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How to Price your Produce for Market
Don’t undercut your fellow farmer or sell yourself short. Use this guide for charging a price for your veggies that both you and your customer can be happy with.
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For farmers new and old, pricing market produce can be a challenge. You don't want to overcharge and miss sales, but you also don't want to charge too little and undervalue your own hard work or undercut your fellow farmers. With these factors in mind, not to mention droughts and low yields, where do you begin?
Below we've collected some simple rules for fairly pricing your fruits and vegetables. Follow them consistently and find that your food is paying you back for all the work you put into it.
Calculate Production Costs
If you have kept thorough records from the beginning of the season, you can get a good idea of your production cost for a particular item through the following formula: Add up your pre-harvest costs (seeds, tools, labor, etc), divide that by the area used to grow something (acres, square feet, et cetera). Then divide that number by the number of pounds harvested of that item.
If you pay yourself a decent wage for labor, this formula should give you a rough estimate of what it costs you to grow a certain item, and a good idea of the minimum per-pound-price you should charge. In other words, never charge less for a product than what it took you to produce it. Calculate your production cost, then consider the other factors below before landing on a firm sale price.
Observe Local Prices 
Because you’re growing the food yourself and picking it by hand, you’re going to charge more for your produce than the supermarket will. Supermarkets often get their food cheaply from large farms, sometimes in other countries, and it’s not usually viable trying to compete dollar for dollar. However, stop and look at supermarket produce prices to determine a baseline cost for each item. If the supermarket sells organic red peppers at $2 per pound, you should feel confident to ask at least that much for your own homegrown peppers. Occasionally, you may be able to charge less and still make a decent profit, in which case it would be worthwhile (and fun) to let the customer know that your prices are cheaper than the supermarket’s.
Consult with Fellow Farmers
It helps to be on good terms with the other members of your market, especially when hoping to price something for what it's worth. Check other farms' prices and speak with fellow farmers to avoid extreme price gaps. Keeping your prices in line with others will ensure that they will work with you on pricing and won’t undercut you in the future, effectively helping the profits of both farms.
Consider the Season
Some seasons are better than others, but if you are having a dry or particularly rough growing season and your yields are suffering, it might be necessary to consider that in your pricing calculations.
Joe Evans of Paper Crane Farm in Asheville, N.C., said 2013 was a hard year. "Our prices at market reflected that to compensate for some of the losses we had incurred throughout the season," he says.
Chances are, of course, your fellow local farmers are going through the same issues and a little consultation with them will provide a consensus on a fair and general price for an item.
Use the USDA
The USDA’s Agricultural Marketing Service provides a price list for more than 400 fresh fruits, vegetables, nuts, ornamentals and other specialty crops. Their website makes it easy for you to pull up nearly anything you might sell, giving you a good idea of price points at markets around the country. Keep in mind, these prices sometimes vary, and many of them are wholesale prices, so like calculating the price of your produce, other factors should be taken into account before determining a final price.
Balance Supply and Demand
If you arrive at market and find you are the only farmer with say, sweet corn or melons—which are often in high demand—your product suddenly takes on new value and you can consider asking slightly more for it. However, if all farmers are selling a particular item, asking too much more for it can put you at a disadvantage.
If you have a product that customers rarely see at market, such as artichokes or ginger, the novelty alone may demand a mildly higher price than what is nationally consistent. Be reasonable, but never devalue what you do or haggle any more than you feel comfortable. More than likely, whatever you charge is what the vegetable is worth, and you should feel confident in standing behind that. As Eliot Coleman writes in The New Organic Grower (Chelsea Green Publishing, 1995), "Food prices should reflect quality, just as prices do in other consumable goods."
Get more marketing tips from HobbyFarms.com:
· 4 Herbs Not at the Farmers' Market (And You Should Sell)
· 7 Onions that Bring in Cash at the Farmers' Market
· 6 Questions You Should Know How to Answer at the Farmers' Market
· How to Make Money Selling Rabbit at the Farmers' Market
· 6 Ways to Make Money Outside a Farmers' Market
About the Author: Jesse Frost is a Kentucky farmer, blogger and author. He and his wife run a small, off-the-grid farm in southern Kentucky called Rough Draft Farmstead, where they raise vegetables and livestock naturally.
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