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This workshop will help you:

1. Understand the 4 Ps — a simple roadmap to selling smarter.

   2. Explore low-cost tools (yes, even simple AI) that make marketing easier.

 "Marketing isn’t about getting people to buy what you grow. It’s about growing 
what people want to buy." — Adapted from Philip Kotler



Why Marketing Matters for Farmers

Local Facts & Research:

• The 2022 USDA Census counted 619 farms across the U.S. Virgin 

Islands, covering 8,092 acres (avg 13 acres).

• Most farms rely on direct sales, word-of-mouth, or roadside stands — 

few have formal marketing strategies.

• Imports dominate grocery shelves; therefore, marketing is the 

farmer’s voice against imported competition.

Marketing Point:

“A good harvest doesn’t guarantee good income — a good market does.”

“Because a good product isn’t enough — people have to know it exists.”



Why Marketing 
Matters for Farmers



Evidence & Insight:

• Research by the Caribbean Development Bank (2022) shows that 

small Caribbean farmers who brand and package their goods 

achieve 20 % higher prices than unbranded ones.

• Marketing builds trust → trust builds repeat sales.

• A recognizable farm name or logo adds value even without 

increasing acreage.

• Marketing allows smallholders to compete on relationship and 

reliability, not just volume.

Seth Godin: “The key to success isn’t being louder — it’s being more 

meaningful.”

HOW MARKETING HELPS SMALL FARMERS COMPETE



4Ps in Marketing 



Product



Product • A product is more than what you grow — it’s the value, experience, and 
identity you offer. It includes quality, variety, packaging, brand, and 
trust.

• In your farm business, “product” is everything the customer receives 
from you (not just the vegetable, fruit, etc.).

• Philip Kotler and marketing theory teach that a product is both a core 
benefit (what need it fulfills) and augmented features (packaging, 
service, warranty, brand).

• For a farmer: the core is fresh produce; the augmented features can 
be freshness guarantee, packaging, farm origin story, or after-sale 
support (e.g. help with cooking, recipes).

• Seth Godin would remind you: “people buy stories, not products.” So 
your “product” includes the story of your farm, your values, and what 
makes you unique. In the USVI, where many products are imported, 
your “product” carries the promise of freshness, local origin, island 
identity.



• Quality: size, color, taste, consistency.
• Presentation: how it looks, how it’s packaged.
• Branding: your farm name, symbol, visual identity.
• Experience: how the product is delivered, what the buyer feels.

A tomato from an unnamed crate is just “tomato.” A tomato in a 
branded basket, with your farm name, a freshness guarantee, 
even a small recipe card — that’s a product.

Trust comes from consistency: if one batch is excellent and the 
next average, customers lose faith. In  small markets, reputation 
spreads fast — a beautiful-looking product builds word-of-
mouth.

Your Product Is More Than Your Crop



Choosing the Right Products for Your Market

• In the Virgin Islands, land is scarce, water is limited, and storms threaten crops.

• Choose crops or varieties you can manage well, that don’t spoil quickly, and 

that have local demand (e.g. tropical fruits, herbs, niche vegetables).

• Use customer feedback or trial runs to test new products (small batches).

• Think about cropping systems that complement (e.g. intercropping, value-

added products) to reduce risk.

• Match your product selection to what customers 
want and what your farm can reliably produce.

• Focus on a few reliable products rather than 
many at low quality.

• Consider climate, soil, seasonality, cost of inputs.



How to Add Value
• Transform raw product to increase price potential

⚬ Examples: jams, dried fruits, juices, herbal teas, processed foods

• Certifications or claims: organic, local, non-GMO, “farm-fresh”

• Bundling: e.g. fruit + recipe card + gift basket

• Value-added products typically command higher margins and can stretch your 

harvest into off-season revenue.

• Be careful: processing adds cost (labor, packaging, regulations).

• Use local branding (e.g. “Virgin Islands mango jam”) to link value to place.

• Seth Godin’s idea: “Purple Cow” — make something remarkable so people will 

talk about it. Your value-added product can be your “purple cow.

VEGETABLE 
CURRY



• Practical + aesthetic — must protect and appeal

• Use eco-friendly, simple, cost-effective materials

• Visual consistency with brand

• Packaging helps signal quality: a neatly packed box, basket, or bag feels 
premium.

• Ideas: Use clear windows, breathable materials, minimal plastic where 
possible.

• Use stickers, labels with your logo.

• The Virgin Islands Local Food & Farm Council offers product stickers to help 
producers label goods as “local.” 

• Packaging also helps with transport protection, shelf life, stacking.

PACKAGING THAT ATTRACTS 
BUYERS



Labeling Tips and Local Regulations 

• What labels should include: product name, net weight, origin (your 

farm), date harvested, ingredients if processed, contact info.

• Regulatory compliance: local DOA rules, FDA if processed foods.

• Labeling builds professionalism and trust.

• Check the VI Department of Agriculture’s labeling and food 

processing guidelines. 

• If making jams, dried foods, etc., you may need permits, 

inspections, comply with food safety rules.

• Always include traceability info (farm, batch) in case of issues



• Ask: What do customers like or dislike?

• Use surveys, listening, tasting sessions

• Iterate and improve

• A few simple questions: “What did you like? What would 

you change? Would you buy again?”

• Use social media or WhatsApp to collect quick feedback.

• Use sample trials for new products before full launch.

• Feedback helps you refine packaging, sizing, freshness, 

and helps you discover new product ideas.

Using Customer Feedback 
to Improve Products



“Tropical Fresh Farm” Product Story

• Name: Tropical Fresh Farm, St. Croix

• Unique Selling Proposition (USP): “Picked in the morning, delivered 

by evening — island freshness guaranteed.”

• Products: Mangoes, passionfruit jam, dried herbs

• Branding: Logo with palm leaf, bright tropical colors

• Packaging: Mesh bags for mangos, small glass jars for jam labeled “St. 

Croix Made”

• Story: Started by a family who cares for soil, rainwater capture, 

minimal chemicals

Excercise: 

• Narrate a mini case: how Tropical Fresh Farm launched its jam line, 

tested packaging, got feedback from hotel chefs, adjusted the 

sweetness, then got recurring orders.

• Explain how each “P” (product, price, place, promotion) links to that 

product story.

• Show how the story helps customers connect and remember.

Product Story



Picked in the morning, delivered by evening — island freshness guaranteed.

Experience the true taste of St. Croix! Our farm-fresh produce, harvested at dawn, is 

at your door by sunset. Taste the difference that local freshness makes!

#FarmToTable #IslandFresh #StCroixHarvest #SupportLocal

Storytelling
in 
Social Media 



Activity: Describe Your Product in  3 SentencesProduct Differentiation
 
• Prompt: In 3 sentences, describe your product in 

a way that communicates value, uniqueness, and 
feeling.

• Example: “My farm grows golden mangoes in St. 
Croix’s volcanic soil, picked at peak ripeness and 
hand-packed in branded mesh bags. These 
mangos taste like sunshine and support our local 
soil conservation efforts. They arrive fresher than 
any import, glowing with island flavor.”

Activity:

• Give farmers 2–3 minutes to write their 3 sentences.
• Ask some to share.
• Use those sentences as a seed for their marketing / 

label copy.

"ISLAND GOLD 
HARVEST"



Your “product” is more than what you grow 

— includes packaging, identity, promise.

1. Adding value and differentiating builds 

price and loyalty.

2.Consistency and trust are essential to 

brand strength.

3.Your USP is your “why you, not them.”

4.Packaging + labeling = the front line in 

customer perception.

5.Use real feedback and stories to refine 

your product offering.

Summary: Key Takeaways on Product



Price

Price is the amount of money customers pay for your 

product — but it’s more than just a number.

 It reflects:

• The value customers see in your product,

• Your positioning (premium vs. affordable), and

• The balance between what it costs to produce and 

what people are willing to pay.

In short: Price = Value for customers + Profit for the business.



Price
Why Price Matters for Farmers:

• Farming costs are high (inputs, 

transport, labor).

• Local products compete with 

imported goods.

• Customers want fresh, 

sustainable, local — but still care 

about affordability.

So, price needs to be fair, 

competitive, and reflect local value.



Price



Price

Price is not only what you charge — it’s how you communicate value and ensure your business is 

sustainable.

 The right pricing strategy helps farmers stay profitable, competitive, and trusted by their community.



Price

The Price “P” isn’t only about how much something costs —

 it’s also about how customers pay, when they pay, and what payment 

options make it easier for them to buy.

In marketing terms, that’s called your payment strategy.



Place



Place
Place refers to the distribution strategy — the 
where and how your product is made available to 
customers.

In simple terms:
“Place” is about getting the right product to the 
right people, at the right time, in the right way.

It’s not just the location, but the entire path your 
product takes from your farm to the consumer.
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Place



Place

Place = Distribution.

 It’s how your product travels from 

the producer to the consumer, 

whether through markets, stores, 

online channels, or direct delivery.

 A strong “Place” strategy combines 

convenience, visibility, and 

reliability.



Promotion



Promotion is the process of communicating and persuading 

customers to buy or support a product or service.

For farmers, promotion means telling people about your 

farm, your products, and why they should choose you — 

whether it’s fresh produce, livestock, honey, or agro-tourism 

experiences.

The goal of promotion is to:

• Increase awareness of local farm products.

• Build trust and reputation in the community.

• Encourage repeat purchases or visits.

• Differentiate your farm from imported or industrial 

products.

Promotion



The 4 Promotion Mix Tools

1️⃣ Advertising

Paid communication that reaches a wide audience.

Examples for USVI farmers:

• Local radio ads on stations like Isle 95 FM or WSTA.

• Social media ads (Facebook, Instagram) showing 

farm life and harvests.

• Influencer Marketing

• Flyers or posters in markets, stores, and ferry 

terminals.

Tip: Keep the message simple and visual — “Fresh. Local. 

Island Grown.”

Marketing 



Influencer marketing is when a brand partners with a person who 

has influence (such as a social media creator, chef, or community 

leader) to promote its products to their followers — usually 

through authentic stories, reviews, or demonstrations.

 Example for farms:

 A local chef in St. Croix posts an Instagram picture  cooking with 

vegetables from your farm, tagging your account and saying:

“These fresh island greens from Coral Bay Farm are the best for 

my tropical salad!”

Influencer Marketing strategy



What to Look for in an Influencer

1️⃣ Engagement Rate (most important metric)

• Measures how actively followers interact with the 

influencer’s content.

Influencer Marketing strategy Why is it important?

▪ A high engagement rate suggests that an 

influencer's audience is genuinely interested 

in their content and, by extension, the 

products or brands they promote.

▪  This can lead to better ROI (Return on 

Investment) for marketing campaigns, as an 

engaged audience is more likely to trust 

recommendations and convert into 

customers.



What to Look for in an Influencer

Influencer Marketing strategy



2️⃣ Sales Promotion

Short-term incentives to boost sales or attract new 

customers.

Examples:

• Discounts for first-time buyers or bulk purchases.

• “Buy 2 get 1 free” deals at markets.

• Loyalty cards or a CSA (Community Supported 

Agriculture) subscription program.

• Free samples during fairs or open-farm days.

 Tip: Use promotions around holidays or tourism 

peaks (Christmas, Carnival, cruise ship season)

Marketing 



2️⃣ Sales Promotion

Marketing 



3️⃣ Public Relations (PR)

Building a positive image and strong community relationships.

Examples:

• Partner with schools for educational farm tours.

• Appear in local news stories about sustainable farming.

• Join island-wide programs like “Buy Local USVI” or “Island Grown.”

• Sponsor small community events or donate to food drives.

 Tip: Share your farm’s story — people love to support local families and 

eco-friendly farmers.

Marketing 



4️⃣ Personal Selling

Direct, one-on-one communication with customers or 

buyers.

Examples:

• Talking with shoppers at the farmers’ market.

• Visiting hotels, restaurants, or stores to offer your 

produce.

• Hosting tastings or demonstrations on your farm.

 Tip: Personal relationships are key in small communities 

— friendliness, honesty, and reliability build long-term 

loyalty.

Marketing 



AI in Farming



AI is technology that enables computers and machines to simulate human 

learning, comprehension, problem solving, decision making, creativity and 

autonomy (Stryker and Kavlakoglu, n.d). 

Instead of just following instructions, AI can:

• Understand language (like ChatGPT does when you type a question)

• Recognize images or sounds

• Predict outcomes (like weather, prices, or trends)

• Create things — text, photos, videos, music, or even designs

In simple words:

AI is a smart helper that can read, write, draw, and analyze data — instantly. 

For farmers, small businesses, and marketers, AI saves time and helps 

make smarter decisions.

What is AI (Artificial Intelligence) ?



How to get a ChatGPT account



A prompt is simply what you type 

into ChatGPT or any AI — your 

question, request, or instruction.

 The better your prompt, the 

better the answer you’ll get.

Prompts 



AI Prompts 



AI Prompts 



AI Prompts 



AI Prompts 



AI Apps



Thank You!

Contact info:

tatiana.mendez 1@upr.edu
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