BUSINESS PLAN

FOR

Hidden Valley Goat Farm
Joe Blow
Sole Proprietor
3189 North 400 West
Blowhard, Indiana zip code
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III. INTRODUCTION

A. Executive Summary

Joe Blow will own and operate Hidden Valley Goat Farm as a sole proprietorship.  Mr. Blow and Hidden Valley Goat Farm will purchase 20-30 pound kid goats and lambs from individuals and auctions in Indiana and Kentucky and feed them until they are 65-70 pounds.  The target market will be the Hispanic and Middle Eastern population of northwest Indiana and the Chicagoland area.  The goats and lambs will be sold through auctions and direct from the farm to packing plants who will sell the meat to ethnic markets in northwest Indiana and the Chicagoland area.  Mr. Blow will be assisted by his wife and sons and will be solely responsible for all decisions made for the business.  Mr. Blow and Hidden Valley Goat Farm will purchase for delivery approximately 125 goats and lambs per month, feed them for 4 months, and then sold.  The goats and lambs will be delivered to the farm and will be picked up at the farm after they are sold.  The goats and lambs will be separated into groups of 50-60 per group for the time they are on the farm.  They will have access to pasture and will be fed and watered as a group inside a remodeled tool shed near Mr. Blow’s residence.
B. Purpose of the Business Plan

The purpose of the business plan for Joe Blow and Hidden Valley Goat Farm is to obtain startup funding for animals and equipment in order for him to be able to provide a sustainable income for his family.
C. Statement of Goals and Objectives
It is the goal of Joe Blow and Hidden Valley Goat Farm:

1. To finish for market 975 goats and lambs the first year

2. To finish and market 1350 head the second year. 

3. To sustain marketing 1350 head each year after that.

4. To obtain a truck and trailer in order to haul his own goats and lambs which will increase the number of markets that are accessed
5. To upgrade the feeding system to reduce the labor required.

IV. OPERATING PLAN

A. Ownership and Management

Joe Blow will own and operate Hidden Valley Goat Farm as a sole proprietorship.  Mr. Blow will make the day-to-day decisions regarding purchase and sales of goats and lambs, feed purchases and rations fed, and equipment and building usage.
Mr. Blow lost his father when he was 12 years old.  Since that time he has been working in various capacities.  In high school, he raised and sold feeder pigs from 30 sows which were farrowed two times per year.  He has raised 4-H goats for 10 years, operated a small greenhouse for 9 years, and raised and sold produce on 15 acres.  His work experience includes:

· Assistant manager for a gas station while in the Navy

· A.E. Staley

· Cattle farms

· Grain farms

· Feed mills

· Fertilizer plants

· Grain elevator

Mrs. Natalie Blow, his wife, was employed as a registered nurse until she suffered a traumatic brain injury due to a horse riding accident.
B. Other Staffing

Joe Blow and Hidden Valley Goat Farm will need only temporary labor when receiving, processing, and selling animals.  This labor will be provided by Mrs. Blow and their two sons, Keil and Derek.  Their responsibilities will be to assist moving the animals out of the delivery trailer, holding the animals while Mr. Blow treats each animal with antibiotics and wormers, and to load the finished animals into the trailer for delivery to the market.

Keil Blow



Derek Blow

1976 South 242 East

3055 South State Road 71


Blowhard, Indiana xxxxx

Blowhard, Indiana xxxxx
C. Location

Joe Blow and Hidden Valley Goat Farm will operate at Mr. Blow’s residence at 3189 North 400 West, Blowhard, Indiana.  The feeding facilities are located behind the residence on approximately 5 acres of pasture and buildings specifically modified to feed goats and lambs for market.
D. Operating Schedule
Joe Blow and Hidden Valley Goat Farm will operate on a non-specific schedule.  Goats and lambs will be obtained from a variety of markets in Indiana and Kentucky.  Each market has a specific day when animals are offered for sale.  
The goats and lambs will be fed and observed every morning and evening – 7 days a week.  They will be observed for abnormal behavior, disease, and growth.  Between feeding and observation Mr. Blow will treat any diseased animals and perform any maintenance required on the facilities.
E. Operating Procedures

The operating procedures for Joe Blow and Hidden Valley Goat Farm are attached in Appendix A as a task analysis which was conducted to determine the ability of Mr. Blow to perform the duties required for the business.
F. Tools and Equipment

Joe Blow and Hidden Valley Goat Farm will need the following tools and equipment to operate the business:

5 acres


Pasture for animals


Tool shed


Shelter for animals


Receiving Barn

Specialized area for receiving new animals


Agricultural lime

For solid surface in shed and disease control


Woven Wire Fence

To control animals and separate groups


Steel Fence posts

To hold fence upright


Water lines


To provide water to waterers for animals


Automatic water fountains
To constantly provide fresh water to animals


Lumber, wooden posts
Dividers between pens in tool shed


Tractor


To pull wagons for feed and manure spreader


Manure spreader

To transport and spread fecal waste to fields


Wagons


To store feed for animals between deliveries


Electrical installation

Lights and heaters in water fountains


Computer, printer

Financial and inventory records, inventory 

Syringes, vaccine, vitamins Preventative and treatment of disease

Grain and supplement
Feed for animals

Hay



Feed for animals


Straw



Bedding for animals

G. Raw Materials/Product Inventory Needs and Suppliers

Joe Blow and Hidden Valley Goat Farm will purchase 25-30 pound kid goats and lambs from several sources in Indiana and Kentucky.  They will be purchased direct from the farm, if possible.  If not direct from the farm, they will be purchased at auctions.  The auctions are conducted on a regular schedule at various locations.  Mr. Blow will commission buyers to acquire and deliver animals to him.  The buyers work on a commission basis or a percentage of the purchase price and then a delivery charge is added to the purchase price.
Mr. Blow has purchased animals through commission buyers in the past through local auctions.  The commission buyers will be selected according to commission charged, number of animals they can secure for the business, and the quality of the animals secured.  The number of commission buyers is limited which is why one of the goals of the business is to obtain a truck and trailer so that Mr. Blow can purchase and transport the animals himself.  This would eliminate commissions as an expense and reduce transportation costs.  Mr. Blow would also be able to control quality of the animals he purchases.
H. Purchased and Contracted Services

Joe Blow and Hidden Valley Goat Farm will utilize his sons as hired labor, commission buyers and sellers, and tax preparation professionals. Mr. Blow will do the bookkeeping himself.   He will utilize a local veterinarian for health care services for the animals.
The commission buyers are:

Tax services will be provided by:

Veterinarian services will be provided by:

Mr. Joe Blow will utilize the following auctions to purchase and sell goats and lambs:

I. Family, Community, and Professional Supports

Joe Blow and Hidden Valley Goat Farm will be supported by his wife and sons.  The support of his wife will be on a voluntary basis and his sons will be paid for their services.  
J. Inventory Control

Joe Blow and Hidden Valley Goat Farm will utilize an Excel spreadsheet to track number of animals purchased, animals sold, animals that died, feed purchases, days on feed, and other costs associated with the business.
V. MARKETING PLAN

A. Target Market and Demand

The target market for Joe Blow and Hidden Valley Goat Farm will be the ethnic market in Chicago and the growing ethnic population in Northwest Indiana.  According to the latest U.S. Census, there are 81,315 Latino or Hispanics in the Northwest Indiana Economic Development Region and 753,644 in the City of Chicago (see Appendix B).  The other target population within Northwest Indiana and the City of Chicago is the religious communities – Muslim, Jewish, Hindu, and others especially around holidays.

According to the Ag Marketing Resource Center at Iowa State University in its December 2005 update, there were a total of 1.97 million meat goats in the United States.  Of that total, 1.6 million were for breeding and 351,000 were for market.  According to Langston University Goat and Research Extension, the United States is importing the equivalent of more than 700,000 goats per year (see Appendix C).

Joe Blow and Hidden Valley Goat Farm, located at 3189 North 400 West, Blowhard, Indiana, is on the southern border of the Northwest Indiana Economic Development Region and less than one-hour drive to at least two livestock auctions.  There are two slaughter houses identified for goat slaughter: Ruwaldt Packing Company, US Highway 6, Hobart, Indiana and Sears Packing at Russiaville, Indiana.  Both facilities are close to the proposed target markets.  There are also livestock brokers who are available to sell and purchase goats in Mr. Blowl’s area.  

Joe Blow and Hidden Valley Goat Farm will purchase kid goats through two primary sources.  The first is through the local livestock broker and the second is through auctions and contacts in Kentucky.   According to the National Agricultural Statistics Service in the United States Department of Agriculture 2002 Miscellaneous Livestock and Animal Specialties Inventory and Numbers Sold, Indiana sold 8,707 goats; Illinois sold 5,651; Michigan sold 4,691; and Kentucky sold 42,923 (see Appendix D).  According to Wade Buntin, a goat broker in Kentucky, he is able to provide groups of 100-150 goats per month and to provide packer/buyers who will purchase the finished goats at the farm.

The demand for goat meat is year-around but increases during religious holidays.  In Growing Goat Markets by Robin Roenker (see Appendix E), Mr. Roenker states that “meat goat producers in the state do not have to bother with marketing slogans or advertising to sell their animals. Every goat that’s born in Kentucky has a market waiting for it says Ray Bowman of Frankfort, past president of the Kentucky Goat Producers Association.”  He states, “Our biggest issue right now as far as marketing is finding enough goats to meet the demand.”

B. Assessment of the Competition

The competition in goat meat production is in finding enough slaughter goats to meet demand and other meats.  The population of meat goats has risen from 1997 to 2002.  In Indiana in 1997 there were 414 farms selling 3,811 goats.  In 2002 there were 704 farms selling 8,707 goats.  In Kentucky, the number of farms has increased from 516 in 1997 to 1,407 in 2002.  The number of goats marketed rose from 5,260 in 1997 to 42,923 in 2002 and, as stated in the article in Appendix E, the demand exceeds the availability (no need to advertise sales).

From the above numbers, goat production is used by the majority of producers as part of the farming operation.  The average farm in Indiana is selling 12 goats per year and in Kentucky 31 goats per year.  These are not numbers to sustain a farm as the sole source of income.
C. Identify the Market Niche that the Business will Occupy

Joe Blow and Hidden Valley Goat Farm will fill the niche market of goat producers who are producing goats and do not have the facilities, time, or feed to finish their own goats for market.  Another niche will be that a packing plant or slaughter plant can obtain larger numbers of finished animals from one location and reduce the expense of locating the desired number of slaughter animals and reduce transportation costs of multiple stops for animals.  This could also result in premium prices for Mr. Blow.

D. Product/Service Pricing

The price of kids and finished goats will be determined by supply and demand in the marketplace.  Markets are monitored by the USDA and the slaughter plants must be state inspected to sell meat within the State of Indiana and federally inspected to sell meat across state lines (such as slaughtered in Indiana and meat sold in Chicago).
E. Advertising Strategies

Joe Blow and Hidden Valley Goat Farm will not need to advertise as long as the number of goats available is sufficient.
F. Distribution/Delivery Methods

Joe Blow and Hidden Valley Goat Farm will purchase the kids through livestock brokers in Indiana and Kentucky who will deliver the purchased animals to Mr. Blow’s farm.  The finished goats will be purchased by livestock buyers and brokers who will arrange for the animals to be loaded at the farm and taken to the proper slaughter plant.

VII. LEGAL ISSUES

Joe Blow and Hidden Valley Goat Farm will operate as a sole proprietor and the property is zoned agricultural by Benton County.  The volume of animals that will be on the premises at any one time does not require a permit for a confined feeding facility according to the Indiana Department of Environmental Management.  
VIII. COST PROJECTIONS

A. For Establishment of the Business Enterprise


See attached Start-up Cost spreadsheet in Appendix F.

B. Projected Revenues, Expense, and Net Income Statements for the First Two Years of Continuing Business Operations

Appendix F contains the projected cash flow, revenues, expenses and income statements for Hidden Valley Goat Farm.
IX. MONITORING PLAN
Joe Blow and Hidden Valley Goat Farm will be monitored by Vocational Rehabilitation Services through monthly meetings and financial statements when requested.
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