
of $1,000 or more were asked to list commodities or products 
produced on their farms and whether they sold any of their 
products directly to consumers. Those farmers selling directly 
to consumers were asked for detailed information, but those who 
did not were only asked their reasons for not selling directly 
to consumers. Answers given were tabulated for each commodity 
or product produced. Thus, some farmers may have produced 
primarily field crops or livestock, and also produced fruits 
or vegetables for their own use. Under such circumstances the 
answer to the question of reasons for not selling directly to 

consumers would probably pertain to the primary enterprise 
rather than fruits and vegetables; but such answers would be 
tabulated for fruits and vegetables as well as for the primary 
commodities produced. Since farmers were not asked their 
reasons for not selling each type of individual product it is 

not possible to distinguish whether the reasons given pertained 

to all types of products produced, or only to the primary 
products produced. However, it seems more rational to conclude 

that the reasons pertained to their primary commodities.  

THE 1980 SURVEY A March 1980 survey of farmers in California, Illinois, 

Missouri. northern New England, and Texas showed that 20,786 

farmers in those States (about 5 percent of all farmers in 

those States) sold almost $126 million worth of farm products 
directly to consumers in their 1979 marketing seasons (table 

33). 10/ 

The leading products sold, by dollar value, were floral and 

nursery products (including bedding plants), apples, straw

berries, peaches, sweet corn, tomatoes, melons, potatoes, live

stock and poultry products, Christmas trees and forest products 

(primarily firewood), honey and syrups, dairy products, nuts, 

and wine. The value of specific product sales varied consider

ably among States. This variation can be associated with: 

specialized producing areas for certain products such as 
citrus and nuts in California and Texas and dried fruits in 

California; and high unit values of specified products and 

possible sampling errors in data for such products. Since 

the value of products sold directly to consumers was estimated 

by expansion of sample data, the values for individual products 

may be overstated or understated. That is especially true for 

products not sold by most farmers in specific areas of a State, 

and when expansions were based on a small number of farmers in 

the State. However, category totals and the total value of all 

products sold directly by farmers within each State are con
sidered to be reliable since overestimates and underestimates 

for individual products are likely to offset one another in 

the totals.  

When asked to indicate their plans for selling directly to 

consumers over the next 5 years, 55 percent said they would 

10/ Due to the relatively small number of farmers in the 

in-dTvidual State samples; Maine, New Hampshire, and Vermont 

were treated as a single sampling unit in order to increase 
.the reliability of estimates.  
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