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Bulb Onions

OVERVIEW

Organic onions, including
both bulb and green onions,
are growing in popularity with
consumers. Sales rose more
than 8% in 2019, and organic
sales now make up more than
5% of all onion purchases.
Because organic onions are
rarely eaten on their own,
they are the perfect candidate
for cross-merchandising

and boosting sales of other
organic items as well.

FRESH TREMDS 2020
7% of consumers said they
purchased organic bulb
onions exclusively, while
another 12% said they bought
organic bulb onions at least
some of the time.

DOS AND DON'TS

¥ po: Create neat, low
displays of organic ions.
Stacking onions too high can
lead to a mess if onions roll
of f the display.

X pow'T: Con't get onions
wet as they will spoil quickly
when exposed to moisture.
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Dallar share of
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Organic percent of
retail bulb onion sales 51%

Organic monthly shipping point prices 2019

Shipping point prices include all locations, varieties and
sizes tracked by the USDA.
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MARKETING TIPS

Organic onions are grown under the soil, so they are an
attractive purchase for shoppers looking for items grown with
fewer pesticides. Promote organic onions by highlighting the
growing practices used to produce them. Include organic
onions in promotions with other organic salad vegetables as
well as with organic meat items and organic soup fixings. Make
a spacial push for organic sweet onions during the summer
months when they are a popular topper for hamburgers.

To see more ovliFe wisils

ProduceMarketGuide.com/
produce/organic-onions-bulb
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A tip for
organ ic bulb
onion displays
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Consumers look for
sweet onions, so make
a large display of
organic sweet onions.
Their lower price makes
thermn a great item for
shoppers to try.
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