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About Portland Farmers Market 

Vision 

PFM is a catalyst for the nation’s most prosperous, healthy and sustainable food system. 

 Food producers thrive and expand 

 All residents have access to farm fresh food 

 Farmer’s markets build, nourish and inspire community 

Mission 

PFM operates world class farmers markets that contribute to the success of local food 
growers and producers, and create vibrant community gatherings. 

We Value 

• Nourishment: food is the heart and soul of our lives. Access to fresh, nutritious food 
is a foundation for health and human dignity. 

• Sustainability: our markets and operations model social, ecological and economic 
sustainability. 

• Relationships: positive personal connections and cooperation underlie our 
contributions to the community. 

• Excellence: by combining innovation and industriousness we can achieve our best 
while making farmers markets fun, functional and beautiful. 

• Organizational Integrity: we maintain financial strength and professional fulfillment in 
a lively team environment. 

• Authenticity & Transparency: we are accountable to our shoppers by requiring our 
vendors to produce and source what they sell with integrity. 

A Brief History 

 
Portland Farmers Market was founded in 1992 by a small group of community activists 
who wanted “to bring the best of the country to the heart of the city.” The three original 
founders were Craig Mosbaek, Ted Snider, and Dr. Richard Hagan. They opened the 
Market with personal funds, countless volunteer hours, and a determination to succeed. 
Marketing that first year consisted of $30 in classified ads, posters, and flyers. The 
market was located in a parking lot at Albers Mill. There were thirteen vendors on 
opening day, Saturday, June 13, 1992. The season high was 22 vendors. Several of 
those first vendors still sell at PFM. The goals then (and as they remain today) were to 
create a venue where local farmers could connect directly with Portland consumers, 
build community in an urban setting, and provide public education on regional farming, 
gardening, and food preparation. 
 
Portland Farmers Market is a 501(c)(6) not-for-profit organization. 
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The Market Today  

 
Portland Farmers Market has undergone astounding growth since its opening in 1992. 
The Albers Mill market was moved to Portland State University and now features over 
150 vendors at the height of the season. A second market opened at Shemanski Park 
on Wednesdays in 1998, and a Thursday market was added in 2001 in Northwest 
Portland. In 2006, PFM began managing a second Thursday evening market, Eastbank 
(now Buckman). PFM added its fifth market on Sundays at King Elementary during the 
2009 season and opened Mondays at Pioneer Courthouse Square in June of 2010. In 
January 2012, the first Winter Market opened in Shemanski Park on Saturdays and in 
2015 the Winter Market moved to the Portland State University location, making that 
market a year-round source for farm fresh food.  Each market season has far exceeded 
the original founders’ dreams for vendor and shopper participation and for the breadth 
and variety of produce and products offered. Highlights include: 
 

 PFM customers spend over $7 million on local agriculture and artisan food 
products. 

 Over 700,000 shoppers support local farmers and food artisans at PFM’s seven 
weekly markets. 

 Customers spend over $145,000 with their Oregon Trail Cards (EBT/Food 
Stamps).  

 Nearly 200 different vendors sell their products at PFM’s seven markets. 

 Farm Direct Nutrition Program coupons for women, infants, and children and low 
income seniors are redeemed at the markets. 

 Local charitable organizations glean produce at the end of each market day from 
PFM vendors to feed the hungry. 
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2015 Markets at a Glance 

Saturday  ~ PSU (42 markets) 

March 7
th
 – December 19

th
 

Located in the South Park Blocks at Portland State University 
(SW Park between SW Montgomery & Hall) 
The market is open to the public from 8:30 a.m. to 2 p.m. 
Fall hours (November and December) 9 a.m. to 2 p.m. 

Saturday Winter Market ~ PSU (9 markets) 

January 3
rd

 – February 28
th
  

 Located in the South Park Blocks at Portland State University 
 (SW Park between SW Montgomery & Harrison) 

The market is open to the public from 9 a.m. to 2 p.m. 

Sunday ~ King  (30 markets) 

May 3
rd

 
 
– November 22

nd
 

Located in inner North/Northeast Portland (NE 7
th
 & Wygant between NE Alberta and 

Prescott Streets) 
The market is open to the public from 10 a.m. to 2 p.m. 

Monday ~ Pioneer Courthouse Square (PCS) (15 markets)  

June 15
th
  – September 28

th
  

 Located in “Portland’s Living room” at Pioneer Courthouse Square 
 (SW 6

th
 between Morrison and Yamhill)  

The market is open to the public from 10 a.m. to 2 p.m. 
Note: The market will be closed on 9/7/2015 in observance of Labor Day 

Wednesday ~ Shemanski Park (30 markets) 

May 6
th
 – November 25

th
  

Located in the South Park Blocks at Shemanski Park 
 (SW Park between Salmon and Main) 
 The market is open to the public from 10 a.m. to 2 p.m. 

 
Thursday ~ Buckman  (21 markets) 

May 7
th
  – September 24

th
  

Located in inner southeast Portland 
 (SE 20

th
 at Salmon between Hawthorne and Belmont) 

 The market is open to the public from 3 p.m. to 7 p.m. 

 
Thursday ~ Northwest  (17 markets) 

June 4
th
 – September 24

th
 

Located in inner northwest Portland (NW 19
th
 at Everett) 

The market is open to the public from 2 p.m. to 6 p.m. 
 

Friday ~ Kenton  (17markets) 

June 5
th
 – September 25

th
 

 Located in north Portland’s Kenton Neighborhood (N. Denver & McClellan) 
 The market is open to the public from 3 p.m. to 7 p.m. 
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Criteria for Vendor Selection and 
Governance 

The information in the following section pertains to businesses applying to become a 
PFM vendor; it also serves as a reference for approved vendors seeking reminders 
about the criteria by which PFM screens and selects potential vendors, required 
licenses, definitions of products categories, and the application process itself. You’ll also 
find this information on the PFM website, www.portlandfarmersmarket.org. 

PFM is committed to creating a diverse marketplace with the highest quality, locally 
produced products available. Although PFM will not be bound to apply a particular set of 
selection criteria in every instance and must reserve unconditional discretion to accept or 
refuse anyone as a PFM vendor, the market considers many factors when evaluating 
vendor applications. 

General acceptance 

In order of priority 

1. Agriculture 
• Priority is given to those regional farmers and producers who bring product to 

market that is 100% grown and harvested on farmland in Oregon or Washington 
that they own and/or operate. 

• Farmers have priority over Food Artisans, Bakery and Hot Food Vendors. 
• Farmers who use environmentally responsible and sustainable growing, breeding, 

raising, and harvesting methods will also have priority. 

2. Conduct, Compliance & Customer Service 
• History of compliance with Market rules and federal, state, and local regulations. 
• Positive vendor conduct toward customers, fellow vendors, market staff, and 

volunteers. 
• Courteous, strong customer service, and knowledgeable staff. 
• Timely submission of application, licenses, gross sales forms and other market 

correspondence. 
• Billing and payment history according to fees and payment procedures (pages 38-

40). 
• Vendors are to abide by PFM’s policy prohibiting workplace violence (page 12). 

3. Product Quality 
• Consistently high product quality: fresh, flavorful, and ripe. 
• Products grown or processed using genetically modified seeds may not be sold at 

the market. 
• Clean and attractive displays. 
• Owner operators are expected to appear at Market periodically over the course of 

their season to foster a connection between the vendor and customers. 

4. Food Safety 
• Adheres to the highest standards in safe food production and handling. 
• Vendors are encouraged to submit a “Food Safety Plan” to Management and 

display any certifications to customers. 

5. Product Balancing 
• Duplicate products may be denied entry. 

http://www.portlandfarmersmarket.org/
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• Products that are unique or unusual. 
• Products not already represented in the market. 
• Product not readily available through national distribution channels. 

6. Seniority 
• Number of years vendor has sold at PFM. 
• Number of PFM markets at which vendor sells. 
• Attendance record. 
• History of compliance with market rules. 

Products welcome at PFM 

All products must be grown, raised, produced, caught, or gathered by the vendor in 
Oregon or Washington, and must be pre-approved before being sold at the market. The 
categories and definitions of products to be sold at the market are listed on pages 57-58 
in the “Definitions” section of the Appendices. 

Products not accepted at PFM 

Portland Farmers Market is strictly a food and farms marketplace. We are interested in 
showcasing locally grown and artisan quality, locally/directly sourced and produced 
foods and will not accept the following items at our markets: 

• Crafts. 
• Carnival-like foods. 

o Cotton Candy. 
o Kettle Corn. 
o Candied nuts. 
o Candy such as toffee, brittle, taffy, etc. 
o Overly processed and/or fried foods. 

• Nationally distributed packaged foods. 
• Energy drinks. 
• Coffee, with the exception of as a Hot Food Vendor.  
• Pet foods. 
• Produce not grown and processed by the farmer (i.e., brokered items intended for 

resale). 
• Non-food items not grown and processed by the producer such as: soaps, flowers, 

herb tinctures, beeswax candles. 

Additional criteria for processed foods: Food Artisans, Value-Added Farm 
Foods and Hot Food Vendors 

In addition to the factors and criteria for general vendor acceptance, food artisans and 
hot food vendors must be submitted for product jury. This includes growers with value-
added products. For new vendors true start ups (with little to no sales channels) priority 
will be given. Products are evaluated on the following factors: 

1. Ingredient Sourcing  
o Grown by processor. 
o Sourced from PFM market vendors. 
o Vendors are to source at least 25% of their raw ingredients from local sources. 

Products available locally are expected to be sourced locally (Oregon and 
Washington) and directly from producers. 
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2. Production and Distribution 
o Value-added products must be made by the vendor. 
o Farmers may use a co-packer for products containing their raw ingredients. 
o Product that is distributed nationally will be denied entry. 

3. Market Needs 
o Product complements PFM’s mission—i.e. demonstrates our direct producer to 

consumer values and reflects seasonal availability of products. 
o Market products balance and space availability. 

4. Artisan Quality 
o Unique and handmade of the highest quality. 

5. Labeling/Packaging 
o Legal requirements (weight, ingredients, etc.). 
o Low environmental impact. 
o Aesthetics (does not resemble commercial-style packaging). 
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Definitions: 
Vendor Business Categories & 

Product Categories 

Vendor categories 

A vendor is an owner/operator of a business entity approved to sell at the market by 
Market Management. A vendor may not operate under a franchise agreement. A vendor 
may not share stall spaces with other entities.  

Different categories of vendors at the market are Farmer and Non-Farmer: 

• Farmer – Those actively involved and invested in the planting, growing, and 
harvesting of agricultural product on owned, rented, leased, or share-cropped land. 
This includes ranchers, dairymen, fishermen, etc. If a Farmer farms on land(s) 
he/she rents or leases, he/she must provide PFM with a copy of the signed lease 
agreement(s). Farmer category also includes vendors who sell value-added 
products made from their own farms’ products. 

• Non-Farmer – Those who are actively involved and invested in the processing of 
product sold at the market. Non-Farmer vendors may sell processed foods, value-
added foods, baked goods, hot foods, etc. Non-Farmer vendors must provide PFM 
with all applicable copies of licenses as appropriate to their product. Vendors are 
responsible for knowing and acquiring all necessary licenses. Non-Farmer vendor 
categories are outlined below: 

o Food Artisan: Those who sell processed or value-added foods such as pickles, 
condiments, jams and charcuterie. These vendors do not 
grow/raise/catch/gather the majority of ingredients in their product. 

o Bakery: Those who bake breads, pastries, and desserts, or make chocolates 
for sale at the Market.  

o Hot Food Vendor: Those who sell food that is freshly made and available for 
immediate consumption on-site. Hot Food Vendors must have a Multnomah 
County Temporary Restaurant Permit. 

• Product Representative – Those who do not meet the above categories. Product 
Representative is defined as either: 

o An individual who does not grow, raise, process, or gather the product they sell 
o An individual who produces and sells items comprised mainly of non-local 

ingredients. 

This type of vendor sells particular types of products not otherwise available at the 
market and is only admitted to sell on occasion. These vendors are subject to strict 
guidelines and selling dates. Product Representatives’ booths may be separate from the 
general traffic flow and limited to one area of the market. Items that directly compete with 
regular market vendors’ products are not allowed. Product representatives’ products 
must meet strict criteria and align with the mission of PFM. All products are strictly at 
Market Management’s discretion.  
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Product Categories 

• Farm products are grown or raised by the farmer upon land that s/he controls 
through ownership, lease, rental, or other legal agreement. These products are 
fresh fruits and vegetables, nuts, honey, eggs, herbs, meat, and dairy products. 

• Processed farm products are farm products made from raw ingredients, a majority 
of which are grown and produced by the Farmer. These products include all farm 
products that must in some way be processed including cheeses, dairy, meats, 
viticulture, dried fruits and vegetables, juices, jam, or other processed agricultural 
and livestock food products. Some processed farm products are not processed by 
the farmer but are processed products which the vendor made from raw ingredients 
purchased from a local farmer which have been cooked, canned, dried, baked, 
preserved, or otherwise significantly treated. PFM recognizes the distinction 
between processed farm products made by the farmer and those that are 
purchased and then processed.  

• Value-added foods are processed products that the vendor made from raw 
ingredients which have been cooked, canned, dried, baked or preserved, including 
artisan baked goods, spreads, pickles and condiments. 

• Hot food is freshly made food available for sale and immediate consumption on-
site.  

• Fish, seafood and salmon products are sea foods raised or caught by the 
producer in Oregon or Washington waters. Salmon and value-added salmon 
products made from farmed salmon are prohibited at the market. 

• Nursery products are grown or raised by the farmer upon land that s/he controls 
through ownership, lease, rental, or other legal agreement. Nursery products are 
fresh cut or potted flowers, bedding plants, seeds, perennials, annuals, trees, 
shrubs that are propagated from seed, cuttings, bulbs, plugs, or plant divisions. 
Nursery product vendors may require a nursery license from ODA. Dried flowers 
and wreaths may be sold during the “shoulder season” in April-May and October-
December and must be made by materials grown or gathered by the Vendor. 

• Wild-crafted or foraged products such as mushrooms and wild berries are 
gathered from public or private land by the vendor. Vendors wishing to sell wild 
mushrooms must: 

o List each type of mushroom by common and scientific name on their application. 
o List training and experience in mushroom collection. 
o Provide copies of the public lands collection permits or private approval. 
o Applicants may be required to pass an interview with a mycology expert or take 

a test to establish that s/he can identify species reliably, can collect responsibly 
from the resource, has the appropriate permits and will bring quality product to 
market that they themselves are collecting (not buying and reselling). 

o Signage at market must accurately identify all mushrooms and whether the 
product is wild-crafted or cultivated. 

o Prominently display mushroom safety information. 

Processed non-food agricultural products are agricultural by-products of products 
that the vendor has grown/produced that are not edible, have been altered from their raw 
state, and are handcrafted or processed at the farm by the vendor. These agricultural 
by-products may be allowed when the vendor also sells the associated agricultural food 
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product from which these by-products are derived (e.g., a honey vendor may sell a 
beeswax candle; a milk vendor may sell a milk-soap.) 
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General Requirements for all Business 
Categories 

Market Management reserves the right to deny a vendor’s application or to prohibit 
anyone from selling at the market, or to prohibit any product from being sold at the 
market. 
 
1. Application and Agreement. All prospective vendors must complete and sign a 

PFM vendor application and agreement. 
o Application fee. All vendors, returning or new, must submit an application fee 

with their applications. 
o Product Declarations. Vendors are required to submit a complete list of all 

products they wish to sell with their application. Vendors must have pre-approval 
from Market Management before selling any product. Note: If a vendor wishes to 
add to their original list, they must submit additions to the Market Manager in 
writing for approval a minimum of one week before they wish to sell the 
product(s). Processed items require a jury sample before their allowance. 

o Documentation. All vendors must provide PFM with copies of all relevant 
documents (Liability Insurance, organic certification, ODA licenses, etc.) upon 
their applications acceptance. Copies are to be available in vendor’s booth. 

2. Product Jury or Farm Visit.  
o Vendors interested in selling processed products (see definitions, page 13) are 

required to submit products for evaluation by Market Management as part of the 
application process. Vendors will be contacted once their application is reviewed 
and preliminarily accepted. Product jury date TBD. 

o All farms are subject to a farm visit by Market Management to verify their activity 
and farming practices. 

3. Orientation Meeting. All new vendors are required to attend a vendor orientation 
meeting, usually in early March, prior to each market season. 

4. Insurance Requirement. PFM is not responsible for any loss or damage incurred by 
vendors. Liability insurance, naming PFM as an additional insured, is required for all 
vendors ($1M). A copy of the certificate of insurance must be provided upon 
notification of acceptance prior to attending the market.  
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IMPORTANT NOTICE ABOUT SECOND FARM APPLICATIONS 

 As of the beginning of the 2012 season, PFM will no longer be accepting 
Second Farm applications. For 2013 and beyond all Farmer vendors are 
expected to grow and or/raise all farm products they sell. 

 

Specific Business Category Requirements 

Partnership  

Vendors who are partnerships must provide the Market with a copy of the partnership 
agreement.  

 
 

Shared Farm booth 

Each shared farm booth member is required to have his or her own liability insurance. 
Each shared farm booth member must submit a separate application and pay a separate 
application fee. Geographical proximity between farms in a shared farm booth is 
preferred and will be considered when reviewing applications. Signage at the market 
must include business names, locations, and products of each shared farm booth 
member. 
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What Kind of Licenses do I Need? 

Vendors are responsible for complying with local, state, and federal requirements 
governing the sale and production of their products, and for acquiring the necessary 
permits and licenses. The following is a list of common permits and licenses required; 
however, it is not exhaustive. For more information contact the issuing agency (see 
“Resources for more information” on page 74 of Vendor Handbood). 

Produce License Issuing Agency 

Scales (Each scale 
used) 

ODA Scales Certification ODA Measurement 
Standards Division 

Plant and Nursery 
Growers (for annual 
sales Over $250) 

OG Certification ODA Plant Division 

Organic Growers OG Certification   Varies 

Processed Foods 
(See ODA Farmers 
Market guidelines 
for details 

ODA Certified Kitchen Food  

Processor’s License 

ODA Food Safety 

ODA Food Safety 

On-premise 
prepared foods 
(see above) 

ODA Certified Kitchen 

Temporary Restaurant License 

 
Food Handlers Permit 

ODA Food Safety 

Mult. County Environmental 
Health  

Mult. County Food Handler 
Office 

Cheese/Dairy Dairy Processor’s License ODA Food Safety 

Meat Meat Seller’s License  

Processor’s License 

ODA Food Safety 

ODA Food Safety 

Seafood Food Processor’s License 

Retail Food Establishment 
License 

ODA Food Safety 

ODA Food Safety 

Oysters Shellfish Shipper License ODA Food Safety 
 

Wine Food Processor’s License  

Special Event Winery Permit or 
OLCC Multiple-Location License 

Service Permit from OLCC 

ODA Food Safety 

Oregon Liquor Control 
Commission 

Oregon Liquor Control 
Commission 

Apple Cider  Food Processor’s License  

Retail Food Establishment 
License 

Cider Warning Label: “This product 
has not been pasteurized and, 

ODA Food Safety 

ODA Food Safety 
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therefore, may contain harmful 
bacteria that can cause serious 
illness in children, the elderly, and 
persons with weakened immune 
systems.” 

Native American 
Vendors 

The treaty rights of Native American 
vendors allow them to sell product 
without licensing. The vendor’s 
tribal identification card will need to 
be submitted with the application to 
confirm Native American status. 

 

Eggs Eggs may be sold at market without 
an egg handler’s license and 
without labeling, but only by the 
farm that produces the eggs. All 
other eggs, even those produced 
by friends or relatives on 
neighboring farms, must come from 
licensed facilities and comply with 
labeling requirements 
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Oregon Department of Agriculture 

Food Safety Guidelines for Farmers Markets 
Minimum Requirements for Food Safety 

 
The information in this section is a guideline for Oregon farmers’ markets and their 
vendors outlining minimum requirements that must be met in order to ensure food 
safety. 

It is issued by the Food Safety Division of the Oregon Department of Agriculture in 
cooperation with the Office of Environmental Services & Consultation in the Department 
of Human Services. 

The Food Safety Division performs inspections for compliance with these guidelines. 
Some market vendors are licensed by county health departments or the Field Services 
Unit of the Office of Environmental Service & Consultation. 

In compliance with the Americans with Disabilities Act, this publication will be made 
available in alternative formats upon request. 

ODA website: Oregon.gov.oda 
Hearing impaired: 503-986-4762 
 

Market Operation Requirements 

Farmers’ markets should make reasonable efforts to ensure that all vendors selling 
products requiring licenses have obtained them and are maintaining those licenses. 
Each Market Manager — or other responsible person designated by the organization 
operating the market — should maintain a copy of vendor licenses or a record of the 
number of the license. Licenses are listed on the ODA website and can be accessed 
using license numbers and/ or other data routinely furnished by vendors. (See 
Resources on page 74 in Vendor Handbook.)  

Market Managers and other responsible persons are not expected to be food safety 
experts, but they can help educate vendors about topics related to food safety and 
encourage vendors to communicate with the appropriate licensing authorities. 

What activities and products are licensed?  

Many, but not all products sold at farmers’ markets require licenses from the Food 
Safety Division of ODA. Here is a list of products and their licensing requirements:  

Fresh fruits and vegetables 
No food safety-related license is required, but vendors should review handling and 
sampling procedures in this publication. Device licenses issued by the Measurement 
Standards Division are required for sales by weight. 

Processed foods  
Baked goods, dairy products, jams, jellies, preserves, salsas, vinegars, oils, salad 
dressings, frozen berries and cherries, dried herbs, and dehydrated fruits and 
vegetables are examples of common farmers’ market products that must be processed 
in a licensed facility. (See definitions on page 14 for a more complete list food 
processing activities.) Home kitchens that meet requirements may be licensed as 
domestic kitchens for some food processing activities. Jams, jellies and baked goods are 
often allowed under a domestic kitchen license, but dairy, meats and low-acid canned 
goods are not allowed in domestic kitchens. Vendors should consult their ODA food 
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safety specialist to make sure the products they plan to sell can be licensed in the facility 
they intend to use.  

Seafood  
Licenses are required for many activities involving fish and shellfish. Oysters require a 
shellfish shipper license. Most other types of seafood require either a processing license 
or a retail food establishment license, depending on whether products are processed by 
sellers or other licensed facilities. Live fish, shrimp and prawns are not part of ODA’s 
jurisdiction.  

Meat and poultry  
All vendors selling meat and poultry must have a license from ODA, and certain activities 
require USDA inspection. Processing in a USDA-licensed facility is required for beef, 
pork, lamb and certain quantities of poultry must be slaughtered under USDA inspection. 
Poultry processors of 20,000 or fewer birds per year are exempt from the USDA 
inspection requirements if they raise, slaughter and sell their own product. USDA 
inspection exemptions are complex, so producers should consult with ODA before 
starting such operations. 

Eggs  
Eggs may be sold at market without an egg handler’s license and without labeling, but 
only by the farm that produces the eggs. All other eggs — even those produced by 
friends or relatives on neighboring farms — must come from licensed facilities and 
comply with labeling requirements. 

Honey  
Licenses generally are required to extract honey, but an exception is made for 
operations with 20 or fewer hives. Honey in combs is not extracted and thus does not 
require a license. 

Restaurant foods/food service 
Foods prepared and sold at markets require a temporary restaurant license from the 
county health department in the county where the food is served. This requirement does 
not include samples and demonstrations discussed in the section below. NOTE: 
Vendors who cook any product at a farmers’ market must either make sure it qualifies as 
a sample or demonstration, or must obtain a temporary restaurant license. (In some 
counties the Field Services Unit of the State Office of Environmental Services & 
Consultation does the licensing on behalf of the county.) County health department 
jurisdiction applies even if vendors of such foods also sell products subject to licensing 
by ODA’s Food Safety Division. Temporary restaurant vendors must have one person 
licensed as a food handler in the booth during hours of operation.  

Chef/cooking demonstrations/ other sampling 
Small samples of cooked foods prepared at market may be offered free of charge to 
customers without obtaining a temporary restaurant license, for promotional and 
educational purposes. All handling and sampling guidelines must be followed. Sample 
portions must be small, since the purpose is not to circumvent laws governing food 
service. Similarly, vendors may offer samples of other market products without additional 
licensing but must follow all applicable procedures in these guidelines.  

Out-of-state food establishment licenses 
ODA recognizes licenses from other states, but vendors should check with Market 
Managers and food safety specialists before bringing out-of-state products to Oregon 
farmers’ markets. ODA requires proof of licensing for all processed foods.  
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Other ODA licenses 
Other ODA divisions with duties outside the scope of these guidelines also issue 
licenses to farmers’ market vendors. These include the Plant Division, which issues 
nursery licenses, and Measurement Standards Division, which regulates weighing 
devices.  

Product labeling 
All packaged foods must be labeled, and ingredient information must be available for 
foods sold in bulk. Unpackaged single-ingredient foods like fruits and vegetables do not 
need labels. Four pieces of information are required on labels: name of product, 
net weight, ingredients in descending order by weight, and name and address of 
the producer or distributor.  

Bulk foods do not have the same labeling requirements as packaged foods. Ingredient 
information needs to be available to customers. Vendors can post ingredients on bulk 
bins or display a sign saying the ingredients are available upon request. Ingredient 
information should be maintained in writing.  

Handle with Care 

Products at farmers’ markets generally fall into three levels of handling care. At the 
strictest level are potentially hazardous foods, which require refrigeration and other 
special handling. In the middle are products that are not potentially hazardous but still 
require more care because they cannot be washed by consumers. The least restrictive 
level applies to fresh produce and in-shell nuts. 

Potentially hazardous? 
Even though market farmers consider their products to be the most wholesome foods 
available, some foods sold at farmers’ markets are legally classified as potentially 
hazardous foods because they allow fast growth of germs that may cause food 
poisoning. This term includes common foods like eggs, meat, poultry, seafood, dairy 
products and many foods that contain those ingredients. Even foods that are not 
potentially hazardous can become potentially hazardous once water has been added 
and/or they have been cooked. Please see the definition of potentially hazardous foods, 
which includes technical details concerning pH and water activity level.  

Certain baked goods are potentially hazardous foods. Cheesecake is one example, but 
some foods may not be as obvious. Vendors should talk with their food safety specialist 
to determine whether the licensed foods they sell fall into this category.  

Potentially hazardous foods in general must be stored, displayed and offered for sale 
packaged and refrigerated at or below 41 degrees F. Frozen products must stay frozen. 
Maintaining these foods at appropriate temperatures in an outdoor environment 
generally requires use of ice chests or other containers filled with ice or dry ice 
surrounding the product — except for eggs, which must be kept dry. Care should be 
taken to prevent accumulation of water from melted ice. Other products sometimes used 
to keep food cold, such as blue ice packs, are often not effective enough because they 
do not surround food products. Vendors should carry a thermometer to monitor product 
temperatures of refrigerated foods. Live seafood is not subject to this temperature rule. 
Live shellfish, for example, may be held at 45 degrees F.  

Packaging safely 
Seafood can be sold smoked, frozen or fresh, but vendors must make sure they are 
using appropriate packaging for their products. Here are some examples of handling 
concerns:  
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• Vacuum packaging is appropriate for smoked fish, but not for fresh fish.  
• Whole crab cooked in shells in a licensed facility can be sold on ice, but vendors 

should provide a barrier to prevent customers from touching the product.  
• Food packages should be in good condition and protect contents so that food is not 

adulterated or contaminated. 

Wrap or cover 
Some products are not potentially hazardous but need extra protection because 
customers cannot wash them. Baked goods are the most common example. Vendors 
have two options: packaging these items in a licensed facility or selling from enclosed 
bulk containers. Those who choose to sell from covered bulk containers must set up and 
use a hand washing station and must follow procedures in these guidelines to avoid 
contamination. Acceptable methods to remove food from covered bulk containers 
include clean tongs or other utensils, single-use gloves, and wax paper sheets.  

Off the ground 
Fresh fruits and vegetables and nuts in their shells can be displayed in open air. The 
only caveat is that they must be stored off the ground. Vendors can accomplish this in a 
number of ways. Many vendors use plastic tubs to transport and protect their produce.  

Empty crates or boxes underneath the ones holding produce can do the job if impervious 
tubs are not available. The only exception is for pumpkins or similarly large squash, 
which are often too bulky and irregular to display off the ground.  

Vendors who sell products licensed by ODA should consult with a food safety specialist 
about proper handling procedures for each licensed product.  

Hand washing 
This section applies directly to anyone who prepares and serves samples at the market 
or who handles bulk-dispensed (unwrapped) products other than produce and nuts in 
the shell.  

Hand washing is an important task that many people do—or fail to do  — without 
thinking. To protect public health, farmers’ market vendors, like workers in other food 
establishments, must make a special effort.  

Here is what health authorities mean by hand washing: a cleaning procedure of about 20 
seconds that includes vigorous friction, for at least 10 to 15 seconds, on the surfaces of 
lathered fingers, finger tips, areas between fingers, hands and portions of arms exposed 
to direct food contact, followed by thorough rinsing under clean, running water. 

When does the requirement apply? 
Whenever vendors use the restroom, contact bodily fluids (sneezing or coughing into 
hands, nose-blowing, etc.), touch animals, have soiled hands, or return to their 
workstations after leaving for any reason. NOTE: A trip to the restroom or contact with 
bodily fluids requires two hand washings – at the toilet facilities and again at the 
workstation.  

What about hand sanitizers and moist towelettes? 
Vendors may use these products but not as a substitute for hand washing.  

How about single-use gloves? 
Gloves do not eliminate the need for hand washing, although they may be helpful in 
some circumstances to avoid barehanded contact with food. If used, they must be 
limited to a single task and discarded when damaged or soiled or when tasks are 
interrupted. Non-latex gloves are preferred because of allergy considerations and are 
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required in temporary restaurant operations. 

What about money handling – isn’t it a problem? 
Not in the way that most people would expect. Research indicates that money handling 
is not a danger in food establishments, but public opinion is another matter. This may be 
a case where it is prudent for vendors to ignore science and structure their operations to 
please customers.  

How do vendors set up a hand washing station? 
Vendors may find they already own many of the components, and the rest are available 
at minimal cost. One key piece is an enclosed container that holds an adequate amount 
of water for the duration of a market day. Water containers should have a spigot that can 
stay open to allow a constant flow of water for two-handed washing. Such containers are 
available at stores that sell camping supplies. Other required components include: water, 
soap, single-use paper towels and some sort of catch basin for the wastewater.  

Safe sampling 
Vendors who sell products licensed by ODA should consult with a food safety specialist 
before sampling at markets.  

In addition to hand washing, there are other sampling procedures that will protect 
vendors and their customers.  

Start with clean food  
Thoroughly rinse fruits and vegetables in potable water before cutting them. Vendors 
should not use substances other than potable water unless they have made certain the 
substances are approved to be used on food. Many soaps can actually make food less 
safe, and bleach solutions are not recommended for this purpose.  

Clean tools  
Use a clean cutting board and knife. Equipment and utensils must be easily cleanable 
and in good condition. Materials must be impervious and free of cracks and crevices. 
Smooth hardwood is acceptable for cutting boards. Utensils must be stored and covered 
to protect from contamination during transit to market and when not in use. Utensils can 
be stored between uses in ice or in the product with handles above the top of the food 
but not in sanitizing solution. Otherwise, clean and sanitize between uses. 

Food contact surfaces should be cleaned with soap and water followed by an approved 
sanitizer, which is allowed to air-dry before use. Single-use paper towels can be used on 
food contact surfaces. If wiping cloths are used, they must be sanitized and monitored 
as follows:  
• Cloths must be stored in a sanitizing solution of an approved sanitizer at an 

acceptable concentration.  
• Sanitizer concentration for stored cloths must be checked throughout each day 

using paper test strips.  

Sanitizers  
Household bleach may be used at a concentration of one tablespoon per gallon of 
lukewarm water, which equals 100 parts per million. (Quaternary ammonium compounds 
are mixed at 200 parts per million.) Do not assume that “more is better.” Bleach 
concentration cannot be allowed to fall below 50 parts per million. Sanitizers exposed to 
air lose concentration over time, while spray bottles hold concentration for extended 
periods.  
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Protection  
Samples must be covered to protect them from insects, dust and other contaminants 
when they are not being actively sampled by customers.  

Vendors should design their sampling setups to prevent customers from touching 
samples other than the one they take. Close supervision of customers tasting samples is 
critical, especially when children are sampling. Toothpicks are helpful but not error-free. 
Sticking one in each sample, as time permits, can help discourage reuse.  

Extra care is required in sampling potentially hazardous foods. Sampling is an exception 
to the rule that potentially hazardous foods are packaged in an ODA licensed facility and 
stay packaged until they reach consumers’ homes. Temporary restaurants, which follow 
rules on which these sampling guidelines are based, are another exception.  

Vendors who portion or otherwise prepare samples in a licensed facility rather than at 
market should keep the samples refrigerated while in transport in the same manner as 
the packaged product.  

If samples of potentially hazardous foods are portioned or cooked at market, remove 
from packaging and refrigerate only what is needed to prepare each batch of samples.  

Cook all potentially hazardous foods at approved temperatures for the required duration.  

Samples of potentially hazardous foods must be discarded after two hours out of 
refrigeration.  

Cross-contamination  
Vendors should strictly segregate the foods handled at market to ensure that there is no 
cross-contamination of foods — particularly raw meat, poultry or seafood and ready-to- 
eat foods. Those who sample meats, poultry or seafood and fruits or vegetables in the 
same stall should use separate cutting boards, knives, wiping cloths, sanitizer buckets, 
etc. Clean and sanitize all equipment associated with raw meats, etc., immediately after 
preparing these foods, to avoid inadvertent contact.  

Cross contamination also can involve two different kinds of raw meat, poultry or seafood. 
Separate equipment is not necessary to sample two kinds of meat, but vendors should 
clean and sanitize all equipment between uses.  

Additional Guidelines for Markets and Vendors  

Animals  
Vendor animals must be kept a minimum of 20 feet from any food handling, display or 
storage. Customer animals are allowed, but it is recommended that markets require that 
animals be kept on leashes.  

Toilet facilities  
Farmers’ markets must have toilet facilities conveniently located to the market. 
Appropriate hand washing facilities (hand wash stations like those used in market stalls 
or permanent facilities that meet or exceed standards for temporary washing facilities) 
must be located in or near toilet facilities.  

Wastewater  
Wastewater must be disposed of in an approved manner, which includes approved 
plumbing. Vendors should not dump wastewater in stormwater drains. Reasonably clean 
wastewater can be used to water plants. 
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Definitions  

Food processing  
Cooking, baking, heating, drying1, mixing, grinding, churning, separating, extracting2, 
cutting3, freezing or otherwise manufacturing a food or changing the physical 
characteristics of a food; and the packaging, canning or otherwise enclosing of such 
food in a container; but not the sorting, cleaning or water rinsing of vegetables.  

1 Drying includes the drying of herbs by mechanical means.  
2 Extracting includes shelling.  
3 Cutting does not include the harvesting of leaf greens for sale as produce.  

Sampling 
A food product promotion, where only a sample of a food (or foods) is offered free of 
charge to demonstrate its characteristics, is exempt from licensing. A sample cannot be 
a whole meal, an individual hot dish or a whole sandwich.  

Potentially hazardous food  
(a) “Potentially hazardous food” means a food that is natural or synthetic and that 
requires temperature control because it is in a form capable of supporting:  
 (i) The rapid and progressive growth of infectious or toxigenic microorganisms;  
 (ii) The growth and toxin production of Clostridium botulinum; or  
 (iii) In raw shell eggs, the growth of Salmonella Enteritidis. 
(b) “Potentially hazardous food” includes an animal food (a food of animal origin) that is 
raw or heat-treated; a food of plant origin that is heat-treated or consists of raw seed 
sprouts; cut melons; unpasteurized juices; and garlic-in-oil mixtures that are not modified 
in a way that results in mixtures that do not support growth as specified under 
Subparagraph (a) of this definition.  
(c) “Potentially hazardous food” does not include:  
 (i) An air-cooled hard-boiled egg with shell intact;  
 (ii) A food with an aw value of 0.85 or less;  

 (iii) A food with a pH level of 4.6 or below when measured at 24C (75F);  

(iv) A food, in an unopened hermetically sealed container, that is commercially 
processed to achieve and maintain commercial sterility under conditions of 
nonrefrigerated storage and distribution;  
(v) A food for which laboratory evidence demonstrates that the rapid and 
progressive growth of infectious or toxigenic microorganisms or the growth of S. 
Enteritidis in eggs or C. botulinum cannot occur, such as a food that has an a w 
and a pH that are above the levels specified under Subparagraphs (c) (ii) and (iii) 
of this definition and that may contain a preservative, other barrier to the growth of 
microorganisms, or a combination of barriers that inhibit the growth of 
microorganisms; or  
(vi) A food that does not support the growth of microorganisms as specified under 
Subparagraph (a) of this definition even though the food may contain an infectious 
or toxigenic microorganism or chemical or physical contaminant at a level sufficient 
to cause illness.  
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Resources for More Information 
 

Government agencies 

MULTNOMAH COUNTY HEALTH 
DEPT. 
Multnomah County Temporary 
Restaurant  
Licenses, Food Handlers Permits 
3653 SE 34th  
PDX 97202 
(503) 998-3400 
Food Handler Office: (503) 988-5257 
www.mchealthinspect.org 
 

OREGON DEPT OF AGRICULTURE 
(ODA) 

635 Capitol Street NE 
Salem, OR 97301 
www.oregon.gov/ODA 
 
ODA Food Safety Division 
(503) 986-4720 voice 
(503) 986-4729 fax 

 
ODA License Database 

Various ODA divisions 
 
ODA Measurement Standards 
Division 

(503) 986-4767 
(503) 986-4784 fax 

 

ODA Plant Division 
(503) 986-4636 voice 
(503) 986-4786 fax 

 
FARM DIRECT NUTRITION 
PROGRAM (FDNP) 
Oregon Dept of Human Services and  
Oregon Dept of Agriculture 
Women, infants & children coupon 
program (WIC) and Coupon 

Reimbursements 
http://www.dhs.state.or.us/publichealth/
wic/countyinfo.cfm 
For an FDNP application packet: 503-
872-6600 

 
FDNP - Senior Eligibility and Coupon 
Distribution 
Department of Seniors & People with 
Disabilities 
1-866-299-3562  

 
Senior Farm Stand Participation 
Oregon Department of Agriculture 
Farm Stand List: www oda.state.us 
(503) 872-6600 
 
OREGON DEPT OF HUMAN 
SERVICES (DHS) 
500 Summer St. NE 
Salem, OR 97301 
(503) 945-5944 
Dhs.info@state.or.us 
 
OREGON LIQUOR CONTROL 
COMMISSION (OLCC) 
9079 S. E. McLoughlin Blvd  
Milwaukie, OR 97222  
(503) 872-5000 or toll free: 1-800-452-
6522 
www.oregon.gov/OLCC 
 

WASHINGTON STATE DEPT OF 
AGRICULTURE (WSDA) 
1111 Washington Street SE 
PO Box 42560 
Olympia, WA  98504-2560 
(360) 902-1800  
Agr.wa.gov 

 

http://www.mchealthinspect.org/
http://www.oregon.gov/ODA
http://www.dhs.state.or.us/publichealth/wic/countyinfo.cfm
http://www.dhs.state.or.us/publichealth/wic/countyinfo.cfm
mailto:Dhs.info@state.or.us
http://www.oregon.gov/OLCC
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Certification Organizations 

 
FOOD ALLIANCE 
1829 NE Alberta, Suite 5 
Portland, OR 97211 
Ph 503.493.1066 
http://www.foodalliance.org 

 
OREGON TILTH 
470 Lancaster Dr. NE, 
Salem, Oregon, 97301  
(503) 378-0690  

organic@tilth.org; http://www.tilth.org 
 
SALMON-SAFE INC. 
805 SE 32nd Avenue 
Portland, OR 97214 
(503) 232.3750 
www.salmonsafe.org 
 
NATIONAL ORGANIC PROGRAM 
http://www.ams.usda.gov/NOP/indexIE.
htm (202) 720-3252 

 

Liability Insurance 

There are many insurance companies to choose from. The important thing is to make 
sure you have the proper insurance for your business type and that you keep it up to 
date. 

 

Additional Resources 

AGRI-BUSINESS COUNCIL OF 
OREGON 
www.aglink.org 
 
CHEFS COLLABORATIVE  
NATIONAL CHAPTER 
www.chefscollaborative.org/ 
PORTLAND CHAPTER 
www.portlandcc.org 
GUIDE TO LOCAL AND SEASONAL 
PRODUCTS 
www.farmerchefconnection.org 

 
ECOTRUST FOOD & FARMS 
503.227.6225 
www.ecotrust.org 
 
EDIBLE PORTLAND 
www.edibleportland.com 
 
FARM AID 
www.farmaid.org/site/PageServer 
 
FOOD ROUTES 
www.foodroutes.org/ 
 
FOOD INNOVATION CENTER 
503-872-6680  
http://fic.oregonstate.edu/ 

 
GROWING FOR MARKET 
www.growingformarket.com 
 
Hardy Plant Society of Oregon 
503.224.5718 
www.hardyplantsociety.org 
 
LOCAL HARVEST 
www.localharvest.org 
 
OREGON FARMERS’ MARKETS 
ASSOCIATION 
www.oregonfarmersmarkets.org 
 
OREGON CULINARY TOURISM 
ASSOCIATION 
(503) 750 7200 
www.culinarytourism.org 
 
OREGON MYCOLOGICAL SOCIETY 
http://www.wildmushrooms.org 
 

http://www.foodalliance.org/
mailto:organic@tilth.org
http://www.tilth.org/
http://www.salmonsafe.org/
http://www.ams.usda.gov/NOP/indexIE.htm
http://www.ams.usda.gov/NOP/indexIE.htm
http://www.aglink.org/
http://www.chefscollaborative.org/
http://www.portlandcc.org/
http://www.farmerchefconnection.org/
http://www.ecotrust.org/
http://www.edibleportland.com/
http://www.farmaid.org/site/PageServer
http://www.foodroutes.org/
http://fic.oregonstate.edu/
http://www.growingformarket.com/
http://www.hardyplantsociety.org/
http://www.localharvest.org/
http://www.oregonfarmersmarkets.org/
http://www.culinarytourism.org/
http://www.wildmushrooms.org/
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OREGON STATE UNIVERSITY 
EXTENSION  
SMALL FARM PROGRAM  
Nick Andrews, Small Farms Faculty, 
North Willamette Research and 
Extension Center 
503-678-1264 
Chrissy Lucas, Small Farms Program 
Assistant, 541-766-6750 
smallfarms.orst.edu 
 
PORTLAND AREA CSA COALITION 
(PACSAC) 
www.pacsac.org 
 
PORTLAND/MULTNOMAH FOOD 
POLICY COUNCIL 
City of Portland, Office of Sustainable 
Development 
(503) 823-4225 
http://www.portlandonline.com/osd/index
.cfm?c=eccja  
 

SLOW FOOD 
National:  http://www.slowfood.com 
Portland: 
http://www.slowfoodportland.com 
 
SUSTAINABLE AGRICULTURE 
RESEARCH AND EDUCATION 
(SARE) 
www.sare.org 
 
THE CAPITAL PRESS 
 www.capitalpress.com 
 
THE NEW FARM  
http://www.newfarm.org 
TRI-COUNTY FARM FRESH 
PRODUCE GUIDE 
www.tricountyfarm.org 
 
U.S. FARM SERVICE AGENCY 
www.fsa.usda.gov/or 
 

 

http://smallfarms.orst.edu/
http://smallfarms.orst.edu/
http://smallfarms.orst.edu/
http://smallfarms.orst.edu/
http://smallfarms.orst.edu/
http://smallfarms.orst.edu/
http://smallfarms.orst.edu/
http://smallfarms.orst.edu/
http://www.pacsac.org/
http://www.portlandonline.com/osd/index.cfm?c=eccja
http://www.portlandonline.com/osd/index.cfm?c=eccja
http://www.slowfood.com/
http://www.slowfoodportland.com/
http://www.sare.org/
http://www.capitalpress.com/
http://www.newfarm.org/
http://www.tricountyfarm.org/
http://www.tricountyfarm.org/
http://www.fsa.usda.gov/or
http://www.fsa.usda.gov/or
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TIPS FOR THE FIRST-TIME VENDOR 

Tips for being a successful marketer 

1. Grow your market by cultivating a loyal clientele. 

2. Get top prices when you have top quality product. 

3. Achieve success by delivering excellent customer service. Tip: 
o If you are not a “people person”, send another family member or hire a well-

trained employee. 
4. To cultivate friends and appreciative customers, remember:  

o Customers shop at farmers markets because they want to meet the people who 
grow their food, and they want fresh, high-quality products. 

5. Invest your time wisely. 
o Be prepared and allow enough time for travel. 
o Be ready to sell at opening bell. The majority of your sales may occur within the 

market’s first hour. 

6. Bring everything you need. 
o Most market stalls are a 10’ x 10’ bare piece of concrete. See the sample 

checklist below. 
 

How to have a sane and successful first day 

Careful planning for market is essential to your success. Be on time and ready to sell by 
the opening bell. The majority of your market day sales may occur within the first hour of 
the market. Make a checklist! Examples of items to include: 
 
 Canopy (white is best) and weights for each leg of the canopy. 

 Stall structure: tables, table covering, racks, and shelves. 

 Display containers for your product. 

 Bags, paper or reusable are best, plastic for meats. 

 Cash box and bank. (Be ready to make change for $20 bills!) 

 Licensed scale. 

 Hand washing station (see ODA Farmers Food Safety Guidelines for details, 
beginning on page 65). 

 Miscellaneous display items: sign making materials including chalk, paper, 
cardboard, markers, scissors, tape, pens, bags, price tags, pocket knife, duct 
tape. 

 Check out items: pencils, pens, calculator, sales record/receipt book, notepad, 
bags, boxes, flats. 

 Trashcan, broom. 

 Signs: the more personal, the better. Consider using pictures! 

 Large sign or banner hung at eye level or above with your farm’s/business’ 
name and location. 
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 Individual product names and prices alongside of the items—how the item is 
sold (by weight, piece, quantity)—highlight different varieties, heirlooms, 
product qualities (sweet, spicy, bitter), storage or usage tips, etc. 

 Signage extras: recipes, how-to’s, seasonality information, new item, product 
information. 

 Information about your farm, CSA or other on-farm activities, promotional 
materials, business cards—many chefs, restaurant and business owners shop 
our markets.  

 Personal comfort items: weather gear, gloves, hats, rainwear, drinking water, 
chair and a rubber mat on which to stand. 

 Your customer service personality—a big smile is your best asset. 
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Merchandising 101: 
Sell Smart and Increase Profits 

Build farm loyalty 

Create an identity for yourself. Make your farm name and location clear to customers. 
Provide a description of your farm including location, acres, history, crops, and growing 
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. 

Train employees 

Make sure they are knowledgeable about your product and your farm. Continuity of 
salespeople builds relationships with repeat customers. 

Provide samples 

Let your customers taste the difference! Sampling can increase sales up to 30%. Ask 
customers: “Have you every tried this variety?” Make sure you follow the minimum 
guidelines for food safety detailed in this packet. Keep a separate box with your 
sampling tools, e.g. toothpicks, serving platter, napkins. 

Supply recipes and information 

Find recipes that are simple and contain a few ingredients that can be found at your 
stand or other parts of the 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 they can find you or your product. 

Turn on the charm! 

Use your personality and expertise as a merchandising tool to build and strengthen your 
customer base. 

 

 


