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Intro!
Quick bio:

● Started King of Pops in 2012
● Vended at SOJ, Williamsburg, St. Stephen’s Birdhouse, 

Lakeside, Dorey Park and Charlottesville Farmers’ 
Markets

● Over $2 million in sales over 6 years
● Farmers’ Markets is where we got our start and was a 

huge part of our weekly revenue when we first got started!

Marketing Essentials for Farmers Markets



And now, a quick story….

What martial arts has taught me about marketing



Content

1. Foundations 
2. Online presence--website, social media, email
3. Cross-promotions and partnerships
4. Offline marketing

How to get the most out of this presentation….!



Foundations: Who are you?!

1. What is your elevator pitch? Can you describe your 
product in 1-2 sentences?
a. What makes it unique?  Why should people buy your 

product and not a competitor?
b. Think of how to connect with people emotionally 

before logically!
i. This could be your business’s mission or your own 

personal story.



Foundations: Register

1. Set-up
2. Register and bank.

a. Use Square, you can get it on your phone, iPad.
b. Create items for each product you’re selling, don’t just 

enter the amount.
i. This will require some time upfront in setting up but 

you only have to do it once.
c. Have plenty of cash!  Lots of 5s and 1s ($200 is 

typically a good amount)





Foundations: Staffing

Enough people to speak to customers and handle 
transactions.  Typically 1-2 people

a. Hire for attitude and personality, train on skills and 
knowledge.

b. People buy from people they like and will refer friends.



Foundations: Go, you!

1. Stay on your feet, as visible and active to your customers 
as possible.  

2. Rearrange and replenish displays after purchases to 
create a complete, not-picked-over appearance.

3. Suggest ways your product can help people make their 
lives easier and more enjoyable.  Example:  “If you’re 
going to watch the superbowl this weekend, these 
cheeseballs make a great appetizer.”



How do you grow peanuts in Virginia!?

Dealing with Customers:

1. The question people are asking isn’t often the question 
they want the answer for!

2. Expect everyone not to love you and your product.
3. Expect people to say weird, awkward things



Part II: Online Presence

Website:

Better to have a simple, beautiful looking website than have 
one that is frustrating to navigate for the user.

“Why would people come to my site and what do they want to 
see and what info would they be looking for?”



Part II: Online Presence
Social Media:

1. Who are you posting for? Who do you want to see your 
content?

2. Build a relationship 80% informational, relational, helpful, 
20% transactional

3. Lurkers be like….
a. Or rather, don’t get discouraged by lack of vanity 

metrics
4. Organization is KEY! (and will save tons of time)



Part II: Online Presence

Email

1. Some stats say you can make $44 for every for every $1 spent, others say 
each email is worth $1 to you per email you send out.

2. ALL agree that email is still the best ROI on marketing dollars spent, holy 
cow!

3. Collect email addresses through--pen and paper sign-ups, your iPad, the 
emails you get from Square, on your website, giving incentives for signing up, 
through surveys online.

4. Give people a compelling reason to sign-up, more than just “sign-up plz!”



Part III:Cross Promotions and Strategic Partnerships

Who can you partner with to create a fun, new version of 
your product?

Or who can you partner with to create something that will 
amplify both your brands?



Part IV: Offline Marketing

1. Coupons
2. Bag stuffers
3. Referrals



And now the dramatic conclusion to our story….



Questions?!?!
Connect with me!

Email: paul@paulcassimus.com

Facebook: facebook.com/paulcassimusmarketing

Website: https://paulcassimus.com

mailto:paul@paulcassimus.com

