Vendor Handbook

2008

www.wilmotfarmersmarket.com

'08 Market Dates :
Saturdays, 9 a.m. to Noon, July 5™ thru Sept. 27™

Location :
Route 11 & Kearsarge Valley Road (next to the Town Offices)

Mailing Address :
PO Box 385, Wilmot, New Hampshire 03287

Email:
information@wilmotfarmersmarket.com

Managing Director/Vendor Contact : Lori Fogg
Phone: 603.526.7729 — Saturday On-site Cell :603.748.2225
Board of Directors :

Sue Russell, Chairman., Lori Fogg, Sec./Treas., Denise Curtiss

2008 Vendor Fees :
Full Season, $80 per space, Part Time & On-Call $15/week

The Wilmot Farmers’ Market is a member of
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Market & Operations Overview

Purpose & Mission

The Wilmot Farmers’ Market strives to maximize the consumption of local foods and products and strengthen
consumer support of local agriculture and entrepreneurs. The WFM seeks to operate at the highest level of integrity
in our dealings with customers, vendors and supporters. WFM Management strives to obtain a mix of vendors
attractive to customers in order to nurture market growth and develop repeat customers.

Our mission is:

To provide a profitable outlet for local farmers, entrepreneurs and artisans
Connect local consumers directly to local food producers and entrepreneurs
Foster and strengthen community spirit and bonds

Educate consumers on the benefits of buying local food and products

Spotlight the importance of preserving family farms and area agricultural heritage

History

The Wilmot Farmers' Market started with three vendors in 2001 and grew to a full slate of 25 vendors in 2007. The
Market is held on the Wilmot Town Green next to the town offices at the intersection of Route 11 & Kearsarge Valley
Road. Total vendor income as reported via anonymous weekly tally sheets was over $50,000 for the '07 season, up
from $40,000 for the '06 season.

The WFM is an independent entity registered with the State of New Hampshire as a non-profit organization.

The WFM has become more than “just” a farmers’ market — it has become a community hub filled with sights,
sounds, and tastes to nourish, please, and entertain the entire family. Among the many farm and artisan vendors, the
WFM also welcomes local non-profit organizations each week.

Residents and visitors alike return week after week, season after season, to purchase not only the best of the best
direct from farm and producer, but to greet old friends, make new ones, enjoy a hot breakfast or lunch, and listen to
music on the bandstand featuring talented area musicians.

The Market season runs for 14 weeks starting in July and continuing through the end of September (we remain open
for the season after Labor Day weekend — peak season for farm fresh produce!!). There is plenty of free parking and
a portable restroom is available. The WFM is open every Saturday - rain or shine!

Market Management

The Wilmot Farmers' Market operates under guidelines and regulations set forth by its Board of Directors which is
responsible for the overall market management. The Board also oversees vendor and product selection for the
Market. The Board of Directors has final authority in resolving issues in a civil and efficient manner.

Day-to-day operations are the responsibility of the Managing Director whose job it is to coordinate all of the activities
of the weekly functioning of the Market and to implement market policies. This includes oversight of the Market set-up
and clean-up, space assignments, collection of fees and information, assuring vendor compliance with all WFM
policies, and answering vendor/customer questions. The Managing Director also acts as a conduit of information from
the vendors and customers to the Market Board of Directors.

The Managing Director has complete authority to interpret and implement policy on the market site. If you have any
guestions or concerns you wish the Board of Directors to address, please submit your concerns and proposals in
writing to the Market Manager. The Market Manager has the authority to order and remove any person or vendor
from the Market who is guilty of any violation of these Market regulations, or who may be guilty of violation of any
ordinances of the Town of Wilmot, or laws of the State of New Hampshire.
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RULES and REGULATIONS

While it might be possible to operate a Farmers’ Market without any form of written rules or policies for vendors, it
would not be long before a market would face difficult issues — such as someone wanting to sell inappropriate
products, or someone deciding to come an hour early to get more sales. One reason The Wilmot Farmers’ Market
uses rules and guidelines is to prevent problems like these from arising.

Careful thought and consideration, along with extensive research and experience in past seasons has resulted in a
set of rules and guidelines which remain true to the WFM'’s purpose and mission and critical to its continued success.
The WFM rules and regulations are designed to benefit the Market as a whole. These Market rules provide a way to
insure that everyone knows their rights and obligations and can have predictable and dependable expectations about
the operation of the market. The rules are also important from a legal perspective because they become part of the
agreement between the vendor and the Market, establishing each party’s rights and obligations.

Included in these rules are guidelines which determine who is eligible to be a vendor, what products can be sold,
when and where the market will operate, how much it will cost to be a vendor, and what the market experience will be
like for shoppers.

It is imperative that vendors understand and agree to abide by the rules and regulations of the WFM. The rules are

enforced by the Managing Director and Board. Open communication is encouraged and the Managing Director may
be reached via phone, cell phone, or email for questions or concerns regarding the Guidelines.

WFEM OPERATING GUIDELINES

1. General Information

The WFM is committed to creating a diverse marketplace with the emphasis on the highest quality, locally grown and
produced agricultural products available. The WFM will not be bound to apply a particular set of criteria in every
instance and must reserve unconditional discretion to accept or refuse anyone as a WFM Vendor. The Market
considers many factors when evaluating Vendor applications and participation.

2. Application Information

Application is open to farmers, specialty food producers, bakers, artisans, and hot food vendors from within the state
of New Hampshire. Acceptance or rejection of an application is based on multiple criteria and needs of the Market as
determined by the Board of Directors at any given time, therefore not all applications may be accepted.

The WFM has a finite number of vendor spaces. Applications accepted each season will depend on several factors,
including the number of previous season vendors seeking to return.

Previous season vendors in good standing automatically receive applications for the upcoming season, deadline for
their application is March 31%. If their application is not received by the WFM by this deadline, the spot and products
they sell will be considered “open” and the Board may consider filling this spot with a new or different vendor.

New vendors are selected after April 15™ New Vendor applications are available at www.wilmotfarmersmarket.com to
print, complete, and mail to the Market’s PO Box.

All vendors must complete an "Application for Membership" and pay the required fee in full before selling. Failure to
do so will delay a vendor’s ability to participate in the Market. The Application constitutes a binding agreement
between sellers and the Market to abide by the policies and rules governing the WFM.

Application by any vendor, new or previous season, does not guarantee acceptance for the upcoming season.

3. Product Eligibility

The WFM is a “producers market” — this means all products sold must be grown, raised, or produce d BY THE
VENDOR within the state of New Hampshire  (non-profit organizations are exempt from this rule. Buying products
from another source to sell at the WFM is not permitted. On rare occasions, to attract particular types of products not
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otherwise available at the Market, the Board may allow an exception to this rule. Craft/artisan vendors may not sell
commercially finished items.

In order to assure compliance with vendor and product eligibility requirements, the management reserves the right to
conduct an inspection of any vendor’s farm or place of production at any time to verify a product’s origin or vendor’s
qualification to participate in the Market. No notification is necessary prior to this type of inspection.

Saleable items may include, but are not necessarily limited to: agricultural goods such as meats, wool, produce,
fruits, berries, plants, cut flowers, syrup, honey, herbs; prepared and specialty foods such as jams, jellies, sauces,
salsas, baked goods, “to-go” food such as hot dogs, etc.; hand-crafted items such as pottery, wood products, jewelry,
paintings, sculpture, glass crafts, etc., and any other items deemed appropriate by the Board. No live animals may be
sold or given away at the Wilmot Farmers’ Market.

Vendors are required to submit a complete list of all products they wish to sell along with their application each
season and must have approval from the Board on all products offered for sale at the WFM. Vendors wishing to add
to their items for sale at any time shall submit a request to the Managing Director. Vendor shall not sell any item prior
to approval. Non-profit organizations who participate in the WFM may not sell items already represented by any other
regular (not NPO) vendors.

EXCEPTION: Any vendor admitted as an “agricultural” vendor may sell PRODUCE at any time during the
season without pre-approval.  For example: a specialty meat vendor (“agricultural” vendor) may sell produce from
his garden even though produce was not specifically applied for. “Prepared food” and “craft vendors” shall NOT sell
produce at any time.

In no circumstances other than the exception specified above shall any vendor sell any item that has not been pre-
approved nor shall they cross over into any category other than the original one they were accepted under unless
approved in writing by the Board. (Example: painter admitted under “Crafts” category shall not sell pickles or cookies
which would be in the “Prepared Food” category)

4. Product & Vendor Selection Criteria

The Wilmot Farmers' Market Management strives to attain an attractive mix of vendors, ideally:

70% combined “agriculture” and “prepared foods”
20% “artisan/crafts”

10% local “non-profit organizations”

To maintain this mix, the Board may limit the types of products allowed for sale at any given time; therefore not all
products applied for may be approved.

Competition in some categories and products is limited or prohibited. Some products including specialty items and
crafts are often limited to one vendor a season to eliminate duplication and assure variety in the Market.

Applications from vendors willing to commit to being a "full season" vendor will be given preference over those
seeking to participate part-time in any given category or vendor opening where and when available.

Applications from previous season vendors in good standing will also be given preference over new vendor
applications.

Part-time vendors are accepted on a first-come, first-served basis for any open spaces available each week.

Applications from vendors not admitted due to space or product limitations will be kept on an “on-call” list.

5. Vendor Spaces and Placement

The WFM has a maximum 25 vendor spaces; market layout is determined by the topography of the town green
among other factors.
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Due to space/layout constraints and the Market's desire to provide selling opportunities to a variety of vendors and
offer a variety of foods and products to customers, a Vendor shall be limited to one 10’ x 10’ space per season.

Each regular FT or PT space is 10’ x 10’. Vendors are placed on the vendor map according to seniority and
placement in previous seasons among other criteria; placement is consistent throughout the season. The Market
does not guarantee returning vendors the same spot each season. Non-profit participants are placed as space
permits.

6. Vendor Fees

Vendor fees collected are used for advertising, marketing efforts, administrative costs and entertainment during
market hours.

Full Time and Part Time vendor fees must be paid in full before membership takes effect. Full season membership
requires an applicant agree to attend a minimum of 11 out of the 14 weeks of the scheduled season. FT vendors are
assigned a consistent space on market grounds. On-call vendor’s fees must be paid in full by the Thursday prior to
the date(s) of participation.

7. Hours/Dates/Day of Operation

The market operates Saturdays, July through the end of September for a total of 14 weeks, actual dates are
determined for each season by the Board of Directors. Hours of operation are 9:00 a.m. to Noon.

Every vendor is expected to be at the market on-time, set up and ready to sell by the 9 am opening bell. The Market
has a strict policy forbidding any sales before the 9 am opening bell.

Displays must remain set up until the Noon closing bell, even if you sell everything you bring. Early tear-down, even if
a vendor sells out of product, is not allowed except in case of an emergency as authorized by Management.

8. Rain or Shine Policy

The WFM is open RAIN OR SHINE . All vendors are required to attend. Failure to attend in inclement weather
(unscheduled absence) is a violation of WFM Guidelines.

9. Attendance Policy

Full time vendor attendance policy allows for up to three (3) scheduled absences during the 14 week season. If you
are unable to attend a market you must notify the Managing Director as far ahead as possible, but no later than 11
p.m. Wednesday prior to your absence. Failure to give timely notification is an unscheduled absence and is a
violation of Market Guidelines. Timely notice of absences assists management in attempts to fill the space from the
waiting list to help the market retain a “full” look.

10. Guidelines Violation Policy

The first instance of non-compliance by a vendor with any Market rules, guidelines or By-Laws shall result in a written
warning issued by the Managing Director. A second instance, whether for the same violation or any other, shall
result in termination of the vendor’'s Membership and selling privileges by the Board. Termination shall not relieve a
Vendor of un-paid dues, or other charges previously accrued, and no refund of any fees paid will be granted.

11. Displays

FT and PT Vendor spaces are 10 feet wide by 10 feet deep . Non-profit spaces vary with availability. Vendors shall
keep their products and entire display within their allotted space. No boxes or displays shall extend into
common and/or customer traffic areas nor impede customer traffic, encroach into foot traffic paths, or encroach upon,
disrupt or interfere with any other vendor’s space, display, or ability to conduct business. Stands and displays are to
be kept hazard free and reasonably attractive at all times.

Canopies are required for all FT vendors, EZ Up style recommended. No matter the weather, all canopies or covers
are required to be anchored to the ground in such a way sufficient to keep them in place during windy conditions.
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Lines, ropes, or other supports should not extend into another vendor’s or customer traffic areas. The Market is not
responsible for damages to vendor property or products due to the weather.

Vendors shall display their business name as required by the State of New Hampshire.

Vendors must display their products for sale on tables with table cloths or other suitable display fixtures, up off the
ground - exceptions may be granted by Management for items such as plants and very large items.

The Market reserves the right to require any vendor to remove or change any display that appears hazardous, un-
sanitary, or does not conform to the Market requirements for displays.

12. Weekly Sales Reporting

Vendors shall submit Tally Slips for every week they attend. Slips are distributed at the beginning of the day and
collected at the end. Compiling sales statistics is essential to the financial management and efficient operation of the
market. Individual vendor sales information is not provided to any government agency. In order to maintain
confidentiality the WFM follows these procedures:

1. Vendors shall submit completed tally slips, by product category, for each market attended and represent
sales figures accurately.

2. To ensure forms are collected from all attending vendors each week and assist in deciphering
illegible/confusing information, slips shall be distributed by management pre-printed with the vendor name
and market date.

3. Any vendor who fails to return a slip for any week they attended will be asked to supply the Managing
Director with a completed slip or verbal information as soon as possible.

4. Only Market management views the slips — details of sales for individual vendors remain confidential.

5. Raw data is put into a spreadsheet by category groupings, not Vendor name, and then slips are shredded.

13. Set-up, Loading/Unloading & Parking

Vendors may drive onto the town green between the hours of 8 a.m. and 9 a.m. for set-up
Vendor vehicles must be moved from the green prior to the 9 am opening bell

Vendors shall park in the designated vendor parking areas only

Vendors may drive onto the town green from Noon to 1 p.m. for tear-down

Vehicles shall not be brought back onto the green prior to the Noon closing bell

| 14. Additional Guidelines/Vendor Responsibilities

1) Vendors are responsible for ensuring they and their representatives are familiar with all Market rules,
regulations, guidelines and By-Laws and are expected to fully comply with all of them. Extra copies of this
handbook or copies of the By-Laws are available by request from the Managing Director.

2) Each vendor is responsible for complying with the New Hampshire Department of Agriculture regulations
pertaining to items sold at the market; vendors selling by weight are expected to use certified scales; this is
the responsibility of the vendor. (Bureau of Weights and Measures, 603-271-3700)

3) The Market will be registered with the state of New Hampshire to allow growers to accept WIC coupons;
certification in the WIC program is the responsibility of the vendor. (Bureau of WIC Services 603-271-4546)

4) Processed food such as jam, jelly, preserves or baked goods must conform to the NH Labeling Laws and
Sanitary Code. (Bureau of Consumer Protection, Division of Public Health, (603-271-4589)

5) The Market is not intended for unloading of prod uce at below market prices and produce must be
priced in line with other vendors (refer to NH Week Iy Market Bulletin as a guide)

6) Vendors shall conduct themselves in a manner that is courteous to other vendors, Market personnel and the
public. Behavior that is threatening, abusive or harassing shall constitute a violation of Market rules and
result in immediate termination of membership and removal from the grounds. Committing a criminal act at
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the Market is grounds for immediate expulsion and vendor will be permanently barred from future
participation in the Market.

7) Vendors whose products generate waste (e.g., food vendors and those providing samples) must provide a
trash receptacle at their booth for use by anyone. All vendors are responsible for their own trash removal at
the end of the day and shall clean up all litter, toothpicks, and/or product debris before leaving the grounds.

8) There is a no-smoking policy for vendors and their parties within their displays and on Market grounds.

9) All vendors are strongly encouraged to carry their own product liability insurance.

| 15. Grievances/Product Challenge Process

Vendors are urged to inform the Managing Director when they witness a violation of Market rules and guidelines.

Minor grievances regarding day-to-day operations of the Market (parking issues, early selling, etc.) should be directed
to the Managing Director in a timely manner that is not disruptive to the Market. The Managing Director shall
investigate to determine if a violation has occurred and follow-up appropriately in accordance with market guidelines
and By-Laws.

In circumstances concerning a complaint against any vendor by another vendor regarding the origination or
legitimacy of their produce, product, or goods, the following shall apply:

The complaining vendor shall submit, in a timely fashion, a completed WFM Product Challenge Form (Handbook
page 11) and submit it to the Managing Director. The identity of the complainant will remain confidential.

Complaint resolution of matters of this nature is the responsibility of the Board of Directors. The Board will notify the
vendor that one or more of their products offered for sale at the Market on its face violates a product legitimacy rule or
is being investigated for product legitimacy.

The Board will conduct an initial investigation of any complaint using their own observations, statements of other
witnesses and/or inspection of the vendor’s production place and methods to make a determination as to a product’s
legitimacy. If the Vendor refuses to allow such an inspection, the Vendor's selling privileges and Market membership
will be immediately terminated. Inspections will be conducted by at least one Board member.

If the Board determines that a product does not violate the rules, no further action will be taken.

If the Board determines that a product does violate the rules, the infraction shall be dealt with as set forth in “Section
10. Guidelines Violation Policy” and vendor must immediately cease sales of the product(s) in violation. Failure or
refusal to do so will result in the loss of selling privileges and Market membership effective immediately. The vendor
will not be eligible to re-apply for membership in the Market until the following season and then participate only if the
Vendor’s application is approved by a majority vote of the Board.

16. Right to Appeal

Any Vendor who has vending and membership rights terminated as a result of an investigation of product legitimacy
may appeal the determination.

1. The Vendor shall have seven (7) days from the date of receipt of the written determination to file a written
appeal and deliver it to the Managing Director in person or to the Market's PO Box. Vendor shall include
evidence to support the appeal along with this request.

2. The WFM Board will review the appeal within seven (7) days of the Market’s receipt of the Vendor’s appeal
request.

3. If the determination is reversed on appeal, the vendor's membership and vending privileges will be
immediately restored.

4. The Board'’s decision upon review of the appeal shall be final and binding.

In no event shall any person be entitled to recover damages from the Market for being denied vending privileges
based on a good faith enforcement of the Market'’s rules
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VENDOR RESOURCES

Tips for Selling at a Farmers’ Market

WHAT TO EXPECT

To grow your business by cultivating a loyal clientele
To get top prices when you have top quality product

To achieve success by delivering excellent customer service — if you are not a “people” person, consider
staffing your stand with another family member or hire a well-trained employee

To encounter friendly, appreciative customers - customers shop at farmers’ markets because they want to
meet the people who grow their food and they want fresh, high quality products

To invest your time — there will be preparation and travel in addition to the actual time at market.
Be ready to sell at opening bell— the majority of your sales sometimes occur within the market’s first hour

To bring everything you need — it's difficult to leave your stand for supplies.

WHAT TO BRING

Careful planning is essential to your success. Be on time and ready to sell by opening bell. Make a checklist and use
it each market day!

Examples of items to include:

Canopy (white is preferred —we recommend a good quality EZUP style) and weights or ground stakes for
anchors are required

Stall structure: tables, table coverings (required), racks, shelves, chair

Display containers for your product

Plastic and/or paper bags

Cash box and change (be ready to make change for $20 bills — often early in the day!)
Licensed/certified scale if selling items by weight

Miscellaneous display items: sign making materials such as cardboard, and paper; markers, scissors, tape,
pens, bags, price tags, pocket knife, duct tape

Check Out Items: pencils, pens, calculator, sales record/ receipt book, notepad to record notes, bags and
boxes/ flats

Trash can or receptacle for trash/garbage (required for food vendors/those providing samples)
Signs: the more unique, the better. Use pictures!
Large sign or banner hung at eye level or above with your business name and location

Individual product names and prices alongside of the items — how the item is sold (by the weight, piece,
quantity) — highlight different varieties, heirlooms, product qualities (sweet, spicy, bitter), storage tips, etc.

Extras: recipes, “how to’s”, seasonality information, new item information, information about your farm, or on
farm site activities, promotional materials, and business cards: you never know when you will meet a chef!

Personal comfort items: weather gear, gloves, hats, rainwear, proper footwear for the weather conditions
and drinking water.

Your customer service personality — a big smile is your best asset
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Maximizing Your Selling Potential

Product Display & Stand Design

Make every inch count and maximize your space.

Make it easy to buy : Step outside your booth space and pretend you are a
customer: are you comfortable looking, picking and buying the products?

Accessibility : Keep your display at an arm’s reach in depth, and between
knee- or waist-level and eye-level in height. Leave a place at the edge of the
table where customers can set their parcels down, get out their money or bag
their produce. Place farm information and flyers near the “check out”.

Containers : baskets, crates, bushels, decorative boxes... a variety of shapes,
sizes, textures, or the “clean-line” look of uniformity...what does the artist in
you prefer? A variety of sizes will help you “shrink” your display as you sell product...transfer smaller
quantities into smaller containers to maintain a “full” look.

Eye Catchers: do customers waiting to pay block your eye-catching displays from customers passing by?
Use tiers of display levels- put the most eye catching items at eye-level. Multi level displays create
abundance and helps keep different products organized. Hang products, such as garlic braids or herbs,
using S-hooks.

Signage : at the very minimum, label products with their names, price and how sold (by the weight, piece,
quantity). Highlight differences in varieties. Make sure your sign with your farm name and location is easy to
read and visible.

Cleanliness and neatness : Customers are very attentive to food safety- anything involving the food they
eat needs to project cleanliness. This includes you and your staffl Keep your extra product, empty boxes
organized and out of the way; stack and nest empties. Carelessly thrown boxes create a safety hazard.

Engage potential buyers : Nothing says “stay away” to a potential customer faster than a vendor with their
head down in a book, those who don’t acknowledge a visitor who's “just looking” or a vendor who engages
in a conversation with someone behind the table in their stand while ignoring a customer.

Sell Smart and Increase Profits

Build farm and business loyalty = — Create an identity for yourself. Make your farm/business name and
location clear to customers. Provide a description of your farm/business including location, acres, history,
crops, growing/production methods. Try displaying this information on a poster and include pictures of your
farm. Or have a flyer to distribute to customers. Take advantage of the opportunity to educate shoppers
about how things are grown.

Present consistent information  — make sure everyone who might staff your stand is knowledgeable about
your product and your farm, business, or craft.. Continuity of personnel at your stand builds relationships
with repeat customers.

Provide samples : let your customers taste the difference! Sampling can increase sales up to 30%. Make
sure you follow the minimum guidelines for food safety.

Supply recipes and usage info — find recipes that are simple and contain a few ingredients that can be
found at your stand or other parts of the farmers market.

Start an email list : let your loyal customers sign up for a mailing list so you can inform them about special
opportunities, other markets and locations where they can find you or your product.

Use your personality and expertise  as a merchandizing tool to build and strengthen your customer base.
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Wilmot Farmers’ Market
PRODUCT CHALLENGE FORM

In circumstances concerning a complaint against any vendor by another vendor regarding the origination/legitimacy
of their produce, product, or goods, the complaining vendor shall complete this form and submit it, in a timely fashion,
directly to the Managing Director. The identity of the complainant will not be revealed by WFM Management.

Name of the Vendor with product(s) you are challenging:

Specific product(s) about which you are concerned:

Market date at which the product was sold:

State the specifics of the complaint. Provide any evidence that supports your challenge:

Your Name:

Business Name:

Address:

Phone:

Signature:

Date Signed:
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When it rains...
It (usually)pours!

The Wilmot Farmers’ Market has an “open rain or shine” policy heavily publicized in all advertising and emphasized in our Market
Guidelines. All FT vendors are required to participate no matter what the weather conditions bring and agree to do so upon signing the
Vendor Application.

You might question the wisdom of this policy — displaying and protecting your products (and hard work) under a tent in the middle of a
field in the rain isn’'t any fun. But having an “open rain or shine” policy and requiring participation is important to the market as a whole
as well as to individual vendors. Why? ...Several reasons:

1. Customers expect to find a full market and their favorite vendor “every Saturday, July through the end of
September, 9 a.m. to Noon, RAIN or SHINE” — as advertised.

2. Customers WILL come to the market in inclement weather — and those that venture out normally intend to buy.
Vendors often experience decent sales during bad weather.

3. There is no practical way to notify customers that the market would be closed and they should NEVER be left to
guess if a particular vendor ventured out that day or if the market itself is open or closed.

4, New England weather changes at the drop of a hat. A wet day can easily turn dry and vice versa. Calling off the
market could quickly become a regrettable decision.

The bottom line is the WFM is an open air market compete with the challenges that come with that venue. We have been very lucky —
there have not been many rainy market days in the past, but even one can feel like “too many” when you are a vendor caught in the
middle of it.

What do you do?
The best tactic is to be prepared with coping strategies that allow you to better “weather the weather”!

Purchase the best quality tent or canopy you can afford. The investment will pay off in the long run in durability and leak
resistance (and always use tent stakes or weights!!) “EZ-up” brand styles that come with detachable sides (available on-line
or at BJ's and Sam’s Club) are highly recommended.

Canopies are not usually leak-proof. Enforce the protection of your canopy with a clear plastic cover draped over the top
anchored with bungee cords to help keep drops of water away from your displays.

If lieu of ready-made canopy sides, inexpensive clear shower curtains on hooks work well by keeping out water while leaving
in light and allowing customers to view your display.(Thanks to Cindy of Ewe & | Farm for this tip!) If your shower curtains “flap
around”, try attaching “1 by” pieces of wood across the bottom for weight — an added bonus is they work as something to roll
the curtain around for easy storage and transport.

Dress appropriately. Water resistant ponchos can be purchased for $5 and up at discount and sporting goods stores. Keep
your feet warm and dry and dress in layers which can be added or removed as the weather dictates or should you get wet. An
extra sweater or jacket kept in a zip-top bag is invaluable.

Design an alternate display for wet weather.

Keep products that are more susceptible to damage toward the center or back of your tables and keep tables closer to the
center of your tent if possible. Don’t put as much product out as you normally would; keep stock safe in plastic totes or zip-top
bags. Leave delicate products home or keep them in your vehicle to be put out if the rain stops. If your product cannot stand
up to wet weather or you can’t — or won't — work with an alternative display, it is likely that vending at an outdoor market is not
for you.

Remember, you have made a commitment and signed a contract confirming you understand the rain or shine policy and will
abide by the requirements for participation on inclement days, so — BE PREPARED!!
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Market and Web Resources

| WFM Specific

WFM Email List :
All vendors with email access are requested to join the Wilmot Farmers’ Market Email List to receive announcements, news, and
special information via email from the Managing Director. Sign up from the link on the WFM homepage.

WFM Website :
www.wilmotfarmersmarket.com

WFM Email (goes to Managing Director)
information@wilmotfarmersmarket.com

Farmers’ Market and Agricultural Information

New Hampshire Farmers’ Market Association
www.nhfma.org

New Hampshire Department of Agriculture, Markets & Food (NHDAMF)
http://www.agriculture.nh.gov/

NH Food Product Labeling Requirements
http://www.dhhs.state.nh.us/DHHS/FOODSANITATION/LIBRARY/Fact+Sheet/food-labeling.htm

NHDAMF Division of Weights and Measures
http://www.agriculture.nh.gov/divisions/weights_measures/index.htm

Compilation of RSAs pertaining specifically to Farm ers’ Markets
http://nhfma.org/RSA-Compilation-htm.htm

Trade Name Applications
Check to see if your desired business name is available at http://www.sos.nh.gov/corporate/buslookup/
The form to register a trade name ($50) is available at http://www.sos.nh.gov/corporate/tradenameforms.html

NH Made
www.nhmade.com

PRODUCE VENDORS are encouraged to participate in the Farmers’ Market Nutrition Program that enables them to accept state
issued coupons from customers and then get reimbursed by the State. Applications are available from the Department of Ag at
603-271-3788. This form needs to be submitted BEFORE MAY each year. Questions on the program should be directed to the
Bureau of WIC Nutrition Services at 800-942-4321 or 603-271-4546.

Prepared Food Related Information

NHDHHS, Food Protection Section , (603) 271-4589,
www.dhhs.nh.gov/DHHS,FPS

Food Service License Info & Application  (including Homestead | and Il categories)
http://www.dhhs.state.nh.us/DHHS/FOODSANITATION/LIBRARY/Form/fs-license-app.htm

NH Department of Health and Human Services  (DHHS)
http://www.dhhs.state.nh.us/DHHS/DHHS_SITE/default.htm

Sanitary Production and Distribution of Food
http://gencourt.state.nh.us/rules/he-p2300.html

National Center for Home Food Preservation (recipes approved for use without further process review by Homestead
Licensees
http://www.uga.edu/nchfp/

Homestead Food License

NH Legislature (RSA 143-A:12) defines a "homestead" as a "a residential, non-commercial kitchen where home-made foods are
manufactured or processed, or both, primarily for retail sales at farmers' markets, farm stands , or residences." For more
information on the Homestead licenses, contact NHDHHS (DPHS Food Protection), (603) 271-4589
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