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Agenda

Introductions
What makes a “win-win” relationship between a farm and a school?

What might a “win-win” local purchasing arrangement look like? (Market
channels & examples)

How can we establish “win-win” arrangements from the beginning?

Wrap-up
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How can local products be introduced in ways that work
for both the (school) and the
(farm/distributor/processor)?

Economics
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What scale are we talking here?

Montana schools .
. 80,000 lunches per day, 13 millio

MO
lunches per year

522 billion total 5

i
¢22 million spent on lunches each (’j\{lore than $8.¢g m?II:'gLr,,’tUrIZI sales
. lrect_to_cons SOold to
year ding is local as “loca|” Umers, or Mark
. $2 million of that';s\gen & foodc;caé to retaj, mst:tut,onse Zerd
ding mi ubs
(9%, exclu

Source: USDA Farm to School Census, 2019 (2018-19 School Year)
USDA OFFICE of https://farmtoschool g b
=— COMMUNITY ps://Tarmtoschoolcensus.tns.usda.gov

sl | rooD SYSTEMS Source: USDA Census of Agriculture 2017
https://www.nass.usda.gov/Publications/AgCensus/2017/Full_Report/Volume_1, Chapter 1 State_Level/Montana/st30_1_0002_0002.pdf




H Average lunch costs
Demand Side (School) Expenses 0N BT

THIS NOTE 1S LEGAL TENDER
FOR ALL DEBTS, PUBLIC AND PRIVATE

B0354275UF 7

WASHINGT

55.!‘5%5 A Gt 2

Sevretasy o the Feasiury,

. 0 Supplies, equipment,
Labor. 45% utilities, etc: 10%

lJ§DA gEII:VII(I:VIEUOPJJCITY USDA School Nutrition & Meal Cost Study, 2019

’ FOOD SYSTEMS https://fns-prod.azureedge.net/sites/default/files/resource-files/SNMCS_Summary-Findings.pdf




Demand Side (School) Revenues

THIS NOTE 1S LEGAL TENDER
FOR ALL DEBTS, PUBLIC AND PRIVATE

Other: 1%

Student Payments A la Carte
for Meals: 24% Sales: 16%

lJ§DA gEII:VII(I:VIEUOPJJCITY USDA School Nutrition & Meal Cost Study, 2019

’ FOOD SYSTEMS https://fns-prod.azureedge.net/sites/default/files/resource-files/SNMCS_Summary-Findings.pdf




Quiz

 What are the two major
categories of expenses for
schools making school meals,
which together total 90% of total
meal costs?
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Quiz

 What are the two major
categories of expenses for
schools making school meals,
which together total 90% of total
meal costs?

* FOOD and LABOR!
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Share of variable expense
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Supply Side (Producer) Expenses

l| IIIIIII II |‘IIIII II I‘IIII- £ ||IIII-

$1,000 to 574,999 575,000 to 5349,999 $350,000to $999,999 51,000,000 and higher /Ilw

san NIFA

m Purchased livestock expenses m Purchased feed expenses Other variable expenses (1]
Seed and plant expenses W Fertilizer and chemical expenses M Labor expenses 5
W Fuel and oil expenses B Maintenance and repair expenses B Machine hire and custom work

. ) FOOD SYSTEMS
[ | Utillt‘.l' expenses | Dther |iUE5tﬂCk—rE|atEd expenses COLORADO STATE UNIVERSITY

Source: Bauman, A. G., D. Thilmany McFadden, and B.B.R. Jablonski. 2018. The financial performance implications
of differential marketing strategies: Exploring farms that pursue local markets as a core competitive advantage.

FOOD SYSTEMS Agricultural and Resource Economics Review. 47(3):477-504.




Business Models based on Volume and Value
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Danger Commodity
Zone e High volume

Sales Volume

e Low Volume e Low value
e Low value

FOOD SYSTEMS

COLORADO STATE UNIVERSITY
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Business Models based on Volume and Value

Value per Unit of Sales

Sales Volume

Danger Commodity
Zone e High volume

e Low Volume e Low value
e Low value
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COLORADO STATE UNIVERSITY
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Business Models based on Volume and Value

Value per Unit of Sales

Sales Volume

Danger Commodity Broadline
Zone e High volume Distributor

e Low Volume e Low value

e Low value Produce

Company?
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COLORADO STATE UNIVERSITY
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Business Models based on Volume and Value

Value per Unit of Sales

Sales Volume

Danger Commodity Broadline
Zone e High volume Distributor

e Low Volume e Low value

e Low value Produce

Company?
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COLORADO STATE UNIVERSITY
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Business Models based on Volume and Value

Intermediated!

Sales Volume /
Danger Commodity Broadline
/one e High volume Distributor

Value per Unit of Sales

e Low Volume e Low value

e Low value Produce

Company?
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COLORADO STATE UNIVERSITY

USDA | OFFICEof

COMMUNITY Adapted from: https://dyson.cornell.edu/outreach/smart-marketing-newsletter/

sl | 00D SYSTEMS




— |
|

bl T 3 n .@w“ L gl

OFFICE of
COMMUNITY
FOOD SYSTEMS

PN

Bottom Line

* Producers selling through local markets

have different variable expenses by
scale, by product, and by market
channel that must be considered, as
they’ll impact profitability.

 They seek markets that have the right

balance of value and volume for their
operations, through a variety of market
channels (direct & intermediated), in
order to be profitable.



o time
St o . . e N planning UM

USDA Foods

procurement rules

Kitchen €quipment

Administrator priorities

. S
pattern requ\reme“t

- Staff skills
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Soil

Land
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How does food travel from farm to school? (Market Channel!)

e School or community
garden/farm

e Individual farmer, rancher, or
fisher

e Farmers’ market or roadside
stand

e Broadline distributor, wholesale
e Produce distributor
e Producer cooperative or food hub
e Grocery store
~~ * USDA Foods
e USDA DoD Fresh
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How does food travel from farm to school? (Market Channel!)

DirECt e School or community

garden/farm — 28%

¢ Individual farmer, rancher, or
fisher — 52%

e Farmers’ market or roadside
stand — 12%

e Broadline distributor, wholesale — 11%
e Produce distributor — 26%
e Producer cooperative or food hub —21%
e Grocery store —38%
~ = * USDA Foods —43%
e USDA DoD Fresh —35%
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DIRECT

Farmer, rancher, or fisher
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Jenny Roberts | Orders | tems | Checkout | Reports | Lists | Tracking | Inventory | Options | Help

E/10/08

Order Informati

1/80CT
1 /5#
4/45 18
141 LB
42518
2/51B
6/3LB

6/3LB

441 GAL
1/0LE

INDIRECT

Distributor, wholesale

65 LB

12112 01

GoTo

USDA | OFFICEof
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Reference Number: No Order In Session | Delivery Date:

ltems > Lists > Bronze Package > Lines 1-12 of 56 Sort by:

Next > Last >
g

Packer

Packer

Labella
Sys Nat
Sys Cls
Arezzio
Sys Rel
Sys Rel
Jade Mt
Intlimp

Sys Cls
Sys Sup

bt Mext = Last =

Category + ltem Sequence v

Select Categary v

[

Parsley Curly Bunch Fresh
Shallot Pealed Fresh
Pasta Orecchieite

Tarragon Fresh Herb

Shrimp P&D Raw 21/25 T/0n Tgr

Sausage ltal Pzz Top Pure

Shrimp Raw lgf Pieces Mad

Shrimp Raw lgf Pieces Lrg

Sauce Soy drop ship)

Grain Spclty Polenta ltal Sty drop ship)

Peanyt Butter Creamy

Oil Sesame Seed Japanese

1008374
1437565
1562412
2004952

2292480
2368785
2441053
2441061

3252400
3746880

4009189

4086260

Pieces: 0 | Total: $0.00

Find fterm Within List:

cs|0

Ccs
Ccs

42 70/CS 4270
11 65/CS 3494
25 85/CS 7755
17.30/CS 1730
132.00/CS
ea 3300/ea 90000
2115/C5 10575
120.25/C5 R
& 004/ea 00375
144 45/CS
ea iigre| IITE
41.45/C5 8290
15.15/CS 1515
a9 gap0
68.25/CS5
. 5E8/ea 0020
| Add/Save ltems to Order ]




DISTRIBUTION
FARM SOURCED
FOOD

...........

PARTNER FARMS
& PRODUCERS

PUBLIC KNOWLEDGE

INDIRECT

Producer cooperative
or food hub
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'y 4 .
906006 06660649,
I 0076 7070%% %

INDIRECT

Grocery Store

Image source: Billings Gazette

USDA | OFFICEof

=922 | COMMUNITY
s | Fo0D SYSTEMS



Which might work well for you?

e School or community
garden/farm

e Individual farmer, rancher, or
fisher

e Farmers’ market or roadside
stand

e Broadline distributor, wholesale
e Produce distributor
e Producer cooperative or food hub
e Grocery store
~~ * USDA Foods
e USDA DoD Fresh
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How busy is a farmer?

Insanely busy!

Super busy

Very busy

Kinda busy

Planning —

Groove/Vacation
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Delivery Price, bulk Expected
Wash/Pack Quantity/ 18-19 Price, typical pack (e.g. Months
Produce Item Product Description/Usage Descriptio Frequency ditional Notes pack size 5004 tote) Available
Large baking apple (bigger the
better), hard and flavorful. Will peel Fafmers
and cut for apple crisp or other 80-408 cs erfouraged to
baked recipes. Cosmetic delivered once sppecify varieties, S
imperfections ok since they will be Fully washed in Nov and 160 cs onths available, | $ per pound
Apples zpeeled and cook. 40# case once in Feb and case counts. | per 408 case | (bulk pack)
Apples Notes:
S
Rinsed, per pound
For steaming and roasting as a hot free of Two 2004 (packed in
side dish. Some size variation ok. debris/soil. 1# | deliveries in 11# or 28#
Asparagus Minimal blemish ok, bunches. May 4004 cases) MN/A
Asparagus Notes:
Rinsed,
free of
For dicing and roasting as a hot side | debris/soil. s
dish. Large sizes preferred (je. Trimmed, bulk, | 300-400# per per pound s
baseball sized or larger). Some no leaves, month, Oct 2,0004# (packed in per pound
Beet misshape ok. minimal stems. | thru March total 25# sacks) (bulk pack)
Beet Notes:
Rinsed, free of
debris/soil. Two 300# 5
For dicing and roasting as a hot side | Trimmed, bulk, | deliveries per pound 5
dish. Large sizes preferred (ie. no leaves, between Oct (packed in per pound
Beet, Golden baseball sized). Some misshape ok. minimal stems. | and March 6004 total 25# sacks) (bulk pack)

Golden Beet Notes:
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- 1231) 944-0678 » freezer@goodwillnmi.org
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Our values are at the heart of any “win-win” relationship.

Fun!

Curriculum
COnnection!

Investment in
local community!

Parti Cipatiop
INcrease
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Open flow of information!

How can we make it work?

Creativity! Partnerships! Perseverance!

=
ontracting’

=N
= \eS*
of efficien® corward

Lab Multi—district COoperatives!

A
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local is delicious!
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Our Values

* Cooperation

— Skill sharing, cost sharing, building relationships, strengthening
community

Using appropriate technology

— Produce and market to regions that fit our scale and minimize
environmental & economic costs

Land stewardship

— Manage land sustainably

Social equity
— Interact with and provide for all segments of local community
population
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Activity

In small groups, share examples of “win-win”
local purchasing relationships. What made
them work so well? (If you don’t have
positive examples, brainstorm why a local
purchasing relationship didn’t work out.)

Think in terms of economics, logistical
constraints, and values.



Brainstorm

What topics should be covered in an initial
conversation between a farmer and a school food
service director to ensure that they’re setting up a
“win-win” relationship?

Think in terms of economics, logistical constraints,
and values.
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'm to School

ma@usda.
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Dave Prather Erin Turner

Western Montana Growers MT Office of Public Instruction
Cooperative

erin.turner@mt.gov

406-559-7588

dave@wmgcoop.com
406-493-0859 _
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