
Reasons for Selling When questioned why they sold products directly to consumers 
Directly to most farmers gave more than one reason (table 31). Although 
Consumers the wording varied somewhat among individual answers, the 

reasons were grouped into four major categories: 

" Higher prices and income.  
" Access to market.  
" Social reasons.  
" Labor-related reasons.  

The higher prices and income responses, given by three-fourths 
of all farmers, included these items per se as well as such 
statements as "cutting out middleman," "capturing middleman's 
profit," and "reducing marketing cost." Replies about market 
access, given by about two-thirds of farmers, included "easily 
accessible to market" as well as "not marketable in regular 
channels," "volume too small for conventional outlets," "outlet 
for excess produce," and "only available outlet." 

Social-related reasons included: "accommodate customers," 
.. opportunity to socialize," "enjoy meeting people and talking 
with customers," and "tradition." Labor-related reasons were 
about evenly divided between opportunity to employ family 
labor gainfully, and unavailability of harvest labor. The 
latter was given most frequently by farmers utilizing the pick
your-own method of direct marketing. Fewer than 15 percent of 
those interviewed gave a number of miscellaneous reasons such 
as "to meet competition" and "customers just come to the farm." 

Reasons for Not Farmers surveyed in the nine States who did not sell directly 
Selling Directly to consumers were asked to give their reasons for not doing 
To Consumers so. The number of farmers and the distribution of reasons 

given are summarized in table 32. T ' e leading reason given 
for not selling directly (almost 75 percent of those respond
ing) involved the products produced. That is, some products 
do not lend themselves to direct marketing to consumers without 
further processing, and investments and costs associated with 
processing would be excessive for economical operation. "Too 
much trouble" was the second leading reason (by'28 percent of 
farmers) for not selling directly to consumers. Twelve percent 
of the farmers said their volume was too large to rely on 
direct sales to consumers as an outlet for their production, 
and 6 percent gave other reasons such as government regulation, 
not enough potential customers, produce under contract, and 
location of farm with respect to urban centers.  

On the basis of products produced, the reasons appear to be 
logical except for producers of vegetables, fruits, and nursery 
and greenhouse products. From 30 to 44 percent of these 
producers (of fruitsvegetables, etc.) indicated that they 
did not sell directly to consumers because of the commodity 
produced, which appears to be inconsistent since such products 
were the leading products sold by farmers selling directly to 
consumers. However, these answers may have resulted from how 
questions were asked and how data were recorded and tabulated.  
That is, farmers who had gross sales of agricultural products 
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