THE BUSINESS OF

INDIAN AGRICULTURE a

PART 3IDEFINING YOUR KEY BUSINESS OPERATIONS &
DEVELOPING A FINANCIAL PLAN

THANK YOU FOR JOINING US! THE WEBINAR WILL BEGIN SHORT




Webinar Management

Participants will be muted for this webinar.
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First Nations Mission & Guiding Principle

Exclusively committedbto . the control of'tribal
assets by tribesrand:-Native communities

A First Nations works trengthen American Indian economies to
support healthy Native communities. We invest in and create
Innovative institutions and models that strengthen asset contrc
and support economic development for American Indian peopl
and their communities
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the appropriate resources, Native Peoples hold the capacity al

ingienuity 0 ensure the sustainable, economic, spiritual an
cultural welbeing of their communities.
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198OZFounding Year
19802016 provider of TTA

1993 National Grantmaking Program bec

19932016 Awarded 1,162 In grants;

$25.95 million
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ative Financial
Empowerment

Native finoncicl & investor
education, consumer protection
& financial froud education,
combaling predotory lending,
ond research.

Native Foods é[zealth
Notive food systems, food security,
heolth ond nutrition, ond focd
savereigniy efforis.

Zrnvests

in Native uth

Notive Youlh & Culture Fund,
college scholarshipfinternship
prograoms, ond youth-oriented
finoncial education; among
other praograms

Advarnct
Household & Com nity
Asset-Building Strategies

Native Family Empowerment,
Individual Development Accounts,
Native Yolunteer Income Tax
Assistonce, and Notive Americon
pusiness ond osset development
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Tribal Communi
Institutions

Nanprofit & tribal copocity
bullding aclivities including the
Lirban Native Project, Native Arts
Capacity Building Inihiative, and
coalitien-building work, gamong
cother pragrams.




Relevant Experience

C Mississippi ChoctawsDirector of Economic Development
C 20+ years of Tribal Economic Development Experience
CDSYSN}Yt alyl3aSNI 2F 0KS ¢NAR06SQa OS

C Projectmanagement experienc@cludes developmerdnd startup of many
tribally-owned companies representing afb500 million investment

C Currentlymanaging 8 separate grant projects for thebe

C Participatedin a wide range of project financing methods including
traditional loans, loan guarantees, and New Markets Tax Credit financing.

C Managethet NA 06 SQa ynnXnnn A&l dzf Njporifdi@ 2 G
C B.B.A. fromMillsapsCollege

C M.B.A. fromDukeUniversity



Business of Indian Ag

PART 3DEFINING YOUR KEY BUSINESS OPERATIONS &
DEVELOPIN&AS FINANCIAL PLAN




Agenda; Part 3

Defining Your Key Business Operations & Developing a Financial Plan
C RiskManagement

C Defining Key Operations

C Staffing Needs

C Financial Principles & Concepts
C Investment Requirements

C Operating Expenses

C Profitability

C Pricing

C Exit Strategy
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Cattle Ranching
Vegetable Farming
Orchards

Valueadded processing
Traditional crops

Food hubs

Etc.




Food Sovereignty Case Studies

Organic Mixed Vegetables Mississippi Choctaw Fresh Produce
Fish Processing Red Lake Nation

Traditional Wild Riceg White Earth Nation
Beef Cow / Calf Operatioq Choctaw Nation of Oklahoma

~-00d Incubator / Kitcherg Taos Economic Development Association
Pecan Orchardg Choctaw Nation of Oklahoma

ntegrated Food Systeme Oneida Tribe of Wisconsin




U.S. Ag Industry Overview

U.S. beef cattle industry is predictinging international demand
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Fresh Produce demandrising
Increasing competition among retailers is puttimgeing pressure on growers

Increasing demand of sophisticatéd systems for growemakes it hard for
smallscale growers

20% of retailergeontrol 70% of producesales

az2al GaFolYiAdéed LINPRarz®Snd otaNNs®»NSEthat are
willing to pay mordor local produce



1. 2 Generic Types of Business:
AHigh volume, Low Price

ALow Volume, High Price

Key Business 2. Pareto Principler 80/20 Rule:
Concepts fa2ad '3 9YISNANBAAGNOSI
AFocus on the most important 20%

3. Scale:
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Part 2- Recap

SW.O.T. Analysis ToApplied to your location to help identify potential target markets

Focus on youstrengthsandopportunities
|dentify what themarket needdhat you could provide
Find amarket nicheand focus on that one area before scaling up to other markets

Determine whatlistribution channeyou will use to access your customers (e.g.,
wholesale, retall, contract grower, distributor, Community Supported Agriculture)

Decide whatmage / brandyou want to portray and find ways to communicate this
(e.g., logos, website, social media, newsletters, labeling, press releases, etc.)

Develop a simplenarketing matrito show what marketing tactics you will use & the
frequency



C Write out yourDraft Mission Statement

C Summarizegyour Business & Personal Goa
C Finalize yous.\W.O.T. Analysis

End Point C Write out yourMarket Research Plan
C Define thelMarket Needyou will serve
C Define yourProduct/Service

C Define yourlarget Market

C Define thelmageyou want to portray
C Outline YourViarketing Plan




You have defined youtVHY
You have defined youtVHAT
b SEGO &0 SLIX

DetermineHOW (i.e., Operations)
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What could go wrong?

How can you plan ahead to mitigate your risks
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