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Chapter 12  •   F I SHER MEN' S A ND FA R MER S M A R K E T S 

Fishermen’s and farmers markets are types of community-based alternative markets where 
fishermen and growers come together to sell their seafood directly to consumers and, when 
permitted, local chefs and caterers. Fishermen’s markets are often located at a local harbor or 
port (and thus are sometimes referred to as "dockside" markets), whereas farmers markets are 
located elsewhere in town.

These kinds of markets are temporary or fixed retail 
market events where space is obtained (sometimes for 

a small fee) for a specified day and time. Depending on 
the community and availability of product, the markets 

may take place weekly or monthly for a certain number of 

months or even throughout the year. Despite the market 

names, fishermen and growers can sell their products at 
both types of markets: fishermen’s and farmers markets. 
However, some markets may have limitations about 

vendor type and the number of vendors selling the same 

product.

These styles of alternative markets offer a few benefits:
1) Markets tend to be well established in their 

communities and may provide general advertising to 

attract customers.

2) The diversity of vendors and products also typically 

attracts a larger and more diverse group of potential 

customers compared to more individualized markets 

like off-the-boat sales.
3) The regular face-to-face interactions with consumers 

can help build a loyal customer base, with the 

likelihood of expanding via word-of-mouth.

Note, however, that fees, insurance, time commitment 

and other requirements for vendors vary among 

individual markets.

CONSIDERATIONS
As with all alternative/direct markets, there are many 

things to consider before jumping in. Here are some 
questions to ask yourself and others when considering 

selling at this type of marketplace:
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Product considerations
•    What product style will you sell (fresh, frozen, value-

added, other)?

•   Will you be able to offer a portion size that will match 
what consumers will be willing to pay for (e.g., a whole 

fish versus small portions that will be a fraction of the 
cost)?

•    Does the market operate at times when you have 
product available? 

•    If you have little or no catch one week, are you 
permitted to sell seafood caught by another 

fisherman?
•    Does the market include enough seafood consumers 

to make it profitable for you? 
•    If other vendors are marketing the same product, will 

the demand be high enough to support you and the 

others? 
•   What will you do with product that does not sell?

• How will you keep your product cold, if necessary?

•    Do you need to process your catch? If so, what 
additional facilities, supplies, equipment, personnel 

and permits are needed?

Market operations
•   What are the market’s rules and requirements?

•   What is the application process, deadline and fees? 

•   Do you need to reapply each year or will your space be 

renewed automatically?

•   Are you required to carry particular liability or other 

insurance?

•    Who may and may not sell: fishermen, family 
members, local buyers, others?

•   What times must you (or someone working with you) 

be at the market?
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•    Will you have easy access to your truck from your stall?

•   Do you have the proper equipment and supplies to 

maintain safe, high quality product while handling, 

holding and selling it? 

•   How will you address additional seafood safety issues? 

What kind of control measures, monitoring procedures 

and records are needed to document the use of safe 

handling practices?

Fishermen’s and farmers markets are started and 

overseen by various groups with different application 
requirements. Fishermen’s markets are few and far 

between, but more locations are being developed 

each year. In California, the Pacific to Plate law was 
enacted to streamline the process enabling those that 

fish and farm seafood to sell their products directly to 
consumers in a way similar to farmers markets. Guidance 

documents were then developed to clarify how to 

organize and participate in fishermen’s markets in ways 
that meet public health requirements. Visit California Sea 

Grant’s website for the guide, "How to Participate in a 

Fishermen’s Market." 

Typically, a successful fishermen’s market includes 
multiple fishermen and growers participating as vendors 
selling their different products (fished and farmed), 
because it increases the likelihood that there will always 

be some product available. Product availability is a key 

consideration for deciding whether this market type is 

right for a community and/or yourself, and for setting the 

frequency of the market.

Farmers markets may also be a place to sell your seafood 

directly to consumers. However, selling seafood at this 

type of market may require additional approvals. For 

example, in California, the farmers market organizer 

and county environmental health department must 

approve having a seafood vendor at the market. This 

special approval is necessary because this type of market 

is specific to sales by ‘certified farmer producers,’ which 
does not include fishermen. It is best to reach out directly 
to the farmers markets you want to sell at to learn more 

about the opportunities for selling seafood there.

FINDING OR STARTING A MARKET
If you are looking for an established fishermen’s or 
farmers market (i.e., a market where seafood vendors 

are already active) to sell your product, visit Sea Grant’s 

"Discover West Coast Seafood" website. If you are 

interested in finding a location to start a new fishermen’s 
market, consult with your state’s Sea Grant extension 

specialists/advisors as they may have information 

about which harbors are interested in having a market. 

The California guidance document will also help with 

understanding requirements for site identification and 
planning. For locating a farmers market where you might 

be able to sell your product, check the listings for certified 
farmers markets in your state.

Washington Find a Farmers Market 
https://wafarmersmarkets.org/washingtonfarmers 
marketdirectory/

Oregon Regular Season Markets  

https://www.oregonfarmersmarkets.org/in-person-markets

California Certified Farmers Markets by County  

https://www.cdfa.ca.gov/is/docs/CurrentMrktsCounty.pdf

If you are interested in working with farmers to establish 

a new Farmers’ Market refer to the state guidance 

documents.

Washington Starting a Farmers Market  
https://wafarmersmarkets.org/starting-a-farmers-market

Washington Department of Fish and Wildlife 
For the two guidance documents below, contact:  
commercialsales@dfw.wa.gov
• WDFW Commercial Fisheries Contacts

• WDFW How to Sell Seafood Dockside in Washington

Oregon Starting and Managing Your Market 

https://www.oregonfarmersmarkets.org/starting-a-farmers-
market

California Who We Are – California Farmers Markets 
Association  

https://www.cafarmersmkts.com/about#about-cfma 

Participating in a fishermen’s or farmers market is 
somewhat similar to selling your product off-the-boat. 
In particular, much of the same equipment is needed 

and tips for connecting and talking with potential 

customers are similar. Visit Chapter 11 on off-the-boat 
sales and onboard processing to gain additional tips and 

recommendations useful for participating in fishermen’s 
and farmers markets.

Consult with resource management, public health and 

business authorities before selling your seafood. In some 

states, requirements for selling to the public are different 
from those for selling to retailers, chefs and other food 

providers (see Appendices E–H) and the "Market Your 
Catch" website at https://marketyourcatch.msi.ucsb.edu/ 
for updates.

https://wafarmersmarkets.org/washingtonfarmers
https://www.oregonfarmersmarkets.org/in-person-markets
https://www.cdfa.ca.gov/is/docs/CurrentMrktsCounty.pdf
https://wafarmersmarkets.org/starting-a-farmers-market
mailto:commercialsales@dfw.wa.gov
https://www.oregonfarmersmarkets.org/starting-a-farmers-market
https://www.oregonfarmersmarkets.org/starting-a-farmers-market
https://www.cafarmersmkts.com/about#about-cfma
https://marketyourcatch.msi.ucsb.edu/

	Contents
	TOOLS FOR DIGITAL MARKETING
	Glossary of Seafood 
Business Terms*
	Business Plan Outline*
	California state and local regulations, permits and more for seafood alternative markets 
	Oregon State and Local Regulations, Permits and Licenses for Seafood Alternative Markets
	WASHINGTON STATE AND LOCAL REGULATIONS, permits AND MORE FOR SEAFOOD ALTERNATIVE MARKETS 
	90	
	PERMITS, LICENSES, BONDS, REPORTING AND TAXES REQUIRED FOR ALASKA SEAFOOD DIRECT MARKETERS AND SMALL-SCALE PROCESSORS*

	ONBOARD Refrigeration Considerations*
	Salmon Roe*
	 HACCP and Direct Marketing*
	 Federal IFQ Halibut, 
 Sablefish and Groundfish 
 Program
	Working with a Custom Processor
	CONSIDERATIONS FOR WORKING WITH A CUSTOM PROCESSOR
	GET IT IN WRITING
	TRADITIONAL PROCESSORS ARE POTENTIAL PARTNERS


	THE DIFFERENCE BETWEEN 
A BROKER AND A TRADER
	FINDING A BROKER
	AVOIDING PROBLEMS WITH A BROKER
	TERMS TO KNOW WHEN DEALING WITH A BROKER OR TRADER

	Working with a Broker or Trader*
	BROKERS

	Fishermen's AND FARMERS Markets 
	Considerations

	DECIDING HOW TO SHIP YOUR SEAFOOD PRODUCT: AN EXAMPLE
	EXAMPLE DECISION CHART
	LIVE SHIPPING CONSIDERATIONS
	OTHER CONSIDERATIONS

	Shipping your Seafood and logistics to keep in mind
	PREPARING TO SHIP/MAIL YOUR SEAFOOD PRODUCT
	READY TO SHIP/MAIL YOUR SEAFOOD PRODUCT
	Ground Transportation
	Additional Considerations for Air Transportation



	SEAFOOD PRODUCTS PACKAGING
	Containers 
	PACKAGING MATERIALS AND RESOURCES NEEDED FOR SHIPPING
	Loading the boxes 
	CONSIDERATIONS FOR SUSTAINABLE PACKAGING MATERIALS FOR SHIPPING


	FINANCING A COOPERATIVE
	ROUTINE OPERATIONS
	Outline of key co-op activities

	 FORMING A SEAFOOD DIRECT 
 MARKETING COOPERATIVE*
	WHY A COOPERATIVE?
	ORGANIZING A COOPERATIVE


	SELLING YOUR PRODUCT
	Which Link in the Chain?
	PICKING A GEOGRAPHIC MARKET AREA
	SALES CONSIDERATIONS 
(Preparing to Sell)
	A NOTE ON PRICING

	REACHING THE POINT OF SALE
	CUSTOMER RELATIONSHIP MANAGEMENT (CRM)
	CONSIDERATIONS FOR SELLING ONLINE (E-COMMERCE)
	CREATING A WEB PRESENCE
	MAKE OR BUY?
	YOUR WEBSITE AND OTHER MARKETING TOOLS


	MARKETING YOUR PRODUCT: FINDING CUSTOMERS AND MORE
	CRATING A MARKETING PLAN
	DEFINING YOUR PRODUCT
	PROMOTION
	SOCIAL MEDIA AS A TOOL
	ADVERTISING
	Email and SMS marketing



	Considering Quality
	How Quality Is Lost
	Extending Shelf Life and Preserving Quality
	Practices, Grades, Specifications 
	Grades
	Specifications

	Customer Assurance
	FURTHER INFORMATION ON SEAFOOD QUALITY PRACTICES, GRADES AND SPECIFICATIONS

	SAFETY AND SANITATION REQUIREMENTS
	HACCP Requirements
	Sanitation Requirements


	Accounting for Your Fish Business
	BASIC ACCOUNTING REPORTS
	COMPUTERIZED ACCOUNTING SYSTEMS
	GETTING STARTED
	ADDING OR CHANGING ACCOUNTS
	USING YOUR ACCOUNTING SYSTEM
	PAYROLL TASKS
	BACKING UP AND SECURING FILES
	DETERMINING PRODUCTION COSTS
	CLASSIFYING COSTS
	BREAK-EVEN ANALYSIS


	DISTRIBUTING SEAFOOD
	The Seafood Distribution System*
	THE AMERICAN SEAFOOD DISTRIBUTION CHAIN

	POTENTIAL CAUSES OF FAILURE
	THINGS TO KEEP IN MIND ABOUT DIRECT MARKETING

	 Business Planning Tips*
	TIPS FOR SUCCESSFUL DIRECT MARKETING BUSINESS PLANNING
	OPERATING TIPS


	What Is Direct Marketing 
AND IS IT FOR ME?
	What is DIrect marketing?
	WHAT A DIRECT MARKETER DOES
	MARKETING VS. SELLING
	STATE-SPECIFIC REGULATIONS AND PERMITS
	COMMON MARKETS FOR FISH AND SEAFOOD PRODUCTS
	PRODUCTS

	IS DIRECT MARKETING 
FOR ME?
	SWOT ANALYSIS
	STRENGTHS or WEAKNESSES: 
	OPPORTUNITIES or THREATS
	A DIRECT MARKETING STARTUP CHECKLIST


	Foreword
	SETTING UP THE BOAT FOR OFF-THE-BOAT SALES AND ONBOARD PROCESSING
	OFF-THE-BOAT SALES

	contents2

