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Developing a Grazing Business Plan

Key Partners

e Who are you most important partners?
o What key resources do you acquire from your partners?

o  Which key activities do your partners perform?

This is where you begin your market research & develop your business plan based around your skill sets. Do
some working research on the established grazers in your area. Find out who they serve, what land types,
how many acres, what livestock they use, etc. Reach out to them and ask what jobs they are turning down and
why. Can they refer these jobs to you if it fits your business plan? It is to your benefit, and the benefit of all
contract grazers, to establish collaborative work relationships. Ask if there is work you can do to assist them
and vice versa.

What are the key skills you are bringing to this work? Do you come from a history of animal husbandry? Are
you coming from a field of ecological restoration? Do you work as a wildland fire fighter and see the benefits of
grazing for wildfire reduction? Bring these skills in now as you brainstorm the format of your business. Where
are your weaknesses, where will you need collaboration? Is it best to start a new contract business or to
collaborate with a currently established one to build the necessary skill sets?

Begin to think about what you are willing to do for your customers. Are you interested in providing grazing
services to both private and public customers? Will you hire a shepherd? Will you stay with your livestock?
What pieces of this work are you interested in doing and what are you not? Know this from the beginning, add
it to your planning, it will make a difference.

Key Activities
o What are the activities you perform every day to create and deliver your value proposition?

Begin to consider where your time will go on a day to day basis. How long will you transport animals? How
much will that cost the client or you? How much time do you need to set aside for computer work; budgeting,
administration, contract building and distribution? How much time do you need for animal care, moving
fencing, bringing in water? How will you take care of veterinary needs? Are you able to vet your own animals,
or do you need collaboration for this? It is crucial to understand the importance of animal care and breeding
program. This includes making sure you are offering the appropriate nutrition for the success of your livestock
and your business. Being honest with yourself and understanding your skills will help determine how much of
each day you should allot for these activities, as well as which activities you need help from outside sources to
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complete. Take the time to speak with active contract grazers so they can help you in this planning stage. Be
clear with your time management during the planning stages.

Key Resources

e What are the resources you need to create & deliver your value proposition?

What resources are you starting with? This includes both your skills sets and materials for the building of your
business.

An example of skill sets include animal husbandry skills, vetting skills, communication skills, computer skills,
coordination skills, regenerative land management, knowledge of plants and land management, etc. These are
critical to acknowledge and highlight in the development of your business. Also, understand where your
weaknesses are. These will help you understand where you need more collaboration and/or need to budget
for hiring someone to help with this work.

Examples of physical resources are truck, trailer, electric fencing, livestock, corral system, etc. Write down
what you have and what you will need. For a comprehensive list to get started, visit the grazing infrastructure
page. Can you rent or lease what you need? Come to real conclusions on what you will need to purchase and
what can be leased. Start small and build.

With this business you need to determine winter housing for owned livestock. If you have livestock you own or
are planning to purchase them, where will they live when you aren’t grazing? Have you budgeted for feed
expenses? Think of animal care for a full year, have a plan.

Value Propositions

e What is the value you deliver to your customer and how is that different from other grazers?
e Which of your customer’s problems are you helping to solve?

e What is the customer need that your value proposition addresses?

e What is the promise to your customers?

e What are the products and services you create for your customers?

Take the time to really evaluate what you bring and define how it fits the needs of your clients. How are your
grazing services different? This is also where your market research becomes very relevant. Where are the
holes in grazing services in your community and how are you filling them? Think about what landscapes most
need work (forests, pastures, etc.) and clarify a holistic list of your services. These can range from fire fuel
load reduction to regenerative land management. It is also important to know your customer’s concerns and
make sure your proposal and services address those concerns. What is the promise to your customers?
Clarify what you are accomplishing, what you are responsible for, and what the client is responsible for.
Clearity and thoroughness are essential.


https://matchgraze.com/wp-content/uploads/sites/8/2024/07/Grazing-Infrastructure.pdf
https://matchgraze.com/wp-content/uploads/sites/8/2024/07/Grazing-Infrastructure.pdf

Developing a Grazing Business Plan Range & Livestock

Customer Relationships & Segments

e What relationship does your customer expect you to establish and maintain
e For whom are you creating value?

e What are the customer segments that will pay for your services

Again we go back to market research. Know your audience. Are your clients looking for repeat services? Can
you establish a slightly reduced rate if they sign up for a 4 years service plan? What do your customers
want? Ask them. Understanding the landowner/clients goals for their property and with their neighbors is
important for building positive customer relations. Remember, you are bringing your animals and your
stewarding skills to the client, but you are working to fulfill their goals. Plan your work, timing of grazing, etc.
around the goals of your client. Be sure to ask questions throughout the job, to ensure you are both in
agreement.

Channels

e How does your value proposition reach your customers?

e  Where can your customer find your services?

How and where will you advertise your services where clients can find you? Match.graze? A website for your
businesss? It is important to make sure you are visible and easy to find.

How do you express your services and how they are different from another grazer? It is essential to be clear,
precise, and simple.


https://matchgraze.com/
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Cost Structure

e What are the important costs you make to create and deliver your services?

This is such an important piece of the puzzle. Start your rates out at a livable wage!! You will lose customers
everytime you raise your rates. Know how much it costs to be a grazer and make a living. In the North Bay area
of California, most contract grazers have charged a minimum of $1,000 an acre to stay in business. There are
expenses that need to be covered. You have trucks, trailers, fencing, portable corral units, fuel, bringing in
water, and most importantly, your own hourly rate. You already know this if you are currently leasing or own
animals.

What is the plan for the off-season? Do you have a place to winter them? How much will you be feeding them?
These are costs that may be initially overlooked, but absolutely need to be a part of your pricing system. If you
own your livestock and have to provide supplemental feed, be sure to add the cost of that feed used to your
budget. Will you need livestock guardian dogs? How much is their maintenance? Are you hiring shepherds?
Really spend some time with your pricing and budgeting. Start in a place where you can have continued
success. This is critical to your survival as a grazer. Most new contract grazers fail because they do not charge
enough for their services.

Revenue Streams

e How do your customers reward you for the value you provide them?
e What are the different revenue models?

Set up a clear list of what makes your work difficult. Knowing where the limitations are can help you set up a
reward system for your clients.

Two of the biggest issues contract grazers struggle with is winter housing and winter grazing spaces. These
two overlap, but can be treated differently depending upon your goals as a business owner. Do you want to
take time off in the winter? Taking time off in the winter would mean having a designated grazing season. If so,
do you own land, have access to land, or ability to find leased land to put your livestock on? Maybe you have a
customer that is willing to offer a winter grazing location. Do they have the land to do this? Are they highly
interested in regenerative land management? If so, you may consider offering a discounted rate or free lease
exchange. Be creative! There is more than one way to solve these issues. Just remember, you’re working to
fulfill the customer’s goals in the arrangement using your knowledge and expertise in land stewardship and to
be professional and respectful when stewarding someone else’s land.

If you do plan on taking time off in the winter, do you want to own your own animals or are you planning on
leasing animals for the grazing season and then returning them? Having a plan for winter housing and grazing
land is crucial if you plan to own your livestock. If you plan to lease your animals, it is crucial to build
relationships with livestock owners that are willing to lease animals. It helps to have a grazing season schedule
mapped out so that you can plan accordingly. Click here for a downloadable grazing scheduling calendar
example.


https://matchgraze.com/wp-content/uploads/sites/8/2024/07/Grazing-Schedule-Calendar.xlsx
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There are other revenue streams that can be tapped into as a contract grazer. These revenue streams include
meat, fiber, and livestock sales. Are these revenue streams that you are interested in exploring? Talk with local

producers to gain an understanding of those revenue streams and if it is something that you can work into your
business plan and model.
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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 Division de Agricultura y Recursos Naturales de la Universidad de California (UC ANR) prohibe la discriminacién u
hostigamiento de cualquier persona empleada por o en busca de empleo con la Universidad por razones de raza, color, origen
nacional, religion, sexo, género, expresion de género, identidad en funcién del género, embarazo (inclusive parto y condiciones
médicas relacionadas con el embarazo o el parto), incapacidad fisica 0 mental, estado de salud (casos de cancer o de
caracteristicas genéticas), informacion genética (inclusive historial médico familiar), ascendencia, estado civil, edad, preferencia
sexual, ciudadania, condicion de veterano protegido o por haber prestado servicio militar (segun lo define la Ley de Derechos a
Contratacion y Recontratacion de los Servicios Uniformados de 1994 USERRA), asi como servicio en el ejército estatal o en la
Fuerzas Navales.

La politica de la Universidad prohibe represalias contra cualquier empleado o persona en cualquiera de sus programas o
actividades por presentar una queja por discriminacién o acoso sexual en conformidad con esta politica. Esta politica también
prohibe contra una persona que ayude a alguien con una queja por discriminacion o acoso sexual, o participe de cualquier
manera en la investigacion o resolucion de una queja por discriminacion o acoso sexual. La represalia incluye: amenazas,
intimidacion y/o acciones adversas relacionadas con el empleo o con cualquiera de sus programas o0 actividades.

UC ANR es un empleador que ofrece igualdad de oportunidades y accién afirmativa. Todos los solicitantes calificados seran
considerados para empleo, sin importar la raza, color, religién, sexo, origen nacional, discapacidad, edad o condicién de
veterano protegido.

La politica de la Universidad se propone concordar con las disposiciones de las leyes estatales y federales procedentes. Las
preguntas sobre las politicas 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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