
Mountain Harvest OrganicsMountain Harvest Organics

BusinessBusiness 
andand 
Marketing PlanMarketing Plan



BackgroundBackground

�� Location: MadisonLocation: Madison 
County, NCCounty, NC

�� Family OwnedFamily Owned
�� 14 Acres of Tillable14 Acres of Tillable 

LandLand
�� 5 Acres Current5 Acres Current 

ProductionProduction
�� Fruits, Vegetables,Fruits, Vegetables, 

Herbs, FlowersHerbs, Flowers
�� Certified OrganicCertified Organic



Industry TrendsIndustry Trends
�� + Community Supported+ Community Supported 

AgricultureAgriculture
�� + Demand for Fresh,+ Demand for Fresh, 

Heirloom VarietiesHeirloom Varieties
�� + Demand for Local+ Demand for Local 

ProductsProducts
�� + Population of Target+ Population of Target 

ConsumersConsumers
�� +Demand for “Contact+Demand for “Contact 

Buying” and “ExperientialBuying” and “Experiential 
Shopping”Shopping”



Customer ProfileCustomer Profile

�� Affluent/Pay Premium PricesAffluent/Pay Premium Prices 
�� EducatedEducated
�� Health ConsciousHealth Conscious
�� Seeking a “Buying Experience”Seeking a “Buying Experience”
�� “Issue Buyers”“Issue Buyers”
�� Local and Temporary ResidentsLocal and Temporary Residents



S.W.O.T. SummaryS.W.O.T. Summary

�� Strength:Strength: Capable of Meeting Most CustomerCapable of Meeting Most Customer 
Needs and WantsNeeds and Wants

�� Weakness:Weakness: Limited Resources for IncreasingLimited Resources for Increasing 
Production and Sales and Product VarietyProduction and Sales and Product Variety

�� Opportunity:Opportunity: Available Grant Sources, OtherAvailable Grant Sources, Other 
CapitalCapital 

�� Threat:Threat: Loosing Competitive Advantages byLoosing Competitive Advantages by 
Not Being able to Respond to Market ChangesNot Being able to Respond to Market Changes



Strategic Business GoalsStrategic Business Goals

�� Increase Net Farm IncomeIncrease Net Farm Income to at least:to at least: 
$25,000/yr ($75,000 GFI)$25,000/yr ($75,000 GFI)

�� Add New Products:Add New Products: Cut/Dried Flowers, Fruits,Cut/Dried Flowers, Fruits, 
SeasonalSeasonal

�� Add Income Generating Services:Add Income Generating Services: Hospitality,Hospitality, 
Education, EntertainmentEducation, Entertainment

�� Develop Products forDevelop Products for OffOff--Season SalesSeason Sales



Business ObjectivesBusiness Objectives

�� Increase ProductionIncrease Production Acreage to 14 AcresAcreage to 14 Acres 
�� AddAdd 4 or 5 Production4 or 5 Production GreenhousesGreenhouses forfor 

Cut/Dried Flowers and Specialty CropsCut/Dried Flowers and Specialty Crops
�� BuildBuild RentalRental Cabin(sCabin(s))
�� Improve Facilities andImprove Facilities and Develop ProgramDevelop Program forfor 

Seminars, Workshops, Farm Tours and EventsSeminars, Workshops, Farm Tours and Events
�� AddAdd Holiday, Event and SeasonalHoliday, Event and Seasonal ProductsProducts
�� IncreaseIncrease PerPer--ProductProduct ProfitabilityProfitability



Action Items/ScheduleAction Items/Schedule
Product:Product: Cut FlowersCut Flowers

�� 22ndnd Qtr 05: Survey Customers for ProductQtr 05: Survey Customers for Product 
Preferences/Preferences/CompleteComplete

�� Summer 05: Test Production/Summer 05: Test Production/CompleteComplete
�� 33rdrd Qtr/05: Plan Production for 06, ObtainQtr/05: Plan Production for 06, Obtain 

Capital for Production, Develop PromotionCapital for Production, Develop Promotion 
CampaignCampaign

�� 11stst Qtr 06: Construct Production Facilities,Qtr 06: Construct Production Facilities, 
Begin Promotion CampaignBegin Promotion Campaign

�� 22ndnd Qtr 06: Begin SalesQtr 06: Begin Sales



Cut FlowerCut Flower
Income ProjectionsIncome Projections 

and Capital Requirementsand Capital Requirements
�� Year 1 (2006):Year 1 (2006): ($22,468.27)($22,468.27)
�� Capital Requirements:Capital Requirements: $13,000$13,000

�� Year 2 (2007):Year 2 (2007): $6001.73$6001.73
�� Capital Requirements:Capital Requirements: $6,998.27$6,998.27

�� Year 3 (2008):Year 3 (2008): $13,146.73$13,146.73
�� Capital Requirements:Capital Requirements: --00--



Projected Sales ActivityProjected Sales Activity
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Marketing StrategyMarketing Strategy

�� 22ndnd Qtr 05:Qtr 05: Survey CustomersSurvey Customers for Productfor Product 
Preferences/Preferences/CompleteComplete

�� Monitor Customer FeedbackMonitor Customer Feedback from Retail Salesfrom Retail Sales 
Outlets, CustomersOutlets, Customers

�� Utilize Farm Personnel at Markets forUtilize Farm Personnel at Markets for DirectDirect 
Customer ContactCustomer Contact

�� UtilizeUtilize Branding and Associative MarketingBranding and Associative Marketing MethodsMethods
�� TargetTarget Event/Holiday, Incentive, SpecialEvent/Holiday, Incentive, Special SalesSales
�� Create and UseCreate and Use Promotional PiecesPromotional Pieces, News Articles, News Articles



RecommendationsRecommendations

�� Assess and Determine:Assess and Determine: 
Profitability/Strategy/Timing of Adding otherProfitability/Strategy/Timing of Adding other 
Products/Services.Products/Services.

�� Within the next 2 yrs:Within the next 2 yrs: Implement OnImplement On--FarmFarm 
Businesses to Broaden Seasonal Income,Businesses to Broaden Seasonal Income, 
Attract Additional Customer Base, ImproveAttract Additional Customer Base, Improve 
Asset/Equity Value.Asset/Equity Value.


