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FARM TO GROCERY TOOLKIT
OVERVIEW OF FARM-TO-GROCERY

Ren Olive, Jane Jewett, Kathryn Draeger, Karen Lanthier

Minnesota consumers want to
purchase local foods, and
diversified supply chains are
important to food system
resilience. Farmers’ markets,
Community Supported
Agriculture (CSA) programs, and
cottage food production all
involve 'direct to consumer' sales
which are a relatively easy way
for smaller farmers to access
customers (see Figure 1).

However, these direct market sales are time
consuming and may become saturated, causing
farmers to turn to other market outlets.
Diversifying marketing outlets helps farmers
remain viable, competitive, and sustainable;
which in turn benefits community food
security. In the 2019 Rural Grocery Survey, a
majority of rural grocers indicated that they
want to purchase more locally produced foods.

Farm-to-Grocery provides opportunities for
increased sales and market access. Diversified
supply chains such as farm-to-grocery, are
important for a resilient food system. This
farm-to-rural grocery toolkit is a resource for
farmers and grocers to help facilitate the sale
of farm-grown products to rural grocery stores.
Paths to sell to larger stores and urban markets
exist through food hubs and wholesale
distributors (tiers 2 and 3 in Figure 1), but
often require a larger volume to meet market
demand. Small and rural grocery store sales
may make a better match for small producers
looking to diversify their markets.

Global, Anonymous
Aggregation and Distribution
Archer Daniels Midland, Cargill, Ajinomoto

Large Volume
Wikl Aggregation and Distribution
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Strategic Partners

in Supply Chain Relationships
Organic Valley, Alsum Produce, food co-ops

Tier 1 Direct Producer to Consumer
Farmers' markets, farm stands,
Community Supported Agriculture (CSA)

Personal Production of Food
Backyard gardens, community gardens,
canning, hunting, gathering, fishing

Tier 2

Bower et al. (2010). Tiers of the Food System.
UW-Madison Center for Integrated Agricultural Systems

Figure 1: Bower et al. (2010). Tiers of the Food System.
University of Wisconsin - Madison

POTENTIAL BENEFITS FOR FARMERS

Regularly purchased volumes

o Ability to grow overall sales

o Time commitment may be less than
other sales methods

e Advertising outreach

e Access to a larger customer base

POTENTIAL CHALLENGES FOR FARMERS

Grocers often desire “perfect” produce

e Need for consistent, clear
communication; grocers may expect
immediate availability

e Price determination that works for both
farmer and grocer

o [Expectation to maintain a clear invoicing
system with grocer

e Need for 4-7+ days warning if produce
can’t be delivered

e Must meet grocer's ordering and delivery
schedules




EASING THE CHALLENGES

This toolkit provides resources to help farmers
and grocers create a clear and beneficial
business relationship, easily access information
on the legality of local foods, and provides
templates for use to help ease business
transactions.

When considering a potential farm-to-rural
grocery relationship, the following steps are
recommended (also see the Farm to Grocery
toolkit section on “Building a Strong business
Relationship”):

1. BE PREPARED-

Farmers, look around the store you are
interested in selling to. What kind of
prices do they have on conventional
items, locally grown items, and/or
organic items? Determine how this
compares to prices you can receive in
other markets such as farmers market
or through selling CSA shares. It is likely
that you will not be able to sell all types
of items at the same rate as you see on
the store shelves, but determine what
items have potential. Look for items you
could supply that have a price within
range of what you could accept for your
product. Keep in mind that items you
are seeing in-store have had the grocer's
sales margin added on to the price the
grocer paid. Grocers have some
flexibility in their margin percentage,
but grocery store sales margins are
critical to their ability to cover operating
costs and make a profit.

Grocers and Farmers, be ready to have
an open conversation about the prices
the grocer can pay and the sales margin
needed. Certain customers may pay
more for fresh, locally grown product
compared to other non-local product at
the grocery store. Other customers

might face budget constraints, or be
unwilling to pay the premium price that
is needed for farmers and grocers to be
profitable. Keep this in mind when
pricing product. Additionally, grocery
stores face a “values tension” when
determining prices, as they often realize
conflicts between providing equitable
wages to employees (or themselves),
offering food at affordable rates,
competing with dollar stores, using
funds to maintain their store, and
paying producers fair prices.

. APPROACH THEM-

Results from both 2015 and 2019
surveys of rural grocery store owners in
Minnesota found that more than half of
the grocers surveyed were interested in
connecting with local farmers.' Follow-
up conversations with individual grocers
indicated that many struggle to find the
time to get to know local farmers
because of ongoing store demands.

Hold initial conversations during the
farmer’s “off season” (winter) and while
the store has slower sales periods (often
mid-morning and early afternoon).
Phone calls in advance can help both
store and farmer plan for this initial
meeting.

. KEEP RECORDS-

If the conversation is going well and
there is a potential business
relationship, be sure to discuss and
record the types of products, timing,
delivery, communications, volume of
items, price estimates, etc. A guide to
help with this conversation is included
in the “Building Strong Business
Relationships” section on page 18.
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LOCAL FOOD INTEREST OF RURAL GROCERY STORES

INTEREST IS OUT THERE

According to a recent University
of Minnesota Extension Regional
Sustainable Development
Partnerships survey of rural
grocery stores, there is strong
interest among rural grocery
stores in carrying locally grown
foods.? The map shown is a
breakout by county of rural
grocery stores in towns less than
2,500 people who indicated they
were interested or potentially
interested when asked, “Would
you like help in finding or
connecting with local farmers
who could supply fruits and
vegetables to your store?”

don’t forget...
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If you are successful in starting a business relationship, don’t forget to do your part to support that business.

Farmers, this means shopping for off-farm goods at the local stores as frequently as you can and encouraging

friends and neighbors to shop. This also means that grocers need to support the local farm by placing regular

orders. Shopping locally helps to maintain prosperity within the community. In some cases, it’s been shown that

$68 of every $100 stays within the community when people shop at locally-owned, independent businesses,

compared to $43 of every $100 spent at chain businesses.

For more information visit:
z.umn.edu/RuralGrocery

1. “RETAIL ATTRACTION & MARKET RESEARCH | Andersonville.” Accessed October
2, 2017. http://www.andersonville.org/business-resources/retail-attraction-market-

research/.

2. Draeger, K. J., Lanthier, K.A., & Tong, C. (2015) [Minnesota Rural Grocery Survey].

Unpublished data.

Disabilities Act, this publication/material is available in alternative formats upon request. Direct requests to 612-626-9827. ® Printed on recycled and recyclable paper with at

least 10 percent postconsumer waste material.

Minnesota Institute for
Sustainable Agriculture

© 2020, Regents of the University of Minnesota. University of Minnesota Extension is an equal opportunity educator and employer. In accordance with the Americans with
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FARM TO GROCERY TOOLKIT
LEGALITY & METHOD OF FARM-TO-GROCERY

Ren Olive, Jane Jewett, Kathryn Draeger, Karen Lanthier

REGULATIONS

As farmers look to sell products to grocery
stores, the question that often arises is: “How
can I legally sell my product to a grocery store
in Minnesota?” According to results from the
2019 Rural Grocery Store Survey,
understanding the rules was seen as the
number one barrier for Minnesota rural grocery
stores when considering purchasing of local
products. Although there are variations by
product category (fresh produce, meat, eggs,
etc.), it is legal to sell local foods to grocery
stores, and there are broad concepts that apply.
Groups such as MISA and Extension continue to
work with the Minnesota Department of
Agriculture (MDA) to clarify the regulatory
environment.

BROAD CONCEPTS

“Product of the Farm” is a concept written
into the Minnesota Constitution (Article 13,
Section 7) and in Minnesota statute (28A.15
Subd. 2). These are products grown or raised
on land occupied and cultivated by a farmer or
gardener. Land that a farmer or gardener
“occupies and cultivates” includes land they
rent/lease.

“Sell/sale” has a very specific definition in
Minnesota statute (MN Statute 34A.01 Subd.
12). “Sell” and “sale” mean keeping, offering, or
exposing for sale, use, transporting,
transferring, negotiating, soliciting, or
exchanging food; having in possession with
intent to sell, use, transport, negotiate, solicit,
or exchange food; storing, manufacturing,

producing, processing, packing, and holding of
food for sale; dispensing or giving food; or
supplying or applying food in the conduct of
any food operation or carrying food in aid of
traffic in food whether done or permitted in
person or through others.

“Value-added” agriculture is attractive to
farmers who want to expand their customer
base by using ingredients they grew to create
products with increased economic value. This
activity may require inspection and a license.

The U.S. Department of Agriculture defines
value-added products as follows:

e A change in the physical state or form
of the product (such as milling wheat
into flour or making strawberries into
jam).

e The production of a product in a
manner that enhances its value, as
demonstrated through a business plan
(such as organically produced products).

e The physical segregation of an
agricultural commodity or product in a
manner that results in the enhancement
of the value of that commodity or
product (such as an identity preserved
marketing system).

The Minnesota Department of Agriculture
offers food entrepreneurs guidance on
licensing. For more information please visit:
http://www2.mda.state.mn.us/webapp/foodli
censingwizard/




. |

fresh produce

(fruits, vegetables, edible mushrooms, herbs,
and nuts)

The following points provide an overview of
key regulatory information and considerations
for grocery stores procuring local produce.

For more information:
Farmers: z.umn.edu/sellinglocalproduceMN
Grocers: zumn.edu/MDAlocalproduce

o Farmers are an approved source for
sale to grocery stores of produce grown
on their own or rented land. This is
“product of the farm.” No license is
needed for farmers to sell produce that
is whole and raw, or processed (e.g.
peeled, cut, shredded, frozen) with no
off-farm ingredients added.

e Farmers who add off-farm ingredients,
or who source some products from
other farmers, can work with an MDA
inspector to obtain proper licensing for
their sales to grocery stores. See
Aggregation of Farmers’ Produce for
more details on how to legally combine
produce with other farms

(zumn.edu/aggregationproduceMN).

e Farmers can sell fresh, raw, whole
produce. They must use sanitary
facilities and potable (drinkable) water
when trimming roots, cutting tops,
washing, husking, sorting or packaging
to ensure safety and to make produce
presentable for sale. Many farmers
voluntarily take produce safety training
and can supply an on-farm food safety
plan summary (see template.) Sanitizer
in wash water is allowed and does not
count as an off-farm ingredient.

o Farmers can process produce for sale.
A license for this activity is not required
unless farmers are 1) adding off-farm

1 . . .

https://www.fda.gov/regulatory-information/search-fda-guidance-documents/small-
entity-compliance-guide-what-you-need-know-about-current-good-manufacturing-
practice-hazard

ingredients or 2) using produce acquired
from other farms. However, farmers
must use sanitary facilities and are
subject to inspection (Minnesota Statute
31.04). Farmers who want to process
produce for sale and/or store and/or
transport processed produce for sale
must follow Current Good
Manufacturing Practices (CGMPs) and
use an appropriate, sanitary facility (on
their farm or elsewhere) that is not a
home kitchen.!

o If farmers want to add off-farm
ingredients (even salt or pepper), they
must have an MDA food
manufacturer’s license to make and sell
such products to grocery stores.

¢ Grocery stores can request additional
documentation from farmers. Some
optional documentation:

1 On-farm food safety plan
summary (see template on p. 12
in Legality & Methods Resources)

[0 Summary of Current Good
Manufacturing Practices followed
(if processing produce)

[ Clean transport of produce policy
(see template on p. 13)

[0 Worker health and hygiene policy
(see template on p. 14)

If a grocer has questions about the legality of
purchasing produce directly from farmers,

refer to the MDA/MDH/Extension publication
“Selling and Serving Locally Grown Produce in

Food Facilities” (z.umn.edu/MDAlocalproduce).

Farmers can refer to the MISA/MFMA Produce
fact sheet (z.umn.edu/sellinglocalproduceMN)
to help educate these buyers. Both of these fact
sheets can be printed and distributed to help
educate people involved in local supply chains.

UMN Extension offers farm
food safety tools specifically
for produce production:

extension.umn.edu/ safety /

growing-safe-food
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meat and poultry

The legal definitions of 'meat,’ 'poultry,’ and
'wild game' are important to understand when
raising products for sale to grocery stores. Eggs
are addressed in a separate section.

“Meat” is tissue from animals other than
poultry, fish, or wild game. In Minnesota this
includes domesticated livestock such as cattle,
sheep, swine, goat, ostrich, emu, and rhea; and
also farm-raised game species such as bison,
elk, deer, water buffalo, antelope, and rabbit.

“Poultry” means domesticated fowl, including
chickens, waterfowl, and domesticated game
birds. This excludes doves and pigeons that are
bred for the purpose of producing eggs or
meat.

“Wild Game” includes animals shot or trapped
in the wild; not farm-raised. These animals or
parts from them cannot be legally sold to
grocery stores in Minnesota.

Meat and Poultry Sales to Grocery Retail

In order to be sold in a grocery store, any
locally grown product defined as “meat” or
“poultry” must be processed in a Minnesota
Equal-to plant or a United States Department of
Agriculture (USDA) plant.

e Meat or poultry products processed in a
Minnesota Equal-to plant can be sold to
grocery stores or other businesses
within Minnesota.

e USDA processed meat and poultry
products can be sold across state lines.

Farmers who store and transport meat
and poultry will need to follow
requirements for delivery equipment
and cold storage facilities found in
Minnesota Rules 1550
(www.revisor.mn.gov/rules/1550/). The
delivery equipment and storage facilities
are subject to MDA inspection.

If off-farm ingredients are added (e.g.
salt, spice blends, etc.), the farmer will
need to have an MDA food handler
license in order to sell the product.

If a grocer has questions about the
legality of purchasing produce directly
from farmers, refer to the
MDA/MDH/Extension publication
“Approved Sources of Meat and Poultry
for Food Facilities”
(z.umn.edu/ApprovedSourceMeat-

Poultry).

Farmers who want more detail about
their requirements for legal sales can
refer to the MISA/MFMA fact sheets,
“Selling Minnesota Meat Products” and
“Selling Minnesota Poultry Products.”
(z.umn.edu/localmeat and
misadocuments.info/LFAC_local_poultry
.pdf).

Note: All of these fact sheets can be
printed and distributed to help educate
people involved in local supply chains

Usually, licensing
and inspection go
together.

FARM TO GROCERY TOOLKIT | LEGALITY & METHOD | 2020




€eggs

The details around selling locally raised eggs to a grocery store vary based on two conditions:
1) Size of your farm - whether you have greater or fewer than 3,000 hens, and

2) Source of the eggs - Whether you are selling eggs from other farms in addition to yours.

Details around selling to a grocery store are noted below, noted in the summary chart adapted
from p.6 of “Selling Shell Eggs in Minnesota” (z.umn.edu/localeggs). Eggs for sale to grocery stores
must be stored at 50 degrees Fahrenheit or lower before processing. Candle, grade, pack, and
label the eggs, and then refrigerate the eggs at 45 degrees Fahrenheit or lower after processing.

*  “Processing” a shell egg in this context means that an unbroken shell egg has been
cleaned, candled, graded, packed, and labeled.
* An “unprocessed” egg is one that hasn’t gone through the steps mentioned above.

The MDA has different requirements based upon size of operation; for more information, see:

zumn.edu/MDAeggsales.

Summary Table for Egg Sales Scenarios
Sales of eggs Sales of eggs from Sale or distribution Sale or
from own farm own farm with of eggs from other distribution of
with <3,000 >3,000 hens farms; you grade, eggs from other
hens, to food pack & label farms; they grade,
facilities (or to pack & label
individuals at
off-farm
location)
MDA License NO NO YES YES
Inspection NO YES YES YES
Register with MDA REQUESTED NO NO NO
Register with USDA- NO YES YES NO
AMS
Candle YES YES YES YES
Grade YES YES YES YES
Pack YES YES YES YES
Label YES YES YES YES
Refrigerate at 500 F YES YES YES YES
before processing
Refrigerate at 45 F YES YES YES YES
after processing
Charge sales tax NO NO NO NO
Sampling & demo YES.
See the sampling exemption, M.S. 28A.151. https./fwww.revisor.mn.gov/statutes/cite/28A.151 You
must have an adequate system
for cooking and sanitation in order to protect public health.
MDA YES YES** (**USDA YES** YES
jurisdiction AMS) (**USDA
AMS)
MDH NO NO NO NO
jurisdiction

FARM TO GROCERY TOOLKIT | LEGALITY & METHOD | 2020



grains & dry beans

Farmers can legally sell grain and dry bean
products to grocery stores.

Farmers who sell edible grain and dry bean
products to grocery stores must follow
Current Good Manufacturing Practices
(CGMPs) for the cleaning and packaging of
products. Farmers must do cleaning and
packaging in an adequate facility (either on-
farm or off-farm) that is not a home kitchen.
See CGMPs Small Entity Compliance Guide:

z.umn.edu/smEntityfdaCGMP

PROCESSING GRAINS FOR SALE

Milling - grinding or rolling - and packaging
of grains for sale can be done by farmers in
adequate facilities, either on their farm or at
a different location.

Grain milling or grinding facilities are subject
to MDA inspection, whether or not the
farmer holds a license. If a license is not
required, the inspection is based on CGMP.

LICENSING FOR GRAINS

Farmers who sell grain and dry bean
products made entirely from what they grew
on their own (owned or rented/leased) farm
do not need a license to sell these products
to a grocery store.

Farmers who add off-farm ingredients to
grain or dry bean products, or who source
some product from other farmers, will need a
food handler license from MDA.

Call 651-201-6027 for the
Minnesota Department of
Agriculture, Food and Feed
Inspection Division to connect
with your local inspector.

LABELING PROCESSED GRAINS FOR SALE

Basic labeling requirements should be
followed when selling processed grains as
packaged food. This includes:

v/ Name of the product

v" Net weight in grams and ounces
v List of ingredients
v

Manufacturer’s contact information
(name, address with city, state and zip
code, at a minimum)
The packaging of edible grains or dry beans
does not need to list harvest date or location
of harvest as they are often commingled and
stored over a period of time.

NOTE: Nutrition facts labeling is not likely to
be required of most farmers selling their own
products, because of exemptions that apply
to small-scale operations.

Current small business nutrition labeling
exemptions:

* A seller who has fewer than 100 full
time equivalent employees and who
sells fewer than 100,000 units of
product in the United States in a 12-
month period can file with the FDA
for an exemption.

e If the seller is not an importer, and
has fewer than 10 full-time equivalent
employees, that person does not have
to file a notice for their packaged food
if they have annual sales of fewer than
10,000 total units.

A full explanation of small business
exemptions to labeling packaged foods can

be found at: z.umn.edu/FDAlabeling.

There are no specific supporting fact sheets
from the MDA about regulations for local
grain or dry bean sales in Minnesota. Refer to
z.umn.edu/MDAlocalproduce for general
information that applies to grains and dry
beans.
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Sales of pasteurized dairy products to
grocery stores in Minnesota are legal and

require working closely with a Minnesota
Department of Agriculture (MDA) inspector.

 Raw milk cannot be sold in a public
setting in Minnesota. (see

https://www.mda.state.mn.us/food-
feed/what-is-raw-milk for more

information).

* MDA dairy regulations can be found at
https://www.mda.state.mn.us/food-

feed/dairy-regulations-links

SELLING DAIRY TO GROCERY STORES

All firms and/or farms making dairy
products for sale to grocery stores are
required to be permitted and inspected by
the MDA. Note:

e Milk and dairy products are susceptible to
contamination by harmful bacteria which
can cause health issues.

* Routine inspection and approval of
facilities, equipment, and manufacturing
processes helps ensure food safety.

The MDA inspects facilities and tests milk
pasteurizing equipment every three months
at facilities making Grade A products like
bottled milk, yogurt, and sour cream.

Manufacturing grade facilities that
manufacture products such as cheese, ice
cream, and butter undergo a facility
inspection and testing of milk pasteurizing
equipment by the MDA every six months.

All product labels must be sent to the MDA
for a label review and approval prior to
product sales.

bakery

SELLING BAKERY TO GROCERY STORES

Farmers or others with licensed bakery
operations can sell their products to grocery
stores. Bakers can be licensed to operate in a
facility that they own or rent. Licensed
bakers can operate out of shared-use
kitchens that rent to multiple tenants.

Some bakery products made under a license
are similar in appearance to products that
Cottage Food Producers can make in their
home kitchens under the Cottage Food
Exemption from licensing. Cottage Food
products cannot be sold to grocery stores.

BAKERY LICENSING

e Grocery stores that are asked about
buying local bakery products must verify
that these are produced under a license
and not a Cottage Food Producer
registration.

e If produced under a license, the product
is legal for the grocery store to buy and
re-sell.

Licenses can be verified on
the MDA'’s License Lookup:
https://www.mda.state.mn.us
licensing/license-lookup

Minnesota Institute for
Sustainable Agriculture

For more information visit:
z.umn.edu/RuralGrocery

Sketch-style food pictures courtesy of creative commons

© 2020, Regents of the University of Minnesota. University of Minnesota Extension is an equal opportunity educator and employer. In accordance with the Americans with
Disabilities Act, this publication/material is available in alternative formats upon request. Direct requests to 612-626-9827. @ printed on recycled and recyclable paper with at 10
least 10 percent postconsumer waste material.
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LEGALITY & METHOD RESOURCES
RESOURCES FOR INFORMATION/HELP

MINNESOTA DEPARTMENT OF AGRICULTURE; FOOD & FEED INSPECTION DIVISION
Call 651-201-6027 to request an inspection, obtain contact information for the inspector who
serves your area, or begin a conversation about on-farm processing.

MINNESOTA DEPARTMENT OF AGRICULTURE
www.mda.state.mn.us
Fact sheets and other documents are searchable using titles.

MINNESOTA FARMERS MARKET ASSOCIATION

www.mfma.org
Contact MEMA for help with any questions relating to sale of produce at farmers markets.

MINNESOTA INSTITUTE FOR SUSTAINABLE AGRICULTURE (MISA)

http://www.misa.umn.edu

Contact MISA for help with finding information and resources relating to local or regional produce
production, processing, marketing and sales.

UMN EXTENSION FARM FOOD SAFETY PROGRAM

extension.umn.edu/safety/growing-safe-food

Good Agricultural Practices (GAPs) Education Program works with Minnesota’s produce farmers to
help them develop and implement on-farm food safety plans and prepare for GAPs audits.

UMN EXTENSION REGIONAL SUSTAINABLE DEVELOPMENT PARTNERSHIPS

rsdp.umn.edu
Contact RSDP for help with selling local foods and resources related to working with rural grocery

stores.

NOTE: The following three forms can be used to document farm food safety practices, clean
transportation practices, and personal hygiene and illness policy. Farmers can print, sign, and
save these documents as part of their farm records, and can share them with grocers if requested.
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One page Summary of Written On-Farm Food Safety
Plan for Fruit & Vegetable Production*

Briefly describe how you (the farmer) address the following food safety practices on your farm:

1. Handwashing station(s) in the field and/or packing area:

2. Clean and stocked restroom facilities available to workers:

3. Hygiene, illness, injury and safety training for workers:

4. Regular cleaning/sanitizing for equipment, tools, storage, and transport containers:

5. Manure and/or compost management plan:

6. Measures to keep wild and domestic animals out of fields and packing areas:

7. Annual well water testing for generic E. coli and nitrites/nitrates:

*This worksheet used with permission from MISA publication “Food from Farms” toolkit, Appendix A (page 20A).
https://www.misa.umn.edu/publications/directpurchasingtoolkit 12
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Clean Transport of Produce Policy

Fruits and vegetables are unique foods in that they are often consumed raw or with minimal
preparation. Therefore, preventing contamination of fresh fruits and vegetables with microbial
pathogens, dangerous levels of chemical residues, or physical contaminants is the most effective
strategy to assure that these foods are wholesome and safe for human consumption.

Delivering produce means that you will be responsible for ensuring that produce is transported
in an acceptably clean manner. The transport vehicle will be subject to inspection by the
Minnesota Department of Agriculture.

Specific standards for clean transport are in Minnesota Rules 1550.0930 — 1550.1020:
https://www.revisor.leg.state.mn.us/rules/?id=1550.0930

Generally, delivery equipment must be clean, sanitary and in good repair; and designed to prohibit
contamination of the produce by dust, etc. during transport. The transport vehicle must not contain
evidence of chemicals, odors, or obvious debris. Animals are not permitted in food transport vehicles.

Examples of acceptable “Delivery equipment:”

» The smooth, cleanable, non-porous interior of a transport vehicle. This would allow transport
of produce in open boxes or crates within that vehicle.

* A clean container with smooth, cleanable, non-porous interior that is sufficiently sealed to
prevent contamination of the produce. This would allow use of a transport vehicle that does not
meet standards for transport of open crates or boxes of produce.

Driver Date

Representative Date

*This worksheet used and adapted with permission from the Minnesota Farmers’ Market Aggregation Project
(https://farmersmarketaggregation.wordpress.com/about/)

13
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Personnel Hygiene and lliness Policy

Fruits and vegetables are unique foods in that they are often consumed raw or with minimal
preparation. Preventing contamination of fresh fruits and vegetables from microbial pathogens,
dangerous levels of chemical residues, or physical contaminants, is an effective strategy to assure that
these foods are wholesome and safe for human consumption.

Workers at the farm must practice good personal hygiene and must not work when ill.

By signing this agreement you agree to:

o Follow FDA recommended handwashing protocol
e Wash hands with soap under running water for minimum of 20 seconds

e Wash hands after using restroom
e Wash hands after eating, smoking, or touching hair, skin or clothing
e Wash hands before handling clean produce

o Refrain from working on farmers’ market aggregation when ill with vomiting or diarrhea.
You must be symptom-free for 24 hours before working.

(More detailed information about foodborne illness and employee health and hygiene is in this 68-page
manual from the Food & Drug Administration:
https://www.fda.gov/downloads/Food/GuidanceRegulation/RetailFoodProtection/IndustryandRegulatory

AssistanceandTrainingResources/UCM194575.pdf)

Name Date

Representative Date

*This worksheet used and adapted with permission from the Minnesota Farmers’ Market Aggregation Project
(https://farmersmarketaggregation.wordpress.com/about/)
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