
Regional Food Fund Application25/26

Reference #

Status Complete

Login Username

Login Email

Your name

Name of the business/group/network Appetite for Angus

Address, line 1

Address, line 2

Postcode

Contact telephone number

Email address

Project name Angus Farmers Markets

The farmers markets in Forfar, Montrose, and 

Carnoustie are vital to the Angus community, 

offering fresh, local produce and supporting local 

businesses. Facing declining footfall and 

revenue, these markets, operating for over 20 

years, risk closure after May without intervention. 

 

This project aims to rescue, revitalise, and revive 

these markets. Angus, a rural region of seven 

towns and 116,000 residents, benefits 

significantly from connecting local producers to 

their community and attracting visitors. The 

region, known as Scotland's "food basket" for its 

Aberdeen Angus beef, berries, seafood, and 

distilling industry, relies on a thriving local market 

circuit.  Many of our producers, and members of 

Appetite for Angus, rely on the income from 

Project description - in no more than 200 words, 

please summarise your project. This is your 

chance to tell us, at a glance, what your project 

is all about and how it fits with the aims of the 

Fund



these markets. 

 

This initiative aligns with funding aims by 

promoting local produce, fostering collaboration 

between producers and the community (with 

local authority support), and supporting national 

food and tourism strategies (including Local Food 

For Everyone and Food Tourism Scotland). It 

promises a sustainable legacy and tangible 

growth for the Angus food and drink economy. 

 

Without this project, these three monthly markets 

face imminent closure in June 2025.

In line with the Fund criteria, please demonstrate, in no more than 200 words per 

question, how your project will:

Contribute to the promotion and sales of regional produce

This project aims to revitalise Angus Farmers 

Markets, enhancing the promotion and sales of 

regional food by creating a more vibrant and 

sustainable market environment.  Key strategies 

include a unified branding and marketing 

approach to increase visibility and attract new 

customers, showcasing the unique identity of 

Angus produce and producers. 

 

The project focuses on targeted stallholder 

retention and recruitment to ensure a diverse 

range of high-quality, local food offerings, and 

themed market days to celebrate the seasonal 

produce and heritage of our food & drink. 

 

By improving the overall market experience with 

live entertainment, cooking demonstrations, and 

"Meet the Producer" opportunities, the initiative 

will encourage customers to engage with and 

purchase more local food & drink. 

 

Your response



These efforts will collectively support local 

producers, boost the regional food economy, and 

establish the markets as key destinations for 

accessing and celebrating Angus's rich food 

heritage.   

Be collaborative, demonstrating a collective benefit to other food producers/

communities

Your response This project fosters collaboration across multiple 

levels to benefit food producers and 

communities. A sub group will be formed with 

representatives from stallholders, local council, 

tourism industry representatives and local 

businesses, ensuring diverse input and shared 

decision-making.  The project also hopes to 

create stallholder networking events and a peer 

support network to encourage collaboration and 

knowledge sharing among producers who attend 

the markets. 

 

New and engaging marketing campaigns will 

cross-promote the markets in Forfar, Montrose, 

and Carnoustie, increasing visibility for all 

participating producers and encouraging 

customers (local and visitors) to explore the 

wider region.    

 

By revitalising the markets, the project creates a 

stronger platform for local food producers to 

reach a broader customer base, enhancing their 

economic viability.  This collaborative approach 

strengthens the local food system and provides 

collective benefits to producers and the 

community.  

Align with the Scotland Food & Drink Partnership’s national strategy, Sustaining 

Scotland, Supplying the World; Food Tourism Scotland  and pillar 2, Connecting 

Scottish Producers with Buyers, Local Food for Everyone



Your response This project strongly aligns with Scotland's 

national food and drink strategies. By revitalising 

farmers markets, it directly supports "Local Food 

for Everyone" by enhancing access to fresh, 

regional produce for local communities on a 

regular basis. The markets serve as a platform 

for "Connecting Scottish Producers with Buyers," 

providing a direct sales channel for local farmers 

and artisans to reach consumers, who are often 

also local hotelier, restaurant owners, chefs, 

retailers etc. 

 

Furthermore, the focus on promoting Angus's 

rich food heritage, including products like 

Aberdeen Angus beef and Arbroath Smokies, 

contributes to "Food Tourism Scotland" by 

creating attractive destinations for visitors 

seeking authentic culinary experiences.    By 

putting on regular demonstrations, we will also 

create theatre at the markets which will 

encourage visitors.  We will work alongside Visit 

Angus and Angus Tourism Cooperative to 

promote and develop the food tourism 

opportunity. 

 

By fostering a sustainable and thriving local food 

economy, the project also resonates with the 

broader goals of the Scotland Food & Drink 

Partnership’s strategy, "Sustaining Scotland, 

Supplying the World," which emphasises the 

importance of local markets in supporting the 

overall food and drink sector.

Demonstrate legacy/have a plan in place for continuity, sustainability and long-

term development and growth

This project prioritises the legacy, continuity, 

sustainability, and long-term development of 

Angus Farmers Markets. A core strategy is 

Your response



establishing a dedicated management team and 

steering committee with representatives from key 

stakeholder groups (including stallholders, 

councils, and the wider community) to ensure 

ongoing governance and strategic direction.    

 

To secure financial sustainability, the plan 

includes diversified revenue streams (varying 

stall fees, opportunity for sponsorships, return of 

annual Brewfest event) and transparent financial 

management.  Regular monitoring of key 

performance indicators (KPIs), customer and 

stallholder feedback, and regular reviews will 

drive continuous improvement and adaptation.    

 

The project also fosters stallholder success 

through networking, mentorship, and incentives, 

contributing to a resilient market ecosystem.    

 

By creating a strong brand, engaging customer 

experiences, and robust management practices, 

the project aims to create a lasting legacy, 

ensuring the markets thrive for years to come

Please state the date(s) of your activity, noting 

that it must be delivered by 31st March 2026

1st June 2025 - 31st March 2026

Please outline how you will tangibly measure the impact of your project in relation 

to its objectives – in otherwords, what you are going to do and how you will know 

it’s been successful (e.g. evidence of increased sales; digital campaign stats; 

number of producers supported). Demonstrating clear, measurable objectives is a 

requirement of funding.

1

Objective Consistently increase average customer footfall 

and spend.

Target of +10% footfall at each of the markets. 

Monitor & track attendance and ask producers 

for information on number of sales & average 

Measure of success



spend which we can track.

2

Objective Increase the number of stall holders at each 

market to make a more varied and vibrant market 

experience.

Measure of success Aim for +15% increase in stall holders at each 

market within 6 months. Identify gaps within 

existing market offering & target new producers. 

Limit some categories i.e. cakes, spirits,  and 

operate a waiting list where necessary.

3

Objective Achieve financial sustainability for the operation 

of the markets,  by setting clear revenue & spend 

targets per market.

Measure of success Clear financial management with transparency to 

the steering group.

4

Objective Significantly improve customer satisfaction and 

dwell time at the markets.

Measure of success Monitor via regular surveys and reviews.

5

Objective Establish a strong and consistent brand identity 

for the Angus Farmers Markets.

Measure of success Increased footfall & spend, increased social 

media engagement,

6

Objective Enhance the community engagement and social 

impact of the markets.

Measure of success Regular feedback sought by key stakeholders to 

monitor impact the markets are having.

What will the legacy of this project be? For The Angus Farmers Market project aims to 



example, repeat event/new initative arising/

reinvestment in future activities.

create a lasting legacy by revitalising and 

transforming the markets into thriving community 

events.  This involves establishing a unified 

brand, implementing effective marketing 

strategies, and creating engaging experiences to 

attract both customers and stallholders.    

 

The project's legacy will be defined by: 

 

Sustainable Markets: Ensuring the long-term 

viability of the markets through sound financial 

management and diverse revenue streams.    

 

Enhanced Community Engagement: Fostering 

stronger connections between local producers, 

consumers, and the wider Angus community.    

 

Support for Local Economy: Providing an 

accessible platform for local businesses to thrive 

and contributing to the economic vitality of the 

Angus region.    

 

Promotion of Regional Identity: Showcasing 

Angus's rich food and drink heritage and 

establishing the markets as destinations for 

authentic local produce.    

 

Ultimately, the project seeks to create a legacy of 

vibrant, resilient markets that serve as valuable 

assets to the Angus community for years to 

come.

Appetite for Angus - Regional Food Group 

Angus Farmers Market board of directors 

Angus Council Economic Development - Local 

Authority 

Visit Angus - local DMO 

Angus Tourism Cooperative - local Tourism 

support 

Please list the partners/stakeholders you will be 

working with on the project – for example, a 

regional food group, local authority, tourism 

organisation or group of producers, if known. 



Forfar Action Network - Local community group 

Food & Drink Producers: 

Shed 35 Brewery 

WeeCook Pies 

Artisana Brownies 

Pitscandly Venison 

Local Business Owner: 

Raspberry Fields

Grants between £1,000 & £5,000 are available. 

Please indicate the total amount being applied 

for.

£5000

Expenditure Please provide all costs associated with the project

Item 1

Expenditure Venue Hire

Amount (£) 3200

Item 2

Expenditure Market Manager

Amount (£) 4200

Item 3

Expenditure Advertising & Marketing

Amount (£) 2530

Item 4

Expenditure Insurance, Licences & Storage

Amount (£) 2258

Item 5

Expenditure Market Stall Hire

Amount (£) 2100

Item 6

Expenditure Additional Support Staff



Amount (£) 2310

Item 7

Item 8

Total expenditure (tally of all items in cost 

column above)

16598

Proposed Grant ExpenditureHow would you spend the projected income from this 

grant?

Item 1

Amount Re-brand & creation of marketing assets

£ 1500

Item 2

Amount Contribution to advertising (print, radio & social 

media) to promote re-launch

£ 1500

Item 3

Amount Equipment Purchase (larger marquee / gazebo 

to provide shared space for some smaller 

producers)

£ 2000

Item 4

Item 5

TOTAL

£ 5000

Income - please itemise:

Income from other sources, noting for each, if these are actual or forecasted e.g.  

other grants, private contribution, sponsorship, ticket sales & so on

Any in-kind contributions

Note that demonstrating income/contributions from other sources is a requirement 

of the fund

Item 1



Income Source Market Stall Fees (Forecast)

£ 20825

Item 2

Income Source Annual Brewfest Event (Forecast)

£ 3500

Item 3

Item 4

Item 5

TOTAL

Total income (tally of all income from value 

column above)

24325

Additional income figures to share? Upload them 

here.

AFM_Financial_Modelling.xlsx (18 KB)

In no more than 500 words, please tell us 

anything else you feel is relevant to this 

application.  Note that this section is optional so 

please leave blank if you do not have anything to 

add.

Please see attached business plan which 

explains in more detail our plans for the recovery 

of the Angus Farmers Markets

Please attach any supporting information 

(literature, etc)

AFM_Business_Recovery_Plan_April_2025.docx 

(23 KB)

Name

Date 27-04-2025

Signature

Last Update 2025-04-27 21:34:02

Start Time 2025-04-27 21:27:57

Finish Time 2025-04-27 21:34:02

IP 92.239.212.241



Browser Chrome

Device Desktop

Referrer https://fs22.formsite.com/scotfooddrink/

ifazkogsuk/form_login.html

Powered by Formsite



AGREEMENT

between

SCOTLAND FOOD & DRINK

and

APPETITE FOR ANGUS

Mercantile Chambers, Floor 6

53 Bothwell Street

Glasgow

G2 6TS

Tel: 

Website: www.blackadders.co.uk

Re  
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THIS AGREEMENT is between  

PARTIES 

(1) SCOTLAND FOOD & DRINK (Co. No. SC329083) having its registered office at  

 

 

(2) APPETITE FOR ANGUS having its registered office a      

    

BACKGROUND 

(A) Scotland Food & Drink Partnership Regional Food Fund (RFF) supports the 

development of regional food and drink projects in Scotland.   

(B) SF&D will grant the sum of £3,000 to You under the terms of this Agreement (the 

Grant  

(C) 50% of the funds will be paid to You initially and the remaining 50% of the funds will 

be paid to You upon completion of the project and report. 

(D) SF&D (or any third party appointed by them) is responsible for awarding and 

administering the Grant to You to deliver the Project. 

(E) This Agreement sets out the terms and conditions on which award and administration 

of the Grant is made by SF&D (or any third party appointed by them) to You. 

(F) These terms and conditions are intended to ensure that the Grant is used for the 

purpose for which it is awarded. 

AGREED TERMS 

1. PURPOSE AND PAYMENT OF GRANT  

1.1 SF&D shall make the Grant available to You only for the delivery of the Project and in 

accordance with the terms and conditions set out in this Agreement. The Grant shall 

not be used for any other purpose without the prior written agreement of SF&D. 

1.2 Notwithstanding the provisions of clause 1.1 above, in the event of You failing to deliver 

the Project to the satisfaction of SF&D (of which SF&D shall be the sole judge) SF&D 

shall be entitled to withdraw, request immediate repayment or restrict the Grant as they 

see fit.  

1.3 SF&D shall make payment of the Grant subject to rules agreed with You from time to 

time and including those set out in Part 1 of the Schedule.  

1.4 You shall not use any of the Grant to: 

(a) make any payment to members of its Governing Body;  

(b) purchase buildings or land;  

(c) pay for any of Your expenditure commitments entered into before the award 

of the Grant.  
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1.5 Should any part of the Grant remain unspent at the end of the Grant Period, You shall 

ensure that any unspent monies are returned to SF&D or, if agreed in writing by SF&D, 

shall be entitled to retain the unspent monies to use for charitable purposes as agreed 

between the parties. 

1.6 Any liabilities arising at the end of the Project including any redundancy liabilities for 

staff employed by You to deliver the Project must be managed and paid for by You 

using the Grant or You other resources. There will be no additional funding available 

from SF&D for this purpose. 

2. ACCOUNTS AND RECORDS 

2.1 The Grant shall be shown in your accounts as a restricted fund and shall not be 

included under general funds. 

2.2 You shall keep separate, accurate and up-to-date accounts and records of the receipt 

and expenditure of the Grant monies received by You. SF&D shall have the right to 

review, at SF&D's reasonable request, your accounts and records that relate to the 

expenditure of the Grant and shall have the right to take copies of such accounts and 

records. 

2.3 You shall comply and facilitate SF&D's compliance with all statutory requirements as 

regards accounts, audit or examination of accounts, annual reports and annual returns 

applicable to itself and SF&D. 

3. MONITORING AND REPORTING 

3.1 SF&D shall closely monitor the delivery and success of the Project throughout the 

Grant Period to ensure that the aims and objectives of the Project are being met and 

that this Agreement is being adhered to. 

3.2 You shall provide SF&D with a financial report and an operational report on its use of 

the Grant made and delivery of the Project every as requested and in such formats as 

SF&D may reasonably require.  You shall provide SF&D with each report as required 

by SF&D. 

3.3 You shall provide SF&D with a final report (template shall be provided) within four 

weeks of completion of the Grant Period. SF&D shall review the final report and any 

outstanding balance of the Grant shall only be paid to You if SF&D confirm that the 

Project has been successful and properly completed (SF&D shall be the sole judge).  

4. ACKNOWLEDGMENT AND PUBLICITY 

4.1 You shall acknowledge the Grant in Your annual report and accounts, including an 

acknowledgement of RFF as the source of the Grant. You shall acknowledge the 
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support of RFF and SF&D in any published materials that refer to the Project and in 

any written or spoken public presentations about the Project.  

5. INTELLECTUAL PROPERTY RIGHTS 

5.1 The Parties agree that all rights, title and interest in or to any information, data, reports, 

documents, procedures, forecasts, technology, Know-How and any other Intellectual 

Property Rights whatsoever owned by either party before the Commencement Date or 

developed by either party during the term of the Project, shall remain the property of 

that party. 

6. CONFIDENTIALITY 

6.1 Each party shall during the term of this Agreement and thereafter keep secret and 

confidential all Intellectual Property Rights or Know-How or other business, technical 

or commercial information disclosed to it as a result of the Agreement and shall not 

disclose the same to any person save to the extent necessary to perform its obligations 

in accordance with the terms of this Agreement or save as expressly authorised in 

writing by the other party. 

6.2 The obligation of confidentiality contained in this clause shall not apply or shall cease 

to apply to any Intellectual Property Rights, Know-How or other business, technical or 

commercial information which: 

(a) at the time of its disclosure by the disclosing party is already in the public 

domain or which subsequently enters the public domain other than by breach 

of the terms of this Agreement by the receiving party; 

(b) is already known to the receiving party as evidenced by written records at the 

time of its disclosure by the disclosing party and was not otherwise acquired 

by the receiving party from the disclosing party under any obligations of 

confidence; or 

(c) is at any time after the date of this Agreement acquired by the receiving party 

from a third party having the right to disclose the same to the receiving party 

without breach of the obligations owed by that party to the disclosing party. 

7. DATA PROTECTION 

7.1 Both Parties will comply with all applicable requirements of and all their obligations 

under the Data Protection Legislation which arise in connection with the Agreement. 
SF&D will process personal data in line with the SF&D Privacy Policy.    

8. COMPLIANCE WITH LAW 

8.1 You must carry out the Project and its obligations under this agreement in accordance 

with all applicable laws, statutes, regulations, regulatory guidance and codes from time 

to time in force. You must take all reasonable steps to ensure that your Representatives 
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and all third parties, such as suppliers, engaged on the Project comply with the terms 

of this clause in carrying out the Project. 

9. LIMITATION OF LIABILITY 

9.1 SF&D accepts no liability for any consequences, whether direct or indirect, that may 

come about from You running the Project or the use of the Grant. You shall indemnify 

and hold harmless SF&D, its employees, agents, officers or sub-contractors with 

respect to all claims, demands, actions, costs, expenses, losses, damages and all other 

liabilities arising from or incurred by reason of the actions and/or omissions of You in 

relation to the Project, the non-fulfilment of obligations of You under this Agreement or 

its obligations to third parties. 

10. TERMINATION  

10.1 This Agreement may be terminated by SF&D giving a minimum of  

in writing to You or immediately should any of the following events occur: 

(a) You commit a material breach of this Agreement and such breach is not 

remediable; 

(b) In the opinion of SF&D, the progress of the Project is not satisfactory; 

(c) You commit a material breach of this Agreement which is not remedied within 

14 days of receiving written notice of such breach; 

(d) any consent, licence or authorisation held by the other party is revoked or 

modified such that You are is no longer able to comply with its obligations 

under this Agreement or receive any benefit to which it is entitled. 

(e) You stop carrying on all or a significant part of its business, or indicates in 

any way that it intends to do so; 

(f) You are unable to pay its debts either within the meaning of section 123 of 

the Insolvency Act 1986 or if the non-defaulting party reasonably believes that 

to be the case;  

(g) You become the subject of a company voluntary arrangement under the 

Insolvency Act 1986; 

(h) You have a receiver, manager, administrator or administrative receiver 

appointed over all or any part of its undertaking, assets or income; 

(i) You have a resolution passed for its winding up; 

(j) You have a petition presented to any court for its winding up or an application 

is made for an administration order, or any winding-up or administration order 

is made against it; 

(k) You undergo a change of control. 

shall mean beneficial ownership of more than 50% of the issued share capital 

of a company or the legal power to direct or cause the direction of the 

management of a company. 
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10.2 If You become aware that any event has occurred, or circumstances exist, which may 

entitle SF&D to terminate this Agreement under this clause 10, it shall immediately 

notify SF&D in writing. 

10.3 Termination or expiry of this Agreement will not affect any accrued rights and liabilities 

of either party at any time up to the date of termination. 

11. ASSIGNATION 

You may not, without the prior written consent of SF&D, assign, transfer, sub-contract, 

or in any other way make over to any third party the benefit and/or the burden of this 

Agreement or, except as contemplated as part of the Project, transfer or pay to any 

other person any part of the Grant. 

12. WAIVER 

No failure or delay by either party to exercise any right or remedy under this Agreement 

shall be construed as a waiver of any other right or remedy. 

13. NOTICES 

All notices and other communications in relation to this Agreement shall be in writing 

and shall be deemed to have been duly given if personally delivered, e-mailed, or 

mailed (first class postage prepaid) to the address of the relevant party, as referred to 

above or otherwise notified in writing. 

14. GOVERNING LAW 

This Agreement shall be governed by and construed in accordance with the law of 

Scotland and the parties irrevocably submit to the exclusive jurisdiction of the Scottish 

courts. 

 

 

 

 

 

 

 

 



6

IN WITNESS WHEREOF this Agreement is signed as follow: 

SIGNED by

Name   

Titl     

For and on behalf of: Scotland Food & 
Drink

On: 27 May 2025

In the presence of

Witness Name:  

Witness Signature: 

Witness Address:

    
    

   
 
 

 

SIGNED by

Name:

Title:

For and on behalf of: Appetite for Angus

On:         

In the presence of

Witness Name:

Witness Signature:

Witness Address:

This is the Schedule referred to in the foregoing agreement between Scotland Food & Drink 
and You 

 

17.06.25
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Part 1 - The Project 
 

Please complete this section and list in detail the objectives and measure of success, 
as per your application 

 This project aims to rescue, revitalise, and revise the former Angus Farmers Markets. Angus,
a rural region of 7 towns and 116,000 residents, benefits significantly from connecting local 
producers to their community and attracting visitors.
The region, knows as Scotland's "Food Basket" for its Aberdeen Angus beef, berries, seafood,
and distilling industry, relies on a thriving local market circuit.  Many of our producers, and
members of Appetite for Angus, rely on the income from these markets.
This initiative aligns with the funding aims by promoting local produce, fostering collaboration
between producers and the community (with local authority support), and supporting national 
food and tourism strategies (including Local Food for Everyone and Food Tourism Scotland). It
promises a sustainable legacy and tangible growth for the Angus food & drink economy.
Without this project, these three monthly markets face imminent closure in June 2025.

Objective 1: Consistently increase average customer footfall & spend
Measure of Success: Target of +10% footfall at each of the markets. Monitor and track 
attendance and ask producers for information on number of sales & average spend which we
can track

Objective 2: Increase the number of stall holders at each market to make a more varied and 
vibrant market experience.
Measure of Success: Aim for +15% increase in stall holders at each matket within 6 months.
Identify gaps withint existing market offerings & target new producers. Limit some categories
i.e. cakes, spirits and operate a waiting list where necessary.

Objective 3: Achieve financial stabliity for the operation of the markets, by setting clear revenue
and spend targets per market.
Measure of Success: Clear financial management with transparency to the steering group.

Objective 4: Significantly improve customer satisfaction and dwell time at the markets.
Measure of Success: Monitor via regular surveys and reviews.

Objective 5: Establish a strong and consistent brand identity for the Producers of Angus Markets.
Measure of Success: Increased footfall & spend, increased social media engagement. 



Forfar
January February March April May June July August

Target Number of Producers 0 12 12 14 14 16 16 16
Target Number of Crafters 0 6 6 6 6 8 8 8
Hot Food Vendors 0 1 1 1 1 1 1 1
Community Stalls 0 1 1 1 1 1 1 1

Revenue Generated
Producers £0 £600 £600 £700 £700 £800 £800 £800
Crafters £0 £210 £210 £210 £210 £280 £280 £280
Hot Food £0 £75 £75 £75 £75 £75 £75 £75
Community £0 £0 0 0 0 0 0 0

Total Revenue £0 £885 £885 £985 £985 £1,155 £1,155 £1,155

Costs
Marketing Manager £0.00 £200.00 £200.00 £200.00 £200.00 £200.00 £200.00 £200.00
Staff / Volunteers £0.00 £110.00 £110.00 £110.00 £110.00 £110.00 £110.00 £110.00
Marketing & Advertising £0.00 £150.00 £150.00 £150.00 £150.00 £150.00 £150.00 £150.00
Venue Hire £0.00 £200.00 £200.00 £200.00 £200.00 £200.00 £200.00 £200.00
Stall Hire £0.00 £100.00 £100.00 £100.00 £100.00 £100.00 £100.00 £100.00
Insurance £0.00 £0.00 £35.00 £35.00 £35.00 £35.00 £35.00 £35.00
Licences £0.00 £30.00 £30.00 £30.00 £28.00 £28.00 £28.00 £28.00
Other £0.00 £50.00 £50.00 £50.00 £50.00 £50.00 £50.00 £50.00

Balance £0.00 £45.00 £10.00 £110.00 £112.00 £282.00 £282.00 £282.00



Producer Crafter Hot Food
September October November December £50 £35 £75

16 14 14 18
6 5 6 10
1 1 1 1
1 1 1 1

£800 £700 £700 £900
£210 £175 £210 £350

£75 £75 £75 £75
0 0 0 0

£1,085 £950 £985 £1,325 £11,550

£200.00 £200.00 £200.00 £200.00 £2,200.00
£110.00 £110.00 £110.00 £110.00 £1,210.00
£150.00 £150.00 £150.00 £150.00 £1,650.00
£200.00 £200.00 £200.00 £200.00 £2,200.00
£100.00 £100.00 £100.00 £100.00 £1,100.00

£35.00 £35.00 £35.00 £35.00 £350.00
£28.00 £28.00 £28.00 £0.00 £286.00
£50.00 £50.00 £50.00 £50.00 £550.00 £9,546.00

£212.00 £77.00 £112.00 £480.00 £2,004.00



Community
£0



Carnoustie
January February March April May June July August

Target Number of Producers 0 0 0 0 14 0 14 0
Target Number of Crafters 0 0 0 0 4 0 4 0
Hot Food Vendors 0 0 0 0 1 0 1 0
Community Stalls 0 0 0 0 1 0 1 0

Revenue Generated
Producers £0 £0 £0 £0 £700 £0 £700 £0
Crafters £0 £0 £0 £0 £140 £0 £140 £0
Hot Food £0 £0 £0 £0 £75 £0 £75 £0
Community £0 £0 0 0 0 0 0 0

Total Revenue £0 £0 £0 £0 £915 £0 £915 £0

Costs
Marketing Manager £0.00 £0.00 £0.00 £0.00 £200.00 £0.00 £200.00 £0.00
Staff / Volunteers £0.00 £0.00 £0.00 £0.00 £110.00 £0.00 £110.00 £0.00
Marketing & Advertising £0.00 £0.00 £0.00 £0.00 £80.00 £0.00 £80.00 £0.00
Venue Hire £0.00 £0.00 £0.00 £0.00 £100.00 £0.00 £100.00 £0.00
Stall Hire £0.00 £0.00 £0.00 £0.00 £100.00 £0.00 £100.00 £0.00
Insurance £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00
Licences £0.00 £0.00 £0.00 £0.00 £72.00 £0.00 £72.00 £0.00
Other £0.00 £0.00 £0.00 £0.00 £50.00 £0.00 £50.00 £0.00

Balance £0.00 £0.00 £0.00 £0.00 £203.00 £0.00 £203.00 £0.00



Producer Crafter Hot Food
September October November December £50 £35 £75

14 0 0 18
4 0 0 8
1 0 0 2
1 0 0 1

£700 £0 £0 £900
£140 £0 £0 £280

£75 £0 £0 £150
0 0 0 0

£915 £0 £0 £1,330 £4,075

£200.00 £0.00 £0.00 £200.00 £800.00
£110.00 £0.00 £0.00 £110.00 £440.00

£80.00 £0.00 £0.00 £120.00 £360.00
£100.00 £0.00 £0.00 £100.00 £400.00
£100.00 £0.00 £0.00 £100.00 £400.00

£0.00 £0.00 £0.00 £0.00 £0.00
£72.00 £0.00 £0.00 £70.00 £286.00
£50.00 £0.00 £0.00 £50.00 £200.00 £2,886.00

£203.00 £0.00 £0.00 £580.00 £1,189.00
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Montrose
January February March April May June July August

Target Number of Producers 0 8 0 10 0 12 0 14
Target Number of Crafters 0 4 0 4 0 4 0 6
Hot Food Vendors 0 1 0 1 0 1 0 1
Community Stalls 0 1 0 1 0 1 0 1

Revenue Generated
Producers £0 £400 £0 £500 £0 £600 £0 £700
Crafters £0 £140 £0 £140 £0 £140 £0 £210
Hot Food £0 £75 £0 £75 £0 £75 £0 £75
Community £0 £0 0 0 0 0 0 0

Total Revenue £0 £615 £0 £715 £0 £815 £0 £985

Costs
Marketing Manager £0.00 £200.00 £0.00 £200.00 £0.00 £200.00 £0.00 £200.00
Staff / Volunteers £0.00 £110.00 £0.00 £110.00 £0.00 £110.00 £0.00 £110.00
Marketing & Advertising £0.00 £80.00 £0.00 £80.00 £0.00 £80.00 £0.00 £80.00
Venue Hire £0.00 £100.00 £0.00 £100.00 £0.00 £100.00 £0.00 £100.00
Stall Hire £0.00 £100.00 £0.00 £100.00 £0.00 £100.00 £0.00 £100.00
Insurance £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00
Licences £0.00 £47.00 £0.00 £47.00 £0.00 £47.00 £0.00 £47.00
Other £0.00 £50.00 £0.00 £50.00 £0.00 £50.00 £0.00 £50.00

Balance £0.00 -£72.00 £0.00 £28.00 £0.00 £128.00 £0.00 £298.00



Producer Crafter Hot Food
September October November December £50 £35 £75

0 14 0 16
0 6 0 6
0 1 0 1
0 1 0 1

£0 £700 £0 £800
£0 £210 £0 £210
£0 £75 £0 £75

0 0 0 0

£0 £985 £0 £1,085 £5,200

£0.00 £200.00 £0.00 £200.00 £1,200.00
£0.00 £110.00 £0.00 £110.00 £660.00
£0.00 £80.00 £0.00 £120.00 £520.00
£0.00 £100.00 £0.00 £100.00 £600.00
£0.00 £100.00 £0.00 £100.00 £600.00
£0.00 £0.00 £0.00 £0.00 £0.00
£0.00 £49.00 £0.00 £49.00 £286.00
£0.00 £50.00 £0.00 £50.00 £300.00 £4,166.00

£0.00 £296.00 £0.00 £356.00 £1,034.00
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Business Plan: Revitalising Angus Farmers Markets – April 2025 

Executive Summary: 

This business plan outlines a strategy to revitalise and grow the farmers markets operating in Forfar, Montrose, 
and Carnoustie. The plan focuses on enhancing the market experience for both customers and stallholders, 
attracting new participants, and establishing a sustainable and thriving presence in each town. Key strategies 
include a unified branding and marketing approach, targeted stallholder recruitment, the potential introduction 
of customer loyalty programs, trader incentives, and the incorporation of theatrical and engaging elements to 
create a vibrant atmosphere. The ultimate goal is to establish these markets as key community hubs that 
support local producers, foster economic activity, allow access to locally produced food, drink & crafts, and 
provide a unique and enjoyable shopping experience. 

1. Introduction: 

The farmers markets in Forfar, Montrose, and Carnoustie represent a valuable asset to the Angus community, 
providing access to fresh, local produce and supporting local businesses. However, in recent years, there has 
been a decline in footfall and in revenue generated by the stall holders.  To safeguard the future of these 
markets and to ensure their long-term success and growth, a coordinated and strategic approach is now 
required. This business plan addresses the current challenges and outlines a comprehensive strategy for 
recovery and expansion across the three towns. 

2. Current Situation Analysis: A SWOT analysis. 

Strengths: 

• Existing presence and recognition within each town. 
• History of the markets operating in Angus. 
• Potential for strong community support for local producers. 
• Access to fresh, seasonal produce and unique artisan goods. 
• Growing consumer interest in local and sustainable food. 

Weaknesses: 

• Potentially inconsistent branding and marketing across the three markets. 
• Fluctuating stallholder numbers and variety. 
• Variable customer attendance and engagement. 
• Limited resources for marketing and development. 
• Lack of consistent and engaging atmosphere beyond the stalls themselves. 

Opportunities: 

• Growing trend & demand for local and traceable food sources. 
• Potential for collaboration with local businesses and community groups. 
• Untapped potential for online presence and digital marketing. 
• Opportunity to create unique and themed market events. 
• Scope for developing tourism links and attracting visitors. 

Threats: 

• Competition from other events & markets. 
• Economic downturn potentially impacting consumer spending. 
• Seasonal variations in produce availability. 

 

 



 

3. Objectives: 

Over the next three years, the key objectives are to: 

• Consistently increase average customer footfall. Aiming for +10% with each market. 
• Grow the number of regular stallholders by 15% across all three markets. 
• Set a minimum revenue target for each market, which must cover all running costs. 
• Significantly improve customer satisfaction and dwell time at the markets. 
• Establish a strong and consistent brand identity for the Angus Farmers Markets. 
• Achieve financial sustainability for the operation of the markets. 
• Enhance the community engagement and social impact of the markets. 

4. Strategies: 

To achieve these objectives, the following strategies will be implemented: 

4.1. Branding and Marketing: 

• Unified Brand Identity: Develop a consistent brand name, logo, and visual identity for "Angus Farmers 
Markets" with clear differentiation for each town (e.g., "Angus Farmers Market - Forfar"). 

• Professional Website and Social Media: Create a user-friendly website and active social media profiles 
(Facebook, Instagram & TikTok) showcasing all three markets, stallholders, upcoming events, and 
seasonal highlights. 

• Local Media Partnerships: Collaborate with local newspapers, radio stations, and community 
magazines for advertising, features, and event promotion. 

• Targeted Advertising: Utilise online advertising (e.g., Facebook ads targeted at local residents), flyers, 
posters in community spaces, and partnerships with local businesses (e.g., cafes, shops). 

• Public Relations: Issue press releases for significant events, new stallholders, and community 
initiatives. 

• Email Marketing: Build an email list to share market updates, recipes featuring market produce, and 
special offers. 

• Joint Promotions: Cross-promote the markets in Forfar, Montrose, and Carnoustie to encourage visitors 
to explore all locations. 

4.2. Attracting New Stallholders: 

• Targeted Recruitment: Identify and actively recruit producers and artisans that complement the existing 
offerings and fill any gaps (e.g., specific types of produce, crafts, food vendors). 

• Streamlined Application Process: Simplify the application process for new stallholders and provide 
clear guidelines and support.  Due diligence measures to ensure all stall holders are legal and 
compliant. 

• Competitive Stall Fees: Review and potentially adjust stall fees to be competitive and attractive, while 
ensuring financial sustainability. Consider tiered pricing based on stall size or product type i.e. hot food 
vendors pay more than a craft stall.  

• Stallholder Networking Events: Organise occasional informal gatherings for current and potential 
stallholders to foster a sense of community and encourage collaboration. 

• Highlighting Success Stories: Showcase successful stallholders through website features and social 
media to inspire new applicants. 

• Mentorship Program: Pair experienced stallholders with new ones to provide guidance and support. 

 

 

 



4.3. Enticing Customers to Attend: 

• Variety and Quality: Ensure a diverse range of high-quality local produce, artisan goods, and food 
offerings.  Keep regular stallholders and encourage some seasonal producers.  

• Seasonal Celebrations: Organise themed market days around seasonal events (e.g., harvest festival, 
Christmas market, Easter / spring fair) with special activities and decorations. 

• Family-Friendly Atmosphere: Provide activities for children (e.g., face painting, craft workshops, 
cookery classes, storytelling) to encourage families to visit. 

• Live Music and Entertainment: Feature local musicians, buskers, or other performers to create a lively 
and enjoyable atmosphere. 

• Cooking Demonstrations and Tastings: Invite local chefs or stallholders to conduct cooking 
demonstrations using market ingredients and offer free samples. 

• Collaborations with Local Businesses: Partner with nearby cafes or restaurants to offer discounts to 
market visitors or feature market produce on their menus. 

• Promote the "Local and Sustainable" Message: Clearly communicate the benefits of buying directly 
from local producers. 

4.4. Loyalty Scheme for Customers: (not an immediate requirement as this will require investment) 

• Points-Based System: Implement a loyalty card or digital system where customers earn points for every 
purchase made at participating stalls across all three markets. Points can be redeemed for discounts or 
special offers. 

• Tiered Rewards: Offer different levels of rewards based on spending, encouraging repeat visits and 
higher spending. 

• Exclusive Offers for Loyalty Members: Provide early access to special events, exclusive discounts, or 
freebies for loyalty program members. 

• Partnerships with Stallholders: Encourage stallholders to offer specific loyalty program discounts or 
benefits. 

• Digital Integration: Utilise a mobile app or website for easy tracking of points and rewards. 

4.5. Incentives for Market Traders: 

• Reduced Fees for Regular Attendance: Offer discounted stall fees for traders who commit to attending 
a certain number of market days, across all 3 markets.  

• Marketing Support: Feature regular stallholders prominently on the website and social media, and offer 
opportunities for joint marketing campaigns. 

• "Stallholder of the Month" Program: Recognise and reward outstanding stallholders based on customer 
feedback, product quality, and market participation. 

• Training and Workshops: Work with local Business Gateway to organise workshops on topics relevant to 
small businesses, such as marketing, merchandising, food safety, or financial management. 

• Peer Support Network: Facilitate opportunities for stallholders to connect, share best practices, and 
collaborate, via a closed Facebook group or WhatsApp Group.  

• Profit Sharing or Investment Opportunities (Long-Term): Explore options for a more collaborative 
ownership model in the long term, where successful markets can reinvest in infrastructure and 
development, benefiting all traders. 

4.6. Adding Theatre to the Events: 

• Themed Market Days: As mentioned earlier, create specific themes (e.g., Scottish heritage, 
international food, arts and crafts) with corresponding decorations, music, and activities.  Marketing 
packs provided to stall holders to enable them to advertise the events on their own socials.  

• Interactive Demonstrations: Beyond cooking, include demonstrations of crafts, farming techniques, or 
other skills related to the products being sold. 

• Storytelling and Performances: Invite local storytellers, poets, or theatre groups to perform short pieces 
at the market. 



• Art Installations: Feature temporary art installations created by local artists to add visual interest and 
encourage browsing. 

• Interactive Elements: Incorporate activities that encourage customer participation, such as tasting 
challenges, recipe swaps, or craft stations. 

• Ambiance and Atmosphere: Pay attention to the overall atmosphere with appropriate lighting, seating 
areas, and clear signage. Consider designated "dwell zones" with benches and potentially some form of 
shelter. Provide refreshments and/or food.  

• "Meet the Producer" Opportunities: Encourage stallholders to share the stories behind their products 
and engage directly with customers. 

5. Management and Organisation: 

• Dedicated Market Management Team/Coordinator: Appoint a dedicated individual or team responsible 
for the overall management, marketing, and coordination of the Angus Farmers Markets across the 
three towns. This could be a paid role and/or a collaborative effort amongst dedicated volunteers with 
clear responsibilities. 

• Steering Committee: Establish a steering committee comprising representatives from stallholders, 
local councils, and community groups to provide strategic guidance and oversight. 

• Clear Communication Channels: Establish effective communication channels between the 
management team, stallholders, and customers (e.g., regular newsletters, online forums). 

• Volunteer Recruitment and Management: Engage local volunteers to assist with event setup, 
promotion, and customer service. This model is successfully used by Arbroath Market.  

• Financial Management: Implement transparent financial management practices, including budgeting, 
revenue tracking, and expense control. 

6. Financial Projections: 

• Revenue Streams: Stall fees, potential sponsorship, grants, revenue from special events (i.e Brewfest). 
• Cost Centres: Marketing and advertising, management salaries/fees, event expenses, website and 

online platform maintenance, insurance, permits, equipment rental. 
• Break-Even Analysis: Conduct a detailed break-even analysis to determine the required number of 

stallholders and customer footfall to cover operational costs. See financial model attached in Appendix 
A.  

• Funding Sources: Explore potential funding opportunities through local council grants, community 
development funds, and sponsorship from local businesses. 

• Long-Term Financial Sustainability: Aim to build reserves for future development and ensure the long-
term viability of the markets. 

7. Evaluation and Measurement: 

• Key Performance Indicators (KPIs): Track key metrics such as customer footfall, number of stallholders, 
website traffic, social media engagement, customer satisfaction (through surveys), and revenue 
generated. 

• Regular Reporting: Implement a system for regular reporting on KPIs to the steering committee and 
stakeholders. 

• Customer Feedback: Actively solicit customer feedback through surveys, comment cards, and online 
reviews. 

• Stallholder Feedback: Regularly engage with stallholders to gather their feedback and address any 
concerns. 

• Annual Review: Conduct an annual review of the business plan and performance, making adjustments 
as needed. In Year 1, this will need to be at least quarterly.  

 

 



8. Legal and Regulatory Considerations: 

• Market Permits and Licenses: Ensure all necessary permits and licenses are obtained from the local 
councils. 

• Food Safety Regulations: Ensure all food vendors comply with relevant food safety regulations and have 
the necessary certifications. 

• Insurance: Obtain adequate public liability insurance and ensure stallholders have their own relevant 
insurance. 

• Data Protection: Comply with data protection regulations regarding customer and stallholder 
information. 

9. Conclusion: 

By implementing this comprehensive business plan, the Angus Farmers Markets in Forfar, Montrose, and 
Carnoustie can be revitalised and transformed into thriving community hubs. A unified brand, targeted 
marketing, attractive incentives, and engaging experiences will draw more customers and stallholders, 
fostering a vibrant and sustainable future for these valuable local assets. The focus on creating "theatre" within 
the markets will encourage footfall, entice people to dwell longer, browse more, and ultimately support the 
local producers and artisans that are at the heart of these events. 

 


