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PURPOSE OF THIS GUIDE

Who should read this guide?

This guide is written for people who have an interest in selling farm grown products

at farmers market. If you are thinking about marketing your produce, it is a good idea
to ask yourself a lot of questions before you plant the first seed. During the growing
season, many farmers find that they are busy cultivating and harvesting their crops and
they do not have time to focus on establishing new markets By planning in advance,
you will be better prepared to sell your produce once the growing season is underway.
This guide will help you ask the questions to find markets that are right for you and to
maximize your sales.

You will benefit from this guide if you:

*  Have been farming for a long time and want to try selling at a farmers market.
*  Have sold at a farmers market before, but want to increase your sales.
*  Have sold produce in another country and now wish to sell in the United States.

It may be helpful for you to use this workbook with someone who can guide you to
more farming information, such as an experienced farmer, staff member of a farm service
organization, or other service provider.

What is Plain Language?

This guide is presented in a format called Plain Language. Plain Language provides clear,
simple, and accessible text for readers in order to reduce misunderstandings, errors, and
lack of comprehension. It also helps guide you to take action steps to practice what you
learn, and gives examples of other people using the information. We present this guide
in Plain Language in order to make the topic accessible to everyone.
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INTRODUCTION

When farmers sell directly to consumers, they earn a better price.
Farmers markets are a good form of direct marketing. However,
farmers markets are not right for everyone. How does selling at a
farmers market fit with your business’ marketing plan? Do you have
the time and resources to start selling at a farmers market? The
following list of advantages and disadvantages can help you answer
these questions.

Advantages of Selling at Farmers Markets:

e Farmers markets bring together many customers in one place.

e The start-up costs are low.

*  The market may advertise for the farmers.

*  You are paid right away in cash.

*  You have direct contact with your customers, who will give you feedback
on your business.

Disadvantages of Selling at Farmers Markets

*  You need a vehicle to transport your products to the market.

*  Farmers markets require a lot of labor time away from the farm.

* There can be a lot of competition at the market.

* If you do not like talking directly with customers you will not like selling at farmers
markets.
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Key Steps to Success with
Farmers Markets:

Choose the right market for your business
Do your market research
Offer high-quality, unique products
Use an attractive display
Set fair prices

Be friendly and talk with customers
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STEP #1: CHOOSING THE RIGHT
MARKET

There are over 200 farmers markets in Massachusetts! Each market
is a little different. Some markets have many vendors. Other markets
have only one or two farmers. Each market has a different customer
base. It is important to choose the right farmers market for your
business. Do your homework and you can make an informed choice.
You can find out important information about a market by visiting and
meeting with the Market Manager.

These questions can help you decide if a market is right for
your business:

*  Who organizes the market and makes the rules?

* Does the market attract many customers?

*  What kinds of people live or work near the market?

* Are the days, times, and location of the market convenient for you?
*  How much do farmers pay to have a stand at the market?

* Isinsurance required?

* Do you need to commit to the market for the whole season?

* How many other farmers sell there?!

*  What products do the other farmers sell? Do they sell the same
products as you?

*  What advantages do you have over the other farmers? Price!? Variety?

¢  Does the market advertise?
N\ J
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STEP #2: APPLYING TO A

FARMERS MARKET

The farmers market application may ask you to provide extra
information, such as:

Your crop plan
A copy of your liability insurance policy
A health permit (if you sell prepared foods)

You can look at sample applications before completing your own.
See Appendix B for a sample farmers market application.

N

*  Write specific names of your crops (for example, if you grow Chinese
* Provide a list of ethnic or specialty crops if you grow them and the

* Tell the market manager if you plan to sell with a group of farmers.

Tips for filling out an application:
broccoli, do not simply write “broccoli”).

application does not include these options.

)

LIABILITY INSURANCE

There are risks involved in participating in a farmers market. The market manager may
require that vendors carry liability insurance to cover injuries to your employees or
customers or sickness caused by a product you sold. Here are some things to keep in
mind about liability insurance:

Some market rules require a specific amount of insurance coverage.

Some markets require that the farmer provide a document that proves insurance
coverage for sales at the market.

A few farmers markets or farmer associations provide a group insurance policy.

Even farmers whose markets do not require insurance may want to consider
purchasing product liability insurance.

Liability policies that cover farms may not also cover risks related to their businesses
at the market.

Farmers with questions about market liability coverage should contact their
insurance agent.
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STEP #3: SIGNING A MARKET
CONTRACT

Farmers market vendors are usually required to sign a farmers
market contract. The contract explains market rules and lists your
responsibilities as a vendor. When you sign the contract, you agree to
follow all market rules. Rules may include: having insurance, paying
fees, and cooperating with the market manager.

INSURANCE

Many farmers markets require you to have liability insurance. Some require specific
amounts of insurance. Some farmers associations, such as the Farm Bureau, provides
low-cost insurance coverage for farmers. See Step Two of this Guide for more
information.

DISPUTES
Sometimes there are disagreements between vendors and the market manager or

customers. The market rules explain how to address disagreements.

PENALTIES

Many farmers market rules list penalties for breaking the rules. For example, if the
vendor does not pay the market fee, the market manager may end the contract.
Penalties for different violations are usually listed in the rules. Ask the market manager if
you have questions about the penalties.

LOCAL, STATE AND FEDERAL LAWS

Farmers market vendors must also obey all local, state and federal laws. The market
rules may not explain all laws. However, the vendor is always responsible for following
them. This includes: health permits to sell prepared foods, providing labels on prepared
foods, following rules about product claims such as “organic,” having your scale certified
for legal trade, and following labor laws.

4 )
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STEP #4: BRINGING THE RIGHT
EQUIPMENT

Farmers markets usually ask vendors to bring their own equipment. It
is important to have all the right equipment to have a smooth day at
the market. Ask the market manager if any equipment is provided for
vendors. If not, you should bring:

* One or more tables to display your products

* Containers to display your products

* A ssign with the name of your farm or business

* A ssign with product names and prices

* A cash box for collecting money

* Small bills and coins to make change

* Bags for customers

* A scale for weighing products (if you sell by weight)

* A tent to cover the table and protect you, your products, and the customers
from sun or rain

USING A SCALE AT THE MARKET

If you are going to use a scale at the market
you need to have the scale certified by the
Massachusetts Division of Standards. The
Division of Standards tests your scale to
make sure it is accurate. It costs $25 to
have your scale certified. To schedule an
appointment to get your scale certified, call
the Massachusetts Division of Standards at
(617) 727-3480.
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STEP #5: DESIGNING YOUR
FARMERS MARKET STAND

The best way to attract customers is to have a good display.

Tips for creating an attractive display:

* Have a sign with the name of your farm or business.
*  Only bring high-quality, clean products.

* Keep your display neat and organized.

* Place vegetables in attractive containers such as baskets, totes, or
crates. If possible, tilt the containers towards customers.

* Keep containers full. Move products to smaller containers,
if necessary, to make the display look full.

* Think about the colors in your display. Use a colorful tablecloth.

* Bring bags or containers for your customers. Put them in
easy-to-reach locations.

* Keep vegetables looking fresh by keeping them out of the sun and
making sure greens are moist. Bring a spray bottle with ice water
to mist your vegetables throughout the day.

N\ J
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STEP #6: SETTING YOUR PRICES

One of the hardest parts of selling at markets is setting prices. It is
important to know your costs, your customers, and your competitors
before deciding how much to charge.
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Price-Setting Tips:

* Understand your costs before you set your prices. How much did it
cost you in materials, labor, or supplies to grow?

* Set prices that are easy to multiply, add, and subtract.

* You may use different prices at different markets. Think about the types
of customers who shop at each market.

* Do not just copy prices from the farmer next to you. Is your product
better quality? Do you have a special variety? Is your product organic?
You often have a reason to set a higher price.

* Do not set your prices too low. You can always lower prices later. It is
okay to change your prices throughout the season.

*  You can offer discounts for high volume purchases. For example, if
squash is normally $2 per Ib, sell 5 Ibs for $8 instead of $10.

* Do not discount prices at the end of the market or you may encourage
customers to expect discounts or come later to shop. Often markets
will have food donation programs for any unsold produce.

& J
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STEP #7: MAKING SALES AT A
FARMERS MARKET

Farmers markets require you to interact with your customers. This is
a hard skill for many farmers to learn, but some farmers love this part
of the job. The following tips can help you make smooth sales at the
market:

(Sales Tips:

* Try to use the same sales staff at the market every week. The staff will
become comfortable with the market and customers will recognize
them.

* Serve only one customer at a time.

* Know your products. All staff should know the names of vegetables, how
you grow them, and how to prepare and cook with them.

* Keep track of when people arrive. This will help you know who to help
next.

* Give samples. Encourage people to try new products.

* If you sell uncommon vegetables, provide recipes or tips for how to
prepare them.

* Provide information about your farm. Bring a brochure or other
marketing materials, and photos.

* Smile and thank the customer for supporting your farm.

4 N [ )
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ACCEPTING FARMERS MARKET COUPONS
(WIC, SNAP OR EBT)

Farmers Market Nutrition Program (FMNP)

This program gives low income seniors and women with infants and children (WIC)
coupons to use at farmers markets. These coupons are called ‘Farmers Market
Nutrition Coupons’ and ‘Senior Farmers Market Nutrition Coupons. Each coupon is
each worth $2.50. People with coupons use the coupons like cash. Customers cannot
receive change when they use coupons. Ask the market manager if the farmers market
participates in this program. If so, you need to get certification to accept the coupons.
You can get certification by contacting the Massachusetts Department of Agricultural
Resources at (617) 626-1731.

Supplemental Nutrition Assistance Program (SNAP) or

Electronic Benefits Transfer (EBT)

Many farmers markets accept Supplemental Nutrition Assistance Program/Electronic
Benefits Transfer (EBT) debit cards. The market manager will arrange to have a wireless
terminal where purchases can be deducted from EBT cards. Alternatively, the market
manager may give customers paper coupons or tokens that can be used at individual
vendors. The market manager will show you how to accept tokens or EBT cards at your
table.
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ONE GROWER’S STORY

4 )

Kwame farms a one acre plot on the Green Belt Farm in
Plowville, MA. Kwame grew up in Liberia where he had many years
of farming experience. When Kwame moved to the US he had
difficulty finding traditional Liberian crops in area supermarkets. The
West African community is growing quickly in Massachusetts and
Kwame thinks that many other people must have difficulty finding
the vegetables they are familiar with. For this reason, Kwame
decided to grow many traditional West African crops, including
bitterball eggplant, hot peppers, and jute leaves. He hopes to sell the
vegetables to the local African community. There are some African
stores in the towns near Kwame’s farm. Kwame thought about
trying to sell his crops to these stores. He worried that the stores
would not give him a high enough price.

Some of the other farmers on Kwame’s training farm sell at local
farmers markets. Kwame had never been to a farmers market. He
decided to ask other farmers about their experiences. The farmers
explained to Kwame that selling at farmers markets is a lot of work.
You need to have a car to drive all of your produce, tables, and
other supplies to the market. Markets require a lot of labor and
time. Sometimes the customers are very nice and other times very
demanding.

But other farmers explained that they like farmers markets
because they receive very good prices for their produce. The
farmers instructed Kwame to do some research before deciding to
sell at a farmers market. Some farmers tried markets with the wrong
kind of customers. One Vietnamese farmer explained that he had
difficulty selling his Asian greens at a market with no Asian customers.
Now he brings a mixture of Asian and non-Asian vegetables. Kwame
decided that if he wants to sell his African products at a farmers
market he should sell at a market with many African customers.
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Most farmers markets start in the middle of June in
Massachusetts. Kwame has three months before the start of the
farmers markets to decide if he wants to apply. He decides to
meet with some farmers market managers to learn more about
their markets. First, he contacts the market manager of a market
in Downtown Boston. Kwame thinks this market will have a lot of
customers and good sales. He also meets with the market manager
of farmers markets in two other towns. The second market is in a
city with a large African community and Kwame thinks customers
may be interested in his African crops. The third market is in a
wealthy community. Kwame thinks that he may receive high prices at
this market. After meeting with each market manager, Kwame writes
down a list of pros and cons about each market:

N\ J
MARKET 1 Downtown Boston
Pros Cons Cost Schedule
- Lots of customers - Expensive - $1,775 for the - Monday and
- Well-established - Difficult transportation season (Monday | Wednesday
market (far away and no parking) and Wednesday) Ilam - 6 pm
- Diverse customer base | - Customers only buy |
- Market manager does | small amounts - $900 for the -dune X
a lot of advertising - Many other farmers season (Monday | throug
or Wednesday November |5
only)
MARKET 2 African Community
Pros Cons Cost Schedule
- Many African - New market - $300 for the - Saturday
customers - Inconsistent number of season or $30 10am -2
- Close to the farm. customers per day pm
Easy transportation. - Not a lot of advertising "
- Low cost 'du y "
- Not many other farmers throug
October 30
MARKET 3 Wealthy Suburb
Pros Cons Cost Schedule
- Lots of customers | - Not diverse customers - $400 for the - Sunday
- Easy parking - Inconsistent number of | season 9 am -2 pm
- Reasonable cost customers 5
- Well-established - Not a lot of advertising -r{une h
market - Far from the farm torout;)g 5
- Not many other ctober
farmers
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Kwame decides that he will try the second market. This location
is the most convenient and has the largest African population. The
market is the least expensive. Kwame asks the market manager if he
must commit to selling for the whole season. The market manager
agrees to let Kwame sign up for the first half of the season. This will
cost more than half the market fee, but Kwame decides it is worth
the extra cost. If he decides he wants to continue, he will pay the
remainder of the market fee. If his sales are lower than expected he
will not continue at the market.

The market manager tells Kwame the specialties of some other
farmers. Several farmers will sell tomatoes, carrots, potatoes and
broccoli. One farmer sells Asian greens. No other farmers will sell
African crops such as bitterball eggplant. Kwame asks his cousin
to help him staff the market. He purchases a small tent and folding
tables for the market. He makes a sign with the name of his farm.
He makes flyers with pictures of his farm. The flyers list his products
and explain that he grows his crops organically. Kwame borrows old
wooden boxes and baskets from a friend to display his products. He
purchases plastic bags and a scale to bring to the market. He has the
scale certified to use at the market.

- J
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When the first market day arrives, Kwame is ready. He goes to his
farm early in the morning to harvest fresh vegetables. He gathers
many of his products into bunches so that he will not need to use the
scale. It is early in the season, but Kwame planted several early crops
and he has a variety of crops to bring to the market. He writes down
exactly how much of each crop he is bringing to market on a form so

he can track his sales and earnings for the day.

J
Date of Market: June 14
Crop Variety | Unit Unit To Return | Sold Daily | Notes
sale Price |Market Sale
Tomato [Cherry |1 1b $2.50/Ib | 35 Ibs 7 Ibs 28 lbs $70
Plum I1b $2/Ib 30 Ibs 0 Ibs 30 Ibs $60 Bring
more or
raise price
Pepper Red | $5/ 15 8 7 $35 Sell by the
basket |basket | baskets baskets | baskets Ib also
Green || $5/ I5 4 I $55 Sell by the
basket |basket | baskets baskets | baskets Ib also
Collards | bunch | $2/ 20 10 10 $20 Make
bunch | bunches |bunches | bunches smaller
bunches
Okra I Ib $2.50/Ib | 25 Ibs 5 Ibs 5 Ibs $50
Bitterball I Ib $2.00/Ib | 15 Ibs 0 Ibs I5 Ibs $30 Bring
Eggplant more
Total $600

The first market day is exhausting! Customers asked Kwame many
questions, but they are happy to see his unique crops. At the end of
the day, Kwame writes down how much of each crop he has sold. He
has sold out of two crops and has a small amount remaining of his
other crops. He made $600 in sales. The cost of the market is $15
per day. Kwame pays his cousin $50 for helping him at the market.
He estimates he used 1/4 tank of gas transporting his supplies to the
market. He subtracts $25 for gas. Subtracting gas, labor costs, and
the market fee, Kwame is left with $510. He is happy with these sales
on his first day at the market, and makes notes of what he can do to
make next week even better.

J
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SUMMARY:
SELLING AT A FARMERS MARKET

Farmers markets can be a rewarding and profitable way to sell your
produce. This guide should have given you an idea of the questions you
need to consider and the steps you need to take to prepare your farm
produce for a farmers market. Here is a summary of the seven steps
outlined in this guide:

Step |: Do your research to choose the right farmers market.

Step 2: Complete an application to sell at a farmers market and make sure
you have proper liability insurance that covers market activities.

Step 3: Sign a market contract. Be aware of the required insurance, rules
about disagreements, and the laws that apply to selling at the market.

Step 4: Bring the right equipment and supplies with you on market day,
including signs, baskets, tables, bags, and tents.

Step 5: Design your market table. Pay attention to how it looks from the
customer’s view.

Step 6: Set prices that cover your costs, are easy to multiply and subtract,
and take into account the type of customers at the specific market.

Step 7: Be prepared to help customers at the market table. Keep good
records of your sales so you can track your profits over the season. Know
your products and prices, help the customers in the order they arrive, and
smile!

More resources

APPENDIX A:
ADDITIONAL

RESOURCES AND
CONTACT INFORMATION

APPENDIX B:
SAMPLE FARMERS
MARKET APPLICATION
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Thank you for your interest in this plain language guide. If you could take a few minutes
to fill out a four question survey, please go to:

I) How would you describe your background?
Farmer
Home Gardener 4 )
Educator or Researcher
Rancher
Non-Profit Professional
Government Agent
Other

2) How useful was this guide? N /
Not Useful Most Useful

O ] ] ] ]

3) Where did you learn about this guide?
Friend
Internet
Co-Worker
New Entry Staff
Other

4) How will you sue the information in this guide? Please write 2 or 3 action items.

( )

Additional comments, corrections, or suggestions.

( )

Please write to us with additional comments, suggestions, corrections or to sign-up for
the New Entry newsletter.

Survey results can be sent to:
New Entry
155 Merrimack Street, 3rd Floor
Lowell MA 01852
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APPENDIX A:
ADDITIONAL RESOURCES
AND CONTACT INFORMATION

Federation of Massachusetts Farmers Markets
240 Beaver Street

Waltham, MA 02452

Tel: (781) 893-8222

Fax: (781) 893-8777

Website: www.massfarmersmarkets.org

Massachusetts Department of Agricultural Resources (MDAR)
Main Office

25| Causeway St., Suite 500

Boston, MA 021 14

Tel: (617) 626-1700

Fax: (617) 626-1850

Website: www.mass.gov/agr

Bureau of Farmers Markets
David Webber

Tel: (617) 626-1754

Email: david.webber@state.ma.us

National Sustainable Agriculture Information Service
Guide to Farmers Markets

Available at:

http://www.attra.org/attra-pub/farmmrkt.html

Getting Started at Farmers Markets

A guide for farmers written by the Wallace Center
Available online at:

www.farmersmarketsusa.org
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2010 FARM MEMBERSHIP
FEDERATION OF MASSACHUSETTS FARMERS" MAAKETS

REGISTRATION & APPLICATION FOR MANAGED MARKETS

H you hewn el repisinred for mambarship in 2010, @ in Saolon | and mai § with your $71.08 mamimmhip duss
[ohank i+ menay ominr peyslla fo FLUFN] 1o: FRIFLA, 248 RBeever Elond, Wallham, MA 2402,
Pioase nck hal onfy armen mambers may be oonewiderod for FAN-M managed markais

Thank you for your mermbarsitp and suppertf
I. Membership Registration Dues: $75.00

NALEE].
FARM NALE: RDADSIDE STAND? Yas/ No

WAILING ADDRESE:

TOWh BTATE: Fd| o
FAHM ADDHESS:

TOWh BTATE: Fd| o

HUSINESS PHONE: HCAME PHOME:

GELL PHONE: Ao,

E-WAIL ADDHESS:
FAHW'WEBEITE: LINKED TC-OURSY Yaui Mo

Pleose lint the number of aupply farmer applications needed s 2 st oy -

IIl. Application for Partlcipation In FMFM Managed Market(s)

PLEABG NOTE: THM APPLICATION AND ACCEPTANGE AEAPONEES ANO ALL ARQUIREMENTS AND DEADLINED
CONTANED THEREM ARG PAAT OF MANAGED MARKET POLICY HEPEIMAFTER “POLICY", WHICH
CONNTITUTES THE BOLE AGPEGSMENT RETWERN YOU AND FMFM PELATING TO YOUR PARTICIPATION AT
FRFM MANAGET] MARKETR

—» | CERTIFY THAT | AN A FOR-PROFIT FARN 0 OR NON-PROFIT FARN O {Pinsss ohsok srm).

To apply for parfinjpeiicn st ary of our managexl markals, piassn camfilly mad sl complain Tha et ol s
aplioatinn {mgm 1-4), o whore Sdicaled on page 4. aniosa el iama aml relum o FUAA.
Applkations are NOT complete uniess all required documents are recelved by FMFM,
on or before Aprll 8, 2010.

1. Lisi farm addreas{esa): AF malinns used i produlion of gosds oifemd st FUFA fEmacs

markals musd b lelad, including ownar nema, oimplaia ok {PC bokea ara nol aempinkin’} and
mved Bl pach kamion. Plasss slisch sdoiinnel prpnrs s el

Tina ST Tenag HEEHE
Toial snrem Innand lnminns

2 Include the following required Hema with your spplication:
o SIGNED LIET OF PRODUCTS in bn oifarmd sl larmar's makals {fll oul and sign the produnt list and

miurn all Tour pages). HEGLARED

D A oumnt and uminind DIAGRAM, SKETCH OR MAP ol sl finlda cmohands, geanhousss, and ohar
mmmmﬂmhnmmmmmmmmmmﬁnm
N I HOEEAng A 20140 sl sppaodmeis soms H aach Lop per sin. Yeu must netiy FRFM of
ohangea In ysur disgmm K and srhen they apour. RECHUIAED

p HEALTH PERMIT irom a haalil dnpaimani of your fown or oify fo- any baked gams, jams, jolios,
mishm, pinkirn, ain. you inland bn sall st markal. REQUIAED

p CERTACATE OF LIABILITY INSURANCE for your fam i tha markal siins you am sppling for in this
applioalinn. AEQUIHED
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3. Apply for one or more of the following FMFM Maneged Markeis:

Noie on Markat Clans:
1 =100% Farmar Grown and Produced {as spaciied In POLICY, Seclion 3)
2 = Cocperating Sales System {as spacified In POLICY, Seclon 3)

A. Flaasa check the market{s) that you sre appiying fo sa s Parfcipating Fammer in
Golumn A. required

B. Gircle your apace prefernce {or day preference) in Column B. required
G. Enjer your anilcipajed sjari daje and ending date for sach market as accurataly
Ba you can In Solumn ©. required

Opsning & olesing dwisx sspend on venoer participation arml firml confirmetion fmm sach
oemmunity.

Tha FIA-A Boaml of Direoiors has commitisd i providing an on-sin Warksl Msnagar for sl Rlsasged
Warknh. For soma Varkals, depasding uoon vandn- paciinijpeiinn, e sdusimanis mey ba reguired o il

hin mumisin
ColA Column B GColL G
To | Marost Market & Locatl :ﬁ;:"ﬂ Oy of Fam pur summmn ‘FF:‘ Your
apply, | Clams ar on g Wk | o PASE CRCIE | e clpabd
Plamm cat Dulna & Hours BPACE dhal by ;‘ﬂ
chack _ PAEFEAENCE) dejes |
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4 Agreement end undemsianding of epplication:
A. INFORMATION PROVIDED

With rogard o that all information providod & trug o tho bost of
lmnlrﬂgu-nl bﬂmuhﬂ lmrnlpnr.linf:rl.phtrqﬂmnhrmlhnn pmﬁ
s nocossary, skl supplying sny ponding informalion in & timoly mannar. | understend thet
my participsetion in the markei{s} in pontingent on my soosptanos of Meneged Market
Policy {popy witeohed) snd of the Spedaific Merket Rules, hersinafter “RULES", aof the
marksi{n} irto whioh | sm soospied. | undorsinnd that scopiance bitar{s} wil conlein the
RULES snd wil bo mailod o mo by FMAM no isdor than &pril 20, 2008,

B. PENALTIES

| heve mad and undorstand POLICY wnd this spplication in is antirely, and | undorsiend that if
| do not sbie by POLICY than | sm subjpct o the tarms and penelion of POLICY. |
understand that | heve only until April 8, 2008 to submit = compisis sppliostion and |
understard the desdline im 10 deys befors the market steris o refurn my signed
moosptenos and pey the requirsd deposit to FMFAL | undorsiend that in the avent | do not
submit » complain spplication by the above deading or do not relum my scoopiance and
pymont bofors the markst is doomod full by FMFM, | will bo plsood on o waiting Bst and will
o deniod speoo st markets io which | heve applicd unti sand if speoe bommos maiablo.

C. MANAGEMENT

With regard in the maragomont of the farmer’s markot, | undorstend that the Markot Managor
{hhkﬂhm}lhﬂhﬂwdﬂhmmum Markot, snd that undor
tha provisions of Masesohusoiin sl Laws, Chagior 40, the Markot Managor in suthorizod
I onforoe POLICY and any iloma sddrossod within the RULEE. | further undorstand that the
Markot Maragor of FMFM Meraged Markots oporsios unider the suporvision and direolion of
the EXECUTIVE DIRECTOR of the FEDEAATION OF MASBACHUSETTS FARMERE
MARKETS af which | sm a Mombar.

C. FARM INSPECTIONS AND PRODUCT INSPECTIONS

With regard fo frm inspoolions, and produdl inspoolions, | agroo that in tho ovont that =
pmmuﬂndlgnﬂmnlgrlf-m'nruuhtﬂlﬂp,mﬂ'nFHFMEmuu tive Dirgolor
choosos Io mako n farm | , that | will sdhoro i all of tho lorme snd oonditions
provided in POLECY in tnﬂlnlninqmdinnl.lh.ﬂh'lpwﬂ'dlwlmlkn
personally svainhic in, ard meko my fam socossido in is onlirely for the FMFM Bxooutive
Cireolnr ardfor hishor dosignocs Io do appropinle inspeotions. | agree that | wil amenge o
o svaisblc WITH NC DISTHACTIONS for m minimumn of FOUR {4} hows snd in FLLL
CAYLIGHT. | undorsinnd that if | show sn urwdingross o shido by thoss orma et any lime

ing the inepodlion proooss, my solions will rosul in & dotormination of QUILTY snd | WILL
BE SLBIECT TO tho spproprisic PENALTIES prosoribed in POLICY.

With rogerd o Peymanis ohhor than doposite, | undorstand that | am rosponsibio for makd
m&mmmhwuhmunmm Mﬂmmnﬂllﬂ':n,
soaiion 5, numbor Viil: Gonoral Payment Schaduls. | undorsiand that in the ovont
.nnnlmldnlmuninnhFDLIm" | wil not be alowed o ationd e market unti sudh
myments ae mude. | further undamsiand that in the mes of peymenis payments
wo arsiloed ponding untll the anefor of funds in vorifiod, :Iiﬂ'lltrfh:ﬁnhld:dnunnt
cloar | wil pay an nodifionsl THIRTY §$30.00) DCLLARS to covor bank foos snd moditional
sdminisirative ime.
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| harohy that | will indomnily and hold harmioss the Fodorstion of Mrsachuscis
mlnﬂ.{l&hmm#m‘lmﬂhﬂmﬁ,

inn), the memiors of = Bosrd of Dircolors, e Bmouive Ciodor, sll sgonis, andor
sl !Il'ld.h.mﬂdhlﬂl'h -r-_ruiﬁnmnlr

nagligent or infoniional conduct, or arsing from my broach of any waiver idonifisd in
Parsgraph O balow. | understand that ﬂ'll moars that | will bo for reimbursing the

mbve named srganization and individusls for any padgmont ageinst thom, any soitoment
rnl;il#ﬂum'n faith, and ary tinmoy’s foce snd cosls incured by tham in defonding

im apminat thom, which srisos or slogodly erisce, s tho rosult of my
nugigont or imonlional oondudt.

Q. WANER

By submitting this application, | horoby sgree to comply with the ALLES and POLIGY in
mq:nhlfurﬂlnlpﬂhd:lhhyﬂ'nm:immm:ﬂ'ﬂlu dircolors, agonis
srilr amployos srdl crforoomant of any provision of the
RLULES, aralfor af GT.?qmlifnllfu'lhuhrlithll,nMnnf:rmﬂ.mw
npplimtian, | waive any and sl righis i pursus sny oivil or oriminel procoss. ageirat FMFM, i
officers, direcinrs, sgonts srdov un roisios o dooisions and/or salion lekon in
intorprating or onforaing the ALLES, o POLICY by FWFM, ils officors, dirociors, sgonis
srilr omployoos. | undorsiand that by submiiting this appimtion, | am waiving legal rights
that | may have as dosoibod shove, and | do =m0 volurtienly.

H. SEVERANCE

i mny provision of the RULES ar POLICY an this nltu'lult-\yhmndlnn'ndtnhnmd
or unonfmosblo by & oourt of competont juisdiction, the omaning provisions shal not
tharoky bo affociod

|. ACCEPFTANGE OF APPLICATION

i undioratand ihat my appioaion wil 0T be corsidorod withowt my submission of & compigio
npplimtion srdd my signahre bolow soknowlodging that | heve road srd sgroo o the foms of
this spplication of four (4] pegos, snd POLICY, AEQARCLESS of provious yoars participslion
ut any markot.

IumlnldlldH'Itlmlyqqifhlumlnymlrhhnluﬂmnﬂumﬁ}hrm Each markat
I for on this form will be oonsidorad soparsioly; sompisnm of my spplmbion for oech

ndlprlimtfmm.\ynﬂ'ﬂrm.htq#ndfm Anjrldliinrd riammation that |
wish Lo furnish far & spodific markat may be provided on & separaic pieco of peper supplicd by
ma.

Signed under the pains of perjury, this day of ,2010.

Applicant's Signafture
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