
Great Lakes Fruit, Vegetable & Farm Market EXPO 
December 10 - 12, 2013 

DeVos Place Convention Center, Grand Rapids, MI 
 

Meet the Buyers: How to Leave a Lasting First Impression 

Tuesday morning 11:15 am 
Where: Grand Gallery (main level) Room C 

As the demand for “local food” increases, so do the opportunities specialty crop producers 

have to tap into this growing market. But it takes some marketing savvy for producers to 

make a lasting first impression with buyers and brokers and develop that relationship that gets 

fresh produce onto store shelves.  

 

This session will help growers build those buyer relationships and includes tips on preparing 

for the meeting, how to read buyers and engage in relationship-building conversations, how 

and what questions to ask, what to leave behind with the buyer, and how to conduct follow-up 

activities. This engaging workshop is appropriate for anyone who plans on attending the Meet 

the Buyers Reception at the EXPO, for anyone wanting a primer on sales, and for any 

attendees who want to improve their customer interactions and relationships. 

Moderator: Michelle Napier-Dunnings, Michigan Food & Farming Systems, East Lansing, MI 

11:15 am How to Leave a Lasting First Impression   

 Michelle Napier-Dunnings, Michigan Food & Farming Systems, 

East Lansing, MI 

 Kristine Ranger, Performance Consultant, The Learning 

Connection, Dewitt, MI 

12:15 noon Session Ends 
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Participant Outcomes 
As a result of attending this session, specialty crop producers will: 

1. Gain a better understanding of the sales process 
2. Learn techniques for staying in charge of the sales process 
3. Understand how to prepare for a sales call 
4. Recognize and repeat a sales pitch 
5. Identify appropriate materials to leave behind and learn proper sales etiquette.  
6. (optional) Identify individual strengths and challenges in the sales process 

 

Introduction to Sales:  Staying in charge of the process  

 

Give examples of good and bad sales calls that you have experienced 

What were the results? 

What did the sales person do or not do?  

How could the sales experience have been more pleasurable for the intended customer (you)? 
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The Sales Process 

Be strategic. While thinking about who you want to meet at the event, respond to the following questions:  

 What are some things I must do and avoid doing with my selected prospects?  How much and what kind of interaction is appropriate for each 

person?  Items to consider include: 

o How quickly you discuss business items vs. social chatter 

o The amount of detail you provide  

o How much time you use for your pitch 

o Your sincere appreciation for their time and consideration 

 

 

 

 What specific outcome(s) do I envision from this meeting?       
 

 

 Who do I want to talk to today? Why? 

o  

o  

o  

Planning Opening Interviewing 
Responding 
to Concerns 

Gaining 
Comittment Servicing 
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Be credible and likeable.  

• Use a firm handshake and establish eye contact.   

• Write your opening statements:  name, farm, why you want to talk to them specifically, etc. 
o  

o  

o  

 Be a good listener. Ask key questions.  

 What have they liked/disliked about working with growers in the past? 

 Who is the decision-maker? Who do you follow up with?    

 What special requirements (food safety certification, packaging, labeling, etc) do they have?   

 What are their unfilled needs?   

  

  

                                   

Review the 
questions 

Circle your 
top three  

Practice in 
groups of 3 
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Leave something behind and follow-up as needed.  

Be persistent, but not a pest. 
 Don’t make a commitment today!  Secure another opportunity to market yourself and your business.   

 Reflect on the opportunity.  Can you fill an identified need, now or in the future, at your desired profit margin? 

 Follow up immediately with any information the prospect has requested.   

 Share one new piece of information each time you interact with your prospect.  

Be thoughtful and respectful when ending the interaction. 

 Determine the buyers preferred communication method (phone, face to face or email) 

 Use the prospects name in your closing statement. 

 

Be prepared to meet individual expectations for maintaining the relationship. 

 

Sample Prospect Tracking Form   
Company Representative Specific Need Follow up Method Date/Actions Taken 

phone email 

Meijer Buyer Bob Squash  X 1/5 – sent copy of Food Safety Plan 

      

NOTE:  A clean e-copy of the Prospect Tracking Form is available from glexpo-2013 proceedings manuscript 
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ADDITIONAL RESOURCES FOR GROWERS 

Everything DiSC® Sales Profile – Each participant in this session is offered a complimentary web-based Everything DiSC® Sales Profile (retail value $80) 

to improve his/her performance in the sales process using the steps we’ve discussed.  Simply complete the directions on the postcard by the date indicated 

and discover your unique strengths and limitations in selling.  Features include: 

 Understand how your behavior impacts your sales approach. 

 Recognize and understand customer buying styles.  

 Adapt your sales style to your customer’s buying style.  

 Stand-alone profile for ANYONE aspiring to or already in a sales position.  

 

Phone Applications for the Sales Process 

Scan Biz Cards is a business card reader (Android - $4.99 and iPhone -$6.99) that converts photos of business cards into address book entries that can be 

exported to Customer Relationship Management apps. For $9.99 a year, the app provides online backup.   Scan Biz Cards also allows users to add notes 

and reminders. You can say, 'A week from now, I'll give you a call.”   

FreeConferenceCall.com offers unlimited calls, as long as six hours each, for up to about 100 people. The Web-based interface makes it simple to set up 

a conference call without paying for a dedicated service. It also provides free recording of calls, which are stored online and can be downloaded. Users pay 

standard long-distance charges, but no additional fees. 

Grasshopper is a call router that frees you from a landline and routes calls to any phone you choose. A client's call to your company can be automatically 

redirected to the cell phone of a company rep who might not necessarily be at his or her desk.  Monthly fees range from $9.95 plus six-cents-per-minute.  

Food Safety and Food Handling Resources 
Wholesale Success: A Farmer’s Guide to Selling, Postharvest Handling and Packing Produce (3rd Edition) – this 312 pg. manual is available from  

www.FamilyFarmed.org.   Single manuals are $70 + $10 shipping and handling fees. 

 

www.mifarmfoodsafety.org was developed by a group of nonprofit, academic and government partners dedicated to food safety for Michigan produce growers  
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