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1) Briefly describe your current compost operation.  

· 22 Acres, windrow, yardwaste and food waste feedstocks.

· Take in horse bedding and use in our cattle barn and bedding pack…then move material to compost area.
· Leaves, cranberry waste, some crab shells.

· Farm wastes, leaves, grass, brush, wood chips, cardboard, and cow manure.

· Alpaca manure, leaves, straw mixture in windrows (low rows). Also vermiculture with same mixture.

· Cow shed accumulates manure and bedding which is worked by the chickens. Also, mare piles.

· ~2500-3000 CY compost/soil mix (~1500-2000 cy finished compost) and some wood grindings & food waste. Recipe base: leaves & horse manure, w/ on farm horse, pig, layer, leaf manure.
· 2 acres; take in landscaping debris from landscapers and manure from three horse farms.

· Compost transfer station leaves/brush for Town of Canton. Looking to start (on-farm) composting.

· We are a startup blending company.

· Very small static piles. Looking to expand in the future.

· I am composting farm waste, waste from hay customers, and thinking about taking local yard waste.

· Small sheep farm.

· Just manure and yard waste at this point. Need to expand to reduce waste.

· Municipal operation: leaves and yardwaste only, piled behind DPW garage. Occasionally turned, no other processing.

· Small-scale garden, Vermicomposting (small scale) and youth-run garden program.
2. Do you currently market your compost?  If yes, please describe. 
· Yes, local wholesalers and some retail.
· Sold first truckload today.

· No.

· Small amounts.
· Not yet, but want to.

· 2008 sold it bagged at the (local) Farmers Market.

· 95% sold bulk, some bagged sales. We deliver. Market through word-of-mouth and Yellow Book ad.
· Retail sales at farm stand.

· Market others compost.

· No.

· No.

· I do not market it, but plan to put a few bags in front of the house with a little sign this spring.

· No, not really. Currently used on the hay fields and given to a few friends and neighbors.

· Sold for $15 per scoop.

· Word of mouth only. Mostly used by municipal staff and for city projects.

· Have sold our vermicompost in the past at our local farmers market.

3. Have you developed a compost marketing plan? 
· No.
· No.

· No.

· No.
· I have begun to add the compost into our existing farm marketing plan.

· Just have done it ad hoc.

· No.

· No!

· Working on it.

· Yes.

· No.

· No.

· No.

· No.

· No.

· No.

· No.

4) What barriers or problems have you encountered in marketing your compost? 
· Many compost producers are giving material away at low prices.
· Need to screen.
· Finding customers.

· Selling large amounts.

· Should have started sooner, but didn’t feel ready.

· None yet.
· Trucking efficiency; labor requirements conflicting with other farm activities.

· Too much material!

· None yet.

· Not much at present. I have tailored the operation to serve lots of small local customers, they are the most reliable and provide for the most economic stability for our operation.

· Locating a good operation site.

· Time and knowledge.

· Low quality product products since we do not screen; city staff has no time to load material.

· Scale; lack of marketing.

5) What marketing tools or assistance do you need? 
· All.
· Not sure.

· Not sure.
· Recipe perhaps and marketing plan.

· Efficiencies.

· Want to analyze and develop wholesale accounts and bagging/retail operation. Especially soil mixes and potting soil.

· Bagging equipment? Do I need it? Help with Website information.

· Just more information.

· Next year I hope to start composting more and would need help then.

· I learned so much about how to run such an operation and the pitfalls to avoid. It was most helpful.
· Knowledge.

· Another staff person to do it. Don’t really want to compete with the private sector.

· General – from start to finish.
6) What marketing skills did you hope to gain from participating in today’s workshop? Did the workshop help you obtain those skills? 

· Not sure yet.
· Need to further understand end user and specific uses for our product. 

· Pricing and potential customer ideas.

· Marketing ideas – Yes.

· A beginning to start my marketing plan. This is a great start! Great information!

· Better packaging.

· General knowledge, tips, pricing, discuss bagging – fairly well.

· Best Practices from Athena.

· I found it interesting in developing more information on composting and marketing it.

· New products and marketing techniques for them.

· Yes…just wanted an overview and got more than that!

· The workshop was great and most of the info that was valuable fame from people actually doing the stuff. If anything, it would be good to include a few more very small operations. My impression was that few there were thinking of getting into a huge operation. That is why the farmer with the small screener from Maine was of such interest. There is no question farmers could impact the bottom line or improve their soil with a composting operation on the side, small is better.

· Yes.

· I have a lot to learn, but it is all attainable.

· Understanding potential customer needs.
· Good “bag vs. bulk” discussion. Nice summary of the many factors that go into marketing (Geoff Kuter).

· General possibilities and options.

7) What suggestions do you have for improving this field day/workshop for future participants?  
· Very well done.
· Well done.
· More roundtable and ability to submit questions/issues to presenters ahead of time.

· None

· Maybe more time out at compost site. Otherwise, it was fine!!

· Thanks for such a wonderful workshop. It was a real eye-opener!

· Handouts of PowerPoints.

· Discuss how private sector can help municipalities achieve goals.

· Community composting operations?

8) If farm-based operation, would you like technical assistance in developing and implementing a marketing plan? 
· 8 possible technical assistance requests
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