rom farm-to-fork to dinner-in-the-feld, no matter
what you call it, an on-farm dinner can be an
exciting way to showcase farm products and teach
the public about your farm. Dinners are complicated
events to pull off, and their proftability relative to
the amount of work that goes into them is always a

delicate balance. This chapter will introdl ver IC



Personal Liability
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Host Dinners on Your Farm



http://agritourism.rutgers.edu/training/supplemental.html

n Have a written agreement detailing each party’s
responsibilities.

N Review insurance policies regularly (at least annually)
with an attorney and insurance provider.

N Ask guests about food allergies ahead of time,
and describe clearly if and how you are able to
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Marketing

There are two layers to marketing farm dinners: marketing
the event, and then marketing your farm and all that you
have to offer during the event. Bringing people to your
farm is a powerful way to build customer relations and
cultivate customer loyalty. Before the dinner, your efforts
will naturally focus on selling tickets to the event. It's
important not to lose sight of the marketing opportunity
you are creating at the dinner.
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Preparing for Your Dinner
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Will your event be rain or shine?
Will your dinner be a buffet, family style or plated?

Will you offer farm related activities for kids,
families or adults?

Email group day before with time to arrive, what to
wear, what to expect.

Pick up donations from other farms, or purchase
other farm products.

Harvest all dinner food.
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