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• 500 Farms 
 

• 300 Businesses 

Appalachian Grown™ Certification 
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Why Brand?
Complexity of food system
Maintain integrity
Keep the value with the farm
differentiate (product stands out with logo)
visibility




Changing messaging as change 
happens around us 
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Local Washing
Lose meaning and value of local.



WNC Wants Local food – Consumer Survey 
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We want local food and we want to know it is really local

78% of respondents stated that knowing where their food comes from would make them much more likely to buy locally grown food
88% of respondents stated that they would buy more locally grown food if it is labeled as local (increased from 76% in 2000 to 88% in 2011.)
83% of respondents said that when local is more expensive it is worth the cost  (up from 71% in 2000)
55% of respondents in 2011 reported spending over one-tenth of their food budget on locally grown products (more than twice the percentage who said that they allocate over one-tenth of their budget to local food in 2004 (27%) or in 2000 (20%))
Locally grown food is an important consideration when choosing a grocery store (76%) or a restaurant (62%) (Up from 42% in 2004.)
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Scaling brings complexity



Establish Your Brand  
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Get you logo out there in as many places as possible. It takes someone seeing your logo many times before they notice.

Billboards, TV
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Stickers, ties, bands, case stickers, 
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Attractive, repetitive, consistent
Posters, ads, table tents, check stuffers



Partner with the Media 
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Build relationships. Be the go-to source. Be dependable. Be trusted. Have a great story to tell. Responded quickly. Deliver what you promise.
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All audiences
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Great story, dependable, visual.
Reclaiming our Food



Business Marketing Environment is Complex 
– Simplify and Create Focal Points 
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Transparency, profiles, guides. Establish the values for your brand.



Build User Capacity 
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Partner, help them learn how to use brand and market AG



Cost share program 
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North Fork Farm successfully incorporated AG into their labels at Mays Meats. Mays called me to confirm their AG certification, and I sent them the documentation.  Now, with or with out a cost share, AG will be on their product.  Sheila & Jimmy are passionate about their beef and are expanding their operation.  They are reaching out to App State and have their meat in many restaurants and smaller retail shops in the High Country.  We have also provided those businesses with Profiles of the Greenes.




Go beyond direct sales  . . . 
Research can help you 
understand issues of volume. 
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Future is bright. On the right track. 



Challenges 

Persistence 
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Can’t control the media



Defining Local 
- Where    - What      - Who 

(define your own goals) 



Fitting in with Other Local Labeling 
-what do you offer? 
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Appalachian Grown™ Sales 
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$58 million
Greater than 3 x increase
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