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“In many ways, farm-direct marketing channels are the simplest and most transparent part of the food system: 

products go straight from producers to consumers, and money travels back in the other direction. 

Often these exchanges take on a meaning that far transcends the simple financial transactions. 

On U-pick operations, consumers become farm laborers as they harvest their own food. 

In community supported agriculture (CSA), consumers and producers establish season-long contracts…



Farm stands and farmers’ markets provide consumers with a sense of the people and production processes behind their food.”



I wanted to take a moment to see how many of have memories of reaching through the foliage to pluck a ripe strawberry at a you pick farm as a child? 

Or stopping at a roadside stand to buy peaches so ripe that you had to hold a towel under your chin?

Well back in 1982, when I was a freshman I high school, 143,500 farms direct marketed and their total direct market sales were a bit over $500 million.

!0 years later, the number of farms declined 40%.

During the last 15 years, the number of farms direct marketing has grown to almost 140,000—still below the 1982 level—and in sales to $1.2 billion.



Jill Elmers Moon on the Meadow, Lawrence



Rosanna Bauman ANCO Processing, Garnett





Farmers Markets

Jeff Leahy chef, Bon Appetit Harvest Cafe, Topeka



authentic   made from scratch  socially responsible  

welcome



Bon Appétit’s dream is to be the premier on-site 
restaurant company known for its culinary expertise 
and commitment to socially responsible practices. We 
are a culture driven to create food that is alive with 
flavor and nutrition, prepared from scratch using 
authentic ingredients. 

We do this in a socially responsible manner for the 
well being of our guests, communities and the 
environment. 

dream



• Pioneer of onsite restaurants

• Committed to fresh, seasonal food

• Cook from scratch in every location

• Industry leader in socially responsible 
practices

• Flavor is at the heart of everything we do

• 400 locations in 31 states

• $600+ million in revenues

• 11,000 employees

Bon Appétit 
Management Company



clients

http://www.getty.edu/
http://www.topnews.in/files/duke.jpg
http://ad.doubleclick.net/click;h=v8/39bc/0/0/*/a;216850809;0-0;0;38488409;2321-160/600;36504395/36522303/1;;~sscs=?http:/www.shop49ers.com/home/index.jsp
http://www.coloradocollege.edu/admission/why-cc.asp
http://case.edu/


leadership



• Started in 1999 in pursuit of better 
flavor

• Small, owner-operated farms or 
artisans within 150 miles of the 
kitchen

• Each Bon Appétit account tries to 
purchase at least 20 percent of it 
ingredients from Farm to Fork 
farmers and artisans

• Also seeking out mid-scale regional 
ranches that have third-party 
humane certifications 

• More than 1,100 registered Farm to 
Fork partners companywide!

farm to fork



• Mark and Teresa Jirak and their six kids farm 12 acres 
in Atchison

• Sweet corn, melons, bell peppers, tomatoes, green 
beans, squash, cucumbers, and pumpkins. 

• Bon Appétit Farm to Fork partner since September 2011

Jirak Family Produce



• Fresh, flavorful, local food for our diners

• Money stays in the community

• Farmers stay on the land

We want to work with 
you!

• Payment: We can pay with a credit card 
or even cash

• Paperwork: Sounds intimidating, but 
actually only takes minutes

• Commitment: We can buy as little or as 
much as you are comfortable with

what farm to fork means



• Certificate of Insurance with Foodbuy 
listed as the Certificate Holder 

• $1 million in general liability and $1 
million in auto liability 

• Must read our Food Safety 
Guidelines and sign a form saying 
they follow these guidelines.

signing up for farm to fork 



JEFF LEAHY
Chef/Manager Bon Appétit
Collective Brands Inc. Payless ShoeSource
3231 SE 6TH AVE, TOPEKA, KS 66607
785-295-2433

Learn more at www.bamco.com

contact us



Farmers Markets

Becky Nickel Prairie Harvest, Newton



Farmers Markets

Becky Nickel Prairie Harvest, Newton

http://www.prairieharvestnewton.com/events.htm

http://www.prairieharvestnewton.com/events.htm


Farmers Markets

William Emery Justice Wood Fashion Cafe, Salina



Farmers Markets
What do you think the key factors are

that make your value chain work? 

What’s essential to the process of moving 
product through the chain to market?



Farmers MarketsWhat are the main obstacles to
forming value chains?

How can they be overcome?
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