
Agricultural Business-Planning Webinar Series

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

THANK YOU FOR JOINING US! THE WEBINAR WILL BEGIN SHORTLY.



Webinar Management

Participants will be muted for this webinar. 

LŦ ȅƻǳ ƘŀǾŜ ǉǳŜǎǘƛƻƴǎ ŘǳǊƛƴƎ ǘƘŜ ǿŜōƛƴŀǊΣ ǇƭŜŀǎŜ άǊŀƛǎŜ ȅƻǳǊ 
ƘŀƴŘέ ǳǎƛƴƎ ǘƘŜ ƘŀƴŘ ōǳǘǘƻƴ ƻǊ ȅƻǳ Ƴŀȅ ŜƴǘŜǊ ȅƻǳǊ ǉǳŜǎǘƛƻƴόǎύ ƛƴ 
the Question box.



ÅFirst Nations works to strengthen American Indian economies to 
support healthy Native communities. We invest in and create 
innovative institutions and models that strengthen asset control 
and support economic development for American Indian people 
and their communities.
Å!ǘ CƛǊǎǘ bŀǘƛƻƴǎΣ ǿŜΩǊŜ ƎǳƛŘŜŘ ōȅ ǘƘŜ ōŜƭƛŜŦ ǘƘŀǘ when armed with 

the appropriate resources, Native Peoples hold the capacity and 
ingenuity to ensure the sustainable, economic, spiritual and 
cultural well-being of their communities.

First Nations Mission & Guiding Principle

Exclusively committed to the control of tribal 
assets by tribes and Native communities



²Ƙŀǘ ά!ǎǎŜǘǎέ aŜŀƴ ǘƻ CƛǊǎǘ bŀǘƛƻƴǎ
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CƛǊǎǘ bŀǘƛƻƴǎΩ CŀŎǘǎ

1980:Founding Year

1993: National Grantmaking Program begins

1993-2016: Awarded 1,162 in grants; 
$25.95 million

1980-2016:Provider of TTA



CƛǊǎǘ bŀǘƛƻƴǎΩ 
Strategies & 
Programs



Relevant Experience
Ç Mississippi Choctaws ςDirector of Economic Development

Ç 20+ years of Tribal Economic Development Experience

ÇDŜƴŜǊŀƭ aŀƴŀƎŜǊ ƻŦ ǘƘŜ ¢ǊƛōŜΩǎ ŎŜǊǘƛŦƛŜŘ ƻǊƎŀƴƛŎ ǾŜƎŜǘŀōƭŜ ŦŀǊƳƛƴƎ ōǳǎƛƴŜǎǎ

Ç Project management experience includes development and start-up of many 
tribally-owned companies representing an >$500 million investment

Ç Currently managing 8 separate grant projects for the Tribe

Ç Participated in a wide range of project financing methods including 
traditional loans, loan guarantees, and New Markets Tax Credit financing.

Ç Manage the ¢ǊƛōŜΩǎ уллΣллл ǎǉǳŀǊŜ Ŧƻƻǘ ŎƻƳƳŜǊŎƛŀƭ ǊŜŀƭ ŜǎǘŀǘŜ portfolio

Ç B.B.A. from MillsapsCollege

Ç M.B.A. from Duke University



Business of Indian Ag
PART 3: DEFINING YOUR KEY BUSINESS OPERATIONS & 

DEVELOPING A FINANCIAL PLAN



Agenda ςPart 3
Defining Your Key Business Operations & Developing a Financial Plan

ÇRisk Management

ÇDefining Key Operations

ÇStaffing Needs

ÇFinancial Principles & Concepts

ÇInvestment Requirements

ÇOperating Expenses

ÇProfitability

ÇPricing

ÇExit Strategy



²ƛŘŜ wŀƴƎŜ ƻŦ LƴǘŜǊŜǎǘǎΧ

Cattle Ranching

Vegetable Farming

Orchards

Value-added processing

Traditional crops

Food hubs

Etc.
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Food Sovereignty Case Studies
Organic Mixed VegetablesςMississippi Choctaw Fresh Produce

Fish ProcessingςRed Lake Nation

Traditional Wild RiceςWhite Earth Nation

Beef Cow / Calf OperationςChoctaw Nation of Oklahoma

Food Incubator / KitchenςTaos Economic Development Association

Pecan OrchardsςChoctaw Nation of Oklahoma

Integrated Food Systems ςOneida Tribe of Wisconsin



U.S. Ag Industry Overview
U.S. beef cattle industry is predicting rising international demand

.ŜŜŦ ΨǎǳǇǇƭȅ ŎƘŀƛƴΩ ƛǎ ŀŎŎǳǎǘƻƳŜŘ ǘƻ ǊŀƴŎƘŜǎ ƻŦ 20 ς60 headof cattle

Fresh Produce demand is rising

Increasing competition among retailers is putting pricing pressure on growers

Increasing demand of sophisticated IT systems for growersmakes it hard for 
small-scale growers

20% of retailerscontrol 70% of producesales

aƻǎǘ άŦŀƳƛƭȅ-ǎŎŀƭŜέ ǇǊƻŘǳŎŜ ŦŀǊƳŜǊǎ need to find local customers that are 
willing to pay more for local produce 



Key Business 
Concepts

1. 2 Generic Types of Business: 
ÅHigh volume, Low Price
ÅLow Volume, High Price

2. Pareto Principleor 80/20 Rule:
Åaƻǎǘ !Ǝ 9ƴǘŜǊǇǊƛǎŜǎ ŀǊŜ ΨǳƴŘŜǊ-ǊŜǎƻǳǊŎŜŘΩ
ÅFocus on the most important 20%

3. Scale:
Åaƻǎǘ bŀǘƛǾŜ !Ǝ ƛǎ ΨǎƳŀƭƭ ǎŎŀƭŜΩ ǿƘŜƴ ŎƻƳǇŀǊŜŘ 
to large commercial ag
Å{Ƴŀƭƭ ǎŎŀƭŜ ŎŀƴΩǘ ŎƻƳǇŜǘŜ ƻƴ ΨǇǊƛŎŜΩ

4. MIT University ς80% Rule:
ÅάtŜǊŦŜŎǘ ƛǎ ǘƘŜ 9ƴŜƳȅ ƻŦ 5ƻƴŜέ



Part 2 - Recap
S.W.O.T. Analysis Tool: Applied to your location to help identify potential target markets

Focus on your strengthsand opportunities

Identify what the market needs that you could provide

Find a market niche and focus on that one area before scaling up to other markets

Determine what distribution channel you will use to access your customers (e.g., 
wholesale, retail, contract grower, distributor, Community Supported Agriculture)

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

Develop a simple marketing matrix to show what marketing tactics you will use & the 
frequency



End Point

ÇWrite out your Draft Mission Statement

ÇSummarize your Business & Personal Goals

ÇFinalize your S.W.O.T. Analysis

ÇWrite out your Market Research Plan

ÇDefine the Market Need you will serve

ÇDefine your Product/Service

ÇDefine your Target Market

ÇDefine the Imageyou want to portray

ÇOutline Your Marketing Plan



Part 3

You have defined your WHY

You have defined your WHAT

bŜȄǘ ǎǘŜǇΧ

Determine HOW (i.e., Operations)



What could go wrong?  
How can you plan ahead to mitigate your risks?





Weather


