
Years in Business:
Total Acres:

Vegetable Acres Farmed:
Number Seasonal Employees:

Number Non-Seasonal Employees:
Land Owned or Rented?
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CASE STUDY
FARM 1

Hands to Earth Farm is a 1st generation farm, in business for 9 years.The owner, 1 year round employee, and 4
seasonal employees farm 15 acres of this 50 acre property. They grew their CSA rapidly, reaching 500 and
delivering as far as 2 hours away. Farm products include resale produce and proteins from other farms, farm grown
organic (uncertified) produce, and eggs. This farm has strong sales with minimal marketing costs. Wholesale
customers have fluctuated and are at a high of 10, mostly smaller restaurants with the total for wholesale sales as a
minimal % of total sales. The three farmers markets attended vary in size and distance from the farm; each
grossing wide ranges in sales. The land is owned and on the Balance Sheet. There is an extraordinary amount of
operating and equipment loan debt, reducing equity potential. 

Operational Data

GETTING FINANCIALLY NAKED Rebecca Frimmer, Kitchen Table Consultants

9
50
15
4
2

Owned

Ownership structure: S Corp
Sales Channels/Customers: 
  200 CSA, 3 Markets, 10 Whls
Initial Financing: FSA Loan
Growth Financing: Family



Has the business gotten more efficient year on year?

Where does the business have the greatest opportunity for improvement?

What’s the most important question you would ask an advisor who knows about this business? What other
questions need to be asked?

What’s the most important metric they need to focus on in the next 12 months?

CASE STUDY
FARM 1

Internal Group Questions
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Years in Business:
Total Acres:

Vegetable Acres Farmed:
Number Seasonal Employees:

Number Non-Seasonal Employees:
Land Owned or Rented?

CASE STUDY
FARM 2

Old Oak Grove Farm is 1st generation, certified organic vegetable and berry operation, in business for 5 years.
Owner also raises laying hens, and egg sales add significant income to overall sales. Sales are primarily through the
75 member CSA, an on farm stand, and 3 farmers markets. This farm also offers resale products like bread and
cheese as add-on CSA shares. Owner is interested in potentially increasing wholesale sales - currently selling to 2-3
restaurants and a small food hub. In the end of 2018, the owner had the opportunity to take over the mortgage on
the farm following a split from her partner. Her balance sheet reflects the farm asset and accompanying mortgage
liability. This farm has strong marketing and has utilized a VAPG since 2017.  The grant amounts were $65K in 2017
and $81K in 2018.

Operational Data

GETTING FINANCIALLY NAKED Rebecca Frimmer, Kitchen Table Consultants

5
15
5
3
1

Owned

Ownership structure: Sole Prop
Sales Channels/Customers:
  75 CSA, Farm Stand, 3 Markets
Initial Financing: Mortgage
Growth Financing: VAPG
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Has the business gotten more efficient year on year?

Where does the business have the greatest opportunity for improvement?

What’s the most important question you would ask an advisor who knows about this business? What other
questions need to be asked?

What’s the most important metric they need to focus on in the next 12 months?

CASE STUDY
FARM 2

Internal Group Questions
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Years in Business:
Total Acres:

Vegetable Acres Farmed:
Number Seasonal Employees:

Number Non-Seasonal Employees:
Land Owned or Rented?

CASE STUDY
FARM 3

Stone Brook Farm is a 1st generation farm that has been in business for 25 years. With 15 acres in production, the
family farm is run by husband and wife ownership team along with up to 20 seasonal workers. The farm began growing
produce and selling door to door and slowly grew over time. They now produce veggies and flowers, as well as some
eggs and sheep for themselves. In 2017 the farm experienced a major flood and crop loss, but was able to raise most
of what was lost on gofundme from their loyal customers. They have a 150 member CSA, a new winter CSA, and an 8-
week summer flower CSA. They sell at 3 farmers markets, a farm stand, and to 45 wholesale customers with 6 star
customers making half the sales. Farmers markets are strong, but the farm is fairly isolated so expanding into closest
urban areas requires a 2 hour drive each way with a lot of competition for markets. The couple has mortgaged the land
personally, and it is not reflected on the balance sheet. Their heaviest cost burden is definitely labor with challenges in
retention and manager recruiting.  Their high desert climate and environmental challenges have kept competition low,
and their niche geogrpahic market has served them well so far.

Operational Data
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25
20
15
20
3

Owned

Ownership structure: LLC
Sales Channels/Customers:  
  150 CSA, 3 Markets, 45 Whls
Initial Financing: Self
Growth Financing: Self & Mortgage

FARM
VIABILITY
TRAINING

2022



Has the business gotten more efficient year on year?

Where does the business have the greatest opportunity for improvement?

What’s the most important question you would ask an advisor who knows about this business? What other
questions need to be asked?

What’s the most important metric they need to focus on in the next 12 months?

CASE STUDY
FARM 3

Internal Group Questions
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Years in Business:
Total Acres:

Vegetable Acres Farmed:
Number Seasonal Employees:

Number Non-Seasonal Employees:
Land Owned or Rented?

CASE STUDY
FARM 4

East Bend Farm is a 3rd generation land, but 1st generation organic vegetable and berry operation, in business for
10 years. The owner and 4 seasonal employees farm 7 acres and have access to 8 more. Sales channels include a
100 member CSA, 1 farmers market, and wholesale accounts of 1 college, 1 small grocer, and 3 restaurants. The CSA
is year round, creating winter cash flow. Farm products include certified organic produce and eggs, along with some
resale products included as CSA add-on shares, ranging from coffee to cheese and more. The land is leased, not
owned, by the operator. Loans on Balance sheet have been for equipment and general operations / improvements.
The CSA has several delivery locations, which has increased the cost of labor for that income stream. Cost of labor
in general has also increased due to the owner becoming a mother and reducing her time devoted to production.

Operational Data

GETTING FINANCIALLY NAKED Rebecca Frimmer, Kitchen Table Consultants

10
15
7
4
1

Rented

Ownership structure: LLC
Sales Channels/Customers:
  100 CSA, 1 Market, 5 Whls
Initial Financing: Self
Growth Financing: FSA Loans
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Has the business gotten more efficient year on year?

Where does the business have the greatest opportunity for improvement?

What’s the most important question you would ask an advisor who knows about this business? What other
questions need to be asked?

What’s the most important metric they need to focus on in the next 12 months?

CASE STUDY
FARM 4

Internal Group Questions
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