
and beyond 





• Raise your hand if you are a 

 
Grower 

or 
Manufacturer 

 
of food products 

Tell me about 
yourselves. 



I do not claim to know everything.  I don’t.  I bet you know more than I do about this. 
I was suckered in with promises of fame and glory. 



• Give consumers a sense 
of urgency to buy your 
products 
• Weekly specials 
• First of the season 
• Last of the season 

 



• Get customers to buy in 
larger quantities 
• 2 for the price of 1 
• BOGO 
• Bundling 

 
**That is, if you don’t 
already sell out every week! 

 



Gather emails and send 
them a weekly 
invitation, highlighting 
your specials or 
products 



Shameless plugs work 



Let me tell you everything else I know. 



• Direct to consumer 
• Gift stores 
• Grocery stores 
• Restaurants 

You have lots of 
choices. 







• Scaling up your recipe? 
• Increasing your 

production? 
• Can you grow enough? 
• Can you source enough 

ingredients? 

• Hiring employees? 
• Workers comp? 
• Payroll? 

 



• Getting licensed for 
wholesale food 
manufacturing? 

• Getting product liability 
insurance? 

• Renting a certified 
facility? 

• Food safety training? 
 

 



• A formal business 
structure? 

• Writing a business plan? 
• Getting financing? 

 



• Marketing? 
• Pricing? 
• Distribution? 
• Packaging and labeling? 

 



Daunting?  Terrifying?  
Exhausted just thinking 
about it? 



There is help! 



Let’s go on scaring you. 



It’s ok for this to be your side job or hobby.  There’s nothing wrong with that.   
However, if you want to grow, I want to help you.   



and what to expect 



Pros 

• Capture 100% of the profit 
• Develop relationships 
• Works for part-timers* 

Cons 

• Time consuming 
• Not large quantities 
• Seasonality 

*Most full-timers say this isn’t enough business for them – they need wholesale accounts. 



Pros 

• Distinctive selection 
• On-site management 
• Develop relationships* 
• Easier re-orders in case 

quantities 

Cons 

• No mass distribution 
• Order small quantities 
• Little to no perishable 

product shelf space 
 *This is where most new manufacturers first learn how to make their products work for the 

retailer and the consumer. 



Pros 

• Order in larger quantities 
• Bulk packaging and labeling 
• Mostly owner-operators 
• Established distribution 

system 
• Low entry cost* 

Cons 

• Distribution system hard to 
enter 

• Chefs want processed 
products 

• Dealing with “foodies” 

*Restaurants are a good starting point, too.   
Sell to just one, and you know how to get into others. 





Considerations: 

• Independent  OR 
• Produce: raw OR 
• Mfg’d: retail pkg OR  
• Personal sales OR 
• Self distribution OR 
• COD   OR 

• Chain (not likely) 
• Processed (preferred) 
• Bulk (preferred) 
• Broker 
• Foodservice distributor 
• Offer payment terms 

Most start here,    BUT  move here eventually.   



• Chefs are busy 
• Wholesale pricing 
• Chefs change often 
• Handling re-orders 

 

 



Pros 

• Large quantity buyer 
• Established distribution 

system 
• Regional (even national) 

distribution possible 
• Year-round sales (for most) 

Cons 

• Purchase decisions made 
regionally (not locally) 

• High cost of entry* 

*Anyone with grocery experience will tell you this is a tough business.   
Low margins, high expectations. 



Considerations:  

• Independent  OR 
• Personal sales OR 
• Self distribution OR 
• COD   OR 

 

• Chain 
• Broker 
• Distribution system 
• Payment terms 

 

Most start here,    BUT  move here eventually.   





• Regional buyers  
• Regional suppliers 
• Retail packaging and 

labeling 
• Slotting fees 
• Nutrition facts 
• Wholesale pricing 
• Paperwork 

• Merchandising 
• Specials, promotions 
• Sampling 
• Brand loyalty 
• Buy backs 
• Scheduling re-orders 
• Payment 90 days out 

*These cost prohibitive or time consuming considerations are why more local products are 
not in chain grocery stores right now. 



• Albertson’s – Boise, ID 
• Safeway – Pleasonton, 

CA 
• SuperValu – Eden 

Prairie, MN 
• Whole Foods – Austin, 

TX 

 



Instead of… 

• Processing and packaging 
your own (produce, honey, 
beef, etc.) 

• Building your own commercial 
kitchen 

• Making it yourself 
• Buying a refrigerated truck 
• Trying to go nationally 

…do this. 

• Sell it to someone else who is 
already selling their own 
“Branded” product 

• Rent 
 

• Hire a co-packer 
• Hire a distributor 
• Start locally, then regionally, 

then nationally…export? 







Based on the needs of 
your company, not on 
what retailers, etc. tell 
you to do 



• Research your 
competitors 

• Price now with room for: 
• Marketing 
• Brokers 
• Distribution 
• A paycheck? 

 







• Food & Ag Development 
Centers 

• Small Business 
Development Center 

• County Sanitarian 
• Grant programs 
• Made in Montana 
• MMEC 
• Me 

 



Montana Department of Agriculture 
444-5424 
adeyoung@mt.gov 
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