. I 
had told them to hold it the second week in June as that's always our peak 
period. I went back over a ten-year history; the second week of June we 
were always in peak production. So, in 1977 we had the earliest season 
ever; we started picking on the 20th of May; the Strawberry Festival was 
about the 10th of June and we were just in the very last, the tail end of 
the strawberries. We bought berries out of Michigan to bring in so people 
at the Festival would have berries to serve. This year, the 1978 Straw
berry Festival, I think was on the 9th of June. We picked our first berries 
on the 8th, about the latest ever. That gives you a problem, too. This 
year they had 60,000 people in two days; it's a pretty highly run festival. 
It's something that the whole connnunity does; all the service organizations 
participate in it. It gives you a lot of publicity, if we can just get 
the peak at the right time. 

Another thing I wanted to bring up is I'm glad I'm sitting clear over 
here and the man from Wisconsin is sitting on that side, because I've got 
one of these four quart boxes that he commented on. We went to this on our 
strawberries. We've been in quart baskets and we've looked for every reason 
in the world to get away from quart baskets and go to the pound, which we 
did for about ten years, then our volume got so heavy that we were having 
trouble getting everybody weighed through at the checkout. At different 
times we were backing people up. Jerry Thompson from Wisconsin and myself 
both at about the same time though we had to get something for sale other 
than by the pound. I am going to say this and I'm not going to answer 
your questions, I've heard every argument in the world. I went through it 
on the other end you know, but now we are going back to volume. Rothoff 
up in Pennsylvania went to four-quart boxes. The reason we went away from 
quart baskets was the people could put a quart and a half in a quart and 
it wasn't too hard to do. In the four-quart wooden basket, if they picked 
it right, they got four quarts in it and it is hard to get more than four 
quarts in it. This is the comment that the gentlemen was making that 
there's supposed to be four quart, there's supposed to be six pounds and 
there are people going out with five pounds or less of berries in it. But 
what we did, we didn't want to go to the wooden baskets, which were too 
expensive, so between Charlie and I working with a couple of companies, we 
developed a box with the legal measurements of exactly four quarts. We 
can advertise four quarts and be legal. We put a big display sign when 
people ~ollEin that said, fill the baskets to the top of the handle. I 
think the comment was don't fill them over the top of the handle. We put 
the handle so that it wasn't setting three or four inches up. Really, I 
think we came out pretty accurate. For so many years we've weighed them. 
We've got people reusing trays. We also set up a separate line to weigh 
and sometimes we had people going out with boxes that had to be weighed and 
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also some of these. We weigh these new boxes~ We weigh a lot of them to 
check them. We felt we were pretty accurate with them. We were getting 
around six pounds. Early in the season you won't get quite six pounds, but 
that's all right. Strawberries are worth more early in the season anyway. 
I don't feel too bad about that. We did have trouble with the handles; 
we've experimented with a couple more handles. The biggest problem if, of 
course, you've got to make them up. We even bought a stitcher which staples 
them together and then you have to s~ick the handle in. We do this during 
the winter time when our men don't have anything else to do. There are a 
lot of arguments against the box, but we don't like to back people up on 
checkout. That's really kind of aggravating to people that have picked for 
an hour or two and then have to wait in line to check out. It seemed like 
we just had that all the time. We figure we can cut our checkout crew 
probably 30 or 40% of what we had before. I don't think I'll answer any 
more questions about that. I think it just depends on the volume of people 
you have. We were using a flat tray when we were weighing before. We 
still carried over some from the year before. We used those up last year, 
then we switched to these. I suppose we only used maybe 30,000 or 40,000, 
so we didn't use a big volume of them. I think it was well received. Things 
we worried about were how can people carry them out. Well, they can carry 
two to a hand, they can carry four of them out. The first handles we got 
weren't made for these things and they bowed the box in, and the handles 
we've got now fit the boxes a lot easier, and also we're playing around with 
inserting the handle into the bottom somehow. Then one staple will hold it 
and it also makes it more rigid. These are waterproof boxes and we are 
trying to get people to reuse them. We are charging them for them. First 
time we did that was this year. We only charged them a dime this year. We 
figure we've got 20¢ a box in them by the time we get them made, so we may 
raise that price a little bit. We're going to hold our price on straw
berries. We probably sell strawberries cheaper than anybody in here. We 
sell them at 40¢ a pound, but we get pretty high yield so we're making a 
pretty good income per acre. I think what we're going to do is try to hold 
the price of strawberries and raise the price on the boxes to encourage 
people to reuse them. We do get a lot of reuse now. Half of our volume 
now goes out in reused boxes. If we raise the price of them, it will be 
even higher than that. They were made so you can do this and put four to
gether. We even have a sign up there telling people how to store them 
during the wintertime and reuse them. These were made to our specifications, 
to the right cubic inches to be legally four quarts; we mark them four 
quart box. 

Question regarding the cubic inches. There are state regulations on 
that too. Most of them adopt the federal regulation for the state, but 
some of them are a little bit different. 

QUESTION: 

Will the boxes stand moisture? 

Okay, Charlie Thompson took one of these boxes, filled a tub full of 
water and soaked them for 18 hours and brought them out and they held up. 
He soaked several different kinds of paper. You are familiar with certain 
coating processes where it.is just coated on the outside. This box is 
designed to run through hydro-coolers. I mean this boxboard is coated 
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for hydro-coolers where it is used for sweet corn, peaches, peppers, etc. 
We were trying to get a box that we knew would hold up that people could 
use year after year and not deteriorate the first time they went out and 
picked in the rain. In the others, the water will leak in from the sides 
and finally destroy the box, but like I said, Charlie put these in water 
and you know Charlie, he's pretty thorough on stuff for you. I would say 
the handle is the problem. The handle clear on my right is the one we had 
last year. It was too light. We've gone to this handle. It's a little 
bit heavier, a little bit thicker, and then we've got a bigger one in the 
middle. There's not much difference in the cost of these two. There's 
twice as much wood and very little difference in the cost. I don't quite 
understand it either. We are going to have a different handle. We sell 
them at $2.40 a box. We figure they had six pounds of strawberries at 40c 
a pound. 

I'm George McConnell from Mt. Vernon, Ohio. I was unfortunately a 
little bit delayed so I don't know what my son said, so I don't dare say 
very much. One thing, the comment about red raspberries, fall red rasp
berries, that man out in Iowa had an interesting sign on his sales stand. 
Warning: these raspberries are habit forming and may be beneficial to 
your health. I would like to make a comment about the Brandywine. Any of 
you who have had Brandywine and picked them only one year, have an awful 
lot to learn yet, I think. The first year they tend to grow flat, down 
too close to the ground, very difficult to pick, a lot of problems with 
them that first year. But the next fruiting year they will be much more 
upright and in our case, much larger canes, and they should hold loads up 
much better. 

My name is Steve Laidlaw; we're from the Brampton area in Ontario, 
which is about 20 miles outside of Toronto. Our main crop is apples, as 
well as sweet corn. We run about 70 or 80 acres of apple orchards in 
various states of development and another 30 acres of sweet corn. Most 
of our crop is sold at this point through chain stores in that area, but 
we'd like to change that. We are marketing about 15 or 20% through pick
your-own in the fall and we'd like to get some ideas here from you people 
on how to develop that more. We're looking at different kinds of packaging 
and bags, different ways of bringing people in, checkouts, and entertain
ment there for the people. We'd be very interested to hear from anybody 
on this. 

I'm Kelso Wessel. I have an office across from Gene Cravens at OSU. 
This is my wife Judith; she's in Home Economics there. We own a farm in 
Madison County and I'm out here because Cravens is looking forward to re
tirement and would like to put out some pick-your-own on my farm and I 
want to hear all your success stories so I know how much to charge him for 
rent. 

BROOKS: 

That's a typical economist. 

I'm Pat Karnes from Greenfield, Ohio. We raise apples mostly. We've 
been trying to raise peaches, but no luck for the last four or five years. 
We've got some new peach trees we hope we will get a crop from. We have 
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about 50 acres of apples and have pick-your-own at the home place which has 
30 acres. We've been in this since 1970 and we notice customers are coming 
back more each year from the time we began. This last fall was the first 
year that we've ever bought any bulk bins for apples, those 18 bushel bins. 
We don't have a bulk dumper for the grader or anything, but we got them just 
because we didn't want to buy extra crates. After we started picking in 
them, we got an idea. People drive out from the city, 60 miles from Dayton 
and Columbus and Cincinnati, and the weather is different 60 miles south 
than it is here in Dayton a lot of times. We got the idea just putting the 
bulk bins in under the open shed and being ready, especially if we got a 
rainy weekend. We let the people fill their bags out of the bins and charge 
them a dollar more per bushel than for picking them in the orchard. We 
thought that some of the older people who were a little slow to go to the 
orchard maybe would like it. I never saw anything take off as quick as 
that did for a new idea. We didn't have to empty a lot of those bins; we 
just put them in under there and people weren't near as selective out of 
the bins as our graders would be. The way we kept them upgraded was peo
ple seemed to come in in bunches and between bunches our sales people would 
go around with a crate and pick out the cider apples and you'd be surprised 
what a peck of apples out of a bin of apples would do to make it look 
better. Then the people were ready to go with fresh ones again. That's 
an idea that we started on a hunch for rainy days and we kept doing it 
through right to the end of the season. 

QUESTION: 

Do you like this way of selling better than bagging your own? 

We're not fixed to sell bagged fruit really. We've got a shed on one 
side with a concrete floor, and we don't prepackage anything, except in the 
bushel boxes from the grader. Then we have the section on the left side of 
our sales where people can go if they want to be waited on. We fill pecks 
or half-bushels for them out of the boxes there. Then we had a shed about 
60 feet long, 16 feet wide and another smaller shed where we put our bulk 
bins. We had at least one bulk bin of each variety that we were picking 
available to them. People are funny. If they come in where we package 
their apples for them, and we pack up three or four pecks or a couple 
half bushels, they pay us for them and then wait for us to carry them to 
the car. But, if they come in and fill up half a dozen of the half bushel 
bags we use with pick-your-own, or out of the bins, they just pay for them 
and take them to the car. They wouldn't think of asking or waiting for 
you to carry them to the car. Just different habits of people. It's 
worked. Our main sales lady said it has been the easiest season that she 
has ever had waiting on the customers. You operate more like the super
market. If you have two dozen people filling their bags out of the bins, 
you give them the bags and that's it. The bins have the varieties you want 
to sell and they can just mix them however they want them. They learn new 
varieties. 

My name is Kathleen Higgins. This is my first year at your show. I 
am going to be working for Brinkman's Farm Market at Finlay, Ohio. I'm 
supposed to be a farm manager or something. Rex and the boys farm I sup
pose around 1,200 acres of ·grain, and raise about 20,000 turkeys a year~ 
They dress them on their farm. He has 25 acres around his farm market 



-71-

where he's been producing melons and vegetables the last four or five years 
and selling in his store. We try to have everything in the store from 
onions to radishes to cauliflower, which was a big crop for us, and broc
coli and cabbages, corn and all the small items like that. 

Hi. My name is Bill Kline 
horticulture at Ohio State with 
of your comments quite curious. 
mean. 

and I'm not 
a vegetable 
Maybe some 

a grower yet, but a senior in 
crop specialty. I find most 
day I'll know what they all 

My name is Gary Mount. I'm from Princeton, New Jersey. We have a 
farm, my wife and I. We grow 25 acres of apples, 15 acres of peaches and 
two acres of pears. Our total farm is 55 acres; we market it all retail. 
We sell maybe six or seven thousand bushel baskets of peaches and we 
handle 25,000 bushels of apples. In this is both fresh sales and some 
that's handled through 40,000 gallons of cider. We buy apples too; we 
obviously don't produce that much on 25 acres. We also, for the first time 
this year, sell pick-your-own from the bin. We went into it because we had 
a tremendous crowding problem in our sales building. I just would second 
everything the other gentleman said, it was very, very successful. The 
only thing we took out were the cider apples, and we sold this way as long 
as the weather was decent. Now, it's a little too cold and we don't do it. 
We did it outside and we didn't have the big crowding problem inside. 
And incidentally, we charged the same or more than we did for the graded 
and packaged fruit inside. People didn't care; they liked mixing them; 
the liked choosing them themselves. They took everything right down to 
the bottom layer. It was very worthwhile. We sold 16 tons of pumpkins, 
about 7,000 pounds on one particular day, which I would like to tell you 
about. It was our Apple Day Festival. We had it this year for the second 
year. We had 8,000 people at our farm, which was quite a few for a small 
farm. We had as a feature a Blue-grass band with free square dancing; we 
hired a caller. We had free hayrides. We had pick-your-own pumpkins. We 
had a weaving demonstration, a sheep to shawl contest, they called it. 
Weaving a shawl from the wool from our sheep. Two teams competed. We 
gave orchard tours; we had a hot air balloon. We sold hot dogs, apples and 
cider. One of the reasons that I'm here and not in one of the season mar
ket places is that this year we are buying 26 acres which we intend to put 
entirely in pick-your-own. I might also add that we are the only orchard 
in our county, so that always helps. 

QUESTION: 

Do you also raise sheep? 

No, we use the sheep to get people to bring their kids out to see the 
animals and to buy fruit. 

QUESTION: 

Do you have quite a few culls left at the bottom of the bins? 

The only thing that we have in the bottom is never more than just one 
layer of apples and usually they are pretty scroungy. As far as people 
just picking up an apple and just taking it away, we have the sales persons 

fl 
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right there with the scales and customers just don't seem to be that bold. 
The clerk is right there with the scales and the cash box. But I might 
add, on our particular Apple Day Festival, which we had standing room only 
in our sales building after that. We gave away probably about 10,000 ap
ples when the people came in. That kind of attitude I think cuts down on 
the other problems. 

My name is Bob Rothschild. I live in Urbana, Ohio, which is about 30 
miles northeast of here. We have 150 acres with 11 acres in Heritage red 
raspberries. ·We are experimenting with about a quarter of an acre of 
Brandywines and we grow seed corn. We sell our raspberries for about 75c 
a pound, pick-your-own. We also pick raspberries. We use a group of kids 
from the school for the mentally handicapped in our town, and we use those 
kids and some of them are adults and it seems to work out very well. They 
are benefitting and so are we. We haven't had any problems. In fact, we 
have less problems with that type of labor generally than with high school 
kids who want to pick raspberries. They seem to do a very conscientious 
job. We also sell maple sugar along with the raspberries. As Bill Fulton 
was saying, it seems that a lot of upper middle class people like raspber
ries and they like to serve them as dessert, so we convince them that 
granulated maple sugar goes excellent with them as a dessert. We've sold 
all of the maple sugar that we had; we bought it from Richards up in 
northern Ohio. So,. that's an idea you might want to try. 

Hi, I'm Howard Rice from Loveland, Ohio. I'm just getting started. 
I retired last year and I'm now doing what I really wanted to do for a 
long time, growing strawberries and beginning to grow raspberries. I'm 
learning a lot. Thank you. 

I'm Dan Polter from Fremont, Ohio. This is my wife Carol. We're 
predominately grain farmers and we have two and a half or three acres of 
pick-your-own strawberries and three to four acres of melons and cabbage, 
peppers, and that stuff. We went to pick-your-own in strawberries mainly 
just because our main labor force is migrant labor and they are getting 
unpredictable. They handle a strawberry like a tomato, so it looks like 
a tomato when it gets in the basket. So, you grow a nice crop and then 
it's harvested it looks awful so we went to pick-your-own. 

I'm Mary Gastier; we're from Sandusky. We have Strawberry Hill Farm, 
which is halfway between Cleveland and Toledo. We had a rather hectic 
year last year. At this point it doesn't look too profitable, I hope it 
will turn out to be. We've put in a farm pond; we've bought some adjoin
ing land which we've had our eye on for a long time. We bought a farm mar
ket which needs a lot of redoing and my husband ran for and won his third 
term as County Commissioner. Now that, I hope, will help with the other 
problems. We have about 100 acres, 85 of them tillable. We have about 15 
acres of strawberries and about 50 to 60 acres of sweet corn which we pull 
by hand. We have a market at our farm which is seasonal and we have a 
strawberry gift shop in conjunction with that where we sell anything and 
everything pertaining to strawberries. Now, this is just our third year 
for it; it's growing, but it takes time. We are going into pick-your-own. 
We can sell almost all the strawberries we can get picked and have no prob
lem, because we've been ra~sing them for 30 years and have built up a 
reputation. The people want to buy them picked, but we can't get them 
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picked. We have a lot of automobile plants up there where the pay is good 
and it seems like the kids just don't need the money. We have some good 
help, but we just can't get enough. There are also a lot of pick-your-own 
strawberries in the area, so we want to get more ideas. Last year was the 
first year we had it. 

I'm Raymond Kurtz from Salem, Ohio and my wife, Marie. We have straw
berries and vegetables. We raise about 20 acres of pick-your-own straw
berries and 16 acres of various vegetables. Strawberries are all pick
your-own, vegetables are about 90-95% pick-your-own. I was rather amused 
with the fellow back here who talked about competition with strawberries 
from somebody 11 miles away. In our area within a two mile radius of our 
place, we have six growers that have anywhere from six to 20 acres, so we 
do have quite a bit of competition. The last few years it has been getting 
a little tougher to get rid of the berries. We try to keep our patches as 
clean as we can. I think that goes over better than anything else. People 
know you have a clean patch, and they are more apt to come than to have to 
wade through too high weeds. Our fall crop is peppers which seem to go 
best for us. We can sell all the peppers we can grow and probably ought 
to grow more of them, but like somebody else said, sometimes they are kind 
of unpredictable, sometimes you have a good crop and other times not too 
good. We've been able to sell all of them. We raise about six different 
varieties of peppers along with tomatoes in the fall, and a little cabbage, 
cauliflower and beans. The peppers go real good for us. 

My name is Dan Bylsma from up by Ann Arbor, Michigan. We have a farm 
of about 300 acres. We have both pick-your-own and retail and also a 
wholesale market on a wide variety of fruits and a few vegetables. We 
start out with asparagus in spring and then go through strawberries. We 
have an early variety of raspberries, both red and black. We go with 
cherries and peaches and apples. We just try to keep something going all 
year-round. This year mostly what I want to tell you about is, we started 
a new pick-your-own club. People buy membership for just a small entry 
fee and then we send them out advance notice cards. Mostly we are trying 
to develop a mailing list, and we are also giving these people a discount. 
It's kind of like trying to get them to come back for everything. Instead 
of having to deal with running big ads or something in the paper, we have 
them on our list and they know us from another crop and know they will get 
a discount from us, so they don't even have to look anywhere else. It 
seems to be working pretty good. This is just the first year we have had 
our club of pick-your-own, and I don't know exactly how many people we 
have so far. We charge a five dollar entry fee and then we give them a 
15% discount. We kind of push the idea, buy a little bit of peaches and 
a little bit of everything else and you get that right back. 

QUESTION: 

What kind of volume dollarwise do you have a year? 

I'm just a foreman and don't deal too much with exactly what our 
total is. I do know we have about $65,000 that go out for our salaries. 
So, we have to do enough to cover that. We had about 2 ,500 bushels of 
peaches. About 2,000 of those went pick.,...your-own and that was $10 a bushel. 
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My name is Ed Knapton and my wife, Carol and we come from Madison, 
Wisconsin. We were here last year. I wanted to be here pretty badly this 
year because I drove through that b,lizzard in Chicago last night. I've 
got some slides. You can show them last. I went home after I was here 
last year and ordered some raspberries and about 32,000 Red Chief straw
berry plants. I put them on three acres which was kind of thick, but I 
like the results I got. Nice bed. I planted some Heritage raspberries 
and about 12 acres of vegetables, just about everything. Two things you 
shouldn't do your first year. I planted too much cabbage--3,000 plants-
which was just too much to sell. People will pick it when they come to 
pick something else, but they usually won't make a special trip to pick 
cabbage. If you are going to plant beans, don't plant half wax and half 
green. You might like wax quite a bit, but most people don't, they pre
fer the green. My experience with peppers, they were picked out real 
fast. Myself, I can take them or leave them. I should say probably the 
greatest priority that I put on anything is you've got to have irrigation. 
You will see that in the first slide. That's supposed to be the last 
slide; that's Savoy cabbage. I think it's about the best tasting cabbage 
that there is in the world. It is just outstanding. Very few people 
know about it though, mostly out east. Since I'm from the midwest, it's 
quite a job in educating people. 

We had that dug this spring; it's at ground level in the spring and 
it's probably flooded come first of May, so I've got plenty of water. 
You see some of the people out picking. Another mistake I made, don't 
have the checkout stand in the center, have it at the end so people can 
walk down the rows and not crosswise. I had to make a path down the center 
of the field after I had laid everything out. By the way I set my ir
rigation on 60 by 60 for sprinkler, if anybody's interested. That's a 
three inch line there. That's all I had for a checkout stand, a little 
portable scale and a platform scale. This winter we just covered the 
platform scale with a plastic bag and left them there; it did fall down 
twice when we had big wind storms, but nothing seemed damaged. By the 
way, that's me out in the field, but I guess that the greatest reason why 
not everybody is growing strawberies, takes a little hoeing. 

I'm Marie Jones from the Waynesville, Ohio area. I'm here with my 
husband and sons and we're just starting a market this year, so I'm learn
ing. 

I'm Jim Dillon from Lisbon, Ohio area. We just got a farm about a 
year ago. It's 115 acres. We've got about 60 acres of woods and so far 
the only product we've had is firewood, and it's going pretty good. We 
are cleaning out a lot of fence rows and trees leaning out in the fields 
and getting ready to plant apple trees next spring. We're going to have 
apples and raspberries and some blueberries. 

QUESTION: 

Are you selling that wood for firewood? 

We're getting $30 a rick, so it's between $70 and $90 a cord. It 
helps buy a lot of apple trees. 
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I'm David White from Fredericksburg, Texas. I'm just raising apples 
and peaches, coming into production. I'm up here to learn about the pick
your-own operation. 

My name is Don Green from Mansfield, Ohio and I'm here with whats-her
name. I think the only mistake we've made is contacting Dr. Brooks and 
have him talk me into raising melons since we had our irrigation sitting 
idle after strawberries. It's worked out so well, it's working us to 
death, you bum! We have a slide. You had it when we didn't need it. To 
show you we are better promoters than we are farmers. We've been at this 
12 years and this was winter. We had one of the larger stores that calls 
to tell me when they have new suits and say, Green, we've got a new ship
ment of long johns. I said, you've got to be kidding. No, we just got 
them in, and if. you model them for us, we'll foot the expense and we'll 
put your farm name under it. So, to show you people that we'll do any
thing for the farm, there I am in the nude--almost. Let me tell you some
thing, that was midwinter and I about froze to death in those things. You 
need more on than just those long johns. 

We raise about eight to 10 acres of strawberries. We were glad to 
have friends in the area by the name of McConnell who helped us get 
started 12 years ago. We have started on the Heritage raspberries, one 
of the best things. What got us started on them, we met a fellow down 
here and asked how he was doing on it, and he said it's like stealing from 
the bank. Oh, do I love to do that? You hang in there with those acres 
because it took us three years. We though we would have it made because 
we were well established in strawberries and we started these Heritage 
raspberries, again thanks to the McConnell's. They said why don't you try 
them and see how you make out with them. Even with the volume of people, 
we told about them at strawberry time, it still too~ us three years to get 
ours completely picked. This was the first year we got ours completely 
picked. The people just found out that we had them after a lot of ad
vertising, a lot of freezing in my underwear, everything that we could do 
to advertise that we had these things at that time of the year. I had 
people calling me and see Greene, that's just another one of your pro
motions--we know you don't have raspberries in August. You just want to 
get us out there to sell us something else. But you hang in there, 
you'll sell them. It'll come; it just takes time for word of mouth. Sweet 
corn--we raise about five to ten acres; we're just starting on that. We 
sent our soil samples down to State. I noticed Mr. Brooks has his name 
on it. When we find his name on the bottom of our soil samples, we always 
double what he tells us to do and we come out real good. We will watch 
our next samples we get from you though. 

The only problem we had this year is Japanese Beetles and they tell. 
That doggone McConnell gave me some wrong information. He said if I spray 
for Japanese Beetles on my Heritage raspberries that next year they would 
be less and less. And I don't know what you're spraying with and what I'm 
spraying with, but the like what I'm spraying with, because they tripled. 
That reminds me, some people showed up. I'm getting $1.25 pick-your-own 
a quart for Heritage raspberries. I understand that you were a little 
cheaper down there. People would come to our stand and say that they 
could get them cheaper down there. I said, Yea, but their's all died. I 
was just kidding. We like the Heritage raspberries. Our banker is try
ing to get us to fill in because we were kind of loafing in July, so we 
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are going to a black raspberry that come in July, so we can keep our cash 
flow going, what there is of it. To show you how things go wrong for us. 
We.had planted 750 peach trees this year. They were looking real good 
until the deer started eating them. But we got even with him. I hated 
to do it, but we got rid of the buck that was doing it. There were eight 
does back there; they didn't seem to be bothering anything. They were 
watching him eat those trees. But we came up with a solution that was 
really neat. I put whats-her-name in the field with some felt strips. She 
put a felt strip on everyone of those trees and dipped them with Cresote, 
so any of you who are having trouble with deer eating those new plants 
because they will only eat them the first year when the skin of those 
trees is loose. The second year we find they are tight enough, not a 
delicacy, and they leave them alone. A lot of time they will eat the 
shoots back, which puts you back a couple of years too, but so far this 
has seemed to work. That and we shot the buck. Cresote is a chemical 
they put on wood for a preservative; you'll find it on telephone poles in 
the ground that will keep them for a good many years. It's real smelly; 
they don't like the smell; it'll keep them away from the tree. We heard 
Michigan tried it with some success. It'll last as long as you don't get 
a real rainy winter when you may have to dip twice. The strip of felt is 
about six inches long and she put a wire in it and hung it on the limb. 
You have to keep it away from the tree, because if it touches it you'll 
damage the tree. You hang it on a limb and that seems to do. One per 
tree. Whats-her-name will help you, just call her. 

My name is Dal Lawrence from Findlay, Ohio. I brought my wife along, 
but there are so many things going on at the same time that are so good, 
that we didn't want to miss anything so she went to one meeting and I'm 
at the other. We'll compare our notes later. If you allow us time ac
cording to time of operation, I won't have much time here, because we are 
a small operation. After having taught school for 42 years I wanted to 
retire to something, so we went out--way out--in the country two miles and 
bought a little acreage just to get away from the youngsters in the class
room. Now I hire about 40 of them every year. We're in the berry business 
pretty much. We are about ready to retire. I think it's about time. My 
son decided that he would come home, so here's where I retire for sure. 
But I've worked harder since he's come home that I did before. I think it 
happened this way. We start the season early with rhubarb and asparagus, 
way back in May sometime and run up until November. We extend the season 
a good bit. My son doubled the gross, but somehow or other he didn't 
double the net. The things we bought cost more than the stuff that we 
sold. The machinery and all; that's inflation, I guess. We're trying to 
keep from getting any larger; that's one of our objectives. That seems to 
be rather impossible in this business if you really want to sell your pro
duce and we all do, of course. We do raise a lot of berries, about every
thing in fact. We like the business; it just seems to be part of our 
nature since we came from the farm. We went into the Ohio Farm Market As
sociation. Somebody mentioned about the cherries awhile ago. We sold them 
and it was very successful. I would recommend it. The Ohio Farm Market's 
program has helped us out a great deal. One other bit of success I might 
mention is our use of bulk displays rather than packages. For example, we 
ran out of carrots, so I went to the store and bought a lot of packaged 
carrots. I figured that would be an easy way to make a lot of money. ·The 
carrots just sat there and nobody bought them. When they come to a farm 
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market it seems to me they want fresh farm produce, and it didn•t look 
like fresh farm produce to them. So I just ripped open the packages, put 
them in bulk and they went in just a few days. We also do that with po
tatoes. We grade them in three grades. They'll pick out their own sack 
and they seem to enjoy it. If they want different grades or if one grade 
doesn't sell quite as well as another one, we lower the price a little 
bit and it goes too. We think that's a good way to handle our produce. 
It seems to work pretty well for us. I had a lot of other things to say, 
but my time is up. 

My name is James Erwin. Most people call me Sam. I'm a graduate 
research assistant at Ohio State working with farm markets. I see a lot 
of familiar faces out here that I talked to this summer. Probably a lot 
of you got my mail survey that I sent out last spring. I'll be reporting 
Tuesday on just the tip of the iceberg of the data that I have. I also 
operate, in northern Indiana, a small fruit and vegetable operation with 
raspberries and a whole line of vegetables, raspberries, blueberries and 
strawberries. 

I'm Cheryl Willis from Michigan State University. I'm a senior dual 
majoring in fruit production and fruit systems economics and management. 
It's kind of like Ag Economics. My father is a blueberry farmer near 
Nunica, Michigan; it's about 20 miles west of Grand Rapids on your way to 
Muskegon. I've worked for him all my life managing his roadside market. 
I plan and I'm presently looking for land in Florida to start a pick-your
own threre for myself. 

I'm Herman Puckett from Springboro. I have two acres with 725 fruit 
trees on it. I'm retired, but it seems as though work is harder than it 
used to be. It's a young orchard. I have 150 varieties of apples, 20 
varieties of plums, 10 varieties of gooseberries, and three varieties of 
raspberries. I don't know what I'll do when I have to start picking all 
this stuff. 

My name is Boyd Meadows, and this is my wife Betty. We're from the 
little town of Milton, West Virginia, between Huntington and Charleston, 
West Virginia, in the very western part of the state. We have a farm 
store there between the two metropolitan areas. We have about 35,000 
feet of greenhouse where we raise mostly bedding plants which we sell 
about 20% at our market and the rest wholesale. We also have pick-your
own strawberries; six acres there. Then we have an assortment of vege
tables which we market at the store. We buy from other farmers in the 
area. We also truck in from all the way from the Carolinas to Michigan 
for probably 75 to 80% of what we sell. At the present time, we've taken 
15 acres and sowed it down to Fescue and we are going to start out first 
apple orchard pick-your-own sometime in April. 

I'm Paul Belzer from near Yakima, Washington, perhaps the farthest 
that I've heard. I'm here because several years ago I got involved in 
our local area in direct marketing. I'm here to learn primarily, but I'd 
like to tell you a few things about what we have learned from our exper
ience. I have about 70 acres, primarily fruit, of which the largest per
centages are of Bartlett pears and apples of several varieties. Primarily 
we're interested in direct marketing of cherries, apricots, and peaches, 
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along with the Bartlett pears. The prices that you people are getting here 
for your raspberries compared to what we get for our cherries on a U-pick 
basis is phenominal. We have been selling our cherries this past season, 
which was the highest in history, for $.35 a pound U-pick. Mostly they 
have been going for something like $.20 a pound. The same was true for 
peaches. We tried a U-pick operation for the first time this year and 
found it very successful except that some of the problems. You need to 
instruct people and you almost have to babysit them until they learn what 
it is you want them to do, because they will pick a product and if they 
haven't gotten what they were looking for they blame you, the grower, and 
not the person who did the picking. We tried very desperately to super
vise and to instruct our customers on exactly what it was that they were 
to pick and how to go about picking it. The U-pick operation on the 
cherries we found to be quite successful, because the customer had the 
most to gain from the labor that was involved in the harvest of the fruit. 
The thing that we learned that it was extremely important to be organized. 
That people liked to get the feeling that you really had a handle on what 
you were doing in your operation. For instance, the cqntainer and how 
smoothly that you moved the people into the field or into the orchard and 
back out, how quickly you checked them out. They just recognized the fact 
that if you were really organized, they would of ten tell you, this is the 
best place that I've been in so many years. You really seem to know what 
you are doing. And this was not because we were trying to feather our own 
nest, but because we realized the significance of being organized and we 
could just handle that many more people, in the given amount of time. 
Something that has been mentioned that has been very helpful to us, we 
have a mailing list of about 500 cards. We mail out cards to people tell
ing them when our cherries will be ready to be picked or when our apricots 
will be ready to be picked or any of the other fruits. We have found some
thing that might seem to be rather strange, but we go strictly on an order 
basis on peaches and pears. They must order their fruit. Then, when they 
come, we set a time and a date and they come and they pick up their fruit. 
Along with this we used to just run it through in a sort of a loose kind 
of a fill situation without paying much attention to what was in the con
tainer that they got. Just this last year we thought what we could do was 
to go through the fruit and pack it up ourselves on a loose basis, because 
we did have some complaints. For instance, in some instances peaches would 
be a little more on the over-ripe side and the customer wouldn't put them 
up within the required time and they had breakdown and loss. So, we have 
then decided to go through this fruit and take out the stuff that was over
ripe or ripe in various stages. We sold almost every single last pound of 
it, but at different prices. The premium fruit went at one price, the 
middle quality fruit went at another price, the stuff that wasn't any too 
good went at another price. Oftentimes people left our place being very, 
very happy that they got what they got for the price they got it for. 

Something else we just started this past fall when we were reading an 
article about some of the people here on the east coast that were in the 
cider business. We thought we'd see what this would do for us out on the 
west coast. We bought a cider press and did it on a scheduling basis. We 
scheduled a particular weekend primarily and then would either pick their 
own apples or we would have them picked in bins and they would come out 
and select out of those bins what they want. We would charge them so much 
per gallon for the use of the cider press, as well as a reasonable price 
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for the apples that they had purchased from us. We learned the kinds of 
apples we used for the cider would usually be apples that in many instances 
commerically they would be sorted out and sold to the processors for a much 
lesser amount. We sold them for a price that would be somewhere in the 
middle range of a packed apple, which in a sense was to our benefit. But 
here again the cider making is seemingly something people enjoy coming with 
their family to do on weekends. Now we are 150 to 200 miles from any large 
metropolitan areas such as Seattle, Spokane, Portland, Oregon, but we are 
surprised at the number of people who drive as much as 200 miles or more 
to come to get quality fruit. We've always tried very hard to guarantee 
the people that if they don't like what they got, we'll just gladly re
place it for free. Interestingly enough this word of mouth spreads rather 
rapidly and we have each successive year added, I would say, 20 to 30% 
more customers in the process. I think generally those are the things I 
thought were important as I came here to learn from you people and what 
you do on the other side of the country. 

I'm Jane Leebeath and I'm assistant editor of American Vegetable 
Grower. 

I'm Bill Hileman from Apollo, Pennsylvania. That's about 30 miles 
northeast of Pittsburgh. I'm in the apple and vegetable business. Always 
try to sell through the roadside market and the Farmer's Market in Pitts
burgh. I'm here to learn about pick-your-own. 

I'm Bill Klanz and my wife, Sally. We're from a town called North 
East, Pennsylvania, which is up in the chimney of Pennsylvania, right up 
on Lake Erie. We have about 125 acres which has been mostly grapes and 
tomatoes for processing. We have had for a number of years, a roadside 
market. We're expanding into more pick-your-own, looking at grapes and 
grapes are working very well pick-your-own. One comment on tomatoes. 
We've grown tomatoes, starting to let people pick-your-own. We've found 
that the processing type of tomato, the new mechanical harvesting tomato, 
the hard one, works very well on pick-your-own. It can lay there ripe for 
two to three weeks, they are hard, you can throw them against the wall. 
The people who buy them are a little leery the first year, but they come 
back and ask for them the next year. We grew Merit, a mechanical harvest 
type of tomato. They are a cross of a pear tomato or Italian tomato. 
It's called Merit C-28. 

I'm Phil Ahrens from Huntinburg, Indiana. That's down in southern 
Indiana. We have about 25 acres of pick-your-own strawberries. But our 
main business is the strawberry plant sales. We have about 25 acres that 
we dig for plant sales each year. About 30 varieties. 

My name is Charlene Andrews from Andrews Fruit Barn at Defiance, Ohio. 
We have pick-your-own strawberries and also an orchard, melons, sweet corn 
and that type of thing. One thing I'm interested in possibly is developing 
pick-your-own apples because we are left with apples in the cooler in the 
winter when I want to close. One of the things that I had a lot of success 
with this year was radio advertising. I got a little disgusted with our 
local papers taking two or three days to get an ad in. We are in an area 
which is rural and we advertise in about 12 weekly papers and that takes a 
week and you can't always count on how soon you need to get the ads in. 
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So we went to radio advertising. I thought it was going to be expensive, 
but it cost me $5.00 a spot. I'm on seven days a week, it's a 30 second 
spot. It rotates like one day maybe it's 8 to 9, another day it's 11 to 
12, another day it's 3 to 4, so it catches the going to work, the noon, 
and going home crowd. I found it works because sometimes I advertised an 
item on the radio that I did not advertise any place else and put the price 
in and people come in and say, where is such and such an item at such and 
such a price and you know they only heard it on the radio. We got a lot 
of response. 

My name is Fred Priess and I'm from Fenton, Michigan, about 25 miles 
south of Flint. I have pick-your-own strawberries, my first year. The 
reason why I'm here is I went to a strawberry meeting in Michigan this 
fall and three quarters of the people who were there could not sell their 
berries. So, I thought I would come to Ohio and see how many Michigan 
people were here and I thought it might help to sell mine. I also have 
about 150 acres of sod; don't have any problem selling it. My neighbor 
says, "Why are you going in the berry business? You ca.n' t make it in the 
sod business." I said, "I don't have any problem, but I've been getting 
tired of looking at the green." Well, they thought money, but that 
wasn't it. My berries. I've never seen any berries look like what my 
berries looked like this year. 



WATKINS: 

Chairman: Ed Watkins 
U.S.D.A. 

On Leave from The Ohio State University 

Our first speaker is from our sister state, the Commonwealth of 
Pennsylvania. He has had a market for about 18 years and has been on the 
farm for well over 30 years. His market is open from about May 1 to 
about Thanksgiving, and located approximately 50 miles northeast of 
Philadelphia. His topic this morning, "A Successful Family Market Lo
cated Off the Beaten Path Based on Sales of Products From Their Own Farm." 
With that I'll give you Eugene Wilcox. 

A SUCCESSFUL FAMILY MARKET LOCATED OFF THE 
BEATEN PATH BASED ON SALES OF 

PRODUCTS FROM THEIR OWN FARM 

Eugene Wilcox 
Wilcox Roadside Market 

Boyerstown, Pennsylvania 

Thank you sir. Good morning. I was thinking when I looked out over 
the people, man oh man, what a bunch of people. But they're not all here, 
so it's not too bad. I'm glad to be here and I know that it's a real 
good turnout. We grow vegetables and we've had a little bit of fruit. 
We've got a couple of fireplaces, and I'm going to cut all the fruit 
trees down and burn them in the fireplaces. We can buy the fruit. We've 
got a couple of real good peach growers; another man that grows apples; 
they are first class. So, we won't grow any more peaches or apples. We 
grow vegetables. Seventy-eight was an excellent year and I mean excel
lent. Seventy-nine is going to be better. Guaranteed. Vegetable grow
ing and marketing is about the only business you can be in that the gov
ernment isn't leaning on you in one direction or the other. If you are 
growing corn or soybeans, boy, they'll put a whole bunch of this crop in 
storage. When the price gets up just a little bit, I'll guarantee you 
they'll pull the plug and that price is going to come back down. If you 
grow some beef, you can hear them screaming now--meat prices are too high 
so we'll import some more from another country. I know because we grew 
beef for about 20 years. We got out of it ten years ago because there 
were about five or six bad years. I'll guarantee you you'll lose your 
shirt and maybe the farm. 
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Another thing, vegetables are one of the main things that are good 
for you. If you go out on the street and stop the first three people 
and ask them what do you think about eating meat, probably three out of 
three would say it's not good for you. But then, you go out and ask them 
about eating some vegetables, the next three that come along and you know 
those three are going to say they are good for you. So, we are in the 
right business; we have a ready market that we have only scratched a lit
tle bit. 

If you would draw a circle around your roadside market, maybe 20 
miles, maybe not quite that far, and you come up with a bunch of people, 
I don't care where you live, and you are only getting a fraction of that 
population. It may be two or five or maybe even as high as ten percent 
is a potential customer. So you see, if you don't have enough customers 
coming to your roadside market, you do a little bit of advertising and 
you are going to sure make it. I don't like to talk too much about dol
lars and cents. Everytime you hear somebody speak they'll say their ad
vertising is maybe 25% more than last year, maybe 50% more, but then it 
makes you wonder, 50% more than what. Didn't you spend anything last 
year, or did you only spend $15.00? Our advertising bill in 1977 was 
less than $100.00. Dan Schantz who lives maybe 30 miles from us is a 
big operator who hires a couple hundred people. He advertises one place 
I know in one of the city papers in Allentown most every day of the week. 
He runs a full page ad; I'll bet that dumb thing costs him about a 
thousand bucks. Our advertising in '78 was between six and seven hundred 
dollars. This isn't anything. We will triple our advertising cost for 
'79, if I can get my daughter, who is my bookkeeper, to go along with me. 
There has to be enough money in the bank. I'l like to spend about $1,500 
or maybe $2,000 on advertising. While we are on advertising, I have read 
that one of the best places to advertise is in the newspaper. I just 
read this in the paper a couple of days ago. A survey was taken and 
70-80% of the advertising in big stores is done through newspapers, maybe 
10% on radio and 10% on TV and a little by direct mail. In almost every 
one of these stores answering the questions, they said they would adver
tise more in the newspapers next year. So what the stores are doing I 
guess really we have a roadside market and it is a store, so this is the 
way to lean. 

Another thing on growing vegetables, you know a lot of people say 
that eating certain vegetables even prevents cancer. We grow a couple 
parsley beds. My wife has parsley beds all around the market and I've 
even heard tell that's good for high blood pressure. Twenty-five per
cent of us have high blood pressure. There's another thing, when you 
are cooking every now and then you'll burn yourself and they even have 
a plant now that you break this stem open and rub it on the burn and it 
will stop that burn. 

We were in a meeting last night on marketing. They were talking 
about some of these festivals--strawberry festivals, pumpkin festivals, 
one thing and another. I was talking with my brother just the other 
day. McDonalds has a bus that is available; they don't have one bus 
they have 20 of them across the country. But this bus is available for 
a promotion for free. Some of these big wheels out here, they grow a 
lot of strawberries or have these great big festivals, could contact 
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McDonalds and they would furnish a bus and a driver for free as a prize 
for two or three days to take the winners of some kind of promotion for 
your business on a tour. 

We grow about 250 acres of vegetables. We have about 50 acres in 
field corn, but no animals anymore. We used to grow tomatoes for Campbell 
Soup; over a hundred acres and that was a real pain. You fellows have 
grown tomatoes and you know the problem with the harvest labor market. 
During the strawberry season we use maybe seven or eight Puerto Ricans 
out of Reading or some local help. They are real good workers; I'm real 
pleased with them. But they do go home at night and they aren't shoot
ing one another or beating each other in the head. We have no wholesale 
sales; we are strictly retail. We grow more than we can sell; we are 
never out of sweet corn; we are never out of tomatoes; in fact, I don't 
like to run out of anything. If somebody comes in our roadside market 
with dollar bills in their grubby little hands, man, I want to get it. 

We have no pick-your-own. I don't believe in it. I like to have 
a whole bunch of vegetables for people to come to our market to buy. If 
we had pick-your-own, it would conflict with our retail. We had a little 
bit of pick-your-own when we grew canning tomatoes when at the end of the 
season when the soup campbell says that they have had enough tomatoes. 
So you are stuck with a couple hundred tons laying in the field. You let 
the public come in, you run some ads in the paper. Boy, they come in and 
they steal all the wrenches out of your equipment. They take all your 
vegetable baskets. They are a bunch of thieves. I don't like it. 

I don't like to talk too much about money. You get a survey in the 
paper a lot of times even on roadside markets asking what size category 
you fall into. Are you under $50,000 or are you over $100,000? In 1977 
we were slightly over $50,000 gross. In 1978 we were over $125,000. I 
don't know how everybody else's market did last year compared to the 
year before, but we're just about double. Now, we advertised last year 
and we didn't advertise before so this accounts for some of it. What 
accounts for the rest? I don't know. We bought the farm in 1946 and 
moved from another farm. We paid $90 an acre for up towards 300 acres 
of ground. This does affect my prices a bit compared to those of a young 
person going into farming today. An acre of ground in Pennsylvania is now 
$1,500 an acre, if you can find it. 

Another thing, when you speak about a roadside market, it is real 
difficult to display everything in that central area. You have a whole 
bunch of items that you kind of push off to the fringes. We're selling 
vegetables; I like to keep the vegetables where the people come in. So 
all of our jams and jellies are kind of pushed back in a corner a bit, 
even milk and butter and eggs, which are in cases back off to one end 
of the market. So, we are going to discontinue selling jellies and jams 
and canned products. We do not have a good enough turnover for the money 
invested. We don't even sell a thousand dollars worth of Woswit Products 
in a season and this isn't enough money. So, we'll quit that and Woswit 
is a little cheaper than Polaner's and to me it is just as good. We've 
had Polaner, but Woswit is Pennsylvania Dutch. My wife is Pennsylvania 
Dutch, but I can't talk it. We sell maybe 300 jars of honey a year. We 
have a local fellow just up the road from us, and he brings honey in every 
time we call him. So we'll continue to sell honey. 
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My wife and my two daughters work in the stand full time and one 
neighbor woman started last year working in the stand. She and her mother 
were picking for us. She still picks string beans and peas. But that is 
all the help we have in the market. I have another daughter ten years 
old who is going to give me help real soon. We talked about quality in 
vegetables yesterday; I figure I have some pretty good quality in a good 
looking wife and that gives me quality in three good kids. That's pretty 
good. 

One thing was spoken about yesterday was Heritage raspberries, as a 
fall producing crop. We planted Heritage last spring; we will mow them 
off when I get back home. We have snow cover on the ground at the moment. 
I was told that you should mow them with a sickle-bar mower rather than 
chop them with a rotary mower. Maybe I'm wrong, but it gives you a 
clean cut and I'm scared of disease in most anything. 

Another fellow spoke about Savoy cabbage. In some areas I believe 
Savoy cabbage would sell good; I believe it would be a good seller. 
But for us, Savoy cabbage does not sell. We grow a little bit of it, 
but there isn't any money in it. A German fellow owns a farm that we 
rent, and he really loves Savoy cabbage, so maybe Germans eat Savoy cab
bage, but we can't sell it. 

I'd like to compare some of our Pennsylvania vegetables, different 
varieties for growing and selling with you. On sweet corn, we grow about 
80% white sweet corn. Your best sweet corn so far is Silver Queen. It 
is a full season corn,naturally all of you grow it. We plant Spring 
White from Harris for an early sweet corn. Some fellows don't like 
Spring White, but if it is picked before it is real mature, it is good. 
If it gets a little bit heavy, it loses a lot of flavor. We grow about 
140 acres of sweet corn including driveways. We plant 16 rows in a block, 
so we can spray eight rows in from either side. Silver Treat is another 
good white one, as far as I'm concerned. Silver Treat is an Agway va
riety. I don't know if Agway reaches out into Ohio. Quick Silver from 
Harris, a fairly new one, is a good corn. None of these compare with 
Silver Queen, but these are all good eating white sweet corn. On the 
bi-colors I see Ferry-Morse is downstairs. They have a new white and 
yellow bi-color sweet corn called Sugar Dot. And up until now, Sugar 
Dot is the best bi-color we have ever grown, and we have ever eaten. It 
has a little bit of purple on the stalk and on the tassel and it really 
stands out by itself. It beats any bi-color I've ever eaten. It ripens 
in under 80 days, maybe 78 or 76 days. We do grow Sprite; we grow 
Harmony; this year we will grow Sweet Sal. Those three are all Harris 
seed. We have grown Sweet Sue; I wasn't real fond of it. I believe one 
mistake we make and maybe some of you make, is only giving some of these 
varieties one year trial on one particular field. I believe this is a 
bit of a mistake. While I'm thinking of it, under no circumstances would 
I grow a short season corn later in the season. We did plant three 
plantings of Sugar Dot. The first three plantings we included Sugar and 
I got away with this all right. When Spring White was finished last year, 
we immediately went in, plowed the field, and planted Sugar Dot and this 
would have been maybe the 20th of July. The season was long enough, but 
it didn't do anything. Now some corns you can plant late in the season 



-85-

and get away with it. But a short season corn, you absolutely cannot, 
unless conditions are very ideal. 

On yellow corn, here again, we only sell about 10% yellow; our sales 
have increased a little bit on this, maybe 5% over several years, but 
maybe this is because of getting new customers. We plant Early Fortune; 
we plant Sun Dance; Bellringer is a good one. These are all fairly short 
or mid-season. We've been planting Merit from Asgrow; Merit gives you a 
lot of corn on an ear. It will produce corn even if it's real dry. We 
have irrigation. I hate to irrigate; I hate to lug pipes. Merit leaves 
a bit to be desired. We grow Golden Queen. Golden Queen is a brother 
to Silver Queen. Golden Queen is good; you must plant it when the soil 
is warm. Some people have trouble growing Silver Queen early, getting 
it out of the ground. 

One thing about planting sweet corn, I really believe, is the majority 
of people plant sweet corn too deep. We have a few stones in our ground; 
we're in limestone ground and I like to see a few kernels on top of the 
ground. Maybe it's wrong, but we do not have trouble getting sweet corn 
out of the ground. About a half inch deep and that's the limit unless it 
is terrifically dry; if it's dry, you must go deeper. But I'll guarantee 
you, if you plant Silver Queen early in the spring, about April 12, you're 
not going to get it all out of the ground. You plant it shallow; you can 
have a freeze on sweet corn and you can get away with it. But if you 
don't get it up, you're sure not going to pick any corn. We'll plant a 
few new varieties of yellow; we haven't made up our mind. Our seed has 
been ordered and we'll order a little bit more. There is a big differ
ence with different companies on seed. I mean a big difference as far 
as price is considered and as far as varieties are concerned. But there 
is pricewise a tremendous difference. Maybe this is why when the house
wife goes out to the roadside market she finds such a difference in the 
price of sweet corn. 

We start planting sweet corn roughly April 12, ten days later. Then 
we plant all the sweet corn except Golden Queen at that time. Ten days 
later no matter what the weather has done, we go in with a full planting 
of full season corn. Then at come-up when I see just a couple sprouts 
coming out of the ground, I make another planting. It doesn't matter 
whether this is just four days later or three days or if it's a week. 
I don't go by the calendar; I go by just a couple sprouts peeking through 
the ground. The only time I will rush this is if we are going to have 
a rain. If they are speaking of rain, I will go in and plant another 
planting of corn even though I made a planting three days ago. We're 
never out of sweet corn. We start picking maybe about July 6 and we have 
sweet corn until October 23. We have sweet corn left over at the end of 
the day naturally because we are never out of corn. I don't throw it away; 
I put it in the cold room. The next morning at about 11 o'clock, we sell 
the old corn. Mix it in with the rest of the corn. But I won't sell it 
when we open in the morning, because some people are pretty nosey, and 
they look at it pretty close. So, if you wait for a couple of hours and 
mix it in, there isn't anything wrong with that corn. If I'm going to 
throw it away, I'm going to leave it in the field to throw away. Every 
now and then we will really over-pick corn, especially if you pick a lot. 



If you pick 10,000 ears and it 
to have a lot of corn left, so 
throw a few hundred ears away. 
I've over-picked. 
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turns out to rain like crazy, you are going 
we have dumped corn. But I don't like to 
I'd rather throw a thousand away when 

We don't let the people tear the corn open. We have a sign that keeps 
their grubby little hands out of the corn. We pick corn loose on a 
wagon, bring it in, put it in five-eight baskets, carry it into the cold 
room. We have two cold rooms. One is used for sweet corn and the other 
is used for different fruits and vegetables. We normally would have 
three different varieties of sweet corn at least, so we just set the 
sweet corn out of the cold room and sell it right outside of the door of 
the cold room in the market. When a customer wants a dozen ears of corn, 
we go over and put it in the bag for them. We could prebag it, but we 
don't do that. We give 13 ears for a dozen, which most people are doing 
now. 

For our early tomatoes we plant Early Girl, Spring Set, Ball Extra 
Early and Red Pak. We plant them roughly the 18th of April; put hot caps 
on them. I just found out last year they will freeze through a hot cap; 
that I didn't know. But they froze; they grew out of it, but it did set 
them back. We should have turned a basket, a peach basket upside down 
on top of the hot cap and they wouldn't have frozen then. We've done 
that; we've covered up to 15,000 tomato plants, and that's a son-of-a
gun. If you can imagine, we were out there with baskets. I even ran 1 

down over the row with our plastic machine, and then you have to feel 
around on the plants, see where the plant is. We've left plastic on for 
three days when we've had frost three days in a row. They grow out of 
it. But that is the early tomatoes. Red Pak is a mid-season tomato; 
an early mid-season from Harris. This is a good tomato. We don't grow 
any on cages or stakes; they are all grown on the ground. For our full 
season tomatos, we plant about May 5. We plant Red Pak, Supersonic, 
Rampa, Jet Star, Main Pak. There's a bunch of them, I know, but we have 
the plants grown at a greenhouse. This fellow will grow whatever we 
want. We have no greenhouses. This year we will try Roadside Red from 
Agway, but I thought the size looked a little small according to their 
write-up. Maybe we've planted that during a trial, I forget--I've got a 
bad memory anyway. Ferry-Morse has a new one, maybe a couple of years 
old, Royal Flush. Pete Ferretti up at Penn State bragged that one up to 
me the other year, so we do have seed this year to have Denny up at the 
greenhouse grow Royal Flush for me. One thing I didn't say on sweet 
corn, we spray with Lannate. I believe the spray program is real, real 
important. On the early and mid-season corn, not the Silver Queen, we 
use Lannate. We spray when you first see a tassel down in the whorl. 
Bob Petrolt from Penn State said that one spray would be enough, 100 
gallons to the acre. This would get a lot of material down into the 
leaves where they fasten on the plant. Down in the whorl. But we've 
been making about six sprays of Lannate about two days apart. About 
August 5 we go into our later corn and we spray every two or three days 
with Lannate, and we don't have any worms. You can say if corn isn't 
any good, worms wouldn't like it, but I thought if you bit into an apple, 
and found a worm the only thing that would be worse would be to eat an 
apple and didn't find a wdrm. You can't afford not to spray. 
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Getting back to tomatoes. I was wondering just as a thought, if 
Blossom Set would be a good idea to use on some of these early tomatoes; 
whether it would work. We do plant the tomatoes roughly April 18 on 
those real early ones. Just a couple thousand plants. Then May 5 we put 
in quite a bunch of tomatoes, maybe 6,000 or 8,000. About May 15 we make 
another planting, this is to have our plants on order just in case we 
would have a frost and wipe out that May 5 planting. This is just a lit
tle bit of insurance. We make another planting June 10. We do make a 
last planting on June 25; that gives us tomatoes way, way late into the 
fall. To me this is a real important planting. We can have tomatoes 
right up until Thanksgiving. We close Thanksgiving. We normally have 
maybe a thousand baskets that we put in the barn when it comes close to 
a frost. This is a pretty good idea. 

Cantaloupes--we grow a couple acres. Last year we picked cantaloupe 
every day. We make three plantings of cantaloupes and the last planting 
maybe gets a little bit cold. They say that cantaloupes should have hot 
weather to make them good, but we had cantaloupes from the time we 
started picking August 1 until October 8 last year. There were days when 
I was picking a thousand a day. I leave the Puerto Ricans and the rest of 
the help to go and pick the corn; I go and pick cantaloupes; I like to 
pick them. One of the most important sprays for cantaloupes is for your 
cucumber beetle. We dust the flats before we plant them, soon as we put 
them in the ground, about every other day for about six times with Thiodan 
for your cucumber beetle. This is very important. We plant them all on 
plastic. Last year about half of them went on degradable plastic. This 
plastic began to disintegrate in the middle of the summer, but we had 
cantaloupes. We had a field day down at our place for the Southeast 
Vegetable Growers, and they didn't think there were enough cantaloupes 
there, but there were. We sold cantaloupes anywhere from 20¢ up to about 
$1.35. There were cantaloupes that were tremendous in size and some of 
these real little jobs about as big as a softball. You can sell them 
very cheap. But most of the cantaloupes were somewhere around 50 or 60 
cents. We grow Gold Star; this year we will have Star Trek, another 
good number from Harris. We don't use any herbicides; we straddle the 
row with a wide-front end tractor with a tool bar just tear up the meadows. 
Not many weeds. If I got into a field where we had a lot of weeds, I 
guess we would have to fix up something on the sprayer to knock those 
weeds out. We had very few weeds. One thing on degradable plastic, it 
costs you roughly a hundred dollars for four foot wide by three thousand 
feet long. Boy, we have some black plastic laying out there right now; 
it's going to have to come off the field; that's a job. They talk about 
running through there with a potato digger, but you have to get down 
there and just dig it out. Degradable will disintegrate, so we are 
going to go 90% degradable the way it looks, and I'll still use a little 
bit of black plastic. 

Cabbage--we plant RioVerde. This is a Harris cabbage; it gets big 
and it's a good cabbage. Ninety percent of our cabbage is RioVerde. 
We've had heads of cabbage weighing probably 15 pounds. We are in a 
Pennsylvania Dutch section; people like a lot for their money. The 
highest we've sold is a little over 200 heads a day. We're out in the 
boonies; we're not next to Toledo or Dayton or Cleveland. People have to 
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come out to us. Two hundred heads of cabbage is a lot of cabbage in a 
day. We put out about 17,000 plants; we don't direct-seed cabbage; we 
could, but I'm kind of slow to change. We're making money, so as long 
as we're making money, I kind of run along those lines. As I say, Savoy 
cabbage doesn't sell for us too well. We sell a little bit of red cab
bage. We make sauerkraut. We have 1,500 quarts of sauerkraut in the 
cellar at the moment; we just finished a couple of days ago. We can get 
away with this; some of you people can't. But we do have the government 
in favor of direct marketing. Boy, this goes a long way toward committing 
murder. You can get away with a lot if the government is in favor of you. 
If the government is not in favor of you, they will give you a fit. 

We spray Lannate on cabbage. We use Dipel when we are cutting cab
bage. We stay on about a five day spray schedule. We use an air-blast 
sprayer for everything. This is a big Bean air-blast sprayer. I could 
get away with a three-point air-blast sprayer on the back of a tractor, 
but as long as I'm making money, I kind of keep investing one way or an
other. This cuts down on my income tax, not that I don't pay income tax, 
but I do like equipment. I'm making my money from farming. 

We have about four acres of asparagus we are cutting. We planted a 
new one last year, Beacon. You give them another three years, and they'll 

-have some real good asparagus. We've been growing asparagus for about 15 
years. Maybe asparagus doesn't pay too big. We pretty well lump every
thing together, and if we have money at the end of the year, I'm happy. 
Some of these crops you grow, such as okra, may not pay, but it sure 
brings a different class of people in. This year we will grow a half 
acre of okra. Okra is a good seller, not only to colored people but you 
get a bunch of hillbillies from down south that like okra. 

We grow Delite and Raritan strawberries; two real good ones, but you 
all have ideas on strawberries. 

We grow Sugar Snap peas, which is a real good one. Promising is an
other real good one; it's a gourmet dish; you can eat them raw or you can 
cook them just a little. They've had a lot of write-ups in the paper. We 
pull the vines on the regular peas, bring them into the shade somewhere, 
pick the pods off the vines and then dump the vines back in the fields. 
We do the same thing with lima beans. Pull the vines, pick the pods off. 
We do a little bit of this on string beans if there is another planting 
ready to pick. We plant string beans everytime we plant sweet corn, but 
not a lot of string beans. 

We plant Green Ara on peas. Harris has a new one that's better than 
Progress No. 9; it's called Knight, but it's not available this year. We 
make three plantings on peas, March, April, and May. This way we have 
peas up until the middle of July. 

We're going to plant some more greens for some of our black customers. 
We don't have too many black people. We've used them as workers and every 
day we have a few come into the market, mainly out of Pottstown, a city of 
25,000 which is seven miles away. Anything that customers ask us to grow 
we will grow. We grow peppers. We put them in a wheelbarrow to sell 
them. We sell all the peppers and all the cucumbers out of a wheelbarrow 
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setting out front. Five or ten cents apiece no matter what size. We grow 
Midway and Lady Bell and these two look real promising. High Bell we 
haven't grown. We grow some Cubanella and a few hot peppers. 

We grow yellow watermelons. We have some slides that I would like to 
show you. That is a picture of the market; the back was built on maybe 
five years ago. That is all open. We have quite a bunch of flower beds 
just for looking pretty. We put that sign up maybe four or five years 
ago. This is a picture of another roadside market, maybe 15 miles from 
us. This is the fellow that grows plants for us. Just a couple slides 
of his poinsettas. This is a picture of the old market, but it looks 
better than that. We have a fireplace in the market. We use the corn 
stalks in the front for decoration. We sell some dry flowers that my 
brother-in-law makes up. Here we have a tripod made out of tubing to 
display colored corn; this worked real well. This is the sign saying 
that if we pick the corn it is a dollar a dozen; if you pick it out, 
it's a dollar and a quarter. This works out good. You would be amazed 
at the people who don't want to pay a dollar and a quarter. We sell 
bedding plants. 

We started two years ago to selling bedding plants. We sell gourds 
for 15¢ each and colored corn are at 3 for 35¢; I can't get that $1.25. 
We display cabbage on that one table; fill it completely full of cabbage. 
There are about five compartments underneath that table for paper bags. 
That's the front of our market; that's about 72 feet long. There are 
some of the women who are picking pods off the vines. 

That's all I have to show. I thank you very kindly. 



WATKINS: 

HIGHLIGHTS OF NINETEEN YEAR.S OF FARM 
RETAILING AT DELICIOUS ORCHARDS 

Carroll Barclay 
Delicious Orchards 

Colts Neck, New Jersey 

I think you are going to enjoy the next speaker. He comes from one 
state further removed, from New Jersey. His market is located about mid
way between New York and Philadelphia, about ten miles from the coast. I 
would guess if we drew that 90-minute radius around your farm, Carroll, 
you might have the largest population to draw from of any farm in the 
country. I'm not sure, but you have one whale of a lot of people within 
90 miles of that market. I will give you Carroll Barclay who will talk 
about highlights of 19 years in the business. 

BARCLAY: 

Thank you, Ed Watkins, and good morning everyone. I know you are 
awake because it's too cold to stay asleep long. I'll be glad to get up 
here and get warmed up. Like most of you who are not professional speakers, 
I've had some misgivings about accepting Dr. Cravens' invitation to talk 
about my experiences of the last 19 years in farm retailing. First, to 
compress the events of 19 years into the allotted time comes to two minutes 
per year. Sandwiched inbetween the events of those years, he expects some 
insights as to why they happened and some reflections on our philosophy, 
policies, and convictions. My misgivings have been added to by Dr. 
Cravens' prodding and by my own feelings that those of you here today are 
very special people with the personal strength, confidence, and energy 
that goes into the many independent and diverse enterprises that are 
represented here. These qualities have impressed me at past conferences. 
I can feel it here today; taking part is both an opportunity and a chal
lenge. Some of the additional pressure on my effort this morning results 
from my very strong belief in the rightness, the validity of direct farm 
retailing for those already in it and for many others with plans to get 
involved. Direct farm marketing is right for personal satisfaction and 
profit; it's right for customers getting fresh high-value products; it's 
right for business that needs to see demonstrations of small is beautiful; 
it's right for the country to disperse farm production for a more secure 
and efficient source of food. So whether I'm qualified or not, I am well 
motivated to help Dr. Cravens in his good work. 

-90-
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First let's sketch in some brief factual material to build a picture 
in your mind's eye of our operation, past and present, The facts will 
convey many years with growth and change. These facts will only be a 
framework for the very human experiences and emotion-filled events that 
we were involved in everyday. While you listen to the facts, many of you 
will surely add your feelings from your own experiences, past, present, 
and perhaps, contemplated. I hope the facts will impart the struggle in 
the wholesale years, the decisions to begin retailing, the efforts to 
raise money, the excitement of designing new fac.ilities, the challenge of 
learning new skills to launch new products, the work of growing new farm 
crops, and the risks of employing more people with new skills. Does that 
list sound familiar? Some of you will certainly be able to temper my cold 
facts with warm emotions. 

Start with a 100-acre farm in central New Jersey in the mid-1940's 
with 40 year old trees, 40 feet high. It was a farm no one else in the 
family wanted with a mortgage for 75% of its value. That equity, with a 
small amount of very used equipment and buildings not including a cold 
storage or modern packing facility, made up the total $10,000 net worth of 
the owners of the business. Deficiencies in capital were balanced by the 
enthusiasm of my mother, Ruth A. Barclay divorced the year before, and 
her teenage son, yours truly. Optimism ran high and was soon augmented 
by my partner in marriage, Janet, who is here with me today. I would like 
to say here that the support and help from both Janet and my mother have 
been of tremendous importance to the success of our business over many, 
many years. The energy of youth, little knowledge of the fruit business, 
and less experience were only slightly tempered in those early years by 
the sound advice of four uncles who happened to be engaged in fruit grow
ing and our good friends in Ag Extension. Facts are what I promised you. 
From the 1940's through the 1950's, we expanded and renewed the existing 
wholesale fruit operation. Two farms were purchased, mortgaged of course. 
Fruit tree& were planted; equipment was purchased to improve marketing; 
old buildings were converted; and new ones were built for cold storages. 
Statewide cooperative marketing and advertising organizations were joined 
and actively supported with time and energy; profits were thin and vari
able; debt was high, so every recession, yes, we had them in those days 
too, brought higher interest costs and lower prices. 

By the late 1950's increasing taxes and labor costs in our suburban 
area were eroding the $150,000 annual sales from our 100,000 bushel crop. 
Fact--in those years we were actually shipping apples to the out-of-state 
canneries for 2~¢ a pound, delivered. Increasing land values provided 
temptation to sell out. Some growers did. Higher land values also pro
vided the opportunity to borrow additional money to start retailing. In 
the early spring of 1959 some of our apples were sold from wagons along 
the road near the orchard and the storage. The response by customers was 
encouraging, and the decision was made, go retail. We decided to make 
cider and try to sell as much of our production as was possible. A sales
room and a cider mill were built with a space of about 1,200 square feet. 
The building was a typical roadside market building fronting on the paved 
road at the original orchard. The $15,000 cost of that building was fi
nanced with a 4% Farmers Home Administration Loan that we promised to pay 
off with the one dollar a bushel savings in wholesale, packaging, and 
trucking commissions. At this time, because of a new commitment to retail 
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operation, the family management was augmented by my sister, Caroline and 
her husband, Bill Smith. Bill took over the farm operations and helped 
us to set up the new cider processing equipment, Caroline took an active 
part in the retail sales as they increased. Family members together with 
a few managers from our early wholesale years have made important con
tributions in thought, enthusiasm, and energy as the business has expanded. 
Starting at $50,000 a year the first year in retail, sales increased every 
year. Buildings and equipment were modified to accommodate more customers. 
To provide better quality and improved varieties for retail sales, peach 
and apple orchards were planted on size-controlling rootstocks at higher 
densities per acre. 

In 1960 after just one year in retailing, a bakery operation producing 
pies and cakes from home recipes was started in Janet's farmhouse kitchen 
and converted dining room. In those facilities for the next five years, 
Janet, helped by local women, increased production of baked items to 
$150,000 per year. The profits from the bakery were essential for us to 
make the transition from wholesale to retail operations. By 1965 retail 
sales were very near $400,000 annually; customer traffic continued to in
crease; sales and bakery production space was extremely tight. Major 
changes would be required to accommodate any additional growth. Road 
traffic and parking for the 1,000 cars on weekend afternoons set the 
stage for pressures from our local officials and the Planning Board. They 
wanted us to move to another location. As one Planning Board member said, 
"It's all right to farm in our farm/residential zone, but when you start 
to retail, you're making farming a business." That's a fact. 

Additional facts--in 1966 a new salesroom and bakery building was 
designed and opened two miles away, located in an orchard in a commercial 
zone on a major highway. The 13,000 square foot building with equipment 
costing about $200,000 and financed by a $175,000 mortgage acquired with 
some effort. Sales volume of fruit, cider, bakery items, and products 
from a new specialty food department doubled in that first year at the 
new location exceeding $1,000,000 in gross sales. Our goal was to sell 
all our farm production, and that was realized. In 1969 and again in 
1973 additions to the facility brought total space to 35,000 square feet. 
Paved parking required by our town also rose to 250 cars. Employees have 
increased steadily to nearly 250; some managers and hourly workers have 
been with the company since the wholesale, dining room bakery and early 
retail years. For example, George Curly, who is the manager of our pack
ing, storage, and processing operations, joined our business over 25 years 
ago. Today his son, George, Jr., is the manager of our orchard operation. 

Today the business includes sales departments for produce, bakery, 
and specialty foods. Backing up sales are separately managed departments 
for bakery production, packing, processing, storage, and farm production. 
The organization also includes support departments for trucking, mainte
nance, personnel, purchasing, accounting, advertising, and security. All 
these departments are owned and operated by our own company, there are no 
concessions, no franchises. Sales from our retail market increased in 
1978 to over $6,000,000. The business is earning a good return on invested 
capital and shows a sound financial position by any measure. Just this 
past year in 1978, family· members who have been active in past years have 
functioned solely as a board of directors for policy decisions only. The 
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planning and operations have been entirely the responsibility of nonf amily 
managers. These managers are making decisions on products, price, employ
ees, new equipment, and budgets; all the activities involved in running a 
business. Well, these are some of the facts that seem significant as I 
look back over the years. Perhaps you have also shared the emotional ele
ments that were present, because of your own experiences. 

Next let's take a look at some of the more crucial times to see what 
was going on in the heads of those involved when the decisions were being 
made. There's a saying that what we think about the facts is more im
portant than the facts. What we think about facts comes out as philosophy 
and policies which guide our important decisions and actions everyday. 

First, a few connnents for those of you who may be wholesaling, but 
are now contemplating some form of retail. Perhaps you are, as I believe 
I was, a rebel in the wholesale system. In addition to the financial 
stress, I remember the frustration of those years. For example, the chains 
demanded apples in varieties, sizes, and packages that were known to 
growers to be inconsistent with market research reflecting consumer needs. 
Max Brunk, Cornell agriculturist, proved in the 1950's that more apples 
could be sold in larger bags used together with bulk displays. The chains, 
insisting on three-pound bags filled with small apples, left our large 
fruit to rot in storage because they controlled the market. Our first 
sales success was selling those large apples at a premium price to our 
customers. Today, because we've controlled our marketing, we give our 
customers the choices that Max Brunk was advocating. In my idealistic 
youth there was a tendency to plant good quality varieties, believing that 
they would be marketable and that there would always be a market for Sta
men Winesap and Jonathan. What a shock to find that my own advertising 
money was being used by the chain stores to encourage the use of inferior 
varieties with spicy recipes from the food editors they controlled. There 
comes a time to rebel, to take full responsibility for your product from 
farm to consumer. One of the great satisfactions in 19 years of retailing 
has been to provide greater satisfaction to customers that have been taken 
away from the chain stores. 

Some of you may be thinking of moving or greatly altering your sales 
facilities. Our move from the farm location in 1966 to the new, more 
elaborate building on the highway in a connnercial zone may prove interest
ing to you. Along with the substantial investment, we felt the risk was 
increased by moving from the rural, authentic atmosphere that came naturally 
to the open front farm market. Anxiety increased as customers threatened 
not to go the extra few miles through a major intersection. The move was 
made to a place created by careful thought, translated into reality with 
the help of excellent architects of building and landscape design. The 
old orchard trees on the site were incorporated into paved parking areas 
and driveways. The enclosed and air conditioned building gave customer 
comfort along with product freshness and cleanliness. Only select brands 
of foods and natural cheeses were added in the new specialty food depart
ment. Our customers came and enjoyed, and our sales doubled the first year 
and doubled again and again. 

What was learned from that experience? What guidelines were estab
lished for our decision makers in the company today? A simple four word 



-94-

phrase sums it up, integrity, product, place, and people. You can put the 
words product, place, and people on the three sides of an equilateral tri
angle because they tie together and support each other. Put the word 
integrity in the center of the triangle. Or you can put them on a line 
separated by slash marks. You can turn them around. However you think of 
those three essential elements, they become an important part of your busi
ness. They must come together; these three words with integrity. You can 
call it fitne$S or unity in the eyes of your customers, or perhaps maybe 
more accurately, in the subconscious mind of your customers. The word 
integrity means complete and honest. Each one must further define prod
uct, place, and people; people means the sales personnel for your own 
business. Here are some of the words that we use in our market. Prod
ucts must be healthful, fresh, basic, and our own. Place takes words like 
attractive, clean, interesting, authentic, easy to shop. People meeting 
customers should be honest, knowledgeable, friendly, and committed. The 
meaning of words is elusive, but not everything will fit the test of in
tegrity. Try putting together fresh quality products in a dirty market 
serviced by indifferent people who know little about the product. When
ever we have made changes in our market or run into trouble with sales, 
careful consideration of the integrity of our product, place, and people 
has been helpful in our decisions. 

Turn now to the bakery story. The bakery story is an example of a 
farm retailer taking off with an entirely new venture that seems to fit 
the existing business. How I wish there were time to fill in more of the 
details of those interesting, exciting years. At the beginning we cooked 
four pies at a time in the GE oven and at the present, we use big revolving 
ovens that can turn out 15,000 pies per day for the holiday rush. We have 
been learning and experimenting to make new products that number 75 or 
more. The transition was made from the all-women bakery shop in the first 
six years to an integrated team of professional men and women. The bakery, 
its start, growth, management, and products, reflects many of the basic 
beliefs that guide our business. Number one--strive for products that 
have high quality and high value. Let others meet the needs of the mass 
market with labor-saving equipment and distribution systems that dictate 
compromises in their products. In our bakery the quality of the original 
recipes was not altered by the enticements of more easily used ingredients 
or equipment. The question asked was, "Will it be the same?" not "Can we 
make the change so the customer will not notice it?," or "Willtt allow us 
to cut price?" Product value can increase with growth; volume purchasing, 
machines that duplicate hand labor, and innovative handling systems will 
reduce costs as business increases. These savings can be passed on to the 
customer in products that actually increase in value over the years. Our 
$1.25 apple pie of 1960 was held at that price for years by increasing 
volume. 

Also, we believe that the labor of people deserves to be and should be 
used creatively. We think our operations should be, to coin a phrase, labor 
effective. Too often in business today labor is seen as something to be 
reduced in some way or eliminated by machinery that will do the work. 
Thirty-three cents out of every dollar flowing through our cash registers 
goes for payroll within ou~ own operations. That's a lot of man-hours.· We 
try never to waste them, but we do enjoy making products and rendering 



-95-

services that make good use of our people's time. From the beginning and 
still today, our bakery is a place where people like to work. The physical 
and social environment is good. Jobs are structured to provide variation 
and to minimize boredom. There exists a certain camaraderie that helps 
the groups pull together. People really taking pride in their work is the 
basis for quality control. Women who started with Janet work side-by-
side with men. These men are professional bakers using their specialized 
skills that the big baking companies no longer need. The principle that 
requires that labor be viewed creatively can open up opportunities to make 
unique high-quality, high-value products that the big companies oriented 
toward the mass market can no longer provide. I sincerely believe that 
specialty agricultural and pick-your-own operations can use the principle 
too. 

Another principle that we have learned in the bakery is to know and 
watch costs and profits from individual products, but don't let the bottom 
line or your accountants dictate your business decisions. Make a product 
or render a service once in a while for the pure joy of doing it. Pass it 
on to your customers; they'll love it. You'll enjoy the compliments, and 
if you don't go broke doing it, you'll confound the competition. Our 
Danish pastry is one of the best in the country, lots of butter rolled in 
with lots of labor. Our decorated cakes are outstanding. Profits are low, 
but customer good will is high. Diversify the business if it seems right 
for you, but if you do, manage the departments or ventures separately with 
accounting for each. The important thing is to look for savings and op
portunities in the joint use of resources by the diverse operations. Our 
bakery has made good use of labor, buildings, equipment, and products 
available from throughout our organization. These help to meet production 
and quality standards. The 15,000 bushels of apples used freshly sliced 
in pies help farm profits, as well as pie quality. 

We think we learned something very important when we started the bakery 
with so little experience. We learned to trust ourselves. Gather infor
mation; learn all you can before starting out, but beware of the expert 
that says that this is the way it must be done. Someone with a fresh view
point turned to your over-all business working with someone with management 
ability and control will have the opportunity to be extremely creative. 
After we completed the move to the new larger facilities in 1966, a bakery 
expert who we have come to admire very much over the years came into our 
bakery for the first time. He looked around and said gently to Janet, 
"Mrs. Barclay you're doing it all wrong, but it's coming out all right." 
Our new ventures have started small. Learn from little mistakes. Mostly 
we have let it flow out of experiences good and bad. They are both valu
able. Remember, don't pass your mistakes on to your customers, knowing 
that they are mistakes. There is one last statement concerning the bakery. 
Sure you can make projections and plan; just remember that in a new venture, 
management by objectives is about like a weather forecast, good for three 
days, sometimes. People ask, "Did you ever think that it would grow this 
big?" Of course not. One step at a time, then a week, then a year. 
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Turning now from bakery to produce brings to mind an important failure 
that turned into a great learning experience. Tough times and mistakes are 
never pleasant, but they sure put the heat under the cauldron for creative 
energy. Our produce department, now doing about $3,000,000 in annual sales, 
got into trouble in the early 1970's with about half that much volume. We 
started out in 1959 selling our own farm-grown produce. In 1966 after 
moving into the new larger salesroom, we added other fruits that we pur
chased, and then in 1970 more space was added for greens and vegetables. 
Our volume in greens just didn't materialize. Customer counts and satis
faction declined, and the 1974 recession and the gas crisis compounded our 
problem. Essentially though, the reasons were internal. Something was 
wrong with the integrity of our product, place, or people. Should we go 
back to only our own farm products? Should we specialize again in fruits 
or make another attempt at a full-line produce department? Well, we be
lieve in depth in merchandising, that is, carrying a full line in a prod
uct area if you are going to carry it at all. We also like a challenge so 
we decided in favor of a complete high-volume produce department designed 
to provide high customer satisfaction. The full story of the reshaping 
job on that produce department would interest those of you who have market 
produce operations. Briefly, almost everything changed except the walls 
and the products. The changes involved almost no new investment dollars, 
only ideas and systems or changes in how things were done. A few statistics 
for the month that followed will indicate the results; sales were up 50%; 
greens were up from 2,000 weekly to over 10,000; customer count for the 
entire store was up 33%; produce department labor as a percent of sales 
was down 30%. 

Many things were responsible for these changes and improvements, but 
the one I want to share with you this morning is to emphasize that we 
learned to put three elements of business in balance in each of our oper
ating departments. We stress the need for balance in merchandising, op
erations, and finance. There's another triangle that ties those three 
words together, and the key word in the center is balance. Merchandising 
concerns pricing, display, promotion, space use, and much more. Oper
ations is handling, storage, labor, and equipment. Finance evaluates the 
profitability and efficiency of merchandising and operations measuring re
sults. Now what goes wrong to throw merchandising, operations, and finance 
out of balance? Many things, of course. Sometimes the boss has a pref
erence or a special expertise in one area; he does what he knows best, and 
he likes to do it. Sometimes the intangible part of merchandising, cus
tomer good will, gets overpowered by the solid facts and figures that come 
out of the bottom line, that financial bottom line. May I suggest a simple 
formula for obtaining balance in those three elements. For every hour you 
spend on finance, spend two hours on operations. Use the extra hour to 
meditate on worker motivation, doing among other things an evaluation of 
that intangible--customer satisfaction. These hours will help to balance 
the hard facts that come from the financial measures. 

To provide our produc'e managers with a tool to determine balance, 'we 
designed an accounting system that shows a weekly profit and loss. Many 
of the variables of merchandising and operations are worked into the system, 
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including dollar volume, gross margin, price for individual products as 
well as products groups, and calculations for space costs, labor, trucking, 
and product weight. The impact of weather, specials, and customer count 
can be evaluated because the information is timely; it comes out every week, 
and it is in the hands of the people in the product department who are on 
the scene of the action. This tool is in the hands of a team of produce 
managers; four or five members of our management team are in there. Each 
manager has full responsibility for a group of products from purchasing to 
pricing. We don't try to create balance in the front office. Hands-on
management controls, just as many of you control the parts of your own 
business from employees to investment. Today the produce department is 
still a very complex operation; it is extremely important and contributes 
to both profits and customer good will. It stays that way because the 
managers and employees working within it constantly strive for balance in 
merchandising, operations, and finance. 

We will now turn to another subject, to people, organizations, and 
management. As our business has grown, there has been more thought on how 
to help managers be effective. This is important even to those of us who 
are in the single owner-manager business. You must think of ways to do 
the job better. In our organization we have stopped teaching in any formal 
way the management skills, like communications, delegating, management 
objectives, or any others. We think people learn management by managing. 
Like swimming or farming, it really helps to get in and do it yourself. 
In recent years with the minimum of time, we have been helping our managers 
acquire a better understanding of the fundamental beliefs that we used in 
human relationships and decisions within our organization. We try to point 
out how these beliefs may be different from other businesses and certainly 
are different from larger companies. One example of how these beliefs are 
expressed is our written credo. The credo is a statement defining our re
lationships with customers, employees, suppliers, community, and investors. 
Our credo also defines our expectations of support from these groups pro
viding we do what we should. If you care to read our credo, there will be 
some copies on the table down at the registration desk. 

Another fundamental belief was recently expressed in a series of 
twelve sessions with the entire management team. Among the many ideas 
that were developed from those meetings, one stands out that I would like 
to share this morning. The group affirmed the worth of each individual 
within our organization. They acknowledged the potential and the ability 
for people to grow and to be creative within an environment of risk taking 
and trust. The managers recognized their responsibility to help themselves 
and to help others who work in a subordinate position to the managers to 
grow. This belief sets the tone for manager-subordinate relationships; 
it also supports the attitudes toward other groups that were expressed in 
the credo. Belief in individual worth and growth commits our managers to 
a process in their daily work. This process places demands on their energy 
that can conflict with perceptions of efficiency or smooth internal oper
ations. Highly authoratative managers, ready to accept existing practices 
and put people into tight procedures, have difficulty working within this 
limit on control. Such managers have often failed in our labor-effective 
and change-oriented business. Our managers shun written memos, procedures, 
and manuals. To need them is an indication that we are already too big. 
Each manager must build depth into his department to provide back-up 
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management. Our managers are given a substantial amount of responsibility, 
but they are also given the authority to take the required action on their 
own. The support areas of purchasing, maintenance, personnel, and account
ing are just that, supportive. Based on our experience managers who enjoy 
their work, who are encouraged to grow themselves and to encourage others 
to grow, who are compensated well with salary and profit, then sharing can 
be an experience as rewarding as for many of you who are managing your own 
business. 

What about the future? How can we change or improve? Do we need to 
grow? If so, how? Many of you may be asking the same questions in your 
own business. First of all, growth isn't always physical or financial. 
Right now in our organization we're growing people, as non-family managers 
take more responsibility. As they are challenged and forced to take more 
risks, personal growth, maturity, new skills, and confidence increases. 
Like customer good will, individual growth is not reflected on the balance 
sheet but is an asset to the individual and to the company nevertheless. 
Our existing market facilities are feeling the strain of volume at peak 
times. Eight hundred cars per hour moving in and out at rush hour raise 
questions of access and capacity. Sales space and back room space are 
getting very tight. At the same time we see opportunities to add new 
products and ventures that are food or farm related. We think that our 
present 250 employees may be nearing the upper limits for an organization 
as diverse as ours with the internal philosophy of management that we have. 
We are not considering any form of chain, franchise, or duplication on an
other site for any reason. A pick-your-own operation represents a possi
bility for growth on our farms. Integrating it into our present marketing 
and local zoning are important considerations. In my opinion New Jersey 
will provide plenty of customers for direct farm marketing for years to 
come. The future in our business, as in yours, lies in the mind's eye 
and the energy of the people, especially the young people, within the 
organization. 

Right now some of us have over 30 years of active planning and di
recting in the business; we're kind of taking the grandfather role. You 
know, kind of watching the kids, trying to be supportive, but also trying 
not to direct their lives. Growth for Janet and I is taking a new form 
with a recently-purchased farm in Arkansas. We have some ideas for start
ing a pick-your-own operation. This is still in the planning stages, but 
the job appears to be challenging. New Jersey, the physical, social, 
economic, and political environment there, stands out in sharp contrast to 
Arkansas. We feel we want to experience that change in the land of op
portunity. So, along with our continuing interest in New Jersey, we plan 
to keep busy and perhaps to keep out of the way of the grandchildren; by 
grandchildren I mean our managers within our organization. As I look back 
over 19 years of retailing, Dr. Cravens asked, "What would you do differ
ently?" The artist Henri Matisse, when asked a similar question responded, 
"I would never paint the same subject the same way the next day." And so 
it is with a business; the world changes, and we change. A lifetime lived 
again would be different. What remains to build upon? Only the principles, 
the fundamental beliefs, illusive as they are which I have tried to convey 
to you this morning. 
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Incidentally, now that I've covered that part of my talk, I'd like to 
say for those of you who have been disappointed that we didn't show you 
more about the produce or the bakery operation and the details of those 
operations, I'd like to suggest that there are folks here with me from 
the company who really can convey a great deal more than the principle. 
They could give you the details of many of our operations. I'd like just 
to introduce them. I will ask them to stand so that you can corner them 
if you really want to talk about the bakery or produce. I'll start first 
with Janet Barclay. Janet has been out of active management in the bakery 
for four or five years, but she still knows what goes on in there. She 
has three wonderful young men in there right now who are doing a tremendous 
job in the management, carrying the bakery on. She would be happy to talk 
to you about her experiences at the beginning, or what we're doing now. 
Also with us we have Tom Jeswaldo. Tom is our general manager and he's 
responsible for all operations. In fact, all our operating departments 
report to him. Tom is the only person in the firm who now reports to me 
as president and to the board. Along with one of the younger managers in 
our organization, Bill McDonald is the top manager of our produce team. 
Thank you all very much. 

WATKINS: 

We do have a few minutes and can accept a few questions here before 
we give you a break. 

Q. WHAT PERCENTAGE OF YOUR GROSS DERIVES FROM EACH OF YOUR DEPARTMENTS? 

A. Produce is running about 50% of total gross. I think bakery is about 
30%, and then specialty foods, which includes the cheese department 
and dairy and things like that, runs about 20%. 

_g_. DOES THE GROSS REFLECT THE NET? 

A. I would say not, but it's close. You go through your tough periods 
in produce, you try to hold prices and push good will. Produce some
times is losing some of its glamor as a profit maker, but then, on 
the othe1 hand, it will come back. There isn't a great deal of dif
ference. We don't have a loss leader department, let's put it that 
way. 

Q:._ PLEASE EXPAND A LITTLE ON THE LABOR FIGURES. 

A. It takes 33 cents out of a dollar for labor, but this is not all re
tail labor. Our organization has farm production back of it; it has 
all the processing; it has the bakery production. We are running a 
lot of labor into our products. If you take all the labor in our 
organization, it will run around 30 or 33% of our sales dollar. We 
run every department, even each retail department, separately. Each 
manager gets a labor report every week; every production manager knows 
what his labor is. Out in the farm we don't worry about weekly farm 
labor. Many of our departments get a detailed breakdown of labor 
percentage. 
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_Q.. WHAT WAS WRONG WITH YOUR PRODUCE DEPARTMENT AND WHAT DID YOU DO TO 
CORRECT IT, MORE SPECIFICALLY? 

A. It could take 15 or 20 minutes to explain well. You can't simplify. 
One of the problems in there was the management. I talked about 
balance, and the reason I talked about balance, is the manager in 
there at that time had a belief that merchandising (and price) was 
a direct pipeline to prof its. He was great on margin, but not so 
great on merchandising. We went in and did a bakery job. You were 
listening when I was talking about the camaraderie inside the 
bakery department. We changed the whole feeling about personnel in 
the produce department. We took the whole department and made them 
a part of the information system, which gives information on profit
ability and pricing. We turned the people on in there, I think, and 
there was a big change in people too. Previously the product de
partment was an example of the high authoritarian management; one 
man in that department was making all the price decisions and all the 
purchasing decisions, and everything else was being done by the peons. 
There were about 25 teenagers and one manager and an assistant manager 
who didn't dare speak either. It did teach us something that we 
should have known. When you are going through change and the high
risk environment that we have gone through in our organization, the 
creative energy creates a lot of disorganization. When you are going 
through change, you are going to go through some difficult times, and 
things aren't going to be in order. There is some tendency after you 
go through these changes to pull on somebody who can bring order out 
of disorder. But it doesn't work in produce because you have to keep 
right on having disorder in order to do that job well. 

Let me elaborate a bit. First, before we look at the changes that 
were made in the produce department, let's look at the way the depart
ment was being run in the early 1970's. Our own apples, peaches and 
cider make up approximately 50% of the sales. Fruit was displayed in 
baskets lined with plastic bags, the 4 and 8 quart baskets containing 
different sizes of apples, priced according to size. Fruits brought 
in for sale, not grown on the farm, were displayed the same as apples 
or in smaller quantities were sold in pulp-phase overwrapped with film. 
Vegetables and greens which were introduced in the early 1970's were 
also prepackaged, priced in the package and refrigerated to preserve 
freshness. 

Only our own apples and a few citrus items were obtaining the volume 
of movement that insured good rotation of product. On many of the 
slower moving items quality was too low and price was too high. Pre
packaging was contributing to higher packaged and labor costs. 

Management was centralized and one department manager made all pur
chasing and pricing decisions. A very high percentage of part-time, 
teenage personnel was employed in the department and contributed to 
relatively high turnover of personnel. 

A six months study of the department, visits to successful high volume 
produce operations in the metropolitan area and in California, and the 
ideas of some consultants from Extension and United Fresh Fruit and 
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Vegetable led to a number of simultaneous changes in merchandising, 
management and operations which were incorporated into what we call 
the "Produce Experiment." 

The most obvious change was in merchandising. Except for our own ap
ples, prepackaging was eliminated and a "bulk produce" department was 
established. Fruits and vegetables were piled or dumped into bins or 
counter space that allowed customer selection of individual products. 
Product was either sold by the piece or by the pound. Scales and 
weighing stations were placed within the department in order to weigh 
the customer selection before the product reached the check-out stand. 
Some products such as grapes were sold directly out of the case. 
Large volume purchases by customers was encouraged by 10% discount on 
the full case lots. 

Our own home grown apples were an exception to the change to bulk, al~ 
though all varieties were offered loose in bulk in addition to the 5 
pound polyethylene bags. Bulk apples of as many as ten varieties were 
offered at the identical price per pound so that the customer could mix 
and match a few apples of each variety. At the same time, the 5 pound 
bags were offered in four size apples, small, medium, large and extra 
large, identified for size diameter, with larger sizes often offered 
at a premium price. The change to 5 pound polyethylene bags greatly 
improved our use of space in the store, reduced handling costs in 
transit and in the packing plant. 

Prices on all products in the department were made to be competitive 
with produce in the supermarkets. A strong emphasis was placed on 
specials which were reasonably priced. At the same time, quality was 
maintained by purchase policy and good handling, storage and merchan
dising practices. The bulk displays offered much greater opportunities 
to provide the customer with a variety of sizes and more selection. 

The major objective of the new bulk and pricing policy was to build 
much higher volume into the produce department. This higher volume 
moved through a floor-base a little larger than the previous depart
ment. Labor was actually reduced by eliminating packaging and 
simplifying handling. By increasing the volume, the freshness of the 
produce was greatly increased. Eventually the increased volume re
sulted in the ability to buy direct which further reduced costs and 
often increased quality. One example of this is Long Island cauli
flower which moved up in volume from a few cases a week to car-load 
volume purchased at the auction in Riverhead. 

To improve management of the department, a team concept was introduced. 
First, a team of managers was developed to share responsibility for the 
entire department. Each manager on the team was given responsibility 
for a group of products from purchasing through receiving, storage and 
handling, receiving and handling, product preparation and finally for 
merchandising including the pricing and display of the product. Es
sentially this is vertical structuring of the management responsibili
ties as opposed to horizontal structuring which assigns management re
sponsibility for specialized functions within the department. An ex
ample of specialized functions would be a manager responsible for 
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purchasing, another manager responsible for preparation and still 
others responsible for stocking the product and pricing. The vertical 
structuring of responsibility in our produce department has proven to 
add interest for the manager as well as efficiency in operations. 

In addition to the management team, all employees were incorporated 
into a team concept of getting the produce work done effectively. 
Everyone within the department was encouraged to develop ideas for 
better merchandising, customer communications, and more effective ways 
of product preparation or handling. The part of the team concept was 
to provide all employees within the department complete knowledge of 
the cost of the product and gross margin that goes into the pricing 
decision.* All employees were made aware of the number of man hours 
required to run the department each week; a high level of personal 
responsibility was encouraged. 

After nearly 15 months of the "Produce Experiment" a system of 
"measures of management effectiveness" described in my remarks earlier 
was introduced. This is the tool that allowed managers to evaluate 
balance in their merchandising, operations, and the financial impact 
of the many decisions that they make each week in the produce depart
ment. This system provided all members of the team with a new sense 
of responsibility for and control over the financial results within 
the department each week. I think it is important to point out that 
the produce management team developed a strong sense of customer good
will and team-work within their organization before they were given a 
tool to measure financial results. These managers had to develop a 
perception of how quality, volume and price works together with cus
tomer satisfaction before they looked too closely at the financial 
"bottom line." 

Throughout the "Produce Experiment" efforts were made to communicate 
with employees and managers on what we were doing as well as how well 
we were doing. Some of these efforts to communicate may not seem 
very meaningful to people outside the organization. But those of us 
inside of the organization, living with the experience, some of the 
material had a very special meaning. For example, the "wheel" that 
keeps the produce department rolling is made up of important state
ments that were made by some of our suppliers, consultants or some 
of us within the management team. These statements just serve as re
minders of the many facets that make up a successful produce operation. 

WATKINS: 

I know that there are many other questions and I would urge you to see 
Carroll or one of his managers here and talk additionally about the organi
zation. In the following pages you will find some of the material that · 
Carroll used in reorganizing his produce department. 
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Some Internal Memorandums on the Reorganization 
of our Produce Department 

MEASURES OF PRODUCE DEPARTMENT 

MANAGEMENT EFFECTIVENESS 

1. Volume and Margin (Merchandising Impact) 

* Case and $ volume of sales 
* Retail price of product and margin vs. competition 
* Availability of product to customer 
* Quality of product on display 

Overall appearance of display 
Location of display 

* Customer service - Information, samples, bags, etc. 
* Effective supplier relationships 

2. Management and Labor Productivity 

* $ Labor as % of sales volume 
* Pounds product handled per man hour 
* $ Product sales per man hour 
* Labor turnover 

Team work 
Problem solving and innovative change 

3. Space Use and Building/Equipment Productivity 

* $ Per running counter foot 
* $ Per square foot of department space 
* All building and equipment expense as % sale $ 
* Number of items handled per counter foot 
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July 22, 1975 

To: 
From: 

Produce Department Area Managers 
C. W. Barclay 

Subject: Produce Department - One Year Progress Report 

Twelve months ago, about July 1, 1974, an experiment was begun in 
the Produce Department at Delicious Orchards. That experiment was under
taken with a Produce Department that was: 

Losing customers and company image as a good place to shop. 
Losing product through excessive waste. 
Losing employee enthusiasm and morale. 
Losing, last but not least, money. 

The objective for the experiment was simply to develop a profitable 
Produce Department. If we failed to do so, we would convert the resources 
of building, equipment, management and labor to some other profitable 
venture. The experiment was to be based on several broad principles: 

Principles for Customers 

• Give them what they want by listening and responding • 
• For openers, give them: Friendliness, Service, Price, Quality, 

and Choices. 

Principles for Product 

Recognize that produce is living and dying • 
. Buy quality, keep quality, sell quality • 
• Waste not, want not by: 

- Sell it for quality price 
Sell it for reduced price 

- Sample it 
- Give it to employees 
- Throw it away as a last resort to keep the place clean. 

Principles for Employees 

. Put together a team of people who are: 
- Warm, friendly and highly responsible 
- Intelligent enough to learn the "rules of the game" about 

people and product 
- Able and willing to be creative and experiment 
- Energetic enough to get the job done physically and mentally. 

The following statistics and statements indicate the results of the 
experiment: 

Produce sales for the 12 months period - June 15, 1974 to June 16, 
1975, increased 70% over the previous 12 month period. 
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Produce sales in the 12 week period - April 20, 1975 to June 15, 
1975, increased 128% over the same period in 1974. 

Produce sales per customer in the 12 week period - April to June 1975 
increased over 40%. 

Sales per foot for the Produce Department, indicating efficient use of 
our facilities, increased by approximately 75%. 

Sales per manhour, indicating efficiency in our work accomplished, 
increased during the 12 months period from $30.00 per manhour to 
over $50.00 per manhour, an increase of 66%. 

Our increased efficiency in facilities and labor were shared with our 
customers by a price reduction of approximately 10%, reducing the 
average price per pound of product in the Produce Department from 
22¢ per pound to 20¢ per pound average. 

Our increased efficiency and reduced shrink of product was shared with 
Produce Department team members by increased compensation resulting 
from new job descriptions with increased responsibilities and general 
wage increases. 

In June 1974 the Produce Department was scheduling 7 full time and 22 
part time people, including trucking and the cider bar. In June 1975 
our team was made up of 24 full time and 12 part time persons including 
trucking. (Cider bar personnel is now in the Food Service Department.) 

The predominance of full time employees over part time has given us 
a more stable work force, as well as better continuity in work that 
is spread over a 7-day business week. In addition we have seen con
siderable reduction in turnover, promotions that have been made from 
the ranks, and the positive effects of a new style of "open" partici
patory management. 

Increased customer activity and interest in the entire store has re
sulted from the experiment in the Produce Department. Customer count 
and store sales in the 12 months period from June 15, 1974 to June 16, 
1975, has increased over 50%. 

All employees of the company have benefited from stability of employ
ment and general wage increases during a period of general economic 
recession. 

Increased use of our facilities and management capabilities has reduced 
our cost of overhead and increased our efficiency. 

The 1974 farm production reached a new high in apples and other prod
ucts. The sale of the products through our retail operation was pos
sible because of the increased customer traffic resulting from the 
experiment. 
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THE "WHEEL" THAT KEEPS THE PRODUCE DEPARTMENT ROLLING! 

Cl) -· 3 .,, -~ 
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To: Produce Department Area Managers 

9/17/76 
CWB 

WAS IT THE IMPOSSIBLE DREAM? 

When we put together the Delicious Orchards Produce Department 24 
months ago, what were our ideas that would hopefully make our produce 
operation unique and different? 

Aims 

High volume of product 

Good to high quality 

Full selection/bulk displays 

Low labor costs/high sales 
per man hour 

Competitive prices 

Waste control - 2 to 4% 
(99% use in some form) 

Good service 

Plenty of product knowledge 

People who work in produce 
"turned on" 

Open, plenty of knowledge of 
what's going on and how 
we're doing 

The store atmosphere that 
"feels good" 

Low to moderate profits 

How Are We Doing? 

Yes 

Yes 

Yes 

Yes 

Yes 

Could be better 

Yes 

Improve 

Some, not all 

It's there if they want it 

Yes 

Yes, should try to move up. 
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Our Credo 

This CREDO is a statement of the fundamental beliefs upon which this organization stands. 

We believe that our customers, our workers, our suppliers, the people of our community and our 
investors are an integral part of our organization and our goals. 

For our customers, we will provide products and services of high quality and value. We will create an 
environment of genuine friendliness and pl11asent surroundings. We will strive to be sensitive to the 
needs of our customers, also leading them to new and higher values. We must deserve the loyal sup· 
port of our customers expressed in good will, long-term patronage and constructive criticism. 

For those who do the work of the organization, we will strive to provide opportunity to each individ
ual for the highest personal satisfaction. Their contribution of time, talent and energy must be 
recognized and fairly rewarded. Wages and benefits must be fair and adequate. We shall encourage 
the best effort of each individual, providing for growth through specific programs and the total 
organization climate. We will strive to provide a sense of security, both financial and social. A team 
spirit encouraged by trust, openness and shared individual responsibility will be the basis for expres
sion of complaints and suggestions for company improvement. In return, each person must contribute 
generously of his time and talent to shared worthwhile goals. 

Our suppliers, tradesmen, and professionals providing services and products must be dealt with fairly 
and with courtesy to establish trust and respect, encouraging long-term relationships. Through a sense 
of team work, pride and participation, this group will be encouraged to provide us with products and 
services of the highest quality and value. 

To the people in the community. local and beyond, we must be an organization with high standards 
and worthy goals. Our properties must be aesthetic assets to the community E:nvironment. We will 
support good government by responsible participation and by bearing our fair share of taxes. Our 
organization must build an effective partnership with governing bodies and community groups. 

For those persons providing our financial resources, we must demonstrate good management and high 
ethical standards. By maintaining continuity, stability and dependability over long duration, we will 
deserve and expect their strongest financial and highest moral commitment. 

To each of these groups, we will provide as expressed above, hopefully to realize the intangible profits 
of customer goodwill, employees' commitment, supplier loyalty, community support and investors' 
trust. 

We must also produce a sound financial profit in order to provide for the stability and regeneration of 
the organization. Reserves must be created, experiments performed, adventurous programs developed 
and mistakes paid for. Adverse times must be provided for, new machines purchased, new plants built 
and new products launched. 

When these things have been done, resources should be shared with each group to increase satisfaction, 
reward contribution, and perpetuate a strong organizatioh. In this way, the interests of each group in 
the present organization shall be served, as well as nurturing the organization itself for the sake of 
others to co me. 

Delicious Orchards 



WATKINS: 

SOME IDEAS FROM FARM MARKETS IN ENGLAND 

Malcolm Withnall 
Stanley Orchards 

Chichester, England 

The next speaker is not from Pennsylvania, not from New Jersey, indeed 
he comes from good old England. He works for a farm operation that has 
primarily a background in flowers, but is now developing some interest in 
fruits and vegetables. With that let me introduce Malcolm Withnall, 
Stanley Orchards, Chichester, England. 

WITHNALL: 

Mr. Chairman, ladies and gentlemen, thank you very much indeed for the 
introduction. Thank you very much indeed for the invitation to come over 
to the United States to talk to you this morning; it's certainly nice for 
an Englishman to come back to one of his former colonies now and again. 
May I also take the opportunity in my opening remarks to convey my warmest 
congratulations to Gene Cravens for setting up a convention of this type. 
When I go back to England, I shall recommend to Her Majesty that Gene gets 
a knighthood in the next birthday's honor list. Having been involved in 
conventions in England, I know that the success of such occasions are in 
fact the level of noise in the bar afterwards. And from the rating that 
I got down there last night, I reckon things are going pretty well so far. 
It was interesting when Gene asked me to come over. He sort of said, 
we'll make the dollars go far in getting your flight over and I was of
fered a flight by the Wright Brothers for $50. Now it was pretty cold, 
but I think you will see a few more Englishmen over in your country in the 
years to come because the flights from Europe into the U.S.A. are now very 
attractive. So, let's hope that we will see a few more of you in England, 
and perhaps you will see a few more crazy characters like me around. 

One of the things that I have discovered that has been quite surpris
ing since I have been in the United States on this trip, and I've been 
staying with Pete Wiard and his family up at Ypsilanti, is that Pete dis
covered the 36 hour day. And we have packed an awful lot in a very short 
period of time, and I realize that I am already at Thursday morning. So, 
we are doing quite well. Another interesting comment to make at this 
early stage is when Gene phoned me up and he said I gather that you come 
from that little island, he wanted to know whether I wanted a crate to 
stand on behind this microphone because he made the wrong supposition 
that in fact everybody who lived in England was a little guy and that I 
might want to reach up to the microphone. 
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I have given this few moments of preamble so that you can perhaps tune 
your ears into my English accent, which may be quite difficult for you to 
understand. 

I don't think from what I've seen and heard since I've been in the 
United States that I can really teach you very much. But, I think it 
would be an opportune experience just to compare some notes on what we are 
doing over in England and see if there is any common ground. And, perhaps 
for those who are starting out, they'll be able to see some of the mis
takes that I've made and part of the reason why I'm here and that is to 
see and to learn and to take back some new ideas to England. So, in fact 
what I would like to do is basically entertain you and interest you for 
about 40 minutes which gives a bit of light relief through your programs 
this morning and today. Now, I would like if I may, to talk almost ex
clusively to slides; you don't want to hear an old Englishman drone for 
45 minutes so I can talk much better against the pictures, and I hope that 
I can keep near to the microphone so that I can describe what I am trying 
to show you. So, if I could have the slides. I gather that I have some 
sort of control system here. Let's hope that I hit the right button. 

I live on this little island on the other side of the Atlantic. Quite 
interesting that the population of Ohio and Michigan would just about fit 
into the United Kingdom. So, we are a fairly small country really. Indeed 
if we had the total number of apple growers in England, we would virtually 
fit them into this convention hall three times over. We are quite a small 
band of men. We are located right down in the middle of the south of Eng
land. You see the little island off the coast at the middle of the bottom, 
that is the Isle of Wight and we are located right in the middle there. 
You see I've marked the map a little more detailed where the two farm lo
cations are. We are down in the south; we are away from the major fruit 
growing areas of England. The main apple industry in England is based on 
the east side of the country, which is over on the right side in the 
counties of Kent and Essex and Suffolk. We are away from the mainstream. 
We are perhaps better able to pursue the opportunities of roadside market
ing as a result. If I may also in the first few minutes, do a little bit 
of local history for you. It's a tourist area; it has a lot of interest. 
A lot of the people come out of the midlands and the north, the industrial 
parts of England to come down to the south coast to see various things of 
interest and spend their holidays in the more favorable climate. However, 
we are in the apple business and we grow this variety called Cox's Orange 
Pippin which is a very highly flavored nice apple which is not grown in 
Europe very much. We are also in the strawberry business, and we do 
about 25 acres of pick-your-own with red raspberries and black currants 
and gooseberries and one or two other products as well. As Mr. Watkins 
said in his introduction, we are in the flower business and my bosses, 
the Frampton family, have been in flowers for about 125 years. Their main 
center of operation is in the Canary Islands off the coast of Africa. We 
have three farms out there where they produce the small cuttings all year 
round. These are flown back into the United Kingdom and bonded and then 
dispatched out to the four corners of the earth. We sell cuttings into 
Russia, Hungary, Thailand" into most of the European countries. We ar~ 
quite an international sort of company. But I don't want you to get the 
wrong impression; we are just little country growers really. Here you see 
the rooting benches back in the United Kingdom where the cuttings are struck 
and then rooted and then packed for dispatching out around the world. 
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We have a business located on the south of England, because it enjoys 
better sunshine hours than most other parts in England. We are also par
tially involved in computer technology, and we have a share holding in a 
small computer which in fact handles most of the business of the accounts 
for the dispatching of cuttings. It's a fairly complex operation dis
patching it all over the world, and so we invested in a little bit of com
puter hardware. I can see in my growing for the future, and I basically 
come to you as an apple grower rather than a market man, that we can prob
ably utilize this technology in our growing much more precisely than we 
are doing at the moment. 

Let's have a look around this area of Sussex and Hampshire in the 
south of England. It's a very pleasant sort of area; we have "down" land, 
and the coast. It's a very beautiful part of England, very pleasing, very 
green. Don't forget we have a fairly temperate climate. I think there 
is a rain shower in the back of that slide there. We have the sea right by 
us. Within a mile and a half of my orchards at Chichester, we are on the 
sea. It has the holiday association; it's a resort. There are a lot of 
people who have boats at the marinas. It's a pleasant sort of country 
area; we have our country pubs where people go out for a glass or two of 
beer in the evening. It's all very sort of pleasant and pleasing, very 
relaxing. Rather nice--sort of postcard England in some respects. All 
these places are right on our doorstep. The waves of nostalgia rippling 
through this hall of Old England. 

One very fascinating local tourist attraction is in fact a very old 
Roman palace. This is a model, but they have excavated it, and it's one 
of the oldest and most finest examples of a Roman palace in Europe. It 
was built about 75 years after the death of Christ, so it's quite old. 
The guy who built it operated at the time of Emperor Claudius, and the guy 
that owned the palace was Tiberius. He was a fairly high standing senator. 
He had the title of Legatus Ogusti, and he sat on the senate in Rome. So, 
he had a really splendid palace. It's not intact as it is there, and it's 
mainly the floor coverings of the very, very fine mosiac floors. It's a 
very, very splendid example of early Roman architecture. That's a con
siderable tourist attraction. 

Another feature that we have in our area are some very old agricul
tural buildings which a local society for the preservation for old English 
buildings or historical buildings has reconstructed all on one site. 
There's a local museum where they demonstrate how the buildings were con
structed and the type of lifestyle for the people who lived at that time. 
Here you see a typical shot of one of the construction teams, all volun
teers. They do the reconstructing of these old historical buildings on 
weekends and in the evenings. They are very, very splendid. We recently 
had an experiment conducted where a group of volunteers literally spent a 
year living in the same conditions as were experienced in the Middle Ages. 
They tried to operate in exactly the same conditions, and it was televised. 
That made very interesting TV. 

We have a few of our larger buildings around. This Arundel Castle 
is just about five miles from us. This is the home of the Duke of Norfolk, 
the Earl Marshall of England. I was telling Pete Wiard that this was my 
home, but he didn't believe me. It takes an awful lot of gas or oil to 
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heat a place like that these days. It's a Norman building built by Edward 
the Confessor, built in the times of Edward the Confessor, about 1080. 
It's a very splendid building. It's still lived in now. This is a very 
splendid house, Goodwood House right near the Goodwood Race Course, which 
is a famous English race course. This was built about in about 1780, 
1800~ and it is the home of the Duke of Richmond and Gordon. Another 
local tourist spot, a very splendid building. This is our local city of 
Chichester, pronounced sort of like Worcestershire sauce. This is a Norman 
church or cathedral which was built at the later end of the 1080's. This 
is really our local landmark. We're down on the coastal plain beneath the 
downs and you can see the spire of this cathedral for miles around; and 
that is a really splendid piece of Norman architecture. I've whetted your 
appetite on a little bit of old England. 

We have this farm market at the Chichester site. I think the dif fi
culty I am going to have to try and overcome here is trying to orient it 
to your conditions, although perhaps I shouldn't even attempt to do that. 
This is a shot showing the local road or highway which is near us, and we 
have parking out on the front. This picture was taken at the time when 
we have pick-your-own berry fruits going. The thing that struck me when 
I was putting the slides together is we made better utilization of our car 
parking space because we have more compact cars, so we can get more cars 
per acre, hence more customers. 

The farm market is located at the end of that building behind some 
cold stores (cold storage to you) and it's a very small operation. It's 
a farm shop. We don't call them farm markets in England; they are farm 
shops. It's just a little door tucked into a little corner, and I realize 
from what I've heard and seen already that I need to improve my facility 
considerably. I've been given a lot of new ideas, and I know I've made a 
lot of mistakes. It serves our purpose very well. This is the main en
trance door. No really big deal on entrances; it's more like the entrance 
to Aladdin's cave. 

One of the most important things I would like to get across is that 
our major obstacle in England is legislation. I am not permitted theo
retically to sell goods that I do not produce on our holdings and nursery 
and farms. This introduces an entirely different ball game into our farm 
marketing. I've got to work within that constraint. And I'm also working 
under very strict legislation in terms of what I can build and where I 
can build it, zoning I think you call it here. Virtually I'm operating 
with a set of handcuffs on my hands which makes life very difficult, be
cause I believe many of the things which I've seen here and will be seeing 
today and tomorrow would be acceptable to the English public. 

We have, as we come through the front door, a small flower room. This 
area has its own air conditioning like the gentleman yesterday with his 
poinsettas who had a problem with ethelene. We have come to understand 
that. Therefore, we have air conditioning inside the flower room. We 
have used a red wood to face these display units which have artificial 
lighting and ultra-violet lighting in them and mirrors at the back as well 
to give the volume concept'. It just makes a very pleasant introduction to 
the farm market. As you walk through the door it has a lovely sort of 
feel and smell to it. Visually one is put at ease as you come on it. We 
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sell a lot of flowers, and we produce a lot of flowers as a flower growing 
company. We do, in fact, buy in a little bit as well, but we don't tell 
the local planners that. We have macrame like you do too. We are trying 
to sell a wide range of flowers, cut flowers, trying to attend to a mixed 
need, for we are trying to provide for impulse buying, for the considered 
purchase, for anniversary or occasion type purchases. So, we offer a 
flower service. We do Christmas presentation packs at Christmastime and 
this sort of thing. Poinsettas are a strong line. In fact, an interesting 
observation for England, is with the advent of color television, which I 
know we are a little bit further away from you over there, but color tele
vision has been with us seriously for about 5 to ten years. But with the 
use of color television, people have come to appreciate the designs for the 
sets on television and appreciate the use of plant material as against the 
old monochrome system. We've found the purchasing of large plants for the 
home has gone up considerably, and people fortunately in our climate using 
plants in their homes much more frequently. 

I've been dabbling around with one or two things, experimenting with 
new lines, again trying to convey the philosophy I would interpret a farm 
market should project, something a little bit different than High Street 
in the main towns and centers. We are using wrought iron work, again 
traditional type of craftsmenship and trying to use a range of plants and 
plant materials. I quite like these display units; they were an idea that 
we got out of Sweden and they have been very effective. We've cut them 
around and changed the shape and generally tried to keep the overall farm 
shop or farm market image in a sort of wooden, woodlike environment. We 
are very conscious of trying to get an environment of a pleasing nature so 
that people can shop at ease and feel free to wander around. Perhaps you 
are more concerned here with, I wouldn't call it high-pressure sales, but 
you're interested in getting people through and out again. We are too, but 
as against the lifestyle, we move a little slower in England, I think, and 
therefore they shop for just a little longer. 

You can see there is a door through to the main part of the farm mar
ket which was an old pack house, an old grading room. Really, all this 
has come about from about five years ago when the little ladies would knock 
on the door at the pack house and say, may I have a box of apples please. 
We would serve them and within a year or two we could see the potential of 
developing a direct sale right at our doorstep. It's all come about in the 
last four or five years. Farm markets are very unconnnon in England, and we 
are in a new era of marketing expertise in our business most certainly. 

So, we are selling apples and pears; we are selling sundry items. Our 
main business is flowers and apples and pears and vegetables. So, we are 
in the produce market. We are selling produce. But also as I've gathered 
with conversations with you people, we are trying to add as wide a range of 
products as we can possibly think of to capitalize on the customer flow 
while they are in the market, and also to overcome the peaks and troughs 
of trading so we can carry our overheads and labor content more easily 
throughout the year. 

I have changed the shop several times; it's a rather fluid situation. 
I think that's part of the joy of having a farm market; that you can move 
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it around and change it. You can see we are s.elling our apples basically 
out of these very large wicker baskets which again give it a good natural 
feeling, but I'm tending, I suppose, to counter that by pre-packing in 
polythene. We tend to focus on two- and five-pound packs in polythene and 
offer a range of prices and sizes and grades. We're using varieties like 
Cox Orange, and Spartan; we do a little bit of Golden Delicious, but we 
have quite a number of other varieties which are ideally suited for the 
English farm market. We also use this ten pound carboard tray and a ten 
pound carrier bag which is very similar to many of the things that I have 
seen since coming over. Those baskets are quite something. We have a local 
home where there are blind people and they made these baskets for us. That 
is a very nice sort of way of displaying it so people can see down in the 
baskets fairly easily and it's not so low that they drop the fruit after 
having picked it up and decided not to purchase or whatever. Behind the 
farm market we have cold stores where we can serve the market. Also, we 
are pre-packing vegetables. I know one of the stronger desires I have had 
from my farm visits since coming over to the U.S. this time is to get back 
and try and do a self-serve system. 

We've learned by our mistakes; we grow our own produce. Most of these 
crops are grown on our own holdings. We're learning. They cannot grow 
tomatoes outside in England, so they are grown under glass. We have a sys
tem of putting them into grow-bags, plastic bags so that the plants never 
actually touch the soil at all. They are now developing a system in Eng
land, probably over here too, called nutrient film technique where they are 
actually grown in water troughs. The plant is in a completely false envir
onment. We do the full range of products like eggs. You see I've changed 
the center of the shot; I've moved the vegetable display stand off the back 
wall and then folded it in half and put it in the middle of the room and 
then put the cider display stand right across the back wall. So, when you 
walk through the shop, you can see right across the top. Again, remember 
I'm a grower, not a marketer; one doesn't appreciate the subtleties of such 
things when you are doing it. 

We use quite a lot of visual display material within the farm market. 
We do our own signs. I've learned again from what I've seen over here 
that signs have to be done nicely or they are not worth doing at all. We 
are trying again to create that image of farm produce. We like to keep the 
shop as full as possible. You often wonder where you are going to get your 
customers in and out. I know also I will appreciate when I go back that 
one of the things I want to try and do is to make our movement of customers 
through the market a little bit more precise. We operate with a small staff 
inside the farm market. There are four girls there all the time. We bring 
in an extra team of high school girls and others on the weekend, which are 
really our strongest trading days, Friday, Saturday and Sunday. They pre
pare the material for sale and also stock the shelves. We also feature 
farm house cider in the market. Of course, cider to us is not cider to 
you. Ours is in fact an alcohol based apple drink. I would reckon if you 
would drink about a gallon that your eyes would come right out of 
their sockets. It is self-serve cider. We provide these plastic jugs and 
they just pump it up from ~he barrels, which is quite a little nice ide~. 
But we also sell other forms of cider, carbonated cider, vintage cider, in 
the more traditional recipes. There is a big market in England for cider 
drinks; this is our apple based ciders which have an alcohol content. This 
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offers a medium cider and a dry cider, both self.,....serve. It is. chilled as 
well, since that is quite popular with the tourists during the summer. 

Then we have a small corner for rather interesting types of produce. 
We've had a very popular television series called "Upstairs and Down
stairsn based on a Victorian family. It relates the tales of the master 
of the house upstairs and the serving staff downstairs. The cook in the 
downstairs area was called Mrs. Bridges. We stock a whole range of prod
ucts which are based on the original Victorian recipes of Mrs. Bridges 
cook-house products. There are preserves and cookies and all sorts of 
things, mustards, rather like many of the things I've seen around your own 
farm markets. There are Christmas puddings there as well. Sort of tra
ditional English fare. This has proven to be very successful. They are 
quite expensive, but very, very nice as gifts or perhaps souvenirs to take 
back from a holiday. They've tried to obviously retain some of the Vic
toriana in the presentation. We sell wine in sachets and my legislation 
man is not very happy about that. We do have in fact a local vineyard 
adjoining us, which is very unusual for England. We sell honey and sugar 
fruit pieces made by a local guy, cherry fruit pieces and apple sugar 
fruit pieces. We sell promotional material in the farm shop. This mater
ial is prepared by our National advertising campaign for English apples in 
the European environment based on our Union Jack. Here we have the Union 
Jack molded into the shape of an apple and pear. 

I have a lady friend who makes these dry flower scrolls for us. They 
are very useful as sort of tourist type products. There's the back side 
of the display. We produce country wines as well, so we are producing ap
ple wine, gooseberry wine, meade made out of honey, that's a very tradi
tional country product, and all sorts of wines and ciders. They have tre
mendous appeal for the summertime. 

The opportunity to project up onto a very large screen like this per
haps dulls it out a little bit, but we are using for our logo, Frampton's 
red "F" which is featured on all our products. Also, the labeling here is 
really aimed to conjure up the typical downland scene of Sussex where we 
have the white chalk downs and the orchards and farm house. It's not very 
clear to see, but there is an apple cart in the front with a horse at
tached to it. We also produce our own apple juice or cider as you would 
call it. We have a mill and a press on the other side of the road; we can 
in fact pasteurize it, stabilize it because we have plenty of free steam 
from the greenhouses or glasshouses. This is a very similar product to 
that which I've seen over here. We offer a fermentable base to the local 
wine makers as well. 

A general view from the middle of the shop back out of the market. 
We have two payout points, "checkouts," or tills. There are a few herbs 
and spices up there on that rack. As I have said to my host since being 
over here, I seem to be doing in a tiny way a little bit of everyting that 
which I have seen in this country being done in a very grand way. I'm very 
envious, but we' 11 grow and I think we will be able to develop the presen
tation of this type of product. I know that the English housewife shops 
in a slightly different way from the American housewife, so I have got to 
be careful that I meet her needs primarily. 
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That's all my slides. If I can have the opportunity of perhaps fill
in some of the. information and the. background to our ~arlll market. Gene 
gave me some questions when I came over and I tried to answer them. The 
population catchment area for us is about 200,000 for the iillillediate vi
cinity, in Chichester, and then at th.e other farm in the next county over, 
we have about 250,000 people, which is quite a lot for England in one 
place. We have around that central part an area which is known as Salin 
City and there is a new housing development there which will probably in
crease the population from one million to five million, which is quite a 
growth potential. We certainly intend to cash in on that growth potential, 
when you think that the population of our country is only 52 million. 

We're appealing to a type of customer who perhaps does not want to go 
into the city center. We have these old historical cities and towns where 
they are now keeping large traffic out. These heavy tonnage vehicles are 
being kept out, and there are ring roads going right around the cities. 
So, in fact, to get out to the city shop, they have to park right on the 
exterior of the city and then walk in. Now, people don't like doing that, 
I know you don't like it either. I was most amazed; I thought Americans 
didn't have legs, but I have that mystery solved since I came over here. 
With a farm market with adequate parking as you have preached to me, and 
I've learned from you, we are providing very reasonable sized car parks 
so they can come right to our doorstep and shop fairly easily without too 
much hassle. 

The product lines you've seen, we have a code till system where each 
item has its own place on the till (cash register tapes), and we can 
evaluate the performance of those items on a week by week basis and re
late it to customer flow and we can apply the basics of gross margin anal
ysis and so on. 

One of the questions I was asked was how our farm market was differ
ent from the others. Well, I don't have too many problems in that way, 
because there just aren't any others. Basically, I think the farm market 
in England at the moment is more a seasonal opening. They would open up 
from perhaps July until Christmas and that's it. On advertising, we spend 
about 2% of our turnover on advertising. We use local newspapers and we 
go out in publications that perhaps meet the tourist. We use local radio 
as well. Again, conunercial radio in England is very new, three or four 
years old. It's amazing; you've probably had it all of your life. So, 
we are just learning how to use local radio. I've gotten in with our 
local radio station at Portsmouth, called Radio Victory, where Nelson's 
old flagship is, and we are working together to disseminate information 
about apples and apple growing, not necessarily with the Frampton's name 
attached to it, but just as a good public relations job. 

We have open days and farm walks. We have blossom tours. We have 
harvest walks, and I and my staff get involved with lectures and demonstra
tions, pruning demonstrations, variety identification, etc. You bring your 
fruits to us, we'll try to tell you what they are. This all helps to keep 
us in contact with the people around us. This is a very new concept for 
English farmers; we traditionally have kept our gates firmly shut and snot 
over the top with a shotgun saying keep off my land. Now we are throwing 
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the gates wide open and saying come on in, we can do business togetl1er. We 
are learning a whole new set of rules. 

On prices and markup policy, we are operating on the average about 60% 
markup, but we operate on the apples and the flowers on nearer a 100% 
markup, which still puts us very competitively positioned with other people. 
On sales volume, we've grown from about $200,000 up to about $500,000 in 
the last three years, so I'm learning fast and letting the business grow 
very fast. It's amazing how much business you can put through a little 
tiny Aladdin's cave like that. Apples relate to about 52-55% of our busi
ness. I suppose our annual turnover there is about $250,000-$260,000. 
That's cash in our hand. That helps my cash flow considerably. The other 
major items like vegetables and flowers occupy about 32% of our turnover. 
I suppose I'm getting around a 40% return. On labor costs, I am running 
about 10 percent. One of the farm markets I operate at about 8% and the 
other one at about 12, so on average it works out about 10%. I'm quite 
interested in the new management that I've got to apply as a traditional 
farm market, crop production manager. I acquired my skills in that area, 
but I recognize that I've got a hard job to do and a new job to do on 
labor management within the farm market environment. Again, that's a dif
ferent set of rules. 

An interesting thing about operating a farm market in our particular 
situation is that we don't have any overhead at all, no sort of rates or 
taxes we have to pay whatsoever; that kind of makes things a little easier, 
but of course I have my legislation problems. We have regulations for 
sign sizes, for advertising, on hygiene we have regulations like you do 
too, but the real killer is this town and country planning act. Which is 
really an exercise in trying to protect the English countryside from de
velopment in terms of taking what is traditionally associated with towns 
and cities out into the country. I don't think we are going to win, be
cause they are protecting our countryside very zealously, but perhaps it 
will be the ongoing battle that you have; they set the rules, and we try 
to bend them. We'll find a way around most of the problems, I'm sure. 

My selling philosophy is very undecided at this point in time. I 
suppose really my philosophy is customer cultivation, trying to get the 
loyalty and allegiance of customers with us all year around, so they don't 
think twice about where they want to go to buy fresh produce; they come 
straight on out to our place. It's all this sort of complex mixture of 
public relations and prices and promotions. We have nice people inside 
the farm shop who work there all the time. If they have the chance to talk 
to the customers, they are polite and charming. This is the sort of at
mosphere we want to create all the year round. 

We dabble in one or two other products like bedding pla:its and vege
table plants. The Englishman doesn't like to grow his own vegetables plants, 
seed potatoes, dahlia, narcissus, and other types of bulbs, daffodils. We 
have a little bit of everything which helps the peaks and troughs of the 
trading year. 

As far as the future, I think that I know that I have to go back and 
try and get away from this pre-packing situation to get on to a more self
serve system. I think it will also enable us to get nearer to the customer 



-118-

perhaps and get a better visual diapla¥ and hopeful!¥ we can develop the 
property,, the size of the market, as 1-'ve seen over here. So many people 
are adding and adding and adding and I would like to do the same. But I 
hope that t never grow to such_ an extent that I lose. the sort of primary 
purpose of tb_e. farm market, which is to sell my own produce in the tip-
top quality at the most favorable price and retain a very strong allegiance 
with the English fruit consumer. Thank you very much indeed. 

WATKINS: 

Let's take time for a couple of questions. 

Q. WHAT TYPE OF FIELD MACHINERY DO YOU USE? 

A. We have tractors that we get in little tiny boxes called Dinky Toys; 
we have 35 horsepower Massey-Ferguson Vineyard Tractors. I'm a dwarf 
tree grower. We're all on Malling type nine root stock, mostly sort 
of a trellis type system, so we have only a need for a very low horse
power output. 

Q. HOW DO THE CUSTOMERS TREAT THE PRODUCE? 

A. I think we have perhaps the same problems you have here. They pick it 
up and if they don't like the looks of it, they shove it down again. 
I think one of the problems we have is, we have varieties of apples 
that are fairly soft skinned. Again, our climate is a temperate or 
maritime climate, so we don't produce a hard skinned apple like your 
Ida Red or your Steel Red or whatever, so we have problems and there
fore this is yet another reason why I would like to get on self-serve, 
if I possibly can or get them into rather large packages so they aren't 
picked up and put back down. But yes, there are some days when it 
looks like a herd of wild elephants walked right through your farm 
market. 

WATKINS: 

Malcolm, many thanks, we have really enjoyed this. 



TRACK I-.,...PICK-YOUR-.OWN 

Chairman: Peggy H. Simmons 
County Extension Agent 

Home Economics 
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Our first speaker on this Pick-Your-Own session is from Illionis,the 
University of Illinois. He is going to report on some of his research on 
successful strawberry pick-your-own operations. He is an exciting speaker 
and I am glad to introduce Bill Courter at this time. 

OBSERVATIONS ON SUCCESSFUL PICK-YOUR-OWN OPERATIONS 

J. W. Courter 
Department of Horticulture 

University of Illinois 

I've never been called exciting before. I've been called outstand
ing; you know, there he is out standing in the field, but never exciting. 
I think Gene wanted me to give you some magic formula for operation of a 
successful pick-your-own. I did report on my sabbatical leave and my 
travels back in 1975 at this conference, and I would say that there is no 
one way of operating a successful pick-your-own; there is no magic formula; 
there is no list of things that I can give you that you can follow and 
automatically insure that you are going to be successful. 

Bill Brooks tells me that those who attended the session yesterday 
afternoon learned many new ideas and many good ideas for successful pick
your-own. And following my talk, you are going to hear some successful 
pick-your-own operators tell you how they managed their pick-your-own 
farms and last, we will hear about what consumers want from pick-your-own 
farms. So, I am going to limit my observations on successful pick-your
own operations to one crop, strawberries, and I am going to talk about 
some work that we did in Illinois in 1978. I would say that our survey 
largely consumer oriented, but I promise not to steal very much or any of 
Lois Hungate's talk. 

I will tell you about a survey we conducted of pick-your-own straw
berry customers on 20 different farms in Illinois. We have summarized 
the data from 17 of these farms; we will compare some methods of sale, 
some prices, discuss the amounts that the consumers purchase, and give you 
some preliminary insights on where the pick-your-own customers live in 
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relation to the farm. I would indicate that these are preliminary obser
vations, and I would invite your connnents and reactions to some of the 
things that I will discuss later. If we can have the lights, we will 
talk from slides for the rest of this presentation. 

This is what connnercial production of strawberries looked like in 
Illinois 20 years ago. Most of our strawberry acreage was grown for 
shipping, harvested by migrant pickers and then shipped to distant mar
kets. Every four years since 1967 we have surveyed strawberry growers at 
our Illinois Strawberry Grower School. You can see that since 1967 the 
percentage of acreage grown primarily for shipping has decreased from 66% 
to 6% in 1975. The acreage grown primarily for pick-your-own marketing 
has increased from 24% in 1967 to 88% in 1975. And today I estimate that 
some 95% of all strawberries grown in Illinois are grown for pick-your-own 
and local marketing. Incidentally, we are due for another survey. It's 
the fourth year in 1979 at our Strawberry School; that is set for March 6 
in Mt. Vernon, Illinois, and any of you are welcome to ·attend. 

You will notice that our average acreage grown has declined markedly 
during that time. We are dealing with smaller growers than we used to in 
wholesale shipping. But I would comment that the acreage has now stabi
lized in our state, and the numbers of growers has been increasing. In 
fact, I estimate that the number of growers has increased about 40% in the 
last 10 years. Most of these growers are small in size; they are widely 
scattered and located around many towns and cities throughout the state. 
So, pick-your-own has become quite popular for many of our commercial pro
ducers in the state. In 1978 we did a survey on 20 farms. These 20 farms 
were located throughout the south central Illinois; they are the 19 dots 
on the map and then there is another dot located in the extreme northern 
part of Illinois west of Chicago. We distributed somewhere between 250 
and 1,000 survey forms per farm, depending on the acreage of that farm and 
the number of consumers we estimated that would come to that farm. We 
gave each, or I should say the grower gave each, customer one survey form 
and a franked envelope that was addressed so they could take it home, 
fill it out, and return it back to us. There were 12 questions on this 
form; it was one side of one page, rather simple, check them off, give 
them the number of miles they drove to the farm, tell where they lived, 
and send it back to us. Our return averaged 30% for the surveys that 
were handed out, and the data that I will now summarize for you for 17 
farms are from 1876 of these surveys. 

Okay, let's look at some of these farms that are selling pick-your
own strawberries. The farms range in size; six of the farms in the survey 
had less than 99 acres in the total farm operation, and they averaged a 
little over eight acres of strawberries for pick-your-own. Six of the 
farms were larger than 100 acres and less than 299 acres and averaged just 
over 12 acres of strawberries. The remaining five farms were greater than 
300 acres in size and averaged 19 acres in strawberries. The smallest 
farm had 1.8 acres of strawberries, the largest farm had 35 acres, and the 
average for all 17 farms was 12.8 acres. I might comment that our two 
largest pick-your-own operations in the state are 40 acres of strawberries. 
As far as varieties are concerned, Sunrise, Guardian, Red Chief, and Sure 
Crop are the most popular varieties in Illinois. I would also comment 
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that Sure Crop was rapidly replaced by Sunrise and both are now being re
placed by Guardian and Red Chief and Early Glow. Thirteen of the 17 farms 
offered strawberries already picked for their customers. Of those, 13.9 
sold them in the quart basket and the average price was 86¢ per quart. 

Let's take a look now at the U-Pick customers. Here is a front page 
release from one of the newspapers. This is an interesting one because 
this particular farm does not allow children to pick on the farm and yet 
that newspaper really invited children and that particular grower had a 
problem when families came with their kids to pick. 

How many people are in the home? Here you see the array of infor
mation, the average was 3.2, and of course, in most cases this is prob
ably a husband, a wife, and a child. As far as family income is concerned, 
we found that the highest percentage of customers going to strawberry 
farm$ were in the highest income category, greater than $20,000 for the 
family. This is a shift from a survey that we conducted back in 1970 
where we had a nearly equal income distribution, so these people going out 
to the farm are expecting and I think purchasing more than just straw
berries. How much do they purchase? Forty-one percent picked one tray, 
less than 15 pounds; 50% picked somewhere between 15 pounds and 44 pounds; 
and then a smaller percent picked a larger amount. We will look at the 
amount purchased in relation to methods of sale and prices a little later. 
As far as methods of sale are concerned, we still have growers who sell 
in quart baskets; we have one or two growers who sell in a larger volume 
such as a bucket. There's no way that this bucket will hold any more 
than three quarts, somewhere between 4 1/2 and 5 pounds of strawberries. 
Then, of course, we have growers that sell by weight in these cardboard 
trays which hold somewhere between 10 and 15 pounds depending on how much 
you fill them up. Three of the farms in the survey sold by quarts and 
their prices ranged from 35 to 45 cents. One sold in the bucket measure 
for $1.75. Thirteen of the farms sold by weight and their prices ranged 
from a low of 30¢ to a high of 55¢ per pound. If we convert those prices 
to cents per pound, we can see that those who were selling in the volume 
measures were selling at a lower price per pound than those selling by 
weight. If we average the quart and bucket sales, we come up with 28% 
lower price for those selling by volume measures. Now, let's compare 
that with the statewide situation. We published some pick-your-own di
rectories for strawberries in Illinois last year and we asked those who 
were listed in those directories their prices and methods of sale. This 
chart gives you those data. Those selling in quarts sold in a range 
from 35 to 60 cents; if we convert those to cents per pound, it is 31.7 
cents. The three farms in our survey were about a nickel lower than the 
statewide average. We had at least two sellings in buckets; one for 
$1.75 and one for $2.50; it averaged out at 34.1 cents a quart. The 
remaining growers, 64%, in the state selling by weight ranged from a 
low of 25¢ per pound to a high of 55¢ per pound with a statewide average 
of 40¢ a pound or about 60¢ a quart. 

Where are these consumers corning from? We are making some attempt 
to try to define trade areas around these pick-your-own farms. The 
boundaries that we select are somewhat arbitrary. We have defined the 
primary trade area as the area around the farm where 75% of the customers 
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live. So, if we draw a circle around the farm we will include 75% of the 
customers that come to that pick-your-own strawberry farm. We have then 
said that the secondary trade area includes the next 15% of the customers, 
and then a tertiary area includes any remaining customers which is 10%. 
So, 90% of our customers are coming from our primary and secondary areas. 
I might indicate that depending on how you make these studies you can 
select different percentages for these different areas. To obtain 75% of 
the customers on the average strawberry farm, we had to go out to a radius 
of about 19.5 miles. We had to go out to a maximum distance of 34.1 miles 
to include all the customers in the primary and secondary trade area. Of 
course, the tertiary area includes all the consumers beyond that, some of 
them driving a large distance. These trade areas around the farm are not 
really circles; the boundaries of these trait areas are influenced by 
many things; they are influenced by the size of the farm and the acreage 
of strawberries. They are influenced by rivers or interstate highways, 
town or large metropolitan areas from which these consumers come from. 
And, of course, the competition within that area for other pick-your-own 
strawberries, the amount of advertising, all have a bearing on how large 
the trade area really is. Here are the trade areas that we drew for the 
primary area for three farms. You can see that the farm is not neces
sarily located in the center, and that the trade areas may overlap some. 
I might also make a conunent that the size of these trade areas may vary 
considerably for the kind of crops you may be selling. In some other 
preliminary data, we have some indication that consumers will drive much, 
much further for blueberries, for example, than they will for strawberries. 
This technique that we are using is very similar; it's something that we 
have adapted from standard textbooks where they are studying trade areas 
around retail food stores. Here you can see a heavy line drawn around 
the trade area for a retail grocery store. 

How many strawberries will these consumers buy? It is influenced by 
how far they are driving. Within the primary trade area the average 
distance driven by those consumers is ten miles. Remember that the fur
therest customers in that primary trade area was 19.5, but the average 
for all those 75% of customers was ten miles. Those customers picked an 
average of 20.9 pounds per visit. In the secondary area they drove an 
average of 28.2 miles, harvested 26.7 pounds per visit. In the tertiary 
trade area, which is not on this slide, consumers drove an average of 70 
miles and harvest and purchased an average of 30.l pounds. Those who 
drove greater distances did buy more berries, but, of course, there are 
fewer of them driving those larger distances. If we look at the quantity 
purchased in the primary area, and I'll discuss this area primarily from 
now on, you can see that the average per farm ranged from 12.2 pounds per 
sale to 31 pounds per sale for a total average of 20.9 pounds which we 
just gave you. In terms of dollar amounts, the range happens to be a low 
of $4.00 per sale to a high of over $12.00 per sale for an average of 
$7.76. This is for the primary area only. The low sale in terms of 
pounds of strawberries is not on the same farm that has the low dollar 
amount because these farms are charging different amounts. The same is 
true for the high amounts the high sale farm at 31 pounds is not the $12 
per sale farm. 
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How much did they buy in relation to the method of sale? If we aver
age all the farms and that's four that sold by volume, we come up with an 
average of 23.5 pounds for the primary area; for the other farms selling 
by pounds, we came up with 20.1 pounds. This is a 17% advantage in favor 
of the volume, but when we apply our statistical measures this difference 
does not turn out to be significant. Let's now look at the dollar returns 
for these sales in the primary area. Because of the difference in pricing, 
we find that the growers selling by pound average $8.03, 17% higher than 
those selling by volume. This slide is a mouthful!. It gets at the 
question, how many strawberries can you sell to a given population? We 
counted the number of people within the primary trade areas of each of 
the farms. We found that five of these farms had less than 30,000 people 
in this primary trade area. When we divide the total acres of straw
berries grown in that primary trade area, in other words, all the options 
that these customers have for buying strawberries this includes all the 
competition, we find that for every acre of strawberries there are 2,000 
people in that area to harvest them. You can see that for other farms w~ 
have come up with some different numbers. Six of our farms were in rural 
areas also, but they were located near larger towns; they had 31,000 to 
71,000 people within their primary trade area. Considering all the 
acreages of strawberries in that area again, it divides out to 2,200 
people per acre. Four of the farms were located near several larger 
cities. The total numbers of people available to buy those strawberries 
ranged from 108,000 to 200,000 and when we divide out the acreage in those 
areas it came out to 7,000 people per acre. Two of our farms were located 
close to large metropolitan areas; one fairly close to St. Louis, and one 
near the suburbs of Chicago. When we worked those out, we came out to 
16,200 people per acre. So, the range you can see ranged from 2,000 to 
16,000 people per acre. If I wanted to be conservative in planting a 
strawberry operation, I might say I would figure one acre of strawberries 
per 2,000 to 4,000 if I were in a rural area. If I am in a city popula
tion, obviously it is going to be a different situation. It's a problem 
of how are you going to advertise effectively to get your share of those 
people to come out to your farm. And I would repeat something that I 
said earlier, and that is that these trade areas and the results may be 
entirely different with other kinds of crops. 

Who is this average consumers? Here's one being handed a survey and 
asked to send it back to us. This average consumer on pick-your-own 
strawberry farms, at least for 17 of them for Illinois in 1978, lived 
within 20 miles. They picked 2.1 times in 1977. We asked them how many 
times they picked the farm where they were surveyed in 1977 and how many 
times they picked other farms. We could not determine how many times they 
picked in 1978, but in 1977 they picked 2.1 times for those who U-Picked. 
Twenty-eight percent of them, however, were new customers to U-Pick; at 
least they did not pick in 1977. We didn't ask beyond that. And their 
average purchase was approximately 23 pounds per visit in 1978, and they 
spent an average of $8.53 per purchase. 

That's a birdseye view of some work we are doing in pick-your-own in 
Illinois. I would invite some of your observations on your farms in terms 
of strawberries or blueberries or apples or other crops. We are quite 
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concerned over development of an orderly and profitable and successful 
pick-your-own business. And it's possible that we could have too many in 
a given area, so we are trying to get a handle of what a grower might ex
pect as his primary trade area. Are there one or ~o questions? 

_q. WERE THE CUSTOMERS IN THE HIGHLY POPULATED AREAS DIFFERENT FROM THE 
RURAL CUSTOMERS? 

A. I feel that they are. But in this study they purchased the same 
average amount. We are going to carry on with our studies in re
lation to who this customer is and relation to the population of the 
areas and so on. In the survey that we did back in 1970, we think 
we observed that many of those customers coming out of the cities 
and the rural areas or out of the highly populated areas had a rural 
background, at least a high percentage of them. I couldn't measure 
that in this study. 

These data were individual customer responses for how far they drove 
and how much they purchased. This did come from the grower; it did 
not come off the cash register. That was a small percentage of the 
customers. The average sale is 20 pounds, which is right at two 
trays. More than one and less than two. These data we feel are 
per customer sale; they are not the lump. We asked for their names 
and the town they lived in, and we threw out the ones we felt were 
unreliable. Peggy, I will turn it back to you. 



SIMMONS: 

STRAWBERRIES AND ALL-SEASON VEGETABLE PICK-YOUR,...QWN 

John Minges 
Minges Produce 
Harrison, Ohio 

Next we have Mr. John Minges from Harrison, Ohio. He is going to 
talk about pick-your-own strawberries and all-season vegetables. We are 
anxious to hear some more information from a grower and marketer about 
strawberries and vegetables. 

MINGES: 

Thank you, Peggy. I don't imagine anyone knows where Harrison, Ohio 
is located. That's clear down in the southwestern tip of Hamilton County. 
We draw most of our business out of Cincinnati and northern Kentucky. 
That's roughly an 18-20 mile radius we are drawing from. A little bit 
about our market and what we raise. We have roughly a hundred acres of 
irrigated sweet corn, 20 acres of cantaloupe, five acres of watermelon, 10 
acres of potatoes, five acres of cabbage, and 20 acres of kale. Now, in 
the pick-your-own we have about four acres of strawberries now. We hope 
to go to about ten acres. We are really new in the strawberry game. We 
are going with about six acres in peas and green beans in pick-your-own. 
I have a few slides here, so I'll kind of explain to you what our opera
tion does; it may not be right, but we are going to try anyway. 

We've got one problem; I think everybody in every situation is a 
little different. Our situation is the fact we've got a main highway 
which runs right between our vegetable patches and our market, so the 
customers have to cross the highway as we check them in and out at the 
market. We've been real fortunate; no problems as of yet, but we worry 
that maybe as we get a little larger we will run into some problems. We 
have a parking problem; I think everyone has that problem. This is about 
two acres of strawberries here; this is our first year of picking. 

We try to control the picker as much as we can. You can see the 
flags. There are some poles and dividers there that divide the patches 
up into four areas. We have a person supervising each area. The people 
are told what row to begin on, what side of the row to pick, and we keep 
them there. If we have problems, there are no children allowed. If we 
have any problems with children, they are either asked to leave or they 
are straightened out. This is working out real well for us. We start 
from both ends of the field, both ends between the markers. That's an
other shot of the same setup with the parking over on the left. We have 
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about two acres of parking which is just ground that we leave idle just 
for the parking. You can see another problem we've got; the nearby 
housing development. We're so close to Cincinnati that it is building up 
tremendously. We don't even know how much longer we will be able to farm 
in the area. 

Another shot of the pickers. You can see everyone is picking on the 
right side of the row, their left side. The people coming down from the 
other side are on the opposite side of the row. We've never had much of 
a problem with dissatisfaction; everyone seems happy with the way we 
handle it. Out there the people like to be contained in their rows. They 
appreciate it. We try to stress clean berries; we try to keep the weeds 
out of them as much as we can. We've had a lot of compliments on this. 
We keep our patches open usually all day. We have no reason not to. I'll 
tell you, in pick-your-own it seems like the first people that come through 
are in a hurry; they think they are going to be left out, they come in 
droves and stampede to the field. 

Nobody has ever complained about not being able to get enough berries. 
We have them leave the carrier so that the people supervising that certain 
patch know where the previous picker left off. If we don't have a carrier, 
we use flags to mark where they stopped. Our county agent took a lot of 
these pictures; he came out there and I don't think he wanted to pick 
berries. He was taking this guy's picture trying to bribe him, I think. 
He was trying to get this guy's berries. 

Now the spray program, if you are interested in that. We use Benlate 
and Thyadane as soon as the blossoms appear to take care of any fruit rot 
or anything. You can see the berries are clean; we try to keep all 
damaged berries out of them as much as we possibly can. We've been very 
fortunate with proper spraying. 

As far as checkout, we check out at two points; one in the market 
we have a checkout point and one in the front yard. This is in the market 
here. We have one person weighing, one on the cash register, one person 
is helping the people move their berries. We furnish picking containers. 
They can buy boxes while they are there or they can use their own containers 
to dump in. We sell by the pound, 40¢ a pound this year. Next year we are 
going to raise that a nickel. We had to set up two checkouts this year. 
Last year one checkout was plenty. 

On two acres of berries in 1977 we produced 21,000 pounds of berries; 
this past year on 3 1/2 acres we produced 35,000 pounds. This is another 
shot of the checkout. We try to have plenty of people to help out. We 
always have one on the scales--one weighing or one collecting money and 
people around to help the people. They want to be helped. This is just 
a picture of the berries in early spring; the frost protection is set up 
there. The field off to your left was planted in berries last spring. 
This is after renovation and you know with all your sweet corn and every
thing, that fellows that are involved in berries and other crops gives a 
sigh of relief when the picking is done. But right there is where your 
berries really need all the help they can get. We always pull samples 
and send them to Ohio State for analysis. We get back recommendations on 
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what we need for fertilizer. This past year we put down 200 pounds of 
actual nitrogen and 250 of Epsom salts per acre. We spray the field with 
2-4-D, a quart to the acre, if there are any broadleaf weeds and it takes 
care of them. We come back in within a week or ten days and bush hog 
off the plants and then we use the Howard Rotavator to cut the rows down 
to 18 inches. We put our fertilizer and everything on at that time. Now 
right here is where everybody kind of walks away from them, but the 
berries still need moisture. You should keep water on those things. In 
our case, we have very sandy ground and we need about an inch of rain a 
week to keep them going. This is one thing farmers do. They just back 
off of them because they have their other crops. This is the time when 
they really need attention, especially in August when they are shooting 
their crowns. 

Those are Red Chief. We feel that we have had better luck with the 
Red Chief berry than any. They are a lot hardier variety; this is where 
they have really been cut down to 18 inches. This is a new patch of 
about four acres that was set in the spring. We were very late setting, 
because of bad weather we had. With sandy ground late planting is the 
worst thing you can have because moisture is very critical then. We were 
lucky to get a pretty good stand of berries for what they had to go 
through. Here is another four acres that will be ready this spring. We 
had a Hi Neighbor Tour, and these are just some slides that came from 
that tour. The Hi Neighbor Tour worked out real well, we feel. It was 
Saturday and Sunday from 1 to 6 o'clock on both days; we had over 600 
people through. The people were really interested and really enjoyed it; 
it was a chance for them to get out on the farm and see what was really 
happening. 

This is the irrigation pump which we use on a 130 foot deep well with 
a 671 diesel engine. These are some of our 20 acres of sugar melons. You 
can see we put them in plastic, and you can see the sandy ground. These 
are hot caps. That's not a very good picture there, but I wanted to show 
one problem in the use of plastic--getting rid of it after the crop is 
gone. This tool here we can get it on top of the ground, and that's about 
90% of your battle. It works real well; it puts it right on the ground 
and all you have to do is go along and pick it up on wagons or something. 
You have a little vine problem though. I'm sowing kale seed there; we 
raise about two acres on the seed bed for transplanting. It is planted 
in 38 inch rows, two foot apart, so you can see it bushes out pretty well. 
We'll have 20 acres of that this year and hopefully 20 acres of spinach. 
Now, kale is another item that would probably go good in the Dayton area 
or Cincinnati area on pick-your-own; there are some fellows doing it. 
Kale really moves out real well. 

We string all of our kale; it is not cut. You leave part of the stem 
on, but you pull the biggest part of the thick stem off. They call it 
stripped and they want it this way because it goes for salad. Here we 
are digging potatoes. During that Hi Neighbor Tour, this is white sugar 
corn, Silver Queen; we cleared a couple rows off out through the field so 
the people could walk through it. They were amazed. Nobody really knows 
what goes into raising corn or strawberries or anything. The people were 
really amazed about how the corn was pollinated and how tall it got and 
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how thick it was. They couldn't understand that people would walk down 
there and pull it for them to eat. That 1 s my boy there. It is a family 
operation. That's the extent of it; if there are any, questions or any
thing, I would be glad to answer. 

Q. DO YOU SELL THE KALE PICK-YOUR-OWN? 

A. No, we haven't gone into it, but some people do in our area. It's 
a good seller. 

Q. DID YOUR HI NEIGHBOR TOUR GIVE YOU GOOD PUBLICITY? 

A. We had it on TV and we had leaflets sent to a lot of the high schools 
and grade schools. It went over real well. Everybody was real 
pleased with it. We didn't get nearly the publicity we wanted for 
it, but it did turn out real well. 

Q. WHY DID YOU USE EPSOM SALTS? 

A. In our sandy soil in that end of the county, we are running into a 
real magnesium shortage and the epsom salts is the only way we can 
pick it up which is very costly. The tour was after everything was 
just about finished up. 

Now you saw the berries were real clean; we used a Dacthal and Tenoran, 
but I'll tell you along about September there is only one way and 
that's pull by hand any that are really giving you a problem. We 
got pretty good control out of Tenoran. 

Q. HOW DO YOU SELL YOUR KALE? 

A. All the kale goes straight to a commission house in town that goes for 
greens; we have a contract with them. Yield wise, we are figuring 
somewhere between 600 and 800 bushel per acre. If you can get it out 
early enough and you fertilize and you come back in and irrigate, you 
can get another crop off of it; it will last clear up until January 
if you don't have any real hard freezes. It will take a lot of cold 
temperatures, if it is tempered down before it is too cold. 

Q. WHAT INSECTICIDES DO YOU USE? 

We use Thiodan and Sevin. Those are about the only two we ever use. 
Thiodan will do a good job. We had 600 people in two days, which 
worked out real well. 

Q. DO YOU HAVE ANY VEGETABLE PICK-YOUR-OWN? 

Towards the end of the year we opened the tomato field and the green 
beans and lima beans. This year we will have about two acres of peas 
plus the two acres of green beans and two acres of lima beans. They 
really enjoyed that, they really go for it. Most of it is wholesaled 
and retailed out right there. We don't start in the kale until Sep
tember and most of that all goes to a commission house, a packing 
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house in town. We stay open until about the last of September and 
that's it for the market, so we don't mess with it after that date 
and we go ahead and ship it out • 

.Q_. HOW DO YOU PUT DOWN THE HOTCAPS? 

A. You have a little tool that you put right over the hotcap and then 
you take a shovel full of dirt and put right around it and it anchors 
it down. 

g_. HOW MANY FARMS WERE VISITED DURING THE HI NEIGHBOR TOUR AND WHO SET 
IT UP? 

I think there were nine farms. The county agent set up the tours 
and did a good job. 

g_. HOW DID YOU PRICE YOUR KALE? 

A We just went by the market price. It varied. Four dollars a bushel, 
I would say was probably average. 

_q. WHAT SPACING DO YOU USE FOR YOUR MELONS? 

A. ·The rows are six foot and then five foot in the rows. We have plenty 
of coverage. 



SI1'!MONS: 

DEVELOPING A PlCK-YOUR.,..OWN BUSINESS IN TREE FRUITS 

Bill Jackson 
Jackson's Orchards 

Bowling Green, Kentucky 

Our next speaker is Bill Jackson from Jackson's Orchards, Bowling 
Green, Kentucky. His topic is "Developing a Pick-Your-Own Business in 
Tree Fruits." His operation is almost entirely fruits, but he also has 
some strawberries. 

JACKSON: 

I am Bill Jackson from Bowling Green, Kentucky. My family and I op
erate Jackson's Orchards in Bowling Green. My wife is with me today; her 
name is Shirley. We have three daughters who are very much involved in 
the retail operation. Before and while getting into the orchard business, 
I traveled for the FMC Corporation selling agricultural chemicals for 15 
years, three of those in southwestern Michigan in the Berrien County area, 
which exposed me to quite a variety of fruits. For 12 years I traveled in 
Kentucky calling on orchards primarily and selling chemicals. This gave 
me a real opportunity to see many different operations; lots of guys doing 
things right, and lots of guys doing things wrong. You can learn from 
both. These shows are great. I've learned more today than I've learned 
in the last ten years, I think. Sharing these things is a tremendous way 
to improve our operations; everyone can pick up ideas from it. 

We moved to Bowling Green in December of 1965 and in April 1966 we 
purchased 40 acres of peaches from Mr. Ed Hudgions. Ed, at that time, 
was 89 years old. He had started this peach planting in 1915 and had a 
retail operation established. So, we stepped into a retail operation, 
not a U-pick, but a retail. We are located three miles north of Bowling 
Green, Kentucky, which is a town of about 40,000 people. We are up a 
very long steep hill and we have a one lane road going up that hill. This 
detracts from people wanting to come out and see us. When they get up 
there, it is one of two things--they are either looking for us or they are 
lost. Our elevation is about 770 feet; we have 84 acres with about 65 
acres in production. I have about seven or eight slides which will give 
you about a two-minute tour of the farm. As you come in the drive, this 
is our shed; we try to have as much color and as many things to see before 
they get to the shed as possible. We like for them to be in a good frame 
of mind before they come into the shed to buy. If they can have a pretty 
scene as they come in, we think we have them in a positive attitude, and 
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as they come into the shed they are smiling and happy and ready to buy. 
This is what they see as they approach the shed. This is a closer view. 
Again, we try to make our displays as big as possible and eye catching and 
as pretty as possible. This is an off-season shot of the house and the 
shed. Nbte the oak at the very far right. I am going to give you three 
pictures from the top of that tree, so you can have a birds-eye view of 
the farm. This is looking down the road away from the shed. That road 
runs exactly north and south. To the right is a block of peaches, now 
four years old, coming five. We have talked and are thinking about U
picking that block if we can hit a full crop of peaches where we will have 
enough volume for U-pick. Bowling Green, as the crow flies, is straight 
over that hill, the road over the top there about a mile and a half. To 
your left is an older block of peaches about ten years old; this is look
ing southeast across our pond. That is a 23 acre block of peaches. That 
pond is our water supply for what irrigation we do in spring and all other 
uses. This is looking northwest from the tree top, you can see our shed. 
In the distance back there is our apple orchard. There are 3,000 apple 
trees back there; the road parts in front of it and completely circles it. 
Our rows are 24 feet wide, so the cars can drive down them and not scour 
our trees. There are also two cross drives so they can get completely in 
the middle of and all through the orchard; there is no part of it that 
isn't accessible by automobile. Obviously we let them drive to the 
orchard. The road that you see is the only way in and the only way out 
unless they want to walk down a steep bluff through the woods that you 
can see on each side and all the way around. So, we have them kind of 
caught back there. They can hide them in the car if they want to, but 
we feel 98% of the people are honest and fun to do business with. We have 
tours in the fall; this is one of our tours with the kids and the super
visors who come along. Peggy, I will correct you a little bit. This is 
our second year out of the berry business. This is a shot that we had of 
our berry patch. We did, at the time, sell all our berries U-pick. We 
supervised the patch quite vigorously. We assigned two people to every 
row; divided the rows in the middle and assigned people from both ends as 
you can see here. At the time this was taken, we were selling by the 
volume; we had quart cups, as you can see in the foreground, available 
everywhere; we gave them to the people. This cost us only $60 to $80 a 
year and it was good public relations. The last year we had berries we 
sold them by the pound, 35¢ a pound. 

Some of the goals that we had when we started Jackson's Orchard was 
for me to quit traveling and for my wife to quit teaching school; for us 
to have a business that the entire family could be involved in and have 
pride in. I think that we established that. All three of our daughters 
have pride in the operation and are very much involved in it, and I think 
that this helps in our family unity and a family pride which is important 
in this day and time. Also, we wanted to supply a quality source of fruit 
for the Bowling Green area. As I mentioned, we have 3,000 semi-dwarf ap
ple trees that are ten years old. We have 600 that we set this past year. 
We have about 4,000 peach trees; this includes 21 varieties which start 
approximately July the first through August 25. This past year we also 
set 800 cherry trees. We are going to give cherries a try; the tart 
Montmorency cherries. Our other crop is 15 to 20 acres of sweet corn. 
Our selling season is approximately June 15 to November 15; we open at 
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8 a.m. and close at dark six days a week. We are closed on Sundays, ex
cept for Septem.ber and October, when we are open Sunday afternoon from 1 
p.m. until 6. In addition to the unit that I've talked to you about so 
far and showed you the slides of, we have leased John Barrett's orchard, 
which is 40 miles from us. Mr. Barrett's orchard includes 4,000 apple 
trees and 300 peach trees. That was strictly a wholesale unit until we 
leased it three years ago; we have now a two year old U-pick operation 
going. This past year we sold approximately 50% of the fruit there on 
a retail basis. As I said, we quit strawberries two years ago, the pri
mary problem was time. We found it very difficult to harvest a full 
peach crop and corn and harvest summer apples and do the jobs of marketing 
in the summer and keep the berries clean and do a good job of growing them. 
I seem to be able to get the tree work done, but I had great difficulty 
growing strawberries. We did not advertise the U-pick strawberries very 
much at all. We would have a line ad in the paper and that was sufficient. 
We have a local TV station in Bowling Green which would come out occasion
ally and shoot some spots for the news; when they did they would generally 
put it on the 6 o'clock and again on the 10 o'clock news. We knew the 
next day that at 8 o'clock the patch would be full of people; we knew we 
would be run over with people. We would try to gear up and be ready for 
them. It never failed; I would feel confident and envy you guys that have 
several acres of berries and enjoy growing them, but I think it would be 
very easy to sell 20 or 30 or 50 acres of berries. I don't know how much, 
but I think it could be done quite easily. 

Another almost a sideline crop for us is sweet corn. I got into 
sweet corn as a rotation crop for our trees. As we would take out a block 
of old peach trees we would plant sweet corn for two or three years and 
over fertilize it and lime and plow down the green manure crop and build 
the soil up getting it ready to go back into trees. We have established 
a very good traffic for sweet corn. Like I say, we have 15 to 20 acres a 
year; our main varieties are Long Chief and Silver Queen. We pull corn 
every day; we try to have it planted so that we can harvest through the 
entire peach season which is the months of July and August. We have an 
inviting, big, fresh pile of sweet corn as a traffic builder. People will 
come back every other day or more often for corn. Peaches are our second 
major crop, but we are having second thoughts or misgivings about peaches 
because of the inability to crop them often enough. In 13 seasons of 
having peaches, we have had three complete failures. Maybe that doesn't 
sound too bad if you are in the northern region; I've heard some stories 
much sadder than that since I've been here. If it's any consolation, Mr. 
Frank Street from Henderson, Kentucky, Cardinal Farm; maybe some of you 
have been to his Pruning Days in March before they were discontinued a 
few years ago; in the early '70's Frank told us at a meeting that the odd 
numbered decades were bad for peaches, and he has records to bear this out. 
The teens and the 30's and the SO's were bad for cropping peaches. We 
were then in the early part of the 70's and Frank told us at that time 
that the 70's would be bad, and they have been. He said the even numbered 
decades were good for peaches, the 20's, 40's, and the 60's, and again he 
had records to bear that out. There's hope. We have, like I said, ap
proximately 4,000 peach trees ranging from one to ten years in age. Our 
season begins approximately' July 1 with the Garnett Beauty and winds up' 
around August 25 with Tyler and Reoso Gem. We have one cling peach and 
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two white peaches. The rest are yellow freestone. We have U-pick peaches, 
but we are not happy with them. We've got the peaches picked and we got 
them sold, but the people pick green peaches, and we aren't pleased with 
that. They gripped about the peache.s and it wasn't our fault, it was 
theirs. Now, we didn't take the time to educate them, and I think that 
that is important. If you educate them on how to pick, and only to pick 
ripe peaches, then it will work. I didn't take that time, and we were un
successful. We feel that the customer is happy when they get home with 
that fruit, and they cut it up in a bowl and they consume it or they can 
it or freeze it or whatever they are going to do with that fruit. At that 
time they are either going to be happy or sad with Jackson's Orchards. At 
that time with the reaction that they have is how they are going to tell a 
neighbor or a relative or a friend about Jackson's Orchard, and that's the 
best advertising there is. If that customer is happy. 

For the last several years, we have picked all of our peaches. In 
1977 we missed a crop. This past year we sold most of them in half-pee~ 
and peck containers. On two occasions we had them by the bushel, and at 
that time we got $12.00 a bushel for them. Regardless of the box, we sell 
the box with the fruit; the box goes with the sale. Our name is on the 
container, our address, our phone number, and also a map showing how to 
get to Jackson's Orchard from several key spots in the city of Bowling 
Green. This works because on several occasions we've had people walking 
up carrying one of these boxes, and they said my neighbor or my friend 
told me about your place and they gave me this box and this map, and here 
I am. It helps people get there. Our boxes are an expense, but we feel 
it is worth it. We don't like to handle a ripe peach anymore than neces
sary. It breaks my heart to see them put it in a bag. No fruit of any 
kind, especially peaches, is faced. As you look over the top of the dis
play, you can pretty well see the way they are all the way to the bottom. 

Our number one crop is apples. They are more dependable than peaches; 
we have the volume to help sustain us from year to year. We believe in 
U-pick. We have stressed U-pick. My wife and my three daughters and I 
to the maximum extent possible have pushed U-pick in apples. If people 
come into the shed and buy their apples and after we've encouraged them, 
if they don't want to go over and pick, we try to send them to the orchard 
just to drive through it and look at it and see 3,000 dwarf apple trees 
hanging full of apples. Most people in the Bowling Green, Kentucky area 
haven't seen a sight like that, and it is a sight for them to see. We 
try. if I can back up just a second, we try to keep the orchard very clean. 
The homestead clean and neat and painted. I think as people come out, 
they are looking for two things. They are looking for fruit, their main 
reason for coming. Second, I think a lot of these people visualize them
selves as wanting to be fruit growers. They think that they are potential 
horticulturists. The prettier that you can make that place, the more they 
can identify with it. The more they are going to tell people about it, 
the more cameras they are going to bring, the more pictures they are going 
to take and the more often they are going to come back. Again, this is 
the favorable image that I was talking about before; we try to do this in 
the apple orchard; we try to keep it as neat and clean as possible and at
tract the people there with neatness as well as the quality of fruit. The 
quality is the bottom line, that's the key to all of it. We believe in 
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the U-pick; we really stress it. I think you can do any·thing that you 
really believe in. Another example of tha.t is that my family's favorite 
apple is tn_e Jonathan, and we h.a,ve sold tremendous amoun'ts of Jonathan 
because if any· one of the five. Jack.sons give you a recommendation for an 
apple it is a Jonathan. Now, we sell lots of Golden Delicious and lots 
of Reds also, but we believe in and we push and we sell the Jonathan 
apple. Our varieties of apples are the Lodi and Paula Red in the summer, 
and then the Jonathan, Golden Delicious, Red Delicious and the Stayman 
Winesap in the fall. This past year we got $6.00 per bushel for apples 
U-pick. We got $8.00 for a number one apple graded in the shed; we had 
a second grade in the shed that was for sale for $6.00. As you note, our 
U-pick and our seconds are the same price; we don't have much of a problem 
there; we can sell the majority of our apples by U-pick. 

We have cider for sale. This past year we got $2.50 per gallon. 
Cider is a lot like peaches and sweet corn--it makes traffic. People can 
take a bushel of apples home and that will last them for a couple of weeks 
or longer, but if they take a gallon of cider home and it goes over well, 
they may drink it all in one night and be back the next day. I like those 
things that make traffic; I want people to come often. The more often 
they come the better. 

We furnish half-bushel paper bags for people to pick in; we use a 
double strap bag, the cheapest one I can buy because we give those. If 
someone wants three bushels of apples, we give them six half-bushel bags. 
If they have their own basket which has a known measurement, we allow 
them to pick in that. We do not allow clothes hampers and buckets and 
grocery sacks and that sort of thing. We have, as I showed you in the one 
slide, several school tours. We have found that we have to limit that to 
one day, and we cannot take all the tours that want to come. An apple 
season is short and if you give all the time that you could to tours, I'm 
afraid you would be in the full-time tour business. But we are glad to 
have them. The chaperones that come buy a lot while they are there and 
quite often the kids come back at night or on weekends and they will come 
up to you and say we were here with the school, and we rode on the wagon 
and we did this or that. So, the kids are bringing their parents back, 
and that's the whole point of it. We plan to offer, and we've got several 
ideas at this show, special features for the weekend. We still have room 
to grow on the weekends, and we are trying to figure out some ways to make 
the farm more attractive to get more people to come out on weekends to 
increase that weekend traffic. 

I have saved advertising for last. This is one of the points that I 
want to emphasize. From the time we open on June 15, we have an approxi
mately three to four inch block ad in our Bowling Green paper. This has 
a circulation of 17,000 to 18,000 per day. This keeps our regular cus
tomers current as to what varieties, what is for sale at the shed, on kind 
of a daily basis. It takes us two to three days to get that ad changed 
sometimes, so it isn't a hundred percent accurate, and we hear from that. 
But, it is our effort to keep our regular customers current. Also, we 
pick up a few new customers from the newspapers. My newspaper tells me 
that they they can prove that the classified section of the paper is re~d 
second only to the front page. They feel that it is an effective way of 
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reaching people. We have advertised some on the radio. We have not felt 
a response from that; we can't really get our finger on a radio commercial. 
We like for people to ·come. in and tell us they saW' our ad or in some way 
respond to us, so we know that we. are spending our money well. TV has 
been our main outreach as far as reaching new customers and reminding old 
customers to return. We have a channel in Bowling Green affiliated with 
ABC that we advertise over during the apple season. They have a package 
that we buy that has ten spots. This package costs approximately $350 
this last year. These ten spots run in a seven consecutive day period. 
Two of those spots will be in prime time, which is 6:30 to 10:00 at night, 
two of them will be in the news, which is 6:00 8r 10:00, and the other six 
spots will be any time after 10:30 at night or during the day. Like I 
say, that's a seven day period, so you can buy as many of those as you 
want. If your crop is light, you can advertise for a week or two or three, 
and if you have a heavy crop you may want to run it for four, five or six 
weeks. I think the key to our success with TV advertising is the fact 
that we do the ad. My oldest daughter and I have actually gone over to 
the studio and filmed the ad; we've done the talking. As people hear the 
ad and see the ad on TV, it's me that they are seeing or my daughter. I 
think they can identify with the Jacksons as they hear us talk on TV; I 
think that helps greatly in advertising. 

We are, as I said in the beginning, a family operation. We are about 
to have to change our policy. Our policy has been when someone walks in 
that shed, one of the five Jacksons wait on them. Now we have other 
people working there, but we have a Jackson there to greet them as they 
come in. Our oldest daughter is graduating from Western Kentucky Univer
sity in May, and our second daughter is a sophomore at Western Kentucky 
University. The Jackson Five is about to get down to the Jackson Three, 
and I'm afraid we are going to have to hire outside help. We get kidded 
a lot as we go to church, and as we go around town about the TV spots. 
But, I think that's part of advertising, people identify us with the 
orchard; they identify our girls with the orchard. Our girls have pride 
in the operation and they enjoy it. 

We have drawn as far as and probably have an audience in the TV of 
about 150,000 people within about a 50 mile radius. Most of our customers 
as in most U-pick operations, come from about 20 to 25 miles, but we draw 
fairly regularly from about a 50 mile radius. I think as we are in the 
retail business we have got to ask ourselves questions constantly about 
what we are doing and why we are doing it and how we are attracting people 
and what we are doing for the customers. I think if we ask ourselves why 
the customers come, why are they here, and if we answer it like we are 
nice guys and we are nice people, or we are the only orchard close by, I 
think we are in trouble. But if, as you ask those questions, if you have 
got a quality operation, quality fruit, and you are treating people nice, 
I think they will come back again and again. I think that's what it's all 
about, that repeat business. 

_g_. HOW LONG ARE THE TV SPOTS? 

A. The TV spots are 60 seconds. 
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_q. WHAT TYPE ROOTSTOCK? 

A. We can pick from 111 and we are trying very hard to hold them at a 
ten foot height. We can pi.ck lllOS t of the apples from the ground. I 
send my crew in to pick the tops. We do have ladders available; so 
far we haven't had any bad luck; I know the ladders are a problem. 
There may be a time that we don't offer the ladders at all in the 
orchard. 

_Q.. WHAT SPACING DO YOU USE ON YOUR PLANTINGS? 

A. The two year old block that I showed you has an 18 foot middle. This 
past spring we set a block of apples and a block of cherries and a 
block of peaches all having 24 foot aisles; I'll never set anything 
with less than a 24 foot aisle again. Right now I'm setting 16 foot 
in the row; I may change with that, I'm flexible there. Like I said, 
our ten year old block of apples is 24 foot aisles; we can drive our 
machinery down through there; the cars can drive in there; it's really 
easy to work that. When we set the orchard we laid it out for a U-pick. 
We had the road all the way around it; we intentionally left the two 
cross drives across it, and then set the 24 foot aisles so they could 
get up and down. So, they can get all through it without any diffi
culty at all. They worry about scratching their cars, and I worry 
about them scarring my trees, so it makes us all happy. 

_q. HOW DO YOU CHECK TRUNKS AS THEY COME OUT OF U-PICK? 

A. A couple of years we had a sign between the orchard and the shed that 
said, "Open trunks for checkout." We have a policy that we enforce 
most of the time, unless we are real busy that we go out and look at 
the apples that they have picked. Occasionally, if we know people 
we won't; if they are regular customers, but most of the time we go 
out and look. Again, we have found that 98% of the people are honest 
and 2% are trying to cheat you. We feel that we are coming out all 
right; you can't worry yourself to death about 2% of the people who 
are dishonest. 

Thank you. 



SIMMONS: 

WHAT CUSTOMERS WANT IN PICK-YOUR-OWN SELLING 

Lois Hungate 
Extension Economist 

The Ohio State University 

Our next speaker is Mrs. Lois Hungate from The Ohio State University. 
She is our Extension Economist at Ohio State and is going to discuss what 
customers want in pick-your-own selling. 

HUNGATE: 

I am going to report on a study that we conducted through the Ohio 
Cooperative Extension Service at 12 pick-your-own operations in Ohio. 
Ed Watkins started the survey and distributed the questionnaire to growers. 
Then he decided to go to Washington for a year, so I inherited the anal
ysis of the study. I am going to be discussing some of our findings. 
The 12 growers that cooperated with us ranged in location from Ashtabula 
to the Cincinnati area, so they were across the state. Each was given 
160 questionnaires to distribute to their customers. These questionnaires 
each had a postage paid Ohio State University envelope with them. They 
were not franked, but were postage paid on return. Approximately 1,920 
questionnaires were distributed; 643 usable ones were returned which is 
about a 33% return, and that is a very similar kind of return to the one 
the people in Illinois had. Of these growers, four primarily had straw
berries, three vegetables, and five apples. 

We asked the people first of all what crops they picked on their last 
trip, when they went picking-your-own. These are in no particular order, 
but do indicate the crops they picked, the average number of pounds they 
picked, and the average cents per pound. Those picking apples picked an 
average of 94 pounds or somewhere around a bushel and a half; they paid 
about 12 cents a pound. We've calculated all of this on a per pound 
basis for the total study. They picked an averag of 23 pounds of straw
berries at 45 cents; and 93 pounds of vegetables at nine cents. That 
seems like a large amount, but one of the growers did sell a very large 
volume of peppers to individuals that I think used them for pickling. 
Other crops that were picked included berries, grapes, peaches, lima 
beans, asparagus and cabbage sprouts. The range in the quantity picked 
was from as little as two pounds to as much as 336 pounds and that large 
quantity was apples. Average quantity of product picked was 63 pounds 
and the average price paid per pound was 26 cents for these customers. 
Some of this is a repeat of what Mr. Courter told you except that we 
combined all the crops. 
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Another question that was asked was what other crops did you pick in 
the past year. Of the 634 people, 339 had picked at least one other crop 
in the past year, which I think is quite a significant thing. Forty-two 
percent of the people had picked strawberries, in addition to the crop 
they were replying on; they had picked apples, beans, corn, berries (these 
are the small fruit berries other than strawberries), tomatoes, peaches, 
peas, grapes, asparagus, cherries, oranges, pears, peppers, potatoes, and 
cabbage. That's a pretty good variety of items picked. 

We also asked them what other crops would you like to be able to 
pick-your-own. These are listed by rank. The first one that was listed 
was peaches, and as I looked at that I thought, "My aren't there a lot of 
growers that would also like to have peaches to pick." But that was 
listed first, the next one was corn. Then berries, beans, apples, 
tomatoes, cherries, and strawberries. Some of those wanting to pick 
strawberries were from people who had either picked at a vegetable op
eration or at an apple orchard and had not had an opportunity in their 
area to pick strawberries. Among the other things they would like to 
pick and this sounds like a shopping list, I'm sure, but it might give 
some of you some ideas of the kinds of things people would like to pick, 
are peas, limas, melons, broccoli, plums, lettuce, onions, grapes, oranges, 
pears, cucumbers, asparagus, peppers, rhubarb, beets, potatoes, okra, car
rots, cauliflower, cabbage, squash, and cabbage sprouts. Those are listed 
in the order of the number of times they were mentioned by the various 
individuals who responded to this question. As I said, it sounds like 
someone's shopping list, but I think it might give some of you some ideas 
of some kinds of things that people might like to purchase. 

Some connnents have been made about advertising and use of advertising. 
One of the questions we asked was how did you find out about the location 
of the pick-your-own farm that you visited. Newspaper was listed as first 
with nearly half of the people saying they found out about the location 
through the newspaper. Forty-one and a half percent found out from their 
friends. There were some that listed other and that could be a variety 
of ways; it could be through flyers or the postcard that the pick-your
own operation sends out that says, "We are going to have berries avail
able next week," or whatever. Two percent gave no answer, and six-tenths 
of one percent said they got their information through radio. 

One of the important things that we need to look at as we talk about 
pick-your-own is the distance that people will travel and the amount of 
time that they spend on picking-your-own. The average distance traveled 
to the farm in this study by these 600 plus customers was just a little 
over 20 miles, much similar to Mr. Courter's study. In fact, 90% of the 
market for these 12 operations was within a radius of 26 miles. The 
farthest distance was a little over a hundred miles that somebody drove. 
We asked how long it took them to get to the farm and how long it took 
them to pick. As we looked at the travel distance to the farm, we 
doubled it to get the round trip, and this is in minutes. For straw
berries it took about an hour to get there and back and about an hour 
and a quarter to pick. ~ey spent about two and a quarter hours on 
strawberries in total. For apples it was about an hour and a quarter 
round trip and a little over 45 minutes in picking the apples, so that 
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is a total of about two hours spent picking apples. For vegetables, 50 
minutes was spent driving time and almost an hour picking, so that comes 
out to about an hour and three quarters they spent on vegetables. So, 
the amount of time spent ranged from an hour and three quarters on vege
tables to about two and a quarter hours on the average for strawberries. 

We asked who goes on the trip to pick-your-own. The customer alone 
was about 10%, in other words, for most of the customers there was more 
than one person that went on the trip. With their spouse, 24%; with the 
children, 15%; spouse and children, 30%; with the relatives almost 8%; 
and with friends, almost 12%. So, you can see here that it is pretty 
much a family affair; either going with the spouse or with the spouse 
and children; more than half of the trips became a family affair. 

How many people go on the trip was another question we asked. There 
were three & half people that went on the trip, on the average, so it 
varied between three and four. 

Now, when people go on a trip to pick-their-own, someone has to de
cide when and where they are going. We asked the age of the person who 
made the decision; at least made the decision of where they were going 
to go and when. For the sample as a whole, a little over 14% were under 
30 years of age, between 30-45 a little over 40%, between 45-60 a little 
over 30%, and 60 and over almost 14%. A little over 1% didn't tell us 
what their age was, which is pretty good for a study because quite often 
they do leave the age question unanswered. But note that 70% are between 
the ages of 30 and 60. Now, as I have begun to look at the individual 
findings, this varies quite a bit by the individual operation. I might 
say those are not yet analyzed; we, in fact the other day another ques
tionnaire came in too late to be included in the sample, but they are 
still coming in. People apparently laid them aside, but we did have a 
number of questionnaires from apple operations still coming in late No
vember. As I say, we don't have everything analyzed yet. 

We asked the question how many pick-your-own trips do you make or 
did you make the year before. As you can see, the households made almost 
three trips for pick-your-own on the average. Then we asked the number 
of different farms that were visited which was almost two different farms. 
Thus, the sample as a whole visited two different farms in three trips. 
Now some of course made only one trip and visited one farm and there were 
others that visited several farms or made several trips. 

We asked the total amount of spending that they did in 1977 on pick
your-own. The average was $26.32 in total for pick-your-own spending. 
Remember that was for almost three trips and almost two different farms. 
The range was from $1.50, the lowest annual expenditure, to $150.00, the 
highest total expenditure for the year. 

We wanted to know how people used the crops that they picked. I 
didn't put these uses in order, but the important thing is that crops 
have multi-uses. About 80% said they used the crop for freezing and 
canning; almost 90% said that they made innnediate use of it; and nearly 
half give some away. I was kind of surprised by that large amount that 
was given away either to their neighbors or friends or relatives. 
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Average household size. And someone asked the question before, "how 
did you arrive at that figure, Mr. Courter?" We asked the number of 
people in the household that usually eat at home. We had 3.48 people or 
almost three and a half; this is larger than the average household size 
in the U.S., which is about 2.7 people. The household that participates 
in pick-your-own is larger than the average size household. Up to five 
in the household included 90% of the sample. The one that I thought was 
quite interesting is that 35% of the household were one and two person 
households. This is not quite as large for the U.S.; that number being 
about 58% of all households being one and two person households. 

We asked a question about annual family income. We found about 
1~% of the $10,000 income level, but like the Illinois study, we did 
find a large number who were in the higher income brackets, in fact, 22% 
were over the $25,000 income level. We estimated an average family in
come was almost $19,500. That the people who are pick-your-own customers 
are above the average level in income says a couple of things to me. One, 
the people in the low income levels do not have this alternative for pur
chasing food, or may not have the transportation to drive 20 miles. 
Second, it also says that the people who do come are coming to buy some
thing more than just food. 

We asked the people what do you like about pick-your-own, and these 
are ranked in the order that they were listed. The first thing was 
quality of the product. That was by far the most frequently mentioned. 
Next was price, then enjoyment and fun, and finally being outside. I 
almost think we could put those last two in the same category. Other 
things that were mentioned were being able to buy in quantity, being 
able to sample the product, the time (this meant that this was time they 
felt they were spending well), self-satisfaction (and I think that might 
go with that time one). Another one that was mentioned was a family out
ing that might be categorized with the enjoyment or fun and being outside. 

Then, of course, we get to what don't you like about it. These are 
also listed in order of the number of times they were mentioned. The 
most frequent answer was nothing and this is significant. Of things not 
liked the first one was the hard work and aching muscles. The next most 
frequently mentioned was the condition of the field, muddy, weedy, this 
type of thing. The next thing that was mentioned was the distance. The 
next one was the heat. The amount of time required was next; remember 
it took two hours or so, and quite of ten mentioned was the fact that 
fields were crowded or over-picked. A lot of things were mentioned that 
the people didn't like, but not a whole lot of people mentioned them. 
However, I think they are worth calling to your attention. One was bugs 
and snakes; those of us who haven't been used to those may find them a 
bit objectionable. No place for the children to play, no great big dif
ference in price, having to get up early, having to go home and freeze 
or process immediately, restrictions as to where to pick, waiting in line 
to get into the orchard, no listing of varieties (in other words, they 
would like to see varieties listed), having to carry the produce, the 
prices are too high, havi~g some of the crop too high to reach, tools not 
available, and traveling rough farm roads to get to the fields. The 
last ones were not mentioned frequently. 
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We asked them to rank seven items as the most important item to them 
in choosing a pick-your-own operation. This is the order in which they 
were ranked. First of all is the courtesy of the farmer and his employees; 
that was most important in selecting a pick-your-own operation. Next 
was product quality, then the ease of picking, having a roadside market 
as well as a pick-your-own operation was listed as fourth most important. 
Reasonable, fair prices was fifth most important and low prices was sixth 
and convenient or close by location seventh. Note that courtesy and 
quality rank at the top. Price and location ranked at the bottom in terms 
of things that are important to the customers responding. This seems to 
me to be of importance; people do drive distances because location is 
not nearly as important as the quality of the product and the friendliness 
of the people that you are dealing with. 

As a check on the question above, we asked, "if you had two or more 
farms from which to chose for picking the same crop, what would be im
portant in deciding which one you would go to?" This is the order these 
things were mentioned. The first one was quality, the next one was price, 
and the third was location. Next listed were friendliness, service and 
the field conditions. Other things mentioned were ease of parking, crowded
ness, a variety to pick from, did they have the crop you wanted, did they 
have a big enough quantity and were they open on Sunday. 

One thing I'm sure many of you are interested in is what suggestions 
do customers have for making pick-your-own a more pleasant, convenient, 
satisfying experience. It seems to me the most significant thing is that 
70% didn't even respond to that question. This tells me they are satis
fied. The 25% who did respond to the question listed first, more pub
licity, tell us about it. Others were, make ladders available, have per
sonnel to supervise, improve field condition, no very small children, 
convenient access roads and parking. Next, there were a number of things 
mentioned by only a few such as, need for a greater variety of produce 
farms, restrooms, limiting the number of people in the field, letting it 
be known how many times a field has been picked, having more pick-your
owns, labelling the varieties, provide a means of carrying the produce 
to the cars. They go back to those thing they don't like about pick-your
own, farmers not limiting the days to pick, and roads to the farms are 
very rough on cars. These were the kinds of suggestions that the people 
had to make pick-your-own a more satisfying kind of experience, a more 
pleasant experience. It seems to me that because of the high income 
level, they are looking for a satisfying experience, not just a source 
of a food product. 

I might close by saying that we anticipate having an extension pub
lication written on this as soon as we get the materials analyzed and 
completed. In fact, the students are going to help write it came with 
me. One of the advantages on being on the teaching faculty as well as 
the extension faculty is we can put the students to work doing some of 
these kinds of things and they can get some experience. Another thing 
you might be interested in is at the end of the questionnaire we asked 
the people to put their name and address if they would like to have a 
copy of the publication, and a very large proportion of the people who 
responded did say they would like to have a copy. In fact, about half 



-142-

of them. We also will include in this analysis some indication of the 
variations by the different kinds of operations. There is quite a dif
ference between the kinds of operations that people had, the kinds of 
customers they had and the kinds of things they would like to have. 



SIMMONS: 

SOME IDEAS FROM FARi.~ MARKETS IN ENGLAND 

Malcolm Withnall 
Stanley Orchards 

Chichester, England 

Today we have a rare opportunity, since we are just a few minutes 
early, to have Mr. Malcolm Withnall from Stanley Orchards in England come 
up and share with us a few comments about pick-your-own in England. 

WITHNALL: 

Thank you very much indeed. The gentlemen sitting next to me men
tioned probably the most important thing, the great British public when 
they go pick-your-owning, particularly on strawberries, get terribly ex
cited. We want wash rooms; we need wash rooms badly. I'm surprised in 
all those surveys that nobody mentioned wash room facilities. I'm quite 
serious, we rate that very highly ourselves. Could I have the slides and 
I think I'll just give you a little bit of flavor about pick-your-own at 
our orchards. 

We are working on a fairly busy period in June and July, offering a 
range of products from strawberries to red raspberries, black currants, 
loganberries, and gooseberries, in addition to having the farm market 
open at the same time. We are looking for big signs to locate us and we 
do promotions through local papers and local radio. But it is word of 
mouth that we find is the most satisfactory way, reputation or word of 
mouth. We do put out a brochure which highlights our pick-your-own op
eration. It includes information on freezing; the freezer is still rela
tively new in England, but we are trying to get as much information 
across to as many people as possible. So we tell at the farm entrance 
what crops are available and what our time for business are, and then just 
on the wall at the main entrance there, we would have the price of the 
products available on that particular day. The customer has the choice 
of just driving straight out again if they don't like what they see. I 
think it is very important for us to have prices displayed at the entrance. 

Basically we are like the other gentleman who was talking earlier 
this afternoon, we try to organize our customers as much as we can. We 
get them to park where we want them to park, and make their way through 
to a reception area. We have a pick-your-own field here which is about 
ten acres; it has a central roadway and then a sub-division through the 
middle. The through the mi.ddle sub-division is in fact the main access to 
the central reception area which is located dead center. We just use an 
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ordinary caravan or small trailer to get people checked in and out. So, 
we are sign posting fairly extensively, to get them to the main place to 
get th.eir containers to pick into, and of course, they take those con
tainers back again to the central reception area to have them weighed for 
price. The central area well sign posted and all the way along the front 
of the raspberry plantation and the other raspberry planting and the other 
berry fruits is a netting which is a physical barrier to keep people from 
going just straight over the netting and straight out and or putting prod
ucts straight into their cars. 

There is the reception caravan. You would call it a trailer; it is 
just a little hot dog store really. We use undergraduate or young student 
girls who come out during the vacation to earn a bit of extra money; two 
of them run that pick-your-own operation for us during the week days, and 
then we have about six girls who come in on Saturday and Sunday. Customers 
come to that central point and collect their containers. We offer, as the 
gentleman mentioned last night conunenting about New Zealand, sort of chits 
or punnet that they pick into. They can pick around two to five pounds in 
a small chit and then they go up to five, 10 or even 15 pounds in larger 
like a half bushel chi~s, cardboard chits. We try to separate, we do 
separate the customers coming in from the customers going out, so that 
there is a reception area where they can get their containers and they 
don't get tangled up with the people bringing their produce back to be 
weighed and priced. We strip graze everything; you know, put sort of 
divider bars up across the field so that they can forage in predetermined 
areas and then as the field gets pick out, there are several supervisors 
in the field and they will then move them over. So, we are following a 
very well accepted formula I think right across all the products. We are 
also linked in with a phone answering service which we found has taken a 
tremendous number of phone calls away from our main switch boards, so we 
have messages recorded each day as to what crops are available and what 
are the current prices and whether we think it is worth their while coming 
out and whether we have any special bargains going. We handle on the 
answer phone system virtually 24 hours a day, but I remember constantly 
during last season 12 hours solid that telephone machine just answered and 
answered every second of the day. So, that is quite a useful way of 
getting a lot of information across and linking your customers to a tele
phone information service. 

Pick-your-own is a new thing in England. It's just coming in quite 
strong and with the advent of the deep freeze and so on, it's becoming 
more and more popular. The red raspberry does freeze so well; you can 
virtually pull it out 12 months later and it is in just the same condi
tion it was put in. We are not too worried about customer movement. I 
mentioned that this morning. We don't like to queue either, but they 
don't worry that much as long as they are not kept hanging around too long. 
We can clear most of our customers through in about ten minutes from ar
riving at the reception area. They meet their friends and they talk and 
compare notes; it's quite a recreational activity as has been described 
by other speakers. So there you see from the inside of the caravan; they 
are weighing produce and then the other girl handles a code-a-til so we 
know each day what berry fruit has been picked, the number of customers; 
the average price and poundage picked. That just gives the way out; it's 
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always nice for the customers going out to meet the customers coming in. 
Th.ey see the produce and they are already sort of half th.inking of what 
is going to be happening around the corner. That's about it, ma'am, 
thank you very much. If there are any questions, I would be more than 
willing to answer. · 

_Q.. HOW MUCH DO YOUR RASPBERRIES SELL FOR? 

A. We sell red raspberries for about $1.25 or $1.30 per pound. Straw
berries we would. average around 60, 65 cents per pound, and we would 
be picking around 15,000 to 20,000 pounds an acre with irrigation. 

Q. DO THEY HAVE COMPUTING SCALES? 

A. No, they don't. I can see that a computerized digital scale would be 
very useful to us, I think. We have power out in that little caravan 
for the till, so there would be no problem. The till records the in
formation for us because we have the price per pound for the various 
products, we just convert it back to poundage at the end of the day. 



PANEL: gUESTIONS A.~D ANSWERS 

SIMMONS: 

Last we have our panel discussion. I would like each one of our par
ticipants to come up to the stage and we hope that you will still have a 
lot of questions to ask them. This is going to be very informal and we 
just want to have the opportunity to get each one of you the chance to ask 
any questions that may have come up that you may want some clarification 
on and perhaps some of our panel members would like to expound on some
thing they have already talked about. Would anyone like to make a comment 
first? 

_g_. ARE YOUR CUSTOMERS QUI:rE DIFFERENT FOR DIFFERENT CROPS? I'VE FOUND 
OURS TO BE SO. 

COURTER: 

I would agree with you. I think the customers are different depend
ing on whether they are coming from the city or coming from a rural area. 
I would agree with you. I think that customers may be different as you 
just said when they are coming for vegetables or they are coming for apples 
or they are coming for strawberries. These customers may have different 
backgrounds; they may be coming for different reasons. We did not ask 
many details other than size of family and income in this 1978 survey. I 
was surprised, in fact, that they harvested the same average amounts of 
produce per customer for the two farms located near the cities. This sur
prised me; this was not my observation in 1970. I can't explain it other 
than we have a substantial number and that's the way it came out. I would 
make one observation, however. On one of our farms west of Chicago, if we 
asked that grower where his customers are coming from, he would say Chicago 
and many of the suburbs. When we tabulated where his customers came from 
we reported back to him the percentages by conununities. I was surprised 
that he was not pulling customers from downtown Chicago; he was not pull
ing customers more than 30 or 35 miles away and he thought he was. He 
was in essence really pulling a rural type of customer and that may explain 
his high average as well as that of the other farm. He contrasted two 
other studies you mentioned, farms outside of Toronto, or I can think of 
another U-pick apple farm outside Chicago; I think they have different 
kinds of customers. The Bell Organization, for example, closes on Sunday 
because they have so many problems with people coming out for recreational 
purposes that they just decided to close on Sunday and not even be opened 
and not be hassled with those kinds of customers. So, I think you are 
right, but in our study there may be good reason for it although we can't 
really pin them down, because this questionnaire was limited. We really 
were after where they were coming from in terms of miles. 
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_g_. HOW DO THEY CONTROL NOT HAVING CHILDREN AT PICK-YOUR-OWN OPERATIONS? 

A. This varies from farm to farm. I mean you have growers that have the 
ph:Uosophy th.at they want the children to come; they want them to have 
fun; they want them to have a good experience; they wa.nt them to 
learn how to pick berries or whatever it is. And then you have growers 
that say children are a problem, a nuisance, and they create more prob
lems. You have both sides of the fence. I think it is up to the in
dividual grower how they manage this. There's one in Pennsylvania 
that has a bar and if you can't walk under the bar you are big enough 
to pick. One of our strawberry operations has some swings in a 
shaded area on the lawn and they require all children stay there. Some 
of them do have play areas and they ask that the customers leave their 
children there. It varies on how they enforce that rule. By and 
large, I think it is a minority that prohibits children from pick-your
own. After all, they are tomorrow's customers. You want them to 
learn how. 

_g_. HOW DO YOU GET A RECORDER/ANSWERING MACHINE FOR YOUR PHONE? 

WITHNALL: 

We rent the machine from a company who services it for us annually. 
It is just a little recording machine that is plugged into our main 
switchboard and on all our advertising we list the number to call. I just 
record the message each day as to what crops are available. It!s very 
effective. It's a small piece of hardware that I was very surprised that 
I even found myself using. It has taken away all the hassles from our 
main switchboard and home telephone numbers as well. It rings and rings 
and rings all day. I know how much you use the telephone as a means of 
communication. We don't use it so much in England. But on this particular 
one, it is used as the direct line of information. 

_g_. DO YOU EVER TELL THE CUSTOMER NOT TO COME? 

WITHNALL: 

Yes, we did once last year. We changed the tape during the day say
ing don't come; we are going to close the field at 2 o'clock in the after
noon. Come back tomorrow. I don't think they were too disappointed. 
You've got to keep your customers in contact with the information as it 
happens. 

The things about the children that I was going to connnent on, while 
not really significant at all, may be of interest. We threaten to weigh 
children in and to weigh children out when they come to the field. We 
don't discourage them. One thing we did thi.s year was that we intro
duced a "sinbi:n." We put a. little sign up over the sinbin saying "Are 
you feeling guilty today about how many berries you have eaten in the 
field?" and we asked them to put money in this large glass jar. We do
nated the takings over the course of the season to a local handicapped 
children's home for those who couldn't come out and pick berries. We got 
a lot of good public relations and publicity from that sort of activity. 
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HUNGATE: 

I just wanted to comment that I was just checking the figures here. 
In the sample that we had, about 45% of those who went to a pick-your-own 
farm that replied to our survey, took their children with them. 

COURTER: 

I might comment that in 1970 we asked, 11Do you think it's a worth
while experience?" Something like 83% said yes it is a worthwhile exper
ience. If I could, I would like to make one more comment on these types 
of customers that Jim asked about. We had an interesting experience on 
one farm this year. I guess it has happened before, but was new to 
me. It was an apple pick-your-own operation and this farm advertised 
quite widely, and some people came in and they went out in the orchard 
and they picked many, many bags of apples. They were picking in half 
bushel bags and when the trailer came in with 20 or 30 of these bags on 
it, the people that had just finished picking them went over and wanted 
to be paid 17~ a pound for all those apples that they just picked. So, 
they thought that they were being paid so much money to pick for that 
farm, rather than paying that much for those apples to take home. 

_g_. COULD WE ASSUME THAT WE COULD MOVE MORE PRODUCT IN A HIGHER INCOME 
AREA? 

COURTER: 

I don't know if my survey would tell me that, because our size farms 
ranged from very small to very large, and the trade areas ranged in size 
and numbers of people, and yet the average purchase in our survey came 
out virtually identical. I don't know if mine can tell me that. 

HUNGATE: 

I can't tell on ours yet, because I haven't analyzed the individual 
farms. I really don't know yet. 

COURTER: 

It's a different question asking what population would support a com
mercial operation; that's a different kind of a question. Certainly a 
small U-pick can be successful in a rural area. But what it takes to 
support a full fledged U-pick 100%, is another question. How much crop 
can you sell and so on. 

_g_. IS THERE ANY CORRELATION J<ETWEEN THE NUMBER OF SUCCESSIVE CROPS, 
LET'S SAY YOU HAVE SIX SUCCESSIVE CROPS AND THE NUMBER OF RETUR.J.'l' 
TRIPS? IS THERE A RELATIONSHIP BETWEEN THE NUMBER OF CROPS THAT 
YOU ARE SELLING U-PICK OR HAVE AVAILABLE ON THE FARM AND THE NUMBER 
OF TIMES THEY RETURN? 
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COURTER: 

I cannot measure that; I think there is. It has be.en published that 
there is such a relationship, and I think th.at Bill Jackson would have a 
comment that there are crops that bring people back and they will tend to 
buy more. 

JACKSON: 

A crop like apples that will keep well at home tends to not have 
people come back as often. Whereas ·a crop like strawberries or ripe 
peaches or sweet corn that doesn't have a shelf life at home, they have 
to come back more often. So, I think in that reflection of, other than 
the number of crops, the shelf life at home would be a factor. 

_q. IS THERE A TENDENCY FOR ONLY HIGHER INCOME PEOPLE TO RETURN THE 
SURVEYS? 

HUNGATE: 

I think maybe there is a point to your comment. I do not know how all 
the different growers that participated selected the people that they 
handed surveys to, so this could very possibly be the case. However, in 
other surveys that we have conducted, not pick-your-own, but some with re
tail stores where we did a random sample, we have had a return almost 
identical to the income distribution. 

COURTER: 

We asked that our surveys be handed out in a short period of time to 
every customer that comes during the early peak season. We intend to go 
back and check these against the average incomes in these areas to see if 
we can get a handle on the answer to your question. 

WITHNALL: 

Could I comment on the gentleman's question down there in relation 
to the United Kingdom's circumstances. Her Majesty Queen Elizabeth has 
her own pick-your-own operation; she attracts all the high income customers 
in England. 

_q. WAS TV LISTED AS A SOURCE OF HEARING OF THE FARM? 

HUNGATE: 

Television would have been listed under other and we allowed a place 
for them to write in what the other aources was, but the numbers were so 
few that we didn't tabulate them. That's how they found out about the 
farm that they had picked at. 
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COURTER: 

The survey said, I think, 0.6% learned of a U-pick by radio and our 
feelings from 13 years of study is that ra,dio is not a good source. Most 
are not very happy with it at all as an advertising source, either for 
bringing in new customers or reminding old customers to come back. 

Q. DO YOU U-PICK YOUR SWEET CORN? 

JACKSON: 

We have U-picked sweet corn; we didn't have field supervision which 
I feel is critical in any U-pick, so we quit it. At present we are picking 
all of our corn, and selling it at our shed. We like sweet corn; it makes 
for repeat business; we make money on it as well as building the soil for 
preparing it for trees again. U-pick corn will work; you just need to 
supervise your field and be aware of what's going on out there. I think 
you need to be in the business every year. We want to have sweet corn 
and our customers know that we will have sweet corn all sununer. Now where 
we grow it, they don't care. But it is important that we do have sweet 
corn. I don't think they would want to come every third year and buy corn 
from us, so it is important that we have it every year. 

Q. THE ANNOUNCEMENTS THAT YOU HAVE ON TV, DO YOU SHOW A PICTURE OF YOUR 
PRODUCT? 

JACKSON: 

Yes, very definitely. 

COMMENT: 

Then that would be the difference between radio and TV. Talking 
about something that they can't see won't induce them, but if they see 
it, they will get hungry. 

Q. HAVE M'Y OF YOU RUN BROCOLLI OR PEAS AT THE SAME TIME AS STRAWBERRIES 
IN THE SPRING? 

COURTER: 

I think Joe Huber was on this program last year. In southern Indiana 
he does start off the season with strawberries and has many other vege
tables. During strawberry season he will give away radishes; I think he 
gives away some lettuce; he will have some mustard greens; and he will 
have some brocolli and cauliflower coming on. They are a little later 
than strawberries in his area, but he has a market that where he sells 
vegetables already harvested. They are not that big of a job, and there 
is not that big of a market. He does have some of those other things 
during strawberry season, more as a gimmick or a service rather than 
trying to get a big volume of them. 
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g_. HOW DID THE SWEET CORN SIDELINE DEVELOP ALONG WITH YOUR FRUIT? 

JACKSON: 

The first year we probably had two and a half or three acres and 
didn't harvest all of that. So it is, you have to build a traffic; I 
didn't have my heart in it. I really didn't know what I was doing, and 
didn't put a lot of effort in it; didn't spray it and didn't take good 
care of it. After we found out that we could make money at it, we put 
a lot more effort into it. 

HUNGATE: 

She wants to know the effect U-pick is now having on surveys showing 
where women are doing their grocery shopping. I don't know about U-pick 
in particular; the last one that we did food shopping one of the questions 
we asked was where do you buy most of your produce. The raodside market, 
while not terribly important, did play a role in where she was buying pro
duce. 

g_. HOW DO YOU DETERMINE PRICE ON PICK-YOUR-OWN? 

MINGES: 

I would say in our area, the area itself determines the price. We 
have probably a half a dozen growers in our area within a 20 mile radius 
of us. And that more or less determines the price. 

WITHNALL: 

When I first started in the U-pick operation, we were very much in
fluenced by the other growers in our area and also influenced by the 
wholesale prices for our fruit. But, in fact now, we just don't care about 
the other guys. We just assess it on the fact of how much produce do we 
have in the fields, we assess our crop availability and gear our prices 
really trying to go for the highest price possible and still get it all 
picked. It has to be realistic against the volume of fruit that you have 
got in any particular field in any particular trading circumstance. And 
in England, one of our major problems is the weather. We can't guarantee 
it, so we have to get our little crystal ball out and try to pitch the 
volume/price ratio against the weather. 

Sll1MONS: 

We hope that you have enjoyed this afternoon; it has just been a 
pleasure to be with you, and i know that each one of our panelists and 
our speakers will stay around for extra q_uestions that you may have. We 
appreciate their time and their commitment and we thank them very much 
for being with us today. And thank. you. 



TRACK II--SEASONAL AND NEW OPERATORS 

Chairman: Herb Hadley 
Extension Specialist 

The Ohio State University 

Ed Watkins,who was your morning chairman, is on our staff at Ohio 
State and decided that he ought to go down and help Billy in keeping 
things stirred up in Washington. Ed has recently completed a study of 
Ohio roadside market operators and has wide experience in this field. 
So, Ed Watkins is going to talk to us about some things that have worked 
for market operators. Ed. 

THINGS THAT HAVE WORKED FOR MARKET OPERATORS 

Ed Watkins 
The Ohio State University, on Leave in USDA 

Washington, D.C. 

Ransom Blakely from Cornell had some weather related travel problems 
getting here, but I'm not sure since I see a lot of New York people who 
did make it. Ransom isn't in the room by any chance, is he? 

I'm going to do something a little different since this kind of last 
minute, and I know what Ransom would have done. I did take some time to 
put together a set of slides last night I thought I might use them for 
this session. This morning I looked at them again and decided against it. 
What I am going to do is give you a quick summary of a survey that a 
student at Ohio State named Bruce Bradley made last winter in which he 
interviewed some market operators around the state in temperatures that 
resembled very much those this morning. He possessed a lot of fortitude; 
I went out with him on the first interview to see if the questions we 
were going to ask were going to get some kind of desired results. We 
interviewed Lot Smith. Well, Lot was one of our two guinea pigs on this 
try-out whether the survey was going to work and that sort of thing. The 
day we interviewed Lot was a day with temperatures very similar to this; 
the wind was blowing; the snow was blowing. Lot sat behind his desk in 
his office in his heavy coat answering these questions while Bruce and 
I sat in front of the desk just chattering and shivering and trying to 
make the pencil work. We were there three hours. Finally Lot broke up, 
"You fellows comfortable out there?" I thought he was going to invite 
us into the house. He says, "I'm real comfortable back here," and he 
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pushed his chair back and he had a hot pad with his feet on it, plus an 
electric heater under his desk blowing this hot air on him and he was 
sitting there being very comfortable and having a good time about our 
discomfort. I'm still waiting to get even with Lot Smith, so some of 
you can relay this word to him. 

Bruce did go around and interview these market operators. Let me 
give you a few of these results. One of the objectives of this study 
was to hopefully develop a set of guidelines and operating standards 
that would be helpful to other market operators as they look at their 
own operation. What is an acceptable gross margin or markup? Well we 
asked, but we never found out. What level of profits as a percentage of 
sales can realistically be achieved? We didn't find out much there 
either. We got a few figures, but we will get into that in a few minutes. 
Should I remodel and expand, and when? Some of these types of questions 
are those that people commonly raise at meetings and as you talk to them 
individually. 

Let me give you a few facts about where these markets were located. 
The average population of the area within ten miles of these markets sur
veyed was about 79,000. But that was strongly influenced by three mar
kets which were a part of a major metropolitan area. If you take those 
three out, the average dropped down to somewhat less than 50,000. These 
markets were not beginning markets; perhaps this presentation does not 
belong in this session. They were selected for interviews because they 
had some record of success over a period of years. They had shown growth 
over a period of years; they had persisted; they had survived and grown. 
They were markets whose mark was being a success in the business. Now, 
most of them had started out with a very small base, maybe a table in 
the front yard, a stand in the front yard and had grown from that start 
until some were quite large. 

All of these markets were on paved roads; 75% of them were on two
lane highways. Half of the markets were on county roads; one on a town
ship road; three on state highways; and two on a U.S. state highway. That 
surprised me a little bit; I expected to find more on more highly de
veloped roads, but it didn't happen in this particular sample. 

Fifty percent of the markets had paved parking lots. Less than half 
of the parking was at the roadside where you just pull off the road as 
opposed to a separate parking lot isolated from the road. So that meant 
that somewhat over half had parking area that was not part of the road 
right-of-way; they had their own separate parking area with a driveway 
into it. The markets surveyed had an average of four competing markets 
within ten miles. They all had signs of some kind at the market or on 
the market plus one to 12 approach signs per market with an average of 
3.7 signs located down the road a-ways. Increasingly here in Ohio and 
especially in certain areas, we are under pressure to eliminate roadside 
signs away from or off premises. Roadside sign numbers will drop consid
erably in the coming years. I'm not sure that the effectiveness of such 
signs may not have been an old myth of roadside marketing people anyway. 
We really need to do some investigating and finding out whether we really 
need roadside signs. Do we need big signs telling where the market is? 
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I'm coming to feel more and more that we've overemphasized this point in 
the past; maybe I'm wrong. I say we don't need them. There are other 
ways that we can do it more efficiently without offending some of our po
tential customers; the people who object to signs. Okay, 50% of the ap
proach signs were located within one mile of the market. No market had 
signs over ten miles away. 

Two thirds of these markets were open on Sunday and about 70% were 
open all year around, although most ones were seasonal. Now, 75% of the 
markets were open 9 to 5, fairly conservative open hours. Market invest
ments--how much money was invested in the market facilities and equip
ment? Three of the roadside market buildings were less than ten years 
old, while two of them were older than 50 years, although the building 
had been remodelled. The total investment, depreciated value gathered 
from the tax records and the owner's best estimate of sales value or 
worth of his whole operation today was, the buildings $45,000, inventory 
about $2,500, inventory and merchandise about $12,000, and equipment 
about $45,000 for an average investment in these roadside markets of 
$106,000. Those aren't new, but they represent investments in successful 
operating markets. In the bulletin there is a list of equipment that 
these markets had, commonly had. I think probably we will publish this 
bulletin as part of the proceedings, so you will have the whole ball of 
wax anyway one of these days. 

A question was asked the market operators about market records. 
This question has bothered us for some time,because of the importance of 
having adequate records that could be analyzed of the market operation 
alone, separated from the farm operation. One of the questions we raised, 
how much net profit did your market make you? We were not so much inter
ested in the exact dollar figure as some category or percentage of sales. 
The common answer we got back was, I don't know. I have a feeling that 
this is not a fortunate turn of events. I don't know how we are going 
to get it turned around; somehow we've got to isolate those market records 
from the farm records if we are going to determine which side is con
tributing how much to your income. And the information gap is usually 
in the home produced items; many of the markets have excellent records on 
the item.s which they purchased. Now, here's an invoice; it's great. 
Okay, what's the value of your home production that went into the market, 
and he says I don't know. At that point the whole scheme of trying to 
get a profit contribution of the market goes down the drain. 

We have a bulletin out this last summer, which I hope is not too 
complicated, which we hope will encourage people to move in the direction 
of separating their production expenses from their market expenses so 
that you can say, hey, did I make the money in the market or did I make 
it on the farm or what proportion of income did I make on the market and 
on the farm. I know most of you feel, if I've got more money in the bank 
at the end of the year, I probably made money. But on the other hand, 
there are possible false signals here too; did a trip to Australia get 
put in that or several other things? It is easy to distort income or 
expense items so that they are not useful in making decisions as far as 
the market is concerned. r think we've got to come to grips with that 
both as extension people and as market operators. If we are going to 
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make decisions about expanding markets, we ought to have a better idea 
about what the market's contribution was to income. 

Four of these markets studied were operated as entrepreneurs or just 
as you usually operate a farm, no particular organization and as an in
dividual. Four of them operated as partnerships, and four were incor
porated. We only ended up with 12 markets, because we intended to get 
some of this great federal money that was being doled out to do direct 
marketing work, and we didn't get any, so what money we scraped together 
to do this ran out .. We had to stop with 12 instead of the 30 that we 
intended to get in this study. 

One other question in this records business. We asked them how they 
used the market records; what was the number one use? Anybody want to 
guess what that was? Yep, to keep Uncle Sam happy. As a kind of manage
ment oriented person, this makes me very, very sad. Now, I'm not down
grading the importance of Uncle Sam and being able to verify to him or 
his agents your returns, but there I feel there is a more productive use 
of management records than for satisfying Uncle Sam. Records are a tool 
to make better decisions. Unfortunately, that use is way, way down the 
list. I would hope that as we work closer together and as we sharpen up 
all of our skills, merchandising or pricing or managing or tax counting 
or what, that this developing of records that could be used for manage
ment purposes works its way up the list until it is somewhere around 
number one. This is where their use should be if they are to help you 
attain your goals, whether they are for doubling your income or of in
creasing sales or whatever. 

Now, sources of information, we asked them where do you get infor
mation about merchandising ideas that you can put to work in your market? 
Number one was other roadside market operators. That's not surprising; 
you talk to other people operating markets and you say, hey I think that 
idea would work for me too, and you take it home and use it. Number two 
source was the Ohio Roadside Marketing Conference, which probably ex
plains why quite a few people are here, and number three was ideas they 
got from salesmen; and number four was the extension service. 

We also asked these operators if they are going to add a new product 
to their market, what's the most important thing they look at to determine 
whether that product is going to be added to their mix. Number one was, 
did it fit into the present market; did it go in there easily; djd it 
complement what they were doing now? Number two was, what is its profit 
potential, and that could be a subject of another talk, how you measure 
that, but I'm not going to get into it today. Another was customer de
mand and requests, in other words, somebody has come in and asked for 
this particular item. How many people have to ask for something before 
you get on the phone or write a letter or fill out an order and stock it. 
Anybody want to volunteer? You say ten. I would be surprised if all of 
you waited until you got ten requests; very surprised. Supermarket op
erators claim that if they get five voluntary requests, just five casual 
requests, it will probably go in an order and they will give it a test. 
Five people in a supermarket of several thousand will initiate something, 
either the product to be looked at very closely or get it in there and 
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see how it moves. A very small number for most businesses on these casual 
requests will trigger some sort of an action. If you aren't very careful, 
you can see what can happen. You can pick up a bunch of slow movers, I 
was going to say dogs, very quickly if you are very oversensitive. But, 
on the other hand, if you are undersensitive maybe someone down the road 
can beat you to some product that particularly is in demand at that 
moment in time for some reason people are asking for it. 

Let me mention a couple of things on market specialties as viewed by 
this group of successful operators that interested me. These markets in 
our sample were pretty heavily in the orchard business, so when we asked 
what is your market specialty, in other words, what the market was known 
for. Three of the markets identified sweet corn, two cider, one pumpkins, 
one market strawberries, and a whole list of other things, but only one 
per market. 

We also asked them to identify a level of quality that they perceived 
themselves handling. We keeµ hearing that we can do it with quality. We 
hear from customers that one reason they go out to roadside markets is 
because of freshness and quality, so we said, we gave them a choice here 
of three levels of quality, what we call the prestige level, something 
that is above average certainly; or something that we labeled Grade A, a 
good quality but not particularly outstanding just cormnercial Grade A; 
or something below Grade A. 

Remember these were pretty strongly apples, and I really didn't ex
pect to get the results that I got from the market operators. What do 
you think they said? Prestige? No, on fruits and vegetables only one 
third said they sold prestige quality, only one third. There was another 
interesting part of that though, eight of those markets had bakery items, 
what did they say about their bakery products, prestige, seven out of the 
eight said their bakery line was prestige. 

There are some other things in here, but I'm just sort of whetting 
your appetite of the things that we asked and some of the results that 
we got back. These markets surveyed had sales ranging from $30,000 a 
year to $600,000, average $229,000. Sales per square foot per year were 
$171; we can use that sort of a standard in supermarkets very well, but 
it doesn't work as well with roadside markets. One figure did come out 
that we think is useful. If we take the sales per square foot of the 
market in the highest month, and then we look at the markets and see how 
congested they were as indicated by market observations, from managers 
evaluation and other market information, the limited data we have suggest 
that when the sales per square foot of the sales area exceeds $30 in the 
busiest month it is probably time to think about making changes. You are 
probably running out of space. I'm not saying what changes. You either 
pull back and decrease your product assortment and make more space in 
your present market or remodel or build, but some change should be made. 
The markets that went above this figure very far had real problems during 
that busiest month. All the ones that had figures above this said during 
that period of the busiest season they knew that people drove in and drove 
out again, because they didn't want the hassel of shopping in the marke't. 
And some who started into the market changed their mind and left. This 
is one advantage of occasionally separating, someone mentioned that this 
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morning; just let somebody observe what is happening around the market 
when you are busy. Stand back and watch; watch employees; watch the 
owner; watch the customers. Sometimes you can do it by yourself by 
taking your handy-dandy camera out there and taking random camera shots. 
You'll get some surprises even though they know the camera is there. 
You'll see displays that you say, hey, that can't be my market, but it 
is. And you will see employees with expressions on their faces and man
nerisms that you say, hey, I don't want that going on in my market, but 
you see it every day, but you don't really notice it since it happens so 
regularly that you overlook it, but the camera catches it at that moment 
in time. It's a pretty good technique. I can remember taking pictures 
in one market about the same time we had a customer survey and the cus
tomers said it was a messy market. The owner looked out in this market 
for awhile and he looked at these pictures, and he said, I'll be darned, 
the place is messy. He had been there every day, but had not really seen 
it. Fruits and vegetables were the predominant product groups in these 
markets, but we had product groups such as cheese and meats and bakery 
and canned food, garden supplies, flowers and plants, candy, cider and 
Juices and eggs. These were of varying importance in the markets we 
looked at. 

We were also interested in finding out how prices were set. There 
are no big surprises here. The method of setting prices generally is a 
markup of some kind. This is a fine place to start, but I don't think 
it is the place to stop. I think you should move beyond this point. In 
other words, if you take a basket of apples costing you a couple of bucks 
and you are taking a target markup of 40% on these products, then you 
multiply this by 1. 4 and you have ti1e selling price of. $2. 80 or something 
like that; your handy-dandy calculator gives you a price very quickly. 
So, that's the standard markup figure, but it has some weaknesses. Most 
businesses when they want to analyze their business use what they call 
a margin figure which is a margin calculated on the sale price. The 
first time you do it, it will be a little more difficult, but if you go 
to a margin it has some advantages, because every week you can get an 
analysis on your gross on the basis of sales very quickly. If you use a 
margin on sales, you can check very quickly to see if you are getting it 
or not. When you use a markup on costs, the process of analyzing the 
records every week gets pretty involved, unless you are one of the lucky 
persons who has a computer in your head or a computer in your store and 
can press the button and get the results. For instance, if you had a 40% 
markup and at the end of the week you added up your sales and said if I 
got my 40% markup, that doesn't work very well on sales so you translate 
this to a margin. You say, okay this week I averaged 28% on sales which 
is about the equivalent of 40% on cost to pay expenses and return me a 
profit. This is my gross over cost of merchandise. And my expenses in 
a normal week will be this, so I should have made this much money. Well, 
if you use a standard margin on sales this becomes a very easy process to 
go through every week or every month to see whether or not you are be
ginning to approach the goal you have set for yourself. It is not time 
consuming if your target figure is based upon a sales margin on a dollar 
rather than a markup on costs. What we talked about,a little of this is 
in the bulletin. For fruits and vegetables particularly, ten of the 12 
markets were using some version of markup based on costs. Two of the 
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markets were using a margin on sales as a general guide in pricing prod
ucts in their markets. For some items these markets were using a variable 
margin. I just want to throw this thought out and then I am going to quit. 
A variable margin is something that you vary from product to product, 
What would you do with a product that has a high degree of perishability, 
would you take a ·higher or a smaller margin? Higher, because you are 
going to have a greater shrink and using this approach and if you use this 
as a guide. You will come out with a different margin on virtually every 
commodity depending on its shelf life, how much you have to reduce price 
to move it when it gets a little over the hill, or how much you have to 
throw out the back door or whatever your disposal method is. Each com
modity has its own characteristic here; if you are a very high volume mar
ket, you will tend to have less shrink from weight loss or from quality 
deterioration or something just becoming not salable. I doubt whether 
any roadside market can get below 5% shrink. These markets were practically 
all above this; the best market that we had was 6.8 as near as we could 
determine it. Now when you set a margin you have to think about this fig
ure, okay? If you come out and say, hey, I'm going to guess 35% margin 
on sales overall, and then you find you have an 8% shrink, what are you 
left with for net? It's about 27%. As markets grow, as they begin to 
depend more and more on other people to get the job done, I think they 
probably will become a little more savy at it as we look at what was re
ferred to this morning as roadside market as a business. 

HADLEY: 

I'll just summarize, I'm sure you can't hear the question here, Ed. 
It's the people that begin to analyze their business who are going to 
come through. You mentioned a 30% margin as being realistic. Would you 
explain? 

WATKINS: 

Thirty percent times gross sales, that will be your gross margin out 
of which you pay all your bills and hopefully have $100,000 left every 
year. Thirty percent of your sales will give you your gross margin 
figures, some people call it gross profit. 



HADLEY: 

DEVELOPING A FARM MARKET Al'W PICK-YOUR-OWN 
OPERATION FROM SCRATCH 

Jerry McGlade 
McGlades Dwarf Orchards 

Mead, Washington 

Our next speaker is Jerry McGlade, a relatively new market and pick
your-own operator from the state of Washington. He has attended several 
of these conferences and I think you will find his operation quite inter
esting. We are going to turn him loose here and he is going to show some 
slides and talk to us about developing market and pick-your-own operation 
from scratch. Jerry. 

McGLADE: 

We're thankful to be here today; we weren't sure we were going to be 
here. We left Spokane, Washington Saturday morning at 7:00 and headed for 
Chicago. We got in there and they said they didn't think we were going to 
make it to Chicago, but would get us close, so we got to Milwaukee, Wis
consin. That was a lovely place to spend Saturday and Sunday, I'll tell 
you. But it does do something for me; it shows me that we don't really· 
control all the things that go on around us in this world, let alone the 
temperature in this room. When you are in the business like we are of 
raising something that depends on the weather, we have a lot to be thank
ful for when we have crops. I'm really thankful for what the Lord has 
allowed us to have and the crops He hap given us and for the life He has 
allowed us to live. And I'm thankful to be here too; we got here about 
11:30 this morning. I decided that if we didn't make tne morning plane, 
we were going to go home. 

My topic is starting a pick-your-own and market from scratch. There 
is a bank in our area that advertises "If you've got the itch, we've got 
the scratch." In our case, we are a small operator; we have 26 acres. 
When I started it ten years ago, I had never sat on a tractor in my life. 
We bought a hay field, alfalfa, and the first time I ever sat on a tractor 
was when we plowed two acres of it up and planted 600 Red and Golden De
licious apple trees. We thought that would be a good hobby; it's a dis
ease--the tree-planter's disease. The next year we planted 1200 trees; 
and the next year we only planted about 300; and the next year we planted 
4,000. We have it planted wall-to-wall. We have an acre of cherries, 
two acres of peaches, and six acres of apples that are U-pick. The rest 
of them we ship to Wanachee, that's in the main fruit growing area of Wash
ington state, where we store them in controlled atmosphere storage and sell 
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them to you guys in the spring at good prices. Then we sell some out of 
our market. We've been coming back here for three years. The first time 
we crune back, we got in a blizzard in Cleveland and stayed at the Marriot 
for three days; it cost us a thousand to get here and five thousand more 
when we got home, because we went and did a bunch of things to our busi
ness that we hadn't done before. I always tell my customers, I'm just a 
dumb farmer, so don't expect very much. I didn't major in English. They 
always forgive me when we short-change them; did you ever short-change a 
customer? It is funny, but we never long-change anybody. Nobody ever 
tells us that we gave them too much, and I'm not trying to cheat them, 
but they always call us up and say, "By the way, you short-changed us" and 
we always send them the money. We just assume they are right. 

We live in an area of about a quarter of a million people; we are 
right on the outside edge of the quarter of a million people. We are about 
17 miles from downtown Spokane. Our area has been primarily dry land farm
ing for years and years with some marketing, but not too much. We started 
U-picking right from the start; we planted our trees and when they got big 
enough to have a crop in the fourth leaf or when they were three years old, 
we started U-picking the apples. Our neighbors said don't ever do that, it 
will just wreck your trees. Well, it was real easy the first year, because 
we just had a few apples, maybe $800 or $900 worth; that was real easy. 
The next year we had a bigger crop and bigger crop and last year we U
picked on our apples $17,200 in ten days and that was off of six acres. It 
was really exciting and it was fun on opening day. We thought opening day 
is always slow and we had another orchard that we are harvesting for stor
age, so I went over there to run the picking crew and my wife, her dad and 
a lady that we have for the check-out were going to run the U-pick. The 
first day they did $2,600 and they were just exhausted. We had an ad for 
the night before the start and the opening day and then we didn't run the 
ad again until the weekend; it cost us $800 a day not to run the ad. One 
of the things we learned back here I would really like to pass onto you 
is to advertise. Our area has always used just classified advertising. 
We came back here and they had advertising guys at that seminar; they went 
over our ads and they just tore us up. But we came back here to learn, so 
we went back home and did like they said. What the) said was the more 
distinctive your ad is the faster people catch it. We have two ads that 
we run, one for apples--it looks like an apple and I will just draw it out 
for you. If I don't draw too well, it's okay, I drew it for the paper and 
it didn't look too good in the paper either, but it sure worked. The guy 
that took our ad down at The Review said, "Man, that ad just jumps at you 
out of the paper." We bought a ten-column inch ad; that's a reall small 
ad really; it's two columns wide and it's five columns long, and then we 
put our advertising copy inside the apple. Pick-Your-Own McGlade's Dwarf 
Orchards, and there is a map and the price, 15¢ a pound. It was just over
powering when we ran that ad; it really worked; it really drew. It is so 
simple that it seems stupid. You see all these beautiful ads with all 
this flowery stuff, but nobody reads them. Do you ever read them? I never 
read them. If you look at that, you know what it is right away anyway. We 
bought an apple in the Milwaukee Airport and I looked at it and thought it 
looks like it is from Washington state. I ate it and it was really good, 
so it must have been an Ohio apple, right? Michigan? 
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We don't have year-round market situation. We live in the hills; we 
enjoy living in the hills. Now, this is what our winters are like in Wash
ington state, no snow and blue skies. This is what they are really like; 
that's what it looks like up there right now. That mountain in the back
ground is Mt. Spokane. In our orchards every row lines right up with Mt. 
Spokane and so we call it the Mt. Spokane Orchard. This is how it looks. 
But when we get into our rough weather with all our hills, we don't get any 
customers to drive up our road. The first year we came back here in 1977 
and the year before that we had had a pretty good crop in 1976 and we had 
some apples in our storage building and our sales building. We dragged 
out our market from about the 15th of October until the 1st of March. We 
were dribbling out at about $50 a day. You know when you talk about mark
up, we were marked down. If you run a cooler and a building and occupy 
your own time, and you take in $50 a day, then you are giving away the 
fruit; all you are doing is just taking your wages out. 

So the first year we came back here, we got home and spent all our 
money on that cider press and I was scared to death. I had never even 
seen cider made in my life; we made the cider press and the Orhcard Equip
ment Company sold me a lot of the equipment. They helped me a lot and 
I'm sure thankful for that. We got that cider press made and we put more 
apples in storage, and we started making cider and selling apples about 
the 10th of October, and by the 1st of November, we were out of everything. 
We had sold $12,000 worth of stuff as opposed to $5,100 the entire year 
before, 2,100 gallons of cider. I learned something real key. How many 
here sell cider that sell apples? We came back here and everybody said 
if you don't sell cider you are nuts. We thought that the guys who did 
sell cider were nuts then, but now I think that you are nuts if you don't 
sell cider. It gets us out of the crummy apple business. Our program 
had been that we packed our apples and sold first the good grades, then 
the second grades and the third grades and about this time of year all we 
had was junk, and we had to hang on and try to peddle those ugly things. 
Well now, after the first year we came here, we went home and the guy was 
going to pack our apples and sort them was busy and couldn't get at them, 
so I thought well, I will just put them in bins and see how many we can 
sell from the bins until he can get at them. When he got at them I only 
had three bins left. We were just sold out; we put our apples in bins 
and let the people come in and pick them out and that worked really good. 
How many of you are trying pick from bins? In our area there is sure a 
lot of bad mouthing about pick-from-bin, but our pick-from-bin has been 
our most successful deal. I think the reason is because we keep the bins 
policed out;we get the junk out of them right away; we are right on top 
of them. We sell Golden Delicious and Red Delicious from the bins, and 
if you have Golden Delicious in bins people sorting through them are going 
to beat them up. You have to coach them a little, so they won't paw 
through them so much. We get all the bad apples out; we just keep right 
on top of those bins all the time, pulling out the bad apples. I could not 
care less if the apples are bad, because we are getting three gallons and 
a quart of cider out of a 33 pound box of apples, and we are getting $2.00 
a gallon for cider in the customer's jug. We fill it out of our storage 
tank and so I could really care a whole lot less if they do bruise them 
up. We do just as well selling the cider as we do selling the apples. It 
has just helped us so much. This year we sold 4,500 gallons of cider in 
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five weeks. Snow came, so we quit. Somebody said something about buying 
things to sell. We buy some cider apples to sell and it's a completely 
risk-free thing in our area, because we have a big processor about 170 
miles from us who will pay the freight. We bought cider apples for $60 a 
bin and sold them to him for $70 a bin when we got done making cider this 
year. You can't lose at that. I just tell the guys, I will pay you what
ever the market is on them, and it keeps going up during the season as 
the supply gets shorter. So if I put them in my cold storage and have 
them there a month and have to sell them, I come out ahead. 

Okay, we start off our retail season about the 10th of July with 
sweet cherries. This picture is taken in our sweet cherry orchard. You 
can see we keep our cherry trees low. We believe if you are going to 
pick-your-own in our area, you've got to have short trees. I don't know 
about back here; I guess nobody ever sues in the East, but we're nervous 
about that especially after coming to your meetings. Listening to Ransom 
Blakely tell about it, really makes us nervous. We keep those cherry 
trees down where you can pick them with a ten-foot ladder really easy. 
We emphasize quality on our sweet cherries. This year we had on our acre, 
4 1/2 tons of cherries, and we got $3,100 off of them in a day and a half. 
That's the first time it ever took over a day to pick them. That's kind 
of a mess, but that kind of gives you the idea of how short our trees are; 
this is a tour we had out there. My Nikon camera that I bought the first 
year we came back here to take pictures of your markets, broke this fall 
when I was getting ready to take pictures of my orchard for you. So, we 
don't have as good as pictures as we would like. Now that shows some of the 
beautiful parking we have. As Ransom Blakely pointed out to us a couple 
of years ago, we really needed good parking and how to line it up and 
everything. Our orchard is sitting on a hill, and you come up a real steep 
hill to get to the orchard. My neighbor said, "One thing I' 11 tell you for 
sure, you'll never get customers up there.rr I don't know why they go up 
there, I really don't, but they do. We will run 40 or 50 cars at a time; 
we had car accidents; we've had everything that you can have. They are 
parked on both sides of the road and somebody with a camper will try and 
get in between them. He will get right there where he can't go forward 
any more, and then I tell him he can't make it, and to get out and come 
pick. I'm telling you a lot of the secrets now, but the road is a real, 
real problem. We go into the cherry deal about the 10th of July and fin
ish it up in a day or two, and then we go to a few apricots, and then we 
have two acres of peaches. We planted this whole orchard with the idea of 
having U-pick. I do think this is important if you are going to U-pick, 
you ought to have it organized. The first three rows of peaches are Early 
Red Haven. They are the first three rows that you come to if you are 
driving into the orchard. The next three rows are Red Haven, and then we 
have three rows of Late Red Haven, the trade name is Derouga Red, but it 
is a Red Haven sport and it is a week later than regular Red Haven. Then 
we have three more rows of July Elberta and a row of Early Elberta. We 
start off about the 1st of August with peaches. We have a pattern for 
selling peaches U-pick. I don't know if this would work for you in your 
area, but it takes about four pickings of each variety to get all the 
peaches tree ripe, so we figure it is going to take about three days be
tween pickings in normal we·ather to get another bunch of peaches ripe. 
When the first Early Red Havens ripen, we start off and we pick every 
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Tuesday and Saturday at 8:00. We have done that for five years. Every
one of our customers knows that we pick every Tuesday and Saturday at 8:00 
and we will pick until we are done. I can't hammer on that enough; we 
don't advertise our peaches until we are just going to be up to our neck 
in peaches, because if we do, we will be up to our neck in people without 
enough peaches to go around. We picked 14 times last year and we never 
went past 10:00 except for two days. If you advertise and have a hundred 
cars up there, you are just going to have people mad; we don't want to do 
that. We have a set schedule; we pick every Tuesday and Saturday at 8: 00 
rain or shine. This year it was rain. It rained and rained and rained; 
we got our road washed out twice this year. We got three inches of rain 
overnight one night, it was just terrific. Our peach orchard is planted 
10 by 18; it's eight years old. A lot of guys will say that you can't 
hold peaches at 10 by 18 on good soil; we have 15 feet of top soil, and 
you can't hold them at 10 by 18; you've got to cut them back every year. 
But cutting back peaches is just what they need, because it makes them 
grow new wood and that new wood is what bears your peaches. We've aver
aged over 10 tons to the acre of them for the last three years going. 
Now on New Years it was 22 below, so I'm going to find out what you guys 
found out last year about buying things from other people; we aren't 
going to have any peaches of our own, but we think we can get some from 
Yakima or Wanachee and sell them because we have the market. We sell 
these peaches every Tuesday and Saturday up through September, and then 
along towards September we're getting about ready to have apples. Mean
while, I should have said as we go along with the cherries we give a 
handout to everyone of our customers; we raise Vans, Bings and Lambert 
cherries. In our area the Bing cherry in number one; if you go to the 
grocery store the only black cherry you can buy is a Bing; it might be a 
Lambert, but it is still called a Bing. We don't want to lie about it, 
but we have Vans and Lamberts too, so we tell people we've got Vans and 
Lamberts and we show them how to pick them. We get somebody out in the 
orchard helping to move ladders, helping them to find cherries when we 
start to get scarce on cherries. We tell them they had better eat about 
a pound of them before they start buying them, because if they eat quite 
a few they are sure to like the ones they take home. That's our logic; 
it works but it does something else for them, they are going to eat them 
anyway, they are going to steal them if you don't give them to them. You 
might as well say eat all you want to and then they will think you are a 
real nice fellow and they will do what they wanted to do anyway and then 
they will buy twice as many. They really do. They come in there and buy 
those cherries; same thing happens on peaches. We started Early Red Havens 
this year; I made my usual speech, what you eat is free. We had a bunch 
of people standing around when I said what you eat is free and you can eat 
all you want and the record is eight peaches. I didn't think anyone was 
ever going to break that record of eight peaches, but a gal came walking 
out of the orchard about an hour later. She was kind of walking along 
holding a half-eaten peach. They were nice big peaches, she said, this 
is my tenth one. She was nursing a baby. She came back three more times, 
but she never broke her record. We let them eat all they want on those 
peaches; they think that's a good deal. We have another thing that we do 
on our U-pick that is kind of different. We sell everything by the pound. 
We got 35¢ a pound for cherries this year; 25¢ a pound for peaches, pick
your-own. I believe you ought to get good money out of tree ripe peaches, 
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and I've had people walk up to me in the orchard and say, how much are 
these peaches? And I'll tell them they are 25¢ a pound. And they say, 
and I've got to pick them. No, you~ to pick them, you don't have to. 
How can you justify charging 25¢ a pound for them when I can buy them at 
20¢ a pound? It's real simple. In Washington state the average yield 
on peaches if 4 1/2 tons per acre, and everyone who is selling their 
peaches in town for 20¢ a pound is pulling out their orchard. I don't 
intend to pull mine out, so we are going to make a profit at it. Besides 
my peaches are tree rip and theirs aren't and mine are a lot better; why 
don't you go over and eat one. T~ey are usually mad by then, and I get 
them over. I know a good peach, so I pick them a peach and that really is 
the end of the argument; we just don't have any problems over the price of 
our peaches. The only problems we have is getting up our guts to start 
with. 

Another thing that we do is we have these big Garden Way Carts; how 
many are familiar with these? Well, they have bicycle wheels on them; 
they are about 30 inches wide and I'm really sorry that I don't have some 
pictures of those; they will hold about eight boxes of apples. We've got 
nine of those carts; we keep them moving up and down the orchard rows so 
people can haul their fruit out on them. You might say to yourself, why 
don't you do it with a tractor? Well, a Garden Way Cart costs $125 and 
the tractor costs $9,000. That's one reason; the other reason is you can't 
drive a tractor in our peach orchard when the crop is on. This year we 
got continuous rain and we started getting some mold and some fungus prob
lems, and I had to spray. I tried to get the helicopter and the helicopter 
wouldn't come in, and so we propped up the branches as high as we could and 
we just crashed through it and sprayed it with sulfur to get the fungus. 
I've got a friend named Quincy who has a nursery; he says you can't make 
any money in an orchard if you are letting any of God's sunlight hit the 
ground at high noon. So, in our peach orchard none of it hits the ground 
at high noon; it's just solid trees during harvest. They are planted 10 
by 18, and they are profitable. They have averaged returns of over $4,000 
an acre a year for the last three years; that is not in a peach producing 
area, but you can do it if you've got enough trees. We figured we were 
going to have them frozen out the second year. In our area they said you 
can't raise peaches up there it is so cold. We had five crops in a row. 
We aren't going to have any peaches this year, I'm pretty sure of that. 
It's pretty profitable; we've taken $30,000 off of two acres of peaches in 
seven years. 

That is our crop saver. How many of you have one of those? I thought 
there were quite a few of those back here; I wasn't trying to put that up 
for a status symbol. That thing is a good conversation piece the customers; 
it will give us· about four degrees on a cold spring morning. It doesn't 
do a thing on a cold winter night, that's the trouble. There are a couple 
of my ornery kids; we have four of them. One of my friends said to me one 
time, you know if you are going to sell apples, you are going to be in two 
different businesses. I think we ought to emphasize that, that when we are 
selling and raising or if we are raising what we retail, we are still in 
two separate businesses. We are in the farming business and we are in the 
marketing business. That's why we got these T-shirts; just kind of makes 
us a little different, The kids all wear the T-shirts; all the kids get in 
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the business. When we are selling something, they get up there. My mom 
and dad get up there and they are in the seventies now. Roberta's mom and 
dad get up there, the dogs get up there; we only have one left, and every-
body just has a time. If you don't think that people like that, you're 
wrong. They like to see the farmer. I may be a dumb farmer, but they 
still want to see a real live one. They really do; they just want to see 
a real live one. They always ask me all about their fruit trees in their 
yards and what do I spray it with. I tell them just what to do; they 
aren't going to do it anyway. We sell fruit trees in the spring. We do 
real good selling fruit trees. We tell them how to prune them and how to 
do everything to them; they aren't going to do it anyway. They are going 
to come up every year and tell me it didn't work and buy some more fruit. 
I would just as soon sell them to them as let the nursery in town sell it 
to them. They were just ripping them off in town anyway. Now some more 
of our ideal parking. That's looking down on the cherry orchard. People 
just drive right up through there; come right up where this road is here 
and into our apple orchard. It's just glorious. You can see we are living 
on real flat ground. When we came down here last year and Mr. Lane took 
us up to his place and toured his beautiful restaurant and his orchard and 
he said he was in the highest place in Ohio. He had this beautiful view 
all around. I'm sure not knocking that, but we just live in an area of 
mountains. It's real different, but it makes a lot of things really hard. 
You can be real excited when you are driving that tractor down one of 
those hills. We've got an eight foot high deer fence at the end. I 
didn't know that trees grew when I planted them, so I left just enough 
room when I planted them so I could turn around when they were little 
sticks, and now you have to just about put the nose of the tractor against 
the fence and hit the brakes and hope you turn before you crash. There's 
how you get a drink in the orchard. We've got trickle irrigation. Now 
most of Washington state is irrigated; they have tremendous projects in 
the state. However, in our area nobody was irrigated until we put in this 
trickle irrigation. We hardly have any water at all; we get 25 inches of rain
fall a year. This year I put on 14 scab sprays, and I never have done that 
before, but it was really something; it just rained and rained. Made up 
for the drought of the year before. We use this trickle irrigation and 
it is really super; it's been really great for us. It has just put us in 
business every year we have had a dry year; it has done better for us on 
the wet years too. 

There is some more of that super parking and the farmer talking. Peo
ple come up there and I think they think that I haven't seen anybody all 
winter and I've just got to talk to somebody. Now here are pictures taken 
just about harvest time in their ninth year. These are semi-dwarf Red and 
Golden Delicious apples; the Red Delicious are spurs with Malling 7 root
stock and the Golden are regular Golden with Malling 106 roots. When we 
have U-pick on them, we stress that they are only to pick what they can 
reach from the ground. We don't let them get on a ladder or climb the 
trees. We don't run a free-for-all; if you have ever done any pick-your
own, guys drive up there and they are all excited. Here's all these cars 
and the commotion; the conunotion adds to the sales by the way. Don't ever 
get rid of the commotion because the more people who are milling around and 
excited the more they think they have to buy in a hurry or they will miss 
out. There is really a psychology to it. They come up and ask if there 
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is any special place that they should pick. We have the rows all corded 
off; we have a stake driven at the head of each row. We welded a little 
hoop on the top of these iron stakes; we run a piece of yellow water skiing 
rope up the row so you can't get down the rows you are not supposed to be 
down. Also, we have the rows numbered. We have a big kind of a cover 
over our scale, an old Fairbanks-Morse scale with Patent No. 58 on it; 
weights and measures doesn't know that I use that. I guess that's okay; 
it sure weighs good, but with that big old scale we can put one of these 
Garden Way Carts on it and so when people come up we take their boxes and 
weigh their boxes and give them a slip that tells what their box weight 
is, give them a cart, they put their boxes in the cart. We tell them now 
go down between row 27 and 28. You notice there are Goldens one row and 
Red the next row. That is how the whole orchard is, Red and Gold, every 
other row because half the people want Red and half the people want Gold 
and most of them want both of them. So why move them around when we've 
got them right there together. We give them a Garden Way Cart and send 
them down that row until they find a red head gal with blue pants on; her 
name is Janice and she is our checker. If you notice, she has a pipe wrench 
behind her and that is for the guys that don't check in with her. That 
sounded kind of unfriendly; we try not to be unfriendly; we try to be more 
than friendly because people come up there when they can buy fruit anywhere 
in town. I'm not the only guy that sells fruit; they can buy it from any 
of my neighbors, and from most of them they can buy it cheaper so they 
come up there to have a good time. They don't come up there to have a 
hassle. We want them to have a good time. 

We tell them there are three rules. The first is you eat all you want 
for free. The second one is you have a good time. The third one on the 
apples is we want you to pick clean. So they go down and Janice shows them 
how to pick and where to pick. If we have some guy that wants just big 
apples, we find a tree that has just big apples. Most people don't want 
just big apples; they want every kind and size, we put them on an average 
·tree; we have them pick a branch clean and then go to the next branch and 
pick that branch. Now on peaches, we don't want them to pick clean. A 
peach, I'm sure you all know it, but when I came back here there were a lot 
of things I didn't know, so I won't assume you do. But a peach in our area 
gets a lot of its size the last three or four days that it is ripening. So, 
if I get some guy that is big hearted and is going to pick all the little 
peaches for me, he is just really fixing me up good because we get the 
tonnage of them the last three or four days. We show them exactly how to 
pick a tree ripe peach. A tree ripe peach is a peach that will dent right 
up by the stern, not on the side, not on the bottom, but right up by the 
stem. In our area, usually all the tree ripe peaches are all the same 
size or pretty close to it. We tell them if they are this big or the size 
of a baseball or whatever size they are that year, pick them. Then we tell 
them, don't pick any bad peaches, only pick good peaches. We don't sell 
wind falls until we are out of good peaches. We don't let them get on the 
ladders in the peach orchard; we don't let them get on the ladders in the 
apple orchard. We use these carts. When we came back here, we really sur
prised that everybody sold by bulk. Is there anyone here that sells by the 
pound that has pick-your-own? I don't know that that is any better; it 
sure makes your checkout hard to pick by the pound. We don't have any · 
hassles; every joker that comes up there comes with two boxes. We weigh 
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them and then they come and get two more of ours. So we supply them with 
these big tray pack boxes; you can put 60 pounds of apples in those things; 
they always feel like they have to fill them full. They fill them full and 
if you have to pick up every one of those, you end up with a sore back; 
that's why we like that Garden Cart deal and the roll-on scale. We just 
roll the cart and the boxes and everything right on the scale and weigh the 
whole thing; you don't have to ever pick them up. When they roll them over 
to their car, they can pick them up. It works real good for us. We were 
going to get down to our market; I guess I got kind of carried away on the 
pick-your-own. There is another shot of our orchard; you can see you 
couldn't drive a tractor down there if you wanted to. Just as well use a 
garden cart. The apples are 9 by 18 feet. Now we detail prune every tree 
every year, cherries, peaches, and apples. We hand thin and we chemically 
thin. Our Goldens rn~ start off with an Elgital spray in bloom; we follow 
up with Sevin and Alar and then we usually end up with some NAA after that, 
three or four chemical thinners. The Reds most years I put Elgital on them 
and follow with Sevin. Sevin usually does it. Sometimes I have to use a 
little Alar, but it really helps the size of the fruit and we think it is 
very important to chemically thin. That's one of our Irish setters and our 
little girl. You can see how the nice grass looks; it looks like that when 
it is a good year, but a lot of years when we have a dry fall it is just 
all brown. 

We have a real small market; our salesroom is 20 by 24. It kind of has 
an offset that is 13 by 24. We learned some things back here that just 
helped us more than we can tell you. We were going to remodel this thing 
and so we came into one of Ransom Blakely's sessions. I was really sorry 
that he wasn't here. One of the things we learned right off was have one 
door, one big door; they come in the same door they go out. Put your check
out by the door that way all your fruit is not going out the back way. We 
have a circular traffic pattern, so once they get in there, they have to 
walk around everything we have for sale before they can get out; that's not 
all bad. If we are buying things to sell, we try to double our money on 
what we buy. We buy some honey; we buy some pears and a few apples; we try 
and double on everything that we buy to sell because you always lose some 
anyway. We at least double the price on it. 

We feel that cider has made our market; I can't say that enough. Our 
cider ad is just like our apple ad only it is a big cider jug that says 
fresh cider, no preservatives or additives. We got $2.35 a gallon in our 
jug; a jug cost us 15¢. We got $2.00 a gallon in their jug and $1.75 a 
gallon in their jug if they bought ten or more at once. We've gotten a 300 
gallon bulk milk tank with a four spigot manifold off of it, .so if we get 
real busy customers can jug their own. Ordinarily we don't like them to 
jug their own, because they spill it so badly. It foams like diesel fuel. 
Some of the key things for cider making that I have found that are really 
important is to have a uniform blend. I don't know how much emphasis you 
put on this; you have more tart apples back here than we do, but we have a 
time getting enough tart apples in Washington state. We buy Macintosh and 
Winesaps; we use a third tart and two-thirds sweet, and try to use about 
half of the sweet or more Golden Delicious. The Golden Delicious keeps a 
light color and people like the way it looks a lot better. I like the way 
it tastes a lot better; they really make super juice. 
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As you come in our sales building, you just look to the right and look 
through a window and there is the cider press. It is a great big imposing 
looking thing; we can make about a hundred gallons an hour with it using 
one man. Usually I'm making cider when they are coming in because we only 
have storage for 300 gallons, and it turns me off the way it looks when I 
am making cider because there is flying pieces of apple and terrible noise 
and great big puddles of cider around; you have to wear hip boots in there. 
You didn't think you had to wear hip boots did you? It is really a mess. 
But they look in there and see that cider being made and boy, that just 
sells it. When people are there, they will come up and say, I want to see 
that guy make that cider; that's what I want to see. They really want to 
see you make cider; they like that. We scrubb her down pretty good every 
time, so it just looks messy; it really isn't as messy as it looks. We 
sold 4,500 gallons in five weeks, and that's our second year of selling 
cider. We really like it. With that I will quit. Questions? 

_q. HOW DO YOU CONTROL AND INSTRUCT U-PICK CUSTOMERS? 

A. We have this red haired checker with blue pants with a pipe wrench 
and she shows them where to pick and how to pick. We show them how 
to put your thumb against the stem, lift the nose of the apple up in 
the air and they come off. We have three rows in my U-pick orchard 
that I hired pickers for this year, and they spurred (punctured) more 
fruit than the U-pickers did. We don't leave anyone unsupervised 
ever. I think that's the key to U-pick. We hear all this stuff down 
from Wenatchee/Yakima saying well, we would never U-pick, they would 
wreck our trees. Well, it is those guys that we hire that wreck our 
trees. They are a lot worse. People who come in know that that 
orchard is sensitive and expensive, and they are real careful if we 
explain it to them, but you have to explain it. 

_q. ARE NINE GARDEN WAY CARTS ENOUGH? 

I have nine carts and I need 20. I'm going to get more. 

_q. WHAT ROOTSTOCK ARE YOU PLANTING? 

A. I've got some on M-111 that are just coming into bearing. It is a 
year longer for M-111; at least if it averages anything like they 
work for me. I've had no collar rot; statewide we've had a lot of 
trouble, but I've had none. 

_q. WHERE DO THE APPLES FOR PICKING OUT OF BINS COME FROM? · 

A. We hire a picker to do the tops of the trees and then we sell them in 
our building. We U-pick for 15¢ a pound and we sell the tops in our 
building for 20¢ a pound. 

_q. IS THERE ANYTHING SPECIAL YOU DO WHEN YOU HAVE TO TURN PEOPLE AWAY? 

A. Well, in 1977 we had a short apple crop and we sold it in ten days; 
we said next year we will have a big crop, don't worry we will have 
them for two and a half weeks like we usually do, but everybody was 
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so scared because they missed out in 1977 that last year we picked 
the biggest crop we ever had out in ten days again. We try to oblige 
them by having apples to sell out of our building or out of the bins. 
On peaches it is really a problem because we will have people drive 
for a hundred miles to get peaches, how do you tell them there aren't 
any ripe peaches. Well, can I go look? Well sure, but you are just 
going to pick green peaches and that hurts me and them. They get 
gypped; they can buy green peaches in the store; they don't have to 
come up to the orchard for them. They pick them green enough in our 
state, so they will bounce on the concrete; that's what I tell them. 

HADLEY: 

Okay Jerry, we thank you very much; it's been very interesting. 
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HADLEY: 

JOYS AND PAIN OF DEVELOPING AND FINANCING A RETAIL 
OPERATION BASED ON OWN PRODUCTION 

Don Green 
Willow Valley Farms 

Mapsfield, Ohio 

Don Green is here with us from Willow Valley Farms in Mansfield, 
Ohio. I just met Don a few minutes ago; I understand that he is a fire
man, but he also has a retail market and pick-your-own operation up by 
Mansfield and he is going to talk to us about some of the "Joys and Pain 
of Developing and Financing a Retail Operation Based on Own Production." 

GREEN: 

I want to make sure that you hear me. It's been more pain than joy. 
Those of you just starting out, that's encouraging words, uh? I think 
really when I talk at these kinds of gatherings, and I've talked in three 
different states here. We went to Canada, they wouldn't let me in and 
they were glad to let me out. Really, we take home more than we give. 
It's like a neighbor of mine who was a religious fellow who was cutting 
wood along a fence row and stacking it as he went. He went home that 
night, the next morning someone had taken some of it. So he figured that 
he needed it, if he needed it bad enough to steal it, that's fine. So 
he chopped some more all day long; he stacked it there and he put a little 
sign--Thou: shalt not steal. The next morning he came out, half of it was 
gone. There was a sign there--Thou shalt share. That's really what we 
are here to do today, to share and hopefully you will be kind enough to 
2hare with me too from your experiences and I'm sure we will all come away 
better for it. 

Our farm is Willow Valley Farm. We have been at it 12 years. Out of 
the 12 years, we have been bankrupt ten years. Someone asked me what 
about the other two; I said, well, the other two we just went broke, so 
we are making progress. The secret to our success is I am a fireman for 
the city of Mansfield and that's how I make my living. We started our 
farm with the idea that I would return in six more years and we wanted 
to built it to that end, so we have built it slow and easy; we have gone 
a half acre at a time. We started out with seven acres 12 years ago and 
it has taken us this long to get up to 150 acres. Just about an acre at 
a time. My banker told me that the best thing I could do to hedge 
against inflation was to buy land; the other day when I talked to him he 
said, "That's great, Green. That's great that you follow our advice, 
but when you go to sell it, now with the inflation the way it is, who's 
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going to buy it?" So, now I'm at the other end. But those of you start
ing make sure of what you want. I think this is most important. 

When we started we were really enthused; we went around to other 
growers; we went down and watch McConnells get rich down there on what 
they were doing. We came back and we said we want to build a year round 
farm market; we are really going to hit them; we are really going to show 
them how to do it. After the first couple of years, we found that we 
weren't cut out for that. We need at least three or four months to do 
what we want to do, not what the farm requires of us. 

I have attended meetings down here and some of the people in those 
meetings laughed at me and said why don't you go buy stuff and stay open 
year round. That isn't what we want; we want to raise what we sell; we 
want an on-the-farm farm market, but we want three months away from it. 
We love people especially when we see them with money in their hands, 
handing it to you. But we need these three months to recoup and we al
ways like to come down here to get regenerated and get going again. 
It's like the lady tells me about pregnancy. If you remembered what the 
pain was before, you wouldn't do it again. What do I know? So we find 
we need these three months. 

We are going to show you a little bit of our operation. If we can 
have all the lights out because I am a very poor photographer and these 
probably aren't going to be the best that you've seen. 

We call our home Willow Valley Farm, and really, we bought it just 
for the building because the building on it is 150 years old and we wanted 
to restore it. After 12 years it is still not restored because we started 
buying land. 

What's-her-name drew a map of how to get to our farm. Mansfield is 
up there. It's between Mansfield and Lucas and no one knows where it is. 
I had no background in farming at all. The want was there. It's like 
the buildings that we have built on our farms, someone said, how did you 
do that? I don't know, we just wanted to do it so we did it, that's how 
we did. We are proud to be in the farm community. It's been a real ex
perience for us because we were town folks. I am a professional fire 
fighter for the city of Mansfield and I do all their public relations 
work, working with the kids in school, the Chamber of Commerce and every
one in our community promoting fire safety. This is not me. Stop laugh
ing, that happens to be Ben Franklin. We do a thing in our area with 
Smokey the Bear; we created it in the image of fire safety as a gimmick to 
teach the kids. This gets me in contact with a lot of kids so at the end 
of the school year, I say "Do you want a job?" He is a lazy bear; he is 
overlooking the landscape that day to see what was happening, Sir Winston 
there. It snows a lot. It just keeps on snowing. 

But the name of it is strawberries. That what we started out with. 
Really, we started out saying we are going to do strawberries and that 
will take us just a couple of months; at the end of the strawberry season 
we will renovate our fields and just relax and enjoy our farm. It doe~n't 
work that way. You get greedy. Someone asked how many customers have to 
ask you to plant something before you plant it--it just takes one and I'll 
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do it. Anything you want. We had one kid that worked with us last sum
mer say, "Did you ever plant marijuana?" I won't carry that on any fur
ther. This is what's-her-name; I love her. She pulls the plow and she 
also lives with me which is sort of neat. 

This is our first quart of strawberries from our farm; we were real 
proud of it. My mother had planted 300 plants 12 years ago when I had 
just had seven acres and this old house. I said I just didn't know any
thing about strawberries, I will just spade the space for you, you put 
the strawberries in and that's that. That winter I got interested in 
what she did. I found a real old book, Kellogg's Great Crops of Straw
berries. Liking old books, I started reading it and got so interested 
in that I went out and moved the snow to see what the book said was what 
my mother did to those strawberries. That got us started. We got 175,000 
plants in the ground now just in strawberries. That's big. We also have 
T-shirts; but we just sell them to the women. We don't waste our adver
tising. This is my front yard. What's-her-name objected to me plowing 
it up, but this particular photograph was taken as we did some promotion 
and I'm a better promoter than anything. If I'.m anything at all, it is 
a promoter. I promoted this particular photograph on a book here in Ohio 
that was distributed all over Ohio and I was real pleased with it. It 
brought us a lot of publicity and a lot of people. 

These are strawberry plants; look how they grew. I don't know what 
I did; I was never able to do that again; but they grew real well. This 
came from our 300 plants; this was the third year. Right away after 
talking to McConnell I was scared. McConnell is my neighbor just south 
of us. He's the one that when people tell me they can get it cheaper 
down there, I tell them that's true, but all their stuff died. Someone 
asked something about how to set prices; I always call him and ask him 
what he is going to sell at and then we always go three pennies ahead of 
him. I know that if he's making money, I'm bound to. I was scared to 
death to go to pick-your-own. I told my Dad, sure as tooting I'm going 
to run an ad and nobody is going to show up. It just scared me to death. 
I said it is simplier to get the kids out because I have an access to a 
lot of kids and have them pick and sell it that way. After one season of 
that, we went to pick-your-own and we haven't been disappointed; we love 
our customers. Someone said too when we first started out that they were 
going to trample the things. But look at it this way. These ladies, you 
see all these ladies there; dad's at work, the kids are off somewhere 
swinnning; it's hot. They come out and they have never been a farmer for 
a day, so they buy some new white tennies and they get in their white 
shorts, they aren't about to get them stained stepping on those straw
berries. It works out; most people are real careful. There's no problem 
that way. Sometimes our fields are far away; look at the smile on that 
dude's face, he is going to give me some money. This guy was trying to 
tell me that he didn't eat any of my strawberries. 

Let me tell you something about kids. We had a rule that you had to 
be 12 years old to get in the field, but we found that we were having 
so much trouble with it that we had to go to no kids at all in the fields. 
So we put up a sign and we made a rule that there will not be any kids in 
the field. I had a girl come out that I went to school with and she had 
her little boy with her and said, "Aw, come on Don, I'll watch him; I'll 
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keep him right by my side, there won't be any trouble. I will watch him 
every minute." What are you going to say? I used to date her--shh, my 
wife's back there, so I said, okay. So, I go up and sure enough she is 
picking and the kid is standing there peaing on the plants. We put a sign 
up, no children in the field, period. We've only had a few that have 
walked away, and that's fine. 

We started weighing our strawberries and we were real pleased with 
that. My wife informs that we are going to carry that through on every
thing we sell from now on. We got the police department corined into 
having a program, "Work for Kids." They brought them out in this van; 
you'd hear them coming for a mile. I'll bet my neighbors went out of 
their minds, because they blow the siren, flash the red lights and all 
these kids would pile out and start picking for us. They pick for our 
older customers who don't want to pick. We still carry this program on 
when we can. These two wise guys, I told them to go back in the field 
and fill up their quarts. This is what you go through with kids. When 
we have kids pick for us and we sell at our stand, we want every berry in 
there to be good, so we come up with this contraption; she's holding it 
a little wrong here. You dump the quart in there and as you dmnp it back 
in you can see what shouldn't be there and just flip them out. Those are 
made into wine; that's what I do those three months the market is closed. 
It works real well and real fast. If you've got two people doing it, you 
can really put out some berries. You know everything going out is what 
it should be. I caught my mother putting them in and placing them so 
they look nice. What it amounted to was she was slack packing them and 
I had a lady take a whole case home with her, and she got home and called 
me back. She said, "Don, I started out with a case; I got home and I just 
have half a case." All those settled, because there are a lot of air 
spots when you place them in there so you do have to be careful that and 
make sure that you replace what you take out of there that isn't good, 
because we like them to be heaped. 

I don't know how you handle your problems, but one of our problems 
in our area was we had a real old road that they always used to tar, not 
tar and chip, just tar. I'm in an area where there are all guys who milk 
cows. They think I'm nuts anyhow. First of all they said I couldn't 
raise strawberries. I said, why can't I? Well, it's never been done; 
we don't think you can raise them here in this valley. They went way 
around me for quite a while thinking I was some kind of a nut and every 
time we would open up they would tar that road. I ran for township 
trustee, and I just wanted to show you these guys now paving my road, up 
my driveway. This is our home; it is 150 years old. We just obtained 
the land grant to it, and that was quite interesting. The guy got the 
land given to him for fighting in the Civil War and it was given to him 
and his brother and they built the house several years later. It truly 
is in a valley as you can see. That's why we call it Willow Valley; 
there aren't any willow trees there, we just decided we would call it 
whatever we wanted to. It's been fun working on it. This is a side view; 
we are there by ourselves. 

We went to deep well pumps. I don't know if there is anyone here 
from Myers or not, but we went to the five-horse pumps; we had to go 250 
feet. We have four wells to irrigate with. We put in these five-horse 
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pumps: they aren't worth a nickel; they wear out quickly and we are going 
to take them out and use what they call a Red Heap Pump. I have gone to 
Myers sprayers and they are beautiful. We are more than pleased with 
those. We have one just like the one downstairs at the Trade Show and we 
wouldn't take anything for it. Then we put in a lake and we are pleased 
with that arrangement. You can see that we irrigate out of it, and we 
still use our deep wells. If our lake starts going down we pump into 
the lake from the wells to subsidize it when we have to pump every day in 
the frost season. We also use it for recreation; it's really great be
cause when we are working in the fields in the summertime, hoeing or 
whatever, we always take a break at the end of the day and everyone just 
jumps in. 

We enjoy planting time. Me and the boys get to pick who we want to 
work with. We do it democratically; we always vote and we let what's
her-name vote. Somehow we always get one dissenting vote and we can't 
figure out who it is. Here we are planting Heritage raspberries. The 
Heritage raspberry for us has been really great for the fall; it will 
bring them. It took three years for us to get enough customers to get 
them all picked off. We had waste. It was the same thing with our farm 
market when we started going, but we will go into that in a little bit. 
The raspberries are on a hill; it is a good view for the people and has 
a good atmosphere. You can see they yield real well; you don't have to 
do anything to them. Someone said mow them off with a side thing; we 
just go along with our regular mower; we mow the dumb things in March; 
that was what we were told to do by a grower who has been growing them 
forever in Michigan and we fertilize them at the same time in March. 
That's all we do to them outside of spraying for Japanese beetles. There 
is hardly any maintenance at all unless you get some real rare disease 
on them. We haven't had any problems with them in the three or four years 
that we have had them. A couple of years back before we put them in, 
I asked someone here at the conference how they liked raspberries. They 
said it's just like stealing from the bank. I thought how I love to do 
that, so we planted them right away. We convinced this guy that if you 
eat enough of these, you will grow hair. 

Someone gave us a greenhouse. It was an old rickety thing, but we 
brought it home, cut the rotten ends off of it and scraped and gave it 
some love, got some of our soil samples out of our field and built the 
bottom of it and put it together for what-s-her-name to raise all her 
plants. She takes care of all the produce end of it. We help her in the 
way of plowing and that type of thing and lay her plastic for her and she 
raises everything in this greenhouse, early mid-season and late. She 
covers three acres with it. I know that she could do better than that; 
we are just going to have to get her to work harder. This is what it 
looked like last winter; we had an oil burner in this little greenhouse, 
and we quickly tore it out and put a wood burner in. We are real pleased 
with that already. You can see these are melon plants; we manage to do 
real well with them. We went to melons because our irrigation system 
was sitting idle; it cost us all that money and there it was. So, we 
came down and we talked to Bill Brooks, and said, "What can we raise that 
we could utilize our irrigation system with?" He mentioned melons and 
we haven't been sorry because we really enjoy raising melons. We are 
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laying the plastic for the melons here. We've come up with something 
since them. We started out with black plastic, but now to get melons as 
early as we can, we are spraying Dachthal down and putting white plastic 
on. We are getting twice the growth in about two weeks earlier than any
one else on the melons. You won't believe the size the plants will get 
because it is just like a greenhouse; it lets the sun come through and 
traps the heat under there while balck plastic will trap the heat under 
there what can get through, but it doesn't let the sunrays through, so 
it won't get really hot like it does on clear. But you do have to add 
a Dacthal spray to take care of the weeds before you put it down. If you 
are thinking of doing something like that, put the Dacthal down, lay your 
plastic and then wait a couple of days before you plant your melons. We 
have a planter that will plant right through the plastic. We use a Jiffy
Seven and it will make a hole through the plastic into the ground, plant 
the pot and all; cover it, water it, fertilize it, and move on. This is 
what we are getting ready to do here. We have what-s-her-name walk be
hind to make sure everything is going all right. My dad is riding the 
planter, feeding the planter, and of course, I am driving the tractor. 
This is all you do, drop it in there and the machine takes care of the 
rest; we irrigate right away as soon as we put them in. We found es
pecially with white plastic if you don't irrigate the day that you put 
them in there, they will bake and you will lose them. You have to ir
rigate right away. You can see in the background we didn't do too bad 
with the crop that year; there's my old dog Dink. Here's what's-her-
name outside the greenhouse. Someone mentioned why don't you grow vege
tables because we had a little garden there, so here we go. We've got 
what's-her-name in the greenhouse. She does a beautiful job raising 
plants and she enjoys doing it. You can see that she makes the boys take 
good care of her garden; a lot of it is in plastic that we lay for her. 
She grows almost everything there is in plastic. This year we tried white 
plastic with her tomatoes and it worked real well. We can get them early. 
If you really want to try something, I have a friend who is laying white 
plastic with the Dacthal before, by hand, making the holes, dropping 
sweet corn down in there, covering it up. He does about three acres a 
year and has sweet corn three weeks before anyone else. He gets the cus
tomers started to his farm and once you get them started they will con
tinue the rest of the season. 

We use a rotovater, which is by the way like the one you see down
stairs, and it does a good job. We are still planting tomatoes by hand, 
although with the machine that we have now, if we get them in before they 
get this size, we can still plant them with the machine if we wish. As 
we expand, that is what we hope to do. We still cage and we learned for 
the first time about a cage by coming to this conference. Years back 
someone mentioned caged tomatoes and everyone said what in the world is 
that? Most of the tomatoes that what's-her-name puts out, we cage for 
her. She picked up a store in Mansfield that buys two or three loads 
like this every year from her so she raises and wholesales truckloads to 
them. I don't know what they make out of it. It is a restaurant. I 
built this dumb thing; we didn't have anything to sell out of, so I put 
this on skids and I would slide it down in front of the berry patch every 
year. To show you what a builder I am, the second year it collapsed. It 
wasn't funny; it about got what's-her-name and then I wouldn't have 
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anyone to pull a plow. We went backwards; we went to a tent. We thought 
we would go the route, a circus type thing so we got ahead of this tent 
and we put a pole up down there beside the road and put a flag on it and 
put our sign up. That worked until the wind came along, then disaster hit 
just when we thought we were going to get rich like the McConnells. We 
were out in the field hoeing and it was about another three or four days 
until harvest time. A cloud came over that valley. Looking back on it, 
somebody was trying to tell me something, because you could see sunshine 
over here and over here, but there was a cloud coming through that valley 
and we were all in the summer kitchen having lunch. The kids were taking 
the big hail that was dropping and sticking it down each other's backs and 
were having a good time and when the cloud went away, I said let's go back 
to work. We went outside and there wasn't anything left. I mean it 
destroyed the farm; there wasn't anything left at all. That was our sweet 
corn. The kids started crying because we had worked so hard. I said, 
"Hey guys, we've got something else to do; we've always wanted a farm 
market, let's build us an old-fashioned barn. I've got those guys in our 
woods, we are selling off trees. I'll just have them bring me some lumber 
back and we will build us a barn. What do you say?" They said that that 
sounded like fun and could they help. 

I know just enough about construction to make it look a hundred years 
old after I'm done with it. We got us some telephone poles. Okay--where 
are your measurements; where are your plans for this? I said, you've got 
to be kidding and I started walking it off and said, dig me a hold here, 
and then I walked a little further and I said, dig a hole here. I looked 
back and I said I think that is big enough for what we want to do. So, 
that's how we started. We did everything wrong. These are the boys who 
worked for me. I got two big firemen to help us with the big beams that 
we cut out to put on top of those telephone poles. Here it is shaping 
up. We didn't know what to make our walks out of; we wanted to make it 
look old, so we went downtown on Sunday and we tore up a street. Every 
cop in town came along and I'm going to tell you plainly what they said. 
Everyone who came along said, "What the hell are you doing?" I said, 
we are stealing bricks. They said does anyone know this? I said, yes, 
I asked the mayor. I hadn't seen the mayor for a month. So we got 
away with about six loads of bricks before they caught us. 

The kids said that the place looked like a fort, so I didn't want 
the Indians to get us, so we whittled these things for our big front 
door. I always wanted a barn, and I always wanted a Mail Pouch sign. 
It doesn't take much to make me happy. I got me a Mail Pouch can full 
of tobacco and I looked on it for the address. I called down and asked 
for the man, surprisingly enough I got him. I said I've always wanted 
and I've got my barn. I said I had to build it myself and I've waited 
all these years, but I finally got it. I'm just a poor Southern boy 
moved north and now I would like to have a Mail Pouch sign. He said, 
I suppose you want us to pay for it and I told him I wouldn't be calling 
if I didn't. He said, well, we don't do that any more. We've only got 
one guy doing it and he covers about eight states. I said, I really 
thought you would do it for an old southern boy, but that's all right. 
So, two days later some dud showed up and he painted that thing in 45 
minutes for me. I got a lot of publicity out of it. I called our local 
paper right away and they took photographs of it, and we got all kinds 
of publicity out of it. I got my sign and it didn't cost me anything. 
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Here is my barn shaping up; we don't have all the shingles on it yet. 
There is what we did with the bricks. It looks 200 years old; I can't 
help that; it is just the way I build them. We even cut the shingles for 
that thing; we made the shingles ourselves, being so poor we couldn't buy 
any. We just took some telephone poles, cut them in 20 inch lengths, split 
them with a frow and bang, you've got yourself a shingle. You seal it 
underneath so it won't leak and put the shingles on for effect. That is 
our farm market. They said we had to have a bathroom, so that's what this 
is. It is a two-holer; there is no waiting. Being a whittler, we whittled 
all of our door latches and all of our latches are old fashioned. Some
one sent me this photograph. A lot of people come on weekends and just 
take photographs and I think that is great. It is a good sign that we 
fascinate them and if you fascinate them, you can sell them something. We 
open up just the side window here for strawberry season; we don't open the 
rest of the market. This is the check out. You can see, everybody is 
happy. Look at the size of those berries. It took a lot of fertilizer 
to get them that big. This is the inside of our market. We are just 
getting it open and set up early one morning when we decided to open it. 
Someone said something about a cider press. There is our cider press; 
what's-her-name can put out about a glassful an hour. She does pretty 
well. We built a six-foot fireplace in it; I never laid a brick or any
thing else in my life. We used big stones on the front of this thing in 
there and someone asked me how I laid those stones. I said, just on top 
of the other. We wanted to do it so badly; I had never done anything like 
that before, but I looked at some pictures. We just did it. You have to 
want to do it, and then just do it. If you say you can't do it, you aren't 
going to be able to do it. I got some bricks together and started laying 
one on top of the other and got the chimney done; it took me three or four 
months, but you can see, it works. In early spring when we open and in 
late fall, especially with those Heritage raspberries, it gets pretty cool 
in the mornings, so we have a fire going. We tell the people if your 
fingers get cold, come down. We've got an old-fashioned wood burning stove 
there in the little kitchen we made in the background and we have it burn
ing. We have coffee on and we serve them coffee. They can sit and chat 
in front of the fireplace. Those that come out that don't want to pick, 
the older people and the younger people that brought them out to pick, 
they can sit on the swing. They can come in and sit in front of the fire
place, it's just like home. You just do whatever you want. 

This is a rotovater. We make everything but sweet corn into a seed 
bed; this works real well. Just plow, use this once over and you are 
ready to go. This is our strawberry planter; it is just simply a tobacco 
planter that we purchased. These are my two slaves, my mother and what's
her-name getting ready to plant. You just simply feed the machine. We 
started out with this before we got the other one, and now what's-her
name uses this in her garden; it works real well between the rows. It is 
a Howard rotovater. This is a wiggle hoe. As soon as we plant our straw
berries, Dr. Hill from our experimental station at Wooster said at least 
go over your berries before you start your spray program for weeds. Go 
over them a couple of times to get the nutrients to the plant; loosen the 
ground so that they can get to them. So, we put a boy on this as soon as 
we plant; we give him a radio and we tell him we don't want to see him' 
until next fall. All you can hear is the radio going back and forth. You 
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can see how it works; he steers it with his feet; he is real low to the 
ground; he moves those two levers. At the bottom of the two levers there 
are two cutters, and it goes around the plant and it goes slow enough 
that if he has to work around the plant with his fingers, he can. You 
can see the cutters there going around the plant. You can't use this on 
the hill system I understand. McConnell, I don't know how you do that; 
I am going to have to talk to you about that. If you are making money 
with that, I want to copy. For right now, this is what we are doing and 
we are happy with it. The only thing we are going to change, we are going 
to have to go to fumigation because they are beating us on that. We still 
hand hoe one time to make sure we got everything before our spray program. 
We wanted a cooler because our problem was we would order our plants when 
the ground was right and wanting to get the sLrawberries in as early as 
we can because they like to get a start in cold weather. We would wait 
until a day when everything would look just great and start plowing. We 
would order the plants and when the plants got there it would be pouring 
down rain. Then what's-her-name would complain because I took everythi11g 
out of the refrigerators and the freezer and stuck all those plants in 
there, so I got a small walk-in cooler to take care of this and the trees. 
We keep it at 32 degrees; it works beautiful to keep trees. I've kept 
trees two or three months before I've planted them. Strawberry plants 
the same way. 

This is my back yard. We wanted it to be of the period of the house, 
so we got ourselves some telephone poles, we are short of telephone poles 
in our area because of me I think, stuck them up and stole an old freezer 
door off of a building downtown that the mayor owned. This is what we 
came up with. We made the shingles and all; this is what it looked like 
when we were done with it. We copied it off of an old drawing that we 
found of an old ice house. That is what we call it, the Ice House. We 
name everything; we call that other building, the Out House. We name 
everything so the kids know where they are going. Then we build a summer 
kitchen with the idea that everything raised back there would be brought 
here and so we would have a place to do it. This is also in our back 
yard, you can see at this time, this was only one year old. It looks 
like it has been there forever, because the shingles have turned and we 
put a fireplace in it. 

We started having people ask us if they could do promotions with 
these backgrounds, and of course, we liked that because it was good pub
licity for us. They brought some girls out, they were advertising clothes 
and they were doing this for some magazines. And, of course, it is all 
publicity because I don't let them do it unless they mention that they 
have done it at Willow Valley Farm. Luckily the wife wasn't home that 
day. This is another one of those houses. They were doing, believe it 
or not, a publicity shot for an FM radio station in our area. I don't 
know whether they were going broke or not. This guy showed up this way 
and they were taking photographs of him for a booklet that they put out. 
Again, it was a good advertisement for us. We had a press party. We 
found that the Chamber of Connnerce was going to have people in from all 
over Ohio from radio, television, magazines, etc. and they were looking 
for a place to have a party. I went up and said if you are going to foot 
the bill, I will have the party. So, they footed the bill and I had the 
party. We got coverage that you wouldn't believe from just that one 
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li~tle party and I didn't have a penny in it. We had people from Channel 
3, Channel 5, and Channel 8. We put up a tent; we had square dancing. I 
told these square dancers (I got those on my own) that I wanted something 
to be happening all the time. I said, you do that and we will feed you. 
Why not, it wasn't costing me anything. I'm just a poor farmer. Of course, 
the old farmer got around and talked to everyone that night that he could 
and tried to make a big impression, telling them what a big farmer he was. 
At that time I only had about four acres out. Here is Phil Donahue who 
came down right after that party; he did a thing for us on his TV program 
that brought a lot of people down from Cleveland after he did the program. 
Those of you who don't know him, Phil Donahue travels around Ohio and does 
Ohio things on TV and shows different things. Here is his camera crew; 
there is Liz Richards and those of you who live in our area up there from 
Cleveland surely know Liz. She was down and did a program for us. 

I set up this whenever I can at anything at the fairgrounds or any 
place that I can get it in. It just keeps going and tells the story on 
a recorder. This happens to be a thing that I stole from the Fire Depart
ment that does it automatically. It works real well. You don't have to 
be there, just make sure someone is in charge so they don't steal it, not 
that we have .thieves in Mansfield but they do come down from Cleveland. 
We host parties from time to time and when we do, we try to make it a big 
deal. These people come by the day in a busload. We shot off fireworks 
when they got off the bus and hosted a party for them--all publicity. We 
still do this, but not on the scale that we did before. That one night 
that I showed you, we fed 300 and some people. Now all I do is invite 
the press and a few friends. We have a neighbor who we take what is left 
over in our market every night to feed to his hogs. In return, every year 
he roasts a hog for us for a party, and we invite all the press and we 
tell them our progress for the year and what have you. Anything to get 
publicity for the farm. The name of the game is publicity. No matter 
how good you are if nobody knows it but you, it isn't going to make yqu 
a penny. 

Here is my neighbor preparing a feed. Since I give him all this 
stuff free, he comes over and does this. He takes care of everything. 
Here he is basting the porker with beer; no wonder we get so many people 
in there. 

Now to show you that I will do anything for publicity, we had a large 
store in our area call me one time. They knew I was interested in old 
things. They said they had some red long johns. I said, you've got to be 
kidding me, with the flap in the back? And they said, yes, the whole bit. 
Come down. I went down to look at them. They said if I'd model them for 
them, they'd give me some publicity on a full page ad for Willow Valley 
Farm. Like a nut I did it. This was a November day, and let me tell you, 
those things might be warm with other clothes on, but I about froze in 
those things. The part that about froze is where the flap is. I just 
about got fired from the Fire Department when the chief saw that I was on 
a front page ad in my underwear. He said it wasn't the image that he 
wanted for a public relati_ons man for the Fire Department, but it brou&ht 
many comments and many people came to the farm who had seen the ad and 
said, you know, we really didn't know you had a farm. They told the story 
of Willow Valley Farm and what have you, so it worked out real well. The 
name of the game f>r us is publicity any way we can get it. 
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_g_. ARE YOU STILL GLAD YOU STARTED YOUR FARM? 

A. Today we are just as enthused after 12 years as we were the day we 
walked on that farm. A Jewish friend of mine said Green, if you are 
going to make a success at anything you do, eat it, breathe it, talk 
about it, sleep on it. Do something every day towards it. That is 
what we do. There isn't one day that passes that we don't think or 
try to think of something about that farm that we can do or we don't 
think or try to think of something about that farm that we can do or 
we are going to do or we are going to try or when we are talking to 
someone about it. You have to get enthused about what you are doing 
or there is no use doing it because if you are not enthused to start 
with, it is going to grow old when you are out there with blisters on 
your hands and hoeing strawberries, let me tell you. The only way to 
do it is work. You are going to have to give up a lot of things too, 
those of you who have just started. Those of you who have already 
started already know this. We've been in the front hoeing and we see 
our neighbors going to town on a Saturday night going to dances. We 
had to decide, do we want to go to a dance or do we want to have a 
business? We decided that we wanted to have a business. With our 
facilities we have been asked, and especially after we had that party, 
will you host parties for us? Will you cater parties for us? We've 
had almost every business in town that bring in business people or 
for the executives have parties every year ask if we would take care 
of them for us. We got into this. At that point it was making some 
money, but I couldn't stand the hours, staying up until 2 or 3 o'clock 
in the morning cleaning up all the beer cans and then having to open 
my stand at 6 in the morning again. So, we had to decide at that 
point, do we want to be farmers or do we want to cater? At that point, 
we decided we wanted to be farmers. We are yet to make a penny on 
this farm after 12 years. Our living comes from IPY job in town. We 
are building the farm to the end that I retire from my job in six 
years and by then our plan is to have everything almost the way we 
want it enought that we can say--today we are farmers. We love what 
we are doing; you have to be in love with it. You have to want to 
give up a lot of things. The wife complains because we are still 
sitting on orange crates. I say it's okay honey, melons come in those. 
We haven't finished our house after 12 years; we still have a lot of 
work to do on that on the inside. We have had to give that up because 
we bought land. We started out with seven acres and now we have 150 
acres because we were willing to give up something to get it. If 
there are any questions, I've got 12 years of answers just dying to 
show you how smart I am. 

_g_. HOW DID YOU GET TELEPHONE POLES? 

A. You won't believe this, but they came through our area and took a lot 
of poles down to replace other poles with the idea that they were 
going to take these poles back and recycle them in areas where they 
were clipped off. The next morning they weren't there. 

_Q. DO YOU HAVE ANY OTHER IDEAS ON PUBLICITY? 
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A. Talking about publicity and whatever, no matter what you get just so they 
mention your na.me and get it right and remember you, it really doesn't 
make any difference. What's-her-name works now part-time for my 
brother-in-law who drills oil wells; she keeps the books for him. 
There were two guys that had a farm south of us; they were from the 
Ohio Edison Company, the light company in our area and they came in 
and they asked her if she thought they would drill them a well on 
their property. She told them we couldn't even get him to drill a 
well on our property. He said, "Where do you live?" She said, "On 
Crimson Road.". He said, "Do you know what's-his-name, raises straw
berries, a nut." She said, "Yes, that's my husband." But at least 
he remembered me and remembered that I grew strawberries. He comes 
down. 

g_. BEFORE YOU PUT THE WHITE PLASTIC DOWN DO YOU HAVE TO USE A HERBICIDE? 

A. Yes sir. We use Dacthal. The farmer that raises corn that way also 
uses Dacthal. That's quite a job and this spring I am going to take 
photographs of him doing that. He gets a lot of school kids and he 
does this all by hand. But you wouldn't believe his sweet corn and 
how that sprouts up out of there as early as he can get it in; it's 
something else. It is practically snowing when he puts it in the 
ground. Everyone says they are having a hassel on this white plastic. 
What I do is go over it with a rotovater and it makes it in little 
pieces like this and then I wait for a wind and it all blows over on 
my neighbor's farm. Now what he does with it I don't know. We have 
used clear plastic this year for melons; we are not really sold on 
it. The black plastic did okay, but the white did a lot better. You 
can see through what I am using. Just go over and say I want some of 
that see-through stuff. 

HADLEY: 

I think we will adjourn this session. We would like to thank our 
speakers Ed Watkins back at the rear of the room, Jerry McGlade right here 
near the front, Don Green. At 4:00 the Farm Markets of Ohio will be hold
ing their meeting in this room. Thank you all very much. 



TRACK III--YEk"'{-ROUND FARM MARKETS 

Chairman: John Vermilya 
County Extension Agent 

Darke County 

Our first speaker today has a market and restaurant in Ligonier, 
Indiana, which is a relatively sparsley settled area. f~e has a fantastic 
story to tell of how he attracts people by the thousands to his Pumpkin 
Fantasy land each fall. So, without further comment, I will introduce 
Charley Williams of Fashion Farms .and let him tell his story. 

USii.~G AN ANNUAL PUMPKIN FANTASYLAND 
PROMOTION TO ATTRACT CUSTOMERS 

Charles Williams 
Fashion Farms 

Ligonier, Indiana 

I'm Charley Pumpkin as you can see and this is the way I usually dress 
during Pumpkin Fantasyland time. I think we ought at this time to intro
duce my wife, Mrs. Charley Pumpkin. Would you please stand June? She's 
dressed as Mrs. Charley Pumpkin too. When we think about Mr. and Mrs. 
Charley Pumpkin we think about maybe old Colonel Sanders. Colonel Sanders 
didn't have a wife and I have, and we've got her here as Mrs. Charley 
Pumpkin. 

I might say that we have about 40 acres of garden, which isn't large 
compared to plantings of a lot of people. We grow about seven or eight 
acres of pumpkins. I just talked to a gentleman from Maryland who had a 
100 acres of pumpkins and that sounded sort of interesting to me. I wish 
I had that area. Our area is small. Our town of Ligonier is about 4,000 
people. We do draw from Goshen about 15 miles away which has about 10,000 
or something like that, and the lake area with one of the largest lakes in 
Indiana nearby. Our area is small and our business is small as far as 
that is concerned, but we try to put on our Fantasyland to draw people from 
all over. 

We all have to start some place and about 19 years ago we started with 
a half of a hog house. Our daughter was about 10 or 11 years old at the 
time and that first day we took in $1.26. We thought that was quite a 
bit. We just have this picture along to show that we have increased in 
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size. The fact is we have doubled our size, because we have two hog houses 
put together and have a little bit of a fall decoration to go along with 
it. We have a fashion mall which is a restaurant. We make our own ice 
cream, our own doughnuts, our own pies, and it is a complete restaurant. 
Also, we have an old granary in the mall that is made into a gift shop. 
The granary consists of one by five boards put side-by-side to make the 
sides of the bins and the granary has little bins. We have the corn bin, 
the wheat bin, the oats bin and the barley bin. Each one would be a 
candle shop or a wicker shop, a cut glass shop and things like that. 
Also, just beyond there in front of that white tower we have what we call 
our chapel. We have this little chapel in the business there and it has 
been received very well by the people. We have had two weddings in there 
and a promise of another wedding very soon now. We have many, many meet
ings in there; the pastors of the local area, they meet their occasionally, 
and a lot of Sunday School or church groups meet and eat in the restaurant 
and then go to the chapel for their little program. Then, we have the of
fice at the far end and that of course is the hub of the business. Our 
Fashion Farm sign is there in the background. Behind the sign you will 
see the old barn made into a lawn and garden center and the roadside mar
ket. In the kitchen of the restaurant you see one of our main cooks. We 
put out several meals a day. Last Sunday we had standing room only, which 
happens quite a bit. We seat a little over 80 people, and we serve a lot 
of dinners for business people. My son-in-law standing up there is the 
man who makes the ice cream. He helps make the doughnuts, he can cook and 
he can do about anything in the business. He is taking over while we are 
gone and by the way, my wife and I just left Sunday morning for vacation. 
This is a vacation that we are coming to and we are enjoying it down here 
very much. Rusty makes ice cream and he will even make a Rusty ice cream. 
Why not? Put some little personal touch into it; the Rusty ice cream is 
a coffee ice cream, made out of coffee and it tastes real good. We even 
have pumpkin ice cream and many other things. This is another view of our 
roadside market from a little distance. We have a greenhouse on the right 
there where we display and sell a lot of green plants. We also have house 
plants and so on. Way in the background you will see this old house. 

This old house we have that converted for crafts. We also have an 
artist who once a week right now on Tuesdays from 2-4 and from 6-8, she has 
art classes. She is just increasing it now to three days a week instead of 
one day a week. The art classes are going real well besides the crafts. 
We make our own floral arrangements and decorations and so forth in there. 
You will see a wagonload of squash since it is taken in the fall of the 
year. Inside the old house you will notice up on top above there on 
shelves are a lot of memories; we call them memories, while some people 
would call them antiques, but not for us because we can remember the days 
when those things were used. They are hand-me-downs strictly. The chair 
on the waJ_l makes quite a place for an arrangement and I think that's quite 
interesti~g to have there. We have the check-out counter in this old house 
and we have above it quite a little shelf that comes down, and then our 
display counter there where we sell our things off of there. We make not 
only floral arrangements, but also memorial pieces, all kinds of dried 
flowers and things like that. In the market itself is farm produce. We 
do raise most of our own vegetables, but, of course, we have to buy our' 
fruit. 
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Christmas time is a big time for us and we enjoy it because we decor
ate artificial Christmas trees. We not only sell artificial Christmas 
trees, we sell live trees besides. We make quite a display of the Christ
mas trees, especially with how you are going to decorate your artifical 
or your live trees. People enjoy that, and they come for ideas and that 
is what we are there for. Have you ever seen a Charlie Brown Christmas 
tree? All that it is is just an old branch out of the woods; we flocked 
it and put a little decoration on it and it is kind of cute. That's an
other way of displaying birds by the way. If you sell birds or stuffed 
birds or artificial birds, put them on a tree like that. 

We have swags that we make and I think somebody was telling here not 
long ago during the program about being around some local organization 
and what we have here is what we call Stone's Trace Historical Society and 
they have a craft show and so on. Of course, we go down there with our 
little old country store. We have our daughter and her two sons there op
erating the country store and you see Jason's happy faces 25¢ each. He 
is about six years old and he makes happy faces and we kind of enjoy that. 
This makes it part of the community. 

We also have a Strawberry Valley Day and we have our float on the 
Strawberry Valley Days parade, so we can go along with community attrac
tions. We also take our ice cream there, by the way, and we can sell a 
lot of ice cream dipped there. About six or seven years ago, we made 
little old Snoopy here with two Butternut squashes, put them together by 
accident, and we have Snoopy at the typewriter, saying, I love you, signed 
Snoopy. I think that is the beginning of our real Pumpkin Fantasyland. 
You can do that same thing; it is just very simple. Corn shucks, take 
purple shucks if you possibly can and make his eyes and nose and so on. 

This is more or less the first large size Pumpkin Fantasyland that 
we had. It was made out of what at that time was our shade area which 
was nothing more than some pipe and some snow fence to go along with it. 
By the way, we need snow fence outside now, don't we? This is the way it 
looks today from the outside. We are getting ready to enter our Pumpkin 
Fantasyland and we call it Fashion Farms Pumpkin Fantasylands. It is held 
in October every year; it is held from the first weekend in October through 
Halloween. The day after Halloween, if you come, it is no use, because 
we are tearing it down like sixty. We get ready then for Christmas after 
that. Those three weeks and four weekends are the busiest time of our 
life, but we really enjoy. You will notice out in front of Pumpkin 
Fantasyland the four people up here who are our family, my wife June and 
my daughter and we have a foster son. This is Mrs. Charley Pumpkin; every 
year at Pumpkin Fantasyland we have a Harvest Queen. The Harvest Queen 
designates that we have had a good supply of pumpkins, gourds, and squashes 
for the year. She in turn tells us that it is kind of a thank you for the 
good harvest that we have had. 

Some of you didn't get to see Mrs. Charley Pumpkin, so June, do you 
want to stand up again please? As she stands up maybe she can hold up the 
Mr. and i1rs. Charley Pumpkin dolls. Would you please turn the lights on 
for just a second? I think that this is really cute. Mr. and Mrs. Charley 
Pumpkin with those dolls; we have local people make them; they are for sale. 
We would take orders from you now, of course, but those are our originals 
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and they sell for $14. Also, while you are at it June, would you hold up 
the T-shirts. We also have little T-shirts here that we think are pretty 
nice. 

We have a logo, and you notice our logo there. We have an old Charley 
Pumpkin man there, which is why I am dressed up this way with a farmer hat 
on and with overalls on like this and in one hand we are holding up an ice 
cream cone that means we make ice cream on the farm and in the other hand, 
we've got a carrot and that means we have a garden on the farm. Of course, 
the pumpkin head means that we grow a lot of pumpkins on the farm, and 
down below there you will notice we have some shrubs and some nursery 
stock, flowers and so on. We sell shrubs, nursery stock, flowers, and 
trees at Fantasyland. I think that is something for you to think about as 
to how you can promote your business. Whenever we advertise, we put the 
logo up on the upper left hand corner and we say Charley says, then Charley 
writes something as to what is happening at that particular time. Those 
are some thoughts that I think you should bring out in your advertising. 

What did you think of the Mr. and Mrs. Charley Pumpkin dolls, did you 
like them? We are going to take a tour of Pumpkin Fantasyland as we go 
down through here, we will be seeing different things. We will be seeing 
this old pumpkin family originally we had out in the front yard, by the 
old house where we lived for 16 years. Of course, we now have moved down 
to Fantasyland, it says of the original Pumpkin Family. We have school 
children that come, and by the way, we have 4,500 of them on scheduled 
tours. We have to schedule them very close and my wife keeps terriffic 
tabs of them. Every half hour we have around 50 children going through 
every day that children tours are on during all that time in October. 

Here we see Charley Pumpkin by the sign and he is telling us that we 
want to welcome you there and also that the employees want to welcome you 
there too. We can't forget our employees because they are important to us. 
We have our logo up there on top. We go through a corn shock effect there 
into our crooked mile. This year this was a Pumpkin Zoo. We have had 
pumpkin circuse$, pumpkin safari, and several other different things that 
we have had there. Every year it is different. What do you think of those 
for alligators? Can you name what those are? I think that the tail would 
be A Luffa Gourd, and those are interesting Mexican Bananas for the body. 
That makes quite an alligator. Snappy the turtle, pretty slow, but away 
he goes; we have the eyes as gourds, of course, with little butternut squash 
there to go along with it and some sweet potato squash for feet. It has 
taken us quite awhile to learn how to make Leo the lion, but I think he 
is worthwhile. 

We can't miss old Adam the monkey. HQw he got named Adam is the fact 
that our oldest grandson Jason was making the monkey there and we said, 
Jason, what shall we name him? He said, name him Adam because his little 
brother is quite a character and so we named him Adam. Snakes in the form 
of gourds; old Skippy the Kangaroo. By the way, to make the kangaroo part 
you can take a steel fence post and jab your pumpkins down on that to get 
them to stand up. Also, we use some fiber glass rods to hold them together. 
I think that is very interesting. Old Dumbo the first elephant is on a' 
pedestal and the rest of them are following behind and along the side we've 
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got the little Sambo the elephant. Those elephants draw a lot of attention 
for us and make quite an interesting sight. We used them in the circus one 
time as they go around the three-ring circus they· were in the ~iddle of the 
ring. It was quite an interesting display. 

The old Gooney bird sitting on her nest and, of course, we have the 
egg Gourd for eggs for the gooney bird. We had an old tricycle that didn't 
have any handlebars and it says, Look Mom, no handles. I think that is 
kind of interesting what you can do with that. Slowey the snail. I wanted 
to make something else with that and got my material ready, but it didn't 
turn out like what I wanted and it looked like a snail. We always name 
everything that we have in the display, so we called it Slowey the snail. 
Way up above we have our Fashion Farm Sky Ride, a basket hanging from a 
cable. We get ideas like that when we go to Disneyland or Disneyworld or 
someplace like that where they have sky rides, why not have a sky ride as 
we go through the safari? Peter, Perry and Mary the penquins are made out 
of gourds and painted. In the background we will see the head of a polar 
bear; we flock this area with Christmas tree flocking; it gives it a very 
snowy, white effect. We even had the water down in the front. This was a 
large canvas that we used to make this with. 

I think this is quite interesting. This little old gal here setting 
on the can, straining. It says, Straining, Training. Who else would think 
of that but Charley Pumpkin. Every year too we have something special 
around which would have local interest. Here we have Stone's Tavern which 
is an old building that has been restored. We're not in a very historical 
area, but we have used Stone's Tavern as an historical place and off to the 
right here we have a man that's dressed as a frontier man which is approp
riate to the area we come from, frontier country. He has his rifle. During 
that period of time, we have a pumpkin shoot . We have all the gentlemen 
here who were in the pumpkin shoot kind of lined up. These are all musket 
men and they have to have their muzzle loading guns. We will take pumpkin, 
gourds, and squashes and use them for targets; this is what draws a lot of 
people. We had something like 7,000 people that day they were there. They 
come with their teepee's and inside the teepee you can see how they slept 
that night before. I think it is quite interesting. 

This is just a group of the people that we had at that particular time; 
it seems like it was crowded that day. In front we have a lot of squashes; 
it is quite colorful around there at that particular time. We can't forget 
old Jaws; this year we have Jaws II also, and the kids enjoy that. We have 
many letters that come back; the teachers ask them to say what they liked 
best and Jaws is one of the very good favorites for them. We have little 
old Freddie the frog. Freddie,about four years ago when my grandson was 
three or four years old, I said Jason, what should we make next. He said, 
well, Grandpa, let's make a frog, so we went and got some material and we 
made it into old Freddie the frog. We had rub-a-dub; this is a little pond 
right in the middle of our Fantasyland. 

Every year we have Cinderella and her horses and their coachmen and 
the Prince Charming and the little glass slipper and what better display 
can you put than this pumpkin as a coach. We are intending some day to make 
a large size coach on a wagon on wheels so that we can sell our ice cream 
out of that. Also, it is our intention some day to give people rides in 
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that pumpkin coach. We have to find the right set of wagon gear first. 
We've got Tom Sawyer and his old buddy there; he is out there on a raft 
fishing. The Three Little Pigs. and the Big Bad Wolf watching those three 
little pigs. Us·e your imagination when you put on displays like that. 
Isn't that lovely. Peter, Peter, Pumpkin Eater; don't forget to put 
captions on the displays that you have. Get some paper and put some 
cpations on them; that means so much. That is another natural for pumpkin
time; you can do that right out there in your front yard someplace where 
your pumpkin display is. 

This Little Old Woman in the Shoe. You will see how we use some 
string to make the shoe laces and also some little gourds down below for 
the kids and the old mother there. Old Mother Hubbard had nothing in her 
cupboard. You will notice the little dog down below; hoe small he is, but 
still he is looking up there at her kind of begging for something to eat 
and didn't have it. Humpty Dumpty Sat on a Wall. Doesn't that look nat
ural? Another thing that is very easy for you to make. Old crates, us~ 
anything that you have, put Old Humpty Dumpty up there with a snow suit. 
Jack and Jill coming down the hill; I think that is quite a cute thing. 

We use a lot of nursery rhymes. We use a lot of TV, Sesame Street. 
We have one teenage girl who is really good at making TV personalities. 
Then we go back to the old time, sawing wood, way back there. Even go 
back so far as this Frenchman and his Indian; we had to explain this year 
that they were among the first owners of Fashion Farm way back in 1828. 
Maybe that is not old in your area, but it is to us up there because that 
is before most of the town originated. It goes back to the treaty of the 
Potowotoma at the mouth of the St. Joseph in 1828 where the U.S. government 
gave some Frenchmen who were married to Indian women some land, and part 
of the 640 acres originally part of our farm was given to Pierre Leclair. 
Pierre Neveria here was one of the first owners. We had a little history 
along with it; we liked the colorful Indian and the teepee in the back
ground. These are some ideas that you can put in your displays. We tell 
these boys and girls as we go along, the stories of Molly Pitcher; we tell 
them a little bit of history. We also say, don't we wish that all cannons 
in the world would shoot pumpkin cannon balls. This year we had the 
Lincoln Gettysburg Address. We were in Gettysburg a year ago and we used 
the cannon for that purpose there; got old Abe up there giving his address 
and also we got some tombstones down below. By the way, we sell stepping 
stones and we used those and put them up there and put some names on them 
and that really draws quite a bit of attention. We have a little more 
history along with it. 

We kind of hedge a little bit; we have old Nixon here with his tape 
recorder, but you will notice that there is no tape in it. I think some
body stole it already. We add some storybook characters along with it. 
Charlotte's Web was a story that my daughter showed me the book of. I said, 
I think we can make Charlotte's Web, so we did. We have the pig down below 
there and Charlotte the spider is up there in the middle of the web. It 
drew a lot of attention. Th.e boys and girls seem to know that story better 
than us older folks did, because they had seen it on TV and a lot of them 
have that in their schools. We have also Robin Hood and the Prince who 
had so much gold that he didn't know what to do with it. We've got the old 
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trunk there full of gold, his bed is full of gold and everything else i .s 
gold. We have the picture in the storybook right in front' o~ it. 

You people who are from Ohio know what the Goodyear Blimp is, but then 
on the other side of that; we won't turn it around today, out it says, 
Goodrich, 'the other one. The pirate and his gold; I think that is quite 
interesting too. I think folks that you can enjoy that thing right there; 
that is the second thing that we made. First, we made Snoopy, then we made 
the old sow and pigs. That old Pink Banana Squash there with the little 
gourds for nipples, t .hen those Spaghetti Squash for pigs. Just put them 
in a little straw pile out in front and you will just get a lot of laughs. 

This is what we are here for; to find something new and to learn how 
to make people laugh. This is one of the good things in our day and age. 
Colonel Sanders, here we are. Got the old hen in front. I guess that kind 
of gives us the idea, of our logo and so on, how we made Mr. and Mrs. Char
ley Pumpkin. Someday you don't know how far that is going to go, I don't 
either. We are really just Charley and June, but a lot of people and a lot 
of those boys and girls that come on these scheduled tours, 4,500 of them, 
know me as Charley Pumpkin. They won't forget me because they say "Hi, 
Charley," wherever I go. 

There is the good old Snoopy again right at home. Just take a bushel 
or crate and two flats and put them together and put Snoopy on top and 
look at old Woodstock up there. You know what Woodstock is there? Do you 
know what a Martinia Probasidia is? That is called a Bird of Paradise,and 
they use it in dried flower arrangements, but we grow Martinia Probasidia, 
that made a good Woodstock. This is 30 years or something like that for 
Charlie Brown and every year we have Charlie Brown at bat down here. We've 
got the gourd down below and we've got a little bat for him; good old 
Charlie Brown with Snoopy in the background; you can't beat them. I hope 
Walt Disney doesn't catch up with us. This has drawn a lot of attention; 
this old Snoopy with his glasses on and he has got the "Doctor's In" sign. 
The first year I had free advice on it, so I thought we would just put free 
advice 5¢; this is what happens. It gives the people a little idea. We've 
got Dr. Snoopy, Jr. there and he is giving half advice and so on. But look 
in the middle there, see that round salve box, that is healing, feeling 
salve. What psychiatrist could think of that? That is what we are going 
to the psychiatrist for is a little healing, feeling. This is what we have 
the salve there for. 

Little Moses in the bullrushes. I think it is quite interesting. A 
lot of children really enjoy that. Every year we have it and it seems like 
it gets more popular every year. We have religious stories; we have Bible 
stories and also have story books. So, we have history and all of these 
different things in our Pumpkin ·Fantasyland. This is kind of a waterfall 
that goes down into the little pool where Moses is and then that flows under 
a bridge and it goes out to where Tom Sawyer and all those others. are. Jaws 
is in a kind of a pool in our shade area . What r put th~s sli.de in for is 
to show you · the top where it says the Great Pumpkin. 

As you are growing pumpkins down in the field, sometime take an after
noon and go down there and t ake your jack knife along and cut quite deep 
into the pumpkin as it is growing, just as it is starting to turn yellow. 
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You will ge..t this scab over there and y<m can make some of the nicest faces 
and the nicest nam,es on these pumpkins that you ever want to imagine... 
Surpris·e some of your neighbor kids and put their name..s on them sometime. 
We've got th_e skiier up there; some of these people are from Michigan where 
they do quite a bit of skiing. But this man is made of gourds and· pumpkins. 
The feet and the legs and arms are made out of these long gre.en gourds. Of 
course, we have the body made out of a series of pumpkins and then the head 
above that. Down below we have some.. fellows sliding down the hill and I 
think that is quite interesting. Up above on the left side, you will notice 
the snow birds, and if you will take some Sunnner Crookneck squash and put 
some feather on it in the right places, you've got a bird. Put all kinds 
of colored feathers on it, and you'll enjoy that. 

As the world turns, there is no other Fantasyland like ours, and I 
think this is true. In my life I have never seen anything like it. There 
is nothing in the storybooks like it that I know of. We have come out 
with a coloring book on Pumpkin Fantasyland and we actually sell it for a 
dollar. It comes out real great. They are keepsakes; they are a wonder
ful little booklet to have and to keep. They are true pictures taken at 
our Pumpkin Fantasyland; I think in there you will find the elephants in 
the circus; I think you will see that. A local artist drew it and we had 
it printed and it has worked out real well for us. It is just another 
advertising gimmick that you don't have to put into a newspaper, but hand
me-outs and also from one person telling another person that makes the 
best advertising in the world. 

We can't go along without having Tweety Bird in a little bird cage. 
Put a little gourd in there and decorate him up with some feathers, and 
you've got Tweety Bird. We've got the Flintstones dinner; you will notice 
the Flintstones; this is Bambi, and in the background Fred and Barney are 
on their solarmobile. A solarmobile was an outfit that we devised up to 
use solar energy from the sun to make that Flintstone solarmobile go around, 
so they didn't have to pedal anymore. You will notice that the dishes are 
gourds and the inside are squash, small squash that we have. We have to 
advertise our restaurant, so we have a Fashion Burger here, just like a 
wagonfull. I suppose you are probably wondering what is in the middle to 
make the hamburger. Well, it took me a week to figure out how to make it, 
but it finally came to me one day to get some of that black stuff that 
they put on houses as they build the house and just make a hamburger out 
of that. We had to put a couple of layers on it, but it is worthwhile. 

This is a fish eye view of our presidents. Every year for the last 
four years we have had all the presidents in rows with their pictures and 
also something about the presidents. This area would be 24 feet wide. 
We couldn't do it with a regular camera, so we have a fish eye view of it 
here. In front thi.s year, we have Mt. Vernon and George Washington, and 
we also have Betsy Ross with the fi.rst flag. That causes a lot of atten
tion. We h.ope within a year or so that we will be able to not only draw 
the presidents, but make their hairstyling with corn shucks and corn silks. 
It is very easy to do; we have done it in the past, but we never seem to 
have time. to do it. 

It takes three weeks of hard work to put Pumpkin Fantasyland together, 
and I live in this shade area for six weeks. I am there all the time. We 
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can't forget good old, our present president. A lot of people, sar,, where 
is President Carter? I say, h_e is right over the.re. Well, they say, L saw 
Billy bu~ I didn't see Jimmy·. Go back and read it again. We've got Billy 
Carte.r's brother, that's Jimmy. We couldn't help but when we go through 
our pumpkins·, gourds, and squashes-, as we see something special, we lay it 
aside. Jason, our grandson, crone along with a peanut. So, we dressed up 
our peanut and called him Mr. Peters Peanut; we had to put a hat on him 
too; set him on a pedestal. 

We don't for get the senior citizens. I think that this i .s qui.te in
ter es ting, because my wife likes those neat little shoes that this lady 
has on. They are dressed up and actually they are two prominent people in 
the neighborhood that we dressed up especially for them,. Put a little per
sonality in your display, it works out great. 

It takes a heart of gold to put on a display such as this of over a 
hundred different displays; it takes a lot of time and a lot of hard work, 
but it is worth it because you are going to see 25,000 smiling faces come 
through there in a year's time. We feel that it is really worth it; we 
don't charge to get in, so we have this little heart of gold up there to 
show that we have done our share for the connnunity. We've got Charlie Brown 
Pumpkin sitting under this corn shock sleeping because he is dreruning up 
what will happen next year at Pumpkin Fantasyland. This is true, because 
already I have some ideas about what is going to happen in Pumpkin Fantasy
land for next year. It is getting so we have to write it down. It used to 
be that I could kind of think up things as we went along, but now days we 
have to write it down. He is just so sound asleep that he is· hardly able 
to get around and get out and see all these faces. 

We do a lot of faces with colors. I think that boys and girls enjoy 
painted faces and things like that. Big old long tongue there. I think 
they are very important and they are very important on a display. You can 
do that anyplace and set them on a bench in front of your displays. It 
will make sure that pumpkins sell a lot better. One person will tell an
other as we go along. 

These children on the Sunday afternoon and Saturday like their little 
pony rides. We've got old Woody up there giving them pony rides. He had 
over a thousand different children in three weekends that rode that little 
wagon around. As we take our children through Pumpkin Fantasyland and 
tell them the stories of the Bible; we tell them the stories of Mother 
Goose and history and a little bit of fun and nostalgia and all that; we 
have our guide bring these boys and girls to the front of the market where 
something like 23 different varieties of squashes are on display. He 
shows them all these different varieties of squashes and tells what they 
can be. used for. We go from there i .nto the chapel where our daughter Patty 
is waiting for them and she is going to tell them stories. Sh_e is up there 
telling them about Charley ~umpld._n and Mrs. Charley Pumpk~n and those two 
little dolls up there; the smaller dolls. She also tells the boys and 
girls what we have i .n the restaurant and the ice cream and so on. She tells 
them why we have the chapel in the bus,iness. She tells them that we have 
had the Lord wi.th us all these years and we had to give Him, some space in 
our business, and this is what has happened. 
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I might tell you that you saw the old house and so on. In 1973 a 
drunk came along and hit the house. and we rebuilt it then a~ an old h_undred 
year old home hoping some day' we would make a gift shop or some sort of a 
shop out of it. We just got it completed in March and on April 4 the same 
time the Xenia tornado hit, ;i.t hi.t us and just about completely wiped us 
out. That didn't do any damage to the old house that we had completely 
finished up rebuilding, but then the next year lightning came along and 
struck the house. It took us completely out that time, because it took a 
thousand gallons of water to put the fire out, so we moved out of the 
house because we felt the Lord opened doors and for us to go through those 
doors. That was the time for us to put the house in the business and this 
is why we have done that. So Patty tells those stories and every one of 
the little boys and girls, those 4, 500, will sing "Jesus Loves Me." We 
have groups of retarded children come visit and maybe they can't talk and 
maybe they can't walk, but they can sing "Jesus Loves Me" and I think that 
is so important in our day to day life. The school teachers appreciate what 
we do for their students and we tell our minister that we are not in church 
Sunday morning, but we think that we spread the word to a good many people. 
As we get done in the chapel the boys and girls go down to this building 
here. 

This is a new building this year, put up just before Fantasyland time 
and we call it The Bubble, but it is a greenhouse with two layers of plastic 
and the layer of air inbetween. The lady that is walking toward the car is 
the artist; she puts on the art classes in the house and she also has a 
display of art in the building. We have the Pumpkin Family Picnic right 
out in front; this is one of the first ones. I think you should look at 
that man eating that hamburger, you will notice the hamburger is partly 
gone, and look how his malt is there. These are some things that you can 
add on. This is where the children come after their chapel time. They 
will have pumpkin ice cream or cider, doughnuts, or hot cider, we call it 
witch's brew. Then we also have sometimes caramel apples and hot dogs and 
things like that to sell in this area. We have had as many as 125 children 
sitting on bales of hay and straw there for the noon hour. They will come 
and stay during the noon hour and go; that makes it pretty much a one day 
outing with their school. How many schools were there altogether, June? 
Sixty-two schools came this year. 

We had two large buses called mystery tours come out of Hammond, In
diana. Those on the tour didn't know where they were going, and they 
didn't k~ow how long it would take them or anything, but when they got there 
they had a ball. These were mostly senior citizens and they had a great 
time. As we get done with our ice cream and apple or whatever we are eat
ing in there, maybe they will bring their own lunches, we get ready and 
line up down here where the gourds are, some 4,000 gourds. We give each 
person a gourd for free as they get on the bus, so they can head back for 
their home. The mice are there telling them good-bye and wanting them to 
come back another year. They board their buses and we give a couple. talks 
on the. buses before they leave and they will neve~ forget Charley Pumpkin. 
This is a group of the people we had on a Sunday afternoon. I thi.nk it 
is quite interesting how many you can have there. Look at the cars lined 
up. Of course, at the very end of our display we have Pumpkin Stew. It 
says, You may contribute here. You'll see a dollar bill sticking up there 
which isn't bad. This year something like a thousand dollars went through 
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the Pumpkin Stew. By the way, it increased our business $50,000 just by 
having Pumpkin Fantasyland this year over last year's gross. 

We kind of close up shop and get ready when we have a blizzard like 
this; we just sort of shut the door on the pumpkin and we come down here 
to Ohio to the Roadsi.de Marketing Conference and learn some new ideas. 
This is what you've done here and this is worthwhile. That was last year's 
storm by the way; it wasn't this year's. But we left in a storm just like 
that yesterday morning. 

I've got just two more things here. How many of you have seen a gourd 
like this? Most people have. Have you ever heard the story, the Bible 
story about it? It is called the Ten Commandment Gourd and if we look at 
it like this, we will call it the crown of thorns. This is like the crown 
of thorns on Christ;s head when He died on the cross at Calvary. If we 
turn it like this, we have the children count each one of these, we count 
different lobes that stand for the Ten Commandments. I tell the children 
one of the commandments, like last year I told them,"Thou shalt not lie" 
and kind of explained that these young boys and girls today are doing quite 
a bit of that. We kind of like to change that idea quite a bit. We also 
have one more thing for our Master of Ceremonies, and I would like to draw 
a picture of him if you would let me. Will you? We will get a couple eyes 
here on him; we have to put a nose on him too. Then we see him smiling 
sitting over here, so we put a big old smiley face on him like that. Then 
we also see that he wears glasses, so we are going to put some glasses on 
him. I tell the boys and girls that I am just a farmer; I'm no artist 
whatsoever, so we have to have an ear or two on him to keep the glasses on. 
Now, we have one more thing that we need to put on here and it is written 
on here. I am going to write it and then I'm going to tell you what it is 
in just a second. I think all of us as we go about our day think that road
side marketing is interesting for everybody. I don't know; we enjoy it so 
much that we just will retire in the business probably. But what we have 
in mind today I think a very important thing is this. Live happy. This is 
what I give the bus driver as they leave and I am going to give this to 
John over here. 

VERMILYA: 

Thank you, Charley, Mrs. Williams. This has been a real fun afternoon 
so far. If we have a little time at 3:00, we will maybe have time for some 
questions there. 



VERMILYA: 

EXPERIENCES WITH A THREE DAY SALES WEEK 

Mitch.ell Lynd 
Lynd Farm Market 
Pataskala, Ohio 

Our next speaker is Mitchell Lynd from Lynd Farm Market. He will 
talk of their experiences with a three day sales week. 

LYND: 

I'm going to talk about experiences with a three day sales week. I 
know it is of interest because a couple of folks at our table at lunch were 
talking about partial week versus a full week. 

I think I can catch us up here on our time schedule pretty well, be
cause all the way over here the only thing that could run through my mind 
was that what I really have to say only takes about five minutes, because 
I really don't understand it; all I know is what happened. I don't try to 
explain it, all I can do is to report to you what happened when we decided 
to close for a few days of the week. I'm just curious, has anybody, maybe 
we are the only people whose business went up, but profits came down over 
the years. Did anyone experience that or are we. the only people in the 
world that this happened to? Just raise your hand if this ever happened to 
you or has been happening to you. Let me see; I just want to see. It 
didn't happen to everybody, but I see there are other people. That is 
really in a nutshell what happened at our place. We had a roadside market 
that has been open for about 26 years and we've always had an increase in 
sales, but in recent years we've experienced decreasing profits. Finally 
things reached a point one day several years ago when we decided that we 
were going to look for alternative uses for the building. Would it make a 
good four family unit apartment building? What else could we do with it 
because the fact of the matter was that on all time record high sales that 
year, this was in 1976 we had record all time losses. The year before we 
had sold a little less and had a very small loss and the year prior to that 
we had sold a little less. Anyway, after several hours of going over the 
statements the conclusion was that since about 40% of our business was on 
Sunday and about 25% of our business was on Saturday and about 15% of our 
business was on Friday, that maybe we. would be wise to close Monday, Tues
day, Wednesday, and Thursday. 

Now,how all this all really started, well we th.ought maybe it would 
be smart to close one day a week, because a lot of people we know are closed 
one day a week, one of the bad days , Monday, Tues day, or Wednesday or 
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Thursday. I think everybody has bad days on those four days; those are 
poor sales days. We thought well, they are all about eq_ually poor, Monday, 
Tuesday, Wednesday, and Thursday, so what makes the difference whether we 
close Monday or Tuesday or Wednesday or Thursday. Then we thought why don't 
we just close all four days. Really, it was a bold move because for 20 
years it had been open seven days a week from nine in the morning to nine 
in the evening, but we felt that like many of you, our location was such 
that people had to more or less seek us out. We are not on a highly traveled 
location. Years ago the location was highly travelled, we had a lot of 
traffic, but we were by-passed by interstate highway and we were no longer 
dependent on people just happening in, just happened to be going by and stop. 
Most of our customers we felt were making it a point to come to our place 
when they left home. If they knew that we were only open four hours a week 
and they knew what day, they would all come anyway. Naturally, that is 
not true 100% of the time, but that was the idea. We went ahead and closed 
it four days a week and we are happy we did. 

I will write the actual sales on the board, the actual sales figures 
and the actual profit figures and pick out a few selective months and you 
can draw your own conclusions as to whether it is appropriate for your 
case. Whether it is any good for you or not, I don't know. All I can say 
is we are happy with it. It may take some of the fear out of closing for 
a few days a week for you. Sales for 1977, if you can't read it in the back, 
$305,000, net loss (-$19,000). 1978 sales, $280,000, net profit, $11,000. 
Do you have the number of days open? 1977 we were open seven days a week 
all year; working like maniacs losing money like crazy. That loss from 
$305,000 down to $280,000 in total sales and then the change in the profit 
picture. One thing that is not in our net dollars is the salary that we 
pay my brother, the company pays my brother which did not change in those 
two years; he still made his $13,000 a year. That gives you some idea of 
exactly what the effect was. The thing that I thought might be of further 
interest to you is that certain months were affected more than other months. 
The good months got better and the bad months got worse. In October, a good 
month for us was better under the three day sales week, while June, a bad 
month for us was worse under the new program. We are not in the strawberry 
business; we don't grow strawberries and we don't sell many except for the 
ones we buy and resell, so June is a bummer for us normally. One other 
thing I want to tell you about is that the average sales per customer 
doubled after we closed four days a week. I think maybe what was happening 
was we were working very hard to sell a lot of low profit knick-knacks, 
items like bread that you make nothing on and milk that you make nothing on. 
I don't know if you carry those things in your place or not, but there are 
things we had that we made very little on that we were trying to have as a 
convenience and we were trying to be open all the time for the same reason. 
We finally got it through our heads that there was no reason to be conven
ient and subsidize the community. We wanted to look after our own pocket
books, so we would no longer be convenient. We wouldn't carry all those 
nuisance thin~s and be open at all those hours and we are better off for it. 
That's it. 
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_Q. WHAT DO YOU DO WITH THE PERISHABLE STUFF IN THE FOUR DAYS THAT YOU 
ARE OFF? 

A. We do a much better job of buying than we ever did before; there is 
less waste than there normally was. 

_Q. DO YOU GROW A LOT OF YOUR OWN? 

A. To give you a little bit briefly, we are in the apple business. 
Apples are really not all that perishable whether you sell them in 
three days or seven days or two weeks kept under cold storage makes 
no difference. We just put them all back in the cold storage on 
Sunday night and bring them back out Friday morning. Apples do make 
up the bulk of our business; this may not be any good at all for 
something with a short season like strawberries; it doesn't make any 
sense to me that you would close up four days a week, but all I can 
say is that for our operation, it was a good decision. We are open 
12 months out of the year, but I'm not sure we are going to do that 
always. 

_Q. WHAT WERE YOU SELLING? 

A. Just a bunch of junk; you know, the same things that you probably do. 
Just a whole bunch of stuff that is related. Why I think you might 
be a jump ahead of us. We went out and opened many, many days and 
carried many, many products. All I am reporting is I guess that we 
have retreated from that aggressive stance and have decided that we 
don't want the most sales. I don't know whether we aren't able to 
manage it or whether it is just not manageable, whatever the reason, 
we do better this way. 

_Q. DO YOU WHOLESALE APPLES? 

A. We sort of have two divisions, one is strictly the retail market which 
we charge into the market, any fruit sold through the market just as 
if we had sold it to Kroger or anyone else. So the answer is, yes, 
we wholesale apples, but we do run the orchard and the market as if 
they are two separate companies, the market from the farm. That was 
one of the big factors on the turnaround in net profits; wages had 
gotten up to the point where outside the family they were approach
ing $40,000 and after closing four days a week, they dropped to 
$12,000. If we wanted to be open seven days a week and work our
selves probably seven days a week, maybe we would make more money, 
but we would go nuts and who cares. 

_Q. IN YOUR OPINION, WOULD YOU BENEFIT STAYING OPEN SEVEN DAYS A WEEK 
IN THE STRONG MONTHS OF SEPTEMBER AND OCTOBER? 

A. My guess is we probably would, but in the face of the substantial 
increase in October's business by closing up four days, it is hard 
to take it very seriously about opening up seven days. I have the 
feeling that many of you are like us; you are in a position where 
people seek you out; they come there because you are very special. 
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Certain things that they get at your place at certain times of the 
year, they will come. This is a very arrogant stance to take, but I 
really believe that if you are doing a good job on that specialty 
crop or two or three that you grow, they will come at your conven
ience. If you were only open one day a week, I think most of your 
customers would make it a point to get there that day because if 
you are like us everybody has to come out of their way to get there. 
We are not convenient to anyone. 

My brother David would encourage you all to put some wood burning 
stoves in your roadside marketing program, and he is selling them on the 
floor in the sales area. He is the manager of the market that did all 
these things. He feels very comfortable in small conversations among 
small groups, but he feels uncomfortable addressing a group like your~ 
selves. Frankly, it was all his idea, all to his credit and he could 
answer your questions better than I can, he just doesn't like to stand 
here and talk about it. David Lynd and his wife Dianne, you can see 
them throughout the rest of this day and tomorrow and they will answer 
any of your questions relevant to the market. 

_Q. WHY DID YOU GET OUT OF THE FRENCH MARKET STORE? 

A. It had basically a similar problem, it wasn't making any money and the 
solution there was, we sold it. 

_Q. WHAT HOURS IS YOUR FARM MARKET OPEN NOW? 

A. I think he opens at 10 in the morning and is open until 7:30 in the 
evening, Friday, Saturday, and Sunday only. At first I asked David 
what were the customers reactions and at first there were a few peo
ple who were very put out because they had driven 30 miles or 40 
miles to find a sign that said, "Sorry we are closed and we are open 
only on Friday, Saturday, and Sunday." We did try to announce this 
in advance and for several months, we told everyone that we were 
going to do this. But there were some people who only come to our 
place maybe two or three times a year and those were the ones who 
were unhappy, but as far as I know, the little flair of hostility 
among the few people who were angered is all smoothed over and I 
don't think anybody here has a happier clientele than we do. 

We thank you for being with us; we are sorry that you can't stay 
with us. 



VERMILYA: 

CARPETING AS A MEA.NS OF CREATING A 
FAVORABLE MARlZET Il1AGE 

Roger Powers 
Powers Farm Market 

Pittsford, New York 

Our next speaker is Roger Powers from Powers Farm Market in Pittsford, 
l~ew York near Rochester. He has a market in a high income suburb where 
zoning and acceptance are problems. First, Roger has a film to show. So, 
here is Roger Powers. 

POWERS: 

Thank you. I'm not here because I am a particularly decent speaker; 
it is just that I have made such a nuisance of myself the last seven or 
eight years at these after-the-banquet things where we pass the microphone 
around talking about our carpet that Professors Bill Eyssen and Gene Cravens 
got together and said, let's get this guy on the agenda and get him off 
our back and maybe he will come up with something different, so here I am 
to mention a few things. How our market and maybe yours can improve its 
image. Very briefly we are vegetable growers emphasizing sweet corn with 
practically a hundred acres, trying to retail everything that we grow 
through our roadside market. We're located southeast of Rochester, New 
York, Kodak Park, for any of you that don't know where Rochester is. We 
are eight miles from there; we are considered the bedroom community of the 
area. We are on a road that goes between two main roads; we have a lot of 
traffic, mostly slow moving. These people seem to desire a type of at
mosphere that reminds them of the country, rather than the chrome and 
porcelain we get everywhere. The people in our area are right back with 
Charley's wooden crates and they desire this type of home spun rustic 
11 backward" if you want to call it, atmosphere. When we did build a market 
finally after operating out of a wagon, we built a log cabin. This will 
be in this very short film. The floor covering itself, it has been called 
a carpet. I don't think it is thick enough to be called a carpet; it is 
essentially and I've left my samples back on the desk there that we can 
pass around; it is essentially indoor/outdoor carpeting. It is about 1/8 
to 5/32 of an inch thick and it is not a rubber backed affair. Ours is 
this rather putrid green. Why don't we just pass this around. I'm sure 
you are pretty much familiar with that type of carpeting; it is probably 
so common that nobody has even thought of using it any more. After re
ceiving the call to say a few words, we kicked the subject around with 
the gang at the stand as to what they felt and we all felt was so desir
able about this carpet. They are the ones who are trying to wear this 

-201-



-202-

carpet out. Probably the first reason that we initially installed it was 
appearance. We got off of our wagon, I mean we stopped selling off of our 
wagon, and built our building, we were so tickled with having a phone and 
a john and a roof and lighting and that sort of controlled atmosphere. that 
we just were ecstastic over this great improvement, but it didn't take us 
too long,only about a week or so, that there was just something nagging us 
that just wasn't right about the place. Eventually my wife decided with 
much applause, that it was the floor. Because I'm always coming in the 
back door, I never got a customer's view of the place. You walk in on a 
porch that has a wooden floor and there is this step up, so the floor is 
a little more elevated perhaps than some of yours where you just walk in 
right from the parking lot. So, the first thing you saw through the open 
door were a bunch of legs and this concrete floor. We are very particular, 
I guess I should say that, because if you are not, then the carpeting would 
have no feel to you at all. We are a clean program; we wash the windows 
three times a week; we sweep the floor every ten seconds, it seems. But 
with this concrete floor at least in our situation, it was messy, it was 
cold, unwelcoming, no matter how hard we tried to keep the area picked up 
and clean, it just didn't look right. So we installed this indoor/outdoor 
carpeting. I say installed--we slapped it down because it was in July and 
we just pulled everything out of there, put it down and that was that, but 
we were just delighted with it. After we had it installed we realized some 
further advantages of the carpet--it was skid proof. We had had some prob
lems around the corn display area, corn leaves, silks, and what have you, 
where something whether it be water or a leaf or something on the floor, 
it became a hazard. You just couldn't be there every minute to keep these 
areas picked up, so this was another little side benefit, that it was skid 
proof, whether dry or messed up. I shouldn't say skid proof, but it is 
practically that. It has also a sound deadening effect. Now in all of 
our market, hopefully there is some noise, outside traffic, dollies, prep
aration room and the carpet has an amazing amount of sound proofing, sound 
deafening effect. So that was another advantage of it. I'm sure we don't 
have any less dirt than before, but it became much less noticeable and we 
didn't find ourselves having to run around every few minutes with a broom. 
Our clean-up situation now is after we are done at night. We put away 
everything that we have to back in the cooler, a couple of high school 
fellows come in for about an hour and a half, go right straight through the 
place, wash windows, use vacuum cleaners, on window sills and use an up
right cleaner to vacuum this rug. That is pretty much it for the day. 
The following morning when we restock there is invariably some mess and we 
have one of those push carpet sweepers for this. This can also be swept 
because sometimes it looks like Jaws II around the corn area. We can use 
a leaf rake there so you can really use almost the same tools that you 
would on a concrete floor with the exception of the Hoover cleaner. The 
dirt doesn't seem to migrate. I've been in some places that are much more 
open air than ours where the wind in the wrong direction can just take 
anything that you have on the floor from just dust to regular dirt and just 
swirl it around your place. It doesn't seem to be this way with the rug. 
We have jams and jellies, anything in jars that you are concerned with dust 
on top. It seems to keep this dust and dirt down. Lastly, I guess it is 
comfortable. It adds just enough of a cushion to the concrete floor to · 
make it comfortable to work on which is important to the employees. I've 
never heard a customer comment on it, but it also in the colder months, it 
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adds just enough of a layer of insulation so that if anybody has to work 
on it, it keeps the floor from being too cold. 

Of course, nothing is perfect and even the best ideas have some draw
backs, but we were really hard pressed to find any serious drawbacks to 
this carpet. Of course, there is cost. If you don't put a rug down, it 
isn't going to cost you. I think we paid approximately 23¢ sq. ft. for 
it; this was back in 1972 and I did some shopping around now and it is 26 
to 38 cents a foot. Another possible drawback is the possible purchase of 
a vacuum cleaner of some kind to be used; we used all the ones up at home 
and wore those out and finally bought a real nice vacuum cleaner and that 
came down to the stand and all the old ones went back to the house. There 
is a possibility of having to buy one or two pieces of equipment. 

Although we have been able to clean up just anything that has ever 
been on the rug, we had some vandalism just after we installed the rug. 
Twenty gallons of cider were tipped over just about in the middle of the 
rug, and we survived that. Also, five pounds of honey, these types of 
things. I think we even had a person get actively sick on our rug, I don't 
know whether that was a reaction to the rug or just whatever. Those pos
sibly would have been somewhat easier if we had had a concrete floor, but 
it is not a serious thing and I wouldn't trade the rug situation for that. 
Possibly, somebody mentioned that it maybe requires a little extra care. 
I think the individual that suggested that had never took care of a con
crete floor. We had gone through that and as I said, we were so fussy 
about it that we really did spend a lot of time cleaning and invariably at 
a time when we didn't have the time keeping this floor area clean. I would 
say even though that is a possibility depending on your situation; for us, 
it really wasn't, it was a more controlled expenditure of time, and I hon
estly think we probably spend less time cleaning the carpet than we did 
with the bare floor. I guess I wanted to say, some bare floors look great. 
I made a lot of derogatory remarks about bare floors, wood, concrete, and 
so forth. I have seen an awful lot of attractive ones and I think it 
really depends on your situation, but this was our situation. If in fact 
the rug or carpet or whatever does appeal to you, there are still a few 
considerations. One is where to install it. I can't imagine it in our 
preparation area. It is just too messy, I think that would definitely be 
an out area. The sales area in our situation was just perfect; it added 
all these benefits that I suggested. Possibly very heavily traveled areas 
at the entrance way; we put ours there, but found it was better to put an
other carpet and one of the stiff rubber backed jobs on top of that. In 
the wintertime if that becomes saturated, you can yank it out and put an
other one on; that's not a serious thing, but that is what we did. Wall
to-wall or to put in aisles; our area was fairly small 35 by 40 being small, 
whether that makes a difference or not, we were aiming at complete flex
ibility so we could change our displays anyway we wanted to. We didn't 
have any solid displays; they were all on legs so that you could see all 
the floor so we went wall-to-wall. Some of you with. a more fixed situation 
could think possibly of putting it down in aisles or maybe just carpet a 
corner section where you are trying to informally departmentalize an area 
or just accent or change the mood of an area without partitioning. 
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Glue or tape? I wouldn't suggest glue; it is permanent, once it is 
glued down, you've got it, or it has you. Tape, a double-sided tape is 
what we used, the only problem we ever had there and it was eliminated by 
putting down more tape was in slapping this thing down, we put the tape 
around the perimeter and at the seams and put nothing in the middle. 
Eventually we got to the point where we were using dollies and the carpet 
began to wrinkle. At the end of that season, we just pulled it off, added 
quite a bit more tape and we haven't had any problems since then. Do-it
yourself or professional? I think the average that I discovered was $2.25 
a yard to put it down. Now, that's a lot of money for reasonably unskilled 
sort of thing. I would suggest doing it yourself. Cost--I would say there 
is quite a bit of shopping to do. When we bought ours that was one grade, 
fair. Now they have good, medium, and excellent anywhere from $2.19 to 
$3.49 a yard. I would shop around. Color I think is another consideration. 
Watch out for incandescent or especially florescent lightning can change 
colors of things, I would be careful there. 

Possibly how long will it last? We are open seasonally, very season
ably; I think we are halfway between all year-round and three days a week. 
We are open from the first of July until the 31st of October and we are 
open seven days a week from 9 to 6. October 31 rolls around and we are 
ready to quit. We are going into our eighth season, and it is beginning 
to look a little shabby. I don't think you notice it. I think if every
body looks at the ceiling now and tries to figure out the color of this 
rug or its condition you really wouldn't be able to tell me; I think that 
is where ours is now. We are going to wait another year until we expand 
and then we will probably do the whole new and old with the carpet and 
replace it then. It is indoor/outdoor carpeting; it is about 1/8 of an 
inch thick. It is not rubber backed; I wouldn't suggest that at all. I 
think even a rug salesman would tell you not to, because rubber backed 
and water do not get along. This stuff, I almost swear it will not wear 
out, it will not mildew; it stains somewhat. That is another cleaning pro
gram. Once in the middle of the season and once at the end we rent one of 
these Clark Whirler Cleaners and a Rinse-and-Vac and it just about elimi
nates all stains. This is my wife Betsy; she didn't want to be introduced, 
so I won't. This is about a four minute affair. This is about 1970. There 
is a fellow driving down the road with this wagon; we started on a pick-up 
truck before this. On the left he is pulling in there; this is the 35 mile 
an hour two lane road. There is clipped corn for 65¢ a dozen. Our worm 
control wasn't too good that year. This is when we finally decided to 
construct; we dug a hole, picked the only time of the season that we had 
this kind of time, threw up a foundation. There is the same road; where 
the car is now is about where we used to park the wagon. We bought a 
couple loads of logs from Vermont Log Building in Hartland, Vermont. They 
have a funny way of doing things in Vermont. I do this for my kids, so I 
will do this for you. I'm ashamed of the latter part of this film because 
we had a lot of slides taken and none of them turned out, so we had to go 
back after we were closed and it looked like a mausoleum and we tried to 
spruce it up with a fire. This might be another thing for a three hour 
lecture sometime. We are very satisfied with our log building. It is 
completely constructed on our own. There is our own Pumpkin Fantasylanq; 
that teepee and we've gone ·from one to two. There is my '62 Chevy; I 
paid $800 for that. That really is a teepee and the one behind it. There 
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is the wagon we started on with some painted pumpkins. We have this teepee 
filled with carved lighted pumpkins; this yea.r we went to a second teepee 
that had a black light with reflective skeltons and gravestones and that 
sort of thing. There is the original teepee; this is the first one we 
built; it wasn't dark enough, we. tried to get it almost black inside. 
These are my last two; the one with. th.e real short haircut is probably 
about two in that shot. He is a member of the Apple Growers Association. 
There is Shawn, a girl, a lot of the boys have haircuts that short now. 
This is the mausoleum taken about ten days ago. We had to throw some 
stuff on the floor to show you how ugly this looks. I think it is about 
two above, so if the camera begins to shudder a little. You notice there 
is no big difference here; it is sort of nondescript, this is the carpet. 
This is the only corner that we could make presentable at the time. That 
little Franklin stove is great; a little thing temporarily put in there, 
but it is a great thing. The wives and the kids come in and watch their 
husbands pick out the pumpkin outside. This is to demonstrate that the 
thing won't wrinkle in this sort of situation, but of course right at the 
end there you see a wrinkle. I guess my concluding statement is, could 
you take your kids down at your farm market when it is about five below 
ten feet from that fire and have a little family chestnut roasting thing 
in your farm market? 

We started out selling what we grow by popular demand. Now we sell 
everything--grapes, cherries, black raspberries, red raspberries, purple 
raspberries. They look better on the display. Those are one of the few 
things that will stain, that is what I would say is a minor problem. All 
I can say is this carpet looks better stained than a lot of concrete 
floors that I've seen. It doesn't stain badly, but you are right, it is 
the aging process that makes you finally replace it. Carbon Tetrachloride 
will take that off; I have a knife that cuts through everything from 
watermelons to gum on the floor, and I usually scrape that up and what
ever is left, the carbon tet will take it off. We don't have any buckets 
of water around. We have an old brass spitoon on the front porch and a 
sign "Please" with a picture of a cigarette. Most put their cigarettes 
out, but we do have some people smoking. There is an occasional cigarette 
on the floor; they swash it off on the floor and it doesn't seem to have 
bothered it. I won't say it is nonflammable because in front of that 
fire, I like to have the stove open, because it adds to the atmosphere 
and so forth, and every once in a while a spark will come out and it will 
burn a tiny little hole through it, but as for cigarettes, no problem. 



VERMILYA: 

CIDER AS A MAJOR RETAIL SALES ITEM 

Ed Wasem 
Wasem Farms 

Milan, Michigan 

Now, do we have a gentleman from the state up north? I guess now that 
Woody Hayes it out, we can talk about Michigan. I'm looking for an Ed 
Wasem. Ed is going to talk about cider; I assume this is fresh cider, not 
hard cider. Cider as a major retail sales item. Ed will tell of his farm 
and cider operation. Now, Ed Wasem. 

WASEM: 

You know being the last one on the program is quite difficult after 
three good speakers. You are probably getting itchy in the chairs and kind 
of looking for that 3 o'clock time and so forth. Well, I tell you, I'm 
from Michigan. I'm closely connected with the promotion for Michigan Ap
ples and Michigan products. I'll tell you a little bit about our opera
tion. I did bring a brown bag for my lunch here, and I'll show you what 
is in there in a little while. Our place is located about halfway between 
Detroit and Toledo. We have about 115 or 120 acres of apples, primarily 
all semi-dwarf. They have started to produce pretty heavily. We have 
been in business since about 1956 with semi-dwarf trees. We have some 
pick-your-own cherries, and we have one business that we are going out of 
pretty fast and that is peaches. We had 40 acres of peaches and we thought 
we were making some money on that. We thought we would make more money if 
we would take a bulldozer and push out 25 acres and then I wouldn't have 
to pay for all the labor on everything. That left us with 15 acres and 
they are going out this winter sometime. Then we will be out of the peach 
business. We are expanding in apples. We sell a few products in our sales 
room there. We are not in the grocery store business or supermarket busi
ness, but we try and sell the things that we raise or make. This past 
year we made a lot of cider, we sell apples and we have pick-your-own on 
apples and pick-your-own on cherries. We put in a doughnut machine after 
about six or seven years waiting, and I think this year we sold about 
10,000 dozen doughnuts. That helped our cider business out too, because 
I think they bought more cider to kind of rinse the doughnuts down. We 
even had to put in some coffee because a lot of people didn't like the 
doughnuts and cider together. We had a lot of fringe benefits over that, 
but I think all in all they have increased our business quite a lot. 

We also have sold at the Farmers Market in Ann Arbor for about 35 
years. Business is so good there we really hesitated in expanding our 
sales at home, but for the.last six or seven years, we've been putting 
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more emphasis on our sales at home as well as in Ann Arbor. We also pack
age apples for the chains. This cider business has become really remark
able. How many of you people make cider? Well, most of you can come up 
here and tell me more about it than I can. But, anyway, we make quite a 
bit of cider, more than 40,000 bottles last year. In Michigan we raise an 
assessment with the apple people for the promotion of apples and cider. 
Where has cider been and where is it going? You know years ago when you 
would pick an apple off of a tree, you would have an apple to eat and then 
if you would find some half rotton ones on the ground, you would grind 
those up for cider. Then as time progressed they found out they could 
can applesauce. Then you had fresh apples and some rotten apples made 
into cider and you had applesauce. Then when the freezers came along they 
decided they would freeze apples and apple slices. Now, we consider that 
processing is primarily apple slices,applesauce, and cider. The juice 
market in 1976 increased greatly over the previous year. That is all 
juices, but apple juice increased 15% out of that. So, apple juice and 
cider is really beginning to come into its own. We have quite a few good 
sized operators in Michigan that are producing cider for roadside markets, 
for chain stores and other outlets. It is only been in recent years that 
the chain stores have given shelf space to cider products through the year. 
You go into some of the big chain stores now and you will find that they 
give quite a lot of convenient shelf space to cider. You can just walk 
in there and pick up that jug of cider and walk out. 

We have a company out in the state of Washington named Treetop that 
is the largest processor in the United States, and they are producing a lot 
of juice out in Washington, but you know in Washington they have mostly 
Golden Delicious and Red Delicious apples and it really doesn't produce a 
good combination of juices; it is really too sweet. So now, they got 
smart and they got hold of some people in Michigan and ~ichigan is grinding 
up some of their good apples, juice apples, something with a quality taste 
and they are shipping this juice to Washington to mix with their juices. 
We have some companies from Pennsylvania coming over for Michigan juice. 
Some friends of mine who were in California between Christmas and New Years 
came back and said, "Ed, you ought to take your cider out to California; 
they get $4.95 a gallon for it out there." Roadside markets get that price. 
I was down at the Convention of International Apple Institute in New Orleans 
and Grand Rapids cider was selling for $2.50 for a half gallon down there. 
You can see the possibilities of apple juice and the demand for it. Just 
the other day, a letter came from California to me that was sort of inter
esting. It was from a brokerage house in California. It says, I have a 
need for single strength apple juice. The best method of delivery for 
single strength apple juice would be in bulk trucks of approximately 24,000 
gallons. Concentrate can be packed in drums. If either or both are un
available, please ship me 50,000 cases of half gallons in glass, and 100,000 
cases of quarts. There was no price on it or anything else. I tell you 
I'm just a little fellow in this thing, not one of the biggies. At a 
shippers meeting last week and I gave the letter to one of the biggies. 
They looked at the letter and kind of laughed and they said, "We are so 
busy now, we don't have any time to do anything." They ship cider to 
Kansas City and all over, four or five semi-loads a week. So, you can see 
just where we are getting onto in this cider thing. 
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Where does the roadside market fit into this? Over the period of 
years, they were able to make cider fresh; either you put it in a barrel 
and put it in your basement and let it forment or you bought some and it 
would forment. Now, in order to sell it through the chains or to sell it 
in that manner, you had to have something to keep it a little better. 
Then they put this Benzoate of Soda in it. One of the people in the back 
of the room used it for quite a while, I don't know whether he still uses 
it any more or not. It gave it an off-flavor at least to me anyway. Then 
they started filtering it to get the real clear like vinegar, then they 
started the pasteurization of it. I've tasted cider under these processes 
from a number of different places and frankly, some of this that is pasteur
ized tastes pretty good. If you get it good and cold and it is a pretty 
good drink. A lot of people are replacing orange juice for their break
fast drink with cider, but when they taste some good cider, some good fresh 
cider that has nothing in it, but just apple juice and it is fresh, that is 
the thing that they like most. This is where the roadside markets come in. 
This juice that you buy in the gallon jug, that is pasteurized and every
thing, is not always of a good blend of apples. I think the smaller grower 
has a better blend. Now this Rome apple; it is a nice looking apple and 
as an eating apple sometimes people say it is pretty good,sometimes they 
say it is good to throw at the other guy, but frankly, it doesn't have a 
real good flavor; it doesn't make good cider. But if you take a Delicious 
apple which is sweet and you take a Jonathon apple which is a little tart 
and maybe a Golden Delicious and you come up with a blend of apples and 
then you get a good cider product. We make quite a bit of cider and we 
take a sample out of each pressing and we try to get it all the same and 
we put it -in some tanks and then we bottle it. Sometimes it isn't mixed 
just as well because you might run more apples through the grinder at this 
time on the press than the other. In the end it is pretty well mixed up. 
There is a lot difference in it, because there is a lot of difference in 
the flavor of the apple. Now I was down here a couple of years ago and 
selling retail we got some competition I think some of it might be sitting 
out there on our Farmer's Market. As I said, we sell in Ann Arbor and we 
have a lot of young University people there who want everything natural. 
They want no spraying, none of this, none of that. We spray our apples 
probably 15 or 25 times and we don't make any bones about telling people 
about that. This particular year on our cider jugs I thought we ought to 
do something different. So, I had the printers print up a little label 
that said "Special Blend." We stuck one on the side of our other labels 
on the cider. People drink that--boy, that's good--that's really good-
that's better than your other cider. On the market they come out and ask 
for the special blend, I don't want the other kind. Sometimes they 
wouldn't be able to get that sticker on all the jugs or maybe sometimes 
it would fall off or something like that. All they wanted was the special 
blend. I really had to quit that because it sent a couple people working 
for us about nuts because they had to explain to these people what the 
difference was between the regular and the special blend. Over the years 
now a number of other people sort of took our labels and they put their 
name on them. We used a stock label for the cider, and they put their 
name on it and the people look at the label and it looks like ours, so they 
thought it was our cider. I got tired of that and so I spent $200 having 
some art work done. I really spent last spring and sunnner trying to figure 
out what I wanted on that label. One of the things they always ask is 
how much sugar do you put in it. I said, I don't put any sugar in it. You 
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can't see that from here, but I have one on the board that you can take a 
look at. At the top of this label it says 100% natural, because we don't 
put anything in it. There is a picture of an old mill; the artist drew 
a picture of an old mill where you grind the stuff by hand, it is an old 
wooden log thing. They put it into some wooden drums and things like that. 
I suppose they did that maybe a hundred years ago. I know I was down in 
Mexico one time and they were grinding sugar cane with something like that. 
We have our name here and that and then Keep Refrigerated and then our two 
addresses and no sugar added. You'd be surprised of the number of people 
who come up and say now, that's the kind of cider you want, the kind you 
don't put sugar in. There is a lot of psychology in this, because if I 
say "No Sugar Added" on the label, some customers think the other people 
may add sugar. Nobody adds any sugar to it really, but it isn't fraudulent 
to just tell them that there is no sugar added. They will come up and 
look at the label and look at the pictures and everything else and after 
awhile all they want to see is that green label. That 1 s the thing they 
want. This is just another little thing that we've done actually through 
the cider business our way to some extent. I've got quite a few things 
listed here, but I'm not going to get around through all of these things. 
But one of the things that I'm really glad to see, I'm glad to see the 
juice people increasing their volume of sales, because what it is going 
to eventually do is to increase the price of our cider apples. Out in 
California and Washington the price of cider apples is about the same as 
processing apples. The use doesn't make any difference any more. That 
insures the people who are making juice of getting a good quality apple. 
We have some mills in Michigan that I'm going to mention by name, that 
buy their apples that we call garbage. Now, cider apples this year 
started out at $4, they are up to $5 now, and I think they are going to 
go about $7.50 or $8 a hundred before it is over with. It doesn't in
crease the price of cider so much in the end, but it encourages the growers 
to get them some good quality merchandise. All of these roadside markets 
has a good chance to either make their own cider or juice and blend their 
own good grade and nearly everyone's cider will taste a little bit differ
ent. If you can get a following of your own, people will stick with you. 
Some of the places in Michigan make cider for three or four roadside mar
kets. They make it for themselves and several others. In southeastern 
Michigan about ten years ago, there were 15 known cider mills, of course, 
there are always some that you don't hear much about. Last summer there 
were 118 in southeastern Michigan. I just talked to one of the salesmen 
downstairs and he says he sends 225 brochures to Michigan people who are 
interested in cider, so I don't know whether we have 225 small mills up 
in Michigan and that is only one of the salesmen and then you have one 
over in Goshen, Indiana, who does a lot of business in Michigan too. This 
thing is really booming. When you get the people in your mill to buy 
cider, they will buy some of the doughnuts and if they want fresh cider, 
they can't keep it too long because it will ferment and they will be back 
in twice a week after the cider. We've got people who drink three gallons 
of cider a week. Every week he is up there after cider. He said they 
never get tired of it. I would kind of get tired of it, but some people 
go in one direction for one thing and some for another. 
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_q. WHAT KIND OF A PRESS DO YOU HAVE? 

A. I have a 36 inch press from Day. 
on a used press one time and the 
for it, so he took it back and I 
much more. 

I had a small press and he sold me 
thing fell apart, and I wouldn't pay 
bought a good one from him for not 

_q. AFTER PASTEURIZATION DOES THE CIDER NEED REFRIGERATION? 

A. I think if you don't open the seal it will stay good for six months 
or sQ, maybe even longer. It will stay right on the shelves in the 
stores. 

_Q.. WHAT VARIETIES OF APPLES DO YOU USE IN THE EARLY FALL? 

A. Usually Mcintosh and Prime Gold, then Jonathon. You really get your 
best varieties of apples after about the middle of October. Then we 
can have consistent quality right through the winter because we have 
a lot of different kinds of apples. Last year in the fall a lot of 
big cider markets were quite discouraged because the sugar content of 
the apples was poor until late in the season. 

_g_. WHAT ABOUT APPLE JUICE CONCENTRATE? 

A. I'm not familiar with the concentrate. We have three ot four manu
factures in Michigan that make it, and I think they use one part of 
that and three or four parts of water to reconstitute it. Frozen 
cider is good if it is thawed and properly mixed. That is the 
secret of single strength frozen cider. 

Q. DO YOU FILTER YOUR CIDER? 

A. We don't use the filter process. I thought at one time I would put a 
filter process in but we discovered that it takes some of the flavor 
out of the cider. Our main filter is we just use cheese cloth to 
strain it through, to take care of the excess pumice or anything else 
in there, and as a rule, it is pretty good if the apples are hard. 
Last week we ran into some overripe Red Delicious and we got quite a 
little pulp in it. 

_g_. HAVE YOU EVER CONSIDERED FREEZING CIDER YOURSELF? 

A. We don't because we make it about 10 to 11 months out of the year. 
Our Edison bills are high enough up there. 

Q. DO YOU NOTI.CE MUCH TASTE DIFFERENCE BETWEEN SAY OCTOBER'S CIDER AND 
MARCH'S CIDER? 

A. The cider starting out is with just a little greener apple and they 
keep getting riper. We won't open our CA until about February 15. 
Taking the same apple, say a mix of Reds and Goldens and Johnnies, 
making it in October and making that same apple in March out of CA' 
storage, how much difference in flavor are you getting? I know 
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there is a lot out of common storage, but I'm interested in whether 
CA really preserves that good fresh flavor or not. You don't get so 
much_ after the storage is first opened, hut I know in ,May and June, 
it gets pretty sweet. It doesn't make a real good cider at that 
time, but the thing of it is, people are demanding it so we do the 
best we can. Thank you very much. Take a look at these things on 
the bulletin board. 



BANgUET 

Master of Ceremonies: Charles H. Ingraham 
Department of Agricultural Economics and 

Rural Sociology 
The Ohio State University 

Our speaker tonight has had a varied background. Ile got his Ph.D. at 
Ohio University down at Athens; he has done graduate work at the College 
of William and Mary, he has had administrative experience as chairman of 
the Humanities and Communications and chairman of the Virginia Community 
Speech Connnittee; he is co-ordinator of the district regional speech tour
nament for high school students in Virginia; and the thing that interests 
me most is that he is on the Board of Directors of the World Modeling As
sociation. That leaves a lot for imagination, but our speaker for this 
evening, Dr. Arnold Abrams, is professor of speech at Thomas Nelson Com
munity College. I won't go through all the pedigree here, because Gene 
said you don't need to read all that pedigree, because we brought him 
here for speaking not for breeding. For your topic now of "Body Language," 
I give you Dr. Arnold Abrams. 

BODY LANGUAGE 

Arnold Abrams 
Personal Success Unlimited 

Newport News, Virginia 

Ladies and gentlemen, can you hear me back in the corner? You and I 
spend all of our time communicating. We communicate with ourselves, and 
we communicate with other people. It is funny, but I communicate with 
myself by whistling; I enjoy it. But when you whistle, people look at 
you, like, what are you so happy about? If I were sad, I guess they would 
accept that. The times that I have gone into an airport and I forget that 
I am in an airport and I end up singing, and they look at you like you are 
wierd, because they don't expect you to sing. You communicate to yourself 
in the morning. "Oh, it is another Monday. I really don't want to get 
up." Do you know people like that? They give you that look, "I feel ter
rific." You didn't buy that did you? You know we do that when we look 
good. When a woman comes out of a beauty parlor and a man comes out of a 
barbershop there is something we notice--their posture. Shoulders are up, 
head is up high, and it is sort of like saying, "Look at me." When you put 
on the outfit, afraid of no .one, "You outdid yourself, Arn." 
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When you wear that old robe with the scrumpfy slippers, you know the 
slippers you should have thrown away three or four years ago. Your hair 
is in curlers or it is a Sunday and you don't shave. I always find that 
is true when I do gardening. It is funny when I garden outside and I end 
up needing something. Here I am in my sweats so I figure I will sneak 
off to K-Mart or some other place to get my bag of seed or whatever it 
happens to be. I just want to sneak in there for a bag of fertilizer. 
I don't want anybody to recognize me. Hi Doc, how are you? Perception 
of self, related communication. But most important I will talk about 
communication as it relates to two or more people. 

We communicate three ways. One, we communicate with words. Two, we 
communicate with voice. Third, we communicate with body language. I can 
say one word and just change that one word in order and I change the mean
ing of the whole sentence. Only I have eyes for you. I only have eyes 
for you. I have eyes only for you. I have eyes for you only. Now, what 
did I change? One word. I changed its place and I changed the whole com
munication. It is funny, but it is true. I can change one word and some
one will get up tight over it. I say a four letter word, for example, have 
you ever hammered yourself. You take the nail and you go--. What would 
happen if I said, "Oh defacation." People wouldn't react. I was in an 
airport; I was trying to get a rent-a-car. The woman was very short and 
curt, and I looked at her and I said, "God bless you." She said, "I 
didn't sneeze." It is fascinating. 

To me words can say a great deal. But the problem is at times they 
are but words and we don't realize what voice can do. For example, I 
love you. Did you get that feeling? I love you. Oh, all right, I love 
you, now let me go watch my ballgame,all right? Or, I love you. 

I'll change to the third element. Which is the visual. For example, 
my daughter is age four and one of the companies over there, I bought a 
t-shirt which says "I go bananas for you" or something like that. But 
when my daughter she knows when to wiggle, when to smile. She can come 
over and say, "Daddy, I'd like to have a cookie." "Sorry Jenny, it is 
4 o'clock. It is too close to dinner, no cookie" "But Daddy, you know you 
are my favorite Daddy. And I would really like to have a cookie." Then 
she knows how to come closer, sit on your lap, give you that little kiss, 
and say, "Now can I have my cookie?" 

When you spank a child, when you send a child upstairs to their room 
sometimes they will give you that indignant look, a slight sniffle, then 
they go up the steps and I swear they have a public address system. Be
cause it seems once that kid gets upstairs, what do they do? Wahhhh! The 
neighbors think, what have you done. You clobbered your kid. Communica
tion. How are you doing Duke? You're Matthew right? You're from Amherst, 
Massachusetts. I met you beforehand, come here for a minute Duke. Can I 
pick on you for a minute? Matt,how old are you? Six. You are six years 
of age. Are you too big for me to pick up? What are you about 45 pounds? 
How tall are you? You can sit down now Matt. I have a son who is about a 
year older. You remind me of a story. When my son went into the first 
grade, he gave me the big squeeze and the kiss. I said, "I love you 
Robert." He said, "I love you too, Daddy." Then he went off to class. 
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As the year progressed, he got out of the car, would throw me the kiss, say 
"Good-bye Daddy." As the year progressed a little bit farther, he would 
get out the car, I would look and wait for the kiss and I was lucky if I 
got even the good-bye. You see body language changes with age. My little 
girl is four years of age; I can still pick her up; I can give her a 
squeeze and give her a kiss. She can go up the steps and I can give her 
a little pat on the rump. It is okay. But as the years progress, that 
is going to change. For those of us who are men can remember when our 
fathers said to us, "Son, you are too old for that." There were times when 
I would notice that there was one thing where in private I could give him 
a squeeze or a kiss. Like my grandfather, I could go into the den, I could 
give him a kiss on the forehead and say, "Hello Grandpop, how are you?" 
In public, what did we do? We always shook hands. In other words, body 
language changes depending upon one, age; second, body language changes 
because of whether it is public or it is private. There are certain things 
that we allow in public or don't allow in private or vise versa. Would 
you buy that? Come up here, relax. This is kosher. Now if I hold your 
hand like this, how do you react as opposed to. Relax. Is that your hus
band? Good. Everything is fine, sir. Do you sell raspberry jelly? How 
do you react between the two? One, I hold your hand with my fingers in
tertwined with your fingers and the other one like that. Which one do 
you react to more? This one you react to more than that one? That is 
interesting because usually a woman will react more to an inbetween the 
fingers handholding. It is okay. Sit down for half a minute. 

I've always wanted to do this at Kroger's, because tbe Kroger's tnat 
I remember used to have piped-in music. I always vanted to go to a w01~1an 

in the produce section and say, :'They are playing our song." Now, the 
interesting part about this is if we are dancing, notice how close we are. 
Even in public, even t11ough we are total strangers. Right. Why? Because 
we are dancing. That makes it okay. But if we weren't dancing, would you 
allow the same space distance? Would you allow me to have my ann around 
you? A total stranger. Not very long. Not even in Kroger's. It is in
teresting. In the context we would accept it. In one context, which is 
a dancing context, we would accept the spatial distance. 

If we are coming out of a stadium, we allow a lot of people to be 
crowded; we allow that. However, in a normal situation, we don't. To 
illustrate this point, I would like for this entire table to come up front. 
The whole table, including you sir. Come on. Where did you get that 
jacket, sir? It looks like a pajama top, doesn't it? I can't believe 
that one. Now, notice what the instructions were. Even after I talk about 
space a little bit, I said, 0 Would everyone from this table please come up 
front." What do they do? I've done this thing hundreds of times, and 
I've found people will generally stand in line and everyone has their own 
little space or territory. The only question is as she would agree over 
there in the corner, is what to do with your hands. One, parade rest. 
~vo, reverse fig leaves. Suck in the gut or excuse my butt. Occasionally 
you will get a guy who is casual. Just cool me. But everyone has their 
own little space. 

Now I would like for all of you to please get into the elevator. I 
have an elevator about this size. Would you please all get into the 
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elevator? Let's go. Now notice what they did. As soon as you say ele
vator, we'll squeeze right in there. What do you expect me to do? Get 
in the elevator, turn around and say, 11Fourth floor,· please." Then we 
all play Sesame Street. Third floor, fourth floor. That's my floor. It 
is true. What really throws people off is if you get into the elevator and 
do this (face the rear). What will bother her even more. is if you do this 
one, "Excuse me, would you take a half of a step forward?" Oh good, fine. 
Don't worry about me. I just breathe heavy. Now I would like you to stay 
up and the gentlemen in the back. The rest of you may sit down, thank you 
very much. Okay, Joan. What I want to illustrate is the following point. 
Would you come over here for half a second? Autographed pictures are 
available in the lobby. How are you Joanie? I want you to stand right 
over here to my right because I'm left-handed. I like a person to my right. 
If you are right handed, you like the person usually to your left. You 
are less than 18 inches away from me. No real problem because we are 
shoulder to shoulder and who worries about that. You are looking that way, 
and I'n looking that way. I won't even make an off-color remark. Forget 
what my room number is. Now, I'm behind you. She already reacted; did 
you notice the shoulder change, the tension is there. What did I do? I 
didn't do anything. I didn't touch her. I didn't even breathe heavy. 
Watch my hands. I didn't do anything, but did you notice she moved? Now 
watch me again. I'll do it this way because of the microphone. All I'm 
going to do is come around to the side, come around. Did you notice what 
you are doing? You are biting your lower lip. I haven't done anything. 
Stand sideways for half a second. This in terms of space and distance is 
violation of territory because one, I'm close; second, and I accentuate it 
because we are shoulder to shoulder, just about, and also we have direct 
eye contact. The irony of this is my foot is here and all I'm going to 
change is the angle. We seem farther apart. 

It is not the physical distance between people that counts, it is the 
psychological space or distance. Remember that. Now let me show you how 
you can apply that. If you were standing behind a counter and you come 
around the front, it is almost like you are coming into somebody's ter
ritory. It is funny. If you stand behind the counter and say to someone, 
11 Can I help you, 11 they expect you to be there. But, if you come around 
to the front of the counter, "Hi, can I help you?" it throws them off. 
Now if you engage in a casual conversation with somebody and you walk for
ward. The two of you are just chit chatting about things and everything 
going alright at home, or I haven't seen you for a few months, how is 
Martha? They accept this. But most people for some reason, that physical 
barrier is the stand and you are behind it, and they expect you to stay on 
one side. If you come on this side, you are in my territory. 

Bill, come over here for a minute. Now if I shake hands with you that 
is normal in our culture, shaking hands. How about this one? We don't do 
two hands. The only one who can do two hands is a clergyman. \'Nice to 
see you again. What are you doing h.ere, it isn't even Easter?'·' The other 
one that I get is usually the one from the salesmen. Or from someone who 
wants something. I always know that. What are you doing about the church 
carnival? We maintain a barrier by the shaking of hands; we judge by some 
extent masculinity by the shaking of hands. We dislike what is called the 
wet fish handshake. But what really irks us is playing the games. Let's 
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just shake on that deal, and then release. lf 1 hold, you will think that 
I'm weitd. We don't expect men to hold on, that's all. The irony of that 
is in Iran it i,s a sense of strength. And if you let go too quickly, it 
is a sign of weakness. In We.st Virginia when they shake h_ands, coal miners 
and I find members of the trucking industry, they always squeeze your hand. 
If you want to give a finn hand shake it is almost like, '1'lhat 's wrong 
with you?'' 

I was in Las Vegas in September; somebody was kind enough to get me 
out there for a speech. I lost $10, plus. I didn't lose my shirt, I came 
back with that. The shorts, I left. I wanted to talk to one of the guys 
who was at the Black Jack table and he was free. So, I spent about 15 or 
20 minutes trying to get some insight; trying to get him to answer some 
questions. Not thinking twice about it as I would do with just about any
body else, I went to shake hands and say, "Thank you very much." He did 
the following. You have to realize in Las Vegas that up on top in the 
ceilings there are people who look through those glass ce~lings and are 
checking every single Black Jack table and every table as well as on some 
occasions, video taped. The security is tight. The guy clapped his hands 
to show that he had nothing in his hands and then only shook hands with 
half the hand. The reason for that is to show that he wasn't passing me 
a chip. 

In New York where millions of dollars are exchanged daily, if you 
shake hands, it consunnnates a diamond deal. Nothing is on paper. Nothing 
is written; you don't have to. Shake on it, that's it. There are many 
people who still believe that way; you shake hands, that's it. When you 
were kids remember betcha, betcha. My son came home and I had my fingers 
crossed. A deal. The interesting thing about it, and I'll give you one 
tlling that's changed with a woman. Would you stand up for half a second 
please? Now in the old days a woman would shake hands with the palm like 
this. Today, women are actually shaking hands. The old European style 
was to kiss the hand and was perfectly acceptable. I did that in one 
audience and the woman was Mormon. I went down to kiss the hand and 
no, she did not allow that. Different people react differently. 

One thing I find about men and men say they are not sexist. Is men 
do this, "Dear, how are you?" They wouldn't dare do that to another man. 
If I came around to you like that, I wouldn't kiss your hand either. We 
wouldn't do that. Where with Matthew I wouldn't think twice about picking 
him up and giving him a squeeze. I wouldn't think twice about it. Change. 
In one culture if I said, "Sir would you dance? 11 In America, of course 
not. But if we were Greek, of course. If we were Russian, of course. If 
we were Jewish, of course. One culture allows it where another culture 
would not allow it. 

If you and I were playing basketball and you did a terrific play, I 
would give you a little pat on the rump and say, "Hey, great play." You 
just threw a touchdown pass in the Super Bowl, I would give you a little 
pat on the rump and say, 11Hey, great play.If You hit a home run, I would 
give you a pat on the rump. and say, "Hey great. 11 And yet you come out of 
a business meeting and I say, nHey. 11 You can't do it. That is interest
ing. In one situation you allow it, and in another situation, you do not. 
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Let's think of another one, eye contact. If I look at you from over here, 
dear, it is okay. I can smile, I can flirt, and I can wink. Not a threat 
in the world. But you see, if I come over here. He is looking at his 
notes. So far, he doesn't give a darn. Is he with you? I'm about to 
choke on this mike cord; he figures I can only go so far. Now you notice 
that I'm looking. Now you become overly aware of my eyes. Back there it 
didn't involve you; you didn't notice the fact that I have beautiful hazel 
eyes. Now you are well aware of it. You can read your notes again, sir. 
Now it is interesting. 

In other words, ·if I change space or distance, I have eyes. In your 
business that is critical. Because I will tell you what some people do. 
It is one thing to look up to people and say, "Can I help you?" It is 
another one to give them what is called the electronic eye. We dislike 
that. Second, there are certain people that for some reason, we do not 
have an innate attitude because there is no such thing, but there are 
certain people that we suspect. We question for one reason or another. 
We look at them. Keep your hands off the fruit. We don't say this; we 
just look at them. You are not going to buy that, what are you looking 
at it for? I wish you wouldn't handle the merchandise. Or once in a 
while, we give them the laser beam look which is almost like drilling 
through their whole body. Zappo! We like people to look, but we don't 
like people to stare. And we definitely don't like people to gawk. It 
is true. 

The other thing we do which both bothers me to some degree a tendency 
we have with people. I'll come over here for a minute. Why don't you 
stand up for a minute, dear? Because you are wearing lavender green and 
I like that. Is that lavender green? Kelly green? Abraham Lincoln 
green? Robin Hood green? That is what I meant to say before, Robin Hood 
green. There are some people we look at with what is called the total 
look. You just take it all in and say, cute. Then we have what is called 
the elevator approach which means we go floor by floor by floor. Then 
there is the third approach which is the straight walk-in. You see how 
she reacted. At first she didn't mind my coming over and looking; it is 
sort of like saying, "I agree with you. I am cute." But then when I 
started doing the floor by floor routine, she wasn't too choked up, right? 
Then when you caught where my eyes were looking, you were going to slap 
me. Thank you. Now the irony of this whole situation; let me give it to 
you. Men think they are the only ones who look. I want you women to know 
you've really got them fooled. Because a woman looks too, but the one 
thing I find with the man is men don't like another man to look. You know 
right where I'm looking. Why is this important? When we greet people, 
initial eye contact. When we have conversation with people, we need to 
maintain eye contact. What really annoys us is when we talk to people 
and they don't look at us. Have you ever said that to your spouse? There 
you are talking, "Sweetheart, I'm talking to you." "I've heard every word 
you said, dear. Just give me another minute for this ballgame." "No, 
I'm listening to you dear, I just noticed something at the other table." 
"Yes dear, you were saying something about David. He needs his teeth 
straightened. Yea, he should." Where am I? The rule they used to teach 
us in public speaking class is don't look at anybody in your audience, 
they can make you nervous. Look right above them. Hello, good evening. 



-218-

It is a pleasure speaking before this group on a subject that I know each 
of you would be interested in. Everyone except for the little one, in a 
year or two she will come back. Look where my eyes are. You know where 
my eyes are. Where aren't they? They aren't with you. How many times 
did we have teachers that did this? Good evening. It is really a pleasure 
to speak before a group at this time. Usually in my duties as a county 
administrator, I don't always get an opportunity to speak before the peo
ple who I represent. However, I want you to know that I feel very strongly 
about each and every one of you. This evening I would like to talk to you 
about a subject that I think each of us will find of extreme importance 
because it deals right here with our home town. The topic is, "Water Pol
lution and Agriculture as it Relates to Education and the Neolithic Pe
riod." Now you and I have heard speakers do this. Where are the eyes? 
We had a speaker once who was a teacher at the University of Maryland, a 
history professor. That was how he started, at the beginning of the hour 
he looked down at his notes and he never looked up until the end of the 
hour. The only question was, we tried it one day, we all left the lecture 
hall. The thing was with 25 people, could we leave that 1.ecture hall 
without that instructor noticing it. He didn't. 

"Sweetheart, I want you to know that this really means a great deal 
to me. And I'm glad that after a long and hard day that you and I can 
really talk things out like this. And I'm sorry that I've been irritable 
in the last couple of days. I'm sure we can work things out because it 
would seem to me that a husband and a wife, I don't have enough money for 
tomorrow." Where am I? I'm anywhere but where I should be. Have you 
ever walked into somebody's office and they are playing with a paper clip. 
You know what that does to your ego? What I also like. Have you ever 
walked into a store and the person has the bag out before you have bought 
anything? Or in your business you do the same thing. I find that there 
are people who say, "Okay, 12 ears of sweet corn, that's 98¢. Will there 
be anything else?" Why are you giving me the bag if you are asking me if 
I want anything else? Obviously what I am going to do is take the bag and 
leave. If I count out the 12 ears of corn, let me tell you if I say to 
you, "Do you want anything else?" Sometimes that goes over dead. Where 
I can look at you and say, "The tomatoes are terrific." Or "I noticed you 
didn't get any of the cucumbers to go along with this." 

It is incredible; suggestion works. "Have you tried our new honey? 
It just came in." That is marketing. But do you know what if I do this? 
If I'm going to the cash register and saying, "Ninety-eight, forty-eight, 
two tomatoes, you should have gotten a dozen. Forty-two. Squash, sixty
eight. Okay, sub-total $13.50. Is that it? All right." No! You'd 
read a person's eyes at the cash register. "Is there anything else? I 
need the money. I don't care if you are going to use it; buy it. It has 
been a slow July. It should have been my good month." What can my eyes 
see? Has anybody ever asked you that ritualistic question, "How are you?" 
You know what you say, "Fine" even when you are miserable. I made banana 
fritters one day and I heated the oil. Now I want you to realize that I 
have eight years of college. I am a Ph.D., outstanding educator in 
America. You will appreciate this story. Being an extremely well-educated 
man that I am, not to ment.ion Who's Who. I have the oil cooking on high 
with the cover on it. And I lifted the cover off and low and behold the 
oil was on fire. What does this brillant college educated Ph.D. do? You 
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pick up the pot, of course, and try to take it out the front door. I 
burned my hands; I singed my eyes, part of my hair was removed and I don't 
have enough to afford that. I went to the hospital and the only thing 
they were arguing was whether I had a third or a fourth degree burn. All 
I know was it hurt. The doctor gave me these funny little white pills. 
They said it was codeine; I think it was more like cocaine. I don't know 
what it was, but I felt so good. I'm bandaged up to here. You've got to 
realize my hall is singed all over the place. 

The following day people said, "How are you?" Like a jerk I said, 
"Fine." After a while I began to think what are you saying fine for? You 
usually say things like, "Great. And how i:Io you feel?" So after a while 
I used to say, "Oh, I feel miserable." "Oh, that's nice and how is every
thing else?" People don't listen. That really concerns me. 

If you and I are going to communicate, if you and I are going to re
spond, if you and I are going to have a dialogue, what do I.need to do? 
I need to get a feeling that you are listening. That comes with eye con
tact. That is a body orientation that you are leaning forward; your eye 
direction is towards me. Your hands aren't fidgetting with anything. 
I've got you. There is a quotation by Ralph Waldo Emerson, "What you say 
speaks so loudly I can hardly hear you." My father, who I love very much 
and I'm blessed to say that my father is still living and I consider that 
a blessing, because I'm 38 and he is in his late 60's. I can look up to 
my father and say, "Dad, I love you." And he can't say those three words. 
My grandfather who my son is honored to be named after, could hold that 
cigar in one hand and he could glow and smile with a total sense of satis
faction, but he couldn't say, "I'm proud of you." Or, "You did that well." 
But you could look at his eyes and know it. As much as he loved me and I 
loved him, he couldn't say it. There are sometimes people that can't say 
it. There are sometimes people can say it. But I'm a great believer in 
total cormnunication. I'm a great believer that in whatever happens in the 
day, and there are times that my son disappoints me 'and he knows it. I'm 
a great believer at the end of the day, and I practice this, not preach it, 
of taking my children, I go to each of the rooms of my two children, 
second, I sing to both of them, I squeeze both of my children and I give 
them a kiss good night and the last thing I say is two sentences. One, 
I love you; the second, God bless you. I really believe in that. Have 
you ever had a day where your astrological chart said, "forget it." 

Have you had a day which really seemed like a self-destruction day; it 
was gloom city. It was the "pits" to use the present generation phrase. 
The other day I just finished replacing the transmission in the car, brand 
new transmission; it cost me enought, it should have been a new car. The 
following week the car grinds, but would not start. The car is towed away. 
You cry almost as that car is towed away. The guy at the repair shop 
says, "I've never seen anything like this, David. Have you? Boy, this 
one has me stumped. I think it is your electrical system. Oh, that could 
cost you plenty." So I go home. The color TV set--there's something :r 
wrong with the TV, the picture is all black. New color tube. It is one 
of those days. You know what I really wanted at the end of the day? It 
was for someone just to hold me and to squeeze me and to say, "Everything 
will be all right." 
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You know when we learned that? When we were kids. When we were kids 
and my kids still do that. They will come into the house and say, "Kiss 
it Daddy, make it better." We give them the magic kiss, and we would hold 
them and squeeze them. As they get older, they kiss it themselves. Now, 
it is better. I find when you punish a child there are times when you 
send them upstairs, but they will come down three or four minutes later 
and all they want is that little squeeze and kiss. They are saying, "Do 
you still love me?" You pick them up and say of course you do. You know 
that, I don't really believe we've lost that need to be held. That need to 
be squeezed. No trick or treat. No fun and games, just warmth. Just a 
genuine feeling. 

A woman was in my office about two weeks ago and she poured out her 
soul for about an hour and a half. Her story was like "As the World Turns," 
"The Edge of Night." It was incredible. What I did was after the hour 
and a half, I said to the woman as we talked, "I said I thank you very much 
for the compliment of trusting me. I really look forward to seeing you 
again. We can talk about it again." I gave her a big s~·~eeze and told 
her everything will be all right, which I really believe in my heart. She 
looked up to me and she said, "That's the first time I've been held in 12 
years." I felt sorry for her. The one thing I will tell you in the 
biography that my students write every quarter which fascinates me is the 
number of kids who write and these are college students, about the people 
who did hold them. My mother did hold me; my father didn't hold me. I 
never got a squeeze; I never got kissed. One always gave me that, but 
the one thing I need now is touching. When I lecture throughout the 
country, the one area in the workshop, if we were doing a workshop tomorrow 
in body language which we are not, we are doing one on communication to
morrow. The one thing on body language which I don't know what to do, is 
if I'm going to spend two minutes or a half an hour is on touch. Because, 
no pun intended, we are touchy about tactile communication. Why can I 
hold my son and not be considered in any way funny, weird, off, or 
peculiar, because he ~s seven years old. Why is it that when we get 
older, we look? Why is it when I went to an Italian wedding, we embrace? 
Nobody questions this. In our culture we do. That to me is sad. I wish 
in body language we were much more open in communication. Let me go onto 
one more thought and then we will call it an evening. The one judgment 
all the research says about a speaker, about an individual is sincerity. 
It is not so much what I say, it is whether you see in me whether I really 
believe it. Whether you look at me and you honestly believe that I am 
sincere. That to me makes a difference in telling who is successful and 
who is not successful. I look at talk shows and there are some people 
who are terrific. I watched Perry Como the other night who won an award. 
I wanted to say, "Hey, Perry, I don't know what your age is, but Perry, 
you are fantastic and you can stop by anytime." There is a warmth about 
that man that he always generates. I wish today's singers would learn 
from Perry Como, because they could stop the grooving and they could stop 
the moving and they could stop the jiving. I just wish they would sit 
down and sing. But when they communicate and when they sing, it is a 
question of whether I really believe this. I watched a singer one night. 
"Love is a many splendored thing. It is the April rose that only grows 
in the early spring." I looked at the face. The singer was bored to · 
death. That is sad. The only part is they were going with the choreo
graphy and a sexism. "Wise men say, only fools rush in. But I can't 
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stop falling in love with me." I'm saying, you've lost it. You lost it. 
When a person walks into a room, the only thing you see is the outer shell. 
The physical me. If you judge me for what I am physically, you've lost 
something. I don't worry about my suits, that is why I didn't read "Dress 
for Success" the second time. Then I would derss because someone told me 
that is what I'm supposed to wear. I don't wear fancy jewelry. One, I 
can't afford it; second of all, what for? It's not me. I'm me. They 
told me I should get a hairpiece. I'd be gorgeous. It isn't me. If 
people tell me what to say and how to say it, so that I can be brilliant 
and sophisticated and. speak on the latest of topics, I can't; it's not me. 

The minute I walk into the room, the only thing you see is the outer 
shell, the physical me. When I walk out of the room, the one thing you 
should know is my soul. That to me is the heart of communication. That 
to me is the essence. You see, I can look into your eyes and your eyes 
can say absolutely everything and your eyes can say nothing. That is 
probably one of the most beautiful of all feelings and it is also one of 
the most empty feelings. Have you ever looked at someone with love and 
not seen it back? Have you ever looked at a bride after the clergyman 
has said, "I now pronounce you husband and wife?" You see after they 
turn, the joy. Have you seen a father when he sees his child for the 
first time? You see the glow in his eyes. You remember the glow of your 
parents when you did something well. That sparkle, that smile that said 
absolutely everything. Have you ever looked over to the side and wanted 
that moment of recognition after you got the hit and you are standing on 
first base and you look around to your father? You say, "Hey, Dad" and 
he is sitting there reading the Wall Street Journal. That look says it 
all. 

I remember a quarterback by the name of Johnny Unitas. He was quarter
back for the Baltimore Colts. He fumbled the ball on the eight-yard line 
against the Green Bay Packers in a game that made the difference as to 
whether they went to the Super Bowl or not. Unitas took off his helmet 
and he walked to the sidelines; it said it all. It said it all. I saw / 
two pictures of Patricia Nixon. There are two of them that I always re
member. One was when her husband won; that was the look of tremendous 
pride. It was the same look that Lady Bird Johnson used to give; it was 
almost like saying, "My Lyndon." Then there was the picture the day the 
president resigned. I felt sorry for that woman. Her eyes said it all. 
That to me is communication. 

We say too much with words, and we don't say enough nonverbally. 
You see the more you know an individual, the less you have to say and the 
more that is understood nonverbally. The first time we meet, we talk a 
lot. The better we know one another, the greater the amount and beauty 
of silence. We accept the silence; it is not a challenge or a threat. 
The better you know an individual the less you have to say and the more 
that is understood nonverbally. That is why I am saying to you ladies 
and gentlemen that in your business when all else is said and done, we can 
communicate with words day in and day out, but the major judgment that an 
individual makes in terms of liking and disliking is sincerity. That 
judgment is based on what? Body language. Thank you very much. 
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We are going to do three things tonight. We are going to start by 
giving you a general overview of farm labor laws and reg~1Jations; we will 
give you a general idea about the various laws and regulations that affect 
you today. We are then going to talk specifically about workmen's com
pensation, unemployment insurance, minimmn wage, child labor laws, and 
hazardous occupations. 

In general what we will be talking about will apply in any state. 
There are some details which may be different than the situation you find 
in your own state. 

We are going to concentrate on non-wage costs. Like it or not, forces 
that we don't control are now having a major influence on what it costs 
to employ labor. Labor laws and regulations, record-keeping requirements, 
and various other things that have to be done to conform to the law become 
major costs in employing labor. They also become a major part benefit 
package that farm employers can now off er to farm employees. We no longer 
have the luxury of saying, "That's something I don't want to be bothered 
with." We are dealing with the law; we are dealing, on the most part, 
with requirements rather than with voluntary duties. Furthermore, in a 
state like Ohio where many of you operate, you are dealing with employees 
who know nonfarm employees and the benefits that they are getting from 
their employers. There is more and more pressure on you as employers to 
provide the same benefits. 

We need to step back just a little and talk more broadly about farm 
labor laws. Needless to say, labor laws today cause a tremendous amount 
of frustration for employers. There are several reasons for that. First 
of all, agriculture has long argued at both the Federal and state levels 
that agriculture is different; therefore, the laws affecting agriculture 
ought to be different. That sounds very appealing if the consequence is 
that agriculture will not be affected by law. If the consequence of that 
argument is to exclude agriculture, that is a great argument to use. 
However, agriculture has been brought into coverage piece by piece. We 
don't have a farm labor po~icy in this country. We have employment 
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insurance coverage, wage coverage, federal child labor laws, and state 
child labor laws. We have 16 or 17 major laws and regulations affecting 
farm employers. In each case a separate law determines coverage, deter
mines who is and is not affected, who pays for it, and who records neces
sary information. What has come out of our last 30 years of trying not 
to be covered is that we are covered but in a very haphazard uncoordinated, 
unorganized way. 

Now, if you're General Motors you don't worry about coverage; you are 
covered by everything. Nobody exempts General Motors. Now let me give 
you an example just to confuse you. If you have 500 or more man days of 
labor, you are covered by the minimum wage. If you have 10 or more 
workers in 20 or more weeks, you are covered by unemployment insurance. 
If you hire any child under 16 years of age, you are covered by federal 
child labor laws. Ohio child labor laws cover you when you hire anyone 
under 18. I could go on and on. We are now faced with a very major 
question, "Which of these laws are applicable to our particular situa
tion?" That's one part of the discussion. We have to deal with many 
different responsible agencies. We cannot go to any one source for in
formation. Andy Andrews represents Worker's Compensation. He is very 
knowledgeable, but don't expect him to answer a question about minimum 
wage. Employers don't have that luxury. You can't say to Andy, "I've 
decided to specialize in minimum wage; I don't want anything to do with 
worker's compensation." The employers are the only ones who can't argue, 
"I don't know the answer." Everybody else you deal with can and does 
say, "I don't know." You are the only ones who have to deal with this 
whole variety of issues. 

There is a growing presumption that agriculture employers should be 
treated just like nonagriculture employers. I believe farm labor laws 
will become more like, not less like nonfarm labor laws. It has happened 
in Social Security; it has happened with minimum wage; it has happened in 
unemployment insurance; it has happened in federal withholding tax; it has 
happened with state withholding tax. It has happened in virtually every 
area. 

The final point that I would make about the farm labor laws is that 
enforcement is very uneven from one agency to another. The question that 
many employers face is which laws to worry about and which ones not to 
worry about. To illustrate, on Friday, October 13, 1978, Governor Rhodes 
signed into law a bill that removes the exemption under Ohio child labor 
laws for farm employers. That became effective January 12, all farm em
ployers employing anyone less than 18 years of age other than their own 
children are now covered. The Bureau of Industrial Relations did not 
receive one additional penny, one additional inspector, or one additional 
penny for educational materials. There is no way they are able to conduct 
a detailed education and inspection program. But if one of your employees 
complains or anyone else complains, you may be subject to an inspection. 
So we have the situation of very partial enforcement which causes great 
frustration. 

I want to take just a few minutes to give you an overview of the 
various laws and regulations that may be affecting you as agricultural 
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employers. All this material is included in the Ohio Farm Labor Hand
book. The Ohio Farm Labor Handbook is a summary of all of the laws and 
regulations affecting Ohio agricultural employers. The material is in non
technical terms so you can understand and use it on a daily basis. If you 
want more detail than what we are talking about here tonight, this is the 
place to get it. You can get the booklet from any County Agent's office 
or Area Farm Management's office in the state. They have been available 
since the middle of the summer. 

First, we have laws concerned with loss of earnings. There are three 
types in this area, worker's compensation, unemployment insurance, and 
social security. Andy is going to talk about worker's compensation in a 
little more detail. Worker's compensation is concerned only with accidents 
in the work place. For practical purposes in Ohio, if you employ anybody 
at any time for any reason, you are covered by worker's compensation. 
There is the possibility of major financial loss associated with the area 
of worker's compensation. If you choose to conform to only one of the 
laws we are going to talk about tonight, this is by far Li1e most important. 
Secondly, unemployment insurance is concerned only with loss of earnings 
due to unwillful unemployment. It is a program operated completely sep
arate from worker's compensation. The third type is social security for 
employees. It is concerned with loss of earnings due to retirement or in 
some cases disability. 

The second kind of law is concerned with employment practices. In 
this area, there are five different types to be concerned with. The first 
one is employment of minors. There are federal and state laws in this area. 
Federal laws are concerned only with those employees less than 16 years of 
age. The new state law is concerned with all employees or others than your 
own children or grandchildren less than 18 years of age. These laws con
trol hours of work, pay, pay arrangements, breaks, hazardous occupations, 
and several things related to those items. Second is civil rights. It is 
illegal to discriminate in hiring practices. There are some exemptions 
for number of employees. Third is retirement plans. There are specific 
IRS laws controlling or influencing what you can do with retirement plans 
for your employees. Fourth is minimum wage. Minimum wage is concerned 
with what you must pay per hour if you are covered by the law. In Ohio 
there is no need to be concerned about the state minimum wage, because it 
is exactly the same as the federal one. The final one is collective bar
gaining. We have no federal or state laws affecting collective bargain
ing. Any bargaining between a union and a farm employer in Ohio is done 
without the guidance of formal rules from a law. Agriculture continues 
to be exempt from the National Labor Relations Act. The California Farm 
Labor Law covers only California; we are in no way influenced by that. 
Some of you from northwestern Ohio know about the migrant situation last 
sunnner. One of the complications was the absence of laws affecting col
lective bargaining. 

The third kind of law concerns work environment. We have heard a lot 
more about OSHA than we've had actual results or actual influence from it. 
There continues to be an exemption for any employer with fewer than ten 
employees. There have been relatively few inspections. Where there have 
been complaints or where there has been an accident on a farm, then the 
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farm may be subject to inspection. The second kind of regulation affect
ing work environment is the list of hazardous occupations. There is a 
list of occupations for which you cannot hire a minor. In Ohio, a minor 
is anyone less than 18; according to federal law it is anyone less than 16. 

The fourth kind of law concerns taxes. There are three areas here. 
Federal withholding tax which is optional is the first area; you can with
hold if employees want at the employee's request. You are not required 
to withhold. The same thing applies to state withholding. There is a 
third area that some employers are missing--the New Jobs Tax Credit. If 
you have increased your payroll in 1978 over 1977, you may qualify for a 
tax credit. Like investment credit, this is a tax credit. If you have 
increased your payroll, you should consider the New Jobs Tax Credit. We 
are discovering that several employers have a tax credit that they are 
not reporting. The tests are all in terms of payroll. The most connnon 
way to qualify is by adding employees; but if you, for example, had some 
employees who were part time, and they became full time employees, you 
might qualify. Another possibility is a change in responsibilities re
sulting in a major raise for an individual. If you have increased your 
payroll, as a minimum do a rough calculation to see if you may have 
qualified. IRS won't knock on your door to ask you to please take your 
New Jobs Tax Credit. They won't knock on your door to offer you that 
help. If you miss it in your return, you just lose the credit. There is 
some confusion because some think that to get the credit they must hire 
new employees; this is not necessarily true. 

The New Jobs Tax Credit will not influence social security payments 
or your self-employment social security. The self-employment tax is based 
on taxable income which is before the tax credit. In either case, there 
would be no consequence. However, you do reduce the wages reported on 
1040F by the amount of the New Jobs Tax Credit received. In other words, 
if you had a $30,000 wage bill and got $500 in New Jobs Tax Credit, you 
could only report $29,500 as on 1040F . 

.Q_. DO CHILD LABOR LAWS APPLY TO CHILDREN PICKING STRAWBERRIES? 

A. The key is whether or not you establish an employer-employee relation
ship. If they are your employees, the laws apply. If you have pick
your-own or some other kind of arrangement where they aren't your 
employees, you are not affected. An advantage of pick-your-own is that 
you are not establishing employer-employee relationships and so you 
are not affected by these laws. Worker's compensation is required if 
pickers are your employees. 

There are very explicit tests to determine whether or not an employer
employee relationship exists. An employer saying a person is not an em
ployee does not assure that the person is not an employee. For example, 
one test if whether or not you have the right to decide who works and who 
doesn't. Another test is whether or not you give instructions. Generally, 
it is difficult to document an independent-contractor relationship when you 
have people doing what employees normally do. It is very difficult for you 
to establish that people picking your apples are individual independent con
tractors rather than employees. Now if you got someone to paint your barn 
who is in the business of painting barns, and barns are normally painted by 
independent contractors, that is much different. 
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We want to turn now to minimum wage requirements. The Federal minimum 
wage applies to farm employers who employ 500 man-days of labor or more 
in any calendar quarter of the previous year. These 500 man-days could be 
all in one day (500 people for one day); or they could be spread out. 
Five hundred man-days equal about seven full-time people. If you have 
those 500 man days in any calendar quarter, the following year you must 
pay the minimum wage to all employees. Normally one hour of work constitutes 
a day or a week for counting purposes. There is an exemption for any em
ployer with less than 500 man-days of labor. If you are a covered employer, 
all of your employees must be paid at least the minimum wage. In 1978, 
the minimum was $2.65; on January 1, 1979 it went to $2.90, and in 1980 it 
will go to $3.10, and in 1981 to $3.35. You can be covered one year and 
not the next. Students are included. There is the possibility of a special 
exemption for a maximum of six students per employer with the permission of 
the Regional Labor Director in Chicago. It is not a blanket exemption for 
students. No matter what your business year is, you have the responsibility 
under the law to have records to show whether or not you had 500 man-days 
of labor in any calendar quarter. The burden is on you ~~ demonstrate that 
the law doesn't apply to you. 

ANDREWS: 

I want to say for the Bureau of Workmen's Compensation that we are very 
happy to be asked as the state agency to be here. I'm going to cut this 
pretty short. Before I even get started on anything else, we were talking 
about the farm occasional labor or casual labor. If you will take the 
little brochure that I gave you and look on the back page, I think it will 
explain it and, maybe we won't have to. 

Every place we go, especially among a lot of farm people, as soon as 
we walk in and say we are from worker's compensation, immediately they say 
to us, "Why do we have to have that lousy insurance because we have other 
insurance? We have Blue Cross or we have something, and I carry it on 
all my employees." I might tell you if one of your employees were injured, 
especially on a tractor or on some part of machinery, would go to the 
hospital, and would start to fill out a Blue Cross form, it would say 
where were you injured. When your employee said it was an industrial ac
cident, they would say, "We don't cover it. You are going to have to get 
it through worker's compensation." Your Blue Cross might not be good. I 
didn't say in every case, but Blue Cross might not be good. 

There is a new law that just became effective. I wasn't going to 
bring it up, but it is for a Family Farm Corporation. Under that law I 
understand you are going to have to take out new coverage because members 
of the farm corporation won't be covered. The members of the corporation, 
if you are all members of a family, then you can be covered. All others 
in the family if they are drawing pay will be employees, of course. But, 
I would check on it. You are going to get something real soon. This is 
a state law. I think now your coverage may be null until you notify us 
that you want coverage. I,would certainly check on it if you have a family 
corporation. Now there is a very exact explanation in the law as to what 
constitutes a family corporation. It definitely has to be part of the 
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family. The officers of the corporation have to be family members. The 
others if they are on a payroll would have to be reported anyway. If they 
were children and weren't taking a payroll, you wouldn't be paying on them 
anyway. 

Now we have done a bit of skipping around, and Bernie has taken all 
the things that I had and covered them pretty well. There isn't anybody 
here who doesn't know when you have to have workmen's compensation. You 
know that you have to have it if you have one employee. You know how you 
get it. What do you want to know? Is there something that I can answer 
for you? 

Q. WHAT IF THEY ARE INJURED ON THE WAY TO WORK AT YOUR FARM? 

A. If they are driving their own car to and from work, it would not cover 
them then. Maybe you sent them home, and they were supposed to pick 
up a sack of feed someplace, then they would be covered. 

Q. WHEN DOES YOUR WORKMEN'S COMPENSATION APPLICATION TAKE EFFECT? 

A. Every other agency takes the stamp on the envelope and acknowledges 
that as the day the papers are filed. Worker's compensation doesn't 
acknowledge that. It has to be in our office before the deadline. 
However, if you took that to a hearing and you had the proof of when 
you sent it and it was correct, and you had been paying your bill, 
I think you would have a good chance. 

There has been a change in the amount of deposit that you have to 
have now. You are going to get one-half of the credit on your next six 
months, and the balance is going to be paid to you. As yet they haven't 
determined whether it is going to be in two payments or one, but you can 
get it. You can keep up on it because you are going to get it. The de
posit is less so you don't have to have as much deposit as you used to. 
If your payroll goes up in July it will kick out of the computer, and they 
will tell you that you owe X number of dollars for deposit more than before . 

.Q_. DO YOU PAY ON THE AMOUNT OF EMPLOYEES YOU HAVE? 

A. No sir, you pay on the amount of payroll that you have. You get that 
little sheet every six months, and it tells there how much your rate 
is for whatever your classification, and you take that rate times the 
amount of payroll. The more payroll you have, the more you owe. You 
put the number of employees in there, but we don't particularly care 
about the number of employees; we want to know how many dollars. We 
don't care about the number of hours either. It is part of the form, 
but I don't fill them out myself, and we've never had any problems on 
it. We are more interested in the number of dollars. 

One final thing. I was downstairs tonight, and I had two people come 
up and ask me the same question regarding their coverage on their manual 
numbers. They are farmers; they have .0006 classification, but they are 
also dairy farmers, and they may have clerical help or something. I would 
get those forms out, and I would look at them and see what your manual 
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number says that you are paying on. Make sure of what you are doing. We 
had some farmers the other day that have been paying on egg processing 
rates for years and years and that isn't what they are doing any more; 
they don't even do that any more. If it isn't what it says on there, then 
you should ask; and we will have somebody come out and do a rating inspec
tion. Maybe we can save you some money; maybe it will cost you some money, 
too if your rating is changed. 

_g_. IF I HAVE MY 12 YEAR OLD SON DRIVING A TRACTOR FOR OUR FAMILY COR
PORATION CAN HE BE COVERED BY WORKMEN'S COMPENSATION? 

A. You can put him on as an individual. Whether or not the corporation 
makes him an official employee. 

_g_. OKAY, LET'S SAY I DO, DO I HAVE TO PAY WORKER'S COMPENSATION? 

A. Yes, but you will be in violation of federal child labor laws, since 
it is a hazardous occupation. I have never heard of a single case of 
a problem with a person's own children working. But when you start 
reporting your own children on the W2 form, but telling the worker's 
compensation people that they aren't employed, that is when you get 
in trouble. If you're an officer of the corporation, and you have 
a Department of Labor inspection with a 12 year old working, you are 
doing to have problems. I don't know of any way around it. I would 
be very surprised however if you would have an inspection. The ques
tion always comes back to a court case. The question is not going to 
be a parent's permission; it is going to be your negligence and your 
coverage. I don't think there having given you permission is going to 
make any difference. 

_g_. WHAT ARE THE EXEMPTIONS FROM UNEMPLOYMENT INSURANCE? 

A. If you are a covered employer, the exemptions are an employer's 
parents, spouse and own children under the age of 18. Those are the 
exemptions for unemployment insurance. If you are incorporated these 
exemptions do not apply because the corporation doesn't have parents, 
spouse and children. 

Q. WHAT IS THE REQUIREMENT FOR UNEMPLOYMENT INSURANCE? 

A. The requirement for unemployment insurance is any employer who during 
the previous year or the current year had 10 or more employees in 20 
or more weeks or paid $20,000 in cash wages during any calendar 
quarter. That is using the definition of a calendar quarter as Jan
uary, February, March; then April, May, June; then July, August, 
September; and finally October, November, December. Now what does 
that mean? It means you become a covered employer and must pay the 
payroll tax on all of your employees other than the exemptions that 
I just named--spouse, children, and parents. This also permits your 
employees to accumulate credit of weeks towards drawing benefits if 
they become unemployed. Employees who do not work for a covered em
ployer do not gain any credit toward benefits. 
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Some farm employers are covered; the vast majority are not. There 
are fewer than 500 covered farmers in the entire state of Ohio. 
Workers are showing up at local offices asking for benefits because 
they had been working for a farmer. If you are not a covered employer 
and you lay off a worker, your worker has not qualified for any bene
fits from employment with you. That is what is causing the confusion. 
Some of you are probably getting forms from Ohio Bureau of Employment 
Services asking about a previous worker even though you aren't cov
ered by unemployment insurance. That can happen if the former worker 
has a misunderstanding of the law. It is very important for you to 
fill out that form and say, "I'm not a covered employer." If you 
ignore that form, the employee's word may be accepted and benefits 
paid. 

A program called SUA, Supplemental Unemployment Assistance was in 
effect for the calendar years 1976 and 1977. Under that law the fed
eral government paid all unemployment insurance costs, and your workers 
were treated as though they were covered. Some of them drew benefits. 
On January 1, 1978, the coverage became permanent, and employers had 
to pay. If you weren't covered,you didn't pay. This means some of 
your employees who had received benefits under SUA no longer qualify. 
That is because SUA was a temporary program for only two years. 

g. IF AN EMPLOYEE QUITS, HOW CAN SHE BE DRAWING BENEFITS? 

A. If she quit, she would have disqualified herself. She shouldn't be 
collecting benefits. You should have careful documentation that she 
quit. If she is being charged against your account, the Ohio Bureau 
of Employment Services is taking her word against yours. You can 
challenge the payment of benefits. Employers who don't have good 
records and don't fill out forms in a timely fashion are going to pay 
substantially more tax than they would need to under the law. Unem
ployment insurance is a program that penalizes people with poor records. 
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Tonight we will have informal discussions of two different types of 
bakeries. The one, a fairly complete line bakery by Janet Harding from 
Maplevale Farms, and the other by Lot Smith, Smith Farm Market where 
baking is mostly of frozen items, primarily pies. Mrs. Harding will lead 
off. 

BAKED GOODS--A BROAD LINE BAKERY 

Janet Harding 
Maplevale Farms 

Brookville, Pennsylvania 

We started out first of all just jugging milk in our dairy plant and 
selling it retail. We grew from that. We are located on Interstate 80 
in Pennsylvania on an interchange of Route 36 and Interstate 80 which 
gives us quite a large tourist traffic business as well as our local. We 
are right on the edge of town; we have our local customers who are our 
milk customers and then quite a lot of tourists also. We built our pres
ent store in 1966. I don't have any pictures but some of you have been 
there. The building looks a little like a large service station. This 
is because my husband was always very conservative and felt that if it 
didn't go as a dairy store, he could always turn it into a gas station 
since it was right there on the corner. So far we are not pumping any 
gas. I hope that is not going to be one of our enterprises. 

However, in watching this thing grow, we were selling milk in glass 
half gallon jugs. We process our milk at the dairy barn where the cows 
are and then bring the milk in the finished product to the store. After 
we got started selling milk, we added a number of other lines. We sold 
some grocers, we sold bread, we started right away to sell cheese, German 
bologna, this type of thing. But we felt that we have all these people 
coming out here to buy milk, we've got to find more things that we can 
sell them. The tourist is great in the summertime, but it is pretty much 
a seasonal thing and we felt we needed something more that we could sell 
people that are coming out here from the local area. We're not located 
where we have thousands and thousands of people. I sit and listen to 
some of these speakers and just get green with envy because of the number 

-230-



-231-

of people that they have to deal with. We are in a community of about 
6,000 people and our total drawing area during the winter and during the 
off-season is only about 10,000. Our operation has to be keyed to things 
that these people, our regular customers, will buy. 

So we attended some of these farm market meetings and we visited 
some other farm markets and some supermarkets trying to get some ideas 
of what we could do. Someone came up with the idea, I think my husband 
came up with the idea first, about a bake shop. The main reason I'm 
sure that he thought of this is because I can't bake and he figured that 
if he had a bake shop on the farm, at least he would get some pie and 
cake and homemade bread occasionally. I think that was the first inspir
ation for thinking about a bake shop. Then as I said we did travel around 
and visit some other farm markets. Most of them were making strictly 
pies at the time; they were apple producers and this sort of thing. We 
visited several of them. We looked into some of the supermarkets, which 
were just getting started with the in-store supermarket bakery. As I say, 
I don't bake myself which is a considerable problem. I felt we had to do 
something that I could cope with management wise. The idea was presented 
that we look into the bake-off type of operation. 

The other thing we had going for us was that there was no bakery 
business in our town or in the surrounding towns. None of the supermarkets 
at that time had anything of that sort, so again, this made it appeal to 
us a little bit more. Another thing, we had lots of space for something 
like that. We had one whole end of this garage building that was vacant. 
Actually, it wasn't vacant but it was filled with wicker baskets and this 
sort of thing and there was ample space to consolidate the wicker baskets 
and the gifts and give us room for a bake shop. 

At the time we were also wholesale frozen food distributors. This 
meant that we had a huge freezer available with extra space in that. This 
is a walk-in freezer. It is 100 feet long and 20 feet wide and has a ware
house attached to the freezer. This gave us space, we felt, for storage 
or anything of this sort. We had some things that we felt would lend 
themselves to a bake shop operation. 

The other big plus we had at that time, and this was 1972, that we 
had Bev Minor working for us. Perhaps some of you have met her here; her 
husband was with us. They were between jobs and looking at the time for 
a farm on which they could establish their own farm market. Sam had worked 
for my husband when he was in college and came back for that year. She 
was here; she is a trained home economist, knew all about how to bake. We 
thought this is the ideal time to get into this if we are ever going to 
do it. She went to the gift basket meeting tonight; I wish she were here 
to help me out on some of our initial plans. She was very instrumental 
in getting us going on it. 

As I say, we looked into several possibilities and decided that what 
we needed was a full line bake shop operation, not just pies. We needed 
something that would appeal to everybody--bread and the whole line, Danish 
pastries, everything. There are several companies who produce products 
for this type of operation. We tried a number of these, sampled them, 
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and they sent salesmen in, and we went over a number of them. We also 
talked to the pie companies, two of whom are exhibiting here and we made 
our decision. We started on the basis that we wanted a quality product, 
and we wanted something that we felt would be uniform all the time. We 
wanted to take these products and make them individual possibly. So, 
we wanted the basic product to be a uniform product. We settled on 
Country Home Bakers, which is Bourke's Country Bakery out of Bridgeport 
for all our bread and rolls and this type of thing. It comes frozen in 
boxes about this big with anywhere from three dozen to four dozen items 
in a box. We had the storage space for them. They ship direct to us. 
Also, Mrs. Smith's pie. We used some Chef Pierre, but we wanted the 
larger pie and we found that we preferred the Smith's pie for baking off 
to sell as a baked pie. 

When we made this decision it was 1972 and Gene was always one, 
when we got an idea to get it going right away. He told Bev and I, "All 
right, we've got one month, let's get it going. 11 He had the carpenters 
there and the builders and so on. We built this bake shop within our 
present structure. The big overhead doors come down over in front of it; 
we open them in the daytime. There is a shingle shake wooden appearance 
to the thing. It was just, if you can visualize it, a long building and 
this was just one end of it. Later on we found that we needed more work 
space that the customer couldn't see. We didn't want the customer to 
see all the messy stuff. We needed some space behind, so we added an nL" 
at the back. So actually it goes around in an 1-shape at the back, so we 
have a work area room for wash up and that sort of thing. We like this 
much better. Furthermore, we were too crowded, we needed more space than 
what we started with. 

We are open seven days a week. We are closed on Christmas Day and 
a couple of other days. On Thanksgiving and New Years we close early. 
But being a dairy store and being located where we are, we have felt that 
we had to be open seven days a week. We tried once closing on Mondays 
and it just didn't work. At the time we had the wholesale business and 
there were people there and cars parked and people would come and knock 
on the door and they knew. you were in there. We just didn't really have 
a choice. We just gave into them and we are open seven days a week. We 
are open at this time of the year, the bake shop the same as the store, 
9 to 7 and 9 to 9 on Friday, Saturday, and Sunday nights. In the sunnner 
we are open 9 to 9 and that again is seven days a week. 

At the present time I have a girl, a very capable girl in our bake 
shop who I had also hoped to bring with me, but she was not able to come. 
She is store manager and she spends about half her time with the bake 
shop. She had operated a bakery before she came to us. She did have ex
perience that I didn't have. So she is really a key person in keeping 
things going as far as the bake shop is concerned. We figure about half 
of her tine is spent directing the bake shop. The only actual things she 
does is she does decorate most of the cakes; she really enjoys it. She 
does a tremendous jo!:>. She likes to do this king of thing; she likes to 
be creative, and does a very nice job. She does most of our decorated 
cakes. This keeps growing;· we sell 1nore of them all the time it seems. 
In addition to that, we have three ladies who work full-time and in the 
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summertime we need four. We also employ two high school girls at this 
time of year and three or four in the summertime. We open at 9 as I say, 
and when you open at 9 this means that your display case has to be full 
and ready to go. This means that they come in about 4 o'clock in the 
morning. Somebody comes in at 4 and they work from 4 to 11 or 4 to 12. 
We bring somebody else in with them at 5 o'clock and they work until 1. 
Then we have someone who comes in at 12 and they work until 7. Actually 
in January, February, and March we can cut back to just two people. We 
have one from 4 to 12 and another from 11 to 7 and with this we can get 
the things done. 

We find that about 42% of our bake shop sales are done between July 
and October. So that gives you an indication of what the tourist busi
ness means to us. Products we sell are bread, white bread, whole wheat 
bread, rye bread, Italian bread, just about any kind of bread. These 
incidentally all come formed. I will go through the products and then 
tell you the procedure. We sell rolls, sandwich rolls, mini-rolls, 
cluster buns, cloverleaf rolls, this type of thing. One of the most popu
lar items we sell are sticky buns or cinnamon buns. We make them out of 
the white bread that we get. We take a loaf and cut it so that it makes 
four rolls. We put 48 on a tray and put them in our cases on the big tray. 
We used to package them, but they don't sell nearly as well if they are 
packaged as if they are just in the case on a tray and then you serve 
them up in sixes or twelves or whatever people want. 

We sell the Danish pastries, complete line of Danish pastries. These 
come in frozen and all you have to do is proof them and bake them. We do 
sell cookies and cakes. We make our cakes from scratch; we don't sell 
baked frozen cakes. We do make the cakes ourselves and of course, we sell 
pies and tarts. If somebody wants something special, we .try to make it 
for them. I don't know whether you are familiar with the preparation of 
frozen bake products. All it really cuts off is all the mixing and start
ing with the ingredients. We start with, for instance, the frozen loaf 
of bread. We take these out of the freezer and put them on trays on a 
big rack which holds 14 trays and then roll these into the milk cooler 
where they stay on the tray overnight. This thaws them out and then they 
are ready to put in the proof box. The proof box is heated electrically; 
they put these items in the proof box still on the trays for an hour and 
then they are put in the oven and baked. Everything is baked fresh every 
day; we don't try to bake ahead unless there is a special when we will 
sometimes bake at night or we will bake one day ahead, but everything else 
is done as much as possible on the day of sale. 

As far as our volume is concerned, I don't know whether you are in
terested in that. Our first full year, as I say we started in 1972, we 
hoped to be opened by Mother's Day. We got opened just before Memorial 
Day, so we only had a little over six months. Our first year we grossed 
just under $15,000. The next year, which was our first full year, it went 
to about $44,000; that was about 12% of our total volume in our entire 
store. Last year it had jumped to about 20% of our gross volume and about 
$78,000. For the amount of labor we had, I didn't think we were putting 
out enough product. So we thought we've got about all the retail business 
we can get with just the normal growth and our tourists. If you have a 
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good year, that's great. So we felt we had better look at some wholesale 
business. So we went to a supermarket, in fact, they came to us. They 
had looked into putting in an in-store bakery and asked us if rather than 
them doing it, if we could possibly bake for them. I had a lot of reser
vations about putting our product away from the farm. But then we started 
thinking if we didn't do it, then they are going to put their own in and 
people are going to go there to get it. We're going to lose some business 
to them anyway. So after much haggling back and forth, we did decide to 
go ahead and do it. We started in May. In addition to that we approached 
several restaurants and again some of them approached us and we bake 
hoagie buns for four different restaurants. This has become a big volume 
and they are easy to prepare. You take these loaves of bread, you cut 
them in fourths, you roll them out and you've got your hoagie bun. We 
do not use Country Home Hoagie buns as such; they make one, but we do 
not use it, we make ours out of their bread. It is much less expensive 
and we think we can give them a more individualized product. So we are 
actually baking for four restaurants at the moment and o~~ supermarket. 
Our volume went up to just about $100,000. Our bake shop volume is now 
23% of our gross. However, in looking over these figures for this talk 
and I guess it is lucky I do give a talk every now and then because I do 
pay a lot more attention to statistics and figures and I found that our 
profit went down. It dropped about 4%, and I'm very concerned about this 
because I'm not exactly sure what to do about it. Our labor went up a 
percent; our raw products cost went up 2%, which I can't quite explain 
and our supplies, packaging, this sort of thing, went up a percent. This 
was our 4% loss. 

In the beginning our .girls of ten felt they were producing as much 
as possible. Now they know they can probably be doing more volume. The 
speaker this morning talked about a comraderie in his bake shop; this is 
one of the things we are still working on. We still need to get our 
girls feeling like they are a part of a team. They have a tremendous 
pride in what they are doing; the product is beautiful. When it goes in 
that case, and when it is sold, it is really something that we can be 
proud of. But as far as feeling they can do a little bit more in order 
to get this gross sales up, this has taken time. We are getting there 
and I think this is going to be our answer. We are going to have to 
sell more wholesale in order to justify it. Otherwise we are going to 
have to stop. We don't feel that the supermarket has hurt our sales, be
cause they are buying it from us. They are not going to go into it 
themselves. We are a small community; we know that some people may pick 
up something there sometimes, but if they want several items, they still 
come to us. We don't think it has hurt us as much as had we not done it 
and they went ahead and did their own. 

Problems--as I say, the problems we ran into or have run into over 
the years are the same problems everybody else runs into. And that is 
primarily labor, because this is something that we do need labor for. 
When they come in there at 4 o'clock in the morning and have to do that 
sort of thing, you have to have people who are willing to and can work 
together. We've had some really wonderful people doing it and sometimes 
when one leaves it is awfully hard to replace them, because it is hard to 
find people who are willing and do do a good job. We've been very fortunate 
in that respect. 
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I think just in conclusion I feel that our bake shop has been a good 
thing for our business. It fit into our situation; it doesn't necessarily 
fit into everybody's, but for us it was the right thing. As I say, we 
have to look now as to how we can increase it more and how we can get that 
net up. We feel that in our operation this was a good decision and we're 
glad we did it. 

_g_. DO YOU SLICE YOUR BREAD? 

A. No, we do not. We did put a meat slicer in our store this year. I 
think one of the girls said they had tried to slice the bread on the 
meat slicer, but it doesn't work very well. We don~t get a whole lot 
of requests for it. The tourists do sometimes, but not enought that 
I can justify buying a slicer. We bought a used slicer, but we 
aren't able to use it. If the bread is real fresh, it won't slice. 
It crumbles and then you've got a mess. 

COMMENT FROM THE AUDIENCE: 

We have a bread slicer. The trick is how you slide it through the 
slicer because I can saw warm bread. I usually turn the warm bread 
so the bottom is being sliced first. You gently kind of shake it 
like this. If you turn it sideways, you will tear it. So you lay 
it so the rounded top is away from· the slicer. It just has sort of 
like band saw blades that go up and down. 

_g_. DO MOST PEOPLE WANT IT SLICED? 

A. If you have a slicer, they want it sliced. 

Q. HOW MANY PRODUCTS DO YOU MAKE OUT OF BREAD? 

A. We use the number 25 loaf of bread, which is their regular white 
loaf of bread, to make hoagie buns, sandwich rolls, cinnamon rolls 
or any of the rolls. Country Home also makes a roll that you can 
just thaw and bake that we use in the summertime when we are really 
rushed. We sell sweet rolls, but we take the bread and put the 
butter and the sugar and cinnamon on them and make them ourselves. 
In fact, the Country Home bakery has just come out with a new cin
namon bun. However, their dough is different; they use a sweet 
dough. We are going to have to go back to doing the work ourselves, 
because our customers do not like the sweeter dough. I like it and 
she likes it, and we have a few people who like it, but on the whole, 
most people have gotten used to what we have been doing and I'm 
afraid we are going to be stuck with it. 

_g_. HOW DO YOU GO ABOUT MAKING YOUR DINNER ROLLS? 

A. They thaw these loaves of bread and they cut them and they just roll 
them. We have big wooden tables and they do everyone individually. 
For the cluster buns they take them and put them in. The only thing 
we cut out really is taking the flour, salt, and all the things that 
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you mix and the actual mixing. What we do is thaw the dough and 
then we have two large ovens one on top of the other. We stick the 
dough in the bottom oven with just the pilot lit. It is a lot slower 
than a proof box, but on a day when you aren't real busy and if you 
don't want to invest in proof boxes that is what we do. Bridges 
makes a product called Golden Roll Dough which is the little indi
vidual dinner rolls. 

g_. WHEN YOU USE YOUR OVEN FOR A PROOF BOX, DO YOU PUT A PAN OF WATER 
IN THERE TO GIVE YOU MOISTURE? 

A. No. 

g_. WHAT IS A PROOF BOX? 

A. It is really a tall piece of equipment with racks in there for your 
trays and it is electrically heated and with proper heat and moisture 
the dough rises faster. Bread used to have to raise overnight or 
something and now it will do it in an hour. It is just a speedier 
thing. 

COMMENT FROM THE AUDIENCE: 

I have outfitted almost my whole operation by buyi.ng good used ovens 
at bankrup sales. It is a good way to outfit your business. 

HARDING: 

We did the same thing. We don't have anything new in the whole op
eration. The people who work for companies like Country Homes, for 
instance, have representatives who will come out and help you get 
started. If they know anybody or any used equipment that is avail
able anyplace they will tell you where. In fact, they will even 
make contacts for you. They are very helpful as far as that goes. 
Mrs. Smith's Pie Company sent somebody to bake the pies in the be
ginning. 

g_. WHAT IS THE BETTER SELLER, YOUR YEAST DOUGHNUTS OR YOUR CAKE DOUGH
NUTS? 

A. They are about the same. We buy frozen doughnuts. We fiddled around 
with several. Right now we are using one called Doughnut Galore. 
It is put out by Durkee Products. 

g_. WHAT KIND OF OVENS? 

A. We have multiple deck ovens. We started out with two ovens, one on 
top of the other; they are gas. Then we bought another used oven 
because we needed a third oven. We only need a fourth oven in the 
summertime. I think we would be better baking at other shifts at 
night rather than buy~ng another oven. 

g_. HOW MANY LOAVES CAN YOU BAKE AT A TIME? 
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A. Four loaves on a tray and two trays in the oven, so eight loaves at 
a time in the oven. As far as sales are conterned, this is not a 
huge volume compared to what others do. In the wintertime we prob
ably average between 30 and 50 loaves a day. In the peak times it 
is about double and on weekends it is about double. These are the 
pound loaves which we sell for 59¢. We pay 25¢ for that. We had 
been paying 24c and we have not raised our price to compensate for 
that. 

We are in the borough of Brookville and the population is about 
6,000 people. There are three or four other small communities bordering 
us, so in the wintertime the people who live in the area number about 
10 or 12 thousand people. 

We have a delivery that comes in about every other week. Up to 100 
cases there is a certain price, and then 100 to 200 a slightly lower price. 
We try very hard to order at least 100 cases of whatever. I'm sure you 
could keep it three or four months, providing it doesn't warm up at all. 

Most people just starting out grease the pans, bake the bread, take 
them out, wash the pans, grease them again to get ready to bake. That 
is a lot of work that you don't need to do. You don't need to wash them 
that often. 

_g_. WHAT IS THE VOLUME ON YOUR PIES? WHAT PERCENTAGE DOES IT COMPRISE OF 
YOUR TOTAL? 

A. Very small and the reason is that we have a local restaurant that 
started out as a hotel in town and has since been torn down and the 
man built a restaurant. He was known throughout the whole area as 
"the pie baker" in the area. He starts from scratch; I don't know 
how he does it, but he doesn't charge anything for them. And he 
has that reputation. When we started as far as pies were concerned, 
it was pretty tough to compete with him. He does put out a good 
pie and we can't buy a frozen one and sell it for the price that he 
is charging. Maybe we sell 10 or 20 a day and in the summer, 20 to 
40. Some of these operations sell 300 or 400 a day. 

_g_. DO YOU HAVE TROUBLE GETTING SHIPMENTS FROM THEM IN THAT QUANTITY? 

A. Actually when we were a distributor we bought direct because we were 
selling them to many other people. Since then we buy from a dis
tributor for the pies. The other goods come direct. The fruit pies 
right now are $3.25; the other pies are $2.75. The apple pies are 
$2.75, but berry pies are $3.25. That is a 10-inch pie. That is 
one thing about Mrs. Smith's pies; we wanted a 10-inch pie. We like 
their 10-inch pie better. 



BAKER: 

POTENTIALS AND PROBLEMS FOR FARM MARKET SALES 

Lot Smith 
Smiths Farm Market 

Columbus, Ohio 

Next we have Lot Smith from Smiths Farm Market. 

SMITH: 

I'm just going to answer the questions that Gene posed here in the 
letter asking me to serve. We have been in the pick-your-own business 
for quite a number of years with strawberries and we recently went into 
some other crops. About six years ago we started this retail farm market 
that is not quite on the farm. It is half a mile away. I have what most 
other people have in a farm market, some product, some cheese and meats, 
and most anything we think we hope to make a little money on. 

I have several roadside market friends who have been baking pies; 
this is a frozen pie like you see downstairs. They kept prodding me to 
get into the business. It just seemed like quite a step to take; I didn't 
know anything about baking a pie. One of the fellows finally came around 
and said, "Smith, we are going downtown to buy an oven. Come on and we 
will get one for you too." We went down to a used restaurant equipment 
place in town. He bought an oven, and pointed one out to me and said, 
"Lot, that's the one you need. You better get two of them." And so we 
got two. I think we paid the staggering sum of $100 each for them. They 
were Blodgett ovens, which were pizza ovens essentially. They had two 
shelves on each oven; we brought them home and felt real proud. We put 
them in the barn and let them sit there for about a year and a half. The 
same man kept pushing me. You better do it; you better do it. You've 
got a lot of customers there that want to buy pies and, of course, I 
still didn't know anything about it. He pushed some more and we finally 
got the oven installed, which is a great big job. It took one of the men 
on our farm about half a day to put it in. 

The same friend came over and brought four or five cases of pies with 
him. He showed me exactly how to do it. There is really nothing to it. 
You open up the pie carton, look at the pie, put it on a tray, put a 
little goop on it and put it in the oven. We call it goop; it is a mixture 
of egg and milk and we put it on with a paint brush. We set the timer for 
an hour and 55 minutes; later you look in there and it looks great. You 
close the oven up and when the ding rings, open it up and there they are. 
We put in six pies and bake. them. They happened to come off about 4 o'clock 
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when it seems like we get a lot of people. This was at the end of Oc
tober; we aren't selling much at the farm market at that time of year. 
The sweet corn, which is our biggest seller, is over. We took these six 
pies out and the customers walk in, "What do I smell?" The pies sold in 
15 minutes. We put in some more and the same thing happened; that is 
essentially what we have been doing ever since. 

The day before Thanksgiving we sold 1500 pies last year. That is 
just about what we do. We have 19 different kinds of pies. I don't know 
how we can get that many, but we do. I just totaled up what they cost 
us. The average cost of a pie is $1.53; we sell that same average pie 
for $2.64. There is, of course, the cost of the box and a little bit of 
gas and some labor, we find it is quite a nice thing. Except for Christ
mas and Thanksgiving, the only two days we are closed, we sell pies every 
day of the year. I don't know who eats pies every day, but some people 
do. I think the least we've sold a day is about four cases, which is 
about 24 pies and of course the day before Thanks giving with 1,500 is 
the tops. Our market is half a mile from our farm. On the days we have 
a lots of customers, the more pick-your-ow~ customers we have at the farm, 
the more of them stop at the market. And, of course, when people stop at 
the market, certain numbers of them are going to buy a pie. They are just 
available, and that's how they are sold. 

We do encourage people to order pies. At Thanksgiving time it is 
difficult to get a pie without having it ordered. We just don't have the 
capacity to make an unlimited number of pies. We sell some over the 
counter, but almost all the pies are ordered at the holiday seasons. I 
would say in the years time probably half of the pies are sold on order. 
We have telephones right there at the market and people can call. We do 
keep a little order blank for every person. We pin it up on the day that 
they order it for. That morning we look it over and this helps us deter
mine how many to bake. We bake it and when it is baked, we put it in a 
box with their order slip stuck right on the box. When they come in they 
pay for it, and we try to sell them cheese or whatever else they may need. 
I think that is about all I have to say . 

.9.· HOW MANY DIFFERENT BAKED ITEMS DO YOU SELL? 

A. We buy 19 different kinds because I looked at the order. There are 
six kinds that we sell most of. Apple, Dutch apple, cherry, black
berry, pumpkin, and pecan. Those six are the bulk. There are such 
things as raspberry and strawberry-rhubarb and a whole bunch of 
other things . 

.9.· WHERE ARE YOU LOCATED? 

A. We're from Columbus, Ohio, the state capital over here about 50 
miles. Our farm is in the city of Columbus. I used to say I was 
the biggest farmer in the city; I lost some weight and I'm not that 
big anymore. We are at the southeast corner of Columbus. Our farm 
is entirely within the corporate limits. We are Route 33 and 270 
on Winchester Pike. You can see the farm forever and never get 
there. I do have one funny story. One lady was coming out to pick 
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strawberries. She went by on one freeway and no way to get off. 
She turned around and came by on the other freeway. She passed us 
about six times. The highway patrol stopped her for crossing the 
medium strip; she burst into tears and told them she was trying to 
get over there where all those people are. He told her how to get 
there and let her go. There are a lot of people in the metropolitan 
area. We're eight miles from the state capital. Only two traffic 
lights from the state capital. 

_g_. HOW MUCH BAKING CAPACITY DO YOU HAVE? 

g. We have two ovens with two levels on each one. We have four levels 
of pies there in the market itself. We do not open the boxes in 
front of the public. We do that in a side room and bring them in 
on one of these trays. 

_g_. DO YOU USE SMITH'S PIES? 

A. They are all Smith's pies; it is Smiths Farm Market. They are not 
Mrs. Smith's pies. We have had some of Mrs. Smith's pies. At the 
present time we are using another brand. Brand X as Mrs. Smith calls 
them. We have the freezer right there at the site; we get them 300 
cases at a time. We keep them in the freezer, take them into a work 
room, open them up and do all the things you do to them, which is 
putting goop on them and then identify them; it is very hard for a 
farmer to tell the difference between a blueberry and a blackberry 
pie, for instance. We do some little things to them so we can tell 
at an instant which pie is which, so when a customer wants a blue
berry, you don't have to stick your thumb in and see if it is blue
berry or blackberry. 

-9..! WHAT DO YOU DO WITH THE PIES YOU DON'T SELL THAT DAY? 

A Sell them first thing the next morning. 

_g_. WHILE YOU ARE BAKING FRESH ONES, WILL PEOPLE BUY ONES LEFT OVER FROM 
YESTERDAY? 

A. Yes, most of the pies are cold by the time people eat them anyhow. 
It is very usual. Yes, there is a chance. People could get one just 
out of the oven, take it home and eat it, but most people eat a cold 
pie and think nothing of it. The only pie that I have any qualms 
about holding very long is a pumpkin. They look funny after about 
one day; they taste fine, but they sort of look funny. 

_g_. DO THE CONSUMERS KNOW THAT YOU ARE USING FROZEN PIES OR DO THEY THINK 
YOU ARE MAKING THEH FROM SCRATCH? 

A. We do not advertise to anyone that they are a frozen pie. We say 
that we bake the pies right here at the market. Once in a while 
someone will raise th~ question, "Do you make this pie?" I say, "l'ilo, 
we bake it." That is it. We don't knowingly mislead them; we don't 
go out and say, "We've got frozen pies here." By the way, we do not 
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sell frozen pies. People will ask for a pie to take someplace; we 
have a hard and fast rule that we do not do it. First of all, I 
don't want people to know what kind of pie they are, who the manu
facturer is. If somebody asks where we get these I just say a lit
tle pie maker up in the center of the fruit belt of Hichigan. There 
is only one other place you can get them in Franklin County and I 
won't tell you where it is. 

_q. WHAT KIND OF A BUILDING DO YOU HAVE? 

A. Our building is a little, old, one-room schoolhouse. The pie oven 
is in the extreme far corner from the door. I'm seriously consider
ing taking out the vents and venting it out to the front. Really 
seriously, because people can smell the thing and their tongue is 
hanging out on the ground when they come in. 

_q. WHAT HEALTH INSPECTIONS DO YOU HAVE? 

A. The health inspector comes out periodically and every time he is in, 
they leave you three items that need to be fixed and they better be 
fixed by the next time he is there. Next time it will be three more; 
they never give you a clean bill of health. That is part of their 
philosophy; they keep you on your toes. They don't amount to any
thing. Last time they were around, they said you have to have a 
thermometer in every refrigerated area, so we put them in and the 
customers promptly steal them. They will be in there the next time 
he comes by and next year he may be worrying about the same thing. 

_Q.. WHAT ABOUT LABELS ON PIE BOXES? 

A. I don't think you have to have a label on the box if you don't box 
it until after the customer gets there, otherwise you do. 

By the way, about boxing it before the customer gets there. When we 
first started baking pies, we would bring them out of the oven and 
we weren't prepared to do anything. We just laid them out there on 
the counter. They sold. We baked more and more and scurry around. 
We got us a pie case, with glass front all over it, and glass shelves; 
boy, that was a beauty. It was an old timer, but it was a beauty. 
We put it right in the most prominent place in the store where 
everyone sees it when they come in. Pie sales innnediately went to 
zero. They do not sell from a pie case for us. We have them on a 
back counter that is separated about as far as you and me where the 
customer can go up and look at them. "What kind is that?" They sell 
there. I think they are about six feet from the customer's hands. 
They are just spread out there. They don't sit there very long. 

_q. ARE YOU LICENSED? 

A. We are licensed by the state of Ohio and we pay $20 a year or so for 
a bakery license. We hang it up there and no one knows anything 
about it. Some fellow comes around and you pay the money and get 
the license. They look the place over and see that your floors and 
and your freezer are clean and the area where you prepare them is clean. 
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By the way, I've got a daughter that comes every strawberry season 
from either Wisconsin or Minnesota, wherever she happens to be living 
and helps us with the strawberries. She will sometimes go up to the 
market. I think she did it either three or four Saturdays last year and 
right out in front of everyone she makes and bakes bread. She mixes it 
from flour, lets it rise and puts it in the oven. She put it in little 
half pound loaves and put a bunch of them in the over when we weren't 
using it for pies and when the first of them came out she cut them up 
and put butter on. She handed them out to people. She had people lined 
up waiting for the rest of the bread to come out. These were little half 
pound loaves of bread; she was selling them for 89¢. She worked all day 
at it anytime we weren't baking pies. People kept asking all summer when 
we were going to have some more of those little loaves of bread. They had 
forgotten that they had paid 89¢ for them. 

g_. WHEN DID YOU HAVE TO START BAKING PIES FOR THANKSGIVING? 

A. Thanksgiving was on Thursday. A lot pies went out l>n Tuesday; people 
were buying pies ahead of time which they hadn't done in the past. 
The year before we had utter chaos at our place, and people who were 
really disappointed and said foul things about us, because we didn't 
have the pie ready when they came in, so I think some of those people 
were ordering their pie for Tuesday. In reality, we started baking 
pies about 4 o'clock on Tuesday before Thanksgiving and we baked all 
that night and all day Wednesday. I did the baking myself that 
night. We baked all the fruit pies and had them all done by 4 in 
the morning and then we started on pumpkin and baked pumpkin for the 
balance of the day. Pumpkin pies are the biggest seller for Thanks
giving and it works all right. If you do this you want to bake your 
fruit pies first, because they hold up in a pinch a lot longer than 
the pumpkin . 

.Q_. HOW FAR AHEAD DO YOU NORMALLY BAKE? 

A. Our market opens at 10 o'clock now. We walk in there maybe an hour 
ahead of time and turn the ovens on so they are hot. We get up there 
at 9 o'clock and turn the ovens on so they are up to temperature by 
10 o'clock and we toss them in and the first ones come out at ap
proximately 11 o'clock. On other pie-eating days of the year we 
would start earlier depending. We can bake about 60 pies an hour. 
We do have a third oven that only holds 12 pies that we press into 
service occasionally. 

g_. HOW DO YOU LET CUSTOMERS KNOW ABOUT PIES .A.~D THINGS? 

A. We have two phones with an L-1 announcement system set by Bell that 
we can put a two and a half minute recording on. We use that to 
let people know when the pick-your-own things are on, what hours and 
all those sort of things. Anytime we aren't really busy with that 
we have a message on there about our farm market and how to order 
pies. 
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_Q. WHAT OTHER ADVERTISING DO YOU DO? 

A. We have a billboard out in front. You can draw anybody off the 
street there by putting up a listing of a particular kind of pie. 
Along around the first of May you can put fresh rhubarb pie and its 
surprising how many rhubarb pies you will sell to people on impulse 
just driving by and seeing that sign. 

_Q. WHAT ABOUT PRICING? 

A. When we first started selling pies I didn't know what they were sell
ing for, considerably less than they are now. We had all sorts of 
prices; we just kept easing the price up as they increased the price 
to us. One day I got tired of having all that hassel and having 
pies at $1.69 and $2.14. I just evened them off at $2.50, $2.60, 
$2.70, $3.00 and $3.20. I've never heard one person when we've 
changed the prices, comment on the price going up. All our pies a:e 
9-inch size. 

COMMENTS FROM THE AUDIENCE: 

I really wasn't planning on doing this, but I will kind of share with 
you what I have done. I have primarily been in the baking business for 
about 11 years. Before I ever got into the baking business, I did a lot 
of competitive baking, so I was in competition and did a lot of baking be
for I ever got into it. I started in the wedding business doing wedding 
cakes and wedding catering. When my husband came up with the idea that 
we ought to grow and sell some cantaloupes, we decided where we we were 
going to sell them and what we were going to do. It just kept snowball
ing like everybody else's ideas. The weddings kind of went by the way, 
so we started out with homemade bread in the market. We now sell cinnamon 
rolls and brownies which are a big hit. We have homemade raisin bars; 
we sell the chocolate chip and four or five different varieties of 
cookies. During strawberry season, we made shortcake squares, now my sup
plier has come out with a sponge cake, which is very good, so we are going 
to plan on having sponge cake next year during the strawberry season. 
Every now and then we have chocolate cake and white cake. Every now and 
then we throw in something different, so the people who come in day after 
day don't look at the same thing. We do bake pies, but we really don't 
have a big pie business going. Usually people know I bake and they come 
in because of the reputation for what you have. We would like to put in 
doughnuts; we've been looking at the doughnuts downstairs. Anybody have 
any questions? 

_Q_. WHERE DO YOU GET YOUR BAKED GOODS SUPPLIES? 

A. Okay, I have a supplier. When you go into the business you want to 
call frozen foods, restaurant suppliers and bakery suppliers to try 
to find out what they have. I have a very good supplier that I use 
during the wedding season. It is a connnercial bakery mix, you mix 
it up. You can buy your glossy chocolate icing in buckets which 
is already to go. Bake your brownies, pull them out, let them cool, 
ice them, make a little design on them, and they are very good 
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quality. Things like the ra1s1n bars, I do make from scratch. They 
are very good; they have a dribble glaze on them. Something else 
that Lot said, he said he was going to vent into his parking lot. 
My exhaust fan above my commercial oven goes up through the ceiling 
and a vent does go to the parking lot, so when we have people pick
ing strawberries, our main crowd comes through at 10:30 or 10:45, 
and I always try to have bread and cinnamon rolls coming out of the 
oven about the time people are coming in to pay. You stand there 
and the people say, "I'd sure like to have some of those cinnamon 
rolls. Will you hurry up and get the glaze on them?" You get them 
sold before they ever cool off. People really talk about merchandis
ing, when you have your vent going to the parking lot, it really, 
really sells your product. The men are my best customers--boy their 
noses--it really gets to them. 

The brownies are a powdered mix in 50-pound units. You mix it up 
with water in your mixer. You can buy your mixes either with or 
without eggs. The one supplier that I use has commercial doughnut 
mixes, cake mixes with eggs and without eggs, brownie mixes, sponge 
cake mixes, just about anything you want. They are top quality mixes. 
We only added the bakery business last year. Last year was our first 
year of picking strawberries and the first year with the bakery. 
Primarily we are a new business; we've only been in it three years. 
When you've had a bridge out between you and Columbus for the last 
two and a half years, you really don't know what your business po
tential is. I don't know what the percentage would be. Everybody 
is always excited every spring because we've always added something 
new every winter. This winter we want to tear out our baking area 
and add more, because the bakery primarily in our drawing card. 

I had a commercial oven in my basement before I ever went into the 
farm market. I have a licensed bakery in my basement. I bought it 
used. The next one I called was a dealer in new equipment; I was 
desperate for an oven. I called everywhere for an oven and nobody had 
had what I wanted so I called Cincinnati. A lot of your new dealers 
will say they don't sell used equipment and say are you going to be 
remodeling anything. They remodeled three Catholic schools and took 
the ovens out and they don't sell used equipment, so you can buy 
them real cheap a lot of times from new dealers. I had to drive to 
Cincinnati to pick it up. I got it for about $400. I primarily bake 
with gas. For anybody wanting to get into the business, I suggest gas 
because it bakes much more moist than electric. 

Maybe I tell you a lot of things you already know, but maybe I can help 
you on something you don't know. I buy pan coating glaze from a 
restaurant supply house which is a much better quality and more 
economical than something like Crisco. You never have to flour any
thing with it; your stuff just dumps right out. It is a much better 
quality than what you would use in shortening. You can sometimes find 
the spray. It is usually in a five-pound can; you get yourself a big 
pastry brush and a fe~ swipes and you have it done. The brownies ~re 
one of the best selling things that we have in the market. A lot of 
things you buy you can tell it is prepared or frozen, but the brownies 
are very good quality. 
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Q. MAY I ASK YOU WHO MAKES THAT MIX? 

A. Colso Products in Columbus. We sell them for 20¢ each and the size 
always depends on who is cutting them. I have a certain size that I 
like, but my girls that work for me get a little bit more generous. 
I cut them in a square about like this. We do make custom trays for 
people who want custom brownies made. We used to do a lot of custom 
cakes, but we don't do as much of that now. 

g_. HOW BIG AN AREA AM I GOING TO HAVE TO HAVE FOR MY BAKING? 

A. Maybe 11 x 22 feet which still isn't big. 

g_. WHAT HELP DO YOU HAVE? 

A. Do you want the truth or do you want me to lie to you? During the 
strawberry season, primarily I do all the baking. This last year I 
have broken in a lady to help me. I found it is hard. I don't think 
you can take just anybody in and stick them in a bakery and say, bake. 
You have to have a little bit of knowledge behind. Strawberry season 
I'm usually up at 5 or 5:30 and out at the building at 6 or 6:30. 
Maybe I'm out of there at 10 or 10:30,run to the bank, grab a snack, 
take a shower and go to bed. I'm a very funny person. My neighbors 
never know when anybody is breaking into my building; I may be out 
there at 1 or 2 o'clock in the morning, midnight, 4 o'clock in the 
morning. It depends on how much time I have. I don't have set hours 
that I'm going to the building or that I'm going to bake, because I 
also have a family to raise. When you have kids that are in march
ing groups, scouts, playing ball, you kind of have to bake inbetween 
everything else that is going on. I bake when I have spare time. 
I've baked in the middle of the night. I might be out in the building 
asleep in the middle of the floor. I bake when I have the time. 
During strawberry season I always try to be out there early; get 
stuff started. I like to have everything coming out of the oven, 
main things coming out of the oven when people are coming in. Most 
people take stuff out warm during strawberry season. 

Q. WHAT IS YOUR MARKET NAME? 

A. Circle S Farm Market, and that around Grove City, Ohio. We are about 
20 miles southwest of Columbus. We are very hard to find; the bridge 
is out and we are hard to find. We do hope that it builds up out 
there a little bit. 

Q. DO YOU DO ANY DANISH PASTRIES AT ALL? 

A. No, I want to expand and get into it a little bit more. Right now 
there is so much going on; trying to get into the strawberry busi
ness, the U-pick business, trying to get your bakery started and 
fairly having a new business. You have to get people broken in 
gradually. My main thing is being a wife, mother and raising my 
family. To me that comes first. As my kids get older, I want to 
grow into it more, but right now I'm doing what I can do at my stage 
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in life and still raise my family. That is the beauty of having the 
market where we have it. You can do both and not have to leave the 
farm. 

I would like to say one thing. For us being new strawberry growers, 
I would like to thank Lot Smith. He is a true gentleman. For us to be 
as close as we are to him, he has really given us a lot of help. I would 
like to give him a hand. 



SIGNS AND MARKET ENTRANCES 

Hosts: Bill and Joyce Fulton 
Fulton Farms 
Troy, Ohio 

Tonight we are going to discuss signs and market entrances. We have 
two resource people who have some slides showing signs and market entrances. 
James Erwin who is doing research work with the Ohio State University and 
who is on your program tomorrow has some slides of entrances and signs 
and Ed Watkins who is from Ohio State who does a lot of work on designs 
of farm markets and layouts for the farm market people here, are going to 
be the resource people for our discussion of signs and entryways. When I 
was asked which session I would like to chair, I said I would take this 
one because we don't do a very good job on either one of these things at 
our farm. I have a good example. I'll pass it around to you. This was 
taken out of our local paper this year during our strawberry season. The 
strawberry season started late and everybody was ready for it; we had a 
lot more people than we had berries for about the first ten days and you 
know how that is. We very seldom in the past have ever had to close the 
patch. Well, this past season we went ten days in a row having to close 
the patch. Open up at 7 every morning and close somewhere between 9 and 
12. We were making frantic signs trying to tell people. I will just pass 
this around. Pretty expensive signs. You will see traffic is lined up 
for a mile down the road trying to get into the patch, while looking at 
my signs, hand written with a fei_t tip pen, which say "Closed today, over
picked." On the other sign, "We are going to open every morning at 7. 11 

That hurt us. 

The year before we had a short crop of strawberries, the first time 
we ever had any frost injury on the strawberries and we knew we were going 
to have a short crop. We made nice signs, 4 x 4 signs. We put them up 
and explained to them that we had a short crop of strawberries and what 
our hours were going to be and what days we were going to be open and 
people accepted that. What we should have done in this case was exactly 
the same thing. The first day we found out we were going to run out of 
berries, we should have got to work that night making signs to explain 
what the situation was. Instead we just frantically threw up signs to 
try to get people stopped and out of the patch. On top of that we opened 
a new farm market this year; we bought a neighboring farm that had a real 
nice barn, 70 x 70, ideal I think for a farm market. We had Ed Watkins 
come down; he worked with us trying to get that started. We have a sign 
and now we are debating how we should change the sign. Should we go to 
the movable letters on it? Would that ruin the image of the farm market 
and all those kinds of things? So, I am here to learn as well as you are. 
This is Jim Erwin to show slides of some farm market signs. 
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James Erwi.n 
Graduate Student 

Ohio State University 

I spent the past summer looking at markets over the three state area, 
and I have a few slides of some of the signs that I saw. How many of you 
are closed on Sundays? That is one big day for a lot of farms. How do 
you other people handle being closed on your signs? "Open Monday through 
Saturday" or "Closed Sundays." 

I am here for the same reason Bill is here. I'm kind of interested 
in that movable sign. I know tomorrow I am going to be talking about 
images. I don't want to give away what I am going to talk about tomorrow 
either, but I think you must realize when you put up one of those signs, 
you are probably giving a different image. Do people have those movable 
signs with the flashing lights or the little yellow daisys spinning? Just 
the movable letters, no flashing lights? I think the great utility of 
those is you can change your message and if you are running a specialized 
day sale and that sort of thing. 

These are my slides. I threw this one in. It is a billboard, ob
viously a rented billboard, that not too many farm markets use. I know 
there are some strawberry growers in southern Indiana that will rent bill
boards for the month that the strawberries are on. They actually say, 
"Turn Right at the Next Cross Road." They put it on four lane highways. 
That is something that I don't think too many of you use, but it is the 
greatest directional sign. What do you like about this sign? Colors. 
I think the logo is important to take all the way through your signs, 
especially for your customers who are familiar with your market and they 
are looking for your things, like what do they have out at such and such 
a place today. If there is a logo there or some unifying features such as 
a bright border around your ad, the same border is used around your bill
board, the same border goes all around all your road signs. Directional 
sign, it is clear it is obvious. This is out on the country road, the 
people are going to that place, they wouldn't be out there looking for 
this place if they weren't going to it. It is obvious which way to turn. 
It tells you what it is and how far. 

These are signs with old barn siding backgrounds, jagged edges, really 
cruddy old barn siding, but nice neat freshly painted with cut-out plywood 
letters on the outside or in front of the siding. It gives it a rustic 
look. I know some markets continually putting up directional signs and 
the state comes and tears them down and they just keep putting them up 
again. There is never any enforcement of it other than they tear down 
your signs. I'm not recommending that. Our experience with this is if you 
have a permanent year round market you can't do this, but if you have a 
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seasonal pick-your-own operation strawberries, they really don't complain 
about the signs unless someone complains. The county doesn't do it. If 
you put it up and take it down you only have it up there for 30 days. 
It appears there is some different interpretation of this law, so you have 
to check it out. There is a difference in interpretation, but most states 
are moving in the direction of limiting the use of signs. 

This one right here I thought was kind of interesting. This is the 
center where all these are all sprayed on with the letters that you spray 
over in this case on a sheet. This is the permanent sign here with the 
farm market name over the top. This is a sheet and he just takes down the 
sheet and puts up another one with the new sign message he wants. It's 
like a bed sheet or something. I like this one just because it is simple 
and the little logo is distinctive. I think the letters could be a little 
thicker, so they would stand out a little better. This is one thing when 
you are making your own sign which I assume most of you do. The letters 
should always look too thick when you are making them. 

A night sign. 
advertise at night. 
at night. 

Again the type of market that this is, they need to 
They are open, so they need something that will work 

This particular market has done a good job of keeping this sign rus
tic. It isn't like it is standing out there like a sore thumb or any
thing. Besides the apples the thing that hits you is the name of the 
orchard. The sign is nicely kept and looks neat. Also, I think they have 
a very excellent parking arrangement here. This is an aisle in the center 
with trees corning out and you park on both sides. This is an obvious bar
rier; people aren't going to drive over your parking blocks when you have 
the trees there. 

This is located on a country road. Again we are thinking about where 
the customer is in that decision process. I think when you come to this 
guy's market it's only because you are definitely going there. The sign 
is very functional; it talks about what he has, with closed Sundays down 
at the bottom. People can pull up and see what he has. If he doesn't 
have what they want, they either pull in and ask a question or they drive 
away. 

Does that sign imply that only green beans are pick-your-own? You 
need to realize what your sign is saying. Obviously an old wagon. The 
person who runs this market collects a lot of antiques. An exit sign out 
of a barrel; it keeps your rustic look. You talk about an image in your 
signs and such. I think that is important, especially construct your signs 
in such a way that they will convey the image of the market. A lot of 
people have parking problems. This operation they had to take all the 
customers through the farm between the barn and the house and take them 
back and park them. I think this dotted line down the center, a simple 
dotted line has eliminated a lot of confusion that can exist. 

This is a poured concrete apple in southern Indiana. Somebody tried 
to blow it up with dynamite once. I think he formed it and then poured it; 
I'm not sure what is on the inside. He told me what it weighed, but I 
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don't remember and I don't want to think about it. It i.s not one of those 
fiberglass ones that they are advertising now. 

You talk about signs drawing people off the highway, you can see the 
roof of this building a good ways down the highway. Just using the. roof, 
utilizing the building is often a good idea. 

I put this in to remind me that this operator was really questioning 
whether it hurt his image or not to pave his parking lot. He really 
wondered if paving this was going to hurt his image. Was the customer 
going to like it? Was he going to be like a grocery store? Now he wishes 
he had done it years ago; it was really great,the customers love it. It 
seems to me most people who have paved their parking lots are very pleased 
about having done it. 

In signs or newspaper ads don't be afraid to use white space. Don't 
feel like you have to fill up every inch of the sign to make it good. 
You can use white space effectively on signs. It should be artistic and 
you can think of it as a focal point. 

Now, is somebody here from Virginia? What are your restrictions on 
signs? They said take the signs down in either two weeks or 30 days. 
Their restriction is that it has to be in a conunercial zone, near some 
business zone or some area with year round sales. I was allowed to put up 
signs in farmers' fields with their permission, 60 feet from the center 
of the highway, of a certain size and they had to be approved by the 
county as well as the state. The esthetics were approved by the county 
and then licensed by the state, the state licensed each sign, charged 
$10 for each sign put up the first year and $1.50 each year after that. 
It will depend some on the county if you have an aggressive group in the 
county, they will foul things up for you or in an historical district or 
something. I expect these are the signs of the times for all of us. How 
about in Indiana? In Indiana I noticed a lot, people are painting signs 
on old semi-trailers and backing them up to the road. I don't know 
whether that is an interpretation of that or not because it is not a per
manent sign. Pennsylvania, what is happening there? In Pennsylvania I 
am not aware of any statewide program other than on the Interstates. In 
any particular area the signs are pretty much under the local zoning, 
township, borough, county, whatever level you are zoned at. 

Ohio. We've got a situation during strawberry season we are on a 
state highway and having trouble with people gawking and accidents. We 
took a sheet of plywood and painted it yellow and black the same color 
and shape as highway signs and saying "Caution, heavy traffic during 
strawberry season next one mile." We put them right in the road. It 
does two things. It warns people, but also it lets people know that you 
are now into strawberry harvest. No law enforcement has ever said any
thing, we have had them for about six years. 



Ed Watkins 
Ohio State University 

On Leave with USDA, Washington, D.C. 

This is Peter's Orchards in Pennsylvania. He has had some sign 
trouble at one time and I think still does. His answer was to take a 
running gear from an old wagon to mount the sign on and move it occas
ionally. Now, one of the things sign people keep pointing out is, keep 
the message simple. Most people tend to put too much on it. Here is 
one of those flashing light signs. They do catch your attention. Does 
anyone disagree with that? They are very brillant. They are portable 
so if you have any trouble with signs, they can be moved. They are 
usually a rental job; you rent the sign. Some of the municipalities have 
placed pretty sizeable license fees on them now and they are controlling 
them by the size of the license fee. If there are people who are ob
jecting to signs or agencies objecting to signs, then the signs are prob
ably doomed by one method or another if they persist long enough. 

In this slide, I don't really know why the barrels are out in front. 
I'm not sure if this thing needs any sign; it is so distinctive. I wish 
I had a better shot of the sign than I do. I suspect that I got this 
from Jim Toothman on a 'please help me out basis' and I don't know any
thing more about it. It is such a distinctive building that it is almost 
a sign in itself. Once you get it in the public's mind, that is what it 
looks like. They can hardly miss it if they are in the neighborhood. 

Is this sort of sign saying you just passed XYZ market effective in 
your estimation? I've seen a number of them. You've just passed---I 
can't remember ever turning back to one. Okay, using both sides of the 
sign. There is an old Burma Shave type deal, and I think the nlllllber of 
signs and the increase of road width is gradually making this one harder 
and harder to implement. If you are clever enough at phrases, at one 
time it did have some attraction. 

We've seen enough of Peter's signs. These are changeable signs. 
That center panel slides out and you can change from apples to peaches to 
sweet corn. It is a panel that slides out of the frame. Somebody asked 
earlier whether one of these signs does spoil your image. What might he 
have done differently that would give them the seasonal information and 
maybe kept a little more in character with their overall sign? Would the 
bulletin board type be more acceptable or not? Would it be as legible? 
It seems to me there is too much contrast in the two signs, you should 
sort of blend one into the other. There is a difference in style; dif
ference in color and here you have two different signs in one frame really. 
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Do you think this would do more for a woman customer than for a man 
customer? Could be. That is a rather attractive sign. I put this in 
here for a specific reason. lf you were to criti.cize it, what would you 
criticize? It is too much, isn't it? The idea of each. part of it is 
probably all right, but put together it makes you wonder what the market 
looks like. You have the element of clutter there don't ytm? Here you 
have a sign which is just part of the barn. 

I didn't know how we were going to be on time; the program said ac~ 
cess and signs. Jim has already covered the blacktop proposition. I 
don't know of anyone, there may be, but I have not yet found anyone who 
after putting up with dust and mud and gravel and water and slop and have 
blacktopped have ever been sorry that they put down blacktop. It has 
gotten rid of a lot of problems, plus the fact that they can get at least 
50% more cars in the parking lot. You know what usually happens on a 
gravel lot, they will come in and they will park perpendicular to the way 
you intended; they spread themselves out at all angles. With blacktop 
parking, you can lay down the lines. They are used to this; they have 
been well trained to park within those lines in every suburban parking 
lot. You get greater utilization out of a given space. 

We've had a running conunent for several years about where should the 
parking lot be. This does not illustrate it well, but it illustrates one 
of the problems that you may run into when a parking lot is placed in 
front, directly in front of the building. It does several undesirable 
things. It is easy to run in and park like at 7-Eleven, but I'm not sure 
you want the 7-Eleven image. It blocks off anything that you may want 
your customer to see about the building because of the cars parked in 
front of it. I think if Ransom were here, one of the things he would 
very much recommend and it is safe putting words in somebody's mouth who 
is 500 miles away, but one of the things that he has been suggesting for 
years and I think it is valid, is when you put up a new market and the 
site permits it, put the parking lot along one side of the market rather 
than in front of the market. You can get better control of parking, ac
cess, the whole works, it just works better. What often happens even if 
you have lines painted if there are not many cars in there, somebody will 
pull up along side, up against the curb and pretty soon things start to 
go to heck again. If you put them into a parking lot where there is a 
definite drive off the road and into the lot, you seem to maintain a de
gree of order much more easily. That is part of what I was talking about, 
you lose some of the value of seeing your market from the highway if you 
have parking in front. But sometimes space or shape is such that you 
don't have room any other place. 

I was going to talk a little bit about traffic flow, car flow into 
a lot, but I don't think we will. Time is up and I apologize for really 
not being ready for you when you came. I didn't have the store open and 
ready. I thank you for being very, very patient here tonight with 
substitutes, neither one of which were really prepared to do the job. 
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_Q. SHOULD YOU HAVE .AJ.~GLE OR PERPENDICULAR PARKING? 

A. It depends on what you are going to do with your parking spaces. 
In other words, are you going to angle them or do you have width 
enough in your parking lot so that you can perpendicular park the 
cars in the spots so they can use the same drive to get back out 
again. If you are restricted then you can narrow this up if you 
angle park them. It depends on your parking lot dimensions, over
all dimensions will determine which system you use. If you go to 
a one driveway system, make it wide enough so that people can turn 
in there while someone else is trying to get out without getting 
into problems. That is probably 24 foot. That is another factor, 
the state may say you can use only one entrance-exit drive and that 
is it. If you are on a busy highway, especially near an inter
state you may get only one entrance lane. I know one fellow in the 
northern part of Ohio they told him either to change his practices 
or they were going to put down these steel posts right around his 
market. 



GIFT BASKETS 

Hosts: David and Miriam Cooper 
Coopers Country Market 

Bucyrus, Ohio 

Tonight we are going to hear two market operators describe their dif
ferent types of gift basket operations. These discussions are informal, 
so ask questions as you wish. The two speakers are Bill Boose from Nor
walk, Ohio and Rick and Jonnie Mununa from Dayton, Ohio. Bill Boose will 
lead off. 

Bill Boose 
Boose's Farm Market 

Norwalk, Ohio 

Rick and Jonnie and myself have been talking up here and we are going 
to try to keep this very informal. Anytime anyone has a question please 
ask. We were discussing here before we got everything set up that basic
ally it seems as though we are pretty much the same. We're new in the 
business. We have been putting up fruit baskets for five years. I'm 
representing Boose's Farm Market located in Norwalk, near Sandusky. We 
are primarily a rural area. We started in business five years ago. We 
started out and at Christmastime someone said we ought to have fruit bas
kets. Actually in our area fruit baskets were not that big and even the 
supermarkets weren't pushing them. We got to the point where we thought 
we had better locate a basket salesman to get a few baskets in here. We 
started out with a few handled baskets which we don't use at all anymore. 
I don't actually know how we started. ~'·Te came to this conference after 
we had been in it one year and we saw a fruit basket presentation. The 
gentleman was up here with tape, and I looked at my wife and said, "That's 
how they keep the fruit in the basket. u We never even used tape before. 
We are new in the business. I think the first year we sold 75 fruit bas
kets. This past year we were probably somewhere around 900 baskets, which 
we felt was pretty good. I brought some sample baskets here that we did 
use. Some of them are damaged. This was our most popular basket; we ran 
out of this basket, a minature laundry basket. Our gift baskets ran from 
$6.00; now you don't get much of a basket for $6.00, but you always have 
people come in and say they want a few fruit baskets. What we do which is 
basic ta the industry is have baskets with fake fruit set up and out on 
the table. People come in and they can look and see if they want a $12 
basket or whatever. I alw~ys tell the girls that if that doesn't suit 
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ti1eir needs, we can always fix something else up. We can exchange a jelly 
for something else or take the cheese out and put in a smoked beef log. 
But you have to get across to these girls some idea of cost. Once in a 
while they come up and say somebody wants trail bologna in there 1 but they 
want an apple exchanged for the trail bologna. So we set up the basic 
price. We started with our lowest basket being $8. We started getting a 
few people coming in and saying well, we have some older people in nursing 
homes and all they want is a little bit of fruit, can you fix something 
else up? Everyone knows what a wooden peck basket looks like. Well, we 
got the half peck basket and we fixed it up and actually came up with a 
nice basket. It was easy to set up; we sold it for $6. We just tried 
that about four days before Christmas and I would imagine we sold about 
50 of them. This is the type of basket we used, although it is not the 
size for the next step which is $11. Luckily we have a gal nearby who 
sells baskets. She gave us a basket about half this size which we had to 
stamp on the ground and build out about this wide. When we were done with 
the basket it was about this wide at the bottom and this big at the top. 
From there we went to this basket which ran with wine, which was probably 
Lambrusco unless they wanted a more expensive wine, or with cheese, was 
$17.50. Without wine or cheese it was $15. We tried something new this 
year, we went to this wooden crate. Has anyone tried this crate for a 
basket? Did you like it? We did pack fruit in it and found that the only 
problem was that the cellophane tore at the corners. The people liked 
the look of the basket more. Close to that, we had a box which instead 
of having space between the slats, was solid and a little bit larger than 
that with a quilted top on it. We found it was more popular than the crate 
with holes in it. We sold about 900 fruit baskets and out of those 900 
fruit baskets, I put up 890 of them. In other words, I put them all up 
unless I was gone for lunch. I found this very difficult to pack. Sup
posedly, rounded off, it held a half a bushel. We sold this just with 
fruit and a couple jars of jelly for $20. We probably sold only about 75 
of them. Everybody is familiar with these two baskets right here. Some 
people wanted cheaper baskets, so we took these 0askets and just filled 
them with apples and oranges; we used naval oranges and Red Delicious ap
ples and we sold this one for $7 and this one for $8.50. We put some candy 
canes on top. We were able to hold our prices down a bit, because we used 
all our own apples. When we would bag out apples for wholesale to the 
chains we would always pick out the nice ones for use in our gift baskets. 
I imagine the apples we used were something like 88's. The oranges, on 
these type baskets here we used something like a 64 size. That was Florida 
citrus. So we were able to cut the corners a little bit there on the citrus. 
By the way, we had some excellent citrus this year; it would compare with 
the peak California fruit I would say. 

I kept a close record of anything we sold. We have the orders of banks 
which order so many baskets and so many bottles of wine. I keep a record 
of all this. This year we went back and checked our basket prices. Most 
of them we didn't raise or we raised them maybe 50¢ or 75¢, based on what 
went into each basket according to cost. It is very difficult to say. Dad 
came into the market one day and he looked at this crate and he said, 
"Twenty dollars, you've got to be kidding." We did a regular four-...fif:ths 
box of fruit, citrus and we mixed these up and added some apples to it, 
put a few candy canes on top and we sell that for $12.50. So, we had the 
$12.50 box setting beside this for $20. 
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Could you back track a little on determining cost? When you figure 
your costs for your jams, jellies, cheeses, do you do that on a wholesale 
cost or on retail? And then, what percentage of 111,arkups? I try to figure 
out what it is going to cost us and then I go through ag~in and figure a 
little bit high at retail. I'm the only one making the baskets. We've 
got to make a decision next year; I can't do all the baskets myself. I'd 
like to, but I can't. I figure what I've got in it starting from the bas
ket on up. 

Yes, but you take an apple and you are going to figure out what you 
are going to sell the apple for, not what it cost you. 

I do it both ways. What I'd like to know is you are starting out 
with the basket I'd like to know for comparison. We use the same basket 
here. Does anyone else use this basket right here? Do you remember what 
the price was on it? I have to know what this basket cost. How much is 
that basket made up is totally as I would have sold each piece individual
ly? That gives you a composite and then put something on top of that to 
include the labor to assemble it. In other words, let me explain some
thing here. If I take this basket right here and we have four navel or
anges. We use a lot of large navel oranges like 48's and some 64; we 
sell them for 29¢ a pound. That is what we sell them for in the store. 
That is what I'm actually figuring in. But at the same time, you know 
what they cost. Do you figure you are supposed to make that much more 
money on the baskets? Absolutely. That is the whole idea. That is like 
the crate there. It is nowhere worth that much in product, but we have 
a psychological factor that you are figuring into that crate when it is 
wrapped and all. That is my idea of fruit baskets. You add on two or 
three bucks whatever you figure. Our $8 fruit basket would probably not 
be quite this high. Now, what would you sell a basket that size for? 
I would say around eight or ten bucks. So we are making a profit. The 
end result is coming out the same, but I'm saying how I determine the price. 

People will pick up that $8 basket at Christmastime. We figured out 
that we sold approximately 600 on order, 300 on walk-in. The week before 
Chirstmas people were picking these up, three or four at a time like they 
were a nickel candy bar. Eight dollar basket. It was amazing. You either 
picked that up or you went down to the florist shop and paid $15 for some
thing. By the way, we do not use color film. We overwrap all of ours on 
an overwrap machine. 

We have just a square cardboard box for around $7.50, but we don't 
have anything in wicker for under $12.50. Do you feel that by having a 
basket priced lower that you miss some of the sales that would normally 
be a higher priced basket? Instead of coming in and wanting to spend 
around $12 or $15, when they see that basket they think that looks real 
nice. Someone might be paying more for a basket if you did not have that 
lower priced basket? 

Do I have an opinion on that? Yes. You have to have that lower priced 
basket because there are b~siness people who are buying fruit baskets io 
quantity and have to have that price. There are an awful lot of people who 
want to show their gratitude, but they don't want to go overboard. 
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COMMENT FROM THE AUDIENCE: 

I might add that we have just as many people who say, nDon~t you 
have anything better" than those wh_o say i•Is this your cheapest one?" 

In the past three years we have kept an exact record. In the past 
three years the pattern has always been the same that the second largest 
basket was always the highest volume. That increased in price this year 
from $16.95 to $18.95. 

Where do you get your baskets? These are from Grunden right here, but 
we didn't buy a basket from Grunden this past year. This basket right 
here is one from two bundles of them left from last year. But we bought 
the identical shape basket, probably not quite as good from another fellow. 
I shouldn't say they are seconds, but they are a cheaper made basket. It 
was like this, but the wicker itself wasn't quite as thick. 

There is a regular basket importer in Chicago. You've got to search 
pretty good to get your baskets. You've got to be willing to change be
cause they bring them in from foreign countries and they are never really 
sure if they are going to be able to get them. 

COMMENT FROM THE AUDIENCE: 

I think you've got two ways to go in this thing. If you are going to 
give a basket, why give this chain store basket here? We are trying to 
differentiate ourselves from the chain stores. I think if you are going to 
give a basket, you should give a true wicker basket not an imitation bas
ket. If you go the cheaper route with these little panel baskets, very 
colorful, very useful around the house. You can get those things for 55¢ 
or 65¢. Another route too is the gift box, when overwra?ped with shrink 
film, is very attractive. It gives you sort of a kit look to a fruit bas
ket. You can put preserves, nuts, citrus, apples in there and it looks like 
a little fruit, nut, candy kit. You see the whole thing visually. The 
basket I think is in a different classification. I hate to see us look 
like chain stores. If you are going to go with the labor it takes to build 
a fruit basket, you should have a good basket. Something they will use and 
value rather than just a simple thing like this. 

COMMENT: We are not so much interested in baskets as we are the quality 
fruit. There is no need to send a $16.95 or $18.95 basket to a nursing home 
where the nurses come in and eat all the fruit. I think there is a place 
for that small quality basket. We give them what they want in any amount. 

We have been in the fruit basket business for five years. At Christmas
time everybody thinks of fruit baskets. We finally are to the point where 
we have different industries in town which call us up when someone is sick 
and ask us to send a fruit basket. We've got a refrigeration man who was 
just put in charge of some committee in his union. He told us he needed 
some baskets every so often when someone is sick or whatever. These things 
are starting. The first three years we made probably two baskets outside 
of Christmas. 



-258-

You talked earlier about putting wine in baskets. Xn our area that 
is illegal unless you have a liquor license. We've got one. 

You can also do something just as attractive with sparkling cider. 
It is in a champagne type of bottle. 

I'm curious as to what you charge when you deliver to hospitals or 
companies. You do make special runs? 

We have a regular delivery route. We sell wholesale produce to 
restaurants, etc. On something like that we don't charge anything. We 
do not deliver really. It is such a hassel. You deliver baskets up to the 
door and nobody is there. What do you do? Do you leave it with a neighbor? 
We do deliver to the hospital because it is right across the street from 
the L & K Restaurant and is right on our way. I tell the girls if someone 
comes in, we do not deliver. I got them all together before Christmas just 
discourage them anyway you can. If they really have to have it delivered, 
say it is $2.50 or something like that. Just a little old lady comes in 
with a cane and says I would like to give my neighbors all one of these 
baskets or boxes like this. And she happens to stop and talk to me. We 
delivered seven of them. Did anybody use this gift box? These cheese, 
Colby and Cheddar, were from Roadside Marketing. We also had a nice 
smoked beef log we used in these. This is an old fashioned jelly jar. 
We've got a baby gouda in here. We retailed this for $12.50. It is the 
simplest thing in the world to make. The only problem was people said 
they weren't expensive enough. We had a lumber company come in and he 
wanted 35 baskets. He wanted something different. I said, "How about 
this?" He said, "Well if they were twice that price I would take them." 

At the hospitals we found that sometimes boxes that size were easier 
for a patient to handle than a basket. We found a lot of people had been 
happier with the boxes that size because it is easier for them to handle. 
It is not that small. It is a little larger. We've got one, two and three 
layer ones. This is the first year we have tried the boxes. We are going 
to go to a larger one. 

These are sold downstairs; they are sold in mailers. This fancy little 
lid goes over top and you have a mailer. It is very simple, and we send 
a lot of these out by UPS. The size was something like 8 1/2" x 9" or 9" 
or something like that. But we didn't sell as many as I thought we were 
going to. 

We made a lot of those in all three sizes. We discovered something 
after we got started. It is important to keep them level full just right 
up to the top. We tried to use color paper combinations if that is hollow 
in any respect and filled it in with mixed nuts. 

COMMENT: We used these little candy canes; they are supposed to be 2¢ 
candy canes. They cost you about 1.8¢; you are supposed to sell them for 
2¢. We used two cases of them; there were 216 to an individual box and I 
think there were 12 boxes to a case. They look very attractive. Also, an
other item which we used a'lot of were these simple little jellies. They 
are colorful. 
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If you added up the fruit to be $8 retail, would you tack on $2. What 
percentage would you add for your profit? This is what I'm going to have 
to determine next year, because I'm net going to be able to do up all the 
baskets myself. 

On the more expensive baskets would you tack on a higher margin of 
profit. I'll tell you what we did. We had a fellow call us up, a local 
contractor. He said, "I want you to make some baskets for me. I think 
I'll need 18 of them. Do you have any bushel baskets? We.11, I want 18 
bushel baskets of fruit. I want you to put two good bottles of wine in 
each one. " We put a Blue Blunon and a Lancer. He said, ''How about a 
smoked ham?·" As soon as he said smoked ham, I knew he was going to pay. 
I said, ·1we don't have the smoked hams right now. I don't think we can 
get that many right away. We've got these nice little beef logs, cheese." 
He said, "Put in a bunch of cheese." We put in three different kinds of 
cheeses, a beef log, two bottles of wine, fruit, and a fruit cake. Now 
what would you sell that for? Both the Blunon and the Lancer retail for 
about $6.49. He never asked prices. He said fix them up and I'll come in 
Friday. He said, "Thanks." He hung up the phone. Two minutes later he 
called up and said he needed 20. He never mentioned price and I didn't 
mention price. You know he has the money. 

I would say $65 or $70 for each one. I would say $48. The baskets 
weren't delivered; we didn't have to worry about delivery. We used only 
our own apples, Florida citrus, grapes, pears and no bananas. I would 
have to say· it was a basic mistake in not establishing the price at the 
time of sale. His son picked them up Friday; we got the check in the 
mail on Saturday. We got a thousand dollars; fifty bucks each. 

How do you figure tax? Like on the price of a $15 basket. Why do 
you have to tax it? Going back to our secretary who has now left, she 
had it all down as to the reason why. That is what we are doubting now. 

The only thing we charge on is wine. We don't charge tax on any bas
ket except the ones with wine in them. Any of these we just ring up on 
fruit even if they have jelly or whatever. 

The only tax would be on the container itself. How many people charge 
tax on the containers? 



Rick and Jonnie MullWla 
Mumma Fruit Farms 

Dayton, Ohio 

My extent of this fruit basket knowledge is what we have learned since 
the roadside meeting five years ago. I went to the pick-your-own meeting 
which I am interested in. Jonnie went to one of these meetings where this 
guy is taping up all these apples. So, when Dr. Cravens called up and 
asked if we would be on the program, I just smiled from ear to ear and 
here she is and she is the only one who knows anything about it. How many 
of you have never made a fruit basket? All of you sound so good at this. 
We have only done it four years, so many of you are more experienced than 
we are. We did start just like he said. The first guy I watched, it took 
two people, one to fill it, and one to tape it. I thought that was too 
much work. The next guy was much better; it took only one person. I 
thought then that I could do it. The first time I had a friend who was 
sick in the hospital, I felt this was my opportunity. I got out the tape; 
I got out all this stuff and I wound all this together; it worked. Of 
course, I got a little satisfaction from it. We decided we would set up 
right before Thanksgiving time. I did bring a few baskets here. Basically 
we are talking about all the same things that you have already heard. 
This is really my favorite basket. It is oval and all your oval baskets 
look like there is more fruit in the basket. This is a very important 
thing. I brought along a few baskets here. The people who have never 
made a basket. You are going to lay the fruit in the bottom. You are 
going to lay the first ring. Then you are going to criss-cross it. Do 
this very carefully. You buy the cheapest scotch tape that you can buy 
that will work. We have never tried using shrink paper. I don't like the 
looks of it. 

You get a holder that comes with it, and you just cut it off. We 
can't get it any more, they aren't making that shrink film any more. It 
is the same thing they use to overwrap meat in the grocery store. You 
pull it out and lay it over there. We are trying to get the look of more 
basket. This is the same basket I just held up, but it looks like twice 
as much basket. That is the only reason we are going to this amber paper. 

Lots of your baskets do come stacked in three sizes. Often times that 
creates a problem because you may end up with one size basket that really 
isn't one you are going to want to use. So you have these odd ones and 
they start piling up. Pretty soon you decide to have a basket display; 
it is silly to keep the odd ones because you've got to get them out of 
there anyway. They will come stacked in groups of three or four, differ
ent sizes. Unfortunately, Mexico has not been able to figure out how to 
make two baskets the same size. So even if they look like they are the 
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same basket, they may vary six to eight inches. The basket is still 
cheap and you can't afford to go to a more expensive basket. But any of 
you who have worked with these Mexican baskets know you sometimes get 
one that is half the size it is supposed to be. You really· kind of sort 
your baskets. We do use some of the round ones like this. This one would 
run at least $21. We don't use wine; we don't have a license to sell it. 
The point you brought up about grocery stores is very important. I 
brought this basket along; this is before it is wrapped. I also brought 
it this way. I just wanted you to see the difference in filling in your 
spaces. All the grocery stores in the Dayton area. We don't feel you 
want to see the grocery store fruit baskets. We have to have something 
that is more distinctive. 

To stuff your basket all you need is a pencil and there are two kinds 
of wax paper. You can get the plain kind or you can get the waxed kind, 
the florist waxed kind. When you are going to pick it up, you can get 
the plain kind without the wax. The waxed kind is very easy to get a hold; 
it is much much quicker for the girls. It is very very quick. The other 
thing that we do a little bit different. We try to pick one kind of rib
bon; we are not always successful. This is the one we used this year. We 
use what we call a gourmet ribbon and we pay for it dearly, but this makes 
it clearly not a grocery store gift basket. The grocery store will put 
on a little red ribbon, the little cheapie kind, like a stick-on bows, 
anything they can get. That is what makes it look like a grocery store. 
When we are done you have a fruit basket that all the way up and then it 
has a gourmet bow on it. We feel that sets us separate from the grocery 
store. Therefore, we can charge what we want. We are not competing. We 
are very close in price. This basket is running anywhere from $8.95 to 
$10.95. It can be varied by putting anything you want in it. We had a 
problem this year that was unique. Some of you may have had it too if 
you were doing baskets in warm weather. On fruit coming out of storage, 
we ran into a problem with sweating and as the fruit sweats the paper 
sticks to it. So, we had to bring the fruit into a room temperature. You 
can't do them up ahead of time and put them in the storage and then bring 
them out because you still have that temperature. 

There are about five different colors or shades of amber paper. This 
is a rather stiff cellophane. We think it works well. It stands up nicely. 
I saw the one on display downstairs and it is a much looser type texture. 
I don't think it would stand up quite as well. There are several differ
ent kinds. The only problem with the cellophane that we found is you have 
to watch temperatures. It is much more pliable and workable when it is 
fairly warm, not hot, but at least warm. If you get it in a very cold 
area, we're sometimes working over by a window, it becomes very brittle. 
One of the problems with fruit baskets is oftentimes it leaves something 
sticking on the bottom and then when you go to overwrap and especially 
when it is very very brittle and you are drawing it up. We did have to 
check the bottoms because nothing is more discouraging than when a per-
son picks the basket up and the wrap just keeps coming right on up. On 
a large basket like this we will take an old piece of scrap cellophane and 
lay it down underneath, so you have a reinforcing area since you have a 
lot of weight here and that will keep your paper down. We were using 
mostly our own apples. We really went heavy on the apples because they 
were our own. 
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What we are doing now is making our own apple butter in different 
sizes and selling them in th.e market. We have gone to a little squatty 8 
ounce jar of apple butter that we especially proces.s. to put in the l!!lllB.ll 
baskets. We also put in the little jugs, saurekraut at times. Checkered 
ribbons are one of my favorites. This is one I used the first year; the 
first year we did sell like 30 baskets; the second year, 300; we are 
presently in the 800 or 900 category. The first year I didn't know what 
to do. We knew we were going to do it, so we started rounding up baskets. 
We bought a pile of baskets. We bought rolls of amber wrap and a couple 
cases of tape and just had it there. We just started out with just four 
or five artificial fruit baskets on display. We just kind of left them 
around for people to notice them. Unfortunately~ the first couple of years 
you do something like this it is kind of a nightmare; you've got to get 
somebody to cook your turkey and take care of all .the things at home. You 
don't realize how people don't plan ahead. I have charts on the wall. 
You put your date and what you want. And then you have December 22 to 25 
and simply write another chart and continue. And then there are people 
who walk in, "How long will it be?" 

In your market you have to make your basket in front of everybody. 
If you move to the backroom you lose, I would say, 75% of the sales. It 
seems like everybody that walks into that place and sees a basket being 
made wants a fruit basket. 

_q. HOW DO YOU PRICE THESE BASKETS? 

A. We take the retail price of everything in there. Now this year we 
had an apple crop and we had fancy apples, so we put our own in. The 
retail price was according to what we are selling it for, the highest 
price per pound. Then we are taking the retail price of anything 
else that goes in there, then putting in the figure for the basket, 
the overwrap, and the bow, whatever we are paying for it. We are 
taking the time we figure it is going to take, of course that varies, 
the girls working alone are a lot slower, if there are 25 people box
ing them, they work a lot faster. We add the labor costs into that 
and then we add whatever we think the market will bear, two or three 
bucks. Two to three bucks on this size, five bucks over and above 
whatever is in it. I would say a big basket that we are selling for 
$21.95, we are probably adding 7 or 8 dollars. 

We do gift baskets all year around. Since we started doing them this 
way we probably have done at least two every day. Maybe three to five. It 
is a matter of reputation; once you have done it, with no advertising at 
all, they just start coming in. It takes us maybe five to six extra girls. 
We have the cellophane mounted on the wall. Instead of the small rolls, · 
we use the great big rolls. We have it on a big roller; we roll it down 
over a table and we know how far to roll it for whatever size we are running. 
Then you start cutting it; the stuff will practically tear right across. 
We wanted an easy way to divide the ribbons so we could mass produce them 
if we didn't have facilities. 

Most of our bows are either red or white. It is a simple little twist 
tie. After you have just pulled at your bow, it is simple to just take 
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your twist tie with one hand. I think that is easier to do than some of 
your other ways of tying a bow or trying to tack it. We have wires. cut, 
and we take a wire and run it through the back of this bow, which doesn't 
take very long really and then we will just leave the hows all set for 
use. Then when the girls are making baskets all they do is grab the 
wire and twist it around the bow. 

We have gone all different directions on sizes. We started out with 
three sizes available. Jonnie got an idea this year when we were talking 
about having something cheaper, so she went down and bought this same 
overwrap; it looked just as bulky and included no apple butter, nothing 
but Red and Gold Delicious and some Romes and two Staymen, all fancy, 
just apples to try and get something cheaper. We sold maybe five or ten 
of them. I really thought a lot of people really complained about the 
price. I thought maybe I was overcharging them, so I thought we will try 
an all-apple basket. They were gorgeous. We figured we could cut the 
price down a couple of dollars, but these people really didn't want it. 
They wanted it fancy and they wanted the things in it. Like I said 
earlier, we sold an awful lot at $21.95. I'm sure if we would have had 
$25 or $29, we would have probably sold quite a few of those. A lot of 
people want the best that you've got, but they don't show the initiative 
to say they want something better. If you've got the sample there, they 
are going to buy it. 

_g_. HOW DO YOU GET ANY EFFICIENCY IN ASSEMBLING THE BASKETS? 

A. We set up an assembly line staging, building these things up, taping 
these things up. We didn't put the bananas and grapes on until the 
last minute. If you have an order for a couple hundred, you can 
build that part up and then you can whip the bananas and the grapes 
on, wrap the thing and hand it to the customer, then it is his prob
lem. It will still last a day, but that's it. 

You do have a problem when you can't assemble ahead of time. Your 
customer wants a very fresh product; that is why when they see you doing 
it right in front of them it is a very big selling item. If you can't 
stand and have them try to watch you fill these things. Occasionally they 
will fall down and you say, "Will you help me?" She just grins and puts 
her hand right where the stuff is going to fall off. Really the customer 
likes that, that is why they came to you instead of calling up their super
market and talking to the produce manager or just walking in and taking 
one off the shelf. They want you to do this in front of them. How many 
people put them up in front of the customer? It is a very good selling 
point. 

Q HOW DO YOU SET UP A PRODUCTION LINE WITH AS MANY THINGS THAT GO IN 
THE BASKETS? HOW DO YOU SET IT UP TO DO IT IN FRONT OF PEOPLE? 

A. We are able to close two checkouts and assemble there. We are right 
out in the front. They would normally be a checkout lane in the 
sum:ner, but we don't need them in the wintertime. 
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We did have tracks set up on the assembly line. But not assembly line 
per say. The hardest thing is getting the right product underneath your 
hands at the right time. We had three different high school boys doing 
nothing but shoving oranges in on one track and apples in on another one. 

We do ours in the back, with a big display out front. If Ed or I 
walk back there, it is a mess. How do you keep that looking presentable? 

We have crates piled up all over. People like to wade through this; 
they really think they are getting something when it is there. I think 
it is a mess. I can't stand the little Chiquota banana peels strung all 
over the floor. We have a mess all the time. We do have this walled in 
by a table. We are using a back wall. They are using a table arrange
ment to give us this type of effect. We really have squared the area off; 
we are preventing the customer from coming back into it at a busy time. 
If there are only one or two people, they can. But we do have an area 
that is separated so the customer isn't walking in. We take all the 
baskets that are made and shove them onto the table. They've got an idea 
of what the orders are for that day and then we've got a very diplomatic 
person out there trying to convince every single person that that is their 
basket and it has been made up to order, while we are putting their name 
tag on it and handing it to them. 

There is a problem when you take orders. The first year we did try 
to put their name on it. Well, Mrs. N. Jones didn't come in, but Dr. 
Jones or some other person came in and we hadn't gotten his done, because 
we thought he wouldn't be in until afternoon. Here he is and we are 50 
behind at least. So we figured out if you just pool the sizes, you keep 
all the orders in order, then when they come in, you just pull their 
order and say, "Why here it is." That way you don't run into that problem 
of the person who comes early. We also take the phone number and if the 
person does not pick up the basket, they are given a phone call. If they 
don't show up, we will only hold it about half a day. Otherwise, we just 
give it to the next person. 

Do you put cards on the baskets? No. A speaker at one of the talks 
two years ago had a nice idea. He had a little card that said, "Your 
friend has selected this quality fresh fruit gift for you, from and he had 
his name on it." You do want your name on the basket. Our solution was 
putting the apple butter in. Because if a person does get a fruit basket, 
they don't know where it is from. We did want our name going out. On any 
basket do you write like a greeting card? No, if they bring it in, we 
will put it on. We don't deliver. We delivered one order once when a guy 
ordered a hundred. 

We had a lot of people who wanted cards and we do have little Merry 
Christmas cards in an envelope. After they picked up their baskets, 
checked out at the register, we had a little box of cards, at the register, 
so they could pick up the cards they want. It really did help us a lot 
instead of having to go around to 900 or 1,200 baskets and put little cards 
on them. It is the simpli~st little task, but it will take you forever_ 
It's like tying this bow on. If you've got to sit there and tie this bow 
on without a wire or some other way to get it on, it can take a long time. 
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We got to the point where one of the girls is stringing the.m on thread, 
we were hanging them from the wall. She would run the thread and a knot 
so that we have a whole wall of these ribbons hanging there. Another 
suggestion that I heard at one of the other meetings was they were hang
ing them on clothesline. They were stretching clothesline across their 
area, stringing the bow and then just letting the one end down, pull the 
bow off. They do crush if you put a whole bunch in a box. You can only 
pile in so many before you start crushing them. 

Do you think a deposit that is required would be a good idea? I 
think it is a great idea to prevent any loss, but I've never had the nerve 
to ask for one. It ties up the bookkeeping system. I usually just get 
rid of the basket to somebody else. 

How do you handle the bookkeeping system for this number of baskets? 
Do you alphabetize the orders? The very first year was easy. We started 
with a big tag board; we just put down the date and lined it off just like 
we put a calendar or anything else. You put the order in each block, tl1e 
girls in the morning would look down that space and see how many of each 
size were needed. But then people started walking in and it just started 
getting confusing. We had a little order form this year that they actually 
filled out. Our help were in charge of getting those all straightened 
out. We still did have a board, but it was not always accurate. But 
everybody did fill out a form. We could always give them somebody else's 
basket. I wish we could deliver, but we don't feel that we can take it on. 
Somebody said you almost have to take Master Charge or credit cards if you 
do that. We aren't involved in that. 

COMMENT FROM THE AUDIENCE: 

We deliver a lot. We have delivery service for those by invoice, 
those who don't pay cash. A lot of people come in and order the baskets 
and pay on the spot. How do you keep track? Do you number all your in
voices? How do you keep track of someone who didn't get your basket? 
You've got to run back through all of your invoices. How, practically 
speaking, can you handle that. 

I keep track of it by name. Every order is written down in the 
master book and the invoices are made up afterwards. 

°'? 

COMMENT FROM THE AUDIENCE: 

We have duplicate NCR paper made up so you have a copy. People still 
lose those things. We attach the duplicate to the basket with scotch tape 
and then people lose those. It gets hectic. I've talked to a big guy in 
Chicago, and he has problems too. 

What kind of delivery cost is involved? We are very interested in 
that. 

One dollar and fifty cents per package. We put the basket in a card
board box similar to an egg case. You can even take the lid off a produce 
box. We did the same thing with apple crates. When we have a lot, we 
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stood all the apple crates up, shoved one gift basket in every hold. It 
is like blocks; fill the whole wall with apple crates. 

One delivery man hires boys with vans, they just put them in loose; 
they don't use any kind of a box. ABC ~oods us€s this corrugated paper 
and wraps that around several times. But you still have a fragile animal 
here. UPS won't touch it, because you don't want them to. 

MUMMA: 

I say we don't deliver, but I'll take exception to that. We did have 
an order for a hundred at one time to an electrical company. They ordered 
them twice. The very first year we watched their delivery guys. Their 
delivery guy literally threw them into the truck; we felt bad and we called 
the company and said, "They left here in great shape, but we don't know 
what they look like now." So the next year we did deliver them. When you 
are dealing with that kind of number and that impossible problem, you might 
want to deliver them. We didn't want to take a chance on those because we 
knew their delivery boy didn't care. 

Going back to pricing. Bill, when you made up the 20 baskets for $50 
each is that the same that you would have charged if you had had one or 
two baskets? 

BOOSE: 

I'll tell you; it was worth $50. I think we would because we've sold 
them before. We've sold a straightout bushel basket of fruit for $35 and 
it was worth $50. He was satisfied. 

We are kind of up in the air about the tax problem as was brought up 
earlier. When we sell a bushel of apples, we don't charge tax and I cannot 
see that this thing here is exactly all that much different. I'm not sure 
that anyone would run into that much trouble on this particular item. You 
are right, any package that goes has to be taxed, but the stuff that is in 
it, does not have to be taxed. You have to be taxed on the basket, but 
not on the produce. Food in Ohio is not taxed even in restaurants unless 
it is eaten on the premises. 

It is classified as a gift and our tax man said we are to charge tax 
because it is a gift. I argued with him, it is an edible gift. He said, 
I don't care, it is a gift. It is not a gift to the person who purchased 
it. I tried to argue with him, but you don't argue with tax men. 

We are paying the tax on the basket when we turn in the state sales 
tax. We just figure that into our cost. We would have to pay tax on the 
basket, but we can't charge tax on $8.95 when they press that $8.95 button 
taxable. 

Now the gift boxes that we send out in cardboard which 
are perishable or have other items that does have to be taxed. When we. 
make a gift on a cheese board or on a cutting board, which is merchandise, 
nonconsumable, but can be saved afterwards, it is automatically considered 
a gift and it is supposed to be taxed according to the information we were 
given. 
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Do you have a label of your own that you put on your bas.kets? I put 
it on the bottom. When they get down to the bottom and think, "Hey that 
was great fruit',' there it is at the bottom of the basket. When we put 
something like cheese or something that has to be refrigerated eventually 
we are thinking of putting a label on it that says·, Please refrigerate. 
Because I had a lady call me a week after Christmas who had gone on 
vacation and left her cheese box under her tree and it was moldy. She 
didn't know you had to refrigerate that. 

We had a little sticker on the outside which we ran out of two days 
before Christmas that says, Open and refrigerate at once. That is a good 
idea. 

You really can make this look as good with $1.50 less fruit, if you 
start going straight up. It is a little more difficult to stack and it 
takes a little more time. Once the girls got the hang of it it's okay. 
If you are making 10 or 12 baskets at the same time, you just sort of 
start dealing this stuff out. 

One thing with shipping is that for the past three years we've sub
scribed to UPS for the month of December. They stop whenever we close our 
market at 6 o'clock. We do a lot of different sizes of tray packs, we 
have a sold half bushel and we do a bushel box. We ship wherever. If the 
temperature gets to zero, forget it. 

A lot of you have probably tried maybe putting a ribbon or something 
on your regular baskets. You have the peck baskets of apples or so forth. 
When I first came home with this idea, my father-in-law said, "I've done 
these little peck baskets with ribbons and green grass in them for years 
and they don't sell." Well, I went out anyway and got my stuff. He was 
right, they don't sell. We are doing a few now. We only charge like $4.50 
for a peck of apples, all No. 1 beautiful apples. PHt some green grass in 
it underneath, overwrap it, put a bow on it, and we still can't get $4.50 
for them. We spent a lot of time doing it, and we still can't get $4.50 
for them. It has more fruit in it, than I've got in there, but you can't 
get $4.50 for them. People really expect it to be built up above the top 
of the container, to have green paper, and to look like something, even 
though the value is not there. The other has a better value. 

We are getting $15 and ~20 for a basket that is as large as that mid
dle one there by using more of our gourmet items. We are not stacking the 
fruit at all. We are using a wider basket, a little bit better basket. We 
are using shrink wrapping. No, the grocery doesn't shrink wrap it; they 
use this. But they don't put the gourmet items in it. 

The grocery stores in our area do use different colors. They use red, 
green. 

We don't use bows. We do just the opposite. It all depends on where 
you are. 

For the first two years we used this film. We switched to the over
wrap, plain film. We don't hesitate to take a towel and shine an apple, 
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to really show off the fruit. We use a lot of contrast in fruit to try 
and get that color. We believe the customer is looking at that fruit; 
they want to see that. The tighter you can pull that thing, the better 
they like it. 

_g_. WHEN YOU HAVE A LARGE COMPANY ORDER DO YOU GIVE THEM A PRICE BREAK? 

A. Not really. We kind of split the number; we kind of give him a lit
tle. We send application forms and information to some companies 
with quantity prices, but they reflect our costs. 

We have that whole table lined up with fake baskets. That is that 
fruit basket up to the right there. We just mixed up a box of fruit, 
oranges, apples, tangarines, grapefruit, $12.50. We probably sold some
thing like 275 boxes. It is a good money maker and it is a good value. 
It is a good gift for a family. These are all baskets that are ready to 
go. Now I told you we didn't use bananas; we did use bananas for a lit
tle bit, but we quit. They turn brown too easily. If you can tell in 
the small basket to the right, we have that little gold sticker on it. 
There is one of the crates I mentioned. We do just the opposite of what 
was mentioned up there in the front; we do an overwrap and pull it tight. 
We use quite a few of those cheeses. There is a half bushel basket. We 
use a lot of kumquats, half the people don't know what they are. You put 
a kumquat on top and a little bit of candy. We've got candy canes now. 
There are those bushel baskets that we were talking about, $50 each. We 
didn't wrap those bushel baskets. You see we have a fruit cake and we've 
got three different cheeses in there, a beef log, two bottles of wine, and 
they are heavy. We don't usually use baskets with handles. 

Here is a lady who brought the basket in; she got a special order. 
You think these aren't hard to overwrap. There is a basket with the wine. 
Now that is the same basket we talked about at $17.50. I think the lumber 
yard ordered 37 of them for his contractors, and we charged him, I think, 
$20 a piece. He had two pieces of cheese and there was something else he 
put in there special. He was real pleased with those. He gave those out 
about a week before Christmas and about three or four different contractors 
crune back and said, "I received your basket. I need five or six to give 
out myself." It worked out really well. The green is a grapefruit wrapped 
in green paper, just for color. We use either green or red. I tell you, 
color makes a big difference. It looks nice in there. This is one of our 
promotions at Christmastime. We advertise every month with billboards; 
this is hard advertising. It seems as though everytime at Christmastime, 
maybe after elections, he comes up with a deal, three billboards for the 
price of one. As a matter of fact, all our billboards for fruit baskets 
are still up; they still haven't taken them down. It is a really attrac
tive sign. That one happens to be just about a mile from us, so everybody 
knows where we are at, otherwise there is a little indication down there 
to tell where we are. These are just a few shots of the ma?;"ket here. 
More apples. Apples do sell well at Christmas. 



SHOPPING MALL SELLING AND PROMOTIO~S AND FARMER MARKETS 

Hosts: Howard and Alice Adae 
A & M Farm 

Midland, Ohio 

Tonight we are going to hear a discussion of promotions by Certified 
Markets in New Jersey Shopping Malls. Nelson Sherrard will describe their 
activities. You will have a chance for questions as he talks. Nelson 
Sherrard. 

Nelson Sherrard, Manager 
New Jersey Certified Farm Markets 

Trenton, New Jersey 

For several years we've publicized roadside markets, specifically 
Certified Farm Markets, through promotions in shopping malls. These 
promotions attempt to make customers aware of the quality and variety of 
products available at Certified Farm Markets. We attempt to display the 
merchandise that is sold by local farm market members in mall areas that 
have heavy customer exposure and when possible to identify the specific 
markets that cooperate. The promotions are financed by che sales made at 
the malls. 

Every effort is made to keep the produce displays fresh and attrac
tive. Every apple, every peach, every pear is graded and the displays are 
constantly inspected to be sure they are fresh and attractive. The dis
play counters are designed to facilitate display and sales under mall 
conditions and are easy to take down, transport to another mall and set up. 

Every afternoon you have to have somebody who is reliable to take a 
physical inventory of what is stored underneath these tables in order to 
place the order for the next day's business. Generally you always have a 
back-up of one or two baskets under every tray or every bin that you have 
in your exhibit. We keep these because we'll run out of something, and 
there are people running in, "Well, I wanted to buy those lima beans." Or 
~'I wanted to buy that sweet corn and it was here this morning, and you 
don't have it now. Why didn't you tell me you were going to sell all 
out? I would have. bought ;lt then, and you could have kept it fqr me." 
The idea is good public relations here and not disappointing anybody. We 
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bend over backwards on this exhibit to keep everybody, happy because you 
want them all to rush out to your mark.et where there ~s an abundance of 
produce of all kinds. 

I guess I told you that we have a crew come in at eight. Our main 
sales force comes in at ten; they work until five. Our second shift 
comes in at five; they work until ten. Of course, these things are long 
hours for me. I go down at 8:00; I might get home at 10:30 or 11:00. 
This is a challenge for us; we love to be a success; we like for things 
to be good. The set-up crew is 12 or 14 people; it generally takes 8 to 
10 hours in one day to set up a mall market. We usually go in on Sunday 
to set up. Setting up means all the tables must be arranged; everything 
must be put in place. All the tables must be covered; all the bins must 
be put out; all the jams and jellies must be labeled and priced. It 
looks like a beehive. You see this big pile of mess and you say, "What 
are they doing here?" And all of a sudden it starts to fall in place 
and looks like a picture. You schedule your produce and things to come 
in as you set up; you don't just have everything come in at one time. 
I have a special crew to go around and set up flower racks and take care 
of my electrical things. Another thing about going to malls is you want 
to lay out your exhibits before you go in. Of course, you have to find 
out where all the electrical plugs are; they are very important. You've 
got to have the electrical plugs because if the cash register doesn't 
have electricity, you're out of luck. You'll have to go back to the tin 
box again. 

Then we've got many, many other things; you've got all your bags of 
various sizes and all the other things that are needed to keep the place 
clean and swept. I instruct my people that they are to keep their eyes 
peeled on the floor every moment. I don't care whether a button comes 
off of somebody's shirt, and it isn't your responsibility. If it falls 
in your area, you're liable. If I catch anything on the floor that some
body hasn't seen before I do, the rest of them hear about it because this 
is so important. We can't afford lawsuits; we can't afford having our 
customers being hurt even though it is not our fault. We find tie pins, 
earrings, buttons, all kinds of things on the floor. At the end of an 
exhibit period, you have quite a collection. 

The things you should take are extra electric plugs and drop floors 
and a tool box. You're going to need a minimum of two staple guns and 
extra staples. Masking tape is a very important thing in setting up at 
a mall. You've got so many uses for it, it is unbelievable. Of course, 
you have your sales card and your wax pencils to mark fresh products. 

Now Hank comes in when I have these mall exhibits, and he takes charge 
of setting up the jams and the jellies and the pickles and all of that. 
He does a good job; oftentimes he brings his son Jerry. I generally as ... 
sign two barrels to him for labeling and pricing. Then I forget about it. 
"Hank, it is all yours, baby. Do the job." And he does it. Of course he 
is very proud of his art work; you will see a few of them here. I want 
to show you people what a nice job he does. How you make your displays. 
is very important to your displays. Don't skip your displays because a 
good display sells; it speaks for itself. Don't just have one or two 
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cabbages in an old bin or something. The people come up, and they will 
roll that blasted thing around, and they will think. it is a reject. There 
is nothing wrong w:tth tt. But y-ou put thxee more heads in there with it 
or slx heads :tn there, and they, will sell. They will probably take the one 
that has been rolled around for an hour. Another thing to instruct your 
people, never let the bins get empty. Always keep replenishing that bin, 
all the time. The supplies which are down under the table are your storage. 
They are not selling from down there. It has to be up on the top surface 
where they can see it. 

At night when we leave, we have clear plastic drop clothes used for 
painting to cover the tables. They are inexpensive; you can buy them in a 
paint store. They are generally 9 x 10 foot in size. We just drape that 
right over the table; it is transparent. Sure everybody sees the produce 
underneath; that's good. The cleaning crew comes in; they look at it; 
they wish they could touch it, but there is a little deterrent there. It 
doesn't mean much; it is only a piece of plastic, but it is a wonderful 
deterrent; they don't bother it. Oh yes, occasionally we do lose some
thing. At Great Adventure we were unfortunate. We had to have security 
to watch the security. They were subsidizing their income. They weren't 
paying for it down there. Great Adventure was very gracious and reim
bursed us for what they lifted, over $100 worth of jam and jelly. They 
liked our products. 

_Q_. WE HAVE USED MALL EXHIBITS, BUT WE HAVE FOUND WE HAVE A PROBLEM WITH 
PEOPLE NOT WANTING TO BUY LARGER QUANTITIES BECAUSE THEY HAVE TO 
CARRY IT SO FAR. WHEREAS IN YOUR MARKET THEY COME IN, AND THEY CAi.~ 

WALK OUT THE DOOR, AND THERE IS THE CAR. THEY SAY, "I DON'T REALLY 
WANT A HALF-BUSHEL OF APPLES: MY CAR IS PARKED SO FAR AWAY." HOW DO 
YOU OVERCOME THIS? 

A. This is something that you take into consideration when you go to a 
mall. You find an area that is closer to an exit. Of course when we 
have somebody who buys a big item and pays $35 or more; we have some
body help them and carry it out to the car for them. If somebody 
comes in and buys 50 pounds of potatoes, we have those carts and run 
it out for them. We don't have too ~uch of this. The majority of 
the time we are located in a position in the mall where we are within 
walking distance or about the same distance as it would be with the 
chain stores. We don't have carts to push it out, but it works very 
nicely . 

..Q.. ARE YOU SELLING IN MALLS THAT HAVE SUPERMARKETS? HOW ARE YOU TAKING 
CARE OF THAT? 

A. There is no problem, because in fact a lot of them are happy with 
this. We are promoting agriculture; we are promoting the products 
that they have. After we leave, the customers are going to want the 
same products. It sharpens up these stores; they freshen up th:tngs; 
they get things in better shape. They say, "That Certified Fruit 
came in here, and the customers flocked; let's try to do the same 
thing." So it actually encourages them to do a better job. They 
welcome it because the people come back for fresh merchandise that 
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they got from us. Once in a while you might find a grumble or some
thing, but you meet with their management and work all these things 
out. You've got to think positive in all this, the same way you run 
your market. You must think positive; never take a defeatist at
titude; never give up. If you can't approach it one way, you've got 
another way. This is quite a challenge. Some people have flower 
shops, promote their shop along with your shop. Work hand in hand. 
Generally after this happens, I end up supplying these flower shops 
from the people that grow these plants for me, so I've acquired an
other customer for this person. 

Now, when we first started moving out, we started at county fairs. 
This is the fair in Flowerton, New Jersey. It wasn't the most satisfactory 
thing, but here again we found out that a large percentage of the people 
we were dealing with were farmers. Nothing against farmers buying farmer's 
food and products, but that wasn't quite the job we wanted to do. We have 
since dispensed with this, but this is how we first got our start exhibit
ing in public. 

This is the shop from the inside at the fairgounds. This is another 
shot inside; it shows our peach counter and everything. When the tempera
ture got around 80 degrees outside we wanted to put the tent flaps up, 
but when we put the tent flaps up, you couldn't see each other for the 
dust. Then when it was a cold rainy day, it wasn't too desirable in there. 
County fairs are nice in certain areas, but this particular one we went to 
just once. This is a dismal day. We had the recipe counter there; people 
came in and helped themselves to the recipes. This is very popular. 

Now this is the start of Great Adventure. We had the Secretary of 
Agriculture there; we had Drew Walton there, and we had the Farm Bureau 
president there. The backdrop is our tent. The tent was 310 foot long 
and about 100 foot in width. Great Adventure is something similar to 
Disneyland; it is down in south Jersey. It is a tremendous area; there is 
wildlife and all kinds of amusements. Gobs of people come in there on a 
weekend and a great many people come during the week. We were the first 
organization to take an exhibit of this type into an amusement area. We 
were received very well there. We were quite pleased. 

On Grand Opening Day we had a milking contest. We had some politicians 
Join in the milking contest; this was really a lot of fun. We had many 
other facets of agriculture in this exhibit with us. 

That is Wes saying a few words at the opening of our exhibit at the 
Great Adventure Mall. This is the Secretary of Agriculture. We have a 
very good communication with the college and the Department of Agriculture. 
They worked hand in hand with us in this promotion. They feel we are 
promoting roadside marketing and New Jersey agriculture, and this is why 
they work very closely with us. As a team we really make an impact on the 
public when we go into a mall or a place like this. 

This is at Great Adventure. We have all the secretaries there and a 
couple of politicians in the center enjoying and sampling apples. 
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All our princesses and queens participate in these mall exhibits. 
These girls actually support the product they are representing. They get 
right in there and pitch in and sell. They are attention-getters. They 
are all nice farm girls who enjoy doing this. Every exhibit I go to I 
have quite a few of these young ladies participate. It is a good promo
tion. The television cameras come along and the girls catch their eye, 
and they get on television. By the way, I have 700 yards of material 
for covering the tables. Just picture all that being applied to these 
tables. Our colors are orange and green. 

This is a flower display. Coleus, with poppies in the back. There 
is one of the flower racks that we have. They are five-foot flower racks. 
This is one of the largest malls in the East. Earlier we were talking 
about carrying things out of malls. We sell a lot here. It is one of the 
busiest malls around. 

Here is another one of our flower displays. It is eye-catching. We 
have a fellow who tries to work color in. We try to have plants in bloom. 
People want plants in bloom. They don't want something that will be bloom
ing in a couple of weeks. They don't realize that if the plants were in 
bud when they took them home, after they came out, they would last that 
much longer. 

This is one of our markets; they furnish our corn cart. It is one of 
our ways to attract people to buy corn. We just dtnnp the corn out of the 
cart; we move about 1,500 ears a day. We have two deliveries during the 
day. Don't ever carry corn over one day. If you have some ears left over, 
give it to somebody so it is always fresh. 

This is another method of displaying corn at another one of our ex
hibits. Every exhibit is set up differently. We never have the same pat
tern. We try to improve. This is another angle showing the corn bins. 
Here are part of the girls who help out. They are very attractive young 
ladies; they do a good job for me. Here is one of the queens engaged in a 
conversation with somebody there. There you see a bee cage with some bees 
in it. 

This is one of our Dairy Queens. We give away milk supplied fresh 
from the Dairy Association. The Dairy Queen does this little chore for 
us. We give out pamphlets on nutrition to show how good milk is. She 
tries to catch all the kiddies who come by. Sometimes she will get a 
whole group of them, and she will stand them in a little semi-circle and 
have a story to tell them. She gives them all a cup of milk and the little 
give-away thing, and it makes quite an impression on the kiddies. 

Here is the Honey Queen with some of the exhibits. Here is the Apple 
Princess. She is one of the people we had with us at Cherry Hill. I think 
that year we moved something like 250 cases of apples during our stay there. 

You see how busy it is and how many people are out in the roadway . 

.9_. DO YOU TRY TO CONTROL ACCESS? DO YOU HAVE ENTRANCE AND EXIT PLACES? 
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A. Oh yes. We arrange these tables in a sort of roadway arrangement. 
We don 1 t have any standards or rope or anything around. We have 
enough people stationed to keep an eye on everything, and I am all 
over the place. There is access in and out, in and out, but then 
there is one place for packing, a packing area, this is blocked off. 

This gives you some idea of the activity around our exhibit. This 
young lady was fascinated by our cooler. This is the Secretary of Agri
culture making some purchases of mums. We always try to get some pictures 
of our dignitaries. He was just another customer; no free mums. Phil 
Lankley, Secretary of Agriculture for New Jersey, is a very cooperative 
individual; he works well with these people. 

This is the cider slush machine. They supply the machines to us for 
free, no charge, as a promotion hoping they can get more customers. At 
Great Adventure I had two of those machines going, and i couldn't keep 
them filled. This machine was about $1,800. This same company has a. new 
cut-down, counter-top model, too. 

This is the head of Allied Stores. We had blueberry syrup and some 
blueberry preserves which we shipped to England as a part of a direct mar
ket program over there. The Blueberry Council had a promotion, and they 
shipped our blueberry syrup and blueberry jam along with the fresh blue
berries. Of course, we put the Certified Label on it, so the Certified 
name made England. 

This is taken from a balcony down on one of our exhibits. This will 
give you some idea as to the size of it. The area is about 65 by 75; it 
is called Cherry Court. Underneath the counters we have the supplies. 
That is where we hide it. The racks must be neat. The skirts must be 
kept down at all times. 

This is one of the displays from the Department of Agriculture. We 
have these little displays all through the mall. 

There is one of our larger exhibits. When we set up these exhibits 
with flowers and plants, we have approximately $15,000 worth of merchandise 
out on the floor at a time. 

Now, here is the opportunity to educate people. People will pick up 
the cantaloupe, and they will shake it, they will squeeze it, and they 
will bounce it. You should have someone there to show these people how to 
select a cantaloupe. It is an educational process. Often when you pick 
up a cantaloupe and show them, they'll take that cantaloupe because you 
have picked up the best cantaloupe there. Or the girls pick up a package 
that has the price on it, and they figure you put the price on the best 
box. People are funny that way. 

We try to put apple products with apples, like apple butter, apple 
spread. We try to associate jams and jellies with the real produce. Our 
pickles and things, our jars of salad dressings, we try to put near where 
the cucumbers and all the other things are. Honey, we generally put near 
where the apples are because of the bees and the apple trees. There is 
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one of Hank's handiworks there, all set up and labeled and prices. We also 
have cookbooks that we sell. 

These containers, guess what they are? They are cat litter pans. 
These are tremendous for displaying produce. They are economical to buy; 
they are easy to keep clean. You can rinse them out and dry them with 
paper towels. They come in various pastel colors. They are wonderful for 
an exhibit. In fact, a lot of our markets found out that we had them, and 
they are using them now. Of course, they take the labels off before using 
them. 

This is one of our plant displays. Some of the people who supply us 
come and find a plant that they don't have, buy it, and take it home and 
propogate it, so they have it to sell. 

Here is another flower display. This is the New Jersey Flower Show 
which I will be going to March 3 through 11. The booth costs $1,200; w~ 
have to pick up a license which costs us $25. We rent tables there; we 
have to pay for the electricity. So, we have quite an investment. We 
have all the flowers packed in there and jams and jellies and fruit bread 
and apples which we sell for 15¢ a piece. Last year we had 100 apples in 
a field crate, and we moved around 200 or 250 crates to make our rent. Hank 
also comes up and helps us set this farm and jelly display up. It is not 
even two weeks long; but we serve about 50,000 to 60,000 who go through 
this flower show. Apples are very refreshing. They have a concession in 
there that sells food, but I think most of it should be put in the garbage 
pail, and they charge very high prices. 

Here is another display. These plants really appeal to the sight and 
really help to beautify their mall the two weeks we are there. Those 
plants that you see sitting there, Swedish Ivy, were sold for $25 a piece. 

This young lady here is presenting the Roadside Market Award of the 
Year in New Jersey. It was started by our Certified Organization. Her 
father was one of the presidents of Certified years ago. We developed 
this award in his honor because he did so much of the Certified organiza
tion. To earn this award you must be a participant in all the programs 
that we have. Your inspection forms for the year must be almost perfect. 
We have only had three people so far in the organization receive this 
award. It is a great honor. It is recognized by the Department of Agri
culture; it is recognized by the college. The award will go on contin
uously whether Certified continues to handle it or whether the Department 
of Agriculture or some other agency will continue it. The daughter of 
our past president presents it; they were certainly tickled pink when they 
received it. This is one of the things that we do to try to promote in
terest in Certified programs. 

g_. HOW CAN YOU KEEP YOUR DISPLAYS FROM 10 A.M. to 10 P.M.? 

A. We have .a crew from 5 o'clock to 10 o'clock. We have two crews. 

_g_. DO PEOPLE BUY A LOT OF PRODUCE IN THE EVENINGS? 
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A. Oh yes. We have a lull around suppertime, around 5 o'clock in the 
evening and then I hustle everybody around to get everything straight
ened up. Then you have a lot of people coming in for the movies, and 
they will buy fruit as they go past to eat in the movies. Then when 
the movie lets out at 9 o'clock, we have the grand rush. Everybody 
rushes down to buy something, peaches or whatever it may be. You have 
your rush periods; you've got to be ready to take care of these people. 
They aren't going to hang around; they have other things to do. You 
have a crew on hand there to really give them service; ring up that 
cash register . 

.9_. IS THE MAN STILL HERE THAT WAS WONDERING ABOUT HAVING TROUBLE GETTING 
PEOPLE TO CARRY THEIR THINGS TO THE CAR FROM THE MALL? Yes. 

A. Okay, well one thing at the mall they really cion' t sell much in half 
bushels and things like that. We found we could sell a three-pound 
bag of apples, but we couldn't sell a half-bushel of apples. Every
thing goes out in paper bags. When you have small quantities, if 
you have volume sales in small quantities, you are making money. You 
all know that. 

.9_. ON YOUR PLANTS, DO THEY COME IN ON CONSIGNMENT? 

A. Everything comes in on consignment. As I said, I have $15,000 worth 
of merchandise there. It takes a lot of sweat and toil and hard 
work and frustration during these two weeks. I very seldom leave to 
go eat. 

A manager from Ohio flew over to see me at Cherry Hill, and he looked 
at that thing and he said, "Where's your stand?" I said, "You are looking 
at it." He was amazed to see the size of this. But we are doing something 
here that nobody else is doing. We are connnunicating with the public, and 
this is where we are getting our PR. They are starting to learn something 
about agriculture and where their food comes from. You should hear some 
of the questions that are asked. One year we had eggplants. I had five 
girls with nice personalities there that were far removed from agriculture. 
They knew very little about what an eggplant looked like. This poor little 
girl came up, "I have a problem. This lady over here wants a female egg
plant, and I don't know one from the other." So I walked over, picked up 
an eggplant, put it in the bag, handed it to the lady, the money in the 
register, and walked away. I thought that was the end of it. No, it 
wasn't. These girls got together when it was kind of slack and thought 
they would have a little fun with me. "If this kind of thing happens 
again we want to know. We want you to show us a female eggplant." I pro
ceeded to go over and I showed them which blossom was a female and which 
was a male. I had to explain to them that you have to have sexes in every
thing; I don't care what it is, especially anything of the squash family. 
If you don't, you won't have any fruit; it won't produce. That goes for 
eggplant or pumpkins. Your male blossoms are generally near the stem 
and the female blossoms are out on the plant. So they had a little lesson. 
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Another thing that I do when bus loads of kids come in is to put a 
little program on for them. I took apples and cut them and showed where 
the seeds were. I talked about germination. I talked about all these 
various principles. Really you would be surprised the questions those 
fifth and sixth graders ask. I am amazed at the questions even the adults 
ask. You want to break down and laugh sometimes, but you can't. They are 
sincere in the questions that they ask you. Of course we are exposed to 
it and we know the answers. We take a lot of things for granted that 
everybody knows; well, they don't. We've got an educational program, not 
only in New Jersey, but throughout this country to let people know what 
agriculture is all about. It is a most important industry. Don't you 
ever kid yourself; realize how important you are. You're the most impor
tant industry in this country, believe it or not. 

Unfortunately I didn't have any slides of Winston Mall. We had 11 
people on the floor taking care of the people coming in. We had 230,000 
people go through there during the time we were there. We had two to 
three truck loads of produce brought in there per day. These were not 
just pickups. We moved a thousand gallons of cider. We opened at 10 in 
the morning and by 2:30 in the afternoon, we were out of it. You can just 
imagine. Peaches looked like they were rolling out of the place. We 
couldn't put them up in containers fast enough. They said, "Why can't we 
get peaches like this at the chain store?" Well, it is very simple. Chain 
stores buy things on price. "Why can't we buy sweet corn like this at the 
chain store?" This corn was picked this morning and brought in here, and 
you will put it in the pot tonight. The sugar in corn turns to starch. 
Corn that is just two days old and corn that is just pulled from the stalk 
are two different corns. The same applies to lima beans and peas. Any
thing with a starch content that builds up in it doesn't taste the same 
when it is two days old. This is where we have it over the chain stores. 
They can't do this. They've got a few days inbetween. Chain stores buy 
a trailer load of sweet corn, take it someplace where they distribute it 
to 50 stores, and reload it onto trucks. By the time it gets back to the 
store, it is a day or two old. They have it for a day, and it is three 
days old. When a person goes to a roadside market and buys corn, it is 
not the same corn. 

How many people in here belong to one kind of roadside marketing group 
or another in your state? Well, the purpose of this type of activity is 
to promote your organization. A tremendous amount of literature given out 
in these mall promotions locating the Certified Farm Markets in the state. 
It is a brochure about this size. It has the Certified emblem on the 
front here and the address of our office. It has a map of New Jersey on 
the inside. When you open it up, each county is blocked out in there 
with the boundary lines and with numbers showing the location of member 
markets. The address and location of each market is identified by the 
numbers. We have our Code of Ethics on one side. The Department of Agri
culture has a little bit on one side. Every shopping bag that goes out of 
that mall has one of these brochures in it. You can imagine the number of 
brochures that we use in the course of a year. We try to keep Certified 
in front of the people. Each jam and jelly label has a Certified Label on 
it along with the market operator's name. That jar goes in and out of the 
refrigerator a dozen times. When Junior runs out of raspberry jelly which 
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he likes, he says, "Mom, we have to have another jar. 
it?" You've got to take and promote your own cause. 
this out to the public. 

Where did we get 
You've got to get 

Newspaper ads are good to a certain degree if you are going to give 
away something. I sometimes feel they don't do the job. Even radio 
doesn't do the job sometimes. I tried radio at Rockford Mall to see. I 
put a little sign up to get them to tell us if they heard us on radio. I 
don't think I got my money's worth. They didn't hear us. People are 
oblivious to al1 the things on radio. It is noise; it is keeping them 
company in the car. The wife is washing dishes and has the radio on. 
She hears it, but she doesn't hear it. If somebody is giving away a new 
car, then they hear it. This is why we went direct, right down to Mr. and 
Mrs. Consumer . 

.9_. THE ITEMS SOLD AT YOUR MALL PROMOTION, ARE THEY SOLD AT THE SAME PRICE 
AT YOUR MARKETS? 

A. No. We have our markup a few cents higher than the local market. We 
do this for a reason, because we are not in competition with ourselves. 
This is why we have it at a higher price. The money that is left over 
after all our expenses are paid, all the market operators are paid for 
their produce, all the help is paid, and everything else is paid, goes 
toward more of these brochures, recipes or other promotion items to 
help the membership. It also pays Nelson's salary . 

.9_. DO YOU TIE IN THE LOCAL MARKETS WITH THE BROCHURE? 

A. Oh yes. Some of the malls won't permit this, but we have all the 
markets participating at a particular mall listed on a counter some 
place or on a sign. We have some method to try to give them an extra 
plug. When we get the television to come in, I try to get all their 
names on the television to give them a little plug. They sometimes 
run us as a news item, sometimes as an educational item. Especially 
if we are going to have a special event during the week, like an 
agriculture promotion or a dairy or something, it becomes an educa
tional item. We try to get a plug in every time we can for the or
ganization and the membership. One time we made out coupons. If 
they redeemed them at the markets, they got a discount. We did this 
for a purpose to see how many people we were reaching; we were sur
prised at the number of people who used them. 



MINI COMPUTERS AND ELECTRONIC COMMUNICATIONS 

Hosts: Pat and Kathyrn Karnes 
Karnes Fruit Farm 
Greenfield, Ohio 

Reed Varian 
Farm Markets Div., O.A.M.A. 

Columbus, Ohio 

My name is Reed Varian, manager of the Farm Markets of Ohio. Over 
the past few years, I have been studying the practical applications of 
small computers for farm markets as well as other small businesses. Our 
purpose for this session is to discuss experiences and techniques as they 
relate to mini computers and how we might use them. 

In the way of introduction let us consider a mini computer to be an 
electronic record-keeping device in the price range of $5,000-$15,000. 
This device would have the capabilities of storing data and performing 
functions fairly rapidly with a printer and keyboard apparatus included. 

With us this evening is Dr. Denny Henderson of Ohio State University 
who has been involved in the use of computers for rapid information trans
fer and buy and sell transactions. He will tell us a little bit about his 
experiences with the use of computers and give us a demonstration using a 
portable apparatus he has brought with him. 

To begin, maybe we could go around the room and tell a little bit of 
our interest in mini computers and our experiences with them. 

First participant--"I am interested in learning more about what mini 
computers could do for me at the farm." 

Second participant--''We have used some computing capabilities into 
the PCA to generate reports and we are interested in expanding on that 
concept." 

Third participant--"I have no real exposure to mini computers or 
computers, but it seems to be the trend and I am interested in finding out 
more about it." 

Fourth participant--"We have had a number of salesman call on us with 
various computers in the $10,000 range and it sounds very interesting, but 
there has to be more there than meets the eye." 
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Fifth participant--"We are interested in the use of electronic cash 
registers and how they might blend with a computer record keeping system." 

Sixth participant--"We have had some difficulty getting the kind of 
information we need from a service bureau and hope that we can learn some
thing here today." 

Seventh participant--"There is a lot of terminology that I don't 
understand and hope the discussion can help me." 

Thank you for giving us an idea of your interests. 

The first item that we probably should deal with in the general subject 
is what does a mini computer actually do. In simple terms a computer is 
a fancy filing cabinet hooked up to a very fast adding machine. The only 
thing the computer can do is add plusses and minuses, but it does it at 
such an extremely rapid pace that it boggles the human mind. So in a 
sense you record into the computer exactly the same information you would 
file in your filing cabinet or in your ledger books. And the computer in 
turn does exactly the same thing your adding machine and calculator does. 

One of the primary mistakes that is made when considering computing 
power is to assume that it can solve problems with a hand operation. This 
is very incorrect because only if you have a good clean hand operation 
can you accurately and conveniently convert to a computer. Oftentimes 
people get discouraged with the initial start-up procedures on a computer 
because the first thing they must do is clean up their hand accounting. 

Participant--"We certainly have had that type of experience, because 
our business grew faster than our accounting abilities and we got behind. 
We looked to the computer to solve our accounting problems but we found 
that we had to solve them first ourselves before we could take advantage 
of the speed of a computer." 

Dr. Dennis R. Henderson 
Extension Economist 

The Ohio State University 

Computers are increasingly being used for marketing purposes. Individual 
businessmen now use small computers to offer their products for sale, to learn 
about products being offered by others in the market place, and to actually 
negotiate prices and other terms of sale. These small computers, which 
incidently can also be used for numerous other tasks such as accounting and 
inventory control, communicate with one another at very high speed, over 
conventional telephones or similar devices. A large computer is usually 
hooked into the telephone system to keep track of what is going on in the 
market and to assure an orderly marketing process. Today, cotton, hogs, eggs, 
wool and financial securities such as stocks and mortgages are being sold on 
these computerized markets. 

I have designed a computer system that could be used for selling produce 
in the wholesale market. Roadside marketers could find this a fast and low
cost way of selling surplus production and buying additional supplies. It 
requires that each user acquire a small computer with a telephone coupler. 
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Such equipment can be purchased for less than $3,000~ Additionally, some 
organization would have to set up a central computer with telephone answering 
capability. This would cost in the neighborhood of $25,000 and a user's fee 
could be charged to cover costs. I call this system "Big MAC" (Marketers 
Automated Clearinghouse). Figures 1, 2 and 3 show how it could work, in this 
example for sweet corn. These are actual copies of the kind of information 
the computer would provide. Figure 1 describes the system and gives operator 
instructions. Figure 2 lists available product for those wanting to buy. 
Figure 3 lists people who need to buy, for sellers to use. These lists would 
be updated automatically as additional people use the system. Buyers and 
sellers could contact each other directly to complete their transactions, 
or the central computer could be instructed to handle all transactional details. 

At the present time, no organization or firm offers this type of service 
to your industry. Here in Ohio, a major farm organization such as The Ohio 
Farm Bureau with its Roadside Marketing Division would seem like a good 
possibility. Alternatively, the industry might request that the Extension 
Service work with it to establish a new organization for providing this 
service, or a commercial computer utility firm might be approached. 

FIGURE 1 

l.1.IELCDME TD "BIG MAC" --MAPKETERS: AUTOMATED CLE AP I NGHOU:5:E 

-' "BIG MAC" DFFEF.:S: 'r'DU THE DPPUPTUt·~ I TY TD I t·E:TAtHANEDU:S:L Y ADVERT I S:E E;<:CESS: 
PRODUCTS: FDR S:ALE AND OFFERS TD BUY NEEDED S:UPPLIES:, AND TD ACCES:S: LIS:TS: OF 
PRODUCTS: THAT ARE OFFERED FOP S:ALE DR WANTED BY OTHERS: IN YOUR AREA. 

I NSTF.:UCT I DNS:: 

1. TYPE It~ ( 1) 'r'DUF.: NAME' (2) S:TF.:EET ADDF.'ES::S:, (3) CI TY, (4) S:TATE, 
(5) PHONE NUMBER S:TARTING WITH AREA CODE, (6) PPDDUCT DR COMMODITY, 
(?) VAR I ETY IF ANY SPECIF I ED' (8) G!UAtH I TY' (':0(• DATE PF.:DDUCT NEEDED OR 
AVAILABLE S:TAPTING WITH MONTH, (10) YOUR BID DR AS:K PRICE, AND (11) PER 
THE FOLLOWING INS:TRUCTIDNS:, TYPE AS: INDICATED: 

"OFFERS:" --TD GET A LI S:T I NG OF TH IS: PRODUCT OFFERED FDR SALE BY OTHERS: 

"E: IDS:" --TD GET A LI S:T I NG OF BU'r'ERS: 1.r.IHO t.1.IANT TO BU'r' TH IS: PF.'ODUCT 

"S:ELL" --TD ADD YOUR PF.:ODUCT OFFER I NG TO THE LI S:T I ~~G OF TH IS: PRODUCT 
FDR S:ALE 

"BUY" --TD ADD YOUR BID TD PURCHA:5:E TD THE PPODUCT l.1.IAtHED LI S:T 

2. DIAL YOUR COMPUTER ACCES:S: TELEPHONE NUMBER AND CONNECT TELEPHONE HANDSET 
TD COMPUTER TERMINAL. DEPF.:ES:S: CDMMAt·m (CMD) KE\' AND TYPE "DNL I NE". l.1.IHEN 
INFORMATION REG!UES:TED HAS BEEN DISPLAYED, TERMINATE TELEPHONE CALL. 
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FIGURE 2 

"BI (3 MAC" - -- - - :S:l.i.IEE.T COFTi HVA I LAP IL IT\' L n T Hi•.3 

RESPONSE TO INOUIR\' B\': <NAME) 

SWEET CORN AVAILABLE. FOP DE.LIVER\' Oti <DATE NEEDED) 

. "Ji::.irn I T'"i-' 
1 DOZEr·fi '·/Ai:;:· t ET\' 

750 1'1I:=<ED 
1 0 0 0 c;iJL D CUF· 
1500 SILVER QUEEN 

75 0 ::: I LVER 1~11 . .!EE.t-1 

1200 SILVER QUEEN 
75 0 (:;[JLD CUP 
500 ~ILVER QUEEN 
~000 SILVER QUEEN 
1200 SILVEP QUEEN 

:::ELLER 

f:ILL l.1.IIL.LIAf'E 
TOM :~t.iEEt-iE'r' 

A TD 2 MAPKET 
'.,.'FtLLE'l VI Ef.1.i FARf'1 
ZEVE THOMAS: 
AfH BLO:~s:m1 

ur·i I TED GROf.,if.:RS 
TPI-'·/ALLE'·,· Mf=.T. 
F:[J'/ S:!.1.IEET 
F· I t·1E CRE:::T FAPt·r·~ 

••••END OF LISTING•••• 

LOCATION 

CDt-iC.ORD I A, OH 

PHDr-iE 
HUMBER 

614-446-3210 
NEW CARLISLE, OH 513-458-6219 
BEDFORD, OH 216-864-3390 
J~CKSON• DH 614-391-6626 
WILLMINGTDN· DH 513-678-qooo 
WEST POINT, OH 513-792-b805 
LATTY, DH 419-811-3115 
CDr-KORDIA, OH 
l.11DOS:TER, OH 
L.Ef.1.I I :;~:Bttl:;:·i;, OH 

FIGURE 3 

419-6tA-4-~=c:2 

"B !1:3 MAC" - - - - S:l1.IEET CORN t.1.ififHEI1 LI ::·T HF:; 

SWEET COPN WANl.ED FD~ DELIVERY ON fD8TE WANTED) 
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r·iur·i f; E ;;:: 

NEW CONCORD, DH 614-d32-4040 
RISING?UN, OH 419-628-4492 
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PI \'ER'.,.' I El.o.f, OH 
TIFFHh OH 
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1 0 (! I) A i"f/ 
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:::oon Ar11 
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TRACK !--COMMUNICATIONS 

Chairman: James Utzinger 
Department of Horticulture 

Ohio State University 

Our speaker this morning is one many of you enjoyed at the Banquet 
last night. He has had experience as an administrative unit head and 
chairman of numerous speech related organizations and activities. He has 
been a teacher and visiting professor at a number of universities and 
colleges and also has served a number of organizations in a consultant 
capacity. So, let's welcome Dr. Arnold Abrams as he is going to speak on 
the topic "Maintaining Effective Communications with Customers and Em
ployees." 

MAINTAINING EFFECTIVE COMMUNICATIONS WITH 
CUSTOMERS AND EMPLOYEES 

Arnold Abrams 
Personal Success Unlimited 

Newport News, Virginia 

We communicate (1) to have shared meaning, (2) we communicate to es
tablish rapport or relationship between people, and (3) we communicate 
to overcome concealment in your business and personal life. That is the 
idea that I have in my mind to the ideas that you have in your mind. How 
often have we given someone directions and said do something and they did 
the opposite? The reason quite often is we don't give enough information. 
I plan for retirement financially, but I don't like to think about it 
right now. I don't know what it is like to get old. I don't know what 
it is like to have a little twirp pass me by. I know what it is like to 
totally qualify for a job and to be passed over. What I am trying to get 
across here is that I am not you. Too often we cop out by saying, I 
understand, when really what I need is more information to understand. 

In communication we need to witness and try to understand as indi
viduals perceive the situation. 

Take this situation. Can you change my working hours? Can't do it, 
I'm sorry. Why did he make the request? How do you perceive the situa
tion, how are you reacting to it? If we try and listen and understand as 
individual's to perceive the situation, that will be a good step along the 
way to better communications. 
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Let'~J go to the secund step toward communications. That is establish
ing a relationship or rapport. There are certain things I can do or not do 
to get people to like me or not like me. If I come to work looking like a 
slob, we don't like you. The thing I have learned is that people are 
basically ego-centric. If I show an interest in you or in the things that 
you do, or in the things that you are interested in, it is basic to estab
lishing a rapport. If you and I have a sense of commonality, then we can 
develop that commonality, we can establish a rapport. For example, I love 
the water. When I want to be alone, I sit by the ocean; I usually take a 
walk along the beach, or I just sit and relax. Now to some of you that 
sounds great. To some of you that is weird. 

Let me tell you something about praise as it relates to rapport and 
relationship. It's funny. If I say to my daughter Jenny, who is four, 
you are pretty. I know that. She accepts it. She will say, yea, you're 
right. I can say this to a little boy. You are handsome, did anyone ever 
tell you that? Yea, my mommy. I am. When we get older and I give you a 
direct compliment, people react to it in a sense of "Oh gee, wizz, gosh." 
It is very difficult for someone to say to me, "Say, your speech was ex
cellent." "Thank you, you are right. You have very good taste." But you 
aren't supposed to say that. You say,. "Gee, thank you very much." It is 
funny because it is a direct compliment and there are times that we do 
something for a direct compliment. When my wife gets dress up; the hair 
is done; the nails are right; the dress is there. She walks into the room 
and if you don't notice everything, you are in trouble. Right? You have 
to say something because she stands there. The interesting thing about it 
is a direct compliment almost always has to be responded with another di
rect compliment. That is, "Gee, you look nice." "You look nice too." 
"I like your tie." "I like your suit." We have one compliment; we come 
right back. 

The compliment that is easier to accept and less threatening to the 
individual because it doesn't require a response, is what is called an in
direct compliment. Indirect compliments, in my opinion, are not used for 
manipulation, they are used because you care and are concerned about peo
ple. One indirect compliment is to remember people by name. In your 
business that is critical, particularly when you are from a small town. 
I met a person from Marion, Ohio. I said I liked Marion, Ohio. The per
son asked me why? I said because it is a small town and I like small 
towns. If I had my way that is where I would move right back to, small 
town. Why? Because you know everybody. I like that. I like walking into 
a corner drugstore and saying, "Hi, Dave. How are you? Family okay? 
How is Mary doing?" But the one thing I find interesting with people is 
even in my business in Newport News where there are 200,000 people is that 
students are floored that I remember their name, but I even remember the 
fact that they were out on Wednesday. Everything all right? You've missed 
a couple of classes. You left sick the other day, how do you feel? How 
is Bobby? 

People are flabbergasted that I remember the names of their children. 
Remember what you said. I. remember. The fact that you cared enough to. 
remember is a compliment. The fact that once in a while you sit down and 
talk to people. I spend more time in my office talking about personal prob
lems that I do about academic problems~ I tell my students, if it is an 
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academic thing, call my office. If it is personal, you can call my home 
anytime. My office is generally filled. Most people will say afterwards, 
thank you for taking the time. What did I take the time to do? Just to 
listen to you. Once in a while just to care to ask. Just to ask, that is 
a compliment. Those little things mean a lot. It is an old song from the 
fifties if you remember it. "Throw me a kiss from across the room, say I 
look nice when I'm not, touch my hand, little things mean a lot." It is 
true, just remembering you. For example, I said to you last night when 
you suggest a product to somebody, if you have a good memory, and come 
back the following week, "How was that rhubarb jelly? Did you like it?" 
It is like, wow, you remembered. How was that corn? Wasn't it good. 
Sure it is awfully sweet this time of the year, terrific. People remember 
that, the fact that you do remember. 

True story. My son this year has been extremely ill. My bills have 
been absolutely absurd and for prescriptions I go into K-Mart at least once 
a week. One week I was in there five times. Same cashier, prescription 
is fine, but she still to this day doesn't know my name, although I must 
have been in there at least a hundred times this year. It is an odd thing. 
But you see, I will tell you something, you don't have the advantage of 
doing this. True story. I asked an insurance gentleman to come to my of
fice to do what is called an estate analysis. An estate analysis is where 
you say where you are financially today, where you hope to be down the line 
because I have a thing about family planning and I want to make sure my 
family is very protected; that to me, I feel very strongly about that role 
and responsibility. The gentleman came to my office, he sat down, went 
through a few minutes of pleasantries, and then he looked up at me and 
said, "Arn, if you died today what would you leave your family?" That is 
not one of my favorite questions. It is not even my top 500; it is like 
Billy Graham asking me if I sinned. Do you want all my sins or just the 
top three? But as the salesman asked me the question, if I died today, 
what would I leave my family? I glanced at the pictures on my desk which 
are the pictures of my two children, Robert Allen, Jenny Anne, a picture 
of my wife in her wedding gown, a collection of pictures of my children 
on the wall of various places that we have been which I put together. A 
jumbo picture of my kids on the other wall. If I did die today it meant, 
(1) I wouldn't walk my daughter down the aisle and unfortunately she is 
already practicing at age four. Let's go Daddy, let's practice. No Daddy, 
it is the right foot. (2) I wouldn't be at my son's Bar Mitzvah which in 
Judism is a very meaningful time; it is at the age of 13, the day he is 
considered a man; it is something for me that I have always wanted to be 
a part of with my son. (3) It means that I wouldn't be with my wife. It 
means that I just wouldn't be there. If you looked into my eyes, you would 
see that my eyes were watery, my jaw dropped, my lips got stiff. 

If the gentleman had bothered to look at all, he would have known I 
didn't like the question. But he went on and asked the second question, 
"How much insurance do you have?" The interview was consummated in a very 
brief period of time and he left. You see, I really believe that you 
really have to care enough about people to want to listen, care enough to 
want to understand. There are times when I do an exercise with people 
where I have to know when to back off. There are times when I can ask you 
a question wrong, and you can be comfortable with it and there are other 
times when I can ask a question, and see that you are uncomfortable. I've 
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got to let you go. I've got to look at you closely enough to know that. 
And for my letting you go, we are fine. We establish a rapport when I 
don't ask you and put you in a corner; we don't like to be boxed into a 
corner. When I can let you out without boxing you into that corner, we 
establish a rapport. We like people who have a good sense of humor; we 
like people who can tell a good joke. But you see the funny thing about 
humor is that I can watch a program and a guy tells a joke, and I can't 
remember that joke. We like people who use humor, but whose sense of 
humor we like. We don't like people who (1) tell off-color stories, (2) 
tell ethnic humor, and I will tell you something. There are people who 
use ethnic humor and it will work very well and then one day you are 
going to get a customer in that you don't know is of that group. One 
time Polish humor was very in; now Polish humor is very anti. You don't 
tell a Polich joke anymore; it is really off. 

I remember in the fifties we used to tell Protestant, Catholic, 
Jewish stories; there was a priest, a rabbi, and a minister. These stories 
are now out; we used to tell dialect stories; we use the dialect; today 
we don't use dialect. Dialect today is almost offensive. Peter McDolley 
used to be one of the best, years ago. We don't use dialect humor. Let 
me tell you a short story, true, it may illustrate the point. In the 
evening I take my kids upstairs and sing a song to each one. To Robert 
the song that I sing, I wrote; I give him a kiss on the forehead and I 
say, "I love you." Then I give him a kiss goodnight, then I give him the 
last words, "God bless you." One night I went up to my son's room; one 
thing I realized about my son's room is that the room is all Star Wars; 
he has Star Wars sheets, pillow cases, curtains, which is after he has 
taken his Star Wars bath, which is with the Star Wars towels, wash cloth, 
and he also has a Star Wars tooth brush. So, one evening I went into 
Robert's room, sang the song, gave him a kiss on the forehead and said, 
I love you son, got up and said, "God bless you." Robert looked up and 
said, "May the force be with you." Now you see for some of us that goes 
well and we like that; it is a light story and it is soft, but in many 
cases it establishes a relationship or rapport between people. 

The third for those of you who are taking notes or taping and I 
don't know if we are going to have a tape for sale, the third is conceal
ment. This is my thesis; our greatest problem in communication is due not 
to our ability, but to our unwillingness to communicate. For example, 
you can tell me your dreams; you have that ability, but I'm not sure you 
are going to. You can tell me the last time you cried, but I'm not sure 
you are going to. I'm not sure you are going to tell me your greatest 
disappointment in life, your greatest happiness, your greatest apprehen
sion, your greatest concern, your greatest fear. I could give it to you. 
But you see, we have a thing called intimacy and I don't mean physically 
intimate. I'm talking about being personally intimate that there are 
certain things about you inwardly that I do know or I don't know. There 
are certain things that I could reveal about me. For example, how much 
money did you make last year? There are some people who would say, well, 
last year I made $26,000 which is above the year before. Or how much is 
your house worth? Let me tell you and they will tell you. Let me tel~ 

you a story about intimacy. About a year ago we bought our new home, 
went to Sears to buy a washer and dryer, and I said, "Charge it." Hope
fully, you charge it and then pay for it in 30 days. I said, "Mr. Bailey, 
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charge it." He called upstairs with my charge account and he said, "Hey 
Doc, you have a problem, go upstairs." I went upstairs and said, "Hi, 
I'm Arny Abrams. What is the problem?" You are Dr. Abrams? You are a 
prof essot of speech? Division Chairman of Humanities and Communications? 
Yes. You have been in town since 1970. What is the problem? I don't owe 
anything, my account is clear. It says here on your application which you 
filled out a couple of years ago that you make $5,000. Okay, what is the 
problem? Well, we figured that you being at the college for that many 
years and your position that you've got to be making more than $5,000. 
Yea, I do, why" Well, we'd like to know how much you make? How much 
would it take for me to make in order to charge that washer and dryer? 
That is exactly what I gave them. They said, $8,000. Fine, I make $8,000, 
put it down, change it, and I'll initial it and that's it. I figure it 
is nobody's business. 

There are some people who sit there and say, "Let me tell you about 
my operation." Somebody in here may have had a vascetorny, and they will 
keep it . . . "I'm not going to tell anybody that, that is just between 
me and the Mrs., just Morn and me." And yet there is a company out now 
that has a piece of jewelry so tha_t you can show it to tell people that 
you got it. Show it with pride that you too had a vascetorny, wear the 
vascetorny ring. Can you believe that? No, it is interesting because women 
can have an operation and we react different, some of us will talk about 
it and others won't, and that is what I'm talking to you about--cornmunica
tion. There are certain things that we are very open about and there are 
other things we are very quiet about. We don't talk about it. I really 
believe one of our problems in communication is our unwillingness to be 
open. Our unwillingness to discuss it. There are so many things that we 
don't talk about anymore that we need to discuss, just our relationship 
between the two of us. 

Why can't I talk about your mother anymore? Why is it that everytirne 
we sit down at the dinner table and I say anything about your mother you 
get defensive? You know your Uncle Harry is a jerk. I mean you have said 
that to me, why can't I tell you he is a jerk? Don't you talk about my 
Uncle Harry, he is a nice guy. Can we sit down and talk about money? Not 
tonight, it is a bad night, dear. Can we really for one night sit down 
and talk about money? Can we talk about how much we have and how much we 
owe? No dear, I'll take care of that. Maybe we will sit down in the next 
couple of weeks; yea, we will sit down and talk about that one day. I said 
to my wife one day, "Sweetheart you know what I am about planning. Do you 
really want to sit down to see some of the plans I keep in attache case?" 
In my attache case are all my insurance policies and a set of instructions 
written out in extreme detail as of what to do if anything happens to me 
and I get disabled or I should die. I have it typed out almost every year. 
It is very thorough. My wife's reaction to it is, "No, I'd rather not." 
I can understand that, but it is a subject area that she doesn't want to 
discuss. 

To some degree I wish she would at least for one day talk about it 
with me, but no. I asked my father that one day. I said, "Dad, you know 
I'm your first son; God forbid anything should happen to you, but I need 
to know where everything is and maybe I should sit down with you one day 
and know what is going on." He said, "It is all there in that box." 



-288-

That was the end of the discussion. You see there are certain things we 
do like to discuss. Some things we don't like to discuss because it causes 
stresses, some of it causes anxiety, but I think some of it is also because 
we sometimes think we are the only person who thinks that way. We feel 
like we are the only one. For example, when I was dating, the first girl 
I kissed I asked her; I asked her. I was nervous about asking. I didn't 
even know if I did it right. And I wasn't sure, but I couldn't ask any of 
the other guys at school, "Did you ask?" When you kissed her good night, 
how did you feel about that; how did you react?" Does this worry you too? 
In high school we were always cool. Remember that, how cool we were? 

I find sometimes business people when you ask them how things are 
going. Fine, doing well. I can't believe that; there are too many busi
nesses folding every year. For example in your business, I have a sneak
ing suspicion without having been to any of your meetings, you have one 
current problem, it is called cash flow. If you didn't have a cash flow 
problem, you could have a warehouse. Wouldn't that be nice? Excuse me, 
let me get that out of the warehouse. We can call on the radio, David, 
bring out a case of honey. Oh, that's in aisle #7, Mr. Johnson. Because 
of cash flow, you can't afford a warehouse. I love it when people say, 
but at this special time and I don't have the money to take advantage of 
it. I leave here and go home, there is a check waiting for me. That 
check is spent already, I don't even have to worry about spending it. If 
that check isn't there, I'm in trouble. I have everything laid out for 
the whole month as to where it is going. I had the transmission go out 
on me, I didn't plan for that one. Those things happen to you too, same 
thing, cash flow. Why can't we sit down and talk about cash flow? 

Why can't we talk about commonality of problems? Some people are 
willing to do it and other people are very protective. "No, I don't have 
that problem. I get along fine with my employees. No, the wife and I 
never argue. She and I always agree on every decision that relates to 
business." That's not true. You told him never go in with the Venus 
Flytrap; you told him that was a dead item right away; that this area 
would never go for that. Sweetheart, look at the ad; it says right here 
you can make a fortune with Venus Flytraps. Then after a half year, you 
are stuck with them. So you laugh and say, oh I know what you are talk
ing about; it wasn't Venus Flytraps, it was something else. It was the 
unwillingness to discuss it. So we have three reasons for communicating, 
(1) shared meaning, (2) establishment of relationship rapport, and (3) to 
overcome concealment. 

Let's go into some specific areas for a little while. We will try 
this. I want you to all take out a pencil and paper. This is called the 
Abrams' Curiosity Quiz. If you answer the questions correctly, all five, 
the first prize is a week in Peoria, Illinois; second prize is two weeks 
in Peoria. For those of you from Peoria, you know what I mean. Is any
one from Peoria? You are? Is the Junction Restaurant still there? I 
used to work in McComb and a big evening was to go to Peoria as those of 
you from McComb know. 

The five question. #i. Name the first five books of the Old Testa
ment. You don't have to put them in order. #2. Just tell me who this 
individual is. Buzz Berkley. #3. Tell me what this man wrote, Leon Uriss. 



-289-

For those of you who miss all five, you have another workshop this after
noon at 6:00. #4. Who is John Travolta? I will give you the point, why 
I am doing this in a few minutes. #5. Who is Terry Bradshaw? Now, the 
first question was name the first five books of the Old Testament. They 
are Genesis, Exodus, Leviticus, Numbers, and Deuteronomy. Usually people 
will get Genesis. Sometimes it is like the book of Moses, the book of 
David. The second question used to be to name the first four books of 
the New Testament. I would get the book of St. Joan, the book of Mary. 
It has always fascinated me. Question #2, who is Buzz Berkley? Buzz 
Berkley was the one who used to be the choreographer for all those big 
dance numbers in the movies for the 40's. So all those Dick Powell, Ruby 
Keiler movies, he was the one who did all those big spectacular dance 
numbers like in Ziegfeld Girls, remember those? I happen to be a movie 
nut. Question #3 was books by Leon Uriss. Exodus, Trinity, Cube E 
Seven, big writer, highly respected. Question 114, who is John Travolta? 
The star of "Moment by Moment," which should be called "Second by Second," 
slow movie, "Grease," "Saturday Night Fever," "Welcome Back Kotter." 
Number 5 was Terry Bradshaw, quarterback for the Pittsburgh Steelers. 
Let's try this. How many of you had the first five books of the Old Testa
ment right? How many of you did not? How many of you had the second ques
tion right? One, two, three people. Number three, how many of you had it 
right? How many of you had it wrong? How many had #4 right? How many did 
not? Number five, how many of you had it right? How many of you had it 
wrong? 

Ladies and gentlemen, I'm not so much worried about this particular 
test, I could have asked you a lot of different questions, but the point 
I'm going to make, I want you to remember. It is one of those things I 
would like you to asterisk before we leave in the next hour. Too often we 
assume because I know and I understand that you will know and you will 
understand. Because I'm a movie nut and can tell you about the movie 
"Casablance," the song that came from the movie, who starred in it, that, 
of course, you know the movie. There are, of course, people here who don't. 
Because I'm a sports nut and I know about certain sports figures and I 
think that Phil Ford happens to be a terrific basketball player, there are 
a lot of people who don't know who Phil Ford is. The fact that I happen to 
be a reader and one of my favorite poets happens to be Gahel Gabron who 
wrote The Prophet and some of you are saying, "All right, oh yea, I love 
his writing." Others are saying, "I've never heard of him." But we do 
this. How often do we say things assuming that you know what I'm talking 
about. As simple as I want you to go to the post office and I want you 
to get me a commerative plate block. What are you talking about? What is 
a plate block. We don't know; we assume. 

Let me give you one example. A friend of mine had some employees that 
were out. I was on vacation down in Charlotte, North Carolina. I said, 
"Look Si, if you need help, I will help, I love to help. I'd love to do 
it for you." "Would you really?" "Yea, I'd be glad to; I'll get behind 
the counter and help you." So, I took the cash register and I rearranged 
all the bills; I'm left handed, therefore the bills go the one dollar on 
the far left, then the five, then the tens, and then the twentys. Pennies, 
nickels, dimes, quarters. Right handed people it is the ones, then the 
fives, then the tens, then the twenties, right. See, you right handed 
people don't know what is going on. But he said, "What are you doing Arn?" 



-290-

I said, "I'm arranging my cash register." He said, "We don't do it that 
way, everybody uses the same cash register." But the places that I have 
worked before you had so much money to work with, at the end of the day 
you had better balance out because we even had to find the 23¢. I used 
to say, "I'll give you the 23¢." "No, we have to find where the error 
is." For an hour and a half I couldn't find the error. 

Sometimes someone will say to me, "Hey, I want you to get the fol
lowing." I don't know what they are talking about. My son does this 
with toys. I want an AMFX-360 for Christmas. What is an AMFX-360? I 
saw it on TV, everybody has one. In my house we have Big Wheels, it 
sounds like a candy doesn't it? It is a toy for kids. For those of you 
with kids, you know what I'm talking about. In your business it is 
critical because you see, you have a certain degree of sophistication 
that other people do not. For example, if I said to you I don't know what 
a herbicide is. You don't know what a herbicide is? Where are you from, 
boy? I don't know how to clean a gun; I never cleaned a gun in my life. 
I've only shot a gun once, and that was because I said that in class one 
day and they said, "You know, you should shoot a gun at least once." But 
I have no idea what it is like. I know how to open a lobster. I know how 
to eat hard-shelled crabs and yet, I've gone with people to eat hard
shelled crabs, they sit there and they say, "What do I do first?" 

And let me tell you something, working with people, people will always 
be grateful for your patience and your understanding and treating them as 
if they are not a jerk. But we do that. You don't know it? Let me show 
you? Look at this facial expression·of mine. Don't I look understanding? 
What do you want to know? It will only take a few minutes and I will tell 
you how to do this. Anybody can make a gift basket, a sign. Have you ever 
done that? Have you ever done something that something says, "I'm going 
to refinish this." I have my grandmother's old chest and I'm redoing it. 
I'm doing it step-by~step. I've never stripped one before and I'm rebuild
ing it up again. Almost everyone has said to me--it is easy, it is easy. 
Screwing in a light bulb for the first time is hard, particularly when 
you don't know what you are doing. There is nothing to changing a spark 
plug, if you know what you are doing. If you don't, it is complicated. 
What I really need is someone rather than saying, hey, this is simple, is 
just to show me. Then to work with me and to make sure that I have it 
right without treating me like an imbecile or without treating me as if I 
am a little child. "Now, first things first." "The first thing we do 
here is we take out the cellophane and we measure it just so, then cut. 
Now that I've done one, why don't you try one?" "Is this right, Miss 
Johnston?" "Very good Arnold." You know what I feel like? I feel like 
a child again. It is an insult to my intelligence; it is an insult to my 
maturity. What I'm saying is, let's talk about it, show me how to do it, 
reward me, but don't assume that I know. I will tell you one of the big
gest problems in small business as well as in big business is the lack of 
orientation. We don't orient people. 

I really believe if your organization is large enough there are some 
things that you can put in print. Write it up. Let them read it. Having 
it in print is also a way for you to get back to it and verify it, see 
you got this the first day you began to work with us. I wanted you to 
understand this. Or this is the first time you've done this, let me show 
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you a couple of things that we do here. The other thing I will give fol
lows. Let me give you the analogy first as it comes to knowledge. In 
the evening when I go home, I take out a glass, I put in six cubes of ice, 
I take a 16 ounce can of soda and I try to pour all of it into that glass 
which means you tilt the glass and you pour very slowly. What will happen 
is the soda will go all the way up to the top and then it will spill out. 
Okay, are you ready for this? The same thing is true with knowledge. How 
much information can you give people in a short period of time without 
that knowledge spilling over? What we have a tendency to do with new peo
ple is to give them too much information too quickly and they lose it. 
It is better to give them a little information and then the following day 
to build it up with a little bit more to reenforce it, maybe review a lit
tle bit, then to go to a little bit more, then to go on to the next one. 
Then maybe over a week or two weeks, it is like an orientation. 

I'll tell you one way to do it. One way to do it is to start people 
in the workroom gradually, rather than saying you'll start Monday, because 
it is the beginning of the week. Maybe I'll tell you what I would like 
for you to do is, I would like you to come by on Monday and I would just 
like for you to watch. We'll pay you, but I want you to watch because it 
is very important that you see how we handle our customers, how we work 
with people, the things we do. It is amazing what you learn from obser
vation. Then I'll do this at a time when we aren't too busy and the 
reason I will do this when we aren't too busy is because after I finish 
with that customer, quite often I have the luxury of being able to talk 
to you. What did you observe? That's good. Did you notice how I did 
that? Now why do you think I did that? Good. What I'm trying to do is 
to get you to observe, but also to learn from your observations, I want 
to work with you. Too many times I have worked with someone when they 
said, put on the apron, go. Here is the checkbook, go. Here is the money 
for the till, go to the cash register and work. Then I had to ask ques
tions all along the day, and invariably the day I would start working was 
a busy day. And you really don't have the time to help me and yet I'm 
sitting there saying, "Where is Mr. Davis?" All of a sudden Mr. Davis is 
a grump because he doesn't mean to be short, it is just that he is busy 
and he really doesn't have the time to do some of the things that perhaps 
we should have done before I put on that apron. 

Therefore, one of the assumptions we make ladies and gentlemen in 
communication is one that deals with knowledge. I don't assume. Because 
I know, does not mean that you know. Because of the level of understand
ing I have, you don't. That is one of our problems in connnuncations. The 
assumption of knowledge. No, we don't know. Just as some of you didn't 
know who John Travolta is. There are other people who are saying, "Of 
course everybody knows who he is." No we don't. The second we make an 
assumption with is attitude. Now I'll give you a good rule particularly 
in hiring people if you can. I hire people who are successful. I hire 
people who are successful, successful in their life, both professionally 
and personally. In many cases when I hire a youngster, I hire a kid who 
is successful. I don't care if you were good in the Boy Scouts, if you 
were good in Camp Fire Girls, you work for so-and-so, you were successful, 
you enjoyed it. Fine, you are successful at school; you are successful 
in your home life. I find it carries over into the job. 
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There is greater potential for a successful individual at work if you 
are successful privately and personally. It works that way. Too many 
people carry their private life to work. If not directly, indirectly. 
How an individual perceives themselves is critical. I really believe that 
is a pivotal part of connnunication, liking yourself. If we had another 
workshop to do, we would do a workshop on self-image and personal success. 
That is how do you perceive yourself? In other words, what is there about 
you that you perceive; what is there that you like? What about you do you 
not like? No, I've n.ever met an individual who likes everything. It is a 
quick answer, but I've never, there was always something they wanted to 
change or alter depending on the degrees in which they want to change or 
alter it. How do you perceive yourself? You see, if I'm comfortable with 
me, it reflects with how I deal with other people. 

For example. Let me show you two approaches. Hi. My name is Arny 
Abrams. I know you are probably busy at this moment, but I thought I would 
ask you anyhow if you don't mind me asking. Are you doing anything after 
this conference? Second approach. Hi, kid. You know who I am, of course. 
It is your lucky moment. I picked you out of everyone else here. I'll 
see you after the conference. Now I do this in a joking sense and I hope 
you realize that. But it is true. Have you watched people as they relate 
to other people? How some people don't want to talk. Have a difficulty 
in relating to people. Who withdraw. Where am I? 

We find basically if I walk toward you and then stop, "Can I help you?" 
That·it shows there is a desire and willingness to help as opposed to with
drawing. That is almost like saying, I feel very strongly about this. Do 
I look like I feel strongly? No, I'm not, because I'm in a state of with
drawal. That's attitude, attitude toward self is critical to me. How I 
perceive myself. Okay? Let me ask you a couple of questions related to 
this. I want you to write down your three greatest successes. Just put 
it in a quick capsule. When you write down success, first of all success 
is how you perceive it. We have a tendency to want to emphasize those 
things that we are successful at. Also, success sometimes for us is not 
what we perceive to be successful, but what others consider success. It 
is sad in some cases because I think the barometer of success needs to be 
for what we consider it to be. It reminds me of a line that comes from 
Glen Campbell, the singer. He had made 18 million dollars that year. 
Campbell said, there has got to be more in life than making money. I 
wanted to tell him, you're right. I can't say it is sad after making 
$18,000,000 to find that out. But it is interesting some people will 
consider it that way. I find some of the people I work for, some of the 
clients who have the two cars, one of which is the Jaguar or the Mercedes, 
Benz, a lavish home in the suburbs, go off to Europe, and they are un
happy. They say, but look at all the success I have. I say, "You are 
successful in every way except the way you want to be." 

You know people say to me, "Why do you still teach?" Because I like 
it. I enjoy it, to me it is fun. Does it pay? No, it doesn't pay, but 
I absolutely love it; to me it is fun; to me it is fantastic, that is 
why I stay in it. The sad part about it in terms of teaching is I make 
more in one day as a consultant in business and industry than I make 
teaching a whole course at the college. I've made more in one hour giving 
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a speech than I've made in a whole summer working. That's sad. It is a 
sad set of priorities, but I like what I like and I do the things that I 
enjoy. In terms of success, I think it is critical that you perceive 
those things that are successful for you. Because when you know that those 
things are successful, those are the things that you want to amplify. Then 
next, I want you to write down your three greatest failures. Do you have 
trouble with those? Let me tell you something about failure. Before I 
forget that, let me give you my address. And I'll tell you why before you 
laugh, I'm not soliciting, I won't say anything along with it, I promise. 
But I have an exercise which is on self-concept which, if it really inter
ests you, I would be more than happy to send to you at my expense. I 
won't put any junk mail in there I promise, because I have a thing against 
junk mail. My address is Box 2305, Newport News, Virginia 23602. Just ask 
me to send you the thing on self-concept. If you send a self-addressed 
stamped envelope, I will appreciate it costwise. I will send you the thing 
on self-concept. I will ask you some of the questions on how to look at 
yourself, etc. My thing about failure is (1) I think failure ought to be 
admitted. If I were perfect I wouldn't be on earth. In Greek they had this 
thing called the tragic flaw. I wish they would get rid of the word tragic 
and just use the word flaw. We have within us a flaw; we have within us 
problems; we have within us weaknesses. One thing about weakness is I think 
we ought to be honest about it and admit it. "That's easy for me to say, 
everything I do is done well." But, for example, last night when I fin
ished giving the speech and I went back to the room as some of you found out 
I was trying to hunt for a can of soda, very difficult to find in this place. 
I never saw a place so free of Pepsi. None. I refuse to get room service. 
I was almost tempted to go over to the Sheraton to get one, but I didn't. 
They don't have it either. But I went through the speech and I analyzed 
it; I analyzed where it was good; where it was bad. Where I liked it; 
where I didn't like it. I learned from it. That is the same thing I 
will do after this workshop today. Because after you do things a while 
and you become complacent, you become stagnant, you suffocate, and you die. 
Not literally, figuratively. As a person throughout life you are going 
through "periods of adjustment." Your life is a period of adjustment. 
When I got married, it was a period of adjustment. When my wife got preg
nant, it was a period of adjustment. The child was born--period of adjust
ment. When we lost a child--period of adjustment. You go through this 
throughout life. You adjust. In terms of me, I am not where I want to be. 
I'm alright for 38, but in the end I would like to be able to dine with 
Thomas Jefferson; to have in the same room daVinci, Aristotle, Socrates, 
Plato. I'd love to have the great minds; I never read enough and I read 
about 50 books a year. On the plane now I'm reading a book on self-esteem. 
I'll finish that and I've got half the bibliography checked off; I've got 
to read it. I just bought the Will Durant Civilization Series, 11 volumes. 
I've got to read it. I read tremendous amounts of stuff. But everytime I 
read I realize how little I know and how much more I want to read. Some
body says, "Hey Doc, you are a Ph.D." I still take classes in college. I 
still go to school. "What are you doing in class?" Now, I don't say I'm 
a Ph.D. anymore, because I've found it psyches out my profs. When you 
walk in the room and they say, tell us a little bit about yourself. Well, 
I've got my doctorate in communications. Oh! So, now I stop off with my 
bachelors degree. I've got a bachelors degree, University of Maryland and 
that is that. I take the class and I learn as much as I possibly can. I 
really want to take a class in body language from a guy at Purdue University. 
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to take another one from a guy in California. Yet, I'm supposedly 
the top ten in the field. Why? Because there is so much more to 

There is so much I can learn from you and I realize one of my 
in life is how little I know; how much more I want to know. 

I realized a few months ago that I was too heavy. I tilted the scales 
and I was tired of the fact that I had half the shirts away in the closet 
and wasn't wearing them. So I lost 24 pounds, I will loose 24 more and 
then I will be gorgeous. It was a failure to myself because I didn't like 
me and I was too heavy. I really don't believe in the copouts and I con
sidered it a failure. I really think the same thing is true in life. One 
of our failures in life is that we don't take enough time to do the things 
that we ourselves truly like. 

And one of the things I would tell you is life is far too short not 
to do it. There is that commercial on television put out by Money. Boy, 
it moved me. It says when I was younger I had the money, but I didn't 
have the time to take a vacation; now that I'm retired, I have all the 
time in the world, but I don't have the money. Two years ago I had an 
offer to be a consultant in California. I accepted; we sold the house 
and most of the futniture, the rest we put in storage. I took the family 
cross country for 30 days and I was a consultant in California for four 
months. Most people said I was a jerk, said I was dumb or that I was 
foolish. I lost money galore, but when you take your kids to Disneyland, 
when you visit the Houston space center, when you go to the Grand Canyon 
and realize what a magnificent sight this is and how few people have 
ever seen this beauty, when you see the kids absolutely having fun in 
Phoenix, Arizona or Tucson or what have you, I am saying this is what it 
is all about. You see your schedule is just about as bad as mine. Besides 
teaching and speaking it is terrible. I'm up at 7 in the morning, which 
for you is late and I go to bed at 1:30 or 2 in the morning. But I find 
that I've got to have the time for the things in life that are important 
to me. 

One of our failures is too often we don't realize our failure and 
second of all, we don't do anything about it. One of our failures is our 
mismanagement of time. One of our failures is not doing things for our
selves. For example, sweetheart, if you like sitting in the bathtub and 
pampering yourself in the tub and reading your Good Housekeeping magazine, 
go ahead and do it. Why not? It is one of the few times a day you can 
actually relax and be by yourself. There is nothing wrong with it, so 
pamper yourself a little bit. I don't apologize for watching a football 
game. Why should I? It is a few minutes of leisure; it is a few minutes 
of relaxation, and I enjoy it. And I think that is one of our failures. 
Not admitting, and second of all, not doing. Sometimes I wonder which is 
the greatest failure, not realizing our failures or realizing our failures 
and not doing anything about it. That is what I am saying. Look at your
self and what are some of the things you want to change. If at all pos
sible, what can you do to change it? It is critical. I will tell you 
something that you will find as soon as you do something about it. If 
you have a failure and you do something about it, you will feel better 
about it almost immediately. When you take a plan of action and you begin 
to take that plan of action and actually carry it out, you will feel much 
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better. There are sometimes that you don't say anything to somebody and 
you realize that is a failure and as soon as you begin to sit down and 
communicate, you feel better already because you just got it out of your 
system. I really believe in that. 

Now the next. One of the other problems we have in communication 
deals with the three message systems, and we will deal with them. One is 
verbal, which is words. Words. I want you to write down the following. 
(1) The most sacred word ~n your vocabulary. Which will be interesting. 
(2) The second one you don't·have to write down. If it offends you, you 
can write down just the abbreviation of it. The most vulgar expression. 
It may not be in your own vocabulary, it may be anyone's vocabulary. So 
you can write down the initials. (2) The most beautiful expression in 
your vocabulary. Now, the first one was sacred and let me just pull a 
few people over here. You sir, what was the word you picked? God. How 
many of you picked God? What did you pick ma'am? Love. You picked that 
as the most holy word. Did anybody pick love as the most holy word? 
That is interesting. Anybody else have one that we didn't call out? 
Jesus. How many picked Jesus? Another one. Trust. How many picked 
trust as the most holy word? Interesting. Self. How many picked self 
as the most holy word? It is interesting because I will tell you what 
I'm getting at here. The Elohists believed the word Elahi~ was so sacred 
that you couldn't say it. I won't write God on the blackboard because it 
means someone will erase it. When I write God in print I write G-d. It 
stands for, but really makes that word distinctive from all others. I've 
been taught that since I was a child. To me that word is sacred. There 
are certain words which are sacred and we react to them. What I'm trying 
to say to you is that there are certain words which we ourselves put the 
label to. 

There are certain prayers that we believe should not be said, but · 
should be silent prayers; they should only be said in certain ways whether 
we genuflect, whether we prostrate, whether we bow our heads, whether we 
bend the knee. Why? Because these are special prayers. So we have cer
tain words or certain things that we "label as sacred." For example, the 
Bible. When I took a course in Old Testament and New Testament, I 
couldn't write in it. I cannot underline Scriptures. I've heard other 
people say, "You should see my Bible, it has notes all over the place." 
There is a Bible out now where there is half a page where there is the 
print and the other half is blank so you can write notes. But it depends 
on how you look at the book. If I dropped a Bible, I would pick it up and 
kiss it and wouldn't think twice about it. It is just something that I 
was taught as a child. 

Now obscene, I won't go into. I will tell you though that when I've 
done this that G-D by most people is considered one of the most vulgar 
of all expressions. It is funny, because when you say vulgar or obscene 
people usually think of four letter words. It is interesting, if I say 
rape, people don't react to it. It is not considered a vulgar expression, 
ye.t I do. I think it is obscene. But we don't react to that. Then why 
do I say that? Words are static, meanings are dynamic. Words have no 
meaning but are symbols. The meaning is within you. The meaning is with
in us. Just as certain words we consider sacred, certain words we con
sider profane, certain word!'• are soothing and relaxing to the ear and to 
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the spirit, other words and expressions we react to and get tight. For ~x
ample, you are a broad. Aren't you? Are you a dame? Are you a female? 
Are you a woman? Are you a lady? Used to always make a distinction between 
the two; there are always women, but there aren't that many ladies. There 
are an awful lot of men, but there are very few gentlemen. John Harris, 
101 N. Frederick, he was a gentleman in a world that no longer had a place 
for gentlemen. Do you realize we don't even use the expression gentlemen 
except for restrooms? Do you know it is lost? Chivalry is gone. Re
member how we used to still talk about chivalry? 

There are certain expressions that come and go, but we react to them. 
For example, everything today is a viable alternative. If it is not an 
alternative then why would it be viable? If it is not viable, then you 
don't have an alternative. We play with words. For example, are you 
honest? When you say honest, are you less honest than when you are quite 
honest? Which are you? Are you honest or very honest? Are you only 
96% honest when you are honest? When you are quite honest, you are 98%. 
But to be quite honest, seriously speaking, I'm 100%. Or am I more honest 
when I'm candid? Let me be serious for minute, let me be very serious. 
Okay, I'd rather be quite serious, but let's just be very serious. How 
serious are we when we are very serious? What I'm trying to get you to do 
is to get you to think about language. We use expression and we react to 
them. We react to things day in and day out. For example, I had a garage 
sale at the house. I spelled it G-A-R-A-G. I had more people stop by the 
house and tell me that I misspelled the sign. It is true. I sent out a 
whole brochure entitled, Don't Read This. I got a better response from 
that than I have from some others. I find that there are certain expres
sions that people like, one is the word success. Good word, Motivation, 
creative. Also, people will read more that has the personal pronoun, you. 
When I'm talking about you, your problems, your life, you, people react 
to it with "you." It is interesting, say, a bargain for you. Try it some 
time. Special sale for you. 

Women are getting a little bit irked about things that are saying 
"For Women Only." Designed especially for the women in mind. Because 
some people are really getting uptight about that as if to say, "Hey, you 
are making me distinctive." Where if you use you, it is personalized 
without getting sexist. Also, our language has become quite sexist in 
nature. And I will be honest with you, you don't have to have a feminist 
who is getting up tight about this. People in general are getting up 
tight. It is like choosing the best man for the job. We don't think twice 
about it. I had a man not too long ago who came up with an expression and 
he said, and this was a religious expression, he said, "We are going to Jew 
them down." I said afterwards, "Are you going to Christian them up?" We 
blackmail people. Have you ever heard of anyone who has been whitemailed? 
We don't think about it. What I want you to do is to think about language 
because language works. Language works. For example, sweet we see every 
day, but when we say the sweetest peaches, we don't see that very often. 
We really don't because we just don't see that that often. We'll see some
thing that is soft, but we rarely hear the word tender. Think about it. 
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The other thing is I can say things to you and they react depending 
on the words that I use. In other words, I can say the same thing and 
use a different word. Would you rather be soft, tender, or gentle? 
Would you rather be smart or intelligent? Abnormal or deviant? Odd or 
peculiar? They both mean basically the same thing, but we react differ
ently. What I'm saying to you is that words we react to different ways 
as if they have specialized meaning. And if I change that word or ex
pression you react to it. When dealing with people, we need to be very 
careful with our language. 
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Several farm market operators have become interested in fresh and 
cured meats as sales items for their markets. The reasoning is that 
these items help get new customers in the store in the first place and 
then they have the opportunity to sell them other items that they need and 
help make a profit. Perhaps by having this kind of diversity, you could 
get more efficient use of employee's time. Hopefully if you are a good 
enough merchandizer, as we perhaps will learn from the panel, there will 
be an opportunity for added profit in the venture. However, I think I 
see some of the problems in any form of meat distribution. One of these 
start right away with equipment and space, the right kind of space and the 
right kind of equipment to do the jobs of fresh and/or cured meat distri
bution. Then the need for specialized labor, because the employee that 
is very good at some other particular job might have a bit of trouble in 
merchandising meat. In a supermarket or in a small store meat retailing 
is highly specialized. Where will you get the product that you need in 
the quantity and the quality that you require and the product mix that 
you would offer to the customers. How involved will a farm market want to 
become in meat distribution? You see, we have stores heading entirely 
the other way and becoming specialized meat shops, so I see this as being 
something a little bit different. Then I realized that there is a prob
lem of being competitive. In meat retailing, meat specials are very hard 
to compete against. So I saw some reasons for wanting to get into this 
side of meat distribution and I see some very real reasons for not want
ing to get involved with it. This is why the program planning committee 
has put together this panel of people who have some experience in this 
line and have asked them to be with us and we are very grateful that they 
consented to do this. I asked Paul Friday if he had a long resume that 
I might share with you as to his accomplishments over the years. He said, 
"Just tell them I'm Paul Friday from Farmer Friday's Market in Coloma, 
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Michigan and that we have three panelists instead of four and that we are 
going to work as a team and try to present as much information as we have 
and as much information as you want." So, they will come to the podium in 
turn, give you a bit about what they are doing, and a bit of background to 
set the stage so that you might ask your questions. The main benefit that 
all of us can get from this session is the exchange of information, I 
think. They will share with us what they are doing and would not say that 
is the only way that an operation of this kind might go. So, we have 
first Paul Friday from Farmer Friday's in Coloma, Michigan and then I will 
introduce Jim Shelton from Shelton's Fruit Stop in Niles, Michigan and 
Pete Wiard from Wiard's Orchards, Ypsilanti, Michigan. 

FRIDAY: 

Okay, thank you. In answer to some of your comments, I think I would 
like to point out that in all three of our operations, they are specialized 
meat operations. This might be what we have going for us. We each havb 
butchers who have their own meat operations in leased space in our markets. 
They are service type operations, a regular butcher shop. They provide 
services that you can't find in the supermarket in most ways. This trend 
that you mentioned toward specialized meat shops is what we are doing. 
The profit structure and we may not be as well versed on it as the men who 
lease the space from us are, but we feel that the profit structure on this 
type of an operation is good. Of course, it is both to their advantage 
and to ours that they do run some items as price leaders in competition 
with the supermarkets, some of your better items being the daily items of 
hamburger, chicken, this type of thing. If they can have the proper 
quality in their T-bone steaks and so forth, it seems to be a real winner. 
To turn to my notes here, this was written on the way down here driving 
through a snow storm. I dictated as I was driving and my wife took the 
notes; I hope they are legible. 

Three years ago Dr. Cravens invited me down here to give a talk on 
the growth of my market entitled "From $40,000 to $1,000,000 in Eight 
year and How I Did It." Even after that presentation, Dr. Cravens kind 
of tongue in cheek told me that that was a good speech and that when I 
made two million he would invite me back to give another talk. Well, 
in the past three years I have more than doubled my business with the 
figure past two million. I merely point to this continued growth at 
this time because the addition of a large service type butcher shop added 
a year and a half ago has been most instrumental in our recent growth. 
Approximately three years ago Jim Shelton, here to tell his own story, 
converted a portion of his market into a service type meat market and 
rented it out on a percentage of the growth basis to a local butcher 
well-known in his area. As Shelton's meat addition proved successful, 
soon Pete Wiard from clear across the state near Ypsilanti built a meat 
market adjoining his market and rented it also to a local meat man from 
his area and it also proved successful. Through the generosity of these 
two men sharing their meat market experience with me over a period of 
time it became obvious to me that if they were both able to make a suc
cess of their meat market ventures, then I too should be able to do so. 
My meat market consists of an addition 30 feet wide and 70 feet long 
which includes rest room facilities and storage area for the butcher 
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department, plus a 10 x 20 walk-in cooler, a small walk-in freezer and a 
door from the meat market into my large produce cooler in which the meat 
man uses some space to package meats and a wide variety of deli items. 
Our equipment includes 60 feet of glass-enclosed service type meat coolers, 
46 feet of open display cooler and 12 feet of open freezer and an unrefrig
erated table for assorted dry seasoned salami and that type of product. I 
own all of the equipment including display cases, electronic scales, band 
saws, meat racks, slicers, grinders, hamburger patty machine and so forth. 
I am responsible for all maintenance and repairs, utilities, taxes, our 
common cashiers and their salaries. All meat market sales are rung up 
through the fruit market registers, but are rung up on separate buttons and 
are accounted for on separate totals. At the end of each week the meat man 
is paid by check for his entire weekly receipts, less 6% of the gross for 
the use of the facilities and services rendered above, including buildings, 
equipment, utilities, taxes, interest, investment on the money, extra labor 
required to ring up the sales at the registers and accounting services per
formed by my bookkeeper. 

Much of the success that I have so far experienced with the meat market 
is attributed to the fact that my meat man, Fred Zoskey, is an energetic, 
enthusiastic, extremely personable, well-known person in the area with whom 
I get along with very well and have had an extremely good work relation
ship. Fred does approximately one-third of the total business or one dol
lar's worth of business for every two dollars we do on our side of the 
store. Naturally the good following Fred has brings us more produce cus
tomers and our busy store brings him more customers. Fred prides himself 
in fine quality at reasonable prices as do we in the balance of the store. 
We make up our advertising cost breakdown as we go along, but basically 
Fred gets one-third of the total newspaper space and pays for approximately 
the same. We have three large billboards on Interstate 94 where we are 
located which we pay rent on. These obviously do me more good, so Fred 
pays only one-fifth of the sign rental. 

When Fred wants to run an item at cost and really promote with it, I 
give him that item rent free for that week. In other words, he'll keep 
track of how many say hot dogs he has on hand and then how many he buys 
in the interim and how many he has left at the end and the difference 
would be the cost times the amount of pounds of hot dogs that he dealt with 
in the meantime. We would deduct that amount of business from the sales 
he pays rent on for that week. There would be no 6% charge on hot dogs for 
that week, so that he could get right down to the bottom and run them at 
his cost and his cost would be 6% lower than if I had not helped him with 
it. This is obviously good for both of us for a good ad in either man's 
department brings business for the entire store. 

Sometimes Fred and I get a little crazy with our ads, but they really 
work. I'd like to show you here this ad we ran for Christmas. Most of 
the items here in this ad are geared towards Christmas. We took the center 
of the paper and we have here Farmer Friday's December Centerfold. Bring 
coupon values up to a total of $293.21 savings to you. In the middle there 
is Fred and the meat man and I nude from the waist up, popping out of a 
barrel wearing Santa Claus hats and on the barrel it says, "Happy Holidays 
from the Farmer and Fred." We both have a big smile on our face. This 
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worked out even better than we anticipated. People got a real honk out 
of it. It was kind of a personable thing. We went to some Christmas 
parties and it was kind of the talk of the party. In a local bar, they 
had it posted up on the wall. All these kinds of things are for free. 
The ad cost the same as it would have if we just ran a straight ad, and 
we got all this nonsense type of thing. My wife has been in advertising 
for six years; she worked for this local trade paper for six or seven 
years. She said that this has worked so well we can't drop it; we have 
to keep it up and have something every month. So, for the New Year's 
addition we had Father Time. Actually our oldest employee kind of sug
gested it, he is 70 and he wanted to be Father Time. So we dressed him 
up in a sheet and he had a long beard, a sickle and a lantern. Next we 
got a big heavy fellow that works for us who badly wanted to be the New 
Year's baby. We made a diaper out of a sheet and he is holding a teddy 
bear in one hand and a lollipop in the other. They really wanted to do 
this. Now I got a lot of feedback on that; people are coming in looking 
for George; they know him, the heavyset fellow. There is a lot of com
ment on that, some very personal but he enjoyed having his picture in ti1e 
paper. It was kind of silly, but he liked it a lot. An awful lot of 
people in the community that know the fellow who is 70 have approached 
me since his picture appeared and said, "We didn't know that Ray worked 
for you. He is a great guy." Well, some of those people trade with me 
and some of them don't. Maybe they like Ray and now that they know that 
Ray works there they may think more of the place because of it. I don't 
know. But there are always personal things that are for free. 

Next month we are thinking of somebody being Stupid Cupid, attired 
as such, shooting arrows for Valentine's Day--this type of thing. Getting 
volunteers is no problem, they are kind of standing in line seeing who 
can be next. It has really snowballed; it has been an interesting thing; 
it kind of gives us something to adhere to, I guess. We've had a lot of 
fun with it. I'd like to let that very brief rundown of existing meat 
market situation suffice until the question and answer period where we 
can go more indepth on any of the aspects that you might be interested in. 

I would like to back up a couple, three years and tell you about the 
meat operation that I gave up when I built the addition and took on the 
new meat man. I was doing quite a bit of meat business just out of my 
fruit market store, all prepackaged and cured meats and so forth. Making 
some mark-up on it and using several of the items as leaders. Meat being 
a new item to me sometime back, I didn't figure it cost me anything to 
give bacon away in an ad, because I wasn't used to selling it anyway. 
And I'm sure the supermarkets and other competitors found me very, very 
stiff competition. In fact, the meat man that is with me, I think hated 
me until he got with me because he was a competitor; he had a meat market 
in the same town for 20 years and I'm sure that my ads in meat hurt him, 
when we were competitors. In fact, it is kind of a standing joke now, but 
at the time I'm sure it wasn't with him. 

I mention all this to show you that how easily you can find yourself 
in the meat business with little expense and few managerial problems. 
For several years I have had a relatively large cheese section in my market 
which includes approximately 60 kinds and varieties of cheese. I've found 
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it interesting and desirable to add pre-packaged meat and cheese items to 
this department. I'm speaking of the common name brands, Farmer Pete's, 
Eckrich, Wilson's, Corn King, Herod, and so forth. Items I simply carried 
in a refrigerated display case would include hot dogs, bacon, sausage, 
breakfast sausage,· salami, sandwich meats and so forth. Along with these 
we also carried Eckrich Beef Treats, hard salamis, Danish salamis, non
refrigerated pizza sausage, canned hams and other fine specialty items. 
You can get in the meat business as fast as picking up the phone and call
ing a supplier. You may be interested in the common garden variety type 
or just the fancy specialties stuff, it all depends on your interest, what 
you hope to do with the product, and the type of clientele you are cater
ing to. This is for you to decide, but one thing I am sure of is that most 
markets sell country fresh eggs and if you would lay out some cheap bacon 
to promote with or some fine quality smoked bacon or pepper bacon to en
hance your image, you would sure sell one or the other or both, plus in
crease your business appreciably without a great deal of effort. That is 
all I've got at this point. After the other fellows are through the three 
of us would be glad to answer any questions. Thank you. 

I did forget the three slides we have of the meat market. Of the meat 
that I sold prior to having the present meat market, I now have none. I 
think probably for most folks it may be of interest to know how it was be
fore we built this big meat market. This just shows one of the cheese 
cases and some of the cheese we have on sale. This is just a display of 
some of the meat, this would be some of the hard salamis and so forth. 
That is a homemade refrigerated case; we just took the coils out of an 
old case, across the back you can see it is just a gravity thing. The 
cold air goes to the bottom, but it works very well, and it is kind of an 
image thing. This is a display of some of the nonrefrigerated items. I 
had a hard time convincing my meat man that he needed to merchandise some 
of these nonrefrigerated things. I showed him records of how well I had 
done with them, and finally he has included them in his meat market, along 
with his fresh cut meat. He seems to be doing quite well with it. 

SHELTON: 

Thank you, good morning. We are going to repeat quite a little bit 
because we do look over one another's shoulders. I think that is one big 
advantage we have working together with friends. I know the fellows on 
this panel real well. They are aggressive; they run good operations. I 
also know the fellow that didn't show up today from Bernacchi Farm Market 
over in northern Indiana. I wish he were here; he is also a friend. We 
are all growers, sometimes we kind of forget this. We are very commercial 
in some aspects, some of us more than others. Pete from Wiard's Orchard 
is still on the farm with his market, but if you go out there blindfolded 
and take your blindfold off when you get there, you'll think you are a 
hundred miles from anything. But if you listen real close you can hear 
the huff and puff of Ypsilanti about three or four miles around the 
corner. He has a lot of people; they are not too far from him, but still 
he has to bring them out there. They don't drive by his door to get to 
Pete Wiard' s. Paul from Farmer Fridays only moved his operation about 
two miles from his farm. That is a big two miles; it gave him a lot more 
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potential customers, I think more potential customers than I gave him 
credit for having. I wasn't real fond of his location; he made me out a 
liar. Steve from Bernacchi's, I wish that man were here. They opened 
their first market on the farm, but on the farm was under the street 
lights in LaPorte, Indiana. They were right in town with their first 
market. They must like to retail because they have a big farm image be
hind them and they have three mighty fine retail stores today. I hate to 
speak for someone else, but I think you will see them selling farms and 
building markets. One thing that interest me about Bernacchi's is that 
he just opened up a real good store this last store. He did not put meat 
in the store, he put a fish market in it. Something that doesn't turn me 
on, but he says he is selling more fish than he is selling meat in the 
other two stores. Well, that turns me on because he sells more meat than 
I do in my store. 

We at Shelton's located our market about 12 miles from our farming 
operation. First we operated a seasonal open-air market. We were there 
several years, then we nailed up a little plastic and closed her up and 
operated year-round. Everyone said you couldn't operate a market year 
round; nothing to do in the wintertime. We stayed there a few more years; 
the first year or two in the winter we just survived and then we started 
to do some business. Four years ago we opened up a new market. We re
built our old market, built the new facility. It has considerable more 
floor space, better facilities, and is a little bit more commercial. We 
found out at this time as our investment was getting bigger that we had 
to have steadier day by day, year round business. I think that is a 
thing a lot of people are going to realize as they get more money into 
their operation. We bought our corner over a period of about 16 years, 
as four separate parcels. We were lucky in one respect, at least we were 
able to buy them. We paid a little too much for them, but that's neither 
here nor there; we either had to buy them or move our op~ration. 

I only have hope of expanding area wise just one more time. I have 
a little lot behind me that I have an option on that I hope someday to be 
able to expand into. What this tells me is we want our gross to continue 
to rise each year, and it always has for going on 20 years we have been 
in business there. We need steady day to day year round sales. We can
not have these high peaks and valleys. For this reason we have begun to 
put a lot more emphasis on items that sell year round. Meat just happened 
to be one of them. I believe that I can speak for this panel when I say 
that meats have been a strong factor in all of our recent increase in 
business. I have rather strong feelings about it. By the same token, 
we've had to let up on some very good items. Some of these items I've put 
a lot of time and effort into building sales on over a period of a lot 
of years. I begrudge this. We sold more nursery stock and bedding plants 
as a sideline than some people do as a business and we've purposely cut 
back on many good spring items. It is simply because we run out of room 
in these high-volume months. My corner is getting small. I'm talking 
about items like nursery and nursery related materials, chemicals, I don't 
have any chemicals at all of any kind anymore. At one time it was prob
ably a third of my operation, almost all seeds and all hard materials. We 
sell very little seeds now and we used to have the full line. We have done 
this gradually as we have increased our sales on the other products, the 
year round products, of which meat is one of the steadiest items. 
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I personally believe that meat used in an ad and used properly, is 
probably the single best pull item or door-swinger in almost any commer
cial full line or even a large f ann market operation. At this point in my 
store, it is not so. 

When we decided to put in a meat department about three years ago, we 
went the only way we felt was possible at the time, we leased the depart
ment to a local butcher; he comes highly recommended. I worked on a piece 
of the gross. I won't go too deeply into that because Paul spelled it out. 
We look over one of his shoulders and we've got almost the identical situa
tion. Gross is the same, we own all the equipment, we pay all the bills, 
except he hires his own people. We run everything through our register; 
we have all the headaches except for his department. That department really 
lets you off the hook a little bit if you've got a good man because you 
don't have to look at it too much. Maybe it was not the only way; maybe 
it was the easy way. I don't know at this point. In the past, we made 
all of our own decision, right or wrong, we could make them. Now we've 
lost control of a small portion of our market. I think I have a very fine 
butcher, in fact, I think he is one of the better butchers. The trouble 
is that he is only concerned with his corner of the market. We're kind 
of hungry at Shelton's Market; we like to see those doors swinging. When 
the door slows down, I get nervous. I sometimes feel that he might be 
living off of our swinging door. I'll repeat again, I don't want to play 
the department down; I think he runs a super good department; it is very 
clean. He has good products, got the right personality, he presents him
self well across that counter, and this is the type of market that we all 
have, they serve the meat up across the counter. I think that is impor
tant in the farm market operation. I think the only real problem is his 
selection. Paul talked a little bit about that in his market. He doesn't 
write a good ad; he probably would take issue with that. The only dif
ference with me saying it in front of this group and me saying it in 
front of him is about four days. We have a meeting set up in the next 
couple of days. By his theory the ads that we write would make us go bank
rupt. I believe his theory is wrong; there has to be a point of no return 
of mark-up, especially if you are marking up if your volume is down. His 
volume didn't go up this year, it went down. That has never happened to 
us on any given year or quarter; it has always gone up. It has to go up 
or you are losing ground. 

You know the single largest limiting factor in getting the people 
into our market, and I'm talking about everybody here, is simply conven
ience. We are not a one stop store. Besides that we are not always at 
prime locations, some are and some aren't. If we do get the people in 
our market, when they leave us they still have to go do some shopping. 
They have to go to Krogers or A & P. The trick is to get them into our 
market first and let them finish up over there. For this I really think 
he has got to offer them something. The first thing I look at in any 
market I go into, large or small or however it is operated on the farm, 
off the farm, is why would anyone want to come in here, what would be the 
reason? It can be many things, flowers, apple trees, one-day corn, better 
selection or it can be value. It can be meat; it can be a number of 
things. We don't have the sunshine in the apple trees; we are 12 miles 
from the farm, so we try to work on selection and value. I don't like 
to say price, I would rather say value. If I had control of our meat 
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department today, and I appreciate the chairman's remarks about the prob
lems of selling meat and the profit picture and everything, I would change 
its pricing. 

If I had charge of Shelton's meat department today, my customer's 
would get a better value, I guarantee you. The sales would double; the 
bottom line might not go up right away, but sooner or later it would go 
up. If there is anyone here who is doing a job in meat right now and 
doing it without a butcher, we should hear from them. One problem with 
the panel we've got today, we're all a little bit looking over one another's 
shoulders and we do a lot of the things the same. Paul made a good point 
when he said you can sell a lot of meat without really being in the meat 
business with a butcher and what have you. I'm sure a lot of meat or meat 
related items can be sold without a butcher. I'm talking about everything 
from bacon and bologna to hot dogs, chickens, hams; there is a whole line 
of them. The thing you couldn't do is break down beef halves, put the 
steaks out unless you bought something that was prepackaged and I think 
that might be a little far fetched, I don't know, I'm not a meat man. In 
fact, none of us are. These items I'm talking about can be handled by 
your regular employees; you don't have to have the higher priced butcher. 
If I sound like I'm really down on the meat department, I don't mean to 
put it across that way. I'd hate to go back to operating my market with
out the meat department. I'd just like to see it improved. I'd love to 
do it built around the man I've got now; he is a very good butcher, but I 
just don't think he sees the whole picture. I'd like to ask a question 
and then I'm not going to take many questions so we can wait until Pete 
gets done here. How many people here are in the cheese business? How 
many in meat? This partial meat business that I'm talking about would fit 
right in with the cheese. I don't know if you are cutting your cheese up 
in the back room operation or just laying it out front for sale or what, 
but the same people who take care of the cheese could teke care of the 
cured meat. That is all I've got right now. I'm going to let Pete get 
up here and let him have his say and then if you have some questions. I'll 
be glad to answer them. 

WIARD: 

Mr. Vanstavern said, "Why a meat market at a roadside market or a 
meat department in a roadside market?" I think that was his opening re
mark. That is how we got in it, asking ourselves the same question. It 
was stimulated mostly in our operation by advertising. As Jim or Paul 
once said, we are out in the middle of nowhere. Paul said you can't find 
us when you do know we are there. I feel that advertising in our area 
has become probably one of the biggest rip-offs that there is in the area. 
It probably falls about third in line, probably second behind our electric 
power company and the gas company and insurance £alls in there somewhere 
right in the same category. Our local paper has been bought out by a 
company that is out of Texas. Our own Ypsilanti paper and the Ann Arbor 
paper is something similar to that. They don't know us. Our business has 
been there 125 years and when they call for some reason or another, we 
have to explain how to get out there. So consequently this shows up in 
our newspaper advertising. Our ads don't come out right; stories that we 
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feel are detrimental to our business appear in th_e paper. !'Ill a little 
reluctant to feed the h_and that is- biting me quite frankly. In thinking 
what we could do te> stimulate business, a me.at market came to m,ind. 

Our initial investment in the meat market was done with advertising 
dollars. I think that to she>w what I mean in using a meat market for ad~ 
vertising I could probably best do it with slides, so let's assume that 
you are going to take your wife out to get some steaks and we will start 
and take a trip out there on slides. We are so far out in the country 
I probably won't recognize what I'm looking at. Assuming you arrive by 
air, the slide is to orient you. In the near foreground is a truck garage 
and apple grading room, cold storage, and across the road where the cars 
are is our market. The cider mill is on the left, the four peaks in the 
roof across the front are the produce area and apple area, some other re
lated items and the checkouts. The meat market is the building on the far 
right. Another shot from across the road; the same thing. I guess this 
was taken because we put in a new parking lot here in the foreground for 
the market and we didn't want to take the trees out directly across from 
the market so our customers have a little further to walk as a result. 

When you arrive by car we would hope that the road is like this, con
gested enough so that you can't get in the yard, and maybe we can get you 
to pick some of our apples. Of course, we are depending on mother and the 
kids; dad just left home to get the steaks that he wants and we are hoping 
that mom and the kids are going to get him to go in and pick some apples. 
We want to go out in the orchard as long as we are here and have a little 
fun. We shot them picking some apples. We keep our checkouts portable; 
we have the building on skids and just pick up and move the check out. We 
are pretty much in two locations with our checkouts, but they are portable. 
We are open in the winter, so that it doesn't always look the same when 
you arrive. Arriving from the west, the meat market is the building on the 
right. This is just put in so that you can get a look at the front of the 
meat market. This is arriving from the east. If you arrive in the winter
time, there is a good chance that you will have to take your own cart in
side; the help doesn't like it out there when it is cold. Carts tend to 
get left out. When it is nice and sunny, I've got lots of help bringing 
them back in. 

If you arrive in the warmer months, we hope the front porch looks like 
this. And then we are depending on the kids wanting to get some cider and 
doughnuts after they have picked apples before he gets over to get the meat. 
This shows people going into the cider mill. We have a picnic area where 
they can sit out and drink cider and eat doughnuts. Kids can look in the 
window and watch them make cider while they are waiting to get inside or 
while dad is inside getting the cider and doughnuts. Once they get inside 
to get cider and doughnuts, the service area is to the right. The cider 
mill is in the background and they can watch through the window the making 
of cider. That i,s our weekend manager; I hope he is taking in money. It 
looks like he is pretty concerned about what is going on. Our employee to 
the right of him. there looks kind of like she is wondering what in the 
world he is doing. On the way out after they get cider and doughnuts, we 
like for them to get some popcorn. By this time dad is not so sure that 
he wanted to come after the steaks, but apparently this gal likes the fish 
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and is telling him about the fish_ she caught. Then after they get out of 
there. they can gq back into the yard and drink cider and eat doughnuts. 
Some of the people don't like being fenced in, so they, juat go out and do 
their own thing. The~e. is another group of them. 

Now by this time we feel that dad has probably had the course and he 
is still wanting the steaks that he came after, but this is kind of our 
hope and our feeling of what the meat market is really doing for us. In
cidentally, way in the background, you can see the trucks with signs on 
them. That is how we direct them to the pick-your-own. I like to work 
with signs; they are more dependable and quite a lot less ~pensive than 
people out there telling customers where to go and what we have. The only 
thing is that signs do not make that road more congested. When you have 
somebody out there, everybody wants to talk to him. But before he goes to 
get the steaks, we're hoping that mom will say, "You know I just have to 
get a gallon of milk and a head of lettuce as long as I'm here." So, if 
we can get them in the next door and they grab a shopping cart-~what I'~ 
going to show you here, I'll run through fairly fast, is the traffic pat
tern through our store. They come into the produce area, next they look 
to to their left and they have some spices. Shot of the spice area as you 
get around more into it. There are some flowers in the spice area; we 
seem to move quite a few of those. I guess I'm going to be limited as to 
how fast I can run through this. If they look to the right, they look 
across the store. Our apples are sold in the center of the store. We 
try to keep things below the eye level so they get the feeling that the 
store is fairly open and look across the top of it. But we do fill it up 
pretty much to eye level. Look across toward the cheese. Going down on 
the left side of the store just another shot across the store toward the 
cheese area. Kids can see some of the popcorn and the stuff that goes 
with it as they are looking around. We hope they sample some of it while 
they are in the other room. Going on down the store, honey and maple 
syrup display on the left side. This happens to be a picture of my mother 
and her famous apple pie. We try to put up a few things like that, some 
pictures around, pictured the way it was, a little history. The lady on 
the right is where the cider and dairy cases are fed from the cold storage. 
Through the green curtains leads to the cold storage. There is a shot of 
the cider, then we have a bakery in the back end and we hope that they will 
get the smell of fresh baked goods by the time they get there. We sell 
pies at the back of the store. Headed back toward the front, we have some 
jams and jellies, near the apples. The kids are looking ahead to the fudge 
area. We have several varieties of cheese, display of cheese down through 
there. This slide is prior to the meat market, but I see the pickled 
bologna and that. Our traffic flow really tends to be pretty much the way 
we want it to be. Our meat market is separate in the other building as you 
saw in the picture, but it is connected by an archway and a set of glass 
swinging doors. So they can go on over into the meat market after they 
check out. The doors were put up mainly because of the air conditioning in 
the two markets. Bo th of th.em are. air conditioned, and I guess l don• t 
want to pay for lier le' s and he doesn't want to pay for mine. But it does 
let us keep them at the temperatures we want. A snot of the fresh meat dis-
play. There is a frozen case in his meat market on the right. He sells 
all kinds of frozen fish and shrimp and all those types of things. The 
display case is on the left; there are some windows behind that and you can 
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look through the windows. We've done this in our own market, because 
windows let peo~le see things. We did it in the meat market intentionally 
and I think th.ey. really like this; it is a little tough. on :M;erle, the fel.;.. 
low who runs th.e me.at market bec&use they can always see him in the back 
room and they· like him to cut their steak or thi:s or that. But it is a 
service item and I think it is very important to the. success of the meat 
market that they know he is there and feel that he is cutting their steaks. 
He also does freezer meat for people. You can buy anything from a couple 
of hot dogs to a half of beef; they will cut it and wrap it. We have a 
freezer. The dimensi.ons of the meat market are 60 x 80. He has a good
sized cooler area. He is cutting back on the renting of the lockers, be
cause he got took here a few weeks ago, rented a locker to a fellow and 
didn't even get to sell him the meat. The guy came in and put the meat 
in, came back and took it out, came back two weeks later and wanted to 
know where it was. When Merle got done in court, he had to pay for the 
meat. We have a new system in Michigan now, you are guilty until proven 
innocent. The whole burden was on Merle to prove that he didn't take the 
meat. The fellow didn't have to prove that he did it all, the judge told 
Merle that he thought he got ripped off, but I never could understand the 
terminology in decisions. When the judge is telling you I think you are 
innocent, but you are guilty and we are going to have to give this guy 
some money for his meat. We do have a lot of black power in our area and 
the fellow did happen to be black. I just feel that it is unfortunate, 
because now Merle is saying that he is not going to rent lockers out. He 
has 168 lockers in there and he says he can use the freezer space to better 
advantage. I don't know about that. This is Merle, the fellow who runs 
the meat market. He would probably shoot me if he knew I was showing his 
dirty apron, but when I agreed to talk down here, I just had to get some 
pictures and I didn't have time to tell him to get everything set up. 
More shots of cutting meat. He has gotten to the volume now where the beef 
does come in by the semi-load. He saves a couple of cents a pound by 
having it come right in from the west. It was coming to Detroit and then 
coming back out in smaller trucks. It also works out to his advantage be
cause they bring it in at 6 in the morning and unload it before he opens the 
store. Our hours are basically 9 to 5 at the market. After you get down 
through the meat market, the shot down along behind the counter. 

Finally dad had to get to those steaks that he came after awhile back. 
He gets them up to the checkout and he is probably glad to get out of our 
place, but we hope the whole family has enjoyed it while they have been 
here. 

Well, that is what we hope happens. You may agree or disagree, but I 
think one of the best ways to advertise is to show people what you have. 
What we have attempted to accomplish by adding the meat market, is to get 
the people out there and let them see what we 1ve got. As I've just shown 
you with the slides, we get them pretty well through that whole chain of 
events. I'm the loser in one respect. Merle has his own shopping carts 
for the meat market and we have ours and my wheels are gaing to be run 
off the carts and his are going to be in good shape. It is the way the 
traffic flows, they pick up our shopping carts rather than goi:ng backwards. 
I think it is understandable because they· want to put their meat in the 
car soon after they get it rather tha.n haul it around in the warmer air. 
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We're different than Jim or :eaul either one in that they work on a 
percentage with their meat man. We built th.e building and just leased it 
to the meat man. l've recei:ved a lot of criticism, in doing this, especially 
from our accountant and our attorney·, but my phiJos·ophy· i:.s dHferent and 
that is what makes these things go, we are all doing it differently. I 
said r ... on' t really care what he does· in there as long as he does well. I 
hope that he makes a million dollars because if he does, he is going to 
have customers and I was looking at the advertising aspect of it for us. 
We don't work on any percentage of sales. I think that if you go this 
route, writing leases and stuff and the legal parts of it, you have to be 
very careful. You have to consider everything, get it down on paper so 
that you have a good lease especially if you are committed for a long time. 
There have been some things come up in our store but we have a good relation
ship really. I'm very happy with the meat market; it served us well and 
it has served him well. He started with a very small meat market. My 
wife happened to buy her meat there, but he didn't have room where he was. 
She was going to quit going there to buy her meat because she couldn't ~e 
taken care of and couldn't get in or out readily. The larger facility has 
helped him and he has done well. I would suggest this to any of you if 
you are thinking of getting into this type of thing, go buy meat from your 
meat man wherever he might be and if you don't like the meat you are getting 
don't plan on changing him. Just don't bring that particular meat man in-
to your market. The whole success of our meat market is hinged on the 
butcher, if he doesn't select the right meat and doesn't cut it properly, 
he is going to be a detriment. It could work in reverse. Once you bring 
a meat market right to your business, as far as most customers are con
cerned, it is your baby and if it goes sour, you are going to suffer for 
it. Be sure you know what kind of meat he handles and know something about 
the man's ability. Just don't go hire the first butcher you come to. 

Referring back to the lease, you will want to look at things like, 
what can he sell in his portion of the market? Have that spelled out so 
that you know what you are selling and he knows what he is selling. Uni
formity of hours is essential. When you set them up like Jim and Paul and 
myself have, they may decide they want to stay open when you are closed and 
close when you are open. So be sure that you are going to control the 
hours. Another thing you might want to consider. In our particular case 
the man was operating out of a place not as big as this room, I mean coolers 
and all. Since he has been at our place he has opened two other markets 
right in our area. Of course, I had not counted on this. I guess I was 
asleep at the switch and never considered that the success of the business 
at our place would prompt him to open two other stores within 12 or 14 
miles of us. We at Wiard's stand to lose either way. If the meat is good 
and the people go to these other markets to buy meat, they don't buy our 
apples. If it is bad and the people in the area know that you are con
nected with it, immediately they associate the bad with your market. You 
want to look at all those things. In our particular case and being new at 
it, we just didn't consider it all. 
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VANS TAVERN: 

Well, we've had a look at three operations. They are a little bit 
different, but all have a lot in connnon. It seems to me two or three 
things were very connnon throughout each of these businesses. One was the 
tremendous impact that proper advertising could have not only on the meat 
side of the operation, but the total market. The other that I heard time 
and time again was the very strong emphasis upon the quality of the people 
you had working with you or for you. The other thing that was very strong 
was convenience, making people want to be there. I wonder if before we 
open this to questions to these three folks, if the three or four folks 
that held their hand up saying that they had meat in their roadside markets 
would share the nature of that business. How similar is it to these or 
what are you dong? 

I had my hand up and we have a cheese department and basically a full 
line deli. 

Your question was directed to Mr. Wiard and you want to know his in
vestment. I'm going to presume that you industry is no different than the 
meat industry where there are absolutely no secrets, but do you have any
thing that you care to tell us. 

There are no secrets other than my ignorance. I don't know exactly 
what we did end up with when you get into the equipment and the building. 
I had a total price on the building to start with from a contractor. I 
will digress just a bit and then I will answer your question. We started 
out when my wife couldn't get the meat she wanted. This just prompted me 
to get on with my idea of a meat market. I had been looking at Jim and 
his market over there. I said, well you know, we have an old barn that is 
in the center of that picture that is up against the back and I had had in 
my mind that this was going to be a cheese and meat thing, more smoked 
meats, etc. The meat man's father-in-law shops in our market a couple of 
times a week or did and now he is around even more. 

I contacted Merle and asked him if he would like to move his meat 
market and he said yes. His next statement was that he had already bought 
the property for the new location. So, I had to sell Merle on the idea 
of giving up the property that he had already purchased for his meat mar
ket. One of the things that I did and told him when I was selling him on 
the idea of giving up his location and coming with us, was that we would 
try to build him a building of the type that he wanted and that I would 
try to get it open in August. This is in May that we are talking. In 
our area contractors just don't move that fast. He agreed and, of course, 
I had to try to stick by my word. I hired the contractor to put up the 
building, and May went by and June went by and we weren't getting anywhere 
and I ended up being the superintendent on this thing myself in the con
struction of it. I ended up like the general contractor; I had to get my 
own electrician to come in, my own plumber. I spent practically all my 
time over there building the meat market. For that reason the cost got 
backed out of the original plans and this added in and that taken out, 
equipment got into different categories, etc. Incidentally, I had told 
him that we would open the 15th of August because I wanted to get it open 
in the peach season when we had customers. We did open on the 23rd of 
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A11gust. The total cost was roughly $125,000. Almost everything was new in 
there. That would be a ballpark figure at this time, if that gives you some 
idea. I neglected one thing that I would like to do. Jay, my youngest son, 
manages our market now and I'd like to introduce Jay and his wife Chris. 
Jay runs our market. I think a lot of you know my wife Emily, she is the 
one that runs me. 

You lease that building to him, and that is your only source of income 
from the market? That's right and he has a 15 year lease. He's got a good 
deal. On the other hand, it is good for us. We know what we've got coming 
in for 15 years. I can live with it. The day he got the keys he became 
responsible for everything. I don't do any maintenance on the building; our 
only obligation at this point is the parking lot. I maintain the parking 
lot. But if I were going to do it that way, that is the only way I could 
do it. Taxes, yes, we do have the escalation on taxes, but that is the 
only consideration. He pays all of his own utilities, any repair to the 
building. Of course, I'm gambling in 15 years that I'm going to get the 
building or rewrite the lease or whatever. If it is open at the end of 
15 years we will renegotiate. In the meantime, if he tears the doors off 
the hinges, he puts them back on. I don't have anything to do with it now. 
So far thats rthat part of it I'm happy with. The only thing I have to do 
is get with the township and find out how much the taxes are up on that 
part of it and he pays the taxes. 

Do we share in advertising costs? No, he does his advertising and I 
do mine. Now we do have one big 40 foot billboard on the highway, and we 
each pay a portion of that. I pay two thirds; he pays a third every month 
on that; it is leased from an advertising company. We had intended to do 
combined advertising, but being honest, his wife has a little bit of a 
hangup about advertising with us. They like the independence of running 
their own market and she is finding that a little bit hard because people 
think that we own the meat business. My theory is if they do a good job 
and keep those customers coming back, they will know that it is their 
business and she should not worry about that, but it does bother her a 
little bit. So, for that reason we do not advertise together. When we 
opened the market, I went to the contractors and did some combined adver
tising in the way of a grand opening program. We ended up with 23 or 24 
hundred dollar grand opening program for them at no cost to them. I ar
ranged it and got it with a contractor. The contractors were happy with 
it, because they did it in a story form and the contractors got their 
money's worth in advertising. They put it all together in story form 
about the new meat market and the neighbors at Wiard's Orchards. I came 
up about $400 short which I kicked in. It was a good kickoff advertising 
program and we did that combined. After that I found that it became a 
little harder and we have just dropped it. They do their advertising and 
I do mine. I'm not using some of the newspapers in our area and I've al
ready said how I feel about the newspaper ads. I think they are a rip
off at this point in our area, so we have mailing lists and some of the 
other things we do. I don't feel that we are not carrying our part of 
the load in advertising, we are just doing it in different ways. 

Who owns the display cases? He dwns the display cases. We felt that 
was the only way it could be. 
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Paul has a couple insights that he didn't share with us; we are going 
to ask him to do that now, and then we will continue with the questions. 

When I sat down, my wife reminded me of a couple of things that she 
wanted me to tell you. We just got married New Years and she is already 
telling me what to do and how to do it, etc. Kind of interesting. I see 
Pete Wiard has the same situation. His wife didn't have a place to park 
at the meat market so he moved it over right next to her house. I'm glad 
to see that I'm not the only one in that situation. The point my wife 
Debbie, I'd like to have my wife stand, but she probably doesn't want to 
after my previous remark. What she wanted me to tell you was that on this 
particular ad Farmer and Fred Ad. It was kind of a strange sort of an ad. 
We took in 3,201 coupons. Now this ad I would also like to remark is prob
ably the least produce oriented ad that I've ever written. It was written 
the first week of December which is probably a slow week just preceding 
the Christmas rush. We got the word out about all these values we had for 
Christmas type things and it made a good week out of a week that would be 
questionable. Along this same area pertaining back to the meat market, I 
did bring the scrapbook containing all of our ads; we keep a scrapbook of 
every ad, newspaper, radio or whatever. Also, a list of the coupons is in 
here, how many coupons we took back on each item and so forth are kept in 
this record. Now I wanted to refer just to a couple of things here to show 
you what we did with meat when the meat that we had was in our own depart
ment prior to the addition of the meat as a separate department under sep
arate management. I think I will just turn to some special things. On St. 
Patrick's Day, this is in March 1977 before the meat man came with us in 
June of '77, we ran corn beef rounds for 99¢ a pound, corn beef briskets 
89¢ a pound, and fresh cabbage 27¢ a pound. Usually we run it at 8 or 9 
cents a pound, but this particular year if you remember, it was extremely 
high. Twenty-seven cents a pound was better than 8¢ ordinarily would be. 
Now, this is for St. Patrick's Day with the fruit market about all you have 
to run is cabbage and cabbage without the meat is missing something. Having 
that tie-in gives us a real good promotion in March, which otherwise wouldn't 
be much of a month for us. We ran that a couple of weeks. Now, the meat 
man and I do try to get together on those type of things and feature them 
that way now too. I see here for Easter our ad reads "Corn King Meat Franks 
59¢ a Pound." You can tell this is a year ago too. Hog dog buns three for 
a dollar; we have a tie-in promotion there. Savory bacon 79¢ a pound. Then 
I wanted to point out the Corn King Canned Hams. Now, I wasn't doing fresh 
hams and so forth before our meat market, but we did have the canned hams, 
three pounds for $4.69. These meat items do tie in real well for promoting 
a particular seasonal thing, holiday things and so forth. 

What percentage of our gross is in advertising? I think we will run 
this year less than 1%. It used to be higher than that, but as our gross 
has gone up and up, actually as we have more people flowing to us naturally, 
we're almost spending less total dollars on advertising. It is an inter
esting point too; my personal, this would be overly simplified but I think 
my personal advertising costs wend down by a third when I brought the meat 
market into the store. Because we kept our weekly ad basically the same 
size and gave the meat man a third of the ad, which gives us a better ad 
because he's got better items on that third of the space than I would have 
had and he pays for that third. I'm actually paying less. Automatically 
my advertising costs went down seven or eight thousand dollars, which I 
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consider being put back in my pocket, like that. This is one advantage of 
this thing which I really hadn't spent too much time on. 

The question was about how to cut fresh meats sold. Well, we make 
it our business not to know that. That it is very nice for us in this 
situation that a mea.t man takes care of that and they would have to answer 
those questions. I don't know; I don't want to know how to trim T-bones. 
The last thing I want to do is to be a meat cutter. Now I can answer on 
these pre-packaged things as Jim pointed out also, to just add that as a 
line in your market. You can run it cheaper than a butcher shop can because 
they have high priced people and you can have one of your minimum wage 
people just dump bacon and hot dogs and so forth on the display and offer 
it at a very favorable price. 

On coupons we usually use them to reduce costs. We feel that if we 
want to run an item red hot, we can run it cheaper on coupons than we can 
straightout because a lot of people buy that item that same week without 
the coupons which is going to bring you back some revenue on that product. 
The other thing that I have a little more unique possibly than the other 
two gentlemen is that I'm located right on the highway. My mainstay I'm 
sure is the local trade, year-round, but I do have a good highway trade 
particularly in the summer and it would be foolish to give those items 
away to the people going down the highway, because they are stopping by 
for other reasons. For them, it is an outing, a kind of an adventure, 
and they. are going to pick up peaches within reason no matter what the 
price is. So, I might run something off in a coupon in the paper which 
would appeal to the local people that I wouldn't necessarily have to give 
away to the highway trade. I kind of use the coupon to go both ways with. 

Paul, thank you. That question relative to markup, we have an au
throity in the audience, Professor Ed Watkins, Food Distribution for Ohio 
State, who works in this area a great deal. Ed, if you don't mind, let 
me ask you to respond to that question about fresh meat versus processed 
meat markups. 

The high margins in the meat department are on your specialty items, 
the sausages, weiners, bacon, except for those items you guys are giving 
away on promotion, of course. You can pick up probably 25% gross or more 
on these kinds of items, processed products, sausages, weiners, bacon. 
Fresh meats, to the amazement and dismay of many people, carry a rather 
low margin as some of you will find out when you get to testing the waters. 
Typically you will give too much money away by promoting chucks or ham
burgers or chicken or something else and I would guess if we look at your 
competition in the supermarkets they are probably lucky if they are gross
ing 18% on fresh meat. 

Those kind of figures are sure in the ballpark. The total meat dis
tribution industry depends upon the processed meats for their pr<tifits, not 
fresh meat. Not that fresh meat can't make money, but generally it is the 
kind that they give away through the specials and things of this sort that 
makes it work. So that when the figures come out, the fresh meat will not 
be the profit part of the business. Now this is kind of a special thing, 
we are talking about the total industry. What you are talking about is 
people wanting to come here and buy meat for some reason, either because 
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of the image that they get from coming to the farm market to buy it, be
cause it is better that way, or because they see it cut. Service was in
dicated time and time again by these folks. So there might be another 
reason for them wanting to come there and there might be another reason 
for you being able to charge more than the competition charges for some 
of the fresh meat, but in a competitive environment where people make 
their choices competitively, that probably isn't so. I'd like to ask Jim 
a question since he perhaps looked at this meat in the farm market a little 
more hesitantly perhaps than did Paul or Pete. So Jim, let me ask you and 
I think you indicated that folks that are getting into this for the per
haps first time would be advised to use that cheese case and throw in some 
processed meat items and see how it goes for a while before they really 
branch out into a full scale meat market such as has been discussed by 
each of you. 

I think that would depend on the operation. I'm not opposed to meat. 
I've just got to work out a problem between me and my meat man. That's 
the easy way and if my problem got too big, I'd go back to the old system 
in a hurry. But I don't want to go that way. A couple of other things I 
want to touch on. I learned something this morning; see, I told you I 
wasn't a meat man. Talk about investment. My meat man says I've got a 
$25,000 investment when he came into my market. Well, the difference be
tween me and the Wiards and Farmer Friday is that I built our meat market 
in our existing building; he didn't know he was sitting in a quarter of a 
million dollar ship already. We built it in a corner of the store. He 
drove all the nails and did all of the work. I bought the supplies and 
materials. I got in real cheap. I admit that. I got my investment back 
the first year by his figures and made a profit in one year. But he for
gets that he is setting on this 300 foot lot with a quarter of a million 
dollar investment out front, and we've got cash registers and we've got 
driveways to maintain and wells and taxes and you name it--the whole works. 
He still remembers the figure that it cost me to get the used equipment; 
we went with used equipment. We got good equipment, but used equipment, 
most of it. Within a year I bought him new scales. I'll get him anything 
he wants as long as he rings the register. I'll give him more room; I 
just added on 15,000 square foot just north of my market. I'll have 50 
feet between the new addition and the meat department because we are going 
to need it someday with or without him for more meat department room. I 
think Paul indicated that probably meat is one third of his sales. In 
our retail meat is 20 percent of our sales. That is the reason I'm un
happy; it should be a third. Ed talked about margins. I don't know any
thing about the meat department because I'm not a meat man, but I have a 
butcher back there that stuck a little piece of paper under my nose that 
said they ran a cutting test. You know what cutting tests are--they take 
half of a beef and they cut that feller down and they make steaks and they 
make sausage and they make hamburger and whatever, then they go out and 
they look at their retail price and figure what it cost them and what they 
are getting for it. His cutting test was 37% and he marked up four items a 
dollar a pound. That is the reason we've got to talk. Ed is talking 18 
or 20% and I'm talking 37% in our store. And I want a volume increase in 
my meat business. 
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We have a deli. I'm in Lima, Ohio. And right down the road Kroger 
just built one of the biggest super stores in the United States. We're 
right on the main drag. I'm just wondering when you had deli items did 
you go around and look and see what Kroger charged because they are out 
of s~ght on a lot of their stuff. We do a lot of advertising in the paper 
in Lima. 

We have never really sold deli meats, we sold packaged meats. I 
wasn't as much into meat as Paul was. Are you telling me that Kroger is 
way out or that their price is high, is that what you are saying? Well, 
what you will find at the grocery stores, and I'm sure of this, is that 
their meat down the case price is high, but they know how to feature a 
couple of items every week, or maybe four or five items. They don't give 
a lot of play to meat and there is only one reason they do it when they 
do, because it brings people. The single biggest factor to Mrs. Housewife 
when she reads that ad is meat. I'll bet that. If you are going to shop 
two stores in one week, one of them is going to be because of the meat ad. 
I think you are right and that their deli items have terrific markup on 
them. How did we price the deli items? I didn't have much in deli items. 
Paul really didn't have much deli items either, he just sold the packaged 
meats. I never tried the middle road, but I like the idea of having a 
full line meat department in our operation because we are commercial. I 
might as well say so, even though I've got a couple hundred acres of fruit 
out there. I still am a commercial market. We just don't have the canned 
good lines. This upsets the stores no end. If we think meat is marked up 
modestly, look at the canned goods. We took their mark up items away from 
them with produce, dairy, and meat. Pete, you had some comment on this 
pricing. 

Yes, I would comment on what Ed just said. Our meat man since he has 
been there has tried to push deli and he is now out of it. Just to verify 
what you are saying about the markup and margins, I think it is again very 
important that you select the good butcher and know that you have got the 
right guy before you go with it. It is a lot easier to command a high 
margin or a high markup if you have a good product. If he's got the good 
beef, it will add to your market if you stay with the produce and he goes 
with the meat. It will help you in that respect. It will also make it 
where he can command a price so that he gets a profit so that he is happy 
and the whole thing snowballs. In our instance, there are some high flyer 
boys out of Detroit that came out and Merle had a good business in this 
little place where he was and so it is built in, and they found out about 
it and moved in shortly after he moved out of the place and they couldn't 
make a go of it. They have eight markets in the Detroit area and they 
were just going to come right in where he moved out of, and of course, he 
moved up on the gravel road with us so he was lost. They were just going 
to take over and run it, but they didn't last very long. They are out; 
there is another fellow in there now. This is three miles from us; the 
fellow who is in there now will probably stay; I don't know. He is doing 
what I guess I would call an honest business. He is a good hard-working 
guy, not going to set the world on fire, but I think he will stay there. 
I can't say for sure, but the High Flyers out of Detroit that were going 
to work and advertise and give everybody a free side of pork if they 
bought a dozen steaks are gone already. 



-316-

I don't know for sure, but I know that Merle uses real high quality. 
I'll tell you this about Merle while Jim is coming up here. I guess it is 
like grading apples. They can have a US #1 mark, but there is a wide range 
of US #1 apples. I know that when Merle sends beef back to Detroit after 
they've trucked it to Ypsilanti, it gets their attention. Now that he is 
buying by the semi-load, it comes in out of Chicago rather than Detroit, so 
he saves a little money there. If he sends it on into Detroit, they aren't 
too happy. When he started buying in the semi-loads and then he has to 
fill in, he was having a little problem getting it out of Detroit, because 
they weren't looking ahead to him--you know what I mean. They weren't 
saying, "All right, that is going to go to Ypsilanti." I understand that 
here aW'hile back Merle actually started going down to Detroit with his own 
truck. He buys through Swift. He uses Pro-ten beef and whether it is a 
grade of choice or prime, I don't really know. He trims it out well. When 
you buy steaks in the meat market at our place, you don't buy a lot of tail 
on the steak. But he gets a good price for it. 

Our meat man uses choice, and he is not bashful. He'll turn one down 
at the door if he doesn't like the looks of it. He is very good with 
products and uses all grain-fed beef, no western beef. 

Our meat or rather Fred's meat is all USDA Choice. He puts that in the 
ad each week, otherwise I wouldn't know. On this business of choosing the 
right meat man, I bragged about the man I've got. Then these guys have 
told you about some problems that they have with their men. I had four po
tential candidates for meat man before I found the guy that I've got. He 
was right off my doorstep; like I said, we've been competitors in a very 
small town for a number of years. He never liked my milk prices, I know 
that. I know one time accidentally he was sent my invoice for the milk 
from the same milk company, and I was buying it much cheaper than he was. 
The milk man came down and he said, "How did Fred get hold of your invoice?" 
I told them I didn't know, and there were only two other people besides my
self that had anything to do with the bills and I talked to them and there 
was no way we were responsible. So, I got kind of chesty and looked him 
straight in the eye and got to thinking that Fred's Meat Market and Farmer 
Friday's must lay side by side in the file up at the dairy. I sai·d I bet 
you sent him my invoice and I'm mad about it. So we're right under each 
other's nose, but, in the meantime, I had several meat men that I had 
talked ·to. One man wanted to work for me for $300 a week and try it for 
a year and then if that worked out, he would take it over. Okay, fine. 
He worked for me for about three or four weeks and that was long enough. 
I'm glad it happened that way. 

We've done a heck of a lot of things wrong. Evidentally we've done some 
things right. We have grown and we are still there. The first thing he 
wanted to do was fire everybody there, some 30 people, except one girl since 
nobody was any good, including myself. It was very fortunate that I didn't 
just start right out and lease it to this particular man. The incident 
when he quit. We had a snow storm about like we are experiencing up there 
right now. About three people showed up out of possibly 15 to work that 
day. They called him up front three times to carry out groceries. There 
were no stock boys. He threw up his hands and said, "This is stock boy 
work not my job and quit." This was very, very good for me that I can ._, 
stand here today and brag about the man that I've got, because fortunately 
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I didn't end up with this particular person who as these gentlemen have 
said, was a very fine meat man. But he doesn't know how to get along with 
people. It takes the whole shot. 

Have sales become more constant from month to month? Yes, I think one 
of the main reasons for this is the leveling out of the peaks and troughs. 
What has been the net result is that area over the year? Each year we level 
off more through I suppose doing a better job in our own store as well as 
having the meat. I'm at the point now where my poorest months are November, 
January and February. These have about half the total volume of my best 
months which are May, June and July. What is not bad. That is not too 
bad for a seasonally oriented business where an extremely good day would 
be several thousand dollars and a poor day would be a couple of hundred 
dollars. We've leveled this thing out to where sales are about half in 
the off months what they are in the very best months. "nle other months, 
of course, being somewhere inbetween. 

WIARD: I would comment real quickly on it. Jay has helped me tre
mendously. I was spread way too thin before so that it has helped our 
market just having Jay as a good merchandiser in his old man's eyes; that 
helped. There is one other thing. When you team up with someone like a 
meat market, you have an obligation. We brought the meat market in there 
saying it was going to help both of us and now you are obligated to do a 
better job in your market. That is why I say that Jay has really helped me. 
You used to say, great we are going to get a break. Now you've got some
body else over there; you've got to be a little bit concerned for his wel
fare. He is trying to help you, so in return you are going to have to get 
on the ball. I think this has more of a leveling out effect because of 
the seasonal nature of our fruit business; it is obvious that we are going 
to do a lot more in September and October. The rest of the year, rather 
than relax and just take it a little easy, I can still do it, but Jay can't. 

It isn't going to be quite parallel because people are going to eat 
bread, milk and eggs and meat year around. You know they have to have those 
things year round, so they will come out and get them. The same with the 
meat, people eat meat the year round. Sure, he has a customer who comes in 
and buys a quarter of beef and he doesn't see him for a while, but they 
still have to have those everyday meats. They can't eat out of that 
freezer all the time. But the majority of his customers are not freezer 
meat people, so they are coming all the time to get their meat. Due to 
our business being next to him, it is going to reflect on his business. 
He is going to do a lot more in October than he does in March. His vari
ations won't be as radical as ours. 

I'd like to answer that too. Knowing where you are located and I would 
say Bill's location would be a little bit more like mine than it would be 
like yours. Wouldn't you say, Pete? You don't have to bring them so far 
out down that road of his I'm always talking about. He does it, and I'm 
proud of him. Our meat volume would be much more steady than I told you 
our produce would be. He's averaging about $15,000 a week, maybe a little 
more. A good week, a very good week would be maybe $17,000 or $18,000; a 
poor week would be $13,000 or $14,000. And the poor weeks, of course, come 
in the poor months. Meat sales are quite a bit more stable that way than 
we are. Obviously, as you pointed out, I hadn't thought about that, I see 
what you are reaching for. It does definitely help to steady our business. 
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One thing I would observe. The survey work that we have done about 
where people buy their meat and why, indicates that meat shoppers are very 
loyal shoppers. If they find a place that is doing what they want to have 
done, they buy it there. They respond some to price, but by and large 
they will go back to the same place for the reasons whatever they might be. 

Jim would you respond to that? My answer to the.leveling off would 
have to be somewhat the same. If we did not do that meat market some good 
in May and June when we are really popping, there is something wrong with 
our operation. So sure he is going to do more meat business in May and 
June because he is living off of our heavy traffic. Other than that meat 
is probably one of the steadiest items year round that we've got in our 
operation. It sells just about the same each month. There are some other 
items we could talk about that sell better in the winter. Bird food, dog 
food, maybe you don't like the idea of having bird food and dog food, but 
boy it sure makes the register ring, that is a winter item. You sell 
twice as much qog food in the winter as you do in the summer. I don't 
know why; I guess they eat more in the winter. Bird food advertised at 
the right time like today with blizzard weather, and you'll sell a ton of 
it in no time; it really goes out. So those are the type of items we are 
looking for. All this talking about selling other items and leveling 
things out, let's don't forget produce. Some people like produce in the 
wintertime too. 

Jim promotes bird seed, but he should promote mouse traps too. He 
got me in this bird seed thing and I just put out $144 for mouse traps 
recently. Mice like it too. I'm not knocking the bird seed, because it 
does do a good job, but you've got to be careful. I'll tell you the bird 
seed and the suet go pretty well tog~ther, they complement each other. 

How often do you check the register and how often are errors made? 
You report to him at the end of the week what his sales were. That is 
probably the thorniest area you will get into. We've had very, very little 
trouble. Our meat man has caught the register actually rung wrong one time 
in three years. That doesn't mean it doesn't happen; it is bound to hap
pen. Usually in the meat department's defense, if it happens it hurts him. 
What they do is they color code all their meat items in red and now they 
are doing one different. They have a register back in their department; 
they are checking up on us. They ring it up on their register and they 
put a tape on the package of meat. When it comes up to our register, the 
tape comes off and goes into a bag and we ring the register again. If 
there is much difference at the end of the day, they are going to be un
happy. There are going to be mistakes; there is no getting around it. 
But as long as they are purely mistakes, and they go both ways, no one 
can get hurt real bad. 

We handle all the money; we do all the checking out; we settle with 
them every Monday morning. We know exactly what they do. I say exactly. 
My wife is shaking her finger at me. They have a little bit of wholesale; 
a little bit of backdoor business and you want that spelled out. A lit
tle bit is a little bit, but you have to be careful what goes out the back 
door because it is your back door. This is Betty, bookkeeper and boss. 
She told me if I knocked out any more walls in our market--we do that al
most every year, we built a brand new market four years ago and three 
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months later we knocked the front wall out--that she was going to turn 
the books over to someone else. This year we didn't knock out any walls; 
we just built a new building. 

Question regarding the percentage of freezer vs. fresh counter meat. 
Do you all have freezer beef? 

WIARD: I would connnent on it. Merle was very heavy on the freezer 
beef before he came to our place. Due to his facility, that let him work 
all night long in processing freezer beef. I'm sure it is a lot smaller 
percentage of his business today than it was prior to his coming to our 
place. He has been at our place two years last August. The freezer beef 
I think is good; it is nice that he has the full line facility because he 
can advertise that way, full line facility. I do know that it puts a 
burden on him, especially if they have a beef sale. This past fall, they 
were running 24 hours a day in the meat market. He and his wife were try
ing to manage it; he was supposed to work from 6 at night until 6 in the 
morning and she was supposed to work from 6 in the morning until 6 at 
night. That doesn't leave a whole lot of time for other activities. I 
didn't like it because I feel that you can only do that for a short dura
tion. We've all done that in the produce business and the apple business 
and it is okay for a short time, but what I found was happening over there 
was she would come to work at 6 in the morning, but at about 10 instead of 
6 Merle would say I have to go home and get some sleep. By 4 he is already 
worrying about what is going on and he isn't due back until 6, but he is 
back at 4 because he is concerned. With the volume of business that they 
were doing out of the store, plus some freezer orders, they had a crew of 
people over there that I couldn't believe. 

I think there are going to be a lot of people who sooner or later 
are going to be your competition, wanting to start a meat market specializ
ing in freezer beef. We are getting inquiries about that constantly. 

I'm glad Jim is doing good with it. I would be reluctant to try it. 
If I did I would want to keep it small. Now maybe that sounds foolish, 
but I think I would tend to watch that I didn't get too dependent on that 
particular item. It might be a good add on, but I wouldn't get too de
pendent on having it. I think maybe you can get out of your own field. 
Allied Supermarkets, maybe you're all familiar with Allied, one of the 
biggest in the midwest just went broke. I'm sure this didn't break them, 
but a year ago they decided they would fool the public and put a farm 
market in Ypsilanti. Of course, they took a supermarket that had been 
closed for a couple of months and put a produce market right in our back
yard. It was some concern to us for sure. We decided that we had better 
do what we were doing and just make sure we were doing it well. Our first 
thought was what do we have to change to combat this. One of the things 
they did was bring in truckloads of frozen beef. They were going to be a 
produce market and also bring in truckloads of frozen beef, do it in a big 
way. They spent a lot on advertising. Again my friends at the local news
paper gave them more free publicity in the first week than they've given 
me in as long as I can remember; front page pictures, third page stories; 
just really did it up right for them. They had 3,222 watermelons on dis
play the first day; that is the one figure that I remember. I guess a 
week later the juice was knee deep in the store. They tried it for about 
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two months, and they closed it. They ran it as Big Ben's Farm Market, 
totally didn't want anyone to know that it was an Allied store. I think 
they just got out of their own ball park. I picture this· could happen with 
meat; I would rather have a meat man there. I'm not saying that I would 
not do it at all, Bill, but I would be real careful and keep my eye on it 
so that it didn't get too far off base. 

What do people say they want in beef? Most consumers when you ask 
them what they want in beef would specify leanness, tenderness, juiceness, 
freshness, that doesn't blackball any breeds, I don't suppose. 

This question of frozen meat occurred to me as I was thinking about 
our discussion--how nice that would be if that did work. I think Ed's com
ment is well taken, that we have no evidence of any large scale operations 
being successful with selling frozen meat at retail. The thing that I call 
to your attention is that frozen meat can start out being a pretty desirable 
kind of a product, but through mishandling with changes of temperatures that 
occur inadvertently or perhaps just by poor planning, that high quality 
product can turn pretty soon, into something that is not a desirable prod
uct. If you are dealing in fresh meat, you can tell that. You can smell 
it; you can see it. But in frozen meat, it can have been mistreated and 
then refrozen and it really isn't known until the consumer takes it home 
and eats it; that is when she doesn't come back. There are some dangers 
inherent in working with frozen meat. 

VANSTAVERN: 

Well, it has been a delightful panel and I hate to bring it to a close. 
I know there are many, many other areas you would like to get into, but 
they are starting to get tough now, so we will call this to a close and 
thank our panel members for their participation. 



TRACK III--BEDDING PLANT AND NURSERY STOCK SALES 

Chairman: Bill Haynes 
County Agricultural Agent 

Warren County, Ohio 

I have to concede that I am not extremely familiar with the operation 
that our next speaker is associated with, but from some of the statistics 
that I've heard about it, I'm sure it is quite an impressive setup. Their 
strong suit I believe is vegetable produce production where they have 
about 1,400 acres in production currently, and 22 acres under glass mostly 
for plants. They have a commercial retail garden center and greenhouse 
in Toledo that Bill is most closely associated with. All the bedding 
plants are grown in the greenhouses. Mr. Bettinger is a director of the 
Ohio Florist Association and also of Bedding Plants, Inc., which is an 
international organization that I'm sure many of you are acquainted with. 
We will let him make his presentation this morning and hopefully we will 
have some time for questions. I present to you now Mr. Bill Bettinger. 

HOW BEDDING PLANTS CAN LENGTHEN YOUR 
SALES SEASON AND INCREASE PROFITS 

Bill Bettinger 
Bettinger's Greenhouse 

Toledo, Ohio 

Thank you Bill. It is very nice to be here. It is very nice to be 
anywhere that I don't have to look at the greenhouse and wonder if the 
vents are open or if glass is out or if the boiler is on high fire when it 
should be on low. This far away you just forget it and get a good night's 
sleep. It was like a little R and R last night, totally away from the 
alarm system and everything that goes with the greenhouse operation this 
time of the year. Could we have the lights off? Anyone who was at the 
banquet last night will appreciate the fact that I do look a lot better in 
the dark and sound better. 

What this is all about, what the program is going to be about this 
morning is extending the season on bedding plant sales to some who pos
sibly have no season at all; you haven't even gotten involved in them yet. 
It might be an avenue for more sales; it might start your season a little 
earlier. There is a preconceived notion that there is a mythical cut-off 
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date about Memorial Day after which bedding plants are not sold anymore 
and we want to disprove that today. But first we are going to cover about 
ten steps, basically of do's and don'ts, if y-0u are going to get into the 
business. These are some hopefully imaginative and positive ideas that 
you can utilize in this business. Just to show you that at our particular 
operation some of the employees wanted to be photographed and the only 
way I could do it justifiably is have her hold some of the material. As 
Bill mentioned I am with BPI, Bedding Plants, Inc., which is an organiza
tion of growers. We have membership all over the world now--Australia, 
England, and Japan--just about all over. The idea was that bedding plants 
up until probably eight or ten years ago resembled an illegitimate child 
in the college of agriculture. It kind of snuck in there; it wasn't a 
forest crop, and it wasn't claimed by the vegetable people too much. I 
think we are still in a little bit of middle ground, but we've gotten to 
a size of a 600-pound gorilla; we kind of go pretty much where we want to 
go now. Bill Brooks in the back I think, will attest to the fact that 
he stuck with a lot of us dirt farmers when we were trying to build green
houses out of nothing and grow plants that no one recognized. We've come 
a long way. This is the whole idea of bedding plants, to make money. I 
doubt that too many of us are on Howard Hughes' heir list, and the only 
way we are going to survive is make a little money. The idea of bedding 
plants in spring sales or anytime is kind of like sales of natural artist 
supplies. In other words, you are selling color. You're selling an at
tractive complement to someone's business or home. 

This is a basket, a rather large basket, out near Buffalo, Michigan. 
But this idea in front of a possibly, hopefully, typical retail outlet 
can help sales. Not only does he sell the product in the display you see 
behind, but also he uses the product in the foreground for beauty along 
the street. I think this is extremely important that the product look 
good if you are going to use it to enhance your area. We talked some of 
signs and in several slides there were signs with a flower bed below that 
looked tacky; like a herbicide control, test plot. If you are going to 
put a flower bed in, then maintain the thing. It is rather important. 
Check for need of water. You have to realize that these plants, some of 
these plants have grown for six months or possibly longer depending on the 
species or variety in a greenhouse somewhere in the country. You get them 
in and in two days you can totally destroy someone's months of work. 
Usually the trick is just to water. 

There are usually enough nutrients in the soil at the time of shipping 
from the greenhouse that it will take care of itself for a week or more, 
but it does need watering especially in May with the high winds and warm 
temperatures. .so watering is extremely important and not that difficult. 
I would think that anybody getting involved in this could talk to their · 
grower or if you are going to grow your own, you will learn proper water
ing real quick or perish. I have my sister up here; she came along this 
time, and she'll vouch for the fact that in our retail store this is 90% 
of our problem; there is either too much or not enough. Ninety percent 
of the time I believe it is not enough; they get too dry. There is a 
little code that says, plants are not forgiving. It doesn't matter if it 
is bedding plants or foliage plants or vegetable plants, you let them too 
dry and they just may not come back out of it. They will let you know what 
you did to them for a long time. So the trick is to maintain a little 
watering. 
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Everyone in here I believe is not in the chain business. No one is 
in the chain business, so you are going to deal in person to person, eye
ball to eyeball contact on merchandising this product. You are going to 
try to sell at a good price, probably a little bit higher than the garden 
center chains will and to dictate and justify that cost or price. You are 
going to give them service and quality. This is going to be part of the 
program. This was watered recently, and as you can see those in the 
front row, it was a little bit too late. It was like a Monday morning 
quarterback; it is too late in the game, these plants are gone. The best 
thing you should have done is throw them in a compactor or in a hopper 
somewhere; you should have just totally gotten rid of them. These have 
no sales potential anymore; they are probably dead except for a few cab
bage plants that are extremely durable. Another thing with watering that 
if you decide to get into the plant business and you are going to use a 
hose, don't let the hose lie on the ground or in the mud and let people 
step on it and drive over it. That hose is a source of nourishment for 
the plant. It also can be a source of inoculation of disease, especially 
those diseases that are found on the ground. By leaving the hose on the 
ground, you can pick up let's say, Botritis or some of the ground molds 
or fungi. You pick these diseases up and you then water the plant, there 
is a good chance that you can be inoculating the plants right in front of 
you with this disease. Hang the thing up; keep the hose off the ground 
at all times. If it does fall, let the water run and kind of rinse it 
off; it saves a lot of problems. If you are going to get hoses and if you 
are going to handle plants, keep the hoses on hose reels or kick them out 
of the way. 

This is a staged shot, but this can happen. You get people who have 
some walking disability possibly elderly people or children who are not 
too stable. You usually have the possibility of having enough walk space 
to begin with and the last thing you need is these huge hoses snaked around 
on the floor. This is an extreme problem and an excellent liability situa
tion lying here, physically and figuratively. 

Display in a protected area. This I think we should kind of lean on. 
There is nothing like having several thousand dollars worth of plant 
material outside thinking that an old parachute is going to protect you 
because it has been good weather for the last four years, and then you get 
a July storm that blows utility lines apart. I would say that it would 
probably take a week or ten days for any of this plant material, if it 
survives and isn't totally blown apart, to come back and have any saleable 
value. That is a little bit too long, number one. Number two, the plants 
are very unappetizing, and the display looks like a gypsy operation. 

I think the best way to sell bedding plants if you have the opportunity 
or the options open to you, is to put up a small greenhouse. That may 
sound a little off the way, but Don Green, who was the speaker yesterday, 
to my knowledge still has a greenhouse on his property. It is a small 
one; I believe he built it himself. You don't have to build a large three
acre structure, just have a greenhouse, just something to say, hey we can 
grow the plants here, we have a greenhouse. As growers, we have a little 
bit of expertise in plants; it is a little edge that maybe the seasonal 
operations, carryouts, the chains and others do not have. Just a small 
greenhouse, preferably out cf glass or fiberglas so that it does- resemble a 
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greenhouse. The quonsets are ever-popular, but are still not characterized 
as greenhouses by the public. So just a small one; it protects this· kind 
of situation and it also gives you a space to maybe buy a little bit bet
ter, a little more volume per purchase, a little bit better price break. 
This is inside the operation we have in Toledo. The roof is green and 
white fiberglas and it looks like a huge peppermint stick from the distance. 
There was an interesting point brought up last night, or not brought up 
last night at the sign session in here, that the people in the country 
have problems with signs being seen, zoning, right-of-ways, and so forth. 
In the city the situation is the same, only you have yet another ordinance 
from the city itself and its sign laws. The city is like the trees, you 
can't see the trees for the woods because there is just so much going on. 
In Toledo where we are, we have thoroughfares and stop signs and stop 
lights and heavy traffic. You have all the chain stores advertising up 
and down the street. You can have a great sign and people will go up and 
down for years and not really pay attention to it. There is another prob
lem being in the city. And then also in Toledo any signs that you put up 
have to have a license, they have to be installed by a licensed installer, 
then you pay an annual licensing fee, and supposedly an inspection fee. 
This also tends to be a nuisance. 

We built this green and white structure with a green and white roof 
and you can see the thing for blocks away. It does the job; it is like a 
large billboard. The one house is 300 feet long, but not all of it is re
tail. I might add that the Toledo operation is primarily production with 
a small corner designed to be a retail. 

There are three houses, but you can see the idea. We are pretty much 
protected in here. We have side vents that let the fresh air in and ex
haust fans. I would think that of the different structures we have built, 
and we've gone through just about everything from double-poly to glass to 
white glass to fiberglas, this seems to be about the best structure so far 
in our estimation. It is great to grow bedding plants on the ground, 
which is the most logical and easy and labor free method, but when it comes 
to merchandising or selling these little rascals, it is just awkward from 
two aspects. Number one, it is extremely awkward for the customer. She's 
going to come in and she has to bend over, root around, try to find the 
plant they want, they are going to destroy whatever saleable containers 
are in there. They are going right through them like a pile of socks on 
sale. That's awkward and very uncomfortable for the customer, and she's 
blocking up quite a bit of an area. It is just not that efficient a 
traffic flow. On the other hand, when you have your own personnel going 
in there and try to maintain that area at the end of the day or whenever, 
and put the packs back together and all this that goes with it, this is 
another problem. It is very labor consuming. At the greenhouse for a 
couple of years early in about '67, '68, we experimented with different 
heights of tables. We would watch the reaction of people; we would raise 
the tables. We had several different heights of tables that we worked with. 
These are old bean hamplers on top of which is a two by four nailed together 
in a t-form; we're at about 29 to 30 inches high. We found this to be 
about the best height for bedding plants and geraniums and anything else, 
even vegetable plants because it is comfortable. You don't want it too 
high or the customer looks in and sees debris, you know the first leaves 
are falling off and possibly a little algae on some of the older plants 
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at the soil line. But it still allows them comfortable height for most 
of the people and it makes it very easy for your own personnel to restock, 
inventory, straighten up, water, whatever has to be done. 

What are you going to put these flats on? I've seen people use lad
ders; they use 2' x 4' 's; they use an assortment of material. All of 
which may or may not work. We decided that we needed something that was 
going to be adaptable, convertible, something that we could tear down, 
move and change. If anybody is in any part of the country that has ever 
had any greenhouses around, there are probably some hot beds, the old type 
hot beds. This particular white thing that they are setting on are sash 
frames or hot bed frames. They had glass in them at one time; they are 
usually around six foot long, and they come in variable sizes from four 
or three foot wide. We took the three footers and put wire screening on 
it, they call it fabric, and I think it is about 14-16 gauge, l" x l" inch. 
We took this screening and stapled it on and put tables any place we want. 
We can have a sale; we can go outside if we really have a sale or a balmy 
day and we want to just blow out a lot of yellow marigolds. We change the 
contour of the flow pattern any time we feel like it, which is not a bad 
idea once every couple of years. But we have this adaptability, converti
bility, anytime we want it. We change these tables; we can stack them up 
in a corner which we do for the fall and winter. When we get into foilage, 
large foilage, we just remove the tables altogether. It makes a very good 
item. The tables are six foot long, and you have, as you can see, the flats 
on the table. The flats are three flats wide across the table, and there 
is a 22 inch walkway on either side. We decided on 22 inches as opposed to 
24; the building dimensions have a lot to do with this, but we figured 22 
inches they could get down through and not run. 

The center sections are all gravel. We have concrete walks around 
the perimeter of the greenhouse to facilitate using carts and so forth, 
but the center walks between the white alyssum, for example, and the mari
golds are gravel. We thought that was unique and our idea, and after talk
ing with other people in the business who retail successfully, I think they 
will vouch for the same thing. Gravel will let the moisture go down 
through, and it also allows evaporation which is a cooling process, espec
ially in the summertime when it is hot all over the place. So you allow 
this gradual drainage and it is easy to freshen up the place by a fresh 
topping of what we call eights, which is a size of gravel, pea gravel, on 
top. Anyway, the walkways are off the ground using gravel for a base. 
The water runs through the table. The sash, by the way, was either red
wood, cedar or cyprus, all a little impervious to decaying and water. 

You have to get the plants out of the greenhouse and this happens no 
matter what kind of an operation you have; you have to have some kind of 
a carting device unless it is a MacDonald's counter service. This one I 
saw several years ago in Pennsylvania; a garbage can cart with two plywood 
shelves placed in it. Not bad; it is low enough that it can go under the 
table and out of the way in off-season or at the end of the day so it is 
not always in the way of customers. We can keep the aisleways a little 
narrower with this thing, you don't have to have five-foot aisleways as 
you do with shopping carts, for example, to get by. In our own operation 
we have developed this cart after numerous builds, rebuilds, cutups, 
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throw-aways, start-over-agains. We ended up with this particular frame 
device; it will hold about five flats of bedding plants while the handle 
will hold hanging baskets. It is only about 13 or 14 inches wide, and it 
easily goes down through the narrowest of walkways. We've enjoyed it. 
The only problem we have is like with any other devices, the patents want
ing to put small children in the top. It is not designed for that. We 
try to discourage that any time we see it. It is not designed for holding 
children. Sometimes they sit in the bottom, which isn't too bad. It is 
very manuverable and small and the way it is designed again it is slightly 
lower than the tables, so at night this can be shoved underneath the tables 
with just the handle sticking out. 

The labeling of plants seems to be number one and foremost in a lot 
of people's minds. There are more and more little wish books coming out. 
It seems like everybody from Sunset House to Spender Gifts to Penneys 
are selling plants of one kind or another. But the tagging is extremely 
important. The consumer is getting more and more educated; they are 
getting a little more critical, a little more precise as to what they do 
and do not want when it comes to plant material. She is no longer going 
to go into your operation and buy a marigold. She may come in and want 
Sparky or Gypsy Dancer or Gypsy Sunshine, because she saw that in a 
magazine or newspaper. She may come in and not want geraniums, she may 
want seed geraniums or hybrid geraniums or she may want Fire Flash. You 
have to have tags in them to denote what they are. It helps the consumer 
and they are usually not just a name tag anymore, but a colored picture 
label with growing instructions and information on the label, height, 
spacing, sun or shade, and so forth. If you do get involved in this, 
make sure you do a proper job. Another thing about labeling in the store 
from a sales standpoint is you want to put price tags up. In our opera
tion I do not like price tags out at the street; I think they are targets 
for competition. They can be extremely misleading. We will put out pos
sibly what we have, the mums at that time of the year or poinsettas or 
whatever, but no pricing involved. You have to be extremely, extremely 
cheap to put the price out there to compete against the volume buyers. 
Price really does not denote anything of quality or variety or size of 
container or anything else that goes with the pricing. So inside you 
put the pricing. This is an attempt to do pricing. In the greenhouse you 
have extremely high humidity; you are constantly throwing water on the 
plant material, and any sign or label that is not impervious to moisture 
is going to look like this. It looks very tacky. It is not as good as 
this one which is done with indelible marker, lacquer pen, whatever you 
want to call them. 

These little signs were developed for BPI strictly because there was 
not a system of pricing plant material. This was for shady annuals; the 
sunny annuals were yellow. It allows you to write on this; it is a plastic 
material that will last you a season easily. It is impervious to the sun 
and to the water and moisture; it does not curl and so forth. This is put 
on a little metal frame, slipped over a metal bracket that sets in there. 
This can be made in any operation from metal fabric similar to what we cov
ered the tables with, this is 111 x 2" mesh. This works real well for 
plant material or probably anything. You could probably use this for an 
orchard for pricing signs. You can make them any height and set a container 
on it and it is not going to blow over. It is innnediately a price tag 
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there; they are not going to rust; they are galvanized. We really enjoy 
them. They have a tendency to get them back into the production section 
on certain areas that have been sprayed or holding areas. It is a very 
easily made little item. 

Another problem with bedding plants is when you sell vegetable plants 
how many people will sell vegetable plants in the spring and thoroughly 
know what they are selling, but then a customer comes in and they are 
either an accountant or in some line of business, totally devoid of plants, 
and they come in and you have seven varieties of tomatoes. You have four 
pepper varieties, two or three cabbages, along with the Test of the cold 
crops. The cabbages look like brocolli and look like cauliflower. We've 
had red cabbage brought up to the counter and people think it is red 
beets, because they assume that the red foilage is going to give them a 
red beet. They aren't really sure even with the tagging sometimes. It is 
a little difficult. What the girls have done is go one step further and 
hung artificial vegetables over top of those particular areas. You have 
to remember that people buy vegetable plants once or possibly twice a year. 
That's not a lot. At the immature seedling stage, it is a little diffi
cult to tell what that plant is going to be; it is especially bad with 
melons. The melons look like cucumbers and vise versa; we've even had 
little kids change labels. 

Another thing to do if you are going to get into retail and y.ou are 
going to handle plant material is how about putting little fences between 
the different varieties and species that you ar'e handling, especially 
varieties within petunia and zinnias and tomatoes. The zinnias all look 
the same; they are all green; they aren't sold in color. Tomato plants 
look exactly alike whether it be a Big Boy or a Fantastic or Supersonic. 
Those things all look pretty much alike even to those who are in the busi
ness. 

So, if you put a little fence down between them, it now denotes that 
this is an earlier variety; it helps the consumer when she is coming 
through. Also, it helps when you have part time help, high school kids, 
college kids, or whatever. When they come in you say, "Stock the center 
section. We have to know what we are short of. Get a read-out of what 
we need." They can go back and they can look between the sections and 
say, "Wow, we are out of Big Boy tomatoes." There is a sign behind them 
which says Big Boy and there are none here. There is a fenced area and 
there is where the Big Boy tomatoes go. It is no problem; anyone can do 
that. If you don't put a barrier and sign, you may end up with 15 or 20 
flats of Glamour tomatoes and nothing inbetween. You send the customers 
back for a large tomato or a pink tomato and there are none there. From 
a distance it does look like it is well stocked. This helps also in the 
gerariums which people used to pick up one on this end, walk down, set 
a red down in the salmon, walk down, take the salmon down into the white, 
take the white, set it out and replace it with the salmon they just picked 
up. At the end of the day, you would have a real crazy quilt combination. 
Then you help comes in, part time possibly, trying to figure out if this 
is a Genie Red or a Sincerity Red. They bring it up to you. For a 20 
cent profit margin they are walking around the store trying to decide what 
variety this is. The little fences kind of help keep varieties together 
and manageable. 
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We carry that one step further in that in the fall and winter of the 
year we are into more foliage in the greenhouse. We use these little 
plastic fences, I think they are made by Rubbermaid, to stand up between 
the flats. Again, you could use this for a lot of garden materials, not 
strictly for plant materials. I suppose you could use it for orchard 
products or fresh fruit and vegetables. They are plastic, easily cleaned 
or rinsed off. It gives a little background; the white kind of gives a 
little contrast to the green foliage, and also denotes territories. If 
we are out, we are out and it shows, so we go stock that particular section. 

Maintaining the outside area. This is where you have it over the 
chains or any of the volume operations, primarily the chains. They usually 
do not maintain the area; they either have too expensive help or their 
help is needed elsewhere or the help stays inside where it is usually a 
whole lot cooler in the air conditioned store than it is out where the 
plants are being sold. So the last thing the help wants to do is go out 
there and straighten up a geranium area, stand the pots up that have been 
tipped over the night before, etc. There is something about human nature 
than when the customer picks up the pot out of a little round hole, it 
seems to take too much dexterity to set it back into that hole and they 
will set it either on the side of the hole or on the side of the flat or 
somewhere else and it tips over. Someone else has to put it back in the 
hole; the next customer is.not going to do that. So you have to have peo
ple who are willing to do this and who can do it rather quickly. They need 
to just go through and shuffle things back together and make the display 
look fresh which it probably still is and like it hasn't been picked over 
by three or four hundred people. This means taking off yellow leaves, 
spent blooms, buds, etc. Some of the melon plants and the vining vegetables 
tend to get leggy and people will end up pinching the vines or just en
tangling the things or setting them cockeyes. You are not going to sell 
that item so someone has to go through and place it back where it belongs. 
This is usually done hopefully in the morning or if you are very busy it 
has to be done throughout the day. As a rule you cannot water until this 
is done. You can't water plants that are laying on their sides. 

Maintaining plant material also includes looking for insects and pos
sibly disease. You shouldn't have to be concerned about this, but it is 
nice if you know what a white fly looks like and an aphid and possibly 
spider mites. It is just to your advantage to at least have some knowledge 
as to what these critters look like and what kind of damage they can do. 
This is probably an oversimplification of a situation, but again know what 
aphids look like on pepper plants. Try to hold them back and not sell them 
if they have aphids on them. At the greenhouse we have tried to instill 
this and I think we've done a pretty good job. Plants still get out with 
critters on them; you can't catch them all the time. You have your vents 
open; you are subject to some kind of infestation from time to time. What 
we tell the girls at the checkout is, that if a plant comes up and there 
is something wrong or it doesn't look kosher, or has a blight or it has a 
stem rot setting in, or it looks like it has aphids or spider mites, or if 
anything at all doesn't look right, to set it back and refuse to sell it 
to the customer. Explain to the customer possibly why if they are insis
tent. Tell them we will either take care of it and they can pick it up in 
a couple of days or for them to go pick out another one or physically go 
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with the consumer to where they got it and look over the whole area. If 
that is still bad, then call someone from the production section to come 
out, look at them, take them out and hopefully replace them with some 
fresh material. But you have to do this. The large retailers are not 
going to do this. They could really care less; they are preoccupied with 
other things. They are not going to be looking for aphids on some of the 
little pepper plants. You know that if the consumer takes that home and 
plants it, she is not going to be happy and is not coming back to you next 
year. The whole idea is to get repeat sales throughout the year and next 
year also. 

Fertilize--after seven days fertilizing is an option open to you. It 
is going to depend on the plant material. Most of the plant material, 
bedding plants are not sold in an extremely light mix, but rather in a 
little heavier mix. Foliage plants, for example, would come in a light mix. 
They would normally come in a lot of peat and bark and so forth. I think 
most of the bedding plants, especially those grown in the Great Lakes 
area still use a rather heavy mix. It has a tendency to hold nutrients 
pretty well. Even so, after seven days, I think you had better start look
ing at a slight fertilization program, definitely after ten days you better 
be giving it an extra feed. It is to your advantage; it maintains nice 
green vigorous plants. It also has a great psychological value in the re
tail complex if you have a little fertilizer lying around or the consumers 
see you putting fertilizer on. It instills confidence in the consumer that 
you do know what is going on and you very well should. 

Keep up quality stock. Quality is the ambiguous word you see that 
anyone who is calling on you has. Any salesman has the finest quality in 
the country. In plant material quality has a lot of descriptions. I 
would say a plant should be very healthy and green. It should have a good 
mix, a good soil six that will take some abuse because the consumers are 
going to have the tendency to forget to water it once in a while after 
they buy it and not do an excellent job necessarily. You may also have a 
busy day. We have our most abuse on our busiest days, because we need all 
the people we can to man either the checkouts or to go and fetch or re
stock. So, plant material has a tendency to suffer on our better days. 
Another thing, labeling as we mentioned before, has to do with quality. 
Proper labeling, colored labeling, labeling with descriptions and growing 
information on the label, all have to do with quality. 

Quality also is the fact that everything is uniform. You don't have 
a flat that looks like a topographical map of the Grand Canyon with highs 
and lows; all the plants should be the same height. The quality is con
sistent, that is if you get plants from this particular grower today, a 
week from now, you can go back and get possibly some more plants of the 
same quality. You're not being hussled by a stacked load or a preferred 
load. Are the containers sound or are they the type of containers that 
with a little bit of handling they decompose or crack as the sunshine 
breaks them up. Do the hanging baskets, as in this picture, have saucers 
that stay on or do they fall off quite easily? Are the handles put on 
properly or are they crooked? There are just a lot of things that go 
into it. 
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Quality is not always the plant. The container is part of it; the 
soil is part of it; the tagging is part of it. And also the grower him
self. Is he going to give you prompt service? Is he going to give you a 
good quality plant when you want it or is he going to give it to you at 
his option? If you need them for a weekend sale, you don't want them the 
Monday morning after. All these things go into this quality program. 

These are your standard pallets; they are four foot across. There is 
no one in the world that can reach four foot, other than Wilt Chamberlin 
or some of the center~ in pro ball, and not destroy the ones in front. 
This is exactly what happened. This table along the fence is really wasted 
as far as the display is concerned. You can see it has been picked over, 
dried out, and it is junk. This stuff should never be seen. I think some 
of you who are in the fruit business or have roadside produce stands, know 
what one bad apple looks like in a whole display of prime apples. It stands 
out like a blinking strobe light. The same thing happens to plant material. 
You may have some of the finest plant material in the county, outstanding 
plant material, and you've got a couple of flats that you are holdings over 
and you don't want to lose them. God forbid that you should throw them 
away because you've got an investment there. So you keep them and you 
keep them there hoping someone will pick them up. People come in and they 
see this disgusting looking mess and the first thing they think of is that 
the rest of them are going to go that route. Why are you doing this? Ex
cept the fact that something went wrong, they went dry, you bought too 
many, the human element entered in there, and you've got a problem. Get 
rid of it. 

One of the methods that we have tried and hasn't caused us too much 
of a problem in keeping a fresh uniform display is as follows. In the 
morning when you are going through and maintaining a sales area, and you 
come across some plants that maybe have some missing plants, maybe a cell 
pack that normally has nine plants in it, now has five. I don't know why, 
but it has five or less or more, but it doesn't have nine. Or maybe some 
plants are short or stunted. These are problems. Along the course of the 
day, and this should be at the manager's discretion, why couldn't she give 
those either to the people who work for them or to one of the better 
customers who come in. You've gotten rid of it; you've caused some good 
feelings. It is extremely inexpensive advertising and a good will gesture. 
And you've eliminated that bad looking plants. 

Weeds are another thing that have to do with quality. Even the best 
of growers who do the best of sterilization have them. This little plant 
is oxalis and oxalis is a small clover looking like plant that just throws 
seeds great distances. We figure it can throw a seed 20 feet from a hang
ing basket; the hanging basket being maybe up in the air five feet. This 
thing will go 20 feet into a seed flat and then you've got more oxalis 
plants when it germinates. If all plants germinated as well as oxalis 
does, I don't believe there would be any greenhouses in the world. But 
this shows some begonias where some oxalis had popped its little seeds 
into the soil. This soil was sterilized and pathogen free. Oxalis seed 
falls into it and ham you are off to the races. In a matter of days or 
a week, this thing will be ready to send off more seeds. The progression 
is geometric; it goes and doubles and redoubles. Look for weeds in the 
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containers that you buy. Here is a hanging basket with some oxalises in 
it. The soil is getting rather sour; it is very heavy; it is over watered; 
you can tell the root system has been damaged by the yellowness of the 
leaves. You have weeds in here. These things should never even be taken 
into your store. You shouldn't buy them. I don't even think you should 
buy them at a good price, whatever that would be. It is just something 
that is on the way down. To unload something that is on the way down is 
going to hit bottom and come back at you. Just let the grower keep this 
thing and tell him to fix it up, you aren't interested. 

Provide customer material. I think if you went to the trade exhibit 
areas, some of the seed houses that are down there have some handout 
material. Some of this material is free. Some of this material has a very 
small price connected with it. This particular sheet up on the top was 
one developed by Bedding Plants, Inc. This is what we refer to as a tear
off or we refer to it as a rip-off. The customer tears this sheet off and 
it has information on growing. It is not as exacting to a specific loca
tion as you would want, but it does have general information on it. These 
tear-offs come out for flowering annuals, vegetables, ground cover and so 
forth. These are relatively inexpensive. There are also hand-out materials 
given out by seed companies pertaining to seed geranit.nns. There is also 
educational material for vegetables. These things all add to your opera
tion. Ask the grower if he can supply you or if he has handout material 
along this line. There are also posters that you can hang up that have a 
little bit of color. 

This is the operation at Christmas time. The picnic table is a 
mainstay. We have eight or ten inch clay saucers which have crayons in 
them. We supply the children with usually two or three coloring books 
there. Then at the checkout, we went to one of these Quik Print places 
that are around the country to have coloring sheets made with our name 
either across the top or vertically down the side. Not to get anybody 
into a law suit, but you can either draw them, something not too grandiose, 
or you can get coloring books and take out a page and have them go down 
and put the name tag on top. Then have them run off 100, 200 or 500, 
whatever you think you would need for that time of the year. A fall 
picture would have maybe mums and some pumpkins. The kids go over and 
color it. 

The checkout counters are now cedar and we just thumbtack the kid's 
work on here. This helps. The kids come in and see that someone else's 
picture is up there and they go back and they color that thing. Now the 
parents are free to meander around, to browse, and the kids are not pull
ing labels out, are not walking through the cactus patch, putting stones 
in the cell packs, picking off your petunia blossoms or the marigolds. 
The kids are now preoccupied and they do an excellent job. They are 
creative and the parents are trying to be creative. We used to do the 
candy routine, but that offended some of the parents; they didn't want 
their kids to have candy. You had to check with the parents first, and of 
course, the kid wanted it and that usually caused more of a problem. This 
way nobody gets hurt. They don't eat too many crayons. They do have a 
tendency to color up the table once in a while. The thing is to get 
some scouring powder and keep the table clean so it doesn't get to be a 
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habit. But kids are very good; the rowdyness is completely gone. It really 
comes back in better sales and a much better attitude by the parents. 

Another project that we had and we've tried to do more and more of is 
that we have what we call open house or something special where we give 
cider and doughnuts and we have raffles and give aways and so forth. This 
would be either around Christmas or in .the fall of t~1e year when sales are 
extremely low. We pull this off in the fall since we still have our good 
help at·that time of the year and the place is still looking very colorful 
from some of the plants that are still there from the summer. This is 
around Christmastime. This is when we had the extension agent, Russ 
Schroder, who is a horticulturist come in. We called him the plant doctor. 
They have a little· sign behind him there. We had a smock on him that the 
guys use to spray with, a laboratory coat, and he had a stethoscope that 
my kids had. He played the game; he did an excellent job. We had all kinds 
of soils in there. As I mentioned once before, I looked through the green
house for maybe a week and found some aphids and some spider mites. You 
can find those insects if you look hard. I dug a couple of weeds. All 
these things were available so he could explain to the customers what this 
is and how to take care of it. Great, really great PR work. It leaves 
your regular staff to take care of the customers from the standpoint of 
making sales and stocking displays. 

This is the trick right here. How are you going to extend the season 
or how are you going to get an early start? I would say the extending of 
the season has been a problem because people are getting a little more 
educated, they are not bailing out. It used to be that after Memorial Day 
you could buy plant material any place in the country, for any price that 
you wanted to give them. But now the consumer is being educated and say
ing, "Hey." Vegetables we plant all summer long for second crops, double 
crop sweet corn, double crop cabbage. Why can't you double crop possibly 
a flower bed? The cost is minimal. Actually the summertime is so hot 
that most flower beds go to pieces. 

We have a county fair as do all counties pretty much. This bed was 
planted beside the greenhouse a couple of years ago at the fair. This is 
in August, the last week of August. As you can see, it is very hot, but 
we've taken plant material and made up a very colorful display using 
bedding plants primarily, other than a couple of trees and a few hanging 
baskets of foliage. We used petunias, g·eraniums, and so forth, and made 
this kind of a deal. What you've done in August and September and have 
people say, "There is still plant material available."· We sold petunias 
and geraniums at this program. Afterwards people came through saying, 
"I didn't know there were any plants left." There is quite a bit of plant 
material available at that time of the year. The price is a little better. 

Another thing in the fall of the year is that we didn't know how to 
extend the season. We used to quit in September. About the middle of 
September we would shut the door. Then we had a sign that said, "See our 
bloomers May 1st. 11 We put that out around the middle of April. The prob
lem was that some of the businesses were starting up much earlier than 
May 1 and we were trying to be extremely ethical as to the fact that it 
was too early to plant. But you have some people who have greenhouses and 
gro-lights and want to get the jump on their neighbors. They just want 
to come in and get tuned into growing, get that feeling back again. 
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We extended the season into the fall by using hardy mums. We grow 
quite a few of these hardy mums now in 7 1/2 inch pots; they are field 
grown in the pot. In the fall of the year we just go and pull the pot 
right out of the ground and plant them with a post hold digger of all 
things. We used the corn shocks and so forth, and we buy s·ome pumpkins. 
Inside we still have plant material. Another thing we do is again if you 
have a greenhouse or if you have a glassed front to your store. As the 
sign program indicated last night, some of the best signs are those who 
take the front of their establishment and paint up a sign. Not a Peter 
Max type, but a very colorful caricature type of painting, very colorful, 
bright, vivid. The girls paint on the inside of the greenhouse, on the 
glass with acrylic. Now the acrylic, if it is not set up, will slide 
down to the bottom as soon as moisture hits it. We've had battles with 
this before; this doesn't show real well because of the sharp shadows. 
We are about 350-400 feet from one of the side roads. From the main in
tersection we are probably 500 feet or more. This place from a distance 
looks like it could be a greenhouse, but with the paintings of plants or 
the windows you are pretty sure that we sell something relating to color 
inside. That is what the whole thing is. We've done this and the painted 
pictures stay on all winter long. 

Another thing outside in the fall of the year we use these little 
whiskey barrels and we paint them up. For your information these things 
are not that expensive or haven't been. Another thing that we do that 
most people I don't believe do, we'll urethane coat them. We go over 
them with a wire brush to get the flake rust off and then urethane coat 
the barrel. Next, we drill five holes with an inch spade bit in the bot
tom of it. Then we line it with 4-mill plastic, 4 or 6 mill plastic, 
white or black doesn't matter. That keeps the moisture from getting into 
the wood which in essence goes in and starts to ooze through possibly 
getting into the bands. There are three small brads around the bottom of 
each one of those bands to keep them from sliding down because, as you 
know, the wood will contract as it dries. They are just small galvanized 
brads which are nailed underneath the barrel rings. It is a little heavy, 
but it is extremely attractive; we set it up on bricks. We sell these 
things. They're very attractive and durable. Now the person has bought 
something. Penneys had a lot of these barrels and they were selling them 
extremely cheap, but until it is finished off like this, it has a very 
short lifetime. 

In the fall of ti1e year we got into pumpkins. I did not see the 
pumpkin program yesterday. I tried to get here early enough for that, 
but things didn't work out that way back home. The first year we planted 
pumpkins we were going to sell pumpkins at retail. I've got a few em
ployees who are a little artistic as you have seen on the glass. On cer
tain days they are a little off the wall with ideas. You tuck them aside 
and hope that you can use some of their material. This idea seemed to 
work out well. It coincided with several rummage sales, if you think about 
it in the fall of the year that the churches have. In conjunction with 
ti1e rummage sale and procuring hats and wigs and glass and shoes and just 
an assortment of material. Then the spray cans and using gourds and so 
forth, we really had a good time decorating these pumpkins. Every year 
we put a rather exhorbitant price tag on them, $18 or $20. We have no 
intentions of selling them most of the time, because there is so much work 
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involved in them. The girls usually do them on their own time on on a 
slow day, or they will stay late at night and knock one off. We give 
them name tags underneath them. As you can see the tin man; there is a 
little chariot down below. The clowns and so forth. Then at the end of 
the year we will donate them usually to the children's home or to some 
of the dance functions that are going on for non-profit groups. Some
times the churches that supplied the rummage hats will get these pumpkins 
back as table settings. Probably the neatest one is the one that is up on 
top that is done with sunglasses and a derby, the invisible man. It is 
just a white pumpkin, painted white. The nice thing about paint is that 
the pumpkin doesn't deteriorate; as soon as you put a knife into a 
pumpkin or cut it, you've opened yourself up for a very short lifetime. 
But these will stay for quite a while. Up on top is a little turtle that 
was made out of a gourd. This has nothing to do with plants, but it is 
kind of a takeoff on plant material. 

Keep the sales area attractive. This is one situation that does come 
up and it comes up when you are with it too much. I'm not in the retail 
too much myself. My sister is and a lady by the name of Betsy is in there 
quite a bit. Sometimes you can't see the trees for the forest. You are 
so engrossed in what is going on that you can't see what the place looks 
like. Here is a situation where we had bean hampers for trash baskets, 
and this is overflowing and not attractive at all. This was a section on 
the way back into the production area. You can hardly get through. It's 
very disturbing looking and near the cactus area. So we put a door on it 
and shut the door. You can mask a lot of problems that way. 

Sweeping. I'm tempted to take most of the brooms and burn them, be
cause although they do have a function,sometimes the motion is too fast 
and you end up shifting everything that is on the ground or floor up to 
the plants as dust. The nice pure white Cyclaman that you just grew in 
the back section comes out with black and brown specks all over it and 
the leaves look like you have had it for four months. A lot of the plant 
material does not like to be rinsed off. We would prefer to use a hose 
or something like that, just to get the big stuff off the floor. For 
gravel, sure use a street broom or something like that. When it gets 
down to dust and freshening the place up, we use a hose and an adjustable 
nozzle. Another item that we've gotten into that most of the florists 
haven't dabbled into at this time, and this is toperaries. It works well 
at our type of operation because we have a greenhouse. These things re
quire humidity and constant syringing. These are toperaries. They are 
metal frames stuffed with magnum moss, and the girls stick these eyes and 
little hats and give them all kinds of personality and it is getting to 
be quite a popular little item. It is unique. It is for those who have 
bought plants and plants for their grand aunt or their grandmother, some
body who has all the plants that they are ever going to want. It is some
thing different, and it does allow you a multitude of shapes and so forth 
available now. Here is another shot of one of the toperary sections. 
You can come up with all kinds of animals. Frogs, and fish, and mice, and 
just anything. There is a little teddy bear hanging with a balloon. This 
is something different to help extend the season. This is not a big item 
in the sunnnertime, but it is a good item around holidays, at Christmastime, 
Thanksgiving. It is very good around Valentine's Day when they don't know 
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what to get a person. They hate to get them more candy when they are in 
the process of getting their teeth pulled anyway. 

What we are selling? The whole idea of bedding plants is to promote 
some color. A certain amount of therapy that is involved. It's a fonn 
of expression. People use our product to differentiate their residence 
or their business from someone else's residence or business. It is to 
say, "Listen, I appreciate, I enjoy being in business, and I'm going to 
put pink magic around the foundation of my business. It will look much 
better than the hardware store down the street." Or, "My home is going 
to have a blue motif this year instead of green." So what we are sell
ing is color. To sell color there are certain things that are available 
for the assistance of people in the business; billboards, for example. 
This is from Bedding Plants, Inc. You can get billboards and you of 
course put the snipe underneath. We have a problem this year that I know 
no one else ever had. We had chipmunks in the greenhouse; we had a lot 
of chipmunks. They ate Indian corn as fast as we could put it in. They 
would not eat the Indian corn; they just put it in their jowls and get 
it good and wet and then plant it. They were planting Indian corn all 
over the place even in the hanging baskets. If you've ever seen chip
munks in a greenhouse or in any kind of an establishment, you know what 
it does to customers. It scares them half to death, at least the ones 
that are afraid of mice. Little kids end up going under these tables 
like some kind of an aardvark after an anthill; they just go crazy trying 
to chase them. We had to put a sign up; my sister wrote the sign. "We 
have chipmunks, not rats or mice. Please do not throw stones or attempt 
to catch them. Their job in the greenhouse is to, #1 eat Indian corn, 
#2 scurry around, #3 startle customers and staff and #4 provide spontan
eous comedy skits. They are not paid for this, but perfonn for Indian 
corn, cactus blossoms and safe warm home year round." 

We do like signs. This looks into one of the production sessions. 
Signs kind of give that little uplift to a rather drab, we would consider 
drab, being in the business, green time of the year. When everything is 
green like the fall of the year or the wintertime other than poisettas. 
It is difficult to come up with color in a store that has plants. They 
put these signs up. One other thing that was probably not mentioned last 
night is that if you are going to make signs, and my sister is going to 
argue with me if I belabor this too much, I have a preference for having 
them done on vinyl and using acrylic paints, very permanent. The colors 
are very vibrant; they are not subject to fade, and the sun doesn't des
troy the white vinyl backing. 

We have these no smoking signs tucked around through the greenhouse; 
water does not affect them and sun very, very little. If you have anybody 
who has even a meager amount of artistic ability or can write their name 
legibly, give them this project and see what they can come up with. This 
is touchy, I don't know how many people smoke, but in a greenhouse, we 
had people who smoked in there and people who didn't. We had cigarette 
butts all over the floor and somebody had to pick them up. That is a 
disgusting job. So we had no smoking signs and people would come in and 
say, "What is going to burn up in here? We can't hurt the plants. 11 The 
plants are probably pumping out more oxygen than the average person smoking 
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is utilizing. We just didn't like the mess that went with it, the cig
arette packs and so forth. So we tried this and this is kind of a jest
ing way of saying that we would prefer that you didn't smoke. So far it 
has worked pretty well. We have the died-in-the-wool cigar or cigarette 
smoker who comes in, or a pipe smoker, but that's not bad. This has 
stopped an awful lot of that. 

Again painting on the glass, one of the side shots last winter when 
it was extremely cold and snowy. This is another shot in the front. This 
also gives you a rather stained glass effect when the sun comes through 
the glass during the day. It is very attractive on the other side of the 
wall. This single paned glass is subject to a lot of heat loss in the 
greenhouse. We put two-mill plastic across the inside, and we in essence 
end up with a thermal pane. It does not allow condescation to get on the 
glass. Once the stuff sets up, it is pretty hard. Also, you will notice 
on the far right, there is a little yellow sign that says enter, that is 
an arrow painted on the glass. This front door that you see is used in 
the springtime for bedding plant sales. It allows mass traffic in and 
out. In the fall and the winter the traffic is down and the winds are 
extremely cold coming out of the southwest. We will use the side door 
and block this off. We will have customers who have been there all year 
and they don't know where to get in so we painted a little sign on the 
glass at the same time. Another thing you see above are clay pots used 
as bells. I got this idea from Canada, I believe it was where a person 
used this tied to his door. So, whenever someone came in, it rang the 
bell made from a clay pot. They have a nice tone to them. They haven't 
been broken yet, but there are chips out of a couple of them, and you can 
ring those and get different notes. It is not going to replace the bells 
of St. Marys, but it is different. Like I said, bedding plants are kind 
of like natural artist supplies, you take colors and you make things. 
You can make happy faces; this is done at Sea.World in Niagara Falls. This 
is a three dimensional octupus done out of begonias. Very clever. You 
can do these things and people will comment on this. This particular 
painting got an award; this is the epitome, this is the top. You can see 
begonias and baskets of chrysanthemums. You see this is far and above 
what most of us are ever going to endeavor to do. Also, Disneyworld does 
more than we can hope to do. But you see the general idea here. See how 
attractive that would be? That is very simple, begonias and dusty miller 
primarily, I think as a border. The contrast is what you are after. You 
could see that thing coming down the road at a great distance away. They 
are both very durable plants. These begonias inside this little hedge 
row at Disneyworld also, but just because it is Disneyworld doesn't mean 
that you can't do it. There isn't anything difficult about this, it is 
unique but everyone in the room could do this. There isn't that much 
involved; it is just the idea. With the plants that are available today 
and maybe a herbicide and a controlled release fertilizer and possibly a 
mulch or one of the watering systems now available, maybe just a soaker 
hose lying in there, any of this stuff can be done. This is a residence 
up in Delta, Ohio. It is not your normal residence, but the guy is not in 
the plant business either. He drills wells for a living. This shows you 
what can be done with the product. For those of you who would like to get 
into the pick-your-own, but don't want to bend over to check the vines or 
the plants, this is a deal where they use strawberries. This is out of 
Michigan State. I believe it is Dr. Aldridge up there who has done quite 



-337-

a bit of work on strawberry varieties, and their growth in baskets by dif
ferent methods. Anyone who has ever been to Toronto can more than apprec
iate the fact that they use bedding plants to the maximum there. It 
seems about as important as street lights. This is one of their gardens 
up in Toronto. 

This is an apartment complex in Atlanta. This shows use of geraniums. 
It is a product that anyone and everyone can use. All they need is a lit
tle help. This is an inverted car tire planted with geraniums. There is 
a bath tub that has been converted to a planter. Some of you have seen 
these before. This is an excellent planter; it is very heavy; it is cast 
iron; it is not going to rust. It has natural drainage; you take the plug 
out of it and you put some gravel in the bottom and you can paint these 
things up to do anything. You can go one step further and make a bath 
tub out of a crazy quilt; Maytag washing machine; we still have all of 
these. These also make good planters and are different. You have to take 
the product and do something a little different with it. Flower beds are 
very common, everyone knows what flower beds look like. Here is an idea 
that I do not have on a slide. A flower bed in Japan floating on a pond. 
Have your flower bed floating in some kind of an Oriental garden. This 
product has millions of possibilities. 

For those of you who are even remotely interested in getting more and 
more involved in growing possibly bedding plants or making it more a part 
of your business, the next year Bedding Plants Inc. meetings are going to 
be not too far from here in Chicago at the Harriott Inn in North Brook. 
It is stacking up to be a very good program. I would like to invite any
one who would like to come along, who would be interested to come up 
there. It is probably going to be a three or four day show. There are 
post-tours, pre-tours; you will see what can be done with the product, how 
to do it better, what's new, and just meet an awful lot of nice people. 

Well, I'm sure there are some questions. For those in the front of 
the room, you can ask away. We would like you to come up to the microphone 
if it isn't too much of a problems . 

..Q_. WHEN IS THE BPI MEETING IN CHICAGO? 

A. The first week in October. It always has been in the fall • 

..Q_. WHAT PERCENT OF YOUR RETAIL SALE IS DETERMINED BY WOMEN? 

A. What are you trying to do Tom, put me on the spot? I would say 95%. 
I think that they have the time. They will bring the children in 
during the day where yet it seems most of the men are on the job. 
Is that what you are talking about? As far as specific sales are 
concerned, women play an awfully important part and we cater to that • 

..Q_. WHAT TRAINING DO YOU GIVE YOUR SALES PEOPLE? 

A. Well, up until about a couple of weeks ago, maybe a month or more ago, 
we had a girl from Michigan State who was extremely knowledgeable in 
plants. We have a conference room which holds about 12 or 15 people. 
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She took the sales staff and the key production people in the back and 
went over everything as if they were first grade ignorants. She 
started with the root system, soils and what have you and just briefly 
touched on them and then could elaborate if questions came up. I 
think we are going to probably keep up with this type of program. 
You know what advantious roots are so when someone comes in and they 
say what is this; the clerks who are working retail are primarily 
girls, although I do have a retired gentleman out there, but they all 
know what advantious roots are; they know what perlite does in the soil; 
what slow release fertilizer; and what it is doing in the soil and that 
the fertilizer pellets are not spider eggs or something like that. The 
girls can relate to questions like this. To get very specific, we al
ways have one person at the retail who can handle this type of ques
tion, and if they can't handle it they call back into the production 
area which we have probably four people who can come up. That adds 
to the credibility of our particular operation. I don't want to hear 
just the words, "I don't know." It should be, "I don't know, but I 
will find out in just a minute." Not just leave a customer dangling 
up here because I think that service goes in with the sales. Customers 
need to know what is this plant, how will it perform in the sun, etc. 
They will say, "I've planted them two years in a row and they aren't 
doing well,"or "I've had asters and you know asters every year get 
worse and worse;" "My marigolds, I've been planting them every year 
and last year they didn't do well at all, they got all sick." You can 
tell them it is probably spider mites. Or "Every year I've planted 
geraniums and for the last couple of years in a row, they've been 
getting progressively worse. 11 You say, "You have to rotate, everybody 
rotates crops." They don't even know this; they are city born and 
raised people. They don't know anything about crop rotation. They 
think that is for the farmer. They aren't a farmer so they are going 
to plant the same crops, ten years in a row in the same spot. These 
things have to give out. When it gets really into soil pH and so 
forth, most of the customers aren't interested in that. We have an 
extension phone number that we can use to help facilitate some of these 
problems. It gets to be very laborious. Some of the customers come 
in there because they are possibly lonely. They will talk about every
thing. They will come in there and before you are done, you've been 
around the world three times with them and you haven't sold them one 
marigold. I think you have to watch that. Lori was extremely good at 
what she did when she was with us. She went to work with a hospital, 
but Lori was very good with this. She did have a tendency to become 
too involved. Pretty soon they are bringing out the pictures of their 
children, their grandchildren, their condominium in Florida and every
thing else. You are paying this person to function in an advisory 
capacity. That is the trick right there, when to call it quits and 
how to get out of that situation. We do it for open houses, definitely, 
or for something special or prior to Memorial Day or a big plant day, 
Mother's Day or something like that. 

_g_. WHAT ARE THE ECGNOMICS OF BUILDING A GREENHOUSE FOR RETAILING PLANTS? 

A. There are so many variables there. First of all, a retail. If you 
are going to grow at retail your returns are going to be a little bit 
higher per unit than it would be if you were a wholesaler. And 
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secondly, the type of structure you have. A glass house or a fiber
glas house, for example, will probably take more heat than double~ 
poly would any day of the week. Double-poly is very warm. All our 
fiberglas houses that we have in Toledo are lined on the inside with 
2-mill Visqueen to cut down on heat loss. When you figure in all 
these things, I don't know where you would end up. I think it is 
going to be depending on how much do you have involved, did you just 
build the greenhouse or are you going to build the greenhouse or is 
there an old greenhouse that you are going to try to revamp this 
job. I think that a greenhouse is extremely important if you are 
going to sell plants at a roadside market. I think it adds that 
look to the customer that these people really know what they are 
doing. Credibility improves because now there is a greenhouse. It 
can be used for other things also and is not strictly for plants. 

g_. ARE THERE ANY UNIVERSALLY ADAPTABLE SPRAYS THAT CAN BE USED ON FRUITS 
AND VEGETABLES AND BEDDING PLANTS? 

A. Bill Brooks is back there laughing. I don't know what he is laughing 
at, but those are the kind of people you should contact. I don't 
want to get up here and put both feet in my mouth. I could tell you 
what we do. It may not be kosher; I don't really have the laws in 
front of me right here. To stand up here and expound on what you can 
do. I don't know the fruit business that well. I don't know what 
chemicals you have. We can use Metacystoks-R, which is an extremely 
strong mytacide. We can use Pentax for mites. Mites are our biggest 
problem because they sneak up on you. You don't really see them. 
But as a rule we can get by with Kelthanes although the trouble with 
the EC formulations is that they do a lot of damage. The burn on the 
foliage can be bad; we just ruined a lot of plant material three or 
four weeks ago with a product called 0-mite. I was totally under the 
impression that it was as safe as Ivory soap and we sprayed everything. 
We killed a lot of stuff. Just outright killed it and then some slow 
kill. In talking with Dr. Linquist, he mentioned the fact that he 
didn't think I was the smartest thing walking anymore, because I went 
and did that. But I was under that assumption and so it is a constant 
learning process with us. Mites are our biggest problem. SVP syn
thetic pyrethren is fantastic for white flies. White fly is a 
nuisance because that is a critter when people see that, they get 
paranoid. They don't know if it is dandruff or what, but something 
is taking off when they touch the plant. This stuff will knock it 
and it is relatively safe. I don't think there are any tolerances 
that are a problem. You can put it on vegetables. It is relatively 
safe, SPT. We have a small plastic gallon and a half plastic sprayer, 
a little knapsack sprayer that has synthetic pyrethren in it pretty 
much all the time. We try to have it in there so that if there is 
a situation, I'll come back and lick it right away. But as to what 
chemicals you can use as far as herbicides and that, that is awfully 
thin ice for me to expound on. 

On fertilizers we've got a product we use on an established plant. 
We use an injector pump in the greenhouse for foliage and that, usually 
triple-20. I think if we run around 200 or 250 parts per million 
nitrogen on that. That is pretty much a mainstay, but if we run into 



-340-

trouble, we use potassium nitrate in the summertime. That will clean 
up a vegetable crop fast, but it also has a tendency to stretch them 
so luscious dark green foliage sometimes is not what you are really 
after. You are after more of a stiff plant. You can get a tomato 
plant that is extremely dark green, that looks like a brand new crisp 
dollar bill, but as soon as you set it outside the wind comes and de
foliates or windburns it and the plant goes into a stress or a shock 
condition. You have to get toughened or conditioned plant material as 
far as some of the soft.vegetables are concerned. Potassium nitrate 
will do that. Another one is Start-rite; one of the booths downstairs 
has it, I think it was Letherman. They have little three pound bags 
of W.R. Grace Fertilizers, one is nourish triple-20, and the other is 
Start-rite 10-52-8 analysis. We've used 10-52-8 for years; we still 
use it out in the fields; it is a great starter solution. We've even 
grown crops all the way through with Start-rite 10-52-8, so there is 
a possibility there. You really don't have that much of a burn prob
lem provided you get it rinsed off. It is a dry, granular fertilizer. 
On the back of the bag all that information is given. We sell it in 
the store in plastic bags that are moisture proof. The problem with 
some of the fertilizers on the market is that they are in boxes or 
paper bags or something and moisture opens up the seams and fades 
them out and everything. The instructions are on the back and they 
peel off. We don't have that trouble with the plastic bags that 
W.R. Grace has; we've used that for probably 15 years in the three 
pound bag with instructions on the back. You can tear it open, close 
it back up, and it is good fertilizer. We can ethically sell that at 
retail because we use it. That is kind of neat. People say, "Is 
it any good?" "Well I hope so, because there are four or five tons 
setting in the other room for us to use in our growing." Of course 
ours is in larger six pound bags. You don't buy something that you've 
never heard of for your customers and then use something else. You 
can get in trouble that way. 

Bill, do you know anything about Disyston? It has a dermal effect. 
It goes through the skin and is like metasystoks-R and all of the systoks. 
They do a nice job of killing, but they really put the people away. 

I don't have a slide of chemicals that we use, but there is a tre
mendous pressure on you from Ortho and Science and some of these companies 
to put in a 40 foot display counter of chemicals. I don't want to get 
into that personally. I don't want the help to get into it because that 
is not our forte; our specialty is plant material. If they want to buy 
chemicals, they can buy them cheaper. I don't even care if they call them 
·fair traded. They can still do a better job of purchasing these things 
at Penney's or Sears and it seems like everybody has all that oddball 
stuff, So, we carry a minimum of chemicals on a shelf, usually nothing 
that anyone will get hurt with. Once it leaves your operation you have no 
idea what is going to happen to it. We do not tell people how to use 
chemicals at the counter at any time because they have to follow the label. 
We can gell them what we use, but not the recommendations or anything. We 
usually Diazonine for example on foliage plants that come in. Everything 
gets bathed or inunersed practically in Diazonine when it comes off the 
truck. We sell this chemical, but we would not tell the people what per-

. centage we are using. They don't buy that grade to begin with, and we have 
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Diazonine at the counter and on the back we just say, "Follow the direc
tions." They say it doesn't say anything about foliage on it. Then we 
have to buy a product that says foliage on the label. It is a bit of a 
problem. Hopefully when the plant leaves it is healthy and it is not 
going to have any problems with it. We have a small chemical section and 
that is all we are after right now. I've got a hardware store 100 feet 
away that has all the chemicals anyone would ever possibly need; let them 
inventory it and do it. 

Some of those pretty powerful chemicals are going to be pretty hard 
to get after the 21st of October of last year. Temik is another one that 
you'll need to be certified to buy now. There are some things that aren't 
quite as toxic that probably would do the job. 

_q. WHAT ABOUT THE EFFECT OF ETHYLENE GAS FROM FRUIT ON PLANTS? 

A. You mean in terms of holding them in the same room or selling them 
together? I'm on a little thin ice here, but ethylene gas to my 
knowledge travels through the air extremely fast so it is not a 
matter of being immediately on top of the fruit. It is a matter of 
being in an enclosed area. There are many stories. The chains were 
the first thing to have suffered ethylene traumas in that they would 
get citrus and other fruit out of California and maybe not have a 
full load. So, they would put foliage on the nose of the truck or 
maybe a produce truck would bring a load of foliage. I know of one 
semi load from California to Toledo where the nose of the trailer 
had rubber plants and the back had a load of citrus, so the rubber 
trees were first on and last off. When they took off the sleeves 
from the rubber trees there were just sticks, and all the leaves 
were lying in the pot. They traced it back to the ethylene from the 
citrus. The grower caught an awful lot of flack for sending plants 
that were damaged when in fact he had no idea what else was going on 
that ruck. It was an independent hauler. This can be a problem. 
The new food stores who have systems whereby they utilize their own 
heat, they are energy efficient stores and use the heat off the lamps 
and off the compressors and everything. All the new stores that are 
designed like that supposedly have a filtration system to take out 
ethylene. In most of the chains, and I'm speaking of grocery chains 
that handle plant material, the produce manager is the one who buys 
plant material. The produce manager of a store wants the plant ma
terial next to the produce area because his crew has to water them 
and his loading dock is usually in that area. He doesn't want them 
over in the dry groceries. The people in dry groceries don't want 
them over there either. So now it is getting so that they want the 
plants more towards the door so they have the option of fresh air 
once in a while even though it is on the cold side. This can be a 
problem since plants will throw petals when they are chilled. I 
don't know if there are plants that are totally immune to it, but there 
are some plants such as geraniums that are very susceptible. We use 
geraniums in the greenhouse just to test if the unit heaters are 
malfunctioning, because in incomplete combustion a by-product is 
ethylene gas and we've had situations where we weren't sure if we had 
the proper combustion or ventilation and air exchange. We would set 
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geraniums in there and if the geranium shatters within four or five 
hours, we get the impression that we had better do something. It is 
an odorless gas. 

I was going to say that sometimes people have their apples in their 
storeroom in the same place they have their cucumbers. The cucumbers 
start turning yellow and they wonder why. Well, this is ethylene gas 
fromthe other fruit that you may have stored in there too. They 
naturally produce their own ethylene as they reach a mature stage. 
This just speeds it up a little bit. 

Q. THE QUESTION INVOLVES THE FREQUENCY OF WATERING NEED FOR BEDDING 
PLANTS. 

A. It is sort of like how high is up. It depends on the temperature and 
air movement. A hot windy day, you might water them three times that 
day for some varieties that take more water. To some extent it has 
to do with the varieties. To some extent it has to do with the size 
of the plant in relation to the soil mass that is with it. In other 
words, an older petunia will not take as much water as a smaller 
petunia. Watering a bedding plant as a rule is usually not much of 
a problem from the standpoint of overwatering, because you don't have 
that much soil to begin with. In other words, you usually have a 
leaching problem more than you have a watering problem. You can 
seldom really overwater a bedding plant, especially at the retail 
level because the soil mixture does not retain that much moisture. 
In other words, it goes through it. The little cell pack is about 
the size of a shot glass, and can't hold that much moisture in a 
light soil mixture. Now if you have a heavy mix, you could over
water and if you are holding impatiens you could rot them off. I 
don't know how you could put all this on a tag. I see the situation 
that you are talking about, but there are several things that enter 
into it, age of the plant, soil mix, etc. I'm thinking that hopefully 
by the time you would get it as a retailer this shouldn't be a prob
lem, they pretty much would need water all at the same time. We 
water everything; the whole place gets it other than cactus material. 
If a good mix has been used with good drainage, I think what Bill says 
is right. But some people will use a lot of a heavier mix on some 
of these bedding plants and in these cases it is possible to over
water them. 

I think an idea to keep in mind is that if you buy plant material, try 
to buy from an area in the country that uses the same mix or from a 
grower who can supply you with a spectrum of plant material of all 
varieties. Or buy from a group of growers who are using the same mix. 
In other words, don't buy from a grower who has a heavy mix in his 
vegetable plants and then uses a lighter mix on some of his other 
material and then try to merchandise them and water them with the same 
watering program. In our operation when it comes to watering, the 
vegetables get it along with the impatiens and the mar~golds and the 
petunias. If a person goes in to water, they will water the entire 
place at that time. When you get into foliage plants, that is another 
critter. But in bedding plants, they pretty much get all the same 
time. 
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You can overwater Coleus, but it has never been that much of a prob
lem. You can overwater impatiens. 

_Q.. WHAT MATERIAL DO YOU PREFER FOR BUILDING A GREENHOUSE? 

A. This is like religion, cars and politics. We prefer fiberglas. We 
have our reasons. An awful lot of people who are using double-poly 
wouldn't want fiberglas. The easiest thing to grow in is a glass 
greenhouse from the standpoint that you get all the sun. There is no 
shading effect. There is no light dif fusidn and the light goes 
straight in. I can grow a better crop in a glass greenhouse than I 
can ever grow in a plastic house. They breathe, glass houses breathe 
where glass is lapped together. You don't get that stuffiness and 
you won't require exhaust fans to pull air out as a rule. 

_Q.. HOW LONG DO FIBERGLAS HOUSES LAST? 

A. There is a coating called Ted-lar, DuPont ultra-violet barrier that 
you put on or have put on when you buy fiberglas from the manufacturer. 
We've got sometimes five or six years and it looks really good. The 
ones that don't have coated don't look as clear, but we are using those 
for foliage houses now. I wouldn't want to grow a poinsetta crop or 
a mum crop in there anymore, but we can grow great foliage. 

HAYNES: 

I should mention before we break up and I'm certain that you've been 
informed of this before, but there are tapes available which deal 
with various aspects of the subject matter that you've been hearing 
at the conference. I thank you all for coming. It has been a super 
session. We'll look forward to seeing you back at the conference next 
year. 



Chairman: Reed Varian 
Manager, Farm Markets Division 

OAMA--Columbus, Ohio 

Giving our first presentation this afternoon is James Erwin. He is 
a graduate research assistant at The Ohio State University in the Depart
ment of Horticulture. Jim is from northern Indiana and operates a pick
your-own small fruit and vegetable operation along with his father. 

ADJUSTING YOUR MARKET IMAGE TO FIT YOUR CUSTOMER 

James Erwin 
Graduate Student 

Department of Horticulture 
Ohio State University 

Adjusting your market image to fit your customers, that is just the 
first part of the problem. Easier operation, easier growth and/or ex
pansion, and therefore success, are the end result. Should I go to sell
ing from my garage; that is a jump to somebody who is selling out in their 
front yard. Then these guys wonder, should they build a building just to 
sell produce. Then when tiley exceed the capacity of this building, they 
wonder should I put up a market like this for expansion or should I go to 
a market with a rustic image. You don't even need a barn for a rustic 
image, but this barn was moved in. It was unpegged, moved in, and reas
sembled right there on the spot. Or a really rustic image like this. 
Let's get down to something that we all deal with every day which is dis
plays. You can change your image a lot with displays. Here is one type 
of display, a certain image goes along with it. A cooler, a grocery store 
cooler. Add a little woodgrain contact paper across the bottom and that 
changes your image a little. You can board it in and make it look like 
all the rest of the market with the walls and the rough cut lumber. Let's 
look now at the traditional selling concepts. When everyone started talk
ing about Heritage Red raspberries, this is what I thought of. They have 
a product, hey, I can grow Heritage, they are easy to grow. Then through 
my selling and promotional advertising, I'm going to aell this product and 
end up with profit through greater volume. 

Let's look at the marketing concept, what the customer needs. You 
focus on what your customer needs, not on your product. Then to an inte~ 
grated marketing effort which includes your price, your product, your pro
motional effort, and then how you are going to get that product to the 
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consumer, you end up with profit through customer satisfaction. Customer 
satisfaction, that is what we are after so let's make the assumption now 
that all firms wish to increase customer satisfaction. The important 
thing is to know your customer. We can make three basic marketing as-. 
sumptions. T..-ie first one, all consumers are similar. ci.as any marketer 
figured out how to be all things to all people? I think that is kind of 
hard; I don't think it is possible, so let's make the assumption now that 
each consumer is unique which is true, we are all individuals. Everyone 
of us is different, but then you end up with something like this. Every 
customer is different; you always have to change your image every time 
someone walks in. Here comes Mabel; let's change the walls. It doesn't 
work like that. So what we come up with is that all customers are differ
ent, but they have similarities. That suggests a partial market segmenta
tion. We look for similar traits among consumers and then we attempt to 
market to these similar traits. So what do the segments mean; what do we 
have to ask? 

First of all we have to be able to define and measure these segments. 
This can be done by census bureau information or Chamber of Commer classi
fication of what type of people live in that town. If your Chamber of Com
merce is a good one, they can help you. If you are dealing with certain 
ethnic groups you might be able to learn a lot from the churches they be
long to. You can get an idea of the numbers of the type of people that you 
are after. You have to be able to reach this segment; you have to know 
where they are, and you have to know how to get to them. Then you have to 
know the numbers and you have to know their potential. 

Let's look at some ways that are maybe good ways to segment your cus
tomers. Let's start with city, suburban, rural. Where are they from? 
Where are they living? Age and Family size and family status? Income, 
high income, low income? Is the wife working away from the home? The type 
of job they have. Do they own a freezer? To a lot of us trying to sell 
volume, that is very important. Can they handle the volume? Are they 
first or second generation off the farm? Do they have fond memories of the 
farm? Visiting grandma or grandpa. 

Here are some segments that I ran into last summer in my research. 
Suburban, middle-aged, medium to large family, they own a freezer, first 
or second generation off the farm, and they are aware of quality. See 
another segment that I ran into. Urban, on welfare, food stamps, they want 
specialty products, they like large quantities and they are very price sen
sitive. By price sensitive I mean, if you raise the price a little bit, 
you sell a lot less quantity. Another thing, is the customer the consumer? 
Are you selling to the person who is going to eat it? This is my niece, not 
much of a customer, but one of the greatest blueberry consumers I've ever 
seen, both hands out in the blueberry patch. Leaves, stems, the whole bit, 
she just loves them. Another thing that I think we run into, a lot of us 
run into in farm markets is selling to an organization homemaker. This 
person does not have time to go away in the middle of the week and pick
your-own. You can even push this market on the weekends when the family 
comes to the farm market. They say I wish I could get enough to freeze, 
but I don't have time to come out and pick. I suggest why don't they get 
one of their neighbors to come out and pick during the week days sometime. 
So we have to know our customers. 
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Now how can this segmentation help you and your image. And i10w does 
it all fit together? How many of you have seen the volumes that you are 
selling decreasing? You know you can sell bushels and half-bushels, now 
it is getting down to bags, half-bags and somebody is walking out with 
triree apples. I think most of us are seeing a trend like this. Well, here 
is a market where the only pre-packaged thing they do is the half-bushels 
back there. That is just to save time, because the crowds are too big 
around the bins. They have developed their customer segment to only those 
few people who want to pick the big volumes. So he is selling out of his 
garage. He is going up to Michigan, buying in bulk bins and trucking them 
down. He sets them in his garage and has developed his customer segment 
to where he just sells in quantity. He has low overhead and is doing a good 
business. 

What I want to show here is some marketers who are developing an image 
that is very popular with younger people who are concerned about healthy 
foods; not health foods, but wholesome, farm produce. They are very con
cerned about this healthy image. You can develop your market and your image 
to fit these people. 

Even in U-pick you find images. You see tl1e lady here in the orange; 
I don't know whether she would be very interested in going out to a berry 
patch, even if they were cheaper berries and picking somewhere where there 
was dirt between the rows and weeds. I think this clean patch where she is 
not too worried about snakes or getting her sneakers dirty is ideal, be
cause I think she is really more worried about not getting those dirty than 
in paying a little higher price. Can you imagine that lady on this bus 
driving through a dusty field? I don't think so. In my small group of cus
tomers, I don't think you could drag them on that bus. But for this market 
and for other markets like it, they are very successful. The bus system 
has worked out real well. How many U-pickers could get away with letting 
absolutely no one under 18 in the field? But this market, they know their 
segment, the people are coming there for cheap food. The people who come 
to pick don't want to hassel with a bunch of kids running around. They want 
to get in there, they want to get their food and get out of there. 

Now we are going to get into my research that I did this last summer. 
I did two surveys. One was a mail survey. By the way, I want to thank you. 
When I started running this survey, they told me if you get 40% return you 
are doing really well. There is just not enough interest, you won't get a 
good return. You folks gave me 60% return. I want to thank you all who 
answered that mail survey. Of the 297 good useable responses I got, 19.5 
or 20% had been in business less than five years. The other survey was a 
visitation survey where I went out to the market and interviewed the mar~ 
keter himself. I got a lot more detailed information. 

The average number of acres in 1978 of fruits and vegetables, and you 
can see for Ohio it is 40 acres, for Michigan 135, Indiana 150. The aver
age for all markets was 117. I can explain that a little bit because of 
conferences like this one right here, Ohio markets have developed a lot in 
the retailing aspect. So their acreages are not as important. Indiana 
markets seem to have developed in vegetables, larger acreages of vegetables. 
Michigan markets seem to be more involved in fruit production and then 
smaller acres. That may explain some of the wide variety there. Now I 
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would like to get to the things that I handed you earlier. Does everybody 
have one? 

I told you if you were short season markets, the acre.age for all short 
season markets was 67. Can every,body see well enough to write? So what I 
would like you to do is in the corresponding block here. If you were short 
season, you would put 67 right here. This way what you are doing is we are 
going to go through three variables. This way what you are going to do is 
compare your market against the industry averages for your type of market, 
not all markets, just your type of market. So if you were short season, 
write down 67. If you are open five to six months, the average acreage for 
those types of markets was 127. Long season was 75 and year round, 189. 
Unfortunately we don't have time to go over the rest of the data on the 
slides. But one thing I would like to point out right now is the similarity 
between short season markets and long season markets. Then the half season 
markets and the year round markets. The marketing factors that I studied 
were not a progression as far as the number of months open. Things don't 
seem to increase proportionally to the number of months open. 

Next dollar sales. Average dollars per sale reported by the operators 
interviewed was $7.20 for short season markets; half season, $6.90; long 
season, $5.80; year round, $7.10. Now what I mean by price sensitivity is 
how much does a rise in price affect the amount of product that you sell? 
This is on a relative scale, 0 to 9. Zero means it is not price sensitive; 
you can raise and lower your price and it doesn't really affect how much 
of the product you sell. Nine means you raise your price a little bit and 
you sell a lot less. Here we can see the difference in the two types of 
markets. The half season year round markets are more price sensitive than 
the short season or long season markets. One thing that I can say that I 
think kind of accounts for this is short season and long season markets 
seem to be very crop oriented. They seem to deal in on~ or two types of 
crops. The half season, year round markets tend to go with the seasons 
more, whatever is in season. Average number of products, the last column 
on your page. Short season, 25 different products; half season, 59; long 
season, 41; and year round, 90 products. You might want to compare this 
with your market. 

Now I asked what system was most profitable to market your product. 
I've divided these into three categories, on-premise farm market, pick
your-own, and off-premise. My mail survey showed me that less than 1% of 
the markets were strictly pick-your-own; all the rest of the markets seemed 
to run some kind of combination of different selling methods. Basically 
everybody is selling by a couple of different methods; whichever is most 
profitable. 

The average number of months open for on-premise farm markets was 7.9 
months; pick-your-own operations, 6.2 months open; and off-premise farm 
markets, 9.6 months. 

Let's look at advertising for farm markets. My research showed that 
over the three state area, farm marketers on the average spent less than 
1% of their gross sales on advertising. If we compare that against what 
other industries spent, the closest thing on this list would be food 
stores, they spent 1%. This doesn't include Sunkist Oranges and L~ggs 
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Pantyhose and other brand advertising. If you add those things in, this 
gets booted up somewhere around 3 or 4% of gross sales. Many of you are 
selling recreation or selling a weekend outing or a day outing on the farm. 
If that is true how does this compare with other recreational services? 
Hotels and motels spend 2.2% on the average on advertising. Motion pictures 
spend 3.7%; amusement and recreational services, 2.2%. So I think one thing 
we can see, if you look at yourself selling food or you look at yourself 
selling recreation, the industry averages are way below other industries 
as far as the amount spent on advertising. All retailers spend 1.5%. 

How do these markets expand? A few ways are discussed in the follow
ing paragraph. There were five markets in my research which had put in 
baked goods and all five of them were very happy with the results. Some 
of them stated that you had to wait three years before you really. got a 
business off the ground, but then it really picked up and it was really 
good. Again, it wouldn't go for all type of customer segments. Plants, 
retail greenhouses is another way a lot of them are expanding. A large U
pick operation in Michigan has a concession stand; they feel they have a 
high enough customer flow that they can make money off of a concession 
stand and provide a customer service. These were products that were given 
to me by marketers this past sunnner that were successful for their markets. 
Bakery and nuts were mentioned to me as successful products. Some markets 
had trouble with frozen fruit, but they blamed it not on the ability to 
sell or their customer's desire, but on the fact they didn't have the proper 
equipment to handle it. Other products were mentioned as successful prod
ucts by some of the markets and as failures in others. Jams and jellies 
and cheeses were examples of these products. Notice the great variety here. 
I think knowing your customer segment again is going to give you a jump on 
adding new products. If you know your segment, and you know what they are 
going to want, you will have much greater success in adding products. 

One thing I want to bring up is people who had bakers had success, 
while some people who tried pre-packaged baked goods did not have success. 
If you are trying pre-packaged baked goods to decide whether or not you 
want to put in a bakery, don't necessarily use that as a sign as to whether 
the bakery will work because many of them stated they did have failure with 
pre-packaged baked goods. 

Q. COULD YOU DEFINE SEGMENT? 

A. Okay, it is grouping together customers as to similar characteristics. 
What is similar about these customers? It could be that you are deal
ing with suburban housewives with freezers. You will deal differently 
with apartment dwellers than you will with those people. Again, as I 
said in the beginning, I don't think you can be all things to all 
people. So it is important to start thinking about what segment you 
are dealing with. 

g_. WHAT DOES OWNERSHIP OF FREEZERS HAVE TO DO WITH YOUR SEGMENT OR HOW 
YOU ARE GOING TO MARKET TO THEM? 

A. The guy who is selling the large volume of fruit per customers may be 
after only 2% of the population, the people who will consider coming 
out there and buying a half bushel or a bushel. But you can make a 
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good business off 2% of the population. I think the interest in 
healthy foods is a definite trend; I think that is a definite segment 
to be really pushed in advertising. How is the decis.ion going to af
fect people who are looking for healthy foods? Are they more im~ 
pressed with a nonrefrigerated, nonstainless steel atmosphere? I 
don't know. Each market is so individual. 

Q. WHERE DID THE MARKETS GET THEIR FROZEN FRUIT? 

A. The people that I ran into were buying frozen fruit from companies 
who quick froze either in bulk or larger containers. I didn't run 
into any markets that mentioned that they were freezing their own 
fruit. Are any markets in here freezing their own fruit for retail 
sale? We have one back here that is. I saw no frozen cider being 
marketed. Anybody marketing frozen cider? Seven of you d·o. I know 
a lot of them will freeze it and then sell it later thawed. These 
people who are dealing with tourists have very different marketing 
strategy and different things are going to work. Your segment may be 
tourist and basically high income. There are certain type of recre
ational areas that appeal to a higher socioeconomic level than others. 
You may be able to define your segment as a tourist. 



VARIAN: 

KEEPING PACE WITH TOMORROW 

Ira M. Hayes 
Vice President 
Speakers Bureau 

NCR, Dayton, Ohio 

Our next speaker's name is Ira Hayes. More than three million people 
have heard the presentation made by Ira Hayes, the presentation that he's 
going to make for you today. Mr. Hayes is Vice President of the Speakers 
Bureau for NCR. He has been involved in all levels of corporate manage
ment in his long experience in business. He has another name--they call 
him the Ambassador of Enthusiasm. So let's bring on Mr. Hayes, the Am
bassador of Enthusiasm. 

(This is an illustrated lecture that was a highlight of the confer
ence. It loses much of its impact in printing.) 

HAYES: 

Good afternoon. Coming to a close on your convention. Have you had 
a good time here? Enjoyed it? Great. Well, I hope I don't ruin that 
record. Stop and think a minute, you know, you have conventions and you 
think of people's problems. How'd you like to be my age and travel out of 
Ohio with the name of Hayes the last few weeks. Well, Hayes' seem to give 
me trouble wherever I go in Ohio. 

I'm glad to be here with you. I make a living doing this and occas
ionally people say, "Hey, I think I saw you somewhere else before." Well, 
actually I've done the program for 23 years. That's a long time, isn't it? 
Basically the same program. A lot of time people call me and say, "We 
enjoyed your program, but unfortunately a lot of people had to leave and 
about coming back again next year and doing another program." I say, 
"No, I only have one." Found out it's a lot easier to get a new audience 
than it is a new program. So you'll probably never see me again so if you 
are interested, stay alert. Okay? 

Well, I am glad to be here and really when you do something like 
to make a living other people wonder about you. The mere fact that I 
done this meeting for 23 years. I live out here in Kettering, Ohio. 
getting ready to leave on one of these speaking trips and my next door 

-.350-

I do 
have 
I was 



-351-

neighbor was standing there watching me get in the car and he called over 
and said, "Where you off to Ira?" I said, "Well actually, Ed, I'm going 
down to Jacksonville, Florida to do my program." He said, "Wow, you just 
came back from New Orleans didn't you?" And I said, "That's right." He 
said, "Not long ago you were in New York doing it. I remember Carolyn up 
there with you." And I said, "Yea that's right Ed. That's funny that you 
would be checking up on me like that." Well he said, "I'm not checking 
up on you, but Rach (that's his wife) and I were just talking about you 
the other day and we were just saying that every time we see you, you're 
going out to do that program, or you're coming back. We were just saying 
the other day that you've got to be sick and tired of doing it really. 
Doesn't it get boring? Doing that same old thing every day of your life, 
year after year." I said, "Well Ed, it's funny that you think that. I 
found out somewhere along in my life if you really believe in what you're 
doing, you love what you're doing, you're halfway decent at what you're 
doing, then it never gets boring. It never gets tiring. And I'm very 
much in love with what I do." 

Some places we go, it's called a private meeting or a private confer
ence. Next week in Tampa, Florida, it will be done as a positive thinking 
rally for 12,000 people. Yesterday in Phoenix, it was a banquet speech. 
Some places it is called a few other things too. But regardless of what 
anyone else calls it, actually I just had the great personal pleasure of 
going across this nation and telling the story of its people and its prod
ucts and it's exciting and it's a wonderful way of life. And if tomorrow 
morning when you get up, you're more excited about what we've all put to
gether, then our mission has been completed. 

But tomorrow morning when you get up and peep out of the window to see 
what kind of day the Lord has sent to you here in beautiful Ohio, the few 
of you who are able to peep out the window, you won't think about it. A 
little different than today. And this morning when you got up and you 
looked out, you didn't think about it. A little different than yesterday. 
And as the tomorrows very softly unfold, they carry you into an exciting 
place called the future. A very important place. Most Americans are 
afraid of it. They don't want to go in. They want to stand on the side
lines and say, well I'll tell you something fellow, you get this unemploy
ment thing down, and you get the stock market back up, and you get the gold 
thing stabilized and get the interest rates back down, and you fix up the 
Middle East, and get the energy problem solved, and then I'm going to show 
you how to sell some fruits and vegetables. No you're not. We all go in 
one day at a time. That's why we call our program, "Keeping Pace with To
morrow." 

What date is today? January 16, 1979. Yea, it is a little different 
than yesterday. Heck, do you remember where you were January 16, 1978? 
Hey, how about 1 76? Man that was our bicentennial year. Remember that? 
We planned on that thing forever, and it's three years behind us. Where 
were you on January 16, 1959? How about 1949? Say, I wasn't born yet 
fellow. I was born. In fact, I remember January 1939. I vividly remember 
January 1932. Now I'm sure that doesn't sound like much to you, but I 
remember. You know why I remember? My father was in your business. In 
those days though we weren't specialists. My father had a roadside store. 
We sold everything. Our main objective was to survive. I remember that. 
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I used to watch my poor old father. You know what my father did back in 
those days? He used to get up at 5:00 in the morning. That's when he 
opened up his roadside store, at 5;00 in the morning, and he'd keep it open 
all day, all the way around the clock until 1 and 2 o'clock the follawing 
morning. Seven days a week, every day of the year. There would be some 
days in 1932 from 5:00 in the morning until 2:00 the next morning, he 
wouldn't take in five dollars in cash all day long. Of course, I'm sure 
you're not interested in my father, are you? If you're like the average 
American man or woman, you'd say, "I could care less about your old man, 
buddy." "What I'd like to do is make ten grand more myself next year" 
or rather "Money's no big deal for me, I've got plenty of money, I just 
hope I live long enough to spend what I 1ve got." Well, you may not. You 
know last year we lost 2 billionaires. Some guy says, how much did they 
leave? They left it all. Oh boy, what's the big deal about running a 
big business and getting all that money. That's right. Money is impor
tant. Money is a success symbol if you don't have it. If you've got 
plenty of money,like I do, you want hair. Yea, that's what would be a 
success to me, success to me Ira would be to lose about 20 pounds. I'd 
like to look like I did in World War II. That's what I'd really like. You 
know what I would like to have? I'd like to have more time for myself. 
I'd like to have time for my own hobbies. That would really be success 
to me. Yea, success to me would be to have some decent people working for 
me. You ought to see the zombies I hired today. You talk about stupid. 
They read the obituary column and can't figure out why people die in 
alphabetical order every morning. 

That's normal, that's why you are here. Id you didn't have problems, 
you wouldn't have had to come here. That's why I never have to go back 
any more. You know how many programs there are like this every year in 
the United States? There are 900,000 meetings just like this every year 
in the United States. If I did 150 a year, it would take me 600 years to 
go by. And that's all they go there for, is problems. This gentleman here 
right before me, he showed you some answers to some problems. That's all 
anything is. You open your mind, you learn to observe. Success is what
ever you happen to want. And that's really what the program is. So while 
I'm here with you for 40 minutes or whatever I have together, I'm going to 
try to show you some of the things that have happened to me in my 30 years 
as a career. And if some of them appeal to you, and you're smart enough 
to use them, be my guest. And then when you leave here today, you're a 
part of me, I'm a part of you and we 1ve all progressed. Right? 

First thing I've learned about success, regardless of what you con~ 
sider success. The first thing I've learned is Learn to Observe. Look 
around. Now I've been carrying this book with me ~or 30 years. I don't 
know if you can see it clear in the back, but on the cover it says, Idea 
of the Week. Now obviously the cover is not 30 years old. I've worn out 
a lot of covers. I just made this one over the Christmas holidays. But 
in the bowels of this book are some of the original ideas that I wrote down 
30 years ago. And every week of my lH e I write down one more idea. Now, 
of course, in the free enterprise system, which is what you're in, we're 
free. Free to sell whatever you want. Free to do whatever you want. Of 
course, when you're free, you're free to be negative. And we've got nega
tive people. You probably have a couple in your own company once in a 
while. Negative people. There the guys that say, I hate those guys with 
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all the ideas. I like a guy with one idea and get out there and do it. 
Not only that, but that joker's been writing them down every week for 30 
years. There'E> got to be more than a hundred. I dcm't think I'd ever get 
that many of them don~. Not only that, but I don't think you could come 
up with one idea every week for the rest of your life. 

I found this out. You can do anything if you want to do it. Now all 
you have to do to do it, is when you leave this convention take four pieces 
of paper. Lined paper, that's all. Take a felt-point pen. Across the 
top, write 1979. Then in the left-hand column write 52 numbers, 1 through 
52. It takes four pieces of paper; skip a line inbetween the numbers in 
case you ever get a big idea. That's all there is to it. Now if you did 
that you would be the only person in the entire industry world-wide who has 
the book. You've already passed all your competition. Just make sure you 
observe the right thing though. Because most people in any group, they'll 
always observe the wrong thing. Like the drunk goes to the circus at 4:00 
in the afternoon. He's so stoned he can't even walk around anymore. By 
accident he stumbles into this side show. They've got this ferocious lion 
in this cage, hissing at him. And when this drunk looks at this lion, he 
can't believe what he's seeing. Pretty soon he's stunned when they bring 
this little girl down in the little bikini, built just like a boy. Boy oh 
boy oh boy. They open the door, and they throw her right in with the lion, 
and the lion roars right up. The drunk almost dies, but the girl jumps out 
of the way of the lion. And they just keep going around.· Pretty soon she's 
petting the lion, pretty soon she's down with the lion, pretty soon they're 
sitting together. And the drunk's watching this. Pretty soon the lion 
kisses her. And then he kisses her on the shoulder. And the drunk's watch
ing this. There's a guy standing there watching the drunk and he says, 
"That's neat isn't it buddy?" "You bet that's neat, you think you could do 
that?" "You bet I could, if you'd get that miserable lion out of there." 

You watch, almost everybody will observe the wrong thing. When I 
talked about 1932, '33, you said, I didn't live in 1932 or 1933. You were 
amazed weren't you when you found out my father took in five dollars a day. 
So what, we don't care about it. You know where you're going to fail? 
Where you're going to be successful? Not last year, today. Look at this 
nation today. It's a lot different than in 1932. You fly across this 
nation with me a hundred and fifty times a year. I zip back and forth over 
all the beautiful cities, St. Louis, Albuquerque, Albany, Georgia, Albany, 
New York, Los Angeles, San Diego. Big rich nation today. There are 220 
million people down there. Free people. That's beautiful too, free. 
Isn't that wonderful to be free? Free to dress the way you want to dress, 
fellow. Free to eat what you want to eat. Free to worship where you want 
to worship. Free to say what you want to say. Free to buy from whom I 
want to buy. In fact, it's called the free competitive enterprise for one 
reason, you drag your feet and get just a little complacent and there's 
somebody else right behind you ready to jump up and say, you know fellow, 
I've been watching. I can do that job a lot better than you're going to do 
it. And, of course, if he does, he wins the rewards of the free enterprise 
system. The banker calls it net return on your investment. Merchants like 
yourself call it net profit. Where I came from, we called it cash. That's 
the poor man's credit card. Anyway, get out the airplane, ride along the 
highways that link together all the cities and observe. Look at the people 
out there, aren't they beautiful? Mr. and Mrs. America in their plaid slacks 



-354-

and bulky sweater and dirty white sneaker shoes, burning up a seven dollar 
steak an a $63 grill in the back of a $90,000 home in a place called Happy "' 
Valley,, U.S. A. And, of course, they' re rich today. You don't have to worry. 

You know why my father took in $5.00 a day in 1932? Because there 
wasn't any money around, that's why. Today y-ou don't have that problem. 
Money is the least of your problems in the business world. We've got bar
rels of money. Personal income, $1,760,000,000,000 (one trillion, 760 
billion dollars) a year. We only spend about half of that in the stores 
and shops and the roadside places sprinkled around. As one guy says, yea 
buddy, they would spend a lot more but they can't get waited on. Anyway 
they're out there. And they are rich. I remember standing in a place 
called Altoona, Pennsylvania, anyone here ever been to Altoona, Pennsyl
vania? Little tiny place, isn't it? I stood in Altoona, Pennsylvania one 
day, beautiful day. Fall day, the leaves are golden bronze. I'm standing 
there, here comes this young kid down the hill, brand new sports car, top 
is down, glistening, riding along with the wind in his hair. I said to 
myself, can you imagine a nation rich enough my friend that a kid could 
walk into an automobile agency in Altoona, Pennsylvania and peel off $8,000 
for the privilege of riding across a concrete highway with the wind blowing 
through his hair? Yea boy, it's wonderful, isn't it? We've got a lot 
haven't we? We've got so much food, we can't even eat it. While you're 
sitting here right now 22 garbage disposals are roaring through the lunch 
you left, trying to get set for dinner. Oh yea, it's great isn't it? Got 
neckties hanging in this closet he hasn't even worn in seven years. So 
confused between the big wide ones and the skinny ones, he quit wearing 
them altogether. Went out and bought a hundred million turtleneck sweaters 
with alligators on the pocket. Two quarts of hair spray to repair the 
damage. 

So what are you telling us all of this for? Just wanted you to ob
serve. What did you observe in all that? What do you observe when you see 
a man burn up a seven dollar steak on a $63 grill in the backyard in a 
driving rain storm standing under a golf umbrella? Wired to the water 
faucet so I won't get electricuted on the rotisserie. And a $400 micro-wave 
oven sitting idle in the kitchen. Speaking of micro-wave ovens, how does 
it grab you when you see thousands of women buying micro-wave ovens and 
then spending an additional $50 on an extra course on slow cooking in them? 
What do you see every time you see kids spend $35 for platform shoes that 
they can't even walk in and then cover them up with 18 inch trouser cuffs 
made out of blue denim so nobody know that they have them on? Or at Ohio 
State, what do you think of 10,000 kids that buy wire-rim glasses like you 
have on, put plain glass in the wire-rims to wear over the top of their 
color contact lenses? I said they're crazy, that's what's wrong with them. 
They're not crazy. I learned that first and great example, success is a 
skill. That's all it is. Success is a skill. Anybody can run a business. 
Depends on how you learn how to run it. 

Success is nothing more than a skill. The basics never change. From 
1932 to today. Some of these people in this room are going to fail. Some 
are going to be successful. My only contribution is as I've gone along, I 
have tried to pick up these people. There it is, we live together. We burn 
up steak together; we wear our steel-rimmed glasses together. And if y·ou "-
want everybody just to come to your store, course they'll all come together. 



-355-

Course you meet the negative people that say, "Knock it ofx fellow, H's 
not that easy. Just cause one guy does something that doe.sn "t mean every
one is· going to run and do it." I don 1 t know. I only know from what I 
have obs-erved :tn my life. You remember that kj:d. You remember Davy 
Crockett? I'll bet some of you in here wore a Davy Crockett hat. He came 
roaring through the United States back in the 50s. You know what he did 
when he roared in and out of the United States? Rang up cash registers 
300 million dollars. My boy put it on, he ate in it, he slept in it, he 
took a bath in it. One Sunday he tried to sneak in church in it. One 
day the temperature streaked up to 95 degrees. I looked at this kid, 
perspiration's drenching down his face, his lips are purple, he's going 
into shock. I say, "Look stupid, it's 95 degrees, get that hat off before 
you melt and run down into the sewer." He said, "Are you kidding? You 
realize when Davy Crockett went down at the Alamo it was 135 degrees. 
You think I'm going to chicken out at 95." I remember that day, a very 
important day in my life. I said to myself, I used to sell cash registers 
and accounting machines, boy I'll tell you one thing. I'd like to sell my 
cash registers like that nut sells those Davy Crockett hats. How's he 
come to sell all those Davy Crockett hats, because everybody else already 
has one. It would be a good idea of the week, figure out how to show every
body that doesn't have one of my cash registers that he ought to get one 
because everybody already has one. How you going to do it? I don't know, 
that's all it is, just write down the idea. That's all you have to do. 
Anything that happens to you. Look around your business. What happened 
to that guy? What happened to that fellow? Aw' he got mad and he walked 
off and left that stuff there. Why? Why? Why? It would have been nice 
if we had someone to go over there and help him. That's the idea of the 
week. That's all it is. I took pictures because I wanted to show every
body that everybody else already had them. I took 700 pictures. You know 
how big that book is with 700 pictures in it? About that big. Nobody'll 
look at it. As soon as you walk into a prospect with a book that big, the 
guy says, "Hey look fellow, I 1m going to retire when I'm 65 and move to 
Florida and watch women and fish. I 1m not going to stand there why you 
try to turn 700 pages." So how can I show him 700 pictures? Get a book 
without pages, great. Great idea. I've invented the book without pages. 
At the peak of my career, I had 700 of them. 

No I realize that this will not affect everybody in this room. You 
may not sell a product that's adaptable to it. Don't close your mind. 
Open your mind and ask yourself, how could I use that idea? Mr. Smith, I 
want to show you some of the people that already bought it. There they 
are. People do almost anything together. You get them started, boy you 
got a wave of people corning. People are afraid. They need encouragement. 
If you're selling them a big ticket item like underground watering sys
tems, I want to show you some of the doctors that already have the under
ground watering system. If he's a doctor, don't tell him a lawyer's got 
it, he hates lawyers. If you are selling se>rnething to someone on the 
south side of town, don't show him pictures of the north side of town. 
People want to get right into their own little tiny category. I: want to 
show you some of the people who used to use that one and changed to this 
one. Of course, you meet people who say, "Man, I'll tell you one thing. 
That's really high-.pressure selling, isn't it?" That depends. I had a 
guy tell me one day, "If I had to sell my product like that, I wouldn't 
sell it." I said, uDon't worry Harold, you're not." If you don't believe. 
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in your product, and you think it ought not to be sold, th.en you ought to 
get out of that business. You say, I dQn't like it still. We're a nation 
of sheep. That's all it is. Putting peer pressure on everybody. Great. 
Let me ask yciu this question. Wouldn '·t it be nice if every, man and woman 
in this room had a will made out? Wouldn't it be nice if every man and 
woman in this room would take a physical examination during 1979? Wouldn't 
it be nice if every man and woman in this room who had dependents had 
properly executed insurance programs for them? Hey, what are you doing to 
me? Preaching to me? I'm not preaching to you, I'm just saying, move, 
actually look, it's a competitive world. While you're sitting here today 
your competitor is out there getting your business. He says, yes, but look 
at it on this side, how would you like to get rid of all your competition? 
Oh, we couldn't get rid of our competition. We need competition. Do you? 
I never needed them. I'll show you the guy that wiped the Davy Crockett 
hat off every kid in Ohio. Why? Zoar. Why? He's a bandit. He's not a 
bandid, he's a good guy, he hates bandits, you never know what's going on. 
Not only that everyone has him but us. I'd like to trade in three of these 
Davy Crockett hats. What do you mean, you don't trade them in, they're 
like new, a little perspiration on them? What will I do with them? You 
really want to know? Oh the basics never change. 

Steven Hayes has grown up, he does not buy Davy Crockett hats anymore; 
he buys CB radios. And I mean we have to have CB radios, don't we? The 
guy that lives next door to me has three CB radios in one car. Two in the 
trunk, one under the dash. They steal the one under the dash, he moves one 
up from the trunk. My wife says, you think he's crazy? Course he's not 
crazy. What's he going to do, run down to Radio Shack everytime someone 
steals the lousy radio out of his car? Yea boy, the guys that come around 
here are always price conscious. He's never price conscious until he gets 
in front of you. He's got a lot of money. He lives in a wonderful and 
exciting world. He'll buy almost anything. Look at this. I'll bet you 
some of the people in this room bought that product. What was it? What 
good was it? No good. Only product ever shipped from an American factory 
without the moving parts included. Yea, but everybody had to have one. 
That's right. Of course, you meet the negative guy who says, yea, but how 
long did it last? Only long enough for the guy to make a million dollars. 
Oh wonderful. That's all my life was. I look at everything. Ask yourself 
the question, how could I use it? Why did that happen? What happened over 
there? Why did he park his car? Why do all those people with the Cadillacs 
always park down the other end of the parking lot? They don't want to get 
their doors banged up. That would be an idea a week, charge them 12¢ extra 
for that. You couldn't charge them for that. You can do anything if the 
guy wants to pay. It's a free world. All you have to do is look around. 
When I was a little boy we didn't have any money. Today we have a lot of 
money. You've got a cross section of customers. You can't tell what they 
look like when they come in in their plaid slacks and bulky sweaters. All 
you can be sure of from this day on, you won't remember me. The only thing 
you'll remember from me is every time you see a customer le.ave your place 
of business from this day on, yQu'll realize they had a lot more money and 
they would be glad to share it with you. But either they couldn't spend it 
or you didn't spend it or you made it unpleasant for them and they walked 
away. Double your business. 
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When I was little you know what we. used to eat for breakf'ast? When 
you 're poor, you know what you eat for break.fast? Oatmeal. That 1's all we 
ate. It wasn 1 t instant oatmeal, this was oatmeal my mom would buy in a 
great big bag. Put it on the stove, cook all night long. Ild lie in my 
bed and hear the oatmeal out there cooking all night. Ploop, Ploop. If 
I walked in my mother 1 s kitchen when I was a little kid and said, ''Well 
Mom, old girl, whatcha' got for breakfast besides oatmeal?" "I'm glad 
you asked because I've got it right here with me. Whop, sit down there 
and shut up and eat that oatmeal." 1978. You know something. We still 
eat oatmeal. You know why we still eat oatmeal because I figured it out. 
We never give up anything. Isn't that brilliant? 

We never give up anything. I didn't give up the AM radio when I got 
the FM radio, did you? I didn't give up the AM and FM when we got the 
stereo, did you? I didn't give up the FM and the AM and the stereo when I 
got the CB, did you? We never give up anything. Now if you understand 
that principle, you can double your business. Just by getting people who 
have never come to you or shopped. Ask them. Sure, we'll be glad to buy 
from you. Didn't know you were interested. Today we eat oatmeal, but we 
also eat dry cereal, and I mean we've got dry cereal. We've got so much 
dry cereal, anytime any of you people want breakfast you come to my house 
right out here in Kettering. Anything you want, we've already got it. 
Don't worry a bit. Those of you who look pretty fresh and alert, we've 
got 40% Bran Flakes, they keep you moving along just as smooth in the morn
ing. We've got 60% Bran Flakes, 80% Bran Flakes, returning vacationers, 
100% Bran Flakes. Severe cases, with raisins in them. We've got Alpha 
Bits, we've got corn flakes with plums, corn flakes with strawberries, corn 
flakes with bananas, corn flakes with blueberries. Alpha Bits with alpha
bets, Alpha Bits with micro sectors for the computer people, you say, how 
did we get all that cereal. I saw our son one time. He was watching a 
television program. He sat there and watched Space Command. He says, "Oh 
I've watched this for 48 days Dad, never missed a version. 11 Forty-eight 
days he watched the same program. Never missed a version. A record only 
beaten later by his mother with the "Edge of Night." Pretty soon a suave
voiced individual comes on and he looks at our son and the other millions, 
did you enjoy "Space Connnandu today? Um, Uh, How'd you like to be co-pilot 
and go winging around the earth at 18,000 miles an hour some day? Let me 
show you how to do it. There's a brand new cereal out today called Wumpy 
Dumpy. You've never heard that name before because it's brand new. But 
let's say it together, so you'll be sure and remember the name. That's it, 
Wumpy Dumpy. See how easy it is to remember the name? Now in that box of 
Wumpy Dumpy you are going to get the magic Wumpy Dumpy Ring that entitles 
you to the Wumpy Dumpy seat of the Wumpy Dumpy co-pilot in the Wumpy Dumpy 
space ship. Now you be sure and get mom to buy Wumpy Dumpy 1 s first thing 
in the morning so you can be the first Wumpy Dumpy co-pilot on the Wumpy 
Dumpy space ship with a Wumpy Dumpy ring. What do you think she brings 
back the next day? Of course, she brings back Wumpy Dumpy plus a few hundred 
thousand other things. I can tell you one thing. I'd like to sell my cash 
registers like that nut sells Wumpy Dumpy' s. How does he. get them t<!l buy 
Wumpy Dumpy's? He gave them a miserable ring. Good idea. From now en 
I'll give every customer a miserable ring. No wait a minute, wait a minute, 
we' re so busy, how are you going to do that. I don't know, it's not called 
a "How are you going to do it" book, it's called an 11 Idea of the Week" book. 
And from that day on, I learned a powerful lesson. 
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You want to get somebody to do something for you, give them some
.thing. He's a little boy and a little girl grown up. What am I going to 
give them? Give them anything. Here's a pencil. The guy says, aw, he 
wouldn't want a pencil. Oh, he's rich, great you're lucky. Poor man will 
walk a mile to save a buck. A rich guy will walk nine. Did you ever eat 
Cracker Jacks? Why did you buy Cracker Jacks? Cause they've got a prize 
in there for me. I never did get the one I wanted. See, I don't believe 
that's really what it is. I don't think it is. Don't be negative. There's 
a new cereal coming out pretty soon, you'll see it. This will blow your 
mind. Whannno. Would you believe nothing in that box of cereal but toys? 
That's right, in fact if you want the cereal, you tear the top of the box 
and mail it in with a quarter and they send you back a bag of oatmeal. 
Say, man, I could do that, that would be great. Wouldn't it? That would 
be a great idea. Well, it's a second secret. Success is a skill. You get 
enough people doing it and you keep them moving. You wipe out all your 
competition. They're going to go where everybody else is going to go. 
How do you get them to do it? How do you get them to buy Wumpy Dumpy's? 

Keep in touch with them. That's the second step in success. When I 
found that thing out. That man right in front of me, I've forgotten your 
name, sir, but you mentioned direct mail right? I heard him say direct 
mail. Boy, as soon as I found that out. I used to send out direct mail. 
I used to sell 1,000 pieces of direct mail every 30 days to the same 1,000 
prospects, 8 years and never missed a mailing. I heard a guy say, "Man 
I'll tell you one thing, I bet they got sick and tired of hearing from 
you." They did. They used to call me on the phone, you get me off that 
mailing list. Yea, I'll get you off that mailing list, but I got to warn 
fellow, if I take you off that mailing list, I've got to put you on the 
bad mailing list. What's the bad mailing list? That's one you'll never 
get off. You better stay on the one you can get off, I say, are you 
crazy or something? No, I'm not crazy. You think I'm going to stop doing 
something that's working for me because you don't like it? You realize 
that half the people in your business are going to fail because they 
stopped doing the thing that made them successful. Originally, because 
they said, "Aw people don't like to do that anymore. Everybody knows me, 
I don't have to tell them what I sell any more." Really? I don't think 
everybody knows you. Watch my wife, watch everything that happens to you. 
What happens to you? My wife goes to the mailbox every day. We had 46 
inches of snow last winter right here in Dayton, Ohio. Wright Patterson 
is closed. I-75 is closed. The whole city is stopped. You know what my 
wife is doing at 4 o'clock in the afternoon? Standing at the window look
ing out at the mailbox. Do you think he'll get through? She waits for 
the mail. She puts her golf shoes on and goes down the icy road to get 
the mail. She comes back, she opens up her mail. She says that doesn't 
look like a bill, it looks like a greeting card. Thank you. Thank you. 
I'll tell you who sent it before I even open it. I bet it is a new girl 
at the bridge club. Dear Carol, wonderful party. Mary. I knew it was. 
You know why I knew who it was before I opened it? Because nobody thanks 
you for nothing anymore. Hallmark. She cared enough to send the very 
best. I say, how'd you know it was the very best. Because they said it 
was the very best. 

You mean that's all I've got to do is run ~cross America telling 
everybody I'm the very best, I'm the very best. That's all you got to do, 
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stupid, and everybody will say, there he is--the very best. Beautiful. 
I'll do that. Of course Hallmark has an image. Hallmark has an identity. 
Everybody has an identity. You have one. Your community has one. Your 
industry has one. Everybody has an identity. It changes as it goes along. 
Look at that guy. Jimmy Boy. Did more for teeth than Jaws. I'm not 
making fun of Jimmy Carter. There's a guy that went from total obscurity 
to the most powerful man on the face of the earth. Observe. How did he 
do it? Nobody even knew him. He was smart. He was a brilliant guy. He 
understood the basics. His father says to him, "Jimmy, did you cut down 
the pecan tree?" You know I'd never lie to you father. President Carter, 
are you going to fire Bert Lance? Course that son of a gun became Presi
dent running around smiling. I can do it too. Yea, if I smiled all the 
time, I'd have to get my teeth fixed. 

Great idea of the week--get your teeth fixed. Everybody knows who he 
is. Just look at that girl, everybody knows who that girl is. That girl 
came on the scene out of total obscurity. Within 48 hours 27 million girls 
are wearing their hair just like she was wearing her hair. My wife says, 
"I don't understand it. How can you remember a complicated name like Farah 
Fawcett Majors and you keep calling Kris, Jane?" I don't know. I only 
know this, the fact that everybody knows them. They are celebrities. If 
they walked in here right now, you wouldn't need to be introduced to them. 
If Mohammed Ali walked in here right now, you'd say there's Mohammed Ali. 
I never met Mohannned Ali, but I'm sure I'd know him. How do you get to 
know celebrities? 

Ask yourself this question, does everybody know who you are? Half the 
people who come in your place to do business, they do not know who owns 
the business. They don't know who the manager is. They don't know any
thing, except there is a sea of people. He wants that attachment. Yea, 
but I'm out in the bean patch, I cannot be out there ev~ry minute, every 
customer. Idea of the week, get life-size pictures of me and put them in 
every place all around. Oh that would offend the customer. It wouldn't 
offend the customer, he'd be delighted to see who you are. Put a bunch 
of stuff in your pocket, anything wrong, write to me. Speak into the 
microphone. Take a tape recording. 

Identity. Celebrities. How do they become celebrities? Because you 
see them every 30 minutes. That would be a good idea, show my picture 
every 30 minutes. From that day on, I never wrote my name without my pic
ture. I'm not kidding you. I never write my name without my picture, un
less it's on a legal document and they won't let me put my picture on the 
legal document. I used to give out blank name cards, then I finally found 
a guy that would sell me these little picture stamps. I'd buy them a 
thousand at a time. They're just like postage stamps except they're gummed 
on the back and I'm on the front. I give somebody my card, I just lick 
the thing and stick it on there. I'm glad. I'm getting my wife and coming 
back and I want to be sure who you were. That's great service. All my 
stationery had it on. My secretary knows it's illegal to send a letter 
out of my office without my picture on there. You say, you on an ego trip 
or something? No, I'm not on an ego trip. Boy, I wouldn't want my picture 
stuck on everything. I know that. I met a banker one time who wouldn't 
put his name on his name card. I had everything on mine. I even had 
monopoly money. 
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Did you ever play a game called Monopoly? Course you have played 
Monopoly. Why? Why? Because it was the greatest game ever invented. 
Guy had a brilliant idea. What did people want in the depression? They 
wanted to make money. They wanted to monopolize. Great. Call it Mon
opoly. You know how much he made on that one idea? 14 million dollars. 
Boy, I could have invented Monopoly. Sure so could I, but I didn't do 
it. Don't worry about what you didn't do, worry about tomorrow. Why 
did you play Monopoly? Get the Monopoly money. I saw our kids fist 
fighting over Monopoly money. I said, what are you hitting Kris for? 
Cause she took my Monopoly money. You mean that's important enough that 
you would get into a fist fight with your own sister over play money? 
Yea, it's important to me. And it's important to me, get the Monopoly 
money. From that day on I've never again walked on the face of the earth 
without some Monopoly money. I use that word Monopoly; it's nothing more 
than a little piece of paper. Everything about me is on the piece of 
paper, my name, address, telephone number, zip code number. Where would 
I be if that phone number doesn't ring? Across the top, the two least 
used words in Ohio, thank you, everything I say in my program, is abbre
viated on that piece of paper. Obviously if I had a business like yours, 
I'd use the same thing except put that on there. My picture is in the 
middle. I go over across America tomorrow morning, I'm going to get on a 
jet airplane and heading for California. As soon as I get on the airplane 
I know exactly what's going to happen to me. This flight attendant is 
going to come over and she's going to say, "Would you like a cup of coffee, 
sir?" "Yea, I'd like a cup of coffee." She brings me a cup of coffee. I 
give her one of those. Guy sitting next to me says, "What good is that to 
her?" I'll show you what good it is. Watch this. Yea, come here young 
lady. You ever get grounded in Dayton, Ohio, in a winter storm you can 
come to my house. Martinis, three cents apiece. Great, give me that 
baby, I'll take that thing. That's not why I do it. You know why I do 
it? I do it to reaffirm the basics. You know what's going to happen 
when that jet lands in California? They open the doors on that jet and a 
couple hundred people walk out. What do you think she's going to say to 
everybody that walks off the jet? Good-bye. Oh, good-bye, good-bye, good
bye. And good-bye, good-bye, good-bye, good-bye, good-bye, good-bye, 
hey, good-bye Mr. Hayes, I'm coming. Oh great, great. 

I've found if they don't know you, they can't buy it from you. If 
they don't know you, they can't even identify with you. If they don't 
know you, you're a cipher, the exact opposite of a celebrity. Of course 
you meet people and you hand it to them and they stand there and look at 
it. That's you. Yea, George died. But we're right here in case you 
need us. I say one thing for you fellow, you're kind of excited about 
your business aren't you? I really am excited about my business. Man 
that's amazing, cause I'll tell you one thing, you don't see anybody 
excited about their business anymore. Course you don't see anybody ex
cited about their business. Why would they be excited about their busi
ness. Ninety-five percent of the people in America are happy right where 
they are. They are making exactly the money they want to make, they are 
living where they want to live. They're happy. Why would he be excited? 
Tomorrow's different. Of course, it's different. My wife gave me the 
two least used words idea of the week. There they are. From that day 
on, I never again walked on the face of the earth without at least 50 
thank-you cards on me personally. Either in envelopes like this in my 
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brief case or in forms like this. Some of them, 50. I keep the envelopes, 
I have the stamps right on the envelope. I learn the easy way. Somebody 
is nice enough to buy a product from me, as soon as he signed the order, 
I just went in and filled out the envelope and stuck it in the mail. Next 
day, he opens his mail and ''somebody thinks it's my birthday. It's not 
my birthday at all." Thank you. Boy, nobody thanks you for anything. 
I wonder who that was. That guy's fast. He even has his picture stuck 
on that thing. Darn I wish he hadn't sent that thing. I was going to 
cancel the order this morning. What about tomorrow? I don't know any
thing about tomorrow. All I know is that's the first piece of merchandise 
the customer ever saw. The customers change, the basics never change. 

That's Steven Hayes today, age 29. My wife says, explain that to me 
would you? Sure, he put his Davy Crockett hat on permanently, that's all. 
Why does he wear his hair like that? Because everybody wears their hair 
like that. What happened to mini-skirts? I loved them. Well, they're 
all down here now. That's amazing isn't it? Sure is amazing. About · 
the future. I don't know about the future. Nobody knows about the future. 
Greatest brains in the world don't know. The only thing you can say is 
it's going to be a little different. How about tomorrow? Our son qidn't 
want to go to college. You know why he didn't want to go to college? 
Cause he had already figured out he didn't know what he wanted to do to 
make a living, so he figured if he didn't go to college right away, he 
could sneak up on it. I said, "Don't worry about it. Go to college. Get 
an education and when you come out, I got news for you. I'm delighted to 
tell you that there are 37,000 ways to make a living in the United States. 
37,000 different ways. Pick one. Become a photographer. Public speaker. 
Sell cars. Get in the bank business. Candy. Hats. Open up a roadside 
stand. Open up a garden center. Become a writer. Sell fruit. Do any
thing. Cause the first thing you're going to find when you get in the 
market place, I'm delighted to tell you, is there is no competition out 
there." He didn't like me to say that. "You have a way of knocking people 
down," he says, "we've got brilliant men and women in this country." I 
say, "I know we have, Steve, I've been observing them for 57 years, but 
believe me when I tell you today there's no competition out there." We' re 
a nation of people standing around begging each other to wait on us, 
please wait on me. Oh, you're going to lunch. Oh! Could I get my new 
car in time to drive it to Florida this March? Not this March, you can't 
friend. I'd like to get my house painted. We're having a blizzard out 
there. That's why I called you early. Well, we don't even know if we' 11 
put you on the list. Call us again this summer. Hey, I think I'll get 
my eyes examined before I go to Europe. Get my eyes examined, you can 
if you want an appointment in the spring of 1980. The whole world's on 
back order. I can't get waited on now. There are more customers coming 
up. Old birds fly in and bring a brand new customer about every six 
seconds. They used to come in squadrons. Then mighty medical science 
slowed them down. But I'll tell you, they're not going to stop these 
customers from coming. You know why? I've observed that most of them 
come in on the wings of enthusiasm. That's the only important word in 
your life. It's the first thing you had when you started your business. 
It's the first thing you give up on the way out. But you know something, 
today in our nation, we're so rich, we're so educated, we're so sophisti
cated, we're so businesslike, now it's become unfashionable to be enthus
iastic. Now we're the nation of long faces. I go through stores all over 
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America, they race to wait on me. their words follow me all the days of 
my life, "Help you Mac?" No, I like to hang around dirty stores. I 
thought I would hang around yours for a while today. I check in and out 
of two hotels every week of my life. For 23 years, so I'm kind of an au
thority. A minimum of two hotels a week. I know what is going to happen 
to me when I go into the next hotel, not always, there are exceptions, 
but generally speaking, this is the way it is. I go through their swing
ing doors designed by computers. I walk through carpet up to here. I 
stand there and nobody says anything to me, they keep right on fighting 
and arguing or whatever they're doing back there. Eventually one of them 
will stroll up. They don't look up at you. They keep their head down 
and they see your shoes. And a voice will grunt at me. You've got a 
reservation? Yes I do. Do you swear to God that you've got a reserva
tion? I swear I've got a reservation. Then step over there, we'll get to 
you when we can. You came at our busiest time. 

Man isn't that awful. No, it isn't awful, no competition out there. 
Why are they that way? Why are they that way? Because we run out of 
people. Why are they that way? Because they aren't trained. Within the 
last 24 hours. At lunch time I went to a restaurant within this vicinity 
with another man. We sat down. Thirty minutes later we're still sitting 
there. People walked in behind us were eating. The girl comes over to 
me and says, "Well, had to wait huh? Well there wasn't anything you could 
do about it was there?" We had two sandwiches, she brought me a bill for 
$9.80. I said I don't think this is my bill. How could I have one exper
ience within the last 24 hours and meet something like that? Why? Be
cause there's no competition out there. Where's the guy that's supposed 
to be running the hotel and managing the restaurant? Where is he? I 
don't know where he is. Where are all the experience that there's supposed 
to be? I don't know where it is. We've run out of it. That's all you 
have to worry about. You don't have to worry about the technicalities. 

The customer is waiting out there. Same customer. Billion years ago 
she saw the boy and she said, you want me don't you? You, you, you. 
Finally they were smart enough to let her get up there and grab it. Hus
band came out of a cave, took his first pet rock, tied it to a tree limb, 
killed anything that came near him, and on that's built the whole basis 
of what we're talking about. It gets all fancy now, we call it body 
language, that means when somebody pokes you in the mouth, he doesn't 
like you anymore. There's a customer standing there like this, but actually 
it's the same thing as billions of years ago. She wants things, most of 
all they're interested in themselves. It's a race against time. Success 
is nothing but a skill. Just like any other skill. Snow skiing is a skill. 
Snowmobiling is a skill. Race driving is a skill. It's a matter of time. 
That's all. 

What about tomorrow? I don't know anything about tomorrow. I only 
know as individuals our opportunities, the opportunities that came to me 
can come to you. I ride on an airplane four or five times a week. I know 
exactly what's going to happen to me. When I get on the airplane some guy 
sitting next to me is going to say, "Where you going fellow? Well, I'm 
going to Tulsa, Oklahoma today. What you in the oil business out there? 
No, I'm going to speak at a convention in Tulsa. Are you a public speaker? 
Yea, I'm a public speaker, believe it or not. How did you get in that 
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business? Accident. What do you talk about? You'd never understand. 
Hey, you still get nervous when you get up in front of a big group of 
people? No. I don't get nervous, it really is. just a job. What's the 
biggest crowd you ever talked to? About 18,000 once in St. Louis. Eighteen 
thousand. Wow, what's the worst thing that ever happened to you? The 
stage fell down in Albuquerque one day." Everybody asks you the same 
questions. I'll just write that all down. Next time somebody asks me, 
I'll just say here fellow, read all about it. I wrote it all down. 
That's a positive, honest story. I took it to a quick printer here in 
Dayton. I said, make me 100 copies of that. He said, "What are you 
going to do with that." I said, "I'm going to give it to people who ask 
me where I'm going, fellow." That's stupid, you ought to put it in a 
book, it's like a little manuscript. 

A book, how could I write a book? I only went through the 11th grade. 
You've already written a book. Idea of the week, put it in a book. I 
put it in a book. The book came out. There it is. Isn't that wonderful. 
Exactly what I said it was, starts at the beginning and tells how I got 
into public speaking, why people are nervous when they get up in front of 
a group of people. Why do you use all those props? Because people can't 
watch a radio, stupid. How do you remember all those things? Well, 
there's a little trick way I can remember 40 things in 40 seconds. And 
that's all the book is, basically. They sold 50,000 copies of the book. 
Isn't that great? I walk into book stores around Dayton and I see it up 
there. I walk in there and I see that book up on the book stand next to 
all those famous people. I can't believe that's me. You know why I 
can't believe that's me, I'm like you are fellow, I'm afraid to dream. 
Man, that's wonderful isn't it? You know why it was a success? Because 
another guy wrote another book called The Book of Lists and in The Book of 
Lists you know what he lists? He lists the 14 greatest fears of the human 
race. You know what the greatest and overpowering fear of the human race 
is? Getting up in front of a group of people and talking to them. That's 
why you have so much trouble with your people talking to customers. What 
do you want fellow? I ain't going to look at you because it scares me to 
death. Why didn't you tell the boss? Well, everybody's scared to look at 
people. It's a skill. He can learn it. 

You're in a place called the Air Force Museum. Right out front here 
you can see the Wright Brothers. They flew 120 feet. Last December it 
was 75 years. Just imagine. Basics don't change. Seventy-five years 
ago a guy could have walked up to Orville Wright at Kitty Hawk and said, 
"Now that we know how to fly, just think Idea of the Week, 787 months from 
now a guy will fly to the moon and get off and walk around on the moon." 
No impossible. Nothing's impossible. He did. Armstrong. I says, yea, 
but it wasn't the same airplane. Course it's not the same airplane. 
You're still selling strawberries, they're the same strawberries, but 
you're selling them in a different world. The basics didn't change though. 
That's Orville Wright's airplane today, 747. Still powered with a powered 
engine and movable wings. The only difference is 747 is made up of four 
million parts. How'd you like to get in that airplane and go to Hawaii 
some day? You're sitting there looking out the window, handsome pilot 
walks out, long hair sticking out the back of his hat. You hear him kick 
the front tire. You say, let's get out of here. Say wait a minute, don't 
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you think you ought to check the oil or something? He doesn't do it that 
way. Observe. What's he do? He does the same every day. When he goes 
to work,the cockpit is his office. When he goes to work, he does the same 
thing every day. He just simply sits down and gets all of his people 
around and asks every question on those sheets of paper. I asked the guy 
once, I said, "What do you do that for Captain?" He said, "Well to be 
very honest, to get there." Man oh man, I could, I know a lot of places 
I'd like to get to help me. From that day on, I've never again walked 
without the check list. 

I never walk without a check list. I have a check list, I make it 
out on January 1 and every year I carry it in my pocket. What is the check 
list? It's exactly what you've experienced for three days. You gave up 
three days of your life to come here. That's more important than anything. 
You've only got so much time. Success is nothing more than a speed with 
which you can do something. What did you learn? I don't know what you 
learned. I wish I had been here with you, but I wasn't here with you. 
What would you put on your check list for this year. Right there. Mine's 
all fancy now. It says it's the Success Check List. Because that's what 
it is. And it says underneath there that this year will be just the kind 
of year you want it to be. Nobody else but you. 

Now on the list you simply list those things you want to have happen 
in '79. Now I don't know what happened here a couple of days before, but 
I'd say this, well I think that I'll get that Idea of the Week book for 
my store. Good, get the Idea of the Week book. What else you going to 
get? Get some of those little picture stamps. Great, get them little 
picture stamps. What else? I may get some of that Monopoly money for my 
store. Make everybody give one to every customer that walks in. Great. 
Fact when you leave here, I brought enough of this Monopoly money there's 
a sample of it in here for every man and woman in this room, so if you're 
interested, come and have one as a gift. It has everything on there that 
I talked about. What else? Well, thank you cards. You know I ought to 
thank some people. Boy, I really have some good customers. Good. What 
else? That guy talked about getting a will. You know I don't have a 
will. Why don't you get a will? I'll get a will made out. I'm going to 
get my teeth fixed. Think I'll loose ten pounds. That's what I really 
need to do. Good. Think I'll make ten thousand dollars more next year. 
That's what I'm going to do. When are you going to do all this? It's 
not called a when are you going to do this list, it's called a what do 
you want list. Well, I want a brand new car. Great. Think I want brand 
new tires for my wife's old car. That's really good. I think I'll get a 
brand new wife, why not? Wait a minute fellow, if you don't want it, 
don't write it down, all right? You'll get it. You may not get it right 
away. It's a skill. You've got to get it. It took them 787 months to 
go to the moon. You know why I'm so proud and so positive of the fact 
that you're going to get it? I show you what happened to me. 

They called me into the world headquarters, right down the street 
here, several years ago. I walked into the executive offices. They said, 
"Guess what we're going to do?" I said, "I have no idea what you're going 
to do." They said, "We're going to make a movie about you Ira." "Me?" 
nYea." And they did. They made a movie about me. There it is. Isn't 
that neat? NCR is one hundred years old. We've had a hundred thousand 
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people working for us for one hundred years. To the best of my knowledge 
they have never made a movie of any other living human being. And the day 
they called me in, the first thing that went through my mind was they 
haven't even made a movie about the Chairman of the Board. Course he 
didn't have one of those lists either. How did you make all that come 
true? How'd you make the book come true? How'd you make the movie come 
true? How did you make it come true? I didn't make it come true. Ninety
five percent of the people in this room are going to go home and you're 
going to go home just exactly the way you came. Oh, you'll be richer in 
spirit. You'll be richer in knowledge. Ninety-five percent of what you 
heard here in the last three days, you're going to forget in the next 24 
hours. Aw, you'll remember a little bit. Why? Why, because you're a 
human being. And you're subjected to the five human weaknesses. I'm 
careless, I'm lazy, I'm indifferent, I'll forget, and I can be tempted. 
Oh year, I was going to quit smoking, but I couldn't quite make it. I 
made it for 17 days and the next thing I know I'm smoking with both hands. 
Yea, I lost a lot of weight and gained it all back. Dont' worry my friend, 
you're a normal human being. 

The only thing I thought to myself as the years went by was if I can't 
get rid of carelessness, laziness, indifference, forgetfulness, and tempta
tion, maybe I could sort of control them. Great. That's the great idea 
of the week. Control them. How are you going to control them? I con
trolled them with these eight things. Don't try to write these down. They 
are written down on the back of the dollars, so you don't need to write 
them down. They hang under the dashboard of my car. If you walk over 
here in the garage where my car is parked you'll see them hanging under 
the dashboard. They've been hanging under there for nearly 30 years. If 
I had a store like yours, the first thing I'd do when I got home, I'd get 
a big set of them made. Maybe four or five sets, hand one outside where 
the customers are, hang one in the back where the employees are, hang them 
any place in the world. The customer will cheer you when she sees them. 
They are nothing more than the counteracting forces that are going to put 
you out of business. 

Number one card. Every eight weeks I see it. There it is. Isn't 
that beautiful? When are you going to go get the physical? Well, I'm 
going to call the doctor as soon as I get home. Great. That's the way 
to go. When are you going to send the thank you card out? Oh well, I'm 
going to send two tomorrow. That's the way to go. It's a skill. You 
have to practice it. Every eight weeks, Organization and Appearance. Do 
you remember what your place looked like the first day you opened it? Do 
you really remember what it looked like the first day you opened it? I 
bet you do. When you go home today, don't walk back into your place, go 
back across the road. Be honest with yourself. Say to yourself, how 
did it look the very first day? How does it look today? 

Number three. Be Cheerful and Optimistic. Why? Put the sign up. 
The customer says, what's that mean? That means we're the most cheerful, 
optimistic people in the whole world. Great. Everybody hates me, but 
you. You know where I got that card? A merchant just like you told me 
one time, look, don't come in telling me your problems. I've got enough 
problems of my own. So, I don't need your problems along with my prob
lems. Idea of the Week--never again tell anyone my problems. How are 
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you going to do it? I'll think of some way to do it. Hey, that's it. 
That's all I've got to do. Great. That's all I'll say from now on is 
great. Great. Anybody that knows me knows that's exactly what I say. 
I don't care what anybody says to me, I just simply say the same word 
all the time, great. How are you doing? Great! Hey, how was your meet
ing down there? Oh, great! How was your flight? Great! How's the 
book going? Great! How's? Great! How's your sore throat? Great! 
Well, you must lie a lot, don't you? I do, because I've found this out. 
You don't want to hear my problems. I don't want to hear your problems. 
Course you'll meet some people that say, well that's not viable. You 
cannot go through life just saying great, great, great, great, I can do 
anything I want fellow. It's a free world. Yea, but how about some
times, how about the bad things that happen to you? Yea, bad things 
happen to you, but you know why you remember the bad things? Cause so 
many good things happen to you, you cannot remember the good things that 
happen to you. You get up in the morning and you look out the window 
and the world's still there. Oh great! It came up again. You go into 
the toilet and you flush the toilet. Um, gone. Oh man, that's fantastic. 
You turn the water on, the hot water comes out. Oh, isn't that great. 
You go down to breakfast and it's great. This is great, the roads are 
great. Great! Yea, but I'll tell you buddy, something bad is going to 
happen to me. That's right. And you keep worrying about it and you'll 
recognize it. Do yourself a favor, when you go home, you people who own 
businesses, get everybody that works for you together. Say, listen I 
heard this guy and this is what he said. From now on the only thing we 
say in this business when we answer the telephone, when we talk to a cus
tomer regardless of what the customer says in preface, everything we say 
is just one word. Great! Hey, I need some help with my sprinkling sys
tem. Great! We'll like to help you. Hey, I got the wrong bill twice in 
one month. Great! We were wondering who got that bill. We're going to 
get out there and take care of that. Hey, about the pumpkins, are they 
any good this year? Great! How about the strawberries? Great! Great! 
Great! Of course, you'll have people work for you that say, I tell you 
buddy I live my own life. And I got to level with you right now, if I 
don't think something great, I ain't going to say it is great. Great! 
Fire him. 

Card Number Four. 
that card is in there 
across all five human 
Don't worry about it. 
secret. 

Moderation. Fire them one at a time. No, actually 
only for one reason. That's the only word that cuts 
weaknesses. You' re never going to be perfect. 
All you have to do is moderate it. That's the whole 

Card Number Five. Every eight weeks it comes up. I've memorized them. 
Golly, I've been looking at them for 30 years. What do you keep them up 
there for? Some guy said to me, it seems to me after 30 years you can 
remember eight things, stupid. It seems to me that a pilot could remember 
the check list too, but he doesn't do it. You know why? If you didn't 
have those cards up there, if he didn't look at that check list it would 
only take you about 30 days and forgetfulness, gussy. How could you take 
off without an engine? How could you invite me to your store for a big 
sale and then have a sign on the front, closed Mondays? We forget we were 
closed when we sent the ad out. Say something nice to everyone you meet. "'-, 
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says anything? You've got to keep practicing it. 
as an owner, you've got to do it. You can't wait 

The people are going to do whatever you do. 

Put 
until 

When I walk into a store, all I have to do is look at the employees. 
If I look at the employees I know exactly what the owner looks like. 
What, there he is. The guy says, why are you so mean? That's the way my 
boss is and I figure that's how you get ahead. Say something nice to 
everybody. What am I going to say boss? I've got a thousand customers 
a day coming in here. Say the same thing to all thousand, great. How 
are you doing? Oh great, nice to see you. Great! Nice to see you. 
Great! I'll get tired of saying that. I know you will. But it's a 
skill. Nobody says anything nice to anybody. Walk around your industry. 
Walk around any industry. We are a nation of cut-ups. Nice looking 
suit you've got on, probably ought to get it pressed up. Boy, you put 
on a lot of weight since I saw you last haven't you? Is that the same 
old car you've been driving for nine years now? What are you cutting me 
up for? Cause I could care less. Drive carefully. Customer will ap
preciate that. Why do you have the sign, drive carefully, up there? 
You're important to us. We want you to live and be happy? You know why 
I have it in my deck of eight cards? Because I've had three severe ac
cidents. I drove my automobile to make a living. Three severe accidents. 
Crunch, crunch, crunch. Idea of the week. Put your seat belt on, stupid. 
Won't have to walk back to the scene of the wreck every time. You've got 
to be crazy. You mean to tell me, you've got to have a sign hanging on 
the dashboard of your car to tell you to put your seat belt on? That's 
right. You know how many people in this room are going to put their seat 
belts on when they leave here and go home? If you're driving a car. 
Elven percent of you. How about the other 89%? You ain't got any place 
to go, enjoy the trip. You say, I don't like to wear seat belts, they are 
uncomfortable. Of course they're uncomfortable. And I'm lazy, I hate to 
hook them up. I even had them torn out of the car. Oh, what the heck, 
you're going to die sometime. Indifference. I know I forget to put them 
on anyway. Success is a skill. Every seven weeks enthusiasm comes up. 
I'm the ambassador of enthusiasm for NCR. You know what people say when 
they see me for the first time. You don't look like the guy they would 
have picked. No offense or anything? But it seems to me a major corpor
ation like that 100,000 people to pick out of, they'd get a guy about six 
eight. You ought to have long hair down over your ears, get hip-buggers, 
that's what you ought to be wearing. Those little platform shoes. You 
ought to get a shark's tooth and hang it around your neck. Not only that, 
but you're quiet, you ought to pinch girls and jump around or something. 
You're really quiet, I didn't even know who you were, you came in here. 
Just standing there, just quiet. That's cause that's what they think 
about enthusiasm, the average bird thinks if you're not jumping around 
walking on your hands you're not enthusiastic. That's not it all all. 
Enthusiasm is the end of the skill. That's all it is. It's winning. 
It's when somebody walks up to you at the end and says, "Is this your 
business here?" "Yea." "I've got to tell you something fellow, you're 
on the ball. I go in a lot of stores, but you've got to have the best 
store in Ohio." Isn't that great when somebody says that to you. Isn't 
that wonderful when somebody says, "You know I do business with every
body. I went down here and I bought a little miserable thing from you 
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for $60 and I got home and the thank you card's the~e~ It even had his 
picture on it. That's great. I liked that." Enthusiasm is the end of 
of it. What do you want? What is success? You don't smoke anymore. I 
used to smoke a lot but I finally quit. Isn •·t that great? You know for 
a person that's out there eating all that rich food, you're not in that 
bad of shape. I appreciate that. I'm glad you said that. It's always 
the end of the skill. What is success? Is that how you measure success? 
For a few lousy bucks? How about you? What do you feel like when you go 
home at night? Is that all you're going to do is look at the bank account, 
and say I must be successful because I made another thousand dollars. Is 
that really what you want? Course it's not what you want. You're the 
only one who knows what you want. You're the only one who is going to 
write out the list. The only thing I can share with you is, believe me, 
it's a skill. Hang in there. Enthusiasm. You married men, I'll give 
you a little sentence to remember. If you want a perfect example of en
thusiasm. You remember your wedding night? Enthusiasm. That's the only 
night in your life, in your life, you could flip off the light switch and 
get in bed before the room gets dark. I only made it once. The other 
day my wife and I celebrated our 30th wedding anniversary. You know what 
we did on our 30th anniversary? We went back to Williamsburg, Virginia, 
where we had spent our honeymoon night. We walked into the same motel/ 
hotel complex that we had spent our honeymoon in 30 years before. When 
we walked in the door, you know what my wife said to me? "Do you believe 
30 years have gone by since we came in here?" Zip, they're gone. Every
thing ends. Your business is going to end. You're going to leave the 
house or apartment where you now live. Everything ends. Tomorrow is a 
brand new day. She says, "Yea, we didn't have any money, you remember how 
poor we were when we got married. We used to have to buy a salad and share 
it because we didn't have enough money for two salads. Man we were poor. 
We really are lucky aren't we. You know another thing, I never told you 
this, but I sat right on that bed and I never told you this, but I always 
wondered if we'd have children. Now we have three children and they are 
all grown and they are all gone." "Great," I says, "It's been wonderful 
hasn't it.? It sure has. But what I didn't tell her is what I'm going 
to tell you now. That night on my honeymoon night I did not know one 
thing that I have just told you today. Isn't it great that you have gotten 
it in one hour. And isn't it sad that 95% of you are going to go home and 
not use any of it. No, I'm serious. I'm not making fun of you. I'm just 
saying there's no competition out there. Get out there. Use your imagina
tion and think about it as a skill. My wife says to me, I've got one ques
tion I want to ask you on this 30th anniversary. I said, "What's that 
honey?" "Why do you keep pushing the bed up against the wall every night. 

Anybody can do anything for seven weeks. Obviously. Quit smoking 
for seven weeks. You can put signs up in your room for seven weeks. You 
can be cheerful for seven weeks. You can say great to everybody for seven 
weeks. Where you fall apart is on the eithth week. And of the 5% that 
start, 95% of that 5% will stop on the eighth week. That's why there is 
no competition. And as you look out on the future, every day is a brand 
new day. Tomorrow is a little bit different. As you plan your world, as 
you think about me, don't think about me, don't think about the people 
who were at this convention, think about you. Now what opportunities 
you have. Don't be afraid to dream. Don't look at yourself like that. 
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Look at yourself like you are an individual and you alone are going to 
control what, nobody else is going to control it. You're going to have 
bad days and you're going to cry. And then tomorrow will be a good day. 
And that's the whole effort, keeping pace with tomorrow. Well, thanks 
for having me, and those of you who want a dollar, why come and take it 
and I'll put them over here. And have a safe trip home and put your seat 
belt on. Okay? Bye-bye. 
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Registered Participants 
19th Annual Ohio Roadside Marketing Conference 

EXHIBITORS 

AGRI-SERV, INC., Karl Sherrets, L. B. Ketner, P.O. Box 425, Centerburg, OH 43011 
(Safety Equipment). 

AHRENS STRAWBERRY PLANT NURSERY, Philip Ahrens and Jim Elsner, RRl, Huntingburg, 
IN 47542 (strawberry plants, grapevines, raspberry, blackberry and other small plants). 

ANDERSON BOX COMPANY, INC., Strother Brann, P.O. Box 1851 Indianapolis, IN 46206 
(agricultural packaging) 

APPLACRES, INC .• Thommie Engler, Rt. 11, Box 288A, Bedford, IN 47421 (sorghum, 
honey, apple butter (sugar and no sugar), candies, popcorn, jams & jelliPs). 

ASGROW SEED COMPANY, Donald Cashdollar and Eric Berry, P.O. Box 8, Mechanicsburg, 
PA 17055 (vegetable seed and Stanhay Precision Planters). 

BALLY CASE & COOLER, INC., Walter Stoudt and Nick Melcher, Bally, PA 19503 (walk-in 
coolers, freezers and refrigerated buildings). 

BERRY ASSOCIATES, Glenn Stadelbacher, Colony East Rt. 7, Salisbury, MD 21801 
(consulting service; agric. chems; straw. pls; strawberry picking trays; 
Ferguson rotovator; fert; subsoiler; Buddingh weeder; sprayer; spreader; irri. equip). 

BLUE HOLE HONEY FARM, Mrs. Melvin Myerholtz, Rt. 1, Castalia, OH 44824 (honey and items). 
BOUNTIFUL RIDGE NURSERIES, INC., June Alexander, P.O. Box 250, Princess Anne, 

MD 21853 (nursery stock). 
BUCKEYE CONTAINER COMPANY, Chuck Villard, Tom McKenzie, Jim Basford, 326 N. Hillcrest 

Dr., Wooster, OH 44691 (fruit and produce containers). 
CALICO COTTAGE CANDIES, INC., Tom Devine, Mark Wurzel, 11 Crescent St., Hewlett, 

NY 11557 (equipment and ingredients for simplified method of "Home Made" fudge. 
CHEF PIERRE, INC., Carl Stegg, Norman Brumller, Joe Greene, P.O. Box 1009, Traverse 

City, MI 49684 (pies and breads). 
CORDAGE PACKAGING, Peter Morris, Joe Cannon, Mike Nieport, Ron Gaskill, Eloise 

Millhouse, Lois Velte, Frank Cannon, 66 Janney Rd., Dayton, OH 45404 (packaging). 
DEAN FOSTER NURSERIES, Bill Hall, Robert Hall, RR 2, Hartford, MI 49057 (garden 

plants, tools). 
DEWEY-CARTER SIGN SYSTEMS CO., John Kurilla, Vilma Kurilla, Deborah Kurilla, Kathy 

Mangle, P.O. Box 822, 242 Wood St., Doylestown, PA 18901 
DIGI SCALE SYSTEMS, INC., Harvey Mayer, Tom Williams, John Gray, Les Thompson, 

Jerry Parker, 9739 Taylor Ct., Pickerington, OH 43147, (digital scales, globe 
slicers, E-Z cut cheese cutters, bun tying machines). 

EATON FARM PRODUCTS, Jeanne Tonkin, Burbank Rd., Sutton, MA 01527 (Chutes and BeeGee 
Candies). 

EDEN FOODS, Clifford Adler, 4601 Piatt Rd., Ann Arbor, MI 48103 (natural foods, 
snacks, juices, oils, pasta). 

FARM MARKE:'S OF OHIO, Ron Miller and Reed Varian, Box 479, Columbus, OH 43216 
(cooperative organization - complete line of farm market items). 

FERRY-MORSE SEED COMPANY, Ed Nelson, P.O. Box 488, Fulton, KY 42041 (packet seed, 
sow'n gro, pot-a-plant value pack, seed-tape, house plant and lawn seed). 

GENERAL BOX COMPANY, Angelo County, Allen Kopfinger, 5451 Enterprise Blvd., Toledo, 
OH 43612 (field harvest bins, polyethylene pallet bins, wirebound boxes and crates). 
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GOLD MEDAL PRODUCTS COMPANY, Jim Barnes, Darryl Meadors, Mike Barnes, 1825 Freeman 
Av., Cincinnati, OH 45214 (popcorn machines, warmer display cabinets, candy 
apple machines, sno-kone machines). 

GRAY'S ORANGE BARN, Dave and Evelyn Gray, Box 220, Lady Lake, FL 32659 (citrus, 
honey, tropical jellies, coconut toast spread). 

HOL'N ONE DONUT COMPANY OF OHIO, Ronald Stryker, John Kundracik, Larry Barrett, 
7067 Huntley Rd., Columbus, OH 43229 (bakery supplies and equipment). 

HOLMES DISTRIBUTION, Larry and Nancy Gray, Box 70, Rt. 1, Millersburg, OH 44654 
(Amish cheese, meats, natural foods). 

HORTCO OF OHIO, INC., Jack McKnight, Kenneth Breece, P.O. Box 243, New Carlisle, 
OH 45344 (horticultural supplies). 

JUICE TREE OF OHIO, INC., Mike and Pat Papai, P.O. Box 5802, Columbus, OH 43221 
(juice extracting equipment demonstration and sale). 

KENYON AND KENYON, Jim Kenyon, P.O. Box 4068, Sta. F, Cincinnati, OH 45204 
(gourmet foods, candies, gift packs). 

LETHERMAN SEED CO., Howard Shaffer, 1221 E. Tuscarawas St., Canton, OH .44707 
(vegetable seed, chemicals and supplies). 

LYND FRUIT FARM, David, Diane, Charlotte Greer, David Collins, 10991 National Rd., 
Pataskala, OH 43062 (C.E.M.I. stoves). 

MILLS PACKAGING, INC., Steve Mills, Greg LaRotonda, 7820 Rudolph Rd., Rudolph, 
OH 43462 (roadside market supplies, boxes, bags, labels, jelly candy and novalties). 

MITCHELL EQUIPMENT, INC., Don Mitchell, 6259 Shamrock Ln., Amlin, P.O. Box 117, 
Dublin, OH 43017 (Howard Rotavator Rotary Tillage Equipment). 

ORCHARD EQUIPMENT & SUPPLY COMPANY, Norman, Thelma and Donna French, P.O. Box 146, 
Conway, MA 01341 (juice processing and other related equipment). 

PATTERSON'S CANDIES, Charles and Dianne Zahniser, RD 9, Box 342, Limber Rd., 
Meadville, PA 16335 (complete line of candy, lollipops and other specialities). 

PAYTON DISTRIBUTORS, Helen and Joseph Payton, Box 530, Clayton, OH 45315 (herbs etc.). 
PENNSYLVANIA DUTCH CO., Wayne Robinson, 117 Pinewood Drive, Columbus, OH 43213 

(candy and gourmet food). 
SHAPIRO BAG COMPANY, Mike and Charles Shapiro, 632 Plymouth N.E., Grand Rapids, MI 

49505 (roadside market packaging supplies, only manufacturer in Mid West of 
Handle Bags). 

MRS. SMITH'S PIE COMPANY, Rick DeRenzis, P.O. Box 298, Pottstown, PA 194p4 (frozen pies). 
STOKES SEEDS, Albert Stankie, Herold Rabung, Box 548, Buffalo, NY 14240 (seedsmen -

seed grower). 
TRICL-EEZ COMPANY OF SOUTH-EASTERN MICHIGAN, 41505 I-94 Service Dr., Belleville, 

MI 48111 (trickl irrigation). 
UMBAUGH POLE BUILDING COMPANY, INC., Jim Acker, Bill Fisher, Don Dennewitz, 

3777 West State Route 37, Delaware, OH 43015 (pole buildings). 
VAN ATTA SEED COMPANY, Gordon Sarchot, Ted Rowe, Wayne Baker, Homer Van Atta, 

3210 Spring Grove, Cincinnati, OH 45225 (sprayers, ag. chem. pots and potting 
mediums). 

WATER SUPPLIES, INC., Dave Bowser, Box 557, Ashland, OH 44805 (Myers sprayers). 
WEBB SALES (W. H. WILDMAN CO.), Bill Webb, Box 574, Ravenna, OH 44266 (spices, 

seasonings and extracts, candy, teas, honey gifts, gourmet items). 
WILLIAMSTOWN IRRIGATION, INC., David DeGraff, Box 169, Rt. 13, Williamstown, NY 

13493 (manufacturers and distributors of irrigation equipment). 
WOLF CREEK COMPANY, INC., Bud Knowles, Harry Famal, Mike Wilczynski, 6051 Wolf Creek 

Pike, Trotwood, OH 45426 (irrigation). 
YOHO'S FAST FOOD EQUIPMENT, Gloria Yoho, 95 Edgevale Rd., Columbus, OH 43209 

(fast food equipment). 
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REGISTERED PARTICIPANTS 

Abrams, Arnold, Personal Success Unlimited, Box 2305, Newport News, VA 23602 
Acuff, Gary, American Fruit Grower Magazine, 37841 Euclid Av., Willoughby, OH 44094 
Adae, Howard and Alice, Jo Colthar, Marilyn Pegan, A & M Farm, RR 1, Midland, OH 45148 
Addison, Richard and Hester, 5673 Short Rd., New Carlisle, OH 45344 
Aichholz, Tim and Sally, Aichholz Farm Mkt .. , 2532 Concordgreen Dr., Cincinnati, OH 45244 
Allen, Charles and Karen, Howell's Harvest House, 5649 S. Greenville Rd., Greenville, 

MI 48838 
Anderson, Gretchen, Washington State Department of Agriculture, 406 General 

Administration Building, Olympia, WA 98504 
Andrews, Charlene, Andrews Fruit Barn, RR 6, Defiance, OH 43512 
Andrews, Galen, Bureau of Workers' Compensation, 1690 Ardwick Rd., Columbus, OH 43220 
Atherton, Ralph, Atherton Farm Market, 6360 River Rd., Harrison, OH 45030 
Baehr, Philip and Judy, Baehr's Farm, 7080 E. Lake Rd., Appleton, NY 14008 
Baker, Brian and Kathy, Bakers' Fruit and Flower Farm, US 6 West, Kendallville, 

IN 46755 
Baker, F., F. W. Baker, 3891SR121 S., Greenville, OH 45331 
Baker, Myron and Tillie, Maplewood Orchards, 3712 Stubbs Mill Rd., Morrow, OH 45152 
Bancroft, Allan and Patricia, Bancroft's Fine Fruits, 6771 Murger Rd., Tipton, MI 48072 
Barclay, Carroll, Delicious Orchards, Rt. 34, Box 4, Colts Neck, NJ 07722 
Beard, Marvin and Pat, Bob, Scott, Marvin's Fruit Farms, 9943 St. Rt. 571, 

Arcanum, OH 45304 
Beck, John and Carolyn, Uncle John's Cider Mill, 8614 N. U.S. 27, St. Johns, MI 48879 
Beckett, Stewart and Patti, Old Cider Mill, 1287 Main St., Glastonbury, CT 06033 
Bednarczyk, Thomas, Gerald Brown, Dave Denlinger, Tom and Jerry's Garden Land, 

11208 Lower Valley Pk., Medway, OH 45341 
Beggs, Sam, Stan, William, Pioneer Orchard's Market Co., 2008 Highway 72 West, 

Jackson, MO 63755 
Beier, Gordon, Gordy's Farm Market, 2999 Miller Trunk, Duluth, MN 55811 
Bell, Thomas, County Ext. Ag., Agric., 1945 Frebis Av., Columbus, OH 43206 
Belzer, Paul and Lois, Route 2, Box 2062, Wapato, WA 98951 
Beni, Edward, Margaret and Bill, Canadiana's, 430 Metter Rd., Ridgeville, Ontario, 

Canada LOS IMO 
Bergman, John and Donna, Bergman Orchards, 4562 E Bayshore Rd., Port Clinton, OH 43452 
Bertsch, Robert and Alice, Bertsch's Country Store, 802 Bardshar Rd., Sandusky, 

OH 44870 
Bettinger, William, Bettinger's Greenhouse, 4634 Violet Rd., Toledo, OH 43623 
Bigl, John, Dav-Lin Orchard, 6321 Federal Rd., Cedarville, OH 45314 
Biringer, Dianna, Biringer Farm, 6219-88th St. N.E., Marysville, WA 98270 
Blake, Ray and Jan, Gerald, Elizabeth, Blake's Orchards & Cider Mill, 17985 Center 

Rd., Armada, MI 48005 
Boose, William and Rita, Boose's Farm Market, Inc., Rt. 61 E., Norwalk, OH 44857 
Bowman, Allen and Judy, Hillside Orchard, 2397 Center Rd., Hinckley, OH 44233 
Bowman, Kea, Carl, Bowman & Landes Turkeys, Inc., 6490 E. Ross Rd., New Carlisle, 

OH 45344 
Boyer, Brian, Orchard Lane, 2189 SR 235, Xenia, OH 45385 
Boyne, David, Chairman, Dept. Agric. Econ. & Rural Soc., Ohio State University, 

2120 Fyffe Rd., Columbus, OH 43210 
Brentlinger, Norman, Brentlinger's Farm Mkt., Needmore Rd., Dayton, OH 45424 
Breon, Willard, Wendell Waters, PBF Farms, West Lafayette, OH 43845 
Brinkman, Rex, Mrs. R. Brinkman, Mr.Mrs. Donald Higgins, Mr.Mrs. Bert Gatliff, 

Brinkman's Farm Mkt., 16314 St. Rt. 68, Findlay, OH 45840 
Brooks, Bill, Department of Horticulture, Ohio State University, 2001 Fyffe Ct., 

Columbus, OH 43210 
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Brown, Stanton and Jane, Browns' Harvest, 60 Rainbow Rd., Windsor, CT 06095 
Brunk, Ronald and Cheryl, Gladden Fields, Rt 1, Box 283, North Garden, VA 22959 
Brunsman, Richard and Joanne, Brunsman Fruit Farm, RD 3, Geneva, OH 44041 
Brux, Louis, Kathryn, Brux Orchards, RRl, Box 109, Mauston, WI 53948 
Burfield, Roy and Joy, Box 256, Bolivar, OH 44612 
Burger, Delbert and Viola, Burger Farm & Garden Center, Inc., 7849 Main St. 

(Newtown), Cincinnati, OH 45244 
Burrer, Mark and Pat, Spring Hill Fruit Farm, Rt. 2, Shiloh, OH 44878 
Butler, George, Shirley, Todd, Wade, Butlers Orchard, 22200 Davis Mill Rd., 

Germantown, MD 20767 
Bylsma, Dan and Pattie, Huron Farms, 3431 N. Zeeb, Dexter, MI 48130 
Byrne, Charles, Glen, Byrne's Farm, Box 385, Big Bone Rd., Union, KY 41091 
Callaway, Vanessa, The Ohio Farmer, 1350 W. Fifth Av., Columbus, OH 43212 
Carlson, Franklyn, Carlson Orchards, Inc., Harvard, MA 01451 
Casale, Joe, Casale Farm, Inc., Rt. 2, Box 60, Aurora, OR 97002 
Cassidy, Donald and Anita, Cassidy's Fruit Seller, 5618 State Rd., Parma, OH 44129 
Cherrington, Robert, Tice Farms, Chestnut Ridge Rd., Woodcliff Lake, NJ 04701 
Chudleigh, Tom and Carol, Chudleigh's Apple Farm, RR 3, Milton, Ontario, Canada L9T 2X7 
Clark, William, SBAE, Inc., Rt. 1, Moorefield, WV 26836 
Cobbledick, Robert, Ontario Ministry of Agriculture and Food, Vineland Station, 

Ontario, Canada LOR 2EO 
Coburn, Burris, W. B. Coburn & Sons, Keswick Ridge, New Brunswick, Canada EOH lNO 
Cockrill, Richard and Kim, Barbara, Hunter Mill Farm and Garden, 1819 Hunter Mill 

Rd., Vienna, VA 22180 
Concklin, Rich and Ellen, The Orchards of Concklin, South Mountain Rd., Pomona, 

NY 10970 
Congrove, Thomas, 19817 Raymond, Marysville, OH 43040 
Conklin, Jack and Mary, Sietsema Orchards, 1756 Westwood Dr. NE, Grand Rapids, MI 49505 
Cooper, David and Miriam, Cooper's Country Market, 4031 S.R. 19, Bucyrus, OH 44820 
Copeland, Joseph and Theresa, Copeland Breezy Knoll Orchard, 8015 N. Mulberry Grove, . 

Covington, OH 45318 
Cornett, Bruce, Carol, Mark, Ridgeville Orchards, 7009 St. Rt. 48, Springboro, OH 45066 
Cotant, William, Cotant's Farm Market, 2712 Bedford Rd., Hastings, MI 49058 
Courter, J., University of Illinois, Rl, Simpson, IL 62985 
Crawford, Denver, Smith Farm Market, 3341 Winchester Pike, Columbus, OH 43227 
Crunican, Gerry, Crunican Bros., RR 2, London, Ontario, Canada, N6A 4B6 
Davis, Art and Barbara, Melrose Orchard, 1618 Portage Rd., Wooster, OH 44691 
Davis, Bob, Cooperative Extension Service, 11100 Winton Rd., Cincinatti, OH 45218 
Davis, James, Greg Katynski, Davis' Sand Hill Apple Haus, 10 Cemetery Rd., Canal 

Winchester, OH 43110 
DeGroot, Roy and Marsha, DeGroot's Strawberries, 4232 Bull Run, Gregory, MI 48137 
Densmore, Graydon, Alan, Warren, Valley View Farm, Hague Rd., Ticonderoga, NY 12883 
Diebold, David, Diebold Orchard, Inc., I-55 & Highway 77 Outer Road, Benton, MO 63736 
Dierker, Fred and Ellen, Martin and Pat Schmidt, Wauconda Orchards, 1201 Gossell Rd., 

Wauconda, IL 60084 
Dillon, James and Jane, Dillon Fruit Farm, 36108 Kelch Rd., Lisbon, OH 44432 
Doehne, Elin and Harry, Doenhne's Strawberries, 11771 Cutler Rd., Portland, MI 48875 
Drake, H., 1001 S. Main, Dayton, OH 45409 
Duffield, David, Duffield's Farm Market & Bake Shop, Chapel Heights Rd., Box 259, 

Sewell, NJ 08080 
Dziech, Cliff, Steven Ruoff, Ruoff Family Farm, 9579 Brehm Rd., Cincinnati, OH 45247 
Eades, William, WhitLeine Farm, 6921 Richmond Rd., Lexington, KY 40511 
Eckert, Larry and Judy, Eckert's Country Store, RRl, Belleville, IL 62221 
Elbon, Warren an Doris, Wayne, Elbon Farms, 3669 Oregonia Rd., Oregonia, OH 45054 
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Erven, Bernard and Linda, Dept. Agric. Econ. & Rural Soc., Ohio State University, 
2120 Fyffe Rd., Columbus, OH 43210 

Er,viu, J. and Mrs. J., Mr. Mrs. Claude Earl, Erwin Farms, Inc., 24150 Novi Rd., 
Novi, MI 48178 

Erwiu, James, The Ohio State University, 2001 Fyffe Ct., Columbus, OH 43210 
Eyssen, David and Sue, Bill, Mapleside Farms, Inc., 294 Pearl Rd., Brunswick, OH 44212 
Fa~rty, Wendy, Fairwood Garden Center, PO Box 436, Markham, Ontario, Canada LOH lKO 
Farnham, Karl, Farnham Tree Farm, R 3, Paris, IL 61944 
Fechek, Frank, Frank's Fruit Farm, 4308 Kemp Rd., Dayton, OH 45431 
Feller, Arnold and Bonnie, Taconic Orchards, RD 2, Box 66A, Hudson, NY 12534 
Ferguson, Sam, Ferguson's Farm Market, St. Rt. 7, Columbiana, OH 44408 
Foard, Bill, Valley View Farms, ll035 York Rd., Cockeysville, MD 21030 
Foster, Paul and Joyce, Oden Valley Market, Rt. 1, Conesville, OH 43811 
Frantz, Martin, William and Betty Judd, Frantz Fruit Market, 1450 Dayton Rd., 

Greenville, OH 45331 
Friday, Paul and Debbie, Farmer Friday's, Friday Road, Coloma, MI 49038 
Friebel, Dick, Denice, Arny Albert, Friebel's Farm Market, R.D. 4, Shelby, OH 44875 
Fu 1 ~0n, Bill and Joyce, Torn, Dave, Ben, Barbara, Elizabeth, Janet Karnehrn, 

Bev Sharp, Pat Fink, Fulton Farms, 1709 Rt. 2, Troy, OH 45373 
Funt, Richard, Department of Horticulture, Ohio State University, 2001 Fyffe Ct., 

Columbus, OH 43210 
Garrett, Joe, Garrett's Gourmet Garden, 154 Patchen Dr., Lexington, KY 40502 
Gaskill, Richard and Doris, Saline Orchards, 9365 Saline-Milan Rd., Saline, MI 48176 
Gasteier, Philip and Mary, Strawberry Hill Farm, 6712 Portland Rd., Sandusky, OH 44870 
Gastier, Ted, Donna, Betty Crecelius, Rene Delsanti, Gastiers' Farm Markets, 

1902 Strecker, Milan, OH 44846 
Gesualdo, Thomas, William McDonald, Delicious Orchards, Rt. 34, Box 4, Colts Neck, 

NJ 07722 
Gilfilen, Edward, Gilcrest Farms, 5037 Brown Co. Inn Rd., Lynchburg, OH 45142 
Gillespie, Lawrence and Theresa, Gillespie Farms, 62 Main St., Yarmouth, ME 04096 
Gist, George, Cooperative Extension Service, Ohio State University, 2120 Fyffe Rd., 

Columbus, OH 43210 
Gleeson, Gene and Darlene, Box 51, Albany, IN 47320 
Glei, David and Edith, Glei's, 404 Milnes Rd., Hillsdale, MI 49242 
Goeddel, Joe and Judi, The Cracker Barrel, 318 Front St., Waterloo, IL 62298 
Gose, Donald, Rhoad's Farm Market, St. Rt. 56 East, Circleville, OH 43113 
Gould, Harold, John Kosloski, Pauline Lannon, Olga Brach, Atkins Fruit Bowl, 

1150 West St., Amherst, MA 01002 
Gray, David and Evelyn, Gray's Orange Barn, Box 220, Lady Lake, FL 32659 
Green, Don and Marylou, Willow Valley Farms, 2495 Crimson Rd., Mansfield, OH 44903 
Groff, Carlton, Box 184, R 1, Kirkwood, PA 17536 
Gustafson, Ken and Denise, Ashland Berry Farms, 58 State Ct., Gaithersburg, MD 20760 
Gygax, Frederick and Jane, Rose Glen Farm, W267-S4098 Saylesville Rd., Waukesha, 

WI 53186 
Hadley, Herb, Dept. Agric. Econ. & Rural Soc., Ohio State University, 2120 Fyffe Rd., 

Columbus, OH 43210 
Hafner, Paul N., Paul Jr., Sally, Paul Grismore, Henry and Esther Demski, Hafner 

Farms, 1482 W. Genesee Rd., Baldwinsville, NY 13027 
Haney, Don, Mark, Appledale Farm, Rt 2, Box 169, Nancy, KY 42544 
Hanna, James, Stokes Fruit, 299 Florence Av., Wilmington, OH 45177 
Hardin, Carl, West Virginia University, Morgantown, WV 26506 
Harding, Janet, Maplevale Farm Market, RD 4, Brookville, PA 15825 
Harrold, Rose, Big Farmer Magazine, 131 Lincoln Hwy., Frankfort, IL 60423 
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Hartzler, Ed, Karen, Rich and Lorraine Mercy, Apple Hill Orchards, 1175 Lex-Ontario 
Rd., Mansfield, OH 44903 

.,,, Hastings, Robert, Thelma Hay, Hastings Fruit Farm, 535 Spring St., Wooster, OH 44691 
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Haynes, Bill, Agricultural Extension Agent, 777 N. Columbus Av., Lebanon, OH 45036 
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2120 Fyffe Rd., Columbus, OH 43210. 
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Hirsch, Frank and Becky, Hirsch Fruit Farm, Inc., RR 7, Box 384, Chillicothe, 
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Belpre, OH 45714 
Horton, Robert, Jayne, Cleo Kratzer, The Black Barn, 1899 St. Rt. 63, Lebanon, OH 45036 
Hostetter, Gene and Florence, The Hostetter Farm, RR 4, Jasper, IN 47546 
Howe, Charles and Carol, Howe's Farm Products, Hardwick Rd., New Braintree, MS 01531 
Howell, Ronald and Dana, Green's Orchard, 628 Weston Rd., Allen, MI 49227 
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Canada L9T 2Yl 
Hungate, Lois, Lisa Bodo, Sheron Randolph, Agric. Econ. & Rural Soc., Ohio State 

University, 2120 Fyffe Rd., Columbus, OH 43210 
Imler, Glenn, Ron Bennett, Village Butcher Shop, 11 Market St., Brookville, OH 45309 
Ingraham, Charles, Agric. Econ. & Rural Soc., Ohio State University, 2120 Fyffe Rd., 

Columbus, OH 43210 
Irons, Ron and Gayle, Irons' Fruit Farm, 1640 Stubbs Mill Rd., Lebanon, OH 45036 
Jackson, William and Shirley, Jackson's Orchard, PO Box 1191, Bowling Green, KY 42101 
Jacquemin, Leroy, Michael, 8105 Seward Rd., Hamilton, OH 45011 
Johnson, Andrew and Ruth, CCC Fruit Farm, 14135 N. Old 3 C Rd., Sunbury, OH 43074 
Johnson, Mike and Becky, Johnson's Farm Market, 8281 California School Rd., Eaton, 

OH 45320 
Johnson, Richard, Apple Wood Farm, Rt. 1, Zanesfield, OH 43360 
Johnson, Rodney, David Lundstrom, Johnson's Farm Market, RR 1, Hobart, IN 46342 
Jones, Albert, Sr., Joseph, Albert, Jr., Marie, Jones Mkt., 7900 St. Rt. 42 N, 

Waynesville, OH 45068 
Jones, Dick, 35971 Hull Rd., Lisbon, OH 44432 
Jordan, David and Barbara, Jordan Orchards, 4097 Tollgate Orad, Batavia, OH 45103 
Jutte, Oscar and Suzanne, Jutte's Fruit Farm,R 2, Ft. Recovery, OH 45846 
Kapnick, Charles and Janice, Kapnick Orchards, 4245 Rogers Hwy., Britton, MI 49229 
Kappler, Naomi, Cindy Laing, Kappler's Hillstop Orchard, 10884 Lisbon St., 

Louisville, OH 44641 
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Karnes, George, Karnes Orchard Market, 80-85 Worly Mill Road, Hillsboro, OH 45133 
Karnes, ~~illiam and Kathryn, Karnes Fruit Farm, 11838 Karnes Rd., Greenfield, OH 45123 
King, Donald and Lucile, King Orchard, 578 E Possum Rd., Springfield, OH 45502 
Klanz, William and Sally, Klanz Farm Market, 4728 Station Rd., North East, PA 16428 
Kleck, Daryl and Carol, 3-6259-J, Delta, OH 43515 
Klive, William, 257 Girard Rd., Columbus, OH 43214 
Knapton, Ed and Carol, 131 Jones St., Sun Prairie, WI 53590 
Knight, Alton and Bernice, Knight Orchards, RDl-Goode St., Burnt Hills, NY 12027 
Krum, Glen, Krum Bros. Orchards, RD 2, Catawissa, PA 17820 
Kryder, Stephen and Pat, Grand Rapids Farmers Market, RR 1, 4-862 P, McClure, OH 43534 
Kuhns, Freeman, Dan Wengerd, Gerald Miller, Pete Davwalder, Bunker Hill Cheese Co., 

Rt. 6, Box 242, Millersburg, OH 44654 
Kurtz, Raymond and Marie, Raymond Kurtz Market, 5828 W Garfield Rd., Salem, OH 44460 
Laidlaw, Carl, Stephen, Brian, Iona Haven Fruit Farms, RR 2, Norvai Ontario, Canada 

LOP lKO 
Laidlaw, Roy, Lenore, Cliff, Apple Factory, RR 2, Norval, Ontario, Canada, LOP lKO 
Lane, Eugene and Hazel, Lanes Fruit Farms, RD 2, Marietta, OH 45750 
LanP, James, Rachel, Dan, Orchard Lane, 2189 St. Rt. 235, Xenia, OH 45385 
Lapinski, Richard and Layne, Lapinski Farms, 267 Piper Rd., West Springfield, MA 01089 
Laupus, Jhani, Indiana Dept. of Commerce - Ag. Division, Rm. 336 Statehouse, 

Indianapolis, IN 46204 
Lawhead, Charles and Frances, Few Acres Farm Market, Rt. 2, Box 219, DeSoto, KS 66018 
Lawrence, Dal and Isabelle, Lawrence Home Produce, 15145 St. Rt. 568, Findlay, OH 45840 
Lawrence, John and Mrs. J., Lawrence Orchards, 2634 Smeltzer Rd., Marion, OH 43302 
Less, Gerry, Less Farms Market, 39721 St. Rt. 14, Salem, OH 44460 
Leuthardt, Franz, Birsmattenhot, Therwil, Switzerland 4106 
Lincoln, James, Ladd Winne, Michigan Certified Farm Markets, PO Box 30960, Lansing, 

MI 48909 
Linvill, David, Ken, Linvilla Orchards, 137 W Knowlton Rd., Media, PA 19013 
Litt, Wendell, Bill Bertram, Lewis Linch, Guernsey Co. Farmers Mrkts., Crt. Hse. Annex, 

Cambridge, OH 43725 
Livingston, Robert, Betty Hamilton, Livingston Bros. Mkt., 1401 St. Rt. 54, 

Urbana, OH 43078 
Long, Ted, Wood Lynn Markets, RR 1, London, Ontario, Canada, 
Loughman, John, Loughman's Farm Market, 2891 S R 55, Troy, OH 45373 
Lynd, David, Diane, Charlotte Greer, David Collins, Emerson Shaffer, Lorene Shaffer, 

Lynd Fruit Farm, 10991 National Rd., Pataskala, OH 43062 
Maddux, Carroll, Maddux Farm, 3766 Hopper Hill Rd., Cincinnati, OH 45230 
Makielski, Edward, Makielski Berry Farm, 7130 Platt, Ypsilanti, MI 48197 
Manfull, C. and Mrs. C., C. L. Manfull Fruit & Vegetable Market, Box 20, Augusta, 

OH 44607 
Martin's Fruit Farm, 5269 N McKinley Rd., Flushing, MI 48433 
Massee, Joe and Ora, Hump Mountain Apple House, Rt. 1, Box 33, Elk Park, NC 28622 
Mathis, Ronald and Cora, Hazelnut Farms, RR 1, Box 59, Sardinia, OH 45171 
Maurer, David and Carol, Maurer Farms, 2901 Batdarf Rd., Wooster, OH 44691 
Mayes, Charles, Virginia Dept. of Agric. & Consumer Services, 203 N. Governor, 

Richmond, VA 23219 
Meadows, Boyd and Betty, Half-Way Market, 1606 U.S. 60, Milton, WV 25541 
Middleton, William and Barbara, Middleton's Strawberry Patch, 653 Hurd Rd., 

Ortonville, MI 48462 
Miller, Bernard, Jane, Kevin, Colleen, Millers Orchard, 14711 Clinton River Rd., 

Sterling Hgts., MI 48078 

.,,..,,. 
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Miller, Mark, Dale, Country Gardens, 2488 W St. Rt. 37, Delaware, OH 43015 
Miller, Steven, John Poppleton, Maranatha Farm, 6325 N. St. Rt. 48, Lebanon, OH 45036 
Minges, John and Gloria, Minges Produce, 10109 New Haven Rd., Harrison, OH 45030 
Minor, Samuel and Mrs. S., "The Spring House", Box 112, Eighty Four, PA 15330 
Moes, Nelson and Alice, Moes Cider Mill, 1240 W River Rd., Vermilion, OH 44089 
Moherman, Tom, Tom's Farm Market, 732 CR 1775 RD 6, Ashland, OH 44805 
Mohr, Marlene, Steven, Dorothy McCarty, Sarah Diamond, The Ohio Orchard Co., 

PO Box 385, Milford Center, OH 43045 
Mohr, Wilma, DeDe Mott, Mohr's on the Farm Market, 474 W St Rt 571, Tipp City, OH 45371 
Monnin, Roger and Phyllis, Monnin Fruit Farm, 8201 Frederick, Dayton, OH 45414 
Morton, Theodore, Spring Creek Farms, Inc., 4867 Chambersburg Rd., Dayton, OH 45424 
Mosson, Nelson, Tom Boyer, Mosson Fruit Farm, 1723 East, 430 South, Lafayette, 

IN 47905 
Mount, Gary and Pam, Terhune Orchards, 330 Coldsoil Rd., Princeton, NJ 08540 
Moyer, Sam and Liivi, Cherry Avenue Farms Ltd., RR 1, Beamsville, Ontario, Canada LOR lBO 
Mumma, Richard and Jonnie, Mumma Fruit Farms, 7450 Meeker Rd., Dayton, OH 45414 
Myers, Steven, Linda, Oakley, The Farm Market, 106 Nashville Hwy., Columbia, TN 38401 
Mccarron, William and Betty, McCarron's Orchard, 7290 W Carpenter, Flushing, MI 48433 
McClory, Walter and Nancy, 5662 Dublin Rd., Delaware, OH 43015 
McConnell, Richard, George, James Fridrich, Jeff Wells, McConnell Berry Farm, 

11421 Green Valley Rd., Mt. Vernon, OH 43050 
McGlade, Jerry and Roberta, McGlade's Dwarf Orchards, Rt. 1, Box 254, Mead, WA 99021 
Neff, Gerald and Nancy, Neff Greenhouse and Farm, 3854 Cloverdale, Medway, OH 45341 
Neff, Richard, 9936 Atchison Rd., Spring Valley, OH 45370 
Nicholson, Joesph and Marilyn, Red Jacket Orchards, Rt. 5 & 20 W., Geneva, NY 14456 
Nussbaum, Maxine and Al, Brimfield Farm Market, 1302 Sandy Lake Rd., Ravenna, OH 44266 
Nykaza, Ray and Edna, Ray's Quality Produce, 117E 23lst,Chicago Heights, IL 60411 
Ohlman, Lawrence and Sharon, Sandy, Ohlman's Market, 3901 Hill Av., Toledo, OH 43607 
Packer, William and Mrs. W., Packer's Orchard, Box 207, RD 2, Adena, OH 43901 
Palmer, Dean and Jean, Vita-ful Orchards, Butternut, Oberlin, OH 44074 
Parker, Peggy, 2-12293-F, Wauseon, OH 43567 
Payne, Tom and Marilyn, Rt. 1, Box 196, Jackson, OH 45640 
Penton, William and Gunver, Penton's Country Market, 1333 N. Ridge Rd. W., 

Lorain, OH 44052 
Peter, Frank, Greygo Garden, Ridge Rd., Harrow, Ontario, Canada, NOR lGO 
Peters, Lee, Davis Orchards & Farm Market, Rt. 1, Box 274, Carrollton, VA 23314 
Pinchock, Rick and Sally, R. C. Pinchock Nursery, 8710 LaRue-Prospect Rd., 

LaRue, OH 43332 
Polter, Danny, 1015, CR 220, Fremont, OH 43420 
Powers, Roger and Betsy, Powers Farm Market, 91 Golf Ave., Pittsford, NY 14534 
Pownall, Arlene, Janet Kuehnlein, Erie Orchards and Cider Mill, 1235 Erie Rd., 

Erie, MI 48133 
Prillwitz, Glenn, Bettie, Ladd, Muriel, Farm Boy Market, Box 16, M-60 East, 

Cassopolis, MI 49031 
Puckett, Herman, 8595 Bunnell Hill, Springboro, OH 45066 
Ramsay, William, Pilot Knob Market, PO Box 319, Berea, KY 40403 
Ramsey, Allan, Joe Rogers, University of Kentucky, Agric. Econ. Dpt., 500 Agriculture 

Science South, Lexington, KY 40506 
Reger, Mason, Regen Orchard, PO Box 5, Mt. Jackson, VA 22842 
Reif, Robert, Riverwood Orchard, 5858 Oregonia Rd., Oregonia, OH 45054 
Renick, David and Linda, Renick's Family Market, 2420 SR 752, Ashville, OH 43103 
Rhoads, Brent, Steve Shaw, Sherri Eversole, Don Gose, Rhoads Farm Market, 

St. Rt. 56E, Circleville, OH 43113 
Rice, Howard, Rice's Berry Farm, 6875 Oakland Rd. Loveland, OH 45140 
Richardson, Neil and Barbara, Richardson's Farm Market, 375 Tuxedo Ave., 

Cleveland, OH 44131 
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Rismiller, Ronald and Sharon, 6392 St. Rt. 722, Arcanum, OH 45304 
Robertson, Edward and Ellen, Robertson Fruit Farm, RD 4, Burgettstown, PA 15021 
Robfoette, James and Mary, Robinette's Apple Haus, 3142 4 Mile Rd NE, Grand Rapids, MI49505 .._ 
Rockwell, Robert, Dennis, Rockwell Orchards, Rt. 1, Barnesville, OH 43713 
Rodgers, Richard, 4225 Schirtzinger Rd., Columbus, OH 43221 
Roemer, Mary, Bob, John and Carol Beckett, Stony Run Farm Market, 2997 Norman Rd., 

Hawilton, OH 45013 
Ross, Richard and Bess, Red Wagon Farm, 17030 E. River Rd., Columbia Station, 

OH 44028 
Rothschild, Robert and Sara, Rothschild Berry Farm, 3143 E. Rt. 36, Urbana, OH 43078 
Rouster, Dan and Donna, Rouster's Apple House, 1986 SR 131, Milford, OH 45150 
Royer, Edwin and Betty, NCR Corporation, Dayton, OH 45479 
Rudolph, Jacob, R & S Strawberries, Yellow Spring, WV 26865 
Rutter, Jerry, Jack, Joanne, Joyce, Grandview Orchard, R 1, Bellefontaine, OH 43311 
Sage. Robert and Linda, Sage's Apples, 11355 Chardon Rd., Chardon, OH 44024 
Sager, Charles and Nellie, Sager Orchard, R 4, Box 63, Portland, IN 47371 
Schaefer, Edward and Theresa, 4661 Granview Rd. SW, Granville, OH 43023 
SchaErer, William, Suncrest Orchard, 6622 W. National, New Carlisle, OH 45344 
Schantz, Daniel, Dennis Heilman, John Carl, Patrick Flanley, Dan Schantz Farmers 

Markets, RD 2, Zionsville, PA 18092 
Scheel, Dan, Karen, Wayne Madsen, The Elegant Farmer, Rt 3, Box 41, Mukwonago, WI 53149 
Schmidt, Robert, Rt. 3, Box 7, Swanton, OH 43558 
Schmitkons, John, Schmitkons Farms, 578 Middle Ridge Rd., Lorain, OH 44053 
Schmotzer, Norman and Carolyn, Schmotzers Orchards, 31925 Walker Rd., Avon Lake, 

OH 44012 
Schneider, Al and Mary, Schneider's Orchard, RR 3, Box 607, Alexandria, KY 41001 
Schumaker, Roland, Homeville Fruit Stand, 100 N. Rymers Rd., Port Clinton, OH 43452 
Scott, Nancy, Apple Hill at Henrietta Hill, 930 N. Pasadena, Elyria, OH 44035 
Seipel, Rick, Larry Dodds, Greenville FFA, Greenville H.S., Greenville, OH 45331 
Shelton, James and Betty, Shelton's Fruit Stop, 1832 S. 11th, Niles, MI 49120 
Sherrard, Nelson, Jersey Certified Farm Markets, 168 W. State St., Trenton, NJ 08608 
Shindollar, David, Warren and Jane, The Old Fruit Barn, 3225 Elida Rd., Lima, OH 45805 
Simmons, Peggy, 2981 Princeton Rd., Hamilton, OH 45011 
Sipple, Terry and Marilyn, Kent, TM & K, 3932 US Rt 127, Greenville, OH 45331 
Sleeter, John and Mary, Hill High Orchards, Rt. 1, Box 14, Round Hill, VA 22141 
Smith, Lot and Bettie, Smith Farm Market, 3341 Winchester Pike, Columbus, OH 43227 
Smith, Terrence and Betty, Bet-Ter Farms, 1971 Sicily Rd., Mt. Orab, OH 45154 
Snider, James, Steve, Tim and Arlene, Springcreek Apple Acres, 8120 N. Union-Selby 

Rd., Piqua, OH 45356 
Spall, Albert and Shirley, RR 5, Columbia City, IN 46725 
Sparks, David, 8501 Lyndale South, Bloomington, MN 55420 
Spiegelberg, Ruth, Spiegelberg Orchards, 6161 Middle Ridge Rd., Lorain, OH 44053 
Sponsel, Topper and Sheila, Minnesota Harvest Orchard, Old Hwy 169 W., Jordan, MN 55352 
Stacy, Ralph and Joan, Stacy Farms, Rt. 7, Deval Dr., Marietta, OH 45750 
Stalnaker, Commodore, Johnson Welfare Farm, 6203 Pioneer Trail, Hiram, OH 44234 
Starr, Marie, Rt. 2, Chambersburg, PA 17201 
Staub, Anthony, 2920 Cathy Lane, Kettering, OH 45429 
Stephenson, Ronald and Nancy, Stephenson's Orchards, 6700 Lee's Summit Rd., 

Kansas City, MO 64136 
Stokes, Benjamin, 3182 Center Rd., Wilmington, OH 45177 
Stover, Kenneth and June, Stover's U-PIC, 3801 St. Joseph Av., Berrien Springs, MI 49103 
Stratton, David, Sunnybrook Farm, 1810 Rt. 48 N., Lebanon, OH 45036 
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Stuckey, Gene and Rosalyn, Steve, Stuckey Farm, R 3, Sheridan, IN 46069 
Studebaker, Dale and Marilla, Studebaker Farms, RR 1, Union, OH 45322 

-' Sullivan, Douglas and Ethel, Circle S. Farm Market, 9175 London-Groveport Rd., 
Rt. 2, Grove City, OH 43123 

Suter, Russel, Gene, Jerry, Ron, Rt. 1, Box 253, Pandora, OH 45877 
Swank, Chester and Lillian, Torn Whites Orchards, 7001 Raleigh Rd., Annandale, VA 22003 
Swartz, Stanley and Susan, 2440 E. Lyfle Rd., Dayton, OH 45459 
Sweeney, Charles and Janet, Hilltop Farms, Rt. 1, Cromwell, IN 46732 
Syrnanzik, Eugene and Coralyn, Syrnanzik's Berry Farms, 8146 Baldwin Rd., Goodrich, 

MI 48438 
Symons, John, Indian Hollow .Farm Mkt., Rt. 4, Richland Center, WI 53581 
Tebay, Robert, Tebays Country Dairy Store, Rt. 3, Parkersburg, WV 26101 
Ten Eyck, Peter, Indian Ladder Farms, Altamont, NY 12007 
Thomas, Bob and Marge, Great Lakes Farms, RR 1, Union, Ontario, Canada 
Thomen, Wallace, Thomen Poultry Farm, 7677 Columbus Rd., Mt. Vernon, OH 43050 
Thompson, Charles, Marilyn, Jeffrey, Marcia Thompson, Thompson Strawberry Farm, 

14000 75th Street, Bristol, WI 53104 
Thurman, Charles.and Dutch, Schmidt Farms, R7, B4 Cairo Rd., Paducah, Ky 42001 
Trapp, Michael, Amber Farm, Box 207, Bethel, OH 45106 
Truman, Donald, 340 Augusta-St., Elmore, OH 43416 
Tywater, Earl, Earl's Fruit Stand, PO Box 281, Franklin, TN 37064 
Ullrich, Robert, Nancy, Jyp and Dolores Snowden, Phil Craig, Virginia and Les 

Rothman, Hidden Valley Fruit Farm, 5474 N. St. Rt. 48, Lebanon, OH 45036 
Underwood, Robert and Janet, Underwood Orchard & Farm Market, 360 McKinley Rd., 

Traverse City, MI 49684 
Utzinger, Jim, Dept. of Horticulture, Ohio State University, 2001, Fyffe Ct., 

Columbus, OH 43210 
-1 Vandemark, Vern, Dept. Agric. Econ. & Rural Sociology, Ohio State University, 

2120 Fyffe Rd., Columbus, OH 43210 
Vanderputten, Peter, Gerry, 3394 W US 22-3, Loveland, OH 45140 
Van Deusen, Orville, Torn Green, Harmony Hollow Orchard, PO Box 1454, Front Royal, 

VA 22630 
Van Diepen, John and Johanna, Warwick Orchards & Nursery Ltd., RR 8, Watford, 

Ontario, Canada 
Vanstavern, Bobby, Dept. Animal Science, Ohio State Univ~rsity, 2029 Fyffe Rd., 

Columbus, OH 43210 
Varian, Reed, Ohio Farm Bureau, 35 East Chestnut, Columbus, OH 43216 
Varney, Pearl, Judy, Corncastle, 2019 Eight Mile Rd., Cincinnati, OH 45245 
Veri, Al and Kathy, Farmer Al's, 56 Westaway Pl., Hamilton, Ontario, Canada L9C 2Gl 
Verrnily John, Court House, Greenville, OH 45331 
Wade, John, Torn Harmon, Wade's Village Farm Markets Inc., RR 1, Box 398, Warsaw, 

IN 46580 
Warnecke, Donald, Warnecke Market, 4810 East Rd., Lima, OH 45807 
Wasem, Ed, Wasem Fruit Farms, 6580 Judd Rd., Milan, MI 48160 
Watkins, Ed, SEA-Extension-USDA Room 55255, 14th and Independence Av., WA DC 20250 
Watson, Jack, South Carolina Dept. of Agriculture, PO Box 11280, Columbia, SC 29211 
Weber, Stephen and Jo-Ann, Weber's Cider Mill Farm, Inc., 2526 Proctor Lane, 

Baltimore, MD 21234 
Wessel, Kelso, Dept. Agric. Econ. & Rural Soc., Ohio State University, 2120 Fyffe 

Road, Columbus, OH 43210 
White, David, Pederdales Valley Orchards, 205 S. Acorn, Fredericksburg, TX 78624 
White, Tim, Marvin Martin, Cucumber Corner, 101 Sutterland Dr., Smyrna, TN 37167 
White, Scott and Karen, White's Farm Market, RD 4, Box 369, Clarks Summit, PA 18411 
Wiard, Pete, Emily, Chris, Jay, Wiard's Orchards, 5565 Merritt Rd., Ypsilanti, MI 48197 
Wickerharn, Wayne and June, Tom and Cindy Brown, Wickerham Produce, RR 1, Huntsville, 

OH 43324 
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Wieser, Mark, Das Peach Haus, Rt. 2, Box 327 AA, Fredericksburg, TX 78624 
Wilcox, Eugene, 42 Boyestown, PA 19512 
Wild, Stuart and Dee, Wild Farm, 32 Constance Blvd., Williams Bay, WI 53191 
Williams, Charles and Mrs. C., Fashion Farm, Inc., RRl Lincolnway West, 

Ligonier, IN 46767 
Williams, Robert, Brothers Four Country Store, 3363 W. Elm, Lima, OH 45805 
Willis, Cheryl, "The Berries", 1135, 2771 Northwing Dr., E. Lansing, MI 48823 
Wilson, Dennis, Hill Orchards, 2024 S. Fenner, Caro, MI 48723 
Withnal, Malcolm, Framptons Nurseries (Chichester) Ltd., Stanley Orchards, 

North Mundham, Chichester, Sussex, England 
Wu, Chu, 2580 Muskingum Ct., Columbus, OH 43210 
Yarnell, Gerald,and Barbara, Yarnell's Vegetables, 8216 Africa Rd, Westerville, OH 43081 
Yerkes, John and Leslie, None Such Farm Market, Old York Rd., Buckingham, PA 18912 
Yoder, Del, Rt. 5, Box 253, Morgantown, WV 26505 
Youngs, Larry and Roxie, Youngs Farm Market, 11861 E. Main Rd., North East, PA 16428 
Zoro, Shirley, Washington State Department of Agriculture, 406 General Administration 

Bldg., Olympia, WA 98504 
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