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Post-Hire Individual Meeting
Duration: 1 hour

Objectives:
This optional session allows the ambassadors to become more acquainted with the 



Notes
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Program Orientation

Objectives:
By the end of this session, FreshLink Ambassadors  (FLA) will be able to…
•	 Describe the foundation of the FreshLink Ambassador Program
•	 Demonstrate understanding of ambassador expectations
•	 Demonstrate understanding of policies and procedures relevant to the                         

ambassador program
•	 Establish and identify ground rules relevant to learning and working among                  

ambassadors and team members
•	 Create a welcoming, inclusive space where all voices in the room are heard 

Materials:
•	 Sign in sheet
•	
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To begin, let’s go around the circle and share why we are each here. What made you 
decide to sign up and how did you get interested in healthy food access?  

Take time to have each participant share, facilitators included. 

There are certainly many reasons why we are here, but one common reason across 
our group is the fact that we all care about healthy food access (or community,  health, 
or any common thread that can be pulled). The FreshLink Ambassador Program is 
here for a reason too, and we would like to share that story with you to give you a 
better picture of where this program fits in the food justice movement and why our 
work matters. This session will be a background of the research that framed the 
FreshLink program and an overview of the FreshLink Ambassador Model. We will 
learn more about each other as we go through training and outreach, and we will 
understand what each of us brings to the table. Right now the focus is to set the 
foundation.  

Display PowerPoint presentation. Open your workbooks to follow along or take notes. 
 
Slide #1 
FreshLink began as the core research project of the Prevention Research Center for 
Healthy Neighborhoods (PRCHN) at Case Western Reserve University in Cleveland, 
Ohio. By starting in this way, researchers were able to develop, study, test, and refine 
the FreshLink Ambassador Model to be as effective as possible. The lessons learned 
throughout the research phase helped create the final version of what is now the 
FreshLink Ambassador Program. Since this model is intended to be used across the 
nation, every organization has an opportunity to make changes that will best fit the 
communities in which they work.
 
Slide #2
Let’s start today by introducing ourselves. Here is the FreshLink team who will be 
working with all of you! Read names and titles and explain roles

Slide #3: 
This image depicts the overall goal of FreshLink. The five-year study began in 2014 
and concluded in 2019. There were four phases in the study (read from slide). As 
you can see, they didn’t happen in one straight line, but instead took a winding path 
created by lessons learned, experiences, and community involvement. 
 
Slide #4: 
The goal of the FreshLink study was to improve the reach, adoption, and impact of 
farmers’ markets and SNAP incentive programming among SNAP recipients living in 
low-income neighborhoods in Greater Cleveland, Ohio. In short, the aim was to 
promote health by improving access to fresh and healthy foods in our neighborhoods.

Slide #5: 
The overall project was guided by a Nutritious Food Access (NFA) framework that 
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The reality is that people who are experiencing economic challenges do not 
necessarily have the opportunity or ability to access healthy food. These statistics 
reflect a serious opportunity to improve health outcomes by increasing the number 
of farmers’ market users in the community. 

This also was a shocking reality because Cleveland has a long-standing farmers’ 
market network, and the SNAP incentive program (Produce Perks) had been available 
since 2009. 

Slide #9:
The survey also found that participants who were aware of a farmers’ market were 
more likely to go. Additionally, participants had a knowledge of the SNAP incentive 
program available at the market. 
 
Slide #10:
The second step in developing the FreshLink ambassador intervention was to 
understand how farmers’ markets fit into the food habits of residents. Researchers 
wanted to understand what the habits were around food in general to see how 
farmers’ markets might fit into this habit. We did interviews with 30 of the 304 
individuals who had participated in the original survey.
 
Slide #11:
The research team then had everyone map three different parts of their food habits: 
where they get food, how they make and eat food, and who they do this with. The 
blue dots represent people they share their habits with; the red rings represent how 
they make the food or find recipes. Feel free to conduct this same exercise with your 
staff, community, or ambassadors to show the common connections and popular 
food trends in your group.
 
Slide #12:
After the participants mapped out their food habits, interviews were conducted with 
each individual to identify the most common stores shopped at, shopping habits, and 
mutual connections. This “map” was created based on the responses of participants, 
showing connections between people and food access places. Food pantries, 
supermarkets, farmers’ markets, and discount stores were the most common places 
people frequented for food shopping.  Researchers also asked if people had a social 
connection to the place where they bought their food. To understand this map, refer 
to the legend about shapes, colors, sizes, and lines. For example, a larger sized 
green box indicates that the individual has more social connections at a location 
(e.g., food pantry).

Slide #13:
This slide breaks down these numbers a little bit more. 
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Slide #15:
The ambassador’s most important role is to make connections in the community 
and bridge the gap between residents and resources. Here are some photos taken 
at outreach events, where FreshLink ambassadors were spreading the word about 
the benefits of farmers’ markets.

Slide #16:
FreshLink is guided by a specific vision, mission, and set of values. These were created 
by collaboration between the original ambassadors, FreshLink team, and partners/
local organization leaders. This vision keeps the work focused on the long term goals 
of the program and helps in making strategic decisions wherever FreshLink goes! 
FreshLink’s vision is to bridge residents to resources to foster healthy communities. 
Our mission is to increase farmers’ market use among people receiving SNAP benefits 
through peer-to-peer outreach to promote awareness of and social connectedness 
to markets.
 
Slide #17:
The FreshLink values are the foundation of the work that we do. From the individuals 
working on or with Freshlink to the places we conduct outreach, to how we treat 
others—our values should show through our actions. We will keep these values 
visible during our meetings as a consistent reminder of what we stand for (Read 
values from slide)

Slide #18:
Does anyone know what a food desert is? (Ask for a volunteer to explain)

For slide visuals: Visit the USDA “Food Atlas” at www.ers.usda.gov/foodatlas/ and 
create a map for your target area. You are able to select different categories, layers, 
and size. This will allow for visualization of the current food access situation in the 
area and provide talking points if the ambassadors are from the area. 
USDA Definition: A food desert is an area lacking retail outlets that sell fresh fruits, 
vegetables, and other healthful whole foods. It is typically found in impoverished 
areas. “Food deserts” are often heavy on local convenience/corner stores and fast 
food outlets that provide a wealth of processed, unhealthy foods.

Review USDA Food Desert map: explain that this resource is available for free 
online, what criteria was chosen, and the impact of food deserts on the community.
When thinking about addressing food disparities and food access, it is important to 
recognize how racism has affected these disparities. Specifically, structural racism 
is a key factor. M䠀̀

http:////www.ers.usda.gov/foodatlas/ 
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Historically, redlining in neighborhoods has resulted in grocery stores moving out to 
the suburbs, leaving low-income neighborhoods (with predominantly black or African 
American residents) without healthy food nearby. Redlining  occurred not only in 
Cleveland but across the United States and played a big role in the health outcomes 
of our communities and neighborhoods. On the right is a map of food deserts in 
Cleveland from 2017, published by the Cuyahoga County Board of Health. The darker 
shade demonstrates areas of high food insecurity. If you look closely, these maps 
overlap quite heavily, demonstrating the correlation of racism and food security. 

If your community has similar maps or data similar, please include in place of 
Cleveland data and adjust text as necessary.

Slide #20:
For this slide, if possible, include maps that display redlining in your community. 
Additional resources that show segregation in the US are: www.antibiaslaw.com/
node/3764 or https://demographics.virginia.edu/DotMap/ 

Slide #21:
A second example of structural racism within food access touches on the United 
States Department of Agriculture’s policies that intentionally discriminated against 
African American/black farmers and contributed to the 98% loss of black-owned 
farms in the United States. Lastly, racism, in all its forms, puts people of color at a 
disadvantage, making it harder for this population to obtain fresh, nutritious foods. 
In a society where racial equity is a reality, “the distribution of society’s benefits 
and burdens would not be skewed by race. Racial equity holds society to a higher 
standard. It demands that we pay attention not only to individual-level discrimination, 
but to overall social outcomes” (Aspen Institute). 

FreshLink is not the sole solution to fixing a community’s issues, but it does work 
to help dismantle systematic racism by empowering community members as 
ambassadors, providing information about available resources, and promoting 
racial equity by bridging disadvantaged populations to fresh, healthy, affordable food 
options and choices.  

Slide #22:
FreshLink Ambassadors will conduct a variety of different types of outreach to invite 
residents to farmers’ markets and engage with them at the market. The goal of 
these outreach activities is to build connections with people to help raise awareness 
about farmers’ market, resources in the community, and build a sense of connection 
between residents and food access points. During outreach activities, the FreshLink 
ambassador will share the following: 

1.	 Information about farmers’ market resources
2.	 Education and insights about the benefits of farmers’ markets
3.	 New customer coupons to help residents take a no-risk chance to shop at a 

farmers’ market. 

REFLECT: This is a good stopping point to check in with 
ambassadors and see if they have any questions or comments 
about what they have learned so far. Ask for volunteers to share 

any of these thoughts at this time.

http://www.antibiaslaw.com/node/3764
http://www.antibiaslaw.com/node/3764
https://demographics.virginia.edu/DotMap/
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One on One Interactions
FreshLink ambassadors (FLA) may engage in conversations about farmers’ markets 
and SNAP incentive programs outside of a scheduled outreach event. These are 
typically not scheduled and revolve more around your daily/weekly habits. As we learn 
more about “change talk” in later sessions, you will be able to identify people who are 
ready for change and whom you may be able to help with the knowledge you learn 
from FreshLink. These conversations can include sharing fact sheets or resources, 
general conversation about food access or farmers’ markets, or distributing a new 
customer coupon that could be used at a farmers’ market.

Examples: Talking to individuals in an informal setting such as a neighbor or someone 
at a neighborhood meeting or place of worship. 

Community Event
A FreshLink Ambassador may share information about farmers’ markets and the 
Produce Perks program to a group of people or individuals at a community event. 
These are typically planned by the FreshLink staff, and ambassadors will have a 
chance to sign up to attend different community events over the summer. After the 
brief conversation, FLAs offer new customer coupons to people attending the session. 

Examples: Visiting a local pantry, block club, neighborhood event

Job and Family Services
FLAs will have the opportunity to staff a table at the Department of Job and Family 
Services (JFS), where they will be able to talk about the market and SNAP incentive 
programs to people visiting JFS. These events are planned by the FreshLink staff, 
and ambassadors will have a chance to sign up to attend different community events 
over the summer. After the conversation, FLAs can offer new customer coupons.
 
Market Day Events
All FLAs are assigned to a “home” market. Let’s quickly go around the room and 
remind everyone which market is your home market. During the summer, we will do 
outreach at the farmers’ markets once per month. These outreach events will be 
during the (market specific) weeks of the months. Show calendar. You will always 
conduct outreach at your home market and will also be paired with another FLA during 
this time. A market day event is put on by the FLA in collaboration with the market 
manager. These events will display some of the fun, interesting, and community-
building activities that can happen at the market. 

Note: Market Day Events are the only outreach location where you will not hand out 
new customer coupons.

Examples: Tour of the farmers’ market, cooking demo, craft, or activity. As a reminder, 
we already signed up for some of these events during the orientation meeting.

Slide #23:
While conducting outreach within various communities and at various sites, FLAs 
will give out new customer coupons to individuals with whom they interact. These 
coupons are designed to encourage people take a “no risk” chance at a farmers’ 
markets to see what they think. The coupons are valued at $5 and can be redeemed 
to buy fresh fruits and vegetables at any of the FreshLink market sites. Before handing 
out the coupons, FLAs will conduct a short survey to collect basic information about 
each recipient. We ask that FLAs only give one new customer coupon per household. 
We will learn more about the survey and value of each question in later sessions.
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As an FLA, you will be given two $5 stipends ($10 per week) to spend on fruits and 
vegetables only at any of the FreshLink markets. This stipend is available so you can 
try different produce or recipes and can share your personal experience and explain 
how you prepared it. (Your organization may vary in the ability or amount of incentives 
you’re able to disseminate as part of the FreshLink Project. The curriculum should 
be amended to reflect the capacity of your organization).

Slide #24:
We know that you probably have a lot of questions about your role as an FLA. While this 
presentation briefly touches on the history of FreshLink and the role of ambassadors, 
we will get into much more detail as we continue in our training. 

As a FreshLink ambassador, people will likely ask you why you are doing this or how 
this position came about. Hopefully now you know more of the story of the program’s 
development and where it fits into the picture of the healthy food access in your 
community. In your workbook on page __, write a response to the following questions 
in your own words: 
•	 Why are you a FreshLink ambassador? 
•	 What is the goal of the FreshLink Ambassador Program?  
(Ask volunteers to share their responses with the group)

Ambassador Handbook
It is recommended that your organization provide an employee manual for the 
ambassadors. You can access the handbook used by the Prevention Research 
Center for Healthy Neighborhoods by visiting: www.prchn.org/freshlink_home.aspx 

Next we wanted to take time to touch base on the FreshLink Ambassador Handbook. 
Everyone received the ambassador handbook at the orientation meeting. We hope 
you had a chance to review it. We wanted to take a few minutes to review any questions 
you may have related to the policies and procedures in the handbook. It is important 
to us that you have time to address any concerns.

Please sign and return the Acknowledgement Form that can be found in the back 
of your handbook, stating that you have read and understand the policies and 
expectations outlined for your role as a FreshLink Ambassador. Please also read and 
sign the Media Release Form and the Assurance of Confidentiality Form. 

Ground Rules
Next we are going to set a few FreshLink Ambassador ground rules that will help 
shape the type of environment we want to be a part of. All of us bring a wealth of 
knowledge and experience to the FreshLink team, and ground rules help ensure that 
everyone is heard and is comfortable. This is a safe space where all opinions and 
insights are honored.  

Consider a group you are/were a part of that was terrific. What was it about that 
group that made it successful? Write your thoughts down on the sticky notes and 
put them on the terrific side of the flipchart. Next, think about a group you are/were 
a part of that was terrible. What was it about that group that didn’t work? Write your 
thoughts down on the sticky notes and put them on the terrible side of the flipchart. 

APPLY/AWAY

MODULE 2: 
(10 minutes)

REST: Invite ambassadors to take a 10-minute break between 
modules. This time can be spent using facilities, replenishing 

http://www.prchn.org/freshlink_home.aspx 
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Can a volunteer read out what was written for their terrible experience? What about 
terrific?  What are some concrete actions that could help turn the terrible examples 
into terrific examples?

As a FreshLink ambassador, what type of ground rules would you recommend?   
Wait for responses and write them down on the flipchart. If people are drawing a 
blank, give some examples, such as respecting the opinions of others, showing up 
on time, and being fully present.  

Any others? How about (no cell phone except for emergencies; equal participation; 
only one person speaks at a time; all voices in the room are valued and heard; be 
comfortable—speak freely; eat and drink, stand up or sit down as needed, start and 
end on time)? Would we like to add any of those?   

Working together as a team and giving one another feedback will be an important 
part of the FreshLink ambassador program and your experience. During the FreshLink 
ambassador training and program, you will have the opportunity to try things that 
may be new and different and participate in the process of sharing feedback with 
each other and the facilitators. Throughout the training sessions, we will be doing 
role play and giving one another feedback. After completing the training, you will rely 
on each other to work through challenges you may face when promoting the farmers’ 



Notes
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Site Visit: Food Pantry or 
Distribution Site

Objectives:
By the end of this session, FreshLink Ambassadors will be able to…
•	 Identify and list the components/activities occurring at a food pantry
•	 Practice starting conversations with community members at events
•	 Identify ideas of Ambassador activities or handouts that would be useful to conduct 

at a food distribution event

Materials:
•	 Sign in sheet
•	 FreshLink Ambassador Handbook
•	 FreshLink Ambassador Workbook
•	
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As part of the FreshLink training we have scheduled several site visits for you to 
begin to understand what outreach events can and will look like. This gives you an 
opportunity to meet some of the individuals you will be coordinating with at various 
sites throughout the summer. Food pantries or distribution events can happen 
through school market programs, churches, or other community anchors. 
 
To share a little more about the pantry, we have invited the coordinator to talk more 
about what happens at this site in regards to: timing, sign in, produce variety, layout, 
and the clients. As you listen, please take notes about the types of services and 
activities offered at this site and begin to think about what types of FreshLink activities 
and outreach could complement what is already happening. We have space for you 
to take notes on page __ of your workbook. Facilitator introduces Pantry facilitator, 
coordinator or volunteer who will provide an overview and tour.
                                                                   
Let’s discuss what we have learned so far:
•	 Did anyone learn anything new today? 
•	 Did anything surprise you? 
•	 Based on what you heard, do you have any ideas of good ways for FreshLink to 

engage in this space?

We are going to spend a little time talking about starting conversations. Whether 
you are talking to a friend or a complete stranger, starting conversations is the main 
job of the FLA. Can you think about a time that someone approached you in a public 
place? Think back to how you reacted—were you interested in what the person had 
to say or were you bothered that they stopped you? 

Let’s give some examples of times a stranger stopped you but it was not a good time 
or you were annoyed by their approach. Does anyone want to share an example?

•	 Was there anything the individual specifically SAID or DID that contributed to the 
way you felt? 

•	 How did you respond? 
•	 Is there anything they could have done differently that would have changed your 

response? 
•	 Can someone give me an example of a time a stranger stopped you to start a 

conversation and you had a receptive response? 
•	 What did that person SAY or DO that led to your positive response? 
•	
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Something else that’s important to think about is how to know when someone is 
not interested in starting/continuing the conversation. Let’s also write down some 
signals that let us know when someone is not interested in the conversation.

Now we would like you to take your ideas and put them into practice! You don’t 
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Session 1: Farmers’ Markets, SNAP 
Incentives, & Nutritious Food Access

Objectives:
By the end of this session, FreshLink Ambassadors will be able to…
•	 Create a comfortable, welcoming, inclusive space where all voices in the room 
     are heard 
•	 Describe farmers’ markets and SNAP Incentive Programs available at the market
•	 Articulate factors influencing healthy food access 
•	 Define their role and develop a comprehensive list of professional guidelines to follow 	

throughout the market season

Materials:
•	 Sign in sheet
•	 FreshLink Ambassador Handbook
•	 FreshLink Ambassador Workbook
•	 FreshLink Ambassador Facilitator Guide
•	 Healthy snacks 
•	 Sticky notes  
•	 Markers 
•	 Pens 
•	 “Parking Lot” flipchart page
•	 PowerPoint
•	 Name tags
•	 Handouts about SNAP
•	 Handouts about ‘what’s in season’/ chart throughout year
•	 Jeopardy Answer Sheets
•	 Large Flip Chart Paper
•	 Coins, Tokens, or Tickets used at the Farmers’ Market 
•	 Plates/Napkins/Waters/Utensils for food sharing
•	 Session Evaluation    

Duration: 2.5 hours

FreshLink Values Emphasized: Racial Equity, Educating, Engaging 
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Food Sharing  
Today we have brought _______. The ingredients included are_______ and the 
season for these ingredients is ________. We included the (recipe/market locations 
that sell this/more info on the dish) up front if you would like more information. We 
hope you enjoy it! 

Review Homework 
At the end of some of your sessions you will have a short homework assignment, 
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Slide #5
If you have a SNAP Incentive Program, visually show the difference in the amount of 
produce that can be bought if a SNAP customer participates in the program. To see 
the Cleveland example, please refer to the “Double Value Produce Perks” graphic in 
the FreshLink Ambassador Workbook.

Other Types of Nutrition Incentive Programs 
Building on our value of “educating” it is important for FreshLink Ambassadors to 
be aware of all nutrition incentive programs available. This list helps to define the 
differences between each program. It will be helpful for you to become familiar 
with these different types. People may be confused about the difference, or simply 
want to know if they are eligible. All the programs help to get healthy food on the 
tables of community members, so you are welcome to discuss different options with 
people. Knowledge is power, and the more you know the more you can share! To 
see the Cleveland example, please refer to the “Local Alphabet Soup” graphic in the 
FreshLink Ambassador Workbook.

Food Access Jeopardy
We are all here because we want to improve healthy food access, so we are going to 
play Healthy Food Access Jeopardy as a way to review a few concepts and facts about 
healthy food access! This is low stakes jeopardy and the rules are simple, anyone 
can answer the questions and everyone gets a chance to pick a category. We will 
choose the person to start the game, that person will pick a category and answer 
the question in that category. If they don’t know the answer or get the wrong answer, 
they can ‘phone a friend’ by asking another ambassador for help. That person would 
also choose the next category. If they get the question right, the person to their right 
will choose the next category. This game of Jeopardy is meant to be fun and non-
competitive so don’t worry about winning! After the game we will give you a handout 
with all the answers for you to refer back to when needed.  

Categories:  
•	 Food for Thought (definitions)  
•	 Risks and Realities (problems exacerbated by lack of healthy food access)  
•	 By the Numbers (data and stats on healthy food access)  
•	 Turning the Table (initiatives for change)  
•	 Community Health Initiatives (working better together)

FOOD FOR THOUGHT
 
$100 Question: The household-level economic and social condition of limited or 
uncertain access to adequate food. 

$100 Answer: What is food insecurity?

•	 In 2016, approximately 12.3% (15.6 million households) of people in the United 
States lived in food insecure households. That’s more than 1 in 10 Americans. 
(Household Food Security in the United States in 2016, ERR-237 Economic 
Research Service/USDA)

REMIND: For homework, ambassadors should review how Credit/Debit, 
SNAP/EBT, and SNAP Incentives work at each market you are working 
with. This table will be something your organization will put together 

based on the markets they are working with.  

MODULE 2: 
(30 minutes)
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https://www.ers.usda.gov/data-products/food-access-research-atlas/go-to-the-atlas.aspx
https://www.ers.usda.gov/data-products/food-access-research-atlas/go-to-the-atlas.aspx
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$200 Question: This disease is often caused by poor nutrition. It leads to thirst, 
fatigue, loss of feeling in hands and feet, and blurred vision. Insulin shots are often 
needed. 

$200 Answer: What is diabetes? 

•	 Include information and statistics about your county’s diabetes rates.
 
$300 Question: ___ % of households in (county) are food insecure.  

$300 Answer: What is ___%? (2015, Feeding America Report)

•	 Include information about statewide or local food insecurity.
 
$400 Question: As many as ____ (ratio, percentage, or rounded number) residents 
in (county) live in food deserts. 

$400 Answer: What is _______ (ratio, percentage, or rounded number)?

•	 If information regarding food deserts is available for your county or area include  
this specific data or go to

BY THE NUMBERS

$100 Question: The average person should eat ____ servings of fruits and ____ 
servings of vegetables daily. 

$100 Answer: What is 1 ½ - 2 cups of fruits and 2-3 cups of vegetables daily?
 
•	 More information on federal fruit and vegetable recommendations from 2015: 

www.cdc.gov/mmwr/volumes/66/wr/mm6645a1.htm?s_cid=mm6645a1_w
 
$200 Question: ____ % of (state) residents receive SNAP benefits.

$200 Answer: What is ____%?

•	

http://www.cdc.gov/mmwr/volumes/66/wr/mm6645a1.htm?s_cid=mm6645a1_w
https://www.cbpp.org/research/food-assistance/snap-state-by-state-data-fact-sheets-and-resources
https://www.cbpp.org/research/food-assistance/snap-state-by-state-data-fact-sheets-and-resources
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TURNING THE TABLE
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$100 Question: 

$100 Answer: 
 

$200 Question: 

$200 Answer: 
 

$300 Question: 

$300 Answer: 
 

$400 Question: 

$400 Answer:

Homework
We would like everyone to take time before our next session to thoroughly read the 
charts on workbook pages __ regarding Payment Processes at FreshLink Markets 
and the Types of Nutrition Incentive Programs. If you have any questions about the 
different payment options or how they work, write them down so we can review them 
at our next session. 

Check-in
High/Low Check-in:  Each week we will check-in with you to share your “high” and 
“low” for the training session or the past week. A “high” can be what you most 
enjoyed, learned the most from, thought was most important, or anything else that 
stands out to you. A “low” can be something that was hard, confusing, missing, or 



Notes
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Session 2: FreshLink Ambassador Role 
and Creating Conversations about the 

Benefits of Farmers’ Markets

Objectives:
By the end of this session, FreshLink Ambassadors will be able to…
•	 Define their role and develop a list of professional roles and responsibilities
•	 Learn from former FreshLink Ambassadors, facilitators, and market managers about 

their experience with and benefits from participating in the FreshLink Ambassador 
project

•	 Clearly communicate their role as an ambassador through a quick introduction of 
themselves

Materials:
•	 Sign in sheet
•	 FreshLink Ambassador Handbook
•	 FreshLink Ambassador Workbook
•	
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Panel Presentation – Community Member & Market Manager(s) 
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No two introductions will be exactly the same. You can describe your role as a 
FreshLink Ambassador and promote the farmers’ market while still being YOU. Make 
it uniquely you, engaging, and clear. Give it a try!
 
There is space in your workbook on page __ for you to jot down the introduction you 
came up with today. Keep practicing how you will introduce yourself as a FreshLink 
Ambassador until it becomes second nature. Next week, we will build off our 
introductions to create the whole message. 

Homework
None 

Check-in
0-100 Check-in: This week for our check-in we will use a rating scale, 0 to 100, about 
how you’re feeling about the training session or the past week. A rating of 0 means 
that you are completely confused or unhappy, and a rating of 100 means that you 
feel this is the best day of training/best week so far and you are completely satisfied. 
Please share why you gave the specific rating; we want to know how you’re feeling 
throughout this process and how we can help make it even better. Who would like to 
share your 0 to 100 rating first?
 
Evaluation
Remind ambassadors that they will receive a survey in their email that serves as 
the evaluation of this session. Offer to assist as needed/provide computer if needed 
to complete evaluation. Offer a hard copy of the evaluation for those who prefer to 
complete evaluations on paper.  

AWAY

WRAP UP: 
(5 minutes)



Notes
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Market Overview 
We would like to welcome all of you to the ___________ Farmers’ Market (or Farm 
Stand)! We are going to learn a little more about the history of this market and how 
it operates, but first we would like to go around and do introductions since some of 
you are meeting the Market Manager(s) for the first time. Please tell us your name 
and your favorite fruit or vegetable to buy at the market. Facilitator allows time for 
everyone to introduce themselves. 

Great! Now we would like to talk a little bit more about the farmers’ market we are 
visiting today. As a reminder, FreshLink is working with both farmers’ markets and 
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•	 Now that we have spent a bit of time here, is there anything you think could be 
overwhelming or confusing for a new visitor to the market? 

•	 How could we help explain those things to them or what could we do to make 
their visit easier-especially those who are visiting for the first time? 

•	 What do you think are the most important roles for FreshLink ambassadors on 
market days?

•	 What types of information, resources or activities do you believe would be helpful 
for a visitor of the market?

 
Mock Introduction to Farmers’ Markets
Now that you have been able to familiarize yourself with ___________ Farmers’ 
Market (or Farm Stand), we would like for you to practice introducing someone to 
the farmers’ market. Pair up with another ambassador and practice introducing one 
another to the market. Be sure to explain where SNAP tokens can be collected and 
familiarize each other with the market just as if you were doing this with a stranger.
 
Ambassadors pair up and take turns role-playing in order to introduce one another 
to the market.
 
Facilitator brings group back together- and debriefs with sharing/questions.
•	 What went well during this role play? 
•	 What was difficult?
•	 Is there more context you would need in order to feel more comfortable approaching 

individuals at the market? 
 
Homework
None

Check-in
High/Low Check-in:  Each week we will check-in with you to share your “high” and 
“low” for the training session or the past week. A “high” can be what you most 
enjoyed, learned the most from, thought was most important, or anything else that 
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Session 3: Managing Differences in 
Work Styles and Approaches to 

Conflict Management

Objectives:
By the end of this session, FreshLink Ambassadors will be able to…
•	 Identify different working styles of individuals to better understand team dynamics
•	 Identify their own preferred work styles
•	 Identify methods of adapting work styles to meet the needs of the team
•	 List different approaches to conflict management 

Materials:
•	 Sign in sheet
•	 FreshLink Ambassador Handbook
•	 FreshLink Ambassador Workbook
•	 FreshLink Ambassador Facilitator Guide
•	 Healthy snacks 
•	 Sticky notes  
•	 Markers 
•	 Pens 
•	 “Parking Lot” flipchart page
•	 PowerPoint
•	 Name tags
•	
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Food Sharing  
Today we have brought _______ . The ingredients included are_______ and the season 
for these ingredients is ________. We have included the (recipe/market locations 
that sell this/more info on the dish)  up front if you would like more information. We 
hope you enjoy it!
 
Parking Lot  
Facilitators should review any items in parking lot from last session as well as provide 
answers to questions or concerns that were identified.
 
Review Homework 
None
                                               
Warm Up - Conflict Means...
Warm Up Objective:
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•	 We know that sometimes teamwork can result in conflict. However, conflict is a 
necessary and productive component of effective team dynamics. Can you give an 
example of time when conflict was productive for a team you were working with? 
Thank ambassadors for sharing and emphasize their decision to be innovative in 
their approach to resolving conflict.

 
The focus of today’s session is going to be about teamwork—how differences in how 
we work on a team can complement one another and how conflict can be managed 
and ultimately benefit teams. 

Learning Our Work Styles
Ambassadors will each take the Working Styles Assessment

We’re going to get started by exploring different traits related to our work style. We 
have a short quiz called the Working Styles Assessment. This begins on page __ 
of your workbook. Please read each statement and order your responses with the 
numbers 1, 2, 3, and 4; 1 being the response that BEST describes you and 4 being 
the response that LEAST describes you. When you’re done, you’ll add up all of the 
numbers. Record the total number for each letter in the back of the page. Once you 
are done you can look at the back to see what your preferred working style is.   
 
Encourage everyone to share their work style types: How many of you were Apples? 
Grapes? Bananas? Pomegranates?
 
How many of you found yourself in between two or more groups?
 
It sounds like we have a nice fruit salad in the room with a mixture of many different 
work styles! This tool is helpful because it highlights that we all come to a team with 
different work styles and how each style has strengths that help the team become 
successful.
 
Let’s start off by hearing a little bit about each of working styles. Would someone 
who was a Banana read out this description? Repeat this for each of the types.

Slide 2: Banana
Slide 3: Grapes
Slide 4: Apples
Slide 5: Pomegranates 

Probe for discussion after each type is read:
•	 For those of you who were [name of type], can you give some examples of how 

this description resonates with you?
•	 For those who were not [name of type], can you identify how someone with this 

style would add to a team?

Now let’s take some time to think about how the different styles in our “fruit salad” 
team combine to support us in the FreshLink Ambassador role.
 
For this activity we would like you to assemble in groups according to the fruit you 
most identified with. Facilitator helps organize group making sure that each fruit 
has at least one individual in their group. If there is a work style preference not 
represented, ask someone from a group of multiples to consider putting themselves 
in the role of another work style for this activity. 

MODULE 1: 
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Now we want to think about two different tasks or situations you might engage in 
throughout this summer. Specifically, we want to highlight different approaches for 
tackling the same topics to show the strength of the team. Turn to page __ in your 
workbook. You will see space to fill out your reflections through your discussions with 
the group. 
 
The two situations we will be discussing are: 
•	 Event Planning (meaning the work required to plan an outreach event)
•	 Outreach Events (this refers to the actual outreach you will be doing at various 

community sites this summer)
•	
In your groups you will answer three questions. We will give you about 10 minutes to 
discuss as a team. Then each team will have time to share out with the full group. As 
someone whose work style is like a (name of fruit), consider the following:
•	 How would we approach this task and what strengths would we bring to the table 

based on our style? 
•	 What parts of this task may be more challenging for us?
•	 How could our teammates of other work styles support us in this task?
 
This lessons helps us see that there are multiple ways to approach the same thing. 
As FreshLink Ambassadors, it will be helpful to not confine yourself to the approach 
that comes most naturally to you. We also encourage you to think beyond your 
typical way by working other members of the team to think about different ways to 
engage as ambassadors. Often when we can take a mixture of two or more different 
approaches, we get some of the most effective strategies and success. This blended 
approach—like a fruit smoothie — is different than what either person could do on 
their own.

Before we take a break, we are going to take some time to share the different 
strengths we each bring to the team. For this activity, we’re going to start off in a 
circle. I have a ball of yarn that we will toss around the room to different members of 
the team. You will pick someone and then say one strength that person brings to our 
team. Hold onto one end of the string while you throw the yarn ball to this person. 
Then he or she will pick another person and describe one strength they bring to the 
team and will throw the yarn. We will do this so everyone receives the yarn one time. 
Please hold onto your string the whole time.
 
After the activity is complete, ask the group to look at the web that they created. 
Highlight that the connections between everyone are what makes it strong. 
Encourage everyone to remember the strengths of the team as we transition into 
our next segment after the break.

Facilitator should tell ambassadors that in the back of the workbook, they will find 
a chart that  describes work style and how they relate to each other. Encourage 
ambassadors to utilize this throughout the summer as they work with other 
ambassadors and try to understand one another more.

AWAY

REST: Invite ambassadors to take a 10-minute break between 
modules. This time can be spent using facilities, replenishing 

snacks, and asking questions as needed for clarification.
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Thoughts or questions to consider regarding active listening are:
Am I focusing on what they are saying? Am I spending time thinking about what they 
are saying and understanding it? Or am I focused on what I would like to say back to 
them? How can I pay more attention to what they are saying?
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Homework
As we mentioned earlier, we would like you to practice both your active listening skills 
and your ‘I’ statements at home with your friends and family. This isn’t something 
you need to announce you are doing, rather try to integrate into your everyday 
conversations. When we come back to Session 4, we will discuss the impact it had 
on your conversations. Any questions?

Check-in
0-100 Check-in: This week for our check-in we will use a rating scale, 0 to 100, about 
how you’re feeling about the training session or the past week. A rating of 0 means 
that you are completely confused or unhappy, and a rating of 100 means that you 
feel this is the best day of training/best week so far and you are completely satisfied. 
Please share why you gave the specific rating; we want to know how you’re feeling 
throughout this process and how we can help make it even better. Who would like to 
share your 0 to 100 rating first?
 
Evaluation
Remind ambassadors that they will receive a survey in their email that serves as 
the evaluation of this session. Offer to assist as needed/provide computer if needed 
to complete evaluation. Offer a hard copy of the evaluation for those who prefer to 
complete evaluations on paper.  

WRAP UP: 
(10 minutes)



Notes
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Session 4: Creating Messages

Objectives:
By the end of this session, FreshLink Ambassadors will be able to…
•	 List different types of change talk that is used when someone discusses changing a 

behavior
•	 Identify and utilize response skills when engaging in change talk (empathy, autonomy, 

active listening)
•	 Identify and utilize skills to elicit change talk from individuals who may be considering 

visiting a market
•	
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Food Sharing  
Today we have brought _______ . The ingredients included are_______ and the season 
for these ingredients is ________. We have included the (recipe/market locations 
that sell this/more info on the dish) up front if you would like more information. We 
hope you enjoy it!
 
Parking Lot  
Facilitators should review any items in parking lot from last session as well as provide 
answers to questions or concerns that were identified.
 
Review Homework 
Last session we asked all of you to try to incorporate your active listening skills into 
your everyday conversations with friends and family. Did anyone try it? Pause and 
look to ambassadors for their response. How do you feel these techniques impacted 
your conversations? Is this something you will continue to incorporate into your day 
to day interactions?
                                               
Warm Up - Rady for Change
Warm Up Objective:
Introduces the concept of ‘Change Talk’ to ambassadors. The modules in this session 
will focus on understanding the types of change talk that an individual may use when 
discussing their desires related to visiting/not visiting a farmers’ market. This warm 
up is meant to open the conversation for ambassadors to think about the types of 
language they use in their own lives when ready/not ready for change.
 
Facilitator Instructions: 
Today we are going to be learning as a group how to listen for ‘Change Talk’—this 
refers to using active listening and other skills to identify when someone you are 
speaking with is ready to make a change in behavior (such as visiting a farmers’ 
market). It is important for us to see and hear their verbal and non-verbal cues 
so that as ambassadors we know when is a good time to encourage continued 
conversation and exploration about their experiences with/desire to visit a farmers’ 
market. Sometimes we will meet someone who is clear that they are not ready to try 
something new (NO). Some people will be somewhat on the fence and can better 
make a decision with more information (MAYBE). And some are very ready and 
actively taking steps to make change (YES). 
 
Work in Pairs:
For now, we want you to work in groups of 2 or 3 and discuss the following questions:
•	 What do you say or do when you are not thinking of changing? 
•	 What do you say or do when you are thinking about changing?
•	 What do you say or do when you are actively making changes?

We will discuss share our conversations as we move into the first module of the day. 

Listening for Change Talk
Let’s talk a little bit about the warm up we just did. We asked you to think about 
the ways you speak or act in the various phases of change. Let’s go through each 
question we discussed and hear what some of your responses were.

•	 What do you say or do when you are not thinking of changing? 
•	 Example responses: “I’m not interested,” “This just isn’t for me,” “No thank you”

WELCOME: 
(30 minutes)

MODULE 1: 
(40 minutes)

ANCHOR 

REQUEST: Have the group share responses aloud.
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•	 What do you say or do when you are not thinking of changing? 
•	 Example responses: “I’ve been thinking about it but I need more information,” 

“I know I should, but I don’t know where to start,” “I’d like to try…but it’s hard”
•	 What do you say or do when you are actively making changes? 
•	 Example responses: “I have already scheduled to,” “I am going to,” “I am starting 

to”
We know change is not easy, and everyone we meet will be in their own place when 
it comes to considering changing their shopping habits to include farmers’ markets. 
That’s why it is important for us to understand the different forms of ‘Change Talk’ 
and what that means in terms of someone’s readiness to try something new!

Slide #2
There are seven different types of change talk that we are going to introduce to you 
today, but we’ve made it easy to remember them by using a simple acronym that we 
call “DARN CAT.’

The four types of change talk identified in the first part of the acronym (DARN) 
are considered the pre-commitment stages of change. This means that they are 
statements that show that a person is going in the direction of changing a behavior 
but by themselves, they DO NOT trigger behavior change. Let’s review the ‘DARN’ 
acronym:
•	 Desire: These are statements about preference for change such as: “I wish…” or 

“I want to…” Statements like these tell you about the person’s preferences for 
change or comfort with the status quo.

•	 Ability: These are statements about capability, such as “I could…” or “I might be 
able to…” These statements signal motivational strength.

•	 Reasoning: Specific argument�w: 

销
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You will be asked to invite someone you know (verbally) to visit a farmers’ market. 
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Let’s take a few minutes to practice ‘Liking’ the FreshLink social media pages. You 
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Both Facebook and Instagram provide a quick and constant way for us to communicate 
our message about the benefits of the farmers’ markets to our community and 
networks. It gives us a chance to share a wide variety of information such as what 
bus line to take to get to the market, what types of vegetables are in season, or 
recipes that can be used with the food you find at the market in very creative ways! It 
is up to you how and when you would like to use these platforms to share your efforts 
in the community, but we are here if you need any assistance in the process.

Homework
Now that we have talked about creating messages and practiced how to respond to 
answers of ‘Yes’, ‘No’ and ‘Maybe,’ we would like you to practice these conversations 
at home. Your assignment is to ‘invite’ a friend, family member, or neighbor to the 
farmers’ market this summer. This is just practice—having a casual verbal conversation 
is fine. We will discuss how our conversations went during Session 5. Remember to 
use the techniques we learned, including both listening and responding to change 
talk.

Check-in
High/Low Check-in:  Each week we will check-in with you to share your “high” and 
“low” for the training session or the past week. A “high” can be what you most 
enjoyed, learned the most from, thought was most important, or anything else that 
stands out to you. A “low” can be something that was hard, confusing, missing, or 
frustrating. We want to know what was most valuable to you, and how you are feeling 
throughout this process. So who would like to share their high/low first? 
 
Evaluation
Remind ambassadors that they will receive a survey in their email that serves as 
the evaluation of this session. Offer to assist as needed/provide computer if needed 
to complete evaluation. Offer a hard copy of the evaluation for those who prefer to 
complete evaluations on paper.  
 

AWAY

WRAP UP: 
(10 minutes)



Notes
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Site Visit: Social Services

Objectives:
By the end of this session, FreshLink Ambassadors will be able to…
•	 Identify and list the services offered at [name of social service agency]
•	 Introduce themselves and establish a relationship with the [insert name of social 

service agency here] managers
•	
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Let’s start by discussing some of the guidelines we should be following while at [name 
of social service agency]. Discussion should be led by social service representative(s) 
Could include things like: no distributing food, where they are allowed to set up their 
tables, how and when they can approach individuals on site. 
 
Another important part of making sure we have a successful outreach is making 
sure we know all the logistics of the sites where we will be. We would like to review 
the guidelines for working on site at [name of social service agency] on page __ of 
your workbook to make sure you have all the details regarding each site so that you 
are set up for success!

Representatives from [name of social service] or the FreshLink facilitator should walk 
through the following with the ambassadors and representatives from the agency: 
•	 Site locations
•	 Manager contact
•	 Where to find supplies (table and chairs for set up)
•	 Who to contact if any issues or concerns
•	 Special announcements for ambassador arrivals



Notes
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Session 5:  Inviting People to Markets

Objectives:
By the end of this session, FreshLink Ambassadors will be able to…
•
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Market Invitation Review/Practice
Everyone was assigned to practice inviting people to the farmers’ market over the 
past few weeks. How did it go? What did you find worked well when you were starting 
to do these invitations? Ambassadors can refer to page __ in their workbook for any 
notes they may have taken relevant to their experiences with invitations.
 
As you respond, I will be making a list of things that went well. We can also note any 
challenges/barriers that came up, and we’ll talk more about those in a few minutes. 
Continue the discussion until all FLA’s have shared. Write down “What went well” 
items and “Challenges” on flipchart paper. 
 
Thank you all for sharing your experiences over the past week! You did great! 
  
As we can see from what we’ve talked about, you could also be running into some 
challenges as you invite people to visit the market. Let’s work through these 
challenges together in small groups, brainstorming what you could do if you ran into 
this situation again. There are blank pages in your workbook for you to take notes 
if you would like. We’ll 1sA>23.9 <0frese 
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Completing Forms
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Each ambassador will start off the month by requesting a certain number of coupons 
from our Data Manager. This can be anywhere from 25-100. These coupons can be 
given out at outreach events and one on one interactions. If you give away all of 
your coupons for that month, you can reach out to a FL Facilitator to get additional 
coupons.

Slide #4
Here is how to fill in each section of the coupon. Please be sure to record the 
information in pen. The coupon will be perforated so that you can fill out the top 
portion and the bottom portion can be carefully torn off and given to the customer 
to use.

REST: Invite ambassadors to take a 10-minute break between 
modules. This time can be spent using facilities, replenishing 

snacks, and asking questions as needed for clarification.

Section Explanation of how to fill-in section

Customer Name
Name of the person you are giving the coupon to. This will 
help us track to ensure that the coupons are given to new 
customers over the season.  

Zip Code Home zip code of the person you are giving the coupon to.  

Age Group The age group of the person receiving the coupon.  

Gender
The gender the person receiving the coupon identifies with. 
We have included ‘Other’ for those who do not identify as 
Male or Female.Male or Female.
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Slide #7
FLA Fruit and Vegetable Stipend

As we mentioned before, ambassadors will receive two (2) $5 coupons to be redeemed 
at the Farmers’ Market weekly. The stipends will expire at the end of each month, 
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Introduction and Networking
Good morning everyone! We are so excited to have all of you here so we can talk a 
little bit about our plans for the year and get to know each other a little bit better. Each 
market team is seated together so market managers and FreshLink Ambassadors 
can learn more about each other because you will be working together closely during 
the market season. Before we get started with our team building activity, let’s do 
some quick introductions. 

Have everyone share name, assigned market, and favorite thing to buy at the market.

Breakfast and Market Manager Discussion 
Now that we have done introductions, let’s go ahead and eat! While we are eating we 
are going to ask you to turn to page __ in your workbooks and go through the market 
manager and ambassador questions. This will give you each a chance to learn a little 
more about the manager you will be working with this summer.

Market Manager Panel 
Next we are going to have a panel with our market managers so you can learn 
more about each of their markets. There will also be time to ask questions from the 
audience. We are going to invite the panel up now and will be asking each market 
to answer the same questions. You will get a chance to see the differences among 
markets and learn about the unique assets of each one as well.

Facilitator will guide market managers through the following questions:
•	 How long has your market been operating, and how long have you been working 
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Add the following questions if the groups collaborate: 
•	 How did you come to the decision to collaborate?
•	 What became possible once you made the decision to share resources?
•	 What was challenging?

And then to make the issues really hit home, you need to tie it back to collaboration 
and communication on the ambassador team: 
•	 How does building the tower in this activity compare to our work together this 

summer as ambassadors? 
•	 How does this activity relate to being part of a larger community beyond just our 

ambassadors (the relationships with market managers, community members, 
outreach sites etc?)

•	 How can we encourage collaboration, communication, and sharing among the 
whole group?

Thank you so much for being here today. We hope you enjoyed getting to know one 
another! As a short homework assignment, we’d like each ambassador to set up a 
time to grab coffee or visit onsite with their market manager so you can chat a little 
more one on one. Please plan to do this sometime in the next three weeks and let us 
(the facilitators) know when you’ve scheduled to meet.

Homework
Remember to bring your copies of the coupons you’ve distributed to Session #7!

Check-in
0-100 Check-in: This week for our check-in we will use a rating scale, 0 to 100, about 
how you’re feeling about the training session or the past week. A rating of 0 means 
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Skill Building: Food Demo 101

Objectives:
By the end of this session, FreshLink Ambassadors will be able to…
•	 Identify three ways foods can become unsafe or contaminated
•	 Properly wash hands and glove them for food demonstrations 
•	 Recall proper hygiene and safety measures for conducting food demos
•	 Recall protocol for proper food demonstration techniques at the market and other 

outreach locations
•	 Practice the steps of conducting a food demonstration with assistance

Materials:
•	 Sign in sheet
•	 FreshLink Ambassador Handbook
•	 FreshLink Ambassador Workbook
•	 FreshLink Ambassador Facilitator Guide
•	 Food Demo Vouchers
•	 Food needed to conduct food demo
•	 Sticky notes  
•	 Markers 
•	 Food Demo Kit (contains all supplies needed for demo)
•	 FLA Ground Rules handout generated during Session #1
•	 Pens 
•	 Name tags
•	 Session Evaluation    

Duration: 2 hours

FreshLink Values Emphasized: Welcoming, Connecting, Engaging, Educating
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Today we will examine three types contaminants that occur from the environment.
1.	 Biological contaminants: Bacteria, viruses, fungi, parasites
2.	 Chemical contaminants: cleaners, pesticides, allergens
3.	 Physical contaminants: Dirt, hair, foreign objects, non-edible parts of the produce

Give instructions for activity:
We will now take about 3-5 minutes to partner up with someone else. You will need 
a piece of paper and a pen. You and your partner will work together to create a list 
of possible physical food contaminants in an outdoor or public setting. An example 
would be finding a hair or dirt in prepared food. 

Now that you and your partner have created a list of possible physical contaminants, 
let’s go over them and create a group list by recording each different item on a large 
post it or white board.  Encourage one person from each pair to go up and write their 
examples of physical food contaminants on the board or sheet. If you have an item 
that is already on the list just move on to your next identified item.

Wow, you guys did great and definitely have a strong awareness of potential 
contaminants that could affect our food demos. I know you are all going to do an 
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As we wrap up, can everyone please thank ____________ (food demo facilitator) 
for joining up today and teaching us about food demos?! Let’s all help clean up the 
space before we talk about our session check in. Feel free to go for seconds and 
enjoy any leftover ingredients! 

Regarding todays skill building session, does anyone still feel nervous about 
conducting a food demo? While food demonstrations are a great way to get people 
engaged at the farmers’ market, we do not want anyone to feel overwhelmed or 
pressed to do one. We understand that learning about food safety and hygiene can 
be intimidating, but we want this to be a fun, team building experience for everyone. 
Feel free to talk with us afterwards or at our next session about this!

Homework
Remember to bring your copies of the coupons you’ve distributed to Session #7!

Check-in
High/Low Check-in: Each week we will check-in with you to share your “high” and 
“low” for the training session or the past week. A “high” can be what you most 
enjoyed, learned the most from, thought was most important, or anything else that 
stands out to you. A “low” can be something that was hard, confusing, missing, or 
frustrating. We want to know what was most valuable to you, and how you are feeling 
throughout this process. So who would like to share their high/low first? 

Evaluation
Remind ambassadors that they will receive a survey in their email that serves as 
the evaluation of this session. Offer to assist as needed/provide computer if needed 
to complete evaluation. Offer a hard copy of the evaluation for those who prefer to 
complete evaluations on paper.  

WRAP UP: 
(10 minutes)



Notes
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Session 7:  Outreach Events

Objectives:
By the end of this session, FreshLink Ambassadors will be able to…
•	 Demonstrate understanding of FreshLink forms and ability to fill them in correctly
•	 Recognize and be able to utilize personal and community networks to promote 

farmers’ markets and reach SNAP recipients
•	 Differentiate between the types of outreach events and understand the elements of 

a successful outreach event
•	 Identify and be prepared to employ methods of engaging residents at events to 

share about the benefits of farmers’ markets 

Materials:
•	 Sign in sheet
•	 FreshLink Ambassador Handbook
•	 FreshLink Ambassador Workbook
•	
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Food Sharing  
Today we have brought _______ . The ingredients included are_______ and the season 
for these ingredients is ________. We have included the (recipe/market locations 
that sell this/more info on the dish)  up front if you would like more information. We 
hope you enjoy it!
 
Parking Lot  
Facilitators should review any items in parking lot from last session as well as provide 
answers to questions or concerns that were identified.
 
Review Homework 
Let’s talk about our homework from Session 5. We asked you to invite three new 
customers to the market by sharing the new customer coupon. How did it go? Do you 
have any questions or solutions to problems you ran into that you could share?

Take time to let a few ambassadors share their experiences, answer questions, and 
problem solve around any issues that may have arose. Then collect all completed 
New Customer Coupons.

We will collect the surveys from the coupons distributed each month during our 
planning sessions, so don’t forget to bring your folder with you to those sessions!

Warm Up - Story Time
Warm Up Objective:
Working together under ‘unexpected’ conditions and being creative about working 
together.

Facilitator Instructions:
Ahead of time, the facilitator should bring a chair and desk to the front of the room.
Today we will be talking about expecting the unexpected! This warm up is called story 
time! To get us started I need one volunteer. Don’t worry—everyone will get a chance 
to participate. Assign this volunteer the role of the ‘author.’ Everyone else gathers 
behind the author. 

Instruct the author to pretend to ‘type’ out their story. As the author,  YOU are expected 
to tell the story that the rest of the group will be acting out behind you. This is your 
chance to get creative! You are allowed to leave the author position as you’d like but 
must point to one of your fellow ambassadors to take over the story. The new author 
has to take your spot at the typewriter and continue telling the story while the rest 
of the group continues to act out the story. Authors and actors may switch up for as 
often as they’d like. We will take about 5-7 minutes to do this activity. We will start by 
giving the author a prompt to start the story. Let’s get started!

Facilitator can use one of the following prompts:
“This morning I woke up excited about the chance to do an outreach event at a food 
pantry located at a church in my neighborhood.”
“I was sitting at the park with my neighbor and asked her if she had tried the corn at 
the farmers’ market that is down the road from our houses.”

 Discussion:
•	 What was difficult/easy/surprising about this activity? 
•	 How did you feel when the author added a completely unexpected part to the 

story? How did you respond to the vision they created?

WELCOME: 
(30 minutes)
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When you were first hired, you signed up for shifts for the month of June and farmers’ 
market events for the entire summer. We would like you to take your calendars out 
and look at those now to verify you are still available for these shifts. Please also note 
the other FLA who signed up for the same event as you. It may be helpful to save their 
contact information in your calendar or phone so you can reach them if needed. As 
we mentioned, we will have time during our planning sessions to work on planning 
with your partner, but you should have their contact information in case you need to 
reach them prior to or the day of the event.

Facilitators should circle the room, answering questions and ensuring that everyone 
has found their event partners for the month of June.
 
We are going to take some time now to brainstorm both market day and community 
event ideas for additional ways you can share the benefits of shopping at and building 
community at the farmers’ market. When planning your activities at these events, 
remember that our overall goal is to build awareness of and community around 
farmers’ markets. Think about who might be interested in becoming a part of the 
market community and who could benefit from being part of it. You should aim to 
engage people in creative ways, making visiting the market appealing to them. 

Have FLAs share ideas for events/strategies and write them down on a big sticky. 
Facilitators should mark each idea as a one to one, community, and/or market day 
event. Facilitators will type up this list and distribute to the group next week.
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Slide #7
Event Planner
As FreshLink Ambassadors, you will use an event planner to schedule and organize 
your outreach activities. This will help you plan how you will connect with people 
throughout the month and will also help you and the other members of your market 
team share information about the types of events you plan to do and the number of 
people you hope to talk with at each event. You can find an example of this planner 
on page __ of your workbook, but we will have extra copies available for you to fill out 
for each event you participate in. Walk through each section of the Event Planner 
and answer any questions regarding using the planner. 

Remember, you are working with another FLA at each event, so you will only need 
to fill out one form together for your team. Also, at the end of each event, we want 
you to fill out a outreach survey. This feedback will help the FreshLink team better 
understand what went well or how the event could have been improved. This will help 
to make changes that can make your next event even more successful! 
 
Now we are going to take some time to practice filling out the event planning form 
to plan an outreach event using an example scenario. Please find a partner then we 
will come around to let you and your partner pick an example scenario. Facilitator 
should oversee the outreach teams working on the event planning forms and make 
sure they are fully filled out.

Now we will act out some scenarios of outreach events. For each scenario we want 
you to tell us:
•	 How will you engage visitors at the site (use the hourly increments on the planning 

tool to think about who will be doing what/when)?
•	 What specific supplies would you plan for this event?
•	 How would you start a conversation with someone at the site?
•	 How far in advance will you need to plan to get to the site and prepare?

Facilitator should walk to each pair of ambassadors and allow them to draw a 
scenario from the pile.
 
Scenario #1: You and another FreshLink Ambassador are scheduled to visit a local 
food pantry at a church in the _______  neighborhood on Friday, June 15th from 8:30-
11:30 am. This particular site regularly is interested in any additional information 
you can provide about how to use fruits and vegetables and what is in season. This 
pantry usually has about 250 visitors and can be quite busy and somewhat fast 
paced. The organizer, Marcia, has offered to provide a table and chairs for your team 
but has mentioned that the ambassadors are welcome to walk around the room and 
talk to individuals who are there visiting the pantry.

Scenario #2: You and another ambassador have been scheduled to attend a back-to-
school celebration at a local elementary school on August 5th, from 11:30-2:30 pm. 
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Scenario #2: You and another ambassador are assigned to work at the social 
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Session 8: Action Planning for 
Event Outreach

Objectives:
By the end of this session, FreshLink Ambassadors will be able to…
•	 Express confidence in introducing themselves and explaining their role as a 

FreshLink Ambassador in public
•	 Express confidence related to utilizing activities and resources from the FLA resource 

library  
•	 Use the event planner to plan upcoming outreach events
•	 Enter their communities feeling prepared to communicate and handle resistance

Materials:
•	 Sign in sheet
•	 FreshLink Ambassador Handbook
•	 FreshLink Ambassador Workbook
•	 FreshLink Ambassador Facilitator Guide
•	 Sticky notes  
•	 Markers 
•	 Pens 
•	 “Parking Lot” flipchart page
•	 PowerPoint
•	 Name tags
•	 Food and beverages for breakfast
•	 Plates/napkins/waters/utensils
•	 Session evaluation
•	 Video camera (for recording elevator speeches)
•	 Resource library materials

Duration: 2.5 hours

FreshLink Values Emphasized: Welcoming, Respectful, Connecting, 
Engaging, Educating, Inspiring
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Homework
Continue to think about the upcoming schedule of events you are signed up to 
attend and the types of activities or resources you believe will be useful in Engaging, 
Educating, and Inspiring those you meet as it relates to the work of FreshLink. We 
will be using our next session to completely focus on planning our first two weeks of 
outreach.

Check-in
High/Low Check-in: Each week we will check-in with you to share your “high” and 
“low” for the training session or the past week. A “high” can be what you most 
enjoyed, learned the most from, thought was most important, or anything else that 
stands out to you. A “low” can be something that was hard, confusing, missing, or 
frustrating. We want to know what was most valuable to you, and how you are feeling 
throughout this process. So who would like to share their high/low first? 

Evaluation



Notes
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FreshLink Boot Camp: Planning the 
First Two Weeks of Outreach

Objectives:
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Food Sharing  
Today we have brought _______ . The ingredients included are_______ and the season 
for these ingredients is ________. We have included the (recipe/market locations 
that sell this/more info on the dish)  up front if you would like more information. We 
hope you enjoy it!
 
Parking Lot  
Facilitators should review any items in parking lot from last session as well as provide 
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Let’s move on to begin planning our next ____ (weeks) of outreach. Does everyone 
still have his or her calendars? Please start by finding the person you are scheduled 
to work with at your next outreach event. Remember you only need one event 
planning form for your team. We will make copies as you complete the planning. If 
your partner is already paired with someone else, please look at your next event and 
begin planning with the next person you are scheduled with for an outreach event. 
 
During this time, facilitators should be working closely with partners to ensure a 
smooth planning process and transition. If there are multiple events that need to be 
planned, it can become overwhelming quickly for both ambassadors and facilitators. 
If you have multiple facilitators for this session, it would be a good idea to have each 
facilitator stick with one person or group to help move planning along. Someone 
should also be watching the time and encourage groups to move along in their 
planning in order to ensure that plans are finished within the allotted time. As plans 
are finished, the facilitator should make copies for themselves and for each team 



Notes
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Event Planning and Check-in Sessions

Objectives:
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Food Sharing  
Today we have brought _______ . The ingredients included are_______ and the season 
for these ingredients is ________. We have included the (recipe/market locations 
that sell this/more info on the dish)  up front if you would like more information. We 
hope you enjoy it!
 
Parking Lot  
Facilitators should use this time to collect forms (such as mileage, sign in sheets, 
outreach evaluation forms, surveys from coupons) and disseminate new materials 
(coupons, food demo vouchers, stipends). Any logistics-related reminders should 
also be reviewed at this time (such as changes in schedule, meeting times, location 
change, etc.). During this time, facilitators should acknowledge successes of 
ambassadors and identify opportunities for growth/improvement that have been 
observed up to this point. The conversation should remain focused on logistical 
concerns as opposed to team and other interpersonal dynamics.

Warm Up - Sharing Circle
Warm Up Objective:
The purpose of the talking circle is to review what has worked well and what can 
be improved upon, regarding recent team activities and find ways to positively and 
constructively improve our work. 

Facilitator Instructions:
Circles are a structured yet flexible approach for communication and creating 
change. The process draws on ancient Native American practice and wisdom. Circle 
methodology can serve many purposes including: dialogue, learning, strategic 
planning, conflict resolution, healing, and community or team building. 
(www.peaceofthecircle.com/events/peace-circles-training-the-fundamentals/)

The circle is a way of talking together in which all of us are respected and treated 
equally, have the opportunity to speak without interruption, tell our own stories, and 
speak and listen in a deeper, more heartfelt way
(www.cehd.umn.edu/ssw/RJP/Projects/Victim-OffenderDialogue/Peacemaking_
Healing_Circles/The_Circle_Process.pdf and 
www.healthiersf.org/RestorativePractices/)

Introduction of the Talking Piece: 
The person holding the talking piece is the only one who may speak. Everyone else 
in the circle is actively listening and trying not to spend time thinking about what 
they are going to say. The talking piece usually moves in a circular format (clockwise 
or counter clockwise). Every person has the opportunity to speak and the right to 
pass if they choose. Even though someone may pass, they must still be present and 
participate. 
 
Here are the core circle guidelines (read the circle guidelines below). Are there any 
other guidelines you would like to add?” Pass the talking piece around the circle and 
chart any other guidelines. The core circle guidelines: 
•	 Respect the talking piece: everyone listens, everyone has a turn
•	 Speak from the heart: your truth, your perspectives, your experiences
•	 Listen from the heart: let go of stories that make it hard to hear each other
•	 Trust that you will know what to say: no need to rehearse
•	 Say just enough: without feeling rushed, be concise and considerate 
•	 Use “I” statements that we learned about in our conflict transformation session. 

I statements speak to our individual experiences and reduce defensiveness 
among others

WELCOME: 
(60 minutes)

http://www.peaceofthecircle.com/events/peace-circles-training-the-fundamentals/
http://www.cehd.umn.edu/ssw/RJP/Projects/Victim-OffenderDialogue/Peacemaking_Healing_Circles/The_Circle_Pro
http://www.cehd.umn.edu/ssw/RJP/Projects/Victim-OffenderDialogue/Peacemaking_Healing_Circles/The_Circle_Pro
http://www.healthiersf.org/RestorativePractices/
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Discussion:
1.	 By now we all have experienced outreach events and talked to customers and 

vendors. Would you like to share a story that inspired you? 
2.	 How would you define a successful outreach event?
3.	 What has worked well during our past outreach events and farmer’s market days?
4.	 What could we improve as a team? 
5.	 As we move forward with our work we need to stay focused on our mission as a 

team. What is one action step that you will take to demonstrate your commitment 
to this team and why?

 
I would like to end our circle with the following quote: “How something is taught is 
just as important as what is taught. And the most important part of how something 
is taught is the caring, respect, and shared concern that go into it. How can I teach 
but to a friend?” Helping Health Workers Learn (2005) Chapter 1. 

Event Planning
Now that we have had a chance to reflect on our past few weeks of outreach, let’s 
focus on taking everything that we have discussed and think about what we would 
like to plan for our upcoming outreach. Based on our experiences and the discussion 
we just had, does anyone have thoughts about what they would like to change for 
upcoming outreach events? 
 
Let’s move on to begin planning our next ____ (weeks) of outreach. Does everyone 
still have his or her calendars? Please start by finding the person you are scheduled to 



Notes


