
It’s 5 A.M. on a Saturday and Paige Hogge is pulling away from her 
Urbanna, Virginia, home. Her car is packed with a tent, two tables, 
a cash register, and about 150 pounds of seafood. Every Saturday 
from April through October, Hogge goes to the Williamsburg Farm-
ers’ Market to sell fish for her husband Jimmy’s company, Buster’s 
Seafood. She makes ten times more per pound than other watermen 
make selling their catch exclusively to wholesalers.  

Hogge is so encouraged by this success that in 2009 she started 
the Water Harvest Program, which will teach other watermen how 
they can make more money per pound by selling their catch directly 
to consumers. Water Harvest is a multi-agency-backed project, spear-

headed by the Virginia De-
partment of Agriculture and 
Consumer Services (VDACS) 
with support from Virginia 
Sea Grant and the Virginia 
Marine Products Board. 

In summer of 2009, 
Hogge sent out surveys to more than 600 watermen and aquacultur-
ists to gauge their interest in learning how to sell direct at farmers’ 
markets. Several watermen responded, and Hogge ran two Spring 
2010 workshops to teach those interested everything they need to 
know to sell direct to consumer. 

“Early on we had wanted to do the pro-
gram because it’s clear 
that [direct sales] 
have been very lu-
crative for Paige 
and Jimmy,” says 
Leanne Dubois, 
Manager of Direct 
Marketing Services 
for VDACS. “Paige 
is very passionate, and 
has seen other [water-
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Two Water Harvest workshops in •	
Spring 2010 initiated more than 30 
watermen to direct marketing.

A booklet aimed at helping water-•	
men navigate the regulations involved 
in selling at farmers’ markets is being 
distributed.

If all of the 426 million pounds ($153 mil-•	
lion) of seafood landed in Virginia each  
year stayed in state, each Virginian would 
eat 16 meals of seafood per year. 

bringing local seafood to market

educating sellers and consumers
To make seafood direct marketing a success, 

watermen need guidance about how 
to get started and consumers 

need information about how to 
work with local seafood.
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“It’s a real exchange with the customer. 
I can’t tell you how many people I 
taught to make oyster stew.”
          —Paige Hogge
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men] struggle, not getting what they deserve for the time and effort 
they put in.”

Over the past seven years, the number of farmers’ markets in 
the Commonwealth has more than doubled, from 60 to 150. In the 
summer of 2009, Virginians voted 6 of their farmers’ markets into the 
top 20 in three categories of the America’s Favorite Farmers’ Market 
contest. Williamsburg Farmers’ Market won first place nationwide in 
the mid-size division. 

Despite this popularity, customers often require some education 
and reassurance about buying and preparing local seafood. “The ma-
rine world can be quite foreign to most of us,” says Libbey Oliver of 
the Williamsburg Farmers’ Market.

“It’s a real exchange with the customer,” says Paige Hogge, who 
has weekly conversations at the Williamsburg Farmers’ Market on ev-
erything from the seasonality of fish and environmental concerns to 
what species of fish are local to Virginia and how to prepare them. 

Mike Hutt of the Virginia Marine Products Board sees the capital 
investment and regulations as the biggest obstacles preventing other 
watermen from following Hogge’s lead and selling their seafood direct 
to consumers.

To sell their catch at the Williamsburg and Dupont Circle 
Farmers’ Markets, Buster’s Seafood needs to follow more than 20 
sets of regulations that govern everything from how they harvest and 
process fish and shellfish to using certified scales at the point of sale. 
Three reports get filed annually, while there are anywhere from 13 to 
25 site assessments of the processing facilities throughout the year. 
Hogge recently wrote a manual to help guide other watermen through 
these  rules and regulations.

Despite this additional work, Hogge is confident that watermen in 
the Water Harvest Program can benefit just as Buster’s Seafood has. 

“Now is a tough time to launch a program of any kind because 
of the economy. On the other hand, that might help this program be-
cause now might be the time that the watermen need to get the most 
out of their product,” Hogge says.


