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Seeds for Successful Marketing: Take a Market Driven Approach

Megan Bruch Leffew, Marketing Specialist

entrepreneurs, marketing is

While typically not the favorite part of agritourism or direct marketing businesses for

one of the main factors of success if done well or reasons

businesses fail if done poorly. Taking a market driven approach helps increase a business’
potential for success by focusing marketing efforts on the needs and desires of potential
customers. A market driven approach may help producers determine if there is a need or
want their enterprise can fulfill with a product or service they can offer, who potential

customers are and what they value, if a profitable market may exist and, if so, how to reach target
customers effectively with marketing strategies.
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Is there a need/want your business
can fulfill?
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*What and how much is needed or desired?

*What is valued (customer benefit, customer cost,
convenience, communication)?

*What competition exists?
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Who is the target market?
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eDemographics & Psychographics
eCustomer Values (Customer Benefit, Cost, Convenience,
Communication)
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Does a profitable market exist?
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e|s there adequate market size and potential share?

eAble to produce at a cost low enough and sell at a price
high enough to generate a profit?
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How do you reach the target market?

eDevelop, implement and evaluate marketing strategies.
(Product, Positioning, Price, Place, Promotion, People)
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Find more agritourism and direct marketing

NN NN

resources at https://tiny.utk.edu/IdeastoAction.
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