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1 GENERAL 

1.1 Colophon 

This document is a portable version of the digital training course “SETTING UP A FARM”, 
offered by the SKIFF platform (http://future-farmer.eu). 

  

Projectmanagement & Editors 

Hans Blankesteijn and Hilda Weges. BLANKCON (http://www.blankcon.eu) 

For more Information please contact 

BLANKCON, Rhenen, Netherlands 
Hans BLankestijn e-mail: hans.blankestijn@casema.nl  

We have done everything possible to credit the illustrations used. Please contact BLANKCON 
if your name has been inadvertently be omitted.  

License  

 

The course material is available under the creative common license BY-NC (Attribution + 
Noncommercial). 

http://future-farmer.eu/
http://www.blankcon.eu/
mailto:hans.blankestijn@casema.nl
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1.2 Icons explained 
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2 Setting up a farm 

2.1 Orientation 

 

A training need analysis, carried out in The Netherlands, made clear that potential BBE 
entrepreneurs have not only a need for technical/professional knowledge, but also for more 
socio/economic topics: 

 Transversal skills for sustainable developments, 

 Transition of existing businesses, into a BBE-based company, 

 How to set up a business plan as a starting farmer 

 How to develop a marketing plan for the new company 

 How to develop a Human Resource plan (= HR-plan) 

This part of the course focuses on these socio-economic topics, with emphasis on starting a 
new bio-based enterprise or on changing an existing farm into a bio-based farm/enterprise. 
Important tools for this change will be explained. 
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2.2 Learning Outcomes 

 

In general, this part of the course will help the new or changing farmer/entrepreneur to 
develop a business plan. 

In detail: 

 He knows differences between the old and the new economy, 

 He can set up a business plan, 

 He understands the meaning of vision and mission, and knows how to formulate it, 

 He understands what the difference is between a goal and an objective and he can 
formulate them for his own enterprise, 

 He can make a strategy for his company, 

 He can develop his operational tactics, 

 He can make an analysis of his resources, both financial and raw materials. 

 He can make a HR-plan 

2.3 Pre-knowledge 

 

Basic knowledge about circular economy 

BBE fits in Circular Economy, but it is not the same. Circular economy is a complete concept 
for a society. This can be a region, a country, a continent and even the world as a whole. The 
next step will make this clear. To ensure sustainable growth, the world has to use its 
resources in a smarter, more sustainable way. It is clear that the linear model of economic 
growth from the past centuries, the old economy, cannot be used for the needs of today. 
We cannot build our future on a 'take-make-dispose' model. Many natural resources are 
limited; we must find an environmentally and economically sustainable way of using them. It 
is also in the economic interest of businesses to make the best possible use of their 
resources. 
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In a circular economy the value of products and materials is maintained for as long as 
possible; waste and resource use are minimized, and resources are kept within the economy 
when a product has reached the end of its life, to be used again and again to create further 
value. Waste is not wasted anymore; it is just used as new raw materials! This new model 
can create stable jobs, promote innovations and provide a level of protection for humans as 
well as for the environment. It can also provide consumers with more durable and 
innovative products, which are cheaper at the end. All together it increases quality of life. 

New business models have important implications. The starting farmer has to be aware of a 
number of new risks, compared with the linear entrepreneur. He has to think about new 
competences and opportunities. But also about risks and liabilities, new actors within the 
value chain, and about financing the chain. To share risks, costs and revenues, financial 
innovation is needed. In the following table, this is summarized: 

Circular risks Linear risks 

It is needed to see (used) products as 
valuable source of materials instead of waste 

Dependency on original resources (risk of 
supply chain disruption) 

Necessary initial investment can cause 
shortages in short-term margins: transition 
costs are big 

Exposure to resource price volatility: See the 
present milk price. 

Balance of short-term margin versus long-
term stability 

Increasing environmental legislation has 
influence on prices 

Market demand for the offered products: 
customers and companies are actors in 
marketing campaigns 

Growing population and increasing financial 
wealth 

Dependency on supply chain collaboration Effects of climate change 

Unknown residual value of many products, 
due to small market of circular output 
companies (i.e. companies that up cycle, 
reuse, remanufacture, or refurbish) 

Demand for environmentally produced 
products 

Supply chain is as strong as the weakest part Businesses/products that become old-
fashioned by going on with old linear 
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business practices 

In other words, the linear economy is reaching the limits of a sufficient supply of resources, 
including water and energy. Circular economy thinking offers perspectives for a renewed 
social and economic dynamic, where population and economic growth are balanced with 
environmental protection. 

Moving away from the traditional consumptive models requires an increase in recycling and 
reuse of materials and water. Exploring this, it will make it possible to transform the 
mismatch between resources and growth into an exciting new economic, social and 
environmental revolution. In order to achieve this, we need to change our thinking and 
address these issues in a collaborative manner. 

See also: http://programme.worldwaterweek.org/event/the-next-big-3870  

2.4 Businessplan 

2.4.1 For whom is the business plan? Many actors 

 

Before to describe the main parts of the business plan, it is important to realize for whom 
the plan will be made. The young entrepreneur writes his business plan for his new company 
for himself in the first place. It contains his first steps towards a circular economy based 
farm. The plan describes what the young farmer wants to realize, and also how. For different 
reasons, more "stakeholders" may be interested in his business plan. It gives them a 
roadmap in realizing the goals and objectives of the starting entrepreneur. In circular 
economy a farmer works with many other entrepreneurs. Also banks are interested in the 
ability of the farm to pay back loans. Other investors are interested in how the farmer 
generates acceptable profit levels (return on their investment) over time. And the plan has 
to show that the farmer is aware of local, regional and national legislation. So there are 
many actors in a circular economy based farm. The interests of all potential stakeholders 
may be mentioned in a very compact master business plan. It is advised to develop actor 
specific versions of the overall business plan to better meet the needs of particular 
stakeholders. 

http://programme.worldwaterweek.org/event/the-next-big-3870
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2.4.2 Start with the description of the present farm and the future plans 

 

Just begin with the description part of the plan, which is a description of the current business 
(if there is any, of course) and an overview of future plans. ( 

Most formal plans begin with a title page to draw attention of the reader. The title page 
includes: 

 Business name, logo (?) 

 Name and address of key-owners and/or managers,  

 Date of the latest revision of the plan. To keep records of the document’s history is 
recommended. Use page 2 for that. 

A table of contents typically follows on page 3. It is clear that the table of contents cannot be 
made until the plan is written. But Word makes it possible to link the pages of the chapters, 
with the content.  

On page 5 you make an overview, or a definition of your business. It can be short, and 
simple, but easy to read and transparent. Identify primary products, production practices, 
marketing methods, and other highlights of the business. If possible it is good to give a brief 
history of your business so far. This process is all to create an advantage in the potential 
market. But don’t mention only the positive points, but also potential problems and risks. 
Demonstrate an effective management, which can deal with it. Re-read the risks of circular 
economy versus linear economy and translate it to your own situation. 

Questions to be answered are: 

 What type of business (merchandising, manufacturing, processing, production, 
service, etc.), 

 What phase of the business cycle are you in (starter, grower, mature, declining, etc.), 

 When will your business start, and operate (hours, seasonal or cyclical, etc.), 

 Who are the customers, how many are there, 

 How do you reach them, (communication, marketing) 

 Why are you in business? 

 Do you produce for a commodity or a specialty market? 

 What is the status of your company (i.e. startup, expansion, takeover, etc.)? 

 Can you make a SWAT analysis? (Strong and weak points) 
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The most important question is: "Is there anything about this particular business that gives 
you an advantage or dis-advantage in the market?" 

2.5 Management style 

2.5.1 PDCA-cycle 

 

As businesses, including farms, become larger, more complex, and involve more 
stakeholders, the traditional "command and control" management style needs to be 
replaced by a participatory management style that includes all involved in the business. This 
is important in a circular economy! 

For a new farm this means that the following skills are important: 

 Planning, 

 Communication, marketing 

 Negotiation and relationship management. 

In a traditional management style, planning for the operation and the future of the business 
is done in an informal way. Only one person is responsible for this management. Seldom, 
goals and objectives are formulated. In many cases they are only in the minds of the 
individual managers or owner. In a modern BBE company this has to be different. A more 
serious management style mixes long-term dreams with short-run realities in a well-
formulated plan. This "planned" management style is different and it gives many 
possibilities. 

The management (and other stakeholders) begins with a vision of where they want the farm 
to go. This vision is focused down to a more concrete mission, which is made workable 
through long-term objectives and short-term goals. A strategy is formulated, selecting 
cooperating enterprises and related activities that lead to the realization of the goals and 
objectives. Specific tasks and tactics are worked out, and a resource base is assembled 
(beginning of course with the existing resource base) to implement the plan. 

In the following parts of the course the main aspects of the business plan will be described. 
It is summarized in the next figure: 
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This planning flows naturally, and is systematic.  Each stage of the process gives more focus. 
It is an on-going circle, a never-ending cycle of planning.  If you like, you can use the 
concepts of the Plan-Do-Check-Adjust-cycle (PDCA-cycle or Deming cycle). In this phase 
weekly planning sessions can be used to discuss short-term goals, and activities and tasks 
that will lead to realization of these goals.  This systematic approach to planning and 
managing will help the farmer/manager to work in the direction of the vision and mission 
statements. 

2.5.1.1 Vision and Mission Statement 

 

Vision is a long-term concept, focusing on where the business hopes to be in the future.  The 
vision gives guidance for the organization over the long term. Characteristics such as 

business size and scope, composition and quality of products or services, target markets, and 
work force composition may be reflected in the vision statement.  Vision statements also 
core values such as honesty, integrity, passion for rural lifestyle, concern for the 
environment, etc. 

The more specific mission statement is based on the vision. It gives the basic purpose of the 
farm and summarizes what is done, whom it is done for, and how the organization conducts 
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itself.  The mission statement is the basis for the rest of the plan. Realize that many 
businesses have failed due to a missing shared purpose or understanding regarding the 
direction of the company.  That is why the mission statement is important to focus on the 
values, principles, and primary roles of the organization as a direction for the farm. These 
include economic, environmental and community components. The mission statement can 
be used for making decisions. All stakeholders need to be involved in formulating the 
mission statement, in order to create commitment. 

2.5.1.1.1 Example 

 

To show the difference between vision and mission: A farm has a vision to produce the 
highest quality bio-meat products. Conditions like genetic characteristics of the animals, 
environmental conditions, it’s position in the regional circular economy, etc., is part of the 
mission statement. Developing vision and mission statements is as important as the product.  
Input from every stakeholder, getting feedback, revising, and re-writing creates the needed 
communication. Nevertheless, vision and mission are rather abstract and may-be the most 
difficult part of the business plan. A well formulated vision and mission provides a good 
foundation for the farm and gives guidance for all day-to-day activities. This will be made 
more concrete in the exercise. 

2.5.1.1.2 Suggestions 

 

Here are some suggestions for the formulation of the vision: 

 Since it is difficult to think objectively about long term success in difficult times, it is 
better to focus on short-term goals, and associated activities, 

 Start with long-term planning activities (visioning) in better periods. 

 Think about what you admire or respect in other people or businesses.  If you respect 
someone who is hardworking and honest, then you likely value hard work and 
honesty.  It is suggested that the vision - mission statements of the organization 
should address all four basic human needs and capacities (to live, to love, to learn, 
and to leave a legacy).   
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The following questions may help in formulating a clear and brief mission statement that is 
specific for your bio-based farm.  

 What business are you in, and why?  

 Why are you doing what you are doing? 

 What do you want to realize with your business and in your life?  

 What needs are you filling?  (Not “what product are you producing?”).  Are you 
considering new activities (what needs will you fulfill)? 

 Where are you good in? (SWAT?) 

 Who are your customers, and what are their needs?  

 What qualities of products will you produce? 

 What role do partners, and employees play (tasks, responsibilities)?   

 What role you see for your company in the regional circular economy chain, 

 What do you want our farm (or business) to be in ten years? 

 What makes your business unique? 

2.5.1.1.3 Exercise in vision and mission statement 

 

There are many ways to start the description of a vision and mission statement. Filling in the 
following matrix of business and personal attributes may help to describe why your farm 
exists, and how it looks like. Try to fill it in yourself. 

 Now (Mission statement) Future (Vision statement) 

What is your farm,  What 
products do you provide 

  

Primary Production Practices 
(Standard or unique) 

  

Size and scope of the farm   

Marketing Practices   
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(Traditional or unique) 

Management / 
Organizational structure 

  

Socio-environmental 
responsibilities 

  

Labor force structure and 
philosophy 

  

2.5.1.1.4 Suggestions for filling in templates 

 

On Internet, you can find many examples of templates to fill in a complete business plan. See 
examples at the end of this paragraph.  In this phase of the business plan, the focus is on 
communication with other actors. A farmer who can communicate to others what he wants 
to realize, can realize these dreams. 

Many traditional farmers find that describing their values and attitudes is the most difficult 
phase of a business plan. However, these common values and attitudes are the foundation 
of the business and will be important indicators of success.  All stakeholders (employees, 
business partners, etc.) must be oriented to the mission.  

A common criticism is that they can quickly become too abstract. This can be avoided as 
follows: 

 Keep the most important purpose of the visioning activity in mind; to inspire and 
direct you and others in the business, not to impress outsiders.  

 Keep both the vision statement and the mission statement brief (100 words or less) 
in order to avoid the temptation of allowing the statements to become too broad, 

 Realize that developing vision and mission statements that are appropriate for your 
farm or business will require a lot of time and effort.  Spread that effort over 
numerous family and stakeholder discussions.  

The following templates illustrate the visioning process.  Use the visioning matrix you 
already filled in, for making your own plan:  



  E-TRAINING COURSE – SETTING UP A FARM  

  
                                                                                                                                                          15
  

Vision Statement 

In ten years from now, our farm will produce  …….. 

We will be recognized for our ability to  .......    

We are doing  these activities because   ....... 

Mission Statement 

The mission of our farm is to produce  .....  

This activity will provide:   

 ….. (wished financial results) 

 ….. (wished product results) 

 ….. (wished living-family environment) 

 ….. (wished family - business transition results) 

 ….. (recognition within the regional cycle, etc.) 

2.5.2 Objectives and Goals 

 

All farmers have objectives and goals. The business plan helps to formulate those “dreams” 
as short-term goals and longer-term objectives, which are in line with vision and mission. 
Following the formulation of vision and mission statements, the goal setting process is new 
for farmers because they have not tried to formalize their abstract ambitions. Where the 
mission statement provides a foundation for the plan, objectives and goals provide a solid 
framework for achieving the mission of the organization. Without having written goals to 
give direction to what you want, your farm can be influenced by forces beyond your control. 
This is why goals and objectives need to follow from the vision and mission of the 
organization, built on what you think is important from your mission statement.  In other 
words: Make the mission statement operational by translating it into more specific 
objectives and goals. 
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2.5.2.1 Formulating goals 

 

Objectives give a direction; goals are more specific and time related. The goal setting process 
takes time. But well formulated goals are important in developing the business strategy.  
Here are some specific reasons why written goals are important, and why they work to go 
into the desired direction: 

 Documentation about the farm will attract lenders, investors, purchasers of outputs, 
input suppliers, to decided whether, and how they want to be a part of the future of 
the business,  

 Setting goals, gives the farmer a better motivation, 

 Without goals there is no way to measure the results of management decisions, or 
make adjustments to management decisions. 

Well formulated goals show the farmer the right direction, and help the decision making 
process in order to optimize the farm activities. Goals are also useful in the communication 
with other actors.  Goal setting asks for creative thinking, as goals are personal and unique. 
They reflect values and beliefs (extracted from the vision and mission).  Goals need to be 
specific enough to provide the guidelines for decision-making, but also flexible enough to 
have changes in interests and priorities. The formulation of objectives and goals includes 
discussions with all actors. Communication and marketing is important throughout the 
planning process. 

2.5.2.2 Exercise: Formulating goals and objectives 

 

Goals that are too general provide little direction for the farmer.  Remember, specific 
strategies and tactics (production and marketing plans) need to flow easily from the 
objectives and goals. Draft objectives and goals that are consistent with the self-assessment, 
and that comes from the vision and mission of the organization. 
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Category Short Term (Goals) Longer Term (Objectives) 

The overall farm production 
and activities 

  

Marketing and management   

Financial position, size, 
structure 

  

Personal - business 
interaction, Communication 
with community 

  

2.5.2.2.1 Excercise in self-assessment 

 

Goal setting is about asking yourself a series of questions, and giving honest answers. 

 What do you really want out of life?   

 What do other stakeholders or other business partner(s) want out of life? 

Think about your farm or your business, and as the following questions:  

 What are you trying to achieve?  

 What can you do that is most productive and worthwhile?  

 When can you realistically achieve these things 

As you think about the things you would like to realize, also consider the people, and the 
potential conflicts involved by considering the following questions:  

 How can you capitalize on the interests and abilities of the people involved? 

 How do you resolve conflicts?  

 Who will take over when you retire? 
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A company can start the objective and goal setting process, by having all actors involved in a 
“self assessment”. The following groups of statements are from the original work of Paul 
Gessaman. 

(See: http://onlinelibrary.wiley.com/doi/10.1111/j.1468-2257.1976.tb00297.x/full: “A Study 
of the Impact of Transportation on Land Use and Rural Life”.) 

The idea of this exercise is that each actor starts the goal setting activity by rating each 
statement on a scale including strongly agree (SA), agree (A), undecided (U),disagree (D), and 
strongly disagree (SD).   

 SA A U D SD 

Statements Regarding Farming in 
General 

     

Farming is the best occupation for me      

I enjoy the variation in my work      

I look forward to work every day      

I can accept a lower income to be farmer      

 

 SA A U D SD 

Statements Regarding Farming/Family 
Interaction 

     

It is important that the family work 
together 

     

Farm work comes before family 
activities 

     

http://onlinelibrary.wiley.com/doi/10.1111/j.1468-2257.1976.tb00297.x/full
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I can delay farm work for family 
activities 

     

 

 SA A U D SD 

Statements regarding specific tasks        

I enjoy work with life stock      

I enjoy growing field crops      

I enjoy machinery maintenance and 
repair 

     

I enjoy record keeping      

I enjoy marketing of agricultural 
products 

     

I enjoy negotiating with other actors in 
the production chain 

     

 

 SA A U D SD 

Statements regarding management 
tasks   

     

I enjoy planning for the future      

I believe I get higher yields and      
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production than others 

I work harder and/or manage better 
than others 

     

I enjoy working with employees      

 

 SA A U D SD 

Statements regarding social tasks        

I could enjoy working in another 
occupation 

     

I could enjoy working for another farm      

Our family makes important decisions 
together as a group 

     

We enjoy planning for the future 
together 

     

I am satisfied with the level of 
organizational communication 

     

I enjoy involvement in community 
activities 

     

I have too many claims on my time      

Of course you are free to add or change this list, to make it more fitting to your own 
situation. This exercise shows the motivation, interests, abilities, and skills of each individual 
involved. In order to translate the self- assessment activity into formal objectives and goals, 
it is important to understand the difference between the two: 
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Objectives are more general and have a longer time horizon. 

Examples of objectives: 

 Increase gross income per acre, 

 Reduce work load, 

 Devote more time to family activities 

Goals are specific time-bound statements and give the benchmarks for measuring success. 

Examples of goals: 

 Increase average milk production per cow next year to 8.000 kg, 

 Contract with an actor/supplier to put up alfalfa crop beginning this year. 

Help to see the difference 

The following acronyms may help the farmer to distinguish between long-term objectives 
and short-term goals:  

 Long-term objectives DRIVE  (Directional, Reasonable, Inspiring, Visible, and 
Eventual).  

 Short-term goals are SMART (Specific, Measurable, Attainable, Rewarding, Timed). 

2.5.2.3 Exercise: Prioritization 

 

Formulating goals, doesn’t say something about the importance of objectives and goals. 
There is a need to make choices to reduce the demands on limited resources, and to reduce 
conflicts between business and family activities, as well as conflicts between the objectives 
and goals themselves.  There is also a need to examine whether short-term goals help or not 
the long-term objectives. Some goals are more important to stakeholders than others. 
Several meetings involving all stakeholders will be needed to move the process forward. 

The prioritization process does not limit the variety of goals. It makes that higher priority 
goals receive preference in the use of available resources. 

Prioritization can be “strict” (highest priority goal is realized before goals with lower priority) 
or lead to “limited priority groupings” (highest priority goals get more attention, but lower 
priority goals are not totally ignored.) 
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The following exercise helps to prioritize goals. Begin by developing a list of long-term 
objectives that are agreed upon by all stakeholders. 

Remember, goals are consistent and in line with the vision and mission of the organization..  
You begin with the objectives because most of the time, the list of long- term objectives is 
shorter, and less controversial, than the list of short-term goals presented by various 
stakeholders.  

With the list of agreed objectives, separately create a master list combining each 
stakeholder’s list of short-term goals.  Include with this list an estimate of primary resource 
commitments necessary to achieve the goal.  Tentatively sum up the resource commitments 
by primary resource category (money, labor hours, etc.).  Then rank each goal on a scale of 1 
to 10 with respect to how well it matches up with other goals and long-term objectives 

(1 being a poor fit or conflict, 10 being complementary and consistent with achieving other 
goals and/or long-term objectives).  Formalizing this process should help stakeholders to 
arrive at an “overall ranking” of the list of goals.  A worksheet similar to the following can be 
used to summarize this information. 

Goal Labor 
commitment 

Financial 
commitment 

Match with 
other objectives 
and goals 

Ranking 

     

     

The overall ranking process again involves answering a series of questions: 

 Which goals are most important for your well being?  

 Which goals are most important for the business?  

 Are short-term goals consistent with, or conflicting with long-term objectives? 

Good communication is important to reduce conflicts that may arise during prioritizing by 
the actors. This process brings business partners closer and creates a support system for the 
final business plan and it’s implementation. 

Sometimes it is necessary, during the prioritization of the short-term goals, to reformulate 
long-term objectives, or even revise the mission and/or vision statements of the 
organization.  Don’t be afraid for that! Continue till all actors agree with a set of business 
objectives and goals flowing from a vision and mission that all stakeholders are satisfied 
with. Sometimes the process leads to disagreement regarding particular objectives or goals. 
In that situation, make sure that all parties at least see the issue the same way, and 
understand the nature of the disagreement.  Also make sure that all stakeholders have had 
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the opportunity to share their opinions. Make sure that all stakeholders are satisfied that the 
decision making (goal setting) process is being done in the right way, even if they disagree 
with the majority on the overall ranking of a particular goal or objective.  If an acceptable 
degree of agreement regarding a particular objective or goal cannot be reached, then it must 
be removed from the list, or lowered in terms of importance. Otherwise, stakeholder 
commitment to the overall plan will be blocked. 

2.5.2.4 Some SMART based practical suggestions to avoid mistakes 

 

Avoid making goals that are too ambitious. Remember that goals need to be attainable 
within the economic and physical capabilities of the organization. 

Secondly, avoid too many short-term goals at once.  Each individual goal may seem well 
within the reach of the organization, but overall it is too much in the available time. 

To measure progress toward goal realization is very important, but too much emphasis on 
the quantitative measurement can lead to frustration. 

Finally, discuss and spread as much information in the goal setting process among the actors 
involved. Taking not enough time to gather and evaluate the available information will often 
lead too less optimal planning results. 

Where are you now in this process of making the business plan? The agreed upon list of 
long-term objective and short-term goals can then be incorporated into the organizations 
business plan along with the vision and mission statements.  Keep in mind, however, that 
the list is never final.  Objectives, goals, and the prioritization of them can change during the 
time, because also markets, family situations, resource availability, financial performance, 
interests, business opportunities, etc. will change as well.  When this happens, it asks for a 
revision and update of the plan (PDCA-cycle). 

2.5.3 Strategy, tactics and resources 
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If the goal setting activity is completed, we have to look at the next parts of topics. What can 
we say about the strategy, our tactics and our resources? It is clear that they directly support 
the realization of the goals. After you have made a prioritization, you can describe your own 
strategy. This strategy is related to these goals. More specific aspects of the strategy can be 
described as tactics. A good marketing plan is an example of it. Apart of the marketing plan, 
you can describe your resources by making a concrete production plan. In this plan, 
techniques are described, needed equipment, and a year round timetable. 

Also a HR plan (Human Resources plan) is needed. Here you describe the working positions 
in your enterprise. Which job descriptions you see. What competencies these workers have? 
Which financial consequences it has in terms of salaries and legal aspects.  

Last but not least a transition plan can be useful. It asks a lot to change from traditional 
farming into organic farming. Also in a circular economy, there are specific demands for the 
use of fertilizers, pesticides, etc. This transition may take 3 years and it asks for big 
investments. See also the e-learning course about Organic Farming. 

2.6 Legislation 

2.6.1 The importance of legal aspects 

 

It is important to have a good knowledge from the legal aspects of your starting farm. Think 
about topics as tax management, farm planning, business transition planning, environmental 
issues, etc. 

There is lot of legislation from the European Union. You will find the main legislation 
summarized in this section. 

At the same time it is difficult to sketch a complete picture , because the situation in every 
country is different. It is advised to find out the right situation yourself.  Work closely with a 
legal counsel, an accountant, and other management professionals that are well informed. 
Also chambers of commerce and farm associations can provide you with important 
information and advice. 
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2.6.2 European Legislation 

 

The European Union has several regulations related to the Biobased Economy. Especially the 
regulations related to waste management, renewable resources and pollution are 
important. 

In this section we will summarize the most important 
ones. But be aware. The regulations are changing. You 
must keep an eye on the latest regulations by following 
the EU law and publications yourself through the site of 
the publication office of the EU.  

See: http://publications.europa.eu/en/home  

 

You can search the EU laws and regulations: http://publications.europa.eu/en/search-centre  

Or browse them by subject: http://publications.europa.eu/en/browse-by-subject  

The main regulations can be found within the domain of agriculture, forestry and fisheries. 

Directive 1999/31/EC of 26 April 1999 on the landfill of waste 

This Directive is intended to prevent or reduce as far as possible negative effects on the 
environment from the landfilling of waste, by introducing stringent technical requirements 
for waste and landfills. 

Directive 1999/31/EC on the landfill of waste 

Directive 2008/98/EC of the European Parliament and of the Council of 19 November 2008 
on waste 

This Directive provides for a general framework of waste management requirements and 
sets the basic waste management definitions for the EU. 

Directive 2008/98/EC on waste 

Directive 2009/28/EC of the European Parliament and of the Council of 23 April 2009 on 
the promotion of the use of energy from renewable sources 

http://publications.europa.eu/en/home
http://publications.europa.eu/en/search-centre
http://publications.europa.eu/en/browse-by-subject
http://eur-lex.europa.eu/legal-content/EN/TXT/?uri=CELEX%3A31999L0031&qid=1422263347528
http://eur-lex.europa.eu/legal-content/EN/TXT/?qid=1422263150959&uri=CELEX:32008L0098
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Promotion and production of the use of energy from renewable sources and amending and 
subsequently repealing Directives 2001/77/EC and 2003/30/EC.This Directive establishes a 
legislative common framework for the use of energy from renewable sources in order to 
limit greenhouse gas emissions and to promote cleaner transport. 

Directive 2010/75/EU of the European Parliament and of the Council of 24 November 2010 
on industrial emissions (integrated pollution prevention 

This Directive defines the obligations with which industrial and agricultural activities with a 
high pollution potential must comply. 

Directive 2012/27/EU of the European Parliament and of the Council of 25 October 2012 
on energy efficiency 

This Directive establishes a common framework of measures for the promotion of energy 
efficiency within the Union in order to ensure the achievement of the Union’s 2020 20% 
headline target on energy efficiency and to pave the way for further energy efficiency 
improvements beyond that date. 

2.7 Human Resource Management 

2.7.1 Human Resource Management course 

 

A complete course on HRM is far beyond the scope of this BBE-course. In case the trainee 
wants to know more, he can go (again!) to the Internet. A good example of a complete self-
study HRM module, can be found on www.gov.mb.ca/agriculture/business-and-
economics/business-management/pubs/interactive_e1.pdf. This is a governmental product 
from the Canadian province of Manitoba. As long as there is no commercial use, this course 
is free to be used. 

The content of this module is as follows: 

Self-Evaluation. What is human resources? Why do you need to implement human 
resources into your farm business? Does your farm business really need a human resources 
plan? What is a human resources evaluation? Four steps to complete a self-evaluation and 
HR priorities for your farm. 

Developing an Identity for Your Farm Business. Creating an identity for your farm. 

http://www.gov.mb.ca/agriculture/business-and-economics/business-management/pubs/interactive_e1.pdf
http://www.gov.mb.ca/agriculture/business-and-economics/business-management/pubs/interactive_e1.pdf


  E-TRAINING COURSE – SETTING UP A FARM  

  
                                                                                                                                                          27
  

Recruiting. What is recruiting? How do I recruit? How does recruiting work when I hire 
family members? The recruitment strategy. Hiring. What is hiring? Hiring family employees? 
A four-step hiring process. 

New Employee Orientation and Training. What is new employee orientation and training? 
How do new employees feel when they arrive at your farm to begin work? Planning your 
new employee orientation and training program.  

Communication. What is communication? What is miscommunication? What’s your 
communication style? Ways to implement communication on your farm. What type of 
communicator are you? 

Motivate Employee Performance. What are the attributes of motivated employees? Learn 
about your employees. What motivates and demotivates an employee. Ways to motivate 
employee’s .Motivation and performance management. 

Standard Operating Procedures (SOPs). Do I need a SOP-manual? Where do I start?  

Discipline Issues. Dealing with employee can give problems. Coaching your employee before 
disciplinary action. Implementing a progressive discipline procedure. 

 

The content of this module makes clear where HRM is about. Summarized: HRM is the job-
function to manage people in an organization by providing activities and policies and 
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procedures. It’s related to developing, utilizing, maintaining and retaining the appropriate 
number, and skills, of employees to realize your businesses objectives and goals.  

Based on this module, you can implement human resources into your farm business plan. It 
is clear that a starting company might not have staff. In that case it is also possible to 
develop this part of your business plan later. A suggestion for the content of this HRM 
section could be: 

1.  Employee recruitment and selection 
2.  Training and development, 
3.  Organizational structure (organogram, who reports to whom, job skill and 

knowledge),  
4.  Labour relations (managing legislation and regulations), 
5.  Employee performance management and succession planning, 
6.  Human relations (discipline, performance management, complaint handling, 

counselling and coaching), 
7.  Employee benefits, salaries, 
8.  Health and safety, 
9.  Employee communications, 
10.  Management of employee records. 

After you have done this, you will agree with: A skilled and effective employee is key to your 
farm’s success. Human resources helps you select, attract and keep employees by leading 
them appropriately and successfully, and aligning them with your farm’s objectives and 
goals. And you will understand that all businesses – no matter their size or structure – 
benefit from HRM. The key is to create and implement a successful human resources plan. 

2.8 Further steps 

2.8.1 How to continue the setting up of your farm? 

 

At this phase you have made your business plan. May-be you have downloaded one of the 
templates for making it complete. But you are not ready yet. There is still a lot to be done, 
especially on your management competences. You will understand that this new way of 
management is different from the old hierarchical and bureaucratic management style. A 
human, or “people oriented” organizational structure spreads out the decision-making 
responsibility among the individual employees and managers, or teams of employees and 
managers.  A “hybrid” organizational structure might capture some elements of the people 
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oriented organizational structure while providing some top-down direction from 
management. It is up to your farming, what is the best one. 

See also the following links to “People oriented management”. 

 https://www.quora.com/What-is-a-people-oriented-management-style   

 http://online.stu.edu/relations-oriented-leadership/   

 or you can search yourself on these keywords, in English or in your own language. 

2.8.2 Further Reading and Tools 

 

An advice to all trainees: Use the Internet. There is so much to be found. Start with 
Wikipedia and search for Circular Economy. Good to start with. 

Visit also the website of the European Commission: 

 http://ec.europa.eu/environment/circular-economy/index_en.htm   

 On June 28, 2016, the European Commission adopted an ambitious Circular Economy 
Package, which includes revised legislative proposals on waste. 

 

A presentation from Mr. Rodney Jones is from some years ago, however, it contains a lot of 
valuable information. 

http://www.agmanager.info/finance-business-planning/farm-business-transition-
planning/building-business-plan-your-farm  

 

About making your business plan, you can find many templates. Some are free to download. 
Just look for “ business plan templates”. You also can make a search in your own language of 
course. 

 

http://www.inc.com/larry-kim/top-10-business-plan-templates-you-can-download-free.html  

Why reinvent the wheel? Get a professional business plan template at no cost. (2015) 

 

https://www.quora.com/What-is-a-people-oriented-management-style
http://online.stu.edu/relations-oriented-leadership/
http://ec.europa.eu/environment/circular-economy/index_en.htm
http://www.agmanager.info/finance-business-planning/farm-business-transition-planning/building-business-plan-your-farm
http://www.agmanager.info/finance-business-planning/farm-business-transition-planning/building-business-plan-your-farm
http://www.inc.com/larry-kim/top-10-business-plan-templates-you-can-download-free.html
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http://www.businessnewsdaily.com/5067-free-business-templates-word-pdf.html  

Need a business plan? Here's a list of free business plan templates you can create online or 
download as PDF and Word files. (2016) 

 

http://www.bplans.com/members/downloads/business-plan-template/ 

Jumpstart your business plan by downloading a free business plan template in Word format. 
Instructions on how to build your business plan are included. 

http://www.businessnewsdaily.com/5067-free-business-templates-word-pdf.html
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2.9 QUIZ: Learning Unit Exam 

 What is true for writing a Business Plan? 1)

Select one: 

a. It is the Working-Discussion-Check-Analyses-cycle. 

b. It is important to do it during the start up. 

c. It is the Plan-Do-Check-Adjust-cycle. 

 What skills are important for a new farm? 2)

Select one: 

a. Planning, communication, marketing, negotiation, relationship management. 

b. Market, enough money, status of the company. 

c. Manufacturing, processing, production, merchandising. 

 What means SMART? 3)

Select one: 

a. It helps to formulate long term objectives. 

b. It helps to formulate short term objectives. 

c. It is a tool to measure the intelligence of the workers. 

 Which legal aspects are important for your staring farm? 4)

Select one: 

a. Tax management and environmental issues 

b. Business transition planning and farm planning 

c. Both answers are true 

 What means SOP? 5)

Select one: 

a. Standard Operating Performance 

b. Standard Operating Procedures 

c. Self Operating Procedures 

 What is the advantage of setting goals? 6)

Select one: 
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a. Both answers are true. 

b. Without goals you cannot measure results of decisions. 

c. It gives the farmer a better motivation. 

 What risks fa armer in circular economy has to be aware of? 7)

Select one: 

a. Waste is a new resource. 

b. The effect of climate change is not important. 

c. The use of original resources. 

 What is the different between vision and mission? 8)

Select one: 

a. Mission is related to the church. 

b. Mission is the part of the vision statement. 

c. Vision is the part of the mission statement. 

 What means DRIVE? 9)

Select one: 

a. It helps to formulate long term objectives. 

b. It helps to formulate short term objectives. 

c. Is about the license for tractor. 
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3 Marketing 

3.1 Orientation 

 

In this course, the main focus is on the farmer. Marketing tools are important for him to 
promote his farm and products. But also associations of farmers, specific groups of 
entrepreneurs in a cyclic structure and even the government, can use this information. It 
explains why a marketing plan is necessary. It describes the main marketing tools and gives 
examples for the target groups and how to make a marketing plan. 

The basic idea of marketing is the consequent orientation of the whole company to the 
needs of the market. Marketing represents an entrepreneurial mind-set. In addition, 
marketing is a corporate task to the most important challenges: the early recognition of 
market changes and demand shifts gives competitive advantages for the company. 

 Apart of the business plan, the entrepreneur also makes a Marketing plan, which is a 
written document where the current situation and the future development of a product, a 
product group or a strategic business unit will be described. Further, in a marketing plan are 
the objectives to be achieved, the marketing strategy and the action-planning and marketing 
control. 

3.2 Pre-knowledge 

 

It is advised to study the section about business plans before this part. Then the following 
questions can be answered: 

 Where are we now? 

 Why are we here? – analyses 

 What are our strengths and weaknesses, opportunities and threats? - SWOT 
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 Who are our competitors? 

 Where do we want to go? – targets, objectives 

 Which positions we take in to the objectives? 

 How do we position ourselves? 

 What resources do we need? 

 How do I make my products to be successful? 

 Are my prices competitive? 

 How my products come to the customer and how they remain positive in the minds 
of my clients? 

 What is the marketing control? 

3.3 Learning Outcomes 

 

 The trainee knows what marketing is and what it means for his company. 

 The trainee knows how to set up a marketing plan for his company 

 The trainee knows the main important marketing tools and can decide which ones 
are appropriate for him. 

 The trainee can use the marketing tools 

3.4 Creation process of a marketing plan 

3.4.1 The process of creating a marketing plan 
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3.4.2 Human Resource plan 
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A complete course on HRM is far beyond the scope of this BBE-course. In case the trainee 
wants to know more, he can go (again!) to the Internet. A good example of a complete self 
study HRM module, can be found on www.gov.mb.ca/agriculture/business-and-
economics/business-management/pubs/interactive_e1.pdf. This is a governmental product 
from the Canadian province of Manitoba. As long as there is no commercial use, this course 
is free to be used. 

The content of this module is as follows: 

Self Evaluation. What is human resources? Why do you need to implement human 
resources into your farm business? Does your farm business really need a human resources 
plan? What is a human resources evaluation? Four steps to complete a self evaluation and 
HR priorities for your farm. 

Developing an Identity for Your Farm Business. Creating an identity for your farm. 

Recruiting. What is recruiting? How do I recruit? How does recruiting work when I hire 
family members? The recruitment strategy. 

Hiring. What is hiring? Hiring family employees? A four-step hiring process.  

New Employee Orientation and Training. What is new employee orientation and training? 
How do new employees feel when they arrive at your farm to begin work? Planning your 
new employee orientation and training program.  

Communication. What is communication? What is miscommunication? What’s your 
communication style? Ways to implement communication on your farm. What type of 
communicator are you?  

Motivate Employee Performance. What are the attributes of motivated employees? Learn 
about your employees. What motivates and demotivates an employee. Ways to motivate 
employees .Motivation and performance management. 

Standard Operating Procedures (SOPs). Do I need a SOP-manual. Where do I start? 
Discipline Issues. Dealing with employee can give problems. Coaching your employee before 
disciplinary action. Implementing a progressive discipline procedure. 

The content of this module makes clear where HRM is about. Summarized: HRM is the job 
function that manages people in an organization by providing activities and policies and 
procedures, which relate to developing, utilizing, maintaining and retaining the appropriate 
number, and skills, of employees to realize your businesses objectives and goals.  

Based on this module, you can implement human resources into your farm business plan. It 
is clear that a starting company might not have staff. In that case it is also possible to 
develop this part of your business plan later. A suggestion for the content of this HRM 
section could be:  

http://www.gov.mb.ca/agriculture/business-and-economics/business-management/pubs/interactive_e1.pdf
http://www.gov.mb.ca/agriculture/business-and-economics/business-management/pubs/interactive_e1.pdf
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1.  Employee recruitment and selection 
2.  Training and development, 
3.  Organizational structure (organogram, who reports to whom, job skill and 

knowledge),  
4.  Labour relations (managing legislation and regulations), 
5.  Employee performance management and succession planning, 
6.  Human relations (discipline, performance management, complaint handling, 

counselling and coaching), 
7.  Employee benefits, salaries, 
8.  Health and safety, 
9.  Employee communications, 
10.  Management of employee records. 

After you have done this, you will agree with: A skilled and effective employee is key to your 
farm’s success. Human resources helps you select, attract and keep employees by leading 
them appropriately and successfully, and aligning them with your farm’s objectives and 
goals. And you will understand that all businesses – no matter their size or structure – 
benefit from HRM. The key is to create and implement a successful human resources plan. 

3.4.3 Explanation of the creation process 

In the scheme, five steps can be recognized: 

1.  Strategic Analysis, 
2.  Definition of qualitative and quantitative objectives, 
3.  Selection of appropriate strategies to achieve these goals, 
4.  Budgeting the operational implementation of the marketing mix and 
5.  Assessment of this progress, the results and milestones. 

The marketing plan usually starts with a summary (Executive Summary) of these five 
elements. These are explained in more detail. 
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3.4.3.1 Objective 

 

Objectives are related to specific aspects of the business, such as revenue growth, market 
share or return (financial targets). These indicators are called lagging indicators. The problem 
is that, if the sales already sink, counter measures are hardly possible, and usually require 
large human and financial effort. It shows that the current turnover is the result of decisions 
(or omissions) which are taken three to five years ago. In other words: A strategical failure is 
difficult to repair. That explains why in recent years the emphasis shifted to measurable 
indicators. 

Examples of such indicators are customer satisfaction, innovation, customer orientation of 
the organization, commitment and employee satisfaction; attract new customers or image 
of the company (market and customer-related goals). 

When setting targets, the so-called SMART principle is particularly important: S stands for 
specific, M for measurable, A for acceptable, R for realistic and T for time bound. Objectives 
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should be so formulated specific, measurable, achievable, ambitious and time-based. 
Consequently, the marketing plan contains short- and long-term as well as qualitative and 
quantitative targets. All targets must be fully compatible and must not contradict possible. 

3.4.3.2 Choice of strategy 

 

A strategy can be defined as a set of measures that are appropriate, to go from A (current 
state) to B (target state), in order to achieve the formulated objectives. Strategies can be 
divided into four groups: competition, positioning, portfolio and innovation strategies. 

Competitive strategies answer the question: How can those who are responsible for the 
marketing plan, achieve a competitive advantage? A distinction is made by Robert S. Kaplan 
and David Norton in three main sources of competitive advantage: superior (attractive) 
products, superior (efficient) processes or superior customer relationships (loyalty and 
trust). According to the model of Michael Porter, you can get competitive advantage by 
focusing on quality and service (differentiation), by a price advantage (cost leadership) or by 
specializing in market niches. 

Positioning strategy: A company describes its strategy to achieve a high perception of the 
target clients and their products are highly appreciated and bought. 

Portfolio strategies (portfolio analysis) help in planning the product range so that the 
company has as many high-yield products on growing, attractive markets. 

3.4.3.3 Strategy implementation with the marketing mix 

 

The strategy generally requires extensive human and financial resources. These are planned 
as part of the marketing budget. It deals with the central question of how one should split 
the marketing budget to the marketing instruments and what contribution to make these 
instruments (product-, price-, communication- and distribution policy) for the efficient 
achievement of objectives. 
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The marketing plan must therefore determine which communication tool (e.g. advertising, 
personal selling, public relations, sales promotion and direct marketing) are in what 
combination best suited to. Accordingly, the financial resources are planned. 

3.4.3.4 Success control 

 

The marketing plan ends with the evaluation (progress and economy), especially in three 
areas: 

 Firstly, it must be regularly examined to what extent the marketing instruments 
contribute to the expected achievement of the objectives. It is the only way to take 
corrective action. 

 Secondly, a successful monitoring of the persons who have implemented the 
marketing plan. This shows their contribution to the success of the marketing plan. 
The same for the personal skills of the involved professionals and managers. These 
can be developed and used effectively according to their strengths. 

 In the third area are indicators of the profitability of products, markets, segments, 
customers, distribution channels etc. A definition of these indicators makes it 
possible to have early improvements. It makes it important for the corporate 
management). 

How you describe, you develop a Marketing plan it is detailed written in the annex 1 “The 
Marketing Plan - Step by Step”. 

Example of stages of a marketing plan 
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3.5 Tools and strategy 

 

Marketing plays an essential role in these developments and are necessary to promote the 
described strategy.  

1.  Network – active farmer association 
2.  Company Mission Statement / Logo 
3.  Print Media 
4.  Day of agriculture / organic farming 
5.  Field days 
6.  Agricultural exhibition 
7.  Agricultural academy 
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3.5.1 Network – active farmer association 

 

The network of active farmers/BBE entrepreneurs - for example a farmer association - is 
committed to create a professional culture of the farmers in the region. It organizes an 
exchange of experiences and promotes cooperation. The network is spokesman for the 
farmers to politicians and the public and represents the interests of professional farmers and 
their businesses as well as the needs of the branch. 

On a smaller scale farmers/entrepreneurs can create study clubs, where they meet and 
discuss questions and answers. 

An effective website in combination with social media (fi. Facebook) – creates a platform for 
communication and information of farmers, politicians and consumers. 

3.5.2 Company Mission Statement/ Logo 

 

A Company Mission Statement is a written statement of an organization on their self-image 
and its basic principles. It formulates the objective to be achieved as a realistic ideal picture. 
A Company Mission Statement is to provide orientation. This Mission should make it clear 
what an organization is. It is a base for the corporate identity of an organization. 

A mission statement describes the mission and vision of an organization and the aimed 
organizational culture. It is part of the management and is the framework for strategies, 
objectives and operational actions 

The key question of every company and every organization is: "What must we do to fulfil our 
fundamental task, to be successful." 

Mainly related this to the four themes: 
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An organization or group of organizations has to develop common answers to these 
questions if they want to take an agreed role in society. The mission then represents the 
summary of these answers that can be made available to the general public. 

A mission statement contains all the relevant statements of the new company. It provides 
the combination of self-growth, philosophy (social and human image, norms and values) and 
the proposed developments, representing the quantitative and qualitative targets. 

3.5.2.1 Logo 

 

A logo is a graphic symbol, which represents a particular subject -. For example, a company, 
an organization, individuals or product. It may be designed as a pure image brand, word 
mark or word-picture-brand and is the essential component of the visual appearance 
(corporate design) and support the identity (corporate identity) of the copyright holder. 

Design rules 

Five principles have to be observed in the design of a good logo: 

1.  comprehensibility 

The logo can underline the importance of the name or refer to the business activity. This 
can be done by a graphic symbol or select an appropriate scripture. If a company name 
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or a brand name combined with a graphic character (Icon), one speaks of a word-picture-
brand. 

2.  uniqueness 

A logo “transports” the company's image. If it is already occupied by other associations, 
then it is more difficult to establish an identity or a company profile. In that situation 
there is a risk to be overlooked or confused. From inadequate distinctiveness even legal 
problems may arise. 

3.  memorability 

Here should the formula KISS are: "Keep It Short (and) Simple" (mutatis mutandis: 
"consider it short and simple") - which is simple, easy to remember. Successful corporate 
marks as Audi, Opel, VW, Nike or Apple are so simple that they can trace many 
consumers heart. 

4.  reproducibility 

Colourful logos are technically no problem, but there are exceptions. It needs to be 
clearly visible, especially on products, as well as fax, as a stamp, from a distance, 
embroidered on a t-shirt or another promotional product. The logo is the sign for a 
company and not just a colourful illustration. 

Good logos meet the highest demands and are more or less clearly identifiable and 
readable in a width of 20 millimetres. Before a logo has realized all these requirements, it 
asks for many compromises, such as the use of abbreviations and reduction to an 
optimum. The creators of the popular and much-quoted saying "less is more" applies 
here quite accurately to that. 

5.  requirements 

A logo contains major elements and minor elements. Main elements are the company 
name and the service offered or the product being offered. Optionally dispensable 
addition elements are graphic elements, a slogan or an identity statement. 

3.5.3 Print Media 

 



  E-TRAINING COURSE – SETTING UP A FARM  

  
                                                                                                                                                          45
  

 

© Springer Fachmedien Wiesbaden GmbH - ein Unternehmen von Springer Nature 

Print media is the collective term for all printed on paper media. Examples are newspapers, 
magazines, books and other printed matter, such as inserts, catalogues, brochures and 
advertising papers. But also magazines, newspapers, books, catalogues, maps and plans, as 
well as postcards, calendars, posters, leaflets, pamphlets, posters, etc. 

Unlike the printed products, the new media will be provided, which today are mainly present 
in the digitized form, for example CD-ROMs, DVDs, digital books ("E-Book") or web 
publications. 

In the World Wide Web media landscape, the printout often only represents the counterpart 
of the electronic magazine, previously published articles in the online edition of a magazine 
and the digital book. Because of the required printing and distribution time, the print output 
is usually less frequently made. However, it provides an important source of additional 
information. 

The third media group is the group of the volatile, one-time items, either by the so-called 
broadcast media, publications in radio and television, locally or on the Internet, social media, 
blogs, on an intranet, or through public performance (speech, exhibition, theatre, and 
concert). 
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3.5.4 Day of agriculture / organic farming 

 

How the modern (organic) agriculture works? Who are the farmers? What they are doing? 
How do products develop? 

For those who want to watch the farmers over the shoulder, the "Day of agriculture" is just 
right. The focus is on technology, products, animals, etc. This day can also be combined with 
a competition or activities for children. So agriculture comes closer to society. 

The Day of agriculture should have a lot to offer: farmers and creative market, country 
woman café, culinary delicatessen from the region, agriculture and technology show, 
information and attractions to amaze. 

3.5.5 Field days 

 

Field days, organized across the country, are meeting place for farmers, for scientists, for 
consultants, policy and other interested parties. They should take on a teaching and 
experimental farm, to unite science and practice in good manner. Participants and exhibitors 
share experiences, get new ideas and information. They also get to know a farm operator 
who produces successfully for many years (ecological). In addition to guided tours and 
inspections of field experiments, visitors should expect a professional forum and an 
extensive dining and cultural activities. 

3.5.6 Agricultural exhibition 
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An Agricultural Fair is an “expert fair”. This is temporary and usually repeated yearly. It 
allows farmers to make their products, goods or services on display to explain and sell. The 
result is a close relation to the visitor. In relation to public exhibitions, “expert fairs” have a 
significantly higher proportion (over 50%) of expert visitors. 

3.5.7 Agricultural Academy 

 

The basic idea of an agricultural academy is to enable the participant’s lessons, discussions in 
small groups, practical exercises in the laboratory and in test areas and excursions to farms 
in the surrounding region. The most important educational principle should be the unity of 
theory and practice. 

The Agricultural Academy should offer a complex further training/seminar offers in the fields 
of basic knowledge, business, agriculture, Biobased economy, communication and 
leadership. 

There are two reasons for young farmers to go to such a training: The latest developments in 
their business and the very practical approach. In addition, a good exchange of experiences 
and building up professional contacts are also important. 

3.5.8 Overview of marketing tools (based on the project tasks) 

 

Marketing tools Content Actors example 

Network - active 
farmer 
association 

Website, social 
media (fi. 
Facebook) Online - 
Platform for 
communication 
and information 

farmers, science, 
MoA, association 

www.bauernverband.de 
www.junglandwirte.de 
www.die-deutschen-
bauern.de/gruene-zukunft  

http://www.bauernverband.de/
http://www.junglandwirte.de/
http://www.die-deutschen-bauern.de/gruene-zukunft
http://www.die-deutschen-bauern.de/gruene-zukunft
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Mission / Logo Development and 
description of the 
mission of each farm 
or association 

Development of a 
logo 

Design rules 

Farmer, 
association, agency 

  

www.bauernverband.de/leitbild  

Print Media Print-Media (f.i. 
Poster, Flyer, 
merchandising) to 
present the branch, 
farmers show their 
company and the 
products, research 
can show their 
cooperation and 
results. 

MoA, association, 
agency 

 

Day of agriculture 
/ organic farming 

Presentation of this 
branch in the 
society, promotion 
for education (in 
cooperation with 
schools), 
presentation results 
of the cooperation 
farmers – research. 

farmers, 
association, MoA, 
schools, university, 
research institutes. 

 

Field days Presentation of 
“best” farms and 
research; to present 
knowledge on a 
practical way, to 
present of results of 
the applied research. 

Actors: Universities, 
consulting firms, 
farmers and 
associations 

farmers, 
association, MoA, 
university, 
research institutes 

http://www.dlg-
feldtage.de/de/home/ 

www.agrar.basf.de/agroportal/de  

Agricultural Presentation of 
efficient agriculture, 

farmers, 
association, 

www.mela-messe.de  

http://www.bauernverband.de/leitbild
http://www.dlg-feldtage.de/de/home/
http://www.dlg-feldtage.de/de/home/
http://www.agrar.basf.de/agroportal/de
http://www.mela-messe.de/
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exhibition processing and 
education. 

consulting firms, 
MoA, university, 
research institutes 

Agricultural 
academy 

Place for education, 
communication, 
networking; Online-
platform for 
teaching, 
communication; To 
present knowledge 
on a practical way, 
to present of results 
of the applied 
research 

Universities, 
consulting firms, 
farmers and 
associations 

www.andreas-hermes-
akademie.de  

3.6 Further reading 

3.6.1 The Marketing plan - Step by Step 

 

The marketing plan is the basis for the success of any company - from micro-enterprises over 
SMEs to large enterprises. All measures of marketing, all paths and steps to develop 
successful companies are describes in detail. 

http://www.andreas-hermes-akademie.de/
http://www.andreas-hermes-akademie.de/
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Almost every company depends on appropriate marketing measures. The more detailed and 
concrete these strategies are, the faster the desired success can be established. Especially 
for small and medium enterprises a well thought marketing strategy is essential. Who takes 
such a step only sporadically, can quickly get into the offside, and the turnover remains a 
lower level than hoped. Therefore, it is worth the elaboration of a strategic marketing plan 
and brings to your measures and gives you a comprehensive overview of their effects. 

Orient yourself in creating your personally plan to the five following factors and work on 
every item in detail. Only the result is the basis for your business marketing plan. 

Reference: 

 Lambert Schuster: Business consultant for micro, small and medium enterprises 
(SMEs) in the region of Cologne, Bonn, Aachen and Dusseldorf and coaching for 
entrepreneurs in Cologne (NUK - New Entrepreneurship) and Dortmund (start2grow) 

3.6.1.1 Step 1: Strategic Analysis 

 

Strategy development is a very special issue. This sentence is important and should be 
emphasized: The advantages for the customer are the focus of all considerations! 

At the beginning of each planning analyses of the current situation must be. This is 
concerned with the market, customers and competition mechanisms. Often marketing is 
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equated with elaborate advertising that anyway no one can afford. The question "Will that 
help?", "What's in it for my company?" So many questions - because after all there is a 
danger, "put in the sand" a lot of money. 

This analysis gives you an overview of the potential of image, sales and revenue volumes to 
competitors' products and market developments. 

Next, define your target market accurately and collect information about market shares of 
other companies. 

Also important is a SWOT-analysis and competence analysis that gives you the strengths and 
weaknesses of competitors but also shows your own business. 

The following questions you should ask yourself when strategizing: 

 What advantages does your offer compared with your concurrence? 

 What competencies are the benefits of your offer? 

 What is the price / performance advantage of your offer? 

 What benefits will the customer benefit achieved from your offer? 

 What image I want to reach? 

3.6.1.2 Step 2: Define goals 

 

Have a look at the results of the inventory of your company. After creating this 
comprehensive analysis, you can name, based on this designate, objectives, such as 
customer acquisition, customer loyalty, turnover or image development or improvement. 

Take care if you formulate these goals: It should be formulate, that you also can check these 
later and to see if you have reached this. 

These objectives must always be SMART: Specific, Measurable, Ambitious, Realistic, and 
Terminated 

Your marketing goals should be conforming to the mission statement / vision statement and 
the objectives of your company (fi: “We want to be the market leader in our sector.”). These 
goals have to be formulated as precise as possible, so that a suitable timeframe (annual 
plan) can be created for the implementation of short-term and long-term strategies. 
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3.6.1.3 Step 3: Define strategies and create marketing plan 

 

Configure your strategies on your annual plan. It is very important to know where your plan 
focus. So if you go for goals, such as customer acquisition, market positioning or competitive 
advantages, all your marketing activities (such as sponsorship, PR campaigns and advertising 
or social media appearances) should be oriented on the marketing instruments (price, 
product, communication, distribution). 

In addition, a mission statement / vision of your company help to find the appropriate 
marketing measures and formulation. 

Is the strategy been established, marketing planning can begin. 

The creation of marketing plan is “team work”. In the team the different aspects are 
discussed, considered the feasibility, advantages are closer discussed as well as 
disadvantages. 

Note: 

To admire all thoughts and ideas and to evaluate, it takes time and space. Define a long 
enough periods for an intensive exchange of ideas. 

Let the team ideas and thoughts for marketing simply put into the round. Collect all the 
approaches on the blackboard. No idea, no contribution may be questioned or reviewed. 
Everyone can express themselves freely and only comprehension questions are allowed. The 
discussion about the meaning and likelihood of success of the proposal or of a proposal 
comes later. 

The Consulting of Marketing experts will immediately recommend. They will attend and 
support this process. 

After just thirty minutes creative, new points are on the blackboard. 

Following Basic measures: 

 Company Mission Statement / vision 

 Logo 

 Internet presence and social media 

 Print media (flyers, posters) 

 Target group 

 Mailing list with contacts and 
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Following Typical measures are named for the Marketing Plan 

 Flyers advertising 

 Display Advertising 

 Entries in directories and portals 

 Poster advertising 

 PR activities 

 Videos, Presentations 

 Radio and television advertising 

 Blog: providing useful tips and hints 

3.6.1.4 Step 4: Implementation and Budgeting 

 

Of course, the realization of your strategies depends on your budget. But, marketing 
objectives should be more than vague hopes for a "reward", for the issue of the marketing 
budget. 

Specify an amount you are willing to pay for your marketing. This includes not only the cost 
of individual activities, but also the need for staffs and material. Keep the resulting and 
ongoing costs always an overview. 

An example will illustrate the implementation: 

Action / Measure period Cost (per year) Results (per year) 

Company Mission 
statement and Logo 

single 3.000 € 

5.000 € 

Company strategy 
image 

Print media (Poster, 
Flyer, etc.) 

yearly 750 € recognition and image 

advertisement 4 x per year 2.000 € Image 

Open day 

 Guides for 
Company 

 Consumer 

4 x per year  

4 x 1.500 € 

Interested consumers 

image 
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game 4 x 1.000 € 

Website 

 care and 
support 

yearly 

weekly 

7.000 € 

52 *4 h * 60 € = 12.480 
€ 

Recognition and image 

Bloggen, Facebook, 
XING, Twitter 

 care and 
support 

single 

daily 

500 € 

220 x 20 € = 4.400 € 

Recognition and image 

Network regional 

Meetings 

Exchange of 
information 

monthly 12 x 50 € = 600 € Network effects and 
partner Image 

Remarks 

 Action: Here you describe as clearly as possible, what to do 

 Period = cycle: how often is that? 

 Cost: cost estimate for the implementation of this action (one-off costs and recurring 
costs) 

 Results: How many customers and / or orders you expect from this measure 
(monthly or yearly) - awareness and image are monetarily not assessable but in 
product sales. Image can’t be monetary evaluated. 

3.6.1.5 Step 5: Success control 

 

Check regularly the degree of target achievement (effectiveness), the relative cost 
(efficiency) and the progress of your marketing activities. 

Possible bad investments can be limited and the budgeting can be changed when needed. 
You will receive valuable information on how your product is received by the target audience 
and by the market. So additional measures can be started or inefficient measures can be 
stopped. Also the staffs, are responsible for implementing the marketing plan, should always 
be included in the control mechanism. 
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Marketing control is essential. It is based on the marketing objectives and checks to see if 
the alignment of all activities is succeeded. Basically it is the comparison of objectives and 
the observed results. 

Summary: T M P for your success 

Transparent. Measurable. Payable. 

To create a marketing plan and marketing plan for your business, you need a creative team. 
This applies for new businesses as well as for small and medium enterprises, micro 
enterprises as well as for large enterprises. 

Gather your personal "key people" around, take your time, the best one day in a quiet 
environment, and develop it together your action plan for marketing. Throw all proposals in 
your team and evaluate them at the end. That’s your developed marketing plan. 

And then it comes to the point. For the most fantastic plans are not worth the paper on 
which they are, if they are not used consistently translated into action. And this is not just a 
top priority (Chefsache), but the work is distributed among the team members and others. 
The boss regularly checks –fi. in monthly talks - whether the measures are implemented. 

T M P: creativity in developing, constructiveness in the assessment and consistency in 
implementing - with these three letters T M P it becomes be possible to develop your 
individual marketing plan. 
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3.7 QUIZ: Learning Unit Exam 

 What means SMART principle? 1)

Select one: 

a. S=Superior, M=Measurable, A=Acceptable, R=Realistic, T=Time bound 

b. S=Specific, M=Measurable, A=Acceptable, R=Realistic, T=Time bound 

c. S=Specific, M=Moderate, A=Available, R=Realistic, T=Time bound 

 What marketing tools do you know? 2)

Select one: 

a. Company Mission Statement & Logo 

b. Field Days 

c. Agricultural Music with all stakeholders 

 Put the steps to create a marketing plan in the right order! 3)

Select one: 

a. Strategy, Objectives, Analyses, Marketing-Mix, Evaluation 

b. Objectives, Evaluation, Strategy, Analyses, Marketing-Mix 

c. Analyses, Objectives, Strategy, Marketing-Mix, Evaluation 

 Why a marketing plan is necessary for your farm? 4)

Select one: 

a. It gives information about the current situation and gives answers about future 
strategies. 

b. It gives information about the current situation. 

c. It gives answers about the future strategies. 
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4 Quiz Solutions 

4.1 Answers for 2.9 Quiz 

Question 1: 

It is important to do it during the start up. 

Question 2: 

Planning, communication, marketing, negotiation, relationship management. 

Question 3: 

It helps to formulate short term objectives. 

Question 4: 

Both answers are true 

Question 5: 

Standard Operating Performance 

Question 6: 

Both answers are true. 

Question 7: 

The use of original resources. 

Question 8: 

Mission is the part of the vision statement. 

Question 9: 

It helps to formulate long term objectives. 

4.2 Answers for 3.7 Quiz 

Question 1: 

S=Specific, M=Measurable, A=Acceptable, R=Realistic, T=Time bound 

Question 2: 
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Company Mission Statement & Logo 

Question 3: 

Strategy, Objectives, Analyses, Marketing-Mix, Evaluation 

Question 4: 

It gives information about the current situation and gives answers about future 
strategies. 


