MADMC

(Continued from Page A28)

lost art — we’re constantly
training people.”

The farm is also cooperating
with other farms to sell eggs and
cheese and will possibly expand
into grains.

Diversity is key in dealing
with crop failures and insuffi-
ciencies, said Baki. ‘““Last year
we had trouble with eggplant,
but it’s hardly noticeable be-
cause there are 11 other things
there.”

In addition Matt Steiman, or-
ganic farm manager for the
Fulton Center for Sustainable
Living, based at Wilson College,
Chambersburg, gave a review of
their operation. The center has a
core group of volunteers so the
gardeners can focus less on ad-
ministrative and more on agri-
cultural tasks. Steiman has a
goal of getting more members to
take on responsibilities of the
CSA, such as the newsletters or
computer work, in exchange for
a break on the cost of a share.

He advised conducting meet-
ings with the members, which
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made the business arrangement
less of a customer and more
“people-to-people” relationship.

The center also collaborates
with nearby farms to sell bread,
eggs, cheese, and meats. Al-
though it’s a service to the CSA,
the farmer should still make a
profit, said Steiman, to cover the
administrative aspect of the ar-
rangement.

Because the center grows
more food than necesary for
their own shareholders, they
also participate in a farmers
market. However “in case of
drought, members come first,”
he said.

Dr. Richard George, St. Jo-

seph’s University, addressed
changing consumerism and de-
lighting customers.

Food consumed at home takes
up approximately seven percent
of the average American’s
disposable income, said George,
and is growing at a rate of less
than two percent a year. Also
there are fewer components, or
ingredients and side dishes, in
each meal. In the 1960s, for ex-
ample, there are seven compo-
nents compared to today’s meal
of 1-2 components.
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“You have to address how
people are changing. You can no
longer say, ‘I wish it wasn’t that
way,”” he said.

“Here’s the interesting part
— only 10 percent of those sur-
veyed don’t like or don’t know
how to cook. We just haven’t
helped people. If we’re in the
food business, how are we help-

ing them? What we can do for
the new moms and working
moms? What’s the opportu-
nity?”

He highlighted the fact that
shoppers say that they do not
want to go to supermarkets, a
fact that farm stand owners
should capitalize on. “How do
we make shopping fun or
easier?” he said. “It’s about
solving customer problems.”

Post a weekly meal planner or
pair produce with complements,
such as cool whip with strawber-
ries.

Besides providing planning
solutions, another way a farm
stand can have an edge on com-
petition is by customer service.

“We aren’t doing them a
favor by waiting on them — it’s
our job,” said George. “Ask the
customers how you could serve
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Chuck Brunner, York, of Brunner’s Exotic Fruits, is
joined by Dan Leese, manager of the York Market House,
and York Market House board member Tony Dobrosky,

right.

them better. Ask them what
frustrates them about your ser-
vice. What would they like you
to do more of? Less of?

“Look at complaints as op-
portunities and profit from
them. They can tell the differ-
ence between personal and
assembly-line treatment.”

A satisfied customer is still
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willing to listen to your competi-
tion, he said. However “a de-
lighted customer is a walking
billboard.”

Good business is not just
making a sale, it is developing
the loyalty of that consumer.

“The goal is customer delight,
not profit. We're trying to bring
people back,” he said.
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POLY TANKS

25 To 3300 Gals.
Vertical and Horizontal

MO FIA

Crop Care

* 5 gal. Tank

¢ Extra Heavy Duty Compressor

¢ Includes All Wire & Hoses
Needed For Installation

FOAM MARKER

¢ 3 Hrs. Foam Per Tank

*649

System

¢ Designed To Add To An
Existing Sprayer

* No Modification To Existing
Plumbing Required

* 30 gal Fresh Water Tank For
Rinsing Up To A 500 Gal
Sprayer

¢ 7 gpm, 12 volt Electric Pump

* In-Tank Spinning Rinse
Nozzle

Electric Rinse

for Field Sprayers

¢ 25 ft. Wash Down Hose with
Hand Nozzle

* Winng Harness With In Cab
Controls

* Rinse Your Sprayer From The
Tractor Seat!

* Ali Necessary Hose, Fittings,
And Clamps Included

We Stock A

* Nozzels

.

COMPLETE LINE OF

SPRAY PRODUCTS

» Ball Valves/
Solenoid
Valves

HOR/
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CONTROLS
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"+~  BALL VALVES

CAM COUPLERS
> ) In Stock '
#’*& 1/2” to 3”
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DEMAND PUMP

‘S’ Series 3" HP

Features:

 Selt-priming to 20 feet
(6.1 meters)

* Total heads to 120 feet
(24 4 meters)
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Blue
Line™

your quahty Hypro dealer.

For roller pumps, centrifugal pumps, diaphragm pumps, piston
pumps and plunger pumps, no one offers you more quality
choices than Hypro. More types. More modeis. And most of all,
more quality and dependability. For virtually any spraying, fluid
handling or pressure cleaning need you have, depend on The
Long Blue Line™ for genuine value. Genuine Hypro pumps from

* Capacities to 200 U.S. GPM
(628 liters per minute)

‘PAUL B.

HOURS: Mon, Thurs., Fri. 7-8:30
Tues., Wed. 7-5:30; Sat. 7-4:00
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PACER Self-Priming Centrifugal Pumps For Agriculture

‘S’ Series 57: HP

¢ Built in check valve

* Equipped with 14" o1
2" female threaded
connections, NPT

* 15 gal. & 25 gal. Tanks

* Inline Filter
* Pressure Regulator
* Stainless Pressure Gauge
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Lititz PA 17543

Liquid Applicator Kits

* 1.4 GPM, 12 volt ShurFio Pump, 60 psi Max

* 18 ft. Wiring Harness with Switch and Fuse

* 15 ft. Hose, 2 Nozzle Bodies, 4 Tips, and Clamps included
* Available with optional 115 volt Pump

* Optional 12 Volt Remote Pressure Control

RMAN, INC.

Manufacturers ‘Distributors -
§D Woodcomgr Rd.,

(717) 738857350




