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GETTING YOUR PRODUCT ON SHELVES AT 
YOUR LOCAL FOOD COOP
HERMIT CREEK FARM

HERMIT CREEK FARM
FRESHNESS YOU CAN TASTE… GROWN BY FARMERS 
YOU CAN TRUST!
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HERMIT CREEK FARM

• South shore of Lake Superior

• since 1993 with an aim to grow and deliver the very finest local organic 
produce using regenerative practices, pastured pork, and grass-fed lamb 
possible.

• 140 acres, 12 acres vegetables, 6 acres cover crops, 20 acres mix hay & 
pasture, apples

• 5 seasonal full-time employees

• Certified organic since 2000

HOW WE MARKET
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• CSA

• Direct Wholesale

DIRECT 
WHOLESALE
THIS MEANS SELLING 
AT THE PRICES A 
DISTRIBUTOR WOULD 
GET

KEY TO SUCCESS

• Quality

• Unique product

• Opportunity to develop a brand
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WHAT DIRECT WHOLESALE VENUES 
NEED?

• Consistent supply

• Regular communication

• Follow ordering protocol

• Reliable delivery

• 100% guarantee

• Fair prices

WORKING WITH CHEQUAMEGON 
FOOD COOP

• First Sales in 1993

• Aim to fill many niches

• Relationships
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KEY COMPONENTS OF A GOOD 
RELATIONSHIP

• Consistent supply-32+ weeks of deliveries

• Regular communication-2x week email, face-to-face

• Follow ordering protocol-email, invoice, box labels

• Reliable delivery-be on time!

• 100% guarantee-always stand behind what you produce and 
make it easy for them CLEAN PRODUCE!

• Fair prices-will have to negotiate regularly
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EARLY SEASON PLANS

• Crop list

• Availability 

• Setting prices

• Delivery protocol

• Filling niches

• Branding

THE SEASON

• Availability list

• Delivery

• Standardize boxes, units

• Labels, lot #

• Invoices
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WHAT WORKS

• Reliable and consistent outlet

• Easy to access

• Your product is selling without you being there

• Outlet for “best fit” crops

• Willingness to work with small volumes
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THE 
CHALLENGES

• Low volume sales

• Limits to number of growers that can supply

• Pricing can stall

• Less opportunity to educate the customer

• Organic certification usually required

• Food safety requirements
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IN CONCLUSION
COOPS CAN BE A 
RELIABLE ENTRY INTO 
DIRECT WHOLESALE 
OUTLETS
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