
 

 

  

Tips for Farmers’ 
Market Managers 

 

Most farmers’ market managers don’t receive formal training when taking 

on the job as market manager. Many just dive in and learn as they go, doing 

the best they can with what they have. Managing a farmers’ market can be 

challenging for many reasons, so to ease the burden I created this 

publication to hopefully make your job easier.  

[Document subtitle] 
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PREFACE 
WHEN I THINK ABOUT THE NUMBER OF FARMERS’ MARKETS IN THE SOUTHERN IOWA RC&D REGION, IT MAKES ME 

PROUD.  IT FEELS LIKE THE WORLD IS ON OUR SIDE WHEN WE CAN CHOOSE TO INVEST IN FRESH, VIBRANT FOOD 

GROWN BY OUR FRIENDS AND NEIGHBORS. IN TODAY’S FAST-PACED UNIVERSE, FARMERS’ MARKETS FEEL LIKE A STEP 

BACK IN TIME. A TIME (OR AN EXCUSE) TO SLOW DOWN AND TAKE A STROLL UNDER THE OPEN SKY WHILE WANDERING 

FROM VENDOR BOOTH TO VENDOR BOOTH. A TIME TO GET EXCITED ABOUT FRESH TOMATOES AND SWEET CORN. A 

TIME TO CATCH UP WITH NEIGHBORS AND TALK ABOUT THE WEATHER, GRANDKIDS AND COUNTY FAIRS. A TIME TO 

STOW AWAY CELL PHONES AND LEAP INTO THE BREATH OF SUMMER, EVEN IF ONLY FOR AN HOUR.  
 
NONE OF THIS WOULD BE POSSIBLE HOWEVER, WITHOUT YOU, THE FARMERS’ MARKET MANAGER. THE PERSON WHO 

DEDICATES THEIR TIME AND RESOURCES TO TRYING TO GIVE BACK TO THEIR COMMUNITY IN A MEANINGFUL WAY. 
LIMITED FUNDS AND SUPPORT CAN MAKE MANAGING A FARMERS’ MARKET DIFFICULT. IT CAN AT TIMES FEEL LIKE AN 

UNDERAPPRECIATED AND THANKLESS JOB. IF YOU ARE A MANAGER WHOSE MARKET IS STRUGGLING, DON’T GIVE UP. 
YOUR WORK IS IMPORTANT AND YOUR RURAL COMMUNITIES NEEDS YOU. IT MAY BE WORTH YOUR TIME TO GO BACK 

TO THE DRAWING BOARD AND BRAINSTORM WAYS TO IMPROVE YOUR MARKET. MY HOPE IS THAT YOU WILL USE THIS 

PUBLICATION TO DO JUST THAT. I KNOW LIFE CHANGES AND PATHS CHANGE, SO IF FOR SOME REASON YOU CAN NO 

LONGER BE A CHAMPION FOR YOUR FARMERS’ MARKET, I HOPE YOU CAN FIND SOMEONE TO PASS THE TORCH ON TO.  
 

SINCERELY, 

ALEXI GROUMOUTIS, LOCAL FOODS COORDINATOR 

SOUTHERN IOWA RESOURCE CONSERVATION AND DEVELOPMENT AREA, INC. 

 
 
TIPS FOR FARMERS’ MARKET MANAGERS PUBLICATION WAS WRITTEN AND COMPOSED BY SOUTHERN IOWA 

RESOURCE CONSERVATION AND DEVELOPMENT’S (SIRC&D), LOCAL FOOD COORDINATOR, ALEXI GROUMOUTIS. THIS 

PUBLICATION WAS MADE POSSIBLE BY THE 2015 FARMERS’ MARKET PROMOTION PROGRAM GRANT FOR SIRC&D’S 

GROWING FARMERS’ AND FARMERS’ MARKET PROGRAM. SIRC&D IS A 501 (C) (3) NONPROFIT ORGANIZATION. FOR 

MORE INFORMATION VISIT OUR WEBSITE AT http://www.southerniowarcd.org/. 
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Why Farmers’ Markets Succeed or Fail 
 

 

 

 

 

SUCCESSFUL FARMERS’ MARKETS ENACT: 

☐ A Producers-Only Market. In keeping with the true spirit of farmers’ markets, 

many successful markets operate a producers-only market, meaning vendors can 

only sell products they’ve grown or produced themselves. 

☐ Good Management. A successful market is dependent on a manager who is 

committed to his/her job and who wants to be there. 

☐ Activities. Getting people to the market can be tricky. It’s not just about the food, 

but the overall experience. Entertainment, whether it’s food demonstrations, 

kids’ activities, live music or dancers from the local dance studio, creates an 

energetic and welcoming environment that lures patrons in. 

☐ A Convenient Location. The market should have adequate shade, bathrooms 

within walking distance and convenient parking. 

☐ Diversity of Products. Variety is the spice of life. The more variety you have, the 

more successful your market will be! Produce, eggs, meat, baked goods, honey, 

nursery stock, value-added products like jams and salsas and freshly cut flowers 

represent the ideal spread for a successful farmers’ market. 

☐ Marketing. In order to drum up business, you need to advertise your farmers’ 

market consistently. There are many ways to advertise for free: put up flyers in 

town at banks, gas stations, restaurants, daycare centers, hospitals, churches, etc. 

and in surrounding towns. Ask to be interviewed by your local radio station to 

talk about the farmers’ market. Contact area newspapers to write a feature story 

about your farmers’ market. Write editorial letters to local newspapers. Put out 

farmers’ market signs throughout town on the day of the market at major 

intersections. Ask banks if you can advertise on their electric sign boards. Ask 

local businesses to promote your market to their employees by putting up flyers 

in the break room or by mentioning your market in their monthly newsletter. 

Promote your farmers’ market on social media and keep your followers engaged 

by frequently posting and asking questions like, “what’s your favorite veggie to 

Many farmers’ markets enjoy great success, while others struggle to stay afloat. 

It’s kind of the chicken and the egg concept when trying to operate a 

sustainable farmers’ market in rural Iowa. People are less likely to attend a 

farmers’ market with very few vendors and vendors are reluctant to sell at a 

market with very few people. Upon doing some research, I’ve come up with a 

list of characteristics that accompany successful farmers’ markets versus failing 

ones. Hopefully these tips will help your farmers’ market thrive! 



4 
 

purchase from the farmers’ market?”  Ask followers to take pictures of a meal they made from ingredients 

purchased at your farmers’ market. 

☐ Surveys/Data Collection. By distributing surveys to vendors and consumers, you are able to collect vital 

feedback regarding your farmers’ market and make improvements and corrections from there. Data and survey 

information can not only be used when applying for grants, but it can be used to further local food policies in 

Iowa. 

☐ Fair and Enforceable Rules and Regulations. It’s important to establish rules and have vendors sign an 

agreement, so both the farmers’ market and vendors are clear on their obligations. 

Rules can include: 

o  The types of vendors that are allowed 

▪ Is your market a produce-only vendor operation or do you allow vegetables purchased 

from produce auctions? 

▪ Do you allow crafts at your farmers’ market and if so, are they required to be handmade? 

▪ Do you allow peddlers at your market? These are people who buy products wholesale 

and then sell them for retail? 

o If your market starts at 4 pm, can customers still purchase before the market officially starts? 

o If you are a produce-only market, will you require a visit to the farm to verify that the vendor 

actually grew his/her own food? 

o Does the farmers’ market have liability insurance to cover the vendors? If not, will you require 

vendors to carry their own insurance? 

☐ Community Partners. Community partners can serve many purposes. A community partner can sponsor 

farmers’ market advertising or even sponsor the market manager’s salary for the season. They can also volunteer 

to host an activity at the farmers’ market. For example, your local library can come and host a homemade 

bookmark activity; Iowa State Extension 4-H can host a craft table for kids; or the hospital’s dietician can conduct 

cooking demonstrations.  

FAILING FARMERS’ MARKETS TEND TO HAVE: 

☐ Not Enough Vendors 

☐ A High Need for More Products 

☐ Low Administration Revenue 

☐ Volunteer or Low Paid Manager 

☐ High Manager Turnover 
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There are many things that can be done to increase traffic at farmers’ markets, but if someone forced 

me to narrow it down to five tips, here’s what I’d suggest…. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Primary 

• Live Music:  Music brings a welcoming ambiance and energy to the market. 

• Hot food for purchase: Food truck or Hy-Vee on-site grilling trailer 

• One kids’ activity per market: Local library, government agencies like MATURA and 

Community Partnerships for Protecting Children, just to name a few. 

• One wellness demo per market: Hospital, public health, grocery stores: food demos 

• Information Booth: a place where customers can go to ask questions, make 

suggestions, fill out surveys and pick up wellness information.  Information booth 

provides a face to your market. It makes people feel connected. 

All of these suggestions create an event-like atmosphere and that’s what keeps customers 

coming back consistently. 

BE CONSISTENT! 

I understand these suggestions take extra time and effort to plan, but you will get out of 

your market, what you put into your market. Be consistent when scheduling these events. 

Live 

Music! 

Hot Food 

for 

Purchase! 

Kids’ 

Activities! 

Wellness 

Demos! 
Information 

Booth 
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But, I can’t list JUST 5, so here’s what I would add……. 

Secondary 

• Hand out SAMPLES-people love them! People not only get excited about free food, but they also 

enjoy interacting. 

• Display professional looking booths with tents and clear product prices. Customers shouldn’t 

have to ask how much something is.  

• Vendors should show up consistently. Too many times vendors show up once and if they don’t 

do well, they never come back. I personally think it speaks volumes about the vendor. Vendors 

must EARN their business and that means building relationships with customers and showing up 

to the market consistently. Today customers might not buy from you, but next week they may. 

And yes, maybe your product isn’t doing well, but at least give it a month before throwing in the 

towel. 

 

 

 

 

  

 
 

 

 

 

 

 

 

 

 

 

 

  

CRESTON FARMERS' MARKET 
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I can’t begin to tell you the value in forging community partnerships. When it comes to promoting your market, 

wellness demos and kids’ activities will literally change your market from night to day. When you get organizations 

and businesses to invest time into your market, your market will have a bigger following and your market will 

become a sought-after destination with repeat customers. It’s the activities that will bring the people to your 

market and once you get them there, they will start shopping at the market. 

Host one wellness demo per market and one kids’ activity per market. If you have to absolutely choose between 

the two, choose the kids’ activity. 

Wellness demo ideas: 

• Cooking demos can be hosted by: 

o Local grocery stores 

o Hospital or clinic dietician 

o Restaurant 

o Iowa State Extension 

o Market manager 

Food demonstrators don’t have to necessarily prepare the food at the farmers’ market (even though that 

would be great). They can instead prepare and portion out the samples ahead of time and then hand out 

those sample with recipes at the farmers’ market. Remind demonstrators to bring gloves, utensils, 

napkins and wipes to clean up after themselves. Also, remind them cold food needs to be held at 41 

degrees or below. Hot food must be cooked to proper temperature, and then held at 135 degrees or 

above. Food set out for the public to sample should be discarded after two hours at room temperature or 

one hour if it’s hotter than 90 degrees outside. Check with your local food inspector to be sure about 

required regulations. 

 

• Garden Demos 

o Local Garden Center 

o Iowa State Extension 

o Local garden club 

• Blood Pressure Screening 

o Public Health 

o Clinic or hospital 

• Essential Oil Demo 

o Mosquito and tick repellent 

o Cooking with essential oils 

• Fitness or Yoga Demo 

• Honey bee demo 

 

 

 

 

Community Partnerships 

ALL PICS ON THIS PAGE: CRESTON FARMERS' MARKET 
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Kids’ Activity Ideas 

Kids activities should involve making some kind of craft they can take home or an activity they can participate in. 

The activity should be free. 

• Bicycle Safety Day-hosted by local law enforcement 

• Fire Safety Day-hosted by fire department 

• ISU Extension -youth program coordinator 

• YMCA Youth Coordinator 

• MATURA: WIC or Head Start Program 

• Library 

• Community Partnerships for Protecting Children 

• Art/Crafts Table 

o Farmers’ Market Manager can set out coloring books and crayons for kids to use 

• Other Kids’ Activities 

o Bubbles 

o Games 

o Sidewalk chalk 

o Face painting (kids LOVE this!) 

Contests 

• Pie baking contest 

• Pie eating contest  

• Chili cookoff 

 

  

ALL PICS ON THIS PAGE: CRESTON FARMERS' 
MARKET 
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July Calendar of Events-Creston Farmers’ Market 
Monday, July 3rd 

• Kids’ Activity 
o Come play with a VEX Robot!-Creston YMCA 

The VEX Robot illustrates just how fun science can be!  

• Demonstration 

o Cucumber Melon Salad-Hy-Vee dietician  

Hy-Vee dietician will be handing out cucumber melon salad samples with recipe. 

Monday, July 1oth 

• Kids’ Activity 

o Smoothie Bicycle-United Health Care  

Hey kids, hop on the smoothie bike, a stationary bike with an attached blender. When you pedal, it powers 

the blender filled with fruit (no electricity needed!) and you get to literally taste the fruits of your labor! 

• Demonstration 

o Environmental Health tips-Amanda Husband, Union County Environmental Specialist, will offer safety 

information regarding swimming pools, septic systems, wells and radon gas.  

Monday, July 17th 

• Kids’ Activity 

o Make a cool bookmark-Gibson Memorial Library 

Make a homemade bookmark of a monster overlooking the page. The bookmark is created from the page of 

a book. 

• Demonstration 

o WIC Wellness Booth-Karla Hynes, WIC Program Director at Matura.  

Wellness information will be handed out along with peanut butter apple roll-ups. 

Monday, July 24th 

• Kids’ Activity 

o Make mini-vegetable cream cheese pizzas-Matura Head Start Program. 

Finally, you get to play with your food! Create a delicious and edible masterpiece using veggies! 

• Demonstration 

o Free Blood Pressure Testing-Greater Regional Outreach Public Health. 

Monday, July 31 

• Kids’ Activity 

o Create a book about the farmers’ market-The Bookwyrm. 

• Demonstration 

o Nutrition Tips- Ginny Lents GRMC Director of Nutritional Services and samples of homemade veggie dip 

with veggies. 

 

 

  

Market Schedule 

• June 5-Sept 25 

• 4-6:30 

• Activity start time 4pm-6 

• McKinley Lake (SE Corner) 

 

• Watch Southern Iowa RC&D’s farmers’ market video filmed in Creston at 

www.southerniowarcd.org 

• Follow Southern Iowa Local Foods Initiative on Fb 

• To volunteer to set up a wellness booth or host a kids’ activity at farmers’ 

market (it can be a one-time thing), contact Alexi. 

 

For more information contact: 

Alexi Groumoutis, Local Foods Coordinator 

Southern Iowa Resource Conservation and Development Area, Inc. 

641-782-4033 

Email: alexigroumoutis@southerniowarcd.org       Webpage: www.southerniowarcd.org 

Follow Southern Iowa Local Foods Initiative and Creston Farmers’ Market on Facebook! 

http://www.southerniowarcd.org/
mailto:alexigroumoutis@southerniowarcd.org
http://www.southerniowarcd.org/
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• Leadership 

It takes a village to raise a farmers’ market, however, someONE still needs to be in charge. Your 

farmers’ market may or may not have a farmers’ market board or association, either way, your 

farmers’ market needs a motivated, dedicated and passionate farmers’ market manager. 

Someone who is willing to think outside the box, reach out to community organizations to form 

partnerships and not be afraid to delegate tasks. 

• Organization 

Manager needs to be well organized and consistent when hosting the market, planning activities 

and hosting meetings.  

• Rules/Regulations 

Manager must be willing to enforce rules and regulations. 

• What’s working and what is not? 

If your farmers’ market isn’t doing as well as you’d like, do your best to figure out why.  

o Talk to people in your community who DON’T attend your market. Ask them why they 

don’t come to the farmers’ market.  

o Surveys can be helpful, but pass them out at high traffic areas like grocery stores (with 

permission of course). Surveys should include questions like: 

▪ Is the location convenient? 

▪ Is the time convenient? 

▪ Do you attend the farmers’ market? If no, why? 

o It might be helpful to attend city council meetings to figure out new ways to garner 

support for your market and to forge partnerships, so you don’t feel like you are doing 

this alone. People can’t volunteer to help if they don’t know there’s a need for it. Other 

organizations to work with:  

▪ Chamber of Commerce 

▪ Economic Development Association 

  

Why? 

Not only can they advocate for your market 

and become a helpful partner, but it benefits 

them to use the farmers’ market as a 

marketing tool to recruit visitors to your 

community. 

Other Suggestions For Improving Your Farmers’ Market……….. 
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• Market Etiquette: First Impressions Matter! 

o Wear clean clothes 

o Practice good hygiene 

o Refrain from using cell phones 

o No tobacco products 

o Use Clean language 

o Don’t eat at vendor booth 

 

• Engage Your Customers 

o Make eye contact  

o Make small talk 

o Listen to customer suggestions and feedback 

 

• Promote your Products 

o Hand out Samples. Customers are more likely to purchase something from you 

when they receive free samples. One: Because they think it’s delicious and Two: 

Now they feel obligated to buy something from you. 

o If you sell produce, meat, honey or dairy products, pass out recipe cards with 

purchases. People love taking home new recipe ideas. 

o Pass out your business’s brochures/flyers. Flyers should include product info., 

but also include a brief story about your farm. This allows consumers to make a 

personal connection with you and get to know you. 

o Wear clothing with your business name and logo. It gives you a polished, 

professional look. 

o Promote yourself on your social media pages like Facebook and Twitter. Most 

farmers’ markets have limited promotional funds, if any. Post details about the 

market like, “Come see me today at Creston’s Farmers’ Market from 4-6:30! If 

you hurry, our fresh baked cookies might still be warm!” Or have contests like 

“whoever shares this post and gets the most likes will receive half a dozen 

cookies!”  

o Host drawings and giveaways at your vendor booth. When customers purchase 

a product, their name goes into a drawing for $5 worth of produce (for 

example). 

Remember, you are your best advocate and if everyone does their part to 

promote their individual businesses, the collective impact will be profitable. 
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• Your Booth 

o Set up an E-Z tent. It not only looks professional, but it protects you and your 

products from the weather. By taking the time to set up a tent, it shows you 

care about your products and your customers. 

o Keep your booth clean and organized: Your booth is a reflection of your 

farm/business. 

o Clearly display product prices. Customers want to know what you have for sale 

and how much it costs without having to ask. 

o Create clean, eye-catching displays. Pinterest has great ideas. 

o Display a sign or banner with your business name and logo 

o Be prepared. Do you have plenty of shopping bags? Do you have enough cash to 

make change? Is your scale in good working order? 

• Show up Consistently!!!  

o You want customers to develop brand loyalty to your product 

o You want to build rapport with customers 

• Too many times vendors show up once and if they don’t do well they never come back. I 

personally think it speaks volumes about their lack of enthusiasm and effort. Don’t 

expect to come to the market and make a quick buck. Vendors must EARN their 

business and that means building relationships with customers and showing up to the 

market every week. Today customers might not buy from you, but next week they may. 

And yes, maybe your product isn’t doing well and the market is not worth your time, but 

at least give it a month before throwing in the towel. 

 

• Be honest. You have an ethical obligation to be transparent with customers when 

promoting your products. Be truthful if you are asked questions like the following: 

o How is your product grown/raised? 

o Do you use pesticides or chemicals? 

o Do you grow your own products? (Remember, most markets require that your 

produce and products be grown by you or hand crafted by you.) Food 

purchased from auctions and grocery stores are not allowed to be resold at 

producer-only markets. 

o Don’t make false claims. 

▪ Don’t claim to be certified organic if you are not certified organic. It’s 

illegal and carries steep fines! 

• For food processing regulations contact: 

o Kurt Rueber, Iowa Department of Inspections and Appeals 

▪ KURT.RUEBER@DIA.IOWA.GOV 

▪ 515-249-8352 

• For food cottage laws contact: 

o Dr. Shannon Coleman, Extension and Outreach State Specialist 

▪ scoleman@iastate.edu 
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The pressure to keep a rural farmers’ market in business often falls on the 

shoulders of one person, the farmers’ market manager. In my experience, the 

market manager is someone who is driven by passion and wants to better their 

community. With life’s transitions, the manager who started or took over the 

market, at some point may look to relinquish their position and pass the torch 

on to another equally motivated and passionate person. But, finding a new 

market manager often proves difficult and if the current manager quits, the market dissolves. Of course, 

the manager doesn’t want see this happen, so they reluctantly stay put.  

By forming a market association, a vendor-led farmers’ market can be established. This allow the market 

to continue, even if the market manger quits. It provides a fair and organized structure for a sustainable 

market. 

 

 

CRESTON FARMERS' MARKET 
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The Local Food Organizational Toolkit published by Iowa State University Extension and 

Outreach is an excellent resource that covers the business and financial aspects of starting and 

coordinating a farmers’ market (or other food organizations) in Iowa. This toolkit, which covers 

forming a non-profit and an association, can be downloaded for free at the Extension store by 

going to the following links: 

 

 

1. Iowa Local Food Organizational Tool Kit Part One: Defining your organization’s 

focus and leadership 

https://store.extension.iastate.edu/Product/Local-Food-Organizational-Toolkit-Part-1-

Defining-your-organizations-focus-and-leadership  

  

2. Iowa Local Food Organizational Tool Kit Part Two: Organizational Structure 

 

https://store.extension.iastate.edu/Product/Local-Food-Organizational-Toolkit-Part-2-

Organizational-structure  

  

On page 10 you will find information on non-profit structures and page 12 talks about 

non-profits that don’t file for tax-exempt status.  

  

Table 1 on page 10 shows the tax obligations of the different structures.  

Page 17 talks about how to register your organization.  

 

3. Local Food Organizational Toolkit - Part 3: Funding your local food organization 

 

https://store.extension.iastate.edu/Product/Local-Food-Organizational-Toolkit-Part-3-

Funding-your-local-food-organization 

 

Did you know? 

Farmers’ market regulations and farmers’ market managers’ trainings fall under the Agricultural Diversification 

& Market Development Bureau which is under the umbrella of the Iowa Department of Agriculture and Land 

Stewardship. Contact Bureau Chief, Maury Wills at Maury.Wills@Iowaagriculture.gov or call 515-281-5783. 

 

https://store.extension.iastate.edu/Product/Local-Food-Organizational-Toolkit-Part-1-Defining-your-organizations-focus-and-leadership
https://store.extension.iastate.edu/Product/Local-Food-Organizational-Toolkit-Part-1-Defining-your-organizations-focus-and-leadership
https://store.extension.iastate.edu/Product/Local-Food-Organizational-Toolkit-Part-2-Organizational-structure
https://store.extension.iastate.edu/Product/Local-Food-Organizational-Toolkit-Part-2-Organizational-structure
https://store.extension.iastate.edu/Product/Local-Food-Organizational-Toolkit-Part-3-Funding-your-local-food-organization
https://store.extension.iastate.edu/Product/Local-Food-Organizational-Toolkit-Part-3-Funding-your-local-food-organization
mailto:Maury.Wills@Iowaagriculture.gov
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eil Hamilton, Director of the Agricultural Law Center at Drake University, grew up on a farm in 

Southwest Iowa in Adams County. His brother Nathan, who lives in Creston, sells hand-made 

rugs at Creston’s Farmers’ Market. Neil has written many publications, articles and books on 

agricultural and environmental law and is respected nationally and internationally for his work and 

research. Since 2012, he’s been taking his students to Cuba to study agricultural law.  Before becoming a 

law professor at Drake, he taught at the University of Arkansas and prior 

to that he was the Assistant Attorney General in the office of the Iowa 

Attorney General. Neil doesn’t just write and teach about the food 

system, he lives it. He and his wife grow produce for restaurants on 

Sunstead Farm, their farm near Waukee, Iowa. I encourage you to 

become familiar with his work, starting with a publication called 

Farmers’ Market Rules, Regulations and Opportunities. 

http://asapconnections.org/downloads/farmers-markets-rules-

regulations-and-opportunities.pdf 

 

 

 

 

 

 

N 

 

http://asapconnections.org/downloads/farmers-markets-rules-regulations-and-opportunities.pdf
http://asapconnections.org/downloads/farmers-markets-rules-regulations-and-opportunities.pdf
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      2016 

Contract 

2016 Market Dates: June 6th  – September 26th    (17 markets)      Market Location: 

Between Shelters 3 & 4 in McKinley Park Market Hours: Monday evenings from 4-

6:30 p.m. Vendors should be set-up before 4p.m. No sales before 4p.m.   

Contact: Brian Zachary, Market Manager, (641) 247-1663  bczukowski@yahoo.com  

 

WHEREAS, Creston Farmers’ Market (CFM) promotes a farmers’ 

market in Creston, IA. 

WHEREAS, The Vendor wishes to rent space from CFM, and 

THEREFORE, in consideration of the lease of the space and other 

good and valuable considerations, the parties agree as follows: 

1. Vendor agrees to pay CFM $70 per Season or $7 per Day as 
rent for the 2016 season. 

2. Vendor has received, read, and agrees to follow the 2016 Creston Farmers’ 

Market Rules and Regulations. 
3. Vendor agrees to hold harmless the Creston Farmers’ Market, McKinley Park, 

and the City of Creston for:  ALL claims, demands, actions and causes, together 
with costs and expenses, including attorney fees of defending such claims, 
resulting or arising from and claims loss or damage to property or persons for 
injury or death which may result from the installation, occupancy, operation, 
use, maintenance, or repair of any stand, bay, booth, installation or structure 
of any kind. 

Brian Zachary, Creston Farmers’ Market manager, was gracious enough to share 
his Creston Farmers’ Market’s Contract Form and the form for Vendor Rules and 
Regulations. He doesn’t mind if you use these forms for your own markets.  

 

mailto:bczukowski@yahoo.com
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4. Vendor agrees to hold harmless the Creston Farmers’ Market, McKinley Park, 
and the City of Creston for:  ALL claims, demands, actions and causes, together 
with costs and expenses, including attorney fees of defending such claims, 
resulting from consumption of products, food, or goods which are sold, 
received, obtained, or acquired from any booth or other installations of any 
kind to the Vendor. 

5. By signing this contract, vendor certifies that they have 
grown or made 100% of their merchandise in Iowa, or are 
“carrying” for an identifiable Iowa grower. 

I have read the contract and the 2016 Creston Farmers’ Market Rules and do 

hereby agree to follow them. 

Dated ____________________ 2016, signed and agreed by: 

 

____________________________  

 ___________________________________ 

(Market mgr.      (Please clearly print 

name) 

 

contact info:              

__________________________________________ 

           (Vendor 

Signature)  

___________________________________           

____________________________________    

 (Address* required)    (Email *preferred*) 

       

 ___________________________________ 
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2016 Vendor Rules and Regulations 

2016 Market Dates: June 6th   – September 26th (17 markets)  Rain or Shine!  

(including RAGBRAI July 25 and  Labor Day Sept 5)  

Market Location: Between Shelters 3 & 4 in McKinley Park. 

Market Hours: Monday Evenings from 4-6:30 p.m. Vendors must be set-up before 4p.m. No sales 

before 4p.m. All other required permits and licenses must be on file with the Market Manager 

before selling at Creston Farmers’ Market. 

 

2016 Fees 

• Season Vendor: $70. 
• Daily Vendor: $7 per day  
• No cancelled markets (bad weather etc) we are rain or shine! 

Space 

• Each space is approximately 15’ x 15’. Vendors need to supply their own tables, chairs, tents 
and other display items. Vendors need to stay within their areas, and to make sure the area is 
clean at the close of the Market. 
• Spaces are not clearly marked, and are on a first-come-first-served basis. There are no 
reserved spaces.  
• Please no pets or livestock for sale. No vendor pets except for Service Animals. 

Products 

• 100 % of the produce, baked goods and craft items must be grown or produced in Iowa. 
The name and address of the producer for any item must be made available at the time of sale. 
A vendor may “carry” produce from another grower, as long as the grow site is within Iowa, 
and identified with signage. A vendor must be able to provide the address of the grow site 
for all products at their stand. 
• All prepared food products must have the ingredients listed on them, and the address or 
phone number of their production. 

• Vendors may not sell items bought from other stands at the CFM. 
• All products sold must comply with state and local regulations. Products must be shelf-
stable, or the vendor must have the appropriate permits or licenses on file with the Market 
Manager. Only Certified Scales can be used at the market. 
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2016 Market Board 

• The Market Board is responsible for making and enforcing the Market Rules. 
• Any Vendor not following The Rules can be asked to leave the Market for the remainder of 

the Season with no refund of fees. Re-entry will be at The Board’s discretion. 
• All Vendor problems should be brought to the Market Managers or other Board Members. 

 

Board Members 

 

Market Manager  

Brian Zachary 

(641)247-1663 

 

Chris Coke  

ccoke@threecd.com 

 

Matt Brummett 

mattbrummett@gmail.com  

 

 

  

mailto:IA4X4acres@yahoo.com
mailto:mattbrummett@gmail.com
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 Recently, a farmers’ market manager contacted me, curious about the 

necessary steps required to apply for non-profit status. This is an area I 

am unfamiliar with, so I researched resources to hopefully point her and 

other market managers, such as yourselves, in the right direction. 

If you are a farmers’ market seeking a 501 (c) tax exempt status, there are 

several available tax codes, twenty-seven to be exact. The most sought 

after tax code, however, and the most difficult to obtain for farmers’ 

markets is the 501 (c) (3). Having this status enables its donors to claim 

tax exemptions on contributions and donations. Not only does this status 

make the market more reputable, it also allows the organization to apply for private and federally funded grants. 

The reason it is so difficult for farmers’ markets to be granted a 501 (c) (3) status is because applicants must fall 

into one of the following categories: Religious, Educational, Charitable, Scientific, Literacy, Testing for Public Safety, 

to Foster National or International Amateur Sports Competition, or Prevention of Cruelty to Children or Animals 

Organization purposes. 

Nowhere in that list does it mention farmers’ markets.  As a result, when filling out the application, the Farmers 

Market Guide to Non-Profit Incorporation, a guide that was published in 2012, advises that you describe your 

market NOT as a farmers’ market, rather an educational organization with the purpose of educating the public 

about local food. By defining your organization as a farmers’ market, you will not be able to obtain 501 (c) (3) 

status.  

In addition to 501 (c)) (3), there are other tax codes available. The Farmers Market Coalition article, Chasing the 

Coveted (c)(3): The Trials and Tribulations of Form 1023 states: 

“Mike Bevins, state horticulturalist with the Iowa Department of Agriculture and Land Stewardship, has helped 
both the Iowa Farmers Market Association and the Farmers Market Coalition with their 501(c)(3) applications, and 
offers the following words of caution: “The IRS will probably want to put the market under (c)(5) status—and 
maybe it should be there!” If the IRS is not sufficiently convinced of a market’s educational or public charity merits, 
it may instead grant it 501(c)(5) status, indicating that it is a labor, agricultural, or horticultural organization. 
Markets should also prepare for the possibility of being assigned (c)(4) status, as a civic league or social welfare 
organization, or (c)(6) status, as a business league. Andy Kitsinger, the founding chair of the Memphis Farmers 
Market, applied for (c)(3) status but was assigned (c)(4). He believes that this may have happened because the IRS 
overlooked the “community development, health education, and small business incubator” functions of his 
market, instead simply viewing it as a for-profit vendor cooperative.” 
 

 

 

 

 

 

http://www.iowaagriculture.gov/default.asp
http://www.iafarmersmarkets.org/
http://www.farmersmarketcoalition.org/
http://www.memphisfarmersmarket.org/
http://www.memphisfarmersmarket.org/


21 
 

LINKS FOR FARMERS’ MARKET 
MANAGERS 
 

 

 

 

Farmers’ Market Resources: 
☐ Iowa Farmers’ Market Association is formed exclusively for education purposes, 

including the promotion of interest and knowledge of farmers’ markets in the State of 

Iowa and the sharing of information among individual farmers, farmers’ market vendors, 

farmers’ markets and consumers. 

http://www.iafarmersmarkets.org/ 

☐ Farmers’ Market Coalition works to equip market managers and farmers with the tools 

necessary to run successful markets. 

https://farmersmarketcoalition.org/ 

☐Farmers Markets — Wallace Center | Winrock International led a collaborative effort to 

develop resources for farmers and farmers market managers. 

http://www.wallacecenter.org/farmersmarkets/ 

☐ Farmers’ Market Managers Training Manual 

http://www.nesare.org/Dig-Deeper/Useful-resources/Northeast-guides-and-

books/Farmers-Market-Managers-Training-Manual 

☐ Iowa Department of Ag and Land Stewardship: Horticulture and Farmers’ Market 

Program (Make sure to register your farmers’ market with the Farmers’ Market 

Directory, which can be found on this website) 

http://www.iowaagriculture.gov/horticultureandFarmersMarket.asp 

FARMERS’ RESOURCES 

☐ Practical Farmers of Iowa was founded in 1985. Our mission is to strengthen farms and 

communities through farmer-led investigation and information sharing. (This is an 

EXCELLENT organization based out of Ames) 

http://www.practicalfarmers.org/ 

Starting, growing and maintaining a successful farmers’ market is no easy feat. 

Farmers’ market managers belong to a unique club, working to provide their 

communities with wholesome, locally grown foods. In addition to managing the 

daily grinds of the market, vendors look to market managers for advice on 

everything from processing regulations to how to become SNAP EBT certified. 

Included, is a list of links that will assist you, so that you can better serve your 

respective farmers’ markets. 

 

http://www.iafarmersmarkets.org/
https://farmersmarketcoalition.org/
http://www.wallacecenter.org/farmersmarkets/
http://www.nesare.org/Dig-Deeper/Useful-resources/Northeast-guides-and-books/Farmers-Market-Managers-Training-Manual
http://www.nesare.org/Dig-Deeper/Useful-resources/Northeast-guides-and-books/Farmers-Market-Managers-Training-Manual
http://www.iowaagriculture.gov/horticultureandFarmersMarket.asp
http://www.practicalfarmers.org/
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☐ Beginning Farmers offers resources for beginning farmers. 

http://www.beginningfarmers.org/marketing-resources/ 

 

☐ Women in Agriculture is under the umbrella of Iowa State University Extension and Outreach. 

http://www.extension.iastate.edu/womeninag/ 

☐ Women, Food and Agriculture exists so that women can give each other the information, connections, and encouragement 

they need to be effective practitioners and supporters of sustainable agriculture and healthy localized food systems. 

http://www.wfan.org/ 

LICENSING, REGULATIONS AND CERTIFICATIONS 

☐ Iowa Laws: Sales of home prepared foods (Look for an updated version of this publication in the near future.) 

http://www.agmrc.org/media/cms/pm1294_f9a1b26af379b.pdf 

☐ The University of Nebraska Food Processing Center serves as a major food processing and applied research hub because it 

integrates applied research with state-of-the-art pilot plants, laboratory services, a team of product developers, and a team 

that supports food entrepreneurship. 

http://fpc.unl.edu/ 

☐ Good Agricultural Practices and Good Handling Practices are voluntary audits that verify that fruits and vegetables are 

produced, packed, handled, and stored as safely as possible to minimize risks of microbial food safety hazards. For more 

info on GAPS contact Dr. Angela Laury Shaw at Iowa State University Extension. 

angelaml@iastate.edu  

☐ Iowa Department of Inspection and Appeals-Food and Consumer Safety Bureau is responsible for licensing and 

regulations. 

http://www.state.ia.us/government/dia/page3.html 

☐ Iowa Department of Agriculture and Land Stewardship is responsible for licensing and regulations. 

 www.iowaagriculture.gov 

☐ Farmers’ Market Nutrition Program Certification enables vendors to accept WIC and SFMNP vouchers from customers. To 

learn more contact: 

paul.ovrom@iowaagriculture.gov 

☐ SNAP EBT Certification enables vendors to accept SNAP EBT cards from customers. 

http://dhs.iowa.gov/food-assistance/related-programs/farmers-market 

 

 

 

 

  

http://www.beginningfarmers.org/marketing-resources/
http://www.extension.iastate.edu/womeninag/
http://www.wfan.org/
http://www.agmrc.org/media/cms/pm1294_f9a1b26af379b.pdf
http://fpc.unl.edu/
mailto:angelaml@iastate.edu
http://www.state.ia.us/government/dia/page3.html
http://www.iowaagriculture.gov/
mailto:paul.ovrom@iowaagriculture.gov
http://dhs.iowa.gov/food-assistance/related-programs/farmers-market
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llll 

 

 

 

 

 

Stay in touch with your vendors by sending out a friendly email once a week. This simple task will help you build 

important relationships that will help your market succeed and stand out. Thank your vendors for doing a good job 

and also include weekly tips in your emails. Keep your tips simple and concise. Below are some ideas. 

For Vendors: Don’t Blend in….Stand Out. 

• Create eye catching displays-stack veggies high up to make them look abundant. Tilt wooden baskets 

towards customers. 

• Keep your stand clean and organized 

• Set up a shelter like an EZ Tent. A tent protects you and your products from the weather (and bird 

droppings!). Plus, it creates a professional look. Taking the time to set up a tent shows that you care about 

your products and your customers. 

• Display clear signs with prices. Customers want to know what you have for sale and how much it costs 

without having to ask. 

• Market your business: 

o Brochures/flyers  

o Business cards 

o Use a logo to help people identify your brand 

o Display a sign or banner with your business name 

o Wear clothing with farm logo 

o Hand out recipe cards 

o Use social media to promote your business 

o Encourage vendors to participate in Giveaways 

▪ When you purchase a product, your name goes into a drawing for $5 worth of produce 

(for example). 

o Hand out samples 

 

• Increase your earning potential by getting certified to accept EBT SNAP (Food assistant recipients) and 

Farmers’ Market Nutrition Program which includes WIC (Women, Infants and Children) and SFMNP 

(Senior Farmers’ Market Nutrition Program). Certification is free. 

• Show up to the market consistently. One: it builds brand loyalty and Two:  You develop a rapport with 

customers. 

• Make eye contact and engage in small talk with your customers 

• Iowa State Extension is great resource to learn about food safety. 

 

              The Power of Staying in Touch: 
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o your vendors have excess produce at the end of the day that they don’t know what to with? 

Or perhaps they have “ugly” or blemished produce they need to get rid of. Donating produce 

can be a thoughtful way of helping community members in need. Farmers and small food 

businesses who donate food to homeless shelters, food banks and food pantries can receive a tax 

deduction for the full market value of the food they are donating, thanks to the Good Samaritan Hunger 

Relief Tax Incentive Program. This program was designed to curb food 

waste.  

According to a National Public Radio (NPR) article, "Forty percent of all the 

food in this country never makes it to the table — at a cost of $165 billion to 

the U.S. economy," says Dan Nickey, associate director of the Iowa Waste 

Reduction Center, which works with businesses to cut back on how much 

food goes into the garbage.” 

NPR also stated, “According to the U.S. Environmental Protection Agency, 

20 percent of what goes into municipal landfills is food. Food waste tipped the scale at 35 million tons in 

2012.” 

If vendors don’t want to take advantage of the tax incentive program, but still would like to see their 

food donated, perhaps you, the market manager, can step in at the end of the market day to accept 

vendor donations. Simply take a box or a large bag to each produce booth and ask vendors if they have 

any produce they would like to donate. Once you collect the produce, donate it to your local shelter, 

church, food pantry/food bank or neighbor in need.  

To learn more about food donations and to access maps to food pantries near you, go to 

www.ampleharvest.org. AmpleHarvest.org is a non-profit organization working to rid the nation of food 

waste. 

 

 

 

 

D 

 

Southern Iowa Local Foods Initiative, under the umbrella of Southern Iowa Resource Conservation and Development Area, Inc., is a 501 (c) (3) non-

profit organization. This document has been made possible by The Farmers’ Market Promotion Program grant for our Growing Farmers and Farmers’ 

Market Project. 

For more information on local foods in Southwest Iowa contact: 

Alexi Groumoutis, Local Foods Coordinator, 641-782-4033 

Email: alexigroumoutis@southerniowarcd.org       Webpage: www.southerniowarcd.org 

Southern Iowa Local Foods Initiative’s Facebook page: https://www.facebook.com/SouthernIowaLocalFoodsInitiative/?fref=ts 

 

 

http://iwrc.org/services/food-waste/
http://iwrc.org/services/food-waste/
http://www.ampleharvest.org/
mailto:alexigroumoutis@southerniowarcd.org
http://www.southerniowarcd.org/
https://www.facebook.com/SouthernIowaLocalFoodsInitiative/?fref=ts
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1. CLARKE COUNTY FARMERS' MARKET 

                2.  BEDFORD FARMERS' MARKET 

                 4. STUART FARMERS' MARKET 

                   3. LAMONI FARMERS' MARKET 

                  5.  CRESTON FARMERS' MARKET 

                     6.  PARADISE FARMERS' MARKET 

7.  BEDFORD FARMERS'        
MARKET 

Southern Iowa Gems! 


