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About Me

ALate-in-life, first -generation farmer
AFrom gardener to grower |
Al eallf k210WaKel 0T )
AWith support from several
agencies and organizations
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Summary

APathways for beginning farmers

AFrom being your own CEO to related jobs
ABuilding on skills you may have

ALow entry barriers

AWhole Farm Planning

AMarketing and Selling tips
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ABeing Your Own CEO
AGrowing from the Ground Up
AMaking Money

AFinding Your Purpose
AConservation Based Farming
AGetting Your Hands Dirty
ALearning from Our Mistakes
ABeing Respected

ABeing Supported
AMarketing Ourselves
AGiving Back

AFreedom



Growing Your Business
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The Business of Being Your Own CEO

AYou make decisions on what to
grow, and how to sell.

Alt is a lifelong journey of
discovery and learning with trial
and error.

Alt requires a number of skills,
plus physical and mental energy.

A Ul tbmmitment, resilience,
and determination




The Entrepreneurial Mindset:
The Business of Growing from the Ground Up

AFarming requires a long-term
strategy and short -term work

AFarming is more than manual
labor; it takes goal setting, a
plan, and execution.

APlus marketing and selling.

AAsset Management: Your most
valuable assets are youiTime,
your Soil, and yourCommunity .
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The Business of Making Money

ALow-Capital Entry Points examples

AHigh-value veggies on leased land
AMicrogreens and Salad Mix
ASelling Starts from Seed

AHouse Plants/Succulents
APicking Blackberries

Opportunities to exchange labor for land






Multiple Pathways in Agriculture

AMany examples of applicable and
transferrable skills:

AKitchen/culinary,

ATractor/Diesel mechanic,

Alrrigation specialist,

AFencing

ALandscaping

AElectrical

APlumbing

ASeptic ——,

AB
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The Business of Finding Your Purpose

ABuilding a Whole Farm Plar
from the Ground Up.

AA step-by-step approach.

ASet a course for yourself and your family.
AFeeding the local community.

AWith Support.




Your Whole Farm Plan is the starting point

Farm Vision &

Strategy

A Crops/Variety Whole Farm Plan
A Seasonal Timing

A Resources

A Income/Cost

A Routes to Market
A Conservation




An Example of Vision and Mission ‘
The Business of Finding Your Purpose

Vision

To restore, enhance and preserve the land through intentional environmental
stewardship and partnerships, while building a profitable organic growing farm.

Mission

Demonstrate how a small family farm can successfully grow healthy,
nutritious food for local communities and visitors to have a farm experience.




What to Grow and Sell?




What Products to Grow??N 6 RUNt Wa Y W9 Y U

A Available land
A Soil
A Exposure to pests/critters
A Sun/shade?
A Resources required high/low
A Cost of seeds/bulbs
A Water requirements
A Customer Demand
A Pricing




Relative Market Share

A
Question =
Stars Marks:
Peppers Corn
_ Tomatoes Peas
= Tomatillos [
p Spinach
5 Cilantro
O
IS
< Dogs:
g Cash Cows: |
Pumpkins
Lettuce Sunflowers (for sale)
Carrots Bok Choi
Garlic/Scapes Herbs
” Onions/Scallions
|




Our 2026 Growing Strategies
Focus, Scale and Sales

AScale Up Cash Crops (garlic, onions)
Alncrease quantity of heirloomtomatoes
ASpecialize in a range of peppers
AReliably-timed crops

KEYS TO SUCCESS

AStart indoors, heat mats, domes, lights
AEarly lettuce andunique carrots
AFewer types and proven varieties
ASoil Health (nutrients)




A Winning $$3$ Sales Formula

QUALITY

UNIQUENESS

T

AVAILABILITY

BRAND

PRICE
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Packet 50 Seeds:
$5.00

_
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Sales of $600

STARTS
$125 I{II:I

POSSIBLE ***
/,{1{ lb
%&
ot toszes
PRODUCE SEEDS
$175 $140

a S 't - Gyywsy
= Sk b
\. \_L»’St\ -;t.\‘h‘.i -




Or Growing Onions T
Easy, to grow, short growing season, long-storing

Onions :
Packet 100 bulbs $6.00 %‘ilor«snﬂ

Grow Outdoors (March-May)
1. Sell Scallions $200 (50 @ $4) (June)
2. Sell Onions $150 (50lbs @%$3) (JulyOct.)

POTENTIAL INCOME
$350.00* FROM $6.00

(FROM Sweat Equity)




The Realitied

AWeather
ATime
APests
ACritters
ADisease
AWater
ANutrients
ASales




Opportunities for Growth
The Business of Learning from Our Mistakes

AFarming is all about trial and error ™% B % ()
AWith acceptance and grit r‘ i
AAnd sometimes humor 4

AMy two rulesJ
ASUWlg6 Wnel G AWmBLII2 I -
A UiMdsHI2 1J1 ! q6 RUNDWR g.

AWe learn from our own mistakes
and also, from fellowfarmers!







Soil Health and Nutrition

131

Whole Farm Plan

Soil Health &
Nutrition

~ At

A Biodiversity
A Crop Rotation
A Sustainability
A Weed/Pest Management
A Environmental Buffers
A Composting

50 ONRCS

U.S. Depa rtment of Agriculture
Natural Resources Conservation Service

WHERE GOQOD FOOD GROWS




The Soll Is the Foundation of Growth
The Business of Getting Your Hands Dirty

AConnecting with the soil and land

AFrom seeds to potting to transplanting
AMeditative weeding
AGrants available to improve soil health 2

Growing is Both an Art and a Science



The Environment and Conservation

&4 U.S. Fish & Wildlife Service

Whole Farm Plan

Soil Health & . » CVO'”“ta:y Fish &
Nutrition TIONIEE O”SFiQ’r? ion wildlife
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Conservation
District

Cowr )

lebrating 75 Y0

~rating 75 Y2~
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The Business of ConservaticiBased Farming

AAIl farmers we know are
environmentalists

AOrganic Transition through the
Whole Farm Plan

AGovernment programs to support
farmers for conservation practices

When You do right by Mother Nature, she tends to do right by You



Whole Farm Plan

How Organic can help Your Business

WSDA Certified }

Organic

Organic System
Plan

Benefits

A Increase Sales
A Market Recognition
A More Opportunities
A Increase Yields
A Environmental

Keys to Success

A Diverse Routes to Market
A Promotion/Social

A Partnerships

A Community Support

1"
3
:
2
:

rateiving working aordatis
farmiand Ie the Seeth Sound

lcglon'ai Farm Map & 6|v&tovy " Farm smid & laﬂu( Map
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Marketing and Selling

PePPeR PeOPLE
ARE OUR PEOPLE




The Business of Marketing Ourselves
Marketing & "The Story"

ASelling Your Story: Customers buy
from people, not just brands.

ADirect -to-Consumer: How to bypass & R
middle-men to keep 100% of the profit. ;,\ peces.

ASocial Media for Farms: Using basic B3
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Different Routes to Market

Direct -to-Consumer: Over 170 WA Farmers
Markets. This is where you get the highest price

Food Hubs/Online: Selling to endcustomers ‘nn'
through central marketing "'”"’“W“mﬁw

CSAs (Community Supported Agriculture):
Customers pay upfront for the season or week

Institutional Selling: Selling to schools or B{TFFAAN]
government. -

FINDIT SOONAT YOUR §}
FAVORITEFARM AND =
FARMERS MARKET! -




What to Sell and to Who

FARMERS MARKET FOOD HUB ONLINE FARM2SCHOOL. RESTAURANT!

LETTUCE
SPINACH
CARROTS
TOMATOES
HOT PEPPERS
GARLIC
ONIONS
CUCUMBERS
ZUCCHINI




Build Your Own Brand With Your Vision
The Business of Being Respected by the Community

AYour background matters less

AGrowing is authentic- if you can R T W
grow bigger & better with quality - 20 ) i g /

Alncluding the community of £ 5
Farmers and Support organizations >/ /

Communities are very supportive
to intentional Farmers



