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DEFINE + EVALUATE OUR CURB
APPEAL
UNDERSTAND KEY ASPECTS OF OUR
DIGITAL FOOTPRINT 
TIPS + SCRIPTS FOR PROFESSIONAL
COMMUNICATION
HOW TO CREATE AN AVAILABILITY
SHEET

LEARN AT LEAST ONE NEW TOOL OR
TIP TO IMPLEMENT IN YOUR BUSINESS

GOALS FOR TODAY



CURB APPEAL 
=

 THE IMPRESSION YOUR
FARM BUSINESS MAKES
BEFORE THE BUYER EVER

PLACES AN ORDER



WHO ARE YOU?
WHAT DO YOU SELL?
CAN I TRUST THE INFORMATION I'M
SEEING?
DO YOU HAVE WHAT I NEED?
CAN YOU MEET MY REQUIREMENTS?
HOW DO I ORDER?



Every step is an opportunity to reduce
friction

BUYER EXPERIENCE

Contact PurchaseAwareness Understand



WHAT HAPPENS WHEN YOU
GOOGLE YOURSELF?





logo & name

location & product

products

contact info

story

photo proof



YOUR TURN!

GOOGLE YOURSELF



What comes up f irst?
Is the information accurate?
Is your phone number easy to f ind?
Can someone tell  what you sell?
Does anything look outdated?
Would a buyer know how to contact
you?

Seasonally check all  forms of social
media!

WHEN GOOGLING
YOURSELF...



NEEDS
FARM/BUSINESS NAME
LOCATION/SERVICE
AREA
PRODUCT LIST
PHONE/EMAIL
CURRENT
INFORMATION
WEBSITE OR SOCIAL
MEDIA PLATFORM

NEEDS, WANTS, + NEXT LEVEL
WANTS

WEBSITE 
FARM STORY
COMMUNICATION
PREFERENCE
PRODUCT PHOTOS
ECOMMERCE PLUGIN

BUYER-READY
WHOLESALE
INFORMATION
ORDERING
INSTRUCTIONS
AVAILABILITY
DELIVERY
INFORMATION
DOWNLOADABLE
AVAILABILITY SHEET



A buyer should be able to answer:

Is  this business sti l l  operating?
What do they produce?
Where are they located?
How do I  contact them?
Do they appear to work with buyers l ike
me?

BUILDING YOUR
DIGITAL FOOTPRINT



One good website or one active social
profi le > multiple platforms with
missing pieces.

Goal =  be f indable,  current,  & credible

BUILDING YOUR
DIGITAL FOOTPRINT



Every step is an opportunity to reduce
friction

BUYER EXPERIENCE

Contact PurchaseAwareness Understand



PROFESSIONAL
COMMUNICATION



Professional communication isn't
about sounding like a best-sell ing
author.

It 's about being clear,  responsive, +
predictable.

COMMUNICATION



Subject:  Tomato Availabil ity — Week of September 21

Hi Sarah,
I  have approximately 200 lbs.  of tomatoes available next week.

Variety :  Mountain Fresh
Pack:  25-lb.  case
Quantity :  ___ cases
Price:  $___/case
Availabil ity :  Tuesday–Thursday
Delivery:  Within ___ miles

Please let me know by Friday i f  you'd l ike me to reserve any for your order.

Thanks,
Savannah Columbia
CCD Farm
Phone |  Email  |  Website

EMAIL



Phone Script:  
Who you are 
Why you're call ing 
What you're offering 
What you want them to do

“Hi ,  this is  Savannah with CCD Farm. I 'm
reaching out because we grow tomatoes
and peppers and I 'm interested in
learning more about your purchasing
needs.  I 'd love to send you our current
availabil ity .  You can reach me at ___.”

PHONE CALLS



Clear boundaries create rel iable business
relationships.

Have conversations with your buyer
about:

Delivery location,  t ime, frequency
Minimum ordering
Volume expectations,  with weather-
dependent plans
Price points

BOUNDARIES



CREATING AN 
AVAILABILITY 

SHEET



A QUICK WAY TO COMMUNICATE:

Product
Quantity
Packaging
Cost/Price
Availabil ity
Logistics

AVAILABILITY SHEET



PRODUCT
Product
Variety
Grade/quality
Size

QUANTITY & PRICE
Quantity available
Unit
Price
Minimum order

AVAILABILITY SHEET



PACKAGING
Case size
Units/case
Packaging format

LOGISTICS
Availabil ity dates
Delivery + cost
Pickup 
Ordering deadline
Payment terms

AVAILABILITY SHEET



EXAMPLE



Don’t forget to include your farm +
contact information

Imagine you're the buyer.  Review your
availabil ity sheet for 30 seconds.  Can
you f ind:

What + how much is available?
Pack size?
When is it  available?
Delivery/pickup?
Minimum order?
How to order?

TIPS FOR SUCCESS



Every step is an opportunity to reduce
friction

BUYER EXPERIENCE

Contact PurchaseAwareness Understand



PUTTING
IT
ALL

TOGETHER



CAN THEY FIND ME?
Current online presence
Accurate contact information
Clear description of products
Recent/current information

CAN THEY REACH ME?
Professional email
Voicemail/phone script
Preferred contact method
Professional email  s ignature

BUYER-READY
CHECKLIST



CAN THEY UNDERSTAND WHAT I SELL?
Current availabil ity sheet
Products and varieties l isted
Quantit ies and prices l isted
Packaging/case sizes l isted

CAN THEY DO BUSINESS WITH ME?
Minimum order established
Delivery/pickup information
Order deadlines
Payment terms
Clear ordering process

BUYER-READY
CHECKLIST



1 . Your digital  presence establishes

credibil ity .

2 . Clear communication and boundaries

create predictabil ity .

3 . An availabil ity sheet puts the

information buyers need in one place.

3 TAKEAWAYS



Contacts Us

Savannah L. Columbia
Senior Extension Associate
UK CCD & UK AgEcon Dept.
savannah.columbia@uky.edu
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