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Grazing on Public Lands  

Pros and Cons 

Relationship building, Education and Contract Structure 

To successfully build and sustain a contract grazing business on public lands you need to have an 

understanding that it will take more time to develop relationships, but if you demonstrate the patience to do so, 

you can establish long term (many year) contracts and very fulfilling work.   This begins with developing your 

skills at contract negotiation. Protect yourself and your business by making sure your needs are expressed in 

the contract as well as the public entity that is hiring you. In grazing public lands you have the unique 

opportunity to educate the public on the value of grazing.   But you also have to use appropriate signage and 

be patient in your interaction with the public.  Meeting deadlines on when you are expected to arrive and how 

long you will be there will greatly improve your likelihood of obtaining multi-year contracts. 

Pros: 

• You have the ability to develop long term contracts and reduce administrative time and grazing 

calendar complications 

• Contracts are already prepared - you only have to cover your basis 

• You have the opportunity to educate the public with community education events and with 1 on 

1 conversations to members of the public using the open space 

• You can develop stream lined tactics in communication, signage and awareness to improve 

your grazing situation annual 

• These jobs can pay quite well 

• These jobs are usually larger parcels and can provide long term jobs  

• These jobs are usually larger parcels and can provide long term jobs 

Cons: 

• You do not employed by the individuals of the public, yet you must address their concerns 

• There can be large conflicts in which you need to walk away and you do not have the ability to 

remedy.  You may be put in a position that is very difficult to manage 

• They require very high insurance coverage, which is one of your biggest expenses 

• Many projects require you to have a shepherd there 24/7 

• Many projects require you to bring in your own water 
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Planning and Timeframe of Each Project  

Get sophisticated at knowing how long each job will take, hone these skills.  You will need to be very good at 

understanding how long each job will take to successfully plan out your grazing calendar [provide link to 

template].  Customers need to know when you will arrive and how long you will be grazing their property.  You 

need to know this as well!   As you build more work and more clients you will have to plan for up to 6 months 

of work.  If you are delayed with one client because you  have underestimated how long it will take, you are 

delayed for the entire 6 month period.   This can put a strain on you, your livestock and your relationships with 

your customers.  When planning how long each job will take you it is important to take the following list into 

consideration. 

Planning and Timeframe list 
• Stocking Density  

o How many animals will you be using? The number of animals will greatly impact how 

often you will need to move them and how quickly you will complete a job. On average 

250 sheep or goats can graze about one acre a day. This average will vary depending 

on the vegetation type and density.  

• Acreage  

o How many acres will you be grazing?  

• Type and Density of Vegetation  

o The type and density of vegetation will greatly impact the amount each grazing site will 

take. It is important to assess the density of vegetation each year, even on sites that 

you have grazed in the past. Weather and rainfall patterns will affect the amount of 

vegetation grown each year meaning your jobs could take a longer or shorter amount 

of time when compared to previous years.  

• Moving Livestock  

o It is important to relay to the client how often you expect to move your livestock and 

where and when you plan to move them. This is especially important if livestock need 

to cross a road for any reason. When crossing public roads, you may only have a 

specific time a day you are allowed to move animals. You are also typically required to 

have signs, flaggers and traffic control to maintain safety of your livestock, employees 

and the public.  

• Time Frame:  

o It is important to communicate with your client a realistic estimated timeline for your 

grazing services. Not only will this help you plan your schedule as a contract grazer but 

this will also help you maintain good relationships with your clients. When using the 

grazing calendar template to map out your calendar, give yourself an extra day or two 

on large or unpredictable jobs.   Be patient with yourself and your clients. It is better to 

overestimate how long a job will take rather than underestimate it.  If you are running 

behind and know that you will be late to some jobs.  Contact those clients immediately, 

apologize for the change in scheduling and ask if you can push the job back to a… 
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Relationship Building 

Public land grazing also grants you the ability to develop long term relationships with clients, in this case public 

land entities.   Build relationships, develop rapport and potentially build interest in your services, all while 

having long term contracts. Take the time when you are bidding on a public land contract, to ask all of the 

same questions you asked the private landowner, these are still critical questions to ask to have an 

understanding built in with your public client.  See the questions below in which additions have been made to 

cover material you need to know when bidding on a public land contract. 

Grazing Public Lands- What to be aware of and questions to ask if not 
listed in the RFP 

• How many years is the contract? 

• Most public contracts are 3 years long with the option to extend if the public agency is 

happy with your services. However, if it is not specifically stated in the RFP it is 

important to ask if you need to reapply or fill out paperwork each year or if the contract 

is binding for the full 3 years.  

• Some contracts have the options for extensions going out as far as ten years. If this is 

the case it is important to increase your cost to account for inflation each extension 

year. 

• Has this property been grazed in the past and how did the public using this space respond? 

• If the public agency has grazed this location in the past, ask for insight to how the 

project went and how the public responded. This will help you be informed of what 

conducting the project will be like prior to being there if you are awarded the bid. If 

there was any interference, conflict or problems between the public and the… 

Planning and Timeframe list, cont’d 

• Time Frame, cont’d:  

o …time when you know you can get there.  One of the most important things you can do 

as a business owner and service provider is acknowledge that things are not going as 

scheduled and take responsibility for that.   Your customers will be far more receptive 

and willing to be flexible if you approach changes in this way. 

o To help you plan your grazing schedule, we have provided a free template for you to 

use!  Grazing Calendar Template [provide hyperlink]  
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P2 style: Text format with the first line indented. Use this format following a P1 style and continue to use it  

Grazing Public Lands- What to be aware of and questions to ask if not 
listed in the RFP, cont’d 

• Has this property been grazed in the past and how did the public using this space respond, 

(cont’d)? 

• … previously contracted grazer ask how the conflict was handled and if they have a 

plan in…place to support the grazier if the public is concerned or angry about the 

grazing? 

• Is the public space already fenced? 

• Does the property you are going to be grazing at have fencing? If so, is that fencing 

adequate for your  livestock or will you need to provide additional fencing? It is always 

best practice to conduct a site visit to confirm that the established fencing is or is not 

usable for your livestock.  

• What type of livestock can be utilized on the project? 

• Some public land projects are specific about what species of animals may be utilized 

on the project. If the species is not listed in the request for proposal (RFP) it is 

recommended that you submit this question for clarification.  

• What do you want accomplished through targeted grazing services? 

• It is important to understand the goals of your client to be able to meet their 

expectations as a paying customer. Clients may have one, or multiple goals. Goals can 

include, but are not limited to, grazing for firebreaks, providing a vegetation 

management solution, carbon sequestration and or enhancing natural resources. It is 

important for you as a grazer to know how to best manage and reach the goals of your 

clients. If there is something that you will not be able to do, it is best to be honest with 

your client and work together to find an alternate solution to meet their goals.  

• Location:  

• What is the location of the property needed to be grazed?   

• If you are outside your normal locational range, you may not be able to do the clients 

project or you may need to increase your cost for mobilization. It is also important to 

assess the property to see if trucks and trailers can get into the property location or if 

the property is suitable for the type of fencing you have. It is best practice to conduct a 

site visit on lands that you have not grazed in the past to make recommendations to 

the client based on what you have the ability to do. 

• Acreage:   

• What is the size of the client's property and how many acres are they interested in 

grazing? 

• It is important for a contract grazer to know both the size of the property and the… 

amount of acres the client is interested in grazing. Knowing this, you may be able to 

provide your client with a more cost effective solution based on your price scale.  

• What is the flora of your land? (forested, meadows, etc)  

• It is important for contract grazers to know the flora of the land to be able to make 
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Grazing Public Lands- What to be aware of and questions to ask if not 
listed in the RFP, cont’d 

• Acreage, (cont’d):   

• …amount of acres the client is interested in grazing. Knowing this, you may be able to 

provide your client with a more cost effective solution based on your price scale.  

• What is the flora of your land? (forested, meadows, etc)  

• It is important for contract grazers to know the flora of the land to be able to make 

recommendations. These recommendations may include species of animal (sheep, 

goats, cattle) and stocking density.  

• Access to property  

• In order to graze properties efficiently, trucks and trailers will be delivering animals to 

the property. If you are not transporting your own animals, it is important to know the 

length for the trailer and type of transportation your animals will be arriving in. Not 

knowing if the type of transportation you choose can access the property will create 

issues when it is time to deliver the animals.   

• Access to water  

• Contract grazers should provide everything they need to complete the project. 

However, contract grazers  will typically ask the client if there is access to water on the 

property that they may utilize. Contract grazers will use this water source to supply 

water to their animals throughout the duration of the project. You may choose to supply 

water through a garden hose, or by filling up water trailers and leaving them closer to 

the animals to supply constant access to water. If no access to water can be provided 

you may be unable to do your project, or you may be able to haul water in for an 

additional service charge.  

• Predator issues and Guardian Dogs  

• Having a livestock guardian dog can be difficult to utilize in some public spaces due to 

the large number of people and pets. Familiarizing yourself with the park is key in 

making the right decision for your client and your livestock.  

• Ask your client if they are aware of any predators on or near their property. To help 

with predator issues, contract grazers may utilize guardian dogs to keep livestock safe. 

However, it is important to share with your client that livestock guardian dogs are 

working animals that may bark throughout the night. It is also important to relay to the 

client to pets on a leash and maintain a safe distance at all times around guardian dogs 

and livestock.  

• Can a shepard stay on the property? 

• If you choose to hire shepherds, it is extremely important to ask the client if they… 

•  
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After asking the questions above, make sure to follow up with your customer with additional questions you 

may have. It is your responsibility to understand what your clients are hoping to achieve through grazing.  It is 

also critical that you explain how the land will look like after grazing and why.   Know your livestock and know 

how they graze. Utilize these skills to orchestrate the vision of your client. 

If you can understand and achieve the goals of your customers you are more likely to have repeat customers.   

This will help you plan your annual calendar more easily if you have annual customers.  You will find that word 

of mouth is a fantastic marketing tool and does not cost you anything.  You will also spend less time in 

marketing, providing bids to new customers and constantly changing your grazing calendar.   Remember your 

time is a critical piece of your income.  If you manage your time well and continue to have repeat clients you 

are increasing your annual income and sustainability of your business. 

 

Education and Signage 

One of the great opportunities in grazing public land is that it creates a wonderful opportunity for you to 

educate the public about the benefits of grazing.  The benefits to the land, to the animals out grazing and to 

the safety and health of the communities nearby that will be less threatened by wildfires due to this work.  This 

education piece needs to be a collaborative effort between you, the public entity hiring you and the public 

utilizing the space. Engage with the public entity with questions about how they will educate the public and 

how they expect you to do so. Ask the following questions: 

Grazing Public Lands- What to be aware of and questions to ask if not 
listed in the RFP, cont’d 

• Can a shepard stay on the property,(cont’d)? 

• …are able to stay on their property in a self contained travel trailer.  It is also important 

to explain the role of the shepherd and what they will be doing while working on their 

project. You may mention that your shepherds build pens, move animals, supply water 

to the animals and help maintain the health of the livestock by evaluating them for 

illness and injury daily. In addition, if the animals were to escape their pen for any 

reason, the shepard would be responsible for getting the animals back into the 

designated area.  

Education and Signage questions:  

1. Do they have signs to let the public know grazing is taking place? 

○ Do they state that you have guard dogs that may react to horses and pet dogs? 

○ Do they state that the fence is electrified? 

○ Do they state contact information for individuals to call if there is a problem? 

2. If they do not have signage - make sure some is made and left at the entrance to the … 
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Invite them to co-create a public education event prior to grazing to present to the public, answer questions 

and explain the work and the animals.  Emphasize your good animal husbandry and body scaling measures at 

these events.  Hold one of these community education events prior to each grazing event.   Education prior to 

grazing will make all future interactions with the public easier going forward.  Continue to see education as a 

critical piece of your work in grazing public and private lands. 

 

Public Contract Structure 

Take the time to review the enclosed sample contract from the East Bay Regional Park district.  This is a good 

example of the contracts you will be dealing with when grazing on public landscapes.   There are pros to 

lengthy contracts, they can provide greater security for each party and will be very clear on your requirements 

for insurance, animals safety, etc.   However, these contracts are created with the purpose to protect the 

public entity creating them.  It is your responsibility to make sure your concerns are covered in these contracts.  

In order to do so you must be aware of the challenges you will face when grazing on public lands. 

 

Challenges 

There are many challenges when it comes to grazing private land.  Here are some examples of your greatest 

challenges. 

Education and Signage questions, (cont’d):  

2. … park and near and around your grazing sites. Signs should include the following 

○ Your company and its contact information  

○ Notification that the fence is electrified  

○ Notification of guardian dogs on site with livestock  

○ Notification to the public to not pet or feed working animals as it may unintentional lead to 

making animals sick or escaped livestock  

 

Greatest challenges:  

1. The public hiking and riding horses on the land 

2. Negative feedback from concerned members of the public 

3. Pet Dogs 

4. Wildlife Predation 

5. Noise Complaints 

6. Health of your herd (review livestock frame score) 

7. Livestock escape 

8. Water accessible to livestock at all times 

9. Shepherd staying on the property 
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The main difference between grazing public and private lands is who your client is.  When you are grazing a 

private landscape, your client has approved the job, the contract and considers grazing a valuable input to 

their property.   When you are grazing public landscape your client is the public entity hiring you and agrees to 

all of the terms of the contract.  However, the public utilizing the open space has the closest contact with you, 

your shepherd, your livestock and your guard animals.  It is your responsibility to negotiate an agreement with 

your client on how conflict with the public will be handled.  Work this out concretely prior to signing your 

contract.  Have this agreement highlighted on the contract.  These are questions you need to discuss and 

confirm with your client prior to agreeing to the contract 

 

Conflict Resolution 

All of these possible challenges  and questions should be addressed in your initial conversation with your 

client.   Make sure you have an agreement with your customer and add it to your contract.   These are critical 

in your ability to be reimbursed for predation or protect yourself from further liability by an escaped animal.  

Conflict resolution will also be key in maintaining a healthy relationship with your client in the event an issue 

were to occur. The main rule of thumb when dealing with conflict resolution is to prepare, listen, apologize, 

refrain from getting defensive and enforcing your contract obligations.  

If a conflict does occur try following these steps to resolve the issue  

Questions prior to agreeing to the contract:  

1. Who do I call when a member of the public is upset? 

2. I will walk away from a verbal or physical threat from a member of the public and refer them to 

you 

3. How will you support me, my livestock and my shepherds if we continue to be harassed by a 

member of the public 

4. Do you have signs to post at the entrance to the park? 

a. If not, can you make some? 

b. If not, I will bring some  

Steps for Conflict Resolution: 

STEP 1 - Be Prepared 
Review your contract.  **go back over sample contracts - do they cover all of these issues?  Do they 
have resolutions?** 
Are you covering all of the above listed challenges and do you have resolutions and/or responsibilities 
for all of them?  If not, address your contract first.  Make sure you have this in your contract and make 
sure you verbally address each one with your client prior to having them sign the contract. 
 
STEP 2 - Listen 
You have a contractual agreement with your client and you both should have an understanding of the 
roles and responsibilities of each party.  Despite this a client may be upset over a situation in which… 
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Insurance Recommendations and Providers 

Recommendations  

The insurance requirements for doing public jobs can vary greatly from client to client. It is extremely important 

to read the public contracts Request for Proposal (RFP) that will outline the specified minimum insurance 

requirements needed to bid on and complete the job.  

 

 

 

Steps for Conflict Resolution,(cont’d): 

STEP 2 – Listen, (cont’d) 
…you had properly prepared them and they had signed an agreement of understanding.   No matter 
who is at fault it is your responsibility as the service provider and grazier to listen and acknowledge that 
something went wrong.  This does not mean you are assuming responsibility or that you believe it to be 
your fault.  It gives the client the opportunity to state their concerns and express their emotions.  9 times 
out of 10 all the client needs is to feel heard and they are comfortable to resolve the situation amicably.  
LIsten and be responsive. 
 
STEP 3 - Apologize 
When something goes wrong, whether it is your fault or not, apologize.  If it was your error or 
negligence, then you are apologizing for your mistake.  If you did nothing wrong you are apologizing for 
the bad experience your client had.   This is key and will help you keep repeat customers! 
 
STEP 4 - Do not get defensive 
As you build your business, improve your skills and develop livestock that work well for you, you will 
also create a deep attachment to what you do.  It is very easy to get hurt or offended when a client 
complains, whether it is a legitimate complaint or not.   Take a deep breath, slow down - understand 
that your client has as much of an emotional attachment to the land and the work being done as you do.   
This will help you stay in the negotiations without getting hostile or adding conflict. 
 
STEP 5 - Enforce Contract Obligations 
After staying calm, listening to your customer and being willing to apologize, you have moderated the 
conversation into a place where resolution can happen.   Continue to keep the conversation open and 
connected as you point out the obligations of both parties according to the contract you both signed.  
Show and/or remind your customer what they agreed to in the contract if they are responsible.  Also 
show them what you agreed to if you are responsible.  If something happens that you have not yet 
experienced and therefore were unable to plan for in your contract, it is always best to take the loss at 
your first experience as you are the service provider.  Take the loss and update your contrat to make 
sure you have it stated clearly in the future. 
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Providers  

Joe Magelitz 

4795 Old Redwood Hwy Ste D 

Santa Rosa, CA 95403 

License #0B89769 

707-546-2332 

joe@magelitzagency.com 

http://www.farmersagent.com/jmagelitz 

 

Mitch White 

1129 Industrial Ave 

Ste 102 

Petaluma, CA 94952 

CA License #: 0642778 

(707) 778-0377 

https://agents.farmers.com/ca/petaluma/mitch-white# 

 

Kris Cover 

Acrisure 

Mailing Address: 1950 W. Corporate Way #1 

Anaheim, CA  92801 

Email: kacover@Acrisure.com  

Toll-Free : 800-967-6453 X1305 

Direct: 707-308-2658 

Fax: 707-546-2915 

 

http://www.farmersagent.com/jmagelitz
https://agents.farmers.com/ca/petaluma/mitch-white
mailto:kacover@Acrisure.com
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The University of California, Division of Agriculture and Natural Resources (UC ANR) prohibits discrimination  against or 

harassment of any person in any of its programs or activities on the basis of race, color, national origin, religion, sex, gender, 

gender expression, gender identity, pregnancy (which includes pregnancy, childbirth, and medical conditions related to 

pregnancy or childbirth), physical or mental disability, medical condition (cancer-related or genetic characteristics), genetic 

information (including family medical history), ancestry, marital status, age, sexual orientation, citizenship, status as a U.S. 

veteran. 

UC ANR policy prohibits retaliation against any employee or person in any of its programs or activities for bringing a complaint of 

discrimination or harassment. UC ANR policy also prohibits retaliation against a person who assists someone with a complaint of 

discrimination or harassment, or participates in any manner in an investigation or resolution of a complaint of discrimination or 

harassment. Retaliation includes threats, intimidation, reprisals, and/or adverse actions related to any of its programs or 

activities. 

UC ANR is an Equal Opportunity/Affirmative Action Employer. All qualified applicants will receive consideration for employment 

and/or participation in any of its programs or activities without regard to race, color, religion, sex, national origin, disability, age or 

protected veteran status.    

University policy is intended to be consistent with the provisions of applicable State and Federal laws.   

Inquiries regarding the University’s equal employment opportunity policies may be directed to: UCANR, Affirmative Action 

Compliance and Title IX Officer, University of California, Agriculture and Natural Resources, 2801 Second Street, Davis, CA 

95618, (530) 750-1343. Email:  jsafox@ucanr.edu.   

Website: http://ucanr.edu/sites/anrstaff/Diversity/Affirmative_Action/. 

This policy statement supersedes the UC ANR Nondiscrimination and Affirmative Action Policy Statement for University of 

California Publications Regarding Program Practices dated July 2013. 

  

La División de Agricultura y Recursos Naturales de la Universidad de California (UC ANR) prohíbe la discriminación u 

hostigamiento de cualquier persona empleada por o en busca de empleo con la Universidad por razones de raza, color, origen 

nacional, religión, sexo, género, expresión de género, identidad en función del género, embarazo (inclusive parto y condiciones 

médicas relacionadas con el embarazo o el parto), incapacidad física o mental, estado de salud (casos de cáncer o de 

características genéticas), información genética (inclusive historial médico familiar), ascendencia, estado civil, edad, preferencia 

sexual, ciudadanía, condición de veterano protegido o por haber prestado servicio militar (según lo define la Ley de Derechos a 

Contratación y Recontratación de los Servicios Uniformados de 1994 USERRA), así como servicio en el ejército estatal o en la 

Fuerzas Navales.  

La política de la Universidad prohíbe represalias contra cualquier empleado o persona en cualquiera de sus programas o 

actividades por presentar una queja por discriminación o acoso sexual en conformidad con esta política. Esta política también 

prohíbe contra una persona que ayude a alguien con una queja por discriminación o acoso sexual, o participe de cualquier 

manera en la investigación o resolución de una queja por discriminación o acoso sexual. La represalia incluye: amenazas, 

intimidación y/o acciones adversas relacionadas con el empleo o con cualquiera de sus programas o actividades. 

UC ANR es un empleador que ofrece igualdad de oportunidades y acción afirmativa. Todos los solicitantes calificados serán 

considerados para empleo, sin importar la raza, color, religión, sexo, origen nacional, discapacidad, edad o condición de 

veterano protegido. 

La política de la Universidad se propone concordar con las disposiciones de las leyes estatales y federales procedentes. Las 

preguntas sobre las políticas de igualdad de oportunidades de empleo de UC ANR pueden dirigirse a: UCANR, Affirmative 

Action Compliance Officer and Title IX Officer, University of California, Agriculture and Natural Resources, 2801 Second Street, 

Davis, CA 95618, (530) Website: http://ucanr.edu/sites/anrstaff/Diversity/Affirmative_Action/. 

This policy statement supersedes the UC ANR Nondiscrimination and Affirmative Action Policy Statement for University of 

California Publications Regarding Program Practices dated July 2013 
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