What is it?
Farmers can market directly to
hotels, restaurants, final
consumers, schools, etc. Farmers
and buyers can make a contract
for regular deliveries, or buyers
can place orders as needed.
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Benefits
Gives you control of every step in
the post-harvest cool chain. You
can protect the quality of your
product from field to market.
Build a reputation. Customers will
be loyal because they trust your
business to deliver high-quality
products on time.
Allows you to predict demand and
plan supply. Knowing how much
you will sell allows you to plant
and harvest the right amount.
Reduces waste and spoilage. Don't
be left without a buyer again.
The key point: marketing directly
gives you control to manage your
business better and earn a good
reputation.
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“Are you interested in
purchasing tomatoes?”
“Can you provide me
with 10 kilos per week?”
“No problem, they will be at
your store next Monday.”
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Example
António is a leading producer in Paúl.
He grows various products but wants to
specialize in green peppers because of
the higher price he can earn in the
market. He is proud of the consistently
high-quality peppers he grows but is
often disappointed that he is not
rewarded with higher market prices.
He reads an MCA Agricultural Training
Brochure about Direct Marketing. Being
open to new ideas and ways to earn
money, he decides to try this new
method in which he markets directly to
restaurants, hotels, stores, schools, and
final consumers.

Market research
António visits several hotels and talks
with them about their source of green
peppers. He learns that they are dissatisfied with the quality, frequency, and
volume of peppers. Often they are unavailable, or the quality is too poor to
be served to guests.
He shows hotel owners a sample of his
product and they are impressed.
António guarantees them that he can

provide the same consistent quality on
a regular schedule. Hotel owners decide
to buy a fixed quantity of peppers
directly from him each week.

Planning
He now has 5 contracts (written agreements) to fulfill. He must be able to
produce 50 kg of peppers per week or
else lose his reputation and clients.
He is currently producing 30 kg per
week. To ensure he can produce an increased quantity, he:
• decides to plant more peppers on
land once used for sugar cane.
• creates a planting and harvesting
schedule to help manage supply.
• makes a contract with a truck owner
for transport each Monday.

tainty. He decides to expand his direct
marketing and begins to search for new
clients in Porto Novo and Mindelo.

The next step
Other farmers are hearing about
António's success and have interest in
adopting his methods. This would allow
them to have constant and reliable
buyers for their products. Their businesses would be more predictable,
allowing them to focus on satisfying
their clients and earn more money.

Implementation
António increases production of
peppers and begins fulfilling his orders.
Both António and his clients are satisfied with this new method of marketing. Having a constant buyer and
source of income makes his business
run more smoothly and reduces uncer-
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