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Committed Conventional Pragmatic Conventional Environmentally Pragmatic Organic Committed Organic
Conscious but not Organic

*  Have not considered » Interested in organic e May be using organic ~*  More focused on e Fully committed to
organic due to lack of ¢  Hesitant to enter practices increased income organic and invested
interest or motives organic due to *  Not certified organic from organic in the foundation of

increased perceptions *  Not driven by organic practices
of risks associated sustainability or
with organic environmental

friendliness

Proposed Organic Grain Buyer Classification

Pragmatic Conventional Pragmatic Organic Committed Organic
» Interest in purchasing organic grains *  Financially motivated » Invested in success or organic grain
*  Refrain from purchasing organic ¢ Purchase organic grains along side industry
grains due to increased awareness of conventional and/or non-GMO »  Purchase organic grains
risk *  May purchase non-GMO grains
»  Purchase conventional and/or non- since transitional grains are
GMO grains marketed as non-GMO

* Do not purchase conventional grains

Figure 1. Derivation of Organic Grain Buyer Classification
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Figure 1. Percentages of grain purchased by committed and pragmatic grain buyers.

Percentage Arrangement Sales, Organic Grains
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Figure 2. Sales arrangement of organic grains



Length of Contracts (months)
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Figure 3. Sales arrangement of transitioning grains

Factors Important On Determining Price Premiums (1=most,
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Proximity to suppliers

Availability of imported organic grains

Quality of the grain supplied

Length of relationship with supplier

Supplier's flexibility in drafting the terms of agreement
Expected domestic supply

Expected market demand

Anticipation of future prices
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Figure 4. Important factors determining price premiums



