
INCREASING CAP SALES IN 
THE AGRICULTURE INDUSTRY

A COMPREHENSIVE
WHITE PAPER



I n 2015, the agriculture industry made up 5.5% of the United 
States GDP. America’s farms earned over $136.5 billion. The 
agriculture market contributes to countless other industries and 

goods beyond initial farming and ranching. These markets include:

APPAREL

AUTOMOTIVE

BEVERAGES

FOOD

FISHING

FORESTRY

LEATHER

RESTAURANTS

TOBACCO

The purpose of this document is to provide you with extended 
knowledge of the agriculture industry as it relates to promotional 
products, as well as offer tips to help expand your cap sales into the 
market. 

In this guide, we will look at different aspects of the agricultural 
market, so that you will have a better understanding of how to target 
each.

You will learn how to reach out to common decision makers in 
various trades. You will also learn how to optimize sales among 
differing promotional product usage behaviors. 



FARMS & 
RANCHES

T here are 2.2 million farms in the United States covering 
approximately 922 million acres, with each farm averaging 
around 418 acres.

Farmers primarily raise crops, although hogs, poultry, goats, and 
dairy cows are also common. Alternatively, ranchers raise cattle or 
sheep to sell for slaughter.

Both farmers and ranchers work long hours year-round in all types 
of weather conditions, to supply food to stores and restaurants all over 
the nation.

Because of this, it is important to offer a variety of styles when 
selling promotional hats to farmers and ranchers.

In the summer, they want wide brims and UPF certified fabrics to 
protect them from the sun’s harmful rays. They also want moisture-
wicking fabrics and sweatbands that will keep them cool and dry. In the 
winter, they want knits or fleece beanies to keep them safe and warm. 

Most of the country’s farms and ranches are family owned and 
operated. They’re blue-collar personas who are not afraid of a hard 
day’s work. It is vital that you know how to get down to business for 
quick and easy communication when you take meetings with them, as 
time is quite literally money for them.

Promotional caps are great  for farmers, ranchers, and their 
workers to use day in and day out, but they are also a nice token of 
appreciation they can give to their buyers to help grow and maintain 
the business side of their work.



EQUIPMENT 
SALES & CO-OPS

F armers and ranchers alike will need equipment and 
supplies. Everything from ATVs and tractors to feed and 
seed. 

Most large, specialty equipment farmers use to plow, sow, 
and harvest their land will be purchased through independent 
salesmen, salesmen who need their own promotional caps to 
grow their business and increase their clientele.

Logoed caps can also be used as a gift for salesmen to show 
appreciation after their customer makes a purchase. 

Farmers and ranchers go to co-ops to purchase things like feed, 
seed, and medicine for their animals. Reach out to all the co-ops in 
your territory to see how you can meet their promotional needs.

Be sure to inform these guys about all the benefits of 
promotional headwear. It is one of the most inexpensive forms 
of effective advertising. Hats are a coveted piece of apparel, 
especially in this market. There are UPF certified fabrics for sun 
protection during long days. Caps have high visibility and receive 
thousands of impressions. The list goes on.



ORCHARDS, PATCHES, 
VINEYARDS & MORE

A pple orchards and pumpkin patches are popular 
destinations in the autumn months. Couples go on 
romantic apple-picking ventures while parents take their 

children to select the perfect potential jack-o-lantern for Halloween.

In November, pumpkins, gourds, and squash are staples in any 
Thanksgiving cornucopia. They’re used for eating as much as they 
are decorating.

Many of these are family-owned farms that serve as weekend 
attractions throughout the season. They offer an entire day’s worth 
of activities from hay rides and corn mazes, to pumpkin carving 
and petting zoos. It is imperative that they promote their business 
vehemently during the fall months to supplement for slower 
seasons. 

That is where caps come in.

Wine vineyards also draw a lot of tourism. They offer tours, 
tastings, pairing classes, grape stomps, some even have room 
and board on site. Travel makes up a significant portion of their 
revenue, and rarely do visitors leave without purchasing a case or 
two.

Not only are they using promotional products to sell their wines, 
they are also using them to attract visitors and entice them to come 
back year after year.

By selling or giving away caps with the vineyard’s logo to 
tourists, they can create a memento or keepsake that visitors will 
take home with them to be reminded of the great time they had, 
thus inspiring them to return.

By positioning caps as a nostalgia item that will increase 
exposure and brand reputation, you can increase your promotional 
sales to vineyards all over the country.



FARMER’S MARKETS 
& CRAFT FAIRS

O ften times, farmers will take their locally grown produce 
to farmer’s markets to sell to individual consumers 
and to small businesses and restaurants in the area. 

They can give out their branded caps at these events in order to 
promote their farm and its homegrown goods. 

Craft fairs are where small business owners and tradesmen sell 
their handmade goods. Many of these crafts include things like 
leather and woodworking that come straight from the agriculture 
industry. Reach out to these individuals to tell them about the value 
of headwear as a promotional tool. 

You can also get in touch with the individuals or groups who 
organize the markets and fairs in your territories. Logoed caps can 
be used as freebies or prizes at events in order to promote future 
events and increase attendance.

After all, each cap receives over 3,100 impressions over its 
average 7-month lifespan. 

If you can help consumers within the agricultural industry see 
how valuable promotional headwear can expand their business’s 
reach, your sales volumes are guaranteed to increase. 



A t Outdoor Cap, we want to help you win the sale. When you 
succeed, we succeed. That is why we are offering these 
selling kits to you. It is important to us that your customers 

realize and take advantage of the value promotional headwear can 
bring them.

The agriculture market is only going to continue to grow as 
consumers demand to know more about how their food is grown and 
raised. Homegrown, organic products are trendy, and that is not likely 
to change anytime soon.

With our high-quality headwear samples, the tips provided in this 
document, and your sales expertise, you should have no problem 
securing your piece of the market share.

For more information on increasing promotional hat sales, visit our 
blog (blog.outdoorcap.com), and subscribe to our email updates. We 
offer selling kits periodically; you will be the first to know when new 
kits are made available.

YOU CAN SEE ALL OF OUR RESOURCES 
AND DEVELOPMENT KITS AT 

OUTDOORCAP.COM/KITS

WRITTEN BY EMILY POTTER


