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What Are Your Enterprises?



Objectives
1. Purpose and Vision: Defining Your Why

Land Assessment and Infrastructure Readiness
Business Model and Financial Planning

Labor and Time Commitments

Crop and Livestock Strategies

Market Research and Sales Channels
Regulatory and Legal Responsibilities
Environmental Stewardship and Sustainability
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Risk Management and Resilience Planning
10. Community Connections and Networking, Education, and Continuous Learning
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Purpose and Vision

* Clarify what drives you—income, lifestyle,
stewardship, food security, education, or
community—so choices match your priorities and
risk tolerance.

* Your definition of success shapes farm size and
enterprises—e.g., specialty crops for supplemental
income versus diversified vegetables, poultry, and
preservation for self-sufficiency.

* Draft a one-page vision statement (values, target
markets, quality of life, five-year goals) to align
family, partners, and lenders—and update it as you
learn.



Land & Infrastructure Readiness

 Land & Soil realities — Soil type, fertility,
drainage, slope, and prior use determine what
can be grown and the remediation required

 Water access and rights — Evaluate supply and
legal access- especially for dry seasons —
before committing to crops or livestock plans

e Upfront infrastructure costs — Fencing, barns,
greenhouses, irrigation, roads, and cold
storage can exceed expectations and drive
early cash needs

* Location & executive plan - Market access
affects profitability; use soil tests, Extension
support, and a phased buildout to match land
to enterprises.




Business Model & Financials

e Startup and operating costs - Budget
land/lease, infrastructure, equipment,
livestock, seed, and certifications, plus
ongoing feed, fuel, labor, insurance, and
marketing.

e Cash flow runway (years 1-5) - Many
enterprises pay later than they cost—
perennials may take seasons to yield—so
plan bridging funds (off-farm income or
financing).

* Model, margins, and capital - Compare
DTC, wholesale, and agritourism with
enterprise budgets, then align savings,
loans, grants, or cost-share programs with
documentation needs.




Labor & Time Reality

* Nonstop daily demands - Feeding, irrigation, and
pest checks can’t wait—weather, illness, and
personal plans rarely pause farm work.

* Assess capacity early - New farmers should
estimate realistic labor hours and decide where
extra help is essential during peak seasons.

* Help has tradeoffs - Hiring adds wages, training,
housing, and legal compliance; family or
volunteer help may be cheaper but less
consistent.

* Prevent burnout - Administrative work often
happens after fieldwork; build systems, set
boundaries, and plan rest to stay sustainable.




Crop & Livestock Choices

* Match enterprises to resources - Align crop and livestock
choices with soils, water, climate, and your skills to reduce
costs and operational stress.

 Start focused, then expand - Avoid over-diversifying early.
Begin with a small set of high-demand crops or one core
livestock enterprise and refine systems first.

* Plan for livestock needs - Confirm feed availability, housing,
fencing, and daily care capacity. Climate suitability and
disease pressure are key decision factors.

* Coordinate timing and review annually - Use production
timelines and harvest windows to plan labor and market
access, then adjust enterprise mix using performance data
and feedback.
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Market Research & Channels

Direct to Consumer Wholesale channels Validate before producing
Farmers’ markets, on-farm Distributors and restaurants Use quick surveys, market
sales, and CSA often deliver ~ can provide steadier volume, visits, and buyer conversations
better margins, but require but demand consistency, to align production with actual
more marketing and packaging standards, and demand, reducing waste and

customer engagement. typically lower margins. improving cash flow.
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Legal & Regulatory Duties

e Zoning & Land Use — Local rules can limit on-farm sales,
structures, events, or certain production in residential or
mixed-use areas

* Food safety requirements — Handling, processing, labeling,
and selling produce, meat, eggs, and value-added goods
must meet applicable safety rules

* Livestock and environmental compliance — Animal welfare
standards and manure management rules may apply,
especially where runoff or odors affect neighbors

* Taxes, penalties, & support — Plan for reporting, sales tax,
and exemptions. Noncompliance can mean fines or lost
market access; use Extension and agencies for guidance
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Environmental Stewardship

 Soil health — use crop rotation, cover crops,
reduced tillage, and IPM to build structure and
cut external inputs

* H20 Conservation — efficient irrigation and
water plans reduce waste & help protect local
waterways

* Biodiversity benefits — habitual borders &
diversified systems support beneficial species
& strengthen on-farm ecology

* Resilience & market value — lower long-term
costs, steadier yields, and climate readiness
can also attract consumers seeking responsibly
produced food.
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Risk & Resilience Plan

Key risk sources — agriculture faces weather
extremes, pests, diseases, and market volatility, so
risk starts with identifying likely threats

Diversify & insure — diversifying crops, livestock, &
markets can buffer losses. Crops or livestock
insurance adds protection when coverage & cost fit
the operation

Invest in infrastructure — high tunnels, drainage, &
other physical upgrades reduce exposure to weather-
related disruptions and improve recovery speed

Plan to bounce back — emergency response plans &
financial reserves strengthen resilience, systems that
adapt and continue under stress, rather than trying to
eliminate risk




Community Networks

* Peer support & learning — relationships
with other farmers reduce isolation &
enable practical exchange of knowledge,
equipment, & support

e Stronger market connections —
networking with buyers, suppliers, ag
service providers improves access,
reliability, and day-to-day efficiency

Community visibility & trust —
participation in markets, co-ops, & local
groups builds credibility, collaboration, &
long-term resilience
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Continuous Learning

,I, , e Education programs — extension workshops,

field days, & conferences help new farmers to
keep up with changing tools, markets, &
conditions

 Mentorship matters — experienced growers
provide practical guidance that complements
formal learning & helps beginners avoid
common mistakes

* Learn by doing — experiment, reflect on
outcomes, & keep records to turn successes &
failures into steady improvement & confidence




Questions???

. . Find us
* CarriJagger —jagger.6@osu.edu

* Gigi Neal — neal.331@osu.edu

* Sabrina Schirtzinger —
schirtzinger.55@osu.edu

* U.go.osu/gofarmohio — eNews letter

* Facebook
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