
Want to Sell 
Products to 

Organic Farmers? 
Here’s what you 
need to know!
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There is money to be made!

In 2021…

• 3.6 million acres of certified 
organic cropland (up 79% from 
2011)

• 17,445 farms (up 90% from 2011)

• $52 billion retail sales = 5.5% of 
all retail food sales

• $11 billion farm gate sales

USDA ERS Organic Survey 2021
https://www.ers.usda.gov/topics/natural-resources-
environment/organic-agriculture/
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Selling to organic farmers means…

1. Your product WORKS.

2. Your product is eligible to be used under the USDA 
National Organic Program.
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Rules of Thumb (the National List)
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Generally:

• Non-synthetic (natural/mined) substances are 
ALLOWED

• Synthetic (chemically derived) substances are 
PROHIBITED

The “National List” outlines the exceptions.

• 205.601 – Synthetic substances that are ALLOWED

• E.g. micronutrients like magnesium sulfate

• 205.602 – Non-synthetic substances that are 
PROHIBITED

• E.g. arsenic
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ALLOWED

• Means allowed 
under all 
conditions

• Examples:
• Wood chip mulch
• Biological 

inoculants
• Molasses

ALLOWED WITH 
RESTRICTIONS

• Allowed for use in 
organic, but have 
certain restrictions 
or parameters that 
must be followed 
for use

• Examples:
• Manure
• Synthetic 

micronutrients

PROHIBITED

• NEVER allowed

• Examples:
• Arsenic
• Glyphosate
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Two restrictions relevant to input suppliers:

1. Preventative management

2. Documented deficiency
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Preventative Management

Organic farms MUST use preventative 
management before applying substances 
for pest, weed, or disease control. 
(§205.206)

Required management practices:

(1) Crop rotation and soil and crop nutrient 
management practices (205.203 & 205.205) 

(2) Sanitation measures to remove disease vectors, 
weed seeds, and habitat for pest organisms

(3) Cultural practices that enhance crop health, 
including selection of plant species and varieties with 
regard to suitability to site-specific conditions and 
resistance to prevalent pests, weeds, and diseases.
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Preventative Management

Example: Your corn starter mix 
includes a biofungicide. 

Each client you sell to must demonstrate to 
their certifier that they tried to prevent 
fungal issues (like tar spot) but it was 
insufficient and they needed to spray.

The responsibility is on the farmer to 
demonstrate the need. But if you make 
recommendations, ask questions to 
determine that they have a demonstrated 
need and advise them to document that in 
their farm records.

They will thank you for the added effort!
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Documented Deficiency

In order to use micronutrients, an organic 
farmer must document a deficiency for 
each micronutrient applied. (§205.601(j)(7))

Acceptable forms of documentation include:

• Soil test

• Tissue test

• Other documented and verifiable method as 
approved by the certifying agent

• E.g. observations of plant symptoms
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Every ingredient counts!
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Working with Certifiers
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Selling to organic farmers requires full transparency. 
There are no “secret ingredients” in organics.

You MUST provide the organic certifier with a list of 
every ingredient in your product in order to verify 
compliance.

Be responsive to communication from certifiers – your 
customer can’t use your product until the certifier 
reviews the material. This is true for every certifier 
that your customers use.

Streamline this process by ensuring that your 
ingredients lists are complete and sent to every 
organic client that you work with.

This is true for every product, including custom 
blends.
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Avoid the hassle and get listed!
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Selling Seed

Organic farms are generally required to use 
certified organic seed, but there are exceptions. 
(§205.204)

If you are selling non-organic seed to a certified 
organic farmer:

• MUST be non-GMO

• Be prepared to provide documentation!

• Cannot be treated with a prohibited substance

• Allowed treatments are O.K.

• Always list seed treatments/coatings/pelletizers 
on the seed tag, invoice, statement, and label

• Include the full brand name and material 
manufacturer name in the catalog or invoice
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Custom Applications & Services

Organic fields and crops must be protected 
against contamination by prohibited 
substances. (§205.272(a) & 205.202(b))

Custom operators MUST do a thorough 
cleanout of all equipment that is used on 
both organic and conventional fields!

• Sprayers

• Planters

• Spreaders

• Wagons

• Totes

• Truck Beds

• Etc.

Document all cleanouts and provide these 
records to the certified organic farmer.
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Documentation, Transparency, Communication
Build a reputation as a trustworthy and knowledgeable supplier of material 
inputs to organic farms.
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Thank you.
Mallory Krieger, mallory@organicagronomy.org

Stay informed – Subscribe at
organicagronomy.org/subscribe

OATS is supported with funding from the Organic Trade Association’s industry-invested GRO 
Organic research, promotion, and education program. Top 2022 GRO Technical Assistance 
Donors are General Mills, Santa Cruz Organic, and Oatly.
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