Making Your Compost and Mulch Products Work for You!

Marketing Workshop
January 28, 2011

Duke Farms, Hillsborough, NJ
	Schedule
	Topic

	9:30–10:00
	Registration

	10:00–10:15
	Introductions, SARE Project Overview

	10:15–11:00
Athena Lee Bradley

NERC


	Best Management Practices and Introduction to Marketing
· Applications and Benefits

· Comparison of Compost/Mulch to Other Products

· Feedstocks/Recipe Development

· Introduction to the Marketing Principles

· Compost as a Commodity: Setting Goals

· Volume vs. Value Markets;  Bulk vs. Bagged
· Blending/Derivative Products

· Preparing a Usable Marketing Plan
· Attributes of a Successful Compost Supplier
· Branding, Promotion, Social Marketing, and Customer Education Tips

· Market Sectors, Trends, and Product Positioning

	11:00-11:45
Loren S. Muldowney, M.S., Staff Scientist Rutgers/NJAES Soil Testing Lab
	Compost Quality

· Importance of Quality for Marketing Success

· Quality Standards: Consistency, Testing, Specific Characteristics of Compost



	11:45–12:15
Frank Kerns
JH Reid Recycling
	Marketing/Sales 
· General Business Model Tips
· Distribution Options

· Tips on Costs and Pricing

· Tools and Services

· Distribution/Delivery Strategies

· Sales Principles and Strategies/”Sales Points”/Sales Skills 

	12:15-1:00
	Networking Lunch 

	1:00-1:30
Mike Westendorf
Extension Specialist in Animal Sciences, Rutgers University
	Working in New Jersey’s Regulatory Environment
· NJDA Regulations: What they mean for compost operations


	1:30–2:15
Erich Bremer

Supervisor

Organic Certification Program, NJDA
	Compost for Organic Farming

	2:15-3:15
	Marketing and Sales Strategies Roundtable

	3:15–4:15
	Tour of Duke Farms Wood Waste Operation


