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KatchkieFarm was established in 2006 in 
Kinderhook, NY with 2 goals:

V Provide a home to the
newly-formed Sylvia Center

V Grow vegetables and provide an agricultural 
connection for Great Performances

The farm is 60 acres, of which 10 are in rotation.  
The farm has organic certification by NOFA.   
The non-profit SC welcomed students in 2007 and 
created a 2-acre learning garden.
The farm required infrastructure: Barns, irrigation 
systems, greenhouses, roads, fencing and drainage 
ςwhich took place over the course of 4-5 years.
Fields for commercial planting were established.  
The first crops were harvested in 2007 and sold to 
GP. 
However, it took several years for the farm and the 
catering company to establish a working 
relationship whereby the farm was able to grow 
and deliver crops as needed and in accordance with 
culinary specs.



What We 
Learned: 

As the farm learned how to grow for the catering company, we experimented with a local CSA 
project with 25 members at a nearby community center in downtown Manhattan.  

The members loved the program and the CSA doubled in size each year.

The CSA expanded when our corporate clients expressed interest.  Additionally, we established 
several sites for community (individual) pick up points.  

Katchkie and GP pioneered the most extensive workplace CSA in Manhattan, a significant 
departure from the traditional CSA model of picking up from a community center/church on a 
weekend or at the end of the day, and hand picking each vegetable.  With the workplace CSA, 
members receive a pre-bagged share ready to take home.  

Year2ς50; Year3ς125.
Year4ς300, with steadyincreases
Year8ςover600individualmembers



More of 
What We 
Learned

Sizes and frequency: There were 2 important things to figure out; 

CSA share size (small/large) and Frequency (weekly or bi-weekly).

For 2 years we offered a choice on size, then we eliminated the size option because the labor of 
bagging multiple sizes was too costly.  Each bag consists of 6-8 types of mixed organic seasonal 
veggies

Members can sign up for weekly or bi-weekly shares, but a specific site must be one or the 
other. 

On site coordinators: Needed to establish role of CSA coordinators, and learn how to motivate 
and reward these volunteers.  Coordinators often get a free share in exchange for their efforts.  
It can be difficult to find a coordinator to take on this extra work.

Challenge of delivery routes in NYC due to traffic conditions and balancing the delivery windows 
for a range of customers.  Security procedures in certain locations is difficult if not impossible!



Even more 
of What We 

Learned

Additional Offerings:

/{!Ωǎ Ŏŀƴ ōŜ ŎƻƳǇŜǘƛǘƛǾŜ ŀƴŘ ǘƘŜǊŜ ƛǎ ƻŦǘŜƴ ƛƴǘŜǊŜǎǘ ƛƴ ǊŜŎŜƛǾƛƴƎ ŀŘŘƛǘƛƻƴŀƭ ƭƻŎŀƭ ŦƻƻŘ ǇǊƻŘǳŎǘǎΦ  
{ƻƳŜ /{!Ωǎ ƻŦŦŜǊ ƳŜŀǘΣ ŦǊǳƛǘΣ ŜƎƎǎΣ ŦƭƻǿŜǊǎ ƻǊ ƻǘƘŜǊ ƭƻŎŀƭ ǇǊƻŘǳŎǘǎΦ  ²Ŝ ƘŀǾŜ ƛƴŎƭǳŘŜŘ ƘƻƴŜȅΣ 
eggs and fruit.  The fruit share which comes from a different farm, can be tricky to manage. It is 
hard to have responsibility for products we do not control.

Value Added Products:

Experimented with value added products in 2018:  The catering company made soups, lasagnas, 
pickles and other meals from farm produce.  While less than 10% of the members opted in, it 
was successful.  To continue this offering requires more coordination on the truck for deliveries 
as well as packaging considerations.  However, it is a unique feature that only a KF-GP CSA could 
offer.

Technology for sales:

CSA Management Database manages CSA membership program.  It is expensive yet critical.  We 
continue to explore more options going forward. 

SMALL FARM CENTRAL
www.harvie.farm/forfarmers/small-farm-central/

https://www.harvie.farm/forfarmers/small-farm-central/


Shares Sizes and Frequency:

Weekly Share Details

- For 2 years we offered a choice on size (small/large)- then we eliminated the size option because the labor of bagging multiple sizes was too costly.  
- Each bag consists of 6-8 types of mixed organic seasonal veggies

- Members can sign up for weekly or bi-weekly shares and a specific site must be chosen.



CSA & Customer Loyalty

When we started our CSA, there was deep loyalty to the 
farm and an understanding that crops can be 
unpredictable.  Members were supportive of 
unexpected changes that occurred during the growing 
season.  For examples, some years there would be a lot 
of tomatoes, while other years, less.  

We have always worked hard to earn the loyalty of our 
members by exploring new varieties of vegetables, 
offering an abundant selection, communicating recipes 
and stories with photos from the farm.  

With the advent of digital shopping platforms for local 
produce, and the proliferation of farmers markets, CSA 
are less popular.  

The understanding that a CSA supports a farm has 
diminished.  Marketing to our clients, maintaining 
strong ties is a harder job for us.  

We work to find the value-added relationship 
components to reinforce our connections.



CSA Events for Members

Sign up Days ςa table with our signature beet chips and 
farm representatives talking about what is a CSA

Earth Day Events ςvegetable tastings and conversation 
about sustainability at corporate offices.Promotion for 
CSA as well

Cooking Demos ςsample cooking demonstrations with 
Great Performances chefs at CSA workplace offices 
featuring seasonal items

Beverage Classes ςpreparing creative drinks from farm 
share vegetables

A Visit from the farmer!ςFarmer John comes to the 
office to meet his CSA members

Invitation to Spring Planting Day at KatchkieFarm

Invitation to Fall Harvest day at KatchkieFarm

Community Pot Luck Dinner post-CSA season



Katchkie& Great Performances

2019 was the most successful year for the connection between the farmer and 
the sale of produce to GP.  

The farmer along with the purchaser and chefs did a lot of advance planning to 
identify consumption patterns in the May through December period.  

Additionally, greater attention was paid to the specific specs for the produce.

V Beets 5000 lbs.
V Eggplant 2500 lbs.
V Fennel 2,500 lbs.
V Lacinato Kale, 3,000 bunches
V Lettuce heads 2,500 ct.
V Nasturtiums 9.5 lbs.
V Poblano peppers 450 lbs.
V Hot peppers 220 lbs.
V Bell peppers 3,000 lbs.
V Radish 1,500 bunches

V Rhubarb 140 lbs.
V Butternut 1,500 lbs.
V Delicata3,000 lbs.
V Sweet dumpling 1000 lbs.
V Zucchini 7,500 lbs.
V Tomatoes 18,500 lbs.
V Bok Choi dwarf 80 lbs.
V Cantaloupe 200 lbs.
V Carrots 2,000 lbs.
V Pea shoots 25 lbs.

In 2019 KatchkieSupplied Great Performances 
with approx. 60,000 lbs. of vegetables! 





Learning about
Value Added Opportunities

άCƻǊ ǳǊōŀƴ ŦŀǊƳŜǊǎΣ ǿƘƻǎŜ ǇǊƻŘǳŎǘƛƻƴ ƛǎ ƭƛƳƛǘŜŘ ōȅ ǎǇŀŎŜ ƻǊ ƻǘƘŜǊ ŎƻƴǎǘǊŀƛƴǘǎΣ ǾŀƭǳŜ 
ŀŘŘŜŘ ǇǊƻŎŜǎǎƛƴƎ ǇǊƻǾƛŘŜǎ ŀ ǿŀȅ ǘƻ ƛƴŎǊŜŀǎŜ ǘƘŜ ǇǊƻŦƛǘŀōƛƭƛǘȅ ƻŦ ƘŀǊǾŜǎǘΦέ όaŜȅŜǊǎύ

ά²ƘŜƴ ŘŜŎƛŘƛƴƎ ǿƘŀǘ ǇǊƻŘǳŎǘ ǘƻ ǇǊƻŘǳŎŜ ŀƴŘ ǎŜƭƭΣ ǊŜǎŜŀǊŎƘ ȅƻǳǊ ǘŀǊƎŜǘ ƳŀǊƪŜǘ ŀƴŘ 
distribution outlets to determine demand, taking into account which foods and 
products are popular and/or desirable but difficult to find. You should also consider 
the cost of inputs, such as time, equipment, and raw materials, and select products 
that you can produce relatively inexpensively, so as to ensure a high enough profit 
ƳŀǊƎƛƴ ŀƴŘ ǇǊƻŘǳŎǘ ǾƛŀōƛƭƛǘȅΦέ όaŜȅŜǊǎύ 

GP Chefs work to create items that will be used later in the season. 

ω мллІ ƻŦ tƻōƭŀƴƻ ϧ нллІ ƻŦ 
cherry tomato: Salsa Verde
ω ннлІ ŜƎƎǇƭŀƴǘΣ ōǊŜŀŘŜŘΣ 
ready to be fried in the freezer
Preservation has provided
KF-GP with a good model for 
other farms.

ω рллІ ǊŀǘŀǘƻǳƛƭƭŜ
ω мрлІ ƻŦ ǎǉǳŀǎƘΣ ŘƛŎŜŘ ŀƴŘ ŦǊƻȊŜƴ
ω онл Ǝŀƭƭƻƴǎ ƻŦ ƳŀǊƛƴŀǊŀ
ω млл Ǝŀƭƭƻƴǎ ǘƻƳŀǘƻ ǿŀǘŜǊ
ω мл Ǝŀƭƭƻƴǎ ƎǊŜŜƴ ǘƻƳŀǘƻ ƧŀƳ
ω рл Ǝŀƭƭƻƴǎ ŦŜǊƳŜƴǘŜŘ Ƙƻǘ ǎŀǳŎŜ 

This is important utilization of ingredients ς
August is a slow time for the catering company 

yet a peak harvest time at the farm.  


