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1) Briefly describe your current compost operation
· Leaf and cow manure compost. 8 acre site selling roughly 2500-3000 yards bulk a year. Working on selling more bagged compost for the future.

· 3-bay aeration system installed in Fall 2009 – composting crop waste and inputing horse manure.
· Developing aeration windrow system – take green materials from Wegmans in Rochester.  

· Bought Farm in 11/09. This farm had a Vermicomposting operation in place. But…hadn’t done much with it in 5 years, so we weren’t able to market it. The worms will probably need a year to have a strong, healthy population. I am giving samples of vermicompost to acquaintances/potential customers. I have about 200 cubic yards of vermicompost that came with the farm. It is in a 35’ x 110’ approximate new pole barn.

· We currently do not “compost.” We stock pile our horse manure with our pine bedding sawdust.

· We currently compost the leaves and grass clippings from the Village of Windsor and use on site for our produce gardens.  We also mix in chicken manure.  Very small scale on less than two acres of garden.  My goal is to buy 40 acres and compost everything I can get, excluding biosolids and MMSW.  I want to have approximately 10 acres of compost area for wood chips, bulking agents, processing, and curing.  The intent is to serve the immediate surround area around Binghamton.
· Small scale Vermicomposting operation.

· We have a few windrows for use on the farm.

· Compost is mostly used on site.

· Two operations – 1 yard waste 1,500-3,000; and 10,000 yards.
· Horse manure compost, leaf compost, garden manure, topsoil, etc.

· Grow Compost is a new compost facility in Central Vermont. In our first year we anticipate generating 5,000 cubic yards of high grade horticultural compost. Our goal is to produce 10,000 cubic yards of compost a year.
2) Do you currently market your compost? How? 
·  Word of mouth! Going to NOFA Conferences and having a Website.

· No. Just started making compost in spring 2010, using on farm. Want to start to market compost in near future.

· No.

· I’m in the process of making a tri-fold brochure.

· We would like to get started formulating one and marketing.

· No.

· No.

· No.

· Yes, mainly in bag form.

· Yes, to residents and commercial contracts.

· Yes, to local homeowners and landscape contractors.

3) Do you have a compost marketing plan?
· No

· No. Would like to.

· No.

· Have potential customers who value vermicompost to justify cost, what to package it in, and how much to charge.

· No.

· No.  Initial intent is to have inflow of clean material for bulking agents for two years to stockpile for initial compost in year three.  Initial use will be private to amend soil in family crop fields.  I will be formulating outlet list as site planning progresses.
· No.

· No.

· No.

· Not set in stone—product sales exceeds production currently.

· Website and fliers at this point.

· Yes, we have a marketing plan that incorporates low cost marketing tools such as Website, radio shows, brochures, and traditional print ads, radio ads, etc. We are ready to revise the plan, however. 

4) What barriers or problems have you encountered in marketing your compost?

· Funding and finding the best avenue to market in.

· Developing plan for compost. Do we sell or use it ourselves on the farm?

· I’m having a hard time deciding on selling price, especially because I’m hoping to sell vermicompost that was there when I bought the farm.

·   No marketing yet.  Barriers were with rejection of compost facility site by municipality (NIMBY concerns regarding vectors, odors, groundwater, bioaerosols, etc.). 
· Demand is high.

· Current market values are too low. Based on a municipal/residential use model – set on nonprofit.

· Bagging – a labor intensive issue.

· Regulations and permitting issues in Vermont have raised questions about compost in general. Although we are fully permitted, we have been thrown in the limelight in the end. Make a good marketing strategy!
5) What marketing tools or assistance do you need?
· Just entering the bagged market – how to market to local greenhouses and nurseries? Knowing what to price product at.
· Determine end user product and develop marketing plan

· Determine best use of our compost and how we might add to the value-added situation.

· I came to learn more about composting.

· Everything!

· No product yet, but presentations or hand out support from regulatory experts would be beneficial to hand to municipality to get them on board prior to reviewing site plan.
· Just wanted exposure to the information at the workshop.

· Determining capacity on site. Recipe adjustment; incorporating food scraps. Funding ideas.
· Need to focus on “inbound or tipping fee” marketing for feedstocks.

· Starting into topdressing. Need to find more and bigger markets.

· Cost of goods is difficult to establish as a new facility.
6) What marketing skills did you hope to gain from participating in today’s workshop? Did the workshop help you obtain those skills?
· Organizing business structure.
· Excellent workshop – good info on potential target markets, also how to determine which market might fit our process. Great info and presenters.

· Need to know more about compost and how we can develop and produce a useful product. Yes, the workshop was most helpful!
· I like the roundtable discussion.

· Learning more about what customers would apply to our “recipe.”
· I wanted to hear from other professionals about successes and failures.  Also, who do they market to, what types of products, volume with respect to size of operation, haul distances, tipping fees vs landfill costs, product value.  I got answers to all questions.
· Outstanding information.

· Quality assurance, testing information, regulations, and making contacts. Yes! Workshop was very good.

· Extension educator – came to the workshop to learn how to assist farmers/producers in developing compost marketing plan. 

· Better understanding of rules and regulations.

· Organizer for composting – Workshop was super!

· Tools to help educate others on the true “value” of compost and help set competitive markets.

· Getting the word out more!

· I appreciated Chuck Duprey’s presentation.
7) What suggestions do you have for improving this workshop for future participants?
· Better weather! (ditto, several times!)

· Workshop was great as is.  Having existing composters discuss their successes and failures at end was great.  I would like to find a ‘beginner’ level session that helps explain ‘dos’ and ‘don’ts' of composting sites.  Examples – types of pads vs equipment, grinding equipment – rent or own, turners, … Not sure if the composters would be willing to give away all of their trade secrets though.
· I know this workshop has a marketing focus. But, a little bit more on composting making would have helped. Information about building capacity, storing materials, and expanding composting efforts will help me to get to the marketing possibilities sooner. 

· Talk more about working compost sites.

· Start with marketing. Skip compost “basics” and permitting info (which doesn’t apply to all). 
8) If farm-based operation, would you like technical assistance in developing and implementing a composting marketing plan?
· 10 potential technical assistance requests

