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MAPLE
HERITAGE

MAPLEsupply

· High Effi ciency
   Evaporators

· Candy Cream Combo
   Machine

· Tubing · Releasers

· Water Jacketed Canners

· Storage & Hauling Tanks

· Vacuum Pumps · RO’s

· Filter Presses · Jugs

Call us for all your
Maple Equipment
& Supplies

SERVICE BEFORE &
AFTER THE SALE

MIKE WEAVER
6123 Buyea Rd.

Canastota, NY 13032

PH: 315.697.3904

Quality Equipment at
Affordable Prices

60 South Main Street
Wallingford, VT 05773

Steve cell:  802-558-1931
E-Mail: roaringbrookmaple@ 

yahoo.com

DEALER FOR

KENCOVE FENCING SUPPLIES

DSD’s HD and Low density 

mainline plus the tubing 

pricing has been lowered!

Email roaringbrookmaple 

@yahoo.com or call 802-

417-4779 for new pricing.

FALL OPEN HOUSE 2019
JOIN US FOR A FULL DAY OF MAPLE ACTIVITIES

9:00 a.m. to 3:00 p.m.
Educational Sessions

Leader Evaporator Rep
Demonstrations & Displays

Showroom Specials
Activities for Kids

Pancake Lunch
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S U G A R    B U S H    S U P P L I E S    C O.
2611 OKEMOS RD | MASON MICHIGAN 48854

(517) 349-5185  |  INFO@SUGARBUSHSUPPLIES.COM

By MARK CANNELLA
University of Vermont Extension

BARRE, Vt. — Prime-time maple retail sea-
son is picking up! It is time to welcome leaf 
peepers into our glorious northern woodlands, 
gear up for holiday sales and revisit price points 
for local demand. 

I have worked with dozens of maple producers 
and retailers in recent years. Everyone wants to 
make more money and smart price-setting strat-
egies are the key to meeting financial objectives. 

It is common for people to scoff at a neighbor who apparently 
prices dooryard maple gallons too low. Who is selling syrup for 
$35 per gallon? 

It is increasingly common for people to scoff at that new busi-
ness selling pints online for $22+ in fancy glass bottles (aka expen-
sive glass!). Whatever! Stop judging others and double-down on 
your own pricing strategy. 

Price strategy can factor in a number of considerations. 
Competitive pricing is a basic strategy that is very common. To 

use the competitive price strategy you scan the market place for 
similar products and peg your price to those.  

An additional step is to implement price signaling. Price sig-
naling occurs when you decide you want to implement a price 
discount compared to similar products…. “$2.00 off half pints, 
great value!” 

Be aware, signaling works both ways. You could bump prices 
up 20% and now the customers whisper to you, “Why is that 
syrup down the road so cheap? Should I be worried about their 
syrup quality?”

If you are serious about making money, or serious about not 
losing money, you want to adopt a cost-based pricing strategy. To 
establish a cost-based pricing strategy, tally up the overall costs 
of running the business and calculate them to a per product unit 
size. 

This can happen in stages. A first step is to take total costs and 
divide that by total production. Business advisers might call that 
an average cost or production but more often we all it a “reality 
check.” 

Let’s say the average cost of production is $78.50 per gallon, 
good start. Consider your markets, review records on what pack-
age sizes you sell and set your prices to hit a $78.50+ as blended 
average across all the units sold. 

The next steps in cost-based pricing are to analyze package 
costs, packing labor and sales effort for specific product lines. 

Consider customer demand and the competitive environment 
at every point in your price setting decisions. If you consider rais-
ing prices you will need to make sure your products, message and 
brand match customer values. 

UVM Extension has launched an online pricing tool at vtma-
plebiz.org. 

The pricing and sales forecast calculator is one of seversal maple 
business planning tools that include a yield forecast, cost budget 
and self-guided business plan. 

UVM is also inviting producers to participate in the  Northeast 
Maple Producers Survey. 

We want producer input on the changes in the maple industry 
and how your business is adapting. 

The online survey is available at: survey.vtmaplebiz.org

Price-setting strategies for maple sales

MARK  
CANNELLA

UVM EXTENSION SPECIALIST Mark Cannella recommends that 
sugarmakers be strategic in their syrup pricing as we go into the busy fall 
and holiday selling season.
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