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For Young Consumers Farm-to-
Fork Is Not Organic

This study investigated the market segments of young
consumers based on their valuation towards foods from
organic, local, sustainable, and small-family systems.

Millennials and Gen Z are predicted
to shape emerging food trends in
America. Millennials — the largest
living generation — are spending
more food dollars in restaurants and
convenient meal prepping than
previous generations. Millennials are
usually described as progressive,
open to trying new foods, and willing
to value sustainable food attributes.
Gen Z - those born between 1997
and 2008 — are characterized by their
health consciousness and social
media connectivity. As the newest
and most ethnically diverse
generation, Gen Z consumers have
been introduced to healthy lifestyle
choices and sustainable living at an
earlier age than previous
generations. Together, these two
generations comprise the most
consumption-oriented consumers of
all time with access to abundant
information on foods.

Ariana Torres
torres2@purdue.edu

Market segmentation can help
industry marketers to generate
appropriate targeting and
communication messages to help
consumers make sustainable
purchases. By understanding how
these young consumers value
different environmental and social
attributes, market segmentation can
allow food marketers to make
attributes claims more relevant.
Supplying foods with attributes that
align with values can help marketers
develop trust relationships with
these two generations, that can
result in long-term loyalties for
products and businesses. Developing
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correct messages that appeal to their geprint with permission from the

clientele can assist growers and
retailers on enhancing the
positioning of their food products in
a competitive environment.

The Importance of Consumers’ Values and Attitudes Towards Foods

author(s) of this e-GRO Alert.

Researchers have reported the strong connection between messages that convey how foods are
produced and marketed and consumers’ values and attitudes. Values and attitudes are strongly
correlated with buying behavior, suggesting that young consumers adopt sustainable consumption
patterns as a way to impact food systems with their dollar spending.
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For Young Consumers Farm-to-Fork Is Not Organic

Main Characteristics of Young Consumers

Data for this study comes from a 2017 web-based
survey of 1,351 Millennials and Gen Z consumers.
They were asked about the importance they
place on fresh produce attributes such as organic
(ORGANIC), local (LOCAL), sustainable
(SUSTAINABLE), and small-family farms (SMALL).

Most young consumers value foods coming from
sustainable agriculture (79%), followed by local
(73%), and small-family farms (71%). Interestingly,
organic agriculture was the least important for
young consumers, as they placed an average
importance of 56%.

Most young consumers (97%) in the sample buy
fruits and vegetables from grocery stores, 44%
buy from farmers markets, and only 2% of young
consumers are involved with growing some
produce.

What Are the Market Segments of Young
Consumers?

Young consumers can be clustered in 4 distinct
market segments:

The first market segment, the largest segment,
represents 33% of the sample (426 consumers).
Cluster 1 (labeled committed) strongly valued all
four attributes as important, as evidenced by the
highest average values across all attributes
(within column). The committed segment was
comprised by a higher share of Millennials and
Gen Z consumers purchasing in farmers markets
(53%), being female (69%), seeking opportunities
for campus/community involvement (59%), being
out-of-state or international students, and living
in on-campus housing.

MARKET
SEGMENTATION
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The second market segment consisted of 27% of
consumers. Consumers in the second cluster,
labeled farm-to-fork, had high preference for
attributes commonly related with local food
systems, such as local, sustainable, and small-
family farming, but not with organic farming. The
farm-to-fork is comprised of individuals with an
agricultural background (47%), coming from
Midwestern states (74%), and enrolled in an
agricultural major (28%). While the committed
and farm-to-fork segments are different,
Millennials and Gen Z consumers in the farm-to-
fork cluster shared some demographic similarities
with consumers in cluster 1. For example, they
reported a similar shopping behavior, as well as
their proportion of female, involvement in
campus/community events, and in-campus
housing.

The third market segment consists of 26% of the
sample (333 consumers). Consumers in the third
cluster (labeled unattached) had moderate
expectations for all features and did not show
high preferences for any of the attributes. This
group had mean score intermediate between
cluster 2 and cluster 4 for most variables. For
example, 39% of consumers in this group
purchased at farmers markets, 53% were female,
and 56% were from the Midwest. These
unattached consumers were characterized by
actively seeking campus/community involvement
activities, being international, and living in on-
campus housing.

The fourth market segment, \abeled skeptic,
consists of 14% of the sample (178 consumers).
The skeptic segment was the smallest group and
was comprised by consumers who did not express
high expectations in general. Consumers in this
group scored the lowest on purchasing in farmers
markets, lacked an agricultural background and
reported being international or from out of the
Midwest.
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Take Home Message

« The findings suggest a lack of trust of the organic label by an important segment of
young consumers. Food safety recalls, along with distrust of big corporations entering
the organic industry, are likely to lead young consumers to prefer food products that
convey sustainability, localness, and small farming.

» For food retailers to build long-term trusting relationships with young consumers,
they should use figures and messages that convey transparency about how the
product was produced.

« Other labels can communicate the impact of the product in local and farming
communities.

» One option may be to propose the coexistence of organic labels with labels
that convey localness, sustainability, and impact on small-family farming
systems.

« Another option may be for labels and logos convey potential benefits to the
environment and local communities, such as information on carbon footprint,
use of pesticides, or protection to pollinators.

e Literature cited

» Torres, A., 2020. For young consumers farm-to-fork is not organic: A cluster analysis of
university students. HortScience, 55(9), pp.1475-1481.

American
Floral
Endowment

Funding Generations of Progress
Through Research and Scholarships

Project Sponsor

wWww.e-gro.org



e-GRO Edible Alert - 2022

e-GROAlert
www. e-gr 0. O/} g
CONTRIBUTORS

Dr. Nora Catlin
Floriculture Specialist
Cornell Cooperative Extension
Suffolk County
nora.catlin@cornell.edy
Dr. Chris Currey
Assistant Professor of Floriculture
lowa State University
ceurrev@iastate.edy
Dr. Ryan Dickson
Greenhouse Horticulture and
Controlled-Environment Agriculture
University of Arkansas

rvand@uark.edy

Thomas Ford
Commercial Horticulture Educator
Penn State Extension

tef2@psu.edu

DanGilrein
Entomology Specialist
Cornell Cooperative Extension
Suffolk County
dogi@cornell.edy

Dr. Chieri Kubota
Controlled Environments Agriculture
The Ohio State University

kubota.10@osu.edu

HeidiLindberg
Floriculture Extension Educator
Michigan State University

wolleage@anr.msu.edu

Dr. Roberto Lopez
Floriculture Extension & Research
Michigan State University

rglopez@msu.edy

Dr. Neil Mattson
Greenhouse Research & Extension
Cornell University
neilmattson@cornell.edy
Dr. W. Garrett Owen
Greenhouse Extension & Research
University of Kentucky

Dr. Rosa E. Raudales
Greenhouse Extension Specialist
University of Connecticut

rosa.raudales@uconn.edu

Dr. Alicia Rihn
Agricultural & Resource Economics
University of Tennessee-Knoxville

aribneutk.edy

Dr. Debalina Saha
Horticulture Weed Science
Michigan State University

sahadeb2@msu.edu

Dr. Beth Scheckelhoff
Extension Educator - Greenhouse Systems
The Ohio State University
scheckelhoff.11@osu.edy

Dr. Ariana Torres-Bravo
Horticulture/ Ag. Economics
Purdue University

torres2@purdue.edy

Dr. Brian Whipker
Floriculture Extension & Research

NC State University
bwhipker@ncsu.edy
Dr. Jean Williams-Woodward
Ornamental Extension Plant Pathologist
University of Georgia

iwoodwar®@uga.edu

Copyright ©2022

Where trade names, proprietary products, or specific
equipment are listed, no discrimination is intended and
no endorsement, guarantee or warranty is implied by
the authors, universities or associations.

Cooperating Universities

Cornel|CALS

College of Agriculture and Life Sciences
% University of
Kentucky.

OFLA ‘cricucrure

THE UNIVERSITY OF TENNESSEE

UCONN

ﬁ College of Agricultural & ? UPH &RIJI‘EY:@

Environmental Sciences
&Y. UNIVERSITY OF GEORGIA

O

THE OHIO STATE
UNIVERSITY

Cornell Cooperative Extension
Suffolk County

[OWA STATE UNIVERSITY

PennState Extension

MICHIGAN STATE
UNIVERSITY

NC STATE

UNIVERSITY

DIVISION OF AGRICULTURE
w RESEARCH & EXTENSION
University of Arkansas System

In cooperation with our local and state greenhouse organizations

(owtan Detro;, i
> 2
o,

V.,

»
MAUMEE VALLEY (FROWERS b"‘é

" Metro Detroit Flower Growers Association

Choose the Very Best. <

o Y
O 5
"Wers Assocnt

Western Michigan Greenhouse Association

m CONNECTICUT ; Indiana

GREENHOUSE FLOWER
— (RO WERS GROWERS
Association

W ASSOCIATION | ]

NYSFI &

green}mwuae Growers.

NEW YORK STATE
FLOWER INDUSTRIES, INC. -'-

WWW.e-gro.org


http://www.e-gro.org/
mailto:nora.catlin@cornell.edu
mailto:ccurrey@iastate.edu
mailto:ryand@uark.edu
mailto:tgf2@psu.edu
mailto:dog1@cornell.edu
mailto:kubota.10@osu.edu
mailto:wolleage@anr.msu.edu
mailto:rglopez@msu.edu
mailto:glopez@msu.edu
mailto:neil.mattson@cornell.edu
mailto:wgowen@msu.edu
mailto:rosa.raudales@uconn.edu
mailto:rosa.raudales@uconn.edu
mailto:sahadeb2@msu.edu
mailto:scheckelhoff.11@osu.edu
mailto:1@osu.edu
mailto:torres2@purdue.edu
mailto:bwhipker@ncsu.edu
mailto:jwoodwar@uga.edu

