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Dear User,  
 

This workbook is one in a series of training documents created by the Prevention Research 
Center for Healthy Neighborhoods in Cleveland, Ohio, to aid other organizations in the 
planning, implementation and evaluation of the FreshLink Ambassador program. As a center, 
we believe in collaboration and partnerships, and we offer you this tool believing it will be used 
in improving access to healthy food in our communities.   

The development of the FreshLink Ambassador model was funded by the Centers for Disease 
Control. This research project intended to increase knowledge about how to improve nutritious 
food access for all. Prior to developing the program, the FreshLink team conducted a large 
survey in the summer of 2015 with over 300 participants about their farmers’ market shopping 
habits. We then conducted 30 in-depth interviews exploring participants’ food habits around 
getting, making, and eating food were completed. Everyone surveyed and interviewed was a 
SNAP recipient, lived in Cleveland or East Cleveland, and had children in the household. The 
research focused on people living within a one-mile radius of a farmers’ market.  

In light of our findings, we developed the FreshLink Ambassador program in 2016. The 
FreshLink Ambassador program went through both a pilot year (2016) and two implementation 
years (2017 & 2018). We developed and improved our model based off of programs that are 
working throughout the country as well as lessons learned in previous years of the intervention. 
What is different about the FreshLink Ambassador program from all other similar programs is 
that it is research based. Everything is measured and tracked in order to test how well this type 
of program is working in communities.  

Our Story is simple. There are five main access barriers to getting nutritious food: Economic, 
Service Delivery, Spatial-Temporal, Social, and Personal. At the time (2016), programs and 
communities in Greater Cleveland had organized efforts addressing four of these five access 
barriers; social access was lacking and FreshLink Ambassadors began filling the gap! 
FreshLink Ambassadors work to create relationships and connections that breakdown social 
access barriers to farmers’ markets and SNAP Incentive programs. FreshLink Ambassadors 
are the 5th piece of the nutritious food access puzzle! (See the Nutritious Food Access 
framework). 

This workbook should be adapted to your local context. Many of the sections, in particular 
section one and two, are specific to Cleveland, Ohio.  They include information on local 
Farmer’s Markets, our local SNAP incentive program (known as Produce Perk), and local 
partners. However, they are offered to you as examples, and we recommend that you adapt 
the workbook to your context before printing and using the manual.  In addition, we used 
brackets throughout the manual, to indicate areas where you should make changes. These 
are only suggested changes, and we encourage you to read through the manual and make as 
many changes as you need to.  

We hope that this manual helps you in the quest of improving access to healthy foods in your 
community! 

 

The FreshLink Ambassador Model Development Team 
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                               ORIENTATION 
 

 
OBJECTIVES 
By the end of this session, FreshLink Ambassadors will be able to… 
 

• Describe the foundation of the FreshLink Ambassador program 

• Demonstrate understanding of ambassador expectations 

• Demonstrate understanding of organizational policies and procedures relevant to the  
ambassador program 

• Establish and identify ground rules relevant to learning and working among  
ambassadors and team members 

• Create welcoming, inclusive space where all voices in the room are heard  

__________________________________________________________________________________ 
 
MODULE #1: PROGRAM OVERVIEW 
This orientation will provide an introduction to the FreshLink Ambassadors Program.  
 
Our Goal is to improve nutritious food access in [insert the name of your community]. 
 
Our Home  

 
 

INSERT INFORMATION ABOUT YOUR ORGANIZATION HERE 

 
 
Example: 
Our home is the Prevention Research Center for Healthy Neighborhoods (PRCHN). The PRCHN is 
a community-based research center focused on “working with communities from within to 
prevent and reduce chronic disease.” 
 
The PRCHN has five main focuses:  
 1. Food Access & Community Nutrition 
 2. Supportive Environments for Healthy Eating/Active Living 
 3. Place-Based Environmental Surveillance 
 4. Tobacco Prevention and Cessation  
 5. Chronic Disease Management Research 
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Our Family  
 

INSERT INFORMATION ABOUT YOUR COMMUNITY HERE 
 
 
 
 
 
Example:  
Our Family is the Greater Cleveland community. All of our research is informed by the Network of 
Community Advisors (NOCA), a board of residents and professionals, as well as many other 
community members so it better fits the needs and strengths of Greater Cleveland.  
 
 
 
Our Story  
 

INSERT YOUR STORY HERE 
 
 
 
Example:  
Our Story is simple. There are five main access barriers to getting nutritious food: Economic, 
Service Delivery, Spatial-Temporal, Social, and Personal. Programs and communities in Greater 
Cleveland have organized efforts addressing 4 of these 5 access barriers. Social access was left 
out. Now it is not. You are filling the gap! FreshLink Ambassadors will work to create relationships 
and connections that breakdown social access barriers to farmers’ markets and Produce Perks. 
FreshLink Ambassadors are the 5th piece of the nutritious food access puzzle! See the Nutritious 
Food Access framework below and then check out the same model applied to Greater Cleveland 
to see where and how the FreshLink Ambassador program fits.  
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Nutritious Food Access Framework 

 

   
 
 

Our Framework Prior to developing the FreshLink Ambassador program, the FreshLink 

team conducted a large survey in the summer of 2015 with over 300 participants about their 
farmers’ market shopping habits. We then conducted 30 in-depth interviews exploring 
participants’ food habits around getting, making, and eating food were completed. Everyone 
surveyed and interviewed was a SNAP recipient, lived in Cleveland or East Cleveland, and had 
children in the household. The research focused on people living within a one-mile radius of a 
farmers’ market.  
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The FreshLink Ambassador program went through both a pilot year (2016) and two 
implementation years (2017 & 2018). We have improved our model based off of programs that 
are working throughout the country as well as lessons learned in previous years of the 
intervention. What is different about the FreshLink Ambassador program from all other similar 
programs is that it is research based. Everything will be measured and tracked in order to 
evaluate the impact of the program. By serving as FreshLink Ambassadors, you will not only be 
improving healthy food access, you will also be connecting with and educating fellow residents to 
overall improve their communities.  
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The FreshLink program focuses on areas within one mile of a farmers’ market that have census 
tracts where at least 30% of the population receives SNAP.  
   
 
 
 
 
 
 
 
 
 

                                              
 
Reflection:  
 
In your own words, please answer the following questions: 
 
Why are you a FreshLink Ambassador? 
__________________________________________________________________________________

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

 

 

What is the goal of the FreshLink Ambassador program?  
 
__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 
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__________________________________________________________________________________ 
 
MODULE #2: Ambassador Handbook 
Our team has developed an ambassador handbook specifically for our ambassador employees as 
the ambassador is an important staff member position at our center and we wanted to ensure we 
had a handbook appropriate for the needs and role of the ambassadors.  

 

If you have any questions about any of the policies and procedures, please write them in the 
space below so you don’t forget. We want to make sure we respond to any concerns you might 
have! 

 

 
Questions about the Ambassador Handbook 
______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________ 
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__________________________________________________________________________________ 
 
MODULE #3: Ground Rules 
 
Everyone here brings a wealth of knowledge and experience to the FreshLink 
Ambassadors program. This is a safe space where all voices and insights are honored.  
Ground rules work to ensure everyone feels as comfortable as possible working together. 
 
We will hand out the ground rules the group agreed on during the next session.                                               
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SESSION #1 
FARMERS’ MARKETS, SNAP INCENTIVES, AND NUTRITIOUS 

FOOD ACCESS 
 
[Note: This entire section is specific to Cleveland, Ohio, and in our community the SNAP Incentive 
program is known as Produce Perks. We recommend that you get to know your local SNAP 
Incentive program and insert information that is relevant to your community] 
 
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 in our community. 
• Articulate factors about healthy food access in our community. 
• Define their role and develop a comprehensive list of professional guidelines to follow 

throughout the market season 

__________________________________________________________________________________ 
 
MODULE #1: Farmers’ Markets and Produce Perks 
 
The FreshLink Ambassador program is aimed at increasing SNAP recipient usage of farmers’  
markets and the SNAP incentive program. As FreshLink Ambassadors, people you talk to will  
have varying levels of knowledge about farmers’ markets. Some people may be farmers’ market 
experts while others may have never heard of a farmers’ market. No matter the case, you will 
need to be able to share what you know in a way that makes sense to them.  
 
 
Defining Farmers’ Markets Activity 
Write your responses to each of the questions on the flipcharts around the room.  
Use this space to take notes during the discussion after the flipcharts have been filled out.  
 
What is a farmers’ market?  

______________________________________________________ 
______________________________________________________ 
______________________________________________________
______________________________________________________ 
 
What is a farm stand? 

______________________________________________________ 
______________________________________________________ 
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______________________________________________________
______________________________________________________ 
 
What can you get at a farmers’ market? 

______________________________________________________ 
______________________________________________________ 
______________________________________________________
______________________________________________________ 
 
What is a CSA (Community Supported Agriculture) share?  
______________________________________________________ 
______________________________________________________ 
______________________________________________________
______________________________________________________ 
 
Which of your favorite foods could you buy at a farmers’ market? 

____________________________________________________ 
____________________________________________________ 
______________________________________________________
____________________________________________________ 
 
Why should people go to farmers’ markets? 

____________________________________________________ 
____________________________________________________ 
______________________________________________________
____________________________________________________ 
 
Why don’t people go to farmers’ markets?  

____________________________________________________ 
____________________________________________________ 
______________________________________________________
____________________________________________________ 
 



 

 

15 

SNAP Incentive Program 
In our community, we are fortunate to have cash incentives as a reason to go to the farmers’ 
market. Our community has [insert number of farmers market] farmers’ markets, [insert number 
of farm stands] Farm Stands and [insert number of CSA] CSA that accept SNAP/EBT, and all have 
a healthy food incentive program. As a FreshLink Ambassador you will be inviting people to come 
to the farmers’ market and give the SNAP incentive program a try. To better understand how this 
incentive program works, we will work together to fill out an invitation to use the program.  
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Produce Perks Value Added 
 
Produce Perks really makes the dollar go further. Here is a picture of what $10 of SNAP can buy 
compared to what can be bought with $10 SNAP plus the $10 of Produce Perks.   
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WHO can get Produce Perks? 
 • All individuals who have an Ohio Direction Card (SNAP/EBT Recipients) 
 
WHAT is Produce Perks? 

• It is a local program that provides a dollar for dollar match to SNAP/EBT recipients for every 
$1 they spend at participating farmers’ markets, matching up to $20 each time. 

• $10 EBT = $10 PP; $5 EBT = $5 PP; $20 EBT = $20 PP. 
 • Fruits, vegetables, herbs, as well as seeds or plants for home gardening can be bought with 

Produce Perks tokens – this is different from what can be bought with SNAP. 
 
WHEN can you use Produce Perks? 

• Whenever you visit a participating farmers’ market, farm stand or mobile market match up 
to $20  SNAP with Produce Perks a day. If not all the tokens are used that day, it is okay to 
bring them back the  next time or take them to another participating market, farm stand or 
mobile market. 
• You can visit multiple participating farmers’ markets and farm stands and mobile markets 
each week  and use Produce Perks. For example, if you visit a Farm Stand on Thursday, you 
can also go  to a market on Friday, in the same week, and receive up to $20 in Produce Perks 
at each location ($40 in Produce Perks total) 

 
WHERE can you use them? 

• Only at participating farmers’ markets, farm stands and mobile markets.  
 
HOW do you get and use Produce Perks? 

• Where SNAP is accepted and a SNAP incentive program is offered 
• Using SNAP and getting up to a $20 match in Produce Perks tokens at a farmers’ market is 
easy: 

o At the market, the SNAP recipient will go to the welcome booth. The welcome 
booth is usually a table with a banner located in an easy to spot place in the 
market. At the welcome booth, the customer will give the greeter their SNAP/EBT 
card and let them know how much they would like to spend. The greeter will give 
the customer SNAP tokens to represent SNAP/EBT dollars and then up to $20 in 
green Produce Perks tokens to be spent on fruits and vegetables.   

To use the tokens, just pick out what you would like to buy from a vendor and hand them the 
appropriate amount of tokens. There is no change given with Produce Perks tokens. 

 
• At a Farm Stand or mobile market the process of using Produce Perks is a little bit different: 

o A customer at a farm stand or mobile market should bring their purchases to the 
market manager or staff to check out and let them know that they are using their 
SNAP (or EBT/Ohio Direction Card). The staff will give a 50% discount on the first 
$20 spent on fruits and vegetables. They will also accept tokens if you have them 
leftover from another market.  
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WOODEN TOKENS: 

Used for SNAP purchases 
and cannot be used from 

market to market 
**Farm stands may not 

use these ** 

 
GREEN TOKENS: 
Given for Produce 
Perks and can be 

utilized at any 
participating market 

 
YELLOW TOKENS: 

Used for Produce 
Prescription Program 
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Payment Processes at FreshLink Markets 
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Types of Nutrition Incentive Programs in Cleveland, Ohio 

You may also hear about PRx, or “Produce Prescription”, which is a food voucher given  
by doctors to patients. The amount given varies and can be spent at farmers’ markets on fresh  
fruits and vegetables.  For more resources like this one, check out cccfoodpolicy.org or 
prchn.org. 
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HOMEWORK                      
We learned a lot today about the valuable resources that connect residents to nutritious fruits We 
would like for 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, note them down so we can review them at our next session!  
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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 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. 

 
__________________________________________________________________________________ 
 
MODULE #1: Panel Presentation 
 
Use this space to take notes about new things you have learned or questions you may have for 
our panelists. 
 
Notes 
______________________________________________________
______________________________________________________
______________________________________________________
______________________________________________________
______________________________________________________ 
 
 
Questions 
______________________________________________________
______________________________________________________
______________________________________________________ 
 
 
__________________________________________________________________________________ 
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MODULE #2: FreshLink Ambassador Role and Professional Style 
 

 
 

 
FRESHLINK ROLE AT THE MARKET 

 
 

• Assist with setup Every farmers’ market stand is different and may have different 
support to help with the logistics of setting up. There may be times where you are asked 
to help set up a tent or table for your own booth or others as well. As part of this team we 
expect you to assist as you are (physically) able.  

• Greet customers Provide a friendly welcome and ask if they have any questions. Let 
them know about sales or specials.   

• Show new customers around the market Ask new customers if they would 
like a tour and show them around. Key them in on good deals or your favorite produce. 
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• Ask vendors about sales or specials they have: A big part of the Produce 
Perks program is the economy it provides vendors. By speaking with the vendors and 
building a relationship, you are helping to ensure that the Produce Perks program 
continues to get funding.  

• Plan activities to engage visitors: By drawing a customer to your table in an 
interactive way, this will allow you an opportunity to learn more about them and their 
needs that day at the market. You may be able to assist them or provide helpful 
resources to them. 

• Provide resources about the benefits of farmers’ markets: We have a 
resource library available to ambassador with helpful information and handouts about 
SNAP/Produce Perks, fruits and vegetables, and more! This information can be helpful to 
you as you speak with customers at the market. 

 
 

MARKET MANAGER’S ROLE: 
It is important to keep in mind the roles of other people at the farmers’ market and where you fit.  

• The farmers’ market manager is the leader of the market and they have eyes and ears  
everywhere. What the farmers’ market manager says goes, so please be respectful of  
their direction.  

• Ideas outside of what we have discussed today should be run past the market manager  
before starting.  

• That being said, remember the contract everyone signed, and if anyone at the market is 
having you do jobs frequently outside of your role as a FreshLink Ambassador it is 
appropriate to let them know that particular work is outside of your role. 
 

 
 
 
 
 
 



 

 

26 

__________________________________________________________________________________ 
 
MODULE #3: Becoming an Ambassador: Introductions 
 
As Ambassadors, a big part of your role will be reaching out to people you may have never met 
before and introducing yourself.  
 
The following is a guideline to how to introduce yourself in a way that will often be received 
positively.  
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Introduction Example:  
 
“Hi there, how are you today? My name is Rita and I am a FreshLink Ambassador spreading the 
word that you can get $10 free by spending $10 EBT at a farmers’ market. Have you ever been 
to a farmers’ market?” 
 
Please write down an introduction you came up with today that you would feel comfortable using: 
 
______________________________________________________
______________________________________________________
______________________________________________________ 
______________________________________________________ 
______________________________________________________ 
______________________________________________________ 
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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  
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WARM UP: Teamwork Means… 
As you read each word in the left column, note your immediate emotional, or gut-level reaction, 
and put a checkmark in the column that most closely matches your reaction. In the far right 
column, list other words that come to your mind. 
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__________________________________________________________________________ 
 
MODULE #1: Learning About our Work Styles 
 
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 is on the next page in your workbook. Please 
read each statement and order your responses with the numbers 1, 2, 3, and 4 with 1 being the 
response that BEST describes you and 4 being the response that LEAST describes you.  
 
Then, you’ll have a chance to add up all of the numbers. We have some calculators around the 
room if you need it. Record the total number for each letter in the back of the page.  
 

Purpose 
The purpose of this brief questionnaire is to get some idea of your preferred or dominant working 
style. 
Outcome 
There are no right or wrong answers and you may find that several choices appeal to you because 
you prefer a combination of styles. 
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1. When performing a job, it is most important to me to 

A [ ] do it correctly, regardless of the time involved. 
B [ ] set deadlines and get it done. 

C [ ] work as a team, cooperatively with others. 

D [ ] demonstrate my talents and enthusiasm. 

 

2. The most enjoyable part of working on a job is 

A [ ] the information you need to do it. 
B [ ] the results you achieve when it’s done. 

C [ ] the people you meet or work with. 

D [ ] seeing how the job contributes to progress. 

 

3. When I have several ways to get a job done, I usually 

A [ ] review the pros and cons of each way and choose. 

B [ ] choose a way that I can begin to work immediately. 

C [ ] discuss ways with others and choose the one most favored. 

D [ ] review the ways and follow my “gut” sense about what will work the best. 

 

4. In working on a long-term job, it is most important to me to 

A [ ] understand and complete each step before going to the next step. 

B [ ] seek a fast, efficient way to complete it. 

C [ ] work on it with others in a team. 

D [ ] keep the job stimulating and exciting. 

 

5. I am willing to take a risky action if 

A [ ] there are facts to support my action. 

B [ ] it gets the job done. 

C [ ] it will not hurt others’ feelings. 

D [ ] it feels right for the situation. 
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My work style preference(s) is/are: ___________________________________ 
 
When it comes to Event Planning the strengths my work style preference brings are: 
__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

 
Something that would be challenging about this task for my work style preference would be: 
__________________________________________________________________________________

__________________________________________________________________________________ 

__________________________________________________________________________________ 
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The ways my teammates could support me in this task are:  
__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

 
When it comes to Outreach Events the strengths my work style preference brings are: 
__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

 
Something that would be challenging about this task for my work style preference would be: 
__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

 
The ways my teammates could support me in this task are:  
__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

   
 

________________________________________________________________________________ 
 
MODULE #2: Managing Conflict 
 
Conflict is inevitable- but it doesn’t have to be good or bad. Rather it can be productive or 
unproductive. With a little understanding and communication skills we can do our best to make 
our conflict become useful to the work we are doing and perhaps make our teams even more 
effective.  
 
The first thing we will look at is understanding the five common approaches to conflict: 
Avoidance, Accommodating, Compromising, Competing and Collaborating. Below is a description 
of each approach and how it would be applied to sample scenario given: 
 

 
 

 



  

 

36 

Avoidance 
 • Is not assertive and is not cooperative 
 • Avoids conflict without handling the concerns at hand 
 • No attempts to resolve conflict 
 

Avoidance would be you saying that you wanted to bring the “food Access Bingo” game and I 
don’t share about what I would like to do or I just agree with your choice. 
 
Accommodating 
 • Is not assertive while being cooperative 
 • Prioritizes making the other person happy while ignoring individual concerns 
 • Preserves relationship while sacrificing self 
 
Accommodating would be each of us stating which activity we want to bring, but in the end, I 
agree to the activity you chose. 
 
Compromising 
 • Tries to be both assertive and cooperative 
 • Tries to seek a solution to meet everyone’s concerns 
 • Everyone sacrifices a little to get closer to what they want 
 

Compromising would be each of us saying what activity we would like to bring then deciding that 
for this event we would bring your activity to this outreach event, and bring my activity to the next 
outreach event. 
 
Competing 
 • Is both assertive and uncooperative 
 • Prioritizes individual needs over others concerns 
 • Only one person can be satisfied in this scenario 
 

Competing would be each of us stating what activity we would like to bring, but I work to show you 
my perspective until you agree. 
 
Collaborating 
 • Is both assertive and cooperative 
 • Prioritizes finding a solution to meet everyone’s concerns 
 • Makes sure their own voice is heard while also hearing the voice of others 
 
Collaborating would be each of us stating which activity we would like to bring but ultimately 
choosing an activity that we both like that meets each of our goals. 
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Ways to manage Conflict Productively 
 

Now that we have talked about different approaches, we want to focus in on ways you can 
manage conflict productively.  For the times that you have an issue that you feel passionate 
about and you want to use collaboration as your approach there are some basic steps you can 
take to help the conversation go smoothly.  
 
But first, let’s talk about communication techniques that are NOT PRODUCTIVE and that we 
should avoid using in the middle of communication about our conflict.  
 

 
Communication during conflict 
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There are two very useful communication skills that can  
be used when communicating through conflict. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Active Listening 
• Truly Hearing Another Person 
• Rephrasing what was said back, checking for accuracy 
• Avoids judgements 

Questions to ask yourself when practicing active listening: 
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? 

Active Listening 
• Truly Hearing Another Person 
• Rephrasing what was said back, checking for accuracy 
• Avoids judgements 

“I” Statements 
• Reduce defensiveness 
• Gentler approach 
• Avoid Criticisms 
• “I feel…”, “I wonder if…”, “What I hear you saying is…” 

How would you rephrase this statement as an “I statement?”: 
“Why can’t we just do the activity that I had planned for the outreach event?” 
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De-Escalating Conflict 
There may be an occasion where you find that even with using your reframing and 
communication skills a conflict begins to escalate. Ideally, this would not happen often but we 
don’t need to fear this scenario- we can manage and prepare for this as well. Remember, you 
have control over you, your thoughts, behaviors, and actions towards others. Our feelings are 
valid and neither good nor bad but what we choose to do with them is what matters. Here are 
some ways we can work toward de-escalating conflict: 

 
While we only have control over ourselves we can do our best to reduce tension when talking to 
others. There is an acronym that is used that can be a good reminder when trying to restore a 
conversation to a more neutral state. LARA stands for Listen, Affirm, Respond and Add.  

 
LARA 
LISTEN: Essentially, use active listening to understand the other person without responding with 
our own opinions/judgments.  

AFFIRM: The component of active listening acknowledging what has been said and repeat back 
what has been said to demonstrate understanding. 

RESPOND: To answer/ask questions and gain clarification on their perspective. Also 
acknowledges that they are heard. 

ADD: Once understanding the other perspective, clearly state your own perspective with the intent 
to be equally understood. 
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HOMEWORK                      
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. 
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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 encourage change talk from individuals who may be 
considering visiting a market 

• Develop and practice creative responses to objections/barriers to going to farmers’ 
markets and/or using Produce Perks 

• Articulate the benefits of using social media to share a message 
• Access FreshLink Social media accounts, ‘like’ or ‘Follow’ them and ‘share’ posts 

__________________________________________________________________________________ 
 
MODULE #1: Crafting, Adapting, and Practicing Messages 
 
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? 

_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________ 
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__________________________________________________________________________________ 
 
MODULE #2: Encouraging and Responding to Change Talk 

 
 
You might be wondering how you should respond to someone once they have identified reasons 
why they are ready, not ready or close to being ready to visit a farmers’ market. We have a few 
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tips for you on ways of responding that have the potential to keep the conversation going, 
encourage openness and help explore or problem solve some of the issues they may be facing.  
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Role Play Activity 
 

Scenario #1:  Person invited does not appear interested at all 
 
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________ 
________________________________________________________________________ 
 
Scenario #2: Person invited has never heard of the Produce Perks program before, has a lot of 
questions, and is extremely interested. 
 
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________ 
________________________________________________________________________ 
 
Scenario #3:  Referral has heard of the farmers’ market, but thinks it’s too expensive and 
doesn’t have the food they prefer. They go on to say they wanted to buy peaches last October 
and was frustrated because the market did not have them (Maybe) 
 
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________ 
________________________________________________________________________ 
 
Scenario #4:  Person has been to the farmers’ market before but didn’t like how dirty it was 
and did not feel welcome. 
 
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________ 
________________________________________________________________________ 
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Scenario #5:  Referral says “I don’t know”, and isn’t sure if this is for them. 
 
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________ 
________________________________________________________________________ 
 
 
__________________________________________________________________________________ 
 
MODULE #3: Social Media as a Tool for Sharing Messages 
 
Social Media can be a powerful tool for sharing messages about the benefits of farmers’ markets 
when used appropriately. FreshLink uses both Facebook and Instagram to share resources, tips, 
recipes and information about our local farmers’ market. We encourage you to like us on 
Facebook and Instagram if you have accounts with either platform. We also encourage you to 
‘Tag’ us to increase the number of individuals who will have an opportunity to see our accounts 
and use the valuable information we are sharing. 
 
Follow us on Facebook! [Insert Handle] 
 
Follow us on Instagram! [Insert Handle] 

 
 
 
HOMEWORK 
 
Now that we have talked about creating messages and practiced how to respond to answers 
utilizing change talk methods, 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- so having a casual verbal conversation is fine. We will discuss how our 
conversations went during Session 5. Remember- use the techniques we learned including both 
listening and responding to change talk.  
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SESSION #5 
INVITING PEOPLE TO MARKETS 

 
 

 
OBJECTIVES 
By the end of this session, FreshLink Ambassadors will be able to… 

• Develop greater confidence in delivering their key messages while inviting people to the 
farmers’ market 

• Describe methods to encourage residents to shop at farmers’ markets 
• Demonstrate how to complete the New Customer Coupon and be prepared to begin 

distributing coupons to people in the community 

 
__________________________________________________________________________________ 
 
MODULE #1: Market Invitation Practice/Review 
 
How did the three practice invitations go? What were some challenges? What went well? 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

_________________________________________________________________________ 

 
Brainstorming Activity    
   
______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 
 
 
 
 
__________________________________________________________________________________ 
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MODULE #2: Completing Forms 
 
Programs similar to FreshLink Ambassadors have been created across the country, but very few 
are tracking the effectiveness of the program. There is nothing to prove that the hard work and 
innovation going into ambassador programs are making a difference other than stories and case 
by case examples. We want to change that. It’s so important to have good, complete records of 
your outreach events and invitations so that we can give you credit for the amazing work you are 
doing! We will do this by collecting and tracking copies of the New Customer Coupons you 
distribute.  Below, you will find a copy of a completed New Customer Coupon:         
 

 
(BACK OF COUPON) 

Note: The back of the coupon is filled out by the market manager. You will not need to fill out this 
section 
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(FRONT OF COUPON) 
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Follow these steps when distributing New Customer Coupons:  

 

Section Explanation of how to fill-in 

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 

Has the customer shopped 
at a farmers’ market? 

Ask the person you are speaking with whether or not they have shopped at a farmers' 
market in the past, and check "Yes" or "No" accordingly. If someone replies "No," this 
is a great way to begin discussing the farmers' market experience and benefits. 

Does customer receive 
SNAP? 

Ask the person you are speaking with whether or not they receive SNAP, and check 
“Yes” or “No” accordingly. If someone receives SNAP, this is a great way to begin a 
conversation about the Produce Perks program. 
 

What age group is the 
customer in? 

Ask the person you are speaking with what age group they identify with.  

What is the gender of the 
customer? 

Ask the person you are speaking with what gender group they identify with. We have 
included ‘other’ for those who do not identify Male or Female 

What is your race/ethnicity Ask the person you are speaking with the ethnicities they relate with. They may 
choose multiple ethnicities. 

Does the customer have 
children under the age of 
18 in the household? 

Ask the person you are speaking with whether or not they have children under the age 
of 18 in the household, and check "Yes" or "No" accordingly.  

For “Ambassadors Only” Section 

PRC ID All of the New Customer Coupons have a unique ID. The ID number will be filled out in 
advance by someone from the PRCHN.  

Ambassador Signature Name of the FLA (you) giving the coupon to the potential new customer 

Event Type You will be able to hand out new customer coupons during one on one interactions, 
community events and at ODJFS sites- NOT during market day events. Please put an X 
next to the type of event where the coupon was disseminated. The date given should 
match the date of the event. 

Event Date Record the date on which this coupon was distributed. 
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Customers can redeem the coupon at the market by taking the following steps: 

1. The customer should take the coupon to the Farmers' Market Manager when they first 
arrive at the market. 

2. The Market Manager records the coupon in the tracking software. 
3. The Market Manager will stamp the coupon, indicating to the vendor that it has been 

received and is okay to accept. 
4. The customer visits the vendor they would like to purchase fruits and vegetables from 

and hands the copy of the coupon to the vendor. 
5. The vendor must turn in the coupon to the Market Manager. 
6. The Market Manager must turn in the coupons to our center to be reimbursed 

 
Note: 
For every coupon you hand out, you must also hold onto the top portion of the coupon. You will 
turn in all coupon copies when you meet for your bi-weekly check-ins. You will receive a special 
envelope to store you completed coupons during the month. It is important to have these copies 
for our evaluation process. This will help us understand the effectiveness of the FreshLink 
Ambassador program.   

 
 
FRESHLINK AMBASSADOR FRUIT AND VEGETABLE STIPEND 
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Using the Fruit and Vegetable stipend 
 
As we mentioned before, Ambassadors will receive (2) - $5 coupons to be redeemed at the 
Farmers’ Market weekly. The stipends will expire at the end of each month so make sure you use 
them! The point of the Fruit and Vegetable stipend is to model for the customers the benefits of 
shopping at the farmers’ market- if they know you and see you shopping – they will be more likely 
to want to try it too! The details of the Fruit and Vegetable stipend will be filled out ahead of time 
by a FreshLink Staff member so you do not need to worry about filling anything out- simply use 
the stipend! 
 
 
 
HOMEWORK   
 
For your homework, you can take the example coupon we gave you today and invite a family 
member or close friend to the farmers’ market. Since we do not have the final coupon yet this will 
be practice. When we have the coupons ready to distribute to you, please give the final coupon to 
the person you invited. Please remind your new customers of the start day of your market. The 
coupon you distribute during your homework assignment will count towards your goal for the 
month of June. When you are inviting people to the market, fill out their coupons completely and 
be sure to keep your copies in your designated envelop until bringing them back next week.  
 
 
Write down anything noteworthy (such as unexpected responses or questions from those you 
invite) in the lines below and we will discuss during the next session. 
 
________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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SESSION #6 
TEAM BUILDING & GETTING TO KNOW MARKET 

MANAGERS 
 

 
 

OBJECTIVES 
By the end of this session, FreshLink Ambassadors will be able to… 

• Recall basic details about each of the FreshLink participating markets 
• Utilize skills relevant to working on teams 
• Develop working relationships with market managers 
• Establish best methods of communication and collaboration with market managers 

 
__________________________________________________________________________________ 
 
MODULE #1: Breakfast and Market Manager Discussion 
 
The Ambassador breakfast is a chance to get to know your market managers. We’ve included 
some questions to go over below to get you started, but feel free to ask any other questions you 
may have for the market manager. 
 
 
For Market Managers: 
 

• How can the Ambassadors help you in promoting the market? 
 
 

• If the ambassadors need to contact you, what is your preferred method of reaching you 
and are there specific times that are better for you than others? 

 
 

• Let’s talk about the first Market Day for ambassadors on ______ [date] . What are some 
thoughts or ideas you have of what I can do to engage visitors at your market?  
 
 

• Is there a time where we can meet you to visit the market before we start in June to learn 
more about the layout/offerings available? 
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For Ambassadors: 

• Why did you become interested in being a FreshLink Ambassador? 
 
 

• What do you like about Farmers’ Markets? 
 
 

• What types of activities/ideas do you have for reaching customers on Market Days? 
 
 

• What is the best method/time of day for reaching you? 

 
 
__________________________________________________________________________________ 
 
MODULE #2: Market Manager Panel 
 
You will have some time to get to know a little bit more about each of the markets that are 
participating in the FreshLink project this year. Use this time to take notes or write down 
questions you may have for the managers about their market(s). 
 
NOTES: 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
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__________________________________________________________________________________ 
 
MODULE #3: Teambuilding Exercise 
 
Your facilitator will guide you through this activity 

 

 
HOMEWORK 
 
Make time to visit your assigned market during their operating hours before outreach begins  
this summer! 
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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 capacity fill them in correctly 
• Recognize and be able to utilize personal and community networks for promoting 

farmers’ markets and reaching 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  

 
 
__________________________________________________________________________________ 
 
MODULE #1: Outreach Events 
 
Throughout the course of the market season, we will have scheduled outreach events where you 
will be able to connect with community members about the market. Each of you will be 
responsible for working at some of these outreach events each week. 
 
There are 4 types of outreach for the FreshLink Ambassador program:  
 

One on one interactions 
When a FLA interacts with and makes referrals to one or two people at a time.  
Examples: Talking to a friend, family member or neighbor. 
 
These interactions are done in your own time as you feel comfortable. 

 
 
 

Community Event 
When a FLA gives promotes the farmers’ market and Produce Perks program to a 
group of people at an event.   
 
These events are prescheduled and will be staffed by two FLA’s. 
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JFS Table 
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 Produce Perks to 
benefits recipients visiting JFS.  
 
These events are prescheduled to occur weekly and will be staffed by two FLA’s.  

 
 

Market Day Events 
A market day event is put on by the FLA, with collaboration from the Market Manager. 
Market day events happen monthly during the time of their regularly scheduled 
hours. FLAs will have booths at each market, which can provide an “activity hub” for 
market events. These events can help display some of the fun, interesting and 
community-building activities that can happen at the market. 
 
Examples: Tour of the farmers’ market or a food demo 
 
These events are prescheduled monthly, and you will attend the market you were 
assigned to at the beginning of this program. However, because this event is staffed 
by two FLA’s, you have the opportunity to attend another market with another 
ambassador as long as it does not conflict with your market time. 

 
 
 
 
We encourage you participate in each of these different types of outreach. We will assume that 1 
hour of your time each week is spent on individual interactions and you can add that to the time 
management system where you will document your time. You may work less than 10 hours per 
week, however no ambassador will be permitted to work more than 10 hours a week. 
 
There will be planning sessions happening twice a month to help prepare for your scheduled 
events. These are required, and contribute to your weekly hours.  
 



 

 

62 

For each event you are scheduled we will provide you a contact name and number of the person 
at the site you may contact if you have any trouble, have questions, or would like to let them 
know you have arrived. FLA facilitators will also stop by on occasion to check in with you.  
 
 
 
 
 
PASSIVE VS ENGAGED OUTREACH 
 
The FreshLink Ambassador program is designed to give personal invitations to the farmers’ 
market, including filling out invitation cards for each person, to use the "word-of-mouth' method of 
sharing information. Outreach strategies that do not involve personal interaction, such as simply 
dropping off flyers, (passive outreach), are not considered part of your role as an Ambassador 
and will not count towards your outreach activities. 
 
YOU as FreshLink Ambassadors are one of the missing links in getting people to the farmers’ 
market! So many residents know that farmers’ markets exist, but don’t go. Your job is to have the 
personal conversations (engaged outreach) with them, help them work through any barriers so 
they come for the first time. YOU can do what a flier cannot! 
 
Listed below are some examples of both passive and engaged outreach. Please review and think 
about ways you can use engaged outreach in the community surrounding your Farmers’ Market. 
 
 
 
 
 

 



 

 

63 

 
Favorite outreach ideas from today: 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
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_________________________________________________________________________________ 
 
MODULE #2: Event Paperwork 
 

FreshLink Ambassadors will use an Event Planner to schedule and organize the outreach 
activities you do. This will help you plan out how you will connect with people and distribute 
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. 
 
At the end of each event, you will receive an email with a link to a survey. This survey will help you 
and the FreshLink team better understand what went well and what ways you would have liked to 
improve the event. This will help to make changes that can make your next event even more 
successful! 
 
Event forms will be made available to ambassadors and you can take as many as you need for 
your event planning. 
 
 
NOTE: Remember, you are working with another FLA at each event, so you will only 
need to fill out one form together for your team. Following each event, there are 
questions on the back of the form to help you reflect on how the event went. This well 
help you and us think about ways that we can improve the outreach event for the 
next time to make it even more successful! We will be collecting these forms after 
each event so please save them and bring them to the FreshLink Data manager the 
next time you are at the center. 
 
 
 
HOMEWORK 
 
Start planning an “elevator speech” about your role as a FreshLink Ambassador. This is a brief 
introduction about who you are, what you are doing as a FreshLink Ambassador, and why you are 
doing it. We will be tape recording these elevator speeches at the start of the final session. Feel 
free to wear your FreshLink Ambassador shirt to that session if you want. 
 

 

 



 
 

 
 
 
 
 
 
 

FRESHLINK AMBASSADOR TRAINING  
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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 FLA resource library   
 • Use the Event Planner to plan upcoming outreach events. 
 • Enter their communities feeling prepared to communicate and handle resistance 
 
 
__________________________________________________________________________________ 
 
MODULE #1: Recording Introductions 
 
As we have shared in our values, it is important for our ambassador team to be as Welcoming 
and Engaging as possible. One of the ways we do this is by creating a warm introduction that 
explains who you are, what you are doing as a FreshLink Ambassador and why you chose to be 
an ambassador. To help you with your introductions- you may want to answer those questions 
here: 
 
 
 
Who am I?  
 
__________________________________________________________________________________ 
 
 
What will I be doing as an ambassador?  
 
__________________________________________________________________________________ 
 
 
Why did I choose to become an ambassador?  
 
__________________________________________________________________________________ 
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__________________________________________________________________________________ 
 
MODULE #2: Resources for Outreach 
 
FreshLink Ambassadors will have access to a resource library where they can find new ways to 
Engage, Educate, and Inspire those they come in contact with through outreach at the market. 
We encourage you to explore, test out and ask questions about all the resources available to you 
here.  
 
 
What were some of your favorite resources in the resource library? 
__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

 
 
What are some resources that should be added to this library? 
__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

 

 

 
 
 
 
 



 

 

68 

__________________________________________________________________________________ 
 
MODULE #3: Outreach Event Planning 
 
Using the time available in this module, we would like you to look at your schedule for the next 
month, find your partner and begin planning your first FreshLink outreach event! 
 
Remember, you and your partner will share one event planning form to document the activities 
and resources you plan to share through your outreach event. Take the time to think through 
what activities make the most sense for the event you are hosting in the community. Use the 
resource library or the facilitators to help provide inspiration in your planning. 
 
 
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. 
 

 

 
 



 
 
 

                 
 
 
 
 
 
 
 

08 Fall 

Farmer’s Market 
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 FRESHLINK AMBASSADOR SITE VISIT  
                                    FARMERS’ MARKET  

 
 
 
OBJECTIVES 
By the end of this session, FreshLink Ambassadors will be able to… 
 • Identify and list the components of/activities occurring at a farmers’ market: market layout 
   and facilities; range of products sold by vendors; how to shop; incentive programs for  
   customers; events at the market 
 • Practice skills talking to farmers’ market staff and vendors 

• Identify ideas of Ambassador activities or handouts that would be useful to utilize at Market 
day events 

 
__________________________________________________________________________________ 
 
MODULE #1: Market Overview 
 
Today we are going to learn a little more about the history of this market and how it operates. 
Feel free to use the space provided to take notes about interesting things you learn today! 
 
NOTES 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
 
What are your impressions so far today?  
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
________________________________________________________________________________________ 
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Did you learn anything new? 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
Did you observe anything that you think would be especially helpful to individuals that may have 
not been to a market previously? 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
 
 

 
__________________________________________________________________________________ 
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MODULE #2: Farmers’ Market Scavenger Hunt 
 
To get us a little more comfortable in the farmers’ market environment we are going to do 
something really fun- a scavenger hunt! You can work by yourself or in pairs but we would like you  
to go through the items on the scavenger hunt and mark them off as you find them, or do the 
actions indicated on the space. For some of the activities you will have to count, others you will 
have to take a photo. This is just one more way for us to really experience the farmers’ market and 
have our own experiences and knowledge to share with those we invite to the farmers’ market this 
summer - so enjoy! 

 
 
 
__________________________________________________________________________________ 
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MODULE #3: Mock Introduction  
 
Now that you have been able to familiarize yourself with this Farmers’ Market, 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 to one another where the 
SNAP Incentive program is located and familiarize each other with the market just as if you were 
doing this with a stranger.  
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Food Pantry or Distribution Site 
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FRESHLINK AMBASSADOR 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 
 
__________________________________________________________________________________ 
 
MODULE #1: Program Overview 
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. As well, this gives you an opportunity to 
meet some of the individuals you will be coordinating with at various sites throughout the 
summer.  
 
 [Insert the name of a Food Bank school market program or food pantry site that you are visiting] 
is one of the School Market Program or Food Pantry sites operated by the _____ Foodbank 
[Change to the name of your community]. They have partnered with us to provide opportunities 
for all of you to conduct outreach at their pantry sites that operate throughout the summer. 
 
 
NOTES 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
 
Did you learn anything new today?  
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
 
Did anything surprise you? 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
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What are some ways FreshLink can engage with the this site? 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
 
__________________________________________________________________________________ 
 
MODULE #2: Starting Conversations 
One of the most important things you must be able to do as an ambassador is to know how to 
start a conversation- many times with a complete stranger!  
Can you think about a time that someone approached you in a public place? Think back to how 
you reacted- were you interested in they had to say or were you bothered that they stopped you  
to talk?  
 
 

 
 

It is important that we already have ideas in mind of how to start with conversations with others. 
Can you list some ideas of phrases or ways that you could start a conversation with someone? 
 
1.________________________________________________________________________________ 

2.________________________________________________________________________________ 

3.________________________________________________________________________________ 

 

What are some signs that an individual is no longer interested in a conversation?  

1.________________________________________________________________________________ 

2.________________________________________________________________________________ 

3.________________________________________________________________________________ 
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Practicing Starting Conversations  

To practice starting conversations we would like you to practice starting 2 conversations during 
today’s site visit. Feel free to use some of the conversation starters you already identified or start 
a conversation based on what is happening in that moment. Please reflect on your conversations 
below.  
 
Conversation 1: 
 
How did you approach this person and start the conversation? 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
How open were they to the conversation?  
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
Was there anything you believe you did well/could have improved on that impacted the outcome 
of this conversation?  
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
Conversation 2: 
 
How did you approach this person and start the conversation? 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
How open were they to the conversation?  
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
Was there anything you believe you did well/could have improved on that impacted the outcome 
of this conversation?  
__________________________________________________________________________________ 
 
_________________________________________________________________________________ 
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FRESHLINK AMBASSADOR SITE VISIT 
JOB AND FAMILY SERVICES 

 
 
OBJECTIVES 
By the end of this session, FreshLink Ambassadors will be able to… 
 • Identify and list the services offered at Job and Family Service Centers 
 • Introduce themselves and establish a relationship with Job and Family Service Center   
   managers 
 • Identify ways that ambassadors may/may not engage with clients of job and family service  
  sites 
 • Identify space and placement of FreshLink table and resources within unique sites 
 • Identify methods of promoting FreshLink presence at Job and Family service sites 
 
 
 
 
__________________________________________________________________________________ 
 
MODULE #1: Job and Family Services Presentation 
 
Our local Job and Family Service (JFS) sites provide valuable services and resources to our local 
community members. This summer, we will be conducting outreach at 3 different sites 
throughout each month (Quincy Place, Virgil E. Brown and Old Brooklyn). As you learn more about 
the role of JFS take notes on points of interest and reflect on the questions below. 
 
 
 
NOTES 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
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Did you learn anything new today?  
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
 
Did anything surprise you? 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
 
 
 
 
How can the work of FreshLink benefit or complement the existing work of the job and family 
service sites? 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
__________________________________________________________________________________ 
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MODULE #2: Site Tour 
Since you will be spending time at each site throughout the summer, it will be beneficial for you to 
have a tour of today’s site to get a sense of the general layout at the JFS sites. Each one will vary 
somewhat, but will have the same core components. 
 

 
 
 
 
 
__________________________________________________________________________________ 
 
MODULE #3: Outreach Events at JFS Sites 
 
Each week we will be visiting a different JFS site to provide valuable information about the 
benefits of farmers’ markets to clients. While we are there we would to make sure we are 
following their guidelines while providing helpful information to their clients.  
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FRESHLINK AMBASSADOR 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 

 
__________________________________________________________________________________ 
 
MODULE #1: Food Safety and Hygiene 
Facts about Foodborne Illness 
At a Glance: 

1. E. Coli 0157:H7, a bacterium, can cause about 73,000 cases of foodborne illness each 
year in the U.S. 
Sources: undercooked beef, raw milk, produce Photo: E. Coli 0157:H7 

2. Multistate Outbreak of Shiga toxin-producing Escherichia coli O157:H7  
Infections Linked to Leafy Greens: 

• Between November 5th and December 12th, twenty-five people infected with the 
outbreak strain of STEC O157:H7 were reported from 15 states in the U.S. 

o Of the twenty-five people, nine were hospitalized, two developed kidney 
failure and one died. 

o Investigation of this outbreak took place by the CDC, several states and 
the U.S. Food and Drug Administration (FDA).  

o The source of the outbreak was identified as leafy greens, but 
investigation could not identify the specific type. 

• In December 2017, the Public Health Agency of Canada (PHAC) investigated a 
similar outbreak of STEC O157:H7 infections linked to romaine lettuce. 

o E coli strains causing these infection outbreaks were shown to be closely  
genetically-related to the U.S. outbreak. 

o The source of the romaine lettuce linked to the Canadian outbreak, or 
where it became contaminated, was unknown. 

• There was no recall on this produce item. 
 

https://www.fda.gov/Food/RecallsOutbreaksEmergencies/Outbreaks/ucm593896.htm
https://www.canada.ca/en/public-health/services/public-health-notices/2017/public-health-notice-outbreak-e-coli-infections-linked-romaine-lettuce.html
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3. The Centers for Disease Control and Prevention (CDC) estimates that each year, foodborne 
diseases cause illness in 1 in 6 Americans (or about 48 million people) resulting in 
128,000 hospitalizations and 3,000 deaths. 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
Contaminants 
Today we will examine three types of contaminants that occur from the environment. 

 

 

 
 
 
 
 
 



  

 

89 

Food Allergens: The BIG Eight 
 

 
Did you know? The “BIG Eight” allergens account for approximately 90% of all food  
allergy reactions. 
 
What is a Food Allergy? An adverse health effect arising from a specific immune response 
that occurs reproducibly on exposure to a given food. 
 
Signs and Symptoms of a Food Allergy:  

• Hives    • Tingling in the mouth    • Swelling in the tongue and throat     
• Difficulty breathing     • Abdominal cramps vomiting or diarrhea   • Eczema or rash     
• Coughing or wheezing      • Loss of consciousness     
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• Dizziness Anaphylaxis: A severe, life-threatening, whole body allergic reaction that 
occurs seconds to minutes after exposure. It can result in respiratory distress, shock, 
and death 
 

*It is important to remember that signs and symptoms can vary from mild to sudden and severe 
depending on the individual and allergy. 
 
__________________________________________________________________________________ 
 
MODULE #2: Conducting the Food Demo 
Please review the following worksheet to prepare for each demo using proper processes for 
hygiene, food safety/handling and clean up. 
 

Preparation for Set up/Break down of Food Demo 
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Steps to Conducting a Food Demo 
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Special Thanks: Please note that the content from this session has been used with permission 
from NEO Restoration Alliance. For more information on NEO Restoration Alliance and for 
technical assistance with your organization’s consultation needs, contact Veronica Walton at 
216-375-3757 or by email mikeronnie123@aol.com    

mailto:mikeronnie123@aol.com
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