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markets prefer to buy in

. ® " e
bulk quantities. That leads
legislation e s
farmers who retail their
‘ o o products should package
their produce accordingly.
mOIlStl'OSlty Half of the consumers
surveyed in the Ohio study
preferred to buy their
products from bulk supplies,
Says CO-OP 30 per cent looked for “large
quantities,” and a mere 10
per cent preferred packaged
goods. To satisfy the

Herbert W. Wessel

COCKEYSVILLE, Md. ~ During his recent annual report to members of the | Dbroadest spectrum of con-
Maryland Cooperative Milk Producers, Inc., president Herbert W. Wessel, Hamp- | Sumers, Watkins suggests
stead, questioned recently introduced legislation aimed at subsidizing dairy herd cull | the roadside marketer offer

all three choices.

A bill introduced by Congressman James H. Jeffords of Vermont would offer an _ Quality is very high on the
incentive of 15 cents per pound to farmers to.cull their dairy herds more severely. The | Lst of consumer preferen-
payment would be made on numbers of animals sold, in the 120,25 per centrange ofa | €©S, Watkins told the group
farmer’s herd, during a six-month period. of more than 300 people,

According to the cooperative president, this action would burden the beef market | 2dding that producers
with an additional 570,000 cows, Wessel also saw the action as possibly lowering the | Should make every effort to
overall price per pound on cull cows to the point where, even with the 15-cent subsidy, provide top , quality items . o
farmers would not receive any more than current market price levels. whether they’re home-grown = o

To qualify for the government payments, a farmer would be required to verify: or not. . - - .
d g peym equirectoverty The Ohio State professor Ed Watkins, marketing specialist from Ohio

cow prices.

~mitk plant receipts for the past year; . A
—cow numht:;rgtl;l?tr;fnﬂ]s bfeor prelvio&:s years;J \ 1078 ;ﬁg iﬁgd gl;_:&dglieeflsce :'; “S: State University, tells Pennsylvania farmer-
—Ccows on ave been calved prior to Janunary 1, 1978; i i
~cows on hand that have calved as of gate of signin, grlsxlp; merchandising tool; r?,t,a“?;: ;::: r:::.eksetai:d os igz::se surveys can help
~an affidavit indicating breed, color, weight, price and ear tag for each cow sold. likewise with quality and ~ PINPO Eop )
Wessel questioned the validity of asking taxpayers to foot the 100 million dollars | freshnessof displays.
needed to pay the cull cow subsidy as well as the effect that such action would have on In fruit retailing research, consumers again picked statistics and thereby help
other beef producing farmers. Watkins has found that freshness and taste as their their own profit margins.

“In a business where we are already overworked, over-regulated, have far too freshness, taste and ripeness primary reason for But the statistics compiled
many reports, forms, census and requirements for the many ‘programs’ that are | arethetopthreepreferences patronizing roadside at Ohio State also reveal

supposed to help us, frankly I think Jeffords could have used his time more wisely of consumers. For all types markets. Watkins em- some negative aspects of
than to come up with this monstrosity,” said Wessel. of roadsile marketing — phasized that farmers roadside marketing.
including milk jugging ~ should make use of such Generally, consumers
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While the answers aren’t
always simple, Watkins
encourages farmer-retailers
to study their own situations
and possibly make some
changes. Beter facilities will
bringin more customers and
could=also warrant slightly
higher prices, he suggested.
Other strategies for im-
proved sales include adding
services, offering variety
selections, and creating a
price image with selected
items.

Watkins’ opinion on prices
is flexible. He supports
premium prices where
demand and facilities merit
them, but acknowledges that
slightly lowered prices can
also help to move com-
modities and generate
profits. Sometimes a price
which is too low will actually
shy customers away, he
acknowledged. It is up to the
retailer to decide how the
price is balanced to his best
advantage. Studies such as
those done at Ohio State will
help determine some of the
unknown variables, he
believes. “I suggest you
conduct a survey if you're
not sure why customers are
coming to your store,” he
affirmed.

“The price you charge for
your products is mofe im-
portant to you than it is to
your customers,” the Ohio
State professor continued. A
good sales strategy, he
believes, is to have profit
margins vary from one
product to another. All the
big stores are doing that, he
said, noting that farmers
could learn a lesson from
that. Explaining the
strategy, he said some
departments of the roadside
market (or grocery store in
town) can operate at just
above cost or the break-even
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Km MEANS BETTER MILKING

e INSTALLATION 501 E. WOODS DRIVE LITITZ, PA PHONE: 717-626-1151 point. The idea is to lure in
Home Phone: Clyde Lutz 717-738-1718 customers who will most

always end up buying other

items while visiting the

° SERV|CE Home Phone: Curtis Cassady 717-626-1065 .
’ OUR SERVICE TRUCKS ARE RADIO DISPATCHED 24 HR. SERVICE OFFERED store. “It will bring in

SRS EEEESEEE S CEES . - CSEEE ’ § money,” says Watkins.



