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Our second step after our original meeting resulted in some clarity, traction and vision for the future 
of Wegmeyer Farms. The strategy looks to be evolving into a more narrow “Smart Growth” strategy 
for 2022, with a larger look through the lens in 2023 and 2024. Focusing on revenue generation and 
margin management in 2022 to set up the growth in 2023 and the enterprise ideas of 2024 and 
beyond.

Smart Growth will be focused on “Managing the Mix” with a higher concentration on the food 
services that are offered at all four locations (Oatlands, Gilberts Corner, Hamilton and Wayside).

It seems the “smart money” will be invested in looking for a great candidate that will champion the 
food options at all four locations and take the experience to the next level…not only with food but 
with operational excellence. This is referred to as your “Plus One”.

I will craft an ad to consider placing in the normal channels and will also look to NOVA to see if their 
culinary program has any superstars. However, the best option may very well be going for your 
faithful followers on Facebook to see if anyone would like to join the family. (The ad can be used on 
FB too if appropriate).

An additional idea that came from our day was the interest in leveraging the time between 
strawberries and fall with a Sunflower Festival like event. Again, smart growth with the investment 
in seed and time being appropriate for the expected ROI, it seems like a great idea to begin 
mapping out (I’m certain you already have…).

Another “smart growth” strategy discussed was increasing the cost of a bucket of strawberries to 
$29.95 with a second bucket being $2.00 less. This “Yield Management” strategy highlighted with 
my hotel rooms example, will yield a higher revenue capture for minimal increase in labor and 
operational expenses…and if you include the addition of an on-line ordering system (a few to 
consider) you can add a convenience fee and the ability to add to the order prior to arrival.

The concept of “We Sell What We Grow vs We Grow What We Sell” will continue to be discussed 
as we look to a cultural approach to your business enterprise (and may be a helpful factor as you 
discuss the big farm, the 50 acres, or continuing your existing day-to-day operations with the four 
separate locations…more on this as we continue our discussions.

Additional Thoughts and Final Notes: I have entered into your Start Moving Mountains platform the 
take-aways from our work (Mountain Goal, Boulders, Rocks, and your values. You have been 
connected with TicketSpice to weigh your on-line options, and will also keep on the front burner a 
“Plus .5” person that may be of value in support of “keeping the trains running on time” to allow the 
both of you to focus your time and talent on what you do best!


