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COMMUNICATE,
EDUCATE



To sell extra virgin olive oil effectively–   
at the right price–                                         

we need to educate our buyer



HOW DO WE LEARN?



DIFFERENT PEOPLE, 
DIFFERENT WAYS...

Hearing

Reading

Seeing images

Tasting and smelling

Doing 

Feeling



HOW DO WE TEACH?









 LOOKING AT 
CONTENT: 

A FLYOVER OF  
THE INTERNET



AKA:AN OLIVE OIL 
EDUCATION 

HALL OF SHAME



“ But too little acidity may not be a virtue... 
less than 1% acidity may rob the oil of taste 
and bouquet...”

“Extra virgin... simply means the olive oil has 
not been filtered.”

ACCORDING TO 
THE “EXPERTS”



“EXPERT” TASTING 
NOTES

“Those had an undeniable “liveliness” – a 
tingly acidity... that made them complex 
and delicious.”

“A deep, beer-like fragrance...”

“...astringency (drying in the mouth) is an 
indicator of rancidity.”



“The two ways to assess 
virgin olive [oil], chemical 
and organoleptic analysis... 
one is totally objective and 
the other totally subjective.”

ACCORDING TO 
THE “EXPERTS”



CREATING CONTENT



TOO MUCH 
INFORMATION?

“ You must know the Olive Oil Chemistry: 
oleic acid, FFA, peroxide value, polyphenol 
count...”  

Ask yourself: how many people did you know 
who loved chemistry in high school? [Sorry, 
Claudia, Rod, Richard, Jamie...] 



INFORMATION 

Go for quality over quantity – We live in an age 
of information overload; don’t make it worse

The right message for the job – Are you talking 
to a food fanatic? A health nut? A novice? A 
connoisseur? 

Consumer education should not be like 
drinking from a fire hose



SOME CAUTIONARY 
NOTES



MESSAGES CAN BE 
CO-OPTED



EXHIBIT A
“ARTISAN”



ARTISAN??

From the early ‘80s used for handmade small batch cheese 
and other speciality products, including olive oil

Now it’s on thousands of mass-produced products 



EXHIBIT B
“FRESH”



ACCORDING TO 
THE “EXPERTS” 

“Even if it’s not rancid, many of the 
heart-healthy compounds have 
broken down.”

Olive oil should be used within one year 
(some say six months) of harvest



FROM 27 SEPT 2013:

“MANNI extra virgin olive oil is the only 
oil in the world to maintain its extra 
virgin quality and taste for three years, 
in a market where competitors can only 
sustain it for 12 months.” 



WHAT IS FRESH?

Is freshness purely a function of time?

Is freshness a condition? 

Does FRESH = GOOD?

Look down the road....

Coming soon: Bertolli with a harvest date? 

Olive oil pressed in your home – “as fresh as it 
can possibly be”



EXHIBIT C
“OLIVE OIL HORROR 

STORIES”



Be careful with negative messages; 
you don’t want to leave the 

impression that this is all too hard 
and that olive oil sucks!



MANAGEABLE VS 
REDUCTIONIST

Messages for consumers need to be clear, 
consistent and meaningful, but...

Over-simplification and dogma are tricky 
because they can be highjacked or turned 
against us 

Look at the history of the olive oil trade: is there 
any reason to believe that it will fundamentally 
change in the near future?



DON’T PUT ALL YOUR 
EGGS IN ONE 

MESSAGE BASKET



EDUCATIONAL 
CONTENT

Be accurate

Be relevant

Be smart

Be honest



A WORD ABOUT 
HONESTY



THE BEST POLICY

Honesty is disorienting to crooked 
dealers

You never have to worry about keeping 
your story straight, or of being found 
out

It is hard to fake successfully



PUTTING YOUR MONEY 
WHERE YOUR MOUTH IS 

The AOA Code of Practice with its 
off-the-shelf testing provision is a 

great way of demonstrating to your 
consumer that you are up front and 

serious about quality



You can fool some of the people all 
the time, and all the people some of 
the time, but you can’t fool all the 

people all the time.                              

—Abraham Lincoln



ANOTHER ADVANTAGE 
OF HONESTY

The internet does not treat con artists kindly

When fakers are exposed, retribution can be 
swift and terrible 

The Millennial Generation is particularly 
intolerant of phonies and is good at detecting 
fakes on the net...



MILLENNIALS
c. 1983 – 2000 



They are digital natives....



Not only do they not necessarily trust traditional 
advertising anymore, they don’t even see 

traditional advertising anymore.”
– S. Adam Brasel, Boston College



MILLENNIALS

Social media – information source about products 

You cannot be the gatekeeper of information with 
this group; they communicate constantly in social 
media and share stories both good and bad

For digital natives, electronic communication is 
like breathing...



SPEAK UNTO 
OTHERS...



A SALES PITCH 
IS NOT A STORY

How interesting is it to you when people 
relentlessly try to sell you things?  

Think of people as an audience: you need 
to engage and interest them...

...otherwise they will click or walk away



THINK ABOUT 
HOW TO TELL 
YOUR STORY



WHAT MAKES YOU 
UNIQUE?

Who are you? 

What is your story?

What is your passion? 

What unique benefits do you offer
 to a consumer?



A STEPPED 
APPROACH 



CRAWL, WALK, RUN

Begin with the basics, but remember that just because 
someone’s ignorant doesn’t mean they’re stupid

Use analogy to give context and immediate meaning, for 
example that different wines complement different foods–
it’s the same with olive oil

People like to feel like they know something a bit esoteric: 
the name of the olive variety, the harvest maturity, etc.

Provide resources for people to go deeper if they want to



HOW DO WE 
INTEGRATE THE 

EXPERIENCE?



USE MEDIA TO CONNECT 
TO THE SENSES

Remember your different learners--the 
listeners, the watchers, the doers...

Be creative: don’t just rely on words, 
words, and more words 



AND REMEMBER...



OLIVE OIL 
SHOULD BE FUN!



ENGAGE 
AND 

EDUCATE





THANK YOU
alexandra@calathena.com
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