


Historically, food managers have been
evaluated mostly by the profitability of their
programs. However, food service directors and
school administrators are paying increasing attention
to the overall nutritional role served by school meal
programs. Oklahoma Department of Education child
nutritionists encourage food service managers to
purchase the highest quality food items they can
afford, advising that “cheapest is not always best.”

Farmers selling produce to schools can expect
to receive prices very comparable, if not higher, than
those at the Dallas wholesale terminal.
(www.ams.usda.gov/fv/mncs/TERMVEG.HTM)

Farmers selling through “wholesale” channels
should carefully evaluate their production costs
relative to prices received. Links to helpful tools can
be found at:
http://www.utextension.utk.edu/hbin/HBIN-
FruitsandVeggies.htm#budgets

One pricing strategy is to offer products at
current wholesale value plus an agreed upon
percentage above the market price.

Supply Reliability — Most food service managers
who are interested in purchasing from local farmers
are likely aware that crops grown in Oklahoma have
specific seasons of growth and availability, as well
as a dependence on weather factors beyond the
farmers’ control. However, many food managers do
need more information about the seasonal
availability of specific crops in their areas.

Initially, school purchases of locally produced
foods will likely represent a small portion of total
meals served. And most schools will continue to
purchase items not ever available locally or items
outside of their local season.

Concerns about the reliability of supply are
probably more an indication of food managers
needing to know that if they order a specific volume
of product over a given time, it will be delivered
accordingly. And if there are any changes in the
product’s availability, farmers will communicate this
as soon as possible, allowing ample time for
corrective action.

Delivery Considerations — Perishable food is
typically delivered to schools on refrigerated trucks
in order to maintain temperature and freshness from
warehouse to kitchen. Delivery trucks may travel
long routes making many stops along the way.

Farmers delivering their own products can
maintain freshness without a commercially
refrigerated vehicle by delivering in the early
morning and/or using a passenger van or other
vehicle with air conditioning.

Cafeteria managers would prefer not to receive
food deliveries during their busy meal times and
should be asked what time(s) are best for them.

Items should be unloaded and stacked by the
delivery person in a location designated by food
service staff.

Quality — While locally grown and produced food
is often the freshest option available, that
freshness is worth little unless maintained until the
food is prepared and served. For fresh produce,
this requires close attention to harvest and post-
harvest handling, as well as working with the
kitchen staff to ensure products are stored
appropriately after delivery.

Grading according to USDA standards
(http://www.ams.usda.gov/standards/stanfrfv.htm)
may also help alleviate concerns about quality.
Other factors affecting overall product quality
include cleanliness, packaging, and service.

Payment Arrangements — Food manager
concerns regarding this topic may stem from their
knowledge that payment of vendors often takes 30
days or more, especially for new vendors.
Farmers should be aware that payment upon
delivery is highly unlikely. Although, once an
account is established with the school district, and
deliveries with proper invoices begin, payments
will follow.

To insure the best chances of avoiding
payment delays, sales invoices should include the
following: Farm/business name, mailing address,
date, invoice number, specific items sold, weight
and/or units sold, unit cost, total cost, a copy
signed and dated by food service staff indicating
product was received and approved.

Ordering Method — School food service
managers must follow state and federal
procurement guidelines. Purchasers are required
to obtain oral or written price quotes from three or
more sources of the same product, when the
annual purchase of the product will be less than
$100,000 (as would be the case for most farm-to-
school transactions). The State Dept. of
Education suggests schools follow these
steps when purchasing produce from local
farmers:

1. Contact farmers to inquire about specific
product availability, requesting lists of produce
grown, and typical periods of availability during
the school year.

2. Estimate approx. volumes of each item used
weekly.

3. Arrange appointments to meet with farmers to
discuss possible quantities available, grading,
packaging, delivery, pricing and payment.

4. Obtain and document price quotes in order to
get the freshest product at the best price.



m Make the Connection with Local schools

1. Make a list of crops you grow (or plan to grow)
that are available for sale during the school year
(approx. mid-Aug to late May). Look for items
already on school menus in your area. Cafeteria
menus are usually posted in local newspapers and
on school district websites. Check this site for links:
www.sde.state.ok.us/link/oklaeduc.html

Fresh fruits and vegetables requiring a minimal
amount of kitchen processing are ideal for starters.
Examples include bell peppers, cucumbers, head
lettuce, melons, tomatoes, and zucchini. Planting
dates, varieties and other cultural practices may
need adjustment to better match some crops with
the school year. Some schools may also be
interested in purchasing for summer meal programs.

2. Estimate the start and end of your harvest
periods for each potential crop and approximate
volumes you can provide. Also note how you would
prefer to sell each item (by the pound, case, bunch,
piece) and a price range you need per unit. For each
potential crop, make sure you have (or can get) the
capability to move it from the field to the school while
maintaining maximum quality and food safety. Be
prepared to discuss how this will occur.

This is an area which may require flexibility by
both parties. However, reaching clear agreement on
the best form of packaging for the buyer is essential.

3. Contact the food service director (cafeteria
manager or head cook in very small school systems)
at a school district in your area. District phone
numbers can usually be found in the community
pages of your local phone book. Ask if they'd like to
get together with you to talk about using locally
produced food in their meal program. If so, also ask
how many meals are served daily in their school
district (for use in completing attached spreadsheet).

The goal of this initial phone contact should be
to set an appointment for meeting and visiting in
person about possible transactions. Establishing a
good working relationship with the director or
manager is essential to developing schools as
markets for your farm products.

4. Meet with the food service director. Bring two
copies of a typed or neatly written list showing the
crops you grow, and their approximate weeks or
months of availability. List average price ranges per
unit (pound, case, each). Bulk rates are reasonable
to suggest. Include your contact information.

For each item in which they're interested, ask
about current volumes used by the school district on
a weekly or per meal basis. Fill this in on your copy
of the crop list. Food managers may not have this
information immediately available. If not, ask them to
please complete this portion of the list you're
providing and to send you a copy. This data will

prove most helpful in assessing the potential sales
volume for specific crops.

Realize that current servings of particular
items may increase with higher rates of student
participation in school meals. Also be sure to ask
about other items they're interested in purchasing.

5. Bring samples of your product(s) and pictures
of your farm and/or crops, if available. Mention
your desire to host farm visits for school kids or
your willingness to come talk with school classes
about farming, if you're interested in doing so.

Be prepared to describe other benefits of
purchasing from you, such as product quality;
freshness and taste; availability of special
varieties; ability to handle requests for specific
items or delivery needs, etc.

6. Discuss delivery needs, such as preferred time
of day and day(s) of week. Also ask about
packaging needs for specific crops being
considered. Schools who order produce and other
foods from distributors are accustomed to certain
forms of packing for different items.

Now is a good time to discuss how
discrepancies will be handled. In general, farmers
should guarantee product quality and quantity and
be prepared to honor complaints. Schools should
verify product condition upon delivery and ensure
product is stored and handled accordingly.
Communication and agreement on these issues is
paramount to the success of your efforts.

7. Other topics to possibly address at this meeting
include invoicing and payment schedule. The food
service manager will probably need some time
after your meeting to compare your prices and to
finalize a decision about purchasing from you. You
may also need time to review potential sales
volumes, as well as production and delivery
logistics.

A reasonable first step for both parties might
be for the school to order one or two of your
products on a trial basis. Or, if your production
volume is not enough for the entire district,
perhaps your product(s) could be featured at one
or two schools.

8. Deliver the highest quality product you can, at
the agreed upon time. Make arrangements for
future delivery of additional products.

School food service directors are extremely busy
and, while interested in your products, may decide
not to purchase them directly from you. Another
option is to work with a current distributor who
delivers to the school district. See if the food director
might request your product(s) from their vendor. Or,
ask for the vendor’s contact information so you can
inquire about possibly selling through them.



Worksheet for calculating a

pproximate amounts of fresh fruit and vegetables used for one meal offering

Meals Divide by Approx. Pounds of
Served | Servings per Whole Produce | Weeks or Months of
ltem (Uncut, raw produce) Daily’ pound’> | Equals Needed?® Availability*
Fruit:
Example: Apples 800 14.80 = 54.1
Apples* 14.80
Blackberries® 11.90
Blueberries® 11.90
Cantaloupe’ 573
Grapes (w/stem) 10.50
Honeydew 4.90
Nectarines® 8.80
Peaches’ 5.40
Pears'® 7.90
Plums'’ 10.70
Strawberries'? 10.50
Watermelon ' 6.10
Vegetables":
Example: Asparagus 800 4.80 = 166.7
Asparagus’ 4.80
Black-eyed peas (shelled) 10.30
Beets (w/o tops)’ 13.00
Broccoli (untrimmed) 10.20
florets 28.80
Cabbage, Chinese' 20.40
Green'® 26.40
Carrots'’ 10.30
Cauliflower'® 12.30
Corn (w/ husks)'® 3.35
Cucumbers 12.40
Green beans 11.10
Kohlrabi (untrimmed) 9.30
Lettuce, Leaf 21.70
Romaine 20.90
Onions, Green (w/tops) 15.00
Bulb (w/o tops)?° 9.30
Peppers, Bell*' 14.70
Potatoes, Red® 9.88
Russet®® 2.66
Radishes (w/o tops)®* 12.80
Spinach?® 30.70
Summer Squash, Yellow?® 15.50
Zucchini?’ 13.10
Sweet Potatoes? 5.50




Meals Divide by Approx. Pounds of

Served | Servings per Whole Produce Weeks or Months of
ltem (Uncut, raw produce) Daily’ Qound2 Equals Needed® Availability*
Tomatoes, Slicers® 7.60

Cherry (w/stem)® 12.10
Turnips®' 10.80

Source: USDA, Food and Nutrition Service, Food Buying Guide for Child Nutrition Programs. 2001. Data compiled by the Kerr
Center for Sustainable Agriculture, July 2006.

1. Ask Food Service Director / Manager for their average daily meal count for lunches. Produce volumes ordered may be less than one
serving per meal served, since other fruit and vegetable items may be offered at the same mealtime.

2. Pounds of whole produce needed for a 1/4 cup serving fruit or vegetable served raw, unless noted

3. Total pounds of whole produce needed to serve the item at one meal

4. Fillin the expected period of availability for each produce item you grow

5. Shown for fruit size which would fill a 125 -138 count case

6. Servings per quart = 14.9

7. Servings per pint = 10.7

8. Shown for fruit size which would fill an 18 ct. case (5" diameter, approx. 30 0z.)

9. Shown for 88-96 ct. case

10. Shown for 60-64 ct. case; for 84 ct. case, servings per Ib. = 11.0

11. Shown for all sizes mixed

12. Shown for 45-50 ct. case

13. Servings per quart = 15.8

14. Without rind.

15. Only use lunch meal count for estimating pounds of vegetables needed.

16. Served as strips; for cooked strips, serv./Ib.= 10.6

17. Served raw shredded, for cooked shredded, serv./Ib.= 13.8

18. Served as strips; for cooked sliced, serv./Ib.= 12.3

19. Served as florets; for cooked florets, serv./Ib.= 8.8

20. Served as half of a 5"-6" cob, cooked

21. Served chopped; for sliced, serv./lb.= 14.2

22. Served as strips; for chopped or diced, serv./lb.= 9.7

23. Served diced, cooked w/ skin

24, Shown for 120 ct. case size(approx. 6 0z.), baked, served whole; for all sizes mashed, serv./Ib.= 8.4

25. Shown for approx. 7 small radishes served whole; for sliced, serv./Ib.= 15.3

26. Served chopped, raw; for cooked, serv./Ib.= 7.6

27. Served sliced; for sliced cooked, serv./Ib.= 8.4

28. Served sliced; for 1/2" x 3" sticks, serv./Ib.= 11.9; for slice cooked, serv./Ib.= 10.2

29. Served cooked, mashed; for cooked sliced serv./Ib.= 9.1

30. All sizes, diced; for wedges, serv./lb.= 10.4; for slices, approx. (39) 1/8" slices/Ib.

31. Served as 3 whole tomatoes

32. Served pared and cut as 1/2" x 2" sticks

* served cooked
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