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GARTNER TOURIST FARM
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Established our own 

cheese dairy 25 

years ago

A family-run farm 

with a small team of 

employees
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STRONG IDENTITY AND AUTHENTIC STORY 
BEHIND THE BRAND
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SALES CHANNELS

Direct sales at the farm

Farmers’ markets and food fairs

Local product corners and specialty shops

B2B sales – hotels, restaurants, and 
catering

Development of our own retail points

Pop-up sales at high-traffic tourist sites (in 
cooperation with landowners)
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GUIDED EXPERIENCES & 
TASTINGS
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Around 25% of our income 
comes from tastings and 
guided farm experiences

Growth has been organic –
no paid marketing or 
major promotions

Activities available for 
pre-booked groups only

Key considerations: timing, 
space, and visitor 
expectations



FACILITIES & EQUIPMENT
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CREATING OFFERS & PROGRAMS

Design basic and upgraded packages

Tailored variations for schools, small groups, or corporate 
visits

Pricing strategy: agency commissions, minimum group size, 
etc.

Standardized program structure with room for small 
adjustments

Offers for the next season are sent in August–September 
— plan ahead!
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LOGISTICS & 
COORDINATION

Use a shared calendar to track all 
bookings

Designate one main contact person 
(email + phone)

Keep clear records: billing info, 
group size, tasting type, status

Allow enough time between groups 
for preparation and clean-up

Coordinate with employees in 
advance
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WHAT CAN GO WRONG? – AND 
OTHER 'LITTLE SURPRISES'

Group size differs from reservation

Groups arrive too early or late

Allergies and dietary restrictions

Accessibility issues (elderly visitors, limited mobility)

Optional drink pairings (beer, wine)

Small gift packages for company teambuildings

Complimentary participation for guide and driver

FAM trips for agents, journalists, or study groups
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ADDITIONAL MARKETING OPPORTUNITIES
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THANK YOU FOR 
YOUR ATTENTION!

Contact:

Kmetija Gartner 

info@bohinjgartner.com

W: bohinjgartner.com

Združenje kmečkih sirarjev Slovenije

kmecki.sirar@gmail.com

w: kmeckisiri.si
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