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Start the New Year Right on the Button

Losing weight and saving money are popular New Year’s resolutions. Help consumers reach these goals by promoting
mushroom consumption. Consider incorporating these best practices into produce aisle displays.

e Highlight health benefits. Consumers seek healthy alternatives so position important nutritional and health

benefits in point-of-sale materials alongside mushroom displays.

e Mushrooms are the only item in the produce department with vitamin D.

e Mushrooms are a great source of antioxidants, low in calories, fat-free, cholesterol-free and very low in
sodium.

e Encourage trial and purchase. Research shows that consumers who purchase mushrooms have a shopping
basket double that of those who don’t'. By offering recipe cards or other POS materials, retailers can encourage
mushroom purchases and, therefore, additional purchases of other items in the grocery store.

e Stimulate impulse purchases. Displaying fresh mushrooms in other sections of the store capitalizes on consumer
desires for healthy and delicious meal-planning ideas, so offer secondary displays of fresh mushrooms adjacent to
complementary food items to trigger impulse purchases.

¢ Help consumers save money. Recent findings from an ACNielsen report showed that almost half of U.S.
super-market purchases reflect sales promotions. To fully realize sales potential, promote fresh mushrooms at
least eight times per quarter and discount them by more than 25 percent each time.

¢ Translate assortment into sales. The Mushroom Council's 2009 Retail Best Practices Report found that
assortment matters and stocking a mushroom
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A Sunny ‘D’-light in the Produce Aisle

Information about the benefits of vitamin D exploded in 2009 with an uptick of 0%
information to consumers. As interest grows, more people may be As much as 7 .° of
seeking ways to incorporate the “sunshine vitamin” into their daily meals. the U.S. population

may be D-deficient

- Adrian Gombart

Linus Pauling Institute
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While consumers continue to discover mushrooms for their value, versatility and
taste, many don’t realize that mushrooms are the only produce item with natural
vitamin D. Indeed, the top three best-selling varieties — white button, crimini, and
portabella — contain vitamin D ranging from 1 percent to 97 percent of the Daily
Value (400 IU) per raw 84-gram serving.

While new research and media articles continue to highlight vitamin D’s health benefits'?, which include immune
function, potential cancer protection and mood enhancement, retailers can benefit by promoting mushrooms to
appeal to consumers’ growing interest in the nutrient.

Start the new year right. Make mushrooms the “bright spot” in the produce aisle by promoting them as a natural
source of vitamin D, and help consumers achieve their daily value of D.

1. U.S. Department of Agriculture, Agricultural Research Service. 2006. USDA National Nutrient Database for Standard Reference, Release 20. Nutrient Data Laboratory Home Page, http://
www.ars.usda.gov/ba/bhnrc/ndl

2. U.S. Food and Drug Administration. Center for Food Safety & Applied Nutrition. A Food Labeling Guide. September, 1994 (Editorial revisions, June, 1999) http://www.cfsan.fda.gov/~dms/flg-
toc.html
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Pink Partnership Propels Purchases

Fresh mushroom sales hit a record high in October
during the industry’s first-ever “pink” partnership
with City of Hope for National Breast Cancer
Awareness Month. The sales boost reaffirms o .
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least eight times per quarter can help retailers The Mushroom Council is proud o have provided $50,000

register a lift in sales of up to 6.1 percent. to City of Hope's research on cancer and mushrooms.
Visit www.cityofhope.org for more information.

Mushroom receipts climbed 6.7 percent in dollar
volume and 12.3 percent in pound volume in
October, reported Freshlook Marketing. White
mushroom sales rose 2.4 percent in dollars and 8.7
percent in pounds, while brown mushrooms surged
nearly 17 percent in dollars. Brown mushrooms also
saw impressive growth in pounds, nearly doubling
in volume to 23.2 percent from the previous year.
Mushrooms continued this strong pound growth in
November, increasing nearly 10 percent.

The Mushroom Council’s partnership with City of Hope provided retailers with the opportunity to implement a unique,
integrated cause-marketing promotion that encouraged usage and educated consumers about the groundbreaking
research being conducted with mushrooms.

Still looking for proof that promotions work? A recent ACNielsen report revealed that almost half of U.S. supermarket
purchases are sold on promotion. In addition to maximizing sales, mushroom promotions increase consumer interest
in the category. While this holds true year round, consider taking advantage of consumers’ health interests in the new
year with early first-quarter promotions.

Mushrooming Sales with In-Store Advertising

Does in-store advertising really impact consumers’ purchasing decisions at
retail? After a challenging 2009 for retailers, is discounting the only way to go?
Mushroom Council research’, which examined different advertising mediums
such as POS materials, floor-talkers and in-store radio, found that a
combination of mushroom in-store advertising can elevate sales between 7 and
9 percent.

The research, in fact, found that shelf-talkers and in-store radio prove the most
effective formats, followed by any combination of advertising that runs
simultaneously. Additionally, bold, engaging ads that tell a story, such as how
to incorporate mushrooms into meals at home, appeal to consumers who
otherwise might not look to buy mushrooms.

With many consumers making New Year’s resolutions that focus on their
health, retailers can maximize the potential of ads by educating customers
about the many health benefits of mushrooms.

1. Evaluation of the Mushroom Council’s Promotional Program, Richard J. Sexton, et al., 2008
The Mushroom Marketplace is a publication of the Mushroom Council for professionals in the grocery industry.

For more information visit www.mushroominfo.com/retail
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