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By Nicole Ayers and Gary Olcott

At first glance you would not suspect anything
special about the residence on the corner of
Kelly Hill and Chautauqua Roads in Fredonia,
NY. A white double-wide home sits firmly on its
foundation. The front steps are there but not
completely set, and in the background is a
small red barn.

The owner is not there. In order to find her you
would have to continue down the road a few
houses. There you would find Judith Hafner with
a big smile on her face. If you knew the circum-
stances that led to her relocation, you would
have to wonder how she could be so happy.

In the winter of 2007 Judith lost her home to a
fire while she was out in the barn feeding her
animals. Her home was completely destroyed,
forcing her to temporarily relocate to the old
milk house in her small barn. A neighbor heard
of Judith's plight and contacted the Red Cross
to open her home for Judith to stay.

Even with a substantial fire insurance check in
hand, Judith was unable to secure a loan with
several banks. She was being sent in many dif-
ferent directions, growing more frustrated
along the way. She contacted USDA Rural
Development (RD) for assistance, but was
eventually pointed in the direction of USDA's
Farm Service Agency (FSA) after RD learned

of Judith's small farming operation. FSA was
able to provide Judith with the Farm Ownership
loan she needed to replace her home.

In the small barn behind her house, Judith
presently houses two miniature horses, a few
young goats, a couple of meat pigeons, and
almost one hundred laying hens of various
breeds. She markets the meat pigeons and
eggs. Her chickens are free range, weather
permitting, and housed inside during the cold
weather. She plans to purchase another one
hundred chickens in the near future.

Judith's involvement in agriculture began sev-
eral years ago and included time working
along side a local farmer who rented her farm
for his small herd of cows. She enjoyed being
involved with milking and other chores, but
eventually the dairy farmer moved on. In addi-
tion, her experience working on a nearby com-
mercial chicken farm provided the skills and
know-how to manage her own flock of chick-
ens and further develop her marketing skills.

Judith's chickens produce brown eggs and
they are marketed to stores that have egg sale
trends that correspond with egg production.
She also has a few large customers through
her association in the US Coast Guard
Auxiliary. Judith sells any excess eggs at a
nearby farmer's market. In the colder months
she sells about 100 dozen a month and over
150 dozen in the warmer months.

Judith does all of the processing with the help of
her stepdaughter. The eggs are collected twice
daily. They are then put into the first of two fridges
awaiting the cleaning and grading process. Once
the eggs are cleaned and graded according to
size, Judith places them in one dozen egg car-
tons and stores them in the second refrigerator
indicating that they are ready for sale.

Part of the loan that Judith received from FSA is
intended to repair the existing barn, allowing for
the increase in the size of her flock. One of the
conditions of all FSA loans is that the farmer

maintains accurate records. Judith keeps very
detailed records of egg production, income and
expenses. She also keeps track of her birds as
she gets them by banding their legs and color
coding each age group. This allows her to cull
the older birds and replace them with younger
more efficient ones. Judith's management skills
and ability to make the best of what she has
were major factors that came into play when her
loan application was being evaluated.

Judith feels very fortunate to be working with
FSA. You can tell by the emotion in her voice
when she talks about her experience, that FSA
gave her a chance when it seemed no one
else would.

Nicole Ayers is a County Operations Trainee
with USDA FSA in Warsaw, NY. Gary Olcott is
a District Director with FSA in Warsaw, NY. For
more information on FSA Guaranteed, Direct
or Youth loans contact your county FSA office
or visit: www.fsa.usda.gov and click on the
Farm Loan Programs tab.

Small Farms Program Publishes 
"SARE Farmer Grant Profiles" 
Are you a farmer/producer considering applying
for a SARE grant? A new publication titled
"SARE Farmer Grant Profiles - How NY farmers
use SARE funding to test new ideas" is available
for download from the Cornell Small Farms
Program website. The series of 11 profiles
details how NY farmers - from mushroom grow-
ers to beekeepers - generate funding ideas, write
successful applications, and use SARE grant
money to support their projects. This publication
was written and designed collaboratively by the
Cornell Small Farms Program and NY SARE
Outreach. To download the profiles, visit:
www.smallfarms.cornell.edu/pages/resources/
aboutsmallfarms/profiles.cfm#SARE

NY Organic Dairy Initiative Update
Did you know that the Organic Milk Market is
now at $55.6 million dollars? Or that you can use
the code "36" to identify New York milk in the
supermarket? If you weren't able to follow NY
Organic Dairy news in 2008, the NY Organic
Dairy Initiative has published a succinct update
that reviews the past year's news and initiatives.
This full color, 6 page newsletter covers the no-
till brassica trial conducted last fall, the organic
crops CD released last summer, and the summer
field days of 2008. It also offers a preview of the
2009 NYCO (New York Certified Organic) crop
meetings. Learn about the federal milk marketing
order, the organic milk market, the Organic Dairy
Task Force, and more! This update is available
from the home page of the NY Organic Dairy

Initiative website: www.organic.cornell.edu/organ-
icdairy/Initiative.html

NY Beginning Farmer Project 
Releases "Voices of Experience" Videos
Aspiring and transitioning farmers can
now log onto the NY Beginning
Farmers website and watch
short interviews with
farmers around
New York. The
twelve farmers
featured in the
"Voices of
Experience" video
series are located all
over the state, and
represent a range of
age, experience, farm
types, management
styles, sizes, and goals.
What they have in common
is that they've all been there
and done it. Viewers can
watch farmers speak about
topics that interest them most,
from "Getting Started" to "Good
Stewardship" to "Profitability".

The NY Beginning Farmers web-
site also features a complementary
series of articles on "New Farm
Start-up." Many of these articles rec-
ommend asking yourself hard questions about
your goals, resources, markets, and financing.

You can also use the online worksheets built into
the lessons on the website to start working

through these questions for your
farm. Visit the NY Beginning
Farmers website at: www.nybegin-
ningfarmers.org.

New Small Farms Energy
Work Team Helps Farmers
Navigate Their Options
Where can I source afford-
able, small scale wind and
solar technology? Is there a
market near me for grass
pellets? Will growing bio-
energy crops be cost
effective on a small
scale? Can I really
heat my greenhouse
with compost? These
are just a few of the
many questions
small farmers
have about
opportunities in
the burgeoning

field of renewable
energy and conservation.

Over the past couple years, many edu-
cators across the state have offered public

programs presenting opportunities in the broad
areas of alternative energy, but little of this pro-
gramming has been geared specifically toward
agriculture, or focused on the small farm.

The new state-wide Small Farms Work Team on
Energy Conservation and Renewable Energy will
aim to give educators and small farmers alike
ready access to clear and pertinent energy infor-
mation via training and outreach events. The
team is planning: An annual video-conference
broadcast to locations around the state; online
resources posted at www.smallfarms.cornell.edu
that outline specific information relevant to small
farms in New York; a "Who's Who in Farm
Energy" directory identifying research, govern-
ment, non-profit and private sector contacts; and
three farm open houses/year in different geo-
graphic regions highlighting successful on-farm
renewable energy projects. For more information,
contact Violet Stone at 607-255-9227 or
vws7@cornell.edu.

Small Farms Work Team on Livestock
Processing Issues Releases "Meat and
Poultry at the Farmers Market"
The New York Small Farm Work Team on
Livestock Processing Issues is pleased to pro-
vide the following two new handouts. "Meat and
Poultry at the Market: What a Farmers' Market
Manager Needs to Know" is tailored specifically
for market managers. It is an overview of the
requirements farmers need to follow, with many
of the specific details omitted. "Meat and Poultry
at the Market: What a Farmer Needs to Know" is
written specifically for farmers. It has many spe-
cific details on what is required of farmers in
order to sell at the farmers' market.
Both publications are available at:
www.smallfarms.cornell.edu/pages/projects/
workteams/LP/livestock.cfm

Cornell Small Farms Program Update
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By Wendy Baltzersen and Marie Kautz

WHAT ARE FERAL SWINE?
Feral swine, also referred to as feral hogs,
Eurasian, and Russian Wild Boar, are all now
considered the same species (Sus scrofa). Feral
swine are not native to North America and were
first introduced to the United States in 1539 in
Florida. Since that time, free ranging domestic
swine and the introduction of Eurasian Wild Boar
for enclosed sport hunting have contributed to the
well-established feral swine populations in the
Southern States.

In other states such as New York, small isolated
populations of feral swine are believed to have
originated primarily from enclosed swine shooting
establishments. Even swine of domestic descent
reproduce in the wild, and over time descendants
of domestic stock tend to look more like wild boar.

WHERE ARE FERAL SWINE?
In 1988, feral swine were found in 16 states along
the southern boundary of the United States from
California to Florida and in the Southeast as far
north as Kentucky and West Virginia. By 2004,
12 additional states reported feral swine popula-
tions including Oregon, Nevada, Kansas,
Nebraska, Missouri, Indiana, Illinois, Iowa,
Wisconsin, Ohio, Virginia, and New Hampshire.
Newer additions include Michigan, New York,
Pennsylvania and New Jersey.

If you ever thought feral swine could not survive
the cold winters in the northeast, think again.
Feral swine can remain warm and happy all win-
ter in evergreen cover, swamps, and leftover
crops. In Germany, where they are native,
increasing populations of wild boars and associ-
ated damage have been linked to increased pro-
duction of corn for use in bio-fuels.

WHY ARE FERAL SWINE A PROBLEM?
Feral swine have high reproductive rates and can
produce up to two litters annually with an average
of 6 piglets per litter. Additionally feral swine are
opportunistic feeders, will eat a variety of foods,
and have no natural predators in the northeast.
Even bears and coyotes are not likely to be signif-
icant predators of feral swine due to the protec-
tive nature of sows.

All of these factors contribute to rapid population
increases that can expand into new areas. In
many states, feral swine have been shown to be
a big problem for farmers and landowners and to
cause numerous problems for environmental and
resource managers due to their negative impacts
on the environment. Problems associated with
feral swine include:

THREATS TO WATER RESOURCES
Several behaviors of swine can adversely impact
water resources. Swine are physiologically and
behaviorally linked to free water, which they use
for cooling and wallowing. Wallowing can cause
extensive damage to wetland vegetation and
soils, and the close association means that feral
swine spend considerable time near and in wet
areas, where their routine body functions con-
tribute to water pollution.

Disruption of soil through their "rooting" behavior
and other body functions causes increased sedi-
mentation, prevalence of human pathogens, and
undesirable changes in floral and faunal commu-
nities. Unlike domestic stock in well-maintained
operations, they have unrestricted access to virtu-
ally every body of water, stream or wetland in
areas where they occur.

Ecological damage to forests, wetlands, riparian
corridors, aquatic ecosystems, and other natural
resources - The previously mentioned behaviors
of rooting for food and wallowing create extensive
damage to natural resources in addition to water.
Rare or endangered plants, reptiles, amphibians
and ground nesting birds, including turkeys and
other game bird species, may be either impacted
by these behaviors or consumed directly by the
omnivorous swine.

Rare ecological communities may be devastated
by the activity of feral swine. Additionally, a 2006
article in the American Midland Naturalist docu-
mented the negative impacts of feral swine activity
on aquatic insect communities, suggesting that
feral swine activity can adversely impact trout pop-
ulations and recreational angling in waterways.

Bio-security - Feral swine have been known to
carry at least 30 diseases and 37 parasites,
many of which are transmissible to wildlife, live-
stock or humans. Once a feral population is
established in an area there is no effective way to
preclude their interaction with wildlife or domestic
animals other than impenetrable fencing (in the
case of domestic animals). A recent incidence of
the virus known as pseudorabies in feral swine in
Michigan provides a relevant illustration of such a
situation. Spread of human pathogens may occur
via contamination of water resources or crops
destined for human consumption.

Agricultural damage - In 2002, crop damage by
feral swine in the U.S. was estimated to total more
than $800 million annually. At the present time
this damage occurs largely in southern and west-
ern states where feral swine numbers are highest.
On a national scale, significant damage occurs to
corn and soybeans, two crops which are also eco-
nomically important in parts of the northeast.

Property damage - In many localities across the
U.S. and in other parts of the world, feral swine
have spread to urban or suburban areas, causing
property damage to lawns, shrubbery and golf
courses as well as a physical and disease threat
to both people and their pets.

WHAT CAN BE DONE ABOUT
THE FERAL SWINE PROBLEM?
In some states with marginal or depleted habitat,
feral swine populations may exhibit suppressed
reproduction. In these situations light control
through sport hunting or other means may be an
option for limiting the population and keeping a lid
on resulting problems.

Conversely, areas such as central New York pro-
vide a mix of woodlots, wetland and agriculture
that is ideal for feral swine reproduction and sur-
vival, and in these settings the species is highly
invasive and can quickly advance beyond the lim-
its of any available control measures.
Additionally, we have found in Central NY that
feral swine individuals and groups easily escape
detection in a newly invaded area for up to sever-
al years after their first arrival.

Only in hindsight, after a sighting or road kill, do
landowners recognize that the previous year's
damage to their milk stage corn or the strange
digging in their yard last summer were the hall-
marks of feral swine. By this time, the new satel-
lite population is already solidly established, pos-
sibly with 10 to 15 individuals including four or
five sows of reproductive age.

It is this point in time that is most critical for pre-
venting further dispersal. Pursuit or heavy hunt-
ing pressure can disperse each of these repro-
ductively capable sows for miles to found a whole
new population. Reducing disturbance to the
group until it can be removed as a unit (contain-
ment) is the only strategy that can effectively cur-
tail enlargement of the infested area. In contrast,
removing individual animals by shooting or other
means is like swatting individual hornets when
there is a nest hanging over your door.

A well-designed eradication program includes
measures for early detection of individuals and
groups, rapid response to new information, con-
tainment and removal of already established pop-
ulations, and measures to prevent additional
releases. Given the mosaic of property owner-
ship in much of the northeast, cooperation of indi-
vidual landowners is fundamental to the success
of these efforts.

New York has an ad hoc program in place for
feral swine eradication but has not dedicated staff
or resources specifically to this work.
Nevertheless, in 2008, the program was success-
ful in removing 19 animals. While shooting indi-
vidual swine may help alleviate damage, hunters
in New York are asked to report rather than dis-
turb groups that they might encounter.

WHAT CAN YOU DO?
Be alert for signs in your area and report them
promptly to your state or USDA officials. If you
own or lease land being used by feral swine,
sign up your land to allow access for govern-
ment trapping and eradication programs. If you
observe feral swine, damage cause by feral
swine, or signs of feral swine in Central New
York, please contact New York State Biologist
Mike Putnam at (607)753-3095 ext. 296. To
report this information for other locations in New
York, contact USDA, APHIS Wildlife Services at
1-866 487-3297.

Wendy Baltzersen is a Fish and Wildlife
Technician, and Marie Kautz is a Regional
Wildlife Manager with the New York State
Department of Environmental Conservation
Bureau of Wildlife, in Cortland, NY.

FOREST AND WOODLOT

Stop the Spread of Feral Swine

Feral swine can range in color from brown to
black and sometimes spotted.  Although many
may resemble domestic pigs they are typically
thinner, have triangular heads with small eyes,
long snouts, and a large round nose.  They also
have long bristly hair along their backs and
tusks that continuously grow.  This feral swine
was photographed with a remote camera in
Central New York.                Photo by NYS DEC

Feral hogs in the Northeast (as of February, 2009)

State # Counties Est. Pop'n. Hunting Regs. Mgt. Goal
CT none undesirable
MA none undesirable  
ME none undesirable
MD none undesirable
NH ~1 very few restricted eradicate 
NJ 1 restricted eradicate 
NY ~6 unknown unrestricted eradicate 
PA* ~18 few thousand restricted eradicate 
RI none undesirable
VT none undesirable
WV* restricted game status

Compiled by Gary Goff (Cornell Cooperative Extension, grg3@cornell.edu) via websearch-
es and phone conversations with state wildlife department biologists. For more information
about feral swine, visit: www.pgc.state.pa.us/pgc/cwp/browse.asp?a=458&bc=0&c=70172
www.wvdnr.gov/Hunting/WildBoar.shtm

National distribution of feral swine showing range expansion between 1988 and 2004.
Photographer: USDA

Soil and ground cover erosion caused by root-
ing of feral swine.             Photographer: USDA

Feral swine commonly wallow in forested areas
causing major damage to the forest floor,
including this wallow in Central New York.

Photographer: NYS DEC

Feral hogs commonly consume corn during the
summertime and have caused damage to
crops in central New York

Photographer: NYS DEC

Rooting by feral swine in search of food often
results in damage to pastures.

Photographer: USDA

The NYSDEC uses cage traps to remove entire
family groups in Central New York

Photographer: NYS DEC



By Bob Comis

When I went to the grain farm a while back to
pick up feed, the farmer and I hung around talk-
ing for a few minutes after loading my truck. The
subject turned to marketing, and in the course of
the discussion, the farmer said, "Anybody can
grow corn. What people need to know how to do
is market it."

On Christmas Eve, my brother-in-law and I were
talking in the kitchen and we were discussing my
plans for the farm, and when I explained to him
that I had a lot more to learn about pigs before I
would be comfortable breeding them, he asked
why that was the case since I've been raising
feeder pigs for three years. I said, "Anybody can
feed a pig. Breeding them is a lot more compli-
cated and  takes a lot more know-how."

For the first time since I started farming, I feel
like I am sliding down the pool towards the deep
end. And even though I am pretty sure I can
apply what I learned while my feet were on the
ground in the shallow end and swim once my tip-
pie toes can't reach the bottom, I am not as con-
fident as I would like to be. I have too many
questions. I have too much book knowledge and
not enough practical knowledge.

There is nothing wrong with book knowledge; it
can cover the bases. The issue with book knowl-

edge is that in a pinch it doesn't stick. Practical
knowledge, covered as it is with birth slime and
sucking mud sticks like glue; it is forever. I suffer
from, to borrow from former Secretary of
Defense Donald Rumsfeld, too many "unknown
unknowns," that is, things I don't know I don't
know, and therefore can't prepare for.

Historically, the question of farm mentors did not
arise. Farm knowledge was life knowledge and it
was acquired over time by simply living one's
childhood and life on a farm. It used to be the
case (and, of course still is on multi-generational
farms) that life itself mentored young farmers. Bits
and pieces of farming knowledge drifted through
the air like snowflakes over the dinner table, at
the bank, at the feed store, at the diner, at
church, on the sidewalk outside of the hardware
store on Main Street. Pig know-how was acquired
as casually as slipping on knee boots on a pun-

gent spring day to go help Dad help the boss sow
to farrow.

Today, however, for reformed shopping mall rats
like me, who don't step foot on a farm until well
into their adult years, the workings of a farm can
be as opaque as pig wallow water.You can stum-
ble around in the mud for a while and do just fine,
especially if you're content to just raise a few ani-
mals here and there. If, however, you've really got
the bug like I do, and you want to cultivate a farm,
then at some point, you are going to need to
admit your ignorance and acknowledge your need
for guidance and the acquisition of the sort of
deep and timeless knowledge of a good mentor.

Sure, you can get there on your own, many,
many people (too many, in fact) do, but the reali-
ty is they lose a lot of animals, time, and money
along the way. It is a shame, and a breach of
ethics, to lose a sow or a ewe or half a lamb

crop out of ignorance, and "learning from one's
mistakes" is no absolution.

Long-standing farm communities continue to
mentor their new farmers. However, many of
today's aspiring farmers emigrate from cities and
suburbs to those communities, and though they
are welcomed, they often live as outsiders, only
being superficially integrated into the life of the
community, and therefore only receiving a super-
ficial share of the community know-how. We
need more than that. We need farm mentors.

The most obvious  group to help new farmers
find mentors is Cooperative Extension.
Cooperative Extension already has established
relationships in farm communities, and can
therefore get the word out and help get new
farmers together with farm mentors.

Anybody can feed a pig. It takes a mentor to farm.

Bob Comis raises pastured pigs and meat chick-
ens and grassfed sheep on Stony Brook Farm in
Schoharie, New York. Bob is sad to say that not
too long after he wrote this article he lost his
favorite goat to a stupid management mistake
that a relationship with a mentor would almost
certainly have prevented. You can read more of
Bob's reflections on farming on his blog online
at: http://stonybrookfarm.wordpress.com

NEW FARMERS

Anybody Can Feed a Pig
One beginning farmer shares his reflections on the importance
of mentors

April 6, 2009 SMALL FARM QUARTERLY Page 5

Berkshire pigs in April eager for spring grass. Preparing to move the Port-a-Hut to a fresh
paddock. It is easily dragged with a tractor.

Cleaning out one of the water pans with a
nicely cooking compost windrow in the back-
ground. Electric netting makes a great pig
fence, but you need to walk it daily to pull off
the hunks of turf and dirt the pigs often
throw onto it.              Photos by Zach Phillips

Berkshire pigs on scrub ground in early July
2008 doing their part in a pasture renovation
project. Thirteen pigs on two and a half acres
and one mowing from May to November beat
back the golden rod, flipping the species mix
from 80% golden rod and other weeds to 80%
grass and clover. The golden rod will bounce
back this spring, but after another grazing
season, it will be permanently on its way out. 
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By Dorothy Suput

Finding an operating loan has proven to be
extremely difficult - any suggestions?

- Laurie and Randall, Vermont, January 2008
in response to The Carrot Project's survey.

The Carrot Project is responding to Laurie's and
Randall's question with a resounding "Yes!" The
Carrot Project, in partnership with Strolling of
the Heifers and Chittenden Bank, has created
The Strolling of the Heifers Microloan Fund for
New England Farmers. The mission of the fund
is to address the difficulty that some New
England farmers have in obtaining credit for
projects that improve their operations and
increase their income, as well as for emergency
needs. Our partner, Strolling of the Heifers, Inc.,
is best known for its annual agriculturally
themed parade, Green Expo, and Dairy Festival
in downtown Brattleboro, Vermont.

For now, applications are limited to farms
located in Vermont or in Western
Massachusetts (Berkshire, Hampshire,
Hampden, and Franklin counties), with a pri-
mary focus on loans to small- and mid-sized
farms that use sustainable or organic methods
(or are moving toward them), and that are
marketing at least a portion of their products
to local markets. In future years, as the fund
grows, it will expand loan activities to all the
New England states. Eligibility is limited to
farms with 250 or fewer acres in active pro-

duction, and annual gross revenue of
$250,000 or less.

Acceptable purposes for the loans are: capital
investments and other expenses that help
improve efficiency or quality, or that expand
production and sales; repairs necessary to
maintain farm operations; short-term operat-
ing needs such as inventory, supplies, or
labor; and emergency funds to deal with busi-
ness interruptions due to fire, natural disas-
ters, or other unforeseeable events.

The Microloan Fund for New England
Farmers begins to address the financing gap
we identified in our study, "Are Northeast
Small Farmers in a Financing Fix?" (See arti-
cle in Winter 2009 Small Farm Quarterly.) The
research, based on two lender focus groups
and survey results from more than 700 farm-
ers, showed that at least 25 percent of New
England farmers (and 40 percent of start-up
farm businesses) that apply for financing can-
not get the money they need. Expanding busi-
nesses and start-ups made up the majority of
farms unable to access financing.

Several sources contributed initial capital for
The Microloan Fund for New England farmers:
two "Farm Relief" benefit concerts generously
given by the legendary folksinger Pete
Seeger, his grandson Tao Rodriguez-Seeger,
and bluesman Guy Davis in September, 2008;
major grants from the Thomas Thompson
Trust and Green Mountain Coffee Roasters;

and private investments made through The
Carrot Project. Collectively, these funds will
form a loan security pool, against which
Chittenden Bank will lend funds and adminis-
ter the loans.

The Carrot Project will accept and process
applications, facilitate loans, and work directly
with farmers to ensure their success. A volun-
teer loan committee, comprising lenders and
farmers, has been set up for both
Massachusetts and Vermont. Participants
include: Rick Chandler, Massachusetts
Department of Agricultural Resources; Jon
Jaffe, First Pioneer Farm Credit, ACA;
Benneth Phelps, Enterprise Farm; Morgan
Rilling, Yankee Farm Credit, ACA; Helen
Robb, Robb Family Farm; and Lee Straw,
Straw's Farm. The Carrot Project will assist
loan recipients by connecting them with busi-

ness planning and financial technical assis-
tance related to the projects for which financ-
ing is sought.

Ultimately, microloans are repaid. When they
are, those same funds, along with future
donations and investments, can be lent to
other farmers. This ensures that the money
raised for the microloan fund keeps working
indefinitely and becomes an investment not
only in the future of farms, but in the health of
the entire region.

For more information about Strolling of the
Heifers and for application information, visit
our website at www.thecarrotproject.org or
contact Dorothy Suput at 617-666-9637.

Dorothy Suput is the Founder and Executive
Director of The Carrot Project.

BUSINESS MANAGEMENT

Announcing the Strolling
of the Heifers Microloan Fund
for New England Farmers
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By Mike Dennis

On a farm, April often brings a re-focused vision and the
excitement of implementing new ideas. Although farm life is
busy year-round, many take the winter months to evaluate
records and plan for the upcoming season and other sea-
sons to come. This process may involve evaluating current
practices or planning the implementation of a new one for
the farm business.

Notice I said farm business. A farm is first and foremost a
business and it should strive to sustain profitability. Some
may have different definitions of profitability ranging from
quality of life to dollars per acre or animal, or a definition
somewhere in between.

In January I had the opportunity to hear a slate of presenta-
tions at a winter meeting focusing on aspects of grass-based
beef production. The conference agenda focused on economic
and genetic considerations for raising beef cattle on grass
only, and the genetics needed to make this a sustainable, prof-
itable business, dollar-wise.

Kit Pharo of eastern Colorado was the headline speaker, and
focused his presentation on maximizing product per acre in
beef cattle. Careful selection of cattle and management prac-
tices can maximize efficiencies of the grass-based system. Kit
has a cow calf operation in addition to cooperator herds, and
he raises seedstock bulls for grass farmers across the U.S.

Some of the points Kit touched upon throughout the morning
struck nerves with some of those present, but he had a dis-
claimer for most everything he spoke about. To paraphrase:
"This is what works for me, this is what I am willing to do to
reach my goal, and you can do the same." Grazing cattle in 18
inches of snow and not weaning calves at "traditional" weaning
time were two such things that work for him.

Selecting cattle and management practices that maximize the
efficiencies of the grass based system was a key take-home
message. This concept can fit beef, dairy, sheep, or any other
livestock farm. Most grass farmers strive for a system that
requires little or no input in order to produce a marketable,
profitable product.

In the case of beef, as Kit claimed, it means having cows that
make the most beef per acre. This is where it became interest-
ing. First thing that comes to mind is producing heavier calves,
correct? Not necessarily, says Kit. In many cases increased
production comes at a cost, resulting in no profitability gain.
But when production can be increased without increasing input
costs -- that is when strides can be made in profitability.

Kit used the following example: There are two trailers having
50,000 pounds of total calf weight each. One is full of 400
pound calves and the other, 600 pound calves. Which trailer
load is worth more?  Answer: The trailer load of 400 pounders.

This is true whether you sell or keep your calves for other
enterprises on the farm. Anyone who follows commodity mar-

kets knows that a 400 pound calf brings more per hundred-
weight than a 600 pound calf. If the inputs for the system are
zero, then having more smaller framed cows to produce the
50,000 pounds in 400 pound calves would not cost more than
having fewer larger framed cows making 600 pound calves.
Once this is conceptualized, it makes very good sense. It
implies that a farm would need to carry more cattle to obtain
the same calf yield with smaller calves. Smaller framed, grass
efficient cattle fit this bill.

The most important points of the day could be boiled down to
one thing: You should select livestock that best fit the grass
based system under your management style to increase pro-
duction without increasing cost. Think about ways that your
grass farm can be tweaked to increase profitability without
increasing expenses or compromising the other things that you
consider "profitable." 

Thinking outside of the box even for a minute is a good thing,
even if it makes you jump back into the box.

Mike Dennis and his wife and family run a small pasture-
raised and pasture- finished direct market beef farm, under
management intensive grazing, in Central New York. Mike is
also the Small Farm / Agronomy agent for Seneca County
Cornell Cooperative Extension. He can be reached at (315)
539 9251 or mgd3@cornell.edu. You can learn more about the
Pharo Cattle Company at www.pharocattle.com..
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GRAZING

Key to Continued
Sustainability is
Profitability

We Want To Hear
From You
We welcome letters to the editor - Please
write to us! Or send a question and we’ll
do our best to answer it. We’re also look-
ing for beautiful, interesting and/or funny
small farm photos to print.

Write or email Joannna Green,
Cornell Small Farms Program,
135C Plant Science Building,
Cornell University, Ithaca, NY 14853
jg16@cornell.edu

Beral of Wye UMF 9288, shown here at 2 1/2 years of age, is
herd sire at Black Queen Angus Farm in Rensselaer County.
Says owner Morgan Hartman, "This is The Type for grass-fin-
ishing.  It is also the most profitable Type of bovine out there.
While this is a very good Angus bull of the grass-finishing
type, the same Type can be found in other breeds as well.
There are more similarities between Beral of Wye UMF 9288
and the same Type cattle in these other breeds than you will
find between Beral and most of the Angus breed at large due
to the heavy emphasis most breeders place on feedlot cattle,
which tend to be far taller and nowhere nearly as thick."

Photo by Morgan Hartman.
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By Sara Zglobicki

In Lewis County, less than 30 miles from Lake
Erie, Marc Laribee owns and manages about
200 cows at Grace-Way Dairy Farm in Lowville,
NY. A '94 graduate from Cornell University,
Laribee worked on a dairy for two years before
coming to his current farm. Managing nutrients
on his farm has been at the forefront of
Laribee's thoughts through the years.

"In school we were talking about the idea of
sustainability and balancing nutrients, and I'd
taken some classes along the way on these
topics. It's always on my mind. Manure man-
agement is important to me; I don't want to buy
a lot of fertilizer. The idea of balancing the
nutrients on my whole farm is a logical step,"
Laribee says.

It's no surprise that Laribee participates in the
Cornell Whole Farm Mass Nutrient Balance
project (MNB project) that helps farmers take
this logical step. The MNB project is an effort
of the Cornell Nutrient Management Spear
Program (NMSP), led by Quirine Ketterings,
associate professor in the Department of
Animal Science.

"We work with eighty to one hundred New York
dairy farmers like Marc Laribee on annual
assessment of whole farm nutrient balances,"
Ketterings says. "In collaboration with our col-
leagues in herd nutrition, agricultural consult-
ants, Cornell Cooperative Extension educators
and Soil and Water District personnel, we try to
monitor farm nutrient balances over time."

"A mass nutrient balance is assessed on an
annual basis by taking the difference between
the amount of nitrogen (N), phosphorus (P),
and potassium (K) imported through purchased
products and the amount exported off the farm
via milk, meat, crops, manure and/or compost
and dividing this by the total crop acreage,"
Caroline Rasmussen, research support spe-
cialist with the NMSP, and coordinator of the
statewide MNB project explains.

The collected data include the amount of feed,
fertilizer and bedding purchased off-farm, crop
yields, and forage and manure analysis results.

As Laribee summarizes, "The Mass Nutrient
Balance is a management tool that gives us a
good idea of where we stand in terms of nutri-
ent management. It lets me know what nutri-
ents are coming in and what ends up staying
on the farm. For any farm to be sustainable in
the long term it needs a reasonable balance for
nutrients. If you have more [nutrients] going
out than coming in, your yields may be low. If
the opposite is true [you have a large on-farm
excess], you may have water quality problems."

Through participating in the MNB project,
Laribee has recognized that with his land
acreage, he was able to keep nutrients bal-
anced despite more than doubling his herd
size. "There were 80 cows when I came here,
and now there are about 200. We still have the
same land base and things are still balanced.

But we know that in the future, if I add more
cows, I'll need to add more land."   

The MNB project also helps farmers looking to
cut production costs in a tough economy. Peg
Cook, a crop consultant who works with
Laribee to compile his crop data notes, says
that "The Mass Nutrient Balance project helps
farmers identify where they can maximize on-
farm resources while minimizing costs. For
example, with the Mass Nutrient Balance
report farmers can see that maybe less nitro-
gen fertilizer is needed for their corn. Some
farmers have even come to me saying that they
don't want to use any fertilizer, but only
manure, so that they can better use the nitro-
gen in the manure. "  

Cook continues, "The Mass Nutrient Balance
report also helps me fine tune my manure
application recommendations. Last year more
farmers were incorporating their manure closer
to planting time. They definitely saw an
improvement in yields. Several farmers have
come to me saying that I've helped them save
$6-10 thousand on their fertilizer bill."

RECORD KEEPING IS KEY
The key to the Mass Nutrient Balance project
and nutrient management in general is a set of
good records. Laribee has kept record-keeping
as simple as possible but still gets the job
done. "You need to do it every day. We try to
keep a booklet in the manure spreading tractor
to record when and where manure gets
spread. We do the best we can. In the tractor
by the bunk and silo we keep a notecard and
pen so we can record what we are unloading."  

Laribee says, "If you don't measure, you can't
manage it because you're always guessing. It
all starts with data recording. You don't really
have anywhere to go without at least one year's
worth of data. But, once you can pull together
one year's worth of data, you can ask 'where
can we go from here to do a better job?'"

Joe Lawrence, field crops educator with
Cornell Cooperative Extension (CCE) of Lewis
County, compiled data from Laribee's farm and
other farms in Lewis County. He says, "it's a
good opportunity to create a database for the
farms where they can track changes. If they
change the feed they are feeding or how they
fertilize their crops, it will show in the Mass
Nutrient Balance from one year to the next."

THE NEXT LOGICAL STEP
The Nutrient Management Spear Program has
recently started a new follow-up project with
farmers like Laribee that have been using the
Mass Nutrient Balance reports to inform their
management decisions.

"This new project, sponsored by the Northeast
Sustainable Agriculture Research and
Education program [NESARE], calls on man-
agement teams of farmers, CCE educators,
Soil and Water Conservation District techni-
cians, and other farm consultants like Cook to
combine the Mass Nutrient Balance report with
other farm information to target management

opportunities and inform on-farm decision mak-
ing," says Patty Ristow, extension associate
with the NMSP and coordinator of the new
NESARE project.

"The goal of this new project is to develop a
short list of indicators that will help NY state
farmers confidently answer the question: "What
can I do on my farm to reduce my inputs while
maintaining or increasing my production?"

Laribee's farm is one of four case study farms
in the new project and Laribee, Lawrence, and
Cook are all excited to be participating in this
new project. It builds on the Mass Nutrient
Balance report with additional tools to help
farmers confidently identify where they can

make the most profitable and environmentally
sound management changes.

If you are interested in participating in the
Mass Nutrient Balance project, contact
Caroline Rasmussen at 607-255-2875 or
cnr2@cornell.edu. To learn more about the
new NESARE project, contact Patty Ristow at
607-255-1723 or plr27@cornell.edu. You can
also check out a fact sheet on the Mass
Nutrient Balance at http://nmsp.css.cornell.edu/
publications/factsheets/factsheet25.pdf.

Sara Zglobicki is a recent graduate at Cornell
University currently working with the Small Farms
Program and the NY Organic Dairy Initiative.
She can be reached at saz22@cornell.edu
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COWS AND CROPS

Mass Nutrient Balance Project
for Small Dairies

Mark Laribee is one of many New York dairy farmers working with Cornell researchers to better
manage the nutrients going into and out of their farms.                           Photo by Patti Ristow
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By Jean Tyler

In September of 2006, we bought 5.5 acres of
hillside with a small ravine running at a 30
degree angle to the property line. Considering
the ravine, house, lawn and driveway, there are
probably 3.5 acres of open ground. When we
bought it, the goldenrod was 2 feet tall and had
gone to seed. I wasn't terribly concerned about
this, as I intended to graze sheep, and probably
pigs. They wouldn't mind goldenrod, and the
sheep would have enough area to get enough to
eat. The soil was obviously lacking in nutrients,
and animal manure was just what it needed.

The next summer I managed to acquire 6
sheep, 3 from one source, 3 from another.
One group was 8-9 years old, the others were
6 years old and none of them had needed to
work to eat. The sheep had been in one pas-
ture for most of their lives, and fed grain to
boot. I also purchased two 3-month old angora
goats. The goats had no problem adapting,
being young and inquisitive. The ewes, on the
other hand, didn't think weeds were part of
their diet until they ran out of grass, and there
wasn't much grass.

I grazed the goats separately from the ewes,
wanting to accomplish different things with them.
The ewes all needed to lose weight. They were
penned in one 164-foot electric net fence, which
makes roughly a 40'x40' paddock. I moved
them the day after they ran out of things to eat,
in part to facilitate weight loss, and in part to
encourage them to eat what they didn't want to.
They learned that they could eat goldenrod, and
that it wasn't too bad. I grazed them until it
snowed and then started feeding them hay.

The goats were young, and needed to keep
growing, so they got moved more frequently.
They also were penned in one electric net
fence. Both groups moved around the property

as much as time allowed, eating as many
weeds as I could get them to eat.

Chicks came in May, and were put out on grass
at about 3 weeks of age. My husband had
made them a small house that could be
moved, and we tried to keep them in electric
net fencing also. We had limited success keep-
ing them in, and this year the chickens were
truly free range. The chicken house is on what
I think is the poorest ground, to leave nitrogen
for grass to grow. The house gets moved every
2-3 days, so there is some manure accumula-
tion from the chickens roosting at night.

We acquired 2 piglets in July of '07, intending
to raise them for 6 mos, sell one, and put the
other in our freezer. We used two 16-foot hog
panels bent at a 90 degree angle to make an
8'x8' square for the piglets. My husband was
wondering how long it would take them to root,
as they were born on concrete. It took them all
of 30 seconds to realize what they were walk-
ing on could be moved.

I had thought they would stay in one place a
couple days until they got all the dirt turned. It
worked out to be 12 hours. Pigs are great
renovators of old pasture. Starting with electric
netting, we taught the pigs that electric fence
bites, and they were eventually kept behind a
couple strands of smooth wire. The area that
the pigs renovated is now growing rye,
orchardgrass, red clover and bluegrass from
seed that was already in the soil.

2008 began with the adoption of two horses.
Now I was worried. The horses were much
larger than anything else, and required a lot
more pasture. I had no qualms about grazing
6 sheep and 2 goats with our limited acreage,
but adding the horses made me wonder if we
had enough area. We started grazing the two
groups on the same area, with about 2 weeks
between them in the rotation.

The horses were moving across the ground
much faster, and it wasn't looking very good
until we asked the neighbor if he would mind if
we grazed the sheep on their back 1 acre. He
didn't like the idea of spending money on fuel
to mow it, and gave us permission to graze it.
The area was good for the sheep and goats
because they had a shelter that moved around,
and the horses' shelter was stationary. Thus
we solved our acreage worries.

I started grazing the horses very early, and
using polywire and fiberglass posts, gave them
about a sixth of an acre at a time. Depending
on what was growing, this lasted 2-3 days.
One of the horses had come to us emaciated,
and though she had started to put on weight in
March and April, she still needed to gain, so
the horses got moved before they ran out of
weeds to eat. The horses found that goldenrod
was ok, but still refuse to eat asters.

As soon as the weeds and grass started to
grow, we could see where the chicken house
had been the previous fall. This was another
indication of how poor the soil was.
Unfortunately, sheep manure is very dense, and
doesn't break down easily. The pastures didn't
show a benefit from the sheep grazing in fall '07.

In June, we began to notice quite a change in
what was growing. The goldenrod wasn't sur-

viving, and in its place, timothy, orchardgrass
and red clover came in. We spent no money
on seed. These plants came from seed that
was already in the ground. The horses simply
ate what was shading the ground, and gave
the grasses and clovers a chance to grow.

Another venture last year was raising lambs for
meat. The lambs got their own electric net, and
were kept near the house, not grouped with the
ewes and goats. In particular, they were kept
around a big patch of bedstraw, which the
lambs  developed a taste for. With the removal
of the bedstraw, bluegrass came up. The more
they ate, the better the sward became. Weeds
simply don't compete when grazed.

I have noticed a real change in how the ewes
graze. They have learned there are lots of
good things to eat, including willow trees.
Hawthorne leaves are good, and wild rose is
the best. One ewe has a particular liking for
maple seedlings. Given the challenge, the
ewes have adapted and thrived on weeds and
sedges, renovating the weed pastures to good
grasses and clovers.

Jean Tyler is the Grazing Specialist with the
Onondaga County Soil and Water
Conservation District and can be reached at
(315)-677-3851 or jtyler@ocswcd.org.

GRAZING

The Grazier's Eye
This grazier put 5 different livestock species to work on her
small acreage, improving pasture quality without any plowing
or seeding

The author employed sheep, goats, pigs, and horses, confined in electric net fencing, to reno-
vate 3.5 acres of underutilized pasture. Here Angora goats are working on a hedgerow.

With the addition of two horses, there was not enough pasture to go around until the neighbor
offered to let the sheep "mow" his field.

Oscar the Angora goat enjoying smooth bedstraw. Clearing the bedstraw, goldenrod and other
“weeds” made way for higher quality forage species to fill in.
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Welcome to the Northeast SARE Spotlight! 
With each issue we share news and information from 
the Northeast Sustainable Agriculture Research and

Education Program, including examples of how farmers
are using SARE's Farmer Grants program to developing
production and marketing innovations that help them

become more sustainable.

Pastured Livestock Internship Program
By Violet Stone

As frozen fields give way to thaw, a small group of pasture-
based livestock farmers in Schoharie County, NY, settle down at
a table stacked with applications. It's the beginning of a new
farm season and time to sort through candidates for another
round of the MADE in Schoharie County Livestock Internship
Program. The program, developed in 2006, sprung from the
group's dual goal to train aspiring farmers while at the same
time fill the demand for farm labor with enthusiastic and dedi-
cated workers.

The MADE in Schoharie County group (Marketing Agricultural
Diversity and Excellence) is a consortium of livestock farmers
that first came together a decade ago to share resources and
knowledge and to lobby for their collective needs. Their cooper-
ative approach proved successful for the group as each enter-
prise slowly grew and flourished.

But as farmers became more experienced, a lack of competent
farm labor became a rising concern. "The trouble we face is
that, while we've grown wise and experienced in our work,
we're not getting any younger", said Carol Clement of Heather
Ridge Farm.

In 2005, the group decided to develop a collaborative intern-
ship program that would provide comprehensive hands-on
training to students in the many topics related to pasture-
based livestock farming.

THE SARE GRANT
With the help of a SARE award in 2006, the MADE in
Schoharie County farmers designed a rich educational program
complete with 7 in-depth workshops on subjects such as holis-
tic resource management, grazing land management, business
planning and marketing. The greater portion of the SARE grant
reimbursed workshop leaders for their time and expenses,
including travel, supplies, photocopying, and food (usually a
meal was included).

SARE funds also paid staff Shannon Hayes, Education
Coordinator, and Carol Clement, Project Leader, for their time
lining up the educational components, organizing the work-
shops, advertising the programs, and soliciting intern applica-
tions. Finally, SARE funding compensated Mick Bessire,
Agricultural Program leader for Cornell Cooperative Extension
of Greene County, for advising the program as a non-farmer
knowledgeable of the topics and an intern advocate/mediator in
the event of problems between the farm host and the interns.

To attract the most serious candidates, the farmer group circu-
lated application materials through an extensive list of agricul-
tural networks. Out of 16 applicants, 7 were invited to tour the
farms and meet the hosts. In the final steps of the process, 5
interns were paired with farms according to their specific agri-
cultural interests, goals, housing and stipend needs.

THE INTERNSHIP
Interns worked individually with their host farm to develop a
work schedule and incorporate learning opportunities. On
Heather Ridge Farm, a typical day in the life of an intern started
around 6 am with letting the hens out to pasture, feeding the
pigs and chickens, and watering the cattle. After chores, Carol
often joined the intern for a mentoring walk in which they looked
closely at pasture conditions. They decided when and where to
move the cattle and sheep depending upon the weather and
previous day's vegetative growth.

Lunch brought a different kind of learning opportunity. Carol
and her intern took turns experimenting with recipes for the
many different cuts of pastured meats available from the farm
and prepared a meal for the entire farm staff. The afternoon
was spent on activities such as moving feed, processing chick-
ens, bottling honey or working with the bees.

ON-FARM PROCESSSING
One of the most unique features of the MADE in Schoharie
County livestock internship program is the chance to practice
meat processing right on the farm along side a certified butcher.
Prior to the internship program, the MADE consortium had
worked with an independent butcher to create the only mobile
meat processing unit in New York. As Carol explains, "I can
work alongside the butcher and get advice about which are the
most advantageous cuts for that particular animal. It's improved
my ability to look at an animal in the field and know when it's
ready to be processed."  

The interns share this rare chance to draw connections between
an animal and the type and quality of meat it will produce. It
also trains students to appreciate the value of the whole animal.
Carol uses the bones to make a beef soup stock in her certified
commercial kitchen that she then sells at the farm store.

RESULTS
Now going into its fourth season, Carol and the farmer group
have received overwhelmingly positive comments about the
internship experience. All interns report having gained a deep
appreciation for the labor and skill needed to produce pastured
meats, and some have begun the process of planning their own
farm business.

For example, one recent graduate entered the program with a
dairy farming background and the goal of one day taking over
the family farm business. She finished the season with new
ideas for diversifying the family enterprise and more prepared
for the management responsibilities that will some day be trans-
ferred to her.

Another graduate is hoping to eventually buy a farm from an
older dairy farmer who is looking to retire. For now, he plans to
work and learn beside the farmer while breathing fresh ideas,
such as a pastured chicken operation, in to the business.

The internship experience is enriched by 7 in-depth workshops hosted by participating farms             All photos by Carol Clement

The Northeast Sustainable Agriculture
Research and Education (SARE) program
is a USDA competitive grants program 
supporting agriculture that is profitable,
environmentally sound, and good for 
communities.

Agroecosystems Research Grant -
Preproposals Due Late May
Preproposals for long-term research projects
that will explore the ecological interactions that
are the basis of sustainable agriculture. The
goal of the this grant is to develop a greater
understanding of these interactions and to
promote new models of farming systems
designed around them so that in the future
farmers will be able to minimize the use of
external, energy-dependent inputs while opti-
mizing the use of on-site natural resources to
maintain productivity.

Research and Education Grants -
Preproposals Due Late May
Emphasis is on farmers making measurable
changes that enhance sustainability through
improved profits, better stewardship, and
stronger farm communities. Projects designed
to have a secondary influence on the behavior
of consumers and the general publics are also
within the scope of the program, and we
encourage proposals that recognize the inter-
action between the farm and the community.

Professional Development Grants -
Preproposals Due Late May
These grants are for organizations to develop
and deliver training, specifically agricultural
training with sustainable content. Awards typi-
cally range from $60,000 to $200,000. The
program emphasis: Training the trainers; dis-
seminating sustainable practices and tech-
nologies; advancing new content; Seeking
measurable, verifiable change that leads to
the improved and widespread practice of agri-
cultural sustainability.

Upcoming SARE
Grant Deadlines
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An unexpected benefit of the program is the learning opportuni-
ty it gives the farmers themselves. According to Carol,
"Farmers say that having to teach interns makes them notice
their own shortcomings on the farm, and inspires them to work
toward improving their own stewardship and marketing skills."
The farmers have also enjoyed the increased social opportuni-
ties at intern work days, and learning even more about each
other's businesses.

The MADE consortium hopes to eventually expand the intern-
ship to several other regional farms, but members are cautious
about jeopardizing the high quality reputation of the program.
"We are an unusual group in that we've worked together for 9
years now. All farms rely on one another to share information,
respond to family and farm emergencies, source feed and vari-
ous farm products and implements, and discuss our troubles
and successes. In short, we are like family. We trust each other
implicitly, and are able to speak freely," says Carol.

TRAINING FUTURE FARMERS
Through the livestock internship program, Carol and the MADE

consortium are addressing one of the most critical questions
facing the country today: Who will grow our food when our
aging farmer population retires?  In an era when young people
have hundreds of academic programs and job training opportu-
nities to choose from, there are very few role models showing
them that farming is a  viable option.

Carol says, "Confronted with the reality that we cannot steward
our land forever, we now wish to help a new generation of farm-
ers find their place on green pastures." One by one, the MADE
program sends graduates off with living proof that farming can
be a viable and rewarding way of life. And after just three sea-
sons, some are already responding to the calling.

For more information about the MADE in Schoharie County
Livestock Internship Program, please visit www.grassfedin-
terns.com or contact Carol Clement at Heather Ridge Farm by
calling 518-239-6234 or e-mailing HeatherRidgeFarm@aol.com.

Violet Stone is the NY SARE outreach coordinator. She may
be reached at 607-255-9227 or vws7@cornell.edu.

A unique feature of the internship is the chance to practice
meat processing right on the farm along side a certified
butcher.

Interns look closely at pasture conditions during a mentoring walk

Learn more about the Northeast
SARE Program by visiting

www.uvm.edu/nesare
or by contacting:
Northeast SARE

655 Spear St.
University of Vermont 

Burlington, VT 05405-0107
Phone: (802) 656-0471

Fax: (802) 656-0500
E-mail: nesare@uvm.edu

Need help navigating through the SARE
grant application process?  Grant writing
workshops are planned for locations around
the Northeast in early May, 2009. Please
note, these grant writing workshops are for:
Research and Education and Professional
Development proposals only.

Dates and Locations:
May 5th - Albany, NY
May 7th - Manchester, CT
May 8th - Baltimore, MD

Workshop Content includes:
* Explaining the concepts behind outcome
funding
* The vocabulary used to describe it
* Specific strategies for developing a logi-
cal, competitive, outcome-based proposal
that is in alignment with SARE priorities

All workshops are free and lunch is provid-
ed. To register for the either workshop, send
an e-mail to nesare@uvm.edu. You will
receive a confirmation, directions to the
workshop site, and other details.
Registrations will be accepted until the
workshops are full.

SARE Grant Writing
Workshops this May

Interns sample an array of grass-fed meats at meal times.

Pastured from 10
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By Onagh MacKenzie

Farm life has a way of never becoming dull. Each
day presents an opportunity for lessons to be
learned, problems to arise, and the gratifying
moments to surface that remind you why you
work so hard. And, although I am more of a
recreational member of Sweet Grass Meats, I am
still able to appreciate the gift that living on a farm
truly is.

I have never before known a harder working per-
son than my brother Leith. Rain or shine, hot or
cold, sick or healthy, he puts forth 110% every-
day. Trekking miles daily he checks on his ani-
mals, putting their needs before his much of the
time. Leith and his wife Sasha are so passionate
about their work, you can just tell when they
describe their farm to others how deeply they
believe in their mission.

The farm changes drastically with every season.
Summer is the time for sitting in the lush field,
watching the river of sheep come streaming into
the pasture, eager to explore their new grass. It is
the time for laughing at the pigs as they lounge in
the mud to beat the heat. Summer is when you
have to wash your legs when you get home from
moving cows in order to get rid of the poison ivy oil.
It is when you (or at least I) have to worry about
what tank top to wear in the fields so you don't get a funky tan line.

Fall brings the appreciation season. Every moment out in the
fields you truly appreciate the grass not covered in snow and the
vibrant colored trees not yet bare. As fall progresses, you notice
the sheep and cow hair coats getting thicker and thicker and

then...suddenly one day winter blows in! Now even the shortest
walk to the cows can feel like it's miles long. It takes quite the
extra effort to push the sheep fence pole into the frozen ground in
the winter.

But when you are out there in the pasture, you can somehow
move past your freezing toes and appreciate what few people
ever have the opportunity to experience. The serene blanket of
white; the cows and sheep pushing and pawing away the snow,
determined to find that green source of sustenance; and the flur-
rying snowflakes all can just take your breath away.

Finally, a couple weeks too late, spring decides to show up. Life
is filled with rebirth! Maple sugaring becomes a daily adventure.

The sheep perform their hilarious bouncing dance to express
their joy of the fresh grass. Tiny bundles of life appear in the forms
of calves and lambs. I always beg Leith to let me hold the lambs,
but he rarely gives in.

But now that reminds me of the time when he did give in and let
me raise an orphaned baby lamb. I was eleven and not quite
aware enough to realize that taking care of a lamb is a big job. I
named him Timothy and everything was just great for the first day.
But then he started waking up every hour during the night, wan-
dering around the house, and letting me know very loudly that he
was awake.

Timothy became quite the nuisance very quickly when he began
to butt me to announce that he was hungry, again. He even
chewed a hole in my mom's dress!  But, regardless of that expe-

rience I learned my lesson and have never been
quite as eager to adopt a lamb again. They are
very adorable, though in the fields, and it's pretty
hard to resist!

Living on our farm has definitely added an irre-
placeable element to my life. I would certainly
miss seeing Leith every day and being able to
spend time with Sasha while she takes care of
customers at the farm store. The pigs, cows, and
sheep are the nicest neighbors anybody could
hope for and believe me; I definitely don't mind a
dinner that involves Sweet Grass Meats!

Onagh MacKenzie is a sophomore in high school.
She helps her brother and sister-in-law, Leith and
Sasha MacKenzie, graze their sheep and cows
on Sweet Grass Meats Farm in Naples, NY.
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Leith, Onagh, and the dogs load-up to do farm chores.                       Photos by Sasha MacKenzie

Leith lets the cows into their new paddock of spring grass

The sheep enjoying some springtime grass

Onagh helps
move sheep
fence in a cold
winter rain.
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By Fay Benson

Organic farmers know that "an Ounce of
Prevention is Worth a Pound of Cure." This is
certainly true with pasture flies. If we wait till
the flies are a problem then we have less con-
trol over them. May is a good time to start put-
ting the plan into place since June is when flies
start to be a nuisance, and by July if a control
program isn't in place, production losses occur.

Keith Waldron is an extension specialist with
the NYS Integrated Pest Management Program
and Phil Kaufman is a veterinary entomologist
formerly with Cornell University (now DVM
Entomologist at the University of Florida.) This
team worked together for years to educate NY
livestock farmers about fly control. One of their
basic themes is the need to clean up around
the farm. This is important both for organic and
non-organic producers.

Two of the three most common flies affecting
animals on pasture, face fly, and horn fly, breed
in undisturbed manure piles. The third, stable
fly, breeds in moist rotting organic material, like
moist straw bedding, the base of big bales
stored on the ground, and poorly composted
grass clippings.

For organic farmers, Dr. Kaufman stresses the
importance of managing fly control ecologically
since organic methods aren't as effective
against populations that are already out of con-
trol. For farmers that use chemicals,  large fly
populations require large doses of chemicals
and the results will be less and less successful
as the flies become resistant to pesticides. By
reducing breeding areas populations will be
decreased, reducing the need for insecticide
use, which will in turn improve the effective-
ness of chemicals.

It's important to understand the life cycle of
each type of fly, the ecological control methods
that are available, and the threshold levels that
indicate when the number of flies will begin to
affect production.

FACE FLIES
Face flies, found (you guessed) on the face,
would become a problem at the threshold of 10
flies on the face at one time. The female face
fly is the most commonly seen. She is there to
feed on the protein that is in the mucus around
the eyes and nose, which she uses for repro-
duction. If there isn't enough mucus she pokes
around the eyes, irritating them and causing
them to tear, which is what the fly is after. This
feeding behavior is how pink-eye is spread.

HORN FLIES
Horn flies are found on the animal's back and
belly area. They become a problem when they
reach 50 per side in dairy animals and 100 per
side in beef animals. Both sexes have biting
mouthparts that they use to pierce the skin to
obtain blood meals.You may notice horn flies bil-
lowing up from the backs of cows as they enter
the barn, since horn flies don't like dark areas.
A number of non-chemical traps have been
designed to take advantage of this behavior.

Both the face and horn fly females lay eggs on
undisturbed cattle dung. Female horn flies wait
by the tail head or lower rear of the animal to
await dung deposition so that they can lay their
eggs on the dung within seconds of it landing
on the ground.

Both of these flies affect only animals on pas-
ture and are outdoor insects. Control of face
flies is difficult if other animal owners in the
area don't have a program in place, since the
face fly females leave the host daily and can fly
up to 5 miles to find an animal the following
day. Because horn flies stay with the animals
their movement between herds is more restrict-
ed than face fly movement.

STABLE FLIES
The stable fly is a pest on pasture animals and
will also attack animals in confinement. Found
on the legs of cattle, they are considered to be
an economic problem when there are an aver-
age of 10 or more flies per animal, counted on
the legs of 15 animals. Like the horn fly they
are blood feeders. If you see your animals
stomping or standing in water or muddy areas
it often means they are being bitten by stable
flies. Ecological control of this pest requires
cleaning up rotting organic material, such as
silage left around the blower, calf hutches, or
round bale feeders left in the same place for
too long.

HORSE FLIES
There are over 30 species of blood-letting flies.
These flies hunt by sight. They are painful
vicious biters of both people and horses. And
they are more than just an annoyance - they

can transmit diseases like Equine Infectious
Anemia (EIA) and Potomac Horse Fever
(PHF). The horse & deer fly can suck blood for
several minutes and only the female horse fly
bites to feed on blood.

Both horse flies and deer flies will deposit eggs
on vegetation around moist soil or very near
water. The larvae will burrow down into this soil
and feed on organic matter. The larvae mature
into flies in the late spring. The adult flies are
very strong fliers traveling long distances from
breeding sites.

DUNG PAT ECOLOGY
I took a group on a pasture walk with Dr.
Kaufman one summer, and we looked at dung
pats to see what interesting things we could
find. Under the pats there were small holes that
were made by a beetle that lays its eggs into
dung balls and buries them in the ground, Dr.
Kaufman said there were more than 125 differ-
ent species that live part of their life cycle in
the dung pat. Of these, only three are consid-
ered pests. For this reason he cautioned peo-
ple not to disturb the manure pats in an
attempt to control the three pest species.

One question that most farmers had was: What
are those yellow fuzzy flies that are seen on
cattle dung early in the spring and then later
again in the fall? That year there seemed to be
more of them than usual, and one producer felt
that it might be a harbinger of fly problems to
come. It turns out that they are Yellow Dung
flies, a predator that sits on the dung pat and
waits for flies to come along and pounces on
them to eat.

We also discussed parasitic wasps and other
non-pest flies at the pasture walk. It was
stressed that the parasitic wasps are an impor-
tant part of a successful fly control program,
but only in confinement systems. In a pasture
system, they are not effective.

The control program that was recommended
for organic livestock producers and graziers is:
* Clean up fly breeding areas
* Identify each pest, and know its life cycle
* Monitor fly numbers, keep track of thresholds
* Use organic chemical controls as a last resort
* The earlier your program is in place the more
success you will have

For more information on fly control strategies,
visit theNew York Livestock and Field Crop IPM
Program website at
www.nysipm.cornell.edu/lfc, and 
Cornell's Veterinary Entomology Program at
www.entomology.cornell.edu/Extension/Vet/ind
ex.html.

Fay Benson is an agricultural educator with
Cornell Cooperative Extension of Cortland
County, the NY Organic Dairy Initiative, and the
Cornell Small Farms Program. He can be
reached at afb3@cornell.edu.

ORGANIC FARMING

Ecological Control of 
Pasture Flies

Here are a number of do-it-yourself, natural
control methods that you can try out at your
own risk. Remember, it's a good idea to con-
sult your veterinarian. None of these is a sub-
stitute for the most important control strategy,
which is good sanitation to prevent flies from
breeding.

HOMEMADE FLY TRAP
2 cups water
1/2 cup granulated sugar
1/2 cup vinegar
Mix ingredients to make fly bait. Cut a plastic
2 liter soda bottle 1/4 down from the top. Invert
top portion into bottom portion. Punch 4 holes
at top, tie string (twine) to hold both portions
together and hang. Add fly bait & hang at your
barn. Dispose of entire container when full of
flies. (As you probably know, the longer this
hangs the worse it smells and the more flies
that it attracts.)

HOMEMADE FLY PAPER
Brown paper bags, cut into strips.
2 C. milk 
2 T. black pepper 
2 T. white sugar 
2 T. brown sugar 
Boil milk, pepper, and sugar together for 5
minutes. Simmer uncovered 5 minutes longer,
until thickened, and then let cool. Wind the
brown paper strips into a tight roll and drop
them into the milk mixture. Let them become
completely saturated. Rewind the strips gently
and let them air dry on a cookie sheet. They
are ready to hang when they are sticky to the
touch.To use, suspend the strips up and out of
the way wherever flies are a problem. CAU-
TION: Keep the strips away from young chil-
dren, especially after they are covered with
flies.

HOMEMADE FLY SPRAY #1
An easy do it yourself fly spray that is relative-
ly inexpensive. This spray will attract dust. So
don't use it before a show.
2 cups light mineral oil
1/2 cup lemon juice
2 tsp. citronella oil (found in health food stores)
2 tsp. eucalyptus oil (found in health food
stores)
2 tsp. lemon dish detergent
Mix in a spray bottle

HOMEMADE FLY SPRAY #2
2 cups white vinegar
1 cup Avon Skin-So-Soft bath oil
1 cup water
1 tablespoon eucalyptus oil

AVON SKIN-SO-SOFT FLY SPRAY
Mix 3 parts water to 1 part Avon's Skin-So-
Soft in a spray bottle. Spray liberally on your
horse. This also softens his coat. Reminder -
Consult your vet and use at your own risk.

HORSE INSECT REPELLENT MIX
1 oz. Citronella Oil
2 oz. Skin-So-Soft (Avon) or Coat-So-Soft (Rio
Vista)
1 Cup Cider Vinegar
1 cup Water
Mix in a 20 oz. spray bottle.

U.S. FOREST SERVICE BUG SPRAY
1 cup water
1 cup Avon-Skin-So Soft bath oil
2 cups vinegar
1 tbs. Eucalyptus oil
Optional: a few teaspoons of citronella oil.
Shake spray bottle well before spraying on
horse, human or dog!

CITRUS INSECT REPELLANT SPRAY
2 cups light mineral oil
1/2 cup lemon juice
2 tsp. citronella oil
2 tsp. eucalyptus essential oil
2 tsp. lemon dish soap
Combine all ingredients in a spray bottle.
Label the bottle. To use gently shake and
spray on your horse avoiding his eyes. NOTE:
Do not use this spray before a show as it
attracts dust.

HORSE FLY TRAP
Fly sprays are basically ineffective when it
comes to horse flies. They will re-enter any
area within minutes of spraying with insecti-
cides. The best control is obtained by trapping
the female flies before they have the opportu-
nity to bite/reproduce. This will reduce the pop-
ulation and make the area around your barn
and pasture a much more enjoyable place for
both you and your animals. An excellent horse
fly trap is made by Newman Enterprises:
www.bitingflies.com, 1-888-685-2244.

Natural Fly Controls

1. Face fly, similar to house fly.

2. Horn fly, 1/2 the size of face fly, wings
held at 45 degrees.

3. Stable fly, similar size to face fly, has a
spear-like mouthpart.

4. Horse fly, usually the size of a quarter or
larger.
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By Carla Shafer

Dan Kaplan is the Farm Manager at Brookfield
Farm near Amherst, Massachusetts. The farm

is a 64 acre mixed farm operation with about
27 acres in market vegetable production, and
is owned and operated by The Biodynamic
Farmland Conservation Trust, Inc.

In the mid-1990s, Dan was among a small
group of farmers who conceived the idea of
improving the quality and viability of farm
internships by sharing educational program-
ming across a group of farms. Their work initi-
ated a program now popularly known as
CRAFT, and it provided a model that has
become the benchmark for similar collaborative
efforts around the country.

Today, CRAFTing is rapidly becoming a pre-
mier pathway to farming that attracts many
young aspiring farmers who dream of enjoying
the new agrarian lifestyle and actively partici-
pating in the emergent local food movement.

On August 28, 2008, I spoke with Dan about
the nature of CRAFT, its origins and future.
Here are some excerpts from our conversation.

Carla: I was introduced to the idea of CRAFT
farm groups about a year and a half ago, when
I was looking for a way to spend some time on
an organic farm, and my internet search led
me to the CRAFT program in Ontario, Canada.
So I drove up there and visited almost all of the
farms in the group, and ended up doing an
internship on one of them. As a result of my
experience, I'm interested in gaining a broader
knowledge of "labor for learning" arrange-
ments, and the CRAFT approach to that, in
particular. I understand that you were involved
in organizing the very first CRAFT group, so
I'm hoping you can help me learn about that.

Dan: Okay, sounds good.

"LABOR FOR LEARNING" AND THE
ORIGINAL CRAFT INITIATIVE
Carla: Tell me what CRAFT stands for, and
how you got the idea to organize a group of
farms around the labor for learning concept.

Dan: CRAFT stands for the Collaborative
Regional Alliance for Farmer Training. And it
has its origins in our group of small, organic
farmers who were having apprentices on our
farms on a regular basis.

Each farm basically had to train a new set of
workers every year. And they wanted to impart
as much information as they could to the
interns, but it was challenging to do it all by
themselves. They thought if they could do it
together with other farms, and everyone do a
little bit, it would be more efficient than every-
one doing it all by themselves.

And that's how the concept got started. There
were about 10 growers in the Hudson Valley
(New York) and Western Massachusetts area

that got together and came up with the con-
cept, and then came up with a name. This was
about 1995.

Carla: How did things go in the beginning?

Dan: CRAFT was always successful right from
the beginning. It was a no-brainer and a
win/win situation for everybody because it
decreased the amount of work the farmers had
to do, and it increased the satisfaction of the
apprentices on every farm because they got
more information and they got a nice connec-
tion to other people. And the farmers didn't
have to put any more work into the whole
thing. Everybody enjoyed it.

Carla: Could you explain a little bit about how
your group currently operates?

Dan: We meet once, the very last week of
November, or the first week of December, and
we plan out the next year. We set up an open-
ing meeting and a closing meeting, and, eight
to 10 full-day farm visits. We assign people, or
people volunteer to organize them. And then,
we commit it to a calendar. And it's pretty much
as simple as that.

The CRAFT season goes from April to
October. So, that's seven months and 10 visits
or so. Most of our CRAFT visits are in April and
May when people are just getting to the farms,
and we want to provide orientation material
more efficiently in a group setting.

Then again at the end, when people have been
around for the season, and they are ready to
engage in a more reflective style of learning, it
is nice to do that as a group, as well. Then we
don't meet so much in the heat of mid-summer
when nobody really wants to think anyway.

Each CRAFT visit consists of a succinct tour of
a host farm followed by an in depth presenta-
tion and/or discussion on the topic chosen for
that day. The visits happen on Saturdays from
9-12 or on Mondays from 2-5pm.
Carla: Do you try to organize a complete cur-
riculum across each season's meetings, or do
you just work with what topics the farmers want
to present?

Dan: I think a little of both, you know, because
the idea is to use resources that we have avail-
able, we like to draw on work that's in progress
on the participating farms. We want to make
sure that people are comfortable with, and
energized about, the topics that they're going
to talk on. After we have our topics in mind, we
try to organize them into some kind of coherent
entry level curriculum.

For example, we always want to get soil fertility
in there, and we want to get other core topics
in there, too.

But, by design, this is an applied educational
program, rather than a comprehensive, aca-
demic-style curriculum; we want the CRAFT
visit agendas to reflect that as much as possi-
ble, so that both interns and farmers are shar-
ing their learning together in a real world envi-
ronment.

ADVICE TO FARMERS
Carla: What advice could you offer to farmers
in other regions that might be considering start-
ing a new CRAFT group?

Dan: Try to make sure that the geographical
distance between the farms isn't too great; two
hours at the most. It gets a little bit tough even
if it's more than an hour. And also, some farms
are going to want to take part in this and some
aren't. I think it's important to recognize that
collaborative training, and working with interns
in general, is not every farmer's cup of tea.

A lot of people think that apprentices are a
great way to get cheap labor, but I have found
that apprentices are very expensive labor. They
are very inefficient; you have to retrain them
every year; they need a lot of communication;
they need a lot of variety in their work because
they're there for a broad experience.

Unless you're willing to provide these things,
and your farm is financially able to satisfy this

obligation without having a big financial crunch,
I think that it puts too much pressure on the
relationship and it usually ends up in a disap-
pointment for one side or the other.

On top of all of that, the farmer has to be
skilled at interpersonal communication, and
they have to have apprentices who are skilled
at that as well, because you're going to be
spending so much time with people, having
really tight relationships with people.

The limitations are fairly obvious. You know,
we're trying to manage farms, and we're
stretched for time, and we only have so much
time to devote to educational services, and we
don't have a lot of money.

The benefits are that there's information to be
gleaned from working farms that can't be gotten
from intellectual or academic pursuits. And this is
why people can get things out of going to appren-
ticeships that they can't get out of, for example,
getting a degree in sustainable agriculture.

Carla: Do you see any value to be gained in
seeking a tighter relationship between educa-
tional institutions and CRAFT initiatives? For
example, would one possible place to start be
for academic institutions to start allowing credit
for the internship experience?

Dan: Yes, it's certainly an interesting idea, but I
think the challenge would be to find an arrange-
ment that would meet the very different priori-
ties of both farms and academic institutions.

ADVICE TO INTERNS
Carla: Do you have any other advice for interns
that are looking for a fulfilling farming experience?

Dan: They should also ask themselves what,
specifically, they're looking for. They need to go in
knowing what they want and what's going to sat-
isfy them personally. The other thing is to under-
stand the scope of what they're trying to do and
have a realistic timeframe for their education.

Farming, as far as I'm concerned, is a very
broad pursuit that has a lot of different fields
associated with it that you need to be able to
master in order to be successful. Consequently,
the learning curve is very slow. So, the idea
that you're going to learn how to be a farmer in
one season is unrealistic. It's a multi-year pur-
suit. And even once you learn, once you have
your own farm, it's still a huge learning curve at
that point.

BOTTOM LINE: MORE NEW FARMERS
Carla: Do you know offhand what percentage
of your interns has gone on to establish farms
of their own?

Dan: I'm probably at about half. Sometimes it's
been even higher than that. My experience so
far is that my apprentices have continued to
show up and continued to be interested in
being apprentices. And apprentices who leave
my programs continue to start farms. Some of
them continue to create CRAFT programs, or
are now in our CRAFT program as farmers.

And so, we have this kind of very, for lack of a
better word, organic growth of this... I'd hate to
use the word movement, because that sounds
a little too grandiose. But certainly, a growth of

this relationship between people and the land
and society and training themselves that I don't
see coming to an end. I see it continuing on.

Just watching the trends, it certainly seems
clear that things are moving forward in some
exciting ways. For example, this past weekend I
went to the wedding of my ex-apprentice,
Chris, who has purchased a farm in the middle
of New York State, and is going to hire appren-
tices next year. And at the wedding were six
more of my past apprentices and they had their
farm stories to tell.

Most of the trends that I see in society really
point to strengthening my farm and my farm
business, not weakening it. Everything from the
growth of interest in local foods to the scarcity
of resources, to the using of fear to motivate
people politically, all those things build farm
businesses. They don't shrink them. I don't see
too many trends on the horizon that would
shrink my opportunities and my farm.

That leads me to believe that this will just con-
tinue on in whatever form people want it to go.
We're not having anythingg close to problems
at this point, quite the opposite. I think if any-
thing, we're having problems managing our
success.

Carla Shafer has been making the transition
from a 20-year university based career to
applied sustainable farming. She is now
Assistant Farm Manager at the Phillies Bridge
Farm Project, an educational CSA farm near
New Paltz, NY.

Labor for Learning
A conversation with Dan Kaplan, one of the founders of the
"CRAFT" movement, which is pioneering a new model for
training the next generation of farmers

NEW FARMERS

Farmer Donn Hewes explains the basics of farming with mules to a group of interns gathered at
Northland Sheep Dairy in central New York.

Mentor Karl North of Northland Sheep Dairy works with interns in the Schoharie MADE grass
farming internship program                                                                   Photos by Carol Clement



By Abha Gupta

I went to Blue Heron Organic Farm in Lodi, NY looking for fresh-
ness in many forms. I wanted to be in a new environment with
people I didn't know, learning experientially. I was saying good-
bye to a schedule of classes, exams, and paper writing, for now,
to dig in the dirt.

I wanted to be outside on hot, breezy days, and days that were
just plain hot, challenging myself and learning about organic
farming. I asked questions often at the farm - what kind of weed
is this? How many successions of zucchini do you plant? I
gleaned bits of knowledge, lessons, and definitely have a better
understanding of how an organic farm works, but what I gained
that I feel is most important is a strengthened connection with
the earth and passion for local, organic foods.

I see food as an almighty force to be reckoned with. Touching us
personally, changing the energy and life we have running
through our veins, to the land we hope to grace by and by, to
our sense of cohesiveness as self-reliant communities - food is
powerful. I have resolved to always have a garden, grounding
myself with a beautiful, functional outdoor space.

I will always remember staring down the rows and rows of land
oozing out life. Buckets filled quickly with vegetables and the
truck stocked easily as the fruits of our labor were harvested.

From about twelve acres of land, ten people were able to serve
two cooperative grocery stores, three restaurants, and two days
a week at the Ithaca farmers' market plus a few additional buy-
ers. From such few people (and tractors!), hundreds would enjoy
fresh, high quality vegetables. And from knowing that, I relished
in the capability of a farm crew and myself.

The farm fortified my body and soul. Being outside everyday
and having nature as one of your major bosses, was good for
my spirit. My body couldn't deny being strengthened, working
the land and having a diet fuller than it had ever been with
fresh, local veggies, which really do taste so much better than
conventional produce.

Since leaving Lodi, I've definitely missed the farm as the fields
rest during winter. But, I will be returning, to manage the
Seneca Falls Farmers' Market and work at a different farm as a
co-manager. From this position, I imagine that I will have a much
different farming experience than that which I just had. But I
know I will still be digging my hands in the soil, patting the earth
as I give thanks, and reaping what I sow.

Abha Gupta graduated from Cornell in Spring '08 and since
then has pursued organic vegetable farming, farmers' market
managing, and agriculture education while also enjoying playing
guitar, preserving foods, and leading yoga sessions.

By Susan Neal

Grandma was a treasure-trove of knowledge, a caretaker of
important skills. Granny had all the goods on how to live a sim-
ple, self-sufficient life. Do you remember? She knew how to grow
her own vegetables and can them in glass jars. She could skin
and cook any squirrel or rabbit your brother brought down with
his BB gun. She made beautiful soaps and candles with the lard
from her home-raised livestock.

How quick we were to dismiss those seemingly unnecessary
skills. In our modern world we thought there was no need for
such knowledge. Walmart would provide us with everything our
hearts desired. As restless teenagers we took granny's quaint
skills for granted and were not eager or interested when she
offered to show us how to crochet, quilt, or dry herbs. Only now
do we realize that we should have been paying attention.

Our present and future economic course seems daunting, even
grim. And many of us, women especially, are beginning to lament
the fact that we resisted grandma's attempts to teach us her
skills and techniques, her repertoire for self-sufficiency. Our
recessionary times have thrust upon us a sudden interest in do-
it-yourself activities and hobbies. And many people - anxious to
save money, live simply, and provide for their own basic needs -
are beginning to seek out sources of practical wisdom that
grandma so selflessly tried to pass along.

Libraries are witnessing an increase in demand for do-it-yourself
books and are blowing the dust off some volumes many decades
old. Kimberly Palmer of USNews.com reports that some book
publishers are experiencing a renaissance of sorts. As quickly as
they can, they are re-issuing books on such esoteric topics as
small game hunting, bread making, and planting urban victory
gardens. The New York Times recently ran an article on the
increase in sales at craft stores such as Michaels and Joann
Fabrics. Apparently many of us are taking up sewing and fiber
crafts again.

Gardening interests have especially soared within the last year.
Tim Feran, a reporter with the Columbus Dispatch, notes that
seed sales have doubled recently and that more than half of all
Americans planted vegetables last year. Spurred on not only by
the faltering economy, but also by recent food safety scares,
many people now wish to learn how to produce their own food.

Stephanie Mehlenbacher, Horticulture Community Educator at
Cornell Cooperative Extension-Steuben County, reports that
many of the attendees of her Master Gardener Program also
have a strong desire to "volunteer to give back to the community
and leave a wealth of information behind them." Her attendees,
mostly women, seem to be seeking a slower pace of life and have
a desire to get back to their roots; an urge to become as self-suffi-
cient as their grandparents and great-grandparents once were.

Cornell's Cooperative Extension Office in Schuyler County
recently offered its first knitting class. Originally intended as an
after-school activity for children, the staff and instructor were
pleasantly surprised to find that the majority of their participants
were women looking to learn or relearn the basics of this nearly
lost art. Knitting's appeal seems to be more than just a desire to
create home-made items for friends and family. It seems capable
of providing a diversion from life's daily stresses. As Granny
knew, it is difficult to dwell on the local news channel's doom and
gloom predictions while concentrating on a complicated knit-purl
pattern.

This shift in interests is a welcome change. It has been too long
since Americans embraced an attitude of self-sufficiency. So
what can you do if you find your skill sets somewhat lacking?
First, hunt around for old books and periodicals written for those
interested in simpler times and simpler living. Yard sales and
libraries are a good place to start. Some publications such as
Back Home Magazine, Mother Earth News, Countryside and
Small Stock Journal, Rural Heritage and Small Farmer's Journal
offer a wealth of do-it-yourself articles and self-sufficient informa-
tion and are still in publication.

If you don't have a neighbor or relative who can pass her valu-
able skills along to you, look for a hands-on class offered by your
local library, Cooperative Extension Office, women's group, or
farm organization.

And what if you are one of the gifted few who still possess the
knowledge of tapping trees and making sugar; raising honey
bees; or caning chair seats? Why not make your services known
to others? You could supplement your personal income by offer-
ing classes in your home or through an appropriate agency. Or
you can volunteer your services to a local organization and give
back to your local community, just as the graduates of Master
Gardener Programs do.

Whether you already possess certain self-sufficient skills, or are
learning them from a book, neighbor, or other source, you may
one day discover that you are the grandma of a new age. Your
gift to future generations will be the sharing of your unique
knowledge of how to live a self-sufficient life.

Susan Neal owns and operates Wiccaway Farm in Beaver Dams,
NY  and can be reached at (607) 535-2135 or
wiccawayfarm@aol.com. Stephanie Mehlenbacher works for
CCE-Steuben County and can contacted at 607-664-2300 or
steuben@cornell.edu.

WOMEN IN AGRICULTURE

We Should Have
Listened to Grandma
Tough economic times are spurring
many of us to develop some good
old-fashioned skills for self-reliance.
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Baking is one of the home-making skills that are making a
comeback as families look for ways to reduce expenses and
increase self-reliance.

NEW FARMERS

Cultivating Vegetables and Myself

Resource Spotlight
Skills for Self-Reliance

To contact your state Cooperative Extension Office or
find a Master Gardener Program in your area:
Maine: www.umext.maine.edu
New Hampshire: www.extension.unh.edu
Vermont: www.uvm.edu/~uvmext/
Massachusetts: www.umassextension.org
Connecticut: www.extension.uconn.edu
Rhode Island: www.uri.edu/ce
New York: www.cce.cornell.edu
Pennsylvania: www.extension.psu.edu

Back Home Magazine
800-992-2546
www.backhomemagazine.com

Mother Earth News
800-234-3368
www.motherearthnews.com 

Small Farmer's Journal
800-876-2893
www.smallfarmersjournal.com

Rural Heritage
www.ruralheritage.com

Countryside and Small Stock Journal
800-551-5691
www.countrysidemag.com

If You Bag It,
Bale It

or Bunk It
for Bags, Bale Wrap, Bunk Covers,Twine

call
CHARVIN FARM ag plastics
The Silage-bag
Sealing Strip
PR-900
Water-tight,
Air-tight,
Reusable

www.Charvinfarm.com
800-352-3785

Holland
Transplanter Co.

510 E. 16th St., Holland, MI 49423
Ph: 1.800.275.4482 Ext. 1 • Fax: 616.392.7996

Website: www.transplanter.com
E-mail: hldtrans@iserv.net

Small Fruit Plants
Blueberries, Kiwi, Raspberries,
Gooseberries, Lingonberries, 
Currants, Hollyberry Plants,
Blackberries, and interesting 

native plants.
PPlantss aree grownn & shipped

fromm Michigann readyy too grow.

Contact us for a FREE
CATALOG including prices.
www.hartmannsplantcompany.com

Hartmann’s 
Plant Company

P.O. Box 100
LACOTA, MI 49063-0100

p (269) 253-4281 • f (269) 253-4457
E-mail: info@hartmannsplantcompany.com

Need Info?
Subscribe to the Small Farms Update, a monthly email newsletter
with announcements, upcoming events, resources, funding and
farming opportunities and more. Send an email to smallfarmspro-
gram@cornell.edu. Please provide your name, farm name,
postal address, and county.

We Want To Hear From You
We welcome letters to the editor - Please write to us! Or send a question and we’ll do our best to answer it.
We’re also looking for beautiful, interesting and/or funny small farm photos to print.

Write or email Joannna Green, Cornell Small Farms Program,135C Plant Science Building,
Cornell University, Ithaca, NY 14853, jg16@cornell.edu



By Ulf Kintzel

Editor's note: In Part 1of this article (see Winter 2009 Small
Farm Quarterly) the author discussed the up-front costs of
getting started with raising sheep on pasture. Part 2
explores ongoing costs and potential income.

ONGOING COSTS -- HAY 
Buying hay is the single biggest expense I have. I buy all my
hay; I make none of my own. I expect about 90 hay feeding days
(early January through early April). I calculate 4 lbs. per sheep
per day. A decent and clean first cutting hay is sufficient to
maintain a sheep throughout the winter, if this sheep will lamb in
the spring when lots of grass grows.

In order to have earlier lambs, one will need a better hay (sec-
ond cutting) a few weeks prior to lambing and throughout the
nursing period until the grass grows. The cost for a ton of good
first cutting hay was in 2008 $100 for me. I know that some of
you paid more this year, but hay prices are already down as we
speak. I don't think it would be a realistic calculation, if I were to
consider historically high hay prices to paint a realistic picture. In
other words, hay prices will come down in my opinion.

MINERALS
Sheep need minerals. Due to their sensitivity to copper, it should
be mostly minerals with no copper added. I mix the minerals
with loose salt, one third to a half salt, half to two thirds miner-
als. Instead of purchasing a mineral feeder I buy a pig feeder
with high walls made of rubber to feed the minerals free choice,
avoiding feeding them on rainy days. A
rough estimate would be a bag of minerals
at $20 and a bag of salt at $6 per every
dozen of sheep per year.

MEDICATIONS AND VET
There are really just two kinds of medica-
tions that influence my bottom line. One is
medication for de-worming. I use mainly
Levasole (brand name Prohibit). I calculate
that each ewe and each lamb will be de-
wormed three times per year on average
and that a ewe will raise approximately 1.8
lambs. That amounts to about $1.50 per ewe
with her lambs in cost for de-worming per
year. However, the initial cost includes the
drench gun which can cost up to $115
including the back pack.

The second medication I keep using routinely
is against Enterotoxaemia. I choose Bar-Vac
CD (note: no CD/T, T as in Tetanus) since it is
the cheapest and only 2 cc have to be given.
The cost per ewe and her lambs is about 70
cents per year, if you choose to vaccinate
twice per year.

It may be a good choice to have a bottle of
penicillin around for severe illnesses such as
that form of mastitis that would kill a sheep.
That would amount to an additional $10 per
year. Also, in some years I have had trouble
with Coccidioses. The cost for meds to treat it (Di-Methox) are
very low.

Other than vaccinating the herding and the guard dog I have no
vet costs. You may need the vet on occasion if you are still on a
steep learning curve.

PASTURE MAINTENANCE
I don't use commercial fertilizer to fertilize my pasture. However,
I buy my hay and naturally, the waste can be seen and is indeed
fertilizer. I feed most of my winter hay in my self-made round
bale feeders outside in the pasture and target the spots that
need fertilization.

I am a firm believer in bush hogging my pastures at least once
per year in order to control weeds, cut seed stems and thus
rejuvenate my pasture. I often go through my pasture a second
time and target weeds again that I wish to eliminate such as
Canadian and Bull Thistle. This costs me about $4 to $5 per
acre in Diesel fuel and of course the purchase of a bush hog,
approximately $2,000.

I frost seed mainly legumes to improve my pasture. Legumes
are great for nitrogen fixation. The cost for seed can be any-
where between $6 (red clover) and $16 (white clover) per acre. I
try to frost seed 20 to 25 percent of my pasture acreage each
year. I also frost seed newly rented fields that are either poor
stands or that have been fields with crops such as corn. In the
latter case I add grass seed to the clover seed which adds
about $8 per acre when I use locally harvested Timothy.

LAMBING AND BREEDING EQUIPMENT
There is certain equipment that is needed year after year either
for lambing or breeding season such as rubber rings for castra-
tion and docking tails ($1.55 per 100), a ring expander ($7,
which lasts several years), mandatory scrapie ear tags ($.50 per
sheep), crayons for the harness ($3 each), syringes to vacci-
nate. A knife or a trimmer ($26) to cut hoofs and a breeding har-
ness ($22) should all last several years as well.

SHEARING
Shearing sheep can be a substantial cost with little hope to gen-
erate a significant income. Your best hope nowadays is to break
even. In my calculation I eliminate the cost of shearing since I
have hair sheep that shed naturally.

MARKETING COSTS
After the costly initial purchase of a farm sign and magnets for
the truck ($700 total) I use only some basic marketing tools
such as a website. The cost is minimal to run it, as my wife does
all the updates. I only pay $67 per year to the website host. I
also have a free listing on localharvest.com and a very inexpen-
sive one ($5) on eatwild.com.

HOW MUCH INCOME?
The profitability of raising sheep depends on one hand on keep-
ing costs low and on the other hand on the productivity of the
ewes. Productivity means mostly how many lambs a ewe can
raise per year. I average on my adult ewes (adult meaning 2
years and older) between 1.9 and 2 lambs per year.

I expose female replacement ewe lambs the same year they
were born. They are about 7 to 8 months of age when they are
bred although a small percentage doesn't breed the first year. I
average 0.9 lambs per ewe lamb. Yearlings average 1.5 lambs
per ewe. Loses are minimal mainly due to the fact that most
ewe lamb outside in the pasture during warm spring weather.

The length of the productive life of a ewe is also of importance.
On one hand, older ewes (age 4 to 6) more often have triplets.
On the other hand, the longer a ewe produces the fewer ewe
lambs need to be kept to replace ewes that will be culled. The
average productive life of a ewe should be no less than 6 years.
Keep in mind that this average number includes those yearlings
that have to be culled due to mastitis during first lactation. I have
indeed ewes that are still productive at 10 years of age.

Due to the fact that I sell pasture raised lambs, I can claim an
above average price for my lambs. The average sales price for
my lambs in 2008 was $131 after transportation costs and pro-
cessing costs (where applicable) were deducted. The average
weight was about 80 to 90 lbs. live weight. I would like to list
some target prices for lambs depending on how they were sold:

WHOLE CUSTOM BUTCHERED LAMBS
These lambs were harvested at about 80 to 90 lbs. live weight.
Each of them went to a different customer. These lambs require
the most work before and after slaughter. I net about $150 per
custom butchered lamb, after transportation and processing
costs are deducted. Both costs can be considerable. Most folks
sell their lambs to a dealer who picks up from the farm, or they
sell at the local auction/sales barn. If you are selling direct to

customers, you pay both transportation and processing costs,
but often your net profit per animal will still be higher.

DISTRIBUTORS
I have a few different distributors who re-sell my lambs to
restaurants, stores, vacation resorts and the like. These distribu-
tors buy usually about 20 to 25 lambs at a time. I am fortunate
to have found some of my buyers through Stephen Winkler,
Certified Natural New York, LLC in Rodman, NY. The targeted
hanging weight is 40 to 45 lbs (80-90 pounds live weight.) I net
about $125 on average for these lambs.

BREEDING STOCK
I sell ewe lambs as well as ram lambs. Ewe lambs for breeding
purpose sell anywhere between $150 and $175, ram lambs sell
for about $150 to $200, depending on the percentage of White
Dorper blood and on how many animals a buyer purchases.

These lambs have the highest profit margin.
However, they are also of the best quality of
all lambs sold.

CULLED EWES
Each year roughly 15 percent of ewes will be
culled in an established flock due to age,
health problems, lack of performance etc. I
am able to sell most of my ewes for about $1
per lb. hanging weight which amounts to
about $80 net per ewe on average. The same
applies to culled ewes sold for dog food.
Young ewes (one to three years of age) can
be processed and sold as sausage, hot dogs,
ground meat, stew meat and the like. These
ewes net about $100 a piece.

BREEDING EWES
In the past two years I have had a strong
market for breeding ewes that are between
one and two years old as well as older ewes.
Older breeding stock sells for $100 per ewe.
Younger ewes are sold for about $125 per
ewe. The advantage of a proven ewe versus
a female lamb is that the learning curve for a
first time buyer is not nearly as steep. The
down side is fewer productive years.

SUMMARY
I have tried in these two parts of this article
about the economics of raising sheep to give

detailed information about my production costs, the productivity
of my sheep and the income that I get from my flock. Yet, I have
abstained from making a business calculation that is very com-
monly printed in various publications. The reason is simple:
Every farm, every business, every operation is unique. I found it
far more important to give a comprehensive picture as well as
realistic figures.

Now you, dear reader, can tally your costs and your income and
see for yourself if your sheep operation can be profitable.

Ulf Kintzel owns and manages White Clover Sheep Farm
(www.whitecloversheepfarm.com) in Rushville, NY where he
breeds grass-fed White Dorper sheep.
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NON-DAIRY LIVESTOCK

Does Raising Sheep Pay?
Part 2: Ongoing Costs and Potential Income

Panels like this made from rough cut Hemlock are sturdy
enough to make a pen or a chute.             Photos by Ulf Kintzel

Female lambs of this high quality can be sold with a relatively high profit margin.

Need Info?
Visit the Cornell Small
Farms Program online at
www.smallfarms.
cornell.edu.



By Laura Biasillo

You've assessed all of your available resources (financial, time,
skills, land and infrastructure) and decided on an agricultural
enterprise to pursue. Now comes the hard part: figuring out if
there is a market for your enterprise and its products. There is a
helpful, simple-to-follow, four-step process outlined in the Guide
to Farming in NYS: What Every Ag Entrepreneur Needs to Know,
produced by the NY Beginning Farmer Project. We will be follow-
ing Howard Homecomer, a fictional beginning farmer growing
sweet corn, to demonstrate the process of assessing the market
potential of an agricultural product.

Howard Homecomer wants to grow and sell sweet corn, but first
he plans to determine his target market and assess the market
potential of this product. He was told by his lending institution that
this would be instrumental in developing a marketing plan. First,
Howard must answer the following questions:
- Who will buy my product? 
- Why will they buy my product? 
- What will they pay for my product? and 
- Where do they expect to find this product?
Howard wants to be the pre-eminent sweet corn grower in his
area, so he predicts customers will purchase his product because
of certain characteristics, such as that he is local, he does not use
pesticides, he grows preferred varieties, etc. Additionally, he pre-
dicts that his customers will come from nearby.

Howard wants his customers to be those with a certain level of
disposable income to spend on locally grown foods and those
with the education to understand why locally grown foods are
more nutritious than those purchased in big box grocery stores.
He would set up a spot at his local farmers' market to take advan-
tage of the current customer trends of purchasing locally grown
produce at farmers' markets.

Howard does not want to undercut any other growers on the price of
his product, so he compares his costs to the going price at the mar-
ket. To determine his costs, he calculates his input costs (seeds, fer-
tilizers, gas for tractor, etc) and combines them with the cost for his
time growing the product and transporting it to the market 

The next step is product development. Howard has already
decided that he is going to grow sweet corn but he needs to con-
sider the best way to present the product to his potential cus-
tomers. Presentation of the product is often more important than
the product itself. Consider the visual appeal of the product:
Sweet corn sells best when customers can see the kernels of the
corn. Howard may decide to open a few to showcase his product
and stack the rest underneath for easy access.

After product development is market positioning. Market position-
ing will help Howard determine how his product will satisfy the
needs of his market better than his competition's product.
Howard will want to distinguish himself from his competition on
the basis of the need he is filling, his distribution channel or his
pricing strategy. The need that Howard's product is filling must be
considered from the point of view of the customer.

Finding out the customer's needs is as simple as visiting farmers'
markets in his area and asking customers what they are looking
for in the product, such as having another variety, being able to
purchase his product in bulk, or a distribution channel modeled
after community supported agriculture. This information can only
be found out by visiting other locations where his product is sold
and observing customer behavior.

The last step is market connection: Howard needs to let his
potential customers know that he exists and has the product they
desire. This can either be done by consumer direct marketing
such as farmers' markets or by using an intermediary. For
Howard's product, a farmers' market is his best shot. He now
needs to determine:
- What will it cost to reach each my potential market segment?
- Where can my business reach the best market at the least cost?
- Which market and channel option should I develop now?
In determining costs, Howard must consider not only the fees
associated with each option, but also the opportunity cost of par-
ticipating in that option. For example, the cost of participating in
a farmers' market is not just the vendor fee, but also the cost of
transportation and the opportunity cost of not being able to work
on the farm because he is participating at his local farmers' mar-

ket. If Howard is considering using outside services, such as a
distribution network, he could possibly be selling his product at a
lower price than in a consumer direct marketplace.

The final consideration should be how Howard's individual skills
and personality fit into each market and channel option. If
Howard would rather stick a fork in his eye than have to interact
with his customers, a distribution network is a better option.
However, if Howard loves being able to interact with the public
and talk about his farm and how he grows his product and all the
tasty dishes you can make with his sweet corn, a consumer direct
marketplace is the best option.

Howard has now gone through all the steps to determine the
market potential of sweet corn. He has identified the best market
at the least cost, the price he should charge for his product, how
to position his product within the marketplace, and most impor-
tantly, who his customers are. This process can be completed for
any product or enterprise and is imperative to a successful agri-
cultural enterprise.

Laura Biasillo is the agricultural economic development special-
ist with Cornell Cooperative Extension of Broome County in
Binghamton, NY. She can be reached at (607) 584-5007 or
lw257@cornell.edu. You can download the complete "Guide to
Farming in NYS: What Every Ag Entrepreneur Needs to Know"
at: www.smallfarms.cornell.edu/ pages/resources/businessman-
age/guide.cfm.
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Assessing the Market Potential of
Products, or Is This Product Profitable?
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Eric Krenner of Cross Creek Farm sells his sweet corn at a
farmers' market                                    Photo by Laura Biasillo 

Dear Vicki Vetch, 

After I harvest my early spring crop, I apply manure to my field
and then plant a summer cover crop. If I harvest the cover
crop to sell, should I apply more manure in the fall or the fol-
lowing spring? Would I be ahead on nutrients, or would I be
mining the soil? 

Sincerely, 
Farmer VP

Dear Farmer VP, 

This is a great nutrient management question and one that
farmers ask us a lot. We're glad that you are thinking about
what nutrients you're adding to and taking off your fields and
what is left behind in the soil. The answer to your question will
vary depending on what types of crops and cover crops you
are growing and what you are applying as manure.

This can be illustrated by a nutrient budget. Let's look at an
example that will help illustrate the use of nutrient budgeting.

Let's say you apply 5,000 gallons/acre of liquid manure after
you harvested your spring crop and before planting your cover
crop. You will add about 70 lbs/acre of N, 32 lbs/acre of P, and
62.5 lbs/acre of K. If you plant sorghum sudangrass as your
cover crop and harvest it for forage at 7 tons/acre at the typical
field moisture, you will be removing 56 lbs/acre of N, 7 lbs/acre
of P, and 78 lbs/acre of K.

Rough Budget Summary:
N P K

Nutrient inputs 70 32 62.5
Nutrient exports 56 7 78
Surplus or Deficit +14 +25 -15.5

First, remember this is just one scenario and many variations
can occur, particularly since the nutrient contents of manure
are highly variable. In this scenario, you have a net removal of
K (deficit), and fairly small surplus of N (considering how much
was added and then removed). The P surplus is significant
compared to the small amount removed in the sudangrass.

Fertility regimes that rely on manure-based composts without
nitrogen-fixing cover crops lead to over application of phospho-
rus. Your decision about whether or not to add more manure
really depends on what crop will follow and what its nutrient
requirements are.

For example, if you plan to plant a light feeder in the spring,
you could consider supplementing with a light application of
compost. If you opt to plant a heavier feeder, consider applying
composted manure in the spring, which will reduce your nutri-
ent losses compared to a fall application. Over the longer term,
you need to consider your entire rotation cycle and evaluate
the nutrient balances for your rotation. Single-year balances
are of limited use since organic soil management really
requires a longer time frame for planning.

Happy cover cropping!

Sincerely, 

Vicki Vetch 

Vicki Vetch is a creation of the Drinkwater Lab at Cornell
University. She will tackle any question related to cover crop
management or the role of cover crops in farming systems.
Send your questions to: dearvickivetch@cornell.edu, or to:
Vicki Vetch, c/o the Drinkwater Laboratory, Cornell University,
134A Plant Science Bldg., Ithaca, NY 14853

Dear Vicki Vetch
The Drinkwater Lab

COWS & CROPS

Amendments % Nitrogen % Phosphorus % Potassium
Liquid manure ( gallons/acre) 1.40 0.65 1.25
Poultry manure (fresh lbs./acre) 3.66 1.54 1.98
Composted dairy solids

(fresh lbs./acre) 0.64 0.13 0.43
Cow manure with bedding

(fresh lbs./acre) 0.65 0.07 0.66

Crops (% of dry weights) % Nitrogen % Phosphorus % Potassium
Alfalfa/orchard grass hay 2.24 0.24 1.94
Sorghum sudangrass 1.85 0.23 2.57

We Want
To Hear
From You
We welcome letters to the
editor - Please write to us!
Or send a question and
we’ll do our best to answer
it. We’re also looking for
beautiful, interesting
and/or funny small farm
photos to print.

Write or email
Joannna Green, Cornell
Small Farms Program,
135C Plant Science
Building,
Cornell University,
Ithaca, NY 14853
jg16@cornell.edu



By Shannon Hayes

I am most grateful for the family members and interns who
work on Sap Bush Hollow Farm. For the last nine months, I
have seized every moment possible to sneak away to conduct
research for my forthcoming book. Consequently, folks on the
farm had to pick up my slack as I traveled from state to state,
eventually crossing the entire nation.

My goal was to record the voices of people across the country
who are consciously working to heal the planet and create a
cultural evolution through a simple, yet profound transition.
Rather than focusing their energies on consumer-driven
lifestyles, they are making their homes, families and communi-
ties the center of their lives.

Initially, the intent of these interviews was to explore the range
of domestic skills these homemakers have re-kindled (many of
which have been lost in our culture for nearly three genera-
tions). But as we sat at their kitchen tables, another body of
information emerged: The nature of true wealth.

These "radical homemakers," as I have come to call them, no
longer measure their assets by the mere accrual of dollars.
Instead, they measure their fortunes by their garden plots, their
ability to darn a sock, preserve their harvests, cultivate endur-
ing relationships, and to celebrate the joy of creating something
useful and nourishing, rather than relying on an empty con-
sumer culture for provisions and shallow amusements.

This quantification of wealth is universal to these homemakers,
whether they live in city apartments or bungalows, suburban
neighborhoods, rural villages or remote homesteads. Those
who don't have the acreage or are forbidden by local zoning
regulations to produce their own food gauge their wealth by

their proximity to farmers who can. Countless times, I heard
homemakers say "thankfully, there is a grass-fed farm near
here that can provide what we can't grow...We're so grateful to
the family that operates it." 

We regularly hear similar comments from our customers. I am
ashamed to admit this, but in the past I've accepted such kind
words as part of the mere pleasantries of community and com-
merce. Certainly, having a grass-based farm has been a
source of my personal wealth - it provides much of our food
and we collect dollars when people buy our products.

But I hadn't considered that the presence of a sustainable
farm in the community would be regarded as a source of
wealth for individual customers. Sure, farms like ours have
value to our community - we protect the open spaces, help pull
excess carbon out of the atmosphere, and contribute substan-
tially to our local economies. But in this new emerging society,
these enterprises are becoming a genuine asset of true wealth

for our community. Our presence offers significant daily nour-
ishment and long term food and health security.

By that same logic, our absence is a form of impoverishment.
Less than 2% of our population is farming. When we consider
the number of sustainable growers - those who produce food
with little or no use of fossil fuels, who restore soil fertility, who
capture "greenhouse gasses," and supply food and economic
pulse to their own communities - that number reduces further.
The fossil fuel-intensive factory farms producing cheap meat
will not be able to feed our population without petroleum.

Quite frankly, if we don't increase the number of local sustain-
able farms and share our abundance, our culture (and that
includes everyone - farmers and citizens alike) will eventually
face malnourishment and hunger on a massive scale, and the
ensuing tragedies and injustices that inevitably follow.
Therefore, each fellow sustainable farmer that we help -- who
is able to build a viable local business, nurture the land and
contribute to our community food security -- becomes a source
of our own personal and communal wealth and well-being.

Beyond a doubt, I am still thankful for the Sap Bush Hollow
community that has allowed me the freedom to learn these
lessons this year. But as I think on this some more, I am also
deeply grateful for my farming neighbors who, together with
us, have nourished thousands of local community members,
making our region a source of abundance. In turn, I give
thanks to the rest of you, across the country, who are doing
the same for your own towns and cities, and for those of you
who choose to buy our foods.

As our customers, you are keeping us viable while we are still
relegated to the status of "niche farmers," so that we will be
strong and ready when local sustainable farms, in tandem with
backyard and urban gardens, become the primary providers of
all food. Here's to a beautiful, peaceful and sustainable future.

Shannon Hayes is the host of grassfedcooking.com and the
author of The Farmer and the Grill and The Grassfed Gourmet.
She works with her family on Sap Bush Hollow Farm in
Upstate New York. Her newest book, Radical Homemakers:
Reclaiming Domesticity from a Consumer Culture, is due out
in Spring 2010.
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Radical
Homemakers
Reveal True Wealth

HOME AND FAMILY

By Debra Perosio

Nowadays, most people don't travel far from home without a GPS
precariously stuck to the front windshield with that rather annoy-
ing monotone voice guiding them from turn to turn and, at times,
"recalculating the route" to get you back on track! 

Like a GPS that guides you into foreign territory and coaxes you
back on track, a marketing plan can do the same for your business.
Too small to go to all of the fuss?? Think you can do it by the seat
of your pant?? Well think again. No matter how small or large a
business is marketing plan is a necessary tool for every business
that can be an interesting and informative document to prepare.

Every business at one time or another does some type of mar-
keting. Marketing can be as informal as a hastily placed road sign
advertising sweet corn or a more complicated marketing cam-
paign developed to create brand awareness for a new variety of
apples or onions. Whether you are a seasonal business, part-
time business or a large business every business needs to devel-
op a roadmap to guide them through the marketing process. That
road map is a marketing plan.

A marketing plan is a fluid document. It provides a guide that you
follow, at times wandering off course due to changing conditions
in the market (that's then the GPS tell you it is "recalculating the
route!"). However, despite changes in your product, your cus-
tomers or the economy, you keep plugging along, changing and
modifying the document as you go, but keeping your eye on the
goal of the plan all of the time. I always tell people to put their plan
in a three-ring binder...take pages out replace others as circum-
stances dictate, all of the time trying to keep the document up to
date and relevant.

The first part of your marketing plan really focuses on the busi-
ness as it stands today. What type of business is it? What is its
mission, vision? What are the businesses strengths and weak-
nesses? Who is your competition? What is the industry like that
your business is part of...growing, declining?? By answering the
following questions you will have the start of your business plan.

COMPANY DESCRIPTION
1. Introduction
* What is the business?  What is its history?  
* Product definition - Include a general description of the various
products. What benefit is it providing? 
* Problem definition - what, specifically, does the business need
help doing? 

2. Market Summary
* Target market/s - Which is they and what are their specific
wants and needs?
* Does your business currently have multiple target markets -
each with distinctive needs and wants? Please describe them.
* Why have these been chosen as the appropriate target markets?
* Is there evidence of target market growth/decline?  If so, what
are the projections for growth/decline within each target market?
* Target market profiles: What characteristics best describe each
of your business's current target markets?
3. Market Needs
* What is the specific market need your business hopes to fulfill
for each of its current target markets?  What value/benefit are
they providing to each?  

STRATEGIC FOCUS AND PLAN
1. What is the mission/vision for the business?
2. What are the goals of the business?
3. What are the core competencies of the business?
4. What is the sustainable advantage of the business?

SITUATION ANALYSIS
1. SWOT Analysis

Internal strengths and weaknesses
* Strengths - positive attributes of your business
* Weaknesses - what are the weaknesses of your business?

External opportunities and threats
* Opportunities - the potential that can be realized by a well-exe-
cuted and well-timed strategy, what opportunities exist for your
business?
* Threats - Are there any unfavorable trends or developments that
will negatively impact your business's revenue/ability to provide
the intended benefit.

You can use the grid below to guide you through your SWOT
Analysis:

INTERNAL FACTORS STRENGTHS WEAKNESSES
Management
Product mix
Marketing Strategy
Quality
Distribution
Facilities
Location

EXTERNAL FACTORS OPPORTUNITIES THREATS
Current Customers
Prospective Customers
Economic Environment

2. Industry Analysis. This section should be well researched and
very comprehensive.
* What are the current trends in the industry? (This helps you
uncover possible areas that you may want to pursue for your
business)
* Is the industry in a growth or decline phase?

3. Competitors 
* Who are your business's competitors?  Please identify them.
* What are their strengths and weaknesses - size, market share, etc.?
* How is your business perceived by its target markets relative to
these competitors in terms of comparative quality, image, reputa-
tion, price, awareness, etc.?  

Feel free to use the grid below to guide you through the competi-
tor analysis. You can indicate whether or not the competitor is on
par, better, worse than your business or put more specific infor-
mation into each box to help explain each parameter.

FACTOR COMPETITOR 1 COMPETITOR 2 COMPETITOR 3
( identify) (identify) (identify)

Price
Quality
Product Line
Service
Location
Advertising
Reputation
Business Strategy

Debra Perosio is a Lecturer in Applied Economics and
Management at Cornell University. This article is part of the
"Smart Marketing" series, a marketing newsletter produced by
Cornell's Department of Applied Economics and Management.
For more articles on marketing visit: http://hortmgt.aem.
cornell.edu/smart_marketing.

Does Your Marketing Program have a GPS?
LOCAL FOODS & MARKETING

Need Info?
Subscribe to the Small Farms Update, a monthly email newslet-
ter with announcements, upcoming events, resources, funding
and farming opportunities and more. Send an email to smallfarm-
sprogram@cornell.edu. Please provide your name, farm name,
postal address, and county.



By Barbara Silvestri

"With growing public interest in everything from food and
water quality to carbon footprint and climate change, farmers
have opportunities like never before to connect with cus-
tomers," said grass-fed beef farmer Sandy Gordon, owner of
Gordon Farms in Albany County. "The more the public under-
stands New York farming, the more they support us with their
choices at the market."

Over the last two years, this column has explored the ways
New York's Agricultural Environmental Management (AEM)
program assists farmers in addressing their natural resource
concerns and opportunities. Now, we look at an aspect of
AEM that is in growing demand: empowering farmers to
develop positive public relations through their local media.

Here in New York, AEM is the framework to help farmers
advance their conservation efforts, and to help the public
understand how our farmers work to protect water quality,
open space, wildlife habitat and natural resources. "The popu-
larity of local, environmentally friendly farm products is on the
rise," said Gordon, "and AEM has helped me to recognize the
number of conservation practices available that protect natural
resources and increase the demand for my farm products."

In order to maintain a thriving agricultural business, farms
must also be environmentally sound, and AEM provides a
way for farmers to document their good stewardship and
address potential environmental concerns before they
become risks to their sustainability.

"With the public visiting our farm stand and nearby restaurant, it
is imperative that we maintain the level of environmental stew-
ardship that our customers expect," said Lou Lego of Elderberry
Pond in Cayuga County. "AEM has helped us to do just that,
and our AEM 'Farmers Partnering to Protect Our Environment'
sign at the roadside lets our customers know about it."

The place to start is by conducting a free, confidential AEM
Environmental Assessment to evaluate ways your farming
practices are benefiting the environment and identify potential
pollution risks. If you have concerns that need to be
addressed, AEM professionals can provide technical assis-
tance and coordinate local, state and federal resources to
plan and implement conservation projects, which may even
help boost your farm's bottom line.

"Once a customer sees for themselves the number of AEM
conservation practices installed on my farm, my products sell
themselves," said Gordon. "Local restaurants, food coopera-
tives and families seek out my product specifically because
they know how much their choice helps to improve their local
economy and natural resources."

The next step is
filling out AEM's
Agriculture & the
Community
Worksheet, which
will guide you in taking stock of the specific benefits your farm
offers to the community. Benefits include value to the local tax
base, contribution to the local economy, public recreation,
drinking water protection, natural resource preservation (of
course!), and many more.

The worksheet makes it easy by providing a checklist and a
few simple calculations that can help tell your story. It also
provides suggestions for tried-and-true techniques for improv-
ing your farm's relationship with your neighbors and communi-
ty. Simple things like offering sample farm products or consid-
ering neighbors' outdoor plans when timing manure spreading
have gone a long way in improving farms' neighbor relations.

Taking it a step further, AEM has provided an exciting com-
munications program training over 550 farmers and AEM part-
ners to become more proactive with their local newspaper,
radio and television outlets to help get agriculture's message
heard. Over the past three years, 27 AEM Working with the
Media Workshops have been held across the state, spon-
sored by the NYS Department of Agriculture and Markets, the
American Dairy Association and Dairy Council and New York
Farm Bureau.

The training team of media professionals focus on the needs
of New York farms of all types and sizes. Topics include devel-
oping key messages, putting together a press release, prac-
ticing interview techniques and managing the message
through a crisis situation. Instead of dreading a phone call
from an unknown reporter, farmers are encouraged to reach
out to their local reporters and develop a relationship that
includes conveying the benefits their farm provides to con-
sumers, the environment and the local economy.

More than 90 percent of the participants have never worked
with the media before. Some have used the skills they gained
to more effectively communicate at town meetings, with elect-
ed officials or their neighbors. Others have also generated
newspaper articles, television news spots and radio interviews
about their farms, products and environmental stewardship.
Several participants have established themselves or their
agency as the 'go to' for the local press on agricultural issues.

When called by a reporter, they have all learned how to effec-
tively retain control of the message, either by handling it
themselves or passing it to a partner who can. Benefits
reported by participants include feeling more comfortable talk-
ing to a reporter, neighbors gaining a better understanding of
farming practices and local legislators becoming more inter-
ested and responsive to their issues.

"Having a communications and conservation component in a
farm's business plan are key ingredients to successful farming
today," concluded Gordon.

To get started by documenting your stewardship through
AEM, call your county Soil and Water Conservation District to
schedule a free, confidential AEM Risk Assessment for your
farm, including the Agriculture & the Community Worksheet!

To learn more about AEM, view the Worksheets -- including
the Agriculture & the Community Worksheet, or to locate your
Conservation District office, visit: www.nys-soilandwater.org.
For information about AEM communications workshops email
barb.silvestri@agmkt.state.ny.us.

Barb Silvestri is the Information & Education Program
Coordinator with the NYS Soil & Water Conservation
Committee in Albany, NY. She can be reached at 518-457-
3738 or barb.silvestri@agmkt.state.ny.us.
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Agricultural Environmental
Management:
Big Opportunities for Small Farms!

STEWARDSHIP & NATURE

Author Barb Silvestri shows off an AEM roadside
sign, proudly displayed in front of the Elderberry Pond
Farm restaurant. The signs are being awarded to
exemplary AEM farmers around the state by their
County Soil and Water Conservation Districts.

Photos by B. Silvestri

Sandy Gordon practices interview techniques learned
at an AEM "Working with the Media Workshop" with
television news anchor/reporter Keith Kobland of CBS
5 News Syracuse.

Worcester 
Creameries

• Do you know there is still one milk market that is
family owned and would like to buy your milk?

• The following are benefits that could be yours.

Competitivee Market
Premiums

Qualityy Premiums

Volumee Premiums

Qualityy Fieldd Service

Caringg Service

Healthh Insurance

For more information please call.

607-397-8791 
Toll Free...

800-705-6455

Rt. 20, Sharon Springs, NY • (800) 887-1872 or (518) 284-2346
1175 Hoosick St. Troy, NY • (518) 279-9709



By Molly Shaw

Russ Shoultes' cover crop of red clover was lush and thick by
May, and provided nearly all the nitrogen his tomatoes needed
that year.

Russ operates Maple Tree Gardens in Owego, NY, together with
his sons Gary and Brian. They have a farm stand and sell their
produce at local farmers' markets almost every day in the sum-
mer. The farm, 8-9 acres on very nice stone-free soil next to
Owego creek, participated in a cover crops project funded by
Cornell Cooperative Extension and the NY Farm Viability
Institute in 2007-2008.

The project started with a Cornell Soil Health Test in spring
2007. The test has recently been developed by Cornell
researchers to measure not only the customary nutrient levels
reported in soil tests, but also how well the soil organisms are
functioning and how structurally sound the soil is. Maple Tree's
test showed that while nutrient (primarily P and K) levels were
great, the organic matter level and the aggregate stability were
low and there was a hard pan about 12 inches down created by
the rototiller.

Russ decided that the first thing he wanted to accomplish was
to give some of the fields a rest under cover crops. The front
field that faces the road is always used for early crops to catch
the customers' eyes as they drive past. In 2007, instead of fol-
lowing the early peas and summer squash with later vegetables,
that field rested under buckwheat, seeded at a very heavy rate
of 100 lb/A ($58/A) in late June. It flowered prolifically, effective-
ly choked out weeds, and looked like a million bucks behind the
stand that summer. The buckwheat was followed by oats in

September, which remained green and beautiful past December
that mild year. They eventually winterkilled and the field was
again ready for an early start in 2008.

The back field got a rest too, under a blanket of red clover.
Seeded in early June 2007 (15 lb/A, $32 seed cost), a hot, dry
summer ensued and the field was engulfed by annual weeds-
pigweed, lambsquarter, foxtail and the like. If you looked hard,
the clover was hanging out under the protection of the weeds,
and by early fall the weeds were mowed off and the clover took
over in a thick dense matt. We should have sown the clover
with oats or buckwheat, either one would have been a more
desirable nurse crop than the weeds!

Spring 2008 came and the clover took off, growing to 3 feet tall
with not a weed underneath it. By early June, just before flower-
ing, that clover had produced 250 lbs of nitrogen per acre!
When calculating the amount of nitrogen that will be available to
the crop, you look at cover crop nitrogen similarly to the nitrogen
in compost. We figured that half of the nitrogen would be
released the plow-down year, or 125 lbs available to the toma-
toes planted in June.

We monitored the needs of the tomato crop by leaf analyses
($24 each through Penn State University's Ag Analytical
Service), and found the nitrogen levels to be high until early
August. "I was surprised that the nitrogen was boosted so
much by the clover," Russ says, "and the nitrogen was released
pretty quickly after we plowed [the clover]." In early August,
when lots of fruit was ripening, the clover nitrogen supply didn't
meet the crop needs anymore, and supplemental fertigation
(fertilizer added to the irrigation system) was needed.

Next year Russ plans to address the hardpan problem. If he
can get his hands on the equipment, he'll subsoil the front field.
When he lays plastic mulch in April, he'll seed a few aisles with
thick annual ryegrass. Instead of rototilling those aisles 3-5
times to keep the weeds at bay, he'll mow the annual ryegrass.
An added benefit is that his harvesters should be able to pick
even after a rain without getting muddy.

Questions or comments about this project can be directed to
Molly Shaw, Fruit and Vegetable Specialist with Tioga County
Cooperative Extension. She can be reached at meh39@cor-
nell.edu or 607-687-4020.

Molly Shaw is the Fruit and Vegetable Specialist at Cornell
Cooperative Extension of Tioga County. This is the first in a
series of 5 articles that describe the on-farm trials that Molly
coordinated as part of a Cover Crop Project, funded by Cornell
Cooperative Extension and the NY Farm Viability Institute in
2007-2008. For more information you can reach Molly at
meh39@cornell.edu,or  607-687-4020.

HORTICULTURE

Cover Crops 
Case Studies:
Maple Tree Gardens
This Tioga County vegetable grower
used cover crops to improve soil health.
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Russ shows off the peppers and tomatoes that he grew with
the help of the clover-fixed nitrogen.  All photos by Molly Shaw.

Buckwheat flowered prolifically, effectively choked out weeds,
and looked like a million bucks behind the farm stand. 

Author Molly Shaw sits in the clover that took off in Spring
2008, growing to 3 feet tall with not a weed underneath it.

Get Connected! Find your local Cooperative Extension office

CT: UConn Cooperative Extension • 1-860-486-9228

ME: UME Cooperative Extension • 1-800-287-0274 (in Maine)

MA: UMass Cooperative Extension • (413) 545-4800

NH: UNH Cooperative Extension • 603-862-1520 

NY: Cornell Cooperative Extension  • 607-255-2237

PA: Penn State Cooperative Extension  • 814-865-4028

RI: URI Cooperative Extension • (401) 874-2900

VT: UVM Cooperative Extension • 1-866-622-2990 (toll-free in VT)

Cornell's Soil Health Test

Soil is a wonderfully complicated ecosystem,
and the health of that ecosystem impacts how
well soils perform for us when we're growing
crops. Yet our traditional soil tests only measure
part of the picture, the chemical properties of the
soil like phosphorus, potassium, magnesium,
pH.

Cornell's Soil Health Team, made up of soil sci-
entists, horticulturalists, entomologists, and plant
pathologists, decided to come up with a soil test
that would measure the overall health of the soil,
not just the nutrients available. Over several
years the team has developed and farm-tested
methods to measure the physical and biological
health of soils. "Good soil aggregate stability"
means the soil is crumbly and friable, and when
rain hits the ground, it soaks up the rain and
doesn't melt and dry into an impenetrable crust.

"Low subsurface hardness" means there isn't a
hard pan restricting root growth under the soil
surface. "High potentially mineralizable nitrogen"
means the soil organisms are alive and actively
breaking down residues and releasing nitrogen
to be used by your crops. There are 12 indica-
tors the team uses that, combined, give your soil
a score, and pinpoint where your soil needs
improvement.

If your soil health test shows that your soils could
use improvement, it also prescribes ways to
improve physical and biological characteristics,
usually by adding organic matter or decreasing
tillage. That means adding compost, manure,
using cover crops, or not plowing and tilling as
often or as aggressively. Other recommendations
specific to your field conditions come up from time
to time, such as deep ripping to break up a hard-
pan found in the field, or growing a specific type
of cover crop.

To learn more about soil health testing and the
Cornell soil health team, visit www.hort.cornell
.edu/soilhealth. To get a soil health test done on
your vegetable or crop farm, contact Bob
Schindelbeck, rrs3@cornell.edu, 607-255-1706
for the sampling protocols and fees.


