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First Things First

• 1906 Union Stockyards 
and Transit Company

• The Jungle

• Federal Meat 
Inspection Act of 1906

– Mandated that all meat 
intended for interstate 
commerce be inspected

• No exceptions!
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Meat Inspection

• HACCP
– Mandatory food safety 

program

• All areas have to be 
inspected 

• Every step has to be 
inspected

• You cannot open a 
package and then 
repackage 
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The Big Question You have to ASK!

• How big do you want 
this to get?

– Promote my farm

– Promote the industry

– I want to be the next 
Laura Freeman

• How hard do you want 
to work?

– This can be difficult

– This is not easy
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Things we’ve learned, problems and 
solutions

• I cannot work with this 
processor, I’m switching!

– Communication is key

– Look at the meat case

• I want to sell to a 
restaurant

– Restaurants are tricky

– Tough to supply

– Specialty events are 
possible
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Things we’ve learned, problems and 
solutions

• I want to sell to 
Kroger’s

– Supply is the issue

– Specialty shops are 
possible

• Middle meats sell, 
ground beef and roasts 
not so much

– Selling bundles

– $25, $50, $75, etc
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Things we’ve learned, problems and 
solutions

• Consumer Education

• Aging
– Dry vs Wet aging

– Dry has a earthy, nuttier, more 
blue-cheese flavor

• I cannot store that much
– Beef/pork/lamb shares

– Meat Lockers are becoming 
popular

• I paid for this, but got…
– Be up-front and 

communication is key
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What are consumers buying?

• More money to spend 
on a wider variety of 
foods that ever before

• People like knowing 
where their food came 
from

• Some people are 
buying your story

– The meat is a bonus!
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How am I different?

• Kentucky Proud

– Local is huge

• Grain-finished, Grass-
Finished, Natural, 
Organic, Free-Range, 
Family Owned, 
Kentucky Kobe Beef

• Tell your story!
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Other things to think about and 
things we will discuss

• Social media

• Facebook, Snap-chat, 
Twitter, etc

• Marketing

• Pro’s and Con’s

• Working with meat 
processors

• Managing expectations
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Excerpted from Kentucky Farmers Market Manual  
and Resource Guide, 2018-2019 

pages 80 to 84  
 
 

Meat Sales at Farmers’ Markets  
  

All meat and poultry being marketed to the public must be obtained from an approved 
source. This means that all meat products must be produced and packaged in an 
establishment under either a federal (USDA) or state (Food Safety) inspection program. 
Packaged meat products must: 1) bear the relevant mark of federal or state inspection, 
2) be protected from contamination through proper packaging, and 3) be stored frozen 
or under proper refrigeration (41F or below). Additionally, meat and poultry products 
shall carry safe handling information and a  
“use by” date. Anyone engaged in the sale, processing, transportation of meat or poultry 
MUST maintain records which include purchasing, sales receipts, etc. Records may be 
requested and viewed by USDA at any time.    

• Home-processed or custom-processed meat and poultry, including wild 
game, may not be marketed or sold at farmers’ markets.   

  
• Custom Exempt meat or poultry can never be sold in commerce.  

  
In general, the United States Department of Agriculture (USDA) has jurisdiction over red 
meat and poultry items. USDA inspection requirements, exemptions, and areas of 
jurisdiction are often complex. For this reason, producers should first consult with the 
Kentucky Food Safety Branch prior to any processing. Cuts of meat (including beef, 
pork, goat, etc.) and poultry (including turkey, chicken, duck, etc.) from species which 
are considered “amenable” by USDA must be processed in a USDA-inspected facility 
and bear the mark of USDA inspection. Although USDA has some exemptions for small 
poultry processors who raise, slaughter, and sell their own product, the Kentucky Food 
Safety Branch still requires USDA-exempt processors to comply with state 
requirements if these products are intended to be marketed to restaurants, grocery 
stores, or at farmers’ markets. A listing of USDA inspected processing plants in 
Kentucky can be found on this link:  http://www.kyagr.com/marketing/meat-
marketing.html.  

Other animal species, such as rabbit or quail, are considered non-amenable by USDA. 
This means that USDA requires a fee-for-service in order to inspect the product and 
provide the USDA mark of inspection. A vendor who wishes to process and market cuts 
from non-amenable species must ensure that:  (1) the products were processed under 
USDA inspection protocols and bear the mark of USDA inspection; or (2) the products 

http://www.kyagr.com/marketing/meat-marketing.html
http://www.kyagr.com/marketing/meat-marketing.html
http://www.kyagr.com/marketing/meat-marketing.html
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were processed in a permitted, state-inspected and approved facility. Vendors who 
market product under option number two (2) above shall carry to the farmers’ market 
invoices and a copy of the processing facility’s state permit — and be ready to provide 
this information upon request.  

The Mobile Processing Unit (MPU) operated by Kentucky State University is an 
example of a small USDA-exempt poultry processing facility that is under a state permit 
to operate. Poultry products processed in this state-inspected facility do not receive the 
mark of USDA inspection but are considered “approved-source” products. It is important 
that vendors who market poultry products processed in this unit at farmers’ markets be 
able to provide pertinent documentation (invoices, etc.) to health authorities which verify 
that the products are from an approved source. State inspected poultry can only be sold 
in Kentucky and should not be sold in other states.  

For information regarding the Mobile Processing Unit (MPU) contact Kentucky State 
University Steve Skelton by email steven.skelton@kysu.edu or 502-597-6437.          

Inspectional jurisdiction over seafood, including fish and prawn, is retained by the Food 
and Drug Administration (FDA) and the agency’s state counterpart, in this case the 
Kentucky Food Safety Branch. However, catfish (siluriformes) is under the jurisdiction of 
the USDA-FSIS and be properly packaged and labeled including the mark of inspection.  
All processed seafood marketed at farmers’ markets must come from a permitted, 
state-inspected and approved facility. Vendors shall carry to the farmers’ market 
pertinent documentation which can be used to verify that the product was obtained from 
an approved source. As addressed above, such documentation includes invoices as 
well as a copy of the processing facility’s state permit.   
Vendors selling meat, poultry, seafood and other commercially packaged processed 
foods should contact their local health department with regard to obtaining a mobile, 
prepackaged retail sales permit. The yearly permit is $50 and allows you to sell other 
commercially processed products as well as meat and poultry. The permit is expired on 
an annually basis and expires on December 31.     

Until you are ready to transport your meat and poultry products to the market, they must 
be stored in an approved manner, at safe refrigerated or frozen storage temperatures. If 
products are stored at home, they must be stored in a dedicated refrigerator or freezer, 
separate from personal use foods. Products must be stored at 0°F, if frozen, or 41°F (or 
colder) if refrigerated. The product must be transported and maintained at these 
temperatures at the market. This can be accomplished by either a freezer or an ice 
chest/cooler. All units holding frozen or refrigerated product should contain a calibrated 
thermometer in order to monitor the temperature of the product at all times.  

While a freezer is generally preferred, a heavy duty ice chest/cooler may also be used 
provided sufficient ice is available to maintain safe product temperatures. Styrofoam 
coolers are not approved. If you use an ice chest, the meat should not be stored in 
direct contact with the ice.  You will also need to have provisions for melted ice to drain 
away from the product. The meat should NEVER be sitting or floating in ice water. 
Additionally, vendors should ensure that juices from one species (i.e., chicken) do not 



drip onto and contaminate another species (beef). Storing product in dedicated species-
specific coolers or freezers is typically required in order to reduce the risk of cross-
contamination from one species to another.      

Selling at the market requires you to have a tent, large umbrella or covered trailer to 
protect your product from weather conditions.  At all times, the product should be 
protected from human and environmental 
contamination, including insects and dust. Most 
activities involving the handling of meat and poultry, 
including packaged product, can cause your hands 
to become soiled. Consequently, the health 
department will typically require that each vendor 
provide a suitable portable hand washing station. A 
simple, health department-approved set up could 
consist of an elevated 5-gallon container of potable 
water that is equipped with a turn-spout dispenser 
or drain, with a catch bucket placed below the 
container. Liquid soap and disposable towels should 
also be provided at the hand washing station.     

Risk  
All producers should consider the added risk of selling retail. The potential for loss could 
be great. Consult your insurance professional to discuss product liability insurance. You 
may also consider legally organizing the meat sales part of your farm business 
separately to protect your farm.   

Displays and marketing tips  
Meat is hard to display while maintaining correct temperature and storage requirements. 
Customers are accustomed to looking through meat packages to choose the one with 
right marbling, size, thickness, etc. that they want. Good displays of most products at a 
farmers’ market start with techniques that let the customer see and choose their 
selections. Meat in a freezer doesn’t allow for such merchandizing. Therefore, you have 
to give your customers something else to draw them to your booth and select your 
product.   

First, put a lot of effort into your signs. Describe your product to the customer. Tell them 
how thick the steaks are cut, describe the marbling, etc. Tell them why your product is 
different. If it is raised by your family on a nearby farm – tell them. Better yet, take 
photos of your farm and your family busy at work, blow those up to poster size and put 
them up on your booth. If your product is grass fed, pasture raised, organic, etc., tell 
them, but also tell them why that it is important to you and why it is important to them.   

Clearly display prices. If your chicken is $3 per pound and most chickens weigh 
between 4-5 pounds, explain this. If ground beef is packaged in 2-pound packs, make 
this clear.   



Recipes are important. Give a customer the answer to what they are cooking for dinner 
that night and they will be a steady customer. Offer “goes with” ideas as well to 
complete the meal. Feature seasonal fruits and vegetables as your “goes with” 
suggestions. Ask your fellow market members what recipes they have and use those. 
Cooperatively sell the makings for an entire meal with fellow vendors. Many folks don’t 
know how to cut up a chicken. If you are selling whole chickens you should get a 
printed guide to doing this and pass out copies. Another angle is to supply recipes for 
roasting or grilling whole chickens.   

Make sure you have the meat arranged in the ice chest or freezer to facilitate getting to 
a certain cut to limit the time you spend in the container. This will help you maintain the 
correct temperature. Vacuum packed product will get air leaks in the package if pushed 
around too often. Also, it is nice to reach in and get a couple of packages for the 
customer to choose between.  

Always carry business cards and price lists with you to the market. You will make a lot 
of contacts at the market that may result in sales from your farm. Make it easy for them 
to reach you or pass your name along to others.  

Cuts  
Some producers report that only their higher end cuts sell. Some report success from 
offering package deals on their product that include the cuts that are slow sellers.   
Price  
There are essentially two types of farmers’ markets. There are price markets and 
specialty markets. At a price market, usually in smaller towns and rural areas away from 
urban areas, meat sales at a profit will be difficult. Customers are looking for a bargain. 
This type of market typically sets their prices to beat a large retailer in their area. Except 
for a few customers, most will not spend more than what they can get the meat for at 
the local grocery store. If you can produce for this price and make a decent profit then it 
may be a good market for you. Customers at these markets may still want to buy an 
entire or half beef if they perceive this as a cost savings.   

The other markets, the specialty markets, bring higher prices. They are usually in larger 
urban areas or communities that surround urban areas where customers are seeking a 
certain quality of product. In these markets a producer will get higher prices for higher 
quality or niche products. They are usually the markets where there will be the most 
competition as well.   

Though these generalizations do not hold true in every market, it is worthwhile for a 
producer to investigate the strength of the potential marketplace as part of his or her 
decision to offer retail meat sales.       

 















Food Safety While Hiking, Camping
& Boating

USDA Meat & Poultry Hotline
1-888-MPHotline
 (1-888-674-6854)

The Food Safety and Inspection Service (FSIS) is the public health
agency in the U.S. Department of Agriculture responsible for ensuring
that the nation’ s commercial supply of meat, poultry, and egg products
is safe, wholesome, and correctly labeled and packaged.

Food Safety Information

United States Department of Agriculture
Food Safety and Inspection Service

U
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Bone-in poultry products that are injected or marinated with a solution
containing butter or other edible fat, broth, stock or water plus spices,
flavor enhancers and other approved substances must be labeled as
basted or self basted. The maximum added weight of approximately 3%
solution before processing is included in the net weight on the label. Label
must include a statement identifying the total quantity and common or
usual name of all ingredients in the solution, e.g., “Injected with
approximately 3% of a solution of ____________ (list of ingredients)."

Use of the terms “basted” or “self-basted” on boneless poultry products is
limited to 8% of the weight of the raw poultry before processing.

The term “certified” implies that the USDA's Food Safety and Inspection
Service and the Agriculture Marketing Service have officially evaluated a
meat product for class, grade, or other quality characteristics (e.g.,
“Certified Angus Beef”). When used under other circumstances, the term
must be closely associated with the name of the organization responsible
for the “certification” process, e.g., “XYZ Compan y’s Certified Beef .”

The term is not allowed to be used on a label.

Producers must demonstrate to the Agency that the poultry has been
allowed access to the outside.

“Fresh” means whole poultry and cuts have never been below 26 °F (the
temperature at which poultry freezes). This is consistent with consumer
expectations of “fresh” poultry, i.e., not hard to the touch or frozen solid.

Meat and Poultry Labeling Terms
“What does ̀ mechanically separated meat or poultry’ mean?”

“If chicken is labeled ‘fresh,’ how can it be so rock hard?”
“Does ‘natural’ mean ‘raised without hormones’?”

These are just some of the questions consumers have asked USDA’s Meat and Poultry Hotline about words
which may be descriptiv e of meat and poultry. Can they be legally used on labels and, if so what are their
definitions?

Here from USDA’s Food Safety and Inspection Service (FSIS) is a glossary of meat and poultry labeling terms. FSIS is
the agency responsible for ensuring the truthfulness and accuracy in labeling of meat and poultry products.
Knowing the meaning of labeling terms can make purchasing of meat and poultry products less confusing.

Basted or Self Basted

Certified

Chemical Free

Free Range or Free
Roaming

Fresh Poultry
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Meat and Poultry Labeling Terms

In 1997, FSIS began enforcing a final rule prohibiting the use of the term
“fresh” on the labeling of raw poultry products whose internal
temperature has ever been below 26 °F.

The temperature of individual packages of raw poultry products labeled
“fresh” can vary as much as 1 °F below 26 °F within inspected
establishments or 2 °F below 26 °F in commerce.

Fresh poultry should always bear a “keep refrigerated” statement.

Temperature of raw, frozen poultry is 0 °F or below.

Young, immature turkey usually less than 16 weeks of age of either sex.

Products prepared by federally inspected meat packing plants identified
with labels bearing references to “Halal” or “Zabiah Halal” must be
handled according to Islamic law and under Islamic authority.

The sex designation of “hen” (female) or “tom” (male) turkey is optional on
the label, and is an indication of size rather than the tenderness of a turkey.

“Kosher” may be used only on the labels of meat and poultry products
prepared under rabbinical supervision.

The definition of “meat” was amended in December 1994 to include as
“meat” product derived from advanced meat/bone separation machinery
which is comparable in appearance, texture and composition to meat
trimmings and similar meat products derived by hand. Product produced
by advanced meat recovery (AMR) machinery can be labeled using terms
associated with hand-deboned product, e.g., “beef ” or “pork” trimmings
and ground “beef ” or “pork.” The AMR machinery cannot grind, crush or
pulverize bones to remove edible meat tissue and bones must emerge
essentially intact. The meat produced in this manner can contain no more
than 150 milligrams of calcium per 100 grams product. Products that
exceed the calcium content limit must be labeled “mechanically separated
beef or pork. ”

Mechanically separated meat is a paste-like and batter-like meat product
produced by forcing bones with attached edible meat under high pressure
through a sieve or similar device to separate the bone from the edible
meat tissue. In 1982, a final rule published by FSIS on mechanically sepa-
rated meat said it was safe and established a standard of identity for the
food product. Some restrictions were made on how much can be used and
the type of products in which it can be used. These restrictions were
based on concerns for limited intake of certain components in MSM, like
calcium. Due to FSIS regulations enacted in 2004 to protect consumers
against Bovine Spongiform Encephalopathy, mechanically separated beef
is considered inedible and is prohibited for use as human food. However,
mechanically separated pork is permitted and must be labeled as 
"mechanically separated pork” in the ingredients statement.

Mechanically separated poultry is a paste-like and batter-like poultry
product produced by forcing bones with attached edible tissue through a
sieve or similar device under high pressure to separate bone from the
edible tissue. Mechanically separated poultry has been used in poultry
products since 1969. In 1995, a final rule on mechanically separated
poultry said it would be used without restrictions. However, it must be
labeled as “mechanically separated chicken or mechanically separated
turkey” (depending upon the kind of poultry used) in the ingredients
statement. The final rule became effective November 4, 1996.

Fresh Poultry,
continued

Frozen Poultry

Fryer-Roaster Turkey

Halal and Zabiah Halal

Hen or Tom Turkey

Kosher

“Meat” Derived by
Advance Meat/Bone
Separation and Meat
Recovery Systems

Mechanically Separated
Meat

Mechanically Separated
Poultry



Food Safety Questions?

 The USDA is an equal opportunity
 pro vider and employer.

Revised April 2011

FSIS encourages the reprint and distribution of this publication for food safety
purposes. However, the included image from PhotoDisc, used under license, is
protected by the copyright laws of the U.S., Canada, and elsewhere, and may
not be saved or downloaded except for printing of this publication.

Call the USDA Meat & Poultry Hotline

Send E-mail questions to MPHotline.fsis@usda.gov.

Meat and Poultry Labeling Terms

A product containing no artificial ingredient or added color and is only
minimally processed. Minimal processing means that the product was
processed in a manner that does not fundamentally alter the product.
The label must include a statement explaining the meaning of the term
natural (such as “no artificial ingredients; minimally processed”).

Hormones are not allowed in raising hogs or poultry. Therefore, the
claim “no hormones added” cannot be used on the labels of pork or
poultry unless it is followed by a statement that says “Federal regulations
prohibit the use of hormones."

The term “no hormones administered” may be approved for use on the label
of beef products if sufficient documentation is provided to the Agency by the
producer showing no hormones have been used in raising the animals.

The terms “no antibiotics added” may be used on labels for meat or
poultry products if sufficient documentation is provided by the producer to
the Agency demonstrating that the animals were raised without antibiotics.

For information about the National Organic Program and use of the term
“organic” on labels, refer to these factsheets from the USDA Agricultural
Marketing Service:
• Organic Food Standards and Labels: The Facts
• Labeling and Marketing Information

Product is fully cooked and ready to eat.

Turkeys of either sex that are less than 8 months of age according to
present regulations.

No Hormones
(pork or poultry)

No Hormones
(beef)

No Antibiotics
(red meat and poultry)

Organic

Oven Prepared

Young Turkey

Ask Karen!

FSIS’ automated response
system can provide food safety
information
24/7 and a
live chat
during
Hotline
hours.

If you have a question
about meat, poultry, or
egg products, call
the USDA Meat and
Poultry Hotline
toll free at
1-888-MPHotline
(1-888-674-6854)
The hotline is open
year-round

  Monday through Friday from 10
a.m. to 4 p.m. ET (English

or Spanish).
Recorded food safety

messages are available
24 hours a day. Check

out the
FSIS Web site at

www.fsis.usda.gov. AskKaren.gov

PregunteleaKaren.gov

Natural

http://askkaren.gov
http://pregunteleakaren.gov
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