
Clarifying your 
farmers’ market’s 
message

developing customer-focused key messages



Workshop Goals

● Communicate clearly about your market (beyond who is 
vending, when it’s open, etc)

● Figure out who we’re talking to and what they want

● Create bulleted list of key messages to use as a guide



What are key messages?

The main points you want your audience to remember about 
your farmers’ market.

● Clear

● Concise

● Consistent 



Why do we need key messages?

● They provide clarity & consistency for us, helping us 
remember what’s important

● They help with word of mouth marketing

● They give us something to refer back to, so we’re not 
starting from scratch every time (they save time!)



● Meadowdale Farm connects you to where your food is grown and ensures that you’re 
eating food you trust, from people you know.

○ We grow real food for real people
○ We know it can be frustrating to navigate food labels, especially when all you want to 

know is that what you’re eating is real food, like our grandparents used to eat.
○ We believe that you should be able to trust the food you eat.

● Meadowdale Farm helps you eat better food by sharing knowledge about cooking 
real food seasonally and deliciously.

○ We believe your family deserves the best quality food.
○ I’ve been cooking from scratch for over 15 years and want to help you to do the 

same.
○ I know what it is like to be an overwhelmed mom who wants to order a pizza. I can 

show you tricks for getting healthy, tasty food on the table fast.
○ I cook meals on a budget, as a busy homeschooling mom, with a husband often 

away in the military. I want to share my tips for cooking simple, nourishing meals, 
without spending a fortune.

● Meadowdale Farm preserves the farming traditions of Vermont.
○ We believe in being good stewards of the land and continuing to preserve Vermont’s 

Working Landscape.



Who is your customer?

● “Customer” = potential awesome customer

● The customer is the main character. Your market is the 
supporting character

● Write a few sentences about your “customer”



1. What does your customer 
want (related to your market)?

The answer to this is larger than “they want to go to the 
farmers market”. 

Think about what experience are they looking for.



2. What problem does your 
customer have that you can help 
them solve?

● What’s the main barrier that would keep your ideal 
customer from coming to the farmers market?

● What could you imagine a potential customer saying as 
an excuse for why they don’t go to the farmers’ market?



3. How does having this problem 
make your customer feel and 
why? 

Frustrated? Guilty? Overwhelmed? Stressed? 

What else?



4. Is there a bigger truth that 
exists around your customer’s 
problem?

● Think about phrases like “everyone should be able to…” 
or “it’s not right that…”

● What is the bigger battle that your customer is fighting 
here? Beyond themselves, is there any belief they hold on 
to that relates to this?



5. Why does your customer have 
this problem? Is there something 
you can name that has created 
this problem for them?

If ______________ didn’t exist, my customer wouldn’t have this 
problem.



6. How can you relate to your customer’s problem? Is there 
something you can say to them that shows that you 
understand and have empathy?

7. Is there something that you can tell them that will help 
them trust what you’re offering? (customer testimonial, for 
instance)



8. What promise can you make to 
your customer?



9. Are there three steps they can take that will help 
them become a farmers’ market shopper? 

Or three steps that they will take that will help them be 
a better farmers’ market shoppers? 

10. If someone visits you online but isn’t quite ready to 
come to the market, is there something you can offer 
them that might build trust or show them that it will be 
worth it for them?



11. Call to Action (CTA)

● Tell your customer clearly what to do (sign up, come to 
market, etc)

● Invite them to the party!

● If you’re hesitant, they will be too



12. Positive Changes

If someone goes from not shopping at the market to shopping 
at the market, how has their life improved?

Are there specific changes that they might point to?



13. Tell the story of their 
transformation



Now...for the fun part!

● Make a list of points you’ve made, things you’ve written, 
ideas that you’ve come up with

● Write as many sentences as you can!

● Identify themes



Next steps...
● Customer survey.

● Revisit this worksheet with the rest of your team.

● Try this with a different customer in mind (for instance, 
as a way to develop key messages around accepting 
SNAP, participation in the Crop Cash Program, or for a 
special event).

● Once refined, share your key massages with your team 
and with vendors.  Get everyone on the same page!



annafleishman.com/resources

For presentation slides and handout 


