Compost Marketing

Workshop Participant Questionnaire
Wrentham, MA
42 Participants

19 returned questionnaires

1) Briefly describe your current compost operation.  

· New start-up operation. Currently doing some Vermiculture, leaf-yard composting.

· Vermiculture business
· None yet. Interested in becoming compost raw material supplier.

· Home-based vermicomposter, aspiring to grow vermicompost business.

· Yardwaste collected at municipal recycling center/transfer station. Collected materials are screened, piled, turned, and arranged into windrows and piles.

· Currently compost horse manure using an O2 aerated pile composting system. Output is approximately 15 cubic yards every six weeks.

· Hingham Town transfer facility – collect leaves, grass, woodwaste. 

· Landscape waste (leaves/grass) composting.

· Compost on-site generated farm wastes.

· Starting a commercial compost operation with leaves, grass, small branches, and other yard wastes.

· Tow of Lexington Compost Facility. Processes about 50,000 cubic yards of municipal and landscape contractor yardwaste. Produce 12-15000 cubic yards of finished products, loam, compost, and 50/50 super turf.

· Four windrows @ 4’ x 4’ each. Compost materials include goat and chicken manure, hay, green manures, and sawdust.

· Leaves, produce waste, manure, crabshells

2) Do you currently market your compost?  If yes, please describe. 

· No.

· Yes, on Website, Facebook, and at farmers markets.
· No.

· Materials are available to town residents free of charge.

· Yes, by word of mouth primarily and at local feed/seed outlets.

· No.

· Yes – bulk, mix with top soil.

· Word of mouth.

· No.

· Yes, ½” screened compost sold to local landscapers and residents; ½” screened loam.

· No, but that is my goal.

· Yes, bulk.

3) Have you developed a compost marketing plan? 

· No.
· No
· No.

· No, but have coop group for recycling which arranges for grinding contracts.

· No.

· No.

· No.

· Working on it.

· No.

· Yes. Administrate landscape contractor permit/punch card program for disposal of leaves/grass materials.

· Not yet.

· No.

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

· Where and how to enter the market.

· Packaging and labels
· Bid process response is partially successful as there are many types of equipment, ages of equipment, operator experience vs. amount to be processed by equipment.

· Training, when customers want compost I run out and when I have surplus they are not buying.

· Finding a market to sell finished product to.

· Demand is too low.

· Lack of knowledge on my part.

· What to do with tailings/residuals from screening of compost and loam.

· Biosolids compost is keeping price too low.

5) What marketing tools or assistance do you need? 

· Making a marketing plan.

· Contacts
· Sizing, materials handling, developing screening and tromble specifications.
· Not sure.

· Finding a buyer of compost at all stages from a municipality.

· Not sure.

· Everything.

· Assistance with marketing of these tailings and residuals.

· Not sure.

6) What marketing skills did you hope to gain from participating in today’s workshop? Did the workshop help you obtain those skills? 

· Meeting other composters, finding and assessing available resources. Yes, it was helpful.

· Details on developing business from the ground up. The workshop was a little too general.
· Basic understanding of compost-specific issues. Yes.

· Learn whatever I can about marketing in the composting business. The workshop was extremely informative and helpful.

· Want to learn more about marketing opportunities and barriers to composters. Yes, the workshop was helpful.

· Understand the potential markets for compost. Learn the scope of compost usage and markets. Differences between top soil and compost.
· Understanding market pricing and packaging (bulk vs. bagged). Yes. There was a good mix of ideas for both large and smaller producers. 
· A basic understanding of marketing a compost product. Yes.

· Awareness about the industry and greater understanding about marketing and vaule. Yes – good overview of both composting and marketing of finished product. 

· Ideas and contacts to move product – yes.

· More outlets for our compost – yes.

· General information – yes.

· Basic marketing skills – yes.

· Basic composting of organic materials – yes.

· Improve marketing strategies and compost processing capabilities. 

· Motivation to think about marketing my compost – yes.

· More knowledge – yes.

· Issues and main points to consider – yes.

7) What suggestions do you have for improving this field day/workshop for future participants?  

· List of workshop attendees.

· I believe most people do not have an established business. More detailed information on composting and different blends, how they are used.
· Someone in the vermicompost business to address challenges of vermicomposting.

· Copies of the presentation material, even if only on the CD.

· Appreciate the local presentations. Groundscape presentation was a bit of a sales presentation.

· Good workshop and presenters.
· Workshop seemed to be geared toward larger processors.

· Breakup some of the slides into more slides that are readable from a distance.

8) If farm-based operation, would you like technical assistance in developing and implementing a marketing plan?  Five participants interested in technical assistance.
