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Introduction to BFBL
Our program does:
• Business to business 

networking, Farm-to-
restaurant

• Marketing• Marketing



Introduction to BFBL

• Part of a 
nation-wide 
BFBL 
network

• Coordinated 
by 
FoodRoutes 
Network in 
PA



Where did we start?
Why do a “buy local” program?

Capture value



Why?

Educate



Why?
Identify



Why?

Brand



BFBL Case Study
Why did we do a “buy local” program?



“Buy local” program venues
• Farmers Markets
• Direct Sales outlets



Where?
• Restaurants
• Grocery Stores



Where?
Schools and institutions



Where?

Choosing a venue to promote “local”
Think about you can reasonably accomplish
Where is your supply base?Where is your supply base?
Where is your consumer base?
Who are your willing partners?



Our venue

BFBL Case Study



• Be clear and brief
• Be consistent
• Use visuals

Choose a message

• Use visuals



• Our message

BFBL Case Study



Choose an outreach strategy

• Events



Outreach strategy

• Advertising



Outreach strategy

• Word of mouth
• Networking within the community



Outreach strategy

Form partnerships with key groups



Outreach Strategy
• Web-based outreach



BFBL Case Study

Our outreach strategy
Events
Earned media����Earned media����

Existing opportunities



BFBL Case Study

Results: 
• 23 partner restaurants
• 400K in new purchases• 400K in new purchases
Funding
• Buy Local Buy Wisconsin


