Draft----Farm Business Plan
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Business Organization


Business Name:
____________________________


Business Address:
____________________________





____________________________





____________________________



Bus.
Phone
_______________ Home _____________



Bus. 
Fax
_______________ Home _____________



Bus.
Email
_______________ Home_____________

How will the business be organized?   (sole proprietor, LLC, S-Corp)

	

	

	

	

	

	

	

	


Who is Involved in the Operation?

	Name
	Title
	Position/Management Role
	Ownership
	Age

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


Who are the business Advisors?

	Name/Title
	Expertise
	Firm
	Address
	Phone/Fax/Email

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


History and Overview of your Operation:

[Develop a half to one page overview of the history of the business to date.  Your aim is to convince the reader that you and your operation were under control despite any bad times.  Try to answer some of the following questions: ]

· When and how was the operation started?

· Location and other physical details of the business

· What is the source of (inherited/purchased/rented)?

· land

· equipment

· other resources

· Major structural changes that happened in the past

· How was the farm financed?

· Trends of important measures like net-worth, acreage, herd size, personnel, productivity, inventory changes, and family situation.

· Emphasize the management issues through time.

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


MISSION STATEMENT

[The mission statement is a 3 to 4 line statement that explains to the reader what you are in the business for.  It is precise, emphatic, and should reflect your own philosophy.  The mission statement is the overriding goal for you, doing the business in the first place. “ Why are you here?”]

	

	

	

	

	

	

	

	

	

	

	

	


GOALS

[Goals can be seen as targets to accomplish the desired end result.  A well-posed problem is half solved.  A goal tries to answer one of five basic questions;  what, why, when, where and how.  Knowing what you want is a goal.  Means to achieving a goal is what the business plan is all about.  All of our business goals arise from our mission statement.  Hence, the mission statement can be viewed as the overriding goal.  The goals section can be subdivided into sections like:

· Overall Business Goal:  More or less, the mission statement.

· Production Goals:  Goals reflecting the production aspects of the business.

· Marketing Goals:  Goals reflecting the marketing aspects of the business.

· Financial Goals:  Goals reflecting the financial aspects of the business.

· Legal Goals:  Goals reflecting all the ownership and legal aspects of the business.

· Personnel Goals:  Goals reflecting the personnel issues faced in the business.]

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


SHORT TERM GOALS


Though the phrase short-term is vague, let us limit ourselves to a time frame of up to five years.  Limit your goals to 10 or less in number.  Framing the immediate or short-term goals involves addressing some issues like:

(  Increase production capacity. 

· Improve financial condition (Can be specific ratios, but make credible goals).

· New marketing alternatives.

· New production activities.

· New hiring/ training activities.

· Family issues like kids education, farm training, and retirement savings.

· Other legal issues like contracts, insurance, and environmental measures.

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


LONG TERM GOALS


These are the goals aimed at the future, beyond five years.  Limit your goals to five or less at one time. (Too many make it impossible to see/feel when you are making progress.)  Issues to consider are:

(  Intergeneration issues, like succession and transition planning.

· Changes reflecting farming philosophy.

· Education and farm training for your children.

· Retirement planning issues.

· The big picture of your operation in the long run.

· Major shifts in management, resources, finance or production systems

	

	

	

	

	

	

	

	

	

	

	

	

	


PRIORITIES


Some goals might be more important than others.  So ordering them is also equally important.  Think of it in this way; given the chance that someone will fulfill 2 of your goals, which two would come first?

	1.

	

	2.

	

	

	


PURPOSE OF THE PLAN


The sub-section explains the real motive, purpose, and expected use of the business plan.  This is the justification for preparing a business plan in the first place.  It can include specific clientele’s names or just be a generic one.

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


STRATEGIC OUTLOOK


Writing a strategic outlook statement may help position your operation to meet personal, family, and business goals.  Include your thoughts on the current farm economy, as well as your feelings on the future of livestock production and agriculture as to how it might affect your business as it related to this region.

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


SITUATION STATEMENTS


The subsection contains summaries of the current situation of various aspects of your business.  Highlight all the important events and developments.  The reader should be able to get a feel of the overall business situation after reading this subsection.  You need not get into personal details that you are not comfortable with disclosing.  (Where are you now and when events are taking place to put you where you are now?

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


PRESENT BUSINESS SITUATION


In this section you should be able to provide the following information:



[Strengths and weaknesses]

· What business are you in? (products, production levels)

· What are the present resources? (financial, personnel, equipment, and land)

· Key financial measures? (net-worth,  debts, and other financial ratios)

· What are the sources, means, and methods of marketing?  

· Any other important issues that highlight your current operation.  

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


LEGAL and CONTRACTUAL SITUATIONAL


Here you will outline the current legal situation on your farm, including all the contracts and risk abatement measures you have taken to date.  List all specific causes for concern.  If you don’t have adequate information on some of these issues, make note of the information requirements and seek further legal/ professional assistance.  If you already know the alternative measures available, analyze and pick the ones that suit your situation, along with a timeline for implementation.


Asset Contract & Agreements:
· Land rental agreements

· Building rental agreements

· Feed purchase agreements

· Other production agreements


Estate Plan/ Will   (note that you have these in place)

Insurance   (who and what kind of coverage you have or will purchase, it helps to have the agent/company noted and make sure these costs are in your budgets)
· Wind, Fire and Theft

· Liability

· Production (crop insurance)
· Worker Comp- (employee)


Environmental Plan – (Fuel, pesticide storage and manure plan for livestock farms, CNMP)

Retirement Plan  (how and when to you plan to exit the business)
MARKETING SITUATION & PLAN

[Identify your current marketing strategies of how your get your production commodities into the market, as well as a brief description of current products sold or to be sold during the current production cycle.  

-What is your current pricing strategy?  (Target prices, which marketing alternatives are in use or available for your current marketing system.)]

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


PRODUCTION SITUATION   (what have you and what will you produce)
CROP ENTERPRISE PRODUCITON TRENDS

	Describe system:

	Year           Crop 1:
	2004
	2005
	2006
	2007
	2008
	2009

	Total production:  Bu.
	
	
	
	
	
	

	Average / Acre:  Bu.
	
	
	
	
	
	

	Total Acres
	
	
	
	
	
	

	Average Price/ Unit $
	
	
	
	
	
	

	
	
	
	
	
	
	

	Describe system:

	Year          Crop 2:
	2004
	2005
	2006
	2007
	2008
	2009

	Total production:  Bu.
	
	
	
	
	
	

	Average / Acre:  Bu.
	
	
	
	
	
	

	Total Acres
	
	
	
	
	
	

	Average Price/ Unit $
	
	
	
	
	
	

	Describe system:

	Year          Crop 3:
	2004
	2005
	2006
	2007
	2008
	2009

	Total production:  Bu.
	
	
	
	
	
	

	Average / Acre:  Bu.
	
	
	
	
	
	

	Total Acres
	
	
	
	
	
	

	Average Price/ Unit $
	
	
	
	
	
	

	Describe system:

	Year          Crop 4:
	2004
	2005
	2006
	2007
	2008
	2009

	Total production:  Bu.
	
	
	
	
	
	

	Average / Acre:  Bu.
	
	
	
	
	
	

	Total Acres
	
	
	
	
	
	

	Average Price/ Unit $
	
	
	
	
	
	

	Describe system:

	Year          Crop 5:
	2004
	2005
	2006
	2007
	2008
	2009

	Total production:  Bu.
	
	
	
	
	
	

	Average / Acre:  Bu.
	
	
	
	
	
	

	Total Acres
	
	
	
	
	
	

	Average Price/ Unit $
	
	
	
	
	
	


LIVESTOCK ENTERPRISE PRODUCTION TRENDS

	Describe system:

	Year
	2004
	2005
	2006
	2007
	2008
	2009

	Total production:                      cwts.
	
	
	
	
	
	

	Average / cow, sow, head
	
	
	
	
	
	

	Total herd size
	
	
	
	
	
	

	Average Price/ Unit sold $
	
	
	
	
	
	

	Average Price/ head sold $
	
	
	
	
	
	


	Describe system:

	Year
	2004
	2005
	2006
	2007
	2008
	2009

	Total production:                      cwts.
	
	
	
	
	
	

	Average / cow, sow, head
	
	
	
	
	
	

	Total herd size
	
	
	
	
	
	

	Average Price/ Unit sold $
	
	
	
	
	
	

	Average Price/ head sold $
	
	
	
	
	
	


	Describe system:

	Year
	2004
	2005
	2006
	2007
	2008
	2009

	Total production:                      cwts.
	
	
	
	
	
	

	Average / cow, sow, head
	
	
	
	
	
	

	Total herd size
	
	
	
	
	
	

	Average Price/ Unit sold $
	
	
	
	
	
	

	Average Price/ head sold $
	
	
	
	
	
	


	Describe system:

	Year
	2004
	2005
	2006
	2007
	2008
	2009

	Total production:                      cwts.
	
	
	
	
	
	

	Average / cow, sow, head
	
	
	
	
	
	

	Total herd size
	
	
	
	
	
	

	Average Price/ Unit sold $
	
	
	
	
	
	

	Average Price/ head sold $
	
	
	
	
	
	


YOUR PRODUCTION SUMMARY


For the production summary, all the relevant questions like future projections, diversification, crop insurance purchases, current production difficulties, input arrangements, production contracts, and alternative crops can be discussed.  This section is pretty much open and is very specific for each operation.

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


Planned Machinery and Buildings Investment:  (What do you have & what will you need to aquire, rent, lease or borrow to make the farm/ business able to produce the commodities or products?)

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


FINANCIAL SITUATION

BALANCE SHEET’s-  (five years trends 2-history & 3-projected-- using the Finan software)
INCOME & EXPENSE TREND SHEET (five years, 2-history & 3-projected using the Finan software)

FINANCIAL RATIO’S  (using the Finan software)

FINANCIAL SUMMARY

[The financial summary aims at identifying specific financial problems or opportunities and addressing them through appropriate strategies.  

-Form a basis for a projected financial plan.  (Issues like future investments, future cash flow requirements, and performance enhancing measures need to be thoroughly discussed in this section.)]

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


CURRENT PERSONNEL/ HUMAN RESOURCE SITUATION

[Lists all the personnel involved in the operation during the year, including the consultants and business advisors, along with their specific roles.  Make a note on their specific skills and contributions can also mention.]

Name: ____________________________

Address: ___________________________ State: ___  Zip: ___________

Title: __________________________________ Time commitment: __________

Skills & Contributions: ______________________________________________

Name: ____________________________

Address: ___________________________ State: ___  Zip: ___________

Title: __________________________________ Time commitment: __________

Skills & Contributions: ______________________________________________

Name: ____________________________

Address: ___________________________ State: ___  Zip: ___________

Title: __________________________________ Time commitment: __________

Skills & Contributions: ______________________________________________

Name: ____________________________

Address: ___________________________ State: ___  Zip: ___________

Title: __________________________________ Time commitment: __________

Skills & Contributions: ______________________________________________

Name: ____________________________

Address: ___________________________ State: ___  Zip: ___________

Title: __________________________________ Time commitment: __________

Skills & Contributions: ______________________________________________

Name: ____________________________

Address: ___________________________ State: ___  Zip: ___________

Title: __________________________________ Time commitment: __________

Skills & Contributions: ______________________________________________

Name: ____________________________

Address: ___________________________ State: ___  Zip: ___________

Title: __________________________________ Time commitment: __________

Skills & Contributions: ______________________________________________

JOB DESCRIPTION, SALARY & BENEFITS

	Employee
	Job Description
	Salary
	Benefits

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


LABOR & TRAINING GOALS

[Take a good look are your farms labor and training goals.  

-In what areas can all personnel improve?  

-What are the barriers to achieving these goals and solutions on how to overcome these barriers?  

Be sure to include a type of measurement to verify that the goal has been reached.]

	Goals
	Barrier
	Planned Response
	Measurement

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


PERSONNEL SUMMARY

[Make some general statements that identify some of the strengths that your personnel give your business, note some challenges that may be present related to personnel.  You may see some desired changes for the future of the farm.]

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


For additional information or assistance please contact:


Dennis Stein


District Farm Management Educator

362 Green Street, Caro, MI 48723-1998

phone: 989-672-3870  
fax:  989-673-5953
email:   steind@msu.edu
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